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Victrola

REG. U.S. PAT. OFF.

The word “Victrola” as well .as the picture “His
Master’s Voice” is an exclusive trademark of the
Victor Talking Machine Company. Being registered
trademarks they cannot lawfully be applied to other
than Victor products.
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'HIS MASTER'S VOICE”

REG.U.S. PAT. OFF

Victor Talking Machine Company, Camden,N.J.

Entered as sccond-class matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 3, 1879.
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Serenade

Saginaw
$150 fi

$100

Sonora Merchandise, of Highest Quality,
is Priced to Move in Largest Quantity!

ate prices, then indeed have you a proposi-
tion of such obvious appeal to the large
medium-price market that your success with
the Sonora Phonograph is bound to be only a
matter of its proper presentation.

Of this Sonora dealers can be assured: The
outstanding merit of the Sonora Phonograph,
its exceptionally beautiful tone quality, per-
fection of reproduction and beautiful work-
manship assure a prestige among music
lovers which creates sale after
sale.  Sonora phonographs
are recognized everywhere as
the ultimate in sound repro-
ducing instruments.

As further assurance of suc-
cess, you have available the
ever popular Sonora Radio-
Phonographs and Radio
Speakers, which enable you to |

And when added to all this
known superiority you can
offer merchandise such as is
shown above, at these moder-

Sonora Radio Speaker, $30

The famous Sonora tone passage in an
attractive brown mahogany cabinet.
The finest toned speaker obtainable,
assures profitable sales.

meet every taste and require-
ment. Write today for com-
plete details of Sonora prices,
discounts and selling plans.

Senora Phonograph Co., Inc., 279 Broadway, New York City

Makers of Sonora Phonographs, Sonora Radio Speakers, Reproducers and Sonoradies

Canadian and Export Distributors:

C. A. Richards, Inc., 279 Broadway, New York City
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E. R. Strauss Heads the
Vocalion Record Division

Office of Manager of Brunswick Vocalion Rec-
ord Division Will Be Located at 799 Seventh
Avenue, New York—Mr. Strauss Widely
Known and Esteemed in the Trade

Edward R. Strauss, one of the veterans of
the Brunswick-Balke-Collender Co.'s executive
organization and well known throughout the
talking machine trade, has been appointed gen-
eral manager of the company’s Vocalion record
division. As announced in last month’s World
the Brunswick Co. is now the owner of the
Vocalion record library, and under Mr, Strauss’
direction an aggressive sales and merchandis-
ing campaign has been inaugurated. The offices
of the Vocalion record division will be located
at the Eastern Brunswick headquarters, 799
Seventh avenue, New York, and Mr. Strauss
has been devoting the greater part of his time

Edward R. Strauss
the past fcw weeks to the supervision and han-
dling of the many dctails incidcntal to the estab-
lishment of the new division which is under his
management. Vocalion records will be mecr-
chandised as heretofore through jobbers, and
C. R. McKinnon, who formerly traveled for
the Aeolian Co.’s Vocalion record division, has
been appointcd to a similar position in the
Vocalion rccord division of the Brunswick Co.

Mr. Strauss has been associated with the
Brunswick-Balke-Collender Co. for the past
twenty years and is popular with the organiza-
tions in both Chicago and New York. For sev-
eral years he has been vice-president of the
New York division of the Brunswick Co., and
his thorough familiarity with Brunswick market-
ing policies and plans insures his success in his
new work.

Plan Syracusve Radio Show

Syracusk, N. Y., January 10—The first annual
radio exposition to be held in this city will take
place at the State Armory from February 18 to
21. The exhibition will be produced through
the courtesy of the Syracuse Herald, with the
co-operation of the Syracuse Radio Dealers’
Association, and considerable interest is being
manifested in the plans fdt' the show.

Vorbach Bros. Incorporate

Vorbach Bros., Queens, N. Y., were recently
incorporated at Albany, N. Y., to manufacture
musical instruments with a capital stock of
$50,000. The incorporators are J. L., C. J. and
L. Vorbach.

Caswell Co. Marketing
Complete Portable Line

New Company Headed by L. B. Casagrande—
John Casagrande Is Vice-President—Small
Phonographs Have Distinctive Features

The Caswell Mfg. Co., with offices and fac-
tory at St. Paul avenue and Tenth street, Mil-
waukee, Wis., has just placed on the market a
complete line of portable phonographs, which
will include the most up-to-date and advanced
constructional ideas in this important field. L.
B. Casagrande, formerly sales manager of the
Carryola Co. of America, is head of the new
company, and John Casagrande is vice-prgsi-
dent. Both of these executives are thoroughly
familiar with the manufacturing and marketing
of portable phonographs, and they are now com-
pleting plans which will enable them to co-
operate efficiently with the jobbers and dealers.

Caswell portables have many distinctive fea-
tures, with the outside coverings of genuine
Dupont fabrikoid in blues, grays, browns, red,
green and black, and the inside coverings in
harmonizing colors. The Heineman motor is
used in these portables, with a full throwback
universal tone arm and the new Caswell Micro-
tone reproducer. There is ample carrying room
for eighteen records, and the design of the in-
strument has won the enthusiastic commenda-
tion of jobbers and dealers who have visited
the company’s headquarters. Important ac-
counts have already been established through-
out the country, and the company has opened
offices in Denver, Salt Lake City and Los An-
geles. John A. Wellensgard, a vice-president
of the company, maintains offices in the Oak-
land Tribune Tower, Oakland, Cal, and is in
charge of Western sales.

H. Don. Leopold Joins
the Army of Benedicts

Popular Manager of Dealer Service Depart-
ment of Brunswick-Balke-Collender Co. Re-
ceives Congratulations of Friends

H. Donaldson Leopold, Jr., manager of the
dealer service department of the Brunswick-
Balke-Collender Co., Chicago, and one of the
most popular executives in the Brunswick or-
ganization, is receiving the congratulations of
his many friends in the trade upon his mar-
riage on December 29 to Miss Madonna Potts,
of Chicago, Ill. The wedding was held in the
Belden Room of the Edgewater Beach Hotel,
Chicago, and was attended by many friends,
including Mr. and Mrs. P. L. Deutsch, A. I
Kendrick, Harry A. Beach, Mr. and Mrs. W. C.
Hutchings, Mr. and Mrs. J. F. Ditzell and Howard
Schendorf, of the Brunswick organization. Mrs.
George W. Moodie, mother of Mr. Leopold
and residing in Philadelphia, attended the wed-
ding, together with A. Caldwell van Roden, of
Philadelphia, one of Mr. Leopold’s lifelong
friends, who officiated as best man. Miss Potts,
who is the daughter of Judge and Mrs. Rufus
M. Potts, is well known in Chicago social cir-
cles and has a host of friends throughout the
city. Mr. and Mrs. Leopold will reside in Chi-
cago and will be at home after February 1.

Dynamotive Corp. in Trouble

T. Paul McGannon was appointed receiver
for the Dynamotive Radio Corp., New York,
which was recently placed in bankruptcy with
liabilities of $50,000 and assets estimated at
$25,000. The receiver states that he is seeking
to co-operate with the creditors to continue the
business and reorganize.

James P. Duffy Becomes
Columbia Advertising Mgr.

Vice-President Fuhri Makes Important An-
nouncement Regarding New Advertising
Manager—Has Had Extensive Experience

W. C. Fulri, vice-president and general sales
manager of the Columbia Phonograph Co., Inc.,
announced on January 1 the appointment of
James P. Duffy as advertising manager of the
company, with headquarters at the company’s
executive offices, 1819 Broadway, New York.
Mr. Duffy has already assumed his new duties
and his plans for the coming year include
practical co-operation with Columbia dealers

and branches that should make the 1925 Colum-
bia advertising campaign an outstanding suc-
cess in the phonograph field.

The appointment of Mr. Duffy as Columbia

2

James P. Duffy

advertising manager should be welcome news
to Columbia dealers everywhere, for he brings
to his new work an exceptional knowledge of
advertising and sales promotion plans that can
be used to splendid advantage in the develop-
ment of the Columbia advertising and publicity
campaign. Included in Mr. Duffy’s extensive
experience is an association with Robert H.
Ingersoll & Bro., manufacturers of the famous
Ingersoll watch, where he was the editor of
the house organ issued by this well-known con-
cern, and was also active in the company’s
sales promotion work. For a number of years
Mr. Duffy was associated with Eberhard Faber,
prominent pencil and penholder manufacturer,
resigning from this organization to join the
Columbia Phonograph Co., Inc. As advertising
and sales promotion manager for Eberhard
Faber, Mr. Duffy was in close touch with all
details incidental to the use of adequate pub-
licity for a manufacturer of nationally known
products. His experience is thorough and ex-
haustive and Columbia dealers will find in Mr.
Duffy’s work a reflection of his exceptional
training as an advertising and sales promotion
executive.

Brunswick Declares Dividend

The Brunswick-Balke-Collender Co. has de-
clared an initial dividend of 90 cents a share on
the no par common stock, payable February 15
to stock of record February 5. The stock is
now on an annual dividend basis of $3.60 a
share, against $7 on the former stock. The
exchange was made on a basis of 2 for 1.

See second last page for Index of Articles of Interest in this issue of The World
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Continue the Pre-Holiday Drive in 1925

Merchandising Factors Which Will Make the Next Year Profitable
for Dealers Who Plan Carefully and Launch Vigorous Campaigns

The year-end holiday business rush is now
history and the trade, figuratively speaking, has
a clean page on which to write the achieve-
ments of 1925, What this message of accom-
plishments will be depends upon the trade itself.
In past years experience has proved that the re-
wards come to those who work for them with
foresight and energy and this year will prove
no exception. As in the past the chair-warmer
type of dealer will be the one who wails the
- loudest about lack of business, the others will
look with satisfaction on their profits.

Dealers in Fortunate Position

One fact stands out above all else in the talk-
ing machine business at the present time, and
that is the advantageous position in which deal-
ers find themselves. Talking machines are now
unsurpassed in beauty of design and perfection
of reproduction, great strides have been made
in recordings of some of the finest and most
enduring music the world has ever known. Ra-
dio receiving sets have reached the point where
they are a credit to the finely-equipped talking
machine store and beautifully designed instru-
ments are equipped to grace the finst homes.
Musical merchandise and sheet music are in a
better position than ever before to play an im-
portant part in bringing the retail sales volume
up to the maximum point. All of these factors
will influence business in 1925, but, and here is
the paramount consideration, the responsibility
of cashing in to the greatest possible extent
rests with the dealer himself. The retail mer-
chant who realizes that the appeal of the prod-
ucts he handles is wider than has ever been
the case in the past and who makes every ef-

public is sure to profit in a satisfactory way
during the next twelve months.
Continue the Pre-Holiday Campaign

During the few weeks inunediately preceding
the holidays every dealer recognized the oppor-
tunity by intensive and unusually energetic ef-
iorts to secure a portion of the gift-business.
Special advertising campaigns sent the appeal of
the talking machine, radio, records and other
products handled by talking machine dealers
into thousands of homes. Special window dis-
plays featuring these products as excellent and
appropriate gifts made passers-by stop to look
and the idea germinated by the displays often
resulted in sales, thus adding materially to the
year-end  profits. Special literature made
fathers, mothers, sons and daughters think of
music as the ideal gift for a loved one, and the
hold music has on the public was manifested in
the thousands of musical instruments which
went into homes during the holidays. Also,
many persons induced perhaps by this publicity
manifested their interest in something which the
talking iachine dealer has to sell by visiting
the store and making inquiries. Here is an ex-
cellent opportunity for dealers who were wise
enough to get the names and addresses of these
prospects to start the New Year campaign by
making a strenuous effort to bring these hesi-
tating ones to the point of buying.

No one will deny that these unusual pre-
holiday drives stimulated business to a remark-
able extent, and yet strangely enough as soon
as the old year passes into memory invariably
dealers sit back and contemplate complacently
how successful the drive was and then fail to

must certainly have a beneficial effect on busi-
ness, even though the public is not in the streets
en masse looking for ways and means of spend-
ing money. Make this year an exception, you
dealers who are inclined to lean back in your
easy chairs during the first few months of the
new year, and continue the good work started
before the holidays. The results in the way of
sales will be surprising and gratifying, to say
the least.
Repeat Business From Holiday Buyers

In addition to new business, during the next
few months dealers will do well to consider the
possibilities of securing repeat business from
holiday customers. Where talking machines
have been sold it is a simple enough matter to
interest the new owners in records; radio offers
other possibilities, as does the other merchandise
usually handled by talking machine dealers. At
any rate, dealers who realize the value of fol-
low-up in the case of these patrons and then
act to exploit the field will have no cause to
regret their effort.

Hammer Away to Boost Sales

The possibilities are endless and there is no
necessity of going into further detail. Suffice to
point out that 1925 should result in eminently
satisfactory sales volumes for dealers who uti-
lize intelligent promotion methods and keep
hammering away in one continuous twelve-
months’ sales drive. Regardless of general eco-
nomic conditions the retailers who go after
sales the hardest and use gray matter in the
process will get the bulk of business. This is
not aun idle statement but is based on the rec-
ords of successful talking machine retailers in

fort to bring the merit of his products to the realize that continuation of this promotion work past years.
T Eed Lo L3 o o e Eed e e .
YACCOFLE Radio Panel f
s adio Panel for
= C le Ph hs ||
b The outcome of a popular demand for a low-price radio panel for
talking machine installation. o
The NYACCOFLEX R. P. 3 is a three tube reflex panel (10" x 14”)
containing all the excellent features of the R. P. 1 and R. 2 with
additional volume due to an extra tube.
> NYACCO radio reflex receivers, R. P. 1 and R. 2, combine the b
best features of the most powerful present-day circuits; two tubes M
do the work of five. Cuts battery cost 60 per cent. OPERATES
A LOUD SPEAKER. Gets distance, volume, is selective, and can
be logged.
H =
e 'W
Dealers—uwrite your jobber for details or address
H I o
New York Album & Card Co., Inc.
New York: 23-25 Lispenard Street Chicago: 415-417 S. Jefferson Street
: = = = 3 3 3 2 3 = X
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Left lid Opening for
raises loud speaker

cord
Removable
panel

Entire

rear panel
Album racks| remolz/a?)cle
removable
Openings for Openings for
battery | - antenna and
connections ground wires

Victrola No. S 215 (Special), $160
Mahogany, oak or walnut

You can quickly equip a Victrola |
with whatever radio set you prefer

The four Victrola models shown here are specially designed to provide
for the installation of radio equipment. Practically all Victrola instruments
can be adapted to radio installation with ease.

Such a combination is the best possible solution of the dealer’s radio |
problem, for it enables him to furnish the Victrola with the radio set the
customer prefers, and permits him to handle the radio sets he prefers.

The radio equipment may be placed under the left lid which raises,
exposing a removable panel. A panel extending across the entire rear of
the instrument is also removable, revealing ample space for radio apparatus.

In the present state of radio reception, expcrimentation holds a large part
of the radio owner’s interest. The Victrola-Radio combination has absolute
flexibility, does not restrict the “radio-fan” to any one set even after it is
installed, and allows him plenty of opportunity for changes in, and
additions to, his set.

Victrola No. S 405 (Special)
Walnut, $265; electric, $305

Victrola No. S 400 (Special)

k - ’ d Victrola No. S 410 (Special)
; el , $30
piah o, 05 electric; 5305 = Mahogany, $315; electric, $355

Real Victrolas are marked Victrola

| Vlc tmogmx _ 1 a

! Victor Talking Machme Company. Camden,N.J.
“HIS MASTERS VOICE™ Victor Talking Machine Co. of Canada, Ltd.. Montreal
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THE

FAVORITE

MASTER ADAPTER FOR

EDISON
To Play Lateral Cut Records

ATTACHMENT

for Edison Phonographs,
to play lateral cut rec-

ords. Extra loud and
clear.
PRICES:
Nickel-plated Adapter .___________ $4.35
Gold Adapter 5.00
Oxidized Adapter 5.00

No. I “Supreme” Sound Box, nickel-plated,

loud and clear—___._____________________ 2
No. I “Supreme” Sound Box, gold-plated,

loud and clear__________________________ 3.00
No. I “Supreme” Sound Box, oxidized____ 3.

Special Prices to Quantity Buyers

FAVORITE MFG. CO.

C. KRONENBERGER, Pres.
105 East 12th Street, New York

Telephone Stuyvesant 1666

— ===

Death of Samuel S. Schiff
of Vitanola Co. Regretted

Vice-President of Vitanola Co. Was Pioneer in
Talking Machine Industry of West—Kindly
Manner and Congenial Personality Had Won
Hosts of Friends Throughout the Trade

The music tradc will learn with deep regret
of the death of Samuel S. Schiff, vice-president
of the Vitanola Talking Machine Co., of Chi-
cago, Ill, which occurred at the West End
Hospital in that city on Saturday, December 27,
as a result of an operation, and after an illness
of several weeks.

Mr. Schiff was born in Chicago, on February
22, 1881, and spent his entire life in the city of
his birth. He was educated in the city schools,
and in his youth entered the furniture business.
In 1915, with his brother, M. C. Schiff, he or-
ganized the Vitanola Talking Machine Co., and
has been one of its officers from the outset.
Offices were opened on South Wabash avenue,
and factories established both in Chicago and
Saginaw, Mich.

He was a pioneer in phonograph manufacture
in the West, being one of the first to open a

factory in Chicago, and he rapidly rose to a -

position of national prominence in the trade.
He was a man of poise and great reserve force
which enabled him to hold firin the helm of
his organization in times perilous to the indus-
try. His abiding faith was a strong factor in
holding the firm intact during the post-war
slump in 1919, and building it up during the
succeeding years to the prominent rank which
it now holds.

While he was principally concerned with the
development of sales and distribution, he took
a vital interest in the factory at Saginaw and
spent considerable time there. He did much to-
ward improving the artistry as well as the
acoustic properties of his instruments. His
kindly manner and congenial personality won
for him a host of friends both in the trade and
in other fields of endeavor.

Believing service to be the true foundation
of all business, he placed its spirit in his every-
day work, and his efforts in the interest of both
customer and employe won for him their con-
fidence and respect. That he placed his belief
in actual practice is reflected in some measure
by the flood of messages of sympathy and con-
dolence which poured in upon both the bereaved
family and the executives of his firm.

January 15, 1925

The funeral scrviccs were held at Piser
Chapel, 4934 Broadway, and were attended by
many friends, including a large number of mem-
bers of the talking machine tradc. Services

The Late Samuel- S. Schiff

were conducted by Rabbi Joseph Stolz, and in-
terment was at Rose Hill cemetery.

The deceased is survived by his widow, four
children, and his brother, M. C. Schiff.

Daniel DesFoldes Busy
in New Columbia Post

Daniel DesFoldes, who, as announced i.n the
December issue of The World, has been ap-
pointed sales manager of the foreign record
department of the Columbia Phonograph Co.,
Inc., assumed his new duties the first of the
year, and is already working in close co-oper-
ation with the Columbia organization in devel-
oping this important branch of the business.
Mr. DesFoldes is ideally qualified for his new
work, for his previous experience in the Colum-
bia Co. consisted exclusively of specialization in
the sale of foreign-language records, He was
associated with the Columbia Co.’s Cleveland
branch for a number of years, and for his ex-
cellent work in the foreign-language record
division he well deserved the promotion which
he received.

Immediate Service!

AIL or telephone orders sent to Greater City
are shipped the same day as received.

This is but one cxample of the Greater Service
Greater City can give you on

Freed-Eisemann
Crosley Sonora
Balkite Freshman
Ray-o-vac Philco

Cunningham Tubes
and other standard phonograph and radio

products.

I’s Greater City for Greater Service !

GREATER (CITY
Phonograph Co.,

Fitzroy
© 1446
1447
1448

234 West 39th Street

!

INCORPORATED

NEW YORK
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Victor supremacy 1s the
supremacy of performance

Victrola Vl, $35
Mahogany or oak

e NET Victor history 1s one

continuous series of great
musicalachievements.
Each successive accom-
plishment marking an-
other step forward in the
progress of dealers 1n
Victor products.

Victrola No. 350
Mahogany, $235; electric, $275

Victrola No. 111
$225
Electric, $265

Mahogany, oak or walnut

Victrola No. 240
$125

Mahogany, oak or walnut 3

Victrola No. 215
$150
Mahogany, oak or walnut
Victrola No. $ 215 (Special) $160 Victrola No. S 405 (Special)
Specially designed to accommodate any Walnut, $265; electric, $305
radio receiving set Specially designed to accommodate any
radio receiving set

Victrola No. 405 -
Walnut, $250; electric, $290

There is but one Victrola and that is made by the
Victor Company—Ilook for these Victor trade marks

uus

Victor Talking Machine Company. Camden.N.J.
“HIs MAS.IE.RS VOICE™ Victor Talking Machine Co. of Canada, Ltd., Montreal
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Clinton’s Ads Strike Public’s Funnybone

Experience of Live Hartford, Conn., Dealer Shows the Vital Need
and Effectiveness of Originality in Selling Through Advertising

Thesc are days of keen competition in the
talking machine field and every live merchant
is striving to do the greatest possible volume
of business in his territory. Of the various
means of sales promotion advertising is prob-
ably of outstanding importance. This, briefly,

SAY BiLL
"DoN'T MAKE A

MISTAKE —
50 DIRELT

P"/II\NOS
/C}AND

227 ASYLUM ST

Daily Newspaper Reader
is the opinion expressed by N. C. Strouse, man-
ager of the A. B. Clinton Co., which operates
stores in Hartford and New Haven, Conn.
“The right kind of advertising, properly placed
and the liberal use of white space, is the best
and most consistent business getter,” according
to this live executive, and he speaks with au-
thority, for he has been in charge of the Hart-
ford store since its opening nine years ago, and
his original methods of publicity and sales pro-
motion have been an important factor in the
success of the establishment.
Get Away From Stereotyped Copy

In the fight for business the dealer who uses
the most effective, eye-arresting, interesting and
original publicity will undoubtedly get the best
results. The usual stereotyped style of copy,
which is so much the same as that which has
gone before and has nothing distinctive to make
it stand out from the other publicity in the
newspapers, ctc., does not merit, nor will it
receive, any special attention from newspaper
readers. On the other hand, the unusual always
stands out and because of its very difference it
is bound to make the reader sit up and take
notice. This has been the experience of the
A. B. Clinton Co. over a period of a number
of years

Herewith are reproduced three of the strik-
ingly original cartoon advertisements which this
concern is finding a paying advertising invest-
ment. The space occupied by these advertise-
ments is from two to six inches, but the results
are proving better than where considerably
larger space is used in connection with the or-
dinary type of copy. This publicity is run both

in newspapers and thcatre programs, and <o
wide is the attention which it attracts, accord-
ing to Mr. Strouse, that when the company dis-
continued its use for a time many people visited
the store to ask why the cartoon advertising
had been dropped. Other merchants in Hart-
ford realize the pulling power of these “car-
toons,” and one of the leading retail clothing
houses approached Mr. Strouse with the request
that he prepare an advertisement for them.
There is rather an interesting story in con-
nection with the manner in which this advertis-
ing originated and it also shows in a concrete
manner how effective it is. During the war
there was a shortage of needles. The needle

"Iy Bl

*qfHis HerRe RADIQ we 60T

&\\ ,(“ov\ CLINTON'S
A 19 SURE

t/ GREAT

HONDLULY AN THE
PAMES ARE OUT oN THE BEACH

AT WAIKIKI I LETS Eu,/

CLINTONS

227 ASYLUM ST
Radio Ad in Theatre Program
stocks of music stores were depleted and it was
almost impossible to replenish them. However,
Mr. Strouse finally managed to secure a fair
supply and in order to make the fact known
to talking machine owners he decided to run
some special advertising. He sketches very well
and, accordingly, he tried his powers in prepar-
ing an advertisement which would attract in-
stant attention. The first cartoon advertisement
was the result. It pictured a sailor with cupped
hands filled to overflowing with needles. The
heading of the advertisement, “Say, Bill,” was
the same as it is now. The entire stock of
needles was sold as a result.

Classified Ads as Sales Pullers
Another method of reaching the public at

comparatively little expcnse is through the
classified columns of the local newspapers. The
A. B. Clinton Co. is finding this a most effec-
tive method of stimulating sales. People who _
are looking for bargains invariably turn to the
classified section of the newspaper. And this is
one kind of advertising where the dealer can get
a fairly accurate check on results. The same
rules regarding originality hold good here, be-
cause as in all other publicity that which stands
out above the mass and first attracts attention
is bound to be read.
The Mass Appeal

It goes without saying that the advertising
which reaches the greatest number of potential
customers is the most productive of actual sales,
provided, of course, the advertisement is read.
A newspaper may have a circulation of many
thousands and the dealer may utilize large space
and still get less satisfactory returns than the
dealer who advertises in a medium with a
smaller number of readers but whose copy is
striking enough so that it is read. It is a wise
dealer who strives for effective advertising.
Merely throwing a cut and announcement, to-
gether with the name of the company, into the
paper and calling it an advertisement is an
excellent way for the dealer to waste his adver-
tising appropriation. It takes time, experience
and imagination to prepare a sales producing
and imagination to prepare a sales-producing
requisites had better secure the services of some
one who has them. It is cheaper in the long

"Sar BiLL

" 'WE JUST GOT To GET A
PLAYERPIAND
AND
CLINTONS
15 THe
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227 ASYLUM 3T

Another of the Cartoon Ads -
run, for, after all, it is better to spend money
and actually secure business than to spend with-
out any returns.

either small or large.

motor to turn the records.

Complete samples will be sent to any part of the United States for $10.00.

MINNELLI PHONOGRAPH CO., Inc.

HERE IT IS!

The last word in Phonographs.
a new invention that revolutionizes the entire industry.

The Minnelli Tone Arm can be placed on any kind of machine,
The Minnelli Tone Arm can also be placed
on a table, writing desk, or any place that you wish, for it has a

you can obtain the best and the softest tone you have ever heard.
Better information can be obtained by writing.
in both dealers and manufacturers.

The Minnelli Tone Arm,

After placing the Minnelli Tone Arm

We are interested

Pittston, Pa.
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PEERLESS ALBUMS ARE THE WORK of

Artists and Craftsmen

Further Proof of
Peerless Quality
from one of the
Industry’s Leading
Manufacturers.

People
everywhere
have been
buying
PEERLESS
ALBUMS for
a number. of
years through

the best stores—
here and abroad.
Today it is the
standard record
album with an es-
tablished clientele.

Why? Because each
PEERLESS AL-
BUM is made as
though you were mak-

Exclusive metropolitan distributors for el i L

the new beautiful and educational
“PICTORIAL RECORDS”
for children.

PEERLESS ALBUM COMPANY

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK

WALTER S. GRAY CO,, Pacific Coast Representative L. W. HOUGH, 146 Mass. Avenue
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NEW YORK, JANUARY 15, 1925
The Trade Outlook at Opening of New Year

T is obviously too early to cash in on the optimistic prophecies

prevalent for 1925, inasmuch as post-holiday business does not
offer any sort of an accurate guide as to what the New Year holds
in store so far as retail trade is concerned. However, there are
certain fundamental conditions that may be accepted as indicating
the trade trend, such as character of retail stocks, volume of orders
for early delivery and other factors that emphasize concretely the
assurance of trade in the future.

In the first place, those inventories that have been taken imme-
diately after the first of the year show that the majority of stocks
are in a healthy condition, though there has been an increase in
inventories on certain records. To find a stock of standard make
machines that is top heavy, however, is somewhat of a rarity, not,
perhaps, because buying was particularly strong, but because dealers
have shown an inclination ta sail pretty close to the wind for the
past few months, placing orders only in small quantities as war-
ranted by demand, and forcing wholesalers and manufacturers to
“hold the bag,” so to speak, insofar as surplus and reserve stocks
were concerned.

Although the hand-to-mouth buying by certain retailers caused
considerable trouble and worry to the wholesale trade in the past,
the practice has at least had the advantage of keeping stocks down
to bed rock and insuring a steady run of orders, even though they
be moderate, during the months to come.

Some manufacturers have announced production programs
for the year that call for a material increase in output, while others,
and they are in the majority, are working along-on a normal basis
and postponing any definite plans for expansion or contraction of
factory activity until their distributors, wholesale and retail, have
had a chance to cast up accounts, complete inventories and make
some adequate estimate regarding their requirements or anticipated
requirements.

This course of watchful waiting is not to be accepted as an
indication of pessimism, but rather a movement calculated to pro-
tect the market so far as possible from surplus or shortage
regardless of what may develop during the twelve months. Certain
it is that in the plans of the talking machine factories radio and its

appeal is being taken into full consideration, which will have a
bearing upon the types of instruments that are produced and offered
to the trade.

Even at this early date there has been observed one good sign
and that is that the demands upon the wholesalers did not cease
abruptly with the passing of Christmas or a few days before, but
have kept up surprisingly well to date. This in itself testifies to the
fact that although holiday business may not have broken records,
it at least served to deplete many retail stocks to a satisfying degree,
making replenishment necessary. Likewise, there is reported in the
retail trade a continuation of buying by the public, a factor that is
deserving of considerable thought in view of the growing practice
of various corporations and companies of paying bonuses to em-
ployes on the first of the year or just before.

For those dealers who have successfully combined the handling
of radio and talking machines, and they are legion, the present
year seems to hold great promise in view of recent and anticipated
developments in the field of broadcasting, to say nothing of the
continued stabilization of radio receiving sets to a point where
they may be handled with confidence and assurance. The radio
and talking machine trades are steadily being brought into closer
association, which appears to be natural. With the talking machine
record artists lending strength to radio programs and those pro-
grams in turn serving to popularize the artists and the records they
make, the future seems full of rare possibilities.

Putting Noted Record Artists “On the Air”’

DURING the past few months there has developed a most in-
teresting situation in the relationship of the talking machine
and radio through arrangements made by various prominent record
companies to have their internationally famous operatic and concert
recording artists broadcast through various radio stations. The
work in most cases in the field of popular music has developed
considerably beyond the experimental stage; with the result that
the companies are continuing broadcasting for the actual results
obtained.

The first highly ambitious broadcasting programs by operatic
record artists were those inaugurated some weeks ago by the
Brunswick-Balke-Collender Co., whereby prominent Brunswick
artists of the operatic, concert and even more popular types have
given, each week, through station WJZ, New York, in association
with several other stations operated by or in co-operation with the
Radio Corporation of America what is programmed as “The
Brunswick Hour of Music.” In this work the Brumswick Co.
enjoys a double opportunity, first in popularizing its greatest artists
and its records, and secondly in developing a greater interest in
the Brunswick-Radiola for receiving the broadcast programs.

Shortly before the close of the year much publicity was given
in the daily press to the announcement by the Victor Talking
Machine Co. that it would, on January 1, begin a series of bi-weekly
broadcasting concerts through station WEAF, New York, in asso-
ciation with broadcasting stations in Pittsburgh, Buffalo, Washing-
ton, Boston, and other cities under the control of the American
Telephone and Telegraph Co.

The Victor Co. did not commit itself to any definite contract
in the broadcasting of its artists, but frankly admitted that the first
concert would be given in the nature of an experiment and con-
tinuance would depend upon the results obtained.

While definite data are not procurable at this writing, it is an
unquestioned fact that the public is, and has been, interested deeply
in the broadcasting of good music and the appearance of famous
artists before the microphone, resulting in a marked stimulation
in the demand for records by the artists who have broadcasted.

Indeed, the experiences of the companies mentioned and of the
other record companies who have used radio during the past year
indicate the possibilities of making the radio a direct ally of the
talking machine business. It is an admitted fact that radio manu-
facturers find the talking machine trade affording a most desirable
retail outlet for their product, dealers having the store equipment
and experience necessary for handling receivers on a sound, legiti-
mate basis. With the talking machine recording artists to lend
attractiveness to radio programs and at the same time popularize
their own products, the combination would seem to be completed.

It is significant that the attitude of the entire trade towards
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radio appears to have undergone a complete change. At the outset
radio was regarded by some more or less in the light of a bugbear
threatening the existence of the talking machine industry. Then as
things progressed it was found out that radio receivers and talking
machines combined very acceptably from .the merchandising angle.
Now radio is accepted as a means for popularizing records and
record artists, while at the same time increasing its appeal through
the presentation of those artists. |

Developments have come, and are coming so thick and fast
that it is difficult to prophesy just what the coming months will
bring forth, but it is safe enough to assert that the affiliation of
these two music-producing and music-disseminating interests will
become closer as time goes on.

Establish @ Code of Retail Ethics

13 O names of makes of used phonographs and used pianos

shall be advertised except those regularly handled by a
dealer.” This is paragraph number one of a code of retail ethics
adopted by music merchants of Los Angeles, Cal., at the instance
of Ferris R. Miller, manager of the Better Business Bureau of
that city. This is good common sense and is regarded as such by
every dealer who has the interests of his business at heart and
who seeks to maintain the confidence of the public in that business.
Yet how little has been done heretofore to crystallize that opinion
into a direct and binding agreement.

This code of ethics of Los Angeles bars the expression “and
up” in advertising where such advertising shows a price range, and
provides that all comparative prices and values in advertising shall
be completely eliminated, including such expressions as “half price,”
“third off,” “worth double,” etc. Both rules lived up to will nat-
urally place the business on a higher plane.

This idea of a code of ethics bound by either verbal or signed
agreement is not in any sense new, for various local associations
have endeavored at various times to put similar rules into effect,
with the result that the rules were obeyed by most of the members
but disobeyed to their own advantage by outsiders. If the Los
Angeles plan works out and it has the force of the Better Business
Bureau behind it—then it might be well for groups of dealers in

other cities to frame a similar code and make for better business
conditions.

It is to be remembered that at this time conditions are such
that talking machine dealers are not alone competing within their
own ranks, but are competing more strongly with those in other

‘lines of business, ranging from radio to the vacuum cleaner dealets.

When some standard of ethics fair to all hands can be agreed upon
and observed, then it leaves the dealer free to combat that outside
competition without the necessity of watching the fellow dealer
in his own line, who should be lined up with him in the fight instead
of being ready to attack him from behind.

Great Publicity for Talking Machine Industry

HE broadcasting of the voices and.art of celebrated operatic

and concert artists by two of the leading talking machine com-
panies has aroused a discussion which is raging fast and furious
in the daily papers, and out of it all has come some great publicity
for the talking machine and artists who sing for it. Naturally the
“fans” have been enthusiastic over the opportunity of hearing na-
tionally known operatic and concert artists over the radio, while
the theatrical and concert managers appear to see in the new types
of radio programs in which distinguished artists figure a menace
to their respective businesses.

That this excitement will calm down after a while is in-
evitable. Then everyone concerned will be able to get a fair per-
spective of the situation. People are apt to draw hasty conclusions
at the introduction of new ideas in any line of business.

T might be well for members of the talking machine trade, in-
dividually and through such organizations as exist in the in-
dustry, to keep in touch with what is being done in Washington
to bring about a simplification of business practice and to provide
definite and authoritative information regarding business methods
and procedures calculated to steer the retailer, as well as the manu-
facturer, away from many pitfalls.
During the past few months the department has paid particular
attention to the problems of the retail dealer and has issued an
interesting series of reports calculated to help dealers.
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How H. Batterman Co.Went“Overthe Top”

Widespread Canvassing Based on the “Advance
Public Demonstrations Helped to Build $375,000 Year’s Business

While sonie dealers sit back in their easy
chairs and monrn over the lack of business
other more aggressive retatlers are oul in the
field “digging” for sales. 1If the latter type of
merchant is successful in overcoming the ob-
stacles in the way of business, especially during
such a vear as has just come to a close, there is
much of value regarding policies and sales pro-
motion which is worth passing along to the
trade. F. J. Eunnis, manager of the talking ma-
chine department of the H. Batterman Co,
Brooklyn, N. Y., is just this kind of merchan
diser, as evidenced by the fact that during the
twelve months of 1924 he succeeded in bringing
the sales volume of his department to the tre-
mendous figure of $375,000, of- which $250,000
represented talking machine business and
$125,000 radio sales.

The Answer to Big Sales Volume

Salesmen of the intelligent and aggressive
type, canvassing which was both thorough and
unusual, and advertising are the three reasons
for the success achieved by Mr. Ennis in his
consistent drive for business. Each man con-
nected with the Batterman talking machine and
radio sales organization is selected for his abil-
ity, determination and personality. Without
these requisites the chances of getting maxi-
mum results per salesman are almost impos-
sible. The right men on the sales staff spell
the difference between success and failure. It is
the salesmen and women who go out and actu-
ally make the sales, and no matter how well
defined and carefully planned is the sales cam-
paign it will not succeed unless the plans are
executed intelligently and effectively.

Canvassing and Closing

Canvassing throughout the city in which is
located the Batterman store and within a ter-
ritory covering a fifty-mile radius has been re-
sponsible to a large extent for the unusual vol-
ume of business enjoyed by this concern during
a year when many dealers were doing prac-
tically nothing. The Batterman department,
under the direction of Mr. Ennis, works the
canvassing game differently than most dealers.
In the first place, a large crew of salesmen is

cmployed to cover the territory in trucks. A
new twist was given to canvassing last year when
M:. Ennis sent an advance man into the territory
through which he planned to send his canvassers.
This man was in reality a press agent who an-
nounced through newspaper advertising, posters,
rtc., the date on which a public demonstration
of talking machines and radio receiving sets

When a retailer does a business in talking
machines of $250,000 and in addition enjoys
a radio sales volume in the neighborhood
of $125,000 in a dull year, which was the
achievement of the H. Batterman Co., of
Brooklyn, N. Y., in the year which has come
to a close, there are sound merchandising
reasons for it. How F. J. Ennis, manager
of the Batterman department, succeeded in
piling up this tremendous volume of busi-
ness is an interesting and instructive story.
His methods are worthy of analysis and
emulation by the trade.

would be held. This man also made arrange-
ments for a hall, store or other place suitable
for the event. So effective did this advance ad-
vertising prove that invariably on the evening
of the demonstration hundreds of people came
from the various towns in the vicinity and many
sales were closed on the spot. On the day
following the crew of salesmen visited the town
in which the demonstration had been held, as
well as all of the communities surrounding it
These men found little difficulty in closing sales
among those who had shown their interest the
evening before. The good old-fashioned house-
to-house canvassing also played an important
part in swelling the sales volume.
Advertising Which Sells

The business-getting campaign of the Batter-
man store is rounded out by widespread adver-
tising in the local newspapers, as well as news-
papers in surrounding towns, so that the mes-
sage of the talking machine and the advantages
of doing business with such a large, well-estab-
lished concern as Batterman’s consistently
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.,
reaches thousands of homes.

Man” Idea and

Tliere are two
reasons for the suceess of this publicity, accord-
ing to Mr. Ennis. The first, regularity of adver-
tising and, second, every ad is a “salesman” in
that it sets forth the quality of the products,
prices, terms and makes it easy for those inter-
ested to have a demonstration. The coupon is
used with good effect in the newspaper adver-
tising. This coupon is for those who are inter-
ested in a talking machine or radic outfit and
who desire further information. As soon as
possible after the receipt of one of these cou-
pons torn from one of the Batterman ads by an
interested prospect the name is turned over to
a salesman for follow-up.

Aside from these mediums for stimulating
business Mr. Ennis utilizes all the usual meth-
ods which have proved effective. Window dis-
plays frequently are devoted to the talking ma-
chine, records and radio receivers and the record
department occupies the main floor of the store
and the latest popular selections are played all
day long. As an example of trying every pos-
sible method to increase the efficiency of the
sales organization, a recent experience of Mr.
Ennis’s might be interesting. Several of the
outside men had complained that in some homes
it was impossible to gain the attention of the
housewife to interest her in the purchase of
an instrument. Feeling that in cases of this
kind a woman would secure results, he imme-
diately added an experienced saleswoman to his
staff of outside workers. The wisdom of this
move soon became apparent. The saleswoman
easily established contact with prospects whom
the salesman had found impossible to approach,
thus providing another means of swelling sales.

Noted Artists Close Tone
Test Campaign in Maine

Miss Spencer and Lucille Collette Co-operate
With Edison Dealers—Good Results Secured

Miss Elizabeth Spencer and Lueille Collette,
Edison artists, have just completed a tone-test
tour of Maine, giving recitals in the following
cities in conjunction with some of the local
dealers: S. B. Emery Co., Sonford; R. A. Wing
Co., Livermore Falls; J. N. & 1. J. Smith, Skow-
hegan; Otis Skinner Opt. Co., Waterville; H. F.
Twombly Co., Augusta, and W. J. Wheeler Co,,
South Paris. The interestingly arranged pro-
grams, prepared for the tone-tests by these
artists, were enjoyed by over 7,000 people in
Maine, and very satisfactory business results
have been reported by the dealers who co-oper-
ated in this campaign.

Finance Plan Pleases

The Brunswick-Balke-Collender Co. has re-
ceived a large number of letters from dealers
expressing a great deal of satisfaction regard-
ing the special financing facilities opened to
Brunswick dealers through the Brunswick-
Commercial Investment Trust, Inc.

Cabinet Company Chartered

The Cortlandt Cabinet Co., New York, was
recently incorporated at Albany, with a capital
stock ‘of $5,000 to manufacture phonograph and
radio cabinets. The incorporators are J. Roth-
stein, M. and A. Greenberg.

The DeForest Phonofilm Corp.,, New York,
recently increased its capital from $5,500,000 to
$22,000,000.

"



JaNuary 15, 1925 THE TALKING MACHINE WORLD 13

=

)
A\
[\

i et

\

“ T
woih A
el \\
The MG )\ )
T

WDl
K:\d‘mog“ o

Sell genuine
Radiotrons. |
Call attention pn
to the name and

the RCAmark. |
The tubeyousell |
i | is the quality | -
= 1 tandard your

R Pub]ic j udges you
by. Sell genuine |
Radiotronsonly. |

an
e stan® Cbe.
dov < , and

aro. u-s PAT O

This eymbel of
ualiey 13 yout
‘orou

5 Manyf;
n radio acture
Means resules,
ko the i Producign™ A0

- An

Radio C,
233 Broada, Orporat;
A~y New Yorg Sa oniof

0% Lu s S O A‘:"e"“ These Radiotron ads run monthly in the radio
oS ® U S papers—and continuously in the news-
ol sel! papers of ten important cities. Many dealers
lo clip them and paste them in their windows.

REG U5y n They get attention! Watch for the Radiotron }
1 ad in the January 24th issue of the Saturday

Evening Post. (

RADIO CORPORATION OF AMERICA
Sales Offices:
233 Broadway, New York 10 So. La Salle Street, Chicago, lll. 28 Geary Street, San Prancisco, Cal.

quality is your
protection

This symbol of
REG. .U.S. PAT. OFF

quality is your
protection



14

THE TALKING MACHINE WORLD

JaNuary 15, 1925

Right Lights Make Salesmen of Windows

Kenneth Curtis, of Curtis Lighting, Inc., Describes the Various
Window Lighting Effects and How Lights Make or Break a Display

All advertising has for its purpose attracting
the attention, holding the attention, creating
mental pictures and, finally, inspiring the desire
for possession. The success with which this
purpose is accomplished is determined by the
“make-up” of the advertisement, whether a
printed one or a window display.

Something unusual, beautiful or interesting is
bouud to attract attention, but when the interest
is to be held there must be some few things
brought out to catch the eye and. lead the inter-
cst ou from one point to another. In printed
advertisements paragraphs, italics and different
sizes of type a e used to bring out the impor-
tant points that will create the nrental pictures.
In show windows the interest must be sustained
in a different way and we use light as the means
of showing the umportance of thc va.ious articles
on display.

How Lights in Windows Attract

1f everything in the window is lighted to the
same intensity the effect is just the same as a
column of newsprint without any headlines or
italics. This does not mean that we may not be
interested in it, but that our eye will not be at-
tracted to it as easily, and if we are in a hurry
we will pass it by without notice. To put in the
“headlines” we use a spot light and the cyes are
turned at once to the center of attraction
that has been pointed out by the finger of light.

Use of Colored Lights

Another means of attracting attention is
through the use of color. We all look at the
colored picture advertisements in the magazines
because they contrast with the black and white
and because we all like color, and are instinc-
tively drawn to it. This is why we use colored

light in show windows; it makes the window.

different from all its neighbors and at the same
time pleases the eye.

Colors are also used because they convey
ideas better than black and white. For in-
stance, we associate red and green with Christ-
mas, orange and black with Halloween, green
with St. Patrick’s Day, etc. Then, too, we think
of bright colors, red and yellow, when we think
of warmth, gaiety and happiness; blue when we
think of snow and ice; green, as the color of
Spring with its sunshine and flowers; colors in
this way create the background for our ideas
and consequently reinforce them.

This is an important point for the man re-
sponsible for the window displays to keep in
mind. Color helps in getting attention, and then
aids in holding it because it puts the mind of
the observer in harmony with the ideas con-
veyed through the display.

In this, as in many other respects, the show
window can be compared to the stage on which
the merchant places his goods to sell them-
selves. No matter how fine their quality may
be, they can not be appreciated unless they
are put in the right settings and the “stars” are
made as conspicuous as they should be by spot-
lighting.

It is a good thing to get people in the habit

of looking at your windows. This requires fre-
guent changes and perhaps a little more expense
of time, thought and money, but it keeps your
sales up all the year round. The display equip-
ment need not be elaborate, but it should be
adaptable for procuring a variety of effects.
This is one reason why an investment in good
lighting equipment will yield bountiful returns.
Good equipment lasts for years, and through the

displays that need a strong light in the lower
portion of the window. Some very attractive
displays have been arranged by using footlights
and a single floodlight from above. These foot-
lights can be obtained in short sections, and are
concealed by a metal housing that is inconspic-
uous and durable.
Strong Displays in Small Windows
To show the possibilities of a small window,

variety of effects that can be produced a great

How Proper Lighting Makes Curtis-Leger Co. Display Stand Out

saving can be made on the backgrounds because
the same background may be used many times
by merely “painting” it with light.

Necessary Window -Lighting Equipment

Window lighting equipment should consist of
silvered glass reflectors spaced closely enough
together and supplied with lainps of sufficient
wattage to flood the window with a high inten-
sity of clear light at all times. With but small
additional cost these units may be fitted with
gelatine color screens of red, blue, green and
amber, for color lighting. The screens can be
inserted in a metal frame without any incon-
venience and the effects can be changed as
frequently as the remainder of the display. By
using alternate colors, such as yellow and blue,
blended light of a different color may be pro-
duced.

It has. been found that, for the same amount
of current consumed, color lighting is 40 per
cent more attractive than clear white light.

A spotlight or a window flood light with a
“center spot beam” is another piece of valuable
window lighting equipment that is indispensable
now. In large show windows two or more of
these may be used to advantage. These flood-
lights may also be fitted with color screens so
that colored light may be thrown onto a clear
light background as well as a clear spot on a
color lighted background. The holders for
these units are adjustable to any angle and can
be placed at any position in the window.

Footlights are also indispensable for some

the display of the radio equipment of the Curtis-

Leger Co., 235 Jack-
son boulevard, Chi-
cago, is typical of
what can be done
with good lighting
and a few wax mod-
1s. During the holi-
day season this win-
dow was flooded with
red light in keep-
ing with the other
Christmas  decora-
tions. Through this
color background a
beam of amber light
from an overhead
floodlight was di-
rccted onto “Jackie
Coogan” and his lit-
‘tle girl companion.
The high intensity
of light on these two
figures and the radio set on the table between
them made the radio the center of attention.

But the attention was not held on this point
alone. The dog was another object of human
interest and the attention was led on a little
farther to take in another receiving set that
showed the internal mechanism. On the oppo-
site side of the window a third center of interest
was built around the Christmas tree and the
little boy who looked into it with admiration.
No spotlight was directed onto the Christmas
tree because the tinsel caught the light and re-
flected it back in sparkling brilliancy.

Although this window is smaller than the
ordinary, it attracted the crowds because it
showed something of universal interest in an
unusual and beautiful setting. The colored light
and the lifelike dolls made the window differ-
ent from any along the street and the display
seemed to reach out into the street with a mag-
netic appeal for blocks around.

Victor Foreign Release

The Victor foreign language record releases
for the month of January include recordings in
the following tongues: Italian, Hebrew and
Yiddish, Arabian, Bohemian, Croatian, Finnish,
French-Canadian, Greek, Lithuanian, Polish,
Portuguese, Serbian, Slovak, Swedish, Ukrain-
ian, German and Mexican, including Spanish
selections recorded for Mexico.

STARR PIANOS

EOr00;

STARR PHONOGRAPHS

GENNETT RECORDS

Represent the Highest Attainment in Musical Worth
- % STARR PIANO COMPANY

" Established 1872

Richmond. Indiana
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MODEL XV
(Using tuned radio frequency)
A super-selective set that is
amazing users with its long
range and wonderful ability to
bringin distant programs while
Eowcrful local stations are

roadcasting. Increases the
number of stations that can be
reached. Simplified tuning on
two dials. When the dial set-
ting for a station is once deter-
mined, that station always
comes in on its own setting.
Abundant volume under per-
fect control. It is non-radiating.

Reuil{, 2ithout 15142.50

accessories

On the Pacific Coast . $145.00

Why do Pacific
Coast dealers buy

Kennedy Receivers in .carloads?

HERE'S proof that some prophets are honored in their own
land. For years before Kennedy radio equipment became na-
tionally famous, the sunny coast was our home. Every Kennedy
model ever made found favor in that keenly contested market.

Pacific Coast dealers and public found the Kennedy trademark
always guaranteed the most advanced principles of radio engineer-
ing. These friends who have known us longest continue to be
among our most loyal supporters.

In a sentence, the reason Pacific Coast dealers buy Kennedy re-
ceivers in carloads is that we have never disappointed them. Kennedy
quality has been consistent. Every new development is thoroughly
tested out before it goes on sale and any Kennedy model several
years old is a salable set today.

Like promissory notes, claims and guarantees are only as gocd
as their backers. It is the year after year reliability of Kennedy
equipment that establishes this company as a leader among
radio manufacturers. A good company to associate yourself with,

for the sets you sell today are making your business reputation INBUILT STURDINESS—Kennedy con-
struction does not follow the beaten path. It
fOr toImorrow. strikes out along orfginal engineering lines, 7
gilvingfgre:lter s;‘mplilciry, fewdcr partsand com- /
As it was with motor cars, so it is sure to be with radio receiv- Ry  ** " V
ers. There will be “‘orphan radios’” as there are “‘orphan cars™. //
Who supports a guarantee and gives service over the years after the .
manufacturer quits? The solid business standing of the manufac- T /
turer is a stronger guarantee ghan words! //
: Tue
It is a privilege worth having to be known as // Courn B. Kenwepy
5 . 0 Company, St. Louis
the Authorized Keunnedy Dealer in your locality. 7 eyt
. . am1
) Ask us for further information. 7 Kennedy dealership Pleas
7/ Y P
send me particulars.
22 p
/
V4 My nam
Pl
Vs Firm name
/
// Business —— S
// Street Address—
/
i City State
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How Modern Ideas Made Luscher Success

For Twenty Years the Luscher Music Store Barely Held Its Own
and Then in a Brief Period of Five Years It Forged to Success

In the talking machine field there are any
number of instances of dealers who, starting
their establishments in a small way, in a humble
store and with a limited amount of merchan-
dise, through definite policies and consistent
effort, have built up organizations which now
occupy commanding positions in the community
in which they are located. On the other
hand for every oue of these successes there
is a far greater percentage of talking machine
stores which, although starting under similar
circumstances and facing the same conditions,
have either failed to progress and expand, or
else have disappeared from the business world
entirely.

Just wherein does the difference lie? Are
short-sightedness, overcaution, or bad business
policies responsible for so many dealers’ fail-
ures to achieve the position which their com-
petitors have reached? Or does the matter
simmer down to unfortunate conditions over
which the dealer has no control? An interest-
ing example of how a talking machine retail
establishment, founded twenty-five years ago,
in the infancy, one might say, of the trade,
went along for twenty years on an even keel,
remaining practically stationary, and then with
the injection of new policies and the infusion
of modern ideas expanded rapidly in business
volume and size is that of the Luscher Music
Store, New York.

A ‘“‘Standstill” Business

In 1899 M. Luscher established a music store
at 2722 Third avenue, carrying a line of phono-
graphs of the old cylinder record type. The
store was located in the center of the block,
and through clean selling and courteous treat-
ment the store prospered and the first year
netted a fair profit. A few years later, with
the introduction of the talking machine playing
the disc records, the store secured the agency
for a line of these instruments. The history
of the store for the first year was duplicated
practically during the remaining twenty years
in which it remained under the management of
the founder. No effort was made to expand.

Occasionally advertisements of the concern ap-
peared in the local papers, but no definite ad-
vertising campaign was indulged in. No at-
tempt was made to widen the territory served
by the establishment and the twenty years
passed with no recal history of achievement.
Advertising Increases Business

In 1920, upon the death of M. Luscher, two
sons, William and Frank, took over the busi-
ness and in the four years under their manage-

There comes a time in the life of every
business, new or old, when no perceptible
progress is made. In other words, the busi-
ness descends to the “standstill” class.
Some stores enjoy meteoric progress and
reach the pinnacle of success in a brief
period. Others drag along from year to
year and never expand. The Luscher store
was of the latter type for a fifth of a cen-
tury. Modern merchandising principles and
real business-getting ideas pulled the store
from the slough and brought success, and
although this establishment does a purely
neighborhood business the sales volume last
year reached the $65,000 mark. The accom-
panying article tells just how it was done.

ment the store has progressed rapidly. Within
ohe year the store was moved to a corner
location, where the floor space was more than
doubled. A dozen demonstration booths were
installed and before the year was over an ex-
tension had to be built in the rear to provide
extra display rooms. The mailing list, which
was a negligible factor at the old store, con-
sisted of but a few hundred names. This was
increased to some 2,500 more or less regular
customers and prospects, The main factor in
the growth of the business was a regular ad-
vertising policy—the advertising appropriation
being increased 300 per cent—which, besides
bringing in cash business, increased the out-
standing cash on instalment sales more than
600 per cent.

when the youngsters stay indoors.

THE BABY CABINET
PHONOGRAPH
Retails for $10.00

It is a beautiful little orna-
ment for the nursery and a
splendid talking machine in
every way. It stands 17
inches high, weighs but 10
Ibs., and is painted ivory
white with brightly colored
nursery figures.

and including 10 inch size.

department sales.

Elyria, Ohio

GOOD WINTER SALES '

. \
Cash in on the tremendous volume of |
business that is done with children’s talk- \
ing machines during the winter months :

Then, to retail for $5.00, there is the GENOLA.
Both machines will play any flat records up to
On these two
models alone you can add materially to your toy

The General Phonograph Mfg. Co.

l“ Imlll.

Bl i}! 4ll|

Another factor to which William Luscher
attributes a goodly share of the store’s success
iz the proper use of the window display space.
Scarce a week goes by but the dress of both
of the windows of the store are changed com-
pletely. So effective are the displays arranged
by Mr. Luscher that several prizes have been
awarded to him in competition with hundreds
of other dealers. Dealers in all lines in the
neighborhood have made a practice of asking
Mr. Luscher’s opinion when they plan unusual
displays.

Does $65,000 Neighborhood Business

At the present time the store does an average
business of $65,000 a year in straight talking
machines. The business is purely a neighbor-
hood one, as the location of the store does not
lie in the way of a transient trade. Payments
on instalment sales are usually completed with-
in twelve months and in handling collections
the establishment follows the policy of having
the customers call at the store to make pay-
ments. No regular collection system is used,
a friendly letter informing the customer of the
payment due being sent a few days after the
date due being all that is necessary in 99 per
cent of the cases.

Records form a good share of the business.
Situated in a section where live a large
number of foreign-born, the Luscher Music
Store has built up a good foreign record busi-
ness through cultivating these record buyers
and sending them regular listings of releases.
About 12,000 records are carried in stock, in-
cluding large libraries of German, Swedish,
Polish and Italian records, in addition to the
regular classical, standard and popular selec-
tions.

Radio Completes Line

The problem of handling radio merchandise
was carefully studied before any lines were
taken on, and upon deciding that it would be a
profitable addition to the business proper meas-
ures were made to display and demonstrate the
various sets. Two booths were turned into
radio demonstration rooms and an extra floor
in the building was taken over by the store.
This extra floor space permitted the proprietors
to equip three display rooms in an appropriate
manner with home furnishings.

It might be interesting to note that the
building now occupied by the music store has
been purchased by the Luscher brothers, and
they are confident that the coming years, with
the additional revenue which they feel will be
the undoubted result of their aggressive policy
in merchandising radio sets, will see a much
further expansion in the business.

Edison Medal Awarded

John White Howell, of Newark, N. J., was
awarded the Edison Medal for 1924, a trophy
given by the American Institute of Electrical
Engineers and named in honor of Thomas A.
Edison. Mr. Howell was connected with the
famous inventor for many years. In granting
the award the Institute stated that it did so
because of Mr. Howell’s “contributions toward
the development of the incandescent lamp.”

In Hands of Receiver

Schwartz & Chakrin, Inc., talking machine
and radio dealers, Brooklyn, N. Y., recently
were placed in the hands of a receiver through
the filing of a petition by Louis Chakrin for
$5,000. William J. Wilson was appointed
receiver.
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in a Phonograph Journal?

~ For just this reason: we are able to present a product with an

active, profitable market, merchandised on much the same lines
as are talking machines.

Your merchandise, generally speaking, is nationally adver-
tised. So is the Gulbransen.

Your merchandise, generally speaking, is nationally priced.
So is the Gulbransen.

Your merchandise,generally speaking,is at a point where the
service expense is so small as to be practically negligible. The
same is true of the Gulbransen.

Your merchandise opens a way to continued profit from the
original transaction through the sale of records. So does the
Gulbransen.

Your manufacturers, generally speaking, concentrate on few
styles, requiring minimum investment in stock of machines, by
the dealer. So do we, making four models only.

In the phonograph field are some of the

world’s greatest “human interest” trade

M-O-T-1-O-N marks. The Gulbransen also has such a

trade mark — the famous Baby that means

in your window “Easy-to-Play”.
Here is the type of These are a few reasons why the Gulbran-
up -to-date moving sen “fits in” with the average retail talking
window display de- machine business, and why it is now
vice that phonograph handled in so many stores of this type.

merchants are accus-
tomed to. A
moving Baby.

Manymerchants heretofore handling talk-
ing machines exclusively have changed
The Gulbran. their policy on account of the Gulbransen
sen trade-mark | EpportunIty.

e B ‘ Youmay find that there are many points
of similarity in your own case—enabling

3236

Name

Address

GULBRANSEN COMPANY

Gentlemen—Tell us how the Gulbransen “fits in"” with a
talking machine business.

you to sell Gulbransens at a very slight
__________________ 1 increase in overhead.

Why not find out? We'll gladly send
the full details to any dealer in commun-

|
W. Chicago Avenue, Chicago |
|
|
| ities where representation is available.
1
|
|
|

Just fill in the handy coupon.

GULBRANSEN COMPANY

e e | 3236 W. Chicago Ave., Chicago

Prancunced Gol-DRAN-428)

GULBRANS EN

The ‘Registering Piano

Why Advertise a Registering Piano
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Victor Artists Appear Before Microphone
in Series of Bi-Weekly Broadcast Programs

Victor Co. Is Latest Record Making Concern to Turn to Radio as a Means of Publicity—McCor-
mack and Bori With Victor Salon Orchestra in Initial Concert on January 1

The latest concern to turn to broadcasting of
its most distingnished artists as a means of
publicity is the Victor Talking Machine Co.,
under whose auspices a series of fortnightly
broadcast concerts were inaugurated on Jan-
vary 1, when John McCormack and Mme. Lu-
crezia Bori, prominent Victor recording artists,
rendered a program through Station WEAF of
the American Telephone & Telegraph Co., the
program being broadcast simultaneously from
WEAF, New York; WCAP, Washington;
WJAR, Providence; WNAC, Boston; WDBH,
Worcester, WGR, Buffalo; WFI, Philadelphia,
and WCAE, Pittsburgh.

The McCormack-Bori concert, with accom-
panying artists, including the Victor Salon
Orchestra under the direction of Nathaniel Shil-
kret, attracted wide attention. The program
included the playing of “Out of the Dust,” and
“Chanson Bohemienne” by the orchestra, the
singing of “Adeste Fideles” by McCormack, with
the Shannon Quartet, and the “Berceuse” from
“Jocelyn” by the same artist with ’cello obbli-
gato. Mme. Bori sang “La Paloma,” “When
Love Is Kind,” and “Addio Del Passato” from
“Traviata,” and as a duet with McCormack
“Parigi o Cara” from “Traviata.”

Next the orchestra played several popular
dance numbers and the program ended with the
singing of “Marcheta” and “Mother Machree”
by McCormack, who, as an encore, sang a new
number, “All Alone,” soon to be released in
record form. The artists were introduced by
Calvin G. Child, Victor Co. director, who, in the
course of his talk, emphasized the fact that all
the numbers sang and played were available on
Victor records. It was also announced that
other famous Victor artists would appear before
thie microphone on Thursday evening of every
other week.

The turning of the Victor Co. to radio broad-
casting as a publicity medium was formally an-
nounced by President Eldridge R. Johnson, of
the Victor Co., and Edgar S. Bloom, vice-presi-
dent of the American Telephone & Telegraph
Co., on December 23. In making the announce-
ment Mr. Johnson stated that the Victor Co.
had nothing to say at the present time regard-
ing the marketing of radio receiving apparatus
under the Victor name, the broadcasting being
primarily for the purpose of popularizing the
company’s records. The extent to which the
Victor Co. will go into the broadcasting move-
ment depends, it is frankly stated, upon the re-
sponse of the public to the class of concerts to
be offered.

In addition to McCormack and Bori, the Vic-
tor Co. originally announced the following art-
ists to appear in the course of the broadcast

concert series: Feodor Chaliapin, the Russian
bass of the Metropolitan; Renee Chemet, the
French violinist; Alfred Cortot, the French
pianist; Emilio de Gorgoza, the Spanish concert
baritone; Mischa Elman, the violinist; Amelita
Galli-Curci, coloratura soprano; Beniamino
Gigli, tenor; Jascha Heifetz, violinist; Maria
Jeritza, Viennese soprano; Giovanni Martinelli,
tenor; Titta Ruffo, baritone; Tito Schipa, Chi-
cago Opera Company tenor; Antonio Scotti,
baritone, and Reinald Werrenrath, the American
baritone.

Subsequent to the original announcement the
Victor Co., on December 31, published adver-
tisements designed to correct so-called misstate-
ments regarding its broadcasting plans which
had appeared in newspapers and stated that, of
the list of artists who had been announced as
being included in the broadcasting programs,
several, among them Chaliapin, Chemet, Cortot,
Elman, Galli-Curci, Gigli, Heifetz, Kreisler,
Rachmaninoff, Ruffo, Schipa and Werrenrath
had not yet agreed to broadcast.

Edison Branch in Kansas
City Adds to Territory

Des Moines Territory Merged With Kansas
City District of Edison Phonograph Distribut-
ing Co.—Other Edison Activities

Kansas Crry, Mo, January, 9—The Edison
Phonograph Distributing Co., which was made
a factory distributing branch of Thos. A. Edison,
Inc, following the purchase by that company
on December 1 of the Phonograph Co., of
Kansas City, Edison distributor, has expanded
its territory by adding the Omaha zone and
more recently the Des Moines zone. Thus the
local distributing organization will cover an ex-
tremely large territory in the interest of Edison
phonographs and records.

Since Thos. A. Edison, Inc., took over this
branch, business has been eminently satisfac-
tory, according to Clarence L. Smith, manager.
In fact, Edison business in this section was ex-
cellent throughout 1924, many dealers adding
this line of phonographs and records and push-
ing them vigorously. During the closing
months of the year especially good business
was enjoyed by the Edison fraternity, and as a
result there is a strong feeling of confidence
over the outlook for the next few months. Plans
of the branch for 1925 include the acquisition
of extra salesmen in order to adequately cover
the territory. The popularity of radio has had
a favorable effect on the demand for records,
said Mr. Smith.

M. O. Giles in New Post
With Thermiodyne Corp.

Made Sales Promotion Manager of Plattsburg,
N. Y., Radio Manufacturing Concern—Ther-
miodyne Growing in Popularity

M. O. Giles, well known throughout the talk-
ing machine industry, has been appointed sales
promotion manager of the Thermiodyne Corp.,
Plattsburg, N. Y., manufacturer of the.Ther-
miodyne radio set. Mr. Giles is ideally qualified
for this new work, for during the past seven
years he has been in close touch with phono-
graph jobbers and dealers from coast to coast.
During this period he was associated with the
General Phonograph Corp. and the Emerson
Phonograph Co., doing special sales promotion
work for both of these well-known concerns.
Mr. Giles numbers among his personal friends
the leading distributors and dealers in all of the
important trade centers and in his new work he
will have unlimited opportunities to use his
sales knowledge to advantage.

The Thermiodyne Corp. has obtained very
gratifying success in the marketing of the Ther-
miodyne set, which embodies many distinctive
constructional features. It is a six-tube one-
dial control set that has proved very satisfac-
tory under exacting conditions, and in order to
co-operate with its jobbers and dealers the com-
pany has sponsored an extensive advertising
campaign that has proved a signal success. Leo
Potter; president of the company, is an active
figure in the radio industry and is responsible
for the rapid strides that the company has made
during the past year.

New Wm. Phillips Tone Arm

With the new year is added a new model to
the phono-radio tone arm line manufactured by
the William Phillips’ Phono Parts Corp., New
York City. This tone arm, known as the
Phillips Special, is imposing in appearance and
equipped with a large radio inlet. A new fea-
ture introduced in this model is a modifier on
the arm itself for both the radio and the phono-
graph.

William Phillips, president of the company,
returned the first of the year from a successful
trip through the Middle Western territory. Mr.
Phillips called upon the many manufacturers
in the mid-West who used the Phillips tone
arm and returned with a very substantial vol-
ume of contract business covering 1925. The
entire line is moving well with a marked in-
crease in the demand for portable arms.

A Christmas message from Thomas A. Edi-
son, presented in a most unique manner, as well
as messages from factory and sales department
heads, was received by this and other branches.
The message was in the form of a special rec-
ord, bringing Mr. Edison’s thoughts home in a
strong manner to those who heard it.

NEW PORTABLE ALBUM

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

National Record Albums
Good Albums

Nationally known because they

B

give real satisfaction.

They require less selling effort.
Made to contain all makes of
disc records including Edison.

Whrite for our list of 1924

styles and prices

THE PERFECT PLAN
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~These Columbia
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stars® will bring

THE appearance of any one
of these popular organiza-
tions or entertainers in the
theatres throughout the
country today is cause for
an enthusiastic welcome. \ Vanand

Their Columbia Records ”i‘g‘ﬁgfl\‘,
are just as popular. For
Columbia reproduces their
skill and personality with
utmost perfection and
smoothness—unequaled by
any other phonograph.

] These stars and their rec-

A\ Dolly Kay (’ ords of the latest hits will
2 iata v Strincdy X 3 bring increasing business to

. all Columbia Dealers in 1925,

Columbia Phonograph Co.,

1819 Broadway, New York.

Write to the Columbia branch or Blossom
distributor nearest you Seeley

Atlanta, Ga., 561 Whitehall Street i

Boston, Mass., 1000 Washington Street GHet U Blooggy Chiergd

Chicago, Ill., 430-440 South Wabash Ave.

Cleveiand, Ohio, 1812 East Thirtieth Street

Dallas, Texas, 2000 North Lamar Street

Kansas City, Mo., 2006 Wyandotte Street

Los Angeles, Cal., 809 S. Los Angeles Street

New York City, 121 West Twentieth Street

Philadelphia, Pa., 40 North Sixth Street

Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal., 345 Bryant Street

Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street

Minneapolis, Minn., 18 North Third Street

Seattle, Wash., 911 Western Avenue

COLUMBIA WHOLESALERS, Inc.

205 West Camden Street, Baltimore, Md.

TAMPA HARDWARE CoO.

Tampa, Fla.

COLUMBIA STORES CO.

1608 Glenarm Avenue, Denver, Colo.

221 S. W. Temple, Salt Lake City, Utah

W. W.KIMBALL CO.

Wabash Avenue and East Jackson Boulevard,
Chicago, Ill.

COLUMBIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio

517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., LIMITED

22 West Front Street, Toronto

Pianist '
(Art Gillham) William

Z by Bert, K. C.
B = Kennedy
Photo by Aldene, N ¥
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Retailers’ Co-operative Drives Profitable

When Retailers Combine Forces to Better Conditions All Profit
—Co-operative Campaign of Gotham Dealers Popularizes Radio

That old saying, “In union there is strength,”
might be paraphrased to read, “when talking
machine dealers in a community get together
for their common good there is profit.” Talk-
ing machine dealers in a neighborhood or sec-
tion who combine to exploit the merchandise
which they sell or to, in some. way, better trade
conditions, are working for the common good
of the business in general, and betterment of
the business of each dealer will-result, as past
cxperiences have proved. It is true that in
many cities throughout the country there arc
in operation associations which function to
improve trade conditions, but a eity-wide or-
ganization is, many times, far too unwieldy to
handle sectional or neighborhood problems.
Again, there are many opportunities where the
dealers who sell one make of instrument can
by their joint efforts greatly stimulate sales.
An instance of this are the continued and always
highly successful tours of the Eight Popular
Victor Artists, who, for many years, have made
concert tours, appearing in hundreds of cities
and towns under the auspices of Victor dealers,
with the result that the prestige of the dealers
is increased through providing the townsfolk
with an attractive and interesting concert, and
the material increase in the demand for records
of the different artists who appear makes for
greater profits.

Co-operate to Secure Publicity

Another matter in which dcalers can profit-
ably co-operate is the problem of having the
local newspapers devote space frequently to
happenings in the talking machine trade, news
items concerning new artists, or a résumé of
the monthly record releases. In every scction

of the country the local newspapers carry ad-
vertising of talking machine dealers and in
many cases the advertisements are not backed
up in any way by news eomment. This is in
large part, undoubtedly, the fault of the dealers
for not insisting upon securing such serviee
when placing their advertising eontraets. The
publicity departments of the record manufac-
turing concerns prepare for the benefit of news-
papers special articles on interesting events in
the talking machine field. New record releases
are announced so that the high lights of the
different selections and artists are told to the
public in an interesting manner with the result
that the demand for these records is greatly
stimulated, Many papers throughout the coun-
try make use of these prepared articles and
often the article appears in the regular musie
department, grouped with the reviews of con-
certs and musical events. The value of pub-
licity of this character is inealculable.
Co-operative Paid Advertising

Co-operative advertising is still another form
in which dealers ean eombine to mutual ad-
vantage. There have on various occasions ap-
pearcd in.the columns of The World articles
describing the suecessful co-operative efforts
of dealers to stimulate interest in their mer-
chandise, either in a general way, or in one
particular record or to draw attention to the
thought of music.

How Gotham Dealers Solved Problem

A recent form of dealer co-operation shows
clearly the beneficial effect that the united ef-
forts of a half-dozen or more dealers can have,
A group of New York talking machine dealers
whose customers are eomposed of ninety or

" International Phonograph Co.,

more per cent Jewish trade were hampered in
their handling of radio merchandise by the
faet that the Jewish papers seldom mentioned
radio, with the consequence that the Jewish-
speaking people had only a hazy and distorted
idea of a radio receiver, imagining it to be
something that required technical skill and a
ecourse of preparation before its benefits could
be completely realized. Daniel Broad, credit
manager of the International Phonograph Co.,
an establishment which deals almost exclusively
with a Jewish trade, arranged for a meeting
with a half-dozen other talking machine dealers
who were similarly situated. They threshed
the problem out and finally decided that it was
necessary to secure some action from the news-
papers. A second meeting was held at which
a representative of the leading Jewish news-
paper, the Forward, was present. The dealers
asked that a radio section be added to the
paper, showing that the firms interested were
all heavy advertisers in that paper. These firms
included Saul Birns, Baim Bros. & Friedberg,
Parnes & Jacobs,
Max Mandel and others.

The result was that this paper, the Forward,
in its issue each Saturday, now devotes an
entire page to radio, with the program for the
day and a number of interesting articles on
radio topics. This feature was started the lat-
ter part of November and almost immediately
the. interest in radio receivers was noticeable
at the various stores in the lower East Side,
where the population is almost 100 per ecent
Jewish, Mr. Broad, who is responsible for the
move, stated that the increase in the demand
for radio is now almost unbelievable.
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meet every possible call,

Waterbury, Conn.

Five Audiophones, retailing from $12.50 to $30.00,

THE BRISTOL COMPANY

They Stand the “Warehouse Test™!

The way Audiophones are going out of

our warehouses is one of the frankest
testimonials to the power of magazine adver-
tising backed by good distributors and dealers
we have ever seen. Like a fractious horse,
demand has the bit in its tecth, and we urge
you to order as far as possible ahead of the
dateyou will actually need the goods on your
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A STATEMENT

%QVER a decade ago the Makers of HONEST
)5 QUAKER Main Springs originated the novel
‘Qﬁ nianner of packing this merchandise in indi-
vidual dnst-and-rust-proofl containers. A little
later this unique arrangement was improved
hy the use of a beautiful label on the carton—on which

was printed the specifications of the main spring—also

the motors in which it should be used.

I'hese arrangements were proteeted by patent and copyright in
every manner possible.

The music merchant—as well as the repairman—realized at
once the many advantages of onr packing arrangement. It was
possible to ehoose the eorreet size of phonegraph main springs
withont any experience in the game. It prevented the aeen-
mulation of rust on the main spring and really systematized the
nsnally “up-set” repair shop.

Our legal proteetion prevented infringement but really encour-
aged imitation. Today innumerable evncerns pack their mer-
chandise in individual eartons—although many are extremely
careful to avoid ounr eopyrighted label.

In order, therefore, to assure absolute protection on our mer-
chandise you will find the initials HQ stamped plainly near the
end of every Genuine HONEST -
QUAKER Main Spring. The ini-
tials HQ being the first letters of
the trade-mark HONEST QUAK-
ER properly registered in the
United States and Canada’s Patent
Office is an ahsolute guarantee that
the merehandise is Gennine. We
can now proteet the merchant who
uses our merehandise and prevent
substitution.

Insist on receiving HONEST
QUAKER Main Springs in indi-
vidunal eartons bearing our trade-
mark—also examine the contents
and look for the HQ on the end.
This won't be eopied or even imi-
tated.

Canadian Distributors

© H. A. BEMISTER
MONTREAL

WHALEY ROYCE & CO.
TORONTO

Other Represemalives in r
Foreign Counlries

‘TRADE MARK REGISTERED
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{(There's a reason for
it’s Supremacy

When any line of merchandise has been sold for over ten years, its success must be deserved. When you
consider the success of HONEST QUAKER Main Springs and Repair Materials and realize its supremacy
in this field, these few sound reasons come to your mind:

1. Quality: lished a reputation for reliability which is worthy of

-

The trade-mark HQ firmly einbedded on all Genuine
HONEST QUAKER Main Springs and the major re-
placement parts is an absolute assurance of honest and
uniform quality. This institution has been built on a
platform of quality merchandise and never shall this
policy be changed.

2. Service:

Our world-wide distribution coupled with sufficient
capital and a well trained, complete organization en-
ables us to give maxiinum service at all times. Special-
ization in this particular field has enabled us to render
Service on replacement requirements which oft-times
has really been comsidered remarkable.

3. Confidence:

To be honest and give a square deal is no virtue. It is,
Liowever, a matter of public record today that the

Makers of HONEST QUAKER Products have estab-

favorable comment everywhere.

. Price:

In the production of replacemnent material, as in any
other line. quantity regulates price. The average price
of HONEST QUAKER Main Springs and repair ma-
terial is lower. We refer to our complete line on which
basis only price comparison should always be fairly
made.

. Organization:

To give good Service, earn and respect your confidence,
maintain a fair and just price requires a competent
organization. With the spirit that prevails in every
successful business—with the potential energy that
only youth can boast of—with that determination that
makes for future successes, the Makers of HONEST
QUAKER Products have built an organization trained
and specialized in this field which is deserving of your
patronage.

EVERYBODY’S TALKING MACHINE CO., INC.

Makers of Honest Quaker Main Springs
A Complete Line of Talking Machine Repair Materials

810 ARCH STREET

PHILADELPHIA, U. S. A.

ain Springs
" Repair Materials




22

THE TALKING MACHINE WORLD

January 15, 192§

Mail Drive Sells 250 Machines in a Year

Consistent Direct Mail Campaign of Gallup & Alfred and System
of Follow Up of Prospects Found Best Method of Boosting Sales

When planning thcir sales promotion campaigus
talking machinc dcalers often ovcrlook the pos-
sibilitics of boosting salcs volume through direct
mail publicity and presentation of the sales argu-
ment. That direct mail, propcrly prepared and
distributed, is a thoroughly cflective way of se-
curing new business and retaining the patronage
of old customers, as well as building up and keep-
ing alive the prospect list has been dcmonstrated
by live retail conccrns in practically every line
of business, and nowhere has it been found morc
productive of results than when used by pro-
gressive talking machine dcalers.

How Gallup & Alfred Use Direct Mail
A retailer of this character is the firm of Gallup

How many

horn type talking machines
do you still
sell?

ThorSpeaker Lang

is changing the complexion of Radio
sales—especially among the better
class musical stores—in exactly the
same manner as did the introduc-
tion of the cabinet type talking ma-
chine. Yetit’s logical! Who wouldn’t
prefer an exquisite tablelampofsuch
a high character—a lamp which
serves both the purpose of an elec-
triclamp and a loud speaker—rather
than to be faced with the necessity
of sitting directly before an awk-
ward, ugly, unsightly black horn in
order to hear distinctly?

Thor Speaker Lamp is the original
combination loud speaker and electric
lamp. All others are imitations.

Itisgracefully proportioned-—hand-
somely made and sold on sound,
merchandising principles. All the
better musical houses on the Pacific
Coast realized its tremendous sales
possibilities during the present
Christmas season—just as you will,
too, once you display one in your
store.

Thor Speaker Lamp has ample vol-
ume for dancing, or for entertaining
—without anyone being compelled
to sit directly in front of it. It comes
with either parchment and any color
silk shades—lists for no more than
the ordinary horn typespeakers ($35
Table Model) and allows the dealer
a handsome margin of profit. Full
detailsregarding dealer and job-
ber franchises upon request.

Begin the New Year right—
Order Thor Speaker Lamps today.

THOR Radio Division

of the GOLDEN GATE
BRASS MANUFACTURING CO.
1239-1243 SUTTER STREET
SAN FRANCISCO

(123)

’
& Alfred, of Hartford, Conn., which utilizes sev-
eral new twists to direct mail sales promotion.
This concern has a mailing list of approximately
10,000 namcs and, during the year just past, mailed
in the ncighborhood of 100,000 pieces. This in-
tensive drive, supplemented by canvassing and out-
side follow-up of prospects thus securcd, rcsulted
in placing 250 talking machines in the homcs of the
people in Hartford and surrounding communities,
including the rural districts, Of this number be-
tween 80 and 90 per cent remained sold. Another
important feature of the drive was that instruments
were placed only with people who were found
to be responsible from the credit standpoint. This
is very important as it is not a difficult matter to
dispose of instruments to people who are far from
responsible financially, resulting in collection trou-
ble and repossession and, in the last analysis, loss
of profits.
50 Per Cent Direct Mail Return

A 50 per cent return on a piece of direct mail is
truly remarkable, especially when it is considcred
that in 90 per cent of the number of replies an
instrument was placed in the home for demon-
stration, and of this number 50 per cent rcmained
sold. The following letter, which may be adopted
by dealers in almost any community, accomplished
this result:

“Dear Customer—I am hereby offering you a
remarkable chance to greatly increase your library
of records for your phonograph, at no expense
to you.

“Among your friends and acquaintances there
must be someone who has expressed a desire to
own a phonograph like the one you have. 1
want to learn of these people, so that I can offer
them a free, three-day demonstration of either
the mew Edison, the Brunswick, or the Bruns.
wick-Radiola.

“A stamped reply envelope is inclosed. Will
you kindly list on the accompanying card the
names and addresses of those whom you believe
will appreciate the chance of the home trial? Then
I will call on them and offer to place any of the
above-named instruments in their homes on demon-
stration. If a sale results from this, you are
entitled to select any five records you like from
either the Edison or Brunswick catalog, as a
recompense to you for your kindness.

“May I have an early reply? Cordially, M. P,
Jackson.”

This letter was mailed only to customers and
the number of replies indicates how eager they
were to secure the records. Prospects securcd
were immediately followed up by Mr. Jackson,
manager of the phonograph department, and his
assistant. Instruments were loaded into a truck
and the homes were visited, with the result mcn-
tioned above.

Selling Demonstration by Mail

Direct mail has been found effective in selling
prospects on the idea of home demonstration of a
phonograph. Recently in connection with a drive
on Edison phonographs Mr. Jackson sent out the
following letter:

“Dear Friend—\We  believe that practically
everyone loves music. Acting on this belief, we
are planning to introduce a model of

THE NEW EDISON PHONOGRAPH
into every home in the State where real music is
enjoyed, on a free three-day trial plan, during
which we will prove that

THE NEW EDISON PHONOGRAPH
is the World’s only recreator of music. The
mechanical and scientific advancement that is em-
bodied in

THE NEW EDISON PHONOGRAPH
makes its performance one of much wonder and
amazement to one who is not familiar with the
tone of the New Edison.

“The plan is very simple. You will find with
this letter a catalog showing all models of the
New Edison that we carry in stock. Other models
can be had upward in price to $5,500. We want
you to select from the catalog the Edison model
that pleases you in the point of appearance and
furniture value. We will deliver the model you
select fo your home, with a fine set of records,
comprising every type of music. After that, for
THREE DAYS, YOU ALONE are to be the judge

as to whether or not The New Edison Plionograph
is the best you have ever heard.
“We will gladly arrange convenient monthly
payments if you do not want to pay cash. Read
the first page in the catalog. It tells what to ex-
pect of the Edison. Its diamond point, non-break-
able records, automatic tone arm feed, long play-
ing records (a twelve-inch Edison record’ plays
about 8 minutes to a side), universal playing, using
EVERY make of record, and other features, will
interest you. The writer will explain these on
delivery of the instrument. Take advantage of
this offer. You have nothing to lose, and much to
gain. This free trial will make your phonograph
buying safe. Reply envelope is inclosed. Cordi-
ally, GaLLur & Avrrrep, INc., per M. P. Jackson,
Edison Dept.”
Follow-Up of Direct Mail Returns
The important consideration in making the direct
mail drive for business a success, according to Mr.
Jackson, is the vigorous follow-up of prospects
sccured in this manner. As has been mentioned,
Mr. Jackson loses no time in getting to the
prospect’s home with an instrument, which once
placed in the house is very likely to remain there.
Gallup & Alfred cover the entire State in their
efforts to secure business. In the rural districts
house-to-house canvassing is rcsorted to with ex-
cellent and profitable results. In view of the fact
that many of the company’s customers are located
miles from the store each is given a small booklet
in which are recorded the payments as they are
made. The customer is requested to mail his
booklet to the store with money order or check
as each payment falls due. After the payment has
bcen recorded in the book it is returned to the
customer. This eliminates the necessity of em-
ploying profit-eating collectors and the expense of
travel. Delays in payments are few and far be-
twcen and repossessions are conspicuous by their
absence because great care is exercised in selling
phonographs only to people who are financially re-
sponsible and who are good credit risks.

Additions to the David
Grimes Organization

G. McK. Douglas, formerly associated with
the Radio Corp. of America, is now representing
David Grimes, Inc, in Southwestern territory,
making his headquarters in Houston, Tex.

David Grimcs, Inc., has also appointed N. D.
Furnadjieff as manager of Middle West ter-
ritory, making his headquarters in Chicago, and
Elmer B. Everiss, of East Orange, N. J, has
been added to the Grimes local service dcpart-
ment., Helene Celeste R. McConnell has been
appointed manager of the personal service ad-
vertising department of David Grimes, Inc,
and will make her headquarters in the executive
offices of the company in New York City.

Dunlap Holds Opening

OssinNiNg, N. Y, January 6.—The new talking
machine store of R. P. Dunlap was opened here
recently with appropriate ceremonies. A series
of concerts were given, which were attended by
hundreds of people living in this city and
vicinity. The new store is complete in its ap-
pointments and in the stock carried. H. M.
Brown, sales promotion manager of C. Bruno
& Son; E. S. Palmer, of the Blackman Talking
Machine Co., and Art W. Deas, Jr, of the
Victor Co., were in attendance.

COTTON FLOCKS

.. FOR..
Record Manufacturing

THE PECKHAM MFG. CO., ¥ewani.*N 5
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The all-year-"round
Portable Phonograph

PAL Sells

Every Month

§ of the YEAR
1 Here’s the Proof—

During December one store in
‘ New York sold in two weeks
. more than two hundred PAL
‘ portable phonographs against a
)‘ comparatively small number of ‘

six other well known makes
{ combined. This again conclu-
) sively proves that PAL is the
‘ easiest selling portable and is

the best machine made—irre-
h spective of price.

Y
" - Retail o

) DEALERS® PRICE
$15.00 f. 0. b. New York A

™S

Popular-Priced K- 1
Portable eg a
 For those who do not care to

spend more than $1500 for a $15.00

portable phonograph the new

REGAL fills their requirements. Retail

The REGAL in comparison with ,

its price is as good a value in all DEALERS’ PRICE
respects as the PA L. $9.00 f. o. b. New York

Order a sample machine to-day, and see for yourself
how good a REGAL really is

= =

PLAZA MUSIC CO., 18 west 206 s, NEW YORK

'ﬁ

FS s
A " "=

)
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Price Phases of Radio Demand Analyzed

Retail Price Ranges of Radio Receivers That Proved Most Pop-
ular With the Public Shown in a Survey Conducted by The World

Radio has for a number of months been an
established factor in the talking machine trade
and many of the problems first connected with
the handling of that product have been elimi-
nated through the medium of good merchandis-
ing and the ability of the dealers to profit by
experience. Having reached the stage where
the radio business may be said to be stabilized
there has been considerable conjecture as to
just what type of apparatus from the price
standpoint provides the most rapid turnover for
the dealer and what percentage of the sales of
the average talking machine store conducting a

radio department should be directly credited to

that new department.

In order to get exact and direct information
on this important subject, The Talking Machine
World has conducted an exhaustive survey
among representative dealers and the results
have been both interesting and enlightening. It
is to be assumed, of course, that the dealers
solicited had passed beyond the first excitement
of delving into radio as an unknown field and
had settled down to the handling of the product
on a sound economic basis. It was assumed
also that dealers continued to handle talking
machines and gave the proper attention to that
work.

Analysis of the Radio Demand

The dealers who had been inclined to regard
radio receivers as being divided into two classes,
those too low priced to provide an adequate
profit and those too high priced to produce a
satisfactory turnover will be interested to learn
that, according to the reports from the trade it-
self, 45 per cent of the demand is for receiving
sets selling at between $100 and $200, or a
price comparable with that averaged during
good years in the talking machine field. Thirty
and five-tenths per cent of the demand is and
has been for receivers selling at less than $100,
which price limit includes some very popular
and successful receiving units of the smaller
type, and 13 per cent of the demand was for

receivers selling at more than $200, which may
be taken to include a majority of the combina-
tion talking machine and radio outfits. The
remaining 16.5 per cent of sales have not been
classified, but the figures available certainly give
an excellent idea of the character of the general
demand.
Radio-Talking Machine Combinations

As to the demand for the combination radio-

talking machine sets, 32.5 per cent of the deal-

The secret of successful merchandising
lies in handling those products that have
the greatest appeal for the public and insure
rapid and profitable turnover. The accom-
panying information on the demand for
radio receivers in three classifications as
to price should prove invaluable to the
dealer in the adjustment of his line of
receivers with a view to catering most
efficiently to radio prospects in the territory
from which he draws trade.

ers intcrviewed in the surveéy were enthusiastic
over the possibilities for such combinations, as
indicated by actual sales, the majority of them
being representative of the leading talking ma-
chine companies featuring such outfits complete
under their own names. Sixty-seven and five-
tenths per cent repprted that they experienced
no great demand for the combinations but ad-
mitted they gave more attention to the selling
of individual receiving units, and failed to fea-
ture combination sets, thus failing to realize
the full selling value of these instruments.
Where the Profits Are

With trade discounts of 35 to 40 per.cent pre-
vailing, there is reason to believe that a price
average of from $100 to $200 on the majority
of radio receiving sets means a very profitable
busincss for the dealer who goes after it intelli-
gently and promptly, and the 30 per cent who
favor machines selling under $100 includes a

terms of

227 Fultoa Street

The Tube With the
UNCONDITIONAL GUARANTEE

Every VOLTRON tube has a refund
value at the factory, under the wide

The VOLTRON GUARANTEE

“VOLTRON
against manufacturing defects.
for free replacement, if defective, before
thirty days from purchase; after thirty
days return for an adjustment based
upon actual usage.
AN ALLOWANCE WILL BE MADE
regardless of condition of tube.
direct to the VOLTRON Manufactur-
ing Company.”

VOLTRON SALES COMPANY

VOLITRON MANUFACTURING COMPANY,J%WLJQ
e e Ty

tubes are guaranteed

Return

IN EVERY CASE

Return

New York City, N. Y.

majority of those who are quick to buy outfits
retailing complete at from $75 to $100, so they,
too, may be classed in the profitable group.

The market for the higher priced outfits is
naturally more or less limited for the reason
that all prespects are not in a financial position
to pay several hundred dollars for radio receiv-
crs and sales can only be made to those with
the ability to pay, although the replies indicate
that this is a field which is capable and worthy
of great development.

Out of all those interviewed there were only
a few, less than ten, as a matter of fact, who
are handling radio simply from necessity and
who were not more or less impressed with the
merchandising possibilities. The great majority,
though many of them had lost money at the
outset through lack of knowledge in merchan-
dising the new product, have become convinced
of the fact that, intelligently handled, radio has
real possibilities. They have succeeded in soly-
ing, first, the service problem, either by making
a fixed semi-annual charge for service or im-
pressing the customer with the fact that only
service on faults in the instrument itself will
be rendered free within a limited period and
that adjustment of battery and tube trouble
must be paid for.

Financing Problem Solved

Then, too, the question of financing has been
solved very successfully. Not only are the ma-
jority of dealers getting short terms, averag-
ing from six to eight months, on radio outfits,
but they are demanding from 20 to 35 per cent
down as a cash payment and thus providing
against any loss on accessories or on the set
itself through possible repossession. The main
thing is that the great majority of better known
receivers are now made under a factory guar-
antee and are so constructed as to be practically.
fool-proof. They operate under varied condi-
tions and thus bring the dealers’ problem down
to one of straight merchandising rather than of
service.

Character of the Business

On the whole, the popular impiession that
prevailed in the trade some time ago that re-
tailing radio was primarily a proposition for the
gyp dealer has been dispelled. The newspapers
are full of advertisements offering parts and
certain types of sets at low prices, but the
manufacturers themselves, at least those making
the well-known trade-marks, and advertised re-
ceivers, are seeing to it that only legitimate
merchants are given official representation for
their outfits, and this is improving conditions
rapidly and steadily.

Thousands and thousands of sets are being
sold at $100 or less, which is an excellent thing,
for it promotes mass selling and rapid turn-
over. But the fact that nearly half of the radio
outfits sold by the dealers interviewed average
from $100 to $200 in price shows better than
any other argument the calibre of the business.
Apparently there is nothing picayune about it.

Ackerley Opens New Store

ParcHoGue, N. Y. January 8-—Jerome W.
Ackerley recently opened his new music store
in the heart of the Patchogue business district
The new establishment occupies the corner of
a new building erected by Mr. Ackerley and is
modernly equipped throughout. Among those
active in talking machine circles who attended
the opening ceremonies were: J. Newcomb
Blackman, of the Blackman Talking Machine
Co.; H. M. Brown, of C. Bruno & Son; George
Kelly and C. A. True, of the New York Talk-
ing Machine Co.
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Two Years Ago and Now—
Grinnell Bratle:

Michigans Leading Music House

Victor Dealers, Operating Over 40 Stores in the
State of Michigan

AUDAK RECORD SERVICE DEPARTMENT
WOODWARD AVENUE STORE

GRINNELL BROS., DETROIT, MICH., Showing a Line Up of No. VI AUDAK Equipments

Now read this extract from their letter:

Gentlemen:
Two years ago we were reluctant about the in-

stallation of AUDAK equipment, but like every- ’
thing new, it took time for it to take hold. Don t you make

Several months ago we went into the matter the mistake Of
wholeheartedly and today in our Woodward Avenue

store alone there are 32 AUDAK units. Waitlng two years.

We are frank to say that if we could not pur-
chase others, we would not part with these at

any price. PrOfit by the €X-
With best wishes for the continued success of 5
the, AUDAX system, We are, perience of other

gy Sy jaurs leading music
GRINNELL BROS.

‘ merchants.
e Managey, Vic ro]; artment

The Audak System ™ i Without the Use of Booths

No. VI Audak Equipment Complete $39.00

AUDAK CO.,, 565 Fifth Ave. New York, N. Y.

In Oanada, Manufactured and Distributed by McLAGAN Phonograph Corp., Ltd., Stratford, Ont.
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re You Overlooking Accessories Profits?

Handling Accessories Can Be Made Profitable Investment—Sell
by Suggestion— Displays Create Sales— Quick Turnover Possible

Most retail talking machine dealers handle
accessories, but they do not merchandise them.
Considering the investment involved in secur-
ing and displaying an adequatc stock of these
small necessities to talking machine owners
and the ease with which they can be sold from
time to time when customers drop into the
store to purchase records, etc., accessories of
all kinds—needles, record cleaners, tone arms,
sound boxes, record repeaters and novelties, oil,
and the various other items that come under
this category—are worth while pushing in a
systematic manner. Every sale means a profit
and every mite added to the profits of the
dealer is worth going after. Accessories prob-
ably can not be sold in large enough quantities
to make it worth while to launch a sales pro-
motion campaign or expend a great deal of
money to create a demand, but they can and
should be sold by suggestion.

Every Machine Owner a Prospect

The tremendous profit enjoyed by the Wool-
worth five-and-ten-cent stores is built on the
sale of small items and quick turnover, and
aithough the talking machine dealer is con-
cerned principally with the merchandising of
instruments and records the small items of his
stock should not be overlooked. If salesmen
and saleswomen suggest to each record cus-
tomer these needed accessories they can easily
enough be sold in sufficient volume to net the
dealer a tidy profit over a period of a year.
At the time a talking machine is sold an at-
tempt should also be made to sell the acces-
sories which go with the machine. Certain of
these small items are really necessary for the

complete enjoyment of the instrument, and as
in the case of nccdles, it is necessary to re-
plenish the supply from time to time, so that
the dealer can look forward to doing a steady
business in certain accessories.

Display Accessories

It is noticeable that those dealers who sell
a fair volume of accessories are the ones who
have them displayed on the counters and in
the show cases where the customers who visit
the talking machine department cannot fail to
see them. This is the best kind of suggestive
selling because each time the customer visits
the establishinent he or she is forcibly reminded
of these items. A needle display which is sell-
ing thousands of packages of needles consists
of a small case which is placed on top of the
service counter or show case. The case has a
glass front and in it are all kinds of needles.
Another retailer has a small glass show case
in which he stocks all kinds of accessories.
He literally displays them and in the most at-
tractive manner possible.

The wrong way to sell accessories is to hide
them behind the counter or place them on a
shelf where they cannot be seen. Usually a
record customer pays little or no thought to
needles, record brushes, etc., unless they are
brought to his or her attention either verbally
by a salesman or through the medium of a
display. Hiding the accessories will not sell
them. Therefore, they must be displayed and
exhibited in an attractive manner.

Profiting Through Album Sales

As a vital necessity to the talking machine

owner and as a product which it pays the

DOEHLER

The Worlds Lardsst Producer of I

DIE- CASTINGS

Performance is the supreme test of a machine or
of a machine part. And since purchase must always
precede performance, buying is largely a matter
of faith in the ability and responsibility of the
producer.

Doehler Die-Castings are found to be incorporated
in machines of extremely diverse character and
purpose, but al
known for their high-class performance,

1 alike in the fact that they are

This fact should bear substantial weight with
those who, in considering the purchase of die-cast-
ings, are seeking grounds for faith in the producer
from whom they will buy.

DoEHLER Die-CASTING Co.
BROOKLYN. N.Y,
POTTSTOWN. PA,

TOLEDO. OHIO.
BATAVIA. NY,

’

dealer to push vigorously, the record album
cannot be surpassed. Every owner of a talk-
ing machine needs albums. In some cases a
few albums go with the instrument, but should
the talking machine owner’s record collection
be sufficiently large to fill these albums new
records purchased must be put some place and
the record album is thc safest and best place
for them. On the other hand, many inustru-
ments, inclnding those with radio installations,
are sold without albums, and here is a golden
opportunity for the live retailer to get busy
and cash in on this not inconsiderable potential
business. Then, too, as has been mentioned
before in the columns of The World, there
is a big field for dealers to stimulate the sale
of records and at the same time bring up the
volume of album business by featuring com-
plete sets of records in albumns and selling them
on the “group” plan. The World advocated
this plan several years ago and since that time
several of the larger record manufacturing com-
panies have placed on the market albums filled
with special sets of records which dealers are
finding very much worth-while to get behind
with some real sales promotion. There is no
limit to the development of the record business
in combination with the sale of albums, and
dealers who realize this and get busy will find
that they sell at all times and especially are
they suitable as gifts.
. Start Now!

The beginning of the present year is an
ideal time to start merchandising accessories
along intelligent and profitable lines. Many
people have just purchased talking machines,
others contemplate doing so and many more
have all of their available album space filled.
The new owners of instruments as well as the
old customers need accessories of the kind the
dealer has to offer and these people will buy,
provided the dealer does his share and brings
these products to their attention. So, get busy
and take the small profits as well as the large
ones in 1925,

Watkins Bros.” One Day
Drive Brings in $50,000
Dealers With Music Stores in Hartford and

Bristol and Furniture Store in So. Manchester,
Conn., Celebrate Anniversary

HarTrorp, ConN., January 7.—Woatkins Bros.,
successful music dealers of this city and who
also operate a store in Bristol and a large furni-
ture Store in South Manchester, recently cele-
brated their fiftieth anniversary by making a
one-day drive for business, the object being
to do a $50,000 business in one day—$1,000 for
each year the firm has been in existence.

Direct-mail announcement of the event was
made to a selected group of people numbering
10,000. This was followed by large advertise-
ments in various newspapers throughout the
section of the State in*which the company oper-
ates its stores and from which it secures busi-
ness. Special booklets were printed outlining
the progress of the business during the fifty
years of its existence and these also were dis-
tributed to the people whose names appeared
on the mailing list of the firm’s various stores.
The result of this intensive effort was evident
as soon as the doors of the store were thrown
open to the public on the day of the drive.
It was unquestionably one of the busiest days
in the history of the business and when the last
order had been taken in the evening the mark
set for the day had been passed by a com-
fortable margin.
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It Is WrrTTEN:

“A slight deviation
leads to a great er-
ror.”

There are no devia-
tions, however slight,
in the making of a
Synchrophase; each
is a masterpiece.

Synchrophase Secrets
No.2TheS-L-FCondenser
(Straight line frequency)

This ingenious device elim-
inates the crowding of low
wave stations toward the lower
end of the dials; the settings
for the various broadcast sta-
tions being spaced at equal in-
tervals around the dials. The
circuits are so arranged that
the settings for a given station
are identical on all chree dials.

The S-L-F Condenser makes
the Synchrophase a receiver
that 15 unrivalled in its sim-
plicity and ease of dependable
operation.

)\

)

TRADE MARK
REG.U.S. PAT.OFF.

Synchrophase
with Battery-base

CHROPHAYR

TRADE MARK

NTO this masterpiece of design and craftsmanship are

built the knowledge and experience gained during
fifteen years by the manufacturer who stands pre-emi-
nent in the industry.

Binocular coils give the Synchrophase a degree of
selectivity found in no other receiver. Two stages of bal- '
anced tuned radio frequency—the result of exhaustive
research — are responsible for its unsurpassed sensitivity.
Its thorough ease of operation is made possible by the
S-L-F condensers and a volume control giving an un-
broken range of six variations of audio amplification.

To see the Synchrophase is to appreciate its charm;
to operate it, is to realize its true excellence.

The more progressive jobbers and dealers sell the Synchrophase. Write us.

A.H.GREBE & COMPANY, Inc.

Van Wyck Blvd., Richmond Hill, N.Y.
Western Branch: 443 So. San Pedro St., Los Angeles, Cal.

All Grebe is

d by dand di

THIS COMPANY OWNS AND OPERATES STATION WAHG.
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Radio Receivers equipped
with Apex Vernier Dials are
much easier to operate. Dis-
tant stations are brought in
without effort. This precis-
ion dial means greater range
—bigger volume—finer se-
lectivity—less interference.
Has a ratio 12 to 1.

Dealers and Jobbers:

you can depend on a big,
profitable business through
the sale of Apex Vernier
Dials. This is the big season
—get busy. Dealers, get in
touch with your jobber. Job-
bers, write or wire us for par-
ticulars and discount sheets,

Manufacturers of Radio Sets
—put Apex Vernier Dials on
your receivers—add to their
performance and appear-
ance. Write for prices on
Apex Vernier Dials.

Retail prices— Royal Brass
Finish $2.00—Satin Silver
Finish $2.50 —De-Luxe
Gold Plated (24k) $3.50.

We also manufacture the 7-
Tube Microdyne Super-Het-
crodyne, a_knockdown set
that sells for $97.50 com-
plete, without tubes, batter-
ies, etc.

We also manufacture the
Apex Super Five Radio Re-
ceiver for $95.00 in highly
finished walnutcabinet,with
allfittings highlygold plated.
Price does not includetubes,
batteries, etc.

APEX ELECTRIC
MFG. CO.

Dept. 117
1410 West 59th St.
Chicago

Apex Radio Products are
nationally advertised in
The Saturday Evening
Post, Radio Publications
and Metropolitan news-
papers.
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W. H. Ingersoll Talks

on “Business Is Service”

Vice-President of De Forest Radio Co. Gives
Interesting Talk at Boston Radio Show on
the Success Which Attends Public Service

An interesting address given by William H.
Ingersoll, vice-president in charge of sales and
advertising of the De Forest Radio Co., New
York, on the subject “Business Is Service,” was
broadcast through station WNAC, Boston,
Mass., during the Boston Radio Show. The
opening remarks of the talk were on the inter-
dependence of all classes of trade and industry
on one another. Mr. Ingersoll cited the oft-
expressed statement of how the business man's
welfare is dependent on the welfare of the
farmer, but he also said that the farmer is in
turn dependent on the business man, and his
efforts in preserving regularity of employment
and good wages have their effect on the market
price of what the farmer sells.

In furtherance of this thought Mr. Ingersoll
pointed out that those who do the most for
others are the greatcst successes. As proof of
this assertion he pointed out that the men at
the head of the leading industries, men who are
unquestioned successes, are putting forth their
talents and energies in the general welfare. As
instances of this assertion he mentioned, the
labors of Thomas A. Edison, Eldridge R. John-
ston, King C. Gillette, Cyrus Curtis and several
others. He detailed the services which Mr. Edi-
son has rendered the public in inventing the
phonograph, the electric light and the moving
picture and the important contributions he has
made in other fields. In mentioning the part
that Mr. Johnston, of the Victor Talking Ma-
chine Co., has played in giving the talking
machine the place it now occupies in the home,
Mr. Ingersoll stressed the imagination, tenacity
and skill which Mr. Johnston exhibited in lifting
the instrument to public recognition.

In passing to the subject of radio the speaker
pointed out that those engaged in the manufac-
ture and retailing of. radio sets are in a similar
position to those men whom he mentioned.
Their efforts are educational endeavors, like
those of the pioneers in other industries whose
merchandise was in the form of a public utility.
As proof that radio does occupy such a position,
Mr. Ingersoll quoted from a recent utterance
of Herbert Hoover: "Radio has passcd from
the field of adventure to that of a public utility.
Nor among the utilities is there one whose ac-
tivities may yet come more closely to the life
of each and every one of our citizens, nor which
holds out greater possibilities of future influ-
cnce, nor which is of more potential concern
It must now be considered as a great agency
of public service.”

In conclusion Mr. Ingersoll stated that the
dealer, as well as the manufacturer, has the duty
of rendering service to the community which
he caters to. Again reverting to the thought of
interdependence he stated that without the co-
operation of the dealers in every community the
efforts of Edison, Johnston, Curtis, Gillette and
other leaders would be to a very considerable
extent minimized.

Gulbransen Products Admired

The Curran-Wooster Music Co., of Sharon,
Pa.,, has recently secured the agency for the
Gulbransen registering pianos, and recently had
a very artistic window display of the Gulbran-
sen products in its windows, which excited the
admiration of the people of that city and caused
considerable comment.

Midget Corp. Incorporates

The Midget Radio Corp., Wilmington, Del,
was recently incorporated at Dover, Del, to
manufacture radio equipment, with a capital
stock of $100,000.

January 15, 1925

Nlck Lucas, Broadcast Star,
Exclusive Brunswick Artist

First Recordings for Brunswick Co. Made by
Popular Radio Entertainer

Announcement has just been made by the
Brunswick Co. of its first recordings of “My
Best Girl” and “Dreamer of Dreams,” by Nick
Lucas, who is prominent because of his excel-
lent banjo and guitar work as a soloist of thc
Oriole Orchestra. It is predictcd that the vocal
records by Lucas will prove quite a sensation.
His style of singing and interprctation, along
with his own guitar accompaniments, are differ-

Nick Lucas

ent from any other vocal records ever issued
by the Brunswick Co. For some time past Mr.
Lucas has been heard from the broadcasting
station WEBH, Edgewater Beach Hotel, Chi-
cago, and he is quite a favorite with the radio
fans. In his recording work Mr. Lucas has
been coached by Walter Haenschen, musical
director of the Brunswick recording laboratories,
and his first record shows that this training has
been of great value.

The Dixie Supply Co., New York, manufac-
turer of radio receiving sets, was recently in-
corporated at Albany, N. Y., with a capital stock
of $10,000. The incorporators are H. and A.
Schiff and 1. Kreiger.

The Supertron Mifg. Co., New York, was re-
cently incorporated at Albany to manufacture
radio apparatus, with a capital stock of $10,000.
The incorporators are J. S. Fay and C. F. Lep-
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PIANO
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Etc.

Get_our new No.
- Catalog
‘Wholesale
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Dealers who have
this say it Is the
finest and most
complete Radio
Catalog they have s
ever seemn. W aratus!
Al standard quality ﬁ“';"éams
“tried and_proven HEOHORY

lnes listed.  Dis- “‘cv-“"'
counts liberal.
A real polley of mer-
chandising haeks up

our Catalog, our Dealers and our Salesmen.
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Send quick for this Catalog and
try us on your next order.
Prompt shipments guaranteed.

OHIO RUBBER

228 W. 7th St,Cincinnati.
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Every Tuesday evening from
9 to 10 (Eastern Standard
Time) 1s the hour when
Eveready radio programs are
broadcast simultaneously
through these promient inter-
connected radio stations:
WEAF, New York; WJAR,
Providence; WEEI, Boston;
WFI, Philadelphia; WCAE,
Pittsburgh; WGR, Buffalo.

The unusually large number
of letters expressing apprecia-
tion of our programs convinces
us that the Eveready Hour has
met with unusual favor and

e
e

N

Announcing the Ewveready
Houyr in the January 10th
Saturday Evening Post

Tell your customers about the Eveready Hour

that these programs have add-
ed considerably to the enter-
tainment of listeners-in every-
where 1n the country.

Tune 1 vourself and tell your
customers to do likewise. The
Eveready Hour is provided
for the enjoyment of all.

For best results, sell your cus-
tomers Eveready Radio Bat-
teries—they last longer.

Manufactured and guaranteed by

NATIONAL CARBON COMPANY, Inc.
Headquarters for Redio Battery Information
NEW YORK SAN FRANCISCO
ATLANTA CHICAGO DALLAS KANSAS CITY
Canadian National Carbon Co. Limited Toronto, Ontario
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How Shafer Wins Trade of Young People

Frank H. Williams Tells How This Dealer Has Made His Store
Headquarters for the Younger Element, Building

The Shafer Music House of Santa Ana, Cal,
has been particularly successful in working up
a big patronage among the young people of its
territory for its phonograph department, and,
undoubtedly, it will be of interest and value to
other music and phonograph stores to learn
about the methods used by this concern.

Features Jazz Records

It has been found that over 90 per cent of
the phonograph record purchases made by
young people—that is, by youths of the high
school and college age—are of jazz records.
Consequently it is evident that if the music
house or phonograph store wants to get a big
patronage from the young people in its terri-
tory it is necessary at all times to carry a large
stock of jazz records, to get in the new records
in considerable quantities as soon as they come
out and to make the young people of the terri-
tory realize that the store is headquarters for
jazz records.

It has also been found that while the young
people like vocal selections which are popular,
they do not care for any selections, as a rule,
which are not suitable for dancing. Conse-
quently it is to the immense advantage of the
store which desires young people’s patronage to
feature dance records more strongly than any
other kind of records. The Shafer Music House
realizes all these things thoroughly and governs
itself accordingly.

There are always piles of jazz records, with
dance records predominating, at hand near the
demonstration phonographs, and during the
noon hours and after school there is nearly
always a group of young people trying out the
new records and making purchases.

The young people have come to realize that
this store has all the latest records and that it
doesn’t kecp them on the shelves where they
must be asked for before being tried out, but
that it has them ready for visitors to 'try out
whenever they want to do so. Also the young
people realize fully that the Shafer Music House
is glad to have them come into the store and
try out all the new records. They can’t help
realizing that this is the fact because Mr. Shafer

o

not only keeps constantly telling them that this
is the case, but he also makes things so easy
for them to try the records that they feel per-
fectly at home when in the store. All this has
been splendidly effective in bringing many
voung people to the phonograph = department
and in building up trade.

During the formation of a municipal band,

Young people predominate in every com-
munity and the talking machine dealer who *
makes an effort to interest them in things
musical will find that their patronage is
worth while cultivating. The methods of
the Shafer Music House are unusual, but
the fact that this dealer has built his suc-
cess largely on business among the young
people indicates that his theories are sound.
Shafer believes in giving his customers
what they want. The youngsters want
jazz, so he supplies them with the latest
hits. He makes it easy for them to buy.
He permits local musicians and bands to
use his quarters for practice. He has found
this type of service most effective from the
standpoint of publicity and sales-building,
and other dealers who work along the same
lines also will profit.

in which the principal members were young
men, the Shafer Music House was the place
where most of the practicing for the band was
done. This brought considerable numbers of
young men to the store, two or even three
times a week and familiarized them with the
storc. And while the young men were waiting
for practicing to begin, or after the evening’s
practicc was over, they tried out the different
phonograph records on the demonstration ma-
chincs and thus became familiar with the sort
of records regularly featured by the store.
There is no doubt in the world that the act
of the store throwing its doors open to the band
for all of its practicing went far toward build-
ing up the patronage of the phonograph depart-
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ONEIL
AUDIPHONE

Heavy Duty

List Price
With 14-inch

Loud Bell Horn
Speaker $28
o With 12-inch
&\ Bell Horn
$25

O’NEIL MFG. CO.
4736 Hudson Boulevard

WEST NEW YORK, N. J.

An Immediate PLUS A Future PROFIT!

WHEN you sell your customers the O’NEIL
AUDIPHONE you increase their satisfac-
tion with the set you sold and you multiply your
good-will, the invaluable asset that no amount of
money can buy. You lay the groundwork for
future sales because the Audiphone reproduces the
entire tone
reproduction principles.
control, balanced armature is the great difference
between this new type reproducer and the usual
head-phone type-of loud speaker.

Get our proposition NOW!

Designed along phonographic

range. }
The exclusive three-way

1 2 3

MIC4 ARMATURE

=

PERMANENT MAGNET

ELECTRO MAGNET—|____——

4

— PATENTED —

ADJUSTMENT ——

a Large Patronage

ment, because all of the young mcn who prac-
ticed at the store felt very kindly toward the
dealer and made whatever purchases they had
to makc in musical lines at the establishment.
And, of course, all people who are interested in
music are heavy purchasers, as a rule, of phono-
g-aph records, and so this stunt was particularly
effective in building more busincss for the
phonograph department.

In addition to throwing the store open for
the use of the young people who were practic-
ing for the inunicipal band, the house also makes
a practice of allowing other musicians to use
the store for study and for other events. All
of which makes more young people friendly to-
waird the store, and all of which helps ma-
terially in boosting the sales of phonographs
and records.

Interest in Young People’s Events

An unfailing method of bringing young peo-
ple to the talking machine store or department
is to sell tickets for various events in which
the young people of the city and territory are
particularly intercsted. This the Shafer Music
House does constantly.

In Santa Ana the women of the city have
recently erected a handsome club house for the
Ebell Club—the leading women’s club of the city.
This structure cost in the neighborhood of
$100,000 and contains both a theatre and a fine
dance hall. And, of course, various events—
amateur theatrical performances, dances and af-
fairs of various kinds—are being constantly held
in the club house. The Shafer Music House
cashes in on some of these events by selling
the tickets for the affairs at the phonograph
department of thé store. This has the effect of
bringing more people into the establishment,
and increased sales result.

For instance, just recently a Los Angeles
orchestra was brought to Santa Ana for the pur-
pose of playing for a dance at the club house
under the auspices of the Ebell Club.

The Shafer Music Houseé sold the tickets for
this event. Many people came into the store
who otherwise wouldn’t have come. In addi-
tion the store secured some fine, free publicity.
The members of the club talked about the
place where the tickets were being sold and so,
too, did all of the people who were planning
to go to the affair. And the newspapers, in
commenting upon the dance, mentioned the
store as the place where the tickets were being
sold. Also the phonograph department, before
and after the dance, featured the selections
played for the dance. Of course, many of the
people who were at the dance wanted rccords
of the selections played by the orchestra, and
the natural place for them to secure such rec-
ords was at the Shafcr Music House. Selling
tickets for affairs in which the young people of
the city and territory are particularly interested
involves some time and effort, but the returns
well pay for everything that is expended.

Speed is the watchword of present-day youth
This store realizes-this fact to the fullest possi-
ble extent and gets all possible speed into the
process of procuring desired records for young
people when such records are not in stock.

Stephens in New Quarters

NorrisTowN, Pa., January 6.—A reception was
held on the occasion of the opening of the
enlarged and remodeled quarters of the music
school and talking machine shop of Professor
Samuel Stephens at 217 West Main street. The
establishment was founded twenty-five years
ago and has had a steady growth throughout
this long period.
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circuit.

What Edison is to electricity

De Forest is to radio

HE name De Forest is linked in-

separably with radio progress and
achievement. Lee De Forest gave to
the world the vacuum tube that made
modern radio possible.

In the De Forest Tube today dealers
sell a tube that in every respect is
worthy of this great name. The De
Forest Tube is helping many merchants
build a greater tube Business. You have
the same opportunity.

If you become an agent for De Forest
Tubes you have three important ad-
vantages:

1. Characteristics of De Forest
Tubes. These tubes are noted among
radio experts and amateurs alike for
their uniformity—their constantly uni-
form performance in both laboratory
and in the home set. Test after test is
made before any of them leave the fac-
tory. Thus you and your customers can
rely on De Forest Tubes to help repro-
duce the full volume and beauty of the
voice or music—to be remarkably non-
microphonic—to withstand overloads
of current without injury. De Forest
Tubes are interchangeable in all stand-
ard circuits and can be used as both
detectors and amplifiers in the same

De Forest DV-2 for storage
batteries. Filament consump-
tion .25 of an ampere. Amplifi-
cation constant 7.2. Standard
four-prong base.

\

DE FOREST RADIO CO., JERSEY CITY, N. J.
Makers of the Famous De Forest Radiophone

Both these tubes are interchangeable in all standard
receiving circuits and can be used as both radio and audio
frequency amplifiers and as detectors. F

These are characteristics that make
purchasers of De Forest Tubes satis-
fied customers and also salesmen for the
dealer from whom they buy.

2. The De Forest name. Veteran
radio fans in your community know
De Forest Tubes as standards of ex-
cellence.

3. Advertising. Set buyers and own-
ers throughout the country who do not
know the characteristics and superior
qualities of De Forest Tubes are being
educated through the medium of De
Forest advertising in national radio
magazines and in newspapers of radio
centers. This advertising will point the
way to De Forest agents and help to
make it still easier for merchants to
build a larger tube business.

There are only two types of De
Forest Tubes to carry—only two are
necessary, the DV-3 for dry batteries
and the DV-2 for storage batteries.
Both are shown on this page.

Write to us now, immediately upon
reading these words, for complete infor-
mation as to how you can become a
De Forest agent. If you are already a
De Forest agent, check your stock of
tubes so that you will be prepared for
the holiday buying season.

De Forest DV-3 for dry cells.
Filament consumption .06 of
an ampere. Amplification con-
stant 6. Standard four-prong
bakelite base. :

DE FOREST

REG. U.S.PAT. OFF.

TUBES

CThe cMagic Lamp”of Radio
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T'urn Radio Owners Into RepeatCustomers

Needed Radio Accessories Open a Profitable Field

for Live

Retailers, Says Edgar H. Felix— How Radio Tie-Up Sells Records

Music dealers frequently neglect to observe
certain basic merchandising principles in the
warketing of radio lincs; principles upon which
their success as dispensers of musical necessi-
ties are founded

No music dealer would stock phonographs
without selling records and needles; in fact,
he frequently relies upon his follow-up sales
to vield the major part of his ultimate profit.
Yet the same dealer frequently markets radio
sets without the slightest cfforts to retain the
customer for his future purchases of vacuum
tubes and B batteries. Radio stores find these
lines their principal profit producers. Many a
store payvs the rent through B batiery sales.

Sell the Complete Set

Radio sets, as marketed to-day, are far from
complete. Therc are two prices; the sel price
and the “ready to use” price. When quoting
prices to radio customers, get all the profit, by
knowing both prices. Every make and type of
sel requires certain accessories which scll at a
definite price. Learn to quote them without
lengthy calculation. Too often the salesman
sells the set and then unsells it again by get-
ting out a pad and paper -and beginning to
calculate.

“The set will cost you $100,” says the sales-
man.

“T'll take i1,” responds the customer.

“Do you want it complete?”

“Of eourse,” responds the customer.

“Well, let mne see. You need five tubes. That
will cost you $4.00 each or $20.00. Have you
an antenna? No? Wire will cost $1.00; four
insulators, $.60; storage battery, $12.00; B bat-
teries, $7.50; loudspeaker, $25.00. We’ll total
it up. $166.10.”

At this point the customer is ready to shop
elsewhere for his accessories, in the hope of
getting lower prices.

Had the salesman’s answer been, “$100 with-
out accessories; $166.10 ready to use,” he would
have closed the sale.

Two Reasons for Marketing Radio

There are two definite objectives which lead

the phonograph dealer to establish a radio de-
partinent for his store—two objeetives which
are sonictimes overlooked when actually stock-
ing and preparing 1o handle the radio trade. The
first is that he wishes to establish the habit of
making his music store the logical place to buy
anything pertaining to music, and, second, he

After the first sale it is through repeat
business that the dealer makes his real
profit. Certain accessories should be han-
dled by dealers who sell radio, first, because
this completes the dealer’s stoek, and, sec-
ond, because it is through accessories that
the dealer is enabled to go after repeat
business. Mr. Felix also describes methods
of dealers who have made radio sell other
merchandise, thus facilitating general sales
and adding to profits.

wishes to participate in the profits which are his
through the marketing of radio apparatus.

The range of prices of radio scts is so wide
as to provide a good one suitable to every purse.
Radio Aecessories Are Profitable

The accessories in the radio field are profit-
able. To hold the radio market it is not only
necessary to stock B batteries, but to stock
fresh batteries of well-known and nationally
well-advertised and distributed make. The suc-
cessful dealer sells the correct battery for the
particular set which his customer uses. He loses
no opportunity to emphasize the value of the
serviee which he renders.

Radio stores frequently neglect 1o analyze a
purchaser's B battery requirements. When a
customer offers his money the dealer sells him
just any batiery. The very act of attempting
to ascertain the most economical B battery for
your customer's service will enable you to make
him a permanent buyer. And that means nol
only radio sales, but phonograph records and
music supplies.

In general, B batteries are made with fou

1674 Broadway

ERANK 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 1924-1925
Sample program and particulars upon request

PHILIP W. SIMON

U‘Hii!

Manager
New York City

FONROE SILVER.

JOHN M\EYERS

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

| FRANK. BANTA

sizes of cells, small, intermediate, large and ex-
tra large. The cost of materials is proportional
to the size of thc cell and battery, but the num-
ber of operations detcrmines the labor cost.
There are practically as many operations in
making the smallest battery as there are in
making the very largest battery of the samec
voltage. Consequently there is considerable ad-
vantage in purchasing the largest size of bat-
tery that will give the required service without
suffering from shelf depreciation.

If your customer asks for a battery made of
the smallest size of cells, ask him if portability
requires that he buy a battery of that size. It
is under no condition economical and it should
not be sold unless space requirements make it
absolutely necessary. The intermediate size of
cell 1s used in batteries designed especially for
small portable sets. They will last twice as
long as the smallest B batteries and cost only a
little more.

The large cell is used in the most familiar
size of battery, whieh in twenty-two and one-
half-volt units is six and three-eighths by four
and one-eighth by three and three-sixteenths,
and is also available in forty-five-volt types. In
general, this size of battery should be sold for
all sets having more than one tube, excepting
those having a very heavy current drain of fif-
teen milliamperes or more. This includes four-
tube sets having no C battery, and those having
five or more tubes. These require the extra
large heavy duty battery for most economical
operation. .

Train your salesmen to ask your radio cus-
tomers who their favorite radio artists are. In
a small store in up-State New York I.saw an
example of good selling methods which is
worthy of imitation. A customer had come in
for a fresh B battery. The salesman knew what
size to give him, for he knew what set had been
sold originally and what its battery require-
ments were.

“Who is your favorite radio artist?”’ he asked
as he wrapped up the battery.

“Vincent Lopez and His Orchestra,” was the
immediate response.

“Would you like to listen to some of our
Lopez records?” asked the salesman. DBefore
the eustomer had left the store two more rec-
ords had been converted into cash.

Sells Records to Radio Fans

Another enterprising store owner who saw an
opportunity and not a danger made a practice
of posting the radio programs in his window
with the names of the sclections to be played.
After each selection he neatly typed thc num-
ber of the record in which that particular fea-
ture was used. By means of this tie-up he sold
not only records, but implanted in the mind of
every radio fan who looked into the window the
thought of purchasing records by his favorite
radio artists.

Sell the idea of bringing your radio favorites
permanently into the home, available whenever
they are wanted. - Post a list of popular radio
artists and the number of the records on which
their work appears. Cash in on the popularity
of radio artists.

Avoid Parts for Constructors

There is one field of radio sales which ob-
viously does not belong in the musie store. It
is the sale of radio parts for constructors. Well-
qualified sales experts report a constantly de-
creasing percentage of radio listeners made up
of those who make their own apparatus. Dur-
ing the early period of the radio enthusiasm,
while there were no generally recognized and
accepted types and styles of sets, there was ade-
quate reason for experimenting with home-built

(Continued on page 34)
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Merchandise
That Mowves! .

When a Jewett Product passes our test
and goes into manufacture, we know it \
for what it is, and what it will do. N S

No article in the Jewett line has ever
been discontinued. Adequate precau
tions, in advance of Production, have
assured its lasting popularity.

For the same reason, no article in the
Jewett line has ever been reduced from
its original list price. Active demand
and generous value always have, and
always will, move merchandise. Bargain
offers and Proﬁt sacrifices are never

needed to sell LEADERS.

Merchandise that moves 1s money-
making stock for you. The Jewett
line fills the bill. Ask us to put you in
touch with the distributor best fitted

to supply you.

“Compare Them, You'll Buy”

JEWETT RADIO & PHONOGRAPH CO.

5680 TWELFTH STREET DETROIT, MICHIGAN
THe JEweTT PARKAY CABINET Tue SuperspEAKER Type C Tue JewerT Micro-DiaL
With Parquetry Top—All Houses Any Set and Equip- Makes Tuning 50 Times as
Standard Panel Sizes. ment—Superspeaker built-in. Accurate.

Supers peaker

Trademark
Registered
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More Sales to Radio Owners
(Continued from page 32)

receivers. But the time is already here when
home-made sets do not approach the quality
and price of the highly specialized and quantity-
produced manufactured article.

The sale of parts for home construction in-
volves an entirely different sales effort from that
required for the sale of a complete set. The
former is a technical problem and requires an
intimate knowledge of radio engineering and
practical construction work. The sale of a com-
plete radio set is a music sale and the sale of
an article of furniture, while stocking of acces-
sories is justified because they really form a
part of the set itself.

The music store naturally attracts the kind
of customer who buys a radio set because it is
a mnusical instrument. The phonograph dealer
is the logical salesman of the high-grade set
finished in the expensive cabinet.

An enterprising phonograph dealer handling
radio succeeded in building up his sale of main-
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KING OFALL

with the
Acoustic
Control

The Royalfone Loud Speaker Unit
has an adjustment which gives com-
plete control of volume from very
soft to extreme intensity of sound—
without muffling or distortion.

Unit, Including heavily
nickel-plated nozzle and
ample connecting cord

Price $5.00

Royalfone Unit with fixed adjustment $4.50

roYaLronye”

HING OF ALL

DOUITATIIRN A 3 W AR LR T T 8

HEADSET

Greater distance by using the Royal-
fone Headset because it reproduces
the faintest signals your set can de-
tect.

LIST PRICE $4.50

ROYALFONE UNIT

Phonograph and Radio
Manufacturers

Perfectly adapted for the built-in loud
speakers in your cabinet and console
models. Will triumph in every elec-
trical, mechanical and acoustical test
you care to make. Dependable, uni-
form quality. Write for demonstra-
tion arrangements before your own
engineers.

Royal Electrical Laboratories

NEWARK NEW JERSEY
EPT.T.W.

D
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tenance accessories by a novel and ingenious
method. Each time he sold a receiving set he
made out a follow-up card with the customer’s
name, address and telephone number, the type
of set and its B battery requirements. By giv-
ing him the right size of battery he was able to
determine with a fair degree of reliability how
long the battery equipment would last. Before
the estimated time was up he called his prospect
by telephone, asked how the set was working
and reminded him that he would soon need B
batteries. If he did not receive the order at the
same time of making the telephone call it came
within a few days. Thig may appear to be a lot
of trouble for a $7 sale, but the habit once
established, with only ten customers a week,
means B battery profit on a total sale of over
$3,000 a year.

Show- your customers a personal brand of
selling and it will distinguish your service from
that of your rivals.

R. C. A. Vice-President
Analyzes 1925 Outlook

David Sarnoff Points to Continued Growth in
Sales Volume—Greatest Problem in Improv-
ment of Transmission and Programs

“In general, I think it may well be assumed
that the radio business will be larger in 1925
than it has been in 1924. All signs point to a
steadily increasing volume of radic® sales,” said
David Sarnoff, vice-president and general man-
ager of the Radio Corp. of America, in a recent
interview. “The year 1925 will, in my judgment,
draw a sharper line than any previous year has
done as between the sound and unsound man-
ufacturer and merchant in the radio field.

“The public is becoming more discriminating
and more famniliar with values and reputations.
It will, therefore, be able to distinguish with
greater ease in 1925 than it has been able to in
previous years as between what is sound and
what is not. It will be a good year for organ-
izations striving conscientiously to serve the
public, and such concerns will make even
greater progress in 1925 than they did in 1924.

“The greatest problem for the industry itself,
to my mind, is the problem of improved broad-
cast transmission and improved programs. Re-
sponsible factors in the industry will recognize
this; because the success of the radio industry
itself depends upon its ability to furnish the
public with a proper and satisfactory program
service. Radio instruments are only a means to-
wards this end. I look forward with confidence
to healthy development and steady progress in
every branch of the radio art during the com-
ing year.”

Grimes Travelers Enjoyed
Holidays in Gotham

William A. Lovelace, traveling representative
for David Grimes, Inc., spent the holidays in
New York City and at the home office of the
company following an extended trip through
West and Middle West territory. Both Mr.
Lovelace and John D. Corrigan, of the Grimes
staff, have visited all the Grimes distributors in
the larger trade centers and brought back some
favorable reports, not only regarding the activ-
ities of Grimes jobbers and their dealers, but
of the unusual interest in the Grimes 3XP
shown by radio fans throughout the territory
visited.

“Ukulele Ike” Signed
as Exclusive Pathé Artist

Cliff Edwards, Famous Ukulele and Vaudeville
Headliner, to Continue to Make Pathé Records

Cliff Edwards (Ukulele Ike) has again signed
a cofitract with the Pathé Phonograph & Radio
Corp., Brooklyn, N. Y., as exclusive Pathé rec-
ord artist. Mr. Edwards’ rise to fame has been
phenomenal and would form the basis of an
interesting novel that might be entitled “From
$12 Counterman to $50,000 Uke Star.” In an
interesting article in the New York News Cliff

Cliff Edwards
Edwards describes his rise on the ladder of suc-
cess. He stated, in part, that he was born in
Hannibal, Mo., with itching feet and a good idea
of rhythm.. When a youth he left his home
town to make his own way in the Southern
metropolis of St. Louis, later coming to New
York. In the meantime for his own amusement
and the entertainment of his friends he had
become quite proficient on the “uke,” which
gained for him a position at $50 a week in a
Chicago cabaret. This was really the first step
in his advancement to fame, as after this he
broke into vaudeville and then contracted as an
exclusive Pathé artist at $1,000 a record and a
percentage on its sales. Ukulele Ike is now
popular not only as a Pathé record artist and
as a radio broadcaster, but he occupies an im-
portant role in the new New York theatrical
production, “Lady, Be Good.”

Ukulele Ike’s recordings on Pathé records
have proved so popular that the resigning of
the contract was mutually advantageous.

Miller (jpens Branch Store

Ansonia, ConN., January 8—A branch store
of Miller’s Music Shop, New Haven, was opened
here recently under the management of Oscar
Feinberg, who has been connected with the New
Haven establishment for a number of years.
The new store will carry a full line of musical
instruments, featuring the new Columbia phono-
graphs and the Columbia New Process records.

Moon Record Corp. Chartered

The Moon Record Corp, New York, was
recently incorporated at Albany, N. Y., to man-
ufacture phonographs and records, with a cap-
ital stock of $300,000. The incorporators are
E. W. Jones, M. M. Nassau and J. J. Hanrahan

s O
o ot tn 0

= e ety =i

e l

MAKE 1925 A QUALITY YEAR

Only high grade raw materials produce high grade records.
For the best grades of uniformly cut

COTTON FLOCKS FORW

CLAREMONT WASTE MFG. CO.,

S Gt s S e e

PHONOGRAPH RECORDS
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BRUNSWICK RADIOLA

The only phonograph equipped with, and designed
for, the famous Radiola Super-Heterodyne

THE world-noted Super-Heterodyne, of the Radio Corporation of America, is con-
cededly the latest and greatest triumph of radio engineers. There is no phono-
graph “designed” to accommodate this set except the Brunswick Radiola.

* ok k%

The Brunswick Radiola is a factory-built, scientifically constructed unit. Built and de-
signed by highly experienced radio engineers, and by DBrunswick phonograph experts,
the Brunswick Radiola is absolutely and unqualifiedly guaranteed both by the Radio
Corporation of America and by the Brunswick-Balke-Collender Company. Thus it is
warranted to you as the finest in radio and
phonographic reproduction. The joint
achievement of the leader in each field.

Unusual radio tone and the exclusive
dual-purpose horn

The famous “dual-purpose horn” was created
by these experts, utilizing the famous Bruns-
wick Method of Reproduction — the Owal
Tone Amplifier, for radio reception, as well
as for phonographic rendition.

You change no parts to operate it. It changes
from phonograph to radio — with the dual-
purpose horn — simply by turning a lever.
The loud-speaker unit, the loop antennae,
batteries and all integral parts are built into
the instrument itself. No outside wires with
Super-Heterodyne models.

Next to its amazing clarity and tone, the
important and biggest factor of the Bruns-
wick Radiola is its simplicity of operation.

There is but one Brunswick Radiola.

The Brunswick Radiola No. 60 -
(Super- Heterodyne) THE BRUNSWICK-BALKE-COLLENDER CO.

Manufacturers—Established 1845
General Offices: CHICAGO Branches in all Principal Cities

Two new Brunswick Radiolas —

No. 60 and 460, both Super-Heterodyne type Canadian Distributors:
Musical Merchandise Sales Co., 79 Wellington St., W., Toronto, Ont.

The famous Brunswick Radiolas bring to the
Brunswick banner the superlative in radio recep-
tion, just as Brunswick Phonographs and Bruns-
wick Records have for years represented the best
that men know in recorded musical reproduction.

The Sign of Musical Prestige
[

PHONOGRAPHS - RECORDS - RADIOLAS
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* * A Scientific Product
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The Brunswick Radiola No. 460
(Super-Heterodyne)

]
The Sign of Musical Prestige
@
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Blumberg’s Ne§v Sto_r: in
Waukegan, Ili., Is Opened

Some Twelve Thousand People View Depart-
ments—Brunswick Line Handled

WAUKEGAN, ILL, January 5—The recent formal
opening of the new five-story building owned
and operated by J. Blumberg attracted a crowd,
estimated at some twelve thousand people, that
viewed the interesting displays in the various
departments. In connection with the opening
there was a rather novel feature in the form of
a completely equipped bungalow, and included

Blumberg’s New Store
in the attractive living-room setting was a
Brunswick-Radiola No. 360, which caused much

favorable comment. There was also a very
beautiful window display featuring the Bruns-
wick line exclusively. The store throughout
gave evidence of its being in charge of “live
wires.”

New Starr Loud Speaker
Is Now Being Marketed

The Starr Piano Co., Richmond, Ind, manu-
facturer of Starr phonographs, Gennett records
and Starr pianos, has just placed on the market
the Starr loud speaker, style XXV. This com-
pany is one of the best-known musical instru-
.ment manufacturers in America, and through its
long association with the production of musical
products is in a splendid position to produce a
loud speaker that will meet with the approval
of talking machine dealers.

The Starr loud speaker embodies the scien-
tific principles of tone amplifying which have
been incorporated in all Starr musical instru-
ments. The horn is fashioned from silver grain
spruce, used in the production of Starr phono-

New Starr Loud Speaker
In a circular announcing the new loud

graphs.
speaker the company said: *“The Starr loud
speaker horn is carved to scientific proportions,
hanging free and is suspended to perfect balance
so that the tone is not only full and clear but
is delivered in all of the faithfulness of the
original.”

To Mm: Radio Sets

Rossiter & Co., New York, were recently in-
corporated at Albany, N. Y, to make radio
receiving sets, with a capital stock of 1,000
shares of preferred stock at $100 per share, and
2,000 shares of common stock of no par value.
The incorporators are T. R. Pusche, R. Del and
R W. Branch.

Chas. Freshman, New York, was recently in-
corporated at Albany to manufacture radio ap-
paratus, with a capital stock of 225,000 shares
of common stock of no par value. The incor-
porators are: A. \V. Franklin, M. Goldsoll and
C. Freshman.

the month of
of this month. Yours truly.”

the money when it is due.
fail to do so a follow-up letter is mailed to the
customer by the collection departiment.
three letters are sent to the delinquent, each
one more insistent than the last, before more
drastic action is taken.

‘THE TALKING MACHINE WORLD

“Memory Stimulator”’
Brings in the Money

A. B. Clinton Co., of Hartford, Conn., Sends
Brief Notice to Customers Before Instalment
Payments Are Due and Money Rolls In

Hartrorp, Conn, January 7—In order to re-

mind its customers that their instalment pay-
ments are about to fall due the A. B. Clinton

Co. sends out a few days in advance a small

typewritten form which reads as follows:

“The payment on your instalment account for
will be due the

In most instances this results in bringing in
However, should it

In all,

The letters sent out are prepared to fit the
case of each individual. The company has
found this the most effective way of handling
delinquents, contending that the “collection let-
ter or form to fit all cases” is not productive
of the best results.

Morris R. Lamb General
Manager of Clark Music Co.

Former Manager of Wanamaker Department,
New York, With Syracuse, N. Y., Concern

Syracuse, N. Y. January 5-—Morris R.
Lamb, formerly manager of the piano depart-
ment of the John Wanamaker store, New York,
has been appointed general manager of the
Clark Music Co., this city, and he assumed his
new duties on January 1. Before leaving the
piano department of Wanamaker's last year
Mr. Lamb had spent twenty-four years there,
having joined it soon after it first opened.

