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The Highest Class Talking Machine in the World

Build Better Business with Sonora
THE phonograph dealer who takes

on the Sonora line right now is

preparing not only to make the year

1923 the largest in his history, but also

the year 1924—indeed, all the years to

come.

By identifying his business with the

universal prestige of Sonora quality;

by selling "the highest class talking

machine in the world," with tone clear

as a bell and construction that is the

finest, he will build a solid, substantial,

quality business, catering to a quality

market.

Every Sonora he sells will add to

his reputation as a quality merchant.
The complete satisfaction and confi-

dence engendered by Sonora perform-
ance will raise his enterprise to the

pre-eminent position held by all mer-
chandisers of quality products.

Investigate this better selling prop-

osition ! Wire us today.

SONORA PHONOGRAPH CO., Inc.
279 BROADWAY, NEW YORK

Canadian Distributers:

SONORA PHONOGRAPH LTD., TORONTO



The Talking Machine World
Vol. 19. No. 7 New York, July \5, 1923 Price Twenty-five Cents

~2-

A

"TALKERS" MAKE YUCATAN HAPPY

American-made Instruments in All Styles Are
Purchased by Rich and Poor—Fox-trots and
Dance Records Among Leaders in Favor

FRED C. PULLIN BECOMES MANAGER

Washington, D. C, July 3.—From the hut of

the Indian to the mansion of the milHonaire,

mechanical music is driving dull care away. The
phonograph is as popular in Yucatan as in

the United States, according to a report to the

Department of Commerce from Consul O. G.

Marsh, Progreso. The smaller and cheaper in-

struments may be heard cheering the inhabitants

of the Indian hut, the ordinary phonographs are

found in the homes of the middle classes and
the most elegant cabinet styles grace the man-
sions of the wealthy. Perhaps no other modern
invention has done more to enliven the homes
of Yucatan than the mechanical reproduction of

music. A skillful local phonograph dealer has

popularized and capitalized this fact in a terse,

persistent and appealing advertising phrase:

"How happy is the home that has its phono-

graph."

The American phonograph has entirely mon-
opolized the Yucatan market, there having been

no competition from other countries. An old

style with horn has had an extensive sale, but

cabinet styles have been preferred by better cus-

tomers. A few portable instruments have been

sold. All finishes have found a demand, but

the mahogany finish has had the greatest sale

among all classes.

Practically all orders for phonographs have

been placed by importers direct with factories

on factory price quotations, railway and steam-

ship freight and marine insurance being attended

to by American agents of importers or by freight

forwarders at American ports. The largest im-

porter and the one who has done a large part

of the local business has purchased on open

credit. Other firms have been, and will have

to be, dealt with in accordance with their finan-

cial standing and credit rating, if United States

exporters expect to do business here.

Practically all phonograph records sold in

Yucatan are of well-known American makes.

The most popular sellers have been American
fo.K-trots and Latin-American songs and dance

music. The principal importers of records have

dealt with manufacturers on the same basis as

in the case of phonographs, but a considerable

number of records enter in a manner unknown
and are sold at varying prices by small retail

music dealers.

VICTOR SALESMEN TO CONVENE

Annual Convention of Traveling Sales Depart-

ment of Victor Co. to Be Held at Camden
During the Week Commencing July 23

The annual convention of the staff of the

traveling sales department of the Victor Talk-

ing Machine Co. will be held at the headquarters

in Camden on July 23 and several days follow-

ing. This conference is an annual afifair and the

traveling men are called in from all sections of

the country to attend it for the purpose of be-

coming acquainted with the company's new
policies, discussing sales questions and other

pertinent matters. The conference will imme-

diately precede the closing of practically the

entire plant for the annual vacation, which cov-

ers a period of two weeks.

ORQANOPHONE CO. CHARTERED

The Organophone Co., of Brooklyn, N. Y.,

has been granted a charter of incorporation un-

der the laws of New York State, with a capital

of $10,000. Incorporators are: C. E. Dirhan, F.

Mally and J. Mazurak.

See second last

Takes Charge of the Phonograph Corporation

of Indianapolis—Has Had Wide Trade Expe-

rience Covering a Period of Fifteen Years

Fred C. Pullin has recently been appointed

manager of the Phonograph Corporation of

Indianapolis, Edison jobber located in Indian-

apolis. Mr. Pullin has had extensive Edison

Fred C. PuUin
experience over a period of about IS years,

both in the sales and production ends of the

business, his last post being that of production

manager of the disc record division.

F. F. DAWSON'S IMPORTANT POST

Appointed Sales Manager of the Texas-Okla-
homa Phonograph Co., of Dallas, Tex.

Announcement has been made by A. H. Curry,

vice-president of Thomas A. Edison, Inc., in

charge of the phonograph division, of the ap-

pointment of Floyd F. Dawson as sales man-
ager of the Texas-Oklahoma Phonograph Co.,

Edison jobber, located in Dallas, Texas, of

which concern Mr. Curry is president and

owner.

Mr. Dawson has had extensive experience in

the phonograph business, his past connections

including affiliations with various prominent

manufacturing and distributing organizations.

He was for a long term of years manager of

the Cincinnati branch of the Columbia Grapho-

phone Co.

Mr. Dawson has assumed his new post and,

with his past record in rendering service to

retail phonograph merchants and addressing

trade bodies, vocational schools, etc., on the

problems of marketing and sales promotion, he

brings to the territory of this Edison jobbing

organization a valuable experience.

J. A. READ JOINS SONORA SALES STAFF

The Sonora Phonograph Co., New York, an-

nounced recently the appointment of J. A. Read

as associate general sales manager. Mr. Read,

who has been identified with the talking machine

industry for many years, will visit Sonora job-

bers and dealers throughout the country, co-

operating with them along the practical lines in-

augurated by the company's sales department

some time ago. Mr. Read's previous experi-

ence in the retail and wholesale divisions of the

industry qualifies him for his new work.

GENERAL VACATION FOR VICTOR CO.

Entire Plant to Be Shut Down for Two Weeks
From July 28 to August 13 in Order to Give

All Employes Regular Vacation With Pay

The entire plant of the Victor Talking Ma-
chine Co.,. Camden, N. J., including manufac-
turing, office and sales divisions, will be shut

down on July 28, to reopen two weeks later,

August 13 for the purpose of giving the entire

personnel of the company a full two weeks' va-

cation. Out of thousands of employes only a

score or so in the advertising and sales depart-

ments, to take charge of pressing current mat-
ters, will be on deck during the two weeks, and
these will get their vacations at a later date.

For the last couple of years the Victor Co.

has tried the plan of letting the main part of

the organization go at one time on vacation, and
the experiment proved so successful that it was
decided this year to solve the vacation question

with a general shut-dov^n. All employes of the

company who have been in service for a year

or more will receive full pay for the two weeks
and those of shorter service will be recom-
pensed in proportion.

It is stated that the general shut-down has

proved a direct means for maintaining the effi-

ciency of the organization throughout the Sum-
mer months; when small sections were allowed
to go on vacation at different periods it meant
an unsettled condition for a period of from ten

weeks to three months. Under the new plan,

only two weeks are lost and the efficiency is

not impaired.

ONLY RECORD BY SAVOY & BRENNAN

Team Had Just Completed First Vocalion Rec-

ord When Bert Savoy Was Killed

In view of the tragic death recently of Bert

Savoy, of the popular vaudeville team of Savoy
and Brennan, who was struck by lightning re-

cently while bathing at Long Beach, it is inter-

esting to learn that the Aeolian Co. has the

only record made by that team. Some time

ago Savoy and Brennan made a contract to

record for Vocalion records and had just com-
pleted their first record when Savoy was
stricken. The record, which will shortly be

released to the trade, is exceptionally clear and
the characteristic repartee of the comedians is

highly amusing.

OPENS BRANCH IN NEVADA, MO.

Martin Bros. Piano Co. Launches a Successful

New Venture in Missouri

The Martin Bros. Piano Co., with head-

quarters in Springfield, Mo., has opened a branch

store in Nevada, Mo,, with H. A. Ellis as man-
ager. The branch will handle a very representa-

tive line of pianos, including the Mason &" Ham-
lin, Chickering, Behning, Gulbransen and the

Ampico, together with Victor, Edison and
Brunswick phonographs. It is reported that

business has been good with the new branch

since the opening.

A charter of incorporation for the manufac-

ture of talking machines and records has been

granted to Harr's Record Co., of Wilmington,

Del. The concern is capitalized at $250,000.

page for Index of Articles of Interest in this issue of The World

ADOLF HEINEMAN SAILS FOR EUROPE

Adolf Heineman, vice-president of the General

Phonograph Corp., New York, and in charge of

the company's needle division, sailed Saturday,

July 14, on the steamer "Orbita," accompa-
nied by Mrs. Heineman. This will be Mr. Heine-

man's first trip abroad in fifteen years and he

expects to stay away about six weeks, spending

practically all of his time in traveling through

Germany, where he has a great many personal

and business friends.
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Why Close Shop in the Summer Months?
Five Dealers Out of Six in One Town Hide Behind the Excuse of

"No Business to Be Had" to Obtain Long Rest During the Summer

About this time every year a certain class of

talking machine merchants are engaged in the

interesting practice of cutting overhead to the

bone. Firmly convinced that business has hiber-

nated for the next three months or so, they cur-

tail advertising—some cut it out altogether-

reduce direct by mail to the mere sending out

of the monthly supplements (some even do not

do that) and wait patiently for the "dog" days

to pass, wondering in the meanwhile why sales

are so few and far between and complaining

bitterly about conditions. This may sound a

bit overdrawn to those dealers who continue

working throughout the Summer months, but

nevertheless these statements are based on facts.

Why Business Is Dull

A representative of The World who recently

went out into the territory surrounding the

metropolitan district for the specific purpose

of finding out what the dealers are doing to

stimulate business discovered some surprising

things. In one town, for example, where there

are six dealers handling talking machines and

records, questioning disclosed the fact that only

one merchant was making any efifort to get

business. Think of it, one out of six! The
other five were doing nothing whatsoever to

stimulate trade. They were so firmly con-

vinced that selling talking machines and records

in the Summer months was an impossibility

that they simply laid down on the job. The
other and more progressive merchant is mak-
ing an intensive effort to get business through

the canvassing route and, while his sales from

this work are by no means startling, they are

sufficiently frequent to warrant the continuation

of the campaign throughout the Summer.

At any rate, it is much better to have the

salesmen out trying to dig up a few sales than

to have them get rusty sitting in the store doing

nothing, and, furthermore, even if sales are

noticeable by their absence, the very fact that

the salesmen have been out visiting the people

in the community should be productive of a

good many live prospects who can be sold at a

more favorable time, say the early Fall.

It cannot be emphasized too strongly that the

talking machine is in the specialty class and,

therefore, must be sold. People do not buy a

high-priced instrument like they do a pair of

shoes or groceries. Those members of the

trade who have achieved signal success have

not reached their enviable positions by taking

the line of least resistance. They have worked
hard and consistently, the aim being to make
a better record in sales each month than the

month preceding. Simply taking the so-called

dull season for granted is probably the best

and most conscience-satisfying way of obtaining

a good rest during the hot weather, but at the

end of the year when the annual sales volume

seems disastrously small there will be much
regretful looking back over passed-up oppor-

tunities.

A Policy to Insure Failure

The following statement from a dealer with

a small establishment is sufficient indication of

why that particular dealer has a small business

and also why the chances are overwhelmingly

in favor of his limited development: "There

isn't any business now. Things are rotten. No
use advertising until the hot weather has passed.

Summer is always our dullest season. Nothing

pells. No, I don't advertise during the Summer.

You can't make people buy when they do not

want to buy, and there is no use trying. I just

mark time and sell when they come in, but in

the Fall I will resume activities."

Isn't the above a masterpiece in the way of

a policy to follow in the conduct of a business

enterprise which, to be successful, requires

taking advantage of every opportunity and pro-

mulgating sales promotion drives which will

bring the dealer and his establishment to the

attention of the people in his community?
This article is not written with the object of

picking out the weak spots in the trade. It is

written with the hope that those who read it will

spend a few moments in quiet analyzation of

their own business. There are many mighty
successful merchants scattered throughout the

country who have no complaint to make over

Summer business volume. It isn't because they

are lucky either, but simply because they never

let up in their aggressive efforts to continually

increase their business volume. It is the worker
who wins!

GERALD GRIFFIN SAILS FOR EUROPE

Gerald Griffin, well-known Irish tenor and

exclusive Okeh artist, sailed on the steamer

Cedric on June 30 for a visit to Ireland, where

he e.xpects to pick up some new Irish melodies

and make a study of Irish folk songs. Mr.

Griffin, who is a composer of several popular

Irish numbers, is bringing out two new songs

through Forster, of Chicago, "A Welcome on

the Mat" and "I'll Be Straying Back to Ireland

Some Fine Day," both of which will be repro-

duced on Okeh records.

Think NOW of Fall Business
Conditions have changed. The demand is now

for Quality Albums
THE^TALKINGjMACHlNE'S HELPMATE
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Albums

We are in a position to judge. Our line

covers all grades. The biggest demand is

for the NYACCO quality album. Bear this

in mind when thinking of Fall. Better

still, place your orders now for Fall and

take advantage of the present prices and

insure delivery.

Ask for our No. 600 Nyacco album, the

highest grade album on the market.

Samples sent on request to responsible

houses.

TO JOBBERS ONLY:—
Write for semnples of our new de-

livery bags of No. 1 Craft paper (35

lb.) with strings and buttons at very

attractive prices.

The Best Interchangeable Leaf
Record Album on the Market

Write for display card—mailed

mthout cost. It will help j)ou

sell more N])acco Albums

New York Album & Card Co., Inc.
NEW YORK CHICAGO

23-25 Lispenard St. 415-417 S. Jefferson St.

Pacific Coast Representative: Munson Rayner Corp., 643 South Olive Street, Los Angeles, Calif.
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Victor supremacy is the
supremacy ofperformance

VJctrola No. 50

$50
Afahogany or oak

Victrola No. 80

$100
Mahogany or walnut

Every worth-while

achievement in the talk-

ing-machine industry is

directly traceable to

Victor skill and progres-

siveness. A considera-

tion of vital importance

to every dealer in Victor

products.

Victrola No. 280
$200

Mahogany or walnut

Victrola IX,

$75
Maliopany or oak

Victrola No. 125

$275
Electric, $315

Mahogany or walnut

Victrola No. 400

$250
Electric, $290

Mahogany

Victrola
''HIS MASTER'S VOICE" R EG. U S. PAT. OFF.

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

Victor Talking*Machine Company
Camden, New Jersey
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Three Fundamentals of Good Collecting
System, Promptness and Firmness Necessary to Efficient Collec-

tion of Instalment Accounts and Prevention of Loss to Dealer

The three essentials of good collection prac-

tice are system, promptness and firmness, and
whether the dealer looks after his own collec-

tion department or the business is big enough
to warrant a separate collection manager the

observance of these three important factors

means dollars and cents on the right side of

the ledger.

Through the establishment of a definite sys-

tem for the collection department it is possible

to follow up dilatory accounts almost auto-

matically, which prevents any of them being

overlooked until such time as a second pay-

ment becomes due. A definite system also

serves to impress the customer with the fact

that the dealer handles the collections in a

businesslike way and that in itself is calculated

to command respect and bring in payments

promptly that would otherwise be neglected.

System is not only valuable in the keeping of

accounts in a way that will show at a glance

just how many payments are overdue and to

what extent they are overdue, but it likewise

provides for the sending out on definite days

of notices of instalments coming due or later

of the fact that they have become due and

payment is desired.

The Psychology of Promptness
Promptness in collections serves several pur-

poses. In the first place, the prompt follow-

ing up of a neglected payment serves to jolt

the memory of those customers who have failed

to send checks through negligence and reminds

those who are dilatory on purpose that they are

being watched.

Promptness in going after collections not

only cuts down the volume of unpaid balances,

but likewise reduces the proportion of repos-

sessions. One concern, for instance, sends out

its first collection letter four days after the

date when payment is due. Should the first

letter be ignored a second follows four days

latter, and if necessary a third letter by special

delivery in another four days, or twelve days

after the date for payment. Should the letters

produce no results a telegram is sent four days

after the third letter, which means that sixteen

days after the payment has been passed the

customer has had four definite notices and there

is still time to do the collecting in person be-

fore a second payment is due.

The successful collection method is almost

invariably that which provides for the final

collection of the overdue instalment before a

second instalment becomes due, for the danger

of repossession and of bad debts increases in

direct ratio to the increase in the size of the

pending account. The customer can be forced

to pay one month's instalment where there

would be no possibility of making him take care

of two or three monthly payments in a lump
sum.

It might be stated in passing that the system

of sending notices to delinquent customers at

intervals of four days has worked out very

satisfactorily. Especially productive is the third

letter sent by special delivery and mailed be-

tween 4 and 4.30 p. m., for it reaches the home
of the customer just about dinner time, when
the full family is gathered together and when
there can be no shifting of responsibilities.

Use of Special Letters and Telegrams

The use of the special delivery letter grew

out of the experience of a dealer who on try-

mg out such a letter brought to light the fact

that the wife of the customer had been given

the money to make the payment, but had used

it for a matinee party. When the husband

learned of the fact there was a family jam, but

the dealer got his money. The telegram, repre-

senting the fourth notice, is also dispatched late

in the afternoon, preferably about 5.30, and is

also delivered at about the dinner hour.

Firmness in the matter of collections has a

value that is obvious, for if the customer gets

the idea that the dealer is careless in following

up his collections and is too afraid of losing a

sale to insist upon regular payments the result

can easily be foreseen. As a matter of fact,

the dealer has every right to be firm in insist-

ing that the terms of the written contract be

adhered to by the customer just as they were

by him in making the delivery of the machine.

He should see to it that the customer is im-

pressed with the obligation of the instalment

contract just as he is with any other form of

contract that he makes in the usual course of

business. When the dealer is called upon to go

after a delinquent customer he is going after

a man who has broken or is likely to break a

definite contract, and under such conditions has

no apologies to make. The business that is lost

as a result of firmness in demanding -regular

settlements on account is more than offset by
the money saved through good collections.

The collection accounts should be so ar-

ranged that the dealer can tell almost at a

glance just what proportion of his regular

monthly instalments have become overdue.

Those who watch this department very care-

fully find that under normal conditions, with

no general depression or excess of unemploy-

ment, overdue payments can be kept at 5 per

cent or less of the total each month, and that

when the percentage rises to 7 or 8 it repre-

sents a danger signal that cannot be neglected.

AN EXCELLENT RECORD WINDOW

Luscher's Music Shop, of New York City, Pre-

sents "Saw Mill River Road" Window Which
Attracts Widespread Attention

Luscher's Music Shop, of 2712 Third avenue.

New York City, which recently won first prize

in a contest conducted by the local board of

trade, is again featuring a window display which

is among the most attractive, if it is not the

most attractive in the city at the present time.

Again the idea was worked out by Edward G.

Evans, of C. Bruno & Son, Inc., Victor dis-

tributors, New York City. The window features

the July Victor record release "Saw Mill River

Road." The display consists of a bark-covered

building representing a saw mill with a water

wheel. Running water revolves the wheel and

continues down a mill race the entire length of

the window, the banks of which are grass-cov-

ered. Mr. Evans brought from his place in

Connecticut a number of small pine trees which
represented the uncut lumber. A sawdust road

runs from the forest to the saw mill, with

miniature donkeys hauling the logs. Cows
grazing in a pasture lend a pastoral effect to

the scene. The tie-up with the record is made
with posters, and the display of the record it-

self on easels. The popularity of the display

is well evidenced through the crowds viewing

it at all hours of the day and evening.

PATRIOTIC DISPLAY WINS PRAISE

Poppler Piano Co., of Grand Forks. Arranged

Edison Window in Patriotic Environment

Grand Forks, N. D., July 6.—The Poppler

Piano Co., Edison dealer of this city, recently

used a very effective window display of a patri-

otic character, which effectively tied up with

the National Guard and American Legion. J. A.

Poppler, president of the company, reports this

window helped establish a large amount of

good-will for his house. The background con-

sisted of a large American flag which com-

pletely covered the back of the window without

in any way draping the flag. On the left a

machine gun was placed with a war picture,

and on the right a model of the Baby console

of the New Edison. In front of the console

a group of war material was placed, including

helmets, belts, etc. In the center was a table

model of the New Edison beside an effective

merchandising sign telling the merits of the

Edison. Simultaneously an advertisement was

run in the local newspapers linking up with this

window display.

ALEE-KI CAWP3E-LL
|

In Concert and Entertainment

Personal Appearance of

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

Bookings now for season 1923-1924
Sample program and particulars upon request

P. W. SIMON, Manager
1674 Broadway New York City

Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Qaartet



July 15, 1923 THE TALKING MACHINE WORLD 7

\^ctor supremacy is the
supremacy ofperformance

Victrola IV, $25
Oak

Victrola No. 90

$125
Mahogany or walnut

Victrola No. 215
$150

Mahogany or walnut

It proves an unparal-

leled understanding of

the sound-reprodvicing

art—of music and me-

chanics and all the kin-

dred sciences that make

for success in the talking-

machine industry.

Victrola VIII, $50
Oak

Victrola No. 105

$180
Mahogany or walnut

Victrola
"'S M.ASTERS VOICE" REG. U. S. PAT. OFF.

Look tinder the lid and on the lahels for these Victor trade -marks

Victor Talking Machine Company
Camden, New Jersey
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Value of Prestie^ Builder of Sales
That Elusive Something Called Prestige Has a Marked Effect on

Sales—Braid White Tells What This Force Is and What It Does

The analysis of the processes of salesmaking
has proceeded during the last two decades with

great vigor, and, in consequence, there is now
a great deal of literature on the subject—liter-

ature which shows that the energies and
thought-values expended upon the considera-

tion of the subject have not been wasted. It

is probably not entirely a matter for congratu-

lation that distribution in contemporary indus-

try should be generally considered more impor-

tant than designing and manufacturing; but it

certainly is so, for reasons which we need not

discuss at this time. Salesmanship becomes
all the time a more important matter and con-

stantly demands more of the time and attention

of the directors of business.

The Crowd Age
Among the elements which enter into the

process of selling, the factor of prestige may
justly be held as of the first importance. As
Gustav T.eBon has so well shown, this is the

age of the crowd, that is to say of the mob
of more or less undisciplined human beings

of all ages and both sexes, of all levels of individ-

ual education and intelligence, which is from day

to day played upon by the combined forces

of commercial, social and political propaganda,

whether through advertising, through the news-

papers or through the tyranny of commercial-

ized fashion. The crowd mind is the mind
which every great director of commercial ac-

tivities seeks to understand; for he has assured

his material success from the moment when he

can find out what the crowd wants and can

supply its desire. Now, prestige, whether per-

sonal or institutional, is one of the most power-

ful of the factors which control the crowd's

action and provoke its desires. It is thoroughly

well established that the possession of a suf-

ficient quantity of prestige is in itself a guar-

antee that the possessor can impose his will

upon the crowd to an extraordinary extent.

The same, of course, is true of that prestige

which belongs to institutions and is principally

exhibited in the power over the minds of the

crowd which is possessed by great commercial
houses, of whose products the names have be-

come favorably known through continued iter-

ation and (also) through outstanding merit.

Power of Prestige

The salesman should at all times keep in

mind that if he can sell an article which pos-

sesses prestige he can sell successfully, always

and without great difficulty. Prestige is a mys-
terious quality. There are certain names in

the music industry, for instance, which are

household words. Everyone would like to have

an instrument bearing one of these precious

names; and everyone, at least, feels it necessary

to explain when the instrument actually

possessed bears some other name of a smaller

prestige-value. This powerful property of these

favored names has been built up gradually, first,

through merit, and later (since the opening of

the modern era) through calculated publicity.

In certain lines of commercial activity it is pos-

sible to creat permanent, or almost permanent,

prestige for articles of little or even of no merit

[as witness the once extraordinary prosperity

of the patent medicine industry]. But in the

music industries prestige must be based first on

merit and only secondly on advertising.

Because this is so, the salesman who is fortu-

nate enough to have a prestige value to sell is

the most fortunate of salesmen, for his com-
petitors, unless they also possess names of

equal or greater value, can compete with him
only in the matter of price. And price is the

poorest of arguments when the opponent is a

good salesman at all.

It is not necessary to mention names. Every
retail salesman in the music business knows
that when he has the selling of any one of

certain names half or more of his work has

been done before it has been begun, as it were.

The competitor who may have a name to sell

which lacks the property of prestige has to be

on the defensive all the time, and is very likely

finally to fall back either upon fancy lying—or

upon price.

Maintenance of Prestige

For precisely the same reasons manufacturers

whose products have acquired any prestige at

all, whether through old-establishment, superla-

tive merit or in whatever manner at all, should

never forget that to maintain this prestige is

the first of their commercial duties. No mat-

ter how good the product may be, the memory
of the public is not fool-proof and is subject to

strange lapses, wherefore it is necessary to

maintain the established prestige by constantly

telling the people the same story about the

pertinent facts. In this way the prestige is

maintained at its pristine value and, therefore,

so long as the process continues without cessa-

tion, the sales resistance against it will be found

to decline gradually.

Prestige, of course, is always a delicate and

tender flower, although so powerful in its eff'ects.

It rapidly fades and withers, and is always

liable to the attacks of other prestige-values,

based upon competing articles.

Maintenance of prestige, however, is a sub-

ject which would demand a whole book to

itself, a book which would be, in effect, a

treatise upon the philosophy of advertising.

We are at present more concerned with the

philosophy of salesmanship and shall, there-

fore, continue to assume that the prestige-

values are maintained at their original or even

at their highest possible value.

The Law of Steps

Now, in salesmanship it is always a cardinal

principle not to confuse the mind of the pro-

spective purchaser by introducing new ideas

through wide leaps. In other words, in pro-

ceeding from the ideas or beliefs already and
unmistakably held by the prospect towards
beliefs we wish to impress upon that person,

we must be careful always to proceed step by
step, and so carefully that the mental distance

between the steps is not too great to be taken

with the utmost ease. For this, among other

reasons, it is very foolish indeed, usually, to

talk the mechanics of the article which is under

sale. Mechanics especiall}^ are never to be

talked, short of compulsion, save where the very

nature of the article demands such a treatment.

In the music industries there is scarcely a single

article to be named in which technical talk

during salesmaking can be said to do any good.

Such talk is rankly foolish when one is selling

music and not machinery.

Capitalize Prestige Value

In fact, the very best advice that can be given

to the salesman is to capitalize the prestige-

value which the instrument may possess and so

far as possible to confine the remainder of the

selling process to musical demonstration.

Thus, if one is wise, one will simply em-
phasize in every way the right to confidence

which the instrument, the records or the house

which sells them, have earned by their long

establishment and their acknowledged merit.

It is, of course, not necessary to tell the cus-

tomer that a house of long establishment and

high reputation is certainly not going to swindle

any individual buyer; that is not necessary to

put the truth in such brutal language. But it

is often necessary to remind the customer diplo-

matically that the house's own familiar and

long-established policy is in itself the strongest

of guarantees that the article sold is what it is

represented to be.

In a word, salesmen must never forget that

the strongest sales weapon is found in the prop-

erty of prestige, and that if the article has it in

any way or form the possession should be

capitalized to the utmost; while if the article

has not yet established it, the retail house itself

must make use of what property itself possesses.

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM
DETACHABLE

WONDERFUL
"ARTOIS

REPRODUCER

10 OR 12 INCH ,

RECORD TABLE"

HANDLE PUT ON TO STASf

STRONGLY
CONSTRUCTED

CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

NEEDLE WELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

SPEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E" PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable.

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.
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WHAT IS THE MATTER WITH BUSINESS?
PEERLESS answers ''Nothing is the

matter with business!"

A Few Sales Suggestions

for July and August

1. Keep in touch with outdoor
musical events.

2. Give talking machine con-
certs in the local parts.

3. Keep alive in your com-
munity the public's interest

in music.

4. Keep following up your
customers and prospects
whether they remain at

home or wander to the sea-

shore or mountains.

THE Summer months are with us, and the usual question

during this time of the year is "What's the matter with

business?" For those talking machine dealers who go after

business energetically during the next few months there is

plenty of business, but it is going to require hard work and
intensive effort.

PEERLESS offers the suggestion that during July and
August talking machine dealers should encourage their cus-

tomers to develop group record collections. This idea was
advanced by PEERLESS over a year ago and dealers who
have adopted the suggestion have found it a profitable one.

We have made a very careful study of this sales plan and
the PEERLESS Classification System is one of the solu-

tions of this important problem. Let us tell you more about

this classification system and how it can be used to develop

record business.

PEERLESS PRODUCTS
DeLuxe Albums

All Grades of Record Albums

"Big Ten" Albums
Record-Carrying Cases

Interiors for Victrolas and
Phonographs

Classification Systems

Record Album Sets for

All Make Machines

Record Stock Envelopes

Delivery Bags

Supplement Envelopes

Photo Albums

Peerless Record Carrying Case

The Peerless Carrying Case is built as a traveling com-

panion to all portables, even the finest instruments.

Its finish and workmanship match the high standards
of the best talking machines and it can be sold at a price

low enough to insure the dealer a rapid turnover, whether

it is sold separately or with a portable.

We urge you to place your orders now while there is yet

time to prepare your stock to meet this big and promising

demand.

PEERLESS ALBUM COMPANY
WALTER S. GRAY CO.

San Francisco

and Los Angeles.

PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

L. W. HOUGH
Boston

20 Sudbury St.
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I

AGGRESSIVE SPIRIT NEEDED IN RETAILING

THERE is great need for a more aggressive spirit in the retail

talking machine industry. Dealers and salesmen are not boost-

ing their business and its marvelous possibilities as they should

in many cases, and there is too great a tendency evident to allow

other and newer simulators in the musical field to occupy a com-

manding share of public interest.

When one considers the position of the talking machine as an

educator and a stimulator of musical taste and appreciation, it

seems as if we all were not doing our full share in proclaiming the

marvelous position which it occupies. Through its use not only can

the best of music be heard in the hnnie, but the very personality, as

well, of the great leaders who dominate the orchestral, operatic and

concert stage. It is clearly the duty of every manufacturer, dealer

and salesman to act as a missionary, to the end that they bring home

the merits of the talking machine and its concomitant, the record;

to larger audiences of Americans.

We have been preaching, month after month, on the necessity

of campaigns of actual contact—getting out and reaching the people

rather than having the people come to the store. This is a vital

necessity if we are to increase, particularly, the sales of records.

It means work, of course, but those who succeed in any business

have to work. This effort can be made a pleasure if the dealer or

his sales force develop a campaign intelligently and systematically.

During the next two months plans should be perfected so that

the dealers can enter the Fall season with a definite purpose and a

sincere desire to make a sales record that will excel anything

hitherto on file. Even during these Summer months, with their

extended periods of excessive heat, there are dealers who are carry-

ing on sales campaigns that are netting them a good profit, thanks

to their enthusiasm and their will to win.

Sometimes it seems as if there were not enough real active

dealers in the talking machine industry—we mean dealers of initia-

tive, who realize that business can only be developed by intelligent

and well-considered eft'ort—judging from the limited volume of

sales transacted by the vast army of dealers now handling talking

machines and records, but who are not moving them very rapidly.

I

THE QUESTION OF ADVERTISING IN SUMMER

WITH the arrival of Summer there has been a noticeable de-

crease in the volume of advertising done by talking machine

dealers in the various sections, although the curtailment, as a rule,

has not been as large as has been the case in other years. It appears

that the retail dealers are coming to realize, slowly, perhaps, but

surely, that it is just as essential to continue advertising regularly

throughout the Summer and the so-called "dull" period, as it is

during the livelier Fall and Winter months, and, in fact, generous

advertising is even more necessary if Summer sales volume is to

be kept on a substantial basis.

Harold A. Thurlow, well-known advertising man of Boston,

in commenting upon Summer publicity, said recently: "Merchants

who believe they know their business wOuld look aghast if someone

should suggest that they close up their store during the Summer
months, yet they will curtail their advertising to that point where

they practically drop out of existence so far as the busy man and

woman of to-day is concerned.

"Progressive retail merchants know that properly prepared

newspaper advertisements produce worthwhile results. During the

Summer months make your advertising seasonable. Fill it full of

interesting store news. It is a well-known fact that many women
prefer the metropolitan newspapers that carry the most big depart-

ment store advertising. Capitalize on this habit and make your

advertisements newsy."

It is perhaps overoptimistic to express the belief that Summer
business can be made as profitable as that handled at other seasons

of the year for the reason that various conditions operate against

it, but it is not beyond reason to insist that the maintenance of

a regular advertising campaign, with copy that suits the season,

together with a fairly energetic selling effort, can make Summer
business pay a worthwhile profit.

When the retailer simply accepts the Summer season as is and

rests upon his oars he is simpl}' facing the necessity of making up

during the remaining months of the year the losses that are bound

to accrue in his business during the period of Summer rest.

I

THE CONVENTION FROM A SALES STANDPOINT

THOSE in and out of the trade Avho profess to see a falling off

of interest in the talking machine would have been enlightened

had they attended the conventions of the allied music trades in

Chicago last month, where a score or more of the manufacturers

of talking machines and accessories had exhibits at the Drake Hotel.

The exhibit period covered four days, and it is significant that,

without exception, every representative of the talking machine in-

dustry reported that the volume of actual orders booked the first

day more than compensated him for the expense and trouble in-

volved in making the exhibit.

It is to be admitted that the industry has its problems, and that

the demand for certain lines of goods may not be as active just

now as it has been in the past, but there is reason to believe that

this condition is only temporary. Certainty the retailers have shown
sufficient confidence in the future to place orders that involve con-

siderable money, and this is a matter worth considering seriouslv.

Next year the convention of the allied music trades will be

held in New York, and it is expected that exhibits will, as usual,

be placed in the convention hotel. In such an event, those in the

talking machine trade who seek to get in touch with the maximum
number of dealers at a minimum cost might well consider the pos-

sibility of being included among the exhibitors, whether or not the

convention program in itself gives much attention to the problems

of this branch of the music industry.

I

LOWERING THE COST OF DOING BUSINESS
|

THE retailer, and for that matter the manufacturer and whole-

saler, who does not know exacth' what it is costing him to do

business is sailing an uncharted sea and is taking a serious gamble

against landing on the rocks of disaster. And yet there are a sur-

prising number of retailers, even in these days of income and excess

profits taxes and reports, who have no definite idea of just what
part of the selling price of their goods goes into the overhead and

what part, if any, remains as net profits.

The trouble appears to be that too many merchants are in-

clined to take the gross profit figures too lighth^ and to accept a
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margin of 40 or 50 per cent of the selling cost as a very liberal

figure without endeavoring to learn just what amount is charged
against that margin before they can have the money that may
properly be called profit.

The retail talking machine dealer, for instance, who does a

business of ?60,000 a year is liable to be too greatly impressed with

the fact that the gross profit on that turnover may amount to

$24,000 or $30,000 and neglects to study the situation to determine
whether that gross sales total represents a proper return for his

cost of doing business. When he figures rent, light, advertising,

help, insurance, freight and delivery charges and the thousand and
one items that enter into the conduct of business, he is liable to find

that he has been working all year for the honor of the thing and
that the success of the business is more or less visionary.

There is little excuse for the talking machine dealer not having
an accurate knowledge of business costs for the reason that he is

dealing in fixed factors. His goods have a definite value and he
buys at a definite discount. All that remains for him to do is to

see that he includes in his overhead every single item of business

expense and then analyze those figures to determine whether his

sales force and his advertising are bringing in sufficient return to

warrant the costs. If it is not there are two avenues open—either

to reduce the sales force and the advertising appropriation to keep
the costs within bounds, or to jack up the sales staff and the ad-

vertising writer with a view to getting increased results from the

existing organization. The latter plan is certainly preferable.

giiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

E M O V A L O T I C E

The headquarters of The Talking Machiiip World are now
located in spacious NEW QUARTERS AT 383 MADISON
AVENUE, NEW YORK.

This change has been made in order to take care oj the space
requirements of our rapidly expanding business and also in

order that tve may serve the trade with the additional ad-

vantages that are only possible through our being located in

the new center of the advertising and publishing business.

We ask the readers of The Talking Machine World to kindly
make note of the change in our address and ive wish at this

time to extend a most cordial invitation to all our readers

to visit us in our neiv establishment. We value very highly
a personal acquaintance with you all, and ive are anxious
that you be familiar in a first-hand way with the character
and scope of our organization.

EDWARD LYMAN BILL I

Publishers of Business Papers for Over Years

CO-OPERATION ON CREDIT INFORMATION

A SIGNIFICANT feature of the conventions of the various

divisions of the industry held within the past year has been
the attention given to the matter of credits. Piano manufacturers,

their dealers, musical merchandise and band instrument men and
the music publishers and dealers all have gone seriously into the

question of extended credit information, and with a satisfying degree

of success. It is but natural, therefore, that the talking machine
trade give thought to this problem. Perhaps the manufacturing
situation is such that an interchange of credit information is not

considered vital, but for the dealers, particularly those in the larger

I 383 MADISON AVENUE. NEW YORK j

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^

metropolitan centers, such information honestly given and honestly

received is calculated to reduce materially the losses suffered

through doing business with those of no financial responsibility.

The Talking Machine Men, Inc., the organization of retailers

in and about New York, has given this matter attention, and it is

to be hoped that there will be some definite plan developed that

will work for the protection of the retail talking machine man
just as the furniture dealer and others who do instalment business

have managed to protect their interests through co-operation in the

matter of credits. As a matter of fact, a reliable credit service

among dealers in New York and other large cities should have the

effect of considerably curtailing the activities of "gyp" dealers

who offer so serious a problem to the legitimate merchant just now,

for it follows that the undesirable customer who cannot buy at

regular stores will be forced to patronize the "gyp," and the increas-

ing quantity of that sort of business is not going to be profitable to

the gentleman who uses the private house as his business head-

quarters. This is an angle that in itself should stimulate more

earnest interest in credit matters.

Doubles
As a dependable partner Pearsall al-

ways covers his court.

Ask any Pearsall dealer, he'll tell you.

"Desire to serve, plus ability."

10 EAST 39th ST. NEW YORK CITY

SILAS E PEARSALL COMPANY

THOMAS F. GREEN, President
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Tested Stunts That Have Boosted Sales
W. Bliss Stoddard Tells How Chicago Trade Cashed in on Conven-

tion—Mysterious Music Makes 'Em Stop—Alarm Clocks Aid Sales

The leading moving picture houses are show-
ing scenes from the music trades convention

which convened recently in Chicago and there

is a keener interest in music generally than is

usual at this season of the year. A number of

the window trims that were used during the

convention week have been left in, slightly

modified, and Wabash avenue during June pre-

sented an interesting appearance, with appeals

about equally divided between the June bride

and portable instruments for vacation.

The Cable Piano Co. featured one of the new
popular records, "Swinging Down the Lane."

A canvas drop in the background showed a large

white house through the trees and in front were

lifesize cardboard cut-outs of youth and maiden
"swinging down the lane." At either side were

talking machine cabinets of diflerent design and

in the front center was a cluster of records of

"Swinging Down the Lane."

Lyon & Healy featured records. The walls

and floor were brown, hung with blue velvet

curtains, while blue velvet drapes trailed across

the floor. A number of the new records were

scattered over the floor and a panel card an-

nounced: "The new June records are here." In

this panel the word "June" was made of floral

wall paper.

People have been taught to reduce their

weight by music, and to learn French and Span-

ish through records, and now they are learn-

ing to play golf through the instrumentality of

the phonograph. Records are shown contain-

ing instructions in the fundamentals of golf laid

down by Chick Evans, the golf champion. A
sporting atmosphere was given to the display, as

the scene represented the veranda of a country

club. Against a wicker rocker leaned a bag
of golf clubs, while on the table were a portable

talking machine and a number of golf balls. In

other chairs and on the floor were a number of

copies of the golf records.

The Wurlitzer Co. showed in the rear an

archway hung with daisies. At one end was a

grand piano, at the other a harp and in the

center a talking machine cabinet, while standing

in the archway, in long veil and orange blos-

soms was a June bride—the figure borrowed
from a local department store. The Cable Piano

Co. had a somewhat similar display, but in this

case the room was given a drawing room set-

ting and only a piano and phonograph were
shown. On a pedestal in the center was a

shower bouquet of tulle ribbons, white roses and
lilies of the valley. Cards attached to the piano

said "From Dad," and to the phonograph, "From
Paul and Maizie."

Music From Underground
A simple, yet efficacious method of attracting

the attention of the passing public was recently

tried by the Brunswick Shop, of Indianapolis,

Ind. The shop sells phonographs, but the usual

plan of letting the passers-by hear the music

through the door or window was too stale to

appeal to their up-to-the-minute manager. Those

who passed the store saw the horn of an instru-

ment pressed close to the glass, but after an
instant they realized that the sound did not

come from there. People watched and listened

and finally located it. It came from one of the

circular manholes in the sidewalk, down which

coal is shunted. The sales manager had had

holes bored in the man-hole cover, set a phono-

graph under it and set it going, and while the

public gazed at the silent instrument in the

window they heard the strains from rhe one

under the pavement. The plan drew and held

the crowds, and as they stood around and lis-

tened, they looked in the window and saw the

instruments, with cards stating the terms—and

as the manager says, "the more lookers, the

more buyers."

Alarm Clock Sale Boosts Business

J. S. Williams & Son, Shenandoah, Pa., re-

cently set a new record in getting out a crowd
in the sultry Summer weather. The firm had a

big stock of machines and records which they

wished to move and they felt that all that was
necessary to make them sell was to get people

to see them at close range. Accordingly, they

purchased a hundred good quality alarm clocks,

which they distributed at all points throughout

the store. Each of these clocks was set to ring

at a different time and all were timed to "go

of?" some time between 8:30 and 5:30, the open-

ing and closing hours of the store. They then

announced through the papers that they were

going to hold a one-day alarm clock sale, but

that the alarm clocks, instead of being sold,

would be given away. The idea was that when-

ever any of the alarms went of? the clock was
given to the person who happened to be stand-

ing nearest to it. The plan provoked much mer-
riment in different houses throughout the town,

but it was efficacious, as people flocked to the

store out of curiosity, if nothing else. Knowing,
too, that this was the season when the Fall

brides and grooms w-ere beginning to look

around for house furnishings, the firm further

announced that a good, practical present would
be given to the first one hundred men and

women in front of the store when it opened for

business that day. This announcement was
made along with cuts and quotations on the

stock they desired to move, and the brides and
grooms were told in advance that if they were

contemplating matrimony and wished to take

advantage of this sale the goods w-ould be stored

free until they were wanted. In the large front

windows were shown a young couple (the

models borrowed from a local dry goods store)

inspecting a talking machine, while set about the

window were tabourets, tables, tea wagons and

other articles of house furnishing, each with a

small card stating the price attached to it.

When the one-day sale was held the crowd in

front of the store was so large that the side-

walk was blocked and the distribution of the

articles of merchandise to the first one hundred

became a rather difficult matter. Inside the

store the intermittent ringing of the alarm

clocks kept people constantly on the qui vive

and the store was filled the entire day—while

a very good volume of sales was recorded, and

those who did not buy that day had it impressed

upon them that this was the phonograph store

of the city.

PURCHASED PEORIA MUSIC SHOP

Peoria, III., July 2.—Lacey's, Inc., 424 Main

street, this city, one of the most prominent

music concerns in this section of the State, re-

cently purchased the Peoria Music Shop, 216

South Adams street, which is an exclusive

Victor establishment. The stock of the latter

concern has been moved to Lacey's store, which

handles the Edison and Victor machines and

records and, in addition, a complete line of

pianos, etc.

THE SUPREME TONE AMPLIFIER
A revelation in sound reproduction

ESPECIALLY ADAPTABLE TO PORTABLE
MACHINES

Incomparable for Dancing

Doubles the volume, yet improves the quality and detail.

Invites comparison with any sound box on the market.

"If you haven't heard the

You haven't heard your machine"

UNIQUE REPRODUCTION CO., Inc.

Cable Address, "Addalone" N. Y. 32 Union Square, New York
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A NAME EASY TO REMEMBER

EVERYBODY'S TALKING MACHINE CO., Inc.
MAKERS PHILADELPHIA, U. S. A.

A SIZE FOR EVERY PHONOGRAPH MOTOR

I

I

I
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July 2, 1923.

Announcement
TO THE TRADE:

We have purchased the entire Victor merchandise and

goodwill of the wholesale business of the Knickerbocker

Talking Machine Co., New York Victor wholesalers, effec-

tive June 30, 1923, after which date the Knickerbocker Co.

will discontinue as Victor wholesalers.

This move on our part is in line with the progressive

Blackman policy and in keeping with our conviction that a

reduction in the number of Victor wholesalers will be bene-

ficial to the trade. We hope it will pave the way for in-

creased sales and corresponding economies in wholesale dis-

tribution, in which the dealer may eventually share.

The financial strength of our Company—the character

of our organization, and the completeness of our stock, will

insure a continuation of Blackman Dependable Service to

our present Victor dealers and to any new friends we make.

Very truly yours,

BLACKMAN TALKING MACHINE CO.

J. NEWCOMB BLACKMAN,
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AEOLIAN CO. OUTLINES ITS NEW DISTRIBUTION POLICY
Instruments Now Being Sold Direct to Dealers Instead of Through Wholesalers—Vocalion Co. of

Chicago to Continue as Jobber—Big Fall Advertising Campaign Planned

The Aeolian Co., New York, issued an im-

portant statement this week, briefly outlining

its new policy of merchandising the Aeolian-

Vocalion phonograph. In discussing the plans

for this merchandising campaign R. M. Kemp-
ton, manager of the wholesale Vocalion depart-

ment, stated as follows:

"We are now selling our instruments direct

to our dealers, instead of through jobbers, ex-

cept in the city of Chicago, which is handled

through our jobber, the Vocalion Co. of Chi-

cago, and the metropolitan district will be han-

dled by the wholesale metropolitan dealers' de-

partment. This is a change in our policy, but,

due to the general change in the phonograph
business to-day, we find this working out to

a better end than our previous policy. This

enables us to keep in closer touch with our

dealers and we are limiting the number of ac-

counts to just one dealer in a town, except in

very large cities, where we have two.

"With this new policy we are also able to

give our dealers a very much larger discount

than we did before. This larger discount en-

ables the dealer to do a certain amount of local

advertising and we are very glad to furnish

mats of our ads from one column to full-page

size.

"All instruments are being shipped from our

Grand Rapids factory, where we have concen-

trated on the manufacture of the Aeolian-

Vocalion.

"The line which we have to offer this year

we believe to be the most attractive proposi-

tion on the market to-day. Our new catalog

and price list of our instruments cover our com-

plete line, starting with the new console we
are bringing out of Queen Anne design, which

will retail for $150 and will be ready for ship-

ment some time in August.

"Besides our line of conventional and period

cases we are having the leading interior deco-

rators bring through some very beautiful pe-

riod cases for us. These cases are being de-

signed and made by the following interior deco-

rators; Tiffany Studios, D. S. Hess & Co., W.
& J. Sloane, Charles, of London, Wm. Pierre

Stymus, Jr., Inc., Wm. Baumgarten & Co. and

H. F. Huber & Co., and will be installed with

our own motors, tone arms, horns and Gradu-

olas. We feel these cases will add greatly to

our present line. W^e can assure you that we
are going after Aeolian-Vocalion business in

a very aggressive manner this Fall and our ad-

vertising campaign, outlined briefly, is as fol-

lows:

"Aeolian-Vocalion national advertising dur-

ing the coming season will appear in the follow-

ing magazines, and others to be selected later:

Atlantic Monthly, Century, Harper's, Review of

Reviews, Scribner's, World's Work, Architec-

ture, Art and Decoration, Country Life, Gar-

den Magazine, House Beautiful, Vogue, Vanity

Fair, House and Garden. These magazines

have a combined circulation of 1,200,000. The
percentage of duplication is very small. They
cover the quality market of the United States

with a large margin. They are subscribed for

and read by people of means, good taste and

culture, by the people who appreciate music

and purchase musical instruments.

"There is not a worth-while home in the ter-

ritory of any Aeolian representative where one

or more of these magazines does not go each

month, not a family whose patronage is desir-

able which does not read the Aeolian message

each month it appears. The advertising to be

started next Fall in these splendid periodicals

is unique. In dignity, beauty and impressive-

ness we believe it is in advance of anything

hitherto done in the music industry. If this

campaign as a whole could be shown it would

be almost overwhelming. It will, undoubtedly,

create the greatest sensation of any advertis-

ing campaign in recent years.

"The follow-up—the means by which every

representative may obtain the benefit of the na-

tional advertising—is also indicated. The main
feature, the illustrated letters, was used in New
York this Spring, with extraordinary effect."

MANY NEW EDISON ACCOUNTS

Phonograph Corp. of Manhattan Doing Excel-

lent Business in Jewish Edison Recordings

—

Some of the Latest Popular Releases

Among the new Edison dealers recently estab-

lished by the Phonograph Corp. of Manhattan,

Edison distributor, are the following: Nunn
Phonograph Co., Hacketstown, N. J.; H. W,
Steere, Walden, N. Y. ; Jacob Bros. Piano &
Phonograph Co., Brooklyn, N. Y., and the

Graham Music Shop, Jersey City.

In view of the large Jewish trade which the

dealers in the Metropolitan district are serving,

the Phonograph Corp. of Manhattan has been

doing an excellent business in Jewish records,

and the Edison library of this class of records

has been materially augmented in the last few

months, and will be further amplified by at least

twelve more releases between now and the first

of September.

Among the Jewish recent releases referred to

are the following: "Bris Mile" by Cantor Sha-

piro and chorus, coupled with "Der Pedler" by
Sam Silberbusch and Sadie Wachtel; "Die

Greene Yente" by Morris Goldstein and Lizza

Tuchman, coupled with "Mein Weibs Shegun"

by Morris Goldstein; "Der Telegraph" by Sam
Silberbusch and Sadie Wachtel, coupled with

"Der Ez-Hadas" by Sam Silberbusch.

The new releases will be by various artists,

including several singers who are new to the

Edison catalog.

CARL FLECH ON EUROPEAN TOUR

After an extended European tour Carl Flech,

Edison artist, is scheduled to come to the

LTnited States about Christmas time. His work
entitled "The Art of Violin Playing" has made
its debut, both in German and English, and is

making an excellent impression.
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EMILE COUE: himself on

Cjolumbia
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(plumbia New Process Records
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is going.

EMILE COUE, the little druggist-

philosopher of Nancy, France, is one

of the outstanding personalities in the

world to-day. His m^sage of health,

happiness and prosperity for every one,

through "Self Mastery," which has stirred

the world and which he personallybrought
to America, aroused here an interest, the

endurance and intensity of which is sen-

sational.

Thousands eagerly listened to his lec-

tures. Tens of thousands bought his

book. Had affairs permitted him to re-

main here, his time would have been in-

definitely engaged for a continuous lec-

ture tour.

Realizing that if he could personally

talk to the multitudes who wanted to hear

him, they would the more perfectly ab-

sorb the principles of his teaching and be

benefited, M. Coue arranged with the

Columbia Graphophone Company to per-

petuate his doctrine in his own words and

make it available to every one everywhere.

D
,^'0 EM1L£ COUEBOWN METHOD

j
SELF MASTERY

The Coue Records, "Self Mastery
Through Conscious Auto-Suggestion,"
are ready. The set—two double-faced

Columbia New Process Records, with the

super-silent new surface, tastefully en-

veloped and boxed, with the text of Coue's

own words printed on the envelope, are

listed to sell at $3.50, less regular dealer

discounts.

It is M. Coue's desire that every one be

given the opportunity to secure these rec-

ords. This coincides with the policy of

Coue's clinics in Nancy and we are glad

to co-operate.

Columbia has the exclusive rights to

Coue Records. These Columbia New
Process Records are the only genuine

recordings of his voice.

The multitude of Coue's followers v^dll

be overjoyed at the opportunity to secure

these records spoken in this teacher's sin-

cere and magnetic voice.

Visit the Columbia Branch in your ter-

ritory and examine the set.

Columbia Graphophone Company
New York

NewPirocessRecords
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprint (firm name or trade mark) stamped on

covers if desired when orders are sufi&ciently large

to justify it.

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

ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Magoire, RepreientttiTe

SELECTING THEIR FAVORITES

THE PERFECT PLAN

ALBERT M. BLACKMAN GRADUATED

Son of J. Newcomb Blackman Graduated From
University of Pennsylvania—Will Enter Busi-

ness World This Fall—He Is Well Equipped

J. Newcomb Blackman, president of the

Blackman Talking Machine Co., accompanied
by Mrs. Blackman, attended the graduation ex-

ercises held at the University of Pennsylvania,

year prepared an exceptionally fine sales man-
ual on the sale of Victor products from a

retail angle.

Although devoting a great part of his time

to his studies Albert M. also gained promi-

nence as a tennis exponent, appearing with

considerable success in several Forest Hills and
Kew Gardens tournaments. He has always

manifested a keen interest in sports, sharing

his father's delight in outdoor activities.

According to J. Newcomb Blackman's pres-

ent plans his son will enter the business world

this Fall. These plans do not contemplate any

immediate connection with the Blackman Talk-

ing Machine Co., as Mr. Blackman believes that

the young college graduate should secure his

business experience among strangers.

Albert M. Blackman and His Parents

Philadelphia, Pa., recently, where their son, Al-

bert M., was graduated from the Wharton
School of Commerce and Finance. After four

years of hard work, during which he was an

honor pupil in every year, Albert M. Blackman

received the degree of Bachelor of Science in

Economics, securing the distinguished mark in

economics. For his research paper he selected

"Commercial Arbitration" and during his senior

SOME RECORD FOR A RECORD!

R. S. Williams & Son, Ltd., of Montreal,

Canada, recently advised the Edison Co. that

they had discovered that the record number
4676 entitled "Three O'Clock in the Morning"

was played on a "Penny Arcade" machine 5,210

times, and it is still in good condition.

Mr. and Mrs. Rappaport, who operate M.

Rappaport's Music Shop, Victor dealer, 880

Westchester avenue. New York City, are on an

automobile vacation tour of the New England

States.

NEWpilSON
. COMPAMSON '5Ki™jpfl0(lJVINC ARTIST -^ REVEAl;S,*NOyDiligEBENCE ^

FOR THE FIRST TIME,
since last September, we are in a position to establish a few more
Edison Dealers in the Metropolitan District.

•

OUR POLICY,
during a shortage, is to give all goods possible to the merchants
who have been Edison Dealers and who have previously spent
their time and money in working up sales and prospects.

CONSEQUENTLY,
and because we are now making up our Fall and Winter require-

ments, we invite inquiry from merchants who are located at good
trading points, who believe in fair profits and who consider quality

necessary to success.

The Phonograph Corporation of Manhattan

Orange
Metropolitan Distributors

New Jersey

A. H. CURRY ON WESTERN TRIP

Vice-President of Phonograph Division, Thomas
A. Edison, Inc., on Tour of Important Dis-

tributing Centers in the West

A. H. Curry, vice-president in charge of the

phonograph division of Thomas A. Edison, Inc.,

left on an extended Western business trip on

June 25. His first stop was in Chicago, where
two days were devoted to a special session of

the Executive Committee of the National Asso-

ciation of Edison Disc Jobbers, during which
consideration was given to the matter of in-

creasing production for the Fall and Holiday

seasons. From Chicago Mr. Curry went to

Minneapolis, from there to Omaha and thence

to Kansas City. He then proceeded to Dallas,

Tex., to look over the business of his company.
The Te.xas-Oklahoma Phonograph Co., in that

city. He expects to return via one or two other

Edison jobbing points and to be back in Orange
about the middle of July.

NEW OFFICERS OF DAVEQA, INC.

Knickerbocker Talking Machine Co. Now Hold-

ing Company for Davega, Inc., Retail Dealers

—Lurie Interests Withdraw

The Knickerbocker Talking Machine Co.,

New York City, formerly Victor wholesaler, the

Victor distributing end of which was purchased

by the Blackman Talking Machine Co., has now
become the holding company for Davega, Inc.,

operators of a well-known metropolitan chain

of talking machine and sporting goods stores.

The Lurie interests have been withdrawn and
the reorganization of the company has been
accomplished. The new officers of Davega, Inc.,

are S. B. Davega, president; R. A. Davega, vice-

president, and Abram Davega, chairman of the

board, treasurer and also vice-president.

APPOINTS NEW REFLEXO JOBBER

Progressive Musical Instrument Corp. Metro-
politan Distributor for Reflexo Products

Reflexo Products, Inc., sole selling agent of

Reflexo blue steel needles and Gilt Edge
needles, both products of W. H. Bagshaw Co.,

Lowell, Mass., announces the appointment of

the Progressive Musical Instrument Corp., New
York City, as Refle.xo distributor in the metro-

politan district.

Louis J. L'nger, general manager of the Re-

flexo Co., reports that an increased output has

been made in the production of Gilt Edge
needles and attributes this increase in a large

measure to the new Gilt Edge display stand,

which includes the dance tone needles.

Alice Verlet, the distinguished soprano who
records for the Edison, arrived from Europe
early in July, after a very successful tour abroad.
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Famous Orchestras Maintain

Supriemacy

in the dance field

OKEH RECORDS early took the lead in the

production of fast-selling dance records.

Today, that supremacy is still maintained by

offering monthly, our notably large and early releases

of the latest dance hits played only by dance or-

chestras whose fame and popularity are firmly estab-

lished.

Take, for example, Vincent Lopez and His Hotel

Pennsylvania Orchestra, holders of the record-break-

ing nine consecutive weeks' vaudeville engagement,

made at America's premier vaudeville house, Keith's

Palace, New York. Where is there another dance

orchestra that can parallel their tremendous popu-

larity? Take Markels Orchestra, "Society's Fa-

vorite"—the orchestra that is almost unanimously the

first choice of Society's discriminating "400" for the

dance music at their very exclusive social functions.

Take Rega Dance Orchestra, under the personal

direction of our recording laboratory manager; it is

one of the most versatile phonograph record dance

orchestras in the country today.

Or take any one of the orchestras listed on the right.

Each one is individually famous in their own respec-

tive cities or districts. Each one has its own host of

admirers who fully appreciate the opportunities that

OKeh Records give for hearing the music of their

favorities right in their own homes. At the same time,

by means of OKeh Records, the accomplishments of

all these orchestras are available to the dance-lovers

throughout the nation.

Is there any wonder with such an array of famous

talent to choose from that OKeh Records continue to

reign as ' the best dance records "?

QKe^^ Records
The Records of Quality

A few representative dance

orchestras that record

for OKeh

* Vincent Lopez and His Hotel
Pennsylvania Orchestra

* Markels Orchestra

* Rega Dance Orchestra

* Flerbert Berger's St. Louis
Club Orchestra

* Finzel's Arcadia Orchestra of

Detroit

* Finzel's Detroit Society Or-
chestra

* Guyon's Paradise Orchestra

* Hotel Cleveland Dance Or-
chestra

* Handy's Orchestra

* George Kelly and His Origi-
nal Six

Blue Ribbon Trio

Tampa Blue Jazz Band

Original Dixieland Jazz Band

Blue Diamond Dance Orches-
tra

Glantz and His Orchestra

Exclusive OKeh Arlisis

QJU,
The K«cord <3F Quality

General

Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th St. New York
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Mail Orders Help Business Development
Talking Machine Dealers Have Excellent Opportunity of Expand-
ing Business by Going After Mail Orders—Factors to Consider

Newspaper advertising brings the message of
the talking machine dealer to a large circle of
prospective customers. Direct-by-mail literature

brings the dealer's message to a smaller and
more select group of prospects. These are the
two forces which enable the live merchant to

e.xtend his business far beyond the borders usu-
ally limited by the activities of the outside sales

organization, window displays, clever store ar-

rangements and other forms of publicity which
affect only those people within a narrow radius

of the establishment.

Extending Through Mail Orders
Every talking machine dealer has it in his

power to extend his trade by the establishment
of a mail order business on a small scale. The
opportunity is there. It merely awaits develop-
ment. True, the process of building up a mail
order demand is slow under ordinary circum-
stances. For example, let us consider the op-
portunities existing in the record end of the
business. Unlike the large mail order houses,
who are compelled to publish more or less elab-

orate catalogs at periodical intervals, the talk-

ing machine merchant is supplied with catalogs

(record supplements) each month. Of course,

trying to build up a mail order demand merely
by sending these supplements to out-of-town

prospects or those residing some distance from
the store is practically a useless procedure. The
dealer must go much further than this. In short,

he must develop a campaign which has for its

object the building up of mail orders.

Many Factors to Consider
A campaign of this character may take many

forms and there are a number of important
points to consider. In the first place, there is

newspaper publicity—advertising in the papers
which reach the people who live in the particu-

lar communities which the dealer is trying to

reach. This advertising must do much more
than advertise the products which the merchant
handles, or the service which the firm is in a po-

sition to extend to patrons. While these things

should play a part in the publicity, the main
function of the campaign should be to bring

home to the readers of that newspaper that the

Blank Music Co., or whatever the name may be,

is prepared to take care of mail orders. Bring

the fact that you are able to extend first-class

service by mail home to the owner of a talking

machine who lives some distance from the near-
est talking machine establishment and the

chances are that you will get some business.

Repeat orders will come in a measure equal to

the satisfaction of the customer in your service

and the enthusiasm of the talking machine
owner in his or her instrument.

Payment Should Accompany Order
Unless patrons who desire to order records

by mail have purchased at your establishment
before credit in the case of records should not
be extended. It is a simple matter for the pros-
pect to send in the order accompanied by a
money order or a check. The sending of cash
through the mail should be discouraged because
quite often letters go astray, the weight of coins
tears the envelope and the money is lost, or
other contingencies may arise in which the cus-

tomer i.s at the losing end of the deal, with con-
sequent loss of confidence in the plan and a

feeling of irritation which the dealer will find

difficult to overcome.

Orders should be filled as quickly as possible

after receipt. Nothing so irritates a customer
who is anxious to secure a product as long,

tedious delay. Remember, the average patron
is not disposed to look at the matter in a

lenient manner. Service is expected and where
it is lacking the merchant is, eventually, the

loser. Service in the mail order business is not
limited to prompt shipment of orders. It ex-

tends equally to insurance that records ordered
reach the purchaser in perfect condition. This
necessitates the exercise of great care in pack-
ing. Here the dealer can follow the example of

the jobber from whom he receives his records.

There is another way in which direct-by-mail

business can be built up and that is, as often

suggested by The World, by making direct mail

contact with a list of prospects which the dealer

has searched out by canvassing the country

and communities surrounding the city or town
in which he is located. This method will prob-

ably prove more effective in impressing on the

minds of talking machine owners the special

service which the merchant is inaugurating.

The expense, in comparison to the ultimate re-

turns, is comparatively small. However, and
this cannot be emphasized too strongly, the let-

ters which the merchant sends to customers

and prospects should be prepared with great

care. It is not a wise plan to try and save a

few dollars at the e.xpense of loss of quality

and, consequently, pulling power of the cam-
paign. If a drive of this character is under-

taken at all it should be made as effective as

possible and no pains should be spared in put-

ting the plan across.

All Dealers Have Equal Opportunity

These few suggestions in regard to building

up a mail order business apply with equal force

to the talking machine dealer in the large city

and the small town. In the large city the mer-

chant has the advantage of many people within

a few miles of his store, many of whom find it

difficult to visit the dealer because of children,

sickness and many other reasons. These pros-

pects will welcome a plan which eliminates the

necessity of going to the talking machine store

or doing without the records they are anxious

to secure. In the city a plan which might prove

especially effective and can be run in conjunc-

tion with the mail order business is encouraging

the receipt of orders over the telephone and
delivering C. O. D. The small-town merchant
has the advantage of being close to rural com-
munities where the farmers very often find it

difficult to make regular trips to the nearest

town. This is especially so during the busy sea-

sons of the year, when planting and harvesting

are the order of the day. These people will take

eager advantage of the mail order plan, if it is

presented to them in the proper light. In fact,

the large mail order houses in various large

cities throughout the country are doing a tre-

mendous business in talking machines and rec-

ords with rural dwellers and much of this trade

will go to the merchants who go after it aggres-

sively enough and follow a definite campaign.

TALKING FILM CORP. CHARTERED
The United States Talking Film Corp., of

Wilmington, Del., has been granted a charter

of incorporation under the laws of that State

to deal in talking pictures, with a capital of

$1,000,000.

INCREASE CAPITAL TO $300,000

The Toledo Talking Machine Co. has in-

creased its capitalization from $200,000 to $300,-

000.

Retail Price
—East of Mississippi —$35.00

—West of Mississippi —$40.00

ARE you getting your share of the portable business? Are you selling the right machine?
The Modernolette is selling fast. It is constructed of solid walnut, wax finish. Has a re-

liable motor and tone arm. In quality, it is in the high priced class. In price it is low. We still

have some valuable territory open for jobbers.

Manufactured by

MODERNOLA COMPANY JOHNSTOWN, PA.
New York Distributor: PROGRESSIVE MUSICAL INSTRUMENT CORP., 319 Sixth Ave., New York, N. Y.
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New Patrons as a Source of Information
The Successful Methods of Securing Information From New Cus-

tomers Used by a Mid-West Dealer Outlined by Frank H. WilHams

"There used to be a time," said a successful

Middle Western music merchant, "when I was
merely thankful to see new customers come into

the store, and when the only thing I did with

these new customers was to see that they got

what they wanted and give them a warm invi-

tation to return to the store when they were

again in the market for any of the goods we
liandle. But now I go considerably farther than

that— I endeavor to learn things from the new
customers which will be a real help to me in

getting more business.

"I.et me tell what 1 learned in this way and

just how I use this knowledge in going after

more trade and bringin;,; more people into the

store.

Questions Show Source of New Trade

"I make a point of personally asking these

questions of the store's new patrons: 'What
brought you into this store Was it our adver-

tising? Was it the recommendation of some
one of our regular patrons? Was it our window
displays, or just what was it? What thing

about the praise given us by one of our old

customers, or what thing about our advertising

or window display's particularly got your atten-

tion and made you want to patronize this insti-

tution?'

"These questions are put to customers in a

diplomatic way, of course, which won't make
them feel as though they were going through

a third degree examination, and in practically

all instances the customers seem to be per-;

fectly willing to answer them.

"The answers to these questions show me
where the new trade originates. It is interest-

ing to know that 75 per cent of all our new-

trade comes to us through the praise or recom-^

mendations given us by regular customers who
have been patronizing us right along.

Valuable Information Secured

"Our questioning has .given us some valuable

information upon which to work in building up
.still more business for the establishment. When
it becomes evident that the .good will and sati.'<-

faction of the regular customers of the store arei

so tremendously important in brin.ging in new
trade, it shows that the best sort of business

for us is to do everything in our power by

means of service to please every customer who
comes into the establishment. Thus, not only do

we make sure of getting the future trade of

that particular customer, but we also make sure,

of having that customer recommend us to other

people who will in turn patronize us. In this

way we are developing our business in a con-

structive, worth-while manner all the time.

"The questions also show us that our adver-

tising and window displays run just about neck
and neck in developing new trade.

"It was an immense satisfaction to me to

find this out, because I had been rather dubious

about the value of my advertising and had been

thinking of cutting it out. We had thought

our window displays were instrumental in bring-

ing in new patrons, and it was also a satis-

faction to find out definitely that this was actu-

ally the case.

Securing Facts on Advertising

"The answers to the questions show us that

the things about our advertising which are most
successful in bringing new people into the store

are the timeliness of the ads, the local and per-

sonal touch which we give them. Let me illus-

trate what is meant by all this by telling of

some of the things said by new customers as to

why our ads had brought them into the store.

" 'Your advertisements are always interesting,'

said one woman who had never before been in

our store, 'and one of the things which have

really been instrumental in bringing me into

the store hav'e been your reports on the music

which is most popular with your patrons, and
in the dance halls of the city. I have some
young children who dearly love to dance, and
I've been very anxious to get the sort of music
that would make them want to stay home in

the evenings and bring their young friends to

the house, but I didn't know what sort of music

to buy, until I read your ads. That's why I'm

here now—because I want to buy the sort of

music that you say is most popular.'

"Another woman had this to say about our

advertisements

:

" 'I never read your advertisements very

closely until I saw in one of them where you

told about Professor Smith, of the European
School of Music, giving a summary of the pro-

portion of jazz music and popular music and

classical music which should be in every home.

Now at our house we have always specialized

on classical music, and our musical library is

rather top-heavy as a result. My children are

always making a fuss because we haven't

enough popular music, and I have come to the

conclusion that it will be a mighty good thing

to vary our library.'

"These two quotations will be sufficient to

indicate the value of the advertising copy we
are constantly running and will show how our

copy is most instrumental in getting people into

the store.

Window Displays Not Neglected

"When it came to finding out from the new
customers who had been brought into our store

by our window displays just what things about

our displays attracted their attention and made
them want to patronize our establishment, we
discovered some particularly interesting things.

For instance, one new customer had this to say,

'I've always liked to stop and look at your
show windows because the displays are always
clean and attractive with a choice variety of

goods shown. Whenever anyone is greatly in-

terested in all kinds of music, as I am, window
displays which show a wide variety of goods are

particularly interesting. It helps a person in

getting the right slant on the whole realm of

music. The particular window display that

brought me into your store is the one in which
you are showing all the different kinds of

stringed instruments you have in stock. I had
no idea you carried such a big variety of stringed

instruments, and because I'm particularly in-

terested I've come in here to purchase one of

those shown in the window.'

"Another new customer had this to say about
our show windows: 'The thing about your win-

dow displays which has made me come into

your store and become a regular customer is the

fact that you change your displays frequently.

I never go by this store without seeing some-
thing new and interesting in your windows

—

something that makes me want to come into

the store and look at the goods on display and
try them out.'

"All of this information learned from our
new customers has been really of immense help

to us in determining what to do in order to

attract still more new customers to the store,

and in order to do even more business than we
are now doing.

"Here in this store we consider the new cus-

tomer the most important one we have. If we
can get enough new patrons and make regular

customers out of them our business will grow-

splendidly, and we will make monej' accord-

ingly."

.Aren't there some worth-while suggestions

presented herewith which will help other music
stores in getting more new customers?

GRANBY LINE AT FURNITURE SHOW

Gk.and Rapids, Mich., July 1.—The entire line

of phonographs made by the Granby Mfg.
Corp., of Newport News, Va., was attractively

e-xhibited on the ninth floor of the Ringe Build-

ing during the Grand Rapids Furniture Exhibi-

tion in this city. This exhibition draws visitors

from all sections of the country, and the Granby
d'splay, accordingly, was well attended. J. F.

Stapleton, sales manager of the company, was
personally in charge.

mrn^w For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

^1 Will push the Instruments as I am

personally quite enthusiastic over their merits and am very pleased

with the tone and distinctness of undertones produced by use of the

Instrument.
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The Golden West

THERE is a real "Golden West" awaiting manufacturers

of talking machine products who are making quality

merchandise and selling it at a fair price, but the unlimited,

tremendous sales possibilities for this merchandise on the

Pacific Coast must be developed by a sales organization that

knows how to do it in the most resultful way.

The Munson-Rayner organization, although a comparative

newcomer in the talking machine industry, has already

attained a substantial measure of success. It has built up
an efficient, capable sales staff that visits talking machine

dealers on the Pacific Coast every working day of the year.

It has developed and fostered a spirit of dealer good will and
friendship that is invaluable.

In other words, the Munson-Rayner Corporation has not

onlv sold $500,000 worth of talking machine merchandise

to dealers on the Pacific Coast in a period of only nine

months, but has established a good will that is far more im-

portant than sales totals.

If this successful organization can assist you in developing

Pacific Coast distribution for your |)roduct, please submit

your proposition in detail. The Pacific Coast market for

talking machine merchandise represents one of the greatest

buying powers in the industry, but it is a market that re-

quires and deserves concentration, knowledge and experience.

Munson-Rayner Corporation
643 South Ohve Street Los Angeles, Cal.

, /-i^ "S*"" Francisco - - Cal.
Branch Offices : d .i id" rortlana, (J re. (Opens Aug. 15)

Distril)utor of Cheney talking machines,
Vocahon Red records and standard talk-

ing; machine accessories
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Types of Men Who Make Best Salesmen
An Interesting Analysis by Walter S. Jenkins, of Chicago, of

Method of Determining Whether Applicants Can Become Salesmen

I have been asked to state, according to my
own experience, what type of man, untrained in

salesmanship, can be molded into the best talk-

ing machine salesman.

It would seem that every type of humanity

was placed on this earth for a special purpose,

and that each has certain inherent qualities

which the others lack. But let us, however,

leave the human family for a moment to get an

example to prove the point.

Suppose we were asked what type of horse

is swiftest. We would naturally think of that

branch of the equestrian family that nature built

for speed—a race horse. Certainly we could not

conceive of a dray horse coming down the home
stretch leading the field. But if we attempt to

state which kind of race horse is fastest we will

likely lose quite a little money before we learn,

as the old darky said, "we can make money on

a race but not on the races," meaning it is a

gamble to try to pick in advance the survival

of the fittest.

Made for Selling Purposes

There seems to be just as clearly defined a

species of humanity made for selling purposes as

there is a type of horse created for speed; but it

does not always follow that every man is a suc-

cessful salesman that belongs to the salesman's

class. A man may be classified properly but

also outclassed by his contemporaries, for there

appears to be just as much difference in com-

mercial results between the natural born sales-

man, but lacking in some essential, as between

thoroughbred horses that are short some qual-

ity. The winners are always in the minority,

but they come from the class that produces

winners nevertheless, and we want to study the

salient features which separate the selling class

of humanity from the others that were created

for other purposes.

Now that we may get a mental picture of a

successful salesman as sketched from psycho-

logical research and practical results, let us

analyze the two following types:

This is the Shakespearean type.

The kind that makes a good floor

salesman, but who is not so suc-

cessful elsewhere. He is a quick

thinker, logical, artistic, frail in

body, does not like hardships, and

might be called lazy when physi-

cal efifort is required; therefore,

he is not suited to outside hustling.

Here we have the athletic type. This type is

capable of success both in and out of the sales-

room. His characteristics are doing, compel-

ling, initiating, pioneering, would
rather rough it than to visit pic-

ture galleries, etc. (Professor

Myron A. Lee, of Cornell Uni-

versity, has written several in-

teresting articles on character

analysis.)

Since, for this article, there is

but space enough for a mere sketch of the

skeleton of the law of character analysis, the

difference between the requirements of the city

and country salesman will not be touched upon.

We simply assume the candidate before us is

one of the above types and rates well in health,

appearance, personality and mental ability.

Resourcefulness the Basis

From my own experience I have found many
failures among men that pass all of the tests

up to this point, simply because they lack re-

sourcefulness. A salesman may read all the

books on salesmanship and study psychological

principles, points of contact, motives that make
men buy, persistence, tact, views of the mer-

chants, etc., but if he lacks resourcefulness he

will become nothing more than a plain "parrot."

A man apparently lacking all of the qualifi-

cations of the salesman except one often makes
a sale, and that is a sale—is it not? Proving
that his resourcefulness overshadowed to a great

degree all his shortcomings. There are, on the

other hand, a great many old-time salesmen

in the music field whose heads are full of

knowledge regarding musical instruments, yet

they are failures, simply because they cannot

solve unexpected problems.

Resourcefulness makes a dreary, rainy day

into a forerunner of a million-dollar crop and

of the revival of business. It puts smiles on the

storekeeper's face, even if the storm keeps away
liis customers, and it discovers the secret en-

trance to business when all the regular doors

are closed and locked.

It is comparatively easy to find a resourceful

man if one takes the trouble of asking the appli-

cant to obtain certain information which may
not be easily secured, or by inquiring for a

solution of a certain selling problem. A little

effort in this direction will often show you at

once whether the applicant is a "leaner" or a

"lifter."

A Real Example
When P. T. Barnum brought Jennie Lind to

this country he sold her to New York so en-

thusiastically that 30,000 persons went down to

the dock to meet the boat. People crowded on

the roofs in the neighborhood, crowds followed

her to the hotel, torchlight parades took place

al midnight, while 20,000 people watched and

cheered. The tickets for the first concert were

sold at auction, and Tenin, the hatter, a man
not musically inclined, paid the goodly sum of

$225 for a ticket.

No great musical artist had ever visited Amer-
ica before, and high-class music was under-

stood but by only a few, and yet Jennie Lind's

ninety-three concerts under Barnum's manage-
ment yielded $712,161.34 in a period of nine

months. Mr. Barnum knew nothing of high-

class music, had never seen Jennie Lind before

she appeared in this country ready to sing at

the first concert—in other words, he did not

know his goods, but he was resourcefulness

personified and all obstacles were forced to

melt away.

The Formula
My little formula, therefore, for selecting

salesmen from raw materials is as follows:

First—Decide if the candidate is for inside

or outside.

Second—Select the type best suited for the

work—"mental."

Third—From the applicants choose the most
resourceful.

Of all the words in salesmanship there is

none bigger than "resourcefulness."

ETHEL MILLER AGAIN WITH JENKINS

Well-known Record Saleswoman Placed in

Charge of Record Department of J. W. Jen-

kins Music Co., Kansas City, Mo.

Kansas City, Mc, July 5.—Miss Ethel Miller is

again with the J. W. Jenkins' Sons Music Co.

and is now in charge of the buying and dis-

tributing of the records through the retail store,

1013 Walnut street. Miss Miller has been con-

stantly learning things since she was with the

J. W. Jenkins Sons' Music Co. four years.

"Above everything," said Miss Miller, "I have

learned the commercial value of records."

Miss Miller established the Paul Talking Ma-
chine Shop in Kansas City and the exclusive

shop in the south part of Kansas City, known
as "Von Hershner-Trudell." Miss Miller also

spent a Winter in the Arkansas hills, where she

established the Melody Shop at Fort Smith.

Since returning to the J. W. Jenkins' Sons

Music Co. she has been putting into practice a

new system she highly approves of and recom-

mends, which is tlie personal work of following

up monthly releases with post-cards and the

writing of monthly letters to customers, making
suggestions along the line of their musical in-

terests.

The Melody Music Shop, Saul Bluestein, pro-

prietor, Memphis, Tenn., is featuring the Sonora

and Brunswick instruments.

No. 3 Tone Arm

No. 5 Reproducer

66OLD RELIABLE 99

For several years this throw-back, ball-bearing Tone Arm has been the biggest

seller in our catalogue. WHY?

MUTUAL PHONO PARTS MFG. CORP.
149-151 Lafayette Street New York City

The Russell Gear & Machine Co., I/td., 1209 King St., West, TORONTO, CANADA
Exclusive Distributors for Canada and All Other British Possessions

INDUSTRIALS CNIDAS, S. A., Balderas 110, MEXICO CITY, Exclusive Distributor for Mexico
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Walter Camp's

"Daily Dozen"
for the

Summer Camp

In many of the largest organized camps
throughout the country, the campers keep fit

by beginning the day going through Walter

Camp's
*

'Daily Dozen" on Health Builders'

sets. Many smaller camps of which we
have no record are also doing the same thing.

This demand provides opportunities for

summer sales by the dealer. Every retailer

who carries Health Builder sets should cash

in on this. If you haven't taken on the line

as yet, don't delay any longer. Write us

today for full information.

HEALTH BUILDERS, Inc.
DEPARTMENT W7

334 FIFTH AVENUE NEW YORK, N. Y.
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A Chain of Successes

CAROLINA
MAMMY
A RealSouthern
Mamrny Son^

YOUVE
GOT TO SEE
MAMMA

EVRYNIGHT
A Lonesome Blues

Fo;c Trot

5WING1N
DOWN THE

LANE
An Oldfashioned Son^
With a FycTrotSM)in^

'You can'r^o wron^ -With any 'FElST'son^"

THE WORK OF JUNIOR MUSfC CLUBS ARMENIAN TENOR'S FIRST RECORD ADVISES READING OF TRADE PAPERS

National Bureau for Advancement of Music Is-

sues Most Interesting and Valuable Volume
Covering Development of Such Clubs

Armand Tokatyan Makes Vocalion Record of

"Miserere" From "II Trovatore" With Rosa
Raisa—Listed in the July Supplement

The National Bureau for the Advancement of

Music has just issued a very interesting and at-

tractive volume on the History and Outlook of

the Junior Department of the National Federa-

tion of Music Clubs, by Mrs. William John Hall,

National Junior Club chairman. The book,

which is handsomely printed and attractively

bound, gives a detailed history of the various

junior music clubs in the different States of the

Union and offers a fund of information regard-

ing the activities of these organizations that

should prove a revelation not only to the mem-
bers of the trade, but to those who have taken

active interest in the development of musical

appreciation among children.

C. M. Tremaine, director of the National Bu-

reau for the Advancement of Music, has writ-

ten an introduction for the book in which he

tells the reasons for the volume and something

of the manner in which the Bureau has tied

up with the junior club movement. The volume,

if anything, proves that this junior club idea

has progressed far beyond the experimental

stage and that these organizations of juveniles

have progressed to the point where they repre-

sent a real factor in the musical life of the

country. On this premise they are to be con-

sidered seriously by the members of the trade

who believe in the cultivation of the child as a

means for promoting future demand for musical

instruments.

With a copy of the book at hand the local

dealer is in a position to find out just what is

being done by the junior music clubs in his lo-

cality and to lend his active support to the move-

ment to the ultimate benefit of his business and

the trade in general.

The opera-going public has long been familiar

with artists of various nationalities appearing

on the opera stage, such as Americans, Italians,

French, Irish, etc., but peculiar interest attaches

to the high position won in the opera field by

.\rmand Tokatyan, an Armenian tenor, who has

recently joined the ranks of the Metropolitan

Opera Co.

Particularly interesting from the trade angle

is the fact that Tokatyan makes his debut as

a record artist in the Vocalion supplement for

July, singing with Rosa Raisa a splendid re-

cording of the "Miserere" from "II Trovatore."

Tokatyan will shortly be heard on a number

of other Vocalion records, as it is said his re-

cording voice is unusually good.

REDUCTION IN FREIGHT RATES

Export Bureau of Chamber of Commerce Se-

cures 25 Per Cent Cut in Freight Rates on

Musiccd Instruments to Australia

Through the efforts of the Advisory Com-
mittee to the Export Bureau of the Music In-

dustries Chamber of Commerce, a reduction of

25 per cent in the freight rates on musical in-

struments to Australia has been obtained and

it is hoped that a reduction will also be secured

in the rates to Mexico.

The Bureau has compiled a very complete and

up-to-date list of importers and dealers in Amer-

ican musical instruments in practically all for-

eign countries, a copy of which will be sent on

request to any member of the Chamber who is

interested in foreign trade.

BLUE'S STORE IN BANKRUPTCY

Birmingham. Al.a.. July 3.~Blue's Music Store,

which has been located on Dexter avenue for a

number of years, has just filed a voluntary peti-

tion of bankruptcy in the United States Court

here. Their liabilities amount to $18,266.97 and

their assets $2,015.39. The latter are listed as

merchandise and real estate, while the liabilities

consist chiefly of open accounts.

IN CHARGE OF RECORD DEPARTMENT

Canton. O.. July 5.—Miss Marguerite Falor,

for many years in charge of the sheet music

department of the George Wille Music Co., is

now in charge of the record section of this

well-known music store.

Miss Falor, .since assuming charge of this de-

partment, has made many changes in the

arrangement and now has one of the most sys-

tematic departments in this city.

PHONOGRAPH CASES
RADIO CASES

Reinforced 3 -ply Veneer
The Standard Case for Talking

Machines and Radio Sets

Let at figure on your requirements
MADE BY

PLYWOOD CORPORATION, Goidsboro, N. C.
Milli in Va., N. C. and S. C.

Robt. N. Watkin, New President of Merchants'
Association, Urges Dealers to Read Trade
Publications to Increase Business Knowledge

Robert N. Watkin, the new president of the

X'ational Association of Music Merchants, has

long been a staunch believer in the value of

trade papers and has repeatedlj- called attention

to the valuable information he has gleaned from

the columns thereof.

It is significant, therefore, that one of the

first official statements issued by Mr. Watkin as

president was one urging that music dealers

get the habit of reading their trade papers in

order to learn how their fellow merchants

handle the various problems. In this connection

Mr. Watkin said:

"The arrival of your weekly or monthly trade

papers should be looked forward to with eager-

ness. Their cost to prepare, both in dollars and

in brain work, is enormous. They are prepared

by men who have had practical experience in

music stores and have the ability to tell others

about it.

"The editorial pages contain helpful, business-

promoting ideas. Their advertising pages con-

stitute a market place of musical instruments.

No matter where the music merchant lives, a

live up-to-date trade paper will keep him in-

formed as to what is going on in the music

business.

"We strongly recommend that every merchant

in the National Association of Music Merchants,

and those who are not members, get the habit

in 1923 of reading their trade papers."

WILLIAMS STORE TO OPEN

Cambridge, Mass., July 3.—A new music house

has been opened at 750 Massachusetts avenue,

known as the Williams Music Store. Musical

instruments and phonographs are sold.

WILEY PIANO HOUSE TO OPEN

Charleston, W. \"a., July 5.—The Alfred

Wiley Piano House, temporarily located at 419

Stratton street, has opened for busines-.

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensiye

Lid Support
on the Market

Canadi Patent

Applied

Patented

5ept.9.l9l9'

Two other patents'

Applied foi

flexible and bent.

The bottom piste iscon-
siructed of one piece
of metsl and it works
automatically perfect.
No parts to go out of
order. The hinges are
made in two styles

—

SampltB on request.

STAR MACHINE &NOVELTYCO.
81 MILL STREET BLOOMFIELD. N. J.

G. L. LAING CO.. Canadian Distributer
41 Richmond St., East, Toronto, Ottt.
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Reviving Interest of Record Customers
When a Customer Ceases to Make Purchases There Is Something

Wrong—A Letter That Succeeded in Regaining Lost Patronage

The problem of the lost record customer is

one that at various times serves to worry prac-

tically every talking machine dealer. It hap-

pens often that an individual will buy a

machine and several records and later on will

continue to add to the record library. Even-
tually, however, the customer suddenly ceases

buying records or cuts his purchases down
to an insignificant point. It is to meet just

such a situation that a card list of record cus-

tomers, showing their purchases, becomes of

practical value to the dealer, because it enables

him to check up promptly on those who have
cut record purchases and prevents his over-

looking those who, for one reason or another,

dropped by the wayside. When the volume
stops, for instance, the dealer is in a position

to make a direct appeal to the customer for

the reason as to the lapse of interest. It may be

that interest in the talking machine itself has

waned, but there is still a possibility that some
failure of service or some other grievance may
be the cause of the trouble.

A number of dealers, too, have found that

excellent results are obtained by writing direct

to the customer, sending either a personal or a

form letter and inquiring as to the reason for

the stopping of record purchases. This course

does not always result in increasing the in-

dividual's record purchases, but at least it gives

the dealer the information as to why there has

been a change of heart and with this informa-

tion at hand he can govern himself accord-

ingly.

If it is a matter of waning interest and the

customer admits the fact the dealer has a

chance of bringing to the attention of the cus-

tomer special records that he believes will

serve to revive that interest. If, on the other

liand, some failure of service has been respon-

sible for the loss of sales, the dealer can make
proper restitution or correct the trouble so that

it will not cause the loss of any other cus-

tomers, whether or not it brings that particular

individual back into the fold.

It is generally maintained that what is pal-

pably a circular letter does not get any great

measure of attention from those who receive it,

but the fact remains that if the letter is prop-

erly worded it will receive attention in a surpris-

ing number of cases, particularly if information

is sought and the recipient does not feel that

he is placed under any obligation to spend
money. The letter to the delinquent customer,

therefore, that asks for information that is

calculated to help the dealer improve his serv-

ice has an appeal to the machine owner that

brings satisfactory results.

As an example of such a letter we repro-

duce herewith a form used by the Will A.

Watkin Co., Dallas, Tex. This letter is signed

personally by the manager, and is general in

character without any attempt being made to

hide the fact that it is a circular letter, and it

has produced results that have warranted its

.continued tise. Retailers who are seeking ways
and means for getting old record customers

back into line might well study the letter with

a view- to developing one for themselves that

will meet a corresponding situation:

Dear Customer: Looking over our records the other

day, I noticed that you haven't been so good a customer

of ours as you used to be. That interested me at once,

because I have a notion that whenever 1 lose a customer

I also lose a friend. I puzzled a good deal over the things

that might have happened to cause you to take your trade

away, but I couldn't figure it out.

Finally I decided to drop you a line and ask you to tell

me frankly just what the trouble was. Have we done

anything that seemed to you discourteous or unfair? If so,

I want a chance to do the right thing without delay. I

may be able to afford to lose customers when the fault V>

in no wise ours, but I can't afford to lose even a single

customer when it is.

In spite of all that any one can do, accidents will happen

—oversights and slips occur. I think many of the diffi-

culties of life arise from the fact that people don't try to

clear up misunderstandings—just let them pass as if they

were tri.les. From my point of view, the loss of a customer

isn't a trifle. If there's anything I can do to bring you
back as a regular customer, I don't want to lose a

minute about doing it.

\Von"t you write me personally (use the back of thi-=

sheet) and tell me just how you feel about dealing with

us? With kind regards and the hope of hearing from

you ijromptly, 1 remain. Sincerely yours.

Manager, Phonograph Record Dept., Will A. Watkin Co.

H. S. BROWN OPENS NEW STORE

G.M{UXKU, Mass
, ju'y 2.—H. S. Brown, i)rnmi-

ncnt New England music merchant, who oper-

ates a large music store in Lynn and another in

Fitchburg, Mass., has opened a hew talking ma-
chine establishment in the Home Building, t'.iis

city. The local store has been fitted with the

most modern equipment obtainable and presents

an attractive appearance.

The Lang Bros. Brunswick Shop, formerly

located at 114 East Wayne street, South Bend,

Ind., has moved to 439 South Michigan street.

Soakes Hips'

cii.< OP-

TS'

V

A Mark of Service

Each month we prepare several hundred sets of attractively painted show cards

featuring the new Victor Records, as pictured here.

This service is considered a most important item in the M. I. S. extensive and

thorough plan of sales co-operation with the dealer, as experience has shown that the

strikingly designed and colorful cards, in their very refined gold frames, have a real

selling ability, in direct proportion to the manner in which they are exhibited.

We are not actively interested in the sale of show cards, beyond their value as a

medium for prornoting Victor business. Our reason for extending the service, on a cost-

share ba.sis to Victor dealers, outside of our immediate representation, is to secure a

larger subscription list which will permit still greater investments in art work.

Write for descriptive circular.

TELEPHONE 9400 LONGACRE



26 THE TALKING MACHINE WORLD July 15, 1923

9hte NEW
H O N O

An Idea

An Ideal and
Three Million Dollars

The only phonograph that dares the test
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EDISON
G R A P H

HE success of the New Edison was made
possible through the soundness and

practicabiUty of the idea that suggested its

development, the unusual ideals upon which
it was built, and the unlimited facilities for

the laboratory research which was com^

pleted only after years of scientific study

and at an expenditure of $3,000,000»

That the New Edison has lived up to ex-

pectations in theRe-Creation ofmusic is now
past history* Its numerous tests of direct

comparison with the living artists before

audiences in various parts of the United

States and Canada proved beyond all possi-

bility of contradiction that the devices per-

fected by Mr, Edison have leaped the gap

between ordinary reproduction and actual

Re-Creation,

It is indeed gratifying to witness the hearty

acknowledgment accorded this greatest of

all Edison triumphs by an appreciative

public and the steadily increasing corps of

Edison dealers,

THOMAS A. EDISON, Inc,

ORANGE, NEW JERSEY

of direct comparison with living artists
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You simply can't keep that fellow Cohen away from telephones.

This month he both talks telephones and uses them in "Cohen
On Telephone Etiquette" and "Cohen 'Phones The Plumber,"
Record A-3904.

Here you have the original and only authentic Cohen, Joe Hay-
man, in two numbers that loose buttons and burst stays as of old.

COLUMBIA GRAPHOPHONE CO.
New York

THE PACIFIC COAST AS A POTENTIAL FIELD FOR SALES
Interesting Talk With R. L. Rayner, Vice-president, Munson-Rayner Corp., Los Angeles, on New
York Visit—Cheney Talking Machine and Vocalion Record Distributor Makes Important Deals

R. L, Rayner, vice-president of the Munson-
Raynor Corp., Los Angeles, distributor for
Cheney talking machines and Vocalion Red
records, as well as for other lines of talking
machine merchandise and accessories, was a
recent visitor to New York. Mr. Rayner when
seen by The World was enthusiastic over
business conditions and prospects on the
Pacific Coast, where, as he expressed it, there
is a large buying public with a plentiful supply
of money at its command. "Not only are the
industries prosperous on the Coast," declared
Mr. Rayner, "but those who come to us from
the East, in the great majority of cases, come
well supplied with money which they have ac-

cumulated in trade and which they use to make
life pleasant in our country."

While in New York Mr. Rayner closed a deal

whereby his company will act as distributor for

Vocalion records in Oregon and Washington,
in addition to the California territory now cov-
ered, and in order to take proper care of the

growing business a branch office of the com-
pany has been opened in San Francisco and
another office will be opened in Portland about
September 1.

The Munson-Rayner Corp. is a firm believer

in advertising and has started on an extensive

billboard campaign along the leading motor

highways in California and adjoining States.

Already 100 de luxe billboards, all of them

painted and half of them equipped with elec-

tric lights, have been placed. Later in the year

it is planned to have several thousand such

boards along the Pacific Coast highways. The
billboard advertising at the present time is de-

voted entirely to the Cheney talking machine,

and possibly some of the boards will be de-

voted to the exploitation of the company's other

lines as the campaign progresses.

An idea of the volume of business trans-

acted by the Munson-Rayner Corp. may be

gleaned from the fact that during the last nine

months it has had a turnover of over $500,000,

thanks to a well-organized executive policy

and a sales staff of hustlers, nine of whom are

on the road constantly in touch with dealers

and covering veritably all of the leading mer-

chandising points in California.

The secret of the success of the Munson-

Rayner Corp. is due to the fact that the organ-

ization keeps in close touch with the dealers.

It stimulates them to new activities, and the

results are satisfactory not only to the Munson-

Raynor Corp., but to the dealers themselves.

In brief, this corporation is teaching the dealers

how to merchandise goods.

California is one of the greatest States per

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-

likes to unpack anything he buys. By using

padded dehvery covers you protect and deliver

a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to sHp a cover over an

instrument at the store and off at point of deliv-

ery and the impression left with your customer is

pleasant. MADERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufacturers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.

capita in the purchase of musical instruments,

and the buying market has been enhanced con-

siderably, thanks to the splendid work of the

Munson-Rayner Corp.

Mr. Rayner announced that both the Cheney
talking machines and Vocalion records were
enjoying increased demand all along the Coast,

and that the principal question at the present

time was that of getting sufficient stock from
the East to take care of orders promptly.

While in New York Mr. Rayner arranged to

take on in his company's territory Brilliantone

steel needles and the new Cesco record repeater.

BRUNSWICK STAFF HOLDS MEETING

Eastern Phonograph Division Has Interesting

Business Session—H. A. Beach Outlines

Plans for Extensive Summer Campaign

The Eastern sales staff of the phonograph
division of the Brunswick-Balke-Collender Co.

held an interesting meeting recently at which
plans were made for a vigorous Summer cam-
paign. The morning hours were spent at the

company's recording laboratory, where new
Brunswick recordings were played, and after a

luncheon at Keene's Chop House the meeting

reassembled at an uptown club.

At this point Harry A. Beach, Eastern sales

manager of the Brunswick phonograph division,

outlined to the staff his plans for a Summer
campaign, and commented on the fact that

dealer applications had been received that very

morning from every sales division in the East-

ern territory, which in itself indicated the rapid

strides being made by the Brunswick product in

the East. Mr. Beach reviewed in detail the

various happenings at the Brunswick meetings

held in Chicago during convention week, and

gave statistics of the Eastern Brunswick busi-

ness, which in some divisions showed better

than a 100 per cent increase over last year,

with a general increase for the entire division.

Dinner was served at the club and the evening

was spent in discussion and exchange of ideas.

MOVIE ADS ATTRACT ATTENTION

Aggressive Merchant Secures Exclusive Rights

to Advertise in Local Theatre

Advertisinsi' on moving picture screens has

been conceded to be as effective -as any other

medium of publicity in bringing the merits of

the talking machine before a large number of

people. Henry W. Berry, Victor dealer, 505

Massachusetts avenue, Cambridge, Mass., has

secured the exclusive rights to advertise talk-

ing machines in one of the leading local moving

picture houses. Twenty-three slides, all re-

lating to Victor products handled by this pro-

gressive house, have been prepared, and these

are regularly flashed on the screen. When it is

considered that practically every patron who
attends the show eagerly reads everything

flashed on the screen, the value of publicity of

this character may be realized.
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Dealers in communities close to the farming

districts are often at a loss as to the best way
to reach the farmers. There are a number of

ways in which this may be done, among several

recently described in The World being the com-

piling of a farmer prospect list through per-

sonal canvass and then sending out literature

lo them by mail. Heim's Music Store, operat-

ing stores in Danbury and Ridgefield, Conn.,

and in Brewster, N. Y., has found the local

Farm Bureau publication a valuable means of

making contact with rural dwellers. Regular

advertising in this publication designed along

lines likely to appeal strongly to the farmers

has brought excellent returns.

Keeping the prospect list up-to-date means
saving money. Where the list remains for a

year or more without undergoing a weeding

out process the merchant is constantly sending

out literature to people who are not and never

will be interested. In several years the time,

trouble and expense involved in sending out

this material reach considerable proportions.

The prospect list should undergo the weeding

out process at least twice each year, and, of

course, where people have moved out of town,

died, or for any other reason are unlikely as

prospects, the names should be dropped from

the list. There are enough people who may
develop into customers so that the dealer can-

not afford to waste time and money on long

chances. The Temple of Music, Scranton, Pa.,

sends out at regular intervals to people who
are in the seemingly "impossible" class a postal

card enclosed in an envelope. The card is

worded in such a way that if the customer re-

mails it to the store he or she signifies the de-

sire to remain on the mailing list. Over 60 per

cent of these cards sent out to the patrons and

prospects of the store some time ago were re-

turned. The others were dropped from the

list as worthless, as far as sales were concerned.

Here is a stunt which dealers in the larger

towns and cities can take advantage of if they

are willing to co-operate. It was originated

by several merchants in a Middle Western city,

who got together and printed a little monthly

booklet entitled "Favorite Records Review."

These booklets were inserted in local theatre

programs. In cases where two or three dealers

combine in producing something of this char-

acter the expense is reduced to a minimum for

each one and a more elaborate little booklet

can be prepared than would be possible if only

one dealer financed the whole thing. No better

place could possibly be found for the distribu-

tion of these little monthly publications than in

theatre programs. Both from the standpoint of

economy and because of the fact that the book-

lets are most likely to be digested this method

of circularization is the best.

A certain dealer who was determined to build

up a clientele of wealthy patrons stationed a

man on the thoroughfare on which his store is

located to take down the numbers of all auto-

mobiles which stopped in his block. In a week

he had quite a long list of numbers which he

checked against the automobile registry, thus

securing the names and addresses of the owners.

To these he mailed sales letters designed to ap-

peal particularly to this class of people. A fine

grade of bonded paper and envelopes were se-

cured for this direct-by-mail work. The re-

sults were very satisfactory. The merchant

whose store is located on a high class business

thoroughfare may find this a profitable means

of securing some live prospects.

OUR EXPORTS OF TALKING MACHINES

Export Figures on Talking Machines and Rec-

ords Show Increasing Tendency as Compared
With Last Year—Our Buyers Abroad

Washington, D. C, July 10.—In the summary
of exports of the commerce of the United States

for the month of April, 1923 (the latest period

for which it has been compiled), which has

just been issued, the following are the figures

bearing on talking machines and records:

Talking machines to the number of 4,710, val-

ued at $175,916, were exported in April, 1923,

as compared with 4,406 talking machines, valued

at $154,891, sent abroad in the same period of

1922. The ten months" total showed that we
exported 49,381 talking machines, valued at

$1,912,518, as against 29,951 talking machines,

valued at $1,250,545, in 1922.

The total exports of records and supplies for

.^pril, 1923, were valued at $121,634, as com-
pared with $101,912 in .\pril, 1922. The ten

months ending April, 1923, show records and

accessories exported valued at $958,553, as com-

pared with $1,274,881 in 1922.

The countries to which exports were made in

April and the values thereof are as follows:

France, $2,293; United Kingdom, $6,814; other

Europe, $6,067; Canada, $39,703; Central Amer-
ica, $4,256; Mexico, $13,676; Cuba, $13,442; Ar-

gentina, $4,821; other South American countries,

$9,112; China, $736; Japan, $20,214; Philippine

Islands, $3,192; Australia, $10,761; Peru, $3,123;

Chile, $14,394; other countries, $23,312.

In the above report the imports are not in-

cluded and this is explained by the Bureau of

Foreign and Domestic Commerce, which in-

forms The World that "Only the exports of do-

mestic merchandise by articles and principal

countries are published at this time on account

of the delay in the import reports. The cor-

responding statement of imports will be pub-

lished when the delayed reports are received."

Some salesmen achieve the best results when
they receive encouragement and others do their

best work when they are forced.

UTTL& TOTS* NURS&Ry TUN&S
SONGS, GAMES, STOR.IES - -ON RECORDS REG. U.S.

PAT. OFF.

Ready NOW— the loose leaf

juvenile record album!

It gives just tvvice the ordinary juvenile record value!

SIX DIFFERENT SELECTIONS on three SEVEN-
INCH DOUBLE-FACED records with beautifully

colored picture and verse cards in a handsome loose

leaf book—retail price $1.00.

INDIVIDUAL RECORDS are 25c each—t\vo selec-

tions on a seven-inch double-faced record with picture

and verse cards packed in a novel loose leaf pocket to

fit the book.

Liberal discounts to jobbers and dealers. Write NOW

!

REGAL RECORD CO.
20 West 20th Street New York
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PHONOGRAPH
Qflie Aristocrat of Phonographs

Do you get the best class of trade?

Do discriminating phonograph buyers

awardyou their esteem and patronage?

PEOPLE of taste and refinement admit un-

hesitatingly the two-fold appeal of the
Widdicomb—its unusual tonal beauty and faith-

fulness of reproduction, and its exquisite cab-

inet work in popular period styles.

Merchants handling the Widdicomb find that

they are building a steadily increasing patron-

age and prestige among the most discriminat-

ing buyers. Are you getting your share of this

class of trade?

Investigate the Widdicomb franchise, learn

how you, too, can command the business and
the esteem which accrue to the Widdicomb
dealer. Write today for complete catalog and
full particulars.

THE WIDDICOMB FURNITURE COMPANY
Grand Rapids, Michigan

Fine Furniture Designers Since 1865

NEW YORK: 105 W. 40th Street CHICAGO: 327 S. La Salle Street

Sheraton Model 5

—

finished in Red or
Antique Mahogany
and Oak. Equipped
with partitions for
records, automatic
stop and patented tone
control.

Widdicomb Phonographs in Period Styles

are faithful interpretations of the best de-

signs of the old masters of the art of

zvood-fashioning. They are the handicraft

of an organization which for three genera-

tions has enjoyed a reputation for leader-

ship as designers of fine furniture. Widdi-

comb Phonographs play all records. Prices

of the various models range from $90 to

$260.
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How Others Make Canvassing Successful
Some Tested Plans Outlined by Martin L. Pierce, of the Hoover

Suction Sweeper Co., at Pittsburgh Meeting of Victor Dealers

It is recognized that one of the secrets of success in the

development of a retail business in the talking machine
field as well as in others is to go after the sales where they

are and not ^vait for them to come to the store. This

means the organized efforts of a competent canvassing and
outside sales force, not always an easy thing for the man
who has not had actual experience in this work. We be-

lieve, therefore, that the following paper on "How Dealers

Are Making a Success of House-to-House Selling," which
was read by Martin L. Pierce, of the Hoover Suction

Sweeper Co., at a recent meeting of Victor dealers held

in Pittsburgh under the auspices of the Standard Talking
Machine Co., and which appears somewhat abbreviated,

should prove of general interest to the trade. Certainly

there should be something found in the experiences of the

various concerns referred to that could with proiit be

adopted by talking machine dealers.

—

Editor.

House-to-house selling is not a new method
of merchandising. It is one that has been used

by th€ old-fashioned pack peddler for many
years. It is, however, a comparatively new
method of distribution for the legitimate retail

dealer. The method has proved especially ef-

fective during periods of unusual sales resist-

ance. This method of selling is just as scientific

and requires just as careful preparation as any
other method being used. The fact that so

many concerns have failed to make good on the

method is nothing against it. To-day many
industries are dependent absolutely upon this

method of selling in order to keep them going.

House-to-house selling is just as dignified and
requires just as high a type of salesmanship as

any other kind of merchandising.

George D. Gaw, of Chicago, has built up one

of the largest envelope businesses in the coun-

try by going out after the business. He says,

"I turned every doorknob that might lead to a

sale." The method he used was to go into a

district and canvass it absolutely clean.

During the dull period of 1921 the Stratton-

Bliss Co., New York distributor of Dodge au-

tomobiles, needed business mighty bad. It sent

out door-to-door canvassers and co-operated

with them by sending out direct-mail advertis-

ing. The canvass actually sold more cars than

enough to pay for the work done besides giv-

ing them a valuable prospect list. They secured

over 100,000 prospects during the drive. When
the prospect had been located they simply ar-

ranged a satisfactory and convenient time for a

demonstration.

The following methods of house-to-house can-

vassing have been used successfully by the elec-

trical industry:

The Commonwealth Edison Co., of Chicago,

has electric trucks into which it loads all kinds

of appliances, also from ten to fifteen salesmen.

These trucks go out into various parts of Chi-

cago and are located on some convenient cor-

ner. A stock man remains with the trucks and

the salesmen begin house-to-house canvassing,

radiating from the truck as a center. The city

is divided into districts with definite boundaries.

In making the canvass they go to the back door

where the lady of the house is found who does

her own work and who particularly appreciates

labor-saving devices of all kinds. This com-
pany maintains eight trucks with a force of 120

such salesmen. They are given an initial knowl-

edge of the appliances they are to sell. Their

educational work comes from the Central Sta-

tion Institute. The men are not turned over

to the captains until after they have passed

successfully this preliminary preparation. By
this method the appliances that are sold are

delivered on the spot.

E. N. Hurley, president of the Hurley Ma-
chine Co., of Chicago, manufacturer of the

Hurley washing machine, places canvassing first

in his merchandising scheme. All its advertis-

ing either is to apply as a suitable background
for the canvasser or to introduce him to the

homes of prospective buyers. The Hurley Co.

in Chicago maintains a chain of forty retail

stores. Fully 95 per cent of its sales are

made either by the canvasser direct or by people

coming into the store as a result of the can-

vassers' solicitations.

The manager of the Eureka Vacuum Cleaner

Co. recently stated that the outstanding essen-

tials for success in selling vacuum cleaners were,

first, a competent house-to-house selling force;

second, local newspaper advertising; third, tele-

phone campaign, and, fourth, complete canvass

of prospects. He stated, "My observation leads

me to believe that retail salesmanship by solicit-

ing orders by personal calls at the homes comes
first. The salesman must use his head, but he

can't use that unless he uses his feet generously."

The Trobaugh Hardware Co., of Morristown,

Tenn., has, for some years, been booking orders

from the farmers by personal solicitation. Its

argument is that when you take the farmer's

order in his home you have eliminated competi-

tion.

The Toledo Railway & Light Co. has divided

the city into twenty-eight districts. Each of

these districts is assigned a salesman. This

(Confiniied on page 34)

A Combination That Can't Be Beat

!

The New GRANBY
Qaeen Anne Console Model No. 215

List Price $100

Granby Uprights, $100, up

Granby Consoles, $100, up

The strong appeal of Granby Phono-
graphs to the buying pubHc is to be

found in;

1,—Their superb elegance and careful work-
manship and construction.

2,—Their wonderful tone and performance.

3,—Their reasonably low price.

These are the three most important considerations by
which the public judges a phonograph and they are
met in a greater degree in

ran

The GRANBY "Baby Grand"

Short Adam Console Model No. 225

List Price $135

PHONOGRAPHS
than in anj' other machine.

In addition to the ease with which the Granby line

sells, there is another advantage that makes a Granby
franchise worth while, and that is the unusually liberal

discounts we allow the dealer.

If you would like to have full particulars of our propo-
sition to dealers, phone or write.

(granby J^anufacturing Corporation
Offices and Factory: Newport News, Va.

New York Branch: 37 West 20th St., New York Telephone Watkins 4508

"As Mellow as

Southern Moonlight'
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prosperity

<4*

W. H. BAGSHAW CO.
AT 31 SI STREET

370 SEVENTH AVENUE

NEW YORK
Factory, Lowell, Mass.

SUITE 1214

Canadian Distributors: The Musical Mdse. Sales Co., Toronto
Poreijin Export: Chipinan, Llil., 8-10 IJriilge St., New York City

Weslern Distributor: Pacific Const Distributor:

Tlie Cole & Dumas Musi.; Co. Walter S. Gray Co.
50-56 West l,akc St. 942 Market St.

Cliii ago San Francisco. .Cal.
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yjfusIdea went mrbiffi
JRILLIANTONE

RECORD CLEANER««4
NEEDLE CONTAINER

500
NEEDLES

Packed in this attractive

Counter display [Carton.

Here's Something fou Need

The record cleaner side is here

illustrated. It's a feature that

takes instantly. Everybody that

sees this display carton on the

counter stops, looks and buys!

The container side illustrated

above contains 500 Brilliantone

needles to sell for 50c. It multi-
plies your needle business by 5.

It creates a 50c sale where you
made a 10c one before.

'^J'O longer a novelty—no longer a fad, but an assured and permia.'nent suc-
^ cess. The increasing demand' everywhere, the rapid fire repeat orders

prove that the public wants this new SOc. idea in preference to lOc. envel-

opes. Orders are coming in so fast that this item is becoming the biggest

feature of the biggest needle business in the industry.

Our Special Introductory Offer
()f 10 cartons, each containing 20 packages to a carton, that costs you $60
and sells at $100 may soon be withdrawn.

^^v-BM A ^'v-rv^A i«% Order Your Fall RequirementsV^Ur AClVice is now at Present Prices

BRILLIANTONE
STEEL NEEDLE COMPANY OF AMERICA, Incorporated

Selling Agents for W. H . Bagshaw Co., F actories, Lowell, Mass.

370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK

Pacific Coast Distributor : Western Distributor: Canadian Distributor : Foreign Export :

Walter S. Gray Co. The Cole & Dumas Music Co. The Musical Mdse. Sales Co. Chapman, Ltd.

942 Market St. 50-56 West Lake St- 79 Wellington St.. W. 8-10 Bridge St.

San Francisco, Cal. Chicago Toronto New York City
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ThVGe Novelty Fcpc Tvots-

HOW OTHERS MAKE CANVASSING PAY
(Continued from page 31)

salesman is protected on all sales going into

this territory. On the sales that he makes in

the territory he gets approximately 10 per cent.

On the sales that are made to people in the

store, to whom he has demonstrated, he gets

approximately 5 per cent, and people from his

territory who are sold in the store to whom he

has not demonstrated he gets 1 per cent or 2

per cent. As the salesman proves successful

he is moved into territories from which a

greater quantity of business can be secured.

These salesmen are brought in each morning

at 8.30 for a meeting, where prospects that

were secured the previous day at the office are

distributed to the salesmen. The salesmen are

required to report on the number of calls they

made the previous day and as to sales that they

made both as to quantity and dollars and cents.

This system has been operating successfully

for several years.

The New Orleans Railway & Light Co. has a

system similar to this, but its men are not given

territories. It uses what it calls the "nine block

system." A salesman is assigned a territory of

nine blocks, three each way. It requires ap-

proximately three weeks to cover this territory.

Any time during the three weeks he is not

more than three squares away from a prospect,

Ward's Padded Khaki
Moving Covers

for

Pianos

and all

Models of

Upright

and

Console

Machines

Distributors

BRISTOL & BARBER, INC.

3 E. 14th St. New York City

SHERMAN, CLAY & CO.
741 Mission St San Francisco, Calif.

THE C.E.WARD CO.
Manufacturert

NEW LONDON OHIO

or a person to whom he has made a sale. If,

in the squares that he canvasses to-daj^ people

are away, to-morrow he can go back to those

homes and not be compelled to walk more than

three or four squares to get all of them. This

system saves car fare and automobile expense.

The salesman can easily make from ten to

twelve back calls, as well as the necessary

demonstrations for the appliance which he hap-

pens to be selling, each day.

Experiences of a Talking Machine Man
For several years Leslie King, of the More-

house-Martens' department store in Columbus,

and now with the Brunswick Co., had charge of

the sales of Victrolas and Hoover sweepers.

He had the same type of organization selling

both lines of merchandise. He assigned his men
to streets. After using this method for three

years he reported the following results: For

every 100 houses canvassed the salesman would

find ten live prospects. From every ten live

prospects on the average the salesman would

make four sales. Mr. King also made it a prac-

tice to follow up the reports of his salesmen

with women selling records. They were to go

to every home that had a talking machine with

a basket of records, the thought back of this

being to get the people headed towards More-

house-Martens' to buy their records regardless

of what kind of a machine they had.

The following are some of the outstanding

characteristics of the successful house-to-house

salesman.

Usually it is better that he have no experience

selling your type of merchandise than to have

had competitive experience. Regardless of how
honestly the salesman may accept your mer-

chandise, if he has at any time been connected

with a competitor the likelihood is that in his

subconscious mind he still has stored away his

competitor's arguments against your merchan-

dise or the competitor's arguments in favor of

his own merchandise. He will nearly always

be found to be a little "touchy" when his old

methods of selling or the merchandise that he

used to sell are referred to in sales conferences

or by his fellow-salesmen. It is usually a good

thing to get men who have nothing to unlearn

before they can give you whole-hearted

allegiance.

The salesman should have had some expe-

rience in selling to women. Men who have

worked at some kind of retail selHng usually

make good in house-to-house selling.

The Kind of Salesmen Who Win Out

The prospective salesman should be a man of

responsibility. When it is only necessary for

a fellow to make $15 or $20 a week for spending

money, who lives at home and eats off his father

or mother, he will never develop into a success-

ful house-to-house salesman. He should be

married or at least have a mother or sister or

somebody dependent upon him. This keeps

him steadily in the traces and gives him an

objective worth working for. A short time ago

a young man. who had been making $100 a

month was taken on the Hoover sales force.

By high-pressure methods our district manager
worked him up until he made $350 in a month.

He resigned and went back to his old job, stat-

ing that he would not work that hard for

anybody. This is a typical experience where
pressure is put behind such men.

This type of salesman should have a high

school education or its equivalent. In many
organizations college men have proved most
successful. This is particularly true of the

Wear-Ever Aluminum Co. The preliminary

training should have outlined to the prospective

salesman the mechanical features of the prod-

uct, its use, its outstanding sales points, argu-

ments for meeting objections and a clear-cut

statement of the competition that the salesman

is apt to meet.

Training on the job. The prospective sales-

man should spend some time in homes with

an experienced salesman. This will show him

just how his preliminary instruction is to be

used. He will be able to see first-hand how-

demonstrations are made and the usual objec-

tions disposed of. He will also gain confidence

readily as he himself commences to sell by

being conscious that there is someone present

who will back him up if he stubs his toe.

This training on the job is very essential and is

used almost universally by house-to-house mer-

chandisers.

School instruction. After the salesman has

proved that he can sell the commodity and

is able to make a living at it, he becomes

eligible to a higher type of instruction which

most organizations are now giving at their

home offices or to groups in the field.

The Value of Sales Meetings

Sales meetings. Every organization of house-

to-house salesmen must have regular sales

meetings if they are to be kept up to their full

efficiency. Many organizations have daily

meetings either in the morning before going to

work or in the evening after the work is over.

Many have weekly meetings. Some have a

combination of the two, a morning meeting for

reports, and one night a week for a full dis-

cussion of sales problems, planning and outlin-

ing sales programs and policies. The big objec-

tive of these meetings is to continually give the

men more selling material and new points of

approach so they will not at any time grow

stale on the job.

STYLUS BARS
(Any Style)

Stylus Bar and Mfg, Co.

Clague Rd.

Bay Village OHIO
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NEEDLES
'*A Famous Name for a Perfect Needle''

The Needle of QualitL)

USE ANEW
NEEDLE FOR
EACH RECORD

MADE FROM
HIGHESTCRADE

CARBON STEEl

EXTRA LOUD

Now Packed in ENVELOPES
and BOXES

Extra Loud—Loud
Medium Soft

Half -Tone

QKelL Needles are known for their

Uniform Points

Uniform Lengths

Perfect Reproduction

Every dealer handling Needles

will be furnished with attractive display

material for store, counter and booth.

Your distributor is equipped to give your orders

immediate attention

General Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th Street New York





July 15, 1923 THE TALKING MACHINE WORLD 35

CHECKING UP ON CLERKS' VALUE

Effective Plan for Keeping Track of Earning

Value of Clerks Worked Out by a Merchant
in the West—Non-producers Found Out

A music dealer on the Western Coast has

worked out a plan that keeps him informed at

all times on just which clerks and departments

are paying their way and which are simply bur-

dens to the store. He figures that a clerk's

salary should represent no more than a fixed

sales expense percentage of the total merchan-
dise he sells. He figures from his records that

he can allow 5 cents out of every dollar's worth
of goods sold for the salary. Then, if he is pay-

ing a clerk $25 a week and that clerk sells $500

worth of goods in the course of a week he is

just barely earning his wages. If he sells less

he is an expense.

There are two simple records in his system.

They are headed "Sales by Clerks" and "Sales

by Departments." The "Clerk" slips have a

date line at the top and vertical columns with

the names of each of the clerks at the top.

The first thing each morning the bookkeeper

sorts the sales slips of the previous day, each

sale of each clerk is listed under his name and

at the bottom are the total sales of the day by
each clerk. Below that are appended the total

sales of each clerk for that part of the month
which has elapsed and also his sales for the en-

tire previous month. Thus the proprietor has

at his finger tips complete information about

the usefulness of each clerk. He pays every

man a fair wage and everyone knows that he

is rated on results alone.

When the time comes to adjust salaries this

merchant consults his "Record of Sales by

Clerks" and thus those with good records are

rewarded, while the poor ones, after being given

warning and a fair trial, are dropped. This

sj'stem results in keeping every man on his toes

and they all develop into real salesmen, instead

of mere order takers. This does not mean that

Ihey adopt the attitude of trying to force goods

on unwilling customers (for that cheap policy

always defeats its own end in the long run), but

that they study the good points of their mer-

chandise, the right method of approach to a

customer and other points that go to make a

top-notch salesman.

0. W. RAY SAILS FOR EUROPE

General Manager of Vocalion Record Depart-

ment on Extended Trip Abroad

O. W. Ray, general manager of the Vocalion

Record Division of the Aeolian Co., sailed for

Europe from New York recently on the S. S.

"Mauretania." He was accompanied by Mrs.

Ray and plans an extended trip through Eng-
land, France and Italy, making stops at London,
Paris, Rome and other cities. Mr. and Mrs. Ray
are expected to return about August 10.

NEW McFARLAND STORE OPENS

• Springfield, O., July 5.—The formal opening

of the H. H. McFarland Music Store in its new
location, at 14 South Fontaine avenue, took place

recently. A small orchestra furnished music on

the mezzanine floor and the second floor was
given over to a demonstration of piano selec-

tions played by Paderewski and De Pachmann
on a Welte-Mignon reproducing piano. Miss

Susan Thomas rendered vocal solos on the

third floor throughout the evening. The Mc-

Farland store was located for many years at

28 South Limestone street and is widely known.

CHATTANOOGA CO. CHARTERED

Chattanooga, Tenn., July 3.—The Chattanooga

Music Co., which has been organized about a

year, filed corporation papers in the county

clerk's office recently. The incorporators are

Thomas O. Adams, V. C. Adams, Frank E. Cos-

tello, J. R. Costello and D. M. Coleman. The

company will have a capital stock of $15,000.

RAYMOND L. FRENCH IS RE-ELECTED

General Traffic Manager of Columbia Grapho-
phone Co. Re-elected President New Eng-
land Traffic League at Boston Meeting

Raymond L. French, general traffic manager
of the Columbia Graphophone Co., Bridgeport,

Conn., was unanimously re-elected president of

the New England Traffic League at the recent

annual meeting held in Boston—one of the most
active and largely attended meetings ever held.

Mr. French has been active in the league for

a number of years, having served on the execu-

tive committee prior to his selection as presi-

dent. He has conducted the league in the

past year most successfully during a period

when transportation was most difficult and the

problems many. He has represented the

league before the Interstate Commerce Com-
mission, the New England Governors' Com-
mittee and many of the various railroad

organizations and acquitted himself most favor-

ably. At the close of the meeting the member-
ship tendered Mr. French a vote of thanks for

the service which he has rendered. They feel

that he will be an important factor in advancing

the views of the league during the ensuing year.

H. UFFNER SAILS FOR EUROPE

H. I-'ffner, vice-president of the Peerless Al-

bum Co., New York, and one of the veterans

of the album industry, left the city July 10

on the steamer "Resolute" for a vacation trip

abroad, accompanied by his wife and daughter.

SADLER'S MUSIC STORE MOVES

Naperville, III., July 3.—Sadler's Music Store,

Inc., handling Brunswick phonographs and rec-

ords, sheet music, etc., has secured new quar-

ters at 9 West Jefferson avenue. The establish-

ment is in charge of Miss Frances Tansey.

Thisisa*mLL 'Year

July—August—September-"
the outdoor months!

PORTABLE time. Port-

able profits. But always
you must emphasize price and
quality.

With "PAL" you merely need

show your customer the ma-
chine and tell him the price.

Thus you emphasize both

price and quality simultane-

ously.

Light. Compact. Beautiful to

"PAL"—in Mahogany, Walnut,

or Fabrikoid

List $35
Liberal Discounts Offered

F. O. B. New York

PLAZA MUSIC CO.
18 West 20th St., New York

"Every time you sell a 'PAL'
you make a friend."

look at. Good to listen to.

Built to last. And sold at a

price that is actual proof to

the buyer that he is getting

his money's worth.

Sell "PAL" and you'll make
friends.
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$5,000,000
worth of Discontinued Models

COLD to the public in a three days' sale by the

leading department stores throughout the country.

Unexpectedly we discovered that we still

have a few thousand of these Grafonolas

ready for shipment.

Wire or write for models and finishes still available.

HONOGRAPH JOBBERS tORPORATION
RUDOLF KANAREK, President

56 Bleecker Street New York City

Telephone Spring 7197
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REACHING AND MAKING SALES TO SUMMER VACATIONISTS
Some Suggestions for Locating Prospects During the Summer and Boosting Sales of Machines

and Records to Vacationists Set Forth by Frank V. Faulhaber for The World

Instead of letting business lag during the

Summer months, the enterprising talking ma-
chine dealer will strive to interest such pros-

pects as can easily be sold. There are many
people- going on their vacations who should be

in the market for at least some portable ma-
chine, to say nothing of records. Reach these

prospects! You can go after them from now
until the approach of Fall, thus keeping your
establishment not only busy, but emphasizing

your aggressiveness.

There are, of course, divers ways of interest-

ing the Summer vacation prospects. Almost
any sort of sales-efforts with them in mind is

better than none. Special newspaper advertise-

ments can be devoted to bringing about this

business and specific circulars and sales-letters

will be timely, the work of some clever can-

vasser also being productive. The business is

right there, even in your own neighborhood; so

don't hesitate to broach your proposition.

Sometimes in your local newspapers appear

announcements of residents leaving for vaca-

tions; these particular people should be very

good prospects. And the work can be followed

within your own store. Tactful questioning will

bring to light information whether and when
your customers are going on their vacations.

If a patron tells about his or her coming vaca-

tion the salesman can explain the advantages of

a portable machine with records right then and
there. Some of your customers can give you
tips regarding other people's vacations; secure

the names and addresses, then write them a let-

ter discussing your proposition. A personal

visit to these prospects should bring worth-

while responses in many cases.

The talking machine dealer should not want
for prospects. To the contrary, these specific

prospects can be obtained from various sources.

Small, suitable prizes to children might be of-

fered to get more of this particular information.

At the same time, run displays that tie up with

your object here, so people will be reminded in

different ways and be more certain to give you
their business.

You can also write those people residing in

your neighborhood, likewise referring to the

telephone book. Now let us cite a specimen
letter here that will convey a good idea of the

possibilities. The following can be used to good
advantage by the talking machine dealer:

"Dear Mr. McFee:—We must tell you about

our many portable talking machines which we
are sure will interest you now. Many people,

vacation-bound, are securing such an instru-

ment from us, together with a liberal assort-

ment of records. Last year one pleased cus-

tomer, immediately following her vacation, came
to us to acknowledge her gratification. She
declared: T am sure we would not have enjoyed

our extended holiday so much had we been

without that small talking machine you brought

before my attention. I thought I had taken

many records with me—but once we got started

in camp the younger people could not get

enough. Next year I shall surely take more
of them with me, for they contribute so much
to one's enjoyment. We had many dancing

parties in camp, all because of that machine,

which we also played while on the water. I

cannot thank you too much!' Let us tell you

more about these machines, Mr. McFee. We
will welcome you at our store or gladly send

a representative. Send a letter or card, or use

your 'phone; you will procure prompt informa-

tion."

Go after this vacation business, now!

CLASSIFICATION SYSTEM A SUCCESS

Group Plan for Selling Records Introduced by
the Peerless Album Co. Has Proved Success-

ful in Considerably Enlarging Sales

Over a year ago Phil Ravis, president of the

Peerless Album Co., New York, introduced the

classification system for record albums. The

Phil Ravis

result has been that the classification system of

selling records has not only met with general

approval, but has been found to be a very suc-

cessful method of selling records in group lots.

The numerous classifications which can be

used to increase the volume of record sales, add

considerably to record libraries and at the same
time assure the consumer of the best service

for his instrument are quite comprehensive and,

indeed, the idea might still be termed as in its

infancy. In fact, in seasons to come carrying

out the idea of the group sale of records will

be one of the most appropriate and profitable

functions of the successful record salesman.

It might also be added that the classification

idea, or group plan of record sales, came at the

most opportune period in the history of the

talking machine industry. Record sales were,

undoubtedly, at their lowest ebb. Record en-

thusiasts, who during the inflation period had

purchased records in quantity, had reached the

stage where single record purchases were their

maximum. The group sale plan, following close-

ly on this period, was most timely.

The importance of group sales has now come
in for general recognition. So much so that

sales managers everywhere are advocating the

idea. And new suggestions, of which the

classification idea is the basis, are constantly

being brought forward.

According to Mr. Ravis the Peerless Co.'s

classification systems are sales stimulators

everywhere. The fact that the trade is behind

the idea demonstrates that the retailer is quick

to accept practical merchandising plans.

O T O R S
Ready for Delivery

Double Springs; plays two 10-inch Rec-
ords; suitable for Portable Phonographs.
Sample, $3.75. Larger motor playing two
to three 12-inch Records; suitable for

Phonograph selling for $100. Sample, $5.75.

16 East 23d St.

N. Y.MERMOD & CO.,
Telephone Ashland 7395

PRAVDER MUSIC HOUSE CHARTERED

The Pravder Music House has just filed in-

corporation papers under New York State laws

and will operate in Brooklyn. The officers of

the company are P. and C. Pravder and O. Seif-

fert. S. F. Swinburne, of New Rochelle, will

act as attorney.

PEARSON OPENSBRANCH STORE

Portland, Ind., July 2.—The Pearson Piano

Co., of Indianapolis, has opened a branch store

in this city on Meridian street, with T. B. Red-

dington in charge

"It's surprising,"
writes a dealer, "how
REGAL RECORDS
sell now— despite
July."

It is not surprising.

Summer is a big sea-

son for the REGAL
dealer for it brings

innumerable pros-

pects who want to

save money on their

summer records.

Naturally, all the old

customers plus so

many new buyers
bring a real "height

of the season" rush

right thru July and
August.

That is why the
Regal Dealer's record

sales are continually

at their high normal

—even in July!

REGAL RECORD CO.
20 W. 20th ST. NEW YORK
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The Hidden Eye Values

of Sonora Instruments

Serenade

$150

13ELOW the surface your prospects find the

story of Sonora superiority told at a glance.

Here they see the many features which create dis-

tinctive tone quality; laminated, all wood ampli-

fier, all wood and brass tone arms and scientifically

correct reproducer. Likewise they see the well

built, heavily plated, smooth running motors;

three quarter inch cabinet walls; thorough interior

finish and sound, lasting construction throughout.

It is the sum total of interior eye value and uni-

versally recognized tonal superiority added to ex-

terior beauty which makes Sonora such a profit-

able success for the aggressive dealer.

Why not become acquainted with Sonora sell-

ing possibilities? Wire or write today.

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY NEW YORK
Canadian Distributers

SONORA PHONOGRAPH, Ltd. Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributor named below who covers the territory in

which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

State of New York
with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New Jersey.

Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

State of Indiana.

Kiefer-Stewart Co.,

Indianapolis, Ind.

State of Nebraska and
Western Iowa.

Lee Coit Andreesen Hard-
ware Co.,

Omaha, Nebr.

The New England States.

Sonora Phonograph Co. of

New England,

221 Columbus Ave., Bos-
ton, Mass.

Washington, California,

Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiisui Islands

The Magnavox Co.,

115 Jessie St., San Fran-
cisco, Cal.

Southeastern Part of
Te

Southern Drug Company,
Houston, Texag.

Lower Michigan, Ohio
and Kentucky.

Sonora Phonograph — Ohio
Company,

417 Bulhley Bldg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa.

Doerr-Andrews-Doerr,

Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,

and 5 counties of N.E.
Oklahoma.

C. D. Smith Drug Co.,

613 Arcade Bldg., St. Louis,
Mo., St. Joseph, Mo.

States of Montana, Colo-

rado, New Mexico and
Wyoming East of Rock
Springs.

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

Utah, Western Wyoming,
Southern Idaho and East-

ern Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Illinois and Eastern Iowa.

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, 111.

Wisconsin, Upper Michi-
gan.

Yahr & Lange Drug Co.,

Milwaukee, Wis.

Eastern Pennsylvania,
Maryland, Delaware, Dis-

trict of Columbia and
Virginia,

Sonora Co., of Phila., Inc.,

1214 Arch St., Philadelphia,
Pa.

Western Pennsylvania and
West Virginia.

Sonora Dist. Co. of
Pittsburgh,

505 Liberty Ave.,
burgh. Pa.

Pitts

All of Brookl)na and Long
Island.

Long Island Phonograph Co.,

17 Hanover Place, Brook-
lyn, N. Y.

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

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highleuid; all territory south
of Pouglikeepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St., New York
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Putting Originality in Window Displays
A Strong Sales Appeal Can Be Made Through Window Displays if

the Beaten Path Is Shunned and Something "Different" Is Tried

During the last year a number of talking ma-

chine dealers in various parts of the country

have attracted a great deal of attention to their

establishments, secured live prospects and

gained considerable free publicity through stag-

ing unusual stunts of various descriptions. In-

variably, where dealers have succeeded in get-

ting out of the beaten path in bringing their

lines to the attention of the public, the returns

have more than justified the time, money and

trouble involved. Many of these sales promo-

tion stunts have been described in the columns

of The World, thus broadcasting successful

plans which those merchants who are awake to

real opportunities could take advantage of.

Originality Is Necessary

The same old thing done in the same old

way, week after week, and month after month,

takes the freshness out of any business, par-

ticularly window displays. Along this line the

talking machine dealer has an unequaled oppor-

tunity of making his store known to everyone

who passes his door. Simply displaying a few

machines in the window in the usual stereo-

typed manner will not attract the attention of

the public. Put something in the window which

is different than the usual run of talking ma-

chine window displays and the story is diiTerent.

The idea is to make people stop, look and then,

when they have passed by, remember.

It is much more advantageous to spend a few

dollars in making the window a thing of beauty

than to curtail expense in this direction and have

a display which is so similar to the average run

of such exhibits that no one pays any attention

to it. In fact, a regular appropriation should

be allotted for window publicity purposes each

year when the advertising appropriation is made
out. This appropriation need not be large be-

cause, as the dealer accumulates window dis-

play materials, he will find that much of it can

be used time and time again for different dis-

plays to good advantage.

Human Interest Appeals

Originality is the one vital thing needed in

window displays, especially in the talking ma-

chine business. A little touch of human inter-

est in the window is worth much to the dealer.

In New York a concern manufacturing a new-

type of so prosaic a thing as a furnace has its

showroom. When the furnace, without any at-

tempt at placing it in the proper setting, was

placed in the window the display was conspicu-

ous for the number of people who passed by

without more than a perfunctory glance. One
day, however, the display was changed. The
furnace was placed in its proper setting, a room
in the home. An artist must have been at work

on that window. Instead of merely placing the

furnace in a room the greatest nicety of detail

was observed in making that room a living and

breathing thing, even to lifelike figures of a

gray-haired woman comfortably seated in a

rocking chair knitting and a fatherly-looking

old man reading a newspaper. Now, from morn-

ing until night, people stop in front of this dis-

play, not merely for a moment, but many of

them remain for some time, studying the various

details. Of course, the furnace is displayed in

such a way that it cannot escape the attention

of onlookers.

This incident is not related because in itself

QALLI CURCI IN LAWRENCE CONCERT

Gardner's Temple of Music Enjoys Increased

Sale of Famous Victor Artist's Records Fol-

lowing a Largely Attended Concert

Lawrence, AIass., July 2,—Gardner's Temple of

Music, Shawshcen Manor, this city, has enjoyed

Fred Gardner—Mme. Galli-Curci

an unprecedented demand for records by Amelita

Galli-Curci, famous Victor artist, who recently

it can help the dealer, but simply to illustrate

the point that, no matter how unromantic a

product may be, there is always an opportunity

of making a window display' which is bound to

arrest attention. And the talking machine is

far from prosaic. The merchant who desires to

do so has the opportunity of arranging displays

which should bring a steady stream of people

past his doors just for a look. This sounds like

a fantasy of the mind, but it has been done.

Here and there throughout the couritry there

are dealers who have created a distinct name
for themselves through the attractiveness of

their window displays.

appeared before a large audience in the Empire
Theatre, this city. .While here Galli-Curci vis-

ited Gardner's, which is one of the finest and
most progressive music concerns in the city.

The illustration shows Mme. Galli-Curci and

Fred Gardner, proprietor of the music house

bearing his name, at Shawsheen Manor. Im-
mediately before and following the concert the

aggressive sales organization was kept busy
supplying the demand for Galli-Curci records.

Fortunately, every record made by this artist

was carried and as a result no trouble was ex-

perienced in supplying the demand.
Gardner's Temple of Music carries a large

stock of fine instruments. The talking machine

lines include the Victor and Brunswick and in

addition Ivers & Pond and Bjur Bros, pianos

are handled by a competent sales force.

LOPEZ BECOMES A MINER

Famous Okeh Artist Descends Into Mines at

Scranton—Orchestra's Enthusiastic Reception

ScRANTON, Pa., July 5.—Vincent Lopez and His

Hotel Pennsylvania Orchestra, exclusive Okeh
artists, visited this city recently for the pur-

pose of playing at a mammoth dance. Upon its

arrival here the orchestra was met by a commit-

tee of city officials, a crowd of enthusiastic citi-

zens, a brass band and the Anthracite Miners'

Sextet. Mayor Durkan conducted the members
of the orchestra on a tour of the city, including

a call at the International Correspondence

Schools and the Von Storch coal mines.

Upon arriving at the Von Storch mines the

Lopez Orchestra was serenaded by the Miners'

Sextet and, after this part of the entertainment

was finished, Vincent Lopez and his men donned

miners' costumes and descended into the mines.

Okeh dealers in Scranton were well prepared for

the appearance of the orchestra and newspaper

advertising and posters were used to advantage.

A FEW JOBBING TERRITORIES STILL OPEN
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STYLE XIX
Oak, Walnut or Mahogany

Height, 33 inches ; width 36Vs inches
;
depth,

21;-^ inches; adjustable tone-arm for playing

all disc records
;

high-grade, silent, Starr-

made motor ; twelve-inch turn-table
;

speed

control ; automatic motor stop ; tone regula-

tor ;
nickel-plated hardware ; one package steel

needles ;
filing system.

The Style XIX Starr is an instrument

you'll be proud to have on your floor.

Not only has it the features and refine-

ments now expected of the modern
phonograph, but it possesses beauty and

dignity throughout and is replete with

that quality of workmanship which has

made all products of Starr origin famous

for half a century.

Silver Grain Spruce, "the music wood
of centuries," forms the path for the

perfect tone reproduction through the

"Singing Throat" of the Starr Phono-

graphs. All tones are produced with

exact fidelity to the original. That is

why we say "The difference is in the

tone."

You'll marvel at the tone of Style XIX
as well as its other features of obvious

merit. Let us send you further informa-

tion.

THE STYLE XIX

STARR
PHONOGRAPH

Silver-grain Spruce, "The Music Wood of Centuries." Makes

the Difference in the Tone of the Starr Phonograph

The Starr Piano Company
Established 1872 Richmond, Indiana

NEW YORK CHICAGO LOS ANGELES BIRMINGHAM DETROIT CINCINNATI

CLEVELAND INDIANAPOLIS BOSTON LONDON, CANADA
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Someone must have slipped Eddie Cantor a nut sundae just be-

fore he sang "I Love Me." Of a certainty, you never heard .

nonsense song rendered with more infectious hilarity than Eddie
w^orks into this hymn to him.

As an encore, he puts another swift one right over the plate with

"Ritzi Mitzi," a snappy, peppy ditty of flappers and such. Record

A-3906.
COLUMBIA GRAPHOPHONE CO.

New York

HOW LIVE DEALER DREW CROWDS WITH ARTISTS' TIE-UP MEYER MUSIC CO. MAKES DEBUT

Fine Example of How Dealers Can Capitalize on Appearance of Popular Record Artists—Crowds
Hear Vincent Lopez and His Hotel Pennsylvania Orchestra, Okeh Artists, in Schuler Music Store

Buffalo, N. Y., July 6.—The Schuler Music

Store, of this city, Okeh dealer, was quick to

take advantage of the recent appearance in this

city of Vincent Lopez and His Hotel Pennsyl-

but the Schuler Music Store went a step fur-

ther and arranged for a concert in its establish-

ment. A capacity audience attended the concert

and, in fact, hundreds of dance enthusiasts were

Kalamazoo, ^NIich., July 2.—The Meyer Music

Co., 316 West Main street, has opened for busi-

ness in its up-to-date quarters in the Henderson-

Ames building. A complete line of musical in-

struments, including Victrolas, pianos, sheet

music, records and small goods will be handled.

Harris Meyer, the proprietor, is still a young

Enthusiastic Crowds in Front of

vania Orchestra, exclusive Okeh artists. This

enterprising dealer realized the fact that an ex-

ceptional opportunity was being presented for

effective and timely dealer tie-up, with the result

that Lopez Okeh records enjoyed a phenomenal
sale at the Schuler store.

When Lopez and His Orchestra arrived in

Buffalo to attend the opening of the new Hotel
Statler detailed plans were made for launching
an intensive publicity campaign. J. A. Sieber,

advertising manager of the General Phonograph
Corp., New York, manufacturer of Okeh rec-

ords, and J. F. Gillespie, business manager for

Vincent Lopez, spent several days in Buffalo

prior to the arrival of the orchestra and in their

publicity campaign received the hearty co-oper-
ation of the Iroquois Sales Corp., Okeh jobber
in this city.

Practically every Okeh dealer in Buffalo de-

voted his windows to featuring Lopez records.

and Inside Schuler Music Store, Buffalo, N. Y., to

unable to gain admission. Lopez played a num-

ber of selections which he has made famous on

Okeh records and received an ovation.

There is no doubt but that the Schuler Music

Store, in addition to stimulating the sale of

Okeh records, added materially to the prestige

of the Okeh line in this territory through its

initiative and aggressiveness. This dealer set

an example for other Okeh retailers to follow

wherever Lopez and His Orchestra appear and

Mr. Schuler has been congratulated upon the

aggressiveness that characterized his tie-up with

the Lopez appearance at the Hotel Statler.

Hear Vincent Lopez, Okeh Artist

man, but is thoroughly acquainted with the

music business. In addition to being a com-
petent organist, he has had many years' ex-

perience with his father's business.

TENNESSEE JEWELERS TO MEET

The annual meeting of the Tennessee Retail

Jewelers will be held in Memphis, Tenn., some

time this Summer. Many of these jewelers han-

dle talking machines.
,

. QUALITY IS NOT AN ACCIDENT
The superior quality of our COTTON FLOCKS for record manufacture is the result of con-

tinual study of the manufacturer's requirements—diligent adherence to the use of raw materials
which will produce the best flocks and scrupulous attention to every detail of their manufacture.

Numerous record manufacturers are profiting by the cleanliness and uniformity of our
product through reduction in spoilage of records.

ARE YOU ONE OF THESE MANUFACTURERS

r

CLAREMONT WASTE MFG. CO. Claremont, N. H.
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EARLE POLING CONGRATULATED

Popular Victor Retailer Wins Good Wishes
From His Many Friends in Trade—Now Sole

Owner of Windsor-Poling Co.—Has Interest-

ing Plans Under Way for Coming Season

Akron, O., July 6.—The recent announcement in

The World to the effect that Earle Poling had

become sole owner of the Windsor-Poling Co.,

Earle Poling

of this city, Victor dealer, has brought Mr.

Poling letters of congratulations from his

friends throughout the country. All of these

letters have commented upon the fact that Mr.

Poling has won a well-deserved success; a suc-

cess based on initiative, progressiveness and

hard work.

According to Mr. PoHng's plans Akron music

lovers will be given an opportunity to hear many
Victor artists in this city during the coming

year. This plan of bringing Victor artists to

Akron was inaugurated by Mr. Poling several

years ago, and during his first year in business

he brought thirteen famous artists to this city,

including John McCormack, Schumann-Heink,

Sousa, Harry Lauder and others. He engaged

the armory, the largest building for concert pur-

poses in this' city, and every artist played to

capacity audiences.

Because of his activities in the concert field

Mr. Poling's Red Seal business has practically

equaled the sale of other records in the catalog,

an achievement that has been attained by very

few dealers in this country. Courtesy and serv-

ice are two of the main factors contributing to

Mr. Poling's success and, as sole owner of the

Wiridsor-Poling Co., he will be in a position to

carry out his plans and policies with maximum
efficiency and thoroughness.

PAUL L. BAERWALD SAILS FOR EUROPE

Paul L. Baerwald, Eastern sales manager of

the General Phonograph Corp., New York,

sailed on Wednesday, June 27, on the steamer

"York" for a six weeks' stay abroad. Mr. Baer-

wald plans to make this trip a combination

pleasure and business journey, although he is

taking the voyage primarily to visit his mother
in Germany. Mr. Baerwald has a host of friends

abroad who will, undoubtedly, give him a royal

reception during his stay in Europe.

McMillan music co. to open

Miami, Okla., June 30.—The AtcMillan Music

Co. will open its new store in the City Book
Building in a few days and will handle a stock

of musical instruments. Fred Frevert will act

as manager.

TALKING MACHINE MEN'S OUTING

Preliminary Plans Completed for Annual Out-

ing of Talking Machine Men, Inc , to Be Held

at Karatsonyi's on Tuesday, August 14

Preliminary plans have been completed for

the annual outing of the Talking Machine Men,

Inc., which will be held on Tuesday, August 14,

at Karatsonyi's, the popular outing resort at

Glen Head, E. I. This year the talking machine

men and their guests will travel to the picnic

grounds by boat, the committee having char-

tered the steamer "Seagate" for that purpose.

The party will leave Pier A, North River, at

the Battery at 9 a. m. sharp and will land at

Karatsonyi's shortly before noon and in time

for a first-class luncheon.

The committee in charge of the outing, in-

cluding Sol Lazarus, chairman, together with

Messrs. Goldfinger, Kurtz, Berlow, Brown,

Goldsmith, Abelowitz, Conn, Galuchie and

Davin, motored to Glen Head recently in order

to look over the situation and see to it that the

best of everything was ordered for those who
will attend the outing.

The tide table showed that the water will be

high in the afternoon of August 14, which will

make it ideal for a long list of water sports,

including swimming races and diving contests.

There will also be the usual baseball game and

various sports on the commodious grounds ad-

joining the hotel, after which there will be danc-

ing until such time as the boat starts back for

New York. Naturally, an elaborate shore din-

ner with all trimmings will be one of the fea-

tures.

Single members of the party are urged to

bring their best girls, for the committee prom-

ises a moonlight sail on the return trip and,

even should the moon fail to show, the outing

committee insinuates a dark deck with the right

kind of girl is not so bad after all.

Showing Reproducer of Jewel Needle Equipment Turned
Up to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Lateral Cut Records on Edison
Phonograph

For The New Edison

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Edison Record With Fibre Needle.

Plays all types of records. Operates the same as

the "EDISON" with the LEVER.

No adjustments necessary when changing from

lateral to vertical cut records. Stop prevents

swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy

access to needle socket and saves records from

unnecessary scratching.

Is the ONLY equipment that plays vertical cut

records with a Fibre needle in the proper

"EDISON" position with the Reproducer

turned FACE DOWN to the record, giving it

a floating action.

NOT
Just Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well as

in Mechanical Construction

and Finish.

Send for descriptive circular

which contains "HINTS RE-

GARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

Showing Back View of Jewel Needle Equipment in Posi-
tion for Playing Lateral Cut Records on Edison Phonograph

Needle CENTERS on all records.

Straight air-tight construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-
zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
freedom and sweetness of tone considered impos-
sible.

Indestructible NOM-Y-KA diaphragms do not
blast, crack, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

JEWEL PHONOPARTS COMPANY 160 W. Whiting St., Chicago
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A Move That Doubles Our
Producing Capacity

Demand for"United" Phonograph Motors so far exceeded the capacity

of our old plant on Lake Shore Drive that we were forced to look for

new and larger quarters. We now have exactly the plant we needed.

capital, is one of the first accomplish-
ments of the new management of this

old-established concern.

All this means at least a doubled pro-

ducing capacity — 1,500 motors a

day.

It means greater promptness in filling

orders and— if such a thing is possible

—a better product.

"United" Phonograph Motors, with
their protecting cast iron housings and
automatic capillary lubrication, are in

such world-wide demand among both
manufacturers and dealers that we look

forward to a not-distant time when e\"en

this great plant will ha^e to be extended
to keep pace with the demand.

You are invited to visit us in our new
home. It is near the Burnside Station

(95th Street) on the Illinois Central;

while the Cottage Grove Avenue elec-

tric cars stop at the door.

We bought this fine modern factory

with its 60,000 square feet of floor space

and its eight acres of land—for future

extension in order that we might better

serve our customers.

The plant could not be more ideally

arranged or equipped. Light streams

in from all sides and thru the glass-

clad saw-tooth roof. The whole factory

is one solid floor of concrete on one
level. A switch track at our loading

platform brings in our raw materials

and takes out our finished products. A
truck platform performs the same serv-

ice for local and express receipts and
shipments.

Later, we will show interior photographs
of the various departments—how the

raw materials move, in an orderly man-
ner, thru the various manufacturing,
finishing, inspecting and testing and
packing processes.

This move, and our increased working

Send for our new book—^'The Heart of the Phonograp h "

UNITED MANUFACTURING AND DISTRIBUTING COMPANY
9507 COTTAGE GROVE AVENUE, CHICAGO, ILLINOIS
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Advertising for Foreign Trade at Home
The Great Percentage of the Population in the Larger Cities May
Be Reached Through Publicity in Foreign Language Newspapers

Although talking machine record manufac-
turers have for many years featured strongly

records in foreign tongues for the use of the

domestic trade and have advertised those rec-

ords consistently and persistently in foreign

language newspapers, it still is evident that a

large number of talking machine retailers are

not yet inclined to take full advantage of the

opportunity of tying up the manufacturer's cam-
paign to their own advertising in such news-
papers, and thereby reaching into what may be

considered a comparatively new field.

The fact that in New York City, for instance,

as well as in a number of other cities of the

country, those of foreign birth or the children

of foreign-born parents make up the bulk of

the population is not to be ignored from the

standpoint of business, for it develops a situa-

tion that makes it necessary for the merchant
who seeks to reach the majority of citizens to

take into consideration the problem of the for-

eign population and how it may be approached.

The Large Foreign-speaking Population

According to the census figoires for 1920, New
York City had a total population of 5,839,738,

of which 4,294,629 were of foreign birth or the

children of foreign-born parents. This means
that close to three-quarters of the population of

the city might be said to represent the foreign

element, even though something over two mil-

lion were actually born in this country, but of

foreign parents.

It is only necessary to make a casual survey

of New York to realize the extent of the foreign

influence in many localities. The large Jewish
population, or at least the bulk of it, is con-

gregated in two or three centers, the lower East

Side, sections of the upper West Side and in

the Bronx and northern part of Brooklyn. The
Italians also have well-defined colonies in the

lower sections of the city, in Brooklyn and on

the upper East Side. The Russians, Himgar-
ians and Germans are also more or less clan-

nish, and although they do not congregate as

strongly in certain districts, the^', nevertheless,

stick close to many of the Old World customs

and traditions.

No stronger evidence of the clannishness of

these foreign peoples is to be found than in the

fact that a number of newspapers published in

foreign tongues have circulations that compare
well with certain accepted American dailies.

That these newspapers have such large circula-

tions means that just so many people are not

reached by the newspapers printed in English,

and, therefore, cannot be appealed to by the

advertising published in such papers. It hap-

pens, too, that a great proportion of these

readers of foreign newspapers are thrifty, well

fixed financially and willing to buy musical in-

struments to be installed in well-furnished

homes.

Various talking machine dealers in the metro-

politan district have for many years used

various foreign language newspapers, but have

generally confined their publicity to one or two

dailies- in that class. In short, if a store is

located in a strong Jewish section Jewish news-

papers would be used, if in an Italian, the

Italian newspapers, etc., or, perhaps, the mer-

chant being of a certain race would feel in-

clined to appeal to others from his native

country through his own foreign language news-

papers.

What the Aeolian Co. Has Done
It apparently has devolved on the Aeolian

Co. to emphasize the manner in which the

foreign-speaking population and those who read

foreign newspapers can be reached in a gen-

eral campaign. For some time past the Aeolian

Co. has run display advertising featuring both

\'ocalion records and pianos regularly in half a

score foreign language newspapers, including

the New Yorker Staats-Zeitung and the New
Yorker Herold (German), the Forward and
the Day (Jewish), the II Progresso Italo-Amer-

icano, the Corriere D'America and the Bolle-

tino Delia Sera (Italian), the Amerikai Magyar
Nepszava (Hungarian) and the Novoye Russ-
koye Slovo (Russian), and the results have
thoroughly justified the campaign which has

made its effects evident in the increased volume

the circulation of any single American daily.

Three-quarters of a million represent over MYz
per' cent of the total population of the city,

including men, women and children, and is a

factor to be reckoned with.

Can Be Done in Many Cities

The experience of the Aeolian Co. is cited in

this case to show what can be done in the

covering of the foreign field and what has been

done in New York can be done in a number
of other cities of the country, such as Fhila-

Some Examples of Aeolian Co.'s Advertising in Foreign Language Newspapers in New York City

1. Russian—2. Jczvish—3. Italian—4. Hungarian (Magyar)— 5. German

of business experienced by the company's

stores, particularly in the Brooklyn branches

and in the Bronx. The copy used was not

drafted with the particular view of meeting the

foreign idea, but simply represented a transla-

tion of corresponding copy used simultaneously

in the regular American dailies.

It is maintained in general advertising prac-

tices that the larger the circulation the more likely

is the advertisement to bring results for the rea-

son that the more people to whom a sales talk

can be presented the larger number of sales

that must result, figured out purely on the basis

of percentage. The foreign language news-

papers, at least the representative ones such

as those used hy the Aeolian Co., have a daily

circulation in excess of three-quarters of a mil-

lion copies, the aggregate being larger than

delphia, Detroit, Cleveland, Chicago, etc., where
the foreign born, or children of foreign-born

parents, make up a substantial percentage of

the population.

The talking machine manufacturers long ago

realized the possibility of cultivating this for-

eign trade at home, so to speak, with the result

that not only is special newspaper advertising

run in the leading foreign dailies, but special

window hangers and posters were prepared in

foreign tongues for the use of dealers in local-

ities where there are many foreigners.

The success of the retail talking machine

business lies in cultivating every field inten-

sively and in searching for and developing new
fields, and a direct appeal to the foreign-speak-

ing population has brought excellent results in

practically every case in which it was tried.
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A view of Brunswick Exhibit of Phonographs at Drake
Hotel, Chicago, during Music Dealers' Convention.

Brunswick Creates Quick Profits

while building dealer prestige

In the kingdoms of Europe a dealer gains prestige by adding to his firm

name the words: "Purveyor to His Majesty the King."The heviathan

and Brunswick

When the giant Leviathan

of the U.S. Shipping Board

Fleet sailed July 4th, on her

first trip, she carried four

Brunswick phonographs for

the entertainment of her

passengers. Two Brunswick

phonographs were installed

in the first-class section and

one each in the second and

third-class quarters.

New England Distributors

:

Kraft, Bates & Spencer, Inc.

80 Kingston Street, Boston, Mass.

In these United States the dealer gains prestige by representing a house

whose products have grown famous through high quality and constant

advertising. Products that are in big demand.

The Brunswick line of Phonographs and Records is a prestige line. It

stands pre-eminently among the greatest. To be a Brunswick dealer

establishes a merchant, or enhances his standing. For Brunswick has

built in a short term of years an enviable position in the music world.

But Brunswick is not only a prestige line. It is a high profit line. So

the dealer who handles Brunswick gains prestige and profits. Brunswick

phonographs pay generous returns. Brunswick records are so skillfully

merchandised that with a limited catalog and a small inventory the dealer

has a quick and frequent turnover. Profits are multiplied this way.
.

THE B R U N S W I C K - B A L K E
CHICAGO NEW YORK

PHONOGRAPHS AND REC
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A nother view of tlie Brunswick Exhibit of Phonographs at the

Drake Hotel, Chicago, during the Music Dealers' Convention.

What The Brunswick Franchise Means
besides prestige and profit

The Brunswick line is not only the premier line of prestige and profit.

It also insures to Brunswick dealers the preservation and protection of

their rights and privileges.

When you handle Brunswick Phonographs and Records you deal with

the manufacturer direct or with those distributors governed by the manu-
facturer's policy— not with middlemen whose conflicting interests may
work to your disadvantage.

Brunswick Phonographs and Records are distributed through Brunswick

branch houses. So dealers are assured at all times fair treatment, square

dealings, equal privileges.

This is one of the many reasons why Brunswick dealer franchises are in

ever-increasing demand.

Brunswick selects its dealers carefully.

Therefore, the sign "Brunswick" on a dealer's store is a sign of musical

prestige.

T---«.TT^T^T-> ^ Canadian Distributors:COLLENDER CO. Manufacturers- Established 1845 Musical Merchandise Sales Co.
CINCINNATI TORONTO 79 Wellington St., West, Toronto. Ont.
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A prominent young evangelist, John Ross Reed, sings two of his

most successful hymns, "I Come To Thee" and "The Lost

Sheep, ' in Record A-3899.

Reed is reputed to have appeared before more persons than any
other singer in this country, and his magnificent baritone voice is

heard with great effect in these two numbers.

COLUMBIA GRAPHOPHONE CO.
New York

S. KAMINSHINE BECOMES SECRETARY

Of Wall-Kane Needle Mfg. Co.—Capacity of

Needle Display Stand Is Increased—President

Cohen on an Extended Business Trip

The Wall-Kane Needle Mfg. Co., Brooklyn,

N. Y., has announced that S. Kaminshine has

been appointed secretary of the company. In

addition to his duties as an executive of the

organization he will continue to have full charge

of the sales. Mr. Kaminshine recently com-

pleted a successful trip through Middle West

Fall requirements and are taking advantage of

the present prices.

Mr. Cohen, accompanied by !Mrs. Cohen, left

on July 1 for an extended trip, which will com-
bine both business and pleasure. All the prin-

cipal cities throughout the United States will be

visited, with a side trip to the Hawaiian Islands

when San Francisco is reached. Mr. Cohen ex-

pects to be gone for nearly three months.

PLAN TO CELEBRATE ANNIVERSARY

F. C. Kent Co., Manufacturer of Talking Ma-
chine Equipment, to Celebrate Tenth Anni-

versary—Plant Working to Capacity

S. Kaminshine

territory. He found business good and every-

one optimistic over the Fall outlook.

The Wall-Kane Needle Mfg. Co. recently

questioned its customers relative to the advisa-

bility of increasing the capacity of the Wall-

Kane needle display stand from sixty boxes to

one hundred boxes of needles. In practically

every instance the opinion was strongly favor-

able and, therefore, it is announced that in the

near future new stands will be produced con-

taining one hundred boxes each.

N. Cohen, president of the company, reports

that the factory is very busy filling orders, with

a fair apportionment of the demand between

the Wall-Kane line of ten-time needle and the

concert and jazz one-time. The trade has re-

sponded well to the announcement of price in-

crease on the Wall-Kane line, effective Septem-

ber 1, and many jobbers have anticipated their

The F. C. Kent Co., 67 Grace street, Irving-

ton, N. J., will shortly celebrate its tenth anni-

versary as manufacturer of talking machine at-

tachments and equipment. Originally the Kent
organization manufactured, exclusively, attach-

ments for the Edison machine. The company
still produces large quantities of such attach-

ments and counts that portion of its product as

its most important item. In recent years, how-
ever, this concern has manufactured tone arms

and sound boxes of standard size and dimension

and specially designed products on order. This

department of the Kent Co. is now running at

full capacity and in certain seasons the plant

finds it necessary to run overtime.

F. C. Kent is the head of the company that

bears his name. Prior to entering the talking

machine industry he had many years' experi-

ence, particularly in the field pertaining to in-

tricate mechanisms and fine jewelry. W. S. File,

secretary of the company, devotes most of his

time to the sales and advertising end of the busi-

ness. He is a statistical expert of some note

and has had more than a little experience in

sales efficiency methods.

F. C. Kent, in speaking of the present trade

trend, said: "While it is true our business in

attachments is quite considerable we find the

other departments of our business constantly in

need of enlargement. This is especially true of

our brass tone arm, which is manufactured and

shaped under hydraulic pressure. A consider-

able amount of our present output is being

shipped to manufacturers of the console type of

machine. The growth of this type of product

is quite large and, seemingly, it is the model

that will be in demand for the next few: years."

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAL'S ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.

POSSIBILITIES OF FREE PUBLICITY

Contributing to Music Section of Local News-
paper Opens Way to Increased Prestige

One enterprising dealer in a fairly large city

developed quite a reputation as an authority on

artists and things musical by contributing regu-

larly to the musical section of his local news-

paper. He made it a point to write brief stories

of interesting incidents in the lives of the lead-

ing record artists, and he also prepared quite a

number of small contributions on various diffi-

culties encountered in making records. The re-

sult has been that he and his business have

become widely known in his city, and manj'

people have come to him to purchase instru-

ments and records, as well as to ask advice,

who never would have done so otherwise. This

is a splendid opportunity' for gaining prestige

and free publicity.

MAKE OKEH RECORDS IN CHICAGO

Ralph S. Peer, of the Okeh executive staff

of the General Phonograph Corp., New York,

returned recentlj' from a trip to Chicago, where

he met Fred W. Hager, director of the Okeh
recording laboratory, and Charles Hibbard,

technical chief of the Okeh library. While in

Chicago the three Okeh executives co-operated

with E. A. Fearn, president of the Consolidated

Talking Machine Co., of this citj-, Okeh jobber,

in making a number of special recordings for

the Okeh library.

Victor

Wholesalers

The House
of

Mellor
in

Pittsburgh
since

1S31
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The New Pathe Products

The New Pathe Records
play on all phonographs with steel needles.

The only nationally known trade-mark

record on the market at a popular price.

Catalog complete with the latest dance

and vocal hits of the day. Also classical

and operatic records by world famous art-

ists, all double-faced at the same price.

The New Pathe Phonograph
Line

Beautiful new designs in Upright and
Console Models with the new Pathe oval

horn. Also the new Pathe P or table
Model, compact but complete including

record file.

The Pathe Actuelle Phonograph
The Pathe Actuelle Phonograph is new,

novel and different from any other phono-

graph in the world.

The Pathe Radio Loud Speaker
The radio world acclaims a new marvel.

The Pathe Radio Loud Speaker marks a

new epoch in radio reception; reproduces

with any desired volume, speech that is

natural and clear and, without distortion,

music that is pleasing.

The Pathe Skyscraper
Record Rack

enables dealers properly to display their

records. Constructed of steel; beautifully

oxidized and polished. Built in sections

(like a sectional bookcase) ;
you add new

units as you need them. Comes knocked-

down but is very easily assembled. More
substantial and better in every respect than

anything on the market—and cheaper.

On every continent on the face of the globe,

in the remotest corners of the earth, the Pathe .

Red Rooster is known. It is the most famous
trade-mark in the world today. For thirty

long years, Pathe's world-wide organization

has been manufacturing acoustical products.

That is why
—the new Pathe records that play on all

phonographs with steel needles are the
equal of any records in the world, irre-

spective of selling price.

—the new Pathe line of phonographs is

handsome in design and supreme in tone.

—the Pathe Actuelle is different from any
other phonograph in the world—a new
principle in the art of sound reproduction.

—the Pathe Radio Loud Speaker is recog-

nized by leading radio engineers and the

public at large as the best Loud Speaker
on the market.

—thousands of dealers from coast to coast

are today handling the new Pathe prod-
ucts and hosts of new dealers are con-

tinually being added to the list.

This is the Meaning of Pathe the
World Over

Fill out the coupon, sign and mail it to us to-day.

PATHE PHO.'MOGRAPH & RADIO CORP.
20 Grand Avenue, Brooklyn, N. Y.

Mail descriptive matter, prices and discounts on items
checked.

Pathe Records That Play on All Phonographs with
Steel Needles.

Pathe New Phonograph Designs.

Pathe Actuelle Phonographs
Pathe Radio Loud Speaker.

Pathe Skyscraper Record Rack.

Address

T.M.W.
^^!a0d t^e World Ooe^
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Take a dash of Grieg. Add a generous measure of brass, banjo

and saxophone. Mix all with the masterly musicianship of Paul

Specht and His Orchestra. Pour into a record.

Now you have "Morning Will Come" and "Don't Cry Swanee"

—

Record A-39 1 0—one of the finest fox-trot releases ever offered

the American public. Simply gorgeous.

COLUMBIA GRAPHOPHONE CO.
New York

POINTS TO QUALITY AS SALES AID

Herbert D. Berkley, Manager of Bloomingdale's

Phonograph Department, Describes Results of

Featuring Right Merchandise and Methods

An interesting article on "Quality in Mer-

chandise and in Merchandising" by Herbert D.

Berkley, manager of the talking machine de-

partment of Bloomingdale's, New York City, re-

cently appeared in the "Sonora Bell," the live

house organ of the Sonora Phonograph Co. The
article, based on facts covering many years of

experience, showing the trend in demand, pre-

sents some thoughts on the talking machine

ber are too expensive to experiment with. Don't

do it!

"We have whipped a live-wire organization

into being, given them the right kind of mer-
chandise to sell, a broad and liberal policy to

back them up and generous publicity, newspa-
per and otherwise. To us it has spelled results

—satisfactory and profitable.

"But we have come to realize that our suc-

cess depends, aside from the splendid organiza-

tion, on quality merchandise for a foundation.

'Quality first' has been, is and always will be

our slogan. To that, more than any one thing,

we can attribute an ever-increasing volume of

business; a self-advertised business!

"Merchandising phonographs in a department

store is a little different from the retail phono-
graph shop. Yet the same basic principles ap-

ply. The difference is in turnover, upstairs lo-

cation, periodical window displays and other ele-

ments which are of themselves handicaps to the

very nature of the business. Yet department

stores are a very important outlet as distribu-

tors of phonographs.

"The phonograph is being purchased by dis-

criminating buyers. They are buying with as

much an idea for style, design and interior deco-

rative effect as for phonograph purposes. This

accounts for the remarkable business being done

in period console models, in which we have

shared to no small degree.

"But tone and constructional care in cabinet

work are being carefully scrutinized. Real hon-

est-to-goodness merchandise is having first call.

It is the call of quality!"

Herbert D. Berkley

business which are worth the attention of the

entire trade and, therefore, it is reproduced:

"Customers judge the firm through impres-

sions made upon them by salesmen. True, we
know that. But how many salesmen think of it

when selling?

"One of our steadfast rules is to employ only

specialists to sell phonographs, men who know
the business thoroughly, so that we can be rep-

resented intelligently. We have found, as no

doubt others also have, that the salesman whose
knowledge consists of just enough to 'get by'

resorts repeatedly to misstatements. Misstate-

ments are harmful all around. Men of this call-

STATHOPOULO INCORPORATED

A new musical instrument concern called the

House of Stathopoulo has just been incorporated

in New York City with a capitalization of

$10,000. The following are the proprietors: M.

A. Stathopoulo, A. G. Malamas and F. Lynch.

Acting as attorneys are Kramer, Bourke & Gal-

gano, 130 West Forty-second street.

TWO NEW MUSIC STORES OPEN

Concord, N. H., July 5.—Two new music stores

have just been opened in Newport and Lebanon,

according to announcement by the proprietor,

William H. Averv, of Concord.

Records
STRAND and OUTING PHONOGRAPHS

Brilliantone.True Tone, Tonofone and Gilt-Edge NEEDLES
DELIVERY BAGS AND ACCESSORIES

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION
Wholesale Distributors

210 Franklin Street . BUFFALO, N. Y.

NEW QUARTERS IN CLEARFIELD, PA.

E. E. Smith Holds Formal Opening of Elabo-
rate New Home in That City—Handles
Complete Line of Victor and Brunswick In-

struments—Many Attend Celebration

Cle.\rfield. Pa.. July 5.—E. E. Smith, who en-

tered the piano and talking machine business

in this city in 1914, recently found it necessary

to procure more space to handle his growing
business and, as a result, held the formal open-
ing in an elaborate new business home in this

city last month. A reception was held at the

new warerooms in the evening, for which Ben-
nie Krueger's Orchestra furnished the music,

and later about 150 guests attended a dance at

the Dimeling Hotel, where the same orchestra

held forth during the entire evening and into

the next morning.

It was estimated that over 5,000 people visited

the store on the opening date and elaborate

decorations were prepared for their benefit.

Each visitor was presented with a flower as a

souvenir of the event.

The new building erected by Mr. Smith com-
prises two stories and basement, fifty feet by
fifty feet. All the floors are of hardwood and
the interior color scheme is buff, ivory and ma-
hogany. A special system of indirect lighting

has been installed and ninety-four feet of show
window space has been provided. In addition

to E. E. Smith, proprietor of the business, the

organization includes Miss Helen Cole, man-
ager of the record department; Miss Bernice

McDowell, furniture department; Miss Mada
McDowell, office manager, and Flynn Smith,

salesman.

Mr. Smith carries a complete line of Victor

talking machines and Brunswick Phonographs
and records, in addition to an extensive line of

well-known pianos and player-pianos which are

featured. Among the trade representatives from
out of town who attended the opening were
H. A. Mills, of the Weaver Piano Co., Inc.,

York, Pa.; Edward A. Ferguson, of the Stand-

ard Talking Machine Co., Pittsburgh, and Jack
Endress and Walter Badger, of the Brunswick-

Balke-Collender Co.

NEW RECORD DELIVERY BAGS

The New York Album & Card Co., New York
City and Chicago, manufacturer of the well-

known "Nyacco" line of talking machine
albums, has just introduced to the trade a new
line of heavy craft paper record delivery bags

of the string and button type. Max Willinger,

president of the company, stated that it was
planned to have the dealers' imprints appear on
the side with the button and string, as it is

believed that this side of the envelope is far

more often seen than the so-called front. Sam-
ples that have been shown are reported to have

created a number of initial orders. The album
end of the business is reported going well, with

a marked change in the demand towards quality

albums.
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BENNY DAVIS SIGNS WITH EMERSON YONKERS CO. OPENS THIRD BRANCH WALES FURNITURE CO. ADDS EDISON

Popular Songwriter and Singer to Record Own
Numbers for Emerson Records

Opening of Third Store in Yonkers, N. Y., by

the Yonkers Talking Machine Co. Made Gala

Event—Many Hear Musical Program

New Building Under Construction for Florida

Firm—Plans Fine Phonograph Department
for the Edison Line in New Structure

Benny Davis, the well-known songwriter and

popular singer, has been signed by the Emerson
Phonograph Co., Inc., to sing exclusively for

Emerson records. Mr. Davis will sing his own
numbers and other popular selections. The
trade will particularly remember him as the

writer of "Margie," "Dearest," "Say It While

Dancing," "Stella," "Make Believe" and other

successes.

In exploiting this new artist the Emerson Co.

will issue a lithographed hanger for display pur-

poses which will carry the monthly releases of

his songs. The company has greatly extended

its dealer service, particularly in the way of

available advertising material, and is also in-

cluding for trade distribution a monthly window
strip featuring the selections of Irving and Jack

Kaufman.

ATTACKING PROSPECTS' WEAK POINTS

Salesman Should Analyze Customers and Plan

Sales Talks Along Most Effective Lines

During a discussion of the factors which con-

tributed to the success of one of the business

leaders of this country, one gentleman who had

known the successful man for many years de-

clared: "He always studies the people with

whom he comes in contact and tries to find

wherein they are weakest. He then attacks

their weak points and never gives up until he

gets what he is after."

There is some food for thought in this brief

statement for members of the talking machine

trade to ponder upon. The dealer and his sales-

men arc in business to make sales. Analysis

of each customer should indicate along what

lines the sales talk should be made. In other

words, the weak point of the customer should

be discovered if possible, and the salesman who
is handling the prospective purchaser should

hammer away along the lines where the cus-

tomer is in a position to offer least resistance.

Of course, tact and courtesy must be used and

great care must be exercised so that the cus-

tomer is not antagonized.

RECORD DEMAND TO CONTINUE

A. J. Baum, of the Independent Recording Lab-

oratories, Analyzes Trend of Demand

A. J. Baum, of the Independent Recording

Laboratories, who is at present doing the re-

cording for various record manufacturers, states

that indications show there is to be no drop in

the demand during the Summer season. The

tendency of record manufacturers is to lengthen

their record lists this Summer. While it is true

that some of the additions appeal to dance en-

thusiasts there is also, apparently, an increase in

the demand for good popular songs. Vocal selec-

tions are returning to prominence and this indi-

cates further additional sales for the retailer,

inasmuch as sales of dance records are holding

their own.

Arthur Bergh, musical director of the Inde-

pendent Recording Laboratories, looks with

much favor on this aroused interest in vocal

renditions. It undoubtedly marks a return to

works of the better sort. Mr. Bergh also stated

that the care and attention now given to pres-

ent-day orchestrations demonstrate that the pur-

chasers of instrumental numbers are becoming

more discriminating.

PATHE AT MERCHANDISE FAIR

The Pathe Phono. & Radio Corp., Brooklyn,

N. Y., will exhibit at the forthcoming National

Merchandise Exhibition. This well-advertised

affair will be held at the Grand Central Pal-

ace, from July 23 to Aug. 3. The Pathe Co.

has secured an attractive location at Booth 556,

where the entire line will be well displayed.

.
Yonkers, N. Y., July 6.—The Yonkers Talking

Machine Co., one of the most rapidly growing
music concerns in this city, recently opened its

third branch at 457 South Broadway here. The
formal opening of this new Victor establish-

ment was made a gala occasion and the many
music lovers who visited the store on that day

were entertained by Brooke Johns and His Or-

chestra, Victor artists. The Victor Talking Ma-
chine Co. presented the management with a

large floral piece and also congratulations.

A number of well-known members of the in-

dustry were present, including Otto May and
Paul Carlson, of Chas. H. Ditson & Co., New
York Victor distributors, and Mr. Martin, Vic-

tor jobber, with headquarters in Brooklyn, N. Y.

Lake Wales, Fla., July 3.—The Wales Furni-

ture Co. here has recently taken on the Edison

line, having succeeded the Lake Wales Pharmacy.

The deal was closed by Phonographs, Inc., Edison

jobber, Atlanta, Ga.

H. E. Draper, proprietor of the Wales Furni-

ture Co., has under construction at the present

time a handsome new brick building facing two
streets and will have some of the finest show
windows in central Florida, as well as some of

the best sound-proof booths in that part of the

State. The Wales Furniture Co. will pay spe-

cial attention to the Edison department.

The dealer who operates a repair department

is in a position to render service to patrons.

Charles Durso, well-known talking machine
dealer, of Somerville, N. J., recently added the

Brunswick line of machines and records to his

slock. Mr. Durso is planning a vigorous" drive

on his new acquisition.

Plays two 10-inch,

or one 12 -inch
record at single

winding.

is absolute^ guaranteed
'J^HINK of the sales you will clinch by

telling your customers that the Spen-
cerian is guaranteed thruout! Even the

motor spring is guaranteed for one year.

Only the use of quality materials plus

precision in manufacture make this

sweeping money-back pledge possible.

For example, every part of the Spen-
cerian motor is required to be perfect

within less than ^ of an inch— less

than half the diameter of a human hair!

Westphono backs you 100%. "Every
claim handled promptly and satisfac-

torily," says one merchant. Isn't this a

tribute to our co-operation!

LIST "TRICE (East of %ocky mountains) $30

W7 ^^L^^^ 46W. Fourth St.

Westphono Inc. st. Paui, Minn.

qA Fact!
In downtown Detroit,

the following mer-

chants are among our

many customers:

Cable Piano Co.

Crowley-Milner & Co.

Cunningham Drug Co.

Detroit Music Co.

Max Strassberg Co.

People's Outfitting Co.
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The sweetly sad melody of the "Adagio--from 'Moonlight Sonata'
"

(Beethoven) never was presented with greater understanding than
by Duci de Kerekjarto's sympathetic violin in Record 80802.

Legend^ has it that this^'number was Beethoven's farewell to a

noble maid who spurned his love. Certainly, it is tinged with
dramatic melancholy which Kerekjarto brings out with irresistible

charm.
COLUMBIA GRAPHOPHONE CO.

New York

MILLER PIANO CO. OPENS NEW HOME

Formal Opening of Coatesville, Pa., Branch

Attracts Many Music Lovers—Large Stock

on Display in Attractive Quarters

Coatesville, Pa.,, July 3 —Elaborately furnished

and decorated, completely equipped and con-

veniently arranged, the new store of the Miller

Piano Co. was formally opened here late in

June with great crowds filling the place both

afternoon and evening.

Having just completed a sale of old stock in

connection with the removal to a new room, the

store was opened with a full line of pianos,

talking machines and small musical instruments.

One thousand Victor dogs were given away as

souvenirs of the occasion, and even then the

supply was not sufficient to meet all requests.

Webbies Orchestra furnished music and there

were also musical numbers by Bennie Henton,

of Conway's band; Mr. Knecht, of Sousa's band,

and Mr. Liberetta, of Creatore's band. These

gentlemen represented C. G. Conn, Ltd., manu-
facturer of band instruments, and presented a

program of band instrument music, while Mr.

Knecht, who is also a pianist of note, played

a number of piano selections. There were pres-

ent also representatives of the Victor Co.,

Thomas A. Edison Co., Cheney Sales Co.,

Weaver Piano Co. and other manufacturers.

The store presents a pleasing appearance from

the street, with its two big display windows at-

tractively arranged. At the front of the store

are the cabinets containing records for talking

machines and a cabinet for display of small

musical instruments. Back of this, and divided

by an elaborate partition, are seven sound-proof

rooms for demonstration of talking machines

ITALIAN
Popular Music

AND

ITAl-KflE
MONTHLY RELEASES

WRITE FOR CATALOG
Out-of-Town Asents Wanted

Distributed by

ITALIAN BOOK CO.
145 Mulberry St. New York, N. Y.

and player-pianos. The display of pianos occu-

pies a large part of the floor space, while in

the rear is the office of the firm.

Mr. Miller expressed great pleasure because

of the splendid crowds which participated in his

opening, and this morning stated that within

a few months he will extend the building to the

rear in order to provide even more space than

is now used. With the opening of the new store

the Miller Piano Co. has added the Victor line

of machines and records.

B. E. BENSINGER "LEVIATHAN" GUEST

President of Brunswick Co. Makes Trial Trip

on Famous Steamer—Four Brunswick Phono-
graphs in "Leviathan" Equipment

B. E. Bensinger, president of the Brunswick-

Balke-Collender Co., Chicago, was one of the

guests on the trial trip of the "Leviathan," the

United States Shipping Board's world-famous

steamer. Mr. Bensinger's presence on board

was made doubly enjoyable by the knowledge

that this "Queen of the Sea" includes in its

equipment four Deluxe model Brunswick phono-

graphs. Mr. Bensinger's attendance on this trip

was caused by the fact that the Brunswick-

Balke-Collender Co. has for many years been

an active figure in export shipping circles, al-

though it so happens that Mr. Bensinger is a

personal friend of Chairman Lasker, of the Unit-

ed States Shipping Board.

OKEH RECORD FEATURES NOVELTY

"E. Z." Flute Used for Recording Purposes

—

Inventor Attains Excellent Results

The General Phonograph Corp., with its usual

aggressiveness, has just issued a record by Sam
Cook, the whistling minstrel, featuring on one

side "Dearest" and on the other side "Crying

for You." Mr. Cook's method of reproduction

is a new "musical instrument" known as the

"E. Z." flute, which is nothing more or less than

the old-fashioned tin whistle dressed up and

modernized. With a little practice an amateur

can produce real tunes on the "E. Z." flute, but

Sam Cook, its inventor, produces results that

are exceptionally fine. His Okeh record is meet-

ing with success and may be the forerunner of

wide popularity for the "E. Z." flute.

DOING NICE MAIL ORDER BUSINESS

Little Rock, Ark., July 5.—The Hollenberg

Music Co., 415 Main street, this city, has suc-

ceeded in building up an excellent mail order

business in records through the medium of a

special coupon order slip and record list which

is sent out to patrons and prospects. The rec-

ords desired by the customer are noted in space

provided for that purpose on the coupon, which

is then mailed in to the store. Prompt filling

of orders and eflicient service have helped mate-

rially in making this plan a success.

POSTERS HELP CLOSE SALES

New Sonora Posters Designed to Help Dealers
Sell Instruments—Show Distinctive Features
of Product—Exceptionally Good Publicity

An important series of posters has just been
prepared by the Sonora Phonograph Co.'s ad-

vertising department for the purpose of provid-

ing dealers with material which will give the

story of the Sonora phonograph's interior con-

struction and exclusive sound-reproducing fea-

Hear ci %'onora - It plays the, best record belter.

One of Several Striking Sonora Posters

tures. Besides forming exceptionally fine win-

dow and wall display material these posters

have been designed to help the dealer sell So-

nora instruments. It is suggested that the deal-

ers frame these posters as permanent sales helps

in order that they may be used to close sales

and give prospective purchasers an adequate

idea of the many distinctive features of the

Sonora instruments.

CULP BROS. IN NEW HOME

Fort Smith, Ark., July 5.—Culp Bros. Piano

Co., one of the largest music houses in this city,

has just moved into new quarters at 703 Garri-

son avenue. The new home has been thorough-

ly remodeled and ample provision has been

made for the display of the large line of pianos,

talking machines and musical instruments which

the concern handles. This is now one of the

finest music houses in the citv.

Repair Parts,MainSprings,Motors

Single-spring Motors $ 2.50

Double-spring Motors 3.25

Liberty Motors 6.00

Three-spring Motor 12.50

Four-spring Motor 15.00

Tone Arm and Sound Box, per set,

$1.35 and up

WRITE FOR CATALOG

PLEASUVG SOUND PHONO. CO.
204 E. 113th St. New York, N. Y.
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JeweHone
Reproducers^o'ToneArm

Original and Exclusive Features
Plays Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in S^/^", 9^/4", lO^^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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TRADE'S MUSIC WEEK COMMITTEE TENDERED A BANQUET
Officials of Talking Machine Men, Inc., Entertain Committee in Charge of Music Week Publicity

for the Trade in Appreciation of Their Successful Accomplishments

The committee in cliarge of the activities of

the local phonograph interests during the re-

cent music week celebration, when full-page

advertisements were run in several New York
dailies and special advertising material was sup-

plied to retailers with a view to having them
hook up directly with the celebration, were
the guests on Thursday evening, June 28, of

President Irwin Kurtz and the executive com-
mittee of the Talking Machine Men, Inc., at

an elaborate though informal dinner at the

Hotel Pennsylvania. There were about thirty

present and the affair was one of the most
successful in talking machine trade annals.

Good fellowship reigned supreme and every-

body had a thoroughly good time.

During the course of the evening Abram
Davega, chairman, of the Music Week commit-
tee of the talkine machine iiidustrv, addressed

the gathering and summarized the work of the

committee and the results accruing therefrom

He was followed by Lloyd Spencer, treasurer

of the committee, who made public a list of

those who had contributed to the publicity fund,

and gave an accounting of the expenditures.

Otto Heinemann, president of the General

Phonograph Corp., who had direct charge of

the publicity campaign, was out of town and

therefore could not be numbered among the

guests.

President Kurtz, incidentally, announced that

in view of the growing number of Okeh record

dealers in the Metropolitan district, a special

Okeh division of the Talking Machine Men,
Inc., had been created for which a vice-president

would be elected at a later date.

A generous amount of entertainment was fur-

nished by representative'; of the various music

THE PHONOMOTOR CO.
121 West Avenue ROCHESTER, N. Y.

The PHONOMOTOR
Trade Mark Reg. U. S. Patent Office

WM. F. HITCHCOCK, Proprietor

The Perfect Electric Phonograph Motor
Is again in the hands of the INVENTOR for exploitation.

Phonograph Manufacturers and Dealers are invited to communi-
cate with us for samples and quantity

quotations.

Satisfaction guaranteed in every unit.

Com-
plete
with
Cord,
Plug,
Turn-
table

and
Auto-
matic
Stop.

Univer-
sal, alter-

nating,

or

direct

current

without
change
or

adjust-

ment.

Reason-
ably
priced
at last.

This motq^has a splendid reputation of eight years' multiple service,
the only electric equipment remaining in the field since its start, and
there are thousands of them running perfectly and with correct
timing of records.

Let us prove all this to YOU.

Sample will be sent C. O. D. for $25.00. Money refunded if not
perfectly satisfied. Give size of motor board desired, for sample only.

Our PHONOSTOP is also the perfect automatic-stop for electric and
spring motors. No phonograph complete without it.

Agents for installation of Phonomotors and Phonostops in old
phonographs wanted in every city.

Write us immediately

publishing houses and the talking machine men
joined heartily in t#e singirtg'^'M "Yes, We Have
No Bananas" and the other classics of the day,

thus showing their appreciation of the better

class of music.

The affair was so successful that it was some-
what of a task to recall all the details thereof.

It might be well to cite the fact that if Mr.
Volstead or William Jennings Bryan had been
present they would have been awfully sore and
discouraged.

Owing to the absence of a satisfactory out-

door course, a number of the guests confined

themselves to that form of golf known as

"African" to the satisfaction of some of the

participants and the distress of others.

C. A. RICHARDS IS HONORED

Sonora Export Manager Honored by French
Government—Sails on Long European Trip

C. A. Richards, manager of the export de-

partment of the Sonora Phonograph Co., re-

turned recently from a four months' trip in

C. A. Richards

tlie interest of Sonora product to Mexico, Cuba
and South America. On his return to New
York he found a letter from the French Con-
sul General, informing him that the President

of the French Republic had conferred upon him
the cross of "Chevalier de la Legion d'Hon-
neur," in recognition of the services rendered

by Mr. Richards to the French cause during

the late war. Mr. Richards, accompanied by his

wife, left on July 1 for a trip to Scandinavia,

England, France and Italy.

MOVE EDISON DEPARTMENT

Birmingham, Ala., July 3.—The Edison depart-

ment of Loveman, Joseph & Loeb, this city,

has recently been moved from the fourth to the

first floor of the building and, while they antici-

pate extending the department in the near future

and taking more floor space, they have hand-

some display rooms and booths on the first floor

of their mammoth building. Mr. Holstein, local

manager, states, that they will make still fur-

ther improvements in the very near future.

POSTCARDS PROVE SALES BUILDER

Interest in records has been stimulated to a

considerable degree by the use of postcards by
the talking machine department of Blooming-

dale's, large New York department store. The
cards contain lists of the latest record releases

and are headed by the following message: "Just

telephone us. We'll send these special Victor

records." The entire mailing list is circularized

in this manner and the results have manifested

themselves in many orders over the telephone.

WEST CO. LEASES NEW BUILDING

JoLiET, III., July 5.—The West Music Co. has

just obtained a ninety-nine-year lease on the

Alpine Building in Van Buren street, but will

not occupy these quarters until the expiration

of a three-year lease on its present location.
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Three Melody Hits— "You caitt^owron^-With any 'FEIST son^'

WASHING TON
Recent Shrine Convention Resulted in Increased Demand for

Records—Louis ^ Co. Remodeling Quarters—Activities of Month

BRUNSWICK DEALER EXPANDS

Hurley-Tobin Co., Trenton, Opens New Annex
—Phonograph Department Has Increased Space

Washington, D. C, July 7.—The recent Shrine

convention here, with the resulting influx of visi-

tors, was responsible for a greatly stimulated de-

mand for records. In addition to the two Shrine

marches—"Nobles of the Mystic Shrine," by

Sousa, and "Saracen Guard," by White—the hit,

"Yes, We Have No Bananas," was just begin-

ning its big run, and both local and out-of-town

sales were excellent. Ansell, Bishop & Turner,

Victor dealers, 1221 F street, N. W., reported a

big mail business, records being sent to nearly

every State in the Union. The Van Wickle Piano

Co., 1222 F street, also enjoyed a good record

business, shipments being made to nearly forty

of the forty-eight States.

At Cohen & Hughes, Victor distributors, it

was impossible to supply enough of certain rec-

ords to meet all demands during the height of

the run, but Leslie Lore, manager of the Wash-
ington office, states that the demand is slacken-

ing off somewhat now and he has been able

to catch up with orders. Portable models of

phonographs, it was explained, are going very

well, although Mr. Lore has observed more ac-

tivity throughout the territory around Wash-
ington than in the city itself.

Console models still lead in sales in this city,

those with the new divided top being especially

popular. Cohen & Hughes report much interest

on the part of dealers in the release of the new
art machine to be put out by Victor Co, and it

is predicted that these will be in much demand.

Louis & Co., Victor and Brunswick dealers,

located at Seventh and G streets, N. W., are

busy remodeling their building. Up to a short

time ago the talking machine department occu-

pied the ground floor, while the second and

third floors were taken up with toys and nov-

elties, but recently the entire toy and novelty

stock was sold to one of the big department

stores in the city and the whole building will be

given over to talking machines and records.

Extensive changes are contemplated which will

make this establishment one of the biggest talk-

ing machine stores in Washington.

Diplomatic representatives of the Latin-Amer-

ican countries on their way to the Los Angeles

exposition were entertained on their trip across

the country by a Brunswick model 212 and a

library of records which were placed in their

observation car by the store of Lansburgh &
Bro., 420-430 Seventh street, N. W.
The Mt. Pleasant Music Shop, 3310 Four-

teenth street, N. W., has inaugurated a can-

vassing camt>aign which is stimulating sales

during the hot-weather period. It is taking the

store to the customer, so to speak.

Console models are not so much in demand
as they were three or four months ago, accord-

ing to R. H. Stuart, manager of the talking

machine department at Gibson's, 917 G street,

N. W. "Console sales are noticeably less at

our store," he said. "During the Winter we
sold many console models, but they are slowly

giving way to the upright models now. The rea-

son for this, as I see it, is that the average

small house these days simply hasn't room
enough for a large console and people are get-

ting the upright models because they fit in

better."

CHANDLER IN NEW BUILDING

Santa Ana, Cal., July 3.—B. J. Chandler, en-

gaged in the musical instrument business here,

plans to move into his new building on its com-

pletion in about two weeks. The structure is

two stories in height and will cost about $50,000.

Trenton, N. J., July 5.—The Hurley-Tobin Co.,

of this city, Brunswick dealer, held a formal

opening recently of its new annex on Hanover
street' and during the week of the opening

Craft's Orchestra, a local musical organization,

gave a series of concerts. The new annex ac-

commodates the phonograph department, which
has been given added space and equipment. The
Hurley-Tobin store comprises about 43,000

square feet of floor space, which makes the es-

tablishment one of the largest merchandising

houses in Trenton. Numerous telegrams and

floral pieces were received at the opening, in-

cluding a congratulatory offering from the

Brunswick Co. The Hurley-Tobin Co. now op-

erates seven large retail establishments in Tren-

ton, Camden, Atlantic City and Bridgeton, N. J.;

Wilmington, Del.; Hazleton and Wilkes-Barre,

Pa., in which talking machines are featured.

Every social organization is a good prospect

for a talking machine and records.
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^Aeolian
VOCALION

High Quality at a Low Price

Queen Anne Period Model

Specifications: Height, 341/8"; Depth, 2178";

Length, ^iVs". Graduola—Velour Turntable

—

Nickel Hardware. Walnut Finish.

Priced

150

THIS high-grade

phonograph at

a popular price
will prove a sensa-

tion in the music
instrument field this

season.

The fact that it is an

Aeolian- Vocalion is a

guarantee of its musical

perfection and the high

standard set by the Aeo-

lian Company for superior

cabinets means that at last

the demand has been met

for a quality phonograph

at a popular price.

This model is equipped

with the Graduola, which

is to the phonograph what

the artist's touch is to

other instruments.

The Aeolian Company
AEOLIAN HALL NEW YORK

I!
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OH

VOCALION
RED RECORDS

-a

Selvin^s Orchestra

another popular attraction

which records exclusively for

VOCALIONRED RECORDS
Probably no group of musicians has set more feet a'dancing than the Selvin

Orchestra.

Many thousands are enjoying, hstening and dancing to the remarkable Sel-

vin Vocalion Red Records which faithfully reproduce all the harmony and

sway which have made Selvin's Orchestra the most popular on Broadway.

Have you these great records?

14583—A Kiss In The Dark—Intro. "Weaving My Dreams"—Waltz.

—Broken-Hearted Melody—Waltz.
14545—Don't Think You'll Be Missed-Fox Trot.

—Seven or Eleven—Pox Trot.

14544—Down Among the Sleepy Hills of Tennessee—Fox Trot.

—Don't Be Too Sure—Fox Trot.

14563—Old Time Waltzes—Part 7—Intro. Sunshine of Paradise Alley—She

May Have Seen Better Days—Take Me Out to the Ball Game

—

Maggie Murphy's Home.

—Part 8—Intro. Daisy Bell—Bird in a Gilded Cage—Molly, 0—My
Sweetheart's the Man in the Moon.

14532—Bambalina—Fox Trot.

—Argentine—Fox Trot.

The Aeolian Company
AEOLIAN HALL NEW YORK

Distributors
of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO.,

37 E. 18th St., New York City.

WOODSIDE VOCALION CO.,

154 High St., Portland, Me.

A. C. ERISMAN CO.,

174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,

306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,

505 Liberty Ave., Pittsburgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

0. J. DEMOLL & CO.,

12th and G Sts., N. W. Washington,
D. C.

LIND & MARKS CO.,

530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and

Vocalion Records,

529 S. Wabash Ave., Chicago, 111.

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,

570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,

Memphis, Tenn.

GUEST PIANO CO.,
Burlington, la.

D. H. HOLMES CO.,

New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
826 Nicollet Ave., MinneapoHs,
Minn.

STREVELL-PATERSON HARD-
WARE CO.,

Salt Lake City, Utah

MOORE-BIRD CO.,
1751 California St., Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

THE MAGNAVOX CO.,
115 Jessie St., San Francisco, Cal.
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TOLEDO
Energy of Dealers Resulting in

Good Slimmer Business—Many Mer-
chants Add New Lines—The News

Toledo, O., July 6.—Talking machine merchants

are obtaining a good Summer volume of trade.

It is being secured, however, through hard, con-

sistent plugging. Moreover, dealers have added

many lines of merchandise the past month, and

this, with the fact that salaries to workers in

local industries have been increased, augurs well

for future business.

The Toledo Talking Machine Co., Victor job-

ber, has enjoyed a 20 per cent increase in busi-

ness during the six months just passed over

the same period last year, Chas. H. Womeldorff

reports. It is said also that the Victor dealers

are well pleased with the special record releases.

for they bring customers to the store more fre-

quently.

Warren L. Kellogg, of the traveling force, is

vacationing at Chippewa Lake, Mich. A. S. Ley-

bourn, office manager, and his family are now
occupying the Leybourn cottage at Toledo

Beach. C. H. Womeldorfif recently made a busi-

ness motor trip to Michigan points. Later he

and his family will vacation at one of the north-

ern Michigan resorts.

E. A. Ericsson, New York, president, and J. J.

Ryan, vice-president of the Toledo Talking Ma-
chine Co., were recent visitors to the local

warerooms.

At the Lion Store Music Rooms, where Vic-

trolas, Brunswicks and Cheneys hold forth, trade

is ahead of last year for the first six months,

A. J. Pete reports. Record and portable buying

by cottagers and young people seldom has been

better. Fully 75 per cent of all records go to

boys and girls and are of the dance type.

At the LaSalle & Koch Co. Music Shop trade

for the half year just closed shows a large

gain, Forrest O. Edwards, manager, states.

The Master, a popular-priced table top console

phonograph, has been added to the Cheney and
Victor lines and will be used to obtain sales

volume. The Jewel record is another addition.

Dance records are selling in the ratio of five

to one to others.

At Grinnell Bros, portable Victrolas in com-
bination with records have been responsible for

a good Summer business to date. Larger in-

struments are also in fair demand. Miss Thelma
Woodward has joined the record sales force

and Miss Elois Fletcher is a new member of

the sheet music staff.

W. A. Grubbs has been appointed manager
of the talking machine department of the Cable

Company. He formerly occupied a similar posi-

tion with the house. The Brunswick line is

now handled here in addition to the Victrola

and Columbia. The record department has also

been enlarged recently.

The Goosman Piano Co. reports sales above
the corresponding six months of last year.

President Fred Goosman states that outside

sales work is producing a good share of trade

today. In one week recently a number of sales

of Columbia, Aeolian and Granby machines were
sold almost entirely through outside work.

Frank Fleightner, Cherry street Columbia
dealer, has upon his floors the new Columbia
models. They are receiving an enthusiastic re-

ception from customers, he says.

J. Pietrykowski, who conducts Columbia mu-
sic shops on Junction avenue and on Lagrange
street, both in the heart of the two local Polish

sections, is doing a brisk business among these

people.

Frazelle Piano Co., Sonora and Vocalion re-

tailer, is enjoying a Summer patronage of pleas-

ing volume. A booklet entitled, "The Sunny
Saunterings of a Sonora," illustrated with scenes

on shipboard, in Constantinople, in the movies
and in distant lands, presents a concrete story

of a trip with a portable which is proving an
efiFective bit of direct advertising.

The Whitney-Blaine-Wildermuth Co., in spite

of the extremely hot weather of the past ten

days, is maintaining a fair volume of Summer
sales, especially portables and records.

At the Kneisel Record Shop the Wolverine
portable is meeting with the approval of a large

number of vacationists. Miss Angeline Hanken-
hofT states.

.\t the J. W; Greene Co., one of the important

elements which has been responsible for the

fine showing this year is the team work of de-

partment workers. Before records or other mer-
chandise is purchased all employes are asked

tc inspect the article and give an estimate of

tKe^ number of items they can dispose of. This

estimate is used as a buying schedule, as well

as a check on the clerk. Moreover, the per-

petual inventory card system recently installed

is a direct aid to record sales. A bargain base-

ment is being opened as a feature of the new
store. New merchandise added includes the

Carola and Spencerian portables.

Kenneth E. Frederick is spending his vaca-

tion enjoying a lake trip which will include

Niagara Falls.

A. A. Fischer was bereaved through the loss

of his son recently.

On July 1 E. A. Kopf, for several years man-
ager of the talking machine department, as-

sumed charge of the music roll section also.

These added duties, with the completion of the

enlarged departments, will make his post one

of the most important in the house. Miss Char-

lotte Hapgood, formerly in the roll department,

has joined the record force and Miss Sadie Opp
is now a member of the roll department.

Carl Rule, of Grinnell Bros., is enjoying a

two weeks' fishing trip at Thornapple Lake,

Mich.

Wm. Gaston, formerly Victor traveler, now
•^ales manager of Grinnell Bros.' retail stores;

Geo. Deacon, of the Cleveland Talking Machine

Co., and H. E. Kane, of the Chicago Talking

Machine Co., were recent business visitors.

Out-of-town dealers visiting this market

lately included Wm Hubble, Monroe, Mich.;

LIVE

TRADE MARK

AUDIOPHONE
REG U. S, PAT. OFFICE

A big volume of tone sufficient to fill

a very large space can be had from any
phonogiaph by using Bristol's Audio-
phone Reproducer outfit. ,This utilizes

the same Loud Speaker which is so suc-
cessfully used in connection with radio
receiving.

It not only gives a big tone, but is a

real reproducer and brings out the natu-
ral qualities of the original performance.
The tone is smooth and beautiful—en-

tirely without blurring and mechanical
noises.

A hand control is provided which
makes it possible to regulate the volume

to accommodate the size of space and
efTect desired.

Just visualize the satisfaction of having
such an equipment to use this summer,
for concerts, entertainments and espe-
cially dance music on the porches of
clubhouses—homes—yachts—hotels— etc.

They can listen to the celebrated artists,

can dance to music bv the most famous
orchestras. And, i: is always ready

—

no waiting" or disappointment. Impromptu
occasions arranged without trouble.

Take advantage of this summer-time
sales opportunity. Write for further in-

formation. We would at least like to

give you a demonstration.

THE BRISTOL COMPANY
WATERBURY, CONN.
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DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS
TONE ARMS Grey iron

REPRODUCERS and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

Direct Quantity Importations On
|

D. R. DOCTOROW

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt A-ve. Bldg.

SI East 42nd Street, New York
Tel. VandeTbilt 5462
Murray Hill 800

EMERSON RECORDS NOW FIFTY CENTS

Important Price Reduction Announced by Emer-
son Phonograph Co.—Quality Standard Will

Be Maintained—To Be Marketed Exclusively

Through Tcdking Machine Dealers

J. Bauch, Oak Harbor, O.; Miss Charlotte

Sawkins, Alma, Mich.; W. Wagonlander, Syl-

vania, O.; Fred. Meier, Monroe, Mich.; E. M.

Pratt, Delta, O.; H. E. Deck, Bryan, O., and

Frank Davidson, Columbus, O.

Harold Goldy, Columbia representative, will

take with him to the Columbia branch gathering

in Cleveland the first part of July a number of

dealers, among them Frank Fleightner, Jos.

Pietrykowski, A. E. Rae, Toledo, and R. S.

Budd, Lansing, Mich.

J. L. CoUer, Tecumseh, Mich., general music

dealer, is moving his business to a larger build-

ing .close to the center of the town. The

Victrola department will be one of the finest in

that section of the State, it is reported.

REFLEXO PRODUCTS IN GOOD DEMAND

Louis J. Unger, President, Concludes Satis-

factory Trip—Joseph M. Miller Added to

Reflexo Corp.'s Organization

Louis J. Unger, president and general man-

ager of the Reflexo Products Corp., New York

City, recently completed a six weeks' trip cov-

ering New Orleans, Texas, Kansas City, St.

Louis and other important trade centers. Mr.

Unger found business conditions good, which

were attested to by the substantial amount of

new business he received. The new Gilt Edge

stands, which include the dance-tone needle,

proved very popular wherever shown through-

out the trip.

The sales staff of the Reflexo organization

has been augmented by the addition of Joseph

M. Miller, who will cover the metropolitan

trade in the interests of Reflexo and Gilt Edge

needles. Mr. Miller is an experienced talking

machine man, having been connected with the

retail end of the business for a number of years

in the New York warerooms of Sol Lazarus.

SMITH BROS. OPEN NEW STORE

Whittier, Cal., July 3.—The Smith Bros.

Music Co. held its formal opening recently at

114 East Philadelphia street. A fifteen-piece

orchestra and the William Axworty Trio fur-

nished special music for the occasion. Frank

W. and H. Clinton Smith constitute the com-

pany and they have been engaged in business

for the past twenty years in Redlands. The new

establishment is in the form of an L-shaped

room, with an interior finish of gray. The con-

cern will handle a complete Hne of standard

musical instruments and a group of sound-proof

demonstrating rooms has been installed in the

rear of the store. Large crowds attended the

store's formal opening.

LANG BROS. IN NEW STORE

South Bend, Ind., July 5.—The new quarters

of Lang Bros.' music store at 439 South Michigan

street have been recently opened for business.

This is now one of the most attractive stores in

the city and has many new and up-to-date fea-

tures. Record racks, sound-proof record rooms

and display space for showing pianos and play-

ers are accommodated on the ground floor. In

the basement are the showrooms for displaying

the various phonograph models. Lang Bros,

were formerly located at 114 East Wayne street.

Brunswick phonographs are handled.

WOOD BROS. IN FINE NEW HOME

Prominent Pittsfield, Mass., Concern Opens
Spacious Quarters

Pittsfield, Mass., July 7.—Wood Bros., promi-

nent musical instrument concern, have just

moved from 114 North street, this city, into

their handsome new establishment at 421 North
street, which is considered one of the finest

stores devoted to the sale of musical instruments

in this part of the State. The new home really

comprises two buildings, the one facing North
street being three stories in height and the rear

structure one story high. The latter building

will house the workshop and will also be used

for storage purposes. The front contains spa-

cious display rooms. The concern also operates

a store in North Adams, Mass. In addition to

a complete line of pianos, Victor talking ma-
chines and records and musical merchandise are

handled. John E. Murphy is manager of the

local store.

The Emerson Phonograph Co., New York,

manufacturer of the well-known Emerson rec-

ord, which is now being merchandised by dealers

throughout the country, recently announced a

reduction in the list price of its records from

7S cents to SO cents. This change will affect the

company's complete catalog, comprising popular

and standard selections.

In making this announcement to the trade,

B. Abrams, president of the company, empha-

sized the fact that the Emerson record will be

marketed exclusively by talking machine dealers

and a few of the most prominent department

stores. The company is making this move in

order that its records may be presented to the

trade as a standard quality product backed by

a responsible manufacturing organization.

Mr. Abrams placed special stress on his com-

pany's plans for the future production of Emer-
son records, stating that the quality of the rec-

ords will be maintained and the reduction in

price will in no way affect the company's manu-
facturing standards. Among the many retail

establishments which are now carrying Emerson
.SO-cent records are the following: Landay
Bros., with its many stores; Saul Birns, Inc.,

nine stores; Gimbel Bros., Frederick Loeser &
Co., Abraham & Straus and others.

BRUNSWICK IN INDUSTRIAL PARADE

TO MOVE TO NEW QUARTERS

Plymouth, Mass., June 30.—W. N. Snow, who
handles phonographs as well as housefurnish-

ings in his Main street store, will move into

new quarters early in the Fall.

Among the many participants in the great

Industrial Parade, Saturday, June 23, in connec-

tion with the Silver Jubilee of New York City

was the Brunswick-Balke-Collender Co., which

displayed on an attractively arranged float some
very artistic samples of the various products

which it manufactures.

ORO-TONE PORTO-TYPE
Protective Hardware
and I'Inno Hinge.

Record Case for 12
Records.

Plays all recorda.

Tone Deflector In
Bacl!.

Here is a portable phonograph, com-

plete in every detail, that dealers the

country over are finding easy to sell.

Read the reasons why you also will

find it profitable to sell this remark-

able Oro-Tone Porto-Type.

1st—A consistent high standard of work-
manship is your guarantee that you are
selling an item of real merit. 2nd—The
tone quality compares well with larger-
sized machines. 3rd—Every part, Includ-

ing the records, is contained within the
case, so that when closed, the compact
case is easily carried without danger of
breaking either parts or records. 4th—The
motor is mounted in a rigid cast-iron
frame and is constructed to play two rec-

ords with one winding. 5th—Oro-Tone
standard tone arm and equipment is used
on all Porto-Types except where the auto-
matic equipment is desired. 6th—The rec-

ord-filing compartment holds one dozen
ten-inch records. 7th—Dimensions :

Length. l&Yz inches: width. IIM inches:

height, 7 inches: weight, 20 lbs.

Non-Spill
Needle
Cup

LIST PRICES
With Standard Tone Arm as
hhown in illustration above.
Plays all Records $35.00

With Automatic Equipment, as
shown on the right $37.50

Usual Discount Allowed to
Responsible Dealers

1000 George St. CHICAGO

Patent
\ppld. for

Automatic Tone Arm

The No 16 Oro-Tone Automatic Arm, shown above, plays all

records and AUTOMATICAILY adiu,>,ts weight, centers the needle

and gives the correct angle when pla.ving either lateral or rerU-
cal cut records. The list price of the Porto-Type equipped with
the Automatic Concert Arm is $37.50.

Do not fail to mention style ot

arm wanted when ordering.
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Rothschild & Company, Chicago, III. An exceptionally attractive department.

If All Music Customers Were Blind

You could sell musical merchandise in a

junk shop successfully—the sense of sight
*

, would not influence your customer.

But—the eye does exert an important influence—stop and ponder over your aver-

age sale of a phonograph.

A beautiful phonograph in restful home surroundings—and the entertainment

of the world's best music which it affords—is your appeal.

Can you get that appeal across in a store which makes no pretense of the "rest-

fulness and comfort" which you picture?

Does the significance of "attractiveness" in the product suggest the desirability

of similar attractiveness in your store where that product is displayed?
f

There is only one way to make your store effective—use "Unico Service" which
successful, cheerful and attractive stores have used for a decade.

Specialized facilities, patented sectional construction and expert service combine
to make the "Unico System" the only successful and economical method for equipping
your store. Over 3,600 users in the United States and in 13 foreign countries prove
to you its exceptional merit. Can you really afford to ignore your future sales in

this season of renewed prosperity?

Remember—the really successful dealer sells qualify

products in a quality atmosphere. To profit by
that thought—and sell more merchandise, write to

UNIT CONSTRUCTION COMPANY
NEW YORK. N. Y.

299 Madison Ave.

RAYBURN CLARK SMITH, President

S8th Street and Grays Avenue, Philadelphia, Pa
DALLAS TEX.

209 Dallas Bank Bldg.

SAN FRANCISCO, CAL.
275 Post St.

NEW ORLEANS, LA.
506 Marine Bank Bldg.

ATLANTA, GA.
25 Moore Bldg.

CHICAGO, ILL.

30 N. Michigan Blvd.

SALT LAKE CITY, UTAH
150 Main St.

DENVER, COLO.
1642 Arapahoe St.

H. A. MOORE & CO., LTD. (Sales Agents)
Premier House, London (W.C.I.), England
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UNICO SALES ORGANIZATION CHANGES

Geo. A. Lyons Advanced to Assistant General

Sales Manager—W. D. Montgomery Replaces

Mr. Lyons as Western Sales Manager

EflFective July 1, Geo. A. Lyons, who since

January 1 has been functioning as Western sales

manager for the L^nit Construction Co., has been

promoted to assistant general sales manager
with headquarters at the home office in Phila-

delphia. Mr. Lyons will in the future keep in

close contact with the company's sales activities

in all territories.

D. Montgomery, formerly Western sales

manager for the company, has again been placed

in charge of the Middle Western territory, with

headquarters at the Chicago office.

Owing to the increasing demand for LTnico

equipment in far-off South Africa, a sales agency
has been established with headquarters in Jo-

hannesburg under the direction of Philip M.
Cohen, who has had a wide experience in the

musical merchandising trade of that territory.

Negotiations are now pending for the establish-

ment of a Canadian branch which, including the

verj' active London, England, agency, will give

the company three foreign branches.

The LTnico sales organization personnel as now
constituted is as follows: President and general

sales manager, Rayburn Clark Smith; assistant

general sales manager, Geo. A. Lyons; sales

service manager, F. L. Rice; credit manager,

Alfred Spering; sales engineer, C. W. Reid;

Eastern division, Charles Clement, all of Phila-

delphia; New York and New England district,

J. P. Crane, New York City; Western district,

W. D. Montgomery, Chicago; Southeastern dis-

trict, M. E. Lyle, Atlanta; Southern district,

Charles Wenar, New Orleans; Southwestern dis-

trict, L. Thomas-Hays, Dallas; Rocky Mountain

district, Robert C. Cornett, Denver; Northwest

district, J. E. Clark, Salt Lake City; Pacific

Coast district, Everett Worthington, San Fran-

cisco; Great Britain, H. A. Moore, LondiDn, Eng-
land; South Africa, Philip M. Cohen, Johannes-

burg.

VINCENT LOPEZ AT THE PALACE

Famous Orchestra and Exclusive Okeh Artist

Appearing at Finest Vaudeville House—Holds

Record for Lengthy Engagement

Vincent Lopez and His Hotel Pennsylvania

Orchestra, exclusive Okeh artists, began an in-

definite engagement at the Palace Theatre, New
York, on July 2. The orchestra has been given

an ovation at every performance since that date,

and undoubtedly the act will be retained for

many weeks. At the present time the Vincent

Lopez orchestra holds the record for playing

consecutive weeks at the Palace Theatre, having

appeared at this famous amusement place for

nine solid weeks last year. The Palace Theatre

is recognized throughout the theatrical world as

the finest vaudeville theatre in America, and

vaudeville artists consider their ambitions real-

ized when they are booked for an engagement

at this theatre.

SALESMEN MUST THINK QUICKLY

The talking machine and record salesman

who works on the outside comes in contact

with many types of people and is constantly

ccmfronted with problems of the most difficult

nature which he must overcome instantly in or-

der to make a sale. Quick thinking is neces-

sary and not only this, but the salesman is faced

with the necessity of thinking in the right di-

rection, i. e., the problem must be solved cor-

rectly or the sale is lost, for the time being

at least.

Individual and
CommercialNewark Recording Laboratory

RECORDING
15 West Park Street Newark, N J.

Tel. Mitchell 1586

THE VALUE OF EDISON'S GENIUS

New York Times Carries Interesting Article on
Value of Capitalized Inventions

The value of Edison's genius is placed at

fifteen billions of dollars in an interesting article

in the New York Times recently, showing the

influence of Edison's inventions on industrial

and civic development. Excerpts from the

article follow:

"There is one human brain that has a hard

cash market value to-day in the business and
industrial world of $15,000,000,000. Billions is

correct, not millions. That is within 20 per cent

of equaling the value of all the gold dug from
the mines of the earth since America was dis-

covered.

"The brain is that of Thomas Alva Edison,

who many a time has said to his cronies, 'Well,

if worse comes to worst, I've got a good trade.

I can always make $75 a month as an expert

telegraph operator and I can live comfortably

on that.'

"The $15,000,000,000 represents the present

investment in America alone in industries which
are entirely based on the inventions of Edison

or which have been materially stimulated by
his inventions. Several of the country's largest

industries are included.

"Here is the list, and it touches only the high

spots. It shows either the capital or the total

investment, according to the latest dependable

estimates

:

Moving pictures $1,250,000,000

Telephones 1,000,000,000

Electric railways 6,500,000,000

Electric lighting and power. 5,000,000.000

Electrical supplies 857,000,000

Fixtures 37,000,000

Phonographs 105,000,000

Electric car shops 109,000,000

Dynamos and motors 100,000,000

Edison storage batteries 5,000,000

Cement 271,000,000

Telegraph 350,000,000

Wireless telegraph 15,000,000

LITTLE ROCK FIRM CELEBRATES

Little Rock, Ark., July 5.—The Gus Blass De-

partment Store, of this city, which operates a

large music department in which talking ma-
chines are featured, recently celebrated the

fifty-second anniversary of the establishment of

the business. This concern was one of the first

mercantile houses in this section and is one of

the few that have grown through the years.

SID COLEMAN BECOMES A BENEDICT

Sid Coleman, connected with the sales organ-

ization of the Greater City Phonograph Co.,

Inc., Sonora distributor. New York City, is re-

ceiving the best wishes of his many friends in

the trade on his marriage on June 24 to Miss
Lee Hyman. Following a honeymoon in Can-
ada and the Thousand Islands Mr. and Mrs.

Coleman are making their home at 1494 Ocean
avenue, Brooklyn.

ADD=A=TONE WELL RECEIVED ABROAD

H. Segal, of the Unique Reproduction Co.,

Inc., New York, manufacturer of the Add-a-
Tone reproducer, states that business is excel-

lent. New jobbers are being appointed and
re-orders are being received regularly. Mr.
Segal makes a note of the fact that the talking

machine business is active at the present time

in foreign countries and good-sized export orders

are being received for the Add-a-Tone repro-

ducer. A few of the countries where this com-
pany's product is meeting with approval are

Cuba, Japan, South Africa and New Zealand.

PHONOGRAPH CO., INC., CHARTERED

Oklahoma City, Okla., July 3.—The Phono-
graph Co., Inc., this city, has been granted a

charter of incorporation, with a capital of

$25,000. Incorporators are A. C. Dennis, R. H.
Sherman and W. J. Davidson, all of this city.
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THIS COUNTER
DISPLAY STAND WILL

DOUBLE YOUR
NEEDLE BUSINESS
Our dealer combination Gilt

Edge Needle outfit, including a

beautiful metal display stand for

your counter containing an as-

sortment of 40 packages of loud

tone, 20 packages of extra loud,

20 packages of medium and 20
packages of Dance Tone is a

silent salesman. The outfit costs

you $5.00 complete, and you sell

the needles at 10c a package

—

your profit being 100 per cent.

11
GILT EDGE
NEEDLES
"A Bagshaw Product"

In uniform quality, in record

preserving and in consistent per-

formance they are the best on
the market. Each needle plays

10 records, clearl}' and without
scratching.

The Reflexo Blue Steel Needle
with three tones in one is also

a winner. Packed 50 needles to

a package and sell at retail for

15c a package. Your profit is

100 per cent.

Ask yoHr jobber. Write for samples

ReflexolProducts Co.
Incorporated

Sole Agents for

W. H. Bagshaw Co.

Gilt Edge and Reflexo Blue Needles.

Factorj' :—Lowell, Mass.

Office:—347 Fifth Avenue
New York City
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NEW
N O

The ever-increasing demand

for the New EDISON
is a public expression of appreciation

for the foremost phonograph of all time

HEREVER shown and wherever heard the New
Edison is meeting with public approval. The

demand for the New Edison is increasing daily, a sub-

stantial expression of appreciation for the unusual

beauty of its cabinet design, and the super qualities

which distinguish its Re-Creation of the singing and
playing of famous artists.

Every glorious color and tint of tone, every fine shading,

every perfection that distinguishes the talented musician,

are preserved and reproduced unmarred on the New
Edison. The ever increasing demand for the New
Edison is opening up new and profitable territories

for Edison dealers.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

The only phonograph that dares the test
a



The New EDISON
leads not only in reproducing qualities, but in cabinet designs

IT was essential that the cabinets which were
selected to encase the New Edison be in

keeping with the acknowledged superior re-

producing qualities of the instrument itself.

The historic masterpieces of the famous
Periods were drawn upon for certain cabinets.

The inspiration of Edison designers was drawn
upon for others.

The result today is a complete line of repre-

sentative phonographs with a range of style

and a range of prices that practically blankets

the entire market.

of direct comparison with living artists
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INDIANAPOLIS
Satisfactory Business Enjoyed Despite Oppressive Heat—Fred-

erick C. Pullen Promoted—Edison Shop Discontinued—The News

IT F V'Q GRAPHITE PHONO
ai-i * ^ SPRING LUBRICANT

Ilsley'j Lubricant makes the Motor make good
Is prepared In the proper oonalatenrj, will net nin out.
dry up, or t>econie sticky or rancid. BwrnKinn in itg

orlflnal form indefinitely.

Put up in 1, 5, 10, 25 and 50-pound cans for dealers

This lubricant Is also put up In 4 -ounce cans to retail at
25 c^nts each under the trade name of

FTTRFK^l NOISELESS talking
J-i^i.^j-i*».r^ MACHINE LUBRICANT

Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

Indi.^n.apolis, Inc., July 6.—With six months of

the year now a matter of record, local dealers

are very much elated with the results of that

period. Sales have been made in large volume
and for the greater part have been of the higher-

priced instruments. June has been a very favor-

able month, in most cases showing a substantial

increase over the same month of last year. The
city and State are passing through a period of

very oppressive heat, which has caused a slight

depression in buying, but dealers do not look

forward to any very adverse effects from this

condition, inasmuch as the first three weeks
were unusually good in point of sales.

Figures That Show Good Business

A good illustration of the showing made by

dealers in the first six months of the year is

the sales record of L. S. Ayres & Co. This store,

according to R. R. Follis, manager of the talk-

ing machine department, passed the figure for

the first six months of last year in April, and

the sales of the six-months period of this year

will show an increase over the corresponding

period of last year of greater than 40 per cent.

The talking machine and record sales of the

Pettis Dry Goods Co., another large department

store, .will show a very substantial increase over

the six months of last year, according to Ira

Williams, manager of this department. The
Taylor Carpet Co., Victor dealer, has enjoyed

a good business during the period and on Sat-

urday, June 23, made a sales record that has

not been equaled on any one day of this year.

Other Victor dealers report good sales.

Sonora Demand Exceeds Supply of Goods
Local Sonora sales are being held down by

the continued inability of the local dealers,

Charles Mayer & Co., to secure delivery of ma-
chines from the factory. B. Friedman, of the

Sonora department of this store, reports that

deliveries are being made more promptly, how-
ever. Most of the Sonora sales being made at

this time are of the lower-priced machines. The
Mayer store stocked approximately the same
amount of portables as were sold by them last

season, but this stock has been entirely ex-

hausted and they are unable to supply the de-

mand for this class of merchandise. Edward

and Oscar Mayer, of the Kiefer-Stewart Co.,

attended the Sonora Sales Convention at Sagi-

naw, Mich., recently. The Kiefer-Stewart Co.

are Indiana distributors of Sonora machines and
Okeh records and report a good State dis-

tribution of these lines.

Edison Shop Closes Out
The Edison Shop, a local Edison store, is

being closed out. This will leave only one

Edison retail dealer in Indianapolis—the Carlin

Music Co. The closing of the Edison Shop sig-

nalizes the withdrawal of Walter Kipp from the

phonograph business in Indianapolis and In-

diana. Mr. Kipp withdrew from the wholesale

business at the time of the sale of the Kipp
I'honograph Co. to the Phonograph Corp. of

Indiana, and it has been known for some time

that he intended to dispose of his retail interest.

Edison sales, as reported by the Phonograph
Corp. of Indiana, wholesale distributor, have

held up very well during the hot Summer
months. The unusually large sale of records

continues. The newest Edison dealers are

Hardin Drug Co., Flat Rock; Frank M. Baker,

Shoals, and Roy Wood, Farmersburg.

Frederick C. Pullen Appointed Manager
Frederick C. Pullen, widely known throughout

the Edison organization and the phonograph
trade in general, has been appointed manager of

the Phonograph Corp. of Indiana, taking the

place of J. M. VanderVoort, who for the present

is being transferred to the Edison factory. Mr.

Pullen's e.xperience with the phonograph indus-

try extends over a period of fifteen years, the

last three of which have been spent as pro-

duction manager of the Edison record manufac-
turing plant. Mr. VanderVoort leaves a wide
circle of friends in Indiana and the regret on

his leaving this territory is only equaled by the

welcome extended to Mr. Pullen.

Making a Canvass of Buying Public

The Carlin-Quick Music Co., new Edison
store, Kokomo, Ind., has been doing an unusu-

ally large volume of business since the opening

of the store a few weeks ago. Both Mr. Carlin

and Mr. Quick, in their long connection with

phonograph sales, have learned the value of in-

tensive canvassing and are personally calling on

every family in Kokomo. A card record showing
the kind of phonograph, if any, and the kind of

piano or any other musical instrument, owned
by the family, is being prepared. This record

will not only furnish valuable information to

the present phonograph business, but in case

a line of pianos or other musical goods is added
at a later time the Carlin-Quick Co. will have
in its files a complete record of practically every

musical instrument in Kokomo and a very com-
plete record of prospective buyers.

Baldwin Co. Doing Well With Brunswick
Brunswick is doing a normal business, accord-

ing to reports of the Brunswick Shop and the

Baldwin Piano Co., local Brunswick dealer.

Record sales are unusually good. The record

"Yes, We Have No Bananas" has been fea-

tured by the Brunswick Shop and is perhaps

the best seller at the time of this report.

WILL MARKET MADERITE COVERS

Maderite Sales Corp. Will Distribute Products

of A. Bruns & Sons—Sales Manager Karpen
Planning Intensive Campaign

The Maderite Sales Corp., Brooklyn, N. Y.,

was recently incorporated in New York State

with a capital of $50,000, the incorporators be-

ing Victor Bruns, Alfred Bruns and H. N. Kar-

pen. This new corporation is a subsidiary of A.

Bruns & Sons, Brooklyn, N. Y., well-known

manufacturers of canvas products, including

"Maderite" phonograph moving covers. The
Maderite Sales Corp. will distribute all of this

company's products and an intensive sales cam-

paign is now in process of completion.

H. N. Karpen, sales and merchandise man-

ager for A. Bruns & Sons, who is well known
in mercantile circles, stated recently in a chat

with The World: "Talking machine dealers are

beginning to realize and appreciate that consid

erable time and money are saved by the proper

use of the phonograph moving covers. It is a

simple matter to place a cover on a machine and

remove it when necessary, but this simple pro-

cedure saves money and keeps the stock in

proper condition. The use of covers in the ware-

room also prevents the possibility of cabinet

scratches and enables the dealer to deliver his

instruments with the knowledge that they are

ocrfect in every detail."

PLAN EMERSON DEALER CO=OPERATION

Arthur H. Cushman, sales manager of the

Emerson Phonograph Co., Inc., returned to the

New York offices of the company early this

month following a ten-day visit to the Emerson
Co. at Philadelphia, where co-operative plans

for greatly increasing the sale of Emerson rec-

ords in that territory were arranged. The Fall

campaign exploiting the Emerson product will

be quite elaborate and includes plans for assist-

ing dealers materially in increasing the sale of

records.

ATTENDED CONVENTION OF THE ELKS

A. Frangipane is general manager of the

Mutual Phono Parts Mfg. Co., of 151 Lafayette

street. New York City, and is also an Elk. Ac-

cordingly, he was very much in evidence at

Asbury Park, N. J., during the recent New Jer-

sey State convention of Elks. The convention

was a great success, and provided Mr. Frangi-

pane with a respite from his duties in taking

care of the big and ever growing business being

done by the Mutual Co.

To Wide-awake Phonograph Dealers

We Offer an Interesting Dealer
Proposition

NEwfelSON
COMPARISON 'wiTHl fHEiiLIVINC ARTIST

REVEAj-S^NO DIFFERENCE

Make plans now for your future success

and profit. Grasp this opportunity now.

The Edison line now offers 16 new models,
including a full sized cabinet model as low
as $100 list. An Edison now to suit every
taste and purse, combined with the New
White Label Records released every week
means increased sales and profits for

Edison Dealers.

Write for our liberal Dealer proposition.

Dealer territory now open in parts of
Indiana and Illinois. Your Town may be
open.

Phonograph Corporation of Indiana
325 North Delaware Street Indianapolis, Indiana

"SERVICE THAT COUNTS"
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Swanson Dealers Are Profiting Most
from the Demand for Good Portables

$35,00

is the retail price of this

supremely satisfactory

portable. Your custom-

ers, after comparing the

Swanson with others,

will recognize instantly

that here is value for

every dollar.

The Swanson combines

dependability, excellent

tone qualities, strong

construction, beautiful

finish, compactness and

light weight.

With the Swanson Port-

able, music may be car-

ried into the home, into

the woods, on the beach,

on the canoe or motor

boat, or any place where

music may be enjoyed.

It plays all disc records

—

OkeH, Edison, Gennett,

Columbia, Victor, Vo-

calion, etc.

This excellent instrument will prove a good

friend of your cash-register, too

Reap the maximum profits from the increasing de-

mand for good portables during 1923—the greatest

portable year in history. With the new Swanson, you
can accomplish this result—and turn ''portable popu-
larity" into ^'portable profits."

The market for this wonderful instrument is almost

without limit. It is the choice of those who seek the

greatest enjoyment

at the Summer Camp
on Beach Parties

on the Motor Boat or Canoe

on Motoring Trips

in the Home or Small Apartment

on Picnics

The Swanson is not a machine ''for the day." It is

a year-'round instrument—a source of constant enjoy-

ment to its owners—and of liberal profit to the dealer

who sells it.

Make the most of portable year by order-

ing a sample today. Use the coupon
below. After seeing this wonderful instru-

ment, you will re-order without delay.

SPECIFICATIONS
OF THE NEW
SWANSON

SIZE: 11^" I 13^" I 7^".

WEIGHT COMPLETE: 15U
pounds.

TONE QUALITIES: ElimlQation
of all discordant sounds of motor
and metal is accomplished by the
combination of the Swanson tone
arm and wooden sounding board.
The exclusive Swanson tone arm.
constructed of wood, is combined
with a high-grade reproducer
with genuine mica diaphragm to

produce a natural tone quality
of unusual richness. The tone is

heightened and purified by the
specially constructed lid which is

utilized as a sounding board.

MOTOR: The Swanson contains
a strong double-spring motor of
high Quality which can be
wound while playing. The cor-
rect placing of the crank makes
for ease in winding,

CONSTRUCTION: The case is

solidly built of wood, covered
with heary, durable, artificial

leather, which is beautifully
grained and water-proof. Locks
and catches are solid brass,
nickel-plated and highly polished.
Velvet-lined compartment in case
for carrying crank and tone arm.
Comfortable leather handle that
fits the hand for carrying is de-
tachable. All material and parts
used are the best obtainable.

EQUIPMENT: One twelve-poctet
record album, fitting into lid

:

special needle holders for loud,
soft and used needles are built
into the machine and fitted with
spill-proof covers; aaiple space
in velvet-lined compartment for

needle cutter and record cleaner.

Consolidated Talking Machine Company
227 West Washington Street - - -

Branch: 2957 Gratiot Avenue, Detroit

CHICAGO

Consolidated Talking Machine Co., 227 W. Washington St., Chicago, 111.

Your claims as to the excellence and money- making possibilities of the new Swanson Portable

are of interest to us. Send us of these machines at $35.00 each, less dealers'

regular discount.

Signed

Firm Name
Address »

City State ...
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MAKES SURVEY OF RURAL FIELD BOOK ON ACCOUNTING NOW READY

Does he buy the expensive

records for his outdoor
parties or is he inclined to

insist on the good 50c rec-

ord?

1^

Your experience tells you

that he buys the 50c rec-

ord. It is logical for him

to prefer it.

1
%

asm

Let that experience be your

guide. It will start you on

a record business that will

pay your overhead and

leave you a handsome profit

throughout the summer.

wmmm

POIZA MUSIC CO
18WEST 20T¥STREE-T NEWYOBJK.

Investigation by Garver Bros., Canton, O., Dis-

closes Drop in Interest in Radio—Special

"Talker" Concerts Prove Successful

Canton, O., July 3.—That radio is fast losing

its popularity with the farmer is indicated from
an interview this week with Harold Fashbaugh,
manager of the music department of the Garver
Bros. Co. store at Strasburg, O., known as the

world's largest country store. In 1920 this store

did a $1,000,000 business.

"Waning of radio interest in the rural dis-

tricts is being reflected in talking machine
sales," said Mr. Fashbaugh. "Radio is becoming
less popular with the farmer and for the past

three months there has been a noticeable in-

crease in the number of talking machine in-

quiries, in some weeks there being double the

number received as in the same length of time

four months ago."

The head of the Garver Bros. Co. music de-

partment said he had just completed an exten-

sive survey of the rural communities in this sec-

tion of Ohio. "I have learned," he said, "that

three-fourths of the farmers who have had radio

sets installed are tiring of them and are return-

ing to talking machines."

More attention is to be given talking machine

merchandising in the future, it was said at the

Garver store this week. A specially equipped,

light truck for the delivery of machines has been

purchased and from now on larger appropria-

tions are to be forthcoming for advertising and

special exploitation.

One profitable exploitation stunt in which the

store has been successful is in holding special

talking machine concerts at the more promi-

nent granges throughout this section. Mr
Fashbaugh, after receiving permission to hold a

demonstration in the grange hall, gets the mail-

ing list from the master of the grange and mails

each of the members a postcard telling of the

proposed concert. This has been twice attempt-

ed and each time there was a large attendance.

At intervals Mr. Fashbaugh stops and explains

the many features of the machine to the inter-

ested listeners.

The survey previously referred to has dis-

closed that the average farmer will spend $100

for a talking machine and no more unless he

is a man of means. The upright is in most de-

mand, although of recent weeks the console

model has been gaining attention.

SON OF W. A. WILLSON DIES

W. A. Willson, manager of the educational

department of the Columbia Graphophone Co.,

is receiving the sympathy of his many friends

in the trade upon the death of his son, Eugene

Willson, who died at his home in Maplewood,

N. J., recently. Eugene Willson was only

twenty-two years of age at the time of his

death and, although not associated with the

phonograph industry, he was keenly interested

in musical affairs, having played with a well-

known orchestra in his spare time.

NEW POST FOR WALTER BENNER

Lima, O., June 25.—Walter Benner, manager of

the Starr Piano Co. branch here for the past

eighteen years, has been promoted to the posi-

tion of sales manager of the Starr Piano Co. at

Dayton. Mr. Benner will be in charge of sales

district comprising the territory between Mid-

dletown and Lima and from Greenville to

Marion. Mr. Benner is known as one of the

best-informed piano men in this section.

G. W. HOPKINS REGIONAL OFFICER

At the recent meeting of the National Asso-

ciation of Sales Managers held in Atlantic City,

N. J., Geo. W. Hopkins, vice-president and gen-

eral sales manager of the Columbia Grapho-

phone Co., New York, was elected regional vice-

president.

"Accounting for Retail Music Stores" Now
Available to Trade Members

The Trade Service Bureau of the Music In-

dustries Chamber of Commerce has just issued

a bulletin to the trade calling attention to the

book on "Accounting for Retail Music Stores,"

which was presented so prominently at the Chi-

cago convention and made ^ distinct impression

on retailers.

The book, which is now ready for delivery,

was compiled by Prof. Archie M. Peisch, of

the Amos Tuck School- of Dartmouth College,

as a result of investigations of over 100 retail

music establishments made by M. W. Newcomb
and E. D. Smith, of the Dartmouth College stu-

dent body. The various accounting methods
and forms included in the book have been suc-

cessfully installed by Prof. Peisch in a number
of music stores. The book is offered to asso-

ciation members for $2 a copy and to non-mem-
bers for $3.

Mr. Edison Man:

—

Don't Say

"KANT," say "KENT"
Write for catalog of complete line

The KENT No. 1

With "S" Sound Box

Has given complete satisfaction
for years

r

Reg. U. S. Pat. Off.

F. C. KENT CO,
Irvington, IV. J.
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"When You Walked Out Someone Else Walked Right In" was
written as a fox-trot. Ray Miller and His Orchestra play it this

month as a combination of everything known to jazz—and your
feet never miss a step.

"Wolverine Blues/' on the reverse side of Record A-3911, is

another powerful dance potion compounded by the same master
alchemists.

COLUMBIA GRAPHOPHONE CO.
New York

NEW ORLEANS
Intensive Sales Campa'ujns Augment Excellent Business — Noon-

day Concerts Attract Business If^omen—Other News of the Trade

Xew Orleans, La., July 7.—Talking machine

dealers and distributors of this city are very

well pleased with the volume of business being

received. In many cases it has far exceeded an-

ticipations and continues to progress very fa-

vorably. Not content to lie back in jubilation

over the encouraging position it has ascended

to music men are prosecuting sales vigorously,

intent upon establishing greater records. Ex-

tensive advertising and the introduction to the

market of the latest factory models of ma-
chines, spot releases of "jazz" numbers that en-

joy unbelievable popularity among the disc

selections and similar processes are being pur-

sued with the idea of creating a volume of trade

that, has heretofore been unheard of during this

period of the year.

"The music trades' convention held in Chicago

last month brought out the largest delegation

of talking machine men from all parts of the

country that I have ever witnessed at any simi-

lar conclave which 1 attended," declared J. D.

Moore, manager of the music department of

the Maison Blanche Department Store. "Not

only were they on hand for the sessions, but

all seemed eager to participate in the various

discussions, leading toward the building up of

the trade and landing it in its rightful place in

the field.

"The annual exposition, in my opinion, was

the most successful one ever attempted by the

trade and it is bound to produce results. A
great deal was accomplished and memory of it

is certain to linger in the minds of those who
were present for a long time to come."

Referring to the present state of affairs in the

talking machine trade in New Orleans, directly

bearing on his house, Mr. Moore said that they

are doing their share of business.

The Maison Blanche Co., through Mr. Moore,

is furnishing daily lunch-hour concerts on the

Victrola to young women who eat their noon-

day meal at the Young Women's Christian As-

sociation. A machine is loaned the luncheon

room and a young saleslady is assigned daily

to the task of operating it. She attends to the

playing of the music. Cards are circulated and

the diners write down their desires for par-

ticular records and artists, giving also their

daily lunch hour. When they return, either the

following day or as soon as it is possible to get

around to them, the records wanted are played.

This idea has proved extremely popular and a

number of purchases have been made from the

house by means of it. The prevailing wish, how-

ever, seems to be for the classical, rather than

the popular numbers. The music period lasts

for about an hour and a half each day.

The Junius Hart Piano House, Ltd., distribu-

tor of Okeh records for this territory, is en-

joying a brisk demand from dealers for these

records. The Okeh line is making steady strides

in popular favor, as evidenced by the growth in

size and quantity of orders. Although this par-

ticular season of the year is looked upon as a

slack period Okeh record dealers are quite evi-

dently doing more than their share of business.

J. A. Billiet, manager of the retail depart-

ment of the Diamond Music Co., exclusive Edi-

son distributor and dealer, stated that he re-

garded the past month as having been normally
productive and quite satisfactory. The William
and Mary console is achieving well merited

demand. The house recently disposed of a

Sheraton model machine that is to be used by
the instructor in typewriting at the McDonogh
Girls' High School next session to simplify and
assist the students in the study of the course.

On the wholesale side of the firm Vice-president

Schreiber finds the situation in the territory

very promising indeed. Two new agencies have

recently been added to the list. Messrs. Griggs-

by and Waggoner have been appointed in Hat-
tiesburg, Miss., and L. C. Keoun in the town
of Springhill, La. Manager Twigg, who lately

returned from a visit through Louisiana and
Mississippi, started out a few days later on

another business trip.

"Our talking machine department is enjoy-

ing an excellent business and we could not pos-

sibly ask more," said Harry B. Loeb, president

of the Harrj- B. I^oeb Piano Co., Brunswick
dealer. Portables seem to continue in popular-

ity, according to Mr. Loeb. "Swingin' Down
the Lane" has proved to be one of the most
popular numbers handled by the house.

John A. Hofheintz, wholesale manager of

Philip Werlein, Ltd., announced the approaching
release of six picked records of Victor manu-
facture sung by colored artists. These numbers
are expected to be very popular. In " 'Taint

Nobody's Business If I Do" Clarence Williams.

New Orleans negro, plays the accompaniment
and, as he has obtained considerable attention

in the North, due to the clamoring desire for

records of his make, it is thought that the num-
bers will be doubly popular.

Sales of the Aeolian flat-topped Vocalions
are greatly hampered by the prevailing inability

to obtain the necessary stock, according to Man-
ager Howard Hill, of the music department of
the D. H. Holmes Co. The instruments have
established themselves in the hearts of the local

lovers of good music by their magnificence of

appearance and the demand for them has been
great. It is expected that, when they are ob-
tainable in large consignments, little difficulty in

disposing of them will be experienced.
Victor dealers in town are anxiously awaiting

the arrival of the new Models 00, 05 and 410,
which are due very shortly. Catalog pictures of
them have created a deep impression. Some
tentative sales have been made on the strength
of photographs. They will be handled by Philip
Werlein, Ltd., L. Grunewald Co., Dugan Piano
Co. and several others.

Installation of several additional hearing
looms for record selling was a necessary factor
to accommodate the ever-growing trade of the
CoUings Piano Co. The business in Gennett
records alone has been built up until its annual
figure is close to $10,000.

Splendid success in June sales of Victrolas
and records was made by the Dugan Piano Co.,

according to Manager Crigler. He is well
pleased with the month's returns and predicts
that a greater business era is at hand.

OPENS BRANCH IN NEW CUMBERLAND

Xew Cumberland. W. Va., July 5.—Frank Lin-
cofif, who operates a talking machine and jewelry
store at Weirton, W. Va., has opened a branch
store on Ridge avenue here. The talking ma-
chine interest of this concern has been steadily

developed until now it is an important branch
of tlie business.

TED LEWIS SELLS RECORDS

Xewark, X. J., July 6.—Ted Lewis, popular

bandmaster and Columbia artist, recently ap-

peared in this city with the "Greenwich Vil-

lage Follies." While here he visited the Broad
and Market Music Store, Columbia dealer,

where he autographed and personally attended
the -iale of his own recordings.

THE SHELTON
Electric Motor
The "Simplicity" electrifies
Victor, Edison and Columbia
phonographs hy simply tak-
ing off winding handle and
placing motor against turn-
table. Automatic switch in
motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42nd Street, New York
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[Editor's Note.—This is the twenty-eighth of a series

of articles by William Braid White devoted to the various
interesting opportunities which prevail in the domain oi

education for the retailer of talking machines. The subjecr

is one of great interest and we commend these articles to

the consideration of all who are devoting attention to the

featuring and developing of the musical possibilities of the
talking machine. ]

RELATING RECORDS TO THEIR ORIGINS

It might be supposed that American talking

machine manufacturers and merchants would

have little or nothing to learn from their fellows

in foreign lands, but the assumption is not

necessarily true. Things of which one is most

certain are often the very things which it is

fatal to accept in an uncritical spirit. Among
these is the belief that everything worth know-

ing about the talking machine business has

already been discovered in the U. S. A.

During the rfecent conventions of the Music

Industries Chamber of Commerce one man con-

nected with the talking machine industry

pointed out a weakness in the accepted Ameri-

can method of cataloging and classifying rec-

ords. He pointed out, if I understood him

rightly, that a grave error is perpetrated in the

practice of listing numbers extracted from con-

tinuous operatic or instrumental works, under

titles which do not indicate rightly their origin.

In this I quite agree, so much so, in fact, that I

think it worth while to make clear to the read-

ers of The Talking Machine World how much
harm is thus done to the sale of high-class

records.

Backbone of the Business

High-class records, it is universally admitted,

are the backbone of the talking machine busi-

ness. They sell steadily and without any need

for elaborate propaganda. They are readily

kept in the public mind by mere inclusion in

catalogs, plus occasional special reminder in

monthly bulletins. They are perfect bringers of

satisfaction and most of them will live forever

or at least until others, of the same music and

much better done, come to take their place.

This is specially true of the instrumental rec-

ords and of those which are extracted from the

better-known oi^eras and bear the names of

very well-known artists, such as Caruso and

Galli-Curci. All these are steady profit makers

and are justly regarded as the very foundations

of the prosperity of the talking machine busi-

ness.

Now, the complaint which I have to make is

that, following a practice of the older days when

it was not so necessary to think of fine details,

the classifying and listing of these high-class

numbers are done in a manner which makes it

almost impossible, for the unlearned salesclerk

and customer alike, to know the real signifi-

cance of a vocal or instrumental piece. For in-

stance, most high-class music is primarily

known by traditional titles, which in the case

of a vocal aria is nearly always the Italian,

French or German of its first few words, or, in

case of instrumental numbers, the technical term

(such as Andante) which is placed by the com-

poser at the head of each movement of a work
to indicate its general tempo or phrasing. This

practice is, however, defective because it tends

to give the impression that each piece stands

by itself, without organic relation to any other.

And this is a mistake because it hinders the

sale of other organically related numbers and at

the same time renders more difficult the task of

interesting the buying public in high-class music.

