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(reetings:

In extending Christmas Greetings to the
phonograph industry with the hope that
1928 will bring unbounded happiness and

prosperity we must also pay a well deserved
tribute to the courage and aggressiveness of
the individual members of the industry who
have again placed the phonograph in the
front lines of America’s social and commez-
cial activities.

Appreriation:

We are very happy to have this opportunity-

to thank the manufacturers and dealers for
their recognition of TOMAN quality during
the past twelve months. The new TOMAN
Reproducer No. 2 and the new TOMAN

“Helical” Tone Arm set are acknowledeed
o

standards today in the phonograph industry.
We are preparing to give the trade enhanced
service and co-operation in 1928 in appre-
ciation of their support and loyalty to

TOMAN products.
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Manufactured by Sales Distributor
E. Toman & Co. Wondertone Phonograph Co.
f:;i 1 West 21st Place 216 No. Michigan Ave.
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Music-

O F direct interest and importance to every

business man in the country, whether he

ic a manufacturer, a wholesaler or re-
tailer, is the census of distribution unow being
conducted by the United States Bureau of the
Census as a result of the National Distribution
Conterence held under the auspices of the
Chamber of Commerce of the United States in
1925,

Analysis of markeis provides trade with accurate statistic.

regarding the business situation in each lerrilory.

Iuforma-

tion gives to the retail dealer facts that should prove invaluable
in determining the business possibilities in his field of operations.

istribution Census Gives Vital

which indicates the number of {families he
might logically be expected to serve; average
mventory; wages and earnings of selling and
non-selling employes;.average annual sales per
capita population; average percentage of the
anmount of money spent in his city annually
that goes for the purpose of the products
which he distributes, and many other facts that

Radio Market Data

a population according to Census Bureau es-
timates of 792,296, Baltimore absorbs annually
musical instruments, including phonographs and
sheet music, to the value of $2,146,700, and radio
sets and supplies to the value of $1,642,200, a
grand total ot $3,788,900 spent annually through
accredited channels for media for producing or
reproducing music. This is only about $3.86 per

capita, out of a grand total of

It was felt, and properly, that
there was altogether too little
known regarding the markets of
the country, and particularly the
extent of the distribution {tacili-
ties for various products. It was
realized, too, that an accurate
knowledge of the distributing ac-
tivities of the country is of dis-
tinct economic value to the manu-
1acturer, particularly in the map-
ping out of his factory produc-
lion schedule, and in covering
the various sections of the coun-
try miore equally from a sales
standpoint, and to the wholesaler
and retailer m providing him
with accurate statistics regarding
the business situation in his own
particular territory.

The National Distribution Con-

with

average.

which he
wages and earnings

What the Census Means to the Trade
TUDY of figures

gives the retailer an idea of the competition
is faced; average inventory of retail stores; the musical instrument field. |
of selling and non-selling employes; average
annual sales per capita; average percentage of public expenditures
for the products he distributes and information that enables the
dealer to gauge whether his business is better or worse than the of
Work has just been started by the United States Bureau
of Ceusus and three cities, namely. Baltimore, Syracuse and Denver,
have already heen covered. The work is under way in other cities
throughiout the country and the commiittee appointed by Secretary
of Commerce Herbert Hoover, which is headed by Owen D. Young,
will make public its findings from time to time as data from each

locality are completed. Dealers should analyze these reports.

— $456.72 per capita spent annually
for all commodities, including
food and clothing. This in itself
gives some idea of the market
that still remains in that city for

For the distribution of musi-
cal instruments, phonographs and
sheet 1nusic, there are listed
ninety outlets with annual sales
$2,534,100. This, of course,
takes in all types of stores in
which musical instruments and
sheet music of any kind are sold
in counnection with other lines,
such as departinent stores, five
and ten cent stores, drug stores,
ctc. There are, however, 49 es
tablishments devoted primarily to
the sale of musical instruments

and sheet music with an anuual

ference asked Secretary ot Com-

merce Hoover to appoint a Committee on the
Collection of Business Figures to study and
report upon statistical needs in the field of
merchandise distribution. In acceding to the
request, and appointing such a committee under
the chairmanship of Owen D. Young, Secretary
Hoover said: “\We are almost wholly lacking in
the basic data as to distribution. We know our
production in most important lines of activity.
We know a great deal about stocks of com-
modities in the hands of producers. We know
very little as to stocks in the hands of con-
sumers, the area of distribution in any com-
modity. If we had a census of distribution I
am convinced that this information would auto-
matically eliminate a great amount of waste in
the whole distribution machinery.”

It was recognized that the Burcau of the
Census was best organized to carry on the
survey and in its work the Bureau has had the
iull co-operation of the Committee of. the
(hamber of Commerce of the United States,
and committees representing local chambers in
the sections where distribution surveys have al-
ready been made.

- The information that has been obtained is of
importance to the retailer, for it gives him
fairly accurate figures regarding proportion of
stores to population of the stores in his line,

enable the ind.vidual dealer to gauge whether
his business i> better or worse than the aver-
age, whether lis overhead and his costs are
too high or too low, and much other informa-
tion of incalculable value to the man who wants
1o know where he stands in business.

Thus far, a distribution census has been made
of several cities, reports being issued on Balti-
more, Md.; Syracuse, N. Y., and Denver, Col.
Meanwhile the work has already been carried
on in Atlanta, Chicago, Fargo, Kansas City,
Providence, San Francisco, Seattle and Spring-
field, 11l. All the field work in these cities has
been completed and the results are now being
tabulated, in order to provide for early publica-
tion. ’

The reports on Baltimore, Syracuse and Den-
ver, now available, may be said to represent an
intercsting cross section of the country’'s busi-
ness, one of the citics being in the South so-
called, another in the North -und the third in
the West.

The first figures issued were those concern-
ing Baltimore, which were divided into 71 com-
modity classifications. This trade of ours, of
course, is interested primarily in the figures
relative to the establishments dealing in musi-

cal instruments and radio which are handled

under- these two definite classifications. With

business of $2,146,700. Unfor-
tunately, the various types of musical instru-
ments  such as pianos, band instrumenis
phonographs, etc., are not classified in the cen
sus, radio being the single exception.
Comparative figures rclative to inventories
salaries, number of employes, etc., were based
on reports from these 49 establishments de-
voted primarily to the retailing of musical in-
struments for the reason that in the other out
lets it was not possible to separate easily the
various commodities, and in many cases sales
and business expenses were listed under the
classification in which the store primarily be
longed, whether drugs, department store, etc.
Particularly interesting is the fact that in
Baltimore there is only one music store to
16,490 of the population of the city, which gives
to the dealer a wide range in which to operate,
inasmuch as in a survey made in some 30 cities
a year or so ago, it was found that there was
one music store to every 12,934 of the popula-
tion, ranging from Cincinnati, with a store to
cvery 5,280 to Columbus with one store for
every 23,703. Annual sales per establishment
are given as $44,104, and sales per capita $2.67,
or .58 per cent of all the sales made in the
commodities listed in the census.
The 49 music stores give employment to 346
i (Continued on page 14)
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LLooking Back—And Ahead to 1928

Progress Made in the Year Drawing to a Close Places the Trade
in an Excellent Position to Merchandise Profitably in 1928

O\W that 1927 is drawing to a close 1t
N is time for the trade to look back over
the developments of the last twelve
months; analyze the progress made in the talk
.ng machine and radio industries and plan 1o
reap the full benefits in the year to come.
A Year of Readjustment
Nineteen hundred and twenty-seven was
largely a year of readjustment with a view to
tabilization in two industries that had suffered
licavy losses through obsolescence of lines and
that were undergoing strenuous period of
cvolution. First, talking machine models under
went radical changes, until the instrument of
1o-day was perfected and miarketed in quantities
1o meet the demand of the trade and the pub-
lic. Many dealers were caught with- merchan-
dise which they found exceedingly difficult to
move in their stores. Others were without mer-
chandise to meet the demand, the result being
a slowing down in sales volumne that interfered
seriously with profits. Second, the year pre-
vious and the early months of the present year
witnessed important changes in design. Manu-
iacturers were constanly bringing out new
products and dealers had a problem on their
lands similar to that which they faced in con
nection with the talking machine.
Many Problems Solved
Happily, the period of uncertainty in both the
talking machine and radio industries is history.
Dumping of merchandise on the market b
manufacturers and wholesalers now is the ex-
ception rather than the rule. The Radio Manu-
facturers Association and other trade bodies
have attacked these vital problems and have
brought about reformis that can not be over-
estimated  Holding the R. M. ‘A. Radio Trade
Show in June instead of in the Fall for the in-
troduction of new lines proved a boon to the
.utire retail trade. The Radio Standards Com-
mittee of the R. M. A., in co-operation with
<imilar committees of other associations, has
done much to bring about staudards of prac
tice that are certain to save the industry mil-
ions of dollars. Many of the manufacturers
who could not stand the strain of the early
days in radio have passed from the picture and
those remaining, with the exception of the usual
mortality in any growing industry, are steadily

b Christmas @reetings to the Trade

- “NYACCO” Manufactured Products

NYACCO Record Albums
NYACCO Radio Sets

NYACCO Portable Phonographs
NYACCO Photograph Albums
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‘:; Twenty years’ manufacturing experience enables us to offer the trade a line that is tried and proven.
] Jobbers and Dealers: Worite us for full information.
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strengthening their positions and constantly
mproving their products.

The dealers themselves have learned much
about radio merchandising that they did not
know a year ago. Problems that seemed in-
~urmountable then have been solved and retail
buying and selling has taken on that certainty
that comes only with knowledge of a product
and its appeal to the public. Service still re-
mains the most important problem for many
dealers. On the other hand the service ques-
tion is one that can be solved. Other dealers
have done away with the objectionable features
of this phase of merchandising radio. Associa-
tions have given valuable aid to the retail trade
in this connection. The Federated Radio Trades
Association has given much time to study of
the matter, with the result that many dealers
are profiting by the suggestions made, following
a thorough analysis of the entire situation.
Qther associations have done similar work.

Trade in Better Position to Profit

What bearing has all this on the year 1928?
The answer is simple enough. The progress
made during the past year has placed the trade
n a better position than it ever has enjoyed
before to merchandise on a profitable basis.
First, there are the talking machines and records.
The instruments have been brought to a state

f perfection undreamed of only a year ago.
The various models have been designed along
lines that make them supreme both in perform-
ance and beauty. Manufacturers have reached
the point of smoothness in production that is
certain to strengthen the position of the retail
trade. This is so for the reason that the dealer
need no longer turn away business because
there is little hope of securing a sufficient num-
ber of a certain much-in-demand model for
perhaps months. The advertising departinents
of the manufacturers are broadcasting the won-
ders of their new products to millions of people
through national magazines and newspapers, a
sales help for the dealer that very often is too
little appreciated. The publicity departments
of these organizations are sending out a steady
siream of consumer literature for the use of the
retailer that should go far to break down sales
resistance on the part of potential customers.
Talking machine records that are little short

NEW YORK ALBUM & CARD CO., Inc.

Established 1907

- - [ -

4

64-68 Wooster Street, New York

vy ) . PR :

cf remarkable are being produced, together
with special advertising on individual numbers
that has already had an appreciable effect on
retail sales.
Radio Industry More Stabilized

Insofar as radio is concerned the dealer is
enjoying the fruits of a stabilized industry,
with many of the costly mistakes eliminated.
The products not only are satisfactory, but they
are now almost foolproof, and the retailer who
inds it necessary to give a volume of free
service that consumes the profit on the sale
had better analyze his methods. If this is the
case improvement is imperative, but that is up
to the individual dealer.

Energetic Sales Promotion Needed

The part of the retail trade in the prosperity
of 1928 is to push the products handled in
every conceivable manner. The time has come
both in the talking machine and radio trade
when the sales volume of the dealer depends
upon the success of his sales promotion cam-

paign. Mere excellence of product no longer
insures retail turnover. There is too nuch
competition. And the dealer cannot expect

more from manufacturers in the way of sales
helps. He must supplement the campaign of
the manufacturer and jobber with his own local
efforts. The dealer who does this intelligently
and aggressively will find things coming his
way in 1928.

Seeks Radio Physicist

The United States Civil Service Commission
recently announced an open competitive exami-
nation for a junior physicist (radio). Applica-
tions must be on file not later than December
30, and the Cominission will hold the competi-
tive examination about ten days after the close
of receipt of applications. Complete informa
tion may be obtained from the Civil Service
Commission, Washington, D. C.

Should Help Trade

It is estinated that more than two million
dollars will be spent for radio talent alone in
sponsored programs during 1928,
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She
SEASON’S GREETINGS

to the

MUSIC TRADES

Since its introduction about two
years ago, the Brunswick Panatrope
has proved one of the most inter-
esting musical developments ever
offtered the American public. '

suit every pockethook. At left is
Model 8-7 (exponential type), list
price $90. Below, Brunswick Pana-
trope with Radiola Model 148-C, .
list price $1,275. I

[here 1s a Brunswick Panatrope to |

THE BRUNSWICK-BALLKE-COLLENDER CO., Chicago, New York. Branches in all Principal Cities



Albany Radio Trades Assn.
Code Protects Customers

Organization Composed of Distributors and
Dealers Agrees on Code of Ethics Which
Provides for the Protection of the Public
ALBANY, N. Y., December 7.—Radio purchasers

of this city and vicinity are being protected

through the functioning of the Albany Radio

I'rades As-ociation, formed last September and

which includes as members practically every
radio dealer and distributor in Albany. The
code adopted by the Association includes

Practices: “To better serve the
public, creating confidence in radio, and in gen-
cral the building up and the stabilizing of the
radio business we agree to the following:

“To careiully study the apparatus which we
offer for sale in order that we may not over-
rate the ability of the device and thus mislead
the purchaser.

the following:

The Talking Machine 1Vorld, New York, December, 1927

“To instruct all sales people and representa- Secures GOOd Will and BUSi'

tives in the use and limitations of all appara-
tus.

“To carefully and truthfully describe the ma-
terial offered to the public through newspaper
or other printed advertisement.

“To enumerate and describe all articles which
may be offered as a part of a radio combina-
tion, and

“To teslt out every radio receiver before de-
livery to the customer, making sure that it
functions in accordance with the standards set
hy the manufacturer.”

Abbot Price Co. Chartered

The Abbot Price Co., 30 North LaSalle street,
Chicago, Ill, was recently incorporated to manu-
facture and deal in radio and phonograph ap-
paratus, supplies and equipment, with a capital
of 200 shares of no par value stock. The in-
corporators are Samuel A. Litman, Cobert
Etshokin and M. A. Riskind.

ness From Newspaper Items

M. T. Sorensen Is Weekly Contributor to Local
Newspaper, Writing Short Articles on Proper
Care of the Phonograph and Its Parts

Sioux City, 1A, December 7.—M. T. Sorensen.
of the Phonograph Supply Co., local distributor
of phonograph supplies and o2ccessories, has
added considerably to the good will enjoyed
by his coucern and has brought in a large
amount of business for the repair department
conducted by the firm, by contributing an article
on the care of the phonograph or parts of the
phonograph each week to the local newspapers.
Articles recently written by Mr. Sorensen in-
clude such titles as “Phonograph Springs Deli-
cate Mechanisms,” “Care of the Phonograph
Will Lengthen Life,” “Phonograph Motor Has
Need of Proper Oiling” and “Phonographs
Much Neglected.”

Good Wil

ORE than all else does PEERLESS

cherish the good will of its ever-increas-
ing number of patrons. The dollar and cents re-
turn is of secondary importance compared with
the growth of our clientele, in which respect
the closing year was monumental.

HERE is deep satisfaction in our feeling
of pride in welcoming so many new cus-
tomers.

ITH a full realization of our responsi-
bility for the maintenance of quality,
service, and a square deal, we wish to extend
the season’s best greetings to our customers
and to the entire industry, and our sincerest
wishes for a banner year in 1928,

PEERLESS ALBUM CO.

PHIL. RAVIS, President

5

636-638 BROADWAY, NEW YORK

Peerless Junior
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BRUNSWICK
Foreign Language Records

I'TALIAN
POL.ISH

UKRAINIAN

GERMAN
RUSSIAN

In addition to our alveady popular series of

JEWISH

Rena Pfiffer, So-
prano. Star of the
Viennese Opera.
Her first record is:
Die Nucht
(Rubinstein)
Ich Liebe Dich
(Grieg) 33002

International

(VIENNESE BONBONS (Joh. Strauss)
77000] Waltz

|BLUE DANUBE (Joh. Strauss) Waltz

| Marek Weber and His Adlon Orchestra

(EL HUERFANO—Tango
57000{ JULIAN (Donato)—Tango
| Marek Weber and His Adlon Orchestra

German

[DAS TREUE MUTTERHERZ
(Ohlsen-Zeise)
530114 NOCH SIND DIE TAGE DER ROSEN
| (Baumgartner)

{ Hans Schwarz, Tenor

Italian

[Ca . . . Cest Paris (So, This Is Paris)
<opa | A’'Vela (The Sail)
38024] Gilda Mignonette, Soprano.

l Con Accomp. d'Orchestre

THE BRUNSWICK-BALKE-COLLENDER CO., CHICAGO, NEW YORK

MEXICAN

SPANISH

Ljubow Karina,
Soprano. Noted in-
terpreter of Russian
romances and gyp-

sy songs. Her first
record 13
Zatsem Bilo
I"lubjatsv
Ne-Nado 39011
Italian
[ TARANTELLA PER TUTTI
sgo)7) Tarantella
| .A VENDEMMIA—\Valtz
| Ronmani E I Cinque Paesan

Polish

[CMAK (Oberek)
60015, MADRALA-Mazurka
Orkiestra Feltana

l
OJ PIETRUSIU—Comic Duet
60019{ KASIA DZWONECZKIEM
| Comic Duet Aktualna Scena

Ukrainian

(BALAMUTY—Folk Song
59002; REVE TA STOGNF- Folk Song
( Isa Kremer, Soprano

A [NA ELIS AILANDI-—Comic Sketch
7901{SOROTCHINSKA-JA TARMARKA
| Comic Skeich D. Medoff Ensemble

" -

Branches in all principal cities

IN CANADA:TORONTO




Instalment Selling Plan
|s Fundamentally Sound, Says Economist

Expanded Purchasing Power, Lower Operating Costs and Stability

Have Resulted From Granting “Consumer Credit,”

Instalment selling 15 a fundamentally sound
method of financing, and it has resulted in
greater prosperity by making possible increased
production and stability, lower operating costs
of industries, and expanded purchasing power,
according to Edwin R. A. Seligman, professor
of political economy at Columbia University,
who expressed his conclusions before 500 of
the leading financiers, business

timated at $4,500,000,000 in 1926, Professor
Seligman found. In that year, he said, there
was a total commodity turnover of $38,000,-
000,000, and consumer time-buying, therefore,
represented approximately 12 per cent of the
total purchases, both consumption and produc-
tion, during that year. He estimated that there
was approximately $2,000,000,000 worth of con-

Survey Reveals

concomitant of instalment selling. The theory
that a business depression would be consider-
ably aggravated by outstanding consumers’
credits 1s not confirmed by investigation. An
claborate study of the situation in a period of
almost complete depression caused by the coal
strike in eastern Pennsylvania a few years ago
showed that there was even an advantage in

instalment credit over general

men and economists of the nation

bank credit. It showed that it is

recently.

Professor Seligman, with the
help of a large staff of economists,
spent fifteen months in a study of
the problem of instalment selling
and its effect on business. The
work was carried on at the re-
quest of the General Motors
Corp., who felt that the question
was of such vital importance that
it should be studied in all its
aspects.

Professor  Seligman’s con
clusions, which are now available
in book form in two large vol-
umics, are of the greatest im-

the bulk of sales are made on the instalment plan.
application of the basic principle of granting credit is a source of
danger that the individual dealer must guard against. -Instalment
selling is safe only when the person to whom the time-payment priv-
ilege has been granted is able to liquidate his debt. The merchant

must cxercise reasonable care in granting credit. When this is done.

Encouraging Facts for the Trade

I HE report of Professor Seligman regarding the soundness of the

time-payment plan of merchandising is distinctly encouraging for
the talking machine and radio retail trade in view of the fact that
However, mis-

losses. if any. in comparison to expanded sales possibilities are
negligible. Selected credit is the key to satisfactory instalment selling.

precisely in bad times that bank
ers are compelled to continue to
extend credits of doubtful sound-
ness, whereas in instalment credit
the volume of outstanding paper
diminishes constantly.
“Protracted i1nvestigations
showed that the losses connected
with instalment paper are very
small, that in the proper admin-
istration of the system the finance
company should be a dispenser of
credit and not a seller of automo-
biles, which lends force to the
principle, and brought forth the
conclusion that the only legiti-
mate system is the recourse one,

portance to every industry selling
on the instalment basis, not
the least of them being the talking machine
and radio industries. There has been much
discussion of this all-important matter, and
many leaders of finance and business from time
to time havc expressed themselves pessimisti-
-ally rezarding the future of businesses practic-
ing the “consumer credit” plan. However, this
is thc first time that a thorough study hac< been
made of the subject, and that this research has
proved the soundness of instalment selling is
encouraging, to say the least

The extent to which consumer credit has been
cxtended throughout the United States was es-

sumer credit paper outstanding at any time.

Among the niost unportant of controversial
points touched on by Professor Seligman were
those dealing with the liquidity of “instalment
paper,”’ the credit “risks” attendant on its use
and the charge, so ofter made, that a large vol-
ume of instalment credit outstanding in time
of business recession would accelerate and
severely accentuate the resulting “hard times.”

“There are no greater risks attending con-
sumers’ credits than producers’ credits,” he de-
clared, “if properly administered, and they are,
m fact, more liquid. Frozen credits are not a

e a e e s
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- Wall-Kane Needle Mfg. Co., Inc.

BROOKLYN, N. Y.

]
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To Our Friends the World Qver —

Greetings

and

Best Bishes

for

A Coming Pear of AU Progperity and BHappiness

Jazz, Concert, Best Tone, Human Voice and

% Wall.Kane (the original 10.record needles)

Manufacturers of

Petmecky Phonograph Needles .
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that in which the seller accepts
responsibility for the credit.

“I'he same principles followed in all credit
practice apply to credit advanced to the con-
sumecr, the instalment payment device being
simply a practical means of liquidation of the
credit to make it available and possible of use
by the ultimate consumer.”

Individual credit, said Professor Seligman,
is now going through precisely the same phases
which every preceding form of credit went
through, winding up with an acknowledgment
of its unquestioned value as a part of the ma-
chinery of modern economic life. There is not
a single doubt expressed to-day by some as to
consumption credit which cannot be matched in
the history of credit in banking and produc-
tion operations.

Another controversial aspect of the instal-
ment selling question touched upon was that of
celling “luxuries” on credit. On this point Pro-
fessor Seligman exprcssed the opinion that a
luxury is a relative thing, and that a high
standard of living such as we have to-day must
not under any circumstances be confused with a
luxurious standard of living.

“Economists,” he said, “have in modern times
been making intelligible what is known as thc
cconomy of high wages. High productivity,
high cfficiency, high standard of life, go hand
in hand with inventivc ingenuity, with increase
of capital and with augmented prosperity. In
this process no small part is played by the
gradual transition of commodities from the
category of luxuries to that of comforts and
necessities. The luxury of one age becomes
the necessity of the next. While it is undoubted
that in the case of the automobile there have
in individual cases been very decided resultant
evile, vet on thc whole we cannot regard the
antomobile as a tvpe of foolish and wastetul
consumption. Few would dispute the state-
ment that thc advent of the automobile has
marked a revolution in economic and social
life comparable to that produced by the intro-
duction of the railway; and that in the one case,
as in the other, we must weigh up the evils

(Continued on page 11)
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Grant Sequotas of California %
—standing since the time when
Caesar led his army into Gaul.

No. 523 A.C. Receever

Price, with Audio-Power Unit
and 8 R.C.A. Tubes but without
Cone Speaker; East of Rockies,
$295; Rockies and West $315;
Canada, $390.

Why Stromberg-Carlson Owners

Are

The
Stromberg-Carlson
HOUR

Tuesday Evenings, 8 to 9

Eastern Standard Time
through

WJZ, WBZ-WBZA, KDKA,
KYW, WIR, WBAL
and WIIAM

Lovyal to Their Dealers!

EVERY Stromberg-Carlson owner knows that he could
not buy his receiver today for half what he paid for it
yesterday.

And that is not only because Stromberg-Carlson guaran-
tees not to reduce its prices. It 1s also because every Stromberg-
Carlson being listened to today is as efhicient, as sturdy and as
capable of giving enjoyment for many yeats, as ever it was.

Permanence is the keynote of Stromberg-Carlson Radio—
permanence of value, permanence of performance, permanence
of ownership.

Stromberg-Carlson dealers get full credit from owners for
conferring Stromberg-Carlson benefits. The dealer with the
most “boosters” and the fewest “knockers” is the one who con-
centrates hardest on selling Stromberg-Carlsons.

I <c Stromberg-Carlsons range in price: East of Rockies, Radio Sets, *
equipped with phonograph input jack, $295 to $755; Radio and Phonograpl
Combined §1245; Rockies and West $315 to S1299; Canada §390 2o Sidso

StroMBERG-CarLsoN TeLEPHONE Mrc. Co., Rocnestir, N. Y.
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Ny EVEN years ago the
Bechitold Music € o, ol
Denver, (ol tarted

m  business  with total
apital of $63. Today that
nrm i~ one of the leading
bu-iness houses of its kind
in Denver, and the latest
public audit of the firm

tober and March 1s in the
radio equipment depart-
ment the necessity of the
late Spring disposal of this
equipment in the iuterest of
profits is apparent.
Expansion Brings Sales
Business had grown to
such proportions last year

shows clear assets of
$19.000. That 1s a very
ovod record in the face ol
keen competition, and one
well worth being proud of

Nothing unusual in that,
some may say, and every
merchant makes it a point
to please his customers.
Mavbe so, but this firm
does more than make it a
point to please, it actually
does it. How? Mercly by
giving every single sale, be
it 2 phonograph needle or
onc of the most expensive
machines in the store that
careful, smiling, courteous
individual attention which
is bound to makc the customer seek the store
again for his musical requirements. The 65 to
19,000 ratio mentioned in the first paragraph
would indicate that the Bechtold Music Co.
has satisfied and rctained most of its customers.

A Modest Beginning

Back in 1919 two voung men, musically in-
clined, who had made a collection of several
musical instruments, pressed by their mothers’
-oncern at sceing these instruments cluttering
up the house decided to gzet rid of them. Get-
ting rid of them meant selling them. That
meant further a few want ads to start out with.
The want ads did their work, and the idea of
buying and selling crept into the minds of
these two brather: With $63 between them
Martin L. Dechtold and I.emoine J. Bechtold
parted with $35 for the first month’s rent of a
small storc space on Fourteenth street and with
a few cond-hand phonographs and records
began business “Uhe illustration at the top of
the page, picturing the present store and staff,
shows how the orgamzation has grown. The
after-the-war slminp was just setting in to the
xtent that many people were ready to dispose
nf their wartime purchases, but there were still
many who werc anxious to piek up these same
pnrchases. The Dechtold brothers profited in
the exchan and with the profits invested in
new instruments. Defore long the business wa
lirmly established

Formulated Sound Policy

I'rom the start certain rules of action were
napped out and strictly adhercd to all the way
through. Som t the werce: “Treat ‘em
right.,” “Greet cm with a smile,” “Ioliteness
always pays” and “The customer is always

rieht”  The brothers practiced these maxims
in every sale made, and later when clerks were
added he <ales force it wag a point that
cach salesman Dbe taught to take care of cus-

tamers in the samie manner.

The brothers believed, and still do believe, in
ulvertising, and they use what space in their
judement will ficient to tell the public
vhiat wares they have. Y they havg not at-

mpted to build uap their '-ﬁade in this way.
They went after new customers all right, but
w just as solicitous to retain an old one as
they were to zain a new one. As Lemoine
Bechtold said: “A newspaper ad doesn’t pull
the trade unless vou can handle the customer.”

| ad will call attention to the fact that a
mu-~ical instrument merchant has certain ar-

By Ira R. Alexander

ticles in the store, but in this particular busi-
ness the public will feel the same articles may
be purchased at almost any dealer’s storc, and
something besides the mere keeping of the ar-
ticle in stock is necessary to make thc sales
This something must have been supplied by thc
Bechtold brothers during their seven years in
business.
Satisfied Customers Come Back

Further quoting from M. Bechtold sonie-
thing of the firm's business philosophy may be
vained:

“A satisfied customer is most likely to 1c
turn. We realize that many customers are al
most impossible to please, but that does not
prevent us from exerting to the utmost to
please them. \We'd rather let them put it over
on us than have them think we're putting some-
thing over on them. Sixty per cent of the
customers who leavec do so because they be-
lieve they were not treated right. Only forty
per cent trade clsewhere because of price. There
are thousands of loopholes into which the sales-
man may fall in dealing with a customer and
lie must ever be on his guard to prevent fall-
mg into them. The customer never nmiakes an
apology. He won't tell the reasons which
piqued himt thus giving the decaler a chance to
make amends. Oftentimes he is the only one
to blame, but it would not do for the salesman
to tell him so. Put vourself out to please the
customer and vou will be ahead in the end”

This policy of the customner always being
right comes costly at times, and often results
in considerable loss on the one customer. It's
the thousands of customers the Bechtold Music
Co. is after, however, and the onc customer
who may have “put it over” is dwarfed by the
multitude who are pleased at this treatment
and return for more purchases. The customer
likes to know his trade is appreciated, and he
can’t help having that feeling whefi."trading at
Bechtold’s.

The Bechtold brothers do not believe in cut
prices. That will draw only cut-price custom-

ers, the kind who will never’return ungl an-

other sacrifice sale takcs place, they believe:
They do put on two great bargain sales a.vear
—one in the Spring and the other in the late
Fall of each year. The former sale aids in the
disposal of surplus radio equipment, and the
latter turns over the miscellaneous surplus,
making room for the Christmas stock. Since
o) per cent of the business done between Oc-

10

that a move into larger
quarters was necessary. The
brothers dcbated for some

his Dealer Ran $65 &
Up to $19,000

Bechtold’s “Treat ‘em Right” Policy Nullified the
Obstacles of Limited Capital and Keen Competition

from an established loca-
tion “plays in the loss of
trade, and faced with the
proposition of payimg what
practically amounted to
double rent. They finally
decided to make the move
and take what fate had in
store for them. They moved
into their present spacious
quarters, which are in the
very center of the down-
town business district, took
on the increased burdens
and soon found the change had brought about
an increase in business far bevond their most
sanguinary hopes.
Careful Selection of Salesmen

The sales people at the Dechtold store are
picked carefully and must have demonstrated
business ability. The Bechtold brothers are
not out after cheap help, they are after ex-
perienced help and are willing to pay for it
Salesmen are paid a salary based on their sales
and a percentage on sales in excess of total
sales of $I,600 monthly. These percentages
vary in the three departments from 6% per
cent to 8 per cent. No salesman can hold his
position whose sales do not amount to at least
$1,000 a month. Salcsmen with musical ability
are given prefcrence when possible, though
naturally their musical ability is given scant
credit alongside of their sales ability, which is
of paramount importance.

Operates on Budget System

A comparatively simple system of accounting
is used. A double entry bookkeeping system is
in force. The clerk makes a sale and this is
credited by the bookkeeper to the clerk and
his department. A budget system is in opera-
tion which allots to ecach department the
amount it may expend in purchases for a given
period. A departinent in which the turnover
has been slow will have a proportionately low
allotinent. Likewise when articles from a de-
partment must be placed in a bargain sale for
disposal that is not to the credit of the depart-
ment. A minimum turnover limit is set, and
until this limit is reached no new stock can be
purchased. This same treatment is accorded
the individual article in the department and if
it doesn’t pay its way it is blacklisted. Replace-
iments, tune consumcd in turnover, margin of
profit, and the like can better be accurately de-
termined in this method of separating the good
from the bad.

Bechtold’s advertise considerably through let-
ting passers-by know that they are in the vicin-
ity of a phonograph and radio store. \Walking
dosvn Clrariza street between Sixteentl and
Fifteenfh the: pedestrian at any time of the
business day will be attracted by the music of
an Orthophonic or a radio. Attention next is
caught by an attractive, frequently changed
window display. The passers-by know that
Bechtold’s is there and they are likely to re-
member this aggressive retail merchant when
in need of musical products.

.
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Moran and Mack to Feature
Columbia Co.’s Radio Hour

*Two Black Crows” of Columbia Record Fame
to Broadcast for Hour on Wednesday, De-
cember 21—Will Have Supporting Cast

Two of the most popular recording artisis
at the present time, who also won wide favor
radio audiences

with when they appeared at

’ I
RATHUT-MrcnTER |

feMasy

George Moran

the Radiv Industries Banquet in New York in
September, will add to their laurels next week
on Wednesday, December 21, when they will
cntertain the audiences of the Columbia Broad
casting System. The artists are Moran and
Mack, the “Two RBlack Crows” of Columbia
record fame, who also have a large following
among .theatregoers. These artists, who have
refused hundred~ of .offers to broadeast, will
appear under the sponsorship of the Columbia
Phonograph Co. during that company’s hour
on the air from 10 to 11 p. m. on the datc
mentioned.

The Columbia Co. presents the famous pan
of comedians as its Christmas gift to the mil
lions of purchazers of Columbia Meoran and

RATHUI-RinTER

enipace

Charles Mack

Mack records, and the others who have yet
to make the aequaintance of the black-faced
artists.

Charles Mack, the “tired” member of the
team, whose colloquial phrases and apt 1¢
joinders have been incorporated in the present-
day language, will sing a speeial song for the
occasion, and there will be a distinguished sup-
porting cast to furnish a colorful musieal back
«round.

The Phonograph Salesman!

must bhe on the
confréres when i
In the showroonis

American manunfacturers
lookout for their French
comes 1o sclling inethods.

of a Paris automobile conceru portable talking
machines arc used in certam cars for the pur
pose. of telling their-merits to onlovkers.  lor
mstance, you hear a voice coming from the
cntrails ol the auto which says, “Belore you,
you have the famous Bld4, 1928 model,” and
proceeds to rvead off a fine line ol sclling talk
The management clanmns that the phonograph
salesman 1s bringimg in more business than any

two hiving experts. So that's that

Better Business Bureau

Defines Radio Ad Terms

Bulletin Recently Sent QOut to the Trade Clari-
fies Terms Used in Radio Advertising and
Contains Recommendations

New York
radio ad

The Betier Dusiness Burcau of
has defined the terms used in retal
vertising in a hist of recommendations reeently
sent out to the trade. A digest of the bulletin
iollows:

The “complete,”
with a set which has been advertised at a cer
fain price, should mean that nothing further
need be purchased to operate the set

Ilustrations of advertised merchandise should
conform strictly to the appcarance of the ar
tiele actually on sale.

An anitial or “down” paymecnt should
be advertised unless upon such payment the sct
idvertised will actually be delivered to the
buyer without further outlay other than the
regular weekly or monthly instalments.

“Used,” *“re-possessed,” “shop-worn,” “fac
tory rejects,” ete, merchandise should be prom
mently described as such,

Advertised “leaders” should be in sufficient
guantity to supply even a strong demand. If
quantities are limited, the fact should be stated.

The term “electric” should be applied only to
a set which operates directly from an elcctric
lhght soeket and has all the devieces necessury
to utilize lighting current built by the manu
facturer as a part of the set.

‘The tcrm *“‘electrified” should be applied onlv
lo a sct which has been equipped by the dealer
with A and B socket power units.

Wherc a set has been altered by a deuler,
niention should be made of it.

word used in conneclion

tiol

Instalment Selling 1Is
Sound, Says Economist

(Continued from page 8)
with the bencefits, with the conclusion that therc
i~ little doubt as to where the balance of ad
vantage lies
Consumer Buying Stimulated

“Instalment selling,” said P’rofessor Scligmaun
by way of emphasizing its positive merits, “has
mereased production, stabilized output, reduced
production cost and increased purchasing
power. ‘tThe instalment plan induces the eon-
sumer to look ahead with greater care and o
plan his economie program with a higher dc-
arce of intelhigence. It not only tends to
strengthen the motives whieh induce an
dividual to pay, but also influences Ius capacity
to do so.

“Instalment credit is begmning to do for the
consumer what the gradual development of the
commercial banking system has donc for the
producer. If the credit is restricted to the
proper coimmnodities, under proper management,
it will gradually throw off its abuses and will
stand forth as one of the most signal contribu-
tions of the twentieth century to the poteuntial
creation of national wealth and natronal wel
fare.”

Death of _B. Davidson

Renjamin Davidson, president of the David-
son Bros. Co. Sioux City, Ia., died on Mon-
day, October 31.

11

Federal Radio Commission
Shifts Station Wave Lengths

Sixty-ninc Stations Affected by Ruling of Com-
mission Which Went Into Effect on Decem-
ber 1—Distance Fans Aided by Ruling.

The most recent step tahen by the IFederal

radio re

Radio Conmnmission to scenre bhetter
ception went into clicet on December 1 owhen
sixtyv-mine broadeasting stations had ther swave

Al of the stations affected are
band between 606
talken

lengths <hitted
operating in the frequency
and 1,000 kiloeveles, and the
by the Conmmmission to give listeners in remote

aclion was

seelions ol the country an opportunity teo pick
up stations in all sections of the country.
Howard lLamphier, phonograph  dealer o

Ilion, N. Y, has filed a petition in bankruptey,
with asscets of $1,650 and liabilitics of $3,439

~——

Demonstrate Your Receivers
With This Modern Aerial
and Then—

Sell One to
Every Customer

The Dubilier Light Socket Aerial “shows
oft” every radio set and speaker to best
advantage because this modern antenna
greatly reduces static and “downtown’ in-
terference.

Just eonnect it to the set and plug n
to the necarest house current outlet. It
works cqually well on A.C. or D.C., uses
absolutely no current and totally eliminates
the lightning hazard.

Find the customer who won’t gladly pay
$1.50 for an aerial that does away with the
trouble, expense and ugliness of an out-
door antenna. Hundreds of thousands of
Dubilier Light Socket Aecrials have been
sold successfully on the “3-day, money
back”™ basis

Put this coloriul display carton on
vour counter where it will attract
attention and let the performance

‘f‘\ of this nationally advertised gderial
ig complete the sale
Jae Me ey
|pebier  Dubilier Condenser Corp.
Y,

4377 Bronx Blvd.
New York

Jubilier

LIGHT-SOCKET AERIAL




Radio Service Pay

|

Loesers Have Eliminated Profit-
Killing Overhead in Radio Service

elimination of profit-killing practices in
the service department have placed the
radio section of Frederick Loeser & Co., the
largest store in Brooklyn, N. Y., on a profitable
basis, according to A. R. Filanti, manager of
the talking machine and radio department.
“It is business suicide to overextend free
radio service,” said Mr. Filanti. “This branch

gYSTEMATIZED radio service and the
o

f radio retailing is of vital importance, but in
rder that the radio department show a profit
the end of the year the service department

E ... NAME
NAME _ cevieameee o

“The right time to start educating the cus-
tomer on what to expect in the way of service
is when the sale has been closed,” declared
Mr. Filanti. “Our contract contains a clause
regarding service that clarifies the whole situa-
tion for the customer and leaves no room for
misunderstanding and dissatisfaction. Briefly,
this clause states that we extend thirty days’
free service following installation, and guaran
tee the set against defects for one year. Of
course, occasionally we exceed the thirty-day
ree service limit rather than antagonize a cus-

The advantage in this is that the service man
soon becomes known to the customer and a
friendly contact is established that facilitates
the work and builds good will and confidence.
After the day’s work is disposed of each serv-
ice man fills out the daily report, which also
is illustrated herewith, and turns it over to the
department manager together with the cards
e had received the night before. The calls
described in the daily report are checked with
the cards to avoid errors.

A ledger is kept by Mr. Filanti so that he

Fcrm Rdo-11
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\nwmumsa\ LABOR

MAKE

PHONE

MODEL In

i NQOF
DATE\ NO OF MERCHAND\SI% LABOR DATE\ No8S
Joss

\ INSPECT (]

AERIAL TROUBLE O

[ _connecT O pisconnecT [

BATTERY [1]

BEMARKS

BECFPTION [

INSPECTOR'S REPORT

/r\T’T‘;
1 A\—- \ CUSTOMER'B SIGNATURE

DATE SOLD

INSPECTOR'S SIGNATURE

o) [T
s RADIO INSPECTOR'S DAILY REPORT
NAME ADDRESS MERCHANDISE LABOR
e T e — omant —
- =
Date 19 Carfare, $________ Total collection, $ Signed =

Upper Left: Ledger for Service Department. Upper Right: Radio Service Job Order. Above: Service Men’s Daily Report

inust be self-supporting, and, if possible, it
should show a profit.”

Frederick Locser & Co. have an extensive
clientele, a large perccntage of the customers
having charge accounts. Because the radio pur-
chasers also are customers for the various
ther totally unrelated lines stocked, the method
of handling unreasonable patrons and the prob-
lem of just where to draw the line on service
1s a more delicate one than is experienced by
the average dealer.

In spite of this the service department ne
nly p: its own way, but the method of its
operation has resulted in buiiding invaluable
»od will while at the same time proving a
profitable venture from the monetary stand-
point.

STARR PIANOS

Established 1872 g

tomer of the store, but the very fact that our
contract clearly states our service policy makes
patrons realize that there will be a service
charge after the free period.”

Nine service men are employed in the Loeser
department, One of these men has a car. The
car owner uses it in making calls, and is al-
lowed a flat rate of $10 per week as expense
money. The other eight men have their car
fare and taxi fare paid.

Each night the work of the service depart-
nient is planned for the following day. As the
calls are received by the service department
the card illustrated herewith is filled in. At
the end of the day these cards are sorted and
given to the men, who, as nearly as possible,
over the same territory from week to week.

can see at a glance just what each man has
accomplished each day of the month. This
not only gives a line on the work of the men
but shows the volume of business done by the
service department and the total daily and
monthly revenue derived from this source.

This ledger has brought to light some ex-
tremely interesting facts. The first point is
that the man with the automobile makes al-
most twice as many service calls in a month
as the individuals without cars. For example,
in a period of thirty days the men who depend
on trolley cars and other means to reach the
homes of customers averaged in the neighbor-
hood of fifty calls each. During the same month
the man who uses an automobile made over
one hundred service calls.

GENNETT RECORDS

Represent the Highest Attainment in Musical Worth
Jhe STARR PIANO COMPANY

TARR PHONOGRAPHS

Richmond. Indiana

12
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The A-Z No. 1 table model re-
producer (illustrated) is made

ebony hlack base. Dimensions

21 in. high. 19 in. wide and
4Y, in. deep.

The Test Alone

omorrow’s Speaker —

fine walnut finish with

Tomorrow’s speaker—today! It’s here—thc most
advanced development in the radio reproducing
industry!

The A-Z Reproducer is the result of over eight
years of concentrated development and research
work. It is constructed on principles contrary to all
principles employed in the ordinary speaker. It is
original—thc onc and only speaker of its kind. It
cmploys basic principles tested and proved over
centuries of time. These principles have remained
practically unchanged to this day in our best string
instruments such as the violin, guitar, mandolin,
piano, etc.

The A-Z Reproducer is in reality a true-toned
reproducing musical instrument,

List Price .,...........

LHcGLI OFiGE S e S 8

Devices

The Marvelous New A-Z Reproducer

Eight and one-half years is a long time to spend
in the solution of an apparently insignificant puzzle.
But every minutc of that time has been devoted to
experimenting with diaphragms and sound boards
for the true reproduction of sound, as now achieved

in the A-Z Reproducer.

To Phonograph Manufacturers Interested
in Electric Pick-Up

The A-Z Reproducer has been carefully tested with
the electric pick-up method of amplification, in
direct comparison with the finest makes of speak-
ers. The results are a revelation! Samples, for
actual tests, will be sent on 10 days’ approval to
reliable Manufacturers, Jobbers and Dealers.
Literature upon request.

THE A-Z CORPORATION, 1010 George St., Chicago, Ill., U.S. A.

Will Tell!

WITH TONAL

\=Z

RANGE FROM AtoZ \ >

Else Like 1t!

