SINGLE COPIES, 25 CEN
PER YEAR, TWO DOLLARS
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£manufacturers
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~ Newer before at
these low prices

Model P-11 $395
Model P-13 $395
Model P-14 $295

Mae this a 4
.' PANATROPE
C hristmas.'

Panatropes * Radio *+ Records - Panatrope-Radiolas

THE BRUNSWICK-BALKE-COLLENDER CO., 623 S. Wabash Avenue, Chicago, I1L

Entered as second-class’ matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 3, 1879.
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Get it Aetter with aGrebe

Satistactory Profits:
Satistied Customers:
Satisfactg&y&c;}vice /

©° TN\

% NTERPRISING dealers WS
9 whe are pushing the S

Grebe Synchrophase A-C Six this ‘o

dei’i‘;g o0 Christmas are reaping three-fold o8
This able con- profits—profit from a monetary standpoint—
Synchrophase A.C S p}r;oﬁt 'fr'om the ffmen(%s.lt make's—and profit from %oe
;f)&frs‘slx[:;ere piletcecozf the minimum o SCI‘VIClﬂg requu‘ed.
ment for dynamic The wide acceptance of the Grebe Synchrophase

type speaker.

A-C Six this Christmas, and also of the new and e°

beautiful Grebe line of consoles and tables, means
that more people than ever will discover that they =
can “Get it better with a Grebe”—a pretty sound %o

S

Console
No. 820

An Italian type
cabinet which
combines with
its beauty the

indication of bigger Grebe business during the
coming year.

(o]
%%,
[(o
o3
Grebe Synchrophase A-C Six Grebe Synchrophase Five
incomparable 1/ 0¢ List Price (less tubes) $§227.50 List Price (less tubes) o®
features of the © . . ©
Crehro S, An A-C operated receiver with $105.00
phase A-C Six. distinctiveGrebeimprovements
For Grebe Syn- for better local and distance re- Grebe Natural Speaker
o
Co ®
1)
4
oV
oe!

hroph A-C
§,,§°§,,§S"G,ebe ceptionthatwillinstantlyappeal List Price $35.00
Synchrophase

Seven A-C.

to the buyer. o

GrebeSynchrophaseSeven A-C Grebe No. 1750 Speaker
List Price (less tubes) $195.00 List Price $17.50 ©©
©

Send for Booklet TW
A. H. Grebe & Co., Inc.

109 West 57th Street, New York City g8
De Luxe Console Factory: Richmond Hill, N.Y. 29
The last word in radio S5 Western Branch: 443 South San Pedro Street ©
recepuon—a receiver so .
ﬂexil;l;]e that thﬁ \:iolfume Los Angeles, Calif.
:a:vhies;:rmtrg e tall Makers of quality radio since 1909 o
tone of a brass band. o

Equipped with Grebe ve
Synchrophase A-C Six.

QA

TRADE MARK
QEGMSPALOZA

Synchrophase
A-C Six




~No

The Talking Machine World, New York, December, 1928

with every
‘Sonny Boy record

Portrait of

Al Jolson
FREE

—mention it .,

/ I \HE free portrait of Jolson with every “Sonny

Boy” record is a feature that will appeal to
thousands. Be sure to give this unusual ofter prom-
inence in your window. It will help sell added
thousands of records.

“Sonny Boy’’ has proved the biggest selling rec-
ord of 1928. That doesn’t mean it’s through. On

the contrary, the Vitaphone picture of “The Sing-
ing Fool” will be shown in hundreds of theatres
all over the country in 1929. “Sonny Boy’ sales

in 1929 should beat those of 1928.

Tie in with this big record. It is Brunswick’s

Christmas ““bonus’’ to the Brunswick dealer!

Panatropes * Radio * Records + Panatrope-Radiolas

THE BRUNSWICK-BALKE-COLLENDER CO., CHICAGO -+ NEW YORK - TORONTO
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Looking Back—and Ahead

HE year now rapidly drawing to a close has witnessed

a quiet but noue the less remarkable development in

the trade. The trend has been definitely towards
stabilization in every branch of the business. While leading
manufacturers of talking machines and radies have intro-
duced new products, no radical changes have taken place.
Improvements have been confined largely to refinements.
This has reacted to the benefit

An analysis of the foregoing ¢nables one to predict with
a fair degree of assurance that the trade next year will wit-
ness a continuation of the present prosperity, and perhaps
even show considerable improvement. Just as was the case
this year there is nothing startling on the horizon. In other
words, as far as can be determined at the present time, there
is no suspicion of a disturbing element in the field of music-

On the

radio merchandising.

of the retail dealer in several

contrary, all factors are of the

ways. In the first place, the
lack of startling developments
has eased the public mind and
has induced the filling of
immediate consumer require-
Also, this has largely
eliminated the factor of obso-
lescence with which the dealer
in the past has been faced, in

many cases, disastrously.

New Methods

ments.

Practical

Another development in the |
year now uearly completed has
been the marked improvement ,
in methods of merchandising.
The retail
chant has come to realize as

music-radio mer-

never before that hit-or-miss
The
dealer knows he must have a
complete knowledge of the
products he handles.

methods are dangerous.

He must
know lLis costs of operation.
He must keep his overhead to

Every Dealer Should
Read These Articles

The Customer Is Often Wrong—
By S. L. Brevit

Concentration Pays Jones-0’Neal
~—By C.N. Tunnell. . . ... .. (Page 8)

Sell the School Market. . . .. (Page 16)

Record System for
Music-Radio Dealers—By Fred-
erick P. Altschul. . . . . .. (Pages 18-19)
King Profits from Customer Co-
operation, Home Demonstra-
tion and Practical Service—By tail
Archie Oboler........... .. (Page 20)
Radio - Phonographs Provide a
Broader Market—By Louis G.
Pacent....... ... ... ..... (Page 24)
$80,000 Radio Sales—By B. C.

URE DOV Py o wiwls = »mis NaE SN & (Page 26)

most {avorable kind. The stage
is set for good business in 1929
but—there always is a but—
what advantage the dealer takes
of the situation is entirely up
Aggressive dealers
should shew gains in business.
Their profits will increase. On
the other hand, those who lag
behind naturally will get the
leavings and the chances are the
year will not be such a pros-
perous one for them.

to him.

Planning Wins

This is true because the re-
music-radio business has
now reached the stage where
dealers who plan their sales
campaigns and carry them out
most forcefully are the ones
who will get the cream of the
business. There is a strong
tendency toward departmental-
izing music-radio stores and of

3 making every department show

the minimum. Last, but not
least, he must get out and sell.
The chair warmer is as obsolete as the one tube radio or the
dodo. The clerk is passé. Men make business. The most suc-
cessful retail houses in the country are the ones manned by
the most efficient men in their particular lines of endeavor.

The year, too, has seen the ironing out of many difficulties
of production, distribution and merchandising. Service,
formerly the bugaboo of the retail trade, is now looked upon
not only as a means to further business, but in itself as a
source of revenue. The year has witnessed a steadily grow-
ing demand for many products. Talking machines have
Records have shown a re-
markable increase in demand. Radios have jumped ahead
to a startling degree, especially AC sets. Accessories have
brought profits to dealers who are farsighted enough to
realize that there is a vast field for these items and that their
sale can be made a profitable part of the business.

been selling in good volume.

a profit. This is as it should
be and indicates concretely that merchants realize the need
for more scientific management. If a radio department
shows a profit and the service department eats it up, the
position of the dealer is obvious. Another favorable factor
is the fact that dealers now for the first time know that they
cannot be successful by handling only one line or by han-
dling a great number of lines. It is the happy medium in
this case that proves most profitable. Merchandise must be
selected with keen judgment. Experience has proved that
several lines which adequately cover the entive price and
style range will give the dealer the greatest return on his
investment and put him in a position where he can most
effectively fight competition. In 1929 the tendency on the
part of the public to purchase modern radio equipment will
be more pronounced than it was this year. Prosperity should

be general

but it is up to the dealer.

See second last page for Complete Index of Articles in this issue.
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BRUNSWICK..

Panatropes...Radio...Records
from than any other

¥

(N
&

g Brunswick I’:m:llrnpo Brunswick Panatrope

i Brunswick %’t;nalrope z (clectrical type) (electrical type)
Mfggo;fgmugl:;s Model P-13  List $395 Model P-11 List $395

w41 =
= {iny

b

Brunswick Panatrope
(exponential type) o Brunswick :
Model 15-8 List $150 Panatrope-Radiola Brunswick PPortable
Model 148 List $995 List 825

Panatropes + Radio - Records * Panatrope-Radiolas

THE BRUNSWICK-BALKE-COLLENDER CO. - CHICAGO :+ NEW YORK -+« TORONTO
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the Diversified Line...

Combinations... More to choose
manufacturer offers!

RUNSWICK, and Brunswick only,

offers the music dealer the advan-
tages of the most complete and di-
versified line of reproducing musical
instruments and radio, backed by an
established line of electrical records.

Just as in the automobile field the
dealer has found a complete and diver-
sified line essential to maximum profits,
so in the music field its advantages are Brunswick Radio
becoming more and more apparent. Model 5KR

The “sign of musical presuge” of- List $95
fers you instruments of every type and (less tubes)
in every price class. Musically, 1n beauty
of cabinets, and in every other way
these Brunswick instruments represent
perfection. Why accept any line which
offers less either 1n variety or quality?

Brunswick Radio

Brunswick Model “A” Model SKRO List 8195
Speaker $35 (less tubes)

Holiday Greetings to the Music Trade

Brunswieh Model “A*
Speaker $35

Brunswick
Super-heterodyne
Model 5NO

List 8175

o

D, P S ——

Brunswick

——— Super-heterodyne
Brunswick Panatrope-Radiola Model SNC8 List $375
Model 3BKRO List- 8395 ’ (less tubes)

Typical Brunswick Models, $25 to $995

Panatropes + Radio « Records + Panatrope-Radiolas

THE BRUNSWICK-BALKE-COLLENDER CO. + CHICAGO + NEW YORK -+ TORONTO
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Custom

Demonstration Room of Schwabacher-Frey Co.

—Note Appearance of Comfort

By S. L. Brevit

HE Schwabacher-Frey Stationery Co., of

I San Francisco, operates one of the most

successful radio departments in that sec-
tion of the country.

E. Roy Nash, manager of this department, has
built up profits largely because of his solution
of that two-headed question—how to forestall
and how to satisfy customer complaints. Mr.
Nash made a careful study of the “kicks” regis-
tered by radio purchasers, not only at
Schwabacher-Frey's, but also by talking things
over with other San Francisco radio merchants;
and he finds complaints that are so often made
that they might be almost called “standard
complaints"!

Although no two customers will express these
complaints and requests in the same way, Mr.
Nash’s list will sound rather familiar to every
radio dealer. Below are a few samples.

The set is defective in the material used by
the manufacturer.

that Schwabacher-Frey consistently believes in
having everything down un paper! Of course
the salesimen, installation men and service men
arc instructed to as far as possible forestall
complaints by means of verbal explanations at
the time the set is first purchased and installed.
But the matter does not rest there. Imme-
diately after the set has been placed in the pur-
chaser’s house a multigraphed form letter, with
name and address of customer typed in to
match, is put in the mail

It's worth noting how these six I-told-you-
so’s cover ‘“standard complaints,” beginning
with the manufacturer’s 90-day guarantee. With
this letter before him no customer can plead
ignorance of the manufacturer’s limited guaran-
tee, the dealer’s free service limited to thirty
days after date of sale, the warning against
tampering with the set, the non-guarantee of
tubes, the suggestion as to reinstallation of

' "‘NW"}' r r‘ -

Hi

)
f/ WA 0_

aerials, and the monthly radio servicing plan.

Distance reception is especially treated in
the “Guarantee and Service Agreement,” which
also contains a condensed summary of the other
points. Made in duplicate, this “Guarantee and
Service Agreement,” quoted below, is signed by
both purchaser and dealer and one copy is re-
tained by each party to the transaction.

Does all this make for customer-satisfaction?
Schwabacher-Frey finds that it does; this firm
finds that the customer feels several hundred
per cent better when his objections are fore-
stalled before he gives expression to them! It’s
an old principle that a complaint headed off is
no complaint at all. Better far to say even a
bit too much at the start than to attempt to
satisfy complaints after they have been ex-
pressed by a disgruntled customer.

Inasmuch as Schwabacher-Frey has placed
hundreds of the battery sets, Mr. Nash believes
it bast to retain the
mention of these setsgn

Demand for long-time
free, and very often un-
necessary, service.

Tinkering, resulting in
rrouble, followed by
complaints. Make

placement parts, such as

tubes, batteries, ectc.
Complaint regarding

lack of distance in rc

It need hardly be said
that even to halfway
forestall and satisfy such
complaints would add
immensely to radio sales,
radio profits, and would
for the radio dealers WITNESS:
And Mr. Nash’s solution
goes far more than half-
way. The secret of his
successful method is

Demand for {ree re- Number .............
That the SCHWABACHER-FREY STATIONERY CO.,

free of charge and agrees to keep same in good working condition for a period of thirty (30) days from

the time of delivery of Radio Set, and at the termination of the free service period the purchaser........

agrees to pay standard rates for further services required.

agree to hold the Manufacturer responsible for

The SCHWABACHER.-FREY STATIONERY CO.
ception, defects in material and workmanship in so far as the Manufacturer guarantees the set to them.

It is further understood and agreed that SCHWABACHER-FREY STATIONERY CO. DO NOT ice plan continues to
MAKE ANY DEFINITE PROMISES OR GUARANTIES AS TO LONG DISTANCE RECEPTION,
there being many conditions beyond their control, such as atmospheric changes, interference, etc. NEITHER
DO THEY GUARANTEE TUBES AND BATTERIES AS TO THEIR LIFE DURATION, AND
UNLESS THE MANUFACTURER WILL MAKE REPLACEMENTS THEY CAN ONLY BE RE- This “Service Certifi-
PLACED AT THE PURCHASER’S EXPENSE.

The SCHWABACHER-FREY STATIONERY CO. have properly installed the above-mentioned Radio
I have read the above agreement and, accept the conditions.

Set and it is now in proper working order
.................... 192......, San Francisco, California.

make life a lot happier DAte oooveeerae e day of .

GUARANTEE AND SERVICE CERTIFICATE

It is hereby understood and agreed between SCHWABACHER-FREY STATIONERY CO., and......
................................................................ purchaser of Radio Recciving Set.

........... Model .......covivveeveeceess., Finish .....
And/OT v e e B 8o BN 8 ™ G Y | 5000000
will service the above-described Radio Set battery sets to feel

his forms, at least until
AC sets are in the large
majority of his cus-
tomer-homes. That is,
the firm does not want
its customers who own

‘“orphaned.” Hence the
“Service Certificate,”
quoted on page 9, which
covers the monthly serv-

dwell largely on the care
of the batteries.

cate” is also in duplicate,
signed by the merchant,
and one copy retained
by the customer. The
service charge is $18 a
yvear for every model of
set, payable in advance.

(Continued on page 9)
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Back of every Stromberg-Carlson dealer is a mighty selling force,

invisible, intangible, yet nevertheless real—the superb tonal quality

of Stromberg-Carlson Receivers.

Because of this glorious tone—the most desired and elusive quality
in radio—PRESTIGE attaches to the store of the merchant who
has the Stromberg-Carlson line. And with this prestige comes
PROFIT, as profit always comes with merchandise where excellence
is undeniably attained.

Stromberg-Catlson models for A. C. and D. C. areas
range in price from $18 to 1205, East of Rockies.

STROMBERG-CARLSON TELEPHONE MFG. CO., Rocuester, N.Y.

There is nothing finer than a Stromberg-Carlson

Stromberg-Carlson

Makers of woice transmission and voice reception apparatus for more than thirty years.



Concentration

Pays Jones-O’Neal

talking machines and more than 500 port-
ables within the past nine months is proof
enough that the Jones-O'Neal Furniture Co.,
Houston, Tex., is making a success in retailing
this merchandise. Miss Jessie B. Scapley, man-
ager of the talking machine department, says,
“We sell more talking machines by concentrat-
ing our entire sales effort on one particular
model of machine at a time and concentrating
on one outstanding merit of this model.”
Built a Sales Organization
Miss Scapley joined the Jones-O’Neal firm in
February, 1928, after having spent four years
in sales promotion work for the Brunswick Co.
She organized a small sales

THE selling of more than 450 cabinet type

By C. N. Tunnell

planning something that they, too, may put
over with honors in their work of selling.
Featuring “Talking” Points

As the sales force has been thoroughly im-
pressed with some one big point of a model
of talking machine, this impression is easily
carried over to the customer. A concrete ex-
ample of one such model illustrates this point.
It appeared that this model had a different
type tone chamber from all others. It was a
point well worth consideration, but it was also
a point completely overlooked by the customer
and easily overlooked by the average salesman.
After having this feature demonstrated the
salesmen for this firm would take out the grille

A consistent follow-up of each sale enables
these extra five sales to be credited to the
firm instead of the desire merely created and
allowed to flicker out. Ten days after deliver-
ing a machine, the salesman calls back to see
if everything is satisfactory. Although this -is
done on the explanation that the Jones-O’'Neal
Co. maintains a service policy that means satis-
faction, at the same time the salesman makes
inquiries about the friends that have seen the
new model machine. In this way these sales
leads are followed up from first-hand informa-
tion. Not only has the enthusiasm of the first
customer helped to sell these other prospects
on the one big point of the particular model,

but the ice has been broken that

force for the five Jones-O'Neal

gives the salesman the right in-

stores in Houston. Her force
of outside salesmen was organ-
ized as a force of regular year-
around salesmen that would not
be increased for special cam-
paigns, while a record girl was
selected for each of the stores.
“Sell” Model to the Sales Force

“Our first step after buying a
particular model talking ma-
chine is that of selling our sales
force on this model and some
one outstanding feature of this
one model that is not the chief
feature of any other model,”

organization.

HEN a dealer sells 450 cabinet type talking

machines and more than 500 portable instru-
ments, the achievement of the Jones-O’Neal Co.,
Houston, Texas, over a period of only nine months,
there must be a good reason for it.
accompanying article outlines clearly the merchan-
dising policies that have made this extremely high
sales volume possible with a comparatively small sales
The story is not only interesting but
informative and every dealer should read it.

There is, and the

troduction into the prospect’s
home where he too can stress
this important sales point.

A personal type letter from
the phonograph department of
this firm is used as a follow-up
for each sale even before the
salesman makes the personal
follow-up. These letters remind
the customer that he has some-
thing to be proud of, and some-
thing that he can well afford to
show his friends.

Likewise a follow-up of each
sale is made by the record girl.

. . .

explained Miss Scapley. She

This girl tells the customer that

continues, ‘“After selling our

small sales force on the predominant merit of
the phonograph, it comes easy for them to sell
the customer on this one big point.”

The sales force is sold on the merchandise
that is featured through regular weekly meet-
ings. At these meetings demonstrations of
sales methods and appeals are given as concrete
examples of how to make the sale in the field.
The outside salesmen meet each morning at one
store to go over plans for the day with Miss
Scapley. At these little pep meetings a goal
is set. Every salesman knows what is ex-
pected of him for the day and any fresh lead:
or sales information is gone over at this time.

Set Daily Sales Quotas

This department manager points out that the
daily meetings and setting of a goal for each
day enable every person to keep his eye on the
figure to be attained instead of merely expect-
ing to do a big month’s volume and probably
waiting until the month is half gone before de-
ciding to get up and fight for more business.
And this same method is used with the record
girls, who are actually phonograph sales girls,
according to Miss Scapley. The record girls
meet in the regular weekly meetings, but little

social meetings are actually the ones that pro- -

duce increased volume of both records and talk-
ing machines. At these little social meetings
conducted by Miss Scapley for her five girls
mention is made of the outstanding sales made
by record girls during the past few days. For
instance, one girl made seven sales of phono-
graphs one day. At another time, one girl
sold thirty records of one number on Saturday,
and twenty-five the following Monday by merely
featuring this one record. These little compli-
ments put the entire force to thinking and

and call special attention to this desired type
of tone chamber.

In some instances the customier would come
into the store and quickly select this model ma-
chine before the demonstration could be made.
But even this type customer was not allowed
to go away with a mere talking machine. After
the sale was made the salesman in charge
thoroughly demonstrated the outstanding merit
of the phonograph; and the customer went
away knowing that his machine was more than
a talking machine, it was a special kind with a
tone chamber different from that of any other.

Concentration Wins Sales

By demonstrating the outstanding merit of
each model machine, either in the store or in
the home, the salesman is able to make the
purchaser a salesman. To be certain, every fea-
ture of the model talking machine is stressed
and its many merits are brought out; but the
entire sales theme is centered around the one
big point selected for that one particular model.
In this way the customer does not tell his
friends that he has a good machine or the best
model because of the many good points it has,
he uses a concrete point to show his friends
where his machine has some feature that no
cther model has.

Follow-up Creates Business

Concentration on this outstanding merit of
the model has meant that each machine sold
by this firm directly sells five additional talking
machines. Miss Scapley finds that on an aver-
age there are enough friends and visitors to the
home of a purchaser of a new talking machine
within six days’ time that this customer sells
five of these visitors on this same model phono-
graph, an exceedingly profitable condition.

8

as he has purchased a new talk-
ing machine she will be glad to serve in helping
select desired records. At the same time this
telephone conversation takes place this sales
girl makes inquiries about the expressions and
comments of neighbors and friends. As a re-
sult, sales leads are obtained.

Each of the Jones-O’Neal stores has a loud
speaker at the outside of the display window.
Suggestive displays of talking machines and
popular records are kept in these display win-
dows. Popular records are played continually
in the stores to interest prospects in music.

“Everybody is a talking machine prospect.
If they have no machine, they can at least be
sold a portable. If they have a machine, this
one can be supplemented by a portable or re-
placed by a larger model or a model that has
some outstanding feature that appeals to the
prospect. It is our purpose to discover and sell
our public on this point,” says Miss Scapley.
And when we know that this saleswoman has
used a small sales force and worked with them
to make every day a banner day to sell more
than five hundred portables and more than four
hundred and fifty cabinet talking machines in
nine months, it is easy to see the merits of this
sales plan of concentrated effort on one point
of one model machine at a time. And the suc-
cess of this plan may be better understood
when we know that it is not specials but regu-
lar merchandise at standard prices that makes
this volume; and payments are pretty closely
adhered to, a ten per cent down payment with
ten months to pay.

Not only has this merchandising policy built
a strong clientele and a profitable business in
talking machines, but the direct profits from
sales of records have been considerable.
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A Radiotron
for every purpose

RADIOTRON UX-201- &
Desator Ampliter

RADIOVRON U193
Dri Amririre

RADIDTRON WX.12
Lt d oplihe
AADIDTAON UX-700-A

RAQIOTRON UX-120
o A Lok
v

RADIOTHON | ul o
oo

l RADIOTRON UX 710
mmnvuon Uz 260
A fo
'-'::m-
l RADIOTRON UL250
m:owmn Ux.226
|
RADIOTRON UY.217 o o
! sin fgpon s A radio set that was a Christ-
ey mas gift last year now needs
| RADIOTRON LX-£74
l Vs Regwintar Tude . 3
=R Eg a Christmas gifc of a brand
orgTRaN s ,
— new set of RCA Radiotrons.
The sandard by
which other vaciam Lol fer the
tubes are rated 2
To mamtain fne pecformance In a radio ceceiver, the
manufacturers  recommend 1 complete change of
vacuum tubes after a year of average daily use. And che
cengincers advise chac all 1ubes be changed ac one ume.
Qld tubes left 1n maz the performance of new ones.

RCA Radiotron

MADE BY MAKERS THE RADIOLA

RADIC CORPORATION OF AMERICA * NEW YORK °* CHICAGO - SAN FRANCISCO

TI0LAST AUDIO STASE
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Built Successful Business on

Theory Customer May Be Wrong

(Continued from page 6)

The “Questionnaire” on the back of the “Serv- wrong and who leaves the store after a purchase
ice Certificate” is also worthy of attention, having a different idea of the arrangements
SERVICE CERTIFICATE
12-Months $.......... IN[@: 000000000

)E{(265 6000 6000000000, 0030003 LO2 .
RECEIVEA FTOM & e vt ot e tueumonesneonsenoroeeenssesansasesasessosonestosossasssssoasssssossssssosanes
A0lelE38 nnoooarbor 00« 1000000888060006000000000060000000 4 A0G 14000000000 0600000000003000000800 1100 1000
The SUM Of «evecsnetesncosossosessooneceasonnsanss e - o s weee..s Dollars ($.00vvcnns - . )

which entitles the holder of this CERTIFICATE to the following:

(A) A complete inspection of your Radio Equipment once every thirty (30) days during the life of
this Certificate, this inspection to include:

(1) A thorough test of your “A,” “B” and “C” Batteries, your tubes, speaker, charger (or elimination
system) and your Radio Receiver.

(2) Cleaning tube contacts, battery and switch contacts, and tightening battery connections.

¢3) Distilled water in battery, charger, etc.,, when required.

(B) The delivery to your home and the installation of any batteries, tubes or other accessories pur-
chased from Schwabacher-Frey Co., provided such installation does not require more than thirty (30)
minutes or one-half hour’s time.

(C) The privilege of one additional call per month, provided any trouble should develop between
regular inspection periods, this call to be made between the hours of 9:00 A. M. and 5:00 P. M.

This agreement does not in any way entitle the holder to any service or labor other than that set

forth in this Certificate. Other service or labor will
hous.

tion or responsibility than that stipulated above.
Make all checks payable to Schwabacher-Frey
authorized Officer of this Company.

Good for a period of

Inasmuch as the essence of this Contract is Service, Schwabacher-Frey Co. assumes no further obliga-

be billed at our regular stated charges of $1.50 per

Co. This Certificate is void unless signed by an

By.'iiiiie ittt e 0000000000

covering as it does all needed details of the
purchaser’s address, references, radio pos-
sessed, etc.

And Mr. Nash keeps a close tab on his cus-
tomers and their wants., He keeps an indi-
vidual file-folder for each customer. In this
individual file are kept the copy of the “Guar-
antee and Service Agreement,” the copy of the
“Service Certificate” and the “Questionnaire,”
copies of the service records as actually per-
formed month by month, copies of bills and of
correspondence, so that at any instant Mr. Nash
can lay his hand on the customer’s complete

Now that you are one of our Radio customers,
it is our task to see that you get the most enjoy-
ment possible from your equipment. With this
thought in mind we ask that you please co-operate
with us in the following:

1. Read and keep the enclosed signed Manufac-
turer’s 90-day Guarantee.

2. 'Phone us immediately should anything go
wrong with this equipment, as we ‘“Free Service”
it for 30 days from date of sale.

3. Do not let anyone tamper with it, for by
doing so you ‘‘void” both Guarantee and Free
Service Agreement, copy of which we are enclosing
and ask that you sign the original and return in
enclosed envelope.

4. We thoroughly check all equipment and acces-
sories with the latest testing apparatus before de-
livery to see that it is in the best possible condi-
tion. Tubes are not guaranteed by the Manufac.
turer, so we in turn cannot guarantee them.

5. Inadequate Aerials are a constant source of
trouble and also retard the proper working of
Radio apparatus. If your Aerial is not right it
will pay you to have one properly installed.

6. Our “MONTHLY SERVICE” Plan, at a very
nominal cost, assures you a continuous operation of
your set. Just check the place provided on the
“Free Service” Agreement and we will gladly ex-
plain it to you.

7. By f{following the above you will save any
misunderstandings and get the best results from
your equipment.

Thanking you for this co-operation and assuring
you of our appreciation of a continuance of your
favors, we are

Yours very truly,
Manager Radio Department.

record up to date. A full addressograph record
is also kept of each customer, with signals
covering make and model of radio, whether
monthly service is in operation, and also any
phonographs or records purchased.

Summing up, Mr. Nash’s experience demon-
strates the wisdom of supporting oral state-
ments with very explicit written statements—
the surest precaution against that “aggrieved
customer” who is so sure he's right when he's
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by J. W. de Haas upon his return from a more

than 20,000 mile trip to Africa and across the
vast stretches of the “Veld” country.
The African Broadcasting Co. has show-

rooms in Cape Town, Johannesburg, Durbun,
Pretoria and Bloemfontein, where they arc
equipped to exhibit and demonstrate Fada sct
Among the points at which sub-dealers werc
appointed are the following: Entecourt, Natal;
New Castle, Natal; Potchefstroom, Transvaal;
Standerton, Transvaal; Greylingstad, Transvaal;
Heidelberg, Transvaal; Vereeniging, Transvaal;
Odenaalsrust, Orange Free State; Kroonstad
Orange Free State; Bultfontein, Orange Frce
State and Kimberley, Cape Colony.

Theatre Sale Brings
Profit and Publicity

McCoy’s, Stromberg-Carlson Dealer, Sells
Receiver, Four Speakers and Pick-up

An interesting story of a sale which included
a Stromberg-Carlson radio receiver, four loud
speakers and a Stromberg-Carlson magnetic
pick-up outfit and in addition assured the deale:
of a considerable amount of weekly publicity
which has greatly stimulated phonograph record
sales, recently came to light.

Gene Oviatt, of McCoy’s, Inc.,, Stromberg-
Carlson dealer of Waterbury, Conn., learned
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which he has entered into with the proprietor
from that which the salesman or clerk wished
to express. Extend every possible courtesy
and service to the customer but protect your
own business at the same time.

Survey Shows That Music
Is Radio’s Best Feature

A nation-wide survey conducted by Daniel
Starch, of Harvard, on behalf of the National
Broadcasting Co., during which personal inter-
views were made at the homes of 17,099 families
in twenty-four States east of the Rockies, clearly
indicated the public preference for music on
broadcast programs. The investigators found
that in communities of all sizes, from farms to
big cities, the highest vote was, first, for orches-
tra music, and second, for popular entertainers.
The third and fourth most popular types were
dance music and musical programs generally.
The report indicates that the larger the com-
munity the greater the popularity of classical
music and grand opera,.

Fada African Distributor

The African Broadcasting Co., with head-
quarters at Johannesburg and branches through-
cut the Union of South Africa, has been ap-
pointed Fada radio distributors for the terri-
tory. Announcement to this effect was made

that a local theatre was to be opened by a stock
company and that the producers were having
difficulty in obtaining an orchestra at a price
that was satisfactory. Mr. Oviatt went to the
producers with the suggestion of using a Strom-
berg-Carlson receiver with a magnetic pick-up
for phonograph record reproduction, and several
loud speakers. He succeeded in convincing
them of the feasibility of the installation.

A No. 635 receiver was installed under the
stage with a monitor receiver for the operator,
together with the phonograph, magnetic pick-up
and switching devices that would throw the
radio or pick-up outfit reproduction into either
the auditorium speakers or the monitor loud
speaker or both. Two of the speakers were
placed near the stage in the auditorium and
two others under the gallery so as to provide
even distribution of the music all over the
theatre. This eliminated all possibility of ex-
cessive volume in the front of the house with
possible dead spots in the rear of the balcony.

McCoy’s supplies a full set of new records
each week, ranging from either an overture or
symphony at the opening of the show to con-
cert and popular numbers for filling in between
acts. For this service the store receives free
space in the theatre program. The installation,
in addition to supplying the musical program,
also furnishes the public with the broadcasting
of events of national interest and the proprietors
and the public have expressed themselves as
being pleased with the arrangement.
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1Thanks......

FOR THE DELUGE OF NAMES!

...and whichever name we finally
select for the sensational new

AUDAK

RANKLY, we are delighted. Expecting a rousing response

to our offer of $250 in cash prizes for a name for the
new AUDAK Pick-up, we got more than we anticipated!
Hundreds of suggestions, from every nook and cranny in these
United States and Canada . . . and still they come pouring in!
Clerks and store owners, jobbers and their salesmen, even
manufacturers . . . sending along one, two, three or more sug-
gestions . . . and most of them mighty good! This IS response
.. and it conclusively proves something that we already were
morally sure of.

The trade WANTS a Pick-up as good as the AUDAK
Talking Machine Reproducers. They do know the difference
between average and excellent acoustical performance. They
do concede AUDAK’s supremacy in this field, and they look
forward in pleasant anticipation to the advent of an electric,
CHROMATIC Pick-up that will do what Audak is guaran-

teeing this one to do. We thought we were right . . . and now

we KNOW it!

DEADLINE! Midnight, Decembér 24th...Still Time to Win the Prizes

The AUDAK

“The Standard by Which Others 565 Fifth Avenue,
Are Judged and Valued’’. ...

“Creators of High Grade Electrical and

Audachrome, Polyphase, Singlephase and Revelation
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PICK-UP

Our Prize Contest has certainly
demonstrated your need and

demand for a CHROMATIC Pick-up

*J HE names thus far suggested will give our

judges plenty to think about. Many of COMPLETE

them show a remarkable appreciation of what
a pick-up should accomplish, and there are SUPREMACY
dozens of cleverly syllabled suggestions, almost
any one of which would make a suitable name
for the new AUDAK masterpiece. Doubtless
others, just as clever and just as strong, will

AUDAK now holds complete
leadership in the field of re-
producers, whether electrical
or mechano-acoustic. The

arrive in the next week or so. There is still manufacturer who uses AU-
time left for those who have not already sub- DAK Reproducers, of either
mitted names, and something tells us that “the type, is giving his dealers and
best are yet to come.” What a job the judges his public the very best . . .

a fact that cannot be too

have before them! But send along your sug-
often repeated.

gestions ... you can’t make it too hard for us
.. . the more, the merrier!

L S il e e —— o e

Send Your Suggestions to the Contest Editor,care of the Audak Company

W

COMPANY

New York
Acoustical Apparatus Since 1915”

ACCEPT NO IMITATIONS

Every Audak instrument bears
a protective tag l[ike this —
your guarantee’

Reproducers
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Philco Purchases
Factory Building

Acquisition of Large Plant With Addi-
tional 100,000 Square Feet Will Enable
Company to Double its Output

Further evidence of the steadily increasing
demand for radio receiving sets and speakers
was given when the Philadelphia Storage Bat-
tery Co., of Philadelphia, Pa.,, maker of Philco
all-electric radios, announced the purchase of
an additional 100,000 square feet of ground with
a large factory building, which will enable the
company to double its output of radio sets. Im-
provements to cost nearly $750,000 have already
begun on the property and buildings, which are
located at Allegheny and C streets, just one
block from the present Philco factory.

“Purchase of the property became a vital
necessity some time ago, when it became appar-
ent that no matter what was done to speed
production in our present factory we could not
keep up with the orders which are pouring in
from every State in the Union,” said J. M.
Skinner, vice-president of the Philadelphia
Storage Battery Co. ‘“When you recall that
Philco has been making radio sets only since
July and that we have been oversold every

week since production began, you can under- °

stand that this immediate demand of the public
for our product has been a surprise even to our
own executives. Within a short time we will
be geared to double the production of our pres-
ent plant.”

The newest Philco purchase gives this con-
cern a total of six factories in and near Phil-
adelphia. The new building will be used first
of all for production of parts, and secondly it
will be used to relieve the Philco speaker fac-
tory, at Germantown, Pa., of its present con-
gestion. Officials of the company believe that
the present output can be doubled.

The Talking Machine World, New York, December, 1928

Federated to Convene
in Buffalo, Feb. 18-20

City Chosen Because of Its Accessibility
—Results of Surveys to Be Considered—
Will Study Trade Practices

The Federated Radio Trade Association has
definitely decided upon the city of Buffalo,
N. Y., as the scene of its next convention to
be held February 18-19-20, 1929. Buffalo has
been chosen because of its eastern and north-
ern location which makes it accessible to radio
tradesmen throughout the United States and
Canada. This convention will be the most im-
portant ever held by the radio trade.

At this time the results of various surveys
made by the Executive Offices will be given
consideration by the visiting tradesmen. All
local associations throughout the entire coun-
try are taking part in this meeting and will
have delegates attending the Convention from
nearly every city in the country.

Standard terms and conditions of purchase
will be outlined for all retailers and a cam-
paign will be waged to eliminate fraudulent and

Arcturus Acquires
Two New Factories

Space and Production Facilities Are
Tripled by Acquisition — Executive
Offices Moved to 220 Elizabeth Avenue

The Arcturus Radio Co., of Newark, N. J.,,
exclusive manufacturer of AC radio tubes, has
recently acquired two new plants, located on
Frelinghuysen and Elizabeth avenues, tripling

TLANT K04 LABODATORY

misleading advertising. The work of the en-

tire convention will be helping the radio indus-
try to so increase the value of its services that
the public will secure better results.

W. R. McAllister Ends Trip

Burraro, N. Y., December 1.—W. R. McAllister,
sales manager of the Federal Radio Corp., re-
cently returned to headquarters here following
a trip through the East, including stops in the
key cities of New York and Philadelphia. While
in New Yorlk City, Mr. McAllister lunched with
all the Eastern representatives of the company,
and received encouraging and gratifying re-
ports regarding business in all sections.

Arcturus Factories

space and production facilities. The company
now operates four plants, one in Harrison, N. J.
and three in Newark, as well as a separately
situated laboratory also in the latter city.

The Newark plants are located within a few
blocks of each other, the production line vir-
tually running between them. Plant No. 3 is
devoted to receiving, and the manufacture of
small parts. The assembly and evacuation takes
place in plant No. 2, while the tubes are based,
tested and shipped from plant No. 4. The
Harrison factory, plant No. 1, also performs the
intermediate operations.

The executive offices have been mioved from
Sherman avenue to 220 Elizabeth avenue.
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Waster of Movable Musie”

R—New 1929 Model

Equipped with latest air-column HORN

Quality Portable

Other Outing Portables at

$12.50 $15.
Five Styles

$17.50

$20.

$25.
Five Prices

Modern

Exclusive
Up-to-date
Remarkable Value

IT WILL PAY YOU

Write direct or

4
4
4
8
4
6
&
4
1
g
8
4
g
8
g
4
6
EA

Established 1907

64-68 Wooster Street, New York
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NEW WONDER MACHINE

We extend to the trade our best wishes for

P Merry Christmas and @ Bappy New Bear
NEW YORK ALBUM & CARD CO., Inc.

To
Manufacturers
Equip your phonographs
and radio combinations

with our latest decorated

NYACCO record albums.

TO LOOK AT THIS

ask your jobber

S m——
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HO

DAY
GREETINGS
and
BEST WISHES
for 1929

QUALITY FIRST
CHICAGO, ILL.
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Pierre Boucheron Is
RCA District Manager

Former Advertising and Publicity Man-
ager of Radio Corp. Appointed Southern
Sales Manager—Offices in Atlanta

The appointment of Pierre Boucheron, for-
merly advertising and publicity manager of the
Radio Corp. of America, to the post of Southern

Pierre Boucheron

district sales manager with headquarters at
Atlanta, Ga. has been announced by J. L. Ray,
general sales manager. Mr. Boucheron is one
of the best-known executives in the advertising
and publicity fields, and brings to his new posi-
tion a wealth of merchandising experience.

L. R. Galvin and E. C. Carlson, formerly
assistants to Mr. Boucheron in New York, are
now in charge of advertising and sales promo-
tion respectively.

Peerless quality is uniform
and dependable, There

are no two wavs abonut it.

:
‘
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C. R. Westbrook, formerly connected with
the New York sales offices, has been appointed
assistant district sales manager at Atlanta.

“The primary purpose of establishing the new
offices with warehouse and service station facili-
ties in Atlanta,” said Mr. Ray, “is to provide
added facilities for our distributors and dealers
in developing the large potential purchasing
power of the Southern district. Shipments of
radio apparatus to this area will now be made
direct from warehouses in Atlanta. The terri-
tory which will be served includes North and
South Carolina, Georgia, Florida, Tennessee,
Alabama, Mississippi, and the eastern portion
of the State of Louisiana.”

