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The Highest Class Talking Machine in the World

Argyle Walnut
$275

Sonora’s High Quality Is Consistent

Sonora dealers will tell you that
Sonora’s consistent maintenance of
high quality forms one of the chief
sources of gratification to those han-
dling the line.

Day after day, the same today, and
the same tomorrow, Sonora instru-
ments reach the dealers’ floors, perfect
in tone, in workmanship, in finish and
in performance.

Unremittent scrutiny and rigid in-
spection assures this consistent main-
tenance of high quality. And this at-
tention to detail is reflected in lessened
service costs and the added satisfac-
tion of Sonora owners.

Let us tell you more-about the
Sonora proposition and how this line
will make money for you. Write us
today.

The Choice of those who’ve heard them all

Sonora Phonograph Company, Inc.
279 Broadway, New York City

Capadian Distributers: Sonora Phonograph, Ltd., Toronto
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Columbia Co. Advertising Records by Radio

Great Campaign of Reaching Public in a Novel and Effective Way Started by Broadcasting an
Exclusive Columbia Artist or Organization Through WEAF Station—Its Object Defined

An important bulletin was sent out recently
by George W. Hopkins, vice-president and gen-
eral sales manager of the Columbia Phono-
graph Co., to the company’s branch managers
under the heading of “Advertising by Radio.”
This bulletin stated in part as follows: “Radio
grows bigger and more people listen in every
night. Sometimes they happen to hear some-
thing they would like to hear again and to do
that they must buy a phonograph record of
what they have heard. This lifts the freezing
lid of many a long-forgotten phonograph.

“It is the Columbia policy to help make
people like what they hear over the radio. We
are going to teach them that they need Colum-
bia records to hear what they like best, when-
ever they want to hear it. Beginning Tuesday,
December 4, and following on Thursday, De-
cember 8, and every Tuesday and Thursday
thereafter, the WEAF broadcasting station
(the American Tel. & Tel. station) will broad-
cast an exclusive Columbia artist or organiza-
tion, announced and advertised as such. Broad-
casting time from 9:15 to 9:30 p. m. They will
broadcast right from our own recording studios
and advertise that fact.”

This important broadcasting program opened
on Tuesday, December 4, as mentioned in Mr.
Hopkins' bulletin, with the California Ramnblers
as the artists. Lester L. Leverich, advertising
manager of the Columbia Phonograph Co., in-
troduced the organization, and judging from the
enthusiastic reports received at the Columbia
offices, the performance was heard and enjoyed
throughout the country. Columbia branch man-
agers received enthusiastic reports from their
dealers who “listened in” on the Coluinbia
broadcasting and there is every reason to be-
lieve that the plan will prove a decided success.
Quite a number of the dealers commented upon
an increased activity in the sale of Columbia
records made by the California Ramblers, in-
dicating that Mr. Hopkins' views as to record
sales being favorably influenced by radio broad-
casting are sound and logical. The € lumbia
Co. has been congratulated upon its initiative in
arranging for radio broadcasting by exclusive
Columbia artists and it is stated that this is
the first instance where a phonograph manufac-
turcr has sponsored radio broadcasting as a
trade-building mecdia from its own recording
studios and advertised it as such.

ARTHUR J. WALSH GETS NEW POST

Well-known Edison Executive Appointed Man-
ager of Music Department—W.ill Direct Artist
Division in Addition to His Other Duties

Arthur J. Walsh, who has for many years
occupied promninent positions with Thomas A.
Edison, Inc., was appointed the last week in
November to the very immportant post of man-
ager of the music department, where he will
direct the artist division of the Edison business,
as well as the selection of the music to be re-
corded. Mr. Walsh will continue to hold the
portfolios of the advertising and publicity de-
partments which hdve hitherto fallen upon his
shoulders. His new office is located in the
laboratory of Thomas A. Edison.

APPOINTED DE FOREST JOBBER

Progressive Musical Instrument Corp. to Dis-
tribute DeForest Products—Well Qualified
to Co-operate With the Retail Trade

The Progressive Musical Instrument Corp,,
311 Sixth avenue, New York, wcll-known jobber
of musical merchandise, announced to its trade
this week that it had beeun appointed a dis
tributor for the products of the DeForest Radio
Tel. & Tel. Co. The company is planning to
inaugurate an aggressive sales campaign in be-
half of DeForest Radiophones and several un-
usual merchandising ideas will form an impor-
tant part of this campaign.

This company is ideally equipped to give
DeForest radio products splendid representa-
t.on, as the executives of the company are well
known in the musical field, and the company
at the present time is distributing a very large
amount of musical merchandise among the lead-
ing phonograph dealers. A complete stock of
DeForest products already has been delivered
and dealer accounts are being established rap-
idly. The unique merchandising plan sponsored
by the DeForest Radio Tel. & Tel. Co. in the
introduction of Radiophones in the music in-
dustry has met with marked success and the
Progressive Musical Instrument Co. is making
plans to co-operate with the manufacturer in
every possible way.

H. DON LEOPOLD IS ADVANCED

Popular Brunswick Record Mar;ager Will As-
sume New Duties in Chicago—Attained
Marked Success With New York Branch

Harry A. Beach, manager of the Eastern
phonograph division of the Brunswick-Balke-
Collender Co., announced recently that H. D.
Leopold, for the past six months record order
departiment manager of the New York branch,
had been promoted to an important post in the
advertising department of the Brunswick Co.’s
cxecutive offices in Chicago. Mr. Leopold, who
completed his duties in New York on Decemn-
ber 8, leaving for Chicago iinmediatély, is one
of the most popular and capable members of
the Brunswick phonograph division and is gen-
erally recognized as an exceptionally efficient
record man.

MANUFACTURERS FORM ASSOCIATION

American Phonograph and Allied Musical Manu-
facturers’ Association Born at Hotel McAlpin
Meeting—To Disseminate Credit Data

At a luncheon held on Thursday, December 6,
at the Hotel McAlpin a new association was
formed in the talking machine industry, known
as the American Phonograph & Allied Musical
Manufacturers’ Association. The plans of the
Association, as announced, are extensive and
for the present the scope of work will be largely
credit research information and advice. The
object of the Association is to reduce the per-
centage of losses through unscrupulous dealers
holding up payments when due; taking unfair
discounts, and many other unjust practices.

The Association plans to do away with these
evils and believes that putting business on a
constructive basis will benefit the honest dealer
as well as the manufacturer. It is planned that
the members report to the Association every
dealer who does not pay his account when due
and the reason given, if any; the taking of a
discount bevond the stated period; also any
rumors concerning dealers, whether they are
interested in themn or not. The Association, in
turn, will furnish to its members the above
information. Exhaustive reports covering any
special features regarding any dealer, whereso-
ever located, will be furnished on demand.
Through specializing in one field and economy
of operation it is expected to put collection
charges at a much smaller figure than could
be obtained outside. Where bankruptcy is in-
evitable it will be endeavored, through the
weight of tlic Association, to appoint worth-
while men as receivers, referees and trustees.
It is stated that the Association is not inter-
ested in prices charged, but solely interested in
giving positive information to the manufacturer
in rcference to dealers.

At the initial meeting ten were present who
were representatives of some of the most prom-
inent houses in the industry. They practically
unanimously agreed on the need of an associa-
tion of this character. Another meeting will be
held at an early date to elect officers and pro-
ceed with the work. Headquarters for the
Association will be established in the Bowery
Savings Bank Building, Park avenue and
[Forty-second street.

M any_N;:V_v Orchestras Recording for Victor Co.

Various Popular Organizations Specializing in Dance Music Have Been Placed Under Contract
to Make Victor Records—Some Other New Recording Artists

In line with its policy of continually aug-
menting its library of distinguished artists in
the classical field of music and its roster of
outstanding celebrities in the popular and nov-
clty ficld of music, the Victor Talking Machine
Co. has recently announced a number of very
important additions to its staff of artists.

The newcomers in the operatic and classical
library of Red Seal artists include Richard
Crooks, Rosa Ponselle, Landowska, Sura Cher-
kasskay and the St. Louis Symphony Orchestra.

In the field of popular music the most impor-
tant new acquisitions are Waring's Pennsyl-
vanians, Barney Rapp and His Orchestra, the
Garber-Davis Orclhestra, Silverman and His Or-
chestra, Moss & Frye and the Bethel Jubilee
Quartet, all well-known aggregations.

In addition to the artists and celebrities men-
tioned above, somic of whose records have not
yet been released, but all of whom have already
made recordings, the other umportant new-
comers into the Victor catalog who have made
their debut during 1923 are as follows:

In the Red Seal field—Charles Trowbridge

Tittman, Claire Brookhurst, Jose Mardones,
Miguel Fleta, Hazel Gertrude Kinscella and
Della Baker.

As popular artists—Lou Holtz, Belle Baker,
\Will Rogers, Henry C. Gilliland, Eck Robert-
son, the Duncan Sisters, Sissle & Blake, George
Hamilton Green, Brooke Johns, Eddie Hunter,
Georgie Price, Victor Arden and Phil Ohman.

In the orchestra division—Charles Dorn-
bergér and His Orchestra, the Collegians,
Whitey Kaufman's Original Pennsylvania Ser-
cnaders, Arthur Gibbs and His Gang, Memphis
Five and Jack Chapman and His Drake Hotel
Orchestra.

This, so far as is known, is the first public
recapitulation of the Victor artists who have
been acquired during the current year and it
certainly indicates, in a very impressive way,
that the Victor Co. is continuing in a vigorous
and comprehensive manner to steadily and ex-
tensively augment its library of music by re-
cording the talent of the leading artists and
musicians from every division of the realm of
music.

See second last page for Index of Articles of Interest in this issue of The World
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Effective nghtmg Helps Window Dlsplay

Edgar L. Mills Descants on Scientific Principles of Window Light-
ing and Tells How Talking Machine Displays Can Be Aided

The present-day efficiency in window dressing
or in displays of any kind depends in a measure
upon the skill with which that display is lighted.
It is entirely possible to arrange a fine window
or show case and yet to get small results from
it because the light may be dull or yellowish
in cast. Or the light may glare, so as to force
onlookers to glance quickly away. Or the
display may be darkened by the surroundings
to such an extent that the goods do not show
off well at all. Or, again, plate glass reflections
thrown inward by the sunlight, or powerful
street lights, may completely confuse the out-
lines of the articles shown, or produce a dazzling
effect most uncomfortable to experience.

In order to remedy these conditions, lighting
or illuminating engineers have given the matter
a great deal of study and have worked out prin-
ciples of successful lighting which should be
considered and employed. In fact, the merchant
who lights his displays properly has a distinct
advantage over those who neglect this impor-
tant selling factor.

It is now acknowledged that display portions
of a retail business, and especially the windows,
represent the most valuable space in the whole
establishment. This being the case, it is ex-
tremely important that the lighting effects be
such that the displays will work for all they
are worth twenty-four hours in the day.

Size and Character of Window Govern Lights

The experiments of the engineers referred to
prove that windows of different shapes and
sizes call for different kinds of lighting units.
For example, if the window is deep, but rather
low, the light must be softly diffused down-
ward. Many windows are of the double-deck
variety and are not more than five or six feet
in height. Such windows are best lighted by
rather small electric lamps of about 50 watt
capacity and having scooped-shaped reflectors
which will flood a window of the size and shape
described with even and bright light. Show
cases, bulletin boards and both outside and in-
side signs which are not too large will be illu-
minated successfully by reflectors of this char-
acter.

On the other hand, a low window which is
quite shallow and does not reach back very
far calls for a lamp of about the same size with
a different shape reflector. In this case one

of the hooded type is better, distributing the
light in such a manner as to avoid a glare. The
small, hooded light is not only desirable in the
low, shallow window, but it is also very ap-
propriate for illuminating wall cases and wall
fixtures, which all too often are left in the
shadows.

The need for such a light is indicated where
we require concentration. Many shallow win-
dows and cases are met where the depth is
only about from 60 to 70 per cent of the height.
Ordinarily, the lighting of such windows is dif-
ficult, but the hooded light will bring the con-
tents of the window into pleasing prominence.
The light in this case is all directed downward,
and so the installations are in the upper part
of the window or case.

Larger windows employ the same principle,
only larger reflectors are used. These reflectors
are not all alike for the large windows. One
kind throws the light into about the middle
of the window space and is especially designed
for a display which is trimmed high up. An-
other reflector throws the light to the window
base and is intended for use when the display
is arranged on a low or flat plan. These dif-
ferent reflectors may be procured and used at
will. And there is also a very interesting color
attachment by means. of which the window
space may be diffused with golden, violet, pink
or purple light at will.

Overcoming Reflections

It would seem as though this would take
care of all of the needs of the light situation,
but not so, for we have not yet met those
difficulties caused by reflections. Some dealers
liave been much distressed by this sort of thing
—their windows being almost spoiled for dis-
play purposes. For this reason, a light which
will overcome the trouble is a real boon. One
has been perfected which, by means of a 500
watt lamp Mazda “C,” will completely flood the
window +with an expanse of soft, agreeable
illumination.

Next, the reflector is so arranged that this
same lighting unit throws a spot light, wherever
desired, of startling clearness. This spot light
beam is claimed to develop 50,000 candle power,
so it is obvious that any article displayed in
the window upon which this spot light is trained
or turned will show up in the plainest manner

possible. Moreover, any reflections from the
outside are completely neutralized and passers-
by will be halted almost in spite of themselves.
This new lighting principle is most interesting,
as those employing it literally flag the public,
and an establishment so lighted will stand out
from among a whole street full of other estab-
lishments with the ordinary lighting equipment.

This flood light with a center beam is espe-
cially adapted to both white and colored light-
ing in display windows, to the lighting of special,
interior show cases, or for the protection of an
cstablishment during the night. A firm which
has had its safe broken open more than once
now wheels the safe into the sight of the street
and turns a spot light on it. Burglars would
liardly dare work under such conditions. These
lights are also valuable for anything in the way
of a spectacular demonstration or where it is
desirable to gain special attention to one or
more objects in the midst of lighted sur-
roundings.

Economy in Good Lighting Fixtures

Some will claim that they cannot afford to
put in more efficient lighting fixtures. But thc
question arises as to how much in actual dollars
and cents is lost by not doing it, and whether
the business prestige sacrificed is not a heavy
pricc to pay for a tendency to cling to the old
and out-of-date.

In many places such as the business office or
where certain kinds of goods are to be ex-
amined close at hand, an indirect light is most
agreeable to the eye, being restful and soothing,
and having the advantage of being shadowless.

\Whatever the needs of the occasion, there is
the right kind of light to fill the bill, and with
a long season ahead when night settles down
early and there are many dull days, when arti-
ficial illumination is needed, the matter of light-
ing so as to actually develop business because
of it is a matter which should receive a full
measure of attention. There is no time like
the present and the only way to do a thing is
to do it.

Privacy in radio communication, by means
of a standard land line printer-telegraph ma-
chine, was demonstrated reccntly by Chicago
experts before the annual convention of the
Association of Railway Electrical Engineers.
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NEW YORK
23-25 Lispenard St.
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Pacific Coast Representative: Munson-Rayner Corporation

Tivings of the Season o
all our patronage

New York Album & Card Co., Inc.

643 South Olive Street, Los Angeles, Calif.
86 Third Street, San Francisco, Calif.

CHICAGO
415-417 S. Jefferson St.
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Victor supremacy i1s the
supremacy of performance

Victrola VI, $35
Mahogany or oak

Victrola 1X, $75
Mahogany or oak

That 1s why the truly
great artists of the pres-
ent generation I ever-
increasing numbers are
found among the ranks
of famous Victor artists.

Victrola No. 105 =
$180 Victrola No. 125

Mahogany or walnut Mahogany, $275; Electric, $315
Walnut, $325; Electric, $365

s gme

Victrola No. 300 Victrola No. 410

Victrola No. 210 $250 $£300
$100 Electric, $290 Electric, $340
Mahogany, oak or walnut Mahogany

Mahogany or walnut

~wVictrola

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

Look under the 1lid and on the labels for these Victor trade -marks

Victor Talking Machine Company

Camden, New Jersey
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LAMBERT FRIEDL WITH ADLER MFG. cE.

Prominent Wholesale Executive Appointed
Vice-President and General Sales Manager of
Southern Manufacturing Concern—Will Mar-
ket Complete Trade-marked Line¢ of Phono-
graphs—Headquarters in New York

Lambert Friedl, manager of the talking ma-
chine department of John Wanamaker, New
York, and one of the most popular and capable
members of the talking machine trade in the
East, has been appointed vice-president and
general sales manager of the Adler Mfg Co,
L ouisville, Ky, Mr. Friedl resigned his present
position on December 1, but will probably stay
with the Wanamaker institution for a short
while pending the appointment of his successor.
He is leaving with the good-will of the entire
Wanamaker organization, where he won the

Lambert Friedl

esteemn and friendship of his co-workers during
the year he was in charge of the department.

The Adler Mfg. Co. is well known in manu
facturing circles, as for a number of years it
has manufactured a commplete line of pianos,
organs and phonographs. The company main
tains a very large plant at Louisville, which is
recognized as one of the most complete and
up-to-date woodworking factories in the South.

yrus I.. Adler, president of the company, is
prominent in commercial and civic activities in

In
CLEVELAND
and OHIO

—it’s the
CLEVELAND
TALKING
MACHINE CO.

1105 Oregon Avenue

; A\
His Master’s Voice -

Cleveland, O.

Louisville and has been the dominant factor in
the tremendous success achieved by the com-
pany. Mr. Adler visited New York several
times to confer with Mr. Fried! and as a result
of these conferences arrangements were closed
covering a long period of years.

As vice-president and general sales manager
of the Adler Mfg. Co. Mr. Friedl will maintain
headquarters at 881 Broadway, New York. He
will be in complete charge of the company’s
phonograph merchandising and his plans pro-
vide for the manufacturing and marketing of a
trade-marked line of instruments that will be
original and distinctive throughout. These
phonographs will be distributed through dis-
trict sales representatives in the large cities,
selling through resporsible dealers. With the
completion of his plans Mr. Friedl expects to
get in touch with well-known wholesale men in
the metropolitan centers with the idea of de-
veloping his distribution. Cabinet designs are
being made under his personal supervision and
the mechanical equipment will also Le individ-
ual in many respects.

In securing the services of Mr. Friedl as
vice-president and general sales manager the
Adler Mfg. Co. is to be congratulated, for Mr.
Friedl is one of the most experienced and suc-
cessful members of the wholesale talking 1:a
<hine trade. For many years he was associ
ated with the Columbia organization, having
been manager of the company's Pittsburgh
branch, and for a number of years manager
of the New York branch. In the lattcr posi-
tion, the most umnportant in the Columbia
branch organization, he attained phenomenal
success, winning the hearty good-will ¢f the
d=alers in metropolitan territory and attaining
rccord-breaking sales totals for this product.
In his new field of endeavor Mr. Fried! will
have ample opportunity to utilize his cxcep.
tional knowledge of talking machine merchan
dising and distribution, and will be in a posi
tion to work in close co-operation with his host
of dealer friends all over the United States.

ANNOUNCES UNIQUE SALES PLAN

General Phono. Corp. Introduces Original Sales
Idea—Will Give New Odeon Record to Any
Member of the Trade Requesting It

One of the most unique selling plans intro-
duced in the record trade this year is a cam-
paign announced this week by the General
Phonograph Corp.,, New York, in behalf cf
Odeon records. In order to give the trade an
opportunity to appreciate and understand the
musical merits of these records and their sales
possibilities, the company has offered to give
to every member of the trade who requests it
a niw Odcon record featuring the “Blue Danube
Waltz” and “Schubert Serenade.” The record
is p-escnted without charge and it is expected
that this unusual sales drive will serve to in
t.oduce Odeon records to the trade in every
city and town throughout the country.

NEW EDISON PHONOGRAPH CATALOG

To Be Released During Latter Part of Decem-
ber for Consumer Distribution by Dealers—
An Attractive Piecz of Catalog Publicity

Thomas A. Edison, Inc, will issue the latter
part of December a new type of catalog, fea-
turing the various models of the New Edison.
This catalog is printed. with a handsome cover
in blue and brown, the sole decoration on the
cover being the new trade-mark slogan “The
New Edison—Comparison With the Living Art-
ist Reveals No Diﬁe_rence." The first page
inside is devoted to a special message signed
by Thomas A. Edison, which reads “I should
like to have you listen to my phonograph—The
New Edison—in side-by-side comparison with
any other phonograph before you purchase.”
The next page is devoted to the same idea,
namely, an enlargement of the idea of why the
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A Progressive Pear,
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Our Minds FKeener,
Our Bearts RKinder,
Qur Impulses Piser,
Our Bodies Stronger
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Edison Co. feels it behooves the purchasing
public to make a comparison with other instru-
ments before making a final decision. The en-
tire responsibility is placed upon the prospec-
tive buver to decide for himself what he be-
lieves to be the best instrument.

On each of the following pages one mod:l
of the New Edison is illustrated and beneath
the illustration are specifications relating to the
model pictured. The final sentence on each
page i1s “The New Edison Costs No More Than
Ordinary Phonographs.” There are fourteen
models featured and a price list is inserted
in the back. The inside is printed in brown
duo-tone ink over a light blue tint block which
covers practically the entire page.

COLUMBIA CHRISTMAS RECGRDS

Under the heading of “Columbia Christmas
Records,” the international record departinent
of the Columbia Phonograph Co. issued recently
a handsome two-colored window hanger, fea-
turing Christmas records in various languages.
An appropriate illustration formed the center-
piece of the display and among the records in
the “E” series that were listed were selections
in the following languages: Bohemian, Danish-
Norwegian, Finnish, French, German, Greek,
Hollandish-Dutch, Hungarian, Italian, Lithu-
anian, Polish, Russian, Slavish, Swedish and
Ukranian.
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Sales Value

Every model in the
Sonora line gives the pur-
chaser maximum value
and absolute satisfaction.
The SONORA Dealer
can merchandise this
quality product with as-
surance and confidence
for he is selling

The Highest Class Talking Machine
in the World

The Sonora Phonograph-Ohio Co.,
417 Bulkley Bldg., Cleveland, Ohio

Distributors for Ohio and Kentucky
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|| | , Dealers in Victor prod-
ucts handle a known
quantity—a line of prod- -
ucts that has demon-
strated 1ts worth by a
quarter-century of actual
accomplishments.

| Victrola No. 100

$150 Victrola No. 111 1
Mahogany, oak or walnut $?25
Electric, $265
Mahogany, oak or walnut

Victrola No. 220

Victrola No. 400
$200

Victrola No. 330

. / $250
2 Electric, $240 Y Mahogany, $350; Electric, $390 i\ Electric, $290
Walnut, $415; Electric, $455 Mahogany
|

“HIS MASTER' VOICE" 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
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Record Spemaltles Open New Sales Field

Health Records and Those Designed for Amusement and Education
of Children Are a Big Source of Revenue if Intelligently Exploited

There is a wide open sales field in the talk-
ing machine record business to-day which com-
paratively few retailers are taking advantage of
to the greatest extent possible. This field con-
sists of the various record specialties which
have made their appearance on the market, and
which are now handled by many retailers
throughout the country. These consist of ex-
ercise records and various types of recordings
designed especially for the amusement and edu-
cation of children.

Successful Health Record Drive

Every man, woman and school child is a pros-
pect for the former—health records—and the
dealer who handles one or more lines of these
recordings has an opportunity of augmenting his
profits to a considerable degree if intelligent
sales effort is put behind them. A plan of pro-
cedure in bringing its health records before that
portion of the public which would be most likely
to quickly see the advantage of exercising to
music was recently put in effect by the Davidson
Bros. Co., live dealer of Sioux City, Ia. The
method used, as outlined for The World by
Fred J. Shamp, manager of the talking machine
department, follows:

“We desired to bring our health records to
the attention of the lunch clubs of the city. In
order to do this we first of all had a young
lady, who, incidentally, happened to be related
to a prominent member of the Rotary Club
liere, make arrangements for a demonstration
at a luncheon of that club This first effort
was so successful that demonstrations have
since been given in the Lions and Kiwanis
Clubs by request of these organizations. It was
handled in this way:

“Our demonstrator went through the first rec-
ord alone, after having made a few appropriate
remarks, descriptive of the nature and purpose
of the records. When the playing of the first
record had been completed the demonstrator
requested the members to take off their coats
and go through one of the exercises with her,
and before she was through practically every
man in the dining-room was going through the
exercises. They went through all except the
floor exercise, which obviously could not be
done in a public dining-room.

“These organizations did not permit us to
have any sign or make any reference announc-
ing where the records came from, but one of
our salesmen who has been connected with the
house for twelve years went along to operate
the talking machine, and in this indirect way
we think every one in the place knew who was
staging the demonstration. No attempt to sell
records was made at that tine, but a number
of sets have been sold to club members since
the demonstration, and we haven’t the slightest
doubt but that it was one of our best publicity
stunts.”

There is a successful plan in a nutshell—one
that can easily be staged by any dealer with
cnergy enough to go out after business. This
stunt has the added advantage of nraking an
appeal direct to the business men of the com-
munity, who, in the majority of cases, are eager
to keep the waistline down but do not care for
too strenuous work and loss of time involved
in regularly attending a gymnasium class. And,
in addition, the dealer should not overlook the
women and children in his advertising and sales
drives. The window is probably the best me-
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perfect reproduction of the voice
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UNIQUE REPRODUCTION CO., Inc.

Cable Address: ADD-A-TONE, N. Y.
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dium of bringing these records to the attention
of the masses. A live demonstrator, some ath-
letic young man or woman of the community,
would prove a big drawing card.
The Demand for Children’s Records

The children’s records on the market, as al-
most every dealer knows, consist of two kinds—
educational and recreational, although of the lat-
ter it may also be said that they possess a distinct
educational feature. With this fact in mind the
lines along which the retailer’s campaign must
be planned are plain. Every mother and father
desires that their children develop mentally, and
if the dealer can put the message strong enough
that these records will serve that purpose under
the'guise of amusement his appeal, whether
through advertising in newspapers, window dis-
plays, direct-mail or personal solicitation, will
hit home to the parents of his community and
sales will follow. In his sales-promotion work
the dealer, however, must not overlook the chil-
dren themselves. Interest the children in your
product and the chances are that they will not
rest until they have influenced their parents to
the point of making a purchase. In this con-
nection, also, the retailer can sell small talking
machines, of the portable type, to go with the
records. These small instruments are compar-
atively inexpensive and, because of the fact that
children, when playing the records, find it diffi-
cult to reach the turntable of the larger instru-
ments and the added danger of marring the
finish of the more expensive models, little diffi-
culty will be experienced in “selling” the adults
on the idea of purchasing a small talking ma-
chine.

Special Children’s Departments

Some live establishments have even gone to
the extent of setting apart a space in the store
expressly for the display of these kiddie rec-
ords and machines. The cost involved in set-
ting aside a booth or part of the store and
arranging the decorations and furnishings so
that they will both appeal and be comfortable
to the children is very small compared to the
advantages which will be derived from such a
course. One of the largest department stores in
the East to do that very thing is Frederick
Loeser & Co., of Brooklyn. This department
was described in the Brooklyn section of the
last issue of The World and dealers who con-
template doing something of a similar nature
will do well to read it. The department is
already a big asset to this store, as one will be
to every other establishment. The -children
seem to take particular delight in visiting the
store with their parents, and while the latter
are purchasing their “grown up” records they
play and look over the special talking machines
and accessories which make such “grand” toys
for fun-loving kiddies. Advertising by this firm
has also intensified the interest of the parents
and the number of sales already made in addi-
tion to the quantity of inquiries received has
made this a paying proposition. A saleswoman
of the maternal character is kept busy enter-
taining the children and explaining the merits
of the products to the prospects.

Sales of Novelties Come Easy

Sales of specialtics or novelties such as these
are very easy to make, if, as has been stated,
intelligence and energy are put behind the mer-
chandising plan. After all, the talking machine
dealer is out to make money. That is what
he is in business for, trite and self-evident as
the statement may sound. And it cannot be
emphasized too strongly that where formerly
adults and children of an advanced age were the
only logical prospects for the retailer, to-day
through these novelties a broad, new field is
ready for development.
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More than all else does Peerless cherish
the good will of its ever-increasing number
of patrons. The dollars and cents return is
of secondary importance compared with the
growth of‘our clientele, in which respect the
closing year was monumental.

There 1s deep satisfaction and a feeling of
pride in welcoming so many new customers.

TAith a full realization of our responsi-
bility for the maintenance of quality,
service and a square deal, we wish to
extend the Season’s Greetings—to our
patrons and to the entire industry—and
best wishes for a banner year in 1924.
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ILOWER TAXATION WILL INCREASE PROSPERITY

RESIDENT COOLIDGE, in his annual message to Congress

on December 6, declared himself emphatically in favor of a
general reduction in Federal War Taxes, in accordance with the plan
outlined by Secretary of the Treasury Mellon, and presented the
following sound ideas on the subject: ‘“Being opposed to war taxes
in time of peace, I am not in favor of excess-profits taxes. A great
service could be rendered through immediate enactment of legisla-
tion relieving the people of some of the burdens of taxation.
High taxes reach everywhere and burden everybody. o ey
diminish industry and commerce. They malke agriculture unprofit-
able. They increase the rates on transportation. They are a charge
on every necessary of life. Of all services which the Congress
can render to the country I have no hesitation in declaring this one
to be paramount. The country wants this measure to have the right
of way over all others.”

The members of the talking machine trade will do well to join
wholeheartedly with the business men and the public of the country
generally in supporting the President and the Secretary of the
Treasury in putting through the plan for the proposed reduction of
Federal taxes amounting to something over $300,000,000. It will
take heavy pressure to keep the question from being hidden in
Congress by a political smoke screen.

A direct reduction in taxes is not only going to save the busi-
ness interests of the country considerable money, but will put the
public generally in a better frame of mind and should have the
psychological effect of stimulating sales. There is no question but
that many individuals whose tax saving under the proposed cut
will not exceed $5 a year will feel that they are entitled to spend
$50 in celebration of the event.

Various Senators and Congressmen with an eye to the folks
back home have already announced that they will fight energetically
for the passage of the Soldier Bonus Bill and intimate that the
proposed saving in taxes, if put into the bonus instead of being
lifted from the shoulders of the public, will take care of the finan-
cial demands of the veterans or at least that proportion of them
that seek the bonus, The fight for the bonus as it stands now,

regardless of the rights or wrongs of the question, is unquestionably
a political move, and the business men should see to it that it is
kept to itself and not coupled with the tax reduction question.

The main thing is that pressure must be brought to bear on
Senators and Congressmen to insure the putting through of the tax
reduction program, regardless of what is done about the bonus.
It is certain that the politicians in Washington are not going to let
upward of $300,000,000 get out of their grip without a fight. The
orgy of spending has been too joyous to be curtailed.

LEARNING A LESSON FROM HOLIDAY ACTIVITY

AS this issue of The World reaches its readers the annual holiday
buying rush is in full swing, and it is already evident that
this year, as in previous years, talking machines and records are
holding their own as Christmas gifts. There is a valuable lesson
mn this annual holiday campaign, especially as regards the talking
machine business, if dealers will only realize it. For weeks, and
in some cases for several months, prior to Christmas the trade
generally makes comprehensive plans for determined business
drives. Fvery method of bringing talking machines and records
to the public is utilized, and no pains or expense are spared in
making these drives a success from the standpoint of sales volume.

The questions arise: Why shouldn’t this aggressive sales policy
be continuous: \Why should it be confined to a season? Why
shouldn’t the volume of business during the post-holiday period be
larger than it customarily is? Just as in the Summer months when
dealers somehow cease all strenuous efforts in securing trade busi-
ness gets mto the doldrums during the early months of the new
vear, simply because little or no effort is made to go after sales.
Advertising is kept to a minimum; selling efforts become order
taking, and there is a general relaxation which makes poor business
inevitable.

There must be something wrong in a merchandising system
which permits of the discontinuance of effort when it is most
needed. It sounds like a platitude or needless reiteration to empha-
size that dealers must make consistent and continuous drives for
business in order to succeed, but, nevertheless, it is the truth. Mean-
while business conditions were never better than they are at the
present time, according to reports from all over the country, and if
there are any complaints the condition is purely local and not gen-
eral. Anyway, it is those dealers who are constantly striving for
more and better business who are getting it. They are not the
calamity howlers, they are the workers, and it is the workers that
always win, provided there is intelligent direction behind the physi-
cal effort, and this prevails whether in selling, managing or con-
trolling departments.

Before the next issue of The World reaches subscribers we
will have entered the New Year, and a new chapter will have been
opened in the history of the industry. What business records the
talking machine dealers shall write on this page depends entirely
upon themselves. There can be no resting upon past laurels. Each
inonth of the new year must be made more profitable than the same
period of 1923, and, in order to do this, the business campaign for
1924 must be launched, not in the Springtime, but just as soon as
the holiday campaign ends, in order to take advantage of the
momentum gained this year.

, FEWER CHANGES IN CABINETS IN PROSPECT

NE promised feature of the 1924 husiness to which both whole-

salers and retailers are looking forward with a certain
degree of satisfaction is the likelihood that there will be compara-
tively few changes in cabinet styles for the next few months at
least and that the catalogs of the manufacturers, so far as the
machines are concerned, are considered more or less stable and
fixed for a considerable period.

It 1s true that changes in design reflect the progress of the in-
dustry and indicate that it is keeping abreast of the demands of
the public. During the last couple of years these changes have been
frequent and, although unquestionably designed for the better, have
kept the-retailers, and for that matter the wholesaler, in a state of
anxiety regarding what to order and what not to order for the
purpose of meeting future requirements.

The problem has not been that of taking care of stock made
obsolete by the introduction of new styles, for the changes have not
been sufficiently radical to bring about that condition. The dealer



DeceMBER 15, 1923

THE TALKING MACHINE WORLD 1

—d

has hesitated, however, about ordering as generously as he might
in the fear that there might be something introduced in the near
future that would prove more readily salable and be a better propo-
sition for him and his trade.

From the manufacturing angle, too, frequent changes in styles
are calculated to interrupt factory routine and contribute in a cer-
tain degree to the scarcity of desirable models. It is a recognized
fact that several thousand machines of one particular model can
be turned out much more rapidly than a similar number of machines
made up of a half dozen models, all requiring readjustment of
machinery, working forces, etc.

The majority of the leading lines are now well balanced, with
machines calculated to meet practically every normal demand of
the buyer and, although there probably will be some minor changes
designed, it 1s doubtful whether there will be any marked changes in
styles themselves in the near future, at least.

|SUPPORT FOR THE PRICE MAINTENANCE BILLSI

EMBERS of the talking machine industry should tale more
than a passive interest in the campaigns now being developed
among many groups of business men for the purpose of supporting
the price maintenance bills scheduled to come up before the new
Congress which opened last week.

The bills in question are the Kelly-Stephens Bill, known as
H. B. 11, and the Merritt Bill, known as H. B. 13494. Although
the two measures have been introduced by two Congressmen the
aims of both are to provide needed protection to the manufac-
turers of trade-marked products through granting them the right
to fix and maintain resale prices on their products. The bills, more-
over, have been designed to avoid the possibility of encouraging
monopoly, which should serve to kill the favorite argument of those
who in the past have opposed such measures.

The Music Industries Chamber of Commerce has come out
strongly in support of the measures, favoring both of them in the
hope that at least one of the bills will be successful in passage. Tt
might be well for the members of the talking machine trade to again
endorse the price maintenance measures; as has been done on previ-
ous occasions, and then to get back of the bills actively, either
through their own trade associations or in co-operation with the
Chamber of Commerce.

A price maintenance law will not prove a panacea for all the
ills of the industry, but it will at least serve to put a check on the
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price cutter and the gyp artist and play a part in keeping a stable
market for the products of standing and hard-earned reputation.

| TRADE OPTIMISTIC OVER OUTLOOK FOR 1924

S indicated by the symposium of opinions on existing condi

tions and future prospects in the talking machine trade pre-
sented in another section of The \World this month, members of
the industry as a whole—manufacturers, wholesalers and dealers—
are m the main thoroughly optimistic regarding what 1924 promises
for the trade.

The prophecies are based not alone on conditions within the
industry itself, which are in the main favorable, but on the general
business situation throughout the country, for it 1s realized that as
the nation itself prospers so will the various industries therein
develop along substantial lines. ]

As a matter of fact, the talking machine industry, and for that
matter the music trade as a whole throughout the country, has
enjoyed a greater volume of business in proportion than have some
other lines of trade with which fair comparisons can be made. This
situation is traceable to two things: first, the greater appreciation
of music in every form that is evident everywhere and, secondly,
the willingness and ability of the public to spend money for the
purchase of music-producing instruments.

General predictions regarding business made a year in advance
are often quite futile, but there are certain basic conditions upon
which calculations may be founded with comparative safety and
these conditions as they exist just now are distinctly favorable.
Business clouds may appear during the coming twelve months, but
there is little or no evidence of them right now, and what the trade
makes of its opportunities depends largely on itself.
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New Customers Vital to Business Growth

Steady Influx of New Patronage Is the Life Blood of the Talking

Machine Business—Practical Hints on Securing

“In my opinion one of the greatest problems
for the dealer in the talking machine field to-day
is the securing of new customers for machines.”
There is much food for thought in this state-
ment by one of the most successful retail talk-
ing machine men in the East. Ewvery dealer
should sit down for a few moments and analyze
himself and his business in this respect. Are
you doing the business you should do in the
sale of machines? Is your prospect list alive?
Are you constantly adding new names of people
who are really in the narket for an instrument?
And, if you have a good prospect list, are you
actually going out to sell? These are a few
of the questions with which every talking ma-

chine dealer should be concerned to-day. Side-

stepping the issue will do no good. Almost
every day it is being demonstrated in a manner
leaving no room for doubt that the dealers who
are going out for business in a systematic and
determined manner are the ones i1n the terri-
tory they serve who are inost successful. Those
retailers who are constantly bleating about
“business going to the ‘bow-wows'” are the
ones, in nine cases out of ten, who believe in
the easy-chair route to sales. Of course, eco-
nomic conditions may have a certain influence
on business, but, taken as a whole, there is too
much talk about “gcneral slackness” and too
little real mental and physical selling effort.
Get Into the Homes!

Get into the homes of the people in your
neighborhood. Maybe it isn’t as easy as sitting
in the store waiting for the plums to fall into
your lap—rare occurrence, indeed—but it is much
more effective. In thc columns of The Talking
Machine World times without nmumber there
have appeared articles describing the experiences
of successful merchants in the canvassing field.
Don't say that your territory happens to be
different and the same tactics will not go. It
isn't different! The dealer who gets that fact
firmly fixed in his mind and then gets to work
will be on the right track and there will be
no cause for regret. People are the same the
country over. making slight allowance for local
conditions. And the situation with which the
dealer on Main street in Squeedunk is faced is not
one whit different from thc conditions faced by
the retailer on Nth avenue, Bigburg. The slight
difference in outlook between the small town
and the big city or sectional peculiarities offer
no obstacle, because, at least, the dealer should
be familiar with the peculiarities of the people,
taken en masse, with whom he does business.