TR
I \Uil

of Your Money

Think how many more sales you cou
you could say to your customers, “Here’s

give you back $72.00.”
Tone-A-Dvne.

RESAS TONE-A-DYNE.

112 Chambers Stree New York,

We Give Back 48%

will do everything any $150.00 set will do, and we’ll
You can safely make that claim when you sell the Resas

Put a Resas Tone-A-Dyne side by side with any set selling for twice the price
and let your customers compare them for performance. They’re sure to select the

On indoor and outdoor antenna, this 5-tube set will give unexcelled volume and

RESAS, Inc

:

1d make if
a set that

be regulated by simply turning a knob—an

clarity. In addition, the tone and volume can
exclusive Resas feature.
It is easy to tune and works right through local stations. District stations are always R
at your command. ,,l
The cabinet is mahogany, handsomely finished, 2614” x 874" x 914", o
. o . . - Vs
In everything except price it's a $150.00 set. And it is fully guaranteed e
for one year. i
Don’t let another day pass without investigating the truth of our ’/
claims. Send for a sample now at regular dealers’ discount. If you are # RESAS, Inc.
willing to part with it after a five-day trial, send it back, and the trial ¢ Stle Chn;nb;n
won't cost you a cent. e -» New ¥York.
7 Send one Resas
V4 Tone-A-Dyne set
. at $78.00, less reg-
’ ular  dealers’ dis-

count, with the under-
standing that it may be

,l returned in five days and
. Vs no charge made if we are
N. Y. ,/ not entirely satisfled with fit.
,l BIDIEo 0 50060000000 02900c 90a¢ 0000000
Street
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., . . and she knmws

You don’t need a
fortune to become
an Edison Dealer—
ask nearest Edison
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she’s picked the best!

iF you’re a broad-gauged, far-
2 seeing dealer, you want to
make not only money, but friends, . |
by selling the New Edison.

The easiest,most certain way of doing
both is to let the customer have a
New Edison, on approval,in her own
home, for side-by-side comparison
with any other phonograph.

She makes her decision on the evi-

dence of her own ears—and she knows
she’s picked the best!

THOMAS A. EDISON, INC.
ORANGE, N. J.
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Record Department Is “Key” to Prosperity

Progress in the Talking Machine Business Demands Intelligent

and Consistent

There is opening for the talking machine
business a new era, in the course of which un-
doubtedly will be developed new methods direc-
ted along wholly new channels of effort. This
is not a mere rhetorical statement; it is strictly
and accurately in accord with facts.

The point is this: The talking machine busi-
ness has established itself. It has taken hold
upon the imagination and the habits of the
people. It is not by any means yet so widely
distributed as might be expected; yet it is uni-
versally known and its sales run into vast fig-
ures annually, even as compared with the fig-
ures of other greater industries. In these figures
of course are counted sales of records, which
form an integral part of the talking machine
business and perhaps the more important part
at that.

Now this big business has outgrown methods
for its exploitation and development which at
first were quite adequate. It has come to the
point beyond which older methods will no
longer suffice and the wisest heads in it are
prepared to make such developments in their
own points of view and in their own policies as
shall suffice to meet the conditions which are
now pressing upon the industry and which de-
mand immediate treatment.

Selling Is the Vital Problem

In the talking machine business the capacity
of production is ever tending to increase. For
years the job has not been to sell but rather to
produce enough goods to fill demand. To-day
the job is being steadily turned around. It is
becoming a question of developing a selling or-
ganization, hationwide in scope, to enable the
industry to go on steadily increasing its output,
without having to come to a disastrous slow-
down or a still more disastrous stop. In a
word, we have to think to-day of the merchan-
dising problem in its largest feature. Here is
the outstanding question of the talking machine
industry.

The Key Position

In every situation there is some key position.

A strategist controlling the movements of an

army in action settles his own rank among

Efforts to Sell Records, Says

commanders by his ability to pick out a key
position in the field of battle and by his readiness
to seize upom it. A chess player often sees,
many moves ahead, what will be the key-move
of the game, and works accordingly to the end
of placing himself in a position to make it.
The business strategists of the talking machine
industry have already perceived the key-position
and have taken steps to seize and hold it.

This key-position is to be found in the record
department of the talking machine industry.
Here and here alone is to be found the solu-
tion of the strategical problem which the lead-
ers of the industry are now considering. The
talking machine industry of to-morrow is to be
built up to hitherto unimmagined heights of pros-
perity upon the basis afforded by a new con-
ception of the importance and position of the
record.

This is something to be carefully pondered.
It is not a iatter of the remote future. It is
a matter of the present, The talking machine
record stands in the key-position of the talking
machine industry.

Every industry depends upon sales, of course,
and that simply means that the people’s interest
must at all times be maintained and even in-
creased; unless sales are to drop and with them
the profits. To maintain the interest of the
people in the talking machine and, more, to
build up that interest to an even greater inten-
sity, thus maintaining the steady increase in
production, sales and profits, which every
healthy industry has a right to anticipate year
by year, is-the great task before the leaders
of the industry. These men are wise and they
see that what they have set out to do can be
done best, and perhaps only, by developing the
recording of music to such a pitch of perfec-
tion, variety and universality, that it will be im-
possible for a music-lover anywhere in the
country to resist the lure of the talking ma-
chine. Just that is the conviction of the wisest
men in the industry.

“Worthy of Wise Men”

And it is a belief worthy of wise men, for it

is a belief founded upon the most solid basis.

“Thermiodyne”

and big turnover.

TELEPHONES
CHELSEA
4240
4241
4242

Lines That Build Business

Standard nationally advertised radio products make for quick sales
They are prodncts that are priced right and stay,
sold, making happy and satisfied customers who come back to buy
more and recommend you to their friends. That's the kind of mercliandise we distribute.
Let us build tegether therefore for permanency, on quality, price, performance and turnover.

All our lines are subject to the usual phonograph trude discounts.

riangle
P?dio(?upply{o.

INCORPORATED

%RQASZL»EAFG'{H[DH

“Cunningham” “Eveready”

120
WEST
23rd ST.
NEW
YORK

THE PYRAMID OF SERVICE

W. Braid White

That which makes the talking machine useful,
which gives it its power to appeal to the desires
of the masses, is its power to produce music.
Music is embodied in records. But the music
which has furnished the “velvet” in record mer-
chandising no longer suffices. Finer, better,
more widely selected music is in demand. It
is no longer a matter of wonder that one
should be able to possess a single air from an
opera. That is, and for long has been, a com-
monplace. Now it is the whole opera that is
wanted. Why? Because grand opera is no
lqnger a mystery, but it is becoming something
of which everyone knows or has some infor-
mation, and concerning which there is a vast
deal of public curiosity. So, too, it is no longer
a matter of wonder to be able to possess a little
fragment of some big symphony or of some
exquisite string quartet. To-day we must have
the whole symphony, without cuts, and the
whole quartet. Why? Because, all along with
the rush for jazz and the dancing and the night-
life there has been going on steadily a move-
ment towards better music in this country, a
movement of which the repercussions are to be
felt in the remotest hamlets of the land. This
movement is fostered by such an institution as
the National Bureau for the Advancement of
Music, which is financed by the music indus-
tries of the United States. It is a movement
which is bringing some idea of art music to
hundreds of thousands who never heard even
the name before. It is a movement which has
been fostered and to a very great extent actu-
ally built upon the talking machine record.
And naturally the talking machine industry is
now faced with the problem of building upon
this basis for the existence of which in the first
place it was itself so much responsible.
Sell Records!

Every talking machine dealer ought to un-
derstand these facts and to build his business
policies upon them. It is up to every merchant
to realize that the biggest task he now has is
to build up his record selling. He will be glad
to do so when he realizes that the big profits
are in this department and that the manufac-
turers are now putting their wisdom and their
experience behind the effort to make bigger and
better sales of records a part of the common
business history of every merchant.

There is no community so small, no hamlet
so unimportant, that it cannot, or will not, pro-
duce from its inhabitants buyers of more and
better records. There ,is no talking machine
store which cannot sell more and better records.
There is no merchant who will not find public
response to his efforts to build up a bigger and
better record business.

Son of C. Gulbransen
Presides at Navy Feast

One of the most enjoyable Christinas dinners
given by any United States Navy unit was that
tendered to the men of the U. S. S. Toucey at
League Island Navy Yard. The festivities were
presided over by Lieutenant-Commander Clar-
ence Gulbransen, commanding officer of the U.
S. S. Toucey, and son of C. Gulbransen, vice-
president and superintendent of the Gulbransen
Co., of Chicago.

Ray Miller and His Arcadia Orchestra were
heard *“on the air” during Brunswick Hour,
each Tuesday night during December. The ag-
gregation has been lheard in some of the larger
vaudeville houses during December and this
month.
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Good Tone Arms E

EMPIRE No. 10 Tone Arm For Both Radio and Phonograph

The No. 10 is designed and built especiaily
for use with portable phonographs. It is
made in several different lengths.

Here is a combination” Loud Speaker and
Phonograph Tone Arm all in one. The
demand for this type is increasing tremen-
dously every day.

Compare—Then Decide!

r I VHE only true test of any product is the test of comparison. In this way, and
in this way only may the superior qualities of one device over another be de-

termined.

Empire Tone Arms and Reproducers will
stand any and all comparative or competitive
tests to which you may care to subject them.

Compare the construction, the simplicity, the
finish and the ease with which they may be
incorporated as an integral part of YOUR
Phonograph.

Empire Tone Arms and Reproducers are
built to stand all these tests and one other of
far greater importance—The Test of Tone.

It is this final test that will make Empire Tone
Arms and Reproducers stand out by com-
parison with any others and convince you of
their superiority.

There is a type, size and style Empire to suit
every phonograph requirement. Just three
of them are illustrated and described here.

If you will advise us the type Tone Arms that
will best suit your purpose, we will be glad
to send samples for test.

EMPIRE BALL BEARING UNIVERSAL TONE ARM AND REPRODUCER

This is one of the Aristocrats of the Empire line and is made in two sizes, one to fit
instruments with a 9” center, and one for instruments with 10" center.
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‘RADIO
BEAUTIFUL

Model 600-R-2
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William & Mary Style

walnut or English brown mahog-
, duo-tone. F d and walnut inlay.
Length, 36”; Depth, 15347; Height, 42”. Com-
plete without tubes and

| Price . . . .. . . $210

= T = e

Model 110J-R-2

Stuart S.yle

Englishbrown maboganyor American walnut
duo-tone. Length, 337 Depth, 15)4”; Height,
5235 7. Complete without tubes and batteries

Pooley Radio Cabinet
with
Atwater Kent Radio
Has No Real Competition
“There’s Millions in It”

The Way it “Shows Up”
At the “Show Down”
Makes it the Easiest Seller

NN

Model 1200-R-2
Louis XVI Style

Seleeted American walnut and Oriental burl.
Fluted silk interior fitting. Length, 367
Depth, 18*; Height, 5634. Complete with-
out tubes and batteries.

Price , . . . . . - $350
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THEY WANT
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A - Model 600-R-2
William & Mary Scyle

American walnyt or English brown mahog-

any, duo-t } and walnut inlay.

Length, 36”; Depth, 15347; Height, 427. Com- ———
— — plete without tubes and batteries.

Price « « . « -« « . $210

Model 1100-R-2
Stuant Style

Englishbrown mahogargorAmerican walnut
duc-tone. Length, 337 Depth, 1535 73 Height,
52147, Complete without tubes and battenes. ——

— 5
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NN

A

Pooley Radio Cabinet
with
Atwater Kent Radio
Mightiest Combination in Radio
Superb Cabinets — Supreme Radio

%

L

K

ST

Order NOW
Anticipate Your Needs
Customers Demand Prompt Delivery

Model 1200 R-2
Louis XVI Style

- Selected American walnut and Oriental bu!

Fluted silk interior fitting. Length, 36

Depth, 18”; Height, 56347, Complete with-

out tubes and batteries.

Indiana Avenue—16th & 17th Streets, Philadelphia
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RADIO MANUFACTURERS

Profit by Experience and Save Yourselves Costly Mistakes

Protect your expensive cabinet sets just as the manufacturers of the best phono-
graphs have protected their product for years.

We have been the principal source of supply for shipping cases to the high grade
phonograph trade for the past twilve years. Maximum protection, lower freight
charges and better appearance have made

Atlas Plywood Packing Cases

standard in the talking machine trade, where the best has been demanded.

The similarity of your product makes these cases ideal for your shipments.
thorough knowledge of your packing and shipping problems makes our advice

Ask for details.

and service invaluable.

Atlas Plywood Corp.

PARK SQ. BUILDING

Largest Manufacturers of Box Shook in New England

Our

BOSTON, MASS.

Interesting Revisions Made
in C. I. T. Finance Plan

Only 10 Per Cent Reserve on Phonograph and
Radio Paper Will Now Be Held by Commer-
cial Investment-Trust Incorporated

The Commercial Investment-Trust Incorpo-
rated, New York, one of the leading concerns in
the financing of musical instrument instalment
paper, announced, as effective December 15,
some attractive revisions in the company's
plans for the handling of phonograph and radio
accounts. One of the outstanding features of
the new system is that under it 90 per cent of
the face of unmatured phonograph paper is paid
at once to the dealer instead of 80 per cent as
formerly, thus cutting the reserve held by the
company from 20 to 10 per cent and giving the
merchant the use of the extra money.

An attractive series of discount prices on
phonograph paper running from six to twelve
months and ranging from 5 per cent up, ac-
cording to the time of the paper, is also an-
nounced, and the company has arranged, where
the paper runs for over twelve months, to pur-
chase twelve months of it, thus freeing the

dealer from carrying his own long-term paper
over the full period.

No
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The company was one of the first to plan '

for the financing of radio paper, a line which
was regarded with uncertainty at the outset,
and the system in use is similar to that cover-
ing phonograph paper with the exception that
to make the account subject to discount the
customer must have paid in all at least 33 per
cent of the total selling price. In the case of
radio combinations, the cash payment required
of the customer is only 20 per cent of the total
selling price.

In the case of phonograph paper the matter
of collection is left to the dealer himself, he re-
mitting the required amount each month to the
Commercial Investment-Trust Incorporated. In
the case of radio the company collects direct
when desired on either radio receivers or radio
combinations, though the dealer is privileged to
make his own collections should he favor that
method.

The plan of the finance company has already
enabled numerous phonograph and radio deal-
ers to carry on their businesses without diffi-
culty and to make desired expansion, inasmuch
as the capital ordinarily tied up in paper is,
through the discount plan, made available for
business purposes.

The Commercial Investment-Trust Incorpo-
rated has, during the past year, made arrange-
ments with several prominent phonograph and
radio receiver manufacturers for the financing
of paper held by their dealers, and in that way
has proved a substantial factor in the develop-
ment of the trade.

Brunswick Dealers Tie Up
With Al Jolson’s New Show

Window Displays and Special Newspaper Pub-
licity Utilized by Trade

Creveranp, O., January 5—Al Jolson, who is
scoring a great success in his new production,
"“Big Boy,” in a short preliminary tour, playing
Pittsburgh, Cleveland, Cincinnati and a few
other cities prior to opening an indefinite run
in New York City, was accorded one of the
finest dealer publicity tie-ups that he has ever
received during his visit to this city. Prac-
tically every Brunswick merchant in the city
had special Jolson window displays, and there
was considerable local advertising in both
papers and programs.

There was also a special “Brunswick Nite,”
which was attended by 150 dealers not only
from this city but from all parts of north-
western Ohio. It was quite a Jolson-Brunswick
week, and the Jolson records were pushed and
advertised in an aggressive way. Buescher’s
also co-operated by carrying advertxsmu on the-
atre ticket envelopes.

The Piquette Piano Co., Derby, Conn., added
talking machines. The department of the How-
ard & Barber store was purchased,

Big Ad Drive on Eveready
Line Scheduled for 1925

Program of National Carbon Co. for Next Year
Calls for Most Extensive Advertising in the
History of the Company

The National Carbon Co.'s advertising of
Eveready radio batteries, Eveready flashlights
and Columbia Eveready radio dry cells will
appear during 1925 in 1,294,244,272 copies of
American magazines and newspapers. In other
words, there will be approximately twelve Na-
tional Carbon Co.’s advertisements for each of
the 110,000,000 people in the United States. Fig-
uring an average of five readers for each copy
of every magazine and every newspaper a
National Carbon message will appear at least
sixty times in twelve months to each American
old enough to read.

The company has launched forth for the year
1925 on the biggest advertising campaign in its
history. The gross newspaper circulation for
1925 will be 1,023,579,613 and the gross mag-
azine circulation, which includes magazines of
general interest, farm papers, technical papers
and trade papers, will be 270,664,859. It is
accumulated upon schedules which run from six
to twelve insertions in the course of the year,
and in each case the space is half pages, full
pages or double-page spreads.

Each of the Eveready products has its own
campaign, designed to register with intensity on
its various markets. The largest campaign is
devoted to Eveready radio batteries and the
Eveready flashlight. The newspaper circulation
for the year on Eveready radio batteries will
total 421,601,500 copies; the magazine advertis-
ing, 94,347,994, making a grand total of 515,
949,494, In the magazine field there will be used
the Saturday Evening Post, the Literary Digest
and Collier’'s Weekly, all of the radio magazines,
all of the popular scientific magazines, farm
papers in large numbers, trade papers in the
talking machine field, electrical industry and
other fields upon which the effect of radio has
been pronounced.

Throughout the entire campaign of 1925 the
National Carbon Co. will carry out the closest
co-operation with its dealers. A broadside to
the trade will keep it fully advised of each cam-
paign, and the window and counter displays in
great variety will be supplied as a free aid to
dealers who are awake to the unusual tic-up
possibilities.

AUTOMATIC LID SUPPORT
Finished in Nickel and Gold

Samples on request
e %‘%\
: A ” L

W7
Dec. 9. 1919; Oct. 25, 1921;
2 Pmm“% ;%22 Canada Applied.

The Most Dependable Lid Support on the Market

Star Machine & Novelty Co., " smman ne ™"
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The New

"ODEON
CATALOGUE

just off the Press!

An illustrated work of art
featuring our famous 3000
and 5000 series of imported
recordings.

Acquaint yourself with the
many selling points and
special features of Odeon
records by reading our six-
teen page booklet entitled

BREAKING RECORD SALES FOR ODEON

A ready Reference Sales Manual
for the Dealer and his Salesforce—

We shall be glad to mail you upon request
the new Odeon Catalogue and Sales Manual.

General Phonograph Corporation

OTTO HEINEMAN, President
25 WEST 45th STREET, NEW YORK CITY
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Ralph H. Meade Appointed
Sonora Advertising Manager

Succeeds L. C. Lincoln, Who Recently Resigned
—Was Formerly Assistant Manager and
Editor of “The Sonora Bell”

Announcement has been made by the Sonora
Phonograph Co, Inc., New York, of the ap-
pointment of Ralph H. Meade as manager of
the advertising department of the company to

Ralph H. Meade
succeed L. C. Lincoln, who has resigned to form
an advertising company of his own. Mr. Meade
has been assistant to Mr. Lincoln for some
time and editor of “The Sonora Bell,” Sonora’s
monthly house organ for dealers.

The advertising department of Sonora has
recently been consolidated as a division of the
sales department, so that Mr. Meade will work
closely with Frank V. Goodman, who recently
became Sonora sales manager. It is believed
that the new closely co-ordinated sales and ad-
vertising policy of the Sonora Phonograph Co.,
Inc.,, will be of benefit to the selling organization.

Mr. Meade has had a broad experience in sales
and advertising work. This has been both with
Sonora and in the automotive field, which ad-
mirably fits him to render a high type of service
to Sonora dealers and distributors. Prior to
joining Sonora Mr. Meade was with a division
of General Motors as assistant advertising and
sales promotion manager.

Reflexo Products Co., Inc.,
Moving to Larger Quarters

The Reflexo Products Co., Inc., New York
City, sole selling agent for Reflexo blue steel
needles and Gold Seal needles made by the
W. H. Bagshaw Co., Lowell, Mass., is moving
to larger headquarters. This well-known firm
has been situated for many years at 347 Fifth
avenue and is now moving several blocks west
to 370 Seventh avenue in the heart of the new
business district surrounding the Pennsylvania
Terminal and the Pennsylvania Hotel. The in-
creased facilities to be found in the new quar-
ters will allow for the further expansion of the
business during 1925.

Two New Mutual Products
Are Now Being Marketed

The Mutual Phono Parts Co., New York
City, has just placed two new products on the
market, a new tone arm and a loud speaker unit.

The new No. 6 tone arm is of the throw-back
type and may be obtained with or without the
radio inlet and™also with or without a radio
loud speaker unit attached. This arm is de-
scribed as particularly suitable for portables.
The new Mutual radio loud speaker unit is to
be obtained either for use in conjunction with
the Mutual radio tone arm or separately if so
desired. It is claimed to be particularly effi-
cient, and is attractively constructed in nickel
and black with a gold adjustment knob.

Wuchter Music Co. Stages
Its Own Radio Exhibition

Elaborate Pre-Holiday Showing of Many Types
of Receivers Attracts Much Attention and a
Considerable Volume of Business

ArLLentowN, Pa, January 6.--The Wuchter
Music Co., located at 927 Hamilton street, this
city, has staged a radio show which, from all
indications, is second to none ever run in a like
fashion by an independent merchant. Mr. Wuch-
ter, the proprietor of the store, arranged an
exhibit which was of interest to every radio
fan and prospective purchaser of radio instru-
ments. In order to accomplish this practically
the entire store had to be given over to this
purpose, to provide space for the various cab-
inet modets of receivers which were used in the
display.

In the exhibition and demonstration scores of
radio receiving instruments of every conceivable
description and with a very wide range of price
were displayed, and specially engaged radio men
were on hand to explain the various receivers
to the visitors. This exhibition, Mr. Wuchter
explained, is one phase of the development of
his radio business.

LeJeal to Increase Space

Erie, PA., January 5.—Announcement has
been made by A. L. LeJeal, music store pro-
prietor at 1007 State street, that he will take
larger quarters at 1023 State street in a month
or so. The present location of Mr. LeJeal’s
store at 1007 State street has been the site of
a music house for the past eighteen years, hav-
ing been started by Brehm Bros. Mr. LeJeal
took over the business five years ago and has
expanded it to include phonographs, small
zoods and a large line of sheet music. He has
stated that he may add radio goods at his
unew location.
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LITTLE TOTS RECORDS

SONGS, GAMES, STOR/IES~FOR K/DDIES
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LITTLE TOTS’ Records are works of art, the recordings having been made by
most artists in the country. The clarity of tone and perfect enunciation make a strong appeal
to the impressionable youngsters who love to hear them played over and over again.

SELECTIONS, FOUR RECORDS, contained in an attractive book
with eight pictures and verse cards.
loose leaf style with telescope eyelets and tied with a colored silk cord.

Dealers’ Price—60c each. Orders for less than 14 gross 65¢ each.

The
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The
The
The
The
The
The
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“Happy Day” Book
“Jolly Game” Book
“Story Hour” Book
“Christmas” Book
“Lullaby” Book
“Patriotic” Book
“Medley” Book
“Sunshine” Book

RONCIRERIM NI

20 West 20th Street

The book is beautifully bound in

LITTLE TOTS’ RECORDS BOOKS
“Merry Song” Book

REGAL RECORD COMPANY

the fore-

$100

New York City
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How a Live Rétail Dealer
Handles Machine Prospects

H. M. Reynolds Describes in Detail the Various
Steps He Has Found Most Productive of Re-
sults in Selling Phonographs

Every successful salesman has his or her own
method of putting over a deal. An approach
that may work to advantage for one individual
ofttimes causes a decidedly different reaction

when used by another. However, all of the-

methods used are of real general interest to
those who are engaged in the happy profession
of selling merchandise.

H. M. Reynolds, of the Brunswick Shop,
Indianapolis, Ind.,, who is widely experienced in
the retail field, in the following paragraphs gives
his ideas relative to handling a retail sale:

“After your customer has been seated and you
have selected the model that he wants dem-
onstrated (you can help in the selection by sug-
gesting different styles of furniture that the

models represent), you then explain that you
are going to use a few records to demonstrate
the quality of tone of the instrument. My first
record is usually No. 2333, one that is excep-
tionally clear and attractive from this stand-
point. I follow this with No. 2228, calling atten-
tion to the fact that they are now hearing four
voices instead of one. From this I switch over
to an instrumental number, using No. 2010,
suggesting that they give particular heed to the
bass in this particular selection. I then dem-
onstrate part of No. 25004, pointing out the ease
with which one can follow through simple mel-
ody or variations. The next record that I use
is No. 50035, to bring out the more delicate
shadings of music, and it gives me a good
opportunity to call attention to the fidelity of
the instrument in reproducing piano music.

“I use these particular records because they
suit my purpose and afford a good range of
music, as illustrated by the different types of
recorded music. Never play a record all the
way through.

“I have found that this simple method will

IMPORTANT
ANNOUNCEMENT

The Manufacturers of the most distinctive-

e

looking (and the most successful) European
make of PORTABLE PHONOGRAPH
need the services in the United States
of a Ilimited number of experienced
TRAVELLING REPRESENTA-
TIVES. They ivite correspondence
from well-established and responsible firms
of PHONOGRAPH MANUFACTUR-
ERS AGENTS who are employing com-
petent outdoor salesmen. Prices highly
competitive (huge output); attractive deal-
er-and-jobber propositions. Remuneration
by way of generous over-riding commission
on all sales in territory travelled. Samples
ready immediately. Plenty of highest-
grade advertising material available in all
languages. Send full details as to ground
covered and agencies held and tender refer-
ences, please, to “Alpha,” care of Talking
Machine World, 383 Madison Avenue,
New York, N. Y.

close a large percentage of my customers; but
if it does not I then resort to a demonstration
of the prime features of the instrument, intro-
ducing at the same time several records that
they may want to hear.

“You will find that the customer will give
better attention to your detailed explanation at
this time than at any other, because he or she
is curious to know how you get this unusual
tone from the records demonstrated.

“It has been my experience that 80 per cent
of the customers with whom I have talked have
been women, and a great number of them would
be bored by a lengthy technical explanation,
prior to the time that I prove to them that we
have something that they would really like to
hear. In other words, make sure that it is
necessary before you go into a technical expla-
nation.

"My motto is ‘Don’t talk about your phono-
graph until you have proved to the customer
that you have one they will want to hear.
After that the reasons why the instrument pos-
sesses an extremely interesting tone and favor-
able interpretation of the recorded music will
prove much more interesting to the buyer.”

Effective Publicity on
New Federal Receiver

The Federal Telephone Mfg. Co., Buffalo,
N. Y., with headquarters in the Times Building,
New York City, has just issued an attractive
folder featuring the new Federal set type 142,
which it designates as a “big brother to the
141.” The latter set was introduced a short
while ago and achieved instantaneous success,
attaining a popularity far in excess of all antici-
pations.

The new type 142 is a super-selective power-

Federal Type 142
ful five-tube radio receiver in combination with
a loud-speaking telephone unit. It has a two-
dial control, making for simplicity, and in cab-
inet design is very attractive. The new set lists
at $230, less head sets, tubes and batteries.

Nyaccoflex Radio Panel
Introduced to the Trade

The New York Album & Card Co., of New
York and Chicago, well known and established
in the talking machine field for many years as
manufacturer of Nyacco record albums, and
which entered the radio field in a substantial
manner during the past ycar, presented the trade
with a new product in radio the first of the
year,

This newest product is known as the Nyacco-
flex RP-3, and is a panel for installation in the
Victrola or other makes of talking machines.
This new Nyaccoflex panel measures ten by
fourteen inches, and is of-a three-tube reflex
type. The merits of the reflex circuit, whereby
three tubes do the work of five, are well known.

This new product rounds out the Nyaccoflex
line. The first number of the line to be intro-
duced, the RP-1, it will be remembered, was a
combination radio and talking machine portable.
The second number was a receiving set. With
the RP-3 practically every phase of the radio
demand has been covered.

The Cleartime Radio Co., New York, was re-
cently incorporated at Albany, with a capital
stock of $25,000. The incorporators are: T. F.
Tormey, L. M. Corcoran and G. A. Turley.
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1s going to be another

big radio year—particu-

larly for those retailers
having the right merchan-

dise backed up by the

right kind of service.

Make your plans now.
Investigate just how
Jones-Beach service in
radio merchandising can
help you build your
business.

The Jones-Beach Buildings

HE tremendous facilities of the above building plus the

merchandising and technical experience of our staff is an
excellent backing to have behind you. Youcan relyon Jones-
Beach service.

We are wholesale distributors for such nationally
known lines as

Radio Corp. of America
Atwater Kent Mfg. Co.
Fada Neutrodyne

JONES-BEACH & CO.

Wholesale Distributors of Radio Products
Jones-Beach Bldg. 307-13 N. 7th St.

PHILADELPHIA
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Important Appointments
to Jewett Traveling Staft
J. W. Sands to Cover Middle West District—

O. B. Compton to Operate in South and
Southwest—Both Widely Experienced

The Jewett Radio & Phonograph Co., Detroit,
Mich., announced recently the appointment of
J. W. Sands as district representative of the
company. Mr. Sands will confine his activities
to the Middle \West district, comprising the
States of Ohio, West Virginia, Indiana, western
Pennsylvania and western New York. Previous
to entering the radio field Mr. Sands had many
rears of sales experience with the National Cash
Register Co., of Dayton, O., during which time

J. W. Sands
he operated in the States of Ohio, New York

and Massachusetts. He comes to the Jewett
organization from the Magnavox Co. with
which he was connected as Ohio representative
for the past two years.

The Jewett organization has also been aug-
mented by O. B. Compton, who will represent
the Jewett interests in the States of Missouri,

Tennessee, Georgia, Florida, Alabama, Missis-
sippi, Louisiana, Texas, New Mexico, Oklahoma
and Arkansas. Mr. Compton has been actively
engaged in radio merchandising for thc past
three years and was formerly Southern terri-
torial representative of the Magnavox Co. The

0. B. Compton

greater portion of his life has been spent in the
South, where his many friends will undoubtedly
accord him a hearty welcome in his new work.

Broadside Features Fine
Atwater Kent Publicity

Prior to the Christmas season the Atwater
Kent Mfg. Co., Philadelphia, Pa, issued a par-
ticularly attractive broadside in colors entitled
“This is going to be a radio Christmas.”. In
addition to featuring the entirc Atwater Kent
line the inside of the spread displayed the vari-
ous sales helps available for use of Atwater
Kent dealers.

Another sales stimulant recently put out is an
attractive window poster also in colors and
simulating in design the Atwater Kent bill-
board displays. A casual observer will find
dealers making good use of this material and
its effectiveness is being proved in the steadily
increasing sales of Atwater Kent merchandise
throughout the country.
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MUSICAL PRODUCTS
DISTRIBUTING CO.

22 WEST 19% ST., N.Y.C. ~ CHELSEA 8510
FOR.

POOLEY-ATWATER KENT

RADIO RECEIVERS
Wholesale Only~

Saul Birns Leases Larger
Quarters and New Store

Headquarters of Chain of Stores to Be Located
in Sixth Avenue Establishment—Elaborate
Showroom Planned.

Saul Birns, proprietor of a chain of music
stores throughout New York and Brooklyn, re-
cently announced that he had leased another
store at 310 Sixth avenue, New York, together
with the entire third floor of the same building
comprising 20,000 square feet of floor space, to
be used as the general offices of Mr. Birn’s or-
ganization.

The growth of the Saul Birns establishment
has been most consistent. Some fiftcen years
ago'the first store and office headquarters were
opened at 111 Second avenue, and at the present
time there are ten stores to the chain, each
carrying a complete line of musical instruments.
The present office space has been found to be
inadequate to cope with the steadily increasing
business and the move to larger quarters was
imperative. The new headquarters will be cen-
trally located and part of the floor space will be
utilized as an elaborate showroom whcre all
models of talking machines, radio receivers and
pianos will be displayed. This display space
will be a general showroom for all of the stores
where models not available at each store can
be shown and demonstrated. A special elevator
from the store floor to the offices and show-
room will be installed for the convenience of
customers.

Good Pooley Publicity

The factory of the Pooley Co., Inc., man-
ufacturer of the Pooley phonographs and radio
cabinets, is prominently located close to both
the North Philadelphia station of the Pennsyl-
vania railroad and the main line of the Philadel-
phia & Reading. The Pooley buildings are thus
casily seen by passengers in hundreds of pass-
ing trains. Accordingly, the Pooley Co. has
taken advantage of this opportunity and has
erected a large sign on the top of its building
announcing the fact that it is the home of
Pooley radio cabinets. As trains for all points
in the West and South pass this station, in addi-
tion to the local trains, it may be easily seen
that this message will be read by natives of
practically every State in the Union.

The Pooley Co. is continuing td do a tre-
mendous business with its radio cabinets and
the exceptional business of this year is expected
to be surpassed during 1925.

Opens New Music Store

Hurcuinson, Kan., Januvary 6.—L. E. May-
field has just opened a new music store here at
16 First avenue, handling a complete stock of
pianos, phonographs, band instruments and
radio. The store, which will be operated as the
Mayfield Music Co., has been decorated in a
fitting manner. Mr. Mayfield was identified with
the music trade of this city several years ago
before he went to California, and he has a fine
rccord of merchandising achievement.

Recording Corp.-Chartered

The Consolidated Recording Corp.,, New
York, was recently incorporated at Albany,
with a capital stock of $30,000, to make phono-
graph equipment. The incorporators are A. H.
Cushman, J. and E. Ennisson.

The Apollo Radio Co., New York, was re-
cently incorporated at Albany to manufacture
radio apparatus, with a capital stock of 200
shares of preferred stock at $100 per share, and
200 shares of common stock of no par value.
The incorporators are: H. Rosenfeld, B, J.
Cohen and R. Rubenstein.
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The ultimate —in anything—is the Fact—the Net
Result.

It is the unfailing trial balance—which determines
—any time—anywhere—the status of a business—
an opportunity—a man-—an environment—or a
commodity.

The Net Result can be denied—but not defeated.

[T

Whether in red or black—it is the unfailing cir-
cumstance pointing the moral and the opportunity
—and guiding to the right direction.

The difference between red and black—in terms
of accounting—is the difference between yawning
and acting—when an opportunity presents itself.

I

Whether it be the phonograph—the radio-combi-
nation —or the radio cabinet—the name “MAS-
TERCRAFT” is four-square—in reliable mer-
chandise—solid construction—correct design and
sure-fire profit.

That—plus two large factories equipped.to the
minute—for volume, efficiency and dispatch—
have made it possible to distribute about an hun-
dred thousand instruments—thruout the world.

That’s the net result—to date—about
“MASTERCRAFT?”

Progressive merchants — on investigation — will
find this company and its product—a profitable
representation—during 1925

THE WOLF MANUFACTURING INDUSTRIES

(Established 1890)
“MASTERCRAFT”
Phonographs — Radio-Combinations — Radio Cabinets
QUINCY, ILLINOIS

PLANT NOI PLANT N©2
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ATWATER
KENT

LOUD SPEAKERS

Ack ofF ATWATER KeNT Receiving Sets and Loud Speakers
B is the most completely rounded-out selling campaign in
the radio industry today. Everything is being done to help
each dealer sell ATwaTer Kent Radio.

A national advertising campaign is
braadcasting the story of ATWATER
Kent quality and performance to
every city, town’and village in the
country. Full page space appearing
monthly in nineteen national maga-
zines, a widespread newspaper cam-
paign, and beautiful 24-sheet posters,
spread from coast to coast, are estab-
lishing AtrwaTer Kent Radio as the
unquestioned leader in the minds of
the nation.

Descriptive literature on request

ATtwATER KENT MAaNUFAcTURING CoMPANY
4725 Wissahickon Ave., Philadelphia, Pa.
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BRING OUT THE BEST FROM ANY S E
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ATWATER

KENT

T —

RECEIVING SETS [iwpmer

Ack OoF ATWATER KeNT Receiving Sets and

Loud Speakers is the largest plant of its
kind in the world. The strength of the At-
WATER KENT organization, combined with its
laboratory and manufacturing facilities, is an
assurance to every dealer that the ATwATER
Kent line will hold a position of permanent

leadership.

Into AtwaTer Kent Radio is
built the knowledge and skill of
over a quarter century’s experience.
Each part, from the tiniest wires to
the polished cabinets, is designed
and manufactured with infinite
care. The AtwaTer KenT tradition
of using only the finest materials
that money can buy guarantees the
highest possible quality.

Descriptive literature on request

ATwATER KENT MANUFACTURING COMPANY
1725 \Wissahickon Ave., Philadelphia, Pa.

Pacific Coast Prices

ATWATER Reni
LOUD SPEAKER &

slightly higher De Luxe JM,Od
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Neutrodyne Manufacturers Launch First
National Educational Advertising Drive

Hazeltine Corp. and Fourteen Licensed Manufacturers of Neutrodyne Radio Receivers Sponsor
Copy Appearing in Newspapers and National Magazines in Addition to Usual Publicity

The first national advertising campaign along
association and educational lines for radio ap-
paratus was launched by a committee repre-
senting the fourteen neutrodyne manufacturers
and the Hazeltine Corp. last month. The cam-
paign is scheduled to run in twenty-nine of the
country’s leading newspapers, the Saturday
Evening Post, and eight trade papers up to
the middle of March. The first advertisement
of the series appeared December 7.

The new campaign is exclusive of the reg-
ular and intensive advertising schedules of each
of the fourteen individual manufacturers, all of
which, including the educational series, is based
on the neutrodyne system.

The set-up for the educational series is
founded upon the usual association lines which

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 current.
Complete, with every part and ready to run.

Sample, mounted on motor board, 12x12x34
unfinished board, $25.00 C.O.D. Money back
if not satisfactory. /5 cash with C.O.D. order.

The PHONOSTOP

An automatic stop for all talking machines,
100% efficient.

STANDARD FOR EIGHT YEARS
Guaranteed.

Sold direct to
manufacturers all
over the world.

Nickel or Gold.

Your phonograph
is worthy of the
best stop.

This is the only one.

Your customers appreciate it

We also sell General Phonograph Hardware
Cable Address:
PHONOMOTOR, Rochester, N. Y.

Codes: Bentley’s and A.B.C., 5th Edition

Improved.

Richardson, Orr & Co., Sydney, Australian
and New Zealand Representatives.

Trade Prices upon application

The PHONOMOTOR

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

have been so successful in the past. The con-
trol of the campaign is vested in a committee
of which R. M. Klein is chairman, the other
members being R. W. Porter and R. T. Pierson.
Jack Binns is secretary. N. W, Ayer & Son,
of Philadelphia, is the agency handling the cam-
paign.’

The newspaper schedule includes the follow-
ing publications: Atlanta Journal, Kansas City
Star, Chicago Tribune, St. Louis Globe-Demo-
crat, Baltimore Sun, New York Times, Boston
Post, Cleveland Plain Dealer, Minneapolis
Tribune, Philadelphia Inquirer, St. Paul Pioneer
Press, Los Angeles Examiner, San Francisco
Examiner and Seattle Post-Inteiligencer on
Sundays. St. Louis Post-Dispatch, San Fran-
cisco Call and Post, New York Journal, Chicago
Herald-Examiner, New York Sun, Baltimore
News, Cincinnati Times-Star, Boston Herald,
Cleveland News, Boston Traveler, Philadelphia
Bulletin, Detroit News, Seattle Times and Min-
neapolis Journal on week days. Each of the
newspaper advertisements involves copy com-
prising 952 lines arranged as 238 lines on four
columns. In the Saturday Evening Post and
in the trade magazines full-page copy. The ad-
vertising campaign will be followed up with spe-
cial sales aids for dealers, jobbers and salesmen.

The neutrodyne principle was invented by
Professor L. A. Hazeltine, of Stevens Institute
of Technology, and was specifically designed to
bring in broadcast programs. The patents and
trade-mark are now owned by the Hazeltine
Corp. The Independent Radio Manufacturers,
Inc., which is a co-operative organization made
up of licensed “neutrodyne” manufacturers, is
the exclusive licensee of the Hazeltine Corp. It
has granted fourteen sub-licenses to the follow-
ing manufacturers: American Radio & Re-
search Corp., Medford Hillside, Mass.; F. A. D.
Andrea, Inc,, New York City; Carloyd Electric
& Radio Co., New York City; Eagle Radio Co.,
Newark, N. ].; Freed-Eisemann Radio Corp.,
Brooklyn, N. Y.; Garod Corp., Newark, N. J.;
Gilfillan Radio Corp., Asbury Park, N. J.; How-
ard Mfg. Co., Inc., Chicago, Ill.; King-Hinners
Radio Co., Buffalo, N. Y.; Wm. J. Murdock
Co., Chelsea, Mass.; Stromberg-Carlson Tel.
Mfg. Co., Rochester, N. Y.; R. E. Thompson
Mig. Co., Jersey City, N. J.; Ware Radio Corp.,
New York City; Workrite Mfg. Co., Cleve-
land, O.

The manufacturers of “neutrodyne” receivers
are making forty-two different models, includ-
ing three, four, five and six-tube sets, ranging
in retail sales price from $65 to $450 each. The
largest number of receivers heretofore sold
were of the five-tube set at prices ranging from
$125 to $175. There appears to be a large de-
mand this season for the higher-priced console
type. The several models are designated under
the various manufacturers’ trade names, among
which are the following: Adler-Royal neutro-
dyne, Amrad neutrodyne, Eagle neutrodyne,
Fada neutrodyne, Freed-Eisemann neutrodyne,
Garod neutrodyne, Gilfillan neutrodyne, How-
ard neutrodyne, Lafayette neutrodyne, Malone-
Lemmon neutrodyne, Murdock neutrodyne,
King-Hinners neutrodyne, Silvertone neutro-
dyne, Stromberg-Carlson neutrodyne, Thomp-
son neutrodyne, Ware neutrodyne, Workrite
neutrodyne.

The combined floor space of the various
plants making “neutrodyne” receivers, exclusive
of contributory plants making most of the cabi-
nets and certain of the parts, is approximately
500,000 square feet, and the total number of
employes is approximately 4,500.

The stock and fixtures of the Cowlitz Music
Co., Kelso, Wash., were recently purchased by
Mr. and Mrs. G. E. Cooper, who will continue
the business in the Masonic Temple Building.

MICA
DIAPHRAGMS

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baring " 535 PHlLADELPmA PA. Fitasse phita.

Brooks Music House Adds
Large Radio Department

Progressive Altoona, Pa., Concern Announces
Addition of Radio by Direct Mail

ArtooNA, Pa, January 5—The Brooks Music
House, one of the leading retailers in this terri-
tory, recently announced the addition of several
of the foremost lines of radio and the opening
of a department. A strong letter describing
the various lines was mailed to customers and
prospects, so that the fact of the opening of
the new department immediately became widely
known. Among the lines handled are included
the Pooley cabinets made especially to house
Atwater-Kent sets, which are handled. Other
receiving set lines which are being aggressively
featured are Freed-Eisemann, Kennedy, Cros-
ley, Ware, Kodel and Crystal sets.

Radio Refinements Are
Evident, Says L. S. Brach

“The rapid changes in radio are more in evi-
dence in the detailed refinements of radio ap-
paratus than in any radical change in the com-
pleted product,” according to Leon S. Brach,
the well-known electrical and radio engineer and
head of the L. S. Brach Mfg. Co., Newark,
N. J. “There are, of course, possibilities for
improvements and particularly is this true in
the essential parts. For many months our en-
gineers have been striving to develop a radio
plug of an entirely different design from those
that have appeared heretofore, both in appear-
ance and operation.

“The company has produced a neat-looking
type of phone plug, which not only takes care,
by a simple and easy means, of connections with
the jacks, but safeguards the user of the plug
by having all current-carrying parts protected,
eliminating any danger of shocks.”

T. B. Cleveland recently opened a general
music store on Waller avenue, Greenwood, S.
C. A full line of talking machines and other
musical instruments is carried.

The F. C. Howard Piano Co., Syracuse, N. Y.,
has opened a radio department. Standard re-
ceivers and accessories are being carried.

REPRODUCERS

No. 3, a quality
sound box adopted
by many well-
known-phonograph
manufacturers.

FOR PORTABLES
No. 2, Victor Hub
No. l, Columbia
Hub

Combining tone
quality and vol-
ume with attrac-
tive price.

Write for samples

and prices

J. E. RUDELL

144 Chambers Street
New York City

= _,.v._l‘hﬁ_'
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A Radio Speaker that will

help all your radio business

HE Adler-Royal Radio Speaker will be the best salesman

in your store. It not only speaks for itself when you demon-
strate, but it clinches sales on radio sets too. Your customers
will be thrilled at its tone and its wonderful modulator.

Four features that will appeal to you and your customers:

I—Clear Tane.

2—Adjustable modulator for tone volume.

and mahogany.

The secret of
Adler-Royal
natural tone

We want you to be just as firmly
convinced of the superiority of the
Adler-Royal Radio Speaker as we
are. Without waiting to place your
order through our salesmen, sign
the coupon below and we will send
you a speaker immediately. Put it
through the most exacting tests.

See for yourself how marvelously

Adler-Royal

dl

the tone modulator produces a
natural pleasing amplification read-

3—Beautiful cabinet design, finished in two-tone walnut

{ - Carries a 0% dealer discount.

Qur 25 years' experience in the manufacture of {ine organs,
pianos and phonographs guarantees the musical qualities and
insures the highest grade workmanship.

List Price $30.00

This coupon will bring you the Adler-Royal
Radio Speaker immediately

ily adaptable either to the delicate
strains of a symphony orchestra or
the blatant notes of jazz. Try this
speaker faithfully. Compare it.
Demonstrate it to your customers.

Our advertising campaign will
undoubtedly bring to your store
many customers who are interest-
ed in Adler-Royal Radio Speaker.
Sign the coupon right now, so that
you will have one to show them.

ADLER MANUFACTURING COMPANY, INC.

General Sales Office: Dept. G1, 881 Broadway, New York City
Factories: Louisville, Ky.

io Speaker | -

Address

ADLER MANUFACTURING CO.
Dept. G1, 881 Broadway,
New York City.

Please send me an Adler-Royal Radio
immediately and charge it to my account.

Speaker
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Royal Phonograph No. 5§

Made in two-tone walnut or mahogany.
All exposed metal parts are heavily nickel-
plated.

Make the Royal Road
to profits lead to
your own store

DLER-ROYAL means to you a fine phonograph, combina-
tion phonograph and radio neutrodyne product, plus a
wholesome dealer policy.

In our advertising to the public we say, “The dealer from
whom you buy your phonograph and radio set is just as impor-

Adler-Royal Combination Radio and tant as what you buy.”

Phonograph Royal Cabriole—Model 10

In either walnut or mahogany, price $300.
Without neutrodyne set, price $125.00.

To the music trade of America we say, “The merchandising
policy of the radio or phonograph manufacturer is today as
important to you as are the goods he offers you.”

We have the courage, the capital and the steadfastness of
purpose to give you protection from unfair and irresponsible
competition. This is in addition to the fact that we are the only
recognized manufacturer who can give you from one source a
complete line of high-quality phonographs, combinations,
neutrodyne radio sets and cabinet type loud speakers. The
Adler Manufacturing Company is owned, managed and operated
with a single eye to quality products, fair dealer policies and
permanency. The energy of the owners themselves goes into
manufacturing.

The dealers who are being awarded Adler-Royal franchises
must bring with them a local reputation for fair dealing and
responsibility equal to ours. To such dealers we extend the
fullest co-operation.

Isn't it worth your while to learn the details about a fran-
chise in the phonograph and radio field that considers your
interests first? We know your success with Adler-Royal will
make ours. Write us.

ADLER MANUFACTURING COMPANY, INC.

General Sales Office: Dept. G1, 881 Broadway, New York City
Factories: Louisville, Ky. b

Royal Elizabethan— Model 50
Combination phonograph and radio. Wal-
nut or mahogany. Price $350 with loud
speaker, less accessories. Without neutro-

dyne sét, price $175.
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38 stations In one
night—2 in Europe

Read this enthusiastic letter from Charles C. Clark, Research
Engineer, Indianapolis Music House, Indianapolis, Ind. He

says in part:

“After testing a number of repu-
table and well-known makes of
radio receivers, YOUR SET
(ADLER-ROYAL NEUTRO
DYNE) WAS THE ONLY ONE
THAT CAME UP TO OUR
EXPECTATIONS OF WHAT
A RADIO RECEIVER SHOULD
BE FOR THE AMERICAN
HOME.

“The points of superiority in
picking your set were SELEC-

TIVITY, VOLUME, NATURAL
REPRODUCTION, SIMPLIC-
ITY OF OPERATION AND
BEAUTY.

“I have received and logged 36
stations in the United States and
two in Europe in one night, and
all on the Loud Speaker, and will
REPEAT NIGHT AFTER
NIGHT ON THE SAME LOG-
GING if the station is on the air.”

On receipt of first order wired
for duplicate shipment

MR. CHARLES C. ADAMS, Charles C. Adams & Co..
Peoria, Ill., told us these striking facts about the Adler-Royal

phonographs:

“The first shipment, which ar-
rived only a few weeks ago, was
HARDLY UNBOXED when we
were obliged to WIRE FOR A
DUPLICATE SHIPMENT. In
our opinion the style 10 is the
most wonderful value, and styles 30
and 50 are the most beautiful de-
signs we have ever seen in any
make.

District Representatives

WILLIAM A. CARROLL
802 Bramson Bldg. Buffalo, N. Y.
EDRAY SALES CORP.
532 Republic Bldg. Chicago, Ill.
H. W. BUCKLEY
¢ o Adler Mfg. Co. Louisville, Ky.
RADIO EQUIPMENT CO. OF
TEXAS

1319 Young Street
BLACKMAN SALES CO.
2002 Grand Ave. Kansas City, Mo.

BRUNNER & LUKAS
881 Broadway New York City

Dallas, Texas

1015 Chestnut St. Philadelphia, Pa.

2765 West Fort St. Detroit, Mich.

2215 Pine St. St. Louis, Mo.
315 California Bldg. Denver, Colo.
30 So. 8th St.

JA
4900 Euclid Ave.

“With the style 50 we have
found it very easy to compete with
the ‘old lines’ which list approxi-
mately $100.00 higher.

“In going out on the road with
this line we predict that you will
meet with MORE SUCCESS
THAN YOU ANTICIPATED,
and should you come into this
terrltory, do not fail to call upon
us.”

ROBERT HARRIS
S. E. LIND, INC.

MARKS PHONOGRAPH &
RADIO CORP.

ROYAL SALES CO.

SPRAGUE & WARREN
Minneapolis, Minn.
MES M. ERVIN
Cleveland, Ohio

Adler-Royal Neutrodyne—Moadel 199

Table Type and with dry cells, Batteries
concealed in cabinet. 5 tubes (199) Cabi-
nets walnut and mahogany. Price $165.

Adler-Royal Neutrodyne— Model 2014

Table Type to be operated with “A” stor-
age batteries; “B” batteries concealed in
cabinet. 5 tubes. Walnut or mahogany.

Price $160.

Price  $350,

teries.

Adler-Royal Neutrodyne—
Floor Type No. 1
Elizabethan

Dry cells or wet “A” batteries.
5 tubes. Walnut or mahogany.
including
speaker, without tubes or bat-

loud

Licensed by

ﬁ ‘QL
N ardent R.a.onanmd“"N
vch 221923 and 4p,
“\B Nos 1450, oa "“ ’-7?4
N
W™ Otner Fatents F Pendmg 6"*’8

Fleg U.5.Pat on
3015475062y
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WHAT IS SLEEPER
COMPETITION?

‘ N VYHEN you demonstrate a Sleeper—and that's

the easiest way to sell one —choose for its
competitors only fine machines.

Sleeper national advertising is telling Radio pros-
pects — yours and ours— that performance is the
only basis on which to purchase a Radio. And that
the Sleeper Monotrol is ready to be judged in com-

petition with any machine, irrespective of price or

size. We make that statement to the public be-
cause we sincerely believe that Sleeper performance
is unparalleled.

The Sleeper Monotrol is today the most saleable
set on the market for many reasons—its compact-
ness—its economy—its ease of operation, but
mainly because of Sleeper ability to receive radio
with greater clarity and over longer distances than
can its competitors.

Your territory is waiting for Sleeper Monotrols.
Wire for complete information.

Sleeper Radio Corporation, 434 Washington Avenue, Long Island City

s s RO s M e v AW AR S T e
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De Forest Radio Co. Wins
Trade Mark Suit in Cuba

Restrains Attempt to Register the Trade-mark
“De Forest” in Cuba

A decision by the Cuban courts against
Leonardo Cano that concluded an attempt of
the defendant to register the trade-mark “De
Forest” in his own name in Cuba has been an-
nounced by Samuel E. Darby, Jr., of the patent
law firm of Darby & Darby.

This form of trade piracy is prevalent in many
foreign countries, Mr. Darby said. The case of
Cano, a resident of Havana, is typical. In De-
cember, 1922, he caused applications to be filed
in the Cuban Patent Office for registration of
the trade-mark “De Forest” in his own name
as the owner of this trade-mark. By filing this
application Cano sought to secure ownership in
his own name of this mark, which would have
given him control of the De Forest agency and
the right to exclude from sale in Cuba any and
all goods bearing the name “De Forest,” and,
in addition, would have entitled Cano to con-
fiscate any goods bearing this trade-mark found
on sale in Cuba.

Upon the official publication in the Cuban
Patent Bulletin of December, 1923, containing
this application demands were made by the De
Forest Co. for its withdrawal and the filing of
opposition proceedings to his application based
upon article 8 of the International Convention
and Article 9 of the Pan-American Convention.
These oppositions have just been sustained and
it is learned that in addition to the foregoing
attempts at trade-mark piracy Cano also filed
application for a number of other marks com-
prising the best-known registrations in the radio
art. His success in these would lay a strong
foundation for what might be termed a Radio
Products Trust for the manufacture and sale of
radio equipment on the Island of Cuba.

.Chapman Bros. Windows
Attract Wide Attention

Live Des Moines Columbia Dealer Utilizes
Artistic Window as Sales Builder

Des Moines, Ia, Janvary 3.—Chapman Bros,
one of the leading department stores in this city,
are enthusiastic believers in the sales value of
artistically arranged window displays and the
windows in this store invariably attract the at-
tention of passers-by. The accompanying illus-
tration shows a window featured by Chapman
Bros. recently, devoted exclusively to Columbia

i~ et

Chapman Bros. Attractive Window
console and upright phonographs. The window
not only attracted attention but produced sales
and incidentally this store closed a very fine
Columbia business during the holiday season.

To Increase Production

Leo Potter, chairman of the Thermiodyne
Radio Corp., sent a letter to stockholders of
that company last week in which he said that
additions to the plant would be ready for occu-
pancy in about three weeks, and that the cor-
poration then would increase its production
from 400 to 500 radio sets per day.

DON'T SAY

“KAN’T”

Say

“KENT”

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

The KENT PRODUCTS
excel 1n:

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 i]lustrated, comprises
only a part of our line, write for our catalog. ngl.1e.5t grade
TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY

IRVINGTON, N. J, U. S. A.
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Sonoradio 241
$475

Sonoradio 242
$235

Sonora Radio-Phonographs Cover the
Field of Largest Demand

Sonora Radio-Phonographs are designed and priced right to meet all tastes
and pocketbooks. Sonoradio 242, a Sonora Phonograph and three tube neutro-
dyne all in one, selling at the low price of $235, assures you quantity sales to the
large medium-price market. Sonoradio 241, the last word in luxurious appearance
and performance, makes an immediate appeal to all those who want the very best
that money can buy. Write for complete details of Sonora discounts, selling plans,

etc. The distributor for your territory 1s listed opposite.

Sonora Phonograph Company, Inc., 279 Broadway, New York City
Makers of Sonora Phonographs, Sonora Radio Speakers, Reproducers and Sonoradios
Export and Canadian Distributor: C. A. Richards, Inc., New York City

Sonoradio 242 manufactured by an authorized sub-licensee of Independent Radio Manu-
facturers, Incorporated, under Hazeltine Neutrodyne Patents No. 1,450,080, dated March
27, 1923, and No. 1,489,228, dated April 1, 1924, and other patents pending.

THE INSTRUMENT OF QUALITY

onor

CLEAR AS A BELL
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The New and Grealer

Sonora Line

The Sonoradio models 241 and 242, Sonora’s most wonderful recent achieve-
ments, form the perfect bridge between the old and the new in retail Phono-

graph business.

These instruments, together with the Sonoradio Speaker and the compre--
hensive line of Sonora Phonographs, offer the enterprising dealer an excep-
tional opportunity for ever-increasing business.

The distributor named below who covers the -territory in
which you are located will be glad to answer all inquiries
regarding a Sonora agency on receipt of a letter from you

NEW ENGLAND STATES:

THE New ENGLAND PHoNOGRaPH Dis-
TRIBUTING Co.
221 Columbus Avenue, Boston, Mass.

NEW YORK CITY (with the exception of Brooklyn and
Long Island), also Counties of Westchester, Putnam
and Dutchess: all Hudson River towns and cities on
the west bank of the river south of Highland—all
territory south of Poughkeepsic; Northern New Jersey.
GreaTer City PHoNoGrAPH Co., INcC.

234 West 39th Street, New York

NEW YORK STATE, with the exception of towns on
the Hudson River below Poughkeepsie and excepting
Greater New York.

Gisson-Snow Co., INc., Syracuse, N. Y.

BROOKLYN AND LONG ISLAND:

Long IsLanp PHONOGRAPH Co.
17 Hanover Place, Brooklyn, N. Y.

EASTERN PENNSYLVANIA, Declaware, Southern
New Jersey.
PirrseurGH PHONOGRAPH DisTrIBUTING Co.
Jefferson Building, Room 200
1015 Chestnut Street
Philadelphia, Pa.

MARYLAND, VIRGINIA AND DISTRICT OF
COLUMBIA:
BaLTiMorE PHoNOGRAPH DisTrIBUTING Co.
417 West Franklin Street, Baltimore, Md.

WESTERN PENNSYLVANIA & W. VIRGINIA:

PiTTsBURGH PHONoGRAPH DisTrRIBUTING Co.
Empire Building, Pittsburgh, Pa.

ALABAMA except five northwestern counties, Georgia,
Florida, North and South Carelina and Eastern
Tennessee.

James K. Pork, INc.
294 Decatur Street, Atlanta, Georgia.

STATES OF OREGON, WASHINGTON, NORTH-
ERN IDAHO, NEVADA, with the exception of
Counties Eureka, Elko, White Pine and Lincoln, and
all California counties north of Santa Barbara, Ven-
tura, Los Angeles, and San Bernardino.
Tue KonrLer DistrisuTing Co.,

63-67 Minna Street, San Francisco, Calif.

OHIO AND KENTUCKY:

THEe OHio MusicaL SaLes Co.
1747 Chester Avenue, Cleveland, Ohio

INDIANA:
Kigrer-STEWART CoMPANY, Indianapolis, Ind.

ILLINOIS, AND RIVER TOWNS IN IOWA:

ILLiNoIs PHONOGRAPH CORPORATION
616 S. Michigan Avenue, Chicago, Il

WISCONSIN AND MICHIGAN:
YAHR aND Lancg, Milwaukee, Wis.

N. DAKOTA, S. DAKOTA, MINN., MONTANA
& IOWA

with the exception of the River towns:
Doerr-ANDREWS AND DoErrr, Minneapolis

MISSOURI, KANSAS
and five counties in northeast Oklahoma:

C. D. SmirH Co., St. Joseph, Mo.
LOUISIANA, MISSISSIPPI, ARKANSAS,

part of Tennessee and part of Alabama
REINHARDT'S, INC.
104 South Main Street, Memphis, Tenn.

SOUTHEASTERN Part of TEXAS and Part of
OKLAHOMA :

SoutHERN Druc CompaNY
Houston, Texas

COLORADO, NEW MEXICO, NEBRASKA,
UTAH, WYOMING,
Southern Idaho and Eastern Nevada:
Moore-Birp anp Co.
1720 Wazee Street, Denver, Colo.

ARIZONA AND SOUTHERN CALIFORNIA,
including the Counties of Santa Barbara, Ventura,
Los Angeles, San Bernardino and all Counties south,
and Hawaiian Islands.
THE COMMERCIAL ASSOCIATES,

408 East Turner Street, Los Angeles, Cal.
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Two New Brunswick-

Radiola Models Out

Are Known as Brunswick-Radiolas 60 and 460
—Company Reports Heavy Demand for
These New Combination Instruments

Two new Brunswick-Radiola models, the
Rrunswick-Radiola 60 and 460, have been an-
nouncéd by the Brunswick-Balke-Collender Co.,
Chicago, in a recent letter to the trade.
The new styles have been created to meet the
strong popular demand which has developed
for the various combined radio-phonograph
models, particularly those equipped with the
Radola super-heterodyne receiver, the Bruns-
wick being the only phonograph product hav-
ing the Radiola super-heterodyne.

Commenting on the announcement of these
new models, A. J. Kendrick, general sales man-
ager of the Brunswick Phonograph Division,
stated: “The remarkable demand that we have
been fortunate in securing for Brunswick-Rad-
iolas prompts us to amplify our line somewhat
to meet the market fully. The public has

proved itself keenly interested in our ecntire

Brunswick-Radiola No. 60
line of instruments, and Brunswick dealers have
consequently experienced sales volumes that
heretofore had never been encountered.

“The demand, in fact, for certain models,
particularly those containing the Radiola super-
heterodyne receiver, has been so great that in
spite of expanded production programs in our
factories we have been unable to keep pace

January 13, 1925

Brunswick-Radiola No. 460

with it. This condition, however, is rapidly be-
ing overcome by a further enlargement of our
factory schedules. By this new offer we are
able to give the dealer a more extensive line
of quick-selling merchandise, ranging in list
prices at intervals which are conducive to the
more complete and satisfactory ceverage of the
existing market demands.”

Infringement Injunction
in Favor of Hazeltine

An injunction restraining the Radio Industries
Corp. of New York from making or selling ap-
paratus or infringing the inventions of Profes-
sor L. A. Hazeltine as covered by the neutro-

dyne patents has just been signed by Judge’

Learned Hand in the Southern District Federal
Court. The injunction followed a consent de-
cree,

The Chippewa Radio Corp., Buffalo, N. Y,
was recently incorporated at Albany with a
capital stock of 100 shares of preferred stock
at $100 per share, and 200 shares of common
stock of no par value. The incorporators are
A. E and C. G. Terry and W. G. Schoellkopf.

and his voice lives after he is gone.
to the shape of his mouth.

music circles generations from now.
speaker produces tone.

the diaphragm of the K-E.

on this unusual speaker.
(List $18.)

Kirkman

ENGINEERING CORP.
Established 1912

484-490 Broome St., New York

Makers of the K-E Automatic Stop

Full Volume—Yet Crystal Clear

K-E builds up volume natur-
ally instead of forcing the tone

Caruso’s marvelous singing swayed millions—"
No one ever attempts to lay Caruso’s greatness
His remarkable
vocal cords, though, will still be discussed in
The diaphragm—the “vocal cord”’—of the loud
It took our engineers sixteen months to perfect
There lies the “secret” of such purity in tone—
the faithfulness with which the K-E re-creates.

See vour jobber or write us direct for literature

We shall be glad to send you a K-E to test
at the special introductory price of $11.70.

Easily adjustable
as to volume.

No batteries.

The rich, black
crystalline horn,
with  brilliantly
nickeled base,
presents an in-
strument worthy
to grace the
most heautiful
homes.

Price $18.00
List.

Price Reduction on Herald
Loud Speakers Announced

Reduction in Overhead Through Increased Pro-
duction Responsible—Dealers and Jobbers
Protected Against Loss

The Herald Electric Co., Inc., New York,
manufacturer of the Herald loud speakers and
phonograph units, recently announced through
0. J. Oxley, sales manager of the company, a
reduction in the price of the Herald Model B
loud speaker from $18 to $12. “Because of the
exceptional demand and large sales of the
speaker, the amount of business we received in
consequence has enabled us to cut down our
cost considerably and because we further wish
to stimulate the sale of the Herald B loud
speaker we decided to reduce the price of this
instrument,” pointed out Mr. Oxley. “It is not
our intention to have our distributors and deal
ers bear a loss, due to this change in price, and
we have given them full protection by crediting
them with the difference in price for all Model
B speakers they may at the present time have
in stock.

“At the present time the factory is working
to capacity in order to meet the growing de-
mand for the Herald product. We hope through
increased production to be able to satisfy the
demands of the trade for our products, and we
will continue the same sales policy that has been
employed by us since the organization of the
company.”

Has Important Zenith
Post on Pacific Coast

Joseph Etienne, Coast Representative of Zenith
Radio Corp., Prominent in Radio

Few men traveling through the Far West
enjoy the confidence and real friendship that
can be claimed justly by Joseph Etienne, Pacific

Joseph Etienne
Coast representative of the Zenith Radio Corp.
Mr. Etienne has built up a reputation for fair-
ness and loyalty that has made him a prominent

factor in radio activities on the Coast. He is
regarded so highly by the Zenith executives in
Chicago that he practically completely super-
vises the Coast situation, and Zenith progress
in this important part of the country represents
a direct tribute to his ability and hard work.

Radio Incorporation

The Cyclone Radio Receiver Corp., the Cy-
clone Radio Loud Speaker Corp., and the Cald-
well Radio Horn Corp., all of New York, were
recently incorporated at Albany to manufacture
radio apparatus, each with a capital stock of 100
shares of common stock of no par value. The
incorporators are G. Gardner and H. Respess.
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Columbia Fine Art Series
of musical masterworks
includes

X X x

wealth of chamber music
and inspiring selections
from Wagner

IN ADDITION to the five complete sym- will create a demand for them that will
phonies and the three major works of surprise you. From the standpoint of
chamber music previously announced, the tone perfection and surface smoothness
Columbia Fine Art Series also includes a they are without equal.

4!!!*!’!’#!!!liiileClliliilllll*fiiiiiiiiI!fCliili‘iil’iiiﬁ‘lifﬁ{’iiiiiii#llll

special group of records of individual
movements from quartets and trios and
Wagner music. The composers, the selec-
tions and the artists listed below are
appreciated by music-lovers everywhere.
The outstanding quality of these records

Your ability to offer these imported
recordings will bring you new and desir-
able business. Worite or wire for informa-
tion regarding Columbia Fine Art Series
of Musical Masterworks. Columbia Phono-
graph Co., 1819 Broadway, New York.

IMPORTED RECORDINGS

Trios
Lacroix—Aubade d’ Avril.
Schumann—Liebesgarten. Trio—

Arthur Catterall,violin; Willfam
Murdoch, piano; W. H. Squire,
‘cello. 67013 D
Haydn—Gypsy Rondo, from Trio
No. 1. Finale. Trio— Arthur

Wagner—Parsifal. Good Friday
Music—Part 3.

Wagner—Tristan and Isolda.
Tristan’s Vision. By Hamilton
Harty and Orchestra. 67016 D

Wagner—Tristan and Isolda. Pre-
lude—Part 1.

‘Wagner—Tristan and Isolda. Pre-
lude — Part 2. By British

Debussy—Quartet in G Minor,
Opus 10. Andante doucement
expressif.

Tschaikowsky—Quartet in D,
Opus 11. Scherzo. Allegro non
tanto e con fuoco. By Lener
String Quartet, of Budapest.

67033 D

Mozart—Quartet in B Flat. Al-

Catterall, violin; William Mur- National Opera Company’s legro assai. . .

dock, piano; w. H. Squire, Orchestra. 67017 D Higd“—sQ‘;\?”e; lSn F - Magor,

’cello. 67014 D The above records may be obtained singly pus 3, iNo. o. erenade. Nz
$1.75 each dante cantabile. By Lener

Foulds-Squire—A Keltic Lament.
W. H. Squire, 'cello.

The above records may be obtained singly
$1.75 each

Quartets: Individual Movements
Schubert—Quartet in D Minor

String Quartet, of Budapest.
67031 D
Beethoven—Quartet in F, Opus
59, No. 1. Adagio molto e mesto.