RCA opened another new branch office re-
cently in Dallas, Texas. Other district sales
offices of the corporation are located in New
York, Chicago and San Francisco.

Victor Co. Wins Patent Suit

The Victor Talking Machine Co. of Canada
was sustained in its right to use the Ortho-
phonic horn in a decision by the Exchequer
Court at Ottawa. The action was brought by
E. Grissinger, of Buffalo, N. Y., who charged
infringement.

Acme Wire Co. Manual

An unusually attractive sales manual was
recently issued to the trade by the Acme Wire
Co., New Haven, Conn., maker of radio con-
densers, coils and other parts. The company’s
products are illustrated and described in detail
and processes of manufacture are made clear

The Federal Ortho-sonic Model F-10 was the
choice of the managemnent of Shea’s five Publix
theatres in the Buffalo area to receive election
returns for the benefit of their audiences, elec-
tion night. This proved to be excellent pub-
licity for the Ortho-sonic.

CeCoRadioTube Sales
Show Decided Increase

Business for October Double That of Sep-
tember—Additions to Production Facili-
ties Made—Plan New Building

Provipevcg, R. 1., December 6—Despite the fact
that material additions to the production facili-
ties of the CeCo Manufacturing Co. have been
made, and much new equipment of the latest
design to speed production has been installed,
two shifts are still required to meet the con-
stantly increasing demand for CeCo tubes. The
expansion of the business has been such that
plans are now in preparation for an additional
building of large dimensions.

The CeCo Co., which manufactures radio
tubes exclusively, states that the business for
October of this vear shows a 100 per cent in-
crease over the sales volume for September and
an even greater increase over sales of last Oc-
tober. While there is unquestionably a vastly
increased demand for all radio tubes, both AC
and DC, it seems evident that the splendid rep-
ntation which the CeCo product has enjoyed is
largely responsible for the overwhelming busi-
ness which has come to it.

Officials of the CeCo organization have
prided themselves on making shipments on the
day orders are received and a large stock is
carried at all times in order that this policy
might be lived up to. Despite all efforts to
meet demands, the plant is somewhat behind on
deliveries, but the added facilities and the dou-
ble shifts are expected to take care of custom-
ers in the near future.

shipment of Fada radio receivers from F.
A. D. Andrea, Inc., to Harispuru Hnos., Monte-

video, Uruguay, formed a part of the cargo lost
on the ill-fated S. S. Vestris when it sank off
the Virginia Capes.

Greetings

Deep gratitude and satisfaction mark the
Christmas Spirit at Peerless this year—
gratitude for the loyal support our product
has received from many friends and patrons,
and the satisfaction that comes through
honest endeavor and a job well done.

To All
q ﬁﬂerrp @bttstmas

aq ?Qapp? ﬁem Pear
PEERLESS ALBUM CO.

PHIL. RAVIS, President
636-638 BROADWAY, NEW YORK
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WITH THE NEW LOW PRICES AND
THE NEW SYMPHION RECEIVER

Balkite becomes

the most remarkable line

on the market

There has never been any ques-
tion that Balkite is one of the
finest receivers on the market.
For performance and quality of
reproduction it leaves nothing
to be desired.

In addition, the regular Bal-
kite AC Receiver now costs no
more than ordinary sets. The
new low prices of $125 and
$140 for the table models are
unequalled by radio of any sim-

ilar character.

entirely new principle, it gives a
quality of reproduction hitherto
unequalled. The difference be-
tween Symphion and any other
receiver is obvious and, more to
the point, easily demonstrable to
the average prospect.

Interest in this new receiver is
enormous on the part of both
trade and public. It has already
been called the 1929 receiver.
The two receivers together give
you everything you

This combination

could ask for in a ra-

of quality and price
is in itself enough to
make Balkite one of

the most attractive
lines in the field.

But in addition
there is the Balkite
Symphion Receiver.
This receiver 1s lit-
erally the only new
thing in the industry.

AC, but based on an

FANSTEEL

Ba

The new Balkite SYMPHION
... SYMPHION through an
entirely new principle converts
the ordinary 60-cycle AC house
current to 3,000,000 cycles . . .
This makes possible the use of
the 201A tube with its far wider
range of frequencies and ex-
cludes heterodyning and hum. ..
Result: every tone is reproduced
—as it is played. Two models:
B-7 Highboy at $475. and
B-9 Combination Radio Receiv-
er and Electric Record Repro-
ducer at $950. Both in cabinets

by Berkey & Gay.

Prices slightly higher
West of Rockies

dio line, from a price
for the humblest buy-
erto arecelver forthe
music connoisseur.
They are rapidly
making Balkite one
of the most popular
and fastest-selling
lines on the market.

Fansteel Products
Company, Inc., North
Chicago, Illinois.

kite Radio
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S‘iﬁf School Market

Profitable Volume of Radio Sales
to Schools Awaits Dealers Who
Make a Strong Bid for Business

One I'nstrument Used for
Entire School If Desired

HE radio receiver has in the past been

regarded and sold mainly as an instru-

ment, the chief purpose of which is to
provide entertainment and, in occasional in-
stances, enlightenment on topical happenings
and current news. From the beginning of
broadcasting however it has been realized that
one of the greatest contributions which radio
could make to mankind was that of being an
educational factor and this phase of the capabil-
ities of radio is now being developed.

The most forward step ever taken in making
radio a part of the school curriculum was in-
augurated on October 26. Then the first of a
series of forty-eight educational concerts,
divided into four series of twelve one-half-hour
programs, especially prepared and arranged
according to the mental development of chil-
dren and young people from the third grade
through high school, was broadcast by Walter
Damrosch and His Symphony Orchestra over
2 network of twenty-six broadcasting stations
covering the entire country between the Atlan-
tic Coast and the Rocky Mountains. This
series of orchestral concerts under

Standard OQil Co. of California.

Dr. Damrosch, in commenting
on the purpose and value of
these concerts, said, in part:

“The purpose of
the RCA Music
Education Hour is
primarily to arouse
enthusiasm and a better un-
derstanding of music as an
artistic expression of human
emotions. Secondly, 10 en-
courage self-expression in
music among the pupils and,
therefore, the study of music
in the regular curriculum of
the schools. This should de-
velop, first of all, singing, a
knowledge of musical nota-
tion, and in the high schools
and colleges, the formation of school orches-
tras. My experience of over thirty years in this
field has proven to me that all these things
come inevitably and naturally. At all of these
concerts I shall give very short and simple
cxplanations of the music that the orchestra
will play, of the nature and character of the
different orchestral instruments, and something
about the composers.”

Dr. Damrosch has formulated a list of about
twelve questions for each of the forty-eight
programs embodying’ the principal points of
his explanatory comments. These questions,
together with the proper answers and additionat
information, form the contents of an attractive
manual which has been furnished to the
teachers of the schools connected with the con-
certs by radio.

Before deciding to sponsor the concerts
which are now in progress the Radio Corp. of
America in February of this year arranged two
experimental programs for school children, a
successful experiment. Despite the fact that
these experiments were launched with hardly
time for proper exploitation the response was
immediate and encouraging. It was estimated

the direction of Dr. Damrosch, the
dean of American musicians, has
been arranged and is being spon-
sored by the Radio Corp. of
America, which has spared no ex-
pense, not only 1n arranging for the
programs but in providing supple-
mentary material to teachers so that
the fullest benefits of the Damrosch
concerts will be available to every
pupil in rural schools as well as in
the larger city institutions. A sim-
ilar series of thirty-six lecture
recitals is being broadcast every
Thursday morning over a network
of five Pacific Coast broadcasting
stations to students in upper grades
and also in high schools. These
recitals are being provided by the

Speakers Installed in Assembly Room and All Classes Bring Programs to Pupils
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Speciel Control Board
Enables Tuning in on
Any Station

that Dr. Damrosch received more than 10,000
letters from pupils, teachers and music directors
all over the coungry, commending the programs
and urging their continuance.

Although this series of concerts is primarily
intended to utilize radio in its sphere as a vital
factor in education and is not directly designed
as a dealers’ aid, every radio dealer in the
country should regard it as a happening of real
moment to him in his business life.

The school market is, or until the very recent
past has been, a practically virgin field and
there are many thousands of schools through-
out the United States not equipped with radio.
Every dealer should regard the schools in his
community as likely prospects and stress every
effort to secure an order from the school board
or the Parent-Teachers’ Association or some
civic body which has the interests of the pupils
as its object and purpose. Although this series of
educational concerts is the first broadcast fea-
ture which has a sustained interest to the
pupils of the schools of the country, frequent
broadcasts have occurred during the past two
vears, every one of which should have been
listened to by the school children. The follow-
ing partial list taken from “Radio in Educa-
tion,” published by RCA, gives an idea of the
programs which should be used by dealers in
attempting to sell school boards and other edu-
cational bodies on the necessity of having radio
equipment in their schools: “Pan-American
Conference, Havana, Cuba, at which President
Coolidge and President Machado spoke; me-
morial services at Gettysburg at which Presi-
dent Coolidge spoke; annual convention of the
American Farm Bureau at Chicago,
New York Symphony Orchestra
Children’s Concerts in February
and Republican and Democratic
‘conventions at which the presi-
dential candidates were chosen.”
This list does not mention regular
broadcast lectures on dietetics, for-
eign language lessouns, Christmas
choral concerts and lectures by re-
nowned educators.

Naturally, with the great variety
in the siZzes of schools and the num-
ber of pupils enrolled, the demand
for receiving equipment will cover a
wide range. In the rural schools
with a small number of pupils a
single receiver installed in the meet-
ing room or auditorium where all

(Continued on page 17)
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Policies and Merchandise

JMalke for Steadily

Increasing Dealer Prosperity
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Columbia prosperity is based upon the prosperity of 1its
This is a truth Columbia
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e

ij".. T
N R
. e |

dealers. The two are inseparable.
bears always in mind, whether it be a question of sales policy

or a matter of new merchandise.

1928 has been a big year for Columbia dealers and for
the Company, in the record, the phonograph, and the radio
fields.

1928 has witnessed the first Columbia Bayreuth Festival

Recordings made under special arrangement, exclusive to

Columbia, for all Wagner Festival Recordings, for a long

term of years.
1928 has marked the advent of Paul Whiteman as an ex

clusive Columbia artist, joining the great galaxy of dance
orchestras including such famous names as that of Ted Lewis

1928 has been signalized by world-wide Schubert Cen-
tennial Observances, sponsored and organized by the Colum-

bia Phonograph Company, and featured by special Columbia

Schubert recordings.
1928 has seen beautiful new models of phonographs,

electric reproducing phonographs, and phonograph-radio
combinations added to the Columbia line.

1928 has given to the public its first Columbia Radio

Receiving Sets.

1929 is just arowund the corner,
holding owt the hope of eceven
greater prosperity to the Colwm-
bia dealer and 1o the Company.
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Columbia Electric Viva-tonal
and
Kolster Radio Combination

“like life itself”
S900 Model

Columbia-Kolster Viva-tonal
The Electric Reproducing
Phonograph
“like life itself”
83235 Model

Columbia Electric Viva-tonal
and
Kolster Radio Combination
“like life itself”
SG00 Model

Columbia-Kolster Viva-tonal
The Electric Reproducing
Phonograph
“like life itself”
S$3935 Model

Anstruments of Superliative
Prices shown arc liss @ 0ey charm and perfection
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Columbia Radio Receiving Set
beautiful period cabinet

S2835 Model

(West of Rockies, $300)

Viva-tenal Columbia Phonograph

S125 Model

Viva-tonal Columbia Phonograph

SS90 Model

Viva-tonal Columbia Portable

S350 Model

“like life itselr” Viva-tonal Colnmbia Phonographs, Radios and Phonograph-
Radio Combinations., with their living tone, are unbeatable sales makers.
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MASTERWORKS

There is more music in good music. .. And the best of the good music
is in the Columbia Masterworks®, the world’s greatest record library.

CHOOSE FROM 90 ALBUM SETS

Demonstrate the mar-

the Master of Melody—
velous Columbia Schu- sixteen albums—a

bert Centennial group cross-section of the ge-

—~themelodicgemsfrom nius of Franz Schubert.

Demonstrate the other composers repre-

sented in Columbia Masterworks
Bach Haydn
Beethoven Holst
Berlioz Lalo
Brahms Mendelssohn
Bruch Mozart
Chopin Ravel
Debussy Saiunt-Saéns
Dvorak Richard Strauss
Franck Tschaikowsky
Grieg Wagner

in a selected list of symphonies, concertos,
sonatas, and chamber munsic. Al works in
\ five or more parts are enclosed in attrac- %
BRAHMS tive art albums. BEETHOVEN

Masterworks sell. Use the Columbia Masterworks -

Catalog. Get your share of this profitable business.

@olumbm fﬁ?ffffﬂee@rds

Made the New Way— Electrically —Viva-tonal Recording, The Records without Scratch

COLUMBIA PHONOGRAPH COMPANY
1819 Broadway New York City
§) Canada: Columbia Phonograph Company, Ltd., Toronto

o 7\1’ Ml.k U.S . Pat. 011,
> AR apenio. |§<n,ns-m«-- “Reg. U. §. Pat, Of.

o xo @r 23 4e Agnere 1920,
l-—-mlot.m BosaNaa 1090, zuﬂ,lﬂz
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Sell the School Market—A Profit-
able Field for Receiving Set Sales

(Continued from page 16)

the pupils can gather would suffice. On the
other hand, the large city school will in many
cases require equipment that will bring a pro-
gram to a room or rooms without interfering
with the classroom proceedings of pupils who
have no interest in the broadcast. The Radio
Corp., in conjunction with the General Electric
Co. and the Westinghouse Electric & Mfg. Co,
to cover this need has produced a special cen-
tralized radio receiver equipment which pro-
vides for the reception, control and distribution
of radio programs from a single point located
in a place convenient for supervision by the
proper authorities.

In commenting on the opportunity for dealers
and the methods to be used in securing sales,
David Sarnoff, vice-president and general man-
ager of the Radio Corp,, said in part:

“It is necessary to secure the active co-opera-
tion of radio merchandisers in every part of
the country, so that their help, together with
the basic effort in the form of the national
campaign undertaken by RCA, will convince
school boards everywhere of the necessity for
radio equipment in schools.

“Now as for the question of whom to sell—
school board or philanthropically minded local
citizen—it is difficult to say. Local conditions
vary widely. What might work in one com-
munity may fail in the next. Therefore, the
peculiar local conditions obtaining in the com-
munity should guide the selling campaign. The
school board, usually, is the logical point of
attack, for there is as much reason for installing
a radio receiver as a domestic science layout.
Both are intended for educational purposes,
although neither falls strictly within the three

R’s. The school board must be ‘sold’ the idea,
just as other ideas have been sold.

“As for philanthropically minded local citi-
zens, that is a question of how fortunate is the
community in this rare commodity. It is
always possible, of course, to get a group of
citizens together for the purpose of equipping
the schools with radio apparatus, just as it is
possible to secure funds for any other worthy
cause. The philanthropical citizen who donates
libraries may see the wisdom of donating a
means of bringing the world of music and edu-
cational material into the school.

“Never before has the radio merchandiser
had the opportunity which is now unfolded by
the Damrosch educational broadcasts. Not
alone is there radio equipment to be sold to
schools, but there is installation work which
the radio merchandiser may undertake himself
or turn over to an electrical contractor. Cer-
tainly there never was a better opportunity to
sell to a virgin market at a fair price.”

In connection with the RCA-Damrosch Hour
a vigorous campaign has been launched by RCA
to enable its dealers to sell to schools against
the least possible resistance. Forty-three school
journals which are read by teachers and school
boards throughout the country are carrying
full-page advertisements on the subject. All
the leads received through this source are being
turned over to the nearest RCA dealer.

While the dealer’s chief interest in soliciting
the school radio business is in making imme-
diate sales, it must not be lost sight of that
the millions of pupils who will listen to the
apparatus as part of their classwork exert a
tremendous influence in the buying selections
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of their homes. The instruments sold to
schools play the double duty of bringing in
profits and acting as exploitation agents for the
dealer and the merchandise carried in his store.
A great percentage of the pupils will in the next
few years be customers for radio receivers for
their own lLomes and the foresighted dealer
who is building for the future will keep this
fact in mind.

The music-radio store which carries a com-
plete line of musical instruments, including
orchestra and band instruments, has still an-
other reason for using his every effort to have
the schools in his community participate in the
Damrosch concerts, as witness this statement
by the eminent conductor: “It is needless to
say that it will be our endeavor to grade the
programs in such a way as to lead the children
zently along until they are able to understand
and enjoy music of a more complicated char-
acter. During some of the concerts I shall have
the various instruments of the orchestra play
alone, so that the children can gain a good
knowledge of their qualities and possibilities. I
have found from experience that the results are
1remarkable. Many of the children take an
enthusiastic liking for this or that orchestral
instrument, and begin the study of it themselves
and the natural result of this is eventually the
formation of school orchestras.”

Appointed Splitdorf Jobber

Hal P. Shearer, general manager of the Split-
dorf Radio Corp., Newark, N. J., recently an-
nounced the appointment of the Sprague Elec-
trical Co. as a Splitdorf distributor. The
Sprague Co. has just purchased the Park City
Electric Co. of Bridgeport, so that Splitdorf
products are well represented in Connecticut.

The Velazco Music Center, New York City,
was recently incorporated with a capital of 100
shares of common-stock.

SELL SYMPHONIC

For those who want the finest reproducer that
can be made, we present the Low-Loss Sym-
phonic Reproducer the result of the most pains-
taking experiments and trials. Exquisitely made,
it 1s encased in a handsome bronze hnished
housing, with nickel or gold plated centerpiece.

LOW LOSS

onue
fPH[INl]E APH REPRODUCER

This is the $8.00 number that has been so popu-
lar with phonograph dealers everywhere. A won-

derful reproducer whose performance is so un-
usual that it sells immediately on demonstration.

ymphonic
PHONOGRAPH REPRODUCER

=

plate. A great seller.

A remarkable reproducer at a remarkable price.
Beautifully finished in polished nickel or gold

VErture

PHONOGRAPH REPRODUCER

MADE BY_SYMPHONIC .

“Symphonic is the first and original
independent phonograph reproducer. It
is, by test, still the best.”

SYMPHONIC SALES CORPORATION

370 SEVENTH AVE.

Pioneers and Leaders
in the Independent
Reproducer industry

NEW YORK
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LIMINATION of faulty mer-
E chandising methods and maxi-
mum efficiency in retailing de-
mand an exact knowledge of the status
of the various departments of the busi-

Set. Dote Purchesed.

Nare =
Address
Fioor
Phone, No. Clt
Do STl RErORT | | earhractony
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ness, whether it be the retail talking
machine-radio business or any other form of
retailing. In selling talking machines and ra-
dios the dealer is faced with a situation that
requires the highest type of management. Com-
plete records regarding every phase of the op-
erations involved in buying and selling, as well
as the important problems associated with the
granting of credit and financing, must be avail-
able if the store is to run like a machine.

The mark-up on talking machines, radios and
other merchandise handled by the dealer is
sufficiently high to insure a good profit on the
investment provided the

confront the retail
store operator and
they can be solved if the dealer
removes the guesswork from
his methods and makes certain
that he knows exactly what he
is doing at all times. There is only one way
to know and that is through the use of some
system that supplies the exact knowledge re-
quired when it is wanted.

merchant_does nothing | JMPORTANT — Read at Once

to endanger his income.
In other words, the
dealer must exercise a
strict supervision on his
buying and selling and
on his credit. He must
carry a line complete
enough to insure satis-
faction of the demands
made by the public. He
must make a continued
drive to achieve a turn-
over that will give him
a fair return on his in-
vestment. He must
watch his step regarding
obsolescence of mer-
chandise and he must
make a special effort to
get rid of slow-moving
stock. That is a real

or Stations.

is very important,

tilled water.

Radio troubles.

We have them for sale.

On the other hand,
there are also some
don’ts that retailers

FREDERICK

BRANCHES
W. B. Moues & Sens, Warbuagieo, D. €,
Lavy Bros. Elzsbeth, N. J.

i

| Radio material absolutely not returnable. ‘
Complete scts installed by ns servieced for 90 days.
Manufacturers ean not guarantee any specified distanec | stores in New Yo rk,

| A new storage hattery should be charged the first weck
a9 a new Battery does not hold a eharge as long as onc | ton.
that has been eharged several times.

Thercafter get yours echarged every 2 or 3 weeks — This

Yourrcception depends entirely uponthe eondition of your
tubes, batterics, loeation and atmospberie conditions.

Don’'t always blame poor rcception on your set.
Sometimes the broadeasting stations have difficultics.
Test your “A”" and **B" batteries and Tubes occasionally.
Ruo down batteries and tuhes account for 95% of all |

Voltmeters and Hydrometers cost very little,

We c¢aunot guarantce against interference-there are
too many stations oa the air.

All distant stations do not eome in with same volume. ;
Fadiag stations are due to atmospheric conditions. :
. Getaequainted with your set learn how to work it properly. !
We make a service eharge of $2.50, C. O. D. if aservice
call is made to Test dead Batteries or Tubes.

After your free service period is over and you should

ikl dob desire a service man, a small fee of $2.50 C.0.D. will be
merchandising job. | charged for this accomodation.

MALN OFFICE — 6 EAST [4ch ST.. NEW YORK CITY

These are the thoughts
in back of the success
of our retail music-radio

Baltimore and Washing-
We have system-
atized our business to
such an extent that it

Keep your battery and charger always filled with dis- ‘ i1s a simple matter to

determine the sales vol-
ume of any of our chain
of stores for any given
period of time. The
same holds true of the
stock of each establish-
ment and the credits.
Briefly, we know what
we are doing .because
we have a system of
records, installed by
Neidle & Frank, a firm
of Certified Public Ac-
countants, New York
City, for our particular
business, that gives us
the data we must have.

P. ALTSCHUL

BRANCHES
Seaith Beos Treaton, N. 3.
Baumeno & Co. 1530d 51 & Ird Ave. Brane, N Y.

must observe. Experi-
ence has taught many dealers that it does not
pay to give too much free service. It does
not pay to make too lew a charge for service.
It does not pay to make trade-ins unless the
dealer can make the trade-in sale on a basis
that gives him absolute protection. These are
only a few of the outstanding problems that

It is not a complicated
plan, nor is it costly, but it is accurate and
complete. We can tell at a glance from the
various reports that come from the wvarious
stores regularly whether business in any of the
stores 1s maintaining volume or dropping be-
hind, as a whole, or in any department, The
plan of retail records has made it possible to
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develop ma x-
tmum profits
for the wvol-
ume of busi-
ness done by
the elimina-
tion of costly and inefficient sales methods.

Each of our six retail stores has its own
complete sales organization. These men know
their stock and know the district in which they
work. They know the type of people with
whom they come in contact. Each store also
is under the direction of a store manager. The
manager is responsible for the showing of his
store. All of the stores are controlled by the
headquarters in New York and the advertising,
collecting, etc., are also handled from headquar-
ters. It can readily be seen that where there
are a number of stores there must be a multi-
plicity of records. Each store keeps its own
records but we receive daily reports of the busi-
ness transacted and other pertinent information.
Each month inventory is taken in all of the
stores. This inventory is not taken by the
manager of the store but by one of the man-
agers located in another of our stores. Here
is how we work our inventory plan. At in-
ventory time the managers of each of the stores
receive telegrams from me directing them to
go at once to a certain store to take inventory.
Thus these men visit a different store each
month for the purpose of taking inventory.
This is done for several reasons. In the first
place, it is good training for the men to get
around to the various stores. Secondly it gives

P
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Radio Dealers

Accurate Records Eliminate Guesswork in
Merchandising—Modern Management Simpli-
fies Operations Through Stock Control and
Planned Selling—Record Systems Are Effec-

tive and Inexpensive to Install and Operate

a check on the manager of each store. This
is not done because we suspect the honesty of
the men in our employ. It is done because it
keeps the store managers on the alert to main-
tain the particular part of the organization
in their charge as prosperous as possible. It
induces alertness.

Also we get a monthly profit and loss

number,

On this card there are ruled spaces

for insertion of money collected on account,

so that by referring to the card we know in-
stantly how promiptly the customer meets his
or her obligations, amount collected, reasons

ior non-collection, in case of delinquency, and

statement, enabling us to know the exact
status of our business financially each
month, This is very important, especially

R 42319
RECEIVING RECORD

Frederick P. Altschul

has not received any service. We simply refer
to our file in such an instance and show her
our record and her signature after each call
made by the service man.

The form illustrated which is headed “Im-
portant—Read at Once” is of the utmost im-
portance, because it outlines our policy in clear
English for the customer. It explains our
stand on returning merchaudise, care of the
set, and our plan of extending service. This
card is given to each customer at the time of
purchase of a set. We believe this thorough
understanding of what a radio set will do and
how to properly care for same has been in-
strumental in saving us a considerable amount

N of money not only in reducing excessive de-
when a business ew York Phonograph & Piano Exhibition Rooms mands foyr service but also by crgeating customer
reaches the stage in ST — satisfaction it has paved the way to future
its development when Dure business with the customer as well as her
the financial prob- Received Fran___ - gl friends. The purposes of the Purchase Order,

Address. 7Y Return Sales, Shipping Ticket, Receiving Rec-

Sedfew TS =y Nre ord, Cash Receipt,

: SrOp: Inter-store Charges

on, ‘?;'("uk,/ = H,q,?GE and Re.turn Purchase

el A AN 6 oy are obvious anfi n.eed

o \._\ J-’:J,l/- 'f.’;',s'l no further elucidation,

VAL / S St . o, ’ although it is safe to

e, S say that few stores

- \," Rt Y \ have the complete

o / \ records needful for

RETUR intelligent manage-
-

Ne894R0  ( oq mecEIPT

Date Amount §___ _ _ _ __
Received from_ . o _ o e o oo
Addrees o o e e
e e P Ty

Acrount No.

lems

involved are of con-
siderable magnitude.

The forms illustrated are

largely self-explanatory and give a concrete
idea of our complete record system. Notice
that all forms are numbered. This is done for
a purpose. These records are made out in
triplicate, one remaining in the book, another
being filed in the store and the third goes to
our headquarters, so that we have a complete
record of all transactions, both in the store
and in the main office. At the time of making
a sale a collection card and service card are
filled in at once, so that at the very start the
record of the customer becomes part of the
store’s business. On the collection card, of
course, are noted the name and address of the
customer, type of instrument sold, date on
which collections must be made, amount due
weekly or monthly, as the case may be, account

FRr
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EDERICK P. ALTSCHUL
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NEW YORK_ N ¥
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. S
the name of the individual
connected with the organiza-
tion who received the money.
The service card is similar in form and size,
and constitutes a complete record of the serv-
ice given to the customer. There are ruled
spaces under which are noted dates of service
calls, the name of the serviceman, his report,
time he arrived at the home of the customer,
time of leaving, and whether the work was
satisfactory. Under the latter heading the cus-
tomer signs his or her name so that later there
can be no question as to the satisfaction of
the work performed. This saves endless
trouble and results in a cutting down of un-
reasonable demands for service. Nor can the
customer tell us at some later date that she
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our
forms are made out
in triplicate because
of the fact that the main office
separately from the stores, in the case of a
single store it is necessary only to make out

Where

ment.

is operated

the forms in duplicate. Where a dealer op-
erates only one store the record is just as im-
portant as in our case, where a number of
stores are controlled. The music-radio store of
to-day handles a variety of lines and is more
or less departmentized, making accurate records
absolutely indispensable.



Harold
Horwich

HOME DEMONSTRATION TICKET

Name
Address

Phone

Set Demonstrated
Speaker __

— Serial No.
— — —— . .. Serial No.
327 326 370A 380 350  201A

Tubes

Cabinet Serial No.

———

It is understood by ull parties concerned that the aforesaid equipment is
on demonstration only und remains the property of the King Radio Co. until
purchased and fully pald for. .

It is further understood that the undersigned is not obligated in eny way
to purchase the above mentioned equipment if not satisfactory.

Patron's Signsature

Salesman Signature —

(This Ticket Bjust Be Retusrned 10 Our Files)

*Ecrrything i Radse and Music™
809 E. 79th Soret
CHICAGO

Pedruary Oth
) 2 2 8.

Ros would YOU like to receive s letter with these
four eseet words...

*ZNCLOSED PLRASE FIND CHECK[®

e want to send you & check for FIVE DOLLARS or
VORR for every friepnd's nace you send ue on the enclosed post
card aho zay be thinking of purchaeirg & mew radfo set.

#e ®will have one of our trained salsszen call on
them, use Or not ute YOUr naze 83 you desire and in the event
tzat we gell them, & check ¥ill de forsarded to you by return
eatl,
Payment i1l be made according to this eehadule)

.00 on any redio set froo $100. to $200. met.
‘lg.g © " J g *  200. to R78. °

6 * * ° ° over 275,

If the prospect'e name i3 already in our files,
1t camnot be scoepted. If sale 1e not cade sithin ninety daye
this offer expiree,
TALE RADIO FHEREVER YOU MAY BE. ASZ YOUR FRIENDS
FOR TIPB.

Thanking Fou for the time given to read thie lettsr
and ageuring you of vur decire to codperste ={th you In closing

selee, 30 ore
gm{}.ﬂvﬁusm gHOP.
i pid

King Profits .

Customer Co-operation

Home D emonstration

By
Archie Oboler

HEN the cash register is tinkling mer-

‘; ‘/ rily and the delivery truck is running

itself to an early grave, then it is usual,
in the average business house, for the sales de-
partment to smile complacently and begin to
regard the individual customer as but one of
many accounts. It is not until business begins
to slack up that pressure is again brought to
bear on watching the welfare of each of the
clientele and fighting to retain good will

Not so with the King Radio Co., of Chicago,
a concern which, in a little more than two
years, has become one of the outstanding radio
retailers in the south-side district. ‘“We follow
up our old customers all the time, not only
when business is poor,” said Harold Horwich,
head of the organization. *“And by ‘follow-up’
I mean not only for new business, but also to
make certain that the service we are giving is
perfectly satisfactory, and that nothing which
might cause customer dissatisfaction has arisen.”

It is to this regard for the customer after the
sale is made that a great deal of the King Co.’s
success can be attributed. The King Co. begins
a complete service record of each transaction
from the moment delivery is made. The service
slip (illustrated) is perforated into three sec-
tions, one of which the customer gets, one of
which is the service man’s report, and the third
of which is a house record.

Upon delivery of the radio, the house record
section goes into a file under the customier’s
name. After any future calls, the service report
is filed, together with this original record, so
that the status of that particular customer’s
service record is always available to settle any
misunderstandings or complaints that might
arise. “There is no guess-work about it,” said
Mr. Horwich. “By referring to these cards we
know just what service has been given gratis,
whnat service has been charged for, and just
what the condition of the set was when last
examined. No man takes an unreasonable atti-
tude very long when the facts of the case are
spread before him in this way.”

Every few months a letter, (illustrated)

Practical Service

sult of the recommendation. In order to pre-
vent any misunderstandings, the letter further
states all the conditions upon which the com-
mission will be paid: the sale must be made

- within 90 days and the name must not already

be irl the concern's prospect file. According to
Lawrence Strauss, in charge of outside sales,
the response from this sort of campaign has
been very gratifying. In the month of March,
out of 500 letters mailed, there were 100 re-
sponses, resulting in 75 sales. And the business
developed in this way has been, for the most
part, very easily closed, as the customers’ pros-
pects were generally ‘qualified’ prospects in
the full sense of the word, having heard the
radio in their friends’ homes.

The particular neighborhood in which the
King store is located is a rapidly growing one.
To let the newcomers know of the existence
of their concern, the King Co. has been getting
tne names of all new arrivals from the local
real estate companies, and has been mailing to
their people a letter of welcome. Sent in an
inviting envelope, this little courtesy has at-
tracted a great deal of trade which ordinarily
would not have been developed.

For example, phone calls are frequently re-
ceived from people new in the neighborhood
asking for a service man. Investigation gener-
ally proves that it was from the ‘“welcome
letter” that the customer got the firm’s phone
number; many new contacts, and, resultantly,
new sales have been made in tnis way.

“Furthermore, we give this list of names to
our outside sales force,” said Mr. Strauss.
“People, on moving, sometimes either leave
their old obsolete set behind o1 shove it off into
a corner in the new apartment without hooking
it up rather than mess up the place with wires
and batteries. By calling on such people, after
the way has been smoothed by the ‘welcome
letter,” our men have been able to get sales
which ordinarily would not have come our way.

“And, talking of follow-ups, I wonder how
many dealers make use of their outside service
calls as a source of new business? By that I

FHALS ) offering an interesting commission for set pros- mean how many, when they get a call from a
Lo i e KT SRR pects, is mailed to the customer list. This letter non-customer for-batteries and so on, send a
offers from $5 up for each sale made as a re- (Continued on page 25)
RADIO SERVICE REPORT
. KING'S RADIO COMPANY HOUSE RECORD
809 E. 79th St. Phones, Triangle 5448-9 J Date
Name Dat .
ate
Address Phone - ame
Battery Set [ Electric Set [] ame Address
= Address
Complaint or Instructions Trouble Report Ch e
arges $ Material Out Material In

Signature of Service Man

Service Charge
Material

Total Signed.

Customer’s Signature on ap-

proval of work and price.

ALL CHARGES MUST BE CASH

THIS IS YOUR RECEIPT

N?¢ 468

THIS TICKET MUST BE SIGNED AND FILED

No adjustments will he made without it

N¢ 468
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Service Man
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There are nine good reasons why
Zenith is again ahead in radio this
year. You will find them [concealed]
under a panel on the right of
Zenith Automatic sets. These 9
reasons are bringing thousands of

buyers into Zenith stores.

30 Models—3 different circuits—including De Luxe, Automatic and Phonograph
Models—with or without loop or antenna—battery or fully electric—$100 to $2500

Licensed only for Radio amateur, experimental and broadcast reception. Western United States prices slightly higher

-RADIO

=>LONG DISTANCE «

RADE M™MARK REG

““Automatic Rad Own d an y Th ith Radio Corp., Chicago, U. S. A., under the following patents —Vasselli 1581145, Re-issue 17002,
Heath 1633734, Ca 264391, C B 257133, France 607436, Bclgium 331166. Also under Marvin and other U. S. and foreign patents pending

WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO




22 The Talking Machine World, New York, December, 1928

HERALDS OF A NEW

ENT

Model Ten-sixty-uine. Victor Automatic Electrola. i i
Volume adjustable from whisper to fall-orchestra
power. Adeluxe instrument for those who appreciate

fine things. List price, $850.