A Case in Point
The methods of a certain live dealer, A. H.

Mayers, of New York, which are described in
the following paragraphs should point the way
for talking machine dealers in large cities as
well as small towns. There is a certain mer-
chandising principle involved which is universal
in its application. This firin, by the way, is
successfully bringing the message of the talking
machine to about the most difficult people in
the world to approach—the New York apart-
ment dweller—blasé, indifferent and phlegmatic.
The firm of A. H. Mayers has a prospect list
numbering about 20,000 names. How did they
get it? Not by sitting in the store, surely,
although many of the names were secured in
the store. Hard work did it. In short, when-
ever a person comes into thc store and does
not buy he or she is listed as a prospect if
questioning discloses an interest in a machine.
And this whether the inquirer does or does not
own a machine. In addition, many of the names
were secured by a thorough canvass of the
entire neighborhood. The list is classified to
the extent that owners of instruments are kept
separate from non-owners. Then there is also
a separate list made up of record customers
and prospects. This latter is a mighty essential
thing to the dealer who mails out record sup-
plements and other literature. There is too
much waste in postage and time in sending out
literature to people who will no more visit the
store to buy records and other things than a
cow will ever be able to fly. Each week record
supplements are sent to record prospects. To
machine prospects a steady stream of literature
goes forth and, in addition, the good old ringing
of door bells does the work of reducing the
prospéct list by striking out the names of pros-
pects who have become customers through the
purchase of a machine.
Canvassing Isn’t Easy

It is not an easy thing to get past the outer
door of a New York apartment, but A. H.
Mayers has overcome this problem through a
very simple plan. According to A. A. Mayers,
who has charge of the Broadway store of this
coucern, it pays to spend money to make money
and it is very much worth while to spend a
little money so that the salesmen and canvassers
are insured of a hearing. Here is how it is
done. Novelties! Just little trinkets and handy
littlc accessories for the home, inexpensive, but
effective. For example, one of the stunts re-
cently tried by Mr. Mayers was to purchase a
¢uantity of milk bottle tops, a patented device
cnabling the housewife to pour milk from the
bottlc without spilling it all over the place.
The salesmen visited their prospects and in-

New Customers

stead of beginning a sales talk in the usual
manner they would ask if cow’s milk was used.
In most instances the answer was “yes.” They
then would present the.novelty milk bottle top
with the compliments of the firm. If the oppor-
tunity occurred they would do their best in try-
ing to interest the prospect in a new machine. At
any rate, the salesmen received a courteots
reception and they secured valuable information
as to whether a machine was owned, its condi-
tion and the attitude of the prospect towards
the purchase of a later model. In homes where
there was no instrument, if any interest at all
was exhibited in a talking machine, follow-up
calls were made. Out of the ordinary, it is
true, but just the same it brought home the
bacon and the cost of the novelfies was trifling
compared to the rcturns in sales and good-will.
Another stunt which this live dealer will soon
put in effect is the distribution of 2,000 wood
rulers to the school children in that neighbor-
hood. The children will naturally take the
rulers home and inasmuch as they will bear
the imprint of the dealer a certain percentage
of the adults will become familiar with the
name of the live merchant in their neighbor-
hood.

Indircct publicity, as in the case of the dis-
tribution of the rulers to school children, is
bound to have a certain amount of influence
with the children themselves, many of whom
own and play musical instruments, but it is
impossible to gauge the benefits accruing, which
are cumulative.

Plenty of Prospects

There are plenty of prospects, but it is up
to the dealer to dig them out. In this con-
nection it is safe to say that no plan of adding
names to the mailing list as well as actually
bringing in new business is quite so effective
as canvassing and outside selling. These are
days of unparalleled competition among retail
dealers. The consumer has a wide selection
to choose from and there is little chance that
any particular retailer will be selected by the
prospective purchaser unless the name and busi-
ness of the dealer are most familiar to the pros-
pect—it pays to be known.

HYNDS, INC., CHARTERED

WiLsincToN, Der., December 4—Hynds, Inc,
of this city, has been granted a charter of in-
corporation under the laws of this State with
a capital of $100,000. The concern will engage
in the manufacture of musical instruments and
radio receiving sets and accessories.
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Llnkmg Up With Folk of the F ootlights

W. Bliss Stoddard Tells How Live Dealers Made Capital of the
Appearance of Favorites of the Stage, Screen and Concert Hall

There is a mysterious glamour about the people
of the stage, concert hall and screen that makes
whatever they use eminently desirable to other
people, and the talking machine dealer who does
not turn this to his own advantage is losing
great opportunities for enviable publicity. The
endorsement of a machine or a record by any
footlights favorite imincdiately increases its
popularity.

L. Grunewald, Ltd., New Qrleans, La., ncver loses
an opportunity to link its lines with visiting
artists and has thus won a reputation for up-
to-the-minute equipment. Two examples of this
occurred recently. During Style Show WWeek
Irene Castle, the famous dancer, gave public
cxhibitions of gowns and ballroom dancing. The
firm immediately placed on view records of a
number of the dance numbers. They also se-
cured a picture of Miss Castle, which they ran
in one of their advertisements, together with
a fantastic dance design, and suggested that as
such an eminent dance authority had chosen
these selections no better ones could be found
for dancing in the home and advised the pur-
chase of records containing these numbers,

An even more successful stunt was pulled
oflf by them during the visit of Belle Baker, an
Orpheum headliner. Among the songs rendered
by her were the new “I've Got thc Yes, We
Have No Banana Blues” and *‘Jubilee Blues”
and as these had been recently relcased the firm
secured the presence of Miss Baker at its
store on Saturday from 1 to 2 p. m. and from
5 to 6 p. m. on Saturday, during which time
she autographed all copies of these records sold.
Crowds came to see the famous star, scores
bought the records which they were delighted
to have autographed by her and large numbers
had an opportunity to see all the late records,
as well as many standard ones, and while they
were there took occasion to order what they
wanted, so that the general as well as special
sale of records was given a big boost. As in
the case of Miss Castle, a photo of the vaude-
ville star was secured and run in their regular

Let the keynote of the Year 1924
be “Success with Sonora”. Then
there will be no question as to
where you will stand the first
day of 1925.

234 West 39th Street

g%%%%#%%%#%n

January 1st 1925 -
Where Will You Stand?

Exclusive Dsstributors for New York, Staten Island
and the Lower Hudson Valley

THE INSTRUMENT OF QUALlTY e

Greater City Phonograph Co., Inr.

Tel. Fitzroy 1446-7-8

advertisement, together with an announcement
of the pcrsonal appearance of Miss Baker and
the fact that she would autograph free her own
particular song records.
Fitzgerald Music Co. Ties Up With Film Folks

The Fitzgerald Music Co., Los Angeles, Cal.,
in a somewhat similar manner utilized the popu-
larity of Peggy Hamilton, the film star. The
young lady created quite a sensation by appear-
ing at a costume ball at the Hotel Biltmore,
[.os Angeles, in a court gown of white satin,
the entire front of which was hand painted in
a design which was an exact replica of the de-
sign on the Hotel Biltmore ballroom ceiling.
With this gown was worn a Colonial wig each
puff and curl of which was a different tint—
green, pink, blue, gold and silver—manufactured
by a local hairdresser. Fitzgerald discovered
that Miss Hamilton had a phonograph, for
which they were the agents, in her Los Angeles
home and that she was very partial to it. Ac-
cordingly they secured the ball gown and wig
and placed them on a wax figure retouched to
resemble the little actress, and placed them in
their window, beside one of their phonographs,
with the caption “AMiss Hamilton has this phono-
graph in her own home and prefers it to any
other.” Hundreds stop daily to see the cos-
tume and on reading lher endorsement of the
machine are prone to give it more favorable
consideration on that account.

How Small-town Merchants Fall in Line

But what of the small-town merchant? Is
he to lose out on much valuable publicity be-
causc tlicse well-known artists do not come to
liis town? By no means. In these days of the
silver sheet Harold Lloyd and George Arliss,
Geraldine Farrar, Mabel Normand and Alice
Brady come to Stringtown-on-the-Pike, as well
as to Chicago and New York, and by finding
their favoritc make of instrument (and the man-
ufacturers are only too anxious to give out the
necessary information) it is an easy matter to
display a picture cof the star and inform the
public both through window displays and the

“The Highest Class Talking
Machine in the World” has
gained thousands of new admirers

during the past year and each
will be a booster for 1924.

New York City
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newspapers that Aliss Beauty, now appearing
at the Palace Theatre, uses the Blank phono-
graph in her own home. The thing to do is
to make the display timely, i. e., to have it in the
day the picture is first shown, if not the day
previous—as the sales value is far greater while
the public is under the glamour of this particular
artist.
Capitalizing All the Great Artists

One small-town music dealer capitalizes the
names of all the great artists very effectively.
The town is located only fifty miles from St.
Louis and frequently when a great artist like
Jascha Heifetz, or Mary Garden, or Sir Harry
Lauder appears in that city the fact is adver-
tised in the local papers. But whether this is
done or not the proprietor keeps up with the
appearance of the stars by reading the metro-
politan dailies and whenever some particularly
distinguished one is scheduled to appear he
secures a program of the event in advance. This
is easy to do, as all the concert bureaus are glad
to send out programs upon request—and, in
fact, to place any name on their list and send
advance notices of all the concerts of the sea-
son. \Vith this information in hand he repro-
duces the program on a large card, which he
places in his window. Then he goes through
his stock and selects records of the selections
to be played, or sung, or spoken, and sets them
in racks close to the glass with ribbons run-
ning from the records to the printed program.

A second card suggests:
MARY GARDEN WILL APPEAR
At the Odeon, St. Louis, Friday, November 16

Do not fail to hear this wonderful artiste if opportunity
occurs. PBUT, for the henefit of those who cannot attend,
we suggest the purchase of these records to be sung hy
the diva. By so doing you will he enahled to have a
Mary Garden concert as often as you wish, without the
trouhle and expense of a trip to the city:

DANCE ORCHESTRA GIVES CONCERT

Garber-Davis Orchestra Appears at Lancaster,
Pa.—Victor Artists Get Big Welcome

Laxcaster, PA., December 6—The J. A. Troup
Music House, of this city, Victor dealer, re-
cently held a very successful concert in its
recital hall, featuring Jan Garber and the
famous Garber-Davis Orchestra, of Atlanta, Ga.,
exclusive Victor artists. Mr. Garber received
an ovation from a capacity audience at the
Troup recital hall, and after the concert was
finished autographed a large number of Victor
records for dance enthusiasts.

H. S. Maraniss, traveling representative for
the Musical Instrument Sales Co., New York,
Victor jobber, was responsible for securing the
Garber-Davis Orchestra for the Troup recital
and worked out every detail incidental to the
event. This orchestra promises to be one of
the sensations in the dance recording world,
and at the ball given by the Talking Machine
Men, Inc., in New York last month, Mr. Gar-
ber’s organization was acclaimed by 1,500 dance
enthusiasts as the hit of the evening.

B. FUTERNIK BRANCHES OUT

PriLapeLrarIA, Pa., December 7.—Benjamin Fu-
ternik, well known in talking machine trade
circles in this city, has just opened a branch
store. Mr. Futernik has been in the business
for twenty-two years and has also developed
his son and daughter into real talking machine
enthusiasts. His present store at 140 North
Eighth street will be retained and the new
store, at 46 North Eighth street, will be oper-
ated as a branch. It will be under the super-
vision of his son and daughter. It is Unico
equipped and exceedingly attractive.
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Music Dealers Welcome This Wonderful
Radio Merchandising Opportunity

The new Kennedy Radio Model V presents wonderful merchandising p0551b111tles
to one music dealer in each community.

It 1s the most recent development of the Kennedy Engineering Staff and sets a new
standard in simplicity of operation—oune dial controls all tuning. Anyone can op-
erate this new Kennedy Model—without previous knowledge of radio. Any piano
and phonograph salesman can sell it—without special training or technical ex-
perience.

Model V is furnished in a solid mahogany cabinet, very pleasing in design and de-
sirable as a piece of furniture. The sloping panel has been placed at just the right
height and angle to assure the greatest ease, comfort and precision in tuning.

Aside from Model V, here illustrated, the new Kennedy Radio Furniture Models
may be had in prices from $285.00 to $325.00, completely equipped. These more
elaborate models follow correct period furniture designs and fit in with the most
exquisite and tasteful surroundings.

The Kennedy merchandising policy is distinctly favorable to music dealers.
It calls for the appointment of ONE music dealer in each community and
assures a profit-building opportunity that is most desirable. Exclusive Kennedy
music dealers are rapidly being selected—if your territory is still open we
shall be glad to negotiate with you

THE COLIN B. KENNEDY COMPANY

SAINT LOUIS SAN FRANCISCO

$125.

fully equipped
”W/llga_,._..__ql

All Kennedy receiving
sets are regenerative.
Licensed under Arm-
strong U. S. Patent No.
1,113,149.

KENNEDY
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These New Columbia

HERE is a twofold beauty in the New Columbia
models that makes it easy for you to sell them.

First, there is the wonderful beauty of tone made pos-
sible by the New Columbia Reproducer. The most critical
music lover will listen with amazement and marvel at the
fidelity of tone and the absence of blare and blast.

Then there is the beauty of the cabinet itself. To see the
New Columbia is to appreciate its value as a piece of fine
furniture.

Think of this twofold beauty of the New Columbia as
you plan for the coming year. Stock the complete line
with assurance. The New Columbia will prove a sales-
maker and a profit-maker for you.

Model 440—$150

New Reproducer. The new
three-spring motor, with New
Non-Set Automatic Stop.
Albums for record storage. All
exposed metal parts nickeled.
Finished in Red Mahogany,
Brown Mahogany, Golden Oak
and Walnut. Exclusive tone-
control leaves.

Model 550—$200

Has new three-spring motor
with Automatic Start and New
Non-Set Automatic Stop and
new Reproducer. Finished in
Brown Mahogany or Walnut,
with all exposed metal parts in
nickel. Shelves with complete
set of albums for records,
Tone-control leaves behind
sliding panel.

Model 450—$175

New four-spring motor with

New Non-Set Automatic Stop

and new Reproducer. Shelves

. with complete set of albums
for records and an extra rec-

ord capacity in-the back of the

cabinet. Finished in Red Ma-

¥ hogany, Brown Mahogany and

Walnut, with all exposed

metal parts in nickel. Exclu-

sive tone-control leaves. Model 540—$l75

New three-spring mo-
tor with New Non-Set
Automatic Stop and Re-

producer. Finished in
5 Brown Mahogany or
COlum 13 Walnut, with exposed

metal parts in nickel.
= Shelves for records.
Tone-control leaves be-
hind sliding panel.

COLUMBIA PHONOGRAPH
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Models Invite Buyers

Tflis is the New Columbia Portable which sells
for only $50. Without doubt it is the finest port-

able phonograph ever made.

Are you displaying

it to your trade?

ROM the standpoint of construction and
excellence of musical reproduction, the
New Columbia Portable is in a class by itself.

Never have you listened to such splendid
volume and tone from a phonograph of this
sort. A demonstration to a customer is a sales
argument that is irresistible.

There is a big sales field for this New
Columbia Portable. It makes an ideal birth-
day, wedding or Christmas gift. It will delight
the boy or girl who is away at school. Just the
thing to take on a week-end party. Fine for
the home, too. Take it into the sick-room or
the nursery. You will also find that the Port-

COMPANY -

Model 140—3$50

New one-spring motor.

New
Reproducer. Finished in black
fabrikoid with nickel trimmings.
Record drawer with a capacity
for eight records. Exclusive tone-
control leaves.

able will appeal to people who live in fur-
nished apartments and do not own any furni-
ture, or whose living quarters have not the
space for the larger models.

The New Columbia Portable is equipped
with the new one-spring motor, the new repro-
ducer and tone-control leaves. It is finished
in black fabrikoid with nickel trimmings.
There is a record drawer with a capacity for
eight records.

It will pay you to push the New Columbia
Portable. So display it—demonstrate it to
those who own a phonograph as well as those
who do not. You’ll find it pays.

« NEW YORK




i8

THE TALKING MACHINE WORLD

Decemper 15, 1923

SELECTING THEIR FAVORITES

The ALBUM method EXCELS all other RECORD F

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

LING systems EVER TR

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

ED

THE PERFECT PLAN

NEW VICTOR ARTISTS OF THE YEAR

Imposing List of Artists Who Have Made Their
Debut Among Talking Machine Owners
This Year Through Medium of Victor Records

The Victor Talking Machine Co. announced
this month the release of records by a number
of new orchestras and artists, among which are
the following:

Waring's Pennsylvanians, which is composed
of men who started as a quartet of musicians
when they were students at the Pennsylvania
State College and who obtained great popu-
larity when they played for the “College Proms”
at that university. Later on they made trips
through many parts of Pennsylvania and later
augmented their organization with other young
musicians, until the present group of twelve
clever musicians was formed. Their work is
best known to the public through their engage-
ments in the theatres of the larger cities
throughout the country, inctuding Detroit, Chi-
cago and Los Angeles, in which latter city they
were chosen to open up the new four-million-
doltar Metropolitan Theatre. They are now
more or less continually “on the road” and plan
soon to repeat their transcontinental trip.

Barney Rapp and His Orchestra, who at-
tained great popularity in dancing circles at the
Pavilion Roval and the Boardwalk, New York
City: the Palais Roval, Hartford; the Sinton

Hotel, in Cincinnati, and the Chase Hotel of
St. Louis. They are now playing at the Brown
Hotel in Louisville with equal success.

The Garber-Davis Orchestra, which first arose
to prominence in Atlanta, but which is now
filling many engagements in New York City
and the metropolitan district. It has appeared
in vaudeville and plans to continue to do so,
playing also at dance halls of the larger kind.

Sitverinan and His Orchestra, of which David
H. Silverman is the leader, won its reputation
at the Hotel Jefferson in St. Louis. Mr. Silver-
man is a musician of considerable repute, having

begun his professional career as musical direc-
tor for the F. L. Talbott Enterprises.

Moss and Frye are two very clever colored
comedians who have won outstanding success
in vaudeville.

The Bethel Jubilee Quartet, a body 6f colored
singers, hailing from Columbia, S. C, attained
prominence during a religious revival. Reverend
Wiseman, who leads the quartet and sings the
bass parts, conducted a choir of eight hundred
voices at revivals and it was from this number
that the present quartet was selected. "Negro
spirituals” are admirably sung by this body.

FAVOR TALKING MACHINE SHOW

Committee Appointed by New York Talking
Machine Men, Inp., to Investigate Possibilities
of Show Favors Plan—Big Meeting in January

A New York talking machine show was the
principal topic of discussion at the December
meeting of The Talking Machine Men, Inc, of
New York, at the Café Boulevard on Wednes-
day, December 5. A report favoring such a
show was made by a committee consisting of
Lambert Friedl, chairman; Harry A. Beach,
Henry Conn, J. J. Davin, Otto Heineman, Mau-
rice Landay, Irwin Kurtz and M. Max.

Mr. Friedl, manager of the Wanamaker talk-
ing machine department, declared that the com-
mittee was inclined to favor such a proposition,
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An Acknowledgment

It is with pride and pleasure that we acknowledge the
support and patronage extended to us by our Edison
dealers during the past year. During 1924 we will leave
nothing undone to earn and justify the continuance of
this loyalty and confidence.

It is our earnest wish that every Edison dealer will enjoy
a very Merry Christmas, followed by a New Year of

THE PHONOGRAPH CORPORATION OF MANHATTAN

(Metropolitan Distributors)
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provided that the retail dealers in the city co-
operated in every way. He pointed out that
without co-operation of this character the
project would be a failure. Otto Heineman, head
of the General Phonograph Corp., seconded Mr.
Friedl’s opinions, reiterating the necessity of
deater backing, as also did Harry Beach, general
manager of the Eastern division of the Bruns-
wick Co. Further action will prcbably be taken
at the next meeting.

Announcement was made by Irwin Kurtz,
president of the Association, that the first meet-
ing of the new year will be held on January 9,
and every member of the talking machine trade
and affiliated music industries will be invited to
attend. Richard \W. Lawrence, president of the
Music Industries Chamber of Commerce, will
address the meeting and there will be other
speakers of equal prominence.

Representatives of M. Witmark & Sons, music
publishers, provided entertainment by presenting
several of their latest numbers, including “That
Brand New Gal of Mine,” “More,” “Bahama,”
“I'm Sitting Prettv in a Pretty Little City” and
“I'm Goin’ South.”

Sol Lazarus, chairman of the ball committee,
reported that the annual ball held in the Hotel
Pennsylvania, an account of which appears in
another section of this issue of The World,
was one of the most successful ever held by the
Association, and E. G. Brown, secretary-treas-
urer of the organization, stated that although
the returns were not all in, the net profits of the
affair would be in the neighborhood of $1,000.

C. C. Kleber, of the Vox Corp., and R. H.
Ainoult, of the Manufacturers’ Phonograph Co,,
were elected to associate membership.

GOTHAM EDISON DEALERS BUSY

The Phonograph Corp. of Manhattan, when
interviewed by a representative of The World,
reported very excellent business throughout the
Fall and 2 splendid outlook for the holiday
season. Practically every dealer served by this
company has been running on low inventory
right along, so that the stock turnover has been
going on at a gratifying rate. The principal
demand is for the new baby console model of
the New Edison. Each month this Edison
jobbing organization continues to add quite a
number of new dealers to its roster.
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An Imported Recording

270U probably know Odeon
g Records. You probably
i know that they are record-
ed abroad by the foremost musi-
cians of Europe, and pressed 1n the
United States by the General
Phonograph Corporation.

Do you realize what this means?
These recordings are the tavorite
records of the critical European
music lovers. They reach a stand-
ard of perfection never attained
betore.

GENERAL PHONOC

OTTO HEI
25 West 45th Street
Makers of the F
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s Yours For The Asking

As a very definite proot that
there are no better records in the
world than the Odeon, may we
send you with our compliments our
new record of the “Blue Dan-
ube Waltz” and “Schubert Sere-
nade”? It 1s a good record but
not too good to be representative
of Odeon. So write today on your
letterhead tor this free record.

And when you get it we ask
that you compare it with any
instrumental record.

\PH CORPORATION

N, President

New York, N. Y.
S Oj(»evRecords & 1:1
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Creating 100 Per Cent Sales Orgamzatlon

Every Employe and Executive, From the Office Boy to the Pres-
ident, Should Be a Prolific Source of Live Prospects and Sales

There is no standing still in business. The
aggressive talking machine inerchant is con-
stantly on the lookout for new prospects—he
realizes that they are the life-blood that keeps
business on the move. Hence the average talk-
ing machine merchant is coming to perceive
that as a matter of fact he hastwo sales forces
in his warerooms. The first of these is, of
course, the men who do the actual work of
selling; the second consists of every other em-
ploye from the porter up to the head of a de-
partment not directly concerned with the selling
end. Quite recently The World described in de-
tail the organization of what Lyon & Healy,
Inc., of Chicago, calls its inner sales force. In
this article it was stated that a total of $400,000
gross business had been traced to this source
within a period of about a year. This, of course,
is a striking example of the efficiency with
which such a force can be organized and made
to function successfully. But it is by no means
an isolated case. Such well-known houses as
Sherman, Clay & Co., in San Francisco; the
Knight-Campbell Music Co., in Denver, and
many other concerns throughout the country
maintain similar forces and find them relatively
as profitable in increasing the gross volume of
business transacted.

Employes as Prospect Hunters

The importance of having all the music mer-
chant's employes constantly securing prospects
for the actual selling organization to handle
should not be minimized, nor is there any mer-
chant, whether his organization be large or
small, who can afford to neglect this method to
keep in touch with his clientele.

There is no employe who cannot be a source
of prospects. Each of them is the center of
liis own little world and is in daily contact with
a comparatively large number of people. What
is most advantageous of all is that in most
cases lie knows such people well, knows their
desires and peculiarities, knows their financial
resources and their ability to purchase and thus
is able to give the house a much more intelli-
gent report upon them than can be obtained
by any of tlie ordinary means of creating pros-
pects. Furthermore, the prospect which comes
from the employe is, in nine cases out of ten,
prejudiced in favor of the house to begin with,
for here the elements of good-will and friend-
ship have a wider scope to play a large part in
ultimately closing the sale.

Responsibility Rests With Dealer

It depends strictly upon the merchant himself
whether or not he can build up such an organi-
zation among his employes. The first factor in
doing this is to thoroughly satisfy the aver-
age employe that he will be properly rewarded
for every sale that comes to the house by this
means. The second is to make sure that such
prospect cards are handled in the fashion that
strict justice will be done and that every em-
ploye will be protected in his rights upon every
prospect he turns in. There is nothing which
will do more to disturb such relations between
liouse and employes than a dispute over the
commission in such a sale and nothing that will
more quickly break down the enthusiasm and
the desire to help than grudgingly to give a
commission after such a quarrel

The expense iuvolved in this method is com-

Sell the
Victrola 410 This Fall—

then Re-order from

Your NEWARK Jobber

Clinton & Beaver Sts.

\\

(Plum Building)

COLLINGS & COMPANY

Victor Distributors throughout Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.

paratively small. It is much less expensive to
pay an employe¢ a comnmission upon a sale which
comes through him than it is to pay the ordi-
nary amount of overhead involved in the aver-
age prospect created by ordinary means. Of
course, it is not ‘meant by this that creating
prospects through employes’ personal contacts
can take the place of ordinary advertising or
whatever means the house may use in its sales
methods. But such a system can most ade-
quately supplement this work and create a much
wider range of contact than is ordinarily the
case, a condition which must ultimately be re-
flected in an increased vclume of sales.

One of the greatest factors in preventing a
talking machine merchant from intensively
working the territory in which he does business
is neglect of obvious opportunities to maintain
contact with the purchasing public therein. The
merchant who does not imbue all of his em-
ployes with selling enthusiasm is showing a
most patent neglect and is suffering continu-
ously in lost sales because of it.

DE PREZ CO. ADDS COLUMBIA

SHELBYVILLE, IND., December 4—The John E.
De Prez Co., of this city, has just taken on the
new Columbia line and Columbia New Process
records. The firm will actively push the sale
of Columbias in Shelbyville and vicinity.

William N DPeterson, of Willmar, Minn., has
opened a repair shop for pianos and talking
machines in the baseinent of the quarters of
the Edison Shop there.
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How Retailers Are Merchandlsmg Radio

Tie-up With Radio Musical Programs Sells Records—Eliminating

Tuning-in—Canvassing Route to Sales and Other Suggestions

Radio, because of its rapid rise to popularity,
hias now become a force in the musical and enter-
tainment world which the talking machine dealer
must take cognizance of. Whether the dealer
liandles radio or contemplates handling it makes
no difference. The very fact that thousands
of radio receiving set owners, the majority of
whom also own talking machines, are receiving
nightly musical programs through the ether
1s in itself of inestimable importance in pro-
moting the cause of music in that it brings
forcibly to the attention of radio enthusiasts
and music lovers selections which under ordi-
nary circumstances would never be heard by
them. It is publicity of the most forceful char-
acter and no live talking machine retailer will
overlook the possibilities of capitalizing on this
opportunity. Anything that helps to sell records
is putting money into the trade and although
there are many dealers who feel that radio is
hurting their business, there are others who
have found that by tying up with it they are
gaining in record sales.

Capitalizing on Radio Programs

That there is a real opportunity of stimulating
record business by tying up with the radio
musical programs is being proved by many
dealers. For example, right here in New York
there is a dealer who is making sales every
day through a very simple and inexpensive
little publicity stunt, Each evening this dealer
goes over the various radio programs and selects
those numbers which have been recorded by the
company whose line he handles. Bright and
early the next morning the following notice
appears in the window: “Wireless! Did you
hear (name of selections) over the radio last
night? We have a record of it. Come in and
hear it.” The number of people who apparently
have heard the selections listed broadcasted is
astonishing, and here is the important part of
the situation: With very few exceptions the
people who come into the store for the purpose
of listening to these selections on the phono-
graph go out with one or more records. Also,
new customers have been added to the store’s

list of patrons. This is only omne means of tying
up with radio and making it an active force in
creating record business.
doubtedly an excellent medium by which to cash
in on radio programs. There is advertising
in the local newspapers and many other equally
effective methods of reaching the radio and
nmusic public with a message which will bring
in the profits. N
Selling Radio

Two of the largest talking machine dealers
in New York are making extensive merchan-
dising plans to increase radio sales. What
these dealers are doing is interesting, inasmuch
as other dealers who are contemplating a simi-
lar step may get some valuable hints.

One of the concerns is Landay Bros. One
of the busiest stores operated by this company
is the Forty-second street, New York, branch.
The third floor of the store is being given over
to the radio department. Sets are displayed in
booths. They are tuned in with the programs
so that it will only be necessary to turn on a
switch to hear the broadcast program. No
fooling around with dials and knobs and thus
forcing the attention of the customers to the
necessity of adjusting the instrument to the
various wave lengths. While the actual opera-
tion of adjusting is thus eliminated in the dem-
onstration, care is taken to thoroughly instruct
cach patron on the manner in which the adjust-
ments can be made. According to Arthur Hill,
manager of this store, there is no reason why
radio should not be sold in practically the same
manner as and to the same people who purchase
talking machines. He pointed out that there is
no necessity for a readjustment in the art of
selling, nor is there any reason to fear that
radio will detract from talking machine busi-
ness or cause any upheaval in the trade. “The
talking machine retail trade is eminently fitted
to handle radio as it should be merchandised,”
declared Mr. Hill, “and there is no reason why
talking machine dealers should not consider
radio as another means of increasing their prof-
its and widening the scope of their business.

The window is un-

1674 Broadway
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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

New York City

|

MONROE S1LVER.

JOHN MEYERS

Popular Ensembles including
Campbell & Burr - Sterling Trio - Peerless-Quartet

FRANK. BANTA

If we don't take advantage of radio, somne other
business will.”
Canvassing for Radio Sales

Canvassing will be the principal method of
merchandising radio at the store of A. H.
Mayers, New York, according to A. A. Mayers,
manager. This concern has a prospect list
second to none in point of number of names,
each of which is a live prospect or a customer.
Canvassers will visit both owners and non-
owners of talking machines in the interest of
radio. It is the opinion of Mr. Mayers that the
door bell route to radio sales will be just as
productive of business as it has been in the
case of talking machines.

Demonstration Rooms for Radio

One thing seems universally agreed upon by
talking machine dealers who handle radio and
that is that sound-proof booths are absolutely
essential in order to get the best results. The
radio demonstration depends for success largely
upon the quality of the transmission of the
program and favorable results are impossible
when the honking of automobile horns, the pur-
ring of motors and the noises of the street
permeate the atmosphere. Anyone who has
tried to listen to a program when there are out-
side noises will realize the truth of this.
Nothing will turn the thoughts of a prospective
customer away from radio more surely than
a demonstration under adverse conditions. A
comfortably appointed room with outside
sounds eliminated as much as possible is the
dealer’s one best bet in demonstrating radio.

Keep Away From Technical Talk

Another angle of the radio merchandising
game which talking machine dealers declare is
harmful to the possibilities of making sales is
the infusion into the sales talk of too much
technical information. Experience has already
proved that what the average prospect for a
radio receiving set is most interested in is the
clearness and faithfulness of the receiving of
the program. The salesman who tries to show
his technical knowledge to prospects who
are not inclined in that direction will find that
he has a hard road to travel. On the other
hand, technical knowledge of the line handled,
as well as general information regarding the
mechanical details of wvarious radio outfits
and accessories is absolutely essential for
the salesman. This is so for the very
simple reason that the radio salesmen will
find that there are many prospects who have a
leaning toward mechanical and technical de-
tails and in order for the salesman to establish
himself in the confidence of this type of pros-
pect he must be in a position to answer any
questions of a technical nature which may be
asked and to volunteer information which is
certain to interest the mechanical bug. Radio
is a broad field and the opportunities are there.
These few hints are all based on the experiences
of successful retailers who handle both talking
machines and radio and who have experimented
to find the best method of presenting this in-
strument to the publie.

ELLIOTT & YOUMANS TO MOVE

HuxtinétoNn Park, Car., December 4.—Mr.
Elliott, who operates exclusive Columbia shops
in Long Beach and Huntington Park, has just
secured a ten years’ lease on a new location in
the heart of the business district, directly ad-
joining the new Woolworth Building, now under
construction. The local branch is known as
Elliott & Youmans Music Shop, and in the new
location which will be occupied beginning May
1, 1924, the Columbia line of phonographs and
records will be displayed in a musical atmos-
phere second to none in the Southwest.
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Indifference and Inefficiency Kill Sales

Where Service Is a Mir_lus Quantity Sales Will Be Conspicuous

by Their Absence—Braid White Gives a Very

The other day a well-known talking machine
jobber was asked by a lady related to his family
to come with her to look at some reproducing
pianos, from among several of which she hoped
to choose one to suit her, The lady has money
and musical taste. She was willing to pay
whatever price might be necessary in order to
obtain just what she wanted and had actually
made up her mind to an investment of from
three thousand to three thousand five hundred
dollars.

This jobber was at one time in the piano
business; in fact, was a well-known piano sales-
mian with a high-grade house in a large Eastern
city. He knows the piano business from end
to end and understands all the ins and outs of
piano selling. Still, he did not wish to influence
his relative in any way, but was willing to go
with her and see what he could do in the way
of suggestion and selection.

The Place of Darkness

Visits were paid to three stores. At the first
store they found no one to greet them till they
had walked through to the back and asked if
they could see a salesman, whereupon a young
woman called lustily into the rear and suc-
ceeded in disinterring a man from the darkness
of the back room. He took the prospectjve
purchasers upstairs and showed them an in-
strument which, however, was very much out
of tune, and besides did not attract their favor-
able attention in other ways. The salesman did
not ask them what music they would like to
hear, but put on a popular piece and started
the thing going. The result was very unmusical,

the visitors thought, and they could get no

intelligent answers to their questions; so they
departed.
Out of Stock—and Tune!

At their second visit they were told that no
instrument of the make they asked for was on
the floor, since all of that make had been sold.
The salesman did not enlighten them upon the
nature of such stock as he had still unsold until
he was actually asked. Thereupon he showed
them three other instruments, one of which was
disconnected and one of which would not work,
owing to some other defect. The third was

out of tune and besides was not entirely new,
so that its mechanism was in part obsolete. The
salesman insisted on playing such music as he
personally liked and only upon direct request
did he bring out a catalog and permit the
prospective purchasers to choose some selec-
tions for themselves. Only one of these, how-
ever, was available and, all in all, the second
visit proved to be as unsatisfactory as the first.

The third visit was hardly more satisfactory,
since the salesman inserted a roll of some jazzy
music and then went away and left the visitors
listening while he paid a visit to another room.
Upon his return the prospective purchasers had
made up their mind that they did not like any
of the instruments they had heard and did not
feel inclined to hear any others at that store.

The net result was that a business man wasted
an afternoon, a lady with money and the desire
to spend it found no one willing to show her
reasonably intelligent service in return for her
money, and three well-known stores exhibited
themselves in an extremely unfavorable light.
What are we to think of such a state of affairs?

Better still, what bearing has a story like this
upon the talking machine business?

The Moral’s Point

Of course, it has a very marked bearing upon
the phonograph business. For, if we stop to
think, we see at once that what is here told
might have been told of phonograph merchants
in any community one might name, allowing
for inherent differences in the details. It hap-
pened that a talking machine man who had been
a piano man, saw some examples of very bad
retail service before his eyes; but it was no more
than chance which brought forth such inex-
cusable examples in piano rather than in talk-
ing machine stores.

It is true, in fact, that the worst enemy the
retail music business has ever discovered is the
ecnemy of inefficient, unintelligent, indifferent
salesmanship, the enemy whose name is poor,
grudgingly given service. To-day, both in the
piano and the talking machine ends of the
music business it is true, as never before, that
intelligent service is the foundation of success-
ful retail selling, and this because to-day intelli-

FULL LINE of HARDWARE

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

. STAY-ARM

HPORTABLE
NEEDLE cup

INVISIBLE HINGE

g/ ©

: '\.\\\\\““

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.

Apt Illustration

gent demonstration is essential to salesmanship,
which, indeed, rests upon it. The reproducing
piano obviously cannot be sold on its looks or
on its price. It must be sold on its performance,
just as its performance, its ability to do certain
specific things, forms the foundation of all the
advertising of it which is done on so lavish a
scale by its various manufacturers. Unintelli-
gent retail service on this instrument is there-
fore a fatal bar to success.
Demonstration Is Everything

Now, precisely the same is true of the talking
machine. Is there any instrument which even
so wholly as this one depends upon intelligent
demonstration? Of course not. The repro-
ducing piano can at least be played upon its
keyboard. But the talking machine is useless
until it has been connected with a record. And
cven then the connection is of little effect unless
it be made intelligently. In this sense, the word
“intelligent” signifies that the acts which make
up a demonstration shall be carried out at the
bidding of a will which comprehends the essen-
tials of talking machine salesmanship. The first
essential is that the salesman shall be able to
ascertain what it is the prospective purchaser
really desires to hear and what, in fact, that
person’s idea of music in the home via the
talking machine really comes to. With every
individual this idea is different. The salesman
cannot hope to impose his own ideas upon the
prospect save at the grave risk of destroying
the latter’s interest entirely and so of frustrating
the very desire which brought the prospect to
the store in the first place.

Weakest Point Should Be Strongest

If one were to ask for a short explanation
and description of the weakest feature of
the retail music business one could hardly
make better ones than the jobber has done
whose words to the writer have here been
paraphrased. The talking machine merchant
Lhas no claim to bestow praise on himself and
his confréres; for talking machine stores not
infrequently show the worst offenses against
intelligent sales service. The very worst fea-
ture of the talking fmachine business is to be
found at the very point where the strongest
feature ought to be lodged, namely, in the direct
contact with the public.

There is no advantage in fine national adver-
tising, in magnificent catalogs of vocal and in-
strumental music, in splendidly designed and
constantly improved machines at moderate
prices; there is no advantage in any or all of
this if the personal treatment of the customer
is not efficient and courteous, and, above all,
intelligent. To know one’s goods and what
they are capable of doing may not be the whole
of salesmanship, but in the talking machine
business it is very nearly all.

INSTALLS AUDAKS IN OAKLAND

OaxLanD, Car., December 1.—The Olin S. Grove
Phonograph Shop, of this city, recently added
six Audaks, a record demonstration device doing
away with the necessity of booths, which is
meecting with growing popularity among deal-
ers. This concern is enjoying a rapidly growing
patronage and the Audaks are expected to
facilitate service, especially now that the holiday
rush is in full sway.

COTTON FLOCKS

.. FOR..
Record Manufacturing

THE PECKHAM MFG. C0., ¥2wa%e. N5
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Camp-Fone weighs only 15 pounds. Measures 14x
1114x6, closed. Retails at $25; Middle West, $27.50;
Far West, $30.00. Quick sales and liberal profits for
live dealers.