A-Z No. 1 Table l\lodcl$30‘oo

A-Z No, 2 Cabinet I\Iod(‘l$22‘50

Developed by ORO.-TONE

Worlds Largest Exclusive
Maunufacturers of Tone Arms,
Reproducers. and Amplifying

There Is Nothing
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The Talking

Distribution Census Gives Important
Data on Market for Music-Radio Lines

(Continuted from page 3)

people excluding 43 listed as firm members and
proprietors, and the annual salary list amounts
to $396,700 cxclusive of the earnings of proprie-
tors and firm members. The average iventory
1or the vear is $534.400, averaging $11,314 per
store, and the actual inventory on December
31, 1926, $384,500 or $11,929 per store. It is a
matter of interest to find that of the salaries
of employes, 134, or 39 per cent were the selling
staff and 212, or 61 per cent of the non-selling
staff, this being strong argument for the
growing practice oi developing in every em-
ployve an interest in selling in and out of busi-
ness hours

In the matter of radio some interesting in-
formation came to light as a result of the cen-
sus. For instance, there were reported 102 out-
lets for sets and supplies, with a gross annual
business of $1,642,200, vet there are only 17
esztablishmentsz listed primarily as retailers of
radio with annual sales of $934,500. The differ
ence in these figures iz easily realized when it
1s found that while radio stores do 52.27 per
cent of the business, department stores handle
25.08 per cent; musical instrument stores, 3.40
per cent; electrical supply stores, 7.90; and the
balance of the business, over 6 per cent, is
divided among auto accessories, five and ten
cent and drug stores. Taking the 17 recog-
nized radio stores as the basis of calculation
there was only one such store to every 47,529
of the population, and the total number of em-
ploves is given as 83, exclusive of firm members
and proprietors. Of the 85, forty-five are selling
and 40 non-selling. The average wages paid
are $1,315 a year as compared with $1,375 in
music stores. This average, of course, is based
on all types of employves, including porters
and errand boys, and does not seem so low
when it is found that the highest average ar-
rived at in the city was an annual wage of
$1,848 in the optical field. s to inventories,
the average for the year in the radio stores re-
porting was $4,624, and the actual inventory of
December 31. 1926, $3.533.

Syracuse, N. Y., with a population of 183,000,
has 14 music stores, with 62 emploves and 13
proprietors and firm members, a total of 75
and manages to roll up an annual sales volume
of $921,000 on an average inventory of $215,200,
and an actual inventory on December 31, of
$217.800. Syracuse music stores handle .89 of
the <ales of all commodities listed in the census
of that city, as compared with .38 in Baltimore,
and these annual sales are on a basis of $1.98
per capita, as compared with $2.67 in Baltimorc
Yet there is a music store in Syracuse for
cvery 13,214 of the population, which is close to
national average, and some 3.000 lower than

the Baltimore figures. Here the average wages

in music stores are $1,719 annually, being close
to the top of the list. The average inventory
is $15,371 per store, and as of December 31,
1926, $15,557, as compared to an actual inven-
tory of $11,929 in Baltimore.

Establishments listed as handling radio are
six, with 16 employes and firm members, and
an annual sale amounting to $126,600, or .12 ot
all sales of the commodities listed in the cen-
sus, this comparing to .25 in Baltimore. The
average inventory per store is $3,900 and the
actual inventory as of December 31, 1926,

Some Results of U. S. Census of
Distribution
Musical Instruments and Sheet Music

Baltimore ; Syracuse , Denve:
Total Outlets ........ 90 22 43
Establishments Re- | '
porting .......... 49 14 | 21
Proportion to Popula-
tiom ....sa...he=uii 16,490 13,214 8,549
Annual Business ....| $2,146,700 $921,000 $2,253,6C0
Per capita ........... | $¢.67 §4.93
Annual Inventory
Average Per Store $11,314 $15,371 §2,356
Inventory, Dec. 31, |
1926:
Average Per Store §11,927 $15,557 §25,471
Employes ............ 346 62 172
Selling ............. | e 564, 44c,
Non-Selling ........ 61 44c, 56¢.
Average Salary .... $1,375 $1,719 $1,932
Radio 3
Outlets ............... 102 S
Establishments Re- |
porting .......... | 17 | 6 7
Annual Sales ....... $934.500 $126,600 $985,707
Proportion to Popu-
lation ............. $47,529 $3,835 37,356
Annual Inventory
Per Store ........ $4,624 $3,900 $4,050
Average Inventory
Dec. 31 .......... $5,353 $4,217 $4,550
Employes ............ 85 9 23
Selling ............. l 53¢ 787 65¢ .
Non-Selling ....... 477, 2208 35"
Average Salary I $1,315 $1,222 l $748

$4,217. There is one strictly radio store to
every 30,833 of the population.

In considering these figures it must be borne
in mind that the radio stores proper are credited
with only 29.69 of total radio sales, as compared
with double that amount in Baltimore. Syra-
cuse department stores handle 28.82 per cent of
the business; music stores .29, and other stores<
21.20, the total business through all outlets
listed amounting to $426,400.

Denver with a population of approximatels
261.000, reports 21 establishments devoted to
the sale of musical instruments and sheet
music enjoving annual sales of $2,233,600, sc

Machine World, New York, Deccmber, 1927

cured through the efforts of 190 employes in-
cluding firm members, of whom 83 are classed
as selling and 89 as non-selling members.

Here the average annual wages show a
further increase, amounting to $1,932. Although
only 21 music stores reported, it is found that
there are actually 43 outlets for musical instru-
ments through stores handling other lines.

For radio there are 7 establishments listed
with 55 employes and firm members and annual
sales amounting to $985,700. Here, too, there
are listed a total of 39 outlets, including stores
handling radio incidental to other commodities,
which brings the total business in radio acces-
sories and supplies to $379,100. Unfortunately
at this particular time the survey report of Den-
ver has not been developed to a point where
detailed figures as to average inventories, sales
and other matters of like interest are available,
but the general totals provide a basis for com-
parison with Baltimore and Syracuse.

In the matter of wholesale establishments
there are in Baltimore nine listed wholesalers
in musical instruments and sheet music, with
612 employes including executives, and annual
net sales of $5,152,500. Inventories ranging
from $925,500 average $1,014200 as of De-
cember 31, 1926. There are four wholesale radio
establishments listed, employing 44 people in-
cluding fAirm members, and reporting annual
sales of $1,143,300, or an average $285,825.

In Syracuse there are no establishments listed
as wholesalers of musical instruments, but there
are five listed as wholesalers of radio, employ-
ing a total of 37 people with net sales of $663.-
800, while in Denver there are four wholesalers
of musical instruments and supplies, reporting
a total annual business of $428,700. and 13
wholesalers of radio apparatus with an annual
business of $1,458.400.

Although complete statistics regarding only
three cities are available at this writing, they
afford an excellent idea of the valuable fund
of information that will be available to all lines
of industry when the complete reports of the
surveys are made available.

These survevs will represent an excellent
cross section of the American market, for it is
comparativelv easy to select from among the
cities in which census have been taken thosc
which. in the matter of location, industrial im-
portance and population, are comparable with
other communities, and thus be able to judge
the market possibilities in practically every ur-
ban community of the United States.

The interest taken by the government in
this census of distribution has led to the de-
velopment of plans for other surveys calculated
to aid industry by Lkeeping it informed of how
it stands relative to markets. In fact, there is
already well under way a national market sur-
vey of the radio field to determine the number
of sets in use and the number that are pur-
chased each vear, with a view to determining to
just what extent production may be carried on
<afely if a surplus of manufactured goods is to
be avoided.

Welcome to Our
New York Office and Display Room

It is with pleasure we announce-the opening, early in December, of a New York
City office and display room—=Suite 607, Brunswick Building, 225 Fifth Avenue—in
charge of Nr. James H. Wilcox, widelv known in the Record Album field,

A new patented tvpe of Record Album will be on display,in attractive bindings.

Write for a 1928 National Record Album price list—it will pay you.

National Publishing Co., 239-245 South Americén St., Philadelphia, Pa.
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THE ULTIMATE
IN Musicar CREATION

FRESHMAN
[P oxver FElectric Pllonograpll and
Electric Ra(lio Coml)ination

N()\\r, for t]le f‘irst tim(‘, can music lovcrs :xppreciutc
tll(‘ truc merits of El(‘(‘tric p]louogral)ll :m(l Elcc—

tl';(‘ Rﬂ(l;O I‘C‘I)I‘O(lll(‘tiOll.

Science has found a method of r(‘produ(‘ing voice
and instrumental music l)y means of powcr amplifl-
('ariou, W lli(-ll assures :ll)solut(‘ fi(lclity ofton(‘ an(l (lic-
tion. Tllis m:n‘velmls mstrument l)crmits you to enjoy
t]m rec'm'tlml worl&s of master singers :m(l plzlyors as

\»’L-“ as tIlc (l{vcrsiﬁcd entertainment of lvroa(l(‘:lsting.

Yom' ligllt-socl'\ct su])plies '1” tlle power necessary
to nl)(:l'.’ltc rlli‘s new Fres]mmn Crcation. AH Uf tll(‘
n.s'il:ll i:l(‘onvcuienccs Of ra(]ios are eliminate(l——t]lere

are no I):lttcrics, ]iqui(ls or otller accessories

TIIC vﬂlﬁnct~(listinctivc i ats l)eauty .'m(l (lc—
s1gn 1s ofgennine burl wal-
nut lxan(]somely inlai(l.
It lwlen(]s \vftll any (‘olor
scllcme an(l 18 :1(]apte(] to
any l)lzm of interior deco-

\ ration. Tll(‘ comp]ete m-

L strument 1s custom-built

:m(l OITViOHSlY ]imite(] ;ll

. (lu:mtity = assuring exclu—

Sl.VCllCSS to t]lC pur(‘]mser.

’1‘/11.‘ ('Il’l.l'e’ [I‘ll(’ U/' FI'EA‘/IIH‘UI B(l”?l'_!,‘ ur

\
;'/‘

This exclusive "‘r(-.\/nnun Power Eloctric P]wno—
grapll aml E[ccrrl'( Cnmlvinar{ou vcmnplcrv rc«u]y
to l)l)l.’l'(lf(’—l.s 1:1'1'1.'“] at Five .II“II(II'('(I I)u”‘uu‘.

lt[ E[ectric rad{n.s‘ are so[(l un[‘v to Alll/llll'l'Z('(l ["l'(')]mmn

D(’(IIL'I'.\. tIV/I(’y I'dlls't’ I.II I)I'l.('t’ ./'l'(lln $2950 to $500 . . . . L‘(Jl"l)[(’f(’ l’ll/‘()l'l“(lll.llll oaon I't'(‘lllt’.\'t.

CUS

TOM-BUILT BY

CuAs. FrEsumaN Co. INC.

NEW YORK

CHICAGO 1.OS ANGELES
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achievement

=

N these pages of the January issue of

this magazine will appear a startling
announcement of AUDAK progress. A new
and tremendously improved product that
will form at once our seasonal compli-
ments to the trade and a factor of bigger
reproducer and record sales next year.
Aubpak reproducers have already won pre-
eminence by their merit. They have ex-
celled all others in faithful realism. They
have become the standard by which the
rest are judged and valued. Now comes a
revolutionary additional product, a mag-
nificent triumph of research and engineer-
ing skill, to mark another Aupak stride
forward. I promise you that our January
announcement 1s something very, very
special —from your viewpoint!

) ]
W PRESIDENT

The AUDAK COMPANY
5§65 Fifth Ave., New York,N. Y.

“Makers of Acoustical and Electrical Apparatus
Jor More than 10 Years.”’

o=
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Publicity Boosts Topeka Firm’s Sales

Emahizer-Spielman Set Aside Three Per Cent of Their Revenae

From Sales for Newspaper Advectising and Direct Mail Drives

aid in  cnabling Emahizer-Spielman,
located at Topeka, Kan., to do a $40,000
business in radio within twelve months’ time.
The firm's expenditure for newspaper pub-
licity i~ approximutely 3 per cent on  salex
Specific values are described in all advertise-
ments, and fresh copy is prepared for cach new
advertisement. [Lach advertisement is  illus-
trated, and the set< are priced, so prospective
customers are cducated to the fact that Ema
hizer-Spielman furnish ‘radio values for every
purpose and every purse.”
Topeka has 30,000 people; Emahizer-Spiel
man aim 1o cover the city with their publicity,
and also make a sustained effort to reach buy-

NE\\’SP.—\.PER advertising was a major

By Clement W hite

ers 1 small towns and rural districts through-
ont their trade territory. One of the publica-
tions 11 whicl the firm’s advertisements appear
vocs into the homes of thousands of small-
town and country prospects.

\ binding guarantee, free trial in the pros-
pect’s home, fair prices and easy payment terms
are four factors stressed by the firm in 1ts
newspaper advertising

Direct mail publicity and systematic stock
display are used in correlation with newspaper
advertising for attracting buyers.  Emahizer
Spielman show a comprehensive stock through-

THE WORLD’S LARGEST PRODUCERS OF DIE-CASTINGS

Docliles Die-Cast-
ing alloy condrus
er rotor and Statvr §
with stippled  brass

plate cast in place

@ICTUREa complete organization cpecmhzmﬂ on one product

=)

« o with four great plants in constant operation .

. Q| Picture

a corps of cngineers and metallurgists famed for thelr excellence

in mechanical and metallurgical prob]cms .

improvements . . .
leadership in one ficld . ..

. Q Picture the

the modern mecthods evolved in 21 years
and you have a bare outlinc of the

outstanding position of Doehler Die Castings in relation to the

die casting industry today . .
mailed on request. ..

DO

. Q\ copy of our booklet will be
or we will send a representative to confer
with you. No obligation incurred.

F‘TWER

DIE-CASTING

DOEHLER DIE-CASTING CO. Brooklyn, N. Y. ~ Tulcdo, 0. Batvia,N.Y. Poustown, Pa,

Plants at
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out the year, which permits them to success-
rully meet the nceds: of all classes of customers.

About 30 per cent of the firm’'s new business
1= sccured through newspaper advertising; the
remaining 50 per cent is recruited through di-
rect mail publicity, display and personal solici-
tation. The firm has a policy of continually
broadening it: sales field through aggressive
methods, educating prospects to the advisability
of mvesting in good radio sets -and insuring
permanent ~atisfaction.

Prospective customers know that Emahizer-
Spielman have anticipated their needs, and have
an ample stock ready for demonstration. The
Arm ums 10 attract conservative buyers, whu
appreciate quality goods and expert service, a
policy that has proved successful.

This Arm has a well-defined policy for in-
suring customer satisfaction, and for accelerat-
ing sales volume in the face of competition,
viz., 1ts policy is to encourage intercsted par-
ties to have sets installed in their homes for
free trial. The “free trial policy” is a major
aid in establishing confidence in the minds of
prospective customers. After testing the dis-
tance, selectivity, clearness of tone and other
desirable qualities of the radic {eatured by
Emahizer-Spielman, they are glad to take ad-
vantage of the firm’s easy payment terms.

When planning its sales policy, the firm’s
paramount idea was to make buying easy and
pleasant for all classes of customers. 1t is
mteresting to note that Emahizer-Spielman’s
oractical sales methods are of maximum value
for developing a permancnt business in radio.
The firm keeps its public inforimed regarding
its up-to-date stock, and prospects are in a
receptive frame of mind when approached by
the firm’s salesman

Adolph Schreiber Forms New
Phonograph Jobbing Firm

New Oreeaxs, La, December 7—A new dis-
tributing firm has been organized here operat-
ing under the name of Adolph Schreiber, whole-
saling Euphonic and Mastercraft phonographs.
Caswell and Pal portable phonographs, Sym-
phonic reproducers, Valley Forge main springs
and parts, Duro tone arms, combinations and
reproducers, Kent arms, 1’'aramount records and
other phonograph products. The new concern
succeeds the Diamond Music Co., formerly an
Edison distributor. Adolph Schreiber, head of
the new company, was one of the largest stock-
holders in the Diamond organization and held
the offices of secretary and treasurer.

Amrad Corp. Reports
500 Per Cent Sales Gain

Meprorn Hiiisipe, ass., December 7.—In a
recent statement issued by Major James E.
Hahn, president of the Amrad Corp., of this
cily, announcement was made that there has
been a 500 per cent increase in the business of
the company over last year’s business. This
remarkable accomplishment is a decided tribute
to the efficiency of the sales department under
the management of A. B. Ayers, who recently
was made general-manager of the Amrad Corp.

A Delaware Incorporation

The American, Houston, Texas, has been in-
corporated at \Vilmington, Del., with a capital
of $100,000 ior the purpose of making or han-
dling phonograph recprds
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Columbia

Phonographs and Records

4 NAME that is popular
A QUALITY that endures
A SERVICE that sells

Columbia Phonograph Company, 1819 Broadway, New York City
Canada: Columbia Phonograph Company, Ltd., Toronto

——



The Viva-tonal Columbi:
—the Gift of Gifts

HAT more pleasing gift than the new
Viva-tonal Columbia!

This i1s an age of music, of entertainment.
Columbia offers improvements never thought
possible in the phonograph.

Those delicate tone-shadings so important in play- {
ing the great symphonies; that exquisite rhythm, so
desirable for dancing; the full richness of the speaking
and singing voice; all are reproduced with amazing
brilliance.

e T e BT A AT , The Viva-tonal Columbia is exquisite in design and |
: fi“ Qs “‘M : \Q«%\‘!’%i}wt\, s 4N finish. I‘tisthe:idealinstrument-fordis.play-and for-derp-
A = onstration. Your customers will delight in hearing it.

.i'_

The Columbia-Kolster (Viva-tonal)
Model 900— List Price $175

The Columbia-Kolster

(Viva-tonal)
The Electric Reproducing Phonograph

I\/ ‘USIC’S reproducing triumph! In this single instrument,
& the Columbia-Kolster (Viva-tonal), The Electric Re-
producing Phonograph, are combined the Columbia achieve-
ments in the reproduction of recorded music with the finest
and latest development in power amplification, the Kolster
Power Cone Speaker.

O

e a MeLN

S R (et )

Plays any standard record. Batteries are eliminated. Five
Cunningham tubes included in equipment. The volume can
be increased or decreased at will.

This instrument has an “clectric-pick-up’’ of new design
with unique and exclusive features. The Kolster Power Cone
Speaker, inside the beautiful high-lighted walnut cabinet with
its mahogany overlay, is of the electro-dynamic type, and
introduces a new patented feed-back principle. It is 40 1-4
inches high, 31 7-8 inches wide, and 21 1-4 inches deep. Two
drop record-bins hold twenty records each. Important ex-
posed metal parts are gold plated, satin finish. The 12-inch
turntable is overlaid with green velvet.

“like life itself””

The Viva-tonal Columbia
Model 810— List Price $§300



ONVENIENCE is one of the features
C of the Viva-tonal Columbia. It blends
naturally into home surroundings and never
fails to command the admiration of all who
see and hear it.

The Viva-tonal Columbia
Model 602
List Price $90

O note of voice or instrument fails of
perfect reproduction on the Viva-tonal
Columbia. The hearer gets it all —piano,
violin, ’cello, organ—from deepest bass to y
highest soprano. l

The Viva-tonal Columbia : ]
Model 711
List Price $175

HE Viva-tonal Columbia Portable em-

L bodies the playing qualities of the larger
models. Itis light, compact, skillfully made,
yet a triumph in its ability to bring hitherto
unheard volume and effect from the record.

The Viva-tonal Columbia
( Portable)

Model 160

List Price $50

Send for details regarding Columbia
Phonographs and Records, addressing
nearest branch, or

Columbia Phonograph Co.,
1819 Broadway New York City
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These album sets, many imported, make ideal holiday gifts.
. . . ’ .
Especially is this true of Schubert’s Unfinished Symphony (Set
No. 41), around which will center the interest of thousands of
music lovers during the coming Schubert Centennial (1928).
The Masterworks sets listed below are all electrically recorded,
surely an imposing group to offer your customers for selection.
Set Set
No. Price No. Price
32. CHOPIN: Sonata in B Minor, for Pianoforte, Opus 58 $4.50 55. BEETHOVEN: Quartet in F Major, Opus 135. .. .. .. .. $4.50
34. BERLIOZ: Symphony Fantastique, Opus 14. ... .. .. 9.00 56. BEETHOVEN: Quartet in F Minor, Opus 95......... 4.50
36. BRAHMS: Sonata in A Major, Opus 100, for Violin _ 57. BEETHOVEN: Symphony No. 1, in C Major, Opus 21. 6.00
and Piano.. ............. IS e BN 4.50 59. BEETHOVEN: Quartet in C Minor, Opus 18, No.4.... 4.50
37. BRAUMS: Sonata in F Minor, for P‘a""for‘e‘ Opus 5. 6‘?0 60. BEETHOVEN: Quartet in B Flat, Opus 18, No.6.. .. .. 4.50
38. BEETHOVEN:' Sonata in A, 'Cello and Piano, Opus 69. 4.50 61. BEETHOVEN: Symphony No. 6 (Pastoral) in F, Opus
39. BEETHOVEN: Symphony No. 9 (Choral)... ... ... 12.00 BBirs el e e BB A e A 7.50
40. SCHUBERT: Quartet No. 6, in D Minor. .. 6.00 63. BEETHOVEN: Symphony No. 7, in A Major, Opus 92. 7.50
41. SC.HllllB;Z‘RT:SYmPhO"Y No. 8, in B Minor (Unfin- —_— 64. BEETHOVEN: Symphony No. 8, in F, Opus 93..... .. 4.50
SRR . o -0 65. BEETHOVEN: Sonata Appassionata, in F Minor, Opus
42. MOZART: Symphor)y.l\o. 35,.m D, Opus 385 a3l 57, for Pianoforte. . . ....... .. .................. 4.50
43. MENDELS?""”‘THO 1 C Mmor', Opu? 66x gn - 6200 66. BEETIIOVEN: Quartet in G Minor, Opus 18, No. 2. .. 4.50
44. SACIII;J:S-tSr;l"Z‘:)SpESOI‘;ge"O mA .‘\.1.‘?‘0."4'. Cello andOr- 4.50 67. DEBUSSY: Iberia: Images pour orchestre, No. 2. . . .. 4.50
45. BEETHOVEN: Symphony No. 2, in D, Opus 36. . ... .. 6.00 68. WAGNER Album No. 1.. ... ... ... .. ... ... ...... 12.00
i . o il
46. BEETHOVEN: Symphony No. 3 (Eroxca), in E Flat, 69. HAYDN: Quartet in C Major, Opus 54, No. 2....... 4.50
OPUS55,. wie S S aB i & B rm s - a s 5 5 s 10.50 70. BEETHOVEN: Quartet in B Flat, Opus 130. . ........ 7.50
47. BEETHOVEN: Symphony No. 4, inB Flat, Opus 60... 7.50 71. MoOzART: Concerto for Bassoon and Orchestra, in B
48. BEETHOVEN: Symphony NO- 5’ in C ‘\Iinor‘ Opus 67. 6.00 Flill, OpuS 0 L R O v ]~ - () o = r 4-50
49, BEETHOVEN: Quartet in F Major, Opus 59, No. 1.... 7.50 72. MOZART: Symphony No. 41, in C Major (*'Jupiter”)
50. BEETHOVEN: Quartet in E Minor, Opus 59, No. 2. 6.00 Opus 351........ - R 6.00
51. BEETHOVEN: Quartet in C Major, Opus 59, No.3.... 6.0 75 TsCnAsow st Teo N NInon A0 RIS S0 R ,
L. Memory of a Great Artist’. c8e DFeB 9.00
52. BEETHOVEN: Trio in B Flat, Opus 97. ... .. . ....... 7.50
. 74. RAVEL: Ma Mere 1'Oye (Mother Goose) ........... 4.50
53. BEETHOVEN: Sonata in A (Kreutzer Sonata), Opus
47, for Violin and Piano. ... ...... . 7.50 75. BEETHOVEN: Quartetin D, Op. 18, No. 3. ... ....... 4.50
‘Sonata quasi una fantalsia él\loon- 76. HAYDN: Symphony No. 4 (Clock Symphony) ...... 6.00
igh tal, 27, . . oo
54. BEETHOVEN:? Soll’f‘;’n; S‘;,’;at;éﬁ(?f; s Opu: 13, for 77. DVORAK: Symphony From the New World . . 7.50
Pianoforte ... .. ............ ... ... 6.00 78. GRIEG: Sonata in A Minor, 'Cello and Piano, Op. 36. 6.00
The above works are listed and reviewed in detail in Columbia Record Catalogue
and Columbia Masterworks Supplements.
Columbia
Album: Sets
0
Musical
Mastetworks
Columbia Phonograph Company, 1819 Broadway, New Y ork City
Canada: Columbia Phonograph Company, Ltd., Toronto
Pt S

0y 6088 or u.ug. 0 1926, Mawra
oete Baje Nas. 1630, 2658 3 267Z
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Uniform Radio Standards
to Be Finally Established

Efforts of Radio Manufacturers’ Association to
Bring About Single Code of Standards in
Radio Industry Proving Successful

Efforts of the Radio Manufacturers’ Associa-
tion to bring about a single code of standards
for the rad.o industry are at last achieving the
desired results, according to an announcement
from the R. M. A. The man who builds his
own radio set, as well as the manufacturer, wilt
be benefited by arrangements made toward the
establishment of a single industry standard, to
be determined with the aid of the American
Engineering Standards Committee.

The R. M. A. announced last June that it
would not publish any new standards.until a
very comprehensive plan could be made for
the establishment of a single industry standard.
A study of the situation showed that personal
differences balked the single standard as long
as it bore any trade association name. In
recognition of this situation and as a practicatl
expression of its sincere desire to bring about
a single industry standard the R. M. A. ar-
ranged last September to drop the use of its
name in connection with standardization, and
to lend its efforts and influence toward the
formation of a single industry standard, irre-
spective of what name any other and smaller
group of manufacturers might desire to retain.

With the R. M. A. taking this position and
also desirous of securing valuable standardiza-
tion suggestions from any expert source, a
meeting was arranged by Dr. Agnew, secre-
tury of the American Engineering Standards
Committee, and by Dr. Goldsmith, secretary
of the Sectional Committee on Radio of that
Association, with engineering representatives of
the radio manufacturing interests to discuss
their specific problems and differences. The re-
sult of this meeting, held recently (with the
R. M. A. represented by the chairman of its
Engineering Division, H. B. Richmond, of the
General Radio Co., Cambridge, Mass), was that
a complete reconsideration is to be given to
the existing codes of standards and their vari-
ances. An agreement was reached that all items
on which there is no conflict shall be an-
nounced as radio industry standards. On items
on which there is a disagreement the Ameri-
can Engineering Standards Committee will en-
deavor to analyze the situation, hear all evidence,
and establish the industry standard, with the
understanding that any conflicting standards
will be brought into harmony and agreement
with the radio industry standards as rapidly as
possible. The R. M. A. will not publish any
standards of its own, but will distribute to its
members, and adhere to, the national radio
standards as determined and approved by the
American Engineering Standards Committee,

Important New Patent Is
Issued to Hazeltine Corp.

A new patent, No. 1,548,808, covering all of
the essential features which make the modern
tuned radio frequency receiver a satisfactory
operating device, has been issued to the Hazel-

tine Corp., according to a recent announcement.’

It is said that there are a total of twenty-one
claims in the patent, which covers the Neutro-
dyne development of Professor Louis A. Hazel-
tine. It is estimated that more than 90 per
cent of present-day receivers embody the in-
vention covered by this patent.

“Antenna Pointers” New

Bulletin for Fada Trade

“Antenna Pointers” is a new bulletin recently
issued by F. A. D. Andrea, Inc, Long Island
City, answering many questions which have
been submitted to H. W. Holcombe, head of

the service department of Fada Radio. It is a
complete study on popular types of antenna.
The proper installation of an outdoor antenna,
how to erect a three-supported aerial, the code
procedure for utilizing lightning arresters and
connecting an efficient ground are among the
subjects given extra treatment in this bulletin,
which may be obtained by all Fada Radio deal-
ers from the home office in Long Island City.

Kolster Set Owner Reports
Record Distance Reception

A new reco:d for consistent distance radio
reception has been reported to Federal-Brandes,
Inc., manufacturer of Kolster Radio, by Arthur
Mass of Smith River, Calif,, who stated that he
tuned in thirteen broadcasting stations across
the Pacific Ocean in less than an hour. The
stations heard by Mr. Mass on his six-tube
Kolster receiver are located in Japan, Australia
and New Zealand, where a total of twenty
broadcast stations are listed between 200 and
000 meters.

19

Commerce Department Plans
1927 Manufacturers’ Census

Bureau of Census Has Asked for Co-operation
of the Musical Industries Chamber of Com-
merce in Securing the Desired Information

The Bureau of Census of the United States
Department of Commerce has asked for the
co-operation of the Music Industrics Chambes
of Commerce in its plans for the next biennial
census of manufacturers, which will cover the
year 1927. The canvass, to be made by mail,
is to secure information from musical instru-
ment manufacturers which will provide a com
prehensible record of the progress of the music
industry, generally, throughout the United
States. The blank forms upon which reports
should be made will be mailed by the Censu:
Bureau to all manufacturers about January 10.
A report will be required from each manufac-
turing establishment whose output in 1927 was
valued at $5,000 or more. Production below
this point will not be considered.

hristmasz
Garol

Coming thru the air may be absolutely ruined by the rattle and

scratching in your loud speaker.

The SCANLAN SPEAKER CHEST—an output transformer—

will .completely eliminate all noises.

It revitalizes old speakers

and brings back the rich, mellow tone that enhances the reception

of good music.

The SCANLAN SPEAKER CHEST is very simple to install.
Hook the speaker chest into the set and your loud speaker into the
chest. Obtainable in four finishes—antique bronze, antique brass,
antique silver and walnut. Complete with silk hook-up cord ready

for service, $10.00.

Write for full particulars regarding
our profitable jobbers' Sales Plan

SCANLAN ELECTRIC MANUFACTURING CO.
1117 North Franklin Street, Chicago. IlL.
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has been
g00d

Apvance orders for instruments and records forecast one of the
biggest volumes in Victor history. Mr. E. E.Shumaker, President of the
Company, stated on the eve of his departure for Europe, November 2d:

“Our August business in records was the largest of any August in
the history of our business. September, last, was the second-largest
September, and October has set another high mark. The library of
Musical Masterpieces has reached formidable proportions, and has
become one of the really big things dealers have to sell. Dealers

are cashing in every day on Victor Red Seal advertising.

“At the present time the factory is oversold, necessitating increased
overtime work in the factory. Dealers see the demand that is upon
them, and are placing advance orders in steadily increasing volume.

“HIS MASTER'S VOICE”

REGUS PATOFF

VICTOR TALKING MACHINE

¥
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should be
better

One of the best features of this heavy business is that it is generally dis-

tributed throughout the United States. Nor has this heavy volume been B

in any one price-class. It has followed through the complete line, and is
especially evident in the highest-priced instruments we are producing.

“We are constantly increasing production, through additional over-
time and augmented forces, and anticipate no relief from this pressure
at any time in the near future.”

These statements speak for themselves. They show the consistent,
year-round business enjoyed by Victor dealers. They indicate a busy
Christmas—the kind of Merry Christmas all dealers desire. They point
the way to a great New Year, just ahead, for everyone connected with

the Victor business.

COMPANY, CAMDEN, N.J, U. S A.



T'his Salesman Built Up a

Personal Following—Record

Sales Average $30,000 a Year

UCH has been said and written about
M salesmanship, and the art of inducing
customers to come into the store, and
closing sales. All of which is right and proper,
but there is another phase of merchandising
that is often neglected, yet is vitally important,
and that is, repeat business. Do your custom-
ers return to the store regularly and continue
to deal with you for their musical require-
ments? Every sale of a talking machine, for
instance, regardless of its price, should mean
future sales of records of $100 or more a
vear, and in many cases the total sale of records
for a year should be many times the price of
the instrument.
A Case in Point
Joseph F. Brogan, manager of the branch
store of the New York Band Instrument Co.,
at Thirty-fourth street, New York City, sells
during the course of an average year, about
$30,000 worth of records, 90 per cent of which
are of classical music, Victor Red Seal, Columbia
Celebrity and both Victor and Columbia album
sets. Other salesmen in the same store of

course, do a good business, but the above
amount is sold by Mr. Brogan himself. An in-
teresting item regarding these sales is that

about $10,000 worth of the records are sold to
customers who have been buying from Mr.
BBrogan for a number of years and have con-
tinued to do business with him in three differ-
cnt locations.

Mr. Brogan has had years of experience in
talking machine and record selling, having en-
tered the field in 1915 when he was connected
with the Victor department of the Knabe piano
warerooms in New York. He remained there
for two years, leaving to join the Navy. Upon
his discharge he went to Europe and studied
voice culture for three years. He joined the
sales staff of the New York Band Instrument

pany ever since, with the exception of eight
months during which he was with the record
dcpartment of John Wanamaker, New York.
While this experience is varied it does not suf-
fice to answer why Mr. Brogan has been so
successful as a talking machine and particularly
a record salesman. There are many others who
lhave had longer experience who do not do
nearly as much business, despite the fact that
in many cases they have the advantage of a
better location than the stores in which he has
won his success.
Has Personal Following

One of the features of Mr. Brogan’s clientele
is that a great number of his customers will
not deal with other salesmen in the store, pre-
ferring to wait until he is able to serve them,
depending on his suggestions and knowledge
of the record releases. And just as many
friendships between business men in other lines
have resulted from business transactions, so too
has Mr. Brogan become friendly with a great
many of his customers, even to the point of
visiting each other’s homes.

In seeking to learn, for the benefit of its
readers, the methods by which Mr. Brogan has
managed to secure this favorable position with
his clientele, The Talking Machine World re-
quested him to write a short article on “Sales-
manship” and after much reluctance, he con-
sented. It follows:

Something to Give

“Has it ever occurred to you the many priv-
ileges we salesmen who come in contact with
so many people in a business way, have. 1
have never been able to get away from this
fact since I started out as a Victor salesman
several years ago. Having had no previous ex-
perience I didn’t know just how to go at it.

“However, 1 felt it was a real opportunity
to give of myself—a chance to serve. With
this thought in mind I have been able to sell

Co. in 1922 and has remained with that com-

Our New Type AB-280 Unit

Lists at
only

o —

mills.

l Lists at
only

Factory Repre

sentatives in
all of the
principal cities.

delivers 180 volts at 40
. X mills.
tube. The A rectifier is the new approved DRI type.

Economical on current, compact, attractive,
marvel thoroughly approved by the best radio laboratories.

$54.50

%~ This Acme New “B” Power Unit

| TYPE B-280 uses the new 280 tube,.
Gives equally exceptional performance. -

_J Acme Radio Products are sold at popular
prices and are fully guranteed.

Sold by Leading Jobbers everywhere
ORDER NOW-—Send today for information on the complete

Makes Easy Sales for Radio Sets

New Dri-Line Gives You Sensational
Radio Power With Its Flow of Strong,
Steady A & B Current

Uses the new 280

An engineering

Tube $5.00
Additional

Delivers 180 volts at 40

With Tube
$5.00 Extra

$22.00

Acme Line

THE ACME ELECTRIC and MANUFACTURING COMPANY.

b VEY Hamlito_p Avenue.

Clevél-nd, Ohio

where others have failed, not because I am
more capable than the average salesman, but
because I love my work sufficiently to have
made a complete study of the merchandise.

“With this knowledge you have the confi-
dence to approach any customer, knowing that,
insofar as your merchandise is concerned, he is
sold. Your real salesmanship only begins when
you are able to sell yourself. This statement
may seem rather strange, but it is true.

“As a conscientious salesman it is your duty
not only to greet a customer in a gracious man-
ner, but with a feeling that he is your friend.
Again you may say, ‘this is not easy because
the customer may not be interested in you.’
but do not allow the attitude of the customer to
discourage your friendly attitude toward him.
Your agreeable manner and willingness to be
censiderate is bound to reflect in the customer.
He ifi turn will like you for yourself and during
the time he spends in your store, if you con-
vince him that you know your business, you
cannot fail to make a sale.

“One policy which I have always found to
be best is to agree with your customers in all
circumstances even if their knowledge of music
is not on an equal plane with your own. Hav-
ing created an attitude of friendliness, and hav-
ing engaged in conversation, the customer will
show an interest in some phase of the conversa-
tion which will give the salesman an opportu-
nity of interesting him in the merchandise.

Developing a Sizable Sale

“Last September a customer entered the store
for the first time as far as I know. He made
purchases amounting to $1.50, including some
sheet music. In the course of our conversation
he mentioned that the sheet music was for his
son who was studying the piano. I found that
the boy was playing classical music only and 1
mentioned that the present-day students had so
many more opportunities than those of the past,
particularly with the help they could receive
from hearing the recorded playing of the mas-
ters of the piano contained in the album sets
of records. The customer never had regarded
the record sets in this light before and desired
more information on the subject. I willingly
gave this and also a demonstration of several of
the sets. The result was that instead of pur-
chases of $1.50 he left the store after spending
$37 and has since purchased more than $150
worth of records.

“In conclusion, I want to say that the selling
is quite simple provided the co-operation be-
tween the owner and the salesman is harmo-
nious. If the owner is not in sympathy with
the methods employed by the salesman, the lat-
ter is working under a disadvantage and can-
not do his best work. The results secured by
the salesman should speak for th®mselves. In
other words there are many owners who are
like so many music critics. They tell how to
do a thing without any idea of how to do the
same thing since they never have had the
actual experience or their experience is so an-
cient that it is out of date.

“One thing the owners can do is to encour-
age salesmen to study more and realize what
they are selling so that they can talk intelli-
gently to all types of customers. An interest
in the recording artists and their musical activi-
ties on the operatic and concert stage gives the
salesman a basis for conversation which will be
appreciated by the customer who applies to him
for advice in their selection of records.”
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The mystic tones of Christmas
Carols —reproduced with fidelity

by the UTAH SPEAKER sound
the ultimate in tonal quality

£

The most complete line—ranging from $10 to $100
UTAH RADIO PRODUCTS CO.,1615S. Michigan Ave.,Chicago




Agoressiveness Wins
Radio Sales For E. M. Abbott Co.

NE of the most successful
O establishments handling radio

at retail in the State of Ohio
is the E. M. Abbott Piano Co., RCA
dealer, which has a beautiful show-
room in the center of the shopping
district of Cincinnati. The concern
has been in business for twelve years and has
established policies that have proved their value
in building good will and sales volume.

Patronage not only is solicited from residents
of the city, but also in the outlying districts
within a wide radius. ‘I have customers on my
mailing list within a radius of twenty- five miles
of the city,” said Mr. Abbott. “Many of them
have been on the books for a long time
without making any sizable purchase,
but they still are my customers, and
when they do buy they buy from me. I
keep them informed about the new
things in music, records and radio, and
when one of them comes in for a new
tube or the latest jazz records he gets
the same kind of attention that he would
get if he asked for a Radiola 28.

One of the most important and effec-
tive methods for the retailer to bring to
the attention of the public the merchan-
dise he is featuring is through a well-
rounded advertising campaign, accord-
ing to Mr. Abbott, who stated that 5

Below:

One of Abbott’s Vil
typical radio displays )

i&,

per cent of his gross revenue was set aside for
the advertising appropriation. Newspapers, di-
rect mail, programs and window displays are
included as advertising mediums. A result-pro-
ducing method of presenting the features of a
radio set or a talking machine has been worked
out by Mr. Abbott. He uses a stereopticon ma-
chine with a series of films that describe the
product in which he is trying to interest the
customer. Thus, many selling points that the
prospect ordinarily might miss are emphasized
in such a way that this danger is entirely elim-
inated. Another plan that has resulted in many
sales consists of usinrr the telephone to arrange

Cincinnati Retailer

Sets Aside 5 Per

demonstrations with prospects. An effort is
made to arrange these demonstrations in the
evening so that the whole family is sure to be
present and when broadcasting is at its best.
Manufacturers’ sales helps also are used in
every way possible, both in the store and in
the window.

It is these little touches that raise a dealer’s

Above: Spacious sales and
demonstration room of E.
M. Abboit Piano Co. Note
how attractively the various
Radiola models are arranged
on the floor of this enter-
prising retail concern. Lack
of overcrowding results in
emphasizing beauty of radio
models featured

store above those of his competitors in prestige
and success. There is no secret about it, just
the application of imagination and sound com-
mon sense in promoting the interest of the pub-
lic in the line and then capitalizing this interest
by follow-ups that eventually result in closing
sales.

There are many dealers who have permitted
themselves to settle into such a state of leth-
argy that they make little or no attempt to go
after business. Experience has proved conclu-
sively that it is very much worth while to fol-
low up every inquiry. One dealer has three

outside men whom he pays on a commission

Cent of
His Gross Revenue for Advertising—Direct Mail
and "Phone Follow-Up Result in Growing Profits

basis to follow up leads furnished
by the store. It is a poor week,
according to this merchant, when
each of these men does not make
at least two or three sales of radio
sets or talking machines. It is these
extra sales that put a business over
with a bang, and what the E. M. Abbott Piano
Co. is doing, other dealers also can accomplish.
Energy and imagination are required, but the
results certainly warrant strict attention to a
policy of aggressiveness.

Of what avail is the best kind of advertising
and publicity if the merchant does not take
every means he can think of to close as many
sales as possible?
Yet, the fact re-
mains that many of
the inquiries being
received daily by re-
tailers are the result
of the firm’s adver-
tising or that of the
manufacturer and
wholesaler. When an
individual takes the
trouble to wvisit a
store to procure in-
formation regarding
a particular make of
radio that is posi-
tive proof that he or
she is an interested
prospect, and even
if a sale is not
closed on the spot
the dealer should
not permit the mat-
ter to end there. He
should follow-up, us-
ing direct mail, tele-
phone and, best of
all, personal calls by a high grade salesman.
Arrange for a demonstration either in the store
or in the home, and the sale is half won. Com-
petition is keen and dealers must fight for sales.

Every effort should be directed toward bring-
ing about a demonstration under the most
favorable circumstances. If you have a good
product tell the public about it and when you
have arrested their attention work hard and
quickly to close the deal. A name on the dotted
line is worth a dozen prospects, although every
prospect represents a potential sale. The
aggressive policy of the E. M. Abbott Piano
Co. and the importance this firm attaches to in-
terior display, window arrangement and follow-
up have proved their value in building up a sub-
stantial sales volume and profit in the radio de-
partment.

Radio Weighing Machine

One of the latest applications of the radio
principle appears in a weighing machine which
automatically weighs any material passing
through the mechanism in continuous web
form

for years.
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VAN VEEN SOUNDPROOF BOOTHS

The standard for successful Talking Machine demonstration
Radio dealers are losing sales without them.

Write for particulars and catalogue.

VAN VEEN & COMPANY, Inc.,

o ORCSROR AR
R R R R R R R R R R R R S R R A R R R R R R R R R R R

313-315 East 31st Street, N. Y. City

PHONE LEX!NGTON 9956—2163
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SYMPHONIC

cA
STANDARD
PRODUCT

An accoustical gem in a magnificent setting—
Each SYMPHONIC and LOW.LOSS REPRO-
DUCER 1s beautifully encased in a gold em-
bossed silken container commanding attention
and bespeaking its quality.

There can be no substitute for SYMPHONIC
REPRODUCERS. If your jobber does not
stock genuine SYMPHONIC REPRODUCERS,
write us.

ymphonic
PHONDGRAPH REPRODUCER

The Proof of the Pudding

Symphonic product is way past the em-
bryonic stage. However, SYMPHONIC goes
steadily on, giving to the trade, as a matter
of course, the benefit of every improve-
ment which results from our constant

- 1927-1928 -

Symphonic Sales Corpora-
tion wishes to take this

opportunicy to thank the research and experiments. That is why
MusicTrades in theUnited SYMPHONIC has earned its reputation for
States and throughout the .

civilized world for the DEPENDABILITY and EXCELLENCE. That is
splendid patronage and why the $pmphonic TRADE MARK on a re-

support we have received
during the past year.

producer is of MORE IMPORTANCE THAN
THE PRICE TAG.

We extend to you our very

best wishes for a Merry o A .
Christmas, and a Happy SYMPHONIC performs best in comparison.

and Prosperous New Year. Convince }’Olll‘SGl f.

SYMPHONIC SALES CORPORATION

370 SEVENTH AVE. oot ey ~ NEW YORK

¥




partment floor. The rack contains a number
of cubby holes and the advertising matter of
the wvarious products is segregated. Thus,
talking machine literature is in one cubby hole,
pamphlets descriptive of the radio sets fea-
tured are in another, etc.

Profit Winning Sales Wrinkles

Holiday Opportunities—Art Products in Art Settings—Gilman “Breaks the Ice” in Canvassing—
Give Prospects Full Information on Sets—Wanamaker Displays Publicity Rack—
Trade-ins for Combinations—After-Holiday Buying—Other Clever Stunts

Regarding Trade-ins

A talking machine dealer who is featuring

Now that Christimas is but ten days in the
luture, talking machine and radio dealers must
make a strong last-minute effort to close as
many sales as possible. A letter at this time
to all those persons listed as prospects, point-
ing out the suitability of a talking machine or
radio set as a Christmas gift, and a solution of
the “what to buy” problem might bring'in sales
that otherwise would not materialize. Direct
mail should also be sent to old customers. This
literature should feature records and other in-
struments handled by the dealer. The small
musical instrument always is a suitable gift for
the younger members of the family who may
have mwusical ambitions, and records are ex-
cellent gifts for every member of the family.