(Posthumous). Andante con "
Wagner—Parsifal. Good Friday moto. Beethoven—Quartet in E Flat,
Music—Part 1. . . Opus 74. Adagio ma non troppo.
W . . Brahms—Quartet in A Minor, By Lener String Quartet, of
;/Ignﬁr—};af?ﬁz& BGOOId-I Ff}lday Opus 51, No. 2. Andante mod- Budapest. 67030 D
usic, Par . y Hamilton erato. By Lener String Quartet, i ingl
Harty and Orchestra. 67015 D of Budapest. 67032 D WD Ol rcwrgsl.vnéa{agﬁ DU

Write to the Columbia branch or distributor nearest you

Atlanta, Ga,, 561 Whitehall Street

Boston, Mass., 1000 Washington Street
Chicago, Ill., 430-440 South Wabash Ave.
Cleveland, Ohio, 1812 East Thirtieth Street
Dallas, Texas, 2000 North Lamar Street
Kansas City, Mo., 2006 Wyandotte Street
Los Angeles, Cal., 809 S. Los Angeles Street
New York City, 121 West Twentieth Street
Philadelphia, Pa., 40 North Sixth Street
Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal., 345 Bryant Street

Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street
Minneapolis, Minn., 18 North Third Street
Seattle, Wash., 911 Western Avenue
COLUMBIA WHOLESALERS, Inc.

205 West Camden Street, Baltimore, Md.
TAMPA HARDWARE CO.

Tampa, Fla.

COLUMBIA STORES CO.

1608 Glenarm Avenue, Denver, Colo.
221 S. W. Temple, Salt Lake City, Utah

W. W. KIMBALL CO.
Wabash Avenue and East Jackson Boulevard,
Chicago, IlI.

COLUMBIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio
517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., LIMITED
22 West Front Street, Toronto

Columbia

PHONOGRAPHS AND

NEW PROCESS RECORDS
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Kansas City Dealers Close 1924 With a
Surprisingly Satisfactory Sales Volume

Pessimism of Many Retailers Regarding Holiday Business Proved Unfounded—O. D. Standke
Opens Retail Store—Important Columbia Branch Developments—Other Trade News

Kansas Ciry, Mo.,, January 7.—Some talking
machine retailers have been rather surprised as
the year ends to discover that they have had a
really good trade after all! Strange, but they
seemed to have been obsessed through a good
part of the year with the notion that radio,
ukuleles and automobiles were destroying the
talking machine business. But, as a matter of
fact, the demand continues, and even shows
signs of increasing, for, as one man said, the
people have in the talking machine a funda-
mental for the meeting of their highest and
most important-needs. The radio has in many
cases proved a real help in selling taking ma-
chines, through the offering of the combination
outfits, particularly the Brunswick-Radiola
units. While the demand for the Radiola com-
binations has been far beyond the supply, the
idea has caused a large volume of sales in other
makes of talking machines that are offered in
cabinets with Federal or other radio units. It
is quite evident that retailers who have really
good radio equipment to offer cannot only build
fine business in that line but can make it the
means of increasing—instead of merely holding
—their talking machine and, in fact, their piano
and player business.

Big Phonograph-Radio Combination Sales

The Wunderlich Music Co. has made a par-
ticularly interesting record in the Christmas
season in the sale of radio and talking machine
outfits, probably fully half of the sales being
of the combinations. The company feels that
it has developed much new business, made new
friends through its radio department—besides
holding old friends. This company has gone at
the radio end of the work in a businesslike way,
and from the start has tried to keep it on an
even keel, with the prime objective -of making
the radio a contributor to the general service
in musical merchandise, measuring up to the
standards of the Chickering-Mason & Hamlin-
Ampico service, and its Brunswick and Victrola
machine and record departments.

Successful Kimball Sales Drive

One of the significant radio-phonograph inci-
dents of the Fall was the success of the phono-
graph department of the Kimball Piano Co.

This company put on a special sale in all depart-
ments early in the Winter. The used phono-
graphs of various makes were priced low, and
moved. But, in addition, a large number of
new upright phonographs of the company’s own
make were sold. In fact, the Kansas City estab-
lishment actually had to order new upright
phonographs shipped in by express to take care
of the Christmas business.
O. D. Standke Opens Store

O. D. Standke, who has been in retail phono-

graph and record business in Kansas City for

‘ about ten years, has opened a hew store at 1230

Main street, with well-fitted booths of attractive
appearance and a room that is a credit to the
business. Mr. Standke, who has handled Colum-
bia machines almost exclusively in the past, has
Columbia again as a feature of his service. He
also shows the Starr phonographs, and carries
complete lines of Columbia and Gennett rec-
ords. Mr. Standke has added a repair depart-
ment for service on all makes of machines.
The store was opened the Saturday before
Christmas—apparently giving very brief time
for the holiday trade. But 5,000 circular letters
sent out on Friday brought into his store for
the opening day a large number of his old
friends and customers, and the volume for the
Christmas trade was gratifyingly large.
Jones Store Co.’s Fine Department

The Jones Store Co., Kansas City’s largest de-
partment store, has in its new talking machine
section provided for service equalto the compre-
hensive standard in the rest of the store. This
department is now occupying the entire Twelfth
street side of the fourth floor of the Main
street building, elevators admitting visitors
direct. Ample space is provided for giving the
public opportunity for learning about the ma-
chines and records. There are five demonstrat-
ing rooms, four of them carrying samples of the
various makes or types of machines and one
being devoted to radio-phonograph combina-
tions. There are eighteen demonstrating
booths for record hearing. This very large array
is often in complete use. The record sections
of the room are equally well equipped with

separate departments for the different makes

L

Weston
Instant Change Plug

M
Sell the WESTON Radio Plug

The Weston Instant Change Radlo Plug and
the Double Range Weston Radlo Table Volt-
meter are being nationally advertlsed in the
Saturday Evenlng Post and In the leadlng

Radio magazines.

The Weston Plug ls the

original Radio Plug.

plate and
exact tuning,

Double Range Voltmeter

High reslstance, double range, portable in-
strument for accurately measurin,
grid voltages.
lengthening the useful life of

Sells on sight.

fllament,
Invaluable for

the tube, for testing A and B batteries and

for locating trouble.
volts.

our Radio clrcular *

Since 1888

Filament Voltmeter

Prove to your customers that they cannot
satlsfactorily guess when they are uslng the
correct fllament voltage.
they need this Weston Filament Voltmeter.
Made In ranges sultable for testing tubes,
using either dry cells or storage batteries.
Many set manufacturers are now uslng them
as standard equlpment.

We will be glad to Jsend you a supply of

WESTON ELECTRICAL INSTRUMENT CORP.

190 Weston Ave., Newark, N. J.
Offices in All Principal Cities

Electrlca! ! 1 1

Indicating |

Instrument - ’

Authorities ’
_

Double range—150-7.5

Double Range Voltmeter

Show them why

STANDARD ~The World Over

QUALITYRECORD

Pressing
SANDERS, Inc.

SPRINGDALE, CONN. Near Stamford
Telephone Stamford 3980

of records carried. The company handles the
Brunswick, Edison, Victrola, Sonora, Master-
tone, Nightingale, Carryola and Camerophone
lines. In the radio department a similar com-
plete showing is made, of the Radiola and the
Federal radio sets for Victor. C. R. Lee, man-
ager of the department, has built up a wonder-
ful department here, with the good co-operation
of the management of the store.
Important Columbia Activities

The Columbia Phonograph Co.’s local branch
introduced the new venture starting January 2
of publishing in local newspapers advertise-
ments of the selling hits as they develop here
at home. Heretofore the selections have been
made in New York. P. S. Kantner, who, on
November 1, came here from San Francisco,
finds the leading numbers just now: “Flower
From an Old Bouquet,” “Kiss Me Goodnight,”
“I Wonder What’s Become of Sally,” “Too
Tired” and “Copenhagen.” Foreign records are
being advertised and are found to take well. An
intensive campaign is planned to popularize
them over the entire Kansas City territory.

The Columbia here is making a drive on con-
soles, and in November and December showed
95 per cent increase over September and Octo-
ber. This is taken to prove that the popular-
priced consoles, that is, up to $100, are what the
people will buy to-day. The company recog-
nized this some time ago and has its manufac-
turing scheduled for supplying this demand.

The Columbia’s force in the Kansas City ter-
ritory has just been augmented by W. B. Ock-
enden, from the San Francisco office, and D. M.
Guthrie, who is to replace G. M. Simmons:
The latter has left for the Nebraska and lowa
territory. These men were here for a year-end
conference and were back in the field January 1.

Art Gillham, the Columbia artist, known as
“the whispering pianist,” made Kansas City a
visit last week and, singing for WDAF, the
Kansas City Star’s radio station, featured his
first recording on a Columbia record, “Way Out
West in Kansas” and “How Do You Do.”
Demonstrating the value of the radio as an aid
to phonograph record sales, the next day orders
for the record from radio fans began pouring in,
which was the prelude to a clean up.

The Standard Furniture Co., 1317 Grand ave-
nue, has just added a complete line of Colum-
bia phonographs and records, and is preparing
to push this merchandise in a vigorous manner
during the year.

Planning Artist Tie-up

The Jenkins Music Co.’s Victor record inter-
est is centering in Topeka, Kan., where one of
its branches is located. There on January 17
the Eight Victor Artists will appear. While
heretofore the innovation of broadcasting these
major artists has been confined to powerful
Eastern radio stations, it is hoped that these
Eastern programs will be found receivable
throughout the Western part of the country,
tying up the benefits of radio with Victor rec-
ord sales.

To Handle Brunswick Line

HawrHorNE, CaL, January 3—O. E. Carr, of
El Segundo, has taken a lease on the new build-
ing at 321 North Hawthorne avenue and will
open a music store here shortly. Mr. Carr will
handle the Brunswick line of phonographs and
records.
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~ SPECIAL

Prices on Motors and Tone Arms

OUTFIT No. 5

Genuine Columbia Motors

OUTFIT No. 10
Genuine Silent H. H. Motor

2-spring motor complete, 12-inch T. T. N. P........... $7.50 2-spring, with 12-inch T. T. N. P., plays five 10-inch records $7.50

3-spring motor complete, 12-inch T. T. N
4-spring motor complete, 12-inch T. T. N.

COLUMBIA TONE ARMS

Latest style, with automatic stop, nickel plated........ $2.00
Old style, round base, nickel plated...........
Columbia Sound Box, No. 6, nickel plated.............. 2.00

COLUMBIA REPAIR PARTS

Price eac!

MaiD SPEIDES.. e cieenoraenn .o §0.3

8pring barrel head. mplete 0.7

pring, barrel winding gear, old slyla... . 7!

pring barrel winding gear, new style... .7}

eedle cuns oy Per 100 2.00

Needle COvers. .00
First lnlermedla.te gears. 4
Second intermediate gea. .4
Worm gear for slngle-spri .3
ovel pinion slnnle-sprmr maotor. 3

evel pinion, rej 7!

evel pinlon, latest style. 7

evel pinion for old-style
evel pinion disk shaft.

3

(739 Stylus bar “es .
5010 Universal nttachmenl s
13228 Wlndmz crank, 3 slzes, 7. 8 and sEln

439 Columbla '('Jév}ér'liox: Screws P
2621 Columbia Barrel S
3943 Columbja Sound an Thumb Scr;ws,

‘er 100
13119 Columbla No. 8 Sound Box, nickel-plated

13296 Columbla Tone Arm, uickel-plated, old
or new style ...........e...

MEISSELBACH REPAIR PARTS

P0104 Maiu springs for motors 16, 1.7 19... $0.60
In springs No. ..

@ N Dol wwinoinawioink

N N- =m0
SS S8&

Ma! for niotor 35
L‘PS:! GOVernor  ....eececceon .90
P1504 Governor shaft, new style.. .75
P1505 G shaft, old style. .75
APS53. ball ....coneeees .10
CP64: shaft Nos. 16, 17, 50
CPG4! urntable shaft for No. 12.. .25

AP GY’ pring barrel cup for Nos. 10,717,719 0.50

AP nrlnz barrel cup for No. 12 .50
CP111. arrel shaft and gear. .90
P152! lrnke lever, bottom plnln . 0.10

0 rake lever, top plate.... . 0.10
AP52! Winding shaft for Nos. ‘16, 19.... 0.60
AP52 wlndnfa shaft, straight cul, Nos. 16. @
APG30 Winding ‘shaft, spiral cut. for 12035
AP531 Winding shaft, straight cut. for 1 2 0.35

ARI Brake e et tor o i 5% HIGHEST
Winding cranks, 3 sizes
QUALITY

M
140 Speed Indlcator.

HEINEMAN REPAIR PARTS

CI’5226 Governor . .$1.9
CP0799 Tumtnhle suaft S
AP9924 Governor balls, 33: L1

AP9025 Governor balls Tor No. 36
P5004 Governor pinion for No. 0
P5003 QGovernor shaft ..

CPr9629 Speed indicator .
P9704 Main spring for No. 33 or 77.
P0765 Main spring for No. 3
P9766 Main spring for No. u

AP9778 Spring barrel cup for No.

AP9779 Spring barrel cup for No. 30

Nemlnnlta e aD NS

Attachinent for Victor Arm to play
Kent, for Edlson with C box..

AP9780 Spring barrel cup for No. 44 For Columbia, plays vertical record:
P0702 Winding shaft for wmotor No. Favorlte Master Adaptor '‘Suprem 2006 Avtomatic Exnlckesosd?e(cllwﬁgd;l;uz:g 33 MOTOR
P9966 Winding shaft for motor Nn 3 nickel-plated 007 Auzomnuc gold-plated lid sup, 155
ggg; !‘xicnut'l‘l!x}xlgo :hnft for No. 44 o moﬂ:a ]:lr:s;ier Adaptor, *‘Supreme’ 008 m hinges, nickel-plated. 15% in. 0gp 012 Winding gear ........
. gold-plated ............cecieeieneeoes 5000 long ... . 5013 Turntable gear, straight cut.
Ag‘%gg '{“)xlr:‘;ln:‘l;leczr:&' 5 - favorite Master Adaptor, 5009 Hl&hlv nlckel plated 5014 Turntable gear. large teeth.
oxidized ...... eeseeseneneninneniooe. 500 per 100....... .00 5015 Tumntable gear, small teeth,

010 Covers lor

a 032 Turntable felts,
No. Bl Bliss sound box, fit Victor.
No. F Favorite, fit Victor ........
No. 1 “Supreme” nickel-plated. loud and c
No. 1 *‘Supreme* gold-plated. loud and clcar.. 3.00 Krasberg, 2-spring
No. T "*Supreme” oxidized................... 3.00  1irasberg, 3-spring

No. M Nickel-plated, mellow tone, for Victor.. 1.75 Krasberg. 4-spring . 13.50 31,
No. M Gold-plated, mellow tone . 225 H;memnzn. N:r 35' y 7.50 /
No. G Nickel or gold-plated .. . 100 Heineman. No. 83, 2-spring. 8.50 % In.,

No. P Gloria patent, extra loud.
No. H 1lmported nickel-plated
No. 8 Columbia, nickel-plated

3.00  Helneman, No. 77, 2-spring.
« 110 pejneman, No, 44, 2-spring.

/16 ln for Pathé’ o

TONE ARMS SPECIAL DISCOUNT TO QUANTITY BUYERS o, g -
%%' g ‘;111!& ei_ogln& 30:".5 5;~57g Pathé, soft tone, Ivory setting.....
No, P _Gold-plated, without sound box B Pathé. soft tone, steel sem‘m:
No. M Meisselbach Tone arm and sound umne?ne

No. M Melsselhach Gold-plated sound box.
No. L' Made of brass tubing, nickel-plated

Columbia Tone
or new style....

2.50 C. KRONENBERGER, Pres.

STEEL NEEDLES 105 East 12th St., New York City S

Brilliantone, all tones. .
Rlue Steel Refiexo, per
Wall Kane Needles, per nacknge

Telephone Stuyvesant 1666

oo e L OED P Tone Arm with Supreme Sound Box, N. P
I 11.50 L Tone Arm with Supreme Sound Box, N. P...... ..

fn Gold or Nickel-Plated 5000 Crowu gear for Blick motor.
T'rice each 5001 Crown gear for Melophone motor.
on.. $0.25 5002 Crown gear for Heineman No.
2.50 5003 ’l‘ona-arm gooso neck for lndependent

005 Gosernor ‘phalon. for. imworted wotor.. 035 ~ REPAIR PARTS FOR VICTOR

Kent, without box for Edlson, mclwl or gold !I).SO -------------

MAIN SPRINGS

Each Spring Pa

No,

465 1% in. x.022 x 17
bo

406 1% in. x .022 x
on both ends fi

407 1% in. x .022 x
403 1% in. x
409 1% in. x .022 x

410 1% in. x
411 1% . x .022

412 13/16 in, 025
hole.v for Hein

420 114in. x.025 x 12
both
423

42¢ 1 In, x 025 x
425 1 In. x .025

426 1 In.
427 1 in .028
428

437 % In. x .025 x

440 1 In.

442 2 In. x .025 x 16

113 lln.x .020 x 15 ft.,
latest style Victor motor.

in. x .025 .
\1elsselhach motor Nos.

435 % In. x .023 x 10
for Pathe and Blick motors
438 7% I x .023 x 10
for Melsselbach Nos.

439 3% in x .022 x 8 ft.,
x 18 f!
latest style Columbia

SPRINGS i » et il &

cked in In

th”ends for Victor mo

dividual Box

8725

Trice each
il Denr-shax:ed holes on

12 ft., pear slhnped holes

or Victor m

17 ft., bemt arbor and

pear-shaped holu outside

ft., be
17 ft.,

022 ben!
bent end outslde ror \'lcmr motor

X
bem end oul:lde for vn:lm- motor

x 19 ft.,
eman No.

ft., pear-sh

ft.
1

bent arbo
-8

nt_arbor and

22 2
pear-shaped ho]e outside for Victor motor

bent arbor and

bent and outslda (or Victor motor....

t arbor and
ent_arbor and

pear-shaped

14 and Pathe

both “ends bent for

aped goles on

ends for Heineman Nos.

421 11n. x .020 x 13% ft., oval holes on both
ends for Victor Nos. 4-6-8

422 1 in. x.020 x 13% ft

tor motor Nos.

6-17-19

16 ft., oblong hole for

pear

10 ft.. pear-
l!:r Calumbla two, three and four-spring

x .025 x 18 ft., peal
oblong hole for Brunswick motor.......
420 1 in. x 022 x 9 ft., oblonx hcle outside
for Melsselbach No. 12
430 1 ln. x .25 x 12 ft., oblong .ole outside
for Sonora, Saal and Brunswick.......
ft.. pear-shaped nole

ft., oblong hole outs
9-10

Krasco, Sonora, Silvertome, Saal motors
18 f

r-shaped and
Sonora

shaped holes

r-shaped and

10 ft. near-shaped hole

8 n., for

18 f

ft.. for Ed

for Colitmbla and Heineman N
Madlson ‘and

for lmported metor
button holes for

ison motor.

443 1% In. x .028 x 21 ft., for Edison dlsc

motor

444 5 In. x .022 x 11 ft.,

445 8 in. x .022 x 8

ATTACHMENTS PARTS—HARDWARE 46 % In. x 028 x 1

Pelco each ::g 11/0 in. x .030 x
... 80,

o020 5040 Governor springs,
. 022 5041 Governor screws,

ft., for Swi
1 ft.. for
21 ft.

0 138 5016 Tumtable goar, blg teeth. s

ceup:
SOUND BOXES MOTORS 031 Nesals cﬁ%%o%ﬁfdxofgpmted. D109 00 5021 Rubber back for exhibition box
10

1In., round or square 0.15 5017 Rubber back for No. 2 sound
033 Tumntable felts, 12-in., round or square 0.18 5018 Qovernor collar

. L75 Distributors for Heineman and Meisselbach 5019 Spring barrel sh o nefu§ donme
ear 2.00 Motors. MICA DIAPHRAGMS 5020 Stylus b::r!nr Il‘;o. 2 box

. $9.00 23/32 in. Victor Ex. Box, 1st grade.
11.50 7% In. new Victor No. 2, very best

13

5022 Stylus bar for exhibition box.
RN 5011 Attachment for vertical cut recard

for Victor.
for Victor..

for Edlson motor. .

motor
ern. motor

small teeth
straight cut
spiral cut...
lral cut.

.Per 100
. Per 100

tyle .35 5042 Governor balls, new style. for Victor.....
3/16 l.n. for Columbla I\o. 6 or Mutual 5043 Needle arm screws for exh. box...Per 100
0.25 5044 Needle arm screws for No. 2 box..Per 100

2 .45
All motors complete with 12-ln. Turn!ablea 5034 Motor bottom sear for Triten motor 0.20

SAPPHIRE NEEDLES

Edison. genuine diamond

:33 Edison, very best, medi
7 50 Edison, very best. loud
b ° . ’

ILSLEY LUBRICANT

5-1b, Can .
1-1b, Can .
4-0z. Can ..

$0.60
0.50
0.60
0.50
0.60
0.50
0.45

0.60
0.50
0.40
0.40
0.40
0.50
0.60

0.60
0.35
0.38
0.65
0.35
0.40
0.30
0.30
0.28

0.25
0.22

0.65

@
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Sleel;e; Radio Corp. Plans
to Launch Sales Drive

Extensive Newspaper and Trade Paper Adver-
tising Campaign to Be of Direct Benefit to
Retailers Handling Sleeper Line

The Sleeper Radio Corp.,, Long Island City,
manufacturer of the Sleeper Monotrol, Type 54
radio receiving set, is about to begin an inten-
sive sales campaign directed to the music trades
and designed to offer a real mecrchandising
service to talking machine jobbers and dealers.

“We have studied the music trade situation
for over two years,” said Gordon C. Sleeper,
president of the company. “We feel that the
progress we have made in radio during that time
now justifies our approaching it with a definite
plan for advertising and selling the Monotrol,
which will have a direct bearing upon the sales
effort which the music dealer is accustomed to.
We have laid our plans to fit his business
exactly as regards prices, discounts and mer
chandising effort. We have arranged for dc-
ferred payments, and we believe that we have
solved the service problem.”

Orders have been placed with the H. W.
Kastor Advertising Agency in New York City
for an extensive newspaper and trade paper
advertising campaign.

This campaign will be run in the territorial
newspapers over the names of Sleeper jobbers
and dealers. Kenyon W. Mix, in charge of pub-
licity, has left New York on an extended trip
through the Middle West and Southwest to
present the advertising plans to the trade and to
arrange for the immediate inauguration of the
campaign.

The Sleeper organization recently received
over $1,000,000 from the sale of voting trust
certificates, which were oversubscribed before
presentation. The product of the company is
known as “The Monotrol” and is conspicuous
because of its one-tuning-dial method of opera-
tion, its ability to operate on either wet or dry
batteries and because it will receive on aerial,
loop or ground wire alone, thus making it an
ideal instrument from the standpoint of dem-
onstration, as well as for its adaptability to
apartment house use.

R. S. Peer Returns
From Southern Trip

R. S. Peer, sales director of the Okeh record
division of the General Phonograph Corp., New
York, returned to his desk a few days ago after
visiting the Okeh jobbers in Atlanta and New
Orleans, James K. Polk, Inc.,, and the Junius
Hart Piano House, Ltd, respectively. Mr. Peer
found conditions in the South very satisfactory,
with both of these jobbers keenly enthusiastic
regarding the sales outlook for 1925 and show-
ing excellent sales figures for 1924

Increase Starr Display Space

The New York headquarters of the Starr
Piano Co. recently underwent alterations to
provide larger and better display rooms for the
Starr phonographs and Starr pianos. These
instruments are steadily growing in popularity
and the space formerly used for display pur-
poses had been found to be entirely inadequate.
The new arrangement allows of the phono-
graphs being displayed in a separate room from
that which houses the various models of Starr
pianos.

Turns Business Over to Son

The A. B. Smith Piano Co., Akron, O, was
recently reorganized with the result that Mr.
Smith, Sr, retired from active management and
turned the business over to his son, A. B. Smith,
Jr., who has been associated with his father for
the past five years

'YAHR & LANGE DRUG COMPANY

Complete List
of

and

Distributors

WALTER S. GRAY COMPANY
926 Midway Place, Los Angeles, Calif.

WALTER S. GRAY COMPANY
1054 Mission St., San Francisco, Calif.

L. D. HEATER
357 Ankeny St., Portland, Ore.

TEXAS RADIO SALES COMPANY
2005 Main St., Dallas, Texas

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.
CONSOLIDATED TALKING MA-
CHINE COMPANY
1121 Nicollet Ave.. Minneapolis, Minn.

207 E. Water St., Milwaukee, Wis.
JAMES K. POLK, INC.
294 Decatur St., Atlanta, Ga.

THE ARTOPHONE CORPORATION
1103 Olive St., St. Louis, Mo.
THE ARTOPHONE CORPORATION
804 Grand Ave., Kansas City, Mo.
CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, Il
CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.
THE RECORD SALES COMPANY
1965 E. 66th St., Cleveland, Ohio
STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio
PHONOLA CO., LTD., OF CANADA
Elmira, Ont., Canada
IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.
EVERYBODY’S TALKING MACHINE
COMPANY
810 Arch St., Philadelphia, Pa.
GENERAL PHONOGRAPH CORPO-
RATION OF NEW ENGLAND
126 Summer St., Boston, Mass.
GENERAL PHONOGRAPH CORP,,

(New York Distributing Division)
15 W. 18th St., New York City

JAMES COWAN COMPANY
18 West Broad St., Richmond, Va.

F. A. D. Andrea Warns
Against Radio Bandits
Gotham Wholesaler’s Truck, Loaded With Fada

Sets, Stolen and Radio Outfits Removed—
Urges Trade to Watch for Loot

F. A. D. Andrea, Inc,, New York City, man-
ufacturer of the Fada neutrodyne radio rccciv-
ing sets, issued rccently with its monthly house
organ, “Fada Sales,” a lctter warning against
radio bandits. The letter tells of the latest vic-
tim being the North Amecrican Radio Corp.,
Fada distributor, catering to the phonograph
tradc. On December 19 the North American
truck left its headquarters in New York City,
making deliveries in the downtown section of
New York until 10 o’clock. From this location
the truck was stolen and about an hour later
was found abandoned and emptied further on
uptown. F. A, D. Andrea, in order to faciltate
the recovery of this merchandise, has issued the
following set numbers as among those stolen:
Fada No. 175 A, 51,051, 50,166 and 48,117; Type
No. 185 A, 52,012, and Fada phonograph pane),
No. 170 A, 51,564. This was included as only
part of the truckload, the total approximating
$1,500.

David Goldman, sales manager of thc North
American Radio Corp, 1845 Broadway, New
York, has offered a reward for the recovery of
all or part of the loot. “We particularly urgc
all distributors and dealers to watch for this
material, and report either to Mr. Goldman or
F. A. D. Andrea direct. This, we believe, will
protect the industry as a whole, as well as Fada
dealers,” continued the announcement of F. A.
D. Andrea.

Chas. Freshman Co_., Inc,,
Moves Into Own Building

The Chas. Freshman Co., Inc., New York
City, manufacturer of the Freshman Masterpiece
five-tube radio receiving set, has recently moved
to new quarters at 240 West Fortieth street.
The new building will be known as the Fresh-
man Building. This move has been made neces-
sary through the greatly increased demand for
the company’s products. The vastly enlarged
space and modern equipment and machinery will
allow the company to more than double its
present production. It is rather interesting tc
note, in connection with the growth of radio,
that this company started with a single item
two and a half years ago and has grown to a
point where the monthly business is over the
million-dollar mark.

Robert F. Bolton in an
Important New Post

The many friends in the trade of Robert F.
Bolton, one of the veterans of the talking ma-
chine industry and well known throughout the
trade, will be glad to learn that Mr. Bolton is
now associated with Tobey & Kirk, 25 Broad
street, New York. Mr. Bolton is identified with
the investment department of this well-known
bond and investment house, and there is no
doubt but that he will achieve an outstanding
success in his new work, for which he is ex-
ceptionally well qualified.

Victor Publicity in Music
Arts Library Albums

The advertisements of the Victor Talking
Machine Co., which are appearing in January
magazines, are devoted in large part to describ-
ing the new Victor product, the Music Arts
Library of Victor Records. This nation-wide
advertising, linked up with the very effective
sales campaign, an outline of which was sent all
Victor dealers last month, should result in the
marked stimulation of sales of these dlbum sets.
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VINCENT LLOPEZ —

AND HIS
HOTEL PENNSYLVANIA ORCHESTRA

VINCENT LOPEZ
and His

HOTEL PENNSYLVANIA
ORCHESTRA

(Exclusive Okeh Artists)

NDER the leadership of Vincent Lopez the Hotel
Pennsylvania Orchestra has established a whirlwind
record for successful achievements.

They have now completed arrangements with William Mor-
ris, the man responsible for the world-wide fame of Harry
Lauder, for a tour of the United States.

The original orchestra has been augmented to twenty-five
men. They made their debut at the Metropolitan Opera
House with very marked success.

Now, starting January [2th, this half a million dollar
orchestra will visit personally, territories where heretofore
they were known only through their Okeh Records.

Lopez dance records will be in big demand wherever they

appear and Okeh dealers alone will reap the harvest of sales,
for Vincent Lopez and His Hotel Pennsylvania Orchestra

Record Exclusively for

OKc Records

The Record's of Qua//‘fy

Manufactured by

GENERAL PHONOGRAPH CORPORATION, NEW YORK

OTTO HEINEMAN, President
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Unusually Effective Starr
Window Cards for Dealers
Starr Phonographs and Gennett Records Fea-

tured in Series of Colored Cards Which Are
Being Sent to Dealers Throughout Country

The Starr Piano Co., Richmond, Ind,
ufacturer of Starr phonographs and Gennett
records, has just prepared for the use of its
dealers a very attractive series of colored dis-
play cards for show windows. These cards are
now being sent out to the dealers and many of

C Jhe Sta“ |

Phonograph

man-

STYLE XXih

Artistic Starr Window Card
them have already made their appearance in the
store windows. The cards measure fourteen
inches wide and “twenty-one inches high, and
each one is designed in several colors in order
to permit of an attractive display in any sur-
roundings.

Two of these cards feature the Starr XXIII
console phonograph designated as the Henry
VIII model and the Style XVI upright Starr
phonograph. The accompanying illustration
showing the card prepared for the Henry VIII
model will give some idea of the attractiveness
of these window cards, but the black-and-white
illustration hardly does justice to the cffective-
ness of the color designs. R. C. Ball, adver-
tising manager of the Starr Piano Co., is re-
sponsible for the preparation and issuance of
this unusually artistic series of cards, and con-
gratulations are due.

New Colin B. Kennedy
Vacuum Tube Socket

To Be Part of Equipment of Sets Manufactured
by the Company

The Colin B. Kennedy Co., St. Louis, Mo,
manufacturer of Kennedy radio receiving sets,
announced recently that a flexible, cushioned,
non-microphonic vacuum tube socket had been
perfected in its laboratories. This socket will
be used in sets manufactured by the company
and will also be marketed as a part for the
use of amateur builders. The entire socket,
except contacts and mounting bracket, is con-
structed of natural brown bakelite, making it
very efficient electrically, strong mechanically,
and impervious to moisture. One of the most
important features is the mounting bracket used
to take up vibration. This bracket takes up no
more horizontal space than the bottom of the
socket and is held in place by two aluminum
rivets which have extended heads so that the
socket cannot be forced down enough to dam-
age it.

Herman Thorens Takes
Over Mermod Freres Plant

Prominent Ste. Croix, Switzerland, Firm Ex-
pands Phonograph Motor Manufacturing
Facilities by Adding Another Factory

Herman Thorens, Ste. Croix, Switzerland,
manufacturer of phonograph motors and music
boxes, recently announced the completion of
arrangements to take over the plant of Mermod
Freres, Ltd, of Ste. Croix, also a well-known
manufacturer of phonograph motors and acces-
sories. This step was made necessary by the
tremendous volume of business which at the
present time is upon the books of the Thorens
Co., and it was imperative that the company
expand in order to bring production to a pont
where it would be able to meet the demand
created for its products. The Thorens Co. has
been enjoying an excellent volume of business
throughout the United States, where it is rep-

resented by the firm of L. H. Junod & Co., 104
Fifth avenue, New York. The company will be
able, with the increased production resulting
from the acquisition of the Mermod Freres plant,
to accept large contracts for delivery of motors
in this country, which it was obliged heretofore
to decline.

Louis A Junod, president of L. H. Junod &
Co., is prominent in business circles in the
United States. He has made a special study of
Swiss industries and, having occupied the posi-
tion of Consul of Switzerland in New York
for the last twelve years, he is in a position to
understand conditions thoroughly.

Opens Its Second Store

St. JouNsBuRy, VT, January 6.—A second
local music store has been opened by the In-
gall Music House and is located on Railroad
street. The Portland street store will be main-
tained as before, both branches carrying the
same lines of pianos, phonouraphs and radio.

.(\ IOVF |
Louu SINGER
| MODEL J40
| Complete

| Ready fo operate
!

S

5 Novel

features

make this the Radio
Horn you can sell
easily

LOLID S NGER

A Musical Instrument for the Radio

is rapidly becoming the fa-
vored instrument of enthu-
siasts, due to its remarkable
musical performance, its pat-
ented mechanical features
which assure ease of opera-
tion, and its beautiful appear-
ance. It is a sure money-
maker for any Radio De-
partment,

One-piece horn, sparkling, dark
gray Crystalline finish; silver
plated metal parts. Perfect work-

manship in every detail.
Model J-10 shown above.

Model H-8, with straight
horn, complete .......... $18.50

Extra Stethoscopes, com-
plete, each .............. 150

—TWO-IN-ONE-ACTION: tun-
1 ing and amplifying off the same
master phone in base of horn.

—NO HEAD PHONES NEED-
ED: Supersensitive Stethoscope
Attachment eliminates neces-
sity for head phones.

—EASY TO OPERATE: tuning
is done with Stethoscope in
ears, then one turn on lever cuts
out Stethoscope and operates
horn. No plugging in and out
of radio set.

—ANY NUMBER STETHO-
SCOPES may be used for lis-
tening without extra drain on
batteries or loss of volume.

—ADJUSTABLE VOLUME
5 CONTROL: same lever con-
trols volume, from soft to loud,

in both Stethoscope and horn.

If your Jobber does not handle CHARMITONE,

write us for Dealers’ terms

DUAL LOUD SPEAKER CO.

210 West 54th Street

New York City
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Sonora Eop Opened in St.
Paul by Simpson & Mead

Store in the New Studio Building Fitted Up in
An Elaborate Manner—Appropriate Settings
For Display of the Period Models

St. Paur, MinN,, December 22—The Sonora

Shop, a new talking machine store operated by

Interior of Simpson & Mead Sonora Shop

William J. Simpson and James J. Mead, opened
for business at 18 West Sixth street during
the past month. The store is in the new Studio
building, a beautiful addition to St. Paul’s many
handsome structures and a fitting location for
a Sonora Shop.

The opening was quite an event in local mu-
sic circles and elicited some splendid favorable
comment from the press. An item from an is-
sue of the St. Paul Pioneer Press contained
the following about the new store:

“The main room of the store is high and
airy; the floor is covered with a soft green
rug, restful to the eyes. With practically
sound-proof walls all the disagreeable noises of
the street are shut out. It is possible that later
a balcony will be constructed around a portion
of the main room.

“Along the east side of the store are a series
of large, well ventilated and sound-proof booths,
comfortably furnished where patrons may test
the records they wish to purchase. Visitors
will have the opportunity of seeing the latest
period consoles which depict the various models

of the different periods such as Louis XV,
Chippendale, Italian Renaissance, Sheraton,
William and Mary.

“Mr. Simpson has been in the music business
in St. Paul for nearly fifteen years and has
drawn around him scores of warm friends.
Previous to coming here he was in the musical
instrument business in Canada. Mr. Mead is
also well known in musical circles. He is a
man of wide experience and has been asso-
ciated with Mr.
Simpson continuous-
ly for many years
with the exception
of about two years
when he was in the
army during the
war.”

The accompanying
illustration gives an
idea of the interior
appearance of the
store with several
de luxe models
prominently dis-
played.

The care exercised
in the arrangement
of the instruments
on display is re-
flected in the unusu-
ally attractive ap-
pearance of the warerooms, providing a most
suitable setting for the Sonora phonographs.
The company is planning a vigorous business-
getting campaign during 1925

Secures Edison Agency

Ow City, Pa, January 5—E. J. Delahoyde re-
cently secured the agency for the Edison phono-
graphs and records and has remodeled his store,
so that ample provision is now available for proper
demonstration and display of Edison phonographs
and records. The phonograph business is not a
new one to \r. Delahoyde, who was for a num-
ber of years connected with the trade until changes
led to the dissolution of the firm of which he was
a member.

The newly remodeled department store of
Meekins, Packard & Wheat, Inc., Springfield,
Mass., has opened a music department, carry-
ing talking machines, radio and pianos of well-
known makes.

Tone and
Volume

$12.50

The “REMOLA” Reproducer
$25.00

A beautiful Solid Mahogany cabinet
2 \ The R

Send for samples and discounts.

T HE RE M 0 CORPORATI 0 N, Radio Division Meriden, Conn.

“You’ll hear the duplicate
of this loud speaker when
'Gabriel blows!”’

EMO TRUMPET

A remarkable reproducer at just the
right price.

Francis J. Reynolds Busy
Boosting Zenith Popularity

Southern Representative of Zenith Radio Corp.
Is a Pioneer Radio Traveler

Francis J. Reynolds, ‘Southern representative
of the Zenith Radio Corp., is one of the pioneers
among the radio traveling fraternity, and is also
one of the most enthusiastic radio men in the

Francis J. Reynolds
field. He has won the esteem and friendship
of the Zenith jobbers and dealers throughout
his territory, working in close touch with their
activities and offering them valuable sugges—
tions.

In all of the prominent Southern and Middle
Western cities where he travels, Mr. Reynolds
has almost invariably been accorded newspaper
publicity, based solely on the interest he has
manifested in Zenith merchandising and public-
ity plans. He has played an important part in
the Zenith Radio Corp.’s exceptional success
during the past few years.

Winthrop C. Hoyt Analyzes
British Foreign Market

“Observations on the British Market,” is the
title of a most interesting and informative arti-
cle dealing with some of the more important
problems which present themselves to the
American manufacturer who is planning to
cover the British trade, written by Winthrop
C. Hoyt, son of Charles W. Hoyt, president
of the Charles W. Hoyt Co., Inc, a prominent
advertising concern. Mr. Hoyt is at present
connected with one of the leading advertising
agencies in England, and his article is the re-
sult of close observation and study of condi-
tions in that country.

Mr. Hoyt points out that there are possibili-
ties of greatly increased business with Great
Britain if the proper selling methods are util-
ized, in spite of the fact that there is consider-
able agitation against foreign-made products on
the part of British manufacturers and as the
result of unemployment, The article also shows
to what extent American products have already
invaded the British market, how foreign com-
petition is being fought, and economic condi-
tions are entered into in detail. The article,
which is too lengthy for our columns, is most
comprehensive and well worth reading and can
be procured from Charles W. Hoyt, 116 West
Thirty-second street, New York City.

James J. Costello recently opened the Music
& Novelty Shop, a general music store, at 516
Main street, Woburn, Mass.
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BUILDING PRESTIGE
FOR THOMPSON DEALERS

ChOoMPSONn
RADIO
NEUTRODYNE

The Thompson Merchandising Policy

The Thompson Manufacturing Com-
pany -was not the first in the field with
Home Radio Receivers, although or-
ganization facilities and long years of
experience in the manufacture of all types
of radio apparatus better fitted it, prob-
ably, for entrance into the field, from the
beginning, than any other company.

Yet, its patent situation had to be
firmly established in the new industry,
its line of apparatus carefully worked out
in accordance with its established policy
to produce only the best; and most im-
portant of all, its merchandising policy
necessitated a delay until the early chaotic
conditions permitted of a company enter-
ing the new industry with some sort of
constructive effort dedicated to
permanent building instead of
temporary opportunism.

When it did enter the field,
it entered it right and its judg-

ment has been amply vindicated by the
results.

The Thompson Company intends to
build a distributing organization which
will be recognized as the leader in the
trade, consisting of Wholesale Distribu-
tors and Retail Dealers; each Distributor
to be a factor of power and influence in
his locality, and each Dealer to enjoy the
prestige and sales volume of his commu-
nity.

The Thompson Company feels that
this can be attained only by honest mer-
chandise, merchandised honestly; good
old-fashioned, fair, square, man-to-man
dealings and proper consideration for
everyone in the chain of distribution from
the manufacturer through to the con-

sumer.

LIST PRICES
Thompson Receiving Sets
range in list price from $125
to $180. The Thompson Speak-

er is now listed at $28.

Werrite to us for the name and address of the
Thompson Distributor in your locality

R. E. THOMPSON MANUFACTURING CO.

30 CHURCH STREET,

v

ThOODPSON

T~ SPEHhER T
CONCERT GRAND

NEW YORK, N. Y.

GRANDETTE

“Experience is the Vital Factor in Excellence”
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Y ear-End Business Drives in Milwaukee
Increase Sales Volumes Satisfactorily

Many Dealers Report Gain in Annual Business Volume Over the Previous Year—Entire Trade
Optimistic Over Outlook for Next Year—New Lines Added—Radio Demand Holds Up

Mriwaukeg, Wis., January 10.—Milwaukee talk-
ing machine jobbers and wholesalers report that
ifigures for the entire year show up very well
Where radio and talking machines are handled
together, a good increase ovcr last year is re-
ported, due to the additional trade brought in
through the new lines, and in some cases
phonographs have also shown an incrcasc over
last year, although this report is not general.
Records have been active, especially during the
Christmas shopping period when jobbers were
busy supplying Christmas numbers. The im-
portance of radio to the talking machine busi-
ness is being more and more widely recognized
in this territory, and the number of talking
machine dealers to enter the radio field is in-
creasing.

Enjoyed Good Holiday Business

“Last month’s business was very satisfactory,
and we finished the year ahead of 1923, stated
Harry Goldsmith, secretary of the Badger Talk-
ing Machine Co., Victor jobber. “Every indi-
cation points to a good business aftcr the first
of the year. Records sales have been very big.”

Business was also very good with the Inter-
state Sales Co., a firm controlled by the Badger
Co., which features De Forest and Freed-Eise-
mann sets, although the usual kick for Decem-
ber was missing, according to David M. Kasson,
manager, who recently received the new model
D14 De Forest, which is creating quite a sen-
sation among the dealers. This concern opened
two new De Forest accounts—the Groul Talk-
ing Machine Co., Green Bay, Wis, and the
Wigand Talking Machine Co., Racine, Wis.

De Forest Dealers’ Association Formed

Local De Forest radio dealers recently held
a meeting at which they formed the De Forest
Radio Dealers’ Association, which will work
for the interest and advancement of radio in
the city and throughout the State. The or-
ganization was due largely to the efforts of Mr.
Kasson, of the Interstate Sales Co.

Satisfactory Wind-Up to 1924

“We had a very good business during Decem-
ber, especially in radio and combination instru-
ments,” declared Fred E. Yahr, of Yahr &
Lange, wholesalers for Sonora in Wisconsin and
Michigan. “The Ware line and the Sonora loud
speakers have been in great demand. Record
business was very good in December as com-
pared with previous months.”

Mr. Yahr stated that reports coming into his
office indicated that dealers in the smaller com-
munities were doing a better business during
December than those in Milwaukee, and reports
from the lower Michigan territory of the com-
pany were very good for both Sonoras and the
Ware line.

The straight phonograph business, however,
is not up to where it was last year at Yahr &
Lange, but the addition of radio to the music
department of this firm enabled them to do as
much business during the first thirteen days of
December as was done during the entire month
of the previous year. Yahr & Lange are going
after business immediately following the first of
the year by runnjng some attractive advertising

A Yahr & Lange Delivery

in the local papers calling attention to the So-
nora line carried by the firm.

Fred E. Yahr, accompanied by Mrs. Yahr,
spent the week following Christmas in New
York. The trip was for business and pleasure
combined.

“December was good, and I expect January
to be the same,” said Alfred Keifer, distributor
for the Starr line and Gennett records in the
State. ‘““‘Although there was a demand for
Christimas records, the general record business
did not come up to last year.”

“Our December business was better than last
year,” reported Carl Lovejoy, local Brunswick
representative. “Brunswick-Radiola sales have
been very big and made up a large part of the
December business, although our phonograph
business has been going right along.”

Mr. Lovejoy stated that the Brunswick-Radi-
ola has been a wonderful instrument for both
the Brunswick Co. and for the dealer. Dealers
in Milwaukee who formerly did a comparatively
small business have ordered two and three times
the amount of merchandise they did prior to the
appearance of this combination instrument.

Boston Store Takes on Brunswick Line

One of the biggest deals to be announced by
the local representative of the Brunswick Co.
was the addition of the music department of the
Boston Store to the accounts in Milwaukee.
This is the first new Milwaukee account to be
taken on during the past two years. The an-
nouncement that the store would carry the com-

’ GRAPHITE PHONO
""—SIM SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or become sticky or rancid. Remains in
. .its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to
retail at 25 cents each under the trade name of

EUREKA NOISELESS TALKING
—_— "~ MACHINE LUBRICANT
Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

plete Brunswick line, including phonographs,
Brunswick-Radiolas and records, came during
the early part of the Christmas shopping sea-
son, and was featured by a page advertisement
in local newspapers and by a special window
display in the corner window of
the store. The music department
of this store now features Bruns-
wick, Victor and Cheney lines.

R. G. Hessel, of
Manitowoc, Wis,
is also announced
as a new Bruns-
wick dealer, and
% Christianson Bros.,
at Racine, Wis,
added Brunswick-
Radiolas to their
stock shortly be-
fore Christmas.

Brunswick deal-
AUiHEi ers in Milwaukee
did considerable advertising in connection with
the appearance of Nick Lucas, recording artist,
at the Wisconsin Theatre, during the week of
December 27.

Good Columbia Demand

Things are looking fine for 1925, according to
W. E. Pugh, Columbia representative in Wis-
consin, upper Michigan and part of Illinois. He
stated that business during the early part of
December was a little quiet, but a rush of busi-
ness during the last of the month increased the
totals for December to a more satisfactory
figure.

Mr. Pugh left Milwaukee January 5 for a
three weeks’ trip through northern Wisconsin
and upper Michigan where he will call on Co-
lumbia accounts.

The Campus Harmony Shop, exclusive Co-
lumbia dealer, has been opened in Madison,
Wis., at 619 State street, by Oscar Hoel and
Ray McNeahny. The new shop is located near
the campus of the University of Wisconsin.

Adds Radio

The J. B. Bradford Piano Co., which handles
Brunswick, Victor and Vocalion records and
phonographs, has announced its entrance into
the radio field. This old-established music
house will be exclusive representative for the
Zenith radio in addition to handling the Bruns-
wick-Radiola. The fourth)| floor of the store.
building has been turned over to the new de-
partment, and Carl Farrell, who has had con-
siderable experience in the radio business, is
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special design.

= Offices and Warerooms:

413-417 East 109th Street

VAN VEEN & COMPANY, Inc. ;
Woodworkers Since 1907

3 Costly experiment has taught the Phonograph Trade the importance
of high-grade sound-proof hearing rooms and store fittings.

Radio dealers can avail themselves of Van Veen equipment in the first
instance and avoid the experimental losses of the Phonograph trade.
Veen booths are indispensable in selling and demonstrating radio.

Counters, racks and wall display cases carried in stock or made to
Write for estimate and catalogue.

’Phone .Lehigh 5324
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Milwaukee Trade Activities
(Continued from page 62)

in charge of the extensive service department.
Forest Cheney Delivers Address

Local talking machine dealers were very
much interested in the remarks made by Pro-
fessor Forest Chenev, of the Cheney Talking
Machine Co., who addressed the local Kiwanis
Club at a luncheon meeting here. Mr. Cheney
spoke of the relation of music to the develop-
ment of civilization. He stated that man’s su-
periority over: animals is due to love of fine
arts, and traced-the development of music to
its present stage.

Mr. Cheney also addressed the Arion Club, a
local musical organization, on “The Psychologi-
cal and Pathological Aspects of Music.” Sev-
eral groups of Cheney talking machine owners
met at the Boston Store during his stay and
heard his advice on how to get the most out
of the instrument.

News Gleanings

Patients of the veterans’ hospital.at the Na-
tional Soldiers’” Home here were presented with
a combination radio and phonograph by the
Kessetman-O’Driscoll Co. The instrument had
been selected as a prize in a contest connected
with a recent exposition in the city, but as con-
testants did not complete the required work,
the instrument could not be awarded.

Milwaukee will have a new broadcasting sta-
tion beginning with January 1, for on that date
the new 500-watt station of Marquette Uni-
versity will start sending programs on the air.

A complete and scrviceable filing case for rec-
ords has been installed in this department of
the H. C. Prange Co. store at Sheboygan, Wis.
The case was specially constructed along lines
suggested by Arthur Bleck, manager.

Matthews Bros. Music Shop, of Wisconsin
Rapids, Wis., has moved from its former loca-
tion on Grand avenue into new quarters in the
Bogoger Building on Vine street.

Lee-Sager Co. Launches
Drive on the Phonomute

The Lec-Sager Co., of St. Clair, Mich., well-
known specialty manufacturer, has just started
an aggressive sales campaign in behalf of the
Phonomutc, a device which has met with con-
siderable success in and around the Detroit mar-
ket. The Phonomute has won quite some praise
from prominent talking machine jobbers and
dealers who have tcsted it under cxacting con-
ditions and who have found the device an active
seller. It is being merchandised as a new inven-
tion that adds materially to the tone quality of
records and enables the owner of a talking ma-
chine to change the tone volume instantly. The
Phonomute is presented on attractive display
cards, which the dealers have uscd to advantage
in merchandising the device.

How Salesmen Are Benefited

“How to Get Salesmen to Push the Biggest
Profit Items” is the title of an article written
by Warner Bates, as the result of an interview
with George B. Evans, secretary-treasurer and
general manager of Gibson-Snow, Inc., Syra-
cuse, N, Y., well known in the talking machine
trade as Sonora distributor, which appeared in
Printers’ Ink on December 25. In this lengthy
and interesting interview there is revealed a job-
bers’ plan which has succeeded in inducing
salesmen to concentrate on articles which the
management favors.

Photographs Sounds

The Radiotonogram, the invention of a
French doctor, M. Fournier d’Albe, takes pic-
tures of sounds received by radio. From the
photograplis taken words spoken can be recon-
structed and the musical record becomes steno-
graphic.

Starr Phonographs and
Gennett Records Sell Well
Year-end Orders Keep New York Starr Head-

quarters Busy—Starr Factory Called Upon
to Rush Records to the East

The month of December was an excellent
one from the standpoint of the New York office
of the Starr Piano Co., with the demand for
Starr phonographs and Gennett records far ex-
ceeding expectations. Rush orders from dealers
for both classes of merchandise were the order
of the day, and immediately preceding Christ-
mas Manager Keats and his staff had all they
could do to cope with the demand. The stand-
ard Christmas Gennett records were in par-
ticularly brisk demand. Although a large num-
ber of these recordings were in stock before
the Christmas season started, they were soon
distributed and daily telegrams to the factory
were sent to rush shipments of additional
orders.

Paul Specht Opens
Café in Philadelphia

Famous Columbia Artist to Feature His Orches-
tra as Main Attraction

Paul Specht, noted orchestra leader and exclu-
sive Columbia artist, has taken over the Claridge
Café in Philadelphia, which will reopen under
his management and with his orchestra featured
as the main attraction. The Claridge Café,
which is said to have cost $110,000, was closed
some time ago by General Butler, who revoked
its dancing license. However, General Butler
has agreed to its reopening by responsible par-
ties, and Paul Specht, who is internationally
prominent, was selected to represent financial
interests in addition to his own investment,

The Bradshaw Music Co. recently opened a
branch at Douglas, Ga. A full line of talking
machines will be carried, including the Bruns-
wick and Columbia lines.

I

o
Al

i
AN

fade-aways.

A Tuousanp anp One NicHTs ENTERTAINMENT
The MELCO is a silver-tongued Scheherezade—
offering a thousand and one nights of entertainment.

Entertainment free from interference, noises and
Supreme radio reception—full-toned,
clear-throated, true to life.

Now Ready for Distribution

The New “‘Five’’
MELCO SUPREME RECEIVER

TUNED RADIO FREQUENCY

DISTRIBUTORS—Wsrite for Full Information
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_LATHAM

LATHAM SERVICE

AND

Freed-Eisemann Neuirodyne Radio Receiving Sets

The tremendous popularity which is being
enjoyed by the famous Neutrodyne circuit,

Freed - Eisemann Five - Tube Neutrodyne

Radio Receiving Set in console model backed by the national advertising of the Freed-

cabinet, with built-in loud speaker and Eisemann Radio Corp., has created a demand

battery compartments. Price........ $275 which cannot be overlooked by dealers who
hope to procure the maximum volume of radio
business.

The service rendered dealers by E. B.
Latham & Co. is a factor that cannot be over-
looked. By virtue of this service and the prod-
ucts which this company carries, its dealers
have enjoyed a most successful year in radio.
The ensuing year should bring to those whom
E. B. Latham & Co. has already served a pleas-
ingly increased volume of business, and we
would call to the attention of those dealers
whom we hope to serve what can be accom-
plished by the real service and co-operation
from us as your distributor.

New Five-Tube Victrola
Panel for installation in
console model phono-
graphs. Price..... $120

Write, phone or wire for particulars

E. B. LATHAM & CO.

550 Pearl Street New York, N Y.

NEW YORK
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After

Christmas
—what?

Now the real radio season be-
gins—the best part of the year
for radio reception. Now the
low-priced “gift” businessisover
and New Year bonuses will be
invested in standard receivers
of known value and proved

performance.

It was so last year—February  ~——_""-324
was the biggest Freed-Eisemann e e
month ofall. Thisyearourheavy Five Tube DeLuxe
national advertising will help

you break last year’s records!

R Do your share. Put. your win-
wich Console dows to work. Mail booklets
to your list. Advertise Freed-

Eisemann Radio Receivers in
your own local newspapers.

%ﬂ%&mdm%éé%ﬁﬂm&m /

MANHATTAN BRIDGE PLAZA - BROOKLYN, N. Y.

= Model NR—215
ElTEﬁfRfBjN[: Four Tube Panel for Victrola

Model NR—12
(Four Tube Special)

The big, safe, staple business is yours with

FREED-EISEMANN

RADIO RECEIVERS
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Satisfactory Holiday Business Enjoyed
Throughout the Cincinnati Territory

Less Expensive Instruments Played Most Important Part in Gift Buying—Dealers Striving for
Larger Down Payments—Tribute to Talking Machine World—Other News and Trade Activities

Cincinnati, O., January 7.—Rctailers of talk-
ing machines report a good volume of business
during the holidays. While the majority of
purchasers contented themselves with the less
expensive instruments, the aggregate of these
sales was large enough to keep the volume up
to a satisfactory figure. Stocks are very much
depleted, and this means that factories and dis-
tributors may expect a rush of orders for re-
plenishments. The talking machine-radio com-
bination still is increasing in popularity, dealers
report, and therefore an increased demand for
these outfits may be expected.

Retailers are rapidly adopting the policy of
trying to get more cash at the beginning and
increase the size of monthly payments when
credit is given. A feature of the retail market
is that it is comparatively easy to get spot cash
in payment for the more expensive machines,
and most of the instalment buying is by the
purchasers of less expensive goods. ‘“When
payments are strung out over a long period of
time,” stated a successful retailer, “it is because
the seller makes the offer. In his anxiety to
make a sale, many a dealer makes an offer that
the customer ‘would not think of asking for.”

The Brunswick Co. reports that it still is do-
ing a large volume of business and states that
the only trouble it is having is in the matter
of securing enough instruments to fill orders as
they come in. During an interview Manager
J. E. Henderson said: “The Talking Machine
World is doing a lot of good work. I wish
every salesman could be induced to read and
study its articles, especially those on salesman-
ship. Too many salesmen are indifferent to the
interests of their employers. A great many of
them fail to realize that their success rests on
the success of the person or firm they are work-
ing for. I am sure that if they would read and
study more they would better themselves
through increasing their loyalty and business
ability.”

Louis H. Ahaus, proprietor of the Brunswick
Shop, 532 Edwards Building, did a big- holiday
business and almost exhausted his stock. He
reports that there was with him a good demand
for the more expensive instruments and an
unusually large number of cash sales.

The Ohio Talking Machine Co., exclusive
wholesale establishment, of which C. H. North
and A. H. Bates are the executive hcads, reports
that its pre-holiday business was satisfactory.
These gentlemen both expressed themselves as
being satisfied with the business outlook for
1925 and predict that it will be a good year for
all branches of thec trade.

George Jell, of the Ncw York offices of the
Columbia Co., was a recent visitor to this city,
attending to business matters and calling on the
trade. Miss R. Helberg, manager of the loca
office of the Columbia Distributors, went to St.
Louis, Decemmber 27, to visit the office there,
spending a week in making plans for the coming
year.

W. M. Purnell, head of the publicity depart-
ment of the Starr Piano Co., states that the
company did a big holiday business in personal
Gennett records. The popularity of the per-
sonal record is rapidly increasing, he said, and a
great many were used as Christmas presents
this year.

New De Forest Circuit
Eliminates Re-Radiation

Invention Can Be Applied to All Regenerative
Sets, Says Roy A. Weagant, Vice-President
and Chief Engineer of Company

Elimination of re-radiation, the bane of devo-
tees of the regenerative reception set, has been
attained in a newly patented and simple cir-
cuit, according to Roy A. Weagant, vice-presi-
dent and chief engineer of the De Forest Radio
Co. This device is said to mark an epoch in
the history of radio, due to the fact that it pre-
vents disturbing impulses of regenerative sets
that interfere with the reception of others with-
in a wide local radius.

“This new invention can be easily applied to
regenerative sets already constructed at com-
paratively little expcnse,” Mr. Weagant said,
“and will absolutcly prevent not only re-radia-
tion but the consequent disturbances due to it.
So completely does this device effect this pur-
pose that it is possible to work sevcral regener-

'Ofymndlo handles it”
L3

‘Master gﬂlovab/e Music'

4 Years
Have Proved
Outing
Portables
Are the
Best

Sterling Roll & Record Co.
137 W. 4th St. Cincinnati, O.
Outing Distributor

for Okeh Dealers.

ever!

137 West 4th Street

OKJ\(“”" Odion

THE year 1925 has all the earmarks of being the best yet

As distributors for the fast-selling
Okeh and Odeon Records, we pledge our hearty co-operation
towards making your share a certainty,
increase in business will find us prepared. Our distributing
service will be functioning more speedily and efficiently than

f Wholesale Phonograph Division

STERLING ROLL and RECORD CO.

Buy OKeh Needles —They Keep Record Sales Alive!

S

The inevitable

CINCINNATI, OHIO

ative receiving sets on onec and the same anten-
na, without mutual interference of any kind.
It will prove a boon in the great population
centers with their apartments, flats and closely
built-up residential sections.”

The inhcrent and unsatisfactory tendency of
the regenerative circuit to function like a minia-
turc transmitter, sending out disturbing im-
pulses that interfere with the reception of neigh-
boring sets, will be eliminated by this device,
it is claimed, which provides a readily installed
equipment that will be shortly available to all
possessors of regenerative sets. It accomplishes
1ts purpose without loss of efficiency, and with
marked improvement in selectivity of the set.
Only the most elementary knowledge of radio
is necessary for its application.

The new circuit is in production and will be
marketed immediately, the De Forest Radio
Co. announces.

Garod Set Receives English
Station in Radio Tests

Among the interesting announcements coming
as a result of the recent European radio tests
was a letter written by a thirteen-year-old boy
of Wellington, Kan,, the letter reading in part
as follows: “Manchester, England, station was
lieard by mec last night at about 1045 p. m.,
using a Garod four-tube neutrodyne set and
Magnavox loud speaker. The first selection
heard was ‘God Save the King,' followed by
the ‘Star Spangled Banner.’” The letter in
closing states: “I am a boy thirteen years old
and operated the set entirely alone.”

J. E. York was recently appointed manager
of the Pickerell Music House, Coffeyville, Kan.
He has been engaged in thc music business in
that section for many years and is well known
in local business circles.

MACHINE Co
TALKINg(—m WEST FOURTH ST.

CINCINNATI,O.

V/CTOR DISTRIBUTORS

ERVICE
5 15 OUR.

WATCHWORD
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Paragon
for

Everybody

OR dance lovers, for

jazz lovers, lovers of
classic music or the old
songs, there’s now a Paragon
Receiver that meets every
taste and every sized pocket-
book.

All the clearness of tone
and fine selectivity that in
the past have popularized
Paragon with radio enthu-
siasts, now with a new sim-
plicity of tuning and new
popular prices.

If you are not featuring
Paragon in your store you
are missing profit opportuni-
ties with every class of your
trade.

ADAMS MORGAN
COMPANY, Inc.
10 Alvin Ave.
Upper Montclair, N. J.
If your jobber is not carry-

ing the new Paragon line
get in touch with us.

The
NEW

NEW PARAGON FOUR

*65

Its new non-radiating circuit—the Paradyne circuit—
gives clear, strong loudspeaker reception over prac-
tically unlimited range. Four tubes. New single dial
control. Good-looking mahogany case, 21 inches long.

The Talking Machine World, New York, January 15, 1925

PARAGON

® RADIO RECEIVERS

New Paragon Three 48,50

Astonishing loudspeaker range, with but three tubes.
Clear tone. Excellent volume. Easy tuning—single
major dial control. Mahogany case, 17 inches long.

/-s,\ PARASx
) &

3 |

o

Paragon Two
$27.50

A two-tube set that sells like the
traditional hot cakes. Loudspeaker
volume on local stations. Clear
tone. Single tuning dial. Mahog-
any finish, 11 inches long.

Prices West of Rocky Mountains 10% Additional,

Vil
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Making the Banker a Business Adviser
and Establishing Credit With the Bank

Warren J. Keyes, Treasurer of the Sonora Phonograph Co., Inc., Gives Some Pertinent Informa-
tion Regarding Utilization of the Bank by the Retail Merchant

An important angle of talking machine mer-
chandising which has received comparatively
little attention is the relation of the banker to
the retailer. This subject was handled in an
interesting and instructive manner in an article
by Warren J. Keyes, treasurer of the Sonora
Phonograph Co., Inc, appearing in a recent
issue of the “Sonora Bell.” Because it contains
some facts with which every talking machine
dealer should be conversant the article is
produced herewith:

“Due to the seasonal nature of the phono-
graph business it is important for the retail
dealer to be on good terms with his banker.

There are times during the year when the
dealer must carry a large stock, because of
anticipated seasonal demands, and at these

times bank assistance, through loans, is neces-
sary and helpful.

“Many retail dealers look upon bankers as
hard taskmasters and feel that if they once get
into a position where they owe money to a
bank they will have a hard time extricating
themselves. This is a false belief, particularly
if the retail dealer will analyze his needs and
tell them in a straightforward fashion to the
bank.

What Bankers Want to Know

“In general there are two things that a bank
always wants to know about anyone before
granting a loan. In the first place, they want
to know that the security is good, and, second,
that the character of the borrower is such as
to inspire confidence. These two itens are im-
portant in all lines of industry

“In approaching his banker the phonograph
dealer should therefore have with him a finan-
cial statement showing his present condition
and his sales and profits over the last year, at
least. This does not mican that the retailer
must keep a complicated system of double-cntry
books in order to satisfy his banker as to his
financial status. The statement should show
his cash, his accounts and notes receivable, his
inventory, his furniture and fixtures and any
other assets. Offsetting these asscts he should
show his accounts payable, his notes payable
and any other liabilities. The total of his as-
sels, less the total of his liabilities, will give
his net worth. These items should all be stated
clearly and definitely. A banker will want a
rough analysis of the dealer’s accounts re-
ceivahle, showing the amounts not yet due and
the amounts overdue—probably 30, 60 and 90
days, and he will want to know whether the
dealer’s accounts payable are overdue and whom
lic owes for notes payable and when they are
due. The dealer should also have available a
vecord of sales, expense and net profit, so that
the banker can judge as to the efficiency with
which his business is conducted. All of this
information can be worked up casily without
a double-entry systeni. of books, and the dealer
should always take this information with him
when applying for a loan.

“If you find that your rccords are inadequate
to give you the information you should have,
it cannot be advised too strongly so to set up
a system that all these figures will be available.
Furthermore, a record of sales and expenses is
essential in order that you can know whether
or not your business is being conducted at a
profit, and why.

“The Federal Government malkes it imperative
that every retail store submit a statement, for
income tax purposes, which is due on March
15. 1In order to be able to make this report
intelligently even more record-breaking is re-
quired than is necessary for the bank.

“The banker is also particularly careful as to
the character of the man to whom he is making
a loan. He will want to know what the dealer’s
suppliers think of him—whether he takes his

cash discounts—whether he keeps his promises
as to payments and how he is considered in
his community. He may ask for collateral in
the shape of instalment paper or warehouse
receipts. This is only for protection in case
the retailer fails to meet his obligations.
Banker Deals in Credit

“The stock-in-trade of the banker is credit—
just as the retailer’'s stock is phonographs.
This merchandise must have a definite turn-
over and must be productive of profit. A
banker’s service is not to put permanent cap-
ital into the business but to be of assistance
tc the retailer in helping him take care of
normal shortages. For this reason, if the re-
tailer finds that he should have more capital,
in order to secure a more profitable business,

he should not apply to the banker for assistance,
but should raise capital by other means.
Figures Tell the Tales

“A retailer, to have pleasant relations with
his banker and be successful in borrowing from
him, from time to time, must plan to be in a
position to clean up all of his bank loans at
least once a year. This is a very important
factor and often leads to considerable trouble
and misunderstanding if it is not followed out.

“A retailer’s dealings with his bank should be
pleasant, rather than troublesome. If his char-
acter is a good risk and he can show figures
that will convince the banker that his is a
temporary need for financing, he should have
no trouble in making his loans and securing
the necessary assistance.

Taking the Banker Into His Confidence

“A dealer should at all times take his banker
into his confidence and ask him for his advice on
matters of business policy at any time. After
all the banker is just as human as the dealer
and should be cultivated as a friend as well
as an adviser.”

profits.

Nickel plated back
Black Japanned top
Gold plated adjusting knob

Canadian Acme Screw & Gear, Ltd.

RIB! Industries Unidas, S.
RIST 'UIOR\S' { Targ & Dinner Music C

Shapleigh Hardware Co,

Whatever your sales of units are—
or may be—give the MUTUAL
an opportunity to show you greater

Mutual Units Make
graph A High Class Loud Speaker

MUIVAL PHONO PARIS MFG.CORP

149-151 Lafayette Street, New York City

Your Phono-

Introducing our new
No. 6 interchangeable
tone arm which is
adaptable for PORT-
ABLES as well as
upright and console
machines.

This new model is
the ultimate in per-
fection and simplicity.

.1209 King St., West. Toronto, Can.
Balderas 110, o City, Mexico
29 W, Randulnh St, Chicago, lII,
nd Washington Ave., St. Louis, Mo.
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Excellent Busmess Marked Closing of
the Year in the Twin Cities Territory

Outlook for Continuation of Prosperity Well Into 1925 Is Bright—Doerr-An&rews & Doerr En-
large Territory—Hold Successful Salesmen’s Convention—The Month’s News

MiNNEAPOLIS AND ST, PAuL, January 7.—Satis-
factory holiday business with excellent 1925
prospects is the verdict of Twin City phono-
graph men. An outstanding feature of the holi-
day selling was the improvement in the country
business, situation which every jobber dis-
covered to be the case.

Messages of Cheer

“Doc” O’Neill, manager of the Brunswick Co.,
predicts an excellent January and says: “Our
holiday business was very satisfactory, our Ra-
diola sales excellent. City and country business
were both good with the country responding
particularly well.”

"Hollday business was beyond our expecta-
tions,” said John E. Date, manager of the pho-
nograph and radio departments of Doerr-
Andrews & Doerr, Sonora wholesalers. “Our
sales of radio and phonographs were most satis-
factory. All accounts showed up well. It was
especially noticeable that the country showed
a come-back. We are anticipating a tremendous
business for 1925.”

Enlarge Distribution Territory

Beginning January 1, Doerr-Andrews & Doerr
will be distributors for Minnesota, North Dako-
ta, South Dakota, Iowa, with the exception of
the Mississippi river towns, and Montana, Mon-
tana having been recently returned to the firm
because the Twin Cities seem the logical place
for distribution and by reason of the firin’s hav-
ing two resident salesmen in the State.