Immediate

Musical Products Distributing Co., 37 East 18th St., N. Y, C,

A. C. Erisman, 175 Tremont St., Boston, Mass.

Iroquois Sales Corp., 210 Franklin St., Buffalo, N. Y.

Record Sales Co., 1965 E. 66th St., Cleveland, Ohio.

Artophone Corp., 1213 Pine St., St. Louis, Mo.

Artophone Corp., 317 Kansas City Life Bldg., Kansas
City, Mo.

Vocalion Company of Chicago, 529 South Wabash Ave.,
Chicago, Ill.

Mooney-Mueller-Ward Co., 101 S. Meridian St., Indian-
apolis, Ind.

334 FIFTH AVENUE

Jhe Camp-lone (at
Winter

$25)

a

Proposition

Although originally designed as a
vacation instrument, it is esti-
mated that 80% of “Camp-Fones”
purchased are for use as table ma-
chines in the home.

We have found that dealers that
feature and display “Camp-Fones”
all year round have good sales
regularly and irrespective of sea-
sons.

Can you afford to let these profits
get by?

We recommend that you feature
the “Camp-Fone” as a home in-
strument. Its portability enables
it to be carried and used in any
room of the house as desired. We
have prepared a very attractive
folder on the “Camp-Fone” for the
home. We can supply you with a

quantity for mailing purposes.

Deliveries

From the Following “Camp-Fone” Jobbers

Lind & Marks, 540 Bates St., Detroit, Mich.

Cheney Sales Co., 419 South 16th St., Omaha, Nebh.

Moore-Bird Co., 1720 Wazee St., Denver, Colo.

J. K. Polk, Inc,, 294 Decatur St., Atlanta, Ga.

Munson Rayner Corp., 643 South Olive St,, Los Angeles,
Calif.

Munson Rayner Corp., 86 Third St., San Francisco, Calif.

Stone Piano Co., 826 Nicollet St., Minneapolis, Minn.

Armstrong Furniture Co., 59 N. Main St., Memphis, Tenn.

Made by the makers of Walter Camp’s “Daily Dozen”

HEALTH BUILDERS, Inc.

DEPARTMENT W 12

NEW YORK, N. Y.
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A FOX TROT BALLAD —with a punch in both melody and lyric
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STEADMAN ADDS VOCALION LINE

Direct-mail Announcement to Customers and
Prospects Follows Addition of Aeolian-
Vocalion Machines and Records

Yoxkers, N. Y. Deccember 4.—The addition of
the Aeolian-Vocalion line of machines and rec-
ords by the Steadiman Music House, of this
citv, one of the largest and most successful
music concerns in this section of the State, was
lieralded by some extensive publicity, including
a letter of announcement to all customers and
prospects on the nailing list. In order to make
the best use of the record supplements and
other publicity material in connection with this
acquisition, enclosed in the same envelope with
the letter was a stamped, addressed return post-
card with the following brief request: *Please
enter my name on your mailing list to receive
supplements of Victor and Vocalion records.”
Only those who are interested enough to re-
turn these cards will receive the supplements,
thus eliminating waste and cutting down mail-
ing expenses. The Steadman Music House now
handles Victor, Edison, Sonora and Vocalion
instruments as well as musical merchandise.

DENNIS BROS. ADD VICTOR LINE

Prominent Granite City, Ill., Furniture House
Enlarges Music Department

GraniTe CitY, ILL., December 3.—Dennis Bros.
Furniture Co., this city, recently secured the
local agency for Victor talking machines and
records. The talking machine department is
located on the first floor of the large ware-
rooms occupied by this concern and the installa-
tion of a number of new demonstration booths
and other modern fixtures and conveniences has
made this a feature of the establishment.

BIG MID-WEST COLUMBIA DEMAND

A. B. Creal, regional representative of the
Columbia Phonograph Co., New York, has just
completed an extensive trip throughout the
Middle Western States and reports that dealer
acceptance of Columbia New Process records
ind new Columbias throughout the section
visited indicates that the supply will not keep
up with the demand during the Winter months.
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EDUCATE THE PUBLIC BY
CHRISTMAS SUGGESTIONS

The Baldwin warerooms in Cincinnati
are showing a very attractive window to
create early Christmas sales or to suggest
at least the idea of records as a gift.
The white ivory paneling of the wood-
work of the rear and sides of the window
is decorated with sprays of Autumn
leaves. In the center rear two strips of
crepe paper, like tapestry, covered with
Autumn leaves, are hung down and one
across at the top against the white back-
ground.

As if this arrangement were to act as a
frame a plain model Walnut Victrola con-
sole assumes a place against the back-
ground, fitting right into this setting. The
floor of hardwood oak is strewn with Au-
tumn leaves here and there, also miniature
Victor dogs, the well-known trade-mark.

Boxes of records, the “Treasure Chest,”
are displayed on slanting low racks (in-
visible), with fringe of paper in Autumn
shades around the edge of the boxes. A
showcard to the rear left-hand side, done
in red with white lettering, announces the
fact that the “Treasure Chest,” containing
six double-faced records of songs of many
lands, would make an ideal Christinas
present.
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BARBER STORE DAMAGED BY FIRE

BraTTLEBORO, VT, December 9.—A midnight
blaze in an adjoining structure caused quite
somme damage by smoke and water to the talk-
ing machine stock of Barber’s Music Store,
a retailer of the Victor and Edison lines, in this
city. Despite this setback at a most important
time of the vear business is being conducted as
usual, and Mr. Barber is making every effort to
replenish the damaged stock.

TAKES ON THE COLUMBIA LINE

The A. Gressett Music House, Meridian,
Miss., recently added the Columbia line and
is doing an excellent business, both in machines
and records.

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

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

A. F. MACOUN IN NEW POST

Now Manager of Hahne & Co.’s Talking
Machine Department in Newark, N. J.—
Succeeded by Miss Edith Drake at Ludwig
Bauman’s—Formerly With Landay Store

Newark, N. J. December 4—A. F. Macoun,
formerly manager of the talking machine de-
partment of Ludwig Bauman & Co., Market
street, this city, and more recently connected
with the new Broad street store in the same
capacity, is now manager and buyer of the talk-
ing machine department of Hahne & Co., also
of this city. Mr. Macoun has had wide expe-
rience in the retailing of talking machines and
is an executive of ability.

Miss Edith Drake is the successor of Mr.
Macoun at the Broad street Ludwig Bauman
store. She also has had considerable experience
in the retail talking machine field, having been
connected with that department of L. Bam-
berger & Co., of this city, and one of the larg-
est department stores in the East, for a period
covering four vears. She was also at one time
in the talking machine department of the local
Landay store.

DEATH OF ANTHONY F. TROESCHER

Anthony F. Troescher, one of the founders
of the Brunswick-Balke-Collender Co., which
was organized forty vears ago, died at his home,
No. 135 Central Park \West, New York, Novem-
ber 21, in his eighty-first year. Mr. Troescher
was first president of the Brunswick-Balke-
Collender Co., of New York, and served con-
tinuously until his retirement ten years ago.
He was born in Germany, August 13, 1842, and
came to this country with his parents when
ten years old. They settled in Cincinnati, and
when sixteen he joined the firm of J. M. Bruns-
wick and Balke Co. He was instrumental in
the merging of the latter concern with the
Hugh V. Collender Co., thereby laying the
foundation for the present Brunswick-Balke-Col-
lender Co.

Mr. Troescher is survived by two sons, Albert
A. and Robert F, and one daughter, Mrs. Marie
Clausen. He was a member of the Liederkrantz
and Billiard Clubs of New York.

WANAMAKER AT AD. EXPOSITION

One of the most interesting exhibits at the
Advertising Exposition, held last month in the
Seventy-first regiment armory, New York City,
was an exhibit of a coimnpletely furnished living-
room in a modern home. The most interesting
part of the display, which was in charge of Mrs.
Frances H. Seaver, director of the Home
Budget Service of the New York Wanamakes
store, was a combination talking machine and
radio outfit. This instrument featured the reg-
ular console Victrola in which had been installed
a Paragon radio receiving set. In addition there
was a grand piano and other furniture suited to
a living-room.
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NOT ON YOUR PAY-ROLL!

YET YOUR STAR SAEMN

AUDAK

THE MODERN SYSTEM FOR
DEMONSTRATING
AND SELLTING
PHONOGRAPH RECORDS

Without The Use Of Booths

AUDAK sells more records per customer
—per dollar of selling cost—and per hour
of selling time. It greatly mcreases record
interest and adds to sales volume

All this without occupving any valuable
space in your storc. - N

“Your Swiftest Silent Salesman”

Ask your customers this question:

“Will you play these records IN
THE OPEN on our SANITARY
Audak equipment, or would you
rather go into an ENCLOSED
booth?”

The answer will always be—

b
1 . ..
: 2
I

'

“THE AUDAK, IF YOU PLEASE!"

I's w your witerest, Mr. Dealer, for the

public to prefer the AUDAK system of
buying records—

v --..‘ e M i ~ - oF
R R, I Py e B i B T AT :u R i e P

THIS AUDAK UNIT X-T SUPPLIED COMPLETE AS SHOWN, READY FOR
USE ON REMOVAL FROM CRATE

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

\Wanamaker’s, New York and Phila. Euclid Music Co., Cleveland.
Kaufman's, Pittsburgh, Penna. Aeolian Co., New York
Bloomingdale Bros., New York. Forbes & Wallace, Springfield, Mass
Frederick Loeser & Co,, Brooklyn, N. Y Stix, Baer & Fuller, St. Louts, Mo
Landay Bros.,, New York Rothschild & Co., Chicago.

l.ord & Taylor, New York The Boston Store, Milwaukee, Whs
Paul Record Store, Kansas City, Mo. R. H. Macy & Co., New York City
J. L. Brandeis & Sons, Omaha Brunswick Shop, Detroit.

J. R, Millner & Co,, Lynchburg, Va. The Emporium, San Francisco.
Gimbel Brothers, New York and Phila. And many others.

AUDAK 1s recognized as the means toward greater record sales and the reduction
of the high cost of selling them—bringing the increased profit to
the dealer, which to-day. he must have

REPRESENTATIVES IN PRINCIPAL CITIES WRITE FOR OUR NEW CATALOG!

s e AUDAK CO., 565 Fiith Ave., New York, N.Y.
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Rural Dwellers Make Excellent Prospects

Farmer’s Mode of Living and Isolation Favor the Sale of Talk-
ing Machines and Records—Successful Methods

In thousands of villages and towns through-
out this vast country there are talking machine
dealers who, if thev confined their sales strictly
to the small handful of people in their com-
munities, would be compelled to either get out
of business or go somewhere else where there
are more people. However, the people residing
in the town or village itself represent the least
of the opportunities for business of the dealer.
The larger and possibly more productive field
is the farm territory. True, the houses are
scattered and there may not be as many people
per square mile, but this is more than balanced
by the overwhelming chances in favor of making
sales. Everything pertaining to the farmer’s
mode of living has a favorable bearing on the
sales opportunity, according to the viewpoint of
the dealer. There is the isolation, lack of amuse-
nfents, iong Winter evenings with little or
nothing to do, the need for something that will
influence the children to remain on the farm
instead of running to the cities as soon as they
are out of their teens, and a host of factors which
react in favor of the talking machine dealer.

Large Territory Must Be Covered

Naturally, because of the sparseness of the
population, the dealer or his salesmen who de-
sire to make a paying proposition of catering
to the farmers must cover a wide territory.
Some dealers systematically cover a territory
from thirty to fifty miles from the town in which
they are located. This is not a very difficult
task with an automobile and the expense in-
volved in the upkeep of a machine is a small
factor to a real live salesman. Another thing,
the salesman who desires to work the rural
sections should not only take along a talking
machine, but he must carry a pretty good stock
of records as well. Often he will come across
a farmer who already owns a machine, but who
may desire some records, and it would be well
if the salesman can take care of this business.
Every sale counts in bringing up the annual
volume of business.

How a Live Wire Gets Rural Trade

There is no use in spouting a lot of platitudes
about how the dealer should do this or that to

succeed; therefore, a complete outline will be
given of the methods which a dealer in upper
New York State has found productive of busi-
ness with the farmers in his territory. M.
Slason & Son, of Malone, N. Y., may be con-
sidered among the most successful dealers who
conduct an extensive business with rural dwell-
ers—this in spite of the tendency of the farmers
to send to the mail order houses for whatever
they happen to need. In the first place, M.
Slason & Son keep a prospect list of all the
live prospects in the large territory which they
cover. Since Canada is but a few miles to the
North, the territory is divided into three parts—

How Slason & Son Go Over Terrltory
East, South and West.
territory. Coupé automobiles of a popular make
are supplied to make easier the work of the

One man covers each

salesmen in all kinds of weather. The cars
are good enough in construction to withstand
the strain of hard usage and at the same time
they are attractive enough in finish to attract
favorable attention. Once each month the sales
manager, G. G. Spear, covers the entire terri-
tory to see how things are going and to make
first-hand observation of the problems of the
salesmen.
Why Farmers Are Good Prospects

F. W. Tierney, of M. Slason & Son, gives
some interesting reasons why the farmer makes
a first-class talking machine prospect. He states
that: “Among our rural people we find that
the thought of enjoying good music during the
long Winter evenings does a whole lot toward
making a sale. Also the fact that in a home

BRUNS MADERITE

Phono Moving Covers '

Cover, Straps Aftached

pleasant.

m 50 Ralph Avenue

For all models of Upright and

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

It 1s 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
MADERITE 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

in

;

Console Machines

Mr. Average Man dis-
By using

BROOKLYN, N. Y.

AN o A R N e W%Wﬁ

of a Live Dealer

where there is no music or entertainment the
young people want to get out and go to the
cities.

“The farmer very seldom buys a machine
costing less than $100. It is worth notice that
among this class of trade the standard music on
records outsells either the classic or popular.
Such things as jigs and reels and old-time songs
are most in demand. The proportion is about
as follows, as near as I can figure: Jigs, reels
and old songs, 50 per cent; dance records (popu-
lar), 40 per cent; classical records, 10 per cent.

How to Get the Business

“We have a mailing list and send out the
record supplements and other literature regu-
larly. We have worked up a nice mail order
business through impressing our customers with
the fact that we are glad to send records by
parcel post, giving them better and quicker serv-
ice than they can get through mail order houses.
When an instrument has been sold we supply
customers with a number of addressed envelopes

for use in making their payments. We have
very little trouble with collections. As a rule
when the farmer has the money he pays
promptly. In the Winter, however, collections

from our rural customers may be a little slow,
but as a general thing we have their payments
pretty nearly on time.”
Persistency Makes Sales

This concern has found that persistency is
of vital importance in making sales to farmers.
Some of the prospects in its files are five or
six years old. One or two calls a year are
made on these “hard-to-sell” prospects and Mr.
Tierney declares nine out of ten of them are
eventually sold. Personal contact has been
found by far the best way of keeping in touch
with prospects and the salesmen are in touch
with them at all times. Another point stressed
by this live dealer is the necessity of friendli-
ness and a neighborly attitude. Distance or
“uppishness” invariably proves the best way to
kill sales. These few hints on making rural
business pay are the result of many years of
successful selling to this class of people and
retailers who are similarly situated can prefit by
them. At any rate, rural dwellers should not be
overlooked in the sales campaign.

AGGRESSIVE METHODS OF PEFFER CO.

Large Stockton, Cal.,, Music Concern Uses Ex-
tensive Newspaper Advertising in Pre-holiday
Business Drive on Musical Instruments

Srockron, CAL, December 4—The Peffer Music
Co., one of the largest and most successful
music houses on the West Coast, made an early
start in its annual drive for holiday business.
A newspaper campaign started in November
by this company is probably the most extensive
ever undertaken by a retail dealer here. In a
recent issue of the Stockton Daily Evening
Record four complete pages, in the form of
an insert, were used to bring the various musi-
cal lines handled before the public. The insert
was printed on green stock, so that it stood
out from the rest of the paper. The first page
was devoted to a picture of the store and a
very brief history of the concern. On this page
also appeared a list of the lines handled, which
include a wide selection of the leading makes
of pianos; Victor, Brunswick, Edison, Sonora,
Columbia, Chenev and Pathé phonographs;
Buescher, Martin and other lines of saxophones
and band and string instruments. The two in-
side pages were devoted to illustrations and
descriptions of many of the instruments handled,
while the last page featured Sonora phono-
graphs.
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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-

pbhones. Coast to coast reception is
Radiola Grand and % . 1
Mabhogany Stand s " no unusual record for Radiola Grand!

with “B’ batteries

d Radi e & . .
WD.11 dey celivaer S Famous for true reception, undis-

000 torted. For keen sensitivity. And for
ol i —V beauty.
.! 9 = ] G 0
DEALERS: Worite today for the "7776765 a .RalelaJar evei})Puﬂe'
RCA catalogue, full description
of the Radiola Grand, and the
RCA selling plan. Radio Corporation of America
Sales Department District Sales Offices
Suite: 3007 10 So. LaSalle Street 433 California Street
COf— qu'y/ Db 05 23%@2;(?3:1?y Chicago, lllinois San Francisco, California

This symbol

of quality

is your pro-
tection

This symbol

of quality

is your pro-
tection

REG. V. S. PAY.QFF,

-
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The NEW
Columbia

1S superior

There is no blare nor screech. The
New Columbia Reproducer prevents these
unpleasant sounds. Prove this for yourself
by playing any class of music. You'll be

convinced.

Hearing
is believing

/:/
{

COLUMBIA PHONOGRAPH COMPANY .
New York /-‘

- X

A PALATIAL TRADE EMPORIUM

Atmosphere of Old World Reproduced in South-
ern California Music Co., Los Angeles, Store—
A Triumph of Artistic Effect in Every Respect

Those members of the trade who are under
the impression that the really elaborate talk-
ing machine stores are found mostly east of
the Mississippi will doubtless be duly impressed

ceiling being hand painted and particularly elab-
orate in character. The whole effect is most
impressive and the store has been commented
upon by many visitors to Los Angeles.

The president of the Southern California
Music Co. is Edward H. Uhl, formerly general
manager of the Rudolph Wurlitzer Co., Chicago,
who purchased a controlling interest in the
L.os Angeles concern only a few months ago.

The business of the company is one of the

with the accompanying photograph of the en-

most substantial in the State and has always

Artistic Entrance to Southern California Music Co. Showing “Talker” Department in Rear

trance to the elaborate store of the Southern
California Music Co. in Los Angeles, Cal. The
view shows the elaborate phonograph depart-
ment in the center and rear, while on the right
is shown an elaborate brass grille separating the
main store from the elevator and stairway lead-
ing to the upper floors, and on the left the
stairway leading to the balcony.

The decorations follow the Italian style, the

adhered to what are considered the best prin-
ciples in music merchandising.

PREMIER RADIO CORP. BANKRUPT

The Premier Radio Corp. of America, 78 Fifth
avenue, New York City, has filed a petition in
bankruptcy, listing liabilities of $24,701 and
assets of $8,337, the main item being stock.

77 WASHINGTON STREET

SYRIAN ax» ARABIAN RECORDS

IMPORTED AND DOMESTIC
Of the Best Artists
‘““‘Macksoud,” “Baidaphone” and ‘“0Odeon”
10, 11 and 12 Inches.

Liberal Discount to Dealers.

A. J. MACKSOUD

Double Faced
Ask for Catalogue

NEW YORK, N: Y.

MESSAGES ON BUSINESS CARDS

Landay Bros.” Executives and Salesmen Have
Business Cards That Tell a Story and Call
Attention to the Products Handled

Landay Bros., who operate a chain of retail
talking machine stores in New York City and
its environs, never overlook a bet when it comes
to constructive publicity and ways and means of
bringing their stores and the line handled to
the public. The business card of an executive
or a sales representative is a small thing in
itself, but Landay Bros. have achieved an out-
standing success in the talking machine field
by paying attentton to apparent trifles. The
business cards of the Landay executives are in
the form of a small folder, about the size of the
regulation card. The front of the “folder” con-
tains the phone number of the store, a small
neat illustration of a talking machine, the name
of the executive and his position with the firm
and the address of the store which he repre-
sents. Naturally, anyone receiving the card
opens it and immediately he is faced with this:
“Seven Landay Stores,” followed by a list of
the stores. On the second half of the inside
of the card is a list of the lines handled, and
at the end is the message: “Victrolas and Every-
thing in Music.” These cards tell a story and
are, therefore, just so much effective advertising.

NEW BANNER MOVIE SLIDES

The Banner record division of the DPlaza
AMusic Co., 18 West Twentieth street, New York
City, announces to the trade a new series of
illustrated comedy advertising slides in colors
for motion picturc houses. These fillustrations
are in the nature of humorous sketches in which
both the Banner record and local retailer are
given publicity. Inasmuch as their use adds to
the entertainment of movie audiences, Banner
dealers should experience little trouble in ar-
ranging for their use, at a nominal cost, in local
motion picture houses.

WOMEN HOLD WORLD’S PURSE-STRINGS

\While men may earn the money, by far the
largest proportion of it is spent by women,
according to Mrs. Christine Frederick, writer
and household efficiency expert, in an address
at the Advertising Exposition held recently ih
New York. Mrs. Frederick gave some inter-
esting statistics showing the various items of
which women are the largest purchasers.
Women buy 76 per cent of all talking machines
sold, while the remaining 24 per cent are pur-
chased by men, according to these statistics.

Piser & Co., Sonora and Victor dealers, 2887
Third avenue, New York City, have inaugurated
a vigorous pre-holiday advertising campaign in
one of the newspapers catering to that section
of the city.
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LITTLE TOTS' NURSERY TUNES

SONGS, GAMES, STORIES ON RECORDS

Complete
Book $1.00
Three 7 inch double

faced records with
picture and verse

cards in a LOOSE
LEAF Album.

In Canaca $1.35

REGAL RECORD C

Little Tots’

entire month of December!

sreat stores is sufficient *‘tip”

to sell—always!

We’re working 24 hours
a day to fill last minute
orders

Be sure to Write for Catalog and Prices!

P. S.—An additional
Book is
in the making.

Expect great things!

A Tip From New York!

F New York’s fourteen leading de-
partment stores, twelve have pre-
pared special Christmas booths to feature

LITTLE TOTS’ RECORDS thru the

The merchandising experience of these
that
LITTLE TOTS’ is a worth while article

Individual
Records ZSC
7 in.double faced

with picture and
verse card.

In Canada 35c¢

Little Tots’ Record Dlvision

" 20 W. 20th St.,, New York
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Specitic Letters Are the Biggest “Pullers”

The Direct Mail Letter of Solicitation Should Be Sales Talk on
Paper—Logical Development of Text of Paramount Importance

Direct mail campaigns must be specific if they
are to accomplish any real results. The com-
monest mistake of dealers who institute pub-
licity campaigns for business is that the letter
part of the drive is usually too general in char-
acter and the volume of business accruing so
disappointing that the dealer makes a solemn
vow never to waste any more money on direct
mail publicity. The fact is, however, that if a
mail campaign does not bring results there is
something radically wrong with the manner in
which the drive was conducted or with the type
of copy used. Experience has demonstrated
often enough that business can be secured
through the mail if the drive is carefully
planned and properly carried out.

The Principles Involved

A direct mail drive has for its purpose exactly
what is expected of advertising, namely, to
arouse the interest of the prospect to the point
where he or she will visit the store sending
out the letter. If any of the factors that attract
attention, arouse interest and induce action are
missing the campaign is very likely to be a par-
tial failure and the result even may be a total
failure. The general letters which so many re-
tailers send to prospects and customers are
faulty for the very reason that they are general
in character. Instead of drawing attention
specifically to certain products which the dealer
is trying to sell there is too often a lot of
verbiage not germane to the subject at issue.
In consequence of this the letter makes no dis-
tinct impression on the mind of the recipient
inasmuch as there is nothing which is likely to
arouse the interest of the prospect in the prod-
uct handled by the retailer and the letter is
relegated to the wastepaper basket.

The Specific Letter Sells

The specific letter, which correctly embodies
the three fundamental principles of advertising,
treats of the product or products which the
dealer handles. For example, assume that a
dealer has in stock a<large number of upright
instruments of a certain model which he is
anxious to dispose of. The only method by
which he can sell them to the public through
letters or any other kind of advertising is by
concentrating the text of his message on these
particular instruments—their beauty of con-
struction, reproducing qualities, price and terms.
In the direct mail campaign the sales talk
should be logically developed and the shorter
and more simply written is the letter the greater
are the chances of cashing in on the drive.
The main object, of course, is to develop the
interest of the prospect to such a pitch that
action naturally follows, this consisting either

of a visit to the dealer’s establishment or by
communication with the store by mail, phone,
etc. Once this desirable result is accomplished
the rest is up to the sales organization, each
member of which should be entirely familiar
with the drive so that prospects can be ap-
proached in an intelligent manner. Reproduced
below are examples of letters which have proved
their worth and which embody the principles
outlined:

Dear Sir:—WHAT IS HOME WITHOUT MUSIC?
That charming, cheery and melodious effect produced which
takes away dull care and brightens the home surroundings.

If it is in the musical line, we have it. Qur large
attractive store in Hackensack, easy of access by all
means of transportation, brings us in close touch with
your home. Ve want you to get acquainted with us and
make this your musical headquarters, and that is why we
are directly bringing our store to your attention.

You will find in our showrooms a complete line of
pianos of well-known makes, such as A. B. Chase, Emerson,
Lindeman & Sons, Milton and Brambach. The prices
range for uprights from $395 up, players from $545 up,
and baby grands from $635 up. Reproducing pianos from
$975 up.

In our talking machine department we are showing the
newest models of Victrolas, including the art and con-
sole designs, at a new range of prices from $25 upward.

We also carry a complete stock of Victor records,
mustcal instruments, sheet music, music rolls, and ac-
cessories.

Music lovers will
taste and fancy.
arrange terms to suit.

MUSIC SHOP.

find here everything to suit their
If the ready cash is not available, we
Yours respectfully, BROWN’S

The object of the letter sent out by Brown’s
Music Shop, which is a new store, was to build
up a prospect list and broadcast the fact that
the store had been opened. Although 5,000 let-
ters had just been sent out at the time of this

writing returns were already beginning to come’

in. These, no doubt, will be augmented by a
follow-up letter which will soon be mailed.

In a letter mailed to newlyweds, upon infor-
mation obtained from the marriage license bu-
reau, the returns on which to date have been
sufficient to encourage the continuation of the
campaign, the following leading paragraphs had
a particularly timely appeal:

“Dear Sir—In starting your new home do not
overlook the happiness and joy of music. Music
is that necessity of life that cheers you when
you are blue, consoles you when you are sad,
soothes you when you are tired, and gives you
all the comforts and joy of ‘Home, Sweet
Home.’

“To get the greatest satisfaction from music
it is worth while to secure the advice of
‘specialists.””’

This was followed by a description of what
was termed a “Happy Home Outfit,” consisting
of a talking machine, records, record brush,

needles and all the other necessary accessories.
Selecting the Prospects

It is obvious to anyone who has been in the
talking machine business for any length of time
how useless it is to try to make an indiscrimi-
nate appeal. It is a great temptation for the
dealer to select his prospect names from the
telephone or city directory. This is unsatis-
factory and usually the results are so far below
par that the campaign represents a loss. The
dealer works in the dark. He knows little of
the type of people among whom he is soliciting
business. He does not know whether any of
the people to whom he sends his letters are
interested in a talking machine or whether they
would consider the type of instrument he is
offering. The only solution of this problem is
an up-to-date prospect list and this means not
only the names of people who may be inter-
ested in a talking machine, but also sufficient
information regarding them to enable the dealer
to determine who are the most likely to respond
to his mail appeal. It is much more profitable
to send out one hundred letters to people who
are in the market for an instrument or records
than to send out a thousand letters blindly in
the hope that some of the people receiving them
may be interested.

COLUMBIA WINDOW CONTEST

Employes of New York Branch, Teamed in
Pairs, Trying Skill in Model Store

The local branch of the Columbia Phonograph
Co., New York, is holding a window-dressing
contest among its employes. The participants
in the contest are divided up into sixteen teams,
two persons to a team. Each team has an
opportunity to decorate the display window in
the model store of the branch, the display
remaining for two weeks, at the expiration of
which time another team is permitted to try its
skill. The rules of the contest provide that
each team is allowed an expenditure of not
more than $2.50 for material to be used in the
display. However, it is at liberty to use any
stock and advertising matter which may be in
the possession of the local branch. Judges of
the contest decide upon the most attractive dis-
play during the period of thirty-two weeks, and
a suitable prize is awarded to the winning team.

The contest has a twofold purpose; first, it
arouses a spirit of healthy competitive interest
among the personnel of the branch, and, in the
second place, results in a number of good ideas
which Columbia dealers may avail themselves of
in preparing their window displays.

NATIONAL METALS DEPOSITING

CORPORATION

FACTORY
34 East Sidney Ave., Mt. Vernon, N.Y.

Telephone: Oakwood 8845

WE DEPOSIT THE

FINEST COPPER

IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED W AX
TO OUR LABORATORY

MOUNT VERNON — NEW YORK

MANUFACTURERS OF

((((cvzvcamon

OUR

IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED
MACHINED BACKS

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153

PERFE(T .
WORKMAN-
SHiIp
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AT YOUR DEALER

OEPARTMENT STORES.
Cimhe{ Bros.
Alirabam & Straus
Frederick Locser.
A L Namm & Son
Landay Bros.—All Storcs.
Saul Blms—AlU Stores.
Internatlenal Phonograph—All Stores
Owen & Beers—All Stares.
Schweiger Bros.—All Stores.

MANNHATTAN

Below 14th_Street
Avcnue € Music Shop, 27 Asenue C.
M. Denjamin, 86 2d Ave, cor, 5th St
Saul Birny, 16 Avenue D
Lloomficld "Talking Machine Co., 122 E. 14t
Caruse Phonograph Company 152 Mulberey

Ceradino, 75 Mulberry St
Clréle Talklng Machine Co., 137 K Fousten

Pragoctino Bros., 102 Mulberry St

Raul Blrns, 111 24 Ase

Emjare Phonographh Company, 216 Bowery,

J Friedman, 150 Riviacten St

A. Growe, 192 Grand St

Gaisty Talklng Machive Ca 196 E. Hous
ton §

B Clann, 202 1st Ave. .

Goron} L.uck Talkinz Machine Co. 83 Nor

0l S
Stweater New York Phono Co, 306'% Cramil

ffrvieon’s Music Shap, 118 Nassw St
Phone Co, 281 E. louston St

Internativnal Musle Sales Co., 116

1 Joseph.burg, 121 E. Houston St

Martd Cirseb, 258 Kininzinn St

D Kirsel 1682 Delancey St

Klipper, 10 2d Ave

Lidx.ty Phono. €a., 50 Canal St

L. M.ndel, &8 Rirington St

AL BMapilel, 110 Delanrey St

1 JI Mayers, 101 Fssex St

A I Mayrry. 208 F Hcuston St

Jack Minehenderz, %7 Avenno D

Parne: & Jacobs, $2 Clinton St

Pbanncrach Barzain Store. 9 Stuvvesant %0

Picelitio I'hono  Store, 185 Mulberry St

Lreewnn Phone Cn KRG Essex St

Low, Ri-er. 27n Clintan St

W ilin Phonn  Siare, 104 Avenue D

F Rotr 187 Grand St

Morris Ross 4% Delancey St

11 Silverman, €9 24 Ase,

Siver Graphonala Shup, 22 Delanrer St

Moriely Sales €, 145 Mulberre 1

W Zuckerman 23 E Droadway

Telwsen 1hih and G3th Sis
Aeme Graf Co 16| E 234 St
A Dwvas MW 1% St
Morrle Fine. 134 11th Ave
Charles A Flond, 23 3d Ave
Cimhel irne and fuh Ave
Creslev Muscr Shon 256 W WID St
1 Rlefn, 493 2d Are.
A 1L Marer:, TR1 Ath Ave
Mnshatian Sperting Gom'c Shop, 606 Th Ave
Melody Plano €o, 214 F I4th St
;{ebdy Flon

Fenn Nereliv o
Plary Seart Sha~
Nonea'd 123 Nth Ave

F-rminal Radio Muste Shup. 244 W 34in S

DeJween 5Mh and 125th Sts
Arademy Mugfe Shep, 2817 Broadwye
Alhamhra Musie Store 2128 Tth Ave
T Rullenkamr 726 Cnlumbus Are
N DI Fajla 2 24 Ave
l;u"rmn Americar Reeord Co. 116th St ana

54

o

Fo.rr's Mucle Shop, 794 Columhus Ave.

R Goldman, 2225 3, ve.

irand Phono & Radio Co 1203 34 Are
Aarlem Musle Housc: 1981 2d Arve

ILitacc Sluste Shor, 114 E. 125th St

% Ilinden, 1582 Maiison Ave

letiman Muasle 163l o . 6 W' 12510 St

A Lipwn, 67. W ,[9h St

Nemhaverr 1957 2 Arve,

Neo fLirlem Record Exchange 19% 3d Ave
R Teek, 1502 1st Ace,

I R Remick & Cu, 2551 Broaduav
€ Selivson 1212 st Are

il IA5€ 24 Ave

1586 1st Ace

1870 3d Ave

DBeteeen 125th Kt —Nonh

D Vermeylen

rris Musle Shop, 659
York Mnsle Store, 2! Sth Are
New Yok Musle Stors. 1966 Amsterdun Are
Publiec Musle Store, 2150 8th Ave

BRONX
TT Paras, 563 Fast 138th St
Tadl Musle Store. 539 E. 180th St
Liclmunt Musie Shop, 681 E. Trenanl Avc
Fao] Jtrne RI3 Westchester Aste
Esrlevard Mugte, 539 S

0. Blvd
Ilr:nl Record Store. 1i%h St and Courtlandt

ve,

I St 279 1 1634 St

L a0k, 1658 Washington Ace
L man. 123 F. h St
1. Vireenherz, 01 3| Ave,

138th S
671 Westeheuer Ave
S674 White Plans Ave

B Kaplin & Nassaw,
dackion Phono, €o 7
lerrv's Musie Shop

AL

3161 Welnter Ao

Lfhonity, 1025 Wilklus Arv

Yrsnerl Talking duchine Co 03[ x
\

ani,
Rz Mu-ir Shop,
I2o<e Music Shon

Slarlich,. Musie . 1061 Trement Ate
Westuood Talking Machlne Co. €

Tioude

1811 E 130 Nt
201 4 Ave,

o
ward Ave Bt
BROOKLYN

Abribam & Kiras, Yulton St
A Apria & 7T Graham Ave

13 861l St
o, 10 Tee Ave

52 S, il S
3 v reatiar
appiclln 1bro3. 641 Loriiner &t

he same  #
High Standard §§
NoiselessSurface g
Record R

1

HE same world-famous artists,

full tone-quality, smooth, clear
reproduction, that for vears have
symbolized

“Emerson Fame”

the same splendid entertainment,
recognized and favored by music
lovers, everywhere—

ALL thesecombined, distinguishing
qualities of this Nationally Popular
Record have been maintained and
rendered

“An Emerson Achievement”’
by the NEW LOWERED RETAIL PRICE

5Q cents

Go to day to’your Emerson Dealer and listen to the i,/ ( i
.
/

full volume, rythmic dance music, of the Emcrson /
Instrumental Records, or hear the new Irving and | //
Jack Kaufman vocal selection, and you wll instantly
realize why the Emerson Record for more than ten {&s A
years has been the standard of excellence. ]

LATEST SONG
AND DANCE HIT>

“Last Night on the Back

10682 g Porch

Somebody’s Wrong

What Do You Do
Sunday. Mary
Foolish Chud
§ An Orange Grove in
California
t Lirtle Butterfly

Sicting in a Corner

10679 !

10683

AL>

/474 Y y‘ ’{1 4 10677 § Twilight Shadows
/ L &
/oy (L5 1 Love You
// (‘»‘ !\}}AA’_’L / 1OCEL i Roaming to Wyoming
- Just a Girl that Men
6 v 10657 { Forget
/ Y7/ 7%, That Old Gang of Mine

"If it’s a Real Hit,
it’s First Out on the Emerson”
Ask Your Dealer for Complete
Emerson Catalog of American,
German, Jewish, ltalian,
Russian and Pelish recor

AT YOUR DEALER

R. Catalann, 998 Flushing Aves

Canltol Talking Maching Co., 1730 Pitkin Av
Antanlo Centonre, 200 lohnson Ave.

F. De Corlo, 28] ¢'ourt &t

M. Del Terzo, 127 Ktone Ace
Charles Fermi, 125 Nassau Ase.
Flfth

Fifth Ave T, ¢

Figherman’s Music Store. tupa Ave

Fort Mamliton Mysleal E , 445 BALY St

Frelleh Talking Machine Co., 225 Columbiz St

H. Gerwlith, 125 Sutier Arve

ft. Gittelzon, 418 Knickerbocker dve

L. Goldapple. 28 Myrtle Ave.

L. Goulil, 842 Fresh Pond Inad.

‘The Hlarmonv Music Shop, 293 Smith 'St

Helehtrola Talklnz Machlne Co. 402 B
wick Ave

M. Karlinsky, 261 Sulfcr Ave.

Kraksuer Tros, 1653 1htkin_ Ave

Lafayette Musle Shop, 269 Kingslon, dves

I Layefskl, 201 Mecker™ Ave,

1. Lefkowltz, 46 Selgel S

F. Leone, 168 Stone Ave

A 6. Levy, 1103 Tsreadway,

Liiherty Musle Xales Agency, 308 Graham Ave

Xrederick Loeser, Fuiten St

»=! Mesalna, 718 Third Arve

Metrooplitan Music Swre, 150 Graham Ave

Mullen Rros, 589 Washington St

Mullen Bros.~ 673 Frankiln Avc.

Mulllgan's Music Shop, 266 Smith St

A. 1 Namm's Dent. Store, Fullon St

Pulllp Nobel, 409 Sutter Ave,

Northslde Music Shop. 197 Bedford Arvo

Awan & Peers, 1074 Flatbush Arve

Qspheus”Muslc Shop, 537 5th Ave

Prospect. Muslc Shop, 295 9th St

Mrs, J. 'Pazezlas. 151 \Wythe Ave

J. Racohl 302 Grand St

S. Reif," 3315 3rd Are.

Max Resnick, 3331 Fulton St

¥. Risalmato, 158 Johnson Ave,

€ Rosella, 224 4th Ave.

& Rasen,, § Tomphing Ave,

Itusso Brpe , 87 Havermeser St

Selivelger Bros., 2421 Msrtle Ave

K. A Sehwelger Jnc., 1523 Broadway

Gro. Settannl, 1757 Brosaway

¥ Settagnl. 1832 Fultoo St

Charles 3llverberz, 178 Myrtle Ate

Slotznlk, 673 Manhattan Ave.

1.. Speclall & Sefascla, 130 Wilson Ave

Emanuel Stelohauser, Y211 5th Arc

¥atw Strauss, 187 Court St.

Ly Trush, 550 7th Ave.