Proper Settings
Kelly Music, Los Angeles, Cal, Radiola
dealer, believes in presenting his merchandise
as art products and consequently John T. Kelly,
Jr., the proprietor, has ftted and furnished the
store as an attractive music salon. The cus-
tomers and prospective customers are told of
RCA products by a series of folders with photo-
graphs of the salon tipped in and with photo-
graphs of the famous musicians who can be
heard on the air being featured. The results
in sales more than repayv for the expenuse of
the promotional work.

It “Breaks the Ice”

Canvassing, especially in city districts, often
offers a handicap in that the housewife does
not permit the canvasser to get off to a good
start in discussing the instruments in which
he hopes to interest her. Naturally with an
indifferent or hostile reception the quota of
sales from this type of selling will not bulk
large. Joseph Gilman, manager of the Gilman
Music House, 1198 Fulton street, Brooklyn, N.
Y., in order to overcome this condition and
secure a hearing in his calls on prospective pur-
chasers of radio receivers or talking machines,
employs a clever stunt which he claims has
done wonders in securing entree into the vari-
ous homes in the sections he visits so that he

can present his selling talk. Mr. Gilman's busi-
ness card, which he presents on each call, bears
after his name the initials “L. F. B.” which in
nine cases out of ten causes the query: “What
do those initials mean?” Upon being informed
that the caller is “Looking for Business” and
does not hesitate to say so on his card, the
“ice” is broken and he is given au opportunity
of interesting the prospect in an instrument.

Tell ’Em Everything
There are many things about a radio set
which the dealer and sales staff take as a mat-
ter of course because of their knowledge of
the instrument, but to the layman who has
never had a set in his home these items bulk
as mysterious information known only to the
initiated. When a set is put into a home on
demonstration the man who installs the re-
ceiver gives the information necessary to oper-
ate the receiver and answers any questions, but
it is after he leaves that many questions arise,
prompt answers to which would strengthen the
prospect’s desire to own the set. A. S. Eby,
radio dealer of Bartlesville, Okla., has solved
this problem, for whenever he sends a set out
on demonstration a big red tag goes with it,
carrying every bit of information that the pros-
pect could want to know about the set as well
as the conditions of time payment. This in-
formation includes the cost of accessories and
upkeep of the set.
A Catalog File

Manufacturers send much fine literature to
dealers, but very often it is not used to the best
advantage. Progressive dealers find the pam-
phlets and booklets descriptive of the new lines
very much worth while in direct mail follow up.
This literature also should be placed conven-
iently in the store so that customers and pros-
pects can obtain informative reading matter re-
garding the particular instrument or set in
which they may be interested. The talking ma-
chine department of the New York Wanamaker
store has built a rack for this publicity mate-
rial, whiclh is placed prominently on the de-

Model 4891000 ohms
per volt—for checking
output of battery elimi-
nators, or any D.C. meas-
urement within the range of
instruments.

Model 528—Voltmeters and Am-
meters, for A.C. current and voltage
measurements within the range of
the instruments. Especially high-class

instruments for testing the new A.C.
tube receivers.

. NEW —and timely—

HOLIDAY GIFT suggestions

No item cduld be more timely and appealing as a gift

WESTON ELECTRICAL INSTRUMENT CORP.
190 Weston Ave., Newark, N. J.

,,' DIONEERS \
SINCE 1888 —_

9 }INSTRUM ENTW

suggestion to the idea-bereft and jaded shopper than
one of these much desired and useful “Westons”.
You need only suggest it to have the idea meet
with an appreciative response, and it will account
for at least ONE PRESENT SETTLED on
every shopping list.
Here are two popular models selected from
the complete Weston line—the most ex-
tensively advertised and widely demand-
ed radio instruments on the market
today.
These two instruments—Model
489, made as both high resistance
and low resistance meters for
B-eliminator and battery op-
erated sets—and Model 528,
for the new A.C. tube re-
ceivers, are big sellers
everywhere, every
month in the year.
The earliest orders
received will be

=

fhis new book-

p; served in time
let will be of serv- for the Christ-
fce to you in ordering mas trade.

required stocks for the
ALL YEAR ROUND sales.
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combination instruments is making a strong bid
Tor sales, and to stimulate interest on the part
of the public his advertising carries an offer to
make a fair trade-in allowance on both the old
phonograph and radio set. This policy has re-
sulted in several sales to people who were in-
terested in the combination instrument, but
hesitated to buy because they already owned
an old talking machine and radio set. The
combination instruments are particularly suit-
able for use in small apartments and the dealer
who builds up a prospect list should not neglect
this source of possible business.

After Xmas Business
There is plenty of after-holiday business to
be had. Many people receive checks or money
as Christmas gifts. Don’t stop sales promotion
simply because the holiday season is past. Go
after the gift-dollars and wind up the year with
a rush. People buy from the dealer whom they
know best, personally or by reputation. Keep
vour name before the public and go after busi-
ness just as strongly after the holidays as you
do at any other time of the year.

Featuring a Single Model
A middle Western retailer has had con-
structed in the center of his sales room a huge
circular platform on which he places the model
talking machine he desires to feature. The in-
strument thus is raised above the other ma-
chines on the floor and instant attention is
attracted to it. In addition this particular model
is continually playving. Each week a different
model is made the center of attraction. The
experiment has proved of value in moving
models that ordinarily would not be sold very
quickly or easily as well as stimulating the sale
of easy-to-sell instruments.

Thanksgiving Tie-up

A clever tie-up with Thanksgiving Day was
effected by Landay Bros., metropolitan dealers,
who in their advertisements of Columbia
records on the day before the holiday said:

“Arc you host or guest at the big Thanksgiving Eat<?

“A package of the newest Columbia records from Lan-
days will be just the right thing in either role.

“If you're iuviting folks you should look to
entertainment.

“If you’re visiting you should show thoughtfulness and
appreciation.”

Then followed a list of the most popular
Columbia record releases. There is a thought
in this for Christmas.

thetr

Use the Telephone
Has the idea of using the telephone during
the next ten days to get in touch with your
custonmiers occurred to you? Suppose as a
starter you call up everyone who has purchased
a talking machine during the past six or seven
months, inquire as to how the instrument is
functioning and suggest several of the outstand-
ing releases of Christmas music as being
especially desirable at this time of the year.
A telephone call of this character will serve a
twofold purpose: first, it will undoubtedly result
in some sales, and it will also serve to keep
your establishment in the minds of the cus-
tomers, engendering goodwill. Everyone ap-
preciates the personal touch and in this case
it costs very little.

Read Your Trade Papers
What benefit do you receive from the trade
papers to which you subscribe? Do you merely
glance over the publications when they arrive,
read a few items and then put the magazine
aside and forget to pursue your reading fur-
ther? A New York dealer has the right idea.
He checks over the articles that interest him
and reads them carefully at home.
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, 'LALE your bet on the
I champion and you are

bound to win. Now,
the super Improved VAL.-

PHONIC REPRODUCER,
with still more im-
provements than here-
tofore, and the result
—a product beyond
vaguest expectations
—one that really does
justice to both its taith-
ful boosters and makers.

Try this newer Improved
model, experiment with ¢,
play it, show it to your trade,
use it for display purposes.

e Tiees e aneey

You will be surprised at the
rate they sell. A real treat
in an honest-to-goodness
reproducer, and one which
we are glad to be able to
offer you.

Backed by its origi-
nators, the truly hand-
some Improved VAL-
PHONIC reproducer
is a sound box which
you can vouch for with
surety, and use as a means
for repeat orders.

All to gain! Bank on the
Improved VAL-PHONIC

and cash 1n!

E N7 % /
: L Ualleyforge 3,
s AONIEMP

JA.FISCHER, COMPANY_

*\MAIN SPRING / 2}
s ) . $ 9§

PHILADELPHIA - U-S-A-
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ondl Opportunity
/éoost Your Sales
of Special Consoles

R L i

F(_?r Radiolq Z

For Radiola 17

oxloa‘\
(D)
S,
{_3/)
W
}
|

e T

For Crosley

7
.‘.

- 4

)
!

Newcombe-Hawley 86-inch Tone Chamber!

The outstanding feature of these Console Reproducers is the Newcombe-
Hawley 86-inch Tone Chamber which assures perfect reproduction, from the
deepest organ note to the highest pitched voice or instrument. Great volume
is available with a mellowness that amazes the most critical audience. Since
no separate amplifier or extra tubes are required with this efficient reproducer,
no servicing is required to maintain perfect operation.

‘Plenty of Space for Batteries and Eliminators

Ample room is provided for batteries and accessories, eliminating all unsightly
wiring usually associated with table receivers and separate reproducers.
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Open to Rudi
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With This New Line
for Leading Radio Sets

HE great popularity of the compact Radiola, Crosley, Atwater
Kent, and Zenith receivers has created a tremendous demand for
special Newcombe-Hawley Reproducers for these receivers.

Here is a new line of special console reproducers that opens the door
to new sales, not only for consoles but radio receivers, too. The
mellow tone quality, even at big volume, makes the Newcombe-Hawley
Console Reproducer a splendid sales builder.

The radio public prefers special consoles with built-in reproducers for their
receivers. Meet the demand with these Newcombe-Hawley Special
Console Reproducers. Mail the coupon for complete information.

For Atwater Ken

For Zenith

Dedlers

e, ",

Standard Line

Model 53—A compact table model with the
remarkable 86-inch tone chamber. A popular l I

reproducer for table receivers.

Model 55—A larger table model with space
for batteries and accessories. Furnished with

doors, if desired.

Model 58 —A typical model with room for
the complete receiving set. Several other models
are available, with or without doors.
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Another Wise Move by

Slowly but surely the Okeh Phonograph Corporation is assuming its f

@ ==

rightful place in the sun. Its latest forward stride brings to its New l*

York distributing branch the distributorship for New England States |
and the New York Metropolitan district of the great VINCENNES
VERAPHONIC PHONOGRAPHS—the phonographs that 9 people

out of 10—blind-folded—will pick over any other malke.

Veraphonic
Consolette—Model No. 1200

Veraphonic Model No. 250 |

List Price $80

FINISH: Mahogany and Walnut
Dimensioy: Height 38347 ; Width 19”; Depth 197"
EquipmEeNT: Statuary Bronze

List Price $225 \

FINISH: Mahogany and Walnut
Dimexsion: Height 4634”7 ; Width 30 9/16”; Depth22%2"
EqQuipMENT: Statuarv Bronze including automatic stop ’

Five beautiful models, ranging in price from
$80 to $225, comprise the line

Then, too, there is the little brother to the Vincennes Veraphonic
—the RIVOLL Model No. 700 console at $65 list up to model No.
2500 at $180 list provide an adequate range which live dealers are

snapping up.

THERE MAY BE AN OPENING IN YOUR CITY. WRITE FOR DETAILS.

Wincennes Phonograph Manufacturing Company
Yincennes, Hndiana

MEET US AT THE FURNITURE MART IN CHICAGO—JANUARY 3vd to 24th

= Y
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“Pictorial Presentation” of
the Orthophonic Victrola

Elaborate Sales Portfolio Enables the Dealer’s
Salesman to Tell the Complete Story of the
Orthophonic Line to His Prospect

A complete pictorial prcsentation of the
Orthophonic  Victrola talking machinc and
record line, in portfolio form, making clear to
the prospective purchaser through a series of
striking pictures just why the new Victrola has
made the old talking machine obsolete, is now
available to Victor dealers.

“The reason why such a portfolio is so vitally
necessary,” says L. A. Graham of Low, Gra-
ham & Wallis, Inc., Chicago, who have just
published this book, “may be summed up “in
a single sentence. In telling the story of the
Orthophonic Victrola to the prospect, the salcs-
man must appeal to the eye as well as the ear.
Most people are eye-minded—accuStomed to
learn about things from what they see, and al-
though the Orthophonic Victrola should really
‘speak for itself’ as soon as the prospect hears
it, it is necessary to do more than this—to vis-
ualize right before the customer’s eyes the vast
difference between this and the old instrument.”

So the new pictorial presentation displays be-
fore the customer’s eyes a series of illustrative
exhibits—which picturize the Orthophonic Vic-
trola in striking, convincing fashion.

The first pages of the book visualize just
what music can bring to the home—how it can
match the mood of the listener—and this story
is told through a series of beautiful four-color
illustrations.

Next, the prospect is shown that the instru-
ment of her choice must give her the music
of all instruments and of the human voicc—
and the best work of the world’s greatest art-
ists. The influence of good music on children,
and its value to entertain guests, is illustrated,
and then a series of interesting pages portray
the early days in which music was the privilege
of the few, until the introduction of the first
crude wax cylinder phonograph. Next is illus-
trated the old Victor horn-type machine made
famous by the Victor trade-mark, and then
the Victor cabinet machine.

Then follows the body of the book proper,
which aims to show that the old phonograph
i1s now as obsolete as the hand-cranked automo-
bile, or kerosene lamp, or horse and buggy.
This is made clear by showing the crude
methods of recording undeér the old plan, the
many notes that were missed entirely in the
reproduction, and the extreme limitations of the
instrument for reproducing bass notes, high so-
prano tones, various instruments of the orches-
tra, sibilant sounds, etc.

A dramatic exposition of thc introduction of
the Orthophonic Victrola then follows, demon-
strating step by step how this instrument
opened up an entirely new era in music.

Comuments of great masters of music like
Paderewski, Kreisler, Sousa and others about
the Orthophonic Victrola are shown in strik-
ing four-color pages, and all this leads up to
a description and illustration of Victor’s new
models, Orthophonic Victrolas, Victrola-Rad-
iolas, Automatic instruments and Electrolas.

When customers come in to buy records or
“look at a Victrola,” the book is an invaluable
aid to the dealer’s salesman in helping the
customer make up his mind to buy. Second,
the book should prove a virtual necessity for
the Victor dealer salesman in his outside work
—developing new business, following up leads,
or making demonstrations. A sales talk to
be used in conjunction with the portfolio is
contained in booklet form and accompanies
each copy of the pictorial presentation.

Willie’s Radio Shop, 73 North Washington
avenue, Bergenfield, N. J., has secured the
agency for the complete line of Brunswick
Panatropes. The concern plans to launch an
intensive campaign for business.

Amendment to Revenue Bill
Favors Instalment Dealer

Ways and Means Committee Takes Favorable
Action on Tax Situation—New Revenue Bil
Prevents Imposition of Double Taxes

Favorable action on the instalment iucuiic
tax situation has been taken by the Ways and
Means Committee. The administrative provi-
sions of the ncw revenue bill will contain aniend-
ments preveutinyg the reaudit, and consequent

. luposition of douple taxation, of returns ot -

stalment dealers made in accordance with the
instaiment regulations in cfiect prior Lo the
passage of the 1926 act. On thc other hand, the
b.l will continuc the double taxation features
as affecting all returns filed under the existing
regulations, as well as future returns,

That the action of tlle committee is distinctly
favorable to thc_music! industry is indicated by
the commients ‘of Alfred L. Smith, secretary
and  general -manager’ of the Music Industries
Chamber of Commerce, who said, “While we
failed to get all we asked of the committec

- nevertheless, it has taken care of the situation

avout which we were most concerned.

“Under the proposed amendmennts, it will still
not be feasibie for any merchants now report-
ing upon the cash or accrual basis to change to
the mmstalment method. However, the Treasury
Department ‘will 'bc prevented fromn reauditing
the many instalment returns from the music
mdustry made in good faith during previous
years under regulations which did not include
the double taxation featurcs, and this is what
we were primarily interested in.

“The peculiarities of the instalment busincss
are such that it is only just aud proper that
the instalinent dealer should be able to report
liis taxes on the basis of collections made from
instalment sales during the taxable year, rather
than to report the entire sale, including the un
realized profits.”

Rear Admiral W. H. G.
Bullard Passes Away

Sudden Death of the Chairman of the Federal
Radio Commission a Shock to His Many
Friends Throughout the Nation

Rear Admiral W. H. .G. Bullard, chairman
of the Federal Radio Commission and one of
the most active workers in the interests of
American supremacy in wireless, died unexpect-
edly at his home in Washington, D. C, on
Thanksgiving Day, November 24. His death
was attributed to heart disease and high blood
pressure.

Since assuming office as chairman of the
Federal Radio Commission last March, Admiral
Bullard had worked hard to clear conditions on
the air. On Monday of the week of his death
he appeared beforc a subcommittee of the
House Appropriations Committee and urged the
necessity for providing adequate funds for the
Radio Commission if it is to carry out tHe
provisions of the Radio Act. The deceased was
the first chief of Naval radio communications
and was instrumeéntal in the formation of the
Radio Corp. of America, serving on its board
of directors during its organization. He was
actively associtated with radio for a period of
twenty-five years and at the time of his death
was representing the United States at the In-
ternational Radio-Telegraph Conference at
Washington.

Admiral Bullard was the principal speaker at
the Annual Radio Industries Banquet, held at
the Hotel Astor in September, at which time he
traced the activities of the Commission in its
work of improving broadcasting conditions.

Kaplan Bros. Music Store, carrying a com-
plete line of leading radio receivers, opened re-
cently at 300 South Main street, with Charles
Dolinsky as manager.
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Minneapolis, Minn.
and
1210 University Ave.,

| ] Greater City Phonograph Co.,

Distributors of

oanore

CLEAR A% o BELL
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Sonora Selective Radio
and the Tonalic
Sonora Phonograph

Sonora Distributors

J. H. Burke Compuny,
221 Coluinbus Ave.,

Boston, Mass.

DBelmont Corpoeration,
316 South Third St.,

St. Paul, Minn.

Gibson-Snow Co., Inec.,
312 West Willow St.,
Syracuse, N. Y.

76 Fifth Avenue,
New York City.

Hassler Texas Co.,
2216 Commerce St.,
Dallas, Texas.

Kohler Distributing Co.,
63-67 Minna Street,
San Francisco, Cal.

Mayer & Company,
2820 Locust St.,
St. Louis, Mo.

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

Peirce-Phelps, Inc.,
224 North 13th St.,
Philadelpliia, Penn.

James K. Polk, Inc.,
217 Whitehall St.,
Atlanta, Ga.
and
8§11 West Broad St.,
Richmond, Va.

Reliance Battery Products Co.,
2211 South Eighth Sireet,
Council Bluffs, Ia.

I. C. Schultz, Inc.,
442448 E. Lafayette Blvd.,
Detroit, Mich.
and
1743 Chester Ave.,
Cleveland, Olio.

Sterling Roll & Record Co.,
137 West Fourth Strect,
Cincinnati, Ohio.

Strevell-Yaterson Hardware Co.,
Salt Lake City, Utah.

Tay Sales Company,
231 North Wells St.,
Chicago, Ill.
and
465 Milwaukee St.,
Milwaukee, Wis.

Twentieth Century Radio Corp.,
104 Flatbush Avenue,
Brooklyn, N. Y.

Western Radio, Inc.,
1224 Wall Street,
Los Angeles, Cal.
" €. A. Richards, Inc.,
100 East 45th Street,
New York City.
Canadian & Export Distributors.

- m



Inexpensive

Build

Polan’s Profits

Multiplicity of Small Profits Has Made the
Terminal Radio & Music Shop One of the Bus-
iest Retail Establishments in New York City

It is not difficult to realize with talking ma-
chines and radio receivers selling at prices well
up in four figures that dealers work harder to
close a sale of one such instrument than on
other items on which the individual profit is
considerably smaller. Nevertheless, just as one
hundred pennies have the buying power of a
single dollar, so, too, can the profits on low-
priced merchandise mount up to a sizable
volume. If a dealer is neglecting such depart-
ments as records and sheet music, not only is
he overlooking profits, but he is failing to
maintain his best possible source of repeat busi-
ness. Maultiplicity of small profits results in a
large profit over a period of time. This, briefly,
is the policy that has made the Terminal Radio
& Music Shop, New York City, a successful
enterprise.

Occupies Small Space

This establishment, which is owned and oper-
ated by Joseph Polan, occupies but little floor
space, but it has the advantage of being located
at one of the entrances to the Pennsylvania
Station, and consequently does a large business
with transients. Originally the store special-
ized in radio sets and parts and accessories
and carried a small stock of records. During
the past few years records have taken a more
important part in the store’s activities, and at
the present time the profits from records and
sheet music practically pay the fixed overhead
of the store.

A Cash Business

The Terminal establishment is conducted
along lines that vary from that of the average
music dealer. Due to its class of trade, 90 per
cent of whom live in surburban communities,
and some at great distances from the store,
there is no instalment selling. Everything, from
a completely equipped radio receiver to a piece
of sheet music, is paid for before the article

Items

leaves the store. Secondly, the customer takes
his purchase with him or arranges at his own
expense for shipment of the merchandise. These
policies lower the overhead and eliminate the
undesirable features of having capital tied up
as well as the bugaboo of repossessions.
Overhead of $700 Per Month

The total overhead of the Terminal Shop is
approximately $700 monthly, of which more
than 50 per cent is for rental. The only other
large item is the salary to Nathan Cherry, the
record and sheet music manager and buyer, the
balance being variously distributed for lights,
cleaners, a bookkeeper who makes several visits
during the month, and incidental expenses.

The bulk of the business is done in radio sets,
parts and accessories. Having the agency for
a camera film developing concern also brings
in considerable profits, especially during the
Summer. A small department devoted to novel-
ties, and during the Christmas season an assort-
ment of toys all help swell the profits, but it is
with records and sheet music that we are con-
cerned at the present time.

Records Prominently Displayed

Due to the limited floor space, too much
room cannot be giveu any department, so that
records occupy the center of the store in a
self-service rack, with 108 compartments, about
nine feet long by two and a half feet wide, each
one of whiclh contains from ten to twenty
1ecords. Each compartment has the titles of
the songs plainly indicated so that customers
can choose their selections without the aid of
clerks. A demonstrating phonograph is at the
head of the rack facing the street with a loud
speaker connection over the door so that, in
addition to playing for the customer who wishes
to hear the record, passers-by are attracted into
the store.

Until very recently the Terminal Shop sold

&

Partial View of Interior of Terminal Radio & Music Shop

only the lower-priced records, selling at thirty-
five cents or three for a dollar, and in an aver-
age month the sales of these records amounted
to a volume business of between 2,000 and 2,500,
with a minimum profit of between $250 and
$300, working on the premise that all records
are sold on the basis of three for a dollar.
Since Mr. Cherry assumed the management of
these important departments, Columbia records
selling for seventy-five cents have been added,
and during the first month they were carried
approximately 500 were sold with a profit of
more than $150.
Features Large Sheet Music Stock

The rear of the Terminal store is given over
to a three-sided alcove "about eight feet wide
and four feet deep with sheet music racks oc-
cupying the entire three sides. These racks
comprise compartments enabling 224 different
selections of sheet music to be displayed, each
title readable from a distance. The number of
copies of each song carried varies according to
its popularity and demand. Because of the
varied cost prices of the different types of sheet
music, it is difficult to estimate the profits
from this department, but an examination of
the bills received from the jobbing concern
each month for the past few months carries
out the assertion of Mr. Cherry that the aver-
age profits from shect music are in the neigh-
borhood of $200. Profits of between $600 and
$700 each month are realized from minor de-
partments. Both Mr. Polan and Mr. Cherry
agree that the departments require little atten-
tion, the chief reasons for their success being
careful buying and frequent changes of the dis-
play material in the show windows. Careful
buying is a term rather hard to define. It
means that the buyver should have a knowledge
of his market and of the possibilities of the
item under consideration.

Junior Model

You Will ENJOY Selling the~

NOCHORD

SENIOR

It’s a real pleasure selling a Sonochorde Speaker!
up to every claim made for it.
customers with a Sonochorde.
mahogany finished frame create instant appeal.

Prepare for a bigger Christmas business—with Sonochorde!
Order a stock from your jobber today.

BOUDETTE MFG. CO.

Order a sample TO-DAY'!

E

It lives
You can be sure of satisfied
Its beautiful silk front and

Chelsea, Mass.
Address Dept. “E”
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Radio

WHEN your customers give the

i1s better

great gift of a radio set, remem-
ber that they are giving not
merely a handsome, intricate and
sensitive instrument, but are also
giving radio reception, radio en-
joyment, radio itself. So recom-
mend a receiver that can use the
best source of radio power—bat-
teries, for batteries perfect the per-
The
power they provide is pure D.C.,

formance of a radio receiver.

Direct Current, which is entirely
silent. Battery Power will insure
the enjoyment of the listener, for
battery-run sets produce exactly the
tone their designers built into them.

All Eveready *“B” Batteries will
give the vital qualities of Battery
Power. Radio

Batteries are 33 years of dry battery

Behind Eveready

manufacture, of pioneering, inven-
tion, discovery, continual leader-
ship. Sell Eveready Radio Batter-
ies and ahead of your customers
are hours, days, weeks and months
of use, of solid enjoyment of radio.

 Perfectin

with Battery Power

For modern receivers, recom-
mend the Eveready Layerbilt B>
Battery No. 486, built according to
a radically new design that gives it
ample and even excess capacity to
meet the demands of powerful sets.
This battery is the longest lasting
of all Evereadys. Its unique, pat-
ented construction packs the maxi-
mum possible quantity of active
materials within a given space, and
also makes those materials more
efficient producers of current.
Order from your jobber.

NATIONAL CARBON COMPANY, INC.

New York ‘ ; f g_k“f

Atlanta Chicago

San Francisco
Kansas City

Unit af Unian Carbide and Carban Corporatian

29

<

Eveready’s greatest
pravider of Rattery
Power —the FErver-
eady Layerbilt *‘B”
Battery No. 486.

Tuesday night is Eveready Hour Night

—9 P. M., Eastern Standard Time

WEAF-New York WOC-Davenpart
WJIAR—Providence Minneapolis
WEEI-Boston cho‘{s:. Paul
WFI-Philadelphia KSD-St. Lauis
WGR-Buffala WDAF-Kansas City
WCAE—-Pitesburgh WRC-W'ashingtan
WSAI-Cincinnati WGY—Schenectady
WTAM~Cleveland WHAS—Lauistille
WWJI—Detrait WSB—Atlanta
WGN—Chicago WSM=Nashuille
WMC-Memphis

Pacific Coast Stations—
9 P. M., Pacific Standard Time

KPO-KGO-San Francisca
KFOA-KOMO—Seattle
KFI-Los Angeles
KGW—Portland

Radio Batteries

o> ~-they sell faster
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SONORAN SEVEN
MEET 100 PER CENT

A choice of battery, power socket, or A. C. oper

(

F YOU are the caliber of business man to handle Sonora adequately we want you.

Sonora is represented already all over the country by real live merchandisers.
Sonora’s ever increasing sales are proving that. During the past two years all
Sonora’s previous sales records have been eclipsed. So fast is Sonora’s growth that
it is astomshmg even ‘thosé who control Sonora’s pohc1es There is still plenty of
opportunity left for the rlght man to make bigger profits in a permanently growing
business by representing Sonora products. This is not just talk. Our dealers’ books
prove our statements and are behind our promises.

Here is what Sonora has to offer you. A complete new line of radios at $69.50 to
$375—a price to suit every prospect—a product that cannot be beaten or even
equaled for beauty, tone, performance and workmanship, supremely selective,
superbly sensitive—the right kind of help in selling it—an organization that is
financially strong and which has proved the soundness of its policies for 15 years—
best of all, @ line that meets 100 per cent of market demand in your territory.

Sun

CLEAR
AS A
BELL

- All Models Single Dial Control Jeé-

Clock Type Cone

E-870—De Luxe Highboy
In period destgn cabinet ofhand-rubbed burled walaue,
with latese evpe buile-in Sonora Cone Speaker. Un-
rivaled among six-tube receivers for ability to pick up
selected stations and for sensiuvity to every wave
length, A revelation in cone quality. Price $250.

F-875—De Luxe Highboy
Exquisitely housed in special grade burled walnuc Neo-
Renaissance cahinee with hand-rubbed gloss finish
Bronze-inlay walnut-burled conero l panel. Uncqualed
for range, tone and volume. Special loop with full
180° rotation buile into hinged door. Built-in Sonora
Cone Speaker. Nothing to equal it at any price. Yet
only $375.

G-885—Light Six
Highboy
Completely A, C, Opurated

lo rich, lacquer- -finished  waloue
cabinet. Built- -fn, latest type, Sonora
Cone Speaker. Four-tuned ciccuits.
Vernier control. Unusually  sclec-
tive. Operates direcely from hil;r
socket on 60-Cycle A.C. current. No
baceerics required, Price $250.

Speaker

Remarkable volume and freedom
from distortion made possible by
newly perfected Sonora magnetic
unit. Deep, sonorous toncs, delicate
overtones and pianissimo passages
reproduced faithfully in their proper
intensity, Can be used with anv
loud speaker recciver. Price §27.50.
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QUALITY RADIO’S}
OF MARKET DEMAND/

ation with the new Radiotron or Cunningham tubes A

AVE YOU ever figured out the average time it takes to sell one radio and how
many demonstrationsitrequiresto bring each customer to the point of signing?

Waste time is money wasted, turnover slowed down, profits long in coming,
smaller volume, smaller annual revenue—and an inferior sales force, because good
men won'’t waste thesr time in difficult selling.

Sonora new radios, every model of the seven, are moving fast. Profits are piling up
for every live dealer who is handling them. Sales records are being smashed every
month. It is literal truth that the demand for Sonora is outpacing the production
quota for almost every territory.

If you want to make profits, turnover, volume, a permanent and growing business
—if you want to obtain and keep the best salesmen in the trade, sign up with
Sonora! For Sonora offers the radio each customer wants at the price he intends to
pay. Sonora has the products, the best on the market. Nothing can stop Sonora’s
mounting sales.

SONORA PHONOGRAPH COMPANY, INC., SAGINAW, W.S. MICHIGAN

RADIOS

AND -4 All Models Single Dial Control P
PHONOGRAPHS

E-830—Selective Six

Table Radio g

G-880—Light Six Junior Highbo

Table Radig

In compact, selected walaut cabiner. Three-
tuned radio frequency, amplifving stages,
detecror and ewo stages of transformer audio
amplificacion. Trulv astounding in abilicy
t0 pick up sclecred seacions and fidelity of
one, Price $69.50.

Beauriful burled walaut case.Supremely
sclective and sensitive. Three stages of
famous R. F. L. (balanced bridge}radio
amplification. Copper-shielded toelim-
inate interference. Dial illuminacion.
Shadow-line tuning. A definite advance
in tone quality and performance. Price
$99.50.

Specially designed for tbose who desire
their radio in an artractive highboy
cabiner bur prefer that spraker shall
not be included. Remarkable range,
sharp selectivity, natural tone and
abeence of oscillacions. Cabince inhigh
grade walnur with two-toned doors,
Price $165.

Standard Highboy

All the performance value of ctbe Sonora Se-
lective Six housed in beautiful burled
walout cabinet with buile-in Sonora Cone
Speaker. Operates with cither ousside or
inside antennae. Dial light. Shadow-line
tuning. A dollar-fordollar value hitherto
unapproached, Price $198
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Suggestions

for Ambitious Merchants

Twenty-odd Resolutions Regarding Business Which the Dealer Might Do Well to Adopt—Music
Advancement Bureau Has Some Suggestions—Musical Comedy Hits on Records—An Instance
of Effects of Good Will—Record Albums Make Appropriate Gifts—Sustained Efforts

The practice of making resolutions for the
new year has passed into the discard to a great
extent, but with 1928 fast approaching why
not make a few resolutions regarding business
and try them out. Here are a few that any
dealer might adopt with profit:

To secure larger initial payments on instal-
ment sales,

To sell only on short-term contracts.

To receive proper interest or a carrying
charge on instalment sales.

To keep down to a minimum the amount of
past due.

To extend credit only when the prospect is

..........

Rockford

Hardware

Rockford Hardware is
made to stand up under
wear and tear. In beauty,
workmanship and finish
it is designed to give the
utmost in service and sat-
isfaction.

Actual samples of any
items you use gladly sent
on request. Write for the
Catalog, No. 18, and keep
it handy.

Natioral fock Co..
Reockford, JII.

U. S. A.
Cable Address: NATLOCK

Branch Sales Offices:

Chicago, 1N St. Louis, Mo.
Cincinnati, O. Indianapolis, Ind.
Detroit, Mich. Jamestown, N. Y,
Evansville, Ind, Los Angeles, Cal,
Grand Rapids, Mich.  Milwaukee, Wis.
Hieh Point, N. C. Seattle, Wash.,
Shebovean, Wis.

found *“good” upon investigation.

To maintain prices

To carry only standard, high grade mer-
chandise.

To avoid unprofitable trade-ins.

To render proper service, but no unprofit-
able or excessive service.

To be a salesman and not merely an order
taker.

To preserve an attractive store in which
high-priced instruments can be displayed prop-
erly.

To frequently change the window displays
and make the display space pay its share of
the rental.

To study the market and benefit from knowl-
edge of the customers’ likes.

To take advantage of the sales aids provided
by the manufacturers. ’

To give each department, no matter how
small priced the unit may be, the proper care
and attention; if the merchandise is not a poten-
tial profit-maker it should not be carried.

To retain the good will of every person who
enters the store, and sell accessories to the pur-
chaser of a radio receiver, records to the talk-
ing machine buyer and sheet music and rolls to
the piano owner.

To be more active in support of the local
radio and talking machine trade association.

To extend the scope of my selling territory.

To take a more active part in community
affairs.

To work in co-operation with the promoters
of musical events to the end that my store shall
be regarded as the logical music center.

To read my trade papers more thoroughly
and put into practice the ideas contained therein
which can be adapted to my store.

If a dealer adopts these resolutioné, or some
of them and adheres to them, it can be safely
predicted that when next December coines
around he will have enjoyed a happy and pros-
perous year.

The Bureau Suggests

The following interesting letter was recently
received from the National Bureau for the Ad-
vancement of Music:

“An interesting illustration of a dealer who
takes an active part in the musical life of his
community is furnished by Audre L. Stong,
of the Stong Music Co., of Grand Junction,
Colo. Mr. Stong is director of high school
music, and a leader in the town’s musical af-
fairs generally, has been one of the prime mov-
ers in organizing a state band leaders’ associa-
tion, and is now in correspondence with the
National Bureau for the Advancement of Music
concerning arrangements for a Western Color-
ado school band contest. Of course not all
dealers have the musical training and skill of
Mr. Stong, but those who have not can par-
ticipate in other ways in the musical life of
the town. There is always room for the help-
ing hand on tlie promotional side as well as
on the purely musical. There is much to be
gained by the dealer who is alive to his oppor-
tunity and applies some of his energies in this
direction. The Bureau has many suggestions
to make regarding the promotion of interest
in instruments by means of band contests,

Musical Comedy Hits

In a recent communication to its dealers, the
Victor Talking Machine Co. enclosed a list of
recordings made of the popular hits of current
musical shows.  More than fifty records were
listed, being the hits of twenty-four shows.
This season, more than any of recent years,
has seen the musical comedy and revue in high

public favor, and the dealer will do well to take
advantage of this tendency on the part of the
Lheatre-going public, and in fact all the public,
for production numbers are always favorites.
Most of the shows listed in the Victor an-
nouncement are playing only on Broadway;
others have road companies. Tie up with the
appearance of a Broadway musical comedy,
secure photographs of the principals from the
local theatre management to dress up your
windows, and in your direct mail literature tell
your customiers of the show hits available in
record form.

How’s Your Good Will?

Here is a little story of the effects of good
will which points its own moral. The writer
was privileged recently to look over the sales
sheets for some weeks past of a certain New
York dealer. He noticed several entries of
record sales under one name, totaling within
a period of ten days more than $80 with a
machine purchase of a couple of hundred dol-
lars. Upon inquiry, the manager of the store
said that the lady in question bought on an
average of $125 worth of records each month
and never put her foot inside the store, depend-
ing on the salesman in question to send her
at frequent intervals the latest record releases
of worth-while music. This salesman, further
questioning brought out, does a volume of about
$7,500 of record business during the course of
a year to customers who have been dealing
with him for years, and who come from all
parts of the city to make their record purchases.
Why? He knows music and can discuss it in-
telligently. He knows artists and what they
are doing in the musical field. He knows cus-
tomers and the type of records they want, and
he knows his catalog, and can suggest to his
customers the best in the recent releases. How
many dealers and salesmen reading this can
say that they have customers who will go to in-
convenience to patronize their stores, and how
many dealers know their merchandise so well
that a customer feels it is a pleasure to deal
with them?

Record Albums as Gifts

In your Christmas window display and in
the letters which you have sent to your custom-
ers did you stress the fitness of record album
sets as Christmas gifts? \Vith the competition
between merchants of every description for
their share of the holiday dollars, every item
that has an appeal should be properly presented.
1t is not enough to sell the thought of music to
gladden the recipient of the gift. Let the buy-
ers know just what merchandise you have to
fit their purses. Tell them of the new and
marvelous talking machines, radio receivers and
combination instruments, but everybody is not
in the market for gifts that cover a range of
from $100 to $2,500. Everyone can buy records.
The range is unlimited from a thirty-five cent
1ecording to sets of orchestral works enclosed
in albums. The appeal of records applies to all.
Advertise them, display them, and if you have
not already done so, send letters to your mail-
ing list, telling your customers of the solution
of their shopping problems. Make this a
record-breaking Christmas season in every sense
of the word.

Sustain Your Efforts

If memory serves aright, the Christmas buy-
ing season last year was disappointing in that
it started but a short time before the actual
holidays, but was extremely heartening because
the buying urge continued far into January.
From all indications similar conditions exist
this year, so that dealers should exert all efforts
to continue their sales drives to receive their
share of the extra money which is spent during
December and January. Many business con-
cerns and institutions reward their employes
with extra payment in the form of a bonus
which is given on Christmas eve. Many people
receive presents of cash. Sustained effort will
bring a good portion of this money to your
store. Go after it.
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ition,

Aiways the Meadiiner—

Gold Seal

if every radio dealer knew what every Gold
Secal dealer knows, they would envy the cor-
dial relations, active sales cooperation and
sauare deal policies that have put Gold Seal
Radio Yubes on top,

Of course, the tubes must be richt, too!
They are — none better can be made at any
price. And the public knows it-—Is coming
back for more and more.

. Share In the profits of this unprecedented
success — write for details of our attractive
proposition.

' Gold Seal

Radio ‘Tubes

ALL STANDARD TYPES

'} Type GSX-201a GOLD SEAL ELECTRICAL co.
Type GSX-213—Rectifier tube, The popular general pur- INCORPORATED
designed to accom{plish full pose type, far amllalfiﬁero:i‘
wave rectification of alternat- detector. ong life an
ing current (a. c¢.) to direct high efficiency. 250 PARK AVENUE’ NEW YORK

current (d.c.) List price $5.00 List price $1.75

r ar. (M8
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New York Office
90 West Broadway

Send us your cabinet sizes. .~

You’ll have no delivery tie-ups

. . . when you are depending on Atlas Plywood Cases for your
radio or phonograph shipments. An unlimited supply of materials,
five large manufacturing units and six local assembling plants as-
sure you of the prompt fulfillment of your largest orders.. And the
genuine economy effected by the use of Atlas Cases is the reason
they are the standard shipping containers of many of the best-
known radio and phonograph manufacturers. i

PARK SQUARE BUILDING, BOSTON, MASS.

Chicago Office
649 McCormack Building

1375

Freshman Co. Enjoys Gain
in Its October Shipments

Dealer Shipments for Month Are $1,934,000—
Charles Freshman, President, Is Enthusiastic
Over Demand for New Electric Receivers

Shipments to dealers during the month of
October totaled $1,934,000, compared with $1,-
482,913 for the corresponding period of 1926,
according to a recent announcement by Charles
Freshman, president of the Charles Freshman
Co., Inc. It was stated that reports from deal-
crs throughout the United States indicate that
Freshman electric receivers are being installed
in their customers’ homes as fast as they are
received from the factory.

“We have every reason to be enthusiastic
about our electric radios,” said Mr. Freshman.
“Qur sales ever since we have announced the
clectric models have run far ahead of the corre-
sponding period of any year since we have been
in business.”

Czechoslovakia Lifts Duty
on Radios of Travelers

According to a decision issued by the Alin-
ister of Commerce and Industry, effective re-
cently, radio receiving apparatus when imported
by travelers for their temporary use in Czecho-

slovakia may be imported duty free, according

to the ~Legislativer Informationsdienst” of
Vienna, just received in the Department of
Commerce.

The traveler reports the umportation to the
customs authorities for notification, presents a
passport, indicating that his actual residence is
outside of Czechoslovakia, and that he intends
lo procure a license at the competent FPost
Office of his place of destination, according to
the advices.

Sp-litdorf Establishes All-
Electric Service Schools

The Splitdorf Radio Corp., Newark, N. J., re-
cently announced the establishment of a service
school system for all-electric radio receivers.
Ten men, experts in the servicing of electrical
apparatus, will go to strategic jobbing centers
throughout the country to establish schools for
the instruction of the wholesale element of the
trade and their own service men in the proper
handling of the new electrical radio apparatus.
Splitdorf jobbers will make available to their
dealers handling the latest models of all-electric
sets all the information gleaned at first hand
from men skilled in the art of making adjust-
ments and repairs to the electric section of the
compact receiving outfits. This is a construc-
tive move and one of great value to dealers
handling the line.

Thomas F. Logan Speaks on
Right Use of Broadcasting

An interesting address was delivered before
the convention of the American Association of
Advertising Agencies recently by Thomas F.
Logan, president of Lord & Thomas & Logan,
Inc, on “The Right Use of Broadcast Adver-
tising.” One point stressed in his talk was
that “broadcasting is making good unmistakably
n connection with influencing the jobber and
dealer to stock merchandise and push it.”

Mr. Logan also said: “Broadcast advertising
works best in close co-ordination with news-
paper and magazine campaigns, rather than by
establishing an independent and unsupported
campaign of its own. It is in itself a splendid
co-ordinating factor, but it functions best only
when used in a supplemental way.” The
speaker also stated that he had yet to find a
single national advertiser who had given broad-
casting a fair trial and had been dissatisfied
with the results.

The Zenith Radio Corp., Chicago, Ill, recent-
ly received a message from Commander Donald
B. MacMillan, heading an expedition to the
North Pole, to be transmitted to the Kiddie
Klub of the New York Evening World, thank-
ing the members of the club for the toys and
candy forwarded to Commander MacMillan to
be given to Eskimo children at Christmas time.

Middle Atlantic States Atwater Kent Salesmen Meet at Factory

Y
el 3. B

| S

NEW type of gathering was recently in-

ugurated at the Atwater Kent Mfg. Co.
when a meeting of the distributors’ salesmen
in the Middle Atlantic States was held. C. W.
Geiser, sales manager in charge of this territory,
in commenting on the effects of the gathering,
caid, in part: “Since it is impossible for us
o keep in close touch by personal calls with
the dealer, the next best thing is to get the
distributors’ salesmen to carry the message.

Talking with the salesmen in the distributors’
establishments is good, but not nearly as satis-
factory as inviting these salesmen to come to
the factory, where they can see the ‘factory
Lehind the product.”

The salesmen from the Middle Atlantic ter-
ritory began their meeting with a tour of the
factory, during which time they were addressed
on the subjects of receiving sets, speakers and
“B” power nnits by experts on each of these

products. The meeting then adjourned for
luncheon at the Bellevue-Stratford Hotel. Dur-
ing the afternoon session talks on the following
subjects were given: “Finance,” “The Sales-
man’s Education,” “The Salesman’s Job” and
“The Factory’s Part in Your Program.”
Following adjournment refreshments were
served and the salesmen proceeded to the Belle-
vue-Stratford for dinner and then attended a
theatre party, seeing the comedy “Smarty.”




Last-Minute News of the Trade

Acoustic Products Co. and Sonora Phono-
graph Co. to Move to Sonora Building

All Departments of Sonora Organizations and Premier Laboratories to Be Housed at 50 West
Fifty-seventh Street—Removal Completed by January 1

P. L. Deutsch, president of the Acoustic
Products Co., Inc., and the Sonora Phonograph
Co., Inc., announced this week that arrange-
ments have been completed whereby these two

New Sonora Building

companics would occupy nine floors of the
building located at 50 \est Fifty-seventh
street, New York, with three additional floors
of a connecting building with an entrance on
Fifty-sixth street. The building at 50 West
Fifty-seventh street will be named the “Sonora
Building” and with its ideal location in New
York’s finest business district will constitute an
adequate home for the Sonora products.

In the new Sonora Building there will be
housed the executive offices of the Acoustic
Products Co., Inc.,, which controls the Sonora
Phonograph Co., Inc., the Eastern sales divi-
sion of the Sonora Phonograph Co., Inc, the
recording laboratories, general music division,
general accounting department, production dec-
partment and galvano departments of the
Acoustie Products Co., Inc. The Premier
Laboratories, which is the research division of
the Acoustic Products Co., will also have its
home in the new Sonora Building.