Stage Salesmen’s Convention

Thirty-six men attended the salesmen’s con-
vention which Doerr-Andrews & Doerr staged
December 30 in the interests of Sonora phono-
graphs and Zenith radio. Addresses were made
by Harvey H. Roemer, director of sales pro-
motion for the Zenith Radio Corp.; Sewall D.
Andrews, as a member of the board of control
of the super-station, WCCO, who reviewed the
general outlook for broadcasting, and Mr. Date,
who spoke on the possibilities of merchandising
radio and radio combinations and gave an out-
line of the extent of exclusive Zenith dealcr
representatives throughout the territory. The
radio department of Doerr-Andrews & Doerr
now carries a complete line of radio equipment

and is prepared to give'prompt service in stand-
ard, nationally-known units.
S. D. Andrews Directing Station WCCO
WCCO, the new super-station at Minneapolis,
is under the direct management of one of this
city’s most aggressive and successful business

Sewall D. Andrews
men, Sewall D. Andrews.
treasurer of the Minneapolis Drug Co., of this
city, one of the leading concerns in the wholc-

Mr. Andrews, who is

sale drug field, is president of the National
Wholesale Druggists’ Association, president of
the Minneapolis Club and prominent in the
city’s commercial and civic activities. Through
his efforts a new community spirit has entered
into the establishment and maintenance of the
WCCO station; the city of Minneapolis having
contributed $30,000, the city of St. Paul, $20,000,
and the Washburn-Crosby Co. having con-
tributed $50,000 to insure the success of the
station.

Recently, after considerable field investigation
ou the part of the Minneapolis Drug Co. the
Zenith line of radio products was taken on under

Even

They Can’t Forget Needles—
During Winter Record Buying Months.

‘record contains two popular numbers:

Buy NEW
‘ ;e);d]&s |

General
Phonograph Corporation
OTTO HEINEMAN, Pres.

25 West 45thSt.  New York, N. Y.

HE winter record buying season will find

you selling more records than at any

other time of the year. And logically,
your needles should take a proportionate boost,
too. But clerks and customers have that habit
of “forgetting” needles—and needle sales fall
far below what they should be.
The new OKeh “Automatic Reminder” De-
livery Bags stop this hindrance to needle sales
right at its source. Attached to each record
delivery bag is another small envelope for in-
serting a package of OKeh or Truetone
Needles. The little envelope itself stands out
“like a sore thumb” and an ingenious arrange-
ment of the words “Buy New Needles NOW!”
fairly cries out for attention. Every time a
record is sold and put into one of these record
delivery bags, both the customer and the clerk
are given an automatic reminder of OKeh and
Truetone Needles. *
Your distributor_can supply you in minimum
orders of 1000. You can use this amount and
a great many more during the winter months—
and they pay for themselves in greatly in-
creased needle sales! Order a thousand bags
today—and watch your needle sales take an
immediate jump.

a distributorship franchise for Minnesota and
the Dakotas. The company is splendidly
equipped for the successful merchandising of
these popular sets, and under Mr. Andrews’
direction Zenith dealers in this territory will
receive maximum service and co-operation in
marketing these products.
Edison Demand Growing More Brisk

“North Dakota is coming on very satisfactor-
ily,” said J. Unger at the Lawrence H. Lucker
Co., Edison jobbers. “Our holiday trade was
good and we have no kick coming. Things are
moving a little better. Because of the good
crop, farmers have been paying their debts and
are now in a position to do more buying. We
have established several hundred new accounts
in the last three months.” The Lucker Co. re-
ports its radio business in Ware, De Forest and
other radio lines satisfactory.

Fifty Per Cent Business Gain

“Christmas business was 50 per cent ahead of
last year with us,” said Charles K. Bennett,
manager of the George C. Beckwith Co.
“Business has been very satisfactory. Dealers’
stocks are lower than ever before. There is a
lot of optimismn in the trade and dealers arc
enthusiastic over the Victor Co.’s broadcasting
program.” '

A Victor record, a sermon in Swedish by the
Rev. Gust F. Johnson, pastor of the Swedish
Tabernacle here, who has an extraordinarily
large: following among the Scandinavians, was
issued just before Christmas and sold tremen-
dously here. George Benson, of the Benson
Music Co., who caters particularly to foreign
record customers, tied up with announcements
in Scandinavian papers, and by direct mail. He
has shipped this record all over the United
States and is expecting orders from Sweden.
His first shipment was sold out in four hours
and he expects to sell over 5000 of these rec-
ords in his South Minneapolis shop.

The appearance of the first record by Dick
Long’s Nankin Cafe Orchestra, which the Vic-
tor Co. will issue January 25, will be the signal
for much sales promotion activity here. The
“If You
Don’t Tell Me” and “Rock-a-Bye-Baby Days.”
Leo Feist, music publishers, are issuing window
cards of their publication, “Rock-a-Bye-Baby
Days.”

New Stores and Improvements

The Central Furniture Co. formally opened
its exclusive Victor Shop at 314 West Broad-
way, adjoining its furniture store, in December.
It is under the management of Mr. and Mrs.
Arthur Fliegan.

Joe Nylin has redecorated and enlarged his
East St. Paul talking machine store.

Bush & Lane Improvements

SeaTrLe, WaAsH., January 3.—Improvements in
the quarters of the Bush & Lane Piano Co.,
at 1519 Third avenue, were begun two months
ago and were completed recently in time for
the holiday business. The changes include the
installation of fifteen sound-proof booths for
demonstrating talking machines and radio. The
former oak store furnishings havc been replaced
by mahogany ones, and a piano demonstration
department has been built on the balcony. The
alterations have been made at a considerable
outlay, and have been under the direction of
Charles T. Corbin, manager. This is the four-
teenth year for the operation of this branch
here, and it now has nearly 100 employes.

Addition to Bousfield Family

A welcome Christmas gift received by R. G. G.
Bousfield, treasurer of the Herbert-John Corp.,
radio wholesaler, New York, was an addition
to the Bousfield family in the form of a seven-
and-one-half pound baby girl. The baby was
born in the Yonkecrs Homeopathic Hospital

Davis Phonograph Co., Chicago, has changed
its name to Davis Radio Phonograph Co.
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351-353 Fourth Avenue

THE GREATEST GIFT
OF THE NEW YEAR

On January 1, for the first tise in the history of music and of
radio, the air resounded with the most marvelous entertainment ever
put simultaneously before millions of American people, the personal
performance of world-famous Victor Record artists. lt was a fitting
inaugural for a New Year abundant in opportunity, in advancement
and in reward for the many thousand merchants constituting the Victor
Trade.

[n our opinion, the public-spirited undertaking launched by the
Victor Talking Machine Company in association with the most power-
ful radio broadcasting system in America is nothing short of epoch-
making. May the radio program embarked upon by the greatest
industrial organization in the art of music mark a new era of intel-
lectual and material aggrandizement for both the public and our line!

It must be borne home very impressively at this moment to every
Wholesaler and Retailer, what it means to represent Victor Product.
For to the precise extent that the I'amous-\rtist programs now begin-
ning will capture the imagination and command the applause of the
nation, every Victor tradesman exclusively offers in material form the
same sources of permanent musical entertainment available only in
Victor talking machines and the Victor record catalog.

Do your entire share, Mr. Victor Dealer, to inform your com-
munity—~from the newsboy to the bhanker

of the phenomenal radio
features now offered by the Victor Company. Let us all so conduct
our businesses as to share fully and merit copiously the benefit which
the new forward step assures.

C. BRUNO & SON, Inc.

Victor Wholesalers to the Dealer Only

New York

WA EIAVESAT IR BREARETAIN AN SISV EEF IS SIFANIFARNLNIFIAGIBINAWS
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07/. {/lOJC o every industry there
, comes—sooner or later—
w O 566/{) an advance in skill and in crafts-
5 i ; manship which sets 2 new standard

th@ @ t 3%3 in quality.

To Radio has come the Farrand-
Godley Single Nine—bringing not
merely a single, individual improve-
ment, but a complete perfection to
every phase of radio reception—in
tonal quality,.in selectivity,in volume,
in ease of operation.

List Price . . . $195
In Table Cabinet . 235
In De Luxe Cabinet 375

FARRAND MANUFACTURING Co.

Incorporated
28 South Sixth St. Newark, N. J.
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ND now comes the Farrand-

Godley Speaker to make of
the prevalent Horn, a thing obso-
lete, ancient, antique.

Not only does the Farrand-Godley
Speaker excel the tone beauty of
the Horn type speaker—it “brings
in” tones of the lower scale that
are entirely foreign to horn repro-
duction—sweet, clear, mellow —
with every metallic tone eliminated.
A demonstration assures an immedi-
ate purchase.

LIST PRICE

$32.50

FARRAND MANUFACTURING Co.

Incorporated

28 South Sixth St. Newark, N. J.

Farrand

SPEAKER
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New
and
Larger

Quarters
for

REFLEXO

NOW Located at
370

Seventh Avenue
(cor. 31st St.)

A new and larger
home for RE-
FLEXO—a move
not only necessi-
tated by an ever-
increasing de-
mand -for -RE-
FLEXO Prod-
ucts, but a move
prompted, like-
wise, by the desire
to be of greater
service to RE-
FLEXO cus-

tomers.

REFLEXO

Products Co., Inc.

Selling Agents for
W. H. BAGSHAW CO.

tem.

Year Closed With a Satisfactory Sales
Volume in the Indianapolis Territory

Dealers Realizing That Intensive Eﬂ'ort Is Necessary to Get Business and Are Making Plans
Accordingly—Local Edison Branch to Be Consolidated With Chicago Headquarters

INDiaNAPOLIS, IND., January 8—Talking ma-
chine dcalers closed the year of 1924 with sales
about on a par with last year. It is noted that
as in other lines sales were hard to get and that
the dealer is realizing that more effort is neces-
sary. The past year has seen the entrance of
the radio in the local field with more interest
demonstrated than in previous years. Thc radio
and its subsequent growth have proved a prob-

lem to talking machine dealers.

H. E. Whitman, manager of the Circle Talk-
ing Macliine Shop, dealer in the Victor and
Edison lines, reports that annual sales will run
equal to last year’s record. It is noted by Mr.
Whitman that Christmas sales started late but
finished strong. December sales were thus
held up to their previous record. In comment-
ing on the situation, Mr. Whitman remarked:
“Sales during 1924 were harder to make than in
previous years. It has become necessary for the
dealer to put forth more effort to get a fair
share of the business.”

Joel B. Ryde, of the Fuller Ryde Music Store,
reports sales of the Brunswick and Victor lines
as evenly divided with a stronger tone preva-
lent. Records, however, are a little slow.

Mr. Baker, of the Brunswick Shop, reports

that December sales ran ahead of last ycar.
Record sales have been particularly good.
Christmas sales of Radiolas wcre very gratify-
ing. Mr. Baker expects a good steady business
during 1925.

C. P. Herdman, manager of the talking ma-
chine department of the Baldwin Piano Co.,
which handles the Brunswick line, reports that
sales are ahead of their last year’s record. De-
cember business started late but finished strong.
“This year I noticcd three things that I never
noted before,” says Mr. Herdman. “A larger
percentage of just Christmas lookers actually
bought than in previous years. There were no
order takers—every instrument moved was ac-
tually sold. The percentage of cash on the
sales was larger.”

W. R. Smith, an experienced talking machine
salesman, formerly with the I.. S. Ayres Store
and the former Edison Shop, has been added
to the sales force.

Frederick Pullen, local manager of the Edi-
son Phonograph Distributing Co., reports the
consolidation of the Indianapolis and Chicago
branches on or after February 15. Headquar-
ters will be in Chicago. Mr. Pullen will con-
tinue in his present capacity.

Victor Co. Laying Plans
for 1925 Production

Questionnaire Sent to Dealers Seeking Infor-
mation Regarding Machine and Record Stocks
and Selling Possibilities of Various Features

Late in Deccember the Victor Talking Ma-
chine Co. sent a letter to its dealers seeking
information regarding present stocks of instru-
ments and records, together with sales figures
covering various types of instruments and rec
ords for the past year. The purpose of the
questionnaire, it was stated, was to provide in-
formation so that the company might deter-
mine: (a) Instrument manufacturing program
for the coming year that will best meet the de-
mands of the trade; (b) a plan for an early ad-
justment on stocks of records climinated from
the 1924 general catalog, and single-faced Red
Seal records, and (c) a plan for a periodical ad-
justment of surplus stocks of records.

Atwater Kent Performance

PamapeLpHIA, PA, January 8—Thce officials of
the Atwater Kent Mfg. Co., of this city, has
received many letters in the past from its
dealers, reporting the exceptional success that
they have had not only with Atwater Kent
sales but long distance reception on the Atwater
Kent sets as well. A letter which the company
deemed worthy of reprinting in its Radio Bulle-
tin Service to Atwater Kent distributors and
dealers was received from an Atwater Kent re-
tailer in Maranhao, Brazil. This dealer writes:
“With a model 10 T have been able to receive
stations in Rio de Janeiro, 1,200 miles, and
Havana, Cuba, 1,600 miles away. Last night
I was astonished to hear KDKA from Pitts-
burgh.” As the distance from Maranhao, Brazil,
to Pittsburgh is approximately 3,000 miles, this
remarkable performance of model 10 may well
be used for sales promotion.

Installs Audak System

Miamr, Fra, January 5.-—Burdinee's Music
House, of this city, has installed the Audak sys-
This consists of a series of talking ma-
chine record demonstrators which are placed in
a prominent position in the store, facilitating
rccord service.

T. B. Cleveland has opened a general music
store on Waller avenue, Greenwood, S. C.,
carrying talking machines, pianos, etc. Modern
equiment has been installed.

“We advertise where it does the
dealer the most good. Here’s a
sample of copy used in our ex-
tensive newspaper campaign.
Write for discount and informa-
tion conoemmg our time payment
plan.”

.[F you want perfect radio
reception in your home,
remember —Lafayette.

A radio instrument of use-
fulness without end.

A demonstration will satis-
fy you of its simplicity to
operate; purity of natural
tone; clearness for long dis-
tance; no interference;
compactness and attractive
appearance. Have your
dealer demonstrate it.

5 tube set $125
Reproducer $28

THE KOR-RAD CO., Inc.
151 East 58th Street, New York
Sole Distributors

licensed under Hazeltine Pat. No. \hmm)
Mude by R. E. Thompson Mfx. Ci
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NEW/

‘B” CURRENT
FROM THE
ELECTRIC
LIGHT SOCKET

Swit«-h it on! Switch it off!

That’s all you have to do. No “B” batterics to charge or replace—No
bother or nuisance—No trouble or disappointments—No vuesswork about
your plate voltage.

Here’s a magic box that takes your ordinary AC house current and converts
it into direct current of the proper voltage to operate your radio set al
maximum efficiency—today or a year from now.

It doesn’t run downt or get weak—doesn’t need attention or new parts. It's
as easy to operate as an electric iron, and should last just as loug.

It is ahsolutely dependable, too! The fact that it is built and guaranteed
by the makers of the world-famous Bosch Magieto should establisli cont-
plete confidence in its efficiency and reliability.

Do not confuse the Boscli Nobattry with other “B” battery elimiuators.
It uses no tubes, and is radically different in design and construction. It
is the perfect “eliminator” which conservative radio users aud dealers
have been waiting for.

DEALERS

Here’s a radio device you can sell with abselute confidence. It is of the
same high quality as all Bosch electrical umits, and is backed by the
famous Bosch guarantee of “satisfaction or your money back.”

Don’t delay—the demand is already enormous. Live dealers who place
their orders immediately will get a big share of the profits.

Wire today for sales propesition and discounts. State whether you are a
dealer or jobber, and give references, to aid in quick allocation of
territories.

Type BAN-For alternating current
Type BDN—For direct current..................... 30.00

AMERICAN B0SCH MAGNETO CORPORATION
Main Office and Works: Springfield, Mass.

Chief Points ¢f
Superiority
1. Suitable for any receiviug set

using 1 to 14 tubes—will also
take care of power amplifier.

Unlimited current supply.

3. Requires no attention—does
not run down or wear ont.

Cannot burn out radie tubes
even if wrongly connected.

5. Uses no tubes—there’s noth-
ing to repair or replace.

6. Costs only a fraction of a
cent to operate.

7. Detector voltage adjustable
—from 15 to 50 volts.

8. Amplifier voltage adjustable, -
too—from 90 to 150 volts.

9. Constant voltage—plenty of
pep.

10. Gives clear tone, greater vol-
ume, and more distauce.

11. It is NOISELESS — there’s
absolutely no hum or distor-
tion.

Will operate low
transmitting sets.

power

BOSCH NOBATIRY




74

THE TALKING MACHINE WORLD

January 15, 1925

POSSIBILITIES 0

atug MUSICA[’??j %;I-AI.KING

MACHINE

[Epitor’s Nore—This is the forty-sixth of a series of
articles by William Braid White devoted to the various
interesting opportunities which prevail in the domain of
education for the retailer of talking machines. The subject
is one of great interest and we commend these articles to
the consideration of all who are devoting attention to the
featuring and dtvelopmg of the musical possibilities of the
talking machine.]

Beethoven’s Ninth Symphony

The recent announcement that the Vocalion
interests had published in the United States a
recording of the Ninth or Choral Symphony
by Beethoven, made in Berlin by an orchestra
of great eminence and specially selected chorus
and soloists, under an equally celebrated con-
ductor, together with the fact that some months
before the Gramophone Co. of London pub-
lished a recording of the same immortal work,
this time done by an orchestra, soloists and
chorus conducted by the eminent Albert Coates
lends special interest to the new movement to-
wards better, more complete and more serious
work in the development of the musical possi-
bilities of the talking machine. That such possi-
bilities are now in a fair way to be developed
as never before, need hardly be doubted; for
the facts are before the eyes of us all. Accept-
ing the facts, let us think a little about this
latest and greatest of achievements in recording,
which has now been made available to music
lovers through the medium of the talking ma-
chine. A little discussion and explanation will
probably be interesting and should have the
effect of making many dealers and salesmen
realize what wonderful sales possibilities there
are in good music, when rightly presented and
rightly demonstrated.

The Greatest of Musicians

Beethoven, born in 1770 and died in 1827, was
the greatest of musicians, the first of that little
group of immortals whose names can be counted
on the fingers—Bach, Handel, Mozart, Wagner,
Beethoven, and the greatest of these is Beeth-
oven. He it was who made the piano an ex-
pressive instrument, who taught all successors
how to use the orchestra, who wrote the tender-
est and also the most majestic heart-moving
music, whose piano sonatas have never been
even equaled in power and expressiveness,
whose one opera is justly held uniquely perfect
and whose nine symphonies remain alike the
model and the despair of imitators. With Bach,
like a prophet of the Old Testament, with
Handel the creator of that heavenly music
of “Saul,” “Judas Maccabaeus” and the “Mes-
siah,” with Mozart, the eternal happy boy of
musical art, with Wagner, wizard waving into
life Walhalla and Nibelheim, stands ever the
majestic and sublime figure of the father of the

Nine Symphonies. And it is of the last and
greatest of all these, now preserved forever
by the magic of the disc, that for a brief space
we shall speak.
A Brief History

First a bit of history: Beethoven had made
his home, for many years, in Vienna where
Mozart and Haydn lived, too, and where Franz
Schubert died in the same year with the master;
where, too, Johannes DBrahms, last of the
classics, put in more than three happy decades
of work and accomplishment. Beethoven's
fame spread out from Vienna all over Europe
and had penetrated to England, where his piano
sonatas and his symphonies were- becoming
well known. Despite the turmoil of the Na-
poleonic wars musical art was never more ac-
tive than during Beethoven's middle life, and
when the dark tragedy was at last finished with
the death of Napoleon at St. Helena in 1821,
Beethoven already had attained world fame. In
1822, however, he was often in financial straits,
mainly caused by his fruitless expenditures on
his worthless nephew, whom he loved as only
a bachelor uncle can. Writing to his former
pupil Ries, then settled in London, Beethoven
inquired what the Philharmonic Society of that
city would give him for a new symphony which
he would compose to order. Ries had no diffi-
culty in gaining the delighted acquiescence of
the Society’s directors, who at once despatched
to Beethoven the sum of fifty pounds sterling
and begged him to compose a work for them
which should be their property until after its
first performance by them, and thereafter should
revert to the composer. Beethoven set to work
and in due course finished the great symphony
which was his ninth and last, as well as by all
odds his greatest. For some reason never made
quite clear, however, the work did not find its
way at once to London, but was retained by
Beethoven and later on was produced in Berlin
at a concert of the Philharmonic Society of
that city, with a dedication to the King of
Prussia. The London Society did not get a
chance at it until 1824, when it was performed
at one of its concerts. The reasons for this
confusion have never been elucidated, but it is
believed that the precarious state of the com-
poser's health and his uncertainty as to the
ability of the London musicians to handle so
great a work determiined him not to submit
this one to them at all. What he purposed to
give them in place of it is not known, for in
1827, worn out with his strenuous work and his
troubled life, he died.

The first production of the Ninth Symphony
in Vienna took place in 1822. Beethoven, long

since totally deaf, and, in fact, for some years
quite unable to hear a note of music save when
the orchestra was playing fortissimo, and then
only as a confused hum, attended the perform-
ance, and standing up beside the conductor of
the orchestra, indicated to him the tempo of the
various movements. At the close, when a roar
of applause was filling the hall the deaf man
remained standing and still beating time, until
one of the singers, afterwards the famous Mme.
Schroeder-Devrient, rose from her seat, took
him by the shoulders and turned him around
to the audience, when for the first time he
realized that the performance of his symphony
was concluded. '

For the first time in symphonic history,
Beethoven planned his vast work for a chorus
and for solo voices as well as for orchestra.
He was accustomed to note down in little note-
books or on slips of paper sewn together, mu-
sical themes that occurred to him as he walked
out, or sat at meal, or talked with his friends.
These notebooks, which have been almost all
preserved, enable us to trace the germ of the
idea of introducing voices into an orchestral
symphony, and show us that although Beetho-
ven had fixed quite some time before upon the
idea of the famous theme which forms the
burden of the final or choral movement, the
actual thought of introducing the voice came
only after the other movements had all been
sketched out. Beethoven more than once had
confided to his friend Schindler that he was
having trouble in producing a final movement
powerful enough to carry to its climax the
musical forces he had let loose in the first three
movements and it was as with a feeling of great
relief that he one day informed his friend that
he had decided to introduce a musical setting of
Schiller’s “Ode to Joy” to be sung by chorus
and solo voices, with orchestral accompaniment.

Such an idea might have been, in some hands,
commonplace enough, but when, after some
trouble, Beethoven hit upon the wonderfully
simple and effective device by means of which
he links up the instrumental opening with the
first entrance of the voice, he thereby placed the
work upon a pedestal of greatness from which
his spirit winged its way into a very heaven of
tonal achievement. The final movement of the
Ninth Symphony is wholly unique, and although
it has been imitated it has never been surpassed
or even equalled.

A Picture of the Soul

In the first movement of the symphony
Beethoven gives us a vast tonal picture of the
human soul travailing towards the light with

(Continued on page 75)
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PROTECT YOUR RECORDS BY USING
THE ORIGINAL TEN TIME NEEDLE
{EACH NEEOLE GUARANTEED TO PLAY TEN RECORDS ONANY PHONOGRAPH)

APACKAGE OF
50 NEEDLES
EQUIVALENT TO
SO0 ORDINARY
STEEL NEEDLES

EACH NEEDLE CHEN-
ICALLY TREATLOTD
PROLONG THE LIFE
OF YOUR RECDRDS

= )

150% PROFIT |
on WALL-KANE NEEDLES

The only needle recognized as the original |0-record
needle, established for over ten years, put up in
handsome displays that sell themselves.

WALL-KANE NEEDLE MANUFACTURING CO., inc.

3922 14th Avenue

Special prices on

JAZZ, CONCERT and PETMECKY NEEDLES

The New Display Case Holding 100 Packages Assorted

Brooklyn, N. Y.
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The Newport Distance-Getting Ability

Will Make Sales for You!

The distance-getting ability of the Newport is one of
the outstanding characteristics of this receiver. The
feature is a real asset to all sagacious and forward-
looking dealers.

This ability can be shown in many ways. It can be
shown by the enthusiastic testimonials that are daily
coming into these offices; it can be shown by the
International Tests Records; you can demonstrate it
yourself to your prospective customer. You can bring
to bim the romantic arias that have stirred Time;
you can let him discuss privately with the leaders of
human thought and enterprise any subject in which
he is interested: vou can give him the thrill of tense
moments in Sportdom. You can bring the world to
his fireside via the Newport.

He will readily see that all the drama and romance
of present time is at his beck and call through the
distance-getting ability of New port. It is the receiver
he wants.

The Newport Is a Good Receiver
Built in a Piece of Fine Furniture

?\_fe’z_o or@aa’z’o 6'0779_;

250 West 5¢4thStreet.

New York Cz’fy

15[ 3
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Dastributors :

BLACKMAN TALKING MACHINE Co. BrisToL & BARBER Co., INC.
28-30 West 23rd Street 3 East 14th Street

New York, N. Y.

New York, N. Y.

S Nevesber 30, 1924 6..@ Duember o, 1924
[

RADllf') BROADCAST TEST

3t Newport #adio Gorporation
. NEW YORK CITY

INTERNATIONAL
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Somerset
[}
Stratford
opE: 4-A
]

SOMERSET

STRATFORD
MODEL4-A

4 Tubes ~Dual Control

A superior four tube, tuned radio frequency receiver—two dial

control—operates on storage battery or dry cells. Automatic

filament control insures long life of tube.s The finest ‘‘low loss’’ condensers

ind the famous SOL;'E;SE'}II' Chalii;rated Transformers are feamres,$“B"
attery space is provided in the handsome two- 1

tone mahogany finish cabinet. Size 21"x"15"x 11", LlSt 65

Prices subject to change without notice

37. SHELBOURNE MODEL 45’;3@ I
= Yo = 4 Tubes—Single Dial Control

SOMERSET
SHELBOURNE
MODEL4-B

Our perfected tuned radio frequency circuit with single dial synchronized
control. Storage battery or dry cell operation, automatic filament control. the
finest “‘low loss'' condensers, and the famous SOMERSET

Calibrated Transformers.

hand-rubbed two-tone effect,

= Size 26" x 14" x 127

e PSS

4 ﬁ' Shelborne
e MoDEL 4-8

>

THE TALKING MACHINE WORLD

C T Compartments for large sized storage
A" and dry cell “'B"’ batteries. Mahogany ﬁnisl.led cabinet

List $85

January 15, 1925

EVERY once in a while somebody

brings forth an idea so big, so valu-
able, and so obvious, that everybody recognizes
its merit immediately and wonders why it
wasn't done long before. That is the reception
which the public hasaccorded the Somerset Radio Receiver
— the perfect tuned radio frequency line. Almost over night
it has leaped into leadership through its unmistakable su-
periority in design, quality and value. The Somerset line con-
sists of four models — Stratford Model 4-A, 4 tube set, 2
dials — $65. Mars Model 5-A, 5 tube set, 3 dials —$75.
Shelbourne, Model 4-B, 4 tube set, 1 dial, syncronized con-
frol—$85. Standish, Model 4-C, 4 tube set, 1 dial, synchron-
ized control, with built-in loud speaker — $150.

Let the Somerset Line Increase
Your Profits!

OU make profits only on the goods you
sell —not on the shelf ornaments. Gert
aboard the Somerset line—it is going rull speed ahead.
Somerset Radio Receivers have caught the public

fancy because they are just what the public has been
wanting. *“Give them what they want"—that’s the secret to bigger
profits.

2 2 2 8

VERY STATION IS E-A-S.Y
with the single dial synchronized

control—featured on our Shelbourne
and Standish Models. A simple twist of the big com-
fortable dial and your favorite stanon comes in—always
at the same point. No need to fuss and adjust—you turn
to it as confidently as yon turn into your own street
going home. The Somerset single dial synchronized
control has been perfected after most exhaustive tests,
and is made possible only by the most painstaking selec-
tion and matchingof coils, condensers and translormers.
Leading radio engineers have pronounced ita triumph
of radio engineering,

Dealers:

Somerset Dealer Service
includes not only full coopera-
tion and dealer helps on
Somerset Radio Receivers, but
also complete service on tubes,
phones, batteries, loud speakers
etc., at regular dealers’ discounts.
Fill out and mail the coupon for
complete information and details
of this service, Don’t put it offi—
send today.

Act Quick!

S

Somerset Radio Receivers

Copyright, 1926, National Airphone Corp.
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Rad

at a Price!

SOMERSET cabinets are unique —

each a piece of fine furniture to grace
milady’s drawing room. Substantial construc-
tien, with artistic two-toned, hand-rubbed
mahogany finish. Somerset technical features
are equally remarkable — secured not only by superior
wiring and workmanship but by painstaking care and test
in selecting parts and materials. Somerset Radio Receivers
are easily the greatest value in radio to-day. And Somerset
technical features — too many to describe in detail here —
are equally notable. In simplicity of operation, reliability,
range, selectivity and tone, Somerset Radio Receivers are

yvithol'u peers in their price range—easily the greatest values
in radio today!

The Famous Somerset Guarantee—
Satisfaction—or Money Back

OU must be satisfied with this receiver or

we do not want you to keep it. If for any
reason you feel that it is not exactly as represented or
that it is not the quality and value which you have
a right to expect, we want you to return it for exchange or for re-
fund, whichever you prefer. We will cheerfully and promptly make
good any Somerset product which does not fully measure up to
your expectations.

Q Q@ e @

E VERY completed Somerset Radio
. Receiver must pass the rigid tests

of the Somerset Engineering Labora-
tories before it is certified *"O.K. for shipment . ltmust
function petfectly or it cannot leave the Somerset lato-
ratory. And that is why Somerset receivers are so 1e-
markably sensitive and selective, reaching out 10 get
broadcast programs from incredible distances, and re-
producing them with precise fidelity and rich mellow
tone. It is this infinite care with the ‘‘uemendous

stin radio.

radio frequency circuit with single dial synchronized control —all the latest and
Storage battery or dry cell operation, automatic
highest quality ‘‘low loss"" ¢
Transformers. Ample space 1s reserved in this cabinet for stand-
ard size hlx.:gh ampere hour storage "A"'baueges and dry
battenes. Exquisite cabinet, antique

mahoganyfinish. Size 29/x 13" x 14", LlSt 1 5 0

@

-yomerset

~ (v}
1,
Monggr iA
&

SOMERSET

MARS
MODEL 5A

5 Tubes —Three Dial Control
Tw o stages tuned radio frequency, detector, and two stages
audio frequency. Storage battery or dry cell operation, auto-
matic Blament control, highest quality' ‘low loss™ condensers
and the famous SOMERSET Calibrated Transformers.
Artistic cabinet hand-rubbed mahogany finish providing LiSt $75
space for dry cell "'B"" baueries. ‘Size 29"x14"'x11" . . .

Prices subject to change without notice

4 Tubes—Single Dial Control
with built-in loud speaker

Combining a built-in loud speaker of the
highest type and the lour tube tuned

b

- STANDISH MODEL 4-C -

SOMERSET

STANDISH
MODEL 4:C

filament control,

SOMERSET Calibrated

s, and the f

trifles”’ thut places Somerset Radio Receivers in a class
by themselves.

Fill Out

National Airphone Corp.
16 Hudson St., N. Y. City
Without any obligation to me
send full details and information
on the Somerset line and remark-
able assistance to dealers.

Mail Today

| @Sor;%rsefb ‘

STANDISH - MODEL 4t

MFD.
by

NATIONAL AIRPHONE CORP

16-22 Hudson St.
New York City

e

Prices west of the Mississippi, add 10%
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Type 6-D Broadcast Receiver

Non-oscillating .~ Non-radiating
N dollar-for-dollar value, the ¢-D Receiver 1
leads the field. Al
This remarkable Receiver excels in every phase 2/'/ i |
| of performance.—purity of tone, sharpness of (L l/‘ |%L
tuning, range, volume and ease of operation. ¥4 W ] ’ |
7, ]!
: X A A .
You cannot give your customers greater receiv- »” a% [ gg .
ing set value. If your jobber cannot supply e |
you, write to us. - clakli 7
7' 4
EISEMANN MAGNETO CORPORATION e Al
165 Broadway, New York n 3 ﬂ.m 1 [7%
DETROIT SAN FRANCISCO CHICAGO Ll” “ \(\ “ /“ E}»'%’ % ‘|
g Q,L_, .,:: % | ’
o = £Z
T el e
I e
. SPECIFICATIONS - /%/ , [l :; v
Circuit:  Two stages of tuned for “A’" and “B’" batteries. Panel: Aluminum, wich acerac- * -1 |
radio frequency amplification, _ ) tive crystal black finish. A per- m“” ] |
detector and twostages of audio  Condensers:  Single bearing, low  fect body capacity shield. 4 | I \ . |
gscc?ﬁf‘r:icgg?mphﬁcauon. Non- leakage losses. - gidé;f til;ﬂhir;gezingdﬂ. ;rl;ailtacg ﬁ”(%'llw‘ i \ |
Tubes:  Five in all.  Jacks pro- ‘Sraf.}f;”; iﬁfﬁchndzisco)r:bcujﬁ;gl} natural position in tunipng. BEE /(! |
vided for either five or four riponsg ,y“'l‘ “ FETH |
g ' WLl spro o, (IR G ,
B B g e G, Mg i B S L

Price $125.00

without accessories

Ample space provided for “B  Aerials. 75 to 125 feet, single ' __;,i‘
Cables:  Complete set supplied  batteries. wire. : “ ““l A
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much groaning and heaviness but in strong and
never-dying aspiration. In the extraordinary
2nd movement, that Scherzo which is “a
triumph of repetition without monotony,”
shows us the effort of the soul to find surcease
in pleasure; but without success. In the divine
Adagio sympathy, love and tenderness take the
center of the stage, and the soul is able to find
the peace which is its due. And then at the
wonderful climax the soul, bursting into song
unconfined and free, hymns its glorious praise
of joy:

“Joy, bright star from heaven descended,

Daughter of Elysium

\We approach thy shrine majcsnc
To thine altar now we come.”

Thus instruments and voices join together in a
divine climax and the greatest of symphonies
sings its way to a fitting and glorious eonclu-
sion.

A later article may take up, record by record,
a musical explanation of the progress of this
heart-moving, stupendous and heavenly achieve-
ment of musical genius.

De Forest Radio Co. Asks

Infringement Injunction

De Forest Charges Infringement of “Audion”
Patent in Application for Injunction

Application for an injunction charging in-
fringement of the De Forest “Audion” or ther-
mionic vacuum tube patent and the registered
trade-mark “De Forest” as applied to all kinds
of radio apparatus manufactured by the De
Forest Radio Co. was filed in the Federal Dis-
trict Court here by De Forest patent counsel in
an action against the Liberty Radio Chaim
Stores, Ine.

The defendant corporation is charged with
misrepresentation in offering for sale vacuum
tubes bearing the name of “De Forest” and
which arc described in supporting affidavits as
“inferior and spurious.” According to Attorney
Samuel E. Darby this is one of a series of ac-
tions for iujunctions that will be filed through-
out the country for alleged misuse of the naiue
“De Forest.”

Commerford Co.’s New Plan
Is a Dealer Publicity Aid

The Commerford Co., 106 East Nineteenth
street, New York City, well-known inanufac-
turer of Decalcomanias, has arranged a plan
whereby these attractive name plates can be
purchased in small quantities by dealers, which
enables themn to place their. names on all mer-
chandise, such as talking machines, radio re-
ceivers and similar products.

Dealers who are retailing standard merchan-
dise have been quick to see the value of placing
their imprints through these Decalcomanias on
all products they sell. This is a very cconom-
ical method of advertising the retail establish-
ment and is a constant reminder to not only
the radio set or the phonograph owner of the
establishment that sold the goods but places the
same name before visitors to such homes.

These Decalcomanias are easily placed upon
the merchandise and have proved a particularly
good form of advertising for the talking ma-
chine and the radio merchant.

New Store Audak Equipped

Conrad Schmidt, the well-known metropolitan
music dealer, has opened a new store at 132
East 170th street, New York City. The new
home is equipped with Audak record demon-
strators, thus adding to the floor capacity of
the warerooms and at the same time assuring
efficient service.

The Sound Wave Corp., Brooklyn, N. Y., was
recently incorporated at Albany with a capital
stock of $10,000. The incorporators are A. A.
IFalk, A T.evin and C. T. Brinn,

he,

Radio Exposition in New
Orleans Proves a Success

Interesting Addresses Feature Event—Bruns-
wick-Radiola Exhibit Draws Crowds

New OrLeans, La., January 7.—The City of
New Orleans has just .finished holding its Radio
Exposition. The show was held in the Wash-
ington Artillery Hall, the only place available at
the time. Manufacturers of high grade and
well-known radio units attractively displayed
their products.

The show was held only during evenings of
the entire week, and all attendants in charge
of displays were required at all time to appear
on the floor in evening dress. Each evening
some address bearing upon radio was broadcast
from the show, as well as delivered to those
attending, and a most interesting talk on radio
reception was given on Wednesday evening by
R. L. Reid, radio technician of the St. Louis
branch of the Brunswick-Balke-Collender Co.

Brunswick-Radiolas were one of the centers
of attraction at the show. As a test, eager to
ascertain the interest of those attending the
show, The Brunswick Co. requested the regis-
tering of names and addresses of visitors actu-
ally interested in the purchasing of this new
musical instrument, with the result that eleven
hundred some odd individuals readily tendered
their names and addresses the first evening. The
show as a whole was a pronounced success.

Hempel Returns to America

Frieda Hempel, the famous priuna donna and
Edison artist, who has been in Europe seven
months, the British Isles claiming more than
two months of her time for the thirty Lind
concerts, returned to New York on January 13
Miss Hempel’s American tour is booked solid
until June, the concerts on the Pacific Coast
beginning Easter Monday. Her opening con-
cert, Jenny Lind, will be given in Plainfield, N
J., January 19—a benefit for the Greater Goucher
Colleue Fund.
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MU-RAD RECEIVER

MA—‘EO
The Last Word in Radio!

S great a business opportunity as

and battery chargers.
easier sales, better turnover.
into the nearest lighting socket, and the
Mu-Rad MA-20
without any further attention.
former expensive and complicated ac-
cessories of radio—made obsolete by this
‘culmination of radio”.

Mu RaAap LaBorAaTorIES INC. ¢
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it is the significant opening of
a new era—. Radio free of an-
loops, “A” and “B” batteries,
More prospects,
Just plug 4
will entertain you

All the

Profits for the Dealer

Our new schedule of discounts
together with our close co-op-
erative policy makes the Mu-
Rad line really profitable.
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¢ Fmerson , NOW
Distributors for

AMRA

NEUTRODYNE

Tne Voice of the Air

LICENSED Neutrodyne
retails at only $85

We solicit good Dealer connections
in the Metropolitan District for
this fastest selling set—fastest
because it is a genuine NEU-
TRODYNE and offers maxi-
mum value per dollar.

Q)
©

Write for information
to us direct.

‘Fmerson Radio ana Phonograph Corp

307-309 Sixth Avenue - - - - New York, N. Y.
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Five Reasons

@c]i S ales

1, A genuine LICENSED Neutrodyne.

Five tubes — insuring 'wonderfully
. clear tone, volume and power.
3 Most easy to operate —on|y 2 Dials
to set.
4 Comes in a neat, compact, mahog-
any cabinet.

|
iy
1

The same five reasons that make the
AMRAD NEUTRODYNE the fast-
est selling radio set in the market today
have caused a flood of orders and inquiries
from all over the country.

o At a non-competitive price.

Responsible Talking Machine Dealers,
interested in a good, low-priced
LICENSED Neutrodyne, should open
negotiations with nearest jobber at
once to insure deliveries when desired.

Write or wire your jobber or us direct.

RA
NEUTRODYNE

e Voice of the 2 Air

AMERICAN [R4D10 AND RESEARCH (ORPORATION

Medford Hillside, Mass.

Dept. W
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Us—ual After-Holiday Record Demand Is
Feature of Retail Trade in St. Louis

Holiday Business Satisfactory—Ethics of Newspaper Advertising Receive Attention of the Trade
—Death of Miss Hattie Ogden—R. K. Brandenberger in New Post—Month’s News

St. Louts, Mo., January 7—The Christmas talk-
ing machine business, when all lines are con-
sidered, was highly satisfaetory. Radio and
radio-talking machine combinations were in par-
ticularly good demand during the holiday sea-
son. fanuary started off slowly in talking ma-
chines but with good sales of records, as is usual
after Christmas. .

Question “Bait?” Advertising

The ethics of newspaper advertising of talk-
ing machines have been -the subject of a some-
what fervid threercornered discussipn the past
few weeks, with the music merchants, a divided
camp, in one corner, the two leading news-
papers, also divided, in another, and the Better
Business Bureau in the third. The dispute has
been more particularly about piano advertising,
but talking machines have entered incidentally.
The legitimacy of “bait” advertising has been
called in question. Some of the dealers have
criticized it and some justify it. The Better
Business Bureau has been trying to bring about
adherence to a certain standard. It is prepar-
ing some suggestions to be submitted to the
advertisers.

Brunswick Drive on Records

For the introduction of its Brunswick line the
Aeolian Co. of Missouri had a special issue for
St. Louis only of Gene Rodemich’s Orchestra
in his latest composition,- *“Honolulu.” On the
other side was “Shanghai* Shuffle,” another
Rodemich offering.

Death of Miss Hattie Ogden

Miss Hattie Ogden, for twenty-five years con-
nected with St. Louis music houses as a sales-
woman, died Christmas morning at her home
here. She was formerly for years with the Boll-
man Bros. Piano Co. Later she was with the
Famous-Barr Co. and the Kieselhorst Piano Co.
and for seven years had been with the Aeolian
Co. of Missouri. John L. Stevener, manager
of the talking machine department of the Aeo-
lian Co., was one of the pallbearers.

Silverstone Co. Leases Building

The Silverstone Music Co., Edison distrib-
utor, has taken a lease on the five-story and
basement building at 1114 Olive street, to be
used for this company’s rctail and wholesale

phonograph business. It is the intention of the
Silverstone concern to make extensive altera-
tions to thie building, installing a sprinkler sys-
tem and modern equiptnent.

L. S. Buchanan Convalescent

L. S. Buchanan, president of the Buchanan-
Fay Co., distributor of Starr talking machines
and Gennett records, who has been confined to
his home by illness since November 29, has rc-
covered sufficiently to return to the office, giving
E. E. Fay, vice-prcsident of the company, an
opportunity to visit the tradc in southern Illi-
nois, southeast Missouri and Arkansas.

Important Columbia Activities

C. R. Salmon, general manager of the Colum-
bia Distributors, reports an cxceptionally good
December in all three branches. Both the rec-
ord and machine business took a decided jump
the last two weeks before Christmas. Mr. Sal-
mon visited the Cincinnati branch in December
and found conditions there and in the surround-
ing territory very good.

Geo. C. Jell, of the general sales department
of the Columbia Phonograph Co., was a visitor
to the headquarters of Columbia Distributors,
Inc., in the interest of the new fine arts series
of Musical Masterworks imported records. This
company reports opening quite a few new ac-
counts throughout its territory in the month
of December. Alfred J. Kirby, merchandise
supervisor of this company, reports that the
transportation companies and the post office
gave exceptionally fine service during the rush
period before the holidays.

W. F. Pierce, who travels out of the Cincin-
nati branch of the Columbia Distributors, paid
a visit to Mr. Salmon in the executive office in
St. Louis, the latter part of December. Mr.
Pierce reports conditions throughout his terri-
tory exceptionally good.

C. F. Stephens has been appointed office man-
ager of the Columbia Distributors office.

R. K. Brandenberger in New Post

Announcement is made by Koerber-Brenner
Co. that R. K. Brandenberger is taking the
place of city salesman made vacant by the resig-
nation of H. Spencer Grover. Mr.
berger has been for several years a member of

‘Che AI'J[(;@IOH@ Goréoration

Méke 1925 Your Banner Record Year

Increase Your Sales by Pushing

O™ Olon

Records

THERE are a number of different fields open for the OKEH dealer.
attention to the following big selling types of records.

includes the most popular artists:

BLUES BY POPULAR NEGRO ARTISTS
DANCE AND POPULAR SONG HITS

We call your particular
We have a complete line which

HILL COUNTRY MUSIC
LIST OF ALL FOREIGN LANGUAGES

Rare Record Importations (Odeon Records)
Our stock is complete and we will give you TWENTY-FOUR HOUR scrvice.

‘Che Arfé]qone Corporation

1103 Olive Street, St. Louis Mo.
203-5-7 Kansas City Life Building, Kansas City, Mo.
Complete stock of radio, phonographs, phonograph supplies and accessories

Branden-,

Oygnlrandle handles it”
Ouli

‘Master of Movable Music

4 Years
Have Proved
Outing
Portables
Are the
Best

& Phono. Corp.

St. Louis, Mo.

;

% 2 e
Marks Radio

2215 Pine St.
Outing Distributor

the Koerber-Brenner organization as salesman
in the Illinois territory.
Tie-Up With Radio Program

Following the Victor Co.’s announcement of
its first radio broadecasting came a quantity of
advertising of various kinds from St. Louis
dealers. Windows celebrating the event have
been numerous, notable among which was that
of the Union House Furnishing Co. The E. E.
Baker Co. sent letters to its entire mailing list
and entertained in its store with a radio pro-
gram.

Brief but Interesting

W. E. Locke, manager of the radio depart-
ment of the Kieselhorst Piano Co., visited his
mother at Olney, III., during the Christmas
holidays.

L. C. Schooler, of the Silverstone Music Co.,,
has started on a trip through Illinois.

R. S. Peer, manager of the record division
of the General Phonograph Co., was here late
in December, visiting Manager Schiele, of the
Artophone Corp.

The J. N. Johnson Co, Mt. Vernon, IIL,
attracted much attention, newspaper and other-
wise, with the release of the dance record, “The
Wreck of the 97.” A railroad grade was made
in the window and small pieces of coal were
scattered about. A large toy train in a wreck
on the grade was featured. That the people
liked it was evident in the hurry call to the
Koerber-Brenner Co., Victor distributor, for an
additional supply of the record, which sold like
the proverbial hot cakes.

Declares Radio Increases
Sales of Rolls and Records

MarioN, INp, January 7.—Miss Qatess, man-
ager of the record department of the Butler
Music Co., of this city, recently sent out a
report to the effect that since the sale of radio
receivers by this store there has been an
increase of over 15 per cent in the sale of
records, both classical and popular, and a
smaller increase in the sale of sheet music. The
effect on the player rolls for pianos has been
an increase in the year’s business of about 11
per cent over last year, which was an exceed-
ingly good year for the better priced player
rolls.

J. Edwin Butler, proprietor of the Butler
Music Co.,, is very enthusiastic over the effect
that radio has had on the merchandise in his
store, and while at the beginning of the year
some effect was felt in regard to musical instru-
ment sales, this has been counteracted by the
advent into the field of the combination radio
and talking machine. The sales of the high-
priced combination have met with such high ap-
proval by the customers that any effect which
had been felt at the beginning of the year has
been overcome. Mr. Butler states that the de-
mands for records and music show that people’s
tastes are turning to the better class of music,
which he attributes largely to the advent o
radio into their lives.
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RILEIANT ONE

‘IﬁADE MARK REG. U.S, PAT. OFF.

NEEDLES

BEGIN THE
NEW YEAR RIGHT

1925 bids fair to be one of the most prosperous years this
country has ever enjoyed. Mills are once more beginning
to hum with full-time activity ; business, wholesale and retail,
1s rapidly approaching full tide.

And, as always, a prosperous public will seek and demand
Quality—unquestioned Qualitv—in cverything 1t buys.

All of which means that when 1t comes to Phonograph
Needles; BRILLIANTONE will be in greater demand |

than ever.

Begin the new year right—byv stocking up with BRIL.- |
LIANTONE Needles—the Phonograph Needles of recog-
nized Quality. : ‘

BRILLIANTONE

STEEL NEEDLE COMPANY OF AMERICA, Incorporated |
370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK

Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass.

Pacific Coast Distributors :
" W. H. Bagshaw Co. Western Distributor : Canadian Distributor:  Munson & Rayner Corp. Walter S. Gray Co.,

Export Deparlmem : 926 Midway Place
44 Whitehall St., N. Y. C. The Cole & Dunas Music Co. The Musical Mdse. Sales Co. 926 Midway Place e i, (BEIL
Chie AGhirsce 430 S. Wabash Ave., 79 Wellington St., W., Los Angeles, Cal. 1054 Mission St.

“Brillneed]” Chicago Toronto San Francisco, Cal. San Francisco, Cal.
REPRESENTATIVES in SYDNEY, New South Wales; MELBOURNE, BRISBANE, PERTH, Australia; WELLINGTON,
New Zealand; HAVANA, Cuba; BUENOS AIRES, Argentine; SANTIAGO, Chile; BARRANQUILLA, Colombia; GENOA,

Italy; DUBLIN, Ireland.
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i“av;‘able IndT?strial 7C(;nditi0ns in the

Pittsburgh District Brighten Outlook

All Trade Factors in Optimistic Mood as Stabilized Conditions Make Themselves Felt—Radio Now
Important Business Factor—Hardwick Co. Chartered—Trade News and Activities

PirrsurcH, Pa., January 10.—With the ad-
vent of the New Year, fortressed by an excel-
lent Christmas holiday business, the talking ma-
chine dealers of Pittsburgh are looking forward
to a year of brisk business. This is due to the
fact that industrial conditions in the Pittsburgh
district promise to be brisk and more stabilized
than for many months past.

All of this indicates good business not only ~

in the talking machline, radio and musical in-
strument lines bul in the general merchandise
line as well, for it is a well established fact
that when the general merchandise business is
flourishing here the same can be said of the
talking machine business.

‘While radio has been a marked factor in busi-
ness here, it is known that the phonograph and
records are still retaining their popularity in the
homes of the residents of the Steel City and
vicinity.

Artists Tie-Up With Radio

Probably one of the most outstanding events
in musical and talking machine circles here was
the broadcasting of the singing of John McCor-
mack and Lucretia Bori, and other Victor ar
tists, on the night of January 1

Victor dealers, such as the C. C. Mellor Co.,
the W. F. Frederick Co., Kaufmann's, Kauf
mann & Baer Co., Boggs & Bull, Joseph Horne
Co., Spear & Co, S. Hamilton Co., Lechner &
Schoenberger, tied up with the concert.

Favors Phonograph-Radio Combination

Theodore Hoffmann, of the J. M. Hoffmann
Co., who has made a close study of the talking
machine business and is now engaged in a sur-
vey of the radio, is of the opinion that the
phonograph and radio are a combination that
must be reckoned with from now on by the
music man who wishes to keep up with “the
procession.” In speaking of this, Mr. Hoffmann
said:

“It appears to me that the question of music
is so closely related to the radio and the talking
machine that I find where there is an enthu-
siastic phonograph fan there is also a man or
woman who is intensely interested in radio.
We handle the Brunswick-Radiola combination
and have found that it is a combination that

proves highly satisfactory to the happy owner.
We find that the high-grade radio-phonograph
combination is the best seller and one that gives
satisfaction. The time of the low-priced home-
made combination is passing and the fact is
quite apparent that the average lhome owner
wants a radio outfit in the home that is in
keeping with the standards that obtain there.
It is my judgment that the radio instead of
curtailing the sales of musical instruments will,
on the other hand, increase sales, as the man or
woman who likes music feels that there must
be in the home a talking machine or a piano,
even though a radio is there. I am not alarmed
over the so-called invasion of the radio into the
home, but feel just like I did in the early days
of the phonograph when few music merchants
were brave enough to place them on sale in
their stores, fearing that the talking machine
was a novelty that the public would soon tire
of.”
Hardwick Music Co. Chartered

The Hardwick Music Co., of Uniontown, Pa.,
with stores at Uniontown and Brownsville, was
granted a Pennsylvania charter with a capital
of $25000. In addition to handling pianos,
player rolls, sheet music and general musical
merchandise, a line of talking machines are sold.
J. E. Hardwick is the general manager, being
a son of the late Joseph E. Hardwick, founder
of the business, who died several years ago.

Columbia Art Series Popular

Sales of the Columbia Fine Art Series of
Musical Masterworks, produced by the Columbia
Phonograph Co., are reported to be very flat-
tering, being in especial popularity among stu-
dents of music. S. H. Nichols, manager of the
Pittsburgh offices of the company, is very op-
timistic concerning business in the next twelve
months.

Addition of Radio Proves Profitable

Chauncy R. Parsons, manager of the talking
machine department of the Rosenbaum Co., is
very much pleased over the volume of holiday
business handled in his department. He also
stated that the introduction of radio outfits in
his department proved to be a very wise move,
as many sales of outfits were made, every one

E

909 Penn Avenue

Exclusively Wholesale Service in the

PITTSBURGH DISTRICT

Colin B. Kennedy Equipment
Atwater Kent Equipment
Pooley Radio Cabinets
French Ray-O-Vac Batteries
Exide Storage Batteries
Gold Seal Homchargers
Music Master Loud Speakers
Weston Radio Plugs
Pennsylvania Radiophones
Brach Antenna Sets

Jewel and Oro-Tone Portable Phonographs

SENBE C

SWARTZ & BUEHN ®

Telephone : Atlantic 0539
Catering especially to music dealers

Pittsburgh, Pa.

that was ordered prior to Christmas Day being
installed before tlie clock struck twelve an-
nouncing December 25th’s arrival.

Brisk Sales at Esenbe Co.

The Esenbe Co., which maintains an exclu-
sively wholesale service for radio dealers and
is also distributor of the Jewel and Oro-Tone
portable phonographs, reports a brisk sale of its
radio outfits to dealers, the Colin B. Kennedy
and Atwater Kent sets being featured by the
company. H. E. Swartz is the manager.

Looks Forward to Busy Days

At the Columbia Music Co. John Henk, the
well-known pioncer of talking machine mer-
chants here, stated that business for the holiday
season was in keeping with his expectations.
Mr. Henk, who handles the Columbia, Bruns-
wick and Edison phonographs, is of the opinion
that sales for the remainder of the Winter
months will be very satisfactory. He is also
convinced that the radio will be a factor in pro-
ducing musical merchandise patrons rather than
discouraging them.

Excellent Player-Tone Demand

Sales of the Player-Tone talking machine and
radio combination are reported as “excellent”
by I. Goldsmith, the president of the Player-
Tone Talking Machine Co. Mr. Goldsmith is
of the opinion that since the radio is making so
pronounced an impression in the musical world,
the best sellers for talking machine merchants
will be the radio-phonograph combination. He
stated that his distributors report that the Player-
Tone Console No. 300, which is equipped with
four and five-tube sets, is a very brisk seller.

New Zealand Dealer Finds
Posters Good Publicity

From far-away New Zealand the Sonora
Phonograph Co., Inc., received recently several
interesting photographs showing views of the

EJPINNY

LiseiTen

Willis Street.

An F. J. Pinny, Ltd.,, Sonora Poster
establishment of F. J. Pinny, Ltd.,, of Welling-
ton, New Zealand, and some of the outdoor
posters used by this company in developing
Sonora business. This concern is enjoying sig-
nal success in the merchandising of Sonora
products, and the accompanying illustration
shows one of the very attractive posters that
it placed about its territory for the purpose of
impressing the public with the quality of Sonora
products.

Bush-Lane Store Opens

CeENTRALIA, \Wasu., January 4—The formal
opening of the new store of the Bush & Lane
Piano Co., at 218% North Tower avenue, was
held here recently, and many patrons were en-
tertained. Paul Kuhl, formerly of Portland, has
been appointed manager of the store which is
under the supervision of Harry N. Quacken-
bush. The latter also directs the stores at
Aberdeen and Hoquiam. The new Centralia
branch will handle a complete stock of Bush
& Lane pianos and phonographs as well as
other leading makes.

J. E. York has been appointed manager of the
Pickerell Music House, Coffeyville, Kan.
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Holiday Gift Buying in the Richmond

Territory Boosts Retail Sales Volumes

Entire Trade Facing Opening of New Year With Confidence—Radio Being Featured by Many
Dealers—New Pathe Accounts Opened—Goldberg Bros. Plan Opening of Baltimore Branch

RicuMOND, VA, January 8—While Christmas
business in the talking achine line in this
territory was reported to have been unusually
good, the year 1924 as a whole did not measure
up to the level of 1923 business, reports from
jobbers and dealers indicate. However, the
trade is looking ahead to big things in 1925 and
the opinion is prevalent that this year will prove
a banner one for the business. One of those
sharing this view is Frank W Corley, vice-
president of The Corley Co., Victor jobber
and retailer. Mr. Corley, in commenting upon
the outlook for 1925, said that he fully expected
business of his firm this year to be at least
20 per cent in excess of that.last year. “We
have the presidential election behind us,” he
said, “and everything appears to be looking up.

The reasons why
Domino Records
are the leaders at

A price that assures quick turnover with a
handsome margin of profit.

Write for sample records and complete details

Both of our departments started off the new
vear well and we are expecting business to
show marked improvement from now on.”
Corley Co. Pushing Radio

The Corley Co. is planning to ecstablish a
separate department for radio near the Grace
street front of its retail store and contemplates
building several booths for demonstration of
these instruments. The firm is now featuring
the Fada line. In announcing the taking on of
this line, it said: “After careful study and ex-
periment, we decided upon the Fada neutro-
dyne receiver as not only the most generally
successful and satisfactory make, but also the
lowest priced, quality and value considered.”
It was emphasized in the announcement that
a genuine Fada neutrodyne may be had for as

EIIIIIIIIIIIIIIIBIIIIIIIIIIIIIIIIII.IIIIIIIIIIIIIll

3¢

Early releases of the latest and big hits.

" Recordings by foremost artists and most
popular orchestras.

22 West 20th Street

DOMINO RECORD CO.

- New York City
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little as $75. In order to push radio sales, the
firm recently hooked up with the first of a series
of programs broadcast by the Victor Co. on
New Year's Day, featuring famous Victor art-
ists and musical organizations.

The Biggs Music Co. is featuring radio in
separate cabinets but has no sets in combina-
tion with the phonograph. Four lines are han-
dled, namely, Radiola, Freed-Eiseman, Crosley
and Atwater-Kent.

New Pathé Dealers in Richmond

Goldberg DBros., Pathé distributors, report
having enjoyed an exceptionally good Christ-
mas business, and they are also looking ahead
to a very busy year. The firim announces the
appointment of the following new dealers in
Richmond: PPhilip Levy Co.; Hopkins Furniture
Co.; S. P. Dowdy & Co.; Meinhard & Pearson;
Dabney & Bugg and Thomas Bros. Dabney
& Bugg is a new furniture firm just opened
at 10 East Broad street, the foriner site of the
Sprinkle Piano Co., Brunswickdealer.

Goldberg Bros. are arranging to establish a
branch office in Baltimore in charge of Ger-
son W. Held, who has been working that ter-
ritory for the past several months with marked
success. Up to this time, Mr. Held has been
traveling out of the Richmond office of the
firm. His brother, Charles H. Held, who
travels South Carolina for the firm, spent the
Christmas holidays in Richmond. Down in that
State there is some demand for ‘radio but it
i« not affecting the sales of phonographs to any
appreciable extent.

Baim BrosE_FTedberg Cele-
brate New Store Opening

The opening of Baim Bros. & Friedberg's
new store, at 59 Second avenue, New York
City, celebrated with a holiday sales drive
which attracted many customers, and the store
did a thriving business in its new stand. Fol-
lowing the day’s business, the proprietors enter-
tained the organization and friends at a supper
party at the Little Roumania restaurant.
Among those prominent in talking machine cir-
cles who attended the party were Charles B.
Mason, sales manager of the New York Talking
Machine Co.; J. Schlick, C. Bruno & Son, Inc,
and W. A Bishop, Blackman Talking Machine
Co.

McKenzie Phonograp
in Fine New Quarters

SeaTTLE, WasH,, January 4-—The new quarters
of the McKenzie Phonograph Store were
opened recently at 2418 Fourth avenue, with

McKenzie Phonograph Store
appropriate ceremonies featuring the first day

in the new shop. A complete stock of phono-
graphs, records and other musical instrument$
is carried, and modernly equipped demonstra.
tion and display quarters have been provided.
This establishment, which has been in business
for but a comparatively short time, has built
up a very satisfactory sales volume.

Ault’s Music Store, Fort Worth, Tex., has
moved to 1105 Main street. Growing business
compelled expansion.
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MOTOR No. 22

The Heineman Number 22

2@ Sy|LFT the motorboard of any of the mode:-

ately priced console models on the
market today and nine times out of ten
you'll find it equipped with the Heine-
man Motor Number 22. Manufacturers know
that the buying trend now is for consoles at a
reasonable price. That's why the majority of
H them are using the Heineman Number 22. They

know that it is absolutely dependable and made
with the painstaking care used in the manufacture
of all Heineman motors, regardless of price.

Some More ‘““‘Reasons Why’’

The Number 22 meets the demands is given the 22. It goes through the

for an inexpensive motor that yet is
reliable. The “reason why” it is in-
expensive is because in the first place
it 1s smaller. That means less material
required and hence less expense.

However, the same care that is used in
manufacturing the higher priced motors

same number of careful checkings, is
made by the same precise machinery
and in fact practically the same ma-
terials are used. Only smaller quan-
tities of it are required. But remember
this: There is never any difference in
the QUALITY of any HEINEMAN
motor.

HEINEMAN QUALITY MOTORS

Manufactured by

General Phonograph Corporation
OTTO HEINEMAN, Pres.

25 West 45th Street

New York City
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Cleveland Holiday Demand Showed Trend
of Public Preference in Music Lines

Marked Improvement in Business Brings Sales Volumes Up to Satisfactory Figure—Many of the
Leading Firms Add Radio and Phonograph-Radio Combinations—Edison Tone Test Scheduled

CreveLanp, O., January 8--Probably no holiday
season demonstrated more forcibly than the one
just past what the people want most in the
way of musical merchandise. While a smart
pick-up in the last-minute business in all
branches of the industry in this territory made
the last two weeks of December prove a revela-
tion to even the most optimistic merchants, ra-
dio made up a large share of musical merchan-
dising during the holiday period, and apparently
will continue to gain in volume as the new year
advances.

Leading Firms Add Radio

One of the interesting phases of this develop-
ment is the entry into the field of radio by some
of the leading and more conservative houses.
This move locally has grown surprisingly in the
last few weeks, in fact, since the example
was set by the Denton-Cottier-Daniels Co., Buf-
falo, in the inauguration of its Brunswick-Radi-
ola division. Since then have come the Muehl-
hauser Bros. Piano Co., also with a Brunswick-
Radiola department, in which already numerous
high-priced instruments have been sold, largely
for cash; the Maresh Piano Co, with expert
service in the person of E. W. Fuller; the New-
man-Stern Co., amusement enterprise, which is
one of the largest in its field in the country, and,
finally, the Conn-Cleveland Co., of C. G. Conn,
Ltd, with not only a varied radio sales de-
partment, but its own radio broadcasting station
as well.

Another stupendous move, radio-wise, is the
inauguration of the radio department, with the
complete line of Brunswick phonographs as well
as radio, at the Newman-Stern Co. In the opin
ion of L. S. McLeod, district manager, and E
M. Scott, phonograph division manager, of the
Brunswick Co. in this territory, the acquisition
of the lines by Newman-Stern is one of the big-
gest 1moves of the season. Early in the new
year an adequate department will be established

E. W. Fuller With the Maresh Co.

In taking on a varied line of radio the Maresh
P’iano Co. is one of the late comers, but by no
means behind the rest. Here, likewise, service
will be the outstanding feature, and for this pur
pose A. L. Maresh, head of this firm, has
acquired E. W. Fuller, who has been identificd
with radio for the last five years.

Planning Large Radio Department

In the downtown district the latest addition
to radio is the Knabe Warerooms, essentially a
high-grade piano establishment. Here also sev-
eral different types were installed prior to the
holidays, and though a goodly stock was ac-
quired, this was sold out before the close of the
Christmas buying period. The move is con
sidered so good by Knabe Warerooms execu-
tives that a comprehensive department is
planned, with perhaps separate rooms for the
display and demonstration of different types of
instruments.

Live Dealer Promoting Columbia Interest

Though not all cities are supplied with means
such as Cleveland and some other Ohio locali-
ties have for aiding merchants to give pub-
licity to their products, talking machine dealers
elsewhere may benefit by the experience of Ren
ner’'s Music Store, Coshocton, O., Columbia
dealer. In Cleveland the Cleveland Trust Co.,
in the center of the city, maintains an exhibit
space, where all manner of products, novelties
and advertising material is displayed, and this
space is eagerly sought after by business in
terests. A similar enterprise is conducted by
the Ohio Service Co. in various central Ohio
cities, of which Coshocton is one. The Ren-
ner establishment was fortunate in acquiring use
of this window a short time prior to Christmas,
and arranged a real sales-producing window, in
the opinion of S. S. Larmon, Cleveland district
branch manager of the Columbia Co. A great

many sales were traced directly to it, which is
the important part. This is attributed to the
use of two of the higher priced Columbia
models, as well as some of the late strong sales
helps on them. The “10 Reasons” being used
conspicuously in Columbia literature has a sig-
nificant influence, in the opinion of Renner store
members.
Planning Big Edison Tone-Test Drive

Under the impetus of the last-of-December
business, the Phonograph Co., Edison distribu-
tor, is completing plans for the promotion of
still more new business for its members. Again
this takes the form of the ever-popular tone-test
concert, for which 20 dealers have entered.
This year a departure will be made, in that

each of these concerts will be held in some hall
or theatre under auspices of the'dealer handling
it. In this way the largest number of attend-
ants will be possible, and of course the largest
number of prospects. For this engagement Col-
lins and Harlan have been booked, and they
will repeat numerous past successes when they
appear.

Meanwhile the Phonograph Co. is supple-
menting its work by the distribution of illus-
trated literature, indicating a wide variety of
Edison instruments for the prospect to select
from, and in which a good return is developing.
This is all a reflection of the smart pickup in
wholesale business, which necessitated consider-
able overtime work at Cleveland headquarters
in order to meet dealers’ immediate demands.

L. Meier & Sons Co. Launches Drive

Among dealers’ individual efforts to bring out
new buying interest, that of the L. Meier &
Sons Co. is conspicuous. In recent years, with
practically every family in the Cleveland dis-
(Continued on page 81)
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Nobody Can Blame Buyers for Showing Good Judgment

EAGLE CHARGERS are the outstanding buy in the charger field this season.
It's an EAGLE YEAR—and a word to the wise should be sufficient.
EAGLE CHARGERS have a deserved, honestly earned reputation, gained by faithful per-

formance under any and every condition,

On the market a year and a hali—distributed by over one hundred and fifty of the
leading radio, music and electrical jobbers—selling in tremendous volume and repeating—

approved by engineers and recommended by manufacturers of sets everywhere.

a record for eighteen months?

Isn’t that

Yet, why not? EAGLE is the ONLY bulb charger having a control of the charging rate—
havmg a two winding transformer which cannot burn out radio tubes—which will charge
120 volts of B Battery in series—and LEGITIMATE. The EAGLE CHARGER uses
Tungar bulbs under arrangement with the General Electric Company.

Strong,

aggressive jobbers see the advantage of selling EAGLE CHARGERS. They

MAKE GOOD. Sales resistance is less, and no jobber can afford to be without a good
bulb charger upon which he can make a living profit.

List prices are RIGHT. The EAGLE sales policy is absolutely CLEAN.

a living basis.
that we are able to take care of our buyers.

Discounts are on

Deliveries are good. The plant capacity has been increased each month, so
EAGLE sales features are unique—so unusual

that the Jobber's salesmen really have something to sell that is worth while, instead of

just a battery charger.

THIS IS AN EAGLE YEAR—AS THOSE WHO ARE SELLING
EAGLE CHARGERS HAVE ALREADY FOUND OUT

We can lake care of just a limited number of additional sales con-

nections.

Write today—or wire—before increased wolime compels us
to close our lists for the season.

Address the office nearest you.

Foreign & Domestic Electric Commodities, Inc.

Eastern Office

629-635 West 23rd Street
New York, o

Western Office

11502 Madison Ave,
Cleveland, Ohio
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‘Onadiandle handles it
r [

‘Master of Movable Music

4 Years
- Have Proved

‘ Outing
% ! Portables
Are the

By pfh R

Best
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Ohio Musical Sales Co.