Wagndt Phono. Shop, 749 Grand St

4 Warnow, 924 Sulter Ave.

M N, Wareshill, 617 Myrtle Ave.

Whsman's Musle Shop, 1562 Mjrile Ave

\Weliher Taiking Msrhine Co., 241 R'uay

Webher Talkine Machine Co., 281 B'way.

\Wiltlamsburg Talk. Mach, Co.. 59 Graham A-v.
I P Wilson & Son, 1295 Broadway.

Wollman Talking Machino Co., 560 Grand St

Wwihoff Talk. Machine Co., 325 Wyckoff Ase

Young & Sons, 2124 Kulten St

Ave. Graf Shop, 703 5th Avc
Mu A

110 "Sa:
sltlo

CONEY 1ISLAND,
Duth Leachh Dlusic Swole, 1803 Bath Ave
bath Ueacl,

clr,
UBlue bitd Music Shop, Surf Ave
Unghton Mulody Music Shop, St St

STATEN ISLAND

W E. Rarezewskl, 142 Jermsey St New
Brighton

8 Magzie Hove Punk

I'ark Sport Shop 562 Bev S¢  Staplen

L G vHit, 331 Richmr

) Ate run AKh:

mand,
& Wyorst, 16 Jewctt Ave., Port Richmond
LONG ISLAND.

Aidals Muslc Store, 127 Corona Me., Coreiia
ULenjamin Varlety Ntore, vLenter liorin\ies.

L & H. Etectric Sujply L., Y0 Giand Ave
Balduln

Com's Musle Shop. 1% Parik Ave. Amlbiy
ville,

3. B. D’Egrico, 18 Villsge Ase
Center.

B, Dorlman, Locust Valley

Wm. Goidman, South >L, r Bay

‘T. Casimer Great, €28 Hilside Ave, Jamairs

G ). Hules, 12¥ Bridge I'aza south L |
City.

4 . Lawrence, South Li»mpiun,

Leone’s Mumie Slop, L0 Loaona Ave, Lorung

tavn Musie Shup, 116 Surf Are, lort Jot
fersun

g Mariford, Greenport

Une  L'atace Muslc Stop, New  York e
Huutinzien,

I'upular 'rice Music Swre, 143 Steinway Ase
Asturla,

Rorxaway Blectric Shop, 189 Leach Listh Sa
Huckanay

Rugandy dMusle Shop, 8718 Boulevard, Rock-
ar

Nausner, Uroadway, Hlcksellle
¥ Trush, JuU W. Main St. Patehiogue.
A. Warenhaupt, 29 MWoolstua Ase., Wik

erd

JERSEY CITY
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Study of Humanity Builds Big Business

Live Retailer in New York’s San Juan Eliminates Sales Risks
Through Constant Study of His Customers and

Selling talking machines and records isn't the
same everywhere, according to L. Dreazen, pro-
prietor of Dreazen’s Music Shop, located in the
negro section of New York City. The problems
which this live dealer solves daily would make
the neighborhood retailer in a quiet residential
section of the city throw up his hands in despair.
Yet, Mr. Dreazen, through remarkable business
ability and the gift of telling at a glance the
tvpe of person who enters the store, enjoys a
trade second to none in a store of its size in
the city. How he has built up a most remark-
able business and what he has learned in
handling difficult customers, as as his
methods of selling, are interesting, aside from

well

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,
12x12%, $25.00 C.O0.D. Money back

if not satisfactory.

The PHONOSTOP

An automatic stop for all talking ma-

chines, 100% efhcient.
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, retzils 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

the value of these practical methods to other
dealers who are faced with some problems of a
similar character.
Must Study Customers

“Although my store happens to be in the
negro section of the city, and while I have a
large colored clientele, I also have an extensive
following of white people. None of my cus-
tomers is of the type overburdened with money
and securing money due me is probably my
most difficult problem, especially where the
negro trade is concerned. This is due mainly
to the happy, care-free dispositions of these
people. And I want to say right here that
despite my large business I seldom fail to get
what is coming to me and repossessions are
rare. Why? Simply because I know the people
with whom I am doing business. I have studied
them for twenty years. I know the character-
istics of an individual as soon as he starts to
talk. It isn’t difficult when one applies himself
to studying the little quirks and twists of human
nature. No matter where the talking machine
dealer is located and no matter what kind of
people he serves, he must study them for two
reasons; first, to know how to handle them so
that he can sell intelligently, and, second, to
protcct himself against loss, although deliberate
tricksters are not numerous.

Methods of Collection

“Of course, I sell on the instalment plan and
the down payment I receive in most cases is
none too large. [ have two collectors on the
job regularly who visit each customer weekly.
The peculiar bent of the negro makes neces-
sary weekly collections. And, furthermore, the
collector must be at the home of the customer
when he comes home with the pay envelope,
otherwise his chances of getting any money
are slim. From my customers I can secure in-
formation which few other dealers possess. For
cxample, I know where each member of each
family works, when they are paid and when
they get home from business. My collector is
there when he or she comes home and I must
say that by this means we have little trouble
in getting the money.”

Canvassing Brings Business

Mr. Dreazen believes thoroughly in the can-
vassing method of securing business. One can-
vasser is employed regularly and in addition a
number of insurance men are on the job. The
latter have entréc to homes where the ordinary
canvasser would not be able to enter and they
also have the opportunity of observing whether
there is a talking machine in the homes of their
clients. The opportunity of actually selling is
there, too. These men work on a commission
basis, receiving payment only when they make
sales. The regular canvasser covers a wide
territory and has been successful in adding
many regular customers to the already long list
of this progressive dealer.

Service Pays Well

The negroes of his section have unlimited
confidence in Mr. Dreazen. They know that
he will give them1 a square deal and for this

Business Ability

reason his clients purchase all their musical
requirements from him. That service pays well
here as everywhere is amply demonstrated by
the fact that negroes travel all the way from
Newark, N. J., and Orange, N. J., to do business
with him. They formerly lived in the neighbor-
hood served by the store and when they moved
out of town the confidence built up by thought-
ful service manifests itself in this continued
patronage. This does not apply only to the
negroes, but also to the white clientele. Mr.
Dreazen enjoys an extensive trade in Brooklyn
and Long Island, all purchases being made from
the New York store.
Some Exciting Moments

Occasionally a customer tries to quit the city
before the instrument has been paid for, taking
the machine along. It doesn’t work, though,
because Mr. Dreazen keeps a close watch and
invariably finds out what is in the wind before
it is too late. If necessary he traces the person
to his or her new home and either repossesses
the machine or secures the money due. He is
constantly on the outside, going through his
territory. One morning he happened to be
strolling through a street on which he knew
he had several customers. He noticed a moving
van backed up to the curb and the men in the
act of taking a talking machine from the house
in which lives one of his customers. He recog-
nized the instrument as one which had been
sold by him a month previously and on which
a considerable amount of money was still due.
To make sure, however, he questioned the
moving men, whom he happened to know,
and they told him that the party was moving
to the South. His first move was to make
sure that the instrument would not be shipped
and his second move was to send one of his
collectors to visit the purchaser for some plain
talk. This is only one of a number of interest-
ing and sometimes exciting moments in the life
of this dealer, but it illustrates the point that.
the merchant who knows his trade and acts
accordingly will not be fooled many times by
thoughtless or dishonest customers.

PLAZA BULLETIN MEETS REAL NEED

The new illustrated accessory catalog re-
cently forwarded to the trade by the Plaza
Music Co. has brought further requests for this
publication. It has several features which have
a wide appeal. Among these is the fact that
the publisher has only included what it calls
“featured products,” and includes all standard
supplies for talking machines. The illustra-
tions, dimensions, price list and other data make
the catalog one of ready reference.

NEW VICTOR MONTHLY HANGERS

Beginning with November, the Victor Co. is
supplying retailers with record hangers, listing
all the records released during the month.
These hangers are in addition to those listing
the records released weekly.

REPRODUCERS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS | TURNTABLES Stylus Bars
TONE ARMS Grey Iron ¥8§§‘§§§,‘S‘MES Screw Machine Parts

and Brass for| HORNS and THROATS

Direct Quantity Importations On {PHONOGRAPH NEEDLES

D. R. DOCTOROW

Talking Machine Hardware
JEWEL and STBEL (Bulk or Packed)
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East .42nd Street, New York
Tel. Murray Hill 8oo
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Your Customers Can -

Record Their Own Voices—and '
Hear Their Own Voices

T

Home Voice Recorder on all 1924

Pathé DelLuxe Models Makes
Present Phonographs Obsolete
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Home recording is possible because 1924 model Pathe Phonographs are
mstruments of better construction and design, and have perfect, smooth,
powerful motors and reproducing devices superior to anything ever offered.

The Pathe Voice Recorder makes permanent aluminum records.
They last indefinitely—they are played with ordinary fibre needles.

The New Pathé DelLuxe Models with this additional exclusive
feature—give

Double Value — Double Enjoyment — Double Service—and
Double the “Punch” back of your Sales.

e

Write today for the most liberal proposition
ever offered to the dealer

T T T T AT

Pathé Phonograph and Radio Corporation

20 Grand Avenue BROOKLYN, N. Y.
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CAKUSO ROVALTIES HALF MILLION

Court Records Show Victor Paid $585,727 to
Tenor’s Heirs in Two Years

Royalties totaling $585,727 were paid to the
cstate of Enrico Caruso, for the years 1921 and
1922, on contracts with the Victor Talking Ma-
chine Co., for whom Caruso made records. This
was disclosed in an accounting filed last month
in the Court of Chancery at Trenton by the
widow, Mrs. Dorothy Park Benjamin Caruso.
Under the contract the Caruso estate is entitled
to 10 per cent royaltics for an indefinite number
of years.

Mrs. Caruso, who was ancillary executrix of
the estate in New Jersey, filed with the ac-
counting a petition that her distribution of the
Victor royalties be approved and that thereafter
the Victor Co. distribute the royalties to the
beneficiaries without her intervention as admin-
istratrix.

An agreement provides for the payment of
royalties annually, Another Naples court de-

cree, dated Tune 16, 1922, authorizes the pay-
FOR ALL

MAIN SPRINGS Gbvoss

Best Quality - Quick Service - Low Prices

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

Send us your order to-day.

Prlce Price Price
each each each
in in

For Victor Motor lots lots
No. MSW 1—1 inch wide, .022x13 feet long, of 50 of 100
pear shaped hole at both ends. 50c 48c 45c
No. MSW 2—1% inch wide. .022x17 feet long.

ar shaped hole at hoth ends.. 75¢ 72¢c 70c

No. I\I§W19—New Strle. 1 inch x.022x13 feet
long. crimp end on inside..... 50c 47c¢ 45¢

No. MSW20—New Style. 11 inch x .022x17
feet long, crimp end on inside.. 75¢ 72¢ 70¢

¥or Columbia Motor
No. MSW21—25/3° inch wide, .025x10 feet
long. pesr shaped hole........ 45¢ 43c 40c
No. MSW22—29/32 inch wide.
long. pear shaped hole
No. MSW 3—1 inch wide. .028x10 feet long.
pear shaped hole ............. 50c 48c 45c

For Heineman Motor

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 45¢

No. MSW23——1 3/16 inch wide. .026x19 feet
long. pear shaped hole......... 80c 77¢ 75¢

For Brunswick, Krasberg, Saal, Sonora, Stev-
enson, 8Silvertone, Aeolian, Cheney, United,
Meiselbach or Thomas Motors

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

oblong hole ..........cceeene. §5¢ 53¢ 50c
No. MSW 9—1 inch wide, .

oblong hole ..........co.c.o... . 65¢ 63¢c 60c
No. MSW10—1 inch wide.

ohlong hole ............cc0nen . 75¢ 73¢ 70c
No. MSW25—1 inch wide. .027x10 feet long.

ohlong and pear shaped hole... 45¢ 43¢ 40c

We punch hoth an oblong and pear shaped hole on the

end of these springs. so that they may he used for any

type of motor.

Other Standard Makes
No. MSW17—% 1nch wide. .025x10 feet long.

pear shaped hole.............. 40c 38c 35¢
No. MSWIB—% mch wide, .025x10 feet long.

pear shaped hole.............. 45¢ 43¢ 40c

These prices are F. O. B. Chicago. 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, Hl.
Headquarters for Everything In Musical Merchandise.

Write for our new bargain_ bulletin; 1000 different Items at
special prices.

........ 45¢c 43¢ 40c

ment of royalties as follows: One-eighth each
to the sons, widow and brother, and of the
remaining four-eighths, two-eighths to the widow
as tutor for Gloria, the tenor’s daughter, and
the remaining two-eighths to be deposited in
the bank to Gloria’s account.

MANY ADD CHILDREN’S RECORDS

“Little Tot Records” Made by the Regal Record
Co. Find Places in Leading Metropolitan
Stores—Special Departments Installed

The Regal Record Co., Inc., 18 West Twen-
tieth street, New York City, manufacturer of
“Little Tot Records,” now has its children’s
product on sale in thirteen of the fourteen
metropolitan department stores. Twelve of
these New York stores either have built special
booths for the demonstration of these records
and the display of the accompanying albums
or they have set aside specially equipped booths
for those purposes. Most of these booths are
decorated in a manner to appeal to children.
The nursery illustrations and gay colors are
used freely.

Among the stores that are featuring “Little
Tot Records” are Stern Bros., Hearn's, Mc-
Creery, Gimbel Bros., Bloomingdale’s, Abraham
& Straus, Frederick Loeser & Co., John Wan-
amaker, L. Bamberger & Co., A. I. Namm, Lord
& Taylor, Hahne & Co., Adams, Flannigan Co.
and Koch & Co.

The majority of these stores have found the
demand for “Little Tot Records” and the pos-
sibilities in sales so large as to make it neces-
sary to appoint special salesmen for the demon-
stration of these goods and to give service to
the users of the children’s booths.

In conjunction with the exploitation cam-
paign on “Little Tot Records” during the holi-
day season the Regal Record Co. has prepared
thousands of circulars for consumer distribu-
tion. These invariably have the imprint of the
retailer, are multi-colored and in most in-
stances carry illustrations for children.

Besides the four albums, with three records
in each, the manufacturer also releases from
time to time additional records in specially
designed envelopes. These can be inserted in
the albums, which are arranged in loose-leaf
manner. Among the added records are several
Christmas numbers which the retailers are find-
ing quite popular at this season.

The four albums each carry a separate title,
“Merry Song Book,” “Happy Day Book” and
“Jolly Game Book.” All three of these books
carry records with orchestra accompaniment;
the other book is one containing stories and
is marketed under the name “Story Hour Book.”

R. A. BRANIGER OPENS BRANCH

R. A. Braniger, who for several years has
operated the Columbia Grafonola Shop in Holly-
wood, Cal,, has opened a branch in Santa Ana,
Cal, where he will handle Columbia phono-
graphs and records exclusively.

EXTENSIVE R. C. A. MUSICAL PROGRAM

American Orchestral Society Signed Up to
Broadcast Fifteen Concerts From Station
WJZ During the Winter Season

The Radio Corp. of America has completed
arrangements by which the American Orches-
tral Society will broadcast from station WJZ,
New York, the entire series of fifteen concerts
which the organization, in co-operation with the
New York Philharmonic Orchestra, has sched-
uled for the Winter season. The first concert
was held on November 25, and the remaining
programs will be sent through the ether at
regular intervals until April 8, 1924. The Or-
chestral Society numbers over 100 instruments,
the entire ensemble to play the first two of the
three groups into which the series has been
divided. These are five concerts played by the
society for the New York Philharmonic Orches-
tra and a series of five concerts composing the
annual series given by the society to the Peo-
ple’s Institute. The third group will be the
Children’s Afterncon Concerts, given by an or-
chestra of fifty-five picked members of the New
York Philharmonic.

SONORA POSTERS BEST OF THE YEAR

Sonora posters were selected as the. most
attractive and effective produced during the year
at the annual convention of the Association of
National Advertisers held recently at the West-
chester-Biltmore Country Club, Rye, N. Y.
Four of the posters were selected and placed
in a prominent position in the hall where the
meetings were held and they received honorary
mention from the committee in charge.
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CITALIAN

Popular Music

-
Recorded in Italy by the e,
Best-known Italian Artists
I:L AND
I:L
I MONTHLY RELEASES

-
. WRITE FOR CATALOGUES
Out-of-Town Agents Wanted

Distributed by

ITALIAN BOOK CO.

145 Mulberry St. New York, N. Y.
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“An Old World Christmas”
From the painting by Buehr
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2 @hristmas Greeting

Your generous co-operation has made 1t possible to build
up a national organization and to celebrate with you this
Christmas, our ninth anniversary.

We deeplv appreciate the friendship yvou have shown and
the staunch support vou have given us in times of depression.
1923 has been a profitable vear and indications point to 1924
as being a vear of great prosperity for the entire industry.

We extend to you our sincerest wishes for A Very Merry
Christmas and A Happy and Prosperous New Year.

Ol Povsssrg———

President

GENERAL PHONOGRAPH CORPORATION

25 WEST 45th STREET, NEW YORK CITY
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bia Demonstration Record Big Success

Over a Million of These New Process Records Sold—Great National Publicity Campaign Scor-
ing Splendid Resulis—Dealers Most Enthusiastic Over Record Return Privilege

Although final sales figures have not yet been
completed and will not be available for a few
weeks there is every indication that the cam-
paign sponsored by the Columbia Phonograph
Co. in behalf of its new demonstration record
was one of the most successful sales drives in
recent years. Over 1,000,000 of these demon-
stration records have already been sold, and
from coast to coast Columbia branch managers
and Columbia dealers have been telephoning
and telegraphing additional orders for immedi-
ate delivery.

The publicity campaign behind this demon-
stration record was carefully worked out in
every detail and covered magazines aud news-
papers reaching millions of readers and homes.
The campaign started on November 17 with a
full-page advertisement in the Saturday Eve-
ning Post of that week. A full page in four
colors appeared in the American Weekly of
November 25, with a circulation of 4,500,000;
full pages were used on November 25 in roto-
gravure sections of newspapers throughout the
country with a combined circulation of 8,000,-
000 readers and black and white full-page ad-
vertisements appeared on November 25 in Sun-
day newspapers with a circulation of 1,500,000.
In order that Columbia dealers iight tie up
effectively with this mammoth campaign the
Columbia advertising department prepared a
striking window poster in colors, and dealers
everywhere have been displaying this poster to
attract the attention of passers-by. Proofs of
the full pages appearing in the American Week-
ly and the Saturday Evening Post were sent
to the Columbia branches for distribution
among the dealers and were used to excellent
advantage.

As a result of this far-reaching advertising
campaign and the splendid co-operation afford-
ed Columbia representatives in bringing the
demonstration record to the public’s attention
the success of the drive was immediately ap-
parent. Orders for large quantities were re-
ceived by the branches from the best dealer
accounts in their territories and before the
campaign was well under way it was evident
that the main problem was one of production
and not one of sales. In fact, the Columbia
factories have been working to capacity to han-
dle the requirements of the trade for the dem-
onstration record, but, with all of this activity,
it has been practically impossible to keep pace
with the demands of the dealers.

This demonstration record was introduced in
order to call to the attention of prospective
record purchasers the distinctive merits of Co-
Jumbia New Process records. It has succeeded
admirably in fulfilling its purpose and Columbia
branch managers are unanimous in expressing
the opinion that this demonstration record will
serve as a vital factor in stimulating the sale
of New Process records throughout the coming
year. The demonstration record in itself com-
prises a double ten-inch recording, featuring on
one side an operatic selection by Charles Hack-
ett, famous tenor and exclusive Columbia art-
ist; a violin solo by Toscha Seidel, well-known
concert violinist and exclusive Columbia artist,
and a symphony orchestra number. On the
reverse side is a popular dance hit by Ted
Lewis, one of the country’s foremost dance
orchestra directors and an exclusive Columbia
artist. Each demonstration record is enclosed
in a special envelope of a distinctive color, giv-
ing the complete story of the record and its
purpose.

In addition to this tremendous advertising
campaign devoted exclusively to the demonstra-
tion record the Columbia Phonograph Co. used
in November countrywide publicity in behalf of
Columbia phonographs and records. On No-
vember 4 a full page in four colors appeared
in the American Weekly, and throughout the

month three-inch advertising on current hits
was used in approximately 750 newspapers, av-
eraging threc insertions per week in each paper.
In foreign language newspapers advertising oc-
cupving eighteen inches and three inches was
used, and a general schedule in leading weekly

35

optimistic reports received by the sales depart-
ment from brauches and dealers throughout the
country. The company has been congratulated
everywhere upon the liberality and practicability
of its record return privilege, announced in the
November issuc of The World. It is predicted
that this return privilege will assist the dealers
materially in making the coming year an excep-
tionally profitable one, insofar as record sales
are concerned. The new Columbia record la-
bels are meeting with popular favor wherever
they have been shown and the new trade-mark

“This special demonstration

Charles Hackett
Colemtia Sympheny Orchasive

Toscha Setdel

Columbia New Process Demonstration Record Featured Illustratively in Advertising

negro newspapers was also included in the
month’s appropriation.

The December advertising program prepared
by the Columbia Co. is even more pretentious
and important than the November schedule,
constituting a powerful incentive to Columbia
sales totals during the month. On December 2
a full page in four colors appeared in the
American Weekly, and on the same date full
pages were used in the rotogravure sections of
the leading Sunday newspapers or black and
white full pages in Sunday editions where roto-
gravure is not used. On December 1 a full page
appeared in the Saturday Evening Post, to be
followed by another page on December 15. On
December 16 a full page in four colors appears
in the American Weekly, together with full
pages in the Sunday rotogravure sections or
black and white where rotogravure is not used.
Throughout the month the three-inch advertis-
ing on popular hits is appearing in approxi-
mately 750 newspapers, with regular advertising
in the foreign language newspapers and a cam-
paign in the largest negro weeklies.

It is gratifying to note that the Columbia
Phonograph Co.’s confidence in the future, as
evidenced by its tremendous advertising sched-
ule the past few months, is reflected in the

Columbia

B The outer or playing

A

Shhwing the lamnared

construction of Columbia
ew Process Reeords.

surfaces are made of a
substance over which the
needle travels almost
inaudibly. The cenmerc
core 15 built much harder
(0 1e515E wWarping.

is being used to advantage by the dealers in
their general publicity. The Columbia Phono-
graph Co. is getting ready for a healthy, pros-
perous year and it will undoubtedly receive the
hearty co-operation of its dealers in attaining
this goal.

PLATT CO. TO HAVE NEW BUILDING

Los ANGELEs, CaL., December 3.—Plans for an
eight-story Class A store and studio building
for the Platt Music Co., at Hollywood boule-
vard and Cherokee street, have just been com-
pleted and the Milwaukee Building Co., a2 local
construction firm, will soon start the erection
of the structure. The structure will cost ap-
proximately $400,000. The first floor of the
new building will be occupied by the music con-
cern and the upper floors will be designed and
leased for studio purposes. When completed
the Platt Co. will have a fine, modern store.

The Melody Music Shop, 111 Madison street,
Memphis, Tenn, has been enjoying consider-
able success in the sale of Brunswick phono-
graphs and records and the lines of musical
instruments which it handles. Intensive adver-
tising has been responsible.

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.
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Che AEOLIAN-VOCALION

The grace and conservative design of the QQueen
Anne Period Style No. 1642 gives it one advan-
tage over many period models: it will look well

Hearing is believing and the mellow, musical
tone of this instrument is a worthy advance in the
field of phonographs made possible by the de-

in any room no matter how simple or elaborate

) velopments of the world’s leading experts on re-
the decorations may be.

produced tone who have cooperated in the crea-

Style No. 1642 Queen Anne, List Price: $225.00  tion of the AEOLIAN-VOCALION.

Dimensions—Height 35”7, width 38", depth 22”. Motor—Multiple spring, constant speed, non-vibrat-
ing and mounted free from contact with resonating parts. Equipped with speed regulator. Vocalion
Automatic Stop—of an entirely novel and improved type; superior to and simpler than any other on
the market. Reproducer—The Vocalion Improved Sound Box. Equipped with Graduola, and gold
hardware and supplied with albums,

The remarkable Graduola Tone Control is to the phonograph what the artist’s touch is
to other instruments.—It is an exclusive Aeolian-Vocalion feature.

THE UTMOST IN PHONOGRAPH PERFECTION

The AEOLIAN COMPANY
AEOLTJAN HALL NEW YORK
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Police hold back the crowds at the
opening of “Under the Red Robe,”

. ‘ where John Charles Thomas ap-
i £ o 3 peared on the screen and sung in
I: person
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Photograph loaned through cowurtesy of the International News Reel Company

America’s popular baritone records exclusively for

VOCALION RED RECORDS

Before one of the most brilliant audiences ever assembled in New York, with crowds jostling each other to
get into the theatre for the opening of “Under the Red Robe,” John Charles Thomas appeared in person
and sang the prologue from Pagliacci.

This artist is to be before the public in a tremendous publicity program this season and every Vocalion Red
Record dealer should get behind the John Charles Thomas Records.

His recordings are so truly mellow that they will mean other Red Record sales for you.

Why not make a Xmas drive on John Charles Thomas records? They are appropriate for gifts and will
be welcomed in every home.

Distributors of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO., LIND & MARKS CO., STONE PIANO CO.,
37 E. 18th St.,, New York City. 530 Bates St., Detroit, Mich. Fargo, N. D.
WOODS.IDE VOCALION CO,, VOCALION CO. OF CHICAGO, STONE PIANO CO.,
154 High St., Portland, Me. Distributors of Vocalions and Distributor of Vocalions and Vo-
A. C. ERISMAN CO,, Vocalion Records, calion Red Records
174 Tremont St., Boston, Mass. 529 S. Wabash Ave., Chicago, Il 826 Nicollet Ave., Minneapolis,
GIBSON-SNQW CO.,, — VOCALION CO. OF OHIO, Minn.
306 W. Willow St., Syracuse, N. Y. 328 W. Superior St., Cleveland, O. STREVELL-PATERSON HARD-
LINCOLN BUSINESS BUREAU, LOUISVILLE MUSIC CO WARE CO
1011 Race St., Philadelphia, Pa. 570 S. 4th St.. Louisvill 0 K Salt Lake Cit.' Utah
SONORA DISTR. CO., 2 e S i
217 Stanwix St., Pittshurgh, Pa. HESSIG‘ELLIS DRUG CO,, MOORE-BIRD CO.,
VOCALION RECORD CO. OF MD., Memphls. Tenn. 1720 Wazee St., Denver, Colo.
305 N. Howard St., Baltimore, Md. GUEST PIANO CO., MUNSON-RAYNER CORP,,
0. ). DEMOLL & CO., Burlington, Ia. 643 S. Olive St., Los Angeles, Cal.
12th and G Sts., N. W. Washington, D. H. HOLMES CO., MUNSON-RAYNER CORP.,
D. C. New Orleans, La. 86 Third St., San Francisco, Cal.

1The AEOLIAN COMPANY
AEOLIAN HALL NEW YORK
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NEW PUBLICITY FOR THE VOCALION

Special Series of Prepared Advertisements
Meets With Strong Favor of Dealers as Do
Holiday Hangers and New Glass Signs

A particularly striking broadside showing a
number of specially prepared advertisements for
the use of Vocalion dealers in their local papers
in developing business for the holidays, as well
as for other periods of the year, has recently
been issued by the Aeolian Co. and has been
particularly well received by the trade. The
broadside shows eight complete advertisements,
together with illustrations of several of the
more popular Vocalion styles. The advertise-
ments are so arranged that there is room for
the name and address of the dealer and for the
insertion of certain other material which he may
desire to use.

Matrices and electros of the advertisements
and cuts are furnished free to dealers and from
the number of requests that have already been
received the advertisements have made a strong
appeal.

A special hanger has also been designed for
the use of dealers in going after Christmas
business. The cut shows a console model Vo-
calion appropriately placed under the Christinas
tree and calls attention to the fitness of the in-
strument as a Christmas gift. The hangers are
printed both on heavy paper and on cardboard
for window and indoor display.
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We Serve New York!

For the use of dealers in their windows, on
counters, and elsewhere in their stores, the
Aeolian Co. has provided an attractive framed
glass display sign in several colors, including
gold leaf, and so designed that it may be
lighted from the back.

The sign is both dignified and handsome and
is offered to dealers at a price that is consider-
ably less than the manufacturing cost.

QUICK GROWTH OF HARTFORD DEALER

Hartrorp, CONN., December 7.—Fifteen years
of development is the record of the Feinblum-
Peizer Music Shop, of this city, which recently
moved into large and attractive new quarters.
This is now one of the finest Columbia shops in
the State. Intensive canvassing has been largely
instrumental in the consistent dexelopment of
this concern’s business. The organization of
the company has been increased from two to
eighteen, sufficient indication of the progress of
this live dealer.

J. J. BEARD CO. WINS PRIZE

Pawtucker, R. 1., December 5.—The first prize
in the Fall Window Display Contest held
among the furniture stores of this city was won
by the J. J. Beard Furniture Co., which handles
Columbia phonographs and New Process rec-
ords liere. The prize-winning window featured a
Colunibia phonograph in a living room.
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GENERAL PHONOGRAPH

15 West 18th Street
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T HE Metropolitan district is a mighty busy one during the
holiday season, but, we have been supplying it with the

OJGL, Records

The Records of Quality

for years and we know the moods of this fruitful OKeh
We are, therefore, amply stocked and fully pre-
pared to meet the demands of its unusually lively Christmas

Place your emergency orders with us!
fill them quickly, accurately, and completely!

New York Distributing Division

TheRecord of Quallty

Buy
OKeh
Needles

They

Keep

Record Sales
Alive!

We are equipped to

CORPORATION

New York City
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NEW COLUMBIA DANCE ORCHESTRA

Reisman Orchestra Will Make Columbia Rec-
ords Exclusively—Director Prominent in
Musical Circles for Many Years

One of the newest dance organizations to
join the Columbia library is the Reisman Dance
Orchestra, which will record exclusively for the
Columbia Phonograph Co. The director of this
orchestra, Leo Reisman, although a young man
in point of years, has been identified with musi-

Leo Reisman
cal activities for many years, having started
his musical career at the age of ten.

He organized and directed the first band at
the English High School in Boston, after having
played the solo violin at the Bijou Dream, at
that time a Keith vaudeville house in Boston.
At the age of seventeen this promising young
musician played in the Baltimore Symphony
and led the orchestra at the Hotel Belvedere,
Baltimore. Since then he has directed orches-
tras at the United States Hotel, Saratoga, N. Y ;
the Copley-Plaza and the Hotel Lenox, Boston;
the Ritz-Carlton, New York and in “Good
Morning, Dearie,” on the stage at the Globe
Theatre, New York. The Reisman Orchestra
also helps along a college education by playing
at Harvard, Dartmouth, Williams, Massachu-
setts Institute of Technology, Brown, \Wellesley
and Radcliffe.

MUSICAL EAR OPENER IN COLLIER’S

An interesting article entitled “Handing You
a Musical Ear Opener,” by Robert Haven
Schauffler, appeared in the December 1 issue
of Collier’s, one of the leading popular weekly
publications. The article, written in colloquial
style, described the delights to be derived from
a talking machine and player-piano by proper
listening and a non-technical knowledge of
music—excellent hints to salesmen to strengthen
the selling talk where certain types of custom-
ers are concerned.

Frank K. Dolbeer, sales manager of the Vic-
tor Talking Machine Co. and Mrs. Dolbeer
were recent week-end visitors to New York,
where they enjoyed the theatre.
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for beauty, for tone, for price

Quality merchandise at low list
. and long discount

“It’s the dealer's turn now”

For one example, this Strand Model 40
costs the dealer $100
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These Direct STRAND Representatives Are Ready to Serve You:

R. H. ARNAULT, 95 Madison Avenue, W,
New York City.

ARTOPHONE CORPORATION, 1213
Pine Street, St. Louis, Mo. W.

ARTOPHONE CORPORATION, 317
Kansas City Life Bldg., Kansas City, W.
Mo.

CONSOLIDATED TALKING MACHINE L.
CO., 227 \W. Washington Street, Chi-
cago, Il

OTIS C. DORIAN, 321
E. Toronto, Ont.

A. C ERISMAN,
Boston, Mass.

IRO
King Street,

174 Tremont Street, M.

L. ECKHARDT
Corp.), Tenth and
Philadelphia, Pa.

S. GRAY, 1054 Mission Street, San
Francisco, Cal.

(General Radio
Cherry Streets,

S. GRAY, 926 Midway Place, Los An-

geles, Cal

D. HEATER,
Portland, Ore.

QUOIS SALES CORPORATION.

357 Ankeny Street,

210 Franklin Street, Buffalo, N. Y.
R. J. JAMIESON, 625 Swetland Bldg,
Cleveland, Ohio.

E. LYLE, 65% Walton Street, At-

lanta, Ga.

RICI}(}EN SEEGER & \VIRTS. Globe

1dg., Detroit, Mich.

STERLING ROLL & RECORD CO., 137
West Fourth Street, Cincinnati, Obhio.

GENERAL RADIO CORP., 1005 Liberty
Avenue, Pittsburgh, Pa.

L. C. LE VOIE, 622 Nicollet Ave., Min-
neapolis, Minn.

SHARP MUSIC COMPANY, 823 Fif.
teenth Street, Denver, Colo.

W. O. CARDELL, Box 1271, Tulsa, Okla.

R. W. ORTTE, 310 Magazine Street, New
Orleans, La.

H. J. IVEY, Box 235, Dallas, Texas.

To responsible dealers we offer a profitable franchise in localities not yet being covered. Write or wire.

MANUFACTURERS PHONOGRAPH CO., INC., GEOQ. W. LYLE, President,

T
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95 Madison Avenue, NEW YORK
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National Figures Extend Christmas Greetings

Prominent Men and Women in Political and Amusement World Make Gennett Christmas Records
—Something New in Recording—Countrywide Pre-holiday Publicity Campaign Under Way

A radical departure from the usual run of
Christmas and holiday records has been con-
ceived by the Starr Piano Co., of Richmond,
Ind., manufacturer of Gennett records and Starr
phonographs. A series of ten ten-inch double-
sided records containing Christmas greetings
from prominent personages has been made and
a most extensive distribution and advertising
campaign is now well under way. The num-
bers include “My Christmas Wish,” by Mitzi
Hajos; “Christmas and Father,” by “Abe Mar-
tin,” the well-known cartoon character con-
ceived by Kin Hubbard; “Christmas Greetings,”
by Bebe Daniels, famous movie star; “Christ-
mas in Hollywood,” by Shirley Mason, another
well-known movie star; “The Lord’s Prayer,”
by William Jennings Bryvan, and “The Twenty-
third Selection,” also by Mr. Bryan; “Always
Christmas,” recitation by William D. Nesbit,
and “God Bless Us All,” another recitation by
My. Nesbit; “Andy Gump’'s Holiday Greeting,”
by Andy Himself (Sidney Smith); “The Dream
of the World,” by Merideth Nicholson, novel-
ist. The reverse side of each record also con-
tains an appropriate Christmas selection.

Special containers, in green, gold and red,
with the words “Christmas Greetings” on the
cover, together with holly decorations, have been
prepared for these recordings. On the back
of the cover page of some of the containers
appears a photograph of the artists who made
the records and others contain the text of the
greeting. Also, some of the records are auto-
graphed by the artists.

The special pre-holiday advertising campaign
which has been inaugurated by the Starr Piano
Co. in behalf of these records is probably the
most extensive ever undertaken by the com-
pany for such a brief period. Newspapers
throughout the country tell the story directly
to the public; special folders and dealer ad-
vertising have been placed at the service of
retailers desiring to make use of it, and some
excellent and timely window display material,
including large photographs of the artists,
hangers, special record supplements, etc., has
been prepared.

Although all Starr dealers are being supplied,
only one department store in each city has been
permitted to place the records on sale. In these

establishments special departments have been
installed on the main floors and window dis-
plays and publicity are being utilized. It is the
opinion of Starr Co. executives that the manner
in which these records are going over indicates
that a new idea launched at the proper time
can be made a tremendous source of revenue,

both for the retail trade and the distributor.

Largely responsible for this innovation in
records is C. R. Moores, of the Starr Co., who
made arrangements with the various artists and
personally supervised every detail of the plan-
ning and execution of the project, spending
many months exclusively at this task. Mr.
Moores, by the way, has been prominently con-
nected with the talking machine business for a
number of years and, prior to his connection
with the Starr Co., he was associated with job-
bing interests in the Middle West, where he is
well known to the retail trade.

First Vocalion European Records Announced

Arrangements Made by O. W. Ray While in Europe Makes Available to Americans Through
Vocalion Records 12,000 Recordings by Noted European Artists

The results of the European tour made last
Spring by Oscar W. Ray, general manager of
the Vocalion record division:of the Aeolian Co.,
have been strongly evidenced in the recent an-
nouncenent of the first listing of a number of
European recordings on Vocalion records, these
initial listings to be followed by others in regu-
lar order.

The first of the new foreign records were re-
leased late last month, and included selections
from the catalogs of the Polyphon Co. and of
the Milano Laboratories in Italy, two of the
most noted European concerns who have placed
at the service of the Vocalion recordings of
artists of prominence both in Europe and the
United States.

While Mr. Ray was abroad he made definite
and important agreements with both the Poly-

phon and Milano laboratories and also with the
Vocalion Recording Laboratory in London for
the use of their recordings which will tend to
make available to the dealers and the public in
the United States some 12,000 new numbers,
including a special list of German Christmas
records that have been forwarded to Vocalion
distributors with appropriate advertising matter
for the holiday season.

The Vocalion Laboratories are now busily en-
gaged in producing records to be added to the
foreign list, these to be offered in conjunction
with the regular Vocalion catalog. The new
records are offered in a number of foreign lan-
guages, including Polish, Russian, German,
Italian and Hebrew, and are expected to open
up a most profitable sales field for Vocalion
record dealers.

“JEP” BISBEE MAKES EDISON RECORDS

Country Fiddler Discovered by Thomas A. Edi-
son and Henry Ford During Camping Trip
Makes Records of Old-time Jigs and Reels

“Jep” Bisbee, the eighty-eight-year-old fiddler,
whom Thomas A. Edison and Henry Ford dis-
covered while on their camping trip in Mich-
igan last Summer, has made records of many
of the old-time selections and dance numbers
which have brought him fame during a half-
century of fiddling at the country dances in and
around Paris, Mich,, and is again back home.
Edison records of jigs, reels and square dances
have been made by the old fiddler, who, accom-
panied by his family, was brought to the Edison

OTTO HEINEMAN, President
25 West 45th Street

“NEEDLE POINTS”

General Phonograph Corporation

New York

NO The only part of
* a phonograph that
touches the playing surface is
the needle. Upon this tiny part,
following the grooves, depends
the clearness of tone and the
life of the record. Perfect re-
production and record longevity
are assured by the highest grade
carbon steel, uniform points, and
uniform tone-sizes of

OReA

QUALITY
NEEDLES

laboratories in Henry Ford's private car. While
in Orange he was the guest of Mr. Edison.
T'he records, it is understood, will be presented
to Mr. Ford, who will distribute them among
friends. The aged fiddler was presented with a
Ford automobile by Mr. Ford. Mr. and Mrs.
Bisbee will be asked to dance an old-time jig
before the motion-picture camera for Mr. Ford’s
especial benefit.