Wrong Emphasis Placed

When I say that the practice of thus arti-

ficially individualizing pieces which owe their

origin and sole real interest to their position in

some opera or instrumental composition works

against general public interest in good music, I

mean simply that when a number is related in

the owner's thought to nothing else in music

it tends to be taken merely as an example of

some artist's singing or playing, and not as a

specimen of music. This means, again, that the

influence which might be exerted by each such

record in familiarizing its owner with the name
and story of some opera, some symphony or

some other work fails to appear, and the piece

remains unrelated and useless, save as an exhibi-

tion of some artist's performance. It is not

thus that music is made to be understood of the

people nor thus that the talking machine be-

comes an apostle of good music, leading to an

ever-growing demand for better and more nu-

merous specimens of the best in musical art.

Operas Complete

I should like to see a reform in this matter.

I should especially like to see an attempt made
to interest buj'ers of records in complete operas.

To this end, of course, a good deal of filling-in

would be necessary, but already there are some
operas complete (Pagliacci, for instance) and in

many other favorites the numbers already exist-

ing occupy all the strategic places in the work,

requiring only some filling of gaps. But, un-

happily, the buyers do not know that even now
they can have most of some and all of one or

two. Nor, for instance, is there any way of

telling them, save by referring them to a dry

catalog, that the tenor solo, "Celeste Aida,"

which Caruso sang so finely, belongs in the

same opera with the fine Homer-Caruso duet

("Aida a me togliesti"). What is the relation

between the two? In fact, how many people

buy any "Aida" record at all save the "Celeste

Aida?"'

Now, all operatic records are, of course, cata-

loged under the name of the opera to which they

belong, but unfortunately even such a splendid

publication as the Victor Book of the Opera
does not suffice alone for the gigantic task of

educating the ignorant public into asking for all

the interesting records which exist of every in-

teresting opera. There is the problem. Whe-
this is solved we shall have the record business

on a basis so healthy that nothing will be strong

enough to tilt it from its foundation.

No Ready Panacea
I have no patent remedy, but I think that a

great deal can be done if we begin by acquaint-

ing the great public which uses talking ma-
chine records with the operas and the great in-

strumental works as entities to which individual

records belong, and of which they should

always be considered parts. In the countries

overseas this is done to a greater extent by far

than occurs here and many more complete

operas are in existence. I am fortunate in

possessing many splendid records from abroad,

many of them made at the European branches

of American houses, and can testify how much
more convenient and practical is their practice

of relating pieces, vocal or instrumental, to

their sources, instead of listing them in a way
which leads the uninformed to remain in igno-

rance of their origin. It is better to deal with an

opera or a symphony as a whole, better for

everybody. It is better to talk about a record

as an excerpt from such and such an opera, and
not merely as somebody's singing or playing of

something-ending-in-io. In the first case, it is

possible to say "have you heard also so and so

and so from the same opera?" Which is sales-

manship.

As I said, I do not possess any simple way
of putting over this reform, but I am quite con-

vinced that the talking machine business is in

a shape to-day where it can take itself seriousk

enough to consider an improvement of the Icfnd

without laughing at it. Of course, some one

will say, "There are only one or two num-
bers in even the best-known opera which any
one ever buys"; to which the answer is, "Nat-

urally; how could it be otherwise when they

have never been taught to know about the

others?"

We ought to be ready by now to take a leaf

out of the book of our foreign fellows and be-

gin to treat our grand collections of fine music

.intelligently. By so doing we shall take a long

step toward that idea of the future which sees

every normal person owning a good phono-
graph, at least a library of well-selected records

of the highest kind of music and lasting pros-

perity in the trade.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

34 East Sidney Ave., Mt. Vernon, N.Y.
Telephone: Oakwood 8845

MOUNT VERNON— NEW YORK
MANUFACTURERS OF

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE

DELIVER RECORDED WAX
TO OUR LABORATORY

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153

I OUR
6» IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS
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Gives Proper Playing Weights for All Records

SAMPLES $8.00 Specify 8M" or 9^" arm

FLETCHER -W ICKES C O., 1 16-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED, STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS

Scientifically

FLETCHER REPRODUCER

Constructed

Gives Perfect

Reproduction

of Voice

or Instrument

ACTUAL SIZE

Volume and

Perfect Detail
Dealers, Send for

Prices and Terms

n

'Cj

Reproducer

and Connection
for

Carried in Stock for Victor and Columbia

NEW EDISON
Plays all Records

THE FLETCHER "STRAIGHT"
Design Patented November 29th, 1921

STRAIGHT INSIDE—Taper Outside

BALL BEARINGS THROUGHOUT

NEW DESIGN NEW CONSTRUCTION

t is universal and equipped with the Regular Fletcher
Reproducer, giving the same natural tone quality as heretofore

Made in two lengtbi, S'A* and 9'A' SEND FOR PRICES AND TERMS

FLETCHER-WICKES COMPANY
116-122 WEST ILLINOIS STREET CHICAGO

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD, ONTARIO. EXCLUSIVE CANADIAN AGENTS
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Jay Iglaiier Demonstrates How to Sell at June Meeting of Musk
Merchants—Jobber-Dealer Co-operation—New Stores—The News

Cleveland, O., July 7.—Value of the trade asso-

ciation to its members, and proof that attend-

ance at meetings only will get the first-hand

information that is helpful to the individual

dealer, was demonstrated at the June meeting of

the Music Merchants' Association of Northern

Ohio, when Jay Iglauer, merchandise manager,

the Halle Bros. Co., delivered a most instructive

address. Mr. Iglauer was the guest of J. L. Du
Breuil, sales manager, the Sonora Phonograph
Ohio Co.

In brief, Mr. Iglauer illustrated, by explain-

ing a theoretical sale of a phonograph, that all

that prophesies is not profit. First of all he

showed that wise merchants no longer recognize

gross profit. They call it gross margin. The
only profit rs that which is left for the merchant

to put into his own pocket. Mr. Iglauer used an

instrument that would retail at $200 to illus-

trate his talk. This machine would cost the

dealer $120, giving him, he might suppose, $80

profit. Yet the cost of the machine is only part

of the cost of doing business with it, Mr. Ig-

lauer showed. Other costs include those of

selling, rent, delivery, advertising, service for

one year, storage, insurance, taxes and the gen-

eral overhead charges. Estimated conservative-

ly, Mr. Iglauer asserted that these costs would

total 31 per cent of the cost of the article, or

$62, which made the machine cost the dealer

$182, not $120, and thus leaving him a profit of

$18, not $80, or approximately 9 per cent. The
reason for this false viewpoint, in the opinion

of Mr. Iglauer, is that dealers are prone to con-

sider the cost of - the goods, rather than what
they can get for them, yet it is only what the

goods will sell for that can count with the

dealer seeking a profit.

Since the trade-in is a factor with which the

talking machine dealer must now reckon seri-

ously Mr. Iglauer supplemented his conclusions

in a new machine sale with those pertaining to

the used phonograph. He took another theo-

retical machine, that sold several years ago for

$150, and for which the dealer had allowed $75.

Mr. Iglauer offered the opinion that, with com-
petition of both new and old machines, it is

hardly likely that the dealer could get better

than $65 for the old instrument. Then there are

the items that must be included in the cost of

selling this machine, such as rent, insurance,

taxes, service, etc. The items included in addi-

tion to these were not included in this illustra-

tion, it being supposed that the sale of the new
machines might cover them. Using the same
percentages, it was found that the added costs

to dispose of the old phonograph would amount

to $26.75, and this figure, added to the original

allowance for the machine, would not give the

dealer a profit. More, he would have actually

lost $8.75, since he would have absorbed the

profit on the new machine.

The ideas given the members who attended

the meetings were considered so good that Mr.

Iglauer will be invited to a meeting of all music

merchants when meetings resume next Septem-

ber to give this same talk again.

Helping to Finance Sonora Dealers

Taking advantage of the lull in retail business,

due to the excessively hot weather during June,

both jobbers and retailers have been laying-

plans for Fall and Winter business. One of the

particularly constructive efforts is that being in-

augurated by the Sonora Phonograph Ohio Co.

This plan comprises arrangement with a large

financial house in New York City to finance the

small dealer's time payment deals. Briefly, the

plan calls for the advancement of the money in-

volved in the sale of talking machines sold on

a time basis, the dealer to make his payments

back to the finance company twice a month.

Since the dealer virtually retains his capital, for

which service he pays a nominal charge, he is

placed in a position whereby he may expand his

business and anticipate his requirements. This

move comes at a time, in the opinion of J. T.

Pringle, general manager of the local Sonora

offices, when dealers need finance in order to be

able to obtain their apportionment of the Sonora

stock for the balance of the year, since there

will be limited supply of machines owing to the

overselling of this year's production.

Inaugurate Drive on Edison Records

Another good method for going after new
business at this time has been adopted by the

Phonograph Co., Edison distributor and retailer.

The new Edison records are being used as the

basis for this campaign. A letter explaining

the new records, a list of the better and later

pieces and a return post-card, on which the

prospect indicates the six records most desired,

were sent out a few weeks ago. The response

was beyond expectations, according to E. S.

Hershberger, secretary, since approximately

one-third of the records sent out remained sold.

The records were shipped in a special carton,

in which those not desired might be returned.

The results were satisfactory enough to warrant

using another and stronger letter and an aug-

mented list of recordings, and indications were

that the returns would be doubled. The big

thought behind the move, in the opinion of Mr.

Hershberger, is to get the people to hear the

new music, rather than to sjet them to buy im-

mediately, but the actual sales of records by
this plan are more than satisfactory.

Digging Up Brunswick Prospects

Several interesting features have been devel-

oped by the local Brunswick organization, un-

der the management of Leslie I. King. Fore-
most among these may be considered the plan

that helps the small-town dealer to get new
people into his store. Figures were compiled
by Mr. King that showed that it costs the aver-

age dealer 90 cents a month to bring each new
person into his store through ordinary meth-
ods. By the new plan this cost is reduced vast-

ly. The method consists, primarily, in getting

local civic organization members interested in

voting on certain types of machines, followed
by a drawing of the votes, with the winning
voter being awarded a Brunswick machine. How
valuable and economical this is to the dealer

was proved in at least one instance, points out

Mr. King, where a retailer in a central Ohio
town actually brought 4,700 new people into his

store during the period the voting was con-

ducted and 1,000 of these proved to be live pros-

pects.

Concerts Boost Record Sales

A tour of the Isham Jones Orchestra, for the

benefit of dealers, was planned for the last week
of June by the Brunswick organization here.

The orchestra played for dances or concerts at

Punxsutawney, Pa.; at Lake Road Inn, near

Cleveland, in Cleveland proper and at Youngs-
town for the Yahrling & Rayner Co., and at Ak-
ron for the George S. Dales Co. Both dealers and
public attended the events at which the orches-

tra played. The immediate results, according
to returns from dealers to Brunswick headquar-
ters here, are that records by this orchestra far

outsell records by any other orchestra.

Attended the Smith Opening
Local Brunswick executives assisted in the

opening of the E. E. Smith new store at Clear-

field, Pa. The event marks nine years in the

talking machine business for Mr. Smith, who
started less than a decade ago in a tiny store.

To-day he has a two-story brick building on one
of the principal corners of Clearfield. More
Uian 8,000 persons attended the opening.

Playing of Bands Creates Demand
From the talking machine trade viewpoint

some of the best results for music were obtained

by the presence here of the fifty or more bands
with the Grotto Convention during the early

part of June. These bands played constantly

throughout the week in hotels, office buildings

and before music establishments. First ship-

ment of "Yes! We Have No Bananas" records

were received here about the time the bands
were doing their part, according to T. S. Buel,

secretary-treasurer, the Record Sales Co., and
within a day or two the consignment, of Okeh
product, at any rate, was exhausted. Other
pieces the bands played went almost as fast.

Plans New Columbia Branch
Another new retail location will be established

An Edison Phonograph Agency
Is Valuable for Many Reasons:

It adds prestige to any business ; it brings customers into the store

frequently (new records are issued every week) ; it makes your store

the musical centre of the community (real "hits" are available on
the Edison first) : Quick turnover, steady profits and the satisfac-

tion of selling the only phonograph that Re-Creates music so

perfectly that it cannot be distingtiished from the actual perform-
ance of the artist.

Write lis for detailed iiiforjnation. A few towns nozv open for representation.

THE PHONOGRAPH COMPANY
Cincinnati, Ohio:

314 West Fourth St.

Exclusive Edison Distributors
Cleveland. Ohio:

1240 Huron Rd.
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^ Im ^on-na Hop ofF a train. Skip dowin tke lane. And -Jutnp in - to my Mam-ny's avms,—

[ix HOP SIIPand

by Frank Cerne at St. Clair and Seventy-ninth

streets and, like the other Cerne projects, will

be an exclusive Columbia store.

Drive on Sonora Portables

The Sonora Phonograph Ohio Co. has started

a campaign of joint advertising for local deal-

ers, using the portable machine as the chief at-

traction at this time. The move is simultaneous

with the demand for small instruments that

campers and others may take with them out-

doors. The ads list all Sonora dealers.

C. E. Kraner in New Post

Carl E. Kraner, recently appointed manager

of the southern Ohio territory for Sonora, has

taken over his district and has been covering,

with J. L. Du Breuil, sales manager, Ohio and

Kentucky territory prospective clients. While

in Cincinnati they arranged for the Sonora ex-

hibit, which will be part of the Mueic Merchants

of Ohio Convention musical exposition.

Annual Columbia Picnic

About fifty members of the Columbia branch

in Cleveland and those connected with the De-

troit and Buffalo offices, which are part of the

local branch, attended the annual picnic at Ce-

dar Point. Most of the members went by boat

and wore Grafonola caps, which added that al-

ways necessary touch of publicity. Manager S.

S. Larmon and H. C. Schultz, of Detroit, man-

aged the affair.

C. D. McKinnon in Charge Here

C. D. McKinnon, of the Aeolian Co., New
York, has been spending the past few weeks at

the local offices of the C. L. Marshall Co.,

Vocalion record distributor. Mr. McKinnon is

in charge of this company's business during Mr.

Marshall's vacation, which the latter is spend-

ing at his Summer place in northern Michigan.

Death of William Byrd

William Byrd, for twenty-five years con-

nected with the Columbia interests and identi-

fied with the Columbia mechanical department

in recent years, passed away in St. Louis, where

he had gone some months ago on account of

failing health.

Invents Dancing Doll for "Talker"

A new dancing doll device, which shimmies,

fox-trots and waltzes, according to its inventor,

soon will be available to talking machine deal-

ers. The device is synchronized with the music

of the talking machine records and appears to

dance on the record itself. The inventor, Charles

R. Barber, of Cleveland, is about to patent it.

Officials of the Eclipse Musical Co., Victor

wholesaler, may look into its merits, according

to P. J. Towell, vice-president.

Many Stores Remodeling
The L. Meier & Sons Co.'s main location on

the West Side is being redecorated and an en-

larged shipping department added.

The Wolfe Music Co. has officially opened its

new talking machine department on the second

floor of its Prospect avenue store. Every type of

machine is displayed. Demonstration rooms are

maintained on the first floor. In about a month
a branch store for the Wolfe Music Co. will be

opened in the East End. Both the Wolfe and
the Meier establishments are Victor dealers.

WHY CLERKS ARE DISCHARGED

A survey among retail stores in New York
covering a twelve-month period to determine

what percentage of clerks were discharged and
the reasons, according to the Milwaukee Re-

tail Journal, showed that:

Thirty per cent lacked industry.

Twenty per cent were unable to follow in-

structions.

Twelve per cent lacked courtesy and tact.

Eight per cent lacked sticking power; they

could not hold the job.

Seven per cent lacked confidence.

Seven per cent would not or could not learn

their merchandise.

Seven per cent could not cope with the cus-

tomers' objections.

Four per cent went stale and lost interest in

their work.

Four per cent were discharged for sundry
1 easons.

McFARLAND CO. IN NEW HOME

Stage Formal Opening of Spacious New Quar-

ters—Large Talking Machine Department on

Main Floor—Fine Lines Featured

Springfield, O.. July 7.—The H. H. McFarland

Co., 14 South Fountain avenue, recently cele-

brated the opening of its new music store at the

above location. Many invitations were sent to

patrons and prospects and, from 7 to 10 o'clock

in the evening on the opening day, a musical

program was enjoyed.

Besides being in a better location the new-

home of the H. H. McFarland Co. is consider-

ably more spacious. The ground floor is de-

voted almost entirely to the talking machine
line. This firm handles Victrolas and Victor

records, as well as the Sonora and Edison ma-
chines and Edison records. The piano depart-

ment is on the second and third floors, which

contain ample provision for artistic display.

THE APPIAN WAY
"All roads lead to Rome"—this expression dates back to the early days
of the empire. But there was one road — the Appian Way— that always
carried more traffic in greater speed and comfort than any other three
Roman roads combined.

Victor dealers in Cleveland territory whose businesses are not now
traveling the "Appian Way" are invited to use Eclipse service and be
assured of the best that is in us.
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STARS
of the

EMERSON
CATALOGUE
BENNIE DAVIS
EDDIE CANTOR
WALTER SCANLAN
HENRY BURR
SAM ASH
IRVING KAUFMAN
BILLY MURRAY
FRED VAN EPS
ELIZABETH MURRAY
ELLIOTT SHAW
JACK KAUFMAN
PHIL BAKER
VERNON DALHART
GEORGE JESSEL
BILLY JONES
LEWIS JAMES
CHARLES HARRISON
CHARLES HART
FRED HILLEBRAND
ERNEST HARE
ARTHUR FIELDS
ZEZ CONFREY
ROYAL DADMUN
TOM ENNIS
JOHN FINNEGAN
SIBYL SANDERSON
FAGAN

GEO. HAMILTON GREEN
ADA JONES
JOHN KIMMEL
JULES LEVY
MILAN LUSK
ELIZABETH LENOX
REED MILLER
EDDIE NELSON
LANE ROGERS
MAXIMILIAN ROSE
WILLIAM ROBYN
NOBLE SISSLE
RUDY WIEDOEFT
WATSON SISTERS
MANA ZUCCA
JOHN YOUNG
FRED WHEELER
STASSIO BERINI
MAX BLOCH
LAURA COMBS
MONROE SILVER
CAL STEWART
RIA ROSA
HARRY STODDARD AND
HIS ORCHESTRA

ALL STAR TRIO
BERGH S CONCERT
BAND

CRITERION MALE
QUARTET

FERERA & FRANCHINI
GLANTZ AND HIS
ORCHESTRA

BENNIE KRUEGER S
ORCHESTRA

LANIN S ROSELAND
ORCHESTRA

LOUISIANA FIVE
NATZY'S BILTMORE
HOTEL ORCHESTRA

PEERLESS QUARTET
PENNSYLVANIA HOTEL
ORCHESTRA
HARRY RADERMAN S
ORCHESTRA

SHANNON FOUR
SIX BROWN BROTHERS
JOSEPH SAMUELS MUSIC
MASTERS

SELVIN'S NOVELTY
ORCHESTRA

STERLING TRIO

THE SIX BROWN BROTHERS

MID- WEST

55

The Emerson Phonograph
Company has fixed the retail

price of Emerson Records at

50c each.

The Emerson Record at 50c is

not "bargain" or "special sale"

merchandise. It is a standard

product, manufactured by one

of the oldest firms in the in-

dustry, and sold at the standard

price of 50c each retail. The
legitimate high grade dealer

may now add with assurance

a department of popular

priced high grade records.

Virst Out With

the Real Hits

WEST OF
ROCKIES

60^

The extraordinary artistic and
musical character of Emerson
Artists and Emerson Records
will not only be sustained, but

will be bettered at every op-

portunity.

Emerson dealers are assured

that Emerson representation

will be restricted absolutely to

legitimate phonograph dealers.

The Emerson repertoire also

includes comprehensive cata-

logues of records in Jewish,

Italian, Polish, Russian,

and German.

Your Profit on Emerson is the

Same as on Higher Priced Records
Records and
Phonupdplii,
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Cash in on

the Selling

Advantages of a

distinctive line—

EMERSON WAYNE MODEL
Mahogany— /?e(ai7 Price $110

Prices of Other Models $85 to $225

^The ^^I^w Emerson Phonograph

with the famous SMusic faster Horn

!

Why not sell the line of phonographs with a

real improvement that no otherphono-
graph has ?

The entire Emerson Phonograph Line

stands apart from all other phonographs,

because the famous Music Master Horn
is exclusively an Emerson feature.

Why be at the mercy of common
competition selling just "phono-

graphs"?

Far more sales are closed with in-

struments enough above the average

to command the customer's prefer-

ence—instruments whose real superior

worth confirms and goes beyond the sales

talk

—

especially when their higher
grade remains within thepopularprice!

Write us today for information about our

distribution. We may get together for

mutual profit

!

Our franchise includes Emerson
Records, which are first in the market

with Real Hits, which we do not allow

to get "out of stock" at the factory,

Jt^l^^r^PJh and which net you more profit
Records and
Phonopvphs pgr record.

Hhe high grade yet popular priced line'

Emerson rlionograph Company, Inc.

Manufacturers of Emerson Records— Eastern Distributors of Emerson Phonographs

105-111 West 20th Street, New York, N. Y.

WASMUTH-GOODRICH COMPANY
Manufacturers of Emerson Phonographs

Peru, Indiana

J
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PERSONALITIES BEHIND THE WASMUTH-GOODRICH CO.

The Men Actively Interested in This Company, Which Manufactures the Emerson Phonograph,

Are Widely Prominent in Manufacturing, Banking and Commercial Circles Throughout Indiana

The personnel of a manufacturing organiza-

tion is always of keen interest to the trade that

this organization serves, for the executive and

stockholders in the Wasmuth-Goodrich Co. E.

N. Wasmuth, president, is also president of the

Wasinuth-Endicott Co., well-known manufac-

E. S. Goodrich, secretary, is president of the

Randolph County Bank of Winchester, Ind., a

man widely and favorably known in financial

circles. D. A. Wasmuth, treasurer, is also presi-

dent of the First National Bank of Roanoke,
Ind., and the production manager is Earl

Hughes, whose wide experience in cabinet pro-

duction is reflected in the artistic designs of

the new Emerson phonograph line.

The Wasmuth-Goodrich Co. has specialized in

a considerable measure on the production of pe-

riod designs of a character that will appeal to

homes of refinement and the new Emerson mod-
els emphasize its success in this endeavor. The
company has issued a cordial invitation to the

trade to visit its plant in Peru, Ind., in order

that the dealers may thoroughly appreciate the

care and attention that are bestowed on every
detail of Emerson cabinet manufacture.

PURCHASES MOTOR DIES AND PARTS

Pleasing Sound Phono. Co. Will Make Complete
Markel and Butterfly Motors—I. Pascal in

Charge to Supervise Motor Production

The Pleasing Sound Phonograph Co., 204 East
113th street. New York, jobber of motors, parts,

etc., announced recently that it had purchased
from the Magic Phono. Supply Co., Brooklyn,

N. Y., the parts and dies for the Markel and
Butterfly motors. At the present time the Pleas-

ing Sound Phonograph Co. has on hand about

10,000 parts for both the Markel and Butterfly

motors, which will be used to supply the job-

bing trade throughout the country.

Isadore Pascal, president of the Pleasing

Sound Phonograph Co., states that he is ne-

gotiating for the purchase of a building for the

purpose of manufacturing these motors, in both
double and single-spring size, suitable for use

in portables and table machines. Mr. Pascal,

who has been engaged in the phonograph busi-

ness over a period of ten years, will supervise

the production of motors.

E. N. Wasmuth E. V. Hughes James P. Goodrich
factory heads must have ability and knowledge turer of Kitchen Maid kitchen cabinets, pro-

in order to make the product a success. It is, duced in units at Andrews, Ind. P. E. Good-
therefore, of considerable interest to note the rich, vice-president, is general manager of the

personnel of the Wasmuth-Goodrich Co., Peru, Goodrich Hay & Grain Co., of Winchester, Ind.

Ind., manufacturer of

the Emerson phono-

graph.

The Wasmuth-
Goodrich Co., which

has had many years'

experience in the

building of quality
phonograph cabinets,

occupies one of the

most up-to-date and
modern cabinet build-

ing plants in the Mid-

dle West. James P.

Goodrich ex- Gov- "^^^ Wasmuth-Goodrich Plant at Peru, Ind. '

ernor of Indiana and the president of the This concern operates elevators in eight or nine

National City Bank, Indianapolis, a man of large towns in Indiana and is well known

many important interests, is one of the largest throughout the grain centers.

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS
Positively Create Richness and Fullness of Tone Combined with Perfect Reproduction.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Cleveland, 0.
Ettabliahed in 1914

Manufacturers of High-Grade Tone Arms and Reproducers
W. J. McNAMARA. Preaident Cable Address **Emphono"
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Music that paints pictures for you as you dance!

That's the artistic offering of Paul Specht and His Orchestra in

Record A-3903—"When Will The Sun Shine For Me?" and
"Night After Night."

By special invitation, Specht is now giving London feet and ears

a thrill ; but these fox-trot records w^ill prove balm aplenty for

disconsolate hearts among his home folks.

COLUMBIA GRAPHOPHONE CO.

New York

COLUMB US
Jl^ed dings and Commencements
Help Sales—Efectrce irindoivs and

Constriict'rce Sales Ideas Evident

CoLUMBL's, O., July 7.—Features of interest for

dealers during the past few weeks were college

and school commencements and June weddings.

These were made the subjects of considerable

advertising, as well as window displays, with

good business results. One firm followed up the

many weddings that have taken place by send-

ing circular letters to the newlyweds, which

were followed up a little later by a personal call

from a representative of the house. In this

manner a number of machines were sold.

The Spence Music Store, Victor dealer, be-

lieves in having motion in the window displays

and in telling the public something about the

wares it is selling. A card, which explains either

the type of the machines or the characteristics

of composition recorded on the disc, is attached

to every machine and record on display.

In the front part of the window a toy danc-

ing figure can always be seen hopping around

to the tunes of popular jazz hits. The music is

made audible through the use of a magnavox.

Harry Patton, manager of the Elite Music

Store, Victrola specialists, 211 South High

street, recently featured foreign records in a

very attractive window display. A large card,

carrj'ing the message: "The music of the world

is yours through the Victrola," was placed in

the front part of the window. A large map
of Europe constituted the background. Ribbon

bands leading from familiar points on the map
through a console Victrola to the records of

many countries displayed on the floor space vis-

ualized how it is possible to possess the music

of the world. Beside each record a foreign cata-

log was placed.

"Yes! We Have No Bananas," a fox-trot record-

ed by the Great White Way Orchestra, Victor

artists, is unusually popular with dance enthusi-

asts of this city. The F. & R. Lazarus Co. re-

cently featured this number in a window display

and in a newspaper advertisement.

There were all kinds of fruit shown in the

window of the store, but, in place of bananas,

numerous records which contained the above-

mentioned fox-trot were scattered among the

tropical fruit. So successful were the window
display and the advertisement in bringing pa-

trons to the Victrola department that as many
as eight3'-seven recordings of this number were
sold during a single afternoon.

The Georgian model Brunswick machine pro-

vided by the Robins Piano Co. had a promi-

nent place in the display of electrical equipment

at the $40,000 model home in Grandview, a

suburb of Columbus.

E. M. Levy, manager of the Victor depart-

ment of the Otto B. Heaton Co., accompanied

by his wife and daughter, is spending his vaca-

tion at Atlantic City, N. J. Before returning

to Columbus Mr. Levy will stop for a few days

at the Victor Co. plant. In his absence Miss

Ruth Cochran is in charge of the Victor de-

partment..

Miss Hazel Woolley, of the C. C. Baker Music

Store, has arranged an unusual program of mu-
sic compositions to be broadcasted b}- radio

during the late Summer and early Fall. The
program consists of compositions produced in

the different periods of time, beginning with

the middle English period down to to-day.

Dave Levy has been added to the sales force

of the Complete Music Store, according to Sol

Goldsmith, president. Mr. Levy will serve in

the Brunswick department of this firm.

George Hooke, Brunswick representative of

the Cincinnati office, was a local visitor recenth".

The ready reference label system has just

been installed at the Elite Music Store, Vic-

trola dealer in this city, by Miss Celia Kellhofer.

Miss Grace Barr, of the Victor Talkine Ma-

chine Co., will give a series of lectures to the

music appreciation classes that are to be con-

ducted at Ohio University in Athens from Julj'

30 to August 17. The Victrola and Victor rec-

ords will be used.

W. F. Davisson, vice-president and secretary

of the Perry B. Whitsit Co., Victor distribu-

tor, has been visiting the Victor plant.

COLUMBIAiN GOINGS AND COMINGS

G. W. Hopkins on Visit to Canada—B. W. Jen-
nings Back From West—Joseph LaCalle in

Cuba—Recent Visitors at New York Office

Geo. \\ . Hopkins, general sales manager of

the Columbia Graphophone Co., returned a few
da\-s ago from a trip to Toronto, where he
conferred with E. A. McMurtry, Canadian
branch manager. Mr. Hopkins found condi-

tions in Canada very satisfactory- and the out-

look for the future most promising.

B. W. Jennings, manager of the Columbia
branch service division, returned to his desk
last week from a visit to Chicago and Cincinnati.

In Chicago Mr. Jennings spent several day-s with

John McKenna, branch manager, whose terri-

tory also comprises Cincinnati and the adjoining

territory.

Joseph LaCalle, musical director of the

Columbia export department, sailed on Saturday^

June 23, for a three weeks' stay in Cuba, during

which time he will take care of a number of

important matters concerning the Columbia ex-

port catalog.

Among the recent visitors to the executive

offices of the Columbia Graphophone Co. was
D. H. Delzell, of the Columbia Stores Co., Salt

Lake City, Denver and Spokane, who com-
mented optimistically upon the business situa-

tion in these three important territories. W. S.

Parks, president of the Columbia "\\'holesalers.

Inc., Baltimore, Md., accompanied by Messrs.

Swartz and Anderson of his organization, were
also recent visitors to the Columbia offices.

ORO-TONE No. 4
Plays All Records on the Edison

In addition, it AUTOMATICALLY adjusts itself

to the correct weight for playing all lateral or vertical
cut records. Also, it AUTOMATIC A T.T.Y adjusts it-

self to the conect needle center and correct ansle cf
the reproducer on the record, and ATTOMATICALLY
adjusts itself to the proper height to swing clear of
the record when plajins all records. There is no
danger of reproducer coasting when through plajiug.
due to the perfect needle center. It plays Edison
records with the re.gular fibre needle, producing splen-
did volume and eliminating surface noises.

LIST PRICES
No. 4 Edison Automatic Equipment

NICKEL FINISH S7.00
GOLD FINISH ....$9.00
GOLD OXIDIZE $9.00

Usual discount allowed to re-sponsible dealers. Please
fumi.=:h references if you are not rated.

Patent Applied for

Illustration shows the position for playing Victor and
all other lateral cut records. Note the dotted line

which shows the exact centering of the needle on the

record and which prevents the reproducer from coast-

ing when record is finished playing.

1000 George St.

Patent Applied £or

Il!ustra:ion shows the position for playing Edison and
all other vertical cut records. "Sote the dotted line
which shows the exact centering of the needle when
turned to play vertical cut records. The prepare
or weight on the record is the same as that of the
regular Edison reproducer.
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DO NOT PUT OFF UNTIL TOMORROW

THAT WHICH YOU CAN DO TODAY.

THERE IS EXTRA BUSINESS TO
BE HAD BY THE USE OF EXTRA
EFFORT.

GROWING DEMAND FOR
PORTABLES IN BROOKLYN

Small Insti-uments Lead in Popularity—Popu-
lar and Dance Records in Vogue—Window
Displays and Publicity Bringing Business

—

Plan Sonora Dealers' Convention—Loeser's

Selling Records by Phone—The News

The brightest feature of the talking machine
business in the Brooklyn and Long Island,

N. Y., territory at the present time is the fair

demand for popular and dance records and also

portable instruments. Brooklyn is in an excep-

tionally advantageous position as regards prox-

imity of Summer resorts. A goodly part of

the north and south shores of Long Island are

devoted to Summer cottage colonies and popu-

lar beaches, and one of the principal means of

reaching these is through Brooklyn, which is

within reasonable riding distance on elevated

and surface cars. Another thing which reacts

in favor of this section is the fact that this city

is the shopping center for the people in the

many small towns which dot the Island. Most
of these people own their own homes and are

prosperous, making the best possible type of

prospects for talking machines and records. The
demand for the better class of music is not so

great as it might be if the dealers exerted great-

er efforts in pushing these numbers, according

to the head of a large jobbing house in that ter-

ritory, who has made a study of dealer method*
and general conditions.

Windows and Other Publicity

Window displays are recognized as an impor-

tant means of stimulating business, regardless

of seasons^ and, consequently, the merchants in

the Brooklyn field are making the best of this

opportunity. Another thing that has helped con-

siderably in stimulating interest in windows on

the part of both the public and retail trade is

a window dressing contest which is being staged

under the auspices of the sales council of the

Brooklyn Chamber of Commerce. A prize is to

be awarded to the window considered by the

judges to be the best in the city and one con-

cern in the music trade which stands an excel-

lent chance of carrying off the honors is the

local branch of the Aeolian Co., which is man-
aged by C. G. Davis. This concern has two
windows entered in the contest. One contains

three instruments—a grand piano and a console

and upright model Vocalions. Several of the

Vocalion Red records are placed on the floor of

the window and the whole displav is brought

out in a most artistic manner by a background
of yellow. Another window in the rear of the

establishment also features two models of the

Aeolian-Vocalion and an upright piano. Other
dealers are featuring portable instruments in

their windows, while still others are cashing in

on combination displays of small musical in-

struments, records, sheet music and portables.

Advertising Bringing Rewards
Consistent advertising is also bringing tan-

gible results to a number of live merchants in

this territory. A typical example of the pub-

licity methods in force by the more aggressive

dealers is that of Al Bersin, one of the most
successful dealers in Brooklyn, who operates

two establishments, one on Fulton street and

anotlier on Bedford avenue. The Victor, So-

nora and Brunswick lines are handled. Mr. Ber-

sin makes it a point to advertise in all musical

club programs, dance programs, etc., etc. Con-
siderable newspaper space is also utilized to

bring the music message to the people and the

results to date have been very satisfactory. It

is noticeable that those dealers who have cur-

tailed their, publicity are doing very little busi-

ness in comparison to those who have kept

their publicity work up to the maximum point.

Planning Sonora Dealers' Convention
Plans are under way by Robert H. Keith, of

the Long Island Phonograph Co., Sonora dis-

tributor for the Long Island territory, for a

convention of Sonora dealers in the Bossert

Hotel on August 30. A luncheon and enter-

tainment will precede the business session,

which will be devoted to consideration of the

problems of the dealers and the necessity of

placing orders for Fall in time to avoid a short-

age similar to that which hampered sales dur-

ing the Christmas season last year. When Mr.

Keith was at the convention of Sonora jobbers,

held in Saginaw, Mich., recently, he placed or-

ders with the Sonora Co. for a large stock of

instruments in order to insure dealers against

a repetition of the same conditions that existed

last year. However, even with this large stock

on hand the continued development in business,

which, according to Mr. Keith, bids fair to make
this a banner year, will bring about another

shortage to those dealers who delay too long in

making known their wants for the Fall and holi-

day trade.

Believes Dealers Should Push Good Music
The better class of music on records should

be pushed, according to R. H. Keith, who de-

clared that, from his observations, too many
members of the retail trade take the line of least

resistance in selling records. He pointed out

that jazz and dance music has a natural demand
and little or no effort on the part of the dealer

is necessary to do a fair volume of business in

these numbers. On the other hand, many peo-

ple who are now buying jazz records could be

converted to purchasers of good music with

very little trouble if the proper line were taken.

New Twist to Telephone Sales Plan

Making sales of records over the telephone is

proving a successful method of speeding up

sales and at the same lime augmenting the al-

ready excellent service at the talking machine'

depai'tnient of Frederick Loeser & Co., Brook-

lyn department store. A new twist has been

given to this plan by Mabel Arend, who recently

came from Toledo, O., to assume the manage-

JULY 1923
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Each month re-
veals a real oppor-
tunity to feature a
different style of
SONORA

THE INSTRUMENT OF QUALITY

onor
CLEAR AS A BELL

Dealers can rely upon our serv-

ice to them—/or co-operation—
for ideas—for loyalty—just as

they can rely upon the perform-

ance of Sonora Phonographs

—

The Highest Class Talking
Machines in the World.

Any communication

will receive prompt
and careful attention

Long Island Phonograph Co., Inc.
17 Hanover Place, Brooklyn, N. \ . l elephone Main 1217-lS

Sonora Di\lribulors for Brooklyn and Long Island

DISTRIBUTORS OF GOLD SEAL RECORD REPEATER
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Doehler Die-Cast Zinc Alloy Tone Arm Elbows

The purchase of Doehler Die-Castings is

not merely the purchase of a quantity of
finished metal products.

It is also an investment in the reputation,
the resources, the experience, the service of
the Doehler organization—the largest pro-
ducers of die-castings in the world.

Your return on this investment is the se-
curity which reputation, resources, experi-
ence and service give—the knowledge that
the Doehler name and responsibility are
back of every Doehler Die-Casting you use.

BROOKLYN. N.Y.
TOLEDO. OHIO.

ment of this branch of the business. There are

a number of saleswomen in this department and
Miss Arend has arranged matters so that each
saleswoman keeps track of her own patrons and
when a record is received which any particular

patron is likely to favor the saleswoman who
has served that customer in the past uses the
telephone to acquaint her with the recording.

The saleswomen make notations of the type of

music their customers purchase and this infor-

mation is contained in a book, with names of

customers listed alphabetically. A study of the
information contained in this little book is in-

teresting in itself. For example, one woman pa-

tron likes only vocal selections, another is a

lover of all good music and there is one cus-
tomer who purchases a particular kind of needle
and will use no other.

The fact that each saleswoman telephones
only those customers whom she has served in

the past has resulted in each of them becoming
tlioroughly acquainted with their customers.
The plan has resulted in greater confidence on
the part of patrons in the ability of the sales-

women to select records which they will like

,and, since this stunt has been in operation, many
sales have been made over the telephone.

Victor Dealer Honored
Irving Riesenburger, prominent Victor dealer

of Corona, L. I., is now a director of the largest

bank in this section—the new Queensboro .Na-
tional Bank of Corona. He is also the largest
stockholder in the new institution.

Airplane Helps Dealer in Publicity Drive
An unusual publicity stunt, at least as re-

gards retail music publicity, was recently staged
by H. H. Lindenberger, manager, and J. M.
Collins, assistant manager, of the Hempstead
Music Shop, Sonora dealer, Hempstead, L. I.,

on the occasion of the first anniversary of the
business. The drive was started with a series

of teaser ads in the local newspapers and on a

Saturday following the teaser advertisements an
airplane with the name of the store painted on
the body as well as the word "Sonora" flew over
the town, stunts being resorted to to attract at-

tention. A large number of envelopes contain-
ing Sonora literature were dropped from the

plane and these were eagerly grasped by the

watching throngs.

Drive on Sonora Portables
There is a feeling of optimism among all large

Sonora dealers regarding record Fall business.

The dealers in the Brooklyn territory are con-
ducting a campaign to increase the sale of So-
nora portables. The Long Island Phonograph
Co., Sonora jobber, is co-operating in this cam-
paign by the distribution of attractive signs as

dealer helps. The results to date of the cam-

paign have been very gratifying.

J. J. Schratweiser recently completed a three-

day automobile trip through Long Island, call-

ing on Sonora dealers, who, he stated, were en-

joying good business.

A Battle on the Links

J. M. Quinn, Sonora dealer, who conducts an

up-to-date music store at 1227 Broadway, Brook-

lyn, played golf with R. H. and C. W. Keith

and J. J. Schratweiser, of the Long Island

Phono. Co., at the Garden City Country Club

recently. C. W. Keith wielded a wicked driver

and both he and Mr. Quinn showed the benefit

of their Palm Beach training last Winter.

Dealers to Discuss Problems
A meeting of all Sonora dealers in the

Brownsville section of Brooklyn has been called

for Friday, July 27, at 11 a. m. Robert

Keith, general manager, and J. J. Schratweiser,

sales manager of the Long Island Phono. Co.,

Sonora jobber, will address the dealers, with a

view of stimulating business.

Takes on the Sonora Line

A new account by the Long Island Phono-
graph Co., Sonora jobber, is that of the Excel-

sior Phonograph Co., 337 Knickerbocker ave-

nue, Brooklyn, N. Y.

Adds Victor Line

Saul Birns, 1730 Pitkin avenue, Brooklyn,

N. Y., recently secured a Victor agency and

will conduct his store as a dealer for both Vic-

tor and Sonora products. There have been ex-

tensive changes made in the store, includmg the

installation of new record racks. Abraham M.
Berkowitz will continue as general manager.

Congratulations

!

Humphrey Michaels, vice-president and buyer

for the five Michael stores in Brooklyn, is re-

ceiving congratulations on the birth of a son.

Occupying His New Store

Louis Brody, formerly of 421 Knickerbocker

avenue, Brooklyn, is occupying his new store

at 797 Broadway under the name of the Wonder
City Phonograph Co.

VICTOR WHOLESALERS CONSOLIDATE

G. T. Williams Co.. Inc., Brooklyn, N. Y., Joins

With the American Talking Machine Co.—

A

Strong Organization Now in the Field

Effective on Monday, July 2, the G. T. Wil-

liams Co., Inc., Victor wholesaler, of Brooklyn,

N. Y., consolidated with the American Talking

Machine Co., likewise Victor wholesaler in that

territory, with headquarters at 356 Livingston

street, Brooklyn. In announcing the consolida-

tion it was stated that G. T. and S. W. Wil-

liams will be associated with R. H. Morris,

treasurer of the American Talking "Machine Co.,

in the direction of that business at the Livings-

ton street offices, which will be continued.

All the e.xecutives associated with the com-
bined enterprises are men of long service and

wide experience in the wholesale Victor busi-

ness. G. T. Williams organized the G. T. Wil-

liams Co. several years ago, prior to which time

he was an active factor with the New York
Talking Machine Co.

The American Talking Machine Co. was or-

ganized twenty years ago and R. H. Morris, its

treasurer and managing head of the business,

has been connected with it practically since its

inception.

The consolidation of the two companies is

calculated to insure for the business a particu-

larly strong position and to make for greater

efficiency in the handling of the dealers' require-

ments. The American Talking Machine Co. has

been particularly strong and active in the

Brooklyn and Long Island territory and will

continue to give direct attention to that section.

CHRISTOS A. DOVAS CHARTERED

Christos .\. Dovas, of New York City, has

been granted a charter of incorporation to deal

in talking- machines with a capital of $10,000.

Incorporators are C. A. and A. C. Dovas and

J. Mallian.

More than 20,000 Now in Use

EDISON DISC RECORDS
should NOT be played by untried re-

producers and haphazard attachments.

The "VICSONIA"
has long been accepted by the Trade
for its distinctive interpretation of the
Edison Disc records.

Furnish your customers with Vicsonias
and increase your record circulation.

Sample Vicsonia, in silver set with
sapphire point, sent on receipt of $4.50.

VICSONIA MFG. CO.
INCORPORATF.n

313 East 134th Street NEW YORK
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The Master Instrument

The most perfect music-reproducing instrument

Retails for $200—€ast of the Rockies

Another Beautiful New Cheney Console Model
Unusual in treatment—remarkably rich in its

effect—made in both mahogany and walnut

The country-wide reputation which
The Cheney has earned for designs of

elegant simplicity is enhanced in the

addition of The Salisbury to the line.

The two-tone efiects which have proved
so popular are perpetuated in this model,

yet with a richness of handling which
befits the most carefully furnished home.

Cabinet against cabinet, phonograph

against phonograph, value against value,

The Cheney is more than a match for

any other phonograph. Consider these

five great selling features:

1 An acoustic system that develops and re-

stores the original tone from the record.

2 Practical elimination of needle scratch.

3 A violin resonator which makes Cheney
tones grow sweeter with age.

4 Designs which set the standard in the in-

dustry for elegant simplicity.

5 Cabinet workmanship which bears the im-

print of craftsmanship.

THE CHENEY TALKING MACHINE COMPANY CHICAGO

CHENEY PHONOGRAPH SALES CO. DISTRIBUTORS CHENEY SALES CORPORATION
1965 E. 66th St., Cleveland, O. 1107 Broadway, New York City

806 Pennsylvania Ave., Pittsburgh Greater Ne«' Yorfc, Western Conn.,
Ohio, W. Va., Western Pa. Neu> Jersey

CHENEY SALES CORPORATION, 1105 Chestnut St., Philadelphia
Eastern Pa., Del., Md., Washington, D. C.

CHENEY SALES CORPORATION, 376 Boylston St., Boston
• CHENEY SALES COMPANY ^<'"' England EDW. G. HOCH & CO.

Brandeis Bldg., Omaha 27-29 Fourth St., N., Minneapolis
lotfa, Nebr., Colo., Wyo. Minn., N. D., S. D., Northern Wis., Mont.

RIDDLE PHONOGRAPH CO.. 1205 Elm St., Dallas, Tex.

ROLYAT DISTRIBUTING CO. Texas, Southern Ohla. CHENEY PHONOGRAPH CO.
Provo, Utah 212 Selling Bldg., Portland

Utah, Southern Idaho Washington and Oregon

MUNSON-RAYNER CORP., 643 S. Olive St., Los Angeles
So. California, Western Ne^'., Ari^.

MUNSON-RAYNER CORP., 550 Howard Str£et, San Francisco, Cal.

All tcrrilory not listed above is handled direct by The Cheney Talking Machine Company. Chicago
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JOHN H.WILSON,Manager

324WASHINGTON ST.,BOSTON. MASS.BOSTON ENGLAND
BUSINESS CONTINUES SATISFACTORY DESPITE

SHORT-LIVED STRIKE OF TELEPHONE OPERATORS
Stores Decorate in Honor of Masonic Convention—Dealers Inaugurate Early Closing Plan During

Remainder of Summer—Changes in the Trade—New Stores Opened—Other Activities

Boston, Mass., July 6.—On the whole, the past

month was most satisfactorj' in the talking ma-
chine trade. Toward the end of June business

was a bit interfered with bj- a telephone strike,

which was called by one faction of the New
England Telephone & Telegraph Co.'s operators.

The strike was badly handled, the grievances, or

rather alleged grievances, were of the flimsiest

sort and there was little sympathy extended by

the public even as a matter of principle. The
strike was called for 7 o'clock in the morning of

June 26 and at the end of two days it had

petered out and by Thursday the situation was
to a large extent normal.

Masonic Clubs Greeted by the Trade

During the middle of June the National Asso-

ciation of Masonic Clubs held a week's con-

vention in Boston and on one day there was a

big parade which enlisted the services of a

great many of the music trade. In honor of the

visiting Masons many of the talking machine

shops decorated their places of business and

when the line of march took the men through

Boylston and Tremont streets they were greeted

with many colorful tributes.

Early Closing Now in Force

Five o'clock closing is now in force with

most of the stores and immediately after July 4

many of them will not open at all Saturday,

those in particular which are members of the

Retail Trade Board of the Boston Chamber of

Commerce. More and more is Saturday' during

July and August ceasing to be a business day

and it won't be many years before the idea will

be very widespread in the business world.

Manager Herbert Shoemaker, of the Eastern

Co., told The World representative that busi-

ness has been coming along very well, despite

the fact that June is not usually a busy period

in the trade. He spent a week at the factor}^

toward the end of the month, taking over with

him G. B. Waldron, the Eastern Co.'s city sales-

man, this being in line with Manager Shoe-

maker's plan mentioned last month to see that

all the staff gets to the factory at least once

a year, so as to familiarize themselves with such
details as are essential for them to know in their

contact with the trade. Before going to the

factory Mr. Waldron spent a week at his farm
near Franklin, N. H. An earlier visitor to the

\'ictor factory from this same house was J. C.

McDonald, head of the record department, who
spent several days getting a valuable line on
things in general pertaining to the business.

Manager Kenneth Reed Reviews Conditions

Manager Kenneth Reed, of the Victor depart-

ment of M. Steinert & Sons, reports that the busi-

ness for the first two weeks of June was very

acceptable, but for some reason or other there

was a decided falling off toward the end of the

month. Nevertheless, he says, June stood out

conspicuously ahead of the same month in 1922.

Mr. Reed has established his family at Orlean.^,

dow-n on the Cape, for the Summer, and he goes

dowm each week-end. He's got a fund of fish

stories which he will relate to anyone giving a

listening ear.

P. R. Spencer Visiting Trade in Maine
Piatt R. Spencer did not get far iqto Maine

on his recent trip in the interests of the Bruns-

wick because of the threatening forest fires

which obtained in the eastern part of the State.

He w-as able, however, to visit Portland, Au-
gusta, LeW'iston and Bath, in all of which places

he found business very good. At the present

writing he is again in Maine, taking in the

points not touched before and visiting also cities

and towns in New Hampshire and Vermont.
New Victor Dealer and Changes

A new exclusive Victor dealer has opened up

in Natick. He is J. M. S. Glidden, with a loca-

tion at 3 Pond street. A change has been made
in the Bellows Falls, Vt., Victor representation.

A. S. Brazil has bought out Mason Bros, and

is now conducting the store under the name of

Brazil's Music Shop.

Isham Jones Orchestra Scores in Boston

July 2 was the date for the first concert of

Isham Jones' Orchestra in this city, for which

Mr. Finney, of the local quarters of the Bruns-
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The Eastern Talking

Machine Co.
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wick, had made ample arrangements. The con-

cert took place at Loew's State Ballroom in the

Back Bay and was under the auspices of the

local Brunswick people. It was an unqualified

success and was largely attended. The dates

for the other concerts were mentioned in the

June issue oT this magazine, with the exception

(Continued oil page 80)
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Ditson
Victor
Service

Victor Service That Serves

Without Being Spectacular

The chief factor of Ditson Victor Service is reliability—the fact

that it operates steadily and efficiently, but quietly. From our two

distributing centers in Boston and New York we serve Victor

dealers in the most thickly populated and busiest section of the

country. In short, we fill the gap where good service is needed

most.

OLIVER DITSON CO.
BOSTON

CHARLES H. DITSON & CO.
NEW YORK
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Love of Good Music Is Not Limited to Any Class, Creed or Race

^he NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph, The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It will bring increased patron-

age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

ship Opportuni-

ties. Write us.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 79)

of an extra engagement, one at Manchester,

N. H., for which Arcadia Hall has been engaged.

Edison Sales Make Fine Showing
Frederick Silliman, who so successfully shapes

the destinies of the Pardee-Ellenberger Co.

in the New England territory, says that busi-

ness in the Edison line is making a very cred-

itable showing; in fact, the sales in this terri-

tory up to July 1 were far ahead of what they

were last year up to October 1, certainly some-
thing Mr. Silliman and his staff should be proud

of. Mr. Silliman has a group of men around
him that he has Summered and Wintered with

for a number of years, and as a team they all

work together in a way that brings results.

Attended "Opening" of Outlet Store

Herbert Shoemaker, manager of the Eastern

Co.; E. W. Kilgore, sales manager, and E. P.

Johnson, of the sales force of the company,
went down to Providence a fortnight ago for

the opening of the Outlet Co. and a dinner and
dance were pleasant features of the occasion.

H. G. Russell, of the Outlet Co., was a caller

here on the trade a few days ago.

Brunswick Phonographs for U. S. S. "Leviathan"
Before the now-famous "Leviathan" of the

Shipping Board fleet left Boston on its trial trip

to Southern waters it was equipped with Bruns-
wick machines, five of them, which were put

aboard the craft while she was in the dry dock
being repaired. These Brunswicks are the

Oxford models, made of walnut, and were spe-

cially constructed for this boat. One is located

in the ballroom of the "Leviathan," another is

in the music room and the other three are scat-

tered at advantageous points about the boat.

With the machines went a large number of the

choicest Brunswick recordings.

K. T. Finney Attended Conference

Harry Spencer, of Kraft, Bates & Spencer,

the local wholesalers of the Brunswick, and

who went to the Chicago convention, was un-

able to return to New York for the conference

of salesnien because of illness and hurried

straight home. In his stead, Kenneth T. Finney,

manager of the New England department, went

over and he came in contact with the twelve

salesmen from Philadelphia, New York and

Boston. The company spent an entire day going

over the new records and fortifying themselves

with an intelligent fund of selling information.

Mr. Finney returned to Boston, thanks to this

trip, better able than ever before to reel off

the special qualities of this and that record.

Artistic Ditson Wins Praise

In recording the news of the month in Boston

one must not forget to make special mention of

the handsome window at the Oliver Ditson Co.'s

store in Tremont street. The window specifi-

cally advertises Charles Kellogg's Victor rec-

ords of bird songs. The entire window is strewn

with hemlock boughs and at the rear is a large

We Serve New England!f

The Record «<»«»l")l

'^'^HE PROMPT, unustially efficient service that we
are rendering in the distribution of OKeh Records

to dealers throughout New England is the result of

knowing the needs of this mai"ket from all angles.

This knowledge, combined with thoroughly complete

.stocks and modern methods of distribution, finds us pre-

pared at all times for the speedy delivery of every kind

of an order, including' foreign language and Irish records.

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

QKe^^ Records

cage enclosing brilliantly plumaged birds, while

outside the cage and scattered about the window
there are other handsome examples of the

feathered tribe. The birds used in this exhibit

are all foreign songsters. All about the win-

dow, too, are a number of Mr. Kellogg's records.

Henry Winkelman, manager of the Victor de-

partment of the Ditson Co., is mainly respon-

sible for the display, while the actual work on
it was done by the company's window dresser.

Henderson Opens in Park Square
Henderson's, Inc., which has a well-patron-

ized shop in Boylston street, has leased another
place in Park Square, only a few feet around
the corner from Boylston street, where eventu-

ally the Brunswick, Victor and the Vocalion
lines will be carried. The store was opened a

few days ago and for the present only the Victor

line will be carried.

Appreciate Okeh Record Hits

At the Boston offices of the New England
department of the General Phonograph Corp.

there is rejoicing that the Okeh is so soon to

have songs from the "Rise of Rosie O'Reilly"

on the market. Already consignments have

been received of "Born and Bred in Brooklyn"
and another of the popular songs of this Cohan
musical comedy and the Okeh dealers have
many orders for these numbers. The Cohan
songs always go strong in the Okeh line.

Lopez Orchestra Makes Okeh Dealers

As a result of Vincent Lopez Orchestra's

appearance in Worcester a week ago on the

occasion of the senior promenade of Holy Cross

College, Manager N. B. Smith, of the New
England department of the General Phonograph
Corp., was able to open up three new dealers

in that cit)' to handle the Okeh line.

Columbia Artist Making New England Tour
The local New England headquarters of the

Columbia Co. are following with interest the

appearance here of one of its artists, William

Kennedy, who was here the week of July 2.

Other dates in New England include such places

as Holyoke, New London, Lynn and New Bed-

ford. The Columbia Co. has two of Mr. Ken-
nedy's records and they go big. Manager Mann
has seen to it that the New England dealers

have been well circularized for what is known
as "Babbling Brook" week, when "Beside a

Babbling Brook" is to be featured everywhere.

Attended Commencement at Dartmouth
Robert Steinert, of M. Steincrt & Sons,

whose oflice is at the Arch street headquarters

of the company, spent several days at Hanover,

N. H., the latter part of the month, going up

for the Dartmouth commencement festivities,

as Bob is a loyal alumnus of the college class

of '16.

Sonora Co. of New England Expands
The headquarters of the Sonora Co. of New

England has lately increased its floor space

at 219 Columbus avenue through leasing consid-

erable space on the floor above over their pres-
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ent quarters, which is used for storage purposes.

This has become necessary through the heavy

invoices of Sonora goods that are not only com-

ing along fast, but are going out almost as

fast; for, speaking of business, the demand in

this territory for this line is reported to be

very satisfactory for this time of year.

Like the Good Old Days
All the office staff of the Eastern Talking

Machine Co. went to the Barnum & Bailey-

Forepaugh's Circus Thursday evening, June 22,

and they filled up on peanuts and pink lemonade

like all good faithful circus habitues.

It is of interest that the circus tickets this

year were for sale downtown in the talking

machine warerooms of the C. C. Harvey Co. In

other years they were sold in the Hallet &
Davis headquarters next door, but owing to

the removal of the offices farther out near

Copley square this new location was not a con-

venient point for the general public.

Death of Mrs. Caroline Winkelman
Henry Winkelman, manager of the Victor

department of the Oliver Ditson Co., has the

sympathy of his friends in the death of his

mother, Mrs. Caroline Winkelman, who passed

away in Somerville a short time ago at a rather

advanced age. For a ,number of years of her

life she lived in Boston.

C. H. Farnsworth Summering at Marblehead

Charles H. Farnsworth, president of the East-

ern Talking Machine Co., has closed his home in

Brookline and gone with his family to Marble-

head, where he has a Summer home to which

he has been going for a number of seasons.

He commutes daily to and from Boston in his

Packard car.

Ralph L. Freeman Off to Nova Scotia

Ralph L. Freeman, director of distribution

for the Victor product, passed through Boston

the latter part of June en route, as he usually

is at this time of year, for Nova Scotia, which

is a favorite vacation land for him.

New Columbia Dealer in Hartford, Conn.

The Columbia offices announce the opening

of a new exclusive Columbia shop in Hartford,

Conn., to be conducted by Joseph Feinblum.

This is said to be one of the finest shops in

New England. Fred Collins, of the Columbia

sales force, went down to Hartford June 30 for

the opening.

Hold Outing on July Fourth

The staff of the General Phonograph Corp.

of New England, of which N. B. Smith is man-

Precepts for the Wise Victor

Retailer in Preparation

for a Banner Year

1. He will anticipate NOW his supplementary sto<k
of Victor Instruments,

2. He will realize with the advent of the new Flat
Top divided lid models, 21.> and ZtO, and the
Art Models, 400, t05 and 410, that he has the
most complete and all-enihraeing li;ie of musical
instruments in the history of the Talking Ma-
chine business.

3. He will not overloolv the additional profits to he
derived from attention and sales effort upon the
horizontal models, particularly the very popular
styles 240 and 260.

He will not hesitate to solicit the advice of
STEINKKT and lay his problems before the
STEINERT corps of experts.

Exclusive TerrilorX) for Deforest Radio

Dealers Still Exists

M. STEINERT & SONS
Victor Wholesalers

35-37 Arch Street Boston, Mass.

^I^HERE IN NEW

ager, had a most enjoyable outing at Lake
Boone, some twenty miles out of the city, on
the Fourth of July. The party went out in

machines and an enjoyable program, made up
by a special committee consisting of Manager
Smith, Assistant Manager J. W. Connelly and
P. J. Donovan, was participated in with great

pleasure by the assembled hosts.

A. J. Jackson Off to Europe
A. J. Jackson, the Victor dealer of Boylston

street, which business is carried on under the

name of A. J. Jackson & Co., embarked on his

postponed European trip June 27. He plans to

be away until early in September.

Some Brieflets of Interest

James A. Frye, representative in New Eng-
land for the Victor, is the proud father of a

seven-pound boy, who is to be named James
Crawford Frye. Congratulations Jimmie!

KRAFT-BATES-'SPENCER
NEW ENGLAND DISTRIBUTORS

PMONOCBAPHS AND RECORDS

New Brunswick Records Every Day
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the record cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Steel Needles Motrolaa Record Brushes Khaki Covers

Joe Burke, manager of the Sonora Co. of New
England, and his family are away on their vaca-

tion, having motored up from their new home
in Newton to North Woodstock, N. H., where
they are domiciled at the Hotel Alpine.

Charles S. Norris, the Tremont street talking

machine dealer, spent several days over in New
York the latter part of June.

Manager Fred E. Mann, of the Columbia,

motored over the road toward the end of the

month to New York, where he planned to spend

the Fourth of July.

Peter Alclnerney, supervisor of orders and
inventory at the local quarters of the Columbia
Co., is back home from a motor trip taken with

friends to Montreal and Quebec, going into the

Province via the Adirondack mountains.

Ray Burke has just returned from a trip to

Maine, taken in the interests of the Sonora,

and he reports he found business very good in

that State.

The local Victor trade was glad to see Ted
Hersey a few days ago, he having motored up
here from New Haven, Conn., where he is -now
in the motion picture business. He was formerly

associated with the Eastern Co.

Marshall Funkhauser, head bookkeeper of the

Columbia Co., who came to Boston from Balti-

more a few months ago, motored down to the

Southern city toward the end of June to bring

back his wife and family.

W. C. Fuhri Calls on New England Trade
W. C. Fuhri, general sales manager of the

General Phonograph Corp., was over in town
for a day the latter part of June visiting some
of the Okeh dealers. He was entertained while

here by New England Manager N. B. Smith.

Move to New Quarters

The Phono-Radio Mfg. Co., New England rep-

resentative of the Emerson Phonograph Co.,

moved on July 1 from 27 Court Square to new
and larger quarters in the Miller Building, 93

Federal street.

PIERCE OPENS IN NORTH ADAMS

North Adams, Mass., June 13.—A branch pho-

nograph and piano store has just been opened

at 30 State street by the L. M. Pierce Co. This

firm has been in business several years at 305

Bridge street, Springfield. F. W. Edwards has

been made manager of the new North Adams
branch, which contains a fine, large talking

machine department.
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KENNEDY'S PHONOGRAPH SHOP OPENS A LONG AND HONORABLE HISTORY

New Columbia Store of H. J. Kennedy in

Worcester, Mass., Maljes Debut

Worcester, Mass., July 2.—Henry J. Kennedy,

for the past two years manager of Widener's

Grafonola Shop here, has opened what is con-

sidered to be one of the most attractive and

artistically arrnncred establishments devoted to

Watkins Bros., of Connecticut, Subject of Long
Article in Hartford Courant—Now One of

New England's Prominent Music Houses

The Sunday supplerhent of the Hartford

Courant of June 24 contained a long article on

the history and development of the well-known

music house of Watkins Bros. This firm was
started in Manchester in 1874 in a little frame

building. To-day it has stores in South Man-
chester, Bristol and Hartford, Conn., and is one

of the best-known music houses in the New
England States. Among the instruments which

it handles is the Steinway, the A. B. Chase and

other well-known lines, as well as the Aeolian

player line.

The present personnel of the firm consists of

Clarence G. Watkins, F. Ernest Watkins, who
gives his principal attention to the Hartford

store, and C. L. Moore Watkins, son of Clar-

ence G. Watkins, who has taken an active part

in civic life as well as devoting his attention to

his business.

T. C. CANFIELD IN NEW POST

Partial View of H. J. Kennedy's New Store

the sale of talking machines and records in this

city. The store, which is known as Kennedy's

Phonograph Shop, is advantageously located at

27 Pearl street in the new Chapin Building. The
complete new Columbia line is featured. There
are five record demonstration booths and the

entire store is decorated in French design, the

color scheme being ivory. Booths and fixtures

were installed by the Van Veen Co.

Mr. Kennedy is very well known locally and
has a large following. ITis experience in New
England covers a period of ten years. Before

associating himself with Widener's he was man-
ager of the Rosen T. M. Co.. Ronton, Mass.

BBBBBHBBHaBBBaaaBBBHBBI

Succeeds Henry J. Kennedy as Manager of

Widener's Worcester, Mass., Store—Was
Formerly Connected With Landay Bros.

Worcester, Mass., July 3.—Thomas C. Canfield,

formerly manager of the Bridgeport, Conn.,

branch of Landay Bros., is now manager of the

local branch of Widener's, 351 Main street. He
succeeds Henry J. Kennedy, who recently re-

signed to open a talking machine store at 27

Pearl street. Mr. Canfield has had wide experi-

ence in the merchandising of talking machines

and records and as manager of Widener's, w'hich

recently added the Victor line to the Columbia,

which has been featured heretofore, he will

have a splendid opportunity to display his abil-

ity and initiative.

Edison Dealers:
Here is a way to make extra profits.

Investigate the "Perfection" and
for yourself its big possibilities.

see

A new gold finish by the
Chesley process is now be-

ing put on all Perfection
attachments. It's a good,
heavy, durable gold finish

—a "five-ply" finish. You
can recommend and sell

Perfection attachments,
with a guarantee of 100%
service.

Every Edison owner is

prospect.

It makes possible the play-

ing of all makes of lateral

cut records on Edison ma-
chines.

Construction and finish

—

-

the best.
This is the "Perfection" Edison

Attachment (Nos. 4 and 7)

Send today for complete information, prices

and dealers' proposition.

NEW ENGLAND TALKING MACHINE CO.
16-18 BEACH STREET BOSTON, MASS.

THE
WALTZ

SENSATIO
OF

1^23f

PURPOSES OF ADVERTISING

Excerpt From an Address by H. D. Robbins
Before Advertising Men in Atlantic City

"Advertising has rightly been called a busi-

ness force. It is a force the dynamics of which,

through the cumulative power of its organized

ideas, nullifj' the customs of ages and break

down the barriers of individual habits, of limited

thinking," declared Harry D. Robbins, chair-

man of the National Vigilance Committee, in a

stirring address before advertising men at the

.Atlantic City Convention last month. "It works
for the future and establishes concepts related

to higher standards of living. It is at once

destroyer and creator in the process of ever

evolving the new. Its constructive effort is to

superimpose new conceptions of mdividual at-

tainment and community desire. Advertising

plays near the heart of humanity, for it touches

the mainspring of individual ambition and

yroup desire. It is one of the creative mech-
anisms of our day, involving individual and

irroup aspirations. It is at once master and

servant of those who wield its power. It is

master when it sets the energy impulse of man
toward the realization of wishes, desires and

wants. It is a servant of the advertiser when,

through its form, it speaks the right word at

the right time in the right place and in the right

mood. And it is at this particular juncture of

advertising analysis and modern experience that

the truth concept was born."

W. H. DITTMER GOES WEST
William H. Dittmer, secretary of the Pathe

Phonograph & Radio Corp., Brooklyn, N. Y.,

left during the last week of June for an ex-

tended trip of some four or five weeks through-

out the W^est. Mr. Dittmer will cover the prin-

cipal cities in the interest of Pathe phonograph
and radio products.



July 15, 1923 THE TALKING MACHINE WORLD 83

SOLD 10 PER CENT OF POPULATION

Monroe Music Shop Disposes of 500 Sets of

Walter Camp's Health Builder Records in

Town of 5,000 Population as a Result of Us-
ing Original and Energetic Methods

Selling 500 sets of \\'alter Camp's Health
Builder exercise records during the past season

in a town with a population of less than 5,000

people is the record set by the Monroe Music
Shop, Athol, Mass., and the record is due, not

to luck, but to an intensive cultivation of the

field and the paying of attention to school chil-

dren as possible sales producers.

When he started to feature the records Mr.
Monroe arranged for a series of fifteen classes

in calisthenics in the local schools once each

week, the classes being conducted to the accom-
paniment of the Walter Camp records. There
was much rivalry between the classes during the

Winter and the interest was such that, when at

the close of the school j'ear in June Mr. Monroe
had a public exhibition of calisthenics in the

High School Stadium, over 3,000 pupils took
part in the event.

The advertising value of the plan was devel-

oped right through the season and the publicity

given its closing exhibition served to attract an
audience of several thousand not alone from
Athol proper, but from the country districts and
from the towns in the vicinity. It is believed

that Mr. Monroe's record of selling a set of the

health records to one in every ten of his town's
population has set a new high mark for ener-

getic dealers to shoot at.

NEW QUARTERS IN FALL RIVER

B. Shogam & Son Occupy New Store Near
Retail Center of That City

Fall Ri\-er, M.\ss., July 5.—B. Shogam & Son,

uho were formerly at 184 Pleasant street, have
moved to new quarters at 136 Pleasant street,

nearer the retail business center. The company
carries the Brunswick i5honograph and records

exclusively. Mr. Shogam is making arrange-

ments to have Isham Jones and His Orchestra
play at a local Summer resort. This concert

will be under his personal supervision.

STOP DOOR PLAYING IN BIRMINGHAM

BntMiNGHAM, Ala., July 7.—The playing of talk-

ing machines in store doors here has been ended
by the resurrection of an old ordinance which
makes it illegal to "use a megaphone from which
loud or unusual noises emit." This action was
the result of numerous complaints.

OUTING WINDOWS PRODUCE SALES

Pacific Coast Dealers Feature Outing Portable

in Windows—A. J Cote Comments Upon
Value of This Form of Publicity

The accompanying illustrations showing win-

dow displays used by two prominent dealers in

San Francisco, featuring the Outing portable

phonograph, will give some idea of the splendid

co-operation the Outing Talking Machine Co.

is receiving from its representatives. These dis-

plays, which were presented by Clark Wise &

Outing Display of Clark Wise & Co.

Co. and the Nathan-Dohrmann Co., not only at-

tracted considerable attention from passers-by,

but also served to stimulate sales considerably.

Referring to these two very attractive win-

dows A. J. Cote, president of the Outing Talk-

ing Machine Co., commented as follows: "The
success of every retail house depends on two

things; first, the dealer must acquaint the pub-

lic with the kind of goods handled through ad-

Outing Display of Nathan-Dohrmann Co.

vertising and, second, to sell the public quality

merchandise exactly as advertised.

"Advertising by the retailer may be done

through the medium of newspapers, circulars,

etc., but, although these methods of advertising

are recognized generally as the most productive,

the window display follows closely as an effec-

tive method of reaching the public. Ninety per

cent of the buying public who stop to look at

window displays are in a buying mood and will

remember what they have seen in the window
when the newspaper advertising may not have

attracted their attention. For this reason, in

order to make a window display effective, a

dealer should show only one or two articles,

according to the size of the window. We are

particularly pleased with the attractive windows
prepared by these two dealers on the Pacific

Coast, which carry out this idea of window dis-

play advertising to excellent advantage.

FINE NEW STORE IN LOWELL

Large Talking Machine Department Now Fea-

tured by Moeller's Furniture Co., Inc.

Lowell, Mass., July 5.—Moeller's Furniture Co.,

Inc., 31 Middle street, has just recently opened
a large new store here and has installed one of

the most up-to-date and complete talking ma-
chine departments in this city. The company
carries Victor machines and records exclusively

and the department will be in charge of W. F.

King, a man of long experience in the furni-

ture business, as well as talking machines.

WOONSOCKET PHONOGRAPH CO. OPENS

WooNSOCKET, R. I., July 5.—The Woonsocket
Phonograph Co., Inc., 321 Main street, this city,

is a new store recently incorporated with the

following officers: Alex. Daillargeom, president

and general manager; Albert Melops, treasurer,

and Beatrice Girard, secretary. The company
has a large and up-to-date store at this address

and features the Sterling piano and Pathe
phonographs and records.

COMPOSERS HELP RECORD SALES

The local branch of the Columbia Grapho-
phone Co. sponsored recently a publicity stunt

in the Gotham Shop, 50 Broadway, New York,

which produced splendid results. Frank Silver

and Irving Cohen, composers of "Yes! We Have
No Bananas," the most popular song hit of the

present day, appeared at this Columbia estab-

lishment during the noon hour and autographed
Columbia records and sheet music. The ap-

pearance of these two composers attracted con-

siderable attention and Irwin Kurtz, owner of

the Gotham Shop, was highly pleased with the

excellent sales results obtained from this un-

usual and effective publicity.

.\ well-planned and properly executed sales

promotion drive will result in business, regard-

less of season or weather.

THE TROTTER ELECTRIC MOTOR
Is an Attractive Retail Proposition for Phonograph Dealers

EASILY INSTALLED WILL RUN ON ANY CURRENT

GUARANTEED FOR ONE YEAR

The Trotter motor can be sold to any one who owns a spring motor driven phonograph. Any one can install

it and when following printed instructions can change his phonograph into an electric machine in ten minutes.

PLYMOUTH PHONO PARTS CO. Plymouth, Wisconsin
DISTRIBUTORS

Plaza Music Co., 18 West 20th Street, Newr York — Lakeside Supply Co., 73 West Van Buren Street, Chicago.
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SA.N FJtANCISCO
Approve Plans for Coast Victor Plant—Prominent Artists in

New Opera Company—Business Satisfactory—Neivs of the Month

San Francisco, Cal., July 3.—The average

talking machine dealer gets just about what he

expects in this world. If it is vacation time

and he expects dull business he usually gets it;

if it is holiday time and he expects a rush he

usually gets that. Unconsciously, to a large

extent the dealer tunes himself up for a poor

or brisk business. There is no accomplishing

the impossible, but there is such a thing as

putting one's self in a proper receptive mood.
In the proper mood the merchant is naturally

stimulated to make the best of his opportuni-

ties. Business was a bit slow on portable talk-

ing machines at the City of Paris last week, so

what did Manager Storms do but scratch his

head and resurrect an idea, a selling idea. It

occurred to him that there were no music ads

in the outing sections of the daily newspapers
—A-ah! Just the place for a cute little ad fea-

turing portable machines! He acted upon his

impulse and as a result he sold more portables

in the next few days than he had in a month
previously.

New Pressing Plant for Victor Co. in Oakland
Plans for the new pressing plant of the Victor

Talking Machine Co., which is to be located

in Oakland, have been approved by the direc-

tors of the company and construction work
is expected to commence without unnecessary

delay. This is the report sent here to Andrew
MrCarthy, of Sherman, Clay & Co., by the two
1 1 gineers of the Victor Co., E. S. Shumaker
0 1 d C. S. Wickes, who have been on the Coast

working out the details of the proposed factory.

Progress on New Sherman-Clay Building

The new wholesale establishment of Sher-

man, Clay & Co., on Mission street, this city,

is up as far as the second story. If all goes

well the building will be ready for occupation
"^y the middle of September.

Grand Opera for San Francisco

San Francisco is to have a permanent grand
• lera company at last, it was announced this

rek. Prominent public-spirited people have

cided to give the company financial backing.

Te leading tenor of the company will be

o.ovanni Martinelli, one of the most popular of

the Edison artists. Martinelli was the lead-

ing tenor of the operas given at the Stan-

ford University Stadium last year. Others of

the same company will be members of the new
organization.

Wiley B. Allen Co. Activities

Frank Anrys, general manager of the Wiley

B. Allen Co.; J. J. Black, treasurer, and Law-
rence !..indsay have returned from their trip

East, where they visited their manufacturing

connections and attended the annual convention

of the National Piano Merchants' Association

in Chicago. George Hughes, of the same com-

pany, has departed on his annual fishing trip

to southern Oregon. He took with him this

year C. A. Ericsson, president of Ludwig &
Co. Raymond Wolfinger, manager of the re-

tail talking machine department of the San

FVancisco store of the Wiley B. Allen Co., is

taking his Summer vacation in Los Angeles.

Billy Morton, manager of the retail talking

machine department of Sherman, Clay & Co.,

will leave for his vacation at the Russian River

next week.

Edison Popularity Grows
Edison Phonographs, Ltd., Coast distributor

of Edison phonographs and records, with head-

quarters in this city and offices in Portland,

Ore., and Los Angeles, Cal., is enjoying an

excellent business, and, according to the size

and number of orders being received from deal-

ers, the Edison is more firmly entrenched in

public favor on the Coast, thanks to the enter-

prise of A. C. Ireton, general manager.

Console Type in Favor

The flat-top console is winning a sure place

in the popular demand on the Pacific Coast,

but the old standard uprights are holding their

own, too. The upright will not be crowded

out by any other type of machine in the opin-

ion of the leading dealers here.

Victor Representatives at N. E. Exhibition

Miss Donzella Cross, of Sherman, Clay & Co.,

is in charge of the Victor exhibit at the Hotel

Oakland, Oakland, Cal., where the National

Educational Association is holding its annual

convention. She is also giving lectures on music
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The "Home Rush" has replaced the "Gold Rush"

In one city alone there was a new home
started every six minutes during May and June

Every home should have a New Edison

New dealers desired in several locations

Write any of our three houses for particulars

We serve the entire Pacific Coast

EDISON PHONOGRAPHS, Ltd.

Portland San Francisco Los Angeles

appreciation at the Summer School of the Uni-
versity of California, in Berkeley.

Mrs. Frances E. Clark, head of the educa-

tional department of the Victor Co., is attend-

ing the N. E. A. convention, also, and is as-

sisted in her demonstration work by Miss Dan-
iels, who has charge of the Victor educational

work in southern California.

C. G. Child to Visit Coast
C. G. Child, head of the artists' department

of the Victor Co., one of the greatest sound ex-

perts in the country, will visit California during

July, and, incidentally, will be a guest at the

jinks of the San Francisco Bohemian Club at

Bohemian Grove on the Russian River.

Fradkin Helps Increase Brunswick Sales

Frederick Fradkin, one of the star artists for

the Brunswick records, is filling a two weeks'
engagement at the Orpheum Theatre. He has

promised to autograph the first two hundred
records of his violin selections to be sold at

the Kohler & Chase talking machine depart-

ment. The first month of business on Bruns-
wick machines and records at the Kohler &
Chase store has been fully up to expectations.

George Q. Chase and Leon Lang have just

returned from a five weeks' Eastern trip. They
went as far as Boston.

New Location for Stacy

Stacy, the well-known talking machine mer-
chant at Third avenue and Clement street, has

moved to the location formerly leased hy the

Brace-Davis Co., Sixth avenue and Clement
street. Stacy is one of the most prominent
talking machine dealers in the fashionable

Richmond district. Brace-Davis, Inc., have re-

tired from the music business.

Woman Swindler Apprehended
A woman who recently swindled the music

dealers of this city out of seventeen talking ma-
chines and eleven pianos has been apprehended
here and is now awaiting trial. The instruments

were purchased by the woman on the instalment

plan and sold through auctioneers. Seattle,

Wash., and New York City dealers were also

victimized, it is said. The Music Trade Asso-
ciation and the Downtown Association are mak-
ing an effort to secure the conviction and pun-

ishment of the woman, as well as some of the

auctioneers who are suspected of having been

accomplices.

Brieflets

Columbia machines and records are being

featured in a large number of sales this month.
James Muir, president of the Gramophone

Co., of Great Britain, recently visited San Fran-
cisco in the course of his trip around the world.

A new music store, known as the Oroville

Brunswick Phonograph Shop, has been opened
at 616 Montgomery street, Oroville, Cal.

STIMULATES SPANISH RECORD SALES

Columbia Branch Makes Valuable Population

Survey — Co-operates With Metropolitan

Dealers in Developing Record Business

The local branch of the Columbia Grapho-

phone Co. of New York recently inaugurated a

plan whereby the sale of Spanish records was
stimulated materially. The branch obtained in-

formation as to the centers of Spanish popula-

tion in New York City from Spanish publica-

tions, circulated among the Spanish residents,

and by co-operating with the dealers in these

particular territories a steady outlet was found

for the Columbia Spanish catalog. Many of the

dealers did not know of the existence of Span-

ish communities in their particular territories

until the population survey was completed.

T. F. GREEN QUEST OF W. T. HADDON

Thomas F. Green, president of the Silas E.

Pearsall Co., New York, Victor wholesaler, ac-

companied by his family, spent the week of

July 2 at Island Heights, New Jersey, where
they were the guests of Wm. T. Haddon, presi-

dent of the Ohio Talking Machine Co., Cincin-

nati, O., Victor jobber.
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PHONOGRAPH STORE EQUIPMENT
High QualUy —STANDARDIZED — Low Price

Ogden's Sectional
Store Equipment.

Equipment illustrated is our PLAN NO. 5—2 Record Sections,

1 Sales Counter, 1 6x9 ft. Booth. Write for Blue Print of Seven

Complete Store Plans with prices F.O.B. Factory or Installed

Ogden's Complete Modern Store
Costs less than carpenter work. Everything ready for

business the day you get it—Sectional—Unpack and "Set
it up Yourself."

The complete Store Equipment (as illustrated) consists of

RECORD RACKS, for 2,700 10-inch and 12-inch
Records, SALES COUNTER with every Dealer con-
venience for Card Files, Accessory Stock, Bags and
Wrapping. SOUND-PROOF BOOTH, 6 x 9 ft.

Booths are made by assembling the

Units or Parts illustrated below.

WE POSITIVELY GUARANTEE
ANY MAN AND A BOY for helper without carpentry ex-
perience can assemble this room in one hour. There is noth-
ing to do but place Wall and Door Sections in the Pilaster and
tarn down the clamps. Place Ceiling units in position and Base
Rail or Floor Shoe around the bottom and the job is complete, as
tight as a drum, at a fraction of the usual cost.

ROMTVIEW Of RlCORDSW.es COUNTER *1
TOP 30"X &0' 52" VflTH CASTORS

OUR HIGH PRICE COMPETITORS say "It can't

be done" but it is being done every day and the

dealer is saving hundreds of dollars on every in-

stallation.

UNLEVEL FLOORS are provided for as each
Pilaster and Section is supplied with Patented Lev-
elers instantly adjusting to a perfect level. (Spirit

Level also supplied)—WALL PILASTER adjusts

to fit any size Base Board and Wainscot rail.

Remember, it is not necessary to buy entirely New
Equipment to enlarge business—Ogden Provides
for Expansion of original Equipment as needed.

If more record space is needed. Add a Section.

If more Demonstration Room is needed. Add a
Booth.

Our Equipment will give you increased Sales and
More Profit. Room units made to fit sound tight

I
-BACK VIEW OF RECORD COUNTER- *1

• SHOWS 3 DRAWERS WITH ADJUSTABLE COHPAftTMEMT
DIVIDERS, ALSO 3UP!]iGHTC0HP«RTMEMT5AIU> 2 SHEU/ES

New Model No. IX-A
You-Nit Cabinet Stand

K. D. For Victrola No. IX-A

Fulfills every Cabinet

requirement for the
Home with Portable ad-

vantages. Makes an
" O u t f i t " at an "IN-

BETWEEN" price and

sells your IX-A's.

Get a sample mailed to-

day, subject to return

the minute you see it if

not satisfactory.

PRICES

Solid Select Mahogany
and Quartered Oak,

$6.50

Mahogany Finish and
Plain Oak,

$5.50

Packed 1 to a Mailing

Carton. Wt., 18 lbs.

OGDEN'S

No. 50 Port-

a b I e Cabinet

with Victrola

No. 50. For

every musical

occasion.

This is a Port-

able Year.
Cash in on this

demand. The
Dealer not pre-

pared must

lose to the
other man.

"STANDS"

make new cus-
tomers.

Positively Rigid and Strong

Order a Stand for every Portable Victrola

(to Match) and we will Guarantee the

Sale if • only Displayed eind Advertised.

41% incbes

300-lOincb
Record Section I

^

300-10orl2ulcb| 5'

Record SectioD I

300-10 or 12iiichl S?

Record Sectton) Q..

J
Sac itaiy DmftCT Base

RECORD CABINETS
(Sectional Models)

Fits any space for any size Stock and
helps you grow through Service.

PRICES
No. 2 Tier of Sections for

1,500 Records, $16.50

No. 1 Tier of Sections for
1,500 Records, §59.25

Finishes: Oak, Mahogany and
Genuine Enamels

OGDEN SECTIONAL CABINET CO., Lynchburg, Va.
All Prices Subject to Market Conditions and Change Without Notice
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Brisk Record Sales a Feature of

Local Business— Bright Outlook

Creates Optimism — The News

Detroit, Mich., July 9.—The machine end of

the talking machine industry has not been as

active as dealers would wish during the past

two months, while record sales have been

brisk. However, for the first six months of

this year as compared with the same period of

1922 sales have shown a healthy increase, and

dealers are inclined to feel that after the dull

months of July and August have passed busi-

ness will be very good during the remainder

of the year.

Although this and next month are considered

as the naturally dull time of the year by the

trade generally, many of the dealers have not

appreciably relaxed their efforts to secure busi-

ness, and this has been reflected in a better sales

volume than would ordinarily have been the

case. Window displays, advertising and pub-

licity of all kinds and canvassing are all play-

ing important parts in maintaining business at

its present volume, and, of course, those mer-

chants whose sales promotion work is most in-

tensive and consistent are doing the most busi-

ness. •
-

Industrially this city is in an excellent posi-

tion and from the standpoint of salaries received

by workers in local factories, etc., there is no

sound reason why business should not be as

good now as at any other time. The whole

matter resolves itself down to a matter of going

out after the business and keeping eternally at

it, as those dealers who follow this plan of

procedure have discovered. The demand for

portable instruments is good at the present time

and inasmuch as this instrument is most in

vogue during the vacation period the response

to advertising and other sales promotion work

has been better than anticipated. Taking con-

ditions as a whole there should be no com-

plaints regarding business, and, furthermore,

the outlook is anything but gloomy.

R. B. Ailing, manager of the Phonograph

Co. of Detroit, Edison distributor, has left

for Wyoming where he expects to spend a

month on his vacation. Hunting, horseback

riding and fishing will be his routine of amuse-

ment while out West.

S. E. Lind, of the Lind & Marks Co., says

that business is jumping ahead by leaps and

bounds, showing consistent and steady ga'ins,

which is a healthy condition. The Lind &
Marks Co. is the distributor in Michigan for the

Vocalion.

It was announced recently by the C. L. Mar-

shall Co., of this city, wholesale distributor for

the Pooley phonograph, that its territory for

this line of instruments had been enlarged, and,

A Phonograph Line That Will Speak For Itself

EXCELS BY COMPARISON
Natural tone reproduction.

Skilled and scientific construction.

Unusual fineness and beauty of finish.

Authentic and beautiful designs.

ALL POOLEYS ARE ONE IW THESE QUALITIES

Eight console models and one upright, beautiful in design
and workmanship—so absolutely silent in operation that
nothing is lost when the record is being played—it

reproduces exactly the original music.

The Master of Movable Music "Onehanduhandie.if

Brown, Mahogany and fumed oak. Surprising tone
volume and clearness, durable, dependable, compact
and convenient.

Always everything a Portable Phonograph can be, and
at a popular price—$37.50.

Outing
TALKING MACHINE

ATTRACTIVE PROPOSITION TO OFFER DEALERS
WRITE OR WIRE US

C. L. MARSHALL COMPANY
Wholesale Distributors

MICHIGAN AND OHIO
Detroit, 514 Griswold Street. Cleveland, 328 Superior, W.

in addition to Michigan and Ohio, will include

Kentucky, Indiana, West Virginia and western

Pennsylvania. For the present these States

will be handled through the Cleveland offices

of the company. Howard Hodson, sales man-

ager of the Pooley Furniture Co., was a visitor

to the C. L. Marshall Co. offices recently.

A. A. Grinnell, treasurer of Grinnell Bros.,

left recently for an extended trip to Europe.

He will be gone until the first of September.

Mrs. Grinnell accompanied him.

A number of record artists have appeared on

the stages of Detroit theatres the past few

weeks and this has stimulated the sale of their

records. Among them was Elsie Clark, Okeh
artist, who appeared at the Regent and Miles

Theatres. The Starr Piano Co. had one of

its artists for two weeks at the Capitol Theatre

and a week at the Adams Theatre, singing a

duet with his own record played on the Starr

phonograph.

During the months of July and August most

of the neighborhood talking machine dealers

will close their stores two or three evenings

each week.

M. D. Greene, who has been with the Che-

ney Talking Machine Co., Grand Rapids, Mich.,

for four years, has been selected as manager,

succeeding Frederick Doerr, resigned.

The J. L. Hudson Music Store has been push-

ing the sale of portable talking machines with

splendid success. Campers, tourists and those

who have Summer homes have purchased them
in large numbers.

E. K. Andrew, manager of the J. L. Hudson
talking machine department, attended the an-

nual Rotarians' convention held last month in

St. Louis.

NEW DEPARTMENT IN SOUTHBRIDQE

H. Goodwin & Bro. Open Talking Machine Sec-

tion in Large Department Store

SouTHBRiDGE, Mass., July 5.—H. Goodwin &
Bro., who conduct a general department store

at 120 Main street, have recently opened a large

and up-to-date talking machine department in

their store, where they feature the Columbia

Grafonola and records. A large space in the

rear of the store has been devoted to this de-

partment and it is furnished in a very attractive

manner. Seven booths have been erected and
the general scheme is of French design, fin-

ished in white ivory. The equipment was in-

stalled by the Van Veen Co., New York.

DELAWARE INCORPORATION

"Phonographs" is the name of a new concern

in Wilmington, Del., which has been incor-

porated under the laws of that State with a

capital of $300,000. The concern will deal in

talking machines.

After all there is only one EDISON
The first phonograph was the invention of America's foremost genius

—

Thomas A. Edison.

Through all the stages of the development of the phonograph, Mr. Edison has

always led the way.

The New Edison is his latest achievement in this field and he considers it his

greatest invention.

Write us for our latest agency proposition

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1560 Woodward Avenue DETROIT
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SUMMER SALES ACTIVITY PRESAGES BUSY FALL
SEASON AND CREATES OPTIMISM IN THE TRADE

Dealers and Jobbers Unanimous in Reports of Good Half Year Sales Volume—Optimistic Over
the Outlook for Fall Season—Leaders in Jobbing Field Stimulating Dealers—Other News

Philadelphia, Pa., July 5.—Ordinarily quiet

June days were extraordinarily active during
the month which has just closed. There was no
rush save in the isolated case of a department
store which placed on the market at very greatly
reduced prices a line of discontinued stock
made by one of the well-known producers, and
which the public eagerly bought under the capti-

vation of bargains. But staple business pro-
ceeded with just a little more vim than had
been anticipated, and to that extent was most
gratifying; moreover, the very satisfactory char-
acter of the tone of the market was interpreted

by the trade as indicative of more to come. It

may perhaps be too optimistic to expect that

July and August will be up to the June record,

but it is conservative to believe that in com-
parison with the corresponding months of last

year they will show a gain. Evidence of large

purchasing power by the public is seen by the
trade in the character of the sales.

Good Half Year for Penn Co.
The Penn Phonograph Co., Victor wholesaler,

has just completed inventory and found that

the story the figures told for the first half of

the year was most satisfactory. A contributing

reason is believed by the firm to be its series

of large posters for window display advertising.

These will be continued and the management is

confident that the latter half of the year can be
made even more satisfactory than was the first

half. In pursuance of its policy of effective

display window advertising, the firm is display-

ing, against a background of patriotic red, white
and blue, a heroic Tungs-Tone Needle, standing

seven feet high and resting on a proportionately

large Red Seal record worked out on oil-cloth.

The sales organization is making a mid-Summer
concentration on holiday orders, as an insur-

ance against probable shortage of stock. Presi-

dent T. W. Barnhill has installed his family in

an Ocean City cottage and will make week-end
trips to the seashore resort.

New Brunswick Service Room
A most charming and inviting sales and ser-

vice room, with every forethought given to the

comfort and prompt service of patrons, has been

completed by the Brunswick-Balke-Collender

Co., 1002 Arch street, under the supervision of

Oden F. Jester, manager of the phonograph
division. It is on the second floor and repre-

sents the complete renovation and moderniza-

lion of the old record and sales room. Steel

racks have been installed with a capacity of

200,000 records. Tiie room has been decorated

in a green and ivory effect, the Unit Construc-
tion Co. having installed the partitions of the

individual soundproof booths and sales offi-

ces for the executives. Inviting overstuffed

wicker furniture and harmonizing rugs with rest

and comfort rooms, writing desks and other

conveniences make the place delightful for cus-

tomers. There is reported during the last six

months a doubling of the business, a result

attributed to the co-operation between the sales

organization, which laid the ground work, and
the executives departments which, through serv-

ice and publicity, has widened the field; window
displays and newspaper ads have made helpful

sales promotion for the dealers. There are being
featured at this time records made by John
Barcley, exclusively for this company. He ap-

pears in person at the Stanley Theatre on July

9. A tie-up campaign with the Jewish World,
a newspaper of Philadelphia, has been made by
the appointment of E. M. Goldman, 623 South
street, and who is doing a record-breaking busi-

ness as a result among the Jewish-speaking
people.

Edison Conditions Most Satisfactory

"Business has taken a decided turn upward,

if we are to judge from our volume of sales and
from the attitude of our dealers," said A. W.
Rhinow, of the Girard Phonograph Co., Edison
distributor. "While sales through the outlying

districts, and particularly throughout the coal-

mining regions, have shown a consistently

brighter outlook than those in the bigger cities,

and especially in Philadelphia proper, during

the first half of 1923, the city of Philadelphia

has shown a definite improvement during the

past few weeks.

"When we consider in this connection that a

great many people in Philadelphia are spending

time and money at the numerous seashore re-

sorts and that the extremely warm weather has

been a serious handicap to the retailer, we be-

lieve that the increased volume which we are

now enjoying with the dealer shows a funda-

mental improvement of more than passing im-

portance.

"We are buying heavily for the Fall, because

we are looking for the biggest Fall business

that we have ever experienced. At tlie present

time we are taking steps to provide transporta-

tion for our phonographs from the Edison

Laboratories to Philadelphia during the Fall, so

that we shall be almost wholly unaffected by
the extreme car shortage which is being pre-

dicted by railroad officials throughout the coun-

try. During the last three months of 1922 we
brought all phonographs from the Edison Lab-
oratories at Orange, N. J., to Philadelphia by

motor truck, and it is likely that the unique

caravans which caused so much talk last year

'

will again be seen this year.

"While we are cautioning dealers to lay in a

sufficient stock to meet their needs at least for

the early Fall months we are making every

effort to continue the service which we have

been able to maintain thus far during 1923."

Columbia School of Salesmanship
A school in salesmanship for records and ma-

chines, but particularly for the former, has been
started by the Philadelphia branch of the

Columbia Graphophone Co., SO North Sixth

street. It will be under the efficient manage-
ment of Miss Ida Fischer, and it offers a service

to dealers at once unique and practical. While
the technique of record making will be gone
into only to the extent that it is of real value,

Miss Fischer will concentrate on sales sugges-

tions and will carry the class through in every

detail from the placing of the order with the

distributor to the completion of the sale and the

delivery of the goods, making, in the mean-
while, many practical suggestions for increasing

the volume of sales and of giving better service

and thereby developing the return orders by the

customer. It is hoped, through the school, also,

to increase the number of competent record

salesmen and saleswomen. Manager N. E.

Gardner, lately transferred from the Detroit

branch, reports a brisk June business and de-

scribes satisfaction of dealers in the announce-
ment of new models replacing the discontinued

lines. There are now in stock in the Phila-

delphia headquarters two of the console—441

and 442, first of the fourteen new creations. It is.

expected that the complete line will be received

by August in time for the Fall stocking in

dealers' stores. The branch recently played host

to its sales and office force, numbering almost

fifty, motoring them to Halcyon Park, near Pit-

man, N. J., for an outing and afternoon of

sports. The office force defeated the sales staff

at baseball by a score of 7 to 4.

There has been added to the sales force

Alexander Bard, who comes from Hungary, and
wlio has been in this country nine months. He
speaks eight languages and will look after the

foreign dealers' needs in the Philadelphia terri-

(Continucd on page 88)

I
T COSTS NO iMORE TO
BUY A NEW EDISON

$100
RETAIL
PRICE

A FEW
DEALERSHIPS OPEN

WRITE US

GIRARD PHONOGRAPH CO.
Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA, PA.

PLAYS ALL RECORDS
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THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 87)

tory, and will supervise the distribution of the

foreign records made by the company. L. E.

Hilduser will work out from Harrisburg head-

quarters, having just joined the sales organiza-

tion, making the rounds of Lancaster, Columbia,

Carlisle, York and Harrisburg in the central

section of the State, and will also travel through

the coal regions, making Pottsville, Mahanoy
City, Shenandoah, Mt. Carmel, Shamokin and

Sunbury as focal points.

E. W. Keefe Renewing Old Acquaintances

Everett W. Keefe, manager of the Edison de-

partment of N. Snellenburg & Co., this city, has

just begun a combined business trip and vaca-

tion. Mr. Keefe will spend several weeks visit-

ing Edison dealers in the Manhattan district

and throughout the New England States, espe-

cially in Boston and Fall River, Mass., where

he first began his career in the Edison business

about ten years ago.

Prior to his connection with N. Snellenburg

& Co., Mr. Keefe was in charge of the Edison

Shop, at No. 10 Fifth avenue, New York, and

this is the first time since having come to Phila-

delphia two years ago that he has spared him-

self sufficient time to renew his wide acquaint-

anceship among the Edison trade.

Building Up Export Business

Everybody's Talking Machine Co., 810 Arch
street, is launching, with intensity, an exporting

business, and it proposes to appoint a number
of foreign agencies, starting in Australia. Occu-
pancy just has been taken of a new warehouse
at Ninth and Filbert streets, a three-story build-

ing, in which surplus materials will be carried.

The firm specializes on talking machine parts

and accessories, and covers a national field.

Its own specialty is the Honest Quaker main-

spring. President J. A. Fischer is Summering
at Atlantic City. Secretary Samuel Fingrutd

is now in Atlantic City on business, but will

spend his vacation in Betterton, Md. He will

take charge of the export department. Treas-

urer and Sales Manager I. B. Grabuski is now
in the Middle West and will remain there until

after the middle of July.

Many Callers at Buehn Headquarters

C. E. Sheppard and F. B. Reinick, of the

Louis Buehn Co., Victor wholesaler, in late June
motored to Coatesville to attend the opening of

the Victor record department of the Miller

Piano Co. Recent callers at the Buehn estab-

lishment included George Harris, of W. J.

Doyle & Bros., St. Paul, Minn., whose son

graduated from a New York institution, and
Albert Bates, of the Ohio Talking Machine Co.,

whose families are cottagers for the Summer at

Ocean City.

In helpfulness to dealers the Lincoln Busi-

ness Bureau, wholesale distributor of Vocalion

records, has begun the experiment of sending
out releases a month in advance in order that

dealers may feel out their trade and buy ef-

fectively. Among the August records there are

nine standard gems which the company is issu-

ing in advance in order to stimulate sales for

its distributors and which is the newest feature

of its activities.

New Quarters for Ulrich & Co.

George C. Ulrich & Co., formerly located in

the Estey Building, have subleased quarters

with the Lincoln Business Bureau and will

occupy part of the offices and storeroom as

selling agents for the Outing portable talking

machine made by the Outing Talking Machine
Co., of Mt. Kisco, N. Y. The firm is also agent
for the Trumpet-Tone made by the Trumpet-
Tone Corp., of 25 Broadway, N. Y. Mr. Ulrich

has been Philadelphia representative for the

Outing for the past two years, but the Trumpet-
Tone just has been added to the stock.

Operation for Gimbel Manager
Robert S. McCarthy, manager of the phono-

graph department of the Gimbel Bros, store,

has been discharged from the Orthopaedic Hos-
pital after an operation on the jaw bone for

an injury which resulted from an infected tooth.

During his absence from duty his assistant,

Frank P. Anton, looked after the business.

Mr. Anton shortlj' will take a vacation trip

through Canada. There was conducted, duriftg

June, an intensive sales campaign on the dis-

continued models of the Columbia line, in which
were offered to the public several thousand
machines at an extremely low price, and which
were speedily disposed of at the cut prices pre-

vailing during the sale.

Quits Newspaper for Edison Shop
George L. Anderson, Edison dealer in Avon-

dale, Pa., has relinquished ownership in the

"Avondale Herald," and has taken complete
charge of the Edison business since the depar-

ture of his son, Laurence Anderson, for the

Pacific Coast.

During his visit to the offices of the Girard

Phonograph Co., Philadelphia Edison distribu-

tor, Mr. Anderson stated that the outlook prom-
ises a very satisfactory Edison business for the

remainder of the year and that he hopes to at

least double last year's business.

Colin B. Kennedy Radio Equipnieot

Jobbers ol only Nationally Advertised
Radio and Musical Merchandise

UNITED MUSIC STORES
619 Cherry St. Philadelphia, Pa.

1108 Chestnut Street

Philadelphia, Pa.

VICTOR WHOLESALERS

AT YOUR SERVICE
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Our service is built upon
an understanding of

VICTOR retail prob-
lems-

CAN WE HELP YOU?

TfieTalkin^ Machine6
}//C^or W/zo/GSd/ers
1025 Arch Street

Iji Philadelphia ^ ^ .Pa.

Laurence Anderson has become manager of

the Edison idepartment for the Long Beach

Music Co., of Long Beach, Cal.

E. Louis Stapf Buys Johnson Store

E. Louis Stapf, formerly employed by the

Victor Talking Machine Co. in the machine or-

der department, has purchased the Victor stock

and fixtures of Monroe Johnson, at 2530 West
Lehigh avenue, this city, where he will continue

the Victor agency and also handle a line of mu-

sical merchandise and sporting goods. Mr. Stapf

is a young man of exceptional ability, full of

energy and, unquestionably, will make a splen-

did Victor dealer. He is a veteran of the World
War, having served in the cavalry. Mr. John-

son will continue to operate his Germantown
store, which is located in one of the best sec-

tions in Philadelphia.

Everybody's Enjoys Good Demand
M. Grabuski, president, and Samuel Fingrutd,

secretary, of Everybody's Talking Machine Co.,

recently completed a motor trip through the

Pennsylvania territory, calling on the retail

trade throughout this State. They found busi-

ness generally good throughout, with a marked

determination on the part of the dealers to make
the Fall of 1923 surpass all others in volume of

business.

M. Grabuski reported that Everybody's Talk-

ing Machine Co. is doing exceptionally good

business. In commenting upon this situation he

said: "Our business, thus far this year, has

gone ahead of previous years. We have found

that the demand has always been for quality

merchandise. This, together with the fact that

applied energy always brings results, has built

up exceptionally good business for us."

Buehn Forces Attend Miller Opening

C. E. Sheppard and F. B. Reineck, of the

Louis Buehn Co., Victor distributor, motored

to Coatesville on Saturday, June 23, to attend

the opening of the Miller Piano Co. This makes

two stores now owned by this concern, the

other store being located in West Chester. (A

story of the opening appears elsewhere in this

issue.)

Among recent visitors to the offices of the

Louis Buehn Co. were George Mairs, of W. J.

Dyer & Bro., and Albert Bates, of the Ohio

Talking Machine Co.

W. L. Eckhardt Talks on Radio

Walter L. Eckhardt, president of the General

Radio Corp., was the speaker at a recent gath-

ering in Allentown, Pa. The occasion was a

combined meeting of the Kiwanis, Rotary and

Radio clubs and the business men and college

heads from Allentown, Bethlehem and Easton.

Mr. Eckhardt delivered a very interesting ad-

dress on radio, its past history, present condi-

tions and what might be expected of it in the

future. His talk was right to the point and was
enthusiastically received by those present. At
the conclusion of the address Charles E. Bo-
nine, senior engineer of the General Radio

Corp., ably answered all specifically technical

questions regarding radio. The General Radio
Corp. is now thoroughly at home in its new

quarters and substantially increased business has

already resulted since the move.
Oscar Kern Makes Pacific Coast Trip

Oscar Kern, general manager of the United
Music Stores, general distributor of talking ma-
chine accessories, is taking a vacation through
the Far West. The last report from Mr. Kern
was from the St. Francis Hotel, in San Fran-

cisco.

PETER R. HAWLEY ENTERTAINED AT TESTIMONIAL DINNER
Manager of Girard Phonograph Co., Edison Jobber, Dined by Edison Dealers and Business As-
sociates as a Mark of Appreciation of His Energetic and Tireless Efforts in the Philadelphia 2one

Philadelphia, Pa., July 6.—On the evening of

June 29 a very unique testimonial dinner was
tendered to Peter R. Hawley, manager of the

Girard Phonograph Co., Edison jobber of Phila-

delphia. The banquet was held in one of the

private dining-rooms at the Manufacturers' Club,

of this city, and was given by the Edison deal-

ers and business associates of Mr. Hawley as

a mark of appreciation of his energetic and
tireless efforts in behalf of the Edison retailers

located in the Philadelphia zone.

The dinner was a complete surprise to the

guest of honor and possessed many features of

interest. The table was arranged in a long

"U" shape with exquisite floral decorations. At
the open end a lively dance orchestra of six

pieces furnished popular music and a quartet

rendered some close harmony numbers. The
dinner program, in addition to an excellent array

of magicians, ventriloquists, dancers and singers,

included two special features by Edison artists.

The first was Charlie Kerr's Orchestra, which
made a tremendous hit, and the second artist

was Miss Aileen Stanley, who was appearing

at Keith's Theatre during the week and who
kindly consented to entertain the Edison deal-

ers after her regular performance. She was in

fine voice and greatly pleased the assemblage.

At the conclusion of the dinner, Everett W.
Keefe, manager of the Edison department of

N. Snellenburg & Co., introduced the toast-

master, Arthur W. Rhinow, of the Girard

Phonograph Co., who read a telegram contain-

ing some very warm-hearted sentiments from

Thos. A. Edison, and another from the Phono-
graph Corp. of Indiana of the same purport.

He then introduced the speakers of the evening,

Arthur Bloch, member of the firm of N. Snellen-

burg & Co.; Fred C. Beattie, assistant to the

vice-president of Thos. A. Edison, Inc.; Ray-
mond Bill, of The Talking Machine World; E.

H. Philips, credit manager of Thos. A. Edison,

Inc.; M. M. Blackman, Edison jobber of Kansas
City, Mo.; H. Royer Smith, Edison dealer of

Philadelphia; Chas. E. Stapleton, former man-

Peter R. Hawley

ager of the Edison Shop, Fifth avenue. New
York, and R. J. Rich, a member of the organiza-

tion of H. Royer Smith. Each of the speakers

paid tribute to the work and character of Mr.

Hawley and each stressed on the uniqueness

of an affair at which the head of the selling end

of the line was royally entertained and honored
by the people at the buying end of the line,

namely, the retail dealers handling the Edison.

(Continued on page 90)

On
Guard

I Victor^

Penn-Victor Dogs are the best watchmen of Victor
Welfare in the Home.

Sold by most Victor Distributors.

Write them or us for prices.

Penn Phonograph Company
Philadelphia, Pa.913 Arch Street

Victor Wholesale Only
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AUDAK Cuts the Cost of Selling Records
USED BY LARGE AND SMALL DEALERS THROUGHOUT THE COUNTRY

Demonstrates any number of records at the same time without booths

NO EARPHONES. BATTERIES OR ELECTRICAL DEVICES OF ANY KIND USED

AUDAK CO., 565 Fifth Ave., New YorkAsk for Name of Jobber Nearest You

P. R. HAWLEY HONORED BY DEALERS
{Continued from page 89)

A very delightful dinner and a very delightful

evening were brought to a close when Mr.

Hawley responded to the call for a speech by

graciously thanking those present for the honor

they had accorded him and which he assured

Royer Smith, H. C. Heller, Charles O. Luedeke,

O. K. Fink, George Bovard, Jr., W. J. Flach,

S. B. Spiegle, Harry S. Somers, Harry T. Moss,

Leon G. Emery, Rocco J. Rich, J. Campbell, R.

Charles Simmonds, D. J. Crowley, R. E. Wieand,

A. B. McPherson, George Schwartz, Harry E.

Miller, Christian Starr, E. D. Toye, Samuel

Gunner, George Werner, Edward Burg, W. C.

Those Present at Testimonial Dinner to Peter R. Hawley by Edison Dealers and Associates

them would result in increased effort for more Norwood, W. C. Thompson, Everett Keefe,

valuable services to the dealers.

Among those present were Peter R. Hawley,

Eugene H. Philips, Arthur Bloch, Raymond Bill,

Edward C. Boykin, Charles E. Stapleton, Frank

Caulfield, Perry Reifsnyder, Earl Bowman, H.

L. L. Goodman, W. H. Kling, Albert Stott,

Arthur W. Merrihew, Curtis Greniger, William

C. Stiver, William A. Berry, Vincent DeP.
Quinn, E. F. W^arner, Arthur W. Rhinow, An-
drew Turbitt.

SAMUEL KAHN A BENEDICT

Manager of Music Roll and T. M. Departments

of Eugene M. Goldman. Inc., Weds

Philadelphia, Pa., June 30.—Samuel Kahn,

manager of the Q R S music roll department

and the talking machine and record departments

of Eugene M. Goldman, Inc., 623 South street,

this city, was married j'csterday to Miss Sarah

Molliver, also of Philadelphia. Immediately

after the ceremony Mr. and Mrs. Kahn left on

an extended honeymoon trip to Bermuda.
Mr. Kahn has been very successful in the

trade and is particularly well known for his

clever window displays.

FELT

RELIABILITY
THEY can depend upon our

product.

That is why leading manufacturers

of talking machines use American

Felt Company's felt for turntable

and other purposes.

We have gained their confidence be-

cause of the scrupulous care exer-

cised in ever}^ step of our felting

process. The finished product gives

the utmost service and satisfaction

only because of this painstaking
effort.

AmericanFelt
Company

TRADEi kMARK

BOSTON
211 Congress Street 325

CHICAGO
South Market Street

NEW TORK—114 East 13th Street

GEO. W. LYLE LEAVES FOR COAST

Strand President Will Visit Trade Throughout
Country—New Strand Models Well Received

Geo. W. Lyle, president of the Manufac-
turers' Phonograph Co., New York, manufac-
turer of the Strand phonograph, left New York
on July 3 for a trip to the Pacific Coast. Mr.
Lyle is accompanied by his son, Edward G., a

student at Blair Academy, who is making his

first trip to the Far West. According to his

present plans Mr. Lyle will proceed to the Pa-
cific Coast by way of the Middle West, coming
back to New York by way of Dallas and New
Orleans.

In a chat with The World, prior to his trip,

Mr. Lyle stated that the sales for June were
very satisfactory, figures showing an increase

of 100 per cent over last year. The new Strand
models have met with the enthusiastic approval
of Strand representatives and dealers, who are

making plans for a banner Fall trade.

PLANS TO TRAIN SALESMEN

American Management Association Outlines
Elaborate Educational Campaign

Steps to train America's vast army of sales-

men will soon be taken under the direction of

the Sales Executive Division of the American
Management Association, according to John A.
Stevenson, of the Equitable Life, who is vice-

president of the Association. Office, traveling

and agency schools will be established, tests and
examinations devised and conventions and edu-

cational conferences held. Correspondence
courses and sales manuals are other features

being planned and the salesman will be shown
how to put the knowledge thus acquired into

practice by joint work in the field.

Explaining the purposes of the movement,
Mr. Stevenson said: "Manufacturing and com-
mercial companies have given as their reasons

for not training salesmen the opinion that sales-

men were born and not made. Other companies
did not make any effort to supply systematic

training for their employes, because 'they could

only learn by experience.' Still another reason

given was that 'no one person could be em-
ployed who was not qualified to teach all jobs.'

"It has been found, however, that salesmen

can be trained, that the trial-and-error method
of experience can be carried to a point which is

wasteful, that it is not necessary to have an

instructor qualified to teach the technique of

every job. As a matter of fact, no excuse really

exists at the present time for the failure to

train the man on the job. To a considerable

extent, the way for a man to get ahead is to

do as far as possible the things his supervisor

would want him to do if he were alreadv ahead."

J. J. DAVIN LOOKING FOR "WORLDS"

J. J. Davin, of the Musical Instrument Sales

Co., 673 Eighth avenue, New York, is very

anxious to secure copies of The Talking Ma-
chine World of the following issues: January,

February and March, 1905; February and May,

1906; August, September, October and Decem-
ber, 1913. If any of Mr. Davin's friends in the

trade have copies of these issues to spare he

will be glad to purchase them.

Amid Summer pleasures it will be well not

to overlook your Fall plans.
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VanVeen Equipment for Phonograph and Musical Merchandise Sales Rooms

Installed in all the branches of Griffith

Piano Company throughout New Jersey

THEY WANTED THE BEST AND THEY HAVE IT

(Griffith Piano Company Branch Store, Scranton, Pa.

Complete installation and decoration by Van Veen & Company)

Complete installations on hand ready for shipment

VAN VEEN & COMPANY, Inc.
Officet and Warmrooms:

413-417 East 109th Street Telephone Lehigh 5324 NEW YORK CITY

HANDSOME NEW SONORA CATALOG

Complete Sonora Line Featured in New Cata-

log—Illustrations and Text Well Presented

—

Valuable Addition to Sonora Literature

The advertising department of the Sonora

Phonograph Co. has just issued a handsome cat-

alog that is in thorough accord with the pres-

tige and standing of the Sonora phonograph.

L. C. Lincoln, advertising manager of the So-

nora Co., directed personally the preparation of

Cover and Inside Pages of Sonora Catalog

this catalog and it represents a valuable addition

to Sonora sales literature.

The catalog is complete in every detail, illus-

trating and describing all of the period, upright

and table models in the Sonora line. One page

is devoted to each Sonora model, this page pre-

senting a handsome illustration of the instru-

ment, with a brief description of its distinctive

features. The text, describing each period model,

refers to the particular furniture which charac-

terizes the period and gives the following de-

tails regarding the instrument "Woods, size of

cabinets, motor, tone quality, mechanical equip-

ment, etc., etc." The instruments presented in

the first section of the catalog are as follows:

Italian Renaissance (Bardini), Italian Renais-

sance (Milano), English Renaissance (Edge-

moor), Louis XV (Du Barry), Gothic (Nor-

mandy), Heppelwhite (Traymore), Jacobean

(Robespierre), Chippendale (Windermere),

Adam (Westminster), Sheraton ( Kenilworth),

William and Mary (Raleigh), Colonial (Mt.

Vernon). All of the Sonora models described

in the foregoing are known as the

period models De Luxe.

The standard Sonora period

models illustrated and described

are as follows: Louis XV (Lor-

raine), Queen Anne (Queensboro),

Heppelwhite (Canterbury), Late

French (Marlborough), Heppel-

white (Pembroke), Late French

(Serenade and Marquette). The
upright and table models featured

are the following: Invincible,

Grand, Japanese, Elite, Baby
Grand, Barcarolle, Etude, Melodie

and the portable.

One entire section of this catalog

gives in detail the various features

of Sonora product, calling attention

to the immense factory at Saginaw,

Mich., the Sonora tone arm, sound

box, horn or amplifier, tone modi-

fier, motor. Universal tube, envel-

ope filing section, etc., etc. The covers of this

new catalog are designed in many colors, mak-

ing the publication not only practicable, but

SETTLED IN NEW QUARTERS

Kaplan Bros. Now Have Fine Talking Machine
Store in Fall River, Mass.

Fall River, Mass., July 6.—Kaplan Bros., 300

Main street, this city, are now comfortably lo-

cated in their new and spacious quarters at this

address, which comprises two entire floors of

the building. Recently the company furnished

a commodious display room on the second floor

of the building, which will be devoted exclu-

sively to the demonstration of several types of

machines which are handled. The company car-

ries the Victor, Columbia, Edison, Brunswick
and Sonora machines and is considered one of

the largest stores in this city.

DEATH OF L. C. LINCOLN'S FATHER

L. C. Lincoln, advertising manager of the So-

nora Phonograph Co., New York, is receiving

the sympathy of his many friends in the trade

upon the death of his father, who died recently

at the age of eighty-seven years at the home
of his daughter, in Bloomington, 111. The inter-

ment was made at Millersburg, Pa., and was at-

tended by all the members of the family.

thoroughly artistic.

Lebeck Bros., Nashville, Tenn., department

store, which operates a large talking machine

department, is featuring this branch of the busi-

ness. The music department of this concern has

developed rapidly and is now considered one of

the most important branches of the business.

Artificial Flowering Plants and Trees

with Pots, Complete, from 10c. up

Our ILLUS-
TRATE D
CATALOG
No. 35, with
illustrations in

colors of Arti-
ficial Flowers,
Plants, Vines,
Trees, etc.,MAILED
FREE FOR
THE ASK-
ING.

FRANK NETSCHERT, INC.
61 Barclay St. New York, N Y.
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IN PITTSBURGH
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Intensive Activh'ies of Dealers Keep Sales Up to Satisfactory

Standard—Move Sonora Offices—Trade Changes—Other News

Pittsburgh, Pa., July 9.—To the satisfaction of

a large number of progressive talking machine
dealers the past four weeks proved to be very

satisfactory, as far as sales of talking machines
and records were concerned. By dint of inten-

sive sales activity these up-to-date merchants so

utilized their publicity methods as to bring the

maximum of results in the matter of brisk sales.

While there was no rush of business in the par-

ticular talking machine shops operated by the

several dealers there was sufificient business

handled to more than justify the special efforts

put forth to make a month that ordinarily is

looked upon as slow in retail talking machine
circles—briefly, efforts brought results.

All Jobbers Busy
All of the large jobbing representatives and

distributors of the various manufacturers, such

as the Victor, Edison, Sonora, Columbia, Bruns-

wick, Pathe, Starr and Strand, reported a

very satisfactory volume of business and were
frank to say that the outlook for Fall business

is most reassuring.

Frank Dorian, manager of the General Radio
Corp., distributor of Strand phonographs, Mod-
ernolette portables and Okeh records, said:

"Our business has steadily forged ahead and I

am confident that we will enjoy a highly satis-

factory Fall trade. Okeh records are meeting
with unusual success and we are in an excel-

lent position to care for the demands of our

patrons promptly. The Strand is also being

well received. As I view it the outlook is very

good for us in this territory."

Move Loced Sonora Offices

The offices of the Sonora Phonograph Dis-

tributing Co., which also handles the Vocalion

records, have been moved to 217-219 Stanwix
street, on the first floor of the Empire Building.

H. Milton Miller is manager. The new location

is well adapted for the Sonora and Vocalion
lines. The showrooms are large and attractive

and there is also a fine display window, in which
the various models of the Sonora phonograph
are shown to excellent advantage. Mr. Miller

stated that all indications pointed to a very brisk

Fall season. He said: "Our business for June
showed a tremendous increase over the corre-

sponding month of last year and we believe

that July will also be a good month for Sonora
dealers. We are enjoying an excellent demand
for the portable Sonora phonograph. In fact,

wherever this instrument has been shown sales

have been made." Mr. Miller cited an instance

of Sonora dealers, Russell & Rigg, Altoona,

Pa., who in a short time had disposed of more
than twenty portable machines merely by an at-

tractive window display.

Two of the Live Buehn Phonograph Co.

The picture shows J. K. Nichol (left) and

T. A. Dillon (right), popular traveling repre-

sentatives of the Buehn Phonograph Co., Edi-

son distributor in the Pittsburgh, Pa., zone. A
third representative is D. S. Hartley.

At the present time Jack, Tom and Dave, as

they are affectionately

called by the dealers

in their respective ter-

ritories, are engaged
in a friendly but spir-

ited contest to see

who can most quickly

and efficiently secure

dealers in open towns
or build up weak
points in his territory.

Since the first of

January fifteen new
J. K. Nichol - T. A. Dillon dealers have been ap-

pointed in the Pittsburgh zone, six in the terri-

tory covered by Mr. Nichol, five in that of Mr.
Dillon and four in that of Mr. Hartley. There
are on file at the present time a number of

other applications for dealerships which, when
acted upon, may change the positions of the

contestants.

New Sonora Accounts

Among the new Sonora retail dealers are

Waid & Walker, Girard, Pa.; Imhof? Music Co.,

Clarion, Pa., and Todd & Stevens, Mononga-
hela. Pa. New Vocalion record dealers are

Waid & Walker, Girard, Pa.; R. H. Miller,

Sharpsville, Pa., and Frank Sportolari, Bridge-

ville. Pa.

Frank J. Coyne in New Post
Frank T. Coyne, who was formerly connected

NEWliilSON
COMPAUISON WITH filE'|tlVINC ARTIST

ItEVEALS NO DIFFERENCE

Being authentic in design, our reasonably priced

period models appeal to lovers of artistic furniture.

And, the realism of tone makes the New Edison of

even greater appeal to those veho appreciate REAL music.

Buehn Phonograph Co^
Edison Distributors^

4-21 seventh ave.

Pittsburgh

New Edison Records Every Week

L

with the talking machine department of the

Rosenbaum Co., on July 5 assumed the man-
agership of the talking machine department of

the Kaufmann & Baer Co. Mr. Coyne is well

known to the trade and has the best wishes of

the fraternity in his new position.

C. R. Parsons, manager of the Rosenbaum
Co., returned from a recent trip to New York
and Atlantic City. He reports June business in

both talking machines and records as brisk.

Alterations at Yahrling-Rayner Store

The Yahrling-Rayner Music Co., of Youngs-
town, O., has just completed extensive altera-

tions in its store, which is now one of the most
modern music houses in the Class A district.

The Victrola department, which has heretofore

been located on the second floor, has been
moved down to the first floor, giving a battery

of fifteen excellent listening rooms, finished in

ivory and mahogany. The formal opening of

the new department occurred Friday, June 29.

J. W. Laing Sells Business

J. W. Laing, dealer in musical instruments

and Victrolas, near Coalport, Pa., recently dis-

posed of his business to Gill & Lomire, who
will hereafter conduct the business under the

above name. Mr. Gill has been connected with

Mr. Laing for some years and will, therefore,

bring to the business considerable experience in

the talking machine line.

Brisk Demztnd for New Columbias
S. H. Nichols, manager of the Pittsburgh of-

fices of the Columbia Graphophone Co., in re-

ferring to business conditions, said: "Our new
models of the Columbia line and the new proc-

ess records are making a decided hit among
our dealers and we have enjoyed a marked vol-

ume of business for June which was much larger

than for the same month a year ago. Our
retail dealers are enjoying good business and
our advance orders for Fall delivery show that

the Columbia dealers are keenly alive to the

possibilities of brisk business and wish to have
an ample supply of merchandise on hand to

display at the proper time. It is my candid
opinion that our Fall business willl be the great-

est that we have enjoyed for that season." Mr.
Nichols was a recent visitor to the general of-

fices of the company in New York.
Edison Demand Gaining

H. M. Swartz, of the Buehn Phonograph Co.,

Edison distributor, stated that trade conditions

for the Edison line, both in phonographs and
records, were showing a satisfactory improve-
ment. A. A. Buehn, treasurer of the company,
who attended the Edison jobbers' meeting in

Chicago, the latter part of June, is quite optimis-

tic relative to the Edison business for the Fall

season.

Edison dealers who recently visited the Buehn
Co. offices were A. L. Livengood, of Somerset,

Pa.; H. C. Crawford, of Uniontown, Pa.; Ross
Burns, of Waynesburg, Pa.; L F. McGaw, New
Brighton, Pa.; E. S. Tyler, Point Marion, Pa.,

and D. C. Feather, Pitcairn, Pa. The latter was
confined to his home for some time past by
illness.

Adopt Summer Closing Schedule

The leading downtown talking machine shops

who are affiliated with the Piano Merchants'

Association of Pittsburgh have agreed to the

usual Summer closing schedule, effective as of

June 16 and ending September 3 inclusive. The
closing hour on Saturdays is 1 p. m. and 5 p. m.

on other business days of the week.

W. C. Hamilton Convalescent

Win. C. Hamilton, president of the S. Hamil-

ton Co., Victor dealer, who early in June under-

went an operation in a New York hospital, is

now at his home here recuperating. His pro-

posed European trip, scheduled for July, has

been canceled, on the advice of his physician,

who advised against a long ocean voyage so

soon after his leaving the hospital.

Miss Margaret Stuart, of the Victor depart-

ment of the S. Hamilton Co., is on her vacation.

Victor Business Never Better

George H. Rewbridge, manager of the whole-

sale Victor department of the W. F. Frederick

Piano Co., said: "Business was never better for
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What happens when one's rabbit foot fails to function?

Bessie Smith, Columbia's exclusive colored artist and by common
consent uncrowned queen of blues, tells you all about it this

month in "Mama's Got the Blues " and "Outside of That.
"

Record A-3900. Just let the public know you are selling these

latest episodes in The Blues of Bessie. That's all

!

COLUMBIA GRAPHOPHONE CO.
New York

us and the outlook is brighter than for many-

months. The new Victor models will, undoubt-

edly, prove big sellers and make a hit with both

the retail dealer and the public. The industrial

conditions here are of such a character as to

justify the dealer and jobber co-operating very

closely in going after business."

Stage Annual Outing

The Lechner & Schoenberger Co., dealers in

Victor, Columbia and Edison machines, held

their annual outing on Saturday, June 30, at

Peel's Farm. The store was closed the entire

day and more than 200 persons participated in

the picnic, which was a rousing success.

Urges Early Ordering

Thomas T. Evans, manager of the wholesale

Victor department of the C. C. Mellor Co., is

strongly of the opinion that Victor dealers who
neglect to make ample preparations for secur-

ing their quota of Victor goods will find a

shortage just when Victrolas are most needed.

Nathan's Fine Department

One of the handsomest talking machine de-

partments in western Pennsylvania is that of

Nathan's, at Johnstown, Pa., one of the largest

department stores in the State. The Edison

and Sonora phonographs are featured, the So-

nora being handled exclusively by Nathan's in

Johnstown. The talking machine department is

located on the third floor of the new Nathan

Building, which was formally opened a few days

ago. The demonstration booths are especially

attractive. The color schemes are ivory and

mahogany. H. Reed List is manager of the

department. His assistants are Misses Zelma

Clark, Lillian Martin, Mabel Johns and Justina

Ridenour.

Constructing New Building

M. Aaron, of the Aaron Co., Connellsville,

Pa., who has a chain of house furnishing stores

in Connellsville, Greensburg and Uniontown, is

building a beautiful four-story building on the

former site of the Central Y. M. C. A. in Union-

town, in which will be housed one of the finest

and most accessible departments in this section.

It will be located on the mezzanine floor near

the main entrance and will be devoted, as are all

the Aaron departments, to the Victor line ex-

clusively. Mr. Aaron had not previously en-

gaged in the talking machine department in

Uniontown, but recently secured the agency

conducted by P. W. Simon, in that town, which

Mr. Aaron will move to his new department.

News Gleanings

John Henk, head of the Columbia Music Co.,

Edison and Columbia dealer, declared that busi-

ness in June exceeded that of June of 1922.

H. C. Niles, of the Starr Phonograph Co.,

stated that Starr phonographs and Gennett rec-

ords were increasing in popularity and that re-

ports from his retail dealers indicated a very

satisfactory volume of business.

George J. Meyer, Jr., of the Pittsburgh of-

fices of the Brunswick-Balke-Collender Co., re-

ports that the local retail dealers are enjoying

a very brisk trade. Mr. Meyer looks forward

to a big volume of trade during the Fall months.

E. G. Hays, of the E. G. Hays Co., Bruns-

wick dealer, returned from a brief stay at Cam-
bridge Springs, Pa.

Robert Raugh, manager of the Victrola de-

partment of Stone & Thomas, Wheeling, W. Va.,

motored to Pittsburgh over the week-end of

June 21 with Mrs. Raugh and young daughter,

Janet. Mr. Raugh reports an excellent year's

Victrola business.

J. W. Dickson, proprietor of Lowe's Music

Store, Punxsutawney, Pa., Victor dealer, was a

visitor to the offices of the Standard Talking

Machine Co. Thursday, June 28. Mr. Dickson's

store was recently burned out, but he has since

secured a much better location than the old and

has equipped a fine new music store.

G. C. Hodson, traveling representative of the

Pooley Phonograph Co., was a recent caller on

the trade here. He had just returned from an

extended trip to the Pacific Coast.

that Mr. Brooks had scored a terrific hit, stat-

ing that the audience "went wild."

M. I. S. CO. SPONSORS DEALER HELPS

Timely Sales Helps for Victor Retailers Well
Received—Victrola Price Cards a New Item

The sales promotion department of the Musi-

cal Instrument Sales Co., New York, Victor job-

ber, has been meeting with considerable success

in the introduction of service items to the trade

and many Victor dealers throughout the metro-

politan territory have congratulated the com-
pany upon the practical value of these sales

helps. One of the recent sales promotion ideas

introduced by this company consisted of a set

of price cards to be placed on the turntable of

the Victrola. These cards, in addition to their

value as a sales help, serve to keep the dust

off the turntables, thereby enhancing the attrac-

tiveness of the wareroom stock. There are

twenty-two cards in the complete set and they

can be used to advantage by Victor dealers.

Another sales idea announced recently by this

same company was a six-page booklet, entitled

"There is no accepted style of phonograph

which is not' now represented in our wide line

of instruments for your home, your cottage,

camp or country place." The pages of this

folder feature a complete Victrola line, includ-

ing the portable model and the table models,

which are particularly adapted for use during

the Summer months. On the first page of the

folder there is ample room for the dealer's re-

print and this sales help is being used with

success by Victor dealers in the development of

Summer business.

SHELTON BROOKS SCORES A HIT

Alan Dale, famous dramatic critic for the

New York American and a recognized leader in

his profession, is now in Europe, studying the

dramatic offerings abroad. Mr. Dale recently

attended the Revue at the "Pavilion" in London,
where the principal stars are colored artists

from the United States. Among these artists is

Shelton Brooks, who sings for Okeh records

exclusively, and, referring to his performance in

this Revue, Mr. Dale commented upon the fact

Stmds forDisplay
'
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RICHMOND
Sales Drive on Rural Dzvellers

Brings Results — Retailers Adopt
Vigorous Methods—Month's News

Richmond, Va., Jul}' 7.—The Colonial Piano

Corp., Columbia retailer, reports that it is get-

ting good results from a special drive for talk-

ing machine business in rural districts con-

tiguous to Richmond, several canvassers in

automobile trucks being assigned to this terri-

tory. The canvassers make it a point to pene-

trate sections which are difficult to reach

because of bad roads, and they have found these

sections a fertile field because the people are

rarely solicited and only at long intervals find it

convenient to come to the' city to make pur-

chases. Moreover, because of their seclusion

these people are easily sold when the recrea-

tive features of a talking machine are impressed

upon them. For the most part, they buy the

cheaper models, usually the Columbia D-2,

which sells for $60. The company undertakes

to cover territory within a radius of fifty miles,

but it concentrates on territory in counties ad-

jacent to Richmond. Many colored people are

included in this trade and they nearly always

prefer jazz records. Practically no portable

machines are sold in the country districts, table

models being preferred, as a general rule.

The Colonial Piano Corp., which has occupied

new quarters at 18 West Broad street for several

months, moving from 205 East Broad street,

has increased its business greatly since making
the move, according to James Cowan, pro-

prietor, the new stand being more advantageous

in practically every way.

The interior of the store is attractively fin-

ished in ivory, no expense having been spared

to make it as attractive as possible. Business

of the house during the first six months of 1923

was fully 100 per cent greater than that done

in the corresponding period of last year, ac-

cording to Mr. Cowan.
Other Richmond houses handling talking ma-

chines also report highly gratifying business for

the first half of this year. Walter D. Moses
& Co., Victor retailer, reports that its sales for

that period have run far ahead of last year. It

is now taking inventory for fiscal year which

ended July 1. Most of the other talking ma-
chine firms close their fiscal year January 1.

Salesmen for the Moses Co. cover North Caro-

lina and West Virginia, as well as Virginia, and
they report that talking machine trade is espe-

cially good in North Carolina, the people in

that State being more ready spenders than in

the other States traveled by them. Upright

models are favored over the flats throughout
the territory, $150 being the most popular price.

A. L. Wiggins, vice-president of the Trust

Co. of South Carolina, and general manager of

J. L. Coker & Co., Inc., Edison dealer in Harts-

ville, S. C, was a recent visitor to the C. B.

Haynes Co., Inc., Edison distributor, and placed

a substantial order for records. Mr. Wiggins
stated that he looks forward to greatly im-

proved conditions throughout the State this

Fall, and that his company plans to increase the

facilities of its Edison department with a view
of doing a larger business.

Wm. Benjamin & Sons, Edison dealers in Ex-
more, Va., have moved into their new building,

which is considered to be the finest structure

in that part of the State. H. E. Benjamin, gen-

eral manager of the concern, stated that the

new store facilities would enable them to do a

much larger Edison business. An elaborate

program has been arranged for the formal open-

ing of the store, which will be featured by the

appearance of an Edison artist.

J. Flegenheimer, field representative for the

C. B. Haynes Co., Edison distributor, returned

to Richmond headquarters after a month's

work among the trade in the Carolinas. He
reports dealers doing good business in North
Carolina, and the dealers in South Carolina are

very optimistic over the promising outlook of

a good Fall crop.

New Edison dealers recently established in-

clude O. V. Hutchins, Yadkinville, N. C; F. H.

Eilly Furniture Co., Norwood, N. C.; R. E.

Knight & Son, Alexandria, Va., and T. J.

Hoover, Ashboro, N. C.

The Corley Co., Victor distributor, has been

pushing a vacation sale of portables priced at

$50 and reports a ready response from the trade.

Boy Scouts as well as girl scouts have bought

these models in goodly numbers preliminary to

going away on camping trips. A number have

also been sold for use on porches and lawns.

Dance records are easily the leaders with

these machines and they are also favored, for

the most part, with other models.

The Corley Co. finds that the console model

is favored over the upright by its trade, the best

sellers ranging in price from $100 to $200.

The C. B. Haynes Co., Edison jobber, re-

Our AAA Quality

I India Ruby Mical
I DIAPHRAGMS
H Are, without doubt, the finestDiaphragmsH manufactured.

Samples and Prices on Request

I WILLIAM BRAND & CO. I
H 27 East 22nd Street New York City H

Telephone, Ashland 7868

ports a greatly increased sale of Amberolas
since the price of these models was materially

reduced along with the records, which are sell-

ing at 35 cents. The several models are now re-

tailed at $30, $50 and $75. E. Bowman, presi-

dent of this company, visited Orange, N. J., and
had an extended interview with Thomas E. Edi-

son. Mr. Edison, he says, was enthusiastic over

prospects for the new Edison and is expecting

an extra big business this Fall. He found the

inventor in particularly fine health and spirits.

Recent visitors to the establishment of the

Haynes Co. were George B. Corrie and C. B.

Hubert, Edison dealers, respectively, at Crewe,

Va., and Victoria, Va. Both reported outlook

was for good business in their territory during

the next few months.

DISPLAY BOOSTS PORTABLE SALES

Gulick-McFarland Co., Burlington, la., Devotes

Large Window to Display of Portable Instru-

ments With Excellent Results

Burlington, Ia., July 7.—The Gulick-McFarland

Co., large furniture house which operates a store

in this city and another in Ft. Madison, la..

Simple but Effective Portable Display

pays considerable attention to its talking ma-

chine department. Recently the window dis-

play illustrated was staged and the results, ac-

cording to Leland Q. Selzer, manager of this

branch of the business, increased the sale of

portable instruments and also the larger models.

This concern has another stunt, which has

been found unusually efTective in making news-

paper readers remember the firm's advertising

when they happen to pass b}' the store. The
advertising of the company in the local news-

paper is always under a series of cartoons which

feature the matrimonial adventures of "Jiggs."

To tie up with this the firm has made an en-

larged replica of this famous cartoon character,

which is so placed near the entrance to the store

that persons passing by cannot fail to see it,

thus drawing their attention to the window.

MAMIE SMITH'S NEW OKEH RECORDS

Mamie Smith, exclusive Okeh artist and a

pioneer in the rendition of the popular Southern

blues type of music, was a recent visitor to New-

York, making a number of new recordings for

the Okeh library. Miss Smith recently returned

from the Pacific Coast, where she was the star

of "Shuffle Along."

R. W. demons, of Clemons Bros., Chatta-

nooga, Tenn., furniture and talking machine

merchant, has been made president of the- Ten-

nessee Furniture Dealers.

TM^C.B.HAYNE-SXOlNc.
Disc and Amberola

Instruments
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Queen Anne

and

Chippendale Cabinet

*(1 ^-iiJM

This Queen Anne chest

with its graceful serpen-

tine shape, finished in a

beautifully enamelled
blue shade and mounted
on a carved Chinese
Chippendale base fin-

ished in gold; if prop-

erly displayed, will add
a note of distinction to

your showroom.

Electrically Operated

7

THE ORSENIGO COMPANY, Inc.

Showroom : 383 Madison Avenue
at 46th Street

New York City, N. Y.

Factory: Skillman Ave. and Rawson St.

Long Island City, N. Y.
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Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.

SAINT LOUIS
Portable Instniments Lead hi Local Machine Sales—Koerber-

Brenner Co. Purchases Putnaryi-Page Co.—Other Trade Activities

St. Louis, Mo., July 9.—Business in this ter-

ritory during the past month has, on the whole,

been quite satisfactory, although sales were
spotty. Portable instruments came into their

own during the latter part of June and popular
and dance records have maintained the undis-

puted leadership in the record sales field.

Although the larger and more expensive mod-
els are not in demand just now many dealers

are going after prospects with such energy tliat

some sales are resulting.

Sales Drive on Columbias
^Manager Geissler, of the Famous & Barr Co.

talking machine department, recentl)' staged a

successful sales drive on discontinued models
of Columbia instruments which covered a period

of three weeks. The sale was about the most
successful of the kind in St. Louis talking ma-
chine history. A considerable force of extra

salesmen was needed. Double-page advertise-

ments, followed by single pages in local news-
papers, heralded the event.

Enlarged Duties for "Talker" Managers
In each of three large department stores here

talking machine men are now in charge of both

the piano and talking machine departments. In

two the managers of the piano departments

have recently been removed and the pianos

turned over to the talking machine manager.

The Stix, Baer & Fuller store was the first to

take this step. Following the resignation of

i\Ianager Dockstader, of the piano department,

the jurisdiction of Manager Horning, of the

talking machine department, was extended over

both. The most recent example of the same

thing is the action of the Scruggs, Vandervoort

& Barney Co., following the resignation of Man-

ager Elam, of the piano department, in turning

that department over to Manager Hosier, of the

talking machine department. Practically the

same thing happened when ^Manager Ditzel, of

the Famous & Barr piano and talking machine

departments, resigned. Manager Geissler, now
in charge of the two departments, has always

been a talking machine man. The changes are

part of the department store insistence upon

more rapid turnover. It means that an effort

is to be made to merchandise pianos the talking

ojo:
The Record * <»««U»y
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machine way in the hope of speeding up the

turnover—a desirable consummation.

Ecirly Closing Resumed
The department store talking machine de-

partments will be closed all day each Saturday

from June 14 to the first of September, resum-

ing the custom which was inaugurated two or

three years ago and which has been found satis-

factory. The regular music stores will close at

noon or 1 o'clock on Saturday.

Local Jobber Purchases Putnam-Page Co.

The Koerber-Brenner Co., Victor distributor,

has purchased the stock and good will of the

Putnam-Page Co., Victor distributor at Peoria,

111. The Peoria office is being closed and all

the merchandise, good will and experience of

the Putnam-Page Co. is being brought to St.

Louis. This will mean greater concentration

of resources at the hub of this trade territory

and the Koerber-Brenner Co. believes the acqui-

sition of this companj' will add materially to

its ability to better serve all of its dealers.

Drive on Edison Phonographs

Sales of the official Edison laboratory model

at $295 are being promoted by Retail Manager

Gold, of the Silverstone Music Co., by a trade-in

campaign among Edison owners. The proposi-

tion made to them is to allow them full value

on low-priced machines bought wnthin the past

six months, with a warning of a deduction of 10

or 15 per cent if it goes over into the seventh

month. The campaign was especially success-

ful in June because of the large number of De-

cember sales to work on.

Mark Silverstone, president of the Silverstone

Music Co., has returned from a business trip to

Chicago. M. Goldberg, vice-president, is plan-

ning a motor trip to Atlantic City this month.

Geoffrey Menne is traveling in southeast Mis-

souri. O. A. Reynolds is traveling in Illinois.

The Artophone Corp. reports excellent sales

of Artophone, Spencerian and Outing portables

and Okeh records.

Brisk Business at Artophone Corp.

Edwin Schiele, president of the Artophone

Corp., accompanied by his wife, is touring Eu-

rope. They will not return until about Sep-

tember 1.

T. W. Hindley in New Post

^Manager T. \V. Hindlej' has resigned 'from

the Aeolian Co. Vocation department to become

a distributor for the Emerson Phonograph Co.

Issues Folder on Portables

The Stix, Baer & Fuller Dry Goods Co. has

just issued an attractive four-page folder on

portable talking machines. The front page pic-

tures its use in a canoe and the back page gives

some good arguments for owning one. This is

a companion to the folder issued by the same

company on records of music from the Munici-

pal Opera selections.

Read This and Weep
C. Daumueller, of Lebanon, 111., won the

prize for the joke column conducted by Sally

Green in the Koerber-Brenner Advance List for

July for the most amusing experience with a

record customer. Mr. Daumueller's customer
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in answer to his query as to the kind of a talk-

ing machine he owned, said, "Oh, I got a good
'un. It plays all kind. I got Wictory, Colum-

bians, Oaks and Roosters." We leave it to you

to know what kind of records he has.

Dealers Tie Up With Sonora Week
"Sonora Week" was held in this city last

month. There were many fine window dis-

plays featuring the Sonora and the Sonora

dealers in St. Louis were well pleased with the

results obtained. Dealers report an increasing

demand for Sonora phonographs.

News Gleanings

The mother of C. O. Thompson, assistant

manager of the Kieselhorst Piano Co. talking

machine department, died recently.

Edward Ginsburg, formerly with the Howell

City Equipment Co., radio distributor, New
York, has joined the Kieselhorst organization

here.

The Field-Lippman Piano Co. has received a

shipment of the new Columbia Model 150 ma-

chines.

Miss Fleata Trout, of the Cline Victrola de-

partment at Herrin, 111., has just returned from

.a vacation tour.

For the coming appearance of Isham Jones

and His Orchestra at the Grand Central Thea-

tre, St. Louis, Brunswick dealers will co-operate

in an advertising drive on his records.

Assistant Manager Bennett, of the Brunswick

Co., has returned from a business trip to Chi-

cago.

H. J. Arbuckle, manager of Widener's, has

returned from Boston, where he attended a

conference of Widener managers.

E. C. Rauth, of the Koerber-Brenner Co.,

spent a week at the Victor factory recently.

Mrs. Rauth accompanied him as far as Indian-

apolis, where she spent the time with friends

until Mr. Rauth's return.

Miss Marie Offil has taken the place of Miss

Margaret Hibbeler in the Victrola department

of the Hellrung & Grimm House Furnishing Co.

Miss Laura Pickell, of the T. D. Music Box,

sailed last week for a two-months' tour of

Europe, accompanied by her sister and niece.

FRED. KELLER VISITS THE EAST

General Manager of Sterling Devices Mfg. Co.,

Chicago, Calls on Eastern Trade—Making

Plans for Fall Sales Campaign

Frederick Keller, general manager of the Ster-

ling Devices Mfg. Co., Chicago, 111., was a re-

cent visitor to New York, calling upon some

of the manufacturers and jobbers in this terri-

tory. In a chat with The World Mr. Keller

stated that his company was making plans to

rapidly increase its production of tone arms,

sound boxes and attachments, in order to take

care of the requirements of Fall trade. He ex-

pects to announce several important plans in the

near future regarding a manufacturing and mer-

chandising campaign for the balance of the year.

NEW OUTING DISPLAY CARD

Handsome Three-color Window Card Ready for

Outing Dealers—Features Popular Slogans

The Outing Talking Machine Co., Mount

Kisco, N. Y,, has just issued for the use of its

dealers a handsome three-colored window card

which it is supplying to the trade without cost.

This card is reproduced in black and white in

another section of this issue of The World, al-

though the black and white reproduction hardly

does it justice. This company recently devised

a new trade-mark, which is featured to advan-

tage on the new display card. It carries out

the idea of the Outing slogan, "Master of Mov-

able Music," and also illustrates the slogan "One

handle handles it." The display card is already

being featured by Outing dealers generally, who

are enthusiastic in praising its publicity value.

The Koskie Music Co., Main street and Broad-

way, Hornell, N. Y., was recently considerably

damaged by fire.

WALTER S. GRAY VISITS NEW YORK

Popular Pacific Coast Accessory Jobber Spends

Week in New York—Closing Excellent Busi-

ness With Standard Lines

Walter S. Gray, president of the Walter S.

Gray Co., San Francisco, Cal., one of the most

successful wholesale houses in the industry, was
a recent visitor to New York, spending over a

week in this city, visiting business and per-

sonal friends. Mr. Gray has been identified with

the trade for many years and is recognized as

one of the best-posted wholesalers in the trade.

In a chat with The World Mr. Gray stated

that business on the Pacific Coast was excellent

and that his company's sales for the first five

months of the year showed a substantial in-

crease over 1922. Mr. Gray has been particu-

larly successful in developing business for the

Manufacturers' Phonograph Co., the Strand, the

Outing Talking Machine Co., the Brilliantone

Steel Needle Co. and the Peerless Album Co.,

besides carrying a complete line of accessories

of all descriptions. The members of his sales

force visit the dealers from Oregon to Southern
California and, in order to give the trade effi-

cient service, he has established branches in

Los Angeles, Cal., and Portland, Ore. Associ-

ated with Mr. Gray is his son, Robert G. Gray,

who, as vice-president of the company, is prov-

ing an invaluable aid in the stimulation of acces-

sory business on the Pacific Coast. Mr. Gray
visited New York after several days in Wash-
ington, attending the Shriners' Convention, and
left for the Coast by way of the Southwest.

Nathan R. Cherry, formerly with Chas. H.

Ditson & Co., New York, has become associ-

ated with I. Scheib, who has just opened a new
talking machine store at 1866 Lexington ave-

nue. New York City. Mr. Scheib also has a

store at 1556 Second avenue. Growth of busi-

ness made the expansion necessary.

THE SWANSON PORTABLE
Complete, Compact and Durable—A Proven Success

The Phonograph of a Thousand Uses
You will like it because—

"It's a Real Portable''

d» O ^ (J /\ Retail List Price— East d* O 7 CA
<PO / •3U of the Rocky Mountains *PO I •UXJ

VACATION TIME IS HERE
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Tone modifier and speed regulator.

Double-spring Heineman motor.
10" twelve-pocket record album.
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We guarantee it

swanson;phSrTph distributors
738 South Los Angeles Street,

Los Angeles, Calif.
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c>4 Southern Mello^
Moon Song:

SALT LAKE CITY
Optimism Pervades Trade as Dealers and Jobbers Enjoy Satis-

factory Business—D. Thompson in New Post—News of the Month

Salt Lake City, Utah, Ju1\- 6.—Talking ma-

chine and record sales have been excellent de-

spite adverse weather conditions, according to

statements of dealers and jobbers. Special sales

drives have been largely responsible for over-

coming a natural lethargy in trade at the pres-

ent time. The members of the trade, generally,

are optimistic and determined to get their share

of business, regardless of season.

Henry Gardner, for many years with the

Daynes-Beebe Music Co. and one of the most

popular men in the trade, has been given charge

of the new phonograph department of the Z. C.

M. I.

Dick Thompson, advertising manager of the

Daynes-Beebe Music Co., has been called East

by the death of his mother.

Mrs. Z. Fullmer, phonograph department of

the Glen Bros.-Roberts Piano Co., has returned

from a month's vacation in Los Angeles taken

with her mother. Manager Berry, of the pho-

nograph department, and Manager Palmer, of

the piano department. Glen Bros.-Roberts Piano

Co., with their respective families, have gone to

southern Utah on a pleasure trip.

With the co-operation of the Western Arms
& Sporting Goods Co., of this city, the Consoli-

dated Music Co. got up a fine "outdoor" window,
in which portable phonographs were featured.

Tiic window was arranged by Dean Daynes,

Make Money Quick!
HAVE a phonograph sale and offer this beautiful Empire

XAl with an assortment of records for $89.50! At the

peak price- this model retailed for $225, and at the price you
can make on it now you can sell dozens in a special sale. Our
word for it, you can make a big profit quick, by turning a

number of these in a special sale. This is a real machine, a

wonderful value for you and your customers. Brown or red

mahogany, top, front, sides and back. Full French-turned legs

all round. Heineman motor. How many can you sell in one

week's intensive selling? Write for our interesting proposition.

The UDELL WORKS
28th Street and Barnes Avenue

INDIANAPOLIS

brother of ^Manager R. W. Daynes, of the com-
pany. Much interest was aroused. The Glen
Bros.-Roberts Co. has also had a nice "outdoor"

window during the month, in which portables

were featured.

"Ukulele" Hughes, of the O'Loughlin Co.,

Brunswick dealer, has had his system of teach-

ing the ukulele, Hawaiian guitar and tenor banjo

accepted by the Goodman-Rose Music Publish-

ing Co. for early publication. The O'Loughlin
people are to put in a piano department right

away, according to a statement made by Harry
O'Loughlin, head of the firm.

The Glen Bros.-Roberts Co. will hereafter

carry only the Edison and Victor machines.

Charles Lutz, formerly employed by the Con-
solidated Music Co., has returned to this house

to assume the position of manager of the phono-
graph department. He succeeds Charles Pike,

who is now with the John Elliot Clark Co.

The O'Loughlin Co. has installed a lot oi

new fixtures and equipment and generally put

this popular store in fine shape.

John Elliott Clark, head of the well-known
local Victor retail and wholesale company bear-

ing that name, is visiting the Victor factory in

Camden, N. J.

Manager Spratt, of the Brunswick-Balke-Col-

lender Co., states that the record business is

showing a considerable increase. The sale of

machines is also very fair, he said.

Miss Olson, of the T. C. Martin Music Co.,

Pocatello, Idaho, was a recent visitor.

COLUMBIA LOCAL BRANCH NEWS

W. G. Monroe a Happy Father—Death of Edw.
Plischker—M. B. Downs Promoted—S. H.

Nichols, of Pittsburgh, a Visitor

William G. Monroe, of the New York City

branch of the Columbia Graphophone Co., is

receiving congratulations from his many friends

in the trade on the birth of a son, William Gal-

pin, Jr.

Edward Plischker, of the Columbia sales staff,

who covered the Bronx section, died recently of

heart disease. Mr. Plischker enjoyed great pop-

ularity among the dealers in his territory and

his sudden death will be keenly felt by his

many trade friends.

Kenneth Mills, manager of the New York
branch of the Columbia Graphophone Co., spent

some time recently among the dealers in Albany

and adjacent territory, stimulating business

wherever he visited.

M. B. Downs, formerly inside salesman of the

New York branch of the Columbia Graphophone

Co., has been transferred to the outside sales

staff and will be located in the Long Island

territory.

S. H. Nichols, manager of the Pittsburgh

branch of the Columbia Co., recently visited

New York City. He spent some time at the

local branch of the Columbia Co., visiting with

Mr. Ireland, assistant manager of the New York
branch.
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Treasure Chest'' Will Aid Record Sales
Selected Records of Music Typical of Foreign Lands Is Plan

Conceived by the House of Bruno to Boost Group Record Sales

Om of the most important problems con-

fronting the talking machine retailer at the pres-

ent time is the sale of more records. Undoubt-
edly, not enough attention has been given by
some dealers to this important phase of mer-
chandising. Many instances have been found
where a machine has been sold to a customer
and, after the initial sale of records accompany-
ing the machine is made, no intensive or well-

planned scheme was followed to build up the

customer's collection. True it is that the

monthly supplement is mailed regularly, but it

has reached the point where that alone will not

suffice. Every retailer is confronted with the

problem of whether he is to merely handle rec-

ords or energetically sell them. Waiting three

weeks of the month for the one busy first week
has become an antiquated form of record mer-
chandising. New forms of record exploitation,

not only of the new releases but of the general

catalog numbers, must be found. That there is

a decided demand on the part of the dealer for

new ideas in record merchandising is found in

the great interest manifested by him in all sug-

gestions for increasing his record sales.

The latest, and probably most unique, method
for helping the retailer sell more records has

r
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Individual Envelope Record Containers

been evolved by C. Bruno & Son, Inc., New
\ ork City, Victor wholesalers, through their

president, William J. Haussler, who has long

given much attention to the subject of how best

record sales may be increased. This new idea,

the "Treasure Chest," is a presentation in tan-

gible form of Mr. Haussler's concentration on

this important subject. The "Treasure Chest"

is a record set described as "Victor Gems of

Many Lands" and is durably bo.xed, showing six

illustrations in attractive colors. It contains six

ten-inch double-faced Victor records, each selec-

tion carefully chosen for its characterization of

the music of a particular country. The coun-

tries represented in this selection of music are

Italy, Spain, Mexico, Norway, Germany and

Russia, two selections from each country. Italy

is represented by "i\Iy Little Sweetheart Polka,"

"Tarantelle of Potenzese"; Spain by "The Little

Tippler" (La Borrachita) and "The Exile" (El

Desterrado); Mexico, "Alavi Waltz" and "Night
of Sorrow"; Norway, "The Chalet Girl's Sun-
day" and "Solveig's Song" (Sunshine Song);
Germany, by "O, Thou Azure Sea" and "The
Cab - driver's Song,"

and Russia by "Song
of the Volga Boat-

men" and "The Bright

Moon."
While some of these

selections may be un-

familiar to the aver-

age person, neverthe-

less they are pre-

sented as being the

most appropriate
gems in Victor re-

cordings which are

characteristic of the

countries they repre-

sent. All these selec-

tions are instrumerital.

Thus the inability to

comprehend a foreign

tongue is eliminated,

but, at the same time,

a full realization of

the beauty of the niu

sic is available. Each
record is contii-n^d in

a separate envelcp.,

which has cn it a

spirited and effect'.vi

drawing appropriat.

for the music, to-

gether with an inter-

..,t,ng and vivid an- Colorful Design

notation. This individual description of the

composition is worthy of particular note, for

the owner of the set is made familiar at once

with the important musical values of the selec-

tion and genc.al interesting facts about it. The
illustrations appearing on these record envelopes

are again handsomely reproduced in colors on

the container. It is said to be one of the most

oeautiful record containers that has ever been

presented to the trade. It is not only entertain-

ing to a high degree, but instructive as well, as

t in reality provides the purchaser with a musi-

cal travelogue for his home. It possesses a high

ducational value and, while it will be a year-

. ound seller, it is expected that it will prove

particularly attractive as a holiday gift.

William J. Haussler, president of the com-

pany, in commenting on the new record "Treas-

ure Chest," remarked; "It has never been the

policy of C. Bruno & Son, Inc., in the produc-

tion of material or creative ideas, to be selfish

in any degree; we have rather had the purpose

in mind of benefiting the Victor industry as a

whole. In introducing the 'Treasure Chest' I

might say that, exclusive of the amount of time

devoted by members of this organization to its

production, costs have already far exceeded any

amount that we might hope to realize for some
time to come. Furthermore, it is not our inten-

tion to retain the sole sales of these sets our-

selves, but plan to place them in the hands of

every Victor wholesaler. We believe that the

'Treasure Chest' will open U]) a new avenue of

record sales activity for the Victor retailer.

Aside from its value as a gift every owner of a

Victrola will, doubtlessly, realize that it is a

requisite to a complete record collection. In

considering the preparation of this chest we
also had in mind its value as a window display

article. We believe that its opportunities in

on Front of Group Record Container

this respect are ine.N;haustible. In presentmg

the 'Treasure Chest' to the trade we have solely

in mind the development of the record business

through the selling of records in sets or in quan-

tities, rather than the individual one-time, one-

record sale over the counter. We believe that

we have made the 'Treasure Chest' so attrac-

tive that it will well accomplish its purpose and
open up new avenues of profit for the Victor

retailer, as well as establishing the custom of

selling records in groups."

A REAL PORTABLE MACHINE

Hungarian Inventor Credited With Producing
Machine of Size of Watch

According to a story in a German newspaper,

a Hungarian engineer by the name of Stephan
Badasz has invented a talking machine which,

with ten records, can be carried in the waist-

coat pocket. It is stated that the instrument

is about the size of a large watch with a total

diameter of eight centimeters and a thickness of

three and one-half centimeters. It is operated

by a small clockwork motor. The record is

seven centimeters in diameter and is scarcely a

millimeter thick. It is capable of recording

music and speeches running from five or six

minutes on either side, so that the ten records

can carry twenty pieces of music. It is claimed

that, when placed under a table, it will record

conversation that takes place around the board.
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gum 11

Western Division of The World, Chicago, III., July 8, 1923.

It is pretty generally realized by now that the showing made in

the way of displays and exhibits by the talking machine interests

at the recent convention of the music industries
Talking

Chicago was considerablv surprising to
Machines at , i j -i-jn ^ • ' ii

Convention
almost everybody. What is not so generally

reahzed is that almost up to the last moment a

great many talking machine and accessor}' men, who finally came

in, were thoroughly undecided and, in fact, in many cases much

bewildered over the whole proposition. There were many to say

that a convention of the music industries is all right for piano

men, but not good for others ; and in some quarters it was freely

predicted that from the talking machine point of view the exhibi-

tion would be a failure. As we all know, of course, precisely the

opposite turned out to be the case. Better counsels prevailed, the

doubters became convinced and the talking machine contingent

made an excellent showing, from the great Brunswick room in the

corner of the mezzanine floor to the man}- smalk'r but not les:.

meritorious displays on other corridors. Not that the result \>as

fully representative. On the contrary, one had reason to mourn

the absence of some very distinguished names, but that only shows

that even the best of ideas require time for their propagation.

Those who did exhibit are now unanimously glad, so far as can

be learned by the present writer, that they took the plunge. Some

of the accessory manufacturers have been literally astounded,

upon reckoning up debits and credits, with the remarkable results

achieved in the way of actual sales. We can say from actual

inspection of figures in certain cases that results vastly exceeded

expectations. Now for next time

!

For excellent reasons, economic and artistic alike, the art of music

recording has hitherto been practiced and conducted almost entirely

in the Eastern part of the country. But signs

begin to appear which suggest, if no more, that

the domination of the Atlantic seaboard is at last

threatened in this respect. Only a short time ago,

New
Recording

Center

for instance, there was a settled practice of taking down to New
York local orchestras and other talent whose work it was desirable

to record. A little later the experiment was tried of setting up

out here temporary recording plants, and the results have been so

satisfactory that at present all but one or two of the recognized

i-ecording organizations are doing work in Chicago at regular inter-

vals. It is now certain that what has proved to be more than

satisfactory and convenient in some cases will be equally so in

others and that in coipequence we shall soon have Chicago recog-

nized equally with New York as a settled recording headquarters.

There will be many advantages in this state of aft'airs, which is

already well on the way to accomplishment. The mid-West capital

is a recognized music center. Its symphony orchestra is justly

regarded as one of the very finest in the country. In the opinion

of many, it is the finest. Chicago is turning out annually a remark-

able number of competent young musicians, whose work is certain

to lead them along the road of fame. There is, in fact, already a

distinct mid-West flavor among the others in the musical melange,

and this flavor, whether in popular or in artistic music, needs to be

caught and retained. It is an encouraging sign of the interest in this

condition of affairs when recording houses begin to plan making

Chicago their second headquarters.

Everybody will agree, no doubt, that the "Midnight Frolics" of the

Piano Club of Chicago gave a very good time to all the thousand

and more who attended them ; but it probably has

not occurred to everybody that there was another

side to this joyous occasion. The fact is that no

less than sixteen different musical organizations,

Business

Plus

Pleasure

including some of the best-known recording dance orchestras in the

country, appeared to play for the diners and dancers, so that for

*he first time in their experience hundreds of dealers in talking

machines, from all parts of the country, saw and heard at first

hand the work of organizations whose names and playing were

familiar at second hand through their records which these mer-

chants are all the time selling. The direct contact thus established

was of the utmost value, of course, since it gave all these dealers

the priceless ability to say to their customers that they had heard

the work of such and such an orchestra and could compare it con-

sequently with the recorded work. Then, again, from another point

of view, it is worth noting that some of the orchestras and bands

which played at the Frolics had never yet done any recording. Their

work was, however, noticed and some of them have been asked since

to try their hands at the delicate art of playing for the wax disc.

Here are two definite facts about what was to almost everybody

merely the occasion of a very noisy good time and a fit ending to

one of the most successful conventions the music industries had

ever carried out. Incidentally, the whole aft'air reflects the utmost

credit upon the Piano Club of Chicago, which got up the affair and

was wholly responsible for the great success achieved. We are

informed, on what appears to be good authority, that nearly one-

half the members of this club are connected, directly or indirectly,

with the talking machine trade. The moral may be left to the

intelligent reader's intelligence.

The writer of these commentaries heard the other day a most inter-

esting story, the truth of which he has not undertaken to investi-

gate, but which, in all the circumstances, seems to

be most probably accurate. One of the retail

salesmen in the talking machine business in Chi-

cago asked us the other day whether we had

Talking

Machine cUid

Pipe-organ

noticed how very good is the reproduction of the Kimball phono-

graphs. We had noticed this and said so. Our informant then

went on to say that when the W. W. Kimball Co. first began to

make talking machines the advice was sought and obtained of

professional talking machine experts in relation to general con-

struction, but that some two years ago the company's technical

men, themselves highly skilled in piano and pipe-organ tone-produc-

tion, began to feel that there was more to this matter than had at

first been supposed. They therefore experimented, and soon per-

ceived that the experience and skill of men who have achieved a vast

reputation as builders of fine pipe-organs ought to be turned to

account in a field which, to say the least, seems to run parallel. In

consequence, it is said, investigations were pursued in directions

suggested by Kimball pipe-organ experience, with the result that a

new dimension schedule and new design for the reproducing equip-

ment were completely worked out, based upon the phenomena

known to be associated with the motions of air columns in wooden

and metal pipes. As was said, we do not know officially how far

this may all be true in detail, but we feel that it is very likely quite

true. Anything the Kimball people do not know about organs and

tone production through pipes is not worth knowing, while the

parallel between organ pipe work and the amplifying chambers of

talking machines is about as close as it can well be. At any rate,

Kimball talking machines possess remarkable powers for the faith-

ful reproduction of music. And perhaps these lines may carry a

hint to some who are wandering the wilderness of tonal experiment.

Optimistic

Regarding

the Fall

Throughout the West there prevails a very optimistic feeling

regarding the business outlook for the coming Fall. Jobbers are

emphasizing to good purpose the necessity of

dealers analyzing their requirements for the Fall

and holiday season so as to insure a plentiful

supply of talking machines and records. Now is

the time to act. Dealers can strike a fair average of the amount

of stock they will need to meet their demands, and they should

keep in touch with their jobbers so that by mutual understanding

the most satisfactory results may accrue. There is no question but

that those dealers who are studying merchandising in its truest

and best sense are being properly rewarded by increasing business.
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GOOD BUSINESS RESULTS FROM ENERGY OF THE
TRADE IN SPITE OF EXTENDED PERIOD OF HEAT

New Models Brought Out by Manufacturers Stimulate Trade—Parts in Demand—Planning
Brunswick Ad Campaign—Important Moves of Distributors and Retailers—The News

Chicago, III., July 8.—An extended period of

continuous heat—the hottest temperatures ever

recorded in Chicago—seemed to have little ef-

fect on the local business. The boys in this

section stuck to the work, in spite of the torrid

spell and managed to keep things going.

The most fortunate men in the retail trade

are those who carry a line of band instruments,

ukuleles and other small goods, as well as an

assortment of portables, in conjunction with

their regular line of uprights, consoles and rec-

ords.

Before the coming of portable talking ma-
chines and musical instruments into the retail

talking machine stores there was nothing else

for these men to sell than the large machines

and records during the hot weather season. In

fact, they had little to induce people to purchase

at these particular times. However, with the

coming of the portable talking machine, the

ukulele and other small musical instruments the

retail dealer now has some incentive for refus-

ing to become downhearted. He is now in a

position to govern his trade according to weath-

er conditions, as it were, and thereby keep his

business running along at a normal level.

Convention Stimulated Trade

The recent music trade convention, as men-
tioned in these columns last month, stimulated

the activity of various manufacturers consider-

ably and, although quite a number of new de-

signs were exhibited at that time, many more
new models have been brought to life in the

various factories since then. The tendency of

the manufacturers at present is to bring out

high-grade goods at acceptable prices. There is

a great deal of consideration being given to the

construction of cabinets and, beginning with the

Fall season, we may look forward to the intro-

duction of these new models. Some of them
embody some very well-thought-out principles

which have heretofore never been offered; but

just how they will appeal to the trade remains

to be determined later.

Mushroom Business Gone
The manufacturers as well as the retailers

have at last agreed that there is a tremendous

field of activity before them. Some of them
have always maintained this, whereas others be-

lieved that the talking machine business would

come all of a sudden and go the same way;
and when it went would stay gone. But, hap-

pily, the fellows who believed this have gone

the way they thought business was going and,

if anyone cares to harken back to the days of

the world war, when there were hundreds of

men putting out machines, he can easily con-

vince himself that these mushroom concerns

have gone the way of all mushrooms. Happily,

the men who believed that the business was

here to stay are still on deck. These men know

that the activity at one period of the old days

was tremendous and that there is no reason why

it cannot reach the same stage again. For the

hundreds who produced machines in those days

there are only tens now, but these tens are de-

termined to push the talking machine business

to the healthy position it was in when it was

temporarily invaded by the hundreds of mush-

room manufacturers. They know that business

is there to be had and that high-quality goods

carrying popular prices or prices within reach

of the public can bring about another boom in

business. They are working consistently to

bring this boom about as quickly as possible.

Big Call for Talking Machine Parts

The local manufacturers of talking machine

parts are reporting that this increase of business

is a certainty, as their order books are showing

that the various firms they have been supplying

are increasing their orders constantly. Quite a

number of these manufacturers assert that they

are practically sold up for the coming months

and that the only way that they can take care

of more business will be to increase their ca-

pacity to a considerable extent. Wherefore

many of these manufacturers at present are tak-

ing on more space and equipping it with ma-

chinery and other necessary adjuncts that will

enable them to keep in line with the coming

stimulation of activities.

This is particularly true of motors and tone

{Continued on page 102)

"Built fcp tone specialists
'

IN ITS SEVENTH YEAR
OF STEADY SUCCESS

4 Cabinet Styles:

Mahogany, Walnut and Oak Finishes.

Patented Tone-Deflecting System

;

Unsurpassed Workmanship.

Vertical Record Filing:

Mechanical and Acoustic Equipment Be-

yond Criticism.

Write for our Revised Wholesale Prices

Magnola Talking Machine Company
OTTO SCHULZ, President

711 Milwaukee Avenue Chicago
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arms, and it is these very motor and tone arm
men who were the pioneers in the belief that

there was tremendous talking machine business

to be had when the trade stabilized itself. Their

dreams, if we may be permitted to call them
dreams, are at last being realized, as the trade

has stabilized itself to a remarkable degree.

The old hit-and-miss methods are a thing of the

past. Manufacturers and retailers are at lasi

in accord with one another and the buying pub-

lic may rest assured that the goods they are get

ting to-day, as well as those they will get to-

morrow, will carry a value worthy of the price

asked for them.

Brunswick Expansion in Several Directions

A. J. Kendrick, sales manager of the Pliono-

graph Division of the Brunswick-Balke-Collen-

der .Co., makes the announcement that one of

the most remarkable national newspaper adver-

tising campaigns ever organized by any industry

in the history of the country is in preparation

and will be launched at an early date. The

details these plans embrace have not as yet

been disclosed by Mr. Kendrick, but it is un-

derstood that a tremendous amount of daily

newspaper space will be utilized during the

campaign.

Mr. Kendrick also gives out the information

that the Brunswick Co. will soon announce to

the trade plans for expansion in Brunswick
cabinet production at all plants of the com-

pany. Several months ago plans were put into

effect which enabled Brunswick to increase its

cabinet capacity considerably. These plans

were decided upon in an effort to anticipate Fall

and Winter demands.

Owing, however, to the recent activity of

the Brunswick sales force throughout the coun-

try, the cabinet plants were worked to capacity

and consequently there is at present no pos-

sibility of getting supplies of cabinets on hand

to take care of anticipated Fall and Winter

increases. Therefore it was found necessary to

take care of this increase, a large per cent of

A Letter to the Trade

We have insisted since January 1st that 1923 would be a

banner year. We have had faith in American business.

Therefore we could see nothing but prosperity ahead
of us.

The U. S. Treasury report as of June 30th, 1923, shows
a surplus of $309,657,460.00 for the close of its fiscal

year. We feel well rewarded for our faith in American
business.

Not only in the talking machine industry, but in every
other line of activity in this country, we find that all

anticipations for the balance of the year are highly
optimistic.

At this particular time there is usually a decline in busi-

ness owing to the vacation season, etc. The Blood
Tone Arm Co., however, like all other manufacturers
of high grade products, now hnds itself working to ca-

pacity in an effort to take care of this constantly grow-
ing demand for Blood products.

Those who are using, or planning to use, the famous
Blood Mono-Turn tonearm or other Blood products
should at once anticipate their Fall requirements.
Present indications convince us that there will be a still

further increase in business activities for the balance of
the year and we would therefore suggest that orders be
given well in advance, whereby deliveries when de-
liveries are needed may be assured.

Orders are handled as received and filled for shipment
accordingly.

Have faith in the business of America.

Blood Tone Arm Company
326 River St. CHICAGO, ILL.

A Phonograph

that is different
Never gets stale

Sales talk is short
Customer delighted

Most useful maciiine on
the marliet

Send for folder, sample
Stock up and grow with us

Triplex Artistic Phono. Co.
Pershing Road and Ridgeland Avenue

BERWYN, ILLINOIS

which is already booked, and the new departure
regarding production was decided upon.

It might also be mentioned here that Mr. Ken-
driclc, with several other heads of the Bruns-
wick Co., expects to leave for a six weeks' coast
trip beginning July 20. The purpose of the
trip is to not only confer with the district man-
agers through the West, but with Brunswick
dealers as well, in order that first-hand informa-
tion may be had regarding the activities con-
templated by the Westerners during the balance
of the year.

Gigantic Paramount Campaign
Tiie New York Recording Laboratories, man-

ufacturer of Paramount records,' used a striking

two-color, full-page advertisement in a recent is-

sue of the Chicago Defender to feature "Bleed-
ing-hearted Blues," a new record by Alberta
Hunter, well-known negro artist. This com-
pany has been making a specTSI drive on devel-
oping the demand for records by negro artists

and results to date have been very satisfactory.

Quite a number of Paramount dealers in this

territory co-operated with the New York Re-
cording Laboratories in tying up with this ex-

cellent publicity.

A Window Display That Excited Comment
Andrew J. Petersen, of Petersen's Milford

Music -Siiop, 3301 Milwaukee avenue, recently

had a Sonora window display which proved
remarkably effective in spite of its extreme sim-

plicity and the fact that it required no outlay,

all of the materials and goods being on hand.
The window, which is always decorated with
attractive rugs, pedestals, artificial flowers, etc.,

contained two Sonora models, one of the con-
sole type and the "baby grand" upright.

Around the window Sonora catalogs open to

the illustrations of the various period styles

were placed on fixtures. The window pane was
bordered sides, top and bottom with the Sonora
"walking doll" novelties. Sonora window pos-

ters, the agency authorization, etc., were also

used to good effect. That was all there was
to it, but the number of comments made on the

display caused Mr. Petersen to think it one
of the best they have ever made.

Taking Advantage of Radio Popularity

The EUers, father and son, of the Ellers

Music Shop, 2702 West Division street, this city,

are anything if not progressive, and the window
displays which are handled by the younger man
always betray initiative and progressiveness.

At the outset of the radio craze he made up his

mind that the radio would prove in the end a

vast benefit to the talking machine and music
business as must any medium of spreading

inusical knowledge. He believes that the de-

mand for better music inculcate4 by the clas-

sical programs will eventually lead to an in-

creased demand for musical instruments of all

kinds.

In the meantime he took advantage of the

popular programs to increase the sale of records

in an ingenious manner. The programs of the

concerts were cut out of the evening papers and
pasted on the window the next morning with

ribbons tipped onto the numbers of which he

had records in stock, and leading back to those

records attractively displayed on individual fix-

tures around the window. Occasionally instead

of the record the ribbon would lead to a card

stating "We have in stock the record of this
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selection you heard on your radio last night."

The plan was discontinued during the embargo
on popular copyright numbers, but will be re-

vived as it proved decidedly successful and was
the means of increasing record sales.

R. L. Rayner Tells of Pacific Coast Conditions

A visitor was R. L. Rayner, of the ilunson-

Raj^ner Corp., of Los Angeles, Cheney distribu-

tor of that city. He was returning from an

Eastern trip and on his way home stopped off

for a few days in Chicago to visit the Cheney
headquarters here. He spent considerable time

with the local World representative, telling of

the business outlook in the California section.

He also told, in a most simple and unaffected

manner, exactly what he thought of the Cheney
talking machine, what Munson-Rayner is doing

to further Cheney sales and the prospects for

Cheney's future in the territory looked after by

his organization. The impression ^ilr. Raj'ner

left with The World representative was that, if

all talking machine distributors were as thor-

will be in oils. The latter are to be erected in

various towns and cities for the purpose of fea-

turing local dealers and the former along the

great and well-traveled highway from San

Diego to San Francisco.

The color scheme of these posters will be of

the three-colored type, using the primary colors

with combinations of each compounded so as

to bring out vivid oranges, greens and purples in

conjunction with pleasing shadows of red, yel-

low and blue. Of the painted boards there are

at present fifty erected, each poster bearing the

name and address of the local Cheney dealer,

as n eU as a large portrait of a Cheney console

model. All the posters which are erected in

cities will be electrically lighted at night.

Okeh-Strand Publicity

A. F. Bennest, who travels the northern In-

diana territory for the Consolidated Talking

Machine Co., recently purchased a new automo-

bile, replacing the old one which he used to cov-

er this territory. In order to get the utmost of

ORO-TONE No. 5
This Remarkable Automatic Equipment

Plays All Records on the Victor

Illustrating the position for playing Edison and all
other vertical-cut records on the Victor. The pres-
sure or weight on the record is the same as that of
the regular Edison reproducer, thus insuring perfect
reproduction of Edison records on a Victor without
the slightest damage to records.

Special Exclusive Features

1st. Automatic Weight Adjustment.

2nd. Automatic Needle Center and the

3rd. Automatic Correct Position of the re-

producer on the reci.rd when plaving
either lateral or vertical cut records. These
imusua! features make this equipment easv
to sell, and dealers everywhere find that,
with the Oro-Tone Xo. 5 Equipment on
hand, they can make an added profit on
every machine they sell.

LIST PRICES
No. 5 Victor Automatic Equipment
NICKEL FINISH $6.00
GOLD FINISH $8.00

L^sual discount to Dealers. Please
furnish references if you are not
rated.

niu.strating the position for playing Victor and aU
other lateral-cut records.

1000-10 George Street CHICAGO
records by making eight miles in one hour and
one-half. Since that time Harry and his Dodge
coupe have added to their laurels by vanquish-

ing three fliT,wers and two coal wagons in one

afternoon. Harrj^ claims that the majority- of

autoists along the drives in and about Chicago

have a iseculiar habit of hooking their rear

wheels up with the bumper of his car.

Westphono Manager on Trip

Ben ^\'ood, sales manager of Westphono, Inc.,

left Chicago the first of the month for a three

weeks' trip through the Eastern territory, where
he will call on the trade. The portable talking

machine known as the Spencerian, which is pul

out b}' this concern, has, since its introduction

to the trade, made quite an impression on the

dealers and jobbers throughout the country.

This proved to be especially true at the time of

the convention in Chicago, where it was on

exhibit.

E. A. Feam Visiting Dealers

A three weeks' auto tour covering parts of

Wisconsin, Minnesota and Michigan was started

(Continued on (>age 104)

BeiusiBimoNoaMS

BuOock's

Great Cheney Signboards in Colors Used by Munson-Rayner Corp. on Highways

oughly sold on their instruments as Mr. Ray-

ner is on Chenej-, it would not be long before

the talking machine industry would be the lead-

ing industry- of the entire country.

Mr. Rayner also talked concerning the adver-

tising plans being put into effect by the Mun-
son-Rayner Corp. and its Cheney dealers on the

Coast and said that by the first of September

there will be 250 outdoor billboards featuring

the Cheney talking machine. Each billboard is

to be forty feet in length by ten feet in height,

with pilasters on either end and surrounded by

a well-kept patch of lawn.

Of these 250 billboards 150 will be of the

twenty-four-sheet poster type and the other 100

advertising value from it Mr. Bennest had the

body painted red, with a large Okeh record

label on one door and on the other a facsimile of

the famous Strand trade-mark. This auto is be-

coming well known throughout the territory

Mr. Bennest covers and word comes that the

idea has enthused other talking machine trav-

elers in that territory, who are contemplating

the decoration of their autos in like manner.

Dodging Harry Again

Speaking of automobiles, we are again re-

minded of the activities of Harry Schoenwald,

sales manager of the Consolidated Talking Ma-

chine Co., who recently received a floral piece

from admiring friends when he broke all speed

Positively

Eliminate

All

Surface

Noise

Cannot

Possibly

Injure

Records

Suggest—Demonstrate—Push

HALL FIBRE NEEDLES
They are absolutely distinctive—Not in competition with any

other needle.

Profitable—because they are responsible for the sale of more
better class records.

Semi-permanent—play 35 to 50 records with each needle.

Display them and you will easily sell them.

HALL MANUFACTURING CO.
Successors to B & H FIBRE MFG. CO.

33-35 West Kinzie Street. CHICAGO, ILL.
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towards the end of the month by E. A. Fearn,

president of the Consolidated Talking Machine

Co., accompanied by A. Thallmayer, manager of

the foreign record division for Okeh and Odeon
records. Both gentlemen will call on Okeh and

Odeon dealers in the sections visited by them.

The Wisconsin and Minnesota territories will

be covered first and the State of Michigan will

be reached by ferry across Lake Michigan.

Quite a number of towns will be taken in

through this territory and the trip will end at

the Detroit offices of the Consolidated Co. Va-

rious Consolidated traveling representatives will

be picked up en route and their respective ter-

ritories gone over.

Now Jobbing Swanson
The Consolidated Talking Machine Co. has

just taken on the exclusive representation of

the Swanson portable talking machine in Michi-

gan, Indiana, Illinois, Wisconsin and part of

Ohio. Although the Consolidated Co. took on

this line but two weeks ago President Fearn is

very enthusiastic over his success with these

well-known machines.

The Swanson portable is one of the oldest

instruments of its kind in the trade. It is con-

sidered one of the lightest that has ever been

put on the market and embodies many unique

features which are fully covered by patents. One
of the Swanson's foremost features is the tone

arm, which is a hollow wooden tube, wherein

is inserted the reproducer. The distant end of

this tube is swung on a pivot and an opening

at this end directs the sound directly into a

corner of the top lid, thereby utilizing this lid

as an amplifier.

Okeh Records in Chicago

Taking advantage of the appearance of some
of its foremost talent in Chicago the Okeh rec-

ord division of the General Phonograph Corp.

established a temporary record laboratory in

this city on June 21, 22 and 23. This is the first

time in the history of Okeh recording that a

temporary recording laboratory was established

in this city, but the results obtained were so en-

couraging that it was decided to do the same
thing again in Chicago late in August, and then

for an indefinite period. The recordings here

were handled by Fred W. Hager, manager of

the Okeh recording laboratory, assisted by

Charles Hibbard. The executive work of this

recording, as well as the handling of various

artists who appeared, was looked after by Ralph

S. Peer, of Okeh's executive department.

Piano Club Closes Membership Drive

The Piano Club of Chicago now boasts a

membership of 345. That number, according to

Harry D. Schoenwald, sales manager of the

Consolidated Talking Machine Co. and treas-

urer of the Piano Club, was reached as the re-

sult of a membership drive which closed on

June 25, during which seventy-five new mem-
bers were taken in, of whom fifty-eight are resi-

dent members and seventeen non-resident.

When the drive was put on twenty teams of

five men each, all members of the Club, were

enrolled for the purpose of getting new mem-
bers and the winners are to receive prizes. The
membership committee team, headed by Mr.

Schoenwald, scored a total of IS'/i points, the

next team, headed by J. T. Bristol, scored 13^2

points and the third place was captured by R. E.

Davis, whose team scored 12 points. The points

were won on a basis of one point for resident

members and one-half a point for non-resident

members. •

Oro-Tone's First Picnic

The Oro-Tone Co., manufacturer of the well-

known Oro-Tone tone arms, Victor-Edison and
Edison-Victor attachments, and Oro-Tone port-

able talking machines, held its first picnic on
Saturday, June 23, at the country home of Mrs.
L. K. Scotford, wife of the late L. K. Scotford,

former president of the Oro-Tone Co. The
Scotford Summer home is located in the North
Shore district, near Waukegan, 111., and the fifty

or more members of the Oro-Tone Co., who met
at the plant Saturday morning, motored to the

scene of the gathering in large motor buses.

En route to the picnic the motor buses passed
the North Shore Cemetery and the party

stopped for a few minutes in order to place a

wreath on the tomb of Mr. Scotford and pay
their respects to his memory. On reaching the

Scotford Summer home the party indulged itself

for a day with lake bathing, dancing to music
of the Oro-Tone portable talking machine, base-

ball games, racing and so forth. Prizes were
donated by the company to the winners of the

various events.

The picnickers returned to Chicago at a late

hour Saturday night and such an enjoyable time

Picnic of Oro-Tc re Co.'s Forces
wa.-; had by all that the Uro-Tone Co. contem-
plates holding a monthly picnic for the balance
of the Summer.

Vitanola Exhibit Made Hit
One of the features during the recent furni-

ture exhibition at Chicago, which lasted from
June 18 to July 14, was the show of the Vitanola
talking machine in Suite 232 of the Auditorium
Hotel. Here the visiting furniture dealers found
a cordial welcome and a display of a full line

of Vitanola instruments, built according to the

Vitanola Co.'s plan to meet the constant de-

mand for quality merchandise at the lowest pos-
sible price. At its immense plant in Saginaw,
Mich., the Vitanola Co. has a capacity of several

(Continued on page 106)

Style J
Mahogany

KIMBALL PHONOGRAPHS
Appeal to Those Who Demand the Best

The dealer who sells the Kimball w^ill not only have ready
sales but satisfied customers and is building future business.
Compare the Kimball in Construction or visible beauty, or
in TONE or accurate reproduction and there is none to

excel. Exclusive features appeal to buyers.

Console and Upright Types;

Variety of designs;

Wide range of prices;

Asl^ about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Established 1857

306 So. Wabash Ave.

CHICAGO

Style M
Equipped With Albums

Manufacturers of Phonographs, Pianos, Player Pianos,
Pipe Organs; Distributors of OKeh Records

Kimball Phonographs Play ALL Records
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CONSOUDATED SERVICE

IN their campaigns for bigger and better busi-

ness, hundreds of OKeh dealers have come to

know and depend entirely upon the merits and

advantages of Consolidated Service. They have

gained that confidence in it that comes from know-
ing that whatever their orders may be—large or

small, emergency or casual—each one will be ful-

filled in the absolutely dependable Consolidated

manner.

Our maintenance, at all times, of a thoroughly com-

plete stock of every record in the OKeh catalogue,

combined with a smoothly running organization

working under tested, up-to-date methods of pro-

duction, not only insures a complete filling of

every order, but insures also the filling of the order

with unfailing promptness and efficiency.

A more reliable combination could hardly be found

than that of Consolidated Service and

Records
The Records of Quality

Consolidated Talking Machine Co.
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hundred complete instruments per day, so that

the trade is assured of prompt delivery on or-

ders, whether they be small or in carload lots.

Although the Vitanola has always been well

known by reason of its tone and finish the mod-

els shown during the recent exhibit exempli-

fied a higher standard of craftsmanship in both

respects. This is especially true of the new
Tudor and Italian period models. The exhibit

was in charge of M. C. SchifT, president, and

S. S. SchifT, vice-president and general man-

ager, who were assisted by a large corps of

traveling representatives.

New Sterling Co. Replaces Old Concern

The Sterling Devices Mfg. Co. is the title of

a new concern which was recently formed to

take over the business of the old Sterling De-

vices Co., bankrupt. The new concern main-

tains its headquarters at 412 Orleans street, in

this city. The head of the new company is

Frederick Keller, who was connected with the

old concern, and the production will be looked

ABSOLUTELY
FREE

of

Extraneous Sounds

is the

(mofdwi
This has been accomplished by

a new discovery which makes

the playing point of TONO-
FONE more

Resilient and

More Flexible

Than ever before: This means

less wear on the Records and a

sweet, clear brilliant tone.

TONOFONE
May now be had in two styles

LOUD
For Dancing and Band

Records or

MEDIUM
For Voice and Instrumental

Records

Both offer the Best Needle

Value ever offered the trade.

Write for samples and particu-

lars—free.

THE TONOFONE COMPANY
no So. Wabash Ave., CHICAGO, ILL.

Inventors and Manufacturers

First with the hits

Flasl

Broadwc^

EDISON DEAL-
ERS find their rec-

ord business contin-

ually on the increase,

because Edison
"Flashes from
Broadway'' are satis-

fying the public de-

mand for prompt
recording of musical

hits.

The Phonograph Co.

229 So. Wabash Avenue

CHICAGO, ILL.

after by Julius Keller, Sr. Several changes have

already been made which have, naturally, im-

proved the Sterling products and the new com-

pany will continue the manufacture and distribu-

tion of a complete line of Sterling tone arms,

as well as reproducing attachments for hill and

dale and lateral-cut records.

J. G. Griswold Returns From Europe

After ten weeks of visiting the British Isles

and Europe J. G. Griswold, vice-president of

the Widdicomb Furniture Co., has returned to

headquarters at Grand Rapids, Mich. He was
accompanied on the trip by Mrs. Griswold and

two members of the Widdicomb Co., Andrew-

Johnson, superintendent, and William Balbach,

designer. All the important cities and art gal-

leries in Europe were visited.

Jewel Phonoparts Active

One of the busiest plants in this section so

far during the Summer months is that of the

Jewel Phonoparts Co. According to A. B. Cor-

nell, treasurer and sales director of this concern,

the talking machine industry has stabilized it-

self in a remarkable manner and the manufac-

turers of complete instruments, parts and acces-

sories have before them only a clear field. The
last few months have shown that there is a

tremendous amount of business to be had and
that all that remains for the producers to do is

to give the trade what it wants; namely, high-

class goods at reasonable prices, and there is

nothing to prevent the man who does this from
cleaning up an immense amount of business.

"There is nothing remarkable about the in-

creased activities of the Jewel Phonoparts Co.,"

continued Mr, Cornell, "as we have always main-

tained that high-grade goods would, sooner or

later, get the preference of the business to be

had and this can be proved conclusively if one
cares to look back a few years and compare
the vast number of manufacturers of those days

with the small number of to-day. This indicates

that the few of to-day are producing genuine

merchandise and it is due to this alone that they

were able to weather the period of depression."

New Stores and Changes
The Avalon Music Shop is the title of a new

retail store which was recently opened with

headquarters at 1549 East Seventy-ninth street.

The proprietor of this new establishment is J.

J. Pendergast, who will retail Okeh and Odeon
records. Strand talking machines and a number
of high-grade accessories. The location of this

store is within a stone's throw of the immense
municipal bathing beach on the South Shore,

in which section many of Chicago's elite main-

tain their Summer residences.

H. Schuckert has taken over the store for-

merly conducted by Joseph F. Neises at 5451

South Ashland avenue. This retail shop is one

of the most flourishing in the West Englewood
section, handling Okeh and Odeon records and
Strand talking machines.

The Phonograph Shop, of Oak Park, handling

Brunswick talking machines and records and
Okeh and Odeon records, has moved from its

old location at 121 Marion street to new and
larger headquarters at 124 Marion street. The
new location now boasts of five beautifully

equipped hearing rooms.

A. Bastiani, proprietor of a talking machine
store at 410 West Division street, announces the

opening of a new retail store at 2707 West Thir-

ty-eighth street. The Division street store han-

dles a line of Okeh and Odeon records and

TOP uE^T

The Most Practical Hinge
For High Grade

Phonograph Cases

Write for Prices and Samples

piece f » lOOT
TOP ffi&KT »,r>0

L.Ov.E(l lJFT

MUMEJSiCAw oa^ESt. That i& 1-2-3,.

LAKESIDE SUPPLY COMPANY
73 W. Van Buren Street

CHICAGO. ILL.
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Strand talking machines and the new store will

represent the same lines.

The Austin Music Shop, at 5748 West North

avenue, one of the livest Okeh, Odeon and

Strand accounts in this section, has taken on the

entire line of Consolidated musical instruments.

The Consolidated Co. was recently appointed

exclusive jobber for Chicago territory for a

number of the best musical instrument manu-
facturers in the country.

Audak Now Strong With Trade

Quite a number of Chicago concerns have i e-

cently equipped their retail warerooms with the

celebrated Audak devices for tlie demonstrating

of talking machine records. These little instru-

ments are cleverly devised for the purpose of in-

creasing the available hearing room space for

record customers. They can be arranged on

counters or small tables outside the regular

hearing rooms for the purpose of listening to

records, so that the proprietor of the talking

machine store may utilize his regular hearing

rooms exclusively for the demonstration of the

talking machines he handles. Among the many
places of business which have recently equipped

their talking machine departments with Audak
are The Fair and Rothschilds Co., two of Chi-

cago's biggest Loop department stores.

Old-time Concern Dissolving

The Michigan Phonograph Co., of Grand Rap-
ids, which at one time marketed a talking ma-
chine known as the Lauzon, is bringing its ac-

tivities to a close. This company was one of

the first in the Grand Rapids furniture - district

to market a high-grade talking machine. The
heads of the concern since its inception were
George M. Cook and H. W. Knoblauch. The
company was in good financial condition at the

time of its dissolution and the discontinuance

was brought about by the ill health of the part-

ners, especially Mr. Cook.

Brunswick President on "Leviathan"

A number of Chicago's most prominent busi-

ness men have returned to this city after en-

joying themselves for a few days on the trial

trip of the "Leviathan." Among the Chicagoans
who made the trip was B. E. Bensinger, presi-

dent of the Brunswick-Balke-Collender Co., who
received his invitation from Alfred D. Lasker,

chairman of the Shipping Board, and an old

business friend. In civil life Mr. Lasker is pres-

ident of Lord & Thomas, Inc., the advertising

agency which has its main headquarters at

Chicago and which directs all advertising of the

Brunswick Co.

Planning 1923 Radio Show
Extensive plans for the holding of the 1923

Radio Show at the Coliseum, Chicago, are being

put into effect. The plans for this show arc

under the direction of tj. J. (Sport) Herman
and supervision of James F. Kerr, the same
man who so successfully pulled off the Radio
Show of 1922 at the Coliseum.

Although last year's show went down in his-

tory as the first really successful radio exhibit

ever held in this section of the country, indica-

tions are that the 1923 show will far surpass it.

The date of the coming exhibit has not been

definitely arranged, but it will take place some
time in November.
The plans this year call for arrangements in

broadcasting and receiving which are scheduled

to be very interesting and enlightening: to the

public and from present indications the gate

receipts of the coming show will prove it to

be one of the greatest expositions ever held in

the Coliseum.

W. D. Montgomery Returns to Unico

After several months engaged in special work
pertaining to the sale of talking machines, W. D.

Montgomery has returned to his desk as district

manager of the Chicago division of the Unit

Construction Co. During Mr. Montgomery's
absence the Chicago office was looked after by

George A. Lyons, assistant general sales man-
(Conliiiued on page 108)

The KRASCO Assembled Unit
Plays and repeats any make of record any
number of times, then stops automatically

with the needle suspended above record

Will play ten lO-inch

records with one wind-
ing.

The greatest single

talking machine im-
provement since the in-

vention of the disc rec-

ora

WILL GO IN ANY CABINET

In the Krasco Assembled Unit you get a powerful, silent, four-spring Krasco
motor containing 64 feet of spring, a perfect draw^n brass tone arm without

die-cast parts of any kind, a reproducer of the finest quality possible to make
and a dependable in-built automatic repeater and stop, all mounted upon a

black enameled plate.

MANUFACTURERS, JOBBERS and DEALERS using the KRASCO
ASSEMBLED UNIT are more than doubling sales. Ask for full particulars

—

THE PRICE IS LOW.

Nearly Two Million Krasco Motors in Use
At the present moment we are more than doubling our output. During the

past year our sales have tripled—WHY?
Because the trade has become critical and discriminating.

The PUBLIC demand silent motors.

The DEALERS demand trouble-proof motors.

The MANUFACTURERS demand sturdiness, quality, design and finish.

And right now the makers—dealers—users demand sharp, close prices.

Our steadily increasing business is due to the fact that the KRASCO motor
(the same motor used in the Krasco Assembled Unit) meets all these de-

mands. To do this it must be a better motor.

Six sizes, from a double spring motor playing four 1 0-inch records to a four-

spring playing ten.

May we quote you prices and send descriptive literature?



108 THE TALKING MACHINE WORLD July 15, 1923

FROM OUR CHICAGO HEADQUARTERS— (Continued from page 107)

ager of the Unit Construction Co., who came

on from the company's Philadelphia headquar-

ters. Mr. Montgomery reports that the present

business already booked by him in the Chicago

territory promises to show more activity in this

section during the remainder of Summer and

early Fall than any other time in the history

of the talking machine business.

Cornell on Vacation

A. B. Cornell, of the Jewel Phonoparts Co.,

left Chicago on Saturday, June 30, for a month's

vacation on his farm at Somerville, N. J.

Excel at Furniture Exposition

The Excel Phonograph Co. is holding an

elaborate exhibit of its well-known products at

the big furniture mart at 1319 Michigan avenue.

The exhibit is on the first floor in Section 19 of

the Exhibition Building and is under the super-

vision of I. A. Lund, who is one of the best-

known traveling representatives in this section,

with a host of friends in the furniture business.

He was at one time Ohio, Pennsylvania, Ken-

tucky and Indiana representative for the old

The Quality Appeal of the

COLUMBIAN
BABY GRAND

is just what every dealer needs. A baby
grand in size 59" x 56", but a concert grand
of Exquisitely Pure Tone.

El.istic in touch, wonderful repeating and faultless

action. Finished throuRhout in brass. Beautiful
and stately in design, highly finished in mahogany
only. Together with our line of Phonograjihs
made in five sizes. We have the best offer to

the music dealers today.

STYLE 4

Size 48 inches htKh,
21 inches wide, 23
inches deep. Cabinet;
Genuine mahoRany or
oak. Panels 5 ply.

Motor plays 4 rec-

ords with one wind-
ing.

STYLE 16

Carries 10 Records
Compact enough to be carried anywhere and abso-

lutely substantial in construction. Its durability is

assured by the use of a double spring Heineman
motor and a tone arm with a large powerful repro-
ducer. Universal plays all disc records.

EXCEL PHONOGRAPH COMPANY
Manufacturers

400-412 Wcit Erie St. Chicago, III.

Repair Parts
For All and Every Motor

That Was Ever Manufactured

We can supply any part. The largest and most

complete assortment of repair parts—in the

United States—on hand, for old, obsolete and

present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
and motors.

tNCORPOKA TED UNDER THE
LAWS or ILLINOIS

HigRGradeTalfeinQMajcWicslIXscRzcoi^
TallyingMfirhing Supplies, Etc

successoRs -TO
Standard Talking Machine Co.

I'litrd Talking Maehinm Co.

Harmony Talking Maehinm Co.

O'Nelll-Jomat Co.

AMinoCi^ 227-229 W. WASHINGTON ST. CHICAGO ILL.
Branches: 29.57 Gratiot Ave.. Detroit, Mich. 1121 Nicollet Ave.

TRADE MARK
CONSOLA."

Mlnneaoolis. Minn.

Mandel Mfg. Co. He recently became associated

with the Excel people and since his joining this

company has made a remarkable showing in the

sale of Excel products. Besides a full line of

upright, console and portable talking machines,

this concern is exhibiting its well-known little

Columbian baby grand piano. This little instru-

ment has made quite an impression upon furni-

ture dealers because of its tone and small size,

which is fifty-nine by fifty-six inches.

Local Vocalion Activities

Announcement is made this month by F. W.
Clement, manager of Vocalion's Chicago head-

quartei'S, that this office is now Western dis-

tributor for the Pooley Furniture Co., of Phila-

delphia. Mr. Clement now has on display the

entire line of high-grade Pooley talking ma-

chines, consisting of uprights and consoles,

ranging in price from $115 to $250.

Mr. Clement also gave out the news that his

office has been appointed mid-Western distrib-

utor for the Standex, manufactured by the Mu-
sical Products Distributing Co., of New York

City. Standex is a cleverly designed little rec-

ord display stand. It is made of stamped sheet

steel and comes packed six in a carton, which

sells to the trade for $2.75. This little display

stand is very neat in appearance and may be

used for displaying ten-inch or twelve-inch rec-

ords. Its finish is in black crystallized lacquer.

In commenting on business Mr. Clement

stated that June proved to be one of the best

months so far this year and that July promised

even to exceed the business of June.

One of the best little trade stimulators that

was ever handled by Mr. Clement is the little

combination Vocalion record cleaner and needle

holder which was recently announced by his

concern. This little cleaner is in reality a

round tin box, which holds 500 needles. On
the back is printed a facsimile of the well-

known Vocalion label and the upper lid is cov-

ered by a piece of colored velvet, which can

be utilized as a record cleaner. These little

cleaners have been greatly appreciated by the

local trade because they oflFer a 'new avenue for

the sale of needles.

Improved Record Department

The retail roll and Okeh record departments

of the W. W. Kimball Co. were recently con-

solidated and put under the sole management

of Miss Ruth C. Strickland, who has had charge

of the talking machine department of this con-

cern for the past ten years.

Miss Strickland says the consolidation of

both roll and. record departments stimulated

trade because buyers coming for rolls will in-

variably interest themselves in records and

vice versa. The department is arranged so that

the shelves on one side contain records and on

the other side rolls. Both are within easy

reach of the hearing rooms, each of which con-

tains a player-piano and a talking machine.

Regarding the sales of Kimball instruments

Miss Strickland says that the Kimball Style H
upright, coming in mahogany, walnut and oak,

is proving to be an exceptionally good seller;

and the same holds true of the new Kimball

console Style S, which comes in mahogany,

walnut or oak finish. Style S is fully equipped

with six albums, automatic stop, two-spring

motor, and its size is 35 inches high, 37j^

inches wide and 2IJ-4 inches deep.

Whelan Twin Weds
On the afternoon of July 10 Miss Afra K.

Whelan, one of the twin daughters of Eugene
Whelan, assistant manager of the retail depart-

ment of the W. W. Kimball Co., will become

the bride of Woodburn Winings, technical ex-

pert for the Goodyear Rubber Co. The wed-

ding will take place at the Whelan residence,

at 5328 Hyde Park boulevard.

Pathe in Loop Office

The Interstate Phonograph Co., local whole-

sale representative of the Pathe Phonograph &
Radio Co., is now located at 533 South Wabash
avenue, having moved from its old location at

427 West Erie street. The new headquarters

continue .to be directed by W. E. Hotchkiss,

who is one of the best-known men in the talk-

ing machine business and at one time was con-

nected with several of the largest manufactur-

ing concerns in the East.

In the new headquarters there is now being

A Better Fibre Needle Cotter for Less Money

RETAIL PRICE $2.00

The ALTO

Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO, ILL.
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shown the entire line of Pathe phonographs,

Pathe records and Pathe radio parts and among
the most prominently featured in these show-

rooms is the new Pathe console, which was re-

cently announced to the mid-Western trade.

The Pathe Co. is fortunate in the location of

its newly acquired mid-Western production

plant, which enables the trade in this section

to get immediate shipments of the new lines

of consoles the Pathe Co. announced a short

time ago.

According to Manager Hotchkiss the new
Pathe needle-cut record has been well received

b}' the local trade. New accounts taking on

the new Pathe machines and records are con-

stantly growing in number, there being ap-

proximately 1,000 of them since the first of the

year.

The new Pathe consoles are known as Nos.

31, 36 and 40, ranging in retail price from $110

to $183 and $15 additional for electric -motor

equipment. Model No. 40 is of the Italian

renaissance period, furnished in mahogany and

oak and carrying the Universal tone arm. No.

36 is the Queen Anne type, furnished in brown

mahogany and walnut, and No. 31 is furnished

in brown mahogany and oak. The new Model

No. IS is of the upright type and comes in

mahogany finish and the Pathe portable may
be had in mahogany, golden oak, fumed oak or

fabrikoid leather.

Miss Wiswell Graduates With Honors
Miss Elizabeth Wiswell, daughter of Leslie

C. Wiswell, of Lyon & Healy, prominent Victor

jobbers, has graduated with honors from the

Francis Sheimer School extension course of

the University of Chicago.

Take on the Cheney Line

It was announced at headquarters of the

Cheney Talking Machine Co. this week that

Young & Chaffee Co., Grand Rapids, Mich., had

taken on the complete Cheney line, and elabo-

rate preparations have been made for the re-

tailing of this well-known line of instruments.

Young & Chaffee conduct the largest depart-

ment store in the western part of Michigan and

maintain their headquarters in the heart of the

business district. This concern has proceeded

to set forth the merits of the Cheney line in a

manner which is proving agreeably surprising

even to the population of Grand Rapids, where

the Cheney factories and the Cheney name are

thoroughly familiar.

Opens New Store

The Benson Music Shop, at 2135 West Chi-

cago avenue, one of the best-known retail music

concerns of this section of the city, has opened

a new store at 5915 Division street, where the

entire line of Brunswick talking machines and

records are being handled.

Remodeling Headquarters

The Reichardt Piano Co., at 1311 Milwaukee

avenue, is making major preparations to take

care of anticipated Fall business. This con-

cern, one of the oldest retail establishments in

Chicago, has been handling Victor and Colum-

bia talking machines and records for many
years,, as well as a niunber of high-grade pianos.

During the time it has been in business the

Reichardt Co. has built up an enviable clientele.

Among the many plans which this company has

for taking care of an increased Fall business is

one which brings about a complete remodeling

of the entire store. Fleretofore the talking ma-
chine department was located on the first floor,

but the new remodeling plans call for its loca-

tion on the second floor. This change admits of

greater possibilities for increasing the talking

machine department, as well as the installation

of many more new demonstration and hearing

rooms.

Rusticating in New Jersey

A. B. Cornell, of the Jewel Phonoparts Co.,

left Chicago on Saturday, June 30, for his farm

at Somerville, N. J. Mr. Cornell contemplates

staying the entire month of July in company

with his family on the farm. While on his vaca-

tion Mr. Cornell will keep in close touch with

activities at the Jewel plant and he expects to

devote some time to planning and making
preparations for business during the balance of

the year.

The Jewel Co. has a number of interesting

features concerning its product which it expects

to announce to the trade during the coming
months and in all likelihood we may look for-

ward to some new Jewel products to be added

to the line which will prove of great interest to

Jewel clientele.

Miss Powell Motors to Kentucky
Miss E. E. Powell, secretary of the Tonofone

Co., left Chicago July 5 for a ten days' motor
tour of the South. She is accompanied on the

trip by her sister and infant niece. The party

left Chicago and motored directly to Paducah,

Ky., where Miss Powell's parents reside. A stop

for several days will be made there and then

the party will leave for Memphis, Tenn., to visit

other relatives before the return trip is made.

Receiving Many Inquiries

The Lakeside Supply Co. is receiving a large

(Continued on page 110)

WHY?
Why does 90% of Vitanola business consist of repeat

orders?

Why do most Vitanola dealers stick to the line, and

those who make a change later reinstate the Vitanola?

Why are Vitanola dealers prosperous, even in times of

depression, their financial ratings improving year after

year?

There must be a reason.

Any Vitanola dealer can tell you what it is. But, better

still, find out for yourself. Order a sample of Vitanola

No. 43 today. See what a hit it will make, and how you,

too, will find it necessary to reorder time and time again.

VITANOLA TALKING MACHINE COMPANY
Wheeler St. and M. C. Railroad

SAGINAW, W. S., MICH.
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amount of inquiries for the Semi-invisible hinge

which it manufactures. Not only are these

inquiries from local concerns, but the'y also have

been received from all parts of the world. This

hinge is so constructed that it is placed on the

top and bottom edges of the doors of the talk-

ing machine. Material used in this construc-

tion is highly tempered ribbon steel and at the

same time the tempering will permit its bend-

ing rather than breaking when under a strain.

. The Lakeside Supply Co. also reports that

dealers throughout the country are showing an

exceptional interest in radio during the Sum-
mer months and many of these dealers are an-

ticipating their Fall wants by placing orders.

It is the' common belief in this section of the

country that the coming Fall months will bring

about a big increase in tlie radio business.

Eckhardt With Ad Agency
Walter Eckhardt, who for the past year was

in charge of the retail dealer sales department

of the Wallace Institute, manufacturer of the

well-known Wallace reducing records, has sev-

ered his connection with that institution and is

now associated with the firm of Maxwell & Mc-

Laughlin, an advertising agency, with headquar-

ters in the People's Trust Building, this city.

Prior to his coming into the talking machine

field, over five years ago, Mr. Eckhardt was as-

sociated with several nationally known adver-

tising concerns which specialize on music copy.

During his association with the Wallace In-

stitute Mr. Eckhardt built up a considerable re-

tail clientele throughout the music field and he

was helped materially in doing this by virtue

of a large dealer acquaintance gained in his

many years' service as sales manager for the

Phonograph Co., Edison distributor, with head-

quarters in Chicago. In view of his long asso-

ciation with the talking machine trade, Mr.

Eckhardt will continue to specialize in this field.

The Cheney Resonator

The June edition of the Cheney Resonator

has just come from the printers and, as usual,

the entire four pages are full of interesting

articles and items concerning Cheney, as well

as a number of prints showing the style of

newspaper advertisements that the Cheney ad-

vertising department has prepared for Cheney

dealers. One of the important articles printed

on the first page gives some interesting facts

about the fine new Cheney posters which were

recently printed. These posters, by the way,

show a sort of phantom or X-Ray view of the

Cheney instrument and the text matter calls

attention to the patented Cheney acoustic sys-

tem which is a progressive series of resonators

that scientifically controls sound.

Another item of important interest printed in

the Cheney Resonator is the second article of

a series of articles on the scientific basis of

Cheney construction. This series of articles is

so written as to be extremely interesting and

takes the reader through the various steps and

stages of sound wave recording and reproduc-

tion and then goes on to tell how the Cheney
acoustic system regenerates these sound waves.

CUTTING & WASHINGTON SALES PLANS

Prominent Minneapolis Radio Manufacturers

Will Introduce Special Product for Talking

Machine Trade—Herbert A. Brennan in

Charge of Sales for the Company

Minneapolis, Minn., July 6.—Considerable in-

terest has been aroused here by a recent an-

nouncement coming from headquarters of the

Cutting & Washington Radio Corp. that this

concern will introduce a new model radio re-

ceiving' set in a few days. It is understood

that this new instrument, which carries the

most modern radio developments, is built espe-

cially to cater to the requirements of the talk-

ing machine field.

For the past fifteen years both Dr. Fulton

Cutting and Bowden Washington, heads of the

company, have been regarded as leaders in the

radio field and they have originated many im-

portant units used in radio receiving. Much of

the equipment brought out by them is con-

sidered standard and this is said to be espe-

cially true in so far as present-day naval radio

equipment is concerned.

Sales of Cutting & Washington instruments

are being handled by Herbert A. Brennan,

whom the talking machine trade has known for

many years. Mr. Brennan was formerly asso-

ciated with the Victor Talking Machine Co.

and the Rudolph Wurlitzer Co. and more re-

cently has made a detailed study of the sales

possibilities for radio product in the talking

machine field.

Extensive plans for the music dealer have

been made for the Cutting & Washington Radio

Corp., under the direction of the Reincke-Ellis

Co., a prominent advertising and dealer service

organization, wliich maintains headquarters in

Chicago. These plans call for publicity ot every
form that will enable the retailer to hold the

attention of the purchasing public. Reincke-
Ellis have for many years made a specialty of

this particular branch of advertising and in

the talking machine field have concentrated

their activities upon the Victor retail trade,

working with the Victor distributors.

RECEIVES SEDAN ON BIRTHDAY

A. Abelowitz, Metropolitan Dealer, Celebrates

Fifty-fifth Birthday

The entire family of A. Abelowitz, well-

known Victor and Brunswick dealer, who has

been engaged in the talking machine business

in New York City for more than twenty years,

participated in the anniversary of his fifty-fifth

birthday on July 5. A surprise gift of a Paige
sedan was presented to Mr. Abelowitz by his

four children, Chester, Harry, Sam and Hannah.
The former is the metropolitan sales representa-

tive of the Brunswick Co. and the latter three

are connected with their father's business, the

,\bclowitz Phonograph Co. Neil Abelowitz,

anotiier member of the family, recently pur-

chased the Ansonia Music Shop on Broadway.

SAIL FOR EUROPEAN TOUR

A visit to England and a tour of the Conti-

nent have been planned by Mrs. Ralph L. Free-

man, wife of Ralph L. Freeman, director of

distribution of the Victor Co., and their three

children and Mrs. Edward K. MacEwan, a sis-

ter of Mrs. Freeman and wife of the secretary

of the Victor Co., who sailed recently on the

LTnited States liner "Pittsburgh."

Among the recent visitors to the Victor Talk-

ing Machine Co. in Camden, N. J., was Jerome
Harris, manager of the jobbing interests of C.

Bruno & Son, Inc., New York City.

This improved Geer Repeater is adjustable—it plays all records com-
pletely through—and it is daily becoming more popular wherever
continuous music for dancing, dining, entertaining or other purposes
is required. Thousands of dealers are making splendid profits. Why
not you?

Walbert Manufacturing Company
925-41 Wrightwood Avenue Chicago, III.
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THE TALKING MACHINE WORLD TRADE DIRECTORY, published

for the first time in May, 1922, was the first publication in the talking machine
industry that furnished the trade with accurate, up-to-date lists of manufacturers and
jobbers of all talking machine products.

The 1923 edition of the TALKING MACHINE WORLD TRADE
DIRECTORY is now ready for the trade, and this book is the only complete
DIRECTORY of manufacturers and jobbers of talking machine products that is

now available for the use of the trade.

This convenient reference book and buying guide should be in the hands of

every progressive and successful talking machine dealer, for it gives accurate, con-

crete information as to the products and personnel of the talking machine industry.

It is primarily a book of fact that can be depended upon for reliability and accuracy.

The TALKING MACHINE WORLD TRADE DIRECTORY represents

several years of careful, detailed compilation of trade facts and figures. The infor-

mation in this book was not prepared haphazardly or hurriedly, but is complete, ac-

curate and up-to-date.

Send 50c and a copy of this valuable DIRECT-
ORY will be forwarded immediately

Edward Lyman Bill, Inc.

373 Fourth Ave., N. Y. C.

Kindly send me—all postage prepaid—a copy of the
1923 TALKING MACHINE WORLD TRADE DI-
RECTORY in payment for which I enclose fifty cents
(stamps, check or money order).

T^ame

Address

City
7-23
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DALLAS
Haverty-Columbia Deal— fFatkin

Honored—Nen- Concerns—Distrib-

utors Make Satisfactory Reports

Dallas, Tex., July 5.—The Columbia Grapho-

phone Co. has just closed a deal whereby the

Haverty Furniture Co., of Dallas, has purchased

the entire stock of the former company carried

in its Dallas and Atlanta warehouses. This is

said to be the largest talking machine deal ever

made in the Southwest and includes transfer

of more than 1,000 machines for a little more
than $100,000. Five different models of the

Columbia machines were included in the lot.

The purchase was made by B. T. Stanford, sec-

retary of the Haverty Furniture Co. and general

manager of the Dallas store. Victor B. Lowrey,

advertising manager and in charge of talking

machine sales, has already launched a big adver-

tising campaign and has placed the newly pur-

chased machines on sale at special prices. Mr.

Lowrey has already sold more than three car-

loads of talking machines so far this year and

reports business unusually good for the Summer
season. He anticipates little difficulty in dis-

posing of the entire lot of Columbia machines.

Work of R. N. Watkin
Robert N. Watkin, of the Will A. Watkin

Co., 1207 Elm street, Dallas, who, as reported

in The World, was recently elected president

of the National Association of Music Merchants,

has been largely responsible for the remarkable

growth of the musical industry in the Southwest

in the last few years. To his efforts is largely

due the success that has attended the inaugura-

tion of Music Week in Dallas, which has now
spread to other cities and towns in Texas until

there is hardly a community that does not ob-

serve Music Week, and the musical industry

receives a big impetus therefrom.

Plan National Musical Week
Mr. Watkin reports that the National Asso-

ciation of Music Industries, through its chair-

man, Otto H. Kahn, of New York, is now at

work on plans for a National Music Week next

year. Governors of all the States that have

held Music Weeks have been invited to become
members of the honorary committee, and Mr.

Watkin, president of the National Association

of Music Merchants, and Mrs. John F. Lyons,

of Fort Worth, president of the National Fed-

eration of Alnsic Clubs, have been chosen to

represent Texas on the general committee.

Dallas is one of the three cities in the country

that have held music week for the last three

consecutive years. About 150 cities in the en-

tire country have held music week for two
consecutive years.

Dallas now boasts of three presidents of music
industries organizations: D. L. Whittle is presi-

dent of the Dallas Music Merchants' Associa-

tion; William Howard Beasley, of the State

Music Merchants' Association, and Robert N.

Watkin, of the National Association of Music
Merchants.

New Concerns Organized
The Gunst Music Co. has been organized at

Fort Worth, Tex., and has opened a retail store

at 500 Houston street, with Ernest L. Conkling,

formerly with the Citizens' Savings & Loan
Association, as sales manager. The Gunst Music
Co. has secured a long lease on the building at

500 Houston street, formerly occupied by the

Conkling-Grimes Piano Co. The company will

handle pianos, sheet music, various musical in-

struments and several standard makes of talking

machines. Jesse S. Aldridge, well-known music
merchant of Fort Worth, is manager of this

company.

The Mason Music Co., Inc., is the style of a

recently organized music company in San An-
tonio, Tex., which has been incorporated with

capital stock of $20,000. Incorporators are G. W.
Parish, L. E. Robinson and J. W. Mason. The
company will retail pianos, musical instruments

of all kinds, sheet music and talking machines.

The Phonograph Co., of Oklahoma City,

Okla., has been organized with capital stock of

$25,000 to conduct a retail store, dealing in Edi-

sons. The incorporators are A. C. Dennis, R.

H. Sherman and W. J. Davidson.

Good Business Enjoyed
Dallas distributors of various makes of talk-

ing machines report continued good business.

Good crop prospects over Texas have induced

a marked feeling of confidence and the retail

trade in the various cities and towns continues

good, despite the seasonal dullness, according

to reports received by Dallas jobbers, and their

sales bear out these statements.

Sanger Bros., jobbers of Victrolas and Victor

records, which firm perhaps sells more talking

machines to the small town merchants in this

trade territory than any other firm in Dallas,

owing to the fact that it is an old well-estab-

lished firm and has been selling goods for more
than half a century, reports an unusually heavy

demand for new machines and for records. The

TEXAS=OKLAHOMA_CO. IN NEW HOME

Prominent Dallas, Tex., Edison Distributor in

Permanent New Quarters—Former Ware-
rooms Destroyed by Fire Some Time Ago

A SIGNIFICANT QUESTION

NEwllllSON
COMPARISON WIThI THE' LIVING ARTIST

REVEALS- no; difference

\/fORE than 5,000 times
this test has been

made by more than 75

artists. Five million mu-
sic lovers could detect no
difference between the
Edison performance and
the living performance.

OIGNIFICANT indeed is the

^ question asked on the back

cover of this magazine.

The answer would reveal that

more and more discriminating

music-lovers are demanding the

one phonograph that dares the

test of direct comparison with

the living artist.

Texas -Oklahoma Phonograph Co.
2025 Jackson Street DALLAS, TEXAS

Dallas, Tex., July 2.—The Texas-Oklahoma
Phonograph Co., Edison distributor, whose
headquarters in this city were so badly damaged
by fire recently that the concern was compelled

to secure other quarters in order to avoid in-

Texas-Oklahoma Phonograph Co. Headquarters

lerruptions in supplying its large clientele with

Edison instruments and records, is now located

in the spacious and well-equipped building

shown in the illustration, in front of which are

standing part of the warehouse and office per-

sonnel. Despite the confusion and loss occa-

sioned by the fire the Texas-Oklahoma Phono-
graph Co.'s service to its dealers suffered little

interruption and business is now going ori at a

normal pace.

development of radio in the Southwest is be-

lieved in part responsible for the heavy demand
for Victrolas and records. Many homes in the

small towns and rural districts have installed

radio receiving sets to pick up programs from
Dallas, Fort Worth and other broadcasting cen-

ters and once the programs are picked up there

is created at once a desire for more music. In-

vestigation shows that nine out of ten homes
equipped with a radio receiving set also have

talking machines and good selections of records.

The Texas-Oklahoma Phonograph Co., dis-

tributor of Edison machines in Texas and Okla-

homa, is now well established in its new build-

ing on Jackson street, and O. G. Feltner, man-
ager, reports business is altogether satisfactory.

The Sonora Distributing Co., cf Texas, of

which Earle D. Behrends is president, distribu-

tor of Sonora phonographs and Vocalion rec-

ords, reports a satisfactorj- demand for both

machines and records. The record business is

somewhat better than the machine business,

according to Mr. Behrends.

Numerous retail music stores in Dallas, deal-

ing in talking machines of various makes, are

following the lead of the Haverty Furniture Co.,

which has put on special sales of Columbia dis-

continued models.

Early Closing in Effect

The Dallas Music Industries Association,

which includes all merchants in Dallas dealing

in musical instruments, has voted to close their

places of business on Saturday afternoons during

the months of July and August. The Associa-

tion has discontinued its weekly luncheon meet-

ing for the Summer and the next luncheon will

be in September, at which Robert N. Watkin
will be the chief speaker.

MATT HOHNER^IN EUROPE
Matt Hohner, of M. Hohner, harmonica and

musical instrument manufacturer, of New York,

sailed for Europe recently on the "George

Washington." He will visit the Hohner fac-

tories in Trossington, Germany, and will re-

turn to New York some time in September.
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Treasure

Chest'

Produces

Cash

The "Treasure Chest" is a brand new creation, one that will certainly begin a new era of

interest and activity in your business. Daily, Mr. Victor Dealer, your customers demand of

you something new, something different, something out of the ordinary. When you fill those

demands you will have made satisfied customers, and satisfied customers mean your very exist-

ence and future success.

The "Treasure Chest" fully meets the demand for novelty and entertainment. It com-
prise? six 10-inch doul)le-faced Victor records (12 selections) of the finest instrumental music
of foreign lands—every selection being a musical gem and novelty. The envelope of eadi
record has on it a spirited and effective drawing appropriate to the music, together with an
interesting and vivid annotation.

These six wonderful Victor records are enclosed in a specially designed

and durable container handsomely and appropriately decorated, reproducing

in full colors the six original drawings appearing on the record envelopes.

It is the finest and most beautiful record packet that has yet been devised

for the merchandising of phonograph records.

Most important of all, every selection in the ''Treasure Chest" has been carefully chosen to

meet the particular and discriminating taste of the American people. This collection will be the

prized possession of every home that it enters.

The "Treasure Chest" and its music will make the strongest possible

appeal to every record buyer in your community. Where you previously

sold one record, Mr. Victor Dealer, you will now sell six and with less effort.

C. BRUNO & SON, Inc.
351-353 Fourth Avenue New York

Victor Wholesalers to the Dealer Only
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W.D ANDREWr CO.
DISTRIBUTORS OF

VIGTROLAS and VICTOR RECORDS
'Service That Satisfies''

SYRACUSE, N. Y.

IN S Y R AC USE
Live Methods of Dealers Pay Divideiids-

Siitnmer Sales—Meeting of State Sonora

-How
Dealers

L. E. Carl Makes
-Month's News

Syracuse, N. Y., July 7.—Talking machine busi-

ness in this city and surrounding territory has

been very satisfactory during the past month

or six weeks. This is partly due to the unre-

mitting efforts of the more aggressive dealers

in sales promotion work of all kinds. Advertis-

ing, window displays and other methods of

bringing the various types of merchandise han-

dled before the public are playing a large part

in the satisfactory conditions prevalent here

now and indications for the immediate future

of business arc excellent.

Proof That Summer Trade Is Active

A typical example of the way in which some

dealers are determined to get business is that

of Leslie E. Carl, Edison dealer at Deposit,

N. Y., a fair-sized community not far from

here. The photograph illustrates the confidence

of Mr. Carl in his ability to make sales during

the Summer months. This is only one of sev-

eral shipments of Edison instruments which

have been made to this enterprising merchant.

Although Mr. Carl's store is located in a town

of about 1,000 population he has established a

very good business by reaching out into the

surrounding communities. He is a firm believer

in canvassing and many sales have been made

A Mid-Summer Shipment of Edisons

through this agency. Publicity and advertising

of all kinds have also helped materially. Mr.

Carl is the type of merchant who believes that

HiiiimiiiiigiiBiniimiiiiiiiii'ii""""""""""""'

Selling a Service That Satisfies

WHY the GIBSON-SNOW CO. is GROWING
The Gibson-Snow Co., Inc., distributor for

Sonora phonoj^raphs and Vocalion records,

not only supplies its dealers with merchan-

dise promptly and efficiently, but helps its

dealers in their sales problems.

The Gibson-Snow organization comprises

an experienced, capable sales staff that is

qualified and willing to help Sonora and

Vocalion dealers in its territory increase

their sales totals.

IlilllllllllllllllBIIIIIIIIIIIIBIilllll

GIBSON-SNOW CO., Inc.

SYRACUSE NEW YORK

sales can be made regardless of the season or

weather and the fact that Frank E. Bolway &
Son, Inc., Edison distributors, with headquarters

in Syracuse, find it necessary to make regular

shipments of all models of the New Edison is

sufficient indication that he is doing an excel-

lent business, despite the fact that the Summer
season is upon us.

State Sonora Dealers Meet
The "get-together" meeting of New York

State Sonora dealers, held on June 25, under the

auspices of the Gi1)>on-Snow Co., Sonora dis-

tributor, of this city,

was well attended by
merchants from all

parts of the State,

also by W. W. Gib-

son, president of the

GibjOn -Snow Co.;

George E. Brightson,

president of the So-

nora Phonograph
Co.; F. V. Goodman,
E. D. Coots, of the

Sonora Co.'s sales di-

vision, and L. C. Lin-

coln, advertising man-
to Leslie E. Carl ager of the Sonora
I^honog.-aph Co. The dealers met to become
better acquainted with each other and with the

Sonora organization, but mainly to hear the

story of Sonora. These purposes were more
than accomplished and the meeting proved a

great success.

The morning session was addressed by E. D.

Coots, who is an authority on the reproducing

properties of a phonograph, and his talk on the

distinctive reproducing qualities of Sonora will

long be remembered by those who heard it

and will, no doubt, be of inestimable benefit

to the dealers in presenting the Sonora to the

public. At a luncheon at the Onondaga Hotel

Nelson P. Snow, of the Syracuse branch of the

Gibson-Snow Co., introduced Mr. Brightson,

v. iiom the dealers received with enthusiasm. His

talk was both instructive and constructive; he

c'ted many interesting details about the early

days of Sonora and outlined the remarkable de-

velopment of Sonora popularity during the past

nine years. In his congenial, yet convincing,

manner he spoke of the strength and principles

of the Sonora Co., making the dealers realize

more than ever bef&re the excellence of the

phonograph they sell.

After Mr. Brightson's talk W. W. Gibson

gave a number of very conclusive reasons why
the dealers could expect good business for the

balance of the year, stating that every indica-

tion pointed to prosperity ahead.

C. T. Malcomb, Sonora manager of the Gib-

son-Snow Co., advised the dealers strongly

against waiting until November and December
before placing their holiday orders, reminding

them of their struggles for merchandise in 1922.

He spoke of the splendid plant at Saginaw,

where the Sonora is made from start to finish,
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Jobbers

with the exception of t!ie motors, whicli are

made in tlie Sonora Co.'s own factory in Switzer-

land. With all its excellent equipment, how-

ever, the company is not able to put through

sufficient machines to supply the demand and

he urged the dealers to insure themselves

against loss of business and disappointment dur-

ing December by placing orders now for future

delivery.

L. C. Lincoln, advertising manager of the So-

nora Co., then addressed the meeting and fore-

told the advertising possibilities for the balance

of the year and also gave manj^ points of good

advice about the mediums of advertising avail-

able to the dealers and the proper use of the

advertising material sent to them by the Sonora

Co.

Closing the session was Mr. Goodman's sin-

cere counsel to the dealers to place their or-

ders as early as possible in order to- prevent

a repetition of their experience last Fall, when
they could not obtain merchandise to meet the

demand. The distributors, he told them, have

contracted for practically every machine that

George E. Brightson

will be turned out by the factory for the rest of

the year and will not be able to secure further

shipments after their allotments have been

shipped. It, therefore, behooves the dealers to

estimate their probable needs now and have

the machines set aside for them. Making an

estimate should not be a difficult matter if the

dealer will refer to his sales for the past three

years, note the increase in the past and take

into consideration the ever-growing demand for

the quality phonograph.

It was the opinion of all present that meet-

ings of this kind should be held once or twice

every year and Mr. Malcomb expressed himself

as being well pleased with the results of the

present gatherincr.

Immense Summer Trade in Victors

The W. D. Andrews Co., of this city, Victor

jobber, reports a brisk trade with an exception-

ally big demand for Summer Victrola models

and the latest dance and song hits. Located in

the center of the playground of America and

supplying dealers catering to clienteles in such

points as the Thousand Islands, Adirondack

Mountains, Catskill Mountain resorts, the cele-

brated Finger Lakes region of New York State

and the Green Mountain district of Vermont,

the W. D. Andrews Co. is admirably qualified to

obtain an accurate idea of Summer business.

There is an active demand for small Victrolas

tor use in Summer cottages, camps and tents

and on all of the water craft Victrolas can be

heard playing the latest dance and song hits

for the entertainment of vacationists.

Victor dealers throughout the State are very

optimistic in commenting upon the business

outlook, stating that the new Victrola models,

which are about ready to be placed on the mar-

ket, represent the best values that could pos-

sibly be presented to the public.

Curt C. Andrus Reports Progress

Curt C. Andrus, the Edison dealer, at North

lonawanda, N. Y., stated in an interview the

other day that about 20 per cent of his busi-

ness is from talking machine owners who hear

I'.ie New Edison in their friends' homes and

appreciate its natural tone and are willing to

t.ade their talking machines in for the Edison.

If a dealer allows the right price on these trade-

ins he can work them off readily without loss.

Much favorable comment is heard about the

promptness with which the Edison factories are

issuing the hits of the day. This is having a

decided influence on sales. The demand for

the console model of the Edison is increasing

right along in this city.

NEW DEALER PUBLICITY ON "PAL"

Plaza Music Co. Issues Special Display Sign for

Use of Dealers

The Plaza Music Co., manufacturer of the

"Pal" portable talking machine, has just issued

a new display sign for dealers' use. The illus-

trations are for the purpose of showing the all-

year-round use to which a portable machine

can be put. The many purposes to which the

"Pal" portable can be put will tend to create

many additional sales and should not confine

consumer interest to the strictly Summer sea-

son. The advertising department plans to con-

tinue the interest of the dealer and the public

throughout the whole year and much additional

publicity material has been issued for the pur-

I)OSc of continuing and intensifying the interest

in the portable instruments.

C. C. BAKER'S ARTISTIC STORE

Establishment Recently Opened in Columbus,

O.. Is a Model of the Most Modern Ideas

in Interior Decoration and Arrangement

Columbus. O., July 7.—An artistic local store

is that of C. C. Baker at 43 South High street,

which was opened a little more than a month
ago, and referred to in our columns before.

The interiar of the establishment, reproduced

herewith, shows the excellent arrangement of

Interior of New C. C. Baker Store

the twenty-four record demonstration booths

and machine display rooms and the service

counters and record racks which line one entire

side of the store. As may be seen from the

illustration, C. C. Baker has spared no expense

in making this the last word in talking machine

store arrangement. The show windows also are

a feature, and the artistic simplicity of the dis-

plays which have thus far been arranged indi-

cates the value of restraint in achieving the

beautiful in window displays.

SECULAR'S MUSIC SHOP ASSIGNS

Secular's ilusic Shop, Inc.. dealing in talking

machines and records at 931 Eighth avenue.

New York City, has made an assig-nment to

Isador Goetz, of 15 Park Row. Tames Secular

is treasurer of the company.
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THE TWIN CITIES
Every Branch of tlie Trade Represented at Monster Picnic at

Spring Park—All Dealers and Jobbers Report Good Sales roltime

Minneapolis and St. P.sul, Minn., July 7.

—

By the time this issue of The World appears

the mammoth picnic on Tuesday, July 10, at

Spring Park, on Lake Minnetonka, will be his-

tory. At this writing 1,000 people are expected,

comprising the 500 men and women of the trade

and their families. The invitation is extended

to jobbers, retailers, salesmen, piano tuners and

piano movers. The idea originated with Charles

K. Bennett, general manager of the George C.

Beckwith Co., Victor distributor.

The party will leave the Minneapolis parade

grounds for the lake in automobiles. Sports

include a baseball game refereed by two huge

piano movers, Hans Christianson, of the Reli-

able, and Andy Anderson, of the Skellett Trans-

fer Co., and the loving cup, a two-quart oil can,

will be presented by Frank Gage, known for

his oratorical gifts. A married folks' race, pie-

eating contest and aquatic events, a basket

luncheon and a dinner at the Hotel Del Otero,

to be followed by dancing, are on the program.

The committee heads are: Chairman, A. E.

Monson, Stone Piano Co.; secretary, K. E.

Stommel, Cable Company, and treasurer, L. E.

Crocker, Foster & Waldo; general arrange-

ments, Charles K. Bennett; music, P. A. Simon,

Metropolitan T. M. Co.; transportation, M. L.

McGinnis, Starr Phonograph Co.; location, C.

L. Carlson, Howard-Farwell; advertising, H. H.

Whitstruck, Metropolitan; publicity, Robert O.

Foster, Foster & Waldo; official doctor, Dr. Ar-

thur W. Hoaglund; photographer, Thomas Se-

land, and entertainment features, representatives

of music publishers, including Leo Feist Co.,

Jerome H. Remick, M. Witmark & Sons,

Shapiro-Bernstein and Ross-McCline.

Schumann-Heink Sings for Veterans

One of the brightest stars in the Victor gal-

axy of artists, Schumann-Heink, has made her-

self even more beloved here by her gracious

visit to Minneapolis to sing for "her boys," who
gathered in this city, June 25 to 28, for the an-

nual convention of the Disabled American
Veterans of the World War.

Victor Educator Here
The Victor interests are being admirably

served in this district by Miss Ada Bicking, spe-

cial Summer representative of the Victor educa-

tional department, who is giving eight weeks to

lecturing on "Musical Appreciation" before the

Summer sessions of colleges and normal

schools. She lectured at the University of Min-

nesota last week and arranged meetings with

the Twin City dealers. Monday afternoon of

her Minneapolis stay she talked to Minneapolis

dealers at an informal gathering.

Good Edison Demand Continues

Laurence H. Lucker, Edison jobber, says:

"Our out-of-town business is 60 per cent ahead

of last year at this time. We look for a big

country business from now on." Popular songs

are selling well, according to J. Unger, of the

Laurence H. Lucker Co. Many sales are being

made of the new $100 model and the $135 and

$175 consoles, he said. The company has just

sold a $1,000 console and also made the sale of

three Edison consoles to one man. All the mod-
els retail for over $300.

A. H. Curry, of Orange, N. J., vice-president

of the Edison Co., paid a flying visit June 27

to the local offices on his way to Dallas. He
accompanied Mr. Lucker from the Chicago

meeting of Edison jobbers. Mr. Unger is back

at his desk, after a vacation spent fishing, and

at the present time A. L. Topel, office man-
ager, is on his vacation fishing. The company
is sending out literature in anticipation of the

county fairs, for which country dealers are get-

ting ready. "Si" Poppler, president of the Pop-

pier Piano Co., of Grank Forks, Edison dealer,

plans a large display of Edison machines and

records at the North Dakota State Fair.

Victor Popularity Grows
"Business is good," says George A. Mairs,

head of the talking machine department of W.

J. Dyer & Bro., Victor jobbers. He adds the

cheering word that South Dakota is picking up

after a long quiet period.

George C. Beckwith Co. Busy
"Sales for the first six months of this year

are considerably ahead of last year," according

to Charles K. Bennett, manager of George C.

Beckwith Co., Victor jobber. "Most of the busi-

ness is out of town and the record business is

considerably increased," he said. Portables are

ROADMAN'S
OOTHS
ETTER BUILT
ETTER DESIGNED

Designers and Manufacturers
Music Stores a Specialty

BROADMAN WOODWORK FIXTURE CO.
TELEPHONE DRYDOCK 9069

652 EAST 12th ST. NEW YORK, N. Y.

selling well and the new console Models 215

and 405 are also going well.

C. H. Jensen, who has just returned from a

sales trip, says that the Victor business in south-

ern Minnesota and South Dakota is better than

he expected and conditions are looking better

than a year ago.

The Beckwith Co. has instituted the Beck-
with Business Booster, designed for the sales

forces of Victor dealers, which the company
issues once or twice a week, containing perti-

nent material.

Georgie Price, Victor artist, who appeared

here with the "Spice of 1922," gave Victor deal-

ers an exhibition at the Beckwith offices.

Brisk Sales of Okeh Records
The Consolidated Music Co. branch here is

specializing on a line of talking machine acces-

sories, according to Miss B. C. Eggar, manager,
who recently returned after a five weeks' ab-

sence. Okeh records are in good demand here.

Artists' Appearances Help Sales

Brunswick dealers are selling many records

by Arnold Johnson and His Orchestra, which
played in Minneapolis and St. Paul recently, ac-

cording to Eugene F. O'Neill, of the Bruns-
wick-Balke-Collender Co. Mmneapolis and St.

Paul dealers tied up with some excellent full-

page advertising.

Regret Death of R. H. Bach
Profound regret is expressed among music in-

dustry men over the death a fortnight ago of

R. H. Bach, of Owatonna, one of the oldest

Brunswick and Victor dealers in this territory

and one of the most important dealers in south-

ern Minnesota, having stores in Faribault and
Rochester, as well as Owatonna.

News Gleanings

Clif? Hunt, Brunswick and Victor dealer, is

back at work after an enforced vacation due to

an automobile accident.

"Doc" O'Neill says the popularity of Isham
Jones' "Swingin' Down the Lane" promises to

equal that of "Farewell Blues," which was such
a big Brunswick seller. We understand that

Isham Jones is expected in the Twin Cities for

a personal appearance some time this Summer.
Edward G. Hoch, Cheney distributor, has just

returned from a business trip to the northern
Minnesota towns.

S. W. Goldsmith, vice-president of the Badger
Talking Machine Co., Milwaukee, was in Minne-
apolis last month and spent a day at the home
of Charles Bennett talking over old times and
their experiences as phonograph salesmen.

MAKING DELIVERIES OF "LITTLE TOT'S"

Regal Record Co. Starts Quantity Production of

Children's Records

The Regal Record Co., Inc., manufacturer of

records for children under the trade name "Lit-

tle Tot's," is now making deliveries of this prod-

uct in quantities. In conjunction with the cam-
paign exploiting these children's albums and
records the company has issued a complete se-

ries of display signs, cut-outs, hangers, con-

sumer circulars, newspaper mats and other pub-
licity material. Every phase of publicity which
would produce sales has been thoroughly can-

vassed by the advertising department and the

result is that the trade and consumer literature

undoubtedly will prove effective in creating busi-

ness for dealers.

EDISON
Dealers Enjoy

Steady Profits

Open Territory

for
Live Merchants

It's the only phonograph that can sustain the test of

comparison with the hving artist.

Quick turnover—Steady profits.

New console and upright models at new low prices.

Sixteen models for every taste and purse.

The only permanent-point instrument in the phono-
graph field.

First to adopt instantaneous release of new Hits. No
waiting for monthly release dates.

Edison Builds PRESTIGE—Make your store the

musical center of the community.

Write for special new liberal dealership proposition

LAURENCE H. LUCKER
Northwest Edison Distributor

Established 1902

17 South 6th Street Minneapolis, Minnesota
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OGDEN DEALERS AFTER RURAL TRADE

Bulk of Sales Are Made to Suburban Residents

—Glen Bros.-Roberts Piano Co. Amends
Charter—Activities of the Month

NEW CANADIAN COPYRIGHT LAW

Ogden, Utah, July 5.—The suburban districts are

furnishing the greatest part of the talking ma-
chine business of Ogden dealers. The farmers,

too busy to come to the city, are easy to ap-

proach when machines are taken to their homes.

T. J. Holland, sales manager of the Glen

Bros.-Roberts Piano Co., states that he finds his

greatest success in "spotting" talking machines

in the homes. "We leave them a day or two

after playing several records, providing them
with a varied selection of records. When our

salesman calls again he usually finds that the

family has been 'sold' on the phonograph and

the machine stays in the home."

This firm keeps a daily record of the move-

ments of talking machine records and a compe-

tition is kept up between the clerks. The sales

people take a keen interest in their records and

a large volume of sales is the result. T. J. Hol-

land recently completed the organization of a

Scout band at Layton, Utah, placing twenty

instruments and a library of music.

The Glen Bros.-Roberts Piano Co. filed with

the Secretary of State amendments to its ar-

ticles of incorporation increasing the authorized

capital stock by $150,000, extending somewhat

the corporate authority and also altering the

directorate. Amended articles provide for 3,500

shares of common stock, no par value, into

which outstanding common stock shall be con-

verted on terms satisfactory to the directors

and the owners of such stock, and also the

$150,000 of preferred stock. G. S. Glen is presi-

dent and R. D. Roberts secretary.

An unusual spurt of business is reported by

Ezra Jones, of the Jones Phonograph Shop,

who sells Brunswick and Sonora instruments.

He attributes his good business to personal

calls and keeping in touch with his patrons

after the machines have been placed. They are

furnished with the latest records, and this,

coupled with advertising in the newspapers,

keeps the records moving.

The Proudfit Sporting Goods Co., Edison dis-

tributor, reports fair business in Utah, Idaho

and parts of Wyoming and Nevada.

The Williams Music Co. is maintaining a

steady business in talking machines, especially

portables, and reports a demand for records.

Browning Bros., Brunswick dealers, are con-

templating the removal of the talking machine

department from the mezzanine to main floor.

NENriElDllSON
COMPAfflSON WITh| TilE- iLlVINC ARTIST

REVEALS NO DIEFEIIENCE

The demand of the public for the

NEW EDISON was never greater.

The models never more artistic.

The records never better.

The service in record releases

never so prompt.

These with the new low level in

prices on instruments and records

make

Large Profits Certain

We have a few towns open for

dealers.

Write for particulars.

-13-

Proudfit Sporting Goods Co.

OGDEN, UTAH
/nt»rmountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

Two Cents Royalty for Mechanicsil Reproduc-
tion of Copyright Music on Rolls and Records
Provided for in New Law, Effective January 1

The new Canadian Copyright Law, which has

been passed by the House of Commons and the

Senate and which goes into effect on January 1,

1924, embodies many new features in copyright

legislation which are of interest to publishers

and copyright owners both in Canada and the

United States for the reason that the new law-

may be used as a sample for certain clauses in

any new copyright legislation introduced in the

United States.

The chief features from the angle of the talk-

ing machine trade are naturally those provisions

applying to the mechanical reproduction of copy-
right music through the medium of records, and
these provisions include:

(1) A royalty of 2 cents a playing surface

(that is 4 cents on each double-sided record)

will be collected from the phonograph record
manufacturers, for the use of copyrighted music.

(2) A royalty of 2 cents will be collected on
each player-piano roll, containing copyrighted
music, sold.

(3) The "manufacturing clause" is in. That
provides for all countries, not adhering to the

Berne Convention, having to print in Canada
to secure copyright protection here. As Russia,

for the time being at least, is not an important
factor in the international copyright situation,

the United States is the only great power not in

the Berne Convention. At the present time
there is before the United States House of Rep-
resentatives a bill intended to bring the United
States into the Berne Convention.

The life of the copyright under the new
Canadian law is fifty years, and this half-ceii-

tury of protection also applies in the case of

mechanical reproduction.

MANY DEALERS IMPROVE STORES

Installations of New Equipment by Van Veen
& Co. Indicative of Confidence of Trade in

Future Prosperity of the Business

General activity in beautifying the wareroonis

on the part of many talking machine dealers is

reported by Van Veen & Co., Inc., New York
City, manufacturers of talking machine ware-
room equipment. Among the most recent jobs

completed by this company is that of the Prav-

der Music House, of 531 Sutter avenue, Brook-
lyn, N. Y. This is the second Van Veen instal-

lation for this company, Van Veen & Co., Inc.,

having equipped the other store of the Pravder
Music House in New Rochelle. The Brooklyn

installation consists of eight booths, together

with a piano salon and a large reception room
in the front of the store. A special feature of

this installation is a domed ceiling connecting

the booths and running down the center of the

store. The walls are handsomely decorated with

hand-painted frescoes and the color scheme of

the equipment is in antique blue and ivory. In

addition to the booths and large record depart-

ment equipment was installed for sheet music
racks and wall cases for musical instruments.

The new warerooms of the Pravder Music
House will carry the Edison and Columbia lines.

Van Veen & Co., Inc., have also just com-
pleted an attractive installation in the' ware-

rooms of the Fox Piano Co., Stamford, Conn.,

where twelve booths were installed in the talk-

ing machine department, in addition to wall

cases for musical instruments and racks for rec-

ords. The interior treatment was particularly

attractive, the woodwork being in the Adam
period and the color scheme ivory and gray. It

is said that this installation in the Fox Piano

Co. makes these warerooms one of the most

attractive in Stamford.