1747 Chester Ave. Cleveland, O.

Outing Distributor

Cleveland Trade Activities
(Continued from page 83)

trict having its own automobile to travel in, the
tendency to shop elsewhere than in the down-
town district has been increasing. Taking ad-
vantage of this, the L. Meier & Sons Co. is
starting a heavy advertising campaign, in which
the accessibility of its three uptown stores, and
especially the fact that there is adequate park-
ing space at all three, are emphasized.
Profits by Exposition Tie-Up
What the exposition can do for the radio and
talking machine dealer is indicated by the re-
sults obtained Dby the Denton-Cottier-Daniels
Co., Buffalo, at the local Radio Exposition.
This firm took the largest space available, con-
ducted numerous demonstrations, sold an un-
usual number of instruments on the floor, and
developed a prospective clientele that will be
beneficial months after the exposition itself is
forgotten. This exhibit served to bring the new
Brunswick-Radiola and phonographs before an
exceptionally large number of people in Buffalo
and nearby. .
Weigel Store Adds Brunswick
Another exclusive Brunswick establishment
opened locally is the Weigel Music Store, in
the Broadview-West Twenty-fifth street district.
Radiolas will be featured here. The opening
was largely attended and was planned by E. M.
Scott, phonograph division manager of the
Brunswick Co.
Fifth Music Memory Contest
The Fifth Music Memory Contest for Ohio,
in which talking machine records figure prom-
inently, is well under way. A larger number of
children from Ohio schools, and a larger num-
ber of older persons who are members of musi-

cal and similar societies, are taking part this year.
The event will close in April, with the Cleveland
Orchestra playing the finals. The same rules
govern the contest this year as in former years.
A complete list of records and other data per-
taining to the contest has been distributed to
dealers by the Clevcland Talking Machine Co.
Radio Combinations Popular

Plans for developing still further the public
interest in the combination cabinet are being
made by the Cheney Phonograph Sales Co.
From the data developed by the increased busi-
ness at Christmas, it appears that this form of
instrument, that already supplies the phono-
graph and radio, or the phonograph adaptable
to radio, is the most desired instrument, in the
opinion of C. B. Hammond, general sales man-
ager of the Cheney. Models with the Freed-
Eisemann and the Federal radio installations
are being featured by the Cheney for this pur-
pose, and are bcing developed as ideal separate
units for dealer distribution. Similar satisfac-
tory results with the combination instrument
are reported by the Cleveland Talking Machine
Co., local distributor.

,Columbia Holiday Window Drew Trade

- One element that proved especially beneficial
to Columbia dealers in obtaining Christmas
business was the holiday window developed
within the Columbia Model Shoppe at Cleveland
Columbia headquarters. Here new types of
Columbia instruments, late releases of standard
records, and copies of the Master Works rec-
ords were arranged in a Christmas setting.
Many dealers copied this window intact, accord-
ing to S. S. Larmon, district manager, or used
the thought in their own way.

McKelvey Store Enters Field

Among new dealers in the field is the McKel-
vey Store, Youngstown, which installs the com-
plete line of Brunswick phonographs and Radi-
olas in a department that is larger than ordi-
nary for a city of this size. The opening, aided
personally by E. M. Scott, Brunswick phono-
graph division manager, was marked with un-
usual window displays, in which the higher-
priced models were featured.

Drive on Records

Distribution of the Brunswick records made

by the Cleveland Orchestra during the last Au-
tumn was effected by the local Brunswick or-
ganization so that the best benefit with the
Christmas holiday could be obtained. Linked
with this, though, was the arrangement for the
personal appearance of John Charles Thomas,
noted Brunswick artist, who sang with the
Cleveland Orchestra, which move served to at-
tract attention to Thomas records as well
as all Brunswick selections.

And the new year starts off auspiciously for
the Brunswick with the announcement of the

Combination Set Manufacturers

Are PROGRESSIVES in the talking machine field. They are
looking into the future and preparing to meet a clearly forecast

demand.

We have looked into the future and are prepared to meet a

demand, just as clearly forecasted, for quality bindin

posts

“with Tops Which Don’t Come Off.” We are PROGRESSIVES

in our field.

EBY posts are scientifically designed, beautifully finished and

their price is right.

They can be furnished either plain or en-

graved in twenty-five different markings.

Our COMBINATION is
QUALITY and SERVICE

H. H. EBY MFG. CO., Philadelphia, Pa.

first ncw dealer in this territory for 1925, the
same being the Fleck Co., at Tiffin, which will
be exclusively Brunswick.
Columbia Rotogravure Advertising
_ For the first time the rotogravure section of
local newspapers is becing used to feature rec-
ords. This high class advertising medium has
been used conspicucusly by music trade inter-
csts in Cleveland and other cities, but this is the
initial attempt, and one already proved to be
profitable, to use space exclusively to exploit
records. This space was deemed by S. S. Lar-
mon, branch manager of the Columbia Co., to
be a fitting background to broadcast the new
Columbia Master Works records. The link
used to assist the dealer element was the sug-
gestion that readers write in for literature and
booklets on these records. First copy resulted
in an unusual number of such inquiries, accord-
ing to Mr. Larmon, and these inquiries probably
will be turned over to dealers.
Death of H. E. McMillin

Passing of the old year also marked the pass-
ing of one of Cleveland’s pioneer music mer-
chants. H. E. McMillin, head of the McMillin
Music Co., died at his office while transacting
business. Mr. McMillin, who was 77 years of
age, came to Cleveland in 1882, and was a part-
ner in J. G. Richards & Co. Previously he
had been engaged in music publishing and in
the musical merchandise business in Shelby.
Later he branched out for himself here, and
founded the McMillin Co., which he directed
personally and continuously for the last 35
years.

H. C. Prange Co. Installs
New Record Filing Cases

Sheboygan, Wis., Concern Makes a Number of
Improvements in Talking Machine Depart-
ment Calculated to Increase Efficiency

SHEBOYGAN, Wis.,, January 7.—Service to cus-
tomers and general comfort of clerks in the
record department of the H. C. Prange Co. at
Sheboygan, Wis., has been increased by the in-
stallation of new record filing cases. These
cases have been so constructed as to have the
highest shelf in reach of every clerk, and the
lowest one far enough from the floor to prevent
its being a dust collector. The records may

. be indexed so that they need not be handled

and soiled in selecting the desired number as
they are in many cabinets. The new case is
the idea of Arthur Bleck, manager of the talk-
ing machine and record department of the
store.

Audak Co. to.Occupy
Larger Quarters Soon

Late this month the Audak Co., which now
occupies offices on the tenth floor of 565 Fifth
avenue, New York City, will move to a larger
location on the eleventh floor. The new home
of the executive offices of the company takes in
the entire Fifth avenue side of the building.
The increased space was found necessary owing
to the added popularity of the Audak record
‘demonstrators, which many dealers throughout
the country find materially increases their record -
sales.

Big Murdock Radio Demand

The success with which the new model of the-
Murdock neutrodyne met is visualized in a re-
port from A. S. DeVeau, New York district
manager of the William J. Murdock Co., Chel-
sea, Mass. Mr. DeVeau reports that in shortly
over a month after the introduction of this new
model in the New York territory more than
4,000 sets were disposed of.

The Hardwick Music Co., Uniontown, Pa.,
has been granted a charter to operate two retail
stores. It has a capital stock of $75,000.
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CAPITOL PRODUCTS
WILL BRING
/ A HAPPY and PROSPEROCUS NEW YEAR
The standard radio products of established P ity

quality that we distribute, are well known in
the music world for their magnificent per-
formance, beautiful appearance and moderate
prices.

A good stock of Capitol products on hand will
bring prosperity to the dealer and happiness
to his clientele. A satisfied customer is a valu-
able asset to the dealer; Capitol products cre-
ate good will and satisfaction among your
customers.

Your big share of profits for the New Year
will be readily available for you if you stock

. 4 q | ADAPTO R
N I:;E I\?eﬁ::’ dxg:z gvce:(wim up with Capitol products NOW. To avoid AT el
R last minute rush orders, phone or wire your braffieatly TR0 o A, Al e
Unigue design, The New Muraock f  requirements without further delay. Be pre- S\?g;ﬁg?ngf:a{)/l:l?t‘ilagéhbaaleal%'ecoggt
markable set for the price’of $100 pared for a great New Year that will be fruit- Bailtinto tor. Ame A coigned horn
only. g i o Ll ¢
ful of success and profits for aggressive deal- Sombines \Deauty, Convenience and
S ae—— ; ers merchandising prominent Capitol products.
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Murdock Neutrodyne Ad?pto Cabigxets
BURNS LOUD SPEAKER Compendyne Receiver Exide Batteries
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nequalled In X right Star Batteries
‘i/t(;'l:rl::ieheg\ﬁ;— 0 éugﬂe\l}ﬂlgllllul:: Panels Power-BeBe B Batteries
S i 3 Neidich Batteries
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ﬁouddepsege:kei Compendyne Phono. Panels Cunningllam—RCA Tubes
which _speaks Burns Phono Attachments Sampson Tubes
for itself. The Charmitone Loud Speakers  Presto Plugs
csl:;‘?ngslss;gg Burns Loud Speakers Ultra-Handy Chargers
naturalness Ethovox Loud Speaker J Marion Loops
gui;rll(se = ;l‘l’g E Belltone Speakers N. & K. Products
Speaker a con- H THE AMBLER-HOLMAN

tinued source A 5-Tube Radio Set which brings
of pleasure. the magic of the air into fine
home s Splendid tonal qualities,
volume and wide range of pick-up.
A practical set. Price $77

/’—% I DISTRIBUTING Co., Inc, I \Q\/
WHOLESALE RADIO

25 WEST 18tk STREET NEW YORK CITY
Telephone Chelsea 5171—5172

FACTORY DISTRIBUTORS FOR DYNERGY, THE RADIO RECEIVER THAT NEEDS NO BATTERIES

=L




THE TALKING MACHINE WORLD

JaNuary 15, 1925

Sonora dealers have the right mer-
chandise at the right prices to meet
the largest demand. Whether it be
phonograph or radio - phonograph,
there is a Sonora model to exactly
meet your customers tastes and
pocketbooks. A few outstanding
Sonora values are shown below. Let
us tell you more about the Sonera
line. Write today.

Saginaw

$100

Sonoradio
242

$235

$150

Sonoradio

241
$475

Queen Anne

$250

SONORA PHONOGRAPH
COMPANY, INC.

279 Broadway

Makers of Sonora Phonographs, Sonora Radio
Speakers, Reproducers and Sonoradios.
Sonoradio 242, manufactured by an authorized
sub-licensee of Independent Radio Manufacturers.
incorporated under Hazeltine Neutrodyne Patents
No. 1,450,080 dated March 27, 1923, and No.
1,489,228, dated April 1, 1924, and other patents

pending i _—
Ezxport and Canadian Distyibutor:
C. A. RICHARDS, Inc.
New York City

New York Cily‘

Inventories of Los Angeles Dealers Very
Low Following Normal Holiday Business

Feature of Gift Demand Was Popularity of Radio—Sherman, Clay & Co. Officials Visit Local
Branch—Radio Trades Association Meeting—Zenith Dealers at Banquet Meeting—The News

Los ANGELeEs, CAL., January 4. — The salc of
phonographs during the holidays was normal—
as far as normalcy in the phonograph business
now-a-days goes. The volume of radio busi-
ness in the phonograph departments proved
very large indced, although perhaps not quite
up to the amount which had been anticipated
earlier in the season. On account of the fact
that dealers bought both phonographs and radio
to a very large extent on the ‘hand-to-mouth’
principle, the new year sees the dealers with
the minimum of stocks on hand, and they are
congratulating themselves on the smallest in-
ventories on rccord. This condition is very fine
from the dealers’ point of view, and, in their
opinion, as it should be. But it is not calculated
to please the jobbers very much, and the only
danger which it may have engendered is a
shortage of stocks next year; for the jobber
will be very wary then, basing his orders on
the lesson which he learned this year. Thus it
all depends upon the capricious public; if they

and record sales for the month of November
and December showed a very wonderful in-
crease, the total volume for those two months
exceeding that for the entire previous ten months.

Munson, Rayner Corp. Reports Big Month

The Munson, Rayncr Corp. states that De-
ccmber brought in the largest business during
one month in the history of its experience. The
addition of radio, comprising Colin B. Kennedy
products, Thompson neutrodyne sets and Eise-
mann magncto Corp. products, brought about
this desirable condition. Cheney phonographs
of the more cxpensive console types, equipped
with Kenncdy radio sets, enjoyed good sales.
President Rayner announces that they are now
distributors for Eveready batteries.

Zenith Dealers at Banquet Meeting

The new Super-Zenith radio set was presented
under interesting conditions to local dealers at
a banquet held under the auspices of Listen-
walter & Gough, Zenith jobbers in Los Angeles.
The banquet was arranged primarily to enable

take it into their heads to storm the depart-
ments next year x
and commence late
in the season to buy
recklessly, the deal-
er will find himself
short of goods and
will in turn shout
for help from the
jobber.

Local Visitors

Fred Sherman
and Andrew G. Mc-
Carthy, of Sherman,
Clay & Co, visited
Los Angeles last
month in order that they might attend the Radio
Exposition and spend several days in Southern
California. L. E. Sturdevant, sales manager of
the wholesale radio department of Sherman,
Clay & Co., was also here and reported that
business had been remarkably good throughout
the D’acific Coast. Sherman, Clay & Co. are
distributors for Radio Corp. of America prod-
ucts, Gilfillan neutrodynes and Crosley sets.

Birkel Co. Sells Many Combination Sets

Ed. A. Geissler, gencral manager of the Geo.
J. Birkel Co., reported that sales of Victrola
console models equipped with radio and Bruns-
wick-Radiolas exceeded their anticipations.
These sales were especially gratifying, of course,
on account of the fact that they represented in
nearly all cases large individual amounts. J. M.

_ Spain, formerly of Denver, Colo., has been in

charge of the phonograph and radio depart-
ments since early in the Fall
Radio Trade Meeting

A joint meeting of the three divisions of the
Radio Trades Association took place on De-
cember 16. Despite rain there was a very fair
attendance from each division or association.
J. W. Boothe, general manager of the music and
radio departments of Barker Bros., president of
the Retail Radio Division; J. A. Hartley, secre-
tary of the Braun Corp., president of the Radio

Jobbers’ Association of Southern California; .

Carl A. Stone, C. A. Stone Co., president of the
Radio Manufacturers Agents’ Association of
Southern California, headed the three divisions,
and J. W. Boothe was voted chairman for the
evening. The purpose of the meeting was the
discussion of the plans for the 1925 Radio Show,
about which a questionnaire had been sent out
to'alt members. The matter was referred to a
special committee of nine, consisting of two
members from each division and the three presi-
dents.
Starr Phonographs Selling Big

H. L. Nolder, general Western manager of

the Starr Piano Co., reports that phonograph

Banquet Meeting of Zenith Dealers in Los Angeles

the dealers to mect H. H. Roemer, director of

) = e

Am— .

sales promotion of the Zenith Radio Corp., Chi-
cago, Ill, who, in turn, introduced the new
Zenith set, which has attained such popularity.

Following an interesting and informative ad-
dress by Mr. Roemer, the meeting was turned
over to Joseph Etienne, Zenith representative
on the Pacific Coast, who was presented to the
dealers with an introduction by Mr. Gough to
the effect that Mr. Etienne would “bring in Chi-
cago” on the Super-Zenith. The dealers were
somewhat skcptical as to the fulfillment of this
promise, for the local stations in Los Angeles
were broadcasting continuously and the back-
ground was hardly propitious for long-distance
reception. However, in a few seconds Mr.
Etienne brought in KYW of Chicago and the
dealers applauded enthusiastically.

As a result of this demonstration with a set
taken from stock the Listenwalter & Gough Co.
placed its order for over $500,000 worth of
Zenith products and a “spot” order for imme-
diate shipment of one carload for Los Angeles
and one carload for San Francisco. This ag-
gressive jobber is cstablishing splendid dealer
representation for Zenith products all along the
Pacific Coast, and these dealers are receiving
practical co-operation from their jobber in mer-
chandising Zenith sets.

e o e "

"

Distributed by

ITALIAN BOOK CO. §

145 Mulberry St. New York City
"
: % T




January 15, 1925

 STYLE XXV

arr Loud Speaker

OUTSTANDING CHARACTERISTICS
OF THE STARR LOUD SPEAKER OF
INTEREST TO ALL RADIO FANS!

TONE CHAMBER Amplifying Horn of
OF SPRUCE exact proportioned, extra

sensitive  Silver  Grain
Spruce the same as used in all Starr Pianos and
Phonographs.

HORN 1IS Horn is suspended to allow
SUSPENDED tone vibrations to be delivered

unimpeded by any metal part
or connection. Responds to widest range of
tones.

TONE Volume of tone great enough for
VOLUME any home. Melody and speech
clear and pure as original.

FINISH Artistically finished in Mahogany,

Walnut or Oak. Tt is compact, un-
obtrusive and presents a neat, attractive ap-
pearance. This beautiful, graceful, little cab-
inet blends harmoniously with other radio units
and home furnishings

GRILL Grill of pleasing carved lines and re-
movable in an instant.

WORKMANSHIP Of perfect workmanship

throughout.  Nothing to
break or to get out of order. Guaranteed to
give lasting satisfaction in every respect.

ADJUSTMENT Loud speaker unit adjusted

for average radio set.

DIMENSIONS Height 9% inches; Width 17
inches; Depth 934 inches.

A Loud Speaker of Genuine Merit Built
to Meet the Approval of All Who Want
The Very Best in Radio Equipment.

HE STARR LOUD SPEAKER 1s
an embodiment of scientific princi-
ples of proper tone amplifying
which have been incorporated in all Starr
musical instruments. It brings out the
melodies and voices of the air to your
home with perfect fidelity. The horn is
fashioned from Silver Grain Spruce fam-
ous by music masters of all tme. Carved
to scientific proportions the Starr Loud
Speaker Horn hangs free, suspended to
perfect balance so the tone 1s full and
clear, unretarded and unmarred as 1t 1s de-
veloped from the initial impulses originated
bv the artist through the loud speaker unit.
Thus every tone 1s delivered in all purity
and faithfulness of the original.

THE STARR PIANO COMPANY

Established 1872 Factories: Richmond, Indiana

NEW YORK, CHICAGO, LOS ANGELES, SAN FRANCISCO, PORTLAND, KANSAS CITY, -

BIRMINGHAM, NASHVILLE, DETROIT, CINCINNATI, BOSTON,
CLEVELAND, INDIANAPOLIS
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Profit Winning

Sales Wrinkles

Uses Portable as Record Demonstrator

and Sales of These Instruments Jump—

Store Record Displays—Selling ’em When They Pay—Direct-Mail Artists’ Tie-Up

Many talking machine dealers regard the port-
able as an instrument which has an appeal at
but two seasons of the year, during the Sunimer
months and immediately preceding Christmas
day. Others sell this type of instrument
throughout the entire year without waging any
special campaign other than bringing the in-
strument to the attention of those customers
who enter the store. The talking machine de-
partment of a large New York department store
has within the last couple of months sold hun-
dreds of portable phonographs. On a recent
visit to this establishment the writer had occa-
sion to see one method which the sales force
has of calling the customers’ attention to this
instrument.

A customer who owned a large model
talking machine called with the intention of pur-
chasing some records. Instead of going to a
demonstration booth, the customer heard the
records at the record counter. For the demon-
stration the saleswoman used one of the porta-
bles which was nearby. After hearing a couple
of records played on a portable talking machine,
the customer made a casual reference to the
mstrument, being evidently impressed with its
compactness and tone. The question led to a
short selling talk on the part of the saleswoman
and in a few minutes the customer had pur-
chased not only the records which she had come
for, but also the portable.

This method can be used by dealers with
many customers who do not bother to enter a
booth when selecting records. The subtle man-
ner of presenting the portable will in many
cases draw comment from the customer, for many
people persist in regarding this type of talking
machine as merely a toy, having no idea of its
capabilities. When such interest is exhibited,
the salesman can give a short sales talk, de-
tailing the merits of the instrument and its low
price; a talk that in many cases will lead to a
sale.

wooow ow

Watkins Bros., Inc., Victor dealers, operating
stores in Hartford, Bristol and South Manches-
ter, Conn., believe in displaying records inside
the store so that all who enter may see them
and thus be reminded of their record needs and

the fact that they have a phonograph at home
from which increased enjoyment may be ob-
tained through the purchase of new records
occasionally. In the Hartford store just outsidc
the booths has been constructed a long shelf
about waist high and about fifteen inches wide.
A number of records have been placed on this
shelf in such a manner that their titles may
easily be read. Another clever, though silent,
record salesman is part of the equipment of
each of the booths. This permits of the dis-
play of records in four flat racks which may
be turned over as are the pages of a book.
This is especially to be commended where a
dealer desires to push slow-moving numbers.
While in the booths patrons invariably turn to
this device and glance at the titles of records.
ye " 9w

The Peoples’ Outfitting Co., talking machine
dealer of Detroit, Mich.,, is also one of the larg-
est furniture houses in the country, and the
volume of business done by the establishment
makes it necessary to have eight cashiers’ win-
dows. These important points are being used
by the company to stimulate the sales of recent
record releases. Each week a card featuring a
different record is placed above each window,
and to make the message more pronounced an
actual record is attached to each card. Direc-
tions to the prospective customer for reaching
the talking machine department are also in-
scribed on each card. Since this plan has been

in use, countless record sales of the numbers’

featured have resulted.
W ¥ "

It is a granted fact that one of the very liest
methods of stimulating record sales is an ef-
fective tie-up with the personal appearance of
a recording artist or artists. The Danielson
Music House, Jamestown, N. Y., on the occa-
sion of a concert by Paul Whiteman and His
Orchestra, anticipated the visit of this popular
artist and on the envelopes containing the
monthly list of releases, mailed to the complete
list of customers, appeared an announcement
that the Danielson store had a complete stock
of Whiteman records. The result was a serious
depletion of the stock.

Links the Complete
Reproducing Unit to Radio

ULCE-TONE clears the radio’s
voice. All the loud-speaker-
developed wheezes and blares are
eliminated. Reproduction is clear-
cut, distinct-—because Dulce-Tone
utilizes the complete reproducer of
the talking machine as a “‘balanced”’
unit.
Its convenience to use, and lay aside, pro-
tects your volume of record sales. Large,
quick turn-overs on Dulce-Tone are being
made by merchants everywhere. Write
today for complete particulars.

1 THE TEAGLE COMPANY
1125 Oregon Ave. Cleveland, Ohio .
Canadian Distributor: The Otto Higel

——Qﬂﬁd. ‘Toronto, Ont.

* Retail Price
) Complete

$10

C. L. Farrand Active in
Development of Radio

President of Farrand Mfg. Co. Active in Radio
Field Since Early Days of the Industry

C. L. Farrand, president of the Farrand Mfg.
Co., 28 South Sixth street, Newark, N. J,, is
one of the pioneers of the radio field, having
been actively engaged in radio development
since 1910. As chief design engineer of the
Marconi Telegraph Co. of America he had dur-
ing this period been conversant from the inside
with the remarkable growth of radio.

He has been consulting engineer for the

C. L. Farrand
Pathé Phonograph & Radio Corp., Atwater
Kent Mfg. Co., R. E. Thompson Co., Liberty
Corp., Talking Picture Corp. and Picturadio

Corp. During the war he designed the first
successful naval aeroplane wireless telephone,
making it possible for planes to remain in the
air and at the same time report in detail.

The Farrand Mfg. Co. manufactures receiving
sets and the Farrand-Godley speaker. It par-
ticularly features its console cabinet, housing
the “Farrand-Godley Single Nine,” the set op-
erating with a single dial control.

Eastern Division of U. S.
Music Co. Holds Dinner

Staff Gets Together Before Christmas to Cele-
brate an Unusually Successful Business Year
—Wrist Watch for General Manager Bliss

The Eastern Organization of the United
States Music Co. held its annual banquet in the
private dining room at the Cafe Boulevard,
New York, on Tuesday evening, December 23.
The entire sales and office force consisting of
twenty-five persons were present and a most
enjoyable time was had by all.

The dinner was an exceptionally pleasant one
due to the rapid progress of the Eastern Divi-
sion and the great success enjoyed as the re-
sult of the efforts put forth during the year just
closed.

Immediately following the dinner J. M.
“Mace” Wale, with an unexpected burst of ora-
tory, presented Jack Bliss, vice-president and
general manager of the Eastern Division, with
a beautiful wrist watch, a Christmas gift from
the office force and salesmen of the New York
office.

In his speech of acceptance Mr. Bliss re-
viewed the progress of the Eastern Division
from its inception, thanked those present for
their loyal support and outlined plans for the
future. After several impromptu after-dinner
speeches by other members of the organization
dancing was enjoyed until a late hour.

Floyd McCormick and Louis Reuschlein have
opened a talking machine and radio store at
Burlington, Wis.
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Setting New and Higher
Standards for Radio Tubes

GEORGE E. BRIGHTSON, Founder
of Sonora Phonograph Co., by bringing
together an organization of trained en-
gineers, has made an achievement as
great in radio as that marked his bring-
ing new standards of perfection to the
talking machine industry with Sonora.

The advent of TRUE BLUE Radio
Tubes means that owners of radio re-
ceivers are through with matching or
testing tubes to secure-the perfect radio
reception their sets can give when uni-
form and superior tubes are used.

George E. Brightson knew that some-
where there were men who had witnessed
the birth of the first three element vac-
uum tube. He also knew that such men
had dreamed improvements in vacuum
tube design that no mere uninspired
theorists could hope to equal.

Mr. Brightson found these men. He
said to them, “Select the best machinery,
here is the money, take your time, make
the tube you have dreamed of. Then—
make it better than you dreamed any

tube could ever be made—build to per-
fection, not to price.”

True, it has taken considerable time
to bring TRUE BLUE Tubes to such
perfection that Mr. Brightson is willing
to present them to the public. But the
finished article proves that the time was
well spent.

The finest radio tube factory in Amer-
ica now stands back of TRUE BLUE
Radio Tubes with an absolute GUAR-
ANTEE in writing that these tubes will
give the kind of satisfaction that good
radio receivers are capable of giving.

TRUE BLUE Radio Tubes are not
an imitation of any other radio tube.
They have many exclusive features not
found in ordinary ‘tubes.

One of the many new and exclusive
features of the TRUE BLUE Radio
Tube is a filament that lasts two or
three times longer than any ordinary
tube. This makes TRUE BLUE Tubes
the most economical radio tube—even
at $6 each.

MANUFACTURED BY

BRIGHTSON LABORATORIES, Inc.

GEORGE E. BRIGHTSON, President (Founder of Sonora Phonograph Co.)
Northwest Corner Waldorf-Astoria Hotel, 16°West 34th St., New York, N. Y.

Some Jobber Territory still open
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TheRecord oF Quality

IROQUOIS SALES CORPORATION

210 FRANKLIN STREET

Distributors for New York State and
Northwestern Pennsylvania for
OK&LRecords and ODEON R@COI‘dS.

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
for these popular record lines.

BUFFALO, N.Y.

Buffalo Wholesalers Are Busy Supplying
Dealers With Merchandise for Spring

Optimism Noticeable on the Part of All Trade Factors—Record Sales Show Large Gains—New
Lines Added—License Radio As a Musical Instrument—Trade Activities of the Month

Burraio, N. Y. January 7—One of the most
encouraging features of the talking machine
trade hcre is the unanimous spirit of optimism
among dealers who anticipate a brisk Spring
trade. Jobbers report orders for both records
and phonographs are coming in in great volume,
and western New York dealers are preparing
for a Spring trade that will eclipse the favorable
season of a year ago.

All but a few dealers in Buffalo report a con-
siderable decrease in balances of the year just
closed in comparison with 1923. The previous
year was exceptionally good, in many instances
the best in the history of the phonograph busi-

ness, which is a fact ‘that must be considered
when comparisons are made with 1924, Fred
Peliene, Alex Maisel and the Brunswick Shoppe,
of Buffalo, and the Day Music Store, in Corn-
ing, are some of the dealers in this district who
have had a more brisk business the year just
closed than in 1923.

One of the most convincing indications that
interest in the phonograph is on the increase
is the great volume of sales in records for the
past six weeks. Dealers in every section of the
city and of this part of the State report big
demands and are ordering heavily for January
and February, which will, no doubt, be a brisk

“H1S MASTER'S VOICE™
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Buffalo for Distribution

In Buffalo we have prepared to cover a
wide territory East, West and South, with ship-
ping facilities of unusual character. Combined
with these natural advantages we offer ex-
perienced and competent Victor service that
leaves the dealer with little to worry about.

Buffalo Service
Knows No Limit—Try It

Buffalo Talking Machine Co.

Victor Wholesalers

BUFFALO, N. Y.

record season, particularly in songs and orches-
trations of songs broadcast over the radio,
C. N. Andrews Busy

Victor business showed a big increase in De-
cember over any previous month of the year,
according to Curtis N. Andrews, jobber. Mr.
Andrews said that dealers in this territory are
preparing for a good Spring trade, both in pho-
nographs and the combination with radio. Rec-
ords show particular activity. Immediately after
announcement was made of the plan to broad-
cast from a New York studio voices of John
McCormack and Miss Bori and the music of
the Victor Salon Orchestra, dealers began or-
dering heavily on these records, with a very
satisfying result in disposing of them. Radio
business takes care of itself, with demand
greater than the supply, particularly in the
Sleeper scts. Announcement made by the
Sleeper Corp. of a reduction in price of the
regular $160 set to $130, made possible through
increased money facilities of the concern and
of the corporation’s dealcr rebate through its
merchandising credit plan, has won many ncw
accounts for Mr. Andrews.

Big Holiday Record Business

Goold Bros., Inc, have had a good record
business, especially in Rcd Seals. The Goold
store was one of the most beautifully decorated
in the city during the holiday season, and
passers-by could not, resist the gay and festive
appearance of the store, which was a veritable
bower of holly and mistletoe. A happy spirit
within the store was made possible through
pleasant salespersons, as well as the festive
decorations. '

Eagerly Await New Brunswick Model

Brunswick dealers are looking forward to the
release of the new Brunswick combination with
super-heterodyne, retailing for $500, according
to E. S. Germain, head of the Buffalo distribut-
ing offices, who reported that their holiday trade
exceeded all expectations for this territory.
Denton, Cottier & Daniels had an excellent
December business, and gave the line some very
effective publicity through newspaper advertis-
ing and window displays. They look forward
to a good January and February trade. Record
sales have been good, Mr. Germain said. Sev-
eral new accounts have been opened in this dis-
trict by the Buffalo office, including the Flan-
nigan Furniture Co., in Rochester, which opened
late in December.

Heavy Okeh and Odeon Demand

Brisk record sales, particularly the three thou-
sand series of Odeons, is keeping that depart-
ment of the Iroquois Sales Corp. busy. F. D.
Clare, manager of the company, said that Odeon
record sales have been so great that it is almost
impossible to keep up with the demand. Okeh
record sales also are very satisfying. Buffalo
showed good returns in Crosley business, for
which the Iroqouis Sales Corp. is a jobber, and
very little stock was on hand after the holidays.
One of the most enthusiastic Crosley dealers in

(Continued on page 91)
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THE HIGHEST CLASS TEN DOLLAR LOUD SPEAKER ON THE MARKET

12 inch

Bell

h

54 RETAILS at
$10.50 West of Rockies
/ $14.00 in Canada

Tone

FULL—CLEAR—-MELLOW
without Distorting or Blasting

A SENSATIONAL SELLER and a real
MONEY MAKER for the live dealer who
wishes to feature a FIRST QUALITY Loud
Speaker at the popular $10 price.

NON-RESONANT M. © . ' AP
HORN e

23 inches over all.
Mahogany crystal
finish

A. C t ®
Write today to
any of the fol-

lowing dis tribu-
tors,

IMMEDIATE
DELIVERY

HALLIWELL ELECTRIC COMPANY, INC
Fourth Avenue and Twelfth St, New York City
Makers of the Finest Electrical Apparcius for a Half Centewry.

PROGRESSIVE MUSICAL INSTRUMENT CO.. 319 Sixth Avenue, New York

YAHR & LANGE, OHIO MUSICAL SALES CO., A. R. RODWAY,

207 East Water Street, Milwaukee, Wis. 1747 Chester Avenue, Cleveland, O. 616 So. Michigan Ave., Chicago, 11}
GIBSON-SNOW COMPANY, Inc., THE EASTERN ELECTRIC SUPPLY CO. AMERICAN RADIO CORPORATION,

306 West Willow Street, Syracuse, N. Y. 43 Market St,, Portland, Maine 3-11 North Central Avenue, Baltimore, Md.
SOUTHERN AUTO & EQUIPMENT CO.. Inc., H. A. McRAE & CO., Inc, KIEFER-STEWART CO.,

111 South Forsyth St., Atlanta, Ga. 137 River Street, Troy, N. Y Capitol Ave. & Georgia St., Indianapolis, {nd
WALTER S. GRAY CO, WALTER S. GRAY CO., WALTER S. GRAY CO.,

1054 Mission St., San Francisco, Cal. 926 Midway Pl, Los Angeles 2602 Fourth Ave., Seattle, Wash.

LUCKER SALES COMPANY, 17 South Sixth Strcet, Minneapolis, Minn.
Canadian Distributors: THE OTTO HIGEL CO., Ltd., King and Bathurst Streets, Torontc
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Trade Activities in Buftalo
(Continued from page 90)

the city is Ehrenfreid-Staff, who still has orders
for delivery. Mr. Clare said he has many orders
for the Strand combination to be shipped Feb-
ruary 1 to dealers anticipating a brisk business
in phonograph combinations.
Kurtzmann Co. Fire Damaged

The Kurtzmann Piano Co, on Main street,
was damaged when the adjoining building was
gutted by fire on December 28. The greatest
loss was sustained through water damage done
to merchandise in the basement and smoke on
the upper floors.

Adds Cheney Line

Importance of the phonograph in completely
furnished homes is a matter that has often been
overlooked by dealers and furnishers who make
a specialty Of plan-
ning and furnishing
the home de luxc.
This matter has
often been discussed
at association meet-
ings, as well as in
the trade press. One
of the first exclusive
house furnishers
and decorators to
see the merchandis-
ing possibilities, as
well as the impor-
tance of the phono-
graph in its estab-
lishment, is Hub-
bard & Parker, Inc,
located in the heart
of the city's exclu-
sive shopping district. The corporation recently
added the complete de luxe line of Cheney
phonographs to their stock of finest imported
living-room furnishings, exquisite rugs and
decorations. Immediatcly after the first ship-
ment of Cheneys was received, what is said
to be the first phonograph display seen in the
city’s exclusive shopping district was placed 1n
the windows of the Hubbard-Parker store. Un-
usual intcrest was arouscd, and scores of buyers
visited the store. The display was one of the
niost attractive phonograph windows seen in the
city in somc time. Melvin W. Hubbard, head

e —
Artistic Cheney Display of Hubbard & Parker, Inc.

of the corporation since its reorganization and
reincorporation several months ago, is a Cheney
enthusiast, and declared that when he saw the
importance of adding a phonograph line to his
stock he could choose nothing but what was,
in his estimation, the best on the market. Until
a few months ago the Hubbard-Parker Corp.
was known as the Mitchell-Parker Corp., cater-
ing only to the most discriminating buyers.
To Observe Eclipse

The Federal Telephone Mfg. Corp.’s broad-
casting station, WGR in this city, will play a
most important part in the scientific observ-
ance of the total eclipse of the sun and its
effect on radio broadcasting on the morning of
January 24, 1925, according to L. C. F. Horle,
chief engineer. The Buffalo station enjoys the
distinction of being the only radio broadcasting
station in the shadow path of the great natural

marvel which will sweep from northern Minne-
sota over the Great Lakes region to Connecti-
cut and thence out to sea.
License Radio as Musical Instrument

Radio is a musical instrument, according to
an order handed down by Corporation Counsel
Rupp, when the question came up as to whether
or not proprietors of places of amusement, such
as dance halls, cafes and restaurant, where radio
was used for entertainment, should pay the
music license fee of $10 a year. The city’s coun-
sel ordered that uscrs of radio in thesc places
should pay the regular music fce.

Operalogues Draw Crowds
at Atlantic City, N. J.

Victor Auditorium Crowded With Holiday Vis-
itors Who Enjoy Saturday Evening Programs

Arcantic City, N. J., January 7.—The increased
attendance at the Operalogues, which are given
cvery Saturday evening at the Victor Audi-
torium on the Boardwalk, shows that music lov-
ers are taking advantage of the opportunity of
hearing their favorite operas in this attractive
fashion. The holiday crowd on the Boardwalk
was entertained last Saturday evening by T. L.
Husselton with a story of Mascagni‘s “Caval-
leria Rusticana,” which was illustrated with
Victor records by Caruso, Matzenauer, Mec-
Cormack and the Victor Opera Chorus. The
program on ¢ach Saturday night during Jan-
vary is one of unusual interest. At Christmas
time there was a special aflernoon concert in
the Boardwalk showrooms, and which was en-
titled, “Bells in Music.” Some twelve records
in which bells played a prominent part were
played with an explanatory talk about each
sclection.

Adds Audak Demonstrators

\VoRrCESTER, Mass., January 7.—Steere’s Music
Store, of this city, has now equipped its record
department with Audak record demonstrators.
This is one of the added conveniences for cus-
tomers as well as making it easier to scll
records.

A ncw 1music store has bcen opcned at 321
North Hawthorne avenue, Hawthorne, Cal, by
0. E Carr. The Brunswick line is featured

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly,

We supply the largest Phonograph Manu-
facturers,

Ask for our quotations and samples before
placing your order.

American Mica Works

47 West St. New York

New Guide for Organization
of Local Music Weeks
National Music Week Committee Issues Re-

vised Volume Dealing With Methods for
Planning Music Week Observances

The National Music Week Committee, of
which C. M. Tremaine, Director of the National
Bureau for the Advancement of Musie, is secre
tary, has just issued a revised guide for the
organization of local music weeks in co-opera-
tion with the National Music Week celebration
in May, for which plans are already under way.
The volume is a comprehensive one and gives
in great detail the proper methods to be fol
lowed in organizing local Music Week commit-
tees and carrying on the work in a way to
get best results. The information offered is
not haphazard or theoretical, but is based on
actual experience in the conduct of Music Weeks
in the past.

The development of the Music Week idea
has been most rapid with the result that last
year there were 452 city-wide Music Week cele-
brations, 328 additional places where more re-
stricted observance was held, and 68 cities and
towns where Music Week was celebrated at
dates varying from that of the national observ-
ance. The experience of the commitiees in
these many cities and towns has served to re-
move much of the guesswork connected with
the Music Week celebration.

New Store Opened

Oscar Hocl and Roy McNeany rccently
opencd a new music shop called the Campus
Harmony Shop at 619 State street, Madison,
Wis.

for their supply, is constantly increasing.

find our service dependable.
Try us and be convinced.

CURTIS N.

BUFFALO.N Y.

“HIS MASTER'S VOICE"

ACO v 8 Par OFe
It has always been the policy of this house to build “good will” by rendering a service
that is at all times dependable and cooperative.
The number of Victor dealers we are now serving regularly, and who depend upon us
There must be a reason for their preference.

This not only applies to local and nearby dealers, but many at more distant points
Our shipping facilities out of Buffalo are unexcelled.

Victor Distributor
Exclusively Wholesale

Court & Pearl Sts.
BUFFALO, N.Y.

ANDREWS

BUFFALO.N Y.
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New Year Oge_ns With Continuation of
Good Business in the Toledo Territory

Dealers Finding Greater Profits by Pushing Radio Along With Phonographs—Lion Store Engaged
in Vigorous Business Drive—Frazelle Co. Widens Activities—The Month’s News

ToLEpo, O., January 8~—After-holiday trade with
the majority of dealers in talking machines,
records and radio is keeping up very well
Evidently many persons received gifts of mnoney
which are being invested in machines and radio.
One prominent dealer stated that he believed
his store had made more money by pushing
radio along with the phonograph than he earned
last year selling only machines and records.
This should be the case to be sure—but it also
points the moral that those music merchants
who are refusing to get in now and share in
the profits coming from the new invention, both
in combinations and straight radio, are missing
a very lucrative source of income.

Lion Store Going After Business

The Lion Store Music Rooms are co-opera-
ting with the national and local advertising of
the Victrola by stressing this product in special
and group store publicity. Straight Victrolas
and Brunswicks as well as Radiola combinations
ran up a fine holiday volume.

The year-end sale of odds and ends resulted
in a clean sweep of all broken lots of merchan-
dise. Further, the Red Seal Derby Contest, in
which all the girls of the department are partici-
pating, is proving an excellent sales builder.
Awards are based upon sales of $500. The first
to reach that figure is given first prize. Win-
ning one prize does not, however, eliminate a
contestant. She may continue and is eligible
for any of the other awards.

In the radio division the RCA, Atwater Kent,
and Kennedy sets are setting a fast pace.

Enjoyed Good Holiday Sales

The J. W. Greene Co. experienced a satisfac-
tory holiday machine and radio trade. Record
sales at this store were exceptionally good
The Thompson neutrodyne is a new item of
radio merchandise added. During this year the
house will exploit intensively the Victor, Bruns-
wick and Cheney combinations and the Atwater
Kent, Radiola, Zenith and Magnavox radio
lines.

Frazelle Co. Branching Out

The Frazelle Piano Co. has widened its Sono-
ra, Columbia and Vocalion activities. Records
will be merchandised aggressively. Miss Lilian

Paquette has joined the record sales staff. She
will devote a large part of her efforts to opening
ncw accounts. Young folks will be catered to.
A check-up of buying has revealed that boys
and girls wield a mighty influence in record
purchasing.
Satisfactory Holiday Business
At Grinnell Bros., the Victrola Christmas de-
mand was better than expected. Much of the
business, however, came late. Window displays
with colorful figures of noted musical artists
cmphasized the excellence of the record selec-
tions which were shown along with the minia-
tures. Paul Nagle is a new member of the
sales staff. Henry Stucke, manager of the store,
spent the holidays in New York.
Big Foreign Record Sales
At thc United Music Store foreign records
were eagerly purchased by the Jewish, Italian,
German and Mexican customers, Harry L. Was-
serman reported. The Italian bought opera se-
lections, the German, sacred music; the Mexican
and Spaniard, native music. Gradually Ameri-
can records, however, are being introduced to
the foreign groups, with the résult that a
greater variety of music is finding its way into
these homes. The Paragon radio has been
added. i
Nugent Co. Adds Sonora
The Nugent Furniture Co., according to C. R.
McKenney, has joined forces with the Sonora
line. The new goods will be exploited aggres-
sively. The Columbia also is handled here.
Edison Featured in Window
The Hayes Music Co. is featuring the Shera-
ton model Edison phonograph in window dis-
plays and illustrated newspaper ads. Paul
Hayes, manager, stated that the store is lending
its aid to furthering music, thereby stimulating
the demand for records of worth.
Mrs. Ruth Laidley Made Manager
At the La Salle & Koch Co., F. C. Henderson
Shop, Mrs. Ruth Laidley, formerly with the
Euclid Music Co., Cleveland, has succeeded
Francis R. Follis as manager of the department.
Making Store a Music Center
The Whitney-Blaine-Wildermuth Co., Vic-
trola dealer, beginning with the new year is em-

An OKeh Winter Business Booster
—and you can get it Free! ||

the next few months you won't.
this new OKeh Needle

:

OU may remember to remind every cus-
tomer to buy needles, but the chances
are, with the record buying activity of
That’s where
Displayer does its

25 West 45th St.

General Phonograph Corporation
OTTO HEINEMAN, Pres.

New York, N. Y.

work! Placed prominently on your counter, it
immediately attracts and reminds the custom-
ers about OKeh needles for you! Sixteen
packages of needles can be safely displayed in
the sliding tray under the immovable glass
top; 180 more packages may be stored in the
space underneath the tray, making it unneces-
sary to disturb the tray display when a sale
is made. The case is made of metal, heavily
lacquered and beautifully lithographed.

Every dealer ordering 100,000 OKeh needles
will be presented with one of these valuable
Displayers absolutely FREE. You can easily
sell that many needles and a great many more
during the winter months with the help of the
displayer. Order them from your distributor
to-day and get your OKeh Needle Displayer
FREE!

ploying a music staff with the slogan—"Filling
Toledo’s Musical Nceds”—as a trade-mark for
the store, Henry C. Wildermuth, treasurer,
stated that the Victrola with the Federal radio
was a good holiday business getter. The Hart-
man and Atwater Kent sets were added re-
cently.
Resultful Publicity Drives

The Goosman Piano Co., Bush & Lane, Voca-
lion, Starr and Columbia dealer, enjoyed a sub-
stantial gain in December, according to Fred
N. Goosman, president. Louis Rae, now in
charge of the phonograph department, is work-
ing upon a direct mail campaign. Canvassers
will follow up the advertising.

The Cable Piano Co., in its Christmas pub-
licity, departed somewhat from the usual pro-
gram. Brunswicks and Victrolas wcre exploited
in the same ad with grands, uprights and player-
pianos. The two, however, were separated by
an editorial in the center of the ad. This form
did not in any way reduce the returns, Manager
A. F. Maag reported. Brunswick-Radiola copy,
however, was run in special space.

The South End Music Co. is exploiting in
the newspapers Okeh and Gennett records.
The store deals also in pianos and small goods.

L. J. Comer in New Post

L. J. Comer, for the past several months in
charge of the Toledo territory, for the Columbia
Phonograph Co., has been placed in charge of
the Buffalo office of the concern. During his
short stay in Toledo he has enlisted a host of
friends who wish him every success in his new
position.

Kellogg With Toledo Radio Co.

The Toledo Radio Co., Chas. H. Womeldorff,
general manager, is advising its customers that
62 per cent of the radio business of the season
is still ahead, only one-third of its opportunities
have been corraled so far. Warren L. Kellogg
has severed his connection with Grinnell Bros.
and joined the Toledo Radio Co. as vice-presi-
dent on January 1.

Palmyra Music House Opens
New Radio Department

Pennsylvania Concern Featuring an Excellent
Line of Radio Receivers

PaLmyra, Pa., January 6—The Palmyra Music
House opened a fine department for radio
installation and service. The Mehlin, Behning
and Francis Bacon pianos are handled and the
Brunswick phonograph. In the radio depart-
ment the Atwater Kent, Ware neutrodyne,
Garod neutrodyne, Radiola and Grebe outfits
are on exhibition.

New Victor Record Hanger

For 1925 the Victor Co. has issued a new type
of display card for use in connection with the
monthly record hanger. The card is designed
to be hung in the window or in the booth so
that weekly and monthly record lists may be
attached thereto as they appear. With the new
heading it is possible for the dealer to display
several record lists in hanger form, an excellent
tvpe of publicity.

Had Enjoyable New Year’s

Miss C. Weissmann, secrctary of the Wall-
Kane Needle Mfg. Co., Brooklyn, N. Y., spent
New Year's week at Lakewood, N. J. As secre-
tary of the Wall-Kane organization Miss Weiss-
mann finds much to occupy every minute of
her time, and this short mid-Winter vacation
provides a well-earned rest and an opportunity
to prepare for the big business expected the
coming year.

C. G. Lundin recently opened the Montebello
Music House, Montebello, Cal,, handling phono-
graphs, radio sets and small goods.
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Add
Feoeral

to your phono graph \

Order
No. 417 — Gold finish for Art
Model Consoles, $125
No. 200 — Nickel finish for
Victor No. 215. Special, $120

OUR customers know the rec-

ognized superiority of Federal
Radio Receivers. They know
Federal’s exclusive advantages of
tone beauty, selectivity and dis-
tance range.

Here is your opportunity to offer
all these Federal advantages in
panel form—designed specially for
Victor consoles and all makes of
upright phonographs.

Write us for further information.
Let us show you how you can turn
all your old phonograph customers
into a new and lasting source of
revenue.

No. 135 for all Up-
right Phonographsand
Victor No. 210 Con-
sole, $98.20

FEDERAL TELEPHONE MANUFACTURING CORP.
BUFFALO, N. Y.

/\ ) /
When in New York visit
the Federal Studio, Suite

1710, Times Building. Standard RA D [ O Products
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Sleeper Corp. Announces
Price Cut on Monotrol

Economies Brought About by Increased Pro-
duction Responsible for Reduction

Following its recent increase in capitalization
to one and one-half million dollars, the Sleeper
Radio Corp,, Long Island City, New York, re-
cently announced through Gordon C. Sleepcr,
president of the company, a price rcduction in
the Type 54 Sleeper Monotrol radio receiving
set to $130. In speaking of this price reduction
and policies involved, Mr. Sleeper said:

“Due to the popularity which the Sleepcr

Gordon C. Sleeper at His Desk
Monotrol has experienced and the favor in
which it is held by the radio public and due to
our consequent increased production, we have
been enabled to write off our books many thou-
sands of dollars of special cost for tools, dies,
molds, and the heavy expense burden of mov-
ing into our new plant last August. By virtue
of the ensuing savings we have been able to
make this noteworthy reduction in the price of
the Monotrol. We feel that it is only right and
just that we should share our prosperity with
our dealers and the radio public, upon whose
good-will all our permanent success must de-
pend. However, the most important factor of
interest to the trade, aside from the reduction in
price, 1s the full protection which the Sleeper
Radio Corp. is offering not only to its distrib-
utors but also all Sleeper dealers. So that not-
withstanding the reduction in price no dealer
with stock in hand will find it necessary to take
a loss but will consequently benefit rather by
the reduction in price. We feel that in pur-
suing such a policy we are building upon per-
manent ground for the solid and healthy busi-
ness of which the radio industry is most deserv-
ing

New Advertising Manager
for Mohawk Electric Corp.

J. F. Quinn Joins Company in That Position—
Large National and Local Drive Planned

The Mohawk Electric Corp., of Chicago, man-
ufacturer of the Mohawk line of receivers, an-
nounces thé association with the corporation
of J. F. Quinn as advertising manager. Mr.
Quinn was formerly associated with Sears, Roe-
buck Co., of Chicago, as advertising manager,
and his experience in the advertising and mer-
chandising branches extends over a period of
many years.

The national advertising campaign which the
manufacturer of the Mohawk receivers is launch-
ing is under the supervision of J. F. Quinn,
who intends to make the one-dial Mohawk
receivers better known than any on the market
to-day.

Besides the national publication campaign the
plan includes independent concentrated drives
in the various large trade centers of the nation
through the agency of all the well-established
buying mediums and systems, thus giving the
dealers in all sections the double benefit of a
national, as well as local drive, at all times of
the year.

Government Reports
1923 Radio Manufactures

Total for That Year Valued at $43460,676.50—
1924 Production Reported Higher in Value

WasHINGToN, D. C, January 7.—Announce-
ment from the Department of Commerce shows
that, according to data collected at the biennial
census of manufacturers, radio apparatus to the
value of $43,460,676.50 was manufactured during
the year of 1923. This included 1,889,614 head
receivers valued at $5,352,441; 508,001 speakers
valued at $5,621,961; 414,588 receiving sets val-
ved at $12,064,992.50, and 116,497 receiving sets
of the crystal type valued at $550,201.

The manufacture of 2,601,575 radio tubes val-
ued at $4,572,250.50 was reported as a separate
itemn. A part of these tubes were sold to man-
ufacturers of complete receiving sets (their value

therefore being included in the total value of’

such sets) and the remainder were sold to in-
dividual purchasers for use in the regulation
rcceivers.

Manufacturers expect that this year the fig-
ures will approximate $130,000,000 in round fig-
ures, which is an increase of three times those
of last year. When it is considered that nearly
cvery manufacturer has reported sales increases

Sets include the
amous Brach
Arrester—

Type 223, Type 210
or Storm King
Sets Retail at $5.50.

3 $5.00 or $4.00

BRACH

Complete Radio
Aerial Outfit

L.SBrach M

133179 FUSSEX AVE. N

Aerial Outtit

Saves time. Speeds sales.
Quickens Profits.
Pleases Patrons.

Every Essential Part in the

BRACH

Complete Radio
Aerial Outfit

—and every part conforms to standards re-
quired by National Board of Fire Under-
writers.

Dealers help their customers and profit them-
selves by selling these Complete Radio An-
tennas. It is the new way of selling.

Instead of delving after ten different articles
—measuring and counting—the whole ten
needed parts are sold in one package.

L. S. BRACH MFG. CO.
Newark - - - New Jersey

Acme Chargers
Radio A & B Batteries

Type AB-120
A charger for both A and BB Batteries.

Charges ‘‘A’" battery 2.5 ampere rate. No
fussing when charging 100 volt “B’’ battery,
lead or Edison—in series—at 100-250 milli-
ampere rate.

This is the type of charger that is demanded
by owners of the better receiving sets.

Price—2.5 amp. size (minus bulb), $16.50.
DBulb—$1.00. Liberal discounts.

Also made in 6 amp. size with or without
meter.

SeH Acmes for satisfaction and profits.

Distributors wanted. Write for our proposition.

The Acme Electric & Mfg. Co.

1350 Hamilton Ave. Cleveland, Ohio

of from 100 per cent to over 500 per cent over
1923, it is not inconceivable that this or even
a larger amount should have been spent for
radio apparatus.

Al Jolson, Brunswick
Artist, at Winter Garden

Brunswick dealers in New York territory
received a communication recently from the
Eastern phonograph division of the company
calling attention to the fact that Al Jolson and
his new show, “Big Boy,” were scheduled for a
long stay in New York at the Winter Garden.
This famous vaudeville and musical comcdy
star and exclusive Brunswick artist opened at
the Winter Garden on January 7, and the news-
paper critics were unanimous in predicting that
the show was the biggest hit that Al Jolson
has ever achieved. In connection with this pro-
duction Mr. Jolson recorded for the Brunswick
library “Big Boy” and “Hello, 'Tucky,” and
Brunswick dealers throughout the metropolitan
territory are featuring this record coincident
with the run of the show.

Zenith Executives in City

Eugene F. McDonald, Jr., president, and H.
H. Roemer, sales promotion manager of the
Zenith Radio Corp., Chicago, made a flying trip
to New York the early part of the month for a
conference with Paul B. Klugh, manager of the
Eastern office. Mr. McDonald was delighted to
find that Zenith dealers and jobbers in the East
had closed an excellent year, with the principal
problem being one of securing sufficient sets to
meet the ever-growing demands of the trade in
this district.

Lakeman Opens in New York

Paul B. Klugh, manager of the Eastern office
of the Zenith Radio Corp., announced recently
the resignation of Fred E. Lakeman, effective
January 1. Mr. Lakeman, who has been one
of the Zenith travelers in the East, resigned for
the purpose of entering the retail radio business
in New York City. His advertising features
Zenith products exclusively, and he has already
nsed space in the New York papers in his
sales promotion campaign.
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NEUTRODYNE

stands clear and alone

ARE you one of the thousands who, won-
dering what radio set to buy, are caught in
the confusion of radio names and claims?

Radio, the wonder of the age, has been
revolutionary. It has passed through the
experimental stages faster than any other
industry Out of this have come four main
circuits or systems of radio reception
The first three of these were originally
designed and perfected to receive and
emphasize the staccato dot-and-dash of
radio telegraphy

Neutrodyne followed broadcasting

In 1920, the broadcasting of music and
speech as a free public service for enter-
tainment in the home was begun. Imme-
diately the electrical engineers sought to
adapt the three existing systems to the
new conditions, 3

In 1922, L. A. Hazeltine, Professor of
Electrical Engineering at Stevens Insti-
tute of Technology, saw the inherent diffi-
culties in the existing circuits. He took
the factors as represented by the new
conditions and mathematically worked
out an entirely new system of broadcast
reception.

With nothing but Professor Hazeltine's
figures to work from, a receiving set was
built, and marvelous to report, it worked
perfectly the very first time it was tried
Distance. tone, ability to pick out any
station anywhere, were right there in the
first set built. It was a tremendous triumph
for pure science.

The principles established by this first
Neutrodyne are the identical ones em-
bodied in every Neutrodyne set which has
since been built.

Neutrodyne designed to receive
broadcasting

The Neutrodyne stands today as the only
radio receiver specifi-
cally built for the recep-
tion of moderg broad-

In order to protect the [TETEE
public from fraudulent
Neutrodynes, the Hazel-
tine Corporation was
formed, and Professor

NEU

If it hasn’t this label,
it isn't a Neutrodyne.
casting It is there for your

Hazeltine entrusted his great idea to just
fourteen hand-picked, licensed manufac-
turers,. These fourteen radio builders are
grouped fnto one association, known as the
Independent Radio Manufacturers, Incor-
porated. No other manufacturers may
use the genuine Neutrodyne principle!
All present-day receivers, with the sole
exception of the Neutrodyne, are adapta-
tions of radio-telegraph receiving systems.

Neutrodyne superiorities
The definite advantages of the Neutro-
dyne are, first, Selectivity. You set the
dials at predetermined points and hear
only the one station you have selected. All
others are rejected.

Clarity is the second point of Neutro-
dyne superiority. Neutrodynes create no
squawks or whistles to disturb you or your
neighbors. If all receivers were Neutro-
dynes, radio reception would be entirely
free from squeals. Neutrodyne also guar-
antees perfect tone quality. Reproductions
are faithfully realistic, producing the high
notes of the violin. the low guttural twang
of the bass viol, the roll of the drums.
Human voices, sung or spoken, sound
human.

The third Neutrodyne advantage 1s
Distance If the radio waves from a dis-
tant city are reaching your neighborhood.
your Neutrodyne will convert them into
voice or music. Neutrodyne owners know
that what they cannot hear, no one else
can If*“distance lends enchantment,” you
want a Neutrodyne.

The fourth and perhaps greatest of
Neutrodyne features is absolute Depend-
ability Neutrodynes never disappoint
If you invite guests to a radio party—your
Neutrodyne will not fail you. Apologies
such as, "It worked all right /ast night,”
are not heard in Neutrodyne-equipped
homes. Yes, there really
1is a receiver that always
works—it's Neutrodyne

Hazcltine Corporation
(Sole Owner of Neutrodyne
Patents and Trade-marks).
Independent Radio Manu-
facturers, Incorporated
(Exclusive Licensecof Hazel-
tine Corporation).

Perfected Radio

So the public
may know about

Neutrodyne

el
©

REPRODUCED herewith
(greatly reduced) is the
first advertisement in a
series, broadcasting the
truth about Neutrodyne.
This advertisement ap-
pears in a string of news-
papers in the great radio
centers of the country—
papers with a reading
audience of some twenty-
four millions!

It also appears in The
Saturday Evening Post,
reaching a reading audi-
ence of another six mil-
lions! Powerful publicity.
Tremendous circulation.
A great influence for
sales.

This campaign is edu-
cational—and timely. It
is designed to clear away
thesmoke-screenthathas
confused the public with
variousnamesand claims.
It is designed to make it
easier for you to sell Neu-
trodyne receivers.

Hazeltine Corporation
(Sole Owner of Neutro-
dyne Patents and Trade-
marks). Independent
Radio Manufacturers, In-
corporated (Exclusive
Licensee of Hazeltine

Corporation).
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Holiday Business of San Francisco Re-
tailers Creates Optimism in the Trade

Prospects for 1925 Are Bright—Baldwin Adds Sonora Phonograph Line—Zenith Dealers Hold
Successful Meeting—New Sherman, Clay Branches Now Operating—News of the Month

San Francisco, CaL, January 4-—The holiday
business in San Francisco and surrounding
towns was well up to expectations and, what is
better still, the two weeks which have elapsed
since Christinas have seen no appreciable falling
off in the demand for either talking machines
or radio sets.

Baldwin Takes on Sonora Line

The Baldwin Piano Co. recently added the line
of Sonora phonographs to its stock. The new
department will be given considerable attention.

AR

W. H. Kaempfer
The decision to add phonographs to its line was
caused by the large number of prospects for
phonographs which are picked up by the outside
salesmen.
W. H. Kaempfer Looking Ahead

W. H Kaempfer, manager of the San Fran-
cisco offices of Listenwalter & Gough, Zenith
distributors, is typical of the successful Califor-
nia business man who never permits the words
“no” and “to-morrow’” to become factors in his

salesmen’s reports. Mr. Kaempfer has not only
won the esteem and friendship of Zenith dealers
in San Francisco territory, but has earned their
good will by the assistance and service that he
and his organization are giving to the trade.

‘Mr. Kaempfer believes, in common with the

majority of progressive California radio execu-
tives, that the higher priced sets will be the
leading sellers during the coming year, and his
sales staff is being trained to handle this type
of trade efficiently and satisfactorily.
Zenith Dealers Get-together

No more enthusiastic gathering of dealers has
ever assembled than was evidenced at the Zenith
banquet held recently at the Fairmont Hotel,
under the auspices of the San Francisco man-
agement of Listen-
walter & Gough,
Zenith jobbers. The
occasion marked the
appearance in San
Francisco of H. H.
Roemer, sales pro-
motion manager of
the Zenith Radio
Corp.,, and the ban-
quet emphasized the
interest aroused in
the new Zenith
product among Cal-
ifornia dealers. Mr.
Roemer was the guest of honor at the dinner,
giving one of his usual interesting and forceful
addresses devoted primarily to merchandising
suggestions of value to the Zenith dealers in
attendance.

New Sherman-Clay Branches

The new Mission street branch of Sherman,
Clay & Co. is now in full running order and is
making an excellent showing. A complete
stock of all musical instruments is carried and
the equipment is most modern. The branch is
under the direction of Edward Conn, assisted by
George Schilling, in charge of the Victor depart-
ment, and William H. Rhodes, in charge of
radio. A new Sherman-Clay branch was re-
cently opened at 2400 Telegraph avenue, Berke-
ley, under the management of Edward Pilgrim.

SPEAKER

Standard equipment !o'r
full, undistorted amplifi-
cation.

Containing the matchless
Type H Baldwin Unit.

Extra strong horn, per-
fectly proportioned for
pure tone and controlled
volume.

‘?# W rite for specifications
gs and terms

NATHANIEL

BALDWIN

NATHANIEL BALDWIN INC.

&
O

vl

% !

227 Fulton Street

1% 7

LTS

Radio-Speakers, Headphones, Units, Phone-Speakers
EASTERN DISTRICT SALES OFFICE
New York City, N. Y.
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Zenith Dealers at San Francisco Banquet Mting

A complete stock of musical instruments is car-
ried at this establishment.
Wiley B. Allen Changes

There have been a number of changes in the
personnel of the Wiley B. Allen Co. Frank M.
Case, manager of the Portland, Ore., branch of
the company for many years, retired to take
care of the Portland interests of Sherman, Clay
& Co. He is being succeeded by B. R. Brass-
field, who has held the position of superintend-
ent of agencies. F. Robert Grubbs, who has
been connected with the music trades in both a
retail and wholesale capacity, has taken over
Mr. Brassfield's former position and has started
on a trip, visiting California dealers.

Munson-Rayner Corp. Adds Radio

After extensive alterations and renovations
the Munson-Rayner Corp. has taken on a com-
plete stock of radio merchandise, featuring the
products of the Colin B. Kennedy Co., the R. E.
Thompson Mfg. Co., and the Eisemann Mag-
neto Corp. R. L. Rayner, president of the com-
pany, recently stated that the decision to carry

radio was made after a careful study of the
field and the growing tendency of the music
trades to accept it. The same policies that
have existed in the company’s distribution of
Vocalion records will be observed in the han-
dling of radio. The new division is under the
direction of E. R. Darvill.

Spanish-American Records
Added to Victor Catalog
Records Made Primarily for Export to Latin-

American Countries Now to Be Included in
Catalogs for Domestic Sale

The Victor Talking Machine Co. has an-
nounced that a number of Spanish-American
records will be included in the 1925 catalog of
that company, it being believed that in view
of the admission of a number of natives of
Latin-American countries to the United States
during the last few years, there should prove
a sizable market for the records among the
Spanish-speaking population in all sections of
the world.

One hundred and nineteen records will be
included in the 1925 edition of the U. S. Nu-
merical Catalog, the records being of the latest
Spanish-American music as recorded for ex-
port.

Philpitt Expands in Orlando

OrLANDo, FrA., January 6.—On December 30
the local branch store of S. Ernest Philpitt &
Son was moved to a new and much larger
store in this city, in order to take care of the
increasing volume of business. The branch is
under the direct management of Marshall S.
Philpitt, who, during the few months he has
been in charge, has shown good results.

Radio Firm Chartered

The Shore Radio Service, Inc., of Chester-
town, Md., has filed articles of incorporation
with the State Tax Commission. The com-
pany is capitalized at $10,000. The incorpor-
ators are Philip B. Kratzer, John E. Spelcher,
Jr., and Percy E. Lee.
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SINCE 1915—THE STANDARD TUBE FOR ALL SETS * A A}

—OFf to a Flyz:ﬂg Start

1925 Looms as a Big Profitable Year
for Dealers Handling

4

DIO
BringaThrill Wh

TUBES
n'Winter Comes.

Put’Jazz Into The Party

RADIO /TUBES |

To put a real sales punch behind every Cunningham Radio Tube—to assist the dealer in every possible way—is
the merchandising policy and practice of this company. ‘

Christmas sales were enormously stimulated by the Holiday

directing attention to the pleasure that Radio brings into
gift boxes, holding 3 and 5 tubes, which we distributed to

every home. Executed in fadeless, sun and water proof oil

Cunningham dealers upon request.

Reports already received indicate that the series of seven
colored posters, illustrated in part on this page, are proving

pigments, these posters should be a permanent part of every
dealer’s equipment. The set is still available to those who
write at once for it.

The Cunningham full-page ad. in the Saturday Evening Post

| their value to dealers every day. Particularly designed to
| meet the needs of the music merchant, these nine-color
| “Business Getters” are daily demonstrating their worth in

of December 20th, the Cunningham display copy in the radio
magannes and in the leading newspapers of nineteen cities— |
all this is at work all the time for Cunningham dealers. \

| A perfected product, sound merchandising, and extensive publicity always yield Dealer- Profits and Customer-Satisfacticn

HOME OFFICE: ﬁ . Z: CHICAGO
182 SECOND STREET 7 g - (i
SAN FRANCISCO NEW YORK \
4

SINCE 1915—~STANDARD FOR ALL SETS

TYPES: C3o1A, C299, C300, C11, Cr2
in the orange and blue carton.

[ L]

are covered by patents dated 2-18-08, 2-18-12,
12-30-13, 10-23-17, 10-23-17, and others
issued and pending.

DATA BOOK: Cunningham 40- il
page Data Book fully explaining l

care and operation of Radio Tubes

sent on request to San Francisco |
flice.
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H
PATENT NOTICE: Cunningham subes I

9
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Music Meréila;lts of Los Angeles Adop?

Strict Code of Retail Ethical Practise

Formulated by Ferris R. Miller, of Better Business Bureau It Eliminates Unfair Competition and
Protects Public—New Carrying Charge on Time Sales Also Favored by Trade

Los ANGeLEs, CaL., January 4.—One of the
most remarkable instances of an honest en-
deavor to clean up advertising seems about
to be completed in Los Angeles, which will
reflect the greatest credit on the music trade
among the other trades in this city and in ad-
dition be epoch-making, perhaps, in the trade
itself, forming a pattern which will be copied
in other parts of the country.

Strenuous efforts had been made by the
members of the Music Trades Association of
Southern California to curb the increasing ten-
dency toward exaggeration and half-truths
which were appearing in the display and classi-
fied daily newspaper columns week after week.
Constant appeals were made by members of
the public for protection and redress, but the
difficulty of actually bringing home the enor-
mity of the offenses to the perpetrators seemed
insurmountable.

Suddenly, but after much preparation and
thought, relief seemed to appear, relief, which
far exceeded the most sanguine expectations;
relief, which is so far reaching and so filled
with potentialities for good that those who are
taking part in furtherance of the efforts are
inclined to rub their eyes and make sure of their
own wakefulness.

Credit is due to Ferris R. Miller, manager
of the Better Business Bureau, who formulated
and then obtained the signatures of ghe heads
of the music houses to the following rules or
“code of ethics”:

1. No names of makes of used phonographs
and used pianos shall be advertised except
those regularly handled by a dealer.

2. No pianos shall be advertised for rent.

3. The expression “and up” shall be elimi-
nated in advertising prices. Let the advertising
show the price range.

4. All comparative prices and values shall be
completely eliminated, including such expres-
sions as “half price,” “third off,” “worth
double,” etc.

The first rule is an elaboration of the ex-
cellent resolution which has been in force among
the members of the Music Trades Association
of Southern California for some time, namely,
the elimination of the names of all makes of
phonographs not regularly carried by a mem-
ber in advertising. This Association rule pre-
cluded the possibility of members running
“spite sales” of competitors’ goods or from ad-
vertising a phonograph of some make which
they did not regularly stock but which they ad-
vertised merely as “bait.” The Better Business
Bureau rule extends to pianos and will prob-
ably include small goods.

Rule two may seem at first sight unneces-
sarily stringent, but its object is to prevent the
abuse of advertising “for rent” pianos rather
than the legitimate use. There seemed to be
no other way of stopping the fake advertising,
of “Pianos for rent—$l per month.” The
renting of pianos for less than $5 per month
is almost unknown.