According to present plans, the fourth and
fifth floors of the building will be devoted to
the research and production laboratories of the
Acoustic Products Co. and the tenth, eleventh,
twelfth, thirteenth, fourteenth, fifteenth and
sixteenth floors will be devoted to executive
offices, Sonora Eastern sales offices and the
other departments of the Acoustic Products

Co. Three floors in the building facing Fifty-
sixth street and connected to the Sonora Build-
ing by a bridge will be devoted exclusively to
the new galvano department.

The executives of the company, comprising
P. L. Deutsch, president; Frank V. Goodman,
vice-president and Eastern sales manager of
the Sonora Phonograph Co., and \Walter G.
Haenschen, director of recording laboratories,
will all have their headquarters in the Sonora
Building. The Chicago offices of the Sonora
Phonograph Co., Inc, which are under the
direction of A. J. Kendrick, vice-president and
general sales manager of the company, are
located at 64 East Jackson Boulevard in the
Lyon & Healy Building, one of the best located
office buildings in Chicago. The equipment for

A. W. Harris New President
Amplion Corp. of America

Former Chief Engineer of Amplion Corp. Suc-
ceeds S. B. Trainer—P. M. Dreyfuss Ap-
pointed General Sales Manager

The board of directors of the Amplion Corp.
of America recently announced the election of
A. \W. Harris to the presidency of the com-
pany, succeeding S. B. Trainer, who has re-
signed. Mr. Harris was formerly chief engineer
of the Amplion Corp., and is well known in
radio and acoustical engineering circles.

The appointment of P. M. Dreyfuss as gen-
eral sales manager of the Amplion Corp., fol-
lowing the resignation of Lloyd L. Spencer,
was also announced. Mr. Dreyfuss, who is a
sales and merchandising executive of many
vears' experience, is at present engaged in for-
mulating his sales plans for 1928, which will
shortly be announced to the trade.

T. H. Endicott Appointed
Zenith Corp. Sales Manager

Latest Addition to Executive Staff of the Zenith
Radio Corp. Widely Experienced

Paul B. Klugh, vice-president and general
manager of the Zcnith Radio Corp., Chicago,
has announced the appointment of Thomas H.
Endicott as sales manager. This executive po-
sition was made vacant in August when thc
former sales manager, N. A. Fegen, resigned
in order to become a wholesale distributor of
Zenith in Cleveland and northeastern Obhio.

Mr. Endicott, the new sales manager, brings
to Zenith a wide and varied experience in sales
management of electrical and related lines of
cquipment. He has been associated with one
of the large electrical manufacturing companies
and has resigned his position to join the Zenith
official family. Mr. Endicott is a member of
the American Institute of Electrical Engineers
and Association of Iron and Steel Engineers.
His experience, therefore, has been such as to
promise uncommonly effective work in han-
dling the distribution problems of the Zenith
Radio Corp., and is another instance of the
extent to which the radio industry has drawn
from the electrical industry some of its best
and most practical men,.

The Standke Musie Co. recently opened a
fine new establishment at 225 Baronne street,
New Orleans, La.
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the recording laboratories was designed by the
famous architects, Raymond Hood, Godley &
Fouilhoux, who designed the soundproof broad-
casting rooms for the National Broadcasting
Co. and who are among the country’s foremost
architects.

It is expected that the recording laboratories
will be ready for occupancy about January 1,
while all the other departments of the Acoustic
Products Co. and the Sonora Phonograph Co.
will be located in their new quarters about
December 20.

Located at Fifty-seventh street, west of Fifth
avenue, the new Sonora Building is accessible
to every form of transit accommodation and
is situated in New York’'s finest business sec-
tion. Carnegie Hall, Steinway Hall and Chick-
ering Hall are all located on Fifty-seventh
street and the new Sonora offices will be
cquipped to harmonize completely with Sonora
prestige and standing in the musical world. The
announcement of the new Sonora Building is
the first step in Mr. Deutsch’s plans for the
international growth and development of the
Sonora business.

F. Cliffo;d Estey ._Toins
the Crosley Organization

PPowel Crosley, Jr., president of the Crosley
Radio Corp., Cincinnati, O., announced this
week that F. Clifford Estey, widely known
throughout the radio industry, has joined the
Croslev organization. Mr. Estey’s activities
with the Crosley Radio Corp. are well set forth
in a recent statement by Mr. Crosley in which
he said: “I have found that as mueh as I would

F. Clifford Estey
like to visit all of our distributors, it is vir-
tually impossible for me to do so along with
my other duties, so the idea came that with a
man like Clifford Estey to go direct to our
distributors representing me personally I could
be closely in touch with them and they in turn
could be closely in touch with me. Mr. Estey
is now engaged in traveling over the country
visiting our distributors, dealers, etc., getting
me a first-hand picture of conditions all over
the country, just as if I were visiting the dis-
tributors myself.”

Mr. Estey is ideally qualified to work with
the Crosley organization along the lines set
forth by Mr. Crosley, for he is one of the real
veterans of the radio industry and numbers
among his friends distributors and dealers from
coast to coast. He has previously been iden-
tified with several prominent radio organiza-
tions in important executive capacities, and
can offer Crosley distributors and dealers prac-
tical co-operation.
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NEW YORK, DECEMBER, 1927
T he Census of Distribution

MOVEMENT of particular importance to business men in

many lines is the census of distribution now being carried on
by the United States Bureau of the Census in a score of repre-
sentative cities throughout the country and which has already been
completed in Baltimore, Syracuse, Denver and Chicago, reports of
which are now available. Those concerning the first three cities
are analyzed and commented upon elsewhere in The Talking
Machine World this month.

The value of the census figures to the individual music mer-
chant will depend primarily upon his understanding of their
importance as offering information that will help him directly in the
regulation of his business affairs. In considering the results of the
census attention must be given, of course, to the character of the
cities regarding which figures are available, their location, popula-
tion, industrial advantages, etc., but by giving thought to the infor-
mation already gathered from various important centers, it is pos-
sible to arrive at averages that should prove highly interesting to
the retailer who wants to see how his business stands in contrast
with that of other merchants in the same line.

The time is past when the music dealer or the merchant in any
other line can work efficiently in the dark, so far as the market 1s
concerned. Time was when competition was not a very serious
matter, and the dealer in musical instruments had a fairly broad ter-
ritory that he was privileged to cover at leisure without fear of
having it drained by other merchants.

If he didn’t see a prospect to-day he could see him to-morrow,
or next week, or next month, and as long as he kept track of what
his competitor in the same line was doing he didn't need to worry
much about the sale getting away from him. Now he must com-
pete not only with the other music dealers but with retailers of other
products ranging from automobiles to vacuum cleaners, and his
field 1s limited not simply to people who do not own instruments of
the type he has to sell, but to such people as are still in a position
to buy from him after other salesmen have had a chance to get a
share of their available money.
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Under such conditions, careful analysis of the field for sales and
of the business organization is essential, for time and effort have a
high money value and must be made to produce efficiently. From
the census figures, for instance, the dealer is able to determine the
proportion of the population to each music store, which, divided by
three or four, gives him the maximum number of families he can
expect to do business with on an average, and from that total must
be deducted those already supplied and those financially unable to
buy, to say nothing of the substantial number who won’t buy.

The figures regarding the population per store not only afford
an idea of the general market, but also offer information relative to
the competition to be met in the same field. Through the census
the dealer also is able to find out what proportion of the money
spent in his city goes for the purchase of the sort of goods he has
to sell. It also tells him the proportion of selling and non-selling
employes, the average wages paid employes, the annual sales of
musical products in his city, with the average per store and other
facts that enable him to get some idea of average selling costs.
Figures are also offered as to the average annual inventory in his
field, as well as the average per store, which affords an opportunity
for judging whether or not his stock is too heavy or too light.

The individual dealer, as a rule, unless he is large enough to
conduct a substantial chain of stores, has no facilities for conducting
such investigation on his own account, and although the averages
arrived at through a study of census figures may not be as accurate
as could be wished, nevertheless, they afford at least some basis for
calculation. If his market, i. e., number of people per store in his
city, is above the average as are his sales, and his percentage of non-
selling employes and his average wage below the average figure,
thenn he has little to worry about except to improve an already
favorable situation. The dealer who is really successful will find
that his sales and turnover are higher and his cost of doing business
lower than the average, for on compiling census figures, the good
and the bad, among merchants so far as business success is con-
cerned, are lumped under one general head. If the dealer’s deduc-
tion is otherwise something is wrong.

The main thing, however, is that market data are most essential
to every retailer, regardless of how small or how large. He must
know who his prospective customers are, how numerous and where
located and he must be able to reach them at a minimum of cost
and likewise of delay. The census of distribution is an example
of what may be done along that line.

Instalment Selling Is Fundamentally Sound

HE principle of instalment selling is not unsound in any sense

nor is it a menace to the credit structure of the country, ac-
cording to Edwin R. A. Seligman, Professor of Political Economy
at Columbia University, who, aided by a large staff of assistants,
recently completed a direct field survey lasting over fifteen months
with a view to determining at first hand the benefits and evils of
the method. The survey resulted from the numerous attacks that
have been made upon the system within the past couple of years
by bankers and financiers, and was made at the instance of the
General Motors Corp., who, being directly interested, desired to
learn whether the method was fundamentally right or wrong, with
a view to continuing to sell its products on that basis, if sound,
and to discontinue the practice if unsound.

The preliminary results of the survey were made public by
Prof. Seligman a few weeks ago before a group of prominent
financiers, business men and economists in New Yorl, and the
complete report has already been published in two large volumes.
The professor declared briefly that his investigation had convinced
him that instalment selling was not only a sound method of financing
the distribution of merchandise, but that it was a potént factor
in the new prosperity of the country by making possible increased
production, stabilized output, reduced production costs and in-
creased purchasing power.

The danger offered by huge amounts of instalment paper in
times of business depression was minimized by Professor Seligman,
who stated that in cases of local depression it had been found
that instalment credit had an advantage over general bank credit
for the reason that it was basically sound and diminished steadily,
whereas in bad times bankers are called upon to extend credit of
doubiful soundness.
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In answer to the frequent argument that instalment sales lead
to the buving of unneeded luxuries and promote extravagance,
Professor Seligman stated that the demand {or luxuries is due
primarily to what 1s termed the “economy of high wages,” coupled
with high productivity, high efficiency and high standard of life.
All these have been largely responsible for the transition of com-
modities from the category of luxuries to that of comforts and
necessities. There have, of course, been abuses, but they cannot
rightfully be charged to too easy credit,

It is hardly likely that Prof. Seligman's findings will be re-
garded as the last word on the instaliment situation, for there are
probably a certain number of evils cropping up in connection with
it which will be magnified by those who see, or pretend to see, a
menace in the whole system. It is, however, extensive and authori-
tative enough to set at rest any doubts that may have come up
in the minds of those engaged in selling on time regarding the
fundamental soundness of the method. Most certainly it is not
leading toward financial panic.

Insuring Better Broadcasting Programs

HE question of proper broadcast programs is quite as much the

affair of the manufacturer of radio apparatus and the dealer
as it is that of the operator of the broadcasting station, for it is
just as essential to the manufacturer and the dealer that programs
be satisfactory as it is to those who provide the entertainment
without cost to the public. In the final analysis the real income
of thc industry comes primarily from the sale of apparatus to the
public and good programs mean increased sales.

In appealing to radio manufacturers and dealers, therefore,
to co-operate with the broadcasters to the extent of making sug-
gestions that will tend to maintain and increase general interest
in the art—suggestions that are often obtainable by the man in
the field and which would not otherwise come to the attention of
the broadcast station—H. A. Bellows, former Federal Radio Com-
missioner, has sounded the proper note. The success of the
industry rests primarily upon close co-operation between its vari-
ous units.

In this connection the decision of the Federal Radio Com-
mission to cut down by close to 50 per cent the number of existing
broadcasting stations in order to make possible still better reception
in the home puts it squarely up to the broadcasters and those who
are interested in their work to provide programs that will warrant
their continued existence. The move will put that section of the
industry plainly on trial and put a premium on quality of per-
formance.

Truth in Radio Advertising

HIE move on the part of the Better Business Bureau of the
Advertising Clubs of the World to frame a series of regula-
tions or suggestions applying to retail radio advertising, with an
idea of standardizing advertised claims, in order that the public
might not be deceived, is certainly along the right ]ines' and Fhe
members of the trade itself should lend their assistance mn seemng

PRODUCTS CORP.
65 Greene St., NewYork.J
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to it that the claims made in radio advertising are actually based
on facts.

Not all the advertising complained of has been designed wil-
fullv to be misleading, ior much of it has heen due to over-
enthusiasm, but even the innocent mishandling of terms has served
1o make purchasers believe that they were getting something not
actually included in the offer, resulting in dissatisfaction and a loss
of confidence in the industry.

When a receiver is sold on the basis of heing completely
equipped it must in future be completely ready for operation with-
out anything else to buy. That is the main point. In short, all
that is asked is that the actual facts be stated. In the early days
many claims were made as to distance, volumme and tone that were
frankly the result of too much optimism, but those days have passed
and the industry has settled down to a stable basis where it is quite
possible to advertise facts without indicating wealkness. Tt is to
be hoped that the new suggestions regarding radio advertising will
have the desired effect.

A Pioneer Radio Man Passes Away

HE recent death of Rear Admiral \WWm. H. G. Bullard, Chair-

man of the Federal Radio Commission, has removed from the
radio field one of its pioneers and shining lights, for he was fre-
quently referred to as “the father of American radio” and was
credited with having done as much as any other man to develop
it from the primary stages and to solve the problems that presented
themselves as the industry expanded with tremendous rapidity.

As chairman of the Federal Radio Commission. Admiral
Bullard proved distinctly successful in meeting a situation that at
best was calculated to prove embarrassing for all concerned. He
was a prime mover in the steps taken to iron out the ivolved
broadcasting situation and was an active factor in all of the Com-
mission’s activities toward that end. He was a friend of all those
connected in any way with radio, and displayed that friendship
on many occasions in connection with matters that came up for
official judgment.

He became interested in radio more than twenty-five years
ago and in the early days of the industry wrote a book on the
subject that is still considered standard and is used at the Naval
Academy at Annapolis. He was responsible for the organization
of the Radio Corp. of America and worked unceasinglv, not only
to improve radio, but to retain for America leadership in the field.
His passing leaves a gap that cannot readily be filled.
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Last-Minute News of the Trade

Louis Sterling, Columbia Chairman, Out-
lines Phonograph Conditions in Japan

Chairman of the Board of Directors of Columbia Phonograph Co., Inc., on Recent Visit to Japan
Arranged for Construction of Enlarged Modern Plant at Kawasaki

QUIS S. STERLING, chairman of the board
of directors of the Columbia Phonograph
Co., Inc,, New York City, and managing direc-
tor of the Columbia Graphophone Co. Ltd,

and L. E. Gillingham, who is widely known in
American recording circles, remains as factory
adviser of the company.

Commenting upon his Japanese trip, upon
which he was accom-
panied by Mrs. Sterling.
Mr. Sterling said: “The
new and greatly enlarged
Nipponophone plant at
Kawasaki will give the
Nipponophone Co. an op-

portunity to keep pace
with the fast-growing
demand for high-grade

music in Japan. We are
planning to continue the
manufacture of Japanese
records under the Nip-
ponophone label, while
the international record-
ings will be marketed
undar Columbia brands.
The American type of
phonographs will be

B x

London, England, returned to New York about
December 1 after spending a month in Japan.
Several months ago the Columbia Phonograph
Co. and associated companies purchased the
Nipponophone Co., the foremost manufacturer
of phonographs and records in Japan. This
company has three record factories in Japan,
the main plant being located at Kawasaki and
the other factories at Tokyo and Kyoto.
There are two motor factories located at Kyoto
and Tokyo in addition to a large cabinet plant.

This was Mr. Sterling’s first visit to Japan,
and while in that country he made arrange-

Louis S. Sterling in Japan

ments for the construction of a new and thor-
oughly up-to-date plant at Kawasaki. The
machinery and equipment for this record fac-
tory will comprise the latest developments in
this special type of machinery in addition to
complete equipment for electrical recording.
Work on this plant has already started, and
it is expected that the new factory will be com-
pletely ready by June 1. It is quite likely that
the plants in the other Japanese cities con-
trolled by the Nipponophone Co. will also be
equipped with new machinery and considerably
enlarged in the near future.

J. R. Geary, who has been president of the
Nipponophone Co. since its organization, con-
tinues as president under the new ownership,

Dinner Given to Mr. and Mrs. Sterling by Phonograph Guild

manufactured in the Nip-
ponophone plant and sold
as Columbia instruments. The Japanese type
of machine will be marketed under the present
Japanese brand names.

“Financial conditions in Japan, as generally
known, are far from satisfactory, and although
the country is on the road to financial and
commercial normalcy, the recovery is some-
what slow. The phonograph industry in Ja-

pan is probably the only industry in that coun-
try which did not suffer seriously from the
long string of bank failures last Spring. The
sales volume for 1927 has been very satisfac-
tory, with a very large and steadily increasing
demand for high-grade classical records. There
is very little demand for American jazz records,
as dancing is practically banned in Japan. In
the sale of phonographs, about 95 per cent of
the instruments sold are in the retail class-
range of $30 to $40, with the bulk of the sales
averaging from $10 to $15. There is practically
no demand for higher-priced instruments, par-
ticularly during the present financial stringency.

“We are spending $500,000 on the construc-
tion of the new plant at Kawasaki, and al-
though I could only spend a month in Japan
1 am fully convinced that the sale of Columbia
products in this country will compare very
favorably with the international growth of Co-
lumbia business throughout the rest of the
world.”

While in Japan Mr. and Mrs. Sterling were
guests of the Tokio and Yokohama Phono-
graph Guild at a dinner held at a famous res-
taurant in Tokyo. More than fifty jobbers and
dealers were present at the dinner, and the
guests were entertained by fifteen geisha girls.

En route to New York from Japan Mr. Ster-
ling visited San Francisco, LLos Angeles and
Chicago, calling upon Columbia branch man-
agers in these cities as well as on a number of
Columbia dealers. He also visited the Colum-
bia record factory at QOakland, and although he
only returned to New York the first of the
month, Mr. Sterling is now on his way to Eng-
land, having sailed on December 9 on the
“Olympic.” After spending the Christmas
holidays in London he is planning to leave for
Germany about the first of the year and will
return to America about February.

Lloyd L. Spencer Resigns
Post With Amplion Corp.

Lloyd L. Spencer, for the past year and a
lhalf general sales manager and a member of
the board of directors of the Amplion Corp.
of America, New York, resigned the first of
December. Mr. Spencer, who is widely known
throughout the phonograph and radio indus-
tries, has not yet announced his future plans,
but will probably make a definite statement to
the trade regarding his new connection during
the course of the next few weeks.

Although a young man in point of years,
Mr. Spencer has been identified with the music
industry for nearly twenty years, having spent
several years in the retail and wholesale field
in the Middle West and over ten years in the
New York jobbing field. He is generally recog-
nized as one of the most efficient and capable
sales executives in the music-radio industry,
and numbers among his friends jobbers and
dealers from coast to coast.

Audak Co. to Introduce
New Product in 1928

A “revolutionary additional product” for the
new year is promised in an announcement
emanating from the headquarters of the Audak
Co., New York City.

The present product of this company, the
Audak reproducer, is already well and favorably
known in talking machine circles, and its popu-
larity is attested to by the exceptional and
steady growth of the Audak Co.’s reproducer
business. Maximilian Weil, inventor of the
Audak reproducers and president of the Audak
Co,, is an electrical acoustical engineer of recog-
nized standing. A more detailed announcement
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of his latest contribution to the advancement
of the talking machine industry is looked for-
ward to with much interest.

Under the signature of Mr. \Weil there ap-
pears elsewhere in this issue a statement to
the effect, “I promise you that our January
announcement is something very, very special
from your viewpointi—a factor of bigger repro-
ducer and record sales next year.”

Elected Vice-President
of Acoustic Products Co.

1
P. L. Deutsch, president of the Acoustic
Products Co., Inc, controlling the Sonora
Phonograph Co., Inc., announced this week that
David Dows had been elected a vice-president
of the company. Mr. Dows is prominent in
New York financial circles, having been former-
ly a manager of the well-known firm of W. R.
Grace & Co. and at the present time is a direc-
tor of the Grace National Bank and a trustee
of the Burden Iron Co. In addition to his
many industrial and financial associations, Mr.
Dows is a leader of the New York social world,
being a member of the Racquet and Tennis,
Knickerbocker, Nassau, Meadow Brook and
Piping Rock clubs.

Resignation of Hugh
C. Ernst Is Announced

The resignation of Hugh C. Ernst as vice-
president and general manager of Standard
Home Uitilities, Inc., New York radio distrib-
utors, has been announced. It is understood
that Mr. Ernst, who is a well-known figure in
radio and music circles, will enjoy a brief rest
before resuming activities elsewhere in the in-
dustry.
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University Music Co. Is in
Artistic New Headquarters

Complete Phonograph Department Is a Feature
of Seattle Establishment—Beautiful Setting
for Instruments and Records

One of the outstanding features of the new
home of the University Music Co., Seattle,
\Wash., located at Forty-seventh and University

A Corner of the University Music Co.
Way, is its attractive and very complete phono-
graph department. The phonograph room in
connection with the piano room occupies half
of the rear store, opening into a wide corridor,
an exact replica of a street in Spain. The walls
are finished in soft red and orange, overlaid.
The woodwork is of a soft green, with iron
work on the barred windows. Each window is
shaded with a brightly decorated awning
mounted on ornamental iron rods. The rooms

are absolutely soundproof and celotex is laid
in large bricklike slabs of a soft gray coloring,
adding to the dignity and atmosphere of the
attractively furnished rooms,

A complete line of instruments, including all
prominent standard makes, is carried, with an
excellent recogd departimment immediately ad-
joining. The plan of the store is carried out
after the modern Spanish architecture. The bal-
cony of the store is given over to the radio
department, and KFQW, one of Seattle’s popu-
lar broadcasting stations, has permanent studios
located there. Small goods and sheet music
departments are maintained, and the main floor
space is turned over to the display of the fine
models in pianos and phonographs.

The new location of the store is two blocks
above the old in the new College Center Build-
ing. Ned Douglas, proprietor, has built up an
enviable following since his establishment there
several years ago, and caters to all the needs
of the University, which is immediately ad-
joining.

Plaza Co. Features Radio
Cabinets in Trade Folder

The radio division of the Plaza Music Co,,
New York City, has mailed an attractive card-
board folder to the trade featuring radio cab-
inets especially adapted for Fada, Atwater Kent,
Radiola, Crosley and other sets. These cabinets
are all floor models, and of striking period de-
¢ign, and include built-in horns. Five models
are shown offering a variety of styles and de-
signs. The Plaza Music Co. reports that they
are able to give twenty-four hour service on
these cabinets.

Harold F. Lafount, of Utah, was recently ap-
pointed by President Coolidge as a member of
the Federal Radio Commission, filling the va-
cancy caused by the recent death of John F.
Dillon.
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Details of RCA Billboard
Poster Campaign Outlined

New Advertising Campaign Designed to Dove-
tail With Radio Corp’s. National Advertising
and Authorized Dealers’ Selling Efforts

Details of a new billboard poster advertising
campaign, tying in local RCA authorized deal-
ers whenever possible, have been announced by
Pierre Boucheron, manager of advertising and
publicity of the Radio Corp. of America. It is
designed to dovetail with RCA’s national ad-
vertising campaign and with the dealers’ selling
efforts.

“The new posters really speak for them-
selves,” said Mr. Boucheron. “They have strik-
ing color effects, simple but powerful designs,
and exactly the proper number of words to
deliver a message at a glance and a picture
which serves to tie-in with our national maga-
zine and newspaper advertising. Each poster
has a vivid spot of color. The RCA mono-
gram is ingeniously worked into the back-
ground. The dealer’s imprint, giving his name
and address, usually appears below. The pos-
ters are furnished free, and the dealers provide
the necessary space for proper display. The
cost to the dealer for hiring billboard space
may run from $7 to $15 per month per poster.
In order to relieve the dealer of all details, the
Radio Corp. has retained the General Outdoor
Advertising Co., and on receipt of a return
postcard inquiry from the RCA dealer this ad-
vertising organization is placed in touch with
him. Billboard advertising is in fact the final
link between national advertising and the local
dealer’s selling effort.”

The Phototone Talking Corp., New York
City, was recently incorporated to manufac-
ture motion picture films and phonographs or
talking machines, with a capital of $100,000.
Jacob Siegel is the incorporator.

THE JEWEL
' BRASS TONE ARM

WITH No. 33 REPRODUCER

The only brass phonograph tone arm made with the exponential taper that is creating so
: 3 THIS is the same as the instrumental taper which years of
usage in making brass band instruments have proved to be the correct taper for

much talk in Radio Circles.

amplifying sound waves and for tonal qualities.

The reproduction is clear and all tones of the electrically recorded records are brought
out in a natural manner with that wonderful solidity of tone which has great carrying
power and eliminates all metallic twang and shrillness some call volume,

The throwback reproducer support has a jamb connection with a threaded collar and
lock nut which can be adjusted to any degree of accuracy. The cushioned floating ring
or flange has a felt washer fastened on the underside, making a sound, tight joint which
insures a positive delivery of sound waves into the tone chamber.

We have a full line of attachments and die cast tone arms for phonographs and also

handle Radio Units.

JEWEL PHONOPARTS CO.

510 No. Dearborn St.

Chicago, Ill.
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Radio g

The First Radio using A.C. Tubes
throughout, including an A.C. Power

Tube.

A Real Electric Set—

No A’ Battevies
No B’ Batteries

No C Battmes
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Christmas Spirit Is Rampant-in Toledo
as Sales Reach High Point for the Year

Entire Trade Is Optimistic as Holiday Gift Buying Commences to Make Itself Felt—Closing
Weeks of the Year Will Bring Up Sales Volumes to a Satisfactory Figure

Toreno, O., December 8 —Christmas spirit is
rampant here. Shop early has become synony-
mous with the spirit of the season. Conse-
quently, dealers are directing efforts to hook
up with the gift and yuletide good feeling by
plugging phonographs and radios for making
the joy of Christmas more intense through
ownership of one of these musical instruments.
Radio sales are far ahead of last year and talk-
ing machine volume is holding its own here.

The LaSalle & Koch Co., one of the out-
standing department stores of Ohio, the past
week opened its new phonograph department,
which is located on the seventh floor of the
enlarged structure. The Brunswick line is dealt
in. Wilbur F. Cooper is manager of the new
division. Florence MacDonald, formerly of New
York, has charge of the record section.

The Columbia Phonograph Co. recently in-
troduced the new Columbia-Kolster Viva-tonal
Electric Reproducing phonograph, and the Viva-
tonal console model 720, together with the
Harmony console, to dealers in Toledo and
vicinity. The exhibit was held at the Commo-
dore Perry Hotel and was in charge of District
Manager R. J. Mueller, of the Cleveland branch,
who has charge of Ohio and Michigan offices

f the company. Don O. Flightner, territory
representative, assisted.

Radio and record artists, as well as concert
rtists, have played a leading part in the sale
of records during the past week here. Johnny

Marvin, Victor artist, appearing at Keith’s The-
atre, scored an emphatic hit with his recordings.
Ford and Glenn, Columbia artists and radio
stars, at the Rivoli Theatre, were responsible
for a large increase in attendance. Their soengs
and stories for kiddies have made them widely
known and popular with thousands.

The Lion Store Music Rooms are making
cvery effort to draw prospects into the store
during the holiday season for that long-wished-
for talking machine. Salesmen are mailing to
all possible buyers on their lists a novelty Vie-
tor Xinas folder showing the entire Victor line.
On the cover of the folder a pen-and-ink note
is written which says—there is a model for
you pictured here—won't you permit me to
show it to you now? It is mailed under a

two-cent stamp and the envelope is addressed

in long-hand.

In the radio section sales are far above last
year in Sparton and Atwater Kent lines.

Johnny Marvin and his ukulele entertained
visitors to the record department on Saturday
afternoon from 1 to 1:30 o’clock and conse-
quently sold a large number of his recordings
to the listeners. He also visited other stores
during his stay in Toledo.

At the J. W. Greene Co., according to Robt.
C. Elwell, manager of phonograph and radio
departments, radio sales are considerably above
a year ago and machine volumme, which includes
combinations, is moving along steadily. The

955 electric Radiola unit is interesting many
customers. Sparton sets are selling faster than
can be supplied, it is said. D. J. MacDonald
and Fred. Carter are new memnbers of the sales
staff here.

The Hayes Music Co., which was wiped out
through a disastrous fire a few months ago,
will open a new store on Superior street before
the holiday season closes.

The Cable Piano Co. is making the most
of its connection with radio station WTAL,
which features records furnished by the store
during its daily Orthophonic Hour.

Frank Flightner, Cherry street Columbia
dealer, is featuring the new console 720 and
the large Columbia-Kolster Electric instrument
as Christmas gifts supreme. The 160 portable
is also in demand. - Henry Skolnick, in charge
of the radio section, stated the new Sonora
and Crosley lines are in demand.

The Toledo Radio Co., Sparton wholesaler,
according to Chas. H. Womeldorff, president,
is receiving so many orders for the electric
sets that they cannot take care of them.

Holds Formal Opening

The formal opening of the Snyder Piano Co.,
carrying a complete line of phonographs, took
place at the “Homestead,” East State street
and Walnut avenue, Sharon, Pa, on November
26. Miss Theresa Cumley is manager of the
new store.

- The Metropolitan Music Shops, Inc., New
York, have been incorporated with a capital
stock of $100,000 to engage in a general music
business. Alexander Wise, of Brooklyn, is
named as incorporator.
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KELLOGG—who pioneered the AC tube,
and one of the manufacturer-pioneers of
the AC radio set—hit a market clamoring
for AC radio.

1927 production was oversold long ago.

Distributors and dealers who lined up
with Kellogg have profited accordingly.

WQ

ow about 19282

Increased production for 1928 will open
up similar opportunities for distributors
and dealers in a few new territories that
we could not offer to supply this season.

Applications for territory for 1928 are
now being accepted. Early action is ad-
visable.
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Wisconsin Radio Trades Association Doing
Important Work to Help the Retail Trade

Home Demonstrations Abolished Among Members Due to Efforts of the Association—Carefully
Planned Demonstrations to Replace Hit-or-Miss Method of the Past

Pledges that they would live up to the stand-
ards set by the Wisconsin Radio Trades As-
sociation to keep the radio industry in Wis-
consin on the high level it has been placed by
efforts of the Association were given by the
several hundred members who attended the
fifth annual convention recently held in Mil-
waukee, in connection with the annual radio
exposition sponsored by the Association.

The subject of home demonstrations and the
new guarantee were also taken up at the meet-
ing. The Association members have agreed to
abolish home demonstrations, that is, placing a
receiving set in a home on approval over a
period of time as has been the custom. The
sets will never be left in a home for more
than one evening in the future. Many of the
dealers are planning to have a demonstration
set which can be easily transported in an auto-
mobile, that can be placed in the home for a
few hours in the evening, and a demonstration
given under the direction of the salesman. The
set will be removed from the prospect’s home
that same night.

The new standard guarantee plan which has
been worked out informs the customer that no
radio dealer can guarantee the distance, the
length of tubes, the sets, eliminators, batteries
and chargers, and the like, due to factors over
which the dealer has no control. The Associa-
tion points out, for example, that no one can
guarantee distance on account of local condi-

tions, closeness to high-tension wires, or at-
mospheric conditions,

A plan of charging for service calls has also
been worked out by the Association. When
a set is sold by a member of the Wisconsin
Radio Trades Association it carries with it a
ticket which is good for three service calls
free of charge. These tickets must be used
up within sixty days after date of purchase,
however. After that time there is a flat mini-
mum charge of $1.50 for a service call which
covers the first half-hour. The minimum charge
is $2 an hour after the first half-hour.

One dealer in Milwaukee reported that since
the plan went into effect he has cut his service

cost down from 5 per cent to less than 2
per cent, a great saving when the dealer is
working on a small margin of profit.

The service charge is being made because
it is expensive for the dealer to send.out a
service man, and it will make radio owners real-
ize that it does cost money for service, and it
will eliminate many of the “silly” calls for serv-
ice which the dealers have had to contend with.

A treatise on A-C tubes, which includes an
explanation of them, how to rewire the set
for the use of these tubes, the proper voltage
to give them, and much other information, has
been prepared by Gordon W. Fringer, chief of
the service department for William Wisniewski,
radio dealer in Milwaukee, and instructor of
the radio class in the Dover Street School.
There is so little information on A-C tubes and
their proper installation, and so few service
men know anything about them, that the Wis-
consin Radio Trades Association is sponsoring
the publication of this treatise by Mr. Fringer
and will distribute it throughout the State.

Make All Departments of
Your Establishment Pay

Efficient operation of a business means that
every part of the organization is functioning
in a smooth and profitable manner. It means
that no part or branch of the enterprise is
neglected. In the case of the talking machine
business it means that every department receives
the attention necessary to make the business as
a whole profitable and each individual depart-
ment a producer. Sustained effort by an or-
ganization, each member of which is thoroughly
conversant with his or lher duties, is required

to keep sales up to maximum. A let-down in
effort means a corresponding drop in sales and
the latter is what the dealer is interested in.
And if the truth were told the main reason why
so many retailers have cause to complain about
poor business, whether they are in-the talking
machine business or some other line, is because
the effort necessary to secure business in these
days of keen competition either is lacking or
is misdirected.

The addition of new lines means an addi-
tional investment and therefore the dealer must
see to it that the same energetic merchandising
effort is put behind these lines as in the case of
the main line, such as talking machines.
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ATWATER KENT
RADIO

OUR prospects are thinking NOW
Y about Atwater Kent Radio for

Christmas. But human nature being
what it 1s, many of them are going to
put oft BUYING until the last moment.
Avoid disappointing them and missing
profits for yourself by sizing up your

Christmas needs and sending your order

to your distributor NOW.

Give your distributor a chance to
make orderly deliveries. Don’t wait for
the last minute rush. Reach for that
order blank NOW.,

A. Atwater Kent, President, 4725 Wissahickon Ave., Philadelphia, Pa.
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Knowledge of Records and

Tumans Aids Sales

Mrs. Jean Moore Finley, of the Adams Music
Shop, Gives Some Hints on Selling Records

By Austin E. Burges

; RS. JEAN MOORE FINLEY, “the
M record girl,” is known to many even

outside her own city as a highly suc-
cessful saleswoman. She is employed in the
phonograph record department of the Adams
Music Shop, Fort Worth, Tex.

Asked what determined her approach to a
customer whom she had never seen Dbefore,
Mrs. Finley replied that she judges a customer
by his or her countenance rather than by the
clothes. Because a person is poorly dressed it
does not follow that he will enjoy cheap music,
she finds, and vice versa. Of course, she asks
the customer, to begin with, what kind of
records he would like to hear, but as such
terms as ‘good,” “high grade,” “pleasing,”
“melodious,” and “peppy” mean different things
to different persons she finds that it is neces-
sary to interpret what each person says in the
light of his own facial appearance.

If she finds a customer is in a mood for
waltz music waltzes are what she plays for
him and not something else. Music is largely
an interpretation of inood and she endeavors to
turn to her financial advantage whatever mood
slie finds her customer in. Rather than attempt-
ing to change a customer’s mood she endeavors
to intensify it and thus to sell him not only
what he called for but inore of the same type.
She even falls in with the mood of her custom-
ers and waxes enthusiastic over what they pro-
fess to enjoy.

She has studied psychology and ‘“‘character-
ology"” in school and endeavors to apply what
she has learned in her daily salesmanship. She
has found, for instance, that age and occupa-
tion are good indices as to what a particular
customer will admire. Men from 23 to 40 years
of age, she said, admire such records as “The
Best Things of Life Are Free,” whilc “The
Little Log Cabin in the Lane” will usually ap-

peal to farmers. Young fellows, on the other
hand, will usuvally fall for jazz and vaudeville.

It is not sufficient to pretend to have en-
thusiasm for what the customer likes, she ob-
served It is necessary that one be sincere.
Anyone talking with her will be impressed that
she is sincere. She radiates sincerity and en-
thusiasm.

She is an enthusiast for high-grade music.
She attends grand opera when it is played in
Dallas and takes in the big music hits when
in New York. She would like to sell more of
the classics, she confided, but finds there is
comparatively little demand for them in the
Southwest, probably because it is as yet. a new
country. The Adams Music Shop, in which she
is employed, handles Columbia, Okeh, Vocal-
ion and Victor records.

She makes no effort to educate the customers

Mrs. Jean Moore Finley

of the shop, she said, but sells each person
what he wants—and more than he intended to
buy. Her success seems to lie in her knowl-
edge of her goods and of human nature, her
enthusiasm and vivacity, and her own person-
ality and charm.

Zenith Radio Corp. Wins
Important Legal Action

Decision Handed Down by Judge of the Fed-
eral District Court, of Detroit, Grants Zenith
Corp. Injunction Against Dealers

A sweeping decision was granted the Zenith
Radio Corp., of Chicago, Ill, by Hon. Charles
C. Simons, Judge of the Federal District
Court, of Detroit, on November 21, against
Mark’s Auto Accessories, Inc.,, a corporation
of the State of Michigan; David Berlin, an
individual, and David Berlin, doing business
under the name and style of Dave’s Auto Ac-
cessories; John Ross, an individual, and John
Ross, doing business as John Ross Sales Co.
The complainants sought an injunction restrain-
ing the defendants, Lansing and Detroit radio
dealers, from using misleading advertising

Experience—

Spruce cleats).

the management.

Statler Building

Resources

All these prime requisites are behind “Northern Maine”
Plywood Box Shooks (Birch and Maple Plywood with

18 years’ successful experience manufacturing by

10,000 acres of timberland.
Up-to-the-minute machinery equipment in mills.

Write us for further information

Equipment—

Boston, Mass.
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wherein it was alleged that “McMillan” radio
sets were the same as used by Commander
MacMillan on his several Arctic expeditions
Zenith radio was used by MacMillan on all
lis expeditions and Commander E. F. Mac-
Donald, who accompanied the explorer into the
Far North, was present in court with his at-
torney, Irving Herriott, to substantiate the
statements of the Zenith Radio Corp. The
decision follows: '

In the District Court of the United States for the
Eastern District of Michigan, Southern Division
THE PRESIDENT OF THE UNITED STATES OF

AMERICA,

To MARK'S AUTO ACCESSORIES, INC., a corporation
of the State of Michigan,

DAVID BERLIN, an individual, and DAVID BERLIN,
doing business under the name and style of DAVE’S
AUTO ACCESSORIES, .

JOHN ROSS, an individual, and JOHN ROSS, doing
business as JOHN ROSS SALES COMPANY,
GREETING:

The application of the plaintiff herein for a preliminary
injunction having come on to be heard, and the Court
having heard the argument of counsel thereon and being
fully advised in the premises,

Now therefore, in consideration thereof and of the
matters set forth in the Bill of Complaint, filed herein,
we do strictly command and enjoin you, and each of
you, and your representatives, agents, servants and em-
ployes, from directly or indirectly representing, claim-
ing, stating or implying, either verbally or in writing or
by published advertisements, or by any other manner
whatsoever that the radio apparatus known as “McMil-
lan” sold and offered for sale by you, or either of you, is
the radio apparatus used by Lieutenant Commander
Donald B. MacMillan on any of his Arctic expeditions or
that he took said apparatus with him to the North Pole
or into the Arctic regions, or that said ‘“McMillan” radio
apparatus was ever used by any explorer named ‘“McMil-
lan” or “MacMillan” in the Arctic regions, or by any
nmember of any Arctic Expeditions commanded by any
person named ‘“MacMillan” or “McMillan,” or from
designating the said radio apparatus sold or offered for
sale by you, or either of you, as “North Pole McMil
lan,” or by any other designation, having a tendency to
create the impression that said apparatus was used by
any person named ‘“MacMillan” or “McMillan,” at or
near the North Pole or in the Arctic regions, and that you
remain so enjoined until the further order of this Court.

Witness the Honorable Charles C. Simons, Judge of the
District Court of the United States at Detroit, in the
Eastern District of Michigan, this 2Ist day of November,
1927.

R. D. Newton in New Post

Robert D. Newton, formerly assistant mana-
ger of broadcasting station WJZ and later with
the National Broadcasting Co.’s sales staff, re-
cently joined the personnel of the Columbia
Broadcasting System. Mr. Newton is well
known among the broadcasting fraternity.
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ot in the sense of custom only, but
with a genuine appreciation of our

pleasant associations during the
past year, we extend to you our best
wishes for an Old Fashioned Merry
Christmas and a New Year of happi-

ness and prosperity.
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Darrow’s Windows Stop’em

Window Displays of the Darrow Music Co.
Make the Public Stop, Look and Listen

By Joseph C. Coyle

¢4 TOP, LOOK AND LISTEN" are the
S three magic words which are the open
sesame to retail sales. Those who rush
by your establishment without giving it a
glance are, at that time at least, poor pros-
pects, even though they may be lovers of
music. There 1s nothing better than a snappy
and original window display, in connection per-
haps with a good record on the phonograph,
to arouse the interest of the passiug crowds.

“The best day’s sales we ever made on phono-
graph records was the day that we released
our recent window, in connection with the
records of the third and fourth part of ‘Two
Black Crows,’ when these were the rage in
Denver,” said R. E. Darrow, of the Darrow
Music Co.

The background of this window was of
scenery painted on wall board, about five feet
high, while in the foreground were the cut-out
figures of two darkies, standing in a bed of
Autumn leaves. One of these was tall and
angular, the other short and plump. The latter

is pointing with his right hand to a skunk slip-
ping through the leaves. The animal is a
stuffed one and, therefore, speaks for itself.
Near the skunk, in the bed of leaves, lies a
pair of monstrous dice about three inches
square. A record of the “Two Black Crows”
also had a place in the scene.

This display occupied the window of the Dar-
row store for several days, during which time
it always had aun audience, from early morn
till late at night. The figures of the two darkies
were striking in themselves, but it was the real
skunk, the large dice, and the bed of real leaves
that cinched the interest of passers-by.

The Darrow Co. is noted for its original
window displays, and other striking stunts. A
sliding panel in the front window of the store
is opened on warm days and a phonograph,
playing popular records, or some other attrac-
tion, is placed in it. An advantage of placing
the attraction at this opening is that it keeps
the crowd away from the entrance, so that
those who wish to enter the store may do so.

And the crowd has been such that employes
have more than once been requested by police
to discontinue the attraction for a time in
order to clear the sidewalk.

E. T. Angell Polymet
Assistant Sales Manager

The appointment of E. T. Angell as assistant
sales manager of the Polymet Mfg. Corp., New
York, has been announced. Mr. Angell’s addi-
tion to the Polymet executive staff was neces-
sitated by the growing volume of business and
the consequent increase in the responsibilities
of Nat C. Greene, vice-president and general
sales manager. He has a wide acquaintance
among radio manufacturers and jobbers.

Arthur Freed Optimistic
Over Year-End Outlook

Merchandising records for December, Janu-
ary, February and March will far exceed the
sales of previous periods, in the opinion of
Arthur Freed, vice-president of the Freed-Eise-
mann Radio Corp., Brooklyn, N. Y., discussing
the “all-electric’” receiver which has proved so
popular since its appearance on the market.

“Jobbers and dealers are actually oversold
in many parts of the country,” stated Mr.
Freed. “There is still a substantial market for
battery operated sets, and there always will be,
due to special conditions and preferences, but
the majority of replacements and new orders
are for sets which operate from the electric
socket and employ the new AC tubes.”

The Freed-Eisemann factory personnel has
been almost doubled recently, Mr. Freed said,
due to the heavy demand for the new Freed-
Fisemann all-electric receivers.

Radio Hearing Planned

The Federal Radio Commission has called a
general public hearing for 2 o’clock Tuesday
afternoon, January 10, 1928, in the Commerce
Building, Washington, to consider applications
for licenses submitted by concerns and indi-
viduals in the United States who desire to
communicate on short waves.

The Metropolitan Music Shops, Inc, New
York City, were recently incorporated with a
capital stock of $100,000 to deal in musical in-
struments. Alexander Wise, 239 Ocean avenue,
Brooklyn, N. Y., was the incorporator.

No. M-1—814 inch
No. J1—7% inch

PRICES FOR ARM

Nickel Stat. Bronze Gold or Oxid

M-] 8%-inch $4.00 $5.00 $7.00
J-1 T%-inch $£3.75 $4.75 $5.75

A Great Combination
High in Value—

Low in Price!

THESE are quality products manufactured entirely by
the world’s largest exclusive manufacturers of tone arms.
reproducers and amplifying devices.

Models M-1 and J-1 Tone Arms are guaranteed unreserv-
edly. The throw-back is our own lock nut type, positively
preventing looseness or binding, yet the throw-back goose-
neck is firm and cannot shake or rattle.
Chieftain Reproducer is a marvel of fidelity and tone-
sweetness in reproduction.
proval to all legitimate manufacturers, jobbers, and deal-
ers. Send for yours.