Model Ten-thirty-fire. The Automatic Orthophouic
Victrola. The musical iustrument that millious have
~~~ited for. List price, only $365!
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i‘i ;' i Model Nine-fifty-four. Victor Automatic Electrola with .
1 ‘ e 2 new Radiola Super-Heterodyne. The world's greatest
Z 1{’ 95», b musical instrument, beyond contradiction. List price,
3 i '?' o | complete with Radiotrons, $1350.
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pay IN HOME

ERTAINMENT

THE public has very definitely registered its approval of another great Victor
achievement, as represented in these three new models. Just as the Orthophonic
Victrola gave the American people a new standard of musical reproduction, so
these new instruments have enlarged the scope of home entertainment . . .
brought it to a degree of perfection which has exceeded the most fanciful dreams
of the music-lover.

An invisible servant takes care of all the details of record-chailging. You hear
a complete program without getting up from your comfortable chair. The new
Electrolas, contained in two of these models, add the ultimate touch of realism to
recorded music. The listener can stand at the elbow of a celebrated conductor
of the symphony orchestra. Or he can soften the music to a whisper as delicate
as the song of wind in the trees. The third model carries, in addition, a Radiola
Super-Heterodyne, the newest and finest set put out by the leading radio manu-
facturer of America.

Inside, these instruments embody the latest developments in sound-engineer-
ing. Outside, they are exquisite adaptations of definite period furniture. Their

designs will lend charm and dignity to any interior.

In the quality field, these new models have outdistanced all competition. Exclu-
sive Victor principles prevent them from being duplicated. Every Victor dealer
should have samples of them on his display floor. They will attract the crowd.
They will add prestige to your line of Victor instruments, and show a handsome
profit for your bank balance.

TALKING MACHINE COMPANY



Radio-Phonographs

Provide a

Broader

Market

Analysis of the Sales Field for Combination
Instruments—Trend of Demand

By Louis G. Pacent

President,

of the coming trend, rather than a step

behind, will do well to give serious
thought to the growing importance of the radio-
phonograph combination. A survey of manu-
facturing plans for the coming year and a care-
ful analysis of buying sentiment in many parts
of the country convince me that the develop-
ment and perfection of the combination machine
will be the most important of any we shall see
in the next year.

Important Factors

The two most important factors contributing
in a big way to the coming trend to radio-
phonograph machines are high quality and low
price. Developments in both fields in the last
three years have been little short of amazing.
Quality has been the keynote, and while qual-
ity has been definitely on the upgrade, the trend
in price has been generally downward. The
emphasis on quality has been noticeable in botl
radio and phonograph, and the improvement
in both fields can be traced to a large extent
to better and more powerful amplifiers, more
efficient tubes and improved speakers.

It is generally admitted by impartial ob-
servers to-day, I think, that radio has made a
valuable contribution to the phonograph. The
quality we are getting from electric radio-
phonograph combinations is made possible, to
no small degree, by the improved design of
audio amplifiers, tubes and speakers. On the
other hand, the phonograph, since the advent
of electrically reproduced records, has made a
great and worth-while contribution to the mer-
chandising of radio. The broadened field of
home entertainment made possible by the union
of radio and phonograph has appealed to the
great buying public which consists both of pros-
pective buyers of radios and phonographs.

Two Instruments Combined

Now I claim that when the two sources of
home entertainment are combined in a single
cabinet at a moderate price, the radio-phono-
graph is certain to assume a role of importance
heretofore unknown. My confidence in this
regard is not based purely upon personal opin-
ion. The New York and Chicago radio shows

THE dealer who wants to be a bit ahead

TYPE M RECORDING WAX

Developed for Electrical
Recording. Works at 70° or
Normal Room Temperature

F. W. MATTHEWS % Broret Strest

Pacent Eleotric Co., Inc.

brought the point home strongly. A swing
through the West which included dozens of
large manufacturing concerns emphasized the
point even more. In both radio and phono-
graph plants development work is being pushed
steadily forward on combination machines.
Most of the manufacturers foresee the trend.

To my mind the growth of radio-phonograph
combinations as a great factor in radio mer-
chandising is coming at the right time. Develop-
ments in radio during the past three years have
placed the industry on a basis which it could
never before boast. The public demand for bet-
ter quality has been met most satisfactorily.
So has the long-heard cry for electric operation
from the light socket. These two features have
reached an amazing degree of perfection, and
it remains only for engineers to develop them
to an even higher point of perfection.

No Radical Improvements

There is nothing in sight of a revolutionary
nature, nothing to compare in importance to
the development of the AC tube. There is,
however, a very promising source of new buy-
ing impetus. It remains for the phonograph in
combination with the modern, electric radio
receiver to carry on. I believe that there are
many great undiscovered possibilities in the
union of the two. The real trend is just start-
ing. With more and more research effort de-
voted to making the combination better at a
lower price there is every reason to welcome
the combination as the biggest single merchan.
dising item for both radio and phonograph
dealers for some time to come.

No one can dispute the important part played
by improved tone quality in stimulating the
sale of both radio and phonograph. Thousands
of people waited the day when radio sets would
have natural, full tone, pleasing to the ear. That
day has arrived and the increase in volume of
radio sales can be directly traced in a large
degree to truer reproduction. The great rebirth
of interest in the phonograph can also be
attributed to the amazing improvement in
fidelity of reproduction which has been made in
the past few years.

The argument which clinches the future of
the radio-phonograph combination is present-

Louis G. Pacent
Who doesn’t want both mediums
of entertainment when he can have them to-
gether for little more than the price of one

day prices.

alone? Comparatively few buyers can afford
to own a separate electric radio and a separate
electric phonograph. That is a little too much of
a strain on the family pocketbook, as desirable
as both of them are. But the combinations
which will be offered during the next year will
place the combination machine within the grasp
of every purchaser.

The combination of high quality with lowered
price is the factor which will sell the radio-
phonograph combination in a way it has never °
sold before in the history of the trade.

The dealer should welcome the trend to com-
binations with open arms, for it means much to
him. To-day a good part of the radio dealer’s
business is in machines in the class under one
liundred dollars. The average sale has dropped,
and at the same time increased competition has
made the sale of sets more difficult. Much of
the business in the low-priced field this year is
replacement business. Many people are willing
to spend a hundred dollars this year for an
electric set because it is a new model, some-
what better than the one bought last year. This
set replacement business introduced the prob-
lem of turn-ins, always a source of worry and
annoyance. Battery sets which are turned in
are next to impossible to sell in many localities.

Now the radio-phonograph combination will
undoubtedly tend to step up the average sale
and give the dealer greater profit with a less
number of sales. Service troubles and service
department costs will naturally go down. The
most common complaint of the retail store to-
day, namely, a too small unit of sale, should
tend to disappear. No business man is anxious
to take on ten seventy-five-dollar sales with ten
time-payment risks, ten installations and pos-
sible sources of service when he stands to do
much better by himself by selling four com-
bination machines at, let us say, two hundred
dollars apiece. There will irvariably be more
money in the four sales with a higher unit price.

Increasing Demand

Combinations in greatly increasing numbers
are on the way: The trend is already under
way. It seems to me it will be a great thing
for all concerned in both the radio and phono-
graph fields, from the manufacturer through to
the retail outlet. With better quality and lower
prices both possible and profitable, the combina-
tion machine is destined to appeal to the buy-
ing .public in a way that will give new sales
impetus and many new channels of profit-
making for aggressive dealers.

MICA DIAPHRAGMS

For Loud Speakers and Talking Machines
RADIO MICA

American Mica Works
47 West Street New York

COTTON FLOCKS

Air floated, all injurious foreign matter eliminated
for

Record and Radio Mannfacturing
THE PECKHAM MFG_ CO. 238 South Street

Newark,N.J.
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The Du«»ph@nic

We Announce the
Removal of Our Offices

to

393 Seventh Ave.

v

e /
5 49 -
A . ‘ ; //;-';

New York City

A self-amplifying, all-quality repro-

ducer. Shipments will continue

The DUOPHONIC will reveal a fidel-

ity, depth and magnificence of tone f]rﬂm our f@l@t(@ry al[t Muré

that sets a new, unbeatable standard

o el ray and Austin Streets,

An entirely new product, which s not 4 i

just another reproducer, but a repro- N@Warkg No Jog Wh]l@h 1S

ducer of individuality, plus the highest

characteristics which blend into the =

making of a distinctly fine, high-grade tW@n ty mimnu t@ S fr@m
roduct. o

"y New York. This move

An important feature of the DUO-

PHONIC is that it creates maximum W]l]l]l @nab]@ us t@ secure

volume and extreme depth of tone
without distortion.

greater efliciency be-

Retail  price—$10.00. Interesting

prices offered music dealers desiring the

best available, and backed by the tW@@n headquart@rg and

VALLEY FORGE guarantee, which is

insurance of perfect satisfaction. f ac t or y amn d S p (& d Tlllp
(We manufacture a complete SCrVvICC,

line of talking machine repro-
ducers, tone arms, motors and
repair  parts—all  materials
needed to make or repair a
talking machine.)

JAFISCHER, COMPANY /= =
393 Seventh Avenue 4 A¥ /Y
New York City



We Present Yothe

A WONDERFUL NEW
PORTABLE PHONOGRAPH

HE good will of our pa-

trons and friends is our
most valuable asset. The spirit
of the season brings to us re-
newed appreciation of old
associates and of the value of
new friends. Our sincerest
wishes to you for a Merry

Christmas and a Happy New
Year.
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PLAZA MUSIC COX
10 WEST 20™ ST.,
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REGENT

NQUESTIONABLY the finest

portable phonograph value on
the market today. A new machine
that surpasses in tone quality—appear-
ance—and salability—the best that has
heretofore been offered.

When you look at PAL Regent
your first reaction is—“Wonder-
ful if it’s as good as it looks”—
and it is—listen to it play—and
you will notice the superiority of
tone at once—examine it carefully
and see how solidly it is con-
structed—an ideal phonograph to
sell because it looks real value and
it is real value.

Send to your nearest jobber
for a sample. A wonderful
seller at $27.50 list

*)

\
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Continental Radio Corporation

Succeeds

Slagle Radio Company

having acquired the assets of the Slagle
Radio Company, an increasingly aggressive policy
becomes etfective immediately.

Complete reorganization manage-
ment, an adequately sound financial structure, aug-
mented engimeering staff these, already a
reality, are but forerunners to plans in the making
which will insure for Slagle Radio continued leader-
ship in radio and radio-phonograph reproduction.

Where two major products are now produced m
the Continental plant, its entire capacity will shortly
be devoted to the production of quality radio exclu-
sively . . . most completely equipped for efhi-
cient, economical operation.

Already cherished by many of the country’s best
dealers, the Slagle Radio dealer franchise under the
more substantial program will become more and
more valuable. Learn more about this receiver.

The first dozen notes you hear pour forth from
a Slagle will convince you no other radio
is quite as fine. Tone unbelievably, amazingly true
in its liquid eloquence every note—bass or
treble—pure, sweet, tinglingly alive . . . tones
and overtones caught and recreated with every
shade and tint—not only of melody but of emotion,
too! There's a real thrill awaiting you in Slagle.

. and profits, too,
now and year after year.

Continental Radio Corporation

Successor 1o

Slagle Radio Company

Fort Wayne - Indiana

Slaglﬁadio

e

[ U

Directors

CHAs. M. NiezeR, Chaitman

President  First National Bank of
Fort Wayne

HENRY J. MILLER

President Hartford City Paper Com-
pany and Wayne Paper Goods
Company.

JouN A. THIEME

Formerly of Thieme Bros, Company,
Hosiery Mfrs., Retired.

W. H. NoLL
President Pinex Manufacturing Com-
pany.

B. PAuL MossMAN

President Mossman-Yarnelle Com-
pany, Director Lincoln National
Life Insurance Company and First
National Bank,

JubGE W. J. VESEY
Counsel First National Bank and

Tri-State Loan & Trust Company,
of Fort Wayne.

Max B. FISHER
President Fisher Bros. Paper Com-
pany.

WiLLiAM C. RASTETTER

President South Side Bank, and Louis
Rastetter & Sons.

CarL D. Boyp

President Continental Radio Corpora-
tion,

O. W. BRowN

Treasurer Brown & Caine, Chicago.

JosepH LusH

Treasurer Hammarlund Mfg. Co.,
Inc., New York City.

S. A. LoEeB

President Webster Electric Co., Ra-
cine, Wis.

Officers

CHas M. Nigzger, Chairman of
Board

CarL D. Bovp, President
B. PauL MossMaN, Vice-President

Joun A. THIEME, Secretary and
Treasurer
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Sale

New Power Amplifier: tnis sterling $38
Amplifier uses the 250 or 210 Super-Power
Tube. Connects to any type set in a few
minutes. Dynamic Speaker may be fastened
securely on Amplifier, as shown. Type
R-250, only $38 list.

Dynamic Speaker: the powerful Sterling
Dynamic, shown in phantom, is the type R-13
for 110-volt 60-cycle A. C., $40 list.

Full-Range Speaker Chassis, upper
left, for any type cabinet. Type R-1, $§14 list.

Vari-tone table model speaker, upper
right, artistically finished. Type R-2, $25 list.

Sterling Jobbers Everywhere

v, Radio accessories

by Sterling are
profit makers—

Sterling Dependable Testers are priced
so low there’s no need to be without complete
testing equipment.

Universal Tube Tester, as shown above,
tests A.C. and D.C. Tubes and reactivates D.C.
Tubes. R-510, $21 net.

A. C. Set and Tube Tester, upper lest,
quickly locates the trouble in defective A. C.
sets. So inexpensive you can afford one for
each service man. R-512, $21 net.

Junior Tube Checker, upper right, tells
in a jiffy what’s wrong with a tube, so the re-
placement policy of tube manufacturers can
be definitely followed. R-514, $8.10 net.

Complete Catalog on Request

THE STERLING MANUFACTURING COMPANY. CLEVELAND. OHIO
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THE NEW UNITED No. 5 RED-CAP

The brilliant red frame casting is your pro-
tection. Look forit.

The United Pick-Up

A superior pick-up . . . double the volume you
find in ordinary products of this kind . . . tone
quality which is real electrical reproduction.
The *‘Super-Magnet’ of the United pick-up
is the secret of its tremendous success. Re-
tails for only §16.30 complete with arm, cord,
plug, and volume control. Send forsample. ..
today!

Amp—

A

PHONOGRAPH DIVISION

UNITED AIR CLEANER COMPANY
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A Holiday
“MOTOR MESSAGE”
to the Trade

ONE of the most gratifying features of our business

this year is the fact that we are able to give you a
motor as fine as the RED-CAP at a price that has
broken all records for real value!

To you, Mr. Dealer, and Mr. Jobber, this means that
manufacturers can offer you better value than ever before
in cabinet jobs. It means that the United-equipped phono-
graph is the standard of comparison in the trade, and it
gives you more, dollar for dollar, than any other you
could buy!

To you, Mr. Manufacturer, it means that you can give
your trade the finest
motor in the field
at a cost no greater
than would be in-
curred by using just
an ordinary motor!
The RED-CAP sets

AN

a new standard of value, known and appreciated through-
out the industry.

Gayly topped with its bright red frame casting, the RED-
CAP is as handsome in appearance as it is sturdy and
reliable in performance. Worlds of power . . . incredibly
quiet, strong, smooth action . . . all-United construction
and exclusive features for long life and utmost dependa-
bility . . . the No. 5 RED-CAP has all these features, in
great abundance.

Its improved triple worm gear and specially designed gov-
ernor enable it to play six selections on a single winding,
with power to spare! Look for the red frame casting
which identifies this superlative motor. It is your assurance
of recognized quality, accepted value and proven perform-
ance . . . over 150,000 better type cabinets were equipped
with the United No. 5 last season.

Dealers, Jobbers, Manufacturers! Build greater volume,
realize greater profits and enjoy greater good-will in 1929
with United products! We will gladly
send you samples and quotations of the
products shown. Send for them . . .
today! The coupon below is for your
convenience.

Our Sincere Wish for
A Merry Christmas
to You All!

The United No. 2 for Better Portables

The most modern of portable motors is the United No. 2 . . .
sturdy, silent, strong pulling and durable. Lasting power
which revolves the turntable vigorously and at an absolutel)"
uniform speed. The No. 2 has all the United features, in-
suring perfect performance . . . an important sales point!

EXPORT OFFICES, 163 WEST WASHINGTON STREET, CHICAGO, ILLINOIS

9705 COTTAGE GROVE AVENUE, CHICAGO, ILLINOIS
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ompare 1Ais Sp eaker
with Any /76‘/‘

Mathless
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its Price

( jONNECT this new Quam speaker with your favorite
demonstration set and wateli the result. Will your cus-
tomers want it? Will it bring you volume business and

splendid profits? From the way orders are pouring into our

factory from Dealers and Jobbers, there is only one answer.

It doesn’t take Mr. John Public long to recognize a quality

product at an amazingly low price like this!

We know you’ll want to feature the new Quam at once. All
we want you to do is send for a sample, without any obligation
on your part. Examine it closely. Listen to it. Never have
you seen or heard a speaker selling at anywlere near this price
built with sueh an eye to beauty. with suelh built-in
quality. Tt's more than a speaker. It’s a Fine
Musteal Instrument! Tt has worlds of volume . . . M 0 DELm B
wonderful elarity of reproduction . . . deep, rieh.

resonant tone. Perfect for both A.C. and battery
operated sets.

This wmrusual speaker calls for ACTION . . . NOW!
B : 1 . 1 Beautifnl cloek-ty Speaker, attractively faced in
It offers you a real opportunity for volume busi- Llj‘ PR'CE TR L S L T

Nness all(] ]i])era] pl'OﬁtS base and frame. only 9% inches in diameter.

g < Convenience—heauty—and performance plus!
throughout the entire big
selling season. Don't delay . . . Mail
the eoupon . . . to-day!

Prices slightly higher
west of the Rockies.

Manufaclurers—

Send today for samples
of units shown at right.

Model 1 Model 3 Model 2
Model A—List Price 817.50

7 Units titred exactly for attractive cabinets. Model |

Attractive lacquered steel base and ln_lu llllil and eone complete inlacquered steel dram
frame of gold bronze finish.sturdily with silk sereen.  VModel 3 is nnit complete with

built. faced in gold silk. size 13 cone and menntinz hracket. Model 2. unit com-
inchesindiameter—lastingbeautyl nlete with eone in lacquered steel drum. but without

ailk sereen.  \All prieed right for manufacturers® use.

b e e W e

Qua]n Radio Quam Radio Products Ceo.
9707 Cottage Grove Avenue, Chicago, IIl.
Products Co. Send samples at once of Models B, A, 1, 2, 3
(Check those desired.) This does not obligate me to

' CONE SPEAKER | =

Chieago. Jll.
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King Profits From Customer
Co-operation and Service

(Continued from page 20)

salesman around with an offer of an AC set
for free trial? That’s one place where our
policy of keeping a service file serves us well.
Periodically we go through this file and pick
out the cards with legends like ‘Recharge bat-
tery,” ‘Check eliminator,” ‘Test B’s,’ and so on.
Our salesmen call on these people—they have
no difficulty getting a hearing after introducing
themselves as ‘from the radio store that serviced
your radio’—and try to place a new set on free
demonstration.

“The sales argument used to get this free
trial is: ‘Let us place this set on trial now even
though you may not intend to buy right away.
We feel that it is good advertising for us, for,
having heard our set in your own home, we are
certain that when the time comes when you are
ready to buy, you will undoubtedly remember
us. The persistence of our men in trying to
put the set in on trial lies in the fact that our
records show that three out of five of such

" trials result in an immediate sale, for, once the

customer hears the tremendous strides modern
radio has made in tone quality, ease of tuning,
and simplicity of upkeep, the set generally re-
mains sold.”

From the above remarks, it can well be
gathered that the King Co. is a strong believer
in the value of outside sales and home demon-
strations. In fact 60 per cent of the total busi-
ness of the concern is closed right in the con-
sumer’s home. Throughout the Summer months
an outside sales force of at least four men is
maintained, which number is augmented to as
high as twenty as soon as the colder weather
sets in. Sets are placed by these men on a
three-day maximum trial; at the end of that
time either a contract or the radio must be
returned to the store. Sets on demonstration
are delivered and installed by the salesmen

themselves; a short piece of wire is used as a -

temporary aerial. By having the salesmen in-
stall their own sets, the regular duties of the
service men are not interfered with, and the
much discussed “cost of home demonstrations”
is reduced to a negligible figure,

A demonstration ticket is used to protect the
concern on these home trials. This ticket ex-
plicitly states that the set is being put in on
free tiial; consequently there is no difficulty in
getting the customer to sign it and thus estab-
lish the fact that such merchandise was actually
delivered. Further, aside from protecting
against loss in this way, the tickets, filed under

the attending salesman’s name, check the num-
ber of sets which the man has out.

A straight commission of 10 per cent is paid
the outside men, for, as Mr. Horwich put it: “A
salary generally ruins a good outside man, since
it is the stimulus of unlimited earnings which

Dear Mr.

We have been informed that you are a new
neighbor of ours and we extend you best wishes
for your success and happiness in this community.

You will like our business district . . . and
King’s Radio Co. . . . which with its “friendly serv-
ice” ever exemplifies the desirability of trading
with your neighborhood merchant. Call Triangle
5448 or 49 within one week after receiving this
letter, and we will INSPECT and SERVICE YOUR
RADIO SET FREE OF CHARGE, putting it in a
state of highest efficiency.

We are authorized dealers for RCA Radiolas,
Atwater Kent, Zenith, Freshman, Kolster and new
Majestic radios. We shall be glad to demonstrate
any of these in your home without obligation. Ask
about our liberal payment plan.

You will find also that we have a most wonder-
fully complete stock of Brunswick and Columbia
Pbonograpbs and records, sheet music and musical
instruments. Also the Brunswick Panatrope . . .
the PHONOGRAPH SUPREME!

We sball be waiting for that telepbone call, or
a personal call from you. Let's get acquainted!!

Cordially yours,
KING’S RADIO CO.
Manager.

keeps him active and aggressive; why, then,
slow him up with a guarantee? The statement
that paying men a straight commission results
in a large turnover of help is not true if the
concern co-operates with its salesmen properly
in the matter of leads, deliveries, and assistance
in closing difficult sales. Of course, if you pay
men commission and then expect them to make
their own salvation without any aid whatsoever
on your part they won't last very long.

“The future of radio sales, it seems to me,
lies more and more right in the customer’s
home, and the dealer who sees the handwriting
on the wall and organizes an efficient outside
sales unit, watches the welfare of his clientele,
and accepts trade-ins judiciously need have no
fears for nis future in the business.”
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Stockton Music-Radio
Association Formed

StocktoN, CAL.,, December 4.—The Stockton
Music and Radio Trades Association was organ-
ized here recently with a comprehensive plan
for the furtherance of music and radio recep-
tion in the city agreed upon. The Association
voted as its first step towards comprehensive
service to radio owners the employment of a
permanent trouble shooter who will answer all
calls connected with improper reception.

The following officers were elected: R. E.
Durk, manager, phonograph-radio department,
Sherman, Clay. & Co., president; L. J. Kitt,
proprietor of the Kitt Radio Co., treasurer, and
George Turner, of KWG, and A. H. Green,
of KDGM, publicity committee men.

Goldberg Bros. Co.
Enter Radio Field

Goldberg Bros. Co., Inc., who have been con-
nected with the phonograph industry for a good
many years, have entered the radio field. They
have taken on the distributorship of the Fresh-
man radio covering the entire State of Virginia
and the eastern section of North Carolina.

B. H. Hoffman has been appointed manager
of that division and manufacturers are invited
to send literature and prices on their complete
lines of radio sets and accessories,

Atlas Plywood Opens Branch

BurraLo, N. Y., December 5—The Atlas Ply-
wood Corp., manufacturer of material for piano
boxes, has opened a branch factory at 60 River
street, Jamestown, N. Y. Production will start
early in December with about forty men em-
ployed in the plant which will be under the
direction of Ernest Laughlin, of Camden, N. J.,
and Ralph Hanson, of the company’s main plant
at Boston, Mass.

B. H. Noden a Benedict

B. H. Noden, secretary of the Pacent Electric
Co., Inc,, New York City, recently joined the
ranks of the benedicts. The present Mrs. Noden
was Miss E. Weigand.

THE INSIDE
BACK COVER
OF

This issue of
The WORLD

has a very important
message for phonograph
manufacturers and
dealers.

Read it
Carefully

606 Frelinghuysen Ave.

Safeguard |
Your A. C. Installation

Satisfactory and economical operation of A. C. receivers is
contingent upon maintaining close regulation .of operating
voltages, by means of suitable A. C. measuring instruments.
This is necessary because of the wide fluctuation in the
potential of secondary lines furnishing current to house
lighting circuits.

Set manufacturers, dealers and electric light and power companies everywhere are cooperating to the
end that voltage regulation, both on supply lines and in connection with voltage control equipment of
the receivers themselves, may be.effected for the better operating service of all set owners. For this
reason, as well as for other testing requirements outlined in the following, all purchasers of A. C.

receivers are urged to provide themselves with an instrument such as is shown in the illustration—
known as the Weston Model 528 A. C. Voltmeter, range 150-8-4 volts.

When you find that there {s an excessive in-put voltage, it follows that there is too high a voltage on
the filament which shortens the operating life of the rectifying tubes. The Model 528 Voltmeter
therefore checks the line supply voltage at all times and indicates when adjustments should be made
to manually operated line voltage regulators betweeu the power supply and the power transformer.

This voltmeter also indicates when the line voltage is over-rated, thus enabling the operator to make
an adjustment in the set for the higher line voltage so that mormal life can be obtained from his tubes.

The Model 528 is also made as Ammeters. which are especially useful in checking the total load of the
A. C. Set—In conformity with set manufacturers’ instructions. The determination of A. C. filament flow
in A. C. tube filament circuits is easily obtained by means of this instrument.

Write for your copy of Circular J fully describing the Weston Radio Line.

WESTON ELECTRICAL INSTRUMENT CORPORATICN

WESTON

RADIO
INSTRUMENTS

Newark, N. J.




580,000

RADI() SALES

Volume Rolled Up by J. R. Reed Music Co.,
Austin, Tex., by Efficient Merchandising

has shown-an enormous increase during

the past year, there are many dealers who
are still complaining about the lack of co-opera-
tion from manufacturers and wholesalers, while
others are reaping big profits and making many
friends and customers.

The difference in these is apparent. One sits
back waiting for the business, while the other goes
out and gets it. One is content to do a volume
of business sufficient to get by, while the other
is constantly sceking more business, more volume
and more profit. It is in this latter class that the
radio department of the J. R. Reed Music Co., of
Austin, Tex., should be placed. During the past
two years the business of this de-

DESPITE the fact that the sale of radio sets

By B. C. Reber

assist the dealer in the sale and distribution of
these sets. The name of a manufacturer before
the public in magazines, newspapers or on bill-
boards has a powerful effect on influencing the
customer to decide. A name that is constantly
before the public has half sold the merchandise,
and in a great many instances it is this constant
advertising that will influence the prospect to
come into the store and ask for a demonstra-
tion. For that reason a good line of mer-
chandise, backed by a strong, well-planned sales
and advertising campaign, practically assures
the dealer of success in his sales.
Efficient Sales Force Necessary
“After he has selected the line of merchandise

so we took plenty of time in looking up the
record of the man we employed and made sure
that he was competent and reliable,

“The service department inspects everv re-
celving set as soon as it comes into the store.
While we know that every precaution is taken
by the manufacturer to make sure that these
sets are in good condition when they leave the
factory, because they have a lot of sensitive
parts and are often shipped a great distance, we
check each one thoroughly to assure ourselves
that it is in good working order before it goes
out on the floor of our establishment.

Service That Builds Consumer Satisfaction

“QOccasionally we will have complaints come

in when a set has not been in

partment has increased by leaps

service very long. When such

and bounds. Total sales for the
current year will reach close to
$80,000, more than double those
of last year. How this is ac-
complished is told by Newt Brun-
son, department manager.
Reorganizes Radio Department
“During the past two years, or
since we began to give greater
attention to the sale of radio sets,
we have shown an enormous in-
crease in our sales in this de-
partment. Two years ago we
were handling only one line, and
of that we only carried a few
sets on hand. Then we began to
see the

ned by this live concern.

VERY phase of retail merchandising of radio
receiving sets and accessories is carefully plan-
From the start of selection
of merchandise to the wind up of service after the sale
has been made, the Reed Co. has developed definite
policies. How consumer satisfaction is carefully built
up to the end that repeat business may be enjoyed is
described by Newt Brunson, who has been with the
radio department from its very beginning and who has
made a study of the merchandising factors involved
in the radio retail merchandising field. .

a thing occurs the service man
immediately goes to the home
where that set has been in-
stalled and makes a thorough
inspection not only of the set
but of the wiring, the home and
the neighborhood. In his report
he sets down what trouble was
found and what steps were
taken to remedy it permanently.

“His report is filed one week
ahead, and one week from that
date, if we have not heard from
the customer, we call up over
the telephone and make sure
that the set is giving perfect
satisfaction. If the customer is

not just satisfied with the re-

possibilities for more
business in this line of mer-
chandise. We realized that radio

was not a fad nor a novelty, but something con-
crete and permanent that would earn and hold a
place in the musical world.

“We reorganized our radio department, and
I was given full charge. Heretofore our busi-
ness had been handled under one head; the men
who sold pianos also sold phonographs, radio
sets or musical instruments. Now we realized
that the time had arrived when we should de-
partmentize our business and give more detailed
attention to each line; that each department
should have a manager and a crew who would
devote their entire efforts to one line of mer-
chandise and push it hard. ‘

“In looking over the field we found that some
of our prospects had a preference for one make,
while others preferred anotlier. So in order to
take care of all this business we added another
line. We now have three, and we find that we
are doing an excellent business in each.

Selecting New Lines

“In selecting a new line I should like to stress
the importance of thoroughly looking up the
record of the manufacturer before entering into
an agreement. Not only must this manufac-
turer produce a good line of radio receiving
sets, but he must have a complete line to offer
to the trade; .a line that will have a set for
cvery purse; a line that will bring in good re-
turns without a service man on hand all the
time. Such a line is profitable to handle.

“Then, in addition to having a complete line
to fill any demand, he must have a well-planned
sales and advertising campaign with which to

he is going to handle, he must organize an
cfficient sales force who will take advantage of
the dealer helps brought out by the manufac-
turer. He must bring together a group of men
who will get out and work. Men who have
confidence in their product and in their firm.
Men who know their merchandise, and.can get
the prospect as enthused over it as they are.

“With his line of merchandise selected and
his sales organization intact, the next step is
to give these salesmen local support through
local newspaper and billboard advertising. We
are consistent advertisers, and I will state right
here that we have never regretted a single
penny we have spent for advertising, for we
know that it is this keeping the firm name
before the public that has been responsible for
a large part of our success.

Make Use of Dealer Helps

“We further carry out the sales effort by
arranging attractive window displays. We make
use of all the dealer helps that are brought out
by the manufacturer. Some of these are placed
in the window, others are used.in the store, and
the direct-by-mail literature is sent out each
month as another means of constantly keeping
the public aware of our firm and our radio sets.

“Following this, we have inaugurated a service
department that is parallel with any in the
country. It may not be the largest, and it may
not be the most complete, but it is the most
efficient. In the first place we employed an
expert in radio repair work and engineering.
We had heard quite a little about these experts,
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ception that is coming in, we
make another inspection, often going out to
the home in the evening and tuning in while
the family is at home to assure ourselves that
they known how to properly tune in the re-
ceiving set to get the best broadcast returns.
“We find that many people are not getting
full value from their sets because they do not
understand how to tune in properly. A few
moments spent in showing them how. this is
done will often turn a dissatisfied customer
into a booster, and will result in more business.
“Since we are in a university-town we capi-
talize this by reporting all important games,
sporting events and other university topics.
At times professors from the university will
broadcast an interesting talk over the radio, or
some musical c¢lub will put on an entertain-
ment. As this is all of local interest, we use
every effort to capitalize on it. \We have a
bulletin board on which we announce what is
going to be broadcast locally during the day or
the week, and this keeps up interest and results
in many sales. -
“We make a large number of friends, and
they are of great help to us in running down
prospects and making sales. We keep them
thinking that we could never do the business
without their interest. This appeals to their
vanity, and they help us the more. We never
pass up an opportunity for getting more busi-
ness. We are constantly on the alert for a
sale. And in this manner we have been able
to more than double our sales during the cur-
rent year.” ’
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Launches Largest

Broadcast Advertising
Program in History!

HERE THEY ARE—

5 Sparkling, Entertaining Programs over these stations of
the Columbia Broadcasting System. Every Monday Eve-
ning, 8:30 Eastern Standard Time. 7:30 Central Standard Time.

WOR —New York WMAK-—Buffalo WMAQ—Chicago WHK —Cleveland
WNAC—Boston WJAS —Pittsburgh KMOX —S8t. Louis WLBW —QOil City, Pa.
WEAN —Providence WADC—Akron KMBC —Kansas City WMAL —Washington, D.C.
WFAN —Philadelphia WEKRC—Cincinnati KOIL —Omaha

WCAO—Baltimore WGHP—Detroit (Council Bluffs)

WFBL —Syracuse WCWK —Fort Wayne WSPD —Toledo

J/

_tubes a day.

. Reaching 76% of the -
20,000 Tubes people of the United States

a Day!
Y. These programs forcefully present CeCo advertising to
CeCo now adds to its reputa- approximately 9,000,000 set owners, with.a potential “listen-

:)ifo g efi(r)lrcqtlfiliiz::;? E::ngg; ership” of four persons to a set or 36,000,000 people. Divide

Radio Tube Manufacturers in this great audience by four, to be conservative as to the
the world. Regular daily pro- number of people actually listening to any one program—
duction now exceeds 20,000 ' that gives you

This is due to three things: the Estimated Actual Listeners—9,000,000

clear flawless performance, the

rugged, lasting durability of and all prospects for CeCo Tubes

the tubes,and vigorous sustain-
ed sales building advertising.

CeCo Mfg. CO.'InC., Providence, R.1.

2/



Each month W.
Braid W hite will
suggest methods
of stimulating
retail sales of
high-class music

Schubert this month. But then, what

new thing is there that anyone can say
to-day about this little man, dead a hundred
years, over whose memory every one has be-
come suddenly so enthusiastic? The fact, of
course, is that the Schubert memorial celebra-
tion has been bigger, very much bigger, than
any one expected. It has most definitely
and decidedly been a vast success; and the les-
son which it should teach to the phonograph
dealer is so very plain that nothing which 1
could say could make it the least bit plainer.

With all due respect, then, I shall this month
let the others do the talking about little Franz,
his pitiful life and his glorious music, while I,
just now, go into something else, just as in-
teresting in another way and properly speaking
quite as startling as the more sensational events
which have crowded it from the center of the
stage during the last few weeks.

I am referring to Victor’s publishing in the
United States Fritz Kreisler’s recording of the
Brahms violin Concerto with the Berlin Opera
Orchestra conducted by Leo Blech.

This Is Epochal

For this is a startling event. This really
marks an epoch in the development of the pho-
nograph, a red-letter day in phonograph his-
tory. A few years ago neither Victor nor Co-
lumbia, not to mention less adventurous con-
cerns, would have dreamed of producing such
a work in its entirety even in England, where
most of the great experiments in fine music re-
cording have been done. Two or three years
ago it might have been ventured by H. M. V.,
but this year it has been published in America
only a few months after the first announcement
in London. And that is really something to
talk about.

For if it means anything at all it means that
now definitely the era of high-class records,
published as a matter of regular policy by the
great American houses, has finally been estab-
lished. For this concerto of Brahms is a big-
ger thing, musically, than even the C major
Symphony of Schubert. Think how only a few
years ago Brahms was regarded as the epit-
ome of the obscure and the recondite, so that
audiences presumably made up of cultivated
music lovers used to complain when Gericke
in Boston, Damrosch in New York and Stock
in Chicago infrequently gave one of his sym-
phonies; and now contrast the situation as it

OF course, one is expected to talk about

Creating a Record
Demand for Finest Music

A Remarkable Recording

stands to-day! Victor has had Stokowski and
the Philadelphia Orchestra do his first sym-
phony, and its London House has done the
erudite and profound Fourth, with the London
Symphony directed by Abendroth, of Cologne.
Columbia has had Damrosch with the New
York Symphony do the lovely Second. And
now Victor comes out with Fritz Kreisler do-
ing the violin concerto. These are portents.
A Great Melodist

Just before 1 began to write this I got out
the album and spent half an hour listening
again to this very remarkable work. And the
first thing I should like to say about it is this:
Brahms was one of the world’s great melodists.
His musical nature was a blend of the classical
and the romantic. His form was classical, that
meaning only that he stuck to the rules and
refused to wander about vaguely without say-
ing anything definite. On the other hand, he
filled the classical form with modern content,
modern treatment of the instruments, modern
harmonies, modern melody. When he wished
to draw upon it—and that was nearly always—
he had at his command a deep stream of
melodic inspiration as fresh if not so joyous
as Mozart’s; and he used it generously. In the
concerto which Kreisler has just played, most
ably backed up by Dr. Blech and the Berlin
Orchestra, all of Brahms’ most remarkable gifts
are seen at their best. We have the flow of
lovely but robust melody, we have the loving
care bestowed on every well-finished detai],
the complete command over all the material,
the authoritative voice of mastery and control,
in a word, we have Brahms at his very best.

That Man Kreisler

Kreisler is a remarkable artist. To be can-
did, electric recording does not yet do justice
to the finest beauties of his violin playing. All
the strings indeed are still a bit too metallic,
brilliant and biting. But what we do get is in
every other way so vastly superior that to
complain would be in the highest degrée un-
grateful. 1 for one certainly don’t complain,
but am replacing my old-style orchestral
records just as fast as the electric recordings
are coming out; faster almost than is prudent.

Kreisler is a great artist. As I write, the
electric pick-up is at it again in the next room,
and the Austrian’s marvelous fingers are just
taking the second theme of the first movement
on the second entrance of the solo instrument.
What a marvelously sensitive artist the man is,

Intelligent pro--
motion of sales
of good music
means more sub-
stantial  success
for the retailer

to be sure. How clean his intonation, how he
plays always in tune, how clear and definite
his fingering in even the most difficult passages.
And how extraordinarily melodious the music
is!  And now the cadenza is coming, while I
write, the cadenza which the Viennese violinist
himself has written upon the Viennese master’s
own themes, obeying the impulse which seizes
every violinist capable of the task when he
looks on Brahms’ score and sees how the mas-
ter left the paper vacant at the place where the
solo cadenza is to come in, marking only a
pause sign and the significant words ‘ad
lib”—as if he would say “Go in now, Herr So-
loist, and do your best (or yvour worst) with