A. L. Van Veen, president of the company,

reports that five or six installations are now be-

ing finished, which anticipates the activity on

the part of these dealers for good Fall trade.

PORTABLE PROFITS
Order Your Portables Now

Your Largest Seller

Outing

$22.50

Charmaphone -

Buddy - Three Styles
from $17.50 to

Carola

Carnival ....
Madison ....

With Carrying Case

$18.00

19.00

15.00

10.00

6.50

8.50

Distributors of

Little Tots' Nursery Tunes
Albums and Records
Albums with 6 seven-inch selec-

tions, List Price . . . $1.00
Individual Records, List Price 25c.

Liberal Discounts

—

—Now Ready for Delivery

Outing and Charmaphone
Portables

Walter Camp's Daily Dozen and
Health Builders Reducing
Sets

The New Cesco Repeater
Musical Instruments
Music Roll Cabinets
Gold Seal and Geer Repeaters
Record Cabinets
Fixtures

Albums
Brilliantone Needles
Honest Quaker Springs and All

Other Accessories

Bubble Books and BoboHnk
Books

Kiddie Albums and Kiddie
Rekords

Write for our complete cata-

logue of Standard phonographs,
cabinets, musical instruments

and accessories.

THE CABINET and

ACCESSORIES CO.,
INCORPORATED

Otto Goldsmith, Pres.

3 WEST 16th STREET

NEW YORK
Telephone Watkins 2777-2778
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GIN C I N N A T I
Comparative Figures for Six Months Past Show Big Gain Over
Last Year—Local Columbia Branch in New Home—Month's News

Cincinnati, O., July 7.—Sales of talking ma-

chines and records have held up remarkably well

in Cincinnati as the warm weather has ap-

proached. Usually, with the advent of Summer
and the many outdoor attractions which accom-

pany it, there is an inclination on the part of

the public to turn to open-air amusements. But

this year there is no slump noticeable on the

part of local dealers, who report that their vol-

ume of business is maintaining a steady pace.

Of course, there has been some decrease in the

total amount of business in comparison with the

months of March, April and May, but this is

to be expected. On the other hand the most

encouraging sign is the large increase in sales

over the same period last year. Many firms do

not hesitate to say that their business is far

better than at this time in 1922, in some cases

showing an increase which approximates 100

per cent. In one specific instance the sales in-

creased 150 per cent over last year. This is

merely an indication of how good business is in

Cincinnati for the talking machine dealers. The
decrease in the total sales over May is a neg-

ligible factor when the increase over last year

is taken into consideration. The sales of talk-

ing machines are heaviest on the console mod-
els. The portable camp model is proving to be

popular and many of them are being sold by

local dealers, who have made an especial effort,

through window displays and newspaper pub-

licity, to dispose of them.

Starr Co.'s Big Publicity Stunt

A publicity stunt enacted recently by the Starr

Piano Co. caused much interest and excitement

in local circles. Probably the most popular and

best-known dance orchestra in Cincinnati Is Jus-

tin Huber's Orchestra, which has gained fame dis-

pensing dance music at the Hotel Gibson and has

been featured at the more important of the pri-

vate dances in this city. Lloyd Kidwell, pian-

ist and composer, who is also the assistant di-

rector of Justin Huber's Orchestra, composed
a popular number, entitled "Japanese Lullaby."

The Starr Piano Co. engaged Huber's Orchestra

several weeks ago and had it play in the

window of its store, featuring "Japanese Lulla-

by." First the orchestra would play the piece

and then tlie Gennett record of "Japanese Lul-

laby" would be played. To make the compari-

son of the two better the orchestra would play

part of the song and then the Gennett record

would finish playing it, the change from the

orchestra to the record bringing no change in

sound that was noticeable to the auditors. The
crowds which gathered in front of the Starr

Piano Co. were so large that traffic was blocked.

The feature proved so good an advertising ven-

ture that large sales of "Japanese Lullaby" re-

sulted and the Starr Piano Co. and Gennett rec-

ords gained some highly valuable publicity in

addition.

New Quarters for Columbia Co.

The Columbia Graphophone Co. has moved
its local office to West Fourth street and the

large six-story building formerly occupied on

East Eighth street has been leased to a paper

company. This move is in line with the recent de-

cision of the main office to discontinue the district

ofiice in this city. Reports received from deal-

ers indicate that the sales of Columbia records

are large and that increases in the total volume

of sales have been realized.

J. F. Ditzell Addresses Brunswick Sales Force

J. F. L>itzell, manager of the sales promotion

department of the Brunswick-Balke-CoUender

Co., Chicago, was in the city on June 29 and

made an address before the salesmen of the

Cincinnati district office at a dinner given in his

honor. On July 20, at Richmond, Ind., one of

the company's leading musical organizations,

the Isham Jones Orchestra, will play at a dance

at the Romey Furniture Co. This is one of the

best-known dance orchestras in the country and
it is expected that the many dealers in this ter-

ritory handling Brunswick machines and rec-

ords will profit by the appearance of the Isham
Jones Orchestra in this vicinity. The district

office of the Brunswick Co. states that business

during June was approximately 150 per cent bet-

ter this year than in 1922. This is partly at-

tributed to the new system of releasing records

whereby new records are issued daily, rather

than monthly. Plans are being made by the

Net Profit— Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

his there is a \'ery substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION in knowing
you have given your customers the best. This is non-

taxable and you cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND

314 West 4th Street 1240 Huron Road

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
facturers.

Ask (or our quotations and samples before

placing your order.

American Mica Works
47 West St. New York

district office for participation in the State con-

vention of music dealers, which will be held in

Cincinnati in September. Brunswick machines
will also be displayed at the Fall Festival, which
will be held here in the latter part of August.

C. M. Robinson on Vacation Trip

C. M. Robinson, of the Robinola Co., who says

that business has been very good during the

past month and that console models in particu-

lar are selling well, expects to go East next

week on a vacation trip to Washington and
Newport News.

Sterling Roll & Record Co.'s Fine Record
lien Brown, of the Sterling Roll & Record

Co., states that his volume of sales has been

150 per cent in advance ol last year. The best

sellers are "Yes! We Have No Bananas" and
"Barney Google." Orders are being received for

Okeh records by this company from great dis-

tances, according to Mr. Brown.
Rose Helburg, formerly with the Columbia

Co., has become associated with the Sterling

Roll & Record Co. in trade promotion work.
Larry Naber, of this company, is getting good
results on his sales trip through Kentucky.
Glenn Buck, traveling through Indiana, also has

been getting some fine orders.

High-grade Demand at Baldwin's

Miss Stevens, head of the Victrola depart-

ment of the Baldwin Piano Co., says that busi-

ness has improved wonderfully in the past few
months. She believes that, there are excellent

prospects for the future and that business will

continue to be good throughout the Summer.
High-grade machines in the console models and
No. Ill Victrola upright machines have been in

good demand. Music rolls are also selling well.

Camp machines have been in considerable favor

and many of them have been sold.

Edison Sales Continue Active

Manager Pohlman, of the Phonograph Co.,

Edison jobber, reports that the sales of Edison
records have been holding up splendidly in the

last few months. The Edison phonograph has

been in much favor, also, and it is expected that

the good business on both the Edison machines
and Edison records will continue.

Novel Display Window
The Chubb-Steinberg Music Shop had a novel

window display during the past week. It showed
Barney Google leading his charger, "Spark
Plug," towards the race track at Latonia, Ky.,

where the racing season is now on. This win-

dow display was very successful in disposing

of many of the Victor records of "Barney
Google." The Chubb-Steinberg Co. is going to

increase its space very shortly and at present is

engaged in remodeling the basement of its pres-

ent store on East Sixth street.

Patriotic July Fourth Window Heljjed Sales

Morris Fantel, manager of Widener's Graf-

onola Shop, says that patriotic records and even

bugle call records are selling well. This is

probably due, in large measure, to the patriotic

Fourth of July window display, which has suc-

ceeded in stimulating sales wonderfully.

H. & S. Pogue Co. Pleased With Outlook
P>usiness is good in the talking machine de-

partment of the H. & S. Pogue Co. The warm
weather has lowered sales somewhat, but they

are still good and it is expected that they will

continue to be good during July and August.

Each month this company devoted one of its

large, handsome display windows to talking ma-
cliines, resulting in a splendid stimulus to sales.
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Two simple songs of the heart form Louis Graveure's offering
this month in Record A-389 1

.

"My Treasure" has for its subject King Baby, while "The Boat
Song" is a tone poem of idyllic evenings afloat.

Both are presented with the charming friendliness their nature
demands, and each shows Graveure's splendid baritone voice
at its best.

COLUMBIA GRAPHOPHONE CO.
New York

ALBANY
Ormus E. Kellogg Promoted—Baker
Music House Staff in Conclave
— Sales Maintain Good T^olume

Albany, K. Y., July 9.—Ormus E, Kellogg has

been appointed general sales manager of the

Baker Music House, Inc., to succeed F. A.

Brown, general manager, whose resignation

took efFect July 1. Mr. Kellogg has been sales

manager of the company and will be assisted in

his new position by John H. Anderson, as gen-

eral representative, whose duties will be to as-

sist the three main stores and the twenty agen-

cies in the promotion of sales of phonographs
and records. The new managers are planning

to start aggressive sales campaigns. Mr. An-

Baker Branch Managers and Sales Staffs

derson has been the special representative in tlie

Utica division of the Baker territory.

The branch store at 440 State street, Schenec-

tady, has become inadequate for the increasing

business and larger quarters, at 508 State street,

were occupied June 29. The formal opening

of the new store will take place as soon as the

decorations and new fixtures have been placed,

which will be about July IS, and will be attend-

ed by all the officials of the company. Albert

J. Clapper is manager of the Schenectady busi-

ness.

The convention of the branch managers and

sales stafTs of the Baker Music House was held

here recently with over forty in attendance and,

after a day of enlightening business discussions

and addresses by men in and out of the organ-

ization, including Frederick W. Teele, of the

Brunswick-Balke-Collender Co., the members of

the organization were transported to Schenec-

tady by automobile, where they inspected the

company's new store in that city and had din-

ner. The accompanying photograph shows the

members of the sales organization gathered in

front of the local store" just before starting for

Schenectady.

The Baker Music House, Inc., has made a

contract with the C. G. Conn Co., Elkhart, Ind.,

whereby its line of musical instruments will be

placed on sale in all the stores and agencies.

All of the local retailers report excellent busi-

ness. The Thomas Music Store has been work-

ing the rural districts the past month and re-

ports larger sales than in June of last year. Tlie

I'ommer Music Store also reports a better busi-

ness for June than that of the corresponding

month in 1922, Mr. Pommer says that when
people leave the city for Summer vacations the

way to keep up the business is to go after them.

A representative has begun the canvass of the

Summer camps, showing the new portable

Brunswick models and taking orders for records

to be delivered at the camps.

The popularity of the Edison in this territory

is growing, if the business being enjoyed by the

American Phonograph Co., Edison distributor

for this city and adjacent territory, may be

taken as a criterion. As far as most Edison

dealers are concerned no Summer slackness has

materialized and, with the excellent sales record

thus far this year, the outlook is bright for a

record Fall business and optimism pervades the

ti ade.

Szilagyi & Co., Inc., has been incorporated in

June to deal in phonographs in the Borough of

Manhattan. The authorized capital stock is

$10,000 and the directors are Elemer Szilagyi,

Morris Grossman and Esther Grossman, all of

New York.

Al Edelson, of the Strand Temple of Music,

who is noted for his unique window displays,

again excelled in his Fourth of July window
show. In the center of the window, was a large

figure of Miss Columbia holding a flag, sur-

lounded by a shield of stars and stripes as a

frame. The remainder of the display was of

firecrackers and Victor records.

The W. M. Whitney department store fea-

tured a sales drive on a carload of talking ma-
chines during June. Transportation charges

were prepaid to any point in New York State

and a large proportion of the sales were made
outside of Albany, due to extensive advertising.

HEALTH BUILDERS, INC., EXPAND

Will Shortly Open Three New Factories for

Manufacture of "Camp-Fone"—R. B. Wheelan
Sails for European Vacation

R. B. Wheelan, president of Health Builders,

Inc., New York City, accompanied by Mrs.

Wheelan, sailed for Europe the last week in

June, where they intend to spend a vacation of

probably two months. While away they will

visit France, England, Switzerland and Ger-

many. Mr. Wheelan, before he left, stated that

the business of the company was good. The
"Camp-Fone" portable is selling extremely well

and the usual amount of record business is be-

ing received. An initial order of 5,000 "Camp-
Fones" has just been received from a Western
distributor. In order to meet the demands pro-

duction on the "Camp-Fone" will be materially

increased through the addition of three new fac-

tories. In addition to the large plant at Bos-

ton, factories will shortly be opened in Garden
City, Peekskill and Chica.go. Thus, not only

will production be increased, but facilities for

prompt delivery will be readily available in all

sections of the country.

The Key to Opportunity!

Do you know that right now—this very day

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about

this "once-in-a-lifetime" Edison sales

opportunity.

NEWMISQN
)M^Araso^

REV

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

AMERICAN PHONOGRAPH CO.
707-oq BROADWAY, ALBANY, N. Y.
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IN PES MOINES
Retail Dealers and Jobbers Form Trade A ssoc'uuion—Portable

Instruments Have the Call—Neivs and Activities of the Month

Des Moines, Ia., July 7.—In spite of the usual

Summer lull in the talking machine business,

June sales volume has been very satisfactory,

according to local retailers and jobbers. Busi-

ness in portable lines has been good, although

heavier machines have been moving somewhat
slowly. June trade has been better than that

of the same month last year. In fact, every

month of this year has shown a larger volume
than that of the same month last year.

Mickel Bros., jobbers in Victrolas and Victor

records, have about completed the transfer of

their Des Moines stock to Omaha, according

to H. B. Sixsmith, local sales manager. Orders

are now being filled from the Omaha headquar-

ters and the Des Moines office has been retained

only as a sales headquarters for travelers in tliis

section of Mickel Bros.' territory.

The sales contest inaugurated by Harger &
Blish, Edison jobbers, has, so far, produced very

gratifying results. Fully 50 per cent more sales

have been reported during the contest thus far

than during the same period of any previous

contest. June business, as reported by Harger
& Blish, is somewhat better than that for June
of last year.

Des Moines dealers have formed an associa-

tion composed of all retail dealers and jobbers

of talking machines in the city. The aim of

the Association is to adopt retail policies that

will be mutually beneficial to the retailer and
the customer. At a recent meeting of the Asso-

ciation the dealers decided to discontinue the

"records on approval" plan after July I. R. B.

Townsend, of Davidson Bros. Co., is president

of the new Association, and H. B. Sixsmith, of

Mickel Bros., is secretary.

H. W. Burnett, commonly known as "Burnie"

to the Victor dealers of the southeastern part

of the State, has been ill for the past month.

At the present time he is somewhat improved
and will soon be on the road again for Mickel

Bros.

Clammer Bros., of Cresco, la., have recently'

obtained the Victor sales rights for the territory

in and about Cresco.

The Massey Piano Co., this city, has taken

over the business of the Haddorflf Piano Co.

The Massey Co. will handle pianos and the

Victor line of instruments and records.

W. F. Boy has succeeded to the business of

Boy & Paulson, at Dell Rapids, S. D. Mr. Boy

will continue to handle Edison instruments and

records.

The Whitley Music Co., Corydon, la., has in-

stalled a Bristol audiophone at the front end

of the store for broadcasting new record re-

leases. On quiet days the music may be heard

several blocks from the store. According to

Manager Whitley, this method of introducing

new records has been very successful.

AKRON TRADE IN PROSPEROUS STATE

Complete Stocks Enable Dealers to Render
High Type of Service—Earle G. Poling Co.

Making Alterations—Other Activities

Akron, O., July 3.—In common with some other

sections of the country the Akron district pro-

vided a volume of sales for talking machine

dealers during June that in some cases was little

short of surprising. The fact that stocks have

been very complete has probably had something

to do with the trade volume. The rubber indus-

try, upon which this city is largely dependent,

promises to be extremely active for the balance

of the Summer. The various plants were shut

down only a few days for the purpose of taking

inventory and then resumed on full schedule.

The J. H. Johnson Sons Co., Alliance, O., an-

nounces that it will concentrate on the Victor

line in the talking machine department and is

disposing of stocks of goods of other makes.

Some alterations in the store are planned.

Miss Carolyn Martin, formerly connected

with the jewelry section of the Geo. S. Dales

Co. here, has been appointed head of the record

department, succeeding Miss Frances Draper,

who was married recently and resigned the po-

sition, which she held for five years.

The Earle G. Poling Co. is making a number

of alterations in its store for the purpose of

making room for a new sheet music department

to be opened shortly. This company has been

featuring portables with considerable success

and reports a substantial record business.

The Vernon Piano Co., Alliance, O., has been

attracting some attention by offering to send

out any Victor machine in stock without a down
payment, sixteen records to accompany the ma-

chine. The move is said to have been made for

the purpose of stimulating Summer business.

Brunswick record sales have increased close

to 100 per cent in this territory following the

recent appearance here of Isham Jones and His

Orchestra, of Chicago, which gave a concert be-

fore a capacity audience at Goodyear Hall, un-

der the auspices of the Geo. S. Dales Co. Dur-

ing the evening members of the audience had

opportunity to dance to the music of this well-

known orchestra.

THE NEW

WL6C7P'
PHONOGRAPHS

AND

EDISON RECORDS

HARGER & BLISH DES MOINES



July 15, 1923 THE TALKING MACHINE WORLD 121

I

1

i

1

i

I

I

I

!

I

I

I

I

!

Outing Talking Machine Co., Inc.
MOUNT KISCO, N. Y.

JOBBERS
ARTOPHONE CORP 1103 Olive St., St. Louis, Mo.
ARTOPHONE CORP 203 Kansas City Life Bldg:., Kansas City, Mo.
BRISTOL & BARBER CO., INC 3 East 14th St., New York, N. Y.
CABINET & ACCESSORIES CO.. INC 3 West ]6tli St., New Yorlc, N. Y.

CONSOLIDATED TAEKIN(; JIACHINE CO., 227 West Washing-ton, St., Chicago. III.

CONSOLIDATED TALKING JIACIIINE CO., 1121 Nicollet Ave., Minneapolis, Minn.
DAVENPORT PHONOGRAPH .4LCCE,SSORY CO Davenport, la.

THE DCNING CO 303 Second St., Des Moines, la.

A. E. ERISMAN CO 174 Tremont St., Boston, Mass.
GENERAL PHONOGRAPH COKP 15 West 18th St., New York. N. Y.

W. S. GRAY CO 942 Market St., San Francisco, Cal.
Los Angeles, Cal. : Portland. Me. ; Seattle. Wash.

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

MA.IESTIC MUSIC SHOP IB South 7th St., Minneapolis, Minn.
C. L. MARSH.\.LL CO 514 Griswold St.. Detroit. Mich.
.1. K. POLK, INC 294 Decatur St., Atlanta, Ga.
RENIER MUSIC HOUSE 545 Main St., Dubuque, la.

STARR PHONOGRAPH CO G34 Grant St., Pittsburgh, Pa.

STERLING ROLL & RECORD CO 137 West 4th St., Cincinnati, O.

STEWART SALES CO .502 Occidental Bldg., Indianapolis. Ind.

GEO. C. ULRICH & CO .56 Estey Bldg.. Philadelphia. Pa.

VOCALION CO. OF OHIO , 328 Superior St., West, Cleveland, O.
MARTIN WEISS CO Dallas, Tex.

Export:—CHIPMAN, LTD.
New York, London, Montreal, Wellington, Sydney,

Melt;oui-no, Perth, Havana. Mexico City, Buenos
Aires, Rio de .Janeiro. Santiago de Chile.

Cable Address: Chipmonk, New York
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An OldFashioned Son^ With aFopc Trot Swin^

You can't wroi\^.

WithanyfElSTsori^;''

©Leo.Feistlnc.N.YC

IBS

Words by GUS KAHN Music by ISHAM JONES

KANSAS CITY
Blackmail Music Co., Edison Dealer, Moved Into Beautiful Nezv

Showrooms—Victor Dealers Slat/e Meeting—Nezvs of the Month

Kansas City, Mo., July 6.—The biggest event

in talking machine history in Kansas City dur-

ing the month of June was the removal of the

Edison Shop from 1012 Grand avenue to 12

Walnut street. The new location is only a very

few feet from Twelfth and Walnut streets,

which is perhaps the busiest corner in the city.

The new home of the Blackman Music Co. is

one of the most beautiful in the West. The

building has a 75-foot frontage and is at least

150 feet deep. The showroom, which is .en-

tered from the street door, is perhaps 75 feet

square, and in it various Edison models which

would please even the most fastidious are

grouped. The broad staircase, very short, made
attractive by palms and an oil painting of Mr.

Edison, entices one to the cool rooms below.

The basement is largely given over to the

Edison department with eleven booths for rec-

ord demonstrations.

Two exquisitely furnished and decorated

sound-proof conservatory rooms have been ar-

ranged, one on the main floor and the other

below for conccrf; and recitals. ( )ii the mez-

zanine floor a special Edison room, which has

been prepared like the music room in a home,

is another feature.

Ample storage and repair space in the back

of the building completes every need of this in-

stitution, of which M. M. Blackman is manager.

The Victor dealers from this territory held a

meeting in Kansas City the evening of July 2

at the Baltimore Hotel. The new 125 model
Victrola was on display and the records re-

leased for the month of August were played so

that dealers could determine their orders for

the coming months. The selection made at the

previous dealers' meeting (which was the first

ever held) was pronounced by Mrs. McArthur,

of the Wunderlich record department, and Miss

Miller, of the J. W. Jenkins Sons' record de-

partment, as the most splendid lot of releases

they have received in months.

Messrs. Wentworth, of Leavenworth; Hous-

ton, of the J. H. Bell Music Co., of Lawrence,

Kan., and Miss Grace Davis, of Topeka, were

out-of-town visitors to the meeting.

C. .\. l'.il)ler, of Florence, Kan., recently suc-

ceeded ( ). L. Patten as Victor dealer of the

Sanders-Ridgvvay Co., Bonitta, Okla.

The secretary of E. W. Gootengerg, Miss
Rae Wise, who has been with him ever since

the coming of the Artophone Corp. to this city,

was called to Texas on account of the illness

of her sister. She is not expected to return,

and Miss Anna K. Eaton has succeeded her.

The Artophone Corp. is having success ini

the sale of the album set called "The Unfinished

Symphony," which is the Symphony in B Minor
by Franz Schubert, played by Eduard Moerike.

The set consists of three twelve-inch Okeh
double-disc records in a black and gold album
which sells for $5.

Fred B. Jenkins, Jr., and his wife, are motor-
ing to Denver, Col., and will return the first o£

August.

The Phonograph Co, of Kansas City, Edison
distributor for this territory, has experienced

a satisfactory month's business. The Edison is

one of the most popular instruments sold locally

and, according to the reports of dealers, both

phonographs and records are in good demand,
and indications are that a continuation of these

conditions may be expected for the remainder

of the Summer.
An attractive postcard has been arranged for

the J. W. Jenkins Son.s' talking machine de-

partment to send out to Victor dealers over the

territory announcing the special releases which
come out from time to time.

DEALERS ORDERING EQUIPMENT

Broadman Woodwork Fixture Co. Closing Many
New Contracts—Local Dealers Remodeling
Warerooms—Indication of Optimism

That dealers are realizing the advantages re-

sulting from up-to-date and attractive installa-

tions of wareroom equipment, and acting accord-

ingly, is evidenced by the activity reported by
the Broadman Woodwork Fixture Co., New
York. Among recent installations made by this

company are those for H. Brodwin & Co., New
York; the second installation for A. Lesser, 115

Boulevard, Rockaway Park; the complete re-

modeling of the headquarters of Landay Bros.,

311 Sixth avenue. New York; a piano showroom
for Owens & Beers, 1075 Flatbush avenue,

Brooklyn, N. Y., whose store was completely

equipped several months ago; the Greater City

Phonograph Co., 234 West Thirty-ninth street.

New York, Sonora jobber, and Mullins & Co.,

70 East 125th street, New York.

A. Broadman, president of the company, states

that a number of new contracts have been re-

ceived during the past few weeks, including

that of the Kings Highway Music Shop, Brook-

lyn, N. Y., for the installation of eight hearing

rooms, two showrooms for talking machines

and pianos, musical merchandise cases, record

racks, service counters, etc., which will make

this a store of the most modern type.

NEWfeiilSON
COMPAniSON 'wifHl)1fHE;iLlVINC ARTIST

BEVEALS^NOJiiDiFFERENCE

The London Console
$135

The Hit of the Year

Comparing

Volume for Volume

Edison Records
Are

SMOOTHER
Than Any Needle

Records

TONE QUALITY
ALWAYS HAS
BEEN SUPREME
Missouri, Kansas, Okla-
homa, Arkansas Dealers

write

The Phonograph Co. of

Kansas City

1215 McGee Street

KANSAS CITY, MO.
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BUFFALO
Jiclor Dealers' Association An-
nual Outing a Big Success—New
Models in Demand—Month's News

BuFP'ALO, N. Y., July 7.—The annual outing of

the Victrola Dealers' Association of Buffalo, held

June 27 at the Woodcliff Club on Lake Erie,

was the largest in the history of the organiza-

tion. In attendance were 130 dealers and mem-
bers of their families. Aside from a few minor
casualties in the baseball game a pleasant time

was had by all, so to speak. The baseball game
was a real thriller, the "Bananas" finally win-

ning from the "Spark Plugs," 20 to 19. The
losers demanded an audit of the score card and

this is now in progress. Charles Beschinger

was struck in the eye by a bounding ball and
was severely injured. Gus Blank suffered a

sprained elbow and there were minor casualties,

due to the fierceness of the battle.

Many athletic games and races also had a

place on the program. Winners in these were:

Fifty-yard dash, ladies, Miss D. Wagner; fifty-

yard dash, ladies (heavyweight), Mrs. J. M.
Kibler; broad jump, Mrs. H. Childs; balloon

race, Mrs. C. Wright; fifty-yard race, men, J.

White; fifty-yard race, men (heavyweights), F.

E. Russell; wheelbarrow race, Wright and
Beschinger; tug-of-war, Melzer team; three-

legged race, Levi and Cohn; boys' race, H. Levi;

girls' race, Charlotte Kibler.

An elaborate dinner was served at 6 p. m.

and was followed by dancing. A. H. Fleisch-

mann, president of the Association, and Frank
Russell, chairman of the committee, were aided

by the following: E. R. Burley, C. H. Heinke,

J. M. Kibler, William Gunnell, J. Wills, H.
Childs and A. Schwegler.

June business in this territory was featured by

Iieavy sales of new models and unusually brisk

r'-'-o'-d business. This has been true of practi-

^Cl^iii III . , ..iteF

Confidence
Victor retailers in Buffalo territory

can well regard the future with con-

fidence and optimism. Basic indus-

trial conditions are excellent, and the supremacy
of Victor product was never more firmly estab-

lished.

Confidence in his Victor wholesaler is a vital part

of the retailer's success and we are doing our

utmost to earn the confidence and support of the

Victor dealer. Any suggestions that will assist us

in strengthening this dealer confidence are most
welcome.

CURTIS N. ANDREWS
Victor Distributor

BUFFALO, N. Y.

mm
cally every make of machine and record, ac-

cording to reports. Alost firms report June busi-

ness substantially in e.xcess of that of the cor-

responding month of 1922.

A romance of a music shop came to a happy
conclusion recently when William Herbert,

manager of the talking machine department of

the Erion Piano Co., and Miss Effie Louise
Howard, formerly a saleslady with the same
firm, were married. They are now at home after
•I l--^nc>'-^noii tnur of the Great Lakes reeion.

BUFFALO

N/CffT'SR/DEFROn£VE/iy
/MPORTANT TPADE CENTER.

/N THEEAST

The veritable network of shipping facilities which Buffalo

offers to Victor dealers—is the answer why the Buffalo Talking

Machine Co. service is reaching a larger number of dealers each

year.

This is unquestionably a real service which builds long-lasting

friendship with a better and more efficient business for all.

Why not try this service? It will pay you.

BUFFALO TALKING MACHINE CO.
Victor Wholesalers

BUFFALO, N. Y.

H. B. Clark, of the Buffalo Talking Machine

Co., is another recent bridegroom. He was
married a few days ago to Miss Laura Stewart

and is now being congratulated by his associ-

ates and acquaintances.

Goold Bros, have opened their new store at 203

Falls street, Niagara Falls. The firm has 2,500

sciuare feet of floor space and a most advan-

tageous location, together with tasteful furnish-

ings. The company is featuring Sonora and

Victor machines, also Victor and Vocalion rec-

ords. Chester E. Campbell is manager of the

new store.

C. E. Siegesmund, sales manager for C. N.

Andrews, Victor jobber, reports the trade

greatly interested in new models and placing

very substantial orders for those recently pre-

sented. Record sales of "Yes! We Have No
Bananas" promise to break all western New
York records, according to Mr. Siegesmund.

Sidney Brooks, for many years proprietor of

a music store at Grant and Ferry streets, this

city, died at Atlantic City, where he had gone
in the hope of regaining his health. He was
formerly with Bing & Nathan, of Buff^alo, leav-

ing their employ to open his own store.

William F. Drews has joined the sales force

of the Laurens Enos Co.

E. P. Erion, of the Erion Piano Co., is en-

joying a motor trip through New England.

W. H. Daniels, of Denton, Cottier & Daniels,

was serenaded by the U. S. S. "Leviathan" Or-

chestra when it played recently in Shea's The-

tre, adjoining the Denton store.

A. H. Fleischmann, of the talking machine

shop of the William Hengerer Co., reports busi-

ness as very gratifying and showing stead}'

.gains over 1922.

WYCKOFF T. M. CO. MOVES

The ^Vyckoff Talking Alachine Co., 3125

Wyckoff avenue, Brooklyn, N. Y., has opened a

new store at 1659 Broadwa\-, near Halsey street.

^Ir. Stapenoff, proprietor, is one of the most

enterprising members of the Brookhn talking

machine fraternity and the growth of his busi-

ness is due to real merchandising- ability.

COTTON FLOCKS
. FOR.

Record Manufacturing

THE PECKHAM MFG. CO., g,'EWARK.^N?j.
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MILWAUKEE
Many Sales to Newlyzveds Bring Summer Sales Volume to Satis-

factory Point—Tivo Music Houses Retire Frotn Trade—The News

Milwaukee, Wis., July 9.—Much to the gratifi-

cation of the local trade talking machine busi-

ness so far this Summer has been of a much
better character than in any previous year, with

the possible exception of 1919, which was a

wholly unusual year. Following a June which

produced more business than almost every

corresponding month in the past dealers in this

city believe that July will set new records as

well. The manner in which business is devel-

oping is actually remarkable, for in recent years

the trade has become accustomed to counting

lune, July and August as "slack" months.

Many Sales to Newlyweds
June sales, now that a good perspective can

be obtained, loom up even brighter than the

enthusiastic reports made concerning business

in the last issue of The World. Throughout
the month a good many sales were made which
were predicated upon wedding gifts and, while

the art styles and more expensive types had the

favor of this class of business, many of the

standard styles in the medium range of prices

were sold either to parents or relatives of new-
lyweds, or to the couples themselves.

Early Ordering in Evidence
Wholesale business is reported by the vari-

ous distributors of the best-known lines to be

more active than usual in mid-July. For several

years dealers in this territory were not disposed

to start laying up stocks for the Fall and holi-

day season until September and October. This

year they are anticipating their requirements un-

usually early. One of the reasons, probably, is

that they are expecting a shortage of instru-

ments as well as records and accessories when
the Fall rush begins. Another is that dealers,

as a rule, are better fortified financially to ac-

cumulate stocks, while, at the same time, the

prospects for next September, October and No-
vember are considerably improved over the

same period in the past three years.

Strong Victor Demand
"Basing opinions alone on trade so far this

year talking machine trade next Fall should sur-

pass all past records," said Harry A. Goldsmith,

secretary of the Badger Talking Machine Co.,

Victor jobber in Wisconsin and upper Michigan.

"At the same time current trade is more active

than usual. While there is nothing sensational

about business at this time we feel that some
significance attaches to the manner in which
dealers are buying Victor goods, both for imme-
diate and deferred delivery. So far as records

are concerned we have great trouble in keeping

our stock filled in, for there is a heavy demand
which ranges all the way from the most popular

to the numbers on the Red Seal records which
we have never had occasion to look to for

strong release."

Cashing in on Sales Promotion Work
There is something about Brunswick business

in this territory that seems to be attracting the

rapt attention of distributors and dealers of the

line in all other parts of the country. Notwith-

standing this eminent position Manager Thomas
I. Kidd, of the local Brunswick branch, main-

tains his usual attitude of modesty. He is a

quiet, unassuming worker and the best "dope"

is that he is now beginning to reap the real

results from several years of intensive cultiva-

tion of the talking machine end of the exten-

sive interests of his company.

One of the best outlets for the art styles of

the Brunswick is the J. B. Bradford Piano Co.,

with a main store at 411 Broadway and a branch

at Second and Mitchell streets. Accompanying
its notable achievement of selling eleven Mason
& Hamlin grand pianos, which it handles, in

less than two weeks after the middle of June

was the fact that it sold a number of art styles

of the Brunswick. Probably the most impor-

tant was the sale of a beautiful Italian con-

sole model, specially decorated, to Mrs. Myron
MacLaren for the sun room of the magnificent

million-dollar mansion on the shore of Lake

Michigan.

Sales of New Columbias Grow
The Columbia line has been establishing new

marks in the merchandising of its new line of

products, notwithstanding the fact that at the

time of this introduction Gimbel Bros, were of-

fering a large part of the stock of obsolete styles

at low prices in this territory. One of the dis-

tinct features of Columbia business in the past

few months have been its records, which are

gaining in popularity at a rate never equaled

by any line of records.

Singer T. M. Co. Changes Name
The Singer Talking Machine Co., one of the

earliest concerns to engage in the manufacture

of instruments in Milwaukee and vicinity, has

recently amended its corporate articles so that

its name henceforth will be the C. A. Kitz Fur-

niture Co. While continuing the manufacture

of talking machines, cabinets, etc., the concern

for some time has been devoting more and

more attention to the production of high-grade

furniture specialties.

Sonora Machines and Okeh Records Popular

The Yahr & Lange Drug Co., W'isconsin and

Upper Peninsula distributor of the Sonora and

the Okeh record, continues to maintain its high

position among local jobbing houses. It is con-

fidently stated that there has been no advance

in talking machine merchandising greater than

the success of the Yahr & Lange Drug Co. with

the Sonora and the experience of the past month
has been entirely demonstrative of this fact.

Fred E. Yahr, president of the company, and

personally in charge of the Sonora and Okeh
promotion, looks forward to the best holiday

business in the history of the house and, if his

predictions come true, as they promise to do,

AScibbleBooic Hour

Draws Customers

To Your Store

Now that school is over and the

"dog days" are here, keeping the

children happy and busy becomes
every mother's problem. What can
she do to coax them off the streets

at least during the hottest part of

the day?

Here is your chance to win her good will—and her trade.

Start a Bubble Book Hour in your store—say from two to three,

a few times a week.

Children will need no coaxing to be won to the cool shelter

of your store. They will do the coaxing—coaxing to come back
with their parents at other hours—coaxing to own all fourteen

of the Bubble Books that sing

their favorite nursery rhymes
and games.

Announce Bubble Book Hour
through a window card or circu-

lar letter. Then watch your
slack season vanish into thin

air! And be sure to have a gen-
erous supply of Bubble Books
on hand from which to refill

your Bubble Book stand.

Bubble Books
that Sing"

Retail at $1.00

By RALPH MAYHEW
and BURGES JOHNSON

Illustrated by

RHODA CHASE

When you sell one you sell a habit and when you sell a habit you're building business.

HARPER & BROTHERS, Bubble Book Division
Eatablished 1817 Franklin Square New York, N. Y.
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another new high record is going to be hung up

in 1923. Mr. Yahr was one of a party of 100

leading Milwaukee jobbers and manufacturers

who participated in the twentieth annual trade

extension tour of the Milwaukee Association of

Commerce in the middle of June. One of the

features of the equipment of the special train

in which the party traveled an entire week was

a Sonora talking machine and a liberal supply

of Okeh records.

Old Firm Dissolves

The oldest talking machine house in Apple-

ton, Wis., one of the principal cities of the fa-

mous Fox River Valley of Wisconsin, passed

out of existence recently when the stock, good-

will and accounts of the Kamps & Stoffels Co.

were acquired by the Irving Zuehlke Music Co.,

of the same city. Harry StofTels has joined the

staff of the Wilson Music Co., of Oshkosh, Wis.,

and on July 1 took charge of its branch house

in Stevens Point, Wis., which has just moved
into permanent quarters in the new Hotel Whit-

ing Building.

Cheney Styles in Demand
The art styles of the Cheney have been sell-

ing well at the Edmund Gram Music House.

At the same time the Columbia and the Vocal-

ion are moving well and Miss Julia Wolff, man-

ager of the talking machine department, says

that this has been the finest Summer selling

season the Gram Co. has ever experienced.

Brunswick Shop Chartered

The Brunswick Shop, Inc., is the name of a

new corporation organized at Sheboygan, Wis.,

with $15,000 capital to market the Brunswick

line. The incorporators are Harmon C. Bendlei,

Paul F. Schmid and G. W. Buchen.

Elgentone Discontinues Business

The Elgentone Mfg. Co., of Marshfield, Wis.,

for four years manufacturing the Elgentone

talking machine, is discontinuing business with

the sale of its factory to a new company, known
as the Northern Scenic Co., which will build

stage settings exclusively.

Edison Jobber Dissolves Corporation

Notice of dissolution as a corporation organ-

We Serve New York!

Our ability to consistently serve New York dealers to

their complete satisfaction is the result of carefully main-
taining at all times a thoroughly complete stock of the fast-

selling

QKe^ Records
The Records of Quality

and having a smoothly-running organization equipped to

handle all orders—large or small, urgent or casual—with

the same unvarying degree of promptness and efficiency.

We would like to demonstrate the advantages of superior

service.

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division

15 West 18th Street New York City

Distributors

for

OVTING
and

ODEONETTE
Portable

Machines

ized under the laws of Wisconsin has been filed

by the Phonograph Co., of Milwaukee, long the

Edison jobber in this territory.

Stages Rekordo Rekord Contest

The Rekordo Rekord, which is part of the

line handled at wholesale by the Yahr & Lange
Drug Co. in Wisconsin and upper Michigan, is

maintaining a high place which has been

brought about by the conduct of a contest

among amateur "recorders," staged under the

auspices of the Milwaukee Sentinel, one of the

leading newspapers of the city.

LOS ANGELES
Business Maintains Fair Average—-Question of Trade-ins—Ex-

hibits at Monroe Centennial Exhibition—The Month's Activities

Los Angeles, Cal., July 2.—Reports from the

various talking machine departments are some-

what conflicting. One manager said that while

the total sales of his department for the month
showed an increase over those for June, 1922,

this increase is very small. On the other hand,

several managers declared that business had

been excellent and has maintained its proper

level with a large percentage of increase over

the corresponding period of last year. The
query is often made by salesmen regarding the

effect of radio and many opinions of varied

kind are advanced. There is one thing posi-

tive, however, and that is that all are alert and

keeping their wits working so that no oppor-

tunity will escape or plan for increasing busi-

ness and sales be neglected.

One great bugaboo, however, exists, and that

is in regard to the valuation of trade-ins; there

is still a tendency on the part of many salesmen

and managers to let themselves be persuaded

into giving extravagant allowances on old in-

struments. A talking machine which is two

years old is not worth more than one-half of

its cataloged price and a fair basis for estimate

is to deduct 5 per cent, 10 per cent, IS per cent

additional for the third, fourth, fifth year, re-

spectively, and so on. The trouble seems to

be that the dealer allows himself to be too often

persuaded by his eager salesman to grant a too

liberal price for a trade-in and then—perhaps

because his accounting system is not lucid or

plain enough—he fails to realize what a bad

stroke of business he has made and, repeating

his mistake, puts ofT the day of final reckoning.

The policies of stores are like barrels of apples

—one rotten one is apt to afifect the rest; but

when there are two or three rotten ones, then

it is difficult indeed to save the rest.

Monroe Centennial Exposition Starts

The Monroe Centennial Exposition, which is

being held under the auspices of the Motion
Picture Industries, opens on July 2. Among the

exhibitors are .the following music houses:

Fitzgerald Music Co., Barnes Music Co., both

displaying Brunswick phonographs and records,

Piatt Music Co., with Victrolas and Victor

records. All exhibitors are supplied with model
Mexican bungalows in which to display their

goods and they will be viewed by hundreds of

thousands during the thirty days from the open-

ing to the closing.

Good Cheney Sales at Parmelee-Dohrmann
The sale of Cheney phonographs at the

Parmelee-Dohrmann Co. has e.xceeded expecta-

tions and encouraged this house in its mainte-

nance of that department, which was established

fairly recently. L. G. Shatney, manager of the

phonograph department, reports an increased

demand for the attractive two-toned finish period

models and a very satisfactory business in

Vocalion records.

Walter S. Gray Returns From East

Walter S. Gray, president of the Walter S.

Giay Co., distributor of the Strand Phonograph
and accessories, spent an hour or two in Los
Angeles en route for San Francisco, having

just returned from attending the Shriners' Con-
vention in Washington, D. C., and spending a

week or two on business in New York and
other Eastern cities. Mr. Gray was met by

J. J. Grimsey, managing director of the southern

California territory, and congratulations were
extended to the latter on his excellent business

for June, which showed an increase of more
than 100 per cent over that of last December,
which previously represented the largest single

month's sales.

Opens Third Store

Schireson Bros, have opened their third

branch store on South Main street, between
First and Second streets. They have carried

the Victor line for a number of years and at

their headquarters store on North Main street

have specialized in Mexican records.

W. M. Cresmer a Benedict

W. M. Cresmer, of the phonograph depart-

ment of Hamburger's Music Salons, married

Miss Olsen, also of Hamburger's, late in June.

The ceremony was performed just before the

hymeneal month had passed and the couple are

spending their honeymoon during the first two
weeks of July.

H. C. Britts a Visitor

H. C. Britts, manager of the phonograph de-

partment of Frederick & Nelson Department
Store, Seattle, spent a few days recently in this

city. Mr. Britts reported good business in his

Brunswick, Sonora and Victor department.

Headquarters for Mica Diaphragms
We are IMPORTERS of MICA and MANUFACTURERS of MICA PRODUCTS.

Our diaphragms are of the highest quality.

We make diaphragms of India, Brazilian and African Mica in any size,

thickness and center hole.

Let us know your requirements. Prices and samples upon request.

STENZEL MICA CORPORATION
New Dorp Station

Telephone Dongaa Hills 399
Staten Island, N. Y.
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BALTIMORE
Maryland Victor Dealers Enter

E. F. Droop C£f Sons and EI. R.

tained by Cohen ^ Eliighes, Inc.,

Eisenbrandt <^ Sons, Wholesalers

Baltimore, Md., July 1.—Cohen & Hughes, Inc.,

E. F. Droop & Sons and H. R. Eisenbrandt &
Sons, A^ictor distributors of this city, tendered

a dinner, entertainment and dance to the Mary-
land Victor dealers on June 21 in the garden of

the Belvedere Hotel and the management gave

possession of the garden for the entire evening.

Alexander Eisenbrandt was toastmaster and

introduced, at the conclusion of the banquet,

Frank K. Dolbeer, sales manager of the Victor

Talking Machine Co., who was the guest of

honor and speaker of the evening. Mr. Dol-

beer gave the dealers and their employes who
attended a most interesting talk on matters of

general interest to the trade. His address was
divided into three parts, in the first section of

which he took up and described in detail the

tremendous Victor organization, its plant and its

innumerable activities. In the second portion

he described the various departments and spoke

of their executives. The conclusion of his ad-

dress consisted of a most interesting story of

the beginning of the Victor product from the

lime of its inception by Eldridge R. Johnson.

Mr. Dolbeer's talk was enthusiastically received

and heartily applauded.

Among others present was Miss Aileen Stan-

ley, well-known Victor artist, who happened

to appear during the week as the headliner at

the Maryland Theatre, the local Keith house.

She sang a half dozen of her most popular se-

lections, which so delighted the audience that

at the conclusion she was given a rising vote

of thanks.

George Castille, a former member of the Met-
ropolitan Opera Co., ably rendered two selec-

tions in English and one in Russian. Clarence

Johnson's Jazz Band, one of Baltimore's fore-

most orchestras, had been engaged to play con-

tinuously during the dinner and again at the

conclusion of the entertainment until well after

midnight for dancing purposes. Approximately

200 people were present at the afifair, every

dealer in Baltimore being represented, as well

as numerous other dealers throughout the State.

There were also present Irma Groell, Lillian

Goldberg, M. P. Smith, C. Griffner, F. Harris, A.

B. Wertheim, R. L. Morgan, Katherine Pitcher,

Mary L. Phillips, Irma Philipp, Messrs. Reiser

and Kirsch, Wm. Roberts, Jr., Miss Thompson,
Joseph, Herbert and Sam Fink, Miss Wells, E.

Keefer, E. P. Hamilton, the Misses Burkhardt

and Schultz, Mr. Quinnt, Louis Dedrick, Miss

D. A. Eisenbrandt, Harry How, B. L. Anderson,

Mr. and Mrs. E. C. Bickford, Wm. Mueller,

Mr. Crater, J. Paul_ Heise, J. G. Hoesch, Wil-

liam Fischer, the Misses E. J. and C. J. Mueller,

Harry McKnight, Joseph G. Loefifler, Mr. and
Mrs. Jacob Neistadt, Irving Cohen, Mary Ma-
zor, Mr. and Mrs. Fivel, Mr. and Mrs. Mazor,

Members of Maryland Victor Trade Present at Dinner Tendered by Distributors

The affair was a decided success and much
credit is due William Biel. secretary of Cohen

& Hughes, Inc., and William Roberts, manager
of E. F. Droop & Sons Co., who served on the

entertainment committee. Seated at the speak-

ers' table were: Alex. S. and W. A. Eisenbrandt,

Aileen Stanley, William Biel,. W. C. Roberts,

Sr., Mr. and Mrs. Castille, I. Son Cohen, W. T.

Davis and F. K. Dolbeer.

Gerson Cohen, L. H. Lehman, Louis Taylor,

T. Ralph Clark, I. H. Taylor, Mrs. Rose Tay-
lor, Elmer Harting, Marie R. Flaherty, Miss

Friday, Andrew J. Oldeburtle, Ruth Herald, H.
Mandel Little, Arthur N. Ansell, Wm. B. Wolf,

Charles A. German, Miss N. Kennard, Severn

J. Shores, John S. Berry, Mr. and Mrs. C. A.

Peck, Mr. and Mrs. E. J. Totten, Mr. Stengle,

(Contimied on p^age 128)

HIS MASTERS VOICE'
EALTIMOFE, MD. WASHINGTON, D. C.

PREPAREDNESS
'That is our slogan

Prepared to meet your needs.

Baltimore, m. VICTOR
DISTRIBUTORS
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DOMES of SILENCE
^^Better than Casters''

Made under Patent No. 995758 which
has been vigorously contested and
sustained by the Court of Appeals

Any infringers and those involved in
the manufacture, sale or use of same
will be liable for prosecution and sub-
sequent damages.

Will actually increase Talk-

ing Machine and Furniture
sales

Get them on the furniture you buy

Thousands of Retail Furniture dealers

specify that the furniture they buy shall be

Domes equipped. See to it that you get

the Genuine.

Put them on the furniture you sell

The largest, most successful stores will not display caster equipped

furniture. They prefer and their customers prefer furniture footwear

that is invisible—footwear that does not destroy the lines of the furniture.

Sell them by the package

Feature a Display Carton of DOMES of SILENCE in your window.

People will come in to buy. That accomplishes your first purpose—to

get people into your store.

DOMES of SILENCE Division
Henry W. Peabody & Co.
J7 State Street, New '^'ork Gty

In all your Talking Machine orders

Specify DOMES of SILENCE
"Better than Casters'*

MADE IN SIX SIZES SUITABLE FOR ALL KINDS OF FURNITURE

Res. U. S. Pat. Off. No. 995758 a-hich nill be strictlv enforced.

What we say above about Furniture applies also

to Phonographs
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TRADE HAPPENINGS IN BALTIMORE
{Continued from page 126)

Miss Schukhart, Messrs. Driscoll, Fry and

Cashman, John Chappell, Mr. Lohrfinck, the

Misses Sullivan, Wiseman and Roszell, Messrs.

Vordemberge and Jacobson, Mr. and Mrs. Hur-

ley, Mr. and Mrs. C. J. Levin, A. V. Gear, Miss

H. Reed, Mrs. R. Doherty, Mr. Bowen, L. A.

Randall, Mr. and Mrs. M. K. Newman, J. W.
and Mildred Wheatley, Joseph A. Kunkel, Frank

E. Old, George Becker, Mr. and Mrs. M. San-

dler, Mr. and Mrs. O. P. W. Smith, 'Asa and

Wm. D. B. Hepner, Abe Davis, W. Norris Jack-

son, Dorothy Broadwater, Joel Acker, Robert

Ansell, Joseph Roberts, A. Burdwise, Miss Ar-

onson, H. L. Shevitz, the Misses Rose and Anna
Karsh, Mr. and Mrs. A. Berlin, Mr. and Mrs.

M. Lewis, E. C. Messick, Mr. and Mrs. L Potts,

the Misses Friedman, Mary Glase and Burdwise,

Sol Berlin, Reuben T. Ember, Isaac Ember, Sam
Morris, Miss G. Kramer, Mr. Schlotie, Louis

Goldman, Mr. and Mrs. Powell, Mr. and Mrs.

Hentzschel, Mr. and Mrs. C. D. Messenger and

others.

Although we jumped from a cold Spring

into real mid-Summer weather the middle of

last month, talking machine business generally

has been good, running anywhere from 25 to 50

per cent better than the same period of last

year. Dealers here generally are optimistic

over the outlook for Fall trade and the only

cloud on the horizon now will be the inability

to supply the goods for Fall and Christmas

trade. Practically every jobber here is making

strenuous ef¥orts to have dealers place their

orders early in order to avoid this and it is said

that the response from the trade has been very

encouraging.

W. C. Roberts, manager of E. F. Droop &
Sons, is one of the most optimistic jobbers here

and, as he put it himself, it is not based on "hot

air, but on facts," as the business of his firm

has been steadily on the increase every month

of the six months so far this year.

All dealers report a great demand for "Yes,

We Have No Bananas," which record is making
a bigger hit in Baltimore than any record put

on the market since "Dardanella," while "Bar-

ney Google," in the opinion of many dealers,

may make even a greater record in sales.

T. Ralph Clark, sales manager of Cohen &
Hughes, reports a good business the past

month, with dealers placing large orders for

Fall. A semi-monthly bulletin service to deal-

ers has been inaugurated by this house which
is used as a method of moving dealers' surplus

stocks of records. The firm recently sent out

a questionnaire asking their dealers to name
twelve Black .Seal and six Red Seal records on

which they were overstocked and from the re-

turns the bulletin is made up featuring these

records and each dealer receives a large sign in

a frame for each of his booths. The bulletins

are sent out so they can be posted on the 10th

and 20th of each month when ordinarily there

are no new records on the market, with the

idea of creating a demand for the records which
are featured in the frames. Answers to the

questionnaire are also used as a means of re-

lieving the dealer who is overstocked on any

record which may be in demand with other

dealers.

Dealers have also been supplied with a num-
ber of addressed postals which are to be used

on rush orders for records, and other plans

for getting overstock from the hands of one

dealer into the hands of others who may use

them are now being worked out.

L. A. Randall, of the Cohen & Hughes sales

force, has just returned from a trip to the Vic-

tor factory, which he took with a number of

dealers in his section. Irving Cohen, nephew
of the head of the firm, has been taken from
the office force and placed on the outside sales

force, where he has been very successful.

C. F. -Shaw, manager of the local Brunswick
branch, returned to Baltimore yesterday after

spending three weeks on his honeymoon trip

tiirough New England. During his absence

H. H. Sheldon has been looking after the busi-

ness of the local agency and reports a very sub-

stantial increase in business. New contracts

signed by the Brunswick agency during the past

month were Moore's Music House, of Burling-

ton, N. C. ; Tulane Music House, of Newport
News, and others are pending. One of the best

contracts landed by a Brunswick dealer in this

territory, according to Mr. Sheldon, was that

of Lansburgh & Bro., of Washington, D. C,
who supplied a Brunswick machine and records

for the Broadway Limited, a special train which
carried the Spanish-American Delegation from
Washington to San Francisco.

W. S. Parks, former manager of the local

agency of the Columbia Grafonola Co. and later

president of the Columbia Wholesalers, Inc.,

successors, has been succeeded in the presidency
of the latter company by L. L. Andrews. Wil-
liam H. Swartz still continues to hold the posi-

tion of secretary and treasurer of the company
and reports a very substantial increase in the

business of the firm since its inception. Out-
look for the Fall trade, according to Mr.
Swartz, is very encouraging. The record busi-

ness, according to Mr. Swartz, has been in-

creasing ever since the new process Columbia
records have been put on the market.

Joseph W. Hoover has opened a new talking

machine shop at 11 West Antietam street,

Hagerstown, and the Talking Machine Shop, of

the same city, will shortly move into its new
store at 4 South Potomac street.

Frank K. Dolbeer, sales manager of the Victor
Talking Machine Co., was a visitor to this city

during the latter part of June. He spent sev-

eral days in Baltimore on the occasion of the

dinner tendered by the local Victor distributors

to the Maryland dealers and used that time in

visiting Victor dealers of Baltimore, accom-
panied by William Davis, local Victor repre-

sentative.

The Northern California Music Co., Sacra-

mento, Cal., has been incorporated with a capi-

tal stock of $25,000.

WHY NOT THE BEST?
The old established fact that the Best is the Cheapest

is particularly true of Talking Machine Needles.

Always Insist on Getting

DE LUXE NEEDLES
and you won't be disappointed.

Duo-|ONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

DON'T FORGET THESE FACTS

Perfect Reproduction of Tone No Scratchy Surface Noise

PLAYS I00-200 RECORDS

Full Tone

Three for 30 cents (40 cents in Canada)
Medium Tone
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LE\NINSSWORltyHySI
GENERAL MUSIC STORE A FIELD FOR LARGER PROFITS
Some Logical Reasons Why the General Music Store Idea Has Made Rapid Strides in Popularity

During Past Few Years Among Members of the Talking Machine Fraternity

No little consideration has been given by
many talking machine dealers to the idea of a

general music store. However, where retailers

are doing an extensive business in talking ma-
chines, records and accessories no importance

is given the matter—and justly so—for, if tally-

ing machines and records and their adjuncts

bring a sufficient volume of business, there is no

need to add other outside interests. In many
communities, however, the increased sales re-

sulting from the general music store are most
satisfactory and, in certain localities, such a

store performs a function and service that

makes its establishment logical and worth while.

The progress of the general music store idea

has, it is believed, made greater strides during

the past two years than for any other period in

the last decade. Talking machine dealers

throughout the country are constantly making
analysis of their market for the purpose of giv-

ing consideration to the opening of sheet music

and musical merchandise departments, both of

which to-day are highly profitable where prop-

erly operated.

Sheet Music an Important Item

There seems to be a tendency among dealers

to give more consideration to the musical mer-

chandise field than to sheet music. Of course,

there are many reasons for this, as a sheet

m«sic department means the addition of many
petty details. Outside of a strictly popular

sheet music counter it is impossible to run a

successful sheet music department without tak-

ing care of such details. Otherwise it will be

a hit-or-miss proposition, probably not profit-

able and certainly not conducive to building the

general music store, of which, -after all, sheet

music is one of the most important items. For

lhat reason it is generally conceded that the

opening of sheet music departments should be

under the guidance of one with a thorough

knowledge of the business and for a time, at

least, under "such direction until such employes

as are necessary have undergone sufficient

training to carry on.

The development of musical taste is centered

in musical publications. Sheet music and music

publications are the direct center of all music

business, around which all music activities, in-

cluding the artistic and commercial, must ro-

tate. If this were not so there would be little

development in musical taste; musical progress

would be practically stagnant. This is proved

conclusively in sections of the world where

tribe music holds sway and, in a manner, is

again brought to mind where folk songs pre-

dominate. However much the folk song is to be

recognized as music worth while, the concen-

tration on such musical activities and the mere
admittance that such is the height of musical

development for the masses retards progress.

Sheet music, then, makes for musical develop-

ment, arouses more and more interest, makes
possible the great strides for the cause of music
and, in the end, this is reflected in the volume
of manufacture of musical instruments of all

kinds. So, from the standpoint of musical prog-

ress, which is of prime importance to all en-

gaged in the music business, sheet music is con-

stantly enlarging the market for musical instru-

ments and is making for versatility of taste

which is even of more importance to those en-

gaged in the production of musical goods.

This, roughly, is the status of sheet music in

its relationship to and its effect on musical in-

strument manufacture. But of more important

interest to the retailer is the status of sheet

music in its relation to his business in the re-

tailing of goods, what it means to stock such

merchandise, what are the profits,- the adver-

tising value and the general aid to business. It

is found that sheet music is profitable. It is an

attraction to any store and, therefore, has ad;

vertising value. The more people that enter an

establishment the more familiar piano and other

prospects are with the merchant, his organiza-

tion and his store. It must be remembered that,

in attracting such buyers to his establishment,

the merchant is catering directly to a class that

composes his prime prospects.

Vital Considerations

One of the important situations for the retail-

er who does not now stock sheet music to con-

sider is the fact that, after he makes the sale

of a piano or any other musical instrument,

the purchaser must go to some other establish-

ment for the wherewithal—sheet music—to op-

erate the instrument. Generally, this means go-

ing to the store of the competitor and this can

hardly be considered good business. Going to

the competitor's store for sheet music will edu-

cate the purchaser to go to the same store for

other small wants—for service—and, in the end,

this means that the other store will assume, in

the eyes of the purchaser, the establishment of

the greater importance. The name of such a

competitor, in time, will become more familiar

and, in thinking of music, they will think of such

.CHAPPELL-HAfiMSiim MADISONAVE.

a store. In their daily conversation such an

establishment is more frequently mentioned and
the probabilities are, when prospective pur-

chasers of talking machines or pianos are spoken

of, the general store, all other things being

equal, will have a distinct advantage.

Attracts Real Music Lovers

Some years ago it was quite customary for

{Continued on page 130)

Car-o -lin -a Mam-my I'm lon^- in For you— Car-o-lin-a Matn-my
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NammAReal Southern

Mammy Son^

With anyFElSTson^^
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ENLARGING PROFITS FOR THE STORE
(Coiifiiiiicd from page 129)

the retailer to allow teachers and even others

a commission on sales that were made through

their efforts. This, to a great extent, has been

eradicated, but it is still a factor in making some
sales. Now the teacher and all others who are

in a position to speak with authority on pianos,

undoubtedly, are doing business with an estab-

lishment that handles sheet music. Therefore,

by the opening of a sheet music department,

the retailer attracts the best musical minds of

his city to his establishment; he makes his place

the musical headquarters for all musical activi-

ties and he, indirectly, makes many, many sales

through this arrangement. Despite what may
be said to the contrary musicians and other

music lovers are clannish; they belong to a dis-

tinctive class; they know it and demand recog-

nition accordingly. Despite their evident cul-

ture and refinement they are not broadminded

and to those engaged in commercial pursuits

this weakness should be given consideration.

Many years ago, in the city of Detroit, when
a lone piano store, which afterwards became a

great factor as a music distributing organiza-

tion, wanted the agency for what was then, and

is now, one of the most widely known and rec-

ognized musical instruments the manufacturer

stipulated that such an agency could be obtained

only upon one condition and that was that the

retailer would open a sheet music department.

This manufacturer of a nationally known instru-

ment realized that the store that would make
the most piano sales would be that one which

stocked sheet music; one that could attract the

teachers of the community to his establishment.

As history proves, the manufacturer was right

and the same situation holds true to-day. The
market for the sale of pianos, of course, is

greatly enlarged and volume of production has

increased and so this important idea is now too

often overlooked, but it means as much, if not

more, than ever before. More because our cities

are e\er growing. Too much of the personal

touch is necessarily lost and sheet music is one

of the few things that will take its place.

To the retailer who spends large sums in ad-

vertising, to those who are not above giving a

small commission on piano sales, sheet music

holds out a simple but still profitable form of

gathering prospects with less expenditure. In

fact, the general music store has an inestimable

value as a producer of sales.

FEIST RUSHING NEW NUMBER

"Cut Yourself a Piece of Cake, Make Yourself

at Home," to Be Widely Exploited by House

Early last week Leo Feist, Inc., took over a .

song in manuscript form. The melody and

lyrics made an immediate appeal and a con-

ference was called at the Feist offices, with the

result that it was decided to issue the number
immediately. Plates, title pages and orchestra-

tions are being rushed through and a campaign

exploiting this issue will be inaugurated.

Aside from its other merits the number is ap-

parently quite timely. It carries the humorous
title "Cut Yourself a Piece of Cake, Make Your-

self at Home." The professional department

of the company has already rehearsed several

acts with the number and it, undoubtedly, will

be programmed widely in vaudeville. Orches-

trations will be sent out at once.

The title is one that should be a by-word

during the Summer season. Naturally, all the

wise guys who claim to be "the life of the

party" will take advantage of the song.

A new idea in effective orchestration covers

was recently introduced by Stark & Cowan, Inc.,

who have issued two of their orchestrations

with title pages in several colors, reproductions

of the sheet music covers.

BESIDE A BABBLING BROOK" WEEK

Jerome H. Remick & Co.'s Successful National

Drive of Special Week on This Number

Jerome H. Remick & Co., who for some weeks
have had a national campaign on the song,

"Beside a Babbling Brook," recently arranged

an increased publicity drive on the number,

which included the celebration of a "Babbling

Brook Week," commencing July 2. \ audeville

performers who are programming the number
made a special feature of it during the week
in question. Dance orchestras everywhere
played it, and theatre and motion picture

houses also included it on their programs. The
trade also co-operated most enthusiastically in

giving special space to title pages and other

display material in its windows.

"Beside a Babbling Brook" is one of a series

of songs issued by Remick this Spring which
have reached great popularity. "Barney Google,"

the novelty song of the catalog, has had a par-

ticularly large sale. "Babbling Brook," however,

was hailed as one of the best ballads issued in

some time. It has been fortunate in being given

special stage settings and in other waj's has

been made an unusual feature in vaudeville. The
result should be that the coming week's cele-

bration should bring the number to the height

of its popularity and create thousands of addi-

tional sales for it in sheet music torm, as well

as add considerably to the sales of rolls and
records of the number.

TILLMAN PUB. CO. CHARTERED

Atl.\nt.\, Ga., July 7.—Application has been

made for a charter for the Tillman Publishing

Co., a new concern to be located in Atlanta for

publishing song books and all classes of printing.

Charles D. Tillman, noted writer of religious

songs, is one of the largest stockholders.

SWEETORHEri
RhythmicFojC-Trol Tan^o

With ar^'FBjlSTson^^'

Ca V - men, all the ro-ses en-Vy^our Hush-in^ cheeks, Sweet Car-men,

—
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RECORDS THAT SELL
WHEN YOU WALKED OUT SOMEONE

ELSE WALKED RIGHT IN
Irving Berlin's Latest Song Hit

INDIANA MOON
Tlie New Waltz Hit

PICKLES
A Novelty Tune That Is Dlllerent

THAT OLD GANG OF MINE
A Real Hit

ALA MOANA
Tlie Sensational Hawaiian Dance Hit from the West

IRVING BERLIN, Inc., 1607 Broadway, New York

"SWINGIN' DOWN THE LANE" IN MANY WINDOW DISPLAYS
Two Outstanding Examples of the Way in Which the Dealers Are Featuring This Late Feist

Number in Their Show Windows—A Title Which Goes Well in Pictorial Representation

Besides being a leading orchestra figure and of talking machine records and the recent

attaining national prominence for records made releases have brought even further prominence.

giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiS

A June Bride
Window of
"Swingin' Down
the Lane,"
Shallk's B r u n s -

wick Shop, Chi-

cago

been on an elaborate scale, have been attractive

and many of them involved substantial appro-
priations. Herewith are shown windows in the

Cable Piano Co. warerooms, State and Wabash
avenues, and Shallk's Brunswick Shop, Kedzie
& Lawrence avenues, Chicago, both of which
will give an idea of the care and attention given

to their arrangement without the addition of

descriptive details. These are but a few of the

displays which dealers have used in featuring

this number in their windows, and which in

the majority of instances have been instru-

mental in greatly stimulating sales.

EDDIE CANTOR SINGS "BEBE"

Witmark Number Sung by Well-known Artist

in Ziegfeld's "Follies"

Eddie Cantor, who returned to Ziegfeld's

"Follies" after an absence of several seasons, is

singing the M. Witmark & Sons number, "Bebe."
The song, with a lyric by Abner Silver and
music by Sam Coslow, is a typical Cantor de-

sign and for that reason he will do much to

make it popular. The number, however, is not

confined to the "Follies" production, but will

be introduced in vaudeville. It has many catch

lines and comedy chorus and is arranged for

singles, doubles, trios, quartets and dancing, in

all keys. The professional department of Wit-
mark's will make it one of the leading songs
of the catalog.

"MEMORY'S GARDEN" NEW BALLAD

J. W. Jenkins Sens Music Co. Foresees Big
Future for Its Latest Publication

^niiiuiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir.

by the Brunswick-Balke-Collender Co., Isham
Jones recently came in for further publicity

through the fact that he is one of the authors

of the Leo Feist, Inc., success, "Swingin' Down
the Lane."

"Swingin' Down the Lane" has achieved na-

tional success as a song. It, too, has come in

for popularity as a modern fox-trot. It has

been recorded by all the leading manufacturers

In the city of Chicago, where the Isham Jones
Orchestra has been a feature for the past few
years, the sheet music and talking machine rec-

ord dealers have all taken particular interest in

"Swingin' Down the Lane." Undoubtedly, they

look upon it as a Chicago offering. This feeling-

has induced many retailers to make full window
displays of the records and of the sheet music.

In most instances these window dressings have

"Memory's Garden" is the title of a ballad

recently added to the catalog of J. \V. Jenkins

Sons Music Co., Kansas City, Mo. The sales

and professional departments of the music pub-
lishing division of the Jenkins organization look

forward to this latest addition to the catalog

as being the best piece of property published

in some years. Preliminary arrangements for

giving the number publicity by the aid of bands
and orchestras are already under way and
during early Fall it will have a vaudeville in-

troduction. An intensive professional and sales

campaign will be inaugurated in August and
"Memory's Garden" is expected to be an un-

usually active seller during the Fall months.
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WITMARK OPENS FINE NEW HOME "SNAKES' HIPS" UNIQUELY FEATURED

Attractive and Convenient New^ Quarters of M.

Witmark & Sons in the Broadway Building

Formally Opened on July 10

The formal opening of the attractive ne-w

home of M. Witmark & Sons, well-known music

publishers, in the Broadway Building, 1650

Broadway, New York City, was held on July

10, and from 10:30 a. m. to 5 p. m. open house

was held to permit inspection by friends of the

firm of the new offices, studios and warerooms.

The Broadway store is one of the luost con-

veniently located structures in the city and it

has a frontage on three thoroughfares, Broad-

way, Fifty-first street and Seventh avenue.

This move brings all the Witmark activities

under one roof, and this, combined with the

excellent facilities of the new headquarters,

should prove of inestimable value both to the

company and the dealers it serves.

NEW STORE IN BETHLEHEM. PA.

Hensinger & Williams Handling Lehr Pianos,

Columbia Grafonolas and Other Lines

Bethlehem, Pa., July 2 —Henry Hensinger and

David Williams, both of this city, have opened

a fine new music store at 90 West Broad street,

where they have installed a full line of Lehr and

Lafayette pianos and players, as well as Colum-

bias and phonograph records, music rolls and a

general line of musical merchandise. The new

concern is known as Hensinger & Williams.

Mr. Hensinger was for a number of years sales

manager for the Goodenough Piano Co. here

and both he and Mr. Williams have had long

experience in the local piano field.

i

Songs :pen Profits

''Be First With a HEARST"

i

i

j

Wonderful Child

She's Got Another Daddy
Beautiful Rose
Home—My Lovin' Dixie Home
In The Land of Sweet Sixteen

Many Years

Always Looking For A Little Sunshine

Just a Little Gold Watch and Chain

In Baby's Smile
Love is Love For Ever

Lonesome Two
Piano Dream
Step

Order From Your Jobber or Direct

HEARSTNUSIC PUBLISHERS LTD
1G58 BROADWAY

HEW YORK
PHOENIX BLDG.

WINNIPEC
_ 199Y0NGEST
~ fOBONTO

I

No Loss on a Hearst Song — Money
Back Guarantee

Old Pit Show Idea Used by Day's Music Store

of Elyria, O., With Much Success

In the old days when wax museums and other

similar attractions had their vogue it was not

unusual for what were termed fakers to rent

empty stores, paint up the windows, possibly

with peep-holes to attract the curious, and thus

Looking at "Snakes' Hips"

establish a current attraction almost anywhere

with more or less success.

This idea of attracting the curious was recent-

ly revived by Day's Music Store, Elyria, O.,

and was one of the few times, if not the only

time, that such methods were used to give pub-

licity to a song. In this case the Leo Feist,

Inc., number, "Snakes' Hips," which is a par-

ticularly appropriate title to demonstrate the

side-show idea, was used. Reproductions of the

window are herewith shown, "before and after

looking."

The entire window was painted over, with

water-mixed paint, easily removed, in glaring

colors similar to those used in the title page.

Looking through the peepholes the curious

saw a display consisting of a river scene made

of natural materials with an artificial snake with

hips. The caption on the window read "It's

Alive," and looking behind the window the fur-

ther announcement, "It's a Live Hit—'Snakes'

Hips.' " This is unusual and, no doubt, was
a profitable means of attracting attention. Not
every song title would lend itself readily for

such use. The main idea, however, is that it is

an attractive and unique window display, and
attractive windows invariably mean sales and
profits.

Given a peep-hole and ninety-nine out of a

hundred will look.

PATENT OFFICE SHOWS PROFIT

Washington, D. C, July 2.—A profit of $172,-

081.21 was sent into the Treasury during the

last fiscal year by the Patent Office, it is stated

in a report just made public by Commissioner
J'homas E. Robertson. This amount was re-

ceived in the form of fees for patent registration,

trade marks, etc., over and above all expenses.

During the last three years the number of

applications for trade marks has increased from
75,000 to 113,000 per year, with the result that

for some time various divisions of the Patent

Office were approximately a year behind in their

work. These arrears have all been caught up,

it is declared, and at the present time every

division of the Patent Office is keeping its work-

current.

WOMAN SUCCEEDS AS A DEALER

M.VYNARU, Mass., July 3.—Just to prove that

women are becoming real merchandisers of mu-
sical instruments Miss Edith Johnson, who has

been a successful jobber of music for many
years past in this town in conjunction with

her teaching, has opened a retail store, where
she carries a complete line of pianos and musi-

cal merchandise and talking machines. Miss

Johnson has conducted this store now for a year

and has made rapid progress and is well on the

way to a successfully established business.

SPENCER WILLIAMS CO. CHARTERED

The Secretary of the State of New York has

granted a certificate of incorporation to the

Spencer Williams Music Co., of New York City.

The incorporators are S. Williams, M. J. Kort-

lander and P. E. Jacobs.

CUTYOURSELfx

AND /V1/\KE WURSEL^^
AT iiriTl-
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"Barney Google" has set out to win fresh laurels— this time as a

snappy fox-trot, or shimmy one-step. The Georgians have the leg

up on this number, and their super-syncopated efforts bring Record

A-3902 home ahead of the field.

"Old King Tut" is Barney's stable mate, and this pair step along

neck and neck, from the barrier to the flag.

COLUMBIA GRAPHOPHONE CO.
New York

EDISON POSTER OF NATIONAL VALUE

Miss Anna Case's Gift to President Harding
Forms the Basis of Very Effective Tie-Up
Campaign for Edison Dealers

Recently, when in Washington, Miss Anna
Case, the distinguished exclusive Edison artist,

presented President Harding with the first

minted fifty-cent coin commemorating the one

hundredth anniversary of the Monroe Doctrine

(1823-1923). Needless to say, numerous photog-

raphers were on the job when this happened,

and photographs showing Miss Case on the

porch of the White House, with the President

and Mrs. Harding, have appeared in the roto-

gravure sections of practically every metropoli-

tan daily throughout the country, in addition

10 most of the moving picture news films. In

order to help Edison dealers tie up with this

extensive and remarkable publicity given to an

Edison artist, a handsome poster has been made
up by the advertising department of the Edison

Co. for the use of Edison dealers in their win-

dows, reception booths, etc. At the top is a

large photograph of Miss Case with President

and Mrs. Harding. Underneath is a caption ex-

plaining the photograph. Then there follows a

paragraph explaining the Edison re-creation of

the art of Anna Case and an invitation to hear

the latest records by this artist. The poster is

printed in duotone sepia on buff stock.

"MAMMY JENNY'S" FIRST RECORD

Appears on Plaza Music Co.'s Banner Record
List for September

"Mammy Jenny," the well-known black-face

singer who plays the part of Aunt Jemima on

the vaudeville stage, has just made her first

recording for Banner records. The song was
the new Irving Berlin, Inc., success "When You
Walked Out Someone Else Walked Right In."

The Banner record division of the Plaza Music

Co. states that this "Mammy Jenny" record will

appear with its September list. The sales de-

partment of the Plaza Music Co. states that

aside from the fact that the title in question is

that of an exceptionally meritorious song the

recording work of this new artist will give this

release further value. The Plaza Co. expects to

have recordings by this popular artist each

month.

AMOS EARL RUSSELL TO WED •

Troy, N. Y„ July 9.—The many friends in the

trade of Amos Earl Russell will be glad to

hear of his engagement to Miss Grace M. Lee,

v/ho is prominent in local social circles. The
wedding will take place early in September.

Mr. Russell, who was formerly connected with

the Aeolian Co. in the New York and Boston

headquarters, is at present associated with

Cluett & Sons, Inc., which operates music stores

in Troy, Albany, Schenectady and Glens Falls,

N. Y.

REPAIRS BOOST SUMMER BUSINESS

Burrows & Sanborn Make Drive on Machine
Repairs With Good Results

Lynn, Mass., July 9.—Burrows & Sanborn, Inc.,

Victor dealers of this city, operate a repair

department which certainly is bringing in the

business. This concern is not satisfied with

merely operating this departnjent, but they have

successfully utilized direct-by-mail publicity to

bring this service before the public, and, in-

cidentally, boost Summer business. A special

scale of prices has been prepared for various

kinds of repairs to be made at the home of the

customer or in the store. Work done out of the

store costs a trifle more due to the fact that

tlie time of the repairmen in going to and from

the residence of the machine owner consumes
valuable time. The price scale, which is sent to

all patrons, is headed with the words "Prices

on Repairs." This is followed by the price list,

'phone number and address of the firm. With
this price list is mailed a small pamphlet which

bears the self-explanatory message "Exchange
Your Old Victrola for a New Console." This

is followed by a sound sales talk on the new
types of instruments and the exchange offer

by which an allowance will be made for the

old instrument.

EDWARD C. HASSEMER MARRIED

Edward Charles Hassemer, of A. & E. Hasse-

mer, Edison dealers, Jersey City, N. J., was
married on June 24 to Miss Violet Fillans, of

West Hoboken, N. J. The happy couple left

for a two weeks' honeymoon at Lake George,

following which they will make their permanent

residence in Jersey City.

E. Winter's Sons, who handle pianos, talking

machines, etc., in Kingston, N. Y., are planning

to move from their present quarters in the

Kingston Opera House to 326 Wall street.

Every part made in our own factory

Special Tone Arms and Reproducers
made to order—quantity only

Triangle Phono Parts Co.

722 Atlantic Avenae, Brooklyn, N. Y.

AEOLIANITES STAGE ANNUAL OUTING

Exciting Battle on Diamond Results in Tie at

Annual Baseball Game and Dinner of Aeolian
Sales Organization in Tarrytown

The annual baseball game and dinner of the

sales staff of the Aeolian Co. was held on Sat-

urday, June 30, and in every way proved one
of the most successful of the series of such

outings in which the salesmen have participated.

As usual, the officials in charge of the Hackley
School, at Tarrytown, turned over the use of

the excellent baseball field and the gymnasium
of the school to the Aeolianites through the

efforts of C. A. Laurino, and the result was a

baseball game worth going miles to see.

The first team was known as the "Duo-Art
Reproducers" and opposed to them were the

"Vocalion Graduolas." The game proceeded for

seven innings amid much excitement on both
sides, as home runs were hit and perfect flies

muffed. Each side came out of the game with
ihe full confidence of being the victor and then
it was discovered that no one had kept score.

The result was that one man's guess was as

good as another and so peace was maintained
by declaring the game a tie with the score 8-8.

Charles Beady, head of the sliipping depart-

ment, acted as umpire.

There were no casualties and after the players

had enjoyed a refreshing dip in the Hackley
School pool the entire party proceeded to the

exclusive Briarcliff Lodge for dinner, during
which Al Rienzo and Harry Braun gave elab-

orate exhibitions of two and four-hand piano
playing, the former favoring the delegation

with a number of his own compositions.

After a brief study of the distant Hudson by
moonlight, the members of the party, which
numbered over fifty, proceeded to their homes.

A talking machine establishment has been
opened at 429 Bovlston street, Boston, Mass.,

by W. J. GiUes.

or 9 in. long. Di-

er of base 3 '4 in.

ig \Vs. in.

TRIANGLE
No. 1 TONE-ARM

0'4

amet
Borii

Well balanced. Perfect

in every detail—a repro-

ducer that will give you
UDUsual satisfaction be-

cause of its exceptional

merit.

Finished in either Nickel
or Gold.

Ideal for the regular

commercial product.
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BLACKMAN BUYS KNICKERBOCKER CO.

Prominent New York Victor Wholesaler Pur-

chases Stock and Good-will of Knickerbocker

T. M. Co.—Preparing Plans for Expansion

—

Company Has Enjoyed Steady Growth Dur-

ing the Past Twenty-two Years

One of the most important happenings in

the talking machine industry the past month
was the consummation of arrangements where-

by the Blackman Talking Machine Co., New
York, Victor wholesaler, purchased the stock

and good-will of the Knickerbocker Talking

Alachine Co., New York, also a Victor whole-

saler. The latter company's Victor stock was

J. Newcomb Blackman

moved to the Blackman headquarters at 28

West Twenty-third street, New York. In dis-

cussing this important move Mr. Blackman

stated that his present organization would re-

main intact and that his company was making

comprehensive plans to take care of this expan-

sion of the business.

The Blackman Talking Machine Co. has for

many years been recognized as one of the fore-

most Victor wholesalers in the country and its

headquarters at 28 West Twenty-third street,

New York, comprise one of the most up-to-date

and best-equipped wholesale establishments

that may be found in any mercantile line.

Every facility that has ever been found success-

ful in the Victor wholesale business has been

adopted b}' the Blackman Talking Alachine Co.

for use in its new home and Victor dealers

have been enthusiastic in praising the conveni-

ences and equipment of the Blackman Co.'s

liandsome establishment.

The Blackman Talking Machine Co. was

formed twenty-two years ago by J. Newcomb
Blackman, who had entered the industry four

j'Cars previously and whose entire business

career has been identified with the talking ma-
chine trade. Under his capable direction the

company's business steadily increased in vol-

ume and importance until May, 1922, when the

Blackman Talking Machine Co. was capitalized

at a million dollars. It is stated that this com-

pany is one of the very few, if not the onlj',

exclusive Victor jobbers in the country with

such a large capitalization and the financial and

commercial strength of the concern may be

attributed in a very large measure to Mr. Black-

man's exceptional executive ability and thor-

ough understanding of every phase of the Vic-

tor industry.

The Blackman Talking Alachine Co.'s policies

have been shaped and carried out by Mr. Black-

man with the idea in mind of giving the trade

maximum service and co-operation. In his

spare time Mr. Blackman has made a detailed

study of industrial and financial problems in the

Victor field and his experience and knowledge

have been at the disposal of Victor dealers

everywhere. In addition to his business suc-

cess Mr. Blackman had the honor of being

elected three times president of the National

Association of Talking Machine Jobbers, which

disbanded some time ago, and he has always

been an active figure in all matters pertaining

to the general development and prosperity of

the \'ictor industry and the talking machine

trade as a whole.

Associated with Mr. Blackman in the con-

duct of the Blackman Talking Machine Co. is

the following efficient executive and sales staff:

Fred P. Oliver, vice-president and general man-

ager; C. L. Johnston, secretary; Geo. Thau,

assistant secretarj- and head of the record or-

dering department; G. C. Young, manager of

office and credit departments; Edgar S. Palmer,

New York State traveler; Ma-ximilian Sheetz,

Mew England traveler; Walter R. Grew, cov-

ering the uptown section of New York City;

W. H. Bishop, covering the lower section of

iSiew York City and Staten Island; Geo. A.

Baker, Brooklyn and Long Island; John A.

Johnson, New Jersey, and Geo. Giese, head of

the shipping department.

Phonograph Toys

THE MAGNETIC DANCERS

This little couple will waltz, fox-trot or two-step in a most
realistic manner. They reverse, turn and glide just as a couple
would do on a ball-room floor. Price $1.00.

There's the Rastus Family
Don't miss these favorites! The assortment consists of

Ragtime Rastus $1.2S Shimandy $1.65
Boxing Darkies 1.50 Fighting Roosters 1.65

Just as easy to sell the four as one.

Usual Discounts to the trade

NATIONAL COMPANY
108 Brookline Street, Cambridge, Mass., U. S. A.

Give Them a Chance to

Earn Bigger Holiday
Profits for You!

Man}- dealers who
started selling National

Phonograph Toys in a

small way two years ago
are now doing a big busi-

ness.

They take up small

space and they sell quick-

1}'. Put them in the win-

dows. They get passers-

b}- in the habit of looking

at your phonograph dis-

plays.

Claravox
I
REPRODUCERS

f
M Make Phonographs Sound REAL M

I Standard Diamond Point 1
M Special Jewel Point %
^ Both correctly play Edison Records on Talking ^= Machines =

m No. 1 Edison Attactimeiit 5
^ Plays Victor Records on Edison Phonograpl;s ^
^ Fl'rr'f for prices and discounts ^

I THE CLARAVOX CO\IPANY |
= Youngstown, Ohio =
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NEW SONORA OUTDOOR SIGN

Attractive Sign Prepared for Use by Sonora
Dealers in Outdoor Publicity—Its Many
Practical Applications Illustrated

The advertising department of the Sonora
Phonograph Co. has prepared a new and attrac-

tive outdoor sign, a copy of which is shown
herewith. The sign measures 28x48 inches and

tlie Queen Anne model illustrated is in natural

A Striking Sonora Sign

color, with a light yellow background. The
r.ame Sonora is on a dark blue background and

a red border is placed around the whole sign.

The advertising department of the Sonora Co.

calls attention to the fact that this sign is guar-

anteed not to crack or fade for three years, as

it is made by a new process which enables the

manufacturer to give this broad guarantee.

The accompanying illustration will show some
of the many uses to which this new sign may
be adapted and Sonora dealers will, undoubted-

ly, use it to advantage as a bulletin board on

the sidewalk, above the store on the front wall,

on motor trucks, fences, barns, garages and
other advantageous places.

SOME RECENT INCORPORATIONS

Denver, Colo., July 2.—Corporation papers have

just been filed for the Boot Music Co. by Albert

J. Boot, David L. Ginsberg and May L. Boot.

The concern will have a capital stock of $19,500.

The Mason Music Co., Inc., of San Antonio.

Tex., has just been incorporated with a capitali-

zation of $20,000. The following are officers in

the company: G. W. Parish, L. E. Robinson and

J. W. Mason.
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IgOMINOOf(ANAB>^-
MONTREAL DEALERS INAUGURATE DRIVES ON PORTABLE
Attractive Window Displays of Small Instruments Influence Buying Public—Popular and Dance

Music in Record Form Lead the Demand—Activities of the Trade

MoxTREAL, Can., July 7.—All local dealers are

pushing- extensively the sale of portable ma-
chines and records with good results. News-
paper copy is linked up with attractive window
displays of camp life, etc. The greater propor-

tion of records sold comprises dance and pop-

ular song hits.

The Isham Jones Orchestra, Brunswick ar-

tist, was heard in Canada for the first time at

the grand ball room of the new Mount Royal

Hotel recently. Dealers cashed in on the event.

Layton Bros., Ltd., Edison, Columbia and

-Brunswick distributors, held their fifth annual

picnic recently at Otterburn Park.

Miss Mae Skilling, of the educational depart-

ment of the Columbia Graphophone Co.,

Toronto, was a recent visitor to Montreal, and

while here gave a number of interesting talks

on the "Educational Value of the Grafonola."

The Joseph C. Smith Orchestra, Brunswick

artist, appeared in person the past month at

the opening of the roof garden of the Mount
Royal Hotel.

Chas. Culross put a real Vocalion message

across to the large gathering that recently lis-

tened to a lecture by Dr. Dayton C. Miller,

professor of physics in the Case School of Ap-

plied Science,- Cleveland, on the subject "Visible

Sound," held in McGill University, this city.

Dr. Miller co-operates with the Aeolian Co.,

of New York, in perfecting the Vocalion phono-

graph and Vocalion records, and it was with the

Toronto, Ont., July 7.—Announcement has been

made by the Canadian Bureau for the Advance-

ment of Music that the musical competitions

which have been held the last few years in

conjunction with talking machine exhibits at the

Canadian National Exhibition held here will

again be conducted this year in the phonograph
building.

The Unique Reproduction Co., New York
City, has appointed the Plaza Music Co. sole

distributor for the "Add-A-Tone."
Boyle's Drug Store, Victor dealer, Brampton,

Ont., has let contracts for the enlargement of

its premises.

James Martin, Columbia dealer, also of

Brampton, has removed to larger premises.

George Harper, of Harper Bros., Watford,

Ont., Victor dealers, has gone to Calgary, Alta.,

where he expects to make his home.

Sam Minnes, of Hamilton, has opened a

music store at 134 Main street. East, where he

is handling "His Master's Voice"-Victor prod-

ucts exclusively.

Mr. Gilmore, of Heintzman & Co., Fort Wil-

liam, recently opened a fine new store in Port

Arthur, Ont., where he is featuring the "His

Master's Voice" line.

Through recent sales of Victrolas by F. R.

Palmer, "His Master's Voice"-Victor dealer at

St. Thomas, Ont., to the Scott street school,

every school in the city of St. Thomas is now
supplied with a Victrola.

Lord Byng, Governor-General of Canada,

was good enough to officiate at the "official"

breakings of the seal on His Master's Voice

Royal record containing the Empire Day mes-

sage to the boys and girls of the British Em-
pire.

One of the latest items of news from the

Columbia Co.'s headquarters in Toronto con-

idea of linking Dr. Miller up with Vocalion
products that Mr. Culross hastily had circulars

printed outlining and illustrating some of the

tone tests used in making Vocalion records

which were distributed to those present.

A recent musical stunt which received a lot

of favorable comment was a Saturday morn-
ing show for children held at the Allen 'Theatre.

This consisted of piano and vocal selections,

several dances and a sketch arranged by Mr.
Berliner, the leader of the Ritz Carleton Hotel
Orchestra, entitled "A Peep Into the Recording
Laboratory." The finale was rendered by little

girls especially trained to take the part of the

characters mentioned in the actual record as it

was played, each character emerging from the

doors of a mammoth Victrola in the centre of

the stage and enacting her part before taking

her place in the line.

Brown's Talking Machine Shop reports that

with the closing of the schools and the opening
of Summer cottages a decided demand has been

apparent for the Victrola portables.

In Montreal a large assembly on Victoria

Square heard the special His Master's Voice

King and Queen's message as recorded at Buck-
ingham Palace.

The Hartney Co., Ltd., His Master's Voice
dealers, St. Catherine street. West, each week
take one of the popular selling hits and arrange

a window to correspond with the record. Many
sales have resulted.

cerns the issuance of a new set of Columbia
health records, made under the supervision of

Dr. John Harvey Kellog, of the Battle Creek

Sanitarium, Mich.

P. Bedard & Co., of Kapuskasing, Ont., have

recently become "His Master's Voice"-Victor

dealers at that point.

According to the Dominion Bureau of Sta-

tistics, Ottawa imported phonographs and rec-

ords and parts during March (the last month
for which figures are available) to the value of

$124,325. This compares with $107,485 for the

month of February. Detailed statement follows:
Feb., 1923 Mar., 1923 Mar., 1922

From United Kingdom $497 $390 $714
United States 97,478 110,823 124,155
Germany 143
Japan 243
Switzerland
Otlier countries 523

Total $97,975 $111,213 $125,778
Records (Disc and Cylinder):
From United Kingdom $103 $1,614 $1,094
United States 9,322 11,409 12,591
France 85 89 1,523

Total -$9,510 $13,112' $15,208

The .-^dam Blatz Brunswick Shop has been

opened at 121 King street. East Hamilton, Ont.

C. H. Llitchcock, of the Phonomotor Co.,

Rochester, manufacturer of the Phonomotor
electric motor and other specialties, recently

visited Canada in the interests of these products.

W. A. Dietrich, sales manager of the Starr

Co. of Canada, Ltd., London, Ont., is on a trip

to the western coast.

E. C. Scythes, of the Scythes Vocalion Co.,

Ltd., recently made a visit to New York.
W. B. Puckett and F. A. Trestrail, of the

Musical Merchandise Sales Co., Toronto, Cana-
dian distributor of the Brunswick, were among
representatives of the Canadian trade in attend-

ance at the convention of the United States

music industries in Chicago,

Piano Cases & Phonographs, Ltd., Brant-
ford, Ont., has assigned to the Trust & Guar-
antee Co., Ltd., of that city.

WINNIPEG DEALERS SHOW INITIATIVE

Originality of Sales Promotion Plans of Local
Merchants Results in General Stimulation in

the Demand for Records—News of Month

Winnipeg, Man., July 3.~Wilfred Robson, of

Dauphin, Man., has rather a unique way of fea-

turing popular hits. He works in conjunction
with the Dauphin Theatre, where he arranges
to feature dififerent selections. As an example
of this, when "Underneath the Mellow Moon"
came out, he arranged to have this demon-
strated on a Victrola from the stage of the

theatre and played simultaneously with the

playing of the $10,000 organ installed in this

theatre. In addition, during the evening, sev-

eral slides are shown, suggesting that people
call at Robson's Drug Store, where the records

of special hits can be obtained.

Farquhar & Shaw, of this city, have started

to popularize Brunswick records by the use of

a large out-of-doors easel, slots being left in

which the names of ten leading records can be
inserted each month.
The Province of Saskatchewan is taking most

kindly to the portable phonograph, and this sea-

son there seems to be a far greater demand
than ever for this kind of instrument.

During Musical Festival Week in Vancouver,
B. C, Fletcher Bros., Ltd., held daily informal

concerts featuring Victor records.

Art. P. Saer, Victor dealer. North Battleford.

Sask., operates a printing department, and im-

mediately new records come out he has post-

cards run off and sends them to customers.

This has resulted in excellent record business.

P. W. Bird, of Heintzman & Co., Saskatoon,

Sask., had rather a novel idea regarding the

featuring- of Red Newman and the Jock Hol-
land records at the time the Old Dumbbells
visited Saskatoon recently. Instead of running

an ordinary advertisement in the theatre pro-

gram, they had printed a special page featuring

the Red Newman and Arthur Holland records.

This was done in a distinctive blue color and

used as an insert in the regular theatre program.

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY

MANY MOVES AND NEW STORES IN THE TORONTO FIELD

Plans Under Way for Music Competitions in Connection With Canadian National Exhibition

—

Dealers Add New Lines and Enlarge Establishments—The Month's News
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PORTLAND, ORE.
Dealers Dress IVtndows to Attract Thousands of Visitors Here

for 1923 Rose Festival—Music Holds Szvay—The Month's News

Portland, Ore., July 6.—Portland's 1923 Rose

Festival was an even greater success this year

than in years past. Many thousands of visitors

attended the event and business was stimulated

and manjr live out-of-town prospects were lined

up by the music dealers. All music stores deco-

rated their establishments in accordance with

the week. Music was featured by the festival

committee and during the three days continu-

ous concerts were given in the grandstand

erected opposite Sherman, Clay & Co.'s store.

The Bush & Lane Original Saxophone Band,

under the direction of E. J. Meyers, manager
of the musical merchandise department of Bush

& Lane (an exclusive Holton organization);

the Ladies' Columbia Symphony Orchestra, un-

der the direction of Frances Knight; the Pil-

grim Boys' Chorus of 1,000 voices, led by Cyril

Mee, and glee clubs of the Meier & Frank and

the Olds, Worthman & King Co. were among
the prominent organizations to dispense music

for the holiday throngs.

Harry Marshall, Oregon, Washington and

Idaho district manager of the Edison Phono-
graph Co., Inc., returned to his Portland head-

quarters from a trip through eastern Oregon
and Washington full of enthusiasm for the fu-

ture and with excellent reports of the various

Edison dealers in the districts visited. He re-

ports a new Edison dealer for Pendleton, Ore.

The Economic Drug Co., of that city, Thomas
Young, owner, is moving into handsome new
quarters, where it will have two adjoining

stores, one for drugs and one for music. The
Edison, Victor and Brunswick lines, as well as

pianos and musical merchandise, will be han-

dled.

Mr. Marshall visited the Davis-Kaser Co., of

Walla Walla, where George Cooper was re-

cently appointed manager of the music depart-

ment and James L. Jones, former manager of

the department, has been promoted to general

manager of the store. The Edison and Bruns-

wick lines of phonographs and records are car-

ried here.

Sherman, Clay & Co., Victor jobbers, report a

new Victor account at McMinnville, Ore.,

Kienle & Sons Music Shop, who also have a

store at Newburg, Ore. Elmer Hunt, wholesale

manager of Sherman, Clay & Co., is making an

extended trip through southern Oregon, while

Walter Brown, his assistant, is covering east-

ern Oregon, Washington and southern Idaho.

Both continue to send in good reports. W. B.

Maxwell, in charge of the local headquarters

during their absence, reports big local business

in both Victrolas and records.

Charles Soule, district manager of the Starr

Piano Co., handling Starr phonographs and

Gennett records, spent the month covering the

entire State of Washington and reports excel-

lent business up North. Mr. Soule expects to

devote most of the month of July to his Oregon
territory.

Arthur Stein, manager of the Sherman, Clay

& Co. retail Victrola department, says: "Our

only trouble during the past month has been

to get enough of the new flat-top console mod-
els to meet the demand. The 220, 215 and 210

models are our best sellers and the demand in

June was for consoles.

Omer N. Kruschke, of the Kruschke Sales

Co., San Francisco, who recently organized his

own company to handle the Pathe phonograph

and records, was a recent visitor to the trade

in Portland territory.

The Reed-French PiantD Co. reports a big

increase in business. Allen E. McLean, in

charge of the Edison, Victrola and Hallet &
Davis phonograph department, says: "We have

again more than doubled last year's business

in our department and I attribute this partly

to the fact that our stock was never so com-

plete and our display of all models and fin-

ishes is an incentive to increased business."

The G. F. Johnson Piano Co., which has the

Victor and Cheney phonographs, reports excel-

lent business. Edward Gust, who made a three

weeks' trip into the eastern Oregon district,

and Jess Major, who covered Marshfield and

southern Oregon for the same length of time,

returned to headquarters with books full of

orders. Mr. Johnson announces that F. L.

Harwood, of Heppner, Ore., has been added

to the list of Cheney dealers for Oregon.

The Hyatt Talking Machine Co. is making

extensive preparations toward moving into its

new quarters at 386 Morrison street and is

advertising its new location on a large scale.

A. M. Wrayton, for three years manager of

the phonograph department of the Bush &
Lane Piano Co., has resigned to go into busi-

ness for himself. The Bush & Lane Victor

and Brunswick phonograph department has

been put in charge of H. T. Howell.

I. E. Sklare, manager of the Remick Song
Shop, Columbia dealer, has returned from a

meeting of Remick managers in Detroit, New
York City and Chicago.

Maurice E. Walsh, of Chicago, representing

the Steger & Sons Mfg. Co., was a recent

Portland visitor.

The Music & Photo House, of Grants Pass,

Ore., has moved into handsome new quarters,

according to Stanton Powell, proprietor and

manager, who was a visitor to Portland during

the past month. He handles Victor and Bruns-

wick instruments and Gulbransen pianos.

Catherine Dresser, for the past year with the

local Sherman, Clay & Co. store, has gone to

California. Margaret Bridge and Vera Stone

have been added to the sales force.

J. W. Reynolds, Victor dealer, of Myrtle

Creek, Ore., a recent visitor, reports excellent

business in his district.

Lowell Will, of the George C. Will Music

Store, of Salem, Ore., is spending several

months in the East, accompanied by his wife.

A music memory contest was the closing fea-

ture of this year's school term in Portland and

out of 350 grade pupils who competed 110 made
a perfect score, a fact regarded as quite re-

markable in that the youngsters had to name
the composition, its character and composer.

At the recent biennial convention of the Na-
tional Federation of Music Clubs, held at Ashe-

ville, N. C, Portland was selected as the next

place to hold this important event, which will

be in 1925.

DEALERS ORDERING NEW EOUIPMENT

Zimmerman-Bitter Co. Closing Many Important

Deals—Retailers Installing New Departments

The Zimmerman-Bitter Construction Co., of

New York, is closing a very satisfactory Sum-
mer season, according to A. H. Bitter, and one

of the contracts recentl)' completed by this com-
pany was an installation for the Kroeger Piano

Co., 254 Main street, Stamford, Conn., consist-

ing of eight hearing rooms, record racks and

service counters. The store of B. Nemhauser,

1957 Second avenue. New York, is being com-
pletely equipped by the company, the installa-

tion consisting of six hearing rooms, record

racks, musical instruments, sheet music and

music roll departments. E. G. Brown, whose
Hackensack, N. J., store the Zimmerman-Bitter

Co. recently completed, is adding a sheet music

department to his Bayonne, N. J., store. A
music roll department has been installed in the

Landay Bros.' Yonkers store, and a radio de-

partment in the Kay Talking Machine Co.'s

Chambers street. New York. Mr. Bitter states

that his company is carrying a large stock on

hand, in anticipation of an active Fall business.

VISITORS TO EASTERN PLANT

Among the jobbers who have visited the Edi-

son headquarters at Orange, N. J., during the

past month were: M. M. Blackman, Kansas

City; F. K. Babson, New York and Chicago;

E. C. Bowman, Richmond. Va. ; R. B. Ailing,

Detroit; Wm. Schmidt, Chicago; Frank E. Bol-

way, Syracuse; Peter Hawley, Philadelphia; F.

H. Silliman and Fred Keeney, Boston. All of

these jobbers conferred with Thomas A. Edison

and Mr. Curry on matters pertaining to record

service.

The Inglewood Music Co. has been opened

in Inglewood, Cal., by Douglas M. Grant. A
complete line of Cheney phonographs, records

and sheet music is handled.

"LAUTER" TALKING MACHINES

Console Model I

American Walnut—Brown Mahogany

One of our new patterns ready

for prompt shipment

Dealers Wanted in Every

Locality to Sell Our Line of

Upright and Console Talk-

ing Machines

Write Today for

Cuts and Prices

Our many years' furniture experience insures

you a "LAUTER QUALITY" Cabinet-

Furnished with Standard Equipment

THE H. LAUTER COMPANY
West Washington and Harding Streets

INDIANAPOLIS, INDIANA
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AEOLIAN CO. ANNOUNCES FIRST LIST OF RACE RECORDS
Initial Release Includes Six Double-face Records by Leading Negro Artists With Special Appeal

to the Large Colored Trade—Cultivating New Distributing Field

The Aeolian Co. has just announced a distinct

innovation in the Vocalion Red record catalog

through the addition of the first Vocalion Race
Bulletin, in- which are included the first half-

dozen special records made by prominent col-

ored artists and designed primarily for the con-

sumption of the large negro population of the

country. It has been recognized for some time

that the negroes had their own favorites among
artists of their own race and that records by

such artists, particularly of "blues," had a much
stronger appeal than similar records made by
white singers.

The result was the development of the special

series of "race" records, the first of which have

Ethel Waters

already been recorded and will be released

shortly. In this connection the Aeolian Co.

has placed under exclusive contract Ethel

Waters, considered to be one of the foremost

singers of "blues," and who is a prime favorite

on the colored vaudeville circuits in the East,

particularly through the South. In addition,

records have been made by Lena Wilson and

Viola McCoy, also among the prominent head-

liners of the colored stage. The piano accom-

paniment to the songs are played by Fletcher

Henderson and Porter Grainger, and have a

distinctiveness that in itself makes the records

interesting.

In addition to the vocal selections there is an

instrumental record by Fletcher Henderson
and his orchestra, one side bearing the "Gulf

Coast Blues" and the other "Downhearted
Blues," both fox-trots. The orchestra is well

balanced and oi¥ers an exceptional brand of

blues for those who enjoy that class of music.

The five vocal records included in the first

release are: No. 14631, on one side of which is

"Your Time Now" and on the other side "I Need
You to Drive My Blues Away," both sung by

Lena W^ilson to the accompaniment of Fletcher

Henderson; No. 14632, "Sad 'n' Lonely Blues"

and "Just Thinkin'," sung by Viola McCoy, ac-

companied by Porter Grainger; No. 14663,

"Bleeding Heart Blues," and "If You Want to

Keep Your Daddy Home," sung by Viola Mc-
Coy, with Grainger as accompanist; No. 14634,

"Kind, Lovin' Blues" and "I Want My Sweet

Daddy Now," sung by Ethel Waters, accom-

panied by Fletcher Henderson, and No. 14635,

"Down South Blues" and "Where," also sung by

Ethel Waters.

The Race Bulletins will become a part of the

regular Vocalion record service and will be

issued monthly. In connection with the new
records there will be issued special supplements,

hangers and window strips for the use of deal-

ers, and it is believed that those located in

centers where there is a large colored popu-

lation will find in the new records an excellent

medium for developing Smnmer trade, as well

as business for the rest of the year. Inciden-

tally, the records are expected to appeal to a

large portion of the white race.

COLLINS AND HARLAN TO MAKE TOUR

Prominent Phonograph Recorders Form Con-

cert Organization

Arthur Collins and Byron G. Harlan, whose

Collins & Harlan phonograph recordings are

widely known, have recently formed a concert

organization which is being booked for dates

starting August IS. They will make an ex-

tended transcontinental tour of the United

States. The complete personnel of the company
is not yet made up but a supplementary array

of artists will accompany these two well-known

artists on their tour. In this connection the

Edison Co. announces that the Collins & Harlan

program will include among other features an

Edison tone-test given in conjunction with an

Edison phonograph, thereby providing an excel-

lent opportunity for dealers to tie up to as the

singers appear in their respective cities.

SPECIAL VICTOR RECORD RELEASE

Three New Dance Records by Benson's Orches-

tra to Be Placed on Sale on August 1

The Victor Talking Machine Co. has just

announced the special release of three new
records by the Benson Orchestra of Chicago,

which is achieving much success at Atlantic

City during the present season. The first rec-

ord is of "I'm Drifting Back to Dreamland"

and "Just for To-night," waltzes; the second,

"Nobody Knows But My Pillow and Me" and

"I Never Miss' the Sunshine," fo.x-trots, and the

third, "The Cat's Whiskers" and "In a Tent,"

also fox-trots. The records are from the Sep-

tember supplement and will be placed on sale

about August 1.

TO LENGTHEN EMERSON RECORD LIST

Charles C. Hasin, manager of the recording

department of the Emerson Phonograph Co.,

Inc., states that during the Summer months the

Emerson record list will be considerably length-

ened. Exceptionally good titles will appear in

both instrumental and vocal form, and other

additions to the record list are to be made from

promising numbers other than those which

would justify inclusion in a monthly release.

N. QARFINKEL BACK FROM VACATION

Nathan Garfinkel, treasurer of the Mutual

Phono Parts Co., New York City, recently re-

turned from a vacation spent with Mrs. Gar-

finkel and daughter, Roslyn, at Sharon Springs,

N. Y. Mr. Garfinkel motored both ways and

while away entered heartily into all the sports

and recreation that the resort offered, such as

fishing, rowing, swimming, etc.

STHC rNSTRUMENT OF QUALITY

onoi
CLEAR AS A eCLL

Semi-Permanent

Needles are Ideal

for Portables

Playing many records,
Sonora Semi-permanent
needles do away with the

necessity for carrying a large

supply of ordinary needles on
motor trips, picnics and other

places where Portables are in

demand.

Sonora Semi-permanent
needles enable the Portable
owner to take along his finest

records, certain that no worn-
down needle is going to score

them. And then there is the

convenience to be considered
—no changing of needles after

each record. Every Portable
customer can be sold these

needles and will come back
for more. Wire today for a

supply.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

STMt INSTOUMENT OF QUALITY

CLEAR A5 A BELL

Really Helps

Its Dealers

Sonora chooses to recog-

nize the great truth that its

product is not sold until

actually in the consumer's

home. To this end, it main-

tains a stafif of highly trained

sales promotion experts to

help its dealers merchandise

Sonora. Second, it furnishes

its dealers with efifective

selling helps. Third, it gives

a guarantee which assures

absolute consumer satisfac-

tion. Fourth, it maintains

constant consumer demand
through national advertising.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto
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WIDE MARKET FOR MUSICAL MERCHANDISE IN SUMMER
Small Musical Instruments Have Their Greatest Vogue During the Vacation Season—Care-

fully Planned Sales Promotion Campaigns Should Be Effective at the Present Time

The hot weather is now with us and people

are flocking to the mountains and seashore for

the Summer and for brief vacations. The tall<-

ing machine dealer from past experience knows

that sales of the larger model talking machines

and the more expensive instruments are difficult

to make in this season and that in many cases

there is a dropping off in sales. It is a well-

known business maxim that when one thing will

not sell there is still hope of selling something

else to tide over the slack period.

During the Summer the talking machine mer-

chant has two excellent opportunities for boom-

ing his sales volume. One lies in the portable

talking machine and the other in the sale of

musical merchandise. This article will deal with

the latter instruments. As a matter of fact,

stringed instruments such as ukuleles, banjos,

mandolins, etc., as well as harmonicas have

their greatest vogue in the Summer months, and

those dealers who have had the foresight to

establish musical merchandise departments and

who have the energy and ability to get right

out and dig for business should have no difficulty

at all in making the next few months very prof-

itable.

One thing is sure—sales of small musical in-

struments will not come easily, for the simple

reason that people planning vacations are so

busy preparing that this item of the outfit is

often overlooked. Therefore, it is up to the

merchant to see that his prospects are reminded

in time that a small musical instrument will

add greatly to the enjoyinent of the Summer.

Advertising and direct mail publicity will ac-

complish this result. The dealer should plan a

careful campaign and in his advertisements re-

iterate again and again the enjoyment to be

derived from a banjo, ukulele or other instru-

ment. The opportunity of broadcasting a mes-

sage through the newspapers to the public is

unsurpassed and a live dealer certainly can cash

in on this branch of his busines^.

One very successful talking machine house

in the metropolitan district which recently added

a line of musical merchandise to its stock has

instituted such a campaign and the results to

date have been beyond expectations. This mer-

chant directs his advertising message mainly to

the young folks and just prior to the closing

of the schools for the vacation period pam-
phlets were distributed to the pupils in all of

the local schools. This publicity was tied up
with window displays in which small musical

instruments and portable talking machines 'Were

made the basis of creating a picture of the

Summer cottage and music. Several direct sales

were traced to this window, people stopping to

look and then coming in to inquire and finally

going away with an instrument under their arm.

24-Hour Service!

On Your Saxophone Orders!

And that's a promise ! Our big Saxophone stocl< is equal to any emergency
call, be it for one instrument or twenty. So you can place your order with
the comfortable assurance that within 24 hours after it reaches us your
instrument will he on its way to you. And not only that, but

GRETSCH-AMERICAN
SAXOPHONES

{All Popular Models and Finishes)

Are Supremely Satisfactory!

Their perfect tuning, smooth mechanism and careful finish appeal to critical players.

And our moderate wholesale prices appeal to merchants who appreciate a generous
margin of profit on first-class merchandise. There's satisfaction for EVERYONE
in Gretsch-American Sa.xophones !

Write as today {on your business stationery) and ask
for our new Saxophone Price List (for dealers only.)

The FRED. GRETSGH MFG. CO.
Musical Instrument Makers Since 1883

60 BROADWAY, BROOKLYN, N. Y.

The Oldest and

Largest Musical

Merchandise House

IN America

E^^clusivelj'' Wholesale
ESTABLISHED 1634

C.BRViVO Son, Inc.

351-53Foi;rthAv£.NewYorkCitv

Many more people looked at the window and
then passed on, perhaps to come back later and
make a purchase.

This little incident is merely related to show
that the Summer can be made a time of pros-

perity and that there is no reason in the world

why the talking machine dealer should go

through a period of depression when there is

business at hand. As has been stated before

in this column, a small stock of musical mer-

chandise requires very little capital and the

space taken up by this department is usually

space which can well be spared for this purpose

and which is otherwise largely wasted.

Then, too, in view of the fact that the Summer
months are the best for the sale of musical

merchandise, the dealer is enabled to turn over

his stock very quickly, thereby realizing an ex-

cellent profit on his investment. It is not too

late for those dealers who do not handle musi-

cal merchandise to cash in on Summer trade.

The best part of the vacation season is still

before us and small musical instruments in suf-

ficient quantity can quickly be secured.

HARMONICAS IN CHURCHES

Borrah Minevitch, harmonica virtuoso, who
has been largely responsible for bringing the

musical possibilities of Hohner harmonicas be-

fore the public, has recently played this instru-

ment in the Baptist Temple of Philadelphia,

with the result that the congregation has been

added to the host of Hohner admirers through-

out the country.
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IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 138)

HOHNER DEALERS REAPING PROFITS

From Large Volume of Publicity Received

During Recent Harmonica Contests

will be presented to the trade at an early date.

Demands for the Vega line of banjos have con-

tinued so briskly that the entire factory force

will be kept at work during the Summer.

Retailers handhng the Hohner line of har-

monicas report that they have reaped consid-

erable benefits from the exceptional amount of

publicity that this popular line has received re-

cently. The harmonica contests featured in the

various cities have, of course, had a decidedly

favorable effect. Another strong bit of pub-

licity received was during the Silver Jubilee,

held in New York City, when, during one of

the parades down Fifth avenue, a Hohner float

containing forty boys created considerable com-

ment as it progressed down the line of march.

A contest was held en route, in which all boys

entered heartily. It has also been found out

that the picture appearing in the Subway Sun,

taken at the New York Zoological Garden,

showing the bear playing the harmonica, shows

a Hohner. The cumulative effect of all this

publicity has materialized in general sales stim-

ulation.

FRED. GRETSCH ADDS TO LINES

Appointed United States Agent for A. Robert

Wood-wind Instruments

The Fred. Gretsch Mfg. Co., Brooklyn. N. Y.,

importer of musical instruments, has been ap-

pointed exclusive U. S. agent for the A. Robert

wood-wind instruments, which include clari-

nets, oboes, cors anglais and bassoons. This

famous house, founded in 1868 and which has

worked in close conjunction with the Con-

servatory of Music at Paris, is well known by

professional musicians everywhere. The Fred.

Gretsch Mfg. Co. through this recent appoint-

ment is now able to supply American artists

in the trade with these well-known instruments.

TO INTRODUCE NEW VEGA BANJO

Boston, Mass.. July 6.—The Vega Co.. of this

city, is developing a new model banjo which

S. BUEGELEISEN GOES ABROAD

Samuel Buegeleisen, head of the wholesale

musical merchandise house of Buegeleisen &
Jacobson, 5-7-9 Union square. New York City,

sailed Tuesday on the S. S. "Berengaria" for

Europe on a vacation and business trip.

ACTION ON RETURNED GOODS EVIL

Association Moves to Put Stop to the Promiscu-

ous Return of Merchandise

Following the adoption by the National Mu-
sical Merchandise Association at the recent con-

vention of a resolution to put an end to the

abuse by many dealers of the privilege of re-

turning merchandise to jobbers and manufac-

turers, William J. Haussler, president of the

.Association, has recently sent to the various

members of the Association letters on the sub-

ject. Mr. Haussler calls attention to the reso-

lution and asks the co-operation of the members
in having the substance of the resolution print-

ed on all requisition blanks and invoices.

The letter follows:

"You have probably received by this time a

copy of the resolutions passed at our meeting

at the Drake Hotel, in Chicago, on June 6. I

desire to call your particular attention to that

one having reference to the returning of mer-

chandise. From several of the members who
were present I have received inquiries as to

whether the notice was to go out to the trade

immediately.

"My purpose in writing you at this time is

to say that it was my understanding that the

stipulation in question was to be printed at

once on all requisition blanks and invoices. In

order that prompt and unanimous action may be

taken in the matter your co-operation is nec-

essary and I trust you will find it agreeable to

act immediately.

"It was the consensus of opinion of those

present at the meeting that the Association

should endeavor to put a stop to the promiscu-

ous returning of merchandise on the part of the

retail dealers and it was decided that a notice be

printed on all orders, acceptances, billheads, etc.,

to the effect that no goods are to be returned

without written permission from the seller.

"May I ask you to advise me promptly of

your purpose?"

BRUNO FEATURING MARTIN VIOLINS

Instruments Made to Measurements of Those
Produced by Old Masters

In response to a decided demand on the part

of dealers for high-class violins at popular

prices C. Bruno & Son, Inc., importers and

wholesalers of musical merchandise, New York
City, are featuring E. Martin violins, which

they describe as "The King of Instruments."

In discussing this violin with The W^orld a

representative of the company stated that, al-

though all were not so fortunate as to be own-
ers of valuable "Strads" or "Amatis," the Mar-

tin violin was placed within everybody's means
and that this company produced faithful re-

productions of Stradivarius, Amati and Joseph

Guarnarius. These instruments are made to

the exact measurements of the "Old Masters."

tlOtlNER
W THE WORLD'S BESJ^SiML

40 professionals are playing Hohner Harmonicas to

between 58,400,000 and 116,800,000 people annually.

Trade supplied through all leading jobbers.

Ask Your Jobber

M. HOHNER 114-116 East 16th Street
New York City

HOHNEn PRODUCTS MWARDED FIRST PRIZE RT THE PflNRMfi-
PACIFIC INTERNATION/\L EXPOSITION SflN FRBNCISCO I9IS'
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Trust Al Jolson to know what the public wants ! And that's just
what he gives them this month in "Stella," his latest song success.
Record A-3913.

This knockout is the feature number of the rejuvenated "Bombo."
Teamed with it, on the reverse of this record, is "Bebe," the rol-

licking rhapsody of another Romeo, sung by Billy Jones.

COLUMBIA GRAPHOPHONE CO.
New York

I Four-Minute Conference on Business Topics |

I No. 15—Your Close of the Sale—and How to Handle It I

There is a psychological time to close every

sale, whether it is large or small. To attempt

to do this too soon is to arouse the suspicion

of crowding, or of undue anxiety. Sales-re-

sistance springs up and the good work done

before is likely to be upset.

On the other hand, to delay the close of the

sale too long is to run the risk of the reaction

which customers so often experience, as to

whether or not this after all is the best buy
and the accepted time to make the final decision.

How, then, are we to know when the moment
has arrived?

One keen student of men declares that he

seldom is in error if he observes the changes

in the eye of the prospect—that in his experience

the pupil of the eye dilates when the customer

is free from prejudice and objections and is a

little excited or stirred with interest and ready

to go forward and close the matter up. On
the other hand, this observer tells us that with-

drawal, objections and failure to be convinced

are usually shown by a contraction of the pupil

of the eye. This calls for a mental record on

the part of the salesman as to the appearance

of the eye upon the approach of the prospect.

And it may be the reason why the salesman is

always reminded to look the man he is doini;

business with in the eye, on the level. It may
account in a measure also for our suspicion of

the shifty-eyed person.

A frank statement that the salesman desires

the customer to be thoroughly satisfied and to

look around if he cares to make comparisons
nearly always has the opposite efifect. The pros-

pect reasons that the salesman must feel pretty

certain of his ground to be willing to make
this offer. Then, many people actually have a

little difficulty in coming to a decision. They
have been brought up in the notion that some-
one else must cast the deciding vote—and they

wait for the deciding factor, whatever that

may be.

A telling argument, held in reserve for this

very moment, a further reminder as to quality,

service or some little inconsequential concession

will often prove the weight which will bring

the scales down on the sales side. Or all that

may be necessary is a polite inquiry, as to which
of two apparently favored selections finally will

be chosen.

As the sale nears its close, it is the part of

good judgment to narrow the selection down
to as small terms as possible. It will often be

noticeable that the prospect who is apparently

sold will take a sudden turn and. as it were.

A Better

RECORD

THE constantly increasing demand for

Okeh records proves their wonderful sales

possibilities.

To the dealer w^ho handles a record with so

rapid a turnover as Okeh, prompt delivery of

all record orders is of vital importance. Our
complete stock of every record in the Okeh
catalog enables us to give dealers in the South
quick, reliable service.

We are looking for more progressive dealers

who will act with us to our mutual benefit in

supplying the public with the famous

A Better

SERVICE

ecord
The Record of Quality

INDEPENDENT JOBBING COMPANY
122 East Centre Street, N. Goldsboro, N. C.

begin all over again, going back to the starting

point.

Avoid the slightest sign of impatience in man-
ner or tone and repeat the original sales facts

already used, also bring out another and, if

possible, stronger one and then lead the pros-

pect swiftly back to the point of closing.

This reverting to the point of beginning is a

primitive but basic tendency of the human race.

Story tellers and theatre producers understand
it and have the final scene array side by side

and account for all the characters. They plan
the last scene to link in a satisfying manner
into the opening one.

When the sale is closed, be careful to treat

the customer as it is evident he wants to be
treated. Do not drop him unceremoniously.
The impression left is bad. Taper the conver-

sation off tactfully and lead away from any
doubtful topics.

A\m in the last and closing steps of the sale

to reassure and to make the customer feel that

there is no question about his having done the

right thing in coming to the decision which he

has reached. Do this whether the transaction

involves a few cents or many dollars and the

close of the sale will then do what it ought

—

namely, to pave the way for further and pleas-

ant business relations. Quite as often as not this

will be implied and not stated in words at all.

Learn not only to close but to close each sale

riffht.

OPENS NEW STORE IN WORCESTER

Geo. Girardin to Handle Well-known Lines of

Pianos and Talking Machines

Worcester, \L\ss., July 3.—George Girardin,

who for many years past has been a salesman

for the Marcellus Roper Co., this city, has now
established a business of his own at 654 Main
street. Mr. Girardin has a large and commodi-
ous store, where he will handle a complete line

of pianos and feature the Brunswick phonograph
and records. He is to handle the Behning,
Kohler & Campbell, Gulbransen, Poole and sev-

eral other leading makes.

LANSBURQH & BRO.'S GOOD WORK

Washington. D. C, July 9.—Lansburgh & Bro.,

Brunswick dealers in this city, emphasized their

aggressiveness recently when they used good
sized newspaper space to make the following

announcement: "When the Broadway Limited

leaves Union Station to-morrow at 3:30, it will

carry the diplomatic representatives of the

Latin-American coimtries to the Los Angeles

exposition. Their trip will be more pleasant

for the placing at their disposal by Lansburgh
and Brother, in their observation recreation car,

a model No. 212 Brunswick phonograph and a

library of Brunswick records, including selec-

tions by artists in the Brunswick New Hall of

Fame." This is the kind of work that sells the

store and the product.
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Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City

NEW BRUNSWICK SUPPLEMENTS

HEALTHY SITUATION IN CANTON, 0.

W. L. Milner Co., of Toledo, Closes Local Store

—Business Spotty, But Substantial Increases

in Sales Volume Recorded—Other News

Canton, O., July 6.—Business in this section for

the past month has been a little spotty, which

is customary this time of the year, but funda-

mentally the situation is healthy and there is

quite an optimistic feeling regarding the out-

look for the Fall.

The passing of another talking machine

agency was occasioned with the closing this

week of the local store of the W. L. Milner Co.,

which concern is widely known in Toledo, O.,

due to the inability to secure another downtown
location when the building was leased to a chain

corporation. The store maintained a large talk-

ing machine section, where sales the past year

have been very substantial, according to C. R.

Sayre, manager.

With the personal appearance in Youngstown
the night of Friday, June 29, of Isham Jones

and His Orchestra, Brunswick artists, sales of

that orchestra's records, especially featured at

the dance-concert, were almost doubled over

the week-end, according to the Yahrling-Rayner

Music Co. The orchestra appeared at Southern

Park Friday night before one of the largest

crowds in the history of the resort and the floor

was so crowded that it was almost impossible

to dance.

The Vanderlice Radio Sales Co. has sold out

to the George C. Wille Co., Canton music

dealer.

Crooks, at East Liverpool, O., Edison dealer,

reports a substantial increase in record sales

as a result of special advertising. According to

store officials the Edison machine is increasing

in popularity in upper Ohio valley towns and
sales this year will show a gain over those of

1922. Inadvertently, the writer associated

Crooks with the Victor line in this letter last

month. Crooks handles the Edison.

While not up to the volume expected the

talking machine business of the C. M. Alford

Co., Cheney and Starr distributor, is very satis-

factory at the present time.

HOW GRAPHOLUX INTERESTS PUBLIC

Increasing numbers of talking machine dealers

are making use of the Grapholux, an electrical

display frame for record posters, made by the

Shelton Electric Co., New York City. This dis-

play outlines the poster in a tube containing a

continuously flowing electrical red ray and is

attention-compelling to a high degree. The fact

that it is a cold light allows it to be operated

at a cost of a small fraction of the usual elec-

tric display sign and the flowing red ray sel-

dom fails to attract those passing to the win-

dow. Many dealers have already placed orders

for Fall delivery, and it is, therefore, logical to

assume that this new display fixture will be seen

in all sections of the country during the coming

Fall and Winter seasons.

A MOST ARTISTIC EDISON COVER

The cover on the latest Edison catalog of

Recent Record Releases is most artistic. In

addition to the title proper, there is a trade-

mark bearing the slogan "Comparison with the

Living Artist Reveals No Difference," and an

excellent picture of Frieda Hempel, set into a

very finely engraved and artistic border design.

Brunswick Records Featured in New Type of

Supplement Which Has Many Advantages

—

John F. Ditzell's Plan Well Received

up-to-date. John F. Ditzell, manager of the

sales promotion department, is responsible for

this new supplement, and the reception it has

received from Brunswick dealers reflects the

wisdom of his decision to make a change in

ihe usual form of record supplement.

The sales promotion department of the phono-

graph division of the Brunswick-Balke-Collen-

der Co. introduced a new idea in the compila-

tion of its record supplement with the July list.

The new Brunswick supplement consists of a

twelve-page folder, conveniently sized and list-

ing in strong bold type the various classes of

lecords featured in that particular month, ac-

companied by small illustrations of artists mak-
ing the records. There is very little descriptive

matter in the listings, the main idea being to

feature the names of the records as strongly as

possible in order to give Brunswick dealers an

opportunity to thoroughly appreciate the timeli-

ness and importance of the various recordings.

One entire section of the new supplement gives

a resume of the records presented during the

previous six months, making the supplement

TO TOUR ON THE KEITH CIRCUIT

The Fleming Sisters Trio, violin, piano and
'cello, which has made extensive tours during

which it gave Edison tone-tests, has recently

been booked for a forty-week engagement on

the Keith Vaudeville Circuit. This organization

has already given upwards of two thousand con-

certs and has played to notable personages, in-

cluding Mrs. Wm. K. Vanderbilt.

OPENS GLENS FALLS BRANCH

Glens F.\lls, N. Y., July 5.—H. W. Lindsley is

now manager of the local branch of the George
A. Cassidy Co., which was recently opened in

the Marhagan block in this city.

OVER THE TOP
BAKERTONE has received the indorsement of phonograph
owners all over the country. This is reflected in the huge increase
in sales which has made it possible for us to cut our manufacturing
costs. As a result of this we have reduced the retail price from
$5.00 to $3.50.

This reduction in the retail price will enable every dealer to
increase his sales volume still further, and to get the most out of
his territory.

This illustration shows how BAKERTONE
is used on ordinary needle-type phonographs.

Makes friends and profits
BAKERTONE makes friends for you and turns theni into live

record buyers. Owners who haven't used their phonographs
for months because of the rasping, scratching surface noise

become enthusiasts and buy new records.

BAKERTONE removes the objections and gives them real en-

joyment from the music, clear, brilliant and full toned.

ORDER NOW!
Have you stocked BAKERTONE? If not, ORDER NOW!
Take advantage of the new price. Prove to yourself that

BAKERTONE is a profit maker and a business builder!

Write TODAY for descriptive circulars, full information and
dealers' discotmts.

BAKERTONE CORPORATION
408 Pearl Street Buffalo, N. Y.
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ATLANTA
"We Serve the South"

The FVecord t* QuaUty

Inquiries

from

Dealers

Solicited

I
N supplying the South with the fast-selling OKeh Records
we are serving a field that offers almost unlimited oppor-
tunities to OKeh dealers.

If you are a live, enterprising dealer and would know, in

detail, the possibilities that this great market holds for OKeh
Records we suggest that you get in touch with us.

We carry at all times an exceptionally large stock of rec-

ords and, in addition, we have the essential facilities for han-
dling your orders promptly and accurately.

QKe^ Records
The Records of Quality

Wholesale Phonograph Division

JAMES K. POLK, Incorporated
Offices and Show Rooms:

294 Decatur Street ATLANTA, GA.

Btisiiwss Satisfactory Throughout
Southern Territory — Dealers
Add New Lines—Nezvs of Month

Atlanta. Ga.. July 9.—Business in this city

and the Southern territory is, for the most part,

quite satisfactory, according to reports of deal-

ers and jobbers. Machines of all styles are sell-

ing as well as could be expected at this time

of the year, and, as far as the record end of the

business is concerned, the popular numbers are

in greatest demand.
"Louisville Lou" was featured by several of

the local moving picture house orchestras. It

sprang into instant popularity. For several

weeks Vocalion was the only record of this

selection, and dealers reaped a harvest. The
demand is still strong and all companies are

featuring the number.

M. E. Lyle is back in town after a trip down
the State to .'\ugusta and over into Soutli Caro-

lina. He reports business far ahead of this time

last year, with excellent prospects ahead.

D. S. Bloch, who has, for a number of years,

managed the piano department of J. B. White &
Co., Augusta, Ga., has taken over, in addition,

the Victrola department. Former Manager Ray
has joined the staff of The Elyea Talking Ma-
chine Co., Victor jobber of Atlanta.

John Mohl, assistant manager at the Colum-
bia Co., has returned from his vacation.

The Camp-fone portable has made its initial

appearance in this territory. It is one of the

lines handled by M. E. Lyle, who finds a tre-

mendous interest in a portable selling at $25.

J. P. Riley, local Columbia dealer, and family

spent a couple of weeks on a pleasant motor
trip to Florida.

W^alter & Smith, Tampa, Fla., Brunswick
dealers, are planning to move during the Sum-
mer to larger and more convenient quarters.

June, the month of brides, seems also to have

been the month for new music house accounts

at Brunswick's. Among the dealers who signed

up during June were: Cable Piano Co., Atlanta;

Jesse French & Sons Piano Co., Mobile and
Montgomery, Ala.; Williams-Guttenberger Co.,

Macon, Ga. ;
Laverty Music Co., Gadsden, Ala.;

Moore Music Co., Thomasville, Ga.

A recent visitor to Brunswick headquarters

here was John Turner, the well-known music

dealer of Tampa, Fla.

Phonographs, Inc., Edison jobber for the

Southeast, has recently added five new dealer-

ships in central and southern Alabama terri-

tory, which has been unusually quiet for the

past two years. The dealers in question seem
to be highly enthusiastic and are producing a

good volume of business traceable directly to

aggressive sales tactics.

E. H. Philips, credit manager of Thomas A.

Edison, Inc., phonograph division, Orange, N. J.,

accompanied by J. C. La Rue, credit manager

of the Edison Portland Cement Co., visited

Phonographs, Inc., recently. Messrs. Philips

and La Rue were attending the convention of

the National Association of Credit Men and

were in Atlanta several days.

The Edison Shop, Atlanta, Ga., is contem-

plating adding some new booths to its depart-

ment in order to take care of the increased

demand for records.

The most popular Brunswick models continue

to be the York and Tudor. Portable sales are

limited only by the stock available. Sales of

these instruments have been beyond the most

sanguine expectations of most members of the

retail trade.

Bessie Smith, "blues" singer and exclusive

Columbia artist, is on a ten-weeks' vaudeville

tour throughout the Southern States. She ap-

peared at the 81 Theatre in Atlanta during the

week of June 25, and her appearance was with-

out doubt the most successful one that ever oc-

curred in this city. The 81 packed a full house

throughout the entire week. She rendered the

numbers that have been recorded by her for

Columbia. All local dealers found an enormous

demand for her records while she was in the

city. The Ludden & Bates Piano Co. sold her

records at the theatre and cashed in in every

way possible, as did all other live local deal-

ers. C)n Tuesday night, June 26, she broad-

casted from the Atlanta Journal's Radio Sta-

tion, WSB. On Friday night, June 29, a mid-

night performance was given by the 81 for

white people, and the house was packed to full

capacity. It was estimated by the officials of

the theatre that one thousand people were un-

able to gain admittance on account of the large

crowd. During the week of July 2 she ap-

peared at the Douglas Theatre in Macon, Ga.,

where big sales of her records also followed.

From Macon Bessie goes to Birmingham and
from there to Chattanooga and Knoxville, then

to Nashville, Memphis and New Orleans. Her
ten-weeks tour will carr}' her to all of the larger

(ities in the South. Columbia dealers through-

out the entire territory are looking forward to

large sales on her records during the next three

or four months.

The local branch of the Columbia Grapho-

phone Co. has added to its list of dealers the

Williams-Guttenberger Co., of Alacon, Ga., an

old-established house with one of the most

favorable locations in Macon.

Westervelt Terhune, branch sales manager,

has just returned from a trip to New Orleans

where he spent several days with Columbia
'talesmen, J. E. Bivins and officials of the New
Orleans sub-branch. Mr. Terhune reports con-

ditions as being very good, the outlook for a

large Fall business as being very bright. He
also spent several days with H. H. Irwin,

Columbia salesman, covering the northern part

of Louisiana.

I 'HERE are a few towns in our Zone covered oy tKe

Soutkeastern States wliere we kave no representation

and a few otKer towns wliere we need additional repre-

sentation, our proposition to tkose interested is an at-

tractive one, and we are prepared to give tke very test

of service to Edison Dealers.

PHONOGRAPHS INC.
EDISON DISTRIBUTORS

41 Cone Street _ _ _ _ Atlanta, Ga.



July IS, 1923 THE TALKING MACHINE WORLD 143

Florence Macbeth gives fresh proof this month of her ability to

charm the most critical ear. In "Norwegian Echo Song, " favorite

of Jenny Lind, and in the delightful "Tarantella Napoletana," her

clear, brilliant soprano voice leads you among v^ild, northern

fiords and sun-kissed Italian slopes, painting the varied settings of

these songs with supreme artistry. Record A-3895.

COLUMBIA GRAPHOPHONE CO.
New York

Immense Plant at Muskegon Now Nearing

Completion Will Afford Much-needed Facili-

ties for the Manufacture of Brunswick Records

Trade Receives First of a Series of Messages

From Brilliantone Steel Needle Co. on Minia-

ture Record Attached to Blotter

Muskegon, Mich., July 12.—All is in readiness

for the formal opening of the big new addition

to the Brunswick plant, which is scheduled to

lake place late this month.

This new addition covers 100,000 square feet

and was erected especially to take care of the

The Brilliantone Steel Needle Co., New York
City, has addressed a novel message to the

trade on a 354-inch record, attached to a blot-

ter, entitled "Brilliantone Recordgram No. 1,"

which would infer that other messages are to

follow in the not far distant future. The card

bears a line suggest-

ing that the reader

"Play this record

with a Brilliantone

full -tone needle."

The card states

:

"Let us talk things

over — here is my
>tory. let your an-

swer be a signed or-

J e r blank." Order
blanks, of course,
accompanied these

blotters. The r e -

corded message at-

tractively sets forth

the many qualities

Photograph of Addition to Brunswick Record Plant Taken Some Time Ago of the Brilliantone
constantly increasing Brunsv\-ick record busi-

ness. The new plant will have an additional

capacity, which when developed will enable

Brunswick to put out 200,000 records per day

from this new unit alone. When this amount
of records is added to the present Brunswick
capacity, it can be readily seen that the total

output will enable Brunswick to take care of

the immense amount of business already booked
for the Fall season as well as the large volume
of new business which is being secured through-

out the entire country by the opening of new
accounts by the distribution branches.

The construction of this new plant is modern
in every respect, and it is equipped with record

presses and other machinery necessary for the

manufacture of Brunswick records. A number
of prominent Brunswick officers will be present

for the opening, which will go down in the

history of Muskegon as a gala event, since it

offers employment to a largre number of

Muskegon citizens.

steel needle and the absolutely uniform length.

The various tones comprising the Brilliantone

line are stated and mention is made of the new
combination needle container and record clean-

er. It is stated that the factory of the Bagshaw
Co., Lowell, Mass., manufacturer of the Bril-

liantone needle, is very busy and warning is

given that Fall orders be placed early.

H. W. Acton, secretary of the company, in

speaking of conditions in the field, stated: "We
are enjoying prosperity such as we have never

enjoyed before. The volume of business trans-

acted during the first six months of 1923 has

equaled the entire yearly amount of some years

past. Our foreign business is also exceptionally

good. This is particularly remarkable when it

is considered that we have never gone out after

this business, but all we have received has come
to us. An analysis that we recently made of

market conditions is particularly encouraging.

The market has been well cleaned up, which

presages the rapid movement of merchandise."

Ta/king MacW"*

BANCO .

II,. 1

1

r.li .00 inav t*ke
•^h<-.p that Ksv*

THE BANCO
A Bank for Talking Machine Records

and Music Savings

A new way to create cash sales
message into the home.

and carry your

Dealers and Jobbers, write at once for
full details — Get started for Xmas.

PHILADELPHIA BADGE CO.
MANUFACTURERS

942 Market Street PHILADELPHIA, PA.

THE NEW BRUNSWICK RECORD PLANT FIRST "BRILLIANTONE RECORDGRAM' KOERBER^BRENNER CO. EXPANDS

Victor Wholesaler in St. Louis Purchases Busi-

ness of Putnam-Page Co., Peoria—E. C. Rauth
Discusses Company's Sales Plans for Future

The Victor trade learned with interest re-

cently that the Koerber-Brenner Co., of St. Louis,

Victor distributor, had purchased the business

of the Putnam-Page Co., Peoria, 111., also a

Victor jobber. This important transaction was
closed on June 29 and the Koerber-Brenner Co.

took over the Putnam-Page Co.'s stock and
good-will, moving the entire stock to St. Louis.

With the consummation of this deal the

Koerber-Brenner Co. will have an opportunity
to extend its service over an important terri-

tory, including particularly the cities of Peoria,

Bloomington and Champaign. E. C. Rauth, sec-

retary of this company, states that for a num-
ber of years it has voluntarily restricted

Koerber-Brenner service in order to give deal-

ers whom it serves maximum service. This meth-
od of distribution has worked out very satisfac-

torily and the former Putnam-Page dealers in

the territories that will be covered by the

Koerber-Brenner Co. will be furnished with

every practicable form of co-operation.

Mr. Rauth has for many years been one of

the most active Victor wholesalers in the coun-

try, numbering among his personal friends the

e.xecutives of the Victor wholesale organiza-

tions from Coast to Coast. His thorough
knowledge of the Victor industry has been an

important factor in his company's success and
he has received letters and telegrams of con-

gratulation from all over the country upon
the consummation of the Putnam-Page pur-

chase.

OHIO VICTOR DEALERS TO MEET

Z.\NESviLLE, O.. July 6.—C. A. Williams, of the

Williams Music Co. here, recently elected presi-

dent of the Central Ohio Retail Victor Dealers'

Association, announces that he plans a big meet-

ing of Victor dealers in this district soon, when
prominent educators and business men will

speak on various phases of talking machine

merchandising.

car YOURSELF^
APIECE^CAKE

V
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SUGGEST GROUP SALES OF RECORDS

Lambert Friedl and Other Members of Talking

Machine Men, Inc., Give Some Business-

building Suggestions at June Meeting

The June meeting of the Talking Machine

Men, Inc., at the Cafe Boulevard, New York

City, was featured by discussions of vital prob-

lems relating to the retail trade, entertainment

and the appointment of the following member-

ship committee: Nathan Goldfinger, chairman;

Chester Abelowitz, Brunswick-Balke-Collender

Co.; J. C. May, Chas. H. Ditson & Co.; C. A.

True, Silas E. Pearsall Co.; C. L. Johnstone,

Blackman Talking Machine Co.; Max Berlow;

Cass Riddle, Emanuel Blout; James J. Davin,

Musical Instrument Sales Co.; E. Fontan, New
York Talking Machine Co.; S. B. Schoonmaker,

Silas E. Pearsall Co.; David Roach, CoUings &
Co.; J. O. Miller, G. T. Williams Co.; Chas.

OfTerman, American Talking Machine Co.; E.

G. Evans, C. Bruno & Son, Inc.; Lee Coupe,

Long Island Talking Machine Co.; Maurice

Landay, Greater City Phono. Co.; Herbert

Young, Sonora Sales Co. of New Jersey; O. P.

Graflfen, Granby Phonograph Co.; Murray

Gruehn, Aeolian Co.; E. B. Shiddell, General

Phonograph Co. (New York distributing divi-

sion), and Kenneth Mills, Columbia Grapho-

phone Co.

In line with the new plan of the Association

to have members discuss various trade problems

at every other meeting several gave brief talks.

The first speaker was Lambert Friedl, manager

of the talking machine department of the New
York John Wanamaker store. Mr. Friedl traced

the development of merchandising from a pe-

riod dating before the war, when, he declared,

the talking machine business was conducted in

a clean and progressive manner. He pointed

to the changes which the war brought, the rapid

growth of the stencil instruments and the "gyp"

dealers who are undermining the business. He
spoke of the swing of the pendulum from the

extreme of good business to that of bad busi-

ness practices and the fact that the industry is

now slowl}' reaching the stage where quality

will be the basis of sales.

Mr. Friedl also came out strongly in favor

of group sales of records, i. e., sales of whole

operas in groups, special records sold in al-

bums, etc. He compared methods in this coun-

try with those of making record sales in Eng-
land, where the group sales plan is being used

with considerable effect by the trade.

In a dissertation on radio and how it will

affect the talking machine business he urged the

trade not to shun radio, but to handle the prob-

lem carefully and not to be afraid to tie up with

this new development when the time is right.

The next speaker was Walter S. Gray, who
is a member of the trade on the Pacifiic Coast.

He praised the local Association for its pro-

gressive spirit and stated

that the work of the organ-

ization in the recent New
"V'ork Music Week was

worthy of emulation by

other trade associations.

A. Bersin advocated the

exchange of credit informa-

tion between various deal-

ers, so that "dead beats"

could be kept track of. The

Association is planning to

gain the co-operation of the

Credit Bureau of the Furni-

ture Association of New
York in the exchange of

such information.

It was announced by

President Kurtz that no

definite date had as yet

been set for the annual out-

ing of the Talking Machine

Men, Inc.

A pleasing feature of the

meeting was the enter-

tainment furnished by L. Wolf Gilbert, promi-

nent composer, who sang some of his lat-

est numbers, including "Nobody Else," which

will soon be put out in record form; "Natchez

and the Robert E. Lee," "Our Little Home" and

"On a Midnight Night."

CHENEY ADDS NEW CONSOLE MODEL

New Instrument, Known as "The Salisbury," Is

Destined to Win Much Popularity

As an addition to a line of models already

very complete the Cheney Talking Machine Co.

has recently announced another old English pe-

I'iod console design, named the Salisbury, which
is to retail east of the Rockies at $200.

Although planned to meet the demand for a

low-priced console, the Salisbury is every inch

a Cheney. It is made of richly figured walnut

or mahogany overlaid with sequoia burl, with

DEATH OF MISS NELSON'S MOTHER

Miss Mary Nelson, secretary to Geo. W. Hop-

kins, vice-president and general sales manager

of the Columbia Graphophone Co., is receiving

the sympathy of her friends in the Columbia

organization upon the death of her mother, who
passed away recently at her home in Bayside,

L. I. Miss Nelson is now away for a fortnight's

vacation and rest and is expected back at her

desk next week.

New Cheney Console Model, the Salisbury

the metal parts heavily plated in a Roman gold

finish. The top measures 21 3/16 inches by 38J^

inches; it stands 33 inches high. Like all Che-

nty phonographs, this new model is equipped

with reproducers for playing all records.

The design of the Salisbury is a simplified in-

terpretation of the work of the late eighteenth

century, of which some very fine examples arc

to be found in the ancestral halls of Lord Jer-

sey in England. Study of certain authentic

pieces there by Sheraton and Shearer resulted

in the development of this latest Cheney con-

sole, which is quite outstanding in its dignified

simplicity and beauty of line.

Though developed very recently it has already

reached quantity production in the Cheney fac-

tory and its popularity is attested by the fact

that orders are well ahead of production ca-

pacity.

NOW IT IS DR. MIDDLETON

Arthur Middleton, famous Edison artist, is

scheduled for a recital at East Stroudsburg, Pa.,

on October 15 and at New Castle, Pa., on Octo-

ber 17. He recently had conferred on him an

honorary degree of Doctor of Music by his

Alma Mater, Simpson College.

NEW EDISON IN MODEL HOME

The Waco (Texas) News-Tribune has erected

and furnished a model home which all the resi-

dents of that city have been invited to inspect.

Included in the furnishings is a William and

Mary console model of the New Edison.
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FORMAL OPENING OF STAPF STORE

Great Gathering of Philadelphians Give Popular

Talking Machine Man a Fine Send-off in

Recently Purchased Business

Philadelphia, Pa., July 10.—E. Lewis Stapf,

who recently purchased a Victrola store from

M. M. Johnson, at 2530 W. Lehigh avenue, this

city, had his formal opening on Saturday night,

July 7. The orchestra, which was furnished by

Joseph De Cou from the instrument order de-

partment of the Victor factory, was placed in

the window of the store and rendered the popu-

lar music of the day as well as many selections

of the higher order.

Several floral baskets were received from the

distributors, also one from the Victor factory.

Mr. Delano, of the Red Seal School, and Mr.

Thompson, of the advertising department of the

Victor factory, assisted in the opening, as well

as the distributor's representatives.

Mr. Stapf has made quite a number of

changes in the store, having rearranged the

entrance and enlarged several of the booths.

-The woodwork is finished in gray and white.

Mr. Stapf was formerly employed by the Vic-

tor Co., and has a large number of friends

among his former associates.

COLUMBIA PORTABLE POPULAR

The general sales department of the Columbia

Graphophone Co. has received reports from

Columbia branches everywhere which emphasize

the popularity of the new Columbia portable.

This instrument, which lists at $50, is meeting

with the hearty approval of Columbia dealers

New Columbia Portable

and the general public, and sales are increasing

steadily. The new Columbia portable, which has

a one-spring motor and is equipped with the

latest type No. 12 reproducer, is finished in black

fabrikoid with nickel trimmings. There is a

lecord drawer with a capacity of eight records,

and the famous Columbia tone control gives

this portable distinction and tone quality.

OTTO HEINEMAN RETURNS TO DESK

Otto Heineman, president of the General

Phonograph Corp., New York, returned to his

desk a few days ago from a vacation of several

weeks at Asheville, N. C, where he and Mrs.

Heineman spent much of their time on the golf

course. Mr. Heineman has resumed his many
activities with his usual vigor, and the reports

that he received from the heads of the com-

pany's various departments indicate that with-

out exception every branch of the General

Phonograph Corp. is making plans for a banner

Fall trade. Sales for the past month were ex-

cellent and Okeh distributors throughout the

country report an ever-increasing demand for

this popular record.

NEW FAIRMONT HOUSE MANAGER

Fairmont, W. Va., July 7.—The C. A. House

Music Co., of Wheeling, has just announced the

resignation of E. S. Curtis, who has managed

its Fairmont branch for the past thirteen

months. C. H. Donovan, who has been a mem-
ber of the Wheeling store for many years, succeeds.

This is a Fast Seller! KVERY AUrofST
WIIA. BUY ONE

The "CHUM"
PORTABLE PHONOGRAPH

RETAILS AT $25 40 and 10% to the Dealer

WRITE FOR SPECIAL QUANTITY PRICES

Plays any make of record Loud and Clear.

Holds 12 records inside the lid.

Light! A child can carry it. Weight 13 pounds.
Single Columbia Motor plays 2 records one winding
Black Dupont covering resembles finest leather.

Materials guaranteed. 90 day free replacements.

SINGLE SAMPLE BY PREPAID PARCEL-POST on Receipt of $15 Remittance

COLUMBIA RECORDS-1922 Cafalog-(in bulk) 14', c each Yes! We have GRAFONOLAS— Very Cheap Too!

Telephone 53 Reade StreetLouis Jay Gerson WORTH 0146 NEW YORK CITY
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LITTLE TALKING MACHINE STORE FAIRY TALES I

I
By Frank H. Williams "

|

ill iiiiiiiiiiiiiiiiniii iiiiiiiii niiiiiiiiiiiiiiiiiiiii iiiiiiiiii iiiiiiiuiiiiiiiiiiiiiiiiiiiiiiii nil 111 iiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiinioiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiii^

Once upon a time there was a talking ma- which was very poorly lighted and which was
chine store that always hit it right in stocking

up on records.

Once upon a time there was a talking machine
store that never had any grief in running the

business.

Once upon a time there was a talking ma-
chine store customer who came in and bought
a record without asking for a demonstration.

Once upon a time there was a talking machine
store proprietor who never kicked about the

condition of business.

Once upon a time there was a talking ma-
chine store salesman who had never once

thought that some of his patrons were nuts.

Once upon a time there was a talking ma-
chine store that made a big success of selling

records which it demonstrated on a bum ma-
chine.

Once upon a time there was a talking ma-
chine store salesman who didn't drop dead

when a customer highly praised the new style

needles the salesman had recommended.
Once upon a time there was a talking ma-

chine store which made a big success without

advertising.

Once upon a time there was a talking ma-
chine store which was dingy and dirty, and

a tremendous success.

Once upon a time there was a talking ma-
chine store proprietor who never thought he
might have made a bigger success in some
other line of business.

Once upon a time there was a talking ma-
chine store that always gave rough-neck treat-
ment to its customers and which was a big
success.

Once upon a time there was a talking ma-
chine store that was active and alert and en-
thusiastic and which failed to make good.

RBYNALDS MUSICJiOUSE CHARTERED
Mobile, Al.\.. July 9.—The Reynalds -Music

House Co., of this city, has been chartered in

this State, with an authorized capital of $75,000.
The concern will retail talking machines, sup-
plies, etc. Incorporators are: William H. Rey-
nalds, Minnie L. Reynalds and William G.
Austin.

Jedlicka Bros., live music dealers of Bay
Shore, N. Y., have added the Brunswick agency
to their Victor and Sonora lines by the pur-
chase recently of the Song & Story Shop of
Frank Coombs, of this citv. .

Fulton "AUTOMATIC^' Portable

Model No. 25

Sample to

Dealers

$12.50
Discount in Quantities

--It-"-- ^

Size 13xl3x7M"
Wonderful—Loud—Clear—Tone

Mahogany finish or Leath-
eroid covering. Weight

13 lbs.

This remarkable new portable is equipped with a durable motor, and a

new feature patented throw-in-arm. No parts to disconnect when clos-

ing up. Simply close the lid, and the tone arm falls in automatically with

it; open the lid and the tone arm comes up in position ready to play.

We still have a limited quantity of our Model 33 at the same price, S1J.30

Phonog:raph and Accessories, Repair Parts for All Slakes.

Puritone and Truetone Xeedles at 23c per M in lots of 10 31 and up.

FULTON TALKING MACHINE CO.
253 THIRD AVENUE NEW YORK CITY
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CONGRATULATIONS FROM EDISON CO.

Thirty-seventh Business Anniversary of R. T.

Dennis S Co., Waco, Tex., Featured in

Twenty-page Section in Local Paper

—

Handles Edison Phonographs and Records

Waco, Tex., July 7.—R. T. Dennis & Co., Inc.,

were featured in the July 1 Sunday edition of

•the News-Tribune, of this city, with a special

twenty-page Dennis Anniversary Section. The

occasion was the advent of the thirty-seventh

year in which this prominent concern has been

engaged in business. All of the news matter

appearing in this large section was devoted to

the personnel of the Dennis organization and to

the products marketed by it. The advertise-

ments covered practically every product of

national standing which is marketed by Dennis

& Co. Among these was a full-page advertise-

' ment devoted to the Edison phonograph. The

copy consisted of a letter from A. H. Curry,

vice-president of Thomas A. Edison, Inc., in

which he congratulated R. T. Dennis, the presi-

dent of R. T. Dennis & Co., Inc., on the mag-

nificent success attained by his concern.

BRISK TRADE IN OMAHA TERRITORY

Sales Volume of Dealers Largely Regulated by

Their Activities and the Aggressiveness of

Their Sales Promotion Plans

Om.\h.\, Neb., July 7.—Sales of talking machines

and records in this territory have been as good

as could be expected at this time, although in

many cases dealers who have resorted to ag-

gressive methods of making sales have suc-

ceeded in boosting business materially. It is

noticeable here, as it no doubt is in other cen-

ters, that the sales volume of the dealers is

regulated to a large extent by the effectiveness

of their sales promotion work. Those mer-

chants who have instituted special Summer

drives on the lines they handle have no cause

for complaint as regards dull Summer business,

but, on the other hand, there is a certain class

of dealers who are inclined to slow down dur-

ing this season and, naturally, they have suf-

fered a loss in business. However, reports of

jobbers and retailers in this section of the

State indicate that conditions in the trade are

quite satisfactory and the late Summer and

early Fall should see a brisk business, if the

predictions of those who should know come to

pass.

One of the leading local distributing houses

here is Shultz Bros., Inc., Edison jobber, with

headquarters at Sixteenth and Howard streets.

The Edison, by the way, is firmly entrenched

here in popularity and the good business en-

joyed by Edison dealers is reflected in the sub-

stantial orders being received by Shultz Bros.

The Brunswick Shop, Inc., San Antonio,

Tex., is moving to new quarters at 118 Losoya

street.

AN EXCEPTIONAL OFFER
''Specializing on this type of console we can sell

it at a very low price. Write for quotations"

Specifications:

39 inches wide
23 inches deep
35^2 inches high
Gold plated
Three-spring motor
Plush-velvet turntable
Piano hand-polished finish

LINERPHONE TALKING MACHINE CO.
316 Union Park Court CHICAGO, ILL.

F. CLIFFORD ESTEY'S NEW POST

Prominent Radio Man Will Be President of

New Company Which Will Figure Promi-

nently in Radio Field

F. Clifford Estey, who has been connected

in an e.Kecutive capacity with the Clapp-East-

ham Co, for some time past, has announced the

severance of his connections with that firm to

become president of a new company which will

supply the trade with a complete assortment

of moulded parts and a full line of licensed

regenerative receiving sets.

Mr. Estey, as president of the New England

Executive Radio Council, is well known in the

field, being one of the first amateurs in the

country, having built and operated Station

lAFV at Salem, Mass., which was one of the

first successful stations in trans-Atlantic work.

During the past three years he has traveled

IMiutically every State in the Union, and has

been instrumental in organizing a great many
radio clubs. His sixteen years' experience as a

radio amateur, coupled with his professional ex-

perience as sales manager for Amrad and the

Clapp-Eastham Co., place him in an enviable

position to bring out equipment of a type that

will merit national attention. Mr. Estey is a

member of the Radio Club of America, the

Institute of Radio Engineers and a director of

the Radio Trade Association.

H. L. QRIQGS RETURNS TO HIS DESK

H. L. Griggs, sales manager of the Bristol

Co., Waterbury, Conn., manufacturer of the

Bristol Audiophone loud speaker, returned to

his headquarters in New York last week after

several weeks' vacation. This vacation was a

honeymoon as well, as Mr. Griggs was married

just before he left. Mr. and Mrs. Griggs spent

their honeymoon in Virginia. Mr. Griggs, by
I In- w iiy, is one of the li\ e wires of the trade.

nIw^Sison
COMPARISON WITTH ifHE' LIVING ARTIST

REVEALS NO DIFFERENCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"

First to play all makes of Records

EDISON INVENTED IT- EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
Edison Distributors for Nebraska 16th and Howard Streets A few dealerships open. Write

and Western Iowa m ;> k w w & u"'reOMAHA
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BRUNSWICK FACTORY OUTING

Phonograph Executives Attend Outing at Glen
Cove—Plenty of Amusement on Day's Pro-

gram Which Included Athletic Events

The members of the executive and sales stafTs

of the phonograph division of the Brunswick-

Balke-Collender Co., New York, attended the

annual outing of the members of the Eastern

factory which was held at Glen Cove on July 7.

There were also present at the outing the execu-

tive heads of the various other divisions of the

Brunswick business in New York, including

Messrs. Miller, Dwyer and Teel. Harry A.

Beach, Eastern sales manager of the Brunswick
phonograph division; Percy A. Ware, manager

of the sales promotion department, and Edward
H. Strauss, participated in all of the day's

festivities.

There were a large number of athletic events

and a baseball game with a tremendous score

added to the general fun. Among the members
of the Brunswick phonograph sales staff of the

New York branch who attended the outing were

Chester I. Abelowitz, Don Leopold, H. L.

Overt, E. L. Brown, Frank Elliott, C. R. Sal-

mon and W. C. Zabriskie.

L. J. GERSON ENTERS JOBBING FIELD

Well-known Talking Machine Executive Dis-

tributor for Popular Products—Will Give

Members of the Trade Practical Service

Louis Jay Gerson, one of the best-known

members of the talking machine industry, has

opened a jobbing business at 63 Reade street.

New York, and has been appointed a distributor

for the Chum portable phonograph, manufac-

tured by the Phonograph Jobbers Corp.; the

Music Master ampHfier, manufactured by the

General Radio Corp. at Philadelphia, and other

products. Mr. Gerson is one of the veterans of

the talking machine trade, having been identi-

fied with the industry for twenty-five years.

For many years he was buyer for the John

Wanamaker talking machine department, and

he is recognized throughout the country as pos-

sessing an exceptional knowledge of talking

machine merchandising. He enters upon his

new work with the good wishes of all his many
friends in the trade.

%e PHONOGRAPHS RIGHTARM
is the PHILLIPS TONE ARM

No. 5
Octagonal
ThrowbackArm

No. 3
Sound Box

No. 5 OCTAGONAL THROWBACK ARM
Length S'/z' and 9" Centre to Centre. Full, Deep Tone

Sample to Manufacturers $5.00 Post Paid

Tone Arms for Portable, Medium and High Grade Machines

Special prices to large users

mimMMmmm^fm$mmAPI
145 tWest 45^ Street New York City

BRUNSWICK SHOP, INC., CHARTERED

Sheboygan, Mich., Firm Planning Considerable

Expansion—New Quarters Secured

The Goldman Band is attracting enormous

audiences during its concert season on the Mall

in Central Park. A picture of the band at a

recent concert, with an audience of 50,000, is

now being sent to subscribers.

Sheboygan, Mich., July 11. — Corporation

papers for the Pjrunswick Shop, Inc., have just

been filed by Herman G. Bendler, Paul F.

Schmidt and G. W. Buchen, and the business,

established for some time, will be expanded
considerably. The new company will have a

capitalization of $15,000, and is authorized to

buy, sell, and manufacture musical instruments

and supplies. The store, which is now located

at 807 N. Eighth street, will take over the en-

tire space of the Rummele-Kriel jewelry store

building in a short time, and alterations will

include six sound-proof record demonstration

booths in the rear. In addition to the Bruns-

wick line of records and talking machines, which

has been carried in the past, the Edison line

will be added.

New York City was decided upon as the 1924

convention headquarters of the Retail Credit

Men's National Association at the recent con-

vention of this organization held in Milwaukee,

Wis.

Increase Your Profits by
Selling Rekordo Rekording Rekords

Thousands of Phonograph Dealers,

Department Stores and Music Stores

Are Doing It. So Can You.

Endorsed by America's Leading Stage Celebrities

Rekordo Rekording Rekords have many imitations but no substi-

tutes—that is why our factories are working to capacity. Con-

vince yourself by a sample order. Genuine Rekordo Rekords
have yellov^f and black labels. The discounts to dealers are very

liberal, and sales to the public are being stimulated by us through

national advertising and local contests in your local newspapers.

A few terri-

tories still open

for live distrib-

Btors.

Rekordo Rekords are double disc and retail at 35c

ach or 3 for $1.00. Liberal Dealer Discounts.

DANON RECORD CO., Inc.
JULIUS H. ROOS, President

43 W. 27th Street

NEW YORK CITY
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HUDSON MUSIC STORE IN FIELD J. N. HALLINAN WITH SONORA JOBBER

Hastings, N. Y., July 11.—Joseph Bareuther,

well known to the music trade in the metro-

politan district, and formerly in charge of

Landay Bros, and the Broadway Music Shoppe,

Yonkers, N. Y., has just opened a music store,

to be called the Hudson Music Store, at 493

Warburton avenue, this city. Associated with

him in the operation of the business is Miss

Anna O'Hara. The Victor line, musical instru-

ments, etc., are handled.

MANAGES BRUNSWICK IDEA SHOP

Mrs. F. L. Haenle, formerly a member of the

stafif of the Talking Machine Shop, Philadelphia,

Victor dealer, has been appointed manager of

the Brunswick Idea Shop of the New York
branch of the Brunswick-Balke-CoUender Co.

Mrs. Haenle has had considerable experience in

the development of sales plans, and is, there-

fore, in a position to give Brunswick dealers in

the Eastern territory practical service and co-

operation.

An Added
Income

That's what we are all looking

for these days. And that's

what Crosley Radio Products

ofifer you. You have your store

and your trained sales force.

Add the Crosley line and with-

out any greater overhead ex-

penses, you will materially in-

crease your profits.

Write
for

Free
Catalog

Crosley Radio Products are

favorably known in all parts of

the United States. Extensive

advertising and good perform-

ance over a period of years

have brought about this result.

You will find the Crosley line

easy to sell. It will bring

many new customers to your

store who will become satisfied

clients.

Let us show you the complete

Crosley line of Radio Receivers

and Parts.

Better-Cost Less

Radio Products

CROSLEY MFG. CO.
726 Alfred Street Cincinnati, O.

Former Unico Branch Manager Joins Long
Island Phonograph Co.'s Force—Lee J. Coupe
Now Assistant Dealer Service Manager

J. Neil Hallinan, well known in the metro-

politan trade, has been appointed a member of

the sales staff of the Long Island Phonograph
Co., Brooklyn, N. Y., Sonora jobber. Mr. Halli-

nan was formerly identified with the Unit Con-
struction Co. as New York branch manager,
and more recently was associated with the

Musical Instrument Sales Co., Victor whole-

saler. He numbers among his friends dealers

throughout the metropolitan district, and is

ideally qualified for his new post.

R. H. Keith, president of the Long Island

Phonograph Co., also announced recently that

Lee J. Coupe, who has been a member of the

compan}r's staff for some time past, has been

made assistant dealer service manager. Mr.

Coupe is brother of Frank J. Coupe, vice-presi-

dent and director of sales of the Sonora Phono-
graph Co., and he is one of the most popular

members of the Brooklyn Sonora jobber's force.

MOVE AGAINST PULLMAN SURCHARGE

Commercial Travelers and Business Interests

Heard by Interstate Commerce Commission

Chicago, III., July 7.—Railways of the country

were on the defensive before the Interstate

Commerce Commission in a drive of powerful

forces to wipe out the 50 per cent surcharge on

Pullman fares, which, according to one witness,

yielded nearly $33,000,000 in 1922. While tech-

nically the Pullman Co. is the respondent, the

surcharge revenue goes to the railroads and it

is therefore their interests that are under fire.

The attack on the extra tariff is being led by
the International Council of Commercial
Travelers' Associations, with the United Com-
mercial Travelers assuming a position in the

front lines. Many business organizations, while

not formally intervening, are said to be support-

ing the move to abolish the surcharge because

it so materially adds to expenses of their travel-

ing representatives.

The Pullman surcharge, which was authorized

by the Interstate Commerce Commission on

August 26, 1920, is, according to counsel for the

carriers, merely a perpetuation under another

name of the "additional passage charge" insti-

tuted June 10, 1918, as a war time measure
while the roads were under Federal control.

The United Commercial Travelers sought to

have it abolished in 1922, but the Commission
permitted it to remain in force.

Those who would do away with the surcharge

contend that the emergency that brought it into

effect has long passed, and, as a petition of the

Travelers' National Press Bureau put it, it now
stands as "a device to whip the devil around the

stump, to enable the railroads to receive addi-

tional compensation beyond the rates fixed by
the Interstate Commerce Commission as being

just for the service rendered the public."

At Last! A Perfect
Repeating Device

Cesco ĵ epeater

Price

$1.00

Here at last is a perfect repeating device

—

absolutely new in principle, new in con-
struction and more salable than any other
like device. Unique and novel in operation.
Decidedly simple. Needs no adjusting
whatever. Just sets in the center of the
record. No break or pause between end-
ing and starting—its action is instantaneous.

SEND FOR SAMPLE
The CESCO Repeater is sold to the trade
through jobbers and distributors. Samples
furnished to dealers on receipt of jobber's

THE RAPID REPEATER COMPANY
260 Van Alst Ave., Long Island City

PREPARE "LEVIATHAN" WINDOW

C. Bruno & Son, Inc., Victor wholesalers,
New York City, are providing Victor dealers
with excellent window material for featuring
the "Leviathan" Orchestra, the first Victor re-

cordings of which were released this month.
This enterprising Victor wholesaler has secured
some twenty-five or thirty imitation oil paint-
ings of the "Leviathan," together with a large
number of posters of the ship. Photographs
of the "Leviathan" Orchestra have also been
obtained, in connection with which C. Bruno &
Son, Inc., have prepared special window cards
with spaces for these photographs to be set in.

ARTISTS' CONCERT BOOSTS SALES

Akron, O., July 10.—The George S. Dales Co.,

live Brunswick dealer of this citj', is enjoying
a decided stimulation in the demand for Isham
Jones' records as a result of the appearance of
that Brunswick artist and his orchestra in a con-
cert-dance here recently. Mr. Dales was re-

sponsible for bringing these famous artists to
this city, and the increased demand for their

records made the venture worth while.

W. J. Massey, president of the Massey Piano
Co., of Des Moines, la., has just announced the
purchase of the Haddorff Music House, giving
the former concern the stock of Victrolas of
the Haddorff firm.

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

Avoids motor strain

Is not attached to Tone Arm
Low installation cost

No extra parts

Operates all Records.

Send 50c. for sample

Kirkman Engineering Corporation
484-490 BROOME ST. - - NEW YORK
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NATIONAL MERCHANDISE FAIR SOON

Talking Machine and Musical Instrument Job-

bers and Manufacturers Expected to Have
Exhibits of Their Lines at This Fair

DITSON TO MOVE VICTOR SECTION MR. & MRS. TROUT'S SILVER WEDDING

Preparations are being rushed for the Na-
tional Merchandise Fair, which will be held un-

der the auspices of the National Retail Dry
Goods Association in New York, July 23 to

August 3. Manufacturers and wholesalers will

display their lines in the three buildings which
have been secured to house the exhibits, name-
ly, the Grand Central Palace, the 165th Regi-

ment Armory and the Lexington Theatre. At-

tendance is limited only to buyers, who will

come from all parts of the country to view
the exhibits and place their orders. The Fair

this year is expected to be much larger than

last year and among the exhibitors are ex-

pected to be a number of talking machine and
musical instrument jobbers and manufacturers.

EDISON RECORD DISPLAY FIXTURES

The advertising department of Thomas A.

Edison, Inc., has recently issued what is known
as the Edison Streamer Display Fixtures, which
are designed to promote the sale of records.

One display is for use in the window and the

other for the interior of the store of Edison

dealers. These displays are in the form of a

large book opened wide and the caption across

the top reads "Edison Recent Record Re-

leases." Underneath the caption, running down
on either page, the dealer pastes on the stream-

ers showing the recent releases of Edison rec-

ords and Edison Broadway Flashes. The book
design carries out the effect on a large scale of

a catalog. There is room for eight of the

Flash streamers or sixteen of the standard

Black and White streamers.

HENRY SAAL PLANS NEW FACTORY

Chicago, III., July 9.—Henry G. Saal, head of

the Saal Mfg. Co., manufacturer of talking ma-

chines and other products, with five Chicago

factories, has bought 254,000 square feet in

Ravenswood for approximately $200,000 and will

erect a $600,000 three-story plant for his busi-

ness. He bought the .site, which is bounded by

Argyle, Ainslie, Lincoln street and the North-

western railroad.

ELKS OFFICE FOR^G. L. HIRTZEL

Elizabeth, N. J., July 10.—George L. Hirtzel,

Victor dealer of this city, has been honored by

the New Jersey State P^lks' Association by

being made president of that organization in

this State at the annual convention in Asbury
Park. Mr. Hirtzel is one of the most popular

members of the talking machine fraternity here.

MEMBERS OF BRUNO STAFF ILL

Miss H. Marjorie Brown, sales promotion

manager of C. Bruno & Son, Inc., is in Lexing-

ton Hospital convalescing from an operation.

."Another member of the Bruno organization

who is confined to his home by illness is Wil-

liam Wielage, of the Victor record order de-

partment, who recently suffered a rupture of

one of the arteries of the heart.

Wholesale Victor Department Will Move to

More Advantageous Location in Store

The wholesale Victor department of Chas. H.

Ditson & Co., now located on the eighth floor

of the Ditson Building, on Thirty-fourth street,

just east of Fifth avenue, will shortly be moved
to the third floor of the building, according to

an announcement from the company's head-

quarters. The move will make the wholesale

branch of the business more easily accessible,

and greater service facilities will be provided

for the trade. Rearrangement of other depart-

ments has made the move possible.

B. E. BENSINGER SAILS

Among the passengers on the U. S. S.

''Leviathan," which recently sailed from New
York on her initial trip for Europe, were Mr.

and Mrs. B. E. Bensinger. Mr. Bensinger,

president of the Brunswick-Balke-Collender Co.,

also was a guest on the trial trip.

Mr. and Mrs. S. Edwin Trout, of Pottstown,
Pa., celebrated their silver wedding anniversary

on July 2 at their bungalow at Ringing Rock
Park. Guests were there from Pottstown,

Chicago, Harrisburg, New York, Philadelphia,

Reading, Royersford, Spring City and other

nearby towns.

Mr. Trout, for the past twenty-two years,

has been in the music business in Pottstown,

and conducts, in conjunction with his piano

department, an up-to-date Victrola department.

He is one of the town's leading merchants;

is president of the Kiwanis Club, a member of

the Brookside Country Club, a trustee of the

local Order of Elks and several other promi-

nent organizations of the town.

A splendid entertainment was provided by

talent from Philadelphia, and a delightful lunch-

eon was served. Mr. Trout received quite a

number of telegrams of congratulation from

business houses with which he has had dealings

in the course of his business career. Many
beautiful presents were received.

A Message to the Industry

A FTER many years of study the originators

XjL of Oh! Pep! tone arms were rewarded
by being able to offer the trade for the first

time a full-drawn seamless solderless one-piece

brass tone arm. Heretofore (ask any brass

man) a taper and bend in one piece was con-

sidered impossible. (The same thickness pre-

vails throughout the entire length of Oh! Pep!

)

Naturally, many were curious to know how
Oh! Pep! accomplished this "Impossible

Achievement." This curiosity led to more
or less hindrance in our production of Oh!
Pep! tone arms and therefore threw us off of

our production schedule.

We are now fully organized; our tool and die

men are with us 100% and we are now practi-

cally in position to guarantee delivery of Oh!
Pep ! tone arms within 30 days.

The same situation applies to In-Viz hinges,

another achievement of our mechanical en-

gineers.

The trade may now rest assured of prices,

terms and delivery on Oh! Pep! tone arms
and In-Viz hinges.

Oh! Pep! Phono Parts Company
6912 Cottage Grove Avenue CHICAGO, ILL.
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REVOLUTIONARY!
Automatic DUR-A-PRESS

1 Girl Does the Work of 4 Men
4 Perfect Records per Minute

DUR-A-PRESS CORPORATION
15 West Park Street Newark, N. J.

NEW STORE IN SANTA ANA, CAL.

Santa Ana, Cal., July 3.—The new B. J.

Chandler Music Store, one of the most modern

establishments in this city devoted to the sale

of musical instruments, was formally opened

here last week. The warerooms are at 426-428

West Fourth street, a very advantageous loca-

tion for a store of this character.

R. R. RIDQEWAY OPENS BRANCH

Robinson, III., July 7.—R. R. Ridgeway, who
operates a music and undertaking business in

Oblong, 111., in partnership with Ray E. Win-
ters, has opened a branch store here. Mr.

Ridgway will be personally in charge of the

business here, which will be devoted entirely

to the sale of musical instruments of all kinds.

DAVISTONE CO. CHARTERED

Chicago, III., July 10.—The Davistone Co., 848

Noble street, this city, has been granted a

charter of incorporation under the laws of this

State, with a capital of $10,000, to manufacture

and deal in talking machine appliances, novel-

ties and radio.

TRAHE MAMK

U. S. Pat. Off.

Phono-

graphs

5 Upright

3 Console
1923 Models
of Standard
Value Always
Offering the

greatest oppor-

tunity to dealers

Also Radio Cabinets

WANTED—Jobbers and dealers to han-
dle this long-established line. Reputation,
quality and service responsible for past suc-

cess, locally. Sales plans now include entire

country. Write to-day for full details and
secure exclusive territory rights now being
awarded.

COLUMBIA MANTEL CO.
175-177 Powers St. Brooklyn, N. Y.

Real Merit Wins

—

The "Recordiori'* has it

REPAIRS
TALKING MACHINE TROUBLES AND

HOW TO REMEDY THEM
Conducted by Andrew H. Dodin

REGARDING THE SIZE OF HORN

Baltimore, Md., June 11, 1923.

Editor, Talking Machine World:
Dear Sir:—Does the size of horn have any-

thing to do with depth and volume of tone?

If so, what size horn would you suggest, as I

would like to make a horn that will give a

deeper and louder tone than the usual horns
give forth.

R. Eisenberg.

Answer:—There is no question, of course, but

that the size of the horn afifects the depth and
the volume of tone.

It would be a difficult matter to tell you just

exactly what size or shape to make your horn,

inasmuch as this would be a matter of your per-

sonal selection to suit your requirements for

cabinet space, etc. Taking a Brunswick oval

wood horn as an example and making a horn
about a foot longer, at the same time making
its walls thicker, will give you a deeper tone.

Of course the material used will also make a

difference, some of the best proved woods are

mahogany, oak and spruce.

You will find that if the throat of the horn
is made of cast iron, the sound will carry further

and the volume will be increased.

If you examine the different horns of the

standard makes of talking machines you will

find that the Victor Victrola uses a horn of

about 2-3 cast iron and 1-3 wood, the Columbia
about the same proportion, and in some smaller

models all metal; the Brunswick, all wood; the

Edison Disc, all metal; the Cheney, all wood.
There are also several makes using a composi-
tion horn which produces very good tonal quali-

ties, especially on violin and symphonic music.

In testing the qualities of a horn or amplifier

you must be absolutely sure that the tone arm
and sound box are of the same proportionate

size and of the same degree of value as to

quality, etc.

Adjusting an Edison Motor
Lebanon, Pa., June 17, 1923.

Talking Machine World, New York:— I have

an Edison disc machine, and I have trouble with

the governor, which will suddenly start to hum
and rattle. I have adjusted it time and again,

I loosen the set screws and adjust it till it runs

smooth and quiet, then I tighten the screws,

but it don't last, and I must do this about twice

a week to keep it running right. Can you help

me out?

Earl G. Yordy.

Answer:—I would look for the trouble you
write about in three different places in the

motor: first, the little pads, in the ivory set-

tings, which bear against the governor friction

disc; second, the teeth of the governor drive

gear and the spiral cut on the governor shaft;

and third, the main drive gear.

There is a slight possibility that the main
spring needs to be graphited, while a dry main

spring, jumping, would cause the governor to

jerk.

It is my opinion that the trouble might be

found in either of the first two causes I have

mentioned, it being understood that the gover-

nor springs are good and tight and that the

governor spindle is allowed a trifle of end play.

McLOUGHLIN BRANCH IN FULTON

Fulton, Ky., July 3.—A branch store of the

McLoughlin Piano Co., of Paducah, has just

been opened in the Meadows block on Church

street and will be in charge of R. E. Ham, of

St. Louis. The storeroom has been remodeled

to meet the needs of the music concern and is

attractively equipped throughout with modern
fi.Ktures.

Recording for the

Phonograph Trade

The best equipped and efficient

—low cost—laboratory in the

industry.

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

A. J. BAUM. . . Manager
ARTHUR BERGH, Musical Director

FRED OCHS, . Recorder

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38tli Street New York

WANT SPECIAL MUSIC WEEK STAMP

Although the date for the holding of the Na-

tional Music Week celebration in 1924 is some-

what distant a movement has been started in

Dallas, Tex., under the auspices of Mamie Fol-

som Wynne, music editor of the Dallas Dis-

patch, to have the postmaster-general sanction

the use of a special postage stamp throughout

the country in honor of the celebration, as has

been the practice in connection with various

national and international expositions in years

past. I

It is suggested that the special stamp bear

the portrait of Edward MacDowell, the noted

American composer, or perhaps a portrait of

Francis Scott Key, composer of "The Star-

spangled Banner." Texas music merchants are

strongly in favor of the suggestion, among them
being Robert N. Watkin, president of Jhe Na-

tional Association of Music Merchants.

PHONOGRAPH DE LUXE
The instrument of Incomparable tone, that

plays any record better than you have ever
heard It played before.

Complete line of table, upright and console
models.

Write for catalog on

New Portable
AND

New Console
Cash Jn on the Regina; now is the time.

Also Regina Music Boxes with or without
phono attachment.
Regina Hexaphones and Mandolin orches-

trions.

Regina tune discs and parts for any in-

strument ever manufactured by the Regina
Co.

Send for particulars on territory
arrangements.

The Regina Phonograph Co.
MANUFACTURERS

RAHWAY NEW JERSEY
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situation" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will

be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
2Sc. per line. Rates for all other classes of advertising on application.

POSITION WANTED by phonograph fore-

man with 20 years' experience and thorough

knowledge of finishing and every branch of

phonograph manufacturing. Can furnish first-

class references. Will go anywhere. Address
"Box 1300," care The Talking Machine World,

383 Madison Ave., New York, N. Y.

MANUFACTURERS' AGENT — Salesman

wants non-conflicting phonographic lines that

can be sold to the music, furniture, drug and
jeweler trade for Detroit, Michigan, and vicin-

ity. Address "Box 1303," care The Talking Ma-
chine World, 383 Madison Ave., New York,

N. Y.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which

will approximate $100 a week earnings to the

right applicant. Call to see Saul Bims, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

SALESMAN WANTED—We have certain

territories open for live man wishing a good

side line. A distinctive article for the dealer in

a polish and cleaner for cabinets. Packed in a

tube in cream form. A sure winner. The Glo-

Rite Co., Inc., Box 237, Camden, N. J.

POSITION WANTED—Manager with thor-

ough knowledge of Edison and Columbia lines,

gained through five years' experience, would

like position in West or Northwest. Only A-1

proposition acceptable. Address "Box 1305,"

care The Talking Machine World, 383 Madison

Ave., New York, N. Y.

POSITION WANTED—Technical talking

machine laboratory man, 20 years' experience

from recording to finished stamper. Can super-

vise all branches or any branch that is open.

Will interview interested party. Address "Box
1304," care The Talking Machine World, 383

Madison Ave., New York, N. Y.

WANTED—Live wire outside salesman. Ex-

cellent opportunity to connect with growing

concern. Only those with experience and capa-

ble of producing results wanted. State age, ex-

perience, etc. Address "Box 1307," care The

Talking Machine World, 383 Madison Ave.,

New York, N. Y.

WANTED — Saleslady. One to take full

charge of record department. Excellent oppor-

tunity for right party. State experience, etc.

Address "Box 1308," care The Talking Machine

World, 383 Madison Ave., New York, N. Y.

SALESMEN WANTED—A real opportunity

for salesmen who can sell pianos and phono-

graphs from a truck. We will paf either on a

commission basis with drawing account, or

straight salary, or salary and commission. Ours

is a strictly one-priced house. Hustling sales-

men who can furnish satisfactory reference as

to character and ability and who wishes to

locate in a growing, prosperous Western coun-

try write Glen Bros.-Roberts Piano Co., Ogden,

Utah.

SALESMEN WANTED—Well known wood-

working concern has commission proposition

for salesmen traveling established territory.

Calling on talking machine and piano trade.

Kindly state territory, length of time traveled,

lines handled and give references. Address

"Box 1298," care The Talking Machine World,

383 Madison Ave., New York, N. Y.

POSITION WANTED by expert phonograph repair me-

chanic. Long experience and capable of taking charge of

repair department. References available from well known
concerns. Address "Box 1299," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

SPRINGS
VICTOR

l'.i"x. 022x17', bent each end No. 6543 ^S^l
1 'i"x. 022x18' (!" marine ends No. 3014 ..58

1 '.l"x. 022x17' marine ends No. 3014 .55
li.i"x. 1122x17' bent arbor No. 5362 .51
l","x. 022x13' bent arbor No. 5423 .50
lii"x. 022x9' bent arbor No. 5427 .42

lVi"x. 022x9', bent each end No. 6546 .42
l"x. 020x13' 6" marine end.s .No. 2141 .32
l"x. 020x15' marine ends No. 3335 .35
l"x. 020x15' bent arbor... No. 5394 ..38

l"x. 020x1.5', bent at each end No. 6546 .43
y8"x. 020x9' marine ends No. 988 .29

COLUMBIA
l"x.O2Sxl0' Universal No. 2951 .33
l"x.028xll' Universal No. 2951 .35
l"x. 030x11' hook ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x.025xl2' motors, Nos. 33 & 77 33
1 3/16"x.026xl9', also PathS 75
1 3/16"x.026xl7' No. 4 .59

MEISSEtBACH
y8"xl0' motors, Nos. 9 & 10 29
l"x9' motors, Nos. 11 & 12 29
l"xl6' motors. Nos. 16, 17 & 19 49
2"x.022xl6', rectangular hole, 18kl0 I.JO

SAAIj-SILVEKTONB
l"x. 027x10', rectangular hole No. 144 .42
l"x. 027x13', rectangular hole No. 145 .48
l"x. 027x16', rectangular hole No. 146 .58

BRUNSWICK
l"x. 025x12', rect'gular hole, regular.No. 201 .45
l"x.025xl8', rect'gular hole, regular.No. 401 .60

KRASBERG
l"xl2' motor 2A, pear-shape and rect. holes .45
l"xl6' Motor 3 & 4, on outer end 55

EDISON DISC
lVi"x. 028x25' regular size disc motors 1.25
l"x. 032x11', Standard 55
1 5/16", Home 70
1 .5/16"xl8' type A 150, old style disc 1.28
1" Ambeiola 30-50-75 56
1 1/16", B 80 1.15

SUNDRIES
l"x. 0215x16' rectangular hole 50
l"x. 02.5x16', pear-shaped hole 50
ys"x. 023x10', marine ends, Hein. Col., etc.. .29
j4"x. 025x10', marine ends, Hein. Col., etc.. .27
%"x. 020x9', marine ends 21
yo"x. 020x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws. No. 3304.. per 100 .92
Victor Gov. balls, n/style. No. 3302... each .07
Victor Gov. spring screw washer, .per 100 .72
Columbia Gov. springs. No. 3510. . .per 100 .95
Colum. Gov. sprg. screws, No. 439. per 100 .92
Columbia Gov. sprg. screw washers. per 100 .72
Columbia Gov. ball, lead, flat and spring. . .08
Columbia Gov. ball, new style & spring... .08
Turntable felts, all wool, green, 10", round .15
Turntable felts, all wool, green, 12", round .18

Terms, 2% cash with order.

TALKING MACHINE SUPPLY CO.,PflRKRIDGE,N. J.

SALESMEN WANTED
Exceptional opportunity for good produc-

ing salesmen to connect with progres-

sive manufacturer of player-roll cabinets,

bookcases, phonographs, and piano-

benches. We have some very good terri-

tory still open. Apply to Frank H. Isaacs,

Saksmanager, 469 .Seventh Ave., N. Y. C.

CARVED LEGS
Eight designs in gum, oak and ma-

hogany. Prices reduced. Send for cir-

cular. Klise Mfg. Co., Grand Rapids,

Mich.

POSITION WANTED—As manager of Victrola store or

department. Twelve years experience as salesman sales

manager and manager. Thirty-five and married Address

"Box 1306," care The Talking Machine World, 383 Madi-

son Ave., New York, N. Y.

CUT YOURSELF

APIECErCAKE

FOR SALE
Talking machine and piano department in

well known i^urniture store, located in

Connecticut. Department is doing splen-
did business, but is for sale on account of

inability to secure competent manager.
Excellent opportunity for experienced
jjarty. For full particulars address "Box
1301," care The Talking Machine World,
,^83 Madison Ave., New York, N. Y.

FOR SALE

Music shop with Columbia franchise, at

Nokomis, 111. For particulars write F.

1.. Cruml^augh, Nokomis, 111.

NEW INVENTION
FOR ACQUIRING BREATH CONTROL

Indispensable for vocalists and wind instrumentalists.

Endorsed by opera singers and leading teachers.

Easy to make. Metal and rubber. Basic patent. No
opposition. Sell or royalty. J. B. Rigg, 213 S.

Euclid Ave., Oak Park, III.

WANTED FOR CASH
Records, phonograph cabinets or complete
phonographs in any quantity. Give lowest
quotations, descriptions and samples, if

possible, etc. Harvey Manufacturing
Corp., 14.S West 41st St., New York, N. Y.

FOR SALE
75,000 imported German Homokord rec-

ords. A wonderful selection of standard
numbers. 20c each in lots of 1,000 and 15c

each if entire lot is taken. Chicago Phono-
graph Realization, 1427 Carroll Ave., Chi-

cago, 111.

FOR SALE
500 high grade mahogany talking machine
cabinets. Can be had either in the white
or finished completely with high grade
motors and tone arms. A remarkable bar-
gain if taken at once. Chicago Phono-
graph Realization, 1427 Carroll Ave., Chi-
cago, 111.

FACTORY FOR SALE
Modern factory located in Chicago for sale. Com-
pletely equipped with best woodworking machinery
and 1,200 talking machine cabinets. 700 not com-
plete and .SOO complete in every detail. A rare bar-
gain. Address "Box 1302," care The Talking Ma-
cliine World, 3.S3 Madison Ave., New York, N. Y.

WANTED
Any amount of Victor, Columbia,

Brunswick or any other well-known

make of talking machines or records,

motors or tone arms. This is a spot

cash proposition and must be acted

upon immediately. Address Chicago

Phonograph Realization, 1427 Carroll

Ave., Chicago, 111.

CABINETS FOR SALE
Closing out big lot phonograph cabinets.

Prices'$16.50 to $25.00. Also complete pho-
noeraphs ready to plav. Great bargains.

E.'H. Staflord'Mfg. Co;, 367 West Adams
St., Chicago, 111.

FOR SALE
Three Unico demonstrating rooms, size 6 by
9 each, ivory finish, sound proof. Also four

Unico record racks, each with capacity of

one thousand records. For price and details

apply to "Box 477," Charlottesville, Va.
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Better Class Products in Greater Demand

—

Trade in Lethargic Condition—King and

Queen's Record a Best Seller—New "Winner"

Record Exchange Plan—Question of Record

Exchange Discussed by Wholesalers and Re-

tailers—Representatives of All Lines at Brit-

ish Music Industries Convention—R. W. Pent-

land's Address—Other Important News

London, E. C, July 2.— It is a somewhat curious

fact that, while in musical instrument circles of

manufacture the piano side is comparatively

busy, that of the gramophone section is unusu-

ally quiet even for this time of year. Competi-

tion in both departments of trade remains as

keen as ever, each is active in the development

of business, yet gramophone sales lack vigor.

Wireless trade is also slow, so.w^e cannot blame

that for any decline of talking machine and rec-

ord turnover. What is the cause? I hear in

imagination so many and varied answers as to

leave one bereft of a reasonable solution. The

fact, unfortunately, remains that the gramo-

phone trade this side needs a big fillip. If one

were to classify I should say that the better-

class products are proportionately in greater

demand than the cheap stufT. It is significant!

The Buxton music convention gave scope for

the discussion of many subjects of pertinent in-

terest. The record exchange question, in par-

ticular, drew large audiences of dealers and fac-

tors. Reports appear elsewhere in this section,

from a frank perusal of which it will be appre-

ciated that a great battle has been fought and

won on behalf of jobbers and dealers.

The King and Queen's Record

Since my last report the Royal record con-

taining Empire Day messages from their majes-

ties the King and the Queen of England to the

boys and girls of the British Empire has been

issued for general public sale through the "His

Master's Voice" dealers. Doubtless, it is now

obtainable in the States through Victor agents.

Their majesties have made a splendid record,

clear and distinct in every detail, inflexion of

voice and delivery breathing the spirit of so

great an occasion. This record is now listed

in the company's program as No. R. E. 284. As

a seller it easily beats any record ever issued

and, as may be imagined, will long remain a

treasured possession in hundreds of thousands

of English homes.

A Novelty in Gramophone Needles

Quite a novel needle has recently been intro-

duced here. Called "Xylopin," it is made of

wood, being about the same size and shape of

a steel needle. With a fibre needle an adaptor

is required for most sound boxes, so that the

Xylopin, which fits any reproducer, is of gen-

eral utility value to gramophonists. This
wooden point is beautifully silent, though, of

course, volume is much reduced. Nevertheless,

reproduction is pure and loud enough on most
records. The tone can be strengthened by
shortening the needle.

Sir Landon Ronald Eulogizes the Gramophone
An important recognition of the educational

value of the gramophone was made by Sir Lan-
don Ronald, director of the London Guildhall

School of Music, in the course of an interest-

ing speech at the British Music Trades Conven-
tion. He said, in part:

"The gramophone wonderfully reproduces the

performance of an orchestra and gives it out

over, and over again in the homes of thousands
of listeners. In the case of a great many of

those listeners it is the gramophone reproduc-
tion to which they owe their knowledge of the

orchestra, it is the gramophone reproduction
which forms their taste for orchestral music and
which inspires in them a love of the master-
pieces of orchestral composition they else might
never have had, but which, once they have it, is

a permanent and an unrivaled, possession. And
whenever they can, therefore, they hear the or-

chestra itself and they are able, by reason of

what the gramophone has taught them of or-

chestral tone, of orchestral color, of the music
itself and of the conductor's interpretation and
the players' performance, to enjoy more fully

the actual tone and the actual color of the actu-

al orchestra and the work of its conductor and
its players."

The "Winner" Record Exchange Scheme
.\propos the current question of unsalable

stock and its return for credit, it is interesting

to observe that T. E. Hough, Ltd., carried through

an exchange scheme between June 1 and 15

on the basis of 2 to 1, i. e., for every record

returned the dealer was called upon to place an

order for two others. This scheme applied to

new records only, broken or scratched records

being treated as old material at 6d. per pound.

In the absence of general acceptance of the

new record exchange proposals made at the

recent music convention, the firm's offer can

be regarded as satisfactory. Nevertheless, it

is good news for the dealer that manufacturers

are coming to regard this question as one justi-

fying a modification of tjie present general

policy.

Tutankhamen's Favorite Song
is not represented on Winner record 3808. Com-
pensation is found in the fact, liowever, that

the hits which made history in the Victorian

days are faithfully revived on this disc. "She
Was One of the Early Birds," "My Fiddle Is

My Sweetheart," "Hi-tiddley-hi-ti," "Little Dolly

Daydreams," "At Trinity Church I Met My
Doom" and other typical reminders of past

times which we fain would live o'er again.

"Veterans of Variety" is the appropriate title

of a first-class record.

Alleged Infringement of "Polly"

G. F. Luxmoore, K.C., in the Chancery Division,

appearing for plaintifiF in the action brought by
Frederick Austin, the composer and arranger

of the music and the opera "Polly," against the

Columbia Graphophone Co., Ltd., asked his

Lordship to fix a date for the hearing of the

action.

He stated that the action was for alleged

infringement of plaintiff's musical copyright in

the opera by gramophone records and a number
of expert witnesses w'ould be called, including

Sir Frederick Cowan and Sir Frederick Bridge.

The hearing w-as fixed for July 3.

Wholesalers Discuss Record Exchange
At the British Music Industries Convention

at Buxton the meeting held under the auspices

of the Association of Gramophone and Musical

Instrument Manufacturers and Wholesale Deal-

ers was attended by Louis Sterling (Columbia

Graphophone Co., Ltd.), president; M. F. Cook-

sey (J. Thibouville-Lamy & Co.), H. J. Cullum

(Lockwood's & Perophone, Ltd.), A. E. Liedtke

(Columbia), A. J. Mason (Aeolian Co., Ltd.),

E. C. Paskell (Colmore Depot), A. T. Paskell

(London), Wilfred Samuel (Barnett Samuel &
Sons), H. Moorby Smith (Johnson Talking Ma-
chine Co.), Herbert Smith (Keith, Prowse &
Co.), and the secretary, C. E. Timms.

Full consideration was given to the suggested

"Exchange Scheme for Obsolete and Unsalable

Records," a subject which has engaged the at-

tention of the General Committee of the Asso-

ciation over a period of twelve months.

E. C. Paskell (Colmore Depot, Birmingham),

in opening the discussion, urged the necessity

for some definite exchange scheme satisfactory

to all parties and said he would endeavor to

show- that in the interests of the trade gen-

erally this was a matter which could be and

should be dealt with, and a system adopted

which would dispose of a good deal of the

disadvantages and dissatisfaction which had

always existed.

This question of obsolete and unsalable rec-

ords is, he said, bound up very closely with

the question of price maintenance. Price main-

tenance is an achievement in the record trade

EDISON BELL
HONE RreORDS

CABLE
PHONOKINO.
LONDON"

ARE THE GREATEST VALUE FOR MONEY PRODUCED IN GREAT BRITAIN
TEN INCH DOUBLE SIDED NEEDLE CUT

PLAY ON ALL GRAMOPHONES

Catalogue contains 4000 Titles by the Premier Artistes, Instrumentalists, Orchestras and Bands
of the British Empire

DEALERS PREPARED TO DO BUSINESS ARE INVITED TO COMMUNICATE WITH

Proprietors and Manufacturers, J. E. HOUGH, Ltd., 62 Glengall Road, London, S. E. 15, England
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which has such benefits to the trade generally

that anything which tends to upset this valuable

advantage is a menace to the well-being of the

trade. Were it not for price maintenance, the

difficulty of disposal of obsolete and unsalable

records is one that could be dealt with by selling

the records at the market price, but with price

maintenance they had the problem of a trader

loaded with goods which he has to sell at a price

which no buyer will pay. The position, he said,

must be clearly understood, that no matter how
careful a trader may be in ordering his stock

of records he is bound to be left with a pro-

portion which are unsalable.

In the newspaper trade the publishers took

back a certain proportion of papers, and in the

past gramophone record manufacturers had en-

deavored to deal with this matter by means of

exchange schemes, generally on a three-to-one

basis, but this had often left the dealer and

factor in a worse position, and they all knew
of factors and dealers who, by various means,

which could not be called the highest form of

trading, had got rid of some of their surplus

stocks.

The scheme as recommended does not inter-

fere with present prices, is entirely optional on

the part of the factor and effectually distributes

the loss entailed. This scheme is that twice in

each year, on February 15 and August 15, the

factor should be entitled to return to the manu-

facturer up to 10 per cent of the preceding six

months' purchases, and to procure in exchange

for the records he returns two-thirds of the

quantity returned, i. e., the factor loses a third

of the bad or unsalable records thus returned.

Put in very plain figures, this means that if

a factor purchased 300 records he would be

entitled to return thirty of those records and

to receive for the thirty returned twenty new
records. He would, therefore, lose the equiva-

lent of ten records on 300, which is equal to

3 1/3 per cent.

After a full discussion, which was contributed

to by Louis Sterling, H. J. Cullum, A. E.

Liedtke, A. J. Mason, H. Moorby Smith, the

following resolution was unanimously adopted:

"That twice in each year the factor may re-

turn to the manufacturer 10 per cent of the

preceding six months' purchases and secure in

exchange for the records he returns two-thirds

of the quantity, i. e., the factor loses a third of

the bad or unsalable records he returns. The

two dates in each year for these returns to be

August IS for 10 per cent of purchases between

January 1 and June 30, February IS for 10 per

cent of purchases between July 1 and Decem-

ber 31."

This scheme secured the unqualified approval

of the two manufacturing houses represented

at the meeting, viz., the Columbia Graphophone

Co., Ltd., and the Aeolian Co., Ltd., and it is

confidently anticipated that it will also be

adopted by other manufacturers of gramophone

records.

The Dealers' Point of View

By the time this appears in print the Gramo-

phone Dealers' Association will have held a

committee meeting and doubtless have issued

to its members a report of its deliberations.

Meanwhile, in discussing the matter with one

or two prominent dealers the following points

of view emerge:

That the A. G. M. I. M. proposal has one ad-

vantage over the various schemes already in

operation, viz., it gives the dealer the oppor-

tunity to exchange any records he desires up

to 10 per cent. Against this the dealers urge

that it is not an adequate proposal, in that it

merely offers an exchange. What the dealers

are out for is the abolition of any kind of ex-

change. They have given some years' study

and discussion to this very vexing question and

they feel that they should be entitled to return

records, in new and salable condition, up to

10 per cent of their purchases, and receive in

return a clear credit for two-thirds of the trade

value. This would enable the dealer who studies

his business to keep his stocks salable and up

to date, if he is not compelled to give a covering

order. For instance, a dealer purchasing £100
worth of records at exchange would be able

to return £10 worth and be credited with

£6 13s. 4d., to be worked out in new orders

as and when required. He would only lose,

therefore, £3 6s. 8d., or 3 1/3 per cent, a merely

nominal loss well within the limit customarily

written off for depreciation. The credit of 6 2/3

per cent allowed for returns could be counted

as additional capital.

Under the existing systems a dealer has had

to overload his stock of records merely because

of keeping a full selection, of which at least

10 per cent has speedily lost value. We will

estimate that there are from 6,000 to 8,000 record

dealers in the country and the average of un-

salable stock at about £30 each. Figures are

ever fallacious, we know, but this means some-
thing like a quarter, of a million pounds of capi-

tal is tied up and useless. The dealers contend

that under their proposal, in a year or so, the

accumulated unsalable stocks would decrease

to well below the 10 per cent allowed for return,

and a large amount of, at present, dead capital,

would be available to the benefit of both the

manufacturer and dealer.

British Music Industries Convention

The convention, held this year at the famous
Spa-Buxton, was attended by about 200 repre-

sentatives of retail and jobbing trade and manu-
facturers in all lines of the music business. Re-

strictions of space preclude more than a con-

densed report of the proceedings.

President R. W. Pentland, who welcomed the

guests, delivered a very interesting address and

pointed out that last year he spoke of the im-

mediate future of the piano industry in very op-

timistic terms. It is satisfactory to know that his

anticipations have been more than fulfilled. Esti-

mates regarding the output of pianos last season

vary to some extent, but we know that the

Hornless, Table Grand, Upright

and Horizontal Cabinet Grands

Actual Manufacturers Export a specialty

REX GRAMOPHONE COMPANY
59 Chiswell Street, LONDON, E. C, England

Cable''Addres5 "Lyrecodisc. London"

figure was not less than 82,000 and not more
than 90,000. This was a very substantial in-

crease on the previous season's trade.

In speaking of the development in the Gramo-
phone industry during the last year, he said:

"The output of gramophones and records was
most satisfactory. It is estimated that the num-
ber of gramophones amounted to between 100,-

000 and 200,000, while the number of records

totaled between 15,000,000 and 20,000,000. Mr.
Pentland also pointed to the growth in exports

and the increased competition by foreign manu-
facturers which must be met.

CHANGE OF NAME IN NEW BEDFORD

Geary, Simms & Geary Organize to Succeed
Former Firm of Geary & Smith

New Bedford, Mass., July 3.—The firm of Geary,

Simms & Geary was recently organized in this

city to succeed the firm of Geary & Smith, on
Kempton street, this city, following the retire-

ment of Mr. Smith from the business. The
new company, which has been incorporated, will

handle the Krakauer, Madison, Pease and Wil-
bur pianos and players, together with the So-
nora phonograph and Vocalion records.

The Messrs. Geary were formerly connected
with the M. Steinert & Sons Co.,. this city, and
prior to that time were with the piano depart-

ment of Lord & Taylor, New York.

X YOU handle or are thinking of handling other

I products, in addition to talking machines and

records—you need THE MUSIC TRADE
REVIEW, which is the most authoritative and informa-

tive business paper at your command, covering every

branch of the music industry—pianos, players, repro-

ducers, organs, automatics, band instruments, musical

merchandise, small goods, sheet music, talking ma-
chines, etc., etc.

Forty to fifty feature articles, showing how the other

fellow is increasing his profits, appear each month
in THE REVIEW—That's why it is the most profit-

able weekly paper in the field for you to read and
why it will assuredly help you increase your profits.

S2 Brings You 52 Issues of The Review.

WATCH

373 FOURTH AVE.
REVIEW

IN 1923

NEW YORK CITY

Established 1876 — Tbe Oldest andXargeit in Iti Field.
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LATEST PATENTS

RELATING
Washington, D. C, July 8.—Portable Phono-

graph. John L. Lind, Siren, Wis. Patent No.

1,454,389.

This invention relates to improvements in

sound reproducing machines and more particu-

larly to those of the portable type, in which

the sound arm, reproducer, and record table are

removed and stored within the main cabinet or

box of the machine to be readily carried from

place to place. The present application forms

a continuation in part of pending United States

application, Serial No. 397,185, filed July 19, 1920.

Figure 1 is a perspective view of a portable

phonograph constructed in accordance with the

present invention, showing the manner in which

the device resembles an ordinary suit case

when in condition for carrying from one place

to another; Fig. 2 is a view similar to Fig. 1

but illustrating the instrument in condition for

use; Fig. 3 is a side elevation with the door

swung open to expose the record table and

other parts normally carried in the box or

cabinet; Fig. '4 is a horizontal section as indi-

cated by the line 4—4 of Fig. 5; Fig. 5 is a

longitudinal sectional view.

Sound Box for Sound Reproducing Machines.

Walter SpofTorth, St. Paul, Minn. Patent No.

1,454,297.

This invention relates to improvements in

sound boxes, the primary object being to

amplify sound and to produce clearer reproduc-

tion thereof than heretofore.

In the accompanying drawing forming part

of this specification. Fig. 1 is a side elevation of

the improved sound box; Fig. 2 is a section

taken on the line 2—2 of Fig. 1; Fig. 3 is a

side elevation of the sound board when removed

from the sound box; Fig. 4 is a side elevation

of one of the spider elements for supporting

the sound board in the sound box; Fig. 5 is a

section of a detail showing the construction by

which the sound board is removably secured in

the sound box, and Fig. 6 is a plan of the needle

or stylus support which assists in transmitting

the vibrations of the needle or stylus to the

sound diaphragms.

Sound-Reproducing Machine. Albert G. Ny-
quist, deceased, Minneapolis, Minn., by Hilda L.

Nyquist, administrator. Patent No. 1,454,134.

This invention relates to sound reproducing
machines, and particularly, to such a machine in

which are supported a plurality of records which
are adapted to be individually selected and
played. It is an object of this invention to

construct such a machine in which a plurality

of disc records are grouped and supported about
a central point, the machine being controlled

by the manual operation of a controller which
may be located at some distance from the ma-
chine proper,

It is a further object of the invention to have

the machine electrically driven and electrically

controlled in the selection of records, and the

controller can therefore be connected to the

machine by a suitable flexible cable of any de-

sired length.

Another object is to control the machine by

a motor of special design which co-operates in

a novel way with the selecting mechanism.

Still another object is to mount the sound

box so that the same -is disposed in a plane

parallel to the records, the latter being pref-

erably mounted in radial vertical planes, and

the sound box being further equipped with

means so that it can co-oper^ite with the record

on either side thereof.

Figure 1 is a central vertical section of the

reproducing machine; Fig. 2 is a sectional plan

view on the line 2—2 of Fig. 1, the machine

carrying less than its capacity of records; Fig. 3

is a sectional plan view of a part of the device

taken on the line 3—3 of Fig. 1; Figs. 4 and 5

are sectional elevations taken on the line 4

—

4 of Fig. 1 looking in the direction of the ar-

rows showing the parts in different positions;

Fig. 6 is a diagrammatic view of the motor

windings used with the machine; Figs. 7 and

8 are sectional elevations taken on the line 7

—

7 of Fig. 1, said views showing the parts in

Li,

m

different positions; Fig. 9 is a front elevation

of the reproducer; Fig. 10 is a side elevation

of the same; Fig. 11 is a sectional plan view of

the same taken substantially on the line 11—11

of Fig. 9; Fig. 12 is a plan view of the con-

troller; and Fig. 13 is a central longitudinal

section of the controller; Fig. 14 is a wiring

diagram of the controller and sound reproducing

machine.

Stylus for Phonograph Reproducers. Julius

A. Brown, PeekskiU, N. Y. Patent No. 1,454,-

951.

The object of this invention is to provide

an improved form of stylus or vibrating arm,

that is connected between the diaphragm and

the needle, that will have the effect to balance

the vibration and thereby greatly improved re-

sults are obtained.

Figure 1 is a plan view of a sound box carry-

ing the stylus. Fig. 2 is a side elevation partly

in section. Fig. 3 is a front elevation. Fig. 4

is a rear elevation, and Fig. 5 a side elevation,

of the stylus detached. Fig. 6 is a perspective

view of the stylus. In Figs. 1 and 2 is shown a

conventional form of sound box or reproducer,

having a casing 2 of conical form, with a rear

outlet, 3, and a diaphragm 4 at the larger open

end.

Phonograph. Isaak Karish and James
Kernes. Chicago, 111. Patent No. 1,455,209.

This invention has for its object the con-

struction of a phonograph cabinet which has a

spring: operated top upon which a latch is pro-

vided which, after the playing of a record is

finished, can be released, allowing the top to

spring up into open position, which thereupon

automatically stops the rotation of the record-

holding table and raises the tone arm together

with the attached reproducer from the record,

thereby putting the machine in a position to

be reset for another record or for the replaying

of the same record.

A further object is the provision of a phono-
graph cabinet which acts in the manner de-

scribed above without the introduction of un-

necessary or cumbersome apparatus and with

ihe use of a simple construction which cannot

ordinarily be distinguished from the construc-

tion now commonly in use in the ordinary

phonograph cabinet, and which, moreover, can

be readily installed in any make of instrument

now in use.

Figure 1 is a top plan view of a phonograph
cabinet showing the cover removed and with

this invention applied thereto. Fig. 2 is a sec-

tional view taken on the line 2—2 of Fig. 1,

some parts being removed and showing the

cover in place and looking in the direction indi-

cated by the arrows. Fig. 3 is a section taken

on the broken line 3—3 of Fig. 1 looking in

the direction indicated. Fig. 4 is a section taken

on the line 4—4 of Fig. 1 showing the cover in

position and looking in the direction indicated

by the arrows. Fig. 5 is a detail view showing
the construction and operation of the braking

mechanism. Fig. 6 is a section taken on the

line 6—6 of F"ig. 4. Fig. 7 is a section taken

on the line 7—7 of Fig. 6 showing the operating

arm in place. Fig. 8 is an enlarged section

taken on the line 8—8 of Fig. 1. Fig. 9 is a

sectional view similar to Fig. 2, showing a modi-

fied form of construction of the invention. Fig.

10 is a section taken on the line 10—10 of Fig.

9, parts being omitted. Fig. 11 is a section

taken on the line 11—11 of Fig. 10 showing
the motor in position. Fig. 12 is a section

taken on the line 12—12 of Fig. 10 looking in

the direction indicated by the arrows.

Phonograph Turntable. John J. Reinhold,

Marietta, Pa. Patent No. 1,455,355.

This invention relates to phonograph turn-

tables and has for its object to provide a sim-

ple, cheap and durable device for guiding or

centering phonograph records while they are
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being placed upon the turntable. A further ob-

ject is to provide a device of this character

which is applicable to records of different

diameter.

Figure 1 is a plan view of a phonograph
turntable showing a practical embodiment of

this invention. Fig. 2 is a sectional view of Fig.

1 taken on line 2—2.

Brush. Daniel E. Odom, Bennettsville, S. C.

Patent No. 1,455,504.

This invention relates to certain improve-
ments in brushes and it is an object to pro-

vide a novel and improved brush particularly

designed.and adapted for use in the cleaning

.of phonographic records and more especially of

a disc type.

Another object of the invention is to provide

a novel and improved device of this general

character comprising a brush head supported
for sliding movement in opposite directions, the

movement of the brush head in one direction

positioning the same above and in contact with

a record, the movement of the brush head in the

opposite direction positioning the same to one

side of the record, together with means of oper-

ating upon movement of the brush head in one
direction to cleanse the same.

Figure 1 is a view in elevation of a brush

constructed in accordance with an embodiment
of the invention, with the head extended into

position to engage a phonographic record. Fig.

2 is an enlarged sectional view taken longi-

tudinally through the device as herein disclosed

1

—7|

—

with the brush head in retracted position. Fig.

3 is a fragmentary longitudinal sectional view
taken through the device as illu.^trated in Fig.

2. Fig. 4 is a sectional view taken substan-

tially on the line 4—1 of Fig. 3.

Sound Box. Daniel F. Snyder, Garwood, N.

J., assignor to the Aeolian Co., New York.

Patent No. 1,454,909.

This invention relates to mechanism for

modifying the effect of the diaphragm and, in

particular, to controlling the effective area of

the diaphragm.

In the drawing referred to. Figure 1 is a

front or face view of the improved sound bo.x.

Fig. 2 is a sectional view of the same on sub-

stantially the plane of line 2—2 of Fig. 1. In

REPAIRS
All Makes of Talking Machines
Repaired Promptly and Efficiently

REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
2S Sioh Avenue New York

TELFPHONE. SPRING M94

both tiie views referred to the parts are ad-

justed to utilize the full expanse of the dia-

phragm. Figs. 3 and 4 are views similar to

Figs. 1 and 2, showing the parts adjusted to

reduce the effective area of the diaphragm.
Sound Box Structure. Carl Scrabic, Urbana,

O. Patent No. 1,455,972.

This invention relates broadly to talking ma-
chines, and has particular reference to the sound
reproducing mechanism thereof, the object of

the invention being fundamentally to provide a

sound box of such construction that the same
will automatically act to position itself in such

manner that its needle or stylus will be prop-

erly centered in the groove of a record with

which the sound box is employed, the construc-

tion being such that the stylus will be located

in the center of gravity of the sound box and
will be maintained in proper relationship with

the record irrespective of position variations

which the latter may assume during its rota-

tion.

Figure 1 is a vertical sectional view taken

through the improved sound box construction

and its co-operative mounting. Fig. 2 is a front

elevation thereof. Fig. 3 is a horizontal sec-

tional view taken through the mounting on the

line 3—3 of Fig. 1. Fig. 4 is a detailed view

disclosing more particularly the construction of

the upper part of the sound box stylus. Fig.

5 is a horizontal sectional view disclosing the

weight adjusting mechanism.

Phonograph Sound Box. William M. Ven-

able, Pittsburgh, Pa. Patent No. 1,455,942.

The principal object of this invention is to

improve the quality of the reproduced sounds.

This is accomplished by a structure by means

of which it is possible to regulate the tone and

the volume of the reproduced sound and to

eliminate objectionable qualities commonly in-

troduced by present methods of reproduction,

although not existent at the time of recording.

The foregoing is accomplished by means of a

novel construction which employs some im-

proved parts corresponding to old parts now in

common use as well as certain new parts de-

signed to perform new functions not hitherto

recognized in this art.

Figure 1 is a section tlirough the improved

sound bo-x taken on the line 1— 1 of Fig. 2. Fig.

2 is a front elevation or face view of the sound

box. Fig. 3 is a section on the line 3—3 of

Fig. 2, except for the omission of certain cush-

ioning parts between the sound box and the

tone arm. Fig. 4 is a plan view of the underside

of the sound box. Fig. 5 is a sectional view

corresponding to that of Fig. 3, illustrating a

somewhat modified arrangement. Fig. 6 is a

sectional view similar to that of Fig. 1, but

illustrating a modified form taken on the line

6—6 of Fig. 7. Fig. 7 is a face view partially

in section taken as indicated by the line 7—

7

in Fig. 6. Fig. 8 is a section on the line 8—^8

of Fig. 7. Fig. 9 is a section similar to those

of Figs. 3, 5 and 8, but with certain parts

omitted, such, for instance, as the diaphragm
and the vibration lever, illustrating' a further

modification. Fig. 10 is a partial sectional view

illustrating a detail of the assembly.

Phonograph Record. Wm. H. Rose, Jersey

City, N. J., assignor of one-half to Howard S.

Neiman, New York. Patent No. 1,455,886.

This invention relates particularly to records

known commercially as disc records.

There are certain physical reasons necessitat-

ing a blank, or unrecording surface, upon por-

tions of the record, thus causing a further limi-

tation to the record area capable of sound repro-

duction.

The standard phonographs are so constructed

that imperfect, or no, sound reproductions can

be obtained from a record having a diameter of

greater than twelve inches.

This invention allows a very considerably

longer sound reproduction with regard to a

time period than can be obtained from a flat disc

record of the same diameter and this increase is

obtained without a diminution of sound perfec-

tion. It further allows the standard phono-

graphs to reproduce a longer sound record than

they can reproduce from any other known rec-

ord.

The invention is, therefore, a new, novel and

useful phonograph record, producing results un-

obtainable from a flat disc record.

Figure 1 represents a top plan view of one

form of a device of the invention. Fig. 2 repre-

sents a section through the line 2—2 of Fig. 1.

Fig. 3 is an enlarged fragmentary detail section

of the record showing the sound wave impres-

sions.

Repeating Device for Phonographs. John A.

Eitutis, Chicago, 111. Patent No. 1,457,428.

This invention relates to a repeating device

for phonographs, whereby the playing of a rec-

ord on the turntable may be repeated auto-

matically as many times as desired.

Figure 1. is a view looking down on the top

wall of a phonograph of the flat disc record

type and equipped with a repeating device con-

structed and mounted in accordance with the

invention. Fig. 2 is an enlarged vertical sec-

tional view taken on line 2—2 of Fig. 1. Fig. 3

is a bottom plan view of the device of the in-

vention and shown geared to the motor of the

phonograph. Fig. 4 is a vertical sectional view

taken on line 4—1 of Fig. 2. Fig. 5 is a front

view of the parts shown in Fig. 4. Fig. 6 is

a fragmentary vertical sectional view taken on

line 6—6 of Fig. 4. Fig. 7 is a perspective view

of the rockably mounted key. Fig. 8 is a per-

spective view of a detail of construction. Figs.

9 and 10 are vertical sectional view's taken on

lines 9—9 and 10—10, respectively, of Fig. 2.

Fig. 11 is a view of the parts of Fig. 9 shown

adjusted to what is called "throw off" position.
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VICTOR TALKING MACHINE CO.

POPULAR SONGS
19079 Oh Sole, Oh Me! Lou Holtz

That's My Baby Lou Holtz
19089 Just an Old Love Song John Steel

When the Gold Turns to Gray John Steel

DANCE RECORDS
19044 Trot Along—Fox-trot,

The Benson Orchestra of Chicago
Wet Yo' Thumb—Fox-trot,

Zez Confrey and His Orchestra
19082 Medley of Old-time Songs—Waltz,

The Troubadours
Victor Herbert Medley Waltz.. The Troubadors

19087 Stella—Fox-trot,
The Great White Way Orchestra

Carolina Mammy—Fox-trot,
The Great White Way Orchestra

19090 Rosetime and You—Fox-trot,
Zez Confrey and His Orchestra

Oh! Harold!—Collegiate Walk or Fox-trot.
Zez Confrey and His Orchestra

19091 When June Comes Along With a Song—Fox-
trot The Great White Way Orchestra

Born and Bred in Brooklyn—Waltz,
The Troubadours

19092 When You Walked Out Someone Else Walked
Right in—Fox-trot,

Brooke Johns and His Orchestra
Bebe—Fox-trot . Brooke Johns and His Orchestra

19093 Barney Google—Fox-trot,
The Great White Way Orchestra

I Cried for You—Fox-trot The Collegians
VOCAL AND INSTRUMENTAL RECORDS

(A Record by the King and Queen of Great Britain)
19072 Empire Day Message to the Boys and Girls of

the British Empire.
King George V and Queen Mary

God Save the King and Home, Sweet Home,
Rand of Coldstream Guards

45352 Because I Love "^'ou, Dear Lambert Murphy
It Was Not So to Be Lambert Murphy

19060 Mother Goose Songs Alice Green
The Death and Burial of Cock Robin,

Alice Green
19028 Valse Hilda—Saxophone Solo Clyde Doerr

Saxanola Clyde Doerr

RED SEAL RECORDS
Frances Alda, Soprano

f)6152 Daddy Lemon-Behrend
Feodor Chaliapin, Bass

87361 Prince Igor—Recitative and Air of Prince Ga-
litsky Borodin

MisCHA Elman, Violinist
(Piano accompaniment Josef Bonime)

66151 Landler Mozart
Amelita Galli-Curci, Soprano—In Italian

74812 Linda di Chamounix—Cavatina, O luce di quest'
anima (Guiding Star of Love) (Preceded by
the Recitative "Ah! tardai troppo") .. Donizetti
Orville Harrold, Tenor—In German

74813 Lohengrin—Mein lieber Schwain! ("Beloved
Swan"—Lohengrin's Farewell) Wagner

Erika Moeini, Violinist
(Piano accompaniment Sandor Vas)

66153 Serenade Toselli 10
Ignace Paderewski, Pianist

66150 Spinning Song Mendelssohn 10
Stokowski and Philadelphia Orchestra

74814 Viennese Dances Schubert 12
Reinald Weerenrath, Baritone

74815 Goin' Home Fisher-Dvorak 12
(The following records which were announced in a letter

to the trade dated June 6, and will also appear in the
August Supplement)

19081 How High Is Up ?—Part I—Comic Dialogue,
Arthur Moss-Ed. Frye

How High Is Up?—Part II—Comic Dialogue,
Arthur Moss-Ed. Frye

19086 Down-hearted Blues. ... Noble Sissle-Eubie Blake
Waitin' for the Evenin' Mail,

Noble Sissle-Eubie Blake

10

10

10
10

10

10

10

10

10

10

10

10

10

12

12

10

10

COLUMBIA GRAPHOPHONE CO.

SYMPHONY RECORDS
80802 Adagio (From "Moonlight Sonata") (Bee-

thoven)—Violin Solo . . . . Duci de Kerekjarto
A3914 Heart to Heart (I Hold You, Dear) (Van-

derpool)—Mezzo-soprano Solo. Barbara Maurel
Just That One Hour (Eville)—Mezzo-soprano
Solo Barbara Maurel

A3895 Norwegian Echo Songs (Kom Kjyra) (Bjerre-
gaard-Thrane)—Soprano Solo,

Florence Macbeth
Tarantella Napoletana (G.Rossini)—Soprano
Solo Florence Macbeth

A3891 My Treasure (Joan Trevalsa)—Baritone Solo,
Louis Graveure

Boat Song (Harriet Ware)—Baritone Solo,
Louis Graveure

A3910 Morning Will Come (Jolson-De Sylva-Conrad)—Fox-trot Paul Specht and His Orch.

10

10

10

10

10

10

10

10

TQT YOURSELF
A PIECE /CAK£/

A3911

A3903

A3907

A3908

A3909

A3893

A3913

A3912

A3 900

A3904

A3896

A3894

A3899

A3892

A3902

A3889

A3905

A3906

Don't Cry, Swanee (Jolson-De Sylva-Conrad)
—Fox-trot Paul Specht and His Orch.

When You Walked Out Someone Else Walked
Right In (Berlin)—Fox-trot,

Ray Miller and His Orch.
Wolverine Blues (Spikes and Morton)—F'ox-

trot Frank Westphal and His Orch.
When Will the Sun Shine for Me (Abner
Silver)—Fox-trot. . Paul Specht and His Orch.

Night After Night (Geo. W. Meyer)—Fox-trot,
Paul Specht and His Orch.

Long Lost Mama (Woods)—Fox-trot,
The Georgians

Henpecked Blues (Buffano)—Fox-trot,
The Georgians

Other Lips (Wallace)—Fox-trot.The Columbians
Indiana Moon (Isham Jones)—Waltz,

The Columbians
The First Waltz (Robinson)—'VValtz,

Columbia Dance Orch.
Dreamy Melody (Koehler-Magine-Naset) —
—Waltz Columbia JJance Orch.

Vamping Sal (Lew Pollack)—Fox-trot,
Johnny Dun's Original jazz Land

Sweet Lovin iviama (Wagiier-i^ockard)—lox-
trot Jolinny Duns Original Jazz Band

Stella (Jolson-Uavis-Akst) . . Al Jolson, Comedian
Bebe (Abner Silver)—Tenor Solo.. Billy Jones
Little Pal of Long Ago (Harold Dixon)

—

I'enor Solo Lewis James
When All the World Forgets You (Harold
Di.xon)—Tenor Solo Lewis James

Mama's Got the Blues (Martin-Williams),
Bessie Smith, Comedienne

Fletcher Henderson at Piano
Outside of That (Williams-irent),

Bessie Smith, Comedienne
Fletcher Henderson at Piano

Cohen on Telephone Etiquette (Joe Hayman),
Joe Hayman, Comedy Monologue

Cohen 'Phones the flumber (Joe iiayman),
Joe Hayman, Comedy Monologue

Get Behin' Me, Satan! (I. S. Browne)—Ijaii-

tone Solo Harry C. Browne
Its Hard to Be a Nigger! (Harry Earle)—
Baritone Solo Harry C. Browne

The Longford Jig—Accordion and Piano,
I-rancis Quinn and John Mullcr

The Virginia Reel—Accordion and jfiano,

l-rancis Quinn and John JIuller

I Come to Thee (Cara Koma)—Baritone Solo,

John Ross Keed
The Lost Sheep (C. W. Waggoner)—Baritone
Solo John Ross Reed

MID-MONTH LIST
DANCE MUSIC

Louisville Lou (The Vampin' Lady) (Milton
Ager)—Fox-trot ....Ted Lewis and His Band

Beale Street Mamma (Turk and Robinson)—
I'ox-trot led Lewis and nis Ijaiid

Barney Google (Rose-Conrad)—Fox-trot or

Shimmie One-step The Georgians
Old King Tut (Harry Von Tilzer)—Fox-trot,

The Georgians
Ala Moana (Noble-Lukeus)—Fox-trot,

Hawaiian Guitars by Ferera and Francliini
1 he Columbians

Marcheta (Schertzinger)—Fox-trot,
1 he Columbians

POPULAR SONGS
That Red-Head Gal (Van-Schenck-Henry
Lodge) Van and Schenck, Comedians

Trot Along (Clarence M. Jones),
Van and Sclienck, Comedians

I Love Me (Will Mahoney),
Eddie Cantor, Comedian

Ritii Mitzi (Conrad and Bibo).
Eddie Cantor, Comedian

10

10

10

10

10

10

10
10

10

10

10

10

10
10
10

10

10

10

10

IC

10

10

10

10

10

10

10

10

10

10

BRUNSWICK RECORDS

1 5051 Your Voice ( Williams-Quirke)—Tenor With
Orch Mario Chainlet

Call Me No More (Eberhart-Cadman)— I'enor

With Orch Mario Chamlee
50034 Core'ngrato (Neapolitan Song) (Cordiferro-

Cardillo)—Baritone With Orch.—In Italian,
Giuseppe Danise

Canta Pe' Me (Neapolitan Song) (Bovio-De
Curtis)—Baritone With Orch.—In Italian,

Giuseppe Danise
15053 Prelude in C Sharp Minor (Opus 3, No. 2)

(Rachmaninoff)—Piano. orte Solo.. Josef Holmann
Nocturne (Complaint) (from "Mignonettes )

—
Pianoforte Solo Josef Hofmann

2452 Nobles of the Mystic Shrine (Sousa)—March

—

Concert Band ....Walter B. Rogers and His Band
Saracen Guard (White)—March—Concert Band,

Walter B. Rogers and His Band
2450 On the Beach at Waikiki—Hawaiian Players,

Frank Ferera and Anthony Franchini
One—Two—Three—Four—Hawaiian Players,

Frank Ferera and Anthony Franchiiii
2443 Who's Sorry Now? (Kalmar-Ruby-Snyder)—

Comedienne with Orch Marion Harris
Waitin' for the Evenin' Mail (Baskette)—Come-
dienne With Orch Marion Harris

2442 Yon Said Something When You Said Dixie
(Claire-Landres-Friend) — Comedienne With
Orch Margaret Young

Louisville Lou (Ager-^'ellen)—Comedienne With
(Drch Margaret Young

2439 Other Lips (Harris-Wallace) — Fox-trot—For
Dancing Isham Jones' Orch.

Marcheta (Schertzinger) — Fo.x-trot—For Danc-
ing Isham Jones' Orch.

2437 Magic Eyes (Brown-Fiorito) — Fox-trot—For
Dancing Oriole Orch.

Beside a Babbling Brook (Kahn-Donaldson)

—

Fo.x-trot—For Dancing Oriole Orch.
2438 Swingin' Down the Lane (Kahn-Isham Jones)—

Fox-trot—For Dancing Isham Jones' Orch.
Who's Sorry Now? (Kalmar-Ruby-Snyder)—

Fox-trot—For Dancing Isham Jones' Orch.
2444 Down Among the Sleepy Hills of Tennessee

(Young-Lewis-Meyer) — Fox-trot—For Danc-
ing Isham Jones' Orch.

Don't Cry, Swanee (Jolson-De Sylva-Conrad)

—

Fox-trot—For Dancing Isham Jones' Orch.
2440 Marianna (From "The Lady in Ermine") (Gra-

ham-Gilbert)—Waltz—For Dancing,
Joseph C. Smith and His Orch.

Sweetheart of Sigma Chi (Stokes-Vernor)—
Waltz—For Dancing,

Joseph C. Smith and His Orch.
2445 Yes! We Have No Bananas (Silver-Cohn) (Vocal

Chorus, Billy Jones)—Fox-trot—For Dancing,
Bennie Krueger's Orch.

Long Lost Mama (Woods)—Fox-trot—For Danc-
ing Bennie Krueger's Orch.

2446 March of the Mannikins (Onivas)—Fox-trot

—

For Dancing Carl Fenton's Orch.
In a Tent

_
(Koehler-Magini-Lyons)—Fo,x-trot

—

For Dancing Oriole Orch.
2447 Stella (Jolson-Akst-Davis)—Fox-trot—For Danc-

ing Joseph C. Smith and His Orch.
Now That I Need You, You're Gone (Clarke-

Leslie-Meyer)—Fox-trot,
Joseph C. Smith and His Orch.

2451 Morning Will Come (Conrad-De Sylva-Jolson)

—

Fox-trot—For Dancing,
Bennie Krueger's Orch.

First, Last and Always (Davis-Akst)—Fox-trot

—

For Dancing Bennie Krueger's Orch.
50025 Ave jNlaria (Bach-Gounod)—Soprano and Violin

With Harp and Organ—In Latin.
Florence Easton and Frederic Fradkin

O Divine Redeemer (Gounod)—Soprano With
Orch Florence Easton

13091 Carry Me Back to Old Virginny (Bland)—
Soprano and Male Trio With Orch.,

Marie Tiffany and Male Trio
My Old Kentucky Home (Foster)—Soprano
and Male Trio With Orch.,

, Marie Tiffany and Male Trio

EDISON DISC RE=CREATIONS

ALREADY RELEASED
SPECIALS

51159 My Old Girl Rachael Grant and Eugene Harold
Come Back Lewis James

51160 Lagoon Lullaby Walter Scanlan
Why Don't My Dreams Come True?

Esther Nelson and Charles Hart
51174 Down Among the Sleepy Hills of Tennessee,

Robert Denning and Jack Holt
Beside a Babbling Brook (i^riterion Quartet

51170 Regimental Pride March U. S. Marine Band
March Lithgow United States Marine Band

80745 After Toiling Cometh Rest,
Betsy Lane Shepherd and Chorus

Still, Still With Thee Criterion Quartet
82292 Home, Sweet Home Frieda Hempel

Vesper Hymn,
Frieda Hempel and the Lyric Male Quartet

51183 Yes! W^e Have No Bananas Billy Jones
Waitin' for the Evenin' Mail (Sittin' on the

Inside, Lookin' at the Outside) Ernest Hare

FLASHES
51165 Blue Hoosier Blues—Fox-trot . Broadway Dance Orch.

Long Lost Mamma (Daddy Misses "^'ou)—Drag
Fox-trot Blues The Jazz-O-Harmonists

51166 Beside a Babbling Brook—Fox-trot,
Broadway Dance Orch.

Why! (From "The Dancing Girl")—Fox-trot,
Stevens' Trio

51167 A Song of India—Fox-trot. .Joe Thomas' Sax-o-tette
Mad ('Cause You Treat Me This Way)—Fox-trot,

Charlie Kerr's Orch.
51168 Oh! Harold—Fox-trot Atlantic Dance Orch.

The Cat's Whiskers—Drag Fox-trot Blues,
The Jazz-O-Harmonists

51177 Y'es! We Have No Bananas—Fox-trot,
Green Bros. Novelty Band

Ritzi-Mitzi (A Snappy, Peppy Ditty)—Fox-trot.
Kaplan's Melodists

51178 Benny! Be Yourself!—Fox-trot,
Green Bros.' Novelty Band

Now That I Need You, You're Gone—Fox-trot,
Kaplan's Melodists

GENERAL LIST
S0745 Duna Lewis James

When the Great Red Dawn Is Shining. . Helen Clark
51171 Stella—Fox-trot Atlantic Dance Orch.

I .\in't Never Had Nobody Crazy Over Me

—

Lazy Blues Fox-trot The Jazz-O-Harmonists
51172 Henpecked Blues—Fo.x-trot. .The Jazz-O-Harmonists

Papa Better Watch Your Step—Drag Fox-trot.
Kaplan's Melodists

51173 Tell Me, Gypsy (Where My Lovin' Daddy's
Gone)—Blues Fox-trot ....Broadway Dance Orch.

Who's Sorry Now?—Fox-trot. .Broadway Dance Orch. -

51175 Novelty Imitation Medley (Intro.: "Kiss Me
Again" and "Last Rose of Summer"),

Edith Helena
Dreamy Hawaiian Shore (V'ocal Steel Guitar

Imitation. Edith Helena).Virginia Burt and Chorus
80749 Frisson (Thrill)—Valse. .American Symphony Orch.

Listen to Me American Symphony Orch.
82293 Andante—Symphonic Espagnole—Violin Solo,

Vasa Prihoda
(a) Air; (b) Turkish March—Ruins of Athens—Violin Solo Vasa Prihoda

80750 Mireille-Arietta Alice Verlet
La Vierge a la Creche Alice Verlet

51176 Carolina in the Morning—Fox-trot,
Broadway Dance Orch.

Aggravatin' Papa (Don't You Try to Two-Time
Me)—Fox-trot Broadway Dance (3rch.



July 15, 1923 THE TALKING MACHINE WORLD 157

^ a li^ht inyoui- eyes shin-iii^ bright,-

NIGHT
Mn^a^^BRnfi. Th« N^"*^ NoveltyWaltz
M^^]?!l^ithlhe Bu^le Call'Effecl

©LEO FEIST Inc NYC "You can't 30 wrong with any'FEIST'sons"

ADVANCE RECORD BULLETINS FOR AUGUST— (Continued from page 156)

J^°H^V°"\';f'*^ A)'*'' ^''VlV',,. . T,, T-
(Wieiiiawski)—Violin Solo, Piano Accomp. by

Eva Taylor With Clarence Williams Blue Five 12 Helen Hamilton Sascha Culbertson P
Gulf Coast Blues (Clarence Williams)—Con- 35022 Zampa Overture—Part 1 (Herold) Conrlucted
tralto With Orch., by Gennaro Papi,

X''/!°nT}y>c''rfv^'D^i"'^Tr^\'DT?c^?'"''
^'^^ Metropolitan Opera House Orchestra 12

«n^7 AT 1, A? ^T5,^^
RACE.ARTIbTS Zamoa Overture-Part 2 (Herold)-Conducted

806/ Monkey Man Blues (Lukie Johnson)—Con- by Gennaro Papi,
tralto-Baritone Duet—Piano Accomp. Metropolitan Opera House Orchestra 12

^/ J ,• T,, Jf" Martin-Clarence Williams 10 14587 The Parade of the Wooden Soldiers (Leon Tes-
Yodeling Blues (Clarence Williams)—Contralto sel)—Characteristic

Duet-^-Piano Accomp by Clarence Williams— Ljeut. Francis W. Sutherland
Yodel Cornet Obbligato by Thomas Morris, His 7th Regiment Band 10

»n<Q 1- n c V ,,,.^^''^J^^""^-^''?,^''y,''"' American Patrol ( Meacham)—Patriotic Medley,
806S Ira (3onna See You When Your Troubles Are Lieut. Francis W. Sutherland

Just Like Mine (Benjamm F. Spikes-J. C. ^^i His 7th Regiment Band 10Spikes)—Contralto Solo—Piano Accomp by 14d73 Valse Bluette (Drigo)—Accordion Solo ... Pietro 10

V I^m'' <,--\---rV-r^^-^-^?^\V '° of Spring (Rolf) -Accordion Solo . . . Pietro 10You 11 Never Have No Luck by Quittin Me 1^588 Lime Stone Rock (Medley of Irish Reels)-Irish
(B. F. Spikes-H. Porter-J. C. Spikes)—Con- Pipes, Violin, Piano
tralto Solo—Piano Accomp. by Clarence Wil- Tom Ennis-Jas. Morrison-John Muller 10

on/^o ri, u ir-VcVv-'-.-'i,-, y^^J^ ^r^^i"""
'° ^""^ 0" the Mountain (Hop Jig)—Irish Pipes,8069 Church Street Sobbin Blues (Anton Lada- Violin Piano ^

f J 6/ ^

James Cawley-Al. Nunez)—Contralto Solo ' Tom Ennis-Jas. Morrison-John Muller 10Piano Accomp. by Clarence Williams, c-i- , xtt^ . ,,r ,>

Eva Taylor 10 i
blA.NUARD (Vocal)

From Now On Blues (J. C. Johnson-Roland C. ^''J''^"
^eaf (Virginia K. and Frederic Knight

Irving)—Contralto Solo—Piano Accomp. by n ^ wi "°V -^ccomP- • -Colin U'More 10

Clarence Williams Eva Taylor 10 the Blue Begins (Gratf-McHugh-
8070 If You Want to Keep Your Daddy Home (P.

Grant)— lenor, Orch. Accomp. . .Colin O'More 10
Grainger - B. Ricketts - E. Paisley)—Contralto SACRED (Vocal)
Solo—Piano Accomp Alice Carter 10 14589 Mountain of Blessing (Mrs. C. H. Morris)—

Midnight Blues (B. Thompson-S. Williams)— Baritone, Orch. Accomp. . .Homer Rodeheaver 10
Contralto Solo—Piano Accomp. . .Alice Carter 10 Bridge the Road to Heaven With a Smile (E.

DANCE RECORDS M. Parker)—Baritone, Orch. Accomp.,
4837 Down by the River (Creamer-Layton)—Fox- Homer Rodeheaver 10

trot Sophie Tucker and Rega Dance Orch. 10 VOCAL
Vamping Sal (The Sheba of Georgia) (Henry 24043 A Kiss in the Dark (De Sylva-Herbert)—Tenor,
Creamer-Lew Pollack)—Fox-trot, Orch. Accomp Colin O'More 10

Sophie Tucker and Rega Dance Orch. 10 Wonderful One (Terriss-WTiiteman-Grofe)—Ten-
4838 Snake's Hips (Spencer Williams)—Fox-trot, or, Orch. Accomp Colin O'More 10

The Red Caps 10 DANCE
Apple Sauce (A. Lyman-G. Arnheim-A. Freed) 14590 Yes! We Have No Bananas (Silver-Cohn)—
—Fox-trot The Red Caps 10 Fox-trot Selvin's Orchestra

4841 Barnyard Blues (Livery Stable Blues) (D. J. Vocal Chorus by Irving Kaufman 10
La Rocca)—Fox-trot, Ritzi Mitzi (Conrad-Bibo-Johnson)—Fox-trot,

Original Dixieland Jazz Band 10 Selvin's Orchestra
Tiger Rag (D. J. La Rocca)—Fox-trot. Vocal Chorus by Irving Kaufman 10

Original Dixieland Jazz Band 10 14591 Barney Google (Conrad-Rose)—Fo.x-trot
4842 Come On Home (Young-Lewis-Meyer-Akst)— Selvin's Orchestra 10

Fox-trot Blue Diamond Dance Orch. 10 Stella (Akst-Davis)—Fox-trot,
That Red-Head Gal (Henry Lodge)—Fox-trot, Emil Coleman and His Montmartre Orchestra 10

,„,, ^ ^
George Kelly and His Original Six 10 14599 Wonder (If She's Lonely Too) Grossman-White)

4843 I Love Me ( I m Wild About Myself) (Will —Fo.x-trot Ben Bemie and His Orchestra 10Mahoney)—Fox-trot—Incidental Chorus by .Mad (Cause You Treat Jle This Way) (Heath-
Billy Jones ..... Re.ga Dance Orch. 10 McHugh) Ben Bernie and His Orchestra 10Dont We Carry On! (Cliff Fnend-Sidney Clare) 1459S I Ain't Never Had Nobody Crazy Over Me
—Fox-trot—Incidental Chorus by Billy Jones, (Durante-Stein-Roth)—Blues Fox-trot

^aji • ^r. AT T r, -

iiance Orch. 10 The Broadway Syncopators 10
4844 Stories (Powers-Marple-Partington)—Fox-trot, Tvvo-Time Dan (Turk-Robinson)—Blues Fo.x-trot,

,r „ , T^'V'^ '° The Broadway Syncopators 10Martha (Just a Plain Old-Fashioned Name) 14 56.S Will You Always Love Me? (Traveller-Halstead)
(Joe L. Sanders)—Fox-trot ^ . . , ^. „ —Fox-trot The Boardwalk Orchestra 10

Aoi-j IT 11 Tji
George Kelly and His Original Six 10 I Cried for You (Greed-Amheim-Lyman)—Fox-

4847 Farewell Blues (L. Rappolo-P. Mares-E. Schroe- trot ....The Boardwalk Orchestra 10be!)-Fox trot.
. , T^ -

I-ong-Lost Mamma (Harry Woods)—Blues Fo.x-
Finzel s Arcadia Orch. of Detroit 10 trot

Mad ('Cause You Treat Me This Way) (Bobby Albert E. Short and His Tivoli Syncopators 10Heath-Jimmy McHugh), ^. Sobbing Blues (Kassell-Berton)-BIues' Fo.x-trot,

4S49 Dr.,™ r f

*^%°''ee I^/j'y '^"d
°>"®w''',

^° Albert E. Short and His Tivoli Syncopators 104848 Dreamy Lotus Land (Sam A. Perry)—Waltz— POPULJvR V(JC-\LHawaiian Steel Guitar. Effect by Virginia 14601 When You Walked Out Someone Else Walked
Hnn/vmn,;;'h\V,;;o'';ir;'' V^?'' w u" '^'s'" I" (Irving Beriin)—Tenor—OrchestraHoneymoon Chimes (Mary Earl)—Waltz—Inci- Accomp Irvin.^ Kaufman 10

dental Chimes and Bell Effect.
. WaiCTor the EV-enin'' Mah' ^F^or^'De

4849 Argentine (From the Musical 'pTa;,''''c"ar'oi?ne'') i"ccoL^'''"" ^''-''^"•^'-^'^-•''-|70""|f'"(Eduard Kunneke-Alfred Goodman)-Fpx^trot, 14 02 Some 55^y YoumI
'

C>V oVeV SomV One (." I

The riin.,;,,^ Vine rTntrn Tt,. I'" '^A ^ ^ried Over You) (Charles-Osterraan-

'^'upo';''r?fme^'T^FVl"ii™the^'M;^^arCom°ed;';
Crilly)-Tenor

Vccoinp
"

by Se'iwi'-^ (^rch'eTa 10
J'The Clinging Vine") (Harold Levey) Fo|- oirty Hands! Dirfy"?"c'e! 'fjoho^'trar'^I-lt^^e'

4851 A Tire -Laddie- dusrLike-MyDa1dyf(B^^^^^^^
Monaco) -Ballad-Tenor .--Irving Kaufman

''-^"^^^i^^sii^iil Yor &i3SFfr
A Fire Laddie ^! (tt '

'^o^!^.^!^^e5^i^IS^'-^llSCostello-Johnnie Tucker)-Boy Sopran^^ ,4^05 fJif""^um'i^'^'c^t
""

Arr'^r-is

-

-Lucoml^)^^^^^^^^^

4855 ^^^i Gf rfs CHelmbui^ll^^g^^ ' —^" Jewish-Orchestra Accom.,

AEOLIAN CO. 35020 L'.Acquaiola 'E Margellina (Vender of Refresh-

VOCALiSFTeCORDS
(Nicolo-Scalella)-Character Song^^^^^

52049 Tarantella Napolitana La Danza (Pepoli-Rossini) Con Orchestra Napoletana 12— liaritone, m Italian; Aeolian Orch. Accomp., Guappo cu Guappo (Between Two Rough Necks)
, . ,^ „ „ Giacomo Rimini 10 (Vento-Albano)—Character Song Ria Rosa

(Conducted by (Gennaro Papi, Metropolitan Con Orchestra Napoletana 12Opera House Conductor) SPECIAL RECORDS FOR -AUGUST
7nno. -.n INSTRUMENTAL (TO BE RELEASED AT ONCE)
70003 Spanish Dance (Romanza Andaluza) (Sarasate) OPFTJ ATTr—Violin Solo, Piano Accomp. by Helen Hamil- 5ni7j Ar'.,„„,,; cr ,'i ., r,,'^„N ,Tr ..-ir , ..^

ton Sascha Culbertson 12
-'01'4 M appari (Like a Dream) (From -Martha")

Romance (From D Minor, Concerto No. 2) (L ontiiiued Oil page ISIS)

EDISON BLUE AMBEROL RECORDS
AUGUST BLUE AMBEROL SUPPLEMENT

4749 Lucia Sextette—Transcription—Piano Solo,
Ferdinand Himmelreich

4750 Will There Be Any Stars? Metropolitan Quartet
4751 Little Rover (Don't Forget to Come Back

Home) Billy Jones
4752 March of the Mannikins—Fox-trot,

Broadway Dance Orch.
4753 You Know You Belong to Somebody Else (So

Why Don't You Leave Me Alone?)—Fox-trot,
Broadway Dance Orch.