S

The No. 24

Samples will be sent on ap-

QUALITY FIRST

1010 George St., Chicago, M., U. S. A.

No. 24
Chieftain

PRICES FOR REPRODUCER

NICKEL -

STAT. BRONZE -
§3.50 $1.00

GOLD or OXIDIZED
$5.00
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For Reliable Service Use
EMPIRE
TONE ARMS

Because of their proper design, high
quality materials, expert workman-
ship and careful inspection, you can
be sure that every Empire Tone Arm
will function properly when it is in-
stalled and for many years to come.
The reputation gained through thir-
teen years of successful manufacture
1s back of Empire products.

Empire Tone Arm No. 75

An all brass continuous taper, all-curve
arm, equipped with full ball-bearing base

The Premier

Equipped with a specially treated
all metal diaphragm, it is partic-
ularly adapted to machines hav-
ing the new amplifying chambers
and tone arms.

Empire Reproducers

A line of sound boxes that bring
out the best tones in the new elec-
trically recorded records.

There are several models of Empire Tone
Arms for both portable and large machines.
Write us regarding your requirements and
let us make quotations.

The Empire Phono Parts Co.

(Established in 1914)

WM. J. McNAMARA, President
10316 Madison Avenue Cleveland, Ohio
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last month-

Carryola announced two new pormbles—

revolutz’onary mn

HEN we came out last month with a

new Carryola Master and a new
Carryola Lassie we prophesied that these
two new portables would revolutionize the
phonograph industry. But the wave of en-
thusiasm that greeted them was far beyond
anything we ever anticipated. Letters, tele-
grams, orders came in such numbers that
we were convinced beyond any doubt that
these two instruments are going to SELL as
no other phonograph ever sold before.
They reach a market that has been untouched.
They answer a demand for a really fine
musical instrument that sells for little money.

You know what Carryola has been in the past
—the finest line of portable phonographs
made for anywhere near the price. Think,
then of NEW Carryolas, with improved tone

tone and qualz'ty

chamber, improved tone arm, genuine Audak
Ultra phonic reproducer, new fittings, new
fabricoid cover—drastic improvements that
set aside all accepted standards of portable
phonograph quality.

And not only have we made this wonderful
achievement in quality, but we have done it
without raising the price. The result is the
most astounding VALUE ever offered the
phonograph dealer—a value that means
enormous profit possibilities in easy sales,
quick sales, and large number of sales.

But, revolutionary as these two new Carryola
portables are, they represent only the begin-
ning of what we are going to do for you as a
phonograph dealer. Read our next an-
nouncement on the following page.

i f
/Carryola Master ' $15
[ Marvelousin TONE. Tone chamber
newly designed and fitted with a M
new-type grill. Tone arm of Bakelite ! L 18 t
—a feature that adds materially to Slightly Higher

the rich tone quality and greatly re-
duces surface noise. Equipped with

west of the

Audak Ultra (phonic) repro® Rockies
ducer—a reproducer usually
found only on expensive cab-

inet phonographs. Motor
designed and perfected
by the Carryola Com-
pany — single - spring
type, guaranteed _to
pl_¢1y,_l_}_1—;22 records with
one wi ading. New type
nickeled hardware fit-
tings designed and
made by the Carryolla
Company. Furnished
in black, blue, brown,

: : | green or red.
$2 5 Li St Slightly _h/lgk%

of the Rockies

CARRYOLA
LASSIE

Flat type portable, furnished in black, blue
or brown Fabricoid. Both case and record
album are embossed and air-brushed.
Latest design curved, throw-back, die-cast
tone arm. Equipped with Audak repro-
ducer. This Carryola model is the only
portable phonograph in its price class that
has all these exclusive quality features.
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-and Now

Carryola offers a marvelous NEW ]Woduct that

~every radio owner will want on sz'gbt

UPPOSE that you could offer every

radio owner in your community a
complete outfit that would enable him
to play phonograph records on his
radio.

Suppose that the whole outfit, including
turntable, motor, electric reproducer,
volume control, all necessary wiring,
enclosed in a trim fabricoid case could
be profitably sold at $23.50!

You KNOW you could sell them—a
LOT of them. And, having sold them,
you know you could open up a world
of new record business.

CARRYOLA PORTO PICK-UP is the
name of this maazing new development.
And it’s going to make history. It's
going to give EVERY radio-equipped
home the kind of music that only the
finest homes have been able to afford.

CARRYOLA

And it’s going to give phonograph and
radio dealers a profit opportunity such
as they never had before.

But even THAT isn’t all the Carryola
Company of America offers you today.

Manyofyour customers have both radio
and phonograph. For them we have
developed the CARRYOLA ELECTRIC
PICK-UP—a means of reproducing
records electrically. Itisso simple that
anyone can install it—yet so complete
that nothing moreis needed to combine
phonograph and radio into an electric
phonograph—and its list price is only
$10.50. Itis atypical Carryola value—
high quality, low in price and with
limitless possibilities for dealer profit.

Last month we told you we were going
to do big things for you in 1928. At

LECTRIC PICK.-UP
E SOCKET PLUG
OR ADAPTER

PHONOGRAPH

RADIO RECEIVER S )
VOLUME CONTROL

7\

— ) %D SPEAKER

that time we offered you two revolution-
ary portables. Now we present two
other sensational money makers. Next
month we will have another big de-
velopment to announce. Watch for it.

In the meantime get in touch with us.
Write us for the name of your nearest
Carryola distributor. Let us tell you
something of our plans for 1928. Get
our complete ‘story—and you’ll see
for yourself that Carryola offers you
the biggest profit opportunity you
ever had.

THE CARRYOLA COMPANY
OF AMERICA

647 Cinton Street Milwaukee, Wisconsin

ARRUDOLA

World’s Largest Makers of Portable Phonographs

CARRYOLA PORTO PICK-UP

To attach, simply replace pick-up or electrical re-

CARRYOLA ELECTRIC PICK-UP

The pick-up itself replaces the re-
producer of the phonograph. By
simply removing the detector tube
of the radio set and inserting
adaptor plug in its place, records
may be played on the phonograph
and electrically amplified. Volume

may be controlled by merely turn-
ing the volume control knob.

This attachment may be used with
any standard make of radio set
and any phonograph—either port-
able or cabinet type.

the detector tube of radio
set with adaptor plug.
That’s all. Play records
in usual way—hear them
from the loud speaker with
all the added volume and
richness of tone that is
characteristic of electric
reproduction. ]

The Carryola Porto
Pick-up is equipped avith
single spring motor. The

producer is attached to a
curved throw-back arm
which makes it easy to
change needles. Volume
control conveniently lo-
cated on motor-board en-
ables operator to regulate
volume anywhere within
limits of receiving set and
speaker. Box is beauti-
fully finished in neat, dur-
able fabricoid with nickel-
plated fittings.
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Another Year

of Great Opportunity
for Victor Dealers!

Victor dealers have ample cause for satisfaction with the year
now drawing to its close. The sales of instruments and records
have been remarkably satisfactory throughout the year and will
undoubtedly reach a climax during the current holiday season
that will establish a new high level in Victor history.

io 1 ¢ 0 4

There 15 every reason to believe that this healthy condition will con-

tinue throughout 1928 and that another year of great opportunity lies

ahead for Victor dealers. While general business conditions may

be termed “‘spotty,” the demand for Victor merchandise is stable 3
and permanent and there 1s plenty of money available for the -
purchase of standard musical products.

Look ahead now and plan to get your full share of this potential
business! And remember that dependable distributor connections
will mean a great deal to you in the year to come. We have
been rendering dependable service to Victor
dealers for more than a quarter of a century
and understand their problems as only a
wholesaler of such long experience can.

\WHOLESALE DISTRIBUTORS
VICTROLAS —~ RADIO ~— ACCESSORIES

DISTRIBUTING CO.,1nc. Blackman and Dependability

28-30 W. 23rd St., New York, N. Y. —One Suggests the Other
»\\\\
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Powel Crosley, Jr., Suggests
Monthly Super-Programs

CinciyNati, O, December 6—Powel Crosley,
Jr., president of the Crosley Radio Corp, of
this city, in a recent address at Louisville, Ky.
made the suggestion that a super-radio pro-
gram be broadcast each month, one that would
be comparable in public interest to the recent
Tunney-Dempsey fight. [t is Mr. Crosley’s sug-
gestion that the radio industry sponsor such
programs in order that the public’s interest in
radio be kept at a high level throughout the
entire year.

Visit Atwater Kent Plant

The sales force of New Jersey Radio, Inc,
distributor of Atwater Kent products in New-
ark, N. J, recently paid its regular annual visit
to the factory and headquarters of the Atwater
Kent Mfg. Co. in Philadelphia. J. T. Schwer-
ing, of the Atwater Kent Mfg. Co., conducted

the guests on a tour of inspection through the
fifteen-acre factory, and W. W. Collamore, gen-
cral sales manager, addressed the group on
“Radio Sales in New Jerscy.” The party in-
cluded D. T. Preyer, J. J. Hocter, P. E. Hand,
P>. J. Landemare, l.. Puth, Fl. R Arendt, J.
I'. Smith and A. Ruckstuhl.

Splitdorf President Abroad

Walter Rautenstrauch, president of Splitdorf
Bethlehem Electrical Co. and Splitdorf Radio
Corp., has gone to Europe to be absent from
this country for a month, during which time
he will deliver a series of lectures and study
conditions abroad. Mr. Rautenstrauch was in
vited before various organizations to talk on
mdustrial topics. The Splitdorf head is re-
garded a leading authority on industrial engi-
neering. Mr. Rautenstrauch will discuss with
Splitdorf representatives abroad the situation
as to radio and automotive and aviation condi-
tions, in all of which lines the company is
vitally interested.

Bt

Model 33 (Desk) - $50.00

Kent

L

“ok m AR be @ wan T )
. .

Including approved bhuilt-in Speaker with Atwater
¥4

With Atwater Kent Receinng Set No, 30 - $109.00
With Atwater Ikent Receiving Set No. 33 - $119.00
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Neil A. Gray Writes
of Music in the Home

Neil A. Gray, of Boardman & Gray, the well-
known piano manufacturers and retailers of
Albany, N. Y., recently contributed a highly in-
teresting article on music in the home as a
modern necessity, which was published over his
signature in the Albany Times-Union., Mr. Gray
in his article showed the particular value of
musical instruments of various types as a part
of home equipment, the article being published
in the home section of the paper.

Peoria Firm Chartered

The Adams Music House of Peoria, Ine
located at 114 South Adams street, Peoria, Ill,
has been incorporated with a capital stock of
$25,000, common, to conduct a general music
business. Charles C. Adams, Harry H Bland
and J. H. Suttle, well known local business
men, are the incorporators.

S 22y e

Model 35 (Desk) - $45.00
Including approved built-in Speaker with
Atwater Kent Unlt

With Atwater Ient
Receiving Set Neo. 35 - - $94.00

Successful
Cabinets

for a

Successful

Model E-30 (Desk) - $40.00

With Atwater Kent Receiving Set No. 30

and Model E Speaker - - - - - - - - - - §123.00
With Atwater Kent Recelving Set Neo. 33

and Model E Speaker - - - - -

- $133.00

Model 5000 - $90.00

With Atwater IKent Receising Set No. 30 - -
Withh  Atwater Ilent Receiving Set No. 33 - -

Ineluding approved biflt-in Speaker with Atwater Kent Unit

A fine instrument at a popular price, together with an
aggressive advertising policy, has put Atwater Kent
Radio in the homes of countless thousands. Red Lion
is headed for the same goal with equally fine merchandise,
prices that represent the utmost in value and a decidedly
effective national advertising campaign.

RED LION CABINET COMPANY - - - .

- Red Lion Cabinets

Radio

\\'l‘m Atwater Kent Recelving Set No. 30 and Medel

Model 4750 - $47.50

- $149.00 5 Speaker - - a i - - - $130.50
- With Atwater Kent Recelving Set No. 33 and Model
- $159.00 E  Spcaker - Yl $140.53

[f your Atwater Kent distributor has not yet shown you
the latest additions to Red Lion's complete collection of
fine desks and consoles for Atwater Kent equipment get
in touch with him at once. The season is well on. and
it's the biggest season in Red Lion’s history.

RED LION, PENNA.
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roadcastmg in your town about your merchandise!
That is what KOLSTER is doing for you!
To speed turnover! To swell profits!
You want the extra business resulting ?
You can get it and you will get it,

but
HOW MUCH
is decided by posting the KOLSTER Broadcasting

Announcements in your window. These tell the -
world to listen in every Wednesday from 9 to 10
P. M. Eastern time for the

KOLSTER HOUR

If you don’t receive these window displays several
days ahead let us know. Also, put the message in
your own advertising.

oroch

over the nation-wide Columbia Broadcasting System
Every Wednesday—9 to 10 P. M. Eastern Time

KOLSTER FAMOUS COMPOSERS HOUR
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FEDERAL-BRANDES, Inc.

Sign the coupon below.

Join the thousands of Kolster dealers

who display this Authorized Sign.

If there is an opening in your territory
you may be able to share in the
amazing gfowth of Kolster

demand right away.

Put the coupon in the mail today or
you will be late for Christmas

Business.

200 MT. PLEASANT AVENUE

NEWARK, N. J.
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The Lion Store Reduces Demands for
Service by Educating Its Custoiners

Sale of a Radio Set by Toledo Retailer Is Accompanied by a List of Instructions on the Proper
Care of the Receiver—Plan Has Been Found Effective and Profitable

INCE radio broadcasting for entertainment

purposes became popular five or six years
ago, the question of service has assumed an
cver-growing importance, from the retail point
of view. Especially is this true of the talking
machine dealer, who is accustomed to sell an
instrument which, when sold, requires prac-
tically no service.

It is true that during the past year ‘or two
the topic of radio service has ceased to be the
bane of the dealer's life. Experience and educa-
tion have done wonders for the retail dealer and
for the purchasing public, and the stability
which the radio trade is enjoying is due to a
great extent to the understanding which the
dealer now has of what should be given to the
customer in the line of service.

The education of the public to give proper
care and attention to the radio receivers they
purchased has been a slow process but in the
end a profitable one. When pains were taken
at the outset to give a clear, lucid explanation
of what was rcquired by the sel operator to
secure the maximum of efficiency from the set,
the dealer experienced a minimum of service
calls. However, many people would forget what
was told them, and a service call would result
that in many cases could be avoided. To obviate
this condition and reduce servicing, many stores
now give out complete instructions in handy
form for the customer’s reference. The follow-
ing list of instructions issucd by the Lion Store,
of Totledo. O., is typical of such suggestion lists
to dealers. It gives clear comprehensive hints
for keeping the set in running order. The Lion
Store directions read:

To help vou get the greatest amount of pleasure and
enjoyment from this radio set, the following suggestions
are made and by reading and observing them closely you
will eliminate the inconvenience and expense of future
service calls.

(1) After the set has been installed and used, check
carefully all connections to see that the contacts are tight.
Do this once a month.

(2) One of the greatest causes of poor reception is due
to atmospheric conditions. If reception is poor inquire
from neighbors or read the newspaper reports on con-
dition of the night before. If others’ reception has been
good, start checking the set and power equipment for
loose connections and low batteries.

(3) Test tubes by changing from one socket to the
other, that is, 1 and 2, 2 inlo 1, etc Use tube
known to be perfect and try in each socket. 1f recep-
rion does not improve vim need <ome new tubes. Tubes

will be gladly tested here free of charge any time.

(4) Run-down Batteries will cause poor reception,
such as crackling, sizzling noises. Test with Voitmeter.
If a 45 volt B Battery registers less than 34 volts, or a
224 less than 17, they must be replaced. Their life de-
pends upon the amount of use of the set and the amount
of power required to operate

(5) “Fading” is attributed to atmospheric conditions
that are localized and not the fault of the set.

(6) A Storage Battery run down will cause poor or no
volume reception. \We recomnmend either a trickle charger
or a high rate charger, either of which has full instruc-
tions as to operating metheds. Check condition of ‘A"
Battery with a Hydrometer. If you do not use a
charger the battery must be charged regularly.

(7) A counstant high-pitched whistle is known as a
“Heterodyne \Whistle” and is caused by conflicting broad:
casting stations.

(8) *Screeching’ is usually caused by some Radio re-
ceiver in your neighborhood that is radiating. Nothing
can help you. :

(9) Other conditions that may at times cause annoying
noises are: Qil Burners, X-Ray Machines, Electric Re-
frigerators, Washing Machines, Moving Picture Machines,
Flashing Electric Signs, Elevators, Vacuum Cleaners,
Trolley Lines. *Just Grin and Bear” them. A constant
hum or noise might be helped by changing position of
Antenna.

(10) Keep vaseline on ‘“A” Battery connections, also
keep the plates covered with distilled water. “A” or
“B” or any “A and B” Eliminators require practically
no attention. Just see that connections are tight.

Distant reception is obtained best at night, especially
when weather is clear and cold. However, try tor
quality programs rather than distance or number of
stations.

Encourage the Broadcasting Stations by writing in
your suggestions and comments.

These directions are on a tag which accom-
panies every set sold by this aggressive retail
music merchant.

Temple Air Column Speakers
Being Shipped i Carloads

Displays of Temple Air Column Speakers at
Radio Shows Throughout Country Result in
Widespread Popularity—Carload Shipments

IFollowing the reception that was accorded
Temple Air Column speakers at the various
radio shows throughout the country, they are
now being shipped in carload lots to dealers
and jobbers in wmany cities to take care of the
tremendous demand. During the month of
November many complete carload shipments

MICA
DIAPHRAGMS

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

INTERNATIONAL MICA CO.

garing 535 PHILADELPHIA, PA. fuesse ‘Phita.

were loaded at the Temple factories, among
them being shipments to Temple distributors
in St. Louis and the Schimmel Electric Supply
Co. in Philadelphia. The accompanying illus-
tration shows the car loaded for dispatch to the
City of Brotherly Love. These cars contain
about six hundred speakers, including drum and
cabinet models.

President Alfred Marchev, of Temple, Inc.,

Shipment of Temple Speakers
Chicago, in a recent talk to distributors, said,
m part: “We are extremely gratified with the
manner in which radio fans all over the country
have received Temple Air Column speakers.
We invite every radio fan to hear a test on
the Temple Comparator. If he or she will go
to the nearest Temple dealer he will be glad
to hook up any five speakers and merely with
a click of a button he will switch from one
speaker to another. To-day the Temple line is
complete. There are both drum and console
models of beauty and distinct design that will
agrace any home. Every speaker is correctly
designed and tested three tiines before it leaves
the factory.”

Wilmington Firm Busy

The Boelin Piano Co., 2108 Market street,
Wilmington, Del, which moved to its new
quarters in August of this year, is doing a
brisk business in talking machines and pianos.

STYLE 21
Genuine  Mahog-
any or Walnut
only.

STYLE 21-.B

Same with both
top panels hinged
to accommodate
Radio Panel.

STYLE 1

Gum Mahogany,
Golden or Fume
Oak

Excel phonographs, radio cabinets
and combination instruments have
been designed to meet every exact-
ing taste. They are produced in all
popular finishes and styles, including
Upright, Console and Wall Cabinets
—a complete line, Our centrally lo-
cated factory and excellent shipping
facilities insure prompt
and attractive trade prices

THE LINE OF PROFIT

PHONOGRAPHS AND
RADIO CABINETS

deliveries
STYLE 48

Walnut Radio Console. Built-in

loud speaker and battery com-

partment. Accepts 77 x 18~
panel.

Excel Phonograph Manufacturing Company

402-414 West Erie St., Chicago, lllinois

The models illustrated show several
products of the EXCEL line, me-
chanically and acoustically up-to-the-
minute in every detail. The EXCEL
line is appealing to the customers’
cye, ear and purse.
for a catalog and price list will be
given prompt attention. Enterprising
dealers will find the EXCEL line
well worth investigating.

STYLE 17

Genuine Mahog-
any or Walnut
Phonograph only.

Your request PaanN,

iaffu.133

STYLE 2

Gum Mahogany,
Golden or Fumed
Qak.

I
t
U
|



The Talking Machine World, New York, December, 1927 47

Smar GFEmee

L7
QR
(o) Qk
-
S

For 1927
Merry Christmas
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Best wishes to all
and our sincere ap-
preciation to those
friends who have
made this the biggest
year in the history
of our business.

PORTABLE
PHONOGRAPHS

For 1928
Happy Netw Pear

In January we will
announce a startling
new line that will
justify our slogan—
““the most complete line”
You will be surprised when
you see this new line, for you
never dreamed that such a

fine line could be so reason-
ably priced.

Berg A. T. & S. Co., Inc., Long Island City, N. Y.
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Complete List
of

Distributors

JAMES K. POLK, INC.
217 Whitehall St., S.W., Atlanta, Ga.

CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, Ill

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.

CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.

CONSOLIDATED TALKING MA-
: CHINE COMPANY
1424 Washington Ave. So.,,
Minneapolis, Minn.

THE ARTOPHONE CORPORATION
1624 Pine St., St. Louis, Mo.

IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.

OKEH PHONOGRAPH CORP,,
(New York Distributing Division)
15 W. 18th St.,, New York City

STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio

OHIO SALES & SUPPLY CO.
1231 Superior Ave., Cleveland, Ohio

L. D. HEATER
46914 Washington St., Portland, Ore.

JAMES K. POLK, INC.
1315 Young St., Dallas, Texas

JAMES K. POLK, INC.
811 West Broad St., Richmond, Va.

THE ARTOPHONE CORPORATION
McCall Building
Memphis, Tennessee

OKEH PHONOGRAPH
CORPORATION
809 So. Los Angeles St.
Los Angeles, Cal.

OKEH PHONOGRAPH
CORPORATION
339 Bryant St.

San Francisco, Cal.

THE Q. R. S. MUSIC CO.
1017 Sansom St.
Philadelphia, Pa.
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Students Are a Source of
Profits to Whitlock’s

New Haven, Conn., Merchant Averages Sales of a Thousand
Records Each Month by Making Bid for the Student Business

By Clarence J. O’Neil

Book Store, Inc., can be compared to a
typical small-town general store. Not
that it is small, but that it carries a most com-
plete stock of everything that the students de-
mand, from books to pianos. Talking ma-
chines, of course, play a prominent part in the
over-the-counter sales, especially the portables,
but records, apparently the most insignificant
of Whitlock’s whole line, are the best sellers.
And why? Simply because Mr. Brophy, the
music department 1nanager, has made a
thorough study of what records the students
like best and stocks them. Maybe this also
accounts for his claim that Whitlock’s New
Haven store carries the largest selection of
records in New England. But at any rate his
experience with the student group is distinctly
interesting.

Mr. Brophy, after years of contact with the
Yale student body, through his shop, which is
located opposite Yale Campus, has come to
the conclusion that the talking machine is the
pupil's best companion. Surprising as it may
seem the demand for talking machines far ex-
ceeds that for pianos, radios and even musi-
cal instruments,

Sells 1,000 Records Monthly

The first requisite in catering to the college
student is to have the record he wants right
on hand. This necessitates a large supply in
stock, but apparently it pays eventually. Whit-
lock’s monthly record sales average 1,000. This
is based on twelve months, including the dull
vacation period. Of this average jazz and last-
mminute songs predominate to a ratio of two to
one of classical pieces. The prices range from
75 cents to $3.50 each, at a pretty staple de-
mand.

“Meeting the demand for jazz and popular
song records is my hardest job,” said Mr.
Brophy. “Students have a mania for keeping
up with the musical programs of the latest
New York shows, and expect to get late num-
bers promptly. Often a whole group of stu-
dents will drop in the day after they see a
Broadway show, requesting records of various
numbers they had just heard.”

Reaching Students Via Publicity

Although Mr. Brophy may not have the very
latest record available, he does not consider
this an alibi for not trying to fill requests. The
minute his record stock is replenished he has
the new list broadcast in the columns of the
Yale News, the University’s daily newspaper.
This paper invariably goes to every student at
Yale. The Whitlock record advertisement ap-
pears daily throughout the year in the college
journal.

This is Brophy’s only way of communicating
with his student prospects.. Sending out circu-
lars and other mailing schemes have been tried
out, but did not produce the same results as
the college paper. Another source of record
sales at Whitlock’s shop has been the release
of old-time college songs, records containing
memories of past graduates, and at the same
time serving traditional memories for the pres-
ent-day student. It is apparent from the huge
demand of these school records that every stu-
dent takes at least one home during his vaca-
tion for keepsake.

The latest Yale souvenir record of old fa-
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THE New Haven branch of Whitlock's

miliar songs recorded by the “Whiffenpoofs of
1926,” the college glee club of last year, was a
sellout. Mr. Brophy claims the demand far
surpassed his supply of the 1927 edition.

Of the dance records, fox-trot numbers are
in the most demand. Waltz records have been
quiet the last two terms and apparently will
remain so the next couple of years, according
to the present demand. John McCormack’s
records are well liked by students. His “Mar-
cheta” and “Somewhere a Voice is Calling,”
especially, tneet the demand of the collegiates.

Besides seeking Yale student prospects Mr.
Brophy also follows the trade coming from
other private schools in New Haven. Being
a college city, the popularity of preparatory
schools can readily be seen. Mr. Brophy pat-
ronizes their weekly and monthly publications
with his talking machine and record advertising
as diligently as he does Yale. These students’
preferences are practically a duplicate of- the
senior college of the city.

“The popularity of records seems to be
prompted by the same impulse that standardizes
clothes fashions. The younger student in
preparatory school takes delight in copying the
older ones at the University. In mixing with
the seniors they soon find out what songs and
dances are in vogue and then popularize the
same numbers in their set.” -

A supply of up-to-the-minute records, plus
continuous advertising in college and prepara-
tory school papers, has boosted the sale of
records ahead of any other individual line
handled by the Whitlock Book Store of New
Haven,

Clark Music Co. Opens
Two New Branch Stores

The Clark Music Co., Syracuse, N. Y., which
has been a factor in the music trade in that
city for fifty-nine years, has opened two new
branches, one at 2503 James street, Syracuse,
and the other at 125 Washington street, Water-
town, N. Y. The branches will carry complete
lines of Mason & Hamlin pianos, Brunswick
Panatropes and Victor instruments.

Two Good Radio Markets

Australia and New Zealand are two outstand-
ing markets for American radio apparatus.
Australia has increased its American radio pur-
chases from $210,214 in 1923 to $1,304,585 in
1926 and $789,820 for the first half of 1927.
New Zealand also has increased its radio im-
ports from the United States from $83,426 in
1923 to $627,222 in 1926 and $297,409 for the
first half of 1927.

Gold Seal Earnings

A quarterly dividend of fifty cents a share
was recently declared on the stock of the Gold
Seal Electrical Co., Inc.,, New York, manufac-
turer of Gold Seal tubes. -This places the
stock on a two dollar annual basis. J. W. Duff,
president, stated that the directors were very
wuch gratified at the improved showing of the
company and its excellent financial position.
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The Abbey All Electric (above). Six tubes. Single illuminated dial.
operation direct from a light socket without batteries or eliminators, $§175;

Tubes not included. Splitdorf Period Cone Tone, $35.

49

Single knob control. List price for all-electric

This beautiful table model is pat-
terned after an Old World jewel case.
Graceful beveled corners and richly
carved control knobs and dial orna-
ment emphasize in this instrument a
charming distinction never before
offered in a moderately priced re-
ceiver, This attractive model is
finished in deep antique walnut with
handsome two-tone effect.

This Abbey set is equipped with
the new Splitdorf “171” all-electric
radio receiver, employing four tuned
circuits and operating completely
from a light socket without batteries
or eliminators. The tonal quality,
sensitiveness and selectivity of this
receiver are remarkable.

Cabinets
under the personal +_  Noel

SPLITDORF RADIO CORPORATION

¥

designed
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The Lorenze. A magnificent Italian
Renaissance model, equipped with the
new Splitdorf all-electric receiver operat-
ing directly from a light socket with-
out batteries. No acids or eliminators.
List price with builtiin loud-speaker
but without tubes, $350.

direction

this model for battery operation, $100.

This and all other Splitdorf Re-
ceivers are manufactured completely
within the Splitdorf factories. Split-
dorf is the only radio manufacturer
operating its own cabinet plant. As
a result a Splitdorf Receiver is not
a miscellaneous assembly but the
finished product of organized, ex-
perienced experts. Distinctive per-
formance, unusual beauty and ex-
ceptional value are made possible in
the Splitdorf line by this unified

production.

Investigate the unusually profitable
sales possibilities of the twelve beau-
tiful Splitdorf models priced from
$45 to $800.

of Mr
S. Dunbar

Subsidiary of Splitdorf-Bethlehem Electrical Company

NEWARK, NEW JERSEY



Featuring Different Radio Set Each Week
Increases Sales at Newark Kresge Store

One of the most attractive and completely
equipped radio departments in the metropolitan
district is the new section recently installed in
the Kresge Department Store, the successor of
L. S. Plaut & Co,, .Newark, N J. This depart-
ment occupies an advantageous position on the
seventh floor of the store, located next to the
main offices and credit department. An idea of
the extent of the department can be realized
from an examination of the lines carried, which
include: Stromberg-Carlson, Atwater Kent,
Bosch, Radiolas, Kellogg, Fada, Freshman and
other makes in every conceivable variety of
beautiful art cabinets and highboys.

The demonstration booths are of excep-
tionally large size, occupying eighteen feet by
fifteen feet and all of them are soundproof.
The booths are finished in buff with a two-tone
cream tint. The attractive finish on the Graftex
walls blends harmoniously with the mahogany
moulding and the mahogany French doors.

Two of the largest demonstration rooms are
devoted to displaying combination instruments

featuring the Victor Orthophonic and Elec-
trola line in combination with Radiolas, and the
Brunswick Panatrope combinations.

The department has been doing a large busi-
ness since its opening and Carl A. Lewis, man-
ager, attributes this to the policy of featuring
a different instrument each week on the large
walnut platform which is shown in the accom-
panying photograph. The instrument being fea-
tured is played continuously and the demonstra-
tions have resulted in many sales of big units.

Roberts Names Committees
for the Music Merchants

President C. J. Roberts, of the National
Association of Music Merchants, has made the
following committee appointments for 1927-
1928. It will be noted with interest that in
addition to the regular committees there has
been appointed the National Piano-Playing
Contest Committee, with Frank J Bayley as

chairman, which may be taken as an indication
of the interest held by the national association
officers in the national contest idea.

The committees are:

Membership Committee—H. H. Fleer, secre-
tary, chairman ex-officio, Lyon & Healy,
Chicago, Ill.; Milton Weil, Krakauer Bros.,
New York City; and John J. Glynn, Mathushek-
James & Holmstrom Piano Co., New York City

Press Committee—H. H. Fleer, chairman,
Lyon & Healy, Chicago, Ill.; Charles H.
Yahrling, Yahrling-Rayner Music Co.,, Youngs-
town, O.; E. Paul Hamilton, Frederick Loeser
& Co., Brooklyn, N. Y.; and W. Otto Miessner,
Miessner Institute of Music, Milwaukee, Wis.

Resolutions Committee—Robert N. Watkin,
chairman, Will A. Watkin Co., Dallas, Texas;
A. D. La Motte, Thearle Music- Co., San Diego,
Cal.; and A. L. Maresh, Maresh Piano Co,
Cleveland, O.

Legislative Committee—Frederick P. Stieff,
chairman, Chas. M. Stieff, Inc,, Baltimore, Md.;
W. S. Bond, Weaver Piano Co., York, Pa.;
C. S. Andrews, Andrews Music Store, Charlotte,
N C.; and Joel B. Ryde, Fuller-Ryde Music
Co., Indianapolis, Ind.

National Piano-Playing Contest Committee—
Frank J. Bayley, chairman, Bayley Music
House, Detroit, Mich.; W. Otto Miessner,
Miessner Institute of Music, Milwaukee, Wis ;
and C. R. Moores, Packard Music House, Fort
Wayne, Ind, and Miss Helen Curtis, of
Chicago, Ill., honorary member.

Introduces New Line of
Phonograph Record Cabinets

A new line of phonograph record cabinets
has been announced to the trade by the Hor-
rocks Desk Co., Herkimer, N. Y. well known
cabinet manufacturer. A simple vertical file
system is one of the features of the new line,
each cabinet having a capacity of two hundred
records, either ten-inch or twelve-inch.

€ ‘wg‘.!r_r

\ N A Y
—— — P D i
iy

HBEE\QN Helycon Tone Arm No. 509

HE continuous taper of Helycon Tone Arm

No. 509 is acoustically correct. It is particu-
larly adapted to phonographs equipped with new
type reproducers and new long air column ampli-
fiers with enlarged bell-opening.

Made of heavy seamless drawn brass, nickel
plated; black enamelled bracket, that ensures
free sensitive swing and prevents tipping or
binding; all joints air-tight, felt-bushed to pre-

vent metallic vibration.

Helycon Tone Arm No. 509 is the outcome of
unceasing research, plus precision manufactur-
ing, a worthy representative of the Pollock-
Welker line of Helycon precision-built phono-

graph equipment.

Pollock-Welker, Limited

Established 1907—Pioneers in the Phonograph Industry
KITCHENER — CANADA

Cable Address—Polwel, Kitchener

Code—A B.C. 5th Edition, Bentley'-
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Above—Stromberg-Carlson booth of W esley Etec. Kadio
Supply Co. at Windsor, Ont., radio show attraeted wide
altention among rvisitors

SALES MEETING
KOLSTER RADIO
DISTRIBUTORS & SALESMEN
METRCPOLITAN DISTRICT

NOUEMBER 16, 1927

Above—Auwvater Kent set in elub ear, Cupitul
Limited, shown at the Fair of the lron
Horse, in Baltimore, Md.

Above—Hugh Trevor and Jeun Arthur, FBQ
featured players, like musie when ou loeation
w their work of making “movies”. They used
this Stromberg-Curlsowr set during the filming
of “Wallflowers”

HOTEL PENNSYLUANIS  NEW YORX,
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Left — Kolster  jolibors
and salesmen of New
York, Brookiyn and Nei-
arli, guests of Federal-
Drandes. Inc.. at lotel
Pennsvivania. Christmas
sules plans were outlined
attedd uddresses weve made
by officials of the eom-
pany. Enthusiasm was a
feature of the gatherineg,
whielh was marked by
optimism

Right—This Kolster
radio receiver was res-
cued from the New
England flood. Afier
it had been dried out
its ouner. Clyde
Smith, station agent
of Bebe River. N. H.,
was startled to find re-
ception  wnmimpaired.
This ts a tribute to
the durability of the
Kolster produet

Right—K L. Allardyce.
managing direetor of
Freed-Eisemann Radio
(Great Britain), Ltd.,
to visit America soon.
States interest in radio
in Great Britain is at
fever heat at the pres-
ent time and the out-
look is exeellent for
the more progressive
business liouses

Left—The Davidson Furuiture Co.,
Des Moines, la.. believes in ar-
ranging eve-aresting window dis
plays. The display shown here at
tracted eonsiderable attention. The
baclkground was furnished by the
display division of the Stewart
Warner Speedometer Corp. on
their vental plan. Center unit con-
sisted of two wrought-iron posts
with deeorated grille. Each post
is surmounted by ornamental iron
lamp. Bael: drape is of blue and
gold damask, curved curtains of
gold damask ;. side units muade of
hand-wrought iron and the lianging
matelies the center punel. The
lieight of eaeh wunit is almost six
feet and eaeli of the three pieees is
about six feet wide. The Stewart-
Warner Corp. is paving a great
deéal of attention to the promotion
of better window displays among
the retail trade
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Portables

s Few

MODEL 5

This instrument represents an achieve-
ment in advanced musical reproduction.
With newest developments in design,
tone-arm, reproducer, and tone cham-
ber. Covered beautifully in water-
proof Du Pont Fabricoid, colors: blue,
black, or red. The greatest portable
ever created. See and hear it—today!

MODEL 18

This portable is a true
value. Renders tone
quality and volume equal
to instruments selling at
twice its price. Employs
a new exclusive repro-
ducerandtone-arm. Art-
istically designed in col-
ors blue, black or red, of
waterproof Du Pont
Fabricoid. The greatest
value in the whole field
of portables. Send today
for samples!

MODEL 21

The finest novelty
portable with practi”
cal playing value.
big scller for your
holiday businers. Fit-
tingly finished in
waterproof Du Pont
Fabricoid, colors
blue, black, or red.
There's a year ‘round
gift market for this
sturdy portable. Sece
and hear it—now!

.
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1928

OST Dealers are now too busy

to read anything. That’s why

we just ask that you tab January

second on your calendar for Allen
Portables.

You'll want to do so for one of
two good reasons. Either, you
will have sold your entire stock
during the holidays. Or, you will
want to plan for 1928, and are
ready to consider the most mod-
ern profitable portable line ever
presented to the trade.

Call upon the best Jobber near you for samples. Or, write
direct for local Jobber’s address, and beautiful free cata-
log in colors. Act today—you built this profitable new line!

LE

| APORTABLESN

ALLEN-HOUGH MANUFACTURING COMPANY
MILWAUKEE, WISCONSIN  Factories: New York and Racine

THE DIFFERENCE
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arrand
CONCERT

SPEAKER

S .00
Slightly higher in

Far West and Canada

An entirely NEW type
by FARRAND

The wanted BASS tones captured
as never before!

Another Farrand advancement—the Farrand Concert Speaker
—attaining a new, deep-reaching tonal radius, with all the
pleasing treble retained as heretofore—virtually next year’s
model presented today! Already enjoying record-breaking
demand. Order now from your nearest Farrand distributor.

The unusual eve-value of the Farrand manner of a fine portrait frame. exqui-
Concert Speaker. together with its super-  sitely wrought of richly finished walnut
lative performance. forms an irresistible  veneer. its artistrv offers instant appeal.
~elling combination. Designed in the Height. 22 inches. overall.

Q
NEW YORK

<

FARRAND MANUFACTURING CO., INC., LONG ISLAND CITY.
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Urges Need for Aggressive
Retail Business Tactics

Distribution of the Retail Dollar Indicates in
Typical Cities Hard Selling Must Be Done,
Declared Robert W. Porter, Vice-president
of the Splitdorf Radio Corp.

Robert \V. Porter, vice-president of the Split-
dori Radio Corp., calls attention to the portion
of the retail dollar that radio dealers have to
fight for in order to get business. In Syracuse,
N. Y, it is eighteen cents and in Denver, Col,
it is twenty-one cents.

“This means,” said Mr. Porter, “if the cal-
culations are absolutely accurate as we have
them from the recent retail and wholesale cen-
sus that is being taken, that radio must struggle
with all other articles save five to cut into this
eighteen or twenty-one cents out of the retail
dollar.

“In Syracuse, selected as a typical city, food
gets twenty-seven cents out of the dollar, cloth-
ing twenty-two cents—that is these two items
nab approximately half of the dollar! Automo-
biles and gasoline come in for another seven-
teen cents, building materials, etc. for 9 per
cent while furniture and home decorations take
another seven cents. That leaves eighteen for
all other items including radio.

“In Denver the figures run: 28, 14, 4 and 9 in
the same order with the group articles at
twenty-one cents.

“But there is a silver lining to the cloud, if
indeed this is a cloud, and that is this: that if
the radio dealer gets in ahead of the automo-
bile salesman he can, in individual instances
galore, make the radio come ahead of the
car and in this way push radio up the line in its
proportion of the retail dollar.

“A remarkable point from the layman’s angle
is that the automobile has pushed ahead of such
an item as household furniture and decorations
tor the home. This shows what can be done in
selling an article that gives pleasure.

“Now radio dealers shouldn't let these
figures in any sense discourage them. Outside
of food and clothing and the actual necessities
of life that may be counted in with these, the
radio dealer has the same opportunity at the
retail dollar as any other line and the more he
goes after the business the more likely he is
to bring home a larger portion of this same dol-
lar. At the same time he should not overlook
the keen fundamental competition of modern
selling. Making everything as attractive as pos-
sible about radio is the dealer’s big job. If he
does that he is going to get his share of the re-
tail dollar.”

Radio Tube Manufacturers
Petition for an Injunction

WiLyiNcToy, DEL., December 5.—A petition for
an injunction to restrain the Radio Corp. of
America from enforcing clause No. 9 of its
license agreement was filed a few days ago n
the United States District Court of Delaware
by five radio tube manufacturers. The bill of
complaint was filed by Samuel E. Darby, Jr.,
as chief counsel, together with Ernest R. Reich-
mann for the plaintiffs, who consist of the De-
Forest Radio Co., Jersey City, N. J.; the North-
ern Manufacturing Co., Newark, N. J.; the
United Radio & Electric Corp., Newark, N. J;
the Televocal Corp., West New York, N. J.,, and
the Sonatron Tube Corp., Chicago, Ill. Argu-
ments on a preliminary injunction will be heard
on December 22,

Kolster Radio on the Stage

Kolster radio equipment was used on the
stage of the Paramount Theatre, New York,
recently, to announce the celebration of its first
anniversary. Instead of quietly throwing the
announcement on the screen, the theatre man-
agement decided to install a Kolster radio

power cone speaker at each side of the screen
and a microphone with a power amplifier was
placed in a room backstage. The clear tones
of the voice filled the theatre at each perform-
ance, telling of the coming celebration, while
soft spotlights threw a glow on the two ‘“talk-
ing cabinets.”

New Columbia Artist to
Broadcast on December 14

Miss Belle Forbes Cutter, Chicago’s heralded
soprano, will sing five semi-popular songs for
the Columbia Phonograph Co. Radio Hour on
December 14. Miss Cutter has also been re-
tained as a new Columbia exclusive record
artist, whose first releases will soon appear.

The December 14 program includes also Rudy
Wiedoeft, the internationally popular saxophone
artists; the Four Aristocrats, who are the popu-
lar instrumental male quartet of Vitaphone fame,
and the Artist Ensemble, All are Columbia re-
cording artists.
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Limited Production of
New Farrand Electric Set
George H. Kiley, Vice-President of Farrand

Mfg. Co., Declares Eastern Jobbers Already
Have Ordered All the Sets Available

Only a limited number of Farrand electric
receiving sets will be available this scason,
George H. Kiley, vice-president of the Farrand
Mfg. Co., stated in announcing the new receiver
which went on sale in New York reccntly
Massed production of this set will not be at-
tempted, according to Mr. Kiley, who state:
that already the limited number of tha
will be made this season have been ordered by
jobbers in the Eastern territory.

It was announced that only 1,000 receivers
will be available for New York City, with even
smaller quantities for the other centers where
it will be sold this season. None of the sets
will be available for jobbers outside of the
Eastern section, it was stated.

3 Aids to Better Reception
and to Steady Profits

TR INE.

SUEY ',1“;?::0%“9 !

List Price $2.50 to $4.00

S-H Light Socket Antenna

There is no better aerial for local reception than this light
It brings out the sound clear and loud. It is
particularly popular with the apartment dweller who hasn’t the
Directions in each package tell
how to make four different connections so as to adjust antenna

socket antenna.
space for an outdoor aerial.

to set capacity and obtain finest results,

“AERO”

Complete
Aerial Kit

It contains everything needed for
a perfect aerial. Each item which
goes into the outfit is guaranteed
to do its part and to link up with
the other items in the kit. The
customer who uses the entire outfit
gets better reception and inciden-
tally you profit by selling him a
quantity of merchandise instead of
one or two odds and ends.

S-H Automatic “A” Power Unit

List Price

Guaranteed to Cut Out Hums

The switch on the set does it all!

The S-H D “A” Power Unit is automatic in
action—INTERNALLY automatic! All you have
to do is to hook it up to the set—'‘A” Battery—
and “B” Eliminator, if you use one—then let this
unit take care of the power supply.

It keeps the battery charged—never overcharged.
It prevents the possibility of a reverse current
flowing back and causing the battery to run
down. It keeps out the hums and noises which
ordinarily filter through house current,

The S-H Power Unit operates without tubes or
acids—so it is really and truly *troudle-proof”.
110 volt—60 cycle.

" If Your Jobber Doesn’t Carry Them Write Us Direct

Swan-Haverstick,
Inc.

Trenton,
New Jersey
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Optimism Features the Kansas City Trade
as Holiday Buying Season Gets Under Way

Declares Present Season Is One of the Best in the History of Radio and They Expect Unusual
Demand During the Christmas Buying Season—]Jones Store Opens New “Talker” Department

Kansas Crty, Mo., December 8—Activity in
talking machines and radios has shown a de-
ided increase during the last half of Novem-
ber and prospects for the holiday business are
of the best. Dealers state that this has been
one of the best radio seasons they have ever
had and they are expecting exceptionally fine
business in this line during the Christmas buy-
ing season and through the Winter.

J. W. Jenkins reports radio activity to be
very satisfactory at this time. The Kellogg
line, which was taken on by Jenkins this Fall,
is meeting with great success here, according
to the radio department of Jenkins. Two of
the most popular numbers are the 510 and the
511, while in the smaller models 507 and 508
are good numbers. The Kellogg set priced at

in Tubes!