my themes—but see that vou get back home
safely on the keynote ere we <close.” And
Kreisler does it, makes a cadenza which calls
for all the double stopping, all the pulling of
lovely tones that a master violinist can think
of and put into practice. :
So It Goes

The pathetic tones of the oboe which open
the exquisite second movement—alas, all too
short—play their way right into every sensitive
heart. Follows a brooding melody, sustained,
thoughtful and very Brahmsian. A pause and
the solo violin enters, taking up a variant of
the first theme while the orchestra behind him
weaves a web of counter melody, shimmering
and transparent. The noble sounds of the horn,
a favorite of Brahms, the solidity of the gently
played massed strings, form a rich background.

Another pause and we are in the middle of a
gypsy dance, wild and abandoned, albeit tinged
with the Zingari melancholy. How charming
it all is, and how Kreisler carries it off! No
longer a young man, he is still the marvel he
always was, the greatest all-round violinist of
the age, the one man who can go from light-
some drivel to the heights of celestial inspira-
tion without a pause and without giving the
hearer even a sense of artificiality!

’ Please!

And now gentlemen dealers please do some-
thing with this new Victor Album. Just forget
it, if you please, all that you ever heard or
thought about the so-called “classical music”
and just remember that the phonograph com-
panies have now proved their case. Fine music
does sell, and there are enough men and women
in the country to make the production of it
profitable. Dealers who are -overlooking the
album business are simply out of date.

(e —
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PHONOGRAPH axp RADIO MANUFACTURERS

Custom Built Record Albums

For use in fine phonograph and combination radio cabinets, our record album is the best filing method
for records that has ever been devised.

IN ADDITION TO THE UTILITY, THE BEAUTY AND APPARENT
QUALITY OF OUR ALBUMS WILL HELP TO SELL YOUR CABINETS

We are equipped to supply you with albums of exclusive design in large quantities. Deliveries guar-
anteed to conform with your cabinet shipping schedules.

Write us today for samples and quotations

‘ NATIONAL PUBLISHING CO.

Executive Offices and Factory
239-245 SO. AMERICAN ST,
Philadelphia, Pa.

New York Sales Room
225 FIFTH AVE.
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HERE is more to this busi-

ness of yours and ours than
the earning of profit. For we have
made possible, through Utah
Speakers, a keener enjoyment of
the joy and laughter, the song and
sweetness which radio affords.

UTAH RADIO PRODUCTS COMPANY
1615 S. Michigan Avenue Chicago

peemcE. 1

CHASSIS

110 volt alternating current
light socket supply for field
excitation using Westing-

house dry

rectifier o <3¢ 84‘000

D-200 forlllo D. C. R-300 for
6 voll storage $3000

battery .
=N

A-100 DYNAMIC

=" UTAH DYNOLA SPEAKER
Equipped With 110 A. C. $6500

Dynamic Unit « . . .

Equipped With 6 volf $5500

Dynamic Unit . . .

Equipped With 110 D. C. $5500

Dynamic Unit . + + .
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“Don’t take my word fer it
e o o 1°¢ad the label on ecvery bottle!”

€ Not so long ago radio advertisers, like the old time patent
medicine peddlers, had little regard for the real facts. € Claims!
Inventions! Revolutions! and more claims! € But radio ad-
vertisers now realize that if their prosperity is to be permanent
they cannot behave like the one-night stand “firms” in the patent
medicine business. € They realize that they must make no
claims that their merchandise does not disclose in the hands

|7
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of purchasers. €. The days of “read the label on every bottle”
are gone. The label’s message is not enough. Performance is
the message the radio buyer wants. € A good example of this
new note in radio advertising is the Kolster campaign now

appearing in 248 newspapers through-

out the entire country, and in national ¢,y xper ByrD selected Kolster

magazines, on billboards and “the air.” Radio and Kolster Radio Compasses

H o . exclusively for his South Pole ex-
( Kolster advertising compels attention, ,.iiion. @ What finer trivute coutd
iS digniﬁed’ and — most important Of be given to Kolster dependability?

° ° °
all—ls COHVIIIC:I-ng I 7 o - 7 7 7 7 v 4 Copyright by Kolster Radio Corporation, 1928,
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Discusses Scientific Problems
in Connection With Television

David Sarnoff, Vice-President and General Manager of the Radio Corp. of America,
Declares That Television Is Still in the Experimental Stage

ORE than thirty million people in the
M United States, through the electrical

“ear” developed by radio, are now reg-
ularly receiving a service of information, educa-
tion and music broadcast through the air. We
may hear, through sound-broadcasting, the drop
of a pin across the continent. When will radio
equip us with electrical “eyes” that will permit
us eventually to see across an ocean?

The horizon is as bright with promise for the
radio “onlooker” as it is for the radio listener,
David Sarnoff, vice-president and general man-
ager of the Radio Corp. of America, declared
in a statement on “The Dawning Age of Sight
by Radio.” Within three to five years we may
expect not only to see television broadcasting
on an organized scale, but even to receive dis-
tant scenes transmitted by radio in their natural
colors, he declared.

Nevertheless the immediate situation, Mr.
Sarnoff points out, is: That television is still
in the experimental stage; that many refine-
ments, improvements and even new engineering
solutions are required in the transmission and
reception of light images by radio; that the
broad highway in the ether necessary for the
establishment of a television service requires
continued research into the problem of locatin
suitable wavelengths. g

“The great problem of television,” Mr. Sar-
noff continued, “is not the problem of making
a magic box, through the peep-hole of which
one may view diminutive reflections of passing
men and events. The fundamental principles of
sight transmission and reception are well un-
derstood. The greater problems of television
are still bound up in the secrets of space.

“Simply stated, the engineering problems in-
volved in serving the eye, as radio now serves
the ear, are the conversion of light waves into
suitable electro-magnetic waves that can be
propagated through space and converted back
into light waves at the receiving end. Recent
demonstrations have shown how these prob-
lems have been met experimentally.

“But much further development is required.

‘casting of continuing public interest.

We are now working towards photo-electric
cells of much greater sensitivity, for more bril-
liant and readily controlled lighting devices, for
better means of synchronizing light elements on
the scanning apparatus at each end of the radio
circuit. In the enthusiasm of invention, various
steps in this direction may be announced as ‘so-
lutions’ of the teleVision problem.

“But while we are forging the electric eye, as
we have forged the electric ear, we have yet to
build a road through space broad enough to
accommodate the necessities of visual trans-
mission. We can use a wave ‘side-band’ of
5,000 cycles for sound transmission, but we need
a wave band of somewhere between 20,000 and
100,000 cycles or even more for visual broad-
Nor is
this the only problem which television faces.

“Radio broadcasting found a pliable and sym-
pathetic organ of reception in the ear. The ear
wiil stand for a considerable amount of noise in-
terference, both natural and mechanical, with
only a moderate loss of musical or tonal values.
Thus we have been able to overcome great ob-
stacles to sound transmission by going over or
around them. And so the sound of music may
be heard over the roar of interference regis-
tered in the vacuum tubes.

“But in attempting to serve the eye, radio
stands squarely before the fundamental prob-
lems of electro-magnetic wave propagation
through space. Engineering solutions alone
will not suffice to lift the bandage that has limi-
ted human vision. A sudden blur of interfer-
ence, hardly noticeable in sound broadcasting,
may for an instant blot out a distant scene pro-
jected by visual transmission. Static, now over-
ridden in the broadcasting of sound, may vitiate
entirely the broadcasting of sight.

“Within three to five years, however, 1 be-
lieve we shall be well launched into the dawning
age of sight by radio, involving the following
developinents:

“1. Transmission of Still Pictures by Radio:
With the progress already made in photograph-
ic or facsimile transmission, a new and univer-

eAristocrat
Beauriful butt burl
walnut cabiner fin-
ished in two tones.
For A-Batter)
Operation . $60
AC Operation . . $70

YEIRST -
SPEAKER

FIRST
DYNAMIC”

2 2ad "

“And ev’ry voice is heard ryearmg

The merry burthen of glad song.”—CARMEN

A Startling illusion . .. studio realism in the
home. Only a dynamic speaker can so faithfully
reproduce the full, rich beauty of the original
...involume. . .undistorted. Magnavox created

the dynamic, makes only dynamics, supplies

LICENSED APPARATUS

leading set makers.

SR o :
DYNAMIC it FIAGNAVOX (DMPANY
THE Mask OF T GEUDNE Oakland, California  Chicago, Illinois o8

sal form of telegraphic service is being devel-
oped, when messages, pictures, documents and
other business forms will be transmitted pho-
tographically.

“2. Radio Motion Pictures: The transmission
in rapid succession of a series of still pictures—
otherwise, motion pictures—is a logical element
in the development of sight transmission.

“3. Radio Television: The instantaneous pro-
jection through space of light images produced
directly from the object in the studio, or the
scene brought to the broadcasting station
through remote control, involves many further
problems. Special types of distribution net-
works, new forms of stagecraft, and new studio
equipment and technique are required.

“4. Television in Natural Colors: The prob-
lem of transmitting electrical currents, trans-
latable into light waves that will reflect objects
and scenes in their natural colors, is a further
development which may be reasonably expect-
ed, once the fundamental problems of radio tel-
evision have been solved.”

'Radio Merger Stock
Is Oversubscribed

C. A. Earl, president of the Chas. Freshman
Co., Inc., made the following statement recently
regarding the stock subscription on the recent
Freshman-Freed-Eisemann merger:

“I regret exceedingly that there is not a
single share of the syndicate allotment available
in the Freshman-Freed-Eisemann merger, as
the stockholders have exercised their right in
oversubscribing this and have taken up the
entire issue. This action shows an undoubted
appreciation on the part of the public in the
stability of radio stocks in general, and the
recent Freshman-Freed-Eisemann merger in
particular.”

Publicity Features
Higher-Priced Radio

Hal P. Shearer, general manager of the Split-
dorf Radio Corp., recently stated that a check-
up of newspaper ads revealed the fact that there
are far fewer advertisements on low-priced
radio merchandise. “The higher-priced quality
apparatus must be the type of set that is sell-
ing, else merchants would not continually be
advertising these receivers to the public,” con-
tinued Mr. Shearer, who predicted that a mil-
lion higher-priced sets would be sold next year.

Crosley “Family” Dinner

Five hundred executives and emnployes of the
Crosley Radio Corp. and their friends were
guests of Powel Crosley, Jr., president of the
corporation, at a “family” dinner in the Hotel
Gibson, Cincinnati on November 19. Mr. Cros-
ley was called out of town on important busi-
ness just prior to the dinner and F. Clifford
Estey, assistant to the president, acted as
master of ceremonies. After an excellent din-
ner the Crosley Family was addressed by H.
Curtiss Abbott, general sales manager; Ralph
H. Langley, director of engineering, and O. N.
Taylor, director of publicity.

Predicts Record Year

L. P. Naylor, sales manager of the Arcturus
Radio Co., manufacturer of AC tubes, predicts
a'20 per cent increase in business for set manu-
facturers during the coming year, due to the
conversion of the West to AC operation.

The Clark Music Co. store in Watertown, N.
Y., has moved to 16 Public square and is now
settled in the new quarters. A new window
was installed with special lighting fixtures for
display purposes.
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Born a Man!

HOUGH only announced thirty days ago this

new PRIME ELECTRIC PHONOGRAPIL
MOTOR comes to you not as an experiment but as
a tried and proven product.

The brains, background and experience of the
country’s most capable electrical engineers are its
concelivers —its makers —

The production facilities, the money and brains of
The Prime Manufacturing Company, its builders.

Already it has proven itself in actual test by man-
ufacturers, distributors and dealers—those who
responded to our announcement.

A mechanical product cannot be judged without
testing it. Test the new PRIME ELECTRIC PHO-
NOGRAPH MOTOR—now!

You will be surprised at its PERFORMANCE as
well as its low price—a price far below what you
would expect.

Write or wire for a sample and information today.

The Prime Manufacturing Co.

653 Clinton Street Milwaukee, Wisconsin

— =
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The Demand for the Webster Electric Pick-up

has Exceeded all Expectations/

. . . if your shipment has been

HE enthusiastic

reception given
the Webster Electric
Pick-up by dealers all over the country
exceeded our expectations. While we
had great faith in the sales possibilities
of this new Webster product, we did
not anticipate such an immediate re-
sponse. And, though highly gratified,
we regret that deliveries have been
temporarily delayed.

Production on the Webster Electric .

Pick-up is now being doubled. Delays in
delivery will soon be eliminated.

If you have not yet investigated the sales
possibilities offered by the beautiful
appearance, fine tone qualities, and pre-
cision workmanship so evident in the

delayed please be patient . . .
production is. now being doubled websterElectric
. . prompt deliveries will start soon. Pick-up, do so

today. Discover
for yourself why hundreds of dealers
have chosen to concentrate on Webster.

If your jobber has no Webster Electric
Pick-ups in stock, send your order for
a sample and display carton direct to
us. You can cash in on the big demand.

Webster Power Amplifiers used in conjunction with
the Webster Electric Pick-up provide new standards of
perfection. When used in conjunction with the Web-
ster Electric Pick-up you have an ideal combination.

Model A-210 List $105.00
Model A-310 List $115.00
Model A-271 List $ 67.50

Prices slightly higher avest of Rockies.
Send for full details.

WEBSTER ELECTRIC COMPANY

RACINE

WISCONSIN

’g\w Electric

M\,

Pick-up

1Y
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Last-Minute News of the Irade

New Majestic Models Shown to
Distributors at Chicago Meeting

Jobbers From All Sections of Country Attend Three-Day Convention—Radio Phono-
graph Feature of Line—Firm Heads Receive Tokens of Jobbers’' Esteem

Majestic radio distributors from all parts of
the country met in Chicago on Monday, De-
cember 10, for a three-day convention as guests
of the Grigsby-Grunow Co., the convention
activities being centered at the Stevens and
Blackstone Hotels.

New radio receivers perfected by the Grigsby-
Grunow Co. were shown to the distributors for
the first time, and a radio-phonograph combina-
tion instrument was the featured product. The
factory will be in production on the new line
early in January, and it is said that the propor-
tions of the output contemplated for 1929 will
far exceed the high figures achieved in 1928.
Recently the Majestic factory establislicd a new
high record for one day of 4017 radio receivers
and additional factory facilities at both the
Dickens avenue and Armitage avenue plants are
already in preparation. The new Majestic
products will be described in detail in the Janu-
ary issue of The World

The Blackstone Hotel housed the distribu-
tors, while at the Stevens Hotel across the
street, the Majestic factory officials, departiment
executives and the entire staff of field represen-
tatives were quartered.

The Monday business session was opcned
with a meeting in the Tower ballroom of the
Stevens Hotel where Herbert E. Young, gen-
eral sales manager, welcomed the distributors.
B. J Grigsby and W. C. Grunow wcre pre-
sented with watches by the distributors as a
token of the esteem in which the two heads of
the company are held by their friends and busi-
ness associates in the distributing division.

A feature of the convention, during one of its
lightcr moments, was a burlesque playlet whose
plot was built upon the many “Majestic rumors”

which have been circulated throughout the
radio industry and financial field during the
past year.

The Tucsday business session was devoted
to “Merchandising Sales Quotas and Dcalcrs’
Meetings” discussed by Herbert E. Young; the
1929 advertising campaign, outlined by Duane
Wanamaker, advertising manager, and sales
promotion, discussed by James J. Davin. An
advertising exhibit containing samples and illus-
trations of the Grigsby campaign was on dis-
play at the Blackstone Hotel throughout the
convention, attracting much attention.

On Wednesday, Robert Foster, of the Foster,
Waldo Co., distributors, addressed the conven-
tion on the topic “Majestic Retail Dealers’ Prob-
lems and How They Were Solved.” Outdoor
advertising was discussed by M. T. Cole, of the
General Outdoor Advertising Co., and Charles
L. Searcy, of H. W. Kastor & Sons Advertising
Co. in Chicago, Majestic advertising counselors,
discussed *Co-operation Between Distributor
and Factory.”

The convention was climaxed on Wednesday
cvening by a banquet in the grand ballrcom of
the Stevens Hotel where entertainment was fur
vished by Wendell Hall “The Red-Headed
Music Maker,” Maurie Sherman and his orclhes-
tra and other artists. Alr. Grunow, at the ban-
quet, was presented with a imagnificent Rolls
Royce motor car by the distributors as a me-
mento of his revolutionary developments in fac-
tory production methods and the gigantic scale
upon which he las conducted manufacturing in
the two Grigsby-Grunow plants which has
made it possible to produce consistently
throughout the season such an amazing and
astounding number of Majestic reccivers

Three Firms in Big
Chicago Combine

CHicaco, 1iL., December 10.—The Case Electric
Corp., Apcex Etlectric Mfg. Co., and Radio Allied
Manufacturers Corp. have cousolidated and
formed the United States Radio & Television
Corp., with the following officers: Alen G
Messick, chairman of the board; W. C. Perkins,
president; John 1IL. Nelson, vice-president;
Stanley Prince, vice-president; A. E. Case, vice-
president; AL M. Scribner, treasurer, and john
O. Campbell, secretary. Sixty-two thousand
shares of capital stock have been listed on the
Chicago Stock Exchange. The sales of the
company for 1928 were approximately $4,000,000.
The net profit of $514,000 after all charges equal
to $4.11 a share on 125,000 shares of stock cur-
rently to be outstanding. The company is
licensed under the Radio Corp. and Hazeltine
patents. Temporary headquarters werc estab-
liched at 1340 South Michigan avenue, this city.
Sales and distributing policies of each of the
merging companies remain the same as hercto-
fore for the present.

W. E. Henry in New Post

W. E. Henry, one of the “real” veterans of
the phonograph industry, has been appointed
Pacific Coast representative for the Okeh Pho-
nograph Corp. “Pop” Henry, as he is familiarly

known to music dealers throughout the
country, has been associated with the pho-
nograph industry for something like thirty
vears, spcnding practically his entire busi-
ness life in important posts with the
Columbia PPhonograph Co. on the Pacific Coast
and other tcrritories. Mr. Henry spent a few
weeks in New York recently prior to assuming
his new activities, and the friendship and
esteem in which he is held by music dealers
in every city along the Coast insure for him
an outstanding success in his new work.

F. B. Travers New
Magnavox President

F. B. Travers has been elected president and
general manager of the Alagnavox Co., San
Francisco, succeeding J. C. Sperry, retired.
Richard A. O’Connor, sales manager for the
company, has also become vice-president and
assistant general manager and E. S. Pridham,
chief engineer, will also become second vice-
president. Mr. Travers, the new M\agnavox
president, has been identified with the Magna-
vox Co. since its organization, and is widely
known throughout the industry. A detailed
announcement as to Magnavox merchandising
plans for the coming year will be issued soon.

The Van Fossen Music Co. recently held the
formal opening of its new store in Perry, Ia.
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Sonatron Co. Takes
Over New Factory

Nathan Chirelstein, President, Discusses
Increased Earnings—Stock Split Plan-
ned—Dividends Declared

In a recent statement Nathan Chirelstein,
president of the Sonatron Tube Co., announced
that its new factory in Newark, N. J., has been
turncd over complctely to the company and
that tube production is increasing regularly,

Nathan Chirelstein

Mr Chirelsiein disclosed that the company 1s
acquiring, and has rccently acquired, new prop-
erties for the purpose of increasing production
in the near future. Earnings for the month
of November, it is stated, will be higher than
the figures for October, which were $1.70 per
share. Chirelstein stated that he was gratified
by the Supreme Court’s recent denial to review
the decision of the Circuit Court of Philadel-
phia on the tube clause in the Radio Corp. of
America liccuses to manufacturers.

A post-Thanksgiving announcement to Sona-
tron stockholders contained the ncws that the
stock would be split 4 for 1, as of December 11.
The new stock will be on a $§1 per share an-
nual regular dividend basis with cxtra dividends
as warranted by the earnings. The first divi-
dend to stockholders of record as of December
20, payable January 2, will be twenty-five cents
per share regular dividend and twelve and one-
half cents per share extra dividend Sonatron
at present has authorized 100,000 shares no par
capital stock, of which 72,000 are outstanding.

Sonatron shaves were listed on the Chicagoe
Stock Exchange about the middlc of Aay, 1928,
at which time about 60,000 sharcs were ad-
mitted. In Octobcr an additional listing of
12,000 shares was made in order to take care
of stock purchase rights which were offered.
These additional shares were offered to stock-
holders on the basis of onc new share for five
held at $60 a share. The stock was originally of-
fered at $22.50 per share, and at this writing the
quotation is seven or eight times as high.

Gross-Brennan in New Home

Gross-Brennan, Inc., sales representative for
the Stromberz-Carlson Telephone Mfg. Co.
Rochester, N. Y., moved its executives offices
on Saturday, December & from 342 Nadison
avenue to 205 East Fortv-second street, New
York City, tripling its. floor space.
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Figures Tell the Story

HIS trade of ours has had a ringside seat from which to

watch the comeback of the phonograph in its various new and
improved forms during the past couple of years. and those with
the proper energv have found that the rejuvenation has added
materially to their bank accounts. The public, too. has displayed
its confidence in the phonograph and its possibilities by buving
liberally of its stock and has not heen disappointed. Now come
the figures of the census of manufactures for 1927 in which com-
parisons are made with 1923, and here we find m statistical but
interesting form the real story of the increase. The number of
phonographs made in 1927 amounted to 1,046,387, or 63 per cent
more than were made in 1925. Their value, however, increased
117 per cent, which indicates that the market for higher-priced
instruments has been capitalized to some degree at least. Record
production in 1927 represented an increase of 28.7 per cent over
1923, though the values were less, and even needle production for
the vear showed 9.6 per cent increase over 1925, This means that
not only were the instruments bought, but theyv were played. Taken
all in all. quite an interesting story could be woven about the
facts shown by those solemn census hgures.

The Schubert Celebration

OO high praise cannot be given to the Columbia I’honograph

Co. for the success of the Schubert Celebration last month
and the manner in which that movement was carried on from start
to finish. It is doubtful if any similar movement, of such wide
scope. was ever quite so free from any taint of commercialism, so
far as the general program was concerned. This was evident by
the co-operation given not alone by music clubs, business, social
and art orgamizations, churches, schools and even Governments
throughout the world, but by those ordinarily regarded as competi-
tors. It goes to prove that the surface of musical interest has barely
been scratched, and where there is interest there is demand.

The Public Has Money to Spend

EARLY two and a half million citizens reported taxable in-
comes for the year 1927, according to the Treasury Depart-
ment, and the income so reported amounted to the very noble figure
of $18,082,600,000. It means that just that many men and women
had, if single, incomes in excess ot $1,500, and if married, incomes
in excess of $3.500. As a matter of fact, 22 per cent of those

The Talking Machine 1World, New York, December, 1928
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reporting, or something over a half-million individuals, had incomes
in excess of $5.000. Let the phonograph and radio dealers who
follow the easiest path in specializing in outfits of low unit value
give thought to these figures and go after some high-class business.
If only half of those with incomes of $5,000 or more purchase $S800
and $1.000 instruments, there is a pretty nifty little business, and
the low-priced instruments will contirue to take care of themselves
as products of mass demand.

Killing Value of Demonstrations

HAT phonograph dealers can be so thoughtless as to demon-

strate the modern records on an old type machine or so canny
as to use an old machine to save wear and tear on a new one seems
hardly possible, and vet reports come of some dealers who are
doing just that thing. In other words, they are doing their best to
discourage the verv peoble thev seek to interest—those who come
directly into the store—and are losing about 65 per cent of the
etfectiveness of the demonstration.

Eliminating Free Trial Graft

ADIO dealers in many sections of the country are individually

and collectively putting the ban on the practice of sending
radio receivers into homes on free trial. The reasons given are,
first, that with several receivers in the home siumultaneously or at
different times the mind of the prospect becomes coniused and the
sale of a particular set is delayed rather than hastened. Another
and very pertinent reason is that there have been discovered a sur-
prisingly large number of families who have taken that means of
getting radio entertainment without cost over a considerable period.
The demonstration of the set in the home with the salesman pres-
ent, ready to give arguments and close the deal, is quite another
thing from the free trial, and although the latter plan still has its
advocates they appear to be decreasing in number steadily.

Passing Along Prosperity

XL of those statistics sharks has discovered that the man who
O mvested $500 in Columbia stock in 1923 and allowed it to rest
quietly has $30.500 to his credit to-day. Those who had the fore-
sight to dig into the old stocking and invest the $300 will pass into
th~ celebration through the small door at the right while the police
keep at bay the howling mob of wise ones who wish theyv had in-
vested but didn't. And there could be named other stocks in the
radio-music field that during the past few years have paid some-
thing better than savings bank interest.

Enlightening the Public on Television

HE eftorts of those prominent in the radio field to set the public

right regarding the status of television through the medium of
the spoken and printed word are rendering a real service to that
industry. Sensational reports of television's progress in the early
stages held many a radio sale in abeyance until the new device
was obtainable, and the publication of the truth 1s going to switch
many of those sales from the future to the present.

The story is told that, following the recent assignment and adop-
tion of the new wave lengths for broadcasting. a manufacturer
of the efficiency tvpe in the metropolitan district called in his en-
gineers to see if a saving could not be realized by eliminating the
upper third of the tuning dial. He will probably have the support
of those dealers who are called upon to demonstrate receivers and
explain why so few stations are picked up on the higher reaches.
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Z FFECTIVE with the January, 1929, issue,
83 The Talking Machine World will be known

{/ as “TALKING MACHINE WORLD and
~S<7 RADIO MUSIC MERCHANT.”
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€] This addition to the name is being made in recogni-
tion of the fact that the merchandising of radio products
constitutes a very important factor in the activities of
the modern and progressive merchant and because the
title “TALKING MACHINE WORLD and RADIO
MUSIC MERCHANT?™ represents more adequately the

actual scope of our publication.
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@[ There will be absolutely no change in the editorial
policies of our paper, for our subscribers and advertisers
have advised us that we are covering the radio music in-
dustry completely and efficiently.
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@ Our subscription activities will be directed, as hereto-
fore, to the radio music merchant, who is regarded gen-
erally today as the most vital and productive outlet for
the sale of standard radio and music products. This
type of merchant is the most effective in the marketing
of radio, phonograph and musical merchandise and it is
this class of retailer who has subscribed for over two

decades to The Talking Machine World.

New York, Deceimber 15, 1928
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Last-Minute News of the Trade

Continental Radio Corp. Formed
to Continue Slagle Radio Line

Fort Wayne Business Men Form Corporation Chartered With Capital of $300,000—
Charles W. Niezer Is Board Chairman and Carl D. Boyd President of New Company

Fr. Wavng, Inp, December 5—It was an-
nounced last week that the Continental Radio
Corp. had been formed by a number of promi-
nent Ft. Wayne bankers and business men to

Carl D. Boyd
take over and continue the business of the
Slagle Radio Co. of this city. Charles V.
Niezer, president of the First National Bank,
is chairman of the board of directors and Carl
D. Boyd, widely known throughout the radio

industry, is president of the new company. The
Continental Radio Corp. has been incorporated

Charles W. Niezer
with a capitalization of $300,000, consisting of

30,0000 shares with a par value of $10. As soon

as the present production season is over the

cntire plant on East DPontiac street, which has
(Coutinued on page 108)

I ames Davin Joins
Majestic Sales Force

Will Devote Activities to Sales Promotion
Work Among Majestic Distributors and
Dealers—Well Qualified

Herbert E. Young, general sales manager of
the Grigsby-Grunow Co., Chicago, manufac-

o

James J. Davin

receivers, announced this
ntment of James J. Davin a
:ales department. Mr. Davin,

turer of Mlajestic
week the app
a member of the

who is widely known throughout the music in-
dustries, will concentrate his activities on the
development of sales promotion work among
Majestic jobbers and dealers.

The appointment of James J. (Jimmy) Davin
as a member of the Majestic sales organization
has been received with enthusiastic approval by
Majestic distributors and dealers throughout
the country, who recognize in Mr. Davin one of
the most capable executives in the music in-
dustry. A student of merchandising and thor-
oughly familiar with every problem incidental
to the marketing of quality products, Mr. Davin
brings to his new work a most unusual and
mvaluable experience

“Jimmy” Davin's association with the music
industries dates back some fifteen years when

he became identified with the New York
Talking Aachine Co., the largest and most
successful Victor wholesaler in the country.

From the day that he entered the business, he
devoted the major part of his activities to sales
promotion work, visiting the dealers constant-
ly, familiarizing himself with their problems
and going through every phase of their mer-
chandising activities. He gained the esteem
and friendship of dealers throughout the East
in this important work and in later vears be-
came identified with prominent national organi-
zations whosc interests were directed primarily
to the stimulation of sales among distributors
and dealers in the music industry. For the past
several years, Mr. Davin has been identified
with the Ampico division of the American Pi-
ano Co., visiting dealers from coast to coast
and broadening his knowledge of sales pro-
motion plans through the discussion of retail
problems incidental to the marketing of high-
priced quality merchandise.
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Lee Wichelns Named
Kolster Ad. Manager

Promoted From Assistant Advertising
Manager Post—Long Connected With
C. Brandes, Inc., Headset Manufacturer

Lee Wichelns, who for several years has
been assistant advertising manager of Kolster
Radio Corp, has been promoted to advertis-
ing manager. Mr. Wichelns was formerly in
the advertising department of C. Brandes, Inc,,
maker of the famous Brandes headsets, that
every amateur and professional wanted in the
old days of wireless.

When Brandes merged with Federal Tele-
graph Co., of California, to forin Kolster Ra-
dio Corp.,, Mr. Wichelns remained in the ad-
vertising work of the combined companies. As

Lee Wichelns

a result of his long association with the de-
partment’s activities, he is thoroughly ac-
quainted with it and with the Kolster trade
organization.

D. A. Kelly Rejoins
the Carryola Co.

D. Allcott Kelly, who came to the Carryola
Co. of Aimnerica, Milwaukee, \Vis., late in 1927,
has again rejoined the company after an ab-
sence of three months. Mr. Kelly has, in the
comparatively short time he has been in the
industry, made many friends. His background
and experience include all types of selling, ad-
vertising and sales promotion, having formerly
been associated with the James M. Walsh Co.,
a mail order house selling direct to the con-
sumer, in the capacity of assistant sales man-
ager. He was advertising manager of the Moe-
Bridges Co., Milwaukee, one of the world’s
largest lighting fixture manufacturers, and has
also had experience with advertising agencies
in copy and contact work.

Mr. Kelly directs the advertising and sales
promotion campaign of the Carryola Co. of
America, and during the past few weeks this
organization has introduced several new de-
velopments in the portable phonograph and
electric pick-up line. It is said that the com-
pany is now working on other important de-
velopments which will be announced to the
trade in the near future.
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TREMENDOUS 1N 1929

Phnono-LanK...NEW...IMPROVED

HE fastest selling product of 1928
offers you tremendous profit op-
portunities during the new year . . .
for the 1929 Phono-Link is more beau-
tiful, more durable, and even better
than ever before. Amazing volume,
marvelous tone quality. Sells on sight
because the price is right . . . with a
liberal profit margin for you. Gives
electrical reproduction to any phono-
graph from any radio. Every radio
buyer on your books is an immediate

) 7 tast o prospect. Complete, ready to operate,

mh.-lldﬂ_
s litiit
reprrdued!

connected i an imstant. Wire or write

your nearest jobber for samples — or
address us for illustrated catalog, and
merchandising helps . . . today!

This is the attrac
tive counter display
that makes sales
for yon. It should
be on your counter
now!

PICK.UP

ks e b in/ NOTE—Phone-Link alse
II’/I(}H”%{%- Rf”” comes in aristocratic gold-
to plated finish. at only $1.00

additional list.

For manufacturers, this
product is available in spe-
cial designs under your

name. Wire 1oday for de- g qlag - Hough Manufacturing Co.
RACINE, WISCONSIN
FACTORIES: NEW YORK and RACINE
Makers of the Famous Allen Portables
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Has the Good News Reached You?

Dealers and Jobbers from every corner of the nation
are bombarding us with requests for the Special Bulletin

of Advance Information. Have You Sent for Yours?

HAT is the NEW NOTE that will be sounded by ALLEN? The trade at large will know

when the January issue of this magazine reaches them. But by mailing the coupon below
... NOW ... you mmay secure the Special Bulletin we have prepared, and in that way include
the sensational new developments by ALLEN in your sales plans for 1929.

If you want more business, better business, quicker turnover, and greater profits,
you will want to know about the ALLEN NEW NOTE! . .. NOW! Dealers and
Jobbers who have already secured advance information are
enthusiastic. They are calling the new ALLEN developments
the greatest step forward in the history of Portable Music . . .
not only Portable Phonographs . . . but Portable Music!
They are awaiting the first shipment of these products
from our factory. Advance samples are now on
the way!

N This is the time to join the “big parade”
up the “ALLEN highway” to greater
profits in 1929! It costs you
nothing to secure advance
information. Mail the

coupon . . . TODAY!

llen-Hough Mfg. Co.
14th and Clark Sts.
Racine, Wis.

Without obligating me in any
way, please send your Special Bulle-
tin of Advance Information on the

NEW NOTE for 1929.




The Talking

Interesting Events of
the Trade in Pictures

Left—Luncheon meeting of
the Brooklyvn Ruadio Service
Corp.’s sales and service de-
partments. Benjamin Gross
and Herbert A. Brennan
were guests of honor. Drire
on the Stromberg-Carlson
radio line is planned.

Above—Mrs. Cora Dennison Foclkes, world’s
first television bride, inspects one of her gifts.
a new Edison radio receiving set.
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Above—Shipment of ’hilco AC radio by air mail from
Philadelplia to Milwankee

Beloiw—One of serveral new trucks added to Lyric radio
fleet in Chicago by All-American Mohaiwck Corp.
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Left — Futuristic  window
staged by the Poiwers Fur-
niture Co., Portland. Ore.
This company is boosting
Aucater Kent sets and
finds window  displays
productive of considerable
radio business.
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Abore—A. Aucater Kent using a silver spade to turn
over the first spadeful of earth for new $£3,000.000 factory

Below—A>Miss Jane Zimmerman. who shared honors with
new Stromberz-Carlson, at an exhibit staged by the Cen-
tral Hardware Co., Loraine, O.

Left — This ‘*“lunch
time follies” is u noon
hour feature atop the
North  Ward Radio
building in Newark.
These young ladies
find  sendwiches and
jazz music a perfect

diet with the aid of a
Mujestic receiver.

Left—A feature of the
county fair at Crown
Point, Ind.. was this
Kellogg radio booth
sponsored by Schmal
& Seberger. aggressive
dealers in that com-
munity. who are mak-
ing a strong bid for
radio business.
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Kolster Radio Corp. Closes Deal
Involving 600 Important Patents

Acquisition of Patents and Inventions by Kolster Corp. Marks Largest Single Trans-
fer in Radio’s History—Contracts Entered Into With Wired Radio, Inc.

Frank L. Dame, president of the North
American Co.; Rudolph Spreckels, chairman
of the board of Kolster Radio Corp,
and Ellery W. Stone, president of Kolster
Radio, announced the closing of two contracts
of far-reaching importance between Wired
Radio, Inc., a subsidiary of the North Ameri-
can Co., and the Federal Telegraph Co., a sub-
sidiary of the Kolster Radio Corp.

Under the first of these contracts, Kolster
Radio Corp. secures title to some 600 patents,
patent applications and inventions in the com-
munications, radio, wired radio, electric phono-
eraph, television and talking motion picture
fields. These patents and inventions have been
acquired by the North American Co. during
the past six years, and their acquisition by
the Kolster Radio Corp. marks probably the
largest single transfer of radio patents in the
history of the industry.

Mr. Stone, discussing the contracts, said,
“These 600 patents acquired by Kolster Radio
include several groups which patent attorneys
state are widely infringed in the radio industry
to-day, and are expected to yield large royalties
to Kolster as well as to place the company in
an exceptionally strong position in the radio,
electric phonograph and talking motion picture
fields.

“Exclusive licenses are granted back to Wired
Radio, Inc., by Kolster in the field of wired
radio only, and Kolster retains full title to all
of the patents and exclusive manufacturing and
selling rights in all fields other than that of
wired radio. By acquisition of the North
American group of patents, Kolster has further
increased its already. strong patent position in
the radio and allied industries.

“The second agreement, which remains in
force until September 2, 1941, with renewal
options, provides that Wired Radio, Inc, will
purchase mnot less than one-third of its total
requirements for apparatus from Kolster Radio
Corp. on a cost plus 25 per cent basis.”

Mr. Dame said: “The second contract fore-
casts the arrival of the industry’s latest develop-
ment, wired radio, which in the future will sup-
plement but not displace present broadcasting
on the air. Wired Radio, Inc., has been doing
very important development work during the
past six years, on the transmission of radio pro-
grams over electric light and power lines.
Experimental installation is now being made in
Cleveland. There has been sufficient progress
to make it necessary for the company to be
assured of manufacturing facilities upon a large
scale. In the contracts with Kolster, Wired
Radio, Inc., is retaining all rights necessary to
the development in its particular field. When
plans have been completed, wired radio will
become available to all of the major public
utilities of the United States.”

The sending of wired radio programs into
homes over electric light wires will require
special socket plug-in receiving equipment which
will be manufactured by Kolster Radio Corp.
and furnished to electric light customers at a
nominal monthly rental. The sets will also be
adaptable for reception from present-day radio
broadcasting stations.

Rental charges for wired radio apparatus,
which will include maintenance, will be a mod-
crate monthly fee. There will be three chan-
nels. in operation at the outset, according to
present “plans. One will carry a program of
classical music, another of more popular enter-
tainment, and a third will be devoted to lectures
and educational programs. It is planned to
establish a master studio for the entire United
States from which programs by well-known

artists will be sent out to wired homes in all
parts of the country.

The North American Co. is one of the oldest
and largest public utility holding companies,

- —————

Ellery W. Stone

controlling through stock ownership five main
groups of electric light and power companies
operating in important areas of the United
States. The electric properties in each group
form a distinct inter-connected power system,
serving 1,150,000 customers in more than 800
communities.

Rudolph Spreckels, chairman of the board of
the Kolster Radio Corp., and of its subsidiary,
the Federal Telegraph Co. when interviewed
regarding the contracts executed between Wired
Radio, Inc.,, and the Federal Telegraph Co,
pointed out that “radio patents acquired will

Send
for this

PLAN

553 Fift

When you sell

MARATHON
RECORDS

OU sell 6, 12 and more to a

customer.
records — compacted — that ever
came to market.
THON is a 7-inch record, it plays as LONG and as
WELL as a full-size record. And the dance and vocal
hits we release monthly are the LATEST, as a glance
through our current catalog in the back of this mag-
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be of great strategic value to the Kolster C
still further improving the strong position i
already occupies through the ownership of im
portant patents previously acquired. With an
exceptionally strong patent situation and with