4754 Keep It Under Your Hat,
Robert Denning and Chorus

4755 Tell Me With Smiles—Fox-trot,
Atlantic Dance Orch.

4756 Sun-Kist Rose—Fox-trot Kaplan's Melodists

OKEH RECORDS
ODEON RECORDS

3052 Pas du Cygne (Paseo del Cisne) (V. A. Mar-
saglia)—Orch Dajos Bela and His Orch. 12

Dreams of the Flowers (Suenos de las Flores)
(Translateur)—Orch.Dajos Bela and His Orch. 12

3053 Concert Waltz in E Major (Vals Concierts en
E Mayor) (M. Moszkowski)—Orch.,

Marek Weber and His Orch. 12

To Spring (Dedicada al Verano) (Edw. Grieg)
—Orch Marek Weber and His Orch. 12

3054 Largo (G. F. Handel)—Violin, Piano and Organ,
Stabernack Trio 12

Evening Song (Cancion de Visperas)—Violin,
Piano and Organ Stabernack Trio 12

5017 Magic Flute—Overture, Part I (Die Zauberflote)
(W. A. Mozart)—Symphony Orch.,

Eduard Moerike and the Orch. of
the German Opera House, Berlin 12

Magic Flute—Overture, Part II (Die Zauber-
flote) (W. A. Mozart)—Symphony Orch.,

Eduard Moerike and the Orch. of
the German Opera House, Berlin 12

FONOTIPIA RECORDS
(RECORDED IN EUROPE)

53303 Mattinata (Morning Serenade) (Leoncavallo)

—

Tenor With Orch.—Sung in Italian,
Giacomo Lauri-Volpi 12

53304 Favorita (Spirto gentil) (Spirit So Fair)
(Donizetti)—Tenor With Orch.—Sung in Italian,

Giacomo Lauri-Volpi 12
OKEH VOCAL RECORDS

4852 The Great Physician—Soprano Solo—Piano Ac-
comp. by Justin Ring. . . . Avilda Moore Wilson 10

Jesus, Saviour, Pilot Me (Gould)—Soprano
Solo—Piano Accomp. by Justin Ring,

Avilda Moore Wilson 10
4854 Dublin Bay (George Barker)—Tenor With

Orch Gerald Griffin 10
The Pretty Girl Milking Her Cow—Tenor With
Orch Gerald Griffin 10

INSTRUMENTAL RECORDS
4853 Over the Waves (Rosas)—Saxophone-Accordion

Duet Gaylord and (jaylord 10
Happy Days (Strelezki) — Saxophone-Accordion
Duet Gavlord and Gaylord 10

ODEON RECORD
3051 Anuschka (0. Steiner-O. Virog)—Orch..

Dajos Bela and His Orch. 12
Parade of the Gnomes (K. Noack)—Orch.,

Dajos Bela and His Orch. 12
OKEH VOCAL RECORDS

4839 Old King Tut (In Old King Tutankhamen's
Day) (William Jerome-Harry Von Tilzer)

—

Contralto—Accomp. by Rega Orch.,
Sophie Tucker 10

Papa Better Watch Your Step (Gilbert Wells-
I5ud J. Cooper)—Contralto—Accomp. by Rega
Orch Sophie Tucker 10

4845 Crying for You (Ned Miller-Chester Cohn)—
Tenor With Orch Lewis James 10

Sunset Valley (Ray Sherwood-John Meyer)—
Tenor With Orch Lewis James 10

4856 Frankie Blues (Marion Dickerson)—Contralto
With Orch.Mamie Smith and Her Jazz Hounds 10

Mean Man (Millard H. Thomas)—Contralto
With Orch.Mamie Smith and Her Jazz Hounds 10

INSTRUMENTAL RECORDS
4840 Plain Quadrille (Intro.: "McAllister's Fling."

"The Girl I Left Behind")—Violin Solo-
Piano Accomp Patrick J. Gaffny 10

The Blackbird—Violin Solo—Piano Accomp.,
Bert Flynn 10

4846 Dearest (You're the Nearest to My Heart)
(Harry Akst)—Piano -\ccomp. by Justin Ring.

Sam Cook (The Whistling Minstrel) 10
Crying for You (Ned Miller-Chester Cohn)—

Piano Accomp. by Justin Ring,
Sam Cook (The Whistling Minstrel) 10

4850 Whippin' the Keys (Sam Goold)—Piano Solo,
Sam Goold 10

The Cat's Pajamas (Harry Jentes)—Piano Solo,
Harry Jentes 10

SPECIAL "BLUES" RECORD
3055 Farewell Blues (E. Schoebel-S. Ehrlich-L. Rob-



158 THE TALKING MACHINE WORLD July 15, 1923

ADVANCE RECORD BULLETINS FOR AUGUST— (Continued from page 157)

(Flotow)—Tenor—In Italian ....Giulio Crimi
Aeolian Orchestra Accomp.

30173 Dio Dall 'Or (Song of the Golden Calf) (From
"Faust") (Gounod)—Bass—In Italian.

Virgilio Lazzari
Aeolian Orchestra Accomp.

STANDARD
24042 Somewhere a Voice Is Calling (Xewton-Tate)—

Soprano—Orchestra Accomp Sara Kouns
Love Has Come to Stay (McAlister-Torrens)—
Soprano—Orchestra Accomp..

Nellie and Sara Kouns
14594 Leaf by Leaf the Roses Fall (T. B. Bishop)—

Tenor and Baritone—Orchestra Accomp..
Lewis Tames and Elliott Shaw

INSTRUMENTAL
14592 Narcissus (Nevin)—Saxophone Sextet.

Rudy Wiedoeft's Symphonic Saxophonists
Chant Sans Paroles (Song Without Words)

(Tschaikowsky )—Saxophone Sextet.
Rudy Wiedoeft's .Symphonic Saxophonists
INSTRUMENTAL—(DANCE)

14595 Aeolian Symphony Dance (Rigoletto) (Verdi).
Yerkes' Metropolitan Dance Players

Arranged by Adrian Schubert
Aeolian Symphony Dance (Cavalleria Rusti-

canna) (Mascagni),
Yerkes' Metropolitan Dance Players

Arranged by Adrian .Schubert
INSTRUMENTAL—(NOVELTY)

14572 My Old Kentucky Home and Massa's in the
Cold, Cold Ground (Stephen C. Foster)—
Hand Saw and Ukulele—Piano Accomp.,

Moore and Freed
Auld Lang Syne and Old Oaken Bucket (Old

Scotch Air) (Woodworth) — Guitar and
Ukulele iloore and Davis

HAWAIIAN
14593 One Little Smile (Before \Ye Say Farewell)

(Herbert)—Hawaiian Guitars and Xylophone,
Ferrera, Franchini and Green

Honolulu March—Hawaiian Guitars,
Ferrera and Franchini

NORWEGIAN
14595 Herre Konge, Blio Her! (Heisa)—Tenor—In

Norwegian—Orchestra Accomp.,
Carsten WoU

To Brune Oine (Med en primula Veris) (Grieg)—Tenor—In Norwegian—Orchestra Accomp.,
Carsten Woll

14567 Chiri Biri Bim (From "Gett Married") (Sam
Klinetzky) — Comedy Song— In Jewish—Or-
chestra Accomp Nellie Gasman

Gett Married (From "Gett Married") (Sam
Steinberg)—Comedy Song—In Jewish—Or-
chestra Accomp Nellie Gasman

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10075

5144

•5136

5141

5148

5149

5160

5142

5147

5151

5152

5143

5145

5146

513;

513.S

5139

5130

QENNETT LATERAL RECORD

A GREEN L.VBEL GENNETT
At Night (Engel-Rachmaninoff)—Tenor; Violin

Obligate, Scipione Guidi; Harp, Arthur Jones,
Henry Moeller

The Last Hour (Brown-Kramer)—Tenor; Violin
Obbligato, Scipione Guidi; Harp, Arthur Jones,

Henry Moeller
STANDARD NUMBERS

Beside a Babbling Brook (Kahn-Donaldson)—
Orch. Accomp Criterion Quartet

When Will the Sun Shine for Me (I)avis-Silver)—Orch. Accomp Criterion Quartet
Two Hindoo Times—No. 1,

His Majesty's Scots Guards Band
Two Hindoo Tunes—No. 2.

His Majesty's Scots Guards Band
Tell Others of Jesus (Barratt-Ackley)—Baritone,

Homer Rodeheaver
The Old Ark's A-Moverin'—Baritone,

Homer Rodeheaver
Mighty Lak' a Rose (Stanton-Nevin)—Violin;

Piano Accomp., Hugo RosinoiT Helen Ware
Melody in F (Rubinstein)—Violin; Piano Ac-

comp., Hugo Rosinoff Helen Ware
Down the Sleadows (Intro.: "The Rambler's

Jig")—Irish Jig Flanagan Brothers
The Hearty Bucks of Oranmore—Irish Reel,

Flanagan Brothers
Annie Laurie—Mandolin and Harp,

William and Vivien Place
Spanish Caprice (Munier)—Mandolin; Piano Ac-

comp., Vivian Place William Place

POPULAR SONG HITS
'Taint Nobody's Biz-ness If I Do (Grainger-

Robbins) Mandy Lee and Ladd's Black Aces
Papa, Better Watch Your Step (Wells-Cooper),

Mandy Lee and Ladd's Black Aces
Crazy Over Daddy (Dowell)—Piano Accomp.,
Mandy Randolph Sammie Lewis

Cootie (Trawl (Booker)—Piano Accomp., Mandy
Randolph Sammie Lewis

Golf Coast Blues (Williams).
Viola McCoy and Bob Ricketts' Band

Tired o' Waitin' Blues (Grainger-Ricketts),
Viola McCoy and Bob Ricketts' Band

I Love Me (I'm Wild About Myself) (Ma-
honcy)—Tenor Irving Kaufman

Barney Google (Rose-Conrad).
Irving and Jack Kaufman

LATEST DANCE MELODIES
Swinpin' Down the Lane (Kahn-Jones)—Fox-

trot Lanin's Famous Players

Ritzv Jlitzi (Conrad-Bibo)—Fox-trot,
Lanin's Famous Players

That Sweet Somebody o' Mine (Ryan-Snyder)—
Fox-trot, Irving Kaufman sings the chorus.

Bailey's Lucky Seven
My Old Ramshackle Shack (Where the Rambler

Roses Ramble Round) (Yellen-Ager)—Fox-
trot, Irving Kaufman sings the chorus.

Bailey's Lucky Seven
Roll Along, Missouri (Kalmar-Ruby-Jerome)

—

Waltz Palakiko Pala's Hawaiian Serenaders
Trying to Forget (Yellen-Olman)—Waltz,

Palakiko Pala's Hawaiian Serenaders
China Boy (Go Sleep) (Bontelje-Winfree)—Fox-

trot Harold Leonard and His Red Jackets
Some Lonesome Night (Hirsh-Gorman-Buffano)
—Fox-trot ..Harold Leonard and His Red Jackets

Ain't Got Nothin', Never Had Nothin' (Size-

more-Shrigley)—Blues Fox-trot,
Harold Leonard and His Red Jacket

The Cat's Whiskers (Anstead-Gladstone)—Fox-
trot Harold Leonard and His Red Jackets

Tom Tom (From "The Queen of Hearts")
(Guester)—One-step,

Harold Leonard and His Red Jackets
Some Stuff (McPhail)—Novelty Fox-trot.

Harold Leonard and His Red Jackets
Long Lost Mamma (Daddy Misses You
(Woods)—Fox-trot Ladd's Black Aces

Two-Time Man (Turk-Robinson)—Fox-trot,
Ladd's Black Aces

5153 Down by the River ( Creamer-Layton)—Fox-trot,
Bailey's Lucky Seven

March of the Mannikins (Onivas)—Fox-trot,
Bailey's Lucky Seven

5154 Yes! We Have No Bananas (Silver-Cohn)—
Fox-trot Bailey's Lucky Seven

Irving Kaufman Sings the Chorus
Bebe (Silver)—Fox-trot Bailey's Lucky Seven

5155 Stella { Jolson-Davis-Akst)—Fox-trot,
Eddie Elkins' Orch.

Other Lips (Harris-Wallace)—Fox-trot,
Eddie Elkins' Orch.

Lewis James Sings the Chorus
5156 Mean, Mean Mamma (Young-Squires)—Fox-trot,

Bob Ricketts' Band
If You Want to Keep Your Daddy Home

(Ricketts-Grainger)—Fox-trot. .Bob Ricketts' Band
5157 There's No Gal Like My Gal (Meyers-Schoebel)

Fox-trot Original Memphis Melody Boys
Blue Grass Blues (Meyers-Schoebel)—Fox-trot,

(Original Memphis Melody Boys

FOREIGN SELECTIONS
SPANISH

55158 Loca—Tango Gonzalez y su orquesta
El Taita del Arrabal—Tango,

Gonzalez y su orquesta
55159 Alfonsa (Bolero) (Flores-Hno)—Danzon,

Gonzalez y su orquesta
Las Flores—Danzon Gonzalez y su orquesta

GERMAN
2534 Klaenge aus der Heimat—Polka,

Schwaebische Bauern Kapelle
Die Loreley—Walzer. . Schwaebische Bauern Kapelle

EMERSON PHONOGRAPH CO.

10639

10640

10641

10643

10644

10645

1064^

10647

10642

POPULAR DANCES
Stella (Vocal Chorus. Arthur Fields)—p"ox-trot,

Pennsylvania Syncopators
Dirty Hands—Dirty Face (Vocal Chorus, Arthur

Fields)—Fox-trot Emerson Dance Orch.
When You Walked Out, Someone Else Walked

Right In—Fox-trot Emerson Dance Orch.
Havana—Tango San Jose Orch.
That Red-Head Gal (Vocal Chorus, Arthur

Fields)—Fox-trot Emerson Dance Orch.
Seven or Eleven—Fox-trot. Pennsylvania Syncopators
Carolina Mammy (Vocal, Chorus, Vernon Dal-

hart)—Fox-trot Emerson Dance Orch.
Swinging Down the Lane—Fox-trot,

Emerson Dance Orch.
My Sweetie Went Away—Fox-trot,

Dave Bernie's Dance Orch.
Don't Cry, Swanee (Vocal Chorus, Vernon Dal-

hart)—Fox-trot Emerson Dance Orch.
Eddie Steady (Vocal Chorus, Billy Jones)—

Fox-trot Pennsylvania Svncopators
Oh. Gee! Oh, Gosh! Oh, Golly! I'm in Love—

Fox-trot Dave Bernie's Dance Orch.
First, Last and Always—Fox-trot,'

Emerson Dance Orch.
Barney Google—Novelty Fox-trot,

Joseph Samuels' Music Masters

VOCAL
My Lady and Me—Tenor Solo Chas. Harrison
Dreamy Melody—Tenor Solo Chas. Harrison
Oh, Gee! Oh, Gosh! Oh, Golly! I'm in Love-
Comedy Duet—Orch. Accomp.,

Billy Jones-Ernest Hare
Nut-Sey Fagan—Character Song—Orch. Accomp.,

Billy Jones

9499

9500

9501

9502

9503

9504

9505

9506

9507

9 5 OS

9509

9510

REGAL RECORDS

DANCE RECORDS
When You Walked Out, Someone Else Walked

Right In—Fox-trot Hollywood Dance Orch.
I Love Me (Vocal Chorus, Billy West)-;-Fox-

trot Newport Society Orch.
Louisiana Blues— Fo.x-trot. .. .Newport Society Orch.
Down by the River— Fo.x-trot,

Jules Levy and His Band
Carolina Mammy—Fox-trot. . Hollywood Dance Orch.
I Ain't Never Had Nobody Crazy Over Me

—

Fox-trot Six Black Diamonds
Swingin' Down the Lane—Fox-trot,

Sam Lanin's Orch.
WildHower (From "Wildflower")—Fox-trot,

jMajestic Dance Orch.
I Cried for You—Fox-trot ....Sam Franklin's Orch.
Beale Street Mama—Fox-trot. .. Si.x Black Diamonds
Long Lost Mamma (Daddy Misses You)—Fox-

trot Missouri Jazz Hounds
Pickles (Vocal Chorus, Bert Trevor)—Fox-trot,

Majestic Dance Orch.
Just for To-night—Waltz Jos. Knecht's Orch.
La Golondrina—Waltz Jos. Knecht's Orch.

POPULAR VOCAL RECORDS
Stella—Baritone Solo—Orch. Accomp.. Donald Bakei
What Do You Mean by Love ?—Comedy Solo

—

Orch. Accomp Billy West
Waitin' for the Evenin' JIail—Baritone Solo

—

Orch. Accomp Bob Thom-s
My Old Ramshackle Shack—Tenor Solo—Orch.
Accomp Vernon Dalhart

Dirty Hands, Dirty Face—Baritone Solo—Orch.
Accomp Bob Thomas

My Mother's Lullaby—Tenor Solo—Orch. Ac-
comp Arthur Hall

River Shannon Moon — Tenor Solo-y—Orch.
Accomp Billy Burton

Mother in Ireland—Tenor Solo—Orch. Accomp.,
Frank Munn

LILLIAN HARRIS RECORD
Down-Hearted Blues Lillian Harris

Accomp. by Original New Orleans Jazz Band
Gulf Coast Blues . . .

." Lillian Harris
Accomp. by Original New Orleans Jazz Band

PATHE PHONOGRAPH & RADIO CORP.

STANDARD VOCALS
020966 Columbia, the Gem of the Ocean. .. .James Stevens

The Battle Cry of Freedom Turner Roe
020984 Mother Machree William Rundle

When Irish Eyes Are Smiling William Rundle
020985 When the Gold Turns to Grey Arthur Wilson

The Road That Brought You to Me. Arthur Wilson
SACRED VOCAL

020Q86 The Valley of Peace . Chautauqua Preachers Quartet
Still. Still With Thee.

Chautauqua Preachers Quartet
INSTRUMENTAL

020965 American Patrol—Accordions Boudini Brothers
Washington Post— .\ccordions ....Boudini Brothers

020897 Tambourines and Oranges—Banjo and Piano.
Fred Van Eps and Frank Banta

High Yellow—Banjo and Piano,
Fred Van Eps and Frank Banta

025107

020988

020989

020990

021003

021004

021005

021006

021007

021008

021009

021110

021111

021112

021113

021114

021115

021116

021117

OPERATIC AND CONCERT
Tommy Lad David Bispham
Dixie David Bispham

BANDS
The Liberty Bell March.American Regimental March
The Picadore ]\Iarch. , .American Regimental March
High School Cadets—March,

Empire State Military Band
Down the Field Empire State Military Band

HAWAIIAN
Red Moon . Ferera's Hawaiian Instrumental Quartet
'O Sole Mio',

Ferera's Hawaiian Instrumental Quartet
NEGRO VOCAL

Gulf Coast Blues Genevia Scott
Michigan Waters Genevia Scott

POPULAR VOCAL
Indiana Moon Apollo Male Trio
Morning Will Come Warren Mitchell
A Kiss in the Dark Charles Conway
Twilight Shadows Charles Conway
Dirty Hands! Dirty Face! Wallace Daniels
Wonderful One Wm. Rundle
My Sweetie Went Away Robert Judson
Waitin' for the Evenin' Mail Robert Judson
Pinin' Just for You Arthur Wilson
Underneath the Mellow Moon,

Arthur Wilson and Frank Sterling
DANCE

My Sweetie \\'ent Away—Fox-trot,
Lanin's Arcadians

Annabelle (Vocal Chorus, George Perry)

—

Fox-trot Lanin's Arcadians
When Y^ou Walked Out Someone Else Walked
Right In—Fox-trot Knickerbocker Orch.

Ala Moana—Fox-trot Knickerbocker Orch.
Oh, Gee! Oh, Gosh! Oh, Golly! I'm in Love
(Vocal Chorus, George Perry)—Fox-trot,

Lanin's Arcadians
Duck's Quack—Fox-trot Golden Gate Orch.
Just for To-night—Waltz Hotel Biltmore Orch.
Dreamy Melody—Waltz Lanin's Arcadians
Love 'Tales—Fox-trot Hotel Biltmore Orch.
March of the Mannikins—Fox-trot,

Casino Dance Orch.
In a Tent—Fox-trot Casino Dance Orch.
Mose—Fox-trot ...Fry's Million-Dollar Pier Orch,
Roses of Picardy—Fox-trot. .. Hotel Biltmore Orch.
My Own—Fo-x-trot.. Fry's Million-Dollar Pier Orch.
March of the Siamese—Fox-trot.Casino Dance Orch.
First, Last and Always—Fox-trot . Lanin's Arcadians
Where—Fox-trot Original Memphis Five
Shufflin' Mose—Fox-trot . . . Original Memphis Five

BANNER RECORDS

DANCE RECORDS
1213 Carolina Mammy—Fox-trot Roy Collins' Orch.

I Love Me (Vocal Chorus, Billy West)—Fox-
trot Newport Society Orch.

1214 When You Walked Out, Someone Else Walked
Right In—Fox-trot Majestic Dance Orch.

I Ain't Never Had Nobody Crazy Over ile

—

Fox-trot Jos. Samuels and His Orch.
1215 Swingin' Down the Lane—Fox-trot,

Roseland Dance Orch.
Wildflower (From "Wildflower")—Fox-trot,

^Majestic Dance Orch.
1216 I Cried for You—Fox-trot Banner Dance Orch.

Pickles (Vocal Chorus, Bert Trevor)—Fox-trot,
Hollywood Dance C)rch.

1217 Long Lost Mamma (Daddy Misses You)—Fox-
trot Six Black Diamonds

Down by the River—Fox-trot,
Jules Levy and His Band

1218 Louisiana Blues—Fox-trot. .. Newport Society Orch.
Beale Street Mama—Fox-trot. .Missouri Jazz Hounds

1219 Just for To-night—Waltz Jos. Knecht's Orch.
La Golondrina—Waltz Jos. Knecht's Orch.

POPULAR VOCAL RECORDS
1220 Waitin' for the Evenin' Mail—Baritone Solo

—

Orch. Accomp Bob Thomas
My Old Ramshackle Shack—Tenor Solo—Orch.
Accomp Vernon Dalhart

1221 Stella—Baritone Solo—Orch. Accomp. ..Bert Trevor
What Do You Mean by Love?—Comedy Solo

—

Orch. Accomp Billy West
1222 Dirty Hands, Dirty Face—Baritone Solo—Orch.

.Accomp Bob Thomas
My Mother's Lullaby—Tenor Solo—Orch. -Ac-

comp Arthur Hall
1223 River Shannon Moon—Tenor Solo—Orch. .Ac-

comp. Hugh Donovan
Mother in Ireland—Tenor Solo—Orch. Accomp.,

F'rank Munn
LILLI.-VN HARRIS RECORD

1224 Down-Hearted Blues Lillian Harris
Accomp. by Original New Orleans Jazz Band

Gulf Coast Blues Lillian Harris
Accomp. by Original New Orleans Jazz Band

CLINTON MUSIC STORE REMODELED

South Tacoma", Wash., July 3.—The C. F.

Clinton Music House, located in the Hillyard &
Hallock Building, has just been redecorated and
presents an attractive appearance. This store is

one of man}' on Union avenue which have been

remodeled this season in a united effort to im-

prove this section of the city.

[cmomm
APIECE 3^aKE|
AND MAKE
)YOURStLFAT
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FREW

SELLING MUSICAL
MERCHANDISE

By J. R. FREW

This is a practical book that describes

the methods pursued by a successful

music dealer in conducting his musical

merchandise departments. It covers

every routine problem incident to es-

tablishing and operating a depart-

ment devoted to band and orchestra

instruments.

This branch of the music industry

has had a very prosperous year and
an excellent opportunity awaits other

dealers who take it up. It requires a

small investment, gets quick turnover,

involves no risk and, in addition to

being highly profitable itself, increases

the sale of talking machines, records,

etc., and helps make a given store the

music center of its community.

READ THE CONTENTSo/
THIS PRACTICAL BOOK
Chapter

From the Publisher.
Introduction.

PART I

THE PROBLEM OF BUYING
I. Buying In General.

II. Importance of Quality In Buying.
III. Where to Buy.
IV. Future Buying.
v. Buying for Special Sales.
VI. Some Don'ts for the Buyer.

PART II

THE PROBLEM OP PTJBI-ICITT
VII. Advertising In General.

Space or Display Advertising.
Advertising by Personal Contact.
Advertising Through Service.
Direct and Mall Advertising.
Advertising Through Musical

Attractions.

PABT m
THE PROBLEM OP MANAGEMENT
XIII. Management In General.

Stock Display.
The Care of Stock.
Inventory and Sales Analysis.
The Question of Credit.
The Repair Department.
The Value of Co-operation.

PABT IV
THE PROBLEM OF BELLING

XX. Selling In General.
The Sales Organization.
Psychology of Salesmanship.
Collective Selling.
Organizing a Band or Orchestra.
The Used Instrument Problem.

PART V
INSTRUMENTATION

Musical Organizations and their
Instrumentation.

XXVII. The Principal Instruments of the
Band and Orchestra Described.

APPENDIX
List of Principal Mu.slcal Merchandise

Products

FREE INSPECTION OFFER

VIII.
IX.
X.
XI.

XII.

XIV.
XV.
XVI.
XVII.
XVIII.
XIX.

XXI.
XXII.
XXIII.
XXIV.
XXV.

XXVI.

Edward Lyman BUI, Inc.

383 Madison Avenue, New York.

Tou may send me, on five days' free inspec-
tion, your book SELLING MUSICAL MER-
CHANDISE. I agree to return It to you
within five days, or remit $2.00

Name

Address City
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Three Fundamentals of Good Col-

lecting

Display Windows That Merit Emula-
tion
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of Sales
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Types of Men Who Make Best Sales-
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tomers
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Interesting Figures on the Exports of
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GRINNELL BROS. STILL EXPANDING

Grinnell Bros., of Detroit, continue to open

new stores in and around Detroit as new sec-

tions build up. Tliey now have the following

retail places in the Motor City: Headquarters at

1515 Woodward avenue; Broadway, near Mon-
roe street; East Jefferson avenue, in Fairview

district; Joseph Campau, near Yemans; Michi-

gan avenue, at Thirty-second street; West Jef-

ferson avenue, near the River Rouge post office,

and the newest store is on Grand River avenue,

half a block above Joy road. Add to this theii

chain of retail stores in the State, as well as

Ohio and Ontario, and you can see that Grin-

nell 'Bros, probably operate more retail estab-

lishments than any other concern in America.

Southern

1^ (^ICM/V\OND

The

Toledo Talking Machine Co.

Toledo, Ohio

Wholesale Victor

Exclusively

TEST IT.
OUR VICTOR

Record Service
has a reputation for efficiency.

Suppose you try it.

E. F. DROOP & SONS CO.
1300 G. STREET. WASHINGfTON. D. C.

281 N. HOWARD STREET. BALTIMORE. MD

W. J. DYER & BRO.
DYER B'LD'G, ST. PAUL. MINN.

NORTHWESTERN DISTOIBUTORS
OF THE

VICTOR
Machines, ReccH'ds and Supplies

S^p_Bccl Promptly to Jl
Points in tlie Nwthwest
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me SCOTFORD TONEARM
& SUPERIOR REPRODUCER
HOWTO SELLAPHONOGRAPH

the Dealer or Salesman:
'OTie Scotford Tonearm and Superior Reproducer are used by a number of
maniifacturers of hifeh grade phonographs. If your store handles any one of
these instruments you can increase your sales and profits by thoroughly learn-

ing and then informing the customer of the "Twelve Points" of superiority
given below. Remember it is no proof of selling ability to take an order for a

phonograph, the preference for which has been fixed in the customer's mind
by big national advertising campaigns. Such order taking proves the powerof
advertising—not the sagacity of salesmanship. The saving in advertising cost
is made up for by eietra quality and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting

satisfaction of the purchaser who takes an instrument of genuine music into his

home. Give the customer a comparison of tone on all the different makes. If he is

not deaf,he must appreciate the extraordinary difference in tone—theScotford's
genuine musical reproduction, without the metallic sharpness, and without the
scratch. Then proveyourselfnot an ordertakerbutasalesmaker bycontinuing
with a detailed explanation ofwhy the Scotford is better as analyzed in the
' 'Twelve Points .

*'

Keep the tonearm unscrewedat the base, so you may lift it ojf
inyoup hand for thorough examination inside and out—not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1—Its good looks. A neat, trim, tailorraade appearance. Nicely proportioned

lines which any artist will approve. Not the swollen appearance of the con-
tinuous taper nor angular lines in conflict with the cabinet design.

2—^The substantial, simple construction—cast parts of solid white brass, long
straight tube of yellowbrass , hard rubber bushing to prevent metallicvibra-
tion at the reproducer connection elbow.

3—^No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter atbase^ and a solid 45-degree deflecting
plane at the turn to direct the sound waves straight downward into the
amplifying chamber.

4—^The simple swinging movement of the tonearm base—how freely it floats
when lifted up onto the record—but how a supporting lug inside the base
at back prevents the arm from swinging when off the record and does not
allow the needle point to let down so low as to mar the cabinet.

5—^The handy lift-up or side t\im, affording two ways to change the needle.

6—Light pressure on the record—the squareness of the tumcausing the weight
to be supportedby the base, whereas a more curving turnwould throw too
much weight forward to the needle point.

7—How perfectly the needle centers the groove—turning the reproducer for
playing lateral or vertical cutrecords leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch.

8—Reproducer frame split clear through—making it a spring, held under ten-
sion by the long screwwhich adjusts the pivotal mounting of the stylus bar.

9—Anylooseness thatmighteverdevelopin the pivoting of the stylus bar may
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar by
which a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design.

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearIndia mica costing five times as much as the 'seconds"and"thins"used
in cheap soundboxes

.

12—Perfect insulation—a rubber gasket entirely separating the reproducer
frame from the backplate, and again a complete break in the contact of
metals by the hard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the tone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

^Uhe Reproducer turns on its axis— the needle remaining on exactly the

same center and at the same correct an^le in both positiojis

The superior Lid Support
balances the Lid at any point

The final point of excellence in the eoruipment of a cabinet that often decides the sale. A touch of one finger lifts

or closes the lid, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest
support made. Easiest to install.

We are prepared to supply this Tonearm
and Reproducer to a numberofadditional
manufacturers ofphonographs incertain
parts of the United States, and contracts
remain open for some foreign countries.

Wn'fe us for particulars and prices.

We are able to supplythis Supportinany
quantity. Made ofsteel, hi^h ^radenichel
or ^old plate finish. Samples sent to man-

ufacturers anywhere for trial.

Write for low quantity prices. State type
and weight of lid.

Barnhart Brothers & Spindler
SUPERIOR SPECIALTIES FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO

©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©(§©©(§©©©©©©



Do you know how many
homes there are in your

territory in which music

re-created by the New
Edison has supplanted

music that is merely
reproduced?

See Pages 26, 27

and 62, 63

JOBBERS OF THE NEW EDISON, EDISON RE-CREATION, THE NEW EDISON DIAMOND AMBEROLA
AND BLUE AMBEROL RECORDS

CALIFORmA
Loa Angelea—Edison Phonographs,

Ltd.

San Francisco—Edi&on Phonographa,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Chicago—The Phonograph Co.
Wm. H. Lyons (Amberola only).

INDIANA
UuUanapoU*—Phonograph Corpora-

tion of Indiana.

IOWA
Dea Moines—Harger & Bliah.

LOUISIANA
Mew Orieua—Diaoiond Miiaic Co.,

Inc.

MASSACHUSETTS
Boston—Pardee-EUenberger Co.

Ivcr Johnson Sporting Gooda Co.

(Amberola only).

MICHIGAN
Detroit—Phonograph Co. of Detroit

MINNESOTA
Minneapolis—Laurence H. Ludcer.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONTANA
Helena—Montana Phonograph Co.

NEBRASKA
Omaha—Shula Bros.

NEW JERSEY
Orange—The Phonograph Corp. of

Manhattan.

NEW YORK
Albany—American Phonograph Co.

Syracuse—Frank E. Bolwy & Son,
Inc., W. D. Andrews Co.
(Amberola only),

OHIO
Cincinnati—The Phonograph Co.
Cleveland—The Phonograph Co.

OREGON
Portland—Edison Phonographs, Ltd.

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buehn Phonograph Co,
Williamsport—W. A. Myera.

RHODE ISLAND
Providence—^J. A. Foster Co.
(AmberoU only).

TEXAS
Dallas—Texaa-Oklahoma Phea»-
graph Co.

UTAH
Ogden—Proudfit Sporting Cjooda Co.

VIRGINIA
Richmond—The C B. Hayne* Co..

Inc.

WISCONSIN
Milwaukee—The Phonograph Co. oi

Milwaukee.

(CANADA
Montreal—R. S. Williams ft Sons

Co., Ltd.

St. John—W. H. Thome ft Co.. Ud.
Toronto—R. S. Williams & Sons

Co., Ltd.

Vancouver—Kent Piano Co., Ltd.

Winnipeg—R. S. WUlianu & Soaa
Co.. Ltd.

Babsoo Bros. (Amberola 011I7).
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The Highest Class Talking Machine in the World

y^H/^THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Sonora Keeps Pace with
Public Demand

C|ONORA dealers have the satisfac-^ tion of knowing that the wide
range of Sonora models and prices

automatically opens up to them their

entire local phonograph market, creat-

ing a large field of sales containing
remarkable possibilities.

The strikingly attractive model illus-

trated here is only one of many which
make up a selection ranging from the

Portable, selling for the low figure of

sixty dollars, to the superb Bardini, the

instrument par excellence, highest
priced and highest quality phono-
graph on the market today.

Our new catalog, illustrating and de-

scribing the complete Sonora line, is

just off the press. This catalog tells

you the story of a meritorious product,

which combined with our merchandis-

ing proposition, is distinctly worthy of

your consideration. Send for it today.

SONORA PHONOGRAPH CO., Inc.
279 BROADWAY, NEW YORK

Canadian Distributers:

SONORA PHONOGRAPH, LTD., TORONTO
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EMANUEL BLOUT TO HANDLE PIANOS NOTABLE RECEPTION FOR WHITEMAN OUR EXPORTS OF TALKING MACHINES

Well-known Talking Machine Dealer to Install

Piano Departments in Stores in New York
City, Poughkeepsie and Bayonne—Leases Fine

New Quarters at 2786 Broadway, New York

Emanuel Blout, well-known dealer in Vic-

trolas and Victor records in New York, has

arranged to install complete piano departments

in his several stores. Several well-known makes
of pianos have already been selected and the

complete line to be handled will be announced
shortly. The Blout stores, in addition to the

headquarters in New York City, include one

in the Fordham section of New York and others

in Poughkeepsie, N. Y., and Bayonne, N. J.

Mr. Blout, who has occupied a large store at

the corner of 108th street and Broadway for

the past twelve years, recently sold the prop-

erty and has leased a new location at 2786

Broadway, between 107th and 108th streets, with

a large "L" running to the latter thoroughfare.

The new quarters, comprising several thousand

square feet, include a commodious basement for

the storage of reserve stock. A fine new front

has been built in the Broadway side and the

interior is now being decorated and equipped

in an elaborate manner. The Broadway section

will be given over to a talking machine depart-

ment, with a generous battery of sound-proof

booths and record racks to take care of the

business, and the piano department, which will

be in direct charge of Sam Semels, will be

located in the "L."

Mr. Blout, who has been spending the Sum-
mer in Maine with his family, has come down
to New York each week to observe the progress

made in arranging the new quarters, which will

be open to the public on September 1. The
new store is located in an exclusive residential .

section where Mr. Blout has built up a very

svibstantial talking machine business.

COMBINES BUSINESS AND PLEASURE

A. H. Curry Spends His Vacation Calling on

Members of the Trade in the Northern New
York and Canadian Territories

A. H. Curry, vice-president in charge of the

phonograph division of Thomas A. Edison, Inc.,

left the early part of August for a combination

vacation and business trip, on which he was ac-

companied by Mrs. Curry and three of their

children. The first stop was at Buffalo, where

he boarded a boat to Toronto. In this city

he called on the Edison jobbers, R. S. Wil-

liams & Sons Co., Ltd. He then proceeded by

boat to Montreal, where he visited the Edison

jobbers in that city, which is also the R. S.

Williams & Sons Co., Ltd. The itinerary, then,

was by boat to Quebec, and from there by train

to St. Johns, New Brunswick. Here he con-

ferred with the Edison jobbers, W. H. Thorn &
Co., Ltd., and from there he is to go by boat

to Boston, and from Boston home. In Boston

he will confer with the local Edison jobbers, the

Pardee-Ellenberger Co. Mr. Curry is expected

back in Orange about August 20.

ARTISTS FOR EDISON TONE TESTS

The Edison tone test Fall season is now
rapidly getting under way and on quite an ex-

tensive scale. The Edison artists who will

cover every section of the country during the

forthcoming season include Helen Davis, Victor

Young, Elizabeth Spencer, Harold Lyman, Glen

Ellison, Sybil Sanderson Fagan, Walter Hill,

Marie Morissey, John Glockner and others.

Edison dealers, realizing the value of this unique

form of sales promotion, are still making book-

ings with their respective Edison jobbers.

See second last

Special Committee Welcomes Popular Orches-

tra Leader Upon Return From England

—

Unusual Stunts Feature Welcoming Program

Paul Whiteman, the prominent and popular

dance orchestra leader and exclusive Victor

record artist, returned to New York with his

orchestra aboard the "Leviathan" on Monday,
August 13, after having filled an engagement
of several months in England, and it is doubt-

ful if any musician ever received a more elabo-

rate welcome to his home country.

When it was learned that Mr. Whiteman was
homeward bound a special welcoming commit-
tee was organized, with Phil Kornheiser, pro-

fessional manager for Leo Feist, Inc., the music
publishers, as chairman, and with a number of

prominent musicians, music publishers and talk-

ing machine men as committee members.
The official committee went down the bay on

a specially chartered steamer to welcome
Whiteman, being accompanied by a large band,

as well as members of the staff and chorus of

"Little Jessie James." Musicians in airplanes

and others floating about in safety suits were
features of the reception program.
On Tuesday evening, August 14, a banquet

was tendered Mr. Whiteman and his orchestra

at the Waldorf-Astoria, with William Collier as

toastmaster.

G. F. SCHAFER IN FINE NEW STORE

Prominent Batavia, N. Y., Dealer Opens Artis-

tically Arranged Quarters

Batavia, N. Y., August 7.—George F. Schafer,

prominent music dealer, of this city, opened his

attractive new warerooms at 52 Main street this

week. The fixtures and decorations are the

most modern obtainable, having been installed

by the Van Veen Co., of New York, specialist

in designing store interiors. This establish-

ment, which is about twice the size of the for-

mer store, is, without question, one of the most
attractive in this part of the State and the large

stock of Columbia machines, pianos and musical

instruments of all kinds makes this an ideal

place for shopping for musical instruments.

TALKING MACHINE INCORPORATION

A charter of incorporation has been granted

to the American Music Sales Co., of Wilming-
ton, Del., under the laws of the State to deal

in talking machines with a capital of $50,000.

The sadden death of President Warren C.

Harding, which occurred in San Francisco on

August 2, while he Was en route home from a

visit to Alasl(a, cast a pall of sorrow over

the entire country. It marl^ed the passing of the

head of the nation as Well as an individual who,

through his noble and amiable character and high

ideals, had endeared himself io the people as a

whole. President Harding Was a martyr to duty,

for the weafiened condition that brought about his

death Was due primarily to his great and constant

activity in office.

The death of the Presidenl Was a particularly

sad blow to the music industry, for he was a

lover of music and had gone on record on numer-

ous occasions as to his interest in the propagation

of the art.

Export Figures on Talking Machines and Rec-
ords Show Increasing Tendency as Compared
With Last Year—Our Buyers Abroad

Washington, D. C, August 8.—In the summary
of exports of the commerce of the United States

for the month of May, 1923 (the latest period

for which it has been compiled), which has just

been issued, the following are the figures bear-

ing on talking machines and records:

Talking machines to the number of 6,065, val-

ued at $215,430, were exported in. May, 1923,

as compared with 3,736 talking machines, valued

at $142,016, sent abroad in the same period of

1922. The eleven months' total showed that we
exported 55,446 talking machines, valued at

$2,127,948, as against 33,687 talking machines,

valued at $1,392,561, in 1922.

The total exports of records and supplies for

May, 1923, were valued at $161,154, as compared
with $110,598 in May, 1922. The eleven months
ending May, 1923, show records and accessories

exported valued at $1,109,707, as compared with

$1,385,479 in 1922.

The countries to which exports were made in

May and the values thereof are as follows:

France, $2,182; United Kingdom, $3,656; other

Europe, $13,278; Canada, $47,077; Central Amer-
ica, $7,003; Mexico, $18,367; Cuba, $7,493; Ar-
gentina, $5,936; other South American countries,

$15,125; China, $9,118; Japan, $37,483; Philippine

Islands, $5,903; Australia, $13,960; Peru, $9,028;

Chile, $5,783; other countries, $14,038.

BROOKLYN DEALER OPENS NEW STORE

Ormonde Music Shop Holds Formal Opening

—

Maine H. Rountree's Orchestra Scores Hit

Herchenroder Bros., owners of the Ormonde
Music Shop, 1314 Fulton street, Brooklyn, N. Y.,

recently purchased the Victor store of Abraham
Lesser at 114-15 Boulevard, Rockaway Park,

L. I., which will be conducted hereafter under

the name of the Ormonde Music Shop at the

same address. The feature of the opening of

the new store was Maine H. Rountree and His

Orchestra, which drew a capacity crowd, in

spite of inclement weather. Mr. Rountree con-

ducted his orchestra, which played, the latest

dance hits and which incidentally was respon-

sible, in a great measure, for the sale of an ex-

ceptionally large number of dance records.

GALPERIN MUSIC SHOP IN NEW HOME

Charleston, W. Va., August 8.—The Galperin

Music Shop, of this city, and one of the largest

music houses in the State, has recently moved
into its new four-story building at 17 Capitol

street, two doors removed from its former loca-

tion. The concern features Victor machines

and records, Columbia machines and a complete

line of other musical instruments and supplies.

AMERICAN MUSIC CORP. CHARTERED

Wilmington, Del., August 8.—The American

Music Corp., of this city, has been chartered

under the laws of this State, with a capital of

$1,200,000, to deal in Deca Disc automatic coin-

operated phonographs. Incorporators are jNI.

L. Rogers, L. A. Irwin and W. G. Singer, all of

this city.

ADDITIONS TO TRAVELING STAFF
The tall(ing machine industry joins with the

people of the United States at large in paying a

last sad Iribute to the twenty-ninth President, who
Was thus cut down in the middle of his executive

activities for the benefit of the nation.

The Phonograph Corp. of Manhattan, Edison

jobber in the metropolitan district, recently an-

nounced three additions to the general traveling

staff. They are J. T. Jackman, G. T. McCrea
and Herbert C. Snyder. Further additions are

planned in the near future.

page for Index of Articles of Interest in this issue of The World
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Developing Home Territory in Summer
Why Stay-at-Homes Can Be Sold More Expensive Instruments in

Summertime if a Vigorous Sales Promotion Drive Is Prosecuted

Much has been said and written concerning

the opportunities of making sales of machines

and records to those people who go away on

vacations during the Summer months, with the

portable type of instrument as the ideal machine

to push in most cases, especially to campers,

owners of small cottages, etc. While this is

an avenue to sales which the wise talking ma-
chine dealer will make the most of, there is still

a greater field for the sale of both machines

and records right at home. When all is said

and done a surprisingly small percentage of the

people who are logical prospects go away for

vacation at the- seashore or mountains and of

these by far the largest percentage go away
only for two weeks to a month, so that the

vacation exodus is at no time a serious matter

for the dealer to contend with. To hear some

talk one would think that practically all of the

residents of a community rushed away at the

first sign of really warm weather, to remain

until the early Fall.

Vigorous Drives Bring Business

There are some dealers, and these are the

ones who are doing the largest business right

now, who have already instituted vigorous cam-

paigns for the remainder of the Summer and

Fall. These are the merchants who have taken

advantage of every opportunity to make sales.

They have tied up their advertising with ad-

mirably arranged window displays. In the win-

dow of one establishment, for example, there

was a display a few weeks ago which pictured

a section of the porch of an attractive home.

Wicker furniture had been carefully placed

about the porch and there was also an upright

model talkiiiL' machine. The window looked

cool and inviting and it was noticeable that

many pedestrians stopped to look at the display.

Why One Dealer Is Busy
One prominent talking machine dealer in the

metropolitan district in discussing business

with the writer made the following statement

regarding his method of going after business

during the Summer season: "We never curtail

our ef¥orts, regardless of the time of the year

and the apparent unfavorable conditions which

seem to make sales impossible. Service is re-

sponsible for our success and it seems to me
that only through service can dealers make in-

struments stay sold. We make periodical in-

spections of the instruments sold by us and

when we discover anything broken that part is

replaced at cost without charge for labor.

Minor adjustments are made on the spot and so

our patrons' instruments are always in good
order and we never have any trouble or dissat-

isfaction with them. Now these people are

boosters for us and, therefore, more valuable

than any advertising could be. Through them
we are constantly securing the names of friends

or relatives who do not possess instruments

and these prospects we follow up without loss

of time.

"In endeavoring to interest a prospect in a

talking machine we have found that personal

contact is by far the most effective method. A
courteous salesman can get into a home and
arouse the desire of the prospect to such a

pitch that a demonstration at the store is sure

to follow and the chances of making the sale

are excellent.

"Thus far this Summer our business has main-

tained a fairl\- u;ood vohinie, Not onl\- lia\e we

sold a number of portable types of instruments,

but we have also disposed of a fairly large

number of upright and console models. Adver-
tising, window display and aggressive salesman-

ship did the trick, and, moreover, through our

canvassing and sales efforts during the Summer
we have come in contact with many people who
will be ready to buy in the early Fall. It is my
belief that continuous effort is necessary,

whether the weather is warm or cold. The
point is that there are always possibilities of

making sales and while during the Summer
business may not be up to the mark desired the

cumulative effect of regular advertising and

other sales promotional work is bound to re-

sult in sales later in the season."

This particular dealer knows whereof he

speaks. He operates two handsome talking ma-
chine stores and he is conceded by other deal-

ers in the territory immediately surrounding

him to be the most successful in that particular

section of the metropolitan district. What this

merchant has done you can do. It may require

hard work and the results at first may not be

what you expect, but when once the business

ball has started rolling it will gain momentum
and the volume of sales will constantly increase.

LOPEZ HONORED BY THE "FINEST"

Vincent Lopez, exclusive Okeh artist and

famous the country over, has been made an

honorary member of the New York Police De-

partment, having been presented with a lieu-

tenant's badge in recognition of the help that

he has given the police force in the conducting

of its \ariou< civic and social enterprises.

Think NOW of Fall Business
Conditions have changed. The demand is now

for Quality Albums
THE TALKING MACHINE'S HELPMATE

We are in a position to judge. Our line

covers all grades. The biggest demand is

for the NYACCO quality album. Bear this

in mind when thinking of Fall. Better

still, place your orders now for Fall and
take advantage of the present prices and
insure delivery.

Ask for our No. 600 Nyacco album, the

highest grade album on the marJtet.

Samples sent on request to responsible

houses.

TO JOBBERS ONLY:—
Write for ssunples of our new de-

livery bags of No. 1 Craft paper (35

lb.) with strings and buttons at very

attractive prices.

The Best Interchangeable Leaf

Record Album on the Market

Write jor display card—mailed

without cost. It will help \)ou

sell more N])acco Albums

New York Album & Card Co., Inc.
NEW YORK CHICAGO

23-25 Lispenard St. 415-417 S. Jefferson St.

Pacific Coast Representative: Munson Rayner Corp., 643 South Olive Street, Los Angeles, Calif.
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Victor supremacy is the
supremacy ofperformance

Victrola IV, $25
Oak

Victor history is one

continuous series of great

musical achievements.

Each successive accom-

plishment marking an-

other step forward in the

progress of dealers m
Victor products.

Victrola VIII, $50
Oak

Victrola No. 125

$275
Electric, $315

Mahogany or walnut

Victrola No. 105

$180
Mahogany or walnut

Victrola
* "'S MASTERS VOICE" R EG. U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Practical Hints for Increasing Business
Frank H. Williams Describes Several Stunts Designed to Boost

Sales Which Any Dealer Can UtiHze With Very Little Trouble

Are there more men than women buying rec-

ords from the talking machine dealer? Or do
women predominate among the store's patrons?

How many of the purchasers of records are

young people of twenty-one years or under?

If the dealer analyzed his customers with

these questions in mind and then presented the

information in his display wdndow with an ap-

propriate sales argument he would find that it

would be a distinct boost for his business. For
instance, if the women predominate among the

store's customers the information could be

played up in the window in this way:
giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiinir^

I "MORE WOMEN THAN MEN— |
"Have been purchasing talking machine records M

^ at our store recently. M
g "The reason is not that the women of this city M
3 love music any more than men. The reason is 1
1 that women generally do the shopping for the g
= family and so shop for phonograph records. =
S "Men, turn the tables and do some buying of 1
^ records yourselves. Give your families a treat by M
1 bringing home a bunch of new records TONIGHT." s

liiniiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiu^

A placard showing the percentages of men
and women among the store's patrons adds in-

terest to the display. If the men predominate

among the patrons then that fact could be

played up with copy urging women to do more
shopping for records and vice versa.

This sort of display and sales talk is always

timely and generally gets a lot of attention.

It stimulates interest and is a good thing for

business generally.

Selling the Summer Cottagers

A successful Middle Western talking machine

dealer has secured considerable Summer busi-

ness by sending salesmen to each nearby Sum-
mer resort at the opening of the season to sell

machines and records to the cottagers. The
salesman is generally some man or woman who
spends a good part of the Summer at the re-

sorts and so is familiar with them, and the type

of machines and records that make the bulk of

sales are portable machines and light, lively

records.

The method used by the salesman is to go,

first, to some cottage that has a wide veranda

spend all or at least the greater part of the

Summer at the cottage. The salesman then sells

these cottagers on the proposition of having a

machine for dances on the veranda on Summer
evenings and of having a portable machine
which can be taken out on the lake and to

picnics. Generally it isn't a very difficult propo-

sition to sell a machine to such people. If the

prospect already has a portable machine then

an effort, is made to sell the cottagers on the

proposition of having a larger machine which
will give better music for dancing. If a large

m.achine is owned then the salesman tries to

''sell" the idea of the additional enjoyment to

be derived from a portable instrument, which

can easily be carried around.

After the salesman has sold this first cot-

tage he works every other cottage in the neigh-

borhood and uses the initial sale as an argu-

ment why the others should also buy machines.

In this way a large number of sales are made
which, otherwise, would probably never have

been made and, while selling machines, the

salesman also demonstrates and sells large

quantities of records.

Prizes for Largest Record Libraries

A publicity stunt which is both unique and
profitable is for the dealer to inaugurate a con-

test to find out who the five people are in

his territory who have the largest record li-

braries and to then play up the records in these

collections and urge other people to also try to

get as large and as varied collections. The
offer of a prize of three or four records to each

of the five people having the largest libraries

would make all talking machine owners take a

deeper interest in the affair. Announcement of

the contest might be made through the medium
of advertisements in the local newspapers and

by means of letters sent to all customers.

After the prizes had been awarded to the

owners of the five largest record libraries

among those entering the contest the dealer

could cash in by arranging a window display in

which photos of the prize winners and placards

giving the names of all the records in each of

their record libraries were prominently dis-

as to when the prize w'inners purchased their

instruments, what they think of the records

handled by the dealer and all that sort of thing

is the finest kind of publicity.

Displays and contests of this character create

comment and it might even be possible to get

the local newspapers to say something about
the contest in their news columns, as all of the

readers of the papers who had machines of

their own would be much interested in learn-

ing about the large record libraries of the city

and in learning about the names of the records

contained in these libraries.

No great effort is required to inaugurate a

contest of this kind and the results will more
than justify all the time, thought and labor put
into it.

A Needle Display That Pulls

Who among the store's patrons buys the

greatest quantities • of needles? Of course, the

people who buy the greatest quantities of

needles plaj' their talking machines most fre-

quently and keep their records in the best con-

dition. It would, therefore, be a good stunt

for the dealer to dig up some information along
this line and to get short interviews with the

large needle purchasers, securing information

about the times and ways in which they play

their instruments and about the great amount
of pleasure thej' get from their machines and
also describing the improvement in reproduc-

tion of music by change of needles after each

record.

This information, presented to the public

through the medium of an interesting window
display, should create considerable interest. The
display should contain large quantities of

needles and also the original packages in which
needles are shipped to the store. Placards, on
which information about the store's largest

needle users is interestinglj' presented, are

necessarjr. Another placard urging people to

buy more needles and change needles every

time the}- play a record induces action. And
with this the store could say that it was hurting

its own business by putting out this window
display as the less needles people purchase the

shorter time their records w'ill hold up and the

more records they will have to buy. It could

also be stated that the store was putting out

this window display simph' for the purpose of

rendering more service to patrons and talking

machine owners generally, as it is alwaj's striv-

ing to do.

A unique displaj- such as this is certain to get

a lot of attention, and that is what the live

merchant strives for in his window displays.

J. J. HAMMER IN NEW POST

Spokane, Wash., August 3.—J. J. Hammer, for-

merly manager of the local branch of Sherman,

Clay & Co., W'as recently appointed general

manager of the Seattle branch of the firm. W.
E. Austin, of San Jose, Cal., who has been con-

nected with the company for some time, suc-

ceeds Mr. Hammer as local manager.

GOOD WORK OF IRWIN KURTZ

Irwin Kurtz, president of the Talking Ma-
chine Men, Inc., and a well-known metropoli-

tan talking machine dealer, has been actively at

work, as the chairman of the Board of Com-
merce committee of Harlem, in making plans

for "The Walk of the Heroes," which will soon

be constructed in Central Park in honor of

Harlem men who made the supreme sacrifice in

the World War.

Many a person—even a talking machine man
—has made a false step in standing still.

and where there are young people who will played. Also some information on the placard

The Sonera Appeals to the

Buyer of Quality
The Sonora dealer is right now preparing not only to make the

year 1923 the largest in his history, but also the year 1924—
indeed, all the years to come.

Because every Sonora he sells adds to his reputation as a quality

merchant, the complete satisfaction and confidence engendered

by Sonora performance raises his enterprise to the position

held by all merchandisers of quality products.

(greater Citp ^Ijonosrapl) Co., 3nc.
Exclusive Distributors for Now York, Staten Island

and the Lower Hudson Valley

234 West 39th Street New York
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Victor supremacy is the
supremacy ofperformance

Victrola VI, $35
Mahogany or oak

Victrola No. 80

$100
Mahogany or walnut

Victrola No. 230

$375
Electric, $415

Mahogany

The great accomplish-

ments of the Victor are

the milestones along the

road that leads to success

in the musical instrument

trade.

Victrola No. 220

$200
Electric, $240

Mahogany or walnut

Victrola IX

$75
Mahogany or oak

Victrola No. Ill

$225
Electric, $265

Mahogany or walnut

Victrola No. 400
$250

Electric, $290
Mahogany

Victrola
"HIS MASTER-S VOICE" REG. U. S PAT OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Use of Card System in Building Up Trade
A Simple but Effective Card System in Use by the Dixon Music

Shop for Keeping Accurate Record of Prospects and Customers

A card system of information concerning cus-

tomers and prospects and to provide an ade-

quate mailing list for the talking machine dealer

is an absolutely necessary adjunct to the

efficient operation of the business. There are

various more or less intricate systems and they

all possess merit, but the more simple and un-

derstandable systems are, of course, the best.

One of the most effective for containing infor-

mation necessary to the talking machine mer-

chant that has come to the attention of The
World is that in use by the Dixon Music Shop,

wfhich handles Edison and Columbia instru-

ments and records and jewelry in North Platte,

Neb. This concern, although located in a small

town, does an extensive business by going after

it. That is, the efforts of this live concern are

not confined to the town limits, but intensive

canvassing and other methods have been re-

sorted to to line up prospects in the surround-

ing territory. This constant searching for pros-

pects has resulted in the addition of many
names of potential talking machine purchasers

at the Dixon Music Shop as well as a fund of

valuable information concerning persons who
already own instruments but who may be in-

"The other two cards, which are similar, ex-

cept in color, are used for prospect cards. One
is a salesman's card, and the other is the master
card, which remains in our files.

"The letters on the top of the card (illustra-

Name Date ....

Address Phone.
Change Add

Phono Style No
Date From Price.

Piano Player Style No..

Date From Price.

Mail Record List Player Roll List

Small Goods List Sheet Music List

Owns other instruments

Remarks Salesman

.

No. 1—Mailing List Card
tion No. 2) are abbreviations of the months of

the year, and the numbers represent the days

in the month. These are checked by the sales-

man when he wants to call upon the prospect

again. You will note we have a place for rural

miles addresses. This we have found is very

convenient in locating prospects who have no

lows: The white master card and the mailing

list card are filed alphabetically. The sales-

man's (yellow card) card is first filed according
to addresses. North, South, East and West,
then subdivided into streets, as well as towns
and rural districts. After a salesman makes a

call and returns the card it is then filed accord-

ing to the month and date of the month he

wants to call on the prospect again.

"The method used in getting prospects con-

sisted of having a young lady take a musical

census over the telephone on the ground that

she was seeking information for the 'Music

Lovers' League of America.' She had no trou-

ble in getting whatever information she wanted
as most people took pride in stating the kind of

instruments they owned, also if they had any
musical members in the family, or if they con-

templated getting instruments for their children

at a later date. This canvass has proved to be

very successful in getting live prospects for us.

It also has enabled us to find how many phono-

graphs and how many pianos were owned by
everyone who had a telephone, also what makes
or brands they owned.

"This census increased our mailing list of

J F M A M J J A S O N D 1 3 5 7 9 11 U 15 17 19 21 23 25 27 29 31

Date Salesman By No
Name
Address Phone
Business Phone
Rural Miles N S E W From
Wanted Looked at

Price asked Price wanted

Terms asked Terms wanted

Exchange Allowance

No. Children Ages

Musical Members
Recommended by

Our Customer Thru Store Thru add in.

Sold Bought.

Now owns
Remarks:

M.

niXON MUSIC SHOP
R. Reed S. Sent

Date Letters Date Calls

MASTER CARD
Will Buy About When

Remarks
Sales-

man

ANNIVER. BIRTHDAYS WEDDING

No. 2—Salesmen's Prospect

duced to purchase new or more expensive

instruments at some future time.

Geo. A. Bolduc, manager of the Dixon Music

Shop, who has been responsible for many in-

novations which have resulted in a steadily

growing business, describes the operation of

the system as follows:

"Card No. 1, reproduced herewith, is used for

our mailing list. On reverse side of the card

we keep a complete service record for either

phonograph or player-piano, which enables us

to see what service has been rendered and

whether we charged for it or gave it gratis.

Card No. 3-

addresses, especially the farm trade. You will

notice two letters on the card, M. and S.,

which stand for married or single. On the

sold and bought line we enter whether the cus-

tomer bought from someone else or was sold

through us. On the opposite side of the card

(illustration No. 3) we have wedding anni-

versaries and birthdays. We send our pros-

pects a form letter on such days, reminding

them of the advantages of having music in the

home. The balance of the card, I believe, is

self-explanatory.

"The method of filing these cards is as fol-

•Reverse Side of Salesmen's Card

phonograph records about 50 per cent, and also

gave us an opportunity to call on those owners
to adjust their instruments in order to make
them acquainted with the quick service of our

store.

"Now that we have finished the telephone

book we are going through the city directory

and card all those that do not have phones.

Of course, it will be necessary to make personal

calls to get the information needed to fill our

cards and this will take considerable time and
work, but the results will make the venture

very much worth while."

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM
DETACHABLI-

WONDEREXH
'ARTOIS"

REPRODUCER

10 OR 12 INCH.
RECORD TABLl

'

H\NDLE PUT ON TO STAY

MiMiyiyiyoimii

STRONGLY
CONSTRUCTED

CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

NEEDLE WELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

SPEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E ' PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable,

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.
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FINISHED PRODUCT PERFECTION

Increased Record Sales

Peerless Album is a lasting invita-

tion to its owner to purchase 12

records. The profit on a Peerless

Album is as great as the profit on
a record—and the album doesn't

have to be played or demonstrated

—

hence, no overhead selling expense
and it induces 12 record sales, too.

Peerless Albums are of a quality

which will lend distinction to your
line and add to your reputation for

merchandise of acknowledged merit.

Push the sale of Peerless Albums

!

Advertise them, display them. Con-
centrate your salespeople's efforts

toward a wide distribution of them
—get them into the homes of your
prospective record customers

!

There are two elements of manufacturing perfection in

which the Peerless Album excels, namely—quality and
uniformity.

To maintain quality, the markets of the country are

combed to procure the best in raw materials and, from our
tremendous annual purchases, only the finest of all this ma-
terial is chosen to go into the Peerless Record Album.

Uniformity, so essential to the name and reputation of

a product (with the universal recognition of Peerless), is

insured by a most rigid supervision of factory workmanship
and an inspection system which passes to the trade only an
album worthy the trade-mark it bears.

Thus our responsibility for finished product perfection

is reflected in your business when you stock and promote
the sale of Peerless Albums.

PEERLESS PRODUCTS
DeLuxe Record Albums

All Grades of Record Albums

"Big Ten" Albums
Record-Carrying Cases

Interiors for Victrolas

Interiors for Phonographs

Classification Systems for Albums
Record Album Sets for

All Make Machines

Record Stock Envelopes

Record Delivery Bags

Supplement Mailing Envelopes

Photograph Albums

Write us for Quotations on
Special Grade No. 6 Album

Peerless Record Carrying Case
The Peerless Carrying Case is built as a traveling com-
panion to all portables, even the finest instruments.

Its finish and workmanship match the high standards
of the best talking machines and it can be sold at a price

low enough to insure the dealer a rapid turnover, whether

it is sold separately or with a portable.

We urge you to place your orders now while there is yet

time to prepare your stock to meet this big and promising

demand.

PEERLESS ALBUM COMPANY
PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

WALTER S. GRAY CO., San Francisco and Los Angeles.
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TRADE PROSPECTS FOR FALL AND WINTER

CONSIDERED from every angle, business in the talking ma-

chine industry continues in a most satisfactory condition. It

is possible that in the retail field more effort is necessary to close

sales, but this is a healthy development. The selling qualifications

of dealers are being tested and it is a case of the survival of the

fittest. The dealer who is content to wait for customers to come

to his store is not doing as well as the dealer who is conducting a

campaign to capture trade by keeping in close contact with his pro-

spective customers and interesting them in his product.

The trade possibilities for the Fall are excellent and of particu-

lar significance are the increased savings deposits in the banks

throughout the country, as well as the great number of new homes

which are now being erected, every one of which will require a

talking machine.

It is estimated by the National Industrial Conference Board in

its review of industrial-economic conditions in the United States,

that contracts totaling $3,000,000,000 have been awarded for resi-

dential buildings and that housing quarters sufficient for 1,000,000

families will be ready by the end of the year. AVhen you consider

that ever}' one of these million homes will have, or should have, a

talking machine and a goodly library of records, M-ho will deny

that there is an opportunity here for really serious and effective

sales work in the talking machine field the coming Fall and Winter ?

Now, when we add to this the fact that the savings banks au-

thorities state that there has been an increase of $860,000,000 in

savings deposits for the period ending June 30, 1922, while more

recent reports for 1923 show a still larger percentage of deposits

in this country, we can get a conception of the increased sales

possibihties that exist in the talking machine industry.

Moreover, employment has rarely been so widespread at this

time of the year and the workers seem to be piling up a surplus,

not only to meet immediate needs, but to spend for such necessities

in the enjoyment of life as music and the mediums whereby it can

be interpreted.

i When one analyzes the situation in detail there can be no ques-

tion as to the splendid possibilities for capturing a larger measure

of trade that prevail during the coming Fall and Winter for talk-

ing machine men of energy and ability. And this can be done with-

out recourse to price-cutting or other questionable practices exist-

ing in the industr}'. Fair merchandising principles can and should

prevail in the field of competition.

I

AVOIDING LOSS IN HANDLING OF TRADE-INS

THE trade-in or exchange problem which has been long promi-

nent in the piano industrj' is now cropping up in the talking

machine field, and its evils and pitfalls for the dealer are well

worth watching and studying. Members of the trade who have

given this subject consideration believe that there is a tendency

toward too high allowances for used instruments turned in in ex-

change for new ones and not enough thought given to whether the

sum allowed for the instrument will show profit for the seller.

The instructive address of Jay Iglauer, merchandise manager of

of Halle Bros., Cleveland, on this topic before the local Music

Merchants' Association last month, was most timely. He pointed

out that wise merchants no longer recognize gross profit; they call

it gross margin. The only profit is that which is left for the mer-

chant to put into his own pocket. Mr. Iglauer used an instrument

that would retail at $200 to illustrate his talk. This machine ordi-

narily costs the dealer $120, giving him, he might suppose, $80

profit. Yet the cost of the machine is only part of the cost of doing

business with it, Mr. Iglauer showed. Other costs include those of

selling, rent, delivery, advertising, service for one year, storage,

insurance, taxes and the general overhead charges.

Estimated conservatively, Mr. Iglauer asserted that these costs

would total 31 per cent of the cost of the article, or $62, which

made the machine cost the dealer $182, not $120, thus leaving

him a profit of $18, not $80, or approximately 9 per cent. The rea-

son for this false viewpoint, in the opinion of Mr. Iglauer, is that

dealers are prone to consider the cost of the goods, rather than

what they can get for them, yet it is only what the goods will sell

for that can count with the dealer seeking a profit.

Since the trade-in is a factor with which the talking machine

dealer must now reckon seriously Mr. Iglauer supplemented his

conclusions in a new machine sale with those pertaining to the used

phonograph. He took another theoretical machine, that sold several

years ago for $150, and for which the dealer had allowed $75. Mr.

Iglauer oiTered the opinion that, with competition of both new and

old machines, it is hardly likely that the dealer could get better than

$65 for the old instrument. Then there are the items that must be

included in the cost of selling this machine, such as rent, insurance,

taxes, service, etc. The items included in addition to these were

not included in this illustration, it being supposed that the sale of

the new machines might cover them. Using the same percentages,

it was found that the added costs to dispose of the old phonograph

would amount to $26.75, and this figure, added to the original

allowance for the machine, would not give the dealer a profit.

]\Iore, he would have actually lost $8.75, since he would have

absorbed the profit on the new machine.

This "trade-in" question is a vital one and the dealer who
wants to do business along correct and profitable lines must as a

matter of duty make a closer analysis of what it costs him to do

business, so that for his own benefit, as well as that of the sales

force, he will know exactly what allowances he can make for ex-

changes and yet make a profit. Competition is growing keener

evei-y day, but no merchant who desires to stay in business can

afford to do business at a loss. The margin of profit in the retail

trade to-day is not hy any means large and it behooves dealers to

be careful that this is not decreased by any unwise allowances for

used instruments exchanged for new ones.

This is a subject that The Talking Machine Men, Inc., of New
York might discuss with profit and the same applies to every local

association interested in merchandising talking machines.

I

NEED FOR A CREDIT SERVICE IN THE TRADE

A NUMBER of members of the talking machine trade, and par-

ticularly those engaged in the manufacture or sale of supplies

such as motors, tone arms, etc., are becoming increasingly insistent

on the point that there is real need in the industry for some sort of

a credit service, either conducted through organized channels or

developed through the interchange of credit information among tlic

manufacturers themselves.
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The trade has developed to a point where such credit service is

fully warranted, as it will prevent loss not only to manufacturers

through bad credit risks, which at present are now out of propor-

tion to those experienced in other trades, but it will likewise serve

to protect the legitimate talking machine manufacturer from inroads

made by Yly-by-nights and irresponsible parties.

Unfortunately at the present time there is no national organiza-

tion in the talking machine trade which could take up this work and

establish a credit bureau as a part of its activities, nor is there any

prospect of such an organization being formed in the near future.

In studying the possibilities for organizing some sort of credit

service, it has been suggested to The World that the matter be

placed before the Music Industries Chamber of Commerce, with

which a number of talking machine manufacturers and some dealers

are affiliated as individuals.

The suggestion is based on the fact that the Chamber has for

some time past been conducting a very successful credit service for

piano manufacturers, as well as a similar service for the Musical

Supply Association, the membership of which consists of manufac-

turers of piano supplies of various sorts.

Having developed these two credit services to a point where

they are operating accurately and efficiently, it is felt that the Cham-
ber is in possession of information .regarding plans and methods

that could be used to great advantage in the cause of the talking

machine supply men.

It might be well for those members of the trade who are genu-

inely interested in the organization of a credit service for the in-

dustry to take up the matter with the officials of the Music Industries

Chamber of Commerce, either with the idea of having that body

undertake the work or, at least, of gathering information that will

serve as a guide for those in the industry itself should they desire

to undertake the work of their own accord.

I

THE DEVELOPMENTS IN THE RECORD FIELD
|

THE record situation and concomitant developments during the

past year or so have, without question, been a most interesting

factor in the talking machine trade for the reason that the prosperity

of the industry and of those who have to do with the distribution

of the product rests primarily upon the record turnover. As a

matter of fact, those who have entered and remained in the trade

actuated by the idea of permanence have most generally considered

the sale of machines more or less incidental to the opening up of

new record accounts.

It was not so long ago that the monthly record release was ac-

cepted as the established practice ; then with the development of the

dance craze and the demand for early releases of the records of the

new dance hits by popular orchestras there came the call for special

releases between monthly supplements. Now we find record manu-

facturing companies definitely committed to the practice of weekly

or almost daily releases of new records.

It is generally believed that the new practice will prove of

benefit to the trade, outside of its consideration from the angle of

competition, for the reason that it will provide retailers with new

records to offer at frequent intervals. Experience has proved in

certain cases that the individual who would hesitate about investing

nine or ten dollars in records from the monthly supplements will

,

not hesitate in the least about spending a couple of dollars each

week for new selections.

Particular interest is evinced in the announcement of the Victor

Co. that beginning in September releases of Red Seal records in

double-faced form will be made. This move has aroused widespread

interest. The rearrangement of the catalog has proved a formi-

dable task, but it has been accomplished in what is apparently a most

successful manner, with the selectioti on one side being backed up

with a number of corresponding character by the same artist on

the other.

It has been maintained, and properly, that the secret of- main-

taining the customer's interest in the talking machine through giving

him a library of permanent rather than transient value lies in aft'ord-

ing him the opportunity of appreciating and buying records of the

better sort. With the new Red Seal records offered in double-faced

form, and at what represents a substantial reduction in catalog

prices, the dealer has the means for interesting every machine owner

in at least some records that, even to the uninitiated and more or

less unappreciative, represent both commercial and artistic value.

Write for particulars relative

to the M.I.S. Vtctrola News-

paper Advertising Service ex-

clusively for your city.

I
HE recent enlargement of our business, wherein
the entire Ormes merchandise stock and per-

sonnel were consolidated with our own, puts us
in a particularly strong position to render you an un-
paralleled Victor Service, in matters of

MERCHANDISE
SELLING

ADVERTISING
FINANCE

673 S/^//.t/iys/fr:/iy,ety

TELEPHONE 9400 LONGACRE
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Breaking Into" Apartments for Business
How a Live Dealer Succeeded in Solving the Problem of Securing

Apartment House Trade, Selling Five Machines in One Building

Many talking machine dealers, especially

those in the cities and larger towns, are faced

with a real difficulty in carrying on their out-

side sales and canvassing operations in the

apartment house districts, which every city now
boasts. This is true in greatest measure where
the dealer endeavors to make personal contact

with residents of the better class apartments.

In many cases the salesman finds the super-

intendent a real enemy to his progress and
often after he has passed this "guardian of the

portal" his reception by the mistress of the

apartment, after stating his business to the

maid or whoever opens the door, is cool indeed

and quite often the rebuff leaves no room for

doubt as to the attitude of the mistress of the

house toward salesmen in general.

Not an Insurmountable Problem
This is a most natural condition and there is

really no cause for either the dealer or his

outside sales organization to be discouraged.

When one method fails another should be tried,

and if the dealer or salesmanager persists he is

bound to finally hit upon a plan which will

eliminate the difficulty to a greater or lesser

extent. "How?" asks the dealer, and the best

answer we can think of is to describe the meth-

ods which have proved successful for another

talking machine merchant, the Dorn Music Co.,

Inc., John Dorn, proprietor, who features the

Edison phonographs and records and a line of

pianos at 604 Bergenline avenue. West New
York, N. J.

Mr. Dorn's location is in a district devoted

largely to apartment houses, some of medium
class and many others the last word in this

type of dwelling. Experience quickly taught

him that ordinary methods of approach were
unproductive. Sales were not what they should

be in proportion to the time and effort expended
by the outside salesmen and Mr. Dorn, who
himself often goes out after business. He spent

considerable time in thinking over this problem

and finally evolved the plan which caused aston-

ishing results. To make a long story short,

Mr. Dorn decided that the key man or woman
in each apartment house was the superintendent

or janitor and he decided to gain their co-opera-

tion by making his first advances to them, i. e.,

his idea was to make a sale to the superinten-

dent or janitor of each apartment house, and if

this was not possible, to at least secure their

friendship and co-operation.

Selling the Superintendent

A short distance from Mr. Dorn's store there

is a large, high-class apartment house and he

decided on this as the field for one of his first

attempts to put his new plan into execution.

Accordingly, he approached the superintendent,

who, fortunately, did not own an instrument,

and after selling the idea of the Edison to this

man and his wife he was permitted to place an
instrument, which he had brought along in his

machine, in their apartment for a trial of sev-

eral days. When he returned at the expiration

of the stated period not much persuasion was
necessary to close the deal on the spot. The
superintendent and his wife liked the instru-

ment so much that they would not allow him
to remove it.

The Second Step in the Plan

The first step accomplished and Mr. Dorn
and the superintendent on a friendly basis, an

agreement was reached between the two, which

was in effect that the superintendent was to

find out who in the apartment did not possess

a phonograph. This was easy for the super-

intendent when the tenants paid the rent. He
had only to call attention to the fact that he
had just purchased a machine from the Dorn
Music Co. and the conversation thus started

made it a comparatively simple matter to dis-

cover which tenants owned an instrument.

Sells Five Edisons in One Building

The information was passed over to Mr. Dorn,

who then visited each one of the non-owners
in that apartment house. Vigorous follow-up

resulted in the sale of five Edisons in that one

apartment house. That is the story in a nut-

shell, and, moreover, the plan is being utilized

regularly by Mr. Dorn and although five phono-
graphs placed in one building remains as the

top-notch sale, the results of the campaign in

new business and the overcoming of a serious

waste in outside sales effort have produced divi-

dends of the most satisfactory kind—increased

profits.

What Mr. Dorn 'is doing other merchants
can do. There is no reason why the dealer

and his salesmen can not make the apartment
house districts in his territory, where popula-

tion is concentrated, bring returns in sales with

minimum effort and time. Furthermore, the

sale of a machine is merely the start, or, at

least, it should be, of many future purchases

of records and accessories. It is the business

man who can think out plans for overcoming

obstacles and who can put those plans into

execution who is most certain to reach the pin-

nacle of success in the talking machine business

or any other enterprise.

jffimiiiMiiL«iMitUiiiyi!MiMM;MiMiMiiyjliyiiiyiR^i^

Vacations
Pearsall Service takes no vacation.

On the job all the time.

Ask any Pearsall dealer, he'll tell you.

**Desire to serve, plus ability."

10 EAST 39th ST. NEW YORK CITY

SILAS E. PEARSALL.GOMPANY

THOMAS F. GREEN, President
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EVERYBODY'S TALKING MACHINE CO., Inc.

SERVICE HEADQUARTERS PHILADELPHIA, U. S. A.

A SIZE FOR EVERY PHONOGRAPH MOTOR
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The Victor Dealer who gives

Blackman preference

in the Summer earns preferred

service in the Winter

MUSKEGON PLANT FOR PHONOGRAPHS

Brunswick-Balke-Collender Co. Forms Subsid-

iary Company to Make Tires, Turning Over
Space Formerly Used for This Purpose En-

tirely to Manufacture of Phonographs

Chicago, III., August 8.—P. L. Deutsch, secre-

tary of the Brunswick-Balke-Collender Co., has

given out the following statement describing

a new and important move which has been

made by the Brunswick interests. He says:

"We have formed a subsidiary company to

manufacture and sell Brunswick tires, with

executive offices in New York, and sales offices

in Akron, O., where all manufacturing will be

done. This new subsidiary company will be

operated independent of the Brunswick-Balke-

Collender Co., and we believe that the success

we have enjoyed with Brunswick tires in the

past will become far greater in the future, be-

cause of possibilities the subsidiary company
has to concentrate solely upon this business.

"The transfer of our manufacturing interests

in automobile tires to Akron, O., became neces-

sary because of the rapid expansion of our

phonograph division, making it imperative for

us to extend our manufacturing facilities.

"The factories at Muskegon, Mich., which

were formerly used in the manufacture of tires

and which immediately adjoin our wood-work-
ing plants will be converted at once to the

manufacture of phonographs. These buildings,

along with the new record factories under con-

struction, will undoubtedly enhance our posi-

tion in the phonograph industry.

"To-day we are enjoying the greatest pros-

perity in the history of this company, and we
are doing everything that is humanly possible

to meet the great demand for Brunswick phono-

graphs and records.

"While the new additions to our factories

make possible the greatest production in both

phonographs and records that we have ever

planned, we do not by any means believe that

we will be in a position to supply our dealers'

orders this Fall 100 per cent. Many of our

dealers to-day realize the physical impossibility

on our part to produce enough phonographs and
records to meet the Fall demand, and have ac-

cordingly placed orders covering their require-

ments up to the first of the year. This splendid

co-operation on the part of our dealers, along

with the tremendous manufacturing expansion,

will place us in a far better position to meet
the retail demand, and consequently bring to

the dealer a greater service.

"The addition of these new factories is just

one of the many steps taken by this company in

its expansion of the phonograph division. We
have every confidence that this Fall and next

year will produce for every Brunswick dealer,

not only greater business than he has ever ex-

perienced, but it will reach a volume unthought

of a few years ago.
*

"The Brunswick Co. is fully aware that this

vast expansion of its manufacturing facilities

is due in a great part to the loyalty and activity

of Brunswick dealers, and every effort that is

possible will be put forth by the Brunswick
Co., not only to meet the demands already

created, but to increase this demand year after

year by intensified advertising and service to

the dealers."

DANCING DEMONSTRATION A SUCCESS

Columbia Dealer Uses Effective Publicity

—

Dancers Demonstrate Columbia Records

The Palace Talking Machine Shop, 62 Leno.x

avenue, New York, Columbia dealer, staged Ji

successful window dance demonstration at its

quarters recently. With the aid of Mrs. East-

man, of the New York wholesale branch of

the Columbia Co., two young dancers, brother

and sister, known as Dolly and Jerry, were se-

cured for this purpose. Handbills were printed

and distributed in the neighborhood and the

dancers appeared at half-hour intervals.

Crowds were attracted and drawn to the store

in great numbers and the dancers performed

to the music of Columbia records, which were
so advertised in the windows.

FIRST "RACE RECORD" BULLETIN

Five New Vocalion Records by Well-known
Negro Artists Listed in Special New Bulletin

Just Issued by the Aeolian Co.

The Aeolian Co. issued recently the first spe-

cial bulletin of the records by the race artists

which were announced in The World last

month. The records, of which there are five, all

of them double-sided, are "Down South Blues"

and "Where Can That Somebody Be?", sung by

Rosa Henderson, with piano accompaniment by

Fletcher Henderson; "Gulf Coast Blues" and

"Downhearted Blues," two fox-trots, played by
Fletcher Henderson and His Orchestra; "Sad

'N' Lonely Blues" and "Just Thinkin'," sung by
Viola McCoy, accompanied by Porter Grainger;

"Bleeding Heart Blues" and "If You Want to

Keep Your Daddy Home," sung by Viola Mc-
Coy, and "Your Time Now" and "I Need You
to Drive My Blues Away," sung by Lena Wil-

son, with piano accompaniment by Fletcher

Henderson.

The first of the new ra'ce records were

shipped from the factory on August 10 and the

advance orders from the trade, particularly in

those sections covered by the negro vaudeville

circuits, indicate their popularity.

Easiest to Carry—Easiest to Play—Easiest to Sell

RETAIL LIST PRICE

$37.50
EAST OF THE ROCKIES

LIBERAL TRADE DISCOUNT

THE SWANSON PORTABLE
BEST BECAUSE:-

SIZE 11 's inches long, 13 's inches wide and. 7'j inches high
WEIGHS only 15'+ pounds, including album
SWANSON wood tone-arm and mica reproducer
TONE-MODIFYER and speed regulator
DOUBLE spring Heineman motor
10-INCH twelve pocket record album
BEAUTIFUL, full volume tone
SUBSTANTIAL and attractive

WE GUARANTEE IT.

SwANSON mmUAm DISTRIBUTORS
738 So. Los Angeles St.,

LOS ANGELES, CALIFORNIA
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Making Artist Tie-ups Doubly Effective
The Volume of Sales o£ Records Resulting From the Appearance

of a Prominent Artist Depends Largely on the Advertising Used

The majority of talking machine dealers have

come to realize the importance of tying up in

their advertising with the appearance of well-

known record artists in their vicinity, and the

tours of the leading concert and vaudeville

artists throughout the country are marked by

advertisements of dealers who call attention to

the fact that they are appearing in their par-

ticular cities on certain dates, and that the

artists record exclusively for this or that

Victor Records of Paderewski
S'i fully con\Tt!Ce(i 'hm 'he f n;,ibia«tio[is ot Vietnr

Bfv-ords and the Viclrola reproduces his ari «Tth sorpass-

ing fidfliiy ihan Ucs any oihT ocmbiniiioD

—

Paderewski l^lakes Victor Records Exclusively

Paderewski h»i ru&dc a niinber ot bis conoftrt rpp.-rloir« fsvivrii-s — among them-'

(hwlMtod D«n't fail la hPirlhem—you'll cajr^>- P*dMovv<I;i in pcrvm an

fven )!w«*r wlont. Youll vaiit ottor more ol tbtw ^pltndid teoords lor your wl-

j:i>h-F.iuif .1 C flaa Mmior...

ir:r- Woii"i VuS
4Ul->f.~i« in r.

(,-W-\(if(af»- In B rial

:i:4W-Vn,/u™« in r H<u^ ,Pai»T™-H

7ISJ»— .Veru.fM i» F ilwfi Mi/st. Cltcptn

'ill^'rl'alte rn fUJ f^hii['if\

The New Victrola 100

Thf Vfrr Istirrl model—just nrrived. Ha=

^fA tons rhamber and sound do^rs la hand

mihoaaoy and «»lnu' fini"hp», Bigg*n

value In the Virtrola line. $15D

Til^ run—"•1- VIcwwU
^ ^nfr Hw t'rtXTt TodA/ On-

GnnneJl Bros.

60J—Adams Street—60:')

Effective Grinnell Ad Featuring Artist

company. This form of local advertising is

generally most productive of direct results

for the reason that it not only ties up with

the national publicity of the manufacturers

themselves, but gives that very essential home
touch that is calculated to bring the reader of

the advertisement into the store for the pur-

pose of making purchases.

It happens, however, that in a considerable

majority of the local advertising in connection

with artists' appearances the dealer is inclined

to take too much for granted in his appeal to

the public and for that matter the special ad-

vertising furnished to the dealer by the manu-
facturers themselves frequently shows this

fault. The advertisement gives due prominence

to the artist, and the dates of his or her con-

certs, but neglects to telf what particular rec-

ords by that artist may be found in the catalog.

This sort of advertising does very well for

the music lover who favors the artist so

strongly that anything that artist sings is con-

sidered a worthy addition to his library, but it

does not do for the average record buyer who
wants his records to have two points of appeal

—one that they are made by an artist of promi-

nence of whom he can talk to his friends, and

the other that the selection itself has intrinsic

value from his viewpoint.

It is, therefore, well for the dealer in his local

advertising to not only emphasize the coming
of the artist and the fact that he makes rec-

ords for a company whose line the dealer han-

dles, but that a fairly good list of the records

is included in the advertisements. In some
cases it would be quite impossible through lack

of space to list all the recordings of a particular

individual, but it is nevertheless quite possible

to list those numbers featured in the current

season's repertory, probably to the number of

half a dozen or so, and several other selections.

The accompanying illustrations of advertise-

ments featured last season by Grinnell Bros., of

Detroit, and Sherman, Clay & Co., San Fran-

cisco, give an idea of the possibility of listing

records in an advertisement. It happens that

both artists sing for the Victor, but the same
plan could be carried out in connection with

artists who sing for other record companies.

In a surprising number of cases the machine

owner has been thinking of buying the record

of some definite selection, and, when he sees the

advertisement, may find that record listed. The
fact that he can hear it in local concert, or that

it is recorded by an artist of prominence, serves

to bring the customer to the buying point.

It frequently happens in the experience of the

average talking machine salesman that record

buyers appear to be of the opinion that the lead-

ing record and concert artists record only the

heavy classic and operatic numbers, and many

sales liave been made through the fact that a

salesman has been able and competent to ex-

plain to that particular customer that the ma-

jority of artists also record many dainty little

concert numbers, or ballads, that are more

\ ExpfilUion AudttOTium

Sunday aftanoon, March ig

Management

Selby C. Oppenhemer

V T She makes records only

for theVidor. Hear her wonder-

ful voice in your home tonight,

tomorrow night and for all

time.

Love's Messenger WaJtz -

Sonnambula— Sovra il sen

Traviata—Sempre Libera

When Chloris Sleeps— In English i

Pearl Fishers— Comme autrefois

Sonnambula— Come per me sereno i

Puritani—Qui la voce

Lucia—Mad Scene

Calli-Curcl in concert uses only

the Stanway Piano

•25

•25

•25

25

•75

•75

•75

75

Sherman^pay&Co
Keamy and Sutter Sts., San Francisco

Fourteenth and Clay Streets, Oakland
Sacramento • Stockton • Fresno Sanjosc

A Fine Sherman, Clay & Co. Ad
popular than classic in their tone. In fact, re-

cording directors have long bemoaned the fact

that sales were curtailed materially through the

ignorance of the public regarding what charm-

ing songs of general character have been re-

corded by artists of note.

THE SUPREME TONE AMPLIFIER
A revelation in sound reproduction

ESPECIALLY ADAPTABLE TO PORTABLE
MACHINES

Incomparable for Dancing

Doubles the volume, yet improves the quality and detail.

Invites comparison with any sound box on the market.

"// you haven't heard the

You haven't heard your machine"

UNIQUE REPRODUCTION CO., Inc.

Cable Address, "Addalone" N. Y. 32 Union Square, New York



16 THE TALKING MACHINE WORLD August 15, 1923

lencwColumbia
is ready

$200 Console

—

Model 550

The new three-spring Model
W motor with New Non-Set
Automatic Stop and new No.
12 Reproducer. Finished in

Brown Mahogany and Wal-
nut, with all exposed metal
parts in nickel. Shelves with
complete set of albuiiis for

records. Tone-control leaves

behind sliding panel.

le— /

Convenient
shelves for
holding
records or
albums.

The new three-spring Model
\V motor with New Non-Set
Automatic Stop and No. 12 Re-
producer. Finished in Brown
Mahogany and Walnut, with
exposed metal parts in nickel.

Shelves for records. Tone-
control leaves behind sliding

panel.

Exclusive
tone- control
leaves operat-
ing on pipe
organ princi-
ple. Scientifi-

cally adjusted
to an angle
which lifts the

tone to tire

listeners' ears.

Sliding drop-
panel.

COLUMBIA GRAPHOPHONE
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for DEUVERY /
ON these pages are pictured the Console

Models of the New Columbia, each an in-

strument which will surpass your greatest ex-

pectations.

The cabinets are the finest examples of the

cabinetmaker's art. The finishing, to the most

minute detail, is as perfect as skill and ex-

perience can direct. The mechanical elements

eclipse those in every other instrument known

to the phonograph world to-day.

Never before, in any phonograph, has there

been such a compact, durable or efficient motor.

Amply powered—witli a positive, automatic

start and non-set automatic stop mechanism,

and an ingenious system of oiling—the New
Columbia motor is a marvel of mechanical per-

fection.

With the new automatic start, the motor leaps

into action the moment tiie tone-arm is moved
over to place the needle on the record. Under

the new system of oiling, the parts whicli usually

are neglected in a phonograph receive positive

lubrication from a clever arrangement of tubed

wicks.

Hand in hand with this matchless motor goes

the new reproducer that is the crowning triumph

of phonographic acoustics. In tone, pitch and

voice it reproduces with a fidelity that is as won-

derful as it is natural, sweet and beautiful. Blast

has been banished by an absolutely unique and

exclusive method of supporting the needle arm,

which also gives a wonderful capacity for volume.

There is a comprehensive line of New Colum-

bias, both in upright and console models. They

are most satisfactorily priced to the dealer and

to the public. Place your orders now!

$125 Console—Model 520

Two-spring Model W motor with

No. 12 Reproducer. Finislied in

Brown Maliogany. Shelves for
records. Divided top and a dis-

appearing drop panel in front of

the tone chamber. Tone-control
leaves.

Three-spring ModelW motor with
New Non-Set Automatic Stop and
new No. 12 Reproducer. Finished
in Brown Mahogany and Walnut,
with all exposed metal parts in

nickel. Shelves for records. Tone-
control leaves behind sliding panel.

COMPANY NEW YORK
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

SELECTING THEIR FAVORITES

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprmt (firm name or trade mark) stamped on

covers if desired when orders are sufficiently large

to justify it.

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

ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
J New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Magoire, Representative THE PERFECT PLAN

TWO ANNOUNCEMENTS OF IMPORTANCE FROM VICTOR CO.

New Records to Be Released Weekly on and After September 1, 1923—Double-faced Red Seal

Records to Be Offered to the Public at Same Time—Much Interest in Latest Moves

The Victor Talking Machine Co., under date

of August 1, made two important announce-

ments to its dealers in relation to record

policies that should have a distinct effect upon

future record business, and particularly that

of the coming Fall and Winter. The new plans

of the company, as announced, have been

rumored for some time past, and their confirma-

tion has aroused widespread interest.

The first announcement is to the eflect that

beginning September 21 next the Victor Co.

will adopt a weekly supplement plan for all

regular listings in the general catalog. On and

after that date, Fridaj' of each week will be

simultaneous opening day for the sale of

new Victor records, except U. S. foreign lan-

guage records, which will be handled as here-

tofore. The weekly releases will be appor-

tioned among the different classes of music,

as at present.

In connection with the new system of rec-

ord releases it is stated that the issuance of

advance lists, order blanks and general publicity

matter will be made' as at present, with the

exception that they will be on a weekly basis.

It is the general consensus of opinion among
Meter wholesalers and dealers that the weekly

record releases may be expected to stimulate

sales to a considerable degree by offering to the

public something new in the line of records

each week and thus keeping interest in their

machines constantly alive.

The adoption of the fixed plan for weekly
releases follows logically the practice of the

Victor Co. during the past year or so in an-

nouncing special releases of timely records, par-

ticularly dance numbers, at intervals during

the month and between the monthly supple-

ments.

The second announcement of the Victor Co.

is of equal importance and marks a decided

innovation in talking machine record manufac-

ture, in that it provides for the issuance of Red
Seal records in the future in double-faced form,

the first listings of which are expected to go out

in connection with the first regular weekly sup-

plement of records to be placed on sale Sep-

tember 21.

At the present time the company is manufac-

turing a stock of double-faced Red Seal rec-

ords made up from the present single-faced

listings. Their preparation has been consid-

erable of a task and the arrangements should

make a strong appeal not only to those who

NEWWISON
. COMPARISON 'Wifii THEfllUVING ARTIST .

, REVEAJ-S^^HRENCE

FOR THE FIRST TIME,
since last September, we are -in a position to establish a few more
Edison Dealers in the Metropolitan District.

OUR POLICTi^,
during a shortage, is to give all goods possible to the merchants
who have been Edison Dealers and who have previously spent
their time and money in working up sales and prospects.

CONSEQUENTLY,
and because we are now making up our Fall and Winter require-
ments, we invite inquiry from merchants who are located at good
trading points, who believe in fair profits and who consider quality
necessary to success.

The Phonograph Corporation of Manhattan
Metropolitan Distributors

Orange New Jersey

appreciate music of the better sort, but those

who are strongly attached to the recordings of

particular artists, for the reason that in each

case records have been backed up with selec-

tions of a somewhat corresponding character

sung bj- the same artist.

In connection with the announcement there

have been sent to the trade copies of a nev

Victor Red Seal catalog, in which are included

all records listed up to and including August,

1923, in single-faced form at new catalog prices,

and also, with few exceptions, in double-faced

form at corresponding new catalog prices.

It is the opinion of the company's oflScials, as

well as members of both the wholesale and
retail trade that there will be a substantial aug-

mented demand for single-faced Red Seal rec-

ords, but with a view to providing wholesalers

and retailers with an opportunitj' for adjusting

their stocks according to their own judgment
the company states there will shortly be an-

nounced a plan for a Red Seal record exchange
which will be on the usual generous terms.

VALUE OF TRADE PAPER TO DEALERS

How One Live Merchant Makes Use of the

Suggestions Contained in The World

The value of the trade paper in any field de-

pends in a large measure on what use the vari-

ous business-building suggestions contained

therein are put to by the dealer or head of the

business to which the paper goes. Often the

business man merel)' glances through the pub-

lication and then lays it aside, never to be

opened or referred to again. One dealer in the

talking machine business who gets a great deal

from his trade papers is Saul Birns, well-known

New York City merchant. Mr. Birns, for ex-

ample, has found that in each issue of The
Talking Machine World there are many sugges-

tions which may at some time or another be

useful to him in the operation of his large busi-

ness. Therefore, he has made it a practice to

clip these articles and file them for future ref-

erence. The file is so arranged that he can se-

cure anjr item at a moment's notice. Often at

the weekly meetings of his large sales staff

some article which applies particularly to the

problems of his selling .organization is read.

Other of the numerous articles on business

management are in his files, ready whenever
needed. This is an excellent example of how
the utmost value can be realized from a publi-

cation such as The World.

L. J. UNQER PREPARED FOR FALL

Louis J. linger, general manager of Reflexo

Products, Inc., New York, spent a vacation of

two weeks' duration at Camp Copake in New
York State. The Reflexo Products Corp. re-

ports that orders are coming in nicelj- during

the Summer months and that every indication

points toward good Fall business.
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ANEW IDEA IN RECORDS
Well Known Fairy Stories

Set to Music

Triple Your Record Sales with

''Triple Records"

Here's a brand new idea in record selling—sell three records

instead of one. "Junior Operettas" are Fairy Stories that every-

one knows—set to attractive music—reproduced in six parts on

THREE 10 INCH

Unbreakable Records

These new records will not break with ordinary handling or

dropping—safe for the children. This is one of the advantages

that will sell the records to every father and mother.

Little Red Riding Hood
First JUNIOR OPERETTA

The first Junior Operetta sings the story of Little Red Riding

Hood. You can hear the wolf growl, dog bark, birds chirp, tune-

ful solos, duets and choruses of wood cutters sung and played

by 20 well-known artists directed by Chas. A. Prince.

The Junior Operettas are not nursery rhymes for

babies, but stories and music that appeal immensely

to children of all ages—to grown-ups, too.

Other JUNIOR OPERETTAS Coming Soon, Such As

Cinderella Snow White

Goldilocks The Three Bears

Jack and the Beanstalk, etc., etc.
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The JUNIOR OPERETTA Series

The Complete Operetta— Three Records

IN A NEW PATENTED CONTAINER
Each Junior Operetta is reproduced on three double-

faced 10-inch records, packed in a patented container,

attractively illustrated and printed in six colors, con-

venient for any record library.

This container, as illustrated below, makes a beautiful

counter or window display and will help sell these

Operettas on sight.

Lowerpart ofpicture
shows container
opened as a display
—Right and left
illustrations are
front and back of
container when fold-

ed, making a com-
pact unit. j

Junior Operetta Series
Little Red Riding Hood

Permaneni- JSoii-Uirt'akable Records

RETAILS FOR
$2.50

Only $2.50 for the complete Operetta—3 double-faced,

10-inch records. Easier to sell the complete set for this

price than three individual, ordinary records. And the

discount to the trade is exceedingly generous.

Ready for Delivery NOW
Little Red Riding Hood is ready for immediate de-

livery. Wire for sample order direct.

VULCAN RECORD CO., 15 East 40th St., N. Y. C.

i3
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Widening the Field for the Best Music
Time Has Been Reached in Talking Machine Business When Music

Instead of PersonaUties Should Be Stressed, Says W. Braid White

What I am going to say is rather radical.

Some will say that it is very radical, which
will be enough to damn the entire proposition

for them. Nevertheless, radical suggestions are

usually interesting, if only because of the fact

that they are unusual.

Salesmanship, as I see it, is the art of organ-

izing the distribution of goods. Industry pro-

duces and salesmanship distributes. Salesman-

ship in its highest manifestations, however, is

not mere vulgar push. It is true that, under the

exaggerated ideas which are prevalent about

profit-earning as the sole end of industry, sales-

manship is often prostituted to unworthy ends;

but those who sell musical goods can hardly be

accused of working in a medium unfavorable to

the best side of business, since to sell a musical

product is to sell musical satisfaction, than

which nothing finer can be said to exist. Espe-
cially is this true of the talking machine indus-

try, where the possibilities are still so much
greater for the future 1>han any realization of

them is yet current.

This being so, there should be no objection

to my talking about a somewhat advanced side

of salesmanship as applied to our great indus-

try. Addressing myself to retail salesmen in

the record business, I ask whether the utmost

of satisfaction can be had from the selling job

unless one can feel that one is helping a great

many men and women every month to solve the

problem of obtaining musical food for their

souls. It is the doing of work like this which
constitutes the difference between selling music

and selling groceries.

What Is a Record?
Well, now, what I v/ant to tell my retail sales-

men friends is that a record for a talking ma-
chine may be looked at in two ways. It may
be thought of as something which sells because

it bears the name and reproduces the voice or

instrument of some artist. Or it may be

thought of as music; as something which, apart

from the question of who is or who is not play-

ing or singing it, is in itself beautiful and desir-

able, to be considered as such and on this basis

to be sold to others. The first of these two
possible methods is that which the retail sales-

man usually practices. The second is the one

I should like to see all salesmen practice.

Let us look into the matter a little further

before we either condemn or accept this new
notion. Let us admit in the very beginning of

the argument that the talking machine business

has been built up, unquestionably, by means of

the great prestige value which has attached

itself to names celebrated in the world of

music. To be able to say that Paderewski,

Caruso, Mary Garden, Pablo Casals, John Mc-
Cormack had transferred their vocal and instru-

mental magic to a disc ready for reproduction

at will through the mechanism of a talking ma-
chine is to be able to swing a prestige-argument

of enormous weight and compelling power. The
quality of prestige is the most powerful sales-

making quality which any piece of goods can

possibly possess. Naturally, then, it is upon
the personalities of great artists that the huge

structure of retail record selling has been suc-

cessfully built.

I do not propose to tear down this edifice of

prestige—far from it. I wish merely to sug-

gest that hereafter the emphasis be not placed

exclusively on the side of personality, and that

in fact we begin to' talk to our customers just

a little more about the music and just a little

less about who sings and plays.

I hope that now this has been set down in

print, it does not look so radical as might have

been supposed from the preamble to these re-

marks.

The talking machine business can no longer

be said to be in its infancy. In fact, it is in a

healthy childhood, not yet grown to maturity,

for maturity with it is still in the far distant

future; but a healthy and well-grown child,

nevertheless. This being so, it is high time to

realize that the child need no longer be helped

about the floor, but is quite able to stand up

and run unaided, and upon occasion to fight

the neighbor's boy next door without the slight-

est difficulty. In a word, we no longer need

fear lest a customer may not know what a

record or what music is, and it is therefore

high time for us to begin talking about the

music given by records as if we really believed

in it ourselves.

Splendid Work Under Discouragement

So long as we always talk to all our cus-

tomers about the personalities which stand be-

hind the performances, and never about the per-

sonalities which created the music in the first

place, we shall always be limited and confined

in our salesmanship. We shall not be selling

music, but names. And as a natural conse-

quence a very large quantity of our records lan-

guish on the shelves, simply because they do

not happen to represent the performances of

personalities known to everybody. To allow

this one-sided salesmanship is a great mistake.

The manufacturer would be much better pleased

if there were a more even distribution and at

the same time would be encouraged to make a

wider choice and selection of titles for record-

ing. As things stand at present there is no real

encouragement for the manufacturer to go

ahead and produce a widely ranging catalog,

covering all kinds of music. The greatest man-
ufacturers have gone much further than they

have ever been warranted in going by any en-

couragement they have received from the retail

trade. All the great catalogs have been much
finer, in fact, than might have been expected

from the meager support the retail trade has

given to numbers which were not actually self-

selling. The Victor catalog, in particular, has

always been a standing wonder to me, quite as

much a wonder as the indifference of the retail

trade to everything an inch beyond its nose. Still,

it is plain to be seen, by careful examination of

even the Victor catalog, that intensive develop-

ment has been much retarded on account of the

impossibility of getting retail salesmen to sell

thoughtfully and intelligently. A little co-oper-

ation would produce an instantaneous response

and we should soon be able to dismiss the pres-

ent reproach that the catalogs of record music

are incomplete, sketchy and only adapted to

the immediate sale of what needs no personal

intelligence to sell. The reproach is not justi-

fied and it should never have been made.

Should Think a Little More of Music

Now, have I made myself clear? What I

want is that retail salesmen should henceforth

think a little more of music, which, after all,

is what they are selling. Let them study this,

talk it and demonstrate it, less as so many sam-

ples of so-and-so's performance than as so

many examples of such-and-such music. By
so doing they will help to improve their cus-

tomers' musical ideas and will thus open up

wider fields for the distribution of good music

in record form

?9>

P .. p . —East of Mississippi —$35.00

—West of Mississippi —$40.00

ARE you getting your share of the portable business? Are you selling the right machine?
The Modernolette is selling fast. It is constructed of solid walnut, wax finish. Has a re-

liable motor and tone arm. In quality, it is in the high priced class. In price it is low. We still

have some valuable territory open for jobbers.

Manufactured by

MODERNOLA COMPANY JOHNSTOWN, PA.
New York Distributor: PROGRESSIVE MUSICAL INSTRUMENT CORP., 319 Sixth Ave., New York, N. Y.



20 THE TALKING MACHINE WORLD August 15, 1923

How a Small Town Dealer Wins Business
Wm. Bliss Stoddard Tells How a Live Dealer Makes Consistent

Mail Contact Pay and Another Profits by an Appeal to Local Pride

A great many merchants in small towns are

afraid to take on a line of high-class talking

machines, thinking their field is not wide enough

and that mail order competition is too strong.

They might think differently if they could know
of the success that has been made by Berry &

Reed in the little country town of Lonoke, Ark
"Just how did you work up such an excel-

lent business?" I inquired, noting the dozen

machines on hand and the tasteful window,

trimmed for Fourth of July, with machines and

records in a setting of shields and flags and

miniature cannon.

Mr. Berry smiled: "My system is merely

this: Every time a person comes into the store

and displays the slightest interest in a machine

—and there are always two or three set where

they cannot fail to be seen—I get his or her

name. Then, if they have no machine, I mail

them literature concerning the talking machines

I carry, telling them of my easy credit system

and reminding them how the possession of this

instrument cheers a home on the long Winter

evenings, as well as furnishes music for dancing

on a Summer night. The general run of people

to-day want the largest and best machine they

can get for their money, and I have, therefore,

found that the cabinet variety sells best in this

locality. The smaller ones still have somewhat

of a vogue, and there is scarcely a month that

I do not order one, but we find it most profit-

able to keep in stock only the larger size, high-

er priced machines.

"If the patron already has a machine I se-

cure his name and when my monthly or semi-

monthly stock of new records comes in I mail a

circular, giving the name and price of the latest

pieces, informing him that I now have them on

hand and they are perfectly welcome to come in

and try them out. Of course, in a small town

like this we cannot afiford to have a special

demonstrator, but everybody who has a ma-

chine knows how to operate it, so they simply

try them out themselves without the assistance

of a clerk. We make it plain that they are per-

fectly welcome to do this, whether they buy or

not. And they are truly welcome, for they

generally bring several friends with them and,

while they are in the store, they make many
other purchases. Then, too, they talk to their

friends about the new records, and that gives us

more valuable publicity than we could secure

through^ the newspapers or even direct mail

advertising.

"Another thing that has contributed greatly to

our success is the fact that we—or at least I

—

understand the machine from top to bottom,

from A to Z. No question concerning it can

stick me. There is where a great many dealers

fail. They don't know their goods. The result

is that when a customer begins to ask ques-

tions the dealer doesn't know. He hems and haws
and finally hunts out books and literature and

attempts to answer the questions asked. It irri-

tates a customer. He wants to have his answer

right ofif the reel. Then he is sure that you
know what you are talking about. Then tell

nothing but the truth. If your particular ma-
chine has won prizes in competitive contests

say so. If it hasn't it's best to be silent on the

subject."

"Have you any special method of conducting

your advertising?" I next inquired.

"We diversify it as much as possible," he

answered. "We use the newspapers, both local

and towns adjacent; the moving picture slides

in the town theatre; circulars, whenever they

contain something of real interest and are not

just mere 'publicity stuff,' and display space reg-

ularly. We consider the window one of our

very best ads and never a month goes by that

we do not remind the public of our line by a

special display of some kind, suiting it to the

season.

"I suppose all of these methods are used by

the majority of dealers, but I want to tell you

of a little pet stunt of mine. I watch the pa-

pers and whenever I see an announcement of

an engagement or a marriage I drop a friendly

and congratulatory letter to the newlyweds,

calling attention to our store and its line and

stressing the pleasure that music gives in the

home. The friendly interest helps immensely,

especially in a small town, and much business

is gained through these letters."

Appealing Successfully to Local Pride

An excellent manner of securing tlie trade of

the music-loving people of the city was recently

put into practice by the Bledsoe Co., San Diego,

Cal. Having a large and well-appointed sales-

room which was not in use in the evening it was
offered each Monday evening to the San Diego

Conservatory. Orchestra for rehearsal. The
salesroom was converted into an auditorium by

placing therein a number of chairs, arranged in-

formally—more being available whenever re-

quired. Then the company sent to all its pa-

trons neatly engraved cards, which read:

WE KNOW YOU ARE A LOVER OF GOOD
MUSIC

Therefore we cordially invite you to enjoy a

rehearsal of the San Diego Conservatory Orchestra

in our music salon Monday evening.

The orchestra is composed of talented young mu-
sicians, under the leadership of the well-known local

orchestra leader, Chesley Mills.

An evening of splendid entertainment will be en-

joyed by all who attend. No admission is charged

—and there will be seats for all.

In order to encourage local talent the Bled-

soe Co. had several records made of selections

rendered by this orchestra and these were dis-

played during the concert and demonstrated to

any who wished to hear them during the inter-

mission. This gave prospective purchasers a

chance to compare the original and reproduced

music—and the latter was found to be so true

to nature that many sales of these records re-

sulted.

At later concerts the general public was in-

vited, through invitations contained in regular

ads in the daily papers, and the many people

who came to enjoy the music and remained to

chat had a chance to observe the complete

music line carried, which was just what the firm

desired.

"UNFINISHED SYMPHONY" ON RECORDS

Schubert's Masterpiece Issued in Special Album
by General Phonograph Corp.—Enthusiasti-

cally Received by Lovers of Best in Music

The General Phonograph Corp., New York,

reports phenomenal sales of the Schubert "Un-

finished Sjaiiphony" records recently issued by

the company. This set, which comprises three

double-faced twelve-inch records in a special

album, bears the Odeon label and is the only

complete recording of the "Unfinished Sym-
phony" now on the market.

During the past few weeks the General

Phonograph Corp. has received many letters

of appreciation from music students and music

lovers who have taken advantage of the oppor-

tunity to study Schubert's famous symphony
through the medium of the Odeon record. Otto.

Heineman, president of the General Phonograph
Corp., who is responsible for the introduction

of this series of records, has been congratulated

upon his initiative in placing this wonderful

work of Schubert in complete form in the

hands of the music-loving public.

"OPENING" IN NEWARK GALA EVENT

Newark, N. J., August 2.—The recent formal

opening of the Newark Brunswick Shop, 473

Orange street, this city, was made a gala event

by the proprietors, Charles H. H. Kindleberger

and C. Fred Rothacker. A musical program

was a feature. E. L. Brown, New Jersej' Bruns-

wick representative, was present at the opening.

For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

^ will push the instruments as I am

personally quite enthusiastic over their merits and am very pleased

with the tone and distinctness of undertones produced by use of the

instrument

.
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Read What This Progressive and Highly Successful Manager Has to Say About

FUTURE BUSINESS
HE KNOWS

Telephone Plaza 5900

London ^^i^^^ Paris

BloomingdaleBrosJnc.
59*h to 60thStreet LexingtontoTkird Ave.

NewYork
InReplying PleaseReferto

July 30, 1933

The Audak Company,
565 Fifth Avenue,
New York City

Gentlemen :-

As stated to your representative
some time ago, conditions in the phonograph
business since 1930 have changed to such an
extent that every progressive dealer will -
sooner or later—have to revise his sales
methods in order to continue business on a more
profitable basis.

We have been looking into your instru-
ments for the past few months and found that
the AUDAK solves this problem very satisfactorily.
The twenty booths we now have will all be taken
out, with the exception of about six, which will
be used for demonstration of machines only.

We have decided to equip our new
Phonograph Department throughout with your
AUDAK machines and are particularly interested in
your style X-T.

Please let us know how you stand on
deliveries of these and whether we may have them in
French gray.

Very truly youre,

HDB:MMB BLOOMLRGDALE BROS.^ Inc.

Manager Phonograph Dept.

AUDAK IS Increasing the Profits of Hundreds of Successful Dealers

Write for Details of This Modern System For Selli'ng Records
Without the Use of Booths.

AUDAK CO., 565 Fifth Ave., New York
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Building Business Among the Foreigners
The Foreign Colonies in Any City Are a Gold Mine for the Mer-
chant Who Plans a Systematic Drive for Some of This Business

One of the greatest fields for development in

the talking machine business lies in the sale of

foreign records, especially music of the better

class. Some members of the trade are sceptical

as to the possibilities in this direction and, seem-
ingly, it is a difficult matter to prove to them
that a worth-while business can be built up in

foreign recordings. There is not a city or town
in the country that has not a goodly percentage

of foreigners who will purchase talking ma-
chines and records if the proper methods and
sales promotion work are resorted to.

Good Music Sells Here
The writer recently had occasion to pass

through the downtown section of New York
City. This part of Gotham is thickly populated

by Italians, Hebrews, Armenians and a con-

glomeration of all the nations of the globe. It

is a real melting pot. Little stores and shops,

indicating by their appearance various degrees

of prosperity, are bunched close together; the

curbs are lined with merchandise of all descrip-

tions and in the streets are pushcarts loaded

to the gunwales with wares. In the densest part

of this section within a radius of a block and

a half are three talking machine establishments

almost as crude as their surroundings. These
concerns are all enjoying prosperity, despite the

keen competition. Stranger still, most of the

sales of records consist of the better class of

music, and by far the largest number of sales

are in foreign records. Jazz has little place

here and the few numbers handled are for the

younger element, who occasionally demand this

type of music. The older people, however, to a

large extent, stick to the customs of their re-

spective homelands and the folk songs and

operas have just as much, if not more, charm
for them here than before they came to the land

of opportunity. Perhaps these melodies bring

back memories. Who knows? At any rate the

foreign records are the feature of the talking

machine business in this section.

Some Cashing In on Opportunity

For the reader with an analytical mind the

foregoing paragraph presents some interesting

possibilities, especially in view of the fact that

foreign communities in practically every city

and town in the country differ no whit from the

one described except in size. Another case in

point appeared in a recent issue of The World,
when the story of the development of the busi-

ness of James K. O'Dea was related. Mr.
O'Dea, entirely through the medium of news-
paper advertising, has built up a tremendous
foreign record business and many talking ma-
chines are also sold to foreigners by this ag-

gressive dealer.

Another concern which realizes the possi-

bilities in the foreign record field and is profit-

ing thereby is the Elite Music Store, 211 South
High street, Columbus, O. Harry Patton, man-
ager of the Elite Store, recently staged a win-

dow display of foreign recordings which was
not only unique but which also resulted in sales

and considerable publicity. In the front of the

window a large sign was placed which bore the

following message: "The music of the world is

yours through the Victrola." The background
consisted of a map of Europe with ribbons lead-

ing from various countries through a handsome
console Victrola to the records in the language

of each country which were displayed on the

floor. To make the picture even more vivid

and to indicate that many records in each lan-

guage were obtainable foreign catalogs were
placed beside each record.

Credit Risk Not Great

There are also many merchants who are

aware of the sales possibilities to the foreign

element in their communities, but who hesitate

to go after this business because they consider

the credit risk too great. This, of course, is a

problem, just as that presented by sales made
on the deferred payment plan in the ordinary

course of events. It must be remembered that

the average foreigner is a thrifty person and a

surprisingly large percentage of them start sav-

ing as soon as they secure their first jobs in

this country. It is a good maxim in business

never to judge by appearances and this ap-

plies with especial force to the foreign element

in our cities. Record sales should, of course,

be made on a cash basis and, in the case of

machine sales, no attempt should be made to

sell these people the higher priced models. A
little discrimination here will prevent loss and
repossessions.

Portables Sell to Foreigners
An enterprising dealer in a small city adja-

cent to New York has achieved some excellent

results during the past year in the sale of port-

able instruments to the foreign people in his

community. Since the Italian element predomi-
nates he secured the services of an educated
young Italian-American who worked this terri-

tory in a systematic manner. He carried with
him a portable instrument and a small stock of
recordings in the Italian language. Because this

salesman could speak their language his recep-

tion in the majority of instances was friendly

and, in addition to many sales of machines, a
large number of records were sold. The instru-

ments, although costing a comparatively small
sum, were sold on the instalment plan, but with
the stipulation that payments were to be made
weekly. Not one instrument was repossessed
nor were there any defaults in payment or at-

tempts at evasion of the obligation incurred by
the purchaser. The merchant referred to at-

tributes this excellent record to the fact that he
insisted that payments be made on the weekly
basis, thus bringing each payment down to such
a small sum that the customers had no diffi-

culty in paying promptly.

It is not necessary to cite further examples
of how merchants are boosting their sales vol-

ume through the foreign settlements in their

communities to show the wonderful opportu-
nity existing in this field. Suffice to say, how-
ever, that it is the merchant with vision who
develops most rapidly. This is the type of deal-

er who digs out the opportunities existing on
every side and then proceeds to cash in on them.

E. A. STRAUSS GUEST OF RAY GUNTHER

Ray Gunther, of Gunther & Kenny, Middle-
town, N. Y., prominent Brunswick dealers, very
recently invited E. A. Strauss, of the Brunswick
New York offices, to his camp in the mountains
for a few days' fishing. Mr. Strauss did not bring

back any photographs with him, but upon his

return to New York was unable to work for

several days after the trip, devoting most of

his time to a description of the wonderful fish

that he caught, maintaining throughout the dis-

cussion that he was not telling "fish stories."

AGGRESSIVE NEW HAMPSHIRE DEALER

Laconia, N. H., August 6.—John E. St. Claire,

who conducts a very beautifully arranged store

at the corner of Beacon and Canal streets, this

city, is one of the aggressive dealers in this

section and has made phenomenal progress in

the year that he has been in his new store.

He handles the Baldwin and Poole pianos and
the Brunswick phonographs and records. He
also handles musical merchandise and sheet

music and is one of those who believe business

can be secured by going after it earnestly and
intelligentlj'.

BESSIE SMITH'S RECORDS POPULAR

The sales department of the Columbia Graph-

ophone Co., New York, reports an exceptional

increase in the sale of records by Miss Bessie

Smith, exclusive Columbia artist and one of the

most popular singers of "Blues" selections now
making records. Columbia dealers everywhere

are featuring records by Bessie Smith to ex-

cellent advantage, particularly in view of the

country-wide demand for records of this type.

For several years this throw-back, ball-bearing Tone Arm has been the biggest

seller in our catcJogue. WHY?

MUTUAL PHONO PARTS MFG. CORP.
149-151 Lafayette Street New York City

The Russell Gear & Machine Co., I/td., 1209 King St., West, TORONTO, CANADA
Exclusive Distributors for Canada and AU Other British Possessions

INDUSTRIALS CNIDAS, S. A., Balderas 110, MEXICO CITY, Exclusive Distributor for Mexico
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Sell Returning Vacationists

the Idea of "Keeping Fit"

through

Walter Camp's "DailyDozen"

Only a few weeks remain before

the vacation period will have

been completed and thousands

of returning vacationists will be

very susceptible to the idea of

"keeping fit" throughout the Fall

and Winter months ahead.

Walter Camp

Your opportunity, Mr. Dealer, lies in showing them how
they can keep fit right in their own homes with Health

Builder's sets of Walter Camp's "Daily Dozen." Steadily

throughout the year there are constantly recurring op-

portunities of similar character for those dealers who
carry the Health Builder line. Dealers who have taken

advantage of these opportunities as they come along

have achieved considerable success.

If you have never carried Health Builder sets

plan to do so this Fall. There is constantly in-

creasing demand for high- class record sets.

Write today for full information.

HEALTH BUILDERS, Inc.
DEPARTMENT W8

334 FIFTH AVENUE NEW YORK, N. Y.
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An Indiana FoX'^Ti'Of

'© LEO FEIST-Nc NV^ "^'^

TOU cant do wroni^
With anyTElSTsong'

STORE SALESWOMEN STUDY MUSIC

Members of Golden Rule Victor Sales Staff,

St. Paul, Minn., Organize Music and Art

Study Club for Musical Study

Inspired by the beautiful arias and stirring

orchestrations with which their work familiar-

izes them, a group of St. Paul girls in the

Golden Rule's Victrola department has banded

together as the Music and Art Study Club.

Interested in music, the seven young women
are determined to make themselves so familiar

with the best music and the great artists' rendi-

Members of Music and Art Study Club
tion of it that the club's influence will be felt

in their daily work.

The Victrola department, with the sanction

of G. A. ZoUer, manager, furnishes records with

which the study of each opera is illustrated.

The hostess for the evening explains the opera

and during her recital appropriate records are

placed on the Victrola. A small club fee will

furnish funds for tickets for the St. Paul ap-

pearances of opera stars. The young women
are willing to enlarge the organization by the

addition of persons who are able to contribute

something to the club and who have a genuine

interest in music.

Miss Edith Clark, the most notable song-

stress among the club members, has a Sum-
mer's leave of absence to study under Madame
Valeri in Chicago and has rejoiced the hearts

of the other club members with the news that

in competition with other Summer school stu-

dents she has won a $150 scholarship. The
other two club members studying with Mal-

colmn McMillan are Miss Helen Schulte and

Miss Bernadette Leonard.

The club's officers are president. Miss Cora

Freier; .vice-president, Miss Helen Schulte, and

secretary-treasurer, Miss Leonard. The other

charter members include the Misses Marie

Schulte, Bessie Roach, Mary Nest and Miss

Clark. Mr. Zoller and the store's management
are very enthusiastic about the spirit of the

club and its members and are offering their

co-operation in its aims.

WINDOW DISPLAY SELLS PORTABLES

DOWNING CO. OPENS IN GARDINER

Gardiner, Me., August 3.—C. E. Downing, who
has conducted a successful talking machine

store in Augusta for some years, has purchased

the business of the Maine Music Co., 293 Water
street, this city. He will have associated with

him H. C. Marston, who is widely and favor-

ably known, having been paymaster of the Pine

Tree Pulp Co., and a thorough business man.

Mr. Marston will manage the business and con-

duct the affairs of the store in this city, which

will be known under the title of the C. E.

Downing Co.

PLANS FOR HOMES BEAUTIFUL WEEK

IMans for the National Homes Beautiful

Week, which will be held the week of October

8 to 14 under the auspices of the American

Homes Bureau, are rapidly taking shape. Some
of the leaders in the movement are the Music

Industries Chamber of Commerce, National Re-

tail Furniture Association, American Art Bu-

reau and many other affiliated associations. An
elaborate publicity campaign in connection with

this occasion is already under way and from

present indications the event this year will be

more productive of results than any previous

efforts for a demonstration of this type.

A statue of John Wanamaker is to be erected

in Philadelphia during the coming Winter, nec-

essary funds having been secured through popu-

lar subscription.

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer
The Standard Case for Talking

Machines and Radio Sets

Let us figure on your requirements
MADE BY

PLYWOOD CORPORATION, Goldsboro, N. C.
Mills in Va., N. C. and S. C.

Widener's Uses Unique Display to Advantage

—

Moderate Cost for Exceptional Window

The Sonora window display used by Wid-
ener's, Newark, N. J., shown in the accompany-
ing illustration, brought dense throngs standing

five feet and six feet deep at times to view it and

Mr. Dexter, of Widener's, stated that it served

to stimulate Sonora portable business. This

window display demonstrates the excellent re-

sults that can be obtained at a small cost

through the use of reasonable ingenuity and
resourcefulness. The entire display costs less

than $10, practically everything in the window

WIDENER'S
!

Widener's Cleverly Arranged Window
having been borrowed from neighboring mer-

chants whose co-operation was gladly given.

The window has a small tank containing six

small turtles, each of which have painted on
their backs a letter for the word Sonora. A
small card informs a passerby that $10 worth

of records will be given to the person who finds

the turtles lined up so that the letters on their

backs spell consecutively the w-ord Sonora. The
tank cannot be seen in the photograph, but is

situated directly in front of the record album
with the card resting against the canoe.

SHOWS BUSINESS HEALTH GOOD

.\ccording to reports of R. G. Dun & Co. for

si-x months of the current year failures number-
ing 9,724 reveal a decline of 27 per cent from

those of the first half of last j'ear. This is in-

disputable indication of general business pros-

perity, which is expected to continue through-

out the remainder of the vcar.

Canada Patent

Applied

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensive

Lid Support
on the Market

Patented

5ept.9.W'
Two other patents'

Applied fbi

Samples on request.

The bottom plate is

constructed of one
piece of metal and it

works automatically
perfect. No parts to
po out of order. The
lunges are made in

two styles—flexible and bent.

STAR MACHINE& NOVELTY CO.
81 MILL STREET BLOOMFIELD, N. J.

G. L. LAING CO.. Canadian Distributor
41 Richmond St., East Toronto, Ont.
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Service Builds Business for Live Dealer
Brooklyn Dealer Gets Lead on Potential Patrons From Satisfied

Customers:—Insurance and Other Collectors Locate Prospects

SERVICE, spelled with capital letters, a sin-

cere desire to make friends of customers and

several unique methods of securing new pros-

pects have been successful in building more
than one business on a Gibraltar-like founda-

tion. In no business enterprise are these three

things more necessary than in the retailing of

talking machines and records—at least, so be-

lieves E. Shapiro, who operates a talking ma-
chine store at 676 Broadway, Brooklyn, N. Y.,

and he speaks with authority in view of the

fact that he has built a large business, simply

by observing these rules, despite keen competi-

tion and the drawback of a store in a poor

neighborhood, largely populated by foreigners

who are not over-prosperor.s in man_v instances.

A Type of Service That Pays Dividends

The service extended by this enterprising

dealer has been instrumental in opening the

way for many sales to friends of satisfied cus-

tomers. Free repairs of a minor nature, such

as oiling the instrument whenever necessary,

tightening and adjusting the mechanism, etc.,

have resulted in securing the entire confidence

of his large clientele. Under the circumstances

customers are pleased to give information of

friends who do not own machines, and in several

cases prospects Secured in this way have ordered

instruments similar to the ones owned by their

friends without even taking the trouble of com-
ing into the store to examine the line.

Securing and Following Up Prospects

Another method of securing prospects which

has been productive of many sales is through

the co-operation of insurance collectors, as well

as furniture salesmen and collectors. These

men have access to the homes of their own
clientele and as they have the confidence of

these people through long contact they secure

the information desired by Mr. Shapiro with

comparatively little trouble. This information,

of course, includes the names and addresses of

those people who do not own talking machines
or pianos, as well as the attitude of the pros-

pect toward ownership of such an instrument.

These data are incorporated in the files of the

store and a systematic sales promotion cam-
paign is instituted. This consists of, first, a

letter calling attention to the excellence of the

line handled by this concern and, second, the

letter is followed up by a salesman, who en-

deavors either to close the deal on the spot or

have the prospect come into the store to inspect

the line. No opportunity is allowed to slip by
when a customer once enters the store. For
example, in the case of a man who visited the

establishment to purchase a record, inquiry and

follow-up resulted in the sale of three machines.

How Payments Are Handled
Of course, most of the business is done on

the instalment basis and, in view of the fact

that most of the patrons are not any too well

oflf as regards finances, weekly payments at the

store are the rule. If a customer neglects to

make the payment when due three days' grace

are extended and then a first, second and third

collection letter is sent to the customer's home,
urging prompt payment. Of course, each let-

ter is a little stronger than the last. If these

still are unsuccessful in bringing in the money
a personal visit is made to the home of the

patron and the matter is thoroughly threshed

out, not in a manner which is likely to reflect

on the business, however, nor in a manner
which will antagonize the customer. Tact is

used. The advantage of the weekly payment
plan is indicated by development of record and

accessories sales through this frequent contact.

Although Mr. Shapiro has succeeded in selling

more medium and high-priced instruments than

any other kind to these, people repossessions

have been kept down below the 5 per cent mark.

During this year alone he has succeeded in

selling four $750 machines, and the record sale

for any single day is eight talking machines,

three pianos and $150 worth of records.

How These Methods Have Brought Success

Mr. Shapiro's success is attested to by the

fact that his annual business is between $50,000

and $65,000. In the case of talking machines he

secures a 20 per cent down payment and 10 per

cent is the smallest initial payment on a piano.

All this has been accomplished in the face of

the keenest competition by the exhaustive fol-

low-up of every prospect. Sales have been made
to persons residing long distances from the

store in surrounding communities and even in

the neighboring State, New Jersey. Business

has developed to such a degree that Mr. Sha-

piro has been forced to enlarge his store.

This is an example of what can be accom-

plished by hard work—not spasmodic effort,

but a consistent drive for business during

twelve months of the year. Thought translated

into action is the keynote of success in the

talking machine field and those dealers who
practice this without dallying by the wayside

have little to fear about the future.'

LITTLE TOTS' NURSERy TUNES
SONGS, GAMES, STORIES-ON RECORDS REG. U.S.

PAT. OFF.

A LOOSE IjF.AF Juvenile Record Album

Complete
Book $100

Six selections on three 7-inch
double-faced records

Each album contains six .
picture

and verse cards, beautifully illus-

trated and process printed in

colors. The book is attractively

bound in loose leaf style with tele-

scope eyelets and colored silk cord.

It is finally packed in a glassine

wrapper.

Here are the important
points of superiority —

1. LITTLE TOTS' album contains six

different selections.

2. LITTLE TOTS' records are double
faced, 7 inch (other makes are single

faced and either 5 or 6 inch).

3. LITTLE TOTS' album is loose leaf.

You can add more records to it.

This feature increases your sales

when the customer is not inclined to

buy a complete new book.

4. LITTLE TOTS' records are con-

tained in a patented flap envelope

which prevents their sliding out and
breaking, a common complaint with

other outfits.

5. Last, but not least, are the individual

LITTLE TOTS' records which can

be bought separately—7 inch double

faced, furnished with colored pic-

ture and verse cards, in a loose leaf

pocket which will fit exactly into the

loose leaf album—25c retail.

Individual ^^ .

Records ^^^^

Two selections on a 7-inch double-

faced record, with picture and verse

cards in a printed envelope—ready for

insertion into the loose-leaf book.

That's why we say to you

:

"LITTLE TOTS" will sell

big and pay you well. Rapid

—certain—repeat sales.

Liberal Discounts to Jobbers and Dealers. Write Now !

UTrr^AT BTTP'OPFI f^Ci little tots' record div.
rVJj> VJTj^V rVili V_>( JV-Lf V><V^« 20 west 20th street New York
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An Exclusive NEW

9ht

PON a few bits of wood and metal the

genius of Edison has conferred the power

of Re-Creation,

The crowning achievem-ent of a career replete

with brilliant achievements, the New Edison

Phonograph is an instrument of such sensitive

responsiveness that it Re-Creates every subtle tone-

quality, every elusive shade of expression, with a

fidelity that challenges the final, supreme test—

e NEW
H O N O
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A T I O N

EDISON Achievement
direct comparison with the voice of the living artist.

Wherever shown, wherever heard, the New
Edison wins public approval by its beauty of

design and by its instant appeal to discriminating

music lovers.

This ever-increasing demand is constantly opening

new and very profitable fields for Edison dealers.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

EDISON
G R A P H
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The New EDISON
Chippendale
HE decorative style of Chippendale,

executed in richly grained mahogany,

makes this New Edison Console design a

welcome acquisition to any home*

The New Edison line includes every popular

phonograph model in vogue today*

These are the period designs: Chippendale,

Sheraton, Hepplewhite, William and Mary,

XVIII Century, Italian Umbrian, Jacobean,

Louis XIV, in console or upright models—
and the new London Group of beautifully

proportioned modern designs at prices within

the range of every purse*

And back of every one of them—built into

every one of them—are the years of painstak-

ing research, the fortune of $3,000,000 poured

into laboratory tests, which have made the

New Edison the actual re-creator of the

living voice*

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

9^e NEW
P H O N O
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Eddie Cantor takes you to the "Follies" this month when he sings

"Eddie (Steady)" and "Oh! Gee, Oh! Gosh, Oh! Golly I'm In

Love"—Record A-3934.

Both these numbers are sung by Eddie in the Ziegfeld show, and
all you miss here is the tremendous applause that Eddie gets on
the stage. It's easy to supply that yourself.

COLUMBIA GRAPHOPHONE CO
New York

VICTOR DEALER'S FORCES AT OLTINQ

Buckley-Newhall Co. Well Represented at

Ulmer Park Outing—E. W. and Wm. Ceng
OFflciate at Field Sports and Baseball Game

OUTING PORTABLE FEATURED

Cunningham Co.. of Detroit, Uses Portable as

Basis for Effective Display—Other Forms of

Publicity Also Produce Results

The employes of the Benevolent Society of

Brooklyn held their field day and picnic at

Ulmer Park recently, at which the principal

feature was a baseball game between the Wa-
terman Co. and the Buckley-Newhall Co., well-

known furniture house and Victor retailer. The
Waterman Co. was the victor by a score of 5

to 2. Subsequent to the baseball contest a se-

ries of field sports were held, the day's festivi-

ties including a dinner and dance. E. W. Geng,

vice-president, and Wm. Geng, manager, of the

New York store of the Buckley-Newhall Co.,

together with a corps of assistants, handled the

affair admirably, every event going through on

schedule. Both Messrs. Geng are experienced

A. A. U. starters and timers and they are being

mentioned as officials for the Talking Machine
Men's outing that will be held on August 14 at

Glen Head, L. I.

Detroit, Mich., August 6.—Cunningham's PIio-

nograph Shop, of this city, has been featuring

the Outing portable to excellent advantage, us-

ing attractive window displays to interest the

MAKES RECORDS OF SERMONS

Aimee Semple McPherson, famous woman
evangelist of Los Angeles, Cal., recently put

the talking machine to a new use by making
the first of a series of records of sermons.

It is announced that there will be records of

twentv sermoncttes in all.

Cunningham's Clever Outing Window
public. A recent display is shown herewith and

will give some idea of the effectiveness of these

displays. W. R. Fife, manager of the Cunning-

ham Co.'s phonograph department, has devoted

considerable time and efl^ort to developing his

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

/ For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-

.

likes to unpack anything he buys. By using
padded delivery covers you protect and deliver

a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and off at point of deliv-

ery and the impression left with your customer is

pleasant. MADERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufacturers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.

portable business this year and the results have
been very successful. This store issues a

monthly bulletin which has a circulation of

75,000 copies and Mr. Fife states that many
Outing sales have been created through the

medium of this publicity.

CHANGES IN VICTOR DESIGNS

Victor Co. Makes Important Announcement in

Regard to Changes and Shipments on Certain
Designs of Talking Machines

A communication recently sent to distributors

by the Victor Co. reads:

"In order to provide for the inauguration of

changes in the design of certain of the horizon-

tal Victrola line, comprising Nos. 240, 260, 300

and 330, there must be a lapse of shipments
until October.

"Victrola No. 240, as produced hereafter, w-ill

be larger than the present model and will have
a lower and more attractive lid. It will be first

supplied in the new composite mahogany fin-

ish. Our list price on this instrument will be

$125.

"Victrola No. 260, as produced hereaiter, will

be slightly larger than the model now on the

market. It will have a new lid and carving on
the front posts. On this type our list price

remains unchanged. Shipments during the bal-

ance of this year will be in English brown ma-
hogany finish.

"Production on the other models of this line

will have to be deferred until after January 1

next.

"We desire to take this opportunity to also

announce a new model of Victrola No. 50. Out-

wardly the new product will not be unlike the

model now on the market, but it will have added
conveniences, including a very ingenious con-

tainer for needles, means for carrying six rec-

ords on the turntable spindle and a more con-

veniently located winding key. There will be

no change in our catalog price on this type.

We expect to have the new model available

about September 15 and, in the meantime, ship-

ments of the present model will be very limited.

"Taking the above outlined changes into ac-

count the Victrola instrument line may be

looked upon as definitely established for at least

the remainder of 1923."

TEN=RECORD NEEDLE NOT INCREASED

In a recent article covering the activities of

the Wall-Kane Needle Mfg. Co. it was stated

that the price increase on Wall-Kane needles

would be effective September 1. S. Kaminshine,

secretary and general manager of the company,

calls attention to the fact that this price in-

crease applies only to the Jazz and Concert

needles of the line, which are one-time steel

needles made in all tones. There will be no

increase, Mr. Kaminshine explains, in the price

of the Wall-Kane ten-record needle.

A sense of humor has saved many a business

man from becoming discouraged.
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Cashing In on the Universal Instrument
Some Worth-while Suggestions by Lester G. Herbert on Merchan-

dising Talking Machines and Records in an Efficient Manner
Happily, the love of music is born in nearly

every human heart. All people, however, cannot

produce music for themselves. Opportunity, de-

sire, or actual ability in this direction, may be

lacking and so, if it were not for the invention

of what we may term the universal instrument,

of moderate price and of great flexibility in its

repertoire, these people would be barred from
much of the pleasure and refining influences of

music. In fact, they would be dependent upon
their friends and paid entertainments for their

musical enjoyment. But the universal instru-

ment—the modern talking machine—has reme-

died the situation and has filled a great need.

Not only do those who are not musicians en-

joy this musical instrument, but those who are

finished musicians as well, for the latter fre-

quently long to hear great artists or to entertain

guests with a program other than their own.

Getting in Touch With Prospects

The dealer who recognizes the tremendous

appeal of the talking machine will reach out by

logical means to get in touch with those, first,

who have not an instrument and, second, with

those whp have them.

Let us consider, first of all, the people who al-

ready have these instruments in their homes.

All of these owners are live record prospects

and many of them would be only too glad to

have a new and higher grade talking machine if

they could dispose, at a fair price, of the ma-
chine which they already have. By working out

an equitable plan of allowances on trade-ins a

very large number of new talking machines may
be placed every season.

And when people have a talking machine to

which they like to listen, and which affords

worthy entertainment for their friends, they are

always much freer buyers of records. It often

happens that when people find that the allow-

ance on their old machine takes into account

wear, depreciation and the second-hand status,

the owner will decide to keep the cheaper

machine and to use it for camp, or Summer
home, or put it into the nursery for the chil-

dren, or present it to some school, or grade in

a school, which is not provided for musically.

Getting Rid of Used Instruments

Actually stirring up replacement prospects is

bound to prove mighty profitable business.

Then, if a number of second-hand machines ac-

cumulate, there are several ways of getting rid

of them. The best means of doing this is to

keep all of these machines out of sight until a

number accumulate. Then a special sale may
be advertised featuring used machines. After

the sale is over any remaining used machines

should be put away out of sight again and only

shown if somebody comes in in search of some-

thing of this kind. That is to say, the business

should be kept distinct from the new goods.

The third plan has a merit of its own, as it de-

liberately uncovers a good many prospects who,

with proper handling, will buy new machines.

By this plan the retail store either advertises

or sends out a personal solicitor, or both, to

find out and to compile a list of those who
have not a talking machine in their homes and

who would consider buying a good used one

at a reduced price.

The explanation could be m.ade that the used

machines are not carried in stock at all by a pro-

gressive musical company, but that many peo-

ple, wishing to buy new machines, desire to

dispose of their old ones. If such a plan is

worked the store can take in the used machines,

knowing that they have a list of people ready

to consider buying. Or the owner of the used

machine can be given three or five names of

prospects to whom he, individually, can sell it.

Building Prospect List by Personal Contact

In one case where a list of used prospects

was compiled a young woman did the work of

personal calls and solicitation. Her method was
to approach the people in the home pleasantly

and to say that she was representing the Mon-
arch Music Co. Her next inquiry was as to

whether or not they had a talking machine. If

they had one she had a small carrying case with

half a dozen very attractive new records, and
she asked to be allowed to try these and offered

to make any minor adjustments the machine
might need. The service, she assured her hear-

ers, was free. Nearly always she succeeded in

selling several records for later delivery and, in

not a few cases, interested these people in bet-

ter machines.

If the people called on had no talking machine

at all then she spoke of the delight in having

a good instrument and invited these people to

come into the Monarch store to look around

JAPANESE FAVOR PORTABLES

Nipponese Carry Music With Them—Modern
Dancing Taking Hold of Japanese

Washington, D. C, August 3.—Talking ma-

chines and records, the products of four of our

leading manufacturers, are rapidly growing in

favor in Japan, according to Dr. Ito Wanuchi,

who is visiting this country on business. Dr.

Wanuchi declared that, while high-grade instru-

ments are in demand in his country, the port-

able models easily enjoy the greatest popularity

because the Japanese like to take their music

with them when they travel. The demand, es-

pecially for American records, is traceable to

the growth in popularity of modern dances and

a real liking for the modern Occidental music,

and this has been further augmented by the

many Japanese who have received their educa-

tion in this country. American instrumental

numbers as played by leading musical organiza-

tions have a great vogue in Japan and the na-

tives are very partial to them because of the

distinctive work of the bands and the perfection

of recording. Although the United States ex-

and to hear the instruments. If it was clearly

evident that the people could not afford oi

would not be interested in a new machine she

was ready to switch over and to talk a used

machine to them. In any case she had one of

three entries for the mailing list: (1) Record

prospects. (2) New machine prospects. (3)

Used machine prospects.

The ways indicated of cashing in on the uni-

versal instrument are practical. They involve

no extra investment and very little extra ex-

pense in salesmanship. In any event, expense

disappears in extra profits.

The man who is not willing to spend $10 to

get $200 has made a mistake to attempt to act

as a business principal. Either he must make
over his mental outlook or be content to act as

a business mate while someone else serves as

captain.

ports large numbers of machines and records to

Japan the latter country also manufactures a

considerable number of talking machines and is

at present engaged in working up export busi-

ness with Far Eastern countries. A typical ex-

ample of the progressive type of Japanese talk-

ing machine manufacturer is .
The Nippono-

phone. This firm has an export manager, an

American, who is developing trade along real

Yankee lines.

USES WINDOWS TO ADVANTAGE

Otto F. Gobel, manager of the music depart-

ment of R. H. Muir, Inc., East Orange, N. J.,

Brunswick dealer, is a keen believer in the mer-

chandising value of effective window displays,

but in common with many department store

managers frequently is obliged to compete in

window display attractions with expert window
dressers in the same building. However, Mr.

Gobel has evolved a number of exceptionally

handsome window displays that have not only

attracted the favorable attention of all passers-

by, but have proved important factors in the

sale of Brunswick phonographs.

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment

Personal Appearance of

Eight Popular Favorites on
One Big Program

A live attraction for live dealers and jobbers

Bookings now for season 1923 1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager
1674 Broadway New York Cit\

Popular Ensembles including

Campbell & Bsrr - Sterling Trio - Peerless-Qaartet

?ilAKlC BAN'TA.
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THE demand for

B A G S H A W
NEEDLES is unprec-

edented— it is more
than double that of last

year, and as you know,
we had our own
troubles filling last
year's Fall orders.

W^HAT the future holds in store for us we do not know.
However, we have not been able to protect ourselves suffi-

ciently on steel at present prices to see us through the rest of the

year. At the moment we don't know whether we will be able

to do^soTlater. The best we can tell you is that prices will cer-

tainly be no lower—also that there are limits to all factory facili-

ties. If you want to be reasonably sure of securingm
mmm
111
BAGSHAW
NEEDLES

in complete Quantity, when you

want them, and at present prices ORDER NOW!

W. H.BAGSHAW CO.
Factory, Lowell, Mass.

370 SEVENTH AVENUE
AT 31st STREET NEW YORK SUITE 1214

mm Pacific Coast Distributor:
Walter S. Gray Co.
1054 Mission St.

San Francisco, Cal,

Canadian Distributor:

The Musical. Mdse. Sales Co.;

79 Wellington St., W.
]

. Toronto . .

Western Distributor:

The Cole & Dumas Music Co.
430 So. Wabash Ave.

Chicago

Foreign Export:
Chapman, Ltd.
8-10 Bridge St.

New York City
.

mm

mi
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We'U Do the

Best We Can

But
Our sales to July ist are larger than for

the entire year of 1922. We don't have to

remind you that we -had some difficulty last

HHMMM^H year in filling your orders. Frankly, we— don't know where we stand this year. So
~ far we have been able , to take, care of this

doubled business without delaying shipments, and we do

not contemplate any difficulties. Just the same, it would
be just as well if you look into your Fall requirements

and let us know what you expect from us. Present

prices cannot be guaranteed indefinitely, but we do want

to know, as quickly as possible, how far and how fast

we will have to push our factory facilities.

Our Advice Is—
that you order immediately your Fall and Holiday order

and indir.atp, how vou would like vour deliveries snread

BRILLIANTONE
STEEL NEEDLE COMPANY of AMERICA, incorporated

Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass. I

370 SEVENTH AVENUE, at 31sf St., Suite 1214, NEW YORK
j

Pacific Coast Distributor:
Walter S. Gray Co.

. 1054 Mission St.

San Francisco, Cal.

Canadian Distributor:
The Musical Mdse. Sales Co.

79 Wellington St., W. .

Toronto

Western Distributor:
The Cole & Dumas Music Co.

430 So. Wabash Ave.
Chicago

'

Foreign Export:
Chapman, Ltd.

HIGHESTGRAOe NEEDLE INTHE WORLDMADEIN AMERICA BY AMERICAN LABOR

HALr TONE

In Envelopes of 100
Dance, Loud, Full, Pet-
mecky. Light or Half'

tone^

^lilHIBIlllllHIIIOIIIHI

MADE IN THE U.S.A.^
\ w. SUPERIOR STEEL /^ SUPERIOR STEEL ^

ElLLIANTOif
y NEEDLES ^

FULL TONE
(1 1 Hi I i ll I

I

'

l l III I ! l I ff

In Tins of 200
Dance, Loud, Full or

Halftone

In Tins of 300
With your name on each

can—all tones

Combination Record
Cleaner and Container

of 500 Needles
Dance, Loud, Medium

tt-JU Bridge at.

New York City
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"House of David Blues," played by the Chicago Blues Orchestra,

is one of those rare fox-trots that give you a restless, want-to-travel

feeling in both feet ten seconds after the needle drops.

Another rousing fox-trot, "Blue Grass Blues," by the same organ-

ization, is on the reverse side of this record—A-3923.

COLUMBIA GRAPHOPHONE CO.
New York

MUSIC MEMORY CONTEST SCORES

Much Publicity and Increased Interest in Music

Amply Repay Roberts Music Co. for Staging

Contest in Seward, Neb., Schools

Seward, Neb., August 4.—A very successful

music memory contest was staged among the

pupils in local public schools by J. R. Roberts,

of the Roberts Music Co., well-known Victor

dealer, of this city. Twenty-five carefully

selected Victor records were used in the con-

test and the competition was keen for the gold

medals which were donated by Mr. Roberts for

the winners. Considerable valuable publicity

was derived for the Roberts Music Co. as a

result and the intensified interest in things mu-
sical among the children is considered by this

enterprising dealer well worth the time and

money spent in promoting the contest.

CAR CARDS FOR VICTOR DEALERS

A new series of four brilliantly colored cards

for use in street cars has been prepared by the

Victor Talking Machine Co. The cards contain

illustrations of Victor console instruments and

also feature records. A plan has been formu-

lated whereby dealers will be furnished, free of

charge, with this advertising bearing their indi-

vidual imprints, providing that twenty-five or

more cards are ordered.

WM. R. BROPHV SAILS FOR EUROPE

Brunswick Recording Director Sails on "La-

conia"—Associates Assemble at Pier to Bid

Him Bon Voyage—May Meet B. E. Bensinger

Wm. R. Brophy, general manager of the re-

cording laboratories of the Brunswick-Balke-

Collender Co., New York, and one of the recog-

nized leaders in the recording field, sailed on the

S.S. "Laconia" a few weeks ago for a trip

Arrow Points to Mr. Brophy, Whose Friends

Bid Him Bon Voyage
abroad. This is Mr. Brophy's first vacation in

ten years and in order to properly celebrate

Ihe event his associates at the Brunswick re-

cording laboratories gave him a send-off.

While at the pier, Brophy's Brunswick Bitters

were distributed among the members of the

Brunswick party, who were keenly appreciative

of their many virtues. Among those who were

present when the "Laconia" sailed were Mr.

Brophy's daughter, Miss Beatrice Brophy; Wal-
ter G. Haenschen, director of popular recording;

Walter Rogers, director of classical recording;

Don Leopold, manager of the record department

of the Brunswick Co.'s New York division;

James O'Keefe, Simkler Darby, Heber McDon-
ald and others.

Geo. W. Case, Jr., Brunswick patent attorney

and well known throughout the talking machine

trade, also sailed on the "Laconia" with Mr.

Brophy. In all probability, Mr. Brophy while

abroad will meet B. E. Bensinger, president of

the Brunswick-Balke-Collender Co., who sailed

for Europe a few weeks ago.

ELINOR WARREN NEW OKEH ARTIST

Well-known Pacific Coast Pianist Joins Okeh
Record Makers—A Noted Composer

Miss Elinor Remick Warren, a talented young
Pacific Coast pianist, makes her first appear-

ance in the talking machine industry through
the medium of Okeh record No. 4873 in the

September list, issued by the General Phono-
graph Corp. Miss Warren, although only

twenty years of age, has already won consider-

able success as a composer, and among her

compositions that have been published are the

following: "The Heart of a Rose" and "Golden
Yesterdays," published by Harold Flammer; "I

Have Seen Dawn," published by the Boston
Music Co.; "Song of June," published by G.

Schirmer, Inc., and many others.

For her first Okeh record Miss Warren
selected two well-known compositions, "Papil-

lons" (Ole Olson) and "Country Dance Num-
ber 1" (Beethoven). Last Spring Miss Warren
appeared in several concerts at Aeolian Hall,

New York, accompanying such well-known
artists as Miss Florence Easton and Mme.
Matzenauer.

NEW MUSIC SHOP'S ANNIVERSARY

Wheeling, W. Va., August 2.—The New Music

Shop, 37 Twelfth street, this city, recently cel-

ebrated its sixth anniversary by inaugurating a

special sales campaign on its large stock of

talking machines, records and musical instru-

ments of all kinds. The concern has enjoyed

a record of successful growth during the six

years of its existence. Manager J. C. Diltz,

through aggressive merchandising, has aided

materially in the growth of the business.

SMITH MUSIC STORE BANKRUPT

London, O., August 3,—^An involuntary petition

in bankruptcy has been filed against Guy R.

Smith, doing business as the Smith Music Store,

at 25 South Main street here. Liabilities are

listed at $3,075.11. '

The Paula Phonograph Co., of Miami, Fla.,

has moved to new factory quarters near Bird

road and Grapeland boulevard. The concern

manufactures talking machines.

STYLUS BARS

Stylus Bar & Mfg. Co.
Clague Rd.

North Olmsted . . . OHIO
p. O.. ROCKY RIVER, O.

Ward's Padded Khaki
Moving Covers

for

Pianos

and all

Models of

Upright

and

Console

Machines

Distributors

BRISTOL & BARBER, INC.
3 E. 14th St. New York City

SHERMAN, CLAY & CO.
741 Mission St. San Francisco, Calif.

THE C. E.WARD CO.
Afanufacturera

NEW LONDON OHIO
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ODEON
and

FONOTIPIA
The Records with an International Reputation

Recorded in Europe Pressed in America

Our 3000 Series double faced 12 inch $1.25

Marvelous Orchestra Recordings by Marek Weber & Dajos Bela

Both artists are using a symphonic arrangement to interpret the pecuhar charm of European
Orchestra music. They follow the tradition created by the famous \'iennese W'altzking Johann
Strauss, by playing the first violin in their orchestras themselves.

This splendid combination, coupled with a repertoire of beautiful and melodious selections and the
superb recording technique, are responsible for the sensational reception of these records.

Our 5000 Series double faced 12 inch $1.50
The outstanding feature in these series is a set of three records, combined in an album, of the

UNFINISHED SYMPHONY by FRANZ SCHUBERT
(Complete with Album $5.00)

This immortal masterpiece has been recorded in its entirety and without cuts by the Orchestra
of the German Opera House, Berlin, and conducted by

EDUARD MORIKE

Our CELEBRITIES Series single faced 10 inch $1.00
12 " 1.50tt

These series comprise master recordings by

Maria Jeritza Giacomo Lauri \*olpi

Alaria Ivogun Xino Piccalu.ga

Barbara Kemp Riccardo Stracciari

and many others.

Our FOREIGN LANGUAGE Series double faced 10 in. 75c.
" 12"$1,25

Bohemian Italian Swedish
French Lithuanian Serbian
German i^Ie.xican Swiss
Greek Norwegian Slovak (Slavish)
Hebrew-Jewish Polish Slovenian-Krainer
Hungarian Russian Turkish

The ODEON and FONOTIPIA
Repertoires are offering a wealth of Specialties to the live-wire dealer with which to reach every
conceivable market and to stimulate his record business with Phonograph ]Music of an entirely new
conception.

MANUFACTURED BY THE MAKERS OF THE FAMOUS OKEH RECORDS

GENERAL PHONOGRAPH CORPORATION
OTTO HF.INEMAN, President

25 West 45th Street, New York City
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CLEVER PLAN FACILITATES DEMONSTRATION OF RECORDS
Revolving Record Racks in Demonstration Booths of Summerfield's Furniture Store, Worcester,

Mass., Eliminate Lost Motion and Wasted Time in Securing Records for Customers

If FV*^ GRAPHITE PHONOLiMu R J SPRING LUBRICANT
Ilsley's Lubricant makes the Motor make good.
Is prepared in the proi)er consistency, will not run
out, dry up or become sticky or rancid. Remains in

its original form indefinitely.
Put up in I, 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 tlie trade name of

FTTDFKA noiseless talking
l-i<JJ%.l-im^fl

. MACHINE LUBRICANT
J J'rite for st'ecia! pro ^os-lfion to jobbers

ILSLEY-DOUBLEDAY & CO.. 229-231 Front St.. NewYork

JOIN STAFF OF LOCAL OKEH BRANCH

Ray Wilson and B. Mishkind Added to New
York Okeh Staff—Both Well Known in Trade

The New York distributing division of the

General Phonograph Corp., New York, has in-

creased its sales staff in order to take care of

the requirements of the dealers in local terri-

tory. E. B. Shiddell, manager of the branch,

announced recently that Ray Wilson and B.

Mishkind had been added to the company's

sales force. Mr. Wilson, who is well known in

the local trade, having been identified with the

talking machine field for many years, will cover

the Yorkville district for the Okeh branch, and
Mr. Mishkind will travel in Connecticut and
New York State.

CARD BRINGS PROMPT PAYMENTS

Clever Collection Stimulator Reduces Delin-

quent Accounts

K.\NKAKEE, III., August 5.—The Lecour De-

partment Store here has adopted a plan for

stimulating collections which has proved xery

efficient. It consists simply of a little card bear-

ing the following message:

"Successful business demands prompt collec-

tions and prompt payments. We request prompt
payments in the same courteous spirit in which

we solicit your esteemed trade. Both are nec-

essary for our success."

The store pursues a very active policy in stim-

ulating the expansion of its credit business, but

simultaneously devotes a great deal of atten-

tion to maintaining standards of prompt pay-

ment from the very beginning of the opening of

a new account. There is a suggestion in this

for talking machine dealers who sometimes ex-

perience trouble in making collections promptly.

ENJOYS RECORDBUSINESS MONTH

Mutual Phono Parts Mfg. Co. Adds New Ma-
chinery to Plant to Facilitate Production

Andrew P. Frangipane, secretary of the Mu-
tual Phono Parts Mfg. Co., New York, reports

that July was one of the biggest months in the

history of the organization. The amount of

business placed during July of this year sur-

passes the total of May, June, July and August

of 1922. The exceptional volume of orders

placed during this Summer month presages con-

siderable activity on the part of talking machine

manufacturers for Fall production. The Mu-
tual Co. has added new machinery to its fac-

tory during the past month, substantially in-

creasing production facilities and providing in-

creased service for the prompt filling of future

orders.

Mr. Frangipane states that there is a strong

tendency towards steadily increasing prices on

raw materials, such as mica and metal, although

up to the present time this has not afifected the

prices of Mutual products.

GOLDSTEIN & ZAREM IN TROUBLE

A petition in bankruptcy has been filed against

Goldstein & Zarem, Inc., 127 East Twenty-third

street. New York City. Liabilities are given

as over $10,000 and assets over $2,000.

Mrs. E. Hoover Johnston formally opened a

new talking machine and wall paper store at

5841 Forbes street, Pittsburgh, Pa., late in July.

R. V. Lewis, manager of the talking machine
department of Summerfield's Furniture Store,

Worcester, Mass., has hit upon a clever and
successful idea for handling demonstration rec-

ords in booths with a view to the convenience

of both the salesman and customer, as well as

to their selling possibilities. In each booth in

the department is placed a large revolving rack.

On the outside is found space for four records.

The records are placed in large envelopes on

the outside of which appears the name of the

artist, the title of the selection and the type,

whether soprano or tenor solo, orchestra num-
ber, etc. When the customer is ushered into

the booth the salesman inquires what sort of

records are desired. If the customer wants a

dance selection the rack is turned and out of

one of the pockets is pulled a late dance num-
ber by one of the prominent orchestras. Should

the request be for a tenor solo, a number of

that type also is easily found in the rack, and

so on.

The plan is particularly convenient when the

customer desires to hear a particular machine

play records of various types. When the cus-

tomer is impressed with dance records it is

a simple matter for the salesman to go to the

record rack and pick out several corresponding

numbers, and the same holds good with other

types of music. Much time is saved, however,

at the outset when, instead of having to search

through the records for certain selections the

salesman finds them available on the rack with-

in the booth. The rack is large enough to hold

practically a complete monthly series of rec-

ords and it has been found that the system

serves to keep the dealer constantly informed as

to the selling possibilities of various numbers.

For doing this he keeps a record on the back of

the envelope and the number of sales of that

particular selection that have been made, and
can gauge his business accurately enough to

eliminate guessing in ordering.

Another good feature of the plan is that the

customer who comes in and insists on dance

records, if left alone for a while by the sales-

man, is, nine times out of ten, inclined to look

over the rack and play three or four selections

of other numbers, which in itself proves an ex-

cellent sales producer.

You will be

mailed a copy

September 1st

Watch
for it!

CERTIFIED
REPAIR MEN!-

This book will interest you!

There has heen a vital need and wide demand for precision

Repair Parts and SuppHes. Numerous requests from repair

men througliout the country have come to us for a catalog of

CERTIFIED REPAIR PARTS. Therefore, we have issued tliis

book—The Plaza Music Co. Repair Parts Catalog.

It contains enumerated description and illustration of parts

and suppUes that are GUARANTEED and CERTIFIED as to

exactness of manufacture and quality of materials.

Above all, you have this ironclad assurance:—

Every "Certified" repair part bears an uncon-

ditional money-back guarantee against all defec-

tive workmanship and materials.

Write for your copy to-day. It is free.

PLAZA MUSIC CO. 18 WEST 20th STREET
NEW YORK
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NEW BOOK ON MIJSIC APPRECIATION

Victor Talking Machine Co. Announces Im-
portant New Addition to Its Literature

Tlie Victor Tallying Machine Co. has an-

nounced that there will be ready for distribu-

tion a new and thoroughly original course for

the teaching of music appreciation in the ele-

mentary schools, the course in book form bear-

ing the title "Music Appreciation With Victrola

for Children." In announcing the new publica-

tion the company says:

"Our earlier publication, 'Music Appreciation

for Little Children,' designed for the kinder-

garten and primary grades, met with great favor

and did valuable pioneer service in this field.

However, in response to the insistent demand
of music supervisors and teachers, we have

enlarged, rewritten and revised the course to

embrace the work of the first six grades.
" 'Music Appreciation with the Victrola for

Children' presents a series of practical discus-

sions on the fundamentals of the study of music

appreciation, together with valuable helps and

Mr. Edison Man:

—

Don't Say

"KANT," say "KENT"
Write for catalog of complete line

The KENT No. 1

With "S" Sound Box

Has given complete satisfaction
for years

suggestions on organization and teaching, and
a complete course of more than one hundred
and forty definite sequential lessons, illustrated

throughout by Victor records. It has 288 pages;

is cloth bound with gold imprint, and contains

many illustrations in half-tone and color.

"This book will meet with a very heavy
demand, for it is the only complete course on
music appreciation in the elementary grades

on the market to-day." The list price of the

book is $1.50.

RECORDS SELL TALKING MACHINES

Selection of Proper Records for Demonstration
of Machine Has Important Bearing on Mood
of Customers and Sales Results

Experience has proved to progressive talking

machine dealers that the selection of records

used in the demonstration of machines has a

very important bearing on sales. One dealer

has instructed and taught his sales people to

try to analyze each machine prospect and before

demonstrating the instrument select music
which is certain to please the prospective patron,

thus placing him or her in a mood receptive

to the sales talk. A successful dealer stated

recently to the writer that he had discovered

that music which pleased customers made the

work of the salesmen in selling instruments

much easier. He also declared that where doubt

existed as to the musical preference of the cus-

tomer a waltz was the best type of music to

play, this because of the fact that waltz music

appeals both to lovers of the more enduring

type of music and to those who prefer jazz and

also to young and old alike.

SHOWING THE RECORD'S STRENGTH

San Pedro, Cal., August 2.—The San Pedro

Furniture Co., of this city, Columbia dealer, has

utilized a novel method of demonstrating the

strength of Columbia New Process records, at

the same time calling attention to the Columbia

phonograph. A New Process record is hung
from the ceiling of the display window by a

strong cord running through the hole in the

center of the record and another cord passing

through the same hole is fastened to a cradle

which is made fast to an upright Columbia
phonograph. A window card labels the stunt

as follows: "New Process Columbia Record
Holding a Weight of Over 150 Pounds."

PETERSBURG MUSIC STORE, INC.

Petersburg, Va., Aug. 6.—Papers of incorpora-

tion for the Petersburg Music Store, Inc., have

just been filed here, assigning a maximum capi-

tal of $50,000 and a minimum capital of $5,000.

The officers of the company are George B.

Carter, president; J. K. Fletcher, secretary, and

F. N. DeLuca, vice-president. The concern is

licensed to deal in and manufacture musical in-

struments and supplies and conduct a general

business in music.

PENDLETON HOUSE HOLDS OPENING

Pendleton, Ore., Aug. 4.—The Pendleton Music

House, of this city, recently held its formal

opening in its newly renovated warerooms on

Main street. The warerooms have been oper-

ated under their present name since January 1,

when the new owners took over the Warren
Music Co. The entire warerooms have been

remodeled and a new front installed.

August 15, 1923

MUSIC'S DELEGATE IN FRANCE

Mrs. Eleanor Starkey, of the Aeolian Co., Back
From Trip of Good Will Delegation

After spending about si.x weeks abroad as

representative of the Aeolian Co., New York,
in the Good Will Delegation to the Devastated
Regions of France, Mrs. Eleanor S. Starkey has

returned to New York City. The delegation

of which Mrs. Starkey was a member arrived

in France on May 30, making, together with the

guides and official photographers, a party of

112. Their first official act was. to place a

wreath, sent by the American Legion, on the

grave of the unknown soldier of France.

The outstanding feature of their trip was a

nine-day tour through the devastated re-

in War Devastated France

gions of France, including Chateau-Thierry,

Rheims, the Argonne, Soissons and Verdun.

Mrs. Starkey spoke of the latter place as being

the scene of the worst devastation. One of the

most impressive sights was the bayonet trench,

where a monument has been erected by Robert

Trent. The bayonets are still visible pro-

truding from the soil.

At Chateau-Thierry an old phonograph was

found in the corner of a hotel formerly occu-

pied by the American troops and a further

search revealed some Vocalion records. Mrs.

Starkey, as the only representative of the music

industries, was presented with a bouquet of

roses at Fontainebleau, where one wing of the

Fontainebleau palace was turned over to the

visiting Americans. The delegation sailed for

home June 30, after having been each individ-

ually awarded a bronze medal as a token to

those who came to assist France.

GRIFFITH INCREASING FLOOR SPACE

Newark Music House Takes Additional Store,

Giving It Large Increase in Floor Space

The floor space of the Griffith Piano Co.'s

Broad street, Newark, store will be nearly

doubled in a few weeks, when the store adjoin-

ing it on the South is annexed as an additional

showroom. The adjoining store has been the

property of the Griffith Piano Co. for a number

of years and has been occupied by H. Nadler,

a dry goods merchant. With the expiration of

the latter's lease a few days ago the Griffith

brothers grasped the opportunity for enlarging

their floor space and alterations were started at

once. The plastering will be done to match

that of the main store and the wall has been

cut through in two places to allow the move-

ment of pianos from one store to the other.

Dow R. Trent & Co., carrying a line of pianos,

Victrolas, sheet music and records, are about to

open for business in the Simonton Building,

North Manchester, Ind.

QUALITY IS NOT AN ACCIDENT
The superior quality of our COTTON FLOCKS for record manufacture is the

tinual study of the manufacturer's requirements—dihgent adherence to the use of

which will produce the best flocks and scrupulous attention to every detail of their

Numerous record manufacturers are profiting by the cleanliness and uniformity

product through "^uc^ion^in^spoilaje^^of jecord^^^^ MANUFACTURERS

r

result of con-
raw materials

manufacture.
of our

CLAREMONT WASTE MFG. CO. Claremont, N. H.

Reg. U. S. Pat. Off.

F. C. KENT CO.
Irvlngton, N. J.
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FAVORITE TONE ARM "L"

This Tone Arm is Made of Heavy Brass Tubing,
Nickel Plated $2.75

Gold Plated $4.50
SPECIAL COMBINATION—THIS TONE ARM

With "H" Sound Box (illustrated below) Nickel Plated $3.25
With "G" Sound Box (illustrated below) Gold Plated $5.00

Special Prices in Quantities. Inquiries from Jobbers Solicited

PHONOGRAPH SUPPLIES OF HIGHEST QUALITY. ALL FAVORITE MERCHANDISE GUARANTEED

MAIN SPRINGS
Price each

2 in. X .022 X 16 ft., Meisselbach No. IS $1.25
2 in. X .025 X IG ft., for Edison 1.25

1% in. for Edison Disc 1.25

114 in. X .022 X 17 ft., reg. for Victor 0.60

Hi in. X .022 X 12 ft., reg. for Victor 0.50
114 in. X .022 X 9 ft., reg. for Victor 0.45

Hi in. X .022 X 17 ft., inside bent arbor 0.60

Hi in. X .022 X 12 ft., inside bent arbor 0.50

VA in. X .022 x 9 ft., inside bent arbor 0.45

114 in. X .022 X 17 ft., botli ends bent 0.60

Hi in. X .022 X 12 ft., both ends bent 0.50
l>4in. X.022 X 9 ft., both ends bent 0.45,

1 3-16 in. X .025 X 16 ft.. Heinejuan No. U 0.60
1 in. X .025 X 12 ft.. Heineman No. 33 and 77. 0.40

1 in. X .025 X 10 ft., oblong hole, for Meissel-
bach. .Sonora and Krasberg 0.60

1 in. X .028 X 10 ft., for Columbia 0.38

1 in. X .022 X 10 ft., tor Columbia 0.30

1 in. X .020 X 1314 ft., for Victor 0.40

1 in, X .020 X 13V4 ft., for Victor, bent arbor.. 0.40

78 in. X .023 X 10 ft., for Blicl; motor 0.30

% in. X .023 X 10 ft., oblong hole for Meissel-
bach No. 9 0.30

% in. X .028 X 11 ft., pear shaoed hole 0.30

% in. X .025 X 10 ft., oval liole 0,28

% in. X .022 X 8 ft., German motor 0.25

%ln, X.022 X 8 ft., for Swiss motor 0.22

% in. X .025 X 11 ft., for Edison 0.22

1 in. X .025 X 18 ft., for Brunswick 0.65

1 in. X .022 1 9 ft.. for Meisselbach No. 12.. 0.30

COLUMBIA REPAIR PARTS
No. Vrice each

2951 Main springs 'S'l*
3451 Spring barrel head Complete 0.75

5008 Spring, barrel winding gear, old style,. 0.75

3834 Spring barrel winding gear, new stjle.. 0,75

5106 First intermediate gears Complete 0.40

5107 ,
Second intermediate gears Complete 0.40

12537 Worm gear for single-spring motor 0.30

12336 Bevel pinion single-spring motor 0.35

12333 Bevel pinion, regular style 0,75

12334 Bevel pinion, latest style 0.75

12235 Bevel pinion for old-style double-spring 0.50

12332 Bevel pinion disl! shaft Complete 1.00

13496 Male winding pinion 0.30

12490 Female winding pinion 0.30

3004 Governor shaft 0.40

11778 Driving shaft Complete 0,50

13796 Governor bails Complete 0.08

3570 Governor springs, each $0,02 Per 100 1.50

6739 Stylus bar Complete 0.35

5010 Universal attachment 0.35

13228 Winding crank. 3 sizes Each 0.35

Go\emor screws Per 100 1.00

Barrel screws. No. 2621 Per 100 1.00

Sound box tliumb screws Per 100 1.50

6 Sound box. nickel plated 2.25

PARTS—HARDWARE
Price each

5000 Crown gear for Blick motor $0.25

5001 Crown gear for aielophone motor 0.25

5002 Crown gear for Heineraan No. 0 0.25

5003 Tone-arm goose neck for Independent arm 0.25

5004 Governor pinion for imported motor 0.25

5005 Tone-arm base for Independent arm 0.25
Automatic nickel-plated lid supports 0.22

Automatic gold-plated lid supports 0.55

Piano hinge.s. nickel-plated, 15^^ in. long 0.22

Highly nickel-plated needle cups.. Per 100 2.00
Covers for cups Per 100 1.00

Highly gold-plated cups Per 100 7.00
Needle cup covers, gold-plated. . . .Per 100 5.00
Turntable felts, 10-in, round or square.. 0.15
Turntable felts, 12-in., round or square.. 0.18

Motor bottom gear for Triton motor 0.20

MEISSELBACH REPAIR
PARTS

Price each
P9764 Main springs for motors 10. 17. 19 $0.50
P9765 Main springs for motor No. 12 0.30

CP532 Governor Complete 1.50

P1504 Governor shaft, new .style 0.50
P1505 Governor shaft, old style 0.50
AP533 Governor ball Complete 0.10
CP644 Turntable shaft Nos. 16, 17, 19 1.25

CP645 Turntable shaft for No. 12 1.25

AP697 Spring barrel cup for Nos. 10, 17, 19.. 0.50
AP698 Spring barrel cup for No. 12 0.50
CPH13 Spring barrel shaft and gear 0.60
P1529 Brake lever, bottom plate . 0.10
P604 Bralce lever, top plate 0.10

AP528 Winding shaft for Nos. 10,17, 19 0.50
AP529 Winding shaft, straight cut, Nos, 16,

17, 19 0,50
AP530 Winding shaft, spiral cut, for 10:12.. 0.35
AP531 Winding shaft, straight cut. for 10:12 0.35
AP591 Brake lever 0.35
Cr530 Intermediate gear for Nos. 10, 17, 19. 0.90

M Winding cranks. 3 sizes 0.75
140 Speed indicator 0.45

HEINEMAN REPAIR PARTS
I'rice each

CP5226 Governor Complete $1.50
CP9799 Turntable shaft Complete 1.50

AP9924 Governor balls. 33; 77; 44 0.10
AP9925 Governor balls tor No. 0 or 1 0.10
P5004 Governor pinion for No, 0 0.25
P5003 Governor sliaft 0.75

CP0629 Speed indicator 0.45
P9764 Main spring for No. 33 or 77 0.40
P9765 Main spring for No. 36 0.28
P9766 Main spring for No. 44 0.60

AP9778 Spring barrel cup for No. 33 or 77.. 0.50
AP9779 Spring barrel cup for No. 36 0.50
AP9780 Spring barrel cup, tor No. 44 0.75
P97C2 Winding shaft for motor No. 33 0,50
P9966 Winding suaft for motor No. 36 0.35
5304 Winding shaft for No. 44 or 77 0.75
5007 Escutcheon Complete 0.15

AP9409 Turntable bralie 0.15
AP10072 Winding crank, 3 sizes 0.75

TONE ARMS
Price each

No. K, with sound box $L25
No. L, nickel-plated without sound box 2.75
No. L. gold-plated, without soim"d box 4.00
No. P, nickel-plated without sound box 2.75
No. P. gold-plated, without sound box 4.50
No. M, tone arm, Meisselbacli sound box 4.75
No. M, gold-plated Meisselbach sound box 7.50

SOUND BOXES
Price each

No. B-1 Bliss Sound Box. fit Victor $L25
No. B Balance, fit Victor 0.75
No. F Favorite, fit Victor (.75
No. I Nickel-plated, loud and clear 3.00
No. I Gold-plated, loud and clear, for Victor. 4.50
No. M Nickel-plated, mellow tone, for Victor... 1.75
No. M Gold-plated, mellow tone, for Victor. . . . 2.25
No. G Nickel or gold-plated, fit Victor 1.00
No. P Gloria patent, extra loud 3.00
No. P Gloria, gold-plated 4.00
No. H Imported, nickel-plated 0.75

STEEL NEEDLES
Price each

Brilliantone. all tones Per 1000 $0.45
Blue Steel Refleso. per package 0.07'/2

Wall Kane Needles, per package 0.06

VICTOR REPAIR PARTS
Price each

5012 Winding gear $0.60

5013 Turntable gear, slraigut cut, small teeth. 0.35

5014 Turntable gear, large teeth, straight cut, 0.35

5015 TurntalJle gear, small teeth, spiral cut... 0.35

6016 Turntable gear, big teeth, spiral cut 0.35

5021 Rubber back for exhibition box 0.35

6017 Rubber back for No. 2 sound box 0.35

5018 Governor collar 0.15

5010 Spring barrel shaft 0.6J

5020 Stylus bar for No. 2 box 0.35

5022 Styhis bar for exhibition box 0.35

5011 Attachment for vertical cut record 0.25
Governor springs, for Victor Per 100 1.00

Governor screws, for Victor Per 100 1.00

Governor balls, new style Complete 0.08
Needle arm screws for exh. box. per 100 1.50

Needle arm screws for No. 2 box. per 100 1.50

MICA DIAPHRAGMS
Price each

1 23-32 in. Victor Ex. Box. 1st grade $0.15

1% in., new Victor No. 2. very best 0.18

1 31-32 in., tor Sonora 0.20

2 1-16 in., for Meisselbach box 0.22

2% in., for Patlii new style 0.35
2 3-16 in., for Columbia No. 6 ; 0.25
2 9-16 in., for Pathe or Brunswick 0.45

SAPPHIRES
Price each

Path6 very best, loud tone, genuine $0. 1

2

Path4. soft tone, ivory setting 0.18

Path6, soft tone, steel setting 0.10
Edison, very best, medium tone 0.18
Edison, very best, loud tone 0. 15

Edison, genuine diamond L25

ATTACHMENTS
in Gold or Nickel-Plated

Price each

Kent, for Victor arm $0.25
Kent, for Edison with our C sound box 2.50
Kent, without box for Edison, nickel or gold... 1.60

For Columbia, plays Vertical records 0.25
Ki-nt special adapter with sound box, gold-jjlated

or oxidized 4.95

MOTORS
Distributors for Heineman and Meisselbach Slotors.

Best Prices. Immediate Deliveries.
Price each

Meisselbach, No. 17. 3-spring $15.00
Meisselbach, No. 19, 4-spring 17.00
Krasberg, 2 -spring 9.00
Krasberg, 3-spring 1 0.50
Krasberg. 4-sprine 1 3.50
Heineman, No. 36. 2-spring 7.50
Heineman, No. 33, 2-spring 8.50
Heineman. No. 77, 2-spring 9.50
Heineman, No. 44, 2-3pring 12.50

All motors complete with 12 in. Turntables.

ILSLEY LUBRICANT
Price eadi

25-lb Can S6.50
10-lb. Can 3.00
5-lb. Can 1.60
1-lb. Can 0.40
4-oz. Can 0.15

Special Prices in Quantities

FAVORITE MFG. CO., 105 East 12th St.

(Corner Fourth Avenue) N. Y. CITY
TELEPHONE 1666 STUYVESANT
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With the firm bow that so eloquently reveals a master's touch,

Toscha Seidel this month presents Schubert's "Valse Sentimentale
"

—Record 81006.

It is a quiet, graceful waltz—one of a collection said to have been
composed by Schubert as his share in the festivities of a small

Vienna coterie. Seidel's presentation is entirely unconventional
and altogether charming.

COLUMBIA GRAPHOPHONE CO.
New York

DEALERS COMBINE FOR AD DRIVE

Alliance, O., Victor Dealers Pool Interests co

Boost Sales of Latest Record' Releases

Through Advertising in Local Newspaper

CLEVER TRUCK AD SELLS RECORDS ADVOCATES "TALKERS" FOR COURTS

Hockett-Bristol & Cowan, Live Fresno, Cal.,

Dealers, Make Truck Pay Dividends

Alliance, O., August 6.—Although keen com-

petitors three music stores of this city, all Victor

dealers, get together each month in exploiting

the month's new record releases. The Alli-

ance Review, on the first of each month, uses

a stereotype mat of Victor records released for

the month, issued by the Victor Co. This is

reproduced, together with comment on the va-

rious records. All three of the Victor dealers

—

J. H. Johnson's Sons, Cassidy Drug Co. and

Vernon Music Co.—use a third-page space of

display advertising on Victor products. This is

the first instance in this section where competi-

tors have pooled their interests in this way.

Fresno, Cal., August 1.—Hockett-Bristol &
Cowan, live Edison and Columbia dealers, 1253

J street, this city, are securing a great deal of

excellent record publicity which is resulting in

sales from their delivery automobile. As may
be seen in the illustration, a large imitation

record has been secured to the body of the

GIMBELS FEATURE R C RADIO SET

During July a deal was closed by Gimbel

Bros., well-known department store, with the

Radio Corp. of America, involving a purchase

of 20,000 Radiola receiving sets. The only

model featured in this sale was the R C set,

which is well known in the radio trade, but

which will not be manufactured any longer.

Gimbel Bros., together with a chain of depart-

ment stores throughout the country, placed the

instruments on sale at a figure considerably

lower than the original retail prices.

Hocket-Cowan Music Co. Truck
vehicle. The record is covered with tin and is

four feet in diameter. Each late dance number
is featured on this record for one week. This

and the fact that local orchestras feature the

number at the same time have boosted sales.

NEW ARTISTS MAKE OKEH SPIRITUALS

THE WORD _;TLEASE" PAYS

Someone told Tom Dreier, who writes so in-

terestingly in Forbes Magazine, that not less

than $1,000,000 was paid last year for the use

of the word "please" in telegrams. This led

him to remark sententiously that "fortunately

it doesn't cost us anything to use it in our

daily conversation."

The Morehouse College Quartette, of Atlanta,

Ga., representing one of the best-known colored

colleges in the South, makes its debut in the

talking machine industry with two numbers

just announced on Okeh records. These selec-

tions were recorded during the recent trip of the

special recording expedition sent down to At-

lanta by the General Phonograph Corp. under

the direction of R. S. Peer. The first record by

this college quartette features two time-honored

colored spirituals, "Swing Low, Sweet Chariot"

and "Down by the Riverside."

"THE FAIRY-PHONE 99

Size: 26,.'jx20xn cm,

net weight: 2,5 kg

The best selling

toy-phonograph playing a 10-inch record,

very pretty, unbreakable,

extraordinary

cheap

Direct delivery through our German branch

Distributors wanted for Wholesale

Nordisk Polyphon A/S., Copenhagen, Denmark, Vodroffsvej 26

Texas Judge Predicts Time Will Come When
Talking Machines Will Be Used to Speed
Course of Justice and Cut Expenses

"It is my firm belief that before many years

have elapsed court proceedings will all be re-

corded by means of phonographic records," said

Judge E. B. Muse, of Dallas, Tex., in speaking
of the remarkable strides taken by science in

recent years.

"Such being the case," he continued, "instead

of long-drawn-out second and third trials, all

that will be necessary is for photographs of the

principals and the records of their testimony to

be placed before the judge and jurj'.

"Further, wills can also be recorded with any
parting admonition, such as the division of prop-

erty, included on the record.

"If a system of this kind were introduced

into our courts the decrease in the cost of court

proceedings can hardly be counted in dollars

and cents, because of its magnitude. Witness
fees would only have to be paid once. The
jury would have to be held about one-eighth

as long, to say nothing of the expense of special

prosecutors and the like. Judges would have

more time to dispose of more cases. Bailiffs

and other attendants could be greatly dimin-

ished. In fact, there are innumerable expenses
that could be eliminated."

BRAIN, WILL POWER AND LABOR WIN

Ignace Jan Paderewski, the great pianist,

whose Victor records are so universally popu-

lar, is, in the opinion of an eminent writer, an

outstanding example of the successful man.
Through his talents as a pianist he accumu-
lated a fortune only to give practically all of it

to his country, Poland, in the hour of her need.

Then he came to America on a concert tour and
in the short space of six months earned another

fortune of half a million dollars. Easy money?
Hardly. It has been a rule of Paderewski's life

to practice on the piano eight hours a day. He
was born, of course, with a gift and taste for

music, but it was brain and will power and labor

that made him the incomparable artist.

A PROGRESSIVE LACONIA DEALER

Leroy Thomas, who recently bought out the

interest of C. L. Howe, in the Portsmouth
Flower Shop, Laconia, N. H., has redecorated

the establishment and installed a number of

new record racks and two new booths finished

in white bungalow style, which are arranged in

a very attractive manner. Mr. Thomas enjoys

a very high-grade clientele in both Victor talk-

ing machines and records and the Poolev line.

F. Van Vogart, formerly manager of the Vic-

tor department of the A. E. Gardner Co., Iowa
Falls, la., is now manager of the talking ma-
chine department of the Davidson Co., promi-

nent concern in Waterloo, la.
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What Is the Worth of Your Trade Paper?
Value of Trade Paper Depends Upon Use Made of It—System for

Classifying and Preserving the Items of Value From Each Issue

"I don't have much time for reading," said

E. E. Peck, an Iowa wholesaler, recently, "but

there are two or three trade papers coming to

my desk which I always make it a point to read.

I do this even if I have to stick them in my
pocket and take them home with me.

"If I see anything in them that looks like an

idea or a suggestion that ought to fit in with

our business I make a note of the article on

the cover page, and when I take it back to the

office with me in the morning it is passed among
the executives or salesmen responsible for the

particular phase of our business to which it

applies."

Mr. Peck is a very busy man. He must read

to a purpose and to a point. Hence he selects

his trade papers as being the most valuable for

the time he has to spare. He has a very good
reason for doing this, and that reason is because

he has found that it pays.

Another Iowa business man whom I used to

know was a very careful and systematic reader

of his trade papers. His name was W. A. Spur-

rier, Jr., and he conducted something like four-

teen separate and distinct businesses with the.

same organization, all of which were more or

less closely related.

"There are dozens of workable ideas pre-

sented in your trade paper every year," he said

to me in telling about it, "but, for the most

part, the average man doesn't take affirmative

steps to preserve such ideas and such informa-

tion.

"We used to pile the trade papers on top

of the desk here and let them go. If anything

came up we ran through the pile and hunted

up the tip or the article we had read on the

subject. Sometimes we found what we wanted

and sometimes we didn't. You know how it is

when you are hunting for the thing that you

want.

"Then, about twice a year, we'd get tired of

that dusty pile of periodicals on top of the

desk and chuck them into the janitor's waste

basket; maybe some one in the office would

'borrow' the periodical and not bring it back.

From one cause or another we didn't seem able

to put our fingers on the thing we wanted.

"That's poor business—any one knows that.

I came face to face with the proposition a few

weeks ago, when an important article was lost

and I spent $3.30 in telegrams and two hours'

time trying to get another copy, and I decided

that it was time to call a halt.

Simple Filing System

"Vi'e arranged a simple system, at slight ex-

pense, which will make it possible for us to lay

our hands on the vital points of interest to us

brought out in each issue of our trade periodi-

cals. It is working to excellent advantage be-

cause we are finding it possible to use a great

deal more of the ideas presented than we
thought possible, simply because they are now
available at a moment's notice."

Then he went ahead and outlined the system.

It is so simple that any business man can make
use of it, no matter what business he may be

engaged in, or where his business may be

located.

Mr. Spurrier liked to take his trade papers

home with him to glance through in his hours

of relaxation. He marked on the cover of the

periodical the numbers of the pages on which

matter pertinent to his business was to be found,

and opposite each notation the initials of his

executive who was to read the same. As soon

as he returned to the office the following morn-

ing the trade paper was sent the rounds of

the executives. When they had read the par-

ticular matter called to their attention the peri-

odical was returned to the stenographer, whose

duty it was to make up a card index of the

article listed on the cover page

This index is alphabetical and arranged under

general headings like Advertising, Prices, Mar-

kets, Selling, Office Plans, etc., so that the par-

ticular plan, tip or article may be easily called

up when needed.

The card index is placed in a simple little

box cabinet such as can be purchased from any

office appliance house and is placed on a corner

of the stenographer's desk, says Chesla C. Sher-

lock in the Retail Ledger, Philadelphia. She

keeps the index and the file and is personally

responsible to have it up to date all the time.

The trade papers are filed away in a large,

legal-sized cabinet wide enough to take all sizes

of periodicals in plain alphabetical classification,

according to trade or branch of the trade and

the date of their publication. They are ordi-

narily kept in this file for six months, after

which they are destroyed as having lost their

timeliness, unless they are of such importance

as to cause them to be placed in the "Year"

file, where they are kept for a full year. All

periodicals taken from the year file have the

remaining important matter, which is quite

likely to be permanently important, clipped and

filed away in a scrap book.

This plan makes it possible for the business

man to have at his fingertips a constant source

of new and vital ideas applicable to his busi-

ness operations. The idea is at once practical

and inexpensive. The file is never cluttered up

with useless material, for the unimportant has

been sorted out at the first reading of the trade

paper. If certain issues contain nothing of im-

portance they need not be filed and so the file

can be ke'pt free of material that is not vital and
worth while.

Suppose a problem in merchandising came
up in the Spurrier office in the course of the

day's work. The girl was called in and some-
thing like this took place:

"Miss Smith, we are confronted with a prob-

lem in merchandising. Will you bring me the

periodical file index card on that subject?"

It was the work of but a few seconds for

Mr. Spurrier to run over the list on that sub-

ject and determine whether or not suggestions

covering the point were on the file. If anything
was located, it was the work of a few more
seconds to have it laid before him.

The advantage of -this plan is that it is "lift-

able," it may be used by any one who does

business, whether he be operating a crossroad

store or managing a mammoth manufacturing
concern. And it is just such liftable ideas as

this, applied by business men everywhere, that

are raising the standard of business the country

over and making the day's work easier. If it is

worth while to take your business papers it

certainly will be worth several times their cost

to you in the course of the year to be able to

put your hands on the information they offer

that is vital to your business.

Examples of Use
An example of how business' men have used

ideas taken from their trade papers to marked
advantage may be cited here as a basis for the

foregoing contention:

The very first one that comes to mind is

one which arose in the experience of W. A.

Spurrier, Jr., himself. Through reading build-

ing trade papers the idea grew in Mr. Spurrier's

mind that home builders are often handicapped

because they don't know just how their hard-

ware would look on the finished building or

were doubtful as to its serviceability. So Mr.

Spurrier spent some weeks trying to figure a

way in which to demonstrate his wares. At
last he built telephone booths which are minia-

ture bungalows in his store for the accommo-
dation of his customers and in which he had put

the lines of hardware he wanted most to push.

These booths, each wall having a different finish,

each window and door having different hard-

ware, attracted a great deal of attention and
caused local builders to flock to his store.

No man can be cheated out of an honorable

career in life unless he cheats himself, declared

Emerson. If you believe in yourself and in

your capabilities, you will not be cheated.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

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

Telephone: Oakwood 8845

MOUNT VERNON — NEW YORK
MANUFACTURERS OF

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE

DELIVER RECORDED WAX
TO OUR LABORATORY

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153

OUR
^ IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS
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Assure Yourself Larger

Fall Business with Sonora

Elite

$265

T F you have kept careful watch of business indi-

cations, you know that the coming fall may
become the most profitable in years. Your oppor-

tunity is at hand to place your business on a better

footing than ever before.

But to accomplish this, you must realize that

quality is going to have the undisputed right of

way and that the dealer who handles recognized

high quality merchandise will surely obtain the

lion's share of the fall business.

Take on Sonora right now and cash in on this de-

mand for the best phonographs. We can arrange

to supply your fall requirements if you will advise

your distributer or us at once.

Marquette
$125

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY NEW YORK
Canadian Distributers

SONORA PHONOGRAPH, Ltd. Toronto

THE INSTRUMENT OF QUALITY

onotj
CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributer named below who covers the territory in

which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

State of New York

with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

State of Indiana

Kiefer-Stewart Co.,

Indianapolis, Ind.

State of Nebraska and
Western Iowa

Lee Coit Andreesen Hard-
ware Co.,

Omaha, Nebr.

The New England States

Sonora Phonograph Co. of

New England,

221 Columbus Ave., Bos-
ton, Mass.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

The Magnavox Co.,

115 Jessie St., San Fran-
cisco, Cal.

Lower Michigan, Ohio
and Kentucky

Sonora Phonograph — Ohio
Company,

417 Bulkley BIdg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa

Doerr-Andrews-Doerr,

Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

C. D. Smith Drug Co.,

613 Arcade BIdg., St. Louis,
Mo.; St. Joseph, Mo.

States of Montana, Colo-
rado, New Mexico and
Wyoming East of Rock
Springs

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

Utah, Western Wyoming,
Southern Ideiho and East-
ern Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Illinois and Eastern Iowa

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, III.

Wisconsin, Upper Michi-

gan

Yahr & Lange Drug Co.,

Milwaukee, Wis.

Eastern Pennsylvania,
Maryland, Delaware, Dis-

trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St., Phila-
delphia, Pa.

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of
Pittsburgh,

505 Liberty Ave., Pitts-
burgh, Pa.

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

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

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory
south of Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St, New York

5«1
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Oar-o-lin-a Mam-my I'm lon^- in for you— Cai'-o-hn-a Mam-my

Carolina
MammAReal Southern

Mammy Son^

You carit -wrom
Vithany'FElSTSon^^^

INDISCRIMINATE GRANTING OF CREDIT A POOR POLICY

Losses Resulting From Dishonesty and Repossessions Because of Inability to Pay Are Evils of

Lack of Care in Extending Credit—How a Department Store Checks Up on Patrons

, Reasonable care must be exercised by the

talking machine dealer in granting credit to pro-

spective purchasers. Despite the fact that by

far the majority of people are honest and in-

tend tb meet their obligations promptly the

fact that they are permitted to purchase on the

instalment plan any instrument they desire

often leads to purchasing something beyond
their means. The ultimate result, unless the

dealer restrains the customer, is that payments

become irregular and sometimes repossession,

with all its attendant evils, is necessary.

To safeguard against such conditions many
dealers have evolved plans for determining the

credit standing of customers before the instru-

ment is delivered. The form reproduced below

is an excellent example of the thorough system

of the department stores to safeguard their own
interests. This particular form is used by the

talking machine department of Bamberger &
Co., Newark, N. J.:

Lease No
CREDIT APPLICATION

Talking Machine Division

Date

Name •

Residence How long.

.19.

Former Address

Business

Business Address

Employer How long

Owns Property

Landlord or Agent

Address •
•

Trade Reference

Personal Reference

Remarks:

Submitted: Ai>proved

Salesman Manager Dept.

A. R. Filante, manager of the talking ma-

chine .department of L. Bamberger & Co., who
has had wide experience in the talking machine

business, in commenting on the granting of

credit, declared that the average customer is in-

clined to recent the questions on a form such as

this and that only by the tactful explanation of

the salesman as to the reason for this precau-

tion before granting credit could antagonism

and embarrassment be averted. "The salesman

should put the matter right up to the customer,"

said Mr. Filante. "He should exercise the great-

est tact and diplomacy in putting the customer

in the position of the store if conditions were

reversed and, if this is done, in ninety-nine

times out of a hundred the patron will see the

light.

"I can almost instantly tell whether a cus-

tomer is straight and intends to meet his or

her obligations. I am more inclined to suspect

the customer who submits to the questions on

the form without protest or embarrassment

than to the customer who becomes indignant

and flustered. Because a person takes the mat-

ter coolly, however, is no reason why motives

should be questioned, but it is always better

to be careful. One never can tell and in the in-

stalment business an ounce of prevention is

worth a pound of cure."

OTTO HEINEMAN VISITS "WINDY CITY'

Otto Heineman, president of the General

Phonograph Corp., spent a week in Chicago

recently, making his headquarters at the offices

of the General Phonograph Corp., of Illinois.

He conferred with S. A. Ribolla, general man-
ager of this company, regarding sales plans for

the coming Fall and was gratified to learn that

the demand for Heineman motors in Chicago

territory showed every indication of hitting a

high-water mark during the 1923 Fall season.

Mr. Heineman also visited the offices of the

Consolidated Talking Machine Co., Okeh jobber

in Chicago, where, E. A. Fearn, president of

the company, submitted figures indicating that

Okeh records were gaining new friends in Chi-

cago territory daj' by day.

An attractive new furniture and talking ma-
chine establishment has been opened at 4441

Germantown avenue, Philadelphia, Pa., by Harry

Lenowsky, of this city. Modern fixtures have

been installed throughout.

THE SHELTON
Electric Motor
The "Simplicity" electrifies

Victor, Edison and Columbia
phonoRraphs by simply tak-
ing off winding handle and
placing motor against turn-
table. Automatic switch in

motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42n(l Street, New York

PRAISES SONORA DURABILITY

Geo. E. Brightson Receives Interesting Letter

From Sonora Owner—Instrum.ent Giving

Splendid Service After Being Mishandled

Geo. E. Brightson, president of the Sonora
Phonograph Co., New York, received recently a

very interesting letter from F. C. Goodyear,

Norwalk, Conn., owner of a Sonora phonograph.
In his letter, which constitutes a remarkable
tribute to the Sonora phonograph, Mr. Good-
year states as follows:

"In the Spring of 1916 the freighter 'Marion'

went down in Norwalk Harbor. Included in its

cargo was a shipment of Sonora phonographs
consigned to your local dealer. At that time I

was conducting the Roj-al James Inn at Nor-
walk. The day the 'Marion' was raised the

agent for the steamboat line came in for lunch

with the insurance adjuster. Half jokingly, I

think, the agent suggested that I might buy one

of the badly water-soaked Sonoras.

"I was not such a vain prospect and asked to

see the machines. I selected the least damaged
case. I had little to judge by in the matter of

motors, but I saw that they had been thor-

oughly bathed in oil before shipment. Notwith-

standing the days it had lain in the water and

mud of Norwalk Harbor a cabinet maker, for

very little cost, restored the case as good as

new; the motor ran perfectly—all I needed was
a motor board and crank handle.

"I have told the story of its reclamation to

hundreds of friends. Never have I heard a

sweeter or clearer toned instrument.
.
Nearly

every day one or the other of my three children

are playing it. Somehow it never jars one's

nerves. It is so mellow and unmechanical. You
may be sure that no offer of money could in-

duce me to part with my Sonora, which has

been such a companion of instruction and pleas-

ure. Not for 3;ears will I need a new machine,

but when I do you may take my word for it,

it will be a Sonora. (Signed) F. C. Goodyear."

NEW YORK FIRM BANKRUPT

A petition in bankruptcy has been filed against

Temistolle Mattioli, doing business as the Met-

ropolitan Music Store, 720 East 187th street,

New York City, which handles musical instru-

ments of all kinds.

ROADMAN'S
OOTHS
ETTER BUILT
ETTER DESIGNED

Designers and Manufacturers
Music Stores a Specialty

BROADMAN WOODWORK FIXTURE CO.
TELEPHONE DRYDOCK 9069

652 EAST 12th ST. NEW YORK, N. Y.
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The Necessity for Ethical Merchandising
Dissertation on Need for Practice of the Golden Rule by A. G.

Farquharson, Secretary, Music Trades Association of Southern Cal.

Sales of phonographs and records seem to

have been about normal during the past month
The volume of sales of the former do not ap-

pear to have shown the large increase to which,

month after month, dealers have become accus-

tomed in recent years, although there have been

increases over the corresponding period of last

year in all cases, but not so great. Managers of

departments are naturally anxious to show the

greatest possible increase and they grasp every

opportunity that presents itself for bringing

more new customers into their stores.

In the opinion of the majority of phonograph
managers, however, there is a great difference

between the new and the old and established

forms of advertising—old and established, how-
ever, only in that they must be strictly truth-

ful and follow along lines as laid down by the

old-line talking machine manufacturers in those

days when the latter were able to enforce their

opinions of fair and truthful advertising. It is

considered harmfid to the prestige of a house

to advertise sales which may be perfectly legiti-

mate and carried out to the letter in their fulfill-

ment, but which, nearly always, imply some-

thing beyond.

The advertisement may be set up in such a

fashion that an important word, modifying a

sales offer, is in small and insignificant type and

will easily escape the notice of the reader and

prospective buyer. Or, there may be an insinu-

ation that the sale covers other goods or makes,

which are, however, never meant to be included

in the sale. A moderately clever advertising

man can easily invent a score or two of ways

of misleading the pubHc and yet still keep

v/ithin tlie law. Then there is the scheme of

advertising ridiculously low terms and, at the

same time, instructing the salesme.n that the

conceding of such terms to customers will mean
the reduction of their commissions or the los-

ing of their position. These are tricks pure

—

or rather impure—and simple; they could be

played by two or more, but are generally de-

spised by the high-class houses.

Again, there are large and small houses which,

taking advantage of the custom of the majority

of their fellow dealers to charge a certain rate

of interest on deferred payments, or to accept

a minimum payment each month, advertise

verbally and in the newspapers that they will

charge a lower rate of interest, or none at all,

and will accept lower first and monthly pay-

ments. It is a curious fact that the dealers

who indulge in this kind of competition, invari-

ably boast that their customers make larger

payments than is required of them and although

they declare they stand ready to carry out the

advertised low payments it is not necessary.

Of course, a continual dose of such tactics

has the eflect of influencing the men who are

striving to sell quality rather than terms, and

who shrink from stretching, or playing hide-

and-go-seek with, the truth in advertising. They
find themselves wondering sometimes whether

so-called "merchandising" can cover every vio-

lation of the golden rule in regard to one's com-
petitor and justify a reckless attempt at all

times to fool the public.

Questions and conditions of these kinds arise

and have arisen in every big city and they gen-

erally lead to a general acceptance by all. One
by one, or several in a body, dealers slash their

terms or their rate of interest—generally going

one better or lower; sensational sales—with

jokers in them—are put on by one and all,

until all are equal in their schemes of "mer-

chandising" or degradation. After all that,

there is an armistice or peace.

"The survival of the fittest," shouts the big

merchant, and adds, "We want to serve the

public." "Merchandising," squeaks the little

man, who thinks that he can get away with

lower overhead and rise to be as big as the

rich "public servant." "Let us keep our busi-

ness on a high plane," sighs the old-established

dealer. "Everybody loses out in the long run,"

observes the onlooker. Recently a great

analyist of business and business conditions

stated that religion was necessary in business.

If this is true, then surely the merchant should

love his competitor as himself. It is quite pos-

sible that some day the merchant prince and

the little man and the old-established dealer

may have a few quiet moments of retrospection

just before retiring to take the long, long sleep.

It is said that such retrospections are very vivid

and complete. Will they feel justified in re-

spect to their duties to their neighbors? They
loved their neighbors as themselves—as far as

possible. But their competitors? Well, the

competitors were neighbors, of course, but in

business, you know, one cannot let sentiment

interfere. That would ruin all opportunities of

"merchandising."

CONFIDENCE
When you deal with Collings & Company you

have the assurance that your jobber is distributing in

a concentrated area.

Thus, during a shortage, your interests are pro-

tected, because allotments are not scattered in the pur-

suit of new business.

By supporting your logical jobber, you help build

a service of efficiency which a prospering retail busi-

ness demands.

COLLINGS & COMPANY
Victor Distributors throughout Northern New Jersey and Northeastern

Pennsylvania

Clinton & Beaver Sts. (Plum Building) Newark, N. J.

2
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"United ' Phonograph Motor-Users, Every-
where, Welcome This Innovation

In Motor Service n

All service men agree

that most phonograph
troubles are spring
troubles.

And all are familiar

with the difficulties

attending the replace-

ment ofa broken spring

in a customer's home. To replace spring, take off the two nuts

shown on triangular castirig and slip in

new United spring assembly.

The New Way-the ^^United^^ Way
replaces a spring in 2 or 3 minutes

—without even soiling the fingers!

To replace spring, remove set

screw at end of barrel shaft and
slip in new United spring

assembly.

It is simplicity itself—we sup-

ply our trade with the complete

spring assembly and all it is nec-

essary to do is to slip out the

old barrel and slip in new one.

On our No. 5 and No. 6 Models
all the repair man has to do is to

take out set screw at end of bar-

rel shaft, slip out the shaft and
exchange old barrel for new.

On our new No. 7 Series, he un-
screws the two nuts at the ends
of the suspension rods, puts in

new barrel and replaces nuts.

Dealers with customers on the

farm or at a distance, can send
new barrel and let the customer
make the exchange himself.

UNITED MANUFACTURING AND DISTRIBUTING COMPANY
9705 COTTAGE GROVE AVENUE, CHICAGO, ILLINOIS
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THIRTEEN EXCELLENT REASONS FOR LOSS OF CUSTOMERS 8'

Investigation Discloses Interesting Data Showin
Indifference of Salespeople Leads in

g Various Reasons for Discontinued Patronage-
Driving Trade Away From the Store

Thirteen reasons for discontinuing patronage
were given by 200 former customers of a mer-

chant in answer to a letter asking for an honest

expression of why they no longer favored him
with their patronage. The letters were sent to

- all customers on this merchant's books from
whom he had heard nothing for a year or

longer and the responses were as follows:

1. Indifference of salespeople 47*

2. Attempts at substitution 24*

3. Errors 18*

4. Tricky methods 18

5. Slow deliveries 17

6. Overinsistence of salespeople 16*

7. Insolence of salespeople 16*

8. Unnecessary delays in service ' 13*

9. Tactless business policies...... 11

10. Bad arrangement of store 9

11. Salespeople's ignorance of goods 6*

12. Refusal to exchange purchases 4

13. Poor quality of goods 1

Total .200

* Salespeople responsible for loss.

One hundred and forty, or 70 per cent, of

these customers said they discontinued their pat-

ronage because of seven ways in which the

store's salespeople failed to please them, says

the Philadelphia Retail Ledger. These seven

ways were thus described:

1. IndifTerence of salespeople 47

2. Attempts at substitution 24

3. Errors 18

4. Overinsistence of salespeople 16

5. Insolence of salespeople 16

6. Unnecessary delays in service '.
. 13

7. Salespeople's ignorance of goods 6

Custom~ers lost by these 140

Forty-seven, or 23^ per cent, gave as their

reason for leaving "indiflference of salespeople."

Sixty, or 30 per cent, of these customers were
lost because of six other things they did not

like about the store. But these six things lost

less than half the loss by the seven ways in

which the salespeople failed to please.

This merchant's experience shows the human
relations to be the most important factor in win-

ning, pleasing and holding a store's customers.

Customers expect salespeople to

Be alert.

Be courteous and respectful.

Be eager to serve.

Be attentive.

Be accurate.

Know the goods they sell.

Tell the truth about merchandise.

Call attention to new merchandise.

Give quick service.

A merchant can help his salespeople by

Giving proper training.

Giving incentives to better selling.

Keeping accurate records of what each sales-

person sells and does.

Rewarding salespeople according to their

ability.

NEW SONORA DEALER HELP

Advertising Window Valance Prepared by Com-
pany for Its Dealers' Use

One of the latest "dealer helps" devised by
the sales department of the Sonora Phono-
graph Co., Inc., 279 Broadway, New York City,

is a most attractive advertising window valance

which is furnished to Sonora dealers who de-

sire it. In response to many requests from
dealers the company has arranged with a manu-
iacturer to supply these valances to dealers at

the unusually low price of 90 cents a linear foot.

These valances are made of mercerized pop-

the valance, submit a rough diagram giving the

measurements of each frontage where he wishes

to place a valance. This includes front, sides

and door. The measurem.ents should be taken

from the outside of the window and should

show the exact measurements of the glass.

They will be made up to order in about two

weeks' time.

THOMAS A. EDISON MADE A KNIGHT

East Orange, N. J., August 4.—Thomas A.

Edison has received an honorary knighthood

for life conferred on him. by the Order of

Loyal Knights of the Round Table. The de-

New Sonora Advertising Valance

-FRONT WINDOW -FRONT WINDOW-t'

Diagram of Sonora Advertising Valance
lin. The body is in ecru, the name Sonora in

gold with the trimmings in blue. This color

combination follows out the Sonora plan and
is most attractive. The colors are guaranteed

sun-proof by the manufacturer.

It is suggested that the dealer, in ordering

gree was given Mr. Edison for his services in

the fields of invention, electricity and mechanics.

Mr. Edison is the second recipient of an hon-
orary degree in the order, Luther Burbank being

the first.

Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City

COLIN O'MORE IN GRAND OPERA

Colin O'More, popular tenor and Vocalion
record artist, has signed a contract to sing lead-

ing tenor roles with the San Carlo Opera Co.

during the coming season.

In the High Court of Efficiency one's stand-

ing is determined not by what he did yester-

day, or what he intends to do to-morrow, but

what he does to-day.

I

I

(I

More Sales
More Profits

IN

GILT EDGE 11

NEEDLES 11

jl "A Bagshaw Product" i|

1
1 Dealers are finding that our

'l
Assorted Display Stand is

1 1 a Silent Salesman for them,

'l
It shows at a glance our

I
complete assortment of

!| Gilt Edge Needles^O
I

packages of Loud Tone, 20

'l
packages of Extra Loud,

1 1 20 packages of Medium
, I

and 20 packages of the pop-

|j
ular Dance Tone— 100

,| packages in all, each pack-

|j
age containing 50 needles.

,| And the price for this

1

1 beautiful stand with needles

1

1 is only $5.00.

I| Your selling price is 10c a

; j
package or $1 0 for the com-

I
plete assortment. A clean

I
profit of 100 per cent for

I you.

I The Blue Steel Needle

I
That Plays 1 0 Records

I
Each Reflexo Blue Steel Needle

I
with three tones in one wall play

I
ten records perfectly on any

I
make phonograph. They are

I
scientifically made by the Bag-

I shaw Company, manufacturer of

I
the highest-grade phonograph

j needles in the world and guar-

I
anteed to give satisfaction. Once

I your customers have tried these

I needles they will never use any

I other kind.

j ASK YOUR JOBBER
I

WRITE FOR SAMPLES

I Reflexo Products Co.
s Incorporated

I Sole Agents for

I
W. H. Bagshaw Co. .

I Gilt Edge and Reflexo Blue Needles.

I Factory :—Lowell, Alass.

I
Office:—347 Fifth Avenue

I
New York City

illlllllllllllll Illllllllllllllllilllllllllllllllllllllllllllllllll Illlllllllllllllllllllllllllllllllllll lilllllllll

>'MW'<)-^»()-M»'()-^M'()-«»()'«H»'().W.(>«M
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PHONOGRAPH
Qrhe Aristocrat d/" Phonographs

You, too, can enjoy a new prestige

and constantly growing patronage

T TNEXCELLED beauty of tone—master^ craftsmanship in cabinet work—these fea-

tures of Widdicomb phonographs make an in-

stant appeal to discriminating buyers.

Merchants handling the Widdicomb find that

they are steadily broadening their prestige and
increasing their sales among people of taste and

good judgment. The twofold appeal of the

Widdicomb will help you to get your share of

this class of patronage.

It will pay you to investigate the possibilities

of the Widdicomb franchise. Write today for

catalog and complete details.

THE WIDDICOMB FURNITURE COMPANY
Grand Rapids, Michigan

Fine Furniture Designers Since 1865

NEW YORK: 105 W. 40th Street CHICAGO: 327 S. La Salle Street

Queen Anne Model 6

finished in Red or

Antique Mahogany or

IV a I n u t. Equipped
with albums for rec-

ords, automatic stop

and patented tone

control.

Adam Model 12

—

finislied in

Red or Antique Mxihogany or

Wahuit. Equipped with al-

btinis for records, automatic
stop and patented tone control.

Widdicomb Phonographs in Period Styles arc faithful inter-

pretations of the best designs of the old masters of the art

of ivood fashioning. They are the handicraft of an organi-

sation which for three generations lias enjoyed a reputation

for leadership as designers of fine furniture. Widdicomb
Phonographs play all records. Prices on the various models
range from $90 to $260.
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CARRIAGES HELP "TALKER" SALES AARON CO. HOLDS FORMAL OPENING RECEIVER FOR MERIDEN CONCERN

Brooklyn Dealer Finds That Baby Carriage

Line Brings Women Into Store and Paves
Way to Increased Talking Machine Sales

Prominent Victor Retailer Opens Handsome
Uniontown Store—Exclusive Victor Depart-

ment Attractive in Every Detail

Griswold, Richmond & Glock Co., Prominent

Connecticut Firm, Asks for Receivership

—

Plan Reorganization of Company

Talking machine dealers more than ever be-

fore in the history of the business are turning

to sidehnes to help defray overhead charges

and bring people into the store. In most in-

stances the sideline consists of some musical

product, such as small musical instruments,

sheet music, etc., but occasionally it is some-
thing entirely foreign to the music business.

This is the case with Ohio's Phonograph Pal-

ace, 687 Broadway, Brooklyn, N. Y., which fea-

tures Vocalion and Sonora machines and a line

of pianos and musical instruments, and which

recently added a line of baby carriages, baby
beds and furniture. Space which was formerly

largely wasted now is being used for this branch

of the business. The experiment has not only

proved very successful in fusing a cash busi-

ness with the instalment music business, but its

most important and far-reaching effect has been

to bring the mothers of the neighborhood into

the store. Of course, when a woman comes to

purchase an article of furniture for her child

the dealer does not neglect the possibility of

making a sale of a talking machine, musical in-

strument or some records.

There is a certain danger for the dealer in

handling a sideline in that the sideline may
dominate the merchant's time to the detriment

of his talking machine business, but if sidelines

are relegated to different departments and care

is exercised to subordinate them to the main

business in hand—selling talking machines and

records—the sideline can be made not only

profitable in itself, but it can also be made to

increase the sales of the regular line.

A. THALLMEYER RETURNS FROM WEST

Manager of Okeh Foreign Language Division

Visits Okeh Jobbers and Dealers—Co-operates

With Trade to Advantage

A. H. Thallmeyer, manager of the foreign

record department of the General Phonograph

Corp., returned to New York recently after an

ext-ended Western trip. He made his head-

quarters at Chicago and, operating from that

city, visited Okeh distributors and dealers

throughout the Middle West. He was gratified

to find that the General Phonograph Corp.'s

foreign language catalog is meeting with an

enthusiastic reception from Okeh dealers every-

where and because of his many years' experi-

ence in the foreign language record field, Mr.

Thallmeyer was able to give the jobbers and

dealers practical co-operation and assistance in

developing their business.

ALTMAN'S EXPANDING BUSINESS

Farmington, N. H., August 6.—One of the

attractive talking machine establishments in this

city is that conducted by P. M. Altman on Main

street. He carries a good Victor stock and

also a complete line of sheet music, small goods

and musical merchandise. In his talking ma-

chine section he has two well-arranged booths

and since he bought the store, which was for-

merly conducted by W. L. Bean, he has been

steadily enlarging his line and his business.

PRESIDENT COHEN IN LOS ANGELES

Los Angeles, Cal., August 2.—N. Cohen, presi-

dent and treasurer of the Wall-Kane Needle

Mfg. Co, Brooklyn, N. Y., accompanied by Mrs.

Cohen, has arrived in this city, where they have

remained two weeks. Mr. Cohen states that

he has opened up a considerable number of new

jobbing accounts in Southwestern territory en

route and remarked that business this Summer

has exceeded all other similar periods and that

the factory in Brooklyn is working to full

capacity.

Uniontown, Pa., August 7,—One of the most

important events in the local trade during the

past few months took place on August 1 and

2 when the Aaron Co. held a formal opening of

its new store in this city. This concern, which

owns housefurnishing stores in Connellsville,

Greensburg and Brownsville, Pa., has a hand-

some building in Uniontown, included in which

is an exclusive Victrola department.

The Victrola department in the new store is

located in the mezzanine floor and is equipped

with the most up-to-date furnishings. At the

opening floral offerings were received from Vic-

tor jobbers, and among the visitors who attended

the formal opening of the new store were Jo-

seph C. Roush and Wallace Russell, president

and manager respectively of the Standard Talk-

ing Machine Co., Pittsburgh Victor jobber.

Meriden, Conn., August 4.—Following the ap-

plication of the Griswold, Richmond & Glock

Co., well-known general merchandise and talk-

ing machine merchants of this city, a receiver

has been placed in charge of the affairs of the

concern. The receivership was requested by

Charles W. Glock, president of the company, to

safeguard the interests of the stockholders and

creditors. The assets of the company are esti-

mated at $400,000 and liabilities are declared to

be in the neighborhood of $260,000. It is

planned to reorganize the business.

Ray Grombacher, proprietor of the Music

Shop, Spokane, Wash., accompanied by his fam-

ily, was a recent visitor to the East, spending

some time at the Victor Talking Machine Co.'s

plant in Camden, N. J,

1 ,
Inn,

Another Use
For Loud Speaker

When the static is too great for radio reception

your AUDIOPHONE Loud Spealcer can be used
witli the Bristol Phonograph Record Reproducer
on your phonograph. Then you may have concert

or dance program without interruption.

Attached instantl)' without mutilating tiie instru-

ment in any way—the Bristol Phonograph Record
Reproducer can be used with any make of phono-
graph.

Equipped with sucli an outfit there are no disap-

pointtiients—it is always ready—never fails. For
dance music you have the equivalent of an orches-

tra, but without the expense.

The tone of the phonograph thus amplified thru the

AUDIOPHONE has volume enough to fill large

rooms and the quality is round—smooth—and beau-

tiful—entirely free from mechanical noises.

Remember that the saine AUDIOPHONE Loud
Speaker is used in common for both radio recep-

tion and phonograph record reproduction.

Write for Bulletin 3007 and we will advise wit ere

you may hear a demonstration.

THE BRISTOL COMPANY
WATERBURY, CONN.

Branch Offices:

Boston New York Pittsburgh Philadelphia

Detroit Chicago St. Louis San Francisco

Here is the Phonograph Dealer's comeback at Radio. You are the logical distributors for

the apparatus. Are you prepared to serve your customers? Many are now handling it.

We have representatives in many of the principal cities and would like to come to you

with demonstrations. ^

AUDIOPHONE
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^Aeolian
VOCALION
E- -B

A New Console Model of Unusual Beauty

Flemish Design PeriodModel

Specifications—Height, 35"; Depth, 22"
; Length,

35". Graduola—Velour Turntable—Gold-plated

hardware.

THE luxurious coloring and

classic Flemish design of

the new Aeolian-V o c a 1 i o n,

Style 1644, makes it worthy to

decorate the most luxurious

palace. Its simple, restrained

decoration is appropriate for

the most modest living room.

Style 1644 will be featured in

two woods: Dark brown ma-

hogany and dark brown wal-

nut.

Luxurious equipment adds

greatly to the appearance and

durability of Style 1644. The

gold-plated hardware and fine

velour turntable add much to

the "sell-at-sight"" quality of

this instrument.

The split top of this model is

an advantage which permits of

placing a beautiful vase or

lamp on this Aeolian-Vocalion.

Another improvement is the solid

horn door which drops down and

sUdes under, disclosing a silk and

wood grille.

The Graduola, which gives the pleas-

ure of individual expression and con-

trol of tone, is a feature which gives

the Aeohan-Vocalion an xmquestioned

advantage.

The Aeolian Company
AEOLIAN HALL NEW YORK

CO
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VOCALION
RED RECORDS

-a

» » H ^ m m n m a, ^

A Laugh in Every Line

SAVOY and BRENNAN'S
Only Records

"You Don't Know the Half of It"

"You Must Gome Over"

From Greenwich Village Follies—Recorded Exclusively for the

VOCALIONRED RECORDS
These dialogues which have made millions

laugh are so faithful in their brilliant,

true-to-life quality that it is like having an
encore of this act full of side-splitting

satire.

Everyone who has heard these popular
comedians will want this record. All who
have never heard "You Don't Know the

Half of It" and "You Must Come Over"
now have their opportunity.

f You Don't Know the Half of It ) »
No. 14619—10' iv ^ , r n f

( You Must Lome Uver j

Vocation Red Records Play on All Phonographs

The Aeolian Company
AEOLIAN HALL NEW YORK

Distributors
of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO.,

37 E. 18th St., New York City.

WOODSIDE VOCALION CO.,

154 High St., Portland, Me.

A. C. ERISMAN CO.,

174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,

505 Liberty Ave., Pittsburgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

O. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,

D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and

Vocalion Records,
529 S. Wabash Ave., Chicago, 111.

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,

Memphis, Tenn.

GUEST PIANO CO.,

Burlington, la.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,

Fargo, N. D.

STONE PIANO CO.,
826 Nicollet Ave., MinneapoHs,
Minn.

STREVELL-PATERSON HARD-
WARE CO.,

Salt Lake City, Utah

MOORE-BIRD CO.,
1751 CaUfomia St., Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. OHve St., Los Angeles, Cal.

MUNSON-RAYNER CORP.,
86 Third St., San Francisco, Cal.
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CROSLEY MFG. CO. HOLDS CONVENTION

Prominent Radio Manufacturer Holds Two
Days' Convention of Distributors—Powel
Crosley, Jr., Leads Interesting Discussion

—

New Crosley Models Meet With Approval

Cincinnati, O., August 3.—The Crosley Mfg.

Co., of this city, manufacturer of Crosley radio

sets, held a two-day convention recently at

which Crosley distributors and their representa-

tives from all parts of the country were in at-

Crosley Mfg. Co. Distributors Present at Convention

tendance. The convention was a decided suc-

cess and, from beginning to end, was a round-

table discussion, filled with practical and helpful

ideas for all the jobbers and their representa-

tives. The guests were first called together in

the WLW broadcasting studio on the top floor

of the main building of the Crosley plant, where

Powel Crosley, Jr., president of the company,

gave the delegates a careful and complete de-

scription of the new models in the Crosley line

and reviewed carefully the various apparatus

that the company has introduced so successfully.

In his discussion Mr. Crosley paid particular

attention to the new Crosley Model XJ, which

is similar to the well-known Crosley Model X,

one of the most popular four-tube sets on the

market. At the close of the meeting Mr. Cros-

ley addressed the convention visitors, starting a

discussion involving manufacturing and mer-
chandising topics of vital interest to everyone
present. Luncheon was served at the Cincin-

nati Business Men's Club, after which the dele-

gates were taken on an automobile tour of the

various plants in which Crosley apparatus and

printed matter is

produced.

The first stop on

this tour was that of

the National Label

Co., where circulars,

catalogs, etc., are

printed. From there

the visitors went to

the Precision Equip-

ment Co., the home
of the Ace radio re-

ceivers, and then to

the American Auto-

mobile Accessories

Co., finally visiting

the Crosley wood-
working plant, where

Crosley cabinets are

made. All these com-

panies are owned
and operated by

Mr. Crosley, who is

recognized as one

of Cincinnati's fore-

most manufacturers

and business men.

The visitors then assembled at the Hotel Sin-

ton, where dinner was served, during which

brief addresses were made by many of the dele-

gates in attendance, together with the Crosley

officials and Douglas Allen, advertising counsel.

CHANDLER CO.'S SPLENDID STORE

O. H. Kincaid and E. O. Payton have leased

quarters in La Grande, Ore., where they will

open a retail piano store with a full line of

Baldwin pianos. Both partners have repre-

sented the Baldwin Co. there in the past and

have wide experience in music merchandising.

QKefc^ Records
STRAND and OUTING PHONOGRAPHS

Brilliantone, True Tone, Tonofone and Gilt-Edge NEEDLES
DELIVERY BAGS AND ACCESSORIES

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION
Wholesale Distributors

210 Franklin Street BUFFALO, N. Y.

Dealer in Santa Ana, Cal., Attains High Degree
of Artistic Perfection in New Store Plans

Sant.\ Ana, Cal., Aug. 2.—Congratulations are

being received from all sides by the B. J. Chan-
dler Music Store for the high standard of in-

terior decoration attained in its new $90,000

building which was recently opened. Among the

features of the store are the walls, which have

a golden bronze appearance, accomplished by
special artistic construction, and adorned with

distinctive mirrors. Draperies made of the

rarest hues of silk, artistic floor lamps of ex-

quisite design and a unique indirect lighting

system combine to present real elegance.

The stock, consisting of over 100 pianos, and
an equal quantity of Victrolas, is proportion-

ately distributed over the two floors and base-

ment, five demonstration rooms being situated

on the mezzanine. The Chandler Co. has been

in the music business in Santa Ana for eighteen

years, occupying its former location at 11 West
Fourth street for fifteen years. With the open-

ing of this new establishment at 426 West
Fourth street it is predicted that other compa-
nies will follow it into this semi-residential

district, where enough room to grow is still

available and which is one of the best retail

sections of the citv.

SONORA USED IN BROADCASTING

Portable Machine Scores Triumph in Exacting

Test Given by the Radio

The Sonora portable is making good in

broadcasting work, according to J. Elliott Jen-

kins, of the Midwest Radio Central, Inc., Chi-

cago Broadcasting Station WDAP. In a letter

lo the Sonora Phonograph Co. of Illinois Mr.

Jenkins said last week:.

"The little Sonora portable phonograph is a

beauty and its fine, clear tone is splendid for

modulating our transmitter. Radiophone trans-

mission is a very severe test for sound waves
of any character. Any distortion or roughness

is greatly increased on its way through the

transmitter. After testing the little Sonora 1

can say that its tone quality is most excellent.

It has become one of the most useful articles

in the station."

STADLMAIR CO. CHARTERED
The Henry Stadlmair Co., to handle talking

machines in New York City, has just been

granted a charter of incorporation with a capi-

tal stock of $100,000. G. C. Henckel, G. G.

I\^reusler and H. C. Sorenson are the incorpo-

rators.

Elias Liner, who operates housefurnishings

stores in New Philadelphia, Pa., and Pottsville,

Pa., has discontinued the former establishment

and is planning enlargements to the latter store.

A modern ^talking machine and record depart-

ment is a feature of the business.
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Negro Records
A booming field discovered,

developed and led by OKeh

A LARGE demand always existed for records

by negro artists—particularly in the South.

But it remained for OKeh alone to first rec-

ognize and appreciate the possibilities that this field

had to offer, and, as pioneers in the field, to release

the first Negro Record. Since then, each succeeding

year has shown a remarkably rapid increase in the

popularity of OKeh Negro Records until today they

are nationally famous.

We are proud of this fruitful

field which we discovered and

developed. "The Original Race

Records ' are the best and most

popular records of their kind to-

day. Every effort is made to re-

lease promptly the latest hits that

have the greatest appeal to those

who buy Negro Records. These

hits are recorded only by Negro

artists whose fame and popularity

are unquestionably established.

Sara Martin, Mamie Smith, Eva
Taylor, Esther Bigeou, Lucile Bogan, Clarence
Williams and Handy 's Orchestra are but a few of

the famous colored artists whose talents are available

on OKeh Records.

The growing tendency on the part of white people to

hear their favorite "blues" sung or played by famous

colored "blues" artists, added to the already immense

demand by the colored race for such records, has

made the Negro Record field more fertile than ever

before. OKeh dealers are amply assured of getting

their full share of this booming demand, for they

alone have the privilege of offering to their customers

"The Original Race Records."

Records
The Records of Quality

MAMIE SMITH
{Exclusive OKeh Artist)

SARA MARTIN
{Exclusive OKeh Artist)

CLARENCE WILLIAMS
(Exclusive OKeh Artist)

cm:
Tha fVecord tJf ^aUty

General

Phonograph Corporation
OTTO HEINEMAN. President

25 West 45th St. New York
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Rich staccato chords and dreamy waves of full-throated harmony
follow each other in closely marshaled procession when the

Shannon Four sing "Swingin' Down The Lane" and "Underneath
The Mellow Moon"—Record A-3938.

perfectly

a perfect

With their booming bass and ringing tenor notes

blended, these numbers are all you could ask for in

male quartet record.

COLUMBIA GRAPHOPHONE CO
New York

COLUMBUS
Great Activity in Local Trade
— Store Changes, Remodeling

and Other Important Trade News

Columbus, O., August 7.—A feature of business

in this city is the excellent demand for records

of popular numbers.

Forest Cheney, inventor of the Cheney phono-

graph, spent three days in Columbus last week.

He claims two cities as his residence now,

Grand Rapids, Mich., where his factory is lo-

cated, and Columbus, where his wife and

daughter recently moved to live with his son,

F. Marion Cheney, because of the inventor

haying to be away from home so frequently.

During his stay here he spent considerable time

at the Robert L. Seeds Co., Cheney dealer, with

which firm Mr. Cheney's son is connected.

In order to make it easier for patrons to

own a Victrola and build up a record library,

the Z. L. White Co. has worked out a special

Victrola club plan of payments, which is result-

ing in good business.

The six w eeks' course in music for super-

REVOLUTIONARY

!

Automatic DUR-A-PRESS

1 Girl Does the Work of 4 Men
4 Perfect Records per Minute

DUR-A-PRESS CORPORATION
15 West Park Street Newark, N. J.

visors of music at Ohio State University was
so successful that plans for a school of music

at the Ohio State University are now under

consideration. This move is particularly satis-

factory to Mrs. Esther Reynolds Beaver, educa-

tional director of the Perry B. Whitsit Co.,

Victor distributor, who has been co-operating in

the movement.
Miss Ethel Boyl, formerly of Zanesville, is

now in charge of the Victor record department

of the Stewart Bros. Furniture Co.

J. G. Hobson has taken over the music store

in Chillicothe, formerly owned and operated by

Martin G. Chandler. He will handle Victrolas

and Victor records.

The Robert L. Seeds Co., Cheney and Colum-

bia dealer, has secured a twenty-year lease of

new and more commodious quarters at 112

South High street. The property, to be occu-

pied about September 1, consists of four stories

and a basement. After extensive remodeling it

will be one of the finest phonograph and record

establishriients in the city.

Victor dealers are happy over the fact that

another popular Victor artist will visit Colum-

bus during the coming concert season. This

artist is Mme. Schumann-Heink, who has always

had a big following here. Her concert is sched-

uled for the evening of November 7. Other

Victor artists scheduled to appear here are

Feodor Chaliapin, Russian basso; Erika Morini,

violinist, and Salvi, harpist.

The special list of "blues," recently released

by the Victor Co., was featured in a window
display at the Elite Music Store and resulted

in a good many sales of those records.

E. M. Levy, manager of the Victrola depart-

ment of the Otto B. Heaton Co., reports good

sales of the Victrola portable and the one hun-

dred dollar console.

Mr. and Mrs. Bertram Francis White have

just returned from a three weeks' honeymoon

motor trip and are now making their home at

844 Franklin avenue. Mr. White is associated

as traveling representative with the Perry B.

Whitsit Co., wholesale Victor distributor.

As a result of the State Music Memory Con-

test held here last Spring, a series of concerts

will be held in Lancaster during the coming

Fall and next Spring, under the auspices of the

Quota Club.

The first concert will be held in the City

Hall .Auditorium on' the evening of November 5.

Sophie Braslau, contralto, and Victor artist, will

be the attraction. The other concert will be

held at the same place on March 10 and Lam-

bert Alurphy, tenor and also a Victor artist,

will appear. The seat sale for this series will be

held at the Welton Music Co., Victor dealer.

Miss Mary Welton, of this firm, is on the pub-

licity committee.

Assisting the Quota Club in this undertaking

is Mrs. Esther Reynolds Beaver, educational

director of the Perry B. Whitsit Co., who
worked very enthusiastically during the State

Music Memory Contest and is happy over the

fact that this concert course has resulted from it.

NEW OKEH RECORD CLEANER

Service Item Has Many Practical Merits—Pic-

tures of Okeh Artists Make Cleaners Un-
usually Attractive—Will Appeal to Buyers

The advertising department of the General

Phonograph Corp., New York, has issued a new
service to its dealers in the form of a novelty

record cleaner, which is the exact size and color

of the well-known Okeh label, featuring a pic-

ture of a prominent Okeh artist with the name
of the dealer embossed in gold. As an adver-

tising medium this cleaner has a threefold

purpose, in that it keeps the Okeh trade-mark,

the name of the Okeh artist and the name of

the dealer constantly before the public.

Dealers may obtain assortments of pictures

or the picture of any particular artist, and
among the Okeh artists whose photographs are

furnished with these new cleaners are the fol-

lowing: Vincent Lopez, Michael Markels,

Sophie Tucker, Mamie Smith, Rega Dance Or-

chestra, Gerald Griffin, Crescent Trio, Aileen

Stanley, Ernest Hare and Virginia Burt.

THESE BURGLARS MUSICALLY INCLINED

As evidence of the universal demand for the

Davega stock of talking machines, records and

sporting goods, Abram Davega, vice-president

of Davega, Inc., reports that burglars again

broke into the 125th street store of the com-
pany and took away on memo a considerable

portion of the merchandise.

BRANCATI CHANGES NAME

O. M. Brancati, who operates a musical mer-

chandise store in the Harlem section of New
York City, has announced that beginning next

month the store, which was formerly known as

Brancati's Music Store, will be called the Royal

Music & Instrument Co. A large sheet music

department is maintained in the store, as well

as a full line of small goods.

TheA/^tx5en$a|jn for

IKis Baby i

GROW! ?
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HARPER & BROS. IN FINE NEW HOME

Publishers of "Bubble Books" Move to 49 East

Thirty-third Street—Famous the World Over

as Book and Magazine Publishers—New Home
Ideally Located and Perfectly Appointed

Harper & Bros., publishers of "Bubble Books"

and one of the world's most famous book pub-

lishers, are now located in a new six-story home

at 49 East Thirty-third street, New York. This

institution has been established in New York

New Home of Harper & Bros.

since 1817, having been located originally on
Dover street, moving in 1825 to Cliff street and
in 1853 to a large building in Franklin square

in the lower part of New York. The uptown

move into a more convenient neighborhood was
long contemplated and, after the mechanical

processes of printing and binding were trans-

ferred to the company's new plant in Jersey

City, the editorial, sales, advertising and text-

book departments moved into the new build-

ing at Thirty-third street, near Fifth avenue.

This new Harper building is especially de-

signed to express in its Georgian facade the dig-

nified traditions of one of the greatest publish-

ing hous.es in the world. On the second floor

of the new building are located the art depart-

ment, the office manager and the rest room; the

third floor is given over to the collection, circu-

lation, promotion and mechanical departments;

on the fourth floor are the assistant treasurer,

the bookkeeping, service, personnel and filing

departments; on the fifth floor is the vice-presi-

dent's office, customers' room, sample room, li-

brary and the special order, publicity, sales,

text-book and manufacturing departments; on

the sixth floor are the directors' room, presi-

dent's office, the office of the editor of Harper's

Magazine, reference library, literary, editorial

and advertising departments.

Among the famous authors whose works have

been brought out by Harper & Bros, are Dick-

ens, Thackeray, George Eliot, G. P. R. James,

Chas. Reade, Wilkie Collins, Mark Twain,

George DuMaurier, Bulwer Lytton, Walter Be-

sant and Thomas Hardy. To come down to

later days there are Sir Gilbert Parker, Mrs.

Humphry Ward, H. G. Wells, Conan Doyle,

Israel Zangwill and many others. Harper's

Magazine, which was founded in 1850, has won

fame the world over as a foremost exponent of

literature, art and scientific discoveries.

In the talking machine trade Harper & Bros,

have become popular through their publication

of Bubble Books, "the little books that sing,"

which were placed on the market in 1918 and

which during a period of five years have sold

to the extent of two million copies. Ralph May-

hew, who is known as the "Bubble Book" man,

is responsible for the introduction of the idea

of combining talking machine records with a

children's book and he has been ably assisted

by Miss Rhoda Chase, who has illustrated the

books, and Burgess Johnson, who has collabo-

rated with Mr. Mayhew in the preparation of

the verses.

Since the introduction of radio Bubble Books

have become even more popular than previ-

ously, for Mr. Mayhew has broadcasted Bubble

Book records regularly from WJZ station at

Newark, N. T. At the present time there are

THE BANCO
A Bank for Talking Machine Record*

and Music Savings

A new way to create cash sales—and carry your

message into the home.

Dealers and Jobbers, write at once for

full details — Get started for \Xmas.

PHILADELPHIA BADGE CO.
MANUFACTURERS

942 Market Street PHILADELPHIA, PA.

fourteen Bubble Books on the market, the two
newest ones being entitled "Chimney Corner"

and "Child's Garden of Verses." There is

hardly a town of any size in the country where
Bubble Books have no sales outlet. In fact,

the sale of Bubble Books has become world-

The Harper Home in 1825

wide and these books of children's verses in

record form are not only serving as a form of

entertainment, but as a valuable educational

medium to America's children.

MISS PATRICOLA^ND THE VOCALION

Well-known Vaudeville Artist Makes Her First

Recording for Vocalion Records

A new addition to the Vocalion Red record

list of artists and singers has been made re-

cently. Miss Patricola, who has one of the few

successful single female acts on Keith's circuit,

has made her first recording for the Aeolian

Co. This record was released as an August

special and was released for sale by Vocal-

ion dealers about the fifteenth of this month.

She has recorded one of the hit numbers of

"George White's Scandals of 1923," "Stingo

Stungo," coupled with a blues song by Donald-

son and White, entitled "Oh, Sister, Ain't That

Hot?" Both of her selections are accompanied

by the Ambassadors.

Miss Patricola is so well known among vaude-

ville theatre patrons that the Aeolian Co. is

sure this announcement is going to be welcome
news to dealers and record buyers throughout

the country.

LEVERICH RETURNS TO DESK

L. L. Leverich, advertising manager of the

Columbia Graphophone Co., is back at his desk

after spending two weeks' vacation at his new

home in West Englewood, N. J. Mr. Leverich

did splendid service in putting the house in

order, but also managed to find time to wear off

the tennis courts.
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for beauty—for tone—for price

STRAND
Model 40

Italian

Renaissance

Period

Console

:

Lists at

$200

DIMENSIONS:
42 inches

long

;

23^ inches

deep

;

height

34)/2 inches

;

walnut or

brown mahogany.

STRAND'S Third Year
-Study this new Strand Model 40 at $200

as an example of all the numbers in the new

Strand line.

No guessing for us—no more than in the

two years we are now completing.

We knew exactly what the conditions were

when we named the first "Strand."

We knew exactly the place we were to fill

—and everybody knows we have filled it!

We have been right pretty nearly 100 per

cent on the design, finish, dimensions and. re-

tail price of every Strand model we have
offered.

We were right all of 100 per cent in our

policy—and we have not deviated from it,

and shall not.

"Quality Product"

—

that stands. "Low
list"

—

that stands. "Long discount"

—

that

stands. "It's the dealer's turn now"—that's

two years old, but it holds good still!

These Strand flat-top Period Consoles are popular right now:

Model 23 Hepplewhite, $115; Model 230 Hepplevvhite, $125; Model 80

Queen Anne, $135; Model 260 Queen Anne "Special," $150; Model 10

Louis XV., $150; Model 20 Italian Renaissance, $175; Model 40 Italian

Renaissance, $200; Model 16 Italian Renaissance, $250.

These Direct STRAND Representatives Are Ready to Serve You:

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

ARTOPHONE CORPORATION, 1213

Pine Street, St. Louis, Mo.

ARTOPHONE CORPORATION. 317

Kan.sas City Life Bldg., Kansas City,

Mo.
CONSOLIDATED TALKING MACHINE

CO., 227 W. Washington Street, Clii-

caKO, 111.

OTIS C. DORIAN, 321 King Street,

E. Toronto, Ont.

A. C. ERISMAN, 174 Tremont Street.

Boston, Mass.

W. L. ECKHARDT (General Radio
Corp.), Tenth and Cherry Streets,

Philadelphia, Pa.

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

W. S. GRAY, 926 Midway Place, Los An-
geles, Cal.

L. D. HEATER, 357 Ankeny Street,

Portland, Ore.

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

R. J. JAMIESON, 625 Swetland Bldg.,
Cleveland, Ohio.

M. E. LYLE, 65i/> Walton Street, At-
lanta, Ga.

RICKEN, SEEGER & WIRTS, Globe
Bldg., Detroit, Mich.

STERLING ROLL & RECORD CO., 137

West Fourth Street, Cincinnati, Ohio.

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

L. C. LE yOIE, 412 Andrus Bldg., Min-
neapolis, Minn.

SHARP MUSIC COMPANY, 823 Fif-

teenth Street. Denver, Colo.

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

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

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

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

MANUFACTURERS PHONOGRAPH CO., INC., GEO. W. LYLE, President, 95 Madison Avenue. NEW YORK

m
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I Four-Minute Conference on Business Topics |

I No. 16—Your Follow-up—and How to Conduct It |
iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

The case is different where small articles are

GEORGE S. DALES CO. EXPANDS

Many a sale is actually made or the work
is well advanced in that direction—but is lost

through failure to follow up the interested in-

dividual.

Just how this follow-up work shall be done
depends, in very large measure, upon the class

of goods being sold. And for this reason the

same business establishment will often use dif-

ferent follow-up methods, as may be indicated.

In order to make this need very clear let us

take a rather striking example of a place of

business handling both large and small articles,

as automobiles and accessories; talking ma-
chines and records; washing machines and ham-
mers. These instances will serve to make the

point clear.

If a prospect is manifestly interested in an

automobile, a talking machine or a washing

machine good salesmanship demands that he

will be given proper attention at the time he

is in the store or place of business and that,

if he fails to buy, he will be promptly followed

up by a personal representative, who will find

out just what his needs are, what difficulty

stands in the way of an immediate decision and

by suitable means will keep alive the interest

already shown.

Frequently a great deal of tact will have to be

used in order that no offense will be given or

the prospect prejudiced in any way.

One salesman was very unsuccessful in his

follow-up work because he chose inopportune

times to see and talk to those he went after.

In fact, he had sort of a habit, without realiz-

ing it, of making a nuisance of himself. His

efforts actually represented a loss to his house

as they cost money and drove people away.

The tactful follow-up man will know when
to approach. Sometimes he will go by appoint-

ment or, if he takes his chance of finding the

prospect at liberty, he will be keenly alert as

to how much time he should take, or whetlier

he is justified in claiming a single moment.
The point is this: Those who are about to

spend a substantial sum of money usually do so

after consideration. Do not give them too mucli

rope or too much time to get out of the humor
of buying. And remember that if you are not

on the job in the follow-up work the other fel-

low probably is and will get the sale away
from vou.

sold, as accessories, records or hammers. The
chances are that the person who fails to buy

of you will soon buy of someone else. The
expenditure is not large and less thought is re-

quired. Nevertheless, follow-up work is much
needed in order to keep your establishment in

mind. Constaat newspaper advertising and di-

rect-by-mail approach regularly are necessary.

The newspaper advertising should be gauged to

reach all classes likely to be interested in what

you have to sell.

A mailing list should be built up and con-

stantly revised in order that it be alive and

complete. A circular or card sent once a month
to this mailing list will build business if it con-

tains a definite selling message. A letter once

in three months built large business for a

dealer who used it year in and year out.

The wise use of these two means of pub-

licity, with proper emphasis upon quality, con-

venience and service, will prove the best method
of combating "foreign" or out-of-town compe-

tition.

Occasionally these follow-up methods can be

supplemented by demonstrations staged where

there are gatherings of people, as at a fair or

an event attracting a good many people.

Folloza-up work may be briefly defined as keep-

ing in touch. You knoiv hoiv much friendship

amounts to when we lose sight of people alto-

gether—and how pleasant and profitable friend-

ship can be when zve keep in touch. This is true

in a business ivay and we need not be surprised

that people patronise those ivho have interest

citiingli to keep in touch constantly.

FRIEDMAN MUSIC SHOP CHARTERED

Newark, N. J., August 6.—Papers of incorpora-

tion were recently filed for the Friedman Music

Shop, Inc., which will handle sheet music and

musical accessories. The company will have a

capital stock of $50,000.

CARDENAS MUSIC STORE OPENS

Larrik), Te.\., August 1.—The formal opening of

the Cardenas Music Store took place here last

month, when local pianists rendered selections

of American and Mexican music.

FULL LINE of HARDWARE
FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

PORTABLE 5TAY-ARM

INVISIBLE HINGE

DROP DOOR HINGE

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

H. A. GUDEN CO., Inc.
227 CANAL STREET NEW YORK, N. Y.

Akron Business in Good Shape—Music Dealers

in New Mutual Protective Association—Other
Important Activities of the Trade

Akron, O., August 6.—The music business had

its biggest month of 1923 in June, according to

the monthly bulletin of the Akron Merchants
Association, with which retail music dealers are

affiliated. This increase was 27.97 per cent over

the same month last year. Meanwhile July and
early August business is holding its own with

a call for the $115 to $150 machines. Portable

instruments have come into their own and
helped some of the stores maintain their Sum-
mer volume. Many firms have salesmen scout-

ing through the rural territories hereabouts,

with excellent results in sales.

The talking machine department of the

George S. Dales Co., Victor distributor, will be

greatly enlarged under the plan of expansion

to become effective early next year, George S.

Dales, head of the firm, announces. The sales

and display floor will be fully twenty feet wider.

This will give more space for the record booths

as well as the display floor. The Dales Co. has

completed negotiations for the building adjoin-

ing its present store. Alterations will not be

started until Spring. The talking machine de-

partment will continue on the second floor.

Akron music dealers are enrolling with other

retail merchants in the formation of a Mutual

Protective Association. The proposed division

will function in the apprehension and prosecu-

tion of shoplifters, check workers, charge ac-

count swindlers and other store criminals.

The Kirk Furniture Co., South Main street,

a new Sonora representative in Akron, plans

extensive remodeling so as to give more space

to its phonograph section.

The store of the Kratz Piano Co., Edison

and Victor distributor here for thirty years,

will remain at its original location, 29 South

Howard street, it was announced recently. It

was planned three years ago to erect a modern
business block on South Main street, and officials

of the company at that time purchased a site,

but this plan now has been dropped.

The Federman department store, one of the

largest in Akron, will add eight new depart-

ments, including a talking machine and general

music section.

The Starr phonograph and Gennett records

are holding their own this Summer, according

to Charles Currie, manager of the Superior

Music Parlors, in which these lines are featured.

C. E. GOBER ENTERS FIELD

Keene, N. H., August 6.—One of the most popu-

lar music merchants of this city is C. E. Gober,

proprietor of Gober's Music Shop, which was

known as the Sturtevant Music Co. until it was
purchased by Mr. Gober. A fine stock of talk-

ing machines, records, sheet music and musical

merchandise is handled by this enterprising

merchant, who is widely known locally as a

musician.

C. Rhindfleisch has been appointed manager

of the talking machine department of Chase &
West, Des Moines, la., Victor dealers.
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JeweHone
Reproducera«</ToneArm

Original and Exclusive Features
Plays Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 8^^", 9}4", 10^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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Charles Hackett's voice is at its glorious best this month in "Heaven
At The End Of The Road" (Osgood)—Record 80562.

This song is a ballad of Ireland, with a sw^inging, insistent rhythm
and a note of cheer in its text. Hackett's splendid enunciation

brings out every w^ord with crystal clearness; and his Irish blood
helps him impart just the wealth of feeling this song demands.