M. I. S. CO.’S PRACTICAL ORDER BLANK

Victor Jobber Uses New Type of Order Blank
to Advantage—Plus Record Sales Suggestions
Receive the Attention of Dealers -

The Musical Instrument Sales Co., New York,
Victor wholesaler, has received many letters of
praise from its dealers regarding the order
blank which the company is using in connec-
tion with the Victor weekly record releases.
This order blank gives a list of each week’s
releases, with the bottom section devoted to a
postcard order form, which can be used by the
dealer in placing orders for the records released
that particular week. Opposite the order blank
is a “plus record sale” suggestion relative to
that particular week as, for example, in the
November 30 bulletin it was suggested that
record No. 959, featuring “Kiss Me Again” and
“A Kiss in the Dark” by Galli Curci was a
record worthy of energetic sales effort. These
suggestions are being afforded careful considera-
tion by ethe dealers, as they are timely and
practical.

OTTO HEINEMAN VISITS CHICAGO

Otto Heineman, president and founder of the
General Phonograph Corp., manufacturer of
Okeh and Odeon records, spent a week in Chi-
cago the latter part of November, visiting the
offices of the General Phonograph Corp. of
Illinois and conferring with S. A. Ribolla, gen-
eral manager of this company. Mr. Heineman
also visited E. A. Fearn, president of the Con-
solidated Talking Machine Co., Okeh and Odeon
jobber, and he was delighted to learn that this
enterprising wholesaler is closing the most suc-
cessful vear in its history, an indication of the
growing popularity of these records.
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HIGHEST
UALITY

MAIN SPRINGS

. Meisselbach No. 18..
for Edison ...
. reg. for Victor .....
17 ft.. Victor. bent arbor ....
25 x 16 ft.. Heineman No. 44,
on Disc
x 12 ft.,
x 12 ft..
x 16 ft.,

Price each
. $1.25
1.25
0.60
0.60
0.60
1.25
0.40
0.40
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Heineman No. 33 and 77..
oblong bole. western motors .
oblong hole, for Meisselbach, Sonora
ASDEMZ e veeceeeeoonacacassaccssssscscoococaans
x 10 ft.. for Columbia. 2, 3, and 4 Spring
. for Columbia, Sinzle Spring Motor....
for VIietor .......cecceeccnccass
for Victor. bent arbor
. oblong hole. Meisselbach No. 9..
for Blick motor
oval hole
German motor ...
ft., for Swiss motor .
for Edison
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. for Brunswick
9 ft., for Meisselbach No. 12. oblong hole...
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COLUMBIA REPAIR PARTS

427 Columbia main springs, No. 2951 .......cceeecvencees
Columbia spring barrel head
5008 Spring. harrel winding gear. old style..
Spring barrel winding gear. new style..
604 Needle cups
606 Needle cup covers.......
First intermediate gears .
Second intermediate gears
Worm gear for single-spring motor .
Bevel pinion single-spring motor ....
Bevel pinion, regular style ........
Bevel pinion. latest style
Bevel pinion for old- style double spring.
Bevel pinion disk shaft
Male winding pinion ...
Female winding pinion .
04 Governor shaft
Driving shaft
Governor balls
Governor springs,
Stylus bar
Universal attachment
Wwinding crank. 3 sizes, 7. 8 and 9 in.
Columbia Governor Screws
Columbia Barrel Screws. No. 2621.....
Columbia Sound Box Thumb Screws

PARTS—HARDWARE

Crown gear for Blick motor
Crown gear for Melophone motor .
Crown gear for Heineman No. 9
Tone-arm goose neck for Independent arm.
Governor pimion for imported motor
Tone-arm base for Independent arm...
Automatic nickel-plated lid supports ..
Automatic gold-plated lid supports
Piano hinges. nickel-plated. 15% in.
Highly nickel-plated needle cups ...........
Covers for CUPS cceeccoccccsccnss
Highly rold-plated cups .........
Needle cup covers. gold-plated
Turntable felts. 10-in., round or square.
Turntable felts. 12-in.. round or square. ..
Motor bottom gear for Triton MOMOr......ewvevuenss.
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MEISSELBACH REPAIR PARTS

Price each
9764 Main springs for motors 16. 17. 19..........+ 7060000 $0.60
P9765 Main springs for motor No. 12 ......coceneecccnans 0.35
CP532 GOVernor ....ccoceoeeees Complete 1.90
P1504 Governor shaft. new style . .75
P1505 Governor shaft, old style ........cooeeeieeccnccccns 0.75
AP533 Govermor ball .................. omplete 0.10
CP644 Turntable shaft Nos. 16. 17. 13....ccccceecenccee . 150
CP645 Turntable shaft for No. 12 .......... 1.25
AP697 Spring barrel cup 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 PBrake lever, bottom plate .. 0.10
P604 DPBrake lover. top plate ........ce.e 0.10
AP328 Winding shaft for Nos. 16, D 08 5 T IBEnen, 0.75
_APSEB Winding shaft, straight cut, Nos. 16, 17. 18.. 0.95
AP530 Winding shaft, spiral cut. for 10; 12... 0.35
AP531 Winding shaft. straight cut, for 10; 12. 0.35
AP591 Brake lever ......cccceciiacccciecccenns 0.35
CP536 Intermediate gear for Nos. 16. 17, 19. 0.90
M Winding cranks. 3 sizes ........000.. 0.75
140 Speed indicator ...... fescsseecescrrrcsrasoscnsssee 0.45
CP5226 GOVEITIOT ..cooveeeccscasssccssosaccnoans ..Complete $1.90
CP9799 Turntable shaft 0 .Complete .5
AP9924 Governor balls, 33 77 44 Iy S 0.1
AP9925 Governor balls for No. 36 . 0.1
P5004 Governor pinion for No. 0.. 0.2
P5003 Governor Shaft .......... 0.6/
CP9629 Speed indicator .......coeo.ee 0.4
9764 Main spring for No. 33 or 77 0.4
P9765 Maln spring for No. 36...... 0.2
P9766 Main spring for No. 44............ 0.
AP9778 Spring barrel oup for No. 33 or 77 0.5
AY9779 Spring barrel cup for No. 36. 0.5
AP9780 Spring barrel cup for No. 44, 0.7
P9762 Winding shaft for motor No. 33.. 0.6
P9966 Winding shaft for motor No. 36.. 0.4
5304 Winding shaft for No. 44 or 77......000eiiannn. e 0.7
5007 Escutcheon ....ccocececccccnncas .Complete 0.1
AP9409 Turntable brake ........ccocveceicincincnacnannans 0.1
AP10072 Winding crank. 3 sizes .......cccceiiiiiiiiiiienns 0.7
No. K With sound boX .....ccceveneeeeannn
No. P Nickel-plated without sound hox ..
No. P Gold-plated. without sound box ..
No. M Tone arm. Meisselbach sound box .
No. M Gold-plated Mfeisselbach sound box .
No. 1, Made of brass tubing. nickel-plated..
No. L. Made of brass tubing. gold-plated ...................
No. Bl Bliss sound hox. flt Vietor .........c.ocociviiiainas $1.25
No. B Balance, fit Victor ...... 0.75
No. F Favorite. flit Vietor .......c.c.0ceeieceennn 1.75
No. I “Supreme’ niekel-plated. loud and elear . 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. melow tone........... 2.25
No. G Nickel or gold-plated...... 1.00
No. P Gloria patent, extra loud 3.00
No. H Imported nlckel-plated 0.75
No. 6 Columbia. mnickel-plated ......ccceeeeiieerercannnnes 2.25
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REPAIR PARTS FOR VICTOR MOTOR
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5013 Turntahle 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 eut ... 0.35
5021 TRubber back for exhibition box ...... 0.35
5017 Rubber back for No. 2 sound box 0.35
5018 Governor cOllaT .......coeceeeees 0.15
5019 Spring barrel shaft ....... 0.60
5020 Stylus bar for No. 2 box .... 0.35
5022 Stylus bar for exhibition box . 0.35
5011 Attachment for vertical cut record .........o.oe.oosoos 0.25
Governor springs. for Victor ....... .Per 100 1,00
Governor screws, for Vietor ......... .Per 100 1.00
Governor balls. new style. for Victor.................. 0.08
Needle arm screws for exh. box...... ..Per 100 1.50
Needle arm screws for No. 2 boX.............. Per 100 (.50
1 23/32 in. Victor Ex. Box. 1st grade ...................... I
1% in.. new Victor No. 2. very best . o1 ’3:Ig
131 32 0%, fOT] ISONOTA gaele 3k o TeTelels T .. 0.20
2 1/16 in., for Meisselbach box . .. 0.22
2% .. for Pathé new style ... .. 0.35
2 3/16 in., for Celumbia No. 6..... . 0.25
2 9/16 in., for Patbé or Brunswick .......eeceeeueneeennnnn 0.43
Pathé, very best. loud tone, genuine ... $0.12
Pathé, soft tone, ivory setting...... 0.18
Pathé. soft tone, steel setting .. 0.10
Edison, very best, medium tone .18
Edlson, very best, loud tone .... .15
Edison, genuine diamond ..... .25
DBrilliantone, all t0DS ......covvvvrnenrnnnececnnnnn

Blue Steel Reflexo, per package ..
Wall Kane Needles, per package

ATTACHMENTS

N . In Gold or Nickel-Plated

Kent, for ViClOr AIM .o...vutiuveinnnnssosconscnsannecceans
Kent, for Edison with C box .
Kent, witbout box for Edlison. nickel or gold..
Kent. attach. for Victor
For Columbia. plays vertical records......
Kent special adaptor with sound box.
Favorite Master Adaptor. ‘“Supreme’’ box
Favorite Master Adaptor. ‘‘Supreme’ hox

.07
6/:

Favorite Master Adaptor. °*‘Supreme’

Distributors for Heineman and Mefsselbach Motors
Meisselbach, NoO. 17. 3-SPIiBB.....cc.cevninnvnnnoennennannes 15.00
Melsselbach. No. 19, 4-spring. S p— 7.00
IKrasberg. 2-SDTINE  .eeitirestecscsncnnanconeecnenensennns 9.00
Krasberg. 3-spring 10.50
Krasberg., 4-spring ........ 13.50
Heineman. No. 3f. 2-spring 7.50
Heineman. No. 33. 2-spring . 8.50
Heineman. No. 77. 2-spring 9.50
Heineman., No. 44, 2-spring ..o.o.oiiinonnrvnnnennnnnnnnn, 12.50

All motors complete with 12 [n. Turntables

ILSLEY LUBRICANT

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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T here is no blast.
Reproducer prevents it by means of its pat-
ented “shock absorbers”™ which take up the
excess vibration—the cause of blast.

COLUMBIA PHONOGRAPH COMPANY

The New Columbia

KEEPING RECORD STOCK IN ORDER

New Plan for Avoiding Loss and Breakage in
Demonstrations and Providing a Check on
Best Selling Numbers Through Special Rec-
ord Clerk Evolved by Western Dealer

In order to secure an accurate check on
record stock and on the numbers that are prov-
ing the best sellers, a Salt Lake City music
house has developed a plan whereby the clerks
whose duty it is to demonstrate machines and
records do not have access to the record stock
themselves but make a requisition through a
special record clerk for such records as they
require. The record numbers are entered on
special slips and signed for, and then charged
against the clerk’s account until such time as
they are returned or a sales slip made out for
them.

The plan, which is believed to be quite
original in the retail talking machine field, has
been working long enough already to prove its

effectiveness in preventing record losses. Where

heretofore records were handled more or less
carelessly, thrown about in disorder and fre-
quently broken by the salesmen, the records are
now handled carefully, and either handed in in
perfect condition or accounted for. Wheére a
record is lost or broken the clerk must either
make a plausible explanation of the incident or
pay for it, and although the clerks are not
penalized for accidents, some of them have al-
ready paid enough for carelessness to cause
them to materially improve their methods.
The stock record plan is particularly val-
uable in keeping track of the records that are
most in demand, for each day the stock clerk
makes a record of the numbers that have been
sold so that the stock may be checked and
reordering done where necessary. Another ex-
cellent feature of the plan is that the records
are always to be found in their proper places
and there is not the confusion that often results

when a half dozen busy clerks are taking out
and replacing records every few minutes during
the day. The saving of time alone in hunting
desirable records practically compensates for
the salary paid the stock clerk.

MISS MACBETH RETURNS FROM EUROPE

Famous Operatic Soprano and Exclusive Co-
lumbia Artist Returns Home — Discusses
the Status of the ‘American Artist

Miss Florence Macbeth, famous operatic and
concert soprano and exclusive Columbia artist,
arrived in New York recently after spending
some time in Europe. She was welcomed by

Miss Florence Macbeth
many friends well known in the musical and
social worlds, including several representatives
of the Columbia Phonograph Co. The news-
papers commented generally upon Miss Mac-
beth’s return home and in a chat with one of the
newspaper reporters she remarked as follows

regarding American artists: “All the American
artist needs to-day is a little more hope and
charity and a great deal more faith on the part
of his own public and that public needs to find
the courage of its own convictions without the
persuasion of outside influences. We have
everything else we need for a musical nation.”

VICTOR CHRISTMAS ADVERTISING

Some excellent advertising copy has been pre-
pared by the Victor Co. for the use of dealers
in their pre-holiday campaigns. The theme of
the copy, of course, is a Victor talking machine
and records as a Christmas gift. Each adver-
tisement is well balanced and illustrated in a
most effective manner, and there is ample space
for the dealer’s imprint. In some of the adver-
tisements space has been left for record lists
and for the insertion of prices beneath the
instruments. This is part of the dealer publicity
service of the Victor Co., and retailers may
secure any of the advertisements in electro or
matrix form simply by sending their request to
the Victor Co. and payving the postage charge.

GEISSLER BOYS WIN HONORS

Kenneth and Allen Geissler, eldest sons of
Arthur D. Geissler, president of the New York
and Chicago Talking Machine Cos., Victor
wholesalers in New York and Chicago, are win-
ning honors in athletics in their respective
schools. Kenneth is winning football laurels,
having been elected next year's captain of the
football team at St. Paul’s, Concord, N. H., and
Allen this year made the Culver Military Acad-
emy team. He has also showed his prowess by
capturing the forty-yard swimming champion-
ship of the school.

The J. Fortas Furniture Co. Mempbhis,
Tenn., is featuring Okeh records in its new
store at 133 North Main street.

BEST SELLERS

AFTER

After Christmas, when consumers’
money is scarce, Yale phono-
graphs, retailing at $10, will be
your best sellers. The great num-
bers of people who now own a

$10

XMAS

tone and impressive appearance for
§10 is really an achievement. It is
possible only because the Yale has
no frills. All material used is the
best of its class. The Yale is a sub-
stantial, gracefully designed and
scientifically built instrument.

cabinet phonograph, as well as those It has a strong, easy-running
who don’t. could be sold mgtggia;vnh (s)%gng‘gfngfnsg
a Yale. These pl}ono— plays entirely any twelve-
graphs can be used in so inch dlateral record.l Thg
aAvs* reproducer is duplicate

[Enyd Suevel] Wo 8 tabl‘e only on very much higher-
phonograph, as an addi priced machines. There i§
stee

tional phonograph in
large house, for automo-
bile trips, etc.

To offer an instrument of
such durability, beautiful

PHONOGRAPHS

an eight-inch heavy
turntable, nickel - rimmed,
and covered with Dbest
grade of felt, and a cabinet
made of mahogany-finish
wood, ivory or white enamel.
Investigate the Yale!

Worite for trade price, details and a sample

machine

DAVIS MFG. & SALES COMPANY
763 State Street New Haven, Conn.

e e CE T T
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NEW ASSISTANT TO TREMAINE

Kenneth 8. Clark, Formerly With Community
Service, to Join Forces of National Music
Bureau to Work on Music Week

Kenneth S. Clark, who has been connected
with Community Service since 1919, is within
a month to become associated with C. M. Tre-
maine, director of the National Bureau for the
Advancement of Music. He will first take up
the duties of assistant secretary of the National
Music Week Committee, of which Mr. Tremaine
is the secretary. Following the National Music
Week, May 4 to 10, 1924, Mr. Clark will assist
Mr. Tremaine in the work of the National Bu-
reau for the Advancement of Music. Mr. Clark
is a composer and was for five years on the
editorial staff of Musical America. During the
war he was the army song leader of the Sev-
enty-ninth Division, both in this country and
in France. Following his return to America
he joined the musical staff of Community Serv-
ice and for the last two years he has been in
charge of that organization’s Bureau of Com-
munity Music.

DISPLAY ROOM IMPROVEMENT GROWS

New England and New York Dealers Alive to
Value of Improved Equipment—Recent Unico
Installations in These Territories

The Unit Construction Co., of Philadelphia,
Pa., manufacturer of “Unico” equipment for
talking machine warerooms, has found consid-
erable activity among talking machine retailers
in New York and New England, expressed in
actual business received, and in extensive plans
for the future. Among recent installations was
one for the Alfred Fox Piano Co., well-known
retailer of the Knabe line in Stamford and
Bridgeport, which has also just opened a new
store in New Rochelle. The equipment ordered
was extensive and called for seven demonstrat-
ing rooms and a large record department for the
talking machine end of the business. The dec-
orative treatment of the lobby was particularly
attractive and a large Ampico display room was
provided for at the rear of the warerooms. The
entire work was in old.ivory and the finished
effect was particularly pleasing.

A complete rearrangement of the talking ma-
chine department was made for Sage & Allen,
of Hartford, Conn. The entire department was
moved to a better location and additional rooms
were set up, adding considerably to the facilities
of the warerooms.

Another complete rearrangement was made
for the Cauldwell Furniture Co., of Malden,
Mass., where the original installation of “Unico”
equipment was rearranged and augmented-in
order to provide for the constantly increasing
business of the company.

On Long Island the new warerooms of Harry
F. Asher, of Mineola, were completely provided
with “Unico” equipment, consisting of rooms
and record racks efficiently arranged.

VICTOR DEALER ACTIVE MUSICALLY

CarcoNDALE, PA., December 4.—J. Harper Fulk-
erson, well-known Victor dealer in this city,
was an active factor in the success of a concert
given recently at the High School Auditorium
under the auspices of the Carbondale Orpheus
Glee Club. Mr. Fulkerson is an honorary mem-
ber of this club and his various suggestions as
to the program and to the general details of the
concert contributed materially to the success of
the affair.

ORIENTAL MUSIC SHOP CHARTERED

A charter of incorporation was recently
granted to the Oriental Music Shop, of New
York City. The concern, which is capitalized

at $5,000, will deal in talking machines and

records. Incorporators are A. G. Aronson, H.
Herson and J. Levkov,

VOICE MADE VISIBLE AND ANALYZED

Now Possible to Know Why Certain Voices
Thrill and Others Only Please Us

The voices of some opera singers thrill us;
others merely plcase us. Do you know why?

Scientists have known that the effect of a
singing voice depends on two qualities—intona-
tion and vibration, involving the emotional qual-
ities of the tone. But it remained for Dr. Max
Schoen, of the Department of Psychology, Car-
negie Institute of Technology, to explain why
intonation so largely affects voice quality.

By careful analysis Doctor Schoen concluded
that we can trace many of our likes and dislikes
of singing voices to the manner in which the
singer attacks, sustains and releases each tone,
or progresses from one tone to another. To

demonstrate this theory, he developed a phono-

graph attachment to the tonoscope—recently
illustrated in the Popular Science Monthly—a
delicate tone-analyzing instrument that produces
a picture of tone vibrations.

43

The tonoscope consists ¢ 1z
revolving drum, painted white. On the white
surface arc painted 18,095 dots arrangcd in I
rows. The first row has 110 dots, the third 111
and cach succeeding alternate row one addi
tional.

Thcse dots are observed through a fluctuating
ras flame that can be moved from row t
as the experimenter seeks the pitch of the
singer's voice. The flame is caused to fluctuat
by vibrations of the singer’'s voice on
diaphragm.

As the drum revolves at one revolution a sec-
ond, the dots become blurred. The row behind
the fluctuating flame, however, is seen to move
up and down with a jerky motion. When a
vocal tone strikes the diaphragm the experi-
menter moves the flame along the rows until
he finds a row that seems to stand still.
scale indicates thc exact pitch of the tone.

The name of the Central Talking Machinc
Shop, Inc., 3 East Forty-third street, New York,
has been changed to the Retail Music Corp.

"LOUD SPEAKER

Jatural
Ro-PRODICTIOV
LITONE

music store.

reception.

Sell a Loud Speaker
That’s a Musical

Instrument!

ASY to sell the Atlas Loud Speaker to patrons of the
Its perfect re-PRODUCING is appre-
ciated by the critics of music.
phragm’” feature (pat. applied for) represents as great an
advance as the disc record over the old cylinder phonograph
record. Gives each tone variation its true, natural quality.
Distortion and blast eliminated by adjustment which fits the
Atlas Loud Speaker to the receiver and local conditions of

Write TODAY for Proposition and [llustrated Booklet “0O”

Sole Canadian Distributors
The Marconi Wireless Telegraph Company of Canada, Linmited
Mountreal, Canada

The exclusive “double dia-

ORANGE ST

M umplg]:)lactticpraduds Colnc.

RADIO
DIVISION

- NEWARK, N. J.
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or

De Forest Reflex Radio-
phone, Type D-10, a 4-tube
set using either storage bat-
teries or self-contained dry
ceils. A cross continent
range on indoor loop. Has
a reputation for the clearest
reception of broadcast in
existence.

Some of the famous labora-
tory tested De Forest parts.
Illustrated are the Variable
Air.Condenser, Variocoup-
ler, Coil Mounting, Honey-
comb Coil, Vernier Variable
Condenser, Tube Socket,
Five-point Switch,? Audion,
and Rheostat.

orest
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the Greater -
Talking Machine Business

ALKING machine dealers were among the first of any industry
to recognize the great possibilities of radio. They knew that if

the radio receiving set was perfected and beautified it was truly
a musical instrument and belonged with their other stock.

They recognized the fact that the phonograph makes an ideal loud
speaker for the radiophone.

They succeeded, however, only if they happened to carry one of the
comparatively few really reliable radio receiving sets, such as the
De Forest Radiophone.

De Forest has always stood in the forefront of progress so far as
manufacture and scientific invention are concerned, and now the
De Forest Company takes a radical step in their new ‘““Consignment
Plan’’ which takes all the doubt out of the radio business once and
for all.

This plan is explained in our new book ‘‘Building Your Radio Busi-
ness with Our Capital,” and we ask you to write or wire for this at
once, if you are interested in the De Forest Agency for your territory.

In a word, it means that you can have on your floor a stock of
De Forest Reflex Radiophones, and you do not invest in them one
cent of capital for stock. These goods are placed on ‘‘Consignment”’
and as they sell you deduct your compensation and remit the custom-
ers’ money direct to De Forest.

This new plan is revolutionizing the entire radio industry, and natu-
rally enough, when you add to the De Forest Radiophone so far as
its quality and satisfaction are concerned the supremacy of a plan
which removes the last doubt from the radio business so far as the
talking machine dealer is concerned.

Immediate action is necessary, as the territories must be exclusive,
can not overlap, and we are making connections as fast as we can
make out contracts.

DE FOREST RADIO TEL. & TEL. CO., Dept. T.w.4 Jersey City, N. J.
If Located West of Pennsylvania Address

DE FOREST RADIO TEL. & TEL. CO., Dept. J.W. 4 5680—12th St., Detroit, Mich.
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The Automatic Start and Non Set
Automatic Stop never fails. The turn-
table starts revolving when the needle is
placed on the record. Without previous ad-
justment 1t stops when the music is finished.
This device has proved itself in ten thousand
tests. It 1s an exclusive New Columbia fea-

COLUMBIA PHONOGRAPH COMPANY
New York

Laxity Increases the Credit Losses of Retailers

Comparative Analysis of Credit Methods of Retailers Made by the University of Nebraska
Throws Some Interesting Sidelights on This Important Situation and Points Way to Reforms

Retailers are often at fault when there are
credit leaks, according to a comparative analysis
of the methods of retailers recently made by
the University of Nebraska, which secured data
on this subject through questionnaires sent to
dealers. The report contains some interesting
sidelights on the credit situation and may point
the way for dealers to eliminate losses suffered
through faulty methods.

“It is necessary to impress upon the applicant
for credit,” says the report, “the terms of the
agreement when an account is opened. At this
time the applicant is alert to the fact that a
charge account is a privilege which must be
respected. It is not enough to print the terms
of the account on an application blank, for it is
cssential to have the customers understand thens
by spoken statement.

“If the terms of credit accounts demand that
accounts should be paid in ‘thirty days,’ they
should be presented to the custommer in such a
forcible way that he may understand that the
account must be paid in thirty days.

“The value of placing a limit at the time of
opening the account on the length of time an
account may run, as well as on its size, is un-
questionable. It strengthens the moral respon-
sibility of the customer. If more people were
taught to realize that credit is a convenience
that cannot be abused difficulties resulting from
its use would greatly diminish. Educating peo-
ple into this attitude by insisting that ‘terms
are made to be respected’ is a wise policy.

“Many accounts which are carefully opened
are not paid when they are due, and for this
reason a systematic collection policy is essen-
tial. This is not due to a malicious intent of
customers ‘to make the firm wait for its money,'
but is caused in most cases by neglect. People
easily forget the unpleasant task of parting with
money. If attention, therefore, is not given to
collecting accounts when they become due, the
benefits of a careful extension of credit may be
lost.

SECOND YEAR SUCCESSFUL LEADER

Canada Patent @ \ The Most
L . Dependable and
€)2e Inexpensive

Lid Support
on the Market

The bottom plate is

\ constructed of one
patentelglg‘ \X piece of metal and it
Sept.9. \ J works  automatically
Two other patents\_ \ v perfect. No parts to
Aoplied for. NV g0 out of order. The

hinges are made in
Samples on request. two styles—flexible and bent.

STARMACHINE &NOVELTY CO.

81 MILL STREET BLOOMFIELD, N. J.

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

“Accounts can be collected successfully by
several methods. Some merchants have success
with forms registered, and personal letters.
Other merchants use the telephone largely for
collection purposes, as it brings personal atten-
tion to the account. Other merchants collect
largely by means of a personal collector. In
fact, there is no ‘best way’ to collect outstand-
ing accounts. One store with an exclusive type
of patronage finds it advantageous to send only
statements of the account, since their customers
are easily offended, while another store can use
the above means, as one merchant aptly re-
marked, ‘and then some.’

“Stores which have adopted firmness in han-
dling their charge account transactions do not
experience difficulty in collecting. Their plan
is simple, consisting of two points: First, the
account is opened on definite terms; second, the
account js collected on these definite. terms.
The second point necessitates a careful follow-
up by correspondence until the account is paid.

Managers, as well as customers, neglect credit
terms. Although a majority of stores extend
credit on a thirty-day basis, very few firms hold
strictly to this term. In response to the ques-
tion, ‘When do vou consider an account over-
due,” sixty-one firms answered as follows:

“In cities of more than 50,000, twelve con-
sidered an account overdue in thirty days, twelve
in sixty days and six in ninety days. In towns
under 10,000, twelve considered an account
overdue in thirty days, nine in sixty days and
five in ninety days, and five allowed it to run
more than ninety days.

“Merchants thus are seen to be keeping two
sets of credit terms. First, the terms which
they hope the customers will respect; second,
the terms which they expect the customer to
respect. In the last few years a great many
credit managers have adopted a policy of firm-
ness in collecting accounts according to the
terms of the contract. They consider a debt
owed them for merchandise the same as they
do a promissory note. If it is not paid when
the terms say it should, they proceed to collect
it on the principle that firmness never ruined
a business. This does not mean that courtesy
and tact are disregarded.”

JOHN CHARLES THOMAS IN FILMS

Well-known Singer and Vocalion Record Artist
Featured in “Under the Red Robe”

John Charles Thomas, well-known operatic
star and exclusive Vocalion Red Record artist,
has now stepped out officially as a star of the
films, being one of the featured players jn the
cast of the elaborate motion picture, “Under the
Red Robe,” which is now enjoying a successful
run at the Cosmopolitan Theatre, New York.
On the opening night of the show Mr. Thomas
appeared in person and sang several numbers
for the edification of the audience.

TAMPA CONCERN CHANGES HANDS

Tampa, Fra, December 3.—Stanley Price and
Miss Edith Price, his sister, have purchased the
Victor department of Maas Bros. here and are
already actively promoting the business. Mr.
Price and Miss Edith have been with their
brother, M. L. Price, of the M. L. Price Music
Co. Both are well known in music circles, Miss
Price being the vocalist of the local Kiwanis
Club and an honorary member.

OKEH DEALERS HAVE UNIQUE STORE

Meinhart & Koehler, exclusive Okeh dealers
in Passaic, N. J., have an unusual establishment,
as it consists of a combination of a music shop
and a United Cigar Store agency, On one side
of the shop the dealers devote space exclusively
to the music business, carrying at all times a
complete and extensive stock of Okeh and
Odeon records. The windows are always taste-
fully arranged, displaying the latest releases.

COLUMBIA DEALER IMPROVES STORE

The accompanying illustration, showing the
store of the New Furniture Co., Eagle Pass,
Texas, Columbia dealer, is typical of the type
of rectail establishment that is rapidly replacing

3

New Type of Store in Eagle Pass, Tex.
the old-time false front frame buildings in the
small Western towns. Mr. Flores, manager of
this establishment, is responsible for the suc-
cess of the Columbia department, as this store
with a wecll-equipped phonograph department,
including three hearing rooms, is closing a very
satisfactory business.

The Scott-Kelly Furniture Co., of Memphis,
Tenn., which handles talking machines, recently
moved to 92 North Adamns street.

MOTORS

Ready for Delivery
Double Springs; play two 10-inch Rec-
ords; suitable for Portable Phonographs.
Sample, $3.75. Larger motor playing two
to three 12-inch Records; suitable for
Phonograph selling for $100. Sample, $5.75.

MERMOD & CO., 16 East23dst.

N. Y.
Telephone Ashland 7395
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Greetings

\ To our many patrons and friends
in the Victor business, and, to the

vast legion of co-workers who |
constitute the musical industry

of America, we extend our best >
wishes for a very

MERRY CHRISTMAS

AND A

HAPPY NEW YEAR

7/ \

k . Musieal Instrument ;
AT Sales Co.

Al Yector VWhotedcelers g
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)
TELEPHONE 9400 LONGACRE
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VICTOR KIDDIE RECORD ENVELOPES

Standard T. M. Co., Victor Jobber, Introduces
Timely Selling Help—Four Special Victor
Records Featured in Envelope Series

PrrrssurGH, PA., December 5—The Standard
Talking Machine Co., of this city, Victor whole-
saler, is receiving large-sized orders from Victor
dealers everywhere for the Kiddie record en-
velopes which it recently introduced. This
series of record envelopes is proving a signal
success and Joseph Roush, president, and Wal-
lace H. Russcll, manager of the company, have
received many letters of enthusiastic commenda-
tion froin Victor retailers.

These envelopes were designed to help the
dealers sell Victor records and apparently they
are fulfilling this purpose admirably. There are
four envelopes in the scries, featuring the fol-
lowing Victor records: No. 16863, Mother
Goose Songs (1) Moo Cow Moo (2) His New
Brother; 16955, Morning in Noalh’s Ark and
Mr. Rooster; 17104 (1) London Bridge (2)
Here We Go Round the¢ Mulberry Bush and
Round and Round the Vilage; 18599, Wynken,
Blynken and Nod and The Sugar Plum Trce.
Each envelope in the scries is attractively litho-
graphed in bright colors to catch the attention
of the kiddies and their parents, and it is sug-
gested that Victor dealcrs sell the records in
sets of four or singly. The envelopes are de-
cidedly original in design and represent a timely
selling help for the Victor dealer.

AGGRESSIVE COLUMBIA DEALER

Music Shop, of Niagara Falls, Features Demon-
stration Record—Sales Totals Very Large

The Music Shop, of Niagara Falls, N. Y,
exclusive Columbia dealer, has been flooding
its section of the country with the Columbia
New Process demonstration records. Two large
records measuring fifteen feet in diameter were
fastened to the sides of a large truck and painted
signs advised the public that Columbia New
Process records were on sale at the Music
Shop. J. A. Goldstein, owner of the store, states
that he has placed at least one Columbia New
Process record in 80 per cent of the phonograph
owners’ homes within four weeks and this is
particularly interesting in view of the fact that
there are 25,000 homes in Niagara Falls and
vicinity. Mr. Goldstein has again entered the
field as a songwriter with a new number.

. strument was found to be playable.

Dealers’ Repairs
FINEST SHOP IN THE CITY

Facilities for the repair of every
make of sound box and motor

Special attention to out of town
trade sent to us by mail

IDEAL REPAIR SERVICE

284 East Houston St. New York City

CLINE-VICK CAPITALIZES FIRE

Durability of the Victor Demonstrated by Fire-
charred Instrument Taken From the Ruins of
Marion, Ill., Branch of the Company

MarioN, ILL., December 2.—A fire-charred ruin
of a Victrola taken from the local store of the
Cline-Vick Stores after a fire had destroyed the
establishment, resulting in a loss of about
$65,000, instead of being relegated to the scrap
heap, has been turned into an advertising instru-
ment of exceptional force. In short, although
the machine cabinet was badly burned the in-

VICTOR 4
UPREM ACY

Victors That Survive the Fire
Fay Luys-
ter, the live manager of the talking machine
department of this concern, which operates a
number of stores in this part of the State, took
advantage of the opportunity to show how well
the Victrola stands up under punishment by
placing the damaged machine in front of the
store and playing the latest recordings on it.
Naturally this unusual display excited a great
deal of attention and even the local newspaper
devoted space to a description of the exhibit.

POOLEY LINE WITH MARCELLUS ROPER

WoRCESTER, Mass., December 4.—The Marcellus
Roper Co., of this city, well-known piano and
phonograph dealer, recently made arrangements
whereby it will handle Pooley phonographs.
The store closed this deal with the W. B. Glynn
Distributing Co., Saxtons River, Vt., Pooley
distributor in New England. Plans are being
made to display a complete line of Pooley
phonographs and the prestige of the Marcellus
Record Co., in this city, will undoubtedly be
a factor in developing Pooley distribution.

JOSEPH LANDAY PASSES AWAY

Joseph Landay passed away at his late resi-
dence in New York on Thursday, November 15,
in his seventy-first year. The Landay brothers
and the firm of Landay Bros., Inc., wish to
express their gratitude for the many letters of
sympathy received from members of the music
trades.

T. H. WOLLEY TAKES PARTNER

W. H. More Now Interested in Business of Live
Meriden, Conn., Dealer—Store Enlarged and
Improved—Enjoy Growing Trade

MeriDEN, ConN., December 8—Thomas H. Wol-
ley, who has conducted a very successful busi-
ness in this city for the past five years, has
taken W. H. More as a partner in the business.
Mr. More has had wide experience in the talk-
ing machine business, having been manager of
the Hartford, Conn., establishment of Widner’s.
During the two years prior to his present con-
nection Mr. More was traveling representative
for the Columbia Phonograph Co.’s New York
branch.

The establishment of this live dealer has re-
cently been enlarged and considerably improved
by the addition of much new equipment, such
as record demonstration booths, record racks
and service counters. A feature of the store is
the installation of two spacious and attractive
display windows.

The partnership of these two live members
of the trade already has been instrumental in
increasing business, which bids fair to make
steady forward strides during the Winter
months. The lines handled include Columbia,
Brunswick and Pooley phonographs.

NUMERICAL RED SEAL CATALOG

C. C. Mellor Co. Issues Timely Numerical Cata-
log—Victor Dealers Use Book to Advantage

PrrrssurGH, PA., December 4.—Thomas T.
Evans, manager of the wholesale Victor depart-
ment of the C. C. Mellor Co., of this city, has
been congratulated upon his initiative in pre-
paring for the use of Victor dealers a numerical
list of Victor double-faced Red Seal records.
Within a few weeks after this book was com-
pleted Mr. Evans had received orders for more
than 10,000 copies and requests for additional
copies are being received daily. The book, in
addition to containing a numerical list of
double-faced Red Seal records, also contains
present listings of the remaining single-faced
Red Seal records. Its practical value was
quickly appreciated by the dealers, who are
using it to splendid advantage.

STYLUS BARS
Stylus Bar & Mtg.Co.

Clague Rd.

North Olmsted . . .
P. 0., ROCKY RIVER, O.

OHIO
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BANNER 50¢ RECORDS

BANNER has brought success
to hundreds of merchants be-
cause it gives their customers
full 75¢ of record value for SOc.

In the quality of materials and
recording, BANNER is equal
to the best 75¢ product made.

From the point of quick re-
lease of hits, BANNER has a
record for making big release
scoops that stands head and
shoulders above all competition.

Always—the basic idea back
of the BANNER RECORD is
to give a product of the highest
quality at a popular price.

Plaza Music Co. 18 W.20t St. New York NY.
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We Merely Point
to Fact!

In 1921, two million S0c rec-
ords were sold. In 1922, twelve
millions were sold. In 1923,
twenty-five million 50c records

will be sold.

" Do you see the certainty of a

tremendous increase in 1924-
1925—and after? Do you see
the enormous sales that deal-
ers in 50c records are making
continuously?

90% of your profits come from
the sale of popular selec-
tions and it is in this field that
BANNER has attained phe-
nomenal growth, chiefly be-
cause it satisfies the demand
of thousands of record users
for a good quality record and
a S0c price.

The BANNER proposition
will interest you!

Write us!
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JOBBERS

Desirable territory is open for financially strong established jobbers
to represent the

POOLEY PHONOGRAPH

proven out by experience to be a high quality desirable product, in
a class of its own; our files and present jobbers will verify the state-
ment that the Pooley Phonograph has been a sales success wherever
1t has been introduced.

POOLEY FURNITURE CO,, Inc.,

16th St. and Indiana Ave., Philadelphia, Pa.