contracts that insure for a considerable pcriod
a large volume of profitable manufacturing busi-
ness, the outlook of the Kolster Radio Corp. is
now exceedingly promising.”

United Reproducers
Open an Export Dept.

The United Reproducers Corp., Rochester,
N. Y., manufacturer of Newcombe-Hawley and
Peerless reproducers, has organized an export
department to handle foreign trade. Offices
have been opened at 130 West Forty-second
street, New York City, under the management
of H. H. Pollock. The company makes a com-
plete line of dynamic, magnetic and air column
reproducers in a variety of models.

IN. Y. State Dealers
Visit the A. K. Plant

New York State Atwater Kent dealers head-
ed by their respective distributor organization
representatives visited the Atwater Kent plant
on November 14 and attended a meeting at
which a series of talks by department heads
were delivered. Dealers served by the follow
ing jobbers formed the party: Albany Distrib-
uting Corp., Albany; Stiefvater Electric Co.,
Inc., Utica; Roth & Zillig, Inc., Buffalo; Elliott
Radio Sales Corp., Binghamton, and Starter &
Ignition Service Co., Rochester.

RMA Inspires Protest

An attempt in Brazil to secure exclusive
trade-mark rights to the word “Radio” has
caused an official protest by the United States
Government to Brazil, and the Radio Manu-
facturers’ Association, representing virtually all
American manufacturers, was recently advised
by the Federal Government that protests
against the proposed Brazilian monopoly would
be successful,

The Robert B. Rose Corp.,, New York City,
was recently incorporated at Albany to deal in
radio with a capital of 200 shares of common.

“By the
BOOK”

She gets the finest
Understand this: although MARA-

azine will indicate.

The beauty of our Plan of Retailing is that
you can do an extra business, and a very
profitable one, without affecting your business
in larger records or tying up expensive floor
space. Every music dealer interested in
bigger volume and profits should get a copy
of the free folder here illustrated. Write today!

NUTMEG RECORD CORP.

h Avenue New York City

See current MARATHON Releases in back of this issue
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PORTABLE
PHONOGRAPHS

No. 829—$15.00 list. Increased in
size and now made with long horn,
throw back tone arm and padded
top. The appearance and perform-
ance of this model are remarkable.

No. 529—$20.00 list. Playing over
two records and with its new horn
and increased size, this machine
equals former $25 00 models.

Grand Model—$35.00 list. A strict-
ly de luxe portable with amazing
performance.




BERG A. T. & S. CO,, Inc.
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Quality
Portables

—at reasonable prices

PORTARLE
PRONOGRAPHS

Reg U.S. 01

During the last four years this trade mark has
been used on hundreds of thausands of our part-
able phonographs, shipped to nearly every coun-
try in the world!

The sterling qualities af Artone Portables have
been proven by their phenomenal success and by
the fact that complaints or returns for any cause
whatever have been negligible.

The eye value and performance of our portables
have always been a step ahead of the crowd.

Our new line, naw ready, continues ta justify
these claims. Yau will be amazed that such

fine portables can be produced at such reason-
able prices.

The above facts are important for
portable buyers to consider

Ask your jobber—or ask us

Long Island City
New York

No. 229--325.0C fist 1 beautifu
portable equal wn performance to our
former $35.00 model
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James K. Polk, Inc., Has Won
High Rank in Seven Years

Southern Phonograph Distributor Celebrated Seventh Anniversary as a Phonograph
Jobber in October—Foresight of P. C. Brockman a Big Factor in Firm's Success

During the past few years one of the out
standing distributors in the phonograph indus
try has been the well-known firm of James K

James K. Polk
Polk, Inc., maintaining exclusively wholesale
organizations in Atlanta, Ga.; Dallas, Tex.;
Memphis, Tenn.; and Richmond, Va. James
K. Polk, Inc., celebrated in October of this
year its seventh anniversary and the congratu-
latory messages received from manufacturers
of phonograph products as well as hundreds of
dealers throughout the South testified to the
high esteem in which the company is held
throughout the industry.

The business was founded in 1888 by James
K. Polk and was operated as a retail furniture
store by Mr. Polk personally until the business
was incorporated in 1921. At that time, P. C.
Brockman joined the organization as secretary
and director of sales and under his management

the company’s sales volume has increased vear
after year and the prestige of the organization
has become national. Prior to joining James
K. Polk, Inc,, Mr. Brockman had been identi-
fied with the Atlanta branch of the Simmons
Co., manufacturer of Simmons beds, as a trav-
eling representative. During his association
with the Simmons Co. he had occasion to call
on furniture merchants and allied trades in the
Southeastern territory and observe the interest
manifested by these dealers and the volume of
business which they were closing at that time
in their phonograph departments.

Therefore, when Mr. Brockman joined Polk’s

P. C. Brockman

staff, which at that time was in the retail fur-
niture business exclusively, he organized a re-
tail phonograph department and after a year
with this department came to the conclusion
that the wholesale phonograph business offered
greater possibilities. A wholesale record bus-
iness was then launched with Mr. Brockman in
complete charge and handling the entire or-

A NATIONAL SUCCESS'!

NEW CROSLEY
AC Electric Power Speaker

GEMBOX $65.

Operates DYNACONE Speaker S$25.

Crosley sweeps tbe fleld! Crosley outsells ANY radio on the
market todayl Last winter Crosley was first to announce
that the place to buy radio Is in the home. The growtb of
Crosley sales since that time has heen pbenomenal. The first
six months of 1928 sbowed sales almost four times greater
than any preceding year. Demonstrations in the bome in
comparison with other sets immediately proved themselves to
he the greatest value In tbe radio world. Crosley dealers do
not fear competitive demonstrations in any prospect’s home—

8-Tube AC Electric
SHOWBOX $80
6 ‘<7—: —) Genuine Neutrodyne
@ el

5-Tube
BANDBOX JR., 333
~ Drycell Operated. For
places wbere recharging
batteriea is Inconvenient.
The Crosley
Rad{s Corporation
Powel Crosley, Jr..

——

Cicana, oo G‘RQ‘SZ ‘"E’7¥

they encourage them.

The AC Electrio power speaker operating GEMBOX is a radio
leader at $65. The Crosley DYNACONE. a dynamic type
speaker, available for all Crosley models, introduces for the
first time in the popular priced fleld reproduction never

before believed rossible.
authorized to make FREE TRIAL

Any Crosley dealer is
Home demonstrations. Wnte Dept. 26 tor complete infor-

mation.
6-Tube Battery

operated
L BANDBOX, $§55
Genuine Neutrodyne

Improved
MUSICONE, 815
Magnetio Speaker

Montana. Colora-

Wyoming,
do, New Mexico and West,
prices slightly higher. Prices
do not Include tubes.

ganization. All business was solicited by mail
and the products handled consisted solely of
records and needles. This business grew month
after month and after about six months of op-
eration James K. Polk, Inc.,, secured the dis-
tributing rights for Okeh records in Atlanta
territory and in September, 1921, started an
aggressive campaign on these products. The
organization gradually grew in clerical help as
well as sales, and the phonograph business be-
cameé so profitable that the retail furniture busi-
ness which had been operated for 36 years was
sold in 1924, all capital being devoted to the
wholesale phonograph interests.

About this time Mr, Brockman and his as-
sociates began to realize the possibilities of the
phonograph business in its entirety and the
opportunity which existed for a distributing
house in the South handling “anything and
everything” in the phonograph line. Accord-
ingly the company added portables, a cabinet
line, mainsprings, parts and a complete line
of phonograph accessories, setting out with a
definite idea of extending operations throughout
the South. In 1925 the first move was made in
this direction by opening a branch in Rich-
mond, in 1926 a branch was opened at Dallas
and in 1927 another at Memphis. During these
vears a sufficient volume of business was built
up in cabinet machines and they established a
factory at Austell, Ga, a manufacturing town
just outside of Atlanta. Okeh records are dis-
tributed exclusively so far as records are con-
cerned throughout the entire Polk organization
and mainsprings and replacement parts are
marketed under the trade-mark “Perfection.”

H. A. Brockman

In seven years the Polk organization has
grown from one man to approximately 80
people and 18 salesmen, who are constantly
visiting dealers throughout the South. The
success of the company may be attributed to
the capability and experience of its executive
officers, particularly P. C. Brockman, and the
fact that each and every man in the organiza-
tion understands the requirements of the phono-
graph dealers in Southern territory, and
leaves nothing undone to co-operate with the
dealers in thc development and stimulation of
their sales activities.

Radio Service Information

A new clearing-house of radio information
has been established by the Radio Treatise Co.,
New York, for the purpose of supplying radio
data and conducting a consulting service for
the dealers’ service men and custom set build-
ers. It will be conducted under the super-
vision of John F. Rider, engineer, and includes
wiring diagrams of old and modern sets.

After the holidays is an excellent time to
follow-up interested prosnects.
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PERRYMAN RADIO TUBES

]

PERRYMAN

The PERRYMAN Guarantee
Protects YOU—as Well as
Your Customer

We don’t have to tell you that the dealer
frequently has to make good out of his own
pocket on tube replacements. This, in spite
of elaborately worded guarantees.

But we do tell you that no Perryman
Dealer has ever had to pay out his own

k d f More Hours of Service
Bl & 8 RE 2000 for us. per tube...because of the

SHOCK-PROOF BRIDGE

Perryman Tubes perform with the best,

year in and year out. That’s why they sell " Wholesalers

as f.a§t as we can make them. And, in Please Note
addition to the.: extra profit, I?e}'ryman Deal- ST
ers have a griefless proposition so far as esting proposition for whole-

. salers will be furnished to you
replacements gO. Wthh means a lot. on request. Not by us alone,

but by Perryman Wholesalers
who have been with us for

If you wish to examine the Perryman years and who will write you

B i ! directly, telling you of their ex-

1929 pTOpOSltlon, write us TODAY. i periences with regard to sales,
4 profits and cooperation. _JJ

PERRYMAN ELEcTRIC CompPAaNY. INC.
33 West 60th Street, New York, N. Y.

LABORATORIES AND PLANT NORTH BERGEN, N. J.

PERRYMAN RADIO TUBES

A Complete Line of Standard Equipment for every Radio Purpose
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Louis B. F. Raycroft Discusses
Television at NEMA Meeting

Radio Division Vice-President Says That Premature Public Enthusiasm Is Misleading
and Dangerous to the Progress of Radio—Many Obstacles to Be Overcome

Louis B. F. Raycroft, vice-president of Na-
tional Electrical Manufacturers’ Association in
charge of the Radio Division, in an address at
the Fall meeting at Briarcliff Lodge, Briarcliff
Manor, N. Y, said in part:

“A new factor is entering the situation threat-
ening new complications. The public 1s ex-
pecting another kind of broadcasting service
popularly known as television. The Federal
Radio Commission is even now considering the
formulation of regulations to govern this field
of endeavor so the public will benefit most.

“The great public interest in television is

Unless you’ve

heard a Stevens
you don’t know

what thatmeans!

Stevens Dynamique DY-110

Featuring, as do all Stevens
Speakers, the famous Burtexr
diaphragm.

Stevens Dynamique Speakers
offer distributors and dealers
a real opportunity for bigger
and more satisfactory busi-
ness.

Not only the Dynamique,
but also Stevens Magnetic
Speakers are now being ex-
ploited in an extensive con-
sumer advertising campaign.

Write for trade information

tevens

“The Speaker
that tells its own story”’

STEVENS MANUFACTURING CORP.

46-48 E. Houston Street
New York, N. Y.

\—_

founded upon exaggerated newspaper reports
of brilliant laboratory demonstrations rather
than upon the actual practical status of this vir-
gin field, which is as yet entirely unprepared for
commercial development. A diligent study of
the subject leads to the inevitable conclusion
that the premature stimulation of public enthu-
siasm in television is misleading and dangerous
to the progress of radio, because there is no
means of satisfying the demand for reliable
home television equipment. Television remains
a laboratory experiment with a number of ma-
jor and vital problems still unsolved. There are
certain specific technical obstacles to practical
television which cannot be overcome unless a
fundamental and original invention or inven-
tions are made and no technically qualified ob-
server will predict whether they will be made
within twenty-five, ten or five years or less.

“The process of transmitting television im-
ages is a matter of reflecting a ray of light from
the subject to a photo-electric cell and sending
an electrical impression of the reflected energy
point by point; this process is continued in a
progressive and predetermined manner until the
cntire subject has been subjected to an im-
mense number of electrical observations. An
electrical impulse is radiated for each point so
examined or scanned. Thousands of these ‘in-
tensity impressions’ are required to send one
complete image or subject. The amount of de-
tail and realism attainable at the receiving
point is proportionate to the number of impres-
sions to which the subject is resolved.

“In the reception of still pictures, these elec-
trical intensity impressions are converted to
light and collected on sensitive photographic
paper so that several minutes may be used to
assemble a single picture consisting of hun-
dreds of thousands of separate image impres-
sions. In television, as with motion pictures,
to give the impression of motion, however, the
entire scanning of the subject must be repeated
each sixteenth of a second. This rigorous re-
quirement of television is fundamental and im-
poses an obstacle, to this time insuperable, to
sending anything other than the crudest and
simplest kind of image. The ability to send a
television subject of one thousand image im-
pressions has led the public to expect that to
one hundred-fold the detail is a relatively simple
matter. Such an improvement would make a
television reproduction of eight or ten square
inches of average magazine quality possible, far
short of the layman’s conception of television.
Hundred-folding the speed of any process,
whether it be a man’s walking pace from four
to four hundred miles an hour or an automobile
from 70 to 7,000 miles an hour, is a tremendous-
lv ambitious scientific evolution.

“In appraising the commercial future of tele-
vision we must not overlook the fact that we
are still limited to sending crude subjects con-
sisting of a few hundred image points. Building
more elaborate transmitters is quite feasible,
but this involves the utilization of enormously
increased frequency bands for the transmission
of the resultant signal. If every broadcast sta-
tion were shut down and the entire radio broad-
cast band given over to a single television serv-
ice, the 1,000,000 cycle ether space thus made
available could accommodate the transmission
of an image equivalent to that obtained with
a home motion picture projector, and the cost
of the experiment would stagger human imag-
ination.

“] do not wish to imply in any sense of the
word that television will never be accomplished
or that its numerous problems are beyond the
ingenuity of the American inventor. Only

Louis B. F. Raycroit

when we learn to combine visual impressions
in the same manner that sound impressions are
molded into a single audio frequency, permitting
us to abandon the method of sending an elec-
trical impression successively for every point
of the transmitted image each sixteenth of a
second, an entirely néw phase of the situation
will be entered upon. In the absence of some
such invention which effects the essential con-
servation in carrier channels necessary to make
television practical, it is an injustice to the pub-
lic at large to encourage it to expect television
in the immediate future and a duty to warn it
that, rapid as has been recent progress, tele-
vision is now only in the status of development
of aviation in 1910 and the motor car in 1905.

Stewart-Warner Earnings

Net earnings of the Stewart- Warner
Speedometer Corp. and subsidiary companies
for the quarter ended on September 30 were
$1,863,639, after all charges and Federal taxes,
equivalent to $3.10 a share on 599,996 outstand-
ing shares. For the first nine months of this
year net earnings amounted to $5,476,974,
equivalent to $9.12 a share, as compared with
$6.99 a share for the same period last year.

Finds Canvassing Pays

A. Fancher, cashier in the Bank of Carroll-
ton, Carrollton, Miss., a town of 515 population,
has sold fifteen Majestic radio receivers within
eight weeks. He has no shop but takes a model
72 around in his car and gives demonstrations.

In New Post

M. P. Zoeller has been placed in charge of
the radio department of the San Antonio Music
Co., 316 West Commerce street, San Antonio,
Tex. The RCA, Majestic and Crosley lines are
carried as well as other leading makes.

Visit Federal Plant

Mr. and Mrs. Edwin Getke were recent visi-
tors to the Federal Radio Corp. at Buffalo. Mr.
Getke is president of the Metropolitan Electri-
cal Supply Co. Chicago, Federal Orthosonic
wholesaler.

Expands Store

The Belmont Radio Store, 5459 Belmont ave-
nue, Chicago, Ill., has enlarged its floor space
to twice the original size and has added the
Brunswick record line.
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DUOGRAPH PROJECTOR

PROJECTS CLEAR, BRILLIANT AND STEADY MOTION PICTURES

A Marvel of Mechanical Precision

COMPLETELY EQUIPPED

&2 A Highly Profitable Line &&=

WITH CARRYING CASE AND REELS
JUST PLUG IN LIGHT SOCKET

[ S——

| Lucgigphos |

~

rc
.S

—

vy for Huge Waiting Market &7

UOGRAPH is the lowest priced high quality

16 MM. Home Projector. In construction,
:ztppearance and performance it compares favorably
with any other machine, regardless of price.

Thousands of home movie converts have re-
frained from buying on account of the high price
of desirable equipment. Duograph meets this
waiting demand with unprecedented quality and
price.

The symmetrical lines and artistic f.inish in ex-
quisite colors make Duograph an article f)f rare
beauty and an ornament to any home. It is abso-
lutely devoid of fire hazard.

UOGRAPH is the acme of simplicity, hence

easily demonstrated. A child can learn to
operate it in five minutes. Only a small outlay
necessary to stock up. It is service free. Acces-
sories alone are a profitable business.

The highest grade of materials and mechanical
skill are incorporated in Duograph. Moving parts
are case-hardened steel. Die castings are supplied
by Aluminum Co. of America; electrical appli-
ances by General Electric Co., and the optical
system and lenses by the well-known Wollensak
Optical Co.

WRITE FOR OUR PROPOSITION FOR DEALERS

Duograph Is Fully Warranted
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L. T. Breck Named
Kolster Sales Manager

Has Been Assistant to Major H. H. Frost
—Was Formerly Western Sales Man-
ager of the Yale Electric Co.

L. T. Breck has been appointed sales man-
ager of the Kolster Radio Corp. His promo-
tion follows. within a few months his appoint-

L. T. Breck
ment as assistant to Major Herbert H. Frost,
vice-president in charge of merchandising. Mr.
Breck came to the company last July. when
he resigned his position as Western sales man-
ager of the Yale Electric Co. He has an exten-
sive trade acquaintance,

Mr. Breck was a student at Washington Uni-
versity, in St. Louis, when the United States
entered the World War. He also studied law
at the Kansas City Law School. He enlisted
in the Naval Reserve Flying Corps the day
war was declared, April 6, 1917, and was dis-
charged as an ensign in 1919, when he became a
salesman for the Inland Machine Works of St
Louis. He entered the automotive parts busi-
ness in Kansas City in 1921 and later became
vice-president and sales manager of the Peerless
Auto Supply Co. of Kansas City.
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DeForest Announces
Replacement Policy

H. C. Holmes, General Sales Manager, Ex-
plains Method by Which Adjustments
on Defective Tubes Are Made

A replacement policy which is at once fair
to all parties concerned, simple and prompt in
its adjustments, is announced at this time for
the DeForest Audions by H. C. Holmes, gen-
cral sales manager of the DeForest Radio Co.,
Jersey City, N. J.

“While every effort is made in production,
inspection and test of DeForest audions to pro-
duce only perfect tubes, the possibility of de-
fective tubes occasionally reaching the con-
sumer is fully recognized, and we have therc
fore endeavored to take care of such a situation
by a satisfactory replacement policy. Our deal-
ers are being provided with DeForest audion
replacement labels in booklet form, with per-
manent stub. The customer is asked to return
any defective tube to the dealer from whom 1.
was purchased. The dealer fills out both stub
and label with the necessary information called
for, using his own system of numbering in the
spaces provided. The label is affixed to the
defective audion, and the defective audions are
kept separate from the regular stock. On the
first and fi;teenth of each month the defective
sudions are returned to the DeForest dis-
tributor, who sees that adjustments are made
promptly. The distributor forwards all de-
fective tubes to the DeForest Radio Co., where
they are tested not only for the basis of adjust
ment, but to check up on any possible produc-
tion, inspection or shipping details that might
need improvement.”

Weston Profits Increase
A net profit of $380,430 in the nine months
ended September 30 was reported by the
Weston Electrical Instrument Corp., Newark,
N. J. This compares with $349,778 in the same
period last year.

A new issue of 35,000 shares of no par com-
mon stock of City Radio Stores, Inc., priced at
$28.50, was recently offered. The company
plans to operate, through subsidiaries, a chain
of ten retail radio stores.

MANUFACTURERS Attention!

you write.

510 No. Dearborn St.

Headquarters for Needle Equipments for

ERISON PHONOGRAPHS

List
Jewel Needle Equipment No. 50 Nickel $5.00
Jewel Needle Equipment No. 45 Nickel 6.00
Jewel Needle Equipment NOM-Y-KA  Nickel 7.50
Jewel Needle Equipment CONCERT  Nickel 8.00
Jewel Needle Equipment No. 35 Nickel 8.50

NOM-Y-KA and CONCERT equipments are Universal

—will play all makes of records—

The No. 35 is a specially designed and perfectly balanced equipment for playing the new
records made by electrical method of recording . . .
quite so good in tone quality and it has great Volume.

We have six different models S-shape brass tone arms
to fit all phonographs from Portables to the Finest Machines.

JEWEL PHONOPARTS COMPANY

no other needle equipment is

The Prices will interest

CHICAGO

Arthur Moss Elected
Electrad President

Has Directed Sales and Advertising Since
the Formation of Company Some Five
Years Ago—Steady Sales Growth

Arthur Moss, treasurer of Electrad, Inc, New
York City, in charge of sales and advertising
since the company was formed some five years
ago, has been elected to the presidency of the
company. Electrad, Inc., manufactures a wide
range of high-grade radio products, which
since the inception of the company has met

Arthur Moss
with a ready reception on the part of radio set
makers and the general public.

Under Mr. Moss’s management the company’s
sales have rapidly increased, and the organiza-
tion is now recognized as one of the leaders of
the industry. The accession of Mr. Moss to
the presidency is significant as indicating a dis-
tinctly progressive policy that points to a
greater growth of the business.

Music Slogan Contest Ends

The music slogan contest, sponsored by the
Music Industries Chamber of Commerce, closed
on December 1 with every indication that it
has fulfilled its purpose of stimulating public
interest in musical instruments. The contest
has been in progress since September 1, and
many thousands of descriptive leaflets were dis-
tributed to the public. An award of $1,000 will
be made to the person coining the slogan ac-
cepted from the thousands which have been
subimnitted to the judges.

Davega to Open New Store

Davega, Inc, operating a chain of music and
sports stores, will soon open its fourteenth
store and the sixth during the last year, at
166-07 Jamaica avenue, L. I., N. Y. Officials of
the company state that sales for October
showed an 85 per cent increase over any prev-
ious October in the fifty years of the firm's
existence, a most satisfactory showing,

Purchases Music Store

George Oschwald has purchased the music
business of Charles Olendorf, knows as ‘the
Olendorf Music Store, Lawrenceville, Ill, and
is conducting it under his own name. Mr.
Oschwald has been connected with the store as
manager for the past seven years.

The Rex Music Shop, 2169 Broadway, Gary,
Ind., was recently incorporated with a capital
stock of $10,000 to deal in musical instruments,
radio sets and accessories. The incorporators
are Don WWhitman, Orville Shelton and Mrs.
P. M. Shelton.
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}‘ 4 augh and be merry, remember, better the world X \
.’. with a song, » %
"“. ‘ Better the world with a blow in the teeth of a wrong. “
.‘* | Laugh, for the time is brief, a thread the length ‘

[\ 1y of a span. AN
')‘ Laugh, and be proud to belong to the old proud

“!’"‘ pageant of man.

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street = 1] 2 New York, N. Y.

|

|
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{ Z 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

h', ) of His mirth, 8

The splendid joy of the stars: the joy of the earth.

MERRY CHRISTMAS
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' AR
8 o we must laugh and drink from the deep blue cup "' «
’ / of the sky, f I
eV Join the jubilant song of the great stars sweeping by, Z 2 ]

Laugh, and battle, and work, and drink of the wine outpoured
In the dear green earth, the sign of the joy of the Lord. AA/

HAPPY NEW YEAR
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‘ \( 1 augh and be merry together, like brothers akin, ‘ Q'

‘\ Guesting awhile in the rooms of a beautiful inn, ‘

MY Glad till the dancing stops, and the lilt of the ” |
( .3 music ends. . y..“.;
("r Laugh till the game is played; and be you merry, “‘
\ 7y my friends. ’“

AN a

Laugh and Be Merry, by John Masefield

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street New York, N. Y.

4%}
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Unusual Stromberg-Carlson
Installation Made on Yacht

No. 633 Receiver and Phonograph Equipment Installed on Onaire II, Yacht of Walter
Todd—Receiver Is Built Into Wall With Speaker Mounted Face Downward

Inasmuch as a yacht is a home on the water,
it is not hard to understand how the radio re-
cciver has enjoyed an ever-increasing popular-
ity as a part of yacht furnishings. Boats that
are large enough to erect a good antenna, as
a rule, are provided with exceptionally fine en-
tertainment, inasmuch as there are no obstruc-
tions to shield the radio waves, and in sailing
vessels there is none of the electrical disturb-
ance which often makes reception difficult for
the city dweller. The Stromberg-Carlson Co.
has made a great number of such marine in-
~tallations in recent nonths.

One of the newest is that which has been
made in the 68-foot yacht of Walter Todd of
Rochester, New York. Mr. Todd is vice-presi-
dent and general manager of the Todd Co., of
Rochester, known the world over as manufac-
turer of Todd protectographs and safety check
paper. The yacht has accommodations for ten
people, a crew of three and seven passengers
The Onaire 11, as the yacht has been christened,
i= equipped with a Stromberg-Carlson No. 633
receiver and phonograph equipment from the
Stromberg-Carlson No. 744 instrument in order
that both radio and record reproduction may
be had. Space, of course, is always limited in
a yacht, and everything must be made immov-
able in order that rough weather will not dis-
turb the interior of the cabin. Consequently,
the receiving set was built into the wall of the
cabin, as shown in the illustration. The loud
speaker is mounted with its face downward
from the ceiling. The phonograph equipment
1s built into the other corner of the cabin, the

wire from the magnetic pick-up running be-
‘neath the floor to the receiving set to give

P SR 17 T
Radio-Phono Installation on Todd Yacht
phonograph records electrical reproduction

The receiving set is battery-operated, and
runs off the yacht’s power plant. Being a sail-
ing vessel, there is no motor noise to disturb
radio reception, while the yacht is in motion.
There are two keys on the radio, one connect-
ing it with the phonograph, and the other cut-
ting in a loud speaker, located on deck. A
rather ingenious antenna arrangement has been
made. The ordinary horizontal antenna, or
one strung from the tops of the mast would
be impracticable, inasmuch as sails are raised
and lowered, and the wind causes the spars to
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sway back and forth. Consequently the aerial
wire was run up through the center of the main
spar. This spar being hollow for the passage
of ropes to the mast head, allows an ideal
vertical antenna to be had. There i1s a thougl

in this for dealers located near yacht clubs. It
is a good market for radio sets

Satisfactory Television
Is Still Far in Future

The fourthh of the series of articles on tele-
vision being issued by the Radio Manufacturer:
Association deals with conditions in this coun
try and abroad, and states that experts on both
continents are agreed that television i1s a labo
ratory development for skillful and experienced
experimenters.  Its possibilities on a small
scale have been proven, but television receivers
for the home, giving entertainment comparablc
with even the earliest radio receivers, is so far
in the future that no scientist of reputation i
willing to admit the probability of such results

The United States Radio Commission permits
experimental television broadcasts under defi
nite limitations, but the British Broadcastin
Corp.,, in control of all broadcasting in thc
British Isles, refuses to undertake or permit ex
perimental transmission.

Urges Outside Selling

Arthur Freed, vice-president of the Freed
Eisemann Radio Corp., recently stated that
many dealers have reported increased sales duc
to intensive direct selling. The company has
been urging its dealers to seek business out-
side the store and the results have been most
satisfactory. One of the best plans in increas-
ing sales, many dealers have found, is to check
over lists of old customers, owners of battery
sets, and then solicit them on the purchase of
the attractive new models.

\\ﬁ\\u
\\\\\\\\\\\ iy
\\. : \50 40 g,
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| We Guarantee the Reesonator to Perform as Follows:

(Pat. Pend.)

Price $4.75

Not a Wave Trap, but a Wave Booster

Nationally Advertised

REESONATOR

TRADE-MAR

For Volume, Distance, Sharp Tuning

The Reesonator is not a so-called “Wave Trap,” but is rather a “Wave
Amplifier.” Its purpose is to tune the aerial and the first untuned tube.
This tube is generally called the Antenna Coupling Tube and is of an
untuned nature. Naturally by the addition of the Reesonator to tune the
aerial and this first untuned radio frequency stage to properly balance
with each other, at all wave lengths, the all around efficiency of the
radio receiver is greatly increased. The Reesonator requires no current
to operate; in fact, it decreases battery consumption from 20 to 30 per
cent, as less current need be applied to obtain the desired results. This
also naturally greatly prolongs the life of the tubes. It does not require
tuning for each station which is to be received; only when additional
selectivity, power or distance is necessary.

It Doubles Distance, Increases Selectivity,
Saves the Batteries, Insures Distant Daylight Reception and Natural Repro-
duction. Equivalent to the addition of two extra tubes.

It Doubles Volume and Power.

and similar radios.

Especially designed for Single-Dial Atwater
Kent Models, 30-32-35-37-38; Radiol Models,
16-17-18-51; Crosley Bandbox, Dayfan, Apex

Dealers! Ask Your Jobber, or write or wire us
for sample and proposition.

F. & H. RADIO LABORATORIES

Canada.

Manufactured and Guaranteed by

Jobbers! Wire or write us for test sample and
proposition. For references as to the merits
and wonderful salability of the Reesonator we
can refer you to some of the most prominent
distributors throughout the United States and

Dept. 108

FARGO, N. DAK.
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N my opinion, this consolidation is one of the most con-
structive moves that has been made in the radio industry
in some time. It is in keeping with the trend in other in-
dustries that has proven sound and has been beneficial to the
public at large, as well as the trade. This move means more
economical management and will reflect itself in additional
profits to the dealer and even higher quality goods to the
consumer. The identity of both lines will remain unchanged
as to policy—the only change will be improvement of pro-
duct wherever it can be possibly effected by the combined
efforts of both organizations.

C. A. EARL, President, Chas. Freshman Co. and

Chairman of Board of Directors of
Freed-Eisemann Radio Corporation.

T has been a great pleasure for those associated with the

management of the Freed-Eisemann Radio Corporation
to have been able to play their part in bringing about this
consolidation with Freshman. These two lines represent
many of the best accomplishments in radio history and the
consolidation will make it possible for both organizations to
contribute to the improvement of each other so that we may
give the trade and the radio buying public even better value
for their money than we might have through our individual
efforts. 1 consider this move of distinct value to Freed-
Eisemann distributors and dealers.

. JOSEPH D. R. FREED, President of Freed-Eisemann Radio

Corporation and Vice-President and
irector of the Chas. Freshman Co.

The M. agr j‘j//{/ Tone
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Why ?

HIS combination of two of the leading radio manufacturers will
add materially to the strength of each and will make possible a
greater and more comprehensive service to the trade and the consumer.
It will mean great savings in management and production which in
turn can be utilized for the development of both lines in many con-
structive ways that will make possible greater profits for dealers.
Theidentity of these organizations will remain unchanged as the chief
objective of this merger is an even finer quality of product through

the unification of management in sales, engineering and production.
Both Freshman and Freed-Eisemann lines will continue to be manu-
factured and sold as heretofore, and the dealer holding a franchise for
either will find it a still more valuable asset during the coming year.
The sales organizations of both divisions will be very glad to answer
any inquiries from Distributors or Dealers relating to product and

policy. It is our intention to make the Freshman and Freed-Eisemann
Dealer Franchises the most valuable in the radio industry. One may
still be available in your territory. Write or wire today.

The executive personnel of the consolidation is:

C. A. Earl, President, Chas. Freshman Co. and Chairman of Board
of Directors of Freed-Eisemann Radio Corporation. Joseph D. R.
Freed, Vice-President and Director of Chas. Freshman Co. and Presi-
dent of the Freed-Eisemann Radio Corporation. Arthur Freed, Vice-
President and Director of Chas. Freshman Co. and Vice-President of
Freed-Eisemann Radio Corporation. W. J. Keyes, Vice-President and
Treasurer, Chas. Freshman Co. and Treasurer, Freed-Eisemann
Radio Corporation. Arthur A.Trostler,Vice-President, Freed-Eisemann
Radio Corporation. Leo Freed, Vice-President, Freed-Eisemann
Corporation. Harry A. Beach, Vice-President, Chas. Freshman Co.
George Eltz, Vice President, Chas. Freshman Co.

CHAS. FRESHMAN CO., Inc.
240 West 40th Street - New York, N. Y.

RESHM,

‘M YOUR ULTIMATE RADIO N




There’s a
Big Market

for this
Fast Selling
Turntable

No Brushes
No Commutator
No Sparking

No Interference

TH.ERE'S a big market for high-grade elec-
tric turntables. The sale of a pick-up paves
the way for the sale of an electric turntable.
Get this extra business by featuring the Bodine
Electric Turntable. No exposed gears. No
noise. The rugged induction motor has ample
power for all records. The accurate governor
maintains constant speed in spite of voltage
changes.

Send for latest Bodine bulletin and prices.
Do it now!

For Radio Manufacturers!

A Bodine Electric Turntable will be submitted
to any radio set or cabinet manufacwurer for
test and trial, White for sample and prices.

TWO OTHER BODINE UNITS
FOR THE RADIO TRADE

. Bodine
/ v Television
Motors

A special motor
for driving scan-
ning discs. Speed
may be varied 25
p.c. above and be-
i : i low pormal. Mo-
; : i tors supplied for

. i 18, 20 and 24 inch
" discs. Motors run

on alternating or
x direct current, in-
Wme for latest price list.

terchangzably.

Model 1031-R
Motor-Generator Set

Built especially for demonstrating A.C. Sets
and Phonographs in D.C. districts. Converts
110-115 volt D.C. into 110 volt, 60 cycle A.C.
Filter, voltage regulator, etc., included. Just
the unit for radio stores, hotels, department
stores, etc,

Mail the Coupon Today !

e ———t

BODINE ELECTRIC CO,
2270 W. Ohio Street, Chicago

Please send us information and prices
on 1tems checked below:
O Bodine RC-10 Electric Turntable

[ Bodine 1031-R Motor-Generator Set
O Bodine T¢levision Norors

Address
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Radio Production for
1927—%$191,848,665

Department of Commerce Census Shows
Decrease in Number of Sets Made as
Compared With 1925—Gain in Value

A statement by the Department of Commerce
shows that radio manufacturers produced radio
apparatus and tubes aggregating $191,848,665 in
1927, an increase of 8.4 per cent over the pro-
duction of 1925. In 1927 1,928,192 tube-type
receiving sets were produced, a decrease oi 19.1
per <cent from 1925, but an increase in value as
the sets were valued at $94,050,03]1 as compared
with a value of $93,336,546 for the 2,385,790 re-
ceivers produced in 1925,

The complete table of statistics for 1927 and

1925 1s herewith presented:

1927 1925
Aggregate value .............. $191,848,665 $176,990,334
Radio apparatus: Total value $174,802,051 $155,819,724
Loud speakers—

Number ............ - 2,446,264 2,844,652
Value eeevenerienninnn.. $18,868,849 $18,955,916
Head sets—
NUMDER  oioie Sae hibin® & - ool 267,349 1,352,422
Value ......... e S $316,726 $2,164,529
Receiving sets—
4-tube and smaller—
Number .....oooiiiiiia... 30,962
Value oooviiiiiiiiiiiat. $613,715 ...
5-tube and larger—
Number ...l 1,907,230 2,393,79(
Value «ovieveeninnn.. eeee. $93,436,316 $93,356,541
Transmitting set, value ....... $2,233,483 $1,355,7¢3
Transformers—
Number ....cciieiiiiiiiiieaaan 4,093,160 5,293,507
Valie  oeoeeneieiieieeeiien $5,446,556 $7,614,774
Rheostats—
Number ......cciiiiiiiiiiinn.. 2,327,275 3,562,543
Value ....cviiiiiiiiiiiiiiane, $1,420,780 $2,018,592
Socket-power devices—
Number ...ccvviiiiiiinncninnns. 1,405,191 ...
Value .vvvivieiiviioinniennnnns $23,357,814 $30,353,599
Miscellaneous parts, value ... $29,107,818 ........
Radio tubes, value ............ $17,046,614 $21,170,610

Not including combination phonographs and radios,
which are classified for census purposes in the **Phouo-
graphs” industry.

The total value of all batteries produced in
1927 is given as $150,451,796 as compared with
$155,247,811 for 1925, a decrease of 3.1 per cent.
The figures for 1927 are preliminary and sub-
ject to correction.

Finance Company Lists Sets

The General Contract Purchase Corp., New
York, has issued a compendium of various
types of radio receivers acceptable for accom-
modation instalinent financing. It is announced
that new editions of this compendium will be
issued whenever there are changes in list prices
of radio receivers listed as acceptable. The
General Contract Purchase Corp. recently an-
nounced details of instalment finance plans
available to dealers throughout the country.

The Atwater Kent Abroad

Major W. J. Avery, of the export department
of the Atwater Kent Mfg. Co,, recently returned
from a tour of foreign countries, including
France, Spain, Portugal, Italy, Austria, Ger-
many, Belgium, Holland, Switzerland and
Czechoslovakia. He stated that the Atwater
Kent receiver operated satisfactorily in all
climates and under all conditions and is steadily
growing in popularity throughout the world
because of this excellent performance.

Special Pathe Release

On Monday, November 19, just one week
after the S. S, Vestris sent out its S O S call,
the Pathe Phonograph & Radio Corp., New
York, announced the release of a record "The
Sinking of the Vestris,” a vocal number with
violin and guitar accompaniment by the Carson
Robinson Trio.

New Freed-Eisemann
Ad. Manager Named

Philip Van Doren Stern Returns to Freed-
Eisemann Corp. in Advertising Capacity
—1Is Planning Big Campaign

The Freed-Eisemann Radio Corp. recently
announced the appointment of Philip Van
Doren Stern as advertising manager. In his

Philip Van Doren Stern

new association, Mr. Stern finds himself among
familiar surroundings, for he was the company’s
first advertising manager back in the days when
broadcasting began. He built up the advertis-
ing department and supervised it until 1926
when he left to go abroad. Returning home a
year later, he became advertising manager of
the Kolster Radio Corp.

In association with Freed-Eisemann’s adver-
tising agency, Groesbeck-Hearn, Inc., he is
planning an extensive advertising campaign for
the company during the next year.

Philco Coupon Ads
Bring Good Results

PHILADELPHIA, PA., December 5.—Harry Boyd
Brown, merchandising and advertising counsel-
or for the Philadelphia Storage Battery Co,
maker of Philco radio products, expressed great
satisfaction over the results of the coupon ad-
vertising which has been used to assist dealers
in selling Philco receivers. In part, Mr. Brown
zaid: “We used the coupon for a number of rea-
sons. The main one, of course, was to secure
leads for our jobbers and dealers. Secondly,
the coupon method brings immediate results.
The effects of the ad can be noted at once. No
waiting for future and intangible results, so-
called cumulative effects or illusive prestige-
building. They further give us the knowledge
as to what sort of copy makes the strongest ap-
peal and what pubhcations are the more effect-
ive for our purpose.”

New Victor Numbering Series

Starting with records listed in the January
supplements the Victor Talking Machine Co.
will assign a separate block of numbers to for-
eign-domestic, Irish race and Southern records.
To distinguish these numbers from those of do-
mestic records a “V” will appear before the fig-
ures. There will be two minor exceptions to
the use of “V” on these records. First, an oc-
casional Red Seal record will be issued under
the recgular domestic numbers without the “V*,
ind second, Portuguese and Spanish-Mexican
records will not use the.*V,” as many of these
records are listed in the export catalog.
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Announcing
Ameriea’s

KFinest
Distance
Receiver

'l‘HE sensational distance range of the
Federal F-11 isnow offered in a beautiful console cabinet
with built-in speaker.

This set with full 7-tube performance, operating on an-
tenna and ground, has been proved, beyond question, the
grealest distance getter ever offered in the radio industry.
Verified reception from 607 stations (14 in Europe, Asia
and South America) is the undisputed World’s Record
held by a New Jersey owner of a Federal Receiver.

For those who insist on distance range-—coupled, of
course, with the finest selectivity — Federal retailers have
no competition.

Prices (without tubes)
F 43 (for battery operation) $295
F 43.60 (60 cycle) $370
F 43-25 (25 cycle) $395

Slightly higher west of Rockies. May also be had with dynamic speaker