COLUMBIA GRAPHOPHONE CO.
New York

BEEDLE CO. HOLDS FORMAL OPENING M. BERLOW JOINS GREATER CITY P. CO.

Old Keene, N. H., Music House Now in Large

and Attractive New Store

Keene, N. H., August 6.—The Beedle Piano Co.,

of this city, last week held the formal opening

of its new store at 24 Main street. This house

has been in business more than thirty years and

the move has been made necessary because of

the constantly expanding business which it has

enjoyed. The new store is modernly equipped

throughout; in fact, it is one of the finest ware-

rooms in New England. Among those who
were present were representatives of the Oliver

Ditson Co., Eastern Talking Machine Co., M.
Steinert & Sons Co., Silas E. Pearsall Co. and

the New York Talking Machine Co. The com-

pany handles the following lines: Victor talk-

ing machines and records, Gulbransen, Bram-
bach, Pease, McPhail and Cable-Nelson pianos

and Conn band instruments.

Well-known Wholesale Man Now With New
York Sonora Jobber—Thoroughly Experi-

enced in Handling Dealers' Needs

Maurice Landay, president of the Greater

City Phonograph Co., 234 West Thirty-ninth

street. New York, Sonora jobber, announced re-

cently the appointment of Max Berlow as a

ber, and he brings to his new position an ex-

tensive knowledge of phonograph merchandis-

ing, which will enable him to give Sonora deal-

ers practical service and co-operation. Accom-
panied by Mr. Coleman and Arthur Morris, of

the Sonora sales division, Mr. Berlow visited

the Sonora factories at Saginaw, Mich., re-

cently, acquiring an intimate idea of the care

and consideration that are bestowed upon every

detail of Sonora construction.

WRC STATION NOW IN OPERATION

Washington, D. C, August 5.—A giant broad-

casting station, to be known as WRC and lo-

cated in the new Riggs Bank Building, Four-

teenth street and Park road, began a regular

broadcasting service on August 1. The Radio

Corp. of America owns and operates the station,

which promises to be one of the most important

broadcasting units in the country.

NEW HOME FOR J. D. McCARTHY

Lewiston, Me., August 6.—J. D. McCarthy, live

local music merchandiser, recently moved his

business into fine new quarters at 25 Lisbon

street. The growth of his business is indicated

by the fact that the present establishment has

three times the floor space of the former store.

Mr. McCarthy is well known in local music

circles; he is an accomplished musician and he

has also been responsible for bringing many
well-known artists here for concert appearances.

Columbia phonographs and records and Okeh
and Vocalion records are handled, as well as

a complete line of pianos.

CLARENCE WILLIAMS EXCLUSIVE OKEH

DOES BIG BUSINESS IN SMALL TOWN

SoMMERSwoRTH, N. H., August 7.—The August

Jean Music Store, which features the Brunswick

and Columbia records, as well as sheet music

and general musical merchandise, although situ-

ated in a town with a population of but 5,000,

does a splendid business. This concern has one

of the finest equipped music establishments in

this section.

Max Berlow

member of the company's sales staff. Mr. Ber-

low, who has been identified with the talking

machine industry for the past fourteen years, is

one of the veterans of the wholesale trade and
has a host of friends in the industry who will be

delighted to learn of his association with the

Sonora jobber in New York.

According to Mr. Landay's present plans Mr.

Berlow, together with Sidney Coleman, will

cover the Sonora trade in New York City. Mr.

Berlow was previously associated with the

Knickerbocker Talking Machine Co., Victor job-

Clarence Williams, the well-known composer,

publisher, singer and pianist, as well as Okeh
lecord artist, recently signed a new contract,

whereby he will record for Okeh records exclu-

sively. An Okeh record featuring two piano

solos by Mr. Williams, entitled "Mixing the

Blues" and "Weary Blues," has just been placed

on the market. Mr. Williams is also well

known for the accompaniments that he plays for

Sara Martin and Eva Taylor, both well-known

Okeh artists, for whom Mr. Williams has com-
posed special "blues" numbers.

It is oftentimes well to put your soul, and

not just your soles, into striding ahead.

PORTABLE

PAL
PH ON O GRAPH

Mahogany—Walnut —Fabrikoid

Retail Price $35
Liberal Discounts

Pacific Coast Distributors
Munson-Rayner Corporation

Los Angeles and San Francisco

'*PAL'' sells the year
'round

It is just as big an item in Fall and Winter
as it is in Spring and Summer—because it

is a complete phonograph made light

—

compact—convenient.

Beautiful to look at. Good to listen to.

Built to last. And sold at a price that

actually convinces the buyer he is getting

his full money's worth.

Write for illustrated circular!

PLAZA MUSIC CO.
18 West 20th Street New York
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SALT LAKE CITY
Dealers and Jobbers Report Impr

perity Presages Busy Fall Season

oved Business—Industrial Pros-—Month's News of the Trade

Miss Swan, of the Peckham Furniture Co.,

Caldwell, Idaho, Brunswick dealer, is spending
her vacation in Alaska.

R. F. Perry, of the local Brunswick branch,

has gone to spend a week at Brighton, a resort

in Big Cottonwood Canyon.

Salt Lake City, Utah, August 6.—The talking

machine business seems to show an improve-

ment again; indeed, some of the local men
claim it has been good all Summer, though

others report a slump of a rather definite char-

acter. The John Elliot Clark Co., Victor dis-

tributor and dealer, reports the retail business

as making a stronger showing than the whole-

sale, though Mr. Bain, who has charge of the

wholesale department, said the wholesale is

picking up nicely. W. G. Sadler, of the firm,

has just returned from a trip through Idaho,

where he found business conditions excellent.

He said his tour had been very successful.

The Victor people are finding a better de-

mand for Nos. 210, 215 and 220 than anything

else, according to Mr. Bain. Dean Daynes,

speaking for the Consolidated Music Co., said

they have done well with portable machines this

Summer. The Daynes-Beebe Music Co. reports

business as "good," as does the Glen Bros.-

Roberts Piano Co., which has aggressive men
at the head of its phonograph department. The
O'Loughlin people report a nice phonograph

business, in spite of the fact that they have

branched out into other lines and cannot give

the talking machine sales all their attention as

heretofore. Speaking for the Brunswick Co.,

R. F. Perry told the writer that things looked

good in Idaho, from which State he had just re-

turned after a business trip covering two or three

wrecks. Mr. Perry said he thought there would

be a satisfactory business this Fall from the

Idaho territory.

The industrial conditions in Utah and its dis-

tributing area are highly satisfactory. Crops

are good and prices for most things are satis-

factory, with excellent transportation facilities.

Mines are working steadily, factories are busy

and there is no unemployment. In addition to

this Utah is rapidly gaining fame as a scenic

State and this year sees a greater "crop" of

tourists than ever before.

Mrs. Frances Elliot Clark, mother of John

Elliot Clark, of this city, is spending her vaca-

tion here with her son. Mrs. Clark, who is head

of the educational department of the Victor Co.,

gave a talk to the Victor dealers and their em-

ployes at the offices of the Consolidated Music

Co. a day or two ago.

C. B. Sampson, of the Sampson Music Co.,

Boise, Idaho, Victor dealer, was a recent visi-

tor to this city.

O'Loughlin's, on Main street, Brunswick

dealer, has opened a radio department. This

well-known house is to install in the near fu-

ture a passenger and a freight elevator service.

The second floor is to be remodeled to make

room for expansion of the business.

The Daynes-Beebe Music Co. is running the

new talking machine department at the Zion

Co-operative Mercantile Institution.

M. S. Browning, of the Browning Bros. Co.,

of Ogden, is dead. He was one of the best-

known capitalists in the Mountain States and

was a brother of John M. Browning, world-

famous gun inventor.

Branch Manager Spratt, of the Brunswick-

Balke-Collender Co., is at present on a short

fishing trip in eastern Utah.

The Brunswick office announces the appoint-

ment of two new dealers in Salt Lake City,

where the Brunswick line will be handled by the

Daynes-Beebe Music Co. and the phonograph

department of the Z. C. M. I.

M. W. Lundstrom has been appointed man-

ager of the phonograph department of the

Lundstrom Furniture & Carpet Co., of Logan,

Utah. This concern handles the Brunswick and

Sonora lines.

The Jenkins Furniture Co., Brunswick dealer,

of Boise, Idaho, reports greatly increased sales

in its phonograph department, with prospects

bright for an early Fall business. W. B. Har-

per has been appointed manager of the Bruns-

wick department, succeeding Mr. Quereau.

Mr. and Mrs. J. C. Bruce, of the Bruce Music
Co., Pocatello, Idaho, were recent visitors.

Mr. and Mrs. Fred Wright, Brunswick deal-

ers, of Evanston, Wyo., have recently returned

from a motor trip through California.

Edward Thoreson,"of the Palace Drug Store,

Blackfoot, Idaho, recently announced the open-

ing of his enlarged store. He has added a very

attractive music room to care for his increasing

phonograph and record business.

T. Hansen, Brunswick dealer, of Ephraim,

LUah, was a visitor to Salt Lake City during

Merchants' Week.

PIONEER EDISON DEALER IN MAINE

Gardiner, Me., August 6.—The H. F. Twombley
Co., 211 Water street, this city, is one of the

oldest Edison dealers in all New England. Mr.
Twombley is an enthusiastic Edison booster and
has been for many years past, and has success-

fully sold the Edison phonograph and Edison
records for manv miles around.

NEW VICTOR STORE IN SANFORD, ME.

Saxford, Me., August 6.—The most recent addi-

tion to the music stores of this section is the

establishment opened at 164 Main street by N.
Lausiere. The store has been attractively ar-

ranged and the complete line of Victor talking

machines and records is handled.

BtiBBLB Books
Sell Your Whole Store

Let me sin^

io your child
!"

And when Mother sees the joy that

her child gets from that first Bubble

Book, she'll want to buy all fourteen.

Naturally, yours is the store she will

come to if you've introduced her to

Bubble Books.

You've made a friend of that mother

—

She'll patronize your store in prefer-

eice to your competitor's.

Have your Bubble Book stand in a

prominent place and it will make

friends for you.

B^IBBLE Bootes
that Sing"

The easiest way to win the

good-will of customers is

through their children. You
know how freely the most ret-

icent mother will talk, if you
get her started on the subject

of her little boy or girl.

That's why we say that Bubble
Books will sell your store.
They "talk" your praises to

the mother through her child.

For all children love these
"books that sing" their fa-

vorite nursery rhymes and
games.

I

This stand No. A
2 is yours FREE
with an order for

*

3 gross of . Bubble

Books.

Send for list of

free selling helps.
'

By RALPH MAYHEW
and BURGESS JOHNSON

Illustrated by Rhoda Chase

Retail at $1.00 with three records

When you sell one you sell a habit

and when you sell a habit, you're

building business.

HARPER & BROTHERS, BUBBLE BOOK DIVISION

Established 1817 49 East 33rd St. New York, N. Y.
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DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS
TONE ARMS Grey Iron

REPRODUCERS and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

Direct Quantity Importations On
JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

D. R. DOCTOROW Vanderbilt Ave. Bldg.

SI East 42nd Street, New York
Tel. Vanderbilt 54^62

Murray Hill 800

MICKEL BROS.' FINE ORGANIZATION

Extensive Plans Under Way for Big Fall Busi-

ness—Trade Conditions Improve

Omaha, Neb., August 6.—The illustration shows

the good-looking and peppy executive, service

and sales organization of Mickel Bros. Co.,

Victor distributor of this city, with which the

Des Moines house of the same name and the

Ross P. Curtice Co. were recently consolidated,

as reported in The World. Left to right, stand-

ing, are to. be found Earl H. Haglind, Edw. W.
Lundquist, Belle H. Smith, E. N. Bowerman,
Hugo G. Heyn. Those sitting are Will E.

Mickel, H. B. Sixsmith, Geo. E. Mickel, E. V.

Propst, W. O. Welker, Phil E. Haney. The
only member of the organization missing is H.

W. Burnett, who, unfortunately, was ill when

Fall business, according to Hugo G. Heyn, sales

manager of the company, who states that busi-

ness conditions in the Middle West are im-

proving steadily. This is indicated by the

STRESSES WINDOW IMPORTANCE

"Regardless of the size of his store the retail

merchant who will pay special attention to his

windows and who will make the best possible

use of the material furnished him by the manu-
facturers of the lines he handles will find his

sales-curve mounting steadily upward," declares

H. A. Chaffin, advertising manager of the Enoz
Chemical Co., Chicago. "This principle applies

equally well to the merchant in the quiet resi-

dential district or the big fellow in the center of

the cit}'."

It also applies to merchants in the talking

machine business.

E. 0. RUSSELL IN FINE NEW STORE

Claremont, N. H., August 7.—Ernest O. Rus-

sell, who recently moved into attractive new
quarters at 12 Pleasant street, this city, now has

one of the finest warerooms for the display of

musical instruments in this vicinity. In addi-

tion to a complete line of Brunswick phono-
graplis and records Pease, Weser Bros, and
McPhail pianos are handled. The establish-

ment is located in the heart of the business

section here and it is an ideal location for the

music business.

A customer never forgets poor service, al-

though good service may quickly be forgotten.

Service and Sales Organization of the Mickel Bros. Co.

the picture was taken. These are the live wires greater frequency with which orders are being

who are boosting the Victor line so successfully received by Mickel Bros, and also by the fact

in this territory. that the orders of many dealers call for a larger

Extensive plans are being made for a splendid volume of Victor merchandise.

on

Sherman.mm& Co.

^ktrolas Victor ^^^cords

Victor cAccessories

Main Wholesale Depot:'

741 Mission Street, San Francisco, Cal.

Branch V/holesale Depots:

10th and Santee Streets, Los Angeles, Cal.

N.W. Corner 13th and Glison Streets,

Portland, Oregon

Oceanic Bldg., Cor. University and Post Streets,

Seattle, Washington

330 West Sprague Ave., Spokane, Washington
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PROGRESS IN TRADE ADVERTISING

Manufacturers Turning Out Volume of Fine

Publicity—Advertising of Regal Record Co.

on Little Tots' Nursery Records Typical

The talking machine trade can be counted

most fortunate in the amount, style and stand-

ard of its advertising. A good proportion of

the material that reaches the consumer's notice

HAVE yoUR KID

rection. The amount of time and attention that

is given to consumer literature and other ad-

vertising matter for the trade by various adver-

tising departments, the large appropriations in-

volved for this phase of publicity and the gen-

eral encouragement in its use has reached a

point where the talking machine industry must
be considered second to none as a volume
publicity creator.

A case in point showing the wide range,

DIE COLOR THIS PICTURE

keting the "Little Tots' Nursery Tunes," a se-

ries of records of songs, games and stories for

children. These are double-faced records, with

illustrated verse pictures accompanying each

record and a special album. The additional rec-

ords are sold in separate loose-leaf pockets,

with picture cards ready for insertion in the

loose-leaf album.

Included in the consumer advertising mate-

rial are dealers' advertisements, arranged with

space for the dealer's imprint, carrying appro-

priate illustrations of giants, bears and other

figures relating to children's stories, which can

be colored by either the grown-ups or the

youngsters. They are included in a series of

newspaper advertisements sent to the trade in

mat form, available in various sizes. In addi-

tion each dealer is sent a large rotogravure dis-

play sign with cut-out to hold a complete "Lit-

tle Tot" album, hangers, catalogs, multi-colored

cut-outs similar to the display sign and metal

fixtures holding individual records.

"TALKER" TO TEACH LANGUAGES

Columbus, O,, August 6.—An improved talking

machine for instruction in foreign tongues has

been devised by Professor Robert E. Rock-
wood, acting head of the department of ro-

mance languages at Ohio .State University.

The machine may be used simultaneously by
eighteen students. Eliminating use of the single

horn Professor Rockwood has provided a head-

piece for each student, thereby permitting in-

dividual instruction. A control device permits

effective registration of the various shades of

word tones. A record-cutting device provides

for the recording of the pronunciation of each

student when he or she takes up the course.

By means of this method each student can make
personal observation at the end of the course

of the progress made.

Cleverly Designed Advertisements for Dealers of "Little Tots' Nursery Tales"

can be credited to the alertness and progressive-

ness of the retailers in the industry. However,
the advertising departments of the manufac-
turers can hardly be overlooked when due ac-

knowledgment is given to progress in this di-

unique and original style and the scope of the

publicity channels covered through the aid and

encouragement of the manufacturers' advertis-

ing departments has been currently demon-
strated by the Regal Record Co., Inc., in mar-

J. F. CHOATE BUYS WENTWORTH CO.

Waterville, Me., August 6.—John F. Choate, an

accomplished musician of this city and popular

in musical circles, recently purchased the busi-

ness known as the Wentworth Music Co., 169-

171 Main street, which is now known as the

Choate Music Co. This is one of the most
completely stocked music stores here, Victor

talking machines and records, sheet music,

Cable-Nelson, McPhail, Poole and Lester pianos

being handled.

The Chautauqua Phonograph Co., formerly

located at 723 Twelfth street, N. W., Wash-
ington, D. C, has gone out of business.

HAAG RECORD FILING CABINET

Edison Dealers, Attention
Now Furnished in English Brown to Match the

New Edison Products

Also Furnished in Dark Red and Brown
Mahogany

Haag Record Files made in sizes to fit all makes
of phonographs and will accommodate all sizes

and makes of records. Just press the button.

Write for Full Particulars

HAAG & BISSEX COMPANY, Inc.

Calvert Building Baltimore, Md.
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An Attractive Unico Equipped Salesroom, Foster & Waldo Co., Minneapolis, Minn.

Step on the Gas!
Advertising is the "Fuel of Musi-
cal Merchandising"— increased

forcefulness augments sales.

Just as a motor responds when you "step on the gas," so do your sales respond to the

advertising effect of store attractiveness.

Practically all phonograph dealers realize the influence of advertising in interesting

and finding prospects. The more progressive dealers likewise understand that store

attractiveness is a subtle and most efficient form of advertising.

Follow the Manufacturer's Lead!
New machine models for Fall—and such wonderful values ! Quicker record releases

—providing an opportunity for more record sales!

The leading manufacturers anticipate an unusual Fall season and have provided ex-

ceptional merchandise and service. The demand is certain—good wages and constant

employment assure it.

Proper presentation is the third necessary element. Your sales facilities determine

your profit—Unico Service is ProfitTnsurance.

Music Is An Art
A Music Store Should Be Artistic

Unico Service Creates Artistic Stores that are Profit- Producers

Resolve to Use Unico Service Now— It Means Increased Sales

Unico Equipment is Moderately Priced

UNIT CONSTRUCTION COMPANY
RAYBURN CLARK SMITH, President

58th Street and Grays Avenue, Philadelphia, Pa.

NEW YORK, N. Y.
299 Madison Ave.

CHICAGO, ILL.
30 N. Michigan Blvd.

English

ATLANTA, GA.
25 Moore Bldg.

NEW ORLEANS, LA.
506 Marine Bank Bldg.

Sales Agents — H. A.
MOORE & CQ., LTD.,
House. London, England.

Premier

Branches:
DALLAS, TEXAS SALT LAKE CITY, UTAH

209 Dallas Co. Bank Bldg. 150 Main St.

SAN FRANCISCO. CALIF. DENVER, COLO.
275 Post St. 1642 Arapahoe St.

-S. African Sales Agent—PHILIP
M. COHEN, Johannesburg, South
Africa.
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FISHING NOT THEIR STRONG POINT NEW DISTRIBUTOR OF THE AUDAK C. E. SIMMONDS WITH OKEH JOBBER

As Fishermen This Quartet Represents Ex-
cellent Victor Salesmen—"Jim" Donnelly

Plays Host to Local Victor Men

Four well-known members of the talking ma-
chine trade recently devoted an entire day to

the pursuit of the "finny" tribe and, judging

from all reports received at this office, the day

was a wonderful success so far as the weather

was concerned. The members of this fishing

expedition consisted of "Jim" Donnelly, popu-

lar South Norwalk, Conn., Victor dealer; George
Kelly and Ernest Fontan, of the New York

The Waltonians of the Industry-

Talking Machine Co., and J. J. Davin, of the

Musical Instrument Sales Co.

Mr. Donnelly played host and although he

prepared everything in advance the quartet

found themselves short of bait when they were

about ten miles from land. Half of the day

was consumed in finding the necessary bait and
at the end of the day's festivities Mr. Davin

figured out that the total expense involved was
$89.96, with a gross catch of four fish. In other

words, each fish was valued at $22.49, which
even in these days of high finance can be con-

sidered a pretty good figure. However, every-

body thoroughly enjoyed the outing and better

results are hoped for next time.

GOOD VICTOR MACHINE DEMAND

Business Better Than Anticipated by Collings

& Co., Victor Distributors—Popular and

Dance Numbers Lead in Record Sales

Newark, N. J., August 7.—L. W. Collings, head

of Collings & Co., well-known Victor distribu-

tors of this city, is much pleased with the vol-

ume of sales during the Summer months. The
sale of machines in the Collings territory has

been somewhat larger than anticipated and
record sales have been quite heavy.

Mr. Collings stated that the great majority of

record sales during the Summer months have

been of popular numbers, particularly dance

selections. It is his opinion that this trend in

popular sales will continue until early Fall. He
has made a complete analj'sis of the cause and.

development of consumer record purchases and
is under the impression that business is running

in a cycle of impermanent character. Mr. Col-

lings looks for a return of interest in standard

numbers and the Red Seal catalog during the

early Fall.

NEW STORE IN KENMORE. N. Y.

Kenmore, N. Y., August 3.—^A new music store is

to be opened at Delaware avenue and Delaware

road by M. Truda in the near future. Pianos,

talking machines and sheet music will be carried.

COTTON FLOCKS
. FOR .

.

Record Manufacturing

THE PECKHAM MFG. CO.,KarkT j'

Munson-Rayner Corp. Now Audak Wholesaler

—Record Demonstrating Device Is Now
Equipped on Special Tables—Demand Growing

Maximilian Weil, inventor and manufacturer

of the Audak, a record demonstrating device

manufactured by the Audak Co., 565 Fifth

avenue. New York City, announces a substan-

tial increase in the number of distributors of

the device in the various parts of the country.

Among these is the Munson-Rayner Corp., the

well-known jobbing organization of Los An-
geles and San Francisco.

The Audak is now being delivered to the

trade equipped on record demonstrating tables

which are ready for immediate operation upon
delivery to the dealer. Recently a well-known
department store in New York City ordered
twenty of the specially equipped tables and,

following their installation, forwarded a letter

to the Audak Co., stating that it was particu-

larly pleased with the results obtained with

the Audak's use.
*

In describing some of the merits of the

Audak, Mr. Weil stated that aside from the fact

that the Audak carries a series of exclusive pat-

ented features, it would be possible, neverthe-

less, to manufacture the product in quantities

at a much lower figure than that at which it is

at present marketed. However, the company
has borne in mind the extraordinary hard usage
that such a demonstrating device must undergo
over a long period, and for this reason only the

highest quality of materials is used by the com-
pany. The Audak also is turned out by skilled

mechanics; it is manufactured of brass, steel

and aluminum. The tables are of the highest

quality cabinet work, made to withstand long
wear.

GRIFFIN'S RECORDS FOR LINERS

Records by Okeh Artist Placed on White Star

Liners as Result of Ship Concerts—Enthusi-

astically Received by Ocean Travelers

Gerald Griflin, the well-known Irish tenor and
exclusive Okeh artist, who sailed recently on
the White Star liner "Cedric" for an extended
visit to Ireland, appeared at several of the

ship's concerts and his singing was enjoyed
to such an extent that, as soon as the "Cedric"

landed on the other side, the International Mer-
cantile Marine cabled to the New York offices

of the company to purchase a complete set of

Gerald Griffin's Okeh records for each one of

the liners operated by that organization. This

is certainly a great tribute to this artist, as well

as to the excellence and accuracy of the repro-

duction of his voice on the records.

Experienced Record Executive Joins Staff of

Prominent New York Okeh Jobber—E. B.

Shiddell Back From Vacation in Maine

The New York distributing division of the

General Phonograph Corp., IS West Eighteenth

street, Okeh jobber, recently announced the

appointment of C. E. Simmonds as manager of

the record department. Mr. Simmonds was
formerly assistant superintendent of the stock

department of the Columbia Grapliophone Co.

at Bridgeport, Conn. His experience in the talk-

ing machine industry extends over a period of

seventeen years and he brings with him a valu-

able knowledge of dealer service.

E. E. Shiddell, manager of the New York
distributing division, recently returned from

Maine, where he had been spending his vaca-

tion. C. A. Clebart, assistant to Mr. Shiddell,

who spent his vacation on his farm at Webster,

Mass., has also returned to his desk much re-

freshed after his rest.

F. J. BERUBE IN LARGER QUARTERS

Lewiston, Me., August 7.—Frank J. Berube,

talking machine and piano dealer, who has en-

joyed an exceptional record of growth during

the three years he has been in business here,

has moved from 16 Spruce street to a larger

and more attractive store at 367 Lisbon street.

Mr. Berube handles the Starr phonographs and

Gennett records, Starr, Hallet & Davis, McPhail

pianos and players and a complete line of musi-

cal merchandise.

A. S. BRAZIL BUYS MASON CO.

Bellows Falls, Vt., August 7.—A. S. Brazil,

well-known musician of this section, has pur-

chased the business of the Mason Music Co.,

which has conducted a general music store here

for the last thirty-five years. Mr. Brazil has

rearranged and redecorated his store in accord-

ance with his own ideas, making a fitting setting

for the Victor talking machines and records and

several widely known lines of pianos, musical

instruments and sheet music which he handles.

MARIO CHAMLEEJCORES IN LONDON

Mario Chamlee, tenor of the Metropolitan

Opera Co., New York, and Brunswick artist,

who recently made his first concert appearance

in Albert Hall, London, Eng., received an ova-

tion from music lovers in that city. The music

critics of the Daily Mail and other London
newspapers were enthusiastic in their praise of

this popular American artist, describing his ap-

pearance as a "sensational success."

If you want to draw a crowd to your store, put in

COLUMBIA RECORDS
14ic. Each (In lOOO Lots)
Records all "firsts." All double-face regular 75c discs, from factory surplus, 1922 catalog.

Single shipments of 5000 at 14c., 10,000 at 13c., 20,000 at 12]c.

All quotations subject to change

TERMS-F. O. B. Factory Bridgeport, Conn.—Net CASH against B L

Buy Grafonolas Now and Save Money

!

1922 Models.
Styles F, G, H, L & K at less than cost to make.

For quotations write stating quantities you can use.

HAVE YOU SEEN

THE "CHUM" PORTABLE PHONOGRAPH
The best $25 portable on the market. Big profits. Write for quotations.

LOUIS JAY GERSON
HIGH GRADE RADIO AND PHONOGRAPH SPECIALTIES

63 Reade Street Telephone Worth 0146 New York City

THE "CHUM"
Weight 13 lbs.
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The Master Instrument

The most perfect music'reproducing instrument

Retails for $200—6ast of the Rockies

Another Beautiful New Cheney Console Model
Unusual in treatment—remarkably rich in its

effect—made in both mahogany and walnut

The country-wide reputation which

The Cheney has earned for designs of

elegant simplicity is enhanced in the

addition of The Salisbury to the line.

The two-tone efiects which have proved

so popular are perpetuated in this model,

yet with a richness of handling which

befits the most carefully furnished home.

Cabinet against cabinet, phonograph

against phonograph, value against value.

The Cheney is more than a match for

any other phonograph. Consider these

five great selling features:

1 An acoustic system that develops and re-

stores the original tone from the record.

2 Practical elimination of needle scratch.

3 A violin resonator which makes Cheney
tones grow sweeter with age.

4 Designs which set the standard in the in-

dustry for elegant simplicity.

5 Cabinet workmanship which bears the im-
print of craftsmanship.

THE CHENEY TALKING MACHINE COMPANY . CHICAGO

CHENEY PHONOGRAPH SALES CO. DISTRIBUTORS CHENEY SALES CORPORATION
1965 E. 66th St., Cleveland, O. 1107.Broadway, New York City

806 Pennsvlvania Ave., Pittsburgh Greater Ncu> York, Western Conn.,

Ohio, W. Va., Western Pa. Neif Jersey

CHENEY SALES CORPORATION, 1105 Chestnut St., Philadelphia
Eastern Pa., Del,, Md,, Washington, D. C.

CHENEY SALES CORPORATION, 376 Boylston St., Boston

CHENEY SALES COMPANY ^eu. Engiand edW. G. HOCH & CO.
Brandeis BIdg., Omaha 27-29 Fourth St., N., Minneapolis
Iowa, Nebr., Coio., W>o. Minn., N. D., S. D., Nortfiern Wis., Mont.

RIDDLE PHONOGRAPH CO., 1205 Elm St., Dallas, Tex.

ROLYAT DISTRIBUTING CO. Texas, Souihern Ofiia. CHENEY PHONOGRAPH CO.
Provo, Utah 2 1 2 Selling Bldg., Portland

Utah, Southern Idaho Washington and Oregon

MUNSON-RAYNER CORP.. 643 S. Olive St., Los Angeles
California, Western Nev., Ariz.

MUNSON-RAYNER CORP., 550 Howard Street, San Francisco, Cai.

All territory not listed above is handled direct by The Cheney Talking Machine Company. Chicago
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SALES TOTALS SHOW INCREASE

Greater City Phonograph Co. Closing Excellent

Sonora Business—Maurice Landay Suggests

That Dealers Anticipate Requirements

DEATH OF F. M. PRESCOTT

In a recent chat with The World, Maurice

Landay, president of the Greater City Phono-
graph Co., New York, Sonora jobber, com-

mented upon the fact that his company's sales

totals for the first seven months of 1923 showed
a substantial increase over the corresponding

period of 1922. Mr. Landay is suggesting to

his dealers that they anticipate their require-

ments for the 1923 Fall season as much as pos-

sible, so that their sales totals for the balance

of the year will equal all expectations.

Mr. Landay referred to the fact that at the

recent Sonora jobbers' convention, held in Sagi-

naw, Mich., all of the distributors placed orders

for their requirements for the entire year in an

eflfort to secure sufficient merchandise for the

needs of their dealers. It will, therefore, be to

the advantage of each Sonora dealer to antici-

pate his business for the remainder of the year

and place his orders accordingly.

BUYS BUILDING HOUSING STORE

Albert P. Parenteau, Biddeford, Me., Dealer,

Enjoys Unusual Success

Biddeford, Me., August 7.—Albert P. Parenteau,

who has achieved outstanding success in the

music business here in the short period of two

years, recently concluded negotiations for the

purchase of the large building at 140 Elm street,

in which his fine business is housed. This estab-

lishment is without question one of the finest

in this vicinity and the aggressive methods of

the live proprietor have resulted in a large and

growing clientele. Starr phonographs, Okeh
and Gennett records and Sohmer, Baldwin and

Emerson pianos are handled.

Pioneer in Recording Art Dies at General Hos-

pital in Paterson, N. J.—Had Achieved World-
wide Success as Recording Expert

h\ M. Prescott, identified with the talking

machine industry for the past twenty years and

recognized the world over as one of the fore-

most authorities on every phase of recording,

died Monday, July 30, at the General Hospital,

Paterson, N. J. During recent years Mr. Pres-

cott had established headquarters at Riverdale,

N. J., and his services as a consulting engineer

had been utilized by many well-known concerns

and individuals who consulted him in the in-

stallation of record-making plants and the con-

struction of recording machines. Mr. Prescott

had traveled the world over in the interests of

the recording art and his loss will be keenly

felt by the record industry as >a whole.

The funeral services were held Thursday,

August 2, at Mr. Prescott's late home at River-

dale, N. J. He is survived by his widow and

three children and three brothers, one of whom
is J. O. Prescott, also a widely known pioneer

in the record industry.

MUSIC APPRECIATION IN SCHOOLS

Salt Lake City Schools Make Subject Regular

School Study Course as Result of the Excel-

lent Work of Victor Co. Educator

Salt Laki; Citv, Utah, August 6.—Music ap-

preciation has been made a regular study

course in the schools of this city as a result of

the work of Miss Margaret Streeter, of the

educational department of the Victor Talking

Machine Co. One-fifth of the music period in

the future will be devoted to music appreciation.

While here Miss Streeter made addresses on

music appreciation before many local clubs and

civic organizations. In the past she has made
several trips to this State, and plans are under

way to have her return ne.xt year to continue

the work and extend it to the rural commu-
nities, fertile fields for this work.

BENNY DAVIS RECORDS FOR EMERSON

Benny Davis, the well-known songwriter and

vocal artist, who recently signed an exclusive

contract with the Emetson Phonograph Co.,

Inc., has made his first record for that firm.

It is a vocal rendition of his newest song,

"Stella." The Emerson Phonograph Co., Inc.,

in releasing the number, has forwarded to the

tiadc much publicity material, including an

attractively illustrated window strip carrying a

1 cproduction of Davis in one of his character-

istic poses while singing.

BRUNSWICK "LEVIATHAN" PUBLICITY

The dealer service department of the phono-

graph division of the P)runswick-Balke-Collen-

der Co., New York, prepared recently for the

use of its dealers an attractive window streamer

featuring the "Leviathan," the giant ocean

greyhound, together with a reproduction of the

Brunswick "Georgian" console. The color

scheme of the. window streamer is red, white

and blue, and the te.xt emphasizes the fact that

the "Leviathan" is equipped with Brunswick

phonographs exclusively. H. D. Leopold, man-
ager of the Brunswick recording division in

New York, is responsible for the preparation

of this timely publicity.

TAKES ON TALKING MACHINE LINE

Nashua, N. H., August 7.—^The Rudolph Cor-

mier Furniture Co., 37 Factory street, this city,

has recently installed a spacious phonograph
department in which the Brunswick phono-

graphs and records are featured. Demonstra-

tion booths and other modern equipment have

been installed and the new department makes a

fine setting for the Brunswick.

In New York as in

Chicago, Boston, St.

Louis, Detroit and
other cities thruout

the country, dealers

are featuring the good
50c record heavily.

Experience has
taught these dealers

that the public is be-

coming more and
more buying wise.

That public now
knows beyond all
doubt that the good
50c record (one that
retails at 50c) gives
full 75c worth of rec-

ord value. Therefore
it insists on the good
50c record.

And always the good
50c record brings the

dealer a greater turn-

over and a larger total

profit than he ever

believed possible.

REGAL RECORD CO.
20 W. 20th ST. NEW YORK

THE
WALTZ
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WOULD CUT DISTRIBUTION WASTE WURLITZER LOS ANGELES BUILDING

Government to Formulate Clear Definitions of

Various Steps in Distribution Process

Washington, D. C, August 6.—A clear definition

of tlie functions of the retailer, wholesaler and
manufacturer in every industry Avill be sought

by the division of domestic commerce of the

Department of Commerce, with a view to elimi-

nating the overlapping and duplication of activi-

ties, as one of the first steps to be taken as a

result of the recent retail conference held in

Washington.

The retailer performs the final function in the

distribution of commodities and gives fulfillment

to all preceding efforts by making merchandise

available to consumers at the time and place

and in the form required by them, it was deter-

mined by the conference. The retailer's true

function is that of serving as a purchasing agent

for his community.
As a result of the conference the music and

other trades will be asked to define the func-

tions of the various branches—manufacturer,

wholesaler and retailer—so that the information

may be studied in the division of domestic com-
merce and plans made for the elimination of

waste in distribution.

EDISON DEALER'S ATTRACTIVE FLOAT

liiCE Lake, Wis., August 5.—At a recent cele-

bration held in this town Oscar Overbv, Edison

How the Edison Was Exhibited

dealer, prepared the attractive float that is

shown in the illustration. This float won the

enthusiastic approval of spectators along the

route of the parade and furnished splendid pub-

licity for Mr. Overby and the New Edison Dia-

mond Disc phonograph.

PAUL CARLSON IN MAINE

Paul Carlson, manager of the wholesale Vic-

tor department of Chas. H. Ditson & Co., New
York City, is at present enjoying a vacation

with his family in Maine, while Joseph C. May
is looking after the development of business at

headquarters.

Company to Erect a Thirteen-story Building in

That City at an Estimated Cost of $1,500,000

Los Angeles, Cal., Aug. 4.—Negotiations have

just been made public by the Rudolph Wurlitzer

Co., of Cincinnati, O., concerning the erection

of a new thirteen-story and basement edifice at

816 South Broadway, starting September 1, at

an expenditure of $1,500,000. The site on which
the improvement will rise has a frontage of

fifty-one feet on Broadway with a depth of

150 feet to a twenty-foot alley, and is said to

have brought a price in excess of $400,000.

Tentative plans outlined by the Rudolph Wur-
litzer Co. show that the first six floors, mezza-
nine and basement of the building will be utilized

by them with the upper seven stories subdivided

into office space. The office portion of the

building will be so designed that it can be taken

over by the music house whenever needed.

The ground floor of the structure will be

used by the company as a general display room
for phonographs and records. The executive

offices will be located on the mezzanine and
the remaining five floors will be used for the

displaying of pianos and other musical instru-

ments of all kinds.

A feature of the new building will be the

recital hall in the basement to be used as a

civic hall, theatre, concert room and organ dis-

play salon. The hall will have a seating capacity

of about 250 people and will be similar to the

recital room in the Wurlitzer Building in

New York.

Not only is the Rudolph Wurlitzer Co. plan-

ning a great expansion program for Los
Angeles, but it is also formulating plans for the

establishment of twenty or twenty-five branch
stores in Southern California, it is generally

reported throughout the trade.

LARGER QUARTERS FOR GUILENETTE

Manchester, N. H., August 6.—Ernest W.
Guilenette, who for some time has conducted

a retail talking machine and general music busi-

ness at 801 Elm street, has moved into larger

quarters at 782 Elm street. Mr. Guilenette con-

ducts a very fine business in Columbia machines
and records, pianos, sheet music, etc., and the

move was made necessary because the business

liad outgrown the former quarters.

NEW PLAZA REPAIR^RT CATALOG

The I'laza !Music Co. has published a forty-

page repair part catalog which is being for-

warded gratis to the trade throughout the coun-

try. A comprehensive list of talking machine
repair parts for all makes of machines, with

complete description and illustrations of parts

and supplies, is included in this publication. The
book is of convenient size and should be a valu-

able aid to the repair man.

HOW LIVE DEALER SECURES TRADE

Henry Vigneault, of Keene, N. H., Has Built

Up Large Business by Progressive Advertis-

ing and Sales Methods

Keene, N. H., August 7.—What can be accom-

plished by the live talking machine dealer in a

small town is exemplified by the record of

Henry Vigneault, Brunswick dealer of this city,

who opened a small basement store about five

years ago and now occupies warerooms triple

the size of the original store at 68 Main street.

Mr. Vigneault has built up a large clientele

here and in surrounding communities as well

entirel}' through his aggressive methods of pub-

licity, which include regular advertising in the

newspapers and billboard advertising on thor-

oughfares leading into Keene. Another pub-

licity stunt which has been very successful in

attracting attention to his store and his line

consisted in placing a Brunswick instrument in

one of the leading local Summer dance halls and
playing the latest records during the periods

when the orchestra rested. In addition to pho-

nographs and records this live dealer handles

sheet music and musical merchandise and he is

now planning to install a line of pianos.

NEW FOREIGN LANGUAGE CATALOGS

General Phonograph Corp. Issues New Polish

and Bohemicin Catalogs—Important Lists of

Records Now Ready for Trade

The foreign language record division of the

General Phonograph Corp. has just issued two
very attractive catalogs featuring Polish and
Bohemian records made by this department. A.

H. Thallmayer, manager of the company's for-

eign language record division, personally super-

vised the preparation of these catalogs, which
contain comprehensive repertoires in their re-

spective languages. The cover design of each

catalog is particularly worthy of note, as a four-

color process was used to bring out the details

of the illustrations. The General Phonograph
Corp. is now issuing records in practically every

foreign language and the company's jobbers and

dealers report a steadily increasing demand for

this type of record.

A FEW JOBBING TERRITORIES STILL OPEM
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Announcing the New Pathe Models

The Queen Anne Model illustrated above is furnished in brown
mahogany and walnut; exposed metal trimmings in antique silver-

finish; universal tone arm; Pathe perfect tone control; Pathe
reproducer; nickel fittings; new oval horn; double spring motor
or noiseless electric motor; automatic stop: size 35}^ inches
high; 35 inches wide; 20^ inches deep.

PRICE, with spring motor $125.00

with electric motor $140.00

Every detail is perfectly carried

out in this luxurious model No.
15. It is furnished in ma-
hogany; all exposed parts
nickel plated; universal tone
arm; Pathe perfect tone con-
trol; Pathe reproducer; new
oval horn; double spring motor
or noiseless electric motor;
automatic stop; size 44 inches
high; 20 inches wide; 21 inches
deep.

PRICE
With spring motor $100.00

With electric motor.. $115.00

This handsome model is furnished in brown mahogany and oak;
exposed metal trimmings in antique silver finish; universal tone
arm; Pathe perfect tone control; Pathe reproducer; nickel fittings;

new oval horn; double spring motor or noiseless electric motor;
automatic stop; size 35^ inches high; 35 inches wide; 205^
inches deep.

PRICE, with spring motor $110.00

with electric motor $125.00

The New Pathe Portable
A complete phonograph with an automatic stop and a perfect

filing device holding ten records, furnished in Waxed Golden
Oak; Fumed Oak; Mahogany Finish; or covered with DuPont
fabrikoid leather; interior in natural wood finish; nickel plated
hardware; universal tone-arm; Pathe reproducer; double spring
motor; size 14xl5?,'2x8; weight 20 pounds.

Mahogany Finish ~)

Golden Oak I $40.00
Fumed Oak J

Fabrikoid Leather $50.00

THE NEW

PATHE—A name famous the world over is indeed dig-

nified by this really wonderful new and complete line of

Phonographs. Every model priced right, artistic in de-

sign, beautifully finished and of course equipped with new
and exclusive PATHE features.

All the new models
are equipped with
the New PATHE
automatic stop.

All the new models
(except the Port-
able) have the new
oval PATHE horn.

This Italian Renaissance Model is furnished in mahogany and oak;
universal tone arm; Pathe perfect tone control; Pathe reproducer;
nickel fittings; new oval horn; extra large double spring motor
or noiseless electric motor; automatic stop; size 36^ inches high;
41 inches wide; 21i/2 inches deep.

PRICE, with spring motor , $185.00

with electric motor $200.00

Pathe the World Over

Pathe Phonograph and Radio Corporation—20 Grand Ave., Brooklyn, N. Y.
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BUSY FALL PREDICTED
^ BY BROOKLYN DEALERS

Increased Buying Trend Taken as Indication

of Prosperous Fall Season—Dealers Plan-

ning Campaigns—Urge Early Ordering

—

Temporary Stores in Summer Resorts Bring

Business—Other Important Activities

A distinct upward movement has marked the

trend of the talking machine business in the

Brooklyn and Long Island territorj- during the

last several weeks, according to a prominent

jobber. In fact, the opinion seems to be quite

general among the better informed members of

the trade that this condition is a barometer of

an exceptional!}' busy Fall, and as a result the

more aggressive merchants are already making
tentative plans for their Autumn sales and

advertising drives.

Requirements for Fall Now in Order

While comparatively little ordering of Fall

stock has been done at this early date, indica-

tions are that dealers are beginning to consider

their requirements for the next five months.

Jobbers have placed large orders with the man-
ufacturers to avert as much as possible a repeti-

tion of the conditions which existed last year

when dealers were caught short of instruments

just prior to the holidays and, as a result, lost

many sales, and they have been urging the re-

tailers to place early orders for sufficient stock

to meet all demands or to let the wholesalers

know what their estimated requirements will be,

so that provision can be made to meet demands.

Planning for the Fall Campaign
Now that the Summer vacation season is

drawing to a close and the public is again

settling down to the ordinary routine, outside

sales activities are being gradually resumed and

while sales from this source are not coming

easy, sufficient business is being done by dealers

who are utilizing this method of making sales

to make the effort worth while.

Opens Temporary Stores at Summer Resorts

A method of offsetting the possibilities of a

slackening business during the Summer months

has been used effectively by J. J. Jones, Sonora

dealer, Brooklyn, N. Y. During the Summer
months he opened several small shops at nearby

seaside resorts. These stores are run by his

two brothers, who attend college and are at

liberty during the Summer. Portable instru-

ments, records and sheet music form the greater

part of the business, but the opportunity is

presented to follow up certain customers when
they return to their homes in the Fall.

Check Up Source of Prospects

That effective window displays play no small

part as a source in securing prospects is the

opinion of C. G. Davis, manager of the Aeolian

Co., of Brooklyn. He states that a window dis-

play is used just as long as it is judged to be

effective. Mr. Davis employs a system among
his salesmen whereby they are able to ascertain

the source from which the prospect comes. The
method employed consists simply of the sales-

man requesting the customer to relate how he

or she first became interested. The question is

accompanied by the explanation that the com-

pany has spent considerable money in advertis-

ing and in other ways to secure business, and

it wishes to check up on the results as closely

as possible in order to be sure that a proper

return is secured from its investment. This
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There's a best selling style of Sonora for each
month. Ask us about it for August

Timeliness
— is just as essential and we consider

equally as much a part of our service to

dealers as efficiency in deliveries or the

various avenues of sales co-operation.

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

In short, we strive to inake ours the high-

est class service in the talking machine field

just as Sonora is the Highest- Class Talking

Machine in the \\'orld.

All cominuni cations will receive

prompt and careful attention.

Long Island Phonograph Co., Inc.
17 Hanover Place, Brooklyn, N. Y. Telephone Main 1217-18

Sonora Distributors for Brooklyn and Long Island

serves a twofold purpose; first, the prospect is

impressed by the good busmess methods em-
ployed by the concern the salesman represents;

secondly, it gives the salesman a re-entry where
the conversation has already been closed.

The local branch of the Aeolian Co. also em-

ploys a system of securing good prospects in

the different branches of trade and industry.

For example, if bricklayers are unusually busy

and prosperous the members of this trade are

intensively canvassed with the object of making
sales. Lists of the members of the various

trades and professions are first carefully com-

piled and when the proper time comes sales-

men are put on the job. This system has been

found very effective in producing business.

Sales Drive Among Farmers Successful

The Cavcnaro Music Store, Riverhead, L. I.,

is meeting with considerable success in selling

talking machines among the Long Island farm-

ers. A number of machines are loaded on a

truck, which is driven around the locality, and

the farmers in this way have a means of secur-

ing a demonstration which they would not

otherwise be able to enjoy.

New Sonora Accounts

The Long Island Phonograph Co., Sonora

distributor for Long Island territory, has se-

cured several new accounts, among these being

the Lerch Music Shop, Port Jefferson, L. I., and

the Colbrink Furniture Co., 529 Fifth avenue,

Brooklyn.

J. J. Schratweiser, of the Long Island Phono-

graph Co., has just returned from a two weeks'

vacation. He spent the time with his family

at their Summer cottage in Lynbrook, L. I.

R. H. Keith, president of the company, ac-

companied by his family and C. W. Keith, vice-

president, and his family, are planning to motor

to South Fairlee, Vt., where thej' will visit Miss

Janeth Keith, R. H. Keith's daughter, at Camp
Aloaha.

Building Good Will Among Bus Users

A unique method of getting people to come
into the store is being used by the Woodhaven
-vlusic Shop, 9303 Jamaica avenue, Woodhaven,
L. I. This company distributes slips among
persons using the various bus routes into town.

The slips provide a place to list the names and

addresses of the persons using the buses as a

means of transportation. After paying the bus

fare the passenger obtains the signature of the

bus driver and upon reaching town, by pre-

senting the slip at the Woodhaven Music Shop,
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the fare is rebated. This system has been suc-

cessful in getting the prospective customer into

the store; it also provides the dealer with ac-

curate information as to new names and ad-

dresses to be added to its prospect list and in

addition it builds good will.

H. L. Terry & Son Open New Store

H. L. Terry & Son, prominent Victor dealers

of Sayville, L. I., are now occupying their new
store in the business center of Sajwille. They

have also made extensive improvements to their

establishment at Islip, L. I., including the in-

stallation of new demonstration booths.

Victor Demand Grows Steadily

Victor business in the Brooklyn and Long
Island territory has improved to a considerable

extent during the last two months, if the orders

for instruments being received by the American

Talking Alachine Co., Victor wholesaler, are a

criterion, according to Richard H. Morris, sec-

retary-treasurer and general manager of the

company, who stated that the sales volume of

this period exceeds that of the same months

last year. Mr. Morris also declared that in

his opinion a good Fall business is in store for

the trade.

Most of the details connected with the con-

solidation of the G. T. Williams Co., Inc., with

the American Talking Machine Co. have been

completed and the combined organization is

prepared to render more efficient service to

dealers than ever.

Remodeling Store to Handle Growing Trade

Alterations are under way at the establish-

ment of E. Shapiro, 676 Broadway, Brooklyn,

Sonora dealer, whose business has increased to

such an extent that he has found it necessary

to remodel his establishment so that more effi-

cient use will be made of the space he occupies.

The type of service and the unique and effective

method of securing prospects used by this pro-

gressive merchant have been largely responsible

for his success. Alany live prospects are secured

through insurance and furniture salesmen and

collectors, who, when a sale is made to a pros-

pect turned in by them, are paid a fair com-

misr-ion. These men supply Mr. Shapiro with

names, addresses and other necessary informa-

tion of prospects. This is immediately followed

up by a letter calling attention to the excellence

of the line handled and if no action results

within a period of a few days a salesman is put

on the job. Many good prospects are secured

through recommendations of old customers who
have become firm friends of the store through

the ser\-ice rendered by the company. This

service consists of free minor repairs to the

instrument and periodical inspection.

ElVlERSON ARTISTS ON TOUR

B. L. HARLESS FORMS NEW FIRM

Covington, \'a., July 21.—B. L. Harless has just

purchased E. R. Layne's interest in the Reynolds

& Layne Music & News Store, on Jilaple avenue.

The name of the firm has been changed to the

City News & Music Store, and the new concern

will assume responsibility for all outstanding ac-

counts of the Reynolds & Layne business.

The Harry Stoddard Orchestra, which has

made a series of records for the Emerson
Phonograph Co., Inc., recently signed a con-

tract with the Keith and Western vaudeville

circuits involving a fifty-week tour. The orches-

tra is now on the way to the Pacific Coast.

Emerson dealers throughout the countr\- are

to co-operate in a publicity campaign in con-

nection with the appearance of the orchestra in

their cities. The sales organization of the Em-
erson Co. expects, through this national pub-

licity, to enlarge the following of the Stoddard

Orchestra.

ACKERLEY'S TIMELY ADVERTISING

Progressive Victor Dealer Uses Effective Sousa

Publicity—Advertising Produces Results

OPENS "TALKER" DEPARTMENT

N.ASHU.A, N. H., August 7.—An attractive talk-

ing machine department was recently opened by

the Levesque Furniture Co., 40 Factory street,

this city. The Aeolian-Vocalion line of instru-

ments and records has been installed.

Lieutenant Commander John Philip Sousa,

the world's greatest band master, accompanied

by his famous band, is now making his thirt}-

first annual tour and fourteenth transcontinen-

tal tour. Sousa's band makes Victor records

exclusively and Victor dealers throughout the

country are taking advantage of this concert

tour to use timely and effective publicity.

At a recent concert given by Sousa and his

band at Patchogue, L. I., Jerome Ackerley,

prominent Victor dealer, used the back page of

the program for his advertismg. On this page

Mr. Ackerley presented publicity that featured

Sousa's Victor records, Victor supremacy and

the Ackerley store. This timely advertising pro-

duced splendid results and stimulated materially

the demand for Sousa's Victor records and

other recordings as well.

Doehler Die-Cast Tone Arm Elbows

You have a right to expect, for the price you pay,
the very best die-castings for your purpose that
can be produced.

That you may be assured of this, Doehler engineers
seek an opportunity to work with you even before
your design may be finally decided upon.

Thus your finished product will represent not only
your own mastery of your specialty, but also the
best judgment and skill of the world's largest pro-
ducer of die-castings.

This adds value to your product which costs you
nothing. The Doehler Company sells die-castings.
It gives service.

BROOKLYN. N.Y.
TOLEDO. OHIO.
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"Bleeding Hearted Blues" and "Midnight Blues" are the very

latest experiences in the lachrymose life of Bessie Snnith, champion
"blues" singer of all time.

In this record—A-3936—gloom comes so thick and fast to Bessie

that there won't be a dry eye— nor a closed pocketbook— in the

house when her sad story is sobbed to its end.

COLUMBIA GRAPHOPHONE CO.
New York

COLUMBIA CO. MEN ARE GUESTS OF GEORGE W. HOPKINS
Twenty Members of Sales and Executive Staffs Entertained at Long Island Yacht Club by Vice-

president and General Sales Manager—Look Forward to Heavy Sales Totals This Year

Twenty members of the executive and sales

staffs of the Columbia Graphophone Co. were

the guests receiitl}' of George W. Hopkins, vice-

president and general sales manager of the com-

pany, at the- Long Island Yacht Club, Bayside,

L. I. These twenty Columbia enthusiasts included

the company's executive sales cabinet, K. Mills,

manager of the New York branch, and the

visiting managers of the West Coast branches,

in whose honor the meeting was called.

When they arrived at Bayside the visitors

immediately made their way to a table over-

looking the Long Island Sound, where an old-

fashioned duck dinner was served. After

doing ample justice to the dinner the guests

settled down to business, and P. S. Kantner,

San Francisco manager, gave an interesting talk

describing how he handles the same distribu-

tion and service problems that are met with

by Columbia branch managers throughout the

entire country.

W. F. Stidham, manager of the Los Angeles

branch, entertained the guests by a detailed

description of some of the many successful ac-

counts in his territory. He described two
types—dealers who are enjoying a big volume

of business through consistent, intelligent news-

paper advertising and practically no outside

work, and dealers who put their efforts in out-

side work with less emphasis on the advertis-

ing. "There are two things these dealers have

in common," said Mr. Stidham, "one, the ambi-

tion and knowledge to go after business, and,

two, the success that always rewards intelli-

gent sales effort." Mr. Stidham then described

the third dealer, probably the most successful

of all, who combines advertising with outside

selling. W. H. Lawton, of Seattle, told the

meeting of some of the outstanding features in

his territory, and Mr. Mills spoke enthusiasti-

cally of the bright outlook for a big volume of

business in the Empire State. Robert Porter,

field sales manager of the company, who re-

cently returned from an extensive visit to the

West Coast branches, discussed some of the

more recent developments in the problems of

the phonograph industry as a whole. "The

music industry,"Mr. Porter said, "particularly as

affecting the phonograph field, is undergoing a

silent, invisible but progressive change. Con-

sumers are becoming the dictators of the situa-

tion. It is their wishes which are dominating the

trend of the manufacturers and dealers' policies.

As manufacturers get closer to the consumer and

shape their policies to meet the consumers'

preferences and requirements, the industry will

become less affected by industrial and trade

influences. This applies to styles, finishes,

mechanical performances, terms, advertising

plans and retail store sales practice. Spectacu-
lar sales, long-winded, terms, high-pressure

methods, concessions in price or gifts to stimu-

late buying are passing like the old men of

yesterday. Why? Because the consumer is

intelligent enough to recognize legitimate value

from clap-trap. The consumer is forcing the

industry to revise practices which unrestrained

aggression is blind to, but will fall a victim to,

eventually."

Up to this point the meeting had been an
enthusiastic one, but the members had been per-

sonally conservative. However, when Mr. Hop-
kins arose to discuss the new phonographs and
Columbia New Process records he was greeted
with tremendous applause. The manager in at-

tendance stated that every dealer who had seen
the new phonographs had been unqualifiedly

enthusiastic in voicing his approval, and they
are looking forward to the receipt of good-sized

shipments of this merchandise in order to attain

record-breaking sales totals. After discussing

the new product from every angle, Mr. Hop-
kins invited questions or additional remarks
from his guests, and at the close of an inter-

esting round-table discussion the meeting ad-

journed and the party returned to New York.

RETAIL CHANGES IN BURBANK. CAL.

BuRBANK, Cal., August 4.—The Burbank Music
Store has just been taken over by M. Rossman,
an experienced music dealer from Los Angeles.

He will carry the Victor line of phonographs
and records in addition to the large stock of

pianos, musical instruments and sheet music
formerly handled by this concern.

C. William Pfisterer, who had been operating,

the Burbank Music Store, is preparing to open
another music concern at 147 West San Fer-

nando boulevard, and will continue the Bruns-
wick line of talking machines and records at his

new location. He will endeavor to make his

new store one of the most complete music
houses in this locality, handling a full stock of

phonographs, pianos, etc.

NEW STORE IN McPHERSON, KAN.

McPherson, Kan., August 6.—The new music

store on North Main street, of which Helmer
Ek is proprietor, will be formally opened in a

few days, according to announcement made by
Mr. Ek, who is awaiting the arrival of his fix-

tures. He has already done considerable busi-

ness and has installed a complete line of stock.

SELLS INTEREST IN COMPANY

OwENSBORO, Ky., July 30.—The Samuels-Bittel

Music Co. will in the future be carried on by
W. S. Samuels and Lee Atherton, the third

partner, Joseph Bittel, having recently sold his

interest in the firm.

We Serve New York!

TheK.ecord<»*ial«JI

The territory we supply comprises the entire metropolitan
district—a vast OKeh field that offers almost unlimited
opportunities to OKeh dealers.

If you are a live, enterprising dealer and would know, in

detail, the full possibilities that this great market holds for

Records
The Records of Quality

we suggest that you get in touch with us at once. We
carry at all times a thoroughly complete stock of all OKeh
Records and, in addition, we have the essential facilities for

handling all orders promptly and efficiently.

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division

15 West 18th Street New York City

Distributors

for

OUTING
and

ODEONETTE
Portable

Machines
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-Specially designedforthe TalkingMachine Trade

Cutting and Washington Radio Receiver IIC—cabinet design

console type. Completely self-contained, a three-tube set that

has proved in comparative tests to have higher selectivity and

volume than any other instrument in its class.

A moderate-priced

Cabinet Receiver
Here at last is the instrument which enables the talking

machine dealer to enter confidently into the radio business,

feeling that he is now assured of success.

Designed by Cutting and Washington, two of America's best-

known radio engineers, pioneer manufacturers of radio equip-

ment—a concern with strong financial backing that has a

reputation for service. This new instrument is the leader of

Console Type
the C. & W. line, which covers all ranges of price. All sets

licensed under the Armstrong Patents—admittedly the best

for radio reception.

Dealers securing the C. & W. franchise are given territorial

protection and backing by a comprehensive advertising cam-
paign.

Secure the details at once and be in position to profit by the

radio business this Fall and Winter.

Cutting and Washington Receiver 12A—"Town and Country"
model (portable type). A two-tube set which makes an ideal re-

ceiver both for the home and for outing use. For either single

circuit or double circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, "The Future of Radio
Retailing," sent without obligation to Talking Machine
Dealers.

Cutting and Washington Radio Receiver 11.^—similar in mechanical
design to the receiver used in the cabinet model but of the box
type—an instrument that has already had a big sale all over the
country.

Gutting and Washington Radio Corp.
Operating Station WLAG— "Call of the North"

Minneapolis Minnesota

Cutting «j2iWashington
America's oldest manufacturers of commercial radio

—
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C I N C I N N A T I
Business Holds Up JFell—Dealers Discuss Merits of Various Record
Release Methods — Remodeling for Fall— The Month's Neivs

_

CUT YOURSELf

Cincinnati, O., August 6.—Both the talking

machine and record business in this city are

holding up remarkably well during the warm
weather and there are indications that Cincin-

nati dealers will not have sufficient stock on

hand to supply the rush when the Fall season

opens. The first six months of this year were
as prosperous as any known in the history of

the talking machine and record business in this

city, but dealers had anticipated a marked de-

crease in demand when Summer arrived and

the open-air amusements offered their attrac-

tions to the public. But, even though there has

been a decrease in the volume of business to

some extent, it has not been as noticeable as

was expected. Business during July, in most
cases, ran approximately from 25 to 100 per

cent ahead of July, 1922, thus maintaining the

pace which was set in the previous months of

this year. The outlook for August is very

bright and it is thought that the volume of sales

this month will equal that of Jul}' and possibly

surpass it.

Discuss Record Release Problems
There has been some discussion locally about

the method of releasing records. Some dealers

favor a bi-monthly release, contending that the

dealer will have fifteen days in which to push

and dispose of records and that daily release

of records tends to slow up the sales of all

ff^ords except those which are just being re-

leased. On the other hand, those who employ

the daily release believe that, when the public

is educated to the fact that it can secure the

latest records each day, it will buy records

at the store where they can be purchased right

up to date. There will be enough demand for

back numbers to dispose of the shipments of

records received, according to the contention

of those favoring the daily release. Both those

advocating daily release and those favoring the

release of records less frequently agree, how-

ever, that the method of release is not so im-

portant as the attitude and activity of the local

dealers. When the dealers are alive to the

merits of both systems and to the possibilities

of increasing their own business a much larger

volume of sales is almost certain to eventuate.

Say Radio Aids Trade
The question of the efifect of the radio upon

music is another much-talked-of subject. Every-

one knows that the radio made a phenomenal,

whirlwind kind of entrance into the musical

life of America. Under those conditions it is

not much wonder that people bought radio

equipment and supplies in preference to talking

machines and records. But, now that the first

rush is past and the novelty of the radio is

beginning to wear off, some say that the radio

is actually aiding the sale of both talking ma-
chines and records, instead of directly compet-

ing with them. One point which is emphasized

is that people soon get tired of local music,

but do not care to sit up at night until ten or

twelve o'clock to hear music from other cities

by radio, whereas the talking machine can be

used at any time that the hearer wishes. In

fact, it is said that through the radio farmers

are hearing good music and the farm trade on

talking machines and records is increasing.

Another point in favor of talking machines is

that the great artists will not broadcast their

music by radio and, if people care to hear them,

they must buy records. A prominent Cincin-

nati dealer maintains that the radio introduces

new dance music and that people then come into

his store to buy the record. This, dealer sug-

gests that the only trouble is that new pieces

are not introduced by radio soon enough.

Look Forward to Victor School

A great deal of interest is being manifested

by various dealers in Cincinnati territory in the

classes to be held by the Victor Co., in which

dealers will be taught more about Red Seal

records. Dealers here are alive to the fact that

they cannot know too much about their prod-

uct and are behind every effort in their behalf.

Children's Records Popular

Children's records and educational records are

becoming more and more popular. A novel ar-

rangement of ten duets for children has been

arranged by Miss Kinsella, who plays the teach-

er's part on the talking machine record, while

the child in the home plays its part on the

Net Profit— Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

his there is a very substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION m knowing
you have given your customers the best. This is non-

taxable and you cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND

314 West 4th Street 1240 Huron Road

piano. This arrangement is to be used in the

public schools and the outlook is excellent for

its success.

Public Favors Consoles
A majorit}- of the machines being sold in Cin-

cinnati stores are of the console type. The
Ohio Talking Machine Co., Victor jobber, in

view of the preference for the console models,

is getting in two new types of consoles, Nos.

400 and 405.

Dealers Increasing Facilities

With the bright outlook for Fall just ahead
several concerns are equipping themselves to

handle a large volume of business, larger than

they have ever taken care of before. The
Chubb-Steinberg Music Shop, East Sixth street,

has purchased the fixtures of the phonograph
department of the John Shillito Co., which is

closing out its line of phonographs. These fix-

tures will be used by the former to help equip

the thirteen new display' rooms which are be-

ing constructed in the store. The addition means
that about four hundred square feet of dis-

play space will be available in the early Fall,

as well as an enlarged and better-equipped re-

pair room in the basement. Widener's Victrola

Shop, West Fourth street, is also adding eight

to ten record selling rooms.

Edison Dealers Cashing In

The Phonograph Co., Edison wholesaler, of

this city and Cleveland, O., is receiving its full

share of the wave of prosperity which is sweep-

ing over this section of the country. The Edi-

son is one of the most popular instruments

sold in this State and the live dealers handling

this line are doing an eminently satisfactory

business, and the outlook for a record Fall trade

is excellent.

Miss Mae K. Brigel With Brunswick
Miss Alae K. Brigel, who has had a wide ex-

perience selling records during the past six or

seven years and also is an accomplished com-
poser, is now with the Brunswick Co. Her work
will be to assist the dealer in finding the best

commercial value of his records and give him or

his salesmen help in opening stores or in con-

ducting special sales. Miss Brigel has started

on her first trip through the South. There is

a rapidly growing demand for Brunswick ma-
chines, according to the local district office.

A. F. Hubbard in New Post

A. F. Hubbard has been appointed to the

traveling staff of the New Edison Co. Mr.

Hubbard was formerly in charge of the Edison

agency in Athens, O., and later had his own
store at Huntington, W. Va.

Orchestra Boosts Record Sales

Reports have reached Cincinnati of the phe-

nomenal success of a dance given in Richmond,

Ind., late in July by a Brunswick dealer, the

Romey Furniture Co., through a college fra-

ternity of that cit^^ The Phi Delta Kappa fra-

ternity sponsored the dance, which had as its

chief attraction the famous Brunswick artists,

Isham Jones and His Chicago Orchestra. Over

350 people were among the dancers and spec-

tators, people attending from practically every

one of the cities and towns of eastern Indiana

and western Ohio. Air. Henderson, of the Cin-

cinnati district office of the Brunswick Co., also

was present. Needless to say that the appear-

ance of Ishan* Jones and his orchestra stimu-

lated the sales of not only the records made by
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this orchestra, but also, in a measure, all of

the Brunswick dance records.

Compose Successful Song
The sale of music rolls for player-pianos has

been exceptionally good among the Cincinnati

dealers. Karl Bamberger, a clerk in the Vic-

trola department of the Baldwin Piano Co., and
Miss Stevens, manager of the department, are

responsible for the song "Daddy's Lullaby,"

which has been recorded on Q R S Melody,
U. S. and Standard rolls. The former composed
the music and the latter wrote the words. The
song is reported to be selling very well.

Fine Starr Window Display

The Starr Piano Co., West Fourth street, has

a window display showing the various stages of

operation necessary in making Gennett records.

This display has attracted much interest and
there is already a large number of music deal-

ers seeking to obtain this outlay for display

purposes.

Lose Instruments in Fire

Justin Ruber's Orchestra, which has been re-

cording lately for Gennett records, suffered the

loss of its instruments and much valuable music,

some of which cannot be replaced, when Ches-
ter Park, Cincinnati amusement resort, had a

disastrous fire several weeks ago. Huber's Or-
chestra had been playing for dancing at the

Park clubhouse, which was one of the buildings

destroyed by fire. ,

News Gleanings 4^

Mr. Bates, of the Ohio Talking Machifie Co.,

has just returned from an Eastern trip which
consumed five weeks. He spent considerable of

the time with his family at Ocean City, N. J.,

where he has an attractive cottage.

Business is reported to be very good with the

Sterling Roll & Record Co. Ben L. Brown,
manager, had a very successful trip through
Ohio territory the past week. Larry Naber, of

this company, had a good week traveling

through Hamilton, Middletown, Dayton and
Columbus. According to the road salesmen the

demand for records is heavy in all parts of

western Ohio and from present indications a

prosperous Fall season seems to be assured.

The Chubb-Steinberg Music Shop, East Sixth

street, has gotten much business through it;

motto, "Harmonize the instrument with the

home." This company has a man who follows

up deliveries and adjusts the instrument to the

best-looking position in the room. This service

has been instrumental in creating much satis-

faction among customers and it also has re-

sulted in considerable new business.

The Cheviot Phono Music Shop, at Cheviot,

O., has recently changed its name to Grismer's

Music Shop.

W. C. Fuhri, representative of the General

Phonograph Corp., New York, was a recent vis-

itor to Cincinnati.

MARGARET YOUNG SAILS FOR EUROPE CLUETT TAKES ON VICTOR LINE

FAVORITE CO.'SJ^RGE BUSINESS

Demand for Parts and Accessories Grows
Steadily—Announces Springs in Individual

Boxes—Bright Outlook for Fall

Carl Kronenberger, head of the Favorite Mfg.
Co., in a recent statement to a representative of

The World, said that the sales for the month of

July of tone arms, sound boxes, mica and
other talking machine parts were larger this

year than any Summer month of the post-war
period. This, he feels, indicates a most active

Fall season. Of particular importance, he also

stated, is the fact that the demand has seem-
ingly been for quality products.

In addition to its large business with talkin;

machine manufacturers the Favorite Co. also

distributes a large volume of steel springs to

talking machine dealers for repair purposes. In

conjunction with its spring business the com-
pany now announces the delivery of springs in

all sizes in individual boxes, each carrying on
its cover a description of its dimensions, thus

saving the time of the repair man in selecting a

needed spring and aiding considerably in ke 37

ing such stock up to date.

Exclusive Brunswick Artist Will Spend Vaca-
tion in Europe—Brunswick Executives and
Staff Bid Her Bon Voyage

Troy and Schenectady Stores of Famous Con-
cern Add Victor Machines and Records

Miss Margaret Young, exclusive Brunswick
artist, sailed for Europe recently on the "Or-
duna," of the Royal Mail Line. Among the

members of the Brunswick staff who were pres-

ent to bid Miss Young bon voyage were H.
Don Leopold, manager of the record depart-

ment of the Eastern phonograph division; James
O'Keefe, of the recording laboratories, and C.

R. Salmon, of the New York sales force.

Miss Young is well known to theatregoers

and talking machine owners throughout the

country, as for a number of years she has been
a headliner on the Keith Circuit, in addition to

making records that have met with a popular

sale. She has made a large number of records

for the Brunswick catalog and is generally

recognized as one of the leading exponents of

modern-day syncopation.

Cluett & Sons Co., operating stores in some
of the leading cities in New York State, have
concluded arrangements whereby the Victor

line will be handled in their Troy and Schenec-

tady stores. This house is one of the oldest

music retail organizations in the country, and
Victrolas and Victor records will be given

splendid representation in the two stores where
they will be carried.

SOPHIE TUCKER IN MOVIES

It is rumored that Sophie Tucker, well-known
vaudeville star and exclusive Okeh artist, will

shortly be featured in moving pictures. Miss

Tucker has been engaged in making a picture

at Hollywood during the past few months, and

in all probability it will be released in the very

near future.

-sold the year round
JSjATURALLY, you don't want 4

phonograph with an imitation
leather case and gaudy metal trimmings
in your living room.

Customers now demand a portable that

sells the year around— the Spencerian,

a practical portable that is essentially a

table phonograph.

The Spencerian can be wound any place

on a table— no need to move it to the

edge. Rubber feet prevent the case from
marring a table top. Designed with
Grecian simplicity, the handsome all

wood Spencerian graces any room. Your
choice of finishes; brown mahogany, burr
walnut, fumed oak. Write us today!

LIST '^RICE [East of %ocky mountains) $30

46W. Fourth St.

St. Paul, Minn.

qA Fact!
On Wabash oAvenue,

Chicago, the follow-

ing merchants are
among our many cus-

tomers:

Baldwin Piano Co.

Brunswick Phono-
graph Shop

Jacobek Music Co.

JuHus Bauer Piano Co.

W.W. KimbaU Piano
Company

Sonora Retail Shop

Wade-Twitchell Co.

^I^stphono Inc.
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THE NEW HALL OF FAME

roitisIaLi' Huhcnuan

Marie Tiffany

Giacomo Lauri-Volpi

Making Imperishable the Art of the

Greatest Artists of This Generation

Maria Jvoyiin

Formerly the art of the great musi-
cians died with them, or Hved only
in the memory of contemporaries.

The art of Adelina Patti, of Jenny
Lind, of Pauline Lucca, died with
them. The playing of great masters
of violin, or 'cello, or piano, who
flourished a generation ago, is for-

gotten.

But ever}' generation has its great
artists with wonderful voices, or
marvelous ability to wrest music
from man-made instruments. And
today Brunswick is making the art

of these new artists imperishable.

Most of the great modern artists

make records exclusively for Bruns-
wick. Famous musicians have
learned the supremacy of Brunswick
recording. Its clearness, absolute
fidelity to tone and mood and in-

flection. So the great lights of the

New Hall of Fame are Brunswick
artists, that their art may live be-
yond them in all its infinite beauty.

Brunswick's double-faced gold

seal artist records have gained world
recognition. Every one of these
should have a place in every record
album, for they represent the high-
est achievement in modern music.

Coupled with this recording of
classical music Brunswick offers the
best modern, popular music. No
dance music equals that of Bruns-
wick. And for this too there is an
insistent and incessant demand.

Dealers who handle Brunswick-
phonographs and records enjoy the
prestige of a line which has gained
a position of unquestioned eminence
in the musical world. They gain
the large profits of a fast-moving
line with a moderate investment.
And they are assured the protection
of a line handled only through fac-
tory branch offices and distributors
who are in harmony with Bruns-
wick's liberal and fair policies.

Brunswick dealers are never at the
mercy of jobbers with conflicting
interests.

New England Distributors: THE BRUNSWICK-BALKE-COLLENDER CO. Canadian Distributors:

Kraft; Bates 4 Spencer, Inc., Manufacturers-Established I8i5 "^"^i":^' Merchandise Sales Co.,

80 Kingston St.,
u • a 11 d • •

i
^- • 79 Wellington St. ,

West,
Boston, Mass. General Offices: Chicago Branches in All Principal Cities Toronto, Ont.
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IN PES MOINES
Sales Show Increase Over Same Period Last Year Despite Slack-

oiinq of Business—No More Records on Approval—Month's News

Co., Waterloo, la. Mr. Van Vogart was for-

merly manager of the Victrola department of

the A. E. Gardner Co. at Iowa Falls.

THOS. A. EDISON ON VACATION TOUR

Des AIoines, Ia., August 6.—Retail sales in

Iowa have slowed up somewhat according to

the aisual seasonal trend, although the volume
is much better than during the corresponding

period last year. Harger & Blish, jobbers of

Edison products, report that the retail sales

of their dealers are fully 50 per cent greater

than during the same period last year. Little

of the present volume, however, is being taken

from jobbers' stocks. Most dealers seem to be

cleaning out their stocks before placing orders

for Fall and Winter business.

Portable machines are in fair demand, al-

though many dealers claim that, this phase of

the business is not living up to expectations.

One jobber remarked on the increasing popu-

larity of console models. According to this

authority even the people in the smaller com-

munities are demanding this type machine. Re-

tail dealers in Des Moines have noticed an un-

accountable spurt in the record business during

the past few weeks. Business, on the whole, is

better than usual for this time of the year.

Leading local music dealers have all posted notices

at prominent places in their music departments

informing the public of the discontinuance of

the "records on approval" policy after August 1.

At their next meeting, to be held during the

latter part of August, the music dealers of the

city will discuss "trade-in" policies. Most deal-

ers feel that some standard policy can be

reached that will be fair to both customer and

retailer.

During Des Moines Merchants Market Week,
August 6 to 11, Des Moines jobbers kept open

house to their visiting dealers. Local retailers

co-operated very successfully by prominently

displaying their talking machine lines.

J. A. Keyes, who has been doing special sales

work for Harger & Blish, will join the music

department of Davidson Bros, on September 1.

The new six-story building of Chapman Bros.,

Sixth and Walnut streets, is rapidly nearing

completion. The company expects to move in

about August 20. The entire balcony of the

store will be fitted up for and devoted to the

talking machine and record business.

Ed. Hadoval has purchased the drug and talk-

ing machine business of E. H. Tadage at Wy-
oming, la. Edison products will be handled as

in the past by the new proprietor.

L. L. Sherman has purchased the Gilniore

drug and jewelry business at Gilmore, la. Mr.

Sherman will continue to handle Edison phono-

graphs and records.

Evelyn Ashby, formerly of Cedar Rapids, la.,

took over the management of the talking ma-
chine department of Chase & West on August 1.

Ruth LHil, of the record department of David-

son Bros., and Helen Lindquist, in charge of

record sales for L. Ginsberg & Sons, have just

returned from a two weeks' outing at Northern

Lakes.

Jno. Garwood, of the Mickel Music Co.,

Marshalltown, la., has found a new market for

Victor products. Just recently he sold machines

and assortments of records to three different

musically inclined baseball teams.

F. Van Vogart has been appointed manager

of the talking machine department of Davidson

Mr. and Mrs. Edison, in Company With Friends,

Are Motoring Through the Middle West

—

Will Spend Some Time in Camp

Thomas A. Edison left on a three weeks'

vacation with Mrs. Edison on August 2, start-

ing from their West Orange, N. J., home in

an automobile—not a Ford—presented them by

Henry Ford.

Their journey will be westward, through New
York and Pennsylvania, Ohio, Indiana, Michi-

gan and Wisconsin and on the way West they

will pick up Mr. and Mrs. Ford and Mr. and

Mrs. Henry Firestone, with whom they will

spend some time in a camp.

The trip will be made entirely by motor and

the party will make a tour of the northern

peninsula of Michigan, as well as along the

southern shores of the Great Lakes. The in-

ventor expects to be back in his laboratories by

the first of September.

V. W. MOODY MAKES AUTO TRIP

V. W. Moody, of the sales stafT of the Silas E.

Pearsall Co., Victor wholesaler. New York,

spent a few days recently on a combined pleas-

ure and business trip, which included a visit

to the cities in the Hudson River territory, Ver-

mont, New Hampshire, Massachusetts and Con-

necticut. Mr. Moody, who made the trip by

automobile, was accompanied by his family, and

during the course of the journey visited many
Victor dealers throughout that section of the

country. He found the general business out-

look very satisfactory, with all the dealers pre-

Daring for a banner Fall and holiday season.

NEW'teDlSON
RECORD

COMPARISON WITH THE LIVT.NG ARTIST
REVEALS NO DIFFERE.NCE

HARGER & BLISH DES MOINES
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FLETCHER-WICKES CO., 116-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED, STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS

THE FLETCHER "STRAIGHT
Design Patented November 29th, 1921

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS
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THE TWIN CITIES
Retailers and JFholesalers Optimistic Over the Fall Prospects—
Brisk Demand Continues— The Month's Trade News and Activities

Minneapolis and St. Paul, Minn., August 7.

—

Business in the talking machine field is good
and getting better in the Twin Cities and its

environs. A distinct note of optimism pervades

the jobbing houses. A gratifying volume of

orders is coming in both for immediate and

Fall delivery, many of these from dealers who
have done very little buying in the past two or

three years.

George A. Mairs, head of the Victrola depart-

ment of W. J. Dyer & Bro., Victor distributors,

says: "We are doing a big business, away ahead

of last year. All models are selling well and

we are not able to get enough of the new art

console, No. 405, to supply the demand."

Mr. Mairs feels it is too early to forecast

much about Autumn business, but adds that

dealers are optimistic. Business in North Da-

kota, he says, is better in spots, although con-

ditions are so dissimilar in the various parts

of the State as to make a general statement

about the State inapplicable. Indications that

prosperity in North Dakota is looking up are

evidenced by the fact that several dealers who
visited the Dyer firm within the last month
bought more records than they have for two
years. The indications are that South Dakota

also will buy, according to Mr. Mairs, and sales

conditions are pretty fair in Iowa.

"Future delivery orders are reaching us in

a gratifying manner," said H. S. Sharer, man-
ager of G. Sommers & Co., Pathe distributors

located in St. Paul, who says that Minnesota

business is fair. The firm's receipt in his de-

partment will be about the same as last year.

"Business in Edisons is better than last year

and better than last month, according to J.

Unger and A. L. Topel, of the Lawrence H.

Lucker Co., Edison jobber. Conditions, they

say, are especially good in the big towns in its

territory. The iron range towns are doing a

splendid business, Mr. Unger states, and Luck-
er's is doing a very nice record business.

William A. Lucker, who conducts the big

Edison store in St. Paul, has just sold his fifth

Edison phonograph to the same family, clearly

indicating that the buyer was more than pleased

with his previous purchases.

Gust Ardin, of Cook & Rose & Beland, of

Two Harbors, has been added to the list of

Edison dealers by Lawrence H. Lucker, North-
west Edison distributor.

Visitors to the offices in July .included O. V.

Karlberg, Albert Lea; A. C. Mason, Chippewa
Falls; H. M. Hershey, Litchfield, and R. W.
Hyneman, Eden Valley.

Edward G. Hoch, Cheney distributor, says:

"Business with us is 20 per cent ahead of last

July, the last ten days, following the extreme
heat, having been particularly good. The in-

crease is due to orders from people who have

been dormant for some time. This revival

means that we are getting back to stable de-

mand. The business that is coming will be

getting us back to normal."

Mr. Hoch has opened a new account in Great

Falls, Mont., a direct result of the Dempsey-
Gibbons prize fight in Shelby, Mont. Among the

many visitors to the State who made Great

Falls their headquarters at that time were a

group of New York business men, familiar with

the Cheney, who endorsed the line so highly

that the Great Falls man was impressed to the

extent of putting in the Cheney products.

Business is much better than a year ago at

the George C. Beckwith Co., Victor jobber,

according to Charles K. Bennett, general man-
ager, and Fred Strum, and July results are

ahead of last year's figures. "The encouraging

thing is that practically all obsolete models are

off the Twin City markets and dealers are

placing new orders," said Mr. Strum, who vis-

ited the Minneapolis and St. Paul dealers.

"Dealers are going to do a tremendous busi-

ness because we have just the models which the

public wants, particularly a good line of flat-

top consoles, which are popular now."

The Gregg Music Co., Menomonie, which has

been employing a special sales expert from
Beckwith's for a week, has succeeded in dis-

posing 'of eighteen machines during his stay

and asked for his return in the Fall for another

campaign of a similar nature.

At the time of publication C. K. Bennett will

be visiting Camden and New York. At that

time he will arrange for a meeting in September,

when the Northwest dealers will come to Min-

neapolis for a general meeting to consider sales-

manship, financing, advertising, intensive cam-
paigning and machine demonstrations. The
plans also include an exhibition by representa-

tives of the various music publishers, explain-

ing how songs are written, published and
"plugged."

Joe Nylin, of the Nelsou-Nylin Music Co.,

St. Paul East Side Victrola dealer, has enjoyed

a steady business this Summer due to his co-

operation with the Parents and Teachers' Asso-

ciation, the Canoe Club, school and church

organizations, clubs and lodges at whose meet-

ings and social affairs he furnished Victrolas

and records. He has attracted the children by

children's records and accompanying lectures.

Cliff Hunt, of Davis & Ruben, 313-321 Hen-
nepin avenue, East, Minneapolis, reports a good

business in machines. His attractive window
display of portables brought him good results.

He distributed 1,000 Victor trade-marked bal-

loons, obtained through Beckwith's service de-

partment, at a recent picnic of the Central ave-

nue merchaats at Columbia Heights.

% PHONOGRAPH'S "RIGHTARM
is the PHILLIPS TONE ARM

Highly Nickel Plated. Length 8-8'^ inches

New improved throw back arm at an interesting quantity price.

Remarkable tone. Suitable for small consoles and medium priced
machines.

Our No. 2 Arm is being used by some of the largest manufacturers
• in the country and is universally known. Samples sent to manufac-
turers of talking machines only.

Sound boxes shown above are

interchangeable with either arm.

mmmmm wmbfmm mm.
145 (West 45^ Street «5?raVI- New York City
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NEW^'iilSON
^ COMP/.aiSON with! THE' IIVINC ARTIST A

REVEALS Nq DIF^EHENCE

Quality
The ever-increasing demand for the

New Edison is a public expression of

appreciation for the foremost phono-

graph of all time.

It is the only phonograph that can sus-

tain a 'test of direct comparison with

the living artist.

Design and make of cabinets are con-

sistent with the musical quality of the

instrument.

Prestige
Build prestige with the Edison. Make
your store the musical center of your

community.

The only permanent point instrument

in the phonograph field.

Profits
New low-priced Upright and Console

models offer quick turnover and

steady profits.

New improved records and immediate

release of latest hits ofifer increased

record sales.

Increased discounts on phonographs

and records.

Opportunity
We have a liberal proposition and

open territory for live merchants.

Write for information NOW. Cash
in on the Fall and holiday business.

LAURENCE H. LUCKER
Noithwest Edison Distributor

Established 1902

17 South 6th St., Minneapt lis, Minnesota

TURNOVER IS THE SECRET OF SUCCESS IN MERCHANDISING
Declared Homer J. Buckley at Convention of Retail Advertisers' Association in Instructive and

Interesting Address on "Putting the Retailer on the Profit Side of the Ledger"

Dave Ilosen, of the Powers Mercantile Co.,

Victrola department, has rearranged his depart-

ment and reports a satisfactory record business.

M. B. Hagen has added a Magnavox at his

Hopkins store, where he has made extensive

alterations.

Miss Esther Nelson, formerly saleswoman in

the Victrola and Brunswick department at How-
ard, Farwell & Co.'s St. Paul store, has been

made assistant manager of the talking machine

department.

M. Golden, of the Minnesota Phonograph Co.,

has returned from a family reunion in Toledo.

Charles C. Hicks, Victor representative for

this district, has gone to Philadelphia and other

points in the East for his vacation.

Frank Gunyo, of the New England Furniture

Co. phonograph department, has returned from

his vacation at Park Rapids among the North-

ern pines.

Rad Sabra and C. H. Jensen, George C. Beck-

with Co. salesmen, are on their vacations, Mr.

Sabra in northern Minnesota and Mr. Jensen

in Canada.

Every village and town in this couiUry offers

opportunity for a merchant to get rich if he

will chart his purchases, his sales and his ad-

vertising. Homer J. Buckley, head of Buckley,

Dement & Co., Chicago, told the Retail Adver-

tisers' Association in an address on "Putting

the Retailer on the Profit Side of the Ledger"

during the recent convention of the Associated

Advertising Clubs in Atlantic City, N. J.

Referring to the fact that the average life

of a retail store is seven years, the speaker

said that many misguided persons shout exces-

sive overhead as the cause of numerous fail-

ures, when overhead cuts no figure if sales turn-

over is large enough.

More Sales Essential

"Instead of spending our time in finding out

ways and means of reducing overhead, which

in time means lower wages and less buying pow-
er," he said, "let's spend our time figuring out

ways and means of selling more merchandise,

getting a bigger turnover out of our stocks

through the means of the higher wages.

"You never see a big salesman cutting down
expenses. He is always thinking of how he can

spend more to sell more and all big sales and

big salesmen have as their background liberal

expenditures in some form or other.

"When we begin to look around for ways and

means of increasing sales or turnover what do

we find? We find gross inefficiency—we find no

analysis of the market—we find no budget of

finance and purchases. We find no preconceived

plan of action. We find no sales strategy. We
find no advertising ability.

"With these fundamental principles all stores,

all businesses can and will succeed, even though

they may be in the most limited locations. In

other words, there is little science in the retail

business and too much guesswork and trust to

luck. Next to poor salesmanship the greatest

leak of. profits in the retail store is the waste

of time. This leak is more often caused by not

having a plan and working it out.

Advertised Lines Best

"Advertising and sales events should be laid

out weeks, and in many cases months, in ad-

vance and buying should be regulated on such

a plan. This will enable goods to be ordered,

displays arranged and the clerks posted, thus

evervthing will be thoroughlv co-ordinated.

"The salvation of the dealers, in many in-

stances, is advertised lines. The retail mer-

chant who tries to sell goods under his own
private brand is years behind the times, while,

on the other hand, the merchants who push

goods which have behind them the power of ad-

vertising are the merchants who are on the

profit side of the ledger these days.

"Most dealers do not spend enough money in

advertising and have no regular advertising pol-

icy.

"Lay out with the dealer and the local daily,

weekl}' or semi-weekly paper and with other

papers in his trading radius a regular campaign

of advertising.

"Direct mail work will make a lot of sales

if there are enough real live prospects on the

list."

MELODY SHOP ADDS NEW LINES

ilEiMPHis, Ten.x., August 7.—The Melody Music

Shop, 111 Madison street, Saul Bluestein, man-
ager, has added Buescher saxophones and other

small musical instruments to its stock of Bruns-

wick and Sonora instruments and records. A
booking agency for orchestra concerts in this

city has been established in the Melody Shop.

The agency is under the management of Joe

Bennett, well-known local musician.

EARLY BANNER RELEASES OF HITS

The Banner record division of the Plaza

Music Co. made an advance release of the new
Leo Feist, Inc., number, "Cut Yourself a Piece

of Cake and Make Yourself at Home." The
sales department of the company is making a

specialty of early releases of acknowledged
hits. The initial orders for this new comedy
song have been heavier than for any recent rec-

ord release, which would indicate that the late

Summer and early Fall sales of popular rec-

ords are to show a substantial increase.

MUSIC SERVICE CO. INCORPORATES

The Music Service Co., of Wilmington, Del.,

has incorporated under the Delaware laws with

a capital of $10,000. The new firm will deal in

talking machines.

SAVE 100 PER CENT
On Main Spring Repairs

The Ruffo Spring Saving Machine
{Patented in United States and Canada)

Reverses and rewinds flat coil springs of talking machine
motors so that broken rivet holes and ends may be elimi-

nated and the spring repunched and used again.

When only ten main springs are used weekly the Ruffo
Spring Saving Machine pays for itself in six weeks. After
that the profit is 1 00 per cent on each spring rewound.

The value of the machine has been proven in actual

service in a busy repair shop.

Price of Ruffo Spring Saving Machine $18.00

Bench punches for either pear shaped or ob-
long square cornered holes $18.00

Combination of machine and either style of

punch $35.00

ANDREW H. DODIN
Exclusive Selling Agent United States and Canada

28 Sixth Avenue, New York
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The Waltz Sensationf/y^3
Nearly as (^ood as

three O^Clockin IheMornin^'S
__lYotj. can't Ao wi-ong-Wi th any FEIST song."

IMPORTANT "SONORA BELL" ISSUE

July-August Issue of Sonora House Organ
Noteworthy for Practical Sales Value—Frank

J. Coupe and L. C. Lincoln Contribute Inter-

esting Articles—Many Valuable Sales Helps

Listed Make This a Live Booklet

The July-August issue of the "Sonora Bell,"

the house organ issued monthly by the Sonora

Phonograph Co., is one of the most interest-

ing and important issues that have ever been

prepared for the use of Sonora dealers. This

number may be called a Sonora organization

number, for it gives details regarding Sonora

product, personnel and the sales organization as

a whole that cannot fail to prove invaluable to

Sonora retailers. The first page features a prac-

tical sales talk by Frank J. Coupe, vice-presi-

dent and sales manager of the company, en-

titled "Why Sonora Can Be a Profit Maker for

You."

On the succeeding pages there are shown il-

lustrations of some of the various departments

in the immense Sonora factory at Saginaw,

Mich. This plant is considered one of the finest

and best-equipped phonograph manufactories in

the world and the illustrations give some idea

of the completeness of the plant. There are

also presented photographs showing the plant

at St. Croix, Switzerland, where Sonora mo-
tors are manufactured, and on succeeding pages

there are shown some of the distinctive me-

chanical features of Sonora product, such as

the brass tone arm, wood tone arm, all-wood

amplifier, etc. Two pages are devoted to a de-

scription of the Sonora motor, together with a

phantom view of a complete instrument, which

emphasizes the most important constructive

features of this product. Under the heading of

"Where Sonoras Are Sold in Quantities" there

are listed some of them any prominent merchan-

dising institutions that retail Sonora product.

Some of these establishments are shown in two-

page illustration form and there are also re-

produced some of the advertisements used by
these retail stores.

L. C. I-incoln, advertising manager of the

Sonora Phonograph Co., contributes a helpful

article, entitled "How Sonora Helps Its Dealers

Sell the Line," and in this article Mr. Lincoln

comments upon the mammoth Sonora electric

sign on Broadway, the painted sign along the

New York Central Railroad, which is credited

with being the largest sign in the world, and

mentions briefly some of the many sales helps

issued by his department the past year. J. W.
Eoothe, general manager of the music depart-

ment of Barker Bros., Los Angeles, Cal., tells

an interesting story in an article entitled "How
I Sell One Million Dollars' Worth of Sonoras

^'early," and on si.x or eight pages there are

featured letters from prominent Sonora dealers

throughout the country, referring to the splen-

did business they are closing with this line, and

illust.-ations are used to reproduce some of the

window displays and store interiors sponsored

bv the retailers.

A personal touch is given to this issue of the

Sonora Bell by the use of photographs of the

members of the sales and advertising staflfs, to-

gether with brief biographies. Among those

featured in this way are L. C. Lincoln, advertis-

ing manager; R. H. Meade, assistant advertising

manager and editor of the Sonora Bell; F. V.

Goodman, assistant manager, sales department;

E. D. Coots, assistant sales manager; H. J.

O'Connor, J. M. Ervin, J. E. Hornberger and

J. A. Read, special representatives of sales de-

partment, and F. Roediger, mechanical supervisor.

WILL OPEN NEW STORE IN HARTFORD

H.'KKTFORD, CoNX., August 6.—Joscph Fcinblum,

the enterprising talking machine dealer here,

plans to open a new shop in a few daj'S. The
entire equipment and installation work has been

done by Van Veen & Co. and the place prom-

ises to be one of the finest shops in this city.

Mr. Feinblum will carry a complete line of Co-

lumbia goods, including the latest models of in-

struments, and he promises to ofTer the best

service possible to his customers.

THE SONG SHOP OPENS

Gloucester, Mass., August 7.—The Song Shop

is the name of a new music store recently

opened at 97 Main street, this city, by H. B.

Fears, who is a well-known local music teacher.

The Brunswick line of phonographs and rec-

ords and sheet music are featured.

Showing Reproducer of Jewel Needle liquipment Turned
L'p to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Lateral Cut Records on Edison
Phonograph

For The New Edison

Showing Reproducer of Jewel Needle Equipment in

Position^ for Playing Edison Record With Fibre Needle.

Plays all types of records. Operates the same as

the "EDISON" with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents

swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy

access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut

records with a Fibre needle in the proper
"EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it

a floating action.

NOT
Just Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well as

in Mechanical Construction

and Finish.

Send for descriptive circular

which contains "HINTS RE-

GARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

JEWEL PHONOPARTS COMPANY

m

Showing Back View of Jewel Needle Equipment in Posi

tion for Playing Lateral Cfut Records on Edison Phonograph

Needle CENTERS on all records.

Straight air-tight construction and absence of

movable joints insure perfect reproduction and
great volume.

Pivoted ball -joint insures perfect reproduction and
freedom of movement both vertically and hori-

zontally.

Weight is the lightest that can produce perfect

results, thus saving the record, and permitting a

freedom and sweetness of tone considered impos-

sible.

Indestructible NOM-Y-KA diaphragms do not

blast, crack, split or warp, and are the greatest

development in phonographic sound reproduction

in years.

160 W. Whiting St., Chicago
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JOHN H.WILSON,Manage

324WASHINGTON ST.,BOSTON, MASSL-DQSO ENGLAND
TRADE LOOKING FORWARD TO PROSPEROUS FALL

AS SATISFACTORY SUMMER DRAWS TO A CLOSE
Vacation Season on in Full Sway—Cheney Sales Staff Stages Dinner Meeting and Theatre Party

—

New Home for GiUis & Co.—Annual Machine Shortage in Sight—The Month's News

Boston, Mass., August 6.—July and early Au-

gust, which have shown a fair degree of activity

in New England, have seen and still see many
of the staiTs of the stores away on vacations,

and this state of things will continue through

the current month and up to Labor Day, which

automatically brings the Summer to a close and

sees the end of vacations. The stores are

therefore depleted in their personnel, but that

has not made much difference, in a way, for

those still an the job are competent to handle

the Summer business, which, as already stated,

has been good; much better in some cases than

it was last year. It is of interest that each

Summer since the war there has been an im-

provement in conditions. This is by no means

confined to the Summer months, as each of the

twelve months is showing an improvement.

Dinner Party of the Cheney Sales Staff

In the latter part of July the Cheney Sales

Corp.'s New England representation met at the

Boston offices, 376 Boylston street, for a dinner

and theatre party. Those present included G.

Dunbar Shewell, president; Stephen A. Cola-

han, general sales manager for New England;

John Elliot, of the Cheney department in the

Shepard Co.'s store. Providence, R. I.; Ford

Sperry, of the R. H. White Co., Boston; Louis

Scott, of the F. C. Henderson Co., 156 Boyls-

ton street, Boston; S. J. Horgan, of Barnard,

Sumner & Putrtam, of Worcester; Frank A.

Colahan, of Forbes & Wallace, Springfield;

Alexander Baillargeon, of the Woonsocket
Phonograph Co., of Woonsocket, R. I.; William

Hallet, of Burrows & Sanborn, Lynn; Oscar

Freed, of John Z. Kelley, Lynn; William Mil-

ton, of the A. M. Hume Music Co., Boston.

Following a session at the Boylston street

executive offices, where the future of the Cheney

was intimately discussed and some of the new
models were exhibited and commented on, the

company adjourned to the Copley-Plaza, where

they visited with President Shewell for a time,

and later went to a Boylston street restaurant

for dinner. At 8 o'clock the company found

itself in the Tremont Theatre, where all the

men enjoyed "The Rise of Rosie O'Reilly,"

George Cohan's latest musical comedy.
Gillis & Co. Lease New Home

Walter Gillis, who for several years has been
a Victor dealer in one of the piano stores of

Boylston street, has taken a lease of the prem-
ises at 429 that same thoroughfare, where he

has a beautiful place, under the name of Walter
Gillis & Co., which promises to become a popu-
lar rendezvous for his many patrons. Mr.
Gillis is carrying the Strand, Cheney and the

Victor lines, and the warerooms are filled with

the latest models of all these machines. The
front of the store is attractively done in ebony
and gold and both inside and out are singularly

attractive. Mr. Gillis is a popular member of

the New England Music Trade Association and
has many friends in the talking machine busi-

ness in this territory.

Shortage of Victor Models
The Eastern Talking Machine Co., Victor

jobber, is complaining of a shortage of several

models, especially Model 80, for which there is

a persistent demand because of its popularity.

The first of the new art models, already men-
tioned in earlier letters, began to come through

the latter part of July. General Manager Her-
bert Shoemaker, of the New England depart-

ment, accompanied by E. P. Johnston, of the

sales force, took a trip through Maine the mid-

dle of July, visiting such important centers as

Portland, Bangor, Brunswick, Boothbay and

other cities along the route.

New Sonora Model in Demand
Joe Burke, manager of the Sonora Co. of

New England, has been making his first trip

through Maine, combining business with pleas-

ure. He was accompanied by Mrs. Burke, and
the places that were visited included Portland,

Bangor, Auburn, Augusta, Hallowell, Lewiston,

Waterville and others. The new Barcarole

model of Sonora has just arrived at the Boston
headquarters and shipments of it are expected

very shortly, enough for the present, at least,

For

New England

Dealers

Exclusively

Wholesale

The Eastern Talking

Machine Co.

8 5 ESSEX
BOSTON

STREET
MASS.

to supply the demand, for dealers have been

anxious to procure as many of this model as

possible. Business at the Boston headquarters

is making a very good showing, and indications

for a brisk Fall trade are very encouraging.

The "requirement schedules" which the man-

agement has sent out to the trade—a very ex-

(Confiiiucd oil page SO)

m

Ditson
Victor
Service

Are You Prepared to Reap
the Fall Victor Harvest?
Beginning next month will come the cream of the talking machine business

of 1923 with new machine models and new record offerings to stimulate in-

creased public interest.

To realize the maximum volume of sales during the period means that

Victrola and record stocks must be in proper shape backed by wholesale

service that will keep the gaps filled and also help in the selling.

This is the sort of service ofifered by Ditson.

OLIVER DITSON CO.
BOSTON

VICTOR
Exclusively

CHARLES H. DITSON & CO.
NEW YORK

1
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Love of Good Music Is Not Limited to Any Class, Creed or Race

U/>e NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph, The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It will bring increased patron-

age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

sliip Opportimi-

ties. Write its.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 79)

cellent system devised by Manager Burke—is

being widely recognized by dealers, and the

fiUed-in blanks enable the local headquarters to

keep well posted pretty well in advance of what

the trade will require month by month.

New Brunswick Accounts

The Brunswick business in New England has

been forging ahead in commendable fashion,

and it is stated at the local headquarters of

Kraft, Bates & Spencer, Brunswick distributors,

that thus far this year there has been a 40 per

cent increase over the same period last year. A
new concern to take on the Brunswick line is

the United Music Co., which will carry these

instruments at its stores in Plymouth and

Brockton. Corier's furniture store at Nashua,

N. H., is another concern to sign up for Bruns-

wick representation.

Pleased Over New Victor Release Plan

Your correspondent was in the Arch street

office of M. Steinert & Sons a few days ago

when Manager Kenneth Reed, of the Victor

department, received the first official informa-

tion regarding the new Victor plan of a weekly

supplement of records beginning September 21,

and there was much enthusiasm when it was

discovered also that in addition to the weekly

releases the Red Seal records were to be

double-faced. This does not mean the elimina-

tion of the single-faced Red Seals, which will be

continued for some time yet. Manager Reed,

through this new plan of releases, sees a quick

increase in the Victor record output. Speaking

of the general wholesale business, he said that

the Steinert output for the month of July

showed more than 100 per cent increase over

the distribution volume of July of 1922.

Inaugurates Hallet & Davis Drive

Lester G. Jones, who is in charge of the talk-

ing machine activities of the Hallet & Davis

Co., is planning no vacation this Summer and

is concentrating all his attention right on the

work in hand. He says that several new ac-

counts have lately been signed up which look

very promising. Beginning right away he is

entering upon an intensive sales campaign

throughout New England that should bring big

results.

N. B. Smith Starts Intensive Drive

Manager N. B. Smith, of the Nevi' England

department of the General Phonograph Corp.,

started from Boston the latter days of July for

some intensive work in the southern New Eng-

land field, planning to make his headquarters

and special destination at Hartford, Conn. He
went first to Springfield, stopping at several

places en route to Hartford, and his program

called for a week or more in that territory.

Attend Cheney Dealers' Conclave

Stephen A. Colahan, New England represent-

ative of the Cheney, was in Philadelphia in July

attending a dealers' convention. Those pres-

We Serve New England!

Qju:
TheB,ecord<)r<M»lrtjl

'TPHOROUGHLY complete stocks of all Okeh and Odeon
Records, modern methods of distribution and an invalu-

able knowledge of the needs of the New England market
from all angles enable us to give our dealers a distinctive

service that is dependably prompt and certain at all times.

Due to the unusual demand that now exists for Odeon
Records and Okeh foreign language records, we are now
carrying extra large stocks of records in Italian, Polish,

German and other foreign languages.

We still continue our maintenance of a special list of all

Irish records.

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

Records

ent were: A. C. Harper, president of the Cheney
Talking Machine Co., who came East from
Chicago; G. Dunbar Shewell, president of the

Cheney Sales Corp.; Charles Wilkinson, the

Philadelphia representative of the company;
Sam Saunders, the New York manager of

the company. The principal topic discussed

was the Fall business, and it was the consensus

of opinion that the Cheney is to be well repre-

sented in the East this Fall and the indications

are good for some splendid sales.

Isham Jones' Concerts a Success

It is pleasant news to learn that the concerts

given by Isham Jones' Orchestra around Massa-
chusetts were so well managed by Kenneth T.

Finney that record audiences were the rule

everywhere. Mr. Finney attended all of them
in person and in some places the halls were not

large enough to accommodate the crowds of

people desirous of hearing this famous organi-

zation. So successful were these musicians who
play for the Brunswick that it is not unlikely

that they may be heard in a wider New Eng-
land field next Winter. As might be expected,

the concerts were the means of kindling a new
interest in the Isham Jones Orchestra's records

and the demand made upon Kraft, Bates &
Spencer severely taxed the stock on hand as

dealers called for these recordings. This con-

cern has found its new location at 80 Kingston

street admirably adapted to keeping in close

touch with the trade.

C. C. Harvey Co. Improving Quarters

Several of the departments of the C. C. Har-

vey Co., notably the floor where are located the

executive offices, are being improved and r

arranged in order to better facilitate business.

Alanager Francis T. White, of the talking ma-
chine department of this Boylston street con-

cern, who has thus far had a very good Summer
business, left home the latter part of July for

his vacation, which he is spending with his

family at Falmouth Heights, to which place he

motored in his new Buick. Two particular

trips which he had planned for while away were

to Provincetown, at the tip of Cape Cod, and in

the opposite direction to Newport, R. I.

Okeh Artists Score in Concert

"Handy's Famous Original Band," which

plays for the Okeh and whose playing is re-

corded on the Okeh records, gave a concert in

Symphony Hall on Sunday evening, August 5,

and with the band appeared Sarah Martin, "sen-

sational phonograph star and world's greatest

'blue' singer," as the bills put it. The manage-
ment of this concert was largely in the hands

of New England Manager Smith, of the Gen-

eral Phonograph Corp.

Combines Vacation With Business

Manager Fred E. Mann, of the Boston branch

of the Columbia Co., was able to combine busi-

ness with pleasure on his recent motor trip

through southern New England, and he visited

dealers as he proceeded into New York, where

he was in conference with the executive officers.
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He returned from this trip via Connecticut and
Rhode Island. Manager Mann's real vacation

consisted of only four days, which he took the

' latter part of July in a trip to Buffalo, N. Y.

Fred C. Collins on Vacation

Fred C. Collins, who covers Vermont and
Connecticut for the Columbia Co., traveling out

of Boston, is spending a well-earned vacation

with Mrs. Collins at Atlantic City. On his way
thither Mr. Collins stopped at the Columbia
executive offices in New York, where he visited

General Record Sales Manager Benz, Field

Sales Manager Porter, Advertising Manager
I.everich, Vice-president Yerkes and General

Sales Manager Hopkins. While in New York
Mr. Collins also called upon some of the larger

talking machine departments, picking up a num-

ber of new and practical ideas.

Salesman E. W. Hanna, who travels the

Boston territory for the Columbia Co., will soon

start on his vacation and while he is away his

territory will be taken care of by Mrs. A. W.
Graves, of the Columbia record sales promotion

department. Mrs. Graves is widely known
among Columbia dealers.

Picnic of General Phono. Forces

The picnic held on the Fourth of July by

the New England department of the General

Phonograph Corp. was a great success and re-

flected much credit on Messrs. Smith, Connolly

and Donovan, who were the committee of

arrangements. Mention of the picnic was made
in the July issue, but it was not stated that

at Lake Boone, where it was held, there was a

spirited baseball game between the Okeh boys

and a team from Ace High Cottage, in which

the former won three to one. Smith was the

pitcher and Connolly was the catcher for the

Okeh boys and there was some real sport all

around before the day was over.

Columbia Educator Teaching in School

Mrs. Grace M. Drysdale, formerly associated

with the Columbia educational department in

the New England territory, and now head of

the Drysdale School Service in Harvard square,

Cambridge, is one of the teachers at the Summer
school at Castine, Me. Music supervisors and
teachers are finding the Drysdale School Service

of invaluable assistance to them.

Vacationists Home Again
Assistant Manager J. W. Connolly, of the

General Sales Corp., and P. J. Donovan, one

of the salesmen of the organization, both at

the Boston office, spent their vacation in Maine,

going up as far as Bangor. They were away a

fortnight, returning much rested.

R. V. Keyes, the Connecticut representative

for the Sonora, is about finishing his vacation,

which has been spent in the White Mountains,

whither he motored in his car.

Frank Coupe to Visit Here
Frank Coupe, vice-president and general sales

manager of the Sonora Co., is expected in Bos-

ton toward the latter part of August. He has

a young son who is at a Summer camp in Maine
and he is coming up to New England by motor
to take him home. Mr. Coupe plans to remain

in Boston for several days, the guest of Man-
ager Joe Burke and his brother, Tom Burke,

of the New England department of the Sonora.

Jack Wittstein a Visitor

Jack Wittstein, of Wittstein's Music Shop,

KRAFT-BATES-^SPENCER
NEW ENGLAND DISTRIBUTORS

PHONOCBAPHS

New Brunswick Records Every Day
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the recofd cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Steel Needlet Motrolat Record Bruthet Khaki Covert

110 Church street. New Haven, Conn., was a

visitor in Boston for several days late in July.

While here he was the guest of Joe Burke and

"Brother Tom," of the Sonora headquarters.

Kenneth E. Reed Discusses Conditions

In a chat with The World, Kenneth E. Reed,

of M. Steinert & Sons, Victor wholesaler, stated

that business in Boston and New England was
generally good and, in fact, considerably better

than last year. May, June and July all show a

substantial increase over the same months of

1922, including both Victrolas and Victor rec-

ords. Every indication points to an exception-

ally fine business for the Steinert wholesale

Victor department during the coming Fall and

Winter. Mr. Reed commented upon the fact

that industrial conditions are somewhat un-

settled in several cities, such as the shoe towns,

which are comparatively quiet, and the textile

cities, which are quiet at the present time, owing

to the closing, of some of the mills. However,

on the whole, conditions are generally satis-

factory and the outlook is bright.

"There is every indication of a greater supply

of Victor merchandise this year than in any pre-

vious year," said Mr. Reed, "and still we can see

a shortage of instruments, particularly of one

or two of the most popular-priced styles. It

is, therefore, advisable for every Victor retailer

to start laying in a reserve supply of instru-

ments now while he can secure them, and the

retailer who uses a little foresight will undoubt-

edly do a far larger volume of business this

year than in any previous year. This is what

we expect to do ourselves as wholesalers and

feel sure that the great majority of other Victor

wholesalers and retailers will do the same. In

fact, 1923 should prove a banner year for all

merchandisers of Victor products."

Interesting News Gleanings

G. F. Baldelli, of the M. Steinert & Sons staff,

35 Arch street, Boston, is soon to start on his

vacation with his family and they will go to

Cataumet, down on the Cape, where they have

been several Summers.
Columbia Dealer Fred D. Jones, of Belfast,

Me., is now convalescing after being confined

to his home for several weeks b}' illness. His

friends are glad to see him again on the job.

Ernest A. Cressej', of the C. C. Harvey Co.,

is spending his vacation at Belgrade Lakes, Me.

C. D. Rodman, energetic manager of the talk-

(Continued on page 82)
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THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 81)

ing machine department of the Household Fur-

niture Co., Providence, R. I., has returned from

his vacation, which was spent partly at the

Summer resorts near Boston.

John T. Maguire, of the Eastern Talking Ma-
chine Co. staff, is home from a several weeks'

vacation. He has lately become the proud

father of a bouncing youngster.

E. W. Kilgore, sales manager of the Eastern

Co., is planning his vacation for the last two

weeks in August, when he will go to New York
and Washington.

"Archie" Hume, head of the A. M. Hume
Music Co., spent the last week of July at Booth-

bay, Me., where he had a needed rest.

William G. Adams, of the staff of the Pardee,

Ellenberger Co., left early in July for his vaca-

tion, which he was to spend in the Moosehead

Lake section of Maine, a section with which

he is very familiar through frequent association

before he came to Boston.

Arthur C. Erisman, who handles the Strand

instruments and the Vocalion records for the

New England territory, has as his guests here

for a few days his father, J. D. Erisman, and his

brother, Albert Erisman, who motored to Bos-

ton from Wilmington, Del. When they leave

for home they will go by way of western Massa-

chusetts and the Berkshires.

W. S. Stackhouse, of the sales staff of the

A. M. Hume Music Co., which handles the

Victor and Cheney lines, has started on his

vacation, which he usually takes in Maryland.

W. M. Milton, of the same house, has gone to

Boothbay, Me.

Charles Foote, of Vocalion Hall, has gone

over to New York for his annual holiday.

Leslie K. Scott, who is in charge of the talk-

ing machine department of Henderson's, spent

his holiday with Mrs. Scott at Narragansett Bay,

R. I. J. H. Maynard, also of Henderson's, starts

in a few days for New Brunswick.

New Strand Models Admired
Seven new types of Strand instruments have

Co., in this city, and they are being enthusias-

tically taken by dealers throughout New Eng-
land. In fact, the demand has been so great

that Mr. Erisman's place has been a perfect

hive of industry all Summer and not till this

month have the employes been able to con-

sider vacations. These new types of instru-

ments include the Hepplewhite, Queen Anne,

Louis XV and Italian Renaissance as especially

beautiful ones. Mr. Erisman is planning a

special opening during the first week in Sep-

tember when these models will be exhibited

under the most favorable conditions. It is of

interest that Mr. Erisman delivered more than

3,000 portable instruments, these including the

Camp-fone and Outing, during June and July.

New Strand Representatives

Speaking of the Strand, Manager Erisman
has lately signed up for still further representa-

tion in New England, the latest ones being

William H. Avery, of Concord, N. H., who has

lately opened up new stores in Laconia and
Newport, N. H.

;
Barney's Music Store at New-

port, R. I.; James Bloomberg, in Chelsea; East-

ern Furniture Co., at Bangor, Me.; the Edwards
Furniture Co., at Fitchburgh, Mass.; the

Hirschen Furniture Co., at Springfield, Mass.;

Prime Furniture Co., in Boston; George H.

Richmond, in Roxbury, Mass., and the Wallace
Co., at Pittsfield, Mass.

Popularity of Vocalion Records
Vocalion records in the New England terri-

tory are practically selling themselves, says

Arthur C. Erisman, and no new dealers have

been taken on for many months. The Vocalion

was early in the field with the two numbers
from George Cohan's latest musical comedy,
"The Rise of Rosie O'Reilly," and these can-

not be secured fast enough to supply the demand.

Business Vocalionwise is accordingly very big.

Ditson Outing a Success

The outing of the Oliver Ditson Co., held

early in July at Thompson's Island, in Boston
Harbor, was a highly successful affair, and with

in all 175 men and women to enjoy the day.

Henry A. Winkelman, head of the Victor de-

partment of the Ditson Co., was one of the

committee to arrange for the outing, and
throughout the day he was busy seeing that

everyone had a good time.

New Manager at Vocalion Hall

There is a new manager at Vocalion Hall.

He is Kirk Coffrin, who comes here from
Springfield, where he has been connected with

the large house of Forbes & Wallace. W. E.

Birdsall, of Vocalion Hall, and who is giving

special attention to the talking machine end of

the business, has just returned from a long auto-

mobile trip through the White Mountains into

Canada, where he visited both Montreal and
Quebec, St. Anne de Beaupre and adjacent

places and back through the Green Mountains
and down to New York City.

Kraft. Bates & Spencer Vacations

Kenneth T. Finney, of Kraft, Bates & Spencer,

Brunswick distributors, has gone with Mrs.

Finney to Maine on a vacation.

Elmer C. Nelson, in charge of the record

department of Kraft, Bates & Spencer, is home
from his vacation, which he spent "down East."

Piatt R. Spencer, of Kraft, Bates & Spencer,

and a brother of Harry Spencer, who is a dev-

otee of tennis, has entered for the tournament

at the Tedesco Club to be played at that North

Shore shortly. Mr. Spencer lately returned from

a j'achting cruise along the Maine coast.

P. J. MANN CO. CHARTERED

Worcester, Mass., July 23.—Papers of incor-

poration have just been filed for the P. J. Mann
Co., 310 Main street, with an assigned capital

of $25,000. The concern will deal in musical

instruments. Philip J. Mann is the chief stock-

holder.

The talking machine man who knows so much
that no one can tell him anything new does

not get very far. Old stuff', but how timely!

arrived at the quarters of the A. C. Erisman the guests whom the house invited there were

[ Edison Dealers:
Here is a \vay to make extra profits.

Investigate the "Perfection" and see

for yourself its big possibilities.

A new gold finish by the
Chesley process is now be-
ing put on all Perfection
attachments. It's a good,
heavy, durable gold finish

a "five-ply" finish. You
can recommend and sell

Perfection attachments,
with a guarantee of 100%
service.

Every Edison owner is a
prospect.

It makes possible the play-
ing of all makes of lateral

cut records on Edison ma-
chines.

Construction and finish-

the best. This is the "Perfection" Edison
Attachment (Nos. 4 and 7)

Send today for complete information, prices

and dealers' proposition.

NEW ENGLAND TALKING MACHINE CO.
16-18 BEACH STREET BOSTON, MASS.



The Talking Machine World, Nezv York, August 15, 1923

HEINEMAN 77
The Outstanding Motor of the Industry

ATIONALLY famous for the dependa-

bility, noiseless operation, steady and

continuous power that have made

Heineman Quality Motors synonymous with re-

liability throughout the length and breadth of

the phonograph world.

HEINEMAN QUALITY
MOTORS

Manufactured by the

General Phonograph Corporation
OTTO HEINEMAN, Pres.

25 West 45th Street New York
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Another M^Carthy-Tierney^^ Masterpiece!^

—

S^MILLRIVERROAD
That hresistible Fox Trot

^ Each ni^ht fhe same'^old sto

^'Qjou can't iVron^

mhanfmSJ'song"

Down Ihere m loV-ers lane,-

DOWNEY HOWARD TO ENTER FIELD

Secures Lease on Attractive Quarters—Will

Handle Talking Machines and Records

Worcester, Mass., August 6.—W. H. Downey,

who has been connected with the. music busi-

ness for a number of years, recently secured

a lease on attractive quarters in a new business

district here at 29 Portland street. The firm,

which will be opened for business by Labor
Day, is to be known as Jay Downey Howard,
and a complete line of talking machines, rec-

ords and supplies will be carried. Mr. Downey
has had wide experience in the music business;

he was formerly connected with Eilers Music

House, San Francisco, later becoming part own-"

er of the Chapman Music House, Lynn, Mass.

He also operated a music business in Lynn
with his brother and was the founder of the

Talking Machine Supply House, Lowell, Mass.,

which he sold out some time ago.

the needs of the business. Thomas R. Bowden
and Adrian LeBlanc, proprietors, are well

known in this section of the State. Mr. Bowden
formerly was connected with a noted music

concern in Boston and prior to the opening

of the present store he operated an establish-

ment in Marblehead and Mr. LeBlanc has been

connected in business here for some time.

Vitanola and other phonographs are handled.

WILL REPRESENT CHELSEA RADIO CO.

National Chelsea Radio Corp. Chartered—Will

Act as Distributor for Chelsea Radio Prod-

ucts—Planning Extensive Ad Drive

PLAN TO OCCUPY LARGER QUARTERS

Newbukyport, Mass., August 7.—One of the

most progressive talking machine dealers in this

city is Norman W. Doyle, who handles the

Starr phonographs and Gennett records on

State street. The business has grown to such

an extent that larger quarters are necessary and

the concern will occupy larger warerooms in

September, according to present plans.

SALEM FIRM ENJOYS STEADY GROWTH

Progressive Policies of Bowden & LeBlanc

Building Excellent Business

Salem, Mass., August 3.—One of the most

progressive and rapidly growing concerns in

this city is Bowden & LeBlanc, which was
opened about six months ago at 258 Washington

street, this city, with a complete line of talking

machines, pianos and accessories. The store

is unusually attractive, the most modern equip-

ment obtainable having been installed to meet

R. B. WHEELAN ENJOYING EUROPE

Reports received from R. B. Wheelan, presi-

dent of Health Builders, Inc., New York, state

that Mr. Wheelan is having a splendid rest and

that both he and Mrs. Wheelan are enjoying

the beauties and entertainment of the European

countries which they are visiting.

Boston, Mass., August 2.—The plans recently

announced for the formation of a new company
by F. Clifford Estey, formerly of the Clapp-

Eastham Co., Cambridge, Mass., have material-

ized in the incorporation of the National Chel-

sea Radio Corp., with Mr. Estey as president.

The National Chelsea Radio Corp. will act as

national sales agent for the entire output of

the Chelsea Radio Co., of this city. This will

permit the Chelsea Radio Co. to devote its en-

tire time to an increased manufacturing pro-

gram and the new company will have charge of

all the merchandising details, distributors' sales

helps and an extensive national advertising cam-

paign. The Chelsea Radio Co.'s line at the

present time consists of a very attractive selec-

tion of moulded parts. In addition there will

shortly be brought out three licensed regenera-

tive receiver and amplifying sets.

BAGSHAW CO. WINS SUIT

The W. H. Bagshaw Co., of Lowell, Mass.,

producer of Bagshaw needles, has been awarded

the right to the use of the word "Petmecky."

This matter was in litigation for some time.

ORGANIZED WITH $250,000 CAPITAL

The Connecticut Blower Corp., Hartford,

Conn., has been incorporated under the laws of

Delaware with a capital of $250,000, with M. E.

Keeney, president; C. H. Keeney, treasurer, and

C. E. Keeney, secretary. The product to be

manufactured consists of blower and exhaust

systems of all types for installation in stores

and other types of buildings.

THE TROTTER ELECTRIC MOTOR
Is an Attractive Retail Proposition for Phonograph Dealers

EASILY INSTALLED WILL RUN ON ANY CURRENT

GUARANTEED FOR ONE YEAR

The Trotter motor can be sold to any one who owns a spring motor driven phonograph. Any one can install

it and when following printed instructions can change his phonograph into an electric machine in ten minutes.

PLYMOUTH PHONO PARTS CO. Plymouth, Wisconsin
DISTRIBUTORS

Plaza Music Co., 18 West 20th Street, New York — Lakeside Supply Co., 73 West Van Buren Street, Chicago.
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Another Cohan cyclone is gathering applause preparatory to

sweeping the musical show field. Tis called "The Rise of Rosie

O'Reilly," and in it occur the fox-trot hit and the waltz success of

the season.

These two outstanding numbers, "When June Comes Along With
A Song" and "Born And Bred In Brooklyn," the Columbians give

you this month on Record A-393 1

.

COLUMBIA GRAPHOPHONE CO.
New York

M I LW A U K E E
Trade Interest Ceiiters on Fall and Holiday Prospects—Predict

Machine Shortage—Sales Maintain Excellent T'nhime—The News

MiL.WAUivEE, Wis., August 9.—Interest of talking

machine men at present is centered largely on

Fall and holiday business and it is significant

that the mental attitude as the big season ap-

proaches is very favorable, due to the good busi-

ness which has come to dealers all through the

year thus far. The past month was a relatively

excellent one for Summer volume and the first

week of August has witnessed a further demand
for instruments and records. It is to be noted

particularly that the console style is steadily

becoming the biggest factor and, while the

standard upright style is still selling well, deal-

ers and public lean toward the console.

Accumulation of stocks for Fall and holiday

business is now going on and as early as this

time dealers are of the belief that there is not

going to be a surplus of merchandise available.

Many stores are placing orders for stocks up

to the limit of their financial resources, being

confident that even then they may have to requi-

sition emergency stocks in early Winter.

Predicts Victor Shortage

"We look for a big Fall business and our

only worry now is to get enough instruments

to fill our orders," said Harry Goldsmith, secre-

tary of the Badger Talking Machine Co., Victor

jobber for Wisconsin and Upper Michigan.

The Victor Co. is rushed, but the way produc-

tion is being absorbed throughout the United

States makes it look as if there is going to be

a considerable shortage of merchandise later on.

"One of the things that is striking is the

manner in which the rural districts in Wiscon-
sin are buying Victor instruments. We have

been hearing and reading—mostly the latter

—

about the dire results of 'dollar wheat,' but so

far as Wisconsin is concerned, this is not a

pressing problem. We all realize, of course,

that the prosperity of wheat farmers is some-

thing to be much desired, yet I cannot help

thinking that Wisconsin, with her great dairy

industry, is out of the pale of the direct effect

of the low price of wheat. This is the foremost

dairying State in the Union and the products

are bringing fine prices, which gives our farm-

ers a strong buying power and enables them

to gratify their desire for music as expressed

in the talking machine.

"A year ago the rural districts of Wisconsin

were in rather sore straits, but business in dairy-

ing has picked up wonderfully well and to-day

there is little left to be desired. Southern Wis-
consin is especially active in respect to our line

of business. In the northern sections, where
iron mining is a big factor, conditions likewise

are more favorable. In Upper ]\Iichigan, where

copper mining is the main pursuit, business is

not quite so good, but it is bound to improve."

Mr. Goldsmith commented upon the good de-

mand for the console types of the Victrola and

said that Nos. 400, 405 and 410 are selling in

large volume. Victor record trade, which was
rather slow during the early Spring months, has

taken a strong upward bound.

Yahr & Lange Co. Busy
Fred E. Yahr, president of the Yahr & Lange

Drug Co. and supervisor of its large musical

instrument and merchandise department, featur-

ing the Sonora, is an enthusiast over present

and prospective business. Mr. Yahr said that

Summer sales to dealers in the Wisconsin and

northern Michigan territory have been far and

away above anything ever experienced in a past

July, and advance orders on the books are very

gratifying as well. Yahr & Larige are one of

the biggest outlets of the Sonora factory and

the condition of its trade is usually regarded

as a hall-mark of national trade.

Expect Record Brunswick Business

P. H. McCulloch, manager of the talking ma-
chine department of the Brunswick-Balke-Col-

lender Co., reports a very healthy state of trade.

"Our dealers are making arrangements for

large shipments of Brunswicks in anticipation

of a big Fall trade," said Mr. McCulloch. "I

feel that we will have the best Fall and holiday

business in our history if the supply can be

kept adequate. Dealers are asking for immedi-

ate shipments of their Fall orders and we are

behind on deliveries right now."

A big demand for portable styles of the

Brunswick was experienced this Summer and

every one of these instruments that it was pos-

sible to get from the factory and from other

distributors was required to fill orders.

Adolph Orth a Benedict

Adolph Orth, son of Fred William Orth, vice-

president of Chas. J. Orth, Inc., was married

recently to Miss Mildred Fox, who has been

in charge of the talking machine record depart-

ment at Orth's for several years. Mr.' and Mrs.

Orth spent their honeymoon in the famous

northern Wisconsin lake and forest region.

Brunswick Shop, Inc., Chartered

The Brunswick Shop, Inc., is the name of a

new corporation organized with $15,000 capital

at Sheboygan, Wis., by Herman G. Bendler,

Paul F. Schmidt and G. W. Buchen. It suc-

ceeds to an established partnership business at

807 North Eighth street, which is now doubling

its floor space and installing four new booths.

The Edison and Brunswick lines will be handled.

Victor Dealer Gets Free Publicity

The firm of Chas. H. Schefft & Son, 849 Third

street, was the subject of an interesting illus-

trated article in a local daily newspaper, which

stressed the fact that this is one of the few

music concerns in Wisconsin which devotes its

entire attention to the sale of Victrolas and

Victor records exclusively. No other lines of

instruments or goods are stocked. The store

was established less than fourteen years ago

and is one of the largest Victor dealers in

the Milwaukee territory.

Meeting Success With Okeh
The Lyric Music Co. is meeting gratifying

success in marketing the Okeh record, which

is distributed in this territory by the Yahr &
Lange Drug Co. The Okeh has gained in pop-

ularity to such a degree that it is now as well

known as the other principal lines and its sale

is running into a very large volume each month.

News Gleanings

The new Columbia styles are selling well in

^Milwaukee and the call for Columbia records

continues to increase to the point where new-

selling marks are established each month.

Edison business is reported active, both at

wholesale and retail, and the leading dealers in

Milwaukee look forward to the best holiday

trade in their experience.

The Polzin Music Co., well-known west side

Aeolian-Vocalion dealer, will move shortly to

its new building at 4409 North avenue, which

is designed as a model music shop.

J. W. White, manager of the talking machine

department at Gimbel Bros., Milwaukee, is back

from his vacation.

The Hayden-Gummer Music Co., Brunswick

dealer, at Oshkosh, Wis., is now located in its

new quarters at 20-22 Waugoo street. The floor

space has been increased 100 per cent.

The Kunzelmann-Esser Co., a large furniture

and talking machine concern of the South side

in Milwaukee, will invest $100,000 in remodeling

its big store and adding a three-story wing.

Edward Seidel, of Seidel Bros., Brunswick

dealers, 1115 Third street, Milwaukee, is away
for a six weeks' vacation trip which is taking

hiin far into Canada.

'You. cant,4o wi-ona-With any'FEIST aonjS,"
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THE ORO-TONE AUTOMATIC
No. 1 6 TONE ARM \REPRODUCER
Plays All Records, Giving Perfect Reproduction

No Adjustments to Make—No Weights to Shift

Special Advantages

Here is a tone arm and repro-

ducer that is the "last word" in

solving the problem of weight

adjustment — AUTOMATI-
CALLY. By simply turning

the reproducer to play either

lateral or vertical cut records,

the iveight is automatically ad-

justed, the needle is centered

and the correct angle is secured

for playing the record.

A simple turn of the hand and

the Oro-Tone No. 16 will play

any record you wish. Besides,

because of the correct weight

adjustment and the perfect

centering feature, Edison rec-

ords can be played with the

ordinary fibre needles.

FOR LATERAL
CUT RECORDS
Note the perfect
needle center (shown
by dotted lines). This
reproducer rests on
the record with the

anie weight and angle as the reg-
ular Victor Reproducer; a feature
never before accomplished AUTO-
MATICALLY.

OUR GUARANTEE
We guarantee every tone
arm and reproducer to be
free from all mechanical
defects, perfect in oper-

ation and reproduction.
Any item proving defec-

tive or unsatisfactory will

be replaced without
charge.

FOR VERTICAL
CUT RECORDS
When you turn tlie Repro-
ducer to play Edison records
you AUTOMATICALLY se-

cure the correct Edison weight,
position of reproducer and per-
fect needle center (shown by

dotted linos). The pressure on the rec-
ord and the position of the reproducer
are guaranteed to ,be the same as the
regular Edison reproducer—a feature
never before accomplished AUTOMATI-
CALLY.

Preferred by Public Under Strict Tests

Reproducer Thrown Back in
Edison Position

The above illustration shows
the Reproducer thrown back
in tlie Edison position. Note
the fibre needle. All repro-
ducers are fitted with clear
mica, or our special inde-
structible Oro - Tone di.i-

phragm.

We invite you to make this test. Play

our No. 16 Automatic Tone Arm and
Reproducer and any other tone arms
and reproducers before a group of

your office and factory employees as

before any public group. Without
knowing which tone arm and repro-

ducer is being used, have them choose
which one they prefer. This is the

method by which this No. 16 has been
developed. You will find the tone

superior—deep, rich, mellow—and
that is what makes for increased

sales.

Send for Sample on Approval
You do not have to take our word for a single assertion made
on this page. We want you to find out for yourself, and, by

a direct comparison with any other tone arms and repro-

ducers, find that the Oro-Tone No. 16 Tone Arm and Repro-

ducer is the "last word" in the development of the AUTO-
MATIC adjustment features.

1000-1010 George Street Chicago, Illinois

Manufactured in Canada under the trade name "Oro-Tone-Banfield" by W. H. Banfleld &
Sons, Ltd. Distributed in Australia by United Distributors Co., Melbourne and Sydney.

Sectional Oro-Tone Construction

No. 16—Base. Xo. lo—Largo Klbow. Xo. •">

—--Adjustable I.ong:tli Extension. —Screw for
adjustinsr lieiglit of Tone Arms. It—Ball-bear-
ing-, insuring: extremely sensitive swing- to Tone
.\rm. S—Fixed stud in Large Klbow. E

—

Stop screw for swing: or arc of Arm. This
s<-rew also holds Base to T.arg:e Elbow.
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Let

Your Purchases,

Mr.Victor Dealer, Reflect

Your Approval Of
Your Distributor's

Dependability

SALES CONTEST BOOMS BUSINESS

United Music Co., Operating Chain of Stores in

New England. Spurs Salesmen to Best Ef-

forts Through Medium of Contest

Brockton, Mass., August 7.—The United Music

Co., with stores in this city, Plymouth, Webster,

Mass., and New London, Willimantic and Stam-

ford, Conn., enjoyed an exceptional business

during July as the result of a sales contest be-

tween the various stores operated by the com-
pany. The competition was keen and sales

jumped accordingly. A cash prize, large enough

to make the fight worth while, was offered to

the salesman digging up the most business on

the outside, sales made in the store not count-

ing. The status of the salesmen was deter-

mined by points, five points being credited for

every dollar of business resulting from the ef-

AuGusT 15, 1923

forts of the salesman and ten points being cred-

ited for every dollar of cash received as a re-

sult of the sale. This made the men strive for

larger initial payments. Auto trucks were used

to cart the instruments around for demonstra-
tion purposes.

The contest was won by Norman Campbell,

of the local store. Walter Veo, who is new to

selling talking machines, was second at the

close of the drive and he received a special

bonus for his good work. The contest just

closed was so successful that another is planned

for the near future by this live concern.

NEW EDISON DISPLAY FIXTURE

Streamer Display Fixture for Use of Dealers

Designed by Thomas A. Edison, Inc., to Pro-

mote Sales of Records Through Publicity

What is to be known as the "Edison Streamer

ITisplay Fixture," a special type of display stand

for use with the streamers furnished dealers

Edison Streamer Display Rack
w ith each record, has been designed by Thoma.s
A.. Edison, Inc., for the use of Edison dealers.

The object of the fixture is to promote the sales

of records by providing a suitable interior dis-

play of streamers. The fixture has a capacity of

eight flash streamers or sixteen black and white

streamers, and a dealer needs at least two
stands, so that both types of streamers can be

used adequately. Thumb tacks are used to af-

fi.\ the streamers to the stands. The purpose
of the book design is to suggest the Edison
record catalog.

PLANNING FALL^IVE ON "PAL"

The sales organization of the Plaza Music Co.

is developing extensive plans for a Fall cam-

paign on its "Pal" portable talking machine
This is the result of the success which attended

the first Fall offering a year ago. A complete

series of new advertising helps is being pre-

pared by the company and this will include dis-

play signs, dealer and consumer circulars, fea-

turing the "Pal" portable in its ail-year-around

uses.

Among the new distributors of the "Pal''

portable is the Munson-Rayner Corp., of Los
Angeles and San Francisco, which states that it

finds an unusually heavy demand for this ma-
chine throughout the States of California,

Washington and Oregon.

FIRE DESTROYS RECORD STOCK

Bayonne, N. T., August 8.—Serious damage was

suffered by the Louis I. Brown Music Co., 601

Avenue C, this city, recently when a fire oc-

curred in the store occupied by the firm. Ap-
proximately 1,500 records were destroyed.

INTRODUCTORY OFFER
:OF:

THE KRASCO ASSEMBLED UNIT
M QA For a nickel-plated .sample unit consisting of a powerful, silent, four-

^Ik^^LK spring Krasco motor containing 64 feet of spring, a perfect drawnA •^^M brass tone arm without die-cast parts of any kind, a reproducer of

the finest quality possible to make and a dependable in-built automatic repeater and
stop, all mounted upon a black enameled plate. Exactly as shown below. A half houi
and a half dozen screws install it in any cabinet. Plays and repeats any make of
record any number of times, then stops automatically with the needle suspended above
record.

Wil! play ten lO-iiich records
with one winding.
The cirealest single talking

machine i)nprovement since
the invention of tlic disc rec-

ord.

WILL
ANY CABINET

Licensed under
the

Brooks-Klemm
Patents

MANUFACTURERS, JOBBERS and DEALERS using the KRASCO ASSEMBLED UNIT
are more than doubling sales. Ask for full particulars THE PRICE IS LOW.

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO, ILL.
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IRREGULAR BUYING MARKS CLOSE OF SUMMER
SEASON HERE AND IN SURROUNDING TERRITORY

Sales Greater Than in Same Period Last Year, Despite Certain Unfavorable Conditions—Record
Sales Particularly Brisk—Indications Point to Record Fall Trade—News of the Month

Philadelphia, Pa., August 6.—The business

among the retailers of talking machines and
of records for the past month almost was as

diversified as the weather and the tendency was
toward fair conditions for the new month. July
never is a period of bustling activity save for

the limited amount given by intending vaca-
tionists. This year the number of the wealthy
who are remaining in their town houses is be-

lieved to be considerably larger than ordinarily.

That fact tended to restrict sales of machines,
but particularly of records for the seashore and
mountain homes of the elect. But despite this

fact there was a gain of considerable proportion
attained this year in comparison with last year.

The stay-at-homes were not large buyers of

machines, but they were of records. Active ma-
chine buying was done by the industrial classes

and by the anthracite mine workers throughout
the State. Anticipating strike possibilities, they
apparently have made some provision finan-

cially for it and then decided to invest at least

a part in music for entertainment.

Jobbers Beat Last Year's Sales

Many of the wholesalers took account of stock

as of the end of July and their figures showed
that business had been decidedly ahead of

July of last year, thus confirming by the exact-

ness of statistics the opinion of competitors

whose fiscal year does not end at this time.

The number of inquiries received was pro-

nouncedly in excess of those of a year ago and
the trade is confident that these presage Fall

activity. The first of the orders for September
and afterward deliveries are coming in, but

while there are many of these, all are still small.

Interest in New Victor Red Seals

The outstanding development of interest

among the Victor distributors was receipt of

the announcement on August 1 by the Victor Co.

that beginning September 21 it would distribute

double-face Red Seal records. The big Victor

plant in Camden closed down at the beginning

of the week to remain so until August 13 that

all its employes might enjoy a two weeks' vaca-

tion with pay. Advantage is being taken of

the close-down to give the plant a thorough
mechanical overhauling.

Records by Colored Artists Popular
Columbia dealers report large sales among

the colored population of the records made by
Bessie Smith, colored artist. Thev have had a

steady run for the whole month past. Not only

are they popular in the city, but also throughout

the State. The Victor records are by colored

artists, Edna Smith, Lizzie Mile, Lena Wilson,

Rosa Henderson, many of them well known to

Philadelphians because of their association with

the "Shuffle Along" show, which had a long

run in this city last season.

New Weymann Victor Dealer Publicity

H. A. Weymann & Son, Inc., Victor distribu-

tors of this city, are providing their dealers

with a new vehicle for Victor publicity in the

form of envelope .stuffers. These pieces of liter-

ature, three in number, deal with the subject

of "Artists and the Fidelity of the Reproduction

of These Artists on Victor Records and the

Victrola," "Mirrored Tone" and "The Selection

of a Victrola." An effective tie-up with these

messages and the warerooms of the dealer is

provided through an attractive frame with but-

ton back, also furnished by Weymann's, and

which is planned to accommodate an enlarge-

ment of the literature which has been sent

through the mail. This is suitabe either for the

demonstration room or show window.

General Radio Corp. Planning Fall Drive

Walter L. Eckhardt, president of the General

Radio Corp., reports that the dealers it serves

are very optimistic over the outlook for Fall.

"In fact," stated Mr. Eckhardt, "our dealers are

not only looking forward to Fall business, but

they are doing a fine business at the present

time. We will shortly inaugurate our Fall cam-

paign not only in the present lines, but expect

to present to the trade many new articles which

we are developing and which give every prom-

ise of being exceptionally good profit builders."

J. R. Wilson Co. Guest of W. L. Marshall

A motor boat outing to Tuckerton was en-

joyed by the employes of the J. R. Wilson Co.,

well-known local Victor dealer, which operates

four stores, with headquarters at 929 North

Broad street, on a recent Sunday, when they

were the guests of W. L. Marshall, of the ad-

vertising department of the Victor Co. In addi-

tion to the boat trip fishing was indulged in

with considerable success.

Victor Executives on Vacation

Ernest John, advertising manager of the Vic-

tor Talking Machine Co., is spending his vaca-

tion at Chester Lake, Pa., where he is visiting

his elder son, who is a student in the Summer

school and art colony there. Frank K. Dol-

beer, sales manager of the Victor Co., and his

family are spending their vacation in the Adi-

rondacks. Edward J. Dingley, assistant sales

manager, will leave. on his vacation following

llic return of Mr. Dolbeer. He is planning a

trip through New England with his family.

Believes in Publicity and Benefits Thereby

I. Grabuski, president, and Samuel Fingrutd,

secretary and general manager of Everybody's

Talking Machine Co., Inc., have both returned

from their vacations greatly benefited and have

already enthusiastically taken up plans for a

Fall campaign. Business is reported to have

continued good straight through the Summer
months and every indication points toward a

good Fall season. Everybody's Talking Machine

Co., Inc., is a strong believer in publicity and a

campaign covering the Fall season will present

the entire line in a forceful manner to the trade.

Guarantee Co. Enlarges Line

The Guarantee Talking Machine Supply Co.

is now placing on the market a variety of talk-

ing machine supplies, the quality of which it is

approving through placing upon these products

the label of the company, which is the word
"Guarantee" within a diamond. The latest

product to bear this label is graphite produced

in various-sized cans. Messrs. Keen and Pos-

ner, who compose this firm, report that the

volume of business being received is growing

steadily and both look for big business during

the Fall season.

T. W. Bamhill Enjoyed Maine

T. W. Barnhill, president of the Penn Phono-

graph Co., Victor distributor, of this city, re-

turned to his desk on Monday, July 30, after

several weeks spent in the invigorating climate

of Maine. Mr. Barnhill stayed at the Trout-

dale Cabins, situated on the shore of the lake

of the town of that name. Mr. Barnhill entered

enthusiastically into all the recreation afforded

by the camp and returned to his desk well

equipped for the arduous duties which will,

doubtlessly, be attendant upon the big Fall busi-

ness expected.

Remodeling New Home
Extensive improvements designed to develop

attractive service and demonstration rooms and

offices and to expedite shipments necessitated

by doubled business are being completed by

the Emerson Phonograph & Record Co., re-

cently removed from 810 Arch street to the

8,000 square feet of space on the second floor

of 420 Market street, with Harry Fox in charge.

Improvements consist in the equipment in ma-

hogany of display booths and executive offices

(Continued on page 88)

YOU can't make a mistake
^

selling the NEW EDISON •

GIRARD PHONOGRAPH CO.
A FEW

DEALERSHIPS OPEN
WRITE US

Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA, PA.

PLAYS ALL RECORDS
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and construction of a partition dividing these

from the shipping department. Since the reduc-

tion of the Emerson line of records from 75 to

50 cents, sales have been reported by Mr. Fox
to have increased 100 per cent. Mr. Fox is

also proprietor of the Fox Philadelphia Co.,

723 North Twenty-sixth street, which whole-

sales and retails the Kiddie Record made by

the Kiddie Record Corp.; Walter Camp's "Daily

Dozen," the Pal portable, the Brilliantone

needles and a line of accessories.

General Radio Corp. in New Quarters

New quarters, double the size of the old,

were occupied during the month at 128 North

Tenth street by the General Radio Corp., dis-

tributor of Okeh and Odeon records and Strand

phonographs. The new quarters have a large

frontage and are most attractively appointed.

There is provided on the main floor of the

building a display room whereon a large assort-

ment of the talking machines and the record

stock will be carried. The General Radio Corp.

is conducted by its organizer, Walter Eckhart,

widely known in the trade.

Receive New Columbia Consoles

There are now on display by the Columbia

Graphophone Co. all models of the new con-

soles and by the middle of September a stock

of these fifteen models, retailing at from $50

to $225, will be available. There was enjoyed

during the month a visit from O. F. Benjamin,

of New York, general manager of record sales.

E. D. Woodward, of the sales force covering

Scranton and Wilkesbarre, is spending his va-

cation as a lieutenant in the National Guard
in Camp Meade. J. J. Doherty, head of the

credit division, is spending his vacation in

Atlantic City. Miss Rose Klein, head of stock

department, is vacationing at the seashore.

Solotone Co. Elects Officers

A new executive personnel was elected during the

month by the Solotone Phonograph Co., 1715

Walnut street, these being: President, Jerome
Macdonald; vice-president, Vergne Sweet; sec-

retary, S. M. Campbell; treasurer, L. Bertrand

Sweet.

Mrs. Morell Wagner Seriously 111

Mrs. Morell Wagner, wife of Morell Wagner,
of the firm of Luedeke & Wagner, 5108 Balti-

more avenue, distributors of Edison and Bruns-

wick records and machines, is seriously ill at

her home.
Enlarge Stock and Department

Mrs. Theresa Quimby, of the talking machine

department of the Estey Piano Co., is spending

a month's vacation in Detroit, accompanied by
her son Gerald, head of the radio department.

Before returning to Philadelphia they will make
a tour of the Great Lakes. Upon the return of

the heads of these departments there will be

1108 Chestnut Street

Philadelphia, Pa.

VICTOR WHOLESALERS

HIS •lASTtR'S VOICE"

AT YOUR SERVICE

stocked in the enlarged quarters on the second
floor of the building a greatly increased stock

of Sonora, Cheney and Victor machines. The
second floor recently was added to the depart-

ment for the display of machines, while the

records will be confined to the lower floor rear.

Sell Many Discontinued Columbia Models
When the inventory of the talking machine

department of Gimbel Bros, was completed,

August 1, by Manager G. F. Wurtele, he was
able to report to R. S. McCarthy, manager of

the music department, a virtual clean-up of the

proportionate share of the 53,000 Columbias re-

cently purchased by Gimbel Bros., New York
and Philadelphia, in conjunction with other

branches and buyers.

Who Won the Game?
Who won the game—that's the mystery of

the scoring in the golf match held on the course

of the Philadelphia Golf Club during the month
between the phonograph department of Wana-
maker's and the players of the Brunswick-

Balke-Collender Co., 1002 Arch street. From un-

official sources it has been disclosed that a de-

cided victory was scored by one of the depart-

ments, but owing to the secrecy maintained bj'

both companies it remains a mysters'. We
would like to know what's the idea?

To Enlarge Sales Organization

Announcement has been made by the Gennett

record division of the Witlin Musical Instru-

ment Co., distributor of Gennett records, of

the acquisition of the Howard Lanin Arcadia

Orchestra, which is broadcasting through Lit

Bros. WDAR radio station. The Lanin Orches-

tra made this month the first of a series of

records of popular numbers. The Witlin Co.

is planning to place during August additional

salesmen and special record salesmen in the

eastern Pennsylvania, New Jersey, Delaware

and Maryland territories. Ben Witlin, head

of the firm, has just returned from a trip to

Atlantic City with his familj'.

Increased Demand for the "Banco"
The Philadelphia Badge Co., of this city, well

known throughout the trade as a manufacturer

of record cleaners, reports that the approach of

the Fall season has greatly stimulated the de-

mands for its newest product, the "Banco."

Colin B. Kennedy Radio Eqnipment

Jobbers ol only Nationally Advertised
Radio and Musical Merchandise

UNITED MUSIC STORES
619 Cherry St. Pblladelphia, Pa.
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This device, as previously explained, enables

the customer to save odd change and return

the bank to the dealer to open and use for the

purchase of records. From the orders being

received dealers e'vidently plan to use this de-

vice to a great degree for the stimulation of

record sales.

The Artistic Starr & Moss Home
Trade representatives visiting the city have

|^=—CALt TOfJifittT
To See Philadelphia's Handsomest Phonograph Shop

i

The Beauty of Our Store is only exceeded
by our Service and Courtesy.

NEW EDISON—CHENEY—SONORA—COLUMBIA
PHONOGRAPHS

3635-37-39 Germantown Ave. Open Every Evening

How Starr & Moss Co. Advertised Its

informed the Starr & Moss Co. that its new
phonograph store at 3639 Germantown avenue,

conducted in conjunction with its jewelry store

at 3635-3637 Germantown avenue, stands in the

forefront in artistic attractiveness and in facil-

ity for doing business. The store has the new
idea windows, four feet wide, on the street front,

but converging to the doorway in their ten feet

of depth, so that spectators may view the dis-

play out of the sun's glare and free from traffic

annoyance and be led by the eye into the store

itself, a full view of which is possible through

the rear of the window. The store is finished

in hardwood with solid oak wainscoting, walls

above and ceiling being in blue and cream effect.

On the store level there are five booths, all

elegantly appointed and with capacity for the

display of thirty machines, the lines carried

being the Edison, Sonora and Brunswick. The
basement has capacity for ISO machines and

for a large stock of records and a repair shop.

The three stores have a frontage on German-

town avenue of sixty feet and a depth of sev-

enty-five feet. The proprietors are Christian

Starr, Harry T. Moss and Harry S. Sommers,

the latter giving his entire attention to the

phonograph business founded eight years ago.

Relinquish Vacations for Work
At the weekly sales meeting of the field staff

of the Girard Phonograph Co., Edison distribu-

tor, last week, the members voted unanimously

to voluntarily relinquish their vacations this

Summer and to continue their missionary work

throughout the territory. This action- was the

result of a suggestion made by W. C. Stiver,

a member of the staff, that their sales quota

could be better reached by consistent and con-

tinuous effort and that a fitting celebration upon

h.aving reaching their goal w-ould be preferable

to a vacation at this time.

New Radio Departments Opened

A radio department has been opened by the

Star & Moss Co. The firm will carry a com

plete line of radio sets and attachments with a

repair department in its talking machine store

adjoining its jewelry establishment. Both the

stores are most attractive in construction and

fixtures and considered among the finest in the

Germantown avenue section.

Complete sets of the Crosley and Kennedy
radio equipment and accessories are now being

carried in the newly opened radio department

of the United Music Stores Corp., 619 Cherry

street. The new department is under the man-
agement of Oscar Kern.

Charles O. Leudeke, manager of the talking

machine department of the Ludwig Piano Co.,

leaves on August 18 for a vacation at Atlantic

City. It is the plan of Manager Leudeke upon
his return to expand the Brunswick and Edison

lines.

Assistant Manager Mrs. A. Clark, of the Vic-

trola department of the Wanamaker store, has

just returned from a trip to North Carolina.

Thomas Cummings,
of the talking ma-
chine department of

Strawbridge & Cloth-

ier, is on a two weeks'

trip in Maine.

Louis Buehn, presi-

dent of the Louis
Buehn Co., Inc., Vic-

tor distributor, of this

city, accompanied by
Mrs. Buehn, will

spend his vacation

motoring through
New England. While
in Vermont Mr. and
Mrs. Buehn will visit

their son, who is va-

cationing there.

The Playon Contin-

uous Phonograph
Player, Inc., of this

city, made a public
Store demonstration of its

winding and continuous-playing device at No.
6 Gordon Pier, Atlantic City, on August 1,

under the supervision of President A. C. Balson,
assisted by G. P. Freeman.

Substantial Reasons for Optimism
'Tt may seem odd to say repeatedly that we

are optimistic, but we cannot help it," remarked
A. W. Rhinow, speaking for the Girard Phono-
graph Co., Edison distributor. "This is especially

true right now. Despite the fact that many
people are away on vacations and are spending
money for outdoor pleasures, our business has
taken a decided upward turn even earlier than
we had expected.

"To our minds this condition implies an ex-

traordinarily healthy Fall business. Because
we are jobbers of Edison phonographs only and
sell only to the dealer, when we do business

it means that the dealer likewise is doing busi-

ness. There is good reason, therefore, for us

to be optimistic all along the line.

Our service is built upon
an understanding of

VICTOR retail prob-
lems-

CAN WE HELP YOU?

TfieTalkin^MachinGG-^
Wc^or W/)o/esd/ers
1025 Arch Street

Philadelphia . . .Pa.

Miffifiiiii\\n\^

New

"Our field staff has already signed up quite

a number of dealers for Fall tone-tests and it

is likely that all of the larger towns and quite

a few of the smaller towns will have at least,

one. Last year we thought that we had reason

to be proud of having two different tone-test

groups on the road at the same time. This

year we hope to have three.

"Within the next week or two Mr. Edison

will make an announcement to our dealers direct

from Orange concerning a new feature in the

distribution of Edison re-creations. While we
do not wish to anticipate his announcement by

making the plan known as yet, we are gratified

that Mr. Edison has chosen our dealers with

whom to take this forward step and we look

forward to an ultimate increase in re-creation

business from this source."

To Increase Stock of Sonoras

Manager E. S. White, of the Philadelphia

headquarters of the Sonora Phonograph Co.,

announces that orders for the Fall trade have

been coming in plentifully from Alarj-land, Dis-

trict of Columbia. Pennsylvania and Delaware.

On
Guard

£^ Victon]

Penn-Victor Dogs are the best watchmen of Victor
Welfare in the Home.

Sold by most Victor Distributors.

Write them or us for prices.

Penn Phonograph Company
913 Arch Street Philadelphia, Pa.

Victor Wholesale Only
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POSSIBILITIES
[Editor's Note.—This is the twenty-ninth of a series

of articles by William Braid White devoted to the various
interesting opportunities which prevail in the domain of

education for the retailer of talking machines. The subject
is one of great interest and we commend these articles to

the consideration of all who are devoting attention to the
featuring and developing of the musical possibilities of the

talking machine.]

REALIGNING TO NEW CONDITIONS

Last month I argued for a system of catalog-

ing and classifying records which should relate

them to their origins, rather than to the per-

sonality of the recording artist. It was, of

course, not intended to suggest in the course

of this argument that the personality of a

great singer or instrumentalist is not of the

utmost value to the sale of all high-class rec-

ords, whether or not directly originated by him

or her. That is to say, the fact that Caruso

sang, that Heifetz plays the violin and Casals

the 'cello, that Rosa Raisa sings, and so on,

in itself helps the sale of all high-class records

by all high-class artists. It is, of course, pri-

marily to the interest of every record manufac-

turer to secure as many great artistic names as

possible; but at the same time it is not good

business to deny that this competitive game has

its grave disadvantages.

Name or Music?

There are only just so many very great

names in the world of music. Singers, who are

in no sense musicians, are the least dependable

and the most ephemeral of all the well-advertised

figures in this world. They come and they go.

The tenor or the soprano who was greatly ac-

claimed last year may have so badly fallen of¥

during the following season that the public is

no longer interested, but instead, under the

direction of the music critics, is acclaiming an-

other star. For this reason, out of the many
voices recorded only the very few immortal

ones are likely to be in great demand for more
than a season or two.

Instrumentalists are in better positions. For

one thing, they are trained musicians, in the

sense that they must have something more than

a mere natural gift. They must possess some
intellectual power; whereas a singer may be a

throat and no more. The instrumentalists.

moreover, are more lost in their art than are

the singers, and a fine instrumental record is

likely to hold its place year after year despite

competition, where a singer would soon be dis-

placed by the shifting of the public thought in

a new direction at the bidding of the tireless

publicity man.

From these considerations there emerge,

naturally, two important points. On the one

hand, it is plain that the vocal records, despite

their vast popularity, have not the same indi-

vidual permanency that pertains to instrumen-

tal records of equal caliber; while, on the other

hand, it seem.s equally clear that the argument

for relating records (especially those which

come as extracts from operas) to their origins

is much strengthened.

Relate Singer to Opera

In other words, it seems the part of wisdom
to relate the product of the singers henceforth

to the' operas of which the arias are parts.

jMost of the popular high-class vocal records

come from Italian opera, and because so much
of Italian opera is uninteresting little attempt

is made to record any parts of them save these

favorite arias. On the other hand, there are

certain Italian operas which are universally

liked, and for information about which there is

always a good public demand. "Aida," "Trova-

tore," "Traviata," "Otello," "Barber of Seville,"

"Pagliacci," "Cavalleria Rusticana," "La Bo-

heme" and "Madama Butterfly" are examples of

operas which could be sold in their entirety

with good success, because thousands have

heard parts of them and more thousands have

heard them all. What with radio now coming
to broadcast the operas this Winter, it is plain

that the opportunity of the record people is at

hand to take advantage of the broadening of

interest in operatic music sure to result, by not

only classifying and relating to their origins

all the vocal operatic records already in exist-

ence, but also by rounding out the collections

of records relating to each of the favorite

operas which will be performed again and again

this Winter, thus putting dealers in a position

to make capital of the competition of radio.

In a word, if the people can ocasionally hear

FELT

SATISFACTION
PERMANENT patronage

is invariably the result of satis-

faction.

Leading manufacturers of talking

machines continue to favor us with
their orders for turntable felt, year

after year, for one reason only

—

satisfaction.

Other manufacturers may be inter-

ested in knowing about this source
of felt supply. An inquiry will re-

ceive careful attention.

AmericanFelt
Company

TRADEi lMARK

BOSTON
211 Congress Street

CHICAGO
South Market Street

NEW TOKK—114 East 13th Street

through radio just enough opera to stimulate

their interest, there will be a great opportunity

to capitalize this interest for the benefit of the

talking machine. The radio gives what the

broadcasters choose to have it give; but the

record and the talking machine preserve perma-

nently. Here is something to think about.

How to Help Dealer Tie-up

But to enable the dealer to tie up his mer-

chandising with all these considerations it is

necessary that the manufacturer should help

by reclassifying his records and by beginning

to advertise them in their proper and true rela-

tions. I have already discussed what I mean

by this in the article of July, to which refer-

ence may be made. In precisely the same way,

and for the same reasons, instrumental records

of pieces which belong in larger works, such

as concertos, symphonies and sonatas, ought to

be so classified and so advertised consistently.

In this connection, however, it should be said

that more progress has been made with such a

wise classification in the instrumental than in

the vocal division. Even so, it is silly to cata-

log the slow movement from the Tschaikowsky

string quartet as "Adagio Cantabile, Tschai-

kowsky." It should rather be "Slow move-

ment, from Quartet, Op. 11, Tschaikowsky,

played by the Elman Quartet." I can testify

that, having reclassified all my own records,

both instrumental and vocal, by this system in a

card index I find the convenience very great

and the simplicity of arrangement still greater.

Permanent and Always Available

But the argument is even stronger from the

commercial point of view. At the present time

there are talking machine dealers feeling, or at

least allowing it to be supposed that they feel,

a good deal of uneasiness as to the future of

the business in which they are engaged. They

believe, or profess to believe, that radio

threatens their prosperity. Well, if they be-

lieve this they are wrong. But it will be of

great use to such weak minds (and to the strong

ones as well) to change the general view about

the position of the talking machine record.

This record must henceforth be regarded, ad-

vertised and sold as the permanent and always

available preserver of the floods of music which

move across the consciousness of the people

daily and nightly from concert room, opera

house, theatre and dance hall. "All that you

can hear is more than you wish to preserve;

but what you wish to preserve only the talk-

ing machine can preserve for you." That is

the contemporary argument for the "talker."

Is my argument clear? If I am right, it is for

us all to recognize the facts which confront us

and to take steps to meet them in a masterful

fashion. To maintain itself against the shift-

ing currents of public favor the talking machine

has to emphasize its irresistible strengths. It is

the perfect preserver and the ever-available

fountain of all music. It never stops, never

goes to sleep, never asks wages. Its records,

then, which are its blood and bone, must hence-

forth be sold as what they are. They must be

adequately classified and adequately merchan-

dised. The merchant and the manufacturer alike

in their advertising propaganda must be able

to show that they can give the people all that

radio can give them, and more. Thej^ must

show that everyone can have what I, as one

individual, am fortunate in having, whole sym-

phonies and concertos, whole operas. It is only

necessary to let the music-loving world know
what we have for them. At present they do not

know, and many a fine collection of record

music, existing at present only in its would-be

owner's imagination, is waiting to be trans-

lated into fact by the intelligent service work
of intelligent merchants and manufacturers.
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SELLS BRUNSWICK TO SCHOOL

John Duncan, of New Haven, Closes Interesting

Sale—Class of Two Hundred Selects Bruns-

wick Following Quick Action by Mr. Duncan

New Haven, Conn., August 7.—John Duncan,

Brunswick dealer in this city, recently closed an

interesting sale of a Brunswick phonograph to

the members of a graduating class of a local

school. With his usual progressiveness Mr.

Duncan learned some time ago that the mem-
bers of this class had some money to spend

with which they wanted to buy a fitting present

for the school. He immediately interviewed the

principal of the school and was invited to dem-

onstrate the Brunswick phonograph to the en-

tire class, numbering over 200. After the dem-
onstration Mr. Duncan withdrew while the

class held a vote and a few minutes later he

was delighted to learn that it had been unani-

mously decided to purchase the Brunswick

phonograph, together with a good-sized library

of Brunswick records.

ThePHONOMOTORCO.
WM. F. HITCHCOCK, Proprietor

121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED
Universal— alternating or direct cur-

rent. Complete, with every part ready
to run.

Sample, mounted on motor board,
12x123^, $25.00 C.O.D. Money back
if not satisfactory.

The PHONOSTOP
An automatic stop for all talking ma-
chines, 100% efficient.

STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all

over the v^orld.

Nickel or Gold.

Your phonograph
is worthy of the

best stop.

This is the only one.

Your customers appreciate it

Our NEED-A-CLIP
A fibre needle clipper with hardened
tool steel blade, retails at 75c, does its

work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

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

RECORD SERVICE SHOP IN NEW HOME

Sonora Line Featured in New Warerooms of

Sheboygan, Wis., Concern

Sheboygan, Wis., August 6.—The Record Serv-

ice Shop formally opened in its new headquai-
ters at 827 North Eighth street recently, having

moved from its former location at 728 North
Eighth street. The shop has been redecorated
and equipped with seven demonstration rooms
and the stock of records has been doubled and
a complete line of Sonora phonographs has

been installed. The shop is owned by Ed.

Mahnke and besides Sonora phonographs, Okeh
and Odeon records are handled.

NEW BRILLIANTONE ORDER BLANK

Brilliantone Steel Needle Business So Far This

Year Passes Last Year's Total

The Brilliantone Steel Needle Co., New York
City, has just had printed a new order blank
covering the entire Brilliantone line. This new
blank, in addition to being efficiently arranged

to a marked degree, is attractive in its arrange-

ment as well, and in conjunction with the dotted

line in each case are shown illustrations of the

packages in paper envelopes, tins, imprinted

tins and the combination record cleaner and
needle container.

B. R. Forster, president of the company, re-

ports that business has been very good so far

this year. A compilation of the figures of the

first seven months shows that business already

has passed the mark of the entire year of 1922.

B. R. Forster and H. W. Acton, secretary of

the company, are enthusiastic over the pros-

pects for Fall and are making energetic plans

for this season.

With the recent arrival of Mr. Forster's

mother and grandmother froni iVIississippi the

Forster residence in Queens, L. I., now houses

four generations under its roof.

D. BEDRICK SELLS HARTFORD STORE

Returns to Portland, Me., and Assumes Man-
agement of United Music Stores

Portland, Me., August 6.—David Bedrick, of

Hartford, Conn., who recently sold the busi-

ness of the Hartford Music Co. to Messrs. Web-
ber and Henneburger, has returned to his old

field in this city and has succeeded J. T. Shaugh-
nessey as president of the United Music Stores

of this city, Saco and Biddeford. Mr. Bedrick

has for twenty years been one of the big factors

in the retail distribution of talking machines
and records and his many friends will be glad

to learn that he has returned to this city.

Little Things

Play Huge
Parts

Loss of sleep caused Napo-
leon's defeat at Waterloo. To
a restless cow is attributed the
great Chicago fire. Broken
rails have hurled De Luxe
flyers to destruction. Through-
out history you find little

things playing large parts in

the drama of life.

So it is with your smaller articles
of merchandise—phonograph
needles, for instance—which tin-

failingly indicate your policies and
tell the customer what to expect
from your store in service and
satisfaction.

Why not send for a sample Sonora
Semi-Permanent Needle and see
for yourself that there is a better
needle to offer your customers?

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd, Toronto

THE tNSTRUMENT OF QUALITY ^

WARNER'S SEVEN ACES WITH OKEH

One of the recent additions to the fast-grow-

ing list of Okeh artists is an orchestra from
Atlanta, Ga., known as "Warner's Seven Aces."

This organization is very well known through-

out the South, having appeared recently at two
prominent theatres in Atlanta and, in addition,

it has for several months been "broadcasting

from Station WGM, controlled by the Atlanta

Constitution. The orchestra is known to radio

fans as the Constitution Orchestra. Byron
Warner, pianist and director of Warner's Seven
Aces, is popular throughout the South as one

of the leading exponents of modern dance music.

FALL RIVER DEALER EXPANDS

Fall River, Mass., August 6.—Kaplan Bros.,

Columbia dealers of this city, have recently been

forced to acquire the second floor of the build-

ing at 300 South Main street, which they have

remodeled into a display room. Mr. Kaplan
is planning to run community dances on certain

nights of the week for the various foreign ele-

ments in the city, of which there are many,
especially the French and the Portuguese,

^^^^^ CLEAR AS A BELL

Sonora's

Dealer Service

is KNOWN
Sonora dealers are preparing

for the most profitable period

in their histories, confident

that the cooperation received

from Sonora will help make
them even more sales than

would ordinarily be the case.

For aggressive Sonora dealers

know, from past experience,

that Sonora is consistently

dedicated to the broad policy

of mutual, helpful coopera-

tion right through the entire

merchandising channel, into

the consumer's home.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

TMt INSTRUMENT OF QUALITY

mor>
CLEAR A5 A BELL
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IN PITTSBURGH
Sales Gain in Satisfactory Manner—JVarn of Machine Shortage—
Passing of David S. Hartley—Dealers Preparing for Fall Trade

Pittsburgh, Pa., August 9.—Volume of talking

machine business handled in July showed a

marked increase over the same month a year

ago. Jobbers and retail dealers alike are agreed

that from now on there is bound to be an

upward trend in the talking machine business

that will reflect in a marked degree the general

prosperity that prevails in the Pittsburgh dis-

trict. Busy mills, factories and mines are fac-

tors that cannot be disregarded in the business

calculations of the trade.

While there arc a number of persons away on

their Summer outings and vacations there are

enterprising dealers in talkin.g machines and
records who are not allowing the usual "Sum-
mer lull" to interfere with their business plans.

The mails are being utilized to reach patrons

who are at the seaside, at the lake shore or at

the mauntain resort.

Warns of Victor Machine Shortage

A note of warning concerning a shortage of

Victor merchandise has been sounded by
Tiiomas T. Evans, manager of the wholesale

Victor department of the C. C. Mellor Co. He
said: "As I have intimated several times re-

cently relative to a shortage of certain lines of

tlie Victor talking machines, the situation to-day

emphasizes the correctness of predictions. A
year ago at this time we had ample stocks of

Victor merchandise in our warehouse and were
in a position to care for the requirements of

our clients in a satisfactory manner. To-day
the situation is reversed and we are, or rather

will be, short of Victor talking machines. This

is not an unusual situa.tion, but it is a condi-

tion brought about by the tremendous demand
for the Victor line. Dealers who heeded warn-
ings about a possible shortage and placed orders

for their requirements ahead will be in a very

pleasant position when the Fall trade opens up

in real earnest. As I view it the Fall trade in

Victor products, both in talking machines and
records, will be tmprcccdentcd."

C. C. Mellor Co. Busy
H. H. Fleer, mana,gcr of the retail Victor

department of the C. C. Mellor Co., before leav-

ing for Pake Chautauqua, N. Y., to spend the

month of Augu-^l on his annual vacation, staled

that business in the Victor department for the

month of July had been uniformly brisk.

Attractive G. R. C. Quarters

The new quarters of the General Radio Corp.

in the large office building at 1005 Liberty ave-

nue, where Manager Frank Dorian is in charge

of two large floors, have been attractively

fitted up. The seventh floor of the building is

utilized for the private office of Mr. Dorian and
the general business offices, with space set aside

for the office and sales forces. In the rear is a

display section, where the line of talking ma-
chines and records handled in the Pittsburgh

offices are on exhibition. A general line of the

"Geraco" products is also shown. The eighth

floor is used for stockroom purposes. In

speaking of business conditions, Mr. Dorian

said: "It is very gratifying for me to state

that our business has gone forward. At this

season of the year when everyone naturally

talks of Summer dullness and off seasons we
cannot find any excuse for such statements.

Our June business was the best for any month
since we located in Pittsburgh, while July has

also shown a very satisfactory volume of busi-

ness handled. A feature that is rather pleasing

is the manner in which the retail dealers are

preparing for their Fall trade in stocking up in

a sane manner. It is my candid opinion that

we are on the eve of a very brisk era of busi-

ness and general prosperity."

The Strand phonograph, as well as three

styles of portables and Okeh records, are dis-

tributed by the Pittsburgh office.

Advertising Brings Business

Thomas A. Coyne, new manager of the talk-

ing machine department of the Kaufmann &
Baer Co., stated that business has been showing
a better tone for the past few weeks. He said

that record sales have been satisfactory, due
to judicious advertising methods. In his de-

partment the Victor, the Strand and the Night-

ingale instruments are handled, as well as Vic-

tor and Vocalion records.

Preparing for Big Fall Trade
A. A. lUiehn, treasurer of the Buehn Phono-

graph Co., stated that the outlook for Fall

Inisini'^s is very satisfactory and that the com-

pany is taking time by the forelock in prepar-

ing to meet the demand of increased business.

Harry M. Swartz, manager, spent his vacation

at the seashore.

New Edison Dealers

New Edison retail dealers appointed by the

Buehn Phonograph Co. are D. W. Cummings,
of Cadiz, O.; R. E. Caplan, of McKeesport, Pa.,

who took over the Edison dealership of the

Keefer Phonograph Co.; H. W. Piper, of Salts-

burg, Pa., and J. C. Jones, of Wellsburg, W. Va.

C. N. Shorts Buys Out Partner

C. N. Shorts, of the firm of Shorts & Lutz, •

Edison dealers at Emlenton, Pa., has purchased

the interest of Mr. Lutz in the firm and will

hereafter conduct the business personally.

Death of David S. Hartley

David S. Hartley, for the past thirty-five years

connected with the music trade in this State

and for many years sales representative of the

Buehn Phonograph Co. in this city, passed away
late last month following an operation. The
deceased was a pioneer in the music business

in Pennsylvania and during his many years in

the trade he had made a host of friends who
are mourning his passing. He is survived

by two sisters and three brothers.

Dealers Add Sonera
H. Milton Miller, manager of the Sonora Dis-

tributing Co., stated on his return the past week
from a vacation trip to Virginia that indica-

tions point to brisk Fall business in the Sonora
phonograph and Vocalion record lines. Sonora
dealers are placing Fall orders now in anticipa-

tion of a good season. New Vocalion record

dealers are the Avalon Pharmacy, Avalon, Pa.,

and A. G. Gabosch, Brighton road, Northside.

F. Roediger, of the Sonora Phonograph Co.'s

general offices in New York, was a recent visi-

tor to the Pittsburgh offices.

Big Demand for Victor

George H. Rewbridge, manager of the whole-

sale Victor department of the W. F. Frederick

Co., in reviewing the business situation, de-

clared: "There is every indication of a very-

brisk Fall demand for the Victor line. In fact,

the demand appears to be so great, in the

shape of advance orders, that it will be rather

difficult to fill the orders of the trade.

Excellent Columbia Demand
S. H. Nichols, manager of the Pittsburgh of-

fices of the Coluinbia Co., in discussing trade

conditions, stated: "We are disposing of all the

Columbia machines and records that we can

secure, and it is my firm belief that the Co-

lumbia sales in the Pittsburgh district this Fall

will be larger than ever. Even our mid-Sum-
mer sales are showing a decided increase over

the same period a year back. Our new process

Columbia record is meeting with wonderful

success. As I view it, our main concern will be

to secure ample merchandise to meet the re-

quirements of our dealers for Fall delivery."

News Brieflets

R. W. Longfellow, of the service department

of the Aeolian Co.'s Vocalion record depart-

ment, spent several weeks here conferring with

Vocalion dealers.

George J. Meyer, manager of the Pittsburgh

offices of the Brunswick-Balke-Collender Co.,

stated that trade conditions were showing un-

mistakable signs of improvement here.

C. R. Parsons, manager of the talking ma-
chine department of the Rosenbaum Co., stated

that sales for July were away ahead of the same
time in 1922, record sales being especially good.

John Henk, of the Columbia Music Co., Edi-

son and Columbia dealer, also reports a satis-

factorj' volume of business for July.

C. B. Hewitt, manager of the sales depart-

ment, was a visitor to New York recently.

A. O. Lechner, secretary of Lechner &
Schoenberger, Edison, Columbia and Victor

dealers, is back at his desk after a vacation.

A. R. Meyer, manager of the talking ma-
chine department of the Joseph Horne Co., was
a visitor to New York recently.

Henry Wood, manager of the Boggs & Buhl

talking machine department, was a visitor to

the Cheney exhibit at Grand Rapids, Mich.

NEW&4lSON
COMPARISON ' AiTttbHE; LIVING ARTIST

REVEALS CNQi DliBFERENCE

1

Being authentic in design, our reasonably priced

period models appeal to lovers of artistic furniture.

And, the realism of tone makes the New Edison of

even greater appeal to those vt'ho appreciate REAL music.

Buehn Phonograph C04
Edison Distributqrs

4-21 seventh ave.

Pittsburgh

New Edison Records Every Week
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This month Al Jolson displays his versatility—and other things

—

in "Waitin' For The Evenin' Mail." This is an entirely new type

of song for Jolson, but the same old punch that marks all his work

is there in every round.

Frank Crumit, in the companion number, sings "When You

Walked Out Someone Else Walked Right In." A-3933.

COLUMBIA GRAPHOPHONE CO.

New York

RICHMOND
Colored People Big Purchasers of

"Blues" Records— Neil- Dealers

Appointed—Netvs of the Month

Richmond, Va., August 8.—By circularizing

4,000 homes of tlie better class of Richmond

colored people recently the Corley Co., Victor

jobber and retailer, succeeded in increasing

greatly its sales of "blues" records. Results

from this method of reaching the colored trade

were almost immediate, according to J. H.

Steinbrecher, manager of the retail department

of the company. With the circulars were en-

closed illustrated folders featuring in particular

four 7S-cent double-faced new "blues" records.

With few exceptions this business is cash and

it is appreciated all the more on that account.

Many of them in making purchases after being

circularized have brought the folders with them

to make sure that they are getting just what

they want. Failure of newspaper ads to pull

with them is attributed to the fact that but few

of them read the papers closely, if at all. On

the other hand, they rarely fail to read a circu-

lar letter, even though it comes to them with

one-cent postage, for there is no race that likes

to get mail as they do.

New Edison Dealers

The C. B. Haynes Co., Edison jobber, an-

nounces the appointment of the following new

dealers: R. E. Knight & Son, Alexandria; Chip-

ley's Pharmacy, Moorefield, W. Va.; Commu-
nity Shop, Marion, Va.; Gulley Furniture Co.,

Nashville, N. C.

W. W. Bowman, vice-president of the C. B.

Haynes Co., is planning to spend his vacation

fishing in the waters of eastern Virginia.

The Haynes Co. is looking ahead to a par-

ticularly big Fall business, as are other Rich-

mond jobbers and dealers. Indications point

to excellent crops in Virginia, as well as other

contiguous States, heavy rains of recent date

having counteracted the effects of the drought

experienced in this territory earlier in the Sum-
mer. Industrial conditions are also reported

good throughout the territory.

The Haynes Co. reports that business is run-

ning considerably ahead of last year. Illustrat-

ing the upward trend, business for June was 28

per cent greater than that in June of 1922, which

was the poorest month last year.

Mrs. C. H. Dietz, ofBce manager of the Co-

lonial Piano Co., Columbia dealer, is spending

her vacation at Atlantic City.

A. L. Steinbrecher a Benedict

A. L. Steinbrecher, city salesman of the

phonograph department of the Corley Co., and

Miss Nellie Woodson, a popular Richmond girl,

were married recently. Wedding bells also

rang recently for Major A. Vivian, road sales-

man of this company. His bride was a pretty,

voung nurse of Richmond.
Rowlett's, 418 West Broad street, is closing

out its phonograph department, with a view of

concentrating entirely on bicycles and sporting

goods. It has been handling the Brunswick

machine and records for the last three years.

Health Record Display Boosts Sales

Good results were achieved from a recent

window exhibit of health records made by the

Corley Co., with the assistance of the athletic

director of the Young Men's Christian Asso-

ciation, who went through physical exercises in

the window for four hours one Saturday after-

noon. A number of sets priced at $3 each were

sold as a result of the exhibit. These records

are especially popular with stout women, who
exercise to reduce. Several of these women
bought machines as well as records after view-

ing the exhibit and many prospects were secured.

Predicts Gain in Sale of Better Music

Frederick W. Schwoebel, manager of the

wholesale department of the Corley Co., is ex-

pecting the sale of Red Seal records to be

stimulated greatly, now that it has been decided

to put double-faced records of that make on

the market. He believes that the trade through-

out the territory covered by his firm will re-

spond liberally. He is also enthusiastic over

the prospects for sales of the new Art model.

Mr. Schwoebel is just back from a trip to Nor-

folk, where he found conditions picking up

somewhat, and Charleston, W. Va. He reports

that the C. I. Coffey Book Store, of the latter

city, Victor dealer, has transferred its Victrola

department to the Gulperin Music Co. Rey-

nolds & Smith, Victor dealers, Clifton Forge,

\ a., recently underwent a reorganization, the

present name of the firm being Reynolds & Co.

Friends of Frank W. Corley, vice-president of

the Corley Co., will doubtless be pleased to

learn that he has fully recovered from the ef-

fects of a fractured collar bone which he sus-

tained when thrown from a horse several weeks

ago. Mr. Corley spent several days early this

month in Chicago on a business trip.

Walter D. Moses & Co. Remodeling
Walter D. Moses & Co., Victor dealers, are

giving their store a thorough overhauling. They
have installed a new elevator and are paint-

ing the store inside and out. New fixtures

are also being installed. The firm claims to be

tlie oldest music house in Virginia.

WEILER STORE INCORPORATED

QuiNCY, III.. August 6.—The music business

started at 121 North Fifth street by Joseph
Weiler, who died recently, will be continued

as a corporation in the future. The capital

stock is $120,000, which has been subscribed and
paid in as follows: Charles Weiler, $56,000;

Alice Weiler, $49,900; Lenore Weiler, $10,000,

and W. P. Martindale, $100. The business will

be conducted as heretofore, the corporation

dealing in pianos, musical instruments, talking

machines and jewelry.

Some one has wisely said that the only sliip

that comes to a man who sits down and waits

for business is a receivership.
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CLEVELAND
Activities of Jobber and Dealei" Organizations Result in Much
Publicity and Business—N^ew Agencies Opened—Month' s Neves

Cleveland, O., August 7.—Taking advantage of

mid-Summer and its attendant outdoor attrac-

tion the Brunswick interests here, headed by
Leslie I. King, district manager, have been pre-

paring the way for next Winter's business.

Most conspicuous efifort in this direction has

been achieved, since daily newspapers, hitherto

somewhat averse to recognizing music and mu-
sical instruments as news of interest to their

readers, have been induced to co-operate with

dealers, with the result that the latter have been

getting attention in the news columns and the

newspapers, in turn, getting paid advertising

that the)' might otherwise not get. This accom-

plishment has been made in and near Buffalo,

a part of the Cleveland Brunswick district that

during August will have a campaign in which

some ten Brunswick artists will make personal

appearances sponsored by local dealers. So well

has this thought been received by newspapers

that many have run material, supplied by Mr.

King, ahead of the campaign and dealers, in

turn, have been advertising as well. About
twentj'-one newspapers will co-operate in this

work, according to Mr. King. Already about

a third of this number have run news material

about the artists particularly and the talking

machine and music generally, and some eight

dealers in Buffalo have taken, individually, close

to 200 inches of paid advertising space ahead

of the campaign.

Edison Sales Drive Nearing Close

The sales contest being conducted by the

Phonograph Co., Edison distributor, is nearing

its close. Nearly 100 dealers and salespeople

are participating in this event, looking to the

winning of cash prizes totaling $250 and a spe-

cial prize as well, and at the same time adding

to their selling ability. Leaders to date, and the

divisions they are leading in, have been com-

piled by E. S. Hershberger, secretary, who is

conducting the contest. These leaders are:

Division 1, towns up to 5,000 population: C.

S. Stilson, Gibsonberg; C. J. Benedict, Utica;

E. F. Ulmer, New Washington. Division 2,

5,000 to 15,000 population: O. D. Zoll, Nor-

walk; Miss Olive Lawes, Tiffin; H. E. Olin,

Kent. Division 3, more than 15,000 population:

A. E. Sauer, Lorain; Don O. Thomas, Barber-

ton; Russel Tastatt, Warren. The contest is

being conducted in the Cleveland zone. Leaders

will assemble at the Phonograph Co.'s head-

quarters after the contest to receive prizes.

Sonora Campaign Under Way
The way is being paved by the Sonora Phono-

graph-Ohio Co. not only for more b^usiness for

present dealer?, but for dealers, in Sonora, in

prospect. Manj- new prospects are being lined

up in Ohio by J. L. Du Breuil, sales manager,
and Karl E. Kraner, southern Ohio and Ken-
tucky representative. These are being sent

much literature, catalogs, advertising material

and novelties by General Manager J. T. Pringle

and many indicate they will be ringing the So-

nora "bell" with the turn of Fall. Meanwhile
dealers in the smaller towns and smaller dealers

in the bigger cities are not idle, but are pushing

for business, many making personal calls in

their respective territories and getting new cus-

tomers right along, they advise Mr. Pringle.

One of the newer Sonora dealers to be added

lately is Leo A. Gerhardtstein, who has been in

the music business for fifteen 3'ears in Sandusky.

Cleveland T. M. Co. Starts Poster Drive

Supplementing its post-card service, which

features certain individual records and which

dealers have been using to great advantage in

their record business, the Cleveland Talking

Machine Co., Victor jobber, has started a poster

distribution that is unique in talking machine

trade annals. These posters, each featuring

some one record and listing a group of similar

records, have been issued in the last few weeks

to some 400 dealers and everyone who has

used them reports an immediate boost in all

record business, according to Howard J. Shartle,

general manager, and originator of the poster

idea. Tlfe posters are three feet by two feet,

in bright colors and characteristic of the record

featured, the first, on "The Cat's Whiskers,"

naturally containing a picture of cats licking

their whiskers. The second features Hawaiian

songs and has a picture of a Hawaiian girl.

Artists' Concerts Boost Brunswick Sales

In line with its timely work for dealers the

local Brunswick organization is continuing its

effort with the personal-appearance Brunswick

orchestra or band. At present the Bennie

Krueger Band is appearing in western New
York under auspices of dealers in that vicinity,

following an unusually successful tour of the

Isham Jones Orchestra. The work of the latter

aggregation is especially noteworthy, since Mr.

Jones himself took part in the dances or con-

certs that dealers arranged. In one tour, which

was conducted by the Yahrling-Raynor Co.,

Youngstown; E. E. Smith, Clearfield, Pa.; Melody

]\Iusic Shoppe, Punxsutawney, Pa.; HalshofT's

Brunswick Shoppe, Lockport, N. Y., and Dale's,

of Akron, some 5,000 fans were given away,

these being patterned after a record, with the

words of the chorus of "Swinging Down the

Lane" on the other side. Mr. Jones made every

attendant join in singing this song. One in-

stance indicates the results of this effort, one

dealer reporting he sold ISO of these records

the day following the appearance of the Isham
Jones Orchestra in his town.

One local dealer linked up prettily with the

appearance of this orchestra in Cleveland by
distributing 10,000 miniature copies of the

chorus of this song, with the words and music.

The idea was conceived by I. H. Buescher, of

the Buescher Co., and carried out by Leslie I.

King, district manager of the Brunswick Co.,

without cost for printing the miniature copies,

these being done by the Leo Feist music pub-

lishing house.

New Cheney Models Popular
New console models of the Cheney, available

at comparatively low prices, have met with such

instant acclaim by the dealer element that prac-

tically the entire quota for immediate shipment

was taken from pictured folders and descriptive

literature, according to T. R. Buel, secretary-

treasurer of the Cheney Phonograph Sales Co.

This is taken to indicate that the dealers who
have the goods are willing to stake on the fu-

ture for good business. Meanwhile a construc-

tive policy of entertainment has been inaugu-

rated by the local Cheney organization in per-

sonally conducted trips for dealers to the

Chene)' factory in Michigan. Every other week,

for the rest of the Summer, twelve dealers will

be taken up the Lake on the Detroit boats.

These will be conducted either by George R.

Madson, president; T. R. Buel, secretary-treas-

urer, or some other local Cheney executive. The
first trip was made this week and among those

present were dealers from Cleveland, Akron and

Pittsburgh, the trip being conducted by C. V.

Hammond, Pittsburgh representative.

New Sonora Store Opened
An unusual opening, in which Sonora was

featured, is that reported by J. M. Irvine, spe-

cial representative of Sonora in this territory.

This includes the opening of the James Horne
Co. in Pittsburgh, the feature of which was the

use of all the store windows to display every

model of the Sonora line, including the $3,000

Bernard! instrument.

New Columbia Agencies

Expansion of Columbia interest locally and

nearby is being accomplished by the intrepid

staff of the Columbia district organization, un-

der the gifted leadership of Branch Manager

S. S. Larmon. Among the newer dealers to be

added to Columbia are Joseph Hoffman and E.

W. Phillips, Rochester, and A. Maisel and the

Black Swan Music Co., Buffalo. The J. Drom-
browski Co., Buffalo, has enlarged the record

department and George F. Schafer, at Batavia,

has acquired a new location in the central busi-

ness district of that city.

Advocates Diversified Lines

While there is much to be said on both sides

of the much-mooted question as to whether a

dealer should be "exclusive"—that is, carry only

one line of talking machines—or whether he

An Edison Phonograph Agency
Is Valuable for Many Reasons:

It adds prestige to any business; it brings customers into the store

frequently (new records are issued every week") ; it makes your store

the musical centre of the community (real "hits" are available on
_

the Edison first) : Quick turnover, steady profits and the satisfac-

tion of seUing the only phonograph that Re-Creates music so

perfectly that it cannot be distinguished from the actual perform-

ance of the artist.

Write us for detailed information. A few towns now open for representation.

THE PHONOGRAPH COMPANY
Exclusive Edison Distributors

Cincinnati, Ohio:

314 West Fourth St.

Cleveland, Ohio:

1240 Huron Rd.
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GET it you 11 LIKE it
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"Hi Lee, Hi Lo, Hi Lee Hi Lo/ Tvom Ve -'kin do^nlo Shanghai lcn)a,

should carry more than one line, some good ad-

vice on one side of the issue is ol¥ered by J. T.

Pringle, general manager of the Sonora Phono-

graph-Ohio Co. After careful study and analy-

sis of the results obtained by both kinds of

dealers it is Mr. Pringle's belief that the dealer

who has more than one line of instruments is

in a better position to close sales than the one

who carries only one line. Principal argument

for this, according to Mr. Pringle, is that with

only one line a dealer exhausts his arguments.

When confronted by the almost inevitable prob-

lem of having the customer go elsewhere "be-

cause my sister has such-and-such a machine

and I would like to look at it before deciding,"

the dealer is forced to let that prospect go out,

seldom to return. On the other hand, having

more than one line, it is likely that he may have

just the instrument she wishes to look at or, if

not, another kind from the one she has seen in

his store and he is then ready for additional

argument. In this way, experience has shown,

Mr. Pringle says, the dealer is better equipped

and can come more nearly to closing the pros-

pect without unnecessary delay.

Victor Health Girl Performs

Downtown Cleveland, made up principally of

the tired business man, was refreshed somewhat
during the hot wave in July by the appearance,

for two weeks, of Miss Marjorie Earnhardt,

publicly known as the Victor Health Girl and

in private life the health record exponent of

the Cleveland Talking Machine Co. Miss Earn-

hardt appeared in one of the store rooms of

the Miles Theatre Building to impress upon the

people that the Euclid Music Co. is doing busi-

ness on the floor above and is a considerable

downtown music establishment. Later she ap-

peared at the Wolfe Music Co., gracing the new
crystal front of that establishment. Incidentally,

she served to increase business immediately for

both establishments.

An Unusual Store Opening

One of the most unusual openings, in point of

attendance, aided by the local Brunswick organ-

ization, was that of the E. M. Kotz Furniture

Co., Syracuse, N. Y., to mark the introduction

of the Brunswick line. One of the big features

was the dropping of 5,000 invitations from an

airplane, and appro.ximately that number at-

tended thte opening. About half of those who
visited the new establishment received souve-

nirs, candles and candelabras for the same. An
orchestra supplied plenty of Brunswick music.

The entire window space was given over to

Brunswick displays, except where they were

overcrowded with floral pieces from merchants

and friends in and out of town.

How the Trade Press Helps

The far-reaching effect of publicity in the

trade press is attested to by the request from a

Texas dealer that he be permitted to use the

Eclipse Musical Co.'s book on standard Victor

records, which made its appearance a month or

so ago. The dealer has been shipped several

thousand copies and other inquiries also will be

taken care of in like manner, according to Ed-

ward B. Lyons, general manager. All dealers

who have been using this book find that these

fine records, comparatively unknown to the jazz

followers, find ready sale as soon as their clien-

tele is advised of it.

George W. Savage in New Post

George W. Savage, for many years connected

with both wholesale and retail interests in the

Victor field here, has joined the Cleveland Talk-

ing Machine Co. as sales and special representa-

tive. Versatile in his knowledge of dealers'

needs, a mechanic of unusual ability and an art-

ist whose gift is reflected in sensational win-

dow decorations, Mr. Savage is expected to

make a notable showing in his new connection,

Edison Music Shoppe in Larger Quarters

The Edison Music Shoppe is now located in

attractive new and larger quarters in the Glen-

ville Masonic Temple, St. Clair avenue and East

106th street, this city. The complete line of

Edison phonographs and records is handled in

this modernly equipped establishment.

Huge Picnic Furnishes Prospects

A prospect list of some 75,000 names and ad-

dresses has been obtained by the L. Meier &
Sons Co., Victor dealer, in linking up with the

largest picnic ever held in these parts. The
event was sponsored by Clark avenue mer-

chants, 150 of them, and attracted 35,000 people

to Puritas Springs Park, where they overflowed

onto the country surrounding the park.

The Euclid Music Co., of this city, well-known

talking machine dealer, has secured the whole-

sale representation through Ohio territory for

the foreign records imported by Macksoud, of

New York.

PATHE CORP. IN NEW HOME

On August 1 the New York offices of the

Pathe Phonograph & Radio Corp. were moved
from their former location at 18 East Forty-

second street to new quarters at 150 East Fifty-

third street. The move provides greatly in-

creased facilities, as the company will occupy

the entire building at the new address. The re-

cording laboratories of the company are also

located in the new quarters.

Sales Thought
And not sales talk

About nine-tenths of the most pro-

ductive selling effort of good Victor

dealers is in PLANNING the sale

and about one-tenth in actual SALES
TALK.

Victor dealers whom we are privi-

leged to serve know the importance

of ascertaining what character of

music appeals before beginning a sales

demonstration.

A good listener is often a better

salesman than a good talker.
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NEwlillSON
^ COMPARISON 'with fHEi'tlVING ARTIST^

REVEALS NO DIFFERENCE ^,^1

THE LIVE DEALER
Can take advantage of this public confidence by tying up with an agency for the New
Edison Phonograph.

"YOUR MIND IS AT REST WHEN YOU SELL THE BEST"

Write for the LIBERAL Edison Agency Proposition for Your Town

Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.

SAINT LOUIS
Business Up to Expectations—Lehman and Shatt'niger Companies

Suffer Heavy Fire Loss—New Firms—Lines Added—Month's Netvs

St. Lnuis, Mo., August 6.—July closed and

August opened with business as good as any-

body expects it to be at this season and in

not a few instances better than expected. Sev-

eral houses reported that their July business

showed a satisfactory improvement over the

same month last year and the indications are

that August will show a like gratifying condi-

tion. Portables, which had a sprightly move-
ment at the opening of the picnic and vacation

season, are slowing down. Among the ma-
chines the medium-priced consoles seem to

have a little the best of the sales, but there is

also a pretty good demand for uprights of

medium cost. Most of the record movement is

in the light stuff which fits the hot-weather
mood. .Radio sales are beginning to improve
and all the indications arc for gradual improve-
ment throu.gh this month, culminating in big

business in September.

To Concentrate on Talking Machine Trade
Mana.ger Geissler, of the Famous & Barr Co.

music department, has arranged to have himself

relie\ed from the immediate direction of the piano

department so as to be able to give the greater

part of his attention to the talking machine divi-

sion. Howard Terry, formerly with the W. F.

Frederick Piano Co., Pittsburgh, has been ap-

pointed sales manager of the piano department,

but both departments will remain under the

general management of Mr. Geissler.

Suffer Heavy Loss by Fire

Plans for resumption of business by the Leh-

man Piano Co. and the Shattinger Piano &
Music Co., 1101 and 1103 Oliver street, which

were burned out on July 19, are in abeyance

pending the adjustment of the insurance. Phil

Lehman, president of the Lehman Co., has an-

nounced, however, that he will open up at the

old stand as soon as the building is restored.

This will take sixty days, probably, though, and

in the meantime he is merely maintaining an

office at 1105 Olive street, and has released his

organization. Oliver Shattinger, president of

the Shattinger Co., has not decided what he

will do, but is keeping his organization together.

The company has temporary quarters at 1213

Pine street. The entire talking machine and

=THE ArtopKone CORP.=

Business as Usual
The fire which destroyed our Phonograph Department and

Offices will not in any way interfere with shipments of:

Artophones

Strands

Okeh Records

Spencerian Portables

Outing Portables

Artophone Portables

Phonograph Accessories

Temporary Location

THE Artoplione corporation

1213-15 Pine Street St. Louis, Mo.

203-4-5 Kansas City Life BIdg . Kansas City. Mo.

We will continue our famous "Same Day Service."

record stock of the I^ehman Co. was destroj^ed.

The Shattinger Co. did not handle talking ma-

chines or records. The Artophone Corp., oc-

cupying part of the Shattinger Building, lost

300 machines and 3,000 or 4,000 records, but the

greater part of its stock was stored at 1213

Pine street. For that reason the company's

service to its trade in machines and Okeh rec-

ords was not greatly interrupted. It has rented

the adjoining building, 1215 Pine street, and is

taking care of all orders.

A. C. Link to Feature Brunswick

The Brunswick franchise at 2024 East Grand

avenue has been transferred from J. Happley

to A. C. Link, who has for many years con-

ducted a jewelry store in the next building to

the above-mentioned. Mr. Link is planning a

formal opening as soon as extensive changes

are made.

Mathew Kaemmerer, Brunswick dealer, at

2902 North Vandeventer avenue, has leased

a large store at 3199 South Grand avenue, where

he will operate his Brunswick Shop No. 2, and

is remodeling the building in an elaborate man-

ner, characteristic of Mr. Kaemmerer, to ably

care for his requirements. Mr. Kaemmerer
plans a formal opening of the new store as an

exclusive Brunswick Shop about August 15,

which will be in charge of Arthur Kaemmerer
Police to Record All Movings

St. Louis music merchants who sell talking-

machines on instalments are now protected by

an ordinance which requires the police to keep

a record of all removals of such machines or

other articles. The police do not not like the

added labor involved and President Brockman,

of the Police Board, has been trying to find a

way out of it, but the City Counselor and the

Attorney-General have advised him that the law

is sound and the service will have to be per-

formed.

Fay-Buchanan Music Co. Incorporated

The F'ay-Buchanan Music Co., of St. Louis,

lias been incorporated with a capital stock of

$10,000, to sell at wholesale and retail pianos,

phonographs and other musical instruments and

carry on a general music business. The incor-

porators are: Earl E. Fay, William H. and

Lynden S. Buchanan, of St. Louis.

Announce Ad Ceimpaign

Announcement of plans, preparations of

which have not all been completed, for one of

the most extensive advertising campaigns ever

launched by a manufacturer of phonographs

and records is being received in a most enthu-

siastic manner by all Brunswick dealers in this

district. The campaign is so broad in its scope

that all Brunswick dealers, to whom the plan

has been outlined, have decided to take imme-

diate action in the preparations for a very

broad, individual advertising campaign of a local

character, tying up to the campaign as planned

by the Brunswick Co.

Brunswick dealers and others who recently

visited headquarters in St. Louis included the

following: A. J. Kendrick, general sales man-



August 15, 1923 THE TALKING MACHINE WORLD 97

ager of the Brunswick Co.; Mr. and Mrs. E.

Vogelsanger, of Vogelsanger Hardware Co., in

Cape Girardeau, Mo., who enjoyed the opening

performance of Isham Jones' St. Louis engage-

ment; F. W. Davis, of Davis Music Co., Flat

River and Farmington, Mo.; Phillips Supply

Co., Carbondale, 111.; T. Martin Morgan, of

Morgan Music Co., Murphysboro, 111.; L. T.

Ralston, president of Taylor Music Co., Co-

lumbia, Moberly, Mexico, Fayette and Boon-

ville. Mo.; J. H. Vandeveer, Robinson, III; Bar-

rett Stout, of Stout's Music House, Kirksville,

Mo.
Secures Publicity Via Radio

Miss Helen Hatfield, who manages the broad-

casting for the Stix, Baer & Fuller Dry Goods

Co., believes in giving her public some informa-

tion along with their entertainment. Miss Hat-

field is also a member of the staff in the Vic-

trola department and, for recent broadcastings,

has been giving a series of readings from the

"What We Hear in Music," a Victor publica-

tion, illustrated by the playing of records. For

the radio owner who is interested in knowing

more about music this is an excellent oppor-

tunity. For bed-time stories Miss Hatfield uses

the charming stories for children given in the

book "Pan and His Pipes," also a Victor pub-

lication. These have been well received.

Meeting of Brunswick Association

A. meeting of the Brunswick Dealers' Asso-

ciation was held at Hotel Statler July 17. S. K.

Gerhardt, of Zerweck Jewelry Co., East St.

Louis, was elected chairman of the Association,

to succeed E. C. Storer. Other officers elected

were Mathew Kaemmerer, vice-chairman, and

R. F. Novy, of the Brunswick Co., secretary.

A. J. Kendrick, general sales manager of the

Brunswick Co., was present at the meeting,

and spoke optimistically of the business outlook

for the Fall and Winter. Those present in-

cluded: S. K. Gerhardt, the new chairman; A. J.

Kendrick, R. W. Jackson, J. H. Bennett, R. F.

Novy, E. F. Stevens, F. S. Horning, R. M.

Clucas, G. F. Standke, C. Hoflier, E. C. Storer,

J. H. Kirkland, W. A. Lippman, C. H. Lipp-

man, H. Meyer, A. C. Link, T. B. Hauk, A.

Kaemmerer, M. Kaemmerer, W. L. Hoeman,
A. L. DeMerville, J. Schmitt, H. Peterman, F.

Schnazle.

H. G. Koerber Visiting Europe
Harry G. Koerber, of the Koerber-Brenner

Co., accompanied by his wife and daughter,

Katherine, sailed from Montreal on July 13 for

a two-months' trip through European countries.

A Hot Weather Record Bulletin

As a hot weather spur to business, Frank S.

Horning, manager of the music department of

the Stix, Baer & Fuller Co., has issued a printed

eight by ten sheet for mailing, containing a

list of eighteen late records, and accompanied
by a special order blank.

Miss Grace Maxey, in charge of the Victrola

departm.ent of the J. N. Johnson Co., Mt. Ver-
non, 111., was a St. Louis visitor recently and
a caller at the Koerber-Brenner office.

Reception for Isham Jones Orchestra
During the appearance here of the Isham

Jones Orchestra the Brunswick Record Girls,

of St. Louis, held a reception for Isham Jones
and his boys in the main dining-room of the

Statler Hotel. Jones' Orchestra played sev-

eral numbers, among them the ever-popular

"Swinging Down the I,ane," and afterward en-

joyed a buffet lunch and dancing.

Those present, in addition to the orchestra,

included S. K. Gerhardt, cliairman of the Bruns-

wick Dealers' Association, as well as a number
of the members of that organization; C. Skouras,

D. Silverman, R. Smith and R. Nicholls, mem-
bers of Skouras Bros. Enterprises; J. H. Ben-

nett, R. F. Novy, J. J. Fox, H. E. Brown and

E. F. .Stevens, members of the Brunswick Co.;

Mr. and Airs, H. C. Tabler; Mdmes. F. S. Horn-
ing, A. L. DeMerville, M. F. Kaemmerer;
Misses C. Shelley, B. Bollmann and M. King-

gon; Messrs. G. M. Gladding, O. W. Suedel,

V. J. Mueller, E. Haddick, A. H. Kaemmerer,
A. E. Nuetzel, H. Storer, A. Bellado, J. E.

Laswell, R. Eckstein and J. Flynn.

Start Travelers Early

The Silverstone Music Co. started its trav-

elers out earlier than usual to book Fall orders

as an experiment and the dealers are taking to

it, giving good orders for October and Novem-
ber delivery.

O. W. Kiess Now Manager
O. W. Kiess is the new manager in charge

of the Bloch-Kuhl Victrola department. Mr.

Kiess was the first manager of this department,

having taken charge when it was installed.

Here and There in the Trade

C. A. Reynolds, formerly of the Phonograph
Co., Kansas City, Mo., is now connected with

the St. Louis branch of the Brunswick Co.,

phonograph division, and will travel in South-

ern territory, succeeding W. M. Woltman.
Miss Laura Williams, head of the record de-

partment of the Kieselhorst Piano Co., spent

her vacation at Chicago and the lakes.

F. S. Horning, manager of the Stix, Baer &
Fuller music department, left early in August,

accompanied by his family, for a two weeks'

stay at Browning, Mo.
Miss Rena Wilson, assistant manager of the

talking machine department of the Scruggs,

Vandervoort & Barney Co., has been spending

a two weeks' vacation in Kansas City. Miss

Blanche Rosebrough, head of the educational

division; Mrs. N. Ciburn, Miss Ella Marklin and

Leonard Truesdale have returned from their

vacations.

Gene Rodemich, exclusive Brunswick record-

ing artist, journeyed with nine men to New
York recently to the Brunswick recording

laboratories. The first of Gene's new Bruns-

wick records will be released in August.

A meeting of the phonograph sales repre-

sentatives traveling out of the St. Louis branch

for the Brunswick Co. was held recently at the

Missouri Athletic Association, A. J. Kendrick,

general sales manager, presiding. Plans for

Fall activity were discussed

Miss Hazel Holston, formerly with the East

St. Louis store of the Conroy Piano Co., has

joined the talking machine department of the

Kieselhorst Piano Co. Miss Laura AVilliams,

of this department, is on her vacation.

M. M. Blackman, an Edison dealer of Kansas

City, Mo., visited E. A. Kieselhorst on his way
home from a trip to Chicago.

Miss Wallie Griesedieck, of the Kieselhorst

talking machine department has returned from

a vacation at Waynesville, Mo.

R. W. Jackson, St. Louis branch manager for

the Brunswick-Balke-Collender Co., is at the

present time making a trip through the South-

ern territory looking after company interests,

particularly in New Orleans, La.

R. F. Novy, city phonograph representative

for the Brunswick Co., is at present enjoying a

vacation. He expects to spend a week at Bour-

bon, Mo., and will then visit the Brunswick fac-

tories and laboratories.

O. M. Fisk, sales representative in Alissouri

and Illinois for the Brunswick Co., just recently

returned from a vacation.

Mrs. Millie Ladd and Miss Thea MuUenburg,
of the Stix, Baer & Fuller talking machine de-

partment, who underwent operations at hospi-

tals, have recovered and are back at their duties.

Jack Burke, of the Famous & Barr Co. talk-

ing machine department, has returned from a

vacation at the Famous-Barr farm on the

Meramec and is again actively at work.

M. Goldberg, vice-president of the Silverstone

Music Co., has started to motor to Atlantic City,

accompanied by his wife and child.

J. F. Voohree, vice-president of J. F. Bclue

& Co., Fairview, 111., Edison dealers, was a

recent visitor to the Silverstone Co.

Miss Marian R. Fox, of the Silverstone Music

Co., has been spending her vacation in the

Ozarks, where she enjoyed a good rest.

GOOD PROSPECTS FOR SOME DEALER

Farxs, W. \'a., August 7.—Two hundred of the

two hundred and fifty miners employed by the

Gulf Smokeless Coal Co. here own talking ma-

chines, according to information coming from

excellent authority. Every one of the fifty who
does not possess an instrument is a good pros-

pect and can be sold if the proper procedure is

followed. This is an excellent example of how
solidly a prosperous community can be sold by

an aggressive and live dealer.

'Stands forDisplay
'

The New Metal

Display Stand

for Universal

Use in Music Shops

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for Displaying

10 in. and 12 in. Records,

Monthly Window Service,

Sheet Music,

Phonograph Displays, etc.

6 FOR $2Z5

Made in one size and finish for

all purposes

Manufactured by

MUSICAL PRODUCTS OlSTBIBUTING CO., INC.

37 East 18th Street New York

Attractive Offer to Distributors
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INTRODUCING THE OKEH RECORD

New House Organ Issued by General Phono-
graph Corp.—Has Many Items of Live and

Practical Trade Interest

The "Okeh Record" is the name of the latest

house organ published in the talking machine

industry. This interesting publication for Okeh
dealers made its first appearance this month and

it is planned to issue it regularly. The dealer

service department of the General Phonograph

Corp. is responsible for the Okeh Record and

Otto Heineman, president of the company, is

giving his personal "O. K." to its contents.

Volume No. 1 features on its first page the

recent visit to Scranton, Pa., of Vincent Lopez

and His Hotel Pennsylvania Orchestra, exclu-

sive Okeh artists, who became coal miners dur-

ing their stay in that city. Warner's Seven

Aces, a recent addition to the Okeh record li-

brary, is also introduced in an int-eresting article

in this house organ and there are several per-

sonal items of interest regarding Gerald Grif-

fin, Shelton Brooks, Sophie Tucker and other

Okeh artists. The new Okeh record cleaner

is described in the house organ and Mrs. A.

Glander, who is editing the Okeh Record, has

been congratulated upon the practical value of

the first edition of the new publication.

DEATH OF MISS H. WAGNER

C. Alfred Wagner, president of the Musical

Instrument Sales Co., New York, Victor whole-

saler, and vice-president and general manager

of the American Piano Co., New York, and

C. R. Wagner, vice-president of the Musical In-

strument Sales Co., are receiving the sympathy

of their many friends in the trade upon the

death of their sister. Miss Gertrude Helen

Wagner, who died suddenly while on a vacation

trip. The funeral services were held on July

30 at Miss Wagner's late home in Brooklyn,

N. Y., and were attended by many friends of

the family.

MANY NEW INSTALLATIONS

Zimmerman-Bitter Co. Reports Increased Activ-

ity Among Local Dealers—Musical Merchan-
dise Departments Installed by Many Dealers

That the talking machine dealer is discovering

a new source of profit in musical merchandise

is the opinion of A. H. Bitter, of the Zimmer-
man-Bitter Construction Co., New York City,

who states that more orders have been received

for the installation of musical merchandise cases

in the last six months than at any other period

in the history of the company.
Some of the work recently completed by this

company includes the installation of new equip-

ment in the three stores of Emanuel Blout, this

installation including new musical instrument

departments, plate glass show cases for small

goods and sheet music department. A re-order

for an addition to the sheet music department

has been received from the Windsor-Poling Co.,

of Akron, O. The Zimmerman-Bitter Construc-

tion Co. is completely equipping the store of

E. Linehart, 1365 First avenue, the installation

comprising hearing rooms, record racks, musical

instrument cases and a redecorating of the

entire store. New record racks have been added

to the store of Bucci Bros., 163rd street and

Third avenue. New York.

Among the new contracts recently received

is that of S. L. Shott, Mt. Vernon, N. Y., for

the equipping of two floors, and this installation

will comprise five hearing rooms, record racks

with a capacity of 20,000 records, musical in-

strument, small goods and sheet music depart-

ments. The entire premises will be redecorated

in French period design with an ivory finish.

OFFERS SPRING SAVING MACHINE

Andrew H. Dodin Distributor for a Clever

Device for Use of Repairmen

As set forth in his announcement in the ad-

vertising section of The World this month,

Andrew H. Dodin, well-known talking machine

repairman of New York, has arranged to act as

distributor in the United States and Canada for

the RuflEo Spring Saving Machine, a clever de-

vice that makes possible the reversing and re-

winding of main springs so that broken ends

may be removed and the spring repunched for

further use.

Mr. Dodin came across the machine some

time ago and has used it extensively in his own
work, with results satisfactory to all concerned,

and believes that it should prove particularly

interesting to dealers and repairmen located at

considerable distances from supply centers, who
can not only save the cost of new springs, but

at the same time overcome the delays incident

to waiting for the receipt of new springs from

the factories.

Henry B. Pye & Co., Inc., dealers in furni-

ture, etc., 2918 Third avenue. New York, have

discontinued their talking machine department.

Make Money Quick!
HAVE a phonograph sale and offer this beautiful Empire

XAl with an assortment of records for $89.50! At the

peak price this model retailed for $225, and at the price you

can make on it now you can sell dozens in a special sale.
_
Our

word for it, you can make a big profit quick, by turning a

number of these in a special sale. This is a real machine, a

wonderful value for you and your customers. Brown or red

mahogany, top, front, sides and back. Full French-turned legs

all round. Heineman motor. How many can yo%i sell in, one

week's intensive selling? Write for our interesting proposition.

The UDELL WORKS
28th Street and Barnes Avenue

INDIANAPOLIS
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Worth Its

Weight in

Gold
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383 MADISON AVENUE NEW YORK

Are You Worth $33 Per Week?

IF you are, and this Directory gives you
in 30 seconds information it would take

you an hour to secure through other

sources

—

Then this Directory will pay for itself and

give you a dividend of 50% or more, de-

pending on how much more than $33 per

week vour time is worth.

But the big point is that the Talking
Machine World Trade Directory will not

save you time on just one occasion—it will

do so many times each month, because

—

It is the complete and authoritative

"Who's Who," "What's What" and
"Where" of the talking machine business.
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Only 50 Cents

I Edward Lyman Bill. Inc.

I 383 Madison Ave., N. Y. C.

1 Kindly send me—all postage prepaid—a copy of the

I 1923 TALKING MACHINE WORLD TRADE DI-

RECTORY in payment for which I enclose fifty cents

I

(stamps, check or money order).

I Name

' Address
I

I

City

I ^1
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When Pablo Casals plays, the whole world of music gives ear.

This month he weaves into Glazounow's "Arabian Melody" all

the beguiling atmosphere of the exotic East, to catch and hold
your senses.

Against the background of a sympathetic piano accompaniment
his wizard cello stands out in bold relief, like a mounted tribesman
silhouetted upon the sky dome of some vast desert. Record 80923.

COLUMBIA GRAPHOPHONE CO.
New York

IMPORTANCE OF WINDOW DISPLAYS IN BOOSTING SALES

George W. Lyle, President of the Manufacturers' Phonograph Co., Makes Some Constructive

Observations on the Profits Which Can Be Derived From Properly Arranged Windows

"What's the Window For?" is part of a mes-

sage prepared for Strand dealers by George W.
Lyle, president of the Manufacturers' Phono-

graph Co., New York, but it has meat enough

in it for any phonograph dealer who under-

stands the practical value of the effective win-

dow display.

"Maybe you run a big store on the right side

of the best business street in town, with twenty

George W. Lyle

or more record booths and a young army of

clerks," says Mr. Lyle. "And you've got two or

three large, roomy show windows. Or maybs

you operate a small store, with three booths

and four or five salespeople, and you have just

one window, with not too much room in it.

Well, either way, keep those windows dressed

right! Change them often! Make them work!

With new records and new models of the pho-

nographs you carry—and plenty of record bulle-

tins and posters and price cards and attractive

signs.

"You .can make your windows pay a profit .in

the rent they cost you. That's what windows

are for! Once a week Isn't too often to re-

dress your windows. If you have a liberal

amount of space behind plate glass utilize every

foot of it to best advantage. If you have only

a small window area you can't afford to waste

a single inch of it!

"Count the people who pass your store every

day and you" will begin to realize the importance

of this feature of your sales work. Yes, sales

work, because a well-arranged, attractive win-

dow is one of the most efficient sales producers

you can employ. The big department stores,

like Wanamaker's in New York and Marshall

Field's in Chicago, Snellenburg's in Philadel-

phia, Famous-Barr in St. Louis and Filene's in

Boston, pay big salaries to their window
•iressers.

"If you're on a side street—all the more rea-

son to make your windows work. Good win-

dows- are one of the most effective ways of

making a side-street store worth putting your

name over. And, by all means, keep your win-

dows well lighted. Ten dollars a month extra

for current may mean hundreds of dollars extra

in sales. Get a prospect's eye first and you have

gone considerable distance toward getting him

to say, 'I'll take it.' When you engaged that

store probably one-half of the rental should be

counted as a window investment. Take that

investment seriously—make it pay dividends!"

QERSON IS NEW YORK RCA AGENT

General Radio Corp. of Philadelphia Announces
Appointment of Prominent New Yorker as

Resident Agent and Factory Representative

Philadelphi.\, Pa., August 8.—The General

Radio Corp., manufacturer and distributor of

radio parts and distributor of RCA receiving

sets, Strand phonographs and Okeh records, has

announced the appointment of Louis Jay Ger-

son as New York resident agent and factory

representative. Mr. Gerson is located at 63

Reade street and needs little introduction to the

New York trade, as he was identified for many
years with the John Wanamaker store as direc-

tor of its musical merchandising and piano ex-

I.>ort business and manager and buyer of the

retail phonograph department and his mer-
chandising experience is varied.

The General Radio Corp. very carefully

selected its representative in the metropolitan

district, with a view toward maintaining the

dignity of its product along consistent lines and

the maximum of service and production to its

dealers and jobbers. It is stated that a plenti-

ful stock will be provided to Mr. Gerson for

demonstration purposes.
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Every so often a Cassandra arises amongst us who talks about

"saturation." It is a nice mouth-filling word and one calculated

to strike terror into the heart of the unthinking,

but it really does not mean much in the talk-

ing machine business. We in the mid-West have

had our share and more of the troubles which

Saturation

Not in

Sight

came from the reckless and improvident methods which some manu-

facturers saw fit to indulge in during the period immediately suc-

ceeding the entrance of the United States into the World War.

To cry- over spilt milk helps no one; but it is worth remarking

that those who talked of the trade reaching the point of satura-

tion had, three years ago, something like reason on their side. A
market filled to overflowing with what might well be called "junk"

was a market which had to break sooner or later. Break it did

;

but that saturation then was a very dif¥erent sort of condition from

anything which does or could exist at the present time. All com-

petitors notwithstanding, the fact is undoubted that the talldng

machine market is no nearer saturation than it was twenty years

ago. The public need for talking machines and for talking ma-

chine music is greater than ever, despite all counter attractions.

In fact, every competing device or system for the reproduction of

music merely serves to emphasize the enormous superiority of the

talking machine in its own field. It is the universal recorder and

preserver of all music, and nothing can touch it as such. All we
have to do is to continue improving the product and finding better

ways of telling our story to the great music-loving masses. One
way or another we have for every musical taste what is positively

the best of all music makers and until that ceases to be true we
need care not a snap for the spoil-sport who tells us that the

market is saturated. . Saturated ? It is riot wet all through yet

!

The formation of another local association in the music industries

brings prominently to mind the fact that Chicago has no body

devoted to the interests of retail talking machine

dealers. This is the more a pity since other cities

are having excellent results from the formation

and maintenance of such associations. There are

Local

Association

Needed

many reasons why a retail talking machine merchants' association

would be of general advantage in Chicago. For one thing, the in-

dividual merchants of our community have yet to learn that com-

petition need not mean unfriendliness and that, in fact, there is

much more to be gained in the way of personal advantage by co-

operation than by hostility in matters of common importance. Every

body of men engaged in any line of retail business sooner or later

finds out that onl)' by acting as a body instead of individually can

its members solve what are always actually the most important

of their business problems. All problems in retail business are so

much alike that, irrespective of the particular articles sold by each

individual merchant, his business is vastly like that of his com-

petitor in every essential. When, therefore, all the merchants in

any one line get together and propose to exchange information, each

individual soon finds that, while he has something to give, he has

always vastly more to receive. The universal experience of mem-
bers of trade associations is that just so soon as each one makes

up his mind to give freely of his own knowledge for the benefit of

his fellows he begins to draw from his fellowship vvith them far

more than he ever can give out. Moreover, one of the healthiest

results of trade association membership is that the individual mem-
ber so soon discovers how little his cherished "secrets" and methods

really mean. He finds that everybody else has them or something

much like them. He finds that his fellow-members are just as

decent fellows as he is. He finds that there is far more to confer

about than to quarrel about. Because, then, these qualities of col-

lective action for the common good are painfully absent from the

local retail trade it is very evident that a trade association would

be very beneficial to merchants in this territory. Who will be the

first to set it going?

Success

of "Class"

Records

The mid-West territory generally is such a big consumer of talk-

ing machine records and so well typifies the general tastes of the

whole country, aside from the Atlantic and Pacific

Coasts, that whatever is observed here as to the

sale of and demand for all kinds of records

may be taken as typical. Observations show that

the great jobbers who work out from Chicago, as well as the more
successful retail merchants in this city, ahke find their very best

market is what may be .technically termed "class" records ; that is

to say in records featuring special and distinct types or classes of

music. The heterogeneous population of the great Central States

divides up pretty evenly into urban and rural, but all are inter-

ested in dance music, and the development of the modern form of

such music, irritating and offensive as it is in the extreme manifes-

tations, does respond to a popular need. Those who are doing their

best to discover exponents of the most artistic in such dance music
and to record their finest efforts are having remarkable success,

as the figures plainly show. But dance music will not float a

record manufacturing business and the manufacturers who under-

stand the value of the "class" theory understand also that the rural

and the urban divisions of the population are themselves divisible

into subdivisions, each of which has its own particular pet ideas

as to musical wants. Thus there is a demand for negro numbers
in some sections and little of it in others. There is a demand for

religious music in some sections and little or none in others. There
is a sharp distinction between the demand for jazz of the extreme
sort and for artistic modern dance music. It is apparently the part

of wisdom to take into consideration all these classes and to build

up the modern library with strict attention to them all as the basis

for classification and selection. Nor does this mean neglect of the

high-class numbers. What is most needed is to bring customers
into the store. If, when they are once inside, there is no more
intelligence than to let them go out with one seventy-five cent dance
record when another one at twice the price could just as easily be
sold in addition, that is the fault of the merchant, not of the manu-
facturer. The latter can do a great deal to make his monthly bul-

letin more catchy; but when he has done this it will not be his

fault if the merchant has no better salesmanship ability than merely
to hand out what is asked for. The appeal to distinct classes is

important and necessary, and not less because thereby the appeal
to the better instincts in music is rendered easier and is, con-
sequently, more productive of results.

A survey of the news which comes to us through various channels
and which may be taken as based on the highest authority, indi-

cates that the seasonal fallacy is losing its grip

upon the mind of the trade in this territor}-. It

really begins to look, from all the signs, as if

mid--West merchants at last had waked up to see

Seasonal

Fallacy

Dying

the great truth that business is to be had on one set of terms only,

but on these to an illimitable extent. These terms may be expressed

in the single phrase "going and getting." We refrain from saying

"go-getting" because there is no advantage in talking like a sopho-

more when one is dealing with stern fact. Business is to be had,

then, by creating it and not by waiting for it to create itself. This

is true in every other line of business and in many is thoroughly

recognized, but it has taken the talking machine merchants a long

time to realize that, no matter how extensively and skillfully ad-

vertised may be the machines and records they sell, those machines

and records have to be brought before the customer, put up to

him or her and sold then and there in each individual case. The
advertising makes the sales resistance much less, in fact, turns the

scale ; but the personal contact does the trick. This being so, Sum-
mer is as good a season as Winter. This is the lesson that talking

machine merchants in this part of the world seem to be learning,

for which thank goodness ! Nor ought we to forget that the recently-

learned lesson of "tie-up" advertising is having its great eft'ect, as

has been proved time after time.
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GENERAL PROSPERITY MARKS TALKING MACHINE
BUSINESS IN CHICAGO AND ITS ENVIRONS

Sales of Portables, Records and Small Musical Instruments Keep Trade Up to Par in Chicago
Proper—New Firms Enter Field—Expansions and All the Important Trade News

Chicago, III., A-Ugust 9.—Reports from retail-

ers in this section indicate that business for the

last half of July and the first part of August
was very spotty. Some sections, particularly the

corn and wheat belts, reported quite a let-up

in business, while others, such as the dairy

territories, reported an exceptional spurt in re-

tail trade. This increase in business in dairy

districts is attributed by dealers to the fact that

the farmers recently benefited by an increase

in the price of mill;, and these prices naturally

tended to tone up the business situation. In

the corn and wheat belts the reports are that

exceptionally fine crops have been, or are being,

cut and this production will soon be on its way
to market. Should history repeat itself we
could then look forward to an increase of busi-

ness in these sections as well.

Locally the trade had somewhat of a let-up

in the console business, but small musical in-

strufnents, portable talking machines, rolls,

records and sheet music brought in sales which
enabled the dealer to do a fairly good business,

all told.

The labor situation of Chicago is very en-

couraging and building is gradually increasing.

The only trouble in this line that we can find

lies in the fact that there is somewhat of a

scarcity of mechanics as well as laborers, which
is attributed to the fact that wages have been

so high that the workers just can't stand their

prosperity and have been taking lengthy vaca-

tions at nearby Summer resorts.

The manufacturers of talking machine parts

are still very busy and are working to capacity

throughout this section. In the past we have

always found that when these men were busy
the general condition of the trade throughout
the talking machine field was exceptionally

good. In using the activities of these men as

a barometer, we can see quite a bit of activity

ahead of us for the coming month in so far as

manufacture of talking machines is concerned.

There is quite a number of dealers in this

territory who have discovered that their sales

departments are following along those lines of

least resistance which proved so popular sev-

eral years ago, but which at the same time

did not move record stocks from the shelves.

These clerks have been taking good sales stimu-

lators, such as the popular numbers, and selling

lots of them and patting themselves on the

back that they have been salesmen. As a mat-

ter of fact, ever.vone knows that this is only

order-taking, as the publishers of the music

themselves have been boosting the songs to

such an extent that the- buyers naturally walk
into the store and do the purchasing.

While it is true that splendid profits are being

made on these trade stimulators the fact re-

mains that the dealers' shelves in many in-

stances are being entirely neglected in so far

as standard numbers are concerned. There-

fore, there is a great deal of good money' tied

up, lying idly by, while the sales people are

merely taking orders. We are happy to say,

however, that this situation does not prevail

throughout the entire trade in this section, but it

does maintain in quite a number of places whose
proprietors are gradually waking up to the fact

that the popular records are not only money-
makers but trade-builders as well, which can

be used in the moving of the higher priced

numbers.

Illinois Wages Increase

According to the June review of the State

industrial situation which was recently made by
the General Advisory Board of the Illinois De-

partment of Labor, the wage earners in Illinois

had more money to spend in June than at any

time in the last two years. It is understood

that the workers employed, by 1,496 employers,

had $10,535,595.31 for spending purposes during

one week in June alone. This makes June the

banner month of Illinois industries, since the

business revival started some months ago. The
amount is 3 3/10 per cent more than the work-

ers had to spend during the corresponding week
in the month of May.

The Oro-Tone in Australia

The United Distributors Co., of Sydney,

Australia, has just been appointed distributor

of Oro-Tone tone arms and reproducers for

the entire commonwealth of Australia. The
deal was made between Leigh Hunt, treasurer

(Continued on page 102)

Magnola Style Louis XVi

''Built tone specialists"

IN ITS SEVENTH YEAR
OF STEADY SUCCESS

4 Cabinet Styles:

Mahogany, Walnut and Oak Finishes.

Patented Tone-Deflecting System:

Unsurpassed Workmanship. ,^

Vertical Record Filing:

Mechanical and Acoustic Equipment Be-

yond Criticism.

Write for our Revised Wholesale Prices

Magnola Talking Machine Company
OTTO SCHULZ, President

711 Milwaukee Avenue Chicago

0
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and general sales manager for the Oro-Tone

Co., and Lynn D. Rudolph, president of the

Australian company.
Air. Rudolph was, for a number of years,

president and general manager of the United

Mfg. & Distributing Co., of Chicago, manufac-

turer of the well-known United line of en-

closed self-lubricating talking machine motors.

Before coming to this country Mr. Rudolph

was associated with a number of large con-

cerns in Australia, among which was the com-
pany with which he is now president. Since

severing his connections with the United Co.,

of Chicago, he has given a great deal of his

time to looking over the various lines of talk-

ing machine equipment manufactured in this,

country.

New Brunswick Demonstrator
The Brunswick-Balke-Collender Co. has

brought out a new upright instrument which is

known as Style 1177. This instrument is fin-

ished in ivory enamel and carries gold plated

trimmings. The enamel is applied in seven

heavy coats. The instrument is especially for

demonstrating purposes in retail stores, for

which its attractive and unusual finish makes it

particularly appropriate if the plant or store is

finished also in ivory or white. These instru-

ments are being produced exclusively for Bruns-

wick retailers.

Otto Heineman Visits Chicago

Otto Heineman, president of the General

Phonograph Corp., has been a visitor to the

Chicago trade. He spent several days in com-
pany with S. A. Ribolla, manager of the Gen-

eral Phonograph Corp. of Illinois. Both

gentlemen called on the trade in this section.

The purpose of the visit was to get the views

of the trade regarding the coming Fall and

Winter business, and the reports received by
both men during their calls are very encourag-

ing. From present indications the trade in

Chicago has already begun to prepare for this

business and although it is at present conceded

This Is the Tone Arm That

Keeps Our Plant Working Overtime

Mono-Turn
Victor Position

The Blood Mono-Turn Arm
Equipped with the

New Blood DIAPHRAGM

Have You Sent for a Sample?

Blood Tone Arm Company
326 River St. CHICAGO, ILL.

A Phonograph

that is different
Never gets stale

Sales talk is short

Customer delighted

Most useful maehine on
the market

Send for folder, sample
Stock up and grow with us

Triplex Artistic Phono. Co.
Pershing Road and Ridgeland Avenue

BERWYN, ILLINOIS

that the first six months of 1922 were phenom-
enal, it is believed by that time the balance of

the j'ear will be even more so; and preparations

are being made in accordance with this belief.

Speaks Well for Kimball Phonograph
A Kimball dealer on the Pacific Coast has

written the following letter to the talking ma-
chine department of the W. W. Kimball Co.:

"The Style 'G' sold to Mrs. M. M. Angleton

has been a good advertisement for the reliabil-

ity of Kimball talking machines. It was first

at Great Lakes Naval Training Station, was then

transferred to a warship where it had the hard-

est kind of use, was on the water three j'ears,

going with the fleet to South America, to Cuba,

and was finally unloaded at San Pedro. We
inspected it and found the motor and tone arm
in perfect condition, but, of course, the case

was prettj- well knocked about."

It transpires that Mrs. M. AI. Angleton is-

the wife of one of the crew who was a member
of the Pacific Fleet and purchased a Kimball

phonograph, Style "G," about four years ago.

It was one of the Kimball upright types, and

when Mr. Angleton stopped into the Kimball

dealer on the Coast to make arrangements to

change it for a Kimball console the above-men-
tioned facts were brought out.

Brunswick Employes Form Band
Employes of the phonograph division of the

Brunswick-Balke-Collender Co., Dubuque, Iowa,

plant, who recently formed a band of forty

members, are giving concerts during the eve-

ning, not only to the regular employes of the

company, but to the townspeople as well. Dtir-

ing the recent visit of the Brunswick sales force

to the Dubuque plant the employes' band made
such an impres-^ion on the members of the sales

Band of Brunswick Employes in Dubuque
department that they subscribed among them-
selves and raised $25, which was donated for

the purpose of buying additional musical equip-

ment for the organization.

Dodge Returns Cheerful
H. W. Dodge, sales manager of the Walbert

Mfg. Co., has returned from a sales trip which
took him to the Gulf and Coast States. He
called on practically every dealer from Chicago
to New Orleans, Los .Angeles, Spokane and
Denver and brought back with him very en-

couraging reports concerning the prospects of

the retail dealers in the territory covered by
him. The trade, as a whole, believes that with
the beginning of the Fall season the talking

machine business will increase tremendouslj-,

and all of these dealers are now making plans

in accordance with these anticipations.

Oh Lady! Oh Lady!
The local trade is beginning to think that the

sales force of the Chicago Talking Machine Co.

is paying too much attention to the young ladies.

By that we do not mean to imply that the

boys are running after the ladies, but it seems
that the young ladies are coming to them. For
e.xami)le, in the last week the wife of V. A. Cor-
coran presented him with a beautiful young
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daughter and at practically the same time the

wife of Charles Hyde, who is also connected

with the sales force of the Chicago Talking

Machine Co., presented a brand-new daughter

to him. The arrival of these two young ladies

run the total up to three within the last ten

months, the first one coming to the family of

Victor Tremblett, who became the proud father

of a baby girl at that time.

Fine Blues Orchestras for Okeh
As announced last month in the reading

columns of the Talking Machine World the

recording division of the General I'honograph

Corp. made a special trip to Chicago to estab-

lish a temporary recording laboratory for the

Tate's Vendome Orchestra, Chicago

purpose of recording some of the local talent

of that city which has been signed up ex-

clusively. Among the artists who were re-

corded in Chicago were Erskine Tate and his

Vendome Theatre Orchestra. This organization

King Oliver's Jazz Band, Chicago

is one of the most popular colored orchestras

in Chicago, and for some years has been at the

Vendome Theatre at Thirty-first and State

streets, Chicago.

Erskine Tate is recognized as being one of

the cleverest Blues writers in the country, and
has recently published "Cutie" and "Chinaman
Blues," which two numbers are among those

he did for Okeh during their Chicago recording.

Not only has Tate a reputation as a Blues

writer but he is an excellent violinist and all-

around teacher, who, for many years, has con-

ducted several very successful music schools in

Chicago's Black-belt.

Another musical organization recorded in

Chicago last month was King Oliver's Jazz
Band. It will be remembered by many who
took in the Piano Chib Frolics during con-

vention week that a certain negro jazz band
made a tremendous hit with its playing during

the entertainment. That organization was none
other than King Oliver's Jazz Band. On the

night of the frolics this organization was the

last on the bill and was scheduled for twenty
minutes' playing, but the applause was so great

and Oliver was so good-natured that the band"

did not leave the hotel for nearly two hours.

King Oliver is known to practically every

musician in the country and is acknowledged to

be the originator of the trick cornet playing

in vogue to-day. He is constantly getting out

new tricks with his cornet, and is always in

demand by other cornetists who are desirous

of learning these tricks. The records of both

of these organizations will be released to the

trade in August.

Edison Manager Optimistic

W. A. Schmidt, manager of the Phonograph
Co., Illinois and Wisconsin distributor for

Edison, has just returned from a trip through-

out the Wisconsin and northern Illinois terri-

tory. The outlook for Fall business is very en-

couraging, according to Mr. Schmidt, and many
dealers have already started their Fall cam-
paigns. This is particularly true in the dairy

communities of both Wisconsin and Illinois,

and also in the tobacco-raising sections of Wis-
consin. In the tobacco-raising communities it

is understood that tobacco growers are forming

a pool, and the outlook for this new organiza-

tion is very encouraging. Wisconsin is famous
all over the world for its binder tobacco, which
is used in cigar making.

Many New Spencerian Jobbers
lien Wood, sales manager of Westphone,

Inc., announces that the Minnesota branch of

the Consolidated Talking Machine Co. has

been appointed distributor for the Spencerian

portable talking machine for the territory cov-

( Continued on page 104)

ORO-TONE Porto-Type

"Good |for Year Round"

Says Prominent Dealer in the
Middle West

"Good for Year-Round Sales," said the promi-
nent dealer, and he was right, for other dealers

have told us exactly the same thing. And they
intend to push the sale of Oro-Tone Porto-
Types throughout the entire year. Because of

the unusually brilliant finish, the remarkable
lone quality and the easy portability, this Porto-
Type is being used in many homes in place

of the larger and more expensive machines. We
are sure you will find, just as so many other
dealers have found, that many sales of Porto-
Types can be made throughout the year.

Read These Specifications

CASE—Strongly built to withstand the

severe use given portable machines.

MOTOR—Mounted in rigid cast-iron frame
and plavs two records with only one winding.
TONE ARM and REPRODUCER is the stand-
ard Oro-Tone Equipment and plavs all records.
RECORD-FILING COMPARTMENT holds
twelve ten-inch records. CONVENIENCE—
All parts and records are contained within the
Porto-Type, thus insuring- safety even with
rough handling. DIMENSIONS—Length,
inches; Width, 11 ^'2 inches; Height (closed),
7 inches. Weight, 20 pounds.

List Prices
AV'itli Sta n<lar<l Tone Arm shown on
Porto-Type (plays all records) $35.00

With Automatio Kquipment as shown
in illustration below $37.50
Do not fail to niontion style of arm wanted

when ordering-.

Usual Discount -i iln%i^ ed to Rrst'onsihir Dealers

Automatic Tone Arm
Plays all records.

The No. 16 Oro-Tone Automatic Tone Arm and Repro-
ducer is especially adapted for playing Edison records.
However, it plays all records and AUTOMATICALLY
adjusts to correct weight, centers the needle and gives
the correct angle when playing either lateral or vertical
cut records. The list price of the Porto-Type equipped
with the Automatic Concert Arm is $37.50.

Send for Sample on 10 days' Approval

1000-1010 George St. CHICAGO
Distributed in Australia by United Distributing Co.,

Melbourne and Sydney.

Positively

Eliminate

All

Surface

Noise

Cannot

Possibly

Injure

Records

Suggest—Demonstrate—Push

HALL FIBRE NEEDLES
They are absolutely distinctive—Not in competition with any

other needle.

Profitable—because they are responsible for the sale of more
better class records.

Semi-permanent—play 35 to 50 records with each needle.

Display them and you will easily sell them.

HALL MANUFACTURING CO.
Successors to B & H FIBRE MFC. CO.

33-35 West Kinzie Street, CHICAGO, iLL.
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cred by Alinnesota, North and South Dakota

and Montana.

The headquarters of the Consolidated Talk-

ing Machine Co. was recently appointed ex-

clusive distributor for Spencerian, covering-

Indiana, Michigan and Wisconsin.

In addition to these appointments the Illinois

Musical Supply Co. is also an exclusive Spen-

cerian distributor for the State of Illinois.

i\Ir. Wood reports encouraging sales of

Spencerian all over the country, and he is plan-

ning an Eastern trip which will bring him in

contact with dealers and distributors of Spen-

cerian throughout the Eastern territory.

Mr. Wood recently received a report from

Sales Manager Guttenberger of the Artophone

Corp., of Kansas City, Mo., in which it was said

that Mr. Guttenberger had just returned from

a trip, during which he established many new

Spencerian accounts.

Van Zile Returns to Desk
R. P. Van Zile, who travels the Iowa terri-

tory for the Chicago Talking Machine Co., has

just returned from a two weeks' vacation,

which he spent in the Ozarks.

Meet Frank F. Paul

In a recent issue of The Talking Machine

World we ran a little news item in the Chicago

department, announcing the appointment of

Frank F. Paul as general sales manager of the

United Mfg. & Distributing Co. This month

we have the pleasure of publishing a counterfeit

presentment of Mr. Paul and, no doubt, many
of his old friends in the trade with whom he

came in contact during the past few years will

recognize him. Although this is Mr. Paul's first

entrance into the talking machine trade as an

active member he has for many years been in

contact with talking machine manufacturers by

virtue of his connection with concerns whose

business it is to supply goods essential to the

manufacturers of motors, tone arms, etc.

For six years Mr. Paul was. associated with

H. L. Mills, vice-president and general managei
of the United Mfg. & Distributing Co., when
both gentlemen were associated with the Amer-
ican Specialty Co., of Chicago, manufacturer of

machine tools and supplies. At that time Mr.

Mills was president of this concern and Mr.

Paul was general manager. After severing theii

Frank F. Paul

connections with this concern both were asso-

ciated in a company which manufactured home
electrical lighting plans and electric lighting

systems for farm use. Mr. Paul's next associa-

tion was as general sales manager of the Rowe
Mfg. Co., of Galesburg, 111., and from there he

went over as general sales manager of the Iron-

sides Co., of Columbus, O., manufacturer of

lubricants.

In this latter connection, as well as while as-

sociated with the American Specialty Co., Mr.

Paul came in contact with the talking machine

industry. Since his coming over as general

sales manager for the United Mfg. & Distribut-

ing Co. Mr. Paul has called on a number of the

largest manufacturers of talking machines in

the country and has been instrumental in open-

ing numerous accounts for the benefit of the

United Mfg. & Distributing Co.

New Publicity Company
The Ad-Press Service Co. is the title of a

new concern which has just been organized in

Chicago with J. P. Seinberg as director of re-

tail merchandising aids. The purpose of the

new organization is to produce for the trade

window displays of exceptional character. Al-

ready this concern has turned out a large num-
ber of beautiful eight-colored window displays

featuring the latest Isham Jones record "Down
Among the Sleepy Hills of Tennessee." The
Ad-Press Service is located in Room 803 at 21

East Van Buren street, and will devote its ac-

tivities exclusively to the interests of the Bruns-

wick organization.

Announce New Excel Consoles

The Excel Phonograph Mfg. Co., of this city,

lias just announced an addition to its line of

talking machines. The addition consists of four

beautifully designed console models which will

be known as 10, 20, 30 and 40. These instru-

ments will be finished in mahogany and walnut

with nickel or gold trimmings as designed.

The company also announces a new portable

talking machine of the two-spring type finished

in Fabrikoid leather. This little instrument

weighs 16 pounds, and its dimensions are 14 x

12 X 7 inches.

The addition of the new instruments to the

Excel line enables the company to offer one of

the most comprehensive and popular-priced

lines of instruments that are being made in this

section of the country.

The piano department of the Excel Co. has

been exceptionally busy durin.g the past few

(Continued on j^agc 106)

Style J
Mahogany

KIMBALL PHONOGRAPHS
Appeal to Those Who Demand the Best

The dealer who sells the Kimball w^ill not only have ready

sales but satisfied customers and is building future business.

Compare the Kimball in Construction or visible beauty, or

in TONE or accurate reproduction and there is none to

excel. Exclusive features appeal to buyers.

Console and Upright Types

;

Variety of designs

;

Wide range or prices;

Ask about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Established 1857

306 So. Wabash Ave.

CHICAGO

Style M
Equipped With Albums

Manufacturers of Phonographs, Pianos, Player Pianos,

Pipe Organs; Distributors of OKeh Records

Kimball Phonographs Play ALL Records
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CONSOUDATED SERVICE

TJUNDREDS of OKeh dealers have come to

know and depend entirely upon the merits

and advantages of Consolidated Service.

They have had occasions to rigidly test it time and
time again under all sorts of conditions and have

found it to be as smoothly efficient in meeting their

most urgent demands as it is in meeting their ordi-

nary every-day requirements.

We are proud of Consolidated Service. It is the

foundation of our success and the dependable ally

of our dealers in the attainment of their success.

We sincerely believe that a more reliable combina-

tion could hardly be found than that of Consoli-

dated Service and

Records
The Records of Quality

Consolidated Talking Machine Co.
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weeks turning out the well-known little Colum-

bian baby grand piano, which this concern be-

gan to manufacture several months ago. Since

its introduction to the trade the Columbian

baby grand has been taken on by a large num-

ber of talking machine dealers throughout the

country, whose number is constantly increasing.

Brunswick Colored Character Records

The Brunswick-Balke-Collender Co. made

the announcement that, beginning in August,

samples of its special colored character records

will be distributed to the trade. The records

are by such popular negro artists as Hamtree

Harrington, Edna Hicks, Tena Wilson, Lizzie

ililes and others. The list will also includ:

characteristic selections by the Cotton Picker;,

an exclusive Brunswick organization. Spec'al

supplement hangers printed in purple and yel-

low are being prepared to go forward at the

earliest possible moment.
New Chicago' Incorporations

Among the many new corporations which

have been erranted charters by the Secretary of

ABSOLUTELY
FREE

of

Extraneous Sounds

is the

3onofdm
This has been accomplished by

a new discovery which makes

the playing point of TONO-
FONE more

Resilient and

More Flexible

Than ever before: This means

less wear on the Records and a

sweet, clear brilliant tone.

TONOFONE
May now he had in two styles

LOUD
For Dancing and Band

Records or

MEDIUM
For Voice and Instrumental

Records

Both ofifer the Best Needle

Value ever offered the trade.

Write for samples and particu-

lars—free.

THE TONOFONE COMPANY
no So. Wabash Ayc, CHICAGO, ILL.

Inventors and Manufacturer*

A Remarkable Trade Stimulator
which you can use to wonderful advantage in increasing

your business. Why let your competitor get it all?

Here's a solution to your trade problems.

Mahogany and walnut finishes. Gold trimmings and 3 spring

motor. Plays all disc records with a full rich tone. Send for

further particulars.

SONATA MANUFACTURING CO., Inc.
664-66 W. Austin Ave. Chicago, 111.

State of Illinois are the following: The Brels-

ford Music Co., of 435 North avenue, Chicago:

capital, $10,000. Purpose, to manufacture and

deal in musical instruments. The incorporators

are M. Higgins, M. S. Speigel and M. Jacobson.

The South Side Alusic Store has been in-

corporated in Illinois with a capital of $10,000.

The incorporators are named as Edward Wil-

liams, Walter Lee Jackson and Stanley W'ilson.

The purpose of the company is to deal in talk-

ing machine records, piano rolls and sheet

music.

The Zenitli Radio Corp., at 332 South Michi-

gan avenue, has been incorporated with a capital

of $500,000 to manufacture and sell radio ap-

paratus and accessories. The -incorporators

are: E. F. MacDonald, Jr., T. M. Fletcher, J. R.