WE announce the new
A. C. 226 and 227
Tubes which operate di-
rect from A. C. current
without the use of “A”
batteries.

Televocal T. C.112A and
171A Power Tubes have
been improved with an ox-
ide-coated filament. This
reduces current consumed
from 14 to 14 amperes.

Stock, feature, sell Tele-
vocal quality tubes. All
Standard types, fully guar-
anteed. Write:

Order Through
Your Jobber

-

Televocal Corporation

Dept. G-4, 588 12th Street

l Televocal Building
West New York, N. J.

$495 with AC operation is the outstanding seller
with Jenkins. Atwater Kent and Radiola both
are receiving fine response at this time.

Orthophonic business is excellent with Jen-
kins and the new combination Electrola and
Radiola, priced at $1,550, is popular.

The Jones Store’s new phonograph depart-
ment is one of the most attractive in this city,
being completely redecorated and refurnished,
with ivory woodwork, wicker furniture and
deep rugs in orange and blue. The phonograph
and radio sections have been combined in the
new department. The new Edison machines.
the Beethoven at $225 and the Shubert at $125,
are selling in an exceedingly satisfactory man-
ner here, according to Miss Poynter.

The Butler Music Co., of Kansas City, finds
business in phonographs very good at this time,
with the great demand for the higher-priced
machines.

The Sterling Radio Co. is enthusiastic about
both radio and phonograph activity. C. M. Wil-
lis, sales manager, says that the new Kolster
with AC operation is a great success with deal-
ers. The 6F and the 6K at $160 and $250 re-
spectively are among the big numbers. Activity

in Columbia machines and Columbia-Kolster
combinations is exceptionally fine, according to
this distributor, and the new Columbia Viva-
tonal 720 at $125 is mentioned as a very popu-
Jar number.

The Bollinger Music Co.,, of Fort Smith,
Ark., has recently taken on the Columbia and
Kolster lines. The Sterling held Columbia-
Kolster demonstrations in St. Joseph and Co-
lumbia, Mo., the first part of this month, and
they report that everywhere the new combina-
tion machine was received with enthiasiasm.

The Western Radio Co., distributor of At-
water Kent radios, reports activity at a high
pitch at this time. One of the most popular
numbers with them is the Model 33.

Standke’s have opened a new branch store at
1210A Main street. This firm is handling both
records and machines in the new store, and is
keeping open in the evenings.

According to C. C. Anderson, of the Bruns-
wick Shop, this has been a fine radio Fall, and
he believes that this Fall and Winter will wit-
ness as big a season for radio as the music
stores-will ever have. The Brunswick Shop has
recently taken on the Kolster line and reports
fine success with it. Mr. Anderson says that
radios priced up to $225 are the popular models.

The Kansas City Power & Light Co. reports
that business is fine at this time in both radio
sets and Brunswick instruments. According to
H. A. Spokesfield, manager of the department,
radio volume will be considerably larger than
it was in 1926.

Appearances of Record Artists in the
Akron-Canton District Stimulate Sales

Improvement in Demand Noted as Holidays Draw Near—Stowe Piano Co. to Move—~Mansfield
Music Co. Opened—C. ]J. Russell in New Post—M. O’Neil Co. in New Home Soon

AxroN-CanTON, O., December 8.—With the ad-
vent of the holiday season improvement is noted
in talking machine, record and radio business in
the Akron-Canton district in which are included
some twenty smaller towns. There has been
csome improvement in record sales due to sev-
eral big musical shows at the local theatres and
appearance in Akron of a number of noted con-
cert artists and widely known dance bands.

Personal appearance of Paul Whiteman and
His Orchestra at Land O’ Dance, Canton,
helped Victor record sales considerably the last
of the month, dealers said.

The Stowe Piano Co., located at 283 South
Main street, Akron, will move soon to tem-
porary quarters until its present building is
altered and remodeled. The stock of merchan-
dise as well as offices of the firm will be moved
to a nearby location during the progress of im-
provements.

Mansfield has a new music store in the Mans-
field Music Co. which recently was opened in
the Citizens’ Building. In the store is a com-
plete phonograph and record department, the
largest to be found in Mansfield.

A mammoth electric sign, one of the most
attractive in the downtown district, has been
installed by the D. W. Lerch Co., Canton.

C. J. Russell has been named manager of the
music and radio departments at the Klein, Hef-
felman, Zollars store, Canton, operated by the
Ross Stores, Inc.

One of the largest phonograph departments in

Youngstown will soon cease to exist with an-
nouncement that the store of the Greenwood
Music Co., 322 West Federal street, will be dis-
continued about the first of the year.

Harry Barry and Leon Hussey, proprietors of
the Greenville Piano Co., Greenville, O. an-
nounce removal of the store to a new location
at 534 Broadway.

The M. O’Neil Co. largest Akron depart-
ment store, plans to occupy its newly com-
pleted eight-story building on South Main
street soon after the holidays. In the new
building this company will have the most com-
plete music department in this section.

The Livingston Co., home furnishers, an-
nounce they have taken a thirty-year lease on
the Renkert Building in the heart of Canton’s
retail district and will occupy it with a new
store soon after the first of the year. It is
planned to maintain in the new location large
radio and phonograph departments.

New Store in Ponca City

Miss Mae Green has moved her music busi-
ness from Arkansas City to Ponca City, Okla,
where she has leased a store at“214 West Grand
avenue,

The Ohio Talking Machine Co., Cincinnati,
O., Victor jobber, reports a big demand for the
Automatic Orthophonic Victrola.

Let us
MADE BY

PHONOGRAPH CASES
RADIO CASES
Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

figure on your

PLYWOOD CORPORATION,

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

requirements

Goldsboro, N. C.
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Lion ConNE
AC-21—$25

A Dbeautifully blended
bronze finish Cone, 14
inches in diameter,
mounted on an 18-inch
walnut sound board.
Height 20%4 inches, in-
cluding bronze moiré
base. New balanced
armature unit with
straight bar magnets
of the finest grade
English Tungsten steel.
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CoroniaL CoNE
AC-12—%35

Handsome two-tone
mahogany cabinet, 14”
x 14" x 97, with a fine
piano finish. New
Amplion balanced
armature unit, straight
bar magnets of finest
English Tungsten steel.

Three Amplion Features for

the Christmas Trade

HE radio trade throughout the coun-

try expects December to make up for
the slow moving of all radio merchandise
this season.

The accumulated sales and advertising ef-
fort is bringing the public into the stores
for their new radio equipment.

The Amplion Lion at $25.00 and Co-
lonial Cone at $35.00 cover the most pop-

ular price range for speakers. If you
have not already ordered your supply of
these two famous models for demonstra-
tion and sale you should get in touch
with your distributor at once.

Past experience proves that when the rush
starts stocks are so quickly depleted that
sales are lost. Be ahead of the demand
this season. See that your Amplion stock
is in good shape for the holiday trade.

The New Amplion Revelaphone

EXTRA!

The new Amplion Revelaphone converts any phonograph, old or new, into the most modern

reproducing instrument.

The Amplion Revelaphone is the lightest electric pick-up made—the same weight as the
phonograph sound-box. Cobalt Steel magnets. Volume and tone control, to suit the requirements of
the listener. Equipped with a twenty-foot cord which makes it possible to have the phonograph and
the radio in different parts of the room. Handsome antique bronze finish. Send for descriptive booklet.

List price, $15.00.

THE AMPLION CORPORATION of AMERICA
531-535 West 37th Street, New York
The Amplion Corporation of Canada Ltd., Toronto

~AMPLION

AMPLION-
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These

WINDING HANDLE

required.)

TURNTABLE STOPS
Flat or embossed handle,
{Bright nickel or highly
polished.)

are—

SPEED REGULATOR
(Dial design_or finish as
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Specialties Helping Portable Phonograph Manufacturers
REDUCE COSTS AND MEET COMPETITION

ESCUTCHEON growing needs and demands of the industry.
te fil anym’cra:ks diameter— Thus we are helping phonograph manufacturers to meet their competi-

direct from specialists.

155 LEONARD STREET .

This is an age of specialization and mass production.
years ago we chose portable phonograph hardware as our specialty; and
down through the years we have ever improved our products, extended and
perfected our manufacturing facilities, and lowered costs to satisfy the

tion by offering quality accessories at lower prices.

motors from us, but you will find it profitable to purchase your accessories
Samples and prices will assure you.

Over thirteen

You cannot buy your

NEW YORK CITY

Sampson Electric Co. Issues
Artistic Brochure to Trade

Chicago Atwater Kent Distributor Prepares
and Issues to Trade Forty-seven-Page Book-
let Listing and Describing Products

Cricaco, L., December 7—The Sampson Elec-
tric Co., 3201 South Michigan avenue, author-
ized Atwater Kent distributor, recently issued
to dealers an attractive forty-seven-page catalog
illustrating and describing the products it dis-
tributes, among which are Atwater Kent re-
ceivers, speakers and “B” power units, Pooley,
Red Lion and Bay View cabinets, Pooley cab-
inet speakers, Cunningham tubes, Eveready
“B” batteries, Hickock radio meters, Belden

Complete descriptions with illustrations of
each of the above-mentioned lines are given.
In addition to depicting these products, pages
are given over to illustrations of windows fea-
turing the receivers and the various dealer
sales aids, such as posters, torchieres, etc.

Mallett Mu_ﬂ:_ Co. Opens

Orin L. Mallett, who has been identified with
the music business in Stockton, Cal, for the
past twelve years, has opened his own store,
called the Mallett Music Co., at 35 North Sutter
street, handling phonographs and other instru-
ments,

Robert A. Stevens, head of the sales-account-
ant department of the Western Electric Co.,

Hollywood Orchestra Is
New Columbia Aggregation

Vincent Rose, Jackie Taylor and their Holly-
wood Orchestra, to whose strains the most
celebrated cinema stars have long danced, have
been signed as Columbia exclusive artists. This
organization plays at Mont Martre, Hollywood,
the favorite dining club of the screen world.

The Hollywood Orchestra is under the able
twin guidance of Vincent Rose, who makes the
plano sing, and Jackie Taylor, virtuoso of the
violin. These impresarios and their boys re-
cently returned to New York, their first home,
especially to record for Columbia, after which
they proceeded back to Hollywood. Their first
release is the coupling “Blue River” and “Did

products, Exide batteries and power units. died recently. You Mean It?” Others will follow.
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THE trend of popular de-
mand points to the thin-
model portable. No more

bulky machine that bangs

7 | your leg as you carry it. The
- THIN MODEL Swanson has
PR AP taken its place. The new
machine is graceful, easy to

carry and easy to stow away
in crowded quarters.

I

ZH[[V Z\frﬁ =" |
MODEL is easier
lo carry

Made in All
Popular Colors

Improved Tone

Quality
NO detail of mechanical

perfection has been sacri-
ficed in re-designing the
Swanson THIN MODEL. A
éizzncziénfﬁé S}floﬁcpizgfi Consolidated Talking Machine Co.
ducer give the new machine
even better tone quality. 227-229 W. Washington Blvd., Chicago

CONSOLIDATED BUILDING

Minneapolis: 1424 Washington Ave. S. Detroit: 2949 Gratiot Ave.
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Newcombe-Hawley Shows
New Radio Console Cabinets

Latest Products Developed to House Radiolas,
Crosley, Atwater Kent and Zenith Receivers
—Equipped With 86-Inch Tone Chambers

Newcombe-Hawley, Inc, St. Charles, Ill,
manufacturer of loud speakers, is introducing
to the trade at the present time several new
products known as the special Newcombe-
Hawley Consoles, of five-ply walnut veneer,
developed for Radiola, Crosley, Atwater Kent
and Zenith radio receivers. The executives of
the company consider the new products which
are shown in “The Newest in Radio” section
of this issue of The Talking Machine World

MAcNAvOX

Dynamic Power
Speaker for new
all-electric A-C Sets

| -
12D
",. %

speaker || (il

SET WITH | "corD =
A-C-TUBES 4 ‘ﬁ? 66
A Ir
t10 VOLT n 6 VOLT
A-C ANY 6 VOLT DYNAMIC
QUTLET TRICKALE CHARGER SPEARER

Hoox it up like this sketch
because the 6 volt rectified
output of any standard trickle
charger or “A” rectifier will
energize the field of the Mag-
navox 6 volt Dynamic power
speaker unit.

Aristocrat Model speaker
(complete unit), illustrated
above, $8s.

Beverly Model table type
complete, $65. Unit only,
(type R-4, 6 volt) $so. Fits
any standard cabinet.

Only the Dynamic type
speaker can bring out the full
qualities of reproduction de-

manded today.

Write for speaker bulletins
THE MAGNAVOX CO.
Oakland, California
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as outstanding developments in their particular
field, since they are offering console repro-
ducers equipped with the Newcombe-Hawley
86-inch tone chambers.

Console reproducers have been developed
for various models of each of the radio re-
ceivers named above, and illustrations and com-
plete descriptions of these reproducers will be
found in the New Products Section in this issue.
Console model RCA-61 has been developed
especially for Radiola 16 receiver, and model
RCA-60 was designed for Radiola 17 receiver.
The panel opening is provided with a moulding
which harmonizes with both of the
panels, presenting a_finished appearance. Great
volume is available with the 86-inch tone cham-
ber, which is said to reproduce the entire scale
from the deepest organ note to the highest-
pitched voice or instrument. No separate
amplifier or extra tubes are required with the
reproducer.

For Atwater Kent models 30 and 33 receiver,
the console reproducers, model AK2-61 and
AK3-61 have been developed. Models AKS5-61
and AK6-61 have been designed for Atwater
Kent models 35 and 50 receivers, and each con-
sole reproducer is provided with a special panel
cut to fit the Atwater Keut receiver indicated.

Model Z-53 has been designed especially for
the Zenith table model receivers 11 and 11-E,
and model Z-55 is adapted for Zenith models
15 and 15-E.

For the Crosley Bandbox, model C-61 has
been especially created. This reproducer is a
compact model which converts the Crosley
Bandbox into an attractive console receiver
requiring small floor space, and the panel is
provided with a special opening for the Crosley
Bandbox. Another console reproducer model,
C-60, is also designed especially for Crosley
receivers, with ample room for the power con-
verter.

New Dubilier Catalog

The Dubilier Condenser Corp., New York
City, has just issued a new catalog on Dubilier
socket-power condensers. This is said to be
the first piece of literature of its kind, since
it deals with “balanced” condenser blocks for
every socket-power need. The new Dubilier
catalog is eight pages in size and printed in
two colors, and describes and illustrates a wide
variety of condensers for specific purposes.

Congratulations !

PHiLADELPHIA, PA, December 9.—Russell E.
Hunting, of the Pooley Co., Inc., of this city, is
receiving the congratulations of his many
friends in the talking machine industry upon
the birth of a son, Donald Lawrence Hunting,
on November 19. It would seem possible that
in future years young Donald Lawrence will
take his place in the music industry, for not
only has his father been in this field for many
years but his grandfather, Russell Hunting, is
well known for his recordings and as recording
manager of the Pathe Phonograph Co.

New Music Store

Michael Dizinno, prominent local musician,
has opened a new music store in Brookville,
Pa., handling a general line of musical mer-
chandise.

Radiola "

Redewill Music Co. Holds
Formal Opening in Phoenix

Old-Established Music House Now Has Elab-
orate Quarters for the Display and Sale of
Musical Instruments—Was Founded in 1880

ProENIX, ARriz., December 7.—The Redewill
Music Co. is now well settled in its elaborate
new quarters at 222 West Washington street,
which have been remodeled and redecorated at
a cost of approximately $60,000, and now rep-
resents one of the best-equipped and most
attractive retail music establishments in the
Southwest.

The opening ceremonies were of a distinctly
elaborate nature, the public being invited to
attend the reception at which a number of
prominent artists appeared,:the program being
broadcast through radio station KFAD, which
is located in the store and which is operated
by the company.

The Redewill Music Co. was established by
the late Augustus Redewill in 1880, when
Phoenix was little more than a frontier town,
and in the early days musical instruments were
shipped to distant points. As the city and its
environs grew in size and importance, so did
the business grow, and eventually the present
head of the company, Eugene Redewill, became’
ussociated with his father, very soon advancing
to the post of treasurer and general manager.
With the death of the founder, the present
Mr. Redewill purchased the business from the
estate and in 1918 became sole owner.

The company handles Columbia phonographs
and records and the leading lines of band and
stringed instruments, radio and sheet music, as
well as the Knabe with the Ampico, the Gul-
bransen and the Behr pianos.

George J. Jackman is manager of the piano
department, Milton J. Rasbury is in charge of
the small goods department, and Frank Russell
iooks after the phonograph and radio depart-
ment.

The occasion of the opening was featured in
a big way in the local newspapers, with illus-
trations of the remodeled store and articles
regarding its history.

Schafer Moves Store

SAnTa Mowica, Car, December 3—Ray E.
Schafer has recently moved his music business
to new quarters at Fourth street and Broadway,
this city, where he handles a complete line of
Steinway pianos and the Duo-Art, as well as
the Brunswick Panatrope. Mr. Schafer pur-
chased the Brunswick agency about six years
ago from A. E. McAllister, whose shop was
at 421 Santa Monica boulevard.

Buy Scott Bros. Co.

The Scott Bros. Piano Co., Ashland, Ky,
has been purchased by Harry Kurtzhalz and
Peter Scott, who will conduct the business in
the future wunder the name of the Scott-
Kurtzhalz Piano Co.

Sherman Music Co. Chartered

The Sherman Music Co., Inc.,, Sherman, Tex,
has been incorporated recently with a capital
stock of $5,000; the incorporators are S. B.
Lackland, W. G. Leeman and A. C. Carson, Jr.
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The Demand for Quality Never Ceases

To learn the difference between ordinary Cotton Flocks and
“QUALITY” Cotton Flocks, order a sample bale of our Stand-
ard No. 920 for Phonograph Record Manufacturing.

CLAREMONT WASTE MFG. CO.

EAEAEREAEEEd

Claremont, N. H.
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C Electric Radio

A

Licensed g

under
Andrews- [
Hammond
patent

. . ¢t A9 Like Balkite
Balkite “A” <\ 50 e for
the ““A”’ circuit only. Enables owners

of a “B”’ eliminator to make an elec-
tric installation at very low cost. $35.

4 ¢eeRy The accept-
Balkite “B” ./ {qmd
proved light socket “B’’ power sup-
ply. Three models: $22.50, $35,
$42.50.

Balkite Chargers
Standard for “A” batteries. Noise-
less. Can be used during reception.
Trickle or High-Rate, 3 models,
$7.50, $9.50, $17.50.

Special models for 25-40 cycles at

slightly higher prices. Prices are higher
West of the Rockies and in Canada.

e
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Your customers
want AC operation

But they don’t want
any sacrijice in
quality of reception
Nor do they want
experimental devices

You can give your customers ex-
actly what they want, without
either of these disadvantages. By
simply equipping the sets you sell
with Balkite Electric “AB.” It re-
places both “A” and “B” batter-
ies and supplies radio current
from the light socket. Entirely
batteryless, it makes any standard
receiver an AC Electric set.

This method makes possible
the use of the standard type of
set, and of standard

noise, no AC hum. No crackling,
booming or blasting. Instead the
same high quality of reception to
which set owners are accustomed.

And there is nothing experi-
mental about this type of instal-
lation. It consists of a combina-

“tion of two of the most depend-

able devices in radio— Balkite
and a standard radio set.

By all means sell electric opera-
tion. As shown by Balkite sales
figures, that’s where the volume
is in radio today. But let the AC
sets you sell be standard radio
sets equipped with Balkite Electric
“AB.” Then you’ll be certain of
performance. Then you won’t
wonder if the profit you make
today will be eaten

type tubes, both of
which are tried and
proved and give by
far the clearest and
truest reproduction.
There is no waiting

Chicago Civic Opera
on the air Thursday Even-
ings, 10 P.M. Eastern time.
StationsWJZ, WBZA,WBZ,
KDKA, KYW, WGN, WMAQ,
WBAL, WHAM, WJR, WLW,
WENR. 10:30 P. M.WEBH,
KSD, WOC, WOW, WHO,

WDAF, WCCO.
BALKITE HOUR

up by returns to-
morrow. The profit
on each sale will be
clean. Two models —
$64.50 and $74.50.
Ask your jobber.

Fansteel Products

for tubes to warm up.

No difficulty
in controlling
No

volume.

Balkite

ELECTRIC AB

Co., Inc.,
North Chi-
cago, Ill.

J contains no battery P
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Hancock Music Co., Pasadena, Has
Remarkable Record of Seven Years

Firm Started With a Capital of Three Figures and To-day Occupies Two Stores With a Large,
New Warehouse Just Completed—A Record of Steady Success

Tos AncerEs, CaL., December 3.—All suburban
towns are referred to more or less as the
“bedrooms” of the great city which they
adjoin, but Pasadena, situated ten miles from
Los Angeles, proudly lives up to its title—
“Crown City,” aud is sufficient unto itself. It
contains many important and splendidly ap-
pointed stores with ranges of prices for articles
and goods which compare favorably with those
in the big “City of the Angels.”

Among the several music stores in Pasadena
there is none finer than the Hancock Music Co.
on East Colorado street. And the history of
this store is so interesting that it compares
with a romance, for it is a wonderful example
of what can be done toward the beginning—at
least, of the building of a fortune through the
retail music business. This is due, perhaps, to
the fact that the principal and founder, New-
ton Hancock, possesses IT to a marked de-
gree. We do not mean the IT referred to by
specious lady novelists, but the IT in busi-
ness—that quality which is difficult to define, but
which is probably composed of pluck and nerve,
perseverance and hard work, common-sense and
personality.

Newton Hancock, seven years ago last
Spring, was senior salesman, although in his
carly twenties, for the Columbia Phonograph
Co. He resigned from this very good position
and, with a capital represented by three figures,
opened a small phonograph store in Pasa-
dena. He commenced to sell phonographs at
once and, at the same time, augmented his
income by leading a dance orchestra with his
saxophone of which he was a master. One of
his first accomplishments, however—an accom-
plishment which means so much to the end—
was the establishment of credit with a local
bank. That needed nerve and determination
and Hancock had it—as he has to-day. He went
on selling phonographs and his charming wife,
Mrs. Hancock, sold records and kept the books.
He increased the number of his orchestras to
three, which shows that he understands organ-
ization,

A year or two later, the Hancock Music Co.
added a small goods department and some sheet

music. Then expansion became necessary and
a small mezzanine floor was added. A few
months later and a line of pianos was installed,
bought from the Fitzgerald Music Co., headed
by the prestige-building Knabe piano. The need
for expansion again made itself felt and so an
addition was built giving more space in the
store and extending the mezzanine—a two-story
expansion. Then came radio and the Hancock
Music Co. had developed into a music store
containing everything in music and radio, plus
service. Service had become one of the best-
lived-up-to mottoes of the store and a remark-
able good will or confidence had been built up
and maintained.

To-day the Hancock Music Co. has expanded
to two stories and back to the alley about one
hundred and fifty feet and consequently has
been obliged to leap across this thoroughfare
and there is being constructed a large ware-
house three times the width of the store
from which it has sprung, where storing, serv-
ice and finishing rooms will be maintained.

Mr. Hancock has a large force of loyal sales
people, maintains three piano and phonograph
service men and four radio experts. His busi-
ness is growing in all departments and his cus-
tomers include many rich men who make their
Winter homes in Pasadena—millionaires whose
names are famous through their riches; dis-
tinguished motion picture stars—whether they
live in Pasadena or Beverly Hills, a dozen miles
away, and hundreds of more or less prosperous
citizens who might be designated as the “com-
mon or garden” variety or the real backbone.

We have no portrait of Newton Hancock, but
it might be maintained that many persons, when
they have seen portraits or snap-shots of the
Duke of York, younger brother of the popular
Prince of Wales, have exclaimed that there was
a striking resemblance between Newton and
the “Dook™

The Lion Store Music Rooms, Columbia,
Victor and Brunswick dealer of Toledo, O, is
making a holiday drive for new business. Pros-
pects are being solicited by personal calls and
by letters.
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Stevens
PEARErS

Sturdy ability to perform brilliantly alaways
because of exclusive scientific features. e

Attractive beauty of design and finish.
Full line of models in a range of prices to
meet the needs of every buying prospect.

Made by the Pioneers in Cone Speakers

STEVENS & COMPANY, Inc.

46-48 East Houston St.,, New York
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Model A-27
141 in.

Seamless Burtex co-
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diaphragm —
substantial sounding
board—Jasper brown
mahogany and bronze
finish with “Golden
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hime'"
Price [
P
$18.50 '

lLS LEY’S GRAPHITE PHONO
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 ?ubricant is also put up in 4.ounce cansg to
retajl at 25 cents each under the trade name of

EUREKA NOISELESS TALKING
ML ARl 2 MACHINE LUBRICANT
Weite for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYerk
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Elsa Alsen and Sascha Ja-
cobsen on Columbia Hour

World-Famous Concert Star anq Violinist
With Columbia Symphony Orchestra Under
Robert Hood Bowers Appear on the Air

The “Celebrity Radio Hour” of the Colum-
bia Phonograph Co. heard last Wednesday,
December 7, brought before the microphone

Elsa Alsen

for the entertainment of the listeners-in to the
stations comprising the Columbia Broadcasting
System, two artists of world-wide reputation.
They were Elsa Alsen, dramatic soprano, and

Sascha Jacobsen

Elsa Alsen is dis-
tinguished on both the operatic and concert
stage, and Mr. Jacobsen is renowned both as
a soloist and as the leader of the Musical Art

Sascha Jacobsen, violinist.

Quartet. The Columbia Sympliony Orchestra
under the leadership of Robert Hood Bowers,
composer and conductor, also played several
sclections.

Kitty O’Connor, Columbia
Artist, in Musical Comedy

Kitty O’Connor, Columbia’s one and only
girl baritone, has graduated from vaudeville to
musical comedy. She is one of the outstand-
ing hits of the new comedy, “Take the Air,” on
Broadway.

L. Warren Taphorn, who had been asso-
ciated with the technical division of the Bruns-
wick Co. for some time, has taken a position
with the Thayer Piano Co., Honolulu.
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Licensed
Under Patents

of

Radio Corporation
of America, West-
inghouse Com-
pany, General Elec-
ric Company,
American Tele-
phone & Telegraph
Company (Super-
heterodyne except-
ed), Latour Cor-
poration, Hazel-
tine Corporation
and Technidyne
Corporation.
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Dedicated to
Better Radio

Every Division of the United States
Electric Corporation is devoted to
the one ideal. That ideal is Quality.
We believe that everything is to be
gained by giving the public satisfac-
tory radio reception at a fair price
rather than through the sacrifice of
quality to secure temporary volume.

The United States Electric Cor-
poration pledges the trade and public
that the products of its Divisions will
always measure up to the highest
standards of the industry.

UNITED STATES ELECTRIC CORPORATION

General Executive Offices

307 North Michigan Ave.

CHICAGO
U. S. A.
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| TONE CHAMBERS

by

Molded Wood

Money Back Guarantee

TRY THEM!

If these Tone Chambers and Fidelity Units fail to
furnish the best radio reproduction you have ever
heard—return them within ten days.

Money refunded with shipping charges paid both
ways by us.

List
$18.00 Unqualified Money-Back

No. 595 Guarantee
Tone travel, 8 feet

Made of All Wood
Reproduction Unparalleled

A Graceful, Compact, Non-Vibrating, Molded Wood Tone
Chamber, sweet and mellow as a violin, scientifically con- J

structed to reproduce naturally all notes, high and low, without _ L‘ISt, $7.00 ‘
distortion or over-tone—this is our proud contribution to radio Fidelity Super Unit
enjoyment. Guaranteed to stand 250 volts |
ovez sz onemnsions| | A A DEMONSTRATOR
No. 595 No. 570 L v v
2134 High 15’ Will Sell More Sets and Radio Accessories
18 Wide 12"
15" or 13" Deep 12 Than a Dozen Salesmen! ‘ No. 570—Tone travel, 6 feet

We save you cost and trouble of mounting.
Both of these Tone Chambers come to you
already mounted in this box. Just shove it
into the cabinet, block and it is ready to ship.
Takes any standard size unit.

W
List, $13.00

MOLDED WOOD PRODUCTS, Inc.

219 West Chicago Avenue CHICAGO, ILLINOIS
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‘,‘His Master’s Voice” iwusonorm,

The Invisible, Certain Asset

On the streets, in the home
and throughout the trade
the topic on every tongue
is the new Victor product.

So the popularity of the
line is crystallized into a
colossal asset for every
Victor dealer which carries
over into the new year.

Here is the invisible force

that must be capitalized
by you, Mr. Victor Dealer.

Remember that at least
seven out of every ten talk-
ing machines and records
bear the Victor trade mark.

This ratio of sales will in-
crease in 1928!

How big is your percentage
going to be?

“BRUNQO” can help you to make it bigger!

C. BRUNO & SON,; Inc.

Victor Distributors to the Dealer Only

351 FOURTH AVENUE

NEW YORK, N. Y.

1834 — Almost a Century of Dependable Service to the Music Trade— 1927
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Abraham Davega Warns Against Poor Mer-
chandise and Bait Advertising in Talk

Talking Machine and Radio Men’s Association of the Metropolitan District Meet at Headquarters

of Knickerbocker, Schoverling, Daly

The November meeting of the Talking Ma-
chine and Radio Men, Inc, of New York, New
Jersey and Connecticut, was held at the recep-
tion room of Knickerbocker, Schoverling, Daly

Creed of the Talking Machine
and Radio Men, Inc.

1. To act as a clearing house for ideas and
information and a gathering place for all in the
trade and to meet and discuss trade matters.

2. To educate trade to the value of co-opera-
tion.

3. To study and recommend national stand-
ard trade practices.

4. To oppose misrepresentation in radio ad-
vertising and establish a code of ethics for this
work,

5. To act as publicity agent for the radio in-
dustry and music industry in all its branches.

6. To make surveys on national problems,
such as trade-ins, time payment, sales, etc.

7. To analyze the trend of the radio and
music market,

8. To study and recommend principles of ad-
vertising, selling and merchandising.

9. To work for a public demand for the elim-
ination of certain unnecessary and useless radio
stations.

10. To study the problem of radio interfer-
ences and aid in its solution.

11. To study radio legislation for the protec-
tion of our industry.

12. To study State legislation that may affect
the trades.

13. To aid in the promotion of public radio
and music shows.

14. To sponsor and assist the training of
radio service men,

15. To improve and exploit broadcasting pro-
grams.

16. To educate the public to the use and en-
joyment of radio.

17. To assist in musical education of the
children in the public schools, the potential
buyers of musical products in the near future.

18. To join in assisting the rising demand for
the new type phonograph and records.

& Gales, Inc., distributor of the Biunswick
Panatrope and various radio lines. The mem-
bers of the association were the guests of the
distributing firm. TLuncheon was served and,
in conjunction with the Brunswick Co., enter-
tainment was provided in the persons of Bernie
Cummins and His Biltmore Cascades Orchestra,
who played several selections, all of which have
been recorded on Brunswick records.

& Gales, Inc.—Drive for New Members

Following the luncheon and entertainment
the members, numbering about seventy-five, ad-
journed to the auditorium of the Knickerbocke:
organization, where the meeting proper took
place. Abraham Davega, president of the dis-
tributing organization, welcomed the members,
and in a brief address advised the dealers
to sell only quality merchandise upon which a
legitimate profit could be made. He also ad-
vised against “bait” advertising. Mr. Davega
said that it has been the experience of the re-
tail Davega stores that when a purchaser ot
a radio set is satisfied after thirty days, the
balance due is insured, for the first thirty days
make or break a sale.

Joseph A. Mayers, vice-president of the asso-
ciation, who is taking an active interest in
the membership drive, spoke next, explaining
the drive and the prizes which are to be
awarded to the salesmen who are responsible
for bringing in the most new members. The
full details of this membership drive were de-
scribed in the November issue of The Talking
Machine World.

Mr. Mayers and Irwin Kurtz, president of the
association, are making visits to various dis-
tributors’ lhieadquarters, addressing the sales
staffs, securing their co-operation to make
every phonograph and radio dealer in the met-
ropolitan section a member of the association.

In urging the necessity for full co-operation
and the organization of the retail dealers in
this district, Mr. Kurtz warned of future legis-
lation at Albany, Trenton and Washington,
aimed to secure revenue from the sale of radio
receivers. He stated that a strong organiza-
tion would be necessary to combat the tendency
on the part of legislators to introduce bills
taxing radio sales.

The Lorimer Piano Co. was elected a new
member. Byron Forster was named chairman
of the entertainment committee with power to
appoint the other members of his committee.

Due to the holiday no meeting will be held
in December, the next meeting being scheduled
tor January.

National Publishing Co.
Opens New York Office

The National Publishing Co., of Philadelphia,
Pa., maker of National record albums has an-
nounced the opening of a New York City office
in the Brunswick Building, at 255 Fifth avenue.
The office is in charge of James H. Wilcox, said
to be originator of the record album, and who

59

was for some years connected with the Farron
S. Betts Co.

Announcement also has been made of a new
line of record albums that is unique, including
a patented loose-leaf design. Various bindings
at moderate prices are obtainable and are de
scribed with an attractive price list which has
recentlv been issued.

Arborphone Radio Display
Bus Visits Sheldon, I1l.

SHELDON, ILL., December 6.—The $40,000 parlor
bus, owned and operated by the Arborphone
Radio Co., recently visited here through ar-
rangements made by the Sheldon Air Line,
distributor of Arborphone products. The bus
contained the entire line of Arborphone radios
from the $65 to the $600 models, all-electric
combination phonograph-radios and straight
radio receivers.

The bus contains comfortable chairs and elec-
tric lights with a system built in for supplying
current. Every set is ready to be operated by
the turning of a switch. Many dealers came
from all parts of the country to examine the
line and to hear the talks given by H. L. Rich-
ards and J. M. Gill, of the Arborphone factory,
who were in attendance.

Ninth Davega Store Held
Opening on December 3

The ninth store of the Davega, Inc, chain
operating in the metropolitan district had its
formal opening on Saturday, December 3, in
the Military Park Building, 60 Park place,
Newark, N. J. A complete line of Brunswick
Panatropes, well-known makes of radio re-
ceivers and equipment and sporting goods and
apparel is carried in the new establishmenrt.
Many celebrities of the radio, talking machine
and sports world were present during the open-
ing ceremonies and entertained the large crowd
of visitors. The Davega firm uses the slogan,
“Feorty-eight Years of Helping Keep New
Yorkers Healthy and Happy.”

Death of Mrs. Anna Studner

Myron and Jack Studner, of the well-known
firm of Studner, Cumming Co., Inc, 67 West
Forty-fourth street, New York, are receiving
the sympathy of the many firms in the trade
upon the sudden death of their mother, Mrs.
Anna Studner, who passed away suddenly on
Sunday, November 26.

The stock and fixtures of the Superior Music
Co., 1317 Tower avenue, Superior, Wis., have
been purchased by V. M. Gilbert, who has in-
corporated them in his own music business in
that city.

Pulaski

Values for the Phonograph Buyer

Ampliphonic

New Type Phonographs

Remarkable for tone and volume

Up to the Minute Equipment

Cast Iron Horn
Heineman 77 Motor

Write for Our Complete Catalogue

CHARMAPHONE CO.

Manufacturing Since 1914

Automatic Stop
Ultra Reproducers

New York
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Western New York RCA
Dealers Hold Convention

Representatives of Radio Corp. of America Ad-
dressed Dealers of Western New York and
Pennsylvania—C. N. Andrews Presided

BurraLo, N. Y. December 6.—Authorized RCA
dealers of western New York and Pennsylvania
met at the Hotel Statler hcre last month as the
guests of Curtis N. Andrcws, RCA distributor,
to inspect and have explained the various
models of Radiolas and RCA speakers and dis-
cuss sales and advertising plans for this scason.
Rcpresentatives of the Radio Corp. of America
addressed the assembled dealers, including E.

A. Nicholas, district sales manager; John J. Is-
rael, service representative M. L. Bergin, in
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cipal address was delivered by E. A. Nicholas,
who stated that the RCA program includes
an expenditure of $2,225,000 for advertising in
newspapers and magazines; $350,000 for broad-
casting one hour each week for twenty weeks
and more than $1,000,000 for promotional work
of various kinds.

Even Distribution of Farm
Income Aids Radio Sales

Robert W. Porter, Vice-President, Splitdorf
Radio Corp., Points Out How Radio Dealers
Can Profit by This Important Fact

An interesting fact in connection with farmn
income and radio is pointed out by Robert W.
Porter, vice-president,

M’f’'s. Radio & Phonograph
HARDWARE

PERFECT
Portable Needle Cup

Open Stays Open
Closed Keeps Closed

Star Mach. & Nov. Co.
Bloomfield, N. J.

farm income seems exceptionally well fitted to
radio. For example, the Farmer’'s Wife, a
publication, points out that the following rep-
rcsents thc percentage of income during the
twelve months of the year: January, 85 per
cent; February, 6.4 per cent; March, 7.4 per

-

‘. '9!" r", <3

cent; April, 6.9 per cent; May, 6.1 per cent;

Splitdorf Radio Corp.  June, 6.1 per ccnt; July 6.4 per cent; August,
6.9 per cent; September,

10.1 per cent; October,

126 per cent; Novem-

ber, 11.7 per cent; De-
cember, 10.5 per cent.
“These figures will be
news to many people
outside the farm field.
While there is far less
reduction during other
than harvest periods
than most people im-
agine, the concentration
comes at the right
periods for radio sales.
These figures form an
interesting study for the
radio manufacturer, job-

Western New York and Pennsylvania RCA Dealers in Convention in

charge of all Radiotron sales; G. A. McCarthy,
local sales representative and J. A. Vanderslice,
RCA special district representative. Curtis N.
Andrews presided over the meeting.

The guests first gathered at luncheon and an
adjournment was taken for dinner. The prin-

“Because farm income has fairly even dis-
tribution during the twelve months of the year,”
stated the Splitdorf executive, “there is afforded
a wondcrful opportunity for the sale of radio
receivers to the farmers of the country. \While
this may be true for other merchandise the

No. 768-16
Height 37 inches.

Hath punel cut for Radwla 16.

Width 29%; inches.
Depth 17 inches. Walnut veneered.
Finished in antique walnut. Hand-
painted ornaments. The ¥i-inch slid-
ing wood panel is 9 inches by 24
inches inside. Battery compartment
26 inches wide, 11 inches high, 1514
inches deep. Average weight crated
98 pounds.

28th St. at Barnes Ave.

THE UDELL WORKS |

Radio
Cabinets

By UDELL

A Dbeautiful new 32-page
catalog illustrating and de-
scribing the greatest line
of Radio Cabinets in the
country is ready.

Write for your
copy today

Indianapolis, Ind.

——"! ber and dealer. With

Buffalo the highest percent-
ages during the ‘right’ months for radio and
still not too much reduction during the rest of
the year, the farming element affords an addi-
tional means of evening out the radio market
so that it shall extend throughout the year, or
at least in appreciable volume during nearly all
the months.”

Kenney Buys Miller Store

Huxtixcron, \W. Va., December 7—The Kcn-
ney Music Store, 331 Ninth street, this city, has
acquired the C. V. Miller Music Store, 810
Fourth avenue, which has been opened as a
branch. The establishment will be known as
the Annex and will handle pianos, phonographs,
radio and other musical instruments. The new
store was opened recently with a musical pro-
gram and reception that was largely attended
by local music lovers.

Opens Radio Department

Youxgstow~, O. Decembcr 5—The L. G
Goldsmith Co., 130 East Federal street, an-
nounces the opening of a new radio department
in its new department store. The new depart-
ment is located on the third floor and will be
under the management of Franklin Le Vine.
Steinite and Federal radio receiving sets will
be the leaders.

Hager M. 1. Co. Chartered

The Hager Musical Instrument Co., 18 Mon-
roe avenue, N. E, Grand Rapids, Wis., has
been incorporated with a capital stock of $50,000
to conduct a retail music business here. The
officers are: Nicholas E. Hager, president; Clara
Hager, vice-president, and Seibert J. Heyboer,
secretary-treasurer.

In the November issue of The Talking Ma-
chine World it was stated that Hal P. Shearer
had been appointed sales manager of the Split-
dorf-Bethlehem Electrical Co. This was an
error, as Mr. Shearer is occupying the post of
sales manager of the Splitdorf Radio Corp
and not of the first-named company, as stated
in the heading of the story which appeared.
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Small Portables CAN Be

Noiseless, Sturdy, Safe—
If They’re Equipped with Junior Motors

FOR the first time the well-known qualities of the famous Flyer
Motor are made available for smaller, lighter portable phono-
graphs. The Junior Motor is a reproduction of the Flyer in smaller size,
and has the same precise workmanship, the same careful inspection, the
same sturdy construction that have made the Flyer the most popular and
most widely used motor for portables.

The frame of the Junior is of cast iron. Bearings are of everlasting
bronze. The tough spring is made of the finest steel. Like the Flyer, the
Junior is inspected at every step and cannot leave the factory unless it is
100% right in every particular. The result is perfectly fitted parts which
work smoothly and silently for years, without the vibration and wear
which tear down cheaper-made motors in a few months.

The Junior does not add to the cost of the portables you bu It does
add to their value and to the satisfaction they give. And it makes any
portable easier to sell and insures you against returns.

Insist on Junior or Flyer Motors in all portables you sell, and you’ll be safe—
covered by two guarantees, the maker’s and our own.

‘Jhe
ENERAL INDUSTRIES CO.

ELYRIA, OHIO
Formerly named The General Phonograph Mfg. Co.

Makers of Precision Products for a Quarter of a Century
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Distribution of More Than $6,000,000
Christmas Savings Cheers Pittsburgh Trade

Dealers Prepare to Secure Their Share of Christmas Saving Funds—New Brunswick Record Price
Schedule Arouses Interest—Appearance of Recording Artists Aids Sales

PrrrsaurcH, Pa., December 8.—With more than
£6,000,000 being distributed this week by the
various banks of Pittsburgh to members of the
Christmas Savings Clubs, there is a marked feel-
ing of optimism on the part of the local talking
machine and radio dealers as to the outlook for
the holiday season business which i1s now under
way. Extensive preparations have been made
by the various talking machine dealers and radio
merchants for the display and sale of their mer-
chandise. The general sentiment is that the
Christmas sales will exceed those of last year.
In the event this is done the sales will show up
very favorably with some of the banner sales
vears of the recent past.

Wide Interest in Price Cut

The announcement by the Brunswick-Balke-
Collender Co. of the new prices for Brunswick
records, 75 cents and $1.00, announced in the
Pittsburgh papers of December 1, created quite
a furor in phonograph trade circles and stimu-
lated sales to a marked degree for the Bruns-
wick dealers. The popular records of the Bruns-
wick line are excellent sellers, according to
George J. Lewis, the local Brunswick manager,
who stated that the demand for the Brunswick
Panatrope and other Brunswick models is ex-
ceptionally brisk.

Holiday Spirit Prevails

The Yuletide spirit is dominant in all sec-
tions of the city, as can be seen in the attrac-
tively displayed and decorated windows in
which Christmas greens and decorations are
most elaborate and in keeping with the great
holiday of the vear. The large department
stores that are noted for their talking machine
and radio departments, such as the Kaufmann
& Baer Co., Kaufmann’s, the Rosenbaum Co.,
Boggs & Buhl, the Campbell Store and Frank
& Seder, are closing their stores daily at 6 p.m.,
opening at 9 a. m. This includes the Saturday
shopping hours, as no stores will be open after
6 p m. Saturdays. Heretofore during the month
of December nearly all of the stores remained
open until 9 p. m. Saturdays. One of the talking
machine department managers, in speaking of
this, said: “It is a good move, as we have found
that it is very easy to educate the public to
shopping hours of the right kind. If the public

find that the store closes at a certain hour,
people will see that their purchases are made
within the limits. Then, too, the clerks and
other members of the staff of the store will be
in better condition to cope with the hard and
exacting features of holiday season buying and
selling.”
In Bankruptcy

Fred M. and Thomas L. Waring, musicians
and leaders of Waring’s Pennsylvanians, who
have their home at Tyrone, Pa, filed voluntary
petitions in bankruptcy in the United States
District Court here. Fred Waring, director of
the band, placed his liabilities at $28,939 and
assets at $3,838.32. Musical instruments, a music
library and theatrical equipment are included
among the assets, while the liabilities include
over $3,000 in salaries owing the seventeen
members of the band. Thomas Waring listed
his liabilities at $5,086,37 and assets at $120. The
Warings, about fifteen months ago, engaged
very extensively in the music shop business in
St. Petersburg, Lakeland and other towns in
Florida and the poor business coupled with
resultant losses due to the inability of the
brothers to give personal attention to the busi-
ness made the bankruptcy move inevitable.