FEDERAL RADIO CORPORATION, BUFFALO, N. Y.

OPERATING BROADCAST STATION WGR AT BUFFALO
Federal Ortho-sonic Radio, Ltd., Bridgeburg, Ont.

edl@]l”dl

ORTHO-SONIC™ R{(al.(dl ]l.@

Licensed under patents owned andlor controlled by Radio Corpora- & Federal's fund ible Ortho.
tion of America, and in Carada by-Canadian Radio Patents, Ltd. sonic reproduction is patrn!cd um‘lcr u. S Lelura Palcnl No, 1,582,470

FEDERAL RADIO CORPORATION
1738 Elmwood Avenue, Buffalo, New York

Please send me complete details of the Federal proposition.

Name.

Address City
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RECORD
Distributors

GEORGE CAMPE

611 Howard Street, San Francisco, Cal.

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

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

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

GROSSMAN BROS. MUSIC
COMPANY
2144 E. 2nd Street, Cleveland, Ohio

JUNIUS HART PIANO HOUSE, LTD.

123 Carondelet St., New Orleans, La.

HAWAII MUSIC COMPANY
1021 Fort Street, Honolulu, Hawaii

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

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

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

PACIFIC WHOLESALE, INC.
433 E. Twelfth, Cor. Wall Street,
Los Angeles, Cal.

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

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

JAMES K. POLK, INC.
McCall Bldg., Memphis, Tenn.

JAMES K. POLK, INC.
803-05 West Broad St.,, Richmond, Va.

THE Q. R. S. MUSIC CO.
1017 Sansom St.
Philadelphia, Pa.

STERLING ROLL & RECORD
COMPANV
322 Race Street, Cincinnati, Qhio
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Stuart C. Mahanay
‘Now With Koister

Radio Editor Will Establish a Market Re-
search Division of Kolster Radio Corp.
—Is Widely Experienced

Stuart C. Mahanay, radio editor of the Curtis
Publishing Co., has increased his field of activ-
ity by joining the Kolster Radio Corp. of
Newark, N. J., to establish a market research
division under the direction of Major Herbert
H. Frost, vice-president in charge of merchan-
dising. He has just left New York for an ex-
tended survey along the Pacific Coast.

Kolster is one of the first, if not the pioneer
radio manufacturer, to establish a department
for the purpose of making a national survey of
the electric and battery set market. The in-
formation gathered by this new division will
be of great value not only to the company in
estimating production, but to Kolster jobbers
and dealers as well

Past radio experience has ably fitted Mr.
Mahanay for the work he has undertaken. He
built and operated one of the first amateur
radio stations in St. Louis. In 1917 he en-
listed in the Signal Corps where he did notable
work. When broadcasting came into popular-
ity, Mr. Mahanay, who holds a Government
commercial radio operator’s license, was active
in the establishment and operation of station
KSD in St. Louis. In addition to operating
and announcing he was for more than two
years in charge of the radio department of the
St. Louis Post-Dispatch, which position he re-
cigned to become associated with the Curtis
Publishing Co. in Philadelphia as radio editor.
In this capacity he has carried on extensive re-
search work for the publishing company, which
has given him valuable experience to guide him
in carrying on his work with Kolster., When
the National Association of Radio Writers was
formed in Washington at the Hoover Radio
Conference in 19235, Mr. Mahanay was elected
treasurer, to which office he has been re-elected
each succeeding year,

Latest Phonograph
and Radio Patents

Phonograph. Robert Y. Barrows, Ruther-
ford, N. J. Patent No. 1,690,267,

Combined Phonograph and Radio Apparatus.
Martin Nystrom, Chicago, Ill., assignor to the
Brunswick-Balke-Collender Co., same place.
Patent No. 1,691,987.

Combined Phonograph and Radio Apparatus.
Joseph \W. Bishop, Muskegon, Mich., assignor
to the Brunswick-Balke-Collender Co., Chicago,
Ill. Patent No. 1,692,797

Power-Supply Unit for Radio Sets. Francis
DeWilly, New York, N. Y. Patent No. 1,690,814

Radio Apparatus. Alfred F. Sanford, Knox-
ville, Tenn. Patent No. 1,691,413

Radio Aerial Support. Carl Wicke, New
York, N. Y. Patent No. 1,691,864

Radio Direction and Position Finder. Martin
L. Patterson, Bogota, N. ], assignor to the
Sperry Gyroscope Co., Brooklyn, N. Y. Patent
No. 1,692,051.

Radio Receiving Apparatus. Arthur M\
Trogner, Takoma Park, Md., assignor to Wired
Radio, Inc., of Delaware. Patent No. 1,692,064.

Radiofrequency Amplifying Circuits. Wladi-
mir J. Polydoroff, Chicago, Ill, assignor to
Johnson-Williamson Laboratories, Inc., same
place. Patent No. 1,692,763.

Radio Loud Speaker. Frank Mattis, Dayton,
Ohio. Patent No. 1,692,994

The Collway Radio Laboratories, Inc,
Newark, N. J., have been incorporated with a
capital of 1,000 shares of common stock to
manufacture radio parts.

MICA DIAPHRAGMS

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

INTERNATIONAL MICA CO.
Philadelphia, Pa.

Phaone Cable
Baring 535 Filasse, Phila.

Arcturus Display
Card Issued to Trade

The Arcturus Radio Co., maker of Arcturus
AC tubes, has prepared and distributed to its
dealers an attractive window and counter dis-
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Arcturus Display Card

play card. A flashing border and the name
Arcturus are in orange, while the sub-head and
the tube are in blue, which are the character-
istic colors of Arcturus tubes, and which are
used in the Arcturus trade-mark. The tube
base is in black, offset by a gold Arcturus star
in the background. The display is embossed
on a buff card.

Atlas Plywood Produces
2,500,000 Sq. Feet Weekly

Earnings of the Atlas Plywood Co. for the
first four months of its fiscal year are $99,859,
or $1.65 a share on the 60,600 no -par shares.
Indications are that results for November and
December will bring' earnings to around $3.50
a share for the six months’ period. With the
acquisition of additional properties last year
and recent expansion the Atlas organization
now has seven manufacturing plants and eleven
assembling plants. The productive capacity of
all the factories is 2,500,000 square feet of ply-
wood a week, and the capacity of the com-
bined assembling plant is 750,000 square feet.

African Radio Market

J. W. de Haas, Fada radio export representa-
tive, who has just returned from South Africa,
found that region excellent as a radio market
capable of great expansion. He found money
plentiful and free spending prevalent.

The demand is not so much for the low-
priced articles but more for the articles of
quality at moderate prices. Mr. de Haas spent
four months in making radio trade investiga-
tions and establishing connections on his trip,
during which he traveled over 20,000 miles.

Interesting Address

Manton Davis, general attorney of the Radio
Corp. of America, New York City, delivered an
interesting address on ‘“Radio—the Latest Elec-
trical \Word” before the Industrial Traffic
League, at New York City, on November 22.

L
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The Finest Electric Phonograph
Reproduction... at lowest cost!

The PACENT Phonovox [

The largestselling pick-up onthe market
today. Offers a flawlessly beautiful tone.
Simply and easily artached. Switches
from radio to records without removing Y
atube. Balanced tone-arm and patented . *
needle holder assures perfect contact
between the record and the needle. Uses
fibre needle without any loss of volume.
Good-looking, sturdily constructed,
it will last for years. List price, $13.50.

¥

Phonovox

PACENT

ectro VOX 575

The PACENT Electrovox

A complete electric phonograph —when
played through a radio—that provides
tone quality that is absolutely unsur-
passed by machines costing hundreds
and hundreds of dollars. Instantly hooks
up with the radio and switches from
radio to phonograph without remov-
ing a tube. Electrically driven by the
famous Pacent Phonomotor. Sturdily
constructed and neatly installed in a
cabinet decorative enough to grace the
most beautiful room. List price, $75.00.

'A

These Two Items are Building Business

and Profits for Thousands

EVER BEFORE in the history of the radio-phonograph industry

have two products been more enthusiastically received than the
Pacent Phonevox and Pacent Electrovox. Dealers all over the country
report constantly increasing sales and are featuring them as ideal leaders
to stimulate both the record and the radio business. Here is business that
you don’t have to struggle for. Merchandise that your customers will
almost buy on sight. The market is ready and waiting for you. Don’t
let somebody else take it away from you. Write today to your jobber
for complete information, discounts, prices, etc., or write direct.

Quickly installed~— No Service Required
PACENT ELECTRIC CO., INC. r 91 Seventh Ave., New York Clty

Pioneers in Radio and Electric Reproduction for Over 20 Years
Manufacturing Licensee for Great Britain and Ireland, Igranic Electric Co., Ltd., Bedford, England
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Sees Affinity Between Music-
Radio Field and Talking Movies

P. A. Powers, Veteran Talking Machine Jobber and Motion Picture Executive, Says
Talking Pictures Have Opened Up Lucrative Field for Music Jobbers

[P. A. Powers will be remembered as one of the earliest
and largest distributors of talking machines and records.
He was closely connected with the Edison and Victor com-
panies in the pioneer days of the industry and at one
time operated over forty talking machine and record stores
in the Cleveland, Pittsburgh, Buffalo and Rochester terri-
tories. He orgamzed and operated the Eclipse Music Co.,
of Cleveland, distributor of Edison and Victor machines
and records; Powers & Henry Co., of Pittsburgh; P. A.
Powers Co., of Buffalo, and the Talking Machine Co., of
Rochester.— Ep1Tor's NOTE. ]

That the “talking movie” has established a
merchandising affinity between the talking ma-
chine, radio and motion picture industries, and
opened a new and lucrative field for distributors
in the talking machine trade, is pointed to by
P. A. “Pat” Powers, veteran talking machine
distributor, motion picture magnate, and presi-
dent of the Powers Cinephone Equipment
Corp.,, of New York, manufacturer of the
motion picture sound device, “The Cinephone.”

"“The talking picture has opened a gap in the
merchandising methods of the motion picture
industry,” says Mr. Powers. “In my opinion,”
he says, “this gap creates a definite opening for
the sales and service forces of the talking ina-
chine and radio industries, and I believe that
within the next year many of the leading talk-
ing machine distributors will be established as
important factors in the inotion picture busi-
iess. The film companies all have branches in
thirty-two ‘key’ cities throughout the United
States, but their organizations, as a whole, know
little about the technical phases of sound de-
vices and are wholly untrained in acoustics.
The time of the field forces of the film com-
panies is taken up with the sale of film and an
additional force of especially trained men is
needed to handle the sale of sound equipment.

“This situation presents an unique opportu-
nity for the well-organized talking machine dis-
tributors to expand their activities into a new
and potentially rich field. The selling forces of
the talking machine distributors are exception-
ally well qualified to take on the sales of sound
picture equipment, and the service men are
technically fitted to handle all necessary service
requirements,

“From the sales angle, there is little differ-
ence between marketing an especially con-

Private Label Radio

the Answer!

ADIO retailing is fast approaching standardization.
R compare. On the one hand, we have “restricted” dealers
handling “national brand” sets—at narrow, factory-controlled
prices and profits with competition everywhere, with a big radio

stock to carry on their inventories.

On the other hand are the independent dealers selling Premier sets with
their own private label—at unlimited profits and no competition because of
exclusive rights. They have no territory restrictions—no fixed price—no prob-

lem of unturned stock.

The wise radio dealers today—the ones who are making most money—
select Premier for their private brand.
This is the answer to the present
radio sales question and it spells
Every set you
sell advertises for you—and

P-R-O-F-I.T-S.

Chassis
Specifications

All-metal chassis;
rigid, strong, stays
put. Unconditionally
guaranteed. Appa-
ratus 100% shielded.
Licensed under U. S
Navy Patents and
Hogan Patent No.
1,041,002

you only.

pick-up.

Write for price and full details.

structed sound device to theatres for public en-
tertainment in reproducing the sound accom-
paniment of a motion picture and the selling

P. A. “Pat” Powers
of standard talking machines for private home

or club use. The talking movie has created an
entirely new phase of the motion picture indus-
try. It has opened up a virgin conunercial
field. This field at the present time is any
man’s territory, but in my opinion the talking
machine distributors are in the best position for
its invasion.

“From these facts one naturally draws thc
conclusion that the distribution of motion pic-
ture sound equipment, parts and accessories,
and the servicing of the equipment, seems logi-

Let us

Console

Model

Beautiful walnut finished
cabinet equipped with Mag-

netic or Dynamic Speaker.
Size 26”x40”116” deep.  Furnished in
G-tube standard Code No. PC-2820—
RAC-6 and 7-tube Push-Pull Code No.
PC-2829—RAC-7.

Premier Private Label Radio Receivers are equal

in tone, power, looks, distance and selectivity to any
sets offered today. No other receivers outperform them,
regardless of price, because high, price and costly adver-

tising do not make radio quality. That is_determined by en-
gineering skill, materials and careful manufacturing.
comes in both Table and Console Models—finished standard in 6
tube and 7-tube “Push Pull.” Also combination phonograph with electric

Premier

No obligation.

Premier Elertric [ompaniy

3809 Ravenswood Ave., Chicago, Illinois
e el e | |

Established 1905—Manufacturers Ever Since
]

cally to belong in the province of those men
who are familiar with acoustics through the
handling of talking machines and radio sets.”

Considering Mr. Powers’ long and successful
experience in both the talking machine field and
the motion picture industry his views and opin-
ions are of exceptional interest.

It was “Pat” Powers who introduced Edi-
son’s automatic slot machine and started the
“Penny Arcade” fad, which proved to be the
school for showmanship from which most of
the present-day motion picture magnates grad-
uated. Pat himself became, and still is, a mo-
tion picture magnate. And once again he is
a pioneer. This time in the ‘*talking motion
picture” field, which brings together in basic
principles his earlier experiences in the field
of sound and his later activities in the world
of silent drama.

Under the trade name of Powers Cinephone,
Mr. Powers has perfected two separate devices.
One is a recording machine for synchronizing
music, dialogue and sound effects on motion
picture film in synchrony with photographic
action. This device is used in the studios by
motion picture producers. The other machine
is a sound reproducer for use in theatres. This
reproducer is an interchangeable device which
will play all standard forms of talking pictures.
whether recorded on the film or on discs.

Kolster Mail Campaign

Five letters, written to appeal to the person
who is considering the purchase of a modern
1adio receiver, are being mailed at three-day
intervals 10 prospects in Canada by authorized
Kolster dealers in the Dominion, with the assist-
ance of Canadian Brandes, Ltd., of Toronto,
makers of Kolster sets in Canada. Illustrations
and descriptions of two of the most popular
Kolster models are found on the margins of
the letters sent out,

WLW Broadcasts Aid Dealers

Hudson-Ross, Inc, and the Aitken Radio
Co., Crosley distributors in Chicago and De-
troit, respectively, report that the broadcasts
of WLW, the new Crosley 50,000-watt nationa)
broadcasting station at Cincinnati, are being
taken as a DX standard by dealers in their
cities for demonstration purposes. Dealers in
Waco, Texas, and in Michigan and Iowa have
informed the Cincinnati office that the daytime
broadcasts of WLW are so strong that they
are used for demonstration purposes and have
had the effect of aiding sales.

Pilgrimages to A. K. Plant

More than twelve hundred dealers from
Greater New York visited the Atwater Kent
manufacturing plant in Philadelphia during the
week ending November 24. As it was deemed
impractical to entertain all of the Metropolitan
dealers at one time, the visitation was split
into two squadrons, some six hundred being
n Phi]adelphia,‘Tuesday, November 20, the
balance arriving Thursday, November 22. They
were accompanied by the New York Atwater
Kent distributors, E. B. Latham & Co., E. J.
Edmond Co. and E. A. Wildermuth.

Pilot Parts Catalog

A new radio parts catalog was recently issued
by the Pilot Electric Mfg. Co., Inc., Brooklyn,
N. Y. This catalog describes and illustrates
the complete line of Pilot parts for set build-
ing purposes, available to dealers as well as
manufacturers.

A petition in bankruptcy was filed against
the Bosco Battery Corp., New York City, and
Catherine Noyes was appointed receiver.
Liabilities are listed at $20,000 and assets at
approximately $8,500.
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Sell Radio Sets for
Bus Installations

Dealers Should Find Passenger Buses a
Profitable New Market for Radio Re-
ceivers—Good Dealer Publicity

New fields for the sale of radio receiving sets
are being discovered and developed constantly.
Many of these, however, are of a purely local

Note A. K. Set Over Driver’s Seat
nature, based on local conditions and as a con-
sequence may be capitalized only by local
dealers who are awake to the opportunity.

A glance at the photograph of the Atwater
Kent bus installation made by the Robert
Simpson Co., Ltd., of Toronto, Canada, for the
bus owners will serve to indicate sales oppor-
tunities—bus transportation—and opportunities
for some very effective and very economical
publicity for the dealer making the installation.

The passenger bus business in some sections
of the United States is highly competitive—bus
line vying with bus line. In other sections it
is so regulated that buses do not compete with
each other, but almost invariably they do have
real competition of one kind or another at the
hands of the older established common carriers,
the steam roads, electric roads and in some sec-
tions even boats.

Business should come in increasing quantities
to the bus operator who advertises “Radio as
You Ride,” “Blank’s Big Buses Radio
Equipped.” And, by the same token, business
should come to the dealer whose name plate
appears on the installation,

Makes Theatre Tie-ups

The Rothauser Radio Co. Fada dealer of
46 Market street, Newark, N, J., secured much
favorable publicity for Fada products and its
store by installing a Fada 70 receiver in both
the Schubert and Broad street theatres on elec-
tion night, giving the audiences direct returns.
Both the Fada name and the store’s name were
prominently displayed. -

Kolster Employes Dance

The Kolster Welfare Association, composed
of employes of the Kolster Radio Corp., held
its annual dance at the 113th Regiment Armory,
Newark, N. J., on November 24. Music was
provided by Vincent Lopez and his orchestra,
Sam Lanin and the Ipana Troubadours and
Gene Laistner with the Kolster Radio Orclres-
tra. It was a most enjoyable evening.

Demand Lower Freight Rates

Demands and information upon which the
radio industry is urging reduced and equitable
freight rates have been presented by the Traf-
fic Committee of the Radio Manufacturers’
Association to the Joint Classification Commit-
tee of the principal railroads.

W. J. Barkley With
DeForest Radio Co.

One of Pioneers in Radio Industry Is Ap-
pointed Assistant to President—Has
Wide Experience in the Field

William J. Barkley, a pioneer in the radio in-
dustry, has joined the DeForest Radio Co., of
Jersey City, N. J., in the capacity of assistant
to the president, according to the announcement
of James W. Garside, president of that com-
pany. “Mr. Barkley has been actively engaged in
radio developments since 1912,” stated Mr. Gar-
side, “when he became associated with the
Wireless Specialty Apparatus Co. In 1914 he
was elected president of the Wireless Specialty
Apparatus Co. and continued in that capacity
until 1918, when a combination was formed be-
tween the United Fruit Co., which controlled
the Wireless Specialty Apparatus Co., and the
General Electric Co. Mr. Barkley was retained
in a consulting capacity after his resignation.
Subsequently, he engaged in the production of
mica condensers, followed by his entry into
the field as a manufacturers’ representative,
handling various electrical products in the New
England territory. I consider myself fortunate
in having such a worthy collaborator as Mr.
Barkley, and I feel that his many contacts and
friends in the radio industry are a decided asset
to our company.”

Talking Machine Men
Appoint Secretary

Announcement of the appointment of Robert
J. Kelly as executive vice-president and secre-
tary of the Talking Machine and Radio Men of
New York, New Jersey and Connecticut, was
made at the regular monthly meeting held at
the Cafe Boulevard, New York City, on No-
vember 21. Mr. Kelly has had a wide experi-
ence as a newspaperman and organizer, and
was active on the senatorial campaign commit-
tee of Senator-elect Hamilton F. Kean, of
New Jersey. Mr. Kelly was introduced to the
assembled members by President Irwin Kurtz.

Bond P. Geddes, executive vice-president of
the RMA, attended the meeting and asked that
dealers solicit the opinions of their customers
regarding the reallocation of wave lengths, the
opinions to be forwarded to the Federal Radio
Commission. Warren F. Scanlan, of Stanley
& Patterson, gave a brief and interesting talk
on “Service and What It Means to the Dealer.”
Byron Forster, chairman of the entertainment
committee, stated that the annual dinner-dance
of the Association would take place in April,
1929. Following its usual custom the Associa-
tion will not meet in December because of the
rush of holiday buying.

Allen-Hough Official
Returns From Trip

George Hough, vice-president of the Allen-
Hough Mfg. Co., Racine, Wis., has recently re-
turned from an important business trip to the
Twin Cities, where he discussed the sale of
Allen portables and Phono-Link electric pick-
ups with the Kern O’Neill Co., Minneapolis
jobbers. Mr. Hough discovered a great inter-
est in the Northwest in the Allen-Hough de-
velopments announced for the first of the year.

In New Home

The United Electric Supply Co., Salt Lake
City, Utah, is now occupying its new and larger
quarters at 117 West Fourth street. The con-
tinued demand for Majestic radio receivers
necessitated the move.

Columbia Issues
New Race Catalog

Replete With Practical Information for
Dealers—An Attractive and Handy Cat-
alog for the Retail Columbia Trade

The new Race catalog issued by the Colum-
bia Phonograph Co. for the coming year is a
mine of Race record information. The cover,
done attractively in two contrasting colors,
features five of Columbia’s exclusive Race art-
ists. There is an alphabetical listing of artists on
the first page. This is followed by the record-
ings of individual artists together with their
photographs and a short story about each. On
the last.page appears an index of the selections
together with their respective numbers.

James Wallace will open a music-radio shop
on Tillson avenue, Hillsboro, Il
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FINDLAY

RADIO
CONSOLES

—the greatest single
aid in selling sets

CROSLEY

FINDLAY CONSOLES represent a buying
market that acclaims them the greatest com-
panion for the Radio Set.

Distinctively built by masters, FINDLAY MET-
AL RADIO CONSOLES produce sales that are
decidedly amazing. They are the keynote sellers
in modern radio furniture—they bring attractive
profits.

FINDLAY RADIO CONSOLES are endorsed
by leading set manufacturers. Consoles are spe-
cially designed to harmonize in line and color
with the following sets:

American Bosch Federal Pierce-Airo
fkpex X Freed-Eisemann Eh‘filiwl

twater Kent . adiola
Bremes-Tully grayba; Shamrock
Crosley owar Stewart-Warner
Eveready King Steinite
Fada Kolster Zenith

Robert Findlay Mgg. Co., Inc.
BROOKLYN, NEW YORK
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case goods.

New York Office, 90 West Broadway

Here’s a Record!

One of the best-known radio cabinet manufacturers in the country
reports that during a period of a few months they shipped 90,000
cabinets in Plywood Cases without a single travel injury.
strength of that record they adopted ATLAS Plywood SPEEDPACK
Cases for their entire output of cabinet furniture—complete suites of

ATLAS Plywood Packing Cases have been standard with leading
phonograph and radio manufacturers for years.

tively protective containers—if you are not already using them—on
your next shipment.
save you money.

They will prevent damage to your cabinets and

Park Square Bullding, Boston, Massachusetts N

Southern Divigion (formerly Empire Mfg. Company)—Goldsboro, N. C.

On the

Try these superla-

General Omcel \

Chicago Office—649 McCormack Buflding

Improved Employment Conditions
Help Sales in Milwaukee Area

Retail and Wholesale Radio-Music Firms Report Exceedingly Active Demand for All
Types of Instruments—Victor Record Girls’' Club Entertain “Bosses”

MiLwaukeg, Wis, December 8—Retail and
wholesale radio and talking machine dealers, in
reporting on business for November, and dur-
ing the pre-holiday season, in almost all cases
stated that the demand is exceedingly active.

Improved employment conditions through
Wisconsin, reaching a peak in the employment
history in Milwaukee, and showing good gains
in other key cities of the State, is one cause
for the demand, in the opinion of the dealers.
Others are the approach of the holiday season,
and the work of dealers on early Christmas
shopping campaigns.

H. J. Allen, manager of the radio, record and
phonograph department at the Brunswick-
Balke-Collender branch at Milwaukee, reports
that business during the past two months has
been very good. ‘“Last month the biggest
record business which has been done to date
was seen, and November has shown a 25 per
cent increase over that record.”

The November meeting of the Milwaukee
Victor Record Girls’ Club arranged a “Bring
Your Boss” night, and in addition to the regu-
lar constructive program of the club it had
as its central theme the selling of the “boss”
on the idea of featuring combinations. Each
member of the club took up the discussion of
some particular recording, and presented and
demonstrated it as if to a customer. A discus-
sion of presentations and of the appeal which
a record would have to various types of cus-
tomers followed. The meeting opened with a
buffet supper in the Badger Talking Machine
Co. display rooms at which the employers of
the members of the Club were guests.

The J. B. Bradford Piano Co., at 411 Broad-
way, has announced plans for an expansion
which will give about 3,000 additional square
feet of space to the firm. According to Hugh
W. Randall, president of the concern, the com-
pany has leased the entire second and third
floors of the building at 90 East Wisconsin
avenue occupied by the William A. Kaun Music
Co., and the space vacated by the Baldwin

Piano Co., which is opening in new and larger
quarters in the University building on Broad-
way and Mason street. The new area will be
given over to the phonograph and radio depart-
ments and merchandising plans include a strong
sales drive,

The Wisconsin Radio Trade Association has
announced that there is need for many radio
service men to fill various positions throughout
the State. Those seeking the positions will be
given an examination each Tuesday between
nine o'clock and twelve noon at 421 Twenty-
seventh street in Milwaukee, and those desirin;g
to take the examination are requested to give
advance notice to the Association offices in the
Kesselman building.

The retail division of the Wisconsin Radio
T'rade Association has named Lloyd Roberton,
president of the McCoy Roberton Radio Co., at
Whitefish Bay, a suburb of Milwaukee, chair-
man of the retail section, succeeding A. J.
Wolfe, manager of the radio departments for
the Edward Schuster & Co., Inc., stores, who
recently tendered his resignation.

Henry M. Steussy, formerly manager of the
Kesselman-O’Driscoll Co. store, which has dis-
continued its business, purchased the phono-
graph, record and radio departments and has
opened up a store which will feature these sec-
tions exclusively. The new store, Henry M.
Steussy, Inc., is located in the Kesselman Build-
ing at the corner of Broadway and Mason
street and it has been fitted out in the most
modern manner as a music-radio store.

A consistent demand for radios continuing the
trend noted during the past few months is re-
ported by G. K. Purdy, manager of the Mil-
waukee branch of the George C. Beckwith Co.,
Crosley distributor in Wisconsin,

Vernon Maurer, of the Badger Radio Co., dis-
tributor of the Majestic line, commented on the
heavy activity which has been seen in radio
business. He stated that since July 1 and up
to December 1 the Badger Radio Co. has dis-
tributed 13,500 Majestics in Wisconsin,
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IT IS SIGNIFICANT

-.r that every record manufacturer in the United States
is a user of our standard

Cotton Flocks for Record Manufacture
CLAREMONT WASTE MFG. CO.

Claremont, N. H.
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A. . Matthies, manager of the radio depart-
ment at the Flanner-Hafsoos Music House, Inc.,
reports that retail radio business has been ex-
ceptionally consistent in showing heavy sales,
and that the Philco has been an outstanding
seller in his department during the pre-holiday
season up to this time,

New Electric Sign
for Kellogg Dealers

An Attractive Display Reading ‘Kellovg
Radio—For Tone - Conscious People”
Is Being Sold to Dealers

The Kellogg Switchboard & Supply Co.,
Chicago, is supplying to its dealers a new elec-
tric sign reading “Kellogg Radio—For Tone-
Conscious People.” The case of the sign is
made of heavy metal, gilded, and the glass

background is of dark green with the letters

Kello

Radm
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New Kellogg Electric Sign

in red. A yellow border runs partly around the
sign. The new Kellogg sign has been sold to
a large percentage of Kellog dealers at an at-
tractive price, part of the cost of the sign being
paid out of the regular advertising appropria-
tion. An illustration and description of this
sign appeared in the November issue of the
“Kelloggram,” the interesting and informative
house organ of the Kellogg organization.

Consolidated Co. Opens
New Radio Department

Sant Lake Crty, Uran, December 6—The Con-
solidated Music Co. has opened a large radio
department which takes up the entire fourth floor
of its building on South Main street. H. C.
King, with the company for the past twelve
vears and secretary for some time past, will
have charge of the new department. It is one
of the best radio departments in the Mountain
States territory.

Raytheon Carton Aids Sales

Fred D. Williams, vice-president of the Ray-
theon Mfg. Co.,, Cambridge, Mass., reports that
sales of the Raytheon BH tube, used in B-
eliminators, are most satisfactory. The stand-
ard display carton in which these tubes are
packed is given a great deal of credit for the
success which this type tube is encountering
throughout the country.
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SONO’RA extends 1o you
THE SEASON’'S GREETINGS

THE SONORA MELODON WITH RADIO

Model A-46. Anexquisitel y-c/esigned combination instrument embodying the high-
est perfectidir of the electrical reproduction of music—either by record or from the
aiv. Choice of richly-covered leather cairopies and base cabinets of various designs.

N this, the eve of the world’s greatest holiday,

we pause from our work to wish you—one

and all—a very merry Christmas . . . and a most
prosperous and happy New Year.

THE SONORA MELODON NEW SONORA RADIOS
MELODON WITH RADIO MELODONIC SPEAKER
SONORA PHONOGRAPHS CLEAR AS A BELL SONORA PORTABLES

(Acoustic Products Company)

SONORA PHONOGRAPH CO., INC.,, SONORA BUILDING, 50 WEST 57th STREET, NEW YORK CITY
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Rola Co. Sponsors
Cleveland Meeting

Distributors and Dealers Attend Meeting
at Which Pre-Production Model of Rola
Auditorium Type Reproducer Is Shown

CrLeveranp, O, December 4—A meeting of dis-
tributors and dealers handling Rola radio
products made by the Rola Co. of Oakland,
Cal.,, was held at the Hotel Wmton this city,
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Victor Records the
Boston Symphony

Victor Experts Install Recording Appara-
tus in Symphony Hall for a Series of
Recordings—Long Contract Closed

During the past month a number of record-
ings of the Boston Symphony Orchestra under
the direction of Serge Koussevitzky have been
made by the Victor Talking Machine Co. at

- B T A f"
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Dlstnbutors and Dealers at Cleveland Rola Meetmg—Note Rola Reproducer

on November 6, election day, under the auspices
of the Cleveland division of the Rola organiza-
tion, of which L. Golder is manager. Approxi-
mately 100 dealers and jobbers attended and an
enthusiastic gathering resulted, the introduction
of a pre-production model of the auditorium
type Rola reproducer being given a particularly
good reception by those present.

Henry S. Tenny, president of the Rola Co,
made an address outlining the company’s plans
for increasing sales in the Cleveland area. The
complete line of Rola loud speakers was on
display, as were the products of a number of
manufacturers who use Rola equipment.

On election night the Cleveland branch made
an installation in the Cleveland Auditorium
where some 50,000 people had assembled to
hear the election returns. The ‘“Rola” fur-
nished practically all the entertainment for the
cvening at this large gathering.

New Canadian Federal Jobber

Southard Motors, Ltd., 1233-39 Georgia
street, Vancouver, B. C., has been appointed a
distributor for the Federal Ortho-sonic radio
line, it was recently announced. Negotiations
for the line were made by A. H. Southard, on a
recent visit to Buffalo, N. Y., where he con-
ferred with officials of the Federal Radio Corp.

Leo Freed Married

Leo Freed, vice-president of the Freed-Eise-
mann Radio Corp., Brooklyn, N. Y. was mar-
ried on November 27 to Miss Nettie Matz at
Louisville, Ky., the home of the bride. Mr.
and Mrs. Freed will make their home after
January 10 at 12 East Eighty-sixth street, New
York City.

The Cable Piano Co., of Waukegan, Ill, re-
cently exhibited a Crosley Gembox radio re-
ceiver that went through a severe fire and still
works satisfactorily.

Symphony Hall, Boston. Experts from the
Victor plant installed recording apparatus in
the famous auditorium so that the entire or-
chestra, playing exactly as it would at a public
performance, was recorded and will be avail-
able to record buyers in the near future.~ The
contract between the Victor Co. and the Bos-
ton Symphony is of long duration so it .is’prob-
able that many other recording sessions will
be held in Symphony. Hall in the future.
Other world-famous orchestras which have
been recorded by Victor include the Philadel-
phia Orchestra, conducted by Leopold Stokow-
ski; the London -Symphony, Albert Coates, con-
ductor; San Francisco Orchéstra, Alfred Hertz,
conductor; St. Louis Symphony, Rudolph Ganz,
conductor; Chicago Orchestra, Frederick Stock,
conductor; Detroit Symphony, Ossip Gabrilo-

witsch, conductor, and Berlin State Opera Of:

chestra, conducted by Dr. Leo Bleck.

Crosley Quantity Selling

A sale of four Crosley Bandboxes to one
customer was recently related in the columns
of the Atwood, Kan, Citizen Patriot. Donie
Lintner heard a demonstration of the Bandbox
at the O'Leary Hardware Co. and ordered a
set sent to his home and one to each of his
married daughters. He felt he could enjoy his
set much better if he knew his children were
enjoying the same programs.

R. W. Parker in New Post

Ralph W. Parker, former manager of the
Portland, Me., branch of Post & Lester, and
an ardent Federal enthusiast, has been made
manager of the radio and automotive depart-
ments of J. E. Goold, Federal Ortho-sonic
wholesaler in Portland.

Rudolph Frachtman, proprietor of the four
Rialto Music Stores, in Chicago and Gary, has
opened a new shop in Chicago.

Sees a Big Demand
for Radio Accessories

CrLeveLaNDp, O. December 11.—W. B. Nevin,
sales manager of the Sterling Mfg. Co., of this
city, manufacturer of power units, dynamic
speaker products and other important acces-
sories, advanced the opinion recently that there
will be during the coming year a larger demand
for radio accessories than ever before. Mr.
Nevin pointed out that there are three features
in the present-day radio market which tend
to make the public more or less dissatisfied
with their radio receivers unless they are thor-
oughly modern and up-to-date. These three
features as noted by Mr. Nevin are dynamic
speakers, electric socket operation and improved
power amplification. According to Mr. Nevin’s
observation, many owners of otherwise satis-
factory receivers desire these improvements but
refuse to accept any trade-in loss in buying a
new set. As a result of this inclination on the
part of such set-owners, the demand for ac-
cessories is growing steadily and the Sterling
factory is now working to capacity to take care
of the requirements of this trade.

Lantern Slide Folio
for Columbia Dealers

The Columbia Phonograph Co. has just dis-
tributed a new lantern slide folder to its deal-
ers. It contains facsimiles of twenty-three
slides, each numbered. Every slide is executed
in full colors, and carries a photograph of the
artist or Columbia product with a space for
the dealer’s imprint. For the wide-awake
dealer, lantern slides have long proven them-
selves a means to getting ‘“plus” business
through the local theatres.

Fine Brunswick Publicity

The Clark Music Co., Brunswick dealer of
Syracuse, N. Y., with branch stores in Water-
town and Eastwood, the latter a suburb of
Syracuse, has popularized the Brunswick Pana-
trope in that section, by installing as part of
the permanent equipment of the fine Syracuse
broadcasting station WSYR, Hotel Syracuse,
a Brunswick Panatrope which is used on an
average of four times each week, for several
hours at a time, to play the latest Brunswick
recordings. -.

Timely Kolster Tie-up

A sheet of news photos, issued while the
news was “hot,” was sent out by Kolster Radio
Corp. to all Kolster dealers and distributors,
for posting in their windows, the day after the
S. S. American Shipper arrived in New York
harbor with survivors from the S. S. Vestris
disaster. In addition, the day of the ship’s
arrival saw three of the officers from the Ameri-
can Shipper taking part in the Kolster Radio
Hour, telling the story of the rescue. The
American Shipper used a Kolster radio compass
in its rescue work.

Seeks Increased Shipments

D. W. May, president of D. W. May, Inc,
Crosley distributor for northern New Jersey,
made a flying trip to Cincinnati, November 23,
in an effort to arrange for increased shipments
of Crosley receivers for the Newark territory.

VAN VEEN SOUND-PROOF BOOTHS

" Write VAN VEEN & COMPANY, Inc., HLH HH

and MUSIC STORE
EQUIPMENT

313-315 East 31st Street, New York City
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Rare beauty of design —truly fine woods
— skilled craftsmanship — remarkably
low cost—these qualities which identify
Buckeye Console Cabinets, have brought
them exclusive selection by the Stewart-

Warner Speedometer Corp. of Chicago.

To us, this selection is a high tribute:
to Stewart-Warner, a sales asset of inesti-
mable value. For the exquisite beauty

of Buckeye Consoles makes as definite

National Sales Agent, Studner Bros., Inc., New York City, 67

e

“Fitting companion-pieces
for our finest receivers

. . Stewart-Warner

an appeal to discriminating buvers as
does depth, color, and realistic tone qual-

ity of the receiver itself.

In spite of its superior quality, Buckeye
Radio Furniture is remarkably low in
price—and wherever used, it is a dis-
tinct sales asset. Find out how it will
help sell your receiving sets. Write today
for complete information, attractive illus-

trations, and price lists.

BUCKEYE MANUFACTURING COMPANY . . SPRINGFIELD, OHIO

West 44th Street; Chicago, Illinois, 28 Last Jack-an Blyd.

% Model S No. 6

n*

RADIO FURNITU/RE

29
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Spring assembly of
The Master Flyer Motor

SNTEEL - -

in harness

ROM the unheard sigh of a butter-
fly’s wing to the roar of a great city,
back of every sound there must be
power. For portable phonographs the

practical source of power is the spring
motor.

Producing correct power for any phono-
eraph is a hard job—much harder than a
big clock spring has. On top of pushing its
own gear train and governor and the turn
table, the phonograph motor’s spring has to
pull records having every degree of drag,
or needle resistance. And the speed must
be uniform.

The range of drag extends all the way
from the mildest indifference to the sternest
opposition. This is inseparable from the
full enjoyment of phonograph musiec.

It helps the spring if the reproducer, or
sound box, happens to be light. Generally
it isn’t.

Also, it is an aid if whoever winds the

crank keeps the spring tension medium
tigcht. It seldom is done.

To perform so perfectly, the magically
powerful ribbon of steel coiled in the spring
barrel of a successful motor must have the
equivalent of the fighting spirit, or mettle,
of a racehorse. Besides, this splendid
energy must be perfectly controlled.

Supplying this control is another hard
job. Especially because all coiled springs
unwind in “jumps.” Remember that at the
needle the speed must be uniform. Con-
sider the exceptional life, or mettle, re-
quired in the spring.

For the best performance of the phono-
eraph there must be perfect co-ordination
in the motor. The gear train and governor
must serve that high-strung, vital power
source, their spring, as the racehorse 1is
served by his finely made harness — even
down to the precise weighting of his dainty
shoes.

e e ———
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The new improved
Master Flyer Motor,
for standard portables

e ———— —

The new improved
Master Junior Motor,
for junior portables.

—_— —————
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Superior Motors
for Portables

and Junior Motors, the new improved
Master Flyer and Master Junior Motors are
above all distinguished for highest quality and
performance.
Of completely new design, the Master Flyer,
for standard portables, plays three full
10-inch selections from one winding. Has

n IKE their famous predecessors the Flyer

new silent gear arrangement, new athletic
spring, new quick, silent, “little finger”

worm wind, with abundance of knuckle room.
The new Master Junior, of similar design and
same quality, plays two full 10-inch selections
from one winding.
Sell more portables and more records through
choosing the best motors, which you can recom-
mend and depend on to give the best
service and satisfaction. Specify the
Master Flyer and the Master Junior.
“Built like a fine ship’s clock.”

This trade mark on your motors means the high-
est value. Motors made and guaranteed by a
large and reliable company, manufacturing
spring motors uninterruptedly for fifteen years

ENERAL
USTRIES CO.

2812 Taylor Street, Elyria, Ohio
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Edward R. Fiske in
New CeCo Sales Post

Former Assistant General Sales Manager
Now Represents CeCo Mfg. Co. as Sales
Manager of the Metropolitan Area

Edward R. Fiske, formerly assistant general
sales manager of the CeCo Manufacturing Co.,
Providence, R. I., now represents the company

Edward R. Fiske

as sales manager for the metropolitan territory,
with offices at 154 Nassau street.

Mr. Fiske has been connected with the
radio industry for the past eleven years, having
been connected with the Waage Electric Co,,
Chicago, manufacturer of “B” eliminators, and
before that he was buyer for the radio depart-
ment ‘of the John Wanamaker department store.

During the war Mr. Fiske was connected
with the radio communication division of the
United States Navy and graduated from the
radio institute at Harvard, which was conduct-
ed under the supervision of the United States
Navy during the period of hostilities.

President-elect Herbert C. Hoover was en-
tertained on his good-will tour of South Amer-
ica by a Kolster radio receiver installed on the