Caldwell, I. R. Allen and U. J. Herrman.
Now With Meyercord

W'. L. Griffin, formerly advertising manager
of the Michigan X-Ray Reflector Co., of Chi-

cago, has severed his connection with that con-

cern in order to take up the duties as adver-

tising manager for the Meyercord Co., of Chi-

cago. The i\Ieyercord Co. is one of the oldest

concerns in the country manufacturing Decal-

comania transfers. For many years they have

made a specialty of furnishing this class of

goods to the talking machine trade.

New Canadian Oro-Tone Distributor

The Oro-Tone Co., of this city, announces

that it has appointed R. S. Williams & Sons

Co., Ltd., of Montreal, Canada, as Canadian

distributor for Oro-Tone No. 4, Edison attach-

ments. This Oro-Tone attachment automati-

cally centers the needle with the turntable

spindle when playing either the vertical or

lateral cut records, and also carries an auto-

matic adjustment feature which gives the cor-

rect weight for playing.

The Heart of the Phonograph
"The heart of the phonograph is its motor,"

is the slogan which appears on the front cover

of a new twenty-page catalog which has just

been published by the United Mfg. & Distrib-

uting Co., of this city. The opening paragraphs

request the reader to think of the talking raa^

chine motor as its heart, as it is upon this

"heart" action that a talking machine depends

for its staying qualities, especially in the matter

of staying sold. The reading matter then goes

on to tell of the good qualities of the United

motor and shows some very good cuts of the

various styles of United motors. It also goes

into detail and takes the various units, going

into the manufacture of L'nited motors, such as

LAKESIDE SUPPLY CO.
73 W. Van Buren St. Chicago, 111.

Balanced Cover Support

Top Regulation

For Console and Upright Cabinets

Made Left and Right
for Heavy Covers

No. 1022

Write for Prices
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the covers, gears, etc., and gives a brief outline

as to their whys and wherefores and so forth.

The "backbone" of the catalog shows a pic-

ture of the massive new plant at Ninety-seventh

street and Cottage Grove avenue, which is work-

ing to a production of 1,000 motors per day

beginning September 15, and gives some histori-

cal data concerning this plant, such as, for ex-

ample, its size and capacity.

New Store Opens in Wilmette

The talking machine trade of this section lias

been increased by the recent opening of an

exclusive Brunswick shop at Wilmette, a fash-

ionable suburb of Chicago. The new shop is

owned by Orion A. Galitz. It is equipped with

four hearing rooms, demonstration booths and

a large record and roll department, as well as

a complete selection of sheet music counters

and record racks. The color scheme was car-

ried out in old ivory, and all the furnishings

and decorations were installed by the local

branch of the Unit Construction Co., under the

personal supervision of Manager W. D. Mont-

gomery of that organization.

Extra Loud Oro-Tone Equipment
An extra loud low-priced tone arm and re-

producer known as Oro-Tone No. 20 was added

during the month to the Oro-Tone line of tone

arms and reproducers. The newcomer is of

the throw-back style and of standard size,

carrying the famous Oro-Tone adjustable length

features. The No.' 20 was built especially for

those who are desirous of securing a thor-

oughly dependable tone arm and reproducer at

a low price which is capable of producing a

powerful deep tone and giving lasting service

free from complaints. It is of the combination

type, permitting the playing of both the hill

and dale and lateral cut records, and the needle

centers perfectly when in either position.

Sonata Mfg. Co. Enlarges

The Sonata Mfg. Co., Inc., of 665 West Austin

avenue, this chy, has acquired additional space

and now occupies the entire building of three

stories and a basement. This concern was re-

cently incorporated under the State laws of

Illinois with a fully paid-in capital. The officers

are: J. H. Liner, president; D. Feigenberg,

secretary, and William Piotrowski, treasurer.

The Sonata Co. manufactures a line of console

and upright types of talking machines, as well

as a large assortment of household furniture.

R. R. Foute Back From Coast

R. R. Foute, assistant sales manager of the

General Phonograph Corp. of Illinois, has re-

turned from a vacation which he spent in com-

pany with his wife at San Bernardino, Los
Angeles and Big Bear Lake, Cal.

Off for the Coast

Leigh Hunt, treasurer and general sales man-
ager of the Oro-Tone Co., Chicago, leaves on

August IS for a vacation which he will spend

in company with Mrs. Hunt touring the Pacific

Coast. En route to the Coast the couple will

stop off at Denver and Yellowstone Park, and

from there will go directly to Seattle, Wash.,

for a week's visit at the home of Mr. Hunt's

mother. They will then go by rail from Seattle

to San Francisco and by boat from San Fran-

cisco to Los Angeles, at which point they will

board a train returning to Chicago and stopping

off en route for a visit to the Grand Canyon of

Colorado.

"Senator" Ford Records His Monologues
. "Senator" Ford of the Orpheum Circuit, "who
never wishes to be construed as the Luther

Burbank of the auto industry, who grafts

radiators on roller skates" is one of the latest

acquisitions to the Brunswick family of record-

ing artists, and has made a number of mono-
logues for Brunswick which will be released

some time in October. "Senator" Ford is one

of the best-known monologuists appearing in

vaudeville circuits, and it is believed that his

records will be readily received by the public.

Looking Forward to Piano Club Picnic

By the time the readers of The Talking Ma-
chine World have begun to read the August is-

EDISON'S
ENVIABLE
REPUTATION

-More th;in tmir niillii)n people have

been c:)n\ inced beyond all question

by actual test, that EDISON re-

])r(>duction of music cannot be de-

tected from the original music. If

you are a live wire and if there is

no Edison dealer in \onr town, we
in\'ite your interest in an Edison

dealership.

THE PHONOGRAPH CO.

229 South Wabash Avenue

CHICAGO, ILL.

sue nearly every member of the Piano Club of

Chicago, with his family and friends, will be

enjoying one of the most successful picnics ever

pulled off by this Association. The affair is to

be held on August 15 at Ravinia Park, under

the auspices of the Piano Club of Chicago and

under the direction of Axel Christensen, chair-

man, assisted by Ben Wood and W. W. Kim-
ball, Jr. At the tinje of writing tJie tickets are

selling fast and it looks as though nothing could

possibly stop the outing from breaking the rec-

ord for attendance. The tickets are $2.50 each,

which includes railroad fare, admission to the

park and a dandy lunch.

The regular monthly luncheon held prior to the

picnic was a successful affair and the chairman of

the entertainment committee for this particular

time was F. S. Spofford, who conducts a retail

Sonora shop in the Republic Building. The musi-

{Continncd on page 108)

The Name "KRASCO ' on a
Talking Machine Motor
means that you are assured of

the best possible quality of

high grade material and work-
manship.

The Hall Mark of

D e p e ndabil i t y,

Service and Quality

KRASCO >9

A Revelation in Smoothness and Quietness

Simple in design, compact, sturdy, me-
chanically right. Built to meet the most
exacting demands for long distance play-

ing on one winding.

Six sizes, from a double spring motor playing four" 10-inch records

to a four-spring playing ten.

Each and every part used in the building of Krasco Motors is pro-

duced by the Krasco Manufacturing Co. Krasco is built—not

made or assembled.

May we quote you prices and send descriptive literature?

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO
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cal features of the luncheon consisted of

Agenthe Mundt, the famous Danish soprano, late

of Copenhagen, who was accompanied by Ruth
Williams. She sang an aria from "Cavalleria

Rusticana," with the songs "At Parting" and

"The Answer."

Fine New Widdicomb Model
One of the most artistic console talking ma-

chines which have reached Chicago for some

Widdicomb Model 20

time was recently put on display at the Chicago

office of the Widdicomb Furniture Co.

The newcomer is known as No. 20 Heppel-

white and is offered in red or antique mahog-
any and walnut. The dimensions of this artis-

tic instrument are 37 x 21 x 36 inches and all

exposed hardware is nickel-plated. It also fea-

tures especially constructed partitions for rec-

ord albums, as well as the patented Widdicomb
tone control.

Lyon & Healy Buy Building

In order to provide more warehouse space for

their rapidly increasing business, particularly at

the wholesale end, Lyon & Healy, Inc., have

just acquired the building of the Republic Met-

alware Co., at l,S32-36 South Wabash avenue.

as vfeW as the adjoining vacancy. The consid-

eration for both properties is said to be in the

neighborhood of $350,000. The building was
erected in 1907 and its six stories and basement

cover a floor area of 72,000 square feet.

Krasco Acquires More Stop Patents

The Krasco Mfg. Co. has just closed a deal

whereby it becomes licensee under another

string of Strietelmeier patents. This gives the

Krasco Co. control of the Brooks-Klemm,
Strietelmeier, Brown-Niblack and Stimson

patents, nearly thirty in all. All of these are

for automatic repeating and stopping devices for

talking machines. In addition to having con-

trol of all the Niblack automatic repeating and

stopping devices for playing a talking machine

record a predetermined number of times, the

patents involved now enable the Krasco Co. to

ofter the trade several repeating devices which

may be attached to any talking machine.

The Krasco Co. has been exceptionally busy

during the Summer months and within the past

few weeks has closed large contracts in Mex-
ico, Cuba, Porto Rico, New Zealand, Australia,

Japan and England. At present negotiations

are being carried on with several other coun-

tries and indications point to a universal use of

Krasco motors and Krasco assembled units.

The production department of this concern was

held up for a while during the last week, owing

to the unfortunate breaking of a large die used

in the manufacture of the Krasco assembled

unit. The die has been rebuilt and production

is now going forward rapidly.

Reports from all parts of the country regard-

ing Krasco assembled units indicate that many

in the trade have been able, through using it,

to increase their trade and uphold prices.

Sensations Promised for New Ballroom

Some place in these United States there is

already, in fact, or in the making, an orchestra

which is due ^for considerable prominence ere

long. Everybody remembers the recent open-

ing of the million-dollar Trianon ballroom and

car YOURSELF^
A PIECES CAKE

the sensation created when it was announced
that Paul Biese and His Orchestra had been

brought from New York to Chicago and paid

$25,000 to play for the opening week of this

magnificent dancing palace.

Since we are fairly well sold on the idea that

history repeats itself, we are convinced that

something of a like nature will take place within

the next few months with the opening of the

new "Minuet," which is now being erected on
Milwaukee avenue, near California. The "Min-

uet" will occupy a space of 65,000 square feet

and will carry an erection cost of $1,250,000,

which will embody a ballroom, an outdoor danc-

ing terrace, fronted by a business building.

The movement is fostered by the business

men of the vicinity, who hope to create a big

business center around the ballroom. It will

have a frontage of 225 feet on Milwaukee ave-

nue, with an average depth of 350 feet. The
actual dancing area of the ballroom is 13,000

square feet, with a lounging and seating space

of 15,000 square feet.

Increase Alto Production

A new grinding machine used in the produc-

tion of the Alto fibre needle cutter has just

m

TWO OF THE NEW
VITANOLA MODELS

Vitanola 49
Height, 3414"
Width, 361,4"

Depth, 22"

Write for complete catalogue and

wholesale prices.

The Fhonograph of Marvelous Tone

Important Notice

Please address all future correspondence for us, of any nature

whatsoever, to our Executive Offices located at

738 So. Michigan Avenue,

CHICAGO, ILLINOIS.

Orders, remittances and letters all should be so directed.

Parts to be repaired or replaced and all other ship-

ments for us should be sent, as now, to our factory

located at Saginaw, W. S,, Michigan, from w^hich point

shipment of both complete machines and parts will be made as at

present. Letters concerning parts to be returned should be sent to

the Chicago office.

VITANOLA TALKING MACHINE CO.
738 So. Michigan Avenue CHICAGO, ILLINOIS

11
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This Improved Geer Repeater is adjustable—it plays all records com-
pletely through—and it is daily becoming more popular wherever
continuous music for dancing, dining, entertaining or other purposes

is required. Thousands of dealers are making splendid profits. Why
not you?

Walbert Manufacturing Company
925-41 Wrightwood Avenue Chicago, 111.

been announced by Josef Brandstetter, president

of the Alto Mfg. Co. The new device was de-

signed and built in its entirety by Mr. Brand-

stetter and will automatically and perfectly

grind the cutting edge of the Alto fibre needle

cutter. Since it was put in operation the Alto

Co. has been able to increase its output of .'Vlto

cutters practically 100 per cent.

"The building of this new grinding machine

was made necessary," according to Mr. Brand-

stetter, "because of the constantly growing de-

mand for fibre needle cutters. There is evidence

on every hand that the use of fibre needles is

becoming more and more popular each day and

I am firmly convinced that the trade as a whole

is beginning to recognize and give publicity to

the virtues of the fibre needle. This has its

reaction on the cutter business and the in-

creased production of Alto cutters followed.

Changes in Department Prove Successful

The recent changes in the talking machine

department of The Fair, when the entire de-

partment was moved from the fifth floor to the

seventh, have been very successful in stimulat-

ing increased sales. Some months ago this de-

partment was changed. Additional space was

provided in the new location and about twenty

hearing rooms were installed, of the latest de-

sign. The entire department has been arranged

with the most modern methods in view, with

the result that The Fair now has one of the

most up-to-date talking machine departments in

the city. There is a large small goods section,

with a new line of ukuleles as well as a complete

line of all musical merchandise. This is found

towards the front on the right-hand side. In

the front part of the department the various

lines of talking machines are attractively dis-

played, including the Sonora, which is the latest

acquisition to the standard lines the department

handles. Towards the rear a large record de-

partment has been installed and, with the many
hearing booths, the large transient trade that

this store enjoys can be promptly and ade-

quately served. Summer sales have been excep-

tionally large, with the medium-priced talking

machines and console models comprising the

bulk of the sales.

New Kimball Leaflet

The mailing department of the W. W. Kim-
ball Co. has been busy for the past week or so

mailing out thousands of the new little eight-

page fliers which they have had printed and
which show the entire line of high-grade up-

right and console Kimball machines. The fliers

can be used for envelope stuflfers and are printed

with a space on the back wherein the local

dealer may insert his name and address. In all

there are cuts of ten Kimball talking machines

shown, printed in mahogany. Inside each cut

are printed the specifications.

Becomes Music Roll Distributor

Cole & Dunas announce that they have just

been appointed distributors for the Connorized

Music Roll Co., of New York. They will cover

the entire trade throughout the Chicago terri-

tory. The class of Connorized rolls to be fea-

tured by Cole & Dunas will be those specialties

containing ukulele chords on rolls. These

chords are printed alongside of the words. Simi-

lar rolls for banjo, ukulele mandolin and ukulele

banjo will also be specialized in by Cole &
Dunas. In conjunction with these popular hits

a complete line of Connorized rolls will be kept

in stock for distribution.

Clever Fibre Needle Publicity

One notices that just lately the trade as a

whole has been doing more in the way of pub-

licity than ever before. We know not a single

manufacturer in this section who is not working

his mailing list for all there is in it, in addition

to his regular trade-paper advertising. This

results, we believe, in the present unusual activi-

ties seen in the trade to-day. One concern that

we have in mind has been doing an unprece-

dented amount of mail advertising and that is

none other than the Hall Mfg. Co., manufac-

turer of the famous Hall fibre needle. This

concern is getting out every imaginable kind

of an envelope stuffer to be used by the dealer

in boosting his trade and educating the ultimate

{Continued on page 110)

A Better Fibre Needle CHtter for Less Money

RETAIL PRICE $2-00

The ALTO

cYi^ —

—

"^^^^^^^^Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO, ILL.

An Exceptional Line
for

Wide Awake Dealers

COLUMBIAN BABY GRAND

STYLE No. 4 STYLE No. 16

48" high, 21" wide, 2-Spring Motor
23" deep: 3-ply. tt , , -r, j

MahoRany or Oak Plays Disc Records

EXCEL PHONOGRAPH CO.
Manufacturers

400-412 West Erie St. CHICAGO, ILL.
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Repair Parts
For All and Every Molor

That Was Ever Manufactured

We can supply any part. The largest and most
complete assortment of repair parts—in the

United States—on hand, for old, obsolete and
present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
and motors.

gNCORPOPA Ti.n UNDER THE
LAV/S OF ILLINOIS

SUCCESSORS -TO^..-

Standard Talking Maehtnt Co,

t'liteJ Talking MachinM Co.

Harmony Talking Machinm Co.

O-Ntlll'Jammg Co.

Argtl/io Co.

Branches: 2957 Gratiot Ave.. Detroit. Mich.

- IligkGradeTalkinqMacJiines.Dlsc Rzo^rcU,
TalkingMachine Supplies, Etc

227-229 W. WASHINGTON ST. CHICAGO ILL.

TRADE MARK

1121 NicoHet Ave.. Minneaoolis. IMinn.

consumer. For example, one of these leaflets

is gotten up especially for the purpose of send-

ing out with records that are placed on ap-

proval. The slogan on this little leaflet reads:

"We request that until you have made your
selection these records be played only with Hall

fibre needles. This precaution entirely prevents

wear or harm to the records and eliminates

surface noise."

This is, as can be seen, a very subtle little

piece of publicity for the benefit of Hall needles

and is worded in a clever way by H. J. Fid-

delke, general sales manager of the Hall Co.,

so that it will cause the person who gets the

record on approval to be more careful in his

handling of it.

Yes, We Have a Picture

The reproduction herewith illustrates the

manner in which the Sonora Shop, located at

20 West Sixth street, St. Paul, Minn., fitted out

its window to tie up with the popularity of

"Yes, We Have No Bananas." The Sonora
Shop, besides handling this well-known line of

talking machines, retails exclusively Okeh and

How It's Done in Saintly City

Odeon records and the dressing of the window

for "Yes, We Have No Bananas" proved to be

an excellent sales stimulator.

Oppose Illinois Trade Bill

A bill has been presented to the Illinois leg-

islature authorizing the Illinois Commerce Com-

mission to investigate the cost and selling price

of every article carried by a retail merchant.

The purpose of the bill is to prevent price fix-

ing and other trade abuses and to encourage

and maintain fair competition. Local business

men are opposing the measure.

"United" Offers New Service

After years of study the United Mfg. & Dis-

tributing Co., maker of the well-known Unit

motors, has decided that the most important

service that can be offered by any manufacture!

of motors pertains to the spring. With this end

in view the United motor was made so that the

spring could be removed and reassembled with

a minimum amount of work and trouble. This

is particularly true in its No. 6 series, where it

is only necessary to remove two nuts from the

end of the suspension rods in order to take off

the spring assembly.

It i- tlii^ structural advantage which makes

Take Stock of Your Profits
Are your earnings in a rut?

Are you making the money you should?

Is someone else making some of your money?

Does your manufacturer give you the utmost in money-
making opportunity?

Take Stock—Face Facts—Investigate

Write Us Today

You'll get surprising information

THE WOLF MANUFACTURING INDUSTRIES
MAKERS OF MASTERCRAFT PHONOGRAPHS

QUINCY, ILLINOIS
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it possible for the United Mfg. & Distributing

Co. to offer its customers Ji service whereby
the United Co. will ship United motor users as

many complete spring assemblies as said user

feels he may require.

The new idea is that the manufacturer, job-

ber or dealer who handles United motors may
now be in position to make an immediate ad-

justment of a broken spring with a minimum
cost of time, labor and money. In other words
the United Co. is willing to do 98 per cent of

the work required in repairing broken springs

and make no charge for it.

Clever Columbia Feist Window
The Symphony Music Co., well-known Colum-

bia dealer, of this city, recently featured an

eflective and ingenious window display, using

as a centerpiece a large map of the world with

the slogan, "The World Over, You Can't Go
Wrong With Any Feist Song." Every Feist

song featured was tied to the centerpiece and

to the Columbia record of that selection with

a colored ribbon.

Montgomery Meets With Accident

On Friday morning, July 27, W. D. Mont-

gomery, manager of the Chicago district of the

Unit Construction Co., met with an accident at

Fourteenth and Michigan avenue, Chicago. Mr.

Montgomery was a passenger in the automo-

bile of James Franey, vice-president and gen-

eral manager of the City Tire Co., exclusive

Brunswick tire dealer, and while driving south

on Michigan avenue a speeder forced Mr
Franey's car against a safety island, overturning

it. Both Mr. Montgomery and Mr. Franey

were pinned under the car and were badly in-

jured, Mr. Franey suffering lacerations of the

face and Mr. Montgomery suffering lacerations

of the face and a fracture of the frontal sinus

of the skull. Latest reports coming from St.

fluke's Hospital, where both were rushed, say

that Mr. Franey has recovered sufficiently to

be discharged and Mr. Montgomery will be out

on Tuesday, August 7.

Vitanola Opens Chicago Headquarters

The Vitanola Talking Machine Co., of Sagi-

naw, Mich., has moved the general sales office

and display rooms back to Chicago. These are

now located at 738 South Michigan avenue, on

the first floor. The wareroom is beautifully

fitted and carries the complete Vitanola line

of uprights and consoles. A large show window,

looking out on Chicago's busiest thoroughfare,

is equipped with a beautiful Tudor model

Vitanola, which bears the trade name "No. 46."

This instrument is finished in genuine mahog-

any and carries the Vitanola motor and tone

arm. Its size is 35^4 inches hii^h, 40 inches wide

AN EXCEPTIONAL OFFER
"Specializing on this type of console we can sell

it at a very low price. Write for quotations"

Specifications:

39 inches wide
23 inches deep
351/4 inches high
Gold plated
Three-spring motor
Plush-velvet turntable
Piano hand-polished finish

BROADCASTER CORPORATION
(SUCCESSOR TO THE LINERPHONE T. M. CO. )

316 Union Park Court CHICAGO, ILL.

and 24 inches deep. The amplifier is centrally

located, on either side of whicli are compart-
ments for record albums. The entire metal

trimming of the instrument is in gold plate.

The move was made in order to facilitate the

business of the rapidly growing Vitanola Talk-

ing Machine Co. However, it is expected that

these headquarters will not be permanent, as

plans are being made to establish permanent
Vitanola headquarters in the big new Furniture

Mart, which will in all probability be ready for

occupancy on January 1. This building is said

lo be the l;irgest of its kind ever atteniiited and

is being erected at Lakeshore Drive, near the

Municipal Pier. The new Vitanola offices are

being supervised by Messrs. M. C. Schift', presi-

dent, and S. S. Schiff, vice-president and gen-

eral manager.

Ben H. Jefferson to Europe
I'en H. Jefferson, advertising manager of

Lyon & Healy, Inc., one of the most widely

known and foremost authorities on advertis-

ing, left for Europe, July 21, in company
with his wife. P>oth Mr. and jNIrs. Jefferson

plan to spend practically tlie entire month of

( Ciiiitiiiucd nil pour 112)

New Extra Loud Tone Arm andReproducer Sells at Low Price

^uilt Especially to Meet Needs of Phonograph Manufacturers

iiilfi NU. 2U TONE ARM
PLAYS .\LL RECORDS

AdjuslaDle iu k-nstli from (1% to SVj inches 01- tioin 8 to 9% inches.

DESCRIPTION: No. 20—Base. No. 21—Large Elbow.
N«. 5—Adjustable Length Extension. No. 22—Throw-Back
Elbow. C—Lock Screw for length adjustment. H—Assembly
Screw for joining throw-back elbow to adjustable extension.

G—Lock Screw to prevent Assembly Screw H from workmg
loose. J—Boss Containing Spring and Ball to insure .snug,

smooth operation in turning reproducer for playing all rec-
ords. B—Neat Beaded Turning Joint. K—Rubber Bush-
ing to insulate reproducer from tone arm.

Here is a new tone arm and reproducer that gives a wonderfully power-
ful, deep tone and which sells at a price very much lower than you have
been accustomed to pay. We guarantee this tone arm and producer to
stand up under every possible test and to give entire satisfaction. It is
a tone arm and reproducer that the manufacturer can use with entire
safety and utmost confidence in its performance.

SEND FOR SAMPLE
ON APPROVAL

If you are in the market for a
tone arm and reproducer that is

honestly made, that will "stay
put" when sold to your dealer or

customer and not give you trouble,

we believe the No. 20 will interest

you. Send for a sample TODAY.

1000-10 George Street, CHICAGO
Distributed in Australia by United Distributors Co.,

Melbourne and Sydney

Xeedle centers mtii rumtabl.- ^piudle
(see dotted lines) when turned to play
either lateral or vertical cut records.
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August visiting Paris and Lucerne. This month
Mr. Jefferson celebrated his forty-fourth anni-

versary with Lyon & Healy, Inc., a record of

long years of service which few in the trade

can boast of.

Attractive Victor Window
One of the most attractive Victor windows

that have been seen in Chicago during the Sum-
mer has been shown by Lyon & Healy, Inc.

I'he window depicts a Summer home and shows

in the background the veranda of a bungalow.

In the foreground is seen the figure of a woman
listening intently to an upright Victrola and

at her side is a tree from which hangs a swing,

whereon the figure of a child is seated. The
turntable of the Victrola is in motion, as is the

swing, and the picture as a whole is very life-

like. In either corner of the window may be

seen a number of Victor Red Seal records and

a Victor portable instrument.

GEORGIE PRICE IN MINNEAPOLIS

Victor Artist, Appearing in "Spice of 1922,"

Meets Minneapolis Dealers in Offices of

George C. Beckwith Co.

SPEED UP ALBUM PRODUCTION

New York Album & Card Co. Rushed to Meet
Growing Demand for Its Products

Minneapolis, Minn., August 6.—The recent ap-

pearance in the offices of the George C. Beck-

with Co., Victor jobber, of this city, of Georgie

Price, Victor artist, who is appearing in "Spice

SOUTH SIDE STORE CHARTERED

Chicago, III., August 6.—Papers of incorporation

have just been filed for the South Side Music

Store, 3121 South State street, which will deal

in piano rolls, records and sheet music. The

incorporators are: Edward Williams, Walter

Lee Jackson and Stanley Wilson. The concern

will have a capital stock of $10,000.

TEAM WORK COUNTS

It ain't the guns nor armament

Nor funds that they can pay,

But the close co-operation

That makes theni win the day.

It ain't the individuals

Nor the army as a whole,

But the everlastin' team work

Of every bloomin' soul.

—Kipling.

Victor Dealers Meet Georgie Price

of 1922," in an e.Khibition in connection with

his records, has resulted in increased i'nterest

of Victor dealers and members of their sales

organizations, who were present, in this artist's

recordings. Added interest was given to the

event because Mr. Price's wife, a Minneapolis

girl, also appearing in "Spice of 1922," was pres-

ent. The picture shows Mr. Price with his arm
on the Victrola, Charles K. Bennett, vice-presi-

dent and manager of the George C. Beckwith

Co., on the extreme left and a number of local

Victor dealers and salespeople.

Max Willinger, president of the New York
Album & Card Co., New York and Chicago, re-

ports that the tendency manifested during the

early Summer for quality albums is growing

steadily and there is not the slightest doubt

that the Fall will

witness a strong

quality market. Mr.

Willinger recently

returned from Chi-

cago, where he

spent considerable

time with both the

manufacturers and
wh olesalers. He
stated that business

was decidedly good

and that much op-

timism is manifested

regarding the Fall
outlook. Many man-
ufacturers, he r e -

in Minneapolis ported, are already

planning for increased production to take care

of the demand. Production in both the New
York and Chicago factories of the New York
Album & Card Co. has been speeded up to keep

pace with the increased volume of album orders

being received. Mr. Willinger also stated that

the new record delivery envelope which the

New York Alburn & Card Co. recently placed

on the market is in good demand.

A lost opportunity to-day will not come again

to-morrow. . Delay in going after business may
mean another sale for your competitor and a

lost opportunity for you.

TEMPLIN TO OPEN IN GOSHEN

Goshen, Ind., August 7.—A music store will be

established in the South Main street business

room of the Goshen Gas Co., which will remove

from this location. Wilbur Templin, of Elkhart,

will be the proprietor.

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS
Positively Create Richness and Fullness of Tone Combined with Perfect Reproduction.

Send for sample of our
new Tone Arm for

Portable Machines
and Edison
Attach
ments-

t Pivot Base

We invite a personal test. There is

nothing more convincing. Order a

sample arm and test it out. It will

win you on merit only. Our prices

are low and the quality second to

none.

Write or wire us for samples and
quotations and give us an outline

of your requirements.
i

Send for sample of our
new Tone Arm for

Portable Machines
and Edison
A ttach
ments.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Cleveland, 0.
Ettablithed in 1914

Manufacturers of High-Grade Tone Arms and Reprod ucers

W. J. McNAMARA. President Cable Addrett "Empbono"
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DISCUSS QUESTION OF RECORDS

Talking Machine Men, Inc., of New York, Plan

to Protect Dealers Against Prohibition of

Store Door Playing in Gotham

held in September, the August meeting being

dispensed with. Usually meetings have been
suspended in July and August, but the many
important matters remaining to be settled be-

fore the close of the Summer season made the

July meeting necessary.

The leading topic of discussion at the meeting

of the Talking Machine Men, Inc., at the Cafe

Boulevard, New York, in July was as to whether
it would be a good thing for the trade to handle

50-cent records and the matter was discussed

pro and con, many relating their experiences

in handling various-priced records.

A motion was passed empowering the execu-

tive committee of the association to protect the

interests of the metropolitan trade against the

passage of a city ordinance prohibiting the play-

ing of instruments in store doors to attract

trade. This action is expected as the outcome
of certain dealers abusing the store-door play-

ing privilege by attaching loud speakers to their

instruments. If an ordinance is proposed the

executive committee plans to suggest that only

the use of amplifying attachments to instru-

ments in such use be prohibited and not the

playing of the machine itself.

Sol Lazarus, chairman of the outing commit-
tee, reported that all plans for the annual outing

of the Talking Machine Men, Inc., to Glen
Head, N. Y., on August 14 had been made and
he urged early reservations, as a limited supply

of tickets was available.

The members of the association unanimously
voted in favor of the formation of an Okeh
division and the election of an Okeh vice-presi-

dent.

The Joe Morris Music Co., music publisher.

New York City, provided a pleasing entertain-

ment with some of its latest numbers sung by
Vernon Dalhart, well-known record artist. The
program included "Just to Hide Away With
You," "Cuddle-Uddle Up," "Just for Remem-
brance" and "Sarah Sitting in the Shining

Shop."

The next meeting of the organization will be

"TREASURE CHEST" MAKES A HIT

New Group Record Merchandising Ideas Spon-
sored by C. Bruno & Son, Inc., Received With
Enthusiasm by the Talking Machine Trade

which dealers took hold of this new idea.

Wherever the 'Treasure Chest' was shown the

dealer invariably gave a spontaneous criticism

favorable to a high degree. The dealers have

placed themselves whole-heartedly behind the

'Treasure Chest' and several have devoted news-

paper advertising space to its exploitation in

the home. It is our intention to shortly place

at the disposal of the dealer attractive window
material on the 'Treasure Chest'."

The "Treasure Chest," the new record mer-
chandising idea designed by William J. Hauss-
ler, general manager of C. Bruno & Son, Inc.,

Victor wholesalers. New York City, has met
with immediate popularity throughout the talk-

ing machine trade. As explained last month, it

consists of a record set of six double-faced, ten-

inch discs from the Victor catalog within in-

dividual record envelopes containing interest-

ing descriptions of these records and attrac-

tively cartoned. The theme followed out in the

collection consists of musical gems from si.x. dif-

ferent foreign lands.

Mr. Haussler reports that 70 per cent of the

accounts on the books of C. Bruno & Son, Inc.,

are already selling the "Treasure Chest." Of
the remaining 30 per cent the great majority

have not, up to the present date, received a per-

sonal call.

In commenting upon the "Treasure Chest"

Mr. Haussler said, in part: "The results are

entirely gratifying and have met our fondest

expectations. When I say results I am not re-

ferring to the commercial aspect of the situa-

tion, for we have already spent in development,

exclusive of our personal efforts, an amount
that would be hard to realize for many months
to come. The 'Treasure Chest' is the beginning

of a new idea in the merchandising of records.

It is something bigger than the individual sale

of a record and, when I say the results are so

gratifying, I refer to the enthusiastic manner in

SPECIAL VICTOR RECORD RELEASE

A special early release of six fox-trots on

Victor records, to be placed on sale by retailers

on August 22, has been announced by the Vic-

tor Talking Machine Co. This is in accordance

with the policy of the company to make early

releases of selected records to stimulate retail

trade. The special records for this month are:

19108 Blue Hoosier—Fox-trot Great White Way Orch.
Annabelle—Fox-trot. .. .Brooke Johns and His Orch.

19109 Waitin' lor the Ev'enin' Mail—Fox-trot.
Tennessee Ten

'Taint Nobody's Bizness If I Do—Fox-trot,
Tennessee Ten

19110 Dirty Hands! Dirty Face—Fox-trot,
Joe Raymond and His Orch.

My Sweetie Went Away—Fox-trot,
Joe Raymond and His Orch.

OLEAN MUSIC SHOP MOVES

Olean, N. Y., August 8.—The Glean Music Shop

has changed its location from 108 West State

street to 117 North Union street, which is the

site formerly occupied by the Piggly-Wiggly

store. Stephen J. Biracree and Fred W. For-

ness are pleased with their new store.

OPENING EXCLUSIVE MUSIC STORE

Ehrlicher Bros. Co., well-known druggist of

Pekin, 111., opened an exclusive music store

on August 1. It intends to stock the Century

and McKinley Editions and sufficient standard

and popular material to serve music lovers of

its city. In addition it will handle Victrolas

and Brunswick talking machines.

HAVE YOU THOUGHT
That it is absolutely impossible to secure real satisfaction from your Talking

Machine unless you use a Good Needle ? Why not then secure only the best and

Always Insist on Getting

DE LUXE NEEDLES
Sample Needles Gladly Furnished

Full Tone

Duo-|ONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

DON'T FORGET THESE FACTS

Perfect Reproduction of Tone No Scratchy Surface Noise

PLAYS I00-200 RECORDS

Three for 30 cents (40 cents in Canada)
LIBERAL TRADE DISCOUNTS

Medium Tone
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NEW^HlSON
.COMPARISON WITH fHElUViNG ARTIST .

I^j^ REVEALS NO DIFFERENCE

OPTIMISM PERMEATES OMAHA TRADE

Carefully Planned and Executed Summer Salej

Campaigns Responsible for Unusually Brisk

Business the Past Month—The News

Omaha, Neb., August 8.—Generally speaking,

the month of July is one of the dullest in the

entire year in so far as the music business is

concerned, but this year seemed to have been

an exception. At any rate, this is the case in

Omaha, for on every side one hears nothing but

optimistic reports from the talking machine

dealers, and there seems to be a bright outlook

for the balance of the month of August.

This may be due to the fact that dealers in

this city planned their Summer campaigns care-

fully in advance, instead of taking it for granted

that business must, of necessity, fall off during

July and August.

R. S. Pribyl, district manager of the Bruns-

wick-Balke-Collender Co., with headquarters in

Omaha, has recently been out over the sur-

rounding territory, directing the campaign and

speeding up sales, and he reports conditions to

be excellent in their line. Sales have exceeded

their expectations. The demand for the console

type of machines is still very marked, yet in

many localities the upright model is still "going

strong."

The Schmoller & Mueller Music Co. report^;

business in the talking machine trade to be ex-

cellent.

K. R. Moses, sales manager of Shultz Bros.,

Edison jobbers, declares that the amount of

business done by his firm for the last month

doubles that of the previous month. This firm

recently took over the talking machines of

Rouse Bros., an Omaha firm of retailers, and

has been conducting a very successful sale of

these machines. The report from the record

department of Shultz Bros, indicates good busi-

ness.

Okeh records and Sonora talking machines

are more than holding their own during the

Summer months, according to the Lee-Coit-

Andreesen Co. The Okeh records lend them-

selves to the vacation spirit which pervades

everything just now, and the sale of the dance

records has been especially good.

P. G. Spitz, manager of the talking machine

department of J. L. Brandeis Co., has just left

for a trip to New York and other Eastern

cities. Mr. Spitz recently put over a remark-

able sale of Columbia machines and "went OA^er

the top" during July in general sales to a very

gratifying extent. Miss Ruth Carlson, who is

in charge of the record department, declares

that the record business has set a high mark

during July. They were compelled to enlarge

the space and shelving in this department,

owing to increased business.

Frank H. Resnick, manager of the phono-

graph department of the Union Outfitting Co.,

reports an increased volume of business during

July. This company installed the lirunswick

machine a few months since and has been fea-

turing this make.

Miss Lois Ferrin, manager of the phonograph
department of the Hurgess-Nash Co., one of the

largest department stores in Omaha, is putting

on a big sale of radio outfits. Due to the great

purchasing power of the Burgess-Nash Co.,

they are offering these machines at a price that

is proving a great drawing card.

LIVE OGDEN DEALERS WIN BUSINESS

Aggressive Merchandising Methods Return
Dividends in Increased Business—Glen Bros.-

Roberts Co. Prepares to Move—Other News

Ogdkx, Utah, August 6.—Glen Bros.-Roberts

Piano Co. is busy arranging for the removal

in September to the new store to be located at

2546 Washington avenue. T. J. Holland, sales

manager, said the company is to make a num-
ber of innovations in the new home to provide

for more efficient handling of the trade.

"We are building a twelve-foot turn-table in

the display window," he said, "which will be

large enough to hold a grand piano or several

Edison phonographs. The record department

will be rearranged under the direction of a

single stock clerk, or more if necessary. The
salespeople will get their records direct from

the stock clerk instead of hunting through the

files and cabinets as has been the custom in the

old store. This will give the salespeople more
time to devote to actual selling and it will also

give the customer better service."

Bustnes.-. during July was very good, Mr. Hol-

land said. Despite the heat, Glen Bros.-Roberts

had an excellent demand for records and phono-

graph^^ mo\ed fairly well. Portables are still

belling as briskly as they were in the early

.Summer.

Charles T. Kaffenberger, of Buegeleisen &
Jacobson, called on Glen Bros.-Roberts Piano

Co. on his twenty-ninth annual trip for his

liouse.

Ruth Davis and Bertha Monson, of the Glen

Bros.-Roberts Co., have returned from their

annual vacation. Mrs. Peggy White is spending

her vacation in Oregon. T. J. Holland, the

salesmanager, is preparing for an automobile

trip through Yellowstone Park with his family.

l?rowning Bros. Co. reports a growing in-

quiry for console type Brunswicks. The de-

mand for portables continues.

C. E. Armstrong, Edison and Palhe dealer,

reports a steady demand for popular records.

Business is good for this time of year, Mr.

Armstrong said. "We have begun to feel the

influence of the Fall inquiry," he said. "Calls

for portables are giving way to queries for the

cabinet and console types, with the latter in

favor."

The Proudfit Sporting Goods Co., Edison dis-

tributor for Utah and Idaho, gives a sanguine

report on business conditions. "We are get-

ting the edge of the Fall buj-ing," Robert

The demand of the public for the
NEW EDISON was never greater.

The models never more artistic.

The records never better.

The service in record releases
never so prompt.

These vi'ith the new low level in

prices on instruments and records
make

Large Profits Certain
We have a few towns open for

dealers.

Write for particulars.

B

Proudfit Sporting Goods Co.

OGDEN, UTAH
Intarmoantain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

Proudfit stated. "Our men have gone into the

field again this month confidently expecting a

good turnover. Business has held up well

during the Summer and we have no cause for

complaint."

Mr. Proudfit reported that Keith & O'Brien,

Salt Lake department store merchants, have dis-

continued both the Victor and Edison lines.

The phonograph department was abandoned on

account of reduced space in the firm's new
home.

C. B. Sampson, of the Sampson Music Co.,

Boise, Ida., Edison dealer, said on a visit to

Ogden that "business is something to boast

about in Boise." Mr. Sampson has just com-
pleted painting signs along 1,600 miles of his

"Sampson's trail." Mr. Sampson, at his own
expense, has spent $8,000 on orange colored

paint to blaze the way from all points in Idaho

and Utah to his store at Boise. Automobile

tourists in the two Western States have been

benefited by Mr. Sampson's hobby. He said

he will blaze a trail through the Idaho pan-

handle and then stop for the Summer. He only

recently completed the trail from Boise to

Ogden.

Ezra Jones, of the Jones Phonograph Shop,

dealer in Brunswicks and Sonoras, is enjoying

a fast moving record business. The sale of

records this year was 100 per cent better than

during the Summer of 1922, he said.

Mr. Jones and family have returned from

Bear Lake, a Utah-Idaho mountain lake resort,

where they spent several days.

NEW^ISON
COMPARISON WITH tMe iLIVINC ARTIST

REVEALS- NO ' DIE^EREWCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"

First to play all makes of Records

EDISON INVENTED IT-EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
Edison Distributors for Nebraska

and Western Iowa
16th and Howard Streets

OMAHA A few dealerships open.
or wire

Write
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Echoes of distant, barbaric melody, and a rhythm as of vanished,

beating feet come to you when the Fisk University Jubilee Singers

present "I Done Done What You Told Me To Do" and "Were
You There?"—Record A-3919.

Singing w^ithout accompaniment of any sort, this male quartet

achieves a pipe-organ effect that is nothing short of marvelous.

COLUMBIA GRAPHOPHONE CO.
New York

ALB AJ<1 r
Unremitting Eforts of Dealers

Have Brought Prosperity—Bright

Fall Outlook—The Month's News

Albany, N. Y., August 9.—Albany talking ma-

chine dealers, without exception, have had a

good Summer business. This has been due in

part to better business conditions than last year,

but largely to unremitting efforts and up-to-date

methods of sales promotion. Window displays,

advertising and canvassing were the means used

to maintain business to the satisfaction of the

dealers and to meet future anticipations. The

new consoles or period models of talking ma-

chines have given the dealers something better

to talk about than they have had before and

the public has shown a decided interest in them.

The Victor dealers, Strand Temple of Music,

Thomas Music Co., Boardman & Gray, Mc-

Clure & Dorwaldt and Diamond Disc Co., have

just received the new Victrola models, Nos. 400,

405 and 410, and they are enthusiastic over the

sales prospects of these instruments.

L. W. Schutter, manager of the Thomas store,

has been making a drive for rural business with

excellent results and consequently sales volume

for the past three months far exceeded that of

the same period last year. Willard Marshman,

of the sales force, has returned from a vacation

at Asbury Park, and Herbert Earl and Miss

Molly Rogers are vacationing this month.

Mr. Losey, representative of the Music Sales

Co. of New York, called on the Victor dealers

recently and was full of enthusiasm over the

new Victrola models, which he said were going

big throughout his territory.

The Brunswick dealers have also received the

new console Stratford and Tudor models. The

Pommer Music Store sold several as soon as

received and it is advertising them extensively.

The new Brunswick catalog of "blues" is ex-

pected soon. There have been many inquiries

for these popular records. The Pommer Music

Store is completing its second year in business

and reports a big increase over the first Sum-

mer's sales, so that plans are being made for

increasing the sales organization of the record

department.

Edison demand has held up in a most sur-

prising manner and consequently the American

Phonograph Co., Edison distributor, with head-

quarters at 707-09 Broadway, this city, has en-

joyed a satisfactory business during the Sum-

mer months. Dealers are looking for a con-

tinuance of this satisfactory condition and an

even greater improvement during the Fall and

Winter, and this optimism is reflected in the

manner in which the Edison merchants are

making their plans for the Fall.

William Caine has been placed in charge of

the musical merchandise department of the

Baker Music Co.'s local store, to succeed An-

thony LaRosa, resigned. Mr. Caine is well

known in Albany musical circles and is a good

player of stringed instruments. The first ship-

ment of Conn band instruments has arrived at

this store and they are being extensively adver-

tised in the first Sunday rotogravure section

of the Knickerbocker Press for August. Mr.

Caine will feature daily recitals in the store.

O. E. Kellogg, new general sales manager of

the company, has returned from a week's motor
trip over the Lackawanna trail and Delaware

Water Gap to New Haven, Conn.

Arrangements have been made for the com-

plete representation of Brunswick phonographs

and records for the Baker Schenectady store.

John H. Begley has been engaged as manager

of the musical merchandise department, in

which is being featured the new line of Conn

band instruments. The new store at 508 State

street is now fully furnished and the new
Brunswick models fit pleasingly into the artistic

arrangement of the store. Manager A. J. Clap-

per sold his first shipment promptly and wired

for more machines. He is now taking a vaca-

tion at Oneida Lake and the store is in charge

of Charles H. Riley.

Edgar Kahn, representative of the Blackman

Talking Machine Co., of New York, was a re-

cent caller on Albany dealers.

HEARD=BELL TO CARRY MUSIC LINES

Atlanta, Ga., Aug. 8.—A line of musical in-

struments will be carried by the Heard-Bell

Furniture Co., which will open here soon.

THE ALNUTT MUSIC CO. MOVES

Savannah Dealer to Occupy Entire Three Floors

in Building Recently Leased

Savannah, Ga., August 7.—A new location at

118 West Broughton street has just been

selected by the Alnutt Music Co., which is at

present doing business at 114 East Broughton
street. The new store, on which a lease for

several years has already been obtained, will

have three floors with sheet music, small goods
and phonographs displayed on the ground floor.

Pianos will be shown on the next floor and a

repair department and rehearsal studio will be

furnished on the third floor. A small recital

room is also contemplated for the top floor.

Improvements will start immediately.

PRAISE FOR BOOK ON ACCOUNTING

Bulletin of National Association of Cost Ac-
countants Reviews Chamber's Book on "Ac-
counting for Retail Music Stores"

In a recent bulletin issued by the National

Association of Cost Accountants high praise is

given to the book "Accounting for Retail Music
Stores," issued by the Trade Service Bureau
of the Music Industries Chamber of Commerce.
The methods set forth in the book are described

in the bulletin as "excellent" and it goes on to

say that they "should prove of great value to

those interested in music store accounting."

EDISON-
The Key to Opportunity!

NEWlMISON
COMPAraSON 'WITH THE ILIVINC ARTIST

REVEAjLS - NO blli^ERENCE

Do you know that right now—this very day

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about

this "once-in-a-iifetime" Edison sales

opportunity.

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

AMERICAN PHONOGRAPH CO.
707-OQ BROADWAY, ALBANY, N. Y.
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DETR 01

T

A Phonograph Line That
Will Speak For Itself

EXCELS BY COMPARISON
Natural tone reproduction.

Skilled and scientific construction.

Unusual fineness and beauty of finish.

Authentic and beautiful designs.

ALL POOLEYS ARE ONE IN THESE QUALITIES
Eight console models and one upright, beautiful in design
and workmanship—so absolutely silent in operation that
nothing is lost when the record is being played—it

reproduces exactly the original music.

POOLET JfODEL Xo. 400
EINAISSAJCCE PERIOD MAHOGAlvT

OB WALNUT SIGO.OO
Size 3i% inches high, 3G14 inches wide. 22V'

inches deep. Nickel plated sound box and new
improved Poolcy tone arm. Automatic stop,
speed regulator, tone modifier and needle rest.
Automatic lid support.

The Master of Movable Music "Onehandiehandu,if

Brown, Mahogany and fumed oak. Surprising tone
volume and clearness, durable, dependable, compact
and convenient. Outing

TALKING MACHINE
Aluays everything a Portable Phonograph can be, and
at a popular price—$37.50.

Size: 8"xl4"xl5"
ATTRACTIVE PROPOSITION TO OFFER DEALERS

WRITE OR WIRE US

C. L. MARSHALL COMPANY
Wholesale Distributors

MICHIGAN AND OHIO
Detroit, 514 Griswold Street. Cleveland, 328 Superior, W.

Increase hi Aiitomohtle Produc-

tion Felt in Greater Prosperity

of Retail Trade—Month' s News

Detroit, Mich., August 7.—Just why July talk-

ing machine business should have been so good

this year Detroit dealers themselves cannot

understand. All they know is that sales for

the month and collections are considerably

ahead of the same month a year ago, and

frankly, they did not anticipate conditions

would be so good. They looked for a big

slump—but it did not come. With some deal-

ers the portable machines have been very big

sellers. One retail furniture instalment house

sold something like 250 in one week.

The big business men of Detroit were pre-

dicting last May and June that July would see

the demand for motor cars falling ofl and as a

natural consequence the automobile factories

would be laying off thousands of men. Even

the manufacturers themselves expected some-

thing like this to happen, but instead orders

have piled up all during the month and every

factory has been operating to capacity. Even

August has started out most auspiciously, and

it looks now as if the Detroit plants will be

kept busy for months to come. This is a con-

dition that helps retail business immensely and

is probably responsible for such good business

with talking machine dealers.

Grinnell Bros,, through C. A. Grinnell,

president, entertained their employes on July 26

at the old Detroit Motor Boat Club, which is

the property of Air. Grinnell All the Detroit

stores and the wholesale departments and De-

troit factory were closed at 1 p, m. that day

and the employes met at the club house. The

afternoon was given over to sports of all kinds

for both men and women; there was a base-

ball game, tug of war, etc, prizes being given

to the winners of all contests. After dinner

was served the evening was given over to danc-

ing. The various entertainments were handled

through the auspices of The Goodfellowship

Club, which comprises the male employes.

A. A. Grinnell, treasurer of Grinnell Bros.,

who is sojourning in Europe with Mrs, Grin-

nell, sent cards in the other day to the effect

that he was thoroughly enjoying his trip, but

that the more he saw of Europe the better

he liked America—and that nowhere in Europe

is there the hustle and bustle that one sees in

the big American cities, such as Detroit, New
York and Chicago,

R. B, Ailing, manager of The Phonograph

Co. of Detroit, Edison jobber, as well as The
Edison Shop, retailers, returned August 2 from

an extended vacation, which he spent on a

ranch in Wyoming. He told The World cor-

respondent that much to his surprise business

for July was far ahead of last year for the

same month, and that what particularly pleased

him was the number of high-priced machines

that were sold this year. August has started

out well and it is Mr. Alling's belief that the

Fall will see corking good business.

S. E. Lind, of Lind & Marks Co., can't help

but feel enthused over Fall prospects when he

considers what he has been doing during July

with the Vocalion line, for vifhich he is the ex-

clusive Michigan distributor. Mr. Lind is one

of the oldest and best-known talking machine
men in the country. For years he was Detroit

manager of the Columbia Co., resigning to take

a much-needed rest. Three years ago he or-

ganized the Lind & Marks Co, to distribute

BESSIE SMITH^CORES SUCCESS

Columbia Artist Appears in Atlanta Theatre

—

Novel Performance Attracts Attention

Bessie Smith, popular blues singer and exclu-

sive Columbia artist, is touring the South. Dur-

ing the week that she appeared at the Eighty-

one Theatre, a large negro playhouse in At-

lanta, a performance exclusively for white peo-

ple was given. This was the first "Midnight

Frolic" for white people ever offered in Atlanta.

The idea originated with the Lyric Theatre of

New Orleans, where this type of performance

has become an institution. It serves a double

Vocalion products, and that the company has

more than made good is proved by the fact

that he has enlarged the storage space and the

selling organization. Mr. Lind states that he

has sold a raft of the Vocalion portable ma-
chines this Summer.
The Michigan State Fair, to be held at the

Fair Grounds in Detroit, will take place as

usual during September and already a number
of talking machine firms have contracted to take

space. Grinnell Bros,, of course, will have a

large display of the complete Victor line, the

latest in records, etc. It is also likely that the

J. L, Hudson Music Store will have an exhibit

as well as a number of piano concerns. Musi-

cal merchandise will also be exhibited.

purpose, an evening's entertainment and an op-

portunity for white people to see the progress

made by the colored performers.

RAY YORKE ON VISIT TO NEW YORK

Ray Yorke, of the Vocalion Co., of Chicago,

accompanied by Mrs. Yorke, was in New York
recently in the course of a motor trip from Chi-

cago. After leaving the metropolis Mr. and

Mrs. Yorke went to Atlantic City and then

home by way of Washington.

Overhead charges can be reduced by increas-

ing the volume of business transacted.

After all there is only one EDISON
The first phonograph was the invention of America's foremost genius

—

Thomas A. Edison.

Through all the stages of the development of the phonograph, Mr. Edison has

always led the way.

The New Edison is his latest achievement in this field and he considers it his

greatest invention.

Write us for our latest agency proposition

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1560 Woodward Avenue DETROIT

1
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The ' ©r^aaur? C^l^fit —A Decided Success

Victor Dealers of twenty and more

years' experience—those who know

the business from A to Z and back-

wards—are strong in their praise of

the "Treasure Chest." They frankly

say that it "fills the gap" and answers

"a dire need." That's why every-

body's talking "Treasure Chest"

today—the big idea of the year.

Less than three weeks from the day

of its announcement just 72% of

our accounts added the "Treasure

Chest" to their stock—a particularly

high commendation considering the

season of the year.

My Lirtle Sweetheart Polka
Tarantella of Potenzese

"THE poikm a %Bid 10 hAve ban th« idea a Bobomia
* 'ktwh pil neorly qdc hundred yem ago- Pim
duotd Prague, Bobcnua, Aboui 11 bectffv vtry

popular lod vu lakm up at Visuu about Id

IMO Pvia mcoimbn] to iCi cbana 'and in 1844 London

Tbc pollci hu rnuincd n ooe

t Ox

It tjTwaa

mfccttoia, Uct^t bcjincd t -

Ihr duicr. There u Kn totaatmi bit of npid double-

LDnfiiiAi" bjf^ cotact duiing tbc playing.

The tATUUdla aljo hM3 an intermisc hatory. It 1* 4

(ipid. vtmiisc dance of Soocbcra Inly in wbicSi two

daneera. a man uuJ womaD. take part. acavBpKijrinc

cheaadvEi vilh IxmbouiH anil CBtaneti. Traditxn

tale of a pant apider, tbc lonir.tula. Tbe bitus iKiaant

wn adtfd by lriend» snd forced to darux muSly about

unbl be droppoi utterly eiluuitcd. For cenCuha the

Tleae are typical muntry dancci of Europe aad the

viQace bond ii abS eharactervtic in ca nnr^aTTt on the

cornet and darinet. For otliet i ruu iJa tanotcQaa

and polte (ja ctnccR ronn) arc I83Si. aTlBl. '47U.
M91D and ?3344.

Victor Retard No. 73305

Victor Dealers, the "Treasure Chest" offers you a brand-

new record merchandising stunt that has real intrinsic

value. It is an item well worthy of your time and invest-

ment. It does more than sell itself. It is chuck-full of

"human interest" that will create favorable comment about

your store
—

'twill make people know that you're a specialist

in Victor products; gets them in the habit of knowing

that you're ever-watchful, up-to-date, that anything having

the merit of Victor is to be had at your store.

The "Treasure Chest" fully meets the demand for novelty

and entertainment. It comprises six 10-inch double-faced

Victor records (12 selections) of the choicest instrumental

music of foreign lands—every selection being a musical

gem and novelty. The "chest" and envelope of each record

has on it a spirited and effective drawing appropriate to

the music, together with an interesting and vivid annota-

tion. Where you previously sold one record, Mr. Victor

Dealer, you will now sell six and with less effort.

Let your Victor wholesaler know that you are

interested in the "Treasure Chest." Place

your order with him. The rest he will do.

C. BRUNO & SON, Inc.

351-353 Fourth Avenue

Victor Wholesalers to the Dealer Only

New York
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BUFFALO
Summer Trade Exceeds Expecta-

tions—Nezv Models Please—Out-

look for Fall Bright—The News

Buffalo, N. Y., August 8—The usual Sum-

mer slump in the talking machine trade was

not so noticeable this year in Buf¥alo as in

years past. Dealers, with very few exceptions,

report trade far exceeding their expectations

and running ahead of last Summer. Popular

records are moving in large volume. Port-

ables are in good demand, due to the unusual

camping facilities and canoeing and motoring

craze in and about Buffalo, dealers report. One

Main street dealer said he has had a number

of calls for portable machines for motorists

who are planning long trips.

F. F. Barber, manager of the J. N. Adam Music

store, said: "We have had a very good Sum-

mer business in the higher-priced talking ma-

chines. We have gone over the top of last

year's business each and every month, and we

expect very good Fall trade." Mr. Barber has

just returned from New York, where he ar-

ranged for his Fall stock.

Curtis N. Andrews, Victor jobber, spent a

few days on a business trip which included a

visit to New York, where he called upon some

of his many friends in the trade. Mr. Andrews

found general conditions very satisfactory, with

the Victor jobbers and dealers all making plans

for a banner Fall trade. Upon his return Mr.

Andrews was glad to learn that the dealers in

this territory are keenly enthusiastic regarding

the outlook for the coming season, particularly

in view of the recent important announcements

made by the Victor Co.

The Iroquois Sales Corp. opened up the store

of the North Park Electric Shop in Kenmore

with a supply of Okeh records. Strand phono-

graphs are still keeping ahead of last year's

demand and the Wm. Hengerer Co. is handling

the Strand special with real success.

Joe Armbruster's Orchestra, popular society

dance orchestra of this city, will leave soon for

Narragansett Pier for the home of Peter A.

Porter, where it has been engaged for several

days. From there it will go to the General

Phonograph Co., in New York, to make its first

Okeh recordings.

Appearance of Bennie Krueger and His Dance

Orchestra, Brunswick artists, greatly stimulated

sales of his records here. The orchestra was

brought to Buffalo by Albert Poppenberg, new

A Suggestion
Without question Victor retailers will
enjoy this coming Fall the greatest sea-
son in history and we are all making
plans in this direction.

However, we will offer the suggestion to Victor dealers
in our territory that they anticipate their Fall and holi-
day requirements if possible in order that we may give
them maximum co-operation and service. There is going
to be a shortage of Victor products this Fall, and the
farsighted dealer will place orders now wherever possi-
ble, so that the 1923 Fall and holiday season will find
him prepared and ready to meet the requirements of his
trade.

This is only a suggestion which is offered to our deal
in a spirit of timely goodwill.

CURTIS N. ANDREWS
Victor Distributor

BUFFALO, N. Y.

iiUii-----'^'iUllllL mm
proprietor of the Braner Music Shop, Brunswick

and Columbia dealer. A number of improve-

ments will be made in the Braner Music Shop by

Albert Poppenberg, who recently purchased the

business, before his Fall stock is received. Mr.

Poppenberg was formerly in the music trade

with his brother, G. H. Poppenberg, and dis-

solved partnership about a year ago.

O. L. Neal, of the Buffalo Talking Machine Co.,

says the new Victor models, 403 and 400, are re-

ceiving a warm reception from the trade here.

These two models are a radical departure from
what the Victor Co. has put out before and

already a noticeable demand indicates they will

not be able to supply orders which are sure to

come in for Fall trade.

The Bakertone, an instrument manufactured
in Buffalo which has been successfully demon-
strated as removing all surface noises of the

disc, has recentlj^ been improved so that it

now not only removes disc sounds, but brings

out the full tone of the needle, and in many
instances, according to J. T. Kimberley, district

manager in Buffalo, brings out greater than

needle volume. Arrangements are now being'

made by the Bakertone Co. to give the instru-

ment national distribution. Distributing stations

are being established in all leading cities of the

continent.

The Bellanca Furniture Co. will move into

its new quarters on Niagara and Virginia

streets, about September 1. A great deal of

careful planning has been done for the arrange-

ment of the talking machine department. The
new building, now receiving its finishing

touches, is built of brick and tile at a cost of

$40,000.

Charles Liske is making extensive improve-

ments in his store at Genesee street and Fill-

more avenue.

Alexander !Maisel began improvements in his

store on Broadway this month. The entire in-

terior of the store will be improved and re-

arranged.

M. Truda has moved from the old location

on West Ferry street to the rapidly growing

section of the city at Delaware avenue and

Delaware road.

As Buffalo is the power distribution center of this great territory

So is the

BUFFALO TALKING MACHINE COMPANY
776-778 WASHINGTON STREET

Buffalo, New York

the po-vver distribution center of Victor^machines

and records. The Buffalo Talking Machine Co.

service forms a truly appreciated w^ork. It fur-

nishes a power of incentive to the Victor dealer that

helps materially. Why not let us help you?

Just write or wire
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for Phono^rakphs

No surface noise and no sac-

rifice of volume or tone qual-

ity.

No need to alter the phono-
graph. A simple attachment
that can be added by anyone.

Helps record sales. Sells at$3. SO.

Ask for dis-

counts.

Bakerlone

Corporation

403 Pearl Street

BUFFALO. N. Y.

The Iroquois Sales Corp., of this city, Okeh
jobber, states that its Okeh sales this year are

about SO per cent ahead of 1;he corresponding

period of 1922. F. D. Clare, general manager

of the company, attributes a considerable por-

tion of this increase to the splendid foreign

catalog issued by the General Phonograph

Corp., which contains a great many numbers

that are in constant demand.

The popular dance numbers in the Okeh lists

are meeting with a steady and active demand
and Mr. Clare believes that the recent edition

of the numerical and alphabetical Okeh cata-

logs will serve to increase the sale of the stand-

ard and semi-standard selections, as well as the

general catalog. Mr. Clare looks forward to

the coming season as the most prosperous one

in the history of the Iroquois Sales Corp., with

the ratio of increase for the remainder of the

year exceeding the 50 per cent figures for the

first six months.

In a recent chat with The World O. L. Neal,

of the Buffalo Talking Machine Co., Victor

wholesaler, commented upon the fact that busi-

ness conditions throughout this territory are

excellent. The company is particularly con-

cerned in the prospect of a shortage of Victor

merchandise during the Fall and Winter months,

as all indications point to a substantial shortage

of Victrolas and Victor records. Mr. Neal is

now away on a month's vacation at his farm in

Nichols overlooking the Susquehanna River,

where he is forgetting all about Victor mer-

chandising and enjoying a well-deserved rest.

Bufifalo dealers featured in window displays

Victor records made by the Royal Blue and

White Marimba Band, which recently appeared

in the Hippodrome for a two weeks' concert.

Many sales were created through the feature.

George Goold, of Goold Bros., Inc., recently

entertained newspaper men of the Buffalo press

at the Transit Valley Golf Club, where a tourna-

ment was being conducted. Mr. Goold is presi-

dent of the club. He proved himself an ideal

host and the day was most enjoyable for the

men of the press.

Charles Hofifman, of the Hoffman Piano Co.,

has returned from a hunting trip in Canada

feeling fit and fine for preparations for a huge

Fall business.

George H. Castle, Niagara street music mer-

chant, is making his window especially attrac-

tive through a display of Egyptian antiques.

Claravox

The Northpark Electric Shop, of Kenmore,
recently opened with a stock of New Edison

talking machines and records and Okeh records.

Ralph W. Liske, Niagara Falls dealer, is sell-

ing out his Columbia stock preparatory to go-

ing out of business.

F. A. Russell, sales manager for Neal, Clark

and Neal, reports an especially good demand
for the Victor selling from $180 to $250.

A number of talking machine dealers were
losers in the $750,000 fire in Salamanca re-

cently, which destroyed a large part of the

business section of the town. Among those who
sufTered loss were: Fred Forness, loss $50,000,

partially covered by insurance; Manieri Furni-

ture Co., $6,000, covered, and J. Zafron, $5,000,

partially covered.

A warehouse of the H. E. Turner Co., in

Batavia, N. Y., was recently destroyed by fire.

The company's loss did not include its stock

of talking machines, which were stored in an-

other building.

Defective wiring caused a blaze which dam-
aged the store of W. L. Foehley, in Hamburg,
dealer in furniture and musical instruments.

His loss is estimated at about $10,000.

Frank A. Grohs, prominent Exchange street

music merchant, died recently in the Emer-
gency Hospital, following a long illness. He
was fifty-nine years old. He organized the

Grohs Piano Co. about twenty-two years ago
and was known as the first merchant in Bufifalo.

to sell instruments on the part-payment plan.

John W. Casement, fifty-two years old, dealer

in musical instruments and furniture in Albion,

N. Y., died recently in his home in West Bank
street. He had conducted the store for more
than fifteen years.

:CLEAR voice;

REPRODUCERS
Reflect Credit on Edison Products

Standard Diamond Point
Special Jewel Point
No. 1 Edison Attachment

All Claravox Reproducers employ new Claravo.K
diaphragrn—a scientific achievement.

Write for prices and discounts

THE CLARAVOX CO. - Youngstown, O.

CAUSE OF COMMERCIAL DISASTER

Secretary of Credit Men's Association Empha-
sizes Importance of Knowing Business Costs

We can say two and two are five, and base
our calculations accordingly; but four is all

that we can truly ever get from this addition,

says J. H. Tregoe, secretary of the National
Association of Credit Men. A large proportion
of our commercial accidents occur for the rea-

son that the operators of a business enterprise

are endeavoring to convince themselves and
others that two and two make five. Estimates
may be drawn up, but, unless these estimates

provide for every possible cost and every rea-

sonable emergency, the final result will not bear

out the estimate.

Were I asked to name the paramount
duty of business operators, whether large or

small, I should immediately respond, "Know
your costs." Everything may seem to be go-

ing along gaily, with plenty of sales. The situ-

ation will change rapidly, however, when it is

discovered that the profits were more than eaten

up by the costs. Let us shout it from the

house-tops, "Know your costs." They are at

the base of price movements.

J. N. BLACKMAN ON "AUTO" TRIP

J. Newcomb Blackman, president of the

Blackman Talking Machine Co., New York,

Victor wholesaler, accompanied by Mrs. Black-

man and their son Albert, who was graduated
recently from the University of Pennsylvania,

spent ten days this month on an automobile trip

through the Berkshires and the Green Moun-
tains, returning to New York by way of the

Adirondacks.

Fred P. Oliver, vice-president and general

manager of the company, spent ten days at his

Summer home in Lake Mahopac, N. Y., and will

probably return there for another week during

the latter part of the month.

Leviten's Music & Sporting Goods Shop,

New York, has just filed papers for incorpora-

tion and will have an assigned capital of $10,-

000. F. and P. Rodgen and R. Mayer are the

incorporators. R. S. Deutsch, 261 Broadway,
will act as attorney.

Again—a dealer writes:

—

"Just one year ago we put

in our first BANNER REC-
ORDS. We cannot say

enough for them—we cer-

tainly have pleased our cus-

tomers—they are always
ready and waiting for new
releases."

i

This commendation has
special significance. Banner
brought repeat sales in July

—excellent proof of its sell-

ing power. It turned this

dealer's usual slump seeison

into a profitable season.

Certainly the Banner mer-

chant finds that Banner pays

in quick, numerous sales,

and pleased "willing-to-

buy" customers.

hMUliiHMMMailMMr^~^

'i

The reason is obvious.

Banner at 50c gives a full

75c record value. That

value has created for

Banner a wide preference

everywhere.

PL^ZA MUSIC CO
18WEST 20Ti!STREE-T NE^V YOR.K |
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W.D.ANDREWS CO. 1

DISTRIBUTORS OF

VICTROLAS and VICTOR RECORDS
"Service That Satisfies"

SYRACUSE, N. Y.

IN S Y R A C USE
Keen Interest of Music Trades in Announcement of Band Con-

test—L. M. Cole in New Post—Planning Ad Drive—The News

Syracuse, N. Y., August 8.—Talking machine

dealers in this city are keenly interested in an

announcement recently made by the Syracuse

Chamber of Commerce stating that this organi-

zation will hold a band contest in connection

with Syracuse Day at the New York State Fair,

to be held in this city September 10. This band

contest is open to all New York State non-

professional bands, Class A bands up to forty

instruments and Class B bands of not over

twenty-five instruments. Very generous cash

prizes are offered for first, second and third

places in each class and band instruments will

be awarded for some other ratings.

Band Contest Arouses Interest

This band contest has aroused a great deal

of interest all over the State and bands from

all corners of New York have sent in their ap-

plications to compete for the prizes. The de-

tails of this band contest are being handled by

a special committee appointed by the Syracuse

Chamber of Commerce, including some of the

leading bandmasters of the country. The
local music dealers are co-operating with this

committee and have circularized the entire State

on lists of bandmasters and others especially

interested in this class of music. Included in

the applications alreadly received are some of

the leading town hands, factory bands, organi-

zation and lodge bands throughout the State.

Test Piece for Each Band
A test piece will be furnished to each band

filing an application for the contest and then

each organization will be allowed to play a

march of its own choice immediately upon

taking its place on the band stand. This march
will not be judged, but will be for the purpose

of allowing the players to "tune up" and then

the test piece as furnished by the contest com-
mittee will be played and judged. All compet-

ing are required to play in uniform and a repre-

sentative from each band will participate in

drawing for place and position. In addition to

all of these amateur bands the famous band-

Have You Ordered Your

Sonora Phonographs for Fall?

LOUIS XV STANDARD
SONORA

All indications point to the greatest sea-

son in Sonora history and we would urge
Sonora dealers to anticipate their Fall re-

quirements wherever possible and place
their orders now.

This organization is equipped to give
Sonora dealers maximum . service this

coming Fall and holiday season, but your
co-operation in anticipating the tremend-
ous demand for Sonoras will enable us
to make this service exceptionally effec-

tive.

iiiiiiiiiiriiiiiiiiiiiiiiiiiiiiiiiiii

GIBSON-SNOW CO., Inc.

SYRACUSE NEW YORK

master, Patrick Conway, and his band have
been engaged by the State Fair committee to

give daily concerts during the entire week of

the State Fair.

Attractive Sonora Display

Considerable attention was drawn last week
to the window display featured by the Clark
Music Co., presenting in a rich and dignified

setting the handsome Italian Renaissance
Sonora. This enterprising dealer made a spe-

cial showing of Sonoras during the week, hav-
ing a number of artistic period models on the
floor. This display stimulated sales materially

and was commented upon very favorably by
local music lovers.

Excellent Victor Business

Victor dealers in Syracuse report a very
active record business, especially in the popular
songs and late dance numbers, with more than
the usual amount of Summer trade in small in-

struments and portable types of Victrolas for

use in Summer cottages and camps. The first

samples of the new Victrola art models were
received by the local dealers with keen enthu-
siasm and will be featured extensively through
the use of effective and timely advertising.

L. M. Cole With Gibson-Snow
Lionel M. Cole, one of the most popular

wholesale men in this section of the State, is

now covering eastern New York territory for

the Gibson-Snow Co., Inc., Sonora jobber, of
this city. Mr. Cole was a member of the Gib-
son-Snow staff a number of years ago, being
associated more recently with the Iroquois
Sales Co., of Buffalo. He numbers among his

friends practically all of the talking machine
dealers in eastern New York territory, and his

return to Sonora activities will be welcome
news to these dealers.

W. D. Andrews on Auto Trip
W. D. Andrews, president of the W. D. An-

drews Co., of this city, Victor wholesaler, spent
a few days recently touring through the lake
and mountain resorts of New York State, com-
pleting his trip with a few days at Atlantic City
and a call at the Victor Talking Machine Co.'s

plant at Camden, N. J.

Planning Advertising Campaign
In the near future the Gibson-Snow Co., Inc.,

Sonora jobber, will start an advertising cam-
paign in this city which will feature the me-
chanical construction and tone quality of the
Sonora. This campaign will be launched in

conjunction with a nation-wide advertising drive
which the Sonora Phonograph Co. is planning
to inaugurate for the benefit of its trade.

Activity Among Edison Dealers
Edison dealers in Syracuse and the surround-

ing territory, in which the House of Bolway,
Edison distributor, is located, are all making
plans for a banner Fall trade, and in all proba-
bility there will be a greater activity in behalf
of Edison product than for several years. Quite
a number of Edison dealers are making arrange-
ments to use consistent publicity through the
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The NEW EDISON
tn

New Models, New Prices

EDISON FEATURES

Permanent Diamond Point Reproducer.

PI ays all Makes of Records Better.

Ed ison Records Play Longer, Wear Longer.

New Improved Records.

Dealers proposition submitted upon request

SYRACUSE
Jobbers

Est. 1889

Fall and holiday season in order to impress

upon the public the distinctive musical qualities

of the Edison Diamond Disc phonograph and
the new Edison Re-creations. Summer busi-

ness has been very gratifying and there is a

general feeling of optimism among the dealers

that makes predictions for the coming season
of more than usual interest.

DEAD MEN ARE POOR PROSPECTS

- Sending Literature and Mail to Prospects That
Do Not Exist Can Be Eliminated by Revising

and Correcting the Mailing List

A writer in one of the advertising journals

recently pointed out that "Dead men buy no
shoes, or soap or mining stocks." This writer

then went on to say that thousands of adver-

tisers make the mistake of buying .or com-
piling a fairly accurate mailing list and then

forgetting all about it. Mailing pieces go out

more or less regularly. And a certain percent-

age of them come back marked "Dead,"

"Moved," "Out of Business," "Not at Address
Given," etc.

Nobody thinks to check off these names from
the mailing list. Again mailing pieces go out

to these same "dead" names. And again they

are returned undelivered. When this condition

has obtained for a year or, as is frequently the

case, for several years the mailing list is carry-

ing enough dead wood to blast the hopes of

even the best of direct advertising campaigns,

says Office Topics.

A recent investigation in a typical retail field

disclosed the fact that there were in a single

year 24 per cent changes in addresses. On this

basis an uncorrected mailing list four years old,

let us say, would be practically worthless. In

your field the percentage of change may be

more. It might, quite possibly, -be a little less.

But, at best, it is certainly sufficient to warrant

the closest kind of check to avoid errors.

An even stronger argument for keeping the

mailing list in tune with the times is the fact

that new prospects for your merchandise or

your service are continually entering the field.

You want to get your story before these folks.

The only sure way to do is to make certain

that their names are properly entered on your

mailing list. Failure to remove a "dead" name
means at worst that you have simply wasted

money in printing and postage. But failure to

get a "live" name on your list may mean the

loss of a great deal of profitable business.

Perhaps the greatest single fault of an aver-

age mailing list is its incompleteness. Initials

wrong. Names spelled incorrectly. Street ad-

dresses omitted. All these are common evi-

dences of carelessness. And yet some men
wonder why direct advertising doesn't bring

better results for them.

NEW EMERSON ARTISTS ANNOUNCED

Will Soon Release New Series of Records by

the Hotel Astor Orchestra, Popular New
York City Musical Combination

PATHE LINE EXHIBITED AT FAIR

Line of Phonographs and Radio Accessories

Displayed at National Merchandise Fair in

New York Attracted Attention

The Emerson Phonograph Co., Inc., will The exhibit of the Pathe Phonograph & Radio

shortly announce a new series of records by the Corp., Brooklyn, N. Y., at the National Mer-

Hotel Astor Orchestra, one of the most popular chandise Fair held in the Grand Central Palace,

additions to Broadway's musical combinations from July 23 to August 3, was a decided suc-

of last season. Al Epstein, formerly of Small- cess from every angle. The exhibit covered the

entire Pathe line and

was attractively dis-

played. In the cen-

ter of the space was
a new Pathe port-

able, with a back-

ground furnished

through the artistic

display of Models
36, 40 and IS from
the Pathe line, as

well as the Pathe

Actuelle. Pathe Ac-
tuelle records were
displayed in the new
skyscraper racks,
which resulted not

only in orders for

records themselves,

but also for racks.
Hotel Astor Orchestra Recording for Emerson Phonograph Corp. jj^ (.jjg radio field the

wood's Glenwood Lodge, Glen Head, L. I., di-

rects this youthful organization which, in addi-

tion to its popularity on the Hotel Astor Roof,

has achieved additional success as a program
feature for Radio Station WJZ, through a

microphone connection with the Hotel Astor

Roof. All the late popular numbers have thus

been broadcasted over a wide territory by this

arrangement, thereby making the name of the

orchestra and its rendition familiar to many
radio enthusiasts.

Pathe loud speaker and the various molded parts

made by the Pathe Co. were shown. A gener-

ous display of Pathe literature was on hand.

Charles F. Usher, general field representative of

the Pathe Phonograph & Radio Corp., was in

charge of the exhibit. Mr. Usher stated that

the line seemed to appeal stronglj' to the visit-

ing buyers and that orders received greatly ex-

ceeded the expenses involved and made the

exhibit well worth while.

The firm of Tull & Gibbs, prominent talking

machine dealer of Spokane, Wash., has added

the Sonora to its varied talking machine stock.

H. V. Taylor, formerly manager of the Bruce

Co., 118 East William street, Decatur, 111., has

opened the Taylor Music Shop, at 241 East

Eldorado street, handling "talkers," records, etc.

No. 33769/11
A r e c a Plant,
natural p r e -

pared, 36 inches
high, with 11
leaves and pot,
complete $3.50
each, per dozen
.$3.5.00.

Our Fall Cata-
logue No. 3.5

with illustra-

tions in colors
of Artificial
Flowers, Plants,
Vines, Trees,
etc.. Mailed
Free On Ke-
qiiest.

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

mTheWaltz Sensationf/y^3
Nearly as^ood as

Three O'Clockin theMorning
'You, can't 4° vi-on/^-With any



122 THE TALKING MACHINE WORLD August 15, 1923

Ttve Bi^ Cofncdy Soit<$^ Sertsartioiv

"You can't ^0 Wron^ v-
^ ^ ^

Vithany'FEISTson^"

And Make Vourself at Home

|) rr ^..^1 r —J-
Ctityour-5eIf a jiece of cal^e andmaK^youi^selfat home,

©LEO-FEISTlnc
N.Y.C.

INDIA NAPOLIS
Many Dealers Add New Lines—-Jctivities of Dealers Reflected

in Excellent Business—Brisk Record Demand Feature of Trade

Indianapolis, Ind., August 7.—The passing of

the Summer will, no doubt, prove to local deal-

ers that the talking machine and record busi-

ness is not dependent entirely upon the trade

of the Fall and Winter months. In every in-

stance the record business has shown a gain

over a corresponding period of last year and in

some cases the trade has doubled, which all

points to the fact that the dealer's business in

the future will not be seasonable, but will be

distributed throughout the year.

Many New Edison Dealers

H. G. Anderson, of the sales promotion de-

partment, and L. P. Brock are covering the

territory of the Edison Corp. of Indiana and
looking to the establishment of new branches.

Dealers are showing a desire to handle the Edi-

son line. Intensive canvassing during the past

month has brought an increase in business, and
new dealers have been established, chief among
whom are the Circle Talking Machine Co., of

Indianapolis; Meskill Music Co., of Indian-

apolis; Frank E. Felt, New Castle, Ind.; Andree

Swinson, Bemet, 111.; G. G. Grahm, Veeders-

burg, Ind.; Orville O. Wisehart, Shirley, Ind.;

the Kellar Co., Fowler, Ind.; J. A. Vest, Scotts-

burg, Ind.; F. M. Baker, Shoals, Ind.; F. E.

McDonald, Sheridan, Ind.; L. E. Moore, Ross-

ville, Ind.; Hardin Drug Co., Flat Rock, 111.;

R. C. Weg Drug Co., St. Bernice, Ind.; Mene-
fee & Sons, Auburn, Ind.; Jordan Drug Shop,

Paxton, 111. There is evident an increasing in-

terest in the Edison phonograph and Edison

records in this territory.

The closing of the local Edison Shop has

been consummated and the Carlin Music Co.,

which handles the Edison line, has taken over

all the accounts of the former store. This

marks the retirement of Walter Kipp, who for

many years has been associated with the Edi-

son Corp. and who is now in the West for his

health. William H. Meskill, who has just re-

cently formed the Meskill Music Co., was for-

merly resident financial manager of the Edi-

son Corp. Joseph Wilson, assistant secretary

of Thomas A. Edison, Inc., has been in the

city for the last ten days, going over the local

accounting system..

Forest Cheney Gets in Touch With Trade
Forest Cheney, of the Cheney Talking Ma-

chine Co., of Grand Rapids, Mich., and B. K.

VanKorn, distributor for the Indianapolis dis-

trict, with F. X. Donovan, local dealer, have

just completed a trip through this district, meet-
ing and talking with their dealers.

Multum in Parvo
The Brunswick Shop is showing an linusual

business these days in all styles of machines,

with a nice gain in records. This is attributed

to the growing popularity of the Brunswick
products in this territory.

The L. S. Ayres Co., through its talking ma-
chine department, is making a drive on Victor

machines, both in the new and discontinued

models, which has already resulted in doubling
the business as shown by the same period of

last year.

Edward Mayer, manager of the talking ma-
chine department of the Kiefer-Stewart Drug
Co., wholesale distributor of the Sonora, is in

Europe on business for the firm. Orders for

Fall deliveries are showing a nice gain.

T. H. Brackin, local manager of the Starr

Piano Co., states that the Gennett records have
doubled in sales over July of last year. This is

due to the wider acquaintance of the Gennett
products and the promptness of getting popu-
lar numbers on the market.

A. H. Bates, vice-president of the Ohio Talk-
ing Machine Co., of Cincinnati, O.; W^illiam

Everly, of the Vocalion Co., of New York; Car-
lin & Quick, Kokomo, Ind.; Frank M. Baker,

Shoals, Ind.; Eugene Osborn, Nobelsville, Ind.,

were recent visitors here.

GRANT BUYS NASE STORE

Inglewood, Cal., Aug. 3.—Douglas M. Grant
has recently purchased the stock and lease of

Ralph Nase, a music merchant here. Mr. Grant
will conduct an up-to-date music store, called

the Inglewood Music Co., and will handle

phonographs and a full stock of records and
sheet music. It is his intention to later add a

line of plaj^er-pianos and other musical mer-
chandise.

HERRIN, ILL., FIRM EXPANDS

Herrin, III., August 3.—The Minton Mercan-

tile Co., of this city, which handles general mer-
chandise and operates a talking machine depart-

ment, is planning to erect an addition to the

establishment, which will house a modern talk-

ing machine department.

CURTIS BUYS UNITED STORE

BiDDEFORD, !Me., Aug. 6.—The stock and fixtures

of the United Music Stores Co., located at 207

Main street, have been purchased by J. F. Curtis.

i
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99+% Perfect Edison Record Service

Thafs the kind of support we are offering

Edison Merchants in this trade territory

NEWWilSON
COMPAinSON WtHpHfluVING ARTIST.

nEVEAl^^lpiIi^ERENCE

Service that Satisfies!

There are a few open towns in

Indiana and Eastern Illinois, where

the Edison franchise may be secured

by qualified merchants.

Edison Merchants make money

—

meJ<e money through a continuous

turnover.

Write for details.

Phonograph Corporation of Indiana
325 North Delaware Street Indianapolis, Indiana



August 15, 1923 THE TALKING MACHINE WORLD 123

laoMiNoOfmm
^ - —

MANY IMPORTANT CHANGES IN THE TORONTO TERRITORY
His Master's Voice Records Made by King and Queen of England Placed in Museum—New
Stores Opened—Trade Members Change Positions—Dealers Add New Lines—Other Trade News

Toronto, Ont., August 8.—The Royal Ontario

Museum in Toronto has placed in its collection

the two His Master's Voice-Victor records made
by Their Majesties King George and Queen

Mary of England.

E. A. McMurty, manager in Canada of the

Columbia Graphophone Co., with headquarters

here, is of the opinion that the outlook for the

four months ending December 24 next is so

promising that in spite of the company's heavy

factory commitments for the different designs

announced in the new Columbia line there is

likely to be a shortage of instruments by next

December. The new Columbia line, which is

now announced to the Canadian trade, embraces

nve consoles at $125, $150, $175, $200 and $240,

providing cabinets of Queen Anne, Sheraton and

William and Mary lines, according to the in-

dividual customer's desire. Beside the new

Columbia portable at $62.50, the school model

at $150 and the table model at $95, there are

upright Grafonolas at $125, $140, $150, $175, $190,

$215 and $270.

The yearly picnic or outing of the Columbia

Graphophone Co.'s manufacturing and sales em-

ployes took place recently at Center Island and

was a marked success. On this occasion Mr.

McMurty, who recently took up residence in

Toronto as Canadian manager, was introduced

to the Columbia employes, who cordially wel-

comed him to Columbia ranks in Canada.

Miss M. Warne, formerly of Gerhard-Heintz-

man, Ltd., His Master's Voice-Victor dealer,

this city, has been made manager of the Victor

department of the Dunlap Sporting Goods Co.,

Rockaway, L. L, N. Y.

Isham Jones and His Orchestra, Brunswick

artists, played in Toronto recently and Bruns-

wick dealers report quickened sales of their rec-

ords.

James P. Bradt and Mrs. Bradt have taken up

residence in Toronto for the Summer season.

Mr. Bradt is well known to the Canadian trade

through his long association with the Columbia

Co., whose Canadian division he took charge of

in 1910, remaining in Toronto until 1919, when

he retired from active business.

H. E. Henderson, Smiths Falls, Ont., has

taken on the representation of Starr phono-

graphs and Gennett records.

Mr. Millman has been appointed manager of

Mason & Risch, Ltd., His Master's Voice-Victor

dealers, at Stratford, Ont. He was formerly

with Grinnell Bros., Victor dealers, at Windsor,

Ont.

Canada's national fair (forty-fifth year), to be

held in Toronto in August, will be the mecca

for talking machine men as usual. A large num-

ber of manufacturers will display their wares.

John McKenzie, who handles His Master's

Voice line in Milton, Ont., has made a large ad-

dition to his store and is giving this line great

prominence.

The phonograph supply firm of H. G. L.

Laing & Co., this city, has assigned. Assets are

$1,643, against liabilities of $3,561.

Gerhard Heintzman, Ltd., of this city, has

shipped $38,000 worth of phonographs and

pianos to Montreal for loading on the "Margaret

Coughlan," which is the first Canadian boat sail-

ing via the Panama Canal to Victoria and Van-

couver, B. C, on the new shipping route.

The Scythes Vocalion Co., Ltd., has just an-

nounced an innovation in the Vocalion Red rec-

ord catalog through the addition of the first

Vocalion Race Bulletin.

The Regal Record Co., of New York, has

opened a Canadian branch in Toronto in con-

junction with the Plaza Music Co., with offices

at 443 Spadina avenue. The purpose is to fea-

ture to Canadian phonograph dealers their

"Little Tot's Nursery Tunes," which is a new
loose-leaf Juvenile record book, containing six

different selections on three seven-inch, double-

faced records with colored picture and verse

cards accompanying it. The Canadian interests

of the Regal Record Co. will be in charge of

M. G. Beatty, who is also the manager of the

Winnipeg, Man., August 7.—A recent issue of

the Calgary, Alta., Herald devoted several pages

to the local firms that have been in business in

Calgary for fifteen years or more. These in-

cluded D. J. Young & Co., Ltd., established

twenty-one years; Alberta Piano Co., Ltd.,

twenty years; Heintzman Co., Ltd., nineteen

years, and C. B. Clarke, fifteen years.

The Killarney Music Store, Killarney, Man.,

has been reopened by Proprietor Cooney with

a stock of records and sheet music.

Ernest Hammond, of Leo Feist, Ltd., To-
ronto, has been singing a number of Feist song

hits over the radio in Edmonton, Alta., recently.

The Robinson Piano & Music Co., of Edmon-
ton, Alta., reports the sale of a Brunswick up-

right phonograph to the Alberta & Arctic

Transportation Co. for use on the S. S. "Dis-

tributor," which carries passengers and freight

from Fort McMurray to Aklavik, within a very

short distance of the Arctic Ocean.

The Alberta Piano Co., Calgary, Alta., recently

remodeled and enlarged its store, moving the

record stock and a portion of the Victrola stock

from the basement to the main floor.

Montreal, Can., August 8.—Business during the

past month has been fairly good and well up

to last year's average of the same period.

Creatore's Band, Columbia artists, are playing

at Dominion Park from August 4 to 19. When-
ever this band appiSars up goes the sale of Co-

lumbia records.

Eleanor Ball, the noted violinist who records

for His Master's Voice, appeared lately at the

Imperial Theatre. Brown's Talking Machine

Shop supplied her with a selection of records

which were played on the stage with a Victrola

and profited by increased sales.

Definite arrangements have now been made .

for Mme. Melba, exclusive Victor artist, to

Plaza jNIusic Co. in the Canadian
.
territory.

At a recent meeting of the board of directors

of the Canadian Bureau for the Advancement
of Music Bradford Heintzman was elected presi-

dent, succeeding D. R. Gourlay, who, owing to

his leaving the music industries, has resigned.

The R. S. Williams & Sons Co., Ltd., reports

that Edison dealers in its territory have ex-

perienced much increased activity in the Edison
Diamond Amberola line since the new reduced
prices went into effect. The Canadian price on
the Amberol records enables them to be retailed

at 40 cents each, or two for 75 cents, and, as

a result, a beneficial change has been felt, par-

ticularly in record sales.

Heintzman's Edmonton, Alta., branch has

had the unique experience of sending records

almost to the top of the world. An order came
for His Master's Voice records to go with the

Mounted Police to Herchel Island and Fort

Resolution in the Arctic Circle the other day.

Phonographs are thus doing their bit to take the

loneliness out of the lives at the outposts of

civilization.

Walter F. Evans, of W. F. Evans, Ltd., Van-
couver, B. C, is vacationing in Southern parts,

making the trip by motor.

Fletcher Bros., Ltd., Vancouver, B. C, have

erected a handsome outdoor sign featuring His

Master's Voice products. They also have

erected a roof sign of tremendous size, showing
an illustration of a console model Victrola and

a Red Seal record.

J. Lodge, of the Lodge Piano House, Edmon-
ton, Alta., was a business visitor to Calgary re-

cently.

The San Carlo Opera Co. was brought to

Vancouver, B. C, for three performances by

Walter F. Evans, who made good use of the

opportunity for increasing record sales.

make a concert tour of Canada this Autumn.
Some time ago we referred in these columns

to the introduction of a new system hy the

postmaster general, by which merchandise could

be sent parcel post c. o. d. Advantage has been

taken of this by Brown's Talking Machine Shop.

Inc., which has started a mail-order business.

It has been announced that Col. Phinney, of

Halifax, N. S., has retired from the management
of Phinney's, Ltd., music.house, to take a part-

nership in a local law firm.

The Hartney Co., His Master's Voice distrib-

utor, staged a fine window displaj' recently fea-

turing the new popular Victor hit, "Cut Yourself

a Piece of Cake and Make Yourself at Home."

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY

THE MONTH'S ACTIVITIES AMONG DEALERS IN WINNIPEG
Some Free Publicity for Old Local Concerns—Canadians Hear Feist Song Hits Over the Radio

—

Sells Records to Mounted Police in the Far North—General News of the Trade

BUSINESS IN MONTREAL MAINTAINS EXCELLENT VOLUME
Appearances of Artists Increase Sales of Records—Retail Dealer Starts Mail Order Business

—

Col. Phinney Retires From Business—Window Display Attracts Attention
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Business Holds Up Despite Heat—

-

Geo. W . Lyle a Visitor—Kmpire

Music Co.'s New Store—The News

Atlanta. Ga., August 8.—Mid-Summer dull-

ness has natural]}' had its effect on trade in the

territor}-; business, nevertheless, is holding up

in a most satisfactory manner.

Geo. W. Lyle, president of the Manufacturers'

Phonograph Co., whose product, the Strand

line, is winning favor from coast to coast, was

a recent visitor here. Mr. Lyle stopped here on

his return from an extended trip to the Pacific

Coast. He is most optimistic as to talking

machine conditions, the great problem for the

Fall being the question of sufficient goods of

the type now generally demanded. The call is

for console product, and the vogue for this

class of machines is attested by the appear-

ance on the market of the latest Victor models,

No. 400 and No. 405, two beautifully designed

flat-top instruments. These have just made
their entry into local dealers' warerooms and

are being most favorably received.

The Empire !Music Co., which for the past six

months has been conducting the Victrola de-

partment at High's Departrnent Store here, has

branched out by opening another department in

the Arcade, one of Atlanta's most central and

best-patronized shopping centers. The full line

of Victor records and machines, and the Strand

line of period design consoles, are featured. Mr.

Barfield, president of the Empire, is delighted

with the way business has started off in the new
place. To distinguish it from the other estab-

lishment operated by the company, the Arcade

store is called "The Music Shop."

John Mohl, the genial assistant manager of

the Atlanta branch of the Columbia Grapho-

phone Co., left early in the month for an ex-

tended trip throughout the territory.

The entire line of 1924 Strand models is now
on display at the showroom of M. E. Lyle, local

representative for the Manufacturers' Phono-
graph Co., Strand manufacturers.

The current advertising of Okeh records is

specially featuring releases by Warner's Seven

Aces, one of the most popular local dance or-

chestras.

Alterations are booked to start this month on

extensive remodeling of the showroom of the

Cable Piano Co. It is planned to make this

one of the finest and most efficient music stores

in the city.

Westervelt Terhune, manager of the Atlanta

regional branch of the Columbia Co., just re-

turned from a trip to the New Orleans terri-

tory. He reports that dealers are optimistic

and looking forward to big Fall business.

First deliveries of the Camp-fone, the new
portable put out by the Health Builders, makers
of the famous ^^"alter Camp "Daily Dozen" and

Qju:
TheRecord of <i<i;^»y

"We Serve the South"

Inquiries

from

Dealers

Solicited

distributors for "The Records of Quality" in the South,

we have played no small part in aiding hundreds of dealers

to reap the benefits that come from handling the famous, fast-

selling Okeh Records.

We have gained the invaluable reputation among our dealers

that comes only through handling their orders—large or small

—

with unfailing promptness and absolute dependability, and offer-

ing them our hearty co-operation in the solution of their mer-

chandising problems.

Records
The Records of Quality

Wholesale Phonograph Division

JAMES K. POLK, Incorporated
Offices and Show Rooms:

294 Decatur Street ATLANTA, GA.

of "Reducing Records," have reached town.

The portable is unique because of its complete-

ness, and yet is one of the most compact ma-
chines thus far introduced here. It is handled

through M. E. Lyle, who represents Health

Builders in this territory.

Sales for the first seven months this year

show a gain of more than 100 per cent over a

year ago, according to E. F. Parr, secretarj^-

treasurer of Phonographs, Inc., Edison distribu-

tor here. Business in general seems to be im-

proving and the sale and demand for Edison

phonographs are increasing.

W. L. F. Rosenblatt, of Phonographs, Inc.,

has just returned from a trip through South

Carolina, where he called upon Edison dealers,

and reports prospects good for that section.

E. F. Parr was on a trip last week to Savan-

nah, Ga., where he found conditions good.

G. H. Kelley, of the Kelley Music Co., Edison

dealer, Gainesville, Fla., visited the offices of

Phonographs, Inc., last week and reported good

prospects over his territory and that he expects

to do a large Fall business.

During the past few days three new dealers

have been added to the list of Phonographs,

Inc., and prospects are bright for the addition

of several other names to this list during the

next few weeks.

Garber-Davis Dance Orchestra filled a week's

engagement at Asheville, N. C, commencing

August 6, playing for a benefit cabaret for the

F.iltmore Hospital. Columbia dealers in this

territory placed orders for their requirements

of Garber-Davis records in order to fill the de-

mand as a result of this engagement.

Columbia Artist Bessie Sfnith appeared in

Bessemer, Ala., after having filled a week's en-

gagement in Birmingham. Previous to this she

appeared in Atlanta and Macon, Ga. All en-

gagements are going across "big." Columbia

dealers are reaping big profits as a result of

Bessie Smith record sales.

"Sweet Pal," written by Bob Miller, man-
ager of Reinhardt's Grafonola department,

Memphis, Tenn., is showing great popularity

throughout the Southern States. Columbia
dealers are expecting substantial sales of this

selection when released on Columbia Record
A-3737.

Walton-Ivey Furniture Co., Columbia dealer

at Rockwood and Harriman, Tenn., is erect-

ing a new building at Harriman, and is mak-
ing plans to enlarge its Columbia department.

This dealer reports that business is better than

it has been in years. All of the mills are work-
ing on full-time basis.

Recent visitors to Columbia headquarters

here were: Mr. Skelton, of the Skelton Furni-

ture Co., Lindale, Ga. ; Mr. White, of the White
!Music Co., Columbus, Ga., and Mr. Hood, of

the Walker-Hood Co., Wavcross, Ga.

Richard H. Reamy, 623 Pennsylvania avenue,

S. E., Washington, D. C, recenth^ added the

Starr line of phonographs to his stock.

I 'HERE are a few towns m our Zone covered W tKe

Soutkeastem States wkere we kave no representation

and a few otker towns wkere we need additional repre-

sentation. Our proposition to tkose interested is an at-

tractive one, and we are prepared to give tke very test

of service to Edison Dealers.

PHONOGRAPHS INC.
EDISON DISTRIBUTORS

41 Cone Street _ _ _ _ Atlanta, Ga.
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WENTYTHREE YEARS of irreproachable reputation

stands back of the Federal guarantee ofmechani'

cal perfection and satisfadtory performance of

every Federal set or accessory.

There is no finer radio equipment made than

Federal. Every part is designed, made, and

minutely inspected in the Federal factory.

Every design is backed by the experience of a

quarter century in manufacturing the highest

type of communication apparatus and fifteen

years in making radio equipment which is

recognized as "standard of the radio world."

^thnui Q^A^pbmt anb S^kr^raph (En.
BUFFALO, N. Y.

Boston New York Philadelphia Chicago

San Francisco Bridgeburg, Canada London, England

RadioEquipment
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BALTIMORE
Record Demand Holds Up JVcU—Dealers and Jobbers Report Gains

—Prominent Dealers Add New Lines—Nezv Models Please Trade

Baltimore, AId., August 8.—While all talking

machine jobbing houses report a very good

business for the past month, with increases

running from 50 to 80 per cent over that of

July, 1922, the retail trade was rather dull,

owing to the unusually hot weather prevailing

practically all the month which seriously inter-

fered with all lines of retail business. The rec-

ord business, however, continued good through-

out the month and sales of a number of port-

able machines for campers also helped out on

the total business.

Good General Record Business

The record business the last month, taken

as a whole, was one of the largest that the trade

generally has experienced in several years. This

is especially true of the negro records of the

Columbia Co., according to William H. Swartz,

treasurer of Columbia Wholesalers, Inc., who
said that he finds it impossible to keep up the

orders for these records from the Southern por-

tion of the trade in his territory. The Colum-

bia New Process records of classical music are

also meeting with big results in this territory,

which Mr. Swartz attributes to a large extent to

the newspaper and magazine advertising which

the company is doing in this section. Another

reason assigned for the large increase in sales

is that the dealers generally are using large

numbers of the post-card record advertising

with very good results, as well as liberal dis-

plays of window advertising.

John A. Oldewurtel, of the Vocalion Co. of

Maryland, distributor for the Aeolian Co., also

reports big increases in the Vocalion record

sales throughout the State and believes this

Fall and Winter season will prove one of the

best in the history of the firm. E.^tensive ad-

vertising which the company has been doing

for some time past is showing very good re-

sults in the number of orders being placed

daily for the Red records.

Both E. F. Droop & Sons and Cohen &
Hughes, Victor distributors, report large in-

creases in sales for the past month or two.

Prominent Dealers Add Brunswick

C. F. Shaw, local manager of the Brunswick

branch, reports business of the agency as being

very good, with July business running about 80

per cent ahead of that of the corresponding

month of 1922, and that even this record would

have been eclipsed had he been able to supply

the trade with a number of popular models of

the Brunswick, especially with the York, on

which the local branch has been oversold ever

since this model was put on the market. Harry
C. Grove, of Washington, one of the largest

dealers in this territory, has just been added to

the list of Brunswick dealers. Mr. Grove, who
is one of the pioneer exclusive talking ma-
chine dealers, has one of the largest and hand-

somest establishments in the capital city, and
jManager Shaw feels very much elated over hav-

ing placed the Brunswick machine in the store.

Another new account opened by the Brunswick
the past month is that of the Moon Music
House, of Burlington, N. C, and the Two Lane
Music House, of Newport News., Va. In order

to take care of the rapidly increasing business

of the agency Mr. Shaw is making a number of

extensive improvements which will greatly

facilitate the handling of business. The third

floor will be given over entirely to the record

business which will leave the second floor for

office and display rooms.

Mr. Shaw is verv enthusiastic over the exten-

sive newspaper advertising which the Bruns-

wick people will launch throughout the coun-

try on the 15th of this month. Very encour-

aging reports, according to Mr. Shaw, have

been received from W. D. Causey, the Vir-

ginia salesman for the Brunswick, as well as

from M. M. Kuhn, of North Carolina, both of

whom report very good prospects for the Fall

and Winter trade.

New Victor Models Popular

T. Ralph Clark, sales manager for Cohen &
Hughes, said business during July showed a

very substantial gain over July, 1922, and that

dealers generally are placing heavy orders for

Fall trade, especially on the new art model. Mr.

Clark said this is a very good sign, as dealers

for the past several months had been buying

rather close. He attributes this increased or-

dering to a large extent to the handsome new
models which the Victor Co. is putting out,

especially the 400's and 405's, on both of which

the house has been oversold ever since they

were placed on the market.

New Columbia Models Admired
Business of the Columbia Wholesalers, Inc.,

distributor of the Columbia line, shows a very

substantial increase each month, according to

William H. Swartz, secretary and treasurer, who
says that the agency has been practicallj' cleaned

out of all old models and is heavily booked on the

new models with exclusive Columbia features.

This is especially true, he said, of the new $100

upright machine, which is the biggest seller in

this territory that the company has ever put out

and on which, he said, they had sold out a car-

lot in one day with a number of unfilled orders

still on the book.

Interesting News Brieflets

William C. Roberts, manager of E. F. Droop
& Sons, has just returned, with his family, from
an auto trip through New England. Mr. Rob-
erts left on the 29th of July and reports

having had one of the pleasantest trips since

he started taking his vacation in an auto.

I. Son Cohen left on July 31 for a trip to

Niagara Falls and Canada with his family. Mr.

HIS MASTERS VOICE"
BALTIMORE, UD. WASHINGTON, D. C.

i

PROSPERITY
This fall depends on YOU.
Prepare now, and insure Success

VICTOR
DISTRIBUTORS
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VAN VEEN & COMPANY
Designers and Builders

Complete Interiors for Phonographs and Musical Merchan-
dise stores and departments.

Our work has stood the test of years and has our reputa-

tion solidly behind it. As to price, equal value cannot be had
for less.

We have complete departments ready to ship anywhere.
Write for catalogue or representative.

VAN VEEN & COMPANY, Inc.
Offices and Warerooms:

413-417 East 109th Street Telephone Lehigh 5324 NEW YORK CITY

Cohen made the trip in an auto and will return

about August 15.

WilHam Biel, of Cohen & Hughes, left the

first of the month for a trip to Europe and will

return about September 1.

C. F. Shaw, manager of the local Brunswick

agency; H. H. Sheldon, assistant manager, and

E. D. Wallerstein are attending the Eastern

Salesmen Convention at Asbury Park on Au-

gust 8, 9 and 10.

C. D. Nichols has resigned as North Carolina

representative of the Brunswick Co.

C. D. Calimar, proprietor of the Richmond
Furniture Co., of Baltimore, who operates six

trucks in selling Columbia machines and rec-

ords through the surrounding suburban terri-

tory, reports business as very good, the truck

campaign for business being largely responsible

for this satisfactory condition.

A. N. Callis, North Carolina salesman, and

H. W. Button, western part of Virginia sales-

man of Columbia Wholesalers, Inc., have re-

turned from their vacations and have started

out on an intensive selling campaign which is

already resulting in increased business.

L. L. Andrews, president of Columbia Whole-
salers, Inc., has just returned from a trip to

the eastern part of Virginia and District of

Columbia and reports very good results with

dealers in that territory who are looking for-

ward to a good Fall business.

VACATIONED IN WHITE MOUNTAINS

Sidney R. Risser, of Brilliantone Co., and Ed
Vorbach Enjoyed Mountain and Canadian

Trip—Now Ready for Fall Campaign

Sidney R. Risser, popular member of the

sales staff of the Brilliantone Steel Needle Co.,

CABLE RENEWS ATLANTA LEASE

Atlanta, Ga., Aug. 6.—The lease of the Cable

Piano Co. on the space it has been occupying
in the Cable Piano Co. Building has just been

renewed for ten years. The building is owned
by Mrs. Junius Oglesby and Mrs. W. S. Wit-
ham, who receive $25,000 yearly from three

tenants, the others being the Atlanta Conserva-

tory of Music and the Pictorial Review.

gether this year. The accompanying illustra-

tion shows Mr. Risser recuperating from a

heavy year of needle selling and resting against

the veranda of the Bretton Woods Hotel in the

White Mountains. After some time spent in

this ideal location the pair moved on to Canada
for a trip through the Dominion, which, need-

less to say, was greatly enjoyed.

Vorbach Bros, already conduct two stores,

one in Richmond Hill and the other in Jamaica,

and it is the intention of the company to open

another one in time for Fall business.

NEW STORE IN PEKIN, ILL.

The Ehrlicher Music Shop, of Pekin, 111., will

soon be an addition to that thriving city. Mr.

Ehrlicher has for many years sold Victrolas on

the second floor of his drug store. This depart-

ment will continue to be efficiently handled by
Miss Helen McHenry. The new store will be

devoted exclusively to things musical and will

be managed by Miss Grace Van Coutren and

Miss Ruth Ehrlicher, both of whom have had

considerable merchandising experience.

Sidney R. Risser

New York City, and Ed Vorbach, of the well-

known firm of Vorbach Bros., Long Island talk-

ing machine retailers, spent their ^acations to-

COLUMBIA IN THE ARCTIC REGIONS

St. Louis, Mo., Aug. 7.—The Raigor Music Co.,

of this city, Columbia dealer, received recently

an interesting letter from Rampart, Alaska, in

which was enclosed a money order with an

order for a Columbia Symphony record. This

Columbia enthusiast in the far North wrote as

follows: "My Columbia Grafonola and Colum-

bia records have given me great entertainment

and pleasure and have cheered me in my lone-

some hours."

ARE YOU FEATURING
VIOLIN SPRUCE REPRODUCERS?

THIS wonderful new-principle phonographic reproducer

is so positive in its tonal developing powers that it sells

itself and makes enthusiastic friends. Made of Violin Spruce

from far Alaska, these beautiful instruments enhance the re-

productions of any record made. If you don't know The

Violin Spruce Reproducer and its sale possibilities write at

once for sample and our money-making dealer's proposition.

THE DIAPHRAGM COMPANY
1836 Euclid Avenue CLEVELAND, O.
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PORTLAND, ORE.
Trade Situation Most Encouraging-

New Home—Preparing for Fair—

—Hyatt Talking Machine Co. in

-Children's Recitals Make a Hit

Portland, Ore., August 4.—After making the

rounds of both the jobbers and retailers of the

talking machine and record industry here it is

most apparent that business for the month of

July was far above that of the corresponding

month of 1922, and although nothing out of the

ordinary transpired the sale of machines and
records kept up a steady pace.

Hyatt Co.'s New Quarters

The Hyatt Talking Machine Co., for several

years located at 3S0 Alder street, opened for

business July 30 at 386 Morrison street. The
new establishment gives this firm more than

20 per cent more room for merchandise and
display purposes than at its previous location.

On the main floor are a well-appointed service

counter, six phonograph demonstrating rooms,

and two large rooms for pianos, which will be

included in the stock in the near future. On
the mezzanine floor are three large rooms for

machines, two for console and one for upright

models. The console rooms are large enough
to display in splendid style forty machines,

while the upright room will easily accommodate
twenty machines.

The Cheney line has been added since mov-
ing into the new location, which gives this firm

the Victrola, Edison, Brunswick, Columbia and
Cheney phonographs. The store is finished in

French gray woodwork with velvet French
gray carpets and wicker furniture used through-

out the store, with bright cretonne drapes,

which give the needed touch of color.

Mr. Hyatt anticipates splendid business in his

new location and is looking forward to a busy
year. A repair shop has been established at

522 Washington street, to be known as "The

Phonograph Shop." It has been put in charge

of Ira Holdiman, and aside from the repair

work he will carry Mr. Hyatt's line of phono-
graphs and records.

Exhibit at Multnomah County Fair

The Reed-French Piano Co. had a most elab-

orate display of musical instruments at the Mult-

nomah County Fair, July 31 to August 14, inclu-

sive, where it showed the Edison, Victrola and
Hallet & Davis phonographs, and the Hallet

& Davis line of pianos. The Reed-French Co.

was the only music firm represented and its

booth, which was artistic in every detail, was
the rendezvous of throngs which attended the

fair and many live prospects were secured.

Saturday, July 28, was the biggest day since

December, was the report of Helen Briggs,

manager of the Victrola and Brunswick depart-

ment of the Seiberling, Lucas Music Co.

Visits the Edison Dealers

Harry Marshall, district manager of the Edi-

son Phonograph Co., Inc., visited the Edison

accounts in southern Oregon during the past

month and reports excellent conditions pre-

vailing throughout the entire southwestern part

of the State. Mr. Marshall went on to San
Francisco and expects to return to Portland

about the third week in August.

Features Recitals by Children

The phonograph department of Meier &
Frank, representatives of the Victrola, Edison,

Columbia and Sonora phonographs, is featur-

ing Saturday morning children recitals in con-

junction with the Meier & Frank radio station,

KFEC. Wm. Hodecker, manager of the de-

partment, reports great interest in the concerts

and expects to continue with them through- the

Summer months. Mr. Hodecker left August 1

for an extended trip East, where he will visit

several manufacturers whom they represent.

Arthur Stein, manager of the Victrola de-

partment of Sherman, Clay & Co._, has returned

from an extensive vacation trip through Califor-

nia and as far South as Tia Juana, Mexico.
Mr. Stein visited all of California's principal

music establishments, where he studied meth-
ods, etc., and reports gaining many splendid

ideas which he hopes to put into local practice.

A handsome new Dodge truck has been added
to the Victrola department of Sherman, Clay

& Co. to take care of their rapidly increasing

retail business.

W. H. Lawton, Pacific Northwest representa-

tive of the Columbia Co., with headquarters in

Seattle, visited J. P. Carney, local representa-

tive, for several days recently while en route to

the Columbia factory. Mr. Lawton was joined

at San Francisco by P. S. Kantner, Caast rep-

resentative of the company.
Marvin Lee, Western sales manager of Water-

son-Berlin-Snyder Co., visited Portland during
the past month with a number of new hits for

the sheet music departments and also intro-

duced to the trade the Cameo and Lincoln
phonograph records.

Miss C. Hogan, for the past year one of the

most popular young ladies in the record de-

partment of the Wiley B. Allen Co., has re-

signed and returned to her home in Oakland,
Ore.

FRIEDA HEAIPEL'S PLANS FOR FALL

Frieda Hempel, famous Edison artist, plans to

end her tour with a Jenny Lind concert at

Albert Hall in London. She has covered most
of Europe during the Summer season. Among
her important engagements on returning to

America are those on December 13 and 14, when
she will make her first appearance with the

Detroit Symphony Orchestra, which is now be-

ing conducted by Ossip Gabrilowitsch.

ORO-TONE No. 4 Automatic Helps You Sell the EDISON

Patent Applied for

Illustration shows the position for playing Victor and
all other lateral cut records. Note the dotted line

which shows the exact centering of the needle on the
record and which prevents the reproducer from coast-
ing when record is finished pla>*ing.

O many dealers the country over find it easier to close sales of Edison
Phonographs when they can demonstrate the use of a perfect equipment for
playing Victor and all other lateral cut records on the superb Edison—

AUTOMATICALLY. A great many people prefer to own an Edison Phonograph
but they desire very frequently to be able to play other well-known records. That
is why the Oro-Tone No. 4 Automatic Equipment is being used by many Edison
dealers to close difficult sales.

Five Exclusive Features
1— It AUTOMATICALLY adjusts itself to the correct
weight for playing all lateral and vertical cut records;
2—It AUTOMATICALLY adjusts itself to the correct
needle center and the correct angle of reproducer on the
record; 3—It AUTOMATICALLY adjusts itself to the
proper height to swing clear of the record when playing
vertical cut records; 4—The reproducer will not coast when
record is played through; 5—If you desire, you may play
Edison records with a regular fibre needle, producing
splendid volume and clear definition.

Sample Sent on Approval
Send no money. Just ask us to send you
a sample of this remarkable equipment on
APPROVAL. Use this sample and put it

to every test you wish. Demonstrate it

to your customers and you will find, as so
many other Edison dealers find, that they
will be easier to sell because of their de-
sire to be able to play all records on their
phonograph. Send for this sample—TO-
DAY.

LIST PRICES
No. 4 Edison Automatic Equipment

NICKEL FINISH $7.00
GOLD FINISH S9.00
GOLD OXIDIZE $9.00

Attractive Needle Cup Case, each 35c.

Usual discount allowed to responsible dealers. Please
lurnish references it" you are not rated.

Showins the ease

may be removed by

reproducer.

with

simpl:

which needles

y turning up the

Patent Applied for

Illustration shows the position for playing Edison and
all other vertical cut records. Note the dotted line

which shows the exact centering of the needle when
turned to play vertical cut records. The pressure
or weight on the record is the same as that of the
regular Edison reproducer.

1000 George St. Chicago, 111.

Ask Your Edison Jobber for Sample

Attractive Needle Cup Case

Here is a very esseatial article for every Edison phonograph
that can also be used to hold cither reproducer when the

same is not in use. Made of substantial and durable mahogany'
colored leatherette. Each case is fitted with three gun metal
finish needle cups as shown in illustration. Price of single

case, 35c. less the usual discount.
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DOMES of SILENCE
^'Better than Casters''

Made unaer Patent No. 995/58 which
has been vigorously contested and
sustained by the Court of Appeals.
Any infringers and those involved in
the manufacture, sale or use of same
will be liable for prosecution and sub-
sequent damages.

Adaptability
Furniture will go anywhere on DOMES of SILENCE.
Furniture equipped with these slides is equally at home
on wood floors, rugs, linoleums or carpets.

They give complete satisfaction on any floor under
any condition.

This perfect adaptability is one of the strongest featiires

of DOMES of SILENCE—one of the features that makes
them perfect footwear for furniture—one of the features

that makes them better than casters.

This quality of adaptability is but one of the strong

qualities offered by DOMES of SILENCE. Remember
there are five other features:

Economy
Silence

Invisibility

Simplicity

Service- Long wear

These are the factors that mean perfect footwear for

furniture.

DOMES of SILENCE Z)«V/5/oM

Henry W. Peabody & Co.

J7 Slaic Street, New \otV. Giy

In all your Talking M.achine orders

Specify DOMES of SILENCE
"Better than Casters

3J

Extra Heavy
Size

—

114 in.

MADE IN SIX SIZES SUITABLE FOR ALL KINDS OF FURNITURE

14 in- K in. H in- -: s in.

Reg. U. S. Pat. Off. No. 995758 which mil be strictly enforced.

What we say above about Furniture applies also

to Phonographs
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SAN FRANCISCO
Unusually Brisk Demand for Records Features Mid-Summer Trade
—Revenue Agents "Collect" on "Talkers"—Month's News of Trade

San Francisco, Cal., August 2.—Record busi-

ness is unusually heavy for mid-Summer, accord-

ing to the statements of the wholesale distrib-

uting agencies, and business in general is not

discouraging for the Summer period.

Revenue Agents Collect on "Talkers"

Overzeal on the part of certain representa-

tives of the Internal Revenue Department
caused a commotion in San Francisco this

month, but the trouble is all over now. These
agents attempted to collect taxes on talking

machines which had gold fittings and did actu-

ally collect money from a few dealers. The
Music Trades Association of Central California

immediately took the matter up with the Gov-
ernment and a speedy adjustment was made.

Eventually, it is presumed, those who paid the

tax will have their money refunded. Dick
Quarg, manager of the Phonograph Studio,

Powell and O'Farrell streets, was one of those

who were held up and who paid.

Local Artists With Brunswick
The famous jazz music of Paul Ash and His

Syncopated Orchestra is soon to be perpetuated

for posterity. Paul Ash, who is conducting at

the Granada Theatre, this city, has signed up
with the Brunswick-Balke-Collender Co. to

make records. Some difficulty is being experi-

enced in finding a proper hall for reproducing

the music. These records will be made in San
Francisco, but the report that the Brunswick
Co. is to establish a regular pressing plant on

the Coast is without foundation, says P. F. Cor-

coran, the Pacific Coast sales manager of the

Brunswick phonograph department.

A. J. Kendrick, general sales manager of the

Brunswick-Balke-Collender Co., accompanied by
Messrs. Darbee and Henchen, are in San Fran-

cisco on an official visit from the Chicago head-

quarters.

Plcinning New Wurlitzer Store

The Rudolph Wurlitzer Co. is planning to

open a store in the Mission district of San
Francisco. The manager of the branch will be

William Sanchez, it is expected.

G. A. Schilling Transferred

G. A. Schilling, formerly manager of the talk-

ing machine department at the Stockton store

of Sherman, Clay & Co., has been transferred

to the retail Victor department of the San Fran-

cisco store.

George W. Lyle a Visitor

George W. Lyle, president. Manufacturers'

Phonograph Co., manufacturer of the Strand,

has been in San Francisco in the course of a

Western business trip. He made his temporary

headquarters with Walter S. Grey, the Pacific

Coast representative of the Strand.

Edison in Good Demand
Edison Phonographs, Ltd., Edison distributor

for the West Coast territory, with offices in this

city, Portland, Ore., and Los Angeles, has been

enjoying a satisfactory demand during the last

month. The volume of orders being received

is an indication of the popularity of the Edison

here. Demand for the Edison during the entire

Summer, on the whole, was satisfactory and a

definite improvement has been noted each

month which is expected to continue right

through the Fall and Winter.

Wiley B. Allen Remodeling Branch

The private office of James J. Black, sales

manager of the Wiley B. Allen Co., is graced

at present by a handsome bronze plaque won
by the Wiley B. Allen golf team recently from

the team of Sherman, Clay & Co. The trophy

is a perpetual one to be contested for each

year by the two teams. Mr. Black says that the

talking machine business for the first half of

1923 shows a substantial increase over the same

period of last year both in the Coast cities and

the interior. Alterations are in progress at the

new Sacramento store and the new talking ma-
chine department in this branch will be one of

the finest and most conveniently arranged de-

partments in the district. The new store is

located at 918 K street. The manager of the

store is R. P. Raygurt.

Window Displays of Columbias

The demand for Columbia records is still

very strong and Columbia records and instru-

ments are featured conspicuously in a great

many show windows this month.

Munson-Rayner Opens Local Office

The Munson-Rayner Corp., of Los Angeles, is

opening an office in the Aaron Building, Third

The Demand

for

NEWMISON
COMPARISON '\yiT.HjS|Hi||UVING ARTIST

REVEALS-'NdilfiiiRliERENCE

RE-CREATED
music has

1. Produced an Edison to suit every income

• 2. Released new records every week

3. Reduced record cost to the Edison owner

. 4. All of which means

MORE SALES FOR THE EDISON DEALER
6. We serve the entire Pacific Coast

7. A few good business centers still open

5.

Edison Phonographs, Ltd.
Los Angeles San Francisco Portland

PLAYS EDISON RECORDS

The "VICSONIA"
REPRODUCER

Truly a Reproducer that will please the
most cultured musician and discriminating
critics. For over nine years the recognized
medium for playing EDISON Records on
VICTOR and COLUMBIA Machines.

Made in Silver and Gold. Fitted with
Sapphire or Diamond Point. One
Silver, Sapphire Point Reproducer

Sent on Receipt of $4.50.

VICSONIA MFG. CO.
INXORPORATED

313 East 134th Street NEW YORK

and Mission streets, this city. The company

has just taken over the jobbing agency for the

Vocalion records, formerly handled in this ter-

ritory by the Magnavox Co. The concern also

has the Pacific Coast agency for the Cheney

phonograph. The San Francisco sales manager

is E. R. Darvill.

Adds Cheney Line

The talking machine department of the

Nathan-Dormann Co., San Francisco, has just

added the Cheney line of phonographs to its

offerings. B. Scott, manager of the department,

reports several important sales the first week.

He also reports good demand for Victor

records.

Interesting News Brieflets

Andrew McCarthy, of Sherman, Clay & Co.,

is taking a vacation rest at Bohemian Grove,

on the Russian River.

Leon Lang, general manager of Kohler &
Chase, is taking his vacation this Summer with

his family in Lake County.

O. N. Rothlin, the new and progressive man-

ager of the Phonograph Shop, 109 Stockton

street, says the sale of high-priced phonographs

has continued to increase during the Summer.

Meanwhile the sale of portables has been much
heavier than a year ago.

Clark Wise, San Francisco, has returned

from his annual vacation at Napa Soda Springs.

R. A. Wise, of the Clark Wise Co., is now
taking a few weeks' rest at Bartlett Springs.

Robert Bird, manager of the wholesale Vic-

tor department of Sherman, Clay & Co., says

that the prospects for Fall business are very

bright, judging by the way orders are coming in.

TO HAVE A MUSIC DEPARTMENT

East Radford, Va., August 8.—R. N. Gentry &
Co., now opening on Main street, will have a

music department along with the regular furni-

ture business.

Repair Parts, Main Springs, Motors

Single-spring Motors $ 2.50

Double-spring Motors 3.25

Liberty Motors 6.00

Three-spring Motor 12.50

Four-spring Motor 15.00

Tone Arm and Sound Box, per set,

$1.35 and up

WRITE FOR CATALOG

PLEASING SOUND PHONO. CO.
204 E. 113th St. New York, N. Y.
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LD\NINSS'sWORL[yMU5l
SEES GOOD IN PRESENT TENDENCIES OF "JAZZ" MUSIC

Carl Engel, Curator of the Congressional Library, Looks Forward to Originzil Type of American
Music Being Developed From So-called "Jazz"—True "Jazz" Already Passe

Carl Engel, curator of the Music Division of

the Congressional Library, is one of the many
prominent musicians of national and interna-

tional fame who do not follow the mental atti-

tude of those who denounce "jazz" music.

While, naturally, he does not advocate it as, the

best American type of music, he sees much good
in these original music tendencies and looks

forward to there being developed from them a

distinctly American type of music which should

win recognition from the lovers of better-class

music.

This brings to mind the erroneous conception

of the term "jazz." In popular music publish-

ing circles, which are responsible for the pub-

lication of such music, the term "jazz" has

almost become passe. There are a few of the

present-day numbers that will be so termed by
popular publishers. Indeed, the strictly "jazz"

numbers are not now creating wide sales. Of
the current successes probably only two songs

would come under such a heading. Unusually

good "jazzy" pieces continue to have some pop-

ularity, but the limitations are so defined that

the publishers are wary of accepting them for

publication.

Most of the "jazz" numbers are to-day pub-

lished by various small houses and are written

particularly for colored performers and for ren-

dition on talking machine records, the manufac-
turers of which have developed a wide colored

following. These are mostly songs and are

billed as "blue" numbers. Several female col-

ored artists have won national popularity

through the singing of such songs. Their very

titles generally carry the word "blue" in some
form. They are really a particular type of

colored song.

To the better class of music lovers, particu-

larly those who are considered authorities, all

present-day popular numbers are called "jazz."

The result of this is that newspapers continue

to frequently refer to "jazz" music. This is a

misnomer, however, as probably 98 per cent of

current fox-trots are strictly melody numbers.

In their original form they can be sung to

advantage as good vocal selections. For the

use of the dance orchestras the arrangers in

orchestrating often include additional music

which gives full use to the modern orchestra.

If the publisher does not do this the arranger

for the leading orchestras adds those features.

Such orchestras, however, term themselves

syncopated symphonists and, whether or not

this is the best descriptive term, it must be

admitted that most of the present-day orches-

tras, either appearing on the dance floor or in

the vaudeville theatres are greatly improved
combinations over the "jazz" aggregations

which were so prominent in the early post-war

period. The success of those earlier orchestras

was based upon the volume of noise, the special

tricks, the weird use of the clarinet and saxo-

phone and the addition of old hats, tin buckets

and bells, to get unusual effects.

Most of the modern dance orchestras have
eliminated such effects altogether, or they are

used to a very small degree and possibly once in

an evening's performance to give novelty to the

program. The word "jazz," rightfully used, is

taking longer to die than jazz music, which is

almost extinct.

NEW BERLIN NUMBER GOING WELL

"When You Walked Out Someone Else Walked
Right In" to Have Heavy Campaign of Ex-
ploitation Behind It

Irving Berlin, outside of the music for his

"Music Box Revue" shows, has written few

songs in recent seasons. However, those that

he has written have attained national popularity.

His latest popular song is entitled "When You
Walked Out Someone Else Walked Right In."

The campaign of exploitation behind this new-

est offering is hardly under way, as the plans of

Irving Berlin, Inc., the publisher, contemplate

making it not only one of the leaders of its

catalog, but one of the big hits of the year.

Despite this song's youth it is not only heard

from where songs are given publicity, but it has

succeeded in obtaining for itself some unusual

comment in newspapers throughout the coun-

try. Anything Berlin does is always good for

several paragraphs from the writers on music.

One of the severest critics of daily papers is

known as "Davis," of the Cleveland Press. A
word of praise from this source is unusual, but

in a recent edition of that publication a lengthy

article on Berlin's song, "When You Walked
Out Someone Else Walked Right In," appeared

under the caption "Off With the Old Love, On
With the New" (described as the theme of a

bright new dance song by Irving Berlin). In

praising Berlin's song Davis took the opportu-

nity of rapping the modern orchestra, in which

he says "Modern dance pieces depend greatly
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on how they are played. But the tendency of

orchestras is to copy one another and play much
alike." He found no such fault with the rendi-

tion of Berlin's song and as regards the lyrics

he shows even more enthusiasm by reprinting

the end of the chorus. The whole article car-

ried a five-column head and should assist sales

materially in Cleveland territory.
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ANatural Hit- TheBeautifulm^Ballad

E. C. MILLS NOW CHAIRMAN OF THE A. S. C. A. AND P.

Chairman of the Music Publishers' Protective Association Also Becomes Executive Head of

Composers' Organization—Plans European Trip to Arrange Reciprocal Agreements

E. C. Mills, chairman of the executive board

of the Music Publishers' Protective Associa-

tion, after a series of conferences with a com-
mittee from the American Society of Com-
posers, Authors and Publishers, has accepted

the chairmanship of the executive committee

in that organization.

For the past several months the A. S. C. A.

and P. has endeavored to acquire the services

of Mr. Mills. However, he showed some hesi-

tancy in accepting the office through the fact

that the Society's original plea was for his ex-

clusive services.

Under the present arrangements Mr. Mills

will continue in his - executive capacity in the

M. P. P. A. and will also undertake the respon-

sibility of directing the activities of the Com-
posers' Society.

Mr. Mills plans a trip to Europe in the early

Fall for the purpose of closing arrangements
with composers' societies of Europe, including

those in England, France, Italy and Germany,
whereby, through a reciprocal arrangement,

fees will be collected by the various societies

throughout the world and an equitable distribu-

tion be made of same.

The A. S. C. A. and P. will shortly inaugu-

rate some new plans for the purpose of inter-

esting more of the standard publishing organi-

zations in its activities. This, together with some
entirely new, original and fair methods of col-

lecting license fees from vaudeville, motion pic-

ture theatres, as well as cabarets and dance

halls, is planned.

INTENSIVE FEIST CAMPAIGN

Puts Heavy Publicity Behind "Cut Yourself a

Piece of Cake and Make Yourself at Home"

Leo Feist, Inc., is running one of the biggest

publicity campaigns on the new novelty song,

"Cut Yourself a Piece of Cake and Make Your-

self at Home," ever inaugurated by that pro-

gressive publishing house. A large advertising

appropriation has been made to exploit the num-

ber and every channel of publicity which will

aid the number to popularity is being covered.

Some particularly attractive dealer material

has been forwarded to the trade. This includes

hangers, cutouts, window strips and other sales

creators. A particularly appropriate piece of

material for counter use is a cutout of a large

chocolate-covered cake with an easel back which

can be placed anywhere in the store. The effect

obtained with this multi-colored cutout is quite
realistic, showing, as it does, a cake from which
a generous slice has been served and a knife
in a position ready for this service.

REVIVAL IN "BLUES" NUMBERS

Edward B. Marks Co. Declares Such Publica-
tions at Height of Popularity

According to the sales department of the Ed-
ward B. Marks Music Co., there has been a
revival in the craze for "blues" numbers. In
fact, it is this firm's opinion that the demand
for "blues" is at its height. To justify this

contention is the eagerness of mechanical re-

production companies for real "blue" numbers.
The Marks organization believes that "blues"

are distinctly the creation of colored people.-

I'hey live them, they breathe them and they

write them and from this viewpoint some of
the best "blue" numbers, naturally, will come
from colored writers.

The Edward B. Marks Music Co. has given
much thought and attention to the selection of

"blue" compositions. Among the earlier works
of this type that were published by that organi-

zation and proved popular were "Tishomingo
Blues," "Corinne Blues" and others of like cali-

ber, all of which are still popular and enjoying
an excellent demand.
Recently the sales department of the Marks

Co. obtained a series of numbers which had
attained popularity in and around Memphis,
Tenn. The songs composed by Bob Miller are

"Strut 'Long, Papa" and "Uncle Bud" (Bugle
Blues). These two offerings have already had
some popularity in Northern territory and with
a campaign, as inaugurated by the present pub-
lisher, their success on a national scale seems
assured.

Among the recording artists that are doing
these two numbers is Daisy Martin, and both

of these songs will, undoubtedly, be included in

early Fall releases of practically all mechanical
companies catering to purchasers of "blue"

music.

Other outstanding "blue" numbers in the

Marks catalog are "Brown Baby," "There'll Be
Some Changes Made," "Memphis Man," "Two
A. M. Blues," "Log Cabin Blues," "Georgia

Blues" and "Papa String Beans."

NEW COMPOSITION BY MISS BAUER

Marion Bauer, the celebrated composer,

whose works are being programmed by leading

musicians of the country, has recently written

a set of three "Preludettes," which have just

been issued by G. Schirmer, Inc., of New York,

which, according to musicians who have had

the privilege of trying them, are destined to

have quite a vogue, particularly among teachers

of children. They are, as might be expected,

admirably written.

100% "STRUT-BLUES"-WINNERS
A'!.:er studying carefully the "Blues" market and the genuine "Struts" written by

natural-born writers of "Blues," we were lucky to strike these (Just Secured):

'STRUT 'LONG PAPA"
'UNCLE BUD" (Bugle Blues)

'PAPA STRING BEAN"
'BROWN BABY"
'THERE'LL BE SOME CHANGES

MADE"
'MAMA! (Won't You Come and

Ma-Ma Me?)"

'MEMPHIS MAN"
'2 A. M. BLUES"
'LOG CABIN BLUES"
'GEORGIA BLUES"
'WHAT YOU WAS, YOU USED TO BE"
'SUSAN'S GINGERBREAD"
'BALTIMORE, M. D. (The Only Doctor

For Me)"
'UNCLE JOE (The Hockshop Man "

100% STANDARD "BLUES"
'TISHOMINGO BLUES"
'SHIM-ME-SHA-WABBLE'

'CORINNE BLUES"
'GRAVEYARD BLUES'

Complete Piano Copy 35c Each — Any 4 for $1.

RECORDS — ROLLS Made by All Leading Companies On Sale Everywhere

EDW. B. MARKS MUSIC CO.
46th Street Near Broadway Next to N. V. A. (No Number Necessary)
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THREE HOT TUNES—HOT OFF THE PRESS—BEING PLAYED EVERYWHERE

ALL
WRONG

SALT
YOUR
SUGAR

WHAT
COULD BE
.SWEETER

IRVING BERLIN, INC., 1 607 BROADWAY, NEW YORK CITY

ROCCO VOCCO RECEIVES MEDAL

Chicago Manager of Leo Feist, Inc., Receives

Appreciation of One of His Abilities

With much pomp, ceremony and salaaming

Rocco Vocco, Chicago manager of Leo Feist,

Inc., was recently presented with a magnificent

medal by a personal representative of the Sko-

rum Club of Sahara. Mr. Vocco's linguistic

abilities enable him to converse freely in many

languages and he is especially fluent with the

difficult Egyptian tongue. Golfing being some-

thing new for Sahara-ites Mr. Vocco had the

good fortune to be paired in a match with the

Hon. Arru Shallah Jey, to whom golf scores

were as blank as the desert itself.

The Hon. Arru was an awful bust at the game

and did eighteen holes in 134, but the ever-

gallant Rocco deftly slipped him his own card

of seventy-seven, much to the surprise of the

Egyptian gentleman. On reaching the club-

house he was proclaimed as a hero, cheered to

the echo and feted extensively.

Hundreds of Egyptian members of the Sko-

rum Club with a membership throughout the

world contributed to the medal presented to

Mr. Vocco and his photo now graces the many
clubrooms of the organization. Rocco, stunned

by it all, asked his suave friend the Hon. Arru
Shallah Jey what "Skorum" meant. The Hon.
Arru Shallah Jey, salaaming with much dignity,

backed slowly to the door and, drawing himself

up to his full height, hissed in pure Chicago-ese

"Liar!"

Lee S. Roberts' latest song, "Oh, Harold,"

published by Forster, Music Publisher, Lie, Chi-

cago, 111., seems bent upon being as popular as

some of Roberts' past successes. Lee Roberts

seems to have the knack of writing songs and
instrumental selections that have a wide appeal

and "Oh, Harold" is fast attaining national

prominence in song and dance form.

PUBLISHERS WIN IN COURT

A final decree was recently handed down by
the United States District Court for the Eastern
District of Pennsylvania whereby a long list

of theatre owners are perpetually enjoined and
restrained from publicly performing a number
of popular songs.

The cases involve some twenty-nine de-

fendants in suits brought by a number of pub-
lishers, members of the American Society of

Composers, Authors and Publishers, which have
been before the courts for adjudication for the

past two years.

In addition each defendant is fined $250 and
the court costs, involving close to $100, and
are compelled to pay attorney fees of $150 by
order of the court.

While no new legal decision is involved in

the above cases, the verdict is a sweeping vic-

tory for the Society, inasmuch as it involves

a score of defendants in one particular territorj'.

We have no mackerel, peanuts, bologna, cake, pineapple, codfish, pickles, but we have

I'VE YES! H^^E NO

BANANA BLUES
(Suggested by our sensational hit *'YES! We Have No Bananas**

)

AND

OH! MIN
The greatest comedy song in years. CON CONRAD, the writer, says: ''Better than

my 'BARNEY GOOGLE' or 'YOU GOTTA SEE MAMA'

"

Shapiro, Bernstein & Co., Inc.
Music Publishers

Cor. Broadway and 47th Street New York
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PUBLISHERS' DEALERS' HELPS AND THEIR UTILIZATION MEETING THE COOLNESS DEMAND

Co-operation Offered the Dealers by the Publishers One of the Most Important of Sales Stimu-

lators at Their Disposal—The Question of Standardization in the Material Furnished

Strand Theatre in New York Uses Two Feist

Numbers in Hot Weather Program

At the past two conventions of the National

Association of Sheet Music Dealers, the form,

style and dimensions of standard music pub-

lishers' literature for the consumer to be used

by the dealer have been discussed. Some sug-

gestions have been made and given considera-

tion towards standardization, so far as size is

concerned, of much of this material. However,

it has been clearly shown and proved that all

material will not conform admirably to any

standardized arrangement.

At times there have been some expressions

from dealers as to the value of this consumer
material. One dealer went so far as to state

that 90 per cent of it was worthless, which, of

course, was an ill-advised statement that the

speaker would hardly attempt to prove. Most

of the dealers value consumer literature and

make good use of it. In some instances they

receive a greater volume of circular material

than can be used. But in the majority of

cases the way is generally found to at least use

the greater proportion.

No doubt, if more attention were given by

the trade to the amount of such literature

ordered, or accepted, thousands of dollars would

be saved publishing organizations during the

course of the year. This material is all pre-

pared with great care; the minutest details are

covered before allowing it to go to press. It

is issued for the guidance of music lovers and

for their appeal. Thus it is generally a sales

creator and, consequently, of considerable value

to retail dealers.

Most of the publishing organizations have a

high-salaried and at least a high-class adver-

tising and publicity department. The leading

publishers, too, have had long experience as

retailers. They know, of course, the retailer's

problems in regard to consumer literature and

they have the consumer's viewpoint. There are

hardly any instances where such material is a

total waste. It may not be used for the pur-

pose for which it was designed, and, therefore,

find the wrong abiding place, but its proper

use, undoubtedly, serves its end, and that is to

arouse interest and create sales.

This brings to mind the position of the trade

paper as a medium of information for the

dealer. Occasionally, it is said that trade papers

use too much "plug" material and, looking back

a few years, there was undoubtedly a basis

for this opinion. To-day, however, the well-

regulated trade paper eliminates the strictly

"plug" news item. Naturally all new issues are

mentioned in some form, and it is well they

should be, for that is news if the writer's imagi-

nation has not been allowed to intrude upon
the strictly news end of the song's release.

There should, however, be a standard to the

style and a limit to the "puffery." If this is

adhered to, news items on current successes,

the opening of shows, the release of new num-
bers,- the amount of energy placed behind their

exploitation, the caliber of the house and the

size of its appropriations given consideration,

the columns of the trade press, whether it is

mentioning a love song, a ballad, or a jazz

number will be found most valuable to any

wide-awake dealer.

Naturally, there is much other news material

besides "plug" stuff which is most appropriate

for dealer consumption and which aids him con-

siderably in the conduct of his business. Over
a short period this may not be so noticeable,

but in any given quarter or yearly period we
know the time spent in reading trade news will

be found most profitable.

An original plan to give a touch of the cool

country to those who must stay in the city over

hot week-ends is bringing big results and mak-
ing a rich man of its originator, Joseph
Plunkett, director of the Mark Strand Theatre,

New York City.

Mr; Plunkett has turned his theatre into what
is in effect a country meadow. Artificial breezes

cool the dim recesses of the big auditorium.

The odor of fir trees which stand in the lobby

fill the air, while overhead ice water runs

through hidden pipes with a tinkling sound
that suggests an April shower.

From the orchestra pit come the realistic

singing of birds and the humming of bees. The
curtain rises on the kind of woodsy scene that

the audience has been dreaming about all the

hot, humid day. Boys and girls in cool whites

and greens form part of the picture, which is,

however, merely a background for the most
cooling feature of all, the lilting, airy melody
of the Summer's favorite fox-trot songs,

"Swinging Down the Lane" and "Saw Mill

River Road." And while the Summer boys and

girls sing the tired audience dreams of shady

lanes and eventide on river roads.

PAUL SPECHT A HIT IN LONDON

Orchestra Featuring Several American Num-
bers—To Start on Long Vaudeville Tour

Paul Specht and His Orchestra, which has

made a distinct hit in London playing at the

Royal Palace Hotel and at the "Corner House,"

have made arrangements for an extended tour

of England and the Continent over the leading

vaudeville circuits.

Amonc; the sons; hits featured bv the orches-

cant go vjTong/with a-nyFEIST song^
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FOUR SENSATIONAL SONG HITS
SUNG AND PLAYED FROM COAST TO COAST

LOVE
IVIY HEART IS CALLING YOU

INDIANA MOON
WHEN YOU WALKED OUT SOMEONE ELSE WALKED RIGHT IN

By IRVING BERLIN

THAT OLD GANG OF MINE
IRVING BERLIN, INC. 1607 BROADWAY

tra is "Yawning," published by Irving Berlin,

Inc., New York, and "Nifty Lou," written by

Byron Gay, the English rights to which have

been secured by Boosey & Co. The American

publication rights to this number have not yet

been released.

BIG FORSTER CAMPAIGN UNDER WAY

Exploitation Drive Introduces Several Numbers

in Eastern Territory Which Have Met With

Success in the Middle Western Field

The recently opened New York offices of

Forster, Music Publishers, Inc., in the Hilton

Building, 1591 Broadway, are actively engaged

in an intensive exploitation campaign in Eastern

territory on several numbers from the above

catalog which have previously shown activity in

the Middle West.

The office and staff are under the management

of Dan Winkler, formerly sales manager of

Fred Fisher, Inc., and who was previously con-

nected with other leading publishing organiza-

tions. Mr. Winkler is widely known in profes-

sional, band and orchestra and trade circles. In

addition, for a number of years he had close

connections with the leading mechanical repro-

duction companies.

The present Forster campaign includes the

introduction of "Rose of Sunny Italy," also Lee

S. Roberts' latest foxtrot success "Oh! Harold."

This latter number, in addition to its favor re-

ceived by orchestras as an unusually good fox-

trot, has had the added publicity of being used

as the theme song in conjunction with the ex-

hibition of Harold Lloyd's success, "Safety

Last."
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"Be First With a HEARST"

Wonderful Child

She's Got Another Daddy
Beautiful Rose
Home—My Lovin' Dixie Home
In The Land of Sweet Sixteen

Many Years

Always Looking For A Little Sunshine

Just a Little Gold Watch and Chain

In Baby's Smile
Love is Love For Ever

Lonesome Two
Piano Dream
Step

Order From Your Jobber or Direct

HEARSTMUSIC PUBLISHERS LTD
1658 BROADWAY
HEW rOBK

PHOENIX BLDG.

WINNIPEG
_ 199V0NGEST
^ TORONTO

No Loss on a Hearst Song — Money
Back Guarantee
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The Forster organization, seemingly, never

started the Fall season with more meritorious

numbers nor any that have received sucli quick

recognition. Besides the above two scyigs it has

released a novelty called "Animal Fair." It is

among the numbers featured by John Fink, who
has been acting as professional manager for the

Forster Co. in Atlantic City, N. J.

Morris L. Adler, general sales manager of the

company, lias just returned to Chicago, follow-

ing two weeks spent in Atlantic City and in the

New York office.

BUSINESS WHILE ON THE OCEAN

Saul Bornstein Places Berlin Number With
Daphne Pollard While on Trip to Europe

Saul Bornstein, general manager of Irving

Berlin, Inc., who recently returned from Eu-

rope, evidently believes in making hay while

Saul Bornstein and Daphne Pollard

the sun shines. On the trip across Daphne Pol-

lard, the well-known English singing come-

dienne, was one of the passengers. Mr. Born-

stein took the opportunity of placing the new

Irving Berlin song, "When You Walked Out

Someone Else Walked Right In," in Miss Pol-

lard's hands and the publisher and singer are

herevyith shown going over the number.

Daphne Pollard has an inimitable way of put-

ting over a popular song. To have her include

this ballad in her coming programs will assist

materially in giving the song popularity.

NEW YORK CITY

SCORE BIG POPULAR SUCCESS

Chappell-Harms, Inc., Has Big Call for "Roses
of Picardy" and "The World Is Waiting for

the Sunrise," Which Are Making a Hit

Two songs that are making a tremendous im-

pression, judging from public appreciation, are

"Roses of Picardy" and "The World Is Waiting
for the Sunrise," published by Chappell-Harms,
Inc., 185 Madison avenup, New York. These
songs are being sung by a number of headliners

throughout the country and promise to be

among the sensational sellers of the season.

Judson House has been using these songs with

great success at the Strand Theatre and Vincent
Lopez has created quite a sensation with "Roses
of Picardy" at the Palace Theatre.

It is interesting to note that "The World Is

Waiting for the Sunrise" was interpolated in

"George White's Scandals" at the Globe The-
atre, New York, and at the Colonial Theatre in

Chicago, and in each instance these songs- have

won no small measure of individual favor.

A distinguished line of artists in the concert

field have endorsed these ballads and they are

now being featured on records and on music

rolls. A recent Columbia release featured these

two songs as played by Paul Specht and His

Orchestra, popular Columbia artists.

NEW NUMBER BY SILVER AND COHN

By special arrangement with Frank Silver and

Irving Cohn, writers of the unusual success,

"Yes! We Have No Bananas," the publishers,

Shapiro, Bernstein & Co., Inc., have released

a new novelty entitled, "I Got the Yes! We
Have No Banana Blues," words by Lew Brown,

music by James F. Hanlcy and Robert King.

The number has already been placed in one of

the Broadway shows and is being programmed
by several prominent vaudeville artists.

It is hardly expected that it will have the

popularity of its predecessor, which, by the way,

is having a good sale.

EDISON ARTISTS BACK FROM EUROPE

Among the recent arrivals from Europe were

Helen Davis and Victor Young. They have

been making a tour of Europe, in the course of

which they gave a number of concerts and also

several Edison Tone Tests. Both of these art-

ists, who are very popular with the Edison

retail trade, are planning an extensive tour

through America during the forthcoming sea-

son. In chatting with The World Mr. Young
said to be sure to mention the fact that he is

back from Europe "without a monocle."

IRVING FURNITURE FACTORIES, Inc.

469 SEVENTH AVE. NEW YORK CITY
Longacre 7950-5500-6190

PLAYER ROLL CABINETS
PHONOGRAPH CABINETS

PIANO BENCHES
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NEW ORLEANS
Dealers Optimistic Over Fall Prospects as Busy Summer Draws to

Close—Nezv Dealers—L. A . Guenard Planning to Move—The News

New Orleans, La., August 7.
—"Barring the un-

expected, the Southern States will display an

epoch-making business recovery by the time the

Fall season sets in in earnest. The trade in

talking machines, both from a jobber's and a

retailer's standpoint, in the States along the

Gulf seaboard are going to reflect a general

business advance that will easily overshadow

previous records in the history of the industry

in this section of the country. Briefly, the ter-

ritory within the warmer parallels crossing the

United States is slated to chalk up returns for

profitable operation that have heretofore

seemed impossible, when one considers the

sparseness of the population of the section, in

comparison to the Nation's Northern half," is

the assertion of Manager W. W. Twigg, of the

Diamond Music Co., local Edison jobber. Mr.

Twigg only recently returned from an extended

business trip throughout the States of Florida,

Alabama, Mississippi and Texas.
,

New Edison Dealers

According to Mr. Twigg, he found business

being conducted on a sound basis, with the

merchants serenely satisfied regarding the pres-

ent trend and equally optimistic of the possi-

bilities for the future. Three important results,

as far as the firm is concerned, were achieved

on this trip. Manager Twigg succeeded in con-

summating arrangements whereby many new
Edison representatives have just been added.

The Jesse French Music Co., of Mobile, Ala.,

a large music house in that city, and the Heidel-

burg Furniture Co., of Jackson, Miss., are two

of the more recent new accounts opened. The
Oliver Music Co., of Houston, Tex., also has

been placed on the list of new dealers. Mus-
ing on the subject of Summer trade. Manager
Twigg cited a condition that now exists, as

undeniable proof that a greater warm-weather
business is featuring the present season. In

fact, the Diamond Music Co. is experiencing

difificulty in supplying dealers with sufficient

stocks. Figures compiled by the house show
that total business done in the first six months
of 1923 was 40 per cent greater than that done
during the same period of the last year and all

indications point to an even busier season for

the remainder of the year.

Retail Manager J. A. Billiet, of the same firm,

reports that his end of the game is showing ex-

cellent results. July record sales are double

those of the corresponding month of last year.

Likewise, the month's total shows a decided in-

crease over those of June, this year. The baby
console model seems to have struck a favor-

able chord among his customers; they are ex-

tremely popular. Two new salesmen have been

added to the staff in order to cope with the

business growth.

Big Demand for Victor

J. D. Moore, manager of the talking machine

department of the Maison Blanche Co., feels

highly elated over the fact that July, just con-

cluded, has handsomely overlapped business

done in the same period in 1922. Mr. Moore

predicts that the Victor 400, 405 and 410 models,

due very shortly, will unquestionably prove to

be big business getters. Although they have

not been displayed as yet in New Orleans, sev-

eral sales have been practically concluded on

the strength of the illustrations of the machines

in the booklets. The record business of the de-

partment, both in the Victor and Brunswick

lines, has shown up well. Of great assistance

is the reordering system used by the house

whereby irf a customer wishes a record which

does not happen to be in stock he or she may
have it within the minimum of time, as it is

ordered by telegraph that day from representa-

tives of the house in Eastern cities.

R. W. Jackson to Visit Here
R. W. Jackson, manager of the St. Louis

district branch of the Brunswick-Balke-Col-

lender Co., was expected by Mr. Moore on one

of his semi-annual visits to the territory in a

supervisory capacity. It is expected that while

Mr. Jackson is in town he will take up the mat-

ter of the Brunswick sub-station maintained

here. The company was unable to secure the

quarters desired when it located the station here

last year. It is thought that Mr. Jackson will

inspect several prospective sites, with the view

of obtaining a lease on larger quarters for the

ever-growing city business of the line. Mr.

Moore states that the portables are in great de-

mand and record sales have increased steadily.

L. A. Guenard Planning to Move
L. A. Guenard, Columbia dealer and Gennett

and Okeh record distributor, is planning to re-

move from his University place location to a

more desirable one, although he has not defi-

nitely decided upon the new location. Mr.

Guenard voices the sentiment of the majority

of the local record men when he states that

the number, "Yes, We Have No Bananas," is

evidencing extreme popularity. An order of

500 copies of the number was disposed of within

a very short time. Bessie Smith's "Gulf Coast

Blues" are also sharing in the popularity race.

W. F. Nipper in New Post

W. F. Nipper, formerly connected with the

O. K. Houck Music Co., of Memphis, Tenn.,

and also with the Hollenberg Music Co., of Lit-

tle Rock, Ark., has joined the firm of Philip

Werlein, Ltd., here in the capacity of whole-

At Last! A Perfect

Repeating Device

i^esco Repeater

Price

Here at last is a perfect repeating device

—

absolutely new in principle, new in con-
struction and more salable than any other
like device. Unique and novel in operation.
Decidedly simple. Needs no adjusting
whatever. Just sets in the center of the
record. No break or pause between end-
ing and starting—its actior* is instantaneous.

SEND FOR SAMPLE
The CESCO Repeater is sold to the trade
through jobbers and distributors. Samples
furnished to dealers on receipt of jobber's
name.

THE RAPID REPEATER COMPANY
260 Van Alst Ave., Long Island City

sale Victor traveling man. John A. Hofheintz,

wholesale Victrola salesman for the same firm,

spent two weeks with his wife and family motor-
ing through the pinj' section of the State.

Manager Staples, of the firm of L. Grunewald
& Co., regards present conditions as extremely

satisfactory. "Yes, We Have No Bananas" is

meeting with the hearty approval of Mr. Sta-

ples' customers, approximately 700 copies hav-

ing been disposed of in a week's time.

Preparing for Holiday Stock

A huge general clearance sale on discontinued

models was launched by Manager Howard
Crigler, of the Dugan Piano Co.'s talking ma-
chine department. The cleanout began Au-
gust 1. The machines were offered as special

attractions, designed to reach at least 2,500 per-

sons, who are known to be in a position to buy.

Of course, it is not limited to that number and
no prospective purchasers will be turned down
on application. Mr. Crigler expects flattering

results when the final reckoning is made on the

sale. This weeding-out is being conducted in

order to make way for the Christmas stock.

EVANS CO. LEASES NEW QUARTERS

Boston, Mass., July 25.—The Evans Music Co.

has just leased the entire top floor at 86 Essex
street for a period of years.

INCREASE YOUR PROFITS

The NEW EDISON
newIed^son
^ COMPARISON WjTH THE LIVING ARTIST .

REVEALS NO DIFFERENCE

CONSOLE AND UPRIGHT MODELS $100 UP
Write for Our New Dealer Proposition

SOUTHERN DISTRIBUTORS

DIAMOND MUSIC CO., Inc.
341 BARRONE STREET NEW ORLEANS, LA.
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ANNUAL OUTING OF THE TALKING MACHINE MEN, INC.

Every Prospect of the Annual Summer Get-together Party of Local Talking Machine Dealers

and Friends Proving a Thoroughly Successful Affair—Elaborate Program Prepared

As The World closes its last form this month
the members of the Talking Machine Men, Inc.,

and their friends are all set to start on the

annual outing of that organization, scheduled

to be held at Glen Head, Long Island, on Au-

gust 14.

In past years the members of the organiza-

tion have made a practice of traveling to the

picnic grounds in automobiles, so the com-

mittee this year varied the program by charter-

ing the steamer "Sea Gate" for the sail down
the Sound to the popular resort. The head-

quarters for the outing will be at Karatsonyi's,

a place noted for its shore dinners and facili-

ties for entertaining.

The boat is scheduled to reach Glen Head
just in time for luncheon and a complete pro-

gram of athletic events has been prepared for

the afternoon, including swimming races, a ball

game between the "Bootleggers" and the "Pro-

hibitionists," the former captained by Jimmy
Davin and the latter by Morris Owens. The
field sports include a 100-yard dash for dealers

who are active members of the Association; a

similar contest for clerks; a 220-yard relay race

participated in by teams composed of the mem-
bers of the Victor, Columbia, Brunswick, So-

nora, Edison and Okeh divisions; fat men's walk

of 220 yards, to reduce avoirdupois; two-mile

race for members of the trade press; jobbers'

race, swimming and diving contests, elimination

dance, watermelon eating contest and other

mirth-provoking events.

It was planned to run off the sports while the

ball game was in progress in order to econo-

mize on time and the judges and clerks of the

course. Max Landay, Herb Berkeley, J. Flana-

gin, Fred Roth, Jim Donnelly, Emil Schweiger

and Louis Barg have prepared for a busy and

interesting time acting as Solomons to decide

the winners. The starters and timers are:

E. W. Geng, vice-president, and William Geng,

general manager of the Buckley-Newhall Co.,

A. A. U. starters and timers, who also will have

their hands full.

Despite the keen enjoyment occasioned by

the sports, the gastronomic activities, scheduled

for 6 p. m., consisting of a shore dinner such

as only Karatsonyi's know how to prepare, and

participated in by everyone and all starting

from scratch, will easily be the leading sport

of the day. The dinner will be followed by

dancing in the park to music by Selvin's Or-

chestra, which also will supply musical enter-

tainment on the boat to and from Glen Head.

There is every indication that the outing will

be one of the most successful in the history of

the Association, for the committee has worked
hard to perfect all the details and the members
at large have evinced much interest in the affair.

MICA
DIAPHRAGMS

Absolutely Guarantetd Perfect
We get the best India Mica dirertly.

We supply the largest Phonograph Manu-
facturers.

Ask for our quotations and samples before

placing your order.

American Mica Works
47 West St. New York

FRANK CAULFIELD CO. TO EXPAND

Baltimore Edison Dealer Plans to Double Origi-

nal Capitalization in Order to Handle Rapidly

Growing Volume of Business

the need of adequate financial equipment that

prevented them from taking complete advantage

of the business to be had and pointed out sev-

eral reasons why the business of the Frank

Caulfield Co. should double itself in and around

Baltimore in a short time if sufficient capital

were provided.

Following the meeting Mr. Caulfield stated

his intention to put renewed effort into the busi-

ness and will begin by organizing a new sales

staff of ten men to work wholly in Baltimore

and the nearby towns.

CELEBRATES I2TH ANNIVERSARY

Baltimoiue, Md., August 9.—As the result of a

special meeting held by the stockholders of the

Frank Caulfield Co., Edison dealer of this city,

it was decided to double the original capitaliza-

tion in order to meet the increased volume of

business which it is now enjoying.

Frank Caulfield, president of the firm, has for

a long time felt the need of additional capital

to carry on the business on a larger scale and
arranged to have P. R. Hawley, manager of

the Girard Phonograph Co., Philadelphia Edi-

son distributor, address the stockholders at the

meeting.

Mr. Hawley cited numerous instances where
dealers have demonstrated that it was merely

Temple, Tex., August 7.—The Best Furniture

Co., Edison dealer of this city, has recently cele-

brated its twelfth anniversary in business and

on this occasion received a very fine write-up in

the local newspaper, the Temple Daily Tele-

gram. The story described the steady growth

of the organization and paid fitting tribute to

the enterprise of D. B. Boyd, the president, and

his wife, who have been considerable of a factor

in the success of the business. Through up-to-

date merchandising methods the Edison de-

partment of the Best Furniture Co. has been

developed until at the present time it is one of

the most important branches of the business.

The department itself is modern throughout,

with a lars:e machine and record stock.

CHARMAPHONE MODEL NO. 18

Dealer's Price $45.00

CHARMAPHONE CO.

This latest addition to the Charmaphone
Hne is probably the biggest value and

largest seller we have ever manufactured.

It's an attractive cabinet that will create

sales—the equipment is of a standard

found only in machines selling at a much
higher price.

Fine mahogany finish—excellent work-

manship— double spring motor— fine

nickeled parts—Charmaphone tone arm
and sound box.

Immediate Delivery.

39 W. 32nd St., New York City
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MUSICAL MERCHANDISE WELL ADAPTED FOR DISPLAYS

Best Results Can Be Obtained From Window Displays Devoted Exclusively to One Line—Con-

glomeration of Articles Is Confusing and Fails to Register in Mind of Passer-by

The average talking machine dealer carefully

plans his window displays to show his instru-

ments to the best advantage so that passers-by

will be lattracted, with the object in view, of

course, of increasing sales. Where musical mer-

chandise is handled in connection with talking

machines, however, the usual stunt is to place

a number of small musical instruments in the

window with talking machines and records, the

latter dominating the display to the detriment

of the window as a whole, thus reducing the

possibility of making sales of either musical in-

struments or talking machines through the dis-

play.

There is only one right way to arrange a

window when a variety of goods is handled,

if the maximum results are to be obtained, and

the merchant who has added a musical merchan-

dise department to his business should make it

a rule to devote a portion of his window dis-

play space exclusively to small goods. If there

is only one window frequent changes of display

should be made, alternating between musical

merchandise and talking machines. In this man-

ner justice can be done to both lines.

An excellent example of how not to dress a

window was recently seen by the writer, who

had occasion to pass a certain establishment.

In this display was a conglomeration of talking

machines, band instruments, stringed instru-

ments, records, etc. It certainly was a bewilder-

ing array and the thought came to mind that

the merchant carried his entire stock in the

window, but there were entirely too many ar-

ticles and the whole presented a neutral mass

which certainly did not arrest the attention and,

since this is the prime function of a well-ar-

ranged display, this particular one failed of its

purpose.

Now, how nmch more forceful this display

could have been had there been, say, one at-

tractive model of a talking machine, with a

suitable background and perhaps a few rec-

ords and other necessary accessories or an ex-

clusive musical merchandise window! There are

infinite possibilities in the display of musical

merchandise which a little thought will bring

to the mind of the dealer or head of this de-

partment. Orchestra, band instruments and
stringed instruments lend themselves readily to

artistic displays and the results more than jus-

tify the expenditure of the effort required.

One talking machine dealer with two win-

dows devoted one of them entirely to musical

merchandise displays and these, with other sales

promotion and publicity plans, helped to make
this department one of the most important of

the business. One week this aggressive dealer

instituted a drive on saxophones, the next on

some stringed instrument and another week it

would be a certain band instrument. During the

week of a drive on any particular instrument a

carefully planned window display was devoted

There IS Something New in Fine Drum Making

It's the GRETSCH Laminated Hoop
That won't

—

CAN'T!—Shrink or Warp

This exclusive feature is found in every Twentieth Century Drum. It's a guar-

antee of lasting durability—insurance against dissatisfied customers. And it is

only one of several features that make GRETSCH Twentieth Century Drums
easy to sell arid satisfactory to own. Send for our Confidential Trade Price

List. Look over the big selection offered here. Compare the prices. And then,

we believe, you'll want to stock these dependable drums.

Here Is the New

TWENTIETH-CENTURY
"ORCHESTRA"

A beautiful driim in polished roelv-maple.
Has tlie GRETSCH iaminatod hoops and
counter hoops, of eourso. Its tone is won-
derfully snappy and responsive. I'sually
retails as follows:
A1300—Shell, 14x3 in. Each S30.00
A1304—Shell, 14x4 in. Each 31.00
A1310—Shell, 15-\;4 in. Each 22.00

Write for Wholesale Prices

Write on your own h'ttor-hoad
articles of musieal merehandise.

for our Confidential
For dealers only.

Trade Price List, quoting nearly 3,000

The FRED. GRETSCH MFG. COMPANY
60 BROADWAY

Musical Instrument Makers Since 1883

BROOKLYN, N. Y.

The Oldest and

Largest Musical

erchandise house

IN America

Exclusively Wholesale
ESTABLISHED 1834

G.BRVAO 6rS0N,lNC.
351-53F0URTHAYE.NEWY0RKClTy

exclusively to this one piece of goods. Direct-

by-mail, newspaper and other forms of publicity

were resorted to and the usual result was that

the end of the week saw a fine record of sales

of the instrument pushed and sales of other in-

struments were, in several instances, greater in

volume than usual.

This dealer even goes to the trouble of ar-

ranging special lights to bring' out the display

to the best advantage during the evening and
other little refining touches are given to the

window at comparatively little expense which
make the .displays of this establishment stand

out in contrast to the other displays of other

retailers in his immediate vicinity.

It is now a generally recognized fact among
live merchants in all lines that the window dis-

play is one of the best means of bringing the

wares of the store to the people who pass by.

These passers-by see a fine window display and
remember it. If the displays are of such a type

that they remain in the memory and if they are

changed frequently enough there can be little

doubt of the influence which they ultimately

must have when any of these people are think-

ing of purchasing some musical instrument. The
first thought which probably comes to the pro-

spective purchaser is the store where the win-

dow attracted his or her attention

You are paying rent for your window space

and also for the people who pass your door and
there is no sound reason why you should neg-

lect to make the best of this opportunity or

why carelessness in displays should be exercised.

So get busy and make your window sell.
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IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 138)

JAMES R. FREW IN NEW YORK BUSY SEASON FOR FRED. GRETSCH CO.

James R. Frew, vice-president and manager of

the four musical merchandise stores operated by
the Euclid Music Co., in Cleveland, O., spent

two weeks of his vacation in New York City

motoring and visiting manufacturers and jobbers.

While spending a week-end at the Summer
place of Irving Loehr, of C. Bruno & Son, Inc.,

Mr. Frew had a thrilling experience. He and
Mr. Loehr had taken a canoe out on the waters

of? Fire Island and had rigged a sail on the

boat. When they had reached the three-mile

limit a squall came up and capsized the light

craft. They floated about for about two hours,

clinging to the overturned boat until they were

picked up by the yacht of Joseph Beddell.

The Fred. Gretsch Mfg. Co., Brooklyn, N. Y.,

manufacturer and wholesaler of musical mer-

chandise, has' enjoyed good business straight

through the Summer months. The popular de-

mand centers on saxophones, trap drum out-

fits, tenor banjos, ukuleles, banjo ukes and
violins. The new Twentieth Century all-metal

orchestra drum has proved a very popular num-
ber of the Gretsch line. Attractive literature,

in colors and well illustrated, has been pre-

pared on this number.

PUSHING MUSICAL MERCHANDISE

A growing volume of newspaper advertising

of small musical instruments of all kinds by
talking machine dealers has been noticeable of

late. This is an indication of the increasing

favor with which talking machine dealers are

viewing the installation of small goods depart-

ments. More and more is the trade realizing

the value of a side line, such as band and

stringed instruments, as a source of profit.

BUYING EUROPEAN MERCHANDISE

Reports received from Samuel Buegeleisen,

head of Buegeleisen & Jacobson, importers and
wholesalers of musical merchandise. New York
City, state that Mr. Buegeleisen is enjoying him-

self on his European trip and, at the same time,

thoroughly analyzing conditions abroad and se-

curing some fine European merchandise.

Walter Gretsch, the popular treasurer of the

Fred. Gretsch Mfg. Co., Brooklyn, N. Y., man-
ufacturer and wholesaler of musical merchan-

dise, is receiving the congratulations of his host

of friends on the arrival of a daughter.

DEALERS ORDERING "SMALL GOODS"

Manufacturer of Store Equipment Receiving

Many Orders for Musical Merchandise Equip-

ment From Talking Machine Dealers—Stead-

ily Increasing Demand for This Type of

Equipment in Talking Machine Trade

"Musical merchandise is apparently making

rapid strides towards becoming an established

line among the talking machine dealers," said

an executive of one of the leading companies

installing store equipment. "During the past six

months there has been a greater activity in the

installation of musical merchandise equipment

in talking machine stores than at any time in

the past ten years. The orders we receive not

only call for the construction of equipment for

the display of musical instruments, small goods

and sheet music, but many dealers who have

maintained these departments in the past are

adding new booths and new equipment in order

to handle their increasing trade.

"Judging from the reports received from the

dealers who have placed this business, talking

machine merchants are finding in their musical

merchandise departments an additional source

of income. However, this should be expected

{Continued on page 140)

To Dealers:
When considering the prop-

osition of taking on a full Hne

of musical instruments and ac-

cessories why not give "Strings

your earliest approval. WHY?
Because of small investment

—

steady sales—fine profits

—

then get the best

—

"AN ASSORTED
GROSS

AT LESS THAN
GROSS RATE"

DISPLAY CASE

For Window and Counter
Write for Introductory Offer

STANDARD MUSICAL STRING
& MFG. CORP.

104 South 4lh Street Brooklyn, N. Y.

tlOtlNER,
W THE WORLD'S BBSJ^Ss^.

publications. This is only a

sales of Hohner harmonicas.

M. HOHNER

1 16,800,000 people hear Hohner harmonicas on the concert and vaudeville

stage each year. Many millions more read Hohner publicity in the national

part of the w^ork being done to increase your sr^s.

Your Jobber

114-116 East 16th Street
New York Citv

HOHNEH PRODUCTS nWARDED FIRST PRIZE AT THE P/^NRMfl-
PRC/F/C INrERNATIONf\L EXPOSITION SRN FRRNCISCO ISIS'
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"Yes! We Have No Bananas!" But here is The Lanin Orchestra,

with their fox-trot version of the national slogan, dealing out joy

in bunches.

On the other side of this record—A-3924—The Original Memphis
Five jump mto the breach w^ith a spicy offering of "Pickles,"

flavored v^ith all the favorite fox-trot appetizers. You are certain

to like both dishes.

COLUMBIA GRAPHOPHONE CO.
New York

DEALERS ORDERING SMALL GOODS CONFERENCE OF VICTOR TRAVELERS
(Continued from page 139)

as there is no class of retailer who is in a better

position to merchandise these products than

the talking machine dealer. His clientele is

primarily interested in music in one form or

another and the relationship existing between

the average talking machine dealer and his cus-

tomer is such that any suggestions advanced by

the dealer are usually regarded as worth while.

We look for a steady increase in the installation

of musical merchandise equipment for the talk-

ing machine dealer and we are making our

plans accordingly."

Annual Convention of Members of Victor Co.

Traveling Staff Held in Camden—Golf Tour-

nament and Banquet Follow Business Session

HEAVY DEMAND FOR UKULELES

C. Bruno & Son, Inc., wholesalers and im-

porters of musical merchandise, New York City,

report that there has been a heavy demand
during the Summer months for ukuleles and

banjo ukes. In the banjo uke field C. Bruno &
Son, Inc., have presented the trade with a new
instrument. This banjo uke is fingered as the

ordinary ukulele or banjo uke, but has eight

strings instead of four. The strings are of steel

and are tuned in octave tuning. The new in-

strument supplies a new and pleasing effect and

great volume of tone. It has already created

for itself a big field, as the demand for this

instrument has reached large proportions, with

no drop in popularity evident.

Camden, N. J., July 28.—The annual conference

of the members of the staff of the traveling

department of the Victor Talking Machine Co.

was held at the headquarters of the company
here on Monday, Tuesday and Wednesday of

this week, with all the mem.bers of the staff

from various sections of the country, together

with the executives, in attendance.

The three days were spent in a complete re-

view of existing trade conditions and the con-

sideration of plans for increasing sales. A com-

plete inspection of the plant was made and

much interest was shown in the new record

pressing plant. A series of conferences wound
up the meeting.

On Wednesday afternoon a golf tournament

was held at the Bala Golf Club, which was

followed by a dinner in the evening with many
of the executives of the company in attendance.

Members of the Victor traveling staff and the

territories covered by them are as follows: R.

A. Bartley, Philadelphia; B. F. Bibighaus, New
York City; R. S. Cron, Chicago; W. T. Davis,

Baltimore; R. A. Drake, Albany; F. C. Erdman,

Cleveland; J. A. Frye, Boston; W. R. Lewis,

Detroit; R. P. Hamilton, California; R. C. Hop-

kins, Newark; T. L. Husselton, Kansas City;

"LAUTER" TALKING MACHINES

Model D Model G

Combination American Walnut and Brown Mahogany Two Tone

Varnish Finish

Write Today for Cuts and Prices

Send us your specifications and give us an opportunity to figure

on your requirements of UPRIGHT and CONSOLE TALKING
MACHINES.

THE H. LAUTER COMPANY
West Washington and Harding Streets Indianapolis, Ind,

A. H. Levy, Brooklyn; E. J. F. Marx, Pitts-

burgh; A. C. Mayer, Cincinnati; L. S. Morgan,
Milwaukee; K. B. Owen, New Haven; D. S.

Pruitt, Atlanta; G. L. Richardson, Des Moines;

C. C. Hicks, Minnesota; P. J. Ricklin, St. Louis,

.and F. L. Hough, Dallas.

POPULAR SONORA ELECTRIC SIGN

Dealers From Coast to Coast Using Artistic

Colored Window Display Sign

The accompanying illustration shows one of

the many sales helps prepared by the advertis-

ing department of the Sonora Phonograph Co.,

New York, for the use of its dealers. This elec-

One of Several Sonora Sales Helps

trie sign has been received with enthusiastic

approval by the Sonora dealers throughout the

country and is featured in display windows
from coast to coast. There are two different

scenes presented in this sign, one being an in-

terior and the other shown herewith. The ever-

changing flashing color combinations make the

sign especiall)' attractive.

marm
AND MAKE
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MEMBER OF IMPORTANT COMMITTEE EDISON DISC JOBBERS ASSOC. MEETS

J. N. Blackman Appointed to "Committee of

One Thousand"—Making Rapid Headway To-
wards Getting New Subways for New York

J. Newcomb Blackman, president of the

Blackman Talking Machine Co., New York, Vic-

tor wholesaler, is a member of the "Committee
of One Thousand," recently appointed by Louis

E, Pierson, president of the Merchants' Asso-

ciation of New York, to crystallize public senti-

ment upon the urgent need of building addi-

tional subways in Greater New York. This com-
mittee has been circulating petitions among the

Ne.w York residents for the past few weeks and
it is expected that several million names will be

affixed to these petitions when they are finally

delivered to the Board of Estimate for action.

The Committee has already met with consider-

able success, for a week ago the Board of Esti-

mate definitely approved two of the routes in-

volved in the proposed subway additions. Mr.

Blackman is the only member of the talking

machine trade included in this committee.

BERLIN OFFERS NEW KING TUT SONG

Alex Gerber and Jack Egan's "Three Thousand
Years Ago" Soon to Appear

There have been several King Tut songs, and

at least two of them had some popularity. Up
to the present time, however, they have not

proved overwhelming successes. It is some-

what surprising, therefore, to see a large pub-

lishing organization accept a new song carrying

a "Tut" title. The fact that Irving Berlin, Inc.,

will publish Alex Gerber and Jack Egan's

"Three Thousand Years Ago," a comedy song

of the "Tut" style, speaks well for its merit.

In this new offering the writers have tried to

make comparisons between the present and an-

cient Egyptian days. The result is a comedy
song with a long list of extra verses, five of

which are reproduced in the piano copies. The
vocal rendition of the number has been reserved

to the team of Murray and Alan, now playing

Keith vaudeville.

R. C. BOLLINGER CO/S EFFECTIVE ADS

Fort Smith, Ark., August 6.—The R. C. Bol-

linger Music Co., of this city, has been securing

'a very nice volume of business as a result of a

special advertising campaign it has been run-

ning in the Fort Smith Times-Record and the

Southwest American. The advertising used was
three columns wide by about the same height.

The copy featured Thomas A. Edison and the

special budget plan of purchasing an Edison

phonograph.

F. GRETSCH, JR., LEARNING BUSINESS

Fred Gretsch, Jr., son of Fred Gretsch, presi-

dent of the Fred Gretsch Mfg. Co., manufac-

turer, importer and wholesaler of musical mer-

chandise, 60 Broadway, Brooklyn, N. Y., has

taken a position in the Gretsch factory for the

Summer. Young Mr. Gretsch is a sophomore
at Cornell University and believes in spending

his vacation days at hard work

VISITORS TO^piSON FACTORY

Among the Edison jobbers who visited the

Edison headquarters in Orange, N. J., during

the past month were Laurence Lucker, of Min-

neapolis, president of the Edison Disc Jobbers'

Association; P. Oehlman, of Cincinnati; A. A.

Buehn, of Pittsburgh, and L. Blum, of the

Cleveland territory.

Newark Recording Laboratory ' crnimeVcialf

RECORDING
15 West Park Street Newark, N J.

Tel. Mitchell 1586

Association Held Meetings in New York and

at Factory on July 29 and 30

nent position he has obtained as an artist. Mr.

Middleton is an alumnus of Simpson University.

The executive committee of the Edison Disc

Jobbers' Association met in New York City on

Sunday, July 29, and adjourned to the Edison

laboratories on Monday, July 30. Various pri-

vate matters of importance were discussed, but

nothing transpired of a character for news an-

nouncement. The jobbers from every section

reported that business for the first six months
this year has exceeded that for the first six

months last year and the feeling regarding Fall

business was of an optimistic sort.

FISCHER BUSINESS INCORPORATED

Musical Merchandise House of Carl Fischer,

New York, Chartered With Capital Stock of

$1,300,000 to Make Musical Instruments

NOW DR. ARTHUR MIDDLETON

During the commencement exercises of Simp-

son University, of Indianola, la., the degree of

Doctor of Music was conferred on Arthur Mid-

dleton, the distinguished Edison artist, in honor

of his 100 per cent Americanism and the promi-

The business of Carl Fischer, prominent New
York musical merchandise and sheet music

house, established in 1872, and maintaining large

headquarters extending from 46 to 62 Cooper
square, was incorporated recently with capital

stock of $1,300,000 to make musical instruments.

The incorporators are Walter S. Fischer, who
succeeded his father, the late Carl Fischer,

founder of the business, as head of the institu-

tion; A. Fischer and Henry Gerson, who has

long been in charge of the musical merchandise

department of the business. It was stated by

one of the officials of the company that an an-

nouncement regarding plans of the new cor-

poration will be made shortly.

A Model
in Beautiful

Two-tone
Wood
Effect

AH You
Could

Desire in

Tone,
Appearance
and Price

f
Jfigtljer—/br bigger profits!

Sold direct to you—not through local jobbers or dis-

tributors—thus giving you the maximum discounts, and

besides this we pay the freight thus still further increasing

your profit.

Compare the Fischer in beauty

of tone or smartness and ele-

gance of construction with any

instrument at anything like its

price, and you'll agree that it is

unsurpassed!

Three popular period styles are

ready; ISABELLE, ROSE-
MARY, and PETER PAN,
all superb instruments.

The Fischer sells fast, gives

wonderful satisfaction, and each

one sold makes other sales.

TODAY write for one of these

easily-sold Fischers. When it

arrives examine it critically. If
it isn't 0. K. in every respect

return it at our expense.

Only an amazingly fine instru-

ment can be offered on this basis.

Write NOW and please give

commercial and bank references

if you have never done business

with us.

MAYER BROS. & BRAMLEY, Inc.

417 West 28th Street New York City

• Fischer—famous for musical quality for almost a century
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KANSAS CITY
Brisk Demand for Records Features Business—Fall Prospects

Encouraging—Popularity Contest Stimulates Sales—The News

IsL\NSAs City, Mo., August 6.—The outstanding

feature of the talking machine business in this

city during the month of July were the fine sales

of records. This seems to have been general

with all the companies. Business in machines

has been fairly g'ood, also, and all agree that

the Fall prospects are encouraging, in spite of

the low price of wheat. The building boom
in this 'territory has slackened somewhat, but

the report on the first six months, just issued

by the Federal Reserve Bank, shows that dur-

ing the period it has been the largest in the

history of the country. Residences and apart-

ments have led in the relative increase in the

number of btiilding permits and the amount of

money invested in construction.

Fine Columbia Business

The local branch of the Columbia Co. has

had a splendid business record this year. The
business in June was larger than that in May,

and the business in July exceeded that of June.

In like manner, the sales of 1923 were in ex-

cess of those of 1922. According to C. L.

Schwager, assistant manager of the Kansas

City branch, this is largely due to the

phenomenal sales of their records of the songs

of Bessie Smith, the colored singer. Her rec-

ords have been in demand in all parts of the

territory, but especially in the South. The pur-

chases have been made, it is stated, by both

white and colored people, and the number of

purchasers have been about equally divided be-

tween the races.

The new models of the Columbia consoles

have met a large demand, and the orders for

delivery in September have reached several

thousand in the Kansas City branch office, ac-

cording to Mr. Schwager. The plan has been

to have the dealers unload as many of the old

models as possible before the Fall business

opens,' and then have the new models to make
a' drive for business. The plan has appealed

to the dealers, and has not only secured the

advance orders for Fall delivery, but has stim-

ulated selling during the Summer months.

Manager R. R. Sparrow, of the branch, has

just returned from a three weeks' visit to rela-

tives in Yellow Springs, O. He has also re-

cently visited the executive offices of the com-

pany in New York, where he planned the cam-

paign for the Fall and Winter. C. L. Schwager,

assistant manager of the branch, will visit in

New Orleans and the South during August.

T. G. Devine Transferred

T. G. Devine, who for a number of years has

been traveling representative of the Columbia
Co. in Kansas City territory, has been trans-

ferred to Canadian territory, and will make his

headquarters in Montreal. He made a fine rec-

ord here, and his many friends are rejoicing in

Ills promotion. W. E. Parker, of Dallas, Tex.,

will take the place vacated by Mr. Devine.

It is interesting to note, though there is no
special significance in the fact, it is stated, that

the Columbia executives and salesmen are

going North. The former manager of the Kan-

sas City branch is now in Toronto, and the

present manager came from New Orleans. The
sales representative goes from Kansas City to

Canada, and his successor comes from Texas.

Popularity Contest Boosts Sales

The C. S. Bradbury Electric Co. has recently

closed a popularity contest, in which there was
unusual interest. The grand prize was a Grafo-

nola, console type, and it was won by Miss

Marcia Wallace, who received 603,000 votes.

The last day of the contest was the best, the

sales including five machines on that day. This

broke the record of the dealer in his five years

of business.

New Victor Model Pleases

A sample of the new Number 400 console has

reached the Victor wholesale department and is

being shown to dealers who call. It is pro-

nounced an unusually attractive model, and the

English brown is quite popular. The new fea-

tures in the mechanism are also appreciated.

Orders for future deliver^' are being received in

a satisfactory number.

The best seller among the Victor dealers has

been "Yes, We Have No Bananas" during the

past few months. It has been a great hit, and

the dealers have been taking advantage of the

fact by pushing the sales. One of the attractive

window displays which has been widely used

has been worked out around the stem of a

bunch of bananas—the bananas all taken off.

Under this, occupying the center of the window

display, is the title of the song, and around it

copies of the song and samples of the records.

The three Benson specials on sale August 1

have gone over bigger than any other specials

with the Victor folks that have been released

in a number of months.

Fred Jenkins, manager of the Victor Kansas
City branch, has recently returned from a

month's vacation in Colorado, where he enjoyed

with his 'family the delights of the mountains.

He tried to see some of the dealers on his

way in, but they were all off on their vacations.

The J. W^. Jenkins Sons Music Co. is putting

on its twenty-sixth annual Summer sale, and
while it especially features pianos, yet talking

machines have their place in the sale, and are

being moved in a satisfactory manner.

F. M. Briggs Resigns From Brunswick Co.

Owing to the recent death of his father, and
the consequent demands upon his time to care

for the estate, F. M. Briggs, manager of the

talking machine department of the Kansas City

branch of the Brunswick Co., has retired from
the position, and has been succeeded by M. C.

Schoenly, who was assistant in the department,

and was previously manager of the phonograph
department of the Schmelzer Co. Since taking

charge of the department Mr. Schoenly has

been going over the territory with representa-

tives of the Brunswick Co.

Paul Bradford, general manager of the Bruns-

wick Co. in Kansas City, states that the com-
pany will give more attention to the phono-
graph part of its business, now that it is going

out of the tire business.

Edison Sales Maintain Volume
Edison business has been quite satisfactory

in this territory throughout the greater part of

the Summer. The rewards of the dealers have

been in direct proportion to the efforts to se-

cure business which have been put forth. The
Phonograph Co. of Kansas City, Edison dis-

tributor, with headquarters at 1215 McGee
street, has enjoyed a prosperous season, ample
proof of the popularity of the Edison in this

section of the country. Orders have been com-
ing in in a satisfactory manner and the out-

look for Fall and Winter business is most
promising for those handling the Edison.

Edgar Music Shop Adds Brunswick

The Edgar Music Shop, of Tulsa, Okla., is a

new Brunswick dealer. It celebrated the in-

troduction of this new line into its fine shop

by the addi; ion of a mezzanine floor, and by
holding "open house." There was special music

by the White and Black Serenaders, and re-

freshments during the evening, and. flowers for

the ladies and souvenirs for the children.

Some Outstanding Windows
The Brunswick Shop, of this city, is showing

sonie unusually attractive windows nowadays.

H. E. Ferris, assistant to George C. Anderson,

proprietor, is said to be responsible for work-

ing out the ideas. The displays are built

around the record releases of the Brunswick Co.

Successful Prospect-Finding Plan

The Brunswick Shop, of Kansas City, Mo., is

finding that a prospect-finding plan which it

has introduced is working to its entire satisfac-

tion. The shop is mailing out twenty-five cards

a day, offering to call at the home of the

owner of a Brunswick machine, and put the

machine in good order without expense to the

owner. To make it easy to arrange for the

call, the card has six lines on it, one for each

day of the week, in which there are spaces for

the a. m. and p. m. dates. The recipient is

asked simply to check the time it will be con-

venient for the representative of the Shop to

call, and sign name and address. During the

visit numerous suggestions as to prospective

buyers in the neighborhood are secured, and

these leads are followed up with great profit.

NEW EDISON RELEASES

Among the new releases of Thomas A. Edi-

son, Inc., was a double selection by the Origi-

nal Memphis Five. The two numbers are "Shuf-

flin' Mose" and "The Great White Way Blues."

TRUTH
IN MUSIC
is what makes the Edison
Diamond Disc Phonograph

LIVE and GROW

99

New dealerships available

in Kansas, Missouri,
Oklahoma and Arkansas

The Phonograph Co.
1215 McGee St.

KANSAS CITY, MO.
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THE "JUNIOR OPERETTA SERIES" OF RECORDS ANNOUNCED
Vulcan Record Corp., of New York, Introduces Novel Series of Non-breakable Records Based on

Well-known Fairy Tales Augmented by Cleverly Written Lyrics and Appealing Music

The "Junior Operetta Series" is the name of

a new series of records now being placed on
the market by the Vulcan Record Corp., 15 East

Fortieth street, New York. Fred Hedinger is

secretary and general manager of the company
and, as he has been identified with the talking

machine industry for a number of years, his

plans for manufacturing and marketing these

new records are based on a thorough knowledge
of the requirements of the trade.

The Junior Operetta Series was created to

furnish children with a series of high-grade rec-

ords on a par in every way with the records

produced for adults. This series of records is

based on the many well-known and popular

fairy stories, such as "Little Red Riding Hood,"

"Cinderella," "Snow White," "Goldy Locks,"

"The Three Bears," etc. It is planned to pre-

sent these fairy stories in a most original and

interesting way by writing proper lyrics with

suitable music for each story. Mr. Hedinger,

in a chat with The World, emphasized the fact

that the Junior Operettas are entirely dififerent

from any type of records heretofore produced,

as they are not nursery rhymes and will not be

merchandised as nursery rhymes.

The executives of the Vulcan Record Corp.

have been engaged in the development and per-

fection of the Junior Operettas for over"a year

and they state that these records are being man-
ufactured in order to stimulate and foster

among children an appreciation for good music.

They maintain that an understanding of good
music is a fundamental factor in the child's edu-

cation, and these records will aim to supply this

important essential.

The first series of records in the Junior Oper-

etta library will be devoted to a presentation of

"Little Red Riding Hood," and this series is

now ready for the trade. The rendition of this

famous fairy tale comprises three double-faced

ten-inch records, giving the story in detail. In

writing the music and lyrics for "Little Red
Riding Hood" there was used a full ten-piece

band, a male quartet, a female duet, a well-

known whistler and one of the foremost animal

imitators. The three records are packed in a

handsome container, suitably illustrated with

scenes from the fairy tale, and with each con-

tainer there is furnished a complete libretto,

giving in detail the music and lyrics presented

on the various records. The first five parts of

"Little Red Riding Hood" are in music and

story form, while part six is a recitation of the

story of "Red Riding Hood" in verse. The or-

chestra for this series of records was under the

direction of Charles A. Prince, foi-merly musical

director of the Columbia Graphophone Co. and

nationally famed as an orchestra director.

Aside from the musical importance of the

Junior Operetta Series a very important factor

in the marketing of these records is the fact that

; Tumor
Operettas

Label of "'Junior Operetta" Records

they are absolutely indestructible. The records

are being manufactured under a special patented

process which has been in course of develop-

ment for a number of years and the Vulcan
Record Corp. is ofifering the records to the

trade with the distinct understanding that they

are unbreakable, and any records that are

broken in ordinary handling will be replaced

without charge. This will be one of the princi-

pal features in the company's sales and publicity

campaign, especially as the Junior Operettas are

intended for use by children and will, therefore,

be subject to more than average wear and tear.

Mr. Hedinger states that "Little Red Riding

Hood" is the first of»a series of twelve, or per-

haps twenty-four, operettas based on similar

subjects, now in course of preparation. The
company plans to market the records through

jobbers and dealers, with the usual trade dis-

counts and sales co-operation.

A Belter

RECORD

THE marked increase in the sales and popu-
larity of Okeh Records for 1923 firmly

establishes them as one of the fastest selling

records on the market today.

To the dealer who handles a record with so

rapid a turnover as Okeh, prompt delivery of
all record orders is of vital importance. Our
complete stock of every record in the Okeh
catalog enables us to give dealers in the South
quick, reliable service.

Our dealer proposition is an interesting one.
It will pay you to investigate the advantages
that accompany the handling of

QKe^^ Records
The Record of Quality

A Better

SERVICE

INDEPENDENT JOBBING COMPANY
122 East Centre Street, N. Goldsboro, N. C.

SHERBURNE

GUARANTEED ACCESSORIES

Add 100% Efficiency to

your Cabinets

Automatic Stop

Balanced Lid Support

Drop Hinge

Invisible Hinge

Write for blue prints and
particulars

SHERBURNE MFG. CO.
952 Penobscot Building

DETROIT, MICH.

THREE "EDISOr FISHERMEN

Members of L. H. Lucker's Staff Prove Excel-

lent Fishermen—J. Unger Proves to Be the

Champion Angler of the Organization

Minneapolis, Minn., August 6.—J. Unger, of

the stafif of Laurence H. Lucker, of this city,

Edison jobber, recently spent a Sunday as the

Proof of Brother Unger's Skill as Fisherman

guest of Mayor Ralph W. Hyneman, Edison
dealer, at Rice Lake, Minn. Mr. Unger did

splendid work as a disciple of Izaak Walton,
as the accompanying photograph will indicate.

In the second photograph Mr. Unger is ac-

companied by A. L. Toepel, office manager, and
L. R. Sours, credit manager for Laurence H.
Lucker, who were also Mayor Hyneman's
guests. According to this trio of fishermen one
morning's catch consisted of eight bass, six

pickerel and a dozen nondescripts, and Mr.
Unger maintains that the fish were biting so

rapidly that the members of the party were
obliged to hide behind trees in order to bait

their hooks.

WINNERS TO VISIT EDISON PLANT

As announced in The World last month,
Harger & Blish, Edison jobbers, of Omaha,
Neb., have been conducting a special sales con-

test, with the prizes consisting of a trip to the

Edison headquarters at Orange and a stop-oflf

at points of interest en route. The prize-win-

ners will make the trip during the month of

August. Plans are now being made for their

reception at the Edison laboratories.
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Assisted by a perfectly balanced male quartet, Lucy Gates has re-

corded two truly marvelous sacred song numbers on Record
A-6227.

"Come, Come Ye Saints" and "O Ye Mountains High," from the

famous "Songs of Zion, ' are these unusual offerings. Each is in

every vv^ay worthy of this artist who recently thrilled a vast

audience at the Salt Lake City Tabernacle.

COLUMBIA GRAPHOPHONE CO.
New York

JOIN RANKS OF VICTOR ARTISTS

Charles Domberger and His Orchestra to Re-
cord for Victor Exclusively

"MUSIC COLIC" HITS RECORD SALES

Too Much Jazz Music, Cause of Disease Men-
tioned, Results in Musical Fast

One of the recent additions to the Victor

record catalog is Charles Dornberger and His

Charles Dornberger's Orchestra to Record for Victor

Orchestra, who will make Victor records ex-

clusively. Mr. Dornberger is now the musical

director for George White's "Scandals," play-

ing at the Globe Theatre, New York, and recog-

nized generally as the most successful musical

revue on Broadway. The orchestra has a scene

entirely to itself in the second act and it is

proving one of the hits of the show.

Charles Dornberger is one of the many mu-
sicians who succumbed to the lure of the saxo-

phone, giving up a position as chief clerk in a

California mercantile office to take up a job as

saxophone player in an orchestra at $4 a night.

He advanced rapidly and played in Paul White-

man's Orchestra for one year. His fame is now
general and the success of his Victor records is

assured. Mr. Dornberger and His Orchestra

were among the organizations which welcomed

Paul Whiteman and His Orchestra upon their

return from Europe on the "Leviathan" Mon-
day of this week.

The reason that some folks quit buying rec-

ords is that they have music colic, in the opinion

of the Koerber-
Brenner Co., Victor

distributor. "Here's

the way we dope it

out," says the com-

pany in its Septem-

ber Advance List:

"A lot of Victrola

owners —-most of
'em, maybe—indulge

in an unrelieved diet

of jazz. And that's

about as bad as an

unrelieved diet of

pickles and candy.

Zowie! But what a

case of musical colic

those folks do get!

Naturally, they stop the diet. And, what's worst

of all, most of 'em don't replace it with more

wholesome, substantial musical nourishment.

"Educating people to like the music that's

good for them—that's one of the most impor-

tant things we have to do. When we get it

done we'll all have our record business in such

a shape that we'll never have to worry about

it any more. It'll be a thing of profits and a

joy forever.

"Of course, your salespeople talk up good
music to customers, and suggest records for

them to hear. That's fine. Keep them doing

it. That way they'll gradually foster a taste

for worthwhile music in folks whose tastes were
originally depraved. But think how much easier

it would be to sell good music, think how much
more of it you could sell, if everybody had been

taught from childhood to appreciate and love

good music."

EDISON DEALER GETS PRIZE

Hazen, N. D., August 7.—In a patriotic parade

recently held in this community the honors for

the best decorated car in the parade fell to the

R C U Store. The second prize came to the

Hazen Drug Co. The latter concern in its float

featured the Edison phonograph and records.

NEW BERLIN COMEDY SONG

"Nobody Can Love Me Like My Old Tomato
Can" Is Title of More Recent Addition to the

Catalog of Irving Berlin, Inc.

A new comedy song has been accepted for

publication by Irving Berlin, Inc. While it is

the most recent addition to this catalog the

sales and professional departments have already

decided to exploit it widely. The number is

entitled "Nobody Can Love Me Like My Old

Tomato Can" and is from the pens of Billy

Baskette, who has written a number of popular

successes in the past, and William Downs. Sev-

eral vaudeville singers have introduced the song

and the early indications seem to point to wide

popularity. This, together with the fact that

the Berlin organization is showing unusual in-

terest as to the future of this song, should in-

sure a large sale for it.
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LOS ANGELES
Advertising of Low Terms Has Adverse Influence on the Trade—
Transfer of Okeh Jobbing Agency—Other Important Activities

Los Angeles, Cal., August 3.—Talking machine

business for July was up to its usual volume,

according to reports from managers of depart-

ments, but there seems to be a tendency to-

wards smaller first payments and longer terms.

This is doubtless due to advertising of low

terms which, in the opinion of many sales man-
agers, may result in larger sales in the

long run but is very destructive to short ac-

counts. So long as one or two houses are

allowed by the others to monopolize this low-

term advertising, the former may attract an

increased number of customers, but as soon as

everyone begins to advertise in a similar

fashion it merely becomes a case of educating

the public to make small payments instead of

large and, when the task is completed, no
dealer will have gained any advantage.

A. J. Kendrick in Town
A. J. Kendrick, popular sales manager of the

phonograph division of the Brunswick-Balke-

Collender Co., arrived in Los Angeles during

the latter part of July and is spending several

days here.- He found matters in a most satis-

factory condition in this territory, with sales

showing a remarkable increase.

Okeh Jobbing Agency Transferred

W. E. Henry, Pacific Coast representative of

the General Phonograph Corp. for Okeh rec-

ords, who established headquarters in this city

some three or four months ago, has transferred

the distributing agencv for southern California

ojall aPORTABLE

qA Fact!
On Olive Street, St.

Louis, the following

merchants are among
our many customers:

Baldwin Piano Co.

E. A. Kieselhorst Piano
Company

The Aeolian Co.

Smith-Reis Piano
Company

Krite-Boyens Co.

Lehman Piano Co.

Field-Lippman Piano
Company

May, Stern & Co.

YOU'LL agree a pound package
carried a mile weighs 10 pounds.

You'll agree too, a bulky bundle is

twice as hard to carry as a compact one.

Your ideal portable must primarily be
light in weight; compact in form.

The Spencerian is the lightest port-

able of quality made, weighing less

than 18 pounds. Less than half the

size of a suit-case, 15 x 11 x 7 inches,

it is also the most compact.

Every Spencerian is absolutely guar-

anteed. Its the only portable that
sells the year round. It plays all disc

records. Write us today!

LIST ^RICE (East of %ocky mountains) $30

The Artophone Corporation
1103 OLIVE STREET ST. LOUIS, MO.

Temporary Location, 1213 Pine Street

to the Okeh Smith Co. C. N. Smith, proprietor

of the Okeh Smith Co., secured the jobbing
privileges for this part of the country early last

month and started operations at once. Mr.
Smith has been engaged in the record business

for some time and has had considerable ex-

perience, retail and wholesale, in Eastern cities;

he states that conditions are even better than

he anticipated.

George W. Lyle a Visitor

George W. Lyle, president of the Phono-
graph Mfg. Corp., was a local visitor in the

interests of the Strand phonograph, of which
his corporation is the manufacturer. Mr. Lyle

was accompanied by his youngest son, Edward,
and they motored from San Francisco with

Mr. and Mrs. Walter S. Gray. A new line of

instruments, which have just been announced,

was shown to Los Angeles dealers on the oc-

casion of Mr. Lyie's visit and a number of

orders were placed with the local distributor,

the Walter S. Gray Co.

Cheney Jobber Returns From the East

R. L. Rayner, vice-president of the Munson-
Rayner Corp., has returned from an extensive

trip which he recently made to New York and
other points. In addition to visiting the

Chenej' factory, Mr. Rayner secured several

agencies for his house, which, besides jobbing

the Cheney phonograph and Vocalion records,

has an extensive phonograph supply business.

The exclusive agencies for the Audak, Walter
Camp's "Health Builders" and Campfone were
among those for which Mr. Rayner made ar-

rangements during his trip to the East.

Dave Langlan Buys Lankershim Store

Dave Langlan, popular assistant manager of

the musical merchandise wholesale depart-

ment of the Southern California Music Co., has

purchased the Yates Music Co.'s store in Lank-
ershim and will in the future conduct the store,

which is advantageously located, under the

name of the Lankershim Brunswick Shop.

Transfer Stock to New Store

Irving Westphal, manager of the phonograph
department of the Southern California Music

Co., returned last week from his two weeks'

vacation and is already busy transferring all of

the Brunswick and part of the Victor stock to

the new store at 808 South Broadway. The
Victor and Brunswick will be featured in the

new store, and the Edison and Victor at the

old store, 334 South Broadway. The grand open-

ing of the new headquarters will not take place

until September, although it will be open for

business before then, it is hoped.

John Steel Hears His Voice Calling

John Steel, the well-known and gifted tenor,

who has been singing recently at the Orpheum,
was driving home along Seventh street recently

when he heard a voice which sounded strangely

familiar to him singing "Just An Old Love
Song." Ordering his chauffeur to stop—it was
right opposite Richardson's, Inc.—he got out

of the machine and instructed his man to drive

around the block—it being after parking hours.

When he asked about the voice, he learned that

it was his Victor record, just released, which

he had recorded three or four months before.

Brunswick Dealers Hold Meeting

The Brunswick dealers of Orange County

were invited to be the guests of the Los An-

geles Brunswick branch at St. Ann's Hotel,

Santa Ana. John P. Murphy arranged for the

affair and in addition to the announcement of

some new records for future release by Howard
L. Brown, Los Angeles manager, the wisdom
of pushing the sale of high-class records of

selections by the great composers was pointed

out in a strong sales talk. The meeting was

instructive and profitable for those present.

General Phonograph Corp. Official Here

W. C. Fuhri, of the General Phonograph

Corp., visited Los Angeles this week in order

that he might meet C. N. Smith, of the Okeh
Smith Co., new Okeh jobber. Mr. Fuhri will

leave soon for San Francisco with W. E. Henry,

Pacific Coast representative of the General

Phonograph Corp.
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Radio Industry Is Entering a New Phase
C. Kurtzmann, of Federal Telephone & Telegraph Co., Describes

Development of Radio From "Fad" Stage to Permanent Position

We are about to witness the opening of the

second stage of development of the radio in-

dustry. Like the telephone, the phonograph
and the motion picture, it was apparently nec-

essary that this new industry should first go
through its infancy period—the plaything stage

—

before casting off its swaddling clothes and put-

ting on the garments of adult life. Yet neither

the telephone nor the phonograph, in this play-

thing period, ever gripped and held public imagi-

nation as hard as the radio, with its suggestion

of magic and the mystery of luring sound out of

the thin air.

With the possible exception of baseball and,

to a certain extent, the motion picture no form
of entertainment has ever been accorded the

amount of general publicity that has been given

to the radio, not because of any particular

"pull" that anyone had with editors and pub-

lishers, but because of the pull of the thing it-

self on public interest. Unlike baseball it ap-

peals to every member of the family—from the

baby in its crib listening to the "Bedtime
Stories" to grandmother in her easy chair, lis-

tening to a sermon on Sunday morning. Unlike

the motion picture its place of enjoyment is in

the home, rather than in the neighborhood the-

atre, however near at hand that may be. It is

this combination of universal appeal and inti-

mate quality that is, in part, responsible for the

unique distinction of radio.

Advance in Broadcasting

Aside from the mystery and romance, much
of the popularity of radio is due to the far-

sightedness and the earnest efforts of the broad-

casters to provide programs combining the ele-

ments that are really a part of its universal

character. Having no precedent to guide them,

they have had to find their own way in a new
field of entertainment and they have provided

programs of the broadest possible range, cover-

ing education, instruction, amusement and the

useful news of the day, thus at once occupying

a field that comprehends the functions of the

newspaper, the lecture platform, the concert

stage and the theatre, all in one. The steady

improvement in the character and range of

these programs from their small beginnings, and

the possibilities of the future, can best be

gauged by comparing the earliest output of the

motion picture with the offerings of that indus-

try to-day. The same proportionate advance
may be expected in the radio programs, even

though they started on a higher plane of per-

fection. The future programs that will be de-

veloped, and the undreamed-of uses of the radio,

beggar description.

The parallel between the telephone, the pho-

nograph, the motion picture and the radio is

well nigh complete, in that all had to go through
their infancy stages before being accepted by
the world as a useful and necessary adjunct to

modern life in a more serious sense. All were
looked upon with a certain amount of interest

and indulgence, but credited with being passing

fancies. Just as all these others have emerged
from that early stage into one of great useful-

ness and profit, so is the radio just now emerg-

ing from its early period into one of perma-
nence as a real industry with a future the mag-
nitude of which is too great to be foretold.

Radio Here to Stay

Everybody predicted that there would be a

reaction from the first wild rush of radio inter-

est once it had ceased to' be "a fad." It had
been so with the others, why not with the radio?

The interesting thing is that radio has passed

from, the first excess of excitement over. into its

permanent place without any marked retrogres-

sion of interest. The demand to-day for radio

equipment is greater than at any previous time

since people began to talk glibly about "anten-

nae" and "static." But there is a marked change
coming over the nature of the demand, in-

dicating the change in the character of the re-

lation of radio to the public. Formerly the de-

mand was almost entirely for "parts," so that

home-made sets could be assembled, thus add-

ing instruction in electrical science and its kin-

dred branches to the value of the radio itself.

With the improvements in broadcasting, par-

ticularly w'ith the co-operation of the American
Telephone & Telegraph Co. in relaying impor-

tant news from its sources, thus bringing the

value of programs into the field of news distri-

bution, the character of the demand has percep-

tibly changed.

The business man now recognizes that, in ad-

dition to its qualities as an entertainment pro-

vider for the. home, for the farm, for the con-

valescent in his weary bed, the radio has en-

tered upon a field of great usefulness as a con-

veyor of important information. It is no longer

a thing merely to be talked about, rriarveled at

and played with, but a necessary adjunct to his

business establishment. Like himself, it goes

from the home to the office and finds sonietiiing

to do in both places. It is the business man
who does not want to buy a lot of parts which

are to be assembled, any more than he would

buy his automobile by parts and assemble it

himself. He wants to buy his radio, in fact, as

he would buy his car; made up of the most per-

fectly and soundly manufactured parts, assem-

bled by experts and then given an outward form

that can only be attained by the highest skilled

body designers- and builders. He does not want

a lot of unsightly wires straggling about his

office, nor wet batteries leaking over his office

rugs. He wants the completely assembled set

housed, or contained, in an attractive cabinet

that will harmonize with his home or office fur-

nishings, the whole forming an ornamental util-

ity of supreme usefulness.

Where the Phonograph Dealer Comes in

That want is about to be fulfilled by Federal

and other radio manufacturers. Heretofore the

buyer of radio parts has gone to the electrical

shop, which will continue to be the purveyor to

that demand. But with the coming assembling

of radio sets into handsomely designed and w-ell-

built cabinets the natural outlet is through the

phonograph dealer. For the radio, which is

already closely allied to the phonograph, will

be of even clo.=;er kindred in this form and if is

the phonograph dealer who is logically the best

equipped to handle it.

Not only has he the necessary showroom for

distribution, but his salesmen are trained in the

selling of such a similar product that he can

"talk" his goods with very little additional sell-

ing information. He is, I'^ewise, accustomed to

think in the comparatively large figures of his

product, and he is financed and equipped to sell

on a time basis, which has come to be an es-

sential part of such transactions, as in the piano

trade and in the marketing of the more expen-

sive phonograph cabinets.

The Talking Machine Co., of Camden, X. T.,

has been chartered under Delaware laws to

manufacture talking machines, with a capital of

S210,000.

OUTING TALKING MACHINE CO., Inc., Mount Kisco, N. Y.

JOBBERS
A. C. ERISMAX CO 174 Tremont St., Boston, Mass.

BKISTOI, & B.\KBER CO., INC 3 East 14th St., New York, X. T.

CABINET & ACCESSORIES CO., INC.. 3 AVest IGth St., New York, N. Y.

GENERAL PHONOGRAPH CORP 15 West ISth St.. New York, N. Y.

GEORGE C. PLRiCH & CO 56 Estey BWg., Philadelphia, Pa.

STARR PHONOGRAPH CO 634 Grant St., Pittsburgh, Pa.

J. K. POEK, INC 294 Decatur St., Atlanta, Ga.

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

VOCALION CO. OF OHIO 328 Superior St.. AV., Cleveland. O.

C. L. MARSHALL CO 514 Griswold St., Detroit, Mich.

CONSOLIDATED TALKING M.ACHIXE CO..
227 AVashington St.. Chicago, III.

CONSOLIDATED TALKING M.ACHINE CO.^
1121 Nicollet Ave., Minneapolis. Minn.

YAHR & LANGE DRUG CO Milwaukee. AA is.

THE DUNNING CO 303 Second St., Des Moines, Iowa
RENIER MUSIC HOUSE 545 Main St., Dubuque. Iowa
ARTOPHONE CORP 1103 Olive St.. St. Louis. Mo.
ARTOPHONE CORP 203 Kansas City Life Bldg.. Kansas City, Mo.
MARTIN WEISS CO Dallas. Texas
WALTER S. GRAY & CO..

10.54 Mission St.. San Francisco Cal. ; I-os Angeles. Portland. Seattle

Export:—CHIPM.\N, LTD.
New York, London, Montreal, AYellington, Sydney.
Melbourne. Perth. Havana. Mexico City, Buenos
Aires, Rio De Janeiro. Santiago de Chile.

Cable Address : Chipmonk. New York



148 THE TALKING MACHINE WORLD August 15, 1923

BRUNSWICK EASTERN SALES FORCE HOLDS CONVENTION
Members of Brunswick Phonograph Staff in East Convene at Asbury Park, N. J.—H. A. Beach in

Charge of Meetings—Many Important Sales Topics Discussed

Asbury Park, X. J., was a Brunswick town
during the week of August 6 when the Eastern

forces of the phonograph division of the Bruns-

wick-Balke-Collender Co. held their 1923 con-

vention. Brunswick men from the Eastern sales

division from Carolina to Canada gathered at

the Jersey seashore city beginning Tuesday
night and immediately started work on the con-

vention proceedings.

The Brunswick phonograph welcomed the vis-

itors upon their arrival, as a $200 "Raleigh" was

convention proceedings. Mr. Beach gave in-

teresting statistics as to Brunswick progress in

the East, stating that the sales figures showed
an increase of 75 per cent over the previous

year, of which 50 per cent represented new ac-

counts with established music deaJers.

Promotional representatives of leading metro-

politan newspapers in the East addressed the

convention on Wednesday afternoon. They
brought with them the plans of a proposed co-

niK-ratixc promotion campaign and the discus-

Those m Attendance at Meetmg of Brunswic

set up in the lobby of the Ocean Hotel, wlTici--

was the convention headquarters. The meet-

ing was opened on \\'edne,sday morning by

Harry A. Beach, Eastern sales manager of the

Brunswick Co., who stressed the importance of

the "Raleigh" as an instrument that was destined

to be a leader in the Brunswick line during the

coming season. He called attention to the at-

tractive cabinet design of this model, also em-
phasizing its distinctive mechanical features.

The remainder of the W ednesday morning ses-

sion was devoted to a general outline of the

k Eastern Sales Force in Asbury Park, N. J.

sions in connection with the campaign indicated

that there is considerable activity in Brunswick

circles just now along these lines. P. A. \\'are,

sales promotion manager of the Eastern phono-

graph division, presided over the Wednesday
afternoon session and introduced the newspaper

representatives. !Mr. Ware later discussed the

Brunswick plans of tying up Brunswick activi-

ties with the newspaper campaign, bringing out

important details of this work. Sales promotion

activities, dealer advancement work and Bruns-

wick publicity ideas aside from the newspaper

campaign were briefl\' discussed by .Mr. Ware
at this session.

H. D. Leopold, manager of the record depart-

ment of the Eastern division, presided at Thurs-

day morning's session and discussed new record

distribution plans, giving a resume of the" ca-

pacity and efficiency of the newly erected record

pressing plant at Alviskegon, !Mich. He also told

of the company's elaborate program for the

East Coast, gave statistics of Brunswick record

growth in the East and outlined to the delegates

the newest Brunswick release plan. iNIiss Flor-

ence Haenle, in charge of the Brunswick Idea

Shop, also talked on record promotion during

the Thursday morning session.

Harry L. Spencer, of Kraft, Bates & Spencer,

New England distributors for the Brunswick

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAL'S ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.

Louis Jay Gerson
Manufacturers' Representative

63 READE STREET
NEW YORK CITY

Telephone

:

Worth 0146

Cable Address :

Gersondale, New York

Co., coqtributed to the meeting some interesting

facts pertaining to selling. He told the dele-

gates what the retailers want to know from a
wholesale man and he told his story concisely
and well. J. Louis Buchner, of the order depart-
ment of the company, presented to the meeting
an interesting paper on "Detail Requirements,"
which was an exposition on what a national

organization must have in the way of detail

reports in order to facilitate service.

Golf was the theme Thursday afternoon and
C. F. Shaw, district manager of Baltimore, was
in charge of the tournament, which was a signal

success and which demonstrated the exceptional
ability of quite a number of the delegates. On
Friday morning F. W. Teele, credit manager
of the Eastern division of the company, ad-
dressed the meeting on "Credits," his talk being
directed primarily on how to help the dealer to

avoid bad credit conditions. On Friday after-

noon, in respect to the late President Harding,
the meeting adjourned.

Among those who attended this very success-

ful Brunswick convention were the following:

Harry A. Beach, P. A. Ware, H. D. Leopold,
H. L. Spencer, E. A. Strauss, C. F. Shaw, O. F.

Jester, .1. T. Callahan, H. H. Sheldon, Miss Flor-

ence Haenle, C. L Abelowitz, E. L. Brown, F.

Elliot, C. R. Salmon. W. C. Zabriskie, W. A.
Hanft. J. L. Buchner, N. R. Mann, Edward Wal-
lerstein, D. W. Causey, M. M. Kuhn, H. L.

Obert, H. Zeigler, E. S. Ambler, W. 1". Lorenzo,
F. W. Teele.

0. W. RAY HOMEWARD BOUND

O. W. Ray, manager of the wholesale Vo-
calion record department of the Aeolian Co.,

who, with Mrs. Ray, has been spending the
Summer on a tour of Europe, combining busi-

ness with pleasure, is due back at his desk in

Aeolian Hall on August 16.

Trade-mark registration has been granted by
the U. S. Patent Office to the Societa Italiana

di Fonotipia at Milan, Italy, for a design to be
used in selling phonographs and records.

Kecord Business
'

I
'H E Whitsit organi-

* zation is paying
close attention to the
dealers' activities in

connection with the de-
velopment of Victor
record business. Our
facilities and experience
are at your disposal

—

why not take advant-
age of it?

m
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BENNY DAVIS
OneofAmerica's ForemostSongWriters

and Vaudeville Comedians Now
Exclusively with Emerson

Popular, versatile, and brilliant Benny
Davis, the writer of such well-known hits

as "Dearest," "Stella," "Margie," "Lost
a Wonderful Girl," and many others, now
takes his place in the bright constellation

of exclusive Emerson Stars.

Such captivating, rollicking records as

his latest: "My Sweetie Went Away," and
"Stella"—Record No. 10650—will turn

many a dull evening into a riot of good
fun for the army of Emerson Record Users.

And his records sell at the new Emerson
price

—

only 50 cents—the greatest news
for record dealers and record users in the

history of the Talking Machine business.

Read the inside story, on this same page,

of why we decided to make this startling

reduction.

^mersori,
Records and
Phonoardphs

jLmersoriJ\R^ords

50c
Sound economical reasons lie at the bottom of the startling

new price reductions in Emerson Records.

Only after a thorough analysis of present conditions in the

phonograph industry, and consultation with the most prom-

inent and successful phonograph dealers in the country—who
all agree with our decision—did we determine on a retail price

of 50 cents for Emerson Records.

Several considerations entered into our final decision: Be-

cause of the established popularity and leadership of Emerson
Records, we realized that if they were offered at the popular

price of 50 cents the resulting greatly increased demand would
materially lower all manufacturing and selling costs ; and it has

always been the policy of the Company to pass on to the dealer

and the public any such reductions. Also we discovered that

there was a well-defined need in the phonograph industry for

a high-class record, marketed under a selling policy entirely

in harmony with the best standards of the industry, which
would sell for 50 cents.

The Emerson Company has solved the problem. It now
offers the same high-quality Emerson Record—the best musi-

cally, artistically and mechanically that it is possible for it to

produce—with the established Emerson Policy of selling only
to legitimate phonograph dealers, at this substantial re-

duction in price. And we confidently believe that this new
policy is bound to be the dominant factor in the industry

within the next few months.

Think of the increased turnover—which is the key-note to

profit—that this great reduction will mean to every high-class

dealer in the country.

The biggest hits first at a fast-selling price and the

same profit that you get from the higher priced records.

Emerson Phonograph Company, Inc.

Manufacturers of Emerson Records— Eastern Distributors

of Emerson Phonographs

105-111 West 20th Street, New York, N. Y.

WASMUTH-GOODRICH COMPANY
Manufacturers of Emerson Phonographs

Peru, Indiana



150 THE TALKING MACHINE WORLD August 15, 1923

W. J. BRYAN RECORDS FOR GENNETT

"The Great Commoner." and Former Secretary

of State, Makes Four Records for Starr Piano

Co.—To Be Released at an Early Date

Interesting additions will be made to the

Starr Piano Co.'s catalog of Gennett records

shortly with the listing of four records by Wil-

liam Jennings Bryan, "The Great Commoner,"
and regarded as one of the greatest orators of

the day. Three of the records are of religious

character and one of the patriotic type, and they

will all be listed in one of the early Gennett

record supplements.

The first record by Mr. Bryan is of his well-

known speech on "The Ideal Republic" and is

backed up by the "National Emblem March,"

played by the Gennett Military Band. The sec-

ond record is of his speech "Immortality,"

backed up by the hymn "The Virgin Birth"; the

third, a recitation of the Lord's Prayer to musi-

cal accompaniment, backed up by "Nearer, My

W. J. Bryan Making Gennett Records

God. to Thee," sung by the Westminster Quar-

tet, and the fourth, a recital of the Twenty-
third Psalm, with a rendition of "Lead, Kindly

Light" on the other side.

The accompanying photograph shows Mr.

Bryan making one of his records at the record-

ing studios of the Starr Piano Co. at Richmond,
Ind., the record being made to the accompani-

ment of sacred music played by a quartet.

- 5000 SERIES RETAILS AT $L75

In an advertising announcement in this

month's issue of The World the General Phono-

graph Corp. lists a price of one dollar and fifty

cents for its double-faced twelve-inch Odeon
and Fonotipia records in its 5000 series. This is

an error, as the list price for these records is

$1.75 instead of $1.50.

6,000 educational leaders at the Albany, N. Y., armory were amazed
to discover that the NEW EDISON PHONOGRAPH could not be
distinguished from the living artist when heard in direct comparison.

And, important to you, the opportunity to represent this miracle

phonograph is still available to a few far-sighted merchants who can
qualify.

TEXAS-OKLAHOMA PHONOGRAPH CO.
2025 Jackson Street DALLAS, TEXAS

LIVE DALLAS DEALERS DO BUSINESS

Aggressive Tactics Bring Prosperity in Texas
City—A. H. Curry, of Thomas A. Edison,

Inc., Addresses Real Estate Board

D.ALLAs, Tex., August 6.—The talking machine

and record business in this territory has held

up in a remarkable manner throughout the

Summer and the expectations of most of the

dealers here handling the leading lines of talk-

ing machines and records are that the Fall will

witness one of the busiest seasons in some time.

Business has not come to the "watchful waiters"

in any great measure, but to those retailers who
have the gumption to go out and "dig" in spite

of heat or any other real or imaginary obstacles.

The live members of the trade here have let

nothing stand in the way of developing busi-

ness. Every means of increasing sales has been

consistently utilized. Window displays, adver-

tising and other forms of publicity, canvassing,

etc., have all been instrumental in building up

substantial sales volumes for those merchants

who. have made use of them. Fall campaigns

are now being planned and these will be put

in effect as soon as the vacation season closes.

A. H. Curry, vice-president and in charge of

the phonograph division of Thomas A. Edison,

Inc., and president of the Texas-Oklahoma

Phonograph Co., Edison jobber of this city, re-

centlv made an address before the Dallas Real

Estate Board at a luncheon held in the Orien-

tal Hotel. During the course of his talk Mr.
Curry stated that he considered real estate in

Dallas and El Paso to be the best investment

of any town or city in the country, and Mr.

Curry has traveled from coast to coast and from

border line to border line!

THESE THINGS SOMETIMES HAPPEN

Constant playing of "Yes, We Have No
Bananas" on a talking machine was responsible

for George Gonzales, proprietor of a novelty

store at 129 Nassau street, being brought into

Tombs Court, New York, the other day on a

summons obtained by Edward A. Wealti, a

law3-er with oflices across the street. Magis-

trate Oberwager had the two men shake hands

and said he would decide later whether to issue

a complaint against Gonzales.

DEATH OF CANADIAN EDISON JOBBER

St. Johx, X. B.. Caxad.\, August 6.—The death

of the Hon. Senator William Henri^ Thorne in

his seventy-ninth year at the Montreal General

Hospital recently is deeply regretted by the

phonograph trade here. The Hon. W. H.

Thorne was head of the firm of W. H. Thorne

& Co., Ltd., Edison jobbers, and for many years

he was actively connected with the distribution

of the Edison here.

STERLING TONE ARM AND REPRODUCER

STERLING Edison
and Victor attachments

are universally used by
music lovers because of

their superior quality

and perfect reproduc-

tion of any make rec-

ord. It pays therefore

to be a STERLING
Dealer.

If your Tobber cannot sup-

ply you "with STERLING
write direct to factory.

STERLING Tone-Arms com-

bine appearance with quality.

Made in different styles to suit

any phonograph including

Lamps and Portables.

STERLING Reproducers play

Victor and Edison or any other

record perfectly.

STERLING DEVICES MANUFACTURING CO., 412 Orleans Street, Chicago, III.
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Recording for the

Phonograph Trade

The best equipped and efficient

—low cost—laboratory in the

industry.

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

A. J. BAUM, . . Manager
ARTHUR BERGH. Mu.ical Director
FRED OCHS. . Recorder

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38th Street New York

MAKES OUTSIDE SELLING PROFITABLE

Live Edison Dealer Carries Phonograph Dem-
onstrations Into the Homes of His Prospects

by Means of Automobile Truck

Among the recent visitors to tlie Edison lab-

oratories in Orange, N. J., was Sylvester Cava-
naro, Edison dealer, of Riverhead, L. I. He
is a firm believer in outside canvassing and

Sylvester Cavanaro and His Truck
slated that liis business during the Summer pe-

riod has been excellent. In fact, he is now go-

ing to add another truck for canvassing pur-

poses. In the illustration Mr. Cavanaro is seen

standing beside one of the trucks which he has
found so profitable in facilitating outside sell-

ing. Instruments loaded on this vehicle to be

carried to homes of prospects for demonstra-
tion purposes have been found to increase the

possibilities of making sales.

APPOINTED OKEH JOBBER IN DALLAS

Texas Radio Sales & Engineering Co., of Dal-

las, Appointed Okeh Jobber

Dallas, Tex., August 6.—The Texas Radio Sales

& Engineering Co., of this city, has just been

appointed a jobber for Okeh records, manufac-
tured by the General Phonograph Corp., of

New York. W. C. Fuhri, general sales man-
ager of the latter company, was a recent visitor

to Dallas and closed this deal while here.

In addition to handling the Okeh line as a

jobber the Texas Radio Sales & Engineering

Co. is making plans to carry other products in

the talking machine field and is also a distribu-

tor for the Radio Corp. of America, manufac-
turer of Radiolas. The company is well known
in this territory and is planning an aggressive

campaign to interest the dealers in this section

in the sales possibilities of the Okeh records.

CLEVER STUNT BOOSTS RECORD SALES

Placards Over Records in Window Display

Prove Excellent Sales Stimulators

A most effective show window device for

selling phonograph records has been utilized

during the past week by the New Edison Shop,

Fifth avenue. New York, and a marked increase

of sales has been noted. The scheme was to

hang descriptive placards bearing the words
"Big Hit," "Classical," "Dance to This,"

"Sacred," etc., on the various records on in-

dividual stands in the show window. By way
of experiment, several different records were
labeled "Big Hit" during the week, with most
satisfactory results, one record in particular,

which was overstocked at the early part of the

week, having been re-ordered from the factory

five successive times. In addition, a local news
placard service has just been subscribed to by

the Edison Shop, with the result that a steady

stream of customers of the "silent salesman"

has been more than doubled.

CABINET HARDWARE ACTIVITY

H. A. Guden Co. Closing Healthy Business

—

Hardware for Portables in Active Demand

The H. A. Guden Co., Inc., New York, manu-
facturer of cabinet hardware, has been receiving

substantial orders during the past few weeks,

indicating that talking machine manufacturers

are preparing for an active Fall trade. This

company has specialized in the manufacture of

cabinet hardware for a number of years and an

interesting feature of this business this Sum-
mer has been the receipt of good-sized orders

from manufacturers of portables. Judging from

the present outlook this company will enjoy an

active demand for needle cups, stay arms and,

in fact, its general line of cabinet hardware this

coming season. The executives of the concern

are now making plans to give the trade maxi-

mum service and co-operation.

TRIANGLE
No. 1 TONE-ARM

Every part made in our own factory

Special Tone-Arms and Reproducers
made to order— quantity only

Triangle Phono Parts Co.
722 Atlantic Avenue, Brooklyn, N. Y.

PROFITS
Profits to the
Manufacturer

Saving in Cost

Profits to Dealer

Selling Satisfaction

Profits to

Consumer

No Repair Bills

Send for Sample
and Prices

CUTYOURmF
APIECE/CAKE

BOSTON'S NATIONAL MUSIC EXHIBITION

H. L. Katz, President of National Exhibition

Association, Tells of Plans Under Way for Big

Show Opening November 26

Boston is to have a National Music Exhibi-

tion during the week beginning November 26.

H. L. Katz, president of the National Exhibi-

tion Association, reports that the early reserva-

tion of the exhibit section, and contracts al-

ready signed and delivered, presage the success

of the affair. This exposition, he states, is

commended by leading professional trade and

civic interests and endorsements of the enter-

prise have been received from such prominent

personages as M. Pierre Monteux, conductor of

the Boston Symphony Orchestra, and the

Mayor of Boston. Boston is strategically situ-

ated for exposition purposes, drawing upon the

entire New England'^ection, and it is expected

that it will stir up great public interest. The ex-

hibition will be held in the building of the Mas-

sachusetts Charitable Mechanics Association,

which is excellently situated, for crowds going

to aifd from the concert hall, picture gallery and

other floors oft'ering general attractions, pass

through the aisles of the exposition halls de-

voted to the exhibits.

During the course of the week an elaborate

schedule of public entertainments in the concert

hall under the direction of the management is

planned for both afternoons and evenings. A
notable feature of the various exhibits will be

a contrast between the instruments of other

days and those of the present time, showing

what a remarkable advancement has been fnade.

In the picture gallery inspiration of music, as

depicted by noted artists, ancient and mode'rn,

will be shown. It is predicted by Mr. Katz that

the aft'air will be a great success in everv way.

PHONOGRAPH DE LUXE
The Instrument of incomparable tone, that

plays any record better than you have ever
heard it played before.

Complete line of table, upright and console
models.

Write for catalog on

New Portable

I
AND

New Console
Cash in on the Regina; now is the time.

Also Regina Music Boxes with or without
phono attachment.
Regina Hexaphones and Mandolin orches-

trions.

Regina tune discs and parts for any in-
strument ever manufactured by the Regina
Co.

Send for particulars on territory
arrangements.

The Regina Phonograph Co.
MANUFACTURERS

RAHWAY NEW JERSEY
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NEW EDISON WINDOW DISPLAY FEATURES SINGLE RECORD
Thomas A. Edison. Inc., Releases First Display Under New Policy of Featuring Individual Rec-

ords—Striking Colors and Artistic Arrangement Produce Effective Exhibit

WEEKLY VOCALION RECORD RELEASES

Beginning on Friday, September 28, the New
Vocalion Records Will Be Issued to Dealers

Each Week, to Be Placed on Sale at Once

- The Aeolian Co. has announced that plans

have been completed for the weekly release of

all new Vocalion records, the first of the weekly

releases to be effective as of Friday, September

28, 1923. It is felt by the company that the

weekly release plan will prove of decided ad-

vantage to the dealer in permitting him to

offer something new to his customers each week
and thereby keep their interest sustained. For

some time past the company has been issuing

special, releases of Vocalion records during the

interim between monthly supplements and deal-

ers were enthusiastic over that practice.

In announcing the new plan, it is stated that

dealers will be privileged to place the new rec-

ords on sale each week on the day they are

received from the wholesale headquarters, rather

than be compelled to wait for a fixed release

date.

A definite advertising policy i-*; now being-

developed in connection with the new release

plan which will soon be made known both to

Vocalion record distributors and dealers.

PLAN BIQ CANVASSING DRIVE

F. Bowman & Son, AUentown (Pa.) Dealers,

Purchase New Cars to Aid in Drive—Tone-

tests Prove Big Business Asset

AxLENTOWN, Pa.. August 8.—Evidently F. Bow-

man & Son, Edison dealers, of this city, intend

to get business by going after it. According

to Earl Bowman, member of the firm, they have

just purchased several new cars with which to

conduct a reallj' intensive campaign of canvass-

ing throughout this section and are already

making plans for their Fall tone-test, with

which they expect to close practically all of the

sales still pending at that time.

Mr. Bowman states that they have had at

least one tone-test each year since the Edison

laboratories originated them about eight years

ago and that they still prove themselves to be

by far the biggest sales asset.

JAMES WAITERS AGAIN WITH PATHE

James Watters, connected for many years

with the Pathe Freres Phonograph Co. as secre-

tary, has returned to the fold and rejoined

the ranks of the Pathe Phonograph & Radio

Corp., Brooklyn, N. Y., on Monday last, in

charge of the radio division of the company.

During Mr. Watters' absence from the Pathe

organization he was connected with one of the

prominent radio concerns and is well qualified

to assume his new duties. -

G. E. HORTON'S PRESENT ACTIVITIES

G. E. Horton, of the Horton-Gallo-Creamer

Co., New Haven, Conn., having spent some time

calling upon the trade, is now taking care of

the inside details of this Victor distributing

house. Mr. Horton is a son of the late Henry
Horton and is giving his particular attention to

dealer service. E. C. Gallo, in charge of the

organization, reports that dealers in his terri-

tory are enjoying excellent business conditions

and looks forward to big business this Fall.

CHANGES NAME TO HUNT PIANO CO.

Portland, Me., August 8.—The Miller & Hunt

Co., prominent talking machine and music

dealer, of this city, has changed the corporate

name of the firm to the Hunt Piano Co. The
officers of the company remain as follows:

Ralph W. E. Hunt, president, and Burton R.

Miller, treasurer. The concern handles the Vic-

tor line of talking machines and records and a

complete line of the leading makes of pianos

and small musical instruments.

Thomas A. Edison, Inc., has now adopted the

policy of featuring individual Edison records in

window displays prepared for the use of Edison

dealers. This policy has been adopted on the

grounds that a general record display has a

primary interest only for people who already

sumer public is, without doubt, mo.st interested.

The first display in line with this new policy

is released for September. It is built around

"Duna, the Song of the Sea." The central piece

is done in striking colors and is highly pictorial

of the character of the selection. The two side

Artistic New Edison Display

own phonographs, and that a phonograph dis-

play should logically feature the performance

rather than the phonograph itself, whereas the

window displaj' featuring a single record inter-

ests both owners and prospective owners in that

it features the result in which the entire con-

Featuring Individual Records

pieces feature the idea "Come in Now" and pic-

torially tie up with the center piece. This dis-

play is one of the most effective of many fine

exhibits produced by Thomas .\. Edison, Inc.,

and it should prove a real stimulator of record

sales.

VICTOR WHOLESALE DISTRIBUTORS

The Dependability of

Blackman Service

must be tested

to be appreciated
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HEALTHY TONE TO TRADE IN TOLEDO

Industrial Situation Active—Dealers Report Big

Retail Gains as Compared With Last Year

—

News Happenings of the Month

Toledo, 0., August 8.—Merchants are enjoying

a volume of trade well above that of a year ago.

While there is a temporary seasonable lull the

recession is but slight. Dealers are confidently

looking to the Autumn to provide a healthy

stimulus to trade. And this is not expecting

too much, for local industries are operating on

a basis considerably in excess of normal. There

are practically no idle workers. Each is slowly

building a reserve which is reflected in savings

bank deposits.

At the Toledo Talking Machine Co. sales for

the past month again show an increase. Mer-

chants are being urged by Chas. H. Womel-
dorff, general manager, to place orders for ma-

chines now and not wait until the Fall demand

is upon them. Further, the Victor weekly rec-

ord release which will start in September is

Big Profits in Radio
Radio offers you the biggest op-

portunity in years to make tremen-

dous profits. Over $100,000,000

worth of radio equipment was sold

last year. The coming Fall and Win-
ter will see that figure greatly in-

creased.

Are you prepared to cash in on this

great volume of business?

Crosley Radio products will enable

you to do this. The Crosley line of

instruments and parts is one of the

best-known lines in America. Con-

sistent advertising and exceptional

performance have placed Crosley in-

struments in a class by themselves.

Ranging in price from the Model
VI, a two-tube set at $28, to the

beautiful Console Model XXV, at

$150, Crosley instruments truly sub-

stantiate our slogan, "Better—Cost

Less."

For Sale by Good Jobbers Everywhere

Write for Complete Catalog

Crosley Manufacturing Co.
826 Alfred Street Cincinnati, 0.

THE CROSLEY MODEL X-J
With Battery Cabinet

The Crosley Model X, price $55, a

4-tube radio frequency receiver, con-

sisting of one stage of tuned radio

frequency, detector and two stages of

audio frequency amplification, has

established itself as the most popular

and successful receiver ever marketed.

Now comes a companion, the Crosley

Model X-J, price $65, embodying all

the good points of the Model X, to-

gether with greater refinement of

detail.

The battery cabinet, price $15,

makes the set absolutely self-contain-

ing and greatly adds to its beauty.

BOSTON — 19 2 3
National Music E:
Mechanics Building, Boston, Mass. :: November 2

Kposition
6 to December 1, Inclusive

Preferred Exhibit \ »T« 1^ WT f
Spaces for Those Who W 1 1^ V-T W •

For full information write to THE NATIONAL EXHIBITION ASSOCIATION. Inc.

18 Boylston Street, Boston

sure to have a highly stimulating effect upon

record sales. The trade is optimistic over the

sales value of the Red Seal double disc records

which will soon be in the stores. A local Victor

dealer service inaugurated by this house con-

sists of special hangers, announcements, etc.

Harry L. Wasserman has purchased the Vic-

tor stock of the Talking Machine Shop and has

opened an exclusive Victor store at 434 North

St. Clair street under the title United Music Co.

Mr. Wasserman was forrherly located in Detroit.

The Lion Store Music Rooms are enjoying

a Summer sales increase. Lawson Bell, assistant

manager, reports Cheney, Victor and Brunswick

machines share in the growth. The store outing

day was one of the features of the Summer.
A. J. Pete, manager of the department, was

chairman. Mr. Pete is now vacationing at

Wampers Lake, Mich.

The Cable Company is featuring the special

Benson Orchestra release, "In a Tent," through

an elaborate window. A tent upon the beach,

with corresponding fittings and setting, is at-

tracting much favorable attention and aiding

sales, Manager W. A. Grubbs states.

At the Goosman Piano Co. Columbia and

Vocalion record sales are growing each month.

Fred N. Goosman, president, has been named
chairman of a committee of retail merchants

to promote the annual outing of the retail mer-

chants' board.

The Talking Machine Shop has taken on the

Columbia line of machines and records, Fred

Frame states, and an aggressive sales campaign

will soon be started.

The T. W. Greene Co. is e.xperiencing a very

excellent Summer machine and record business.

Cheney, Brunswick and Victor machines are

dealt in here. A fitting tribute to the late Presi-

dent Harding is paid in a window set apart to

his memory. His likeness, surrounded with

good music, is the center of the display.

At Grinnell Bros, plans are being formulated

for a Fall campaign to start soon after the

turn of the month. The sales plan of concen-

trating upon one number at a time instead of

scattering efforts is effective in closing sales.

At the LaSallc & Koch Co. Music Shop Man-

ager F. O. Edwards reports gratifying sales the

past month, with portables still in favor.

QOURLIE CO. MAKES PHONE PAY

PRESIDENT'S VOICE STILL LIVES

Although the Nation will mourn the loss of

the late President Warren G. Harding, it is

gratifying to know that something of the

benevolent spirit of the man and his voice still

lives through the medium of talking machine

records, made by the President for the Victor

Talking Machine Co. during the drive last year

of the American Red Cross, which is still re-

ceiving royalties from the sale of these records.

O T O R S
Ready for Delivery

Double Springs; plays two 10-inch Rec-
ords; suitable for Portable Phonographs.
Sample, $3.75. Larger motor playing two
to three 12-inch Records; suitable for

Phonograph selling for $100. Sample, $5.75.

MERMOD & CO.,
16East23dSt.

Telephone Ashland 7395

Live Miami, Fla., Concern Boosts Sales of Rec-

ords by Demonstrations Over Phone

Miami, Fla., August 8.—The Gourlie Music

Co., of this city, has taken advantage of the tele-

phone in selling the new talking machine rec-

ords each month. Advertising in the local news-

papers calls attention to the new- releases and

suggests that readers telephone and ask to have

any of the new records played over the phone.

Thej- have the phone in a booth and the rec-

ord called for is played, the open phone being

put face to the horn and near enough for the

record to be heard over the phone. As many
records are played as the customer asks for and

those that are selected are delivered by the

company. This stunt has speeded up record

business in a most satisfactory manner.

HOHNER EXPANSION IS NECESSARY

Considerable changes have been made in the

arrangement of the New York headquarters of

M. Hohner, manufacturer of the well-known

Hohner harmonica and accordion. These

changes have been made possible through the

addition of another floor, thus- making two

floors available for the carrying on of the

greatly increased business of the company. A
new showroom is being constructed; two new-

private offices and a new stockroom.

FOR SALE
-\ VICTOR talking machine and jewelry business

in a Pennsylvania town on the main line of the

Pennsylvania Railroad. An excellent opportunity.

Details on application. Address "Box 131S," care

Talking JIachine World, 3S3 Madison Ave., New
York.

Victor

Wholesalers

The House
of

Mellor
in

Pittsburgh
since

1S31
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More Business for the Victor Trade !

PAUL WHITEMAN and HIS ORCHESTRA
Returned from Europe on the S. S. "Leviathan"

On Monday, August 13th

Lauri Wylie in the London Times, un-
der date of March 25th, says the follow-
ing of Whiteman's sensational London
engagement: "There are only two men
the thought of whom might reconcile
me to forswear my native land and
transform myself into an American citi-

zen. They are Abraham Lincoln and
Paul Whiteman. The dead man stcinds
for American freedom, thought and
principle. The living one represents
modern American tyranny in its most
efficient and devastating development.
America has taken us in threill not merely
by the magic of the dollar, but by her
efficiency in jazz. And Paul Whiteman
is the King, the Emperor, the Great Pan-
jandrum, the embodiment of Jazz."

Immediately upon his return, fresh from the greatest success of his career

PAUL WHITEMAN AND HIS ORCHESTRA
will devote several weeks to the making of

NEW VICTOR RECORDS
in which will be embodied the greatest musical thrills ever recorded

Watch for Paul Whiteman's New Records

Management

UNITED ORCHESTRAS
Incorporated

160 W. 45th Street New York City

THOS. W. HINDLEY'S NEW POST

Becomes Western Distributor of Emerson "Mu-

sic Master" Phonograph, With Headquarters

in Chicago—Has Had Wide Experience

Chicago, III., August 7.—Thomas W. Hindley,

well known in the talking machine trade

throughout the country, has been appointed

Western distributor of the Emerson "Music

Master" phonograph, manufactured by the Was-
muth-Goodrich Co., Peru, Ind. Mr. Hindley

has opened offices at 22 Quincy street, where

he has a complete line of Emerson phonographs

on display. Mr. Hindley was formerly associ-

ated with the Columbia Graphophone Co.,

Landay Bros., Edison Shop and the Hallet &
Davis Piano Co., all of New York City. Going

West he managed the phonograph department

of Kohler & Chase, San Francisco; the Hau-

schildt Music Co., Oakland, and Orton Bros.,

Butte, Mont. For the past eight and one-half

years he was manager of the Aeolian Co.

branches in Providence, Boston and Chicago.

INTEREST IN COMING GOLF MATCHES

Contestants for the Eldridge R. Johnson and

J. Newcomb Blackman Trophy Cups Will

Display Their Skill Early in Septemiber

An event of considerable interest among the

Victor jobbers is the series of coming golf

matches to determine who will be the final pos-

sessor of the Eldridge R. Johnson gold trophy

cup. This match will be played by Lew Col-

lings, of Collings & Co., Newark, N. J.; C. A.

Grinnell, of Grinnell Bros., Detroit, Mich., and

French Nestor, of the French Nestor Co., Jack-

sonville, Fla. The match for the final possession

of the J. Newcomb Blackman trophy cup will

be played between Louis Buehn, of the Louis

Buehn Co., Philadelphia, Pa.; C. G. Campbell,

of the Knight-Campbell Music Co., Denver, Col.,

and Fred P. Oliver, of the Blackman Talking

Machine Co., New York, N. Y. The matches

will be' played the first week in September on

a neutral course to be selected by a special com-

mittee in charge of the matches and will be

thirty-six-holes medal play with suitable handi-

caps, eighteen holes to be played in the morn-

ing and eighteen holes in the afternoon. The

above mentioned jobbers have each won the

cup for one year and these matches will deter-

mine the permanent owners.

In order to give each contestant an equal

chance and under as nearly the same conditions

as possible the course on which the match is to

be played will not be announced until ten days

before the event. Owing to the great value of

the cups, as well as the very high honor in

ITA LI AN
Popular Music

MONTHLY RELEASES
WRITE FOR CATALOG

Out-of-Town Agents Wanted
Distributed by

ITALIAN BOOK CO.
145 Mulberry St. New York, N. Y.

winning them, considerable rivalry is anticipated

and a large gallery of friends will be on hand

to follow the matches. Joseph C. Roush, of the

Standard Talking Machine Co., Pittsburgh, Pa.,

is chairman of ihe special golf arrangement

committee in charge of the details.

BRUNO BUYS BLOUT WHOLESALE STOCK

C. Bruno & Son Take Over Wholesale Stock

and Accounts of Emanuel Blout—Latter to

Continue to Operate Retail Stores

Emanuel Blout, who for a number of years

has been a wholesaler of Victor talking ma-

chines and records, with headquarters at 2793

Broadv/ay, New York, as well as maintaining a

retail department at that address, and retail

stores in the Fordham section of New York

City, in Poughkeepsie, N. Y., and Bayonne, N. J.,

announces, under date of August 8, the sale of

his wholesale stock and trade accounts receiv-

able to C. Bruno & Son, Inc., Victor whole-

salers, at 351 Fourth avenue, New York, which

represents the latest of several wholesale

changes that have taken place in the metropoli-

tan district during the past few months.

JOHN CROMELIN ENTERS NEW FIELD

Well-known Talking Machine Executive Joins

Insurance Company—Has Host of Friends in

Trade Both Here and in Europe

John Cromelin, formerly vice-president and
general manager of the Columbia Graphophone
Co., New York, and more recently general sales

manager of the General Phonograph Corp., has

forsaken the talking machine industry to enter

the insurance field. Mr. Cromelin is now iden-

tified with the Connecticut Mutual Life Insur-

ance Co., with offices in the Pershing Square
Building, Forty-second street. New York, and
his many friends in the trade will be glad to

learn that he is making rapid headway in his

new work.

Mr. Cromelin is one of the veterans of the

talking machine trade, having been associated

with the industry for more than twenty years

and having held important executive positions

both here and abroad. His many years as an

executive have given Mr. Cromelin an invalu-

able experience which will undoubtedly be an

important factor in his success in the insurance

field.

Size 13x13x75^"
Wonderful—Loud—Clear—Tone
Mahogany finish or Leather-
oid covering-. Weight. 13 lbs.

Fulton"AUTOMATIC" Portable
Model No. 25

Sample to flj I O Cf\ Discount in

Dealers ipl^.Ol/ Quantities

This remarkable new portable is equipped with a durable
motor, and a new feature patented throw-in-arm. No parts

to disconnect when closing up. Simply close the lid,

and the tone arm falls in automatically with it; open the
lid and the tone arm comes up in position ready to play.

AVe still have a limited quantity of our Model 35 at the same
price, .?13.5n.

Phonograph and .Accessories, Repair Parts for All Slakes.
Puritone and Tructone Needles at 2.5c per M in lots of 10 M

Fulton Talking Mach. Co.
253 Third Ave.

New York City
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HUSTLERS SCORE IN CANTON TRADE

Dealers Adopt Aggressive Methods and Suc-

cessfully Compete With Cheap Automobile

Dealers—Retailers Preparing for Expected

Fall Boom—Activities of the Month

Canton, O., August 7.—Hustlers are doing the

business these days despite competition of the

cheap automobile, which is having considerable

adverse effect on the talking machine business.

A survey of the larger stores this week dis-

closed that all dealers are prepared to take care

of increased business expected during the early

weeks of the Fall season, when quite a revival

in the industry is predicted. Record sales have

taken on new life and this month's list appears

to be one of the most acceptable released in

the whole year. Industrially the city continues

to boom and workers are being paid high

wages.

Philip Dorm, representing the Eclipse Music

Co., Cleveland, visited with local talking ma-

George C. Wille Co., William R. Zollinger &
Co., and others.

W. E. Pyle, manager of the talking machine
department at William R. Zollinger & Co.,

e.xpects to leave on his vacation on August 20.