Sousa in Local Appearance

John Philip Sousa, the noted bandsman, and his
band played for thie week of November 30 at the
Penn Theatre, one of the Loew houses, to
crowded houses. lLeader Sousa and his players
made five appearances daily and were accorded
a tremendous ovation. Of his marches “The
Stars and Stripes Forever™ was the leading one
for popularity. On December 1 Mr. Sousa spent
an hour at noon in the Victrola department of
the Joseph Horne Co., where he autographed
over 100 Victor records that were made by
Sousa and his band. This opportunity to meet
the distinguished musician was welcomed by
hundrers of persons who crowded into the Vic-
trola department.

Expands “Talker” Department

The Rosenbaum Co. has expanded its talking
machine department, devoting certain sections
to the display and demonstration of the Brtns-
wick Panatrope and the new Orthophonic Vic-
trola. C. J. Coyne, manager of the department,

Jiffycasing goes mer-
rily on at ‘the plant
of the Superior Cab-
inet Company, Mus-
kegon, Mich.

The

“ready-to-wear” pack!

Tailoring packing cases to order is passé.
Why all the carpenter work and muss and
worry when Jiffycases can be had, cut to
size, knockdown and ready for quick, easy
assembling?

Jiffycases are made up of light, tough ply-
wood panels scientifically reinforced with
cleats.

Jiffycase panels stack in minimum stor-
age space, require nothing more than
skeleton personnel in the shipping room
to assemble, and give you a light, safe
pack which provides utmost protection
for your merchandise and travels at the
lowest possible freight cost. Be modern—
use Jiffycases. Ask for complete details.

NORTHWESTERN
COOPERAGE & LUMBER CO.
Gladstone, Mich.

yCasc

THE SPEEDY SAFE ECONOMICAL PACK FOR FURNITURE.PHONOGRAPHS AND RADIO CABINETS

stated that sales of both instruments were very
flattering. Victor and Brunswick records, he
stated, are finding a ready sale.
Reports Good Business

John Henk, of the Columbia Music Co., one of
the best-known and oldest talking machine
shops in the city, stated that the holiday trade
was moving along at a very satisfactory rate.
Mr. Henk specializes in foreign records and has
a large clientele who are regular patrons and
buy in large quantities.

Demand for Atwater Kent Sets

The Esenbe Co., local distributor for the At-
water Kent radio, reports business as brisk and
that the retail dealers handling the Atwater
Kent line find it a very easy matter to make
sales after a demonstration has been given of
the Atwater Kent set.

Wide Interest in Columbia Viva-tonal

Columbia dealers here report the demand for
the Columbia-Kolster Viva-tonal as very satis-
factory. Local dealers state that scores of peo-
ple have been eager listeners to demonstrations
of the new combination sponsored by the Co-
lumbia. The “Two Black Crows” record of the
Columbia is still very popular, judging by the
many repeat orders that are being made for it.

I. Goldsmith Sees Busy Days Ahead

I. Goldsmith, president of the Player-Tone
Talking Machine ~Co., manufacturer of the
Player-Tone talking machine, consoles, uprights
and consolettes, stated that the holiday busi-
ness of the company was excellent and that re-
ports from the various distributors indicated
that the retail dealers would have very brisk
sales during the Yuletide period.

W. Barry Hamilton Optimistic

W. Barry Hamilton, manager of the C. C.
Mellor Co. reports sales of the Steinway
pianos, Duo-Art, the Brunswick Panatrope, the
new Orthophonic Victrola and the Sparton
radio receiving sets as ‘“exceptionally good.”
Mr. Hamilton stated that business toock an
upward trend right after Thanksgiving Day
and has kept up briskly ever since. He is of
the opinion that sales records for December
will be broken this month.

Fifty-six Orthophonic
Educational Recordings

List of Recordings for Educational Purposes
Issued by Victor Co. Should Interest Trade

The Victor Talking Machine Co. has just is-
sued an advance list of fifty-six new Ortho-
phonic recordings especially made for educa-
tional purposes, which at the same time con-
tain a considerable number of records with gen-

eral appeal and selling value. The list in-
cludes songs for children, songs for rural
schools, singing games, stories, instrumental

music for elementary grades, accompaniments
for group singing, songs for junior and senior
high schools and college, music history, folk
dances and school marches. This is a most com-
prehensive list and a great many, if not all, of
these recordings should be in the dealer’s stock
to meet the demand of schools, teachers and
parents who undoubtedly would need these
records for their homes. In this list especial
attention is directed to the beautiful voice of
iourteen-vear-old Darwin Bowen; the Mac-
Dowell songs and piano numbers, the singing of
Juni Indian songs by Chief Caupolican, grand
opera baritone, Christmas records and the fine
recording of Mozart's G Minor Symphony com-
plete for junior high and high schools.

It is interesting to note that the Victor Co.’s
new educational catalog with graded list will be
issued within a couple of weeks.

Opens Branch in Clifton IN. J.

Abraham Goldberg, proprietor of Goldberg’s
International Music Shop, Passaic, N. J., has
opened a new branch store at 707 Main avenue,
Clifton, handling a general stock of music
goods.
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VESTA

Remarkable Profit Possibilities
omplete VESTA Line

S

—————=———————————-WRITE NAME ON THIS COUPON

in This

VESTA “A’’ SOCKET
POWER UNITS

BUILT IN GLASS leverything visi-
ble. Built-in hydrometer. Choice of
either Balkite or Vertrex rectifiers.
With or without automatic relay.
High or low charging rates.

For use with 110 volt, 50-60 cycle AC
current. In 4 and 6 volt sizes, 50
Amp. Hour capacity. List prices
$28 to $37.60.

VESTA TRICKLECHARGER
with Licensed
BALKITE RECTIFIER
Equipped with two taps for high
and Pow charging rates. For use
with 110volt, 50-60 cycle AC Current.

No. C-300. List price $12.60.

Y
N
i
Iy
i
i
3

N~
VESTA GLASS RADIO “A™
BATTERY with

BUILT-IN-HYDROMETER
Water level always in plain view.
State of charge always visible. In
50 and 100 Ampere hour sizes. Posi-
tive plates are 25% oversize. Prices
on request.

b

Vesta Complete “A—B” Socket Power
with Licensed WESTINGHOUSE RECTIFIER

All - in - One. Contains ““A” battery in glass case;
built-inhydrometer;’'‘B" unit; Westinghouserectifier;
Automatic relay; HigH and Low charging rates,
automatically regulated.

No. A-B 400—"'B'" capacity 40 mils at 180 volts, list $72.00
No. A-B 401—"B"’ capacity 60 mils at 180 volts, list $77.00

With 8 Million Radio
Sets in Service Thereis
aTremendous Market
for Dealers Who Go
After the Business of
Bringing These Sets
Up-to-Date With VESTA
Power Units

VESTA BATTERY CORPORATION
2100 INDIANA AVENUE
Chicago, Ill.

Vesta Battery Corporation, 2100 Indiana Ave., Chicago, 111. RADIO
Please have the Vesta Central Distributor near me submit the Vesta Dealer Plan D POWER UNITS

Constant and uniform Current for the
"B’ Cireuit-- with perfect control over
entire Voltage in 1
detector circuits. Range of adjustment
for all sets.

B-200, 40 mils at 180 volts, list. . . . §39.50
B-201, 60 mils at 180 volts, list, ., .$44.50

HIGH and LOW charging rates. Sup-

Charges 6 volt hatteries from 110 volt
50-60 cycle, AC current. ’

There’s a_Vesta tuhe for every radio
purpose. Special non-microphonic fea<
ture. These tubes will make friends for
the dealer because of their pure toue

VESTA “B” UNIT

Socket Power with Automatic
Relay.

th amplifier and

VESTA VERTREX
TRICKLE CHARGER

lied with or without relay. Compact in
andsome crystal enamelled case.

C-301 without relay, list $15.00
C-302 with relay, - list $17.50

VESTA QUALITY TUBES

and long life.
3
______ BN XY ST PXY)
RADIO AUTO AND
TUBES RADIO BATTERIES
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Topic of Harris

Address Before Portland Retail Trade

Special Factory Representative of the Brunswick-Balke-Collender Co. Talks Before Seventy Mem-
bers of Portland Trade on Retail Selling

PortLanDp, Ore, December 5—0O. P. Harris,
special traveling representative of the Bruns-
wick-Balke-Collender Co., who is making
a tour of the country giving sales talks to the
dealers and salesmen of the Brunswick agencies,
was presented to the Portland dealers and sales-
men and saleswomen by A. R. McKinley,
Pacific Northwest district manager of the
Brunswick-Balke-Collender Company, the eve-
ning of November 7, at the company’s head-
quarters in Portland. Over seventy members
of the trade responded to the invitation and
listened to one of the best sales talks ever given
in this city.

Prepare Selling Program

Mr. Harris began by stating that a selling

program should be prepared and studied with

the same care as the artist does his or her pro-
gram. He referred to Bradstreets which states
that 36 per cent of the failures are caused by
incompetency and also to the statement that 70
per cent of all sales are emotional, while only
20 per cent are logical. He then referred to
the selling of the Panatrope, recalling many
instances where incompetent salesmen have
failed in selling the instrument. The salesman
must know his instrument in the first place, so
as to demonstrate it intelligently. He pounded
home the fact that much depended on the
demonstration and the manner in which it is
conducted. It is very essential that the right
records be used, which must be selected before
the demonstration. The salesman should have
a case of records that will cover the tempera-

Above, the Silver-Marshall 678

socket amslifier ready for operation.
Belose, the amplifier scith cover of tube
compartment turned  back, showing
UX-226, UX-210 and UX-281 tubes, and
input, output and radio set B supply bind-
ing posts.

light

._'—---—____.
B

Another nesw S-M money maker is the 675
power umit awhich furnishes B power to
any radio set at 45, 90, 135 and 350 «olts,
as well as 4 and C power schen A.C.

tubes are used. The 675 poawer unit
allows a UX-210 super amplifier Radio-
tron to be installed in any radio at all
with special adaptor and it is now the
general knowledge that the only path to
distortionless reproduction is fo use a
UX-210 tube. Appearance same as 678
amplifier. Price, less one UX-281 rectifier
tube, $58.00.

Electric
Phonograph
Amplifiers

ILVER-MARSHALL, INC, famous for
the finest toned radio amplifying equip-
ment money can buy, now offers a

standard model amplifier for electrical phono-
graph operation, while special amplifiers for
phonograph manufacturers can be _furmshed
for any class of instrument and service, home
or auditorium.

The S-M type 678 is a complete two stage
phonograph or radio amplifier operating di-
rectly from any 110 volt, 60 cycle house light
socket. It uses the new RCA tubes—one
UX-226 A.C. amplifier, one UX-_210 super
power amplifier, and one UX-281 high power
rectifier. This S-M amplifier will provide
volume and tone quality unconditionally guar-
anteed egual or better than that of _standqrd
electric phonographs. To operate, it needs
only a standard electric sound box (pick-up),
three tubes and any good loud speaker, either
cone or exponential horn. Type 678 amplifier
is completely enclosed in a crystalline brown
steel case, 1214” long, 814" high over carrying
handle, and 813" wide, weight 35 lbs. A
hinged cover is provided over tube compart-
ment and ample ventilation is assured for
operation in phonograph cabinets. There 1s
nothing to get out of order—to 1n§tall simply
connect pick-up and loud speaker. insert three
RCA tubes and turn on the power—there’s not
an adjustment of any kind to make,

The S-M 678 amplifier, at $78.00 list, less
tubes, opens up a tremendous field for phono-
graph manufacturer, jobber and dealer alike,
for with a $20.00 list additional investment for
reproducer adaptor and electric sound-box,
any old mechanical phonograph can be given
all the improvements of the finest electric
record reproduction. And in addition, S-M 678
provides ‘B” power for any radio set, and com-
plete audio amplification—through a standard
adaptor supplied to any radio. It will improve
any set at all, no matter how expensive, for
the reproduction of the 678 amplifier is truly
marvelous.

The Silver-Marshall engineering laboratories
gladly undertake to solve any manufacturer’s
electric reproduction problems—supply any
type of amplifying equipment—and at less
than competitive prices every time.

Send for all data.

Silver - Marshall, Inc.

880 West Jackson Blvd. Chicago, Il

mnent of all classes of customers. These need
not be more than a dozen or so, he declared.
Size Up Customers

Before making the demonstration, he said
the salesman should size up his customer. This
can be accomplished by a few well-chosen ques-
tions, observation and common sense. First
find out why he- desires to purchase: this in-
cludes enjoyment, educational, entertainment,
esteem and professional use. Then discover the
buying power of the customer. This can be de-
termined by finding the district in which he
lives, his friends and the way he is dressed.
Then find out the kind of music he enjoys. This
Mr. Harris placed in three classes: head, heart
and foot. And lastly the temperament of the
customer, whether positive, negative or neutral,
must be considered. Having arrived at this
stage, if the salesman knows his Panatrope, he
can proceed to demonstrate, choosing the
records that will fit the case.

Use Only Perfect Records

It is important to use only perfect records,
because the Panatrope is just as good as the
records played upon it. It is a great mistake
to play a “head” record—a classical one—for
one who wants “foot” music, and vice versa.
He also stressed the point that the salesman is
selling the Panatrope and the radio attachment
can be referred to but must not be dwelt upon.
Mr. Harris said that very many salesmen get
into a rut and the only “difference between a
rut and the grave is its length and depth”
After leaving Portland, Mr. Harris will visit
Seattle, Tacoma and Spokane, returning to
Portland and then going to California by way
of the Willamette Valley, stopping at the cities
and towns en route to give the Brunswick deal-
ers and salesmen sales talks on general selling
principles.

Grunewald Celebrates Its
Seventy-fifth Anniversary

Famous New Orleans Music House Has Han-
dled the Steinway Piano for Sixty Years

New OrrLeaNs, La, December 5—The L.
Grunewald Co., Inc., this city, completed three-
quarters of a century in the music business
last month, and in this connection the estab-
lishment has been accorded much valuable
publicity and public recognition through the
local press. \When the firm was founded by
Louis Grunewald, Sr., just after he came to
this country in 1852, it occupied a tiny shop
in Magazine street. There was just enough
room to display a few pianos and organs, but
the increasing business made necessary a series
of moves until the present site on Canal street
was chosen, where the company now occupies
its own four-story building.

The Grunewald Co. has for many years been
ranked as one of the largest music houses in
the South. For sixty years the company has
been exclusive agent for the Steinway piano
in this region, and in addition has handled the
Vose, Brambach, Milton, Gulbransen and other
pianos for a long period of years. The Victor
and Brunswick lines of phonographs, records,
small goods and sheet music are also carried
in large, separate departments. Only three men
have been at the head of the business in its
seventy-five yvears. The founder, Louis Grune-
wald, remained president of the company until
his death in 1915, but his eldest son, William
N. Grunewald, had been in active charge since
1881. The son became president at the founder’s
death, but died himself two months later, Man-
agement then fell upon his son, Benedict
Moret Grunewald, then thirty years old, who is
<till president.

New Branch in Faribault

The Segerstrom Piano Co., Albert Lea, Minn,,
of which V. E. Segerstrom is proprietor, has
opened a new branch store in Faribault, Minn,,
handling a full line of instruments.



The Talking Machine World, New York, December, 1927 63

New Cabinet Speaker, Mode/17 . . . $55.00

L -
Rola Gives Incomparable Performance

@” With the development of the light, free-floating, cone reproducer, Rola first '\
e é:\ achieved the true fundamental bass—the range of “lost tones.” Now Rola G
) has conquered the baffling problem of uniform resonance-free L
reproduction over the entire musical scale. = « « @ v o %
The result is a quality of reproduction utterly unknown in ,(,’i-/ Jy
radio until this year. € When listening to the new Rola AN\
you will be profoundly impressed by its superb soft- o~
ness and richness of tone, and its perfect articula- (\ % , ) ‘\‘)

tion and tone shading of music and speech.

Rola represents the most beautiful, com-

pleteand salable radio speaker line today.
”\\/\ Write for the name of a Rola jobber near you.

' d

THE ROLA COMPANY

y x\ 612 North Michigan Avenue
TAIANY Chicago, Illinois

o 24 = : )

| Forty-fifth and Hollis Streets

New Table Speaker, Model 10 $32.00 Oakland, California New Pedestal Speaker, Mode/ 12 $37.50
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Business Speeds Up in Milwaukee as the
Holiday Buying Draws People to Shops

Retailers and Wholesalers Report Satisfactory Sales Volumes—Standard Radio Co. Announces
New Kellogg Dealers—Association Launches Christmas Drive—Trade Activities

MiLwAUKEE, Wirs, December 8—Phonograph
and radio business has been outstanding in the
sales reports of Milwaukee retail establishments
and reports from jobbers in the local and Wis-
consin and Upper Michigan field indicate that
sales are going ahead well

Inquiries From Advertising

“We are elated over business,” declared Irvin

. Witthuhn, of the Standard Radio” Co., dis-
tributor of the Kellogg line in Wisconsin and
Upper Michigan. “We are receiving ten times
as many inquiries on our advertising as we did
last year, although our advertising has not been
increased to such a great extent. There is very

good interest among the dealers in the Kellogg
AC sets. Christmas business is opening up and
in many cases the Christmas demand becomes
one for immediate delivery, although dealers re-
port a considerable tendency to buy, particu-
larly for gift purposes.”

The Standard Radio Co. has announced the
appointment of the following Kellogg deal-
ers in Milwaukee county: Bates Radio Corp,,
Buech Saxophone Shop, Barnes-McGovern Co.,
Gitzel’s Music Store, Held & Held, Krech Elec-
tric Co., Kaplanek & Walker, South Ailwaukee,
Wis.; Luderus Radio Service, Luebtow Music
Co., Mueller Radio, Inc, Odry Bros., Cudahy,

power unit.

than a “B”

SERIES FILAMENT CONNECTION and
RAYTHEON TYPE BA RECTIFYING
TUBE — the simplest, cheapest and most
satisfactory solution to the problem of A-B-C
Light-Socket Power Operation

The Ravtheon BA Rectifying tube in a properly
designed power unit provides a tried and proven
A-B- C power supply, direct from the light socket.
for any radio receiver emplovmv 201-A or other
standard tubes connected in series.
hook-up is inexpensive to build, profitable to sell
and entirely satisfactory in performance.

Consider, too, that any battery set can easily be
rewired to operate perfectly from this one-tube
Dealers can bank on plenty of Ray-
theon BA Tube sales—especially since this com-

plete A B-C power supply costs very little more
power unit alone! I.ist Price, $7.50.

Raytheon Manufacturing Company
Cambridge, Mass.

S Raytheon &

The resulting

LONG LIFE RECTIFYING TUBE

Wis.; Harry Schwartzburg, Merrill J. Page,
Inc.,, Piasecki Radio & Victrola Shop and the
\West Allis Music Shop, West Allis.

Kellogg Dealers at Dinner Meeting

Twenty-eight Kellogg dealers of this city
were entertained at a dinner by John Zeman,
president of the Standard Radio Co., Milwau-
kee, Kellogg distributor, on November 3, at
the Milwaukee Athletic Club. In addition to
the Milwaukee dealers, William R. Shambeau,
a Kellogg dealer of Oshkosh, Wis, H. C. Ab-
bott, sales promotion manager of the Kellogg
Switchboard & Supply Co., Chicago, and Mac
Harlan, advertising manager of the Kellogg
organization, were present to participate in the
festivities.

After the dinner several short talks were
given by Messrs. Shambeau, Abbott, Harlan
and Zeman. The “piece de resistance” of the
dinner was pheasant, which Mr. Zeman con-
tends that he shot or bagged, while on a hunt-
ing trip in South Dakota a few days before
the event.

Radio Business Holding Up

While there has been a decrease in activity
in many lines of merchandise, retailers in Mil-
waukee report that radio business has been
holding up consistently. “Radio business is won-
derful,” declared Eric S. Hafsoos, of the Flan-
ner-Hafsoos Music House, Inc. “We are hav-
ing very good business with the higher-priced
sets, Sonora, Crosley and Bremer-Tully lines.”

At Edmund Gram, Inc., Edward Herzog, sales
manager, stated that both radio and phonograph
business has been satisfactory. The Gram house
features the Atwater Kent and the Stromberg-
Carlson.

Association Activities

The Wisconsin Radio Trade Association
launched some successful Christmas sales pro-
motion work this year. The Association had its
own Santa Claus make the rounds of the radio
stores of Milwaukee beginning with December
2, and bringing a present for every boy or girl
coming into the store accompanied by his father
or mother. Santa Claus is visiting each of the
radio stores twice during the period before
Christmas.

The following firms have become members ot
the Wisconsin Radio Trades Association: M. H.
Pellin, J. K. Bal Electric Co. Hilger Auto
Supply Co., Venus Radio Shop, Max Weinberg,
Milwaukee Radio Shop, George H. Eichholg,
Scheff’s Radio Shop, Advance Radio Shop and
Frank Preuss.

News Gleanings

Harry E. Weber, Inc., Stewart-Warner dis-
tributor, has received much favorable publicity
for its courtesy in making possible a broadcast
of all Wisconsin University football games, by
direct wire from the football field.

An amendment of the articles of incorpora-
tion of Shadbolt & Boyd Co., distributor of the
Fada, increasing the capital stock from $405,000
to $750,000, has been filed in the office of the
Register of Deeds at Milwaukee.

A $100,000 blaze at Chippewa Falls destroyed
the plant of the Molded Products Co., manufac-
turer of radio horns.

Music and radio dealers at Sheboygan, Wis,
co-operated in a local radio show and home ex-
position. Firms taking part were the A. E.
Winscher Co., Fada Sales & Service Co., Nye
& Winter Co., H. C. Prange Co., The Bruns-
wick Shop, Rickmeier Fedler Electric Co,
Charles A. Honold Co., S. W. Miller Piano Co.

The Badger Radio Corp., handling radio out-
fits and supplies exclusively, has been opened at
Burlington, Wis., by Simon and Joe Holtz.

The Waltham Piano Co. will build a $100,000
addition to its present plant, the addition to be
used for the manufacture of a combination
electric piano and radio, according to Paul F.
Netzow, president of the company.

The demand for higher-priced instruments has’

become so great that it is difficult to meet it,
according to Carl Lovejoy, representative of the
Brunswick in Milwaukee territory. Two instru-
ments, Pr 138 C and Pr 148 C are in excep-
tionally heavy demand.

-
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| J‘ augh and be merry, remember, better the world ‘
/% with a song,

,| "0:‘ Better the world with a blow in the teeth of a wrong. ' .~
.’\. Laugh, for the time is brief, a thread the length ‘
\“.‘ of a span. ' J
2 4 Laugh, and be proud to belong to the old proud ‘\A‘
w‘ i pageant of man. M

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street , New York, N. Y.
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augh and be merry: remember, in olden time,
God made Heaven and Earth for joy He took in a rhyme,

Made them, and filled them full with the strong red wine
of His mirth,

The splendid joy of the stars: the joy of the earth.

L"

MERRY CHRISTMAS
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of the sky,
Join the jubilant song of the great stars sweeping by,
Laugh, and battle, and work, and drink of the wine outpoured
In the dear green earth, the sign of the joy of the Lord.

; (S o we must laugh and drink from the deep blue cup

—

HAPPY NEW YEAR
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N \‘ augh and be merry together, like brothers akin, ”

"3‘ Guesting awhile in the rooms of a beautiful inn, 'g‘
) ‘ Glad till the dancing stops, and the lilt of the “ '

Laugh till the game is played; and be you merry, =
my friends. .

,: ,: music ends. .“
W W

d Be Merry, by John Masefield

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street New York, N. Y.
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National Music Week Idea
Making Rapid Progress
Figures Made Public by the National Music

Week Committee Show That Celebration
Has More Than Doubled in Past Four Years

More than a doubling of the extent of the Na-
:ional Music \Week in the four vears of its exist-
ence is shown by figures recently made public
by the National Music Week Committee. These
indicate that 1614 cities and towns participated
in the observance this year. This is contrasted
with the first national celebration, in which 780
towns participated. This remarkable growth
has been effected not by sensational methods,
but by a quiet promulgation of the Music Week
idea and a co-operation with local observances
on the part of the National Music Week Com-
mittee,

Previous to the synchronization of the various
local Music Weeks, which was brought about
by the initiative of C. M. Tremaine, of the Na-
tional Bureau for the Advancement of Music,
only 150 cities or towns had held a Music Week.

Not only in numbers, but geographically, have
the Music Week observances made a remark-
able spread. The celebration is now carried out
not only in all of our States, but in our terri-
torial dependencies such as Hawaii. Philip-
pines, Alaska and the Virgin Islands. The gov
ernors of these territories have now joined the
wovernors of the various States on the honorary
committee for National Music Week. The move
ment has also been adopted in Canada and
South Africa.

In a large number of instances the local
Music Weeks produced definite beneficial re-
sults, as noted in the reports of the local chair-
men, These include the organization of bands,
orchestras or choral groups, the purchase of
musical instruments for the schools, a recog-
nition of music as an essential in the school
curriculum, and a getting together of local musi-
cians for civic betterment. One example of the
latter result is provided by Goshen, Indiana,
where the Music Week resulted in the organ-
ization of choir directors meeting every other
week to promote choral music and to put more
enthusiasm into their own choir work. A re-
sult of this team-work is a community Christ-
mas concert of massed choirs planned for the
coming holidays.

It is expected that the achievements of the
recent Music Week will be eclipsed by the com-
ing observance on May 6-12. Among the general
ieatures planned by the National Music Week
Committee are a special recognition of Ameri-
can music, the development of better congrega-
tional singing in the churches, the development
of the music memory contest as a feature of
rural Music Weeks and a tying-in of the motion
picture houses and the radio with the Music
Weeks in the various sections. Suggestions on
these subjects and copies of Music Week printed
matter, such as “How to Organize a Music Week
Committee,” are to be had without charge from
the headquarters of the National AMusic Week
Committee, 45 \West Forty-fifth street, New
York City.

D. S. Spector Comments on
New Kolster Radio Sets

Commenting upon the two new Kolster elec-
tric light socket receivers recently announced
to the trade by Federal-Brandes, Inc, D. S.
Spector, general manager of the merchandising
division, expressed the pride of the organiza-
tion in the tone quality and simplicity of
operation of these new models. They are both
six-tube sets, one a console and the other a
table model with single control.

“These sets are a complete change from the
receivers found on the market a few years
ago,” said Mr. Spector. *“The improvement in
natural tone quality has kept up with the sim-
plified operation, making these new broadcast
receivers an important addition to every home.”
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RADIO TABLE
for all Popular Seis
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THIS table solves the question of where'to put any popular
radio set. Made to accommodate the following best sellers:

Radiola No. 16 Bosch Little Six

Crosley Band Box Fada No. 265-A

Stewart-Warner No. 300 Freed-Eisemann N. R. 9
Atwater Kent Nos. 30, 33, 35

The dimensions will show just what other sets may be used on this table:

EXTREME OUTSIDE MEASUREMENTS: Height, 38 in. Length, 23 in. Depth,
18 in. To top of bottom deck, 30 in. Top deck, 7/4x%21 in. Bottom deck, 10x23 in.

INSIDE MEASUREMENTS: Top deck (for dry batteries). Height, 7 in. Depth,
614 in. Width, 20 in. Bottom compartment (for wet batteries or eliminator), Height,
1014 in. Depth, 1214 in. Width, 1834 in.

The top deck will accommodate all popular loud speakers. The purpose of this deck
is not only to add to the appearance and convenience of the table, but to eliminate the
hum that is probable when the speaker is on same level as set. The back is open for
quick access to all A and B batteries or battery eliminator, if used. The top deck is
for dry batteries and the bottom compartment for wet batteries or eliminator, amply
large to provide clearance for Balkite, Philco and other standard eliminators. Made
of thoroughly seasoned kiln dried gum, finished brown mahogany to harmonize with
the prevailing finish of all sets. Note recess in front, making it easier and more
comfortable for the operator, and also inch and one-half hole in top cabinet for easy
wire connection. In fact, it is the most complete radio table on the market. Sold by
all dealers. List price, $16.00.

MANUFACTURED BY

MEMPHIS FURNITURE
MANUFACTURING CO.

MEMPHIS, TENN.

Distributors: Worite for our proposition




Recording Artists in
Concert Appearances
Invite Record Tie-Ups

The following list of concert dates of a num-
ber of recording artists has been compiled for
the benefit of dealers who wish to stimulate the
sale of records of artists appearing in their
cities or towns. Tie-ups can be effected through
the mediuins of window displays or by direct
mail, calling the attention of customers to the
scheduled appearances and a mention that the
artist’s recordings are available:

VICTOR ARTISTS

Harovro BAUER.—]anu:1ry 5, Cincinnati, O.; January 6,
Louisville, Ky., Columhia Auditorium; January 8, Cbicago,
I, Studebaker Theatre; January 9 and 10, Urbana, Ill.,
University Auditorium; January 12, Muncie, Ind., Masonic
Temple; January 13, Parkersburg, W. Va.; January 15,
New Yark, N. Y., Town Hall.

LucrFzta Bori—January 10, Waterbury, Conn., Bucking-
ham Hall.

Pasro CasaLs—January 5, Cincinnati, O.; Fanuary 10,
Lexington, Kv., Woodiand Auditorium: January 12, Green-

S
Air-Column Speaker

Here is the speaker that has taken the en-
tire radio world by storm. The Temple is
a development of the long air column prin-
ciple and the results are positively aston-
ishing.

Amagzing Volume
So great is the vol- / \,
ume of this new -
Temple Speaker, so
clear its tonal qual-
ities, so wide its
range, that it brings
to your customers
A new enthusiasm
for radio—a real-
ization of tone re-
production they
never dreamed was
possible.

Sells by Comparison

The Temple is not just another speaker for
you to sell. It sells itself by comparison.
Hook it up with five other speakers with
a Temple Comparator and you be the judge.
Your customers will select the Temple
every time with their eyves closed.

A RIGID SALES POLICY
Backed by a Broad Advertising Campaign

Temple Models Priced From

$29.00 to $85.00
TEMPLE, Inc.

1925 South Western Avenue
CHICAGO
Leaders in Speaker Design

castle, Ind., Meharry Hall; January 14, New York, N. Y.,
Town Hall; January 15, hronxville, N. Y, High Scboo
Auditorium.

RicuAro Crooxs—December 28, New York, N. Y., Car-
negie Hall.
 FLonzALEY QUARTET—December 16, Newark, N. J., South
Side High School Auditorium; December 18, Pbiladelpbia,
Pa,, Penn Atbletic Club Ballroom.

. .bUSOLINA GranNiNi—December 16, 17 and 26, Pbiladel-
&ma, Pa., Achem of Music; December 28, New York,
. Y,, Carnegie Hall; January 5, Rochester, N. Y., East-
man Tbeatre.

JascHA He1reETz—January 4, New York, N. Y. Carnegie
Hall; January 6, Princeton, N. J., Alexander hal]; Jan-
uary 8, Boston, Mass.,, Symphony Hall; January 12,
Rocbester, N. Y., Eastman heatre; Jaauary 13, Buffalo,
N. Y.; Consistory Auditorium.

Fritz KrEisLEr—January 12, Harrisburg, Pa., Majestic
Tbeatre; January 13, Greensburg, Pa., High School Audi-
torium; January 15, Hartford, Conn., Capitol Theatre.

Mary LEwis—December 16, East Stroudsburg, Pa., Col-
lege Auditorium; January 9, Denver, Colo., Auditorium.

PaoErEwsk1i—January 3, New Rochelle, N. Y., Junior
Higb Scbool Auditorium; January 5, Orange, N. J., High
School Auditorium; January 7, Philadelphia, Pa., Academy
of Music; January 9, Brooklyn, N. Y., Academy of Music;
January 11, Troy, N. Y., Music_Hall; January 12, Spring-
field, ass.,, Municipal Auditorium; January 15, Boston.
Mass., Symphony Hall,

RACHMANINOFF—January 15, Stamford, Conn., Stamford
Theatre.

MarroN TatrLey—December 18, Brockton, Mass., City
Theatre; January 3, Detroit, Mich., Arcadia Auditorium;
January 5, Saiginaw, Mich., Auditorium; January 10, Cin-
cinnati, O., Music Hall; January 13, Columbus, O., Me:
morial Hall.

REINALo WERRENRATH—December 16, Godfrey, I1l., Mon-
ticello Seminary; January 15, Bronxville, N. Y., Higb
Scbool Auditorium.

BRUNSWICK ARTISTS
Tue A. & P. Gyesies—December 18, Baton Rouge, La.;

December 19, Alexandria, La.; December 20, Monroe 8
December 21, Pine Bluf, Ark.; December 22 an'dLSS'.
Sbreveport, La.; December 24, Texarkana, Tex.; December
29, Little Rock, Ark.; January 2, Birmingham, Ala.: Jan-
uary 9, Atlanta, Ga.

THE CLEVELAND OrcHESTRA—December 22, Cleveland, O.:
December 23, Cleveland, O.; December 29, Cleveland, O.:
December 30, Cleveland, O.; January 35, Cleveland, O.:
January 6, Cleveland, O.; January 12, Cleveland, O.; Jan-
uary 13, Lle,\(e]and, O.; January 29, Cleveland, O.

Ersnuco TrRio—January 11, New York, N. Y.; January
13, Newark, N. J. i

GALLA-RIN1I—December 15, Reading, Pa.; December 19,
Allentown, Pa.; December 22, Easton, Pa.: December 29.
\otxjk, Pa.; January 2, Pittsburgb, Pa.; January 8, Cincin.
nati,

Miss IsA KREMER—December 25, Kansas City, Mo.: Jan-
uary 1, Milwaukee, Wis. e

ALLEN McQUEAE—December 21, Cbicago, IlI.

PHILEARMONIC SocCIETY (MENGELBERG)—January 4, Balti-
more, Md.

_N}:w YorK STRING QUARTET—December 15, Bluefield,
Ky.; December 18, New York City; December 24, Racine.
Wis.; December 26, Dixon, IIl.; December 27, Aurora, Ill.;
December 28, Keokuk, Ia.; January 13, Hartford, Conn.

Joun CHarRLEs THoMAs—December 15, New York City.

COLUMBIA ARTISTS

Ersa Arsen—December 15 and 16, Detroit, Mich.

FraNces BeErkova—January 15, St. Louis, Mo.

SopH1E BRASLAU—]January 15, New York City, N. Y.

Ignaz FrieomMaN—December 21, New York City, N. Y.

FrASER GANGE—December 18 and 19, Boston, Mass.;
1I\)Jecgfmber 21, Chicago, Ill.; January 10, New York City,

Percy GRAINGER—January 2, Quincy, Ill.; }’anuary 3,
Milwaukee, Wis.; January 5, Ripon, \Vis.; January 6.
Moline, Ill.; January 9, York, Pa.; January 11, Rydal, Pa.:
January 12, \Villiamsport, Pa.

Duci De KEerRexjarro-—December 19, Pbiladelpbia, Pa.;
December 26, Boston, Mass.

LoNooN STRING QUARTET—TJanuary 5, Wellesley, Mass.;
ﬁar}uar 6, Saratoga Springs, N. Y.; January 13, Sweet

riar, Va.

Musicar ART Quarter—December 18, Boston, Mass.

NEw York SyMPHONY ORrCHESTRA—December 19, Mont-
clair, N. J.

JosErR _Sz1GETI—December 15, Lynchburg, Va.; Decem-
ber 16, Baltimore, Md.; December 21, Syracuse, N. Y.;
December 23, New York City, N. Y.; anuary 8, In-
dianapolis, Ind.; January 9, Winnetka, Ill.; }anuary 12,
Fulton, Mo.; January 13, Warrensburg, Mo.; January 15,
New York City, N. Y.

EDISON ARTIST
ARTHUR MipoLEroN—December 27, Detroit, Mich.

Seventy-nine Nations in
International Radio Pact

Convention in Session at Washington Since Oc-
tober Adjourns After Agreement to Conven-
tion and Two Sets of Regulations

A new convention which will regulate inter-
national radio for five years, beginning Janu-
ary 1, 1929, was subscribed to at Washington
recently. It was drafted by the International
Radio Conference, which adjourned after signa-
tures of delegates from seventy-nine nations
and territories had been attached to the docu-
ment.

In addition to the convention, which had been
under negotiation since the conference con-
vened here October 4, approval was given two
sets of regulations.

The convention itself sets out in general
lines the scope of the agreement and the duties
devolving upon the signatory governments for
its observance and for the maintenance of a
secret and efficient service.

The first set of regulations, in addition to ihe
allocation of wave lengths to the various serv-
ices, -includes a provision for the operation of
radio communication. Land, ship, aircraft and
all other kinds of wireless activities are con-
templated and standard procedure in each case
is set up. Licensing of stations and operators
also is defined.

The second set of regulations was agreed to
by all countries except the United States and
Canada. It consisted of such regulations as the
United States considered infringe upon private
management. These articles deal mostly with
the fixing of radio charges.

Secretary Hoover, who presided over the con-
ference, delivered a closing address in which he
analyzed the major provisions of the convention
and remarked that the harmony and co-opera-
tion displayed by the delegates set ‘“another
milestone in the progress of international rela-
tions.”

The chief problem facing radio, he said,
namely, the efficient utilization of the limited
number of channels, had been solved by the
convention, which was unanimously approved
by the conference. The next conference will
be held in Madrid in 1932.

Schwender’s Music Store, Utica, N. Y, is in
a new location at 227 Columbia street.
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R. F. Bolton Returns to
Columbia Phonograph Co.

After Absence of Three Years Former Man-
ager of Foreign Department Returns to Same
Post—Twenty-seven Years With Company

The Columbia Phonograph Co. recently an-
nounced the re-appointment, after an absence of

three years, of Robert F. Bolton as manager of
its foreign department.

In 1924, when he entered the investment busi-
ness, Mr. Bolton had been twenty-seven years
with Columbia, including service as the first
wholesale manager of the New York branch of
the company.

Columbia’s establishment of a foreign depart-
ment, in which Mr. Bolton was instrumental,
was suggested by the large foreign population
of New York. The fact that Columbia is a na-
tional and international company afforded great
facilities to draw upon, and now this department
of the “twin notes” firm is one of its largest and
most flourishing. Much credit for this develop-
ment is due Mr. Bolton, whose widespread
friends and co-workers in the trade welcome the
news of Columbia’s good fortune in regaining
his services.

Rudy Wiedoeft, saxophone artist, played
“Melody,” by Vice-President Dawes, during the
Columbia Phonograph Hour of December 14.
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[UNITED/

ELECTRIC PICK-UP and
TONE AMPLIFIER

—Surpassing, we believe, all
other existing types for the
electrical reproduction and
amplification of recorded
tones is now available to
manufacturers and dealers. A
comparison by
actual test is in-
vited. Write us.

PICKS UP
MORE!

DELIVERS
MORE!

The United Electric Pick-Up The United Tone Amplifier

Designed by United Engineers—not an imitation, but a distinct ~ Amazing tone volume of natural quality—as loud or as low as
improvement. Small—compact—dust-proof—trouble-proof. Least  operator wishes. Enough volume for large theatre or dance hall,
wear on the records. Will last a lifetime. Richly finished in either  or as soft as desired for the home. All tones and necessary over-
gold, silver or bronze. Furnished separately or complete with  tones of all instruments and voices faithfully reproduced. Fool-
United Spring or Electric Motors. proof in construction. Simply snap current on and off to operate.

The phonograph of today and the future is the electrically-
amplified machine. Again United leads. Wonderful op-
portunity to put new life into your phonograph business.

WRITE FOR PRICES

PHONOGRAPH DIVISION
9702 Cottage Grove Ave.

UNITED AIR CLEANER CO. Chicago, Tilinois
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Year Just Closing Was Most Profitable
in the History of the St. Louis Trade

Increases This Year Over Last Range From 15 Per Cent to 50 Per Cent, According to Reports
of Dealers—Entire Trade in Optimistic Frame of Mind as Year-end Rush Starts

St. Louis, Mo., December 7.—The year of 1927
has proved one of the most profitable in the
history of the talking machine and allied trades,
at least insofar as the St. Louis district is con-
cerned, according to the consensus of opinions
expressed by officials of the trade. Despite the
numerous calamities that overtook the nation
during the year now drawing to a close, includ-
ing the Mississippi Valley flood, the tornado
and other similar disasters, local dealers report
that the volume of business handled by the five
leading lines had surpassed their most sanguine
hopes, and that with a continuance of the pres-
ent heavy demand for the balance of the year,
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STEWART-WARNER

cMatched ~Unit ‘Radio

SR .
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\ that will guide you

§ to Prof_i t Town

Stop! Look! Listen!

Start right—it’s half the finish. The road to Profit
Towa starts with the manufacturer. What can he
do for you? Stewart-Warner starts you with a name
and a line of merchandise that carry prestige and
real net profit.

Caution! Sharp Curve Abead!

What line should you carry? There's a sharp curve!
Slow Down! How many obsolete radios can you
recall? They took the investmeats of thousands of
Dealers. Play safe. Travel with Stewart-Waraer
and you're in husiness to stay.

Down Grade Ahead!

Over stocking is as easy as going dowa bill. It
spells disaster for maay. Stewart-Warner Dealers
carry a small, well-selected stock and draw oa their
nearhy exclusive Distributor as needed. Quick
turnover s the foundation for their success.

Change Gears! Steep Grade!

Some men won't be guided hy the experieace of
others. They stock up beavily with the products of
acomparatively new Compaany. Here is a dangerous
situation. The dealer doesa’t know if he can make
the grade. Usually be lands at the hottom of the hilt
with an uasaleahle stock oa his hands.

Careful! Road Washed Out!

In spite of many warning signs, some dealers still
listen to the talk of long-discount salesmen. The
dealer who believes that long discounts on an ua-
knowa line mean bigger profits must find a way 1o
get out of the hole (Ee high-pressure salesman has
talked him iaco.

Look! Cross Road!

Cll 8 B O R

’:I

Here's where the collisions occur—the crash he-
tween you and a next door competitor. Tragedy
for hoth is the usual result. There are no cross
roads for Stewart-Waraer Dealers—no “next door"’
competitors. This daager is removed and the road
to Profit Town is clear.

Profit Town —Welcome To Our Cily

Any Stewart-Warner Dealer will tell you he is in
Profit Town. He wasn't sold hy high pressure
methods. He weighed all the facts and selected
Stewart-Warner as the surest way. Why not investi-
gate the Stewart-Warner plan today. The franchise
in your territory may he availahle. Wrige us. We'll
sead a road guide to Profit Town—ihe safe way—
the sure way—the Stewart-Warner way!

STEWART-WARNER SPEEDOMETER CORP,
\ CHICAGO. ILLINOIS

'HE Stewart-Warner

line ipcomplete in
every detail—Keceivers,
Reproducers and Tubes.
Prices on sels range from
$50 10 $263.50. §' ere’s
a model 1o fill every de-
mand|

At 1op: Model 705, $124
st of Reckses, 3128

2N Left: Model 423 Repros

ducer, $23
5 Wt of Rockiss §26

the percentage of increase registered by the
trade generally over 1926 would range from 15
tc 50 per cent.

Report Big Sales Gains

Foremost in this respect was the Columbia
Phonograph Co., which reported thdt the month
of November, like the majority of those of the
current year, had shown a substantial gain over
the same month last year, and that for the
entire year their business would show an in-
crease of 50 per cent over 1926

The local branch of the Brunswick Co. also
reported that November business was exceed-
ingly good, approximating 25 per cent more
than the same month last year, and that the
close of the present year should show an in-
crease of between 15 and 20 per cent over last
vear.

The Artophone Corp., distributor of Okeh
records, announced that its 1927 business would
show a “tremendous” gain over 1926, while the
local offices of the Victor and Edison Cos. de-
clared that conditions were “excellent” and
“gratifying,” respectively.

Direct Mail Aids Brunswick

Officials of the Brunswick Co. attributed a
goodly portion of the increase in their last
month’s business to the extensive direct mail
campaign, the appearance of artists, and the
cffective program of exploitation carried on
throughout the territory. The direct mail cam-
paign, alone, officials of the local branch de-
clared, had produced a total of twenty-six new
record accounts in the St. Louis territory dur-
ing the past few weeks.

Capitalize Appearance of Artists

The company and dealers also carried on an
effective advertising campaign in St. Louis sim-
ultaneously with the appearance in the city of
Nick Lucas, the Brunswick Junior Record Star,
and Harry Richman, star of George White's
Scandals. Extensive window displays, stream-
crs, and newspaper advertising were resorted
to in an effort to capitalize upon the appear-
ances of the artists. An added factor was the
appearance of many of the artists at the deal
ers’ stores during the month.

Victor dealers also report that the appear-
ance in St. Louis of Zez Confrey and His
Band and Ted Weems and other Victor record
artists had bolstered the sales of their records.