U. S. S. “Maryland,” a present of Dr. F. A.
Kolster.
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How Salesmanship
Won “Top”’ Position

Harry C. Grubbs, Commercial Vice-Presi-
dent of the Victor Co., Demonstrated
His Sales Ability to Advantage

An interesting story regarding a Victor
Talking Machine Co. official was related in the
November 8 issue of Printers’ Ink by the “Lit-
tle Schoolmaster.” The story follows: “The far-
reaching consequences of making a good sale
can never be added into a total. The combina-
tion of a good salesman, selling a good product,
and making the most ot his opportunities, may
liave a marked effect upon the cause of human
destiny for all concerned, as the following in-
cident well illustrates:

"Several years ago a salesman representing
the Dalton Adding Machine Co. called on the
purchasing agent of thc Victor Talking Ma-
chine Co. and closed an order for a number
of Dalton machines. The Victor purchasing
agent was so impressed with the Dalton sales-
man’s demonstration of the service possibilities
of his machine and with his intensive and
effective sales methods, that he introduced the
salesman to his chief. His chief likewise be-
came much interested in the salesman and the
way he had made his sale. So much so, indeed,
that he took occasion to learn something more
of the salesman’s abilities and achievements.

“A number of years later the chief of this
Victor purchasing agent became the president
of the Victor Talking Machine Co.—E. E. Shu-
maker. On May 1, 1928, Mr. Shumaker
appointed Harry C. Grubbs to be commercial
vice-president of the Victor Co. And Harry C.
Grubbs was the Dalton salesman of Act I. Thus
the position which Mr. Grubbs holds to-day is
one of the consequences of the impression
which his sale of Dalton adding machines made
on Mr. Shumaker some years ago.”

New Aircraft Radio Set

The Signal Corps of the United States Army
has developed a new radio receiver for use
with aircraft radio sets that will supersede the
receivers now in use. The new receiver is
lighter in weight, occupies much less space, is
rugged, receives continuous wave signals as
well as tone modulated and radio telephone.

Successful tests have been made.
c e —

Signal Electric Phonograph

Signal
Phonograph
Motor

Includes Turntable and Au-
Lomatic Switch, as shown
ere,

appliances.

_3_1teal salesbuildexs

An inexpensive electric phonograph that plays phonograph
records electrically with all the tome quality, realism and
beauty of the expensive electric phonograph—operation simple.
Model U-2, shown here, includes Signal Electric Phonograph
Motor, Turntable, Automatic Stop, Phono-Radio Switch, Elec-
tric Pick-up and Adaptors, Speed Control, Needle Cups—com-
plete in a cabinet especially designed for console mounting.
Can be installed in 10 minutes complete—beautiful Walnut
Cabipet. It is a power amplified pbonograph in 15 minutes.

Real sales builders that meet the demand for something new—
backed by over 30 years experience making motors and electrical

SIGNAL ELECTRIC MFG. COMPANY

Manufacturers of Electrical Phonographs, Motors end Appliances

Signal Electric Pick-up

With volume control in base—
amplifies tone from phonograph
—gives quality mnot possible
through the regular phono-
graph reproducer. Wherever
there is a radio you have a
prospect for the Signal Electric
Pick-up and Electric Phono-
graph.

See your jobber today.

MENOMINEE, MICHIGAN

e
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Attractive Sparton Radio Display Arranged by
Thibaud & Mantz Bros.,, of Marion, O., at
Local Radio Show Recently

Growing Demand for
Marathon Record Line

Gratifying response to the new sales plan
on Marathon records, recently announced to
the trade by the Nutmeg Record Corp., New
York, is reported by B. \V. Bunker, vice-presi-
dent and sales manager. The plan provides
for the retailing of Marathon records in units of
six for one dollar, and full details may be ob-
tained in a new booklet entitled “Concen-trad-
ing for Profit.”

“The Marathon is a seven-inch record, play-
ing as long and as well as a full-size record,”
said Mr. Bunker. “It is a quality product
throughout and the latest dance and vocal hits
are released monthly. Under our new plan of
retailing, the dealer can add a profitable line
without affecting his business in larger records
or tying up expensive floor space. Our dealer
helps include a striking display rack in colors,
window and showcards, window strips and
many other sales promotion features designed
to make ready sales, as well as an efficient sales
log for stock control and inventory purposes.
Dealers can now sell Marathon records six and
twelve at a time, ‘by the book,” with the as-
surance that their customers will be satisfied in
every respect.”

.Sterling Mig. Co. Pub-

lishing House Organ

A house organ planned particularly for sales-
men and sales executives in the radio field is
being published by the Sterling Mfg. Co., Cleve-
land, O. The publication will be known as
“Sterling Radio Salesman.” The magazine will
feature successful ideas and methods for in-
creasing sales, according to W. B. Nevin, sales
manager of the Sterling Mfg. Co. ‘“We are
gathering experiences of radio salesmen
throughout the country in an effort to make the
magazine of real help to everyone in the radio
business,” he said.

“Jobbers’ and dealers’ salesmen are out on
the firing line of this newest and fastest-grow-
ing industry. They are the men who are largely
responsible for making the radio industry what
it is. We hope that this magazine, which is
particularly a salesman’s paper, will help them
in their work,” Mr. Nevin said.

" The paper is being mailed gratis to anyone
who wants to be put on the “Sterling Radio
Salesman” mailing list.

Interesting Radio Talk

Mac Harlan, manager of advertising and sales
promotion of the Kellogg Switchboard & Sup-
ply Co. Chicago, addressed the Rochester Ad
Club on November 5 on “Radio Merchandising
and Advertising.” Mr. Harlan displavcd a keen
insight into his company’s merchandising prob-
lems and the methods used for their solution.
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Features Brunswick
in Striking Display

A striking window trim was used by A. F.
Byer’s Music Store, Brunswick dealers at San
Antonio, Tex., to feature Brunswick portables
and records, which were attractively displayed
amid velour crushers and flower decorations;
these blending harmoniously with the leather-

Byer’s Fine Brunswick Display
ette cases of the portables. This is part of a
campaign sponsored by this company to sell
the smaller instruments,

Stromberg-Carlson in
President’s Palace

Luiz Corcao, the Brazilian representative for
the Stromberg-Carlson Co., has recently re-
ported the sale and installation of a No. 744
Stromberg-Carlson combination instrument in
the Palacio Guanabara, the palace of the Presi-
dent of Brazil. This instrument, the finest of
the Stromberg-Carlson line, contains an all-
electric seven-tube radio receiver and an elec-
trically operated phonograph which reproduces,
by means of an electro-magnetic pick-up out-l
fit, the recorded music through the audio sys-
tem of the receiving set and using a cone
speaker as in radio reproduction. The installa-
tion included five wall type Stromberg-Carlson
speakers, which were placed in different parts
of the palace.

Chrome Plated Finish
for Empire Products

CLevELAND, O., December 10—W. J. McNamara,
president of the Empire Phono Parts Co., of
this city, manufacturer of Empire tone-arms and
reproducers, announced recently that these
products are now available in chrome plated
finish. The company has enlarged its plating
department, adding chrome, which is a non-
tarnish finish, and is similar to nickel plating.’
It is stated however that the new finish never
tarnishes, retaining its luster permanently.
Within the past few weeks, Mr. McNamara has
received substantial orders for Empire products
in chrome plated finish and, judging from all
indications, this new finish will be one of the
outstanding features of 1929 activities at the
Empire plant.

Pathe Speaker Publicity

The Pathe loud speaker made by the Pathe
Phonograph & Radio Corp.,, New York City,
teceived much favorable publicity following the
recent election when several metropolitan news-
papers ran pictures of Governor-elect Franklin
D. Roosevelt, listening to the returns via the
Pathe product.

The Elbee Radio and Electric Co.,, New York
City, was recently incorporated at Albany with
a capital stock of $5,000.

L. M. Clement With
Kolster Radio Corp.

The Kolster Radio Corp. recently announced
the engagement of Lewis M. Clement, until
recently chief engineer of F. A. D. Andrea,
Inc., to head the Kolster research laboratories
in Newark. Mr. Clement, prior to his connection
with Fada Radio, was for many years a radio
engineer for the Western Electric Co. and took
a leading part in the development of carrier
current and wired radio for Western Electric.

Mr. Clement’s appointment is part of the ex-
pansion program planned by Kolster in con-
nection with the important contracts just con-
summated with the North American Co. for
the manufacture of apparatus for North Ameri-
can's subsidiary, Wired Radio, Inc.

John W. Million, Jr., Joins
the Bremer-Tully Mfg. Co.

John W. Million, Jr., well known in radio-
engineering circles, has joined the engineering
staff of the Bremer-Tully Mfg. Co., Chicago.
Mr. Million brings to his new connection a
wide experience, having served two years as re-
search engineer with the Bell Telephone Labo-
ratories, working with vacuum tubes and radio
receiving sets of all types.

He is a graduate of the University of Michi-
gan and spent one year as assistant to Dr. A.
W. Gray of the L. D. Caulk Research Labora-
tories. Later he served for three years as
chief engineer of the King Mfg. Co., Buffalo,
N. Y. one of the group of fourteen manufac-
turers operating under the Hazeltine “Neutro-
dyne” patents. ’

Adler Receives Big Orders

The lengthening of the radio season is the
overshadowing development of the present year
in the opinion of N. P. Bloom, president of
the Adler Manufacturing Co., maker of Adler-
Royal radio cabinets. Mr. Bloom states that
gratifying commitments have been placed by
distributors for January, February and March
delivery. The stabilization of the industry and
the splendid work being done by broadcasters
are responsible, in Mr. Bloom’s opinion, for radio
being no longer regarded as a seasonal business.

Freed-Eisemann Exports

Freed-Eiscmann sales officials report an im-
mense jump in their export business. Arthur
A. Trostler, vice-president of the sales division,
reports three big shipments to Italy; also heavy
shipments to other trade centers in Continental
Europe. The outlook is steadily brightening.

Visit Crosley Radio Corp.

S. E. Bryson, sales manager, and Frederick
Schwartz, general manager of the Robert Find-
lay Mfg. Co.,, New York City, were visitors to
the Crosley Radio Corp., Cincinnati, O., last
month, They attended the Crosley “Family”
party held at the Hotel Gibson.

Will A. Watkin Holds Sale

The Will A. Watkin Co., Dallas, Tex., re-
cently held a remodeling sale during the con-
struction of a new store front on the Elm
street store. The lines featured included RCA,
Atwater Kent and Philco radio receivers and
the Brunswick line of Panatropes and com-
bination instruments.

The Galperin Music Co., Charleston, W. Va,,
handling leading makes of radio as well as
Columbia-Kolster and Victrola-Radiola lines,
reports a steady development in sales.

Stewart-Warner
Sales Co.

recommends
Arcturus Tubes

“We have sold a iarge num-
ber of Arcturus Tubes”, writes
the Stewart-Warner Sales Co.,
Cleveland, Ohio. “They are
proving very satisfactory, es-
pecially when used in sets op-
erated in localities with high
line voltages. We highly rec-
ommend them to anyone,
particularly those who have
been having trouble with

the A-C Detector Tubes

they have been using.”

Stewart-Warner Sales Co., of
Cleveland, Kaufmann of Pitts-
burgh, Walthal of New York—
leading retailers all over the
country—have discovered that
selling Arcturus Tubes is selling
tube’ satisfaction—the first step
to increased sales.

This Arcturus Detector Tube
which, as Stewart-Warner has
discovered, is immune to line
surge—is also the fastest acting
detector tube in the world. Acts
in 7 seconds against 30 to 6O sec-
onds for other tubes.

Recommend Arcturus Tubes
for every socket—for quick action,
undistorted volume, better all
around reception. Arcturus
Tubes assure satisfaction—boost
tube sales.

Watch for the Arcturus Deal-
er’s "increased sales” plan. Valu-
able —original — profitable. In-
vestigate the dealer’s proposition
—write, right now. ARCTURUS
RADIO COMPANY, 220 Elizabeth
Avenue, Newark, N. J.

ARCTURUS

A-C LonG LIFE TUBES




58

Peirce-Phelps Hosts
to Majestic Dealers

Philadelphia Distributing Firm to Spend
$100,000 for Sales Promotion—Luncheon
Meeting Was Well Attended

PuiLapeELPHIA, PA., December 3.—An expendi-
ture of $100,000 during the year for sales pro-
motion was announced by J. Trevor Peirce, of
Peirce-Phelps, Inc., Majestic distributors at a

The Talking Machine World, New York, December, 1928

Mr. Peirce read a congratulatory letter from B.
J. Grigsby, president of the Grigsby-Grunow
Co., and another from Herbert E. Young, gen-
eral sales manager.

On November 13 a similar dinner was ten-
dered dealers in the Harrisburg territory by
the Harrisburg branch. Earl O’Brien, manager
of the Harrisburg Peirce-Phelps headquarters,
presided and introduced the speakers. Nearly
100 dealers attended. E. D. Cameron, of the
Cameron Piano Co., Allentown, Pa., spoke on
“How Radio Has Developed Into a Sales
Leader for the Music Dealer,” and L. M.

business luncheon recently tendered by Peirce-
Phelps to about 200 dealers at the Elks Club.
Mr. Peirce presided as toastmaster, and among
those at the speakers’ table was James Phelps
and James Peirce, of the firm; P. C. Richardson,
the new sales promotion manager; Milton Bar-
rett, sales representative for the Grigsby-Gru-
now Co., Chicago, Tll.; Earl O’'Brien, Harris-
burg branch manager, and D. O. Manseau,
who is the Wilkes-Barre branch manager for
Peirce-Phelps.

Mr. Peirce in his address pointed out that
this appropriation was being placed behind Mr.
Richardson in his sales promotion work to lay
the foundation for good business for Peirce-
Phelps, Inc., and the dealers for years to come
At the present time all merchandise is being
sold as fast as it is received, but Peirce-Phelps,
Inc., realize the need for a co-ordinated plan of
merchandising between the distributor and
dealer which will serve as a basis foundation
for the future.

The featured speaker was Paul A. Scott,
divisional manager of the Maytag Washing Ma-
chine Co. During the course of the luncheon

Dealers at Dinner Sponsored by Peirce-Phelps, Majestic Distributors

3

-

Cronson, of C. J. Heppe & Sons, spoke on “In-
creasing Sales by Instalment Selling.”

About 120 dealers in the Wilke-Barre area
attended a similar dinner tendered by the
Wilkes-Barre branch on November 14. D. O.
Manseau, manager, presided at the dinner and
introduced the speakers.

Expanding Sales Force

In an cffort to secure more concentrated work
among their dealers after the first of the year,
the Roycraft Co. of Minneapolis is enlarging
its sales force. The first appointments are R.
A. Roberts, who will devote his entire time to
sales promotion in the field, working direct with
the dealer, and M. F. Hegerle, who has been
put in charge of the sales promotion depart-
ment at the home office. Additional salesmen
will be added by January 1.

The Claude P. Street Piano Co., Nashville,
Tenn., has taken on the Majestic line, distrib-
uted by the J. E. Dilworth Co., in that city.

P
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3922 Fourteenth Avenue

——| WALL-KANES
3
| (The original 10-record needles)
Are now packed in Attractive
I = Lacquered Revolving Stands
i1y THE DISPLAY ATTRACTS
=N THE QUALITY SELLS
PR = » Each stand holds 50 packages Extra Loud,
BN = 25 Loud and 25 Medium
: sui:m ) ' ::' Usual nominal charge of 10 cents for the stand.
‘;::D N =N Be the first in your territory to feature this stand.
| YOUR COST §6.10
o YOUR RETURN $15.00
==

1509% PROFIT

WALL-KANE

Needle Manufacturing Co.

INCORPORATED

Brooklyn, N. Y.

ALSO JAZZ, CONCERT, PETMECKY, BEST TONE AND HUMAN VOICE NEEDLES
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Urges Spare Tubes
for the Radio Set

CeCo Mifg. Co. Suggests a Plan That
Should Aid Retail Merchants in Build-
ing a Large Volume of Tube Sales

The CeCo Mfg. Co., Inc., of Providence, R. 1.
manufacturer of CeCo tubes, makes the follow-
ing suggestion on building sales of tubes:

It is just as important to have spare tubes
for your radio set as it is to have spare tires
for your automobile. The people of to-day want
to get there and back, and do not want any in-
terruption of their pleasure or entertainment.

Radio tubes of the better class have reached
a high state of perfection, but the fact remains
that as long as they do most of the work in
2 radio set they require replacement occa-
sionally. There is also the possibility of dam-
age to the tube through accident, such as drop-
ping or receiving a sudden jar. Set owners
should get one spare tube for every different
tvpe in their set as the best insurance against
possible annoyance. Remember that a radio
tube wears out only through use, and a spare
tube will always be as good as a new one for
an indefinite period. In purchasing a new set it
is always well to have the dealer supply the
spare tubes necessary. In case the set owner
already has his equipment the dealer will be
able to tell him what types of tubes to provide
for. There are twenty-five different types of
CeCo tubes available at authorized CeCo dealers
and there is one for every purpose.

Ayer & Son Ad Tells
of Victor Business

Some interesting facts regarding sales of the
Victor Talking Machine Co. constituted the ad-
vertisement of N. W, Ayer & Son, advertising
agents, on the front cover of the November 15
issue of Printers’ Ink. A chart showing the
trend of Victor sales from 1922 to 1927 was
shown, the line making an almost perfect “V.”
The text matter then followed under the cap-
tion “The ‘V' of Victory” reading: “The talk-
ing machine industry is back. And by ‘back’
we don’t mean in arrears.” Look at the chart
above. In 1922 Victor sales were $41,577,067.23.
Next year they tapered off to $36,951,879.29, and
in 1925 they hit bottom at $20,857,955.76.

“In 1925 the Victor Talking Machine Co.
joined hands with N. W. Ayer & Son. The
Orthophonic Victrola was introduced and in
1926 the sales curve shot up to $47,754,221. Busi-
ness for 1927 was just over forty-seven mil-
lion dollars. Sales for the first half of 1928
cxceed the corresponding period of 1927 by
fifty per cent.

“When an outstanding product is given out-
standing advertising, the result is outstanding
success.”

Hear Speech Via Kellogg

Henry J. Rowerdink, Rochester, N. Y., Kel-
logg distributor, arranged during the recent
presidential campaign for a broadcast of one
of Governor Alfred E. Smith’s speeches. The
speech was picked up by a Kellogg radio re-
ceiver and transmitted to the Vitaphone of the
Rochester Theatre through a microphone in-
stalled in the theatre manager’s office.

New Portable Motor

The phonograph division of the United Air
Cleaner Co., Chicago, will introduce to the trade
a new portable phonograph motor in January,
according to F. F. Paul, general sales manager.
Details of the construction of this new United
Motor will appear in the January issue of The
Talking Machine World.
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arrand Announces

an extraordinary advancement—the Farrand
INDUCTOR Dynamic Speaker—which com-
pletely revolutionizes Dynamic Speaker sales,
usage and performance—making Dynamic
operation available for every type of radio
| receiver, at PRICES hitherto unknown.

In the INDUCTOR Dynamic, Farrand has attained the goal striven for
by all speaker manufacturers —a speaker entirely dynamic in operation
in which all of the following heavy and costly parts are eliminated:

No FIELD CoiL—No IRON CoiL HOUSING
No POWER TRANSFORMER—/No DRY RECTIFIER
No CONDENSER

Farrand
INDUCTOR

| Dynamic Speaker

FARRAND MANUFACTURING COMPANY., INC., LONG ISLAND CITY, N. Y.

| T T
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Credits AC Set With
Radio Prosperity

Record Production of the Radio Indusir_y
Is Due to the Success of the Electric
Set, Says Arthur Freed

The great success of the electric set has re-
sulted in the record breaking production of the
radio industry, which is indicated by the pros-

perity of the wholesale and retail divisions of
the industry, according to Arthur Freed, vice-
president and secretary of the Freed-Eisemann
Radio Corp.

“Demand has been accentuated,” he said “by
the radio emphasis given to the presidential
election and other news events which found
their release via radio, but even without these
this radio season would have been greatly suc-
cessful. The electric set has done it.

“Radio now has reached the position that the
motor-car reached when it was developed to
the point where a driver needed no technical
knowledge or adaptability in order to use it
enjoyably.

“By eliminating the need for batteries, by
making unnecessary an understanding of even
the simplest wiring; by making it possible

The Talking Machine World, New York, December, 1928

merely to plug in—that is what has brought
radio to a sensationally successful year. This
yvear’s success is comparable in enthusiasm to
the early years when novelty furnished the
mainspring to the demand. Production facili-
ties are immeasurably greater and precision
manufacture and convenience have replaced
novelty as mainspring to demand.”

Develops Burtex for
Loud Speaker Material

The Stevens Manufacturing Corp.,, New York
City, has for years been engaged in developing
“Burtex,” a material which is said to be vastly
superior to paper in the manufacture of cone
speakers. Burtex is a thin fabric from which

- the cones are formed in a single piece under

liigh pressure and then impregnated with a
waterproof compound which possesses valuable
acoustic properties. A second variety of this
material, adaptable to light, non-resonant ex-
ponential horns, is also available. This is com-
posed of many layers of fabric impregnated
with a compound which is also waterproof but
non-resonant. The scientific laboratories which
have been studying this material for standardi-
zation have succeeded in widening its applica-

tions and establishing standard specifications
for different types of speakers.
The Stevens Manufacturing Corp. has re-

tained the services of acoustic experts and lab-
oratory facilities which are available for such
co-operation as loudspeaker manufacturers may
need to enable them to obtain the best results
from their products utilizing Burtex material.

Does Big Majestic Business

Leonard Welling, of the well-known whole-
sale firm, the K. W. Radio Co., New York,
Majestic distributor, points with pride to the
achievement of C. A. Trueblood, Majestic deal-
er in Bellmore, L. I.. N. Y, a town of only
2,500 population. During the past six months
Mr. Trueblood has sold 132 sets in this small
town, and this record is made more impressive
by the fact that Bellmore is located under the
shadows of the WEAF broadcasting station,
one of the most powerful stations in America.

Paul A. Dana, a member of the board of the
newly formed Radio Corp. of Brazil, who was
one of the survivors of the ill-fated “Vestris,”
left to take up his new duties in Rio de Janeiro
on Saturday, November 17.

Ray Thomas, Inc.,Now
OccupiesNewQuarters

Southern California Atwater Kent Dis-
tributor Moves to New Building—Huge
Woarehouse Is Feature of New Home

Los ANGeLEs, CAL, December 4—The new home
of Ray Thomas, Inc.; Atwater Kent distributor,
is now occupied by the organization, although
the formal opening will not be held until the
return of Mr. Thomas, who is on a pleasure trip
to South America. The beautiful two-story
structure is of Spanish design and designed spe-
cially for the adequate handling of radio equip-
ment. It is located at 1224 South Hope street.

In addition to the beautifully appointed
offices, sales and demonstration rooms, one of
the outstanding features of the Thomas build-
ing is the huge warehouse and trucking depart-

e s T
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Ray Thomas, Inc.,, Warehouse
ment.  The arehouse has a capacity of
approximately 20,000 radio receivers. \When
this was first used the capacity was taxed and
in a very short period it has been half emptied.
In anticipation of the holiday rush General
Manager Smith has made a trip to the Atwater
Kent Mfg. Co. plant at Philadelphia to arrange
for special shipments.

Book for Radio Fans

F. A. D. Andrea, Inc.,, maker of Fada Radio.
recently issued a book prepared for radio fans
explaining in non-technical language the whys
and wherefores of antenna and ground connec-
tions and giving details as to the different kinds
of antenna available and in use.

Announcement was recently made by Fred
D. Williams, vice-president of the Raytheon
Mfe. Co., of Cambridge, Mass, that the new
Raytheon filament-type tubes are being packed
in standard packages of 12, 24 and 48 tubes.

No. 51. Consolette. Genuine burl wal-
nut finish. Two spring motor plays six
selections with one winding. Latest type
tone arm and reproducer. Large amplify-
ing chamber assures great volume and

fidelity of tone.

PRESENTS THREE
NEW MODELS

Write for Descriptive Bulletin Covering
Qur Complete Line of Radio Cabinets and
Phlonographs.

No. 50. Combination Radio Phonograph.
Beautiful
Phonograph equipped with electric pick-up
and Peerless speaker.
ing 7”x18".
supply and records.
electric or spring motor.

Genuine burl walnut cabinet.
Radio panel open.
Ample space for radio power

Furnished with either

Excel Phonograph Manufacturing Co.
402-414 West Erie St., Chicago, Illinois

No. 95. Equip-
ment same as No.
50 Beautiful
genuine burl wal-
nut finish. Sup-
plied only with
electric motor.
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Why Raytheon Tubes
are “Healthy” Tubes

4-Pillar
Construction

f

\/‘\.’/

Cross-Anchored
Top « Bottom

The inner structure of Raytheon The elements—filament, grid and
tubes, pictured above, gives the plate—are permanently held in
reason for their sturdy health and their correct relative positions
long life, and their freedom from by a unique 4-pillar construction
microphonic noises. cross-anchored top and bottom.

This exclusively Raytheon improvement gwes eight points
of support instead of the usual two

RAYTHEON MANUFACTURING CO., Cambridge, Mass.

~ o
3 Raytheon %
“%. LONG LIFE RADIO TUBES &
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Pittsburgh Retail Merchants Ex-
pect Extensive Holiday Volume

Victor Program Over Local Station Attracting Much Favorable Attention—Standard
T. M. Co. Celebrates Silver Anniversary—Important Meetings

Pir1sBURGH, PA., December 8—One of the out-
standing broadcasting programs from station
KDKA here is that of the Blue Monday Cheer
Program of the Victor Talking Machine Co,
which is given every Monday morning. This is
an innovation which was launched through the
cnterprise and thoughtfulness of Wallace Rus-
sell, general manager of the Standard Talking
Machine Co., Victor distributor. Mr. Russell
stated that hundreds of letters from various
sections of the country are being received daily.

On Friday afternoon the new Victor record
releases for the week are broadcast. This fea-
ture is one that results in drawing the attention
of machine owners to the new records and is a
brisk drawing card for sales.

The Standard Talking Machine Co. Victor
distributor, celebrated the silver anniversary of
the company last month. An interesting leaflet
containing photographs of the officers, sales
staff and entire staff of the company together
with interior and exterior views of the officers
was sent to the trade during the observance of
the culmination of twenty-five years of service
and progress in the trade.

Radio will be used in the George Ross public
school at Lancaster as an aid in teaching music,
home economics, and health subjects. Adop-
tion of a modern receiving set as a permanent
part of the school equipment was decided on
following the successful concert held recently
to raise funds for financing the plan.

Majestic radio dealers of central Pennsylvania
were entertained at a dinner at the Penn Harris
Hotel, Harrisburg, by the Pierce-Phelps Co,,
wholesale distributor of Philadelphia. More
than one hundred dealers were present.

Pittsburgh talking machine dealers are anti-
cipating a marked increase in sales for holiday
delivery of talking machines such as the new
Orthoplionic Victrola, the Brunswick Pana-
trope, the new Edison, the Columbia and the
new models of the Sonora. A feature of the
demand by prospects, it is stated, is the uni-
form inquiry that is made for high-grade in-
struments and combinations.

Some 50 saleswomen from this city engaged

TONE ARMS

% By the Manufacturers %
of the world-famous
Thorens Motor
e e |

line of

Q/{COMPLETE
tone arms made by

HerMaANN THORENS, Ste.
Croix, Switzerland, in-
cluding the popular
straight and “S” shapes;
acoustically correct in de-
sign. The workmanship
is of the highest quality
with prices exceptionally
low.

A wide variety of sound
boxes, spring motors, elec-
tric motors, and other
accessories is also avail-
able. Write for complete
details.

‘*J ‘

w
HERMANN THORENS

Ste. Croix, Switzerland
American Branch House:

THORENS, Inc,
450 Fourth Ave, New York City
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in the sale of Victor records were guests of
the Standard Talking Machine Co. and the W.
E. Frederick Piano Co., at a dinner meeting in
the auditorium of the Congress of Women's
Clubs of western Pennsylvania. The meeting
was opened by George W. Rewbridge of the
Irederick Co., who welcomed the guests, and
he then introduced Wallace Russell, of the
Standard Co., who outlined the purpose of the
assembly. Miss Davies, of the Victor Talking
Machine Co.’s record department was the
speaker of the evening.

H. L. Tangert, formerly Victor representative
in the Pittsburgh district, has resigned to
assume a position with the W. F. Frederick
Piano Co., in the wholesale Victor department.
He was succeeded as Victor representative by
J. L. Robinson.

The Superior Auto Accessories Co., whole-
sale distributor of Freshman Radio, reports an
mmcreased demand for the new AC models. The
Royal Credit Clothing Co., at 917 Liberty
avenue, Banner Electric Co., 5831 Forbes street,
and the West Penn Radio Co., with stores at
309 North F Craig street; 311 South Main street,
Pittsburgh, and 34 East Main street, Carnegie,
are new local Freshman radio dealers.

A. A. Buehn, of the Esenbe Co., Atwater Kent
radio distributor, stated that sales of this line
are exceptionally brisk and he anticipates a
new sales record to be made for December.

$125,000,000 Atwater
Kent Sales Predicted

“Better Than $125,000,000 Sales for A-K
Dealers” is the caption of a message to Atwater
Kent dealers contained in a recent bulletin
issued by the Atwater Kent Mfg. Co. The
message reads: ‘“Based on present demand and
production it is not unreasonable to believe
that during the next twelve months Atwater
Kent dealers will do a gross business in ex-
cess of $125,000,000 on Atwater Kent sets and
accessories. How much of this vast sum will
be yours? Outside sellihg will add to your
volume and profits. A consistent telephone
campaign will secure scores of live prospects
for you. Your service department can secure
many valuable leads. The 2,000,000th Atwater
Kent radio set was produced October 24, 1928.
With your co-operation the 3,000,000th set
should be sold before October 24, 1929. How
many for you?”

Davega Adds Kolster

Ellery W. Stone, president of the Kolster
Radio Corp., has announced the closing of an
agreement with the fourteen Davega Stores,
Inc., as a recent and important addition to the
retail outlets of Kolster merchandise in the
New York Metropolitan area.

Livingston & Milhauser, Queens borough,
New York City, were recently incorporated at
Albany with a capital stock of $1,000 to deal in
musical instruments and radio accessories.

M'f'g. Radio & Phonograph |/
HARDWARE

PERFECT
Portable Needle Cup

Open Stays Open
Closed Keeps Closed
Star Mach. & Nov. Co.
Bloomfield, N. J.

GRAPHITE PHONO

l L S L E Y ’ S SPRING LUBRICANT

llsley’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 uY in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to
retail at 25 cents each under the trade name of

NOISELESS TALKING
‘W—RE..:_I(_/‘ MACHINE LUBRICANT

Write for special proposition to jobbers
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

Patent Authority Now
on Raytheon Co. Staff

Realizing the importance of patents as a
foundation for permanent radio enterprise, the
Raytheon Mfg. Co., of Cambridge, Mass., has
established a patent and legal department under
the supervision of LeRoy Williams. Mr. Williams
has been associated with the Cadillac Motor
Co.,, and with the Westinghouse Electric &
Mfg. Co., in the capacity of patent counsel.
He is a recognized authority on radio patents
and litigation, having specialized in the radio
patent art during the past few years. Mr.
Williams has been elected secretary of the Ray-
theon organization and also was made a mem-
ber of the Board of Directors of the company.

Closes Important Deal

Contracts have been closed by which Silver-
Marshall, Inc., Chicago, manufacturers of pow-
er amplifiers, will supply all equipment of this
character for the Orchestraphone and Photo-
tone interests. Negotiations are said to be
pending between Silver-Marshall and various
other manufacturers of double turntable theat-
rical phonographs for similar equipment.

Now Quam Radio Prod. Co.

The Quam Radio Products Co. is the new
name for the firm formerly known as the Quam
Radio Corp., Chicago. The company was re-
cently reorganized so that it might be enabled
to increase the scope of its activities, and its
range of manufacture. The Quam Radio Prod-
ucts Co. manufactures the Quam line of radio
loud speakers and units which are enjoying in-
creasing popularity with the trade.

Insuline Issues Catalog

A new catalog of radio and television prod-
ucts has been issued by the Insuline Corp. of
America, New York. The complete line of In-
suline apparatus is fully illustrated and de-
scribed in this catalog, which is available to
all manufacturers and dealers.

New Tube Construction

In order to insure proper positioning of tube
elements the Raytheon Research Laboratories
have developed the four-post construction, with
mica spacer at the top, which is claimed to
provide maximum rigidity.

Adds Edison Line

The Iversen Phonograph Co., Richmond, Cal.,
has added the Edison line of radio receivers.
Mr. Iversen, pioneer music and radio dealer,
has carried the Edison phonograph line for
many years, and is enthusiastic over the new
products which, he declares, are meeting with
consumer approval in his community.

In Bankruptcy

Ernest E. Kidney, Middletown, N. Y., dealer
in radio and automobile accessories, recently
filed a petition in bankruptcy, listing liabilities
of $13,194 and assets of $1,351.
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The Jensen
Model 7 Cabinet

This beautifully designed cab-
inet harmoniously fits into
artistically furnished music and
drawing rooms.

Jensen Dynamic Speakers are
made in types to operate with
110 volt A.C. house current,
6 volt storage battery,““A” elim-
inator or trickle charger, 110
colt D.C. house current and 90
to 180 volt D.C. current as pro-
vided by many of the late model
radio sets. Sensitivity of the in-
strumentsisthesameinanycase.

At the end of this vear
of Jensen achievement

lAS 1928 draws to a close, the Jensen Radio Manufacturing
Company extend heartiest season’s greetings to all who
have taken part in placing Jensen in its respected position
throughout the radio industry. 1928 has been a year of out-
standing achievement. Jensen has gained acceptance as
the leader in the field of dynamic speakers. No small part

of this widespread approval can be traced to the great

enthusiasm of the trade. Jensen- thanks the trade and
assures them that for 1929 Jensen will continue to keep

far in advance of the industry.

JENSEN RADIO MANUFACTURING COMPANY

338 North Kedzie Avenue, Chicago, I1l. 212 Ninth Street, Oakland, Cal.

ensen

0}/ AM[WHK[.R Licensed undor Lektophone and Mesnscos pavents
Licensed under Lekiophone and Magnavox Palents
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Goldberg Bros., Richmond,
Named Freshman Distributor

Will Cover Virginia and North Carolina—B. H. Hoffman Is Sales Manager of New
Department—Reports Big Demand for Edison Radios and Combinations

Ricumonp, Va., December 6.—Goldberg Bros.
Co. has taken on the Freshman radio line, be-
coming distributor for it in Virginia and North
Carolina. Heretofore this company has re-
stricted itself to the distribution of phonographs
which it will continue to handle. It manufac-
tures and distributes the Lyric line, and is ex-
clusive distributor in Southern territory for
Artone portable phonographs. It announces
the appointment of B. H. Hoffman as sales man-
ager for its radio department.

Harry J. Segal, who operates a music store
in the vicinity of Seventeenth and Franklin
streets, has opened a branch store at Second
and Jackson streets which is handling the
Lyric line of phonographs and Pathe records.
This store is in charge of Irving Gary.

P. J. Costello, manager of the Richmond
branch office of the Edison Distributing Corp.,
distributor of the Edison line of phonographs,
says that the combination machines which the
company recently put on the market are going
strong and that he is finding it difficult to meet
the demand for them. The new individual radio
sets are also popular with the trade, particu-
larly in the Virginia territory. He recently

staged a display of the line in a ballroom of
the Washington-Duke Hotel at Durham, N. C.
Following are some of the new dealers added
to his list: Young Motor Co., Smithfield, N. C.;
McLean Furniture Co., McLean, N. C.; Gibson
Co., Washington, D. C., and the Goldenberg de-
partment store, Washington, D. C.

James K. Polk, Inc., has a new instrument
on the market called the Panola. It comes in
four models retailing from $95 to $175. A fifth
model, retailing at a higher price than the
others, 1s soon to be announced, according to
Charles J. Rey, manager of the Richmond
branch office of the company. The company
also announces a new line of portables in four
models, Plaboy, ParlorGrand, Concert and
Polk President.

The Graves Co., of Danville, which recently
opened a branch store here at 23 West Broad
street, is featuring the new Orchestrope.

Manly B. Ramos, associated for some years
with the Lee Piano Co., of Lynchburg, has
come back home to assist his mother and two
brothers, Burgess and Joe, run the music store
here which was run for many years by his
father, the late Manly B. Ramos.

Toledo Dealers Report Excellent
Outlook for Holiday Business

Radio Sales for November Far Ahead of Last Year—Lion Store Music Rooms Con-
centrate on Victor Combinations—Columbia-Kolster Combinations Sell Well

Torepo, O., December 7—Radio sales for the
past month here were much larger than a year
ago and the outlook for a big Christinas de-
mand is very promising.

The Lion Store Music Rooms, according to
Wilber Markwood, assistant manager, are con-
centrating on 7-11 and 7-26 Victor combina-
tions. Qutside men are featuring the instru-
ments as Christmas specials. Letters, telephone
calls and personal visits are all a part of the
regular prospect solicitations.

In the Radio Shoppe volume is far above the
1927 volume for the three quarters of the year.
The average value of a set sale this year is

Perfected Electric Operation
For Alternating or Direct Current
Chassis and Cabinet Models

8-Tubes—Self-Contained
Power Supply

Write for prices and discounts
or send for a sample for test

PIERCE-AIRO, Inec.

123 Fourth Avenue New York City

about $130, whereas last year it was $150. The
electric set 1s dominating the field.

Flightner Music Co., dealer in Columbia, Kol-
ster, Majestic and Steinite instruments, accord-
ing to Frank Flightner, proprietor, is closing a
much larger volume of radio and combination
business than a year ago. The prospects for an
excellent Christmas total never were brighter,
he added. 1In order to care for the large num-
ber of trade-ins a nearby store has been secured
where used sets are displayed.

In the Polish section of the city two Colum-
bia retailers are setting sales records with the
new Columbia-Kolster combinations. The Atlas
Book & Music Store, on Lagrange street, and
H. Moccek, on Junction avenue, are the con-
cerns. Each merchant is employing the rather
unusual plan of renting the instruments for
weddings, celebrations and events of which the
Polish people have many. Often this rental
amounts to considerable, for weddings usually
last two or three days. Therefore, instead of
paying the rental the bride and groom will pur-
chase the instrument and apply the rental as a
down payment. The plan has sold many ma-
chines, for Polish weddings are numerous, and
music plays a leading part in the feast.

The Sparton Radio Service Schools for deal-
ers conducted by the Toledo Radio Co., at con-
venient points in their territory, were well
attended, Chas. H. Womeldorff, president of the
company, stated. The school opened at De-
fiance, O., where the meetings were held in
the rooms of the Edison Co. Six service men
attended. At Delphos, O., the sessions were
conducted in the rooms of the F. Lehman
Music Store and fourteen men were present. At
Upper Sandusky, O., the meetings were attended
by thirteen retailers and were held in the hotel.
Twenty-four dealers and service men were pres-
ent at the Toledo sessions, which were held in
the board room of the Toledo Radio Co. All
of the meetings were addressed by Kenneth

Lee, service manager of the Sparks-Withington
Co., maker of Sparton sets, who spoke on
servicing sets, and by Everett Troup, district
service man on the Equasonne circuit, its pos-
sibilities and advantages.

At the J. W. Greene Co. radio sales con-
tinue to outstrip all previous records, according
to W. W. Baillie, manager. The shortage of a
number of makes has made it necessary for
the house to purchase other lines in order to
care for the growing demand for electric sets.
The new Victor combination, automatic, 9-54
s attracting much attention. Brunswick com-
binations and radios, also the Sparton line, are
displayed in an attractive holiday window in
which the instruments are featured as Christ-
mas gifts par excellence.

Geo. S. Minter, manager of the B. S. Porter
Sons Co., Findlay, O., general music house, died
recently. He was associated with the Porter
Co. for more than twenty years.

The United Music Store, Victor, Columbia,
Brunswick and Sparton retailer, is employing
the testimonial form of selling in windows.
That is, according to Harry L. Wasserman,
proprietor, machines are shown and along with
them cards state that Mr. Soandso chose this
instrument for his home. With a Sparton radio
set this card ran, ‘this Sparton combina-
tion is used personally by Maurice J. Francill,
the radio wizard.” The plan is producing many
inquiries and selling instruments.

The Whitney-Blaine-Wildermuth Co. is en-
joying a large radio trade. The Lyric and
Mohawk radio have been added here. A con-
siderable assortment of Victor foreign records
is carried here, these include Chinese, Yiddish,
Polish, Hungarian and German. Miss Betty
Caperon stated “Sonny Boy” is leading the
popular discs.

The Ulmer-Shell Radio Shop, New Washing- .
ton, O. Sparton and Majestic dealer, has
experienced a large Fall radio trade and is
looking forward to a holiday demand that will
outstep any previous season.

Jobbers’ Costs Analysis

An analysis of wholesalers’ operating costs,
recently conducted by the National Carbon Co,,
Inc., New York, through the co-operation of
representative wholesalers in the electrical
hardware, automotive and drug fields, has been
printed in pamphlet form for the benefit of the
jobbing trade. This report covers the question
of operating costs in exhaustive fashion.

Leases Newark Showrooms

—_——

McPhilbin-Keator, Inc.,, Kolster distributor,
has leased the showroom at 252 Central avenue,
Newark, N. J., to be used as a distributing
center and showroom for Kolster radio.

The Jamaica Music Store, Jamaica, L. I, N.
Y., was recently incorporated at Albany with a
capital stock of $10,000.

Cesco Repeater

For Repeating Phonograph Records

A POPULAR CHRISTMAS NOVELTY.
RETAIL PRICE §1.

We would like to connect with a responsible dis-
tributor of phonograph accessories to market this
device. Will give exclusive sale or will sell pat-
ents, tobls, etc., to someone in the industry.

RAPID REPEATER COMPANY
260 Van Alst Ave. Long Island City