With the pottery industry operating at top

speed, and other industries working full time,

the Carrollton, O., store of the Alford & Fryar

Piano Co., Starr and Cheney dealer, of Canton,

is enjoying a big business, according to Al

Waltamath, who is in charge of the new branch.

Miss Margaret Gallagher, in charge of tfie

record department of William R. Zollinger &
Co., has resigned her position.

Talking machine sales showed a gain of 15

per cent at the store of the Garver Bros. Co.,

Strasburg, the month of July. Total sales to

date this year at the Garver store have been

$432,182.93, an increase over the corresponding

period a year ago of $99,743.20.

Two well-known talking machine stores will

figure prominently in the dedication of Cleve-

land avenue, when the celebration is held on

August 15, 1923
'

Rhines Edison Shop, both located on this thor-

oughfare, are lending co-operation to the com-
mittee in charge of the promotion.

Eight Canton talking machine dealers have
pledged their co-operation in helping make
Trade Extension Week next month a success.

An extensive publicity drive in which special

edition newspapers will be distributed through-
out the countryside for a distance of 50 miles is

planned. C. M. Alford, local Cheney and Starr

dealer, is chairman of the committee on stunts.

DEALERS ORDERING STRINGS

Standard Musical String Co. Making Rapid
Progress in Talking Machine Trade—Attrac-

tive Display Cases Available for Dealers' Use

The Standard Musical String Co., Brooklyn,

N. Y., manufacturer of Truesolo strings, has

been spending considerable time and effort in

the intioduction of this product to the talking

machine trade. The results of this campaign to

date have been very successful and talking ma-
chine dealers throughout the country have
placed sub.stantial orders for Truesolo strings,

with the idea of featuring them during the year.

In order to co-operate with the dealers in the

introduction of these strings the company has

prepared several attractive display cases that

can be used to splendid advantage in the deal-

ers' windows and on counters. Talking machine
dealers in general are evincing keen interest in

the sales possibilities of Truesolo strings among
their patrons and for the coming Fall and holi-

day season the Standard Musical String Co. has

prepared an intensive sales campaign.

VISITORS TO COLUMBIA OFFICE

There was a Pacific Coast delegation re-

cently at the e-xecutive offices of the Columbia
Graphophone Co., 1819 Broadway, New York,

and among the visitors were P. S. Kantner,

manager of the Columbia Co.'s San Francisco

branch; W. F. Stidham, manager of the Los An-
geles branch, and W. H. Lawton, representing

the company at Seattle. The visitors conferred

with Geo. W. Hopkins, general sales manager
of the company, regarding plans for the l^'all

season and, without exception, they were en-

thusiastic in predicting that the remainder of

1923 would be one of the most active seasons in

Columbia history. S. S. Larmon, manager of the

Cleveland branch, was also a visitor.

FOR SALE IN

SOUTHERN CALIFORNIA

Only Victrola agency in the best and fast-

est growing town of 11,000 people in the

State. Established 16 years. Just installed

new modern fixtures, will sell at invoice

$9,500. Reason for selling, have a book
and stationery business and cannot look

after both stores. Address L. B. Weber,
Weber Music Co., 112 East Center St.,

Anaheim, Cal.

SPLENDID FACILITIES

We have surplus equipment and factory

facilities for manufacturing twenty-five

phonograph cabinets per day. Can

make deliveries for Fall and holiday

trade. We solicit inquiries. Lyradion

I\Ianufacturing Co., Mishawaka, Ind.

POSITION WANTED—Young man who has had eight

years of experience in the phonograph business and all its

branches, including selling of all makes, also pianos, and

repair all makes of machines. Permanent position desired.

Address "Box 1315," care Talking Machine World, 383

Madison Ave., New York, N. Y.

chine dealers the past week, calling on the Halloween. The George C. Wille Co. and the

Comparative Tests

Invited

Silent Motors have proved their supremacy

to the satisfaction of a great number of the

largest manufacturers of Machmes in America
and foreign countries.

Produced in Three Types

Model S. S, guaranteed to play in excess

of two records, especially constructed

for Portables or table machines.

Model K, K, guaranteed to play in excess

of three records.

Model H. H, guaranteed to play in excess

of five records.

Samples and information supplied

upon request.

The silent MOTOR CORPORATION
CHARLES A. O'MALLEY, President

321-323-325 Dean Street BROOKLYN, N. Y.

Telephone Sterling 4861
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situatioti" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will
be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
25c. per line. Rates for all other classes of advertising on application.

WANTED—A man of experience, ability and

energy, combined with a thorough knowlege of

the entire retail phonograph and record busi-

ness, accustomed to general supervision of sales,

advertising and promotion with plenty of pep

and original ideas, can secure an exceptionally

fine opportunity in one of the most progressive

and rapidly growing cities in the Southwest and

become associated with an institution thor-

oughly established and rapidly advancing in

prestige and increasing its volume of business

by leaps and bounds. Only first-class man need

apply, thoroughly qualified and a real worker.

Address "Box 1311," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

WANTED—Manager for talking machine
store in Philadelphia. Salary and share of

profits. Business established six years and has

large foreign trade. Must be in a position to

invest from $1,500 to $2,000 which will be fully

secured. Address with full particulars, "Box
1312," care The Talking Machine World, 383

Madison Ave., New York, N. Y.

REPRESENTATIVE WANTED who is ac-

quainted and can secure audience with Eastern

Edison distributors. State qualifications in re-

plies, which will be strictly confidential. Ad-
dress "Box 1313," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

SPECIALTY SALESMEN—We have terri-

tories open for live men wishing a good side

line. A distinctive article for the talking ma-
chine and piano trade. Used in every home. A
sure and profitable winner. Get territory while

you can. The Glo-Rite Co., Inc., "Box 237,"

Camden, New Jersey.

LARGE RECORD and accessory house is

open for live-wire salesmen to cover Ohio
State. Splendid opening for hustlers only.

Write, stating age, experience, territory pre-

viously covered, references, etc. "Box 1317,"

care The Talking Machine World. 383 Madison
Ave., New York, N. Y.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which
will approximate $100 a week earnings to the

right applicant. Call to see Saul Bims, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

SALESMEN WANTED—Well known wood-
working concern has commission proposition

for salesmen traveling established territory.

Calling on talking machine and piano trade.

Kindly state territory, length of time traveled,

lines handled and give references. Address

"Box 1298," care The Talking Machine World,

383 Madison Ave., New York, N. Y.

POSITION WANTED—Salesman wishes to represent a
reliable musical instrument manufacturer in Western Penn-
sylvania, West Virginia and Ohio, as a side line. Have
large followinR in this territory built up by seven years'
experience. Address "M. E.," P. O. Box 1353, Pitts-

burgh, Pa.

WANTED
Any amount of Victor, Columbia,

Brunswick or any other well-knowm
make of talking machines or records,

motors or tone arms. This is a spot

cash proposition and must be acted

upon immediately. Address Chicago
Phonograph Realization, 1427 Carroll

Ave., Chicago, 111.

SPRINGS
VICTOR

li:i"x. 022x17'. bent each end No. 6543 $.57
li4"x. 022x18' G" marine ends No. 3014 .58
li4"x. 022x17' marine ends No. 3014 .55
lU"x. 022x17' bent arbor No. 5362 .57
li4"x. 022x13' bent arbor No. 5423 .50
lii"x. 022x9' bent arbor No. 5427 .42
li4"x. 022x9', bent each end No. 6546 . 42
l"x. 020x13' 6" marine ends No. 2141 .32
l"x. 020x1.5' marine ends No. 33.35 .35
l"x.020xl5' bent arbor No. 5394 .38
l"x.020xl5', bent at each end No. 6546 .43
y8"x.020x9' marine ends No. 988 .29

COLUMBIA
l"x.02.SxlO' Universal No. 2951 .33
l"x. 028x11' "Universal No. 2951 .35
l"x. 030x11' hook ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x. 025x12' motors, Nos. 33 & 77 33
1 3/16"x.026xl9', also PathS 75
1 3/16"x.026.xl7' No. 4 .59

arEISSELB.ACH
Ts"xl0' motors. Nos. 9 & 10 29
l"x9' motors, Nos. 11 & 12 29
l"xl6' motors, Nos. 16, 17 & 19 49
2"x. 022x16', rectangular hole, ISklO 1.20

SAAI.-SILVEKTONE
l"x. 027x10'. rectangular hole No. 144 .42
l"x. 027x13', rectangular hole No. 145 .48
l"x. 027x16', rectangular hole No. 14G .58

BKl NSWICK
l"x. 025x12', rect'gular hole, regular.No. 201 .45
l"x.02.5xl8', rect'gular hole, regular.No. 401 .60

KK.iSBERG
l"xl2' motor 2A, pear-shape and reel, holes .45
l"xl6' Motor 3 & 4, on outer end 35

EDISON DISC
IV' "x. 02.8x25' regular size disc motors 1.25
l"x. 032x11', Standard 55
15/16", Home 70
1 3/16"xl8' type A 1.50, old style disc 1.28
1" Amberola 30-50-75 56
1 1/16", B 80 1.13

SUNDRIES
l"x. 025x16' rectangular hole 50
l"x. 02.5x16', pear-shaped hole 50
%"x.023xl0', marine ends, Hein. Col., etc.. .29
%"x.02.3xl0', marine ends, Hein. Col., etc.. .27
%"x.020x9', marine ends 21
%"x.020-x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws, No. 3304.. per 100 .92
^'ictor Gov. balls, n/style. No. 3302... each .07
Victor Gov. spring screw washer.. per 100 .72
Columbia Gov. springs, No. 3310. . .per 100 .93
Colum. Gov. sprg. screws, No. 439. per 100 .92^
Columbia Gov. sprg. screw washers. per 100 .72
Columbia Gov. ball, lead, flat and spring.. .08
Columbia Gov. ball, new style & spring... .08
Turntable felts, all wool, green, 10", round .15
Turntable felts, all wool, green, 12", round .18

Terms, 2% cash with order.

TALKING MACHINE SUPPLYCO.,PilBKBIDGE,N.J.

FOR SALE
500 high grade mahogany talking machine
cabinets. Can be had either in the white
or finished completely with high grade
motors and tone arms. A remarkable bar-
gain if taken at once. Chicago Phono-
graph Realization, 1427 Carroll Ave., Chi-
cago, III.

FOR SALE
Three Unico demonstrating rooms, size 6 by
9 each, ivory finish, sound proof. Also four
Unico record racks, each with capacity of
one thousand records. For price and details

apply to "Box 477," Charlottesville, Va.

CABINETS FOR SALE
Closing out big lot phonograph cabinets.
Prices'$16.50 to $25.00. Also complete pho-
nographs ready to plav. Great bargains.
E. H. Stafford'Mfg. Co., 367 West Adams
St., Chicago, 111.

CARVED LEGS
Eight designs in gum, oak and ma-
hogany. Prices reduced. Send for cir-

cular. KHse Mfg. Co., Grand Rapids,

Mich.

WANTED
Wood or metal Cygnet horn and crane
with attachment for Edison Triumph
phonograph fitted with Model O repro-
ducer. Please communicate with E. D.
Stone, 74 Main St., Southbridge, Mass.,
giving price.

$450
Will buy a beautifully constructed two-

.stall Phonograph Booth built of Quartered

Sawed Oak throughout. Outside Leaded
Glass and inside AA Plate-Glass—Sound-
proof. The inside finish of top is a double

thickness Veneered Oak. Booth is built

in sections and can be easily taken apart

and shipped. Booth is now up and can be

inspected at the Clinic Building, Green

Bay, Wisconsin. Buchholz-Schilling Realty

Corp., Green Bay, Wisconsin.

FOR SALE
1 Complete Magnavox.
1 8-Volt Willard Storage Battery. (All

in excellent condition.)

6 Martian Window Record Protectors.
3 Multiplex Record Display Racks. (Each
Holding 6 Records.)

7 Monthly Hanger Racks. (Showing Rec-
ords for 12 A'ionths.)

1 Small Special Rack. (Showing 12 Spe-
cial Releases.)

Closing out our Phonograph Department,
all above may be purchased at a very rea-

sonable price. Henry B. Pyer Co., Inc.,

2918-2920 Third Ave., New York, N. Y.

FOR SALE

One million foreign records, Columbia

1922 catalogue, all languages. Sold in

small quantities or in one lot. Lovey

& Alweis, 402 W. 40th St., New York,

N. Y.

FOR SALE
Eight Unico Talking Machine Booths;
eight record racks; two counters; one
showcase, and all small equipment used in

high-class musical store. Very choice;

perfect condition. Price reasonable. Ad-
dress "Box 1316," care The Talking Ma-
chine World, 383 Madison Avenue, New
York, N. Y.

WANTED FOR CASH
Records, phonograph cabinets or complete
phonographs in any quantity. If you de-
sire to do business must give lowest quo-
tations, descriptions, or, if possible, sam-
ples, etc. Harvev IManufacturing Corp.,
145 West 41st St.", New York, N. Y.

FOR SALE
Established, going phono parts business.
Patent rights, dies, stock on hand, etc. A
splendid opportunity worth investigating.
Sold to settle estate. Address "Box 1314,"

care The Talking Alachine World, 383
IMadison .\ve.. New York, N. Y.

FOR SALE
The only exclusive music store in an Ohio town
of 12,000 population. Will sacrifice for $8,500.

Don't answer unless you have the cash or good
security. Address "P. L. M.." care The Talking

Machine World, 383 Madison Ave., New York, X. Y.

IMPORTED HOMOKORD
RECORDS

In German, Russian, Polish, Irish and
Hungarian.

Ask for catalog and prices. Favorite Mfg.
Co., 105 Eastl2th St., New York, N. Y.

PATHE SAPPHIRE BALL
RECORDS WANTED

30108; 70042; 70021: 70005 (or 30008).

One each. If you can supply them write
to "Box 1310," care The Talking; Machine
World, 383 ^ladison Ave., New York, N. Y.
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Trade Leaders Vacationing—Anticipate a Brisk

Fall Business—H. Germain, Treasurer of

Plaza Music Co., New York, a Visitor—Port-

ables Meet With Popular Favor—Wireless

Conditions in an Unsettled State—Gramo-

phone Co., Ltd., Announces New Instrument

—D. J. Blaikley Made President of Gramo-

phone Association—Other News of Interest

London, En(m.and, August 2.—Throughout the

gramophone trade and its associated industries

these days leading men are taking a well-earned

rest, leaving their executive and junior stafifs to

discuss among themselves holiday plans ahead

or fulfilled. This is not to imply that they have

nothing else to do because, although not by any

means brisk, there is a certain amount of busi-

ness to look after.

By all anticipations a good Fall season is as-

sured. Plans are well forward in design and

production of new models and, judging by the

great activity prevalent even at this time among

supply houses, an early sales start should be

made this year, I am inclined to the belief that

foreign gramophone goods will not enjoy such

freedom of sale in our market as last year.

Herman Germain Visits London
Among distinguished visitors to London re-

cently was Herman Germain, treasurer of the

Plaza Music Co., New York, which handles Ban-

ner records, albums of nursery rhyme discs, etc.

Though not quite so elusive as the Scarlet Pim-

pernel, Mr. Germain was "here, there and every-

where" around the trade during his short time

here and I was fortunate in passing a pleasant

hour with him, gleaning much of American

business hustle in contrast to our perhaps less

strenuous activity. One object of Mr. Germain's

visit was to appoint a suitable firm to repre-

sent the Plaza products in the British market.

To this end I understand negotiations are still

proceeding.

Portable Gramophones Having Their Day

There is an all-the-year-round demand for

good portable gramophones, but it cannot be

said their sales are unaffected by weather con-

ditions. Given such a real fine spell of sun-

shine as we have been experiencing open-air

enjoyment, naturally, takes precedence of indoor

amusements. Hence, at this time, do we find

that of all gramophone sales it is the day of

the portable. It would not be a difficult matter

to itemize" no less than fifty varieties, ranging

in price from 30s to £10. Wherever one may

go evidence accumulates in the shape of special

window displays, demonstrating that dealers

are alive to the big sales value of portable ma-

chines. This branch of our trade is, therefore,

a good, paying proposition, capable still of

greater development than has been accomplished.

British Wireless Conditions Unsettled

Wireless trade at present shows little sign of

revival in the British market. Following the

extraordinary boom last Autumn and Winter a

period of stagnation was experienced and the

slump in sales seems to inspire a general be-

lief that it is to prove more of a seasonal trade

than at first thought. The opening of new
transmitting stations and the promise of more
still leaves a fair amount of territory unpro-

vided for. The progressively increased service

may, however, reasonably be expected to exert

a good influence upon sales of receiving sets.

The "Gramola" Causes a Stir

The talk of the trade these last few days cen-

ters around the news that the Gramophone Co.,

"Ltd., plans to issue, within the near future, an

instrument of table grand design to retail, oak

£5, mahogany £6. It will not bear the im-

print of "His Master's Voice" trade-mark, but

be marketed under the above name as manu-
factured by the Gramophone Co., Ltd. Tliis

action indicates the adoption of a really com-
petitive policy which has seriously concerned

the many other manufacturers and assemblers

of similarly designed instruments round about

these prices!

Important Gramophone Law Action

Much interest has been manifested in gramo-

phone and musical circles in an action by Fred-

eric Austin, musical composer and author of the

musical setting of Gay's opera "Polly," now
running at the Savoy Theatre, against the Co-

lumbia Co. for an injunction and damages for

alleged infringement of. his copyright through

the sale of gramophone records, entitled "Selec-

tions From Polly." Defendants denied the al-

legations. Mr. Luxmore, K. C, who appeared

for plaintiff, said that the first gramophone rec-

ord of the work was naturally of great value to

his client, who gave the first right of produc-
" tion not to the defendant company, but to the

Gramophone Co., Ltd., makers of "His Mas-

ter's Voice" records. The defendant, he con-

tinued, had infringed the plaintiff's copyright by

making a manuscript, orchestral score and band

parts, reproducing a great deal of the plaintiff's

music and had put upon the market double-

sided records a week before the Gramophone
Co.'s authorized records. Evidence was given

pro and con by a number of leading musicians

and composers. Justice Astbury, in handing

down his decision on July 24, made a very in-

teresting resume of the history of the musical

Hornless, Table Grand, Upright

and Horizontal Cabinet Grands

Actual Manufacturers Export a specialty

REX GRAMOPHONE COMPANY
59 Chiswell Street, LONDON, E. C, England

Cable'Address "Lyrecodisc. London"

setting of "Polly" and, in closing, stated that

he was of opinion "that the defendants had. in-

fringed Mr. Austin's copyright in his music by

making, or authorizing to be made, an orches-

tral score and band parts wherein substantial

parts of Mr. Austin's music were reproduced,

and by making therefrom gramophone records,

by means of which substantial parts of the plain-

tiff's music had been mechanically performed.

"There would be judgment for the plaintiff

for the injunction claimed and an inquiry as to

damages. Defendants must pay the costs of

the action."

On the application of Sir Duncan Kerly,

K. C, for the defendants, his lordship granted

a stay of inquiry and of delivery up of the rec-

ords, on notice of appeal being given within

twenty-one days.

Annual Meeting of Gramophone Association

At the annual general meeting of the A. G.

M. I. M. and W. D., held at the Federation

offices recently, D. J. Blaikley (Boosey & Co.)

was unanimously elected president, with H. J.

Cullum, M. B. E. (Perophone & Lockwoods),

vice-president. The retiring president, Louis

Sterling, emphasized the great value of the As-

sociation during the five years of its activity.

The committee for the ensuing year comprises:

Gramophone Trade Section: J. E. Hough, A. J.

Mason, Geo. Murdoch, E. C. Paskell, H. Moor-

by Smith, Louis' Sterling; Musical Instrument

Trade Section: M. F. Cooksey, .
Geofifrey

Hawkes, A. G. Houghton, Frank Samuel,

George Wallis.

Demonstration of an Improved Gramophone

The "Bestone" is well and favorably known

throughout the English markets, but to christen

a series of new models a special press demon-

stration was given in London on July 18. This

brought a full attendance of representatives of

the trade and public press, professional musi-

cians and members of the nobility. Albert

Sammons, the famous violinist, gave a number

of selections to a delighted audience and after

each piece the same record wa-; played on one

CABLE
PHONOKINO,
LONDON"

ARE THE GREATEST VALUE FOR MONEY PRODUCED IN GREAT BRITAIN
TEN INCH DOUBLE SIDED NEEDLE CUT

PLAY ON ALL GRAMOPHONES

Catalogue contains 4000 Titles by the Premier Artistes, Instrumentalists, Orchestras and Bands
of the British Empire

DEALERS PREPARED TO DO BUSINESS ARE INVITED TO COMMUNICATE WITH

Proprietors and Mannfacturers, J. E. HOUGH, Ltd., 62 Glengall Road, London, S. E. 15, Eng^land
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of the new Bestones. The contrast was suffi-

ciently effective as a test of good reproduction,

confirming that the all-metal unit design of the

Bestone models is based upon really scientific

acoustical lines.

It might be as well to explain some of the

novel features of the Bestone all-metal unit

which is embodied in all new models. The
metal motor board, motor, tone arm and in-

terior horn or amplifying chamber -comprise a

complete unit separate from the case and easily

detachable if necessary. Being made of pol-

ished aluminum the unit is both light and strong

and rustless. It is a fine piece of engineering

skill, highly efficient in sound delivery and so-

nority. Hearty good wishes for success to the

British Gramophone & Wireless Co., Ltd., who,

by the way, have recently taken over the sales

of the Bestone products from the C. H. Roberts

Mfg. Co., Ltd., who will continue the manufac-

turing side.

A New Record for the British Market
An important item of news that will create

much interest in trade circles, especially this

side of "the pond," concerns the marketing of

another gramophone record proposition. Pend-

ing final settlement of negotiations and policy

actual details are not at present available. How-
ever, The World is in a position exclusively to

announce the coming of the "Parlophone" rec-

ord in ten and twelve-inch sizes, with an entirely

new repertoire appropriate to English taste. It

will be handled by a strong company with a

generous financial backing, early registration of

which, in London, may be expected. The pro-

moters and those directly concerned with the

success of this venture, I am assured (and, in

part, can confirm), are men of experience, pos-

sessing a wide and intricate knowledge of the

gramophone business and its requirements, ap-

plicable to conditions prevailing in the English

field. -The "Parlophone" record prices, I under-

stand, will coincide with what are known as

standard. Arrangements for recording are well

advanced; a big initial list is planned for early

issue and thereafter regular monthly additions

will be made.

Miscellaneous News Items

Allotment of space at the great 1924 British

Empire Exhibition is almost complete. Plans

are now under way for the building which will

house the musical instrument exhibits. Ar-

rangements are in the hands of the Federation.

Compared with the returns for the month of

May the official figures relating to exports dur-

ing June show a decrease of over £8,000,000,

or about $40,000,000.

The secretary of the Gramophone Dealers'

Association, Robert R. Brown, has tendered his

resignation. During his period of office, about

sixteen months, Mr. Brown was instrumental in

increasing the membership by over 220. G. H.

Russell takes over the vacant position for the

time being.

The British Industries Fair will be held at the

White City at the end of April and the begin-

ning of May next year.

"His Master's Voice" Co. announces that re-

cent price reductions have had the ef¥ect of still

further increasing the demand for its instru-

ments. Good!

J. E. Hough, Ltd., continue to make regular

monthly issues of "Winner" records bearing

right up-to-date hits. As a result a very steady

demand is experienced at this time, when in

many directions gramophone trade remains ex-

ceedingly slack.

RUBOTTOM LEAVING W. B. MYERS

Mr. Vernon, III., .August 6.—Ray Rubottom,

who for eighteen months has Ijeen manager of the

music department of the W. B. Myers store, has

just resigned to accept the position of manager
of the O'Connell Music Store in Washington, Ind.

He will have full charge of the store, which is

the largest of its kind in Washington.

RUPP SUCCEEDS A. GOLDBERG

Passaic, N. T., August 4.—Rupp's Music Stijre

will succeed the music firm of Abraham Gold-

berg, located at 353 Passaic street. The new
store will carry musical instruments and acces-

sories of all kinds.

TREMBLEY MUSIC HOUSE SOLD

Petal-uma, Cal., August 6.—The Trembley Mu-
sic House, 37 Main street, has just been purchased

by Valencia & Percy, of San Francisco, who are

already in possession. The new firm will be

exclusive Victor representatives, with M. W.
Valencia personally in charge of the store A
number of improvements in decoration are in

progress at this establishment.

XT"^ YOU handle or are thinking of handling other

I Jj products, in addition to talking machines and

records—you need THE MUSIC TRADE
REVIEW, which is the most authoritative and informa-

tive business paper at your command, covering every

branch of the music industry—pianos, players, repro-

ducers, organs, automatics, band instruments, musical

merchandise, small goods, sheet music, talking ma-
chines, etc., etc.

Twelve to fourteen feature articles, showing how
the other fellow is increasing his profits, appear
each month in THE REVIEW—that's why it is the

most profitable weekly paper in the field for you to

read and why it will assuredly help you increase

your profits.

S2 Brings You 52 Issues of The Review.

WATCH
IREVILW

IN 1923

383 MADISON AVE. NEW YORK CITY

Established 1876 — The Oldest^and Largest in Its Field.
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LATEST PATENTS

RELATING TO
Washingtton, D. C., yXiigust 8.—Phonograph.

Carl J. Hofiiiann, New York, assignor of one-

half to Edwin M. Hecksher, Belle Harbor,

N. Y. Patent No. 1,455,913.

The invention relates to certain new and use-

ful improvements in phonographs and more par-

ticularly in the mode of attaching and sup-

porting the horn or amplifier within the cabinet,

so that the sole contact between the horn and

the other elements of the phonograph is by

means of a relatively loose connection between

the upper end of the horn and the under side

of the tone arm support or other fixed part of

the frame, preferably in the form of a slip joint

which admits of the horn being readily applied

and removed or substituted by a horn of differ-

ent character, the particular advantages of such

an arrangement being the substantial elimina-

tion of all noises or sounds incidental to the

operation of the machine, except the sounds

specifically designed to be reproduced, which

latter are delivered and amplified by the horn with

the fullness and integrity of tone and quality

which have not been capable of realization with

machines of the standard type, in which the

horns are usually rigidly attached to the casing

or cabinet at various points and which, there-

fore, transmit all of the sounds and noises pro-

duced by the operation of the motor and other

movable parts of the mechanism, to the serious

impairment of the reproduction of the phono-

graph record.

Figure 1 is a side elevation, partly in section,

of a cabinet phonograph having the improve-

ments aforesaid associated therewith. Fig. 2 is

a perspective view of the horn and one element

of the slip joint for connecting or suspending

the same within the cabinet. Fig. 3 is a frag-

mentary rear elevation showing the joint be-

tween the horn and its support.

Phonograph Record. Walter C. Hadley, New
York. Patent No. 1,456,434.

The object of the present invention is to pro-

vide a phonograph record which may be used on

any of the well-known phonograph machines

provided with an automatic stop, so constructed

that it may be possible to- accurately set the

stop mechanism to be operated at a definite

point and, having been once set, it may be per-

manently locked and operate with any record

embodying this invention, no matter what the

width of the reproducing surface may be.

Figure 1 shows a plan view of a disc record

embodying the present invention. Fig. 2 is a

section on the line 2—2 in Fig. 1, Fig. 3 is a

section on the line 3—3 in Fig. 1. Fig. 4 is a

section on the line 4—4 of Fig. 1. Fig. 5 is a

top plan view of a slightly modified form, a

portion of the record being broken away. Fig.

6 is a section on the line 6—6 in Fig. 5. Fig. 7

is a section on the line 7— 7 in Fig. 5. Fig. 8

is a section on the line 8—8 in Fig. 5. Fig. 9

is a top plan view of a portion of a disc record

illur.t ating another modification. Fig. 10 is a

top plan view of a disc record illustrating an-

other modification. Fig. 11 is a section on the

line 11—11 in Fig. 10. Fig. 12 is a section on

the line' 12—12 in Fig. 10. Fig. 13 is a top plan

view of a portion of a disc record illustrating

another modification. Fig. 14 is a section on the

line 14—14 in Fig. 13.

Automatic Record-transferring Mechanism for

Phonographs. George A. Behlen, Greenville,

S. C, assignor of one-half to C. C. Rush, same

place. Patent No. 1,456,614.

This invention relates to aii automatic record-

transferring mechanism for phonographs and it

has for its object to provide a simple and reli-

able mechanism whereby a plurality of records

may be placed in a magazine and the machine

set in motion, the machine, without further at-

tention, playing the records in succession and,

if desired, over and over again indefinitely.

The invention contemplates the provision of

mechanism whereby the machine may be coin

controlled or manually controlled from a distant

point. Furthermore, means are provided where-

by the playing of any record may be interrupted

and such record returned to the magazine and

another substituted Avhenever desired.

Figure 1 is a vertical sectional view from

front to rear of the machine; Fig. 2 is a verti-

cal sectional view, but looking toward the oppo-

site side of the casing from that illustrated in

Fig. 1; Fig. 3 is a horizontal sectional view upon

line 3—3 of Fig. 2, with certain of the parts

omitted and showing the turntable swung to

playing position; Fig. 4 is a detail view of the

table carrying frame and the operating mechan-

ism therefor looking from the opposite side

of said frame from that illustrated in Fig. 2;

Fig. 5 is a detail of the record-gripping device;

Fig. 6 is a detail of a yieldablc finger hereafter

described; Fig. 7 is a perspective view of the

transfer motor and associated parts; Fig. 8 is a

side view of the tone arm and sound box; Fig.

9 is a sectional view through the magazine; Fig.

10 is a horizontal section on line 10—10 of Fig.

2; Fig. 11 is a perspective view of a part of

the tone arm and adjacent parts; Fig. 12 is a

diagrammatic view, illustrating the electrical

connections to the various parts.

Amplifier for Sound Reproducing Machines.

Paul Raddis, Miami, Okla. Patent No. 1,456,678.

This invention relates to an improved ampli-

fier or horn for sound reproducing machines

and it has for its principal aim to provide an

amplifier of this class which is such in construc-

tion as to act as a resonator for decidedly af-

fectin,g the quality of the tones reproduced to

an extent to deaden oi mute undesirable scrap-

ing and scratching noises and reinforcing the

vibrations to produce clear and harmonious

tones.

The aim is to construct a horn or amplifier of

suitable design and shape from specified pieces

of wood treated in a way to permit them to

retain their natural or inherent tone resonating

and amplifying qualities and obviating the ne-

cessity of bending and treating the wood by

methods now utilized which seem to be detri-

mental to the production of mellow and clear

tones.

Figure 1 is a side elevational view of an am-
plifier constructed in accordance with this in-

vention. Fig. 2 is a top plan view thereof. Fig.

3 is a section taken on the line 3—3 of Fig. 1.

Fig. 4 is a central longitudinal sectional view

through the amplifier. Fig. 5 is a section taken

substantially on the plane of the line 5—5 of

Fig. 4. Figs. 6 and 7 are sections taken on the

lines 6—6 and 7—7 respectively of Fig. 4.

Stylus Mounting. Thomas A. Edison, West
Orange, N. J., assignor to the New Jersey Pat-

ent Co., same place. Patent No. 1,456,687.

This invention relates to stylus mountings

and more especially to mountings for phono-

graphic styli formed of a jewel, such as diamond
or sapphire, and in which the stylus is partially

enclosed in a metal holder and projects from

a reduced end portion thereof. The principal

object of the invention is to provide an im-

proved mounting of this character whereby the

stylus will be firmly and rigidly held in its

holder so as to effectually prevent the same from

being loosened in use.

Figure 1 is a diagrammatic view partly in

elevation and parti}' in section, of an electro-

plating cell illustrating the preferred method of

applying a reinforcing collar to a stylus mount-

ing in accordance with the invention. Fig. 2

is an enlarged view, in elevation, partly in

section, of a stylus mounting in a suitable sup-

port therefor, after the reinforcing collar has

been electro-plated on the reduced end portion

of the holder of the mounting. Fig. 3 is an en-

larged view in' side elevation of a finished rein-

forced stylus mounting embodying the inven-

tion.

Phonograph Amplifier Mounting. Vincenzo

Minnelli, Pittston, Pa. Patent No. 1,456,903.

This invention relates to a mounting or sup-

porting means for phonograph amplifiers. A
prime object is to provide means which may be

efficiently disposed on and secured to a support

separate from as well as on a phonograph cab-

inet, when desired, for mounting a phonograph

amplifier, particularly of the general type cov-

ered by Letters Patent No. 1,395,053 issued on

October 25, 1921, in order that such an am-

plifier may be used as an attachment for and

in place of the usual amplifier means of phono-

graphs to enable the advantages of such an

improved amplifier to be attained in existing

phonographs as well as one which is initially

equipped with such an amplifier.
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Another object is to provide in an article of

this kind a base to swivel a supporting pedestal

or frame, and with co-operating means on the

base and securing means for sections of the am-
plifier to limit the swinging movement of the

amplifier.

Figure 1 is a side elevation illustrating im-

provements in connection with a phonograph
turntable and with the mouriting secured to a

support separate from the phonograph cabinet.

Fig. 2 is a plan view of the amplifier and

mounting, the turntable and support of Fig.

1 being omitted. Fig. 3 is a cross-sectional

view on the line 3—3 of Fig. 1. Fig. 4 is a

cross-sectional view on the line 4—4 of Fig. 1.

Fig. 5 is a top plan view of the amplifier sup-

port. Fig. 6 is a cross-sectional view on line

6—6 of Fig. 2. Fig. 7 is a cross-sectional view

on line 7—7 of Fig. 2. Fig. 8 is a view similar

to Fig. 7 but taken through a modified form.

Fig. 9 is a plan view of the base section. Fig.

10 illustrates the amplifier attaching bracket in

plane and inside elevation. Fig. 11 fragmentarily

illustrates the supporting arm at the stop lug

in side elevation and inverted plan.'

Phonograph Tone Rectifier and Amplifier.

Charles A. Tremain, Bellingham, Wash. Pat-

ent No. 1,457,678.

This invention relates to improvements in

tone rectifiers and amplifiers for phonographs,

and the object is to produce a simple and inex-

pensive device which when placed between a

phonograph turntable and the record thereon

will improve the reproduced tone both as to

quality and volume.

This object is attained with the device illus-

trated in the accompanying sheet of drawings,

in which Figure 1 is a plan view of the device.

Fig. 2 is a side elevation of Fig. 1, and Fig. 3

is a plan view of a phonograph turntable and

reproducer with the device in operative position

thereon.

Similar characters refer to similar parts

throughout. Certain parts are broken away to

show other parts hidden thereby.

Broadly, the device comprises a thin, flat,

sonorous body adapted to intervene between

the turntable of a phonograph and the record

thereon.

Tone Regulator. Charles O. Tucker, Hutch-

inson, Kan. Patent No. 1,457,327.

The primary object of the invention is the

construction of a tone regulating or modifying

REPAIRS
All Makee of Talking Machine*
Repaired Promptly and Efficiently

REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
26 Sixth Avenue New York

TELEPHONE. SPRING 1194

attachment for phonographs, wherein pressure

may be exerted on the needle to a more or less

degree so that the varying resistances produced

will correspondingly change the vibrations to

effect the modified tones desired.

Figure 1 is a face view of the sound box,

provided with the attachment. Fig. 2 is a side

view of the sound box, provided with the at-

tachment, parts being shown in section. Fig.

3 is a detail view, showing the adjusting means

3^

for the rod. Fig. 4 is a detail view of the bent

portion of the rod and the pressure contacting

surface therein. Fig. 5 is a section view, taken

on the line 5—5 of Fig. 4.

Phonograph. Ralph W. Morrison, Omaha,
Neb. Patent No. 1,457,313.

This invention relates more particularly to

the sound conducting tube and the sound re-

producer of a phonograph, and has for its ob-

ject, broadly, to provide such a construction that

at least three diaphragms may be used and that

sounds may be reproduced from any of the disc

records now in use. The invention includes

a sound reproducer adapted to be rotated for

adjustments longitudinally of the sound con-

ducting tube to dispose its apertures in register

with the apertures of said tube, and to provide

a required weight or pressure for the several

styli in their playing positions, and also to

dispose each stylus, when in its playing position,

at the same distance from the axis of movement
of the tone arm.

By use of the herein described invention, the

sound reproducer may be rotated for moving it

longitudinally of the sound conducting tube to

dispose the stylus of any desired diaphragm in a

playing position, and simultaneously therewith

supplying the required pressure for the stylus

in the groove of the disc record, no adjustments

being required for operation after the sound

reproducer has been disposed in its playing posi-

tion. In the accompanying drawings Figure 1

is a plan view of the device. Fig. 2 is a view

in side elevation of the sound conducting tube,

the sleeve for the three-part sound reproducer

being in section. Fig. 3 is an end view show-

ing the arrangement of the parts of the sound

reproducer, parts being in section. Fig. 4 is a

side view of the sound conducting tube show-

ing the sound reproducer mounted thereon.

Fig. 5 is a side view of the sound conducting

tube and sound reproducer. Fig. 6 is a plan

view, partly in section, of the sound conducting

tube. Fig. 7 is a side view of the sound con-

ducting tube. Fig. 8 is a sectional view on line

8—8 of Fig. 4. Fig. 9 is a sectional view on line

9—9 of Fig. 4. Fig. 10 is a sectional view on

line 10—10 of Fig. 4. Fig. 11 is a detail relating

to Figs. 6 and 7, being a transverse section

through the sound conducting tube taken in the

endless groove thereof.

Phonograph. Herman Rot.hkirch, New York.

Patent No. 1,458,596..

This invention has for its object to provide

a phonograph which is of maximum efficiency

in the reproduction of the records being played

and in which all objectionable as well as foreign

noises are eliminated from said reproduction.

Figure 1 is a plan view of the improved
phonograph. Fig. 2 is a sectional elevation

thereof. Fig. 3 is a horizontal section on the

line 3—3 of Fig. 2. Fig. 4 is a front elevation.

Figs. 5 and 6 are detail views of the tone arm.

Fig. 7 is a view of a detail of the invention.

Mounting for Stylus Levers. George W.
Slight, Brooklyn, N. Y. Patent No. 1,459,695.

This invention relates to mountings for stylus

levers in sound boxes. The general object is

the provision of a simple and efficient mount-
ing for stylus levers in sound boxes, provided

with a self-compensating means for taking care

of the wear in the bearings.

These objects are accomplished by providing

a stylus lever, having a trunnion extending at

right angles thereto, forming bearings in the

casing, one of which is a groove extending at an

angle to the axis of the trunnion, and mounting
on the casing a spring which tends to draw the

trunnion along the groove^ to compensate for

wear.

Figure 1 is a side elevation of a sound box,

showing the mounting. Fig. 2 is a section along

the line 2—2, Fig. 1. Fig. 3 is a section along

the line 3—3, Fig. 1. Fig. 4 is a section along

the line 4—4, Fig. 1. Fig. 5 is a bottom plan

view of a modification of the self-compensating

mounting. Fig. 6 is a section along the line

6—6, Fig. 5.

Phonograph Record Cleaner and Clarifier.

John O'Donnell, Jr., Philadelphia, Pa. Patent

No. 1,459,549.

This invention consists of a novel construc-

tion of a phonograph record cleaner and clari-

fier, wherein is employed a brush or cleaning

means for removing particles of dust from the

sound grooves of a phonograph record posi-

tioned upon the latter in advance of the stylus

thereof, said brush being so arranged as to clean

the sound grooves of any particles of dust, while

also clarifying the reproduction of the sound
without retarding or impeding the vibrations of

stylus, stylus holder or sound box diaphragm.

Figure 1 represents a plan view of a phono-

graph record cleaner and clarifier embodying the

invention, showing the relative position the

parts assume with respect to a record when the

latter is being played. Fig. 2 represents a rear

A'3

elevation of Fig. 1. Fig. 3 represents a front

elevation of Fig. 2. Fig. 4 represents a per-

spective view of the brush-supporting arm, seen

in Figs. 1 to 3, in detached position. Fig. 5

represents a side elevation of a brush detached

from its holder. Fig. 6 represents a section on

line 6—6, Fig. 5.
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dyancS RECORD BULLETINS/̂ September, 1923

l')095

19104

10096

19102

19103

19105

19106

19108

45353

19080

19097

19098

19099

19100

19041

19094

VICTOR TALKING MACHINE CO.

POPULAR SONGS
That Old Gang of Mine. .Billy Murray-Ed Smalle
Hi Lee Hi Lo Billy Murray-Ed Smalle
The Girl of the Olden West Henry Burr
Ten Thousand Years from Now.... Henry Burr

DANCE RECORDS
Cigarette Tango International Novelty Orch.
The Cup of Sorrow—Tango,

International Novelty Orch.
I'm Drifting Back to Dreamland—Waltz,

The Benson Orch. of Chicago
Tust for To-Night—Waltz,

The Benson Orch. of Chicago
Nobody Knows But My Pillow and Me—Fox-

trot The Benson Orch. of Chicago
I Never Miss the Sunshine—Fox-trot,

The Benson Orch. of Chicago
The Cat's Whiskers—Fox-trot,

The Benson Orcli. of Chicago
In a Tent—Fox-trot,

The Benson Orch. of Chicago
Long Lost Mamma—Fo.x-trot Tennessee Ten
Papa Better Watch Your Step—Fox-trot,

The Collegians
Where the Ganges Flows—Medley Fox-trot,

The Great White Way Orch.
Dreams of India—Fox-trot,

The Benson Orch. of Chicago
Blue Hoosier Blues—Fox-trot,

The Great White Way Orch.
Annal)*elle—Fox-trot. Brooke Johns and His Orch.
VOCAL AND INSTRUMENTAL RECORDS
Sweet Spirit, Hear My Prayer. ... Merle Alcock
Suo-Gan—Lullaby Merle Alcock
Light Cavalry Overture—Part I (Von Suppe),

Victor Symphony Orch.
Light Cavalry Overture—Part II (Von Supp^),

Victor Symphony (Drch.

(1) Ding, Dong, Bell; (2) Evening Song
(Primo) ...Hazel CJertrude Kinscella

(1) Ding, Dong, Bell; (2) Evening Song (Secondo),
Hazel Gertrude Kinscella

(1) Marching On; (2) Playing Tag; (3) Village
Dance (Primo),

Hazel Gertrude Kinscella

(1) Marching On; (2) Playing Tag; (3) Village
Dance (Secondo) ...Hazel Gertrude Kinscella

(1) Lullaby; (2) A Jolly Time (Prime),
Hazel Gertrude Kinscella

(1) Lullaby; (2) A Jolly Time (Secondo),
Hazel Gertrude Kinscella

(1) At Twilight; (2) Ghosts; (3) The Merry
Shepherd (Primo) ..Hazel Gertrude Kinscella

(1) At Twilight; (2) Ghosts; (3) The Merry
Sheidierd (Secondo) .Hazel (jertrude Kinscella

Salut a Pesth Victor Arden-Pliil Ohman
Dance of the Demon. .Victor Arden-Phil Ohman
Gulf Coast Blues—Sugar Blues—Medley Fox-trot,

Tennessee Ten
Down-Hearted Blues—Medley Fox-trot,

Tennessee Ten
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COLUMBIA QRAPHOPHONE CO.

SYMPHONY RECORDS
Arabian Melody (Melodie Arabe) (Glazounow)—Violoncello Solo Pablo Casals 10
Valse Sentimentale (Schubert-Franko)—Violin

Solo Toscha Seidel 10
Heaven at the End of the Road (Osgood)—
Tenor Solo Charles Hackett 10

Roses of Picardy (Wood)—Tenor Solo,
Tandy Mackenzie 10

Corne, Come, Ye Saints (From "The Songs of
Zion") (Clayton)—Soprano Solo,

Lucy (Sates and Male Quartet 12
0 Ye Mountains High (From "The Songs of
Zion") (Penrose)—Soi)rano Solo,

Lucy Gates and Male Quartet 12
Yes! We Have No Bananas (Silver-Cohn)

—

Fox-trot The Lanin Orchestra 10
Pickles (Rosoff)—Fox-trot,

The (Original iVTemphis Five 10
That Red head Gal ( Van-Schenck-Lodge)—Fox-
trot The Columbians 10

Carolina Mammy (James)—Fox-trot,
The Columbians 10

1 Cried for You (Freed-Arnheim-Lyman)—Fox-
trot The Columbians 10

Love Is Just a Flower (Schonberg-Lyman)

—

Fox-trot The Columbians 10
When June Comes Along With a Song (From
"The Rise of Rosie OReilly") (Cohan)—Fox-
trot The Columbians 10

Born and Bred in Brooklyn (From "The Rise
of Rosie O'Reilly") (Cohan)—Waltz,

The Columliians 10
.Stella ( Jolson-Davis-Akst)—Fo.x-trot,

The Happy Six 10
Ritzi Mitzi (Conrad-Bibo)—Fox-trot,

The Happy Six 10
Two-Time Dan (Turk-Robinson)—Fox-trot,

Frank Westphal and His Orchestra 10
C)ff Again On Again Blues (Daly)—Fox-trot,

Frank Westphal and His Orchestra 10

A3926

A3923

A3928

A3930

A3933

A3934

A3932

A3925

A3938

A3937

A3918

A3936

A3939

A3919

A7579

A3924

A3927

A3929

A3923

A3925

Blue Hoosier Blues (Friend-Meskill-Baer)—Fox-
trot Ray Miller and His Orchestra

March of the Mannikins (Onivas)—Fox-trot,
Ray Miller and His Orchestra

House of David Blues (Schoebel-Meyers-Mills)—Fox-trot. .. .Chicago Blues Dance Orchestra
Blue Grass Blues (Schoebel-Meyers-Mills)—Fox-

trot Chicago Blues Dance Orchestra
Some Day You'll Cry Over Someone (Charles)—Fox-trot ...Yerkes' S. S. Flotilla Orchestra
I Can't Forget You (Akst)—Fox-trot,

Yerkes' S. S. Flotilla Orchestra
Dusting the Keys (Claypoole)—Piano Solo

—

Fox-trot Frank Westphal
Pianola (Westphal)—Piano Solo—Fox-trot,

Frank Westphal
Waitin' for the Evenin' Mail (Baskette),

Al Jolson, Comedian
When You Walked Out Someone Else Walked

Right In (Berlin)—Tenor Solo. .Frank Criunit
Eddie (Steady) (Cantor) (From "Ziegfeld Fol-

lies") Eddie Cantor, Comedian
Oh! Gee, Oh! Gosh, Oh! Golly, I'm in Love
(Breuer) (From "Ziegfeld follies '),

Eddie Cantor, Comedian
Oh! How She Lied to Me (White-Donaldson)—Tenor Solo Frank Crumit
That's My Baby (Clare-Friend-Murphy)—Tenor
Solo Frank Crumit

Blue Hoosier Blues (Friend-Meskill-Baer)—
Duet ' Furman-Nash

I'll Hop, Skip and Jump (Into My Mammy's
Arms) (Pease-Nelson-Bibo)—Duet,

P'urman-Nash
Swingin' Down the Lane (Jones)—Male
Quartet Shannon Four

Underneath the Mellow Moon (Hall)—Male
Quartet Shannon Four

Who's Sorry Now? (Snyder)—Tenor Solo,
Lewis James

Sweet Pal (Miller)—Tenor Solo ... Lewis James
Sweet Mama, Tree Top Tall (Lasses White),

Lasses White, Comedian
Parson Jenks (Bernard-Briers),

Al Bernard, Comedian
Bleeding Hearted Blues (Austin) (Fletcher
Henderson at Piano),

Bessie Smith, Comedienne
Midnight Blues (Thompson-Williams) (Fletcher
Henderson at Piano),

Bessie Smith, Comedienne
Yodling Blues (Williams) (Fletcher Henderson

at Piano) Bessie Smith, Comedienne
Lady-Luck Blues (Williams) (Fletcher Hender-
son at Piano) Bessie Smith, Comedienne

I Done Done What You Told Me to Do

—

Male Quartet. . Fisk University Jubilee Singers
Were You There?—Male Quartet,

Fisk University Jubilee Singers
The Governor's Own March (Adams),

Columbia Band
Right Guide March (Reeves) ... (Columbia Band

MID-MONTH LIST
DANCE MUSIC

Yes! We Have No Bananas (Silver-Cohn)—
Fox-trot The Lanin Orchestra

Pickles (Rosoff)—Fox-trot,
The Original Memphis Five

Stella (Jolson-Davis-Akst)—Fox-trot,
The Happy Six

Ritzi Mitzi (Conrad and Bibo)—Fox-trot,
The Happy Six

Two Time Dan (Turk and Robinson)—Fox-trot,
Frank Westphal and His Orchestra

Off Again On Again Blues (Daly)—Fox-trot,
Frank Westphal and His Orchestra

House of David Blues (Schoebel, Meyers and
Mills)—Fox-trot. .Chicago Blues Dance Orch.

Blue Grass Blues (Schoebel, Meyers and Mills),
Fox-trot Chicago Blues Dance Orchestra

POPULAR SONGS
Blue Hoosier Blues (Friend, Meskill and Baer),
Duet Furman and Nash

I'll Hop, Skip and Jump (Into My Mammy's
Arms) (Pease, Nelson and Bibo)—Duet.

Furman and Nash

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10
10

10

10

10

10

10

10

10

10

12
12

10

10

10

10

10

10

10

10

10

10

BRUNSWICK RECORDS

50035 Walkure—Magic Fire Spell (Wagner)—Piano-
forte Solo Josef Hofmann

Pastorale and Capriccio (Scarlatti)—Pianoforte
Solo Josef Hofmann

15054 Still Wic Die Nacht (Calm as the Night)
(Bohm)—Soprano With Orch.—In German,

Florence Easton
Treue Liebe (True Love) (Kiicken)—Soprano
With Orch.—In German Florence Easton

5191 Lead, Kindly Light (Newman-Dykes)—Mixed
Voices With Orch Collegiate Choir

God Be With You Till We Meet Again (Tomer),—Mixed Voices With Orch Collegiate Choir
5190 Charity (Dickinson-MacDermid)—Baritone With

Orch John Barclay
Bells of the Sea (Lamb-Solman)—Baritone
With Orch John Barclay

5189 By the Waters of Minnetonka (Cavanass-
Lieurance)—Contralto With Orch.,

Elizabeth Lenno.x
The White Dawn Is Stealing (Eberhart-Cad-
man)—Contralto With Orch Elizabeth Lennox

20011 Midsummer Night's Dream (Mendelssohn)—
Overture—Concert Orch.,

Capitol Grand Orch.—Erno Rapee, Conductor
(Capitol Theatre, New York)

Midsummer Night's Dream (Mendelssohn)—
Wedding March—Concert Orch.,

Capitol Grand Orch.—Erno Rapee, Conductor
(Capitol Theatre, New York)

245S Someone Else Walked Right In (Irving Berlin)
—Comedienne With Orch Marion Harris

Dirty Hands! Dirty Face! (Monaco-Jolson-Les-
lie)—Comedienne With Orch Marion Harris

2459 Papa Better Watch Your Step (Wells-Cooper)—
Comedienne With Orch Margaret Young

Somebody's Wrong ( Marshall-Egan- Whiting)—
Comedienne With Orch Margaret Young

2460 Wonderful One ( Whiteman-Grofe-Terriss)—
Tenor With Orch Allan McQuhae

Mellow Moon (Hall)—Soprano and Contralto
With Orch Irene Audrey-Emily Earle

2454 Love Tales (Ryan-Rose)—t'ox-trot—For Danc-
ing Gene Rodemich's Orch.

Bebe (Silver-Coslow)—Fox-trot—For Dancing,
Gene Rodemich's Orch.

2455 When June Comes Along With a Song (From

"The Rise of Rosie O'Reilly") (George M.
Cohan)—Fox-trot—For Dancing,

Gene Rodemich's Orch.
Wolverine Blues (Spikes - Spikes - Morton) —
Shimmy Fox-trot—For Dancing.

Gene Rodemich's Orch.
2456 Someone Else Walked Right In (Irving Berlin)

—Fox-trot—For Dancing ....Isham Jones' Orch.
Blue Hoosier Blues (Friend-Meskill-Baer)—Fox-

trot—For Dancing Isham Jones' Orch.
2457 Alma de Bohemio (Firpo)—Tango—For Dancing,

Joseph C. Smith and His Orch.
Seduccion (Noceti)—Tango—For Dancing,

Joseph C. Smith and His Orch.
2453 I Cried for You (Freed-Arnheim-Lyman)—Fox-

trot—For Dancing Bennie Krueger's Orch.
Tell Me a Story (M. Schonberger-J. Schoen-

berger—For Dancing Bennie Krueger's Orch.
2441 Annabelle (IJrown-Henderson) — Fox-trot — For

Dancing—Orch. Arr. by Walter Haenschen,
Carl Fenton's Orch.

Carolina Mammy (Billy James)—Fox-trot—For
Dancing Carl Fenton's Orch.

RECORDS FOR THE COLORED CATALOG
2461 My Sweetie Went Away (Turk-Handman)—

Fox-trot—For Dancing The Cotton Pickers
Duck's Quack (Maguire)—Fox-trot—For Dancing,

The Cotton Pickers
2462 My Pillow and Me (Brymn-Smith-Clarence Wil-

liams)—Piano by Clarence Johnson,
Lizzie Miles, Comedienne

Black Man (Be on Yo' Way) (Spencer Will-
iams)—Piano by Spencer Williams,

Lizzie Miles, Comedienne
2463 Down-Hearted Blues (Hunter-Austin)—Piano by

Clarence Johnson Edna Hicks, Comedienne
Gulf Coast Blues (Clarence W'illiams)—Piano by

Clarence Johnson Edna Hicks, Comedienne
2464 Bleeding-Hearted Blues (Austin)—Piano by

Porter Grainger Lena Wilson, Comedienne
Chirpin' the Blues (Hunter-Austin)—Piano by

Porter Grain.ger Lena Wilson, Comedienne
2465 Voo-Doo (Hegamin-Hammes)—Piano by Arthur

(Jibbs Ham Tree Harrington, Comedienne
I'm Gone, Dat's All (Smith-Burris)—Piano by

Arthur Gibbs...Ham Tree Harrington, Comedienne

AEOLIAN CO.

(VOCALION RECORDS)
OPERATIC-STANDARD

70004 Una Voce Poco fa (A Little Voice I Hear)
(From ,"II Barbiere di Siviglia") (Rossmi)—
Soprano, in Italian; Aeolian Orch. Acconip.,

Evelyn Scotney
Theme and Variations (H. Proch)-Soprano, in

Italian; Aeolian Orch. Accomp.,
Evelyn Scotney

OPERATIC
52050 Adamastor, re dell' onde profonde (Adamastor,

King of the Ocean) (From "L'Africana")
(Meyerbeer)—Baritone,, in Italian; Aeolian

Orch. Accomp Giacomo Rimini
STANDARD

30175 Torna a Surriento (Come Back to Sorrento)
Neapolitan song (de Curtis)—Tenor, m Ital;

ian; Aeolian Orch. Accomp Giulio Crimi

60009 Robin Adair (Scotch Air) (Keppel)—Soprano,
Aeolian Orch. Accomp May Peterson

Flow Gently, Sweet Afton (Burns-Spilman)—
Soprano, Aeolian Orch. Accomp.,

May Peterson

24046 The Sunshine of Your Smile (Cooke-Ray)—
Tenor, Orch. Accomp Colin O'More

Wonderful World of Romance (Simpson-Wood)
—Tenor, Orch. Accomp Colin O'More

14615 Excerpts from "Pinafore"—Part 1 (Intro.: "We
Sail the Ocean Blue," "I'm Called Little_B_ut-

tercup," "1 Am the Monarch of the Sea," "A
Maiden Fair to See," "Captain of the Pma-
fore") (Gilbert-Sullivan)—Orch. Accomp.,

Aeolian Mixed Quartet
Excerpts from "Pinafore"—Part 2 (Intro.:

"Let's Give Three Cheers for the Sailor's

Bride," "Fair Moon." "When I Was a Lad,"

"Baby Farming," "Farewell, My Own." "For
He Is an Englishman") (Gilbert-Sullivan)

—

Orch. Accomp Aeolian Mixed Quartet
INSTRUMENTAL

14617 Schon Rosmarin (Fair Rosmarin) (Kreisler)—
Violin Solo, Piano Accomp.,

Marie Dawson Morrell

Rondino (On a Theme by Beethoven) (Kreisler)

Violin Solo, Piano Accomp.,
Marie Dawson Morrell

14616 Capitol March (Rapee-Akst),
Lt. F. W. Sutherland and His 7th Reg. Band

On, Wisconsin! (Purdy)—March,
Lt. F. W. Sutherland and His 7th Reg. Band

DANCE
14603 When June Comes Along With a Song (From

"The Rise of Rosie O'Reilly") (George M.
Cohan)—Fox-trot,

The Bar Harbor Society Orchestra

Born and Bred in Brooklyn (From "The Rise of

Rosie O'Reilly") (George M. Cohan)—Waltz,
The Bar Harbor Society Orchestra

12

12

12

10

10

10

10

10

10

10

10

10

10

10

10

10
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A Wow'ofaTune

ADo^^ono CatchyFox Trot
y^ith PlentyyMustard

"You canl \/ron^

DAWG
YOurpood-tes All a-roUT\d the haU,

ADVANCE RECORD BULLETINS FOR SEPTEMBER— (Continued from page 162)

14604 Love Is Just a Flower (Lyraan-Schonberger-Bill-
ings)—Fox-trot Selvin's Orchestra 10

Havana (Lyman-Schonberger)—Fox-trot,
Selvin's Orchestra 10

14613 In a Tent (Magine-Koehler-Lyons)—Fox-trot,
Albert E. Short and His Tivoli Syncopators 10

JIv Old Ramshackle Shack (Ager-Yellen)—Fox-
trot,

Albert E. Short and His Tivoli Syncopators 10

14620 Tell ile a Story (M. and J. Schonberger)—Fox-
trot The Ambassadors 10

AN'hen You Walked Out Someone Else Walked
Right In (Irving Berlin)—Fox-trot,

The Ambassadors 10

14621 Dreamy Melody (Koehler-Magine-Xaset)—Waltz,
Selvin's Orchestra 10

Indiana Moon (Isham Jones)—Waltz,
Selvin's Orchestra 10

14622 Love Tales (Rose-Ryan)—Fox-trot,
Ben Bernie and His Orchestra 10

My Sweetie Went Away (She Didn't Say Where—\\'hen—or Why) (Handman-Turk)—Fox-
trot, Vocal Chorus by Ernest Hare,

Ben Bernie and His Orchestra 10

VOCAL
14623 Stingo Stungo (From "Geo. White's Scandals of

1923") (Brown-Hanley)—Comedy Song, Ac-
comp. by The Ambassadors,

Isabelle Patricola 10

Oh! Sister, Ain't That Hot! (Donaldson-White)
—Blues Song, Accomp. by The Ambassadors,

Isabelle Patricola 10

14614 Lou'siana (Donaldson-Kahn)—Orch. Accomp.,
Aileen Stanley 10

I'll Hop, Skip and Jump Into My Mammy's
Arms (Pease-Nelson-Bibo)—Orch. Accomp.,

Aileen Stanley 10

14630 If I Knew You Then As I Know You Now
(Brown-Joyce-Hanley)—Ballad, Accomp. by
Selvin's Orch Irving Kaufman 10

Just a Girl That Men Forget (Dubin-Rath-Gar-
ren)—Ballad, Accomp. by Selvin's Orch.,

Billy Jones 10

TALKING
14619 You Don't Know the Half of It (From "Green-

wich Village Follies")—Comedy Dialogue,
Savoy-Brennan 10

You Must Come Over (From "Greenwich Vil-

lage Follies")—Comedy Dialogue,
Savoy-Brennan 10

14576 Cohen Visits Tutankhamen's Tomb—Comedy,
Monroe Silver 10

Cohen Visits Dr. Coue—Comedy Monologue,
Monroe Silver 10

NEAPOLITAN
14562 Senza 'a Varca (Without a Boat) (Bovio-Falvo)

—Neapolitan Folk Song—Tenor, in Italian;

con Orchestra Napoletana. . .Raffaele Balsamo 10

Chitarre Napulitano (Neapolitan Guitars) (Bo-
* vio-Lama)—Neapolitan Folk Song—Tenor, in

Italian; con Orchestra Napoletana,
Raffaele Balsamo 10

SPECIAL VOCALION RECORDS FOR SEPTEMBER
STANDARD

24045 Carme (Canto Sorrentino) (G. B. de Curtis)

—

Sopranos, in Italian; Aeolian Orch. Accomp.,
Nellie and Sara Kouns 10

The Maids of Cadiz (Delibes)—Soprano, in Ital-

ian; Aeolian Orch. Accomp Nellie Kouns 10

30172 V'JIoltchanyi notchi tainoi (In the Silence of

Night) (Fet-Rachmaninoff)—Tenor, in Rus-
sian; Aeolian Orch. Accomp.,

Vladimir Rosing 10

SACRED
14606 Sweeter as the Years Go By (Morris)—Male

Quartet, Orch. Accomp Criterion Quartet 10

In the Garden (Miles)—Male Quartet, Orch.
Accomp Criterion Quartet 10

INSTRUMENTAL
14609 Danube Waves—Donau Wellen—Sulle Onde Del

Danubio—Na Falsch Dunaju (Ivanovici)—
Waltz Vocalion International Band 10

Over the Waves—Uber den Wellen—Sulle Onde
—Ponod Fale (Rosas)—Waltz,

Vocalion International Band 10

14608 Moment Musical (Schubert),
Adler's String Quartet 10

To a Wild Rose (MacDowell)—String Quartet
and Piano Adler's Quintet 10

14612 Siamese Patrol (Lincke)—Accordion Solo,
A. Palet Gallarini 10

Thunder and Blazes (Entry of the Gladiators)

(Fucik)—March, Accordion Solo,
A. Palet Gallarini 10

DANCE
14611 Aeolian Symphony Dance (Strauss)—Egyptian

Trot, Arr. by Adrian Schubert,
Yerkes' Metropolitan Dance Players 10

Aeolian Symphony Dance (Dvorak)—Slavonic
Dance, Arr. by Adrian Schubert,

Yerkes' Metropolitan Dance Players 10

GERMAN AND JEWISH
14607 Griisse an die Heimat (Kromer)—Baritone, in

German; Orch. Accomp ...Erich Bye 10

Edelweiss (Teichmann-Penschel)—Baritone, in

German; Orch. Accomp Erich Bye 10

14610 Yente Koift a Kapory (Gus Goldstein)—Com-

edy Song, in Jewish; Orch. Accomp.,
Gus Goldstein-Clara Gold and Co.

Bearbeit Mendel (Gus Goldstein)—Comedy Song,
in Jewish; Orch. Accomp.,

Gus Goldstein-Clara Gold and Co.
1461S Yentes Silberne Chasone (Gus Goldstein)—Com-

edy Song, in Jewish; Orch. Accomp.,
Gus Goldstein-Clara Gold and Co.

Mendel Veirt a Policeman (Gus Goldstein)—
Comedy Song, in Jewish; Orch. Accomp.,

Gus Goldstein-Clara Gold and Co.
VOCALION RACE BULLETIN

VOCAL
14631 Your Time Now (T'will Be Mine After a \\'hile)

(Spencer \\'illiams) — Piano Accomp. by
Fletcher Henderson Lena Wilson

I Need You to Drive My Blues Away (Hen-
derson)—Piano Accomp. by Fletcher Hender-
son Lena Wilson

14632 Sad and Lonely Blues (Grainger-Wilson)—Piano
Accomp. by Porter Grainger Viola McCoy

Just Thinkin' (Grainger-Ricketts)—Blues, Piano
Accomp. by Porter Grainger. .. .Viola McCoy

14633 Bleeding Hearted Blues (Lovie-Austin)—Piano
Accomp. by Porter Grainger Viola ilcCoy

If You Want to Keep Your Daddy Home
(Grainger-Ricketts)—Blues, Piano Accomp. by
Porter Grainger Viola McCoy

14634 Kind Lovin' Blues (Waters-Henderson)—Piano
Accomp. by Fletcher Henderson. Ethel Waters

I Want My Sweet Daddy Now (Donald Hey-
wood)—Piano Accomp. by Fletcher Hender-
son Ethel A\'aters

14635 Down South Blues (Waters-Henderson)—Piano
Accomp. by Fletcher Henderson. Ethel Waters

Where (Can That Somebody Be?) (Mills-Rose)
—Blues, Piano Accomp. by Fletcher Hender-
son » Ethel Waters

DANCE
14636 Gulf Coast Blues (Clarence Williams)—Fox-trot,

Fletcher Henderson and His Orchestra
Down-hearted Blues (Alberta Hunter)—Fox-trot,

Fletcher Henderson and His Orchestra

10

10

10

10

10

10

10

10

10

10

10

10

10

10

80751

82294

51184

82295

51192

51198

51182

51189

51190

50926

50941

51181

59507

59506

51188

51191

80752

51180

EDISON DISC RECORDS

ALREADY RELEASED
SPECIALS

Figlia dei Re—L'Africana Mario Laurenti
Sulla Laguna (On the Lagoon) .... Mario Laurenti
Laisse-moi (Let Me Gaze) Preceded by "II se

fait tard" ('Tis Growing Late), From Faust,
Alice Verlet-Giovanni Zenatello

Romanza del Fiore—Carmen ....Giovanni Zenatello
Red Moon Walter Scanlan
Wonderful One—Waltz Song Adapted From a
Theme (Marshall Neilan),

Elizabeth Spencer and Chorus
The Valley of Laughter Anna Case
Amoureuse—Waltz Song Anna Case
March of the Mannikins—Characteristic Fox-

trot—Piano Solo Ray Perkins
Parade of the Wooden Soldiers—Characteristic

Fox-trot—Piano Solo Ray Perkins
A Kiss in the Dark (From "Orange Blossoms")—Waltz—Piano Solo E. L. Stevens
Crying for You—Waltz—Piano Solo,

Ernest L. Stevens
FLASHES

I Never Miss the Sunshine (I'm So Used to the
Rain)—Fo-x-trot Atlantic Dance Orch.

I Can't Forget You—Fo.x-trot. ... Kaplan's Melodists
Louisville Lou—Fox-trot Paul Victorin's Orch.
The Duck's Quack (A Barnyard Jazzboree)

—

Fox-trot Kaplan's Melodists
I Dream of a Castle in Spain—Tango Fox-trot,

Atlantic Dance Orch.
Annabelle—Fox-trot Kaplan's Melodists
Eddie (Steady)—Fox-trot. Green Bros. Novelty Band
Down on the Farm (They All Ask for You)

—

Fox-trot Green Bros. Novelty Band
When June Comes Along With a Song (F^rom

"The Rise of Rosie O'Reilly")—Fox-trot,
Broadway Dance Orch.

We Two (From "Dew Drop Inn")—Fox-trot,
Kaplan's Melodists

Night After Night—Fox-trot Kaplan's iNIelodists

Bebe—Fox-trot Atlantic Dance Orch.
GENERAL LIST

Die Greene Yente. .Morris Goldstein-Lizza Tuchman
Mein Weibs Shegun Morris Goldstein
Der Telegraf . . Sam Silberbusch und Sadie Wachtel
Der Ez-Hadas (The Apple of Eve). Sam Silberbusch
Th' Breath of an Irish Smile Walter Scanlan
In the Land Where the Green Shamrock Grows,

\\'alter Scanlan
Carolina Mammy—Fox-trot. . .Paul Victorin's Orch.
Toot, Toot, Tootsie (Goo'bye)—Fox-trot,

Broadway Dance Orch.
Final Trio—Faust,

Consuelo Escobar de Castro, Albert
Lindquest and Virgilio Lazzari

Dio possente—Faust Thomas Chalmers
Maggie! (Yes, Ma'am) Come Right Up-stairs,

Billy Jones and Ernest Hare
Yes, Sir! That's Lazy IJones Anna Chandler

82296 The Ringers Arthur Middleton
The Lane to Ballybree Arthur Middleton

51193 i[y Sweetie Went Away (He Didn't Say Where.
When or Why) Anna Chandler

Oh, Gee! Oh, Gosh! Oh, Golly! I'm in Love,
Billy Jones-Ernest Hare

80753 Wedding March—ilidsummer Night's Dream,
American Symphony Orch.

Prelude, Act I—Traviata. American Symphony Orch.
51194 ily Sweetie Went Away—Fo.x-trot,

Charlie Kerr's Orch.
Ophelia—Fox-trot Charlie Kerr's Orch.

EDISON BLUE AMBEROL RECORDS

4757 Barney Google Billy Jones-Ernest Hare
4758 Silver Threads Among the Gold—Transcrip-

tion—Piano Solo Franz Falkenburg
4759 Breeze of Spring—Polka Brillante,

American Symphony Orch.
4760 In the Second Cavalry Thomas Chalmers
4761 Sound Now the Trumpet Fearlessly—I Puriiani,

Harvey Hindermyer-Vernon Archibald
4762 Mother in Ireland Walter Scanlan
4763 Down Among the Sleepy Hills of Tennessee

—

Fox-trot Kaplan's Melodists
4764 No One Loves You Any Better Than Your

M-A-Double-M-Y—Fox-trot,
Charlie Kerr's Orch.

Louisville
buveaux.

4867 Lonesome

OKEH RECORDS

4864 Honeymoon Home (Carlo-Sanders) (From the
musical comedy "Elsie")—Fox-trot.

Markels Orchestra 10
Two Lips Are Roses (Bryan-Carlo-Sanders)

(From the musical comedy "Elsie")—Tango,
Rega Dance Orchestra 10

4865 Just for To-Night (Oscar Geiger) (Jules R. Her-
buveaux. Director)—Waltz,

Guyon's Paradise Orchestra 10
Abandonado (Guillermo Posadas) (Jul^? R. Her-

buveaux, Director)—ilexican Waltz,
Guyon's Paradise Orchestra 10

4868 Papa Blues (Leslie-Wendling-Kortlander)—Fox-
trot Pete Wendling 10

Blooey Blues (Harry Jentes)—Piano Solo,
Harry Jentes 10

4870 South Sea Eyes (Harry Akst) (Hawaiian guitar

effect by Virginia Burt)—^Tenor with Orch..
Billy Jones 10

Honolulu Honeymoon (DeWitt-Bowers) (Hawai-
ian guitar effect by Virginia Burt)—Contralto
with Orch Virginia Burt 10

4862 Henpecked Blues (Jules Buffano) (Jules R. Her-
buveaux. Director)—Fox-trot,

Guyon's Paradise Orchestra 10

Lou (Milton Ager) (Jules R. Her-
Director)—Fox-trot,

Guyon's Paradise Orchestra 10

Journey Blues (Thomas Morris)

—

Fox-trot Thomas Morris Past Jazz Masters 10

When the Jazz Band Starts to Play (Thomas
Morris)—Fox-trot,

Thomas Morris Past Jazz Masters 10

4866 Yes! We Have No Bananas (Silver-Cohn)
(Singing Chorus by Billy Jones)—Fox-trot,

Blue Diamond Dance Orchestra 10

I've Got the Ain't Got Nothin', Never Had
Nothin' Blues (Sizemore-Shrigley) (Jules R.
Herbuveaux, Director)—Fox-trot,

Guyon's Paradise Orchestra 10

4871 Bullets and Bayonets (J. P. Sousa) (Opt. Pat-
rick Conway, Conductor)—^March,

Conway's Band 10
Invincible America (H. J. Woods) (Capt. Pat-

rick Conway, Conductor)—March.
Conwa^-'s Band 10

4872 Kohala March — Standard Hawaiian Instru-
mental Ferera and Franchini 10

Pua Mohala—Standard Hawaiian Instrumental.
_

Ferera and Franchini 10

4873 Papillions (Ole Olson) (Butterflies)—Piano
Solo, Elinor Remick Warren 10

Country Dance No. 1 (Ludwig-Van Beethoven)
—Piano Solo Elinor Remick Warren 10

4874 Molly Bawn (Samuel Lover)—Tenor with
Orch Gerald Griffin 10

A Puff o' Me Pipe and a Song (Kershaw-Scan-
lan) (From the musical comedv "Maytime in

Erin")—Tenor with Orch Gerald Griffin 10

4869 Beside a Babbling Brook (Walter Donaldson)
—Fox-trot.

Vincent Lopez and_ His Hotel
Pennsylvania Orchestra 10

Blue Hoosier Blues (Friend-Meskill-Baer)—Fox-
trot,

Vincent Lopez and His Hotel
Pennsj'lvania Orchestra 10

4858 Little Rover (Don't Forget to Come Back
Home) (Walter Donaldson) (From the mus-
ical comedy "Make It Snappy")—Fox-trot,

Finzel's Arcadia Orchestra of Detroit 10

{Coiitimted on page 164)
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ADVANCE RECORD BULLETINS FOR SEPTEMBER— (Continued from page 163)

4859

4860

4861

4863

4857

8071

8073

8074

8075

8076

8077

8078

8080

Morning- Will Come (Intro, by Al Tolson in

"Bombo") (Jolson-Dc Sylva-Conrad) — Fox-
trot. ... Finzel's Arcadia (Jrchestra of Detroit

\\^ho's Sorry Now? (Ted .Snyder)—Fox-trot,
I-inzel's Arcadia ( )rcliestra of Detroit

Honolulu Nights (Andy Sheridan) (Hawaiian
steel guitar effect by Virginia Burt)—Waltz,

Rega Dance Orchestra
Little Rover (Don't Forget to Come Back
Home) (Kahn-Donaldson)—Tenor Solo with
Piano Accomp. by Justin Ring. ... Billy Jones

That's Why I Cried Over You (Sym Winkel)
—Tenor with Orch Lewis James

Barney Google (Rose-De Beck-Conrad) (With
Singing Chorus)—Fox-trot,

Finzel's Arcadia (Orchestra of Detroit
Nothing But (Busse-Ward-Grofe)— Fox-trot,

Finzel's Arcadia Orchestra of Detroit
Oh! Harold (Lee S. Roberts)—Collegiate Walk

or Fox-trot Markels Orchestra
Keep It Lender Your Hat (Cantor-Tobias-Breau)—Fox-trot Markels Orchestra
Down Among the Sleepy Hills of Tennessee

(Geo. W. ileyer)—Fox-trot,
Vincent Lopez and His Hotel

Pennsylvania Orchestra
March of the Mannikins (D. (3nivas)—Fox-trot,

Vincent Lopez and His Hotel
Pennsylvania C)rchestra

Chirpin' the Blues (Hunter-Austin)—Contralto
Solo, Piano Accomp Lucile Bogan

Triflin' Blues (Daddy, Don't You Trifle on
Me) (Grainger-Ricketts) — Contralto Solo,
Piano Accomp Lucile Bogan

Barefoot Blues (Clarence Williams)—Contralto
with Orch,,
Eva Taylor and Clarence Williams' Blue Five

Do It a Long Time, Papa (W. Benton Over-
street)—Contralto with Orch.,
Eva 'Taylor and Clarence Williams' Blue Five

Lonesome Daddy IJlues (Bogan-Callens)—Con-
tralto Solo, Piano Accomp Lucile Bogan

Don't Mean You No Good Blues (Bogan-Cal-
lens)—Contralto Solo, Piano Accomp.,

Lucile Bogan
The Bull Blues (E Flat No. 1 Blues) (Thomas

Morris)—Fox-trot,
Thomas Morris Past Jazz Masters

Just Blues, That's All (Thomas Morris)—Fox-
trot Thomas Morris Past Jazz Masters

Bleeding Hearted Blues (Hunter-Austin)—Con-
tralto Solo, Piano Accomp Alice Carter

I Just Want a Daddy (Thomas Dorsey)—Con-
tralto Solo, Piano Accomp Alice Carter

Deceitful Blues (Perry Bradford)—Contralto
Solo, Piano Accomp Kitty Brown

I Don't Let No One Man Worry Me (Perry
Bradford)—Contralto Solo, Piano Accomp.,

Kitty Brown
Nobody in Town Can Bake Sweet Telly Roll
Like Mine (Williams-Williams)—Contralto
Solo with Piano Accomp. by Clarence Wil-
liams Sara Martin

If You Don't Like It, Leave (Clarence Todd)
Contralto Solo with Piano Accomp. by Clar-

ence Williams Sara Martin
Satisfied Blues (A Barrel-House Blues) (Lemuel
Fowler)—Contralto Solo, Piano Accomp.,

Helen Baxter
Daddy Ease It to Me (Lemuel Fowler)—Con-

tralto Solo, Piano Accomp Helen Baxter

ODEON RECORDS

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

3056 Pelican (El Pelicano) (Chapson) (Recorded in

Europe) Orch.—Parisian Novelty Fox-trot,
Marek ^\'eber and His Orchestra 12

Salome (R. Stolz) (Recorded in Europe) Orch.
—Viennese Novelty Fox-trot,

Marek Weber and His Orchestra 12

3058 Rendezvous (I Part) (E. Waldteufel) (Recorded
in Europe)—Orch..

M. Michailow and His Orchestra 12
Rendezvous (II Part) (E. Waldteufel) (Re-
corded in Europe)—Orch.,

M. Michailow and His Orchestra 12

5018 Orpheus in Hades—Overture, Part 1 (Orpheus
in der LInterwelt) (Jaques Offenbach) (Ger-
man) (Recorded in Europe)—Symphony
Orch.,

Eduard Moerike and the Orchestra of the
German Opera House, Berlin 12

Orpheus in Hades—Overture, Part II (Orpheus
in der Unterwelt) (Jaques Offenbach) (Ger-
man) (Recorded in Europe)—Symphony
Orch.,

Eduard Moerike and the Orchestra of the
German Opera House, Berlin 12

5019 Flying Dutchman—Senta's Ballad, Part I (Der
fliegende Hollander—Senta Ballade. 1. "Teil)

(Richard Wagner) (Recorded in Europe)—
Soprano with Chorus Accomp. Sung in Ger-
man Emmy Heckmann-Bettendorf 12

Flying Dutchman—Senta's Ballad, Part II (Der
fiiegende Hollander—Senta Ballade, 2. Tail)

(Richard Wagner) (Recorded in Europe)

—

Soprano with Chorus Accomp. Sung in Ger-
man Emmy Heckmann-Bettendorf

53305 Elisir D'Amore—Una furtiva lagrima (A Fur-
tive Tear) (Donizetti)—Tenor with Orch..
Sung in Italian Giacomo Lauri-Volpi

63004 Manon—II sogno (The Dream) (Massenet)—
Tenor with Orch., Sung in Italian,

Giacomo Lauri-Volpi
3053 Come Into My Arms (Komm' in meine Arme,

schone Frau) (Ven a Mis Brazos) (R. Benat-
zky) (Recorded in Europe)—Orch.,

Dajos Bela and His Orchestra
Just Once (Irgend einmal) (Una Vez Sola-

mente) (H. Krome) (Recorded in Europe)—
Orch Dajos Bela and His Orchestra

12

12

10

12

GENNETT LATERAL RECORDS

10076

10077

5178

5165

5169

5170

5176

5174

5162

5163

5172

5175

5177

5164

51671

5168

5171

5179

.5180

5183

{.\ GREEN LABEL GENNETT)
The Old Refrain (Mattullath-Kreisler)-Tenor,

Henry Moeller
Kashmiri Song ( Woodforde-Fiden)—Tenor,

Henry Moeller
Orientale (Cui) Thos. Griselle

A Song of India (Chanson Indoue) (Rimsky-
Korsakow)—Scipione Guidi, Violin, Piano
Accomp Thos. Griselle

The Song of Triumph—Baritone. . Homer Rodeheaver
Into the Woods My Master Went—Baritone,

Homer Rodeheaver
Valse La La (Glantz-DeBueris)—Saxophone

Solo Nathan Glantz
Gladioli (Valse) ( De Bueris-GIantz)—Saxophone

Solo Nathan Glantz
Irish Boy—One Step Flanagan Bros.
The Rights of Man (Irish Hornpipe—Intro:
"Hennessy's Hornpipe") Flanagan Bros.

Barcarolle (Offenbach).
Art Landry and His Call of the North Orch.

Melody in F (Rubinstein),
Art Landry and His Call of the North Orch.

Honolulu Rag (Ferera)—Hawaiian Guitars,
Ferera and Franchini

Hawaiian Blues (Motzan-Jerome)

.

Frank Ferera's Hawaiian Quartette
Jazzin' Babies Blues (Jones) Richard M. Jones
12th Street Rag (Bowman)—Piano Solo,

Richard M. Jones
POPULAR SONG HITS

Chirpin' the Blues (Hunter) Porter Grainger
Just Thinkin' (A Blues) (Grainger-Ricketts)—

Viola McCoy, Piano Accomp Porter Grainger
I Cried for You (Now It's Your Turn to Cry
Over Me) (Freed-Arnheim-Lyman)—Baritone.

Eliott Shaw
If I Knew You Then as I Know You Now

(Brown-Joyce-Hanley)—Baritone Eliott Shaw
Maybe Someday (Spikes Bros.) Richard Jones
All Night Blues (Jones)—Callie Vassar, Piano
Accomp Richard Jones

Long Lost Mama (Woods) (Cannot be broad-
casted) Porter Grainger

Wish I Had You (And I'm Gonna Get You
Blues) (Grainger-Ricketts) (Can be broad-

casted)—Viola McCoy, Piano Accomp.,
Porter Grainger

That Thing Called Love (Bradford)—Contralto-
Piano Accomp., Perry Bradford Julia Jones

Liza Johnson Got Better Bread Than Sally Lee
(Bailey)—Contralto—Piano Accomp., Perry
Bradford Julia Jones

LATEST DANCE MELODIES
Sittin' on the Inside Looking at the Outside

(Waitin' for the Evenin' Mail) (Baskette),
F-ox-trot Ladd's Black Aces

I Ain't Never Had Nobody Crazy Over Me
(Durante-Stein-Roth)—Fox-trot. Ladd's Black Aces

I Cried for You (Now It's Your Turn to Cry
Over Me) (Freed-Arnheim-Lyman),

Howard Lanin's Arcadia Orch.

My Sweetie Went Away (She Didn't Say When,
Where, Why) (Turk-Handman)—Fox-trot,

Howard Lanin's Arcadia Orch.
Barney Google (Rose-Conrad)—Fox-trot—Joe

Thomas' Saxotette (cannot be broadcasted),
Eddie Elkins' Orch.

When You Walked Out Some One Else Walked
Right In (Berlin)—Fox-trot. -Eddie Elkins' Orch.

You Tell Her—I Stutter (Rose-Friend).
Art Landry and His Call of the North Orch.

Rip Saw Blues (Landry-Hager-DeKay-Megson).
Art Landry and His Call of the North Orch.

Roses of Picardy ( Weatherly-Wood) (cannot be

broadcasted)—Fox-trot,
Biltmore Hotel Orch., Hazay Natzy, Director

Just One Night (Nur Eine Nacht) (Geiger)

(cannot be broadcasted)—Waltz,
Biltmore Hotel Orch., Hazay Natzy, Director

Annabelle (Brown-Henderson) — Fox-trot — Joe
Thomas' Saxotette (cannot be broadcasted),

Biltmorei Hotel Orch., Hazay Natzy, Director

Electric Girl (Wheeler-Smith-Holmes)—Fox-trot,

Biltmore Hotel Orch., Hazay Natzy, Director

When June Comes Along With A Song (From
Musical Comedy "The Rise of Rosie O'Reilly")

(Cohan)—Fo.v-trot—(cannot be broadcasted).
Bailey's Lucky Seven

First, Last and Always (Akst-Davis)—Fo.x-trot,

Bailey's Lucky Seven
5184 Choo Choo Blues (Barr-Creager),

Art Landry's Syncopatin' Si-x

Snake Rag (Oliver) .. King Oliver's Creole Jazz Band
FOREIGN SELECTIONS

S5161 A Las Tres De La Jlanana (Vals) (Robledo),
Orquesta "Villa Hermosa"

Reflejos De Luna (Vals) (David),
Orquesta "Villa Hermosa"

S5166Un Tequila Con Limon (La Chula Tanguista)
(Jaun Rica)—Fox-trot. .. .Gonzalez y su orquesta

El Capote De Paseo (Pasodoble flamenco) (G.
Monreal) Banda Mexicana de Gonzalez

PATHE PHONOGRAPH & RADIO CORP.

HAWAIIAN
020964

021011

021013

021012

021014

021015

021016

021017

021036

021037

021038

021028

021029

021030

021031

021032

021033

021034

021035

Ciribiribin— (Waltz)—Hawaiian Guitars with
Whistling Louise-Ferera Hawaiian Troupe

O Mari— (Waltz), Louise-Ferera Waikiki Orchestra
STANDARD VOCALS

The Kingdom Within Your Eyes. .. .Frank Sterling
On The Road To Mandalay Turner Roe

INSTRUMENTAL
March of the Dwarfs—Piano Duet,

F. Longo-D. Onivas
La Lisonjera (The Flatterer)—Piano Duet,

F. Longo-D. Onivas
SACRED

Rock of Ages Cathedral Jfale Quartet
Abide With Me (Organ Acc.) Earle F. Wilde

INSTRUMENTAL
Bird Raptures (Whistling) Margaret McKee
Valse Lala (Saxophone Solo) Paul Gordon

BANDS
Liberty Lads (March) ... .American Republic Band
On, Wisconsin (March) . .American Republic Band

CHILDREN'S RECORDS
Bedtime Tales, No. 1,

Gilbert Girard-Russell Hunting
Bedtime Tales, No. 2,

Gilbert Girard-Russell Hunting
Bedtime Tales, No. 3,

Gilbert Girard-Russell Hunting
Bedtime Tales, No. 4.

Gilbert Girard-Russell Hunting
POPULAR VOCAL

The Life Of A Rose (from "Geo. White's
Scandals") Arthur Wilson

Just A Girl That Men Forget Charles Cinway
That Old Gang of Mine ,\pollo Male Trio
Love (My Heart Is Calling You) John Ralph
When You Walked Out Someone Else Walked

Right In Robert Judson
Say It With A Ukelele,

Arthur Wilson-Frank Sterling

DANCE
If I Knew You Then .^s I Know You Now

—

Fox-trot Les Stevens Clover Gardens Orch.
Dreams of India—Fox-trot Casino Dance Orch.
The Gold Digger (from "Geo. White's

Scandals")—Fo.x-trot,

Joe Gibson and his Moulin Rouge Orch.
Now That I Need You You're Gone—Fox-trot,

Hotel Biltmore Orch.
Wild Papa—Fox-trot,

Don Parker's Western Melody Boys
Struttin' Jim—Fox-trot Original Memphis Five
Cut Yourself A Piece of Cake—Fox-trot,

Casino Dance Orch.
Hi Lee Hi Lo—Fox-trot Casino Dance Orch-
Midnight Rose—Fox-trot Casino Dance Orch.
'Way Out In Kentucky—Fox-trot,

Don Parker's Western Melody Boys
Love (My Heart Is Calling You)—Fox-trot,

Don Parker's Western Melody Boys
Lou'siana—Fox-trot Casino Dance Orch.
Rose of the Morning (From "Passing Show")—

Fox-trot Tos. Samuels' Orch.
If Love Were All

—

W'ahz Casino Dance Orch.
Last Night on the Back Porch (I Loved Her

Best of All)—Fox-trot. . Les Stevens C. G. Orch.
My Lady and Me—Fox-trot .... Jos. Samuels' Orch.

EMERSON RECORDS

LATEST DANCE HITS
10651 Hi Lee, Hi Lo—Novelty Fox-trot,

Pennsylvania Syncopaters
Annabelle—Fox-trot Pennsylvania Syncopaters

10652 That Old Gang of Mine—Fox-trot,
Emerson Dance Orch.

Bonnie—Fox -trot Emerson Dance Orch.

10653 When June Comes Along With a Song (From
"The Rise of Rosie O'Reilly")—Fox-trot,

Emerson Dance Orch.
Born and Bred in Brooklyn (From "The Rise

of Rosie O'Reilly")—Waltz,
Emerson Dance Orch.
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10654 Midnight Rose—Fox-trot Emerson Dance Orch.
Chicadee—Novelty Fox-trot. . .Emerson Dance Orch.

LATEST SONG HITS
10649 Cut Yourself a Piece of Cake—Tenor Solo, Ac-

comp. by Lada's Orch. Irving Kaufman
Hi Lee, Hi Lo—Tenor and Baritone Duet, Ac-

comp. by Lada's Orch. . -Irving and Jack Kaufman
10650 Stella—Tenor Solo, Orch. Accomp . .. Benny Davis

My Sweetie Went Away—Tenor Solo, Orch.
Accomp Benny Davis

STANDARD AND NOVELTY SELECTIONS
10655 The Bells of St. Mary's—Tenor Solo, Orch.

Accomp Walter Scanlan
When I Looked in Your Wonderful Eyes

—

Tenor Solo, Orch. Accomp Walter Scanlan
10656 The Argentines, the Portuguese and the Greeks

—Comedy Song, Orch. Accomp Eddie Cantor
You Don't Need the Wine to Have a Wonderful
Time—Comic Character Sonc^. Orch. Accomp.,

Eddie Cantor

REGAL RECORDS

DANCE RECORDS
9511 Bebe—Fox-trot Hollywood Dance Orchestra

• Annabelle—Fox-trot,
Castle-by-the-Sea Dance Orchestra

9512 Cut Yourself a Piece of Cake (Vocal Chorus,
Arthur Hall)—Fox-trot Six Black Diamonds

Hi Lee Hi Lo (Vocal Chorus, Arthur Hall)—
Fox-trot Six Black Diamonds

9313 The Life of a Rose ("Scandals of 1923")—
Fox-trot Jos. Franklin's Orchestra

First, Last and Always—Fox-trot.
Jos. Franklin's Orchestra

9514 My Sweetie Went Away (Vocal Chorus, Bob
Thomas)—Fox-trot Missouri Jazz Band

Bugle Call Rag—Fox-trot Missouri Jazz Band
9515 Some Day You'll Cry Over Someone—Fox-trot,

Hollywood Dance Orchestra
JIarcheta—Tango-Fox-trot..Glantz and His Orchestra

9516 Nijigo Novgo (From "Helen of Troy, N. Y.")
—Fox-trot Regal Dance Orchestra

The Gold Diggers (From "Scandals of 1923")
(Vocal Chorus, Arthur Hall)—Fox-trot,

Regal Dance Orchestra
9517 Every Step Brings Me Closer to My Lovin'

Honey Lamb—Fox-trot Roy Collins Orchestra
Ritzi Mitzi—Fox-trot ....Roseland Dance Orchestra

9518 Dreamy Melody—Waltz .. Clark's Marimba Orchestra
Broken-Hearted ^lelody—\\'altz,

Clark's Marimba Orchestra

POPULAR VOCAL RECORDS
9519 I'll Hop, Skip and Jump Into My Mammy's

Arms—Tenor Solo—Orch. Accomp.,
Vernon Dalhart

Oh! How She Lied—Comedy Solo—Orch.
Accomp Billy West

9520 Just a Girl That Men Forget—Tenor Solo—
Orch. Accomp Vernon Dalhart

Midnight Rose—Tenor Solo—Orch. Accomp.,
Hugh Donovan

9521 When You Walked Out, Someone Else Walked
Right In—Comedienne—Orch. Accomp.,

Mammy Jinny
My Lady and Me—Tenor Solo—Orch., Accomp.,

Vernon Dalhart
HAWAIIAN RECORD

9522 Come Back to Erin—Hawaiian Guitars and
Xylophone Ferera's Hawaiian Serenaders

Wearing of the Green—Hawaiian Guitars and
Xylophone Ferera's Hawaiian Serenaders

BANNER RECORDS

DANCE RECORDS
1225 Cut Yourself a Piece of Cake—Fox-trot—Vocal

Chorus, Arthur Hall Missouri Jazz Band
Hi-Lee-Hi-Lo—Fox-trot—Vocal Chorus, Arthur

Hall Missouri Jazz Band
1226 First, Last and Alway.s—Fox-trot,

Hollywood Dance Orch.
Annabelle—Fox-trot Hollywood Dance Orch.

1227 My Sweetie Went Away — Fox-trot — Vocal
Chorus, Bob Thomas Six Black Diamonds

Nijigo Novgo (F^rom "Helen of Troy, N. Y.")—
Fox-trot Roy Collins' Orch.

1228 Bebe—Fox-trot Pavilion Royal Dance Orch.
Marcheta—Tango Fox-trot Roy Collins' Orch.

1229 Every Step Brings Me Closer to My Lovin'
Honey Lamb—Fox-trot Banner Dance Orch.

Bugle Call Rag—Fox-trot Banner Dance Orch.
1230 The Gold Diggers (From "Scandals of 1923")—

—Fox-trot—Vocal Chorus, Arthur Hall,
Missouri Jazz Band

Ritzi Mitzi—Fox-trot Sam Lanin's Orch.

1231 Someday You'll Cry Over Someone—Fox-trot,
Hollywood Dance Orch.

Life of a Rose ("Scandals of 1923")—Fox-trot,
Jos. Franklin's Orcli.

1232 Dream Melody—Waltz Xylo Novelty Orch.
Broken-Hearted Melody—Waltz,

Clark's Marimba Orch.

POPULAR VOCAL RECORDS
1233 When You Walked Out Someone Else Walked

Southern
Victor. WnoLE5ALE[^S

I^ICMMOND VIRGINIA'

The

Toledo Talking Machine Co.

Toledo, Ohio

Wholesale Victor

Exclusively

I CONSTRUCTIVE ARTICLES IN THIS
ISSUE OF THE WORLD

II
Ready Reference for Salesmen, Dealers and Department Heads

Developing Home Territory in the

Summer Months 4

Practical Hints for Increasing Bus-

iness 6

Use of Card System in Building

Trade 8

The Trade Prospects for Fall and
Winter 10

Avoiding Loss in the Handling of

Trade-Ins 10

The Need for a Credit Service in the

Trade 10

Developments in the Record Field . 1 I

"Breaking Into' Apartments for

Business 12

Making Artists' Tie-Ups Doubly
Effective 15

Victor Co. Announces Important
Record Moves 18

The Value of the Trade Paper to

Dealers . 18

Widening the Field for the Best

Music 19

How a Small Town Dealer Wins
Business 20

Building Business Among the For-

eigners 22

How the Study of Music by Store-

women Helps 24

Service Builds Business for the Live
Dealer 25

Cashing In on the Universal Instru-

ment 31

Portable Phonographs Greatly Ad-
mired by Japanese 31

Clever Plan Facilitates Demon-
stration of Records 35

How Records Sell Talking Machines 36

What Is the Worth of Your Trade
Paper? 39

Indiscriminate Granting of Credit a

Poor Policy 42

Necessity for Ethics in Merchan-
dising 43

Thirteen Excellent Reasons for the

Loss of Customers 45

Dealer Finds Baby Carriages Help
Sales 47

Four-minute Conference on Business

Subjects 54

Marked Progress in Trade Adver-
tising 59

Cutting Distribution Waste to Ad-
vantage 64

Turnover Is Secret of Success in

Merchandising 77

Featuring the Musical Possibilities of

the Talking Machine 90

Importance of Window Displays in

Boosting Sales 99

The Mid-West Point of View 100

Why Dead Men Are Poor Prospects 1 2 1

Gleanings From the World of

Music 131-134

Carl Engel Sees Good in Present
Tendencies of Jazz Music 131

Musical Merchandise Well Adapted
for Displays 138

Radio Industry Is Entering a New
Phase 147

Latest Patents of Interest to the

Talking Machine Trade 160-161

Advance Lists of Talking Machine
Records for September 162-165

Correspondence From Leading Cities:

Akron, 54—Salt Lake City, 5 7—Brooklyn, 66-67—Cincinnati, 70-71—Des Moines,

74—Minneapolis & St. Paul, 76-77—Boston, 79-82—Milwaukee. 84—Philadelphia,
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156—European News From The World's London Office, 158-159.

Riffht In—Orch. Accomp.,
jNIammy Jinny, Comedienne

Oh! How She Lied—Comedy Solo—Orch. Ac-
comp Billy West

123-1 I'll Hop, Skip and Jump Into My Mammy's
Arms—Tenor Solo—Orch. Accomp.,

Vernon Dalhart
^ly Lady and Me—Tenor Solo—Orch. Accomp.,

Vernon Dalhart

1235 Mitlnii^lit Rose—Tenor Solo—Orch. Accomp.,
Billy Burton

Just a Girl That Men Forget—Tenor Solo

—

Orch. Accomp Vernon Dalhart
HAWAIIAN RECORD

2101 Come Back to Erin—Hawaiian Guitars and
Xylophone Ferrera's Hawaiian Serenaders

A\'earin{^ of the Green—Hawaiian Guitars and
Xylophone Ferrera's Hawaiian Serenaders

TEST IT.
OUR VICTOR

Record Service
has a reputation for efficiency.

Suppose you try it.
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Points in the Northwest
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SCOTFORD TONEARM
& SUPERIOR REPRODUCER
HOWTO SELLA PHONOGRAPH

the Dealer or Salesman:
*C7ie Scotford Tonearm and Superior Reproducer are used by a number of
manufacturers of hi^ ferade phonographs. If your store handles any one of
these instruments you can increase your sales and profits by thoroughly learn-
ing and then informing the customer of the "Twelve Points" of superiority
feiven below. Remember it is no proof of selling ability to take an order for a
phonograph, the preference for which has been fixed in the customer's mind
by bi^ national advertising campaigns. Such order takinfe proves the power of
advertising—not the sagacity of salesmanship. The saving in advertising cost

is made up for by extra quality and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting
satisfaction of the purchaser who takes an instrument of genuine music into his
home. Givethecustomer a comparison of tone on all the different makes. If he is

not deaf,he must appreciate the extraordinary difference in tone—theScotford's
genuine musical reproduction, without the metallic sharpness, and without the
scratch. Then prove yourselfnot an ordertaker buta salesmakerbycontinuing
with a detailed explanation of why the Scotford is better as analyzed in the
"Twelve Points."

Keep the tonearm unscrewed at the base, so you mayliftitoff
in your hand for thorough examination inside and out—not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1—Its feood looks. A neat, trim, tailormade appearance. Nicely proportioned

lines which any artist will approve. Not the swollen appearance of the con-
tinuotis taper nor angular lines in conflict with the cabinet desifen.

2—The substantial, simple construction—cast parts of solid white brass, lonfe

strai^t tube of yellowbrass . hard rubber bushing toprevent metallicvibra-
tion at the reproducer connection elbow.

3—No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter at base, and a solid 45-degreedeflecting
plane at the turn to direct the sound waves straight downward into the
amplifying chamber.

4—The simple swinging movement of the tonearm base—how freely it floats
when lifted up onto the record—but how a supporting lug inside the base
at back prevents the arm from swinging when off therecord and does not
allow the needle point to let down so low as to mar the cabinet.

5—The handy lift-up or side turn, affording two ways to change the needle.

6—Light pressure on therecord—the squarenes s ofthe turncausing the weight
to be supported by the base . whereas a more curving turn would throw too
much weight forward to the needle point.

7—How perfectly the needle centers the groove—turning the reproducer for
playing lateral or vertical cut records leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch.

8—Reproducer frame split clear through—making it a spring, held under ten-
sion by the long screwwhich adjusts the pivotal mountingof thestylus bar.

9—Anylooseness thaimightever develop in the pivotingof thestylus barmay
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar by
which a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design.

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearlndia mica costing five times as much as the 'seconds "and "thins"used
in cheap soundboxes.

12—Perfect insulation—a rubber gasket entirely separating the reproducer
frame from the backplate, and again a complete break in the contact of
metals by the hard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the tone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

*^57ie Reproducer turns on its axis— the needle remaining on exactly the

same center and at the same correct an^le in both positions

The SUPERIOR Lid Support
balances the Lid at any point

The final pomt of excellence in the equipment of a cabinet that often decides the sale. A touch of one finger lifts

or closes the lid, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest
support made. Easiest to install.

We are prepared to supply this Tonearm
and Reproducer to a numherofadditional
marmfacturers ofphonographs incertain
parts ofthe United States, and contracts
remain open for some foreign countmes.
Wmte us for particulars and prices. i'CE \»

We are able to supply this Support in any
Quantity. Madeofsteel, hi^h &radenickel
or ^old plate finish. Samples sent to man-

ufacturers anywhere for trial.

Write for low quantity prices. State typa
and weight of lid.

Barnhart Brothers & Spindler
m SUPERIOR SPECIALTIES FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO

Jg

©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©(§©©©©©©©©©(§©©



In everything except

actual physical presence,

the NEW EDISON Re-

creates the living artist

—you see the instrument;

but you hear the artist's

true performance.

See Pages 26, 27,

28 and 29

JOBBERS OF THE NEW EDISON, EDISDV RE-CREATION, THE NEW EDISON DIAMOND AMBEROLA
AND BLUE AMBEROL RECORDS

CALIFORNIA
Los Angeles—Edison Phonographs,

Ltd.

San Francisco—Edison Phonographs,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Chicago—The Phonograph Co.

Wm. H. Lyons (Amberola only).

INDIANA
Indianapolii—Phonograph Corpora-

tion of Indiana.

IOWA
De» Moines—Harger * Blish.

I.Ot'TSIANA
New Orleani—Diamond Mutic Co.,

Inc.

MASSACHUSETTS
Boston— Pardee-Ellenberger Co.

Iver Johnson Sporting Goods Co.

(Amberola only).

MICHIGAN
Detroit—Phonograph Co. of Detroit.

MINNESOTA
Minneapolis—Laurence U. Lucker.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONTANA
Helena—Montana Phonograph Co.

NEBRASKA
Omaha—Sbuliz l^rot.

NEW JERSEY
Orange—The Phonograph Corp. of
Manhattan.

NEW YORK
Albany—American Phonograph Co.

Syracuse—Frank E. Eolway & Son,
Inc., W. D. Andrews Co.
(Amberola only).

OHIO
Cincinnati—The Phonograph Co.
Cleveland—The Phonograph Co.

OREGON
Portland—Edison Phonographs, Ltd.

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buehn Phonograph Co.
Williamsport—W. A. Myers.

RHODE ISLAND
Providence—J. A. Foater Co.
(Amberola only).

TEXAS
Dallas—Texaa-Oklaboma Phono-
graph Co.

UTAH
Ogden—Proudfit Sporting Goods Co.

VIRGINIA
Richmond—The C B. Haynea Co..

Inc.

WISCONSIN
Milwaukee—The Phonograph Co. of

Milwatikee.

c:anada
Montreal—R. S. Williams & Sons

Co., Ltd.

St. John—W. B. Thome & Co.. Ltd.

Toronto—IL S. Williams & Sons
Co.. Ltd.

Vancouver—Kent Piano Co., Ltd.

Winnipeg—K. S. Williams & Soni
Co.. Ltd.

Babson Bros. (Amberola only).
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Look Below the Surface!
MAIN BODY
CASTING\

#1GRA0E INDIA
MICA DIAPHRAGM

STYLUS BAB

ROLLING DIAPHRAGM
GASKETS

FLEXIBLE INSULATION
BETWEEN RIM AND BODY

CASTINGS

DRUM INSULATING
GAS KETS

EXTENSION DRUM
TUBI N G

DRUM CASTING

DRUM INSULATING
GASKETS

J N S U LAT ED OUT E R,

OIAPHRAGM^ RIM
ROLLING DIAPHRAGM

GASKETS

ADJUSTING DRUMCAP

FLEXIBLE INSULATION
BETWEEN RIM AND BODY

CASTINGS
SAWED-THROUGH SECTION OF SONORA REPRODUCER

Cash In on Sonora's Fall Advertising Campaign

ABOVE is shown a half-tone reproduc-

tion of the illustration used in the first

ad of Sonora's "Look Below the Surface"

campaign, now running in city newspapers

throughout the United States. Beginning

with September, Sonora ads will appear

regularly throughout the fall. These news-

papers have a combined circulation of more

than twelve million each week. Think what
this means to Sonora dealers, and what it

can mean to you.

The campaign is based on Sonora's in-

terior construction features, the most thor-

ough and costly of any phonograph made,
and is bound to stimulate a tremendous and
universal demand for Sonora. Cash in on this

demand. Wire today for our proposition.

Sonora Phonograph Company, Inc.
279 Broadway, New York

Canadian Dictributeri: Sonora Phonograph, Ltd., Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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A. H. CURRY RETIRES FROM HIS IMPORTANT EDISON POST DESCRIBES NEW ZEALAND METHODS

Chas. Edison Pays Tribute to His Work as Vice-president and Manager of Edison Phonograph

Industry for Past Two Years—Will Concentrate on Edison Jobbing Business in Dallas

Chas. Edison, chairman of the board of di-

rectors of Thos. A. Edison, Inc., on September

8 issued the following statement:

"The board of directors of Thomas A. Edison,

Inc., announces with regret the resignation of

Mr. A. H. Curry, who has been vice-president

and manager of the Edison phonograph industry

during a successful two years' regime. Mr.

Curry's clean fighting qualities, hitting ability

and business sagacity have been of inestimable

aid in placing the Edison phonograph industry in

its present healthy condition. Mr. Curry leaves

on October 1, approximately in accordance with

his original idea. A successor to Mr. Curry will

be introduced shortly."

A. H. Curry, whose resignation from the vice-

presidency of Thomas A. Edison, Inc., was an-

nounced in the foregoing official communica-
tion, has been the manager of the Edison phono-
graph industry for the past two years. On the

eve of his departure for his Edison jobbing

headquarters in Dallas, Tex., Mr. Curry kindly

agreed to review for The World some of the

many progressive accomplishments of the Edi-

son Co. during the past two years—improve-

ments which have been apparent to the entire

phonograph industry. He modestly disclaimed

any individual responsibility for these develop-

ments, and insisted that he was merely of as-

sistance because of his practical knowledge of

general business principles and his long experi-

ence as an Edison dealer, Edison traveler, Edi-

son jobbing house manager and Edison jobbing

house proprietor. He said in part:

"A few years ago the phonograph industry

was in the grip of the greatest business de-

pression it had ever known. The men selected

to take the helm of any manufacturer's busi-

ness had a man-size job cut out for them. The
buyer orgy was over; sensible conservative busi-

ness policies were needed—selling methods and
expenses had to be tempered with veteran busi-

ness judgment.

"The progress of Thomas A. Edison, Inc., in

the face of this condition and during the past

two years is found in such noteworthy accom-
plishments as the reduction in the prices of

records, both disc and Amberol; the reduction

in the prices of certain disc phonographs and
of Amberol phonographs; and the introduction

of a new line of low-priced disc models of re-

markable value. Needless to say, these price

reductions and attractive additions to the Edi-

son line have greatlj' reduced the selling re-

sistance offered to Edison dealers. Better trade

discounts have been passed along to jobbers
and dealers. The dealer's margin of profit was
never so great, and there is, therefore, now a
much greater incentive for dealer activity.

"A safe and sane phonograph order system
has been installed which is advantageous to the

dealer, jobber, Edison sales division and the

Edison production division. Over-stocks, the

constant danger signal in the phonograph field,

are prevented by this shrewd system, which,
nevertheless, provides for excellent service.

"One year ago the Edison Co. conceived and
launched the idea of instantaneous record release,

which has proved a boon to the entire phono-
graph industry. This clever plan prevents over-

stock anywhere along the line and insures rapid

turnover by jobbers, dealers and the factory.

1^ "The foregoing record of accomplishments
was made possible, to a great extent, by de-
cided economies in the Edison phonograph in-

dustry at Orange—savings which have been
reflected in the various discounts passed on to

the Edison trade and in improvements in the
Edison product.

"Obviously, the Edison phonograph business

was never on a more solid foundation and

never so well equipped to forge ahead to a

lofty pinnacle of lasting prosperity. In fact,

it is safe to predict that it will continue to

improve from year to year for the next decade

at the same rate it has grown in 1923 as com-

pared with 1922."

Regarding his plans for the future, Mr. Curry

stated that he has some rather revolutionary

merchandising ideas which, when applied to

Edison dealers, served by his Edison jobbing

house, the Texas-Oklahoma Phonograph Co.,

of Dallas, will double or perhaps treble their

sales of Edison phonographs and probably at

a reduced cost of selling. At the moment Mr.

A. H. Curry

Curry declined to discuss these plans in detail.

He said, however, that it is his intention to

diligently devote himself to the Edison jobbing
business and asserted that he will find un-
bounded pleasure in renewing direct contact
with all of his old dealer friends in Texas and
Oklahoma and, will interest himself in their

welfare as heretofore. In this connection Mr.
Curry wisely insists that unless the dealer

profits no one in the industry profits and the

industry is weakened thereby. Consequently,
Mr. Curry's interest is always centered in

dealer welfare.

Having made many personal friends in the

Edison organization while directly connected
there, and his affection and respect for Mr.
Edison made more profound during the two
years of personal association, there was a note
of sadness in Mr. Curry's voice when he spoke
of his departure. He found consolation though
in the fact that he will visit Orange and "the

wizard" several times each year in accordance
with his usual custom as an Edison jobber.

VICTOR MEETING IN JACKSONVILLE

Dealers in Florida and Neighboring States to

Attend Convention Under Auspices of French
Nestor Co. on October 10 and 11

Jacksonville, Fla., September 7.—A majority of

the Victor dealers in Florida, southern Georgia
and South Carolina are expected to attend a

sales convention to be held in this city on
October 10 and 11, under the auspices of the

French Nestor Co., when business problems in

general will be discussed and new selling plans

analyzed. One of the speakers will be Martin
L. Pierce, of the Hoover Suction Sweeper Co.,

who will explain successful canvassing methods,
and one of the Victor factory officials is also

expected to attend and speak. An elaborate

program is now being prepared by the company.

L. Alfred Eady, Whose House Handles a Sub-
stantial Talking Machine Business in That
Country, Offers Some Interesting Views

A trade visitor of unusual importance dur-

ing the past montli was L. Alfred Eady, manag-
ing director of Louis R. Eady & Son, Ltd.,

Auckland, N. Z., who came to the United States

with Mrs. Eady to attend the International Con-
vention of Rotary Clubs in St. Louis, and then

made an extended visit to England and Ger-
many, stopping off in New York and Chicago,

both going and coming.

Mr. Eady's company is very active in the

talking machine field of New Zealand, han-
dling both "His Master's Voice" and Columbia
lines of machines and records. He stated that

at the present time New Zealand is in a par-

ticularly prosperous condition and is enlarging

its field for dairy products, exporting them to

many parts of the world. He stated that 90

per cent of the country's business is made up
of the handling of agricultural products, for

which good prices were being realized.

Incidentally, it might interest talking machine
dealers in this country who are straddling the

fence on the interest question to learn that in

New Zealand, under what is known as the "hire

purchase" system, interest is charged on all

time sales. The interest is taken on a flat basis.

In other words, if a machine is to be paid for

in twelve months 5 per cent interest is added
to the total price. If it is to be paid for in

twenty-four months 5 per cent per year, or 10

per cent in all, is added to the original cash

price, and the principal and interest divided

into regular monthly payments. This is done
because under the "hire purchase" law interest

does not figure, the customer simply hiring the

instrument month after month until final pay-

ment is completed, when the title changes. If

he defaults on a payment the contract is broken
automatically and the dealer can recover the

instrument without further ado.

Mr. Eady spent some time calling on the va-

rious manufacturers of talking machine prod-

ucts and accessories in New York and then left

for Chicago on his long journey home. He
stated that business methods in New Zealand

were distinctly similar to those followed in the

United States and that they were, in fact, pat-

terned largely after our most successful systems.

E. BLOUT INCORPORATES BUSINESS

Talking Machine and Piano Dealer of New
York Head of New $500,000 Corporation

Emanuel Blout, of 2786 Broadway, New York,

for many years a large wholesaler of Victor

talking machines and records, and who still

continues to handle that line at retail, and in

his stores in this city, in Bayonne, N. J., and in

Poughkeepsie, N. Y., having recently installed

piano departments, incorporated his business

last week with a capital stock of $500,000.

The new company will operate under the

name of E. Blout, the incorporators being

Emanuel Blout, E. Blout and E. R. Rye, Inc.,

with S. M. Kronheimer as legal representative.

Mr. Blout, who was for manj- years located at

the corner of Broadway and 108th street, sold

the property recently, and on the first of the

month held a formal opening of his new store

which is located at 2786 Broadwav.

MILWAUKEE CONCERN CHARTERED

Milwaukee, Wis., September 6.—The North

Avenue Music Shop, of this city, was recentlj'

incorporated under the laws of this State, with
a capital of $25,000. Incorporators are Hugh
Hoeveler, Ralph J. Stauss and A. H. Nemitz.

See second last page for Index of Articles of Interest in this issue of The World
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Delivery Service as a Business Builder
Problem of Speedy, Economical Delivery Service Solved by the

Use of Motorcycle—Increased Business Justifies the Expense

A Western dealer writes in to state that he

contemplates establishing a special delivery

service for records and for musical merchan-

dise with a view to making more rapid deliv-

eries to customers, but has hesitated taking the

final step in the belief that possibly the expense

of the service would outweigh any increase of

business that might be traced thereto.

As a matter of fact there are a number of

talking machine retailers in various sections of

the country who credit no small part of their

business increase to the fact that they put such

a service in operation, gave it full publicity in

their newspaper advertising and circulars and

gave the public the impression that, if they

wanted anything in the record or accessory line,

they could get it quickly from that particular

store.

Better Service Means More Business

It is generally recognized by the average

dealer that in sections where competition is

strong about the only thing he has to offer the

customer that is individual and which cannot be

offered in the same way by a competitor is bet-

ter service. He cannot always do this through

the operation of a wagon delivery, no matter

how earnest the attempt, for the reason that a

truck or wagon must be routed carefully to

cover definite sections and as much ground as

possible during the day if delivery costs are not

to prove prohibitive.

In the routing of the wagons it is sometimes

necessary to hold up special deliveries for sev-

eral hours until there are a sufficient number of

orders from a certain section to warrant a trip.

It is here that the special messenger service

proves of value, whether the messenger travels

by street-car or whether he uses a modern con-

veyance, the motorcycle— preferably one

equipped with a commodious box as a side-car.

Not only is the cost of maintaining a motor-

cycle very small, but it is also calculated in

many cases to save the cost of an extra wagon
or truck for the reason that good-sized ma-
chines, as well as records, accessories and mu-
sical merchandise may be carried about with it

with little difficulty.

Speed Results in Economy
In a number of cases all record deliveries,

with the exception of those made in company
with a machine, are handled by motorcycle and

side-car, for it can get about quicker and can

leave the wagon free to deliver machines only

and deliver more of them within a given time.

The selling argument for the special delivery

is that customers may phone for any desired

records and have them delivered within the city

limits within an hour or so. On the face of it

it looks as though the offer was overliberal and

liable to prove costly, but the fact is that only

about 10 per cent of those who phone are in any

particular hurry for the records and hardly one

in a hundred complains if they are not delivered

within an hour or so. In the case of the other

10 per cent, however, it is quite possible that

sales may be lost through slowness. '

If a youth on a motorcycle were kept waiting

throughout the business day for the purpose of

making special deliveries of records the cost of

such service would be entirely out of propor-

tion to the possible profit, but when the service

is used for practically all record deliveries, as

well as the delivery of small instruments, it can

accomplish as much as the average truck or

wagon in the course of the day and at a tre-

mendous saving in maintenance.

Experience has shown that where the special

service is used for regular delivery the messen-
ger is seldom away from the store for more than

an hour at a time even in large cities and is thus

available for any hurried deliveries that may de-

velop during the day. One dealer solved the

cost problem by using a motorcycle equipment

for errands as well as special deliveries and us-

ing one of the porters to operate the machine.

Efficient Operation Necessary

The question of a special delivery service, as

with any other part of store service, is that of

operating efficiently and at minimum expense.

This can be worked out successfully when the

service is used to its maximum and the mes-

senger kept sufficiently busy to earn his pay.

If the repairman out in his territory needs some

extra parts the special service can bring them

to him. If there are mail orders to be filled the

same service can carry packages to the post

office and leave larger wagons free for haulage

purposes, and at the same time the dealer has

at hand a very strong talking point in making

a plea for business from those who appreciate

prompt service.

There are, of course, some stores whose busi-

ness does not warrant the maintenance of any

permanent system and who find it cheaper to

send an errand boy out with records and to hire

a truck for the delivery of machines, but where

the business warrants the permanent use of even

one wagon which is occasionally taxed to cover

the territory properly, then the special motor-

cycle delivery will not only effect a saving in

money, but help business.

How About RECORD Albums?
Have you prepared for your Fall Business ?

THE TALKINGjMACHINE-S HELPMATE

The demand is. now for NYAGCO QUAL-
ITY ALBUMS. We are in the position to

judge. Our line covers all grades. We
have two factories, in New York and Chi-

cago. Save freight and insure prompt de-

livery by ordering from point nearest to

you.

Ask for our No. 600 Nyacco album, the

highest grade album on the market.

Samples sent on request to responsible

houses.

TO JOBBERS ONLY:—
Write for ssunples of our new de-

livery bags of No. 1 Kraft paper (35

lb.) with strings and buttons at very

attractive prices.

The Best Interchangeable Leaf

Record Album on the Market

Write for display card—mailed

rvithoui cost. It rvill help pou

sell more Nyacco Albums

New York Album & Card Co., Inc.
NEW YORK

23-25 Lispenard St.

Pacific Coast Representative: Munson-Rayner Corporation, 643 South Olive Street, Los Angeles, Calif

CHICAGO

415-417 S. Jefferson St.
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\^ctor supremacy is the
supremacy ofperformance

Victrola IV, $25
Oak

Victrola No. 80

$100
Mahogany or walnut

Mahogany or walnut

The commercial
triumphs of the Victor

naturally follow its musi-

cal superiority. This m-

evitable result is a con-

sideration of vital impor-

tance to every dealer in

Victor products.

Victrola VIII, $50
Oak

Victrola No. 125

$275
Electric, $315

^Mahogany

Victrola No. 400
$250

Electric, $290
Mahogany

Victrola
"'S M.ASTER-S VOICE" REQ. U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Sales Arguments That Win the Customer
Every Dealer From Time to Time Must Cope With the "Difficult"

Patron—Frank H. Williams Cites Methods of Several Retailers

A talking machine dealer in the Middle West
had been spending almost an entire morning
demonstrating various instruments in his store

to a man and a woman, both of middle age,

who were unable to make up their minds to

buy. In fact, as it drew on toward the noon
hour it became evident that the prospects were

going to leave the store without anything defi-

nite having been accomplished at all toward

closing the sale. Upon seeing this intention on

the part of the prospects the dealer determined

to put the sale over if it was the last thing he

ever did. He did some rapid thinking on the

proposition and just as the prospects, after the

usual line of excuses and statements about com-

ing back again, were turning- to leave the store

he said:

"Mr. Jones, you've told me that you are in

the furnace business. You have had a wide

experience in selling and so perhaps you can

help me out. I'm up against a certain difficult

selling proposition and I don't quite know what

to do about it. Will you help me out in it?"

Mr. Jones looked somewhat flattered at this.

"Sure, I'll help you out, if I can," was the

reply.

"Well," sajd the dealer, "the proposition is

this: Two prospects come into the store, show
an interest in all the machines I have for sale

and are very evidently going to buy a machine.

But— I can't sell them! What sort of an argu-

ment can I put up to these prospects to make
the sale? Why is it that I can't put the propo-

sition across? You know, in your own busi-

ness, how important it is to know whether you

are falling down in any particular part of your

business or not. It's equally important to me to

know if I'm falling down in any part of this

business and I sure will appreciate it if you'll

help me out. Why is it I haven't been able

to sell a machine to you and your wife?"

This blunt way of putting the thing was a

facer for Mr. Jones. He looked a trifle sur-

prised and embarrassed at first. Then he smiled.

"Say," he said, "you're all right. You put the

thing up to me in a way I'd never thought of

before. If I was in your place and had spent

as much time as you have in being courteous to

us and then didn't make a sale I'd be mighty
sore."

This led to some further talk about the ques-

tion of clinching sales which eventually put the

sale across for the dealer.

How Sales of Records Were Increased

And there is probably a worth-while sugges-

tion in the experience of another Middle West-
ern dealer who had a customer come in and

spend the greater part of a busy afternoon in

one of the hearing rooms and who then bought
only one $1.25 record. The dealer naturally

cast about in his mind for some way of in-

creasing sales to this customer. It was, really,

a puzzling proposition and, for a moment or

so, the dealer felt that the best thing to do

would probably be to let the customer get away
without trying to sell her any more goods. He
finally hit upon a plan, however.

Accordingly, when putting the customer's one
lone purchase into an envelope the dealer said:

"Mrs. Brown, I notice that all of the records

you have been trying this afternoon have been

classical records and I have been wondering
what you and your children like among the

more popular selections we have on hand. I

know that you have a musical family and that

the members of your family are all splendid

judges of music and so I would much appreci-

ate it if you'd let me pick out some popular

selections to try out at your home to-night and

then tell me to-morrow which of them you like

the best and which your family likes best."

Mrs. Brown agreed to this proposition and
the dealer accordingly gave her a dozen of the

newest and most popular selections handled by

the store. Then the next day he went around

to Mrs. Brown's house and she bought eight of

the records!

In explaining this sale the dealer said:

"When I was figuring out ways and means
of selling more records to Mrs. Brown I hap-

pened to remember that she has three lively

young children who, naturally, would be greatly

interested in dance music. So I thought that if

I could get some popular selections into her

home and get her to try them out on their own
instrument the children would demand their

purchase and the sale would be made. And
that's just exactly what happened. And it is my
opinion that numerous sales of popular selec-

tions could be made by dealers to families

which have concentrated too heavily on clas-

sical selections if the dealer would only recall

which families these are and then get the pop-

ular selections into their hoines."

Sales Arguments That Made a Machine Sale

And here is the way that another dealer put

over a difficult sale:

A rather elderly man and his wife came into

the store to look at talking machines and right

away the dealer saw that the man wanted to

buy a machine, while the wife was hanging

back.

"We're looking around for a wedding present

for our youngest daughter, who is going to get

married soon," the man explained, "and I say

we ought to get her a phonograph, while my
wife's got her mind all set to buy them a wash-

ing machine."

Of course, upon hearing this the dealer real-

ized that he was up against a hard sales propo-

sition and that the person in the case who must
be sold was the wife, as the husband was al-

ready sold on the proposition.

Consequently, as the dealer showed and dem-
onstrated various kinds of machines he was
busily thinking of sales arguments.

"Of course," he said, "you want to give them
something they will appreciate."

"Indeed, we do," said the wife, "and I just

know my daughter will appreciate a washing
machine more than she will a phonograph."

"Perhaps," said the dealer, "but look at it

this way: The washing machine would be used

on only one day of the week or, perhaps, only

one day every other week. The phonograph, on

the other hand, would be used every day and
several times every day and it would help to

make home cheerful every day of the week, it

would help your daughter in getting her friends

to her house and it would help her in feeling

happy all the time. Isn't a gift which will re-

mind your daughter and husband every day of

the week of the givers better than a gift which
is used only once every other week?"
The woman saw the point at once and the re-

sult was that the sale was made by the dealer.

W. T. HADDON ENTERTAINS FRIENDS

Well-known Victor Jobber Keeps Open House
at Summer Home at Island Heights, N. J.

Wm. T. Haddon, of the Ohio Talking Ma-
chine Co., Cincinnati, who maintains a Summer
home at Island Heights, N. J., with a full equip-

ment of motor boats and other seashore acces-

sories, has entertained a number of the mem-
bers of the Victor family during the past month.

The visitors included Mr. and Mrs. L. W. Col-

lings, of Collings & Co., Victor wholesalers, of

Newark, N. J.; Charles K. Bennett, general

manager of the George C. Beckwith Co., Victor

wholesalers, of Minneapolis; Harry Goldsmith,

general manager of the Badger Talking Ma-
chine Co., Milwaukee, and several others.

REMODELED QUARTERS IN MEMPHIS

Memphis, Tenn., September 1.—Witzman

Stuber, Inc., who feature the Brunswick phono-

graphs and records in a big way in this city,

are now settled in their handsome remodeled

quarters at 99 North Second street, where ^
concert hall has been fitted up for recital pur-

poses and a full equipment of booths installed.

The Sonora Appeals to the

Buyer of Quality

The Sonora dealer is right now preparing not only to make the

year 1923 the largest in his history, but also the year 1924

—

indeed, all the years to come.

Because every Sonora he sells adds to-his reputation as a quality

merchant, the complete satisfaction and confidence engendered

by Sonora performance raises his enterprise to the position

held by all merchandisers of quality products.

Greater CUp ^Jjonograpi) Co., 3Jnc.
Exclusive Distributors for Now York, Staten Island

and the Lower Hudson Valley

234 West 39th Street New York
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Victor supremacy is the

supremacy ofperformance

Victrola VI, $35
MalioRanv or oak

Victrola No. 100

$150
Mahogany or walnut

Victrola No. 210

$100
MahoEany or walnut

The universal recogni-

tion of Victor supremacy

makes the Victor the

safest, most reliable and

so most profitable hne for

music dealers to handle.

Victrola IX

$75
Mahogany or oak

Victrola No. Ill

$225
Electric, $265

Mahogany or walnut

Victrola No. 405
$250

Electric, $290
Walnut

Victrola
*H1S MASTERS VOICE" REG U. S. PAT OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Principles of Retail Advertising Success
Some of the Many Angles of Advertising Which Dealers Must Con-
sider in Preparing and Placing Copy Analyzed by W. Braid White

Advertising is called "salesmanship on pa-

per," and, in a large sense, the name is not in-

accurate. In a more restricted and special

sense, however, there is a vast difference be-

tween the sort of salesmanship which works
through the medium of print, illustrations and

paper and that which depends upon the per-

sonal contact of the salesman with his pro-

spective customer. In the talking machine busi-

ness the difference is so complete and the dis-

tinctions so clear that there never need to be

the confusion which constantly exists as to the

functions of the two.

Articles from my pen in The Talking Ma-
chine World have often stressed various sides

or facets of the art of salesmanship, always

from an analytical point of view. The aim has

always been less to give concrete rules than

to stimulate thought; for salesmanship, as Wil-

liam Maxwell has said, is much like acting. All

the lessons in all the dramatic schools in the

world can do no more than instruct the stu-

dent actor or actress what not to do. Only

natural feeling for the art can never teach one,

on the contrary, what positively to do. The
salesman, therefore, in his individual contact

with the prospect, will be able, if he has the

natural flair for his work which marks out the

man destined for success, to treat each prob-

lem as it comes along. The more he has

learned what not to do the more he is likely

to do positively the right thing at the right

time. On the other hand the salesman in print

(the advertising man) cannot make the defi-

nite individual contact. He cannot deal with

the complex personality of each person who is

likely to read his advertising copy. He is,

therefore, driven to base hi^s appeal on the ideas

or beliefs which appeal to the largest number
of people; that is to say, to the largest number
of those who read, or are likely to read, the

media in which the advertising is inserted.

What Is the "Largest Number"?
This elementary truth is, however, likely to

be confounded with the pestiferous notion so

prevalent among certain advertising men that

"the largest number" always means the same
thing, no matter in what medium the advertis-

ing is done. The "largest number theory" does

not mean always the same thing. On the con-

trary, there is a largest number of average

newspaper readers, a largest number of read-

ers of the American magazine type of literature,

a largest number of readers of the Saturday
Evening Post mentality and a largest number of

readers of the Atlantic Monthly and Harpers'

type. Each of these artificial classes corresponds,

moreover, with an actual class of existing tastes

and mentalities; so that if salesmanship in print

is to meet all requirements it must take on divers

shapes and be embodied in as many forms as

may be needed to reach each of the classes

aforesaid.

The Newspaper Argument
Obviously the largest number of those who

read the daily newspaper is only average in

point of education and ability to think, while

at the same time every other class is repre-

sented, so that it is the part of wisdom not to

key newspaper advertising too low. The high-

est type of mentality will respond to reason and
so should be catered to by seriously written

and rational arguments. On the other hand,

the lower mental type, representing the ma-
jority, will respond to prestige and this should

be capitalized to the utmost in all newspaper
advertising.

The only appeal which is sufficiently broad
besides these is the appeal based on price and
terms. Newspaper advertising is advertising

for immediate results, and to this extent must
be based upon arguments which make for im-

mediate action. Prices and terms are, of course,

the most powerful of these.

Nevertheless, even in the most ephemeral
rapid-fire sort of newspaper advertising the

prestige argument should always be made. It

is never safe to leave out any distinctive motto,

name or symbol which has become identified

with the article of sale in the public mind.

That is why the Victor dog is always shown
in every advertisement relating to Victrolas and
records, no matter how small and ephemeral.

Such mottoes as "The Re-creation of Music"

(Edison), "The New Hall of Fame" (Bruns-

wick), "Plays All Records Better" (Cheney) are

not only useful, therefore, but absolutely es-

sential. They help to build up in the minds of

readers of advertising (which means every-

body) mental pictures which make the work of

the human salesman easier. And it is this mak-
ing easier the work of the human salesman

which the salesmanship on paper can best—and,

indeed, can only—accomplish.

Advertising Not Direct Seller

There may be some articles—such as ready-

made foods and other things of the kind—
which can be sold directly by advertising. In

fact there are such articles. Chewing gum is

one of them. But talking machines cannot be

sold in this way and there is no sense in hop-

ing that they can. Advertising can and will

put a prospective customer inside a store door

and can, and will, cause that customer, in some
cases, to ask to see a certain machine; but that

is all. So long as selling has to be done

through retail merchants—in fact, so long as

there is any kind of competition between ma-
chines of anything like similar styles and price

—the ultimate decision will be in the hands of

the salesman, or at least will be between the

salesman and the prospect. It is the mission

of advertising to prepare the way for the sales-

man, and this mission it can most effectively

perform by impressing in the minds of as many
l eaders' as possible the idea of Prestige as in-

delibly associated with the article advertised.

Copy Varies With Medium
Here comes in the question of class of me-

dium. When I spoke above of the theory of

the largest number I also said that there are

classes, and that "largest number" must mean,
for our purpose, the largest number in each

class. This is undoubtedly true, and requires

to be thoroughly grasped and practiced. The
community as a whole is made up of many
types and classes of mentality, varying in natu-

ral gifts, in educational opportunity and in cul-

ture. To each and every one of these, how-
ever, the most powerful argument which can

ever be made is the argument of Prestige, for

it is this argument which, when assimilated and

made its own by the members of each class of

readers, delivers them, as it were bound, into

the hands of the salesman. Prestige, however,
has to be translated into as many tongues as

there are classes in the community, if maximum
results are to be achieved in talking machine or

any other advertising.

It might be said, very roughly, that there are

four classes thus to be dealt with, which, for

purposes of illustration, may be divided as fol-

lows: The Atlantic Monthly class, the New
Republic class, the Saturday Evening Post class

and the daily paper class. These, in rough
classification, may be called the Solid, the Radi-

cal Intellectual, the Main Street and the Mob
classes. Of course, there are divisions even in

the last-named, which in its largest sense means
all of us; at least, all of us some time each day.

Even among daily paper readers there are, of

course, many different strata, and what will

please the reader of the New York Times will

probably not please the reader of the New
York Journal. Generally, however, and with

due regard to the grand division between high

and low in the newspaper class, one may say

that in the four classes of media mentioned
above Prestige may be built up by (1) the ar-

gument of establishment, solidity of position

and social favor, (2) the argument of tone, (3)

the argument of what all the better people in

town are doing and (4) the argument of bar-

gain, price and sensation.

For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

(J

// will push the instruments as I am

personally quite enthusiastic over their merits and am very pleased

with the tone and distinctness of undertones produced by use of the

instrument.
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Here's How!!

PEERLESS ALBUMS SELL RECORDS

Good Foresight!

You do not need a spy-glass to see the

possibilities of the coming season.

Already there is every indication of it

being one of the most active in the

history of the phonograph industry.

The many new models, weekly record
releases and big advertising cam-
paigns—all bound to develop keen
public interest in the products you sell

and assure a lively response to your
door.

PEERLESS—the album—and the ef-

ficient organization behind it is also
adding impetus to the Fall campaign
and is fully prepared to do its share
toward your success this season.

Prepare your stock now—with the
popular, fast-selling Peerless albums
and get the cream of the business at

its very peak.

The retailer with foresight will order
his Peerless albums NOW.

If you are curious to know how
many people in your neighbor-
hood have $10.00 to spend in

your store—try this sales plan:

Place a sign in your window reading

—

PEERLESS DANCE ALBUM
24 Dances in a Book"

$10.00

INQUIRE WITHIN

Take a 10-inch Peerless Album and insert 12

10-inch 75c records and label it, using the

Peerless Classification Label, "Dance"— all

ready for the home record library.

On the authority of one of our Mid-West deal-

ers, "You'd be surprised." It's worth trying.

P. S.—Somebody has a birthday every day in the year

and, after all, $10 isn't so much money nowadays.

PEERLESS PRODUCTS iii©(sxg(D)A[L[Iiy)[M

DeLuxe Record Albums

All Grades of Record Albums

"Big Ten" Albums

Record-Carrying Cases

Interiors for Victrolas

Interiors for Phonographs

Write us for Quotations

Classification Systems for Albums

Record Album Sets for

All Make Machines

Record Stock Envelopes

Record Delivery Bags

Supplement Meiiling Envelopes

Photograph Albums

on Special Grade No. 6 Album
A postal will bring this sign to you

in the next mail—write

PEERLESS ALBUM COMPANY
PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

WALTER S. GRAY CO., San Francisco and Los Angeles.
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I

A VIGOROUS POLICY IN RETAILING NEEDED
j

THE business outlook, as far as any reasonable deduction can

be made, promises well for the Fall and Winter seasons of

activity upon which the trade is now entering. The leading author-

ities are a unit in declaring that with the settlement of the strike in

the anthracite coal regions—one of the most disturbing factors in

curtailing prosperity—we may reasonably expect a considerably

larger voltmie of business for the remaining months of 1923 than

for the same period of 1922.

How much of this business will come to the talking machine

dealer rests largely with himself. The keen competition in the

retail field to-day calls for the utilization of every new idea possible

in interesting the public in the products handled. The dealer who

can get away from the beaten track is the man who is going to

win. The time is past when a man can depend upon the public

coming in voluntarily to buy his goods. The talking machine man
who thinks thus is not in touch with the times. Business can be

had if it is sought—that is, if it is sought intelligently and strenu-

ously. There is still a big, tmexplored field in which to operate.

The public has plenty of money to spend if convincing arguments

are presented whereby it can be demonstrated that a talking ma-

chine and a goodly library of records are essentials.

Judging from the report of the New York Savings Banks

Association there is a veritable reservoir of wealth in this State

alone, a fair portion of which is available to the talking machine

trade. It is noteworthy that the savings deposits in this State

have now passed the three billion mark by a considerable amount.
Even in New York City, where money is spent so lavishly, there

are more than 2,800,000 savings deposits representing the largest

share of the State's savings. In the United States at large savings

deposits amount to practically $17,500,000,000. Bear in mind that

these savings accounts are largely in the names of salary and wage
earners, who after all are the biggest purchasers of musical instru-

ments of the talking machine type. These "Franklinites," or any
other people in the United States for that matter, will not spend
money willingly, but they can be induced, if dealers go after them
intelligently and persistently, to spend a reasonable proportion of

their surplus savings for the tremendous enjoyment which the

talking machine affords in the home.

The prosperity of the talking machine industry rests entirely

in the hands of the dealers, and they can, if they will, make it

more prosperous than it is to-day. In this campaign they will have

the unlimited and enthusiastic support of manufacturers and job-

bers who are always aiding them in a most effective way to ac-

ciuaint the people with the merits of the products which they are

handling. From now until the Spring of 1924 we should witness

in this country the greatest and most successful campaign of retail

selling ever recorded, and we hope that every talking machine

dealer will recognize his importance in achieving this end.

NEW CAMPAIGN TO DEVELOP RECORD SALES

ANNOUNCEMENT of new developments in the marketing of

standard and classical records by prominent artists that have

already been made, and moves that are in the offing, lead to the

belief
^
that the coming months will show a substantial increase in

the demand for records of the better sort—the kind that are cal-

culated to form the l)asis of permanent libraries and keep the talk-

ing machine owner more keenly interested.

The issuance of double-faced records of a high-class order and

the readjustment of list prices give the dealer the necessary stim-

ulus to go after this sort of business with the confidence that he

can capture a very substantial share of it. Certainly a great many
retailers have been inclined to follow the easiest way in handling

record business by catering only to popular demand and it is be-

lieved that even these individuals will see the possibilities of the

reopened channel for record sales. The fact is generally accepted

that popular records seldom sell themselves in a large measure

—

that the current ad\ ertising by the record companies and the popu-

lar character of the records keep them moving without any great

effort on the part of the dealer or his salesmen. In fact, it often

happens that the problem is to get the hits soon enough and in suffi-

cient quantities to meet the ever-present demand.

W'^ith this condition existing, it would seem as though any

business that may be built up with better class records means that

much more profit for the dealer. It may require a little selling

effort, but if the customer will l)uy a few popular numbers volun-

tarily it is worth a little salesmanship to persuade him to take one

or two records of the better class at the same time. With these

new inducements in the record field and with lines of machines

that have been rounded out during the past few months with numer-

ous desirable models there is no reason to believe but that the Fall

and Winter business will be just what the dealer cares to make it.

He has the best opportunity offered in man}' years to capitalize on

the progressive methods of the manufacturers by going after pro-

spective customers more aggressively and consistently and with

more convincing arguments.

The element of competition will, of course, enter as it always

does, but if the selling system is right that fact is not going to keep

even the average dealer from getting his share of business.

I

CAUTION IN EXPANDING IS ADVISABLE

THERE is evident at times a tendency on the part of many
talking machine dealers, whose business has been exclusively

devoted to dealing in talking machines and records, to .stock other

lines of goods in an endeavor to increase the volume of their busi-

ness and consequently their profits. A number of the dealers

who have spread out have done so with distinct success largelv

as a result of confining themselves to a line of goods of musical

character, such as musical merchandise, sheet music, band instru-

ments, and recently radio equipment. If the lines are properly se-

lected and produce a rapid turnover, the move is certain to give

the dealer increased income without making any great inroads into

the capital necessary to the conduct of his principal business.

It happens, however, that some -dealers have seen fit to tie

up money in lines not even indirectly associated with music and the

result has been disastrous in some cases. It is logical to assume

that a talking machine or record buyer is interested in music and

that eventually he or some member of his family may be inclined

to buy a band or orchestra instrument of some sort or, perhaps,

even a piano and will come to the store that he regards as his

music center to make the purchase.

It is not logical for the dealer, however, to expect that regular
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customers will come to a talking machine store for merchandise

that belongs in a hardware, paint or drug store, and the result is

that waiting for transient trade his turnover is slow and the money

he needs for his talking-machine business is found to be tied up in

slow-moving stocks of other goods.

It might be well for dealers with liniitetl capital to look well

before they leap in expanding their business, for the big things to

be considered are first, turnover, and second, the appeal the added

lines are likely to have to those who already patronize the store

regularl}^ When the dealer stocks something that requires a special

sales organization and a special line of customers, then he is enter-

ing a new business rather than expanding an establishment, and

entering a new business under any conditions entails a certain risk.

Perhaps certain dealers may not feel that their talking machine

business is producing all the income they desire and see no imme-

diate way of expanding it to the desired proportions, but it is much

better to go slow in adding other lines foreign to their established

calling than, perhaps, jeopardize their entire business career.

PROBLEMS ASSOCIATED WITH REPLACEMENTS

WITH the introduction of elaborate new models of talking ma-

chines, particularly of the period, console or horizontal types,

there has developed in the trade a substantial replacement business

which has given rise to a number of problems associated with the

handling of instruments taken in trade and which have long been

familiar to other Hues of business, including the piano industry.

In view of the used machines that are piling up in warerooms

and storehouses of some active dealers, there arises the question as

to just how energetically this replacement business should be fol-

lowed or, rather, how it can be handled profitalily rather than as

a result of gathering trade-in stock.

There is without question a logical field for replacements.

The vacationist who has bought a portable or cheap table model

for bungalow use is a logical prospect for the sale of a large

cabinet instrument for his permanent home when the Summer
season is over and to neglect such a prospect is poor business.

Likewise there is the individual who invested in one of the non-

descript "bargains" that were offered so generously a few years

ago and who, becoming dissatisfied with his purchase, is a ripe

prospect for a standard machine of guaranteed quality.

If the average dealer follows up his regular prospects for new

machines energetically and conscientiously and in addition gives

attention to the two profitable fields for replacements mentioned

above, he should, under ordinary conditions, have a distinctly sat-

isfactory volume of business without being forced to take in ex-

change cabinet machines more or less modern in character for the

sake of placing in the home a console model. There should be,

and in a number of cases there is, a distinct line of demarcation

between replacement business that helps the dealer by giving him

a direct profit on the resale as well as opening up a fresh channel

for record sales, and the replacement that calls for a trade-in that,

unless a quick turnover is made, cuts the profit to the quick and

means the piling up of dead new stock.

In accepting trade-ins of any sort the dealer might well fol-

low the methods utilized successfully in other trades and allow

only, as much for the old machine as can be realized when it is

resold, deducting from the allowance, of course, repair and re-

selling costs. It must be remembered that as soon as a new ma-

chine leaves the dealer's store it becomes a used instrument and

suffers an immediate depreciation in value. According to some

automobile men this depreciation amounts to 25 per cent of the

retail price to cover the selling cost and expenses incident thereto.

If the dealer, therefore, first deducts the 20 or 25 per cent sell-

ing cost from the purchase price of the used instrument and then

deducts a proper amount for depreciation, due to age, wear and

tear, he is going to arrive at a valuation that may not always prove

pleasing to the customer, but will at least be fair to himself.

If the average dealer gives proper attention to new prospects

and then, in order, to former purchasers of portable and non-

descript models, and, finally, to owners of upright cabinet models

who can be persuaded to buy consoles, he is not likely to handle

a sufficient amount of the latter class of business to cause him
embarrassment. And it might be said right here that the taking

of a portable model in exchange for one of the cabinet types is

in 99 cases out of 100 the result of bad salesmanship somewhere.

Keep the portable sold for next Summer's vacation.

Watch OurSmoke
When your record order arrives on
time—ahead of time—it's Pearsall, of

course

!

Ask any Pearsall dealer, he'll tell you.

"Desire to serve, plus ability."

10 EAST 39th ST. NEW YORK CITY

SILAS E. PEARSALL. COMPANY

THOMAS F. GREEN, President

J
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Management Reflected in Sales Results
Sales Manager Largely Responsible for Achievements of Salesmen

—Too Much Managing Curtails Initiative and Business Declines

Upon the sales manager of the talking ma-
chine establishment or the proprietor, if he acts

in that capacity, depend the results obtained

from the sales organization. In other words,

getting maximum results as represented by vol-

ume of sales from the selling force is no sine-

cure and keen foresight and knowledge of the

business and the various characteristics of each

member of the staff are necessary. There are

sojne sales managers who have the happy fac-

ulty of keeping their men on their toes all of

the time and who, through scientific handling,

consciously or unconsciously, are able to keep

the enthusiasm of the men for the line and con-

cern they represent to a high pitch. There are

also sales managers who, in the belief that they

are all-wise and infallible, are constantly rub-

bing the "fur" of their men the wrong way.

This constant friction creates a dissatisfaction

and multiplicity of other feelings on the part of

the men, kills the real enthusiasm for the house

and for the merchandise which is most neces-

sary to the maximum sales results and, conse-

quently, sales are nowhere near what they would

be if harmony existed and the best was encour-

aged and brought out in each individual.

Must Consider Individuals

The sales organization consisting of several

or more men should not be looked upon as a

mass, but the sales manager should consider

each man as an individual. The most success-

ful sales managers in the country in all lines of

business realize this fundamental of good man-

agement. They are aware of the fact that, while

one man produces the best results through driv-

ing, another will not respond to this treatment

at all. On the contrary, there is a certain type

of salesman who, if driven, will become nervous,

irritable and dissatisfied, when, if different tac-

tics were used, this type could be made an en-

thusiast and consistent producer. It depends, in

a large measure, on the sales manager.
Too Much Management Harmful

There are many other considerations involved

in the efficient handling of the sales organiza-

tion. Probably one of the greatest faults in

management to-day is too much management. In

short, unintentionally, initiative and independent

thinking, to a large extent, are discouraged and
the result is that many salesmen who could go

out and clean up if they were given wider scope

refrain from doing so. The sales manager of

one of the largest and most successful sales

organizations in the East stated the same facts

in slightly different language to the writer re-

cently. "Those salesmen who are made to real-

ize that they must use their own wits and skill

to deliver the goods will produce the best re-

sults," he declared. "I do not mean that the

house and the sales manager should not do

everything possible to help the men, but what

I do mean is that the average salesman will not

progress as rapidly as he might if his abilities

are not recognized and he is not given a chance

to display them. A long time ago we cor-

rected one of the worst mistakes a house can

make and as a result our sales increased stead-

ily. The situation was. this: We have a large

outside sales organization and these men are

responsible for bringing many people into the

store. Now it was formerly the practice for the

salesman to deliver his sales talk to the cus-

tomer up to a certain point and then turn him
over to one of the floor managers to close the

sale. Now, you know as well as I do that every

salesman should have the ability to close his

own sales, but this had been the method with

this house and it was continued until sales

dropped to such an extent that something had
to be done. As soon as the salesmen were
placed on their own responsibility they went to

work with renewed enthusiasm and confidence

in their ability, which was reflected in an imme-
diate increase in business."

Sales Conferences Helpful

Fortunately this is a very rare condition

in the talking machine business, but it serves

to illustrate how overmanagement can do more
harm than good. To overcome any possibility

of overmanagement, especially where a consid-

erable force is employed, there is nothing quite

so effective as sales conferences where salesmen

and their manager can discuss and suggest

freely and frankly. It must be remembered
that the men on the outside come in contact

with many prospects each week and they have

the opportunity of observing conditions and

problems which are seldom encountered in the

store. Open discussions of those problems in

which all of the men have an opportunity to

voice their opinions often bring about a solu-

tion and, consequently, pave the way to more
sales. It is, indeed, a wise sales manager who
realizes that the men under his direction can

help him to achieve greater results and that,

after all, is what he is or should be most ^con-

cerned in. Indeed, his reputation depends to

a large extent on the performance of his men.

^J)flerchandise = Selling

Advertising — Finance
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QUAKER
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A SIZE FOR EVERY
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A Complete line of Mql^s of
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How Letters Pave Way to More Business
Concrete Examples of the Type of Direct Mail Literature Which

Is Bringing Customers to the Sterling Piano Co., Brooklyn, N. Y.

The importance of a consistent direct-by-mail

drive for business has been stressed many times

in the columns of The World and many talking

machine retailers are finding this a prolific

source of business and live prospects. However,

a large percentage of the members of the trade

are skeptical of the power of such a campaign

and, consequently, this medium for bringing the

sales message of the dealer to his patrons is too

often neglected. Of the live and successful con-

cerns who are realizing excellent results from

direct mail, refuting the contentions of those

who believe these drives represent money
wasted, is the Sterling Piano Corp., 81-87 Court

street, Brooklyn, N. Y., which is constantly ex-

tending its business by this means. This con-

cern, by the way, is one of the most successful

in the entire metropolitan territory, not only

in the merchandising of talking machines and

records, but in the sale of pianos and general

musical instruments as well.

The latest piece of direct mail literature

which is being sent out by E. T. LeTure, the

aggressive manager of the talking machine de-

partment, is an unusually effective folder setting

forth the merits of the Victor and Sonora ma-
chines, which it handles, and an extensive line of

radio merchandise, including the Kennedy In-

termediate receiver and the R. C. A. line of

radio outfits. The side of the folder on which

the address of the prospect appears bears the

legend: "Happiness Right Out of the Air for

You." This curiosity stimulator impels the re-

cipient to open the folder, where the real mes-

sage strikes the eye. On the right-hand margin

of the opened piece of publicity appear repro-

ductions of various models of Victor and Sonora

instruments and on the left-hand margin arc pic

tured several models of the radio receiving units

handled by tlie firm. Below a large heading:

"Phonograph or Radio Offers I'erfect Enjoy-

ment," there are two columns of text, one de-

voted to talking machines and the other to

radio, as follows:

"The Avealth n!" hai)i»inc^s :inil i>lt;i-^iir.tlik- s;iti.si'.-iclinii

that a phonograph brings to your home!

"The golden voice of Caruso, the appealing charm of

John McCormack, the strains of soul-stirring Sousa Marches,

or the scintillating syncopated dance rhythms of Paul

Whiteman's Orchestras.

"All are yours to enjoy, to revel in to your heart's

content.

"We have assembled in our plionograph department a

noteworthy collection of the best instruments.

"Here you may find out by actual test and comparison

the particular instrument best suited to your individual

requirements.

"A moderate initial payment will give you immediate

access to the V/orld's Greatest Music and Musicians. The
balance may be distributed in convenient amounts extend-

ing; over a period of many months."

Kl Si 5* 5¥ $s Js

" 'What's on the air to-night?'

"A complete Broadway Musical Comedy—a celebrated

speaker—an operatic concert—dance music—and a long

list of items of fascinating interest.

"Day and night the air is full of good things for the

Radio owner.

"The Radio is far more than a musical instrument.

"It brings a world of information on timely topics that

are always interesting and instructive.

"The Radio instruments at the Sterling store have been

chosen for their simplicity and all-'round reliability.

".\nd. if you wish, we'll install your Radio for you com-
plete, ready to 'tune in.'

"We should like to demonstrate how easy it is to oper-

ate and derive a maximum amount of pleasure from the

air'."

The opened folder also discloses a self-ad-

dressed post card, the text and form of which,

abbreviated, is reproduced below:

STERLING PIANO CORP.
»l-S7 Court Street

jjrooklyn, N. Y.

Please send lue full information yeiiarding

Talking Machines
Radio

(// yvn have any freference as to make or model
indieate it on the line bcloiu.)

Nmnc •

Street Address

Citv

The .Sterling Piano Corp., in addition to sell-

inu; inan\- talking machines, does a large busi-

ness in pianos and E. L. LeTure, manager, be-

lieving that these satisfied piano customers are

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment

Personal Appearance of

Eight Popular Favorites on
One Big Program

A live attraction for live dealers and jobbers

Bookings now for season 1923 1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager
1674 Broadway New York City

Popular Ensembles including

Campbell & Barr - Sterling Trio - Peerless- Quartet

good talking machine prospects, has reached out

after this business by sending the piano cus-

tomer the following letter on its regular sta-

tionery and signed by the manager of the talk-

ing machine department:
"Some time ago we had the pleasure of selling you a

Piano. The transaction was so satisfactory from our stand-

point, and we hope from yours as well, that we are anxious

to extend these pleasant business relations.

"You have undoubtedly found a great deal of pleasure in

your piano, but even a piano has its limitations.

"Doubtless you have frequently desired vocal, violin or

orchestra music—some form of music which it is not pos-

sible to obtain from your piano. With a Victrola every

musical longing can be satisfied.

"With it you can enjoy such artists as Caruso, Galli-

Curci, McCormack and Melba; and can also have Sousa's

Band, Victor Herbert's Orchestra and other famous musical

organizations. These artists are under exclusive contract

to perform only for the Victor.

"Then there is the little dancing party, in 3'our own
home, with perfect dance records supervised in the making
by such great exponents of modern music as Paul White-

man. These are just a few of the possibilities of the Vic-

trola. Allow us to convince you at our expense of the

pleasure you can obtain from this wonderful musical in-

strument.

"May we have the pleasure of seeing you in our Vic-

trola Department soon? Let us explain to you our easy

method of purchasing a Victrola on the deferred payment
plan. We would like to show you the beautiful instru-

ments that may be had to suit every purpose. Very sin-

cerely."

This tie-up with piano customers has resulted

in the sale of many talking machines, the sales

coming the more easily because these pros-

pects were already satisfied customers of the

house.

Another clever piece of direct-by-mail work,

designed to interest people who are already cus-

tomers as well as those who have never pur-

chased from the Sterling Piano Corp. and which

has been productive of big results, is the fol-

lowing letter:

"Everyone loves Music! That is why we feel that you,

as a valued patron and friend of our store, will be inter-

ested in knowing about our Victrola Department, to which

cordially invite you.

"You will find this Department splendidly eriuipped with

all the latest Victrolas and thousands of Victor Records.

You will also find an intelligent sales force anxious and

willing to assist you in every possible way in selecting the

instrument or records you may desire.

"Won't you come into our Victrola Department the next

time you are in our neighborhood? You will be surprised

at the easy terms of payment we will be happy to make you

nn any instrument you may select.

"If it is riot convenient to come into our store mark on

tlie enclosed post card the outfit you are particularly inter-

ested in. Mail it to us. Full information will be sent you

immediately and without any obligation on your part. Very
sincerely."

"P. S.—If you own a Victrola and are not buying your

records from us, begin now to use our service. Our stock

is complete. Each record we sell you is guaranteed to be

in perfect condition and we will be pleased to open a

charge account for you in purchasing records."

As has been mentioned in the introductory

paragraph the Sterling Piano Corp. is one of the

successful music houses in the metropolitan ter-

ritory, and what is of even greater significance

is the fact that this firm's business is steadily

increasing. Direct-by-mail has played an im-

portant part in the development of this busi-

ness and it is certain that what has been accom-

plished by one live dealer can be duplicated by
others. There are several important factors

which must be considered by the dealer who
contemplates a drive of this character. These

include the type of people to whom the litera-

ture is to be sent and preparation of copy ac-

cordingly, appropriation (if the appropriation is

\cry small do not send out cheap literature in

an effort to reach a great many people. Quality

is necessary even if the mailing must be limited

as a result), follow up of prospects; upon the

l.iltcr depends the ultimate result of the drive.

Ernest J. Lavagnino has purchased the music

store operated in Sonora, Cal., by A. McDowell

under the name of the.' Oakdale Music Co.
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THE KENNEDY MuDEL X

Beautiful hand-rubbed Mahogany
Cabinet with Satin Wood and Ebony
inlay. Extremely simple to operate,
yet maintaining the Kennedy stand-
ard of selectivity. Only two dials
—one for "tuning in," the other to

control sound volume. Two stages
of audio ampliflcation. Built-in loud
speaker. Control panel of highly
polished black Foi"mica. Gold-
plated metal trimmings on front

—

including dials. Responds to all

broadcasting wave-lengths. Price,
complete with three dry-battery
tubes, adapters for any standard
tube, all dry batteries. Kennedy
phones with plug $285.00

All Kennedy Radio Re-
ceiving Sets are jcgenera-
tive—licensed under Arm-
strong U. S. Patent No.
1,11S,149.

New Kennedy Radio Sets
In Beautiful Furniture Models

THIS is the first of the new Kennedy Furniture Model

radio receivers—of particular interest to music dealers.

They mark the perfection of radio sets, for, added to

their appealing exterior beauty—their purity and harmony
of design—are many other characteristics which make them

especially desirable as radio furniture.

Each is a completely self-contained unit, with ample inter-

nal space for all dry batteries. The absence of "extras''

makes stocking, displaying and selling easy.

And, added to the profit and prestige in handling Kennedy

radio sets is the assurance of perfectly satisfied customers.

Par-seeing music houses, recognizing the value to them of

being appointed exclusive dealers for Kennedy sets are

applying for exclusive territories.

// interested in a profitable radio business, whether

or )iot you are in a position to assume exclusive

agency, zvrite for further details of the new sets and

merchandising policy.

THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

KEN N E D Y
Dlw Sloyalty ^o/~Jladio
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enerr Columbia
in a complete line

IN
addition to the consoles, The New Columbia comes in a

wide range of upright styles—each a masterpiece of the

cabinetmaker's art—each with the mechanical refinements

which place The New Columbia in a class by itself.

The motor is new. It runs with the precision and accuracy

of a fine watch. An ingenious system of oil tubes lubricates all

the important bearings. Highly tempered steel springs deliver

an even flow of power, which gives the motor an unvarying rate

of speed.

The new non-set automatic stop is sure in its action. The
automatic tone-arm start is another brand new Columbia fea-

ture. The motor starts as soon as the tone-arm is moved over

to place the needle on the record.

The new reproducer, with its patented cushion springs, elimi-

nates the blast and blurred tones from the reproduction, even on

the highest soprano notes and on the heavy instrumental bass.

The tone leaves, an exclusive Columbia feature, scientifically

control the volume of the music without losing the value of the

different tones.

The New Columbia, both in console and upright models, is an

instrument which you can enthusiastically present to your

customers.

New Columbia
MODEL 240—$75

New two-spring motor.
New Reproducer. Finished
in Red Mahogany, with all

exposed metal parts in

nickel. Exclusive tone-
control leaves.

New Columbia
MODEL 441—$165
New three-spring mo-

tor, New Non-Set Au-
tomatic Stop and new
Reproducer. Push but-

ton ejector for records.

Finished in Red Mahog-
any or Brown Mahog-
any, with all exposed
metal parts in nickel.

Exclusive tone-control

leaves.

New Columbia
MODEL 421—$115
New three-spring mo-

tor. New Reproducer.
Record compartments
with push button ejec-

tors. All exposed metal
parts nickeled. Finished
in Red Mahogany or
Brown Mahogany. Exclu-
sive tone-control leaves.

New Columbia
MODEL 340—$120

New three-spring motor with
new Reproducer. Shelves for

records. All exposed metal
parts nickeled. Finished in Red
Mahogany, Brown Mahogany
and Golden Oak. Exclusive
tone-control leaves.

New Columbia
MODEL 420—$100

New three-spring motor with the
new Reproducer. Shelves for rec-

ords. Finished in Red Mahogany,
Brown Mahogany, Golden Oak and
Walnut. All exposed metal parts in

nickel. Exclusive tone-control
leaves.

COLUMBIA GRAPHOPHONE
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of upright models
New Columbia
MODEL 450—$175

New four -spring motor
with New Non-Set Auto-
matic Stop and new Repro-
ducer. Shelves with com-
plete set of albums for
records and an extra record
capacity in the back of the

cabinet. Finished in Red
Mahogany, Brown Mahog-
any and Walnut with all ex-

posed metal parts in nickel.

Exclusive tone-control
leaves.

New Columbia
MODEL 430—$125

New three-spring motor
with New Non-Set Auto-
matic Stop and new Repro-
ducer. Shelves for records.

All exposed metal parts
nickeled. Finished in Red
Mahogany, Brown Mahog-
any, Golden Oak and Wal-
nut. Exclusive tone-control

leaves.

New Columbia
MODEL 440—$150
New Reproducer.

The new three-spring

motor, with New Non-
Set Automatic Stop.

Shelves for record
storage. All exposed
metal parts nickeled.

Finished in Red Ma-
hogany, Brown Ma-
hogany, Golden Oak
and Walnut. Exclu-
sive tone-control
leaves.

New Columbia
MODEL 460—$225

New four-spring motor with
New Non-Set Automatic Stop
and new Reproducer. Rec-
ords are stored in novel filing

device, with an e.xtra record
capacity in the back of the
cabinet. Finished in Brown

Mahogany or Walnut,
with all exposed metal
parts in gold finish.

Exclusive tone-control
leaves.

Novel filing device in

front, and extra record

space in back of
cabinet—$225 Model.

New Columbia
MODEL 140—$50

New one-spring motor. New Re-
producer. Finished in black fabri-

koid with nickel trimmings. Record
drawer with a capacity for eight

records. Exclusive tone-control
leaves.

COMPANY NEW YORK
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

SELECTING THEIR FAVORITES

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprint (firm name or trade mark) stamped on

covers if desired when orders are sufficiently large

to justify it.

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

ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
New York Office, 54 Franklin Street, Telephone, Franklin 1227, James £. Maguire, RepreientatiTc THE PERFECT PLAN

C. C. ALEXANDER WITH J. K. POLK NEW EDISON FRANCHISES GRANTED

Becomes Member of Sales Staff of Wholesale Phonograph Corp. of Manhattan. Edison Job-

Phonograph Division of Atlanta Distributor ber. Predicts Busy Fall Season

Atlant.'\, Ga., September 5.—P. C Brockman,

sales manager of the wholesale phonograph di-

vision of James K.

Polk, Inc., Southeast-

ern distributor of

Okeh records. Honest

Quaker main springs

and repair parts, and

other talking machine
accessories, announces

the recent appointment

of C. C. Alexander as a

member of the com-

pany's sales staff.

Mr. Alexander, who
C. C. Alexander has been connected

with the Polk organization for the past year, is

thoroughly familiar with the many lines dis-

tributed in the Southeast by this company, and

it is expected that he will make many friends

among the talking machine trade within a short

time. He is now on an extended trip in Ala-

bama and Florida and reports business as being

good in this territory, stating that prospects

are very bright for the big Fall and Winter

season, for which the trade in this territory is

making preparations.

.\mong the new Edison accounts established

by the Phonograph Corp. of Manhattan, Edison

jobber in the metropolitan district, are Roseville

Alusic House, Newark, N. J.; George Brooks

& Co., Sommerville, N. J., and Graham I^Iusic

Shoppe, Jersey City, N. J. This companj- re-

ports a good business among its dealers for

the month of August and an excellent outlook

for the Fall. In the mining districts of eastern

Pennsylvania the dealers are exceedingly well

pleased over the settlement of the coal strike

and, as a consequence, wholesale orders are

coming in far in excess of those placed a j'ear

ago at the same time.

KOCHANSKI TO TOUR COUNTRY

Popular Polish Violinist and Vocalion Record
Artist to Make Recital Tour

Paul Kochanski, popular Polish violinist,

whose first Vocalion record was released re-

cently and who is to record for this compan\
exclusivel3' in the future, has completed plans

for a transcontinental recital tour, upon which

he will start early in October. An interesting

feature of tiie tour will be the use bv Mr. Ko-

NEW^IiiiSON
iRISON 'wilfH iTHE^UVING ARTIST

REVEALS-NO DIFFERENCE

FOR THE FIRST TIME,
since last September, we are in a position to establish a few more
Edison Dealers in the Metropolitan District.

OUR POLICY,
during a shortage, is to give all goods possible to the merchants
who have been Edison Dealers and who have previously spent

their time and money in M'orking up sales and prospects.

CONSEQUENTLY,
and because we are now making up our Fall and Winter require-

ments, we invite inquiry from merchants who are located at good
trading points, who believe in fair profits and who consider quality

necessary to success.

The Phonograph Corporation of Manhattan

Orange
Metropolitan Distributors

New Jersey

chanski of an inlaid Stradivarius violin declared

to be one of three made by the great master

for the Court of Aladrid, and which was used

at one time, it is said, by the famous Ole Bull.

Kochanski's full itinerary will be announced

shortly and dealers in Vocalion records will

have an e.xcellent opportunity for tying up di-

rectly with his appearances in the various cities.

I. RIESENBURGER RETIRES AS DEALER

Popular Victor Merchant Sells Business to Jack

and William Abrams—Store Redecorated

Irving Riesenburger, furniture dealer in Flush-

ing, L. I., for about twentj-five years and ex-

clusive Victor retailer, has decided to retire

J. J. Davin, J. J. Abrams and I. Riesenburger

from active business and enjoy life. In pur-

suance of this idea he has sold out his entire

business at 27 !Main street to Jack J. and Wil-

liam Abrams, brothers, who conduct eighteen

furniture stores in New York City and nearby

towns. They have been in business for the

past twenty j-ears, and are well known in retail

circles.

A new double-deck front is being added to

the store occupied by Mr. Riesenburger, which

will add materially to the window capacity.

The new owners plan to institute an aggressive

campaign, featuring the Victor line, and their

long experience in the retail field will undoubt-

edly enable them to attain pleasing success in

their new proposition.

Air. Riesenburger is retiring with the good
wishes of a host of friends. He was recently

elected a director of the Queensboro National

Bank of Corona, and he is also a director of the

Business Men's Division of the Flushing United

Association. According to his present plans

Mr. Riesenburger will visit California this Win-
ter, accompanied by his wife and son.

A new talking machine store was recently

opened in Broughton, Pa., by Harry Goldman.
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period pkonograpli5, wkicL. 5et a standard
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AeoLlan- Vocation, in a cabinet of tl?e Queen Anne Period^

watnut, enricl?ed will? coniino wood burr. DeAgned and
executed by TV. eJ J. Stoane, New York

Aeolian- Vocation (early Georgian Period). Tl?e cabinet ia

decorated with /iti'er leaf, lacquered, the ba,)e ij hand-

car^'ed and finished in English /iber gill, glazed.

By JVin. Baumgarten eJ Co., Inc., New York
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you will realize tkat

Aeolian Company kas again

pioneered m creating a new
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placing tke Aeolian-^
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most musical and tke most

keautiful of pkonograpks.

During 1923 still anotker

stride kas keen taken, and to

fill tke demand for a musical

instrument wkick woidd

grace tke most magnificent

kome, Tke Aeolian Com-
pany ordered designs from

e a d 1 n
Interior corators and

Designers.

Tke resuIts are an artistic

triumpk and include models

conceived ky

Tke Tiffany Studios,

Ckarles of London, D. H.
Hess & Co., \V^m. Pierre

Stymus, Jr., Inc., W^. &
J. SIoane, Wm. Baum-
garten & Co., Inc., H. F.

Huker & Co.

Aeolian- T\icalton (Florentine). The e.XLfulAle tech-

nique of the Italian nuuter craftoinen well exeinpllfied.

In walnut, with polychrome hand decoralloii



TL AEOLIAN-VOCALIGN
TJie pJionograpk wJiick ojfers the dealer the advantage of

exclusive distnhution in eacJi city

Tlie only plionograpL wkicli \ia.s tke 5ale5 advan--

tage of Lemg manufactiired ty tke world s leading

mvi5ical instrument manufacturer.

Tke increase emand for Aeolian -A^ocalion

Plionograpks olTers several opportunities for represen-

tatives m newly opened territory.

Write for Our 1925-24 Proposition

^leoliaii-T'ocaUoii (Italian Period)

A graceful and well constructed cabinet iyplfying

the aujtere charm of the period. In shaded walnut

THE AEOLIAN COMPANY
AEOLIAN HALL - NEW YORK

LONDON PARIS MADRID SYDNEY MELBOURNE
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Undeveloped Fields in "Talker" Selling
New Opportunities for Making Sales Await Alert Retailers

—

Possibilities in Group Sales of Instruments—Men as Prospects

One of the most vital considerations in the

talking machine retail business is the securing

of new live prospects. Every member of the

trade must be on the alert for new avenues
of sales and a never-ending campaign is neces-

sary to make the prospect list worth while. It

is astonishing how few merchants really make
any serious effort to secure new potential cus-

tomers. In a canvass made by the writer

covering about a dozen dealers only one made
any effort to get prospects and three utilized

the services of skilled outside salesmen to make
the personal contact which so often leads to

sales. Another significant factor was the asser-

tion by these three dealers that they only oc-

casionally made personal outside calls or had
their salesmen do so; nor did any of them
utilize direct-by-mail to come in contact with
their prospects. According to their own state-

ments they made no effort to secure new pros-

pects, but depended chiefly upon the recom-
mendations of former purchasers and their ad-

vertising for nev.' business. It is significant that

all of these dealers with the exception of the

one who made an effort to dig up new prospects

and then followed the matter up in an aggres-

sive manner were more or less affected by the

Summer slump.

Time and time again The World has pub-

lished articles showing how live dealers have

achieved success and done a large business

through some systematic method of adding

new names to the prospect list and then going

after this potential business through direct con-

tact, direct-by-mail, etc., etc. There are any
number of ways in which the dealer can keep

his list up-to-the-minute with comparatively

little trouble. Of course the real stunt is making
the sale and here the dealer must use his own
initiative.

Making Group Sales of Machines
There is nothing new in the group sales plan

in other lines of business and it has been tried

in the record end of the talking machine busi-

ness with considerable success. In fact, the

so-called "group" sales plan is receiving more
and more attention from the most successful

members of the trade. This applies to records

only, however. As far as machines are con-

cerned, little or no effort has been made to

make group sales. Yet, there exists an un-

paralleled opportunity for this type of sales pro-

motion work. Take, for example, fire houses:

Much of the time of the firemen is spent in

lolling around the headquarters with compara-
tively little to do between alarms. Here is

the best kind of a prospect. A live salesman

should have very little trouble in selling ma-
chines to every fire station in his community
and those in surrounding towns and villages.

If he takes a good machine with him, sets it

up in the fire house, makes a thorough demon-
stration and explains a plan to the firemen

whereby they can all contribute a small sum
to pay cash or purchase on the instalment plan,

he is pretty certain of making sales. Moreover,

he makes a contact with the firemen which,

with tactful questioning, enables him to deter-

mine which members of the organization do
not possess instruments in their homes and while

the men are all together he may be able to

close two or three additional sales of machines
for delivery in homes. School teachers offer an-

other similar opportunity and this also goes

for the police department and other city de-

partments where there are groups of men.
Men as Prospects

In the past talking machine dealers have con-

centrated largely on women as prospects on
the theory that the woman of the house is the

deciding factor in such matters. In a surpris-

ingly large number of instances such is not

the case. The breadwinner of the household

often offers the best opportunity of making-

sales, and, therefore, he should not be left out

of the scheme of things. A man will often

buy a machine on the strength of the argument
of the salesman that he owes it to his wife and
children to increase their enjoyment of life by

providing them with music, etc. Then, again,

m_any factories and business houses these days

provide rest rooms for their women employes

and in a large number of business organizations

there are recreation rooms. A canvass of the

larger factories and business houses in the com-
munity where the dealer has his establishment

and adjacent territory will add many fine pros-

pects to his list. The head of a business to-day

realizes that happy employes are the best pro-

ducers and the business man has intelligence

enough to see the point when the salesman for

a talking machine house points out that music
is one of the best means for insuring happi-

ness and contentment on the part of employes.

In addition, through the sale of an instrument

to a business house, the fact that employes see

and play the instrument constantly impresses

on their minds whether the instrument is good,

bad or indifferent. If the dealer handles a

standard line of goods there is no reason why
other sales should not be made to employes,

the instruments to be used in their homes, of

course.

Only a Few of Many Opportunities

These are only a few of the many opportuni-

ties which await the live dealer and, moreover,

these fields have been largely neglected. There
are many other methods of securing new busi-

ness which the dealer will unearth if he sets his

mind to it. Thought translated into action is

the thing. With the keen competition existing

in the talking machine business to-day the

dealer, if he desires to grow, must not let any

opportunities slide for securing new prospects

and then following up energetically until the

sale is made or lost. Remember, every sale of

a machine means just so much gain in record

and accessories, business. Before this can be

realized, however, the machines themselves

must be sold and it is absolutely certain that the

dealer who does not have energy enough to go
after business will not expand to any great

extent, considering present competition.

JOINS OKLAHOMA T. M. CO.

R. A. Hickerson Elected Secretary and Treas-

urer of Victor Wholesale House

Oklahoma City, Okla., September 1.—R. A.

Hickerson, who has had long experience in the

retail field and in the promotion of sales gen-

erally, has joined the executive staff of the

Oklahoma Talking Machine Co., Victor whole-

salers, with headquarters in this city, in the

capacity of secretary and treasurer. Mr. Hick-

erson will devote his efforts especially to co-

operating with Victor dealers in this territory

in the arrangement of their stores and in their

selling campaigns.

THE SUPREME TONE AMPLIFIER
Adaptable to all ma-
chines. Incompara-

ble for dancing.
Doubles the volume,

yet improves the qual-

ity and detail. Invites

comparison with any

sound box on the market.

If you haven't heard the

You haven't heard your machine'

Mr. Herman Segal,

Unique Reproduction Co.,

New York City, N. Y.

Dear Mr; Segal:

Thanks very much for your promptness in

sending to us the 50 Add-A-Tones ordered. We
understood, of course, that you were closed Satur*
day and were very pleased to receive the mer-
chandise Tuesday, enabling us to fill some special

rush orders.

While business is extremely slow in Philadelphia,
due to the extreme heat, the Add-A-Tone is still

Koing strong. It seems to be a year-round seller

and independent of summer and slow seasons.

Your-s very truly,

FOX PHILADELPHIA COMPANY.

L. R. Fox.

UNIQUE REPRODUCTION CO., Inc.

Cable Address, "Addatone" N. Y. 32 Union Square, New York
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Making Every Employe a Prospect-Getter
How Lyon & Healy, Inc., Enlisted Every Employe As a Prospect-

Hunter, Realizing. 6,000 New Names and $450,000 in Business

In every retail music house there is a latent

selling force which -too often the head of the

concern fails to encourage, to the detriment of

his sales volume. That force is the personal

contacts of all employes on the payroll.

Whether it be the office boy or the store porter,

the head of a department or some other equally

important executive, each one of them has a

large number of personal contacts which, if

properly utilized, can be made to create sales.

A store having any number of employes can

thus reach a considerably large number of peo-

ple who in many cases are not touched by the

regular sales force and a considerable number
of sales can be made that otherwise would go to

competitors, or not be developed at all.

But this latent sales force does not spring into

activity of its own volition. It must be brought

into existence, that is, active experience, through

the action of the house itself. Many of the

the percentage of those who are sold is high, as

any music man can see. C. H. Anderson, secre-

tary of the company, recently described this

system in the Retail Ledger as follows:

"It never seemed good business to ignore the

fact that our 1,000 employes must continually

come in contact with relatives and friends who
need pianos and other musical goods, or hear

of strangers who might be interested.

"This, idea, growing all the time, caused the

president, Marquette A. Healy, to inaugurate a

plan in the early part of 1921 which would offer

an incentive to employes of the non-selling divi-

sions to use their eyes and ears for the benefit of

the sales staff. Mr. Healy gave the crude idea

to a member of the sales staff and myself to

develop.

"At the start there were arranged thirty teams

of eight employes each, including a captain for

each team, the team captain selecting his own

figures mentioned at the start of this article.

This is due partly to the fact that the team cap-

tains are in position to keep the interest alive,

the captains being chosen because of their in-

terest in the plan, their ability and the attitude

of the employes toward them.

"Team captains make it a point from time to

time to ask their team-mates about prospect

cards and in this way the stream of cards is

never allowed to slacken. When sales show the

need for a stimulant they can be helped by using

effort along this line.

" 'How about filling out a card for us to-day?'

a team captain asked a young woman in a de-

partment on his floor a few months ago when
the prospects were not coming in as they should.

This young woman did not like to fill out a

card. She took one to hold until she could

think of a name. Later she recalled that a few

days previously she heard a woman mention the

fact that a relative of the woman would have

purchased a second-hand piano of a neighbor

had she known of the instrument being for sale.

1 he joung woman lost no time in getting the

required information over the telephone from

her friend. She filled out and filed a card and

the salesman did the rest. This opportunity

might have been overlooked.

Commissions Paid Cheerfully

"This organized effort to solicit prospect

names from employes was not used much prior

to August, 1921. As a matter of fact, very little

encouragement was given the employes to seek

business on their own time.

"We found it to be of sufficient interest to

employes for them to know that they would

receive their commission without any difficulty

and that they would not have to resort to argu-

ment to prove that they were entitled to the

commission. Lyon & Healy let them see that

the store was glad to pay the commission. Em-
ployes were assured that every effort would be

made to close the sale for them.

"One of the strongest factors in retaining the

support and interest of the employes is that the

department is directly controlled from the

executive office. It assures the employes a fair

deal and, from the other angle, serves as a lever

on our sales departments to give the proper

attention to prospects filed.

"A glance at the prospect card shows it to

be self-explanatory. As soon as an employe

hears of a prospect for any of the merchandise

that we sell he secures a card from his team

captain or sub-captain and fills it out in dupli-

cate. When he receives this pair of cards the

captain makes out one for his own file, sending

the first two to the executive office, which is the

headquarters for the Inner Sales Division.

" 'John Johnson' filed the specimen card re-

Ijroduced on May 15, showing that 'John Smith'

is a prospect for a piano. On the reverse side

of this card appear notations sliowing the prog-

ress of the follow-up and the results of the case.

The promptness and thoroughness with which

prospects thus secured are handled impresses

the employes with the fact that it is an impor-

tant part of the business.

"These notations, typical of many actual cases,

show that on May 16 and 17 our sales depart-

inent called on this prospect. On May 25 we
had not received a further report on this pros-

pect, so a tracer from the office was sent. The
final form shows the result of the tracer—on

May 27 a piano was sold for $1,425, less the.

credit from an old piano accepted in trade for

$125, leaving the net sale $1,300. The commis--

sion of 5 per cent would amount to $65, which

would be due on or before June 15, as this was

a cash sale.

{Coiilinucd on page 22)

Lyon & Healy, Inc., Employes' Prospect Cards

leading music retail houses of the trade have

studied this question carefully and have devel-

oped plans whereby this auxiliary selling force

has been a consistent factor in creating volume.

Such houses as Sherman, Clay & Co., the Pa-

cific Coast chain, the Knight-Campbell Music

Co., of Denver, Col., have worked out and have

in operation plans which make practically every

employe on the payroll a constant source of

prospects, through offering commissions and

other remuneration to employes who turn in

prospects that are ultimately sold. In every

case this system has proved profitable, not only

in direct results, but in creating a better spirit

among the employes, in linking them more
closely with the house and developing that feel-

ing of solidarity which is one of the most valu-

able factors in any organization.

The Lyon & Healy System

Lyon & Healy, Inc., of Chicago, is one of

those houses which have carried this system to

its greatest development and which have thus

received the greatest results from it. It is stated

that the "Inner Sales Division," as it is termed,

has received $25,000 in commissions since Au-
gust, 1921, which represents a great total of

sales directly traceable to that work. During
that time the names of 6,000 prospective cus-

tomers were turned in, of which 20 per cent

were sold $450,000 worth' of merchandise.

Names, it is stated, come in from this division

at the rate of from 200 to 400 per month, and

members. Individual meetings were held each

day until all had been instructed as to how to

obtain prospect names and the amount of the

commission.

"Captains" on Each Floor

"Since then a more practical and more suc-

cessful arrangement has been made. Now the

Inner Sales Division is divided into floors, one

team to a floor, because of the fact that each

floor is devoted to one line of goods or closely

related lines in one group. One employe on

each floor is responsible for instructing new
people as to the system and the general history

of the division. He also accepts prospect cards.

If the floor carries a large number of employes
the captain will have a sub-captain to assist him.

In addition to this instruction, the personnel de-

partment assembles employes who have joined

our organization during the last few months,

and I give them a short talk on the history of

the Inner Sales Division and the benefits they

may derive.

"We allow a captain a commission of one-half

of 1 per cent on all sales secured from pros-

pect cards turned in by employes on his floor

and the commission to the employe who turns

in the card amounts to 5 per cent of the net

amount of the sale.

"This plan has proved to be most satisfactory

to both employes and the store. Where we had
only forty-six prospect cards in three months
in the first tryout, they jumped to the higher
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Read What This Progressive and Highly Successful Merchant,

Operating Several Stores, Has to Say About

REDUCING COST
of Selling Records

—HE KNOWS
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AUDAK IS Recognized as the greatest modern step forward toward the reduction of
the cost of selling records and bringing the increased profit to the Dealer,
which, today, he must have.

Write for Details of This Modern System for Selling Records Without the Use of Booths

AUDAK CO., 565 Fifth Ave., New York
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NEEDLES

The
Counter
Display

Stand

Gilt Edge Dealers Can
Rtadily Double, Even

Triple, Last Year's
Business

Our sales in the past six months
liave quadrupled last year's entire

total. What other item can boast

of such success? It proves con-

clusively that wherever intro-

duced the public wants

GILT EDGE
The Needle That Plays

10 Records

The Counter Display Stand is the

salesman that does all

the talking. It will
stand out above any other dis-

play. With it comes an assort-

ment of (40 Loud, 20 Extra
Loud, 20 Medium, 20 Dance
tone) 100 packages of 10c

sellers, total $10. The entire

outfit costs vou $5.00, a profit

of 100%.

Reflexo Blue Steel Needles
Are an Innovation for

Music Lovers

Plays any tone (soft, loud or

medium) with a little twist of

the needle. Order a sample
Displav Stand of 100 packages.
Sells for 15c—total $15.00.

Cost $7.50. Test it.

W lite for Samples

Order from Your Jobber

The
Counter
Display

Stand

Reflexo Products Co., Inc.
Selling Agents for

W. H. BAGSHAW COMPANY
347 Fifth Avenue,

New York

EMPLOYES AS PROSPECT =GETTERS
(Continued from page 20)

"On term sales, as soon as 25 per cent of the

net sale has been paid the commission of 5

per cent is paid to the employe turning in the

prospect card that led to the sale.

No Duplication of Prospects

"Before a card is turned over to the sales de-

partment—such as pianos, phonographs and so

on—a search is made to learn whether or not a

prospect card has been turned in previously

covering the same prospect by another salesman

or non-selling employe. If the prospect has

already been handed in the card is returned to

the Inner Sales Division and the employe who
turned it in is told immediately that the name
is already on file. This forestalls any feeling

of unfairness and gives early opportunity for

any adjustment of the matter.

"If no record is found of the name as a pros-

pect it is given to the sales department inter-

ested and followed up as closely as the example

mentioned previously.

Aid in Closing

"Sometimes the salesman following the case

suggests that the employe turning in the name
can be of help in closing the sale, and in such a

case the employe is so advised and his or her

aid solicited. The salesman may report that the

prospect is not interested and advise that the

card be put in the 'dead' file. In that case

the employe turning in the card is so notified

and asked to co-operate with the sales depart-

ment, a plan that has resulted in many 'dead'

prospects being revived by employes.

"Each day there comes to the Inner Sales

Division a list of the sales made in each depart-

ment and a young man in this office compares

the names on these lists with the prospect card

file, in Older to pick out the sales that are the

result of these Inner Sales Division prospect

cards. In each case thus found the young man
makes a notation on the reverse side of the

prospect card and places it in the sales file.

The floor captain is then notified that a sale has

been made for one of his members.
"At the end of the month the young man de-

livers the cards to the accounting department

where the number of payments made on each

account during that month are listed. Thus this

office learns when 25 per cent of the net sales

amount is reached. We do not ask the em-

ploye to call at the cashier's desk to ask for

his commission, nor is he compelled to put up

any argument with us as to what is due him.

As soon as the required 25 per cent is reached

we bring the money to him. This practice has

earned for us a great amount of good will

among the employes.

Helps in Selling Employes
"Running back to the early part of 1921 many

firms doubtless will recall that when salaries

were necessarily reduced it became difficult to

retain the loyalty of employes. It was then

that the first of our Inner Sales Division plans

was launched. Now our employes are very

much interested in this work. Owing to the

fact that they are removed from selling activi-

ties we had some difficulty in selling the plan

to our factory emploj'es, but by holding monthly

meetings to show them that the house is willing

to pay them commissions for simply handing in

the names of friends interested in our goods we
have enlisted their co-operation.

"To keep the interest at a high point we hold

floor meetings about twice a year. These meet-

ings are addressed by Mr. Healy and by em-
ployes whose success in securing prospects'

names has been very marked. Recitals of these

employes as to how they handle the work stimu-

lates others who might drift into.indifference.

"One of the duties of the floor captains is to

question the employe filling out the card with

the idea of ascertaining whether or not it is

worth sending a salesman to call or is just a

name. This helps us to keep the percentage of

live prospects to a high mark. As I have men-
tioned before, we sell about 20 per cent of the

prospects received in this way.

Our AAA Quality

India Ruby Mica
DIAPHRAGMS

Are, without doubt, the finestDiaphragms
manufactured.

Samples and Prices on Request

WILLIAM BRAND & CO.
27 East 22nd Street New York City

Telephone, Ashland 7868

"Sometimes prospects come far in advance of

the date the emploj-e gives as the probable buy-

ing date, such as a birthday, a wedding, or grad-

uation date. We set them in the files to come
to attention about a w^eek ahead of the date the

employe sets.

"Employes are invited to call at the Inner

Sales Division at any time to investigate the

situation in regard to any cases they are inter-

ested in, and this scanning of reports sometimes

helps them to help the salesmen on the job.

Sometimes the employes themselves, on their

own time, follow up the prospects. Sometimes
they influence the prospects to come to the

store. Probably one-third of the prospects who
come to us in this way ask to see the parties

who gave us their names. That fact indicates

that the employes have been doing some talking

for the store.

"Experience Meetings"

"When the 'experience meetings' of the em-

ployes begin to bring out the methods that have

produced commissions for the successful, all of

the employes can see that they come in con-

tact with live prospects almost daily.

"For instance, a friend with an old piano that

has outlived its usefulness can get a credit for it

to apply on the purchase of a new one. But

until the idea is suggested the friend of the em-

ploye interested never gives the matter serious

thought.
" 'We've got a fine piano,' a matron told one of

our women employes, 'but we seldom play it.'

" 'Why do you not secure a player-piano?' our

employe suggested. 'You can secure credit tor

your piano—then you can have a piano that any

of you can play, and pay for it on easy terms.'

"That started another prospect card that gave

the outside salesman a chance to finish a sale.

"A boy in the community may be asking so

strongly for a saxophone that his father is

thinking of buying one for him—and if one of

the Lyon & Healy employes happens to hear of

it that means another prospect. A piano sales-

man may learn that there is no phonograph in

the home where he has just sold a piano. Many
times a sheet m.usic salesman or a salesman in

our small goods department will learn of a home
that lacks a piano through the counter conversa-

tion with a stranger. An employe may put on a

card the name of some friend or acquaintance's

friend who is about to be married, to graduate

or to celebrate a birthday. Perhaps some fam-

ily known to an employe is about to move into

an apartment or flat where the upright piano of

the old type will be too large. In clubs, lodges,

church circles and other circles our employes

have always been hearing of prospects—our

Inner Sales Division is encouraging them to

make profitable use of their 'tips.'

Prizes Stimulate Effort

"Last year, during the month of May, as a

special inducement to the employes we oflfered

three prizes that stimulated prospect-getting!

As the first prize a two weeks' vacation on full

pay was awarded to the employe having the

highest amount of sales; as the second, one

week's vacation, and the third, four days' vaca-

tion. In order to participate an employe had

to file at least five bona fide prospect cards.

The members of our tuning department had to

sell twice as much as an employe of any other

department. Our sales chart for that May
showed a substantial increase in sales and the

effort and prizes were justified."
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The

CAnP=FONE
at $25

00

Provides the retailer with a qual-

ity portable at a popular price.

Three new factories were re-

cently added to take care of the

exceptional demand for the

Camp-Fone.

The portable has proved an all

year 'round seller and an excel-

lent holiday number. The Camp-

Fone provides a particularly at-

tractive number for the Fall and

Holiday seasons.

Our increased facilities enable us

to sell more dealers. Write to

us today for full details.

Camp-Fone weighs only 15 pounds. Measures 14 x

11% X 6, closed. Retails at $25. Quick sales and

liberal profits for live dealers.

The Camp-Fone is a quick easy sale at $25 because it looks like a lot more money.

Handsome mahogany finish, hardwood case, trimmed in silver nickel, comfortable leather

handle, 10 inch turn table, heavy-duty noiseless motor, triple weight governor, speed ad-

juster, needle cup with safety cover, sturdy 1 0 inch piano hinge with strong top holder catch.

Equipped with album holding 6 records. The first high-class small portable ever produced.

HEALTH BUILDERS, Inc.
DEPARTMENT W 9

334 FIFTH AVENUE NEW YORK, N. Y
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TO FEATURE RED SEAL RECORD LIST IN FALL CAMPAIGN
Victor Co. Announces List of 140 Red Seal Records by Noted Artists That Will Be Featured

Specifically in October and November Magazine Advertising

Camden, N. J., September 4.—In announcing to

Victor dealers its advertising plans for the re-

maining months of the year, and particularly for

October and November, the Victor Co. calls at-

tention to the fact that in the October and No-

yember issues of the magazines which it cus-

tomarily uses there will appear groups of rec-

ords by twenty-seven of the leading Red Seal

artists, the single and double-faced records of

each selection being featured with equal promi-

nence in the copy.

In view of the readjustment of Red Seal prices

and the announcement of the double-faced Red
Seal records this advertising program should

serve to stimulate materially Red Seal business

throughout the remaining months of the year

and, for that matter, during the opening months

of 1924.

As has already been announced, the new dou-

CONDUCTORS' BATONS FOR TEACHERS

S. V. Goddard, of the R. S. Williams & Sons

Co., Makes Some Interesting Suggestions for

the Benefit of Music Merchants

S. V. Goddard, manager of sales and sales

promotion for the R. S. Williams & Sons Co.,

Ltd., musical instrument manufacturer and im-

porter and Edison distributor, of Toronto,

Ont., makes the interesting suggestion that

dealers handling band instruments and musical

merchandise might take profitable advantage of

the growing importance of music in the schools

by going after teachers to develop the sales of

conductors' batons.

Various boards of education, of course, pro-

vide long pointers for the use of teachers,

these pointers being used for beating time to

music, as well as for indicating items on the

blackboard. Mr. Goddard maintains that the

ordinary baton might prove much more con-

ble-faced Red Seal records will be oflfered to

the public formally on or about September 21,

and the daily newspapers will be used to carry

the message to record buyers at that time. How-
ever, the October issues of a number of the na-

tional magazines featuring the special series of

Red Seal records will in many cases be for sale

on newsstands on the fifteenth of September or

before.

One hundred and forty records in all have

been selected for the special exploitation. They
are divided into nine groups and the artists rep-

resented in the list include Paderewski, Melba,

Kreisler, McCormack, Gluck, Rachmaninoflf,

Gigli, Galli-Curci, Elman, Chaliapin, Jeritza,

Scotti, Martinelli, Bori, DeLuca, Werrenrath,

Alda, Heifetz, Schumann-Heink, Farrar, Homer,

DeGogorza, Samarof?, Zimbalist, Stokowski,

Coates and Mengelberg.

venient than a ruler, not only in connection

with musical work, but in carrying on general

classroom work wliere the teacher in moving

about desires to point out errors.

Certainly a baton of convenient size would

prove much more acceptable to the teachers

than does a long ruler that for ordinary work

is awkward to handle. It might be well for

music dealers to give thought to the suggestion,

for the sale of batons would not only mean a

certain percentage of direct profit, but might

be calculated to lead to a closer contact with

the teachers and therefore to subsequent sales.

JOHN CARTWRIGHT ENTERS FIELD

Greencastle, Ind., September 4.—An attractive

talking machine store and gift shop has been

opened here by John Cartvvright, of Delphi.

This is the only establishment of its kind in the

city and the Victor line of machines and records

are featured exclusively.

CONFIRMS DE FOREST RADIO DEAL

Dr. DeForest Disposes of $L000,000 of His

Stock to a Syndicate Headed by E. H. Jewett

Dr. Lee DeForest last week confirmed a re-

port of the sale of approximately $1,000,000 of

his stock in the DeForest Radio Telephone &
Telegraph Co. to a syndicate headed by Edward
H. Jewett, of the Jewett-Paige Motor Car Co.,

Detroit. Mr. Jewett was elected president of

the DeForest Co. about three weeks ago. The
option held by the syndicate on the DeForest

stock since last April was taken up at a confer-

ence in New York on August 23.

Besides Mr. Jewett, who also is the head of

the Jewett Phonograph Co., the syndicate in-

cludes Frank W. Blair, president, Union Trust

Co., Detroit A. C. Allyn; and Theodore Luce,

of A. C. Allyn & Co., New York; William H.

Priess, engineer of the DeForest Co.; Mr. Mc-
Vey, banker, Cincinnati, and Bird & Sykes,

brokers, St. Louis.

Dr. DeForest now holds 6 per cent of the

DeForest Co., as against 86 per cent up to the

completion of the deal. The company will com-

plete with the Radio Corp. of America. Dr. De
Forest said he would devote his time to his in-

ventions. Under a contract these inventions

will go to the company for a period of ten years.

PLAN EXHIBITS FOR TRNSTATE FAIR

Memphis, Tenn., September 4.—Talking ma-

chine dealers throughout the city are beginning

to consider plans for exhibits at the Tri-State

Fair which will be held here during the last

week of this month. The Fair is always a big

event in this city and from past experience talk-

ing machine merchants have found that these

exhibits invariably are profitable. The Fair this

year is expected to be the biggest ever held and

the trade is anticipating big results from the

displays.

WILMINGTON, DEL., FIRM CHARTERED

Wilmington, Dei.., September 4.—The Auto-

matic Repeating Phonograph Co., of this city,

was recently granted a charter of incorporation

under the laws of this State to engage in radio

transmission. The concern is capitalized at

$1,000,000.

KNEISEL MUSIC CO. BANKRUPT

Toledo, O., September 3.—The Kneisel Music

Co., of this city, band instrument and talking

machine dealer, recently filed a petition in

bankruptcy with assets given as $12,900 and

liabilities at $8,453.

COTTON FLOCKS
..FOR..

Record Manufacturing

THE PECKHAM MFG. CO., ^i^J^^V^r/.

The Violin Spruce Reproducer
Offers Two-Fold Sales Possibilities

ARE you taking advantage of the sales opportunity offered by the

Violin Spruce Reproducer? Replace the present reproducer on

your demonstrating machine with this beautiful instrument of Violin

Spruce from far Alaska. The improved tonal qualities of your records

will astonish your customers. The perfect reproduction will increase

your record sales and create a demand for this wonderful reproducer.

Write us today for a trial instrument and allow us to tell you about
our money-making sales franchise.

THE DIAPHRAGM COMPANY
1836 EUCLID AVENUE, CLEVELAND, OHIO.

New y ork Representative: Chicago Representative:

LOUIS JAY GERSON, 63 Reade Street ILLINOIS DIAPHRAGM CO.. 208 N. Wabash Ave.
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Create Interest in New Phonograph Styles
Dealers Can Find a Profitable Field for Sales Among Owners

of Talking Machines Bought Years Ago—Some Plans of Procedure

One great field for sales of talking machines
which is neglected by too many dealers is that

composed of people who already own instru-

ments. It is safe to say that in every commu-
nity there are many people who own talking

machines which are of a type not suited to

their needs. In other words, instruments that

have become old, that were purchased when the
family purse was smaller than at present, that

do not harmonize with the rest of the furnish-

ings of the home, etc. Proper canvassing and
publicity methods will, no doubt, give the dealer

a profitable return in sales of new instruments.

Opportunity in Selling Owners
Take the case of people who own old, and

now obsolete, models of talking machines, or

instruments which are not of standard make,
discontinued models, etc. The very nature of

the machine owned gives the dealer an enter-

ing wedge of the best kind for a good sales ar-

gument on why the latest model instruments

are best. In the first place, the instruments

produced to-day are more beautiful as regards

cabinet work than ever before and in the last

few j'ears improvements have been made to the

mechanical parts of the machines which make
for much better musical reproduction. Here is

an argument which few music lovers who own
old types of machines will be able to resist if

it is presented strongly enough. The arguments
in favor of well-known talking machines of

standard make over those of doubtful quality

and discontinued models are too obvious to need

repetition.

Then there are the large number of people

who managed to scrape enough money together

to purchase a cheap instrument in the days when
they were not so well off financially as they are

at present. Now, it is a well-known fact that

during the past year, at least, labor has never

been so well paid nor so steadily at work. It

necessarily follows that all classes of mechanics

and tradesmen are now prosperous and well able

to afford good instruments. The dealer can

easily determine just what models of talking

machines have been purchased from him in the

past by inspecting his books and records. Every

customer who has an instrument which, in the

opinion of the dealer, might be replaced with a

better one should be solicited.

Question of Trade-ins

In this connection the question of trade-ins as-

sumes considerable importance and there are

some members of the trade who try to steer

clear as much as possible of taking in old in-

struments as part payment on more expensive

models. This evil can be removed, to a large

extent, if the dealer is tactful. A dealer in the

metropolitan district who made quite a few sales

to people who already owned talking machines

got around the difficulty by ofifering a very low

price for the old machine. When customers

objected he pointed out to them that, although

the instrument was probably worth more than

he oflfered, he was not in a position to offer a

greater sum, due to the fact that the overhead

involved in bringing the instrument to the store,

reconditioning it and finally selling it was so

great that a loss would be sustained by the firm.

In every case he suggested to prospective cus-

tomers that they could realize a much greater

price by selling the instrument themselves. He
pointed out that a small advertisement in the

classified columns of the local newspaper would

most readily accomplish this result and the cost

would be very little. The result of this was that

the firm in very few cases was compelled to take

in old instruments in exchange and, when it

did take them in, the allowance was small

enough to make the resale yield a profit, a small

one to be sure, but, nevertheless, a half loaf is

better than none, as the saying goes.

Re-creates Interest in Records

Then, too, it must be remembered that every

time the dealer succeeds in selling a new in-

strument he re-creates the interest of that cus-

tomer in the talking machine and the music it

can produce. Thus, he opens the way for rec-

ord sales and still greater profits. A campaign

of the sort suggested is not expensive and, if

properly carried out, the results should be very

satisfactory from the standpoint of profits and

stimulated business.

MUSIC ACTION COLOR GAYETY
The "PHONO-VAUDETTES"

Bring into the

Entertainment

There are four

home all of the joy-giving pleasure of a choice seat in the theatre.

is provided to delight all ages and add Immeasurably to the enjoyment of the phonograph,

dancing characters which call for a diversified class of music, therefore the acts are different and the programme extended.

A well con-
structed, artis-
tically designed,
brightly colored
stage, all com-
plete with back
drop, wings and
proscenium arch,
furnishes a
realistic setting
for the clever
performers.

Nothing could be more sPmple than the operation of the "PHONO-VAUDETTES." There are no attachments of any kind to mar or deface the finest instrument. Simply stand the
••PHONO-VAUDETTES" on the front of the phonograph and the revolving turn-table does the rest.

The entire outfit Is compact, comes "set up" In a strongly made box and is ready to entertain the moment it is opened.

Retail price, $3.50 •

Dealers are furnished with effective advertising circulars and a special offer awaits all who write for particulars.

COMMERCIAL ART SHOP -
Dept. "W"

COVINGTON, KY.
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u SEE the

HROUGH the New Edison Phono^

graph, the world^s richest, rarest

musical treasures have been brought

into the homes of people everywhere.

And the ever-increasing demand for this fore-

most phonograph of all time is the surest possi-

ble testimonial to genuine worth.

The cabinets which encase the New Edison are

in keeping with the superior reproducing quali-

ties of the instrument itself. The wide variety of

artistic models, the broad price-range and the

superior Re -Creating qualities are the factors

which influence the preference of music lovers

for the New Edison,

The New Edison Baby Console Model wins the

approval of music lovers because it Re-Creates the

exact tones of the original artists; is of conservative,

artistic design; and is moderately priced at $175.

THOMAS A. EDISON, Inc,

ORANGE, NEW JERSEY

H O N O
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Instrument, But

EDISON
R A P H
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You HEAR the

ROM that immense group ofworld-

famous artists—who have truly

perpetuated their art by recording for

the only phonograph that dares com^

pete with them—one may select those

who shall furnish an evening of really

great music.

The New Edison actually Re-Creates the voice

of the living artist, with every golden tonal

quality, every delicate shading— unimpaired*

You see the instrument; but you hear the artist's

true performance.

And it is this absolutely faithful Re-Creation
which is responsible for the ever-growing demand
for the New Edison.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

9^e NEW
P H O N O
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Living Artist

EDISON
G R A P H
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Another Superior Point for THE NEW COLUMBIA

The line of New Columbia Upright Models is all-inclusive. There
is an instrument for every purse and a cabinet for anytaste. Each
has the mechanical refinements that make the New Columbia the

most perfect phonograph ever built. And all the models are

most satisfactorily priced to the dealer and to the public.

COLUMBIA GRAPHOPHONE CO.
New York

BRUNSWICK iRECORD PRESSING PLANT IN LOS ANGELES NEW SCHOOL SERVICE LEAFLET

Move Made to Meet Big Demand for Brunswick Records in Pacific Coast Districts—Closing

Great Recording Expedition—A. J. Kendrick, General Sales Manager, a Visitor

Los Angeles, Cal., September 6.—One of the

most important developments of the month has

been the announcement to the effect that plans

are being made by the Brunswick-Balke-Col-

lender Co. for the establishment of a perma-

nent record-pressing plant in this city to take

care of the steadily increasing demand for

Brunswick records throughout the Pacific Coast

districts. A. J. Kendrick, general sales man-
ager of the Brunswick Co., accompanied by S.

K. Darby, W. G. Haenschen, director of popu-

lar music, and other members of the main lab-

oratory staff in Chicago, were in this city re-

cently making records of local orchestras and
artists, including I-^yman's Cocoanut Grove Or-

chestra.

From here the party, which is equipped with

a complete recording outfit, moved, to San
Francisco and later planned to go to Seattle and
Portland for the purpose of making records of

local organizations in those cities. It is said

to be the first time that such a recording ex-

pedition has been undertaken in this country

and has enabled the Brunswick Co. to make nu-

merous records that otherwise could not have

been obtained because of the inability of the

orchestras and artists for one reason or an-

other to go to the Chicago headquarters.

Another angle of the move is that the com-

pany will be able to offer to its dealers on the

Pacific Coast the numbers that are particularly

strong hits in that section of the country. The
records made by the expedition will be pressed

in Chicago, but, after the pressing plant in this

city is completed, all the work will be handled

here.

In discussing the move Mr. Kendrick stated:

"We have found that Los Angeles and the

Pacific Coast have originated a large part of

the fine and popular musical numbers which are

much sought after for recording purposes and
feel that the time is rapidly approaching when
it will be found more economical to make our

own records here than to defray the expenses

of orchestras and artists in bringing them East

for recording purposes."

CASHES IN ON DOLLAR=DAY DRIVE

Bangor, Me., September 4.—The Andrews Music

Co., one of the leading concerns of this city,

received considerable publicity recently through

its co-operation in helping to make the Dollar

Day staged in Bangor a success. In order to

stimulate the interest of the public in the event

the company donated a portable talking ma-

chine and a piano as gifts to lucky shoppers on

that day.

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-

likes to unpack anything he buys. By using

padded delivery covers you protect and deliver

a perfect instrument w^ith no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and oi¥ at point of deliv-

ery and the impression left with your customer is

pleasant. MADERITE covers are strong, weW
padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufactixrers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.

Portraits of Forty-two Composers for Use of

Contestants in Music Memory Contests Just

Issued in Flat Sheet Form by Victor Co.

The Victor Talking Machine Co. has just

issued an interesting addition to its great vol-

ume of educational literature in the form of

a special sheet bearing the portraits of forty-

two famous composers designed to be cut out

and pasted in music appreciation and music

memory contest notebooks as an aid to the

memor}-- of the contestant. The pictures are in

black and white, each measuring Ij^ by 1^
inches and are printed on coated paper. The
growing number of music memory contests and
established character of that method of arous-

ing interest have made worth while a great

deal of literature calculated to assist in the

conduct of such affairs, and this sheet of com-
posers' pictures should fit well into the gen-

eral scheme. Dealers are urged to bring the

sheets to the attention of music supervisors in

schools in order that they may be used as ex

tensively as possible.

FIDDLIN' JOHN CARSON JOINS OKEH

Picturesque Southern Mountaineer Makes Okeh
Record—Is Fiddling Champion of South

A picturesque addition to the Okeh record

catalog is the announcement of Okeh records

by Fiddlin' John Carson, an old mountaineer
from the hills of northern Georgia, who made
these records during the recent visit of the

special Okeh recording expedition to Atlanta.

Once each year all of the best-known fiddlers

in the South gather in Atlanta for a convention,

where they compete for the championship and
the prizes. Fiddlin' John Carson has won the

championship for seven years in succession and
his name is familiar to everyone throughout the

South. On his Okeh record Fiddlin' John Car-

son plays the accompaniment for two famous
Southern selections and sings the numbers in

his own quaint way.

CONVENTION HELPS BUSINESS

Memphis, Tenn., September 5.—Talking ma-

chine and music dealers generally cashed in on

the Cotton States Merchants' Convention which

was held here late last month. The convention

lasted three days and the trade took advantage

of the opportunity to bring the various lines to

the attention of the thousands of visitors

thicjgh special window displays and also

through musical features connected with the

convention itself.

OPENS BRANCH IN OAK PARK

Benson's Music Shop has opened a branch

store at 5915 Division street, Oak Park, 111.,

where Cheney and Vocalion phonographs and

records, together with sheet music, are handled.
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Concentrated Canvassing Insures Results
Many Retailers Pay Too Little Attention to the Possibilities

of the Canvassing Drive—Some Attendant Problems and Solutions

A recent survey of the talking machine trade

in greater New Yorlc and the cities immediately

adjacent thereto disclosed the fact that compar-
atively few dealers realize the benefits of can-

vassing and outside selling. A personal visit

to the home of a prospect is the exception,

rather than the rule. This applies particularly

to exclusively talking machine stores. Where
pianos and other lines are handled in combina-
tion personal visits and canvassing are resorted

to much more often. In fact, the consensus of

opinion among retailers who handle both pi-

anos and talking machines seems to be that can-

vassing and personal outside contact with live

prospects is the most effective manner in which
to bring about a sale. However this may be,

the fact remains that in many instances talk-

ing machine dealers pay too little attention to

the possibilities of getting business through
ringing door bells.

Advantage of Outside Workers
The very fact that a salesman or canvasser

covers intensively a territory surrounding the

store—within a radius from which customers
may logically be drawn—is bound to be benefi-

cial. These workers come in direct contact with

the prospect and merely by delivering the sales

talk they impress on the minds of the potential

customers the name of the store and the line

featured. While the immediate effect of a can-

vassing drive may not be entirely up to the most
sanguine expectations of the retailer the cumu-
lative returns are almost certain to result in a

substantial dividend.

Bearing out this point is a little story by C.

C. Casey in the current issue of Printers' Ink

Monthly. Although the instance mentioned re-

lates to another business it applies with equal

force to the talking machine trade. The story

follows:

"A typewriter agency had a 'salesman' who
was not getting anywhere—he already had been

carried too far on 'hopes.'

"The manager went to him one day and made
him a proposition:

" 'You go out to-day and make calls—all the

calls you can make. Don't worry about sales.

I'll pay you five cents for every call you make.

Just go in and ask them, "Do you need any

typewriters to-day?" and leave your card and

get out. Remember, five cents for every call.'

"The salesman went out and 'made calls.' He
went into an office building where offices were

only a few feet apart and asked that question,

over and over—eighty times the first day.

"The answer was invariably the same—always

'No.' But at the end of the week he had

brought his name and his typewriter to the at-

tention of over 400 offices. Eight of these of-

fices telephoned his branch before the first week
was up and ordered typewriters."

The point of this story is obvious and needs

no further elaboration as to value of personal

contact.

Making Canvassing Effective

Merely sending canvassers out into the terri-

tory and allowing them to cover whatever part

of the city they desire is inefficient and will not

bring returns commensurate with the amount
of energy expended. The entire territory to be

covered should be mapped out into sections and
one section should be assigned to each can-

vasser. Moreover, his daily route should be

planned so that a definite schedule will be fol-

lowed. The only kind of a canvassing campaign

that has ever brought home the bacon has been

the one where the canvasser worked inten-

sively, i. e., visited every house on one block

before going to the next. When this procedure

is followed faithfully and finally completed the

retailer may be sure that he knows who are the

potential customers in his community.

Collecting Data for Later Use
It is important that the canvassers turn in a

report to the dealer each evening of each indi-

vidual prospect called upon. These data should
include all possible information which will be
of help in deciding whether the person called

upon is really a live prospect. Once the dealer

has this information properly classified into

groups composed of live prospects, owners of

instruments, record prospects, etc., he can get

busy with his direct-by-mail work, and his regu-

lar salesmen can also get busy in making per-

sonal calls on the live machine prospects with

the intention of making sales. Of course, those

people upon whom the canvassers have called

and who do not offer any possibilities for sales

are immediately eliminated from the list. To
do anything else would be wasteful and foolish.

Now Is the Best Time for a Canvassing Drive

The vacation season is now ended and Fall

is with us once more. The average family is

again settled at home preparing for the Winter
season, and whether these preparations and
plans include talking machines and records de-

pends to a large extent on the retailer. This is

the ideal season for a canvassing and outside

sales campaign and it behooves those members
of the talking machine trade who desire to make
capital of this opportunity to take action at once

by carefully mapping out their campaigns.

INTERESTING NEW BOOK ON MUSIC

"Messages of Music," Recently Published,

Leaves a Story About Each Composition and

Refers Its Readers to Victor Records

TO BUILD NEW HOME IN MEMPHIS

Four-story Building to Be Erected for Rein-

hardt's, Inc., on South Main Street

A book with which Victor dealers should

become familiar is that entitled "Messages of

Music," written by the Rev. Henry Brenner,

of the Order of Saint Benedict, and which has

been published by the Stratford Co., of Boston.

In the book the author treats of no less than

300 compositions, setting forth the stories con-

nected with them, the ideas suggested in the

minds of the composers when they were written,

or other interesting material calculated to de-

velop a stronger and more lasting interest in

each of the selections.

An interesting fact regarding the book from

a trade angle is that direct reference is made
to the Victor records of the compositions men-
tioned in every case where they have been re-

corded, and there is also an index of Victor

artists classed by the character of their music,

whether vocal or instrumental, etc. The volume
should interest the dealer from the fact that

it will furnish him with some interesting facts

regarding the music he handles which should

aid him in his record selling. It is most au-

thoritative and educational.

Memphis, Tenn., September 4.—Reinhardt's,

Inc., the well-known piano and talking machine
house of this city, which handles the Columbia

line, has arranged for the erection of a new
home on South Main street, between Union and

Dayora streets. The new building, which will

be constructed with a special view of meeting

the requirements of the company, will be four

stories high and is expected to be ready for

occupancy some time during the Fall.

HERALD MUSIC SHOP OPENS

The Herald Music Shop, which recently

opened in the old Herald Building, corner of

Thirty-sixth street and Broadway, and which

runs through to Sixth avenue, will feature Regal

records and "Little Tot Nursery Tunes." Upon
the opening of this new store the management
hung two large posters carrying the Regal rec-

ord announcement over the Broadway side of

the building. These new warerooms are adja-

cent to the shopping center and several of the

largest department stores and should attract

many visitors musically inclined.

CERTIFIED
REPAIR PARTS

"CERTIFIED" repair pafts

are precision made—accurate

to the thousandth part of an

inch.

Phonograph

REPAIR MEN
—This Book Will Interest You!

The PLAZA MUSIC COMPANY has issued a com-
plete catalog of "CERTIFIED" repair parts, main
springs, talking machine supplies. This book also
contains reference to a very complete line of phono-
graph accessories. If you have not received your
copy, verite us. TO-DAY!

REPAIR PARTS

Every "CERTIFIED" re-

pair part bears an uncondi-
tional money-back guarantee
against ail defective materi-
als and workmanship.

PLAZA MUSIC COMPANY
18 West 20th St., New York, N. Y.
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BAGSHAW
NEEDLES

Mi
~are Supplijin^ the

Increased Demand

!

If your fall and holiday orders have not been placed for

BAGSHAW Needles we urge immediate action. We
have done our utmost to avoid last year's difficulty in meet-
ing the demands of the trade. To prevent an advance in

prices we have contracted for an immense supply of raw
materials, but orders this year are four times as heavy as

last fall and while we can take care of orders received

now, we can make no promises regarding either price or

delivery, beyond materials we have on hand.

You realize that we cannot control the cost of steel and
raw materials when our present supply is exhausted.
Prices may advance, the steel mills may not give us all

the material we require, therefore you are urgently ad-

vised to order your entire season's needs of BAGSHAW
Needles Now, At Once, so that you may be reasonably

sure of having your complete order filled at present prices.

W.H.BAGSHAWCO
Factory, Lowell, Mass.

370 SEVENTH AVENUE
AT 31sl STREET NEW YORK SUITE 1214

Pacific Coast Dittributor

:

Walter S. Gray Co.
10S4 Mission St.

San Francisco, Gal.

Canadian Distributor:
The Musical Mdse. Sales Co.

79 Wellington St., W.
Toronto

Western Distributors
The Goie & Dumas Music Go.

430 So. Wabash Ave.
Chicago

Foreign Exports!
Chapman, Ltd. •

8-10 Bridge St.j

New York City



September 15, 1923 THE TALKING MACHINE WORLD 33

Present
^s Certain!
future is JVot/

During the Fall and Holiday seasons of last year we could not keep
pace with the tremendous demand for the famous Brilliantone Needle.

Dealers throughout the country were disappointed.

This year the future is still an unsolved problem. To avoid a pre-

dicted advance in price, we have arranged for twice the quantity of
this superfine quality needle over last year, but our business has
more than doubled and the demand is still increasing.

Right now we can fill all orders for Brilliantone needles, but we can
make no promises for the future.

We urge all Brilliantone dealers to send in their orders now for the
Fall, Winter and Holiday seasons.

Play safe! Stock up now—at present prices—while you can be
assured of prompt and complete deliveries.

BRILLIANTONE
STEEL NEEDLE COMPANY of AMERICA, incorporated

Selling Agents for W. H. Bagshau) Co., Factories, Lowell, Mass.

370 SEVENTH AVENUE, at 31st St., Suite 1214, NEW YORK

In Tins of 200

Dance, Extra Loud,
Full, Light, Half-

m

Pacific Coast Dislribulor:
Waller S. Cray Co.
1054 Mission St.

San Francisco, Cal.

Catiadian Distributor:
The Musical Mdse. Sales Co,

79 Wellington St., W.
Toronto

Western Distributor:
The Cole & Dumas Music Co.

430 So. Wabash Ave.
Chicago

Foreign Export:
Chapman, Ltd.
8-10 Bridge St.

New York City

In Tins of 300
With your name on each

can—all tones

Combination Record
Cleaner and Container of

500 ^eedles
Dance, Loud, Medium
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Another Superior Point for THE NEW COLUMBIA

The Console Models of the New Columbia are the finest examples

of the cabinet-maker's art. The lines are unrivaled in simple

elegance. The woods are the choicest, painstakingly selected for

natural beauty. The finishing, without exception, is as perfect as

skill or experience can direct. The price completes their immedi-
ate appeal to customers of every class.

COLUMBIA GRAPHOPHONE CO.
New York

GIVES RECORDS TO DANCERS

San Francisco Dealer Conceives Unusual Man-
ner of Securing Record Distribution

KOCHANSKI RECORDS FOR VOCALION

San Frangisco, Cal., September 3.—J. Allen

Grisham, who was formerly connected with the

Carey Music Shop, Golden Gate avenue, this

cily, has now taken over the talking machine

and record concession in the Fillmore Drug Co.,

1641 Fillmore street. Mr. Grisham will devote

the entire mezzanine floor to the display of

talking machines and records and is planning

to introduce a novel sales stunt which bids fair

to be a master stroke in record sales promotion.

He has fitted up a dance floor to which admis-

sion of 75 cents will be charged. This permits

visitors to dance as long as they wish and for

the charge of 75 cents each visitor is given a

record valued at that price.

WHISTLING IN DANCE RECORDS

An interesting novelty among the recent Vo-

calion records is the bird whistling of Sibyl

Sanderson Pagan as a part of the dance record

of "Tweet Tweet," played by Albert E. Short

and His Tivoli Syncopaters. The whistling ef-

fects by Mrs. Fagan, well known in musical

circles, are excellent.

A live dealer increased his record sales by

placing cardboard discs (imitation records) on

the turntables of machines on display. These

bore titles and prices of records.

Phono-

graphs

Reg. U. S. Pat. Og.

5 Upright
3 Console

1923 Models
of Standard
Value Always
Offering the

greatest oppor-
tunity to dealers

Also Radio Cabinets

WANTED—Jobbers and dealers to han-
dle this long-established line. Reputation,
quality and service responsible for past suc-
cess, locally. Sales plans now include entire

country. Write to-day for full details and
secure exclusive territory rights now being
awarded.

COLUMBIA MANTEL CO.
175-177 Powers St. Brooklyn, N. Y.

Real Merit Wins—The '*Recordion*' has it

First Records by Noted Polish Violinist to Be
Released This Month by Aeohan Co.

The latest addition to the growing list of

noted artists recording for the Vocalion records

is Paul Kochanski, the prominent Polish violin-

ist, two of whose Vocalion records will be re-

leased this month. The first bears on one side

Kochanski's rendition of "La Gitana," a Spanish

gypsy song of the eighteenth century, arranged

by Kreisler, and on the other side, the Hun-
garian Dance No. 1 by Brahms-Joachim. The
second record bears on one side Kochanski's

playing of "Le Carnaval Russe" and on the re-

verse side Sarasate's "Malaguena."

Kochanski is generally accepted as being one
of the leaders among the later Polish school

of violinists, and has achieved genuine triumphs

in European capitals as well as having won
success in the United States. Arrangements
have been made to release several other records

by this violinist following his introductory num-
ber.

NEW BRADFORD CO. BRANCH

Milwaukee Piano House to Open New Store

in That City With 8,000 Feet of Floor Space

Milwaukee, Wis., September 5.—Announcement
has been made by the Bradford Piano Co. that

a lease for a large branch store in the new
building at Seventh avenue and Mitchell street

has just been obtained. The new quarters will

afford nearly 8,000 square feet, and will be ready

for occupancy about October 15. The stock in

the new store will include such makes of pianos

as the Mason & Hamlin, Sohmer, Weber, Con-

nover, Steck, Kingsbury, Wellington, Brambach
and Remington. In addition, the Brunswick

and Vocalion phonograph lines will be carried.

The main store of the Bradford Piano Co. has

been established for 52 years at 411 Broadway,

and has a South Side branch temporarily located

at 431 Mitchell street until the new store is

ready for occupancy.

SAN ANTONIO MERCHANTS MEET

Consider Means for Co-operating With National

Association of Music Merchants

Dallas, Tex., September 1.—Robert N. Watkin,

president of the National Association of Music

Merchants, recently presided at a special meet-

ing of members of the local music trade held

at San Antonio for the purpose of developing

plans for co-operating directly with the work

of the national body.

The meeting was called by L. N. Walthall, of

the Walthall Co., San Antonio, who succeeded

in turning out a large group of music trades-

men to greet the national president.

One little sprig of Hustle is worth more than

a whole garden full of four-leaf clo,ver.

TO REPRESENT CHENEY IN IOWA

G. W. Guess Appointed Representative for

Eastern Iowa of Cheney Sales Co. of Omaha
—Trade Conditions Reported Good

Omaha, Neb., September 3.—H. H. Heintzel-

man, manager of the Cheney Sales Co., distrib-

utor for the Cheney phonograph in this city,

announces that he has appointed G. W. Guess,

of Cedar Rapids, la., to represent his company
throughout the eastern half of Iowa, making
his headquarters in Cedar Rapids.

Mr. Heintzelman recently returned from an

extensive trip through Colorado, Wyoming and
western Nebraska and states that business con-

ditions generally throughout that country are

much better than a year ago, particularly in the

phonograph trade. Every indication points to

an active Fall and Winter business.

NEW STORE IN NEW ALBANY, IND.

Montford Music Shop to Handle Pianos and
Talking Machines in That City

New Albany, Ind., September 4.—The Montford

Music Shop has just been opened at 143 East

Market street and will handle Victor, Columbia

and Edison talking machines and records.

Pianos and players will also be carried in stock.

Don Montford, proprietor of the new store, was
for many years the manager of the Gable Furni-

ture Co., of this city. When that concern sold

out recently to the Hufif Furniture Co. Mr.

Montford took over the entire stock of the

music department for his own store.

NEW COLUMBIA CONSOLE

The general sales department of the Columbia

Graphophone Co. of New York has just an-

nounced the addition to the new Columbia line of

phonographs of a console which will be known
as No. 520. This new console, which will re-

tail at $125, fills out the console line in the new

Columbia product, and at the present time there

are five consoles in the line, consisting of models

retailing at $100, $125, $150, $175 and $200. The
new console is readv for delivery to the trade.

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensive

Lid Support
on the Market

Canada Patent

Applied

Patented^

5ept.9.19l9\

Two other patentsX

Apolied for.

Samples on request.

The bottom plate is

constructed of one
piece of metal and it

works automatically
^

perfect. No parts to

go out of order. The
hinges are made in

two styles—flexible and bent.

STAR MACHINE&NOVELTY CO.
81 MILL STREET BLOOMFIELD, N. J.

G, L. LAING CO., Canadian Distributor
42 Richmond St., East Toronto, Ont.
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Kadiola Grand and
Mahogany Stand
with *'B'* batteries

and 4 Radiotron
WD- 11 dry cell vac-

uum tubes $350.00

DEALERS: Write today for the

RCA catalogue, full description

of the Radiola Qrand, and the

RCA selling plan.

Radiolo
Grand

WITH the Radiola Grand, radio

takes on new meaning. The
simphcity of tuning in—just a knob or

two to turn. The big distances it covers

—picking up far-away stations with

volume enough to fill a room. The
perfection of tone with which the

loudspeaker — carefully built in like

the horn of a fine phonograph—gives

forth the music and speech. All this

—combined in a cabinet of skillful

workmanship and tasteful design

—

places radio in the home where beauty

counts—and performance.

Points to note:

All the batteries—dry cells—are hid-

den away inside.

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

speaker.

For long distance, plug in the head-

phones. Coast to coast reception is

no unusual record for Radiola Grand!

Famous for true reception, undis-

torted. For keen sensitivity. And for

beauty.

"^eres a RadiolaySr everypurse^

Radio Corporation of America
Sales Department

Suite: 3004
233 Broadway
New York

District Sales Offices

10 So. LaSalle Street 433 California Street
Chicago, lUiaois Saa Francisco, California

This symbol
of quality
is your prO" Radiola

BEG. V. S, ^AT. OFF,

This symbol
of quality
is your pre

tection
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Van Veen Equipment for Phonograph and Musical

Merchandise Dealers Is a Permanent Investment

The truth of this is thoroughly known
to our customers who have had occasion
to enlarge, remodel or remove their es-

tablishments. Van Veen products are

built to be efficient as long as the dealer

stays in business. Their moderate cost

will please you, their drawing power
makes them self-paying.

Your inquiry for catalogues and
prices will receive immediate attention.

All material held in stock ready for ship-

ment.

In Yonkers, New York, a city of 100,000 population,

almost every progressive dealer has Van Veen equipment in his store. The follow-

ing list, all Yonkers dealers, proves the retailers are almost unanimous in their

choice of Van Veen products because of the value, quality and service:

—

Broadway Music Shop, 17 Main St. Steadman Music House, 43 Warburton Ave.

Yonkers Talking Machine Company, 457 So. Hudson Music Shop, 493 Warburton Ave.

Broadway. David Goran, 201 Ashburton Ave.

Azzara's Music Shop, 1*53 New Main St. Orpheum Music Shop, 116 New Main St.

These business men get together often and compare notes. Does this mean anything

to you?

VAN VEEN & COMPANY, Inc.
Offices and Warerooma:

413-417 East 109th Street 'Phone Lehigh 5324 NEW YORK CITY

BRODWIN OPENS NEW WAREROOMS

Increasing Business Forces Bronx Merchant to

Move Into Larger Quarters

A remarkable economic metamorphosis has

been completed this month by Harry Brodwin,

a New York music merchant, who has just

opened an up-to-date piano and phonograph

wareroom at 149th street and Cortlandt avenue.

Nine years ago Mr. Brodwin entered the piano

business as an outside canvasser for William

In addition to his brother, Irvin, who was
recently given an interest in the business, Mr.

Brodwin has four or .five canvassers in his em-
ploy. The store is a striking example of studied

organization and scrupulous neatness. Accord-

ing to the proprietor, there is nothing magical

about his success, which can be traced to two
governing precepts—perseverance and honesty

—to which he conscientiously subscribes. A
walk through the Brodwin concern establishes

the same atmosphere of completeness that one

feels in any metropolitan music house.

ENDORSES "CONSTITUTION WEEK"

Music Industries Chamber of Commerce Pledges

Industry's Support to Movement

CRISWELL HOLDS FORMAL OPENING

Hermosa, Cal., August 28.—The formal open-

ing of C. C. Criswell's new Brunswick Shop,

1320 Hermosa avenue, was held here recently,

and a varied musical program by local artists

marked the occasion. Many of Mr. Criswell's

friends from Redondo and neighboring towns

attended the affair. The new establishment

will carry pianos and musical instruments as

well as the Brunswick line of records and

phonographs.

The Music Industries Chamber of Commerce
has pledged the support of the industry at large

to furthering the observance of "Constitution

Week," September 16-22, 1923, which has been

inaugurated by the citizenship committee of

the American Bar Association, "to re-establish

the Constitution of the United States and the

principles and ideals of our Government in the

minds and hearts of the people." It is planned

to make the celebration national in scope, and
it is expected that music will have a prominent
place on every program of observance, as it

deserves in such a celebration.

The New Brodwin Wareroom

Knabe & Co., under John W. Post, with a six-

dollar-a-week drawing account. After five years'

work he started a small store of his own in the

Bronx, at 535 Cortlandt avenue, where his busi-

ness has grown until it has become necessary

to move into his new larger quarters across the

street. .

The new store of Brodwin & Co. is a model

for medium-sized showrooms anywhere. The
ground floor, shaped like an L, is utilized for

displaying new pianos and phonographs. Brod-

win carries the Schubert, with the Virzi tone-

amplifier, the Autopiano, Schencke and Sterling

pianos and the Knabe. Four neat sound-proof

booths, well lighted and equip-ped with electric

fans, afford space for demonstrating Sonora and

Brunswick talking machines and records.

Mrs. Ralph L. Freeman, wife of the director

of distribution of the Victor Co., accompanied
by her sister, Mrs. Edward MacEwan, returned

recently from a two months' trip to the British

Isles and the Continent.

NEW QUARTERS IN SALAMANCA

S.\LAMANCA, N. Y., September 3.—The music

store of Frank A. Forness has just been opened
at the new location in the Strand Theatre Build-

ing. Mr. Forness has announced that he will

maintain an automobile business at his old

stand.

The Hayes Music Co., of Yonkers, N. Y., has

filed an application in the County Clerk's office

for a voluntary dissolution of the company.

GET THE HABIT
For Quality Use "Specialty Brand" Products

MAIN SPRINGS - REPAIR PARTS - MOTORS
Write for our descriptive catalogue and price list

which will be of great interest and value to you
(SOMETHING NEW)

The Specialty Phonograph and Accessories Co.
210-212 EAST 113th STREET NEW YORK. N. Y.
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ANEW IDEA INRECORDS
Well Known Fairy Stories

Set to Music

Triple Your Record Sales with

''Triple Records''

Here's a brand new idea in record selling—sell three records

instead of one. "Junior Operettas" are Fairy Stories that every-

one knows—set to attractive music—reproduced in six parts on

THREE 10 INCH

Unbreakable Records

These new records will not break with ordinary handling or

dropping—safe for the children. This is one of the advantages

that will sell the records to every father and mother.

Little Red Riding Hood
First JUNIOR OPERETTA

The first Junior Operetta sings the story of Little Red Riding

Hood. You can hear the wolf growl, dog bark, birds chirp, tune-

ful solos, duets and choruses of wood cutters sung and played

by 20 well-known artists directed by Chas. A. Prince.

The Junior Operettas are not nursery rhymes for

babies, but stories and music that appeal immensely

to children of all ages—to grown-ups, too.

Other JUNIOR OPERETTAS Coming Soon, Such As

Cinderella Snow White

Goldilocks The Three Bears

Jack and the Beanstalk, etc., etc.
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The JUNIOR OPERETTA Series

The Complete Operetta—Three Records

IN A NEW PATENTED CONTAINER
Each Junior Operetta is reproduced on three double-

faced 10-inch records, packed in a patented container,

attractively illustrated and printed in six colors, con-

venient for any record library.

This container, as illustrated below, makes a beautiful

counter or window display and will help sell these

Operettas on sight.

Lowerpart ofpicture
shows container
opened as a display—Right and left
illustrations are
front and back of
container when fold-

ed, making a com-
pactlunit.

1

Permanent Noii-Breakable Records

RETAILS FOR

Only $2.50 for the complete Operetta—3 double-faced,
10-inch records. Easier to sell the complete set for this

price than three individual, ordinary records. And the
discount to the trade is exceedingly generous.

Ready for Delivery NOW
Little Red Riding Hood is ready for immediate de-

livery. Wire for sample order direct.

VULCAN RECORD CO., 15 East 40th St., N. Y. C.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ iiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!! iiiiiiiiHuii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiimiiiiiiiii m—
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Another Superior Point for THE NEW COLUMBIA

Every exposed part of the New Columbia motor is heavily nickel-

plated. This means that where the motor is subjected to the se-

verest tests of use and climate, there will be found a protective

armor that greatly prolongs its life. Just another refinement that

makes the New Columbia an instrument not duplicated for merit.

COLUMBIA GRAPHOPHONE CO.
New York

WATCH REGISTERED LIBERTY BONDS

Treasury Department Holds That Parents Can-

not Transfer to Merchants Registered Bonds

of Minors in Payment for Merchandise

Talking machine dealers who have made a

practice of accepting Liberty Bonds in full or

part payment for machines or record purchases

have been warned by the Music Industries

Chamber of Commerce to observe care in ac-

cepting bonds from minors or registered bonds

owned by minors and transferred to the dealer

by the parent.

Having learned of dealers who met with dif-

ficulties and loss in handling such transactions

the Chamber took up the question with the

Treasury Department at Washington, which

held that the transfer of a registered bond of a

minor could only be made to prevent actual

hardship or deprivation. The Chamber claimed

that to deprive a child of a musical instrument

to be used as part of its education might be

construed as a hardship, but the Department

refused to take this view of the case and its

ruling said:

"In considering the question presented the following facts

must constantly be borne in mind: First, that the above

quoted provisions of the said Sixth Supplement do not

apply to any case in which there is a legally qualified

guardian. Legal qualification in substantially all the States

requires appointment by a court of competent jurisdiction.

Second, that registration in the name of the minor or in a

form substantially similar to 'John Jones, a minor, by

Samuel Jones, father, natural guardian' vests title to the

security in the minor. Third, a parent as such or as natu-

ral guardian has in general no power or right to dispose

of property owned by his minor child. Such property can

legally be sold or transferred only by a legally qualified

guardian. Fourth, that parents as such are legally bound

to support and educate with their own funds their minor

children, furnishing such support and education as is ap-

propriate for the children with due consideration of their

station in life, and that such parents are not entitled to

use for this purpose property of the children themselves.

"Based upon these considerations the Department will

require assignment by a legally qualified guardian for any

transfer or exchange of registered securities owned by

minors, with one exception: That where the gross estate

of the minor does not e.xceed $500 in value and where the

parents are financially unable upon the evidence submitted

to furnish proper support and education from their own
funds the Department will, upon a proper showing, permit

the sale of registered securities in the name of the child

upon assignment by the parent as natural guardian. This
provision is intended to relax the strict requirements of the

law where the requirements would entail actual hardship

or deprivation as the result of the expense incident to the

appointment of a legally qualified guardian. It cannot be

taken advantage of unless it can be definitely shown, first,

that the parents are financially unable to furnish support

and education in accordance with the child's station in life;

second, that the proceeds of the sale are actually necessary

in order that the child may receive the support and educa-

tion to which he is entitled, and that such proceeds are

actually to be used for that purpose. In general the De-

partment will require evidence which would justify a judge

of a court of probate in authorizing the sale by a legal

guardian of the principal of the child's estate for the pur-

poses of support and education.

"I recognize that it is not inconceivable that cases might

arise where a musical education is sought as a direct means
of livelihood and certain cases of this description might

come within the provisions of that portion of the Sixth Sup-

plement to which I have referred. Where, however, as in

most cases which have been presented to the Treasury, a

musical education is sought principally or entirely for the

purpose of social or cultural benefit, I am unable to con-

cede that such education is actually necessary, within the

meaning of the regulations."

SHOW DURING "BETTER HOMES" WEEK

Among those who made displays at the "Bet-

ter Homes Week" celebration held recently in

Pocatello, Idaho, was the Bruce Music Co., that

city, which made an excellent showing of Bruns-

wick and Sonora phonographs, which lines are

featured by the company. It is reported that a

substantial number of sales were booked and

man}'- prospects listed and in addition consider-

able publicity resulted.

INCREASES CAPITAL STOCK

Click's Talking Machine Shop, Inc., Chicago,

has increased its capital stock from $100,000 to

$200,000, at the same time decreasing the par

value of the shares from $100 to $10 per share.

HANDSOME NEW STORE IN OMAHA

Branch of the Rialto Music Shop at 4907 South
Twenty-fourth Street, That City, to Handle
the Brunswick Phonographs and Records

Omaha, Neb., September 4.—R. S. Pribyl, dis-

trict manager here for the phonograph division

of the Brunswick-Balke-Collender Co., an-

nounces that the Rialto Music Shop recently

opened at 4907 South Twenty-fourth street as

a branch of the store of the same name on
Douglas street will handle Brunswick phono-
graphs and records exclusively and has already

placed a substantial order for those goods.

J. Himelstein is owner of the store, which

is under the direct management of A. Kostka,

who has had wide experience in the phonograph
field. The store is one of the handsomest in

the city and is fitted with a full equipment of

Unico record demonstration booths and record

racks finished in old ivory.

NEW PLAZA CATALOG FOR TRADE

The Plaza Music Co., 18 West Twentieth

street, New York, is now forwarding to the

trade a new and comprehensive catalog con-

taining complete lists of talking machine sup-

plies and repair parts and other accessories, in-

cluding record brushes, record envelopes, steel

needles, mica, player rolls, toy novelties and

sheet music. The catalog contains many illus-

trations, dimensions of various products and

parts and an up-to-date price list.

NEW STORE IN HERMOSA, CAL.

The Redondo Brunswick Shop has been

opened in Hermosa, Cal., by C. C. Criswell. The
new store is located on Hermosa avenue, near

Thirteenth street, and is fully equipped with

sound-proof booths, record racks and other

modern accessories.

A FEW JOBBING TERRITORIES STILL OPEN

WALL-KANE NEEDLES CONCERT NEEDLES JAZZ NEEDLES

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

to play ten records. extra loud, loud, medium needle. The only one of
and soft. its kind in the world.

Profit-Producing Jobbing Proposition

WALL-KANE NEEDLE MFG. CO., 3922 14th Avenue, BROOKLYN, N. Y.
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No. 4 Reproducer

Introducing Number Four
The phonograph world moves in common
with the rest of the universe. People are

trying to get away from the conventional,

always in quest of things new and better.

Realizing this- our engineers set to work
to design a Tone Arm and Reproducer

that is original, attractive and good.

The result is our No. 4 Throw-back Tone
Arm with Swelled Base and No. 4

Pentagon-shaped Sound Box—a welcome

relief from the staid equipment used

heretofore. Its pleasing appearance lends

an air of distinction to the best of phono-

graphs, and appeals to the taste of the

purchaser.

But the real achievement of our engi-

neers was not alone in the design, for a

phonograph cannot sell solely on its out-

ward aspect. After weeks of experiment-

ing they perfected a full, resonant-toned

reproducer which defies comparison.

Samples can be obtained at the following

prices

:

Tone Arm No. 4, with Reproducer No. 4 $4.50

Tone Arm No. 4, only - - - 2.75

Reproducer No. 4, only _ . _ 2.25

MUTUAL PHONO

PARTS MFG. CORP.

149-151 Lafayette Street

New York City

The Russell Gear & Machine Co., Ltd.,
1209 King St., West, TORONTO, CAN.

Exclusive Distributors for Canada and All
Other British Possessions

INDUSTRIAS UNIDAS, S. A ,

Balderas 110, MEXICO CITY,
Exclusive Distributor for Mexico
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A Dancing Son^
"You can't ^o-wron_^

WithanyFElSTsorg"

Words by Music by

GUS KAHN WALTER DONALDSON

Ive^gt a fe&I- in^ that I'll soon be a-steal-in^ to Vir - ^in - ia, © LEO.FEISTmc n.y.c.

A NEW FIELD FOR WOMEN'S WORK

Howard, Farwell & Co. Use Woman to Adjust

All Complaints and to Follow Up New Sales

in Order to Keep the Customers Satisfied

With the Musical Instruments Sold Them

Minneapolis, Minn., Sept. 4.—Tell your per-

plexities to the attractive young woman in the

picture. Miss Myrtle McLaughlin or "Mac,"

Myrtle McLaughlin

as she is known, smooths out perplexities and

adjusts complaints for purchasers from the St.

Paul, Minn., store of Howard, Farwell & Co.

Her position is quite unique, representing serv-

ice in one of its most attractive forms.

Shortly after a piano or high-grade Victrola

is purchased "Mac" and her smile appear at

the customer's door, ready to help in player-

piano operation, Victrola operation and to as-

certain if the purchase is proving as satisfactory

as the purchaser expected it to be. Her serv-

ices are particularly appreciated by player-piano

purchasers.

Her prompt appearance and her offers of

continued help from Howard, Farwell's service

department are winning many friends for the

store, as well as the many live new prospects.

When a prospect materializes into a purchaser.

Miss McLaughlin introduces the friend who
suggested the prospect to a wonderful array

of premiums, including 1847 Rogers' silverware,

a set of dishes, a half dozen Phoenix hose,

watches, clocks, cigarette cases, etc. These

premiums are available to anyone who has sug-

gested a prospect who buys either a piano or

Victrola.

When not engaged cementing the company's

and customers' good-will, Miss McLaughlin

takes a musical census which yields the firm a

list of prospects.

Charles P. Wagner, assistant treasurer of the

company, heads the service department and was
chiefly responsible for the creation of the post

of field representative which Miss McLaughlin

fills so capably and successfully.

It is possible that some other concerns have

carried out the idea to a greater or less degree

in certain instances, but it is doubtful if in any

single instance the policy has been followed

out as consistently as in the case of Howard,
Farwell & Co. The plan has passed the ex-

perimental stage and has proved of definite

value not only in cementing friendship between

the house and its customers, but in bringing in

actual business through direct sales and the

securing of actual prospects as well as satisfy-

ing the customers.

The success of the work is due in no small

measure to the pleasing personality of Miss

McLaughlin, who has firmly established her

faculty for securing satisfaction for the com-

plaining customer and turning him into a firm

friend of her company.

JOHN CHAS. THOMAS IN LONDON

Well-Known Tenor Sails to Fill Special En-

gagement at Albert Hall

John Charles Thornas, the well-known tenor

and Vocalion record artist who recently com-

pleted his work as movie star in the new Cos-

mopolitan film "Under the Red Robe," has

sailed for England for a short rest prior to his

appearance in recital at Albert Hall, London,

on September 30. Mr. Thomas will sail from

England on October 3 in order to appear in re-

cital at Aeolian Hall, New York, on the 14th

of that month.

PHONOGRAPH CASES
RADIO CASES

Reinforced 3 -ply Veneer
The Standard Case for Talking

Machines and Radio Sets

Let ua figure on your requirements
MADE BY

PLYWOOD CORPORATION, Goldsboro, N. C.
MilU in Va., N. C *nd S. C

PAUL SPECHT_WELCOMED HOME

Head of Columbia Recording Organization
Given Dinner on Evening of August 20

Paul Specht and His Orchestra were the guests
of honor at a dinner given late in August
by the representatives of music industries, in-

cluding music publishers, songwriters and
others, at the club rooms of the National Vaude-
ville Artists, 225 West Forty-sixth street, New
York. This famous orchestra arrived in New
York recently on the S.S. "Aquitania" after

spending eight weeks in London in appearances
at Lyons' New Corner House, the largest

restaurant in the world, the Empress Rooms of
the Royal Palace Hotel and the Coliseum and
Alhambra theatres of London. The success of

Paul Specht and His Orchestra in London was
sensational, and the orchestra returned to New
York to open an engagement at the Alamac
Hotel, Seventy-second street and Broadway,
New York, beginning September IS.

At the dinner E. C. Mills, chairman of the

M. P. P. A., officiated as toastmaster, and among
the guests were many prominent members of

the theatrical and musical worlds. Bird S.

Coler, Commissioner of Welfare of the City of

New York, represented the city administration,

and George W. Hopkins, vice-president and
general sales manager of the Columbia Grapho-
phone Co., was also one of the speakers of the

evening. Paul Specht and His Orchestra make
Columbia records exclusively.

ARMSTRONG CO. DAMAGED BY FIRE

Newark Piano House Suffered Smoke and
Water Loss—Reconstruction Under Way

A considerable part of the stock of the Arm-
strong Piano Co., 587 Broad street, Newark,
N. J., was damaged by smoke and water in a

recent fire, which started on the floor above its

showrooms. According to estimates, the total

damage, which aflfected two or three adjacent

stores, exceeded $15,000, but that suflfered by
the Armstrong store was covered in the main
by insurance. The stock from the showrooms,
including many expensive Knabe grands and
Ampicos, has been transferred to the stockroom
of the Lauter Piano Co., at 14 Central avenue.

Workmen are already busy repairing the dam-
age caused by the fire, the ceiling of the estab-

lishment having been considerably damaged.

The work is being rushed and the store will be

reoccupied in a month or so.