There was also some question in regard to
the usefulness of forbidding *“and up” adver-
tising, but the excellence of the other rules for-
bade any quibbling on one phrase or another.

Perhaps the most important of all is rule
four, which throws comparative values adver-
tising into the discard.

Mr. Miller has obtained the signatures of

the managers and proprietors of most of the
leading music houses in Los Angeles to this
code of ethics and it has already been put
into effect and is being acted up to the letter
by the majority. Among those who first en-
dorsed what the Better Business Bureau chief
called “propositions” were the Rudolph Wur-
litzer Co. and the Southern California Music
Co., General Manager Lyons for the former
and President Uhl for the latter.
Scale for Carrying Charges

Going into a well-thought-out detailed sched-
ule of percentages, the Board of Directors of
the Music Trades Association of Northern Cali-
fornia have drawn up the following scale for
carrying charges instead of interest on de-
ferred payments for band and orchestra in-
struments, phonographs and radio, as follows:

5 per cent to be added to the balance of
account after first payment is deducted if the
contract is to run ten months or less.

6 per cent to be added to the balance of
account after first payment is deducted if the
contract is to fun eleven or twelve months.

7 per cent to be added to the balance of
account after first payment is deducted if the
contract is to run thirteen or fourteen months.

8 per cent to be added to the balance of
account after first payment is deducted if the
contract is to run fifteen months.

Carrying charge is to be canceled if account
is paid up in full within sixty days from date
of sale.

Interest at 8 per cent per annum is to be
charged from the date of maturity of contract
on any balance remaining unpaid at that time.

A customer buys a talking machine on ten
months’ time for $150, paying $30 down—the
balance remaining is $120. The carrying charge
for ten months contract is 5 per cent or $6,
making a total of $126. The salesman makes
out the contract for a total of $156, the down
payment is to be $30 and the balance at $12.60
per month for ten months.

—_—

CONTENENTAL

“New Yorks Leading Radio House”

TRADE MARK

THE SYMBOL OF SERVICE

Distributors for:

Alden Mfg. Co. [ Lopez Low-Loss Tuner
(“Na-ald”) #!Manhattan Electric Sup-
Allen Bradley Electric | ply Co.
Co. Mitchell-Rand
American Transformer R. Mitchell & Co. (*Se-
Co. ar-de”)
L. S. Brach Mueller Electric

Cornish Wire Co.

Crosley Radio Corp.

Chaslyn Co.

Como Apparatus Co.

Daven Radio

Diamond State Fibre

Dubilier Cond. & Radio
Corp.

Eby Mfg. Co.

General Radio

Jewell Elect. Instrument

Colin B. Kennedy

King Electric

Multiple Electrical
Products

National Carbon (E. R.
Batt)

Pacent Electric

Premier Electric

Radio Corp. of America

Sterling Mfg. Co.

Testrite Inst. Co.

U. S. Tool Co., Inc.

Ward-Leonard

Western Electric Co.

Weston Electrical Inst.

Plenty of Service—Permanent Service

Service such as Continental Radio and Electric
Corpn. offer to radio dealers covers every detail
in the merchandising of radio equipment. Plenty
of Service—the right kind and at the right time
is an asset to any dealer.

It is Service the year round —always dependable —
that helps make your radio business a success.

Continental Radio and Electric Corpn. offer you
for the new year—Plenty of Service—and Per-
manent Service.

W holesale Distributors Only

CONTINENTAL RADIO & ELECTRIC CORPN.

Fifteen Warren Street

New York, U. S. A.

2092-Q
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At Last

Set you can
concentrate on

Hundreds of dealers are turning to the
Grimes Type 3X-P Receiver. It answers
the long-felt need of a receiver with a real
selling appeal. Built and sponsored by
David Grimes, the authoritative radio
engineer, this official laboratory model is
the last word on dependability. Its price
is within the reach of every pocketbook;
its performance is astoundingly excellent.

GRIMES

Type 3X-P
INVERSE DUPLEX

Why Type 3X-P sells so easily

To be sure there is a tone quality, a superior
selectivity and a freedom from tube sput-
tering in type 3X-P, that only the Inverse
Duplex System makes possible. Back of
it all, however, this receiver sells because
of its economy.

—3 tubes do the work of 6

—half the expense on new tubes
—half the expense on replacements
—half the drain on the batteries

All this makes rapid turnover possible—
less to worry about for the dealer—more
to depend upon in the quality and the
reliability of the receiver.

Dealers apply to your nearest jobber; job-
bers write direct to

142,

INCORPORATED

INVERSE DUPLEX SYSTEM
Insures Narural Tone Qualizy

Strand Theatre Building
New York City

Why make your set
a charity box ?

When a 3 tube receiver
will do the Work./

Every new tube you buy—every one
you replace—costs money.

The more tubes in your set, the more
it costs to operate.

‘Why make your set a charity box?
‘Why use six tubes, when with the
Grimes 3X-P Receiver you can get
even better tone quality, even better
selectivity, and can tune out powerful
neighboring stations to bring in dis-
tant ones?

Visit our store. See and hear for
yourself this marvelous creation of
avid Grimes, creator of the famous
imes Inverse Duplex System Its
chase will save you money in in-
ost, operation, and will give you
s you wish to hear it.

Type3X-P

offm(hl/ f)ﬂbénata) Y /‘ '

RETAIL
PRICE S

EASY OF THE ROCKILS

Without Accessories

This Space for DEALER’S
NAME AND ADDRESS

Mats or finished proofs
of a complete series of
dealer advertisements
like this are available
in various sfzes.
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The standard of tone quality.
Simplicity of operation.

Finest material and workmanship.
Efficient and reliable.

MR. DEALER:-—

it is backed by a reliable organization.

have you represent us.

93 Federal Street

Representatives for

Famous 3-XP Inverse Duplex
List Price $85.00 (i)

Backed by a National Advertising Campaign

After careful investigation, we have selected this famous instrument as our leader.

You should know our plan of distribution in your locality.

Worite or phone immediately.

NEW ENGLAND TALKING MACHINE CO.

A Message

“From The House of Service”

DAVID GRIMES, Inc.

Manufacturers of the

H#NVERSE
DUPLEX

Insures Natural Tone Quality

LICENILO UNDER PATENTS ISSUED AND PENOING

In addition,

We are personally interested to

BOSTON, MASS.

A'@ﬂ@

WHOLESALE

'(:IRILLING & MONTAGUE
) r"

LIVE Dealers Wanted

Our rapid growth has necessitated our recent removal to
larger quarters. We grow because we give the kind of
service the dealer wants. Let us serve you and help you to

“ GROW WITH US "
DISTRIBUTORS OF

GRIMES

ENVERSE
DUPLEX

Insures Natural Tone Quality

SICENSED UNDER PATENTS ISSULD AND PENDING

Al
Bright Star Batteries Brach Aerial Outfits
(Supreme in Every Test) Head sefs
Fahnestock Clips Loud Speakers
NEW CATALOGS
Our extensive 1924-1925 Radio Catalog Now Ready
Mailed FREE for the asking

TRILLING & MONTAGUE

Exclusive Wholesale Radio Merchandisers

49 North Seventh Street PHILADELPHIA, PA.

PACIFIC COAST
MUSIC DEALERS

can obtain the

GRIMES

HENVERSE
DUPLEX

Insures Natural Tone Quality

LICENSED UNDER PATENTS ISSUED AND PENDING

The greatest innovation in Radio in years. A
wonderful Receiver at a reasonable price.

from

Western Radio, Inc.
1224 Wall St.
Los Angeles
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To Discuss Standard
Forms for Business

Conference Called in Washington on January
14 in Effort to Develop Standards in Inquiry,
Purchase, Order and Invoice Forms.

WaAsHINGTON, D. C. January 2.—A conference
to be held here January 14 has just been called
by the Department of Commerce in an effort
to bring about cconomies in current commercial
practice through the adoption of standard in-
quiry, purchase, order and invoice forms. The
National Association of Purchasing Agents, at
whose request the meeting was called, declares
that a survey by that organization indicates a
potential saving of more than $15,000,000 annu-
ally to the business concerns of the country
through the adoption of such standard forms.

The invitations sent out by the division of
simplified practice call the attention of more
than 1,200 trade associations to the proposals
and ask themn to designate some one to repre-
sent their interests at the forthcoming meeting.

It is pointed out that there are four funda-
mental steps in any purchasing transaction:
Inquiry, selection, purchase and payment; and
that the shortest, simplest and most effective
methods of handling each of these four are of
utmost importance to modern business. The
analysis of the proposed standard invoice form
developed from a study of thousands of invoice
forms in many lines of business, it is stated,
showed certain terms, expressions and other
data occurring with great frequcncy.

Brief on Mileage Books
Is Filed by Travelers

International Federation Urges Interstate Com-
merce Commission to Order Test of Plan to
Demonstrate Its Practicability

WasHINGTON, D. C. January 6.—A brief has
just becen filed with the Interstate Commerce
Commission by the International Federation of
Commercial Travelers’ Organizations, in sup-
port of a 20 per cent reduction below the
inaximum fare for interchangeable scrip or
mileage tickets. Thec brief said that experience
has shown that increased farcs do not mean
increased revenucs and, conversely, decreased
fares do not mean decreased revenues.

The brief, which is along lines similar to
others that have been filed, urged the commis-
sion to enter an order which would provide a
practical test, provided it was donc upon the
record in the case and was not bascd cntirely
on the purpose of the law. The organization
further believed that the phonograph require-
ments by carriers was not necessary and that
the exemption of carriers made by the commis-
sion in its original decision was right. It
claimed further that no evidence had been in-
troduced at the last hearing that would justify
or warrant further exemptions.

Music Department Opened
by Tacoma Drug House
McMillan Bros. to Handle Full Line of Pianos,

Brunswick Phonographs With Radio, Musical
Merchandise, Rolls, Etc.

Tacoma, WasH., January 2—A ncw music de-
partment, handling pianos, Brunswick phono-
graphs, latest music rolls and musical merchan-
dise, has just been opened by McMillan Bros.,
located in the Darmer Building, 1111 Broadway,
this city. The firm, which has been long estab-
lished in the retail drug business at this address,
has remodeled its quarters to make room for
the new departmment. The music end of the
business will be conducted on the mezzanine
and second floors of the building, demonstration
booths having been installed on both floors.
The displays are attractively arranged. '

William H. Barker Dies
Suddenly in Brooklyn

President of American Talking Machine Co.
Suffer.s Stroke on Day Before Christmas—
Was in the Trade for 21 Years

‘ William H. Barker, president of the Amer-
ican Talking Machine Co., Victor wholesaler in
Brooklyn, N. Y., died suddenly at his home
492 Macon street, Brooklyn, on December 24'
as the result of a stroke which he suffered soon
after arriving and to which he succumbed
shortly after.

Mr. Barker was fifty-eight years old, and
after being engaged successfully in Brooklyn
for a number of years, joined the American
tI‘all.cing Machine Co. at the time of its organ-
lzation twenty-one years ago, and remained its
president until the time of his death. He was
a man of genial disposition and popular with
those in the trade with whom he came in con-
tact. He was a member of various civic and

fraternal organizations, including various Ma-
sonic bodies and the Shrine.

The funeral services were held on Saturday
afternoon at the Fairchild Chapel, 86 Lefferts
place, Brooklyn, and were attended by the staff
of the American Talking Machine Co., as well
as many members of the trade in the metro-
politan district. Mr. Barker, who was a bache-
lor, is survived by two sisters and two brothers
who reside in Boston.

Altoonar Dealers Broadcast

ALT0ONA, PA, January 7—The Brooks Music
House, the F. A. Winter Music House and the
KRussell & Rigg Music House, all of Altoona, are
participating in the broadcasting program from
station WFBG operated by the Altoona Tribune
and the William F. Gable Co. Each of the
three firms on various days at stated hours
during the week render programs, which are
very much appreciated by the listeners-in, ac-
cording to the letters that come in daily.

Start the New Year Right
By Using
Phillips

W nn "

PHONO-RADIO-TONE ARM

TRADE MARK REG

o —

Phillips Special
Length 81:"--9°

Can. Pat. 241205—U. S. Pat. Pending

The newest Phillips model shown herewith incorpo-
rates the best and newest features in radio tone arms.

Samples $5.00

Quantity Prices on Request

Modifier for both
Radio and Phonograph

tone arms purchased from us.

WARNING.

We hereby announce that we claim exclusive rights in a
tone arm with a dual inlet for a talking machine sound box
and the radio receiver, and that we are prepared to protect
our customers with an adequate patent guarantee on all such

145 West 452 Street

WM PHILLIPS PHONO PARTS CORP:

CABLE ADDRESS
"PHONOPARTS"

New York GCity
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J. A. Sieber Made Officer
of Advertising Company

Popular Advertising Executive Is Now Vices
President of Pratt & Lindsay—Has Had Wide
Trade and Advertising Expenence
The many friends in the trade of J. A. Sieber,

for the past four years advertising manager of

the General Phonograph Corp., New York, man-
ufacturer of Okeh and Odeon records, Heine-
man motors, steel needles and other products,
will be interested to learn that this popular

J. A. Sieber

advertising executive is now vice-president of
Pratt & Lindsay, a well-known and successful
advertising agency, with headquarters at 461
Eighth avenue, New York. Mr. Sieber assumed
his new duties the first of the year, taking with
him the hearty good wishes and good will of the
executive staff of the General Phonograph Corp.

Mr., Sieber is particularly well qualified to
enter upon executive work with an advertising
agency, for his experience during the past tcn
years has given him an intimate knowledge of
all phases of advertising and publicity work. He
joined the Columbia Phonograph Co.’s retail
selling organization in 1914, subsequently spe-
cializing in dealer service work at the New York
wholesale branch and later being promoted to
the post of assistant manager of the dealer serv-
ice department of the Columbia executive offices.
Mr. Sieber joined the Okeh organization in 1921
and over a period of four years was responsible
for the exceptionally fine advertising that has
been used by the General Phonograph Corp. to
feature Okeh and Odeon records. As vice-

president of Pratt & Lindsay Mr. Sieber will
have a splendid opportunity to further dem-
onstrate his capability as an advertising and
merchandising executive.

Prominent Distributors
Handle Starr Loud Speaker

Latest Product of Starr Piano Co. Making
Rapid Strides in Trade and Public Popularity

The Starr loud speaker, the latest product of
the Starr Piano Co., Richmond, Ind., is assured
of widespread distribution through the metro-
politan district by virtue of the wholesale con-
nections already made and those in prospect
The wholesale representation has been granted
to the Capitol Distributing Co., Emerson Radio
& Phonograph Co., Herbert-John Corp. and
Davega. A further announcement regarding
wholesale concerns, prominent in the talking
machine trade, taking on the Starr cabinet loud
speaker is expected in the course of a few days.
G. H. Keats, of the New York office of thc
Starr Piano Co., states that the new loud
speaker has taken exceptionally well with the
New York trade and dealers are waxing enthu-
siastic over both the appearance and quality of
the product. Production at the factory is con-
stantly being increased to keep pace with the
demand.

Geo. A. Lyons’ Sister Dies

Geo. A. Lyons, assistant to Harry A. Beach,
manager of the Eastern phonograph division
of the Brunswick-Balke-Collender Co., is receiv-
ing the sympathy of his many friends in the
trade upon the death of his sister, Mrs. Nellie
Ahles, who died at her home in Baltimore,
Md., on Christmas Day, after an illness of three
days. Mr. Lyons, accompanied by his brother,
E. B. Lyons, formerly general manager of the
Eclipse Musical Co., Cleveland, attended the
funeral services. Mrs. Ahles is survived by her
husband and a two-year-old boy.

Congratulates the Victor Co.

The Freed-Eisemann Radio Corp., Brooklyn,
N. Y., through Alexander Eisemann, treasurer,
has sent a letter of hearty congratulation to
the Victor Talking Machine Co., on the success
of its inaugural program on New Year’s night.

Okeh Records
Negro Records
Irish Records
Standard Records
Odeon Records
Foreign Records

General

15 West 18th St.

Always Ready
to supply you with

Phonograph Corporation

New York Distributing Division

Okeh Needles
Truetone Needles
Kimberly Phonographs
Outing Portables
Honest Quaker Main
Springs and parts

New York, N. Y.

OngBrandle handles it

‘Master of Movable Music'

4 Years
Have Proved
Outing
Portables
Are the
Best

General Phonograph Corp
15 West 18th St. New York, N. Y.

Metropolitan Quting Distributor

Eagle Radio Co. Announces
New Three Tube Receiver

“Eaglet” Is Name of New Popular Priced Model
Now Being Marketed

The Eagle Radio Co., 16 Boyden place, New-
ark, N. J., has brought out a new three-tube
dry cell battery receiving set, which is to be
retailed at a very popular price.

Albert B. Ayers, sales manager of the Eagle
Radio Co., states that this new popular model

Albert B. Ayers

is a result of insistent demand on the part of
the trade and consumcrs for an Eagle receiver
that would retail at a low price and still main-
tain the high quality found in Eagle products.
The new set is a table model and will be

marketed under the name Eaglet. This is of
an entirely new Eagle design of the sloping face
style which has won wide approval during the
past year.

Artistic Booklet Issued by
Dayton Fan & Motor Co.

The Dayton Fan & Motor Co., Dayton, O,
manufacturer of Day Fan radio sets, recently
issued to its trade a beautiful brochure, en-
titled “Trade Winds,” devoted to its products.
Profusely illustrated and handsomely printed
on high-grade stock the booklet is admirable
for use by dealers as a reference book. As for
morc than thirty-five years this company has
manufactured electric fans and motors as its
chief products, the greater part of the book is
devoted to descriptions and illustrations of
Dayton fans and motors.

Use Ten Audaks

WHEELING, W, Va,, January 7.—Davis, Burkhan
& Tyler have equipped their new store with ten
Audak record demonstrators. This equipment
takes up a minimum space in the new quarters,
and the Audaks are proving.popular with cus-
tomers, who seem delighted with the conven-
ience of this form of record demonstration.
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GILFILLA NEUTRODYNE

““Far and Near—Equally Clear’’

STYLE GN-2, is illustrated, in
a handsome cabinet of American
Walnut slightly smaller than
GN-1 but with the same Neutro-
dyne features and construction

ithout
(?Zces?;ries. $ 140

AR H IR

The Music Dealer Must Have '_ 4
Sure and Exceptional Results N

Gilfillan Neutrodyne sets are made in our three Radio fac-
tories with years of Radio experience behind them, to supply
the Music Trade of any locality. Superior in Range Selec-
tivity, Clarity and Volume, the Gilfillan Neutrodyne will be as
good 10 years from now as to-day.

Our sets are tested and ready for instant service to get the
distant station or to select a particular station with a wave
length nearly the same as others. No matter how many
stations are playing you can “reach out” and bring in what
you want—with clear, full tone and without interference or
distortion. Stations once recorded, come in at the same dialing
thereafter.

Gilfillan Neutrodyne is handled on the Coast by the largest
distributor of musical instruments in that section. They report
its phenomenal success is due to its sure and splendid perform-
ance.

Send for Literature to nearest Office .
f g STYLE GN-1, in large cabinet with space $175
for “B” Batteries, without accessories

GILFILLAN BROS. Inc.

NEW YORK CITY
2515?%%% glg};y 1815 W. 16th Street, LOS ANGELES, CAL. P UL

GILFILLAN RADIO conponm-von
LICEN W
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Plaza Music Co. of New York Moving Into
New Ofhices and Wazerooms This Month

Prominent Manufacturer of Portable Phonographs, Records and Other Products to Complete
Move Into Larger Quarters by End of Month—Fifteen Years of Progress Is Record of the Firm

The Plaza Music Co., which at present has
its executive offices and warehouse at 18-20-22
West Twentieth street, New York City, an-
nounces that during January the company will
move into much larger quarters at 10-12-14-16
West Twentieth street. The new home of the
company will occupy the entire sixth floor at
the new address, running through the entire
block, with entrances also on Nineteenth street.
The removal will be made gradually and will
in no way interfere with production or shipping
and without loss in the efficiency of the organi-
zation.

The Plaza Music Co. has served the music
trade for over fifteen years. Starting in 1911
as sheet music distributors in West Fifty-sixth
street, New York, the company has steadily
grown until to-day it occupies over 30,000 square
feet of floor space, exclusive of its recording
laboratory and record-pressing activities.

To-day the company manufactures talking
machine records, player rolls, steel needles, the
Pal and Regal portables and numerous acces-
sories for the talking machine store as well as
many adjuncts; also sheet music. Besides, it
distributes the Banner, Playtime, Regal and
Little Tot records and other important items
for retail establishments.

S. Kronberg, the vice-president of the com-
pany, in speaking of the fifteen years’ activity
of his firm and the progress attained in that
period, said: “Our removal to much larger
quarters was necessitated by the tremendous
increase in the volume of business, which aside
from our export trade is confined to a great
extent to dealers. We will still retain part of
our old quarters as additional manufacturing
space.

“We attribute our success to service on the
lines manufactured and distributed and in the
supplying of particular products that have a
current vogue, thereby working closely with
the retailer in a manner that is most profitable
to both. We have installed many improved
methods of handling orders, all towards one
aim of making it easier for the dealer to obtain
his supplies. The fact that a varied line of
active products can all be obtained from one
source has stood us in good stead and has con-

tributed in no small way to our steady growth.

“The sale of our Pal portable is now an all-
year-round active item and its younger brother,
the Regal portable, a more popular-priced prod-
uct, has shown remarkable gains during the
past few months. Dealers to-day realize that
the portable properly presented has an all-year-
round sale.

“Since the first of the year the Plaza Music
Co. has been guaranteeing complete shipment
of orders for Banner and Playtime records
the same day that the orders are received,
and this new policy has already been taken
advantage of by hundreds of retailers. This
service also applies to our sheet music de-
partment, which not only carries a complete

line of popular and standard numbers, but is
able to fill overnight demands on orchestra-
tions.

“Starting as sheet music distributors and mak-
ing service our slogan, we quickly outgrew our
original quarters and moved into the present
Twentieth street address in 1914, Gradually
we spread out into other lines and as success
marked the development of these new enter-
prises we continued to make additions until
to-day the Plaza’s numerous lines and great
quantities of stock are probably the largest and
most comprehensive in the industry. In records
alone we have products that meet the needs
of the dealer and the taste of the consumer,
refailing at various prices, all assuring a good
healthy margin for the retailer. Our organi-
zation is a specialized one to serve the music
dealer. Maximum service on a varied line all
obfained from one source with reduced trans-
portation charges and a minimum of bookkeep-
ing and office work have been vital factors in
our achievement.”

B. R. Forster Resigns
From the Brilliantone Co.

General Manager of Needle Manufacturing
Firm Disposes of Interests in Brilliantone Co.
—Taking Rest After Years of Strenuous Work

Byron R. Forster, gencral manager of the
Brilliantone Steel Needle Co. for the past five
years and well known to talking machine job-
bers and dealers throughout the country, re-
signed from the company’s forces January 1.
Mr. Forster sold his interest in the company to
the remaining stockholders, and is leaving the
organization with the hearty good will of all of
his former associates.

At the present time Mr. Forster is enjoying
a well-deserved rest before announcing his new
plans for the future, although since the first
of the year he has had several important propo-
sitions under consideration. As one of the
veterans of the talking machine industry, Mr.
Forster numbers among his friends dealers and
jobbers from coast to coast, and he is generally
recognized as one of the most capable sales
executives in the trade. He will shortly an-
nounce his new plans, which will undoubtedly
offer him an opportunity to keep in close touch
with the industry that he has served for so
many years and in the development of which
he played an important part.

DE LUXE

Duo-JONE

1925

will be a year of Happiness and
Prosperity, if you always insist on

Company, INCORPORATED

Sole Manufacturers of

DE LUXE NEEDLES

ANSONIA, CONN.

ONE NEEDLE PLAYS 100-200 RECORDS

NEEDLES

Popular Member of Jewett
Co. Is H. E. Mikesell

Covers Middle Western Section of Country for
Prominent Radio Manufacturers

One of the most popular members of the
siles staff of the Jewett Radio & Phonograph
Co., Detroit, Mich.,, is H. E. Mikesell, who

H. E. Mikesell
covers the Middle Western section, comprising

the States of Illinois, Wisconsin, Michigan,
Minnesota, Iowa and northern Missouri. He
needs no introduction to either the radio or
phonograph trade, for his three years’ associa-
tion with the Jewett organization has given Mr.
Mikesell a wide acquaintance among jobbers
and dealers. He keeps in close touch with the
trade throughout his territory, working with
them along lines of practical and productive co-
operation. Mr. Mikesell was formerly asso-
ciated with the Edison Phonograph Co. of De-
troit for four years as Michigan representative.

Camden Store Enlarged

Bensberg’s Music Shop, Camden, Ark., has
been remodeled in order to provide a large
balcony for display purposes. The store now
has one-third more space available for displays
of talking machines and other musical goods.

The Bowles Music & Jewelry Shop has been
opened in Bloomington, Ill,, under the manage-
ment of John C. Hollingsworth. The store will
carry a full line of musical instruments of all
types, including talking machines.
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The Columbia record of
A 1

all alone

presents this popular hit as a
waltz on one side and a tenor
solo on the other—

A SURE SALES WINNER!
Columbia Record 235D

“ALL ALONE” is one of those
rare song hits that will be in
demand long after its compan-
ions are forgotten. And be-
cause Columbia has recorded
it both as a dance and a vocal
solo on the same record, it will
be enthusiastically received by
The Cava-
liers (waltz artists) play it

your customers.

COLUMBIA PHONOGRAPH CO.,

with exquisite effects on one
side, and on the other Lewis
James rises to new heights as
he sings it.

In offering this combination
vocal and dance record of “All
Alone,” Columbia has given its
dealers an outstanding sales-
maker. It will pay you to

feature it to your customers.

1819 BROADWAY, NEW YORK

Write to the Columbia branch or distributor nearest you

Atlanta, Ga., 561 Whitehall Street

Boston, Mass., 1000 Washington Street
Chicago, Ill., 430-440 South Wabash Ave.
Cleveland, Ohio, 1812 East Thirtieth Street
Dallas, Texas, 2000 North Lamar Street
Kansas City, Mo., 2006 Wyandotte Street
Los Angeles, Cal., 809 S. Los Angeles Street
New York City, 121 West Twentieth Street
Philadelphia, Pa., 40 North Sixth Street
Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal,, 345 Bryant Street
Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street
Minneapolis, Minn., 18 North Third Street
Seattle, Wash., 911 Western Avenue

COLUMBIA WHOLESALERS, Inc.
205 West Camden Street, Baltimore, Md.

TAMPA HARDWARE CO.

Tampa, Fla.

COLUMBIA STORES CO.

1608 Glenarm Avenue, Denver, Colo.

221 S. W. Temple, Salt Lake City, Utah

W. W. KIMBALL CO.

Wabash Avenue and East Jackson Boulevard,
Chicago, Ill.

COLUMEIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio

517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., LIMITED

22 West Front Street, Toronto

Columbia

PHONOGRAPHS AND NEW PROCESS RECORDS
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G. C. Jell’s Columbia Trip
Pronounced Big Success

Introduces Fine Art Series of Musical Master-
works on Trip Throughout the Country

George C. Jell,
Columbia Phonograph
New York

of the sales division of the
Co., Inc, returned to
recently after an important trip

Geo. C. Jell
which included a visit to Columbia branches
and dealers in Philadelphia, Pittsburgh, Louis-

ville, Memphis, St. Louis, Cincinnati, Chicago
and Cleveland. Mr. Jell's trip was in the inter-
ests of the Fine Art Series of Musical Master-
works, introduced recently by the Columbia
Phonograph Co., and wherever he visited Mr.

Jell received gratifying reports as to the pop-
ularity of these splendid recordings.

Mr. Jell is well known to talking machine
dealers throughout the country, for he has been
identified with the industry for many years,
being associated with the Columbia organiza-
tion practically all of the time. He is directly
responsible for the production of the Musical
Masterworks Series by the Columbia Co., and
there is no doubt but that this series is going
to meet with a popular sale during the next
twelve months.

R. H. Keith Made General
Sales Mgr. Ramstone Corp.

Resigns as President of Long Island Phono-
graph Co., Which Will Continue Under Direc-
tion of C. W. Keith in New Home

Robert H. Keith resigned as president of
the Long Island Phonograph Co., Brooklyn,
N. Y, distributor of Sonora products in the
Brooklyn and Long Island territory, of which
he was one of the founders, on January 1, and
has entered the radio field as general sales man-
ager of the Ramstone Corp., New York City,
manufacturer of radio frequency receivers.

The Long Island Phonograph Co. continues
under the ownership of C. W. Keith, father of
the sales manager of the Ramstone Corp., and
vice-president and treasurer of the company.
The headquarters of the wholesale concern have
been changed from Hanover place to the Bush
Terminal Building No. 6, 68 Thirty-fourth street,
where the business will be conducted under the
direction of C. W. Keith and H. B. Haring,
formerly of the Columbia Phonograph Co.

Mr. Keith intends giving preference to the
music trade in distributing the products of the
Ramstone Corp., and he states that the policy of
the company will be exclusive wholesale repre-
sentation and a carefully chosen retail repre-
sentation in onc section of the country after

another. The Ramstone Corp. is planning to
place on the market shortly a five-tube radio
frequency set which will be marketed at a very
low list price.

Zenith Dealers Hold
New Orleans Meeting

H. H. Roemer, Director of Sales Promotion of
Zenith Corp., Delivered Interesting Address

NEw OrLEaNs, LA, January 5.—Zenith dealers
in and near this city showed exceptional enter-
prise and aggressiveness recently when on a
short notice received from the Woodward,
Wight Co., Zenith jobber, of this city, they as-
sembled at the St. Charles Hotel for an informal
banquet. The dealers had been notified that

H. H. Roemer, director of sales promotion of
the Zenith Radio Corp would visit New Or-

Zenith Dealers at Banquet Meeting
leans for a day or two and deliver one of his
characteristic addresses on “Selling Radio,” and
this address was well worth the “hurry call” to
attend.

At the time of Mr. Roemer’s visit the New
Orleans radio show was in full blast and the
dealers who attended the banquet also visited
the show. The day was marked by a spirit
of enthusiasm and progressiveness that empha-
sized the rapid strides attained by Zenith prod-
ucts in New Orleans territory.

The Har-Mo-Nee Music been
opcned at Decorah, Ia.

Shop has

At the New

owner a possible buyer.

Price—

NOW

fibre horn.

Herald- B

Leads the Field!

THE same speaker that won nation-wide popularity at
$18 in competition with the most expensive speakers
built, is now priced at $12. At this new price, Herald-B
is the greatest value ever offered in radio.

The only speaker in its class with full-sized, gooseneck,
Height, 25 inches over all.

Herald clarity and volume at $18 brought big sales to
Herald dealers.

12-inch bell.

The very same speaker at $12 is a bet

you cannot afford to miss.
Wire or write today for full details.

Herald Phonograph Unit!

HE Herald Phonograph Unit instantly turns any
standard phonograph into a radio loud speaker.

Exactly the same device that makes the Herald Speaker
so full-toned and clear.

Durable—simple—quickly adjusted. Every phonograph
An ideal unit for “buiit-in”

1 cabinet loud speakers.

HERALD ELECTRIC COMPANY, Inc.

113 FOURTH AVENUE, NEW YORK
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TRADE MARK

RADIO REPRODUCTION

speaker

YoU DO NOT want just noise from your

radio set.

Tone-range, quality, clarity, volume; each,

alone, just noise. But their balanced

combination as from Atlas Speakers
“gives the best that’s in your set”. This

is balanced Atlas Radio Reproductlon

o

MULTIPLE ELECTRIC

PRODUCTS CO., Inc.

365 Odgen Street, Newark, N. J.
(Dept. W.)

New York, Boston, Philadelphia,
Baltimore, Pittsburgh, Detroit,
Chicago. St.Louis,SanFrancisco.
Mareconi Wireless Trlll)‘ﬂph Co.
of Canada
Sole Canadian bu(nbulors

Atlas
Type B
Unit for

Phono-
graphs

Atlas
Model 101 N Model 102
Speaker Speaker
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Blackman T. M. Co. to
Distribute Eagle Charger

New York Organization to Push Battery
Charger of Foreign & Domestic Electrical
Commoedities, Inc.—Company’s Line Popular

The Foreign & Domestic Electrical Commod-
ities, Inc.,, New York, manufacturers of radio
equipment, including the Eagle battery charger,
Fordec “B” battery eliminator and Electradyne
radio receiving set, recently announced through
H. H. Southgate, vice-president of the company,
the appointment of the Blackman Talking
Machine Co. as the distributor of the Eagle
battery charger in New York. The company
at the present time has a number of distribu-
tors in the music trade, including the Girard
Phonograph Co., of Philadelphia, Pa; Silver-
stone Music Co., St. Louis, Mo.; Wilbur Temp-
lin Music Stores, of Elkhart, Ind, and also the
Phonograph Co., of Kansas City, Kan., and
Cleveland, O., Edison jobber.

“The Fordec ‘B’ battery eliminator has met
with exceptional success in both the music and
radio trades.
which have been received for this product we
have opened up a new plant in Cleveland to be
used exclusively for the production of the
Fordec,” said Mr. Southgate, in speaking of the
activjties of his company. “It is rather inter-

esting to note that radio is becoming estab-

Due to the number of orders’

ANNOUNCEMENT of LEE-SAGER C0.’S ENTRANCE IN THE MUSICAL FIELD—-AND

THERE IS A BIG DEMAND for THIS ARTICLE

This attractive display card in two colors does the work and tells all about it

lished upon a very firm footing throughout the
rural districts. We have been able to discover
this to be a fact through the sales of a device
which is manufactured by this company and
is distributed almost solely through the outly-
ing districts. This device, which is known as
the D. C. Radio Power, makes use of the power
generated by the Delco lighting system used to
furnish electric power for farms and houses
where there is no central power station. Its
fuiction is to draw power from the plant and
cut down the amount of ‘B’ battery power
necessary to operate radio receiving sets. We
have found a ready market for this unit and
the results obtained in sales lead us to conclude
that radio 1is established throughout the
country.”

New Quarters in Alhambra

ALHAMBRA, CAL, January 3.—New quarters at
1§ East Main street, a few doors from the
former location, have just been taken by the
Alhambra Music House, of which J. D. Coops
is proprietor. The new store has heen selected
as it affords larger floor space and other display
facilities. Mr. Coops has recently added a
radio department to his store, and handles a
full linc of phonographs and pianos as well

The Cable Piano Co., Toledo, O.,

extensive alterations in its store.

is making

SITION FOR
DISTRIBUTORS
AND JOBBERS

1 WE WILL
GIVE
DISTRIBUTORS
JOBBERS

and

DEALERS

Ce h
nts %
o

-

THE

PHONQOMUTE
s [(* W& o
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HAS BEEN
THOROUGHLY
TRIED OUT
AND PROVED
A FAST
SELLER

Cents

 MAKES 0L0 RECORDS SOUNO LIKE NEW

ALL
POSSIBLE

PPO®

DEALERS
THAT NOW

HELP

MUSIC LOUD OR SOFT INSTANTLY HAVE THIS

IO

ARTICLE
ALL SAY IT IS

A WINNER

Write
LEE-SAGER CO.

MAKES NIGHT PLAYING IN APARTMENTS POSSIBLE

®PD P

ENJOY PHONDGRAPH WITHOUT OISTURBING OTHERS

o

YOUR FIRST
CARD WILL

ST.CLAIR
MICH.

Dipteind o b5

PROVE IT

T Stufactured by LEESAGES Q0. St Clar, Miciwn I O i OU

A CARD IN YOUR WINDOW BRINGS CUSTOMERS IN YOUR STORE

Miss Lee Morse Pathé
Records Widely Popular

Young Artist’s Recordings Are Among the Best
Sellers in the Pathé List

The Pathé Phonograph & Radio Corp.,
Brooklyn, N. Y., has found in Miss Lee Morse
one of the most popular recording artists in the

s —
Miss Lee Morse
history of the organization. Miss Morse is a
singer of blues, mammy songs, ballads, old
plantation songs and old minstrel numbers.
I.ee Morse started singing in public when very
young. She has earned the reputation of “the
little girl with the big voice” and often intro-
duces in her recordings a yodeling effect. She
has also had considerable stage experience, ap-
pearing in “Artists and Models,” “Hitchy Koo.”
Pantages vaudeville circuit and at the Palace
Theatre, New York.

Lee Morse has an inborn sense of synco-
pation and puts her whole heart and soul into
her singing. It is said she can run the whole
gamut of emotions from the meanest blues to
the most touching lheart song. She is also a
composer, using almost entirely her own mate-
rial. The records that she has made for Pathé
so far have proved remarkable successes and
she has already taken her place in the stellar
role among Pathé female record artists.

Greater City Co. Closes

Most Successful Year

Close Co-operation With Dealers Has Brought
Big Returns, Says Maurice Landay

The Greater City Phonograph Co, Inc, New
York, distributor of radio equipment in the
metropolitan area, has recently closed the most
successful business year in the history of the
company, according to Maurice Landay, presi-
dent.

“We have done an excellent volume of radio
business. The Freed-Eisemann neutrodyne
radio sets and panels for installation in phono-
graphs and the Sonora loud speaker have been
in great demand. It has been our experience
that vear by year our business among the deal-
ers whom the company serves has increased,
and this fact is exceptionally pleasing in that it
would seem to reflect the results of our close
co-operation with those we serve in terms of
increased business. It has been our policy to
do everything within our power to build up that
spirit of friendship and co-operation which is
so desirable between a distributor and its deal-
cvs and the past year’s business would seem to
point to the fact that we have succeeded in
accomplishing our purpose,” said Mr. Landay
in discussing the year of 1924

The Omnondaga Radio Service Co., Syracuse,
N. Y., was recently incorporated at Albany
with a capital stock of 100 shares of preferred
stock at $100 per share and 100 shares of com-
nmon stock of no par value. The incorporators
are M. Putziger, S. and I. Comicz.
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And now the— N Ew
EMERSON 50c RECORD

Distribution Policy makes this the

BIG PROFIT LINE
FOR JOBBERS

HE Famous Emerson 50c Records are now dis-

tributed exclusively through jobbers, with full
protection and merchandising co-operation that will
make the Emerson franchise a permanent and highly
profitable asset.

100,000 Emerson Records Per Day

is now the capacity of the two big plants at Scranton, Pa., and Au-
burn, N.Y., of the Scranton Button Company, making exclusively
Emerson Records complete—Recording, Plating and Press-
ing. Quick deliveries.

Emerson 50c Records Mean Money in Your Pockets

Emerson Records now enter a
new and vastly broader field,
backed by combined interests
which assure stability and con-
fidence. A nationally known
product, with complete advertis-
ing and selling co-operation.

You are assured of uniform ex-
cellence and unequalled service
backed up by a big organization
of unquestioned strength and re-
sources, offering a most attrac-
tive profit to jobbers.

Jobber Franchises in Exclusive Territory Now
Open—Write for full particulars at once

EMERSON RADIO & PHONOGRAPH CORPORATION

Sole Agents for Emerson Records throughout the world
3079 SIXTH AVENUE NEW YORK CITY

— " Records and ~ —
LPhonographs
W AT

Comprehensive
Catalogues
By NOTED ARTISTS

POPULAR SONGS
LATEST DANCES
COMEDY—NOVELTY—
RACE
HAWAIIAN
STANDARD
OPERATIC
SACRED
IRISH
RUSSIAN
ITALIAN
JEWISH
GERMAN
POLISH

All the big hits out
when they are hits!

Over 100,000,000 Emer-
son Records have been
sold. Everybody knows
them-—everybody wants
them. The only nation-
ally advertised standard
record with an estab-
lished and permanent
retail price of

50c¢

\When you handle Emer-
son Records you have
back of you the famous
Emerson  selling co-
operation and the great-
est modern popular
priced record catalogue,
carrying both standard
and popular numbers
and a representative
foreign catalogue in
many languages by
prominent artists.

s
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Baltimor?Holiday
Sales Satisfactory

Last-Minute Rush for Musical Instruments
Brings Sales Volumes Up to an Excellent
Figure—Trade News and Activities

Bavrtimore, MNp.,, Januvary 10—The last-ininute
Christmas buying of talking machines more
than made up for the slump earlier in the
month, and the volume of business done this
Christmas far exceeded that for several years.
In fact, some of the dealers report having the
best Christinas business in their experience.

Department stores report better sales of talk-
ing machines than for several years, with in-
crease over 1923 running from 20 to 400 per
cent. Very few cash sales were reported by
the department stores, but a number of exclu-
sive shops report sales of the higher-priced
models for cash. Consoles sold better than up-
rights in a majority of cases, the ratio ranging
as high as twenty to one in .one store and
averaging around ten to one in the others.

Naturally the record business kept pace with
the talking machine demand and most of the
dealers report the best Christmas business in
records in the history of their business.

Special Okeh Record a Big Hit

One of the biggest hits during the holidays
was made by the Okeh record, specially re-
leased for Baltimore, of “Nob.ody Knows How
I Felt This Morning,” which was sung by Miss
Margaret Johnson at one of the local theatres
during the week. William Braitman, proprietor
of the Laurens Music Shop, who is distributor
of Okeh records for Baltimore and Washing-
ton, and also represents Everybody's Talking
Machine Co., of Philadelphia, was responsible
for getting the special release of Miss John-
son’s hit and said the sales far exceeded even
his most sanguine expectations.

Tie Up With Record Artists

Another feature of the month was the third
appearance here since August of Paul White-
man and His Orchestra at the Lyric and for
the third successive time the house was packed.
A new composition, called “Broadway at Night,”
was heard for the first time in Baltimore and
made one of the biggest hits that this popular
conductor and his artists have made here. He
also played a number of jazz selections, show-
ing first the crude jazz and contrasting it after-
wards with his band adaptations. Sales of the

S —

% Baltimofe

READY TO DELIVER

L. L. Andrews

205 W. Camden St.

H eadquarters
for

Columbia Service

All types of Columbia Phonographs
The New Imported Recordings

Records of Hits—While they are Hits
All Best Selling Standard Selections

Best Line of Race Records on the Market
Old Time Tunes and Fiddlin’ Records

Let Us Serve You

CoLUMBIA WHOLESALERS, Inc.

Exclusively Wholesale

Wm. H. Swartz

Baltimore, Md.

Whiteman records took another big jump as a
result. Dealers made effective tie-ups.
Wholesale Houses Rushed

While the retail business was making new
records for the holiday trade the jobbing
houses were also kept on the jump to supply
the last-minute demand and as a consequence
no details as to the amount of business last
year as compared with 1923 are yet available, but
it is believed 1924 will show a substantial gain
over the previous year.

Optimistic Over Radio-Phono Outlook

One of the most optimistic men in the busi-
ness over the combination Brunswick-Radiola
is Charles F. Shaw, manager of the local Bruns-
wick agency. Mr. Shaw said the outlook for
the combination machine was very bright and
that this year should prove one of the best in
the history of the trade, but would depend to a
large extent on the activities of the -dealers.

“1f the trade will go after the business ac-

—
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on the market today.

DEFOREST
FADA
CROSLEY
MAGNAVOX

ATLAS
PHILCO

tainable in the trade.

L. L. Andrews
205 W. Camden St.

The following names represent the best quality merchandise

FEDERAL
BALDWIN BRACH

COLUMBIA NEW MODEL PHONOGRAPHS
COLUMBIA NEW PROCESS RECORDS

The following names represent the best jobbing service ob-

In Radio
SERVICE and QUALITY

are the principal requirements in a jobber

KING
CARTER
THOROLA

BURGESS

WESTON
APCO

. COLUMBIA WHOLESALERS, Inc.

Wm. H. Swartz
Baltimore, Md

Exclusively Wholesale

=
—

tively and co-operate with the jobber 1925
should prove the banner year of the business,”
said Mr. Shaw. “The combination radio-phono-
graph is bound to be one of the best sellers
ever put out in the musical line and one works
to help the other. The music store is the
logical outlet for the radio and dealers can
greatly increase sales by co-operating with the
jobbers. As a matter of fact, in my opinion,
business to a great extent this year will de-
pend entirely upon the co-operation that exists
between the dealer and the jobber and with
the proper co-operation on the part of both
the dealer and the jobber 1925 can be made
the banner year of the trade in this territory.”
Columbia Gets Good New Year Start

The new year has begun well for the Colum-
bia Wholesalers, Inc.,, in both the Columbia
and radio departments of this well-known dis-
tributing organization. Applications continue
to be received from representative dealers in
the territory desiring to take on the Columbia
line for 1925. In the radio field this company
has taken on a list of representative products
that find ready sale. Coupled with this the
quality of dealer service rendered would por-
tend increasing growth for this company during
1925.

Kranz-Smith Co. Has Brunswick Franchise

The Kranz-Smith Piano Co., of this city, has
acquired the Brunswick franchise, and will
handle at retail the complete line of Brunswick
phonographs, Radiolas and records. In con-
nection with this new line the Kranz-Smith Co
carried on a very broad program of advertising
during the holiday season featuring its reccntly
acquired line.

News Brieflets

Dealers here report an increased demand for
the records of both John McCormack and
Lucrezia Bori since they broadcast a number
of selections on January 1.

The Peter Pan gramophone made its first ap-
pearance on the local market during the holi-
days and met with a very good demand, ac-
cording to thc dealers carrying this line.

Receiver Appointed

The Chesapeake Radio Co. has been placed
in the hands of a receiver on order of Judge
Charles F. Stein in the Circuit Court and Wirt
A. Duvall, Tr.. named receiver under a bond of
$2,000. The defendant company filed an answer
to the suit denying that it was insolvent, but
consented to the appointment of a receiver to
wind up its affairs.
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Victor Console Model Phono-
graph, Models 400, 405 and 410
cabinets, with five-tube FADA
Neutrodyne Panel Unit, Catalog
No. 196-A.

A FADA
Neutrodyne

will sell your phonograph

THE phenomenal success of FADA
Neutrodyne radio receivers is being
duplicated in the sale of console phono-
graphs containing FADA Neutrodyne
Panel Units.

Designed for use with all standard
console phonographs, these FADA Panel
Units afford the same simplicity of opera-
tion, the same volume, sensitivity, selec-
tivity and amazing clarity that are
obtained with the FADA Neutroceiver
and the Neutrola.

Five tubes are used—either dry cells
or storage battery types—without the
necessity for reneutralization. A simple,
plainly marked adjustment of the Neu-
trodons is the only alteration that is neces-
sary to enable one to make the change

4

from storage battery to dry cell tubes.

FADA Phonograph Panel Units are
made in two different sizes. One, Catalog
No. 196-A, measures 15 3/16 in. x 16 27/32
in., is designed for Victor Models Nos.
400, 405 and 410 console phonographs.
FADA Catalog No. 197-A has panel
dimensions of 1414 in. x 17 13/32 in. to
fit Victor Model No. 215 console phono-
graph. These two units are also adapted
to other standard models of console
phonographs.

Every FADA Phonograph Panel Unit
is made of the same high-grade units and
parts as used in the FADA Neutroceiver
and Neutrola. The only difference is the
panel arrangement and the placing of the
radio parts to fit the restricted dimen-

FADA Neutrodyne Panel Umit
for Console Phonographs, show-
ing compactness and beautiful
workmanship in arrangement of
parts.

sions of the phonograph compartment.
Every detail of workmanship bears the
stamp of FADA exactness and engineer-
ing skill, so that you are assured of the
utmost efficiency in materials, workman-
ship and results.

With FADA Neutrodyne Panel Units
installed in your console phonographs and
using the horn of the phonograph as the
loud speaker, you can offer your trade
the most remarkable combination of those
two most necessary entertainers — the
phonograph and radio. And the FADA
Panel Unit will sell the phonograph.

Write for full particulars and prices.

F. A. D. ANDREA,.INC.
1581 JEROME AVENUE NEW YORK

YAIDA

Radio
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Stead; I?np_rdvement of Trade in Detroit
Reaches Climax During Holiday Season

Satisfactory Sales Volume for the Year—Outlook Is Bright—Radio Coming in for Considerable
Attention—Grinnell Managers to Meet—Important New Royal Accounts—News of the Month

Derrorr, MicH., January 9.—Nineteen twenty-
four has gone forever but it leaves behind a
pretty good record after all so far as the talking
machine dealers of Detroit are concerned. The
beginning of 1924 was not very good, but after
the first six months had elapsed business
showed a decided improvement and it kept on
improving every single month. November was
exceptionally good for most dealers, December
being the best month of all. It all seemed to
come during the last two weeks.

Dealers Tying Up With Radio

Dealers for 1925 will do well to watch radio
as it applies to the talking machine industry.
After making a rather exhaustive survey of
what dealers are doing who handle combina-
tion radio and phonograph outfits we are thor-
oughly convinced that the dealer who does not
put in one of the well-known combination lines
and go after radio business is going to be left
out in the cold before another year is out. The
radio is an important link in the talking ma-
chine industry. The dealer who is alive to
what is going on in the radio world can in-
crease his record sales very materially. For
example, in one store we read an announcement
something like this: “Did you hear
sing ‘All Alone’ over the — radio the
other night? Now hear — on the
Brunswick record. You'll like it all the more.”
This particular dealer does not drop his chin
and say the radio is hurting his record business,
but is finding a way to make the radio increase
his record sales.

Big Call for Combination Machines

Loads and loads of combination machines
were sold for the holidays. Brunswick dealers
reaped a harvest with their combination phono-
graphs, and they could have sold even more if
they could have secured all the styles they
wanted. Both the Brunswick Shop and the J.
L. Hudson Music Store had anticipated a big
demand and ordered accordingly, but even they
could not fill all their orders in time for the
holidays. There was a regular stampede for
the combination phonographs, and particularly
in the expensive models, the last few days.

New Victrola and Recitals Appeal

The new Victor talking machine, with special
department for installation of radio, is proving
popular, as a great many people have their own
radio and the idea of a machine, such as the
new Victrola, appeals strongly to them. Victor
dealers are pleased with their December busi-
ness, and report record sales are holding up
very well.

There have been quite a number of recitals
in the Victor talking machine department of

Grinnell Bros. on Thursday afternoons, and

some of the very best artists in the musical
world, visiting Detroit, have entertained there.
The recitals are free and twice as many people
are turned away as can be admitted.

Grinncll Bros.” Managers to Meet

Grinnell Bros. will hold their annual conven-
tion of branch managers some time this month.
The managers will come from all the Grinnell
Bros.” stores and will meet twice daily, taking
up every phase of the business. The talking
machine will come in for considerable discus-
sion this year, as the officials of the company
are very anxiousto get the views of the different
managers on how radio is taking in the respec-
tive localities, how' the public is taking to the
new Victor combination machine, the effect of
radio on records and talking machines. Grin-
nell Bros. do not handle anything in the radio
line aside from the new Victor combination
model. We understand that a number of the
State managers al various times have hinted
to the office that a radio department would do
considerable business, as a great many people
have been in to buy radio equipment and outfits.

Important Houses Take on the Royal

With the sale of the Vocalion record to the
Brunswick, Sam E. Lind, who has been the
Michigan distributor, will now devote his en-
tire energies to the Royal line of radio-phono-
graph machines which he has handled for the
past year with great success. Mr. Lind has a
very fine list of dealers in the city and State
and is busy preparing for big business the first
six months of the new year.

The Detroit Music Co., which handles Colum-
bia and the Sonora, has added the Royal line
of phonograph and radio. Among some of the
other big concerns handling the Royal are the
People’s Outfitting Co., Brushaber Furniture
Co., City Music Co, Gardner-White Co., White
Furniture Co., W. R. Woodmansee, Lieberman
Furniture Co., Kelly Furniture Co., Western
Talking Machine Co., J. F. Ratke, M. Naimark
and the Urban Music Co.

Suffer $15,000 Damage by Fire

Grinnell Bros.” store in Flint, Mich., recently
suffered a $15,000 loss by fire which broke out
in the same block and rapidly spread to sur-
rounding structures.

An Innovation at the J. L. Hudson Store

The J. L. Hudson Music Store recently an-
nounced an innovation that undoubtedly will be
watched with interest by music dealers in other
cities. The Hudson store now has its own
records, which retail at 50 cents, all being double
faced records, two selections on each record.
The store will have about ten releases each
month. Each record is packed in individual
containers, same as the Victor and Brunswick
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C. L. Marshall Co.

514 Griswold St. Detroit, Mich.

Ouwting Distributor

records sold at that store. As the records are
all late songs and played by good orchestras, it
will of course be interesting to know whether it
will create a new field or whether it will hurt
the record sales of other nationally-known lines
carried.
Dupraw Glad He Expanded Lines

Dupraw’s Music House, at 1510 Broadway, is
doing a big phonograph and radio business, and
C. W. Dupraw, proprietor, is certainly pleased
that he added radio to his phonograph line.
In fact, Mr. Dupraw is handling small goods, as
well as pianos, in addition to his phonograph
and radio lines. He handles the Okeh line of
records and is building a very fine clientele of
of customers who come in regularly for the
new releases. Speaking of the Okeh, there
are about thirty dealers handling this record in
this city, although in the downtown section of
Detroit the Cunningham Shop, at 1065 Wood-
ward avenue, and the Dupraw Music House are
the only ones.

New Bush & LLane Branch

Orvarria, WasH., January 2—A new branch of
the Bush & Lane Piano Co. has just been
cpened here at 510 Washington street, adjoin-
ing the Liberty Theatre. The local store is
under the management of Paul Kuhl and is
handling a full stock of pianos, phonographs
and musical accessories. The store enjoys the
advantages of a splendid central location and
is fitted up in an up-to-daté manner.

Death of M. Goldsmith

M. Goldsmith, prominent talking machine
dealer, of 1525 First avenue, New York, died
suddenly on December 23, 1924, The deceased
was prominent in his community and was active
in talking machine circles in New York, being
a member of the Talking Machine and Radio
Men, Inc.

.STYLE NO. 195
List §160
FIGURED MAHOGANY
OR WALNUT
Height 3415~
Width 40~
Depth 227

Fine Veneers

Beautiful Finishes

High Grade Cabinet Work
Mechanical Perfection
Liberal Discounts to Dealers

The Greatest Phonograph Value Obtainable for the Money
C. L. MARSHALL COMPANY, Wholesale

514 Griswold Street

Pooley Phonographs, Pooley Phonograph and Radio Combinations, Pooley Radio
Cabinets and Outing Portables.

Every dealer owes his customers quality and value
equal to the cost.
knowledged and recognized to be unequaled in
the combination of these qualities.

The Pooley Phonograph is ac-

Distributors
Detroit, Mich.
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Optimism Prevails Throughout Trade
Regarding Outlook for 1925 Business

Liberal Stocks in the Stores of Retailers in Preparation for Expected Stable Business—Bruns-
wick-Balke-Collender Co. of Massachusetts Chartered—Steinert Managers Meet—Other News

Boston, Mass, January 5.—It is a pleasure to
be able to quote thc local trade in stating that
everywhere there is eager expectation, a firm
belief in fact is current that the year upon
which we now have entered is to be a good year,
something that will go down in history. Such
a situation is predicted for thc trade in general
by economic experts, and there is no reason why
the talking mu.uchine and radio business should
not get its share; in truth there is the general
belief that it will. Jobbers report that dealers
are rather keen on keeping good stocks on
hand, something that, as the trade well knows,
they hesitated in doing before the holidays.
The December business with the Boston houses
was not what it should have bcen; thal's an
open secrel, so lhat it was not calculated to
swell the year's business to any great extent
But it is to be hoped all this is but a memory.

Too Busy for Christmas Greetings

The local trade was not as liberal as formerly
wi.th their Christmas greetings. It is a fact that
several houses gave serious thought to sending
out holiday souvenirs, such as had been done
heretofore; but general conditions were fclt not
to warrant any such expenditure. Scveral
houses, however, scnt out holiday greetings in
the shape of cards.

Local Brunswick Incorporation

The Brunswick-Balke-Collender Co. of Massa-
chusetts, to act as a subsidiary of the parent
concern of that name of Chicago, has just been
incorporated in this State with a capital slock
of $20,000. It is understood that this ncw com-
pany will takc over the business of the Bruns-
wick phonograph, heretofore operated by Kraft,
Bates & Spencer, the retirement of which
concern from the local representation of the
Brunswick was announced in last month’s issue
of The World . Very shortly there will be a
meeting of this newly formed company and offi-
cers elected, whose names will be duly an-
nounced. Meanwhile Harry Spencer is daily on

the scene and the Brunswick business not only

continucs large but the indications for a splendid
1925 are very promising, according to Mr.
Spencer.
Columbia Business Up to Expectations

Manager W. S. Parks, of the Columbia Co,
reporls that business quite came up to his ex-
pectation, and he anticipates a steady improve
ment through 1925. The Master Works Fine
Art Series of Columbia records have been
splendid sellers, and many inquiries have been
received, following an advertising campaign,
which inquiries were sent to the nearest Colum-
bia dealers having the desired sets, for the
Washington street headquarters were early en
tirely sold out, though Manager Parks had
ordered heavily weeks in advance in anticipation
of a big call for Christmas. Mr. Parks was
over in New York right after the holidays, and
he says his views of fulure business are borne
out by the New York officials with whom he
got in contact.

Steinert Branch Managers Meet

All the branch managers of M. Steinert &
Sons have been called to a conference, to be
held at Steinert Hall, this city, in a few days
Following an all-day conference the group will
be the guests of the company at dinner, and
this will be followed by a theatre party at one
of the leading playhouses. The Steinert Co
was one of those to remember its friends with
a handsome holiday card.

Good Results From Broadcasting

It is especially interesting apropos this broad-
casting plan of the Victor Co. that the first con-
cert given by the two above-named artists was
immediately productive of happy results. The
very next morning orders for the records of
these two artists came in from persons who
must have mailed their letters a few hours after
hearing Bori and McCormack. As for the job
bers, the thrce Boston houses, the Oliver Dit-
son Co., M. Steinert & Sons and the Eastern
Co. got such sizable orders from dealers that
it was nol possible to fill them until larger

HORTON-GALLO-
CREAMER CO.
NEW HAVEN

’__.
"“NIS NASTER'S VOICE

b rey s earOrr g

VICTOR
WHOLESALERS

who serve a small clientele of
preferred dealers especially well.

invoices come from the factory. The first con-
cert, therefore, may be considered an unqualified
success, to judge from the local point of view,
and the experience of jobbers and dealers here
is doubtless duplicated all over the country.
K. E. Reed Optimistic Over Trade Outlook
Kenneth E. Reed, Victor manager of M.
Steinert & Sons, is highly optimistic over the
prospects of business for 1925. He is firmly of
the opinion that the Victor industry is Lo ex-
perience an excellent vear, and this will in part
be due to new features that the Victor Co.
will introduce by way of stimulating business,
and which began with the broadcasting of two
of the Victor artists, Lucrezia Bori and John
McCormack, whose singing was heard by thou-

sands of pcople
William J. Weyand in New Home
William J Wevand, who is well known

throughout the trade as head of the company
bearing his name engaged in the repairing of
(Continued on page 112)
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RELIABILITY IN

Ditson Victor Service has won its following among the dealers
through steady and efficient co-operation, devoid of the spectacular.
We serve the trade in the most thickly populated sections of the
country in a manner that guards the dealers interests to the utmost.

We offer good service where it is needed most.
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CHAS. H. DITSON & CO.

NEW YORK
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The Eastern Talking
Machine Co.

85 ESSEX STREET
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talking machines of all makes, has moved to
more spacious offices and salesrooms at 7 Water
street. Mr. Weyand also deals in talking ma-
chines and haundles accessories and parts of all
kinds, and he has built up an excellent busi-
ness by progressive methods and service of the
highest type.

Death of Mrs. Burke Universally Regretted

Joe Burke, New England manager of the
Musical Supply & Equipment Co., has the sym-
nathy of a large circle of friends in his sad

bereavement, his wife, formerly Eleanor Dolores
Keyes, having died suddenly on Christmas day.
Mrs. Burke had not been well for some time,
but lately had apparently been improving, and
Mr. Burke contemplated taking her on a trip
South. Only a few hours before her death
specialists had closely studied her case and saw
no immediate cause for alarm. Mrs. Burke was
twenty-seven years of age, and the family home
was at 31 Waverley avenue, Newton. The
couple had been married seven years.
Good Business Outlook Reported

Business with the Musical Supply & Equip-
ment Co. made a good showing for the last four
months of the year, but the demand was largely
for radios and loud speakers, the latter being
in such demand that Mr. Burke has found it
difficult to supply the trade. Mr. Burke’s staff
of field men will start off in a few days for
their respective territories, and they are looking
for big business; in fact, Mr. Burke himself sees
a banner year ahead. He is going over to New
York in a few days to arrange for getting ade-
quate shipments for the next few months.
Oliver Ditson Co. Employes Have Good Time

The Oliver Ditson Co., Victor distributor as
well as music publisher, gave a jolly Christmas
party on the upper floor of its Tremont street
store on the evening of December 30. There
was a supper, entertainment and dance, and
Henry A. Winkelman, manager of the Victor
department, was active in seeing that everyone
had a good time. Each year the Ditson house
arranges for a gathering, which is always
eagerly looked forward to by the employes.
One pleasant feature this year was the an-
nouncement that for a New Year’s present Mr.
Charles H. Ditson, of New York, had arrangcd
to give each employe a week’s salary.

Stocking Up for New Year Demands

Arthur Erisman, of the A. C. Erisman Co,
had a busy holiday season and there were heavy
demands for the Federal, Kennedy and othc:
radio sets which this house carries. Mr. Eris-
man is looking for a big year and he is stock-
ing up so that all demands upon his place can
be quickly filled.

Expects Prosperous 1925

The Eastern Talking Machine Co. had a good
Christmas business, according to Manager Her-
bert Shoemaker, who looks for a very busy
year ahead. Stocks now are in excellent shape
and the house is ready to give splendid service
in the way of deliveries. The radio business,
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Boston, Mass.

which has not been especially promising, is
slated to show a vast improvement. The East-
ern Co. is one of those local concerns that are
feeling the good effect of the McCormack-Bori
concert over the radio a few nights ago, and
Manager Shoemaker says that dealers with
whom his house comes in touch found business
rapidly improving from the very day following
the concert.

Herbert Shoemaker, of the Eastern Co., made
a flying trip to Springfield and Hartford a few
days ago, and he found conditions in these cities
showing a healthy improvement.

Satisfactory Cheney Sales

G. Dunbar Shewell, Jr., New England man-
ager of the Cheney Talking Machine Co., has
just been into the western Massachusetts terri-
tory and he finds everyone lined up for big
business this year. A good many of the high-
priced sets which are carried at the Boylston
street headquarters were entirely sold out just
before Christmas, and some of the New Eng-
land dealers could not get what they most
wanted.

Going South to Golf

Alexander Steinert, of M. Steinert & Sons,
has left for New York and from there will go
to Pinehurst, S. C., for a few weeks of golfing,
a sport in which he revels during these Winter
sojourns.

Brieflets of Trade Interest

Salesman Moore, of the Columbia Co., was
the recipient of a welcome Christmas present, a
baby daughter, and all other holiday remem-
brances were forgotten for the time in Mr.
Moore’s household.

Winthrop A. Harvey, head of the C. C. Har-
vey Co., immediately following Christmas, went
with his family to Lake Placid, N. Y., together
with a group of friends, where they now are en-
joying the sports which the Winter sojourners
in the Adirondacks always enjoy.

Salesman Fiumara, of the Columbia Co.
forces, came to Boston during the holidays with
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his wife and spent a few days here pleasantly
Mr. Fiumara expressed himself as well pleased
with the holiday business and is looking for a
big year.

Capitol Co. Distributing
Two New Radio Products

New Starr Loud Speaker and Starr Radio
Receiving Sets Added to Lines—Company
Enjoyed a Year of Progress

The Capitol Distributing Co.,, New York
City, radio distributor to the phonograph trade,
opened the new year with two new products
added to its line. Strange to say, both prod-
ucts are “Starr” products, although manufac-
tured by two entirely unconnected concerns
One of these products is the Starr loud speaker
manufactured by the Starr Piano Co. Rich-
mond, Ind. This speaker is of the cabinet type
and made by this firm, which has earned such
an excellent reputation in the talking machine
field as manufacturer of Starr phonographs,
pianos and Gennett records. The other product
is the Starr harmonic five-tube radio receiving
set made by the Starr Equipment Corp., Brook-
lyn, N. Y. This receiving set is well known
throughout talking machine trade circles and
has been exhibited at the various radio shows.

Optimism over 1925 permeates the general
offices of the Capitol Distributing Co. Ira
Greene, president of the company, in an inter-
view with The World stated that a continuance
of the progressive merchandise methods of the
past, together with full co-operation with deal-
ers for 1925, will be the policy of the company.
Mr. Greene also stated: “We are a young
concern and have been in the radio field for
less than one year, but the results we have
achieved in that short period have been ex-
tremely gratifying from all angles. Beginning
our businéss with the distribution of the
Dynergy set we have added carefully to the
line, selecting only those products which are
best suited for merchandising by the talking
machine dealer. We have since added such
lines as the Murdock neutrodyne, Ambler-Hol-
man receiver, Compendyne receiver, Engler
SDV paunels, Burns Charmitone and Ethovox
loud speakers, Adapto cabinets, Exide, Philco,
Bright Star and Neidich batteries, and many
other lines of equal prominence. In addition
to the building up of the lines which we dis-
tribute, we have given much attention to the
development of the organization and a service
department whicli has proved itself worthy in
solving the problems of the radio dealer.”

Mr. Greene pays tribute to his staff of co-
workers, George Seciffert, sales manager; E A.
T.azaar, Cv Rankin, Abe Mandell, R. Gordin and
J. V. Cremonin, for the success of the firm.

The Cardinal Radio Mfg. Co., New York,
was recently incorporated at Albany by H. J.
Levey, S. and M. Spiegel.

‘Master ?fhlovable Music’

Paragon Receiver Featured
in Landay Newspaper Ads.

Four Full-page Advertisements in Daily Papers
Responsible for Stimulation of Sales of Par-
agon Sets in Landay Stores

One of the outstanding advertising campaigns
in the metropolitan district to stimulate busi-
ness was that put behind the Paragon radio
line by Landay Bros., who operate a chain of
retail stores in Greater New York, for the two
weeks inmmediately preceding Christmas. This
campaign took the form of four full-page adver-
tisements in the New York Journal on Decem-
ber 8, 10, 15 and 19, and the text and illustra-
tions in each advertisement were devoted en-
tirely to descriptions of the various models of
the Paragon instrument.

The text matter of the advertisements sum-
med up in understandable language the capabil-
ities of the set in a way that was perfectly
intelligible to the layman who is not conversant
with the technicalities of radio. The reasonable
price of the Paragon three and the Paragon
four was given, together with a description of

o

4

2

==

concentrated service

products.

The big fear of securing unsalable merchandise is
eliminated by using Pitts Service. Let us tell you all
about the radio business; what other dealers in the
talking machine field have done, and show you exactly
where you can achieve the same results.
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Last Call on Radio for
Holiday Profits

One half of the year’s radio business will be done dur-
ing the next three months—your most profitable sea-
son. Don't let another minute elapse before you find
out how Pitts Service on radio merchandise can help
you to establish your radio department.
“side lines,” for radio is our only business, and we are
obliged to make this work profitable for you. You get
covering

Write, wire or telephone and you will receive full par-
ticulars about the quickest selling and most satisfactory
radio merchandise—"Radiola!”

the reasonable terms under which the instru-
ments could be purchased.

An attractive illustration of the Paragon
receiver appeared in each advertisement and in
two cases a dancing couple was depicted, to
gether with the information that a single turn
of the dial would bring the music of the world-
famous dance orchestras to the home. The
other two advertisements emphasized the single-
dial control and distance reception. The assur-
ance of safe buying, emphasizing the reputation
of the Landay organization and of the Adams
Morgan Co., Inc.,, manufacturer of the Paragon
set, was a feature of the advertising.

The managers of the various Landay stores
report that the results from the campaign were
immediately apparent. Inquiries for the Para
gon receiver were many and in quite a number
of cases prospective customers mentioned see-
ing the advertisements.

Opens Ansonia Branch

Miller's Music Shop, of New Haven, Conn., has
opened a branch store in Ansonia, under the
management of Oscar Feinberg. New Columbia
phonographs and records are featured.
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Two Néwvzlnfoffn_ative Odeon Publications
Full of Interesting Data for Retail Trade

Odeon Catalog and Pamphlet, “Breaking Record Sales for Odeon,” Prepared Under Direction of
A. Thallmayer, Manager, Foreign Record and Odeon Divisions, General Phonograph Corp.