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Fada’s greatest and latest
contribution to the industry

FADA T2

Radio—Phonograph Combination

N OW ' Fada presents an all elec- : -
e tric radio and phonograph B!
combination . . . in tonal beauty and perfor- ks

mance, without an equal.

.

Among the outslanding advantages and

characteristics of this modern marvel are:

Simplicity of installation and operation.

Extreme sensitivity to signals from distant i
broadcasting stations.

Exceptional selectivity, without impaired
tone quality.

Dependability and freedom from operat.-

ing troubles.

Tone quality of timbre, whether the vol-
unie is of a delightful delicacy or suffi- I'

cient to fill an auditorium.

The cabinetof the Fada“72” reveals a command over
artistic and technical resonrces unsurpassed in the
able for any direction —no antenna necessary. records of woodwork. Embellished with 14 Karat
gold plated metal trimmings and beauntiful hand
carved effects, dignified and classic in execution. it
will harmonize with the furnishings of any home,

Loop concealed in swinging front door adjust-

Fada dealers will find that Fada’s entrance

into the combination field assures the continu-

Specifications:
ation of the outstanding position they have Hand ecarved, burl walnut, hinged top.
. . Height 45", Width 20", Length 35", Weight 230 lbs.
always held in the radio world. Radio: Illuminated single dial; completely sbielded: uses

nine vacuum tubes. six of the 227 indirect heater type,
two 210 power amplifiers (push pull) and one 281 rectifier.

Phonograph: An especially designed noiseless electrie
phonograph turn table driven by an induction type mo-
tor; antomatic stop; electro-magnetic pick-up of im-
proved design; makes use of the radio receiver's pusb pull
amplifier wliich employs the powerful 210 type tubes.

Speaker: Super-dynamic moving coil tvpe speaker with

For information regarding a Fada

franchise—awrite or wire.

F. A.D. ANDREA’ INC. extra large cone: improved design, no adjustments.
, Record Albums: Four artistically hand tooled phonograph
LONG ISLAND CITY ° NEW YORK record albums add to the exquisiteness of the cabinet. g
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Coin-Operated Victrolas Open
New Sales Market for Dealers

Two New Models of Coin-Operated Instruments Placed on Market—Broadside Sent to
Victor Dealers Gives Sales Suggestions and Outlines Big Market for Products

A new field for instrument sales has been
opened for dealers by the marketing of two
completely equipped coin-operated models of

New Victor Coin-Operated Orthophonic

Victrolas by the Victor Talking Machine Co.
They are No. 11-25 Orthophonic Victrola, listed
at $550, and No. 11-50 Electrola, listed at $950.
Shipments on both these instruments are being
made to the trade this month.

A broadside recently sent to Victor dealers
describes both models, and lists some of the
selling arguments which will enable dealers to
make the coin-operated instruments a profitable
line. Among the features possessed by each
model are: beautiful and practical cabinets with
durable finishes that will not show finger
marks; low list price with the instrument pay-
ing for itself in a short time; lighted playing

compartment covered by a glass panel; single
lock secures control panel, playing compart-
ment and record compartment; wall boxes to
receive coins; concealed switch enabling
proprietor to play records without in-
serting coins, and a new automatic
mechanism which plays ten- and twelve-
inch records without adjustments.

A number of practical suggestions for
selling the new instruments are con-
tained in the broadside which says in
part: “In this field you can, in fact, must,
choose your prospects with a great deal
of care. There are dozens, or perhaps
even hundreds, of possible buyers with-
in your easy reach.

“You can quickly determine who they
are and which of them really needs one
of these marvelous instruments in his
business. Study each prospect’s prob-
lems before approaching him. Then ap-
proach your man with conscious assur-
ance and determination that you will
make him your customer. Picking your
prospects is half the battle in this field.
If you choose wisely your effort will be
rewarded by sales.

“In presenting the coin-operated Vic-
trola to your prospects remember that
you are selling a profit-producing serv-
ice. Get the buyer enthused over the
income he will collect from the in-
strument. Enthuse him over the increased
patronage the instrument will attract. Clinch
the sale with the thought that a coin-operated
Victrola will pay for itself in a short time,
and after that it will continue to earn sub-
stantial profits for him. It is the income and
profit ideas that sell coin-operated instruments
as well as the entertainment value to patrons.”

The broadside then states that wall boxes to
be placed near tables and other advantageous
locations can be obtained from distributors, and
these make it easier for patrons to deposit
coins. It further urges dealers to give demon-
strations of short duration to likely prospects.

59 Market Avenue, N. W.

A Wonderful Line of
Speaker Tables for $15.00

Our Six models cover the entire field for
table model sets.
Well made and excellently finished in
either Walnut or Mahogany.

No. 12—Dimension.......ce0ene. 307 Wide 14” Deep $15.00
N.' 1‘_ 4“" 24” “" lS'I [ “"
No. 15—Kolster-6] .............. 27 ¢ 147« “
No. 16—Dynamic ....covovveneens 267 ¢ 147 ¢ -

No. 17—Radlola (18 & 60)«....... 3128 N FA e¢
No. 21—Dynamic

APPROXIMATE SHIPPING WEIGHT 40 LBS.

SEND FOR CATALOG

H. L. HUBBELL

All are attractive—

................ kYA L 18.00

CRATED SINGLY

Grand Rapids, Michigan

Among the outlets for the new instruments
listed in the broadside are: luncheonettes, res-
taurants, confectionery stores, cafes, dance halls,
clubs, small hotels, pool rooms, wayside stands,
barber shops, drug stores, news and cigar
stands, community houses, Summer parks, shoe-
shine parlors, waiting rooms, beauty parlors,
pleasure boats, roadhouses and auto camps.

The Victor Co., in order to lend every pos-
sible assistance to dealers, is advertising in the
following trade journals: American Restaurant,
Restaurant Management, Cafeteria Manage-
ment, Association Men, Automatic Age, Bill-
board, Fountain and Candy Topics, Soda
Fountain, Drug Topics and Roadside Refresh-
ment Topics.

Attractive Display
for Kellogg Dealers

One of Series of Monthly Displays Has
Unusual Color Background—Was De-
signed by O. N. Mecum of Ad. Staff

The Kellogg November window display, a
striking addition to the stores of hundreds of
Kellogg dealers throughout the country, is fur-
nished as one of the series offered in the special
monthly window display service which is a

Kellogg November Window
feature of the advertising program for the deal-
ers of the Kellogg Switchboard & Supply Co.

The background is executed in royal purple,
purple, heliotrope, and amber, with this color

scheme in the window cards as well. The dis-
play was designed by O. N. Mecum, of the
advertising staff of the Kellogg Co., which spe-
cializes in this type of work for Kellogg dealers.
The cards for this display are offered free of
charge to all Kellogg franchised dealers who
take advantage of the service.

H. S. Brown Elected
R-K-O President

Hiram S. Brown was elected president of the
Radio-Keith-Orpheum Corp. at a recent meet-
ing of the board of directors of the company.
At the same time the United States Leather
Co. announced that Mr. Brown had resigned
his position as president of that company to
take effect January 1, 1929, but that he would
remain as a director and member of the execu-
tive committee of the company over which he
has presided since August, 1924,

David Sarnoff, chairman of the board of the
R-K-O Corp. and vice-president and general
manager of the Radio Corp. of America, in an-
nouncing the election of Mr. Brown said: “The
selection of Mr. Brown is the consummation
of a step that has been under consideration for
the past three weeks. It is the selection of an
unusual man for a post requiring exceptional
constructive and administrative ability.”

Incorporation

McCombers, Syracuse, N. Y., was recently in-
corporated at Albany to deal in musical instru-
ments and radio accessories with a capital
stock of $10,000.
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New England Dealers Add the
Brunswick and Columbia Lines

Record Business Continues in Satisfactory Fashion—Brunswick Combinations in Big
Demand—Columbia Artists’ Appearances Aid Sales—Schubert Centennial Observed

Boston, Mass., December 4—The holiday rush
of business is nearing its height, and while a
few concerns report a slackening of business
there are others that found November big all
through to the end

New Brunswick Dealers Appointed

The record business at the Brunswick head-
quarters is reported as being very large, and
November was the best month in the company’s
Boston business. The new 2KRO combina-
tion came and went in short order; in other
words the entire stock was quickly depleted.
Some of the newest representations for the
Brunswick are Sprang's Radio Co., Boston;
Arvens Music Shop, Roslindale; J. F. Denno
Store, Millbury; Marcellus Roper Co., Worces-
ter; Billy Murray’s Song Shop, Barre, Vt.;
Rivoli Song Shop, New Bedford, and the Music
Box, Milford.

Big Atwater Kent Yearly Volume

The J. H. Burke Co. has been experiencing
a slight falling off in the demand for Atwater
Kent products which the house says is not sur-
prising in view of the enormous demand for
coods during September and October, and well
into November for that matter. The prime call
of course was for goods anticipating the na-
tional election, and that demand now satisfied
it is to be expected that there is a lull. Never-
theless the earlier insistent demand helped most
materially to bring the average up high so
that the current year is bound to make a splen-
did showing, for there is yet the Christmas
rush to be supplied.

Record Business Continues Big

The Eastern Talking Machine Co. had a very
big November business, and for some time past
the record output especially has been extremely
large and this is likely to continue right through
to the end of the year.

Receives Big Majestic Shipment

The F. D. Pitts Co. has just received a big

shipment of Majestic merchandise for which

the local house will find ample use, for dealers
are calling for goods lustily from all over New
England. The latest shipment has been divided
between its local storehouse and those at Port-
land, Me., lately opened as mentioned last
month; and that at New Haven, Conn.
Columbia Artists in Local Theatres
Walter McNally, the Irish baritone, and Col-
umbia artist, has been appearing at the Keith
Memorial Theatre this past week, and while
here he paid a visit to the Boston wholesale
quarters of the Columbia Co. where he was en-
tertained by Manager N. B. Smith. Another
local caller was Ted Lewis, who also was ap-
pearing at this same theatre, and whose Col-
umbia records are big sellers. A looked-for
visitor in a few days is Paul Whiteman, who
with his band is to be here for a concert in
Symphony Hall, December 9. His records also
are splendid sellers. And again speaking of
Columbia records there are those of the music
in “Blackbirds” which is the attraction at the
Tremont Theatre, which local dealers can't
supply enough of. new instrument which
Columbia dealers are inspecting with great in-
terest is the Columbia-Kolster combination 980
built in Tudor Gothic style, samples of which
are now at the Boston headquarters.
Schubert Centennial Observed
The Schubert anniversary celebration was
widely observed under Columbia auspices
throughout the New England territory. In
twenty-one cities and towns in Greater Boston
there were all sorts of observances in schools,
public halls and over WBET and WBZ broad-
cast stations, and in every instance there were
both vocal and instrumental numbers used. In
this territory the local Columbia quarters had a
busy time of it supervising programs,
New Columbia Accounts Opened
New Columbia accounts include: Harry EIf-
baum, of Dorchester; E. H. Bickford Music
Rooms, Franklin, N. H.; C. C. Harvey Co,,

and NEW _—=>
=-ENGLAND

Brockton and Lynn; Codman Square Music Co.,
Dorchester, and the Rivoli Song Shop, New
Bedford. Manager Smith states that business
is forging ahead splendidly, and the November
business made the best showing of the year
thus far. Big holiday demand is assured.
In New Post

F. Gerald Macomber was recently appointed
assistant sales manager of the radio distributing
firm of Stern & Co., of Boston and Hartford.
He has been connected with the company for
a number of years.

CeCo Co. Goes on the Air

Dealers throughout the country will be glad
to receive the good news that the CeCo Cou-
riers are to be on the air for 52 consecutive
weeks. The assurance of this has just been made
public by the CeCo Mfg. Co., manufacturer
of the CeCo tubes, and the Columbia Broad-
casting System. This is the largest broadcast-
ing campaign ever presented to the American
public exclusively in behalf of a radio tube,
it is claimed. The new contract involves an
expenditure of over $125,000 and will be heard
over the air through the 22 stations of the
Columbias Broadcasting System which, by the
way, reaches approximately 76 per cent of the
total number of set owners in the United States.

The CeCo Couriers began their programs on
September 17 of this year, it being their first
venture in radio broadcasting as an advertising
medium. The first contract was of a test na-
ture, the principals deeming it advisable to
try out radio as a medium before entering into
long-term agreements. The series has met
with overwhelming success, soliciting unlimited
approval from radio audiences in the form of
applause mail, and what is more important,
increasing the sale of CeCo Tubes so tremen-
dously that the CeCo Mfg. Co. has been forced
to add greatly to its facilities and has, in turn,
decided to enter into a long-term broadcasting
contract. Programs go on the air at eight-thirty,
Eastern Standard time each Monday evening.

The recently organized Mallory Piano Co.,
Inc., has leased a store in the building at 390
Broadway, Long Island City, where one of the
chain of stores planned by the company will
be opened.

Oliver Ditson Co.

Boston

The Victor Caravan Has Come

And with it a display of the greatest line of instruments

in Victor history—every one the greatest value in its.

class. BUT to be SOLD—they must be shown and dem-

onstrated to the public through the dealer.

Let Ditson Service Take Care of Your Stock Requirements

Chas. H. Ditson & Co.

New York
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Money Make

IMCRACKS are fine for
' youngsters — anything
thattwists,squealsorbuzzcs
brings shouts of glee from
the kiddies—a momentary
amusemcnt—that is all
that is expeeted.

When it eomes to seleet-
ing a radio for a Christmas
gift—and thousands of
them will be given this
year—that is a different
matter. Radiohasgraduated
from the toy class. It’s no
longer a novelty. With per-
feetion of performanee
buyers now want assuranee
of permonency, of eontin-
uously satisfaetory service.

able in open territories.

Aeeredited Dealers are invited to write or
wire immediately for complete details re-
garding desirable dealer franchise avail-

rSs for Dealers

LYRIC Radio will make
Christmas merry in thou-
sands of homes. They’re
money makers for alcrt
dealers because they possess
mcrit the public demands.

Therc are a fewunallotted
territories, choiee dealer
franehises. Write or wirc us
today for complete partic-
ulars.

ALL-AMERICAN MOHAWK

CORPORATION
4201 Belmont Ave.. Dept. §.C

Chieago

\
All-American
Mohawk Corporation
LYRIC Radio has
gained and will
retain leadership:

—in the exquisite beauty of
finish

—in the stately designs

—in thepurity of every tone

—in the positive and magic-
like eontrol

—in the amazingly fine de-
gree of sclectivity

—in fulness of voluine

—in extreme exeellenee of
every detail of eonstruection

—ineflieieney of every phasc¢

of operalion

OXCIDeE—=—=1{X]
Q (== (n (=

Model 65
A handsome console finely finished
in rich walnut with overlay on fronit
doors. Enclosed cone speaker. Con-
tains a One Dial six tube set. For
operation on 110 Volt A. C 60 Ci¢le
urrent. Less tubes. $137.350.

Model 60

An attraetive Walnut Veneer Tubl-
Model: hand rubbed piano finish.
INuminated one dial six tube. non-
oseillating reeeiver and self-con-
tained power unit. For 110 volt A.C.
operation. Less speaker or tubes.
$92.50.

6HY
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Production Starts on
Four New Berg Models

Berg Auto Trunk & Specialty Co. Speeds
Manufacturing to Meet Demand for
. New Models After Long Preparation

Production has been entered into on the new
line of the Berg Artone portable phonographs,
made by the Berg A. T. & S. Co., Long Island

Artone Grand

City, N. Y. This new line has been in the
process of preparation for many months. Great
care has been exercised in the development of
every detail and E. R. Manning, treasurer and
sales manager of the organization, reports that
every model passed the final exacting tests be-
fore production was entered.into.

The new line consists of four models. The
Grand model at $35 is described as the de luxe
model of the line and as a particularly high
quality portable. What will probably becume
the leader of the 1929 line is model 229 at $25.
This model is described as presenting remark-

The Talking Machine World, New York, December, 1928

Artone Model 229

able value, and that in performance it is equal
to the $35 model of last year. The next in
line is model No. 529, listed at $20. The No.
529 plays owver two records, has a new horn
and is increased in size. It is said it equals

Artone Model 529

the former $25 model. Model No. 829 at $15
completes the line. This model has been in-
creased in size and is now produced with a
long horn, throw-back arm and padded top.
Mr. Manning points out that the 1929 line is

well rounded with a portable to sunit every re-
quirement. The samples that have been shown
have been enthusiastically commented upon,
and it is expected that the new line will make

Artone Model 829

1929 one of the most successful years in the
history of the Berg organization.

Q R S Co. Offices Are
Opened in Los Angeles

Los ANGELES, CAL, December 4 —P. S. Lasher,
Pacific Coast manager of the Q R S Music Co,,
was visiting in Los Angeles recently, and with
the help of Phillip Meisenzahl, Southern Cali-
fornia district manager, selected offices for the
new Southern California branch at 1607 West
Ninth street. Mr. Meisenzahl reports very good
business with the new motion picture camera
and the establishment of a number of leading
music houses and also states that the new
electric portables are selling very readily.

The Hillgrove Parts & Service, Inc, has been
incorporated in LeGrande, Ill, by George F.
Rezek, John E. Rezek and Harry LeBahn, for
the purpose of engaging in the manufacture and
sale of radios, phonographs, etc.

Write
for Complete
Catalogue

Cable Address: Polwel, Kitchener

Kitchener, Ontario, Canada
Code: A. B. C., 5th Edition, Bentley’s

Established 1907

A Quality Line
of
Motors
Tone-arms and
Reproducers
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| - (On November 20t
Majestic Production Reached
4017 Receivers for that day...

nearly a half million since May 1

...and yet

ELEGTRIC~RADIO-
is building more fac-
tories . . . for greater

production in 1929.

GRIGSBY-GRUNOW COMPANY, 5801 Dickens Ave., Chicago




The Talking Machine World, New York, December, 1928

a PROPHECY - » and a PROMISE

conceerning

BRIGHT STAR
AMPLIPOWER.

THE PROPHECY: Radio will always need the dry-
cell “B” battery. Radio experts agree that for thor-
oughly satisfactory reception, the ideal “B” current
is the pure direct current obtainable only from dry
batteries. Radio owners realize this—and large num-
bers of them are still using their good battery-oper-
ated sets.

Television, too, requires the same unvarying direct
current which can be obtained only from dry bat-
teries. And after television, what? No man knows,
and few can guess—but all agree that for the most
delicate, accurate electrical work the dry battery is
the ideal source of current.

THE PROMISE: The Bright Star Amplipower—
itself the perfected development of two decades of
experience in battery making—will be still further
improved in accord with scientific progress.

AMPLIPOWER IS GUARANTEED TO GIVE
SATISFACTORY SERVICE FOR 12 MONTHS
FROM DATE OF PURCHASE, WITH ANY
TUBES OF STANDARD TYPE.

The Bright Star Battery Co. is the only manufacturer
of dry batteries having enough confidence in its
product to cover it with a binding 12-month guaran-
tee—and the full resources of this company stand

squarely behind the battery and the guarantee.

BRIGIIT STAR BATTERY CO.

HOBOKEN. N. .J.

Chicago San Franciseo

S*TWENTY YEARS BUILDING THE

QUALITY LINE”®’

Cincinnati Music-Radio Dealers
Said to Violate Anti-Noise Law

Eight Retailers Cited to Appear in Court—If Not Acquitted Cases Will Be Carried to
Higher Courts—Chubb-Steinberg Co. Opens New Store—Other Trade News

Cincinnari, O, December 10.—Holiday buving
i= well under way and the demand is grow-
ing greater day by day, report dealers.

Eight talking machine and radio dealers have
been cited to appear in the City Court, the
charge being that they have been violating an
anti-noise ordinance. Unless there is an
acquittal, it is stated, the matter will be carried
to a higher court. The first defense is that the
ordinance is not valid. If the court holds that
the ordinance is valid, then will come up the
question of whether music is noise. Then if
it is decided that all music is not a noise, to
the extent of being a nuisance, up will bob the
very perplexing question: Where is the line
between the two kinds of music? Another ques-
tion involved is whether demonstrations could
be made in a store, in case any of the sound
could penetrate to the street.

The Chubb-Steinberg Co. has opened up an-
other fine store, this being at 905 East McMillan
street, Walnut Hills, one of the city’s largest
residential suburbs.

The Rudolph Waurlitzer Co. celebrated its
seventy-third birthday the past month.

Morris Krauss, who operates four stores
under the name of “Krauss, the Radio Man,”
is opening up a fifth place of business at 111
East Fifth street, opposite the post office.

District Judge Smith Hickenlooper has ap-
pointed United States Marshal Stanley Borth-
wick custodian of the assets of Leo J. Becht,
dealer in talking machines and small goods,
doing business in Wyoming, a prosperous
suburb of Cincinnati.

The Miami Music Co. has opened up a store

at 1208 Main street, with M. Levine in charge.
This is affiliated with the A. & N. Music Co,,
dealers in talking machines and records, of
which William Apple is the head and which
has six other stores in various sections of the
city. The new store is most attractive.

The E. M. Abbott Piano Co., which now is
specializing on talking machines and records,
has finished the work of rearranging and re-
modeling its store, and as a result 1t has con-

siderably more display space than it had be-
fore and a much finer establishment.

Ray Lammers, dealer in small goods, has
added a radio department, in which he will
handle the Zenith, Brunswick and Steinite lines.
He plans a vigorous sales drive.

At the local branch of the Brunswick Co.
it was reported by H. H. Sellers, manager, that
although the peak has not been reached at this
writing, the holiday demand is excellent.

“Our new models are moving rapidly, and the
demand is increasing steadily as the holiday
season gets nearer,” said W. H. North, vice-
president of the Ohio Talking Machine Co,
Victor distributor,

“We are fairly flooded with orders for our
different models,” said Miss Rose Helberg,
manager of the local branch of the Columbia
Phonograph Co. “And as to records, they are
selling in a way that is phenomenal.”

Stocl_{Zon :Music-Radio
Trades Ass’'n Formed

First Move of New Organization Will Be
to Secure Better Radio Reception—
Trouble Shooter to Be Engaged

StockrtoN, Car., December 3.—The Stockton
Music & Radio Trades Association was organ-
ized here recently with some fourteen local
firms listed as members. Ray Durk, of Sher-
man, Clay & Co., was elected president; L. T.
Kitt, treasurer,” and Geo. Turner, KWG, and
A. H. Green, KGDM, publicity committeemen.

The Association voted as its first step to-
wards comprehensive service to all radio own-
ers in the city the employment of a perma-
nent trouble shooter who will be on hand to
answer all calls connected with improper re-
ception.

His chief duty will be to locate electrical in-
terference such as shorted power lines, im-
proper dynamo brushes and the like, and the

Association will aid set owners in gaining the
necessary adjustment.

The newly formed organization voted to in-
vite G. T. Lundlee, Ellis Marks and Stewart
Upson, of Kimball & Upson, officers of the
Sacramento Music & Radio Trades Association,
to meet with the local Association at a dinner
meeting November 27 to aid the Stockton body
in perfecting by-laws and other details.

Those present at the first meeting were R. E.
Durk, Sherman, Clay & Co.; J. E. McCarty,
Bright Spot Electrical Co.; A. H. Green, Pef-
fer Music Co.; S. Chabin, Montgomery Ward,
Stockton; J. W. Reed, Radio Exchange; G. A.
Tutner, KWG; L. J. Kitt, L. J. Kit; F. H.
Blewett, F. H. Blewett Co.; L. Abrams, Stock-
ton Dry Goods; C. L. Gould, Gould’s Radio &
Electric Shop; V. J. Derwin, Wilson-Schultz
& Co.; G. R. Wishart, Yost-Dohrmann Co.; W.
E. Yost, Yost-Dohrmann Co.; L. R. Shipley,
John Breuner Co.; O. R. Bowman, Sherman,
Clay & Co.; AV. K. Lark, Lauxen & Catts.

The Perry Music Co. has opened warerooms
in the Pattee Hotel block, Perry, Ia.
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Model C-227
List Price

73

The Buckingham
Electric Pick-up

The Buckingham Engineering
Staff has made it possible for you
to hear and enjoy the world’s
greatest musical artists with that
degree of perfection that

The Buckingham Electric Pick-up
is a quality product backed by a
complete guarantee but made on a
mass production basis, thus en-
abling it to be sold at a

Combinations

tric Pick-up is a unit of

heretofore was only pos- | "M"C'l"'. """ price competitive with
sible with the highest : e = &l
priced electric phono- |
graphs. E 12 The Buckingham Elec-
t
]

The Buckingham Elec-

el il e ol o o

comparative low imped-

tric Pick-up is a preci-
sion made unit and in performance
is second to none. Made of the
finest materials, by master crafts-
men, under the constant super-
vision of expert engineers.

ance, with high voltage
out-put and uniform response over
a wide range of frequencies, giving
a definition that insures accurate,
life-like recreation of sound.

The Buckingham Electric Pick-up Is Now Available in a Wide
Range of Combinations Making Its Adaptation Very Flexible

JOBBERS and DEALERS
Add This Profit Maker to Your Line

Write or wire for details

BUCKINGHAM RADIO CORPORATION

440 West Superior Street, CHICAGO, ILL.

Model B-227

List Price

$15.55
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Oklahoma Branch
for Zenith Radio

Fred R. Roterberg, Formerly Assistant
Sales Manager of Chicago Office, Is in
Charge of Important New Branch

The Zenith Radio Corp., Chicago, has estab-
lished a branch office and warehouse in Okla-
homa City for the distribution of Zenith radio

=z

F. R. Roterberg

receivers for tlie entire State of Oklahoma, the
Panhandle section of Texas and the western

section of Arkansas. This factory branch is un-
der the management of Fred R. Roterberg, for-
mer assistant sales manager of the Zenith Chi-
cago office. The Oklahoma branch will be a
distributing unit only, equipped and stocked to
give prompt and immediate service to all Zenith
dealers in that territory.
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New Peerless Models
Will Be Marketed

Several Portables and New Album to Be
Placed on Market in January—VYear's
Business Shows Increase Over 1927

Several new models of Peerless portables, as
well as a new album, will be placed on the
market in 1929, according to Phil Ravis, presi-
dent of the Peerless Album Co., New York.

“These new numbers will be as fine as any-
thing ever placed on the market at or near
the price,” said Mr. Ravis. “The new line will
be announced in the January issue of The Talk-
ing Machine World. The new album will be
far superior to anything the Peerless organiza-
tion has ever made, and has many exclusive
features that should be popular.

“Business in 1928 was entirely satisfactory,
showing a nice increase over 1927, and we close
the year with more customers on our books
than ever before. The outlook for 1929 is
splendid, and orders now on hand will keep the
Peerless factory busy for several months. In
fact, we anticipate prosperous business condi-
tions during the next four years.”

Handling Columbia Line

WILKES-BARRE, PA., December 7.—A complete
musical instrument department featuring pianos,
radios and talking machines has been opened by
the Wilkes-Barre Household Outfitting Co.
The new department which was opened re-
cently will be under the management of Sol
Drieson, of the firm, and is to occupy the first
floor of the furniture house at 306 Lackawanna
avenue, Wilkes-Barre. Radios included in the
new lines of the Columbia Phonograph Co.,
Columbia cembinations and records will be
stocked by the company.

Louis Sterling on
a Visit to Japan

Chairman of the Board of Columbia
Phonograph Co. Visiting Nipponophone
Co.—Will Return to U. S. in January

Louis Sterling, chairman of the board of the
Columbia Phonograph Co., and managing di-
rector of the Columbia Graphophone Co., Ltd.,

Louis Sterling

left New York with Mrs. Sterling on Novem-
ber 18, en route for Japan. They sailed from
San Francisco on November 23.

Mr. and Mrs. Sterling stopped at Honolulu
for a brief visit, and arrived at Yokohama on
December 10. They will visit the properties of
the Nipponophone Co., of Japan, the largest
phonograph company of the Orient, which was
recently acquired by the Columbia organization.
They plan to return in January.

The New Europe
Ofters You
NEW PROFITS

Come to the Leipzig Trade Fair in March,
The latest products of 22 different countries
at your fingertips. See over 200 exhibits of

musical instruments

TWICE a year 10,000 exhibitors show their
newest and most salable merchandise at the
Leipzig (Germany) Trade Fair, the world’s
greatest buying and selling center.

At the spring Fair last year 185,000 buyers
from 44 countries attended. Over five hundred
million dollars worth of goods changed hands.
Over 2,000 American buyers found profit and
pleasure.

No matter what your line of business is, you
will find it well represented. For Leipzig offers
you everything . . . from lavallieres to locomo-
tives . . . from toys to trip-hammers . . . from
dusters to dye-stuffs . . . everything.

Plan this very minute to attend the General
Sample Fair from March 3 to 9. Send the
coupon below and let us tell you about special
offerings in your particular field, about conces-
sions in travel rates and generous, helpful, free
service. Write us immediately, for the time is
getting short. Send the coupon today.

LEIPZIG

TRADE FAIR

For 700 years—the market place of Europe

LEIPZIG TRADE FAIR, D2pt. TM-12
11 West 42d Street, New York City.

]

|

1

Gentlemen: Please send me a ccpy of the boqk-, 1
let ‘A Save-Money Trip to the Make-Money Fa‘lr’ 5
which contains comnplete inforpiation ‘régarding 1
profit possibilities, special travel rates and your |
free service. )
I

Business
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e New Radiex Records

For Your First Order Only, and to acquaint you with
the superb quality of electrically-recorded Radiex
Records, here is our offer~

Any 150 Records @*14Y4c $21.38
Any 50 Records Free 00.00
200 $21.38

Averaging less than 11c each

Satisfaction Guaranteed. If these records do not
prove better than any records you have ever pur-
chased, even as high as 20 cents, you may return
them at our expense any time within ten days after
you receive them, for full credit. Records are abso-
lutely on trial. Unless they please you, they will not
cost you a cent.

Standard 10 inch Records—Music on
Both Sides—Play on Any Phonograph

We manufacture and ship over 40,000 records daily,
to music stores, variety stores, etc., all over the
country. Shipment is made within twenty-four hours
of when order received. Catalogs, posters and win-
dow display supplied FREE.

This offer is for a short time only. Mail your
order today.

Our regular wholesale prices, to dealers only,
are as follows:

Popular Dance and Song Records, 1414 cents each,
F. O. B. Boston.

Famous Old Favorites and Other Standard Rec-
ords, 1214 cents, F. O. B. Boston.

*NOTE: Table above, figuring 150 records at
1414 cents ($21.38) is based on our estimate that your
order will consist mainly of “popular” records at
the 1414 cent price.

Grey Gull Records, Inc.

Manufacturers of

Radiex and Grey Gull Records

T. M. 32

Boston, Mass.

Popular Hits

Price to Dealers
F. O. B. Boston

DANCE

1067{ Sally o! My Dreams
bedy But You
Theres a Rainbow

'Round My 8houl-
der
In Your Big, Brown
Eyes
ﬂli:b Up on a Hill
1565
Dre':my Moon
Happy Days and
Lonely Nights

Red Wing [

1563 { 'Round Evening
1 Lassies
ff You Want the
1562 Ralnbow
Love Is Just a
Dream of You
My Blackbirds Are
1561 Bluebirds Now
{I’'m a One-Man Gal

Sonny Boy
1560{ Let Us Waltz Thru
the Night

I Loved You Then
As I Love You
1559 Now
Gee But I'm Blue
Over You

Someday, Some-
1558 where
Dream Daddy
1557 { Out of the Dawn
1 Rolling Home
It Goes Like This—
That Funny
Melody
Roll 'Em Girls
King for a Pay
15 God Made a Won-
derful Mother
f Can’t Glve You
Anything But
Love
Dancing 'Neath
Dixie Moon

1554

Jeannine, I Dream
1553 of Lilac Time
When Golden Rod
Is Blooming

Roses of Yesterday
Gloaming

My Angel (Angela
1(

1549

Comlm: Thru the

Old Man Sunshine

1540 Sldewnlks of New

That's My Weak-
ness Now

That’s Gratitude

15385

2438

2437

2434

2432

2416

14Y5¢c

VOCAL
{I Loved You Then

2411{ as I Love You Now

Yearning for You

Forev
2440 4 Tell Me the 0O1d, Old

Story
{ Blue Grass

Me to Change My

2439t'l‘ime fias Come tor

Good Little, Bad
Little You

Breathe Those Ten-
der Words Again

There’s a Ralnbow
'Round My
Shoulder

When You’re Not
Here

Half Way to
Heaven
Hawallan Honey-
moon

Sonny Boy
DPancing 'Neath
Dixle Moon
Memories of ¥rance
Through all the
Years

Famous Old
Favorites 12Vc

INSTRUMENTAL

S8ldewalks of New
4190 York
O’Leahy’s Lullaby
4189 { Drowsy Waters
1 Herd Gliri’'s Dream
4217 {Irlsh Washerwoman
Mrs. McLeod’s Reel
Whistler and Hlis
Dog
Powder Pufrf
[Gems trom Giand
Opera, No. 1
’lGems from Grand
Opera, No. 2
Dixie Favorites
Medley of Southern
irs
Merry Wldow Waltz
4218

4161

Lullaby from Er-
minle

4068 { Arkansas Traveler

1 Turkey In the Straw

Famous Old

Favorites
Price to Dealers
F. 0. B. Boston 12/2€

Over 100 more records of
old favorites like these
available at same price.
Write for complete catalog.

VOCAL

4118{May I Bleep In Your Barn
I Baw S8weet Nellle Home

4131{Wreck of Old '97

Wreck of Titanle

4183 {JustTellThem You S8aw Me
Curse of Aching Heart

4171 { Red Wing

By “'aters of MInnetonka

9{011, Dem Golden Slippers
Kingdom Coming

Just as the Sun Went

My Darllng, Nellle Gray
Where Bllvery Colorado
4169

4202

Wends Its Way
Everybody’s Mother Was
Somebody’s Pal
4133 Jesse James
The Butcher Boy
4135 { Rovin’ Gambler
Little Log Cabin in Lane
4173 { Boston Burglar
1 Cowboy’s Lament
Casey Jones
4174 { Waltz Me Around Agalnm,
Willle
{Break News to Mother
Bird In Glided Carge

4178

O{ Sweet Hawailan Klsses
Bluoe Hawallan Moon
I Wish I Was SIngle
4141 Agaln
If You Want to Find Love
[Where Rlver 8Shannon
4117 Flows
1 Send Me Rose From Ire-

Under Some Old Apple
Tree
4207 { Blue Bells of Scotland
Campbells Are Comling
4208 { Medley of Old Songs, No.1
1 Medley of Old Songs, No.2
4075 { Church In Wlldwood
Volce of Chimes

ln Baggage Coach Ahead
4090

Complete Catalog Mailed on Request



DELPHI

and R
JIOCALITY

Philadelphia Demand 'Is for
Radio-Phonograph Combinations

Demand for Radio Receivers and Combination Units Indicates Breaking of All Sales
Volume Records—Theme Song Records Enjoying Big Sale—Other Trade News

PuiLaverpHIA, PA., December 8.—As the merry
whirl of holiday buying of radios brings about
1 new era to the talking machine and music
dealers there is assured prosperity for those
carrying these lines in the Christmas season,
This is to be truly a radio and radio-phonograph
combination season, smashing all records, and
where dealers have been able to secure sufficient
goods to meet the needs of their customers
profits will be swelled when the totals of the
vear are recorded.

Heavy Demand for Records

Recordings of the well-known manufacturers
are likewise in great demand although a few dis-
tributors report that buying did not begin until
late November, so that dealers are likely to be
found wanting in those numbers which will
prove big sellers as the gift season demands
grow. Holiday numbers and theme songs of
the leading moving picture dramas are the
most sought of records as dealers tie in with
the current showings at the local moving pic-
ture theatres. Christmas selections are in de-
mand, though not as active as the theme songs
or popular artists who appear as local attrac
tions in the amusement field.

Showroom for Victor Automatic

In order to give customers an opportunity for
selecting and hearing the newest automatic
types of the Victrola, the Philadelphia Victor
Distributors, Inc., 234 North Eleventh street,
have fitted up a showroom with the complete
samples of new machines ready for demonstra-
tion, where dealers may bring their patrouns to
select machines. There are shown the 9-54 at
$1,350, the 10-69 at $850 and the 10-35 at $365,

on the first-loor showroom fitted with attrac-

tive furnishings showing the effectiveness of the
new cabinets for household purposes, as well
as eutertainment. There now are being shipped
for the Christmas season the 9-54, at $1,350
which is being generously bought for gift pur-
poses, while the other machines will be ready
for the dealers in the current mid-month, in
time for the dealers to take advantage of the
holiday shopping. The Philadelphia Victor
Distributors, Inc., record department, under
Manager Raymond J. Boldt, is selling many of
the theme songs to the trade to tie in with the
local movie house attractions. Manager Boldt
bas prepared a list of theme songs for the
dealers and this has been helpful in pro-
moting sales. A special Christmas catalog also
has been compiled showing the listings of for-
¢ign and domestic Yuletide numbers that are
in demand for the coming holidays. There also
has been listed an especially attractive assort-
ment of gift records.
New Officers for J. R. Wilson Co.

One of the most important group of retail
dealers shops during the late November days
was transferred to new management as the re-
organization of the J. Ralph Wilson Co. was
cffected on November 26, when election of of-
ficers took place and resulted in the choice of
the following: President, L. R. Haas, who will
also become active manager of the concern;
vice-president and treasurer, A. W. Atkinson,
and secretary, L. C. Russell. Mr. Atkinson is a
former director of the Victor Talking Machine
Co., while Mr. Haas was the former vice-presi-
dent and treasurer, having been elected to these
offices when he joined the firm last May. J.
Ralph Wilson, who was president of the com-

| VICTCR :

Presents the most complete line of musical instruments ever offered

Four of the Latest Products

Automatic Electrola No. 10-69

List Price $850.00

Electrola Radiola No. 9-18

List Price $925.00

Automatic Electrola Radiola
No.9-54 ListPrice $1350.00

Automatic Orthophonic
Victrola
No. 10-35
List Price $365.00

These instruments are backed by a powerful advertis-
ing campaign in newspapers and magazines.

“Everything Musical Since 18647

| H.A WEYMANN & SON,INC.

1108 Chestnut Street—~Philadelphia, Pa.
Victor Wholesalers

Order now!
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pany, has severed his connection with the con-
cern. The business will be continued as J. R.
Wilson Co. and will retain the six stores oper-
ated in various parts of the city devoted to the
sale of the Victor talking machine and radio
and musical instruments.

M. L. Stern Re-enters Business

Morton I.. Stern, who long has been identi-
fied with the talking machine trade of the
Quaker City and who is a son of the late
president of the original firm from which sprang
the Philadelphia Victor Distributors, Inc,,
Eugene Stern, has again entered the industry as
proprietor of the firm bearing his name at 3628
North Broad street. The new Morton L. Stern
Co. is featuring the Victor and radios and a
line of musical instruments. The head of the
firm retired from the trade about two years ago
after sale of Mortons, Inc., his old business, at
8528 Germantown avenue, to the J. R. Wilson
Co. He formerly was associated with his father
in the conduct of a string of retail Victor
talking machine houses.

Meeting Sponsored by Girard Co.

More than 150 dealers were present at the
pre-holiday demonstration convention which
was held by the Girard Phonograph Co., Broad
and Wallace streets, Philadelphia, distributor
of the Edison phonographs and radios, on No-
vember 27 and 28. The introductory conven-
tion of the Edison new type phonographs and
radios and their combinations, was held at the
Mt. Royal Hotel, where Joseph T. Donohue,
manager of the Girard Co., presided and greeted
the Monumental City dealers and those from
other sections of Maryland and where he ex-
plained the operation of the new Edison radios
and combinations on display with L. H. Collison
and R. N. Spender, territory sales representa-
tives of the Edison. The two-day session pro-
duced much enthusiasm among the dealers and
Christmas stocks were freely purchased after
hearing the new Edison models. There was a
social side to the Baltimore meetings when the
dealers mingled at the luncheons served at the
noon hours of the two-day programs.

J. A. Fischer Co., to Move

Withh the mid-month the headquarters of the
J. A. Fischer Co., 730 Market street, which re-
cently merged with the Superior Phono Parts
Co., of New York, will be removed to 393
Seventh avenue, New York. The New York
address will be the main office of the Fischer
Co., which maintains a factory here at the Mar-
ket street quarters. With the consolidation of
the Superior Co. with the local firm and manu-
facturers of the Val Phonic reproducers and
the Valley Forge parts and main springs, last
month, the personnel of the companies com-
bined and have been assigned to duties under
the Fischer concern. Nat Golden, who, with
I. Sukon, of the Superior Co., conducted that
business, is now traveling through the South-
west as the Valley Forge representative, while
Mr. Sukon is looking after the New England
trade. Irvin Epstan, of the Fischer Co., is in the
cxtreme Southwest territory while Ben Krup-
nick looks after the Southern States and Mar-
iin Krupnick after the Middle West.

Important Retail Consolidation

With the consolidation of the stores owned by
William Dubrow and his sons, and known as
Dubrow’s Music Stores, into a single large
property at 420 South street, the old branch es-
tablished at 632 South street has been discon-
tinued. The store at 420 South street has been
cousiderably extended by the addition of a
large rear property in which will be shown the
various lines of radios of the Zenith, RCA, At-
water Kent, Fada, Kolster, Balkite, Majestic,

(Continued on page 78)
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MODEL 40 A. C. The best-selling radio in the world. More powerful, more sensi-
tive. FuLL-visioN Dial. Requires six A. C. tubes and one rectifying tube. For 110-120
volt, 50-60 cycle alternating current. Without tubes, $77.

MODEL 41 D. C. FuLr-visioN Dial. For 110-120 volt direct current. Requires five
D. C. tubes and two power tubes. Without tubes, $87.

At Christmas and every other time, Atwater Kent

“RADIO’S
TRUEST VOICE”

Atwater Kent RadioSpeak-
ersina variety of beautiful
finishes. Models E, E-2and
E-3, same quality, different
in size. Each $20.

ATWATER KENT MANUFACTURING COMPANY
4752 Wissahickon Ave. A. Atwater Kent, Pres. Philadelphia, Pa.

On the air—every Sunday night— Atwater Kent Radio Hour—listen in!

MODEL 42 A. C. Similar electrically to
Model 40, with addition of automatic line
voltage control. Many refinementsin cal-
inet design —crowned lid. panelled cor-
ners, ball feet. FULL-vIsION Dial with over-
size numbers. Requires 6 A.C.tubesand 1
rectifyingtube.For110-120 volt,50-60 cycle
alternating current. Without tubes, 386.

THE CHRISTMAS GIFT

Prices slightly higher west of the Rockies

MODEL 44 A. C. Extra-powerful, extra-
sensitive, extra-selective. Crowned lid,
panelled corners, hall feet. Automatic
line voltage control. Local-d<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>