ROY L. ALEXANDER TO OPEN STORE

Salinas, Cal., August 28.—Arrangements are

now being made by Roy L. Alexander to estab-

lish himself in a music and stationery business

here about September 1. He recently leased the

premises on the easterly side of Main street,

near Gabilan, and his stock and fixtures have

already been ordered.
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TIME THE LITTLE
"BIG MAN" HAD

RECOGNITION
By A. M. BURROUGHS

Accounting Specialist, Burroughs Adding Ma-
chine Co.

It is high time that the little "big man" had

his inning.

All the fine things that have been said and

written about the captains of industry and

finance are well deserved. But for every big

figure in national life who has directed his mil-

lion-dollar corporation wisely and profitably

there are. dozens of smaller business men—re-

tail merchants, retail distributors of every con-

ceivable kind of manufactured commodity—who

have done fully as well in their more limited

fields.

There comes to mind that type of merchant

who handles his thousands with the same wis-

dom, the same foresight as the merchant prince

his millions.

In every community there is one or more men
of that type. Business comes to his store in

panicky times as well as in boom times. His

store is a clearing house for goods. His pur-

chases and sales over a year bulk large. Whole-

saler and manufacturer value a connection with

him. His business yields a steady stream of

profit. His banker welcomes his visits.

What is the difference between John Small

and John Big? Size only. For their methods

are pretty much alike.

John Small's store is a 1923 model. Next year

it will be a 1924 model. Small never condemns

an innovation simply because it is new. Nor

does he rush in headlong after some untried

frill.

There is this everlasting similarity between

Small and Big. They think and act in the terms

of "Two and two are four."

What an interesting, yet dismal, story those

22,000 merchants who failed last year would tell.

It would be a composite of "I thought—

I

didn't think— That looked all right . This

seemed to be a good way . I guess I could.

My friends thought, etc."

John Small's hardest competitor can say noth-

ing worse of him than: "John is a good man-

ager."

Simmer it down to one thing and it is: Get

the facts and use them.

We are not stripping a-ny glamour from the

crown of John Big when we reveal the secret

of his success. He measures every situation in

his business by a yardstick. He can buy so

much merchandise with so much money. He
can sell it again by certain definite methods. He
can foresee practically every contingency.

John Small operates the same way. He wants

to stock a two weeks' supply of a certain brand

of goods. Well and good. Now, what is a two

weeks' supply? It may be window-screens,

windlasses, harmonicas or essence of winter-

green. It is something that the public will buy.

He can make a profit by selling it.

SmalUcan't remember how much he sold last

month or the corresponding two weeks of last

year. But he can go to his sale records and see

the accurate figures.

John Small is just as big as John Big. Stand-

ing beside the yardstick of success their height

is the same. Both are good managers.

Small and Big both have reservoirs of in-

formation about their business. It lies in their

ledgers and other bookkeeping records. It is

there, ready to be pumped out for them. And
it comes out every day in the form of definite,

usable facts. They run their business on the

strength of them. There is no such thing as

guess in either the Small or Big store. A guess

is kicked out before it has time to get in the

door.

Small is just as important to the country's

good as Big.

Manage your business or your business will

manage to freeze you out.

CIG^Effi

1 \

Playodby

International

NoveltyOrchestra

VICTOR
RECORD
190%

Put Color, Motion and
Illumination Behind
Victor Record Sales
VACATION days are over. People are home.

Talking Machines are again popular. New rec-

ords are in demand. Prepare for more sales than
ever. Use the

Da-Lite Electric Display
It's new. Different. Announces latest Victor Rec-
ord releases in color, motion and illumination.

Hundreds already in use by leading Victrola
dealers. Extremely economical. Cost of opera-
tion only half a cent an hour. One bulb furnishes
both motion and illumination. Just as effective

during day as at night.

ANew Display Panel EachWeek

mtA^ ANN^ELLE
FOXTROT

VICTOR RECORD 19106

A weekly sign service is included in

every contract for Da-Lite Display.
Each panel announces a new popular
record.

* * *

Panels are made exclusively for Da-
Lite Display service. Each is an
original design. Handsomely hand
colored in brilliant transparent hues.

* * *

Delivery of panels to subscribers con-
forms to the weekly release of rec-

ords by the Victor Company.

With the Da-Lite service you are in

a position to announce the new re-

leases in a distinctive and unusual
way—a way that will attract wide-
spread attention and remind people
to buy.

The profit on one record will more
than pay the daily cost of Da-Lite
Electric Display service.

^ ^

Investigate this wonderful service.

Costs very little. Results amazing.
Features the very latest records. Re-
minds the people to buy. Makes ex-

tra sales daily. Write us for des-
criptive circular. Sample panel upon
request. Address

The Da-Lite Electric Display Co.
116 N. Erie Street Toledo, Ohio.
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SHRINERS TO RECORD FOR QENNETT NEW EDISON FOLDER USED AT FAIRS

Cincinnati Delegates Who Sang So Well in

Washington to Record Their Voices

Designed in the Form of an Edison Record, It

Makes Attractive Piece of Literature

Cincinnati, O., September 3.—Some of the

Shriners who sang so well in Washington dur-

ing the recent Shrine gathering there that the

late President Harding came down from his

reviewing stand to meet them are to record

their song on the Gennett record to-day. The
men, who are well known in the musical circles

of Cincinnati, are Dr. Eddie Ball, a Cincinnati

dentist; Howard Hefifler, of the Willis Music

Co., and William Waterworth, of the Otto Grau

Piano Co.

DELANEY AGAIN WITH VOCALION

For the use of the many dealers who take

advantage of the opportunity for displaying

their lines at the various fairs held about the

country during the Fall, Thos. A. Edison, Inc.,

has prepared an unique folder in the shape

of an Edison blank record bearing the legend:

"The New Edison Phonograph and the Edi-

son Record. Real Music by Real Artists." The
inside of the folder illustrates the various Edi-

son disc models, both upright and console, with-

the prevailing retail prices. The folder has al-

ready demonstrated its value at fairs and exhi-

bitions where it is being used.

T. F. Delaney, who for several years covered

a large territory in the East in the interests of

Vocalion phonographs, has rejoined the Aeolian

Co. organization as a member of the wholesale

staflf of the Vocalion department. His head-

quarters are in Aeolian Hall, New York City.

NEW MANAGER IN LOGAN, UTAH

M. W. Lundstrom has been appointed man-
ager of the phonograph department of the

Lundstrom Furniture & Carpet Co., in Logan,

Utah.

Comparative Tests

Invited

Silent Motors have proved their supremacy

to the satisfaction of a great number of the

largest manufacturers of Machmes in America
and foreign countries.

Produced in Three Types

Model S, S, guaranteed to play in excess

of two records, especially constructed

for Portables or table machines.

Model K, K. guaranteed to play in excess

of three records.

Model H. H. guaranteed to play in excess

of five records.

Samples and information supplied

upon request.

The SILENT MOTOR CORPORATION
CHARLES A. O'MALLEY, President

321-323-325 Dean Street BROOKLYN, N. Y.

Telephone Sterling 4861

If FV'Q GRAPHITE PHONOamjj J J SPRING LUBRICANT
Ilsley's Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or become sticky or rancid. Remains in

its original form indefinitely.
Put up in 1, S, 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

FTTRFKA noiseless talking
M-,xjK%.a^MM.r%

. MACHINE LUBRICANT
Write for special frohositton to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

ROSA RAISA TO SING IN "NERONE"

Popular Soprano and Vocalion Record Artist

Selected by Toscanini for Leading Soprano
Role in Opera Premiere in Milan

According to a cablegram received from Mi-

Ian, Rosa Raisa, dramatic soprano and Vocal-

ion record artist, who has appeared in this

country with the Chicago Civic Opera Co. and
who, incidentally, is a naturalized American citi-

zen, has been chosen by Maestro Toscanini to

sing the leading soprano role of the world pre-

miere at La Scala of the opera "Nerone." The
selection of Mme. Raisa for the role is accepted

as a distinct tribute to her artistic ability.

NEW BANNER RECORD SERIES

Scheduled for Release by Plaza Music Co.

—

Planning Extensive Publicity

The Banner record division of the Plaza Mu-
sic Co. has arranged three permanent scheduled

releases of new numbers for each month. These
will include all current successes in either in-

strumental or vocal form or both. In addition,

from time to time the Plaza Co. will continue

to make special record releases of numbers that

show unusual possibilities. Advertising mate-

rial of this series of listings has been planned

and hangers, cut-outs, bulletins, consumer lit-

erature and other dealer helps will either ac-

company shipments or be forwarded several

days prior to delivery. For the Fall season the

Banner record will be given much additional

publicity other than that scheduled from month
to month.

SASCHA JACOBSON'S NARROW ESCAPE

Sascha Jacobson, the well-known violin vir-

tuoso who recently visited New York for the

purpose of making records, had a narrow escape

from death on August 24. After dinner in the

•evening he complained of a cold and took some
tablets from a wrong receptacle and was taken

immediately afterwards with violent cramps and

convulsions. Antidotes were given as quickly

as possible and, after a strenuous fight, he was
relieved. After a short stay with his brother-

in-law, Dr. Rothblatt, 704 West 180th street.

New York, he left for his country home at

Gansevoort, N. Y.

ENTERTAINMENTS BUILD GOOD=WILL

RiDGEWOOD, N. T., September 4.—J. A. Bliesenick,

proprietor of the Ridgewood Talking l^achine

Co. here and one of the best-known and most
aggressive merchants in this cit}', last week
staged his second annual entertainment at the

Bergen County Isolation Hospital. Music, mov-
ing pictures and refreshments were included in

the program. These entertainments comprise

part of Mr. Bliesenick's plan for building good-

will and at the same time co-operating with the

various local charitable institutions.

Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City
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Securing and Keeping Up the Mailing List
Pointers on How Best Results Are Secured Through a Mailing

List Which Is Kept Fully Up to Date—Eliminating the Deadwood

Building up a mailing list is one of the prob-

lems that are always before the retail dealer who
believes in keeping his name and the name of

the product he represents constantly before

prospective customers. There are some who
simply handle the mailing list as a matter of

course and do not give it the attention it de-

serves, but the merchant who seeks real re-

sults must give as much thought to his mailing

list as he does to the prospect list upon which

the salesmen work personally.

The retailer would not think of sending his

salesman to see a prospect who had died or

moved away, and he should take just as much
care to see that his valuable mail matter is not

sent to people who have moved, or who for

one reason or another do not exist. This means
constant checking and building up.

The well-known channels for getting names
for the mailing list have been pretty well

worked, such as the telephone directory, lists

covering certain exclusive localities, the social

register, etc. Likewise, an increasing number
of dealers find the newspaper announcements

very successful prospect sources and see to it

that all newly married couples are placed on

the mailing list. This same information regard-

ing the newlyweds can be obtained from the

list of marriage^ licenses issued by the various

cities and published in local newspapers, or at

least placed on file at the License Bureau, where

they may be perused by anyone interested.

Real estate records also offer possibilities for

first-class mailing lists, for the buyers of subur-

ban homes make excellent prospects, provided,

of course, they are not already supplied with

machines. In any event, they loom up as pos-

sibilities for record sales.

New Sources for Prospects

There are now and then some original meth-

ods developed by individual salesmen for dig-

ging up prospects and in this connection a story

is told of a young Italian who got a job as

outside salesman for a dealer in Brooklyn, N. Y.

The new man went to work earnestly and for

the first couple of weeks he turned in to the

house each day from five to ten prospects. The
best part of it was that a very fair percentage

of them bought machines and records during

that period. There could be no question re-

garding the authenticity of the lists. The man-

ager was puzzled at the success of the new
man and finally, unable to control his curiosity

any longer, said: "Where do you get all these

names, Joe?" "Pretty good, eh?" the Latin

answered evasively. "Come on, be a sport. I

just want to find out your system for the sake

of my other men. How many families, having

talking machines, do you call on each day be-

fore you get the names of six prospects?" asked

the dealer. "None," laughed the fellow, enjoy-

ing his employer's confusion.

"Well, now, listen here, Joe," said the dealer

suspiciously; "if you mean to say that you call

on only six or seven people a day and find them
all without talking machines, somebody is giving

you those names. Come now, who is it?"

"Sure, somebody gives me names. He give

me names and address. My father and brud

they all in the moving van biz, five trucks, and
each day they move five, six ten peep, see no
talking machine on truck, give me his name."

It does not happen that every salesman or

every dealer lists among his friends a moving
van owner who will give him such explicit in-

formation, but if he approaches some of the

real estate dealers in his vicinity in the proper

way it is no great problem to get from them
lists of new tenants who may be solicited in

the regular way, and often with good results.

Keeping the List Really Alive

It is not always a question of getting new
names, however, for care must be taken to see

that certain names are bona-fide and worth fol-

lowing up. In some cases arrangements can

be made with the local postmaster to revise

the dealer's mailing list so far as it covers his

territory, bringing it up-to-date at a nominal

charge for clerical work. But even when such

service is not available the dealer can have a

fairly accurate check on his list by imprinting

his envelopes with a return postage guarantee

and then seeing that the returns are not simply

thrown aside, but are checked up very carefully

against the list.

In addition to those who die each month, it

often happens that a certain portion of the

people on the mailing list have succumbed to

the wiles of competing salesmen and bought

machines and records of other makes. For the

purpose of checking up these' it is well occa-

sionally to send out a "tickler" in the form of

a return post card to be filled in. by the re-

cipient stating what kind of machine he owns,

if any, what kind of records he uses and whether

or not he is interested in continuing to receive

bulletins and other printed matter.

Checking Up From the Recipient's End
While on the subject of mailing lists, it might

also be apropos to suggest that the dealer check

up occasionally to see how his printed matter

is being received by his prospects. This applies

particularly in cases where the dealer goes to

considerable e.xpense in preparing original

forms of mail matter in the hope of arousing

special interest. A big user of mail matter

suggests that before any new mail matter is

sent out, particularly material printed on card-

board more or less delicate in character, the

dealer have several samples mailed to himself

from various localities. When it is received

he can inspect it and see whether it has been

properly packed or whether the envelope used

is of the right sort to give full protection.

Should anything be wrong he can remedy it

before sending the material out to the full list.

It happens very frequently that expensive,

calendars printed on cardboard, and with con-

siderable filigree work, are received by pros-

pects in so mangled a condition as to be use-

less and the story is told of a manufacturer who
conceived the bright idea of having his message
recorded on small records and sent them to

his clients. In order to attract attention he

left the envelope blank and included no litera-

ture. Even the record did not bear his name,

simply the fact that it bore a message of in-

terest to the client. The trouble came when
a large number of records through improper

packing were all smashed up when they reached

the recipient. In all such cases the important

message on the record remained a secret. The
unfortunate part was that in his eagerness to

be original the manufacturer placed no key on
the envelope or contents that would permit of

the recipient writing to him for another record

to be more securely packed.

Soliciting by mail is, at best, a more or less

expensive practice and it stands to reason that

a piece of literature to be sent by mail, if it is

worth preparing, is worthy of careful attention

in the matter of shipping and certainly should

contain the name of the sender.

Retak! Price
-East of Mississippi —$35.00

—West of Mississippi —$40.00

ARE you getting your share of the portable business? Are you selling the right machine?
The Modernolette is selling fast. It is constructed of solid walnut, wax finish. Has a re-

liable motor and tone arm. In quality, it is in the high priced class. In price it is low. We still

have some valuable territory open for jobbers.

Manufactured by

MODERNOLA COMPANY JOHNSTOWN, PA,
New York Distributor: PROGRESSIVE MUSICAL INSTRUMENT CORP., 319 Sixth Ave., New York, N. Y.
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Bahy Grand

$200

The Choice of those who've

heard them all.

Serenade

$150

Sonora Dealers Are
Profiting Through

High Quality NOW
A LREADY early September sales to Sonora
/\ dealers are acting as sales barometers, show-
XA- ing the extent to which they are going to-

profit this fall through handling "The Instrument
of Quality."

Their customers, everywhere affected by country-

wide prosperity, are in the market for high quality

merchandise/ And these people, many of them
with the actual cash in hand for their purchases, are

making this demand known in no uncertain terms.

Sonora dealers are in better position than all

others to satisfy this demand. Handling "The
Highest Class Talking Machine in the World" and
backed by Sonora's comprehensive national adver-

tising and effective dealer helps, their fall season is

going to be the largest they have ever enjoyed.

You, too, may cash in on this Sonora demand,
which is increasing by leaps and bounds. Wire or

write the local distributer listed on the page oppo-
site for full details.

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY
Canadian Distributers

SONORA PHONOGRAPH, Ltd.

NEW YORK

Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributer named below who covers the territory in

which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

State of New York

with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

State of Indiana

Kiefer-Stewart Co.,

Indianapolis, Ind.

State of Nebraska and
Western Iowa

Lee Coit Andreesen Hard-
ware Co.,

Omaha, Nebr.

The New England States

Lower Michigan, Ohio
and Kentucky

Sonora Phonograph Ohio
Company,

417 Bulkley BIdg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa

Doerr-Andrews-Doerr,

Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

C. D. Smith Drug Co.,

St. Joseph, Mo.

States of Montana, Colo-
rado, New Mexico £uid

Wyoming East of Rock
Springs

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

Wisconsin, Upper Michi-

gan

Yahr & Lange Drug Co.,

Milwaukee, Wis.

Eastern Pennsylvania,
Maryland, Delaware, Dis-

trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St., Phila-
delphia, Pa.

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of
Pittsburgh,

505 Liberty Ave., Pitts-

burgh, Pa.

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

mm.

Sonora Phonograph Co. of
New England,

221 Columbus Ave., Bos-
ton, Mass.

Weishington, California,

Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

Sonora Phonograph Co. of
Pacific Coast,

115 Jessie St., San Fran-
cisco, Cal.

Utah, Western Wyoming,
Southern Idaho and East-
ern Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Illinois and Eastern Iowa

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, 111.

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

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory
south of Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St, New York
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Ev-Vyni^htl cry my-self to sleep o -ver you.

FOXTROT BALLAD-WITH A PUNCH IN BOTH
MELODY AND LYRIC

OUR EXPORTS OF TALKING MACHINES G. J. BENSBERG EXPANDS

Export Figiires on Talking Machines and Rec-

ords Show Increasing Tendency as Compared
With Last Year—Our Buyers Abroad

Progressive Arkansas Dealer Acquires Talking

Machine Stock of Davidson Furniture Co.

Washingtox, D. C, September 8.—In the sum-

mar\r of exports and imports of the commerce
of the United States for the month of June, 1923

(the latest period for which it has been com-

piled), which has just been issued, the following

are the figures bearing on talking machines and

records:

The dutiable imports of talking machines and

parts during June, 1923, amounted in value to

$86,441, as compared with $35,901 worth which

were imported during the same month of 1922.

The twelve months' total ending June, 1923,

showed importations valued at $615,425, as com-

pared with $528,203 worth of talking machines

and parts during the same period of 1922.

Talking machines to the number of 5,795,

vahied at $243,117, were exported in June, 1923,

as compared with 5,460 talking machines, valued

at $168,503, sent abroad in the same period of

1922. The twelve months' total showed that we
exported 61,241 talking machines, valued at

$2,371,065, as against 39,147 talking machines,

valued at $1,561,064, in 1922.

The total exports of records and supplies for

June, 1923, were valued at $123,194, as compared
with $86,374 in June, 1922. The twelve months
ending June, 1923, show records and accessories

exported valued at $1,242,901, as compared with

$1,471,853 in 1922.

The countries to which exports were made in

June and the values thereof are as follows:

France, $325; United Kingdom, $10,810; other

Europe, $6,417; Canada, $57,847; Central Amer-
ica, $4,647; Mexico, $13,981; Cuba, $15,610;

Argentina, $1,514; other South American coun-

tries, $14,796; China, $2,598; Japan, $30,296;

Philippine Islands, $2,365; Australia, $41,234;

Peru, $3,070; Chile, $11,550; elsewhere, $16,057.

Camden, Ark., September 1.—G. J. Bensberg,

proprietor of Bensberg's Music Shop on South

Adams street, has purchased the stock of phono-

graphs of the Davidson Furniture Co., which re-

cently opened a store in Camden.
The Bensberg Music Shop is one of the lead-

ing dealers in musical instruments in Arkansas

and is the largest dealer in Edison phonographs

in the State. In addition Victor and Columbia

machines and pianos are handled.

MISS DOROTHY SILBERT WEDS

Miss Dorothy Silbert, cashier in the account-

ing department of the Emerson Phonograph

Co., Inc., became Mrs. Herman Sanders on

August 26. As a mark of appreciation of the

many years of amiable association with her co-

workers Mrs. Sanders was presented by them

with a "Lady Churchill' phonograph, one of the

new artistic Emerson period models. In addi-

tion the young lady was the recipient of numer-

ous household gifts.

N. COHEN ENDS SUCCESSFUL TRIP

N. Cohen, president of the Wall-Kane Needle

Mfg. Co.,- Brooklyn, N. Y., returned from a very

pleasant and successful trip across the conti-

nent. Due to the illness of Mrs. Cohen, who
accompanied him, the trip was concluded before

all the cities on the itinerarj' were reached. Mr.

Cohen reports that a general spirit of optimism

was manifested everywhere and orders for Wall-

Kane and concert needles were plentiful.

Meyer Levin, operating as the Mandel Talk-

ing Machine Co., dealer in phonographs, rec-

ords and sporting goods at 53 East Twenty-
third street. New York, made an assignment
recently to Ralph Honig, of 2486 Davidson ave-

nue. New York.

9,000 PATENTS EVERY MONTH
Washington, D. C, September 4.—The most

mistaken man in the world is he who insists

"there is nothing new under the sun," according

to officials of the Patent Office. For the last

two years applications for registry of patents

and trade-marks have averaged 9,000 per month.

Despite the increased flow of new ideas the

clerical work of the bureau has kept entirely up

with it.

QHsL^ Records
STRAND and OUTING PHONOGRAPHS

Brilliantone, True Tone, Tonofone and Gilt-Edge NEEDLES
DELIVERY BAGS AND ACCESSORIES

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION
Wholesale Distributors

210 Franklin Street . BUFFALO, N. Y.

ACTIVITY IN DEALER EQUIPMENT

Zimmerman-Bitter Co. Closing Many New Con-

tracts—Dealers Getting Ready for Fall

Among installations recently completed by the

Zimmerman-Bitter Construction Co. is that of

Landay Bros., consisting of the remodeling of

the entire ground floor, in both the Fifth ave-

nue and Forty-second street stores. New York

City; also the addition of new musical instru-

ment cases.

A number of new contracts have been re-

ceived lately, including that of the Greeley Mu-

sic Shop, New York City, consisting of six hear-

ing rooms, record racks, service counters and

redecorating the entire store in colonial period

design. Another large installation, which when

completed will be one of the best in the State,

is that of Dunkerley & Co., of Passaic, N. J.

This installation will consist of fifteen hearing

rooms, piano warerooms, record racks with a

capacity of 25,000 records and new show win-

dows. The store will be redecorated through-

out and the entrance will consist of an orna-

mental arch being finished in French period de-

sign. Radel's Music Shop, New York City, has

contrasted for the remodeling of its store and

the installation of musical instrument and sheet

music departments.

CASH IN ON ARTISTS' APPEARANCE

Springfield, O., September 4.—The L. C. Gor-

such Co., Columbia dealer, of this city, made

capital of the local appearance of Lasses White's

Minstrels, Columbia artists, by featuring the

records of these artists in an unusually attrac-

tive window display.

ITALIAN
Popular Music

MONTHLY RELEASES
WRITE FOR CATALOG

Out-of-Town Affents Wanted

Distributed by

ITALIAN BOOK CO.
145 Mulberry St. New York, N.
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25YEARSOLDatBIRTH!
The Progressive Musical Instrument Corporation is not
"just another" jobber of musical instruments, nor is it a new-

comer in the musical instrument field. It is composed of

men who have been actively engaged in this business for 25

years—in other words Progressive is 25 years old at its birth

!

New Ideas - New Merchandise - New Prices

To outline the Progressive policy is to say : "Our Name
is Our Slogan!" It has taken considerable time to as-

semble such a complete line of musical merchandise as

is in our stock. Nor have we completed the list of prod-
ucts we are to be distributors of. The selection of the

lines was governed first by quality, then standing and
then price. In each instance we have considered the

dealer's viewpoint, remembering he must make a fair

margin of profit and at the same time make a customer.

It is only natural that our "service" policy should also

be in accord with our name. There will be no delays in

delivery—our speed autos will take care of that ! Out of

town orders will be shipped within 24 hours after re-

ceipt. Music merchants everywhere will welcome the

rapid service and exceptional attention their orders will

receive at the hands of Progressive

!

Our showrooms and lines of merchandise are now open
for your inspection. Progressive is conveniently located

in the musical merchandise center of the city. Drop us

a postal card for our catalog ready for distribution

shortly. Dealers now being appointed in some of our

exclusive territories.

DISTRIBUTORS OF
Holton Band Instruments.

Bacon Banjos, Guitars,

Ukuleles, etc.

M. Hohner Harmonicas,
Accordeons, etc.

Perfacktone Band Instru-

ments.

Perfacktone String Instru-

ments.

Sonorotone Violins, Acces-
sories.

Bell Brand Strings.

Black Diamond Strings.

Samson Strings.

Hercules Strings.

Supreme Rosin.

Santacilla Guitars.

La Clavel Guitars.

Ludwig & Ludwig Drums, etc.

Major Drums, etc.

P'MICO Ukuleles.

Hamilton Stands.

Grover Pegs.

and a complete line of the
finest grade of Accessories.

Wholesalers of Musical Merchandise of Every Description

9ro0re$$ive
MUSICAL INSTRUMENT CORPORATION

319 Sixth Avenue (Bet. 19th and 20th Streets) New York

Telephone Nos. Watkins 4297, 4298, Chelsea 9237
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Making Small Advertisements Effective
Originality in Lettering and the Use of Small Cartoons Make the

Copy Stand Out From Straight Type Ads and Get Attention

The talking machine dealer who handles any

one or several of the established lines of rec-

ords has at his command probably more free

publicity matter of high quality than is to be

found in any other line of business, for not only

do the manufacturers themselves spend hun-

dreds of thousands of dollars each year in sup-

plying window cards, bulletins, cut-outs, etc., for

the use of dealers, but many distributors follow

the same practice and many music publishers,

as well, have also seen the possibilities of having

their songs in record form suitably featured in

the dealer's window by specially prepared cards.

The complaint seems to be, and justly so, that

a great many dealers do not take the fullest

advantage of the opportunity of informing the

Mr. Edison Man:

—

Don't Say

"KANT," say "KENT"
Write for catalog of complete line

The KENT No. 1

With "S" Sound Box

Has given complete satisfaction
for years

Reg. U. S. Pat. Off.

F. C. KENT CO.
Irvlngton, N. J.

public of the new features among the records.

Either they neglect to display some of this ma-
terial entirely or they display it in a way that

shows lack of thought in its arrangement. This

criticism, of course, does not apply to those re-

tailers who believe in individuality in present-

ing the record hits to the public and who ar-

range individual window displays to attract at-

tention either to a single record or to a special

group.
'

There are a class of dealers, fortunately, who
not only make full use of the advertising equip-

ment supplied by the manufacturer, but who

junction with straight type advertisements the

special lettering stands out like a sore thumb
and the campaign has reached a point where
many record buyers admit that they look for the

advertisements just as they do for the other

special features of the newspapers. Certainly

the results of the campaign indicate that it has

gone over.

E. H. Jackson, owner of the Jackson Talking

Machine Shop, makes excellent use of the car-

toon in giving character to many of the adver-

tisements. It might be said here that the car-

toon has also been used effectively by other

Si

^icfoR Hit th« ma
nftKl VtW THANK

KU£fi£ rOU CAM 0€TiT. n^NJS iSlkM^Shc "ii&r^^^llf^ 'J><to.\^^^*^fJ??'

Some Clever Small Advertisements of Jackson Talking Machine Shop, Rockford, IlL

also create individual advertising to give addi-

tional punch to the publicity. They realize that,

with a hajf dozen or more dealers in their own
section handling the same line and using the

same publicity, the passer-by is not likely to be

attracted particularly to their own store, even

though he may become interested in the record

itself. In other words, the general publicity is

just as likely as not to bring a certain amount
of the business to competitors.

In the preparation of the individual advertis-

ing the dealer can offset this tendency to a cer-

tain degree. When the record buyer has seen

the record featured in the same way in a half

dozen stores and then comes across an original

presentation of it he is very likely to find his

curiosity developing into a buying urge and to

give his business to the retailer who has had

gumption enough to go after it in a new way.

This originality in advertising can be adopted

in newspaper advertisements as well as in show
window cards and the idea has been carried out

successfully in numerous cases. In other words,

instead of simply publishing the name of the

record, something of its history and perhaps a

picture of the orchestra playing it or the artist

singing it, the dealer uses a cartoon or special

type arrangement that is distinctly out of the

ordinary run.

A case in point is found in the series of spe-

cially lettered record advertisements used in the

local newspapers by the Jackson Talking Ma-
chine Shop, of Rockford, 111. Appearing in con-

dealers, among them Ned Straus, manager for

the A. B. Clinton Piano Co., Hartford, Conn.,

whose cartoons were reproduced in The World
some time ago. Mr. Straus, as well as Mr.

Jackson, has a belief that the tired business man
and his wife like a little humor in the advertise-

ments, with the result that most of the cartoons

are calculated to develop a smile on the part of

the reader, as well as to attract his attention to

what the announcement is all about.

The sum and substance of the matter is that

anything that makes for individuality in pub-

licity, whether in the newspapers or in the store,

is likely to elevate that particular dealer above

the general run of his fellows and concentrate

on his store the interest that ordinarily might

be divided among a half-dozen competitors.

It is natural to assume that no one dealer

can get all of the business, but if he does things

a little differently in his advertising and his sell-

' ing and service methods he is .liable to get suf-

ficiently out of the rut to be able to capture

more than his proportionate share of business.

NEW DEPARTMENT IN BILLINGS

H. E. Nielsen has been appointed manager

of the new Edison phonograph department

opened recently by the Lee Warren Drug Store,

2703 Montana avenue, Billings, Mont. The de-

partment is located on the balcony of the store

and has been fitted out in a thoroughly up-to-

date manner.

QUALITY NOT ACCIDENT
The superior quality of our COTTON FLOCKS for record manufacture .9 the result of con-

tinual study of the manufacturer's requirements—diligent adherence to the use .of raw materials

which will produce the best flocks and scrupulous attention to every detail of their manufacture

Numerous record manufacturers are profiting by the cleanliness and uniformity of our

product through ^^duc^ion^in^spoilaje^^of jecord^^^^ MANUFACTVRERSf

CLAREMONT WASTE MFG. CO. Claremont, N. H.
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LITTL& TOTS' NURS&Ry TUN&S
SONGS, GAMES, STOR.IES -- ON RECORDS

Juvenile Records—
in a LOOSE LEAF album

Outstandingly Superior.

Six different selections.

On SEVEN-inch DOU-
BLE-FACED records.
With picture and verse
cards. All in a beautiful

LOOSE-LEAF album.
$1 retail.

Simply wonderful.

See the book and look at the
beautiful pictures. Above all,

play the wonderful records.
Marvelously clear. Unusually
strong. You hear every note.
You understand every word.

Individual records also. At 25c
each. SEVEN-inch DOUBLE-
FACED (2 selections). With pic-

ture and verse cards.

Things are humming. Everybody
is ordering. Everybody is re-

ordering. Write TO-DAY.

$1.00 Complete Book
The appearance of the LITTLE TOTS' BOOK
is its own best salesman. The covers are of a
heavy blue Buckeye stock finished in full color
Mother Goose designs. The inside record pockets
are also of a heavy blue stock pictured with
typical children's settings.

Each album contains six picture and verse cartis,

beautifully illustrated and process printed in col-

ors. The book is attractively bound in loose leaf

style with telescope eyelets and colored silk cord.
It is finally packed in a glassine wrapper.

Individual Records 25c
Two selections on a 7-inch double-faced record,
with picture and verse cards in a printed enveloi>e
—ready for insertion into the loose leaf book.

Liberal Discounts to Jobbers and Dealers!

REGAL RECORD CO. Little Tots' Record Division

20 West 20th Street, New York
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Dream-in^ of

©LEO.FEISTmc.N.Y.C.

YATES SHOP CHANGES NAME A FACTOR IN AUGMENTING SALES

Lankershim, Cal., Concern to Be Known as the

Lankershim Brunswick Shop

Lankershim, Cal., Sept. 6.—Due to a change

of ownership, the Yates Music Shop will, in

the future, be known as the Lankershim Bruns-

wick Shop, and the stock of phonographs,

pianos and musical rrierchandise will be ma-

terially increased. D. E. Langlands and W. H.

Schade came into possession of the store some

time ago and have already assumed active

management of the concern. Mr. Langlands

has been assistant manager of the musical mer-

chandise department of the Southern California

Music Co. of Los Angeles for eleven years,

and recently organized a band at Culver City.

T. A. EDISON'S RECENT DISCOVERY

A new artist is likely to be added to those

making records for Thomas A. Edison, Inc., as

a result of the vacation motor and camping trip

recently taken by Mr. Edison and his friends,

Henry Ford and Fred Firestone. It seems that

while in Paris, Mich., Mr. Edison heard of the

skill of a local "fiddler," Jasper E. Bisbee, and,

after hearing him play the music in vogue for

dancing fifty years ago, Mr. Edison promised to

arrange for the making of test records at the

Edison laboratories in Orange, N. J.

Recording for the

Phonograph Trade

The best equipped and efficient

—low cost—laboratory in the

industry.

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

We will be glad to send sam-

ples of late recordings.

A. J. BAUM. . Manager
ARTHUR BERGH, Muiical Director

FRED OCHS, Recorder

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38th Street New York

How the Audak Demonstrating Device Oper-

ates in Making the Dealer's Sales Department
More Effective in Service to Custojners

In these days of modern merchandising with

heavy overhead, due to increased costs for sal-

aries and the demand of customers to be waited

on promptly and efficiently, with all that this

means in extending service, the retailer will-

ingly grasps at any proved plan that aids in the

The Audak (Style 10) in Operation

sinipHfication of sales. In this connection sev-

eral leading dealers and a number of depart-

ment stores, in planning to eliminate lost mo-

lion and add to the speed in making sales, have

recently adopted the Audak demonstrating de-

vice. A particularly popular model of this prod-

uct is the Audak No. 10, mounted on a small

table, occupying very little space, at which the

prospective customer may sit and hear any

number of records without interference from

record renditions at adjacent tables. This

equipment is dehvered in the color of the wood-

work of the store and can be set up for demon-

stration without delay immediately upon deliv-

ery. A series of such tables occupy very little

floor space. A group of popular selections is

placed in the rack before the customer and a

demonstration of those selected is made by the

prospective purchaser. The floor salesman, from

time to time, exchanges or adds to the records

set aside for the individual's demonstration, who
requires little other attention until the sale is

about to be completed. In this manner a full

battery of tables, equipped with the Audak, can

not only be cared for by one salesman, but al-

lows him sufficient time to extend to the vari-

ous prospective purchasers other minor services.

When the store is unusually crowded this has

been found one of the most feasible, successful

and profitable methods of record demonstration.

The majority of folks seem not only well satis-

fied with such methods, but often show par-

ticular pleasure with the arrangements. It is a

weakness of human nature to desire attention;

if the store is crowded to the extent that the

salesman cannot take care of all those before

the counter a seat at the table where a series

of records may be gone over not only suffices to

hold the customer within the confines of the es-

tablishment, but gives more than a little assur-

ance that he will make a reasonable amount
of purchases.

BROADCASTING PIANO SOLOS

Microphones are the prime essentials in radio

broadcasting and their perfection is one of the

trials of the radio engineers. It is quite sim-

ple to broadcast the human voice, for the

speaker or singer stands directly in front of the

microphone. It is equally simple with the vio-

lin or even a full orchestra, in the latter case the

combined sounds of the instruments being gath-

ered into a large receiving horn by means of

a curved sounding board.

But until within a recent period or so the

transmission of piano pieces had not been as sat-

isfactory as the radio engineers felt was pos-

sible. Now they are, due to the perfection of

a device by radio engineers in the largest trans-

mitting station up the State. By means of coils

anchored to the piano sounding board and a

magnetic system connected with the coils and

attached to the piano frame itself every tone is

faithfully reproduced electrically, v.\th all the

tonal shadings, and so sent on to the broadcast-

ing machine.

MAKING TALKING MACHINES IN SYDNEY

We are in receipt of a copy of the Australa-

sian Manufacturer, published in Sydney, a most

interesting magazine, by the way, in which ap-

pears a three-page illustrated story of the con-

struction of the Rexonola talking machine,

which is made by the firm of Jackson & Mac-

donald in Sydney. This instrument is a com-

plete Australian product and the writer of the

article, who describes its manufacture in the

fullest detail, naturally expresses pride in the

fact. Two illustrations of recent Rexonola

styles also appear.

MARKET FOR AMERICAN "TALKERS"

W.A.SHINGTON, D. C, Sept. 6.—A firm of im-

porters in Melbourne, Australia, is in the mar-

ket for American talking machines, according

to advices received by the Bureau of Foreign

and Domestic Commerce, this city. Complete

details may be secured by communicating with

the Bureau or any of its district offices and

mentioning File No. 7241.

The Texas Music Co., Breckenridge, Tex., has

been damaged by fire to the extent of $3,500.
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VINCENT LOPEZ
AND HIS

Hotel Pennsylvania Orchestra

reators of a new
style of dance music

A LITTLE over one year ago Vincent Lopez and
His Hotel Pennsylvania Orchestra boldly de-

parted from the beaten paths of mere syncopation
and created a new style of dance music.

It was startlingly unusual—oddly original. It was
daringly different from anything the dancing public
had previously heard. Soon, by means of nightly
playing at the Hotel Pennsylvania, the world's
largest hotel, wireless broadcasting and phenome-
nally successful, record-breaking Keith vaudeville
tours, the fame of this delightfully novel dance
music spread far and wide. Today, this very same
style of inimitable dance music, coupled with superb
musicianship, has attained for Lopez and his

talented organization a tremendous popularity that

is unparalleled by any other dance orchestra. Their
exclusive OKeh recordings are acknowledged to be

the finest dance records obtainable.

As an OKeh dealer, your share of the ever-growing
demand for Lopez's exclusive OKeh Records is as-

sured. Get it more quickly—make it as big as pos-

sible. Get behind these incomparable dance records

and give them some real, honest-to-goodness sales

effort. Let the public know you have Lopez records.

Talk them up. Play them for your customers at

every opportunity. Give your neighborhood the

Lopez habit. Dealers all over the country are doing

it—and steadily cashing in big as a result of their

sales efforts.

Your share of this Lopez boom is there for you to

get. Why not go after it?

Four of the Latest Lopez Hits
4881 SWINGIN' DOWN THE LANE 4878 f WONDERFUL ONE
10 in. 10 in. X
75c WHEN YOU'RE NEAR 75c (ON A MOONLIGHT NIGHT

4869 ( BESIDE A BABBLING BROOK 4857 (DOWN AMONG THE SLEEPY HILLS
10 in. 10 in. OF TENNESSEE
75c ( BLUE HOOSIER BLUES 75c ( MARCH OF THE MANNIKINS

Recorded Exclusively for

Records
The Records of Quality

(.Exclusive Okeh Artist)

liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiiUl^l^iiiiiiiiiiiiiiiiiiuiiiiiiiiiiiniiiiiiiii^

General

Phonograph Corporation
OTTO HEINEMAN. President

25 West 45th St. New York
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Another Superior Point for THE NEW COLUMBIA

The new reproducer is the most satisfying ever constructed. It

has the most natural tone of any reproducer on the market today,

and an unequalled capacity for volume. Freedom from blast has

been accomplished by a unique system of "shock absorbers."

Every musical tone, v/hether vocal or instrumental, is given v^ith

beautiful fidelity.

COLUMBIA GRAPHOPHONE CO.
New York

HARRY CUDDEBACK WELL AGAIN BLOOMINQDALE DEPARTMENT MOVES OKEH ARTISTS COMBINE IN TOUR

Head of Da-Lite Co. Back at Desk—Company
. Revises Schedule of Panel Distribution to

Comply With Victor Record Release Plan

Talking Machine Quarters Now in Fine Loca-

tion on Third Floor—Audaks and Other New
Equipment Add to Department's Efficiency

Dealers in Cities in Which Sara Martin and
Handy's Band Are Scheduled to Appear Tak-
ing Advantage of Opportunity by Tie-ups

Toledo, O., September 6.—Harry Cuddeback,

head of the Da-Lite Electric Display Co., in

this city, well-known manufacturer of electric

display signs for the Victor dealer, is back at

his desk after a six months' illness. Mr. Cudde-

back has resumed activities with his usual en-

ergy and is now making plans for an aggres-

sive Fall campaign.

Coincident with the recent Victor announce-

ment to the effect that Victor records will here-

after be released weekly the Da-Lite Electric

Display Co. will issue one panel each week,

featuring the outstanding record of each par-

ticular list. This arrangement will provide for

fifty-two panels per year, instead of forty-eight

as heretofore, thereby giving the dealer a se-

ries of timely, effective displays that will un-

doubtedly act as a most effective sales stimu-

lant the year round.

H. LAUTER CO. ADDS NEW MODELS

Indianapolis, Ind., September 6.—The H. Lau-

ter Co., of this city, well-known manufacturer

of talking machines and furniture, has just

added six new console models to its talking ma-

chine line. The company is preparing an at-

tractive circular featuring these models, empha-

sizing the fact that the cabinets are made at

the Lauter plant and that the equipment in-

cludes well-known standard products. The six

new models in the Lauter line are known as

Models D, E, F, G, H and I and are manufac-

tured in combination American walnut and com-

bination brown mahogany. The cabinet designs

are distinctive and the company is preparing to

take care of the active Fall demand which pres-

ent conditions indicate.

In order to take care of its increased busi-

ness the talking machine department of Bloom-

ingdale Bros., Inc., has moved to new quarters

on the third floor directly in front of the eleva-

tors. The departnient took possession of its

new home on September 4, and H. G. Berkeley,

manager of the Bloomingdale phonograph divi-

sion, states that his department is making plans

for the greatest Fall trade in history.

The present home of the department is new
in practically every sense of the word, as al-

most all of the old equipment was discarded

in order to introduce new ideas to cope with

changing conditions and modern requirements.

A battery of Audaks is being used instead of

booths, as only a few of the latter were retained.

Unique display fixtures for presenting ma-

chines are located at vantage points in the de-

partment and maximum service is offered the

store's clientele. Mr. Berkeley states that no

change is contemplated in the lines to be han-

dled by the department, which now comprise

Victor, Sonora, Brunswick and Pooley.

OPENS WHOLESALE ESTABLISHMENT

The Specialty Phonograph & Accessories Co.,

manufacturer of "Specialty Brand" phonograph

products, recently opened a wholesale estab-

lishment at 212 East 113th street. New York,

N. Y. This company will manufacture the

"Specialty" motor, suitable for portable and

small talking machines, and will also be a jobber

of parts and accessories, including needles, tone

arms, main springs, sound boxes, tools for re-

pair work, etc. The concern, which is well

equipped to efficiently serve a large clientele, is

planning a vigorous drive for business.

Two prominent Okeh record artists, Sara

Martin, well-known blues singer, and Handy's
Band, popular New York organization, have

joined forces and are now on a concert tour.

Under the direction of the National Music
League, Inc., of New York, these artists are

booked ahead through the South until October

1, after which they are planning to go to the

Pacific Coast. They are playing to capacity

audiences and attracting considerable attention

on the road. The itinerary to date has included

such well-known cities as Raleigh, Durham,
Greensboro and Charlotte, N. C; Columbia and

Greensville, S. C; Augusta and Atlanta, Ga.

;

Birmingham, Ala.; Memphis and Nashville,

Tenn.; Paducah, Louisville and Lexington, Ky.,

and Cairo, 111.

Sara Martin has won considerable popularity

through her distinctive rendition of colored mel-

odies and her Okeh records have won favor

from coast to coast. W. C. Handy, leader of

the band bearing his name, is well known as a

publisher, composer and orchestra director and

constitutes a perfect accompaniment for Miss

Martin's singing. The artists sing and play all

of the selections they have recorded for the

Okeh library, and Okeh dealers in the cities

where the company appears are using a great

deal of very effective publicity featuring the

concerts to excellent advantage.

FIELDS SONG SHOP BANKRUPT

A petition in bankruptcy has been filed against

the Arthur Fields Song Shop, talking machine

dealer, with a store at 2094 Seventh avenue.

New York City. The liabilities of the concern

are placed at $14,973: assets unknown.

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM
DETACHABLE

WONDERFUL
"ARTOIS

REPRODUCER

lO OR 12 INCH_,
RECORD TABLE

HANDLE PUT ON TO STAJf

STRONGLY
CONSTRUCTED

CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

NEEDLE VtfELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

PEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E" PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable.

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.
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0 G D E N
Home Building Movement Felt by

Trade in Increased Sales—Busi-

ness Prospects Good—The News

Ogden, Utah, September 5.—Prospects for

brisk Fall trade are exceedingly bright in this

district, according to George S. Glen, of the

Glen Bros. -Roberts Piano Co. "Already we
have felt the influence," said Mr. Glen, "and if

present indications may be taken as a criterion

we have reason to believe that a decided im-

petus will be given the talking machine busi-

ness in northern Utah, southern Idaho and

western Wyoming. Particularly gratifying are

the sales of higher-priced console Victor ma-
chines, which seem to be the most popular right

now. The home-building movement is reacting

in our favor. Many of the home buyers are

young folks who are furnishing their places

completely and we are benefiting by the sale

of pianos, talking machines and small goods."

Thomas J. Holland, sales manager of the

Glen Bros.-Roberts Co., reports an unusually

successful campaign among the women attend-

ing the annual cooking school conducted by a

local newspaper. Daily demonstrations of

pianos and talking machines were conducted

before 2,000 women, altogether, he said. They
were shown the latest types of machines and
heard the latest records, both popular and

classic. "This gave us a valuable personal con-

tact with the women, who are the actual buy-

ers," said Mr. Holland, "and we benefited very

materially."

Mr. Holland recently returned from a tour

of southern Idaho and the prospects of bumper
crops this Fall have put the farmers in a very

optimistic mood, he said. "The outlook in

southern Idaho and northern Utah appears so

bright that the company has put men in these

territories permanently."

Ezra Jones, of the Jones Phonograph Shop,

Brunswick and Sonora dealer, has returned

from a business trip to Wyoming with Leroy
Madsen, of the Lyric Music Co. They arrived

at Kemmerer, Wyo., just after the explosion in

the Frontier mine that killed ninetj'-eight men.

The trip took the two into the Jackson's Hole

country of Wyoming, where they sounded busi-

ness conditions. The abundant rain has bene-

fited the dry land crops and lifted the ranchers

out of the depression they have been in for the

past two years. Mr. Jones said he sold a num-
ber of phonographs on the trip and at Big

Piney, Wyo., a ranching town, he sold talking

machines to the two hotels. He remarked that

local business has improved and that he is pre-

paring for a very active Fall season.

Glen Thomas, of Browning Bros., Brunswick

dealers, who has returned from his vacation

spent in Jackson's Hole, Wyo., says that busi-

ness, although quiet during the Summer months,

has picked up materially. The demand for pop-

ular records is still good and business in the

more classical numbers is improving.

The Proudfit Sporting Goods Co., distributor

for the Edison, states that indications point to

the resumption of active business that has been

in a slump. The outlook has improved to such

an extent, the company said, that Thomas S.

Hutchinson, field representative, is being kept

the greater part of the time in southern Idaho,

where prospects for the sale of machines and

records are unusually good.

The William Music Co., Steger and Pathe

dealer, reports a revived interest in talking

machines.

C. E. Armstrong & Co. report that business

is keeping up well in view of the usual slow

season. "Better business than usual" is the

report of this concern. The company handles

Edisons and Pathes.

"RED HEAD GAL" CONTEST

NEW MUSIC HOUSE IN NORFOLK, VA.

The Foreman Music Co., Inc., Norfolk, Va.,

has been incorporated with a maximum capital

slock of $25,000 and a minimum of $1,000. E. C.

Foreman is president of the company; C. B.

Foreman, secretary, and V. L. Page is the other

incorporator. The company will deal in musical

instruments and supplies of all kinds.

BLATT BACK AT OLD LOCATION

Columbus, O., September 6.—The Blatt Music

Store has resumed business at its former loca-

tion, 133 South High street, after four months

of building and repairing following the fire.

Button IVi" dla., with body 2%" long

The New Holiday Business Booster
A Celluloid Button with body attachment in four colors vv^ith

dealer's imprint. So cheap they can be given away gener-

ously. 5,000 kiddies wearing these will give the dealer some
publicity. Splendid jobbers proposition. Write at once for

samples, prices and full details.

Philadelphia Badge Company
Manufacturers

942 Market Street Phila., U. S. A.

Live Brunswick Dealers Promote Sales of Rec-
ords by Unique Popularity Contest

Hallett & Pierson, Brunswick dealers in Ruth-

erford, N. J., have achieved considerable pub-

licity recently by asking who is the most popular

"Red Head Gal" and offering a reward for the

answer. Announcements over the signature of

Hallett & Pierson, giving the details of this

unique contest, read as follows:."To the auburn-

haired lady receiving the most votes between
now and September 10 we will present a beauti-

ful ukulele. Ten votes are given with each pur-

chase of Brunswick records, regardless of selec-

tion, but if you want to get enthused over au-

burn hair hear 'That Red Head Gal' by the

Isham Jones Orchestra on record No. 2412, and
by Marion Harris on record No. 2444." The
contest provided a number of interesting ques-

tions, particularly as to just what shade of hair

may be called auburn and not red.

FRANK ELMER TO OPEN NEW STORE

Watertown, N. Y., September 7.—Preparations

have just been started on a new music store

at No. 4 Paddock Arcade, which Frank M.
Elmer will occupy in a few weeks. Mr. Elmer
already has a store in the Paddock Arcade

and also conducts a branch on Arsenal street.

Victrolas, records and phonograph supplies and

accessories are handled.

NEW'ffi&SON
COMrAHISON with! THEtUVlNC ARTIST

BEVEALS NO DIFFERENCE

The demand of the public for the

NEW EDISON was never greater.

The models never more artistic.

The records never better.

The service in record releases

never so prompt.

These with the new low level in

prices on instruments and records
make

Large Profits Certain
We have a few towns open for

dealers.

Write for particulars.

a

Proudtit Sporting Goods Co.

OGDEN. UTAH
Intmrmountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.
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THE REASUPS CHEST
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The "Treasure Chest," beauti-

fully printed in full color, com-

prises six ten-inch double-face

records (12 selections) of the

choicest instrumental music of

foreign lands. The Chest and
envelope of each record has on

it a spirited and effective draw-

ing appropriate to the music,

together ivith an interesting and
vivid annotation.

Add to Your Treasure
The "Treasure Chest" is not a thing that happened
over night, nor through accident. Nor is it the result

of a pet idea. It is the "brains" of merchandising
experts, keen minds in the talking machine business;
men who have had years and years of thorough, hard
and practical schooling—yes, those who know what
will "go over" with the public.

Not only was matured thought necessary to create the "Chest"
but it required the outlay of a large sum of money.

And what was all this done for? To profit in selling "containers
and record envelopes" to Victor Dealers? No indeed!

Mr. Victor Dealer, the "Treasure Chest" itself returns no profit

whatever to us nor any other Victor Wholesaler. It was not
gotten up with that thought in mind. The "Treasure Chest"
was made solely for one purpose—to produce greater record
sales for Victor Dealers. And it does precisely that.

Dealers who are handling this wonderfully attractive offering

well know its value—and equally appreciative is the public who
have seen it.

The BRUNO organization sincerely works in the interest of all

enterprising Victor Dealers. What it creates or produces is for

the sole benefit of those Victor Dealers everywhere.

Now's the time to "add to your treasure" by adding the "Treas-

ure Chest" to your stock.

Ask your Wholesaler for the "Treasure Chest,"

He will serve you.

C. Bruno & Son, Inc.

351-353 Fourth Avenue New York
Victor Wholesalers to the Dealer Only
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NOVEL RECORD ADVERTISING STUNT THAT WENT OVER BIG

Souvenir Records of the Appearance of Marion Harris. Brunswick Artist, in Local Cafe, Pre-

pared by the Fitzgerald Music Co., of Los Angeles, Sell Like Proverbial Hot Cakes

One of the most novel advertising "stunts"

for tying up with the local appearance of an

artist was recently put over by the Fitzgerald

Music Co., of Los Angeles, Cal., during Miss

Marion Harris' appearance at a local cafe, the

Club Royale, on Washington boulevard, near

the City of Angels.

The Fitzgerald Music Co. is an exclusive

Brunswick dealer and Miss Harris is an exclu-

sive Brunswick artist, so, in addition to a great

amount of newspaper publicity and to an unu-

sual window display featuring Marion Harris'

appearance and her Brunswick records, the

Fitzgerald Music Co. evolved the idea of hav-

lecords sold might be kept as souvenirs of the

occasion and be lasting reminders of Miss Har-

ris, the Club Royale and the Fitzgerald Music

Co. This label is a cut-out, so that wfien pasted

on the records neither the. name Brunswick nor

The Fitzgerald Co. "Record Girl"

ing her records on sale at the cafe during her

appearance there and of designing a special la-

bel for the occasion to be pasted over the regu-

lar Brunswick label on the records, so that the

Autograph Souvenir Record Distributed
The wording on the label above the signature and address
of the Fitzgerald Co. reads; "Souvenir autographed Bruns-
wick record commemorating IMarion Harris' Club Royale
appearance, July-August, 1923. Sincerely yours, Marion
Harris (Signature). Singing at the Club Royale, Los

Angeles' most distinctive cate."

the title or number was hidden, but prominent
on the label was the name of the Club Royale
Cafe, with Miss Harris' own personal signature

just above and the Fitzgerald Music Co.'s name
on the bottom. The background of the label

was white with crimson and gold letters.

In the lobby of the Club Royale Cafe the

Fitzgerald Music Co. placed a table with a dis-

play of Marion Harris souvenir records and had

in attendance at this table a very attractive

young lady dressed in Spanish costume who
sold the records. Attractively engraved cards

announcing the sale of the records were placed

on each table in the cafe.

Miss Harris sang twice during each evening;

first at 10 o'clock and the second time at 12

o'clock, and directly after each one of Miss Har-

ris' appearances the young lady in charge of

record sales would go around among the tables

with a tray of souvenir records and sell or take

orders for them.

The records delivered to the customers in the

FULL LINE of HARDWARE
FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

i . STAY-ARM

INVISIBLE HINGE

PORTABLE

NEEDLE CUP ^

DROP DOOR HINGE

We have been catering to the hardware needs of the

talking machine industry for a number of years. Conse-
quently we are in a position to give attention and service

of the highest calibre.

H. A. GUDEN CO., Inc.
227 CANAL STREET NEW YORK, N. Y.

cafe were enclosed in an envelope specially de-

signed and printed for the occasion, but in most
cases the young lady merely took orders and
had the records delivered to the customers the

next day, thus saving the purchasers the trouble

of carrying a package of records with them and
demonstrating the firm's service.

The idea was entirely new and novel, but

went over in the biggest sort of way—the first

week or ten days the record sales at the cafe

averaged almost one hundred per night—and
this in view of the fact that the price of these

souvenir records was raised from 75 cents to $1

each, but the actual sales made at the cafe were
really one of the smallest benefits derived. The
great advertising and publicity received by the

Fitzgerald Music Co. from this unusual sort of

tie-up have been inestimable.

As the Club Royale Cafe is one of the largest

and highest class "dance palaces" in Southern

California, and as some six to eight hundred

better-class, amusement-loving people visit this

cafe each night, the value of the "stunt" in an

advertising way can readily be seen.

A NEW FORM OF RETAIL SWINDLE

So-called Talking Machine Salesman Works
Fast in Ohio and Mulcts Dealer of Money,
Machine and Records

It sometimes happens that a talking machine
dealer is called upon to guard against dead

beats within his own establishment, as well as

those Outsiders who make a practice of en-

deavoring to get something for nothing. A case

in point has come up in Ohio where a so-called

Salesman has developed a somewhat new form of

swindle, which is described in a letter sent to

Secretary Hyre of the Music Merchants' Asso-

ciation of Northern Ohio as a warning to other

music merchants in that section of the country.

It might be well for trade members to study

the case in order to be on their guard against a

similar experience, which is described in a letter

as follows:

"One of the things our Music Merchants' As-

sociation is for is the protection of its members,

and we feel it our duty to pass along the benefit

of a recent experience.

"A good-looking stranger with a foreign ac-

cent came to town and asked for a job selling

machines on a commission basis, stating that

he could pick up a few orders among the Polish

people who preferred to deal with one of their

own countrymen.

"Agreeing that no results, no pay was the con-

tract, we let him have catalogues, and later in

the day he phoned in that he had a sale for a

portable Victrola, asking that it be gotten ready

for him to demonstrate to a customer. Later,

still, he came for a machine, with a list of Polish

records, stating that he had a prospect for a

larger machine, also.

"A few minutes before closing time he rushed

in with a check purporting to be given by a local

Polish resident and made out for a few dollars

more than the price of the Victrola and records.

"We cashed back the balance plus 10 per cent

commission and the good-looking gentleman de-

parted with a promise of 'More business to-

morrow'."

"Of course the check is no good, so the loss is

machine and records plus a few dollars of real

cash.

"The name of John Potocki was given, the

man being about forty years old, five feet eleven

inches tall, well dressed and well posted on

phonographs and pianos."

O T O R S
Ready for Delivery

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

Phonograph selHng for $100. Sample, $5.75.

MERMOD & CO.,
^6Eas'23dSt.

Telephone Aahland 7395



September 15, 1923 THE TALKING MACHINE WORLD 55

"PERFECT AS A GEM"

The INSTRUMEIVT FOR PARTICULAR PEOPLE
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Three Reasons Why the Kimberley is a Sales Leader

1. DISTINCTIVE CABINET DESIGNS

2. HONEST VALUES

3. UNUSUALLY LIBERAL DISCOUNTS

Distinctive Cabinet Designs

Every cabinet in the Kimberley line was de-

signed by experienced cabinet draftsmen and

represents the last word in modern cabinet

construction. Designed to satisfy the require-

ments of the most discriminating purchasers,

Kimberley cabinets are noteworthy for their

artistic lines, superb finish and superior work-

manship.

Honest Values

The Kimberley phonograph is manufactured

in its entirety in our modern, up-to-date plant

at Perth Amboy, N. J. We are not attempt-

ing to produce a cheap, inferior product of

the commercial type, but on the contrary are

offering the trade and public honest values

that challenge comparison. Every piece of

material entering into the construction of the

Kimberley phonograph is the best the market

affords, and for this reason we do not hesitate

to market Kimberley phonographs on a basis

of guaranteed satisfaction to the purchaser.

Unusually Liberal Discounts

The discounts we offer to the trade are excep-

tionally liberal, but we are not sacrificing

quality to provide for this discount. By cut-

ting down our overhead to a minimum, by

manufacturing in large quantities and by rea-

son of unusually favorable factory and ship-

ping facilities, we can give the dealer or

jobber far larger discounts than the recog-

nized trade figures.

You Need the Kimberley Agency
Now

The Fall season is here, and you must have a

recognized sales leader to get your share of

the business. Write today for our illustrated

catalog, showing the complete Kimberley line,

consisting of seven models, retailing from
$100 to $275. Let us tell you all about our

special dealer proposition. It will mean
money in your pocket.

There is limited territory open for a jew
jobbers. If you are interested write today

The Kimberley Phonograph Company of New Jersey

Perth Amboy, N. J.

Factory:

Perth Amboy, N. J.

Office and Show Rooms:
206 Broadway, New York City
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RICHMOND
Jobbers Are Rushed Supplying Re-

tailers — Plenty of Employment

and Good Crops Create Optimism

Richmond, Va., September 7.—The fact that

there is plenty of employment for everybody

who wants to work, coupled with the fact that

crop prospects in the Richmond territ.ory are

declared to be better than they have been for

several seasons, is helping to stimulate busi-

ness greatly.

Indications point to an exceptionalh' good
Fall business, according to Richmond talking

machine jobbers and retailers. H. Wallace

Carner, Starr jobber, says that orders are

coming in so fast that he is finding it difficult

to supply the demand in the Virginias and Caro-

linas which he covers. Demand is particularly

brisk for console models which, he says, are now
selling 50 per cent better than cabinet, whereas

the latter used to be the leader in demand.
While he has appointed no new dealers in re-

cent months, he has been having his hands full

keeping up with the business coming in from
those already appointed. Record business is

also brisk, having doubled within the past year.

The new Gennett record, "Cut Yourself a Piece

of Cake," gives promise of equaling, if not sur-

passing, "Yes, We Have No Bananas" in popu-

larity, he says. Mr. Carner has just returned

from a business trip through southwest Virginia

and reports the outlook in that section better

than ever before.

Bright Prospects. Says R. C. Gentry

R. C. Gentry, who travels southern Virginia

and both the Carolinas for the Corley Co., Vic-

tor jobber, reports that there is a marked im-

provement in conditions in South Carolina,

which had been considerably below standard

for some time. The boll weevil menace is not

so great this year, he says, and the farmers

are looking for a better cotton crop as a con-

sequence. Conditions are also improved this

3'ear in eastern North Carolina, where cotton

is the staple crop. In western North Carolina,

where there is a greater diversity of industry,

everybody is apparently prosperous and looking

ahead to big Fall business in practically every

line. Virginia is likewise on a stable basis,

with bright prospects ahead. Tobacco, the

staple crop of this territory, gives promise of

bringing big prices.

Live "Victor" Dog in Window Attracts

Medium-priced consoles are the leaders

throughout the territory, Mr. Gentry ascertained,

in calling on various dealers. In Greensboro he

came upon one dealer who has devised a novel

advertising scheme to exploit the Victor. The
advertisement consists of the display of a live

fox terrier in a front window that is a facsimile

of the famous Victor trade-mark. The dealer

is the Greensboro Music Co.

In Charlotte Mr. Gentry and several other

Victor salesmen chanced to come together and

were thus enabled to exchange views on busi-

ness, all being pleased with prospects.

In the group besides Mr. Gentry were Dave
Pruitt, Victor factory representative; Clem
Salter, Parker Gardner, Charlotte, and C. H.

Ray, Elliott Talking Alachine Co., Atlanta.

New Victor Dealer Appointed

The Corley Co. announces the appointment

of Winstead's, of Conway, S. C, as a new Vic-

tor dealer. This firm reports that colored artist

records are going best in Virginia and the

Carolinas.

Walter D. Moses Co., Victor dealer, reports

business having been from 10 to 20 per cent

better in August than in the corresponding

month of last j ear. This is taken as an indica-

tion that September and the other Autumn
months are going to be better than the same

period in 1922.

Brisk Demand for the Edison

The C. B. Haynes Co., Edison jobber, found

August a better month than July and the com-
pany' is anticipating greatly improved business

during the Fall. Substantial sales have alreadj'

been made and in addition there has been an

extra number of inquiries. Encouraging reports

were brought in recently by the following deal-

ers visiting the Richmond house: Bernard Alls-

brook, Dixie Furniture Co., Scotland Neck,

N. C. ; George I. Allen, Worley Furniture Co.,

Wilson, N. C; N. Strauss, Bennettsville, S. C;
C. D. Hubert, Hubert Jewelry Co., Victoria, Va.

Edisons as Charity Contest Prizes

The C. B. Haynes Co. announces that the

Methodist Orphanage of Richmond won first

prize in the charity contest, in which a radio

outfit and eleven Edison machines were offered

as prizes, that institution polling a total of

5,392,969 votes. As it was alread}^ equipped

with a talking machine, the orphanage selected

the radio set. Sheltering Arms Hospital came
second with 4,149,759 votes and St. Joseph's

Orphanage third with 3,197,184 votes. The
Baptist Home for Aged Women captured fourth

place with 2,220,452. Twenty-nine Richmond
business houses participated in the contest.

Under its terms a vote was allowed for each

penny's worth of purchase. Most of the par-

ticipating houses expressed themselves as well

pleased with results achieved.

The Haynes Co. thinks so well of it as a

sales promotion idea that it has circularized its

dealers suggesting that they endeavor to have

similar contests staged in their communities.

A. L. M. Wiggins, vice-president of the Trust

Co. of South Carolina, president of the South-

ern Retail Merchants' Association and general

manager of J. L. Coker & Co., Inc., Edison

dealer in Hartsville, S. C, was a recent visi-

tor to Richmond on the occasion of the South-

ern retail merchants' annual conference, over

which he presided. Mr. Wiggins called on the

C. B. Haynes Co., Edison distributor, and

placed a substantial order for Edisons.

J. D. Spiers, Edison dealer in Smithfield,

N. C, and Mrs. Spiers were visitors to the C.

B. Haynes Co. Mr. Spiers has been enjoying

an increasing business all Summer and is pre-

paring to do an exceptionally large Edison busi-

ness this Fall. Other visitors included H. B.

Lasting, in charge of the Edison department

of S. Lasting & Bro., Portsmouth, Va.

F. W. Danner, Edison field representative for

the C. B. Haynes Co., has returned from a suc-

cessful trip through North Carolina. Mr. Dan-

ner has turned in an exceptionally large volume

of business from the dealers he called on and

reports that dealers are preparing for a large

Fall business.

Goldberg Bros. Busy in New Home
Goldberg Bros., Pathe jobbers and dealers,

who recently moved from 1211 East Main street,

this city, to more spacious quarters at 5 North

Thirteenth street, report a brisk business in

Pathe concert models designed for use in dance

halls and other public places. One of these

models was recently sold to the Lakeside Coun-

try Club. Another country club of this city

has asked that one be placed on display.

Petersburg Music Co. Incorporates

The Petersburg ilusic Co., Inc., Victor dealer,

which recently took out papers of incorporation,

had been previously operating as the Peters-

burg Music Co., with George B. Carter and

J. K. Fletcher as partners. Officers of the

incorporated firm are: George B. Carter, presi-

dent; F. N. DeLuca, vice-president, and J. K.

Fletcher, secretary. Mr. Carter is an automo-

bile dealer and is not actively identified with

the firm. Mr. Fletcher has been its manager

and will continue in that capacity. Mr. DeLuca
is well known in Petersburg musical circles

The firm handles general musical merchandise

lines. Maximum capital is limited to $50,000

and minimum to $5,000.

J. Flegenheimer, field representative of the

C. B. Haynes Co., has returned from a pleasant

vacation spent in the North and has departed on

a trip to call on Virginia and Tennessee dealers.

TH

Disc and Amberola
Instruments

DISTRIBUTORS Recreations and
Amberol Records

$ AL ES MEWMISONj
GOMMRISON 'srriiJEfflilfJVING ARnST

REVEALSlNqiliDiBl^EREWCE

PROFITS

Brisk fall business has begun and the busy
winter season is approaching

A few more dealerships must be established
to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

ACT NOW

RlCHMOND,VlRGINIA
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ReproducGranc/TonQArm

Original and Exclusive Features
Play Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 8^", 9^^", lO^^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

Reproducer in position to play
Edison Records with Saffo
point or fibre needle.

Shows reproducer throjvn back
on tone arm in Edison position.

Dome cannot touch it.

Equipped with or without
Mute, Mica or NOM-Y-KA
Diaphragm.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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NEW PHONOMOTOR CO. CATALOG

Various Talking Machine Accessories Manufac-
tured by Prominent Rochester, N. Y., Con-
cern Described in Attractive Booklet

Rochester, N. Y., September 5.—The Phono-

motor Co., of this city, has just issued an at-

tractive catalog featuring its various products

—

the Phonomotor, the Phonostop and the Need-

A-C!ip. W. F. Hitchcock, proprietor of the

Phonomotor Co., is responsible for the prepa-

ration of this catalog, which can, undoubtedly,

be used to splendid advantage by the trade.

The Phonomotor, v^rhich is an electric equip-

ment complete in every detail, is illustrated and

described eflfectively. Particular attention is

paid to the fact that this product is guaranteed

perfect from all defects, except those caused by

its abuse by the owner. The Phonostop, which

is an automatic stop well known throughout the

trade, is also described briefly, and the Need-A-

Clip, a fibre needle pointer that has attained

considerable popularity, is interestingly featured.

The text of the book calls attention to the

salient points of the Phonomotor, giving details

regarding the frame, bearings, worm gear, the

number of moving parts, etc. There are also

presented several letters that Mr. Hitchcock has

leceived regarding the satisfaction the Phono-
motor has given its purchasers.

TO MAKE RECORDS IN LOS ANGELES

Los Angeles, Cal., September 4.—The Harris

Record Co. has been organized in this city, with

Jess M. Harris, vice-president and musical man-
ager, and Arthur H. Walbridge, secretary and
treasurer. The company has secured a plant in

Hollywood and has begun manufacturing opera-

tions. The records will bear the trade-mark

name "Triumpha."

The Munholland-Danwitz Furniture Co., Co-

lumbia dealer, Monroe, Pa., has moved into a

new building at 349-351 De Siard street, and

the firm now operates one of the finest music

stores in this vicinity.

REPAIRS
TALKING MACHINE TROUBLES AND

HOW TO REMEDY THEM
Conducted by Andrew H. Dodin

THE SALESMAN AND THE MACHINE

In the construction of a talking machine there

are any number of important little facts that

a salesman should make himself thoroughly con-

versant with, so that, when a customer wants
to know this or that about the machine being
demonstrated, he will be able to answer ac-

curately and promptly.

The placing on the market of so many differ-

ent machines in the last few years has put the

salesman in a different position than he held

formerly, when he sold his goods by name only,

the customer never asking, or, for that matter,

caring, what was on the inside of the machine.

To-day one must show what merit the motor
has in comparison to another, what the good
points of the sound box and tone arm are and
how the cabinet is made and finished to be

equal to, or better than, another make.

The salesman should first get all the informa-

tion he can from the manufacturers of his par-

ticular machine, particularly in relation to the

motor construction, and then he should make
his own comparisons with the machines of the

same type and price in other makes.

He should acquaint himself with the different

parts of the motor, the width and length of the

main springs and the number of records it will

play with one winding.

He should be able to point out to the cus-

tomer the proper places to oil and grease the

motor and should make it very plain that it is

to their benefit to oil the motor every few

weeks to prevent wear of parts and to insure

perfect running.

He should be able to point out the construc-

tion of the governor and explain the action of

ihe governor regulator, how by moving the

^peed screw it in turn moves the governor lever

;ind friction pad, allowing the governor to go

faster or slower, which raises or lowers the

pitch of the voice or music, as the case may be.

The sound box is most important and the

customer is always very much interested in how
the voice is obtained from it. Get acquainted

with its construction. Is the diaphragm made
of mica, paper, aluminum or some special com-
position? Are the insulating gaskets of solid

rubber or tubing? Has the tone arm a universal

joint enabling you to play any make of record,

and can you regulate the volume of sound in any

other way than by changing to a softer-toned

needle?

Are the panels of the cabinet made of three

or five-ply material, which parts are of solid

wood and which veneer; has the cabinet been

given two coats of varnish or three; how many
records can be placed in tlie record compart-

ment? These are some of the numerous ques-

tions which the average customer asks and for

which the salesmen should have ready, intel-

ligent answers.

SOME GOOD COLUMBIA PUBLICITY

The Columbia Graphophone Co. is receiving

timely publicity through the use of a Columbia

phonograph in one of the acts featured in

"George White's Scandals," at the Globe The-

atre. The phonograph plays a prominent part

in the skit and so far has not been afflicted with

stage fright.

GILSENAN OPENS IN PERTH AMBOY

Perth Amboy, N. J., August 14.—The Gilsenan

Piano Co. lias just opened a store here at 284

State street and has inaugurated a special sale

of uprights and players by way of introduction

to this community. This concern also has a

store in New Brunswick.

a famous 50c record

mwxismmmmmm beat the field~
\i Z^ull-o-pep"

Iff

on EVERY ONE of these hits!

Proof that BANNER releases the hits FIRST!
Assurance that BANNER brings extra profits!

Can you afford to overlook this service?

PLAZA MUSIC COMPANY
1 8 West 20th Street New York City
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TALKING MACHINE MEN'S OUTING
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Sports and Sail on Long Island Sound Con-
tribute to Enjoyment of Gotham Dealers and

Friends at Annual Outing of Association

With perfect weather as an added attraction,

the members of the Talking Machine Men, Inc.,

thoroughly enjoyed their annual outing held on

Tuesday of this week. This year's event took

place at Karatsony's Hotel, Glen Cove, L. I.,

where last year's outing was held, but the enter-

tainment committee provided a. program that

made the 1923 outing the best ever.

Instead of using buses, the dealers and their

friends assembled at Pier A on the North
River, where the steamer "Seagate" was wait-

ing for their special accommodation. A delight-

ful two and one-half hour sail up the sound

provided the necessary incentive for an enjoy-

able "shore breakfast," subsequent to which

various athletic games were scheduled. Sol

Lazarus, chairman of the entertainment com-

mittee, was in charge of the field sports.

An interesting baseball game between teams

captained by "Jim" Donnelly and "Jim" Davin

resulted in a victory for the former by the score

of 6 to 5. In the swimming and diving events

O. P. Graffen proved the champion, winning

several prizes after keen contests. In the three-

legged race H. E. Speare and "Chick" Mariniss,

representing the Musical Instrument Sales Co.,

were the winners. Mrs. Norman won the ladies'

race on the cinder track and also the ladies'

swimming race. The prize fox-trot was cap-

tured by "Jim" Davin, with Mrs. Sidney Cole-

man as his partner. Otto Goldsmith, dancing

with Sol Lazarus' daughter, Ethel, was the

winner in the lucky number waltz contest. The
fat man's race was won by one of the members
of Selvin's Orchestra, which furnished music

during the outing.

After the games were finished the members
of the party did ample justice to an excellent

shore dinner, and the ride home by moonlight

was a fitting climax to a day of enjoyment.

PLANS "PHONO=VAUDETTES" CAMPAIGN

Commercial Art Shop, Covington, Ky., Arrang-
ing for Drive on Clever Phono-entertainment

Device—Excellent 'Window Attraction

The Commercial Art Shop, Covington, Ky.,

is making plans for an energetic sales campaign
in behalf of the "Phono-Vaudettes." This

unique product consists of a miniature stage

which is just large enough to stand on the

phonograph in front of the table. It is artis-

tically designed and brightly colored, furnish-

ing a realistic setting for the performers, who
dance to the record as it plays.

The operation of the Phono-Vaudette is very

simple, but unusual effects are received by rea-

son of the fact that the performers are con-

stantly going through new and original evolu-

tions while keeping step to the music. The
dancing characters presented in Phono-Vaud-

ettes include "Shuffling Sambo," "Scotch Las-

sie," "Hawaiian Dancer" and "Tramp Come-
dian." The Commercial Art Shop has suggested

to the dealers that Phono-Vaudettes can be

used to advantage as a window attraction to

draw the attention of passers-by, and this is

especially true during the Fall and holiday sea-

son. The company is planning to co-operate

with its dealers along practical lines in develop-

ing a demand for this novelt)'.

OUTING GREETINGS FROM THE AIR

At the recent outing of the Talking Machine

Men, Inc., held at Glen Cove, L. I., one of the

interesting features was the appearance in the

skies of the "Brunswick Aeroplane," from which

were scattered greetings to the outing visitors

from the Brunswick-Balke-Collender Co. The
aeroplane "Brunswick" is maintained in Jamaica,

L. I., by Archie Smith, of Smith's Brunswick

Shop, and under an arrangement with H. A.

Beach, Eastern sales manager of the Brunswick

Co., it appears frequently over the Polo Grounds

and at other outdoor sporting events in Greater

New York.

L. HOCHBERG BUYS BUSINESS SITE

Greensburg, Pa., September 5.—The new quar-

ters at West Otterman street and Pennsylvania

avenue here of L. Hochberg, prominent local

music and jewelry dealer, are being remodeled

and renovated to meet the needs of Mr. Hoch-
berg's business. In addition to jewelry a com-
plete stock of talking machines and pianos is

handled by this enterprising dealer.

HUDSON MUSIC CO. INCORPORATED

The Hudson ^ilusic Shop, of Hastings, N. Y.,

has been granted a charter of incorporation

under the laws of this State. The concern is

capitalized at $10,000. Incorporators are A.

Barchas, R. Lurie and P. Block.

ThePHONOMOTORCO.
WM. F. HITCHCOCK, Proprietor

121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED
Universal— alternating or direct cur-

rent. Complete, with every part ready
to run.

Sample, mounted on motor board,
\2x\2Va, $25.00 C.O.D. Money back
if not satisfactory.

The PHONOSTOP
An automatic stop for all talking ma-
chines, 100% efficient.

STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all

over the world.

Nicke or Gold.

Your phonograph
is worthy of the

best stop.

This is the only one.

Your customers appreciate it

Our NEED-A-CLIP
A fibre needle clipper with hardened
tool steel blade, retails at 75c, does its

work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

The PHONOMOTOR
Trade-Mark Reg. U. S. Pat. Office
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TAX PROBLEMS ARE AGAIN TO THE FORE IN WASHINGTON
Coming Session of Congress Likely to Take Up the Entire Tax Situation Once More—President

Said to Favor Such Action—Strong Move Likely to Enact a General Sales Tax

Washington, D. C, September 8.—With the re-

turn from Europe of Senator Reed Smoot, of

Utah, who will be chairman of the Senate

Finance Committee in the next session of Con-
gress, plans are taking shape for the reopening

in December of the tax question. During the

coming session of Congress there is no doubt

but that energetic efforts will be made to se-

cure the repeal of all remaining war taxes, with

which will be coupled, in one form or another,

a sales tax which is expected to furnish the

revenue which would be lost by the elimination

of the other levies.

It is understood that President Coolidge is in

favor of the opening up of the tax question in

a general way, so as to bring about a reduction

in income taxes, particularly in the lower

brackets and the surtaxes on large incomes.

At the same time the Administration is on rec-

ord as favoring a constitutional amendment

under which bonds now exempt from tax would
be reached. It is estimated that more than

$10,000,000,000 have been invested in such bonds,

and that money returns no revenue to the Gov-
ernment. On the other hand, Senator Smoot is

opposed to the opening of the question because

of the fear that the radicals will take advantage

of the opportunity to slip in legislation pro-

viding for a return of the excess profits tax

and other features that the leaders are side-

stepping.

Th2 House of Representatives, generally

speaking, favors tax reduction and tax revision.

A big fight will be waged, if the opportunity is

afforded, for a return of the excess profits tax.

The sales tax will be seriously opposed, and it

is doubtful if it can be put through, especially

in view of the many changes in the House

membership just brought about at the last elec-

tions. The farmers are antagonistic to this

proposal, and the farming interests will wield
far-reaching influence in the next Congress.
Senator Smoot, however, will again push his

sales tax plan, and expresses optimism as to

the result, and the United States Chamber of

Commerce, representing about half of the busi-

ness men of the country, has gone on record as

being in favor of such a tax and has carried its

recommendation to President Coolidge. The
Chamber advocates the repeal of all remaining
war excise taxes, with any revenue ivhich might
be needed as a result of their elimination to be

collected by the tax on sales, making all share
the burden equally.

Tax legislation, under the Constitution, must
originate in the House. President Coolidge will

talk with House leaders on the matter of reve-

nues, but Senator Smoot and his Senatorial col-

leagues will have a great deal of influence with

the Administration in mapping out the kind of

legislation to be sought. While this legislation

must originate in the House, it is generally in

the Senate that the final pruning is given to

bills, and it is in the upper branch of Congress
that undesirable legislation is most often de-

feated. The Finance Committee is the most
powerful body in that respect, and with a de-

cided Republican majority there would be no
doubt as to the fate of legislation introduced by
opponents of the Administration. However, the

Republican majority in the Senate, which was
twenty-one at the last session, has been cut to

six, and of the ten Republican members of the

old Finance Committee only five will be in

Congress this year. It is probable, in view of

the reduced Republican majority, that there will

be a demand for increased Democratic repre-

sentation on this committee, and also for more
complete representation of the so-called farm

bloc.

PHILPITT & SON GOT THE LETTER

Missive Addressed to "Best Music House"
Reaches Proper Destination

Jacksonville, Fla., September 7.—That the music

house of S. Ernest Philpitt & Son in this city

stands pretty high in the estimation of the

postal officials was indicated recently when a

letter addressed simply "Best Jacksonville Mu-
sic Store, Jacksonville, Fla.," was delivered

without delay to the Philpitt offices. As a mat-

ter of fact, the post office was right, for the let-

ter was intended for that particular music house,

as were several previous letters bearing similar

general addresses.

Theodore H. Bower, manager of the local

Philpitt store, with Mrs. Bower, will leave this

week for a vacation trip through the North,

stopping at Baltimore, New York and various

points in New England.

INAUGURATES DIRECT=MAIL DRIVE

Columbia Mantel Co. Uses Letters to Show
Merit of Talking Machine and Radio Products

The Columbia Mantel Co., Brooklyn, N. Y.,

has inaugurated its Fall campaign with two
well-written sales letters under the signature of

C. H. Gudegast, secretary of the company, one

on the subject of radio cabinets and the other

covering the talking machine line. In the radio

letter is offered a full line of cabinets, both up-

right and of console type, with or without pho-

nograph combination. The talking machine

letter features the "Recordion" line of talk-

ing machines which this company produces.

The Columbia Mantel Co. has been in ex-

istence many years and has built up an excel-

lent reputation through its products.

CONSOLIDATION IN SENECA FALLS

E. J. Ryan, of Seneca Falls, N. Y., has pur-

chased the block occupied by Fred Teller, in

Seneca Falls, and will consolidate with him.

After elaborate changes are made they will

open a first-class music and furniture store.

NOW AVAILABLE FOR
The AMERICAN INDUSTRY

EUROPE'S MOST CELEBRATED

THORPNQ Phonograph Motors,

1 ri\yl\I-il 10 Tone-Arms & Sound-Boxes

Made in all standard types, from I to 4 springs, embodying the very best in

metals and processes, and according to the superlative Swiss workmanship of

HERMANN THORENS, Ste. Croix, Switzerland
Priced in America on a basis to interest all successful talking machine manu-
facturers who desire distinctive motive equipment of the highest excellence.

Inquiries from manufacturers invited.—District representatives now being appointed

104 Fifth

Avenue
L. H. JUNOD & CO. New York,

N. Y.EXCLUSIVE AMERICAN AGENT
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New liist $100.00
Model n

Brown Mahogany or
American Walnut
Round Ivory Horn,
record shelves, gold

oqiiipmcnt.

Xew List §125.00
Model 20

Brown Mahogany Only
Jlusic Master Horn

Jfo. 44 Motor, record
album filing device.

\U exposed parts gold-
plated.

Model 100
Height, 36"; width, 36";
depth, 24". Adam Brown
Mahogany or American

Walnut.

Model 123
Height, 36"; width, 36";
depth, 24". Adam Brown
Mahogany or American

Walnut.

No Better Tone Instrument

In the World

-^TWO
High Grade Lines of Phonographs

With a Price That Will Sell

Every instrument on this page is ex-

ceptionally good, regardless of price,

with the house back of it for years.

We offer you phonographs that are

masterful in their perfection of high

grade cabinet work, exquisitely

finished by skilled workmen, and

when you sell one of these perfect

tone producing instruments, you
prepare the way for another sale.

The more -closely you analyze our

high grade construction, combined

with perfect tone quality, the more

fully will you realize its unqualified

value.

Write for our booklet and net prices,

which are exceptionally low, in large

or small quantities of either line.

Player -Tone Talking Machine Co.
Office and Salesrooms

632 Grant

Street

Model 40

All gold equip-

ment, with 5

record filing al-

bums. $150.00

Pittsburgh,

Pa.

Model 30

All gold equip-

ment, with 5_

record filing al-

bums. $135.00

ifSO.OO

Model 310
^lahogany and Oak

$100.00
Model 311

Oak or Mahogany

'$110.00
Model 314

Oak, Mahogany or Walnnt

S125.00
Model S16

Oak or Mahogany

$150.00

Model 901

All Gold Equipment
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Concert Plans of Famous Record Artists
Opportunities for Dealers to Tie Up This Fall With Leading

Singers and Instrumentalists Who Record for Leading Companies

Judging from the announcements that have

already been made regarding the plans of prom-

inent musical artists for the coming season and

the additional tours that are now being ar-

ranged, the season will undoubtedly be one

of the most interesting in a number of years.

Not only are those artists who make annual

lours of the country arranging to do so again

this season, but there are several who have

never been heard before in America or who
have not been here for a number of years.

From the angle of the talking machine dealer

who realizes the permanent good that comes

from featuring high-class records by well-known

artists, the elaborate plans for the new season

are prolific with opportunities for tying up with

the various artists while appearing in this or

that city. The itineraries are always published

well in advance and the dealer can get them

either from the record company whose product

he represents or direct from the artist's man-

ager.

The local appearance of a great record artist

can be capitalized most successfully by the

retailer who thinks clearly and can arrange his

plans well in advance. It is conceded that no

amount of printed literature regarding the

artist and no amount of selling talk can be

made quite so effective as personal contact with

the artist himself through the medium of the

local concert stage. Numerous instances are

on record where individuals with no particular

musical training or enthusiasm have attended

recitals of big artists largely from curiosity

or because it was the thing to do and then

became consistent and persistent buyers of rec-

ords of these artists. In such cases the contact

developed through the local recitals makes the

talking machine owner feel as though he was
buying the recordings of a friend, or at least

of some person who represented something

tangible in the flesh rather than simply a name.

There are so many ways in which an ener-

getic dealer can tie up with the appearance of

the artist that space prohibits the listing of

them all, but it might be mentioned that simply

carrying the prepared advertisement of the

manufacturer or placing a list of the artists'

recordings in the show window is not sufficient.

The proper method is to tie up directly with

the advance advertising of the artist, featuring

particularly those numbers that will be included

iri his prograni and have been recorded, pro-

\ ided the advance program can be obtained,

which is generally the case. Then an effort

should be made to carry a special announcement
in the concert program, listing not only the

programmed numbers, but also other records

by the artist which are calculated to appeal to

good musical tastes.

More than one dealer has added materially

to his record-buying clientele by giving a re-

cital or two at his store a few days before the

appearance of an artist, or, for that matter,

an opera company, playing over and explaining

at the recital the selections that are to appear

in the regular concert program. A surprising

number of music lovers will take the oppor-

tunity of refreshing their memories regarding

certain numbers that they may enjoy the work
of the artist himself more intelligently and

cases are known where confirmed opponents of

music in record form—fortunately they are

growing fewer each year—have had their preju-

dices removed by just such recitals.

The main thing is that several scores of

artists whose names stand high in the musical

world are going to tour the United States

during the coming season and there will be

hardly a city or town of even moderate size

where at least one or several artists will not

appear. Even when the recitals are held in

neighboring cities and towns the small-town
dealer can still capitalize the event possibly as

some Western houses do it—by arranging per-

sonally conducted excursions to the largest cen-

ter for the benefit of their friends and patrons.

The opportunity is here; the next question is

to capitalize it.

The first announcements of the Fall plans of

the artists notable in the field of recording ap-

pear herewith and are worth close study:

Among the Singers

Mme. Schumann-Heink, Victor artist, now at

her California home, will come East to sing in

Carnegie Hall on Sunday, October 14, starting

from New York her new tour under S. Hurok's

direction.

Merle Alcock, Edison artist, who has been

engaged for the Metropolitan, will return from

France in October.

Paul Althouse, Edison artist, arrives in New
York late this month to prepare for a long con-

cert tour.

John Barclay, Brunswick artist, will start his

season with a New York concert early in the

Fall.

John Charles Thomas, Vocation artist, who
is to give a recital at Albert Hall, London, Sep-

tember 30, will sail for home on October 3 and
open his concert tour at Aeolian Hall, New
York, October 14.

Frieda Hempel, noted soprano and Edison

(Continued on- page 64)
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Victor cAccessories

'Main V/holesale Depot:
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Announcing the New Pathe Models

Model 36

The Queen Anne Model illustrated above is furnished in brown
mahogany and walnut; exposed metal trimmings in antique silver

finish; universal tone arm; Pathe perfect tone control; Pathe
reproducer; nickel fittings; new oval horn; double spring motor
or noiseless electric motor; automatic stop: size 35^ inches
high; 35 inches wide; 205^ inches deep.

PRICE, with spring motor $125.00

with electric motor $140.00

Every detail is perfectly carried
out in this luxurious model No.
15. It is furnished in ma-
hogany; all exposed parts
nickel plated; universal tone
arm; Pathe perfect tone con-
trol; Pathe reproducer; new
oval horn; double spring motor
or noiseless electric motor;
automatic stop; size 44 inches
high; 20 inches wide; 21 inches
deep.

PRICE
With spring motor $100.00

With electric motor.. $115.00

This handsome model is furnished in brown mahogany and oak;
exposed metal trimmings' in antique silver finish; universal tone
arm; Pathe perfect tone control; Pathe reproducer; nickel fittings;

new oval horn; double spring motor or noiseless electric motor;
automatic stop; size SSyi inches high; 35 inches wide; 20^
inches deep.

PRICE, with spring motor . $110.00

with electric motor $125.00

The New Pathe Portable
A complete phonograph with an automatic stop and a. perfect

filing device holding ten records, furnished in Waxed Golden
Oak; Fumed Oak; Mahogany Finish; or covered with DuPont
fabrikoid leather; interior in natural wood finish; nickel plated

hardware; universal tone-arm; Pathe reproducer; double spring
motor; size 14xl5f/4x8; weight 20 pounds.

Mahogany Finish ")

Golden Oak V $40.00

Fumed Oak J

Fabrikoid Leather
'

$50.00

THE NEW

PATHE—A name famous the world over is indeed dig-

nified by this really wonderful new and complete line of

Phonographs. Every model priced right, artistic in de-
sign, beautifully finished and of course equipped with new
and exclusive PATHE features.

All the new models
are equipped with
the New PATHE
automatic stop.

All the new models
(except the Port-
able) have the new
oval PATHE horn.

This Italian Renaissance Mode! is furnished in mahoganj- and oak;
universal tone arm; Pathe perfect tone control; Pathe reproducer;
nickel fittings; new oval horn; extra large double spring motor
or noiseless electric motor; automatic stop; size 36J/2 inches high;
41 inches wide; 21>4 inches deep. '

PRICE, with spring motor $185.00

with electric motor $200.00

Pathe the World Over

Pathe Phonograph and Radio Corporation—20 Grand Ave., Brooklyn, N. Y.
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ARTISTS' PLANS FOR MUSICAL SEASON
(Continued from page 62.)

artist, who has been re-engaged for a Jenny
Lind concert at Albert Hall, London, on Octo-

ber 21, will sail for New York soon after and
resume- her concert tour of the United States.

Lncrezia Bori, the popular Victor artist, is

booked for a concert tour starting in Septem-
ber and lasting until the opening of the Metro-

politan.

Sophie Braslau, Victor artist, who has been

singing in the West, will be heard again in New
York, her home town.

Mme. Emma Calve, Victor artist, will start

her season this Fall with a concert in New Or-

leans.

Feodor Chaliapin, Victor artist, who sings at

the Manhattan on October 7, sails hither Sep-

tember 27 from England on the United States

liner "America."

Claire Dux, Brunswick artist, has been re-en-

gaged as a guest of the Chicago Civic Opera.

Geraldine Farrar, Victor artist, will again de-

vote herself to a transcontinental concert tour.

Emilio de Gogorza, Victor artist, will come
from Maine to start his concert tour early in

October.

Amelita Galli-Curci, Victor artist, has pre-

pared the leading soprano role for the Metro-

politan revival of Rimsky-Korsakoff 's "Coq

d'Or."

Mary Garden, Columbia artist, includes an ap-

pearance at the Town Hall in her forty con-

certs from here to the Pacific Coast.

Mabel Garrison, Victor artist, who has been

filling Summer concert engagements, will be

heard again in recital.

Mme. Louise Homer, Victor artist, begins in

September an all-season concert tour, inter-

rupted only by her appearances with the Chi-

cago Civic Opera.

Maria Ivogun, Brunswick artist, will start her

third American concert tour in January.

Nina Koshetz, Brunswick artist, lately singing

in South America, is to reappear with the Phila-

delphia and New York Philharmonic Orches-

tras.

Hulda Lashanska, Victor artist, absent from

the concert stage for a year, will be heard with

the Philadelphia Orchestra.

The plans of John McCormack, Victor artist,

call for seventy American concerts, after which

the tenor will go to Japan and China.

Edward Johnson, Victor artist, after singing

in England, will return in concerts prior to the

opening of the Metropolitan.

Barbara Maurel, Columbia artist, is to give

a recital in Paris and two in London before

returning to fill American engagements.

Sigrid Onegin, Brunswick artist, starts her

second American concert tour at Brockton,

Mass., on September 30.

May Peterson, Vocalion artist, will return in

October, after appearing at the Paris Opera
Comique.

Virginia Rea, Brunswick artist, will give her

first New York recital in October.

Helen Stanley, Edison artist, is to make an

appearance as soloist with the State Symphony
Orchestra.

Oda Slobodskaya, last heard with the Ukrai-

nian National Chorus (Brunswick), will appear

in recital.

Marie Tiffany, Brunswick artist, will make a

concert tour before the opening of the Metro-

politan.

Reinald Werrenrath, Victor artist, began his

season early with a Summer concert arranged

by the Lakeside Association of Ohio.

With the Wielders of the Bow
Jascha Heifetz, Victor artist, who goes for a

tour of Japan, will return to begin his Ameri-
can concerts on New Year's Day at Carnegie

Hall.

Albert Spalding, Edison artist, is bringing

some new compositions with him from England
for his recitals and orchestral engagements.

Fritz Kreisler, Victor artist, has been making
a long concert tour of the Orient.

Pablo Casals, Columbia artist, has been spend-

ing the Summer in Spain. Toscha Seidel, an-'

other Columbia artist, will be heard in recital

this season.

Renee Chemet, Victor artist, will return to

.\merica for a full season of concert engage-

ments.

Carl Flesch, Edison artist, after eight years

will reappear as soloist with the Philharmonic,

Philadelphia and Cincinnati Orchestras.

Paul Kochanski, Vocalion artist, will return

shortly to begin a concert tour.

Hans Kindler, 'cellist and Victor artist, will

be heard again in recital and as soloist with the

Philharmonic Orchestra.

Maurice Dambois, 'cellist, is arranging for an
extensive concert tour.

Celebrated Pianists to be Heard
Ignace Paderewski, Victor artist, will arrive

in this country from Switzerland for a series of

seventy concerts starting November 19.

Vladimir de Pachmann, Victor artist, re-

turned to America late last month to make a

farewell concert tour.

Percy Grainger, Columbia artist, who has just

returned from Europe, has started preparations

for a busy concert season.

Elly Ney, Brunswick artist, will be heard No-
vember 7 at Aeolian Hall in her first program
of the season.

Olga SamarofF, Victor artist, early in the Fall

will play at the "All American" music festival

in BuflFalo.

E. Robert Schmitz, Edison artist, is preparing

a program for a December recital at Aeolian

Hall.

Mischa Levitzki, Columbia artist, will go to

Havana in January for concerts arranged by the

Sociedad Pro Arte Musicale.

Benno Moiseiwitsch, Victor artist, will return

from Australia in November.

DECREASE CAPITAL STOCK

Dallas, Tex., September 3.—The capital stock

of the Texas-Oklahoma Phonograph Co., Edison

jobbers here, has been decreased from $200,000

to $100,000.

% PHONOGRAPH'S "RIGHTARM
is the PHILLIPS TONE ARM

Highly Nickel Plated. Length 8 - 8'2 inches

New improved throw back arm at an interesting quantity price.

Remarkable tone. Suitable for small consoles and medium priced
machines.

Our No. 2 Arm is being used by some of the largest manufacturers
in the country and is universally known. Samples sent to manufac-
turers of talking machines only.

Sound boxes shown above are

interchangeable with either arm.

mimMMm mmmwmm mm.
us cWest 45^ Street -^-Ifi&Sli^VI- ^4ew York City
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Clothes Make the Man
-and Good Equipment "Makes" the Store-

Increasing Its Value as a Profit Producer

HE reason that attractive stores make more sales is simple enough.

A Music Store sells to the best homes in town—homes where quality

is appreciated.

A Quality Atmosphere in your store, in line with the Quality Product
you sell, begets confidence—and that lessens sales resistance, increasing sales.

Unico Service specializes in attractive Equipment, creating an environment
that instills confidence.

Take advantage of Unico confidence building, sales increasing service now. Pi ices

are moderate, and deferred payment plan enables you to pay out of profits.

SPECIAL PRICES ON TWO UNICO PRODUCTS
Unico Efficiency Bench—especially manufactured for Phonograph Repair Service

—

accommodates all necessary repair parts, eliminates loss, promotes efficiency.

Former Price $135.00, Special Price on Limited quantity $50.00.

Special Price solid mahogany Unico Stand for Victrola No. 50—$5.00.

Less in quantity lots. All prices f.o.b. Philadelphia.

UNIT CONSTRUCTION COMPANY
RAYBURN CLARK SMITH, President

S8th Street and Grays Avenue, B r a n c h e !

Philadelphia, Pa.

NEW YORK, N. Y.
299 Madison Ave.,

CHICAGO, ILL.
30 N. Michigan Blvd.

English
MOORE

ATLANTA, GA.
25 Moore Bldg.

NEW ORLEANS, LA.
506 Marine Bank Bldg.

Sales Agents — H. A.
CO., LTD., Premier

House, London, England.

DALLAS. TEXAS SALT LAKE CITY, UTAH
209 Dallas Co. Bank Bldg. 150 Main St.

SAN FRANCISCO, CALIF. DENVER, COLO.
275 Post St. 1642 Arapahoe St.

S. African Sales Agent—PHILIP
M. COHEN, Johannesburg, South
Africa.
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©LEQPEISTinc
N.Y. C.

DEALERS INSPECT CHENEY FACTORY AT GRAND RAPIDS
Cleveland. Toledo, Akron and Pittsburgh Retailers Spend Two Days at Cheney Plant Inspecting

Manufacturing Process—Address by Prof. Forest Cheney and Banquet Features of Trip

Toledo, O., September 1.—^Recently Cheney deal-

ers from Cleveland, Pittsburgh, Toledo and
Akron journeyed to the Cheney factory at

Grand Rapids, Mich., on a trip of inspection.

The group was personally conducted by C. B.

Cheney Dealers Who Visited Factory

Hammond and Miss N. M. Smith, of the Cheney
Phono Sales Co., Cleveland, the first stop on

the trip being at Detroit, where a theatre party

was given for the guests. After that they

boarded the Pullmans for Grand Rapids, arriv-

ing on Tuesday morning, when they were

greeted by H. A. Ackerman, Howard Ja'ckman,

M. D. Green and Prof. Cheney, of the Cheney
organization.

The two days' stay in Grand Rapids was de-

voted almost entirely to business, with just

enough relaxation mixed in to prevent the gath-

ering from becoming boresome. In addition to

a careful inspection of every manufacturing-

process and acquainting the merchants with the

complete Cheney service, which consumed con-

siderable time, Prof. Cheney delivered an ad-

dress on acoustics.

A banquet was tendered the visitors on Tues-

day night and on Wednesday, after the business

sessions, a motor trip around the city was a

feature of the visit.

Those attending stated that it is seldom so

much instructive and helpful service is crowded

into so short a period. They came away better

Cheney dealers and more enthusiastic retailers.

.\ photograph of the group as they were leav-

ing the factory is herewith presented. Among
the dealers were Henry Wood, of Boggs &
Buhl, Pittsburgh; A. R. Meyer and young son,

Pittsburgh; Doc Schuyler, Cleveland; W. Mur-

stein and W. P. Laphan, Euclid Music Co.,

Cleveland; Helen Liddicote, Buescher Music

Co., Cleveland; George H. Dales, Dales Music

"LAUTER" TALKING MACHINES

Model D Model G

Combination American Walnut and Brown Mahogany Two Tone
Varnish Finish

Write Today for Cuts and Prices

Send us your specifications and give us an opportunity to figure

on your requirements of UPRIGHT and CONSOLE TALKING
MACHINES.

THE H. LAUTER COMPANY
West Washington and Harding Streets Indianapolis, Ind.

Co., Akron, O.; Forrest O. Edwards, of La
Salle & Koch Co., and Edward A. Kopf, of the

J. W. Greene Co., Toledo, O.

CARTWRIGHT MUSIC SHOP OPENS

Musical Program and Distribution of Victor

Dogs and Gifts Featured the Formal Opening
of Fine New Greencastle, Ind., Store

GREENX.A.STLE, Ind., September 6.—The formal

opening of the Cartwright Music Shop was held

here on Saturdaj', August 25.

One of the features of the day was the giving

away of an Outing portable. Another fea-

ture was the giving of- a small Victor Dog to

the first ten customers each hour, during the

afternoon. A musical program during the en-

lire day added greatly to the enjoyment of those

present.

The Cartwright Music Shop is one of the most
attractive business stores in town. The place

has been remodeled and beautified, and with its

slock of Victor talking machines and Kimball

pianos is most attractive.

OPENS NEW SONORA ACCOUNTS

Greater City Phono. Co. Active in New York
Trade—Making Plans for Healthy Fall Busi-

ness—Maurice Landay Back at Desk

The Greater City Phonograph Co., Inc., New
York, N. Y., Sonora distributor, has opened a

number of new accounts recently, among these

being Joseph Isaacs, 176 Sixth avenue; Resik

& Ray Furniture Co., 1967 Third avenue; Abel-

owitz Phonograph Co., 1353 St. Nicholas ave-

nue, and Frank Mandel, 366 Canal street, all of

New York City.

Arthur Morris, of the companj-'s sales staflf,

states that an excellent Fall business is antici-

pated and that the company enjoyed a substan-

tial increase in August business as compared

with August of last year. Maurice Landay,

president of the company, recently returned _

from a two weeks' vacation, which he spent at

Lake George.

COPLIN OPENS STORE IN LOUISBURQ

LouiSBURG, Kan., Sept. .6.—Harrj- M. Coplin,

director of the Louisburg Concert Band, has

opened a music store in the Hinds' Building,

of this city. He will handle the Victor and
Edison lines of talking machines, the Frank

Holton band instruments, records, sheet music

and other instruments.

UNIVERSITY STORE IN NEW HOME

Se.^ttle, Wash., September 1.—Mercer Meany
will be in charge of the service department of

the University Music Store, which is now mov-

ing to its attractive and advantageous new location

at 4511 University Way.
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Recorin,po,ud ODEON
of

Franz Schubert's

Symphony In B Minor
The first, complete recording
of this famous masterpiece

EV'ERYONE who is at all interested in music
knows of the famous Symphony In B Minor
—the supreme accomplishment of the musi-

cal genius, Franz Schubert. Only certain parts
and selections from it, however, are really familiar
to the general music-loving public. A complete
rendition of this masterpiece is a musical treat that
is rarely heard.

For this reason we have pressed three double-face
records, from matrices imported from Europe, of
the entire Symphony exactly as it was written by
Schubert, note for note. To the best of our knowl-
edge, these records are the only ones of their kind
in existence.

No finer organization than The Orchestra of The
German Opera House, Berlin, under the direction
of Eduard Moerike, could have been chosen to

render the complete Symphony. Moerike is today
recognized as one of the foremost conductors of

music in Europe and became very popular in New
York, where he conducted last March. Every
member of his orchestra is an accomplished musi-
cian of note on the Continent,

Franz Peter Schubert =

The composer of the famous SYMPHONY IN |
B MINOR—popularly knozvn as "The Un- |
finished Symphony." i

Contrary to popular conception, death did not i

interrupt the completion of his beloved master- |

piece. He zi<as forced, hy the stress of extreme |
poverty, to abandon it in order to earn a 1

scanty livelihood. Schubert never heard even 1

an orchestral rehearsal of his Symphony. It |
zms played in public for the first time thirty- |

eight years after his death. Today, the zoorld's f

foremost musicians concede "The Unfinished |
Symphony" to be one of the musical master- |
pieces of the century. j

'iiiiii'iiiiiiiiiiiiiiiiiiiiiiiiMpililiiiininiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiniiiin^

These unusual records are released under the

ODEON label and are sold in sets only. Each set

consists of three double-face records contained in a

handsome black leatherette album imprinted in

gold and bearing on the inside cover the history of

"The Unfinished Symphony." The complete set

retails for five dollars.

By special arrangements with the leading record

manufacturers of Europe, we alone are able to

of¥er the American public, on ODEON REC-
ORDS, a notable repertoire of rare record im-

portations that feature the foremost artists of Eu-

rope. The steadily increasing demand for these

records is a clear indication of public approval

and appreciation. ODEON RECORDS are

Pressed by the Manufacturers of

Records

The Record * »»»U»))

General

Phonograph Corporation
OTTO HEINEMAN, Pre.ident

25 West 45th St. New York

The Records of Quality
IS'

rTi!A!r'f
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D A L L A S\ \ ^ —

EACH IS A NEW EDISON.
Each will sustain the test of direct

comparison with the living artist.

Each is a money-maker for the

fortunate merchants who repre-

sent the NEW EDISON

TEXAS -OKLAHOMA PHONOGRAPH CO.

2025 Jackson St. Dallas, Texas

Improiing B ii s i ii e s s Conditions

Create Optimism in Local Terri-

tor\— Trade Happenings of Month

Dallas, Tex., September 6.—The Summer
lethargy in Texas, so far as the music trades are

concerned, is about ended, and stores every-

where are reporting improving business condi-

tions. Recent general rains over Texas have

improved the crop outlook and restored con-

fidence, and rural merchants are looking for a

good P'all trade.

The recent two weeks' buying season in

Dallas, which marked the formal Fall opening of

the wholesale dry goods and clothing stores,

brought merchants and buyers from all over the

Southwest to Dallas, and greatly stimulated

business in the music trade. Jobbers and dis-

tributors of musical instruments of all kinds,

notably of talking machines, report a marked
stimulus to their business.

Lester Burchfield, manager of the talking ma-

chine department of Sanger Bros., distributors

of Victor machines, reports satisfactory busi-

ness. The rural merchants bought liberally dur-

ing the recent two weeks' market opening in

Dallas. Mr. Burchfield said that reports every-

where indicate a return of normal business con-

ditions. The Southwest seems to be prosper-

ous and a heavy Fall business in talking ma-

chines is expected, he said.

The Texas-Oklahoma Phonograph Co., dis-

tributor of Edison phonographs and records,

finds a greatly improved condition of business

in the very important territory to which it

caters. O. G. Feltner, secretary and treasurer

in charge of sales, remarked that conditions

throughout the Southwest are picking up and

that a decided spurt has been noticed by dealers

for the last two weeks. Coincident with the

Fall season this activity should be increased

materially. The Texas-Oklahoma Phonograph

Co. is well prepared to cater to its clientele, and

has arranged for a stock of machines and rec-

ords to meet all demands. This company is

doing a great deal to stimulate dealers not only

to a greater activity, but to a realization of the

great possibilities in the phonograph business

if properly developed.

A company is being organized in Dallas to

finance the erection of a Fine Arts Building,

which will contain a large auditorium, studios

for music teachers and stores for music mer-

chants. The building, as plans prepared by

R. H. Hunt & Co., architects, show, will be a

six-story structure of artistic design to cost ap-

proximately $750,000.

The Haverty Furniture Co., which recently

purchased the entire store of the Columbia

Phonograph Co. here and placed this stock on

sale at its Elm street store, has already dis-

posed of the larger part of this stock and busi-

ness continues to improve.

Sanger Bros., Victor distributors of this city,

have received a letter from one of their

dealers, the Walter Piano & Auto Co., Waxa-

hachie, Tex., under recent date, which reads:

"Would you not get out a bulletin at once

warning all your dealers against a swindler that

on yesterday (Saturday) evening late put up a

smooth job on us. He is medium height, neatly

dressed in light or brown Summer clothes, straw

hat, about thirty to thirty-five years old, smooth

shaved, slightly stooped, head leans forward,

about 140 pounds, very quiet in talk and manner.

His scheme is to come in and engage with a

salesman about a phonograph, saying he worked

in Dallas (in this case) for Higginbotham-Bart-

lett Co., builders' materials, and that his father

and mother, who live here (in the place he hap-

pens to be) are alone and getting old and that

he wants to send them some music, but he can-

not pay cash for the instrument; in fact, could

not pay anything to-day as he has not cashed

his check which he has in his pocket, says he

will come back to-morrow or Monday and, al-

though he does not want to put the salesman to

the trouble to cash the check, finally agrees to

get him to do so and draws out a check from
the above firm made out by typewriter on one

of firm's regular printed named checks for $60,

protectograph being used on check and every-

thing seeming regular, agrees to pay $35 down
and signs the contract for the balance and gets

the rest $25 in money, leaves some number on
a well-known street to have the instrument sent

and that is the last of him. After not being

able to find any Rev. King, who he said was
his father, we got suspicious and found it was a

swindle. He gave his name as A. N. King.

We thought you might do this in the interest

of all and with the hope that we might catch

him working the scheme on some other talking

machine dealer and, if detected, have him ar-

rested and notify us. If you would act promptly
getting out the bulletins immediately he may
be caught in this territory."

NEW OKEH JOBBER DOING WELL

Texas Radio Sales Co., Dallas, Tex., Meeting

With Success in Distribution of Okeh Records

—Plans Addition of Important New Lines

Dallas, Tex., September 5.—The Texas Radio

Sales Co., of this city, which was recently ap-

pointed a jobber for Okeh records, is meeting

with very pleasing success in the introduction

of this well-known line to the trade in this ter-

ritory. The company's sales force is establish-

ing dealers in the leading cities and the gen-

eral publicity used in behalf of Okeh records is

helping these dealers stimulate sales. The
Texas Radio Sales Co. is admirably equipped

to develop Okeh business, as it is well known
throughout this territory. For some time past

it has been a distributor for the Radio Corp.

of America and, according to its present plans,

several other taking machine products will be

handled in addition to Okeh records.

"We Serve the Southwest

The Record (* ^»Utj|

Inquiries

from
Dealers
Solicited

A S new distributors for "The Records of Quality" in the

Southwest, we plan to play no small part in aiding hun-

dreds of dealers to reap the benefits that come from handling

the famous, fast-selling Okeh Records.

We have gained the invaluable reputation among our dealers

that comes only through handling their orders—large or small

—

with unfailing promptness and absolute dependability, and offer-

ing them our hearty co-operation in the solution of their mer-

chandising problems.

Records
The Records of Quality

Wholesale Record Division

TEXAS RADIO SALES CO., Inc.

Offices and Show Rooms:

2005 Main Street ' DALLAS. TEXAS
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That hresistabtQMelodyFrom
TheMusicatComedy

"Little <Jessie^ames

C I N C I N N A T I
Trade Stimulated by Festival and Exposition—Outlook Bright—
Dealers Face Trade-in Problem—L. L. Harding Dead—The News

Cincinnati, O., September 7.—Cincinnati dealers

have been experiencing a period of unusually

good business during the last month. This good
trade is in rolls and records as well as in talking

machines. In fact, those dealers who did not

place their orders early have been unable to get

records for several weeks after they should have

been issued. Every available means is being

employed to get a greater turnout, with the re-

sult, according to Mr. Purnell, of the Starr Piano

Co., that the number of records being made this

year will be double the output of last year.

Festival and Exposition Boost Trade
One possible reason for the present good trade

in the city is the great Fall Festival and Indus-

trial Exposition which brought thousands of

strangers to the city. Some of these people are

here on pleasure, but most of them are here with

business in mind and the music merchants are

reaping some of the benefits. A few of the

dealers, with this in mind, are running the fol-

lowing thought in their ads: "The pleasure-

seeking people are invariably lovers of music,

and some of them will want to buy musical in-

struments to send or bring back to their loved

ones at home." Several of the dealers have very

attractive booths at the Festival. The Bruns-

wick Co. is represented by a display of upright

and console models of Brunswick phonographs;

the Pandorf Music Shop and the Vocalstyle

Music Co. combined to produce a very efifective

booth displaying console and upright models of

the Brunswick, Victor and Strand instruments,

and Vocalstyle records. The festival extends

from August 25 to September 8 and the outlook

is that it will have a stimulating effect on trade.

Uses Airplane to Advertise Brunswick

Other of the Brunswick dealers are doing some
unique advertising. J. P. Riddle, of Pikeville,

Ky., has just moved into his new home on Sec-

ond, street and it is expected that he may try

some more sensational stunts like the one which
he tried recently. Mr. Riddle, the president of

the Riddle Co., is an ex-aviator, and to advertise

his instruments he excited the whole town of

Pikeville by making some risky tail spins and

Net Profit— Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

his there is a very substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION iii knowing
you have given your customers the best. This is non-

taxable and you cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND

314 West 4th Street 1240 Huron Road

barrel rolls above the town in an airplane. He
scattered pamphlets as he flew near to the ground.

Edison Popularity Grows
The demand for Edison phonographs and rec-

ords continues to grow throughout this territory,

and as a result the Phonograph Co., Edison dis-

tributor, with offices in this city and in Cleve-

land, is kept busy supplying its large clientele

with a sufficient quantity of stock. Most of the

Edison dealers hereabouts are live wires and
they lose no opportunity of bringing the merits

of the Edison to the public. Window displays,

advertising, circularizing and personal solicita-

tion are all playing an important part in bring-

ing the sales volume of individual dealers to a

very satisfactory figure.

Dealers Dispose of Used Instruments

There seems to have been a slight increase in

the percentage of trade-ins which have come in

recently. To dispose of these used instruments

many local stores are now conducting sales of

used instruments. It is the general opinion that

these sales have been a great factor in stimu-

lating business. Even those sales which did not

turn out as well as was expected have brought

about a noticeably increased trading. On the

whole, business is about 70 per cent more than

that of this time last year. There has been a

gratifying increase in the number of inquiries for

high-priced talking machines, with a much
greater number of these inquiries convertible

into orders than heretofore.

Harmonize Instrument With Home
The policy of the Chubb-Steinberg Co. is to

harmonize the instrument with its surroundings

in the home, and, with this in view, it has a

mechanic-artist follow up the delivery to so ad-

just the machine to its surroundings that it will

look and sound best. It is felt that this plan has

stimulated the sale of more expensive uprights,

which are about 30 per ent of the current trade.

Death of L. L. Harding
L. L. Harding, vice-president of the Vocal-

style Music Co., of this city, died recently at his

home in Canon City, Col. Mr. Harding had not

visited the city for several years, but for a long

time he used to visit Cincinnati semi-annually to

take care of his business. He is survived by a

son and five daughters. He was seventy-two

years old when death overtook him.

Local Men to Visit Brunswick Plant

J. E. Henderson, sales manager of the Cincin-

nati Brunswick store, and U. S. Carter, of Ash-
land, Ky., a dealer, with two of the city sales-

men, Ralph Hooke and C. T. A'lcKeh'y, are now
taking an auto trip to Michigan, and while in

Muskegon they plan to go through the Bruns-

wick factory there.

Mr. Hess, of the Hess Printing Co., W. Va.,

and J. D. Haggard, musical instrument dealer of

Ravena, Ky., stopped in to see Ben L. Brown, of

the Sterling Roll & Record Co., of this city,

while they were here, recently. On August 27

B. L. Brown went to Louisville to attend the

concei t given there by Sara Martin, an exclu-

sive negro Okeh artist, and Handley's Orchestra,

who are making quite a hit on their trip.
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—Specially designedforthe TalkingMachine Trade

Cutting and Washington Radio Receiver IIC—cabinet design

console type. Completely self-contained, a three-tube set that

has proved in comparative tests to have higher selectivity and

volume than any other instrument in its class.

A moderate-pri

Cabinet Receiver
Here at last is the instrument vifhich enables the talking

machine dealer to enter confidently into the radio business,

feeling that he is novir assured of success.

Designed by Cutting and Washington, two of America's best-

known radio engineers, pioneer manufacturers of radio equip-

ment—a concern with strong financial backing that has a

reputation for service. This new instrument is the leader

Console Type
of the C. & W. line, which covers all ranges of price. All

sets licensed under the Armstrong Patents—admittedly
the best for radio reception.

Dealers securing the C. & W. franchise are given territorial

protection and backing by a comprehensive advertising cam-
paign.

Secure the details at once and be in position to profit by the
radio business this Fall and Winter.

Cutting and Washington Receiver 12A—"Town and Country"
model (portable type). A two-tube set which makes an ideal re-

ceiver both for the home and for outing use. For either single
circuit or double circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, "The Future of Radio
Retailing/' sent without obligation to Talking Machine
Dealers.

Cutting and Washington Radio Receiver llA—similar in mechanical
design to the receiver used in the cabinet model but of the box
type—an instrument that has already had 5i big sale all over the
country.

Cutting and Washington Radio Corp.
Operating Station WLAG— "Call of the North"

Minneapolis Minnesota

Cutting s-iWashington
America's oldest manufacturers of commercial radio
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BRUNSWICK FEATURED IN REVUE VICTOR RECORDS BY RACE ARTISTS

Mammoth Brunswick Console Used in Jos.

Howard's New Production—Important Factor

in Revue's Success—Offering Booked Solid

A mammoth Brunswick console phonograph

is being featured in a new vaudeville production

launched at the Palace Theatre, New York, the

week of August 27 hy Joseph E. Howard, prom-

inent composer and songwriter, and Ethelyn

Clark. This revue, which is one of the most

pretentious offerings shown on the vaudeville

stage in recent years, is entitled "Etchings

From Life," and judging from the reception it

was accorded at the Palace the success of the

production is assured. The hit achieved at the

Palace is especially noteworthy in view of the

Jos. Howard's Unique Production

fact that this theatre is the leading vaudeville

house in America.

The Brunswick phonograph, which is de-

signed after the Stratford model, is finished in

gold and black, with the name Brunswick prom-
inently featured, and a handsome black curtain

setting off to advantage the entire display.

When the curtain rises the music from an organ

is the first "business" in the production and
after a few strains Mr. Howard and Miss Clark

emerge from the phonograph. The complete

scene is entitled "Brunswick Town" and is

without question the most important factor in

the new production.

Harry A. Beach, Eastern sales manager of

the Brunswick Co., co-operated with Mr. How-
ard in handling the details incidental to the

introduction of the Brunswick phonograph in

the new revue. To properly celebrate the

week at the Palace Mr. Beach was the host at

a formal dinner given to Mr. Howard and

James J. Morton, one of the members of the

revue, on Monday evening, August 27. Among
the Brunswick executives who were present at

the dinner were E. A. Straus, P. A. Ware,
Chester I. Abelowitz and Don Leopold. At the

close of the dinner the entire party adjourned to

the Palace Theatre, where an enthusiastic re-

ception was given Mr. Howard and his produc-

tion. It is planned to feature the use of the

Brunswick to excellent advantage, as the pro-

duction is booked solid over the Keith circuit.

Special Release of Three Records by Colored

Artists Is Particularly Timely

In view of the apparently growing interest in

records by colored artists, termed by some
manufacturers "race" records, a special release

of three new records of that type by the Victor

Co. is most timely. The first of the new rec-

ords bears on one side "If Anybody Here Wants
a Real Kind Mamma" and on the other side

"Memphis, Tennessee," both sung by Ethel Rid-

]ey, accompanied by Bradford's Jazz Phools.

The second record is of "Bleeding Hearted
Blues" and "You Can't Do What My Last Man
Did," two piano numbers played by James T.

Johnson, and the third record is of "Midnight
Blues," sung by Rosa Henderson, and "Cotton

Belt Blues," sung by Lizzie Miles.

REPRESENT THORENS PRODUCTS

L. H. Junod & Co. American Agents for Swiss

Motors, Tone Arms and Sound Boxes—Fall

Sales Campaign Is Now Under Way

L. H. Junod & Co., 104 Fifth avenue. New
York, are making plans for an energetic Fall

campaign in behalf of Thorens motors, tone

arms and sound boxes. These products, which
are manufactured by the Herman Thorens or-

ganization at Ste. Croix, Switzerland, are well

known in the talking machine industry, as they

were introduced in this country many years ago.

L. H. Junod & Co. have been appointed Ameri-
can representatives for the Thorens organiza-

tion and complete sample lines are now on dis-

play at their warerooms.
Although a newcomer in the talking machine

field, Mr. Junod is well known in general busi-

ness, circles. A number of years ago he became
identified with the export industry, representing

the firm of Steiger & Co., and later becoming
American agent for Eisenhut & Co. and other

prominent houses. Since 1909 Mr. Junod has

represented the Swiss Government in consular

affairs in New York, beginning as vice-consul,

and in 1912 becoming Swiss consul here for

New York and the New England States. As he

is a native of Switzerland, Air. Junod is thor-

oughly familiar with the economic and com-
mercial conditions of his home country and has

rendered invaluable service to the Swiss Gov-
ernment in many ways. He also has the unique

record of having crossed the Atlantic Ocean on
seventy voyages during his business career to

date.

Incorporation papers have just been filed for

the Hudson Music Co., Hastings-on-Hudson,
N. Y. A. Barchas, R. Lurie and P. Block are

the officers of the company, which will be

capitalized for $10,000. Acting as legal repre-

sentatives will be the firm of Kaplan, Kosman
& Steusand, 1540 Broadway, New York. The
concern will deal in musical instruments.

THE
WALTZ
SENSATIO

OF

B. D. COLEN RETURNS FROM EUROPE

B. D. Colen, president of the Musical Prod-

ucts Distributing Co., New York, manufacturer

of the "Standex" display stands and jobber of

Vocalion records, returned recently from a trip

to Europe. Mr. Colen visited several countries

abroad, spending about three weeks in Berlin,

making an investigation of commercial and

economic conditions. Upon his return to New
York he was glad to find that his company's

activities during the Summer months were well

ahead of all expectations and at the present

time he is busy making plans for the Fall trade.

NEW STORE IN SAND SPRINGS, OKLA.

Sand Springs, Okla., September 5.—A music

store has been opened here at the former loca-

tion of the Star Cafe by Daltry and DeArmand,
of Hugo.

AT LAST

!

A Perfect reproducing
phonograph to retail at$10

Strong, easy running motor
v^ith spring of best material

—

one winding plays entirely any
twelve-inch lateral record—re-

producer duplicated only on
very much higher-priced ma-

chines—eight-inch, heavy steel

turntable, nickel-rimmed and
covered with best grade of felt

efficient speed regulator

cabinet made of mahogany fin-

ish wood.

For trade prices and details, write to

Davis Mfg. & Sales Co., 763 State Street, New Haven, Conn. YALE Phonographs
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FLETCHER UNIVERSAL
TONE ARM and REPRODUCER

Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs

SAMPLES $8.00 Specify S^^" or 9H" arm

FLETCHER-WICKES CO., 116-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS

FLETCHER REPRODUCER

Scientifically

Gives Perfect

Reproduction

of Voice

or Instrument

Constructed

Volume and
Dealers, Send for

Perfect Detail Prices and Terms

ACTUAL SIZE

Carried in Stock for Victor and Columbia

Reproducer

and Connection

NEW EDISON
Plays all Records

THE FLETCHER "STRAIGHT"
Design Patented November 29th, 1921

Made in Iwo lengths, S'/z* and 9}i'

FLETCHER-WICKES COMPANY
116-122 WEST ILLINOIS STREET CHICAGO

STRAIGHT INSIDE—Taper Outside

BALL BEARINGS THROUGHOUT

NEW DESIGN NEW CONSTRUCTION

rsal and equipped with the Regular Fletcher
giving the same natural tone quality as heretofore

SEND FOR PRICES AND TERMS

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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PAUL WHITEMAN AND HIS ORCHESTRA RECEIVE UN-
PRECEDENTED WELCOME ON RETURN FROM EUROPE

Many Prominent in Talking Machine, Musical and Theatrical Circles Meet Leviathan at Quaran-

tine—Musical Program and Airplane Play Part in Welcome—Guests at Banquet and Reception

Paul Whiteman and His Orchestra, exclusive

Victor artists, arrived in Nevir York a few weeks

ago on the "Leviathan" after a triumphal sea-

son at the London Hippodrome. The "Levia-

than" was met down at the Quarantine station

about twenty miles below the city by a boat-

load of talking machine, musical and theatrical

people. A band on the guest boat serenaded

Paul Whiteman and His Orchestra all the way
to the "Leviathan" dock, while overhead a big

army bombing plane carried Charles Dornberger

and His Orchestra from "George White's Scan-

dals," who also serenaded the returning orches-

tra. A third band in life-saving suits played in

the water at the side of the "Leviathan" at the

Quarantine station and, upon arrival at the dock,

a fourth band of serenaders appeared and played

until Paul Whiteman and His Orchestra had

disembarked.

By prearrangement among the representa-

tives of the music industries in New York a re-

ception was held on the "Leviathan" dock, in

the course of which Paul Whiteman was

crowned "King of Jazz." The crown for the

coronation was made by the Buescher Band

Instrument Co., Elkhart, Ind., to the specifica-

tions of the reception committee. The Buescher

Band Instrument Co. made the set of instru-

ments used by Paul Whiteman and His Orches-

tra and the crown bore replicas of these various

instruments, including, of course, the popular

saxophone. The coronation address came over

the long-distance telephone from Elkhart, being

sent by F. A. Buescher. The golden crown is

inscribed "To Paul Whiteman in appreciation

of his art and artistry and his aid to self-deter-

mination in the music of the nation."

The day following their arrival Paul White-

man and His Orchestra were the guests of

honor at a banquet and reception given at the

Waldorf-Astoria. Many well-known members
of the music publishing and allied industries

success. The guests of honor at the dinner com-

prised the following: Victor Herbert, Senator

E. I. Edwards, S. J. Kaufman, Jules Glaenzer,

Frank Crowninshield, Murray Hulbert, George

S. Kaufman, Irving Berlin, Congressman Sol

Bloom, Com. Richard Enright, George M.

Cohan, Marc Connelly and Capt. Herbert Hart-

ley. Murray Fell officiated as stage director

and the Paul Whiteman Welcome Home Corn-

Incidents Connected With Great Welcome to Paul Whiteman
-The Seaplane Welcome. 2—Paul Whiteman Broadcasts by Radio. 3—The Submarine Band Does Its Bit.

4—The Paul Whiteman Welcome Home Committee's Yacht.

were present, together with half a dozen bands,

which alternated in playing for the assembled

guests. The entire program was broadcasted by
radio and, under the direction of William Col-

lier as toastmaster, the event was a decided

mittee, which was directed by Phil Kornheiser
as chairman, comprised the following: William
Collier, Victor Herbert, George M. Cohan, John
Philip Sousa, Irving Berlin, Senator E. I. Ed-
wards. Senator J. J. Walker, Jay Witmark,

Paul Whiteman and His Orchestra
VICTOR RECORD

STARS USE INSTRUMENTS
p VERY time you sell a Paul^ Whiteman Orchestra rec-

ord, many young persons will

hear it who will wish they could

play a Buescher Saxophone as

well as Donald Clark, Hale
Byers or Ross Gorman, or wish

they could play a Buescher-

Grand Trumpet so brilliantly as

Henry Busse or Thomas Gott,

or a Buescher-Grand Trombone
so well as Samuel Lewis, or play

a Buescher Bass so sweetly as

John Barsby.

You, Mr. Record Dealer, ought
to sell Buescher Instruments.

You are in a favored position to take advantage of that desire which every sociable young person has to

play a musical instrument, and which is roused to the purchasing point when a Paul Whiteman Orchestra

record is played.

75% of the best orchestras in all record catalogs use Buescher instruments. Window trims and mailing pieces showing
great record artists help you to sell more records and sell Buescher instruments too!

Buescher Saxophones are easily learned from home study charts. Mutes make home playing of Buescher Trumpets, Cor-
nets and Trombones not only practicable but popular.

Write for catalog and Buescher literature featuring record artists. We'll quote you trade figures that will show you
profit. Address your letter to Mr. F. A. Buescher. personally, care of

BUESCHER BAND INSTRUMENT COMPANY, G-93 Buescher Block, Elkhart, Indiana
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PAUL WHITEMAN AND HIS ORCHESTRA
will devote several weeks to the making of

NEW VICTOR RECORDS
in which will be embodied the greatest musical thrills ever recorded

The foremost musical critics and writers have
acclaimed Paul Whiteman as an important

factor in America's musical life

An extract from Gilbert Seldes' article in the

August issue of "The Dial," one of America's
leading literary magazines

"Tod/ay I know of no second to Whiteman in the complete

exploitation of jazz. Like Karl Muck and Jim Europe, White-

man is a hit of a 'Kapellmeister' ; his heat is regular or en>-

tirely absent. He never plays the music with his hand or de-

signs the contour of a melody, or otherwise ACTS. I know
tJiat people miss these things; I ivoiild miss them gladly a

thousand times for zvhat Whiteman gives in return. ****** /

mean that a sudden bellow or a groan is all very zvell, but the

real thrill is in such a moment as the middle of Whiteman's
performance of a 'Stairway to Paradise,' ivhen the 'Beale Street

Blues' occur. That is real enjoyment and the rest is nowhere.
****** He has arrived at one high point of jazz, the highest until

new material in the music is provided for him."

Watch for Paul Whiteman's New Records

Management

UNITED ORCHESTRAS
Incorporated

160 W. 45th Street New York City

Buddy de Silva, E. C. Mills, Jules Glaenzer,

Hon. Sol Bloom, Walter Douglas, Dan Win-

kler, Hugh C. Ernst, Saul Bernstein, Otto Jor-

dan, Elliott Shapiro, Mose Gumble, Edward T.

King, James H. Thompson, Leo Wood, Julius

Rosenthal, Louis Bernstein, Sam Salvin, Lou

Davis, Jerome Keit, E. F. Bitner, Edward

Marks, Edgar Leslie, Grant Clarke, Jack Rob-

bins, Jack Mills, Will von Tilzer, Al Beilin, Fred

Fisher, Henry Waterson, Milton Ager, Jack

Yellen, Ben Bornstein, Mack Stark and Rubey

Cowan.
This reception to Paul Whiteman, which con-

stituted one of the greatest ovations that have

been given a member of the music industry for

many years, was in thorough accord with the

tremendous success achieved by Paul Whiteman

and His Orchestra in London. During their

stay abroad this organization won the approval

and enthusiastic praise of the English pubHc,

music lovers and musical fraternities. The or-

chestra played to capacity audiences at every

performance and this visit to England gave in-

ternational fame to an orchestra that has be-

come celebrated in America from coast to coast

as the leading modern interpreters of music.

Asa A. Pond, Columbia dealer in Pawtucket,

R. I., is on the talent committee of the Elks'

Lodge, which will put on a course of concerts

this Fall.

Repair Parts, Main Springs, Motors

Single-spring Motors $ 2.50

Double-spring Motors 3.25

Liberty Motors 6.00

Three-spring Motor 12.50

Four-spring Motor 15.00

Tone Arm and Sound Box, per set,

$1.35 and up

WRITE FOR CATALOG

PLEASING SOUND PHONO. CO.
204 E. 113th St. New York, N. Y.

L. D. ROSENFIELD IN NEW POST

Has Joined Staff of the Regal Record Co., Inc.

—Now in South Appointing Jobbers for "Lit-

tle Tots' Nursery Tunes"

Louis D. Rosenfield, who has been connected

with some of the most successful record manu-
facturing companies in the sales and advertis-

ing departments, has joined the staff of the Re-

gal Record Co., Inc., and will give particular

attention to the "Little Tots* Nursery Tunes"

division of that company.

Mr. Rosenfield has a wide acquaintance in the

talking machine field, both among distributors

and retailers. He recently returned from a sev-

eral weeks' trip through New England territory,

where he found a great deal of enthusiasm

among retailers for these new records. Mr.

Rosenfield is now traveling through the South

and Middle West, where he is appointing job-

bers for the distribution of these records.

MISS LILLIAN GUTH BACK AT DESK

Miss Lillian Guth, secretary and credit man-
ager for the Emerson Phonograph Co., Inc.,

returned to her office early in September follow-

ing an auto trip to Maine and other New Eng-
land territory. The trip was made for a much-
needed vacation, following an unusually active

Spring and Summer in Emerson business. Miss

Guth recently reported that, since the reduc-

tion in the retail price of Emerson records, the

distribution of this product has been greatly en-

larged. The addition of several models to the

Emerson line of machines has also added to the

activities of- all departments of the company.

BUYS CHILD MUSIC CO. STOCK

Louis Harter has bought the stock and equip-

ment of the C. L. Child Music Co., Victor

dealer, of Maplewood, Mo. Mr. Harter will

move the stock to his new store in Webster
Groves, Mo.

W. C. FUHRI RETURNS FROM COAST TRIP

Okeh General Sales Manager Appointed Two
New Okeh Jobbers—Opened New Branch in

San Francisco—Found Conditions Satisfactory

W. C. Fuhri, general sales manager of the

(ieneral Phonograph Corp., manufacturer of

Okeh and Odeon records, returned to his desk

recently from a trip to the Pacific Coast, during

which he called upon Okeh jobbers in various

cities and made a number of important Okeh
jobber appointments. At Dallas, Tex., the Texas
Radio Sales Co., Inc., was appointed an Okeh
jobber. This company has leased a large build-

ing at 2005 Main street and is making plans for

an aggressive Fall campaign.

After leaving Dallas Mr. Fuhri visited Los
Angeles, where the former General Phonograph
Corp.'s branch is now conducted by the Okeh-
Smith Co. as a jobber of Okeh records. C. N.

Smith, head of this concern, is keenly enthusias-

tic regarding the future outlook for Okeh rec-

ords in his territroy.

W. E. Henry, formerly manager of the Los
Angeles branch, accompanied Mr. Fuhri to San
Francisco, and a new branch of the General

Phonograph Corp. was opened at Third and

Mission streets, San Francisco, under Mr. Hen-
ry's capable direction. From San Francisco Mr.

Fuhri journeyed to Portland, Ore., establishing

as an Okeh jobber in that city L. D. Heater, one

of the best-known wholesale phonograph men
on the Pacific Coast. Following the establish-

ment of these new jobbers Mr. Fuhri called on

several Okeh jobbers in the Middle West, stop-

ping at Salt Lake City, Denver, St. Louis, Min-

neapolis, Kansas City, Detroit, Chicago, Cincin-

nati and other trade centers. He reports busi-

ness conditions as looking very favorable and

that Okeh jobbers are in the midst of prepara-

tions for a banner Fall trade.

DEATH OF CONNELLSVILLE MERCHANT

CoNNELLSViLLE, Pa., September 1.—I. Aaron, head

of Aaron's, operating large department stores

in Uniontown and Connellsville, died at his

liome after a brief illness. Mr. Aaron was a

native of Germany and located in America at

an early age. He had just reopened the Union-

town store, which had been remodeled and ren-

ovated a few weeks ago. Both stores have

model Victrola departments. The funeral serv-

ices held at Connellsville were largely attended.

At Last! A Perfect

Repeating Device

Here at last is a perfect repeating device

—

absolutely new in principle, new in con-
struction and more salable than any other
like device. Unique and novel in operation.

Decidedly simple. Needs no adjusting
whatever. Just sets in the center of the

record. No break or pause between end-
ing and starting—its action is instantaneous.

SEND FOR SAMPLE
The CESCO Repeater is sold to the trade

through jobbers and distributors. Samples
furnished to dealers on receipt of jobber's

name.

THE RAPID REPEATER COMPANY
260 Van AUt Ave., Long Island City
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The Victor Dealer

WHO DELAYS PLACING HIS

ORDER FOR MACHINES FOR
FALL REQUIREMENTS WITH
HIS DISTRIBUTOR, IMMEDI-
ATELY, IS MAKING A MISTAKE.

DO NOT BLAME ANYONE
BUT YOURSELF AT A LATER
DATE IF THE FAULT IS YOUR
OWN.

BROOKLYN MERCHANTS
PLACING FALL ORDERS

End of Vacation Season Finds Retail and

Wholesale Trade Busy With Plans for Fall

Campaigns— Trade Expansions — Some Un-
usual Window Displays—Other Interesting

News and Activities of Long Island Trade

Among talking machine jobbers and dealers

in the Brooklyn and Long Island territory there

is an increasing evidence of optimism regard-

ing the outlook for Fall trade. Dealers are

ordering stock to meet their demands in a lib-

eral way, and with the Summer vacations al-

most over, and the sales staffs of the various

jobbers once more at the helm, we can expect

marked sales activity in the Brooklyn and Long
Island territory around the middle of September

Opportunity for Portables Sales

That the season for portable talking machines

does not end with the Summer months is noted

by a prominent Brooklyn dealer. The Fall

months, particularly those just preceding the

Christmas season, have been found to be, among
a certain class of prospects, a good time for

the sale of portable machines. These prospects

are the parents of children and young people

who attend schools and colleges away from

home. It is possible to sell the machine with

the idea in mind that they make a very accept-

able gift for the students, and can be easily

transported back and forth at the close of the

scholastic year.

Magers Music Shop Expands
Benton's Music Shop, Central avenue. Cedar-

hurst, L. I., Victor dealer, has sold out to

Magers Music Shop, and business will continue

under that name at the above address.

Pravder Music Shop Adds Sonora

The Long Island Phonograph Co., Sonora dis-

tributor of Brooklyn and Long Island, has se-

cured as a new account the Pravder Music

Shop, 531 Sutter avenue, Brooklyn. A sales

drive by this new addition will soon be started.

Vorbach Bros. Help to Lower the Temperature

Vorbach Bros., 10927 Jamaica avenue, Jamaica,

L. I., recently used a rather novel window dis-

play, considering the time of the year. It con-

sisted of a Winter scene. A partition was built

in the window representing a house. Snow-

covered the ground and the roof of the house.

Several small evergreen trees appeared in the

foreground. A caption was printed which in-

vited the people to enter the store and be as

cool as the scene depicted in the window. The

interior of the store was arranged to represent

the living-room of a house, several talking ma-
chines being displayed on the floor and also a

piano and musical merchandise. This window
display attracted unusual attention inasmuch as

it appeared during the hottest months in Sum-
mer, namely, July and August. Mr. Vorbach
attributes the sale of at least ten talking ma-
chines to this display.

Noting and Acting on an Opportunity

This concern is quick to take advantage of

local happenings and did so during the recent

automobile show held in the neighborhood. An
automobile firm had displayed large signs in-

viting the public to come and view the 1924

models of cars. Accordingly Vorbach Bros,

displayed a similar sign which read "Come and
see our 1924 model," and had on display a num-
ber of talking machines of the latest models.

It has always been the policy of this store to

make its customers feel at home. Often a num-

ber of young people will come in and play

pieces on the piano, and in some cases even

dance. The good-will that is built up in this

manner has led to a number of sales.

Victor Demand Grows Steadily

Victor business in the Brooklyn and Long
Island territory shows a greatly increased ac-

tivity at the present time. Richard H. Morris,

secretary, treasurer and general manager of the

American Talking Machine Co., Victor whole-

saler, states that an exceptionally good Fall

business is anticipated. Now that the consoli-

dation of the G. T. Williams Co. with the Amer-
ican Talking Machine Co. has been completed,

Victor dealers in the territory are receiving

better service than ever before. R. H. Morris

and G. T. Williams have spent considerable

time recently in contact with the dealers in the

territory, who are optimistic over Fall prospects.

Planning Fall Aeolian Drive

C. G. Davis, manager of the Aeolian Co., of

Brooklyn, who recently returned from a two

weeks' vacation, is one of the most popular

members of the Brooklyn trade planning to

carr}' on a very active Fall sales campaign. This

concern, by the way, is one of the most prosper-

ous in this territory.

Padula Occupying New Store

\'incent Padula, Sonora dealer of Corona,

L. I., is now occupying his new store at 9 Forty-

sixth street, Corona, L. I., under the name of

the Corona Music Shop. The new quarters are

advantageously located, and modern fixtures

make this one of the most up-to-date establish-

ments in this vicinity.

Simplicity of Window Displays Pays
A window display whicli has been found ef-

fective by a prominent Sonora dealer in Brook-

lyn is based on the idea that a heterogeneous

mixture of stock displayed in a window is not

always the best method of advertising. It is

his belief that oftentimes the store is liable,

through a desire to take advantage of all avail-

able window space, to place too many articles

on display. He states that he finds if a number
of talking machines, records, musical instru-

ments and small goods are placed in the win-

dow, there is too much on view at one time and

the different objects tend to detract attention

from one another. Inasmuch as an adequate

stock is carried on the floor itself, and the real

reason for a window display is to get people to

enter the store, if it can be accomplished by the

display of only one or more articles, so much
the better. When the customer comes into the

The Higliest Class Talking
Machine in the World

Now for a
Bigger Fall Business

THE rNSTRUMENT OF QUALITY

CLEAR AS A BELL

Here is the whole story of our attractive proposition to dealers—in a

paragraph.

The SONORA, with its mechanical and artistic perfection ; and our service
which is uniformly active, satisfactory, smooth running and profitable,

place you in a position of utmost satisfaction season after season.

Let lis explain more fully—write

Long Island Phonograph Co., Inc.
17 Hanover Place, Brooklyn, N. Y. Telephone Main 1217-18

Sonora Distributors for Brooklyn and Long Island



September 15, 1923 THE TALKING MACHINE WORLD 75

Another Superior Point for THE NEW COLUMBIA

Each individual model of the New Columbia has been thought-

fully and artistically designed. The lines are charming in their

simplicity and quiet elegance. Only the choicest woods are used,

with their natural beauty brought out to best advantage. The

hardware and other minor details make a harmonious whole un-

surpassed in the realm of furniture.

COLUMBIA GRAPHOPHONE CO.

New York

store he or she has an unlimited collection.

The display in this case consisted of a motor

and turntable; on the latter there was a dancing

doll. Besides this there was one cabinet talk-

ing machine displayed in the window. The

motor revolved continuously, and the movement

of the doll attracted the attention of many
people as they passed the window.

LONG ISLAND PHONO. CO. HOLDS FIRST DEALER MEETING

Constructive Addresses by Executives of Prominent Brooklyn Sonora Wholesaler and George

E. Brightson, President of the Sonora Co., and Other Officials Feature Event-

The Long Island Phonograph Co., Brooklyn,

N. Y., Sonora jobber for Brooklyn and Long

Island, was the host at a convention of Sonora

dealers in this territory held at the Hotel Bos-

sert, Brooklyn, N. Y., on August 30^ The meet-

ing was a decided success and, in all probability,

similar gatherings will be held in the near fu-

ture in order to give the company and its deal-

ers an opportunity to exchange ideas.

. Before luncheon was served the Sonora deal-

ers, with their friends, were invited by R. H.

Keith, president of the Long Island Phonograph

Co., to inspect the new "Argyle" Sonora con-

sole which was recently added to the line. This

instrument met with the enthusiastic approval

of all the visitors and it was predicted that the

"Argyle" would prove to be one of the leading

sellers during the coming season.

In a brief address of welcome Mr. Keith told

the dealers that the meeting was theirs and dur-

ing the course of the luncheon an interesting

musical program was presented, including sev-

eral selections by Miss Alexander, a well-known

Spanish soprano. Mr. Keith officiated as toast-

master and seated at the guests' table were the

following executives of the Sonora Phonograph

Co.: George E. Brightson, president; S. O. Mar-

tin, vice-president and general manager; O. S.

Keyes, treasurer; L. C. Lincoln, advertising

manager; Frank Goodman, assistant general

sales manager, and E. D. Coots, dealer service

manager. Other guests at the speakers' table

were E. S. White, Sonora Co. of Philadelphia;

Herbert G. Young, assistant sales manager, So-

nora Sales Co. of New Jersey; C. W. Keith and

J. J. Schratweiser, of the Long Island Phono-

graph Co.

Mr. Brightson favored the dealers and their

friends with one of his usual interesting ad-

dresses, stating that the Sonora Phonograph Co.

has sufficient orders on hand at the present time

to keep the factories working to capacity until

March. Mr. Martin, who has won considerable

success as an executive with several prominent

organizations, gave a general review of business

conditions, showing by facts and figures just

why the coming Fall season should prove to be

one of the most prosperous of recent years.

Other speakers included Irwin Kurtz, president

of the Talking Machine Men, Inc.; F,. S. White,

Frank Goodman, J. J. Schratweiser and Herbert

G. Young.

In behalf of the Long Island Phonograph

Co. C. W. Keith furnished the guests with per-

tinent information relative to sales figures and

.'ales possibilities. He reviewed 1922 conditions.

analyzing the orders placed by Sonora dealers

last Fall and pointing out that practically every

dealer could have used at least 25 per cent more
merchandise last year than the company was
able to furnish. At this point order blanks

were distributed among the dealers and the sug-

gestion was offered that wherever possible the

dealers anticipate their requirements for the

next three months. This plan met with an en-

thusiastic response from the Sonora merchants

present and orders were placed at the meeting

which called for considerably more Sonora in-

struments than the sales totals presented by
Mr. Keith in his address.

Quite a number of the dealers took advantage

of R. H. Keith's invitation to join an open

forum and brief talks were made by the follow-

ing Sonora retailers: C. S. Hammond, manager
music department, Frederick Loeser & Co.;

James Quinn, C. J. lannell, manager of phono-

graph department, H. Batterman & Co.; S. il.

Creedman, Leon Brick, Mrs. Albert Bersin and

other well-known Long Island dealers.

A. Centonze Music Co.
PUBLISHERS

Distributors and Jobbers m

RECORDS and
PIANO ROLLS

174 JOHNSON AVENUE
BROOKLYN, N. Y.

10I11I1._

Doehler Die-Cast Zinc Alloy Phonograph^Tone-Arm

Doehler engineers and metallttrgists

—

in the Doehler laboratories—are con-
stantly engaged in research and de-

A'elopment work in metal alloys for die-

castings. And they are in constant
touch with progress and discovery in

other metallurgical and chemical fields.

As a result, Doehler customers are as-

sured the full advantages of the very
latest practice, and may feel the confi-

dence that ever)" Doehler Die-Casting
is up-to-the-minute in the best metal-

lurgical knowledge.

BROOKLYN. N.Y.
TOLEDO. OHIO.
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PHONOGRAPH
Qflte Aristocrat o/" Photiographs

A two-fold appeal to good taste

—unusual tonal beauty and
faithfulness of reproduction

exquisite cabinet work in

popular period styles.

TV /TANY successful phonograph mer-
chants have found that the two-

fold appeal of the Widdicomb is build-

ing them a steadily increasing patron-

age and prestige among discriminating

buyers. If you are genuinely interested

in increasing your business among the

best class of trade, write us today for

complete catalog and full particulars

regarding the Widdicomb franchise.

THE WIDDICOMB FURNITURE COMPANY
Grand Rapids, Michigan

Fine Furniture Designers Since 1 865

NEW YORK: 105 W. 40th ST. CHICAGO: 327 S. La Salle St.

Queett Anne Model 6

—finished in Red or

Antipue Mahogany or

Walnut. Equipped with

albums for records, au-

tomatie stop and pat-

ented tone control.

Adam Model 12

—

finished in Red or

Antique Mahoaanv or Walnut. Equipped

ivith albums for records, automatic stop

and patented tone control.

Widdicomb Phonographs in Period Styles are faithful in-

terpretations of the best designs of the old masters of the

art of wood fashioning. They are the handicraft of ati or-

ganisation which for three generations has enjoyed a reputa-

tion for leadership as designers of fine furniture. Widdicomb

Phonographs play all records. Prices on the various models

range from $90 to $260.
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SAN FRANCISCO
Business Gains Make Fall Prosperity Certain—Period Models Most
Popular—Several Firms Move—Important Trade News of Month Made in Our

Watch Oil
DEPARTMENT

which for half a century

has made 80% of all the

watch, clock and chronom-

eter oil used in America.

The Best Oil For Any Talking Machine
In refining, Nyoil is given the same care as our

famous watch oil receives. All gums and impuri-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because it is best for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gura, or become rancid.
Sportsmen find it best for guns because it prevents
rust.

NYOIL is put up in 1-oz., 3-oz. &nd 8-oz. Bottles
and in Quart and Gallon Cans.

For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U.S.A.

San Francisco, Cal., September 1.—The calam-

ity howlers will be disappointed again, for there

will be no period of depression this Fall. Busi-

ness conditions on the Coast have been improv-
ing steadily, and as far as the talking machine
trade is concerned most of the dealers report a

big increase in sales over last month. The re-

duction in price on Victor Red Seal records has

stimulated record business on high-class records

and the volume of sales on Columbia records is

unprecedented. Edison, Yocalion and Bruns-
wick records are growing steadily in popular
demand out this way and the prospects are for

a revived interest in Okeh records now that the

General Phonograph Corp. has extended its

Coast representation.

Popularity of Period Models
"The fine art models of talking machines,"

says Robert Bird, Pacific Coast sales manager
of the wholesale-Victor department of Sherman,
Clay & Co., "have undoubtedly done much to

raise the average price paid for talking machines
these days. Even in the neighborhoods in-

habited almost entirely by wage workers the

demand for period styles is insistent."

This would seem to indicate that public taste

i.*- becoming elevated to a higher plane in the

matter of machines as well as in record selec-

tions. Some claim the more fastidious popular '

taste is directly due to the influence of the luxu-

rious interior furnishings exhibited in the motion
pictures. Surely the increased appreciation of

good music is largely due to the excellent pro-

grams of the movie orchestras.

Trade and Public Welcomes New Edison
The educational work of Edison Phonographs,

Ltd., in promoting a critical valuation of fine art

in music is appreciated by the trade, no matter
what line is carried. The Edison re-creations

represent the highest achievement and conse-
quently it is no wonder Edison fans are multi-

plying in all quarters. The Coast trade cer-

tainly welcomes the recent splendid additions to

the Edison record library and the fine line of

Edison phonograph^ now available.

Work Starts on New Victor Plant
Excavation work for the new pressing plant

of the Victor Co. in Oakland is about to com-

mence. The plant is expected to be ready for

use within a year.

New Sherman, Clay Building Soon Ready
The new wholesale building of Sherman, Clay

& Co., on Mission street, this city, is nearing

completion and plans are being made to occupy

it before October 15.

The Stockton store of Sherman, Clay & Co.

was completely destroyed by fire a few weeks
ago and the company is now occupying tem-

porary quarters in Stockton. The company will

rebuild bigger and better.

The big talking machine sale at Kohler &
Chase is over and Jack Bray, manager of the

talking-machine department, has fled the city to

take a much-needed vacation. Accompanied by

Mrs. Bray, he is exploring northern California.

General Phono. Corp. Opens Offices

The General Phonograph Corp., of New York,

manufacturer of Okeh and Odeon records, has

just opened a branch at 86 Third street, this

city. The office is in charge of Bob Koltart,

who was formerly with the Columbia Co. in San

Francisco, and who later engaged in the talking

machine business in Honolulu and Australasia.

W. E. Henry, better known as "Pop" Henry, is

the Pacific Coast manager of the General Pho-

nograph Corp. He recently opened up the main
office in Los Angeles. "Pop" is also an old

Columbia representative and at one time was in

charge of the San Francisco office.

Quarg Music Shop Is Expanding
William Quarg, manager of the Quarg Music

Shop, as "The Phonograph Studio" is now re-

named, is taking a business trip to Los Angeles.

The shop was started a few years ago as an

exclusive talking machine store, but gradually it

has expanded until now several lines of musical

merchandise are carried. A special show win-

dow this week is devoted to featuring^ Victor

and Columbia records of the popular song, "Cut
Yourself a Piece of Cake and Make Yourself at

Home." A huge wedding cake is the piece de

resistance of the display. The window was put

in in co-operation with the Leo Feist Co., pub-

lisher of the selection in sheet music form.

Hazel Rae Love, of the Quarg Music Shop,

the all-round authority on talking machine mer-

chandise, is back at her post after a vacation trip

which extended from Fresno on the south to

Eureka on the north.

Frank B. Long Moves
Frank B. Long, inventor and manufacturer of

the Melodiola phonograph, is moving into a

new and handsomely equipped establishment at

463 O'Farrell street.

To Move Brunswick Department
The Sterling Furniture Co., on Market street,

is to come down to the main floor with its ex-

clusive Brunswick department some time before

the close of the year. The company has such
faith in the line that it wishes to give it greater

prominence in display and the sales department.

F. Travers on Business Trip

F. Travers, manager of the Sonora Phono-
graph Co., of the Pacific Coast, is making a
business trip through the Northwest during
which he will visit a number of the Sonora deal-

ers. O. N. Rothlin, manager of the Phonograph
Shop, on Stockton street, dealer in Victor and
Sonora merchandise, finds interest in period
styles more keen than ever before.

New Brunswick Accounts
The Alexander Music House, of Salinas, and

the Pierce Piano House, of Eureka, are two new
California agencies for the Brunswick line.

The Brunswick Co. has completed making -a

series of Paul Ash jazz and semi-standard rec-

ords which will shortly be placed on the market.
The records were made in a room of the San
Francisco branch of the Brunswick Co.

Miss Bessie Lee, of the talking machine de-

partment of the Nathan-Dohrmann Co., San
Francisco, is on her vacation. Incidentally, it is

her honeymoon, for she deserted the ranks of

single blessedness on August 18.

W. A. CARROLL VISITS EMERSON CO.

Detroit Emerson Jobber Makes Encouraging
Report on Business Conditions and Prospects

One of the recent visitors to the offices of the

Emerson Phonograph Co., Inc., was \\"illiam A.
Carroll, president of the Emerson Record Sales
Co., Detroit, Mich., distributor of Emerson pho-
nographs and records in Michigan and Ohio ter-

ritory.

B. Abrams, president, and Arthur H. Cush-
man, sales manager of the Emerson Co., were
quite gratified at Mr. Carroll's report of sales

activities in the Middle West. Emerson sales

have shown substantial increases and all indica-

tions point to a -most active Fall season. ^Ir.

Carroll, who has been an Emerson distributor

for over seven years, stated that the reduction
in the retail price of Emerson records has influ-

enced many responsible dealers to stock the
product.

Roger Babson and

The Pacific Coast

Two Pacific Coast cities are mentioned among ten American
cities as good advertising distributing centers.

A good distributing center depends on the surrounding
territory for selling.

This recognized authority is therefore your guarantee that

the Pacific Coast afifords an excellent business opportunity.

We serve the entire coast and have several locations open
for Edison representation in this favored section of the

country.

Edison Phonographs, Ltd.
Portland San Francisco Los Angeles
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New Gennetts Every Week!
In the Blue Label Gennett Records are released the latest popular songs and

dance hits and standard numbers. Their timeliness, wide range and quality have
gi-\-en them tremendous popularity. '

Gennett Records released under the Green Label represent the highest attain-

ment in the art of sound recording. The best standard numbers come under this

label, which assures variety in selection, perfect reproduction and the real musician-
ship of the artist.

"First and Best on Gennetts" is the slogan today. There is an opportunity
for you in selling Gennetts. Get acquainted with them.

GENNETT RECORDS
Manufactured by

THE STARR PIANO COMPANY
Richmond, Indiana

Xew Tork—Chicago—L.os Angreles—Birmingham—Detroit—Cincinnati
R o s t (I II— T . r nul o II . r a Ti a <1 a

-Cleveland—Indianapolis



September IS, 1923 THE TALKING MACHINE WORLD 79

SfHKADELPHA
and
IPCALITX

TRADE REMAINS IN OPTIMISTIC MOOD DESPITE
LABOR TROUBLES IN COAL MINING CENTERS

Growing Demand for Records Features Trade—Fall Prosperity Depends in Large Measure Upon
Satisfactory Settlement of Coal Controversy—News and Activities of the Month

Philadelphia, Pa., September 7.—Sultry August

days and pleasanter September weather in the

Philadelphia district both brought with them
many inquiries of a character suggesting orders

to follow later on and, better still, a little more
than the usual amount of mid-Summer business.

The wholesale distributors of records are par-

ticularly enthusiastic over conditions as they

exist and as indications portend they will be.

The outstanding feature of the wholesale trade

is the very large amount of business condition-

ally placed by retail distributors of records

throughout the State and particularly in the

hard-coal regions, which during August re-

mained a storm center of agitation between
mine owners and miners. These orders were
placed subject to the results of the negotiations

over wages and other matters at issue between
employers and employes and, in the event of a

successful termination of them, indicated by the

late intervention of the Governor of the State,

there is certainty of a splendid Fall business

in this territory. The trade believes that the

men will be successful in securing a wage in-

crease, in which event their purchases of rec-

ords will be large. Another element in this situ-

ation is that the radio is not so extensively in

use in the mining district as elsewhere and, con-

sequently, records form a larger element of

popular entertainment.

City trade among the distributors of records,

both in a wholesale and in a retail way, was

seasonably draggy, but there is not a note of

doubt as to its future brightness. Reduction in

price of Victor Red Seals had the effect of con-

siderably stimulating sales of these products. The
trade understands that the new double-faced

Victor Red Seals will be placed on the market

September 23 and, in view of that fact, ordering

of old records was held back to some extent.

A very large increase in Victor record sales is

anticipated when the new records are offered to

the public. The market for talking machines

was merely seasonably quiet. That, too, with

the coming of the cooler months, in dealer opin-

ion, largely will increase. As a matter of fact,

August of this year was decidedly more satis-

factory in the volume of sales than the corre-

sponding month of a year ago.

Clever Display Emphasizes Service

A novelty in sales promotion and which re-

sulted most satisfactorily was staged during the

month at the Widener Store, 1 109 , Chestnut

street. At the close of each week there were

hung in the Chestnut street show windows,

past which thousands of shoppers go, two im-

mense reproductions of clock faces. On the

left-hand face the hands indicated 8:30 o'clock

and on the right-hand 1 o'clock. An explana-

tory note emphasized the point that orders re-

ceived for machines as late as 8:30 o'clock on

Friday would result in positive deliveries by

1 o'clock on Saturday, giving a seventeen-hour

guaranteed service. The diagrams so vividly

brought home this lesson that attention perforce

was arrested and sales attributable solely to this

effective display were made. In the opinion of

Manager R. L. Perrett it was most effective.

The displays were made only at the week-ends.

C. Bellak Defers Retirement

It was officially announced during the week

that the negotiations which had for a long time

been pehding over the disposal by sale of the

piano and talking machine business of Jas. Bel-

lak's Sons, Twelfth, and Chestnut streets,

finally were off and that the business would con-

tinue under the present management. This firm

enjoys the reputation of being the oldest in

continuous business history in Philadelphia, the

establishment dating back to 1854. It is the

intention of the present owner, Charles Bellak,

to retire and for a time it looked as if he

would do so, but at the last minute the nego-

tiations fell through and for the present at least

he will continue to direct its affairs as he has

been doing for several decades.

Champion Phonograph Globe-trotter

The local branch of the Columbia Grapho-

phone Co. believes that it has located the cham-

pion phonograph globe-trotter. The following

letter was received recently by the branch and

is the basis for making this claim for cham-

pionship :

"During my army career, 1917-21, the phono-

graph has been round the world with me three

times and, when surgeon on the U. S. Trans-

{Continued on page 80)

Dependability

It is a fine thing when you feel assured that your Jobber can be depended

upon to give you Victor Merchandise just when you need it.

We count it a privilege that so many Victor Dealers in our territory place

their dependence on us.

Our aim is to merit this confidence by making good and we invite such as

have not done so to get in touch with and tie up to

THE LOUIS BUEHN COMPANY
OF PHILADELPHIA

Victor Wholesalers
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THERE IS NO SUBSTITUTE
FOR THE NEW EDISON.

A FEW
DEALERSHIPS OPEN

WRITE US
RETAIL
PRICE

GIRARD PHONOGRAPH CO.
Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA, PA.

PLAYS ALL RECORDS

THE TRADE IN PHILADELPHIA AND LOCALITY- (Continued from page 79)

port , it accompanied me to Finland

on the famous Bolsheviki deportation trip. Your
phonograph has had a stormy, strenuous and

stirring existence. Crossing the ocean it has

been left out on deck during a hurricane, yet

it never failed to operate, whether in Northern

or tropical latitudes. I would not part with it

at any price."

Organize the G. F. Fields Music Co.

G. F. Fields has announced in a general com-

munication mailed to the trade that he has dis-

posed of his interest in the United Music Stores,

Philadelphia, and has formed the G. F. Fields

Music Co., which will act as wholesaler and

jobber of music rolls, musical merchandise

and radio sets. Mr. Fields has also announced

that he has secured the exclusive jobbing of In-

ternational player rolls for Pennsylvania terri-

tory. A location has been secured at 269 South

Eleventh street, Philadelphia.

Everybody's T. M. Co. in New Home
In the new warehouse recently acquired by

Everybody's Talking Machine Co., Inc., 810

Arch street, there will be opened an addition to

the m.ail order department for the purpose of

enlarging that division to take care of increased

business which the firm enjoys nationally. The
new building, located at Ninth and Filbert

streets, consisting of a two-story structure, pro-

vides the firm with 6,000 more square feet of

space, part of which will be devoted to ware-

housing purposes and part to the mail order.

Production of the Honest Quaker main springs

is being speeded up in order to take care of the

large bookings of orders now in hand and they

are being shipped as fast as manufactured. With
the new warehousing facilities it is planned to

increase production. Samuel Fingrudt, in charge

of the advertising department, is conducting a

national advertising campaign and it is due

partly to this development that business has

been stimulated.

Vocalion Race Records Popular
Increased sales have followed in the Vocalion

records distributed by the Lincoln Business Bu-

reau, 1011 Race street, of which Bertram H.

Matthews is proprietor, through the recording

of that company of colored artists. The in-

creased volume of business centers in stores,

adjacent to or conducted where there is a large

colored population. The August sales of this

class of records have exceeded all expectations

in Vocalion records.

Displays Boost Victor Record Sales

H. Royer Smith, who conducts a retail store

at Tenth and Walnut streets, has had a record

month in sales of Victor Red Seal records,

which he featured in store and window displays.

Miss Madeline, record buyer for the Smith

store. Ufl the fir>t of September for a two

1108 Chestnut Street

Philadelphia, Pa.

VICTOR WHOLESALERS

i'HlSMASTER'S VOICE'

AT YOUR SERVICE

weeks' vacation trip to New York, where she

visited the various Victor dealers, getting ideas

of business promotion through the sales and
display methods employed.

Inaugurates Drive on Records
Owing to the large number of Red Seal rec-

ords which will be stocked by the Talking Ma-
chine Co., 1025 Arch street, it has arranged for

the renumbering and redistribution of these

lines in the shelving accommodations at the

headquarters. The latter part of August clerks

were kept busy rearranging the stock racks for

the purpose of classifying the serial numbers
and to make way for the incoming orders of

double-faced Victor Red Seal records which will

be carried during the coming season. The firm

is prepared for a prosperous season in the new
double-faced Victor Red Seals and expects that

these will outsell the old single-faced record be-

cause of the comparatively low price. The firm

announces that many dealers are awaiting the

exchange proposition which shortly is expected

from the Victor headquarters and which will

deal with the returnable numbers of Red Seals.

It is holding off orders for the new Red Seal

records, expecting to clean up the old stock be-

fore placing orders for the new requirements.

The entire sales force of the company started

out on September 4 in order to clean up the Fall

business. E. M. Stern, president of the com-
pany, is on an extended automobile trip through
Canada and is expected to return by the middle
of September.

Victor Dealers Ordering Fall Stock

Orders for the Victor machines placed with
H. A. Weymann & Son, Inc., 1115 Chestnut
street, cover September, October and November
deliveries. Owing to the large number of or-

ders on hand the firm is making every effort to

speed up deliveries but feels that some dealers'

wants will remain unsatisfied the next three

months because of the demands on the output of

the Victor factory, and the accumulated orders

are far in advance of the number of machines
to be had in stock. It is sending out announce-
ment to the trade that concentration is being
made on speeding up deliveries from the fac-

tory. Harry W. Weymann, president of the

company, left the latter part of August for an
auto trip along the St. Lawrence River and

Colin B. Kennedy Radio Eqaipment

iiriliiniiii'ii

Jobbers of only Nationally Advertised
Radio and Musical Merchandise

UNITED MUSIC STORES
619 Cherry St. Philadelpbia, Pa.



September 15, 1923 THE TALKING MACHINE WORLD 81
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EMSON
Record

VELVALOD RECORD
CLEANERS

Dealers—Advertise direct in the home thru the best

advertising medium on the market. Jobbers—Get your

samples for your salesman. Prepare for the Holiday

Trade. We will help you get it. Write at once.

Philadelphia Badge Company
Manufacturers and Patentees

942 Market Street Phila., U. S. A.

other Canadian points. He was accompanied

by Mrs. Weymann and their son, Herbert W.
Weymann, in charge of the publicity end of

the business. During the absence of Mr. Wey-
mann C. W. Bahls, general manager, is taking

care of the talking machine department.

Louis Buehn Travelers Out
The four members of the sales force of the

Louis Buehn Co., 835 Arch street, who have

been on vacation, returned to headquarters the

latter part of August preparatory to starting

out after Labor Day on the Fall trip, visiting

the dealers in their territories. C. E. Sheppard

will spend the month visiting northeast Penn-

sylvania. Frank R. Ransley will look after

Philadelphia. Harry Pierce will visit the south-

ern New Jersey and southern Pennsylvania dis-

tricts, while Thomas Hower makes the rounds

of central Pennsylvania. Louis Buehn, head of

the firm, has returned to headquarters from an

extensive automobile trip to New England.

While in the New England States he visited sev-

eral of the golf courses for the purpose of train-

ing up for the big game to be played at the Sea-

view Golf Club near Absecon, just outside of

Atlantic City. Mr. Buehn will enter the con-

test for the Blackman cup, to be held on Sep-

tember 15 on the Seaview golf course, and is

expected to make a good showing because of

his prowess in the game.

Girard Co. Planning Tone-tests

Plans for a series of tone-tests to be given

during the coming Fall season are now under

way at the Girard Phonograph Co., 1819 North
Tenth street, co-operating with the dealers who
feature the Edison phonographs and records,

for which the Girard Co. is the local distributor.

The series of tests will be featured in the east-

ern Pennsylvania, southern New Jersey, Dela-

ware and Maryland districts, which come under

the local territorial rights, where the dealers

have arranged, in conjunction with the Girard

and the Edison Co., to give concerts in halls,

churches and other public gathering places,

where the artists will personally appear and
give concerts, while the vocal selections will be

duplicated on the Edison. A. W. Rhinow, of

the Girard Phonograph Co., is now perfecting

plans with the dealers and the Edison Co., so

that an early listing by the dealers will give

ample opportunity for securing such talent as

may be desired in the territory in the immedi-
ate future.

Concludes Sale of Old Columbias
During the month there were closed out at the

Gimbel store the last of the special lot of Co-

lumbia cabinets of which this establishment had

secured a very large proportion. Manager G.

F. Wurtele, of the record department, enjoyed

a brief vacation during the month and fully

prepared himself for the big season ahead,

which traditionally opens about September 15.

New Cheney Model Makes Debut
In the recently acquired home of the Cheney

Sales Corp., in the Jefferson Building at 1015

Chestnut street, there is being featured the new-
est addition to the Cheney family of phono-
graphs. It is listed as No. 119 and it was placed

on the market the middle of August. It is a

console constructed of mahogany, with an at-

tractive and artistic grilled door, and retails at

$165. Customers who have viewed the new
model in Room 808 in the Jefferson Building,

lo which the firm removed from its former quar-

ters in the Story & Clark Co. Building at 1105

Chestnut street this Summer, have placed large

orders for the new model and dealers find little

effort necessary to dispose of them; conse-

quently, generous repeat orders are being re-

ceived. The new location of the Cheney Corp.

is used as display room and sales offices and is

the executive headquarters of G. Dunbar Shew-
cU, president of the corporation. 'J"he local of-

fices are under the management of D. H. Ful-

nier. G. Dunbar Shcwell, Jr., af]vcrtising man-
ager and son of the president, spent August on

a vacation trip to Maine.

Wanamaker Makes Drive on Brunswicks
The John Wanamaker Store conducted an ex-

tensive Brunswick newspaper campaign, em-
ploying the use of every paper in Philadelphia,

with the exception of one, in advertising these

machines and, as a result, found business for

the Brunswick greatly increased. Under the di-

rection of the Philadelphia Brunswick man-
ager, O. F. Jester, there is being conducted from
the local headquarters at 1002 Arch street a

full-page newspaper advertising campaign, with

the Sunday Ledger, one of the best-known
and leading Quaker City news journals, as

the medium for getting the Brunswick be-

(Continued on page 82)

14-inch Horn, used in

the Home, $30

21-inch Horn, for Dancing
and Concerts, $35

Unrivaled

Clarity!

MUSIC MASTER'S clean-

cut, scratchless reproduction

of tone is the marvel of all

who hear it. It does not imi-

tate the singer's voice; it gives

forth the voice ITSELF, with-

out distortion.

It always speaks highly for

itself when attached to any
demonstration set. Put one on
your show outfit now and
DRAW THE CROWDS!
Dealers who have sold it know
MUSIC MASTER to be one
of the quickest turning-over

items in radio.

Send for full description of

the entire line of GERACO
Proven Radio Products and
prices.

GENERAL RADIO CORPORATIONMakers and Distributors of High-Grade Radio Apparatus
Walter L. Eckhardt, President

S.W. cor. 10th and Cherry Sts., Philadelphia; 1005 Liberty Ave., Pittsburgh
"GERACO*' on radio apparatus means it
is thoi'oiiglily tested and guaranteed. Get
details on full line. Sold througli job-
bers and dealers everywhere.

DISTRIBUTORS for OKEH Records,

STRAND Phonographs and GOLD SEAL
Record Repeaters.

RADIO REPRODUCER
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NOW EXCIUSIVEIY WHOLESAIE
but with the advantage of many
years of retail experience.

The Talking Machine Company
Victor Wholesale Exclusively

1025 Arch Street Philadelphia, Pa

THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 81)

fore the public. The object of this newspaper

campaign is to co-operate with the dealers in

preparation for the Fall and holiday business.

The series will include not only the Brunswick

machine advertisement, but the records as they

are issued monthly. The newest console model,

the Raleigh, was introduced to the local trade

the last week in August and many advance or-

ders were placed.

Wilde's Music Store, of Shenandoah, Pa., has

just taken on the Brunswick line and will handle

these instruments exclusively.

R. O. Lamforth, who for more than a decade

has been connected with the talking machine
business and recently manager of the talking

machine department of The Fair, in Chicago,

111., is now covering the coal regions of Penn-
sylvania as representative of the Brunswick Co.

Remodeling and Expanding
Remodeling and redecorating of the talking

machine department of the Estey Piano Co.,

Seventeenth and Walnut streets, is now under

way in preparation for the opening of the busy
season and the warerooms will be in readiness

by the middle of September. The department

recently was enlarged, part of the main floor

rear being devoted to the record department,

while the entire second floor is given over to

the display room for the Victor, Cheney and

Sonora machines which the firm handles. The
booths are being decorated in a scheme of gray

and blue and this is followed out in the uphol-

stering of the newly installed wicker furniture,

and every comfort for the service to customers

is to be had in the new department. With the

confinement of machines to the second floor on

a greatly enlarged space there was provided

room for an enlarged stock of records and for

the stocking of a greater number of machines.

Four new salesmen will be added to the forces

during the coming month.

Entering Radio Field

One of the newest departments which is be-

ing featured especially for service to the music

dealers, and particularly for those carrying talk-

ing machines, is that of radio equipment. The
new department now occupies six rooms on the

mezzanine floor, where are carried a line of the

Ware, Western Electric, Crosle.v, Radio Corp.

of America and the firm's own specialty, the

Estey Tea Table model radio sets and acces-

sories. It is the purpose of the Estey Co. to

make the radio department a wholesale center

for talking machine or music stores which de-

sire to carry sets and accessories, particularly

the former, which will need no technically

trained sales forces. The various sets are com-

plete at varied prices. Four salesmen have been

On
Guard

Vict or]

Penn-Victor Dogs are the best watchmen of Victor
Welfare in the Home.

Sold by most Victor Distributors.
Write them or us for prices.

Penn Phonograph Company
913 Arch Street Philadelphia, Pa.

Victor Wholesale Only

added to the forces to take care of the territory

included in the Eastern States. They are J. A.

Bailey, Jr., Gilbert Farrell, George Rieger, Jr.,

and J. W. Mackin. A special department of the

radio store is the contract department, under
the supervision of Gerald L. Quinby, who is in

charge of the radio service and who will fea-

ture the installation of radio in buildings. The
Estey Co. is now conducting negotiations for

the acquisition of a well-known radio factory

and, when completed, announcement will be
made of the firm's purpose to manufacture its

own parts and radio sets under the Estey brand.

This factory, one of the best-known devoted to

the manufacture of radio equipment, will pro-

vide the Estey Co. with a thoroughly equipped
plant for its own use. Mrs. Terese M. Quinbj',

in charge of the talking machine department of

the Estey Co., accompanied by her son, Gerald
L. Quinby, manager of the radio department,
made an extensive vacation trip through the

Great Lakes and returning b^' way of Albany,
a trip down the Hudson and Xew York, arrived

at headquarters the last week of August.

Now Victor Wholesales Exclusively

With the disposition of its remaining four

retail stores, The Talking Machine Co., of this

city, has become a Victor wholesaler exclusively.

The sales of the other stores were chronicled in

The World from month to month, the last four

having been recently disposed of. They were
purchased by Morton's, Inc., a new corporation

headed by Morton L. Stern who will conduct
the business in the same high-grade manner
which has been noticeable in the past.

Clever Exploitation of "Music Master" Horn
The idea that the Summer months must nec-

essarily be quiet months for the radio industry

is disproved by the experience of the General

Radio Corp., of this city. Walter L. Eckhardt,

president of the company, in a talk with The
World, produced figures which showed that Au-
gust has proved the biggest month in the his-

tory of the business. Mr. Eckhardt contributes

this large volume of business almost entirely to

the quality of the products, as the big Fall cam-
paign which has been planned has not as yet

been put into eff^ect. An analysis of the business

consummated during August shows that the

greatest volume of business was done on the

"Music Master" horn and "Geraco" radio parts.

An augmented staff has been put into effect

in the factory at Putnam and Mr. Eckhardt is

working towards the goal of a quarter-of-a-mil-

lion dollars' worth of business each month.

An efi^ective stunt, showing the enterprise of

Mr. Eckhardt and his associates, has been put

into effect, featuring "Music Master" horns. The
services of an aviator and his plane have been

secured to fly over cities east of Pittsburgh,

featuring this horn. The words "Music Master"

appear on the entire spread of the wings, as

well as the tonneau of the plane, and are distin-
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Ik TEEDLES— those important trifles—

^ can make or mar your record sales.

Perfect reproduction and satisfied

record buyers aie synonymous with—

General Phonograph Corporation
OTTO HEINEMAN, President

QUALITY

NEEDLES
25 West 45th Street New York
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A Musical Novelty by
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Wi-itev of
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THE TRADE IN PHILADELPHIA AND LOCALITY— ( Continued from page 82)

guishable at a great altitude. While flying the

aviator releases flocks of literature on the "Mu-
• sic Master" horn. This literature itself is

printed on cardboard cut in the shape of an

aeroplane. The opening gun in the big Fall

consumer campaign will be found in a full-page

ad in the Saturday Evening Post in the first

issue of October.

The New York territory has shown wonder-

ful progress during the past month, many sub-

stantial dealers having been added in this ter-

ritory during that period.

Talking Machine Demand Is Active

Mr. Eckhardt also reports that the talking

machine business has shown steady increase and

looks forward to excellent Fall business in this

line. In spite of the fact that the export ^busi-

ness of this company has never been gone after,

business with foreign countries has grown of

its own accord. In the past month merchan-

dise has been shipped to Chile, Me.xico, Cuba,

Argentine Republic, Australia, South Africa,

Canada, Japan and England.

The remainder of the capital stock of the

General Radio Corp. has been sold, making a to-

tal of $250,000 paid into the treasury of the com-

pany.

Following Mr. Eckhardt's well-defined plan of

gathering about him associates of particular

ability it is announced that Henry E. Marshall,

for many years with the Columbia Graphophone

Co., has joined the staff of the General Radio

Corp, to take up special executive work.

Buehn's Red Seal Campaign
The reduced price on single-faced Red Seal

Victor records was broadcasted to the buying

public by Philadelphia retailers in newspapers

and other means of publicity. Following the

usual enterprise it has always manifested the

Victor distributing firm of the Louis Buehn Co.

immediately prepared window signs for its

dealers announcing the reduction in price. This

sign was very attractively prepared and dealers

lost no time in making use of it.

Among recent visitors to the Buehn headquar-

ters was Mrs. Ida M. Huber, head of the Vic-

tor department of the Donovan Co., Lancaster,

Pa., who was oii her way to the Victor Talking

Machine Co.'s factory at Camden.
Girard Co. Engages Miss Morrisey

Miss Marie Morrisey, the popular concert con-

tralto, has again been engaged by the Girard

Phonograph Co., Edison distributor, for an ex-

tensive Tone-Test tour this Fall. Owing to popu-

lar demand, this will be the fifth successive sea-

son that Miss Morrisey will tour that territory.

According to a statement made by Mr. P. R.

Hawley, general manager of the Philadelphia

jobbing organization. Miss Morrisey's limited

engagement requires that her itinerary be con-

fined to those cities where the contralto has

previously appeared and where her popularity

among Edison enthusiasts warrants a repeated

engagement.

Bookings up to the present time in the Phila-

delphia territory promise a number that will

c.vceed those of previous seasons, and there is

every likeliliood that three separate tours shall

be required to fill the demands 'of dealers.

Extensive Fall Campaign Planned

The Guarantee Talking Machine Supply Co.

reports that Fall business is already being re-

ceived at its headquarters in this city. The
need of the new quarters recently acquired is

already being felt and extensive plans for a Fall

campaign are under way. Within a short pe-

riod this company will box all its springs under

the trade name of "Guarantee."

A. L. Stott Covering Maryland and Delaware
Edison dealers in Maryland and Delaware

have greeted enthusiastically the announcement
made by the Girard Phonograph Co., Edison dis-

tributor, that Albert L. Stott, field representa-

tive, will spend most of his time in the develop-

ment of the Edison business in that section.

Since he joined the field staff of the Philadelphia

distributors last Fall, Mr. Stott has spent con-

siderable time in these two States and enio^-s a

wide acquaintance with the Edison trade.

Through his associations he has gained an inti-

mate knowledge of the possibilities afforded the

Edison line in the southern portion of the Phila-

delphia territory, and it is believed generally

that his new appointment is but a forerunner to

a largely increased volume of Edison business

in the locality he will cover.

500 Accounts Opened Since May
The mythical .Svmimer dullness did not mani-

fest itself near the headquarters of Everybody's

Talking Machine Co. S. L. Fingrutd, secretary

of the company, reports that over 500 new ac-

counts have been opened since May 1. New-

headquarters, opened the early part of the year

and additional storage space nearby, have been

secured to meet demands. An aggressive Fall

sales campaign has been planned and, in antici-

pation, work has already commenced on the

enlargement of office space. A new catalog,

which bids fair to not only surpass all others,

but to take first place among repair part litera-

ture, is now in the course of preparation.

Arthur W. Merrihew's Big Achievement
The proverbial "feather in the cap" this time

goes to Arthur W. Merrihew, according to a

report covering the first half of the year just

disclosed by the Girard Phonograph Co., Edison

distributor of this city.

Mr. Merrihew holds the distinction of having

opened the largest number of new Edison dealer-

ships in the Philadelphia territory since the in-

auguration in January, by the disti-ibutor, of the

intensive publicity campaign for new dealers.

Although he has devoted considerable time to

development work among Edison dealers al-

ready established, which is a part of the duties

ascribed to every member of the Philadelphia

staff, Mr. Merrihew set out at the beginning of

the campaign not only to exceed his quota but

with the expressed intention of outdistancing

the remainder of the staff, and the results thus

far indicate that the end of the year will find

him still at the head of the list.

.JOBBERS

GUARANTEE
REPAIR PARTS
GUARANTEE
REPAIR TOOLS
GUARANTEE
GRAPHITE
GUARANTEE
NEEDLES

GUARANTEE
ALBUMS

GUARANTEE
SAPPHIRES

TRADE M RK

"^// that the name implies''

T^HE windows are washed, the floors are scrubbed ! we are all

set for a real-honesl-to-goodness Fall business.

Our new building is all ready with its shelves and bins bulging

with complete stocks, at your service all the time.

Look over your stock now, and let us fill your wants.

JOBBERS

MOTORS
TONE ARMS and

SOUND BOXES
KENT

ATTACHMENTS
THREE-IN-ONE

OIL

ADD-A-TONES

BRILLIANTONE
NEEDLES

GUARANTEE TALKING MACHINE SUPPLY CO,
109 N. TENTH STREET, PHILADELPHIA
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Another Superior Point for THE NEW COLUMBIA

Lubrication, the life of every motor, has received especial attention

in the New Columbia. The hard-to-oil parts, w^hich usually are

neglected in all phonographs, are cleverly provided for by a

central oil w^ell from w^hich the oil is led by tubed wicks to five

important bearings. An absolutely silent, longer-wearing motor
is perfectly insured.

COLUMBIA GRAPHOPHONE CO.
New York

OMAHA
Business Holds Its Own—Water
Shortage Causes Unemployment

and Hurts Business—The News

Omaha, Neb., September 6.—In spite of a tend-

ency on the part of the many talking machine

dealers during the late Spring to look forward

to a dull season during the months of July and

August, they have been agreeably surprised by

the fact that trade has held its own, and in some

instances has surpassed the volume of business

done during preceding months. A slight falling

off was noticeable in the city of Omaha during

the last two weeks of August, although this did

not affect the outlying territory controlled by

Omaha wholesalers. Dealers attribute the

diminution in the retail business to the fact that

Omaha was in the clutches of a water famine

for a period of ten days. The Missouri River,

always erratic in its course, washed away one

of its banks at a point where the deposit was

swept into the city water supply. The sediment

basins and the filtration plant were unable to

take care of this extra burden, and the result

was that the city water contained nearly a 25

per cent content of mud, rendering" it entirely

unfit for use and necessitating the packing plants

and many other large business interests in the

city to close down. Unemployment is always

reflected in curtailing the purchase of other than

necessities, and, as a consequence, talking ma-

chines were out of the running for a time.

Business has been very satisfactory during the

greater part of the Summer, according to

Schultz Bros., Edison jobbers, and, judging by

the way orders are coming in, the Fall trade

bids fair to break the record.

The Ed. Patton Co. is now the only exclusive

Victor dealer in Omaha. This company has just

taken over the entire retail Victor business of

the Mickel Music House as well as its line of

small musical instruments. The Conn saxo-

phone, formerly featured by the Mickel Music

House, is now carried by the Patton Co. A. O.

Topping, manager of the phonograph depart-

ment of the Ed. Patton Co., has recently re-

turned from a vacation and business trip to St.

Louis, St. Joe and Kansas City. He reports

himself well pleased with prospects for a splen-

did Fall and Winter trade.

J. H. Nicklensen, who has charge of the record

department of the Patton Co., states that it is

prepared to push its campaign of educational

records. He expects the new double Red Seal

Victor records to be very popular due to their

combination of merit and economy.

The Cheney Co., which has a branch office in

Omaha, reports a good season. The Salisbury

model has proved a good seller throughout the

territory, and dealers are sending in orders that

augur well for the September trade.

The Brunswick-Balke-Collender Co. is busy

preparing for a great trade this Fall. R. H.

Pribyl, district manager, is most enthusiastic in

his report, and declares himself highly pleased

with the outlook.

William H. SchmoUer, senior partner of the

Schmoller & Mueller Music Co., who makes an

annual visit to his birthplace in Eisenach, prov-

ince of Thuringen, Germany, writes that reports

of distress in Germany are not exaggerated.

•S. S. Oakford, president of the Oakford Music

Co., Sonora dealer, has returned from a three

weeks' trip to the West Coast, having visited

San Francisco, Los Angeles and Long Beach.

Mr. Oakford visited relatives and transacted

business on his trip.

EXHIBIT AT KUTZTOWN FAIR

I. E. Albright & Son, of Allentown, Get Excel-

lent Results From Annual Exhibit

Allentown, Pa., September 5.—I. E. Albright &
Son, music dealers, of 129 North Eleventh

street, this city, following their custom for the

past fifteen years, had an elaborate display of

pianos and talking machines at the Kutztown
Fair held recently in Kutztown, Pa. The dis-

play, which was in charge of Claude T. S. Al-

bright, consisted of Becker Bros, pianos and
player-pianos, Columbia talking machines and
records, etc. Considerable business resulted.

HACKETT TO SING FOR KING ALFONSO

The New York Tribune carried a cable an-

nouncement recently to the effect that Charles

Hackett, famous American tenor and exclusive

Columbia artist, would sing during the present

San Sebastian opera season before King Al-

fonso of Spain by special command. American
Ambassador Moore is expected to introduce Mr.

Hackett at a special concert to be devoted to

songs of American composers. Mr. Hackett

will tour with the Chicago Opera Co. after the

San Sebastian season.

The "Playon" record repeater, made by the

continuous Phonograph Player, Inc., of Phila-

delphia, has been featured during the Summer
months at Atlantic City, where it attracted

much attention.

ODEON RECORDS AVAILABLE

The foreign language division of the General

Phonograph Corp. has suggested to its dealers

that they take advantage of the concert tour of

Erno Kiraly, Hungarian artist, who arrived re-

cently in this country. A. H. Thallmayer, man-
ager of the company's foreign record depart-

ment, states that Mr. Kiraly's records under the

Odeon, Beka and Favorite labels, which he

made in Europe, are available to the General

Phonograph Corp.'s dealers through the com-
pany's contract with the Carl Lindstrom organ-

ization in Berlin.

NEW%lli|lSON
COMPARISON WMH THE' LIVING ARTIST

HtVEALS NO DIFFERENCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"

First to play all makes of Records

EDISON INVENTED IT-EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
Edison Distributors for Nebraska

and Western Iowa
16th and Howard Streets

OMAHA A few dealerships open. Write
or wire
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for beauty—for tone—for price

Two-tone finish has the call
(Beautiful two-tone effects in this new Strand)

There is sure to be a shortage
(Write your order while delivery is dependable)

The dealer's discount does the rest

m
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These Direct STRAND Representatives Are Ready to Serve You:

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

ARTOPHONE CORPORATION, 1213

Pine Street, St. Louis, Mo.

ARTOPHONE CORPORATION, 317

Kansas City Life Bldg., Kansas City,

Mo.
CONSOLIDATED TALKING MACHINE

CO., 227 W. Washington Street. Chi-

cago, 111.

OTIS C. DORIAN, 321 King Street,

E. Toronto, Ont.

A. C ERISMAN, 174 Tremont Street.

Boston, Mass.

VV. L. ECKHARDT (General Radio
Corp.), Tenth and Cherry Streets.
Philadelphia, Pa.

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

W. S. GRAY, 926 Midway Place, Los An-
geles, Cal.

L. D. HEATER, 357 Ankeny Street,

Portland, Ore.

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

R. J. JAMIESON, 625 Swetland Bldg.,
Cleveland, Ohio.

M. E. LYLE, 65^2 Walton Street, At-
lanta, Ga.

To responsible dealers we offer a profitable franchise in localities not yet

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

RICKEN, SEEGER & WIRTS, Globe
Bldg., Detroit, Mich.

STERLING ROLL & RECORD CO., 13"

West Fourth Street, Cincinnati, Ohio.

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

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

SHARP MUSIC COMP.\NY, 823 Fif-

teenth Street, Denver, Colo.

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

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

H. J. IVEY. Bo.x 235, Dallas, Texas.

being covered. Write or wire.

95 Madisou Avenue, NEW YORK

llUIMtlllltilllllPliniMIIIIMtlirilMMIK



86 THE TALKING MACHINE WORLD September 15, 1923

BUFFALO
Retailers and Wholesalers Pre-

paring for Busy Fall and If'inter

Seasons—Activities of the Trade

Buffalo, N. Y., September 7.—Preparations

are being made by dealers in talking machines

in the Buffalo and western New York districts

for a record-breaking Fall trade. At present

dealers throughout this district are enjoying a

business of unequaled proportions for this sea-

son and indications point toward an exceptional

Winter trade.

C: E. Seigesmund, of Curtis N. Andrews, Vic-

tor wholesaler, says the demand for higher-

priced Victrolas is prevailing in this district.

Dealers are receiving favorable results with the

new Victor console models 400 and 405. Pres-

ent indications are that it will be difficult to

meet the holiday demand that is certain to

come. Instruments retailing from $100 to $150

are in a greater demand than can be supplied.

The decrease in price on Red Seal records

has been a big boon to the record departments

of dealers in Buffalo, who are eagerly awaiting

release of the double-faced Red Seal records.

F. C. Clare, manager of the Iroquois Sales

Corp., says the company is planning for the

busiest Fall it has ever had. Advance orders

from dealers throughout the western New York
section for Strand talking machines for Sep-

tember and October deliveries are indications

of a tremendous trade. G. R. Kuehner has re-

turned from a trip to Rochester_and other west-

ern New York towns, where he has arranged

with dealers for their Fall and early Winter
stock of Strand machines and Okeh records.

Harold A. Scrimshaw has been placed in the

Eastern section by the Iroquois Sales Corp.

and has proved himself very capable. W. How-
ard Webb, 150 Genesee street, is the onlv dealer

A Victor Year
Victor weekly releases, coupled with the

double facing of Victor Red Seal records,

means unlimited sales possibilities for

the aggressive Victor retailer. The new
Victrolas 400, 405 and 410 are the finest instruments
ever presented to the trade, and will be important fac-

tors in making 1923 "A VICTOR YEAR."

Victor products will be at a premium this Fall. There
is going to be an unprecedented demand for Victrolas
and Victor records, and orders placed now will enable
you to meet this demand.

We are at your service

CURTIS N. ANDREWS
Victor Distributor

BUFFALO, N. Y.

)'7/r/////,

with a display at the Erie County Fair this

year. He has a very attractive exhibit of Okeh
records and Strand instruments.

The Hoffman Piano Co., carrying the Bruns-

wick and Sonora talking machines, is conducting

a sale preparatory to installing its new Fall

stock. Albert Stettenbaus and Albert Diddion

have been added to the sales force of this

company. Both are widely experienced.

The Buffalo Talking Machine Co., Victor dis-

yjN/CffT'SRWEFRO/^EVERY
mPORTANT TRADE CENTER.

/N THEEAST

The veritable network of shipping facilities which Buffalo

offers to Victor dealers—is the answer why the Buffalo Talking

Machine Co. service is reaching a larger number of dealers each

year.

This is unquestionably a real service which builds long-lasting

friendship with a better and more efficient business for all.

Why not try this service? It will pay you.

BUFFALO TALKING MACHINE CO.
'Victor Wholesalers

BUFFALO, N. Y.

tributor, with headquarters in this city, is ex-

periencing a most satisfactory demand from the

many dealers whom it serves, indicating that

retailers are enjoying a state of prosperity.

Many orders for Fall and holiday stock are

being placed, the trade evidently being deter-

mined not to be caught short when the ex-

pected Fall trade boom is actually here.

The $75,000 addition to the Broadway store

of the Erion Piano Co. will make this one of

the finest and largest stores of its kind in the

city. The first floor of the three-story addition

will be devoted to the display of talking ma-
chines, records and pianos, while the upper

floors will be used for storage and repair de-

partments. The main store has an excellent

location on William street.

Joe .\rmbrusler and His Societ}'- Band of

Buffalo have returned from New York, where
they made several Okeh records for the Gen-
eral Phonograph Corp., manufacturer of Okeh
and Odeon records. The company is very much
pleased with Armbruster's records of "Ritzi

Mitzi" and "Japanese Sunset."

William R. Stagg has opened a distributing

office in Buffalo for the Cheney talking machine
in the Calumet Building, West Chippewa street.

He will cover the western New York district

for the Cheney instrument.

Bennie Krueger and his Brunswick recording

dance orchestra recently played a return en-

gagement at the Clifton House in Niagara Falls,

Ont., where they received an enthusi'astic re-

ception from local music lovers.

F. F. Barber has been made manager of the

J. N. Adam Co. Jifusic Store, following the

resignation of F. C. Culp, who has gone to

Canada with the hope of regaining his health.

Mr. Culp was presented with a silver loving cup

by employes of the store as an indication of

the esteem in which he is held.

George F. Schafer, formerh^ located at 20

Main street, has opened his new music store

at 52 Main street, Batavia. It is equipped with

every modern convenience. The interior finish

of gold and white makes a beautiful setting for

his fine stock of talking machines, records and

pianos and the modern fixtures installed makes
this one of the most efficient local stores.

E. J. Ryan, dealer in furniture and musical

instruments in Seneca Falls, N. Y.. has bought

the block and business of Fred Teller at 100

Falls street and will consolidate his business

with that of Mr. Teller's. Plans have been made
for extensive improvements in the store.
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for Phono^VaLphs

TALKER" RECORD AS EVIDENCE PAUL BOLONGNESE WITH EMERSON CO.

No surface noise and no sac-

rifice of volume or tone qual-

ity.

No need to alter the phono-
sraph. A simple attachment
that can be added by anyone.

Helps record sales. Sellsat$3.50.

Ask for dis-

counts.

Bakertone

Corporation

408 Pearl Street

BUFFALO. N. Y.

W. L. Forohley, of Hamburgh, who lost his

stock of talking machines in the $20,000 fire

there, has taken temporary quarters with John
B. Gueting.

Victor Smotch, talking machine dealer at 169

Niagara street, recently retired from business.

Henry Poucher, of Fairport, N. Y/, dealer in

musical instruments and furniture, died recently.

He was ninety-two years old and remained

active in his business until a few months before

his death. He had many friends in the trade.

At a recent meeting called by the Buffalo

Better Business Commission with representa-

tives of the Buffalo daily, press advertising of

two local music dealers was discussed. It was
charged by the Better Business Commission
that these dealers used misleading advertising

to make sales. Chief among, the charges was
the misuse of the word "Free," used in adver-

tising talking machines. These dealers had

been warned by the Better Business Commis-
sion to change their policy of advertising, it

is claimed, but continued their old methcrds.

The Bufl^alo newspapers have been asked to

refuse copy from these houses until they change

their advertising policy.

COLUMBIA DEALER USES TIMELY "AD"

Selden Drug Co., Lewistown, Mont., Repre-

sented in Co-operative Ad Campaign

Lewistown, Mont., September 5.—On August 24

the second page of the Lewistown-Denver News
carried a full-page spread headed "Yes, We
Have No Bananas, But—" and after the word
"but" came the advertisements of eleven dif-

ferent merchants, telling of the many things

that had to sell as substitutes for the much-
lamented bananas. Only one phonograph mer-

chant, the Selden Drug Co!, Columbia dealer;

was represented. His message stated that the

public demand for the popular banana song had

sold out the first shipment of Columbia records,

but that other new hits were in stock, includ-

ing three popular selections that were listed.

The famous Columbia trade-mark was used to

advantage by the Selden Drug Co. and the ad-

vertising produced splendid results.

STARTS DRIVE ON FOREIGN RECORDS

Herrin, III., September 6.—Miss Flcata Trout,

of the Victrola department of Cline's Drug
Store, this city, is making a special drive for

foreign business in her locality. One large booth

has been set aside exclusively for her foreign

customers. In this booth are located the files

for the foreign records and the walls are cov-

ered with foreign hangers, photographs of for-

eign patriots and foreign scenes. Miss Trout

has had exceptional success with tlic foreign

population of this mining district.

Walter Scanlan, a popular Irish tenor and

Edison artist, is touring the country this year

with a new Irish play, "The Blarney Stone."

Used by German Concern in a Suit Involving

a Business Misunderstanding

Made Manager of Foreign Record Department
—Prepared New Foreign Record List

A German court now faces the problein of

deciding on the legal status of a' talking machine
record of a business conversation, recent dis-

patches from Berlin say. The case is of impor-

tance because of the growing use in Berlin of

phonographs to record telephone messages.

The case hinges on a telephone conversation

which the plaintifif contends constituted a con-

tract for the delivery of a quantity of gasoline.

The defendant in the case misunderstood and
did not deliver the gasoline. The representa-

tive of the firm had switched on a recording

apparatus when giving the order and the phono-
graphic cylinder was filed.

When the case carne before a Berlin civil

court the wax record of the conversation was
placed on a talking machine in the courtroom
and the verbal contract was reproduced. The
case was referred to a higher court.

Paul Bolongnesc has rejoined the Emerson
Phonograpli Co., Inc., as manager of its for-

ei.gn record department. Since his return to

that organization he has prepared a new list of

Italian, Jewish and Polish records. These lat-

ter selections will cover a wide range of titles

and as the demand for such works is quite active

the release of the new list is looked forward to

by retailers who specialize in foreign selections.

Mr. Bolongnese has had wide experience in for-

eign recordings. He is acquainted with the ma-
jority of foreign record artists and in other

ways keeps in touch with the particular 'demand

and vogue in foreign selections.

A. H. Mayers, prominent member of the New
York talking machine fraternity, who has been

spending the Summer abroad, expects to sail for

home on September 22.

A tone

unsurpassed
for beauty

and richness

Smart in

appearance;
magnificent

two-tone-wood
eflfect

ROSEMARY

3 \ ^ t \\ t X
Are you willing to stock a phonograph which is

1. Unsurpassed by any in

tonal quality.

2. Unsurpassed by any in

excellence of construction.

3. A gem as an article of

furniture.

4. Sold f.o.b. your city any-

where in the U. S.

5. Certain to bring you a

bigger profit than any high

7.

8.

grade instrinnent you noiv

handle

Selling easily and in stead-

ily everlasting quantities

wherever it has been in-

troduced.

Sold direct to you—no
local distributors.

Available in very hand-
some, popular walnut /
and brown ma-
hogany.

NOW mail this coupon to

Mayer Bros. & Bramley, Inc.

417 West 28th Street

New York City
> •"
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THE TWIN CITIES
Exhibitors at State Fair—Lucker Keeps Open House—Distribu-

tors Prepared for Active Fall Trade—The News of the Month

AIiNNEAPOLis AND St. Paul, Minn., September 7.

—The throngs attending the great Minnesota

State Fair are looked to to furnish innumerable

good talking machine prospects to the firms

which are exhibiting their wares at this perennial

show. Fair Week (September 3 to 8) has also

brought its quota of out-of-town customers to

firms not represented at the Fair. Booths are

being maintained by W. J. Dyer & Bro., Victor

jobbers; Laurence H. Lucker Co., Edison dis-

tributor; Edward G. Hoch Co., Cheney & Stone

Piano Co., Vocalion Red records.

The Edison people, occupying a double booth

in the Liberal Arts Building at the entrance to

the grandstand, have inaugurated various plans

of increasing interest in the display, one of which
will net someone a handsome Edison console

phonograph retailing at $175.

A Cheney Queen Anne model will also be

given away to a lucky visitor at the booth of

tlie Edward G. Hoch Co. The Cheney booth is

made doubly interesting by an exhibit of the

various stages in the process of making a Cheney
machine, a stunning console representing the

finished product.

Foreign Record Demand Grows
The Northwest, with its large proportion of

foreign-born population, is buying a large amount
of foreign records. By means of a cleverly con-

trived campaign W. J. Dyer & Bro., Victor job-

bers, are experiencing great activity in records

in foreign languages.

George A. Mairs, manager of the Victrola de-

partment, stated that records are .going big and
that the demand is unprecedented for the month
and for this year. A few of his largest orders

are bound for the Pacific Coast.

"I believe the record business throughout the

country is picking up," Mr. Mairs declared. "We
are also receiving good orders for machines."

The firm's campaign on portables No. 50, which
proved so successful, is even yet bearing fruit,

although Fall is setting in.

The Consolidated Music Co. is also doing a

large and successful foreign record business.

The Minneapolis Symphony Orchestra has ob-

tained 'Renee Chemet, violinist and Victor artist,

as soloi'it in St. Paul and Minneapolis engage-

ments later in the season, which undoubtedly

will have a bearing on the sale of this violinist's

records throughout this territory.

New Victor Records Stimulate Sales

G. A. ZoUer, manager of the Golden Rule

phonograph department, says that his business

is fairly brisk, largely due to the introduction of

the double-face Red Seal records, which is rapid-

ly clearing out his stock of single-face numbers.

Miss Edith Clark has returned from Chicago,

where she continued her study of voice training,

and is back as saleswoman in the Golden Rule's

Victrola section.

Brunswick Activities

Eugene F. O'Neill, veteran talking machine

man with Brunswick-Balke-Collender Co., says:

"Every report indicates that the Northwest is

convalescing. While there are some sections

where the returns will be light, due to low grain

prices and poor yields, yet the situation is more
encouraging than last year. Collections are im-

proving and merchants are now ordering for

their Fall requirements. As a section, however,

the Northwest is very 'spotty.' Among recent

visitors at the Brunswick office have been Will-

iam Hardt, of Winona; Syd Sather, of Grand
Rapids; R. E. Hamlin, of Moose Lake, and W.
H. Schemley, of Durand, Wis.

The new full-page advertising campaign of the

Brunswick made its initial appearance in the

Minneapolis Sunday Tribune August 26, and has

been favorably commented upon by the trade.

A car of the new Brunswick "Raleighs," retail-

ing at $200, is in transit and will be sent out on

back orders when received.

Harry L. Davis, southern Minnesota and South

Dakota Brunswick traveler, is back from an ex-

tensive tour of his territory. He reports condi-

tions fair, with South Dakota badly "spotted" in

sections.

Sam Hilde, of the Brunswick Co., who travels

in A'lontana territory, reports that there are

encouraging prospects, but North Dakota mer-
chants, he says, are not optimistic. Fred Nelson,

of the Brunswick Co., has just returned from
his vacation, motoring in Wisconsin, and is

tuning up his Elcar for a trip among the north-

ern Minnesota dealers.

Radio and phonograph combined are displayed

in the combination radio and Brunswick which
Boutell Bros., furniture dealers, are displaying.

Laurence H. Lucker Co. Keeps Open House
The Laurence H. Lucker Co., Edison distribu-

tor, is doing a nice business, according to J.

Unger, who says the company is holding open
house all week for State Fair visitors, and to

date the booth in which the Edison line is very

attractively displayed has been one of the most
popular stopping places at the Fair.

Sonera Consoles Popular
One-third above last year's figures is the ex-"

pectation of the Sonora jobbers, Doerr-Andrews
& Doerr, according to John E. Date, who re-

marked: "Business in the last few weeks has

made a phenomenal return. Reports from South
Dakota show that dealers there are looking for

a good Fall business. Personally, we have
larger stocks than we have had at any time in

our history. We will be able to furnish all

dealers with console models." Mr. Date finds

that these models constitute 90 per cent of the

demand, which is in line with a prophecy he

made a long time back.

Sonora Ad Drive to Start Soon
Sonora advertising bearing the slogan, "Look

below the surface on quality merchandise," sup-

plied by the home office advertising department,

will start in the Twin City and Duluth press

September 16, the campaign continuing through-

out the remainder of the year.

Harry J. O'Connor, sales manager for the

Sonora Co., accompanied by Mr. Date, has been

spending a fortnight visiting the territory. He
is the guest of Mr. Date at his Summer home at

Tonka Bay, Lake Minnetonka. Mrs. Mary
Leonard, of the Leonard Piano Co., of St. Paul,

made a visit to the Date Summer home recently.

Visitors Order Fcill Stock

Visitors at the Doerr-Andrews-Doerr offices

include: A. L. Miles, of the Miles Music Co.,

Sonora dealer in Duluth, and his son, Donald,

manager of the phonograph department; E. D.

Wetzel, Little Falls; H. Hall, of the Hall Music

Co., Brainerd, and John B. Christeau, of Owa-
lonna, one of the largest and most progressive

phonograph dealers in southern Minnesota, all

of whom placed substantial Fall orders.

Odeon Records Sells Quickly

Mrs. B. C. Eggar, manager of the Consoli-

dated Music Co., says: "Business is much bet-

ter, although sales in North and South Dakota
are going slowly, the best territory being the

iron range towns in northern Minnesota. At the

Consolidated Co. the foreign records are excep-

tionally popular, especially the line of instru-

mental Odeon records. The demand, she says,

seems to be more or less even among the various

nationalities, some territories being partial to

the Scandanavian, German or French, while

others favor the Polish, Russian, etc." E. A.

Fearn, president of the Consolidated Co. in

Chicago, arrived Tuesday morning to visit the

Minneapolis branch.

Miss Edna Baer Goes West
Miss Edna Baer, who has been in charge of

the record ordering at the Cable Piano Co. for

some years, left late last month for San Diego
to reside. She has been succeeded by Miss Dos.

Interesting News Gleanings

John Lang, manager of the Dayton Co.'s pho-

nograph department, and Neil Schumacher, pho-

nograph manager of the Cable Company, have

returned from vacation.

John J. Roden, of Dayton's, surprised his

friends among the phonograph trade by his re-

cent marriage to Miss Lucille Conley.

Big Victor Demand Presages Shortage

"Business is starting with a bang," according

to Charles K. Bennett, manager of George C.

Beckwith Co., Victor jobber. "Our men on the

road have sent in most encouraging orders. We
e.xpect to be up against a machine shortage.

The double-facing of Red Seal records has acted

as a tremendous stimulus to sales and our deal-

ers have started replenishing their stocks with

the new records."

Mr. Bennett is back at his desk after a fort-

night in the East, visiting at Chicago, Philadel-

NEW%©|lSON
COMP/niSON WUhI THE LIVING AlillST

RtVEALS NO DIFFERENCE

Edison

Dealers

Enjoy

Every

Advantage

The New Edison is recognized as the foremost

phonograph of all time. It means prestige to the

merchant who sells it.

The new low priced inodels—upright and console

—new increased discounts, quick turnover and

timely release of the latest hits offers steady in-

creasing profits.

We have a liberal proposition and open territory

for live merchants of the Northwest. Write now.

Cash in on the Fall and Holiday demand.

LAURENCE H. LUCKER
Northwest Edison Distributor

Established 1902

17 South Sixth St. Minneapolis, Minnesota



September 15, 1923 THE TALKING MACHINE WORLD 89

Another Superior Point for THE NEW COLUMBIA

Maximum storage capacity for records is an outstanding feature

of every New Columbia. Especially noteworthy is the ingenious

use of excess space at the back of the $225 Upright Model for

convenient storage of surplus numbers. Even the Portable Model
has a special drawer with a capacity of eight records.

COLUMBIA GRAPHOPHONE CO.
New York

phia and New York, and spending some time

with Harry Goldsmith, of Milwaukee, as the

guests of W. T. Haddon, Island Heights, N. J.

Mr. and Mrs. H. J. Jeronimus, of Duluth, ex-

clusive Victor dealers, spent August 27 at the

Beckwith offices and Monday evening were en-

tertained at dinner at the Nankin by Mr. and

Mrs. Bennett, in company with Miss Aileen

Stanley, "The Phonograph Girl," appearing at

the State Theatre, and her manager, after which

the Jeronimuses and Bennetts attended the thea-

tre to hear Miss Stanley.

Keep Your Wife at Home With Music

The phonograph has a new function if an inci-

dent reported by Mrs. Flygen, in charge of the

Central Furniture Co.'s Victrola department, is

a criterion. A much-worried man approached

Mrs. Flygen, explaining that his wife had de-

serted him and their two small children. Know-

ing her whereabouts, he thought to soften her

heart and speed her return by sending her some

appropriate records. Mrs. Flygen finally helped

him select "the Twenty-third Psalm," "Psalm of

Life" and one of Rodeheaver's revival hymns.

At his next appearance the customer was ra-

diant, reporting that his wife had played each

piece three times and decided to return home.

Do Record Machine Business

Whitney-McGregor's phonograph department,

under the management of Mr. Rosenstein, had a

red-letter day recently when the department did

four times as much business as any previous day

this year. By featuring a low-price machine
many prospects were entertained, most of whom
bought a more expensive instrument than the

advertised product. As a consequence, Mr.

Rosenstein disposed of his old-style Victrolas,

Harry Wunderlich, of the Wunderlich Music

Co., Kansas City, Mo., has been enjoying a Min-

nesota Summer at his new big log cabin at Lake
Washburn, in the vicinity of Outing, Minn.

Cheney Shortage Probable

"Our business for Fall is assured," Edward G.

Hoch, head of the Edward G. Hoch Co., Cheney
distributor, said, "and it will be ahead of last

year. We are advised by our central office that

some models are sold out until February of next
year." The Cheney line has just been taken on
by the Emporium department store in St. Paul.
The first ones are now on display there. Foster
& Waldo, who handle the Cheney in Minneap-
olis, say they have a list of Cheney customers
who are so well satisfied that they bring in their

friends as prospective purchasers.

The trade, says Mr. Hoch, is most enthusiastic

about the Cheney sales manual, recently issued,

probably the first of its kind in the talking ma-
chine trade. This book, in the form of a ques-
tionnaire, is an excellent aid to selling.

MUSIC STORES FOR NEW ARCADE

Canton, Ohio, August 27.—Applications have
been received from two music dealers for space
in the new Piper Arcade. Tuscarawas street,

to be completed by September 15.

The Piper Arcade is one of the finest in this

section of the country and is modeled after the
Taylor Arcade in Cleveland.

Take Stock of Your Profits
Are your earnings in a rut?

Are you making the money you should?

Is someone else making some of your money?

Does your manufacturer give you the utmost in money-
making opportunity?

Take Stock—Face Facts—Investigate

Write Us Today

You'll get surprising information

THE WOLF MANUFACTURING INDUSTRIES
MAKERS OF IVIASTERCRAFT PHONOGRAPHS

QUINCY, ILLINOIS
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Brunswick

The New
Hall of Fame
MICHAEL BOHNEN
MARIO CHAMLEE
GIUSEPPE DANISE
CLAIRE DUX
FLORENCE EASTON
LEOPOLD GODOWSKY
JOSEF HOFMANN
BRONISLAW HUBERMAN
MARIA IVOGUN
THEO KARLE
GIACOMO LAURLVOLPI
ELLY NEY
SIGRID ONEGIN
MAX ROSEN
MARIE TIFFANY

Brunswick's precedent-
shattering evolution of the
talking machine field gives
you genuine selling points

which make profitable sales.

Have your clerks familiar-

ize themselves with the
Brunswick story. You'll
find it translates into
greater profits.
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Establishes Precedents

in the Phonograph Field

For your own information note how
Brunswick has blazed the trail

It was Theodore Roosevelt who said: "We do

not go by precedents. We make them."

This saying might be applied to the Brunswick

policies. From the start Brunswick phonographs

and records have established precedents, have

blazed new trails in the reproduction of music.

Here are four Brunswick revolutions in the

history of talking machines that upset all prec-

edent and created new possibilities in the field.

These precedents have helped Brunswick dealers

to gain a commanding position in the musical

field.

All Records Playing

Brunswick Precedent No. 1 —The advent of

Brunswick introduced the perfected reproducer

that plays all makes of records. The Brunswick

reproducer opened to owners of Brunswick pho-

nographs all the music of the world on records.

It was a sensational success from the start.

Consoles

Brunswick Precedent No. 2—The first console

models, with flat and split tops, with balanced

lids, were made by Brunswick. Brunswick con-

sole models are the most popular made—and

much imitated.

Double-faced Operatic Records

Brunswick Precedent No. 3—Before Brunswick

began marketing its double-faced Gold Label

operatic and classic records great artist records

were generally single-faced. The Brunswick
supremacy in interpreting the art of great artists.

combined with two records on one disc, estab-

lished these Gold Label records as the greatest

^"alue and the best phonograph music to be had.

Continuous Record Service

Brunswick Precedent No. 4—Lentil Brunswick

blazed new trails records were released once a

month, with an occasional "special" release.

Brunswick instituted the revolutionary policy of

"Always Something New on Brunswick Records."

keeping new records flowing from the factory to

the dealer in a ceaseless stream, enabling dealers

to provide new Brunswick records, the latest and

best music, day by day.

All For Greater Profits

The Brunswick method of merchandising rec-

ords, with its quick turn-over, together with a

carefully limited catalog, and consequent low in-

ventory, has meant ever mounting prcifits for

Brunswick dealers. They no longer have to keep

a heavy stock of slow moving records to meet

the possible demand, and quick selling records

ha\'e meant cjuicker and greater profits.

Brunswick's first consideration is the success

of its dealers. The progressive policies enumer-

ated above, the careful guarding of dealers' in-

terests through our own branch offices and dis-

tributors working in close harmony with our

methods, have given Brunswick dealers signifi-

cant ad\'antages. and the prestige of an unex-

celled popular prestige.

Prestige, profit and protection are the cardinal

points of Brunswick service.

New England Distributors:

Kraft, Bates & Spmcer. Inc.,

SO King.-iton St..

Boston, Mass,

THE BRUNSWICK-BALKE-COLLENDER CO.
Manufacturers—Established 1S45

General Offices: Chicago Branches in All Principal Cities

Canadian Bistribufors:

Musical Merpliandise Sales Co.,

79 Wellington St.. West.

Toromo. Ont.
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The End
of a Costly,

Mussy Job
EPLACING a broken phonograph
spring in the customers base
ment or backyard is about "zero"

in employment from the repair

man's viewpoint.

The savage way the caged derehct

springs out the instant the barrel is opened,

spattering dirty oil over the premises seems

to shout its revenge for a long imprison'

ment at hard labor.

And the labor of coiling a new spring

into the old grimey casing is far from

child's play.

Both these disagreeable costly, time

eating, profitless, jobs are hereby abolished

for users of

"United ^Motors
For we have instituted a new system, by

which we supply our trade with complete

spring assembles—spring, barrel, shaft and

gear - ready to slip into the place of the

old barrel.

Read the short paragraphs under the

cuts — they tell the whole simple story.

You need never open a barrel. We do

that for you at the factory. Just send us

from time to time, your accumulation of

old barrels; we put new springs into them
and return them to you, charging only a

few cents a piece to cover our actual

material and labor cost.

You can make the replacement for your

customers at a lower charge, because the

labor involved is a matter of minutes in-

stead of hours—and yet pile up a nice

yearly profit, instead of a deficit for your

service department.

NEW NO. I SERIES— To replace

spring, take off the two nuts shown
on tiiangular casting and slip in

complete new United Spring Assembly

STANDARD No. 5 AND 6
MODELS—To replace spring,

remove set screw at end of bar-

rel shaft and slip in complete

new United Spring Assembly

Cast Iron Motor-Housing "United" motors are the
• only ones in which the

entire mechanism is completely housed in, and protected

by, a dust' proof, oil 'tight cast iron housing. This is a

permanent safeguard against injury to motor during the

assembly, shipment, demonstration, delivery and operation

of the instrument. It multipHes the life of the motor

and enhances the reputation of every United'cquipt

phonograph.

oAutomatic Wick-oiling Exclusive with us. An
oiled pad in the bottom of

the sealed cast-iron housing feeds lubricant, by capillarity

through cotton wicks, to the moving parts—automatically,

continuously, uniformly, and for years without re-oiling.

A phonograph motor that must be oiled by Mrs. Brown
or daughter Bess—just isn't oiled.' And when Mr. Brown
gets on the job, he floods it by main strength. None of

this with a "United" motor.

Send for our boo\—"The Heart of the Phonograph"

UNITED MANUFACTURING & DISTRIBUTING CO.
9705 COTTAGE GROVE AVE., CHICAGO, ILL.
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IN PES MOINES
Brisk Record Biis'niess Features Trade—JVinning Edison Dealers

on Eastern Trip—Month's Changes and Activities in the Trade

Des Moines, Ia., September 7.—August business

closed and September business opened as good
or a little better than any of the dealers or

distributors expected for this time of the year.

Most distributors report that business for this

Summer has been somewhat better than for sev-

eral years past and attribute this to the fact

that business in general is coming back to

a state of prosperity.

Des Moines dealers arc reporting a record

business that is unusually good. Much of this

increase, it is pointed out, is due to the dis-

continuance of the "records on approval" which
went into effect August 1. People no longer

take out records, tire of them and return them
at the expense of the dealer. Des Moines deal-

ers are unanimous in their approval of the "cash

and carry" plan. Other plans for the better-

ment of the talking machine business in Des
Moines are said to be under consideration by

the Des Moines Dealers' Association.

Mickel Bros., Victor distributors, have planned

their advertising helps for dealers in conducting

"Victrola Clubs." Under the direction of H. B.

Sixsmith, sales manager, a campaign of adver-

tising displays, letters, copy, blotters, tags, etc.,

has been prepared for the dealers at nominal
cost. Dealers who have tried the "Victrola

Club" plan have found it to be very successful,

and many are planning to use it again this Fall

and Winter to stimulate business. According
to Mr. Sixsmith, dealers have shown a tendency

this year to place their orders for Fall and
Winter goods very early.

George E. Mickel, president of Mickel Bros.,

visited Des Moines September 1 on business,

returning the following week to his home in

Omaha.
Harger Blish, of Harger & Blish, Edison job-

bers, left August 20 with the winning dealers

of the contest promoted by the company on a

trip through the East. The winning dealers

were: F. N. Cooper, Woodward, Iowa; Harry
Shrayer, Bethany, Mo.; A. L. Hegglund, Pierre,

S. D.; Paule Jewelry Co., Burlington, la.; and

the Odell Jewelry Co., Keokuk, Iowa. The lat-

ter dealer was the winner of the "lucky" trip.

According to H. H. Blish, the contest was very

successful in stimulating Summer business for

dealers. .Sales during the period of the contest

were 100 per cent better than during any previ-

ous year's contest.

A. L. Hegglund, the winning Edison dealer

from Pierre, S. D., made a spurt in his sales

efforts in the last twenty-four hours before the

close of the contest and turned in orders

amounting to over $3,000. Considering the fact

that Hegglund is a mail carrier in Pierre and is

able to work at sales only in evenings and spare

time, the record is remarkable. The Paule

Jewelry Co. rated the highest in sales and

points of any firm entering the contest.

Harger & Blish report that orders for Fall

and Winter stocks are coming in earlier than

usual this year. Dealers' stocks are very low,

according to Mr. Blish, but most dealers are

buying early and showing very good judgment
in their buying.

During Iowa State Fair Week, August 22-31,

Joe Thomas' Saxatet was one of the popular

bits of entertainment on the program. During
their slav in Des Moines, the members of the

organization were frccinent' visitors to the Dun-
ing Co., distributor of Starr phonographs and

Gennett records. Two records, "Anabelle" and

"Barney Google," by Gennett, featuring the

Saxatet, have been very popular locally.

Ralph Lohr, Victrola dealer at iMuscatine,

Iowa, did some effective advertising of his own
at the West Liberty fair. Dressed in rustic at-

tire and carrying a portable Victrola under his

arm, he attracted the attention of the crowds
when he seated himself in the shade, started

the Victrola and proceeded to eat his lunch.

The stunt was repeated at various points of the

fair ground and I.ohr never failed to draw an

interested crowd.

Russell Flam, formerly in charge of the piano

department of the Scruggs, Vandervoort &
Barney Co., St. Louis, has just been appointed

sales mana.ger of the Massey Piano Co. here.

The Iowa Victor Dealers' Association will

hold its annual convention at the Hotel Savcry

here September 17-18. The meetings will be

given over to talks by dealers and a program
arranged by President L. A. Murray, of Daven-

port, Iowa. Professor Bristol, of Iowa State

College, will be one of the principal speakers

at the meeting. G. L. Richardson, district repre-

sentative of the Victor Co., will attend.

The Massey Piano Co., which recently bought

out the stock of the Haddorff Piano Co., held

an effective clearance sale the first part of Sep-

tember.

Ginsberg's Furniture Co. will handle X'ictor

products exclusively in the future.

Chapman Bros. Furniture Co. has been moved
to its new location at Fifth and Walnut streets,

and a large new stock of talking machines is

being received. The entire balcony of the new
store will be given over to the talking machine

and record departments.

F. O. Rockwood, general credit manager of

the Columbia Graphophone Co., has returned to

New York after a vacation at Ogunquit, Me.

NEW€i'lSON
RECORD

COMPARISON WITH THE LIVING ARTIST
REVEALS NO DIFFERENCE

HARGER S BLISH DES MOINES
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THE MASTER INSTRUMENT

The most perfect music-reproducing instrument

The newest

Cheney

console model

The Kent
A modern day

expression of

Sheraton

DISTRIBUTORS
CHENEY PHONOGRAPH SALES CO.

1965 E. 66th St., Cleveland, O.
806 Pennsylvania Ave., Pittsburgh

Ohio, W. Va., Western Pa.

CHENEY SALES CORPORATION
1 107 Broadway, New York City
Qreater Neif York, Western Conn.,

New Jersey

CHENEY SALES CORPORATION
1 105 Chestnut St., Philadelphia

Eastern Pa., De/., Md., Washington, D. C.

CHENEY SALES CORPORATION
376 Boylston St., Boston

Neiu Ensland

CHENEY SALES COMPANY
Brandeis Bldg., Omaha
loiua, Nebr. , Colo., Wyo,

EDW. G. HOCH iSi. CO.
27-29 Fourth St., N., Minneapolis

Minn., N. D., S. D., Northern Wis., Mont.

RIDDLE PHONOGRAPH CO.
1205 Elm St., Dallas, Tex.
Texas, Southern Okla.

ROLYAT DISTRIBUTING CO.
Provo, Utah

Utah, Southern Idaho

CHENEY PHONOGRAPH CO.
212 Selling Bldg., Portland
Washington and Oregon

MUNSON-RAYNER CORP.
643 S. Olive St., Los Angeles

86 Third Street, San Francisco
i

\ California, Western Nev., Ariz.^ '

- " -

All territory not listed abocc is handled direct

by The Cheney Talking Machine
Company , Chicago

%etails for $165
East of the '^R^ckies

A Beautiful Console^Low in Price

The New KENT Model Exemplifies Wonderful

Values Which Are Increasing Cheney Sales

The rapidly increasing sales of every dealer who sells The Cheney are

due to two things— a very high degree of intrinsic worth, and most unusual

artistic value, in this "master instrument."

There could be no better demonstration of the wonderful values which

every Cheney dealer of5ers than this new model which fills out the line

with a low-priced console.

Though its retail price is so low that it comes within the range of popu-

lar demand, The KENT has the characteristics of many instruments much
more expensive. There is both distinction of design and beauty of finish

to add materially to any setting in which it is placed.

Above all, this instrument is a Cheney— endowed with the Cheney

Acoustic System. That is a distinction which is coming to mean much,

for the public is learning that no other phonograph can match the fidelity

and beauty of Cheney reproductions.

While our stocks are fuU at present, there is such a growing demand for

The Cheney that we urge all dealers to place orders for their fall require-

ments immediately. Dealers who look forward to adding The Cheney to

increase their phonograph volume should let us know immediately.

THE CHENEY TALKING MACHINE COMPANY CHICAGO
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JOHN H.WILSON,Manager

324\VASHINGTON ST.,BOSTON.MASS.ikJ^xKJW ^ENGLAND
WHOLESALERS URGE DEALERS TO PLACE EARLY

ORDERS EOR THEIR FALL AND WINTER STOCKS
Plans for National Music Exposition Maturing—Hallet & Davis Travelers Hold Conference

—

Many Dealers Add New Lines—Machine Shortage Feared—Other Important Trade Activities

Boston, Mass., September 5.—There has been

very httle complaint about Summer business,

now at end, on the part of the talking machine

trade. The early weeks of the season found

many good prospects, and these were "worked"

vigorously during the Summer with the result

that, on the whole, a good many instruments have

been sold. The demand for records has kept up

pretty well also. And the popular hits which

all of the leading houses carry have been very

much in demand. There is a general feeling that

business for Fall and the rest of the year is

going to go big, and jobbers everywhere are

urging the dealers to place their orders early,

else there is sure to be a shortage such as they

will regret later on in the season.

Plans for National Music Exhibition

Plans continue to mature for the National

Music Exposition to be staged at Mechanics

Building the week of November 26 under the

direction of the National Exhibition Association,

Inc. On the whole, the trade is taking kindly to

the proposition, but in order that local dealers

may be better informed a circular bearing the

signature of Secretary William B. Merrill, of the

New England Music Trade Association, has just

been sent out—nearly 300 of them to the trade

throughout New England—giving definite in-

formation of what the exposition really purposes

to be. In a few days it is planned to get the

Association together so that the thing can be

talked over man to man, after which it is be-

lieved there will be little difficulty in getting

pretty nearly"all the music trade into line insofar

as taking space is concerned.

Hallet & Davis Co. Travelers Convene
At this writing there is a very interesting con-

ference at the Hallet & Davis Co. warerooms
and factory in which the road men of this house

are participating. Considerable attention is

being given to the merchandising and advertis-

ing of the company's talking machine, and those

who are addressing the conference at the whole-

sale warerooms are E. E. Conway, C. C. Conway,

John L. Cotter and R. O. Ainslie. Mr-. Cotter,

who is in charge of the sales and advertising

division of the company's business, has prepared

a most comprehensive campaign which he is to

present to the roadmen. On Thursday evening,

September 6, the program calls for a dinner at

the Engineers' Club. Some of the traveling

men who have come to Boston for this Hallet &
Davis conference include P. A. Weeks, of At-

lanta, Ga.; H. E. Morrison, of New York City;

J. A. Stitt, of Los Angeles, Cal. ; B. F. Clark, of

Dallas, Tex., and A. J. Cullen, of Chicago.

Sonora Officials Enjoy Vacation

Joe Burke, of the Sonora Co. of New England,
is on the job again after a vacation in the White
jMountains, where he and his family were regis-

tered at the Alpine House at North Woodstock,
N. H. For a part of the time with Mr. Burke
was Frank Coupe, vice-president of the Sonora
Phonograph Co. of New York, who had with

him Mrs. Coupe and their daughter. Miss Norma
Coupe. Mr. Coupe and his family remained
somewhat longer than Mr. Burke and when they
finally returned to New York City they carried

back with tliem the young son of the household,

Bennett Coupe, who had been at a Summer
camp in the mountains.

Manager Burke says the prospects for Septem-
ber are splendid, but that while machines are

coming through pretty well they are not fast

enough to take care of the trade which has
largely increased of late through many new mer-
chants taking on the Sonora line. Raymond
Burke, Joe's brother, has been on a business trip

through western Massachusetts and Vermont,
and the reports he sent home were of the most
encouraging character.

Remick Manager on Motor Tour
Lee Myers, manager of the Boston stores of

the Song and Gift Shop of Jerome H. Remick
& Co., is home from his vacation. He spent

two weeks touring through central and northern
New York State, going over the Mohawk trail

to Albany, through the Berkshires and later into

the Adirondack Mountains. But all the while
lie could not forget the latest Columbia hits

Buy Now
For

Fall

Exclusively

Wholesale

The Eastern Talking

Machine Co.

8 5 ESSEX
BOSTON

STREET
MASS.

which he had been doling out to his customers

before he left his store duties.

New Okeh Dealers Listed

Two new accounts just signed up for the rep-

resentation of the Okeh and Odeon records are
the L. M. Pierce Co., of Hartford, Conn., and
Pittsfield, Mass., which were arranged by P. T.

(Continued on [<agc 96)

Fall Business Is Here
Are You Ready for It?

Are your Victrola and record stocks complete and ready to meet
the demand? Are your sales policies for the coming months fulh'

setded upon? Have you arranged for wholesale service that is de-

pendable in a pinch?

DITSON SERVICE
Victor Exclusively

will help you meet your problems.

OLIVER DITSON CO.
BOSTON

CHARLES H. DITSON & CO,
NEW YORK
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Love of Good Music Is Not Limited to Any Class, Creed or Race

^he NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph. The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It w^ill bring increased patron-
age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

ship Opportuni-

ties. Write us.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 95)

Donovan, of the staff of the General Phono-

graph Corp. of New England; and Henry L.

Kincaide & Co., of Quincy, which deal was
closed by C. E. Hodgkins, of the same staff.

Manager N. B. Smith, of this New England de-

partment, was over in New York for several

days visiting the home offices of the General

Phonograph Corp. Just now his secretary, Miss

Rose M. Gallagher, is finishing her vacation at

Onset, down on Cape Cod.

Concert of Handy Band Postponed

The concert scheduled for Symphony Hall one

Sunday evening in July did not come off for the

good reason that the fact was overlooked by

General Manager Smith, of the General Phono-
graph Corp., which was to father the concert,

that no jazz could be played here on Sunday.

The concert was to have been given by "Handy's

Famous Original Band," and as there were other

impending engagements that carried this aggre-

gation into the South the concert had to be post-

poned until some date this coming Fall. Much
of the music that will be heard when the concert

does take place is such as is or will be well

known on the Okeh records.

Fred E. Mann on Organ Committee
Manager Fred E. Mann, of the Boston branch

of the Columbia Co., has been chosen one of the

committee at the Boston City Club to purchase

and install a pipe organ during the coming Fall

and Winter. Mr. Mann has just returned from
Toronto, Canada, where he was the guest of

Manager McMurtry of the Columbia branch in

that city over the border.

Louis Buehn a Visitor

A welcome visitor to Boston lately was I,ouis

Buehn, of the Louis Buehn Co., of Philadelphia,

Victor jobber. As soon as he got in touch with

Robert Steinert, of M. Steinert & Sons, of course

he had to be driven out to the links for a game
of golf. The Charles River Country Club was
the scene of the "encounter," but the details of

the game are shrouded in more or less mystery.

Visits the- Victor Factory

Nicolo Carbone, whose Fields Corner Music
Shop—for he runs several talking machine estab-

lishrhents—is exclusively Victor, has been enjoy-

ing a trip to the Victor factory. Another Victor

enthusiast, who has been a guest at the factory,

is Miss Josephine Anderson, of the Steinert

Co.'s Lowell establishment.

Busy Times With the Brunswick
Harry Spencer, head of Kraft, Bates & Spen-

cer, is right on the job almost night and day
lately, for there are a thousand-and-one things

demanding his constant attention. He says the

New England department is flooded with orders.

A letter which was just received the day The
World representative called on him was from a

titled woman in London who asked for a cata-

We Serve New England!

Qju:
"P REPARE now for a busy Fall season. Examine your

stocks and plan your campaigns for bigger and better

business. Then, call on us. We can and will gladly be of

service to you.

Our complete stocks of all OKeh Records, including the

foreign language and Irish records, and the employment of

modern methods of distribution assure you of speedy and
accurate filling of all record orders. The benefits of our
experience in, and the knowledge of, the New England
market are at your service at all times in the solution of
arising sales or business problems.

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

Records

log of the Brunswick line, and stated that she

was soon to visit this country and was so much
interested in this line that she was going to

make a close study of it in all its branches. Mr.

Spencer says that the new advertising campaign

is receiving cordial cooperation from the local

dealers, and that those who have been eager to

tie up to the full-page idea in certain selected

Sunday and daily newspapers include the Jordan

Marsh Co., R. H. White Co., the Shepard Stores,

the C. C. Harvey Co., Vose & Sons, Henry F.

Miller Co., and a number of dealers in cities in

Massachusetts, New Hampshire and Vermont.

The first of these advertisements is to appear

during the early part of September.

Charles Von Euw a Proud Daddy
Charles Von Euw, manager of the stockroom

of M. Steinert & Sons, at 35 Arch street, has

become the proud father of a seven and one-half

pounds son, who was born a few weeks ago.

It is understood that the youth is answering to

the name of Charles Kenneth, the latter being

''some name" around the Steinert establishment.

Newr Victor Dealer in WoUaston
A new Victor dealer in Greater Boston is

Charles W. Bahr & Co., who have opened a fine

store at 679 Hancock street, Wollaston, where
they are carrying this line exclusively. The store

was opened on August 18 and Manager Kenneth
E. Reed, of the Steinert establishment, went out

to assist in the auspicious event. Still another

Victor establishment to throw open its doors is

C. C. Beedle & Co., who have a new store in the

center of the town of Keene, N. H. Mr. Beedle,

however, is not new to the business, as he has

been conducting a prosperous talking machine

business in Keene at another location for twenty-

five years.

Many New Edison Dealers

Frederick H. Silliman, head of the Pardee-

Ellenberger Co., Inc., has just signed up several

good houses which, from now on, will carry the

Edison instruments and records. These include

the Fox Furniture Co., at Newton; Miller's

Music Store, at Salem; Miller's Music Shop, at

New Haven, Conn.; W. G. Shaw, Quincy; J. S.

Silva, Provincetown ; D. Levenson, East Boston;

Clinton Optical Co., Clinton; Norwood Music
Shop, Norwood; C. L. McGaw, South Wey-
mouth; Charles Stanley's Sons, Mexico, Me., and
F. E. Tucker & Sons, Haverhill. Mr. Silliman

is most enthusiastic over the prospects for the

Fall and Winter, and he says business for this

time of year was never better since he has been
handling the Edison line.

F. H. Silliman Enjoys Vacation Via Auto
Frederick H. .Silliman managed to get away

from the daily grind of work long enough to

take a delightful auto trip with Mrs. Silliman, on
which they were away a little more than a week.
They started out in the direction of the Adiron-
dacks, touching Plattsburg, then headed north

for Montreal, Canada, where they remained only
about a day; then went over the famous high-
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way to Quebec and back home by way of Sher-

brook and St. Johnsbury, Vt. They had good

weather all of the time and for the most part

Mr. Silliman says he found the roads in pretty

good shape. He is especially enthusiastic over

the country in the Green Mountain State, which

he and Mrs. Silliman greatly enjoyed.

Several of the Pardee-Ellenberger staff are

just finishing their vacations. F. S. Boyd has

been at Duxbury for a fortnight, dividing his

time between digging clams, fishing and sailing

and incidentally enjoying the swimming. Guy
R. Coner has been spending his vacation on

motor trips to interesting places. William G.

Adams took an extra week and is on his way
home from Moosehead Lake, Me., where he had

a fine rest in the wilds with some of his friends.

E. B. Compton has been at Clarksville, O., where

he has been visiting members of his family.

Donnelly Does Business on Vacation

George P. Donnelly, the popular assistant

manager of the Columbia Co.'s Boston branch,

is back home from his vacation, which was spent

. in Maine. As he couldn't entirely get away from

business, he called upon a number of the Co-

lumbia dealers in the Pine Tree State before

coming home. While in the vicinity of Portland

Mr. Donnelly spent considerable time in the

company of Salesman Ingalls.

Cupid Busy With Columbia Staff

Cupid appears to be getting busy around the

Columbia offices. Lately the engagement was
announced of Peter Mclnerney, supervisor oi

orders and inventories, to Miss Ruth Schubmehl,

who resides in a neighboring city; and more
recently the engagement was made known of

Miss Margaret J. Reardon, for some time secre-

tary to Manager Fred E. Mann, to John J.

Moore, Jr., who is now Columbia salesman in

southeastern Massachusetts and Rhode Island;

and it is rumored that there are other engage-

ments within the Columbia ranks soon to be

announced.

George W. Lyle a Visitor

President George W. Lyle, of the Strand

Phonograph Co., was a Boston visitor ' toward

the latter part of August, making his headquar-

ters here with Arthur C. Erisman, of the Strand

and Vocalion forces. Mr. Lyle left Boston for

Indianapolis, Ind., for the special purpose of

Speeding up production, which, he says, must be

hurried in order to keep up with the Strand

orders, a statement that is backed by Manager

Fore-Warned is Fore-Armed

Profit by the experiences of

former years
and lay in a reserve supply

of Victrolas—now.

We, as wholesalers, are endeavoring

to do so, thereby
protecting the interests of our

Retailers.

You, as Retailers, should not wait

until the eleventh hour
to secure your necessary quota.

We can help those who help themselves
"

M. STEINERT & SONS
Victor Wholesalers

35-37 Arch Street Boston, Mass.

E,xclusive Territory for Detormt Radio
Dealers Still Exists

flaryVHERE IN NEW

Erisman, who says that the business has been

unprecedented this Summer and that orders

ahead in the New England territory are very

large, necessitating a greater output.

Joins Kraft, Bates & Spencer Staff

F. E. Warren is the latest one to join the staff

of Kraft, Bates & Spencer, and his territory will

include western Massachusetts and Vermont.

Mr. Warren is a man of experience, knows the

trade as well as people, and has a wide follow-

ing so he is in every way equipped to increase

the Brunswick business in his particular field.

Stock Shortage in Sight

The Eastern Talking Machine Co. has had a

very good Summer, but, like other distributors,

it is finding it somewhat difficult to convince

dealers that there is to be a shortage of Victor

KRAFT-BATES-^SPENCER
NEWENGLtAND DISTRIBUTORS

P MO HOC PA PH S

New Brunswick Records Every
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the record cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Steel Needles Motrolat Record Brushes Khaki Covers

goods this Fall, and already this is being forced

home by reason of the heavy demands placed

on the Eastern Co. for quick delivery of goods.

Manager Herbert Shoemaker, who is keen to

sense the situation, says that there is every in-

dication of good business ahead and he is stock-

ing up so as to be able to give the promptest

service possible to all the dealers whom his

house serves. Mr. Shoemaker lately returned

from a vacation spent at Jackson, N. H., where

he got well rested for the strenuous days ahead.

Visitors to Columbia Headquarters

General Auditor J. J. Munro and Assistant

Auditor T. A. Lawrie, of the Columbia Co., were

recent visitors to the Boston branch, where they

were entertained by Manager Fred E. Mann.

Other visitors included R. V. Lewis, manager of

the Columbia department of the Summerfield

Co. at Worcester, who when here expressed

himself as greatly pleased with the new Colum-

bia models; and E. C. Edwards, manager of the

Columbia department of G. H. Tilden Co., at

Keene, N. H., who is mapping out plans for a

busy Fall and Winter season in his store.

Jordan Marsh Co. Adds Brunswick

The big department store of Jordan Marsh

Co., of Boston, is one of the latest concerns to

take on the Brunswick line in its talking ma-
chine department. The talking machine depart-

ment of this large store has for some time been

tarrying the Victor, Sonora and Avona makes.

Returns to Retail Business in Maiden
M. C. Perkins, who has been with Arthur C.

Erisman as an inside man for more than a year,

has again gone back into the retail business and

the store which he once operated in Maiden is

now located at 209 Pleasant street, that city,

quite near to Maiden square, where his many
friends are hoping that he will make a big "go"

of it.

Erisman Visits Widener
Arthur C. Erisman, the popular Strand and

V'ocalion distributor for New England, spent a

week-end in August with "Jim" Widener, who
has a beautiful Summer home at Meganset, on

Cape Cod, which has been the scene of much
hospitality during the Summer, and where Mr.

Widener manages to get in long week-ends.

C. F. De Forest With Meiklejohn Co.

An important piece of nev^'S emanating from

the Pardee-Ellenberger Co., Inc., is that Charles

F. De Forest, who has been with this concern

{Continued outage 98)
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Another Superior Point for THE NEW COLUMBIA

The New Columbia motor eclipses every other motor in use in

the phonograph industry today. Amply powered, perfectly lu-

bricated, designed by real engineers— it is sturdy as an automobile

engine and runs with the precision of a fine watch.

COLUMBIA GRAPHOPHONE CO
New York

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 97)

for several years, principally at the New Haven,

Conn., department, has accepted a position with

the well-known Rhode Island house of the

Meiklejohn Piano Co., whose principal store is

in Providence, but which also has establishments

in Pawtucket and Woonsocket. Mr. De Forest

is to have charge of the talking machine and

piano departments of these stores, and as he

has had wide experience in the talking machine

business the Meiklejohn Co. is to be congratu-

lated on having obtained the services of so valu-

able a man.

Growing Sales Force Expansion

The West End Phonograph Co., Columbia

dealer, of Leverett street, this city, has been

enjoying a splendid business and has been

forced to increase the number of hearing rooms
and display space for new Columbias in its

store. The same holds true with Mr. Carbone,

of the Washington Music Shop, Columbia
dealer, located at 1855 Washington street, Rox-

bury, Mass. Mr. Carbone has set aside a large

space for displaying practically exclusively the

new Columbia models.

Lee Myers Enjoys Auto Tour
Lee Myers, manager of the Boston stores of

the Song and Gift Shop of Jerome H. Remick
& Co., Columbia dealers, just returned from a

well earned • vacation. Mr. Myers spent two
weeks touring through central and northern

New York State. .

New Columbia Agency
The East Boston Music Store, Meridian

street. East Boston, has acquired a Columbia
franchise and has actively started a campaign
of retail distribution of Columbia products

through East Boston and vicinity. Anthony
Riccio is the proprietor.

Oscar W. Ray Remembers Friends

Oscar W. Ray, who is now associated with the

wholesale department of the Vocalion, has been

heard from in Europe, whither he went early in

Edison Dealers:-

Here is a way to make extra profits.

Investigate the "Perfection" and see

for yourself its big possibilities.

A new gold finish by the
Chesley process is now be-
ing put on all Perfection
attachments. It's a good,
heavy, durable gold finish—a "five-ply" finish. You