Under the capable direction of A. Thallmayer,
manager of the company’s forcign record and
Odeon divisions, the General Phonograph Corp.,
New York, has just issued two very important
publications for the use of thc Okeh and Odeon
dealers. In prcparmg this literature, Mr. Thall-
mayer workcd in close co-operation with Otto
Heineman, president and founder of the Gen-
eral Phonograph Corp., who for many years has
devoted a considerable part of his time to the

A. Thallmayer
development and stimulation of this important
division of the company’s business.

The new Odeon catalog is not only attractive
in design and make-up, but is exceptionally im-
portant as indicative of the world-wide popu-
larity of these records. There are listed in
this book the eutire 3,000 and 5,000 series of
imported recordings by world-famous artists,
all of which were made in Europe. The cover
of the book is multi-colored and the plates for
the design were imported, so that the book
itself is representative of the records which are
featured. It is printed throughout in two col-
ors and is one of the most attractive foreign
language record catalogs ever issued.

The listings are divided into three groups:—
group one containing some of the imported
recordings which belong to the heading “Sym-
phonic and Orchestral Music” by famous
masters. In group two are listed recordings
under the hcading of “Concert Sclections and
Popular Overtures” played by famous orches-
tras, and in group three arc featured vocal
music, comprising a list of imported recordings
by famous artists. In the back of the book
is an alphabetical list of all titles, so that maxi-
mum convenience is afforded the dealer and
music lover in making a choice of records.

The General Phonograph Corp. was the first
record manufacturer to introduce album sets
of imported records and these sets are promi-
nently featured in thc new catalog. Photo-
graphs of some of the many famous artists
recording for the Odeon library are presented
in the book, including Eduard Moerike, Marek
Weber, Richard Tauber and others.

The second important contribution to Odeon
sales literature is a sixteen-pagc pamphlet en-
titled “Breaking Record Sales for Odeon,” and
this pamphlet was prepared for the use of the
Odeon dealers and their sales staffs. [t is
essentially practical in its contents, giving sug-
gestions to the dealers as to the best plans for
increasing record sales, and offering important
ideas of timely interest. The booklet briefly
discusses the distinctive musical and sales
qualities of Odeon records and several para-
graphs are devoted to a discussion of radio as
applied to the record business.

It is suggested that Odeon dealers use thesc
rccords to revive interest in the general record
catalog, and it is pointed out that record sales
mean permmanent profits. One important para-
graph tells the dealer how to demonstrate
Odeon records and several pages under the
heading of “The Test Record Plan” give the
dealer a working basis for the use of his sales
staff in the introduction of the proper classes
of records to the various types of customers.
“Holding Old Customers and Creating New
Ones” is the title of one very important sec-
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tion of the book, and suggcstions are also
offered regarding the ordering of records, the
proper use of advertising and the preparation
of window displays. Mr. Thallmayer has been
congratulated upon the production of this pam-
phlet, which in conjunction with the new Odeon
catalog can be used to splendid advantage by
Odeon dealers everywhere.

Outing Talking Machine
Co. Elects New Officers

A. J. Coté, President and General Manager—
Company Closed Successful Year

The Outing Talking Machine Co., Mount

Kisco, N. Y., manufacturer of Outing portables,
held a meeting recently of its directors and at

S %)
Outing Window of a New Zealand Dealer
the close of the meeting they announced the
election of the following officers: A. J. Coté, .
president and general manager; J. E. Merriam,
vice-president, and G. H. Knapp, secretary and
treasurer. Mr. Coté needs no introduction.to
the talking machine trade, for he is the founder
of the Outing Talking Machine Co., Inc., and is
responsible for the country-wide popularity of
these portables. Mr. Coté announced that the
company had closed a very successful year and
is now making plans to co-operate with its
jobbers and dealers during 1925 to a greater
degree than ever before.

One of the features of the Outing Talking
Machine Co.’s business during the past year has
been the steady growth of its export trade, and
Outing portables are now being marketed in
practically every civilized country in the world
Recently Mr. Coté received several interesting
photographs from New Zealand and Honoluly,
showing the use of Outing portables in the
preparation of attractive window displays. One
of these windows is shown herewith and it is
not surprising to learn that this window pro-
duced a healthy volume of business.

Mr. and Mrs. Linde Entertain

An enjoyable Christmas Eve celebration
was given by Mr. and Mrs. Herman A. Linde
at their home, 255 Eastern Parkway, Brooklyn,
to some two hundred of their friends. Mr.
Linde is president of the Triangle Radio Supply
Co., Inc., New York, and the guests included
many promincnt figurcs in the radio trade from
New York, New Jersey and Pennsylvania. The
event was in the nature of a celebration of the
fifth anniversary of the marriage of Mr. and
Mrs. Linde.

Radio for Tusting Piano Co.

Assury Park, N. J, January 8—The Tusting
Piano Co., locatcd at 609 Mattison avenue, this
city, has recently completed alterations to pro-
vide for a very complete radio department which
has been installed. While radio has been-carried
by this firm for the past nine months, it has only
rccently developed to a point where a depart-
ment was necessary.
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I am ¢

Iam aviolin. I am tom toms. I am grand
opera and vaudeville.

I enchant youth like the Pied Piper. I am a
teacher. I am town crier.

Verily, I shrink the world . . . But never am I
my own master . . .

For Thorola Loud Speaker can sing and play
and speak only what goesinto the radiocasting
microphone—nothing is lost—nothing is added
but volume.

Extreme volume is suggested by the very size
of theThorola reproducer—solarge as to permit
scientific accuracy which is im-

The exclusive Thorola Controlled Mica Dia-
phragm was created, bringing highest musical
artto radio. And for the first time the overtones
—which make true music or natural voice—are
preservedin all delicacy by the Thorola Separix
found in no other loud speaker.

For the beauteous Thorola horn, Thorite was
evolved, a laboratory compound, acoustically
perfect beyond natural materials. For harmo-
nizing each Thorola with the characteristics of
each radio receiver, the Thorola Synchronizer
is provided, putting Thorola always at its best
on every set, ready to bring

the radio of a continent in the

possible in miniature!

But the greater the volume, the
purer the tone must be to satisfy
the musical ear. So it was abso-
lutelynecessary for Thorola toin-
troduce features associated only
with finest musical instruments.

Under the remarkable 10-day Refund
Warranty, Thorola must fulfill every
claim — must improve reception, power,
range, TONE QUALITY.

THOROLA 4, $25 THOROLA 9 (Cabiner) $

THOROLA 6 (Phonograph Attachment) . . $
Thorola models require no battery
--8imply plug in same as phones

THOROPHONE (Power Type Speaker) . . . $45

40
15

very finest music-room style.
Thorola betterments bring the
culture of music to radio—the
biggest thing you can sell.

Rercamany~y CoMPANY
1725-39 West 74th Street + CHICAGO
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at Keeps the Crowds Coming?
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% 4 o a 8 a s In buying records the American public has formed the habit of looking for
e Yoo the Cameo name.

From the day that the first Cameo Record was played in an American
home, record buyers everywhere have found that Cameo means quality.

In every one of the 48 states folks know that they can invest 35c in a
Cameo Record and get plenty of return for their money in enjoyment, enter-
tainment and satisfaction. And they know that Cameo always comes out
with the newest hits as soon as they are hits.

Are you cashing in on that?

NOTE: See the new CAMEO list in news
pages under ‘“‘Advance Record Bulletins™

CAMEO RECORD CORPORATION, 249 W. 34th St., NEW YORK

THE ORIGINAL
QUALITY RECORD
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WhatKeeps the Children Happy?
=

Play a”Cameo-Kid Record for any youngster and you will see why they ‘A‘\'i'\ g v 5
make such an instant hit. He can't tell you in words what rhythm is—but BB b Ay
his sensitive ears will tell him it's there. And the same goes for tone and \\\‘\"\“ t»\“- A
harmony and expression and clarity—a distinct part in every Cameo-Kid \)‘ ;%\/y T
recording. AT A !

And children do appreciate variety. The Cameo-Kid list includes every- ’\:a

thing that a list for children ought to have. Andin every selection “The )

Spirit of the Nursery in Song and Story ™" is brilliantly and vividly brought out. LH%
o
[}

P
R

Are you helping to make the children in your neighborhood happy?

NOTE: Ask for new CAMEO-KID list—
keep your stock up-to-date for the youngsters.
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CAMEO RECORD CORPORATION, 249 W. 34th St., NEW YORK

THE QUALITY
JUVENILE RECORD
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Holiday Buying Brings Up Sales Volumes
in Brooklyn and Long Island Territory

Slow Start of Gift Buying Ends in a Grand Rush—Loeser Does Tremendous Radio Business—
Ackerley Opens New Store—Long Island Phonograph Co. in New Home—Other Trade Changes

The month of December, in the talking ma-
chine and radio trade in the Brooklyn and Long
Island territory, started in rather a disappoint-
ing fashion. The majority of dealers had been
looking forward to December and the Christ-
mas season with such fond hopes and optimism
that they had auto-suggested themselves into
the belief that with the first of December, in
some miraculous way, sales would double and
triple themselves. Consequently, when but a
slight increase over last month was apparent
the early days of the month, many dealers were
more or less in a slough of despondency.
Happily, however, the business trend slanted
upward in the middle of the month and the days
immediately preceding Christmas were real old-
fashioned, heart-warming days of brisk sales ac-
tivity,

All lines of instruments were in demand,
radio also was to the fore in popularity. When
viewed from all angles it might safely be said
that the merchandise which had the sales ef-
forts put behind it sold. Records went
briskly, with the standard Christmas selections
in greatest demand, and many dealers doing a
nice business in the different album sets re-
cently placed on the market by the record manu-
facturing concerns.

One Hundred and Fifty Per Cent Increase

One hundred and fifty per cent increase in
radio sales over December of last year was the
very satisfactory report which Ed. Norton, man-
ager of the radio department of Fred. Loeser
& Co., made at the end of the month. The
total sales for the month were $125,000 as com-
pared with $50,000 last year. The Loeser estab-
lishment has been pushing radio merchandise
consistently and has won for itself a command-

ing position among retail stores through its ag-
gressive sales policies, backed by constant and
heavy advertising campaigns in the local news-
papers. It was because of these policies that
such a business was possible during one month,
and it was the service rendered that will make
the purchasers regular Loeser customers. The
last-minute shoppers were taken care of, and a
staff of more than seventy men installed hun-
dreds- of receivers from four-thirty Christmas
Eve until three o’clock on Christmas day.
Ackerley Opens New Store
The new home of Jerome Ackerley’s music
store, located in the heart of the business sec-
tion of Patchogue, L. I., was opened the latter
part of last month with appropriate ceremonies.
The new store occupies a corner site and is
completely and modernly equipped throughout.
Many personages prominent in talking machine
circles attended the opening ceremonies.
Baim Bros. & Friedberg Open Branch
Baim Bros. & Friedberg, talking machine
dealers, who operate three music stores in the
Brooklyn territory, recently invaded the New
York territory and opened a new store at 59
Second avenue. The store was formerly occu-
pied by the Stanley Piano Co., and has under-
gone extensive alterations. David Friedberg
will be in charge of the new establishment.
L. Gilman Buys Berdy Store
The talking machine store, at 1198 Fulton
street, which was founded and conducted for
many years by William Berdy, was recently
sold to Louis Gilman. Mr. Berdy has suffered
from ill health for a number of years and re-
cently decided to retire from active business.
The establishment is admirably located, draw-
ing a transient trade, in addition to being sit-

uated in the heart of a high-class residential sec-
tion. Mr. Gilman plans to make extensive
alterations in the store. Charles Gilman, son of
the proprietor, will manage the business.
Long Island Phonograph Co. Moves

The Long Island Phonograph Co., Inc.,
Sonora distributor for Brooklyn and Long
Island, which has been located at 17 Hanover
place, moved the early part of this month to
the Bush Terminal Building (Building No. 6),
68 Thirty-fourth street, Brooklyn. C. W. Keith
reports a very satisfactory business in all lines
for the past mionth, with the Sonoradio and
Sonora loud speaker being in especial demand.

American Does Brisk Business

The American Talking Machine Co., Victor
wholesaler, reported a good business for the
month of December, with the greatest activity
apparent in the ten days prior to Christmas.
The telephone was ringing constantly with deal-
ers imploring immediate rush delivery on stock.
The standard records of Christmas and the
album sets were in especial demand.

Max Udko Engaged

Announcement was recently made of the be-
trothal of Miss Florence Adele Lewis, of 220
West Ninety-eighth street, New York City, to
Max Udko, president of the Greeley Music
Shops, Inc, of Brooklyn and New York.

Plan Grand Opera in Dallas

Darras, TEx., January 6.—Leading dealers, in-
cluding D. L. Whittle, of the D. L. Whittle Music
Co.; Lester Burchfield, of Sanger Bros., and
Robert N. Watkin, of the Will A. Watkin Co.,
represent the local music trade upon the com-
mittee appointed recently by the City Clubs
to provide for a season of grand opera here.
T'he committee will at once start work on
underwriting a guarantee of $37,000 to bring
the opera company to this city.

The Parry Street Hardware Co., Defiance, O.,
has added the Columbia line.

Radio and Phonograph in Combination

The Big Opportunity for 1925 Merchandise

The Unico Equipped Establishment of Scranton Talking Machine Co., Scranton, Pa.
UNICO EQUIPMENT IS A QUALITY PRODUCT—REASON-

ABLY PRICED UNICO AUDITION ROOMS—UNICO SALES
and SERVICE COUNTERBRS-—-UNICO STOCK FIXTURES

IN planning to take advantage of this opportunity by all means adopt

Unico Service.

OUR 12 years’ intimate contact with both the phonograph and radio

industries is at your service.

E have developed and equipped thousands of sales-stimulating, profit-

producing stores and departments.

ATLANTA, GA.
25 Moore Bldg.

NEW ORLEANS, LA.
506 Marine Bank Bldg.

JOHANNESBURG, SO. AFRICA
51 Sackes Bldg.

Fifty-eighth St. and Grays Ave.,

UNICO SERVICE is WORLD WIDE
Address Nearest Branch  Today

KERN DODGE, Receiver

UNIT CONSTRUCTION CO.

Rayburn Clark Smith, President

Prompt shipment from ‘stock——expedited delivery—expert installation

DALLAS, TEX.
209 Dallas Co. Bank Bldg.

DENVER, COLO.
1642 Arapahce St.

LONDON, ENG.
Premier House.

Philadelphia, U. S. A.
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The Two Fastest Selling
Record Artists of All Time

Exclusive Artists

Cliff Edwards

(Ukulele lke)

Recordings by this artist are the leading best sellers
of the season. All his recordings are of the latest hits
and their popularity is unsurpassed. Now appearing in
the Broadway success, “Lady Be Good.” Has signed
new exclusive contract. Cash in on his popularity.

Cliff Edwards (Ukulele Ike)

Lee Morse

Greatest female singer of blues, mammy songs, bal-
lads, plantation and minstrel songs on talking machine
records. A past record of vaudeville triumphs from
coast to coast. She can run the gamut of emotions

from bluest blues to the most touching heart songs. Y U
These records mean continuous turnover for you. ., LN
Lee Morse

Send to-day for complete list of the recordings
of the most popular artists of the day.

Pathe Phonograph & Radio Corporation

20 GRAND AVE. BROOKLYN, N.Y.
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Important Price Maintenance Decision
Handed Down by Canadian Superior Court

Court Refuses to Uphold Fixed Prices on Records—Montreal Dealers Active in Promoting Busi-
ness—Compo Co. Suffers Fire Loss—New Lines Added—Other Important Trade Activities

MoNTREAL, CAN., January 8.—An important de-
cision regarding price maintenance on retail
record sales has just been handed down by
Justice Bruneau, in the Practice Division of the
Superior Court, in his refusal to restrain, by
means of a permanent injunction, the Musical
Merchandise Co., Ltd., and several other firms,
from selling to dealers His Master’'s Voice
gramophone records and goods at prices lower
than those fixed by the Berliner Gramophone

o., Ltd., and the Victor Talking Machine Co.,
of Canada, which concerns asked for the in-
junction.

The two petitioning companies declared that
the Musical Merchandise Co., Ltd. the Bruns-
wick Co., of Canada, Ltd., the Compo Co., Ltd,
and James William Shaw, carrying on business
under the firm name of J. W. Shaw & Co., were
unlawfully interfering, either in combination or
separately, with the trade and business of the
petitioners, by offering to dealers under con-
tract with the latter “His Master’s Voice”
products at prices lower than those fixed in the
dealers’ contracts as the regular retail price.

Justice Bruneau, in refusing to issue a per-
manent injunction, declared that the terms of
the 1,800 contracts clearly showed the intention
to resell the petitioners’ products through con-
tracting dealers at a price and under condi-
tions absolutely left to the arbitrary discretion
of the petitioners.

The Civil Code, said Justice Bruneau, declared
that contracts have effect only between the
contracting parties and cannot affect third par-
ties, save in certain cases, which did not apply
in the instance.

The defendants, continued the court, were
third parties, with regard to the petitioners,
and the latter had no recourse against the de-
fendants, if the dealers with whom they had
entered into contract sold their products or
merchandise under other conditions than those
contained in their contracts. If the defendants
had the right to purchase merchandise in the
market they undoubtedly had the right to re-
sell it for the price and under the conditions
they deemed fit, said the judge.

“The petitioners have a perfect right to sell
to the dealers at prices and under conditions
determined by them, but they have no right to
fix the price at which the dealers shall be
bound to resell to the public without violating
the liberty of trade, which would be an attempt
to deprive the public of its rights.”

Layton Bros., Ltd, are pushing extensively
the new York console Brunswick model with
good success and are advertising this particular
instrument in good-sized space.

“The Phonograph Shop around the corner” is

the way the Cosmopolitan Phonograph Co. an-
nounces the opening of its new store at 2151
Bleury street, which is in charge of Miss Vezina.
This firm specializes exclusively in Columbia
phonographs and records and since the removal
to its new location has noticed a large influx
of business.

Layton Bros., Ltd, devoted considerable
newspaper space to announcement of the fact
that Lucrezia Bori, John McCormack and the
Victor Salon Orchestra were to be heard in
the air January 1.

His Master’s Voice dealers report a warm
reception for the new Victor Nursery model,

MINKON ©F CANADA

which went over big during the holiday season
as a suitable gift for a child.

Dictograph Products Corp.,, New York, man-
ufacturer of the Dictogrand upright loud
speaker, Portable loud speaker, Dictograph
Aristocrat headset, Dictophone unit and Dicto-
switch block, announces the appointment of
Marconi Wireless Telegraph Co., Ltd., Mont-
real, as exclusive Canadian distributor, with
divisional offices at Vancouver, Winnipeg, Tor-
onto, Halifax and St. John’s, N. F.

Shellac and other materials used in the manu-
facture of records to the value of approximately
$35,000 were destroyed by a fire that broke
out in the storage warehouse adjoining the
factory of the Compo Co., Ltd, Lachine, Que.,
where Apex records are pressed. The sprinkler
system with which the buildings are equipped
saved the factory and plant. Manufacturing
operations continued with practically no inter-
ruption.

Radio Coming to the Fore Throughout
the Toronto Retail Trade Territory

Many Dealers Now Operating Radio Departments—A. J. Kendrick, General Sales Manager of the
Phonograph Division of Brunswick Co., a Visitor—Important Trade Exhibit—The News

ToronTo, ONT., January 8—That the combina-
tion of radio and phonograph is the logical
instrument and the instrument of public demand
is the decided opinion of A. J. Kendrick, gen-
eral sales manager of the phonograph division
of the Brunswick-Balke-Collender Co., Chicago,
who recently visited the Canadian factory here,
and Brunswick Canadian distributors, Musical
Merchandise Co., Ltd.

An agreement recently completed between the
McLagan Phonograph Corp., Ltd., Stratford,
Ont., and the WorkRite Mfg. Co., of Cleveland,
provides that the former will handle for Canada
WorkRite neutrodyne radio receiving sets.

George J. Lifton, phonograph repair expert,
of Kitchener, Ont, has opened a downtown
store in addition to retaining his other store
on King street East.

The Nordheimer Piano & Music Co., Ltd., has
added a radio department to its extensive piano
and phonograph business.

At a special general meeting of the Canadian
Bureau for the Advancement of Music held in
this city a resolution was passed to the effect
that the radio interests should be invited to bear
their fair share of expense in maintaining and
extending the work of this body by becoming
members of the bureau and contributing to its
support.

The Phonola Co. of Canada, Ltd, Elmira,
Ont., has added the Canadian distribution of
Music Master loud speakers, made by the Music
Master Corp., Philadelphia.

Heintzman & Co., Ltd., recently ran a full
page in the Toronto dailies, announcing that
they had taken on the representation of the
Brunswick-Radiola line for their local store.

NONE BETTER IN QUALITY

Talking Machine Springs
and Repair Parts

THE RENE MANUFACTURING CO.

MONTVALE, NEW JERSEY

NONE LOWER IN PRICE

— —

T. Hall has opened a new store at 17 Main
street, North Bay, and will handle a complete
line of phonographs.

Robert Wormington, formerly of the Melode
Shoppe, Kingston, Ont., is opening up a store
and will handle records.

At the Stratford, Ont., Exhibition to be held
January 12 to 24 the McLagan Phonograph
Corp. will have on view over thirty models, in-
cluding the Audak system for demonstrating
records, the invention of Maximilian Weil, al-
ready referred to in these columns, which facil-
itates record demonstration.

The purchase of the Vocalion record catalog
by the Brunswick Co., Chicago, will make no
difference to the Canadian trade, as these rec-
ords will retain their identity in Canada. Serv-
ice to Vocalion dealers will continue without
change or interruption through the usual chan-
nels of supply, the Scythes-Vocalion Co., Ltd.,
which covers Canada.

The Canadian Radio Trade Association has
decided upon the week of February 2 to 7 as
Canadian Radio Week.

Writes on Construction
of Radio Loud Speakers

A series of very interesting articles on radio
loud-speaker construction, with an especial ap-
peal because of the fact that they deal with a
technical subject in an entertaining and un-
technical manner, have been prepared by Frank
Reichmann, a pioneer designer and manufac-
turer of loud-speaking devices and a widely
known acoustical engineer. Mr. Reichmann is
prominent in the radio field as vice-president of
the Radio Manufacturers’ Association and as
president of the Reichmann Co., of Chicago,
maker of Thorola loud speakers.

“What We Hear in Music”

The fifth revised edition of “What We Hear
in Music,” by Ann Shaw Faulkner, has just
been issued with an admirably written fore-
word by Mrs. Frances Elliott Clarke. This vol-
ume, produced under the auspices of the Victor
Co., has proved one of the great factors in
stimulating a wider knowledge of all forms of
music, and has won a special place in the
schoolroom and in the home,
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They Cost More
But They Do More

Super-Zenith VIII—
the ideal radio set
for the fine home

Zenith X

The complete Zenith line ranges in
price from $95 to $550.

W ith either Zenith 3R or Zenith 4R, sat-
isfactory reception over distances of
2,000 to 3,000 miles is readily accom-

L4 plished, using any ordinary loud
r t speaker. Models 3R and 4R licensed un-
der Armstrong U. S. Pat. No. 1,113,149.
i e y enlt e They are NON-RADIATING.
Zenith 4R - - $95
Zenith 3R - - $160

The new Super-Zenith is a six-tube set
— with a new, unique, and really different
patented circuit, controlled exclusively

by the Zenith Radio Corporation. Itis
NOT regenerative.

{_- h h h SUPER-ZENITH VII —Six tubes—2

ONE of your customers sees a Zenith in the home tages tuned lrequency amolification ~

of afriend. He observes its beauty of design. He B Cabiner "ot solis menos o

notes the distinction it lends to its surroundings. He e A e R e
d 1 k f‘ f d end for dry batteries. Price (ex-

is immediately curious to know if it performs as admir- Slusive of tubes and batteries) $230

ably as its appearance leads him to believe it should. S b e IR

clusive of tubes and batteries) $250

And then—his friend puts his two hands on the dials and quickly SUPER.ZENITH IX — Console model

- . . with additional compartments contain-

brings in one station after another, each as clear as though B s et e nea ke udlens

5 . . erous storage battery space. Price (ex-

the music or the voices were coming from the next room. No clusive of tubes and bat- $350
. . . . eries) . . . + . 4 4 . . .

overlapping of stations—no interference. Just an amazing suc- Sl . R

cession of programs, ranging at will from the dinner concert § prea St el v ecal o

N . uilt-in, patented, Super-Zenith Duo-

at the Waldorf-Astoria, New York, to the dance music at the Loud Speakers (harmonically synchro-

K nized twin speakers and horns),designed

new Ambassador, Los Angeles—and even while powerful to reproduce both high and Tow pitch

& tones otherwise impossible with single-

locals are on the air full blast. unit speakers. 2nd—Zenith Battery

Ehmm;tor distinctly a éegnh achieve-
o . P ment. equires no A or at-

What is it worth to you as a radio merchant to sell receiving teries. Price(exclusive of tubes) $550
sets that everywhere arouse the greatest admiration; that Price (without battery eliminator) $450

. . . : . 11 Pri F.O.B. F; .
everywhere excite immediate desire for possession? Al Frices setor

—Especially when the only channel through which that pros-
pective customer can buy a ZENITH is through an exclusive
ZENITH dealer in your community—and—awhen you are that
ZENITH dealer?

Zenith Radio Corporation, Dept. 1-W

332 South Michigan Avenue, Chicago, Ill,
Zenith sales distribution is practically completed. The Zenith
franchise is becoming increasingly valuable. Write or wire

]

|

I Gentlemen: Please send me full particulars of
for particulars. |

|

|

|

|

|
|
i
your dealer proposition. I
|
|

Name ..
ZENITH RADIO CORPORATION
Ba2RSonthENichiganPA vente N Chicazo AdAress c.eeeeeeiiiiiiiiniiniiin e |
ZENITH — the exclusive choice of MacMillan for his North Pole Expedition
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Demand for Records and Combination
Radio-Phonographs Featured Gift Buying

Unusually Strong Demand for Records, Even for the Holiday Season, Responsible for Bringing
Up Sales to Fair Figure—Distributors Were Taxed to Supply Demand—The News

PHiLApELPHIA, PA., January 7.-—Although the
Quaker City trade was much gratified with the
holiday sales for the record division of the talk-
ing machine industry, there were not the enthu-
siastic reports of the gift-giving season’s dis-
tribution of machines. In fact, while the record
boom kept some of the distributors working on
a night schedule, there was no overtaxing of
shipping departments by holiday demand for
talking machines. The most active stocks on
the Christmas list of machines were those of
the combination talking machines and radio,
while the popular priced models of phonographs
were the second in favor.

Records were the mainstay of the trade and
had it not been for the wide demand for all
the numbers of the well-known and nationally-
advertised makes the holiday trading would
have been flat. Not only were the specially
prepared list of holiday selections freely patron-
ized but with these holiday recordings topping
the list of salable numbers the demand spread
to popular jazz and vocal records. A last-
minute rush necessitated the overtime employ-
ment of workers in order to get out shipments,
hurried to their destinations by special parcel
post and express deliveries.

Penn Co. Distributing Fada

While the Victor has resorted to the radio for
its publicity and sales promotion advantages the
trade was also informed that one of its large
Victor distributors, the Penn Phonograph Co.,
913 Arch street, had entered the wholesale dis-
tribution field for radio sets and accessories.
During the holiday month the Penn Co. enjoyed
its initial sales for the Fada radio sets, made by
the F. A. D. Andrea Co. of New York, for
whicli it has become Philadelphia distributor
and taking care of the dealers’ needs in the
eastern Pennsylvania territory. Its introductory
sales during December were most encouraging
and greater than anticipated for a beginner in
an entirely new field. Already the Penn Co.
has opened up in the talking machine trade in
the cities of eastern Pennsylvania a large num-
ber of retailers who have entered the radio
business with their first stock of Fadas. Under
the personal supervision of President T. Wil-
liam Barnhill the radio department was success
fully launched. While President Barnhill is

personally introducing the Fada to the dealers
his able assistant, E. G. Dare, is giving his at-
tention to the details of shipments and stock in
conjunction with his duties as manager of the
record department of the Penn Co. The new
radio stock to be carried in a large assortment
ready for immediate shipments cousists of five
types of the Fada, ranging in price from $74
to $220, with a full line of accessories in the

way of batteries, tubes and parts and the Music-

Master loud speakers. A special feature in the
radio stocks will be the Fada panel for the Vic-
trola, providing a combination outfit ranging
from $300 to $450. This was one of the big
holiday sellers among the combinations. An
attractive display room, providing a dealers’ ser-
vice in the Fada radio, has been arranged on
the second floor adjoining the offices of Presi-
dent Barnhill. Here are displayed the several
radio sets, with advertising posters and litera-
ture adapted to the needs of the retailer, and
the prospective customers are now gathering in
these rooms for a demonstration of the new
line. The Penn Co. also is distributing the
Pooley cabinet with the Atwater Kent sets.
Among the talking machine dealers who have
taken on the Fada through the Penn Co. and
who visited the local offices late in December
for the selection of stock, were Leon Wittich,
of the Wittich Music Co., Reading, Pa., and
Jacob Sitnik, of Altoona, Pa. The Copes Music
House, Perkasie, Pa., and the Lamb Music Co.,
Pottstown, also were added to the list of Fada
dealers.
Attend New Store Opening

Among the representatives of the Philadel-
phia talking machine distribution trade who
journeyed to Norristown, Pa., during the month
to join in the opening program of the newly-
reconstructed Stephens Music House were the
officials of the Penn Co., President T. W. Barn-
hill, Secretary and Treasurer H. T. Miller and
Manager E. G. Dare, of the record department,
and up-state representative, T. R. Clark. The
opening program of the newly-constructed but
old-established home of the Stephens Co., 217-
219 Main street, is one of the finest of its types
in eastern Pennsylvania. It has been enlarged
to twice its original size and has been given
an attractive double window display front. The

Victor department has been greatly extended
and with it there has been installed a radio
department featuring the Fada.
Witlin Co. Negotiating for New Lines

Changes in the recently innovated business of
the Witlin Musical Instrument Co. are expected
soon. While the company only a few months
ago entered the wholesale distribution exclu-
sively after several years of retailing co-jointly
with the wholesaling, it is anticipated that fur-
ther developments will take place in the coming
year, President Benjamin Witlin left for the
factory headquarters of the Starr Piano Co.,
manufacturer of phonographs, pianos and radio
loud speakers, Richmond, Ind., for the purpose
of negotiating plans for the local representation
of the Starr products as an individual terri-
torial representative. If the present plans are
put through the Witlin Co. will be dissolved
and the business conducted under the name of
Ben Witlin. The Witlin Co. was organized
about five years ago and until the change sev-
eral months ago conducted a retail and whole-
sale business at the Walnut street address, fea-
turing the Starr pianos, Starr phonographs, Starr
loud speakers and the Gennett records. Presi-
dent Benjamin Witlin, of the old company, also
became the head of the wholesale organization,
and conducted his business at the old address,
occupying the second floor of the building and
giving up the retail store located on the ground
floor. He will continue to make these offices his
headquarters when the new plans are effected
in the early part of the year, and from here
the wholesale of the Gennett records and Starr
phonographs will be conducted for the require-
ments in eastern Pennsylvania, southern New
Jersey, Delaware, Maryland, and District of
Columbia. He will also add other lines of
musical instruments.

Big Brunswick Holiday Demand

The most prominent of the Brunswick models
during the holiday trading was the new Radiola
combination for which the Philadelphia head-
quarters had the greatest demand since the new
model was introduced and cleaned up all stocks
available. The records on the special holiday
list and all the popular artists were freely
bought and practically all the numbers were
sought in the holiday buying. Among the
newly-introduced Brunswick dealers who have
opened up permanent departments are the
Strawbridge & Clothier department store and
Stern & Co., in Philadelphia and the M. E.
Blatt department store in Atlantic City. Two
of Philadelphia’s prominent department stores

(Continued on page 123)

V| “LET PHIL FILL M

THE new year abounds with great possibilities. Let

us plan now to make it a big Victor year. If you
are a Victor retailer situated in the territory which we
serve you will find the backing of the Talking Machine
Company’s service of excellent assistance.

The Talking Machine Company
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featured during the month special holiday
Brunswick windows, making elaborate displays
of all the models. In the new quarters on North
Sixth street the Brunswick Co. has arranged
a special display department, with booths, as a
dealers’ service room. It has been equipped
with all the models and on the walls are ar-
ranged various displays for window and counter
and a number of broadsides. There is among
the displays a set of newspaper ads adapted
for the retailers. Manager E. B. Shiddell has
announced to the dealers that this special ser-
vice is open to them and that any ideas that the
firm may be able to advance for the promotion
of the sales of Brunswicks will be freely granted
in connection with the new plan.
Association to Elect

President Walter G. Linton, of the Philadel-
phia Victor Dealers’ Association, has called a
meeting of that organization to be held on Jan-
uary 8 for the purpose of electing officers to
serve during the coming year. The election will
follow a luncheon to be served in the L’Aiglon
Cafe at noon.

Tie Up With Broadcasting

The local dealers are much elated at the
newly-adopted policy of the Victor Co. to popu-
larize its records through broadcasting the vari-
ous selections by its artists over the radio. The
first of the programs was introduced on New
Year’s night when John McCormack and Lucre-
zia Bori as individual vocal artists, and the Shan-
non Male Quartet and the Victor Salon Orches-
tra, group selections, were listed in the program.
In co-operation with the Victor Co., the local
dealers gave broad publicity to the various rec-
ords by the artists who were numbered in the
first radio program. Co-operative ads in the
newspapers, window announcements and dis-
plays featuring these artists’ records were
among the means of reaching the public for the
promotion of sales of the selections broadcast.
Distributors, too, are heartily endorsing the ra-
dio exploitation and will keep on hand a plenti-
ful supply of the records of the various musical
selections or instrumental records of the broad-
cast programs.

Everybody’s Co. Rushed These Days

The Everybody’s Talking Machine Co., man-
ufacturer of the Honest Quaker main springs
and complete line of talking machine parts, re-
ports every department busy and that it is
working nights to fill orders. This company has
built up excellent business with dealers and

JOHN WANAMAKER,

PhitadelphimNer Yook Paca

Actual size 314" diametey

It Pays to Add Deeds to Words

Word advertising can bring business, of course, if you do
enough of it; but being helpful is more effective.
offer alone of the

Velvaloid Record Cleaner De Luxe

brings people to your store, and then it continually delivers your
message to them, during its years of helpfulness.

We know the way it’s bound to pay. Ask us to tell you
about it and you'll surely order Velvaloid); t!

PHILADELPHIA BADGE CO.
942 Market Street

We manufacture and export other patented selective Advertising
Novelties, in regard to which we solicit your tnquiries.

Indeed, the

hrough your Jobber.

Philadelphia

jobbers throughout the entire length and
breadth of the country and abroad as well. The
large complete Everybody’s catalog, which is in
the hands of these dealers, is looked upon as
an authoritative reference book and is constantly
developing orders and reorders. J. A. Fischer,
president of the company, recently went to Chi-
cago in preparation for 1925 business.

The Everybody’s Talking Machine Co. is also
a distributor of Okeh and Odeon records. This
department is reported very busy, and Philip
Grabuski, head of the department, reports that
in the comparatively short time it has had the
distribution of this line it is already shipping
more records than it ever has in the past.
Great care is exercised in the selection of
proper representation for the Okeh line, and,
accordingly, among the dealers being appointed
are to be found many of the foremost merchants
in the territory in which this company operates.

The Everybody’s Talking Machine Co. main-
tains a policy of hearty co-operation with its
dealers and is constantly on the alert with sales
ideas and helps. In this respect the Every-
body’s Talking Machine Co. has recently pre-
pared for its dealers a series of posters and
window strips featuring various numbers of the
Okeh line.

S. Fingrutd, general manager of the company,
is very optimistic over 1925 and expects this year
to surpass all others in the history of the
organization.

F. N. Eaton Takes Charge in Philadelphia

F. N. Eaton, who for the past ten months
has been resident manager of the Federal Tele-
phone Mifg. Corp, at Washington, D. C, is
now located at the Philadelphia offices of the
Federal Corp., at 604 Vandam Building. His
new duties in Philadelphia will include working

NEW FEDERAL RADIO PANELS
for VICTROLA SPECIALS

A
Five Tube
Set
of
Unusual
Selectivity

1108 Chestnut Street

- H. A. WEYMANN & SON, Inc.
VICTOR WHOLESALERS

Distributors of

FEDERAL and FREED-EISEMANN RADIO PANELS for VICTROLAS

PHILADELPHIA

with the music trade exclusively, as well as
taking care of the territory which formerly came
under the Washington office. Mr. Eaton is well
known among the music dealers in Philadelphia,
having been credit manager and dealer service
supervisor of the Columbia branch two years
ago.

Mr. Eaton states that the new Federal five-
tube panels designed for the Victor console
types, as well as the new Federal five-tube No.
141 set, is very popular in Washington, due to
the fact that these sets have excellent tone
quality in addition to being extremely selective.

Tribute to Velvaloid Record Cleaner

A rather unusual testimonial was received re-
cently by the Philadelphia Badge Co. of this
city, on its Velvaloid record cleaner. It was
sent by a retailer situated in a country many
thousand miles away, where the heat of the sun
and the salt sea air have a tendency to raise
havoc with a great many articles that ordinarily
are immune to these conditions. This retailer
has handled the Velvaloid record cleaner for
over a year and has disposed of thousands of
them. It was not on these points, however, that
the testimonial was received. Tt states: “We
never paid much attention to the construction
of this record cleaner. A few days ago in
cleaning out one of our show cases we removed
the original samples which you mailed us about
fifteen months ago. The fact that the design
and printed mattcr had not faded and looked so
fresh had aroused our curiosity and led us to
make a close and careful examination. This
cleaner had been exposed to the hot sun daily
and also the dampness of the sea air, which is
very destructive in this country. We found that
even scraping with a sharp knife had no effect.”

This letter from this distant retailer has gen-
erated a new selling point which will be used
by this company in its sales campaign in the
future. The attractiveness and utility of these
cleaners have been thoroughly stressed in the
past and it is now evident that its durability is
another important point.

Fine Atwater Kent Publicity

In conjunction with a recent bulletin issued
to its wholesalers, entitled “Selling More by
Telling More,” the Atwater Kent Mfg. Co.,
Philadelphia, Pa., has issued two particularly
attractive folders on the Atwater Kent line on
both sets, loud speakers and phonograph units.
These folders are attractively prepared in colors
and are destined to help the dealer and dis:
tributor sell more by telling more.

Gem Co. in New Home

The Gem Phonograph Co., formerly located
at 109 North Tenth street, has moved to 1324
North Carlisle street. The firm, of which Mil-
ton Marks is head, manufactures the Gem por-
table machines.

Cheney Models Draw Gift Trade

Leading the holiday favorites among the
models of the Cheney Sales Corp. was the
recently introduced Carlyle model in the con-
sole style. This newest addition to the Cheney
machines was brought out last Summer and is a
low-priced console style that has all the appear-
ance of the higher priced instruments. It has
been one of the most attractive propositions
that the Cheney Corp. has to offer in a popu-
lar-priced machine and its appeal as a gift was
spontancously productive of good demand wher-
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ever it was featured. Another specially strong
holiday product was the Salisbury Cheney com-
bination with the Freed-Eisemann or Federal
radio equipment. G. Dunbar Shewell, Jr., son
of President Shewell, of the Cheney Corp., and
who is in charge of the Boston offices, came to
Philadelphia during the holidays to spend the
season with his parents.
Improve Guarantee Portable

Improvements have been effected in the Guar-
antee portable talking machines made by the
Guarantee Talking Machine Co. The newest
Guarantee portable will be introduced to the
trade this month. It has been improved both
in appearance and in tone through the construc-
tion of a larger cabinet, one inch longer than
the old style, and its tone has been made louder
through the installation of a new tone chamber
of greater capacity.

Louis Buehn Co. Pushing Records

A large stock of the records, which will in-
clude numbers sung by the broadcasting artists
of the Victor Co., have been stocked by the
Louis Buehn Co. for the accommodation of the
trade. The firm is sending out an announce-
ment to dealers informing them that it is pre-
pared to render a speedy service for their de-
mands for the popular sellers that will be fea-
tured in connection with the radio broadcasting.

Girard Co. Adds to Lines

Arthur Rhinow, of the Girard Phonograph
Co., is still confined to his home in Newark,
N. J., suffering from an affection brought on
by a severe cold from which he suffered in the
early days of December. The Girard Co. is
now distributing, in addition to the Edison pho-
nographs, the Magnavox radio for which it is
local wholesaler, taking care of the eastern
Pennsylvania and New Jersey trade. The firm
has the exclusive agency for the two models,
T. R. T. 5 and T. R. T. 50. Full-page news-
paper ads have been featured by the company
during the holidays for the Magnavox.

Talking Machine Co. Service

For the accommodation of the dealers and
so that they might have the full benefits to
be enjoyed from the last-moment sales of rec-
ords and machines, The Talking Machine Co.
arranged for a night shift of helpers who were
kept busy for several days before Christmas
sending out belated orders. The firm, taking
advantage of the special parcel post service and
the express accommodations, gave these belated
orders their special attention and the dealers
were not disappointed by receiving their goods
too late for the last-moment sales.

Everybody’s Attractive Publicity

Everybody's Talking Machine Co., Philadel-
phia, Pa., has issued a particularly attractive
broadside in colors which was mailed at the
beginning of the new year to thousands of deal-
ers on the list. This broadside, which con-
stituted practically a reprint of the current ad
in The Talking Machine World, should be par-
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his friend.
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Features De Forest Radio
in Attractive Display

An attractive display which featured the De
Forest radiophone and various models of De

Attractive De Forest Window
Forest products recently occupied the show
windows of the Universal Radio Co., New
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much attention and favorable comment from
passers-by and resulted in many sales.

Gulbransen Registering
Piano Rolls Announced

The Gulbransen Co., Chicago, manufacturer
of Gulbransen registering pianos, has just an-
nounced a new and important product which
will be known as Gulbransen registering piano
rolls. Dealers who have received the first ship-
ments of these rolls are enthusiastic regarding
their sales value, for they represent specially
picked music rolls with all melody and harmony
notes checked so that they can be easily picked
out by the owner of the instrument. They are
furnished in sets of twelve rolls, packed in an
attractive container, and the box label and the
roll itself is stamped as a Gulbransen reg-
istering roll. It is suggested to dealers that
they can use the rolls in effective demonstra-
tion after the instruction roll has been intro-
duced showing how the registering piano rolls
follow logically as the next step after instruc-
tion rolls are mastered by the customer. The
Gulbransen registering rolls comprise all types
of music, so that the dealer has an unlimited
library of music available to present to his

ticularly valuable as a sales stimulant. York City. This holiday window attracted C“StOmerS.- — —
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The World Receives Many
Holiday Trade Greetings

Leading Manufacturers, Wholesalers and Re-
tailers Extend Best Wishes

The Talking Machine World counsiders it a
privilege to reciprocate the very many expres-
sions of good will and good wishes that it
received from its many friends in the trade
during the recent holiday period. We ac-
knowledge with thanks Christmas and New
Year's greetings from the following: Otto
Heineman, president, General Phonograph
Corp., New York, N. Y.; J. Newcomb Black-
man, Blackman Talking Machine Co., New
York, N. Y.; Eugene F. McDonald, Jr., presi-
dent, Zenith Radio Corp., Chicago, Ill.; F. K.
Dolbeer, Victor Talking Machine Co., Camden,
N. J.; Buffalo Talking Machine Co., Buffalo,
N. Y.; M. Steinert & Sons Co., Boston, Mass.;
E. H. Droop, E. F. Droop & Sons Co., Wash-
ington, D. C.; Oscar W. Ray, Aeolian Co., Ncw
York, N. Y.; L. Gruen, Federal Tel. Mfg. Co.,
New York, N. Y.; Louis J. Unger, Brilliantone
Steel Needle Co., New York, N. Y.; Empire
Phono Parts Co., Cleveland, O.; Mr. and Mrs.
Jack Kapp, Columbia Phonograph Co., Inc,
Chicago, Ill.; Mr. and Mrs. Lambert Friedl,
Adler Mfg. Co., New York, N. Y.; Wm. Phil-
lips Phono. Parts Corp., New York, N. Y.; Hart-
zell Sales Co., New York, N. Y.; Mr. and Mrs.
W. C. Hutchings, Brunswick-Balke-Collender
Co., Chicago, Ill.; Columbia Phonograph Co.,
Inc., New York, N Y.; Pierre Boucheron,
Radio Corp. of America, New York, N. Y
H. Emerson Yorke, Brunswick-Balke-Collender
Co., New York, N. Y.; Orsenigo Co., New
York, N. Y.; Allan W. Fritzsche, General
Phonograph Corp., New York, N. Y.; A. C.
Jarg, Jewett Radio & Phonograph Co., New
York, N. Y.; P. R. Hawley, Girard Phonograph
Co., Philadelphia, Pa.; Mr. and Mrs. H. Harvey
Roemer, Zenith Radio Corp., Chicago, Ill;
Gail Murphy, Geo. Batten Co., New York, N.
Y.; C. Bruno & Son, Inc, New York, N. Y,;
Arthur W. Rhinow, Girard Phonograph Co,,
Philadelphia, Pa.; Curtis N. Andrews, Buffalo,
N. Y.; Allan Strauss, Adler Mfg. Co.,, New
York, N. Y.; “Jim” Davin, Musical Instrument
Sales Co.,, New York, N. Y.; Earle W. Jones,
New York, N. Y.; A. J. Kendrick, Brunswick-
Balke-Collender Co., Chicago, Ill.; Mr. and
Mrs. Wm. H. Reynalds, Mobile, Ala.; Arno B.
Reincke, Reincke-Ellis Co., Chicago, Ill.; J. A.
Sieber, Pratt-Lindsey Co., New York, N. Y ;
B. R. Stauffer, Pooley Co., Philadelphia, Pa.;
James F. Boyer, C. G. Conn, Ltd., Elkhart,
Ind.; Geo. A. Seiffert, Capitol Distributing Co.,
New York, N. Y.; John Cromelin, New York,
N. Y.; H. A. Yerkes, Columbia Phonograph
Co., Inc, New York, N. Y.; Mr. and Mrs. Bert
R. Hassler, Colin B. Kennedy Co., St. Louis,
Mo.; Joseph C. Roush, Standard Talking
Machine Co., Pittsburgh, Pa.; Consolidated
Talking Machine Co., Chicago, Ill.; Frank V.
Goodman, Sonora Phonograph Co., Inc.,, New
York, N. Y.; Mr. and Mrs. Herbert A. Bren-
nan, Gross-Brennan, Inc, New York, N. Y;
Samuel Fingrutd, Everybody’s Talking Machine
Co., Philadelphia, Pa.; Louis Buehn Co., Phila-
delphia, Pa.; Lloyd L. Spencer, Silas E. Pear-
sall Co., New York, N. Y.; Musical Instrument
Sales Co., New York, N. Y.; Ray Reilly, Edray

3 WEST 29th ST.
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of the New Line of the

National Phonographs

NEXT MONTH
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FACTORY: CANTON, PA.

NEW YORK

Sales Co., Chicago, 1ll.; Nat Golden, Superior
T'honoparts Co., New York, N. Y.; Russell E.
Hunting, Federal Tel. Mfg. Co, Philadelphia,

Pa; Mr. and Mrs. James D. Moore, New
Orleans, La.; Mr. and Mrs. Wendell Hall;
Frank J. Gibbons, New York, N. Y.; Carl
Knittel, Wolf Mfg. Industries, Quincy, [lL;

Ferdinand A. Buescher, Buescher Band Instru-
ment Co., Elkhart, Ind; Harry A. Beach,
Brunswick-Balke-Collender Co., New York, N.
Y.: Ed. Blinke, Edray Sales Co., Chicago, IlL;
Standard Talking Machine Co., Pittsburgh, Pa.;
H. A. Weymann & Son, Inc., Philadelphia, Pa.;
Kenneth E. Reed, M. Steinert & Sons Co., Bos-
ton, Mass.; Mr. and Mrs. Fred P. Oliver, Black-
man Talking Machine Co., New York, N. Y;
Crown Music Co., New York, N. Y.; Harry G.
New, Plaza Music Co., New York, N. Y
Grinnell Bros. Music House, Detroit, Mich.;
Mr. and Mrs. Geo. A. Lyons, Brunswick-Balke-
Collender Co., New York, N. Y.; Van Veen
& Co., New York, N. Y.; Emerson Radio &
Phonograph Corp., New York, N. Y.; Eagle
Radio Co., Newark, N. J.; H. B. Bertine, New
York, N. Y.; Harry A. Goldsmith, Badger Talk-
ing Machine Co., Milwaukee, Wis.; Howard J.
Shartle, Cleveland Talking Machine Co., Cleve-
land, O.; National Publishing Co., Philadelphia,
Pa.; Walbert Mfg. Co., Chicago, Ill.; Mr. and
Mrs. Ben Garetson, Radio Manufacturers’ Show
Assn, Chicago, lll.; Herbert D. Berkley,
Bloomingdale Bros., New York, N. Y.; H. B.
Sixsmith, Mickel Bros., Omaha, Neb.; Carter
Radio Co., Chicago, Ill.; Musical Products Dis-
tributing Co., New York, N. Y.; M. Hohner,
Inc, New York, N. Y.; International Mica
Co., Philadelphia, Pa.; Penn Phonograph Co,
Inc., Philadelphia, Pa.; Wm. Nelson, Vega Co,
[loston, Mass.; Columbia Mantel Co., Brook-
lyn; Mutual Phonoparts Co., New York City.

{ CARTER
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by the leading manufacturers. They
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Ohio Association to Talk
Over the Record Situation

Special Meeting Called in Columbus on Janu-
ary 12 to Determine Whether There Is an
Overproduction of Records

CixcinnaTI, O, January 7.—On Monday, Janu-
ary 12, there will be a special meeting of mem-
bers of the Ohio Music Merchants’ Association
in Columbus, at which President Otto Grau, of
Cincinnati, will preside. Some music merchants
are of the opinion that there is too great a
production of talking machine records, and this
is the topic that will- be discussed. If it is
found to be a fact that too many records are
produced for the best interests of all concerned
the matter will be brought to the attention of
record manufacturers with an appropriate
recommendation. “The sole object of the meet-
ing,” stated Wm. J. Bickel, manager of the
talking machine department of the Otto Grau
Piano Co., “is to determine exact facts in re-
gard to the matter. Then these facts will be
placed before record manufacturers for their
consideration.”

Interstate Co. Enjoyed
Rapid Business Growth

St. Lours, Mo., January 8—The I[nterstate Elec-
tric Co., of this city, organized two years ago
to manufacture battery chargers, has met with
unusual success in the marketing of this prod-
uct. Manufacture was started in 1922 in the
face of severe competition, but through the
efforts of E. Ballman, chief engineer, and J. C.
Grindell, vice-president and sales manager,
manufacturers of battery chargers since 1911,
weak points of early chargers were eliminated.

The Ultra Handy charger has won popularity
because of the absence of “sticking contacts.”
This fast-rate type of battery charger in par-
ticular has found a great sale because of its
flexibility, since it charges every size and type
of radio battery on the market to-day. The
Interstate organization has perfected a “B”
battery eliminator, manufacture of which will
be started early in the Spring. The executives
of the [nterstate Electric Co. are Charles Jehle,
president and treasurer; C. Grindell, vice-presi-
dent and sales manager; E. Ballman, chief en-
gineer, and Homer A. Dodson, secretary.
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Organlzatlon of the United Radio &
Manufacturing Co. Under Way in Chicago

Frank F. Paul and Norman E. Wunderlich Organizing New Firm—Will Take Over Assets of
Radio Division of United Mfg. & Distributing Co.—Latter to Continue in “Talker” Field

Plans for one of the most important deals
in mid-West radio and phonograph circles are
rapidly approaching completion as The Talk-
ing Machine World goes to press. Frank F.

PPaul, general sales manager of the United Mfg.
& Distributing Co.,
nue, Chicago, Il1,
chief engineer of the United
are organizing a new ' concern,

9705 Cottage Grove ave-
and Norman E. Wunder-
Radio divi-
to be

lich,
sion,

I

Frank F. Paul
known as the United Radio & Mfg. Co., which
will take over the physical assets of the radio
division of the parent firm.

Mr. Paul became general sales manager of
the United organization about two years ago,
has had extensive experience in the manufac-
ture and marketing of radio equipment, and is
well equipped to assume his new work as head
of the prospective organization. Mr. Wunder-
lich, who has held the position of chief engineer
of the United radio division for the past two
years, will occupy the same position in the con-
templated venture. He takes up his new work
armed with a fund of knowledge and experi-
cnce in the manufacturing of radio products,
and is in great measure responsible for the
high standard of quality which marks both
United receiving sets and parts.

The organization to be formed will carry

with it the good will, patents, and physical
assets of the United radio division. These fac-
R -
L - <
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tors, coupled with a sound financial basis and
with experienced men at the helm, give every
indication of assured success.

The United Mfg. & Distributing Co. will
concentrate on the manufacture of its high
grade talking machine motors, with H. L.

Mills remaining at the head of the organiza-
tion. The firm is one of the largest producers
of motors in the country, and before entering
the radio business all time and resources were
devoted to the motor phasc of the phonograph
industry. It was a pioneer in the radio in-
dustry and has been enjoying a fine business
on sets, transformers, variable condensers and
phonograph panels.

The United Radio & Mfg. Co., when plans
are completed within the next few days, will
seek to locate its new plant somewhat nearer
the downtown district, according to Mr. Paul
Several sites are being considered, but at this
late hour no decision as to location has been
made.

Satisfactory Peerless
Album Sales in 1924

Phil Ravis, president of the Peerless Album
Co., 638 Broadway, New York City, in com-
menting on the album business of his firm dur-
ing the past year, said that with the exception
of the tremendous holiday business sales of
albums were quite steady during the whole of
1924, In checking up the year’s total the fig-
ures proved most surprising, as the sales
showed a healthy increase over those of the
past two years.

One of the contributing factors that undoubt-
edly made new sales figures possiblc was the
wider acceptance of the group record saleg idea
in album form. The Peerless Album Co. was
the originator of this form of album and for
many months has carried on propaganda
throughout the trade, showing the sales possi-
bilities through the group plan with the aid of
albums. To-day this is no small part of the
Peerless Albuin Co.’s business.

Another item that has encouraged the sale
of talking machine record albums is the wide-
spread popularity of portable talking machines.
This product is often purchased to be carried
to camps, on outings and for other open and in-
door events, and the album provides a conven-
ient extra record carrier, making it worth the
dealer’s sales promotion effort.

Take on Cabinet Speaker

Bristol & Barber Co., Inc, New York City,
radio and talking machine distributors, have
taken on the new cabinet speaker made by the
Remo Corp.,, of Meriden, Conn. This well-
known metropolitan distributing organization
has achieved exceptional success with the Remo
trumpet type of speaker and it is expected that
the new cabinet model will prove equally, if
not more, popular.

JaNuary 15, 1925

J K. Fletcher Manager
of New Corley Co. Store

Petersburg Establishment of Prominent Rich-
mond Firm Building Substantial Business
Under His Able Management.

Ricumonn, VA, January 9.—J. K. Fletcher,
manager of the new store of the Corley Co,,
Petersburg, Victor dealer, is well known to the
niusic trade of that city, having been identified
with it for the past five or six years. The
store was established about the middle of

J. K. Fletcher
November and is located at 23 West Washing-

ton street. It handles the same general music
lines as are handled at the retail headquarters
of the Corley Co. in this city. A big volume
of business was done during the holiday period
and it is believed that under the able manage-
ment of Mr. Fletcher even greater things are
in store for it.

Sanders, Inc., to Expand
Record-Pressing Activities

One of the most efficient record-pressing
plants in the country is that of Sanders, Inc.,
Springdale, near Stamford, Conn. The firm has
concentrated on turning out quality products
and for this reason this production has been
limited in comparison with some of the larger
organizations of the industry.

According to S. Sanders, general manager of
the company, the production of Sanders, Inc.,
will be gradually increased during the coming
months. The plant is most modern in design
and in building it future growth was taken in
consideration so that a substantial increase in
the number of record pressers can be made if
necessary. This will not in any way curtail
present production.

The power plant in the present structure is
of sufficient size to take care of the operation
of even more machinery. It develops its own
waterpower and the surrounding grounds allow
for several months’ supply of fuel A private
railroad siding gives ample facilities for the
entry and shipment of goods and a series of
small trucks are maintained by the company
for smaller shipments and quicker service.

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.




January 15, 1925

THE TALKING MACHINE WORLD

128

Is “Neutrality” Out of Date
Mr. Victor Dealer

Do you remember our faméus “neutrality” attitude before we entered the World
War? Do you recall the unfortunate “too proud to fight” statement of our Presi-
dent? “Watchful waiting” was misunderstood, as was our President’s reference to
“strict accountability.” Who would say now that we were “too proud to fight” o1
that we did not hold Germany to a strict accountability ?

When all business was put on a war basis our own, among others, was referred
to as “non-essential,” but during the Liberty I.oan drives we proved how ‘“non-
essential” the music industry was by being the first to go over the top in making
and exceeding our quota. A telegram to Secretary McAdoo referring to this achieve
ment and the so-called non-essentiality of our industry received much publicity in.
the daily newspapers. Enrico Caruso, John McCormack and other famous Victor
artists, at the request of the Victor Company, gave their talent free in the interest
of winning the war.

With the inauguration of broadcasting by Victor artists on January 1, I believe
a typical example was given of what may be expected when the Victor Company
starts to do things. And, likewise, as in the case of the unprecedented publicity given
us during the war when Victor artists gave their talent in the general cause, we
have had a similar publicity and prominence marking a new era in radio broadcasting.

Now, Mr. Victor Dealer, I am not authorized to talk for anybody but my com-
pany and myself, but I believe the year 1925 is going to be one in which, under
Victor leadership, Victor Dealers are going to blaze an enviable trail in the radio field.
Your radio experience will be valuable. You will be rewarded in proportion to the
contribution you make toward stabilizing and dignifying the radio industry.

So I will say, “Yes, neutrality is out of date,” insofar as the talking machine
industry being indifferent about radio during 1925. 1 believe it will be a year record-
ing the entrance of the Victor Company into the radio field in a manner that will
command the respect and admiration of manufacturers,
distributors and dealers, and, above all—the public.

Mr. Victor Dealer, don’t let “neutrality,” or anything,
interfere with your giving the Victor Company the proper
“hook-up” of cooperation. Let’s cut out any “static.” We

welcome the opportunity to help you get the right
“hook-up.”

This is Station BTMC signing off,

J. NEWCOMB BLACKMAN Announcing.

"TALKING Macrine Co.
30 W.232 ST. NEW YORKNY. -
vi OR WHOLESALE msfm!norms
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She CHENEY

THE MASTER PHONOGRAPH

‘The most perfect music-reproducing instrument

| The CARLYLE
which retails at §135

Designed to receive radio

145

(East of the Rockies) .

The Cheney Factories Achieve the Impossible

A Cheney in every sense of the word Anne model, 344 inches long, 20V4
—that retails at $135. All of the famous inches deep, 3314 inches high. It is

Cheney acoustic system, a cabinet wor-
thy of a place with the other cabinets
in the line!

Here is a real leader —individual in
1ts selling points, so superior in its tone
quality that the difference is easily dem-
onstrated, and so modestly priced that
it comes within the price range of every
one who wants a phonograph.

The Carlyle is distinctively a Queen

made 1n Biltmore mahogany beautifully
finished, and is completely equipped with
automatic stop, automatic needle adjuster,
two reproducers for playing all records,
and shelves for three record albums.
Metal parts are nickeled.

The Carlyle rounds out The Cheney
line—provides a wonderful value at
every price level and offers range of
selection for every buyer.

The Cheney offers any merchant increased business, increased profits, and greater
sales opportunities. It makes sales which otherwise would be lost. It appeals to
discriminating buyers. It commands a high average sale price —and requires

practically no service.

Ask us for details about the line. The Cheney is the big profit-maker

in many phonograph stores. Write for full information

CHENEY TALKING MACHINE COMPANY

CHICAGO

Made complete in our own factories at Grand Rapids, Mich.
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LEONARD P. CANTY

Entire Middle Western Trade Facing New
Year With Confidence Regarding Future

Soundness of Basic Business Conditions Practically Insures Normal Year Ahead—Live Retailers
Making Plans for Sales Promotion—Radio to Be Sales Factor—The Month’s News

The talking machine industry throughout the
Middle West is facing the coming year with the
firm conviction that 1925 will be a period of
normal prosperity and stability. There is no
gainsaying the fact that 1924 was slightly below
expectations in the volume of sales transacted
in this territory, but the figures as a whole were
very gratifying, not alone in volume but be-
cause of the fact that the business closed during
the past three months of the year was excellent.
Almost without exception phonograph man-
ufacturers, jobbers and dealers are entering
upon the new year with optimism and confi-
dence, and there is every reason to believe that
these expectations will materialize.

Fundamentally, conditions throughout the
country are excellent and this applies partic-
ularly to the Middle West. There is hardly a
section or even a State where commercially
and economically the outlook for 1925 is not
far better than existed at the beginning of 1924.
It is only fair to predict that during the next
twelve months there will be keen competition
in the talking machine industry, but this very
competition is going to make the year a pros-
perous one. The progressive and wide-awake
dealer is now devising aggressive and up-to-
date sales plans which will enable him to attain

satisfactory sales totals during the coming year.
The foresighted jobber is enhancing the
strength of his sales organization, while the
manufacturer of phonographs, parts and acces-
sories is leaving nothing undone to manufac-
ture his product on a basis whereby it can, be
merchandised profitably and efficiently.

The growth of radio business in the Middle
West during the past twelve months was little
short of phenomenal, but the talking machine
dealer was a vital factor in this expansion and
will continue to be a most important figure
in the sale of radio products. The dealer with
his finger on the pulse of the talking machine
trade understands and appreciates the fact that
radio sets and phonographs are not competitive
products but can be marketed in a way that will
bring him profits and prestige. Both instru-
ments have their respective places in the home,
and both instruments have a logical place in
the selling plans of the talking machine dealer.

Plans Drive on Columbia Fine Art Records

The Fine Art Series of Musical Masterworks,
recently introduced by the Columbia Phono-
graph Co., Inc., met with a very enthusiastic
reception during the holiday season from
Columbia dealers in Chicago territory. Jack
Kapp, manager of the record department at the

Columbia Co.’s Chicago branch, is keenly en-
thusiastic regarding the sales possibilities for
these exceptional recordings, and under Mr.
Kapp's direction an intensive co-operative sell-
ing campaign has been inaugurated. This Fine
Art Series, comprising five complete sym-
phonies and three major works of chamber
music in album sets represents one of the most
important recording developments in recent
years, and the Columbia Phonograph Co., Inc.,
has been congratulated upon its initiative in
recording and merchandising these records. G.
C. Jell, of the Columbia Co.’s executive sales
staff, was a recent visitor to the Chicago head-
quarters, co-operating with Charles F. Baer,
Chicago Columbia manager, and Mr. Kapp in
laying out a 1925 campaign for the Musical
Masterworks. Mr. Jell is responsible for the
recording and introduction of this important
series of records.
To Display Heineman Motors

The General Phonograph Corp. of Illinois,
representing in Chicago territory the General
Phonograph Corp., with headquarters in New
York, has just leased space in the American
Furniture Mart, 666 Lakeshore Drive, covering
a period of five years. This space has been
leased in addition to the company’s headquar-
ters at 216 North Michigan avenue, and this
move was ‘made in recognition of the increasing
interest being manifested by furniture manufac-
turers in the production of phonographs. A
complete line of Heineman motors will be on
display at the American Furniture Mart through-

(Continued on page 134)

Style M
One of several beautiful
console models

Kimball Style X—Tudor

KIMBALL PHONOGRAPHS
There Is No Better Value

Whether you consider reproduction of Natural Tone, or
excellence of construction throughout, or exterior appear-
ance or reliability, you will find all of these qualities in the
Kimball —There i1s no better value. The long established
Kimball name is a prestige builder for

the dealer.

There is a variety of both Console and
Upright Kimball Phonographs.

- Ask About Dealer Franchise

Territory and Terms

W. W. KIMBALL CO.

Established 1857
Kimball Hall
CHICAGO, ILLINOIS

Manufacturers of

Phonographs, Pianos, Player Pianos, Reproducing Pianos
Pipe Organs, Distributors of Columbia Records

KIMBALL PHONOGRAPHS PLAY ALL RECORDS

306 So. Wabash Ave.

Style J
Mahogany
One of several
beautiful upright models
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JEWEL-TONE &:w PHONOGRAPH

Equal in The
tone and volume ideal phonograph
to any for that
high-grade small apartment

talking machine or anywhere

A real high-grade, musical instrument, equipped with the famous genuine Jewel-Tone
Arm and Reproducer. Tone is equal in quality and volume to most of the expensive
machines on the market, handsome, convenient, and thoroly good.

Samples sent on approval to responsible dealers.

THE JEWEL-TONE

Attachments for Victor and Edison
- With

NOM-Y-KA
Diaphragm

> X/ B &
Victor Attachment Edison Attachment
for playing Edison and Pathe Records for playing all lateral cut records
Illustration shows this attachment in position for playing Perfectly -balanced for playing all records on the Edison
Edison or Pathe Records. Takes but a moment to change. Diamond Disc phonograph. Pure and lovely in tone, full
\\ Plays Victor and all lateral cut records with true, full tone. volume, and gives true value to your records.
\.
5N
% N If your Jobber does not handle the Jewel
(1'. co y
N N Products, write to us direct.
’ %0\,
T, o\ :
e N ~ \
RN S Oﬁh‘ N
SO e JEWEL PHONOPARTS CO
% \\\ 020/@(\\ [}
\\ © . .
. e R 150-160 Whiting St., Chicago
N /% \
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THE JEWEL-TONE
Reproducers and Tone Arms
Standard
No. 3
Plays All
R d The Nom-Y-Ka
ecords Diaphragm
The perfected diaphragm that
PerfeCtly improves with use, likeg an old
violin. Most beautiful tone of
all. Guaranteed without reser-
vation.
This is the famous No. 3 tone arm and repro- The Jewel-Tone Reproducer and tone arm
ducer equipped with the Jewel NOM-Y-KA plays Victor, Edison, Brunswick and all
diaphragm. A wonderful improvement on makes of records—plays them equally well.
any talking machine. The perfected tone It is made for every type of talking machine,
arm and NOM-Y-KA diaphragm gives full, and can be substituted for the old arm in a
true tonal value, and beauty to all records. few moments.
with the
Famous
Holtzer-Cabot
Dealers are invited LOUd Speaker
to write for full U !
information nit
Here is the latest Jewel-Tone product, the Holtzer-Cabot Loud Speaker Unit is a /’
famous Jewel-Tone reproducer and_tone quality product in every way, handsome Ve
arm in_combination with the finest Radio and supremely efficient. It gives excep- /@\o"’
f;‘f)ugaigeag:lr }gmttl'me(llzlt(];]e rof llf;?oﬁfagg tional volume with a purity of tone seldom /:@‘?
instant. Unit off, does not interfere with equaled, and a fitting mate to the Jewel- /63\
the other. Tone reproducer. &
7 &
arad
L
/e
PHONOPARTS CO 7
JEWEL .
hiting St., Chi ST
150-160 Whiting St., icago AN




134

THE TALKING MACHINE WORLD

January 15, 1925

FROM OUR CHICAGO HEADQUARTERS— (Continued from page 131)

THE ALTO

&7’ Automatic Stop

I For Phonographs.

(\ | Nothing needs to be

N screwed unto the tone

- ] arm. Simple {n con-

% | struction. It fits under

o\ the turn table. Our

D, s, customers say {t is the

) e T most accurate stop they

Sl found yet in spite of its
AR low cost.

ALTO MFG. CO.,'"s"5! Watran street

Canadian Distributor Phono Parts Supply Co., Toronto, Ont.

out the year, with a representative in attend-
ance during the January and July furniture
shows. Incidentally, the General Phonograph
Corp. of Illinois closed a very satisfactory year,
and, in addition to maintaining its popularity
anmong well-known phonograph manufacturers
in the Middle West, the Heineman motor was
adopted by many new concerns during 1924,
S. A. Ribolla, general manager of the company,
and popular throughout the Middle West, is
keenly enthusiastic r<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>