Washington Victor Jobbers and Dealers Meet

Interesting Talks by F. K. Dolbeer, Sales Manager of the Victor Co., and Emil Berliner Feature
Dinner-meeting Arranged by Victor Wholesalers With Victor Dealers as Guests

WasHINGTON, D. C., December 4—The various
Victor distributors of this city tendered a dinner
to local Victor dealers at the Raleigh Hotel
on the evening of November 19 at which Frank
K. Dolbeer, sales manager of the Victor Talk-
ing Machine Co., and Emil Berliner, pioneer in
the talking machine record field, were guests
of honor and principal speakers. During the
course of the dinner vocal selections were ren-
dered by Edward Chick. More than 100 people
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a cheaper article. He also outlined the great
care and detail required in the manufacture of
a product in which quality was the chief con-
sideration and traced the history of a Victrola
and a record from the securing of the raw
product in the heart of Africa and India down
to the assembling of the machine and the press-
ing of the record. In closing Mr. Dolbeer
described to the dealers the organization of the
Victor Talking Machine Co., c13551fy1ng the va-
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Victor Dealers Guests of Washington Wholesalers

were present and listened to Mr. Berliner’s in-
teresting address on “The development of the
phonograph record, its early history and the
progress made up to the present time.” His
message was most enthusiastically received.
Following Mr. Berliner’s address, Mr. Dol-
beer spoke, dwelling principally upon the qual-
ity product manufactured by the Victor Co.
He emphasized the point that the company was
always ready to increase its expenditure in
order to improve the quality of its product
rather than make a larger margin of profit and

rious departments and naming their heads,
showing how all came under the direct control
of Eldridge R. Johnson, president. The ap-
plause following Mr. Dolbeer’s address was tre-
mendous and showed the thorough appreciation
by the guests of the speaker and his message.
At the conclusion of Mr. Dolbeer’s address
the tmeeting was adjourned to a larger room,
and, to the accompaniment of one of Washing-
ton’s leading dance orchestras, dancing contin-
ued until the small hours of the morning. The
Victor distributors of Washington thanked the

.......

210-212 EAST 113th STREET

THE SEASON’S DEMAND

THE SPECIALTY PHONOGRAPH AND ACCESSORIES CO.
Manufacturers “Specialty Brand” Products

THE CHAMPION
PHONOGRAFPH
Machine No. 10

Sample to Dealers $6.75—\Vrite for
prices in quantities

This artistic table machine is just the

thing you want for the holiday trade.

Being carefully made, with a réliable

motor, 10-inch turntable and throw
back tone arm and sound box.
Place your order now. ||

NEW YORK, N. Y.

Victor Co. for the conftesy extended in nraking
their meeting a success through the presence
of Mr. Dolbeer. The latter, by the way, spent
the following day, Friday, visiting the trade in
Washington, in calling at the warerooms of
every local Victor dealer.

In addition to the aforementioned guests of
honor was William T. Davis, traveling repre-
sentative of the Victor Co. in this district.

The distributors were represented as follows:

From Cohen & Hughes, Inc.: I. Son Cohen,
president; William Biel, secretary and treasurer;
E. J. Totten, general sales manager; Leslie
Lore, sales manager; H. B. Thomas, the Misses
F. L. Goldstein, Adele Zuberano, Billie Zuber-
ano, N. O’Connor and Mrs. Grace Hadaway.

From E. F. Droop & Sons Co.: C. A. Droop,
president; E. H. Droop, secretary; Samuel Fay
Harper, treasurer; W. R. Lyman, Arthur A.
FPrandt, C. J. Dietz, W. S. Jackson, Seymour
Whitney, C. L. Howser, F. X. Boucher, Charles

Hoge, A. B. Mudd, R. L. Perryman, M. G.
Dorn, Irving Plant, J. F. Saunders, W. T.
Glover, Chas. Woodward, Robert Lyman, the

Misses Mildred Miller, A. Wollberg and Ger-
trude Day.

From Rogers & Fischer: R. C. Rogers, John
Fischer, T. H. Freck, the Misses N. E. Hopton
and E. S. Marshall.

Among the dealers present were the followilng
finns with their representatives:

0. J. DeMoll & Co.: O. J. DeMoll, proprietor;
Howard Green, R. A. Graver, H. P. Jones.

Ansell, Bishop & Turner, Inc.: Charles Jacob,
C. J. Turner, S. Howard Bishop, proprietors;
I. L. Goodson, Mrs. Margaret Ferris, Miss

Grace Sparshott, Mrs. L. A. Lipscomb. Mt.
Pleasant Talking Machine Shop: F. S. Harris,

prietor; John Abendschein, talking machine
Louis, Jos. Goldenberg, proprietors; M. J.
Money. The Hecht Co.: H. H. Levi, general

manager; C. P. Rouse, talking machine manager;
C. B. Dulcan, Chas. Hutchinson, M. S. Reamey.
Homer L. Kitt Piano Co.: Homer L. Kitt, pro-
prietor; John Abendschein, talking machine
manager; Francis X. Regan. F. O. Sexton Co.:
F. O. Sexton, proprietor. Hugo Worch: Hugo
Worch, proprietor; F. 'G. Grimes. Arthur Jor-
dan Piano Co.: Frank Kimmel, manager; Thos.
Kavanaugh, talking machine manager; Mrs. M.
Skinner. Van Wickle Piano Co.: C. Morrell,
manager; Mrs. C. A. Cannon. S. Gordon Music
Co.: The Misses Rebecca and Florence Gordon.
K. C..Sexton Co.: J. F. Sexton, proprietor; the
Misses Marie C. Sexton and Corinne Fowler.
Woodward & Lothrop; R. H. Keller, talking
inachine manager; H. E. Eney. \Wm. Mushake:
Win. Mushake, proprietor; Mrs. Wimn. Mushake,
Mrs. Emma Padgett. S. Kann Sons Co.: J. Mac-
Farquhar, talking machine manager; H. E.
Hochberg, H. A. Chick, Miss Beatrice Knott.

F. E. Hamer has opened a music store in
Fond du Lac, Wis. Phonographs are handled.
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Greetings

We are approaching Christmas and the dawn of
another year. If 1923 has been a disappointment

.in some ways, in more ways it has given us all much

to be thankful for.

Our Greetings express sincere thankfulness and
appreciation to the many friends who have enabled
us to approach the new year full of optimism and
confidence. We believe 1924 will reward us all in
the proportion that we are willing to serve.

To all our friends we extend the heartiest greet-
ings for a Merry Christmas and a healthy, happy
and prosperous New Year.

o
ek

Vit on

Tarking MacHINE Co.
28-30 W, 2382 ST. New York NY.

VICTOR WHOLESALE DISTRIBUTORS
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More Record Profits for Victor Dealers

T hese Beautiful Envelopes Lithographed
In Bright Colors .

P
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GAMES TO MUsIc

| frKIDDIES' | ~
\ . MVICTOR CHILDRENS RECORDS
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SE SONGS
OR RECORDS

wtv 000 OO0

16883 16955

Are Selling These Records

17104 18599

FUN

FOR
THE

PLAY THESE
Victor REcorps

FOR CHILDREN

A BIG DOUBLE-SIDED
RECORD - - ONLY

Mailed to Any Address

A GIF

KIDDIES

ON THE VICTROLA

7 5c.

OF WHOLESOME
ENTERTAINMENT

This Card
and an attractive
window sell

Kiddie Records
like Hot Cakes

Prices — Envelopes, $4 per
100, from your jobber or
from us (in sets of 4 only).
Complete set including
records makes a wonderful
Christmas Gift, retailing
for $3.00.

STANDARD TALKING

MACHINE COMPANY

Exclusive Victor Wholesalers
PITTSBURGH, PA.

SONORA JOBBERS VISIT NEW YORK

Western and Eastern Jobbers Hold Informal
Meetings—Discuss Plans for Coming Year

The executive offices of the Sonora Phono-
graph Co., New York, almost resembled a con-
vention gathering last week, when quite a num-
ber of Sonora jobbers decided to visit the home
office at approximately the same time. With
the first arrival of the Sonora wholesalers it
soon became evident that there would be an
opportunity for a get-together informal confer-
ence and C. W. Keith, president of the Sonora
Jobbers’ Association, took advantage of the
opportunity to suggest that the Eastern job-
bers visit New York in honor of the arrival of
their Western associates. At these informal
meetings Interesting discussions were held rela-
tive to plans for the coming year, and the prin-
cipal object of the Western jobbers’ call at the
executive: offices was to insure sufficient prod-
uct for 1924,

Among the Western Sonora jobbers who at-
tended this informal gathering were F. R.
Travers, Magnavox Co., San Francisco, Cal;
Fred E. Yahr, Yahr & Lange Drug Co., Mil-
waukee, Wis.; R. H. Rodway, Sonora Phono-
graph Co. of Illinois, Chicago, Ill.; J. T. Pringle
and J. L. DuBreuil, Sonora Phonograph-Ohio
Co., Cleveland, O.; M. R. Miller, Sonora Dis-
tributing Co. of Pittsburgh, Pittsburgh, Pa. The
Eastern jobbers in attendance were Maurice
lL.anday, Greater City Phonograph Co., New
York, N. Y.; R. H. and C. W. Keith, Long
Island ‘Phonograph Co., Brooklyn, N. Y.; C. T.
Malcolm, Gibson-Snow Co., Syracuse, N. Y.;
E. S. White, Sonora Co. of Philadelphia, Phila-
delphia, Pa., and Joseph H. Burke, Sonora
Phonograph Co. of New England, Boston,
Mass.

VICTOR PRE-HOLIDAY PUBLICITY

"Advertising in Leading Newspapers of Country
Greatest Full-page Campaign Ever Under-
taken by Any Talking Machine Company

The newspaper advertising which is being in-
serted by the Victor Talking Machine Co.
during the early part of December, as a fore-
runner of the holiday season; is said to be the
greatest full-page newspaper campaign ever un-
dertaken by any company in any field at any
time. This special campaign consists of three
full pages run at intervals of about a week, the
first page being devoted to Red Seal artists, the
second page to the popular Victor artists and
the third page to Victor Red Seal artists. These
pages are being run in every newspaper of im-
portance in practically every city throughout
the entire United States.

This great advertising campaign has been in-
serted in addition to the extensive newspaper
camipaign which is being continually carried on
by the Victor Co. in connection with the weekly
1clease of new records, etc.

SPECHT HOST TO COLUMBIA OFFICIALS

Paul Specht, exclusive Columbia artist and
prominent orchestra director, now playing at
the Alamac Hotel, New York City, gave a
Thagksgiving dinner at the hotel in honor of
the officials of the Columbia Phonograph Co.
Ingenious cakes made in the form of phono-
graph records, on which the Columbia labels
were exactly reproduced, surrounded a huge
candy phonograph in the center of the table.
The favors were hand painted and unique in
design. The officials of the Columbia Co. pres-
ent included H. L. Willson, president and gen-
eral manager; George W. Hopkins, vice-presi-
dent and general sales manager; R. F. Bolton,
manager of the recording laboratories; O. F.
Benz, record sales manager; L. L. Leverich, ad-
vertising manager; John Brown, assistant man-
ager, recording laboratories; Frank \Walker and
F. James.
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Music Store Is the Sales Center for Radio

Frank Dorian Gives Some Logical Reasons Why Talking Machine
Retailers Are Ideally Fitted for Handling and Exploiting Radio

[Editor's Note.—~Frank Dorian, manager of the General
Radio Corp., Plittsburgh, Pa., the writer of this article, has
been identified with the talking machine industry since its
very earliest days. He possesses a thorough knowledge of
the merchandising problems of the industry, hence his
views on how radio should be handled in the talking ma-
chine field are of especial importance to our readers.]

Talks with music dealers and items in The
Talking Machine World and other trade publi-
cations clearly show that the idea is gradually
permeating the industry that the sale of radio
appliances naturally and properly belongs in
the hands of the music dealer. That the
thought has not made more rapid progress or
achieved a wider practical application may be
due to lack of specific information among mu-
sic dealers as to how easily radio may be com-
bined with other lines of musical merchandise.

Lest there be some “doubting Thomas” ready
to grin derisively at the inclusion of radio
among ‘“other lines of musica] merchandise”
let it be stated, right at the start, that the
phrase is used deliberately, intentionally *“and
with malice aforethought.”” Radio, as we know
it to-day, is a new method of spreading a
knowledge and appreciation of music or of
catering to that knowledge and appreciation.

\Vhat has given radio its present popularity?
Broadcasting.  Broadcasting what?  Music,
first and foremost. , Music is universal and im-
mortal. It speaks all languages—it lives though
men may die. The media by which it is pro-
duced or reproduced may change, but they
change slowly. The present-day piano is the
logical development of the harpsichord and the
spinet of our forefathers; modern wind instru-
ments are natural evolutions from the crude
trumpets of the ancients.

It has taken forty years to develop the pho-
nograph from Edison’s tin-foil creation to the
superb musical instrument of to-day; and
twenty years elapsed after Edison startled the
world with an instrument to record and repro-
duce sound before the talking machine became
an article of popular merchandise or was rec-
ognized as a logical part of the stock in trade
of the musical instrument dealer. The greatest
developments in the phonograph, musically and
mechanically, have taken place since it became
an accepted part of the musical instrument
trade.

Those of us who had a share in popularizing
the phonograph can never forget the difficul-
ties faced and overcome in persuading the mu-
sical merchandise dealer to handle this amaz-

ing novelty. The early instruments were crude,

the records were fragile and imperfect, prices
were so high that only the rich could afford
to buy, and the attitude of the retailer was one
of skepticism—a fear that the demand was only
a passing fad that would soon subside and
leave the dealer with an unsalable stock on his
hands. It was only when the sale of phono-
graphs reached a volume that seemed to
threaten serious inroads on the sale of “parlor
organs” and pianos that the great body of mu-
sic dealers realized the talking machine was
here to stay and it behooved them to get on
the band wagon while there was yet room.
Talking Machines and Radio Allies

It is not uncominon to-day to hear talking
machine dealers blame the sale of radio sets
for whatever decrease in the sale of phono-
graphs they have experienced. Those of us
who have becn fortunate enough to read the
hand-writing on the wall and assist in bringing
these two important members of the musical
family into one household have no fears of the
future. There will continue to be an enormous
demand for phonographs and records as long
as any of us now in the trade may live, and
probably for generations longer. Radio, too,
is here to stay. It is a lusty youth, but it is
only a youth. The imerchant who adds radio
to his line now not only may share in its profit-
able growth, but may look forward to long
years of increasing sales and profits.

The music dealer should handle radio, not
only because it belongs in the field of music,
but because he is the best equipped merchant
to market the goods. The whole tendency in
the radio field is toward the complete receiving
set. There will always be amateurs who will
build their own sets, but the great market for
radio goods is among the same class of people
who are buying pianos, phonographs and simi-
lar goods. Every home is a prospect for radio.
The average man and woman, who knows little
or nothing of electrical and mechanical details,
wants a radio set that needs no more attention
than fastening the ends of wires in binding
posts, turning a knob and getting results—

something that can bc placed on a table in
living room or library wit s
plicated and unsightly wirc
the leading manufacturers
desire and supplied it.

The electrical dealer is the largest seller of
radio goods to-day only because the public has
learned to look to him for what they want in
that line. He does not go out after businc
He does not know how. He displays the good:
in his windows and waits for customers to
come inside. The music dealer, with his ex-
perience in soliciting orders for pianos, phono
graphs and other musical instruments, not only
comes into daily contact with the very peoplc
who are prospects for radio receiving sets, but
he knows how to reach them most readily and
effectively. 'Put radio receiving sets in your
store, and every time you send out a list of
records or player rolls, enclose a leaflet about
radio. Use the same methods as in selling
other musical instruments and you will sell
more receiving sets in a month than the aver-
age electrical dealer can sell in three months.
Those who use canvassers or send out sales-
men should let them carry along a complete
radio receiving set—(one to operate from dry
batteries and using a plug to screw into an
electric lamp socket in place of an outside
antenna wire)—and demonstrate in the homes
of prospects. Very few of those demonstrating
outfits will ever cofne back with the salesinan—
he will sell them on the spot.

Now let us consider some of the objections
most frequently raised by music dealers, and
see how little basis they have.

nd dc
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“Radio is an electrical device and has no
place in a music store.”

Interesting, if true, but happily not quite true.
Had the use of radio as a ‘“wireless telegraph”
remained its principal use, little would be heard
of it to-day outside of technical circles. When
it was applied to telephony and the broadcast-
ing of music became general, it automatically
passed from the electrical field into the domain
of music. Electricity is merely the motive
power by which radio waves are set in motion.
True, there are wires, rheostats, condensers and
other electrical parts used in the construction

(Continued on page 52)

THE OLD AND THE NEW

It is with a feeling of sincere appreciation for the 1923 patronage
of our dealers that we extend to them our hearty wishes for a
Joyous Yuletide and a New Year of Prosperity and Happiness.

The coming year promises to be the greatest VICTOR year in
history, and you will find us ready and willing to help you make

it your banner year.

ELMIRA ARMS CO,

VICTOR
WHOLESALERS

ELMIRA, N. Y.
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The NEW

1s superior

Hearing

Columbia

is believing

Never was there a more precise
motor. With the accuracy of a watch the
New Columbia Motor delivers an even and
measured flow of power which makes the
rhythm, tempo and tone of each record per-

fect.

COLUMBIA PHONOGRAPH COMPANY

New York
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MUSIC STORE RADIO SALES CENTER

(Continued from page 51)

of radio receiving sets. But the use of springs,
gears, pinions, ratchets, pawls and other clock
parts in the motive power of phonographs does
not make the talking machine a clock; the use
of pneumatics in player-pianos does not make
them wind instruments; and the use of elec-
trical parts in a radio set does not make it an
electrical device. In its common use to-day,
it is an instrument for the reception and re-
production of music, in which electricity is
merely the motive power. Because of its con-
struction, its early marketing through electrical
dealers was a natural first step. Early forms of
receiving sets were largely home-built by ama-
teurs and experimentalists; the parts used were
mostly common forms of electrical devices
adapted to a new use, and the adjustment and
operation of the completed device was so diffi-
cult that only a clever and painstaking elec-
trical “fan” could successfully operate it. But
that is all a thing of the past. The develop-
ment of the vacuum tube not only gave a fresh
impetus to radio popularity, but made it pos-
sible to construct receiving sets that the average
man can easily set up and a child can operate.
“I will have to put in a stock of elec-
trical parts and keep a service man to sel
up instruments and make adjustinents.”

Another imaginary difficulty. Stock complete
sets—sell complete sets. Select the product of
reputable makers only—there is a wide range of
I 7t W Tt P 4 r
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Greefings

The Bristol & Barber Co., Inc., OKete. Distributor,
esteems 1t a privilege and pleasure to extend Christ-
mas and New Year Greetings to OKe Dealers. The
past vear has been a phenomenal one for (OKeh
Records, but 1924 promises to even outdistance the
vear now closing in sales volume and prestige.

choice—and confine your sales to complete sets.
Component parts are bought principally by ama-
teurs who want to build their own sets, and the
electrical dealer is the best source of supply
for that material. The modern vacuum tube
set is made in many forms at prices ranging
from $30 to $730, but most of them are so
completely self-contained that any intelligent
man who can read plain instructions’and follow
a simple diagram can set them up and operate
them readily. There are, however, a few desir-
able accessories in frequent demand, such as
vacuum tubes, loud speakers, phonograph at-
tachments (for connecting the radio set to the
tone-arm of talking machincs and using the lat-
ter as the radio loud speaker), etc. Tlie sale
of these accessories is optional, but they are
easy to handle and their sale is profitable.
“The changes in radio sets are so rapid
that what is salable to-day is out of date
to-morrow, and the dealer mav lose his
investment on obsolete models.”

That was partly true two years ago; it is not
true to-day. Radio has reached a stage in its
development where fundamentals, at least, are
standardized. Refinements and improvements
will continue, of course; but there is no danger
of loss because of sudden or radical changes in
product. The leading manufacturers of repu-
table lines (and you should not handle any
other) have generally followed the policy of re-
lieving their dealers of discontinued models or
adjusting prices on stock in dealers’ hands in
such a way that the dealer may dispose of the

For this expression of loyalty and confi-
dence we are appreciative and thankful

BRISTOL & BARBER CO., Inc.

3 EAST 14th STREET, NEW YORK

radio merchandise he has on hand at a profit.
“How much will I have to invest in an
mitial stock?”

The initial investment may be small or large,
as you prefer. You may buy a single set at a
net cost of from $33 to $235, according to type,
use it for demonstrating, and order additional
sets as you take orders from your customers.
That is not recommended, but it can be done.
The objection to it is that in the busy season,
as in other lines, the demand exceeds the sup-
ply and jobbers cannot always deliver as fast
as you can sell. If you want to feel your way
into the radio business and play safe, put in
from three to six sets of different styles and
prices to give your customers some latitude
of choice, at a net cost of from $150 to $2,500,
according to type and quantity. Any radio
jobber will gladly give you information as to
which types of sets are most in demand and
may be stocked with the greatest certainty of
quick sale.

But whether you get into radio on a large
scale or small, get in—and GET IN NOW! It
belongs to you. It is growing far more rapidly
than those outside its ranks can realize.

Will the music trade sit back and watch this
growth in other and less competent hands, only
to sigh and shake its head and say, a few years
hence: “I could have had that child in my
family a few years ago, but I was afraid it
would cost too much to raise it?” Or will it
take the child into the family where it belongs,
help to develop it, and share the profits while
it is developing, as well as the larger, richer
profits which will come with maturity?

OKEH ARTIST VISITS NEW YORK

Fiddlin’ John Carson, champion fiddler of
Georgia, who records exclusively for the Okeh
library, spent a week in New York this week,
making some new Okeh recordings. This was
Fiddlin’ John’s first visit to the metropolis and,
according to his comment, there were several
things that did not meet with his approval
There was too much city and not enough “coun-
try”’ to suit his taste and he was glad to return
to the sunny South. This popular backwoods
virtuoso has played his violin in thirty-two
States of the Union in addition to radio broad-
casting. His first Okeh records have been very
successful, particularly in the South, and Okeh
dealers have evinced keen interest in his new
recordings.

J. M. HOUGH OPENS NEW STORE

FrackviLLE, PA., December 7—A new music
store has been opened at 46 South Lehigh ave-
nue by John M. Hough, of Shenandoah. Mr.
Hough is well known in this section, having
been engaged in the piano business at the latter
place for many vears. Adam Balliet, of Yates-
ville, will act as manager of the new store,
which will carry a full line. The establishment
has been fitted with modern fixtures and pre-
sents a pleasing appearance.
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T%TAY all our friends
¥ tune up to the
proper wave length
and listen 1n on this
brief program.

We extend lhe season’s greel-
~ings to you and wish for you
a most prosperous New Year.
Signing off—

C. BRUNO & SON, Inc.

Victor Wholesalers to the Dealer Only.

351-353 4th Ave. New York, N. Y.



54

THE TALKING MACHINE WORLD

Decemeer 15, 1923

New Selling Plans S_timulqte Odeon Business

Album Sets and Famous Masterpieces Assist Odeon Dealers in Developing Business—How General
Phonograph Corp. Co-operates With Trade—Interesting Interview With Otto Heineman

At the conclusion of one of the most success-
ful years in its history the General Phonograph
Corp.,, New York, has been receiving many
enthusiastic expressions of commendation from
Okeh and Odeon jobbers thiroughout the coun-
try. The past twelve months have been note-
worthy for the tremendous strides made by this
company’s record division, but the most grati-
fying feature of the year’s activities has been
the tremendous popularity and demand for
Odeon records.

Otto Heineman, president and founder of the
General Phonograph Corp., is directly respon-
sible for the introduction and development of
the Odeon record library in this country. A
keen student of records and rccording, based on
an experience and knowledge of twenty years,
Mr. Heineman realized a number of years ago
that there was an unlimited market for Odeon
records in this country, provided they were
mecrchandised properly and presented to the
dealers in a measure commensurate with their
musical value. While in Europe in 1920 Mr.
Heineman completed arrangements with the In-
ternational Talking Machine Co., whereby the
General Phonograph Corp. was given the ex-
clusive right to import the matrices of record-
ings by world-famous operatic stars, interna-
tionally known musica! organizations and thc
foremost musical celebrities of practically every
country in Europe. Records from these ma-
trices are pressed in thc Okelh factories and
released under the Odcon label, each month a
new list being issued.

In a chat with The World Mr. Heineman
gave some interesting facts regarding the
Odeon library, stating, in part, as follows: “In
the past only those people who traveled in
Europe were privileged to hcar, European or-
chestras at their best, for it has long been
conceded that famous musicians from Europe
lacked the divine inspiration of their art when
away from their own countries. Although they
are frequently heard in this country their per-
formances do not possess the high degrec of
artistry that characterizes their playing in their
home lands.

“Realizing that records made in the United
States by visiting orchestras would be of sec-
ondary musical value to the rccords made by
these same musicians in their own natural en-
vironmeént, we arrangcd sevcral years ago to
bring into this country matrices of Odeon rec-
ords, recorded in Europe and pressed hcre
under the Odeon label. In Europe Odcon rcc-
ords stand for thc highest type of music obtain-
able and the selcction of orchestras for record-
ing on these records is a matter of the greatest
care. Only artists of exceptional musical abil-
ity and reputation are chosen and rccording ex-
pcditions travel periodically into all of the Eu-

ropean countries, making recordings of cele-
brated orchestras in their native lands.

“Our policy of importing recordings by Eu-
ropean artists has met with widespread com-
mendation on the part of the trade, music
lovers and music critics in this country. There
is available an exceptional library of European
music, including recordings of famous master-
pieces never before reproduced here. Popular
continental selections as well as classics by the
world’s greatest composers are played by the
most noted orchestras of Europe for the Odeon
library and recordings of complete symphonic

Otto Heineman
works werc introduced for the first time on
Odeon rccords in Europe. Travelers brought
thcse sets of rccords back to the United Statcs
and we realized immediately that there were
wonderful sales possibilities in this plan of
recording and mcrchandising.

“During the past ycar wc have placed on the
market several albums containing complete fa-
mous compositions. The first set featured three
twelve-inch Odeon records containing complete
recordings of Schubert’s Unfinished Symphony
(the Symphony in B Minor). Music lovers all
over the country were delighted to obtain com-
plcte recordings of this famous masterpiece,
and the orders received from our jobbers and
dealers were far beyond all expectations. En-
couraged by the enthusiastic reception accorded
this collection we then issued another album of
three records, containing the complete record-
ings of the ovecrtures to ‘Der Freischutz’ and
‘Oberon,’ the two most famous operas by the
pioneer composer of romantic music, Carl Maria

von Weber. In order to sccure the very best
interpretation of these masterpieces the Odeon
organization arranged for the services of Edu-
ard Moerike and His Orchestra of the German
Opera House, Berlin.  This eminent director is
well known in this counfry, having visited
America last year as associate conductor of the
Wagnerian Opera Co. and attaining such a
marked degree of succcss that he is now on his
second tour of the country with the same or-
ganization. This new album of records has also
met with a hearty welcome from the trade, and
our policy now includes the issuance of albums
of rare records at stated intervals.

“In the field of light classical music the
Odeon Co. succeeded in securing two of the
most celebrated orchestras of Berlin as exclu-
sive artists. The names of Marek Weber and
Dajos Bela are now known to the phonograph
dealers of this country and to many thousands
of music lovers. Among other famous artists
who made their first recordings on Odeon rec-
ords are Alfred Pitcaver, Richard Tauber,
Maria Jeritza, Barbara Kemp, Giacomo Lauri-
Volpi, Maria Ivogun, Elisabeth Rethberg and
many othcrs. We have released so far about
5,000 selections from the iminense repertoires
of the Carl Lindstrom Co. and over 50,000 re-
cordings are at our disposal, to be issued by
this company under the Odeon label.”

A. J. HAND OPENS NEW STORE

Litrie Farrs, MINN, December 5—A. J. Hand
has leased the store in the First National Bank
Building, this city, formerly occupied by the
Folsom Music Co., and on December 1 will
open a new music store. Mr. Folsom has closed
out his stock here and will concentrate in the
future on his store in Brainerd. Mr. Hand will
carry a complete stock of pianos, talking ma-
chines and records, sheet music and musical
merchandise. He is a well-known musician of
fifteen years’ experience and is widely known
in this locality in that capacity.

HOW CUSTOMERS SHOULD BE TREATED

The customer, actual and prospective, is the
outstanding figure in export trade, says C. J.
North in Commerce Rcports, published by the
Department of Commerce in Washington. To
cater to his needs, desires and whims and to
lteep him in a receptive mood should be the
task of every export manager, and, we might
add, it is the task of every retail domestic talk-
ing machine manager to handle his customers
with equal tact.

L. H. WEBER ENTERS FIELD

East Hartrorp, CoNN., December 4.—A new
music shop has just been opened at 1257 Main
<treet, by L. H. Weber. The store, which is
the only music establishment in town, has been
renovated and improved in many ways. Mr.
Weber was onc of the proprietors of the Hart-
ford Music Store.

NATUREBLLE

RIGHT FROM
&HE HEART

For

Portable

and

Cabinet
Phonographs

K3

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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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 muwonth!

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
One of the illustrations used in Gulbransen National advertising Of Phonogfaphs

The ori gmals of these illustrations are painted in oils

by Philip Lyford

You will be interested in details of the
progressive merchandising policies on

\‘|‘l‘!’“ﬂ;\I“'“"“"W|||||u“\||||&}".“. which Gulbransens are sold:

GULBRANSEN-

l\l

DICKINSON CO., |l|
3236 W. Chicago Ave. \
. Chicago

3

m‘ '

National Advertising
Co-operative Local Advertising
GENTLEMEN: Tell us how the Gulbransen ““fits in’" NﬂZLZWZﬂl _PIZC&S' I?ZJ'ZLI'IICZLZWZ R0ll§
with a Talking Machine business. Freight Prepaid
Name........... .

’}ulbransen Trade Mark

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

Address

(Propounced Gal-BRAN-¢e)

ULBRANSEN

The 'Registering Piano
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An Enchanting Waltz Song’
You'll never forget

“You can't go wrorg

with any FEIST sorg”
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Chamber of Commerce Endorses Mellon Plan

Approves Abolishing of Higher Surtax Rates and Eliminating Special and Discriminatory Taxes
on Special Lines of Business, Especiallv Jewelry and Vending Machine Taxes

The business men of the country generally
are naturally interested in the opening of the
first session of the Sixty-eighth Congress, which
convened Monday, December 3, for there are a
number of matters of direct interest to the busi-
ness world scheduled to come up before the
new Congress, chief among them being the
question of tax reduction, over which there is
promised a long and bitter fight.

The Music Industries Chamber of Commerce
has strongly endorsed the proposals made by
Secretary of the Treasury Mellon looking to a
downward revision of taxes to realize upon the
savings that have been effected in the manage-
ment of the country’s affairs.

Specifically the Chamber has approved abol-
ishing the higher surtax rates and eliminating
all special and discriminatory taxes on various
lines of business. In this connection, too, the
Chamber has again voiced its opposition to the
soldier bonus, which has been linked up with
the tax question as a political measure and the
adoption of which would make impossible any
lowering of taxes.

In endorsing the Mellon plan of tax reduc-
tion, the Chamber is also prepared to take ener-
getic steps to bring about the elimination of
the two discriminatory taxes which still apply
against the music industry, namely, the jewelry
and vending machine taxes.

The Revenue Act of 1921 taxes articles
mounted with gold, silver, precious metals,
ivory, etc., and is applied by the Revenue De-
partment to band instruments thus ornamented.
It is also sought to be applied to gold and silver-
mounted violin bows, phonographs and other
musical instruments. The *“vending-machine”

tax, the name of which is self-explanatory, is
applied by the department to the total value
of all coin-operated pianos or other musical in-
struments sold since January 1, 1922,

It is hoped that through the efforts of the
Music Industries Chamber of Commerce both
of these taxes will be eliminated as applied to
the music industry, which will result in a sub-
stantial saving to manufacturers of the instru-
ments taxed. Its activities are in line with the
country’s opinion.

STRONG CO. RECEIVER DISMISSED

To Settle Claims in Full—Plan Re-establish-
ment of the Business

The application for a receivership for the
Strong Record Co., 206 Fifth avenue, New York,
has been dismissed by the United States District
Court. The dismissal followed the consent of
the creditors to a 100 per cent settlement of
all claims on a deferred plan, which was secured
through the efforts of the present active man-
agement, consisting of Adolf Hawerlander,
president, and Henry Glaue, secretary. The
business will be re-established, and all of the
old claims will be liquidated on a basis of 100
cents on the dollar.

ORTON BROS. CO. REMODELING

The Orton Bros. Co., Butte, Mont., is re-
modeling its store. When the work is completed
this company will have three departments—Vic-
trola, small goods and pianos. Expansion of
the business made the work necessary.

FOR MORE TRADE COMMISSIONERS

Bureau of Foreign and Domestic Commerce
Seeks to Expand Activities in Foreign Fields

WasHingToN, D. C., December 4.—Increased
funds for the Department of Commerce, to be
used for the purpose of employing more trade
commissioners and commercial attaches and
adding several new commodity divisions to the
Bureau of Foreign and Domestic Commerce,
will be asked of Congress by Secretary Hoover
during the coming season. Estimates for the
additional proposals are now before the Budget
Bureau and it is considered highly probable
that the Director of the Bureau will give his
approval to the Secretary’s plans. If additional
funds are secured, it is proposed to employ
about twenty more trade commissioners and
commercial attaches, a good part of whom will
be assigned to South American countries,
where our trade is rapidly growing.

CELEBRATES THIRTIETH YEAR

Stransburg Music House, With Seven Stores,
Completes Thirtieth Year of Business

OiL Crry, PaA., December 6—A thirtieth anni-
versary sale was held in this city recently by
the Stransburg Music House to commemorate
the founding of the first store of the system in
Jamestown by Oscar Stransburg. The Strans-
burg system now includes stores in Oil City,
Hornell, Meadville, Titusville, Bradford, Mt.
Jewett and Warren. Oscar Stransburg was a
pioneer in the chain store movement and early
believed that it could be advantageously ap-
plied to music merchandising. By conducting a
group of stores within a hundred-mile radius of
one another, with a centralized buying and
managerial policy, Mr. Stransburg has been able
to market his product most satisfactorily.

ARTISTS
FEATURED

—&—

Caruso
Chaliapin
Galli-Curct

Gigli

Louise Homer
Jascha Heifetx
Jeritza

Fritz Kreisler
John McCormack

Paderewski e 0
Rachmaninoff
Ruffo
nn-Heink
Schumann-Hein This solid mahogany frame with 14 special panels............coiievviinenennn $35.00
Werrenrath Set of 14 panels, $21.00. Choice Of panels, €ACh. v .nvrveneennsnneransnss 2.00
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Comeinand hear this Victor Artist <]

After the holiday rush, don’t slow down.
first of the year will be an opportune time to in-
terest your customers in the new double-faced Red
Seal records.
will be available, and if vou ecan interest your

VICTOR DEALERS

The

A complete line of these records

trade in this higher standard of music rendered
by the celebrated artists that record exclusively
on the Victor Red Seal records, you will greatly
increase your sales. The “DA-LITE” Display, with
the special panels of these artists, is an ideal way
to attract their attention.

The Da-Lite Electric Display Co.

116 No. Erie Street

Toledo, O.
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PRESENTING

VOX LABELS and VOX ARTISTS

LYDIA FEODOR CHALIAPIN

Exclusive Vox Artist

“In her voice 1s the soul of a nation’” f

RUDOLPH DEMAN ALFRED PICCAVER
First Violinist of the State Opcra of Berlin Europe’s Leading Tenor. State Opeec, Vienng
PROF. ARNOLD FOLDESY PROF. MICHAEL PRESS
1 he so-called “’ayanini 5f the ' Holder of the Gold Medal of the Russion
Imperial Conservatory of Music o
e MAX RAU
‘ ‘ Tenor, Popular interpecter of Folk Sowgs LIS
o _ HANNS ROSSMAN
lor . T Uy ] Tenor. The German Minstrel
RICHARD SINGER
BO}EIS} lig;rzir: ) Pranist of grcat renown ox the European Contsnent
BJORN TALEN 3
KLA;':{‘:‘ MIL\IIISSSH Famous tenor of State Opevs, Bevlin %
oprane of Moscow € ¢ BT e
PG ) b AM_AI__IE TRIESCH
IVAN PHILIPPENKO G, e reericss irbert Sty
Testor. Pronunent Ballad Sin St b :'_
MARIA CAECILIA PHILIPPI O'I;,'"Eg{s?mcgredor of the tamous
Contralte, Pupil of the Great Viardoi-Garcia, Par Vox Symphony Orchestra of Berlin E

Other Vox Artists and Famous Vox Orchestras will be presented in further announcements

VOX CORPORATION OF AMERICA

25 WEST 45IH STREET
NEW YORK U.S.A.

THE VOICE OF THE WORLD:
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MILWAUKE

Holiday Season Promises to Be
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Best Ever—Used NIodels Sell as

Shortage of Popular Types Grows—Retailers and Jobbers Rushed

MiLwAUKEE, Wis., December 7—With but a few
days more than a fortnight remaining before
talking machine dealers close up shop to go
home to celebrate a merry Christmas, indica-
tions are that the 1923 holiday season will go
down into history as the best ever known. This
is true, despite the fact that as early as the first
week in December jobbers and dealers repre-
senting the most popular makes of talking ma-
chines were fighting for instruments, while their
respective factorics were in such an oversold
condition that it is hopeless now to expect relief
before early next year.

Used Models in Demand as Shortage Grows

A tremendous Victor business is being done
in the Wisconsin and Upper Michigan territory,
with the Badger Talking Machine Co. of Mil-
waukee utterlv unable to fill all the wants of
its extensive dealer organization. The sting
was taken out of this situation, to a certain
extent, by the fact that it was a well-known
fact thirty to sixty days ago that a shortage of
merchandise was bound to occur. Victor deal-
ers in Milwaukee are finding many buyers who
are unable to get delivery of their favorite style
by Christmas Eve, asking for a used machine of
the same number, either as a loan or for per-
manent paqssession. There has never been so
strong a movement of used Victrolas into con-
sumer channels.

Record Sonora Business

Notwithstanding the fact that Yahr & Lange
have had delivery of the largest number of
Sonora instruments so far this year that has
ever been recorded, this large distributing house
is far short of the number required to fill its
orders, which are still coming in growing num-

bers from dealers all through the Wisconsin
and Michigan territory.

December 1 marked the departure of Irving
S. Leon, since August 1 sales manager of the
Sonora and Okeh record department of Yahr
& Lange. He resigned November 15 to accept
important connections in his home State of
New York. He made a good record in the brief
time of his connection with Yahr & Lange and
his departure was regretted.

During recent weeks Yahr & Lange awarded
Sonora franchises to a number of large Mil-
waukee retailers, including Gimbel Bros.” and
the Hartman Furniture & Carpet Co.

Big Brunswick Gain

Brunswick sales by the local branch for 1923
will run anywhere from 60 to 100 per cent over
the best previous year, and still about 20 per
cent of orders for delivery by January 1 can-
not be made due to the limitations of produc-
tive facilities, owing to the sensational call for
this instrument all over the country. P. H.
McColloch, manager of the talking machine de-
partment;--says he cannot recall a year when
business in the Brunswick line has been so re-
markably good.

New Victor Accounts

The retail Victor organization in Milwaukee
has had two substantial additions in recent
weeks, One is the C. W. Fischer Furniture
Co., said to be the largest housefurnishings
store of the better class in the Northwest. For
many years Fischer’s maintained an extensive
talking machine and record department, which
was discontinued about four years ago. Some
time ago the Hartman interests bought the con-
trolling share in the Fischer store and the de-

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

Stimulate Your

Christmas Business

Clinch the Sale by Proving That Even Lateral-
Cut Records Sound Better on the Edison

No. 1 Edison
Attachment

CLARAVOX

When your prospect is undecided, demonstrate a few choice lateral-cut
records on the Edison with this No. 1 Edison Attachment.