Hold Sales Conference

During the past month, E. F. Stevens, as-
sistant record sales manager of Chicago, and G.
Ritter, foreign record manager, conducted a
tour-day sales conference at the local branch
of the Brunswick Co. The classes were con-
ducted for the sales organization of the local
branch and were productive of much good, ac-
cording to A. E. Brown, local manager. The
company also announced that its Memphis
headquarters are now in the process of being
expanded and that R. N. McCormick, formerly
assistant manager at St. Louis, had been trans-
ferred to that division. O. M. Fisk, formerly
the Illinois-Missouri representative of the com-
pany, had been named to succeed Mr. Mec-
Cormick.

N. M. Smith Calls on Trade

During the past month N. M. Smith, manager
of the local branch of the Columbia Co., visited
the Sterling Radio Co. at Kansas City and the
Harbour-Longmire Co. of Oklahoma City, Co-
lumbia jobbers. He reported that the demand
for Columbia products in this section is con-
tinuing unabated.

Artophone Corp. Expanding

To provide for expanding line of portables,
the Artophone Corp. is making extensive alter-
ations to its portable plant in St. Louis. The
company recently increased its exploitation de-
partment for Okeh records to four men and has

added five new outside salesmen to the present
force. The company also announced that the
production of small goods during the past
month has been trebled and that the output of
new cabinet models is exceeding expectations.

Edwin Schiele, president of the Artophone
Corp., has just returned home from an exten-
sive trip East in an effort to establish new
trade connections for Artophone’s line of
phonographs, portables and other smaller in-
struments.

Crosley Jobbers and Dealers Discuss Plans

Seventy Crosley radio distributors and deal-
ers were guests Tuesday, November 25, at a din-
ner at the Hotel Claridge, at which advertis-
ing and merchandising of Crosley radio sets and
speakers were discussed. F. L. Ray, territorial
representative of the Crosley Radio Corp. of
Cincinnati, was the principal speaker at the
meeting, which was also addressed by L. P.
Harris, sales manager of the Benwood-Linze
Co., Crosley distributor, and R. J. Lickiss, sales
manager of Geller, Ward & Hasner Co,, also a
Crosley distributor.

H. R. Fletcher Ends Record-
Breaking Business Trip

Vice-President and Director of Sales of Algon-
quin Electric Co. Covered Extensive Territory
in Quick Tour—Broadcast Talks a Feature

H. R. Fletcher, vice-president and director of
sales of the Algonquin Electric Co., recently
returned to his desk from an extended trip to
jobbing and distributing centers throughout the
country in the interest of the new Thermiodyne
receiver and Algonquin speaker. It was a rec-
ord-breaking trip, according to Mr. Fletcher,
from a standpoint of territory covered in a
given length of time, much of his traveling
having been done by airplane. Several talks
by the Algonquin executive from \Vestern
broadcasting stations featured his trip.

Mr. Fletcher announced that he had in-
augurated a special co-operative sales promotion
plan with Algonquin distributors and dealers
which will tend to make a successful year even
more satisfactory. Additional manufacturing
and wmerchandising plans for 1928 will shortly
be announced to the trade, according to Mr.
Fletcher.

Fred Rich and His Hotel Astor Orchestra,
Columbia artists, sail December 16 by “S. S.
Paris” for England.

PHONOGRAPH
MOTORS
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WIDE variety of

Motors made by
HermANN THORENS,
Ste. Croix, Switzer-
land, Manufacturer
of FEurope’s most
celebrated phono-
graph motor.

High quality — rea-
sonably priced. In

different capacities,
playing up to 10
records.
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T»HORENS, Inc.

Sole Distributors for U.S. A.
450 Fourth Ave. @ New York City
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TODAY

Everyone wants an ELECTRIC radio set

“A” and “B” units will make any radio

set an electrically operated set!

No Acids | ; P ] F Guaranteed
No quulds . | AL '-"‘ . to gwe

complete

satisfaction

For big business and big profits now, electrify all
the radio sets in your town with Majestic units.
Both “A” and “B” Power units and the set con-
trolled by one switch. Only one light socket
connection needed.

GRIGSBY-GRUNOW.-HINDS CO., 4540 Armitage Ave., Chicago
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JOHN HAVILSON Mana er

324 \VASHINGTON ST, BOSTON MASS.

Many New England Dealers Report Marked
Increase in Sales Volume During November

Dealers in Flooded Regions Getting Back to Normalcy—Brunswick Price Reduction Stimulates
Sales—F. D. Pitts Co. Does Brisk Business—Atwater Kent and Sonora Sales Gain

BostoN, Mass., December 10.—About one half
he dealers in Greater Boston report a marked
improvement in November business over the
previous month and similarly an improvement
over November of a vear ago, although there
vre those who fell somewhat behind in the rela-
tive business. Local wholesalers and dealers
have been ecspecially interested to know how
those in the flood sections of New England
fared in the catastrophe of a few weeks ago,
but a careful canvass discloses that while many
of them suffered considerably they are getting
on their feet. There has been a general dis-
position on the part of the jobbers to give the
dealers every possible consideration in their
«ffort to get back to normal again.

F. D. Pitts Co. Rushed

The F. D. Pitts Co., Inc., which is now
recognized as among the leaders in radio dis-
tribution and whose warerooms at 219 Co-
iumbus avenue are a veritable hive of industry,
may be said literally to be working night and
day. With something like 1,500 agencies in the
field and a small army of traveling men it
would seem that the house could not possibly
be busier than it is at present. This, of course,
simply means that the Kellogg products are

rapidly growing in popularity. Just at this time ’

interest of the concern is focussed on the Kel-
logg table model of which the Pitts Co. can-
not get enough to supply the demand.
Atwater Kent and Sonora Sales Grow

The J. H. Burke Co. is meeting with enor-
nous success in handling the Atwater Kent
line of radios, and the A. C. sets especially are
in great demand, an interesting expectancy be-
ing noticeable among all the dealers. Mean-
while unseasonable weather has been playing
its part and in general business may be said to
be spotty with the exception of special lines.
Orders are piling up and if the supply was
enough to meet the demand the house would
feel well satisfied, but this state of affairs has
not eventuated as yet.

The Sonora Co., whose product has long been
the chief selling one of the Burke Co., is now
in the market with its alternating current set
of radio and for this there is a popular demand.

Callers at the warerooms of the J. H. Burke
Co. have included George Coleman, of the Red
Lion Cabinet Co.; Herbert E. Young, the East-
ern representative for the Majestic Eliminator,
and Vernon W. Collamore, general sales man-
ager of the Atwater Kent Co.

Price Reduction on Brunswick

December 1 was an important day in the his-
tory of the Brunswick Co., and New England
Manager Harry L. Spencer has been getting
ready to meet the sudden demand incident to
the reduction of the price of Brunswick records.
In all the Brunswick agencies in New England
there was a very positive demand for the re-
duced prices, and local houses within the con-
fines of the city put out large display adver-
tisements in the daily papers announcing the
change in price.

One of the new accounts of the Brunswick
is Charles S. Norris, Inc., at 181 Tremont street.
This house, which is one of the leading piano
houses of tlie city, has a most advantageous
location and since the announcement of the re-
duction the warerooms have been enjoying a
notably big business.

W. S. Parks Predicts Prosperous 1928

The good news from the* New England
branch of the Columbia Co. is that thus far the
1927 increase over the same period of 1926 has
been 69.1 per cent and with the increase an-
ticipated for December by Manager W. S.
Parks the twelve months should make a show-
ing that he well may be proud of. Manager
Parks says of 1928: “We look forward to the
new year with an enthusiasm we have never
known before.” Mr. Parks has just returned
from New York, where he learned, at the Co-
lumbia’s executive offices, something of the
company’s plans for 1928, which plans as usual
are based on the needs of dealers.

and NEW _—="
=-ENGLAND

The Columlna-Kolster combination has been
carefully inspected by many New England
dealers, all of whom pronounce it a marvelous
reproducing instrument and when used as a
loud speaker for radio, distant stations can be
heard and enjoyed to the same extent as local
stations. The local headquarters have many un-
filled orders for this model.

Assistant Manager Fleming, of the Columbia
Co., has just returned from the flooded section
of Vermont and New Hampshire, where he
talked with a number of Columbia dealers with
regard to conditions. Mr. Fleming was sur-
prised at the determined spirit of the people of
the stricken area who are pushing ahead with
their reconstruction program.

News Gleanings

Local bits of news from the Columbia head-
quarters are that Manager Parks is sporting
a new hunting jacket, but because of the many
fatalities to deer hunters he will confine his
marksmanship to the shooting galleries; that
Arthur Tucker, a tenor at the Park Street
Church, has just purchased a Kolster repro-
ducing instrument and is most enthusiastic over
it; that George L. Donnelly, the Columbia field
representative, has lately added a number of
new accounts to his territory; that Dave Bed-
rick, a new addition to the Columbia’s selling
force, was in the flooded section of Western
Massachusetts, but managed to get out just in
time; that Frank Fiumara, general Columbia
field representative, is the proud possessor of an
airedale puppy, which he plans to use to re-
trieve golf balls on the links.

Gramophone Co. Official Is
Guest of Victor Executive

Jan Cremieu-Javel, who is connected with the
artists department of the Gramophone Co,,
Ltd., London, England, is a visitor to this coun-
try, studying the American entertainment field.
Mr. Cremieu-Javel is at present stopping at
Camden, N. J., as the guest of Walter J. Staats,
vice-president of the Victor Talking Machine
Company.

Ben Selvin’s orchestral release for Columbia,
“Among My Souvenirs,” is a hit.

SITTING PRETTY

for

1928

When have Victor dealers been in a better position to build up
great sales totals?

HIS MASTLRS v
.. MEC.U.S.PAT. - FF ¥
Y >

Oliver Ditson Co.
BOSTON

Never.

The Victor line offers—and has available—instruments to meet
every demand and every purse—whether it be the portable or the
great combinations—while to go with them are records of sur-
passing excellence.

Ditson Service will keep that varied line complete

Chas. H. Ditson & Co.

NEW YORK
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Here are a few of the many testimonials from dealers
throughout the country:

H. C. Prange Co., Sheboygan, Wis., says: *“The first coin oper-
ated Automatic Victrola was installed in an ice cream parlor in
the new Eagles Club building. The first week the receipts were
$82. For the balance of a period of about a month the receipts

" averaged $7 per day.”

Erbe-Hoffman Co., New Holstein, Wis.: “We have disposed of
ten coin-operated Automatic Victrolas. Receipts and results
have been most gratifying.”

Kesselman-O’Driscoll Co., Milwaukee: “We have sold more
than twenty-five of the Badger’s coin-operated Automatic Vic-
trola. In many instances, we have reports of receipts from
$5 to $10 per day. Since you have supplied us with these
instruments with the beautiful glass panel in the door, sales
have been much easier, and where installed, receipts have
materially increased. Any man with a Victor dealer agency
who does not get after this business is missing a great bet. We
are planning for 1928 business now, and expect to exceed
$75,000 on the Badger's coin-operated Victrolas.”

Edmund Gram Co., Milwaukee, Wis.: “We are very much
pleased with the results we have had with the sale of the coin
operated (nickel-in-the-slot) Automatic Victrolas. Not only are
we pleased but in every instance the purchasers have not only
been gratified with results, but they have given their patrons a
better and more varied program of music than was possible in
any other manner.”

Kops Piano House, Great Falls, Mont., writes as follows: ‘It
may be interesting for you to know that we recently sold the
Manhattan Café, Otto Powell, proprietor, here at Great Falls
one of the Automatic machines we received from you, equipped
with a dime slot. We opened it yesterday after he had used it
just one month and took out exactly $124.60 in dimes. In
addition to the money received we might say that he used the
machine considerably without the coin attachment being on.
We think this is a wonderful business if properly pushed.”

The Badger Automatic

I Coin-Operated
Orthophonic
Victrola

Every restaurant, dining room,
road house, ice cream parlor and
dance hall is a live prospect
for this “self-supporting instru-
ment.”

Owners everywhere are enthu-
siastic about the money-making
possibilities . . . . . and the
exceptional music produced by
this remarkable instrument.

Only on the BADGER Auto-
matic can you get ALL the
worth-while features that make
for complete success.

Dealers in both large and small
communities can successfully
market this unique Victrola.

Victor Dealers:
Write for Prices
and Detailed Information

Badger Talking Machine Co.

Wholesale Distributors for Victor Talking Machine Co.
191 Fourth Street, Milwaukee, Wisc.




T. Harry Thompson Discusses Ways
of Exploiting the Vicirolia Electrola

In Current Issue of Voice of the Victor Interesting Article Tells of Sales Possibilities of
Instrument—Suggests Providing or Renting the Electrola to Furnish Music at Dances

A new sales field was analyzed in an inter-
esting article by T. Harry Thompson, under
the title “If I Were Running a Dance,” which
appeared in the current issuc of The Voice of
the Victor, the informative dealer publication
of the Victor Talking Machine Co. The article
follows:

“How many of vou fellows remember the old
liigh-school days when you were Chairman of
the Dance Committee? Raise your hand! It
was up to you to see that the annual hop was
a splendiferous affair, both socially and (yes,
ves!) financially. You arranged for the hiring
of the Odd Fellows Hall. (An extra charge
after midnight!) You made up the physical
program, with the help of your committee, and
finally satisfied everybody that there were
enough two-steps, particularly considering the
Paul Jones just before the intermission.

“You rented a punch-bowl and glasses, saw
that there was plenty of grape juice and ice
and oranges, and ordered enough ice-cream and
lady-fingers to go around. You had several
sessions with the printer, and, between you,
got out a program that was simply gorgeous
with tassels and pencils in the school colors.
But the real success of the evening depended
on the orchestra, didn't it? I mean, aside from
+he old worry about whether you would make
expenses or not. You wanted ‘good, snappy
music,’ even in those days. And sometimes it
was good and sometimes you felt like apologiz-
ing for it.

“The essentials of running a successful dance
haven’t changed much since those days. The
chief ingredient in the making of a successful
dance remains—the music! At the risk of
being dismissed from the Trap-Drummers’
Union, I'm going to tell you what I would do
for music if I were running a dance to-day.

“I would talk to my local Victor dealer and
ask him if he would be willing to rent me one
of those wonderful new Victor Electrolas and
a batch of good Victor records. I know that
an Electrola with one of the new power-units
would fill the largest hall with music—and I
would have a glorious dance program by the

best musical organizations in America:

Paul Whiteman and His Orchestra. Roger Wolfe Kahn
and His Orchestra, George Olsen and His Music, Coon
Sanders Orchestra, led \Weems and His Orchestra, War-
ing’s Pennsylvanians, Charles Dornberger, Jan Garber and
His Orchestra, Johnny Hamp's Kentucky Serenaders.

“And myv orchestras, gentlemen, wouldn’t be
fidgeting to catch the 12:15 back to the city.
They would be generous with encores, and
would play till 2 or 3 the next-merning, if we
wanted them to, at no extra charge! Such
music, too!

“During intcrmission 1 would have Frank

Crumit sing ‘Frankie and Johnnie’ and Gene
Austin would entertain us with ‘Muddy Water.’
I would have Paul Whiteman’'s Concert Or-
chestra play Gershwin’s ‘Rhapsody in Blue’
and that melodious nunber Mr. Whiteman
discovered in Vienna, ‘\When Day Is Done.” I'd
like to bet that my ‘Victor’ dance would be
the hit of the season!

“Now this just needs somebody to start it.
\When the public once realizes that the Elec-
trola can give them better music for less money
you are going to see this amazing instrument
called upon more and more, for every occasion

where music is an important factor of the
program.

“How many dancing schools are there in
your town? How many lodge rooms where
music is part of the ritual? How many tea-
rooms and roadhouses where music is essential.
cither for dancing or as a pleasant background
for conversation? These and other public and
semi-public places are certainly logical pros-
pects for an Electrola. And you surely know
of some people who are going to give a dance.
\Why not approach them on the proposition
of renting an Electrola for an evening? Or, if
you feel there is sufficient advertising in it for
vour store, why not offer to furnish an Elec-
trola and some records for a dance— . :
stipulating that there should be mention in the
program or somewhere that the music is by
courtesy of the John Smith Victrola Shop?
We're going to see this some day, men. Why
not be the first to start it in your town?”

La@ Amount of Cash Business Being
Done by Dealers in Cincinnati Territory

Disbursement of Christmas Saving Fund Money Is Believed to Be Reason for This Favorable
Type of Business—Brunswick Co. Representatives Hold Sales Meeting

CincinyNaTi, O, December 8.—Dealers in talk-
ing machines report that at this time there is
a splendid demand, with sales increasing from
day to day. At present a great deal of the buy-
ing is being done on the spot-cash basis, due
to the fact that banks have just disbursed to
“Christmas savings club” members tens of thou-
sands of dollars. In the past two weeks the
more expensive models of talking inachines and
combinations have been moving very rapidly.

A sales meeting and conference of representa-
tives of the Brunswick Co. was held here No-
vember 26. J. E. Henderson, former manager
of the Cincinnati branch, but now gencral
record sales manager, with headquarters in
Chicago, gave a talk in the morning, this being
m regard to the company’s sales policy and
plans for the coming year. At noon the sales
representatives were entertained in Hotel Gib-
son, after which there was a social session and
get-together meeting. A feature of this dinner
was an excellent special program by Ray Mil-
ler’'s Orchestra, the well-known and popular
Brunswick recorders.

“Our broadcasting of Brunswick records
Tuesday evenings, in the regular ‘Brunswick
Hour,” from station \WWSAI, has brought very
satisfactory results,” explained H. H. Sellers,
assistant manager of the local branch. “First,
it has brought to us many dealers who want
to open up new accounts, and, second, it has
done much to promote the sale of Brunswick
records to the masses.”

“We are having a fine demand for talking
machines and records in our Main street store
and also in our branch on West Eighth street,”
said George P. Gross, head of the George P.

Gross Co. “Due to the warm weather which
prevailed the past month, business was more
sluggish than it would have been otherwise,
but now a good volume of holiday trade is
coming in.”

At the Chubb-Steinberg Music Shop, which
tpecializes in talking machines and records, it
was stated that while the holiday business
started to come in a little later than usual this
year, it has now become large.

Morris Fantle, head of the M. W. Fantle Co.,
lias postponed the matter of enlarging his busi-
ness until after the holiday season is over.

H. O. Biddle, proprietor of Biddle’s Music
Store, which is located in Reading, a suburb
of this city, is now spending much of his time
in the Biddle Brunswick Shop, which recently
was opened up by him in the store of the Starr
Piano Co., and which carries the complete
Brunswick line.

“While business was spotty for a while, it
has now become steady and there is a good
demand for the entire Victor line, it being
especially heavy for the more expensive
models,” explained A. H. Bates, secretary of
the Ohio Talking Machine Co.

“Our new electric pick-up machine is here
and ready for distribution, and the demand for
it is simply wonderful,” said Miss Rose Hel-
berg, manager of the local branch of the Co-
lumbia Phonograph Co. '"At present we are
broadcasting Columbia records during shopping
hours, and the public is interested in this.”

At the store of the Starr Piano Co. it was
reported by G. E. Hunt, retail manager, that
Starr phonographs and Gennett records are
moving in a most satisfactory way.

—

KRASCO PHONOGRAPH MOTOR COMPANY

1100 West Beardsley Ave.

PORTABLE MOTOR

Built to sell portable phonographs
Hich in quality—Low in price

Send for a sample, and for a copy of the KRASCO
“catalog which 'illustrates and describes motors from a
portable to a 10-record console type.

Elkhart, Indiana, U. S. A.

No. 55
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The Last Word

A single switch snpplz'es
“ A’ and controls *B”’ power.

in light socket “A” powet

THE new Kathanode U nipower — the
[finest ever built by Gould — and 1t sells

at new low prz’ces.

7 7 7 7

Time-tested principles of designare em-
bodied in the new Unipower. But in ad-
dition it contains a striking advance in
battery practice that makes thiseconom:-
ical form of “A” power equal in most
and superior in some ways to costly
batteryless sets. This new exclusive
feature of Unipower is the Gould
Kathanode assembly (patented).

TheKathanode principlewasfirstused
by Gould in submarine batteries. It is
now applied for the first time to radio.

The new
IMPROVED

Unipower

With it, care is reduced to a minimum;
service expenseis practically eliminated;
and richer, smoother power is attained.
There are no tubes to replace, and it
is practically fool-proof.

It appeals to both kinds of customers.
Those who know so little about radio
mechanics that they want the most reli-
able equipment, and those who know
so much that they appreciate the supe-
riority of the new Gould Unipower
construction.

Write today for complete informa-
tion and new low price list. Gould
Storage Battery Co., Inc., 250 Park
Avenue, New York City.

Price

%35

upwards
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Talking Machine and Radio Sales in
Twin Cities Show Sudden Upward Trend

Dealers and Distributors Anticipate Tremendous Holiday Business—Geo. C. Beckwith Co. to
Distribute Farrand Speakers—Many New Columbia Dealers Appointed—Trade News

St. PauL axp MinNeAroLis, December 8 —~The
season is at its height and consequently the
music trade is also in full swing. There is
only one complaint made at the George C.
Beckwith Co., Victor distributor, and that is
the supply. November up to the 2lst was
even with last year, which was excellent, but a
large shipment the week of the 27th put 1927
ahead of 1926. The dealers in the whole terri-
tory predict a phenomenal Christmas business.

Robert Kane, assistant district manager of
the Chicago office, was in Minneapolis on a
special mission to increase shipments to the
Northwest territory.

R. C. Coleman, manager of the radio di-
vision of the Beckwith Co., says that the de-
mand for electric radio sets has been stupen-
dous. The Federal Ortho-sonic is especially
popular. The announcement that Mohawk is
using RCA 226 tubes has met with the decided
approval of the dealers. It is good news also
that prices on the models are lower and within
the reach of the average pocketbook.

Among the new accounts recently opened by
the George C. Beckwith Co. are the Eau Claire,
Wis., Book & Stationery Co., Geo. Schenfen-
berg, of St. Cloud, and the E. T. Barron Co., of
Superior, Wis.

The radio department of the Geo. C. Beck-
with Co. has taken on the distribution of the
Farrand speaker and is running a full-page ad
with a dealer tie-up.

Radio activity reaches a high tempo at the
salesrooms and offices of the Lucker Sales Co.,
distributor of Kellogg and Crosley receivers
and Magnavox, Balkite, Majestic and Philco
lines. The electric sets which the Lucker Sales
Co. has pioneered are going too fast for the
supply. Every dealer is clamoring for complete
electric sets.

A new revised catalog has been sent to all
dealers by the Lucker Co. Shipments are racing

against the demand, and the month past was.

more than double that of a year ago. All the
retail merchants are demanding lines that are
proved and recommended by reliable jobbers.
The final sales conference of 1927 brought in
the Brunswick representatives the final week of
November. The salesmen report gratifying re-

sults in the territory, with Montana and North
Dakota leading in activity and volume.

S. C. Shulz, manager of the Brunswick Co.,
is extremely pleased with the reception accorded
the first issue of Eddie Dunstedder’s Brunswick
record. The local State Theatre will put on a
special Dunstedder program and a large cut
of the record will be thrown on the screen with
Eddie’s picture. Dealers in all the territory
are delighted with the response and the reorders
are tremendous.

A. W. Brunsell, Frank Faltico and Mr. Shulz
made a trip through the Minnesota territory
the last of November that was productive of
much good. The dealers were glad to see the
Brunswick headquarters officials, whom they
had known hitherto only by correspondence.
One of the largest stores in Duluth, the Glass
Block, had a full-page ad on a big sale, featur-
ing a new trade-in policy of the company on
the recent Brunswick models. S. A. Hilde,
Brunswick representative in that district, is
responsible for the idea. D. P. Cary, presi-
dent of the company, and H. C. Hall, depart
ment manager, are back of the policy.

The new store of the Miller Music Co., at 27
East Superior street, Duluth, is one of the fin-
est in the whole State of Minnesota. There is
a special Panatrope and Ampico demonstration
room that is superior to many in the larger
cities.

Quiet unrestrained enthusiasm has greeted
the appearance of the Columbia-Kolster on the
floors of dealers’ display rooms. The Kern
O’Neill Co. is hoping for adequate shipments
to meet the demand. About one hundred new
Columbia dealers have been appointed since
September 1 in the Northwest territory. The
third issue of the Two Black Crows is expected
December 29, and already a large number of
orders have been placed.

John C. Hodge, of the New York office of
the Columbia Co., was in the Twin Cities calling
at headquarters for the Northwest and the local
dealers in the interest of the Schubert Centen-
nial for next year. E. Kmentt, of the foreign
record department of Columbia, was also a
Twin City visitor. Walter B. Fughum, vice-
president of the P. A. Greir Co., Cleveland, O,

Super

Ball
ANTENNA

Every radio owner—every purchaser of a new radio—is a good
Sell it as part of the
original radio equipment. Sell it as replacement aerial to old
customers. Pays you a better profit than several complete wire
jobs—and gives the customer better satisfaction—all-directional
reception, greater selectivity, better volume, less static. Backed

prospect for the Super-Ball Antenna.

by our unqualified guarantee.

T
Super-Ground & m
Clamp R

A patented adjust-

any pipe and gives
perfect ground con-
nection, Binding
post set screw cuts
through dirt, scale,
or corrosion on
pipe, penetrating
into clean metal.

Super-Ball Antenna Kit

able clamp that fits Contains all materials required for complete
Super-Ball Antenna
improved, adjustable Super-Ground Clamp.
Order from your jobber and write us for
descriptive literature and dealer helps.

YAHR-LANGE

installation, including

MILWAUKEE INCORPORATED WISCONSIN

and for many years in charge of distribution
for the Victor Co., was a visitor in St. Paul and
Minneapolis. He dropped in at the Kern O’Neill
offices to reminisce with his old friend “Doc”
O'Neill.

The Majestic Music Shop, one of the largest
record-selling stores in the Northwest, suffered
a complete loss by fire on October 31. They
are doing business at temporary quarters on
Eighth street, while their store is being com-
pletely restored.

W. J. Dyer & Bro., of St. Paul, have an un-
usually effective window display for the holiday
season. All lines from piano and band in-
struments to sheet music are featured.

Foster & Waldo just closed the books on the
biggest November in their history and De-
cember will probably double any previous
Christmas season. The radio business has been
phenomenal on Freshman and RCA lines. The
company’s boast of ‘“instant service” is made
good by twenty-five service men in the radio
department.

Edison Hears Own Voice
Through Talking Movie

Noted Inventor Interested in Demonstration of
the New “Kenographone” Developed by the
General Electric Co.—Pleased With Results

Thomas A. Edison, who, through the inven-
tion of the phonograph, made it possible for
great artists to hear their own voices and for
the public also to enjoy the voices of those
same artists, had the privilege recently of
listening to his own voice reproduced through
the medium of the “Kenographone,” the new
talking motion picture device developed by the
General Electric Co. Some weeks ago, while
Mr. Edison was being filmed by a motion pic-
ture camera in his laboratory in Orange, he
was engaged in conversation and his voice was
recorded at the same time to synchronize with
the picture, the actual record being made at
the General Electric plant in Schenectady, 200
miles away, through the medium of the long-
distance telephone.

When the picture and recording were repro-
duced for Mr. Edison in his laboratories some
few days ago he tried to hear by means of ear
phones but was unsuccessful. A high-powered
radio loud speaker was then secured and the
inventor was able to hear his own voice. He
was much interested in the experiment, but
expressed the belief that the public would favor
the talking movie chiefly in connection with
educational features rather than with enter-
tainment film,

K. W. Mix Passes Away

The many friends of Kenyon W. Mix, Middle
Western sales manager of the Sleeper Radio
& Mfg. Corp., were shocked to learn of his
sudden death on November 29. Mr. Mix was
found dead in his bed at the Stevens Hotel,
Chicago, having passed away from heart failure
while asleep. He was one of the best-known
executives in the music-radio industry and was
spoken of in the highest terms by Gordon C.
Sleeper, president of the Sleeper Corp.

Mr. Mix’s home was in South Bend, Ind.,
and he is survived by Mrs. Mix, a son and a
daughter.

Plans for McDonald Howl
Arrester Are Under Way

Merchandising plans for the McDonald howl
arrester or tube shield are well under way,
following the establishment of New York offices
of the Scientific Products, Canada, Ltd. with
H. Whittaker, Eastern sales manager of the
company, in active executive charge. The Mc-
Donald tube shield has established a reputation
throughout the country for the elimination of
microphonic noises.
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The beautiful consolette shown
above is probably the greatest Elec-
tric value in the entire radio field.
Ready to operate. Completely
equipped including Mohawk Pyra-
monic speaker. Nothing more to
buy except AC tubes. One of the
most popular models of all Mohawk
Electrics that you can sell

for . . Y e $15 2

Trubes additional

T

L~

A table model recommended for.

those who already have a satisfac-
tory speaker and who want electric
radio at the lowest cost $112

and that you can sell for
Tubes additional

Other Mohawk Electrics that

you can sell for $174.50,

$209.50,$239.50 and $319.50.
Tucbhes additional

Prices slightly bigher
west of the Rocl:ies and in Canada

The Talking Machine World, New York, December, 1927
just ‘Electric Radio”
but Reliable AC Radio
m

sy MOHAWK
MW can sell foﬂll o

BATTERY MODFIS
AS FOW AS s6750

Electric radio is not new. But it remained for Mohawk,
Originator of One Dial Radio, to offer reliable Electric Radio

at prices which will produce volume sales.

Mohawk Electric is not 2 makeshift. Each Mohawk Electric
receiver is a real AC set, operated by AC tubes, without bat-

teries or any other accessory.

Nor has quality of reproduction been sacrificed in any way.
The convenience of AC operation has merely been added to the
standard Mohawk receivers—to the well-known standards of
performance that have made Mohawk successful in the past.

As for prices, they are in keeping with Mohawk policy—
they are the lowest in the field. Note this: Every standard Mo-
hawk receiver is now available in an electric model. And the
price, complete except for tubes, is only a little more than that
of Mohawk battery models with no accessories. The two models
shown are leaders. Other prices range to $319.50, less tubes.

The Mohawk franchise is today more valuable than ever.
Because Mohawk dealers do not have just another electric
radio to sell, but Electric Radio by Mohawk, at Mohawk
prices. Wire for details!

Mohawk Corporation of lllinois — Chicago
In Canada: Mohawk Radio Limited, 14 Temperance Street— Toronto, Canada

BATTERY MODELS
ranging in price from $67.50 to $275

Manufactured under RCA patents, Hogan patent No. 1915002 and Mohawk patent No. 1575374
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22l PERRYMAN RADIO TUBES

25

PERRYMAN

Distance Without Distortion

Build Tube Sales—

on a Firm Foundation
PERRYMAN DEALERS DO

They have an excellent tube to sell

No tube made by anyone, anywhere, at any price gives better performance than
a Perryman Tube.

They have a complete line to sell
There is a Perryman Tube for every radio purpose.

They control sales, repeat business and good will

All your competitors do not have Perryman tubes and you do not have to cut
the price to sell them.

They make more profit per sale
Generous dealer discounts give more profit on each sale.

They have no replacement worries
We ruarantee complete satisfaction at our expense—not theirs.

In short—selling Perryman Radio
Tubes is a griefless proposition

PERRYMAN ELECTRIC COMPANY, INC.
33 West 60th Street New York, N. Y.

_ Plant: North Bergen, New Jersey

PERRYMAN RADIO TUBES

A Complete Line of Standard Equipment for every Radio Purpose

Trade Activities in the
Richmond Trade Territory

Local Branch of James K. Polk, Inc., to Occupy
Larger Quarters Soon—Corley Co. Features
Orthophonics in Ford Car Tie-up

Ricumoxnp, VA, December 8.—Expansion of
business has made it necessary for the Rich-
mond branch office of James K. Polk, Inc., dis
tributor, to seek larger quarters. Plans are
now under way to occupy a more spacious
building at 803-805 West Broad street, a few
doors removed from the present location at 8]1
\West Broad street. Charles J. Rey, manager
of the branch, says that he expects to get into
the new home soon after Christmas. The
branch was opened here two years ago. Within
the last twelve months there was approxi-
mately 40 per cent increase in business, accord-
ing to Mr. Rey, while business showed an in-
crease during November of approximately 10
per cent over the corresponding month a year
ago. The company distributes Sonoras, port-
ables, Okeh records and Polk-Phones. It is
planning to put a portable of its own make on
the market at an early date, retailing from $15
up to $25.

Hugh L. Smith, who has been traveling Vir-
ginia for the branch for the past year or more,
was recently transferred to Memphis and placed
in charge of a newly established branch located
at 268 Madison avenue. This branch will dis-
tribute the same lines, with the exception of
Okeh records. Gennett records will be handled
instead of the Okeh. Charles C. Alexander,
who has been traveling West Virginia for the
Richinond branch, succeeds Mr. Smith as travel-
ing representative in Virginia. The com-
pany now has three branches in operation, the
other being located at Dallas, Tex. Territory
of the Memphis branch will include Mississippi,
Arkansas, Louisiana and WWestern Tennessee.

In addition to its line of phonographs and
records, the company also distributes main-
springs and parts for all phonographs.

The Dabney & Bugg Furniture Co. is a new
Polk-Phone dealer, having taken on the line
recently. This firm also handles the Sonora
and five lines of radio, but it is planning to dis-
continue all radio lines except the Freed-Eise
mann, which it took on a few months ago.

The Southern Furniture Co., which was taken
over by the Columbia Furniture Co. several
months ago, has installed a record department
in charge of Miss Thelma Dickerson. The com-
pany handles the Victor and Columbia lines.
Jack Herbert, formerly manager of the radio
department of this store, is now in charge of
the radio department of the Holladay Co., auto-
motive accessories, 943 West Broad street.

The Corley Co. Victor distributor, hooked
up with the presentation of the new Ford cars
in this territory, circularizing all dealers to
avail themselves of the opportunity of display-
ing the 10-70 style of Orthophonics in plants of
Ford dealers when the Ford Co. indicated its
preference for this style of instrument and
suggested that it be demonstrated coincident
with the presentation of the new Ford models.
Fred Kessnich, wholesale manager of the Corley
Co., says that his dealers responded in a most
gratifying manner to the invitation throughout
the Richmond territory.

JIndications are that grand opera to be pre-
sented here the week beginning January 16
under the joint auspices of the Corley Co. and
'he News-Leader will be an unqualified suc-
cess. According to Frank W. Corley, vice-
president and general manager of that com-
pany, the main idea is to popularize opera in
Richmond as is done in European countries,
and to stimulate interest in music generally.

Joseph H. Steinbrecher, Jr., has resigned as
manager of the phonograph department of
Stieff’s, which handles the Brunswick line, and
is succeeded by R. R. Tincher, son of C. E.
Tincher, mnanager of the Richmond store.
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Makers, Dealers, Buyers
All agree on the Flyer~

Of all portable phonographs sold, the country over,
the vast majority are equipped with Flyer motors.

CEHAT’S because the Flyer is made with the precision of a fine

watch, carefully inspected at every stage of manufacture, and
passed only when it is 100% perfect.

The Flyer is made with a cast iron frame, a remarkably tough
athletic spring, precision-cut governors and gears, everlasting
bronze bearings—made in every part to stand years of hard
steady use.

Manufacturers of portables know the Flyer, and use it because
it helps the sale of their machines. Dealers know the Flyer, and
demand it because it means easier sales, more sales and no returns.
Buyers know the Flyer from reputation and past experience, and
never question the portable that’s Flyer-equipped.

The Flyer leads in sales because it leads in quality and depend-
ability. Insist on Flyer-equipped portables, and play safe.

'ENERAL INDUSTRIES CO.

ELYRIA, OHIO
Formerly named The General Phonograph Mfg. Co.

Makers of Precision Products for 25 Years.

‘Jhe
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gemmsow TA|KING MACHINE

[Epitor's Note—This is the seventieth of a series of
articles by William Braid \hite 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 al] who zre devoting attention to the
featuring and developing of the musical possibilities of
the talking machine.]

Some Unusual Recordings

I propose to talk this month about some ex-
traordinarily interesting records, records so
thoroughly meriting attention and exploitation
that I should be grossly misinterpreting my
function in the industry if I did not do all that
can be done to give them publicity. There is
not half enough positiveness and aggressive
certainty among those who are pushing the fine
records, which by the way represent the one
sure salvation and way to permanent prosperity.

The first I must deal with is a set in an al-
bum, published by Victor, and covering the
quintet for piano and strings Op. 34 by Johannes
Brahms. The players are the famous Flonzaley
string quartet, with Harold Bauer at the piano.
With such a combination one may pretty well
guess that the interpretation is all that could
be desired. When I add that the recording has
been done wonderfully, and that with any de-
cent machine, new or old in style, the repro-
duction is equally fine, I have said almost all
that needs to be said on that subject.

Ear, Not Mouth

Yet all this will be of no account unless
something can be done to make the merchants
and their salesmen take a genuine personal in-
terest in music of this sort. It is not enough
to talk about it, the music must be listened to.
And I am going to make a personal request to
every man and woman in the phonograph in-
dustry who shall read these words. I am
going to ask him or her to get those records
out from the stock (they are by Victor and
were published during the Summer), take them
home or into the best of the hearing rooms at
the store and listen to them carefully. I ask
any man or woman who has ever felt the least
thrill at any music written by any composer and
recorded by any recording company to listen
to these Victor records of one of Brahms’ finest
pieces of concerted music; and then to ask
himself or herself why any one in their senses
should think this kind of music unsalable in
recorded form. I ask only a calm unprejudiced
listening. Especially I would call attention to
the slow movement (marked Andante) which
«tarts on the second face of the second disc in
the set. This is not only charming music but
music which gives a tug at the heart strings
and leaves one just a bit touched and moved,
for all its unpretentiousness. I like Brahms
because he is always unpretentious even when
he is most profound. He has the reputation
of being obscure, but that is all nonsense. Listen
to Harold Bauer and the Flonzaley playing this

Talking Machine
Springs and Repair
Parts

NONE BETTER IN QUALITY
NONE LOWER IN PRICE

The Rene Manufacturing Co.

Montvale, New Jersey

quintet and you will know exactly what I
mean.

Here is music not a bit noisy, not a bit ex-
ternally exciting, but music that gets in under
the skin and stays there. The playing is superb
and the recording beyond criticism.

No Indigestion, Please

But one must beware of getting musical in-
digestion. A serious work of any kind must
be approached with something like the appro-
priate attitude. Hurry won’t do. One simply
must be willing to listen and to let the thing
soak in, as it were. After all, there are only
five records in the set, and the whole thing
takes less than half an hour to play, from the
first note of the first mnovement to the last note
of the finale. Plenty of people will listen in on
a symphony concert for much longer than that.

I think I'd begin with the second movement;
let that soak in, then try the Scherzo, which is
jolly and lively. Then go back, start at the
first movement and go straight through. It
may not ‘“‘take” at the first try, any more than
vaccination always does; but it will get there
just the same.

A salesman with any imagination or brains
fit to sell musical goods, once getting the tang
of that salty music under his tongue, as it
were, will want to carry his sales message to
every likely prospect in the community, I’ll
warrant him.

For the Weaker Brethren

Still Brahms is strong meat for some, and
so to the weaker among the brethren I come
with news that shall delight them. Behold
then, brothers and sisters, the concerto for
bassoon and orchestra by Wolfgang Amadeus
Mozart, numbered 191 in the monumental cata-
log of his works compiled by the assiduous
Kochel, recorded by Columbia and played as
to solo by the Signor Archie Camden, first bas-
soonist of the Halle Orchestra in Manchester,
England, and as to accompaniment by that emi-
nent body of virtuosi under the baton of their
conductor, Sir Hamilton Harty. That is a
mouth-filling description, I'll admit, but it does
no more than justice to the prodigiosity (no
other word will for a moment do) of this
whole proceeding. For the bassoon is the
clown, the solemn buffoon of the orchestra. Its
part is either to play subterraneously deep bass
parts to the woodwind or else to capture laugh-
ing attention by playing comic passages in a
tone of sepulchral seriousness and gravity. The
bassoon is the Marcelline of the orchestra.

No one but Mozart would have ever thought
of wriling a set piece for the bassoon, a con-
certo all in proper form with orchestra and
everything, for no omne else would have had
the audacity to put on paper music designed
both to show what a skilful bassoonist could
do, and how graceful, amusing, comic and gen-
erally delightful musical fooling might be made
without the slightest taint of vulgarity. Well,
here it has been done, and I hope that every
cne who reads this but has not yet heard the
music will go forthwith and get Columbia Mas-

TEST IT.

OUR VICTOR
Record Service

has a reputation for efficiency.
Suppose you try it.
E. F. DROOP & SONS CO.

1300 G. STREET, WASHINGTON, D. C.
204-6-8-10 CLAY ST., BALTIMORE MD.

terworks set No. 71, three records in album
with explanatory pamphlet.
Real Mozart

And, mind you, it is not only amusing and de-
lightful, but truly Mozartian in melody and in
the light-hearted skill the young wizard shows
in putting it together. It is a perfect little
classical concerto as to form, despite its fool-
ing, and its slow movement carries a melody
as charming as any the great melodist wrote.

Kidding Archie

I have not the pleasure of knowing the Sig-
nor Archie Camden, but he certainly does break
the tradition that denies to Englishmen the
talent for playing instruments like the oboe,
clarinet and bassoon. Columbia has recently
done several other good things containing parts
for woodwind with English musicians playing
clarinet, oboe and other woodwind instruments,
with results generally delightful; but Archie
with his Dutch pipe beats them all. In point
of serious fact, the Fagot, as our German
friends call it, looking for all the world like
a much elongated Dutch pipe with china bowl,
is a terribly difficult brute to inanage, having
two reeds and being every bit as delicate and
tricky as the oboe. Bassoonist Camden not

only plays it, but plays with it, so to say, giv-
‘ing one of those exhibitions of mastery which

so completely conceal the technical and artistic
skill of the player. Get these records, please,
listen to them and then let the community
know that you have something good to give
them.
National Gramophonic Society

I wish I might devote a lot of space to some
of the new work being done in London by the
National Gramophonic Society, a group of sub-
scribers which has already been talked about a
great deal in these columns. The members of
this group (I am proud to be among them) get
each year the opportunity of choosing in ad-
vance what music shall be recorded by the So-
ciety, and they naturally go in for music which
is not likely to be recorded by any of the “regu-
lars.” The results are usually all that could be
expected. I have just received an electrical
recording of Ravel’s famous string quartet in
F, written in 1905 and played by the Interna-
tional String Quartet. This is beautiful music,
modern but melodious in the typical French
manner of to-day. The playing is superb and
the composer himself took the trouble to go
over the whole score with the musicians, in-
dicating his ideas as to its interpretation. Now
that is what I call a treat. It is too bad that
we don’t seem to be able to marshal our thou-
sands of music lovers into an American society.

I am listening to the slow movement of the
Ravel as I write this. And as I was writing
about the others I was listening, too, to themn.
That is one way to feature the musical possi-
bilities of the talking machine.

Victor Herbert Bust Unveiled

A bust of Victor Herbert, famous composer
and musician, was unveiled in Central Park,
New York, on November 29 before a large
group of musical and stage celebrities. Gene
Buck, president of the American Society of
Composers and Authors, made the presentation
of the bust and it was accepted for the city
by Mayor James J. Walker.

MICA DIAPHRAGMS

For Loud Speakers and Talking Machines
RADIO MICA

American Mica Works
47 West Street New York
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Licensed only for Radio
amateur, experimental
andbroadcast reception.

Western United States prices
slightly higher.

e

30 T R U SRR SRR 00 100000 AU

Zenith
Model 16
8 Tubes

THE essential requirement in radio manu-
facture today is Flexibility — production fnust
be geared for quick response lo the public desire. The
speed with which Zenith answered the overwhelming
demand for All Electric Radio illustrates the value of
flexibility in manufacture. From the beginning Zenith
Radio has always been salable merchandise, keeping
well in the forefront of popular favor. The organization

behind the Zenith dealer is “on its toes.’’

Such buga-
boos as distress stocks, forced sales and dumping are

unknown in Zenith history.

3620 IRON STREET - CHICAGO

World’s largest manufacturers of High Grade Radio—3 different circuits—6, 8 and 10 tubes

—battery or electric—some with antenna—some with $1 O O $2 5 OO
loop—others without loop or antenna—16 Models . . . to
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Ford Activities in Connection With Car
Reflected in Better Feeling in Detroit

Increase in Employment Expected to Make Holiday Season More Satisfying Than Was Ex-
pected—Early Cleaning Up of Overdue Accounts at Stores Anticipated by the Retail Trade

Derroir, AlicH, December 9.—The announce-
ment by Henry Ford of his new car has caused
a sensation all over the world. While orders
have been coming in from dealers everywhere
far in excess of what can be supplied at once
and bevond expectations the real effect of the
whole thing has been the confidence and
optimism that have been created among busi-
ness people and wage earners generally. It is
bound to be reflected in greater talking machine
sales for the holidays. In fact, last Saturday night
is an example of what can be expected. The
retail stores had more shoppers than ever—
people looking around to see what they do want
in the talking machine line—the sales will no
doubt come before Christinas. Talking ma-

chine dealers with whom we talked the past
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