What more

convincing argument conld you use?

Correctly Plays
Edison Records
on Talking
Machines

—

Usual

Usual discounts to dealers.

STANDARD
Diamond Point
Employs a genuine diamond point,
microscopically ground, and

vox stylus and diaphragm.

discounts
tail price, Nickel Plated, $12.50.

Edison dealers unanimously admit that Claravox Reproducers are an
effective help in selling Edison products.

Retail price, complete, Nickel Plated__$7.50

SPECIAL

Jewel Point

Nearest approach to the permanency

Clara- of the diamond point. Clarevox
stylus and diaphragm.

Re-

Usual discounts to dealers. Re-

tail price, Nickel Plated, $7.50.

to dealers.

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

THE CLARAVOX CO. Youngstown, Ohio

CLARAVOX—-MAKES PHONOGRAPHS SOUND REAL

partment has been re-established with the Vie-
tor as exclusive merchandise. Miss Helen Gun-
nis, formerly in charge at Fischer’s and later
with Edmund Gram, Inc., has returned to the
old position as manager. She is recognized not
only as one of the most capable women in the
trade, but a noted vocalist as well. The other
new Victor franchise was awarded to the J. B.
Bradford Piano Co. for its South Side store,
at 608 Mitchell street. Heretofore only the
Brunswick and Aeolian-Vocalion were carried
on the South Side, although the main store at
411 Broadway has long been a Victor house.

The Cheney, which has had an exclusive
home at Edmund Gram, Inc., for a number of
vears, now has a companion in the Boston
store, which recently took on the line.

Excellent Edison Demand

Retailers of the Edison, likewise, are enthu-
siastic over trade and in every instance sales are
running far ahead of last year, which was the
banner year for the Edison up to this time.
There is an excellent Edison record demand.

Shortage Hampers Victor Dealer

Leslie C. Parker, head of the Carberry-
Parker Co., conducting the Badger Music Shop
here and a branch in Fond du Lac, Wis,, said
that both stores are doing a land-office business
in the Victor line and its second-hand stock of
these goods has been depleted by the call for
Victrolas by people who are unable to get
prompt delivery of a new instrument.

R. G. Hessel Opens Branch

R. G. Hessel, who conducted a general store
at Rockwood, Wis., for many years and repre-
sented the Edison as well as several makes of
pianos, has established a branch devoted exclu-
sively to musical merchandise in Manitowoc,
Wis, of which he will personally have charge,
other members of the family taking the active
management of the Rockwood store.

Madison Firms Consolidate

The two largest music stores in Madison,
Wis., have been consolidated. They are the
Hook Bros. Piano Co. and the Albert E. Smith
Music Co. Since December 1 the combined
firms have been doing business at State and
Mifflin streets, under the name of Hook Bros.
Piano Co. & Albert E. Smith, Consolidated. A
branch store of the Hook Co. in Beloit, Wis.,
is included in the merger.

C. H. Jackson Promoted

The Rudolph Waurlitzer Co.’s local branch,
which represents the Victor, is now under the
management of Charles H. Jackson, formerly a
widely known piano manufacturer.

New Columbia Models Please

Milwaukee stores handling the Columbia line
express keen satisfaction over the quality as
well as quantity of business, and are especially
pleased with the wide sale of Columbia records.
The new Columbia models are getting a splen-
did response from the- public and the number
of Columbia partisans here is growing.

Brunswick in Beautiful Home

An Italian Renaissance style of the Brunms-
wick has been purchased from the J. B. Brad-
ford Piano Co. by Lawrence Fitch, capitalist,
for a “tent room” installed in his beautiful resi-
dence in Back Bay. The room simulates a
large tent and is designed as an amusement and
ballroom, accommodating 500 guests. It over-
looks Lake Michigan and three walls are of
plate glass, forming a bay stretching out nearly
over the water’s edge. An English tavern room
also has been built by Mr. Fitch, in which he
has installed a built-in Brunswick with a radio
set, housed in a beautiful cabinet which he dis-
covered in Florence, Italy, and brought back
with him.

Merle R. Roussellot Engaged

Merle R. Roussellot, secretary-treasurer of
the Lyric Music Co., representing the Kimball
talking machine line and Okeh records, and
Miss Lenora Kadow, of Manitowoe, Wis., have
recently become engaged.

The demand for portable talking machines
continues strong in Milwaukee and vicinity.
More portable styles have been sold this vear
than in any three years combined.
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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

R
X -r'_.

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.

WICHITA FIRM REORGANIZES

Turner Music Co. Becomes Benjamin-Turner
Music Co., With Capital of $100,000

WicHita, Kan., December 4.-—The assets of
the Turner Music Co., in operation here since
1912, have been taken over by a new corpora-
tion, the Benjamin-Turner Music Co., 412 East
Douglas street, having a capital stock of $100,
000. J. J. Benjamin, formerly of -Cambridge,
Kan., and a director of the Union National
Bank, will be president and head of the new
concern. W. Dell Turner, an experienced music
dealer, will act as sales manager.

The new store has been remodeled and new
demonstration booths have been installed. At
some future time a small goods department will
be introduced. A building owned by the com-
pany at 810 North Main street will be used for
rebuilding and finishing pianos. The following
pianos are handled by the Benjamin-Turner
Music Co.: Jesse French & Sons, Autopiano,
Hazelton Bros., Behr Bros, the Haddorff and
Clarendon. The concern will also carry the
Columbia phonograph and records.

MAMIE SMITH ON EXTENSIVE TOUR

Okeh Artist Heads Own Company—Tour a
Success—Okeh Selections Featured

Mamie Smith, original Blues singer and the
first member of her race to become a recognized
star in the recording of blues, is now making
a countrywide tour with her own company.
Her route for the current month includes one-
week stands at Nashville, Tenn.; Kansas City,
Mo.; Memphis, Tenn.; Birmingham, Ala., and
New Orleans, La. Miss Smith’s act opens with
a huge phonograph in the center of the stage,
bearing a legend about Okeh records, for which
Miss Smith is an exclusive artist. Miss Smith
steps out of the phonograph and starts the act
with several of the popular blues numbers that
she has recorded for the Okeh library.

ANDREWS SELLS OUT TO MOODY

Hiawatna, Kan., December 3—C. H. An-
drews, who for nineteen years has conducted a
successful music business here, has just sold
out his complete interest to Arthur Moody, who
has already taken charge of the store. Mr.
Moody has been closely associated with Mr.
Andrews in the business for the past two or
three years. Miss Katherine Moody will re-
main with the store under the new management.

ANOKA MUSIC SHOP OPENS

ANokKA, MINN., December 4—The formal open-
ing of the Anoka Music Shop in- the LaPlant
block on Main street was held here recently.
The new store handles pianos, phonographs and
musical accessories of all kinds. Especially im-
pressive is the indirect lighting effect employed
throughout the store, which has cream-colored
walls and a Terraza marble floor. The estab-
lishment has a repair department in the rear
and a row of demonstration booths along the
sides. The Brunswick phonograph line is
handled.

H. & J. POTTER CO. REMODELING

PortLAND, ME., December 7—The H. & J. Potter
Furniture Co. is installing a new store front
in the large building which it recently pur
chased in this city. The company is planning
for a big opening in a few days. It is proposed
to have this store second to none in the State
of Maine

HUTTON OPENS NEW STORE

CrinToN, IrL, December 3—A new music store
in the Sweeney Building, at the corner of Wash-
ington and Center streets, has just been opened.
It will be known as the Hutton Music House.
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Barcarolle $150 Marlborough $185

The Demand for Sonoras Is Increasing Daily

The year 1923 has witnessed a tremendous increase in the public’'s demand for
Sonora. This increased demand is reflected in the several very large establishments,
as well as the hundreds of smaller ones, that have added Sonora during the present
year. A partial list of these large, representative names reads like a veritable “Who's
Who'' of successful retail organizations:

Gimbels, New York City I.. Bamberger & Co., Newark Schweiger Brothers, Brooklyn
Gimbels, Milwaukee The Sh ds 1525 Broadway
The Boston Store, Milwaukee !e) _Zpar tore, 2421 Myrtle Ave.
The Fair Store, Chicago i The May Company, Cleveland <
Kaufman & Baer, Pittsburgh Souder Parsons Co., y’ [P i
Joseph Horne Co., Pittsburgh Clarksburg, W. Va, Buescherv s, Cleveland
The Hartman Carpet & Furn. D Music C D Reinhardts, Inc., Memphis
Co., Chicago AN oM g s L O ShVEh Empire Music Co., Atlanta
230 South Wabash Ave. Euclid Music Co., Cleveland . §
2558 W. North Avenue 2067 E. Ninth St. T"ge" I,*“"b" Corp.,
1272 Milwaukee Avenue 11794 Detroit Ave. L i ]
819 West 63rd Street 10604 Euclid Ave. Widener’s, Inc., Indianapolis
Hartman Carpet and Furni- 10314 Superior Ave. Banner Furniture Co.,
ture Co., Milwaukee 12338 Superior Ave. Indianapolis

When you realize that Sonora’s popularity is based upon its value as a phono-
graph, with no records to carry it along, you will further realize that it must possess
even more merit as a phonograph to sufficiently impress the large dealer and induce
him to increase his inventory with another line—a line of instruments which the cus-
tomer insists upon and which the dealer must have in stock or lose sales.

Why not arrange to obtain your share of Sonora business? Worite for informa-
tion today.

Sonora Phonograph Company, Inc.
279 Broadway New York City

Canadian Distributers, Sonora Phone., Ltd., Toronte, Can.
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The distributer named below who covers the temitory 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 Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

234 W, 39th St, New York

All of Brooklyn and Long
{sland
Long Island Phonograph Co.,

17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

Eastern Pennsylvania,
Maryland, Delaware, Dis-
trict of Columbia and
Virginia

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

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, Ill.

States of North Dakota,
South Dakota, Minnesota
and Iowa, 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.,, Denver,
Colo.

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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T mde E\/)azmon; nnd Ne‘u Stores
Feature the Close of the Year—
Heavy Pre-holiday Sales Folume

Datras, Tex., December 5.—The Brunswick
Co.’s local distributing branch has leased the
second floor of the building at 2025-27 Main
street, to be used as wholesale showrooms and
storage space. The lease is for a period of
five years and was made at a consideration of
more than $10,000.

Lester Burchfield, in charge of the Victrola
department of Sanger Bros., distributors of Vie-
tor machines and records, has returned to Dal-
las after a trip to Galveston and other points
in Ins territory, where he found business good.
Mr. Burchfield has just received several large
shipments of Victrolas and records. These
were shipped from New York to Galveston via
water and transshipped by rail at Galveston for
Dallas, Waco and Fort Worth.

B. A..Hodges, recently of Breckenridge, Tex,,
has leased a building in Stamford, Tex., and
has opened a music store, where he will deal
in musical instruments, sheet music, Victrolas
and Victor records and other music goods.

The Columbia Phonograph Co., distributor of
Columbia phonographs and records, is doing
one of the heaviest Fall trades in its history,
according to Manager Erisman. New dealers
are being opened in towns in Texas and Okla-
homa and an intensive drive is being made to
thoroughly organize the territory.

A. G. Feltner, of the Texas-Oklahoma Pho-
nograph Co. has completed his survey of the
Southwest territory and reports sales increased
nearly 50 per cent since this survey was begun.
New dealers have been opened in many towns

and the old dealers, who had fallen into inac-
tivity, have been filled with new ideas and pep,
according to Mr. Feltner.

With the coming of the musical season, with
grand opera and numerous concerts and enter-
tainments, dealers report a big increase in the
sales of records, especially the higher-priced
records of the famous stars, while sales of sheet
music are also helped.

The San Carlo Grand Opera Co. as well as
John McCormack, Galli-Curci, Fritz Kreisler,
Joseph Lhevinne and other world-famous stars
and record artists have been or will be with
us during the season.

The Somno-Psycho-Phone Sale Corp. has
been organized in San Antonio to sell at re-
tail with a capital of $3,000, and the incorpora-
tors are Stephen F. Austin, Sophie S. Austin
and W. E. Austin.

The \Walthall Music Co. has alsc been organ-
ized in San Antonio with capital stock of $100,-
000. The incorporators are L. E. \Walthall, M.
\W. Lehann and J. R. Merchant.

WATCH FOR THIS WOMAN SWINDLER

A woman swindler has made her appearance
among the New York trade, according to Saul
Birns, proprietor of a chain of talking machine
stores here. Her method is to imake arrange-
ments for the purchase of an instrument, stating
her intention of making a large down payment
and paying the balance in three monthly jnstal-
ments. The suspicions of one of Mr. Birns’
salesmen was aroused when she tendered a
check considerably in excess of the amount of
the first instalment. The check was tactfully
refused and the woman left, stating that she
would return with the cash. The address she
gave was found to be fictitious.

Remodeling is going on apace in Goldsmith’s
Victor and Brunswick Store in Memphis, Tenn.

“DAILY DOZEN" HELPED YALE TO WIN

How Walter Camp Put Pep Into Great Foot-
ball Victors at Yale—Dealers Properly Mak-
ing Capital of Victory

Several Saturdays ago the result of “keeping
fit” was broadcasted throughout the entire
country in the announcement of the defeat of
the Harvard team by Yale on the gridiron.
Last Spring, when Yale football practice was
begun, Walter Camp, originator of the “Daily
Dozen” and former Yale coach, was approached
by Yale to help train the team for the coming
encounter with Harvard in the Fall. Mr. Camp
stated, emphatically, that the coaching and gen-
eral. training was all that could be desired and
could not be criticized, but took-hold of the
team from the standpoint of “keeping fit.” As
the best method for this result he used his own
“Paily Dozen” exercises and regularly, from the
beginning of the training in the Spring up until
the morning of the great game, the Yale team
was put through the “Daily Dozen” each day.
The result was a great victory for Yale and a
tribute in every way to the cficiency of the
“Daily Dozen.”

Health Builders, Inc., producer of \Valter
Camp’s “Daily Dozen” on talking machine rec-
ord sets, is advising its many dealers of this
victory of the “Daily Dozen™ and it is expected
that this information will have a favorable
effect in increasing sales. Retailers who have
been farsighted enough to capitalize on this
opportunity are reaping unexpected profits.

SUCCESS MUSIC SHOP CHARTERED

A charter of incorporation was recently
granted to the Success Music Shop, of New
York City. The concern, which is capitalized
for $2,000, will handle musical instruments. In-
corporators are R. and E. Cohn and J. Mayesh.
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EDISON AGENCY

The New Edison

for

New Year

AN INSTRUMENT THAT COVETS COMPARISON WITH THE LIVING ARTIST
AND IS UNMATCHED IN BEAUTY OF CASE DESIGN

We can wish you nothing better for the New Year than an
WRITE US ABOUT IT

Texas-Oklahoma Phonograph Company
2025 JACKSON STREET

f 159

NEW %EIDIISON "

b COMTARISON WITH THEJLIVING ARTIST 48

DALLA_S, TEXAS
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SOLD “SCENERY” WITH PHONOGRAPH

Western Dealer Finds Setting Off of Console
Models With Mirrors and Table Lamps Opens
Up a New and Worth-while Source of Profit

A praminent music merchant in a mid-West-
ern city, in arranging his establishment in a
manner most calculated to win trade, decided
that he could move some slow-selling console
styles of talking machines if he displayed them
in a manner that would give the customer some
idea of how they would look in the living-room.
He accordingly furnished several booths with
elaborate floor coverings, easy chairs, and then
secured several console mirrors and electric
table lamps to set off the machines.

It was one idea that had unexpected results,
for the first customer to be introduced to the
machine insisted on buying both the mirror
and the lamp with it. -The second and third
customers became equally impressed with the
attractive arrangement and made the triple pur-
chase with the result that the dealer ordered
a dozen mirrors and as many lamps and began
advertising them in a combination offer that
secured the full price for the machine and
brought profitable prices for the lamps and
mirrors.

The interesting part is that the clever ar-
rangement moved quickly a number of console
models in odd finishes that had remained on
the floor of the store for some months. Also
between $15 and $20 additional profit was made
on each combination sale of machine, mirror
and lamp, and the combination has now become
a regular feature of the establishment.

Perhaps if some other dealers would dis-
continue the practice of giving various articles
free with machines, thus actually cutting prices,
and instead think up similar attractive com-
binations, the goods would move just as fast or
faster and the additional profits would make the
venture most attractive and the good-will thus
created would be a further sales aid.

MUSIC ROLLS AS A SIDELINE

Talking Machine Dealers Tying Up Record
Business With Rolls and Boosting Profits

Talking machine dealers arc finding music
rolls a profitable sideline, according to George
H. (Jack) Bliss, manager of the Eastern divi-
sion of the United States Music Roll Co., with
headquarters in New York, who backed up this
statement by pointing out that many retailers
are adding rolls. The clever talking machine
dealer can tie up his record business to music
rolls and profit by the sale of both, declared
Mr. Bliss. The best method of exploitation is
the placing of a half dozen or a dozen rolls in
a small special showcase on top of the regular
service counter. To purchasers of rolls the
salesnian can suggest that the same musical
number can be obtained on records and vice
versa. The expense involved in installing a
music roll sideline is very small and, with little
effort, the turnover is rapid enough to give the
dealer a substantial profit on his investment.
Furthermore, the announcements of the latest
roll releases can be placed in the same envelopes
which bear the record supplements to custom-
ers, thus eliminating mailing cost insofar as the
rolls are concerned.

UNUSUAL VICTOR RECORD LIBRARY

One of the most remarkable record libraries
in the country is that accumulated by George
C. A. Hantelman, 718 West Market street, Ak-
ron, O: Mr. Hantelman has been gathering
Victor records of the better music for ten years
and his library now is composed of about 2,200
records. The unusual feature of the collection
is the wealth of descriptive and explanatory
matter which Mr. Hantelman has collected and
pasted in the record albums. This includes
photographs of artists, opera plots and exhaus-
tive data pertaining to the composers and re-
corders of the selections.
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TURNER MUSIC CO FORMALLY OPENED

Musical Program and Distribution of Prizes and
Souvenirs Feature Opening of Attractive St.
Petersburg, Fla.,, Branch of the Company

St. PETERSBURG, Fra., Dccember 7—The fine

new establishment of the Turner Music Co. wa
formally opened here in November with a mu-
sical program and the distribution of prize

The leading orchestras of the city played durin

the afternoon and evening and a rcal musical
treat was given to local music lovers. Souve-
nirs, consisting of roses and copies of sheet
musi¢, were distributed to the ladies present.

Prizes, consisting of a portable phonograph, six
Brunswick records and another prize of three
Brunswick records, were given to lucky visitors
at the close of the evening program. Amon;
those present at the opening was N. B. Duke,
Florida representative of the Brunswick At-
lanta branch.

The store is one of the most attractive in
this section. There are three large booths on
the first floor, presenting very much the ap-
pearance of small bungalows, as well as a strik-
ing display of Brunswick phonographs. A fea-
ture of these booths is the fact that they have
been designed and constructed so that during
the day no artificial lighting is necessary. Fix-
tures and service facilities are the most modern
obtainable and present the last word in up-to-
date merchandising facilities.

W. B. Word, manager of tlie store, is a talk
ing machine man of wide experience, and the
sales organization also is composed of persons
of ability and experience.

TO HANDLE TALKING MACHINES

The Brown Furniture Co., with a large store
at 135-139 East Fifth street, Dayton, O, is at
the present time establishing a piano and talk-
ing machine department there. The lines to be
handled have not yet been announced.

THE delightful picture in this ad—from
the cover of the 11th Bubble Book—
was shown in the November issue of Chil
dren’s Royal in an article entitled “Music
Attuned to the Ears of Youth.”

in flocks.

49 EAST 33rd STREET

children.

magazines they read. (
Royal about Bubble Books.)

Introduce Bubble Books to the children of vour customers through
the attractive free dealer helps that catch their eyes.
Bubble Book Hour.

\

BN

\

. 1\
\/ ‘

Children’s Royal Tells Your Customers
About Bubble Books

UBBLE BOOKS at once sing themselves into the hearts of

They need no other introduction than a first
hearing. After that the children demand one after another of
the fourteen Bubble Books “that sing.”
To win that first hearing Bubble Books are continually brought to the

attention of parents through advertisements and editorials in the
(See the adjoining quotation from Children’s

HARPER & BROS,, Bubble Book Division

Established 1817

Ask us about
It will bring parents and children to your store ) \
Remember, an introduction means fourteen sales. ®

H ERE’S what Children’s Royal
says about Bubble Books:

. Great, however, as is
the a1d which books may give to
those who would further the
musical training of the child in
the home, it is Sllght in compari-
son with that offered by the
phonograph. The Bubble Books,
of which fourteen have already
been published by Harper, while
others are in preparation, begin
with these very rhymes of the
nursery and carry their melodies
to the very ears of infancy. Each
book contains three diminutive
records, which may be played on
any phonovraph nf rhymes, sing-
ing games, or songs, sung by
voices such as children love, to-
gether with the printed words of
the songs or stories, or directions
for playing the games, and pleas-
ing picture-book illustrations in
color. Cows “moo,” horses
whinny, crows caw, and countless
other animals make those sounds
so arresting to the infant ear in
these records, and voices of ex-
cellent quahty sing the melodies.

Bubble Books

“that Sing”’
Retail at $1.00 with three records

By Ralph Mayhew and Burges
Johnson

Illustrated by Rhoda Chase

7HEN you sell one you sell
a hablt and when you sell
a habit you're building business.

fl))

NEW YORK CITY
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Jtis a gratiﬁcation for us to Bag
know that our success must successful for you and for us,
necessarily be only 2 reflec- because they insure complete
tion of that enjoyed by all customer satisfaction. Letus
our customers: = all pull rogether for

A SUPEH-PHOSPEROUS NEW YEAR

Fnding 1923

= L

W.H.BAGSHAW CO.

Factory, Lowell, Mass.
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SINCERITY

Sinccerity of purpose is not only a fine thing, in itself, but
as a business builder it has no equal. Particularly when, as
in your case, that purpose has been to keep the interest of

‘ your customers foremost—to give them at all times the highest

quality of merchandise—to justify in every respect their confi-
dence in you and in your establishment.

It has been your sincerity of purpose during 1923 that has made
new customers and. held oid ones—that has bronght to vou the
well-merited measure of prosperity which you have enjoved. We,
as well, have been the grateful beneficiaries. You, bv giving
your customers “quality first” have necessarily created increased
sales of Brilliantone Steel Needles. | | ‘

Your 1923 sincerity of purpose .definitely charts vour course for
1924 —which will mean more business and better business for all.

BRILLIANTONE

STEEL NEEDLE COMPANY ‘Ol'_" AMERICA, Incorporated
Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mags.

370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK

- Western Distributor: Foreign Export: Pacific Coast Distribusor:
The Cole & Dunas Music Co.  Chipman, Ltd. Walter S. Gray Co.
430 So. Wabash Ave. 8-10 Bridge St. 1054 Migsion St.
Chicago New York City San Francisco. €Cal.

Canadian Distributor:
The Musical Mdse. Sales Co.
79 Wellington St., W.
Toranto
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Yuletide
Retailers Add New Lines — Glen
Bros.-Roberts to Open New Home

detivity Under TV ay—

OcpEN, UtaH, December 6.—Business has re-
<ponded quicker to the improved conditions of
the Fall in payroll towns of Utah, Idaho and
\WWyoming than in towns and communities sup-
ported by agriculture. Although the farming
centers have not reacted so readily Edison
dealers report good business, with the holiday
trade brisker than since the period of depres-
sion following the war. This was the comment
of T. C. Hutchison, of the Proudfit Sporting
Goods Co., Edison distributor for this terri-
tory, who said that Idaho, in particular, is in
the midst of a trade revival that is already
being felt by talking machine dealers.

Among the new Edison dealer accounts
. opened by the Proudfit Co. are the Jones Pho-
nograph Shop, Ogden; T. C. Martin Music Co.,
Pocatello, Ida.; Adolph Biancanei, Elko, Nev.

W. C. Carnes, formerly with one of the lead-
ing music stores in Minneapolis, has become
manager of the Sampson Music Co.,, Edison
dealer, of Boise, Ida.

R. H. Embrie, Edison dealer, of Kemmerer,
Wyo., reports excellent business conditions

Henry Chipp, of Rock Springs, Wyo., says
that the coal miners are buying talking ma-

The demand of the public for the
NEW EDISON was never greater.

The models never more artistic
The records never better.

The service in record releases
never so prompt.

These with the new low level in
prices on instruments and records
make

Large Profits Certain

We have a few towns open for
dealers.

Write for particulars.

Proudfit Sporting Goods Co.
OGDEN, UTAH

Intermountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

chines for the family Christmas presents.
Chipp is an Edison dealer.

Colwell & Spargur, Edison dealers, of Twin
Falls, lda., have dissolved partnership. Ray
Spargur is now in the drug business in Casper,
Wyo. Paulson Jewelry Co., of Burley, Ida., re-
ports an active Fall business in Edisons.

ulen Bros.-Roberts Music Co., of Ogden, is
¢njoying a large volume of business in its new
home. The company is preparing for a formal
opening in the near future. The concern’s
splendid new store is a distinct addition to
Ogden music circles. W. H. Manning, director
ot the Weber College School of Music, has al-
ready started to use Glen Bros.’ large music
hall, where he conducts classes in music appre-
ciation. The interior of the store is finished in
creaim and pale blue enamel. The first floor con-
tains the sheet music and small goods depart-
ments toward the front. Near the middle is the
record room. This room is presided over by
Miss Bertha Monson. A special band instru-
ment room, booths for phonographs, display and
demonstration, music roll shelving and demon-
stration room are to the rear. On the mezza-
nine floor is the office of George S. Glen, the
president; the store’s business office, piano dis-
play quarters and player-piano demonstration
booths. The next floor is a music hall, capable
of seating 250, with permanent stage, grand
piano and Ampico demonstration rooms. T. J.
Holland, sales manager, said that in the new
home, with more commodious facilities, the
company anticipates a record holiday business.
Already Christmas shoppers have been visiting
the new store and making early purchases.

Ezra Jones, of the Jones Phonograph Shop,
lias added the Edison line of phonographs. He
also handles the Brunswick and Sonora lines.
He reports excellent business in records.

Williams Music Co. now handles the Banner
line of records. This company sells the Steger
and Pathé phonographs and reports increasing
business over the past few months.

Browning Bros., Brunswick dealers, are con-
templating several changes in the phonograph
department, including new quarters. Glen
Thomas, manager, says the new Banner records
are meeting with wide favor.

C. E. Armstrong & Co., dealers in Edison and
Pathé machines and Edison, Pathé and Actuelle
records, report satisfactory conditions. The
holiday business promises to be large at this
busy establishment.

The Brunswick banquet held at Salt Lake
City on the evening of November 26, in the
Newhouse Hotel, was attended by Ogden deal-
ers and salesfolk as follows: Ezra B. Jones,
M. L. Jones, Misses Lillian Peterson and Ruth
Nelson, all of thé Jones Phonograph Shop, and
Thomas J. Holland, the Misses Bertha Mon-
son, Adelaide Ashton and Laurine \Vhite, of
the Glen Bros.-Roberts Piano Co. Among the
speakers were G. C. Spratt, district manager of
the Salt Lake Brunswick offices, and Robert
Perry, the Brunswick field representative.

Mr.

FIRST PRIZE FOR WORLD BUILDING

Building at 383 Madison Avenue in Which
World Offices Are Now Located Secures
Award From the Fifth Avenue Association

The strictly modern character of the new
quarters of The World is evidenced by the fact
that the building at 383 -Madison avenue, New
York, in which The World offices are located,
was awarded the first prize for new buildings,
a gold medal and diploma, by the Fifth Avenue
Association. The building, a twelve-story struc-
ture, occupies the entire block from Forty-sixth
to Forty-seventh streets on Madison avenue,
and is designed in modernized Renaissance
style, the avenue front being entirely of In-
diana limestone. The diploma goes to Cross &
Cross, the architects.

NEW MUSIC WEEK STICKERS READY

Designed for Use of Trade in Advertising
National Music Week of 1924

The National Bureau for the Advancement of
Music has had printed a large quantity of
gummed stickers in attractive colors bearing the

— - _ﬂ
2 National Music Week

May 4th-10th, 1924

b Give More Thoughs to Music -~

New Music Week Sticker

legend: “National Music Week, May 4-10, 1924.
Give more thought to music,” which are in-
tended for the general use of the trade in adver-
tising next year’s National Music Week. The
stickers are to be attached to letterheads, en-
velopes and other advertising literature sent
out by music houses. They will be supplied in
suitable quantities upon request to any member
of the music industry desiring to use them.

E. G. EVANS ENDS BUSY TRIP

Edward G. Evans, well-known member of the
sales staff of C. Bruno & Son, Inc, Victor
wholesaler, New York, accompanied by Mrs.
Evans, recently took a flying trip in their Dodge
car up through the Hudson and Mohawk Val-
lev. Object: to shake hands with the Bruno
Victor retailers in that territory. Mr. Evans
reports that his supply of order books was well
used up, concrete evidence of the excellent con-
ditions in that territory.

ADDS TWO STORIES TO BUILDING

K~oxviLte, TeNN., Decemnber 6.—The J. V.
I.edgerwood Music Co., of this city, has an-
nounced plans for the addition of two stories
to the building which the concern now occupies.
This is the fourth expansion of this firm.
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ALBUM SETS |
An OKJ» Idea!

A few months ago, the General Phonograph Corporation released the first and only com-
plete recording of Schubert’s “Symphony m B Minor” on three double-face imported
ODEON recordings contained in a specially prepared album. The great demand for this
original album set was so quickly evident and the sales were so noticeably steady, that
we were encouraged to prepare additional sets along similar lines. OKeh had again taken
the right step in the right direction!

To date we have released the five album sets listed below. IZach set consists of three
double-face records contained in a handsome black leatherette album attractively imprinted
and bearing on the inside cover an interesting story pertaining to the selections or the
composer. Album sets have a proven appeal to record-buyers—an appeal that is going to
be very much stronger around the holiday season. Place your orders for these sets now!
Make the most of this new, exclusively OKelh opportunity for increased holiday sales and

profits !

Schubert’s Von Weber's
Symphony in B Minor Der Freischutz and Oberon
“THE UNFINISHED SYMPHONY" OVERTURES

ANOTHER rare record importation that is

- L rapidly being sold throughout the country to
double-face ODEON recordings containing the lovers of fine music—the Owertures to Von

first and only complete recording of Schubert’s Weber’s operas Der Freischiitz and Oberon on

L3 masterpie’ce. It is beautifully interpreted three 12-inch double-face ODEON recordings.
{1y o i EHEpEs wiEll A milsiéal rpguiae- ‘These beautiful compositions are also made

tions—the Orchestra of the German Opera especially desirable by the superb interpretations

THE first album set; three imported 12-inch

nHa(:iu(;?z'ﬂl}fre?;?r;o?ﬁdigrfgﬁcﬂgiecg(gzla?‘fi tkl\l/foi:lgﬁg of the celebrated F.duard Moerike and the Orch-
Retail price, complete with albwm. ... ... $5.00 TR alE ool D/iem, Kloflek s Bagline, e

tail price, complete with album.......... $5.00

Orchestral Selections from

Carmen

IN this special albuin set of three 12-inch double-face
imported ODEON recordings are incorporated six of
the most desirable orchestral selections from the opera
Carmen. The great American popularity of Carmen
combined with the exceptionally fine renditions of
these selections by the accomplished Dr. Weissmann
and the Orchestra of the State Opera House, Berlin,
will male this set a much-prized addition to any library
of classic music. Retail price, complete with album.

$5.00

Rare Record Set “Fairy Tales of Long Ago”

e b sl e Al . THE album set that will have a strong, iml}le-
HIS set has been specially prepared in time for diate appeal to those who seek an unusual Christ-

the holiday season. It is comprised of six well- mas gift for young children is “Fairy Tales of
kno\fvn beautlful .selectlons rendered by famous Long Ago.”’ The set is comprised of six charm-
musical organizations of Europe on three 12-inch ing fairy-story selections written by Elsie Jean,
double-face ODEON recordings. Contained in the famous writer of stories for ch}ldren, and
their rich-looking album wrapped in appropriate sung by Ernest Hare and Joseph Phillips. The

three 10-inch double-face OKeh Records are con-
tained in a very attractively illustrated album
that will appeal to the kiddies. Retail price, coni-
plete with album.................... ... $3.00

| Recorded in Europe;
manufactured in the
United States by the -
RECORDS makers of the famous RECORDS

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President
25 West 45th Street New York

holly paper, they become the ideal holiday record
gift. Retail price, complete with album. . $4.00
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1s superior

Hearing

Columbia

is believing

are apparent in every line.

New York

here’s beauty in every model.
Whether it be upright or console, each New
Columbia cabinet wins enthusiastic admira-
tion. Rare craftsmanship and artistic ability

COLUMBIA PHONOGRAPH COMPANY

emperature Speeds Up

Dropin
Christmas Business—Schmoller-

Mueller Co. Buys National Co.

OmAHA, NEB., December 6—During the last two
weeks the temperature has dropped to quite an
extent and buying has increased considerably.
Possibly the colder weather has brought a real-
ization of the nearness of Christmas, and that
has helped to speed up business. At any rate,
things look much brighter than they did ten
days ago and the music dealers are all ready
for their Christmas campaigns.

The largest deal in the music trade circles in
Omaha that has been consummated for some
time is the purchase of the entire stock and fix-
tures of the National Music Supply Co., Victor
dealer, at 1907 Farnam streef, which was going
out of business on account of dissolution of
partnership, by the Schmoller & Mueller *Co.
‘The National Music Supply Co. was an old firm,
having been in business in Omaha for many
years. The Schmoller & Mueller Co. is now
an authorized Victor dealer.

William A. Schmoller, president of the
Schmoller & Mueller Co., announced that the
personnel of the National Music Supply Co.
would be given positions with the Schmoller &
Mueller Co.

The Ed. Patton Music Co., one of the local
dealers supplied by the Mickel Bros. Co., Vic-
tor jobber, has a very interesting Victor win-
dow. Two models, loaned for the exhibit by
the Victor Co., are on display. One is a model
of the first type of Victrola made and the other
a Victrola No. 130, especially built for the San
Francisco World’s Fair. According to Man-
ager Topping, of the talking machine depart-
ment, this exhibit has attracted considerable
attention.

Local record dealers generally report in-
creased sales of Sousa records due to the ap-
pearance of the famous band here in concert on
November 24. An afternoon as well as an eve-
ning performance was given and both were very
well attended. Several banquets were held in
honor of Mr. Sousa.

Both Frank Resnick, of the Union Outfitting
Co.,, and Miss lLois Ferrin, manager of the
talking machine department of the Burgess-
Nash Co., report a good sale of Brunswicks
during November.

Schultz Bros., Edison jobbers, are showing
some very artistic Christmas displays in their
windows, as well as making some particularly
attractive Christmas offers. They report that
their out-State trade during November has been
up to the average and indications point to a
big holiday retail trade.

P. G. Spitz, manager of the phonograph de-

partment in the Brandeis Stores, has just re-
turned from a business trip to New York and
points East. The wife of Mr. Spitz has recently
been very ill, but is now convalescent.

J. E. Conley, formerly with the Des Moines
Life Insurance Co’'s Omaha agency, is now
salesman in the talking machime department of
the Brandeis Co. D. Curtis, formerly with the
Schmoller & Mueller Co., has also joined the
Brandeis force. Mr. Corey, one of the Brandeis
salesmen, has left that company and is now
with the Mickel Bros. Co., of this city.

Willard Duning, wholesale representative of
the Starr Piano Co., Richmond, Ind.,, for Ne-
braska and Iowa, is opening an office and retail
store at 405 South Fifteenth street, where Gen-
nett records and Starr phonographs will be
featured. Mr. Duning states that he will not
have all of his office fixtures nor a permanent
lease before the first of the year.

R. C. A. ELECTROTYPE BOOK READY

R. C. A. Dealers Receive Copy of New Cut
Book—Valuable Suggestions as to Their Use

The publicity department of the Radio Cor-
poration of America, New York, has just issued
a complete electrotype book for the exclusive
use of R. C. A. distributors and dealers. There
is presented in this book a complete array of
advertising helps, including halftones and line
cuts in various sizes for practically every item
in the R. C. A. line. Mats of complete adver-
tisements with additional copy suggestions are
also included. A paragraph on the cover of
this book states: “Local advertising is the con-
necting link between our national campaigns
and your store. The public must be told where
it can buy R. C. A. Radiolas, Radiotrons and
other apparatus. Let pictures tell the story—
an illustrated advertisement sells apparatus. A
good reproduction has far more appeal than
mere text. The advertising that pulls contains
cuts, and the cuts are yours for the askin

ARNOLD-EDWARDS FORMAL OPENING

Jacksonville Co. Holds Week Celebration in
Dedicating Its New Warerooms

JacksonNviLLE, FLA., December 6.—A week of
celebration was completed here recently by the
Arnold-Edwards Co. as a formal dedication of
its new building at 127 West Adams street.
Decorations including special theatre lights and
large vases of flowers added to the festive
appearance of the establishment, many of the
floral sets coming as donations from local in-
stitutions and national music houses.

During the first evening of the dedication a
concert was given on the balcony by the Arnold-
Victor Orchest-a, while in the recital hall on
the third floor there was an artistic program
and in the Ampico room, on the same floor,
another concert was featured. With a slightly
raised stage at one end of this floor, a small
concert hall is afforded which has a scating
capacity of one hundred and fifty persons. The
first two floors are devoted to instruments.

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
OMAHA

A few dealerships open. Write

or wire
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—— Greetings

In closing the greatest year in vur
history we thank the trade for its
patronage and confidence. It is
our earnest hope that 1924 will
bring to every member of our in-
dustry happiness, joy and pros-
perity

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 814”, 914”, 1014”. 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.

Personal Duletide
Greetings to the
Trabde from

The Jewe!l Phonoparts Co.'s
cumplete organization.

Jewel Tone Arm No. 4

Note handsome Bell-Shaped
Base without Flange showing

Reproducer in position to play Shows reproducer thrown back ) Equipped with or withou!
Edison Records with Saffo on tone arm in Edison position. Mute, Mica or NOM-Y-KA
point or fibre needle. Dome cannot touch 4t. Dzaphragm
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gANSAS CITY

Dealers Making Use of Manufacturer’s Publicity—7Year-end Sales
Promise to Be Big—Changes in the Trade and News of the Month

Kansas City, Mo., December 7.—This city has
been frequently criticized as lacking in musical
appreciation, but when high-class music was
presented in an attractive way in “Blossom
Time” the two past weeks the Wunderlich
Piano Co. reported that the sale of records of
music from "“Blossom Time” was so great that
it was impossible to keep it in stock.

Dealers Using Victor Publicity

The J.-W. Jenkins Sons Music Co. reports
that little Christmas pamphlets attractively got-
ten up by the Victor Co. with the holiday sea-
son in mind, one giving a list of records and
one illustrating a variety of Victrolas, have
been very well received by the dealers in
this territory, showing that they do often-
times use freely the advertising material which
is sent to them. This wholesaler also reports
that the console models of Victrolas are in
great demand. The tendency is to buy the
popular-priced Victrolas.

Claude Barricklow, of Great Bend, Ind.; Fred
Kaiser, of Ottawa, Kan.,, and Paul Lanning, of
Ossawatomie, Kan, Victor dealers, were. in
Kansas City the last week in November, look-
ing over the stock at the J. W. Jenkins Sons
Co., preparatory to buving for Christmas trade.

Edison Year Closes With Rush

J. H. Cropp, sales manager of the Edison
Shop, said that the store had had splendid busi-
ness in November and that the outlook as re-
gards the Edison line is exceptionally bright,
with an unprecedented holiday trade a certainty.

Holds “Victrola Week”

The J. W. Jenkins Sons Music Co. recently
staged a “Victrola Week.” Special advertise-
ments in the daily papers and window displays
attracted much attention. One window fea-
tured grand opera records by having miniature
dolls representing singers in the leading roles
of the operas in costume arranged in strikingly
dramatic attitudes. Many sales resulted, ac-
cording to Burton J. Pierce, head of the Victor
department. Some of the Victrolas purchased
are for Christmas gifts and are to be held for
Christmas delivery.

Brisk Demand for Okeh Records

According to the Artophone Co. business is
very good. In fact, it finds that it has almost
more than it can do with an unusual run at the
present time on Okeh records for Christmas.
Some new Kansas City records made by the
local artists, Bennie Moten’'s Orchestra, Mary
Bradford and Ada Brown are going very well.

Edison Dealers Winding Up Busy Year

The Phonograph Co., Edison distributor, with
headquartets in this city, is a busy place these
days taking care of its dealers, who are al-
ready busy with holiday sales. Both machines

and records seem to be moving in a most satis-
factory manner, and there is no doubt that
when the calm after the storm comes in Janu-
ary dealers will look back with satisfaction to a
year of steady progress.
Music Box Featuring Victor

The stock of the Talking Machine Co. at
Eleventh and Main streets, bankrupt, which was
bought by Mrs. Edward Zola some months ago,
has been gradually cleaned out and this is now
an exclusive Victor store under the name of
the Music Box. Miss Frances Enoch, who was
with the J. W. Jenkins Sons Music Co., is at the
head of the Red Seal department. M. C. Dal-
rymple, formerly a retail merchant, is the busi-
ness and advertising nranager.

Holiday Drive Under Way at Jones Store

The music department of the Jones Store Co.
is staging a special sales drive for the holiday
season. The company also carries a line of
Sonora and Victor machines, which are selling
well through the Christmas club plan.

Kimball Co.’s Advertising Profitable

J. D. Mahaffey, advertising manager of the

Kimball Co., says that they have done more

business in the last ninety days than during any
similar period in the history of the firm. This
is, he feels, due to an intensive advertising cam-
paign. The Okeh records of popular music are
going particularly good just now.

Victor Dealers to Meet

There will be a meeting of Victor dealers
who are served by the J. W. Jenkins Sons Co.
at the Baltimore this month. Miss Marie Fin-
ney, of the educational departinent of the Vic-
tor Co., will be here at that time to give a
lecture upon the educational value of the Vic-
trola. A large attendance is expected.

News Gleanings in Brief

William Olney, formerly with the Victrola de-
partment at the Leader department store, St.
Joseph, Mo, is now with Abbott & Troyer,
prominent music house of that city.

Miss Rosalie Kout, of Topeka, Kan., has
taken charge of the phonograph department at
Rohr’s, that city.

Miss Aileen Stanley,
tained the
meeting.

George Price, Viclor artist, was in Kansas
City recently and visited dealers. He appeared
at the Shubert in the “Spice of 1922

Miss Belle Baker, Victor artist, appeared at
the Orpheum and Feodor Chaliapin appeared
at Convention Hall recently.

Other Victor artists who will be in Kansas
City soon are Paul Whiteman's S. S. “Levia-
than” Orchestra and Sousa’s Band.

Victor artist, enter-
local Victor dealers at their last
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How EDISON Meets the
Popular Price Demand

Four Winners Ranging in Price from
$100 to $175 list

! nm }’

The Phonograph Co.
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b Apartment
Model

A few good dealer territories open
in Missouri, Kansas and Oklahoma

Write

1215 McGee St.
KANSAS CITY, MO.
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Dealers who hear the
NEW EDISON in

side-by-side comparison
with other phonographs

invariably select the

NEW EDISON for

their own homes.

And the dealers’ cus-
tomers, when given the

opportunity of side-by-
side comparison, make
the same choice.
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Dealers who hear the
NEW EDISON in
side-by-side comparison
with other phonographs
seek the EDISON Rep-

resentation

—because it is easier to
sell the product they
know to be the best.

©

THOMAS A. EDISON, Inc.
Orange, New Jersey
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Brooklyn Holiday
Trade Grows Apace

Christmas Savings Funds Being Distributed by
Banks—New Accounts Opened—Live Dealer
Cashes in on Small Window—The News

Business throughout Brooklyn and Long
Island territory is particularly good and both
jobbers and retailers seen by The World ex-
pressed themselves as pleased with the general
upward trend in conditions. One prominent
vetailer recently commented upon the fact that
never in all his experience in the talking ma-
chine industry had initial payments been higher
or the average sale totaled as much in dollars.

That the talking machine dealer will come
into a good share of business during and after
the holidays is the view of one prominent
Brooklyn jobber. He bases his opinion on the
reports of the banks concerning the amount of
money deposited in the Christmas Savings
Fund, which was distributed by the banks on
the first of December. In the Borough of
Brooklyn alone there was a total of two million
dollars in Christmas funds, while in Greater
New York over five million dollars were held
on deposit, the total savings throughout the
country amount to $40,000,000 as against $19,-
000,000 at this time last year. This money rep-
resents a distinctly different form of savings
as compared with ordinary bank deposits. Since
it is limited as to the time jt may remain in
the banks and must be withdrawn at the time
specified, it stands to reason the talking ma-
chine dealer will profit by the release of this
money and come in for a fair share of busi-
ness from those who receive various sums at
this time. While it is not possible to tell
exactly who the people are having these ac-
counts, prospects can be followed closely, and
when the money becomes available, inasmuch
as they have already been approached by the
dealer and they are in a very receptive mood,
the money being on hand, what could be more
ideal?

Making Some Fine Sales

A. Lesser, 631 Sutter avenue, Brooklyn, has
recently made some unusual sales of Victor
machines. One of his best sales was that of a
Louis XVI period model to M. Lapidus, prom-
inent local shoe manufacturer, who turned in a
$250 Victrola, which had been in his possession

for two years, in order to secure the more ex-
pensive instrument. Mr. Lapidus, by the way,
is an enthusiastic collector of records, and he
has one of the finest Victor record libraries in
the city. Mr. Lesser is one of the livest dealers
in the Long Island territory, and his aggressive
merchandising methods have been instrumental
in building up a large business in Victor ma-
chines and records.
New Sonora Accounts

The Long Island Phonograph Co., Sonora
distributor in the Brooklyn and Long Island
territory, has been enjoying a fair business dur-
ing the past month. A number of new accounts
have been added during this period, including
M. Brody, 1042 Central avenue, Far Rockaway;
the Parkside Music Shop, 2241 Parkside avenue,
Brooklyn, and the Flatbush Music Shop, 1533
Flatbush avenue, Brooklyn. 7The last-named
concern, of which Thomas Swire is the pro-
prietor, now handles three lines, namely, So-
nora, Brunswick and Columbia phonographs.

Jack Sachnoff Opens Store

An attractive new talking machine establish-
ment has recently been opened at 416 Sutter
avenue, Brooklyn, by Jack Sachnoff. Modern
fixtures, including record demonstration booths,
racks and service counters, have been installed.
The store is in a good location and Mr. Sach-
noff is preparing to capitalize on this fact by
going out after business in an active and de-
termined manner.

Good Victor Business

That the retail Victor trade is in a prosperous
state is indicated by the fact that the Ameri-
can Talking Machine Co., Victor distributor,
with headquarters in Brooklyn, is closing a ban-
ner Fall and Christinas business. It is expected
that when the holidays are over the dealers will
be in a position to loock back at a very satisfac-
tory sales volume.

Makes Small Windows Pay

The talking machine department of the Ster-
ling Piano Corp. is overcoming display diffi-
culties of small windows by arranging very
simple exhibits. Although the objects featured
in each window are few the ensemble is always
artistic and sometimes so unusual as to almost
compel passers-by to stop for a look. Recently
a very attractive display consisted of one Victor
console and an upright machine. The only
other objects in the window were, perhaps, a
dozen especially prepared placards featuring
some of the latest Victor records. A local sign-
painter’s services are utilized for the inaking
of these placards and their use in the windows

your prospects.

17 Hanover Place, Brooklyn, N. Y.

“The favorite instrument of Holiday buyers”

§TH: INSTRUMENT OF QUALITY /2=

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 [sland

Telephone Main 1217-18

=

A.CENTONZ

PUBLISHERS

Distributors and Jobbers in
RECORDS and PIANO ROLLS
174 Johnson Avenue Brooklyn, N. Y.

JUST OUT
Cuore Ideale . . .
Birichina . e &
Fantasia Notturna . . . .

. Waltz
Mazurka

Mazurka

has been found very effective in drawing the
attention of passers-by to records.
Aeolian Co. Has Successful Year
A very successful year has been enjoyed by
the Brooklyn branch of the Aeolian Co. on Flat-
bush avenue. Each month has been a little
better in point of sales than the same month
last year, according to Manager Davis. Regu-
lar advertising and attention-compelling win-
dow displays have been the two big factors in
the good business enjoyed by this progressive
house. The advertising of this company has
appeared in the local newspapers regularly
throughout the year. The large windows of
this concern offer unusual facilities and this has
been taken advantage of. Some of the best
window displays of the year in the talking ma-
chine trade in Brooklyn are credited to the
skillful work of the Aeolian Co. forces.

Live Methods of
Brooklynite Win

Talking Machine Department of Batterman’s
Store Averages Twenty Machine Sales Each
Day as a Result of Efficiency and Work

The careful selection of sales people, intensive
canvassing and advertising have been instru-
mental in making the talking machine department
of Batterman's Department Store, Brooklyn, one
of the most profitable and important branches
of the business. An average daily sale of twenty
instruments and a growing demand for records
bears out this observation.

How Salesmen Are Judged

The selection of salesmen has a direct bearing
on the success of any mercantile enterprise and
1s, therefore, of the utmost importance, accord-
ing to F. J. Ennis, manager of the talking ma-
chine department, who speaks with the authorty
of experience and success in picking the right
type of men. Personality, energy and determina-
tion are the tliree most important factors which
contribute to results by salesmen. At this estab-
lishment men who have been in the sales end
of the talking machine business and who have
the necessary qualifications are, of course, pre-
ferred, but experience in this line is not made a
prerequisite of employment. Eighteen men com-
pose the outside sales organization of this de-
partment, and they are making good in a big
way. They were selected because they pos-
sessed the three qualities mentioned above and in
addition knew or had the intelligence to quickly
grasp the fundamental principles of selling talk-
ing machines.

' Canvassing the Big Force

The success of this department also is due in
a large measure to the intensive canvassing of
the large outside sales organization. Day after

_day these men are scouring their territories for

business, and, as is natural where such persist-

ent and sustained efforts are resorted to, they
(Continued on page 74)
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METHODS OF LIVE MERCHANT WIN

(Continued from page 72)

get it. Prospects are followed up in a determined
manner and they are not dropped from the list
until the chances of ultimately making a sale are
found to be nil

The inside sales organization co-operates in a
most effective manner with the outside men, a
vitally important consideration. Working hours
are an unknown quantity at this live department.
Prospects that develop in the store during the
day are followed up in the evenings and even
on Sundays; thus no sales opportunities are over-
looked. Each week the staff sets a sales quota
and works hard to come up to the mark set. For
example, on a recent Saturday the organization
went out with the determination to dispose of
fifty instruments in one day. To make a long
story short, thirty-seven machines were sold,
and the next day, Sunday, seven sales were
added to this. These seven sales were follow-
ups of inquiries received on Saturday. The or-
ganization fell short of the mark by six machines,

but the sales volume for that day shows what
can be done when persistency and proper meth-
ods are used.
Extensive Advertising Helps

Considerable space is used in the local news-
papers to broadcast the story of the talking ma-
chines and records, and week after week this pub-
licity is demonstrating its value in creating busi-
ness. As a result of the advertising drive Bat-
terman's talking machinc department has become
widely known to the residents in Brooklyn and
many of the surrounding communities.

Radio and “Talkers” Allies

The talking machine and radio departments
of this concern are located side by side, and this
has been productive of business for both depart-
ments, demonstrating to Batterman’s, at least,
that radio, if properly featured, works to the ad-
vantage of the talking machine business and not
against it. This is demonstrated by an incident
at the store recently. A man came into the talk-
ing machine department. He had not made up
his mind whether to purchase a radio set or a
talking machine. The salesmen explained the

A REAL PORTABLE MOTOR

Model S. S.

Model H. H.
play 5 records.

Model K. K.
play 3 records.

321-323-325 Dean Street

Weight reduced to a minimum—compact—strongly con-

structed—absolutely silent and GUARANTEED TO
PLAY TWO RECORDS.

The best in material and workmanship is found in this
motor—one designed particularly for portable use and

one that will give long and satisfactory service.

For Larger Machines

a double spring motor guaranteed to

a double spring motor guaranteed to

Further Information Upon Request

THESILENT MOTOR CORPORATION

Telephone Sterling 4861

BROOKLYN, N. Y.

merits of the talking machines handled and then
led the prospect over to the radio department,
so that he could secure the necessary informa-
tion on radio before making up his mind. Be-
fore leaving the store the man had purchased
both. This has happened several times, accord-
ing to Mr. Ennis, and it proves that even to the
layman it is clear that the purposes of radio and
the talking machine are different and each can
be made a worth-while accessory to the home.

Another business-producing stunt at this store
is the location of a record department on the
main floor. The hundreds of customers who pass
through the store during each day naturally are
attracted to this department and many sales are
made. A small talking machine is constantly
sending out refrains of the latest music. In
many instances inquiries are received at this spe-
cial record department which have resulted in
larger sales in the main talking machine depart-
ment. Other features being planned include a
special department for children’s records and a
German record department. The latter will be
in charge of a salesman who speaks German to
serve the many patrons of German origin who
shop at the store.

"Mr. Ennis, who recently came to this store
from Stix, Baer & Fuller, St. Louis, is not un-
known to the trade in Brooklyn and New York.

.He was formerly connected with Frederick Loe-

ser & Co., Brooklyn, and Bloomingdale’s, New
York, and he has had wide experience in the
talking machine field.

BOOK ON PHONOGRAPH CONSTRUCTION

Interesting Volume on the Design and Con-
struction of Talking Machines Being Pub-
lished by Bruce Publishing Co. ‘

“Phonograph Construction,” a book dealing
with the construction of the component parts
of the modern talking machine, by E. M. Win-
terbourne, of the New Mexico State Teachers’
College, Silver City, N. M., has just been pub-
lished by the Bruce Publishing Co., Milwaukee,
Wis. The book has been written especially for
the layman and technical terms are avoided.
The work is developed in an interesting and
instructive manner and should prove of value
to those of the general public who are seeking
cnlightenment in this field, especially students
of manual training in schools. There are six
chapters devoted to the following subjects:
“History of the Development of the Phono-
graph,” “Designing the Cabinet,” “Constructive
Details of Cabinets,” “Sound Amplifiers and
Volume Modulators,” “Wood Finishing” and
“Equipment.” “Tool Processes” are treated in
rathcr a complete, though brief, manner in the
appendix.

VINCENT’S MUSIC SHOP OPENED

Vincent’s Music Shop, which opened recently
at 3451 Fulton street, Brooklyn, carries a
complete line of music goods, including pianos,
phonographs, sheet music and radio supplies.
The store is well appointed in the matter of
store equipment and has already proved very
popular with residents in this section.

0. W. RAY ON TRIP TO COAST

Oscar W. Ray, general manager of the whole-
sale Vocalion Red Record departinent of the
Aeolian Co., left recently on an extended busi-
ness_trip to the Pacific Coast, in the course of
which he will call on Vocalion record distribu-
tors, together with numerous dealers in the
larger centers. He expects to be away from
his office for several weeks.

REEDER STORE IN NEW WAREROOMS

Cartiste, Pa., December 6.—The D. N. Reeder
music store has recently changed its location
from the South Hanover street address to the
building on North Hanover street, formerly
occupied by the J. H. Trou Music House.
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HE TALKING MACHINE DEALER’S FIELD for

Additional Profits. A new field for greater business 1s
offered to the talking machine dealer by radio. Without increas-
: ing overhead, radio enables you to serve new customers who
i otherwise might never enter your store. You will also get addi-
tional business from your old customers. Wide awake talking
machine dealers in all parts of the country are handling the
Crosley line of radio receivers and parts. Constructive, con-
sistent advertising over a long period of time has created an ever
! increasing demand for Crosley instruments.

-ERBSLEY

Better-Cost Less
Radio Products

Exceptional performance that gives unusual satisfaction has made thou-
sands of happy customers who tell their friends about results that their

“Crosley” has brought.

T e ———

Make up your mind now to get'some of this business that is waiting to
come to you.
IVrite for Complete Catalog.

This fully describes Crosley Instruments and Parts.

CROSLEY MANUFACTURING COMPANY

POWEL CROSLEY, Jr., President
1226 Alfred Street CINCINNATI, OHIO
Crosley Model X-J, Price $65

As an example of the exceptional value of all
Crosley instruments, we illustrate the lodel
X This is a four tube set combining one
stage of tuned radio frequency amplification,
detector and two stages of audio frequency
amplification We unhesitatingly claim that
this is the most popular receiver in the United
States today.

For those who desire additional beauty com
bined with excellent performance there is a
handsome Crosley

Consolette Model X-L, Price $140
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W holesalers Ouersold as Trade Supplies Holzday Demand—H eavy
Sates of Popular Records—Columbia Dealers Organize—The News

Bavrtisorg, Mp., December 9—The talking
machine business, insofar as the jobbers are con-
cerned, is limited solely by the number of ma-
chines which they are able to supply the trade on
oversold orders. Practically every jobber in this
city has been oversold on the more popular
types of machines for months,

Sold Out on Popular Victor Models

Tu commenting on this situation, I. Son Cohen,
head of Cohen & Hughes, Inc., Victor distribu-
tors, said that he considered himself lucky if he
could supply 10 per cent of his customers’ orders
for the popular types of machines. “As fast as
we get the machines they are shipped or sent out
to fill standing orders, and our business for many
months has been run on the ‘curbstone plan.’
That is, we get the machines as far as the curh-
stone and send them out again without ever
bringing them into the warchouses. “For a long
time,” he continued, “we have been satisfied to
take care of our regular trade without seeking
new fields and feel like ‘patting ourselves on the
back’ when we can do this.”

Wholesalers Experience Shortage

Practically the same situation exists with the
other two local Victor jobbers, E. F. Droop &
Sons and Eisenbrandt's. W. C. Roberts. man-
ager of the former firm, said the demand for
80 and 210 types of Victors exceeded the supply
by about 90 per cent and that this condition had
prevailed with his house for many months.

Big Record Sales of Popular Numbers

Mr. Roberts. by the way, says he is the one re-
sponsible for the advance release of the record
“Sleep” in Baltimore, which was put on sale here
a week before other sections of the country. He
knows the Waring brothers personally, and when
they were advertised to appear at one of the
local theatres he went to see and hear them and
heard “Sleep,” after which he arranged for the
early release of the record here, which prom’ses
to establish a high-water mark in sales. “The
first day it was put on sale in our retail depart-
ment,” said Mr. Roberts, “we sold more records
than in any other twenty-four hours in the his-
tory of our store.

Cohen & Hughes also report having one of the
biggest runs on this record in the historv of the
firm, over 6,000 having been sold in three days.
Another record which Cohen & Hughes have
been pushing with big results is the *“Conun-
drum,” or “What Will T Play Next.” While this
record has been on the market for some time, it
has not been featured in this territory and re-
sults so far seem to indicate a big sale.

Brunswick Demand Exceeds Supply

The local agency of the Brunswick is another

place where optimism over the outlook prevails

and the only sign of worry is occasioned by not
getting the goods for delivery. **While we have
caught up to some extent on deliveries,” said
Manager C. F. Shaw, “we are still behind on
our orders for the more popular types of the
Brunswick. This handicap, however, is more
than offset by the wonderful increase in record
sales, which have more than doubled in the past
vear, and every indication points to a better 1924.”

Manager Shaw had his sales force here on
December 3 for a meeting, at which he spoke
and explained the efforts being made to take care
of the holiday trade. A great friendly rivalry
now exists among the Brunswick sales force as
to which representative will make the best show-
ing for the year. M. M. Kuhn, of the North
Carolina district, is leading at present, having
come to the front during the past month through
signing up several stores in this section, among
which are Colson & Covington, of Wadesboro;
J. B. Bruton, of Lamberton, and Turner & Co.,
of Charlotte.

H. H. Sheldon, of the Baltimore district, is
second through the signing up of Louis Mazor
as an exclusive Brunswick dealer in his new
store just opened at 512 North Howard street.
Mr. Mazor, who conducts four other stores in
the city, has fitted up his new store, which is in
the Academy of Music Building, in a most elab-
orate manner.

D. W. Causey, Virginia representative, con-
tributed the Brunswick contract of the Jefferson
News Stand. of Charlotte, which will be under
the management of Grafton D. Payne.

Columbia Headquarters Reopened

“Business never was better nor were we ever
so rushed to fill orders as we are today,” said
W. H. Swartz, secretary-treasurer-general man-
ager of the Columbia \Wholesalers, Inc., distrib-
utors of the Columbia, as he greeted The World
representative, with his sleeves rolled up, work-
ing in the mailing room trying, as he put it, “to
catch up with the orders for that advertis‘ng
record of the Columbia.”

“We are simply swamped,” he said, and are
working practically day and night to keep the
dealers supplied with the record. Orders are
coming in by phone, wire and mail and dealers
are ordering lots of 1,000 to 2,000 at a time. Tt
is without exception the greatest advertisement
ever put out by the Columbia, and the dealers
are co-operating by asking all purchasers to read
the statement on the envelope explaining the
advantages of the New Process records and fol-
lowing up all sales with advertising matter.

Sales of the new $150 and $200 Columbia con-
soles have exceeded all expectations, according
to Mr. Swartz, and it is impossible to supply the

R K

demand for the $100 type, the firm even going so
far as to go into Canada and buy machines, pay-
ing the import duty, in order to meet demands.

“While we have been turning down applica-
tions for Columbia machines, preferring to take
care of our ti1ade first,” said Mr. Swartz, “we
have taken on a few during the past month, in-
cluding one in Baltimore, that of the Knabe Stu-
dios, Inc., 309 North Charles street.”

Cohen & Hughes Stage Tie-up

Cohen & Hughes, Inc., Victor jobbers of this
city and Washington, D. C.,, took advantage of
the recent appearance here of Balieff’'s “Chauve
Souris” to stage a tie-up. Window strips were
prepared for Victor dealers and these were
effective in stimulating sales of the records made
by these artists.

Another dealer help prepared by this live
firm is the preparation of a special list of
records appropriate as Christinas gifts. The
list is holly bordered and is sized to fit the
frames provided for dealers by the company at
the beginning of the year. From time to time
Cohen & Hughes have supplied the dealers with
special strips for insertion in these frames.
These inserts are designed to increase the sale
of records. I. Son Cohen, president of the com-
pany, stated that more frames are available and
will be supplied to Victor dealers upon request.

Fine Brunswick Window

William Sprinkle, head of the Sprinkle Piano
Co., of Greensboro, N. C., was a visitor to the
Brunswick agency this month and brought along
a picture of a Brunswick window display in its
store which attracted considerable attention, as
well as business, during the two weeks it was on
display. The display, which represented a min-
iature stage with automatic figures, was arranged
by Mrs. W. H. Harrison, wife of the manager.
Mr. Sprinkle, who controls stores in Winston-
Salem, N. C., and Norfolk and Richmond. Va.,
is very optimistic over the outlook for business.

“Columbia Dealers of Baltimore” Organized

“The Columbia Dealers of Baltimore” is the
name of a new organization which was perfected
last month following the meeting of Columbia
dealers at the Emerson Hotel earlier in the
month as the guests of the Columb’a \Whole-
salers, Inc. Officers were elected as follows:
Leonard Trout. president; George Behm, vice-
president; Arthur Stein, secretary, and Charles
Seihler, treasurer. A constitution and by-laws
committee was appointed and plans were per-
fected for holding regular meetings once a
month, on the last Thursday. A resolution was
passed complimenting the Columbia Co. on the
advertising which it is do'ng in the daily papers
and magazines in this section of the country and
calling upon the Columbia dealers to co-operate.
The members were enterta‘ned with banjo selec-
tions by Professor McCaulley. who will shortly
start making records for the Columbia Co.

The Kranz-Smith Piano Co. has added a line
of musical instruments to its phonograph depart-
ment and is meeting with good results, accord-
ing to Edward Keefer, manager.
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GAIN as the old year passes and

the new begins, we extend the
compliments of the season and ex-
press the sincere wish that the New
Year will be a Happy and Prosperous
one for you.

More than that, we are prepared to
help you make it one. Our plans for
1924 are entirely progressive and we
solicit the privilege of demonstrating
them to you.
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Start of Christmas Business Indicates Banner

Season—Artophone

Corp. in New Home—Changes in Edison Territory—Month’s N ews

St. Louis, Mo.,, December 8-—Talking machine
merchants all along the line report that busi-
ness for the past month was substantially ahead
of that for the same period a year ago and say
that December started off with every indication
of making an even better showing as compared
to December of last year. Consoles are clearly
in the lead, with the demand best for medium-
priced machines, but good sales of upright mod-
els are also being made. Orders for Christmas
delivery indicate a banner holiday trade. Rec-
ords are going well. The outstanding releases
are snapped up with avidity and there is a
steady movement of staple records.

Now Occupying Attractive Quarters

The Artophone Corp. and the Lehman Piano
Co. got off to a running start in the latter part
of November in their rebuilt stores at Eleventh
and Olive streets, following the fire last Sum-
mer, and are going strong on Christmas busi-
ness. The Artophone Corp. has a larger and
finer display and has struck the Olive street
pace, which was somewhat interrupted while
the firm was temporarily on Pine street. The
lines handled include Strand and Artophone
machines and Okeh records. The Lehman Co.
is handling Brunswicks and Sonoras. For the
present it has no separate talking machine or-
ganization, the regular floor force taking care
of both machines and pianos. Harry Hunter is
the sales manager and assisting him are J. E.
Reger, Herman Weil, W. R. Alberts and R. Q.
Jokerst. The booths are grouped in the rear
on main floor and mezzanine.

Talking machine dealers have subscribed lib-
crally to the éendowment fund for the St. Louis
Symphony Orchestra. The Brunswick Co. sub-
scribed $250 a year for three years.

Activities of Silverstone Music Co.

The Silverstone Music Co., Edison distribu-
tor, feels happy over November business, see-
ing that the record for a year ago was passed
the first twenty days of the month. Business
toward the end of the month was stimulated by
an offer of special terms on Thanksgiving or-
ders. It was stimulated further in the early
part of December by Retail Manager Gold
opening a Christmas reservation campaign. The
offer was to make reservations on a nominal
payment, the balance of the “down” payment
to be made on delivery for each instrument,
with the $175 console leading in the number
of sales.

The Silverstone Co. has found it necessary
to give assistance to O. A. Reynolds and G.
Manne, who have been covering Missouri.
Oliver Scott, formerly outside city salesman,
has taken over part of the lerritory and is out

placing dealers. One of the acquisitions is the
Hamilton Specialty & Novelty Co., Desoto, Mo.
John Fahland, a new man, has taken Scott’s
place in the city trade. Mr. Manne, on a
Southern trip, reports crop conditions unfavor-
able in Tennessce, but excellent in southern
Missouri and Arkansas.

President Tedstrom, of the Tedstrom Furni-
ture Co., Pine Bluff, Ark., who recently became
an Edison dealer, was in St. Louis in the latter
part of November.

Frank Sigman, Edison dealer, Flat
Mo., was a recent visitor to this city.

Stages Special Sales Drive

Manager H. J. Arbuckle, of the Widener
Corp., celebrated the firm’s seventh anniversary
by staging a special sales drive. His Novem-
ber business was wonderful, he says, and it is
certain that his business will be the best that
he has had in the five years that he has been
in charge here.

St. Louis Symphony Orchestra Records

Records were made recently in St. Louis by
the St. Louis Symphony Orchestra for the Vic-
tor Co. A complete recording laboratory was
set up in St. Louis, in charge of E. T. King and
Ray Sooey, two of the supervisors of the re-
cording in the great recording laboratories at
Camden, N. J. St. Louis mnusic lovers are look-
ing forward to the release date of these records.

Geo. L. Fuhri With Artophone Corp.

One of the new comers in the phonograph
field in this city is George L. Fuhri, son of
William C. Fuhri, general sales manager of the
General Phonograph Corp., New York, manu-
facturer of Okeh and Odeon records. Mr.
Fuhri Jr., has joined the sales staff of the Arto-
phone Corp., Okeh jobber, and although he has
only been “on the job” for a few weeks he is
showing a marked sales ability that is a tribute
to the expcrience and success of his popular
father.

River,

Victor Upright for Bombay

Manager J. L. Stevener, of the phonograph,
department of the Aeolian Co. of Missouri, had
the satisfaction the other day of selling a Vic-
tor upright, Style 11, for shipment to C. H.
Readymoney at Bombay, Ind, and collecting
the ready money for it. The sale was made
through a local jobber. That was not all the
ready money that came in during November.
There were especially good sales of $250 Vo-
calion consoles and uprights.

Husselton Broadcasts Program

T. L. Husselton, Victor factory representa-
tive, who is spending a few weeks among Vic-
tor dealers in St. Louis, broadcasted a program
from the IKSD radio station, St. Louis Post-

— =

| TR e acturers O Ghe Fines: 1
Phonographs and Sound Boxes
use and endorse our AAA quality

I India Ruby Mica |

It DIAPHRAGMS "

All sizes for immediate delivery

| WILLIAM BRAND & CO.

1"' 27 East 22nd Street New York City
Telephone, Ashland 7868
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Dispatch, on December 3. Miss Blanche Rose-
brough, of the Victor educational department
of Scruggs-Vandervoort-Barney, played his ac-
companiments. Mr. Husselton has been the
source of much pleasure at several of the Victor
meetings in St. Louis with his rich baritone
voice, which has a Werrenrathlike quality. He
has been singing in churches also during his
St. Louis stay.
Brief but Interesting News Items

The E. E. Baker Music Co,, this city, recently
disposed of four period Victrolas, a Queen
Anne, Sheraton, William and Mary and a Chip-
pendale, all within the space of one week.

Manager Horning, of the Stix, Baer & Fuller
music department, gave a radio show recently,
at which visitors’ messages were transmitted to
various parts of the country. Several manu-
facturers had booths showing their wares.

Allen McQuhae, Brunswick artist, appeared
with the Apollo Club in concert at the Odeon
and was enthusiastically received.

The Concordia Publishing House, Ludwig’s
Music House and George Kilgen & Son, pipe
organ manufacturers, are among the 194 firms
in business in St. Louis for fifty years or more
that are to be guests of honor at a banquet to
be given in the near future by the Chamber
of Commerce.

V. Salzman, of the Vocalion Chicago office,
was a recent visitor here.

St. Louis Victor stores are displaying photo-
graphs of Sissle and Blake furnished by the
theatre in connection with their appearance in
“Shuffle Along,” and an augmented sale of their
Victor records is resulting.

The E. E. Baker Music House, now exclusive
Victor dealer, is using the musical census idea
to get prospects, gain good-will and sell goods.
Mrs. E. Young is doing the work and reports
finding many people who appreciate having rec-
ords brought to the home to sell

The Gausmann-Parker Housefurnishing Co.,
North St. Louis, has bought the Victor stock
of the Baden Music Co.

Roy C. Cunningham, formerly with the R. G
Dunn Co., Brownsville, Pa., was recently made
manager of the Hardwick Music Store in the
Moss Arcade, that citv. Mr. Cunningham is a
merchandiser of wide expcrience.

Edison Phonograph.

“TIE UP WITH A WINNER!”

| The NEW EDISON Phonograph .

Is Acknowledged “THE DADDY OF THEM ALL”

THE LIVE DEALER

Can take advantage of this public confidence by tying up with an agency for the New
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The complete answer is found in the NEW
1924 MODELS of the WOLVERINE
LINE. Very truly has this remarkable line been called “The Standard of Comparxson

Many of the largest stores in the country are selling the WOLVERINE LINE, and inquiries for
territory are arriving daily. The discounts are liberal, the quality 1s of the hlghest and the retail
prices much lower than you would ever expect after an inspection of one of these cabinets.

True VALUE is built into every WOLVERINE and a franchise for your territory is a valuable
asset.

NOW IS THE TIME TO INVESTIGATE. WE MAKE NO STATEMENTS THAT WE
CANNOT PROVE. AIll that we ask is the opportunity.
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Model 400 Model 800 Model 900
Queen Anne Console Tudor Period Ceonsole Stuart Censole
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The Wolverine Line Is
A COMPLETE LINE FROM THE $35 PORTABLE TO THE $215 CONSOLE
Everything the Dealer Needs, and All of the Same High Quality
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CONGRESS AND BATES STS. DETROIT, MICH.
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The NEW
Columbia -
1s superior

Hearing
is believing

The tone is true. Regardless of the in-
strument reproduced or the register of voice
recorded, you'll immediately recognize the
distinctive tone of the violin, cello, soprano.
contralto, tenor or baritone.
Columbia Reproducer 1s responsible for this
fidehty of reproduction.

COLUMBIA PHONOGRAPH COMPANY
New York

The New
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Christmas Gift Buying
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Starts 11'ith a Rush—Dealers
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II7ell Stocked

to Meet the Demand—Tone-Tests Prove Popular in lowa—The News

Des Moines, TA., December 7.—With the holi-
day season approaching, most dealers in this
section of the country have completed their
stocks of instruments. WWhile business in gen-
cral has been rather quiet throughout Novem-
ber holiday buying has started with a rush.

The seasonal demand for instruments on
the part of the dealers has been as good as
usual. Jobbers explain that dealers have stocked
fully as heavily as in past years. Demand
seems to have concentrated on the smaller and
lower-priced machines.

The tone-test concerts recently completed by
a group of Edison artists have been very popu-
lar in the Iowa towns where they were held.
According to Harger & Blish, Edison jobbers,
the tests were the most successful in every
way of any ever arranged by them.

In J. B. O. (Just Between Ourselves), a
monthly house organ put out by Mickel Bros.
and edited by H. B. Sixsmith, a regular monthly
feature is being maintained. The feature, a
“Who's Who” column, each month takes up
some prominent Victor dealer of the State. The

December issue of the publication gives some-
" thing of the history of Fred J. Schamp, man-
ager of the talking machine department for
Davidson Bros., Sioux City, Ia.

The Baas Music Shop, Rock Island, 1Il., re-
cently arranged a publicity stunt that attracted
considerable attention. Don Bestor and His
Benson Orchestra were on the bill at the Fort
Armstrong Theatre and Mr. Baas induced Mr.
Bestor to give a concert in the music shop dur-
ing his engagement in Rock Island. For one
hour Mr. Bestor played to a crowd that packed

the store. Mr. Baas expresses himself as very
much pleased over the results of the concert.

The Cummings Music Co., Sheridan, Ia., has
just moved into a fine new store located in the
I.otus Theatre block of that city.

The Gaston Music Co., Kearney, Neb., re-
cently ventured into the foreign record busi-
ness. The first order was for fifty German
records. Making a record sale in more ways
than one, the store sold the entire fifty records
to one German customer.

W. O. Welker, traveler for Mickel Bros. in
Northeastern territory, who underwent an oper-
ation for appendicitis during the latter part of
November, is well on the road to recovery and
expects to be back on the road shortly after the
first of the year.

Belle Hendrix Smith, who for the past three
vears has had charge of the educational de-
partment for Mickel Bros. Co., has taken charge
of the Victrola department for Chase & West
at Des Moines.

The Elder Piano Co., at Hebron, Neb., Vie-
tor dealer, has recently remodeled its store. A
new store front was installed and separate de-
partments constructed for each of the depart-
ments.

The Tout Drug Co., York, Neb., is arranging
for a Music Memory Contest to be held in the
near future.

ARTISTIC CHRISTMAS “SONORA BELL”

Sonora Dealers Pleased With Current Issue of.

House Organ—Many Articles of Practical
Value and Importance to Retailers

The Christmas number of the “Sonora Bell,”
the house organ published monthly by the
Sonora Phonograph Co. for its dealers, is note-
:vorthy for the many practical and constructive
articles that are featured, together with the at-
tractive appearance as a whole. A special cover
is used for this edition, presenting the holiday
colors of green and red, and the company’s
advertising department has been congratulated
upon the appearance of the publication.

The first article in the Christmas issue is en-
titled “Your Month of Largest Sales Is Here,"
and under this heading there is presented a
brief summary of the many practical sales helps
that the Sonora Co. has prepared for the use
of its dealers during the holiday season. The
article entitled “Looking Below the Surface
Helps You Sell” is illustrated with a group

picture showing the Barker Bros. establishment
in Los Angeles, one of the most successful
Sonora dealers in the country. Robert O. Waldo,
of Foster & WWaldo, Minneapolis, a prominent
concern that for many years has been a fore-
most figure in retail circles, contributes an in-
teresting article entitled “The One and Only
Way to Success.” Other timely articles in this
Christmas edition of the “Bell” are “Local
Music Events Are Sales Assets,” “Stories of
Sonora Selling Successes,” “Manufacture of the
Sonora Packing Case,” “Modern Merchandising
Methods,” and “Little Histories of Furniture
Periods.”

HUB CO. ADDS COLUMBIA

PorrLaND, MEe.,, December 6 —The Hub Furni-
ture Co. has recently taken on the complete
new line of Columbia instruments, together
with a representative stock of the New Process
Columbia records. Extensive alterations are
being made in the store, and the department
intends now to actively go out for business.
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COMPARISON WITH THE LIVING ARTIST
REVEALS NO DIFFERENCE
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THE TALKING MACHINE WORLD

REGAL({\} RECORDS

Predominate
the field

The unusual selling power of the
REGAL 50c. RECORD is of impor-

tant significance to you.

Daily thousands of people are buying
the REGAL 50c¢c. RECORD because
it gives them the quality they want
at a saving of 25¢. on each record
they buy.

This unusual value creates a demand
for REGAL which offers you a genu-
ine opportunity to boost your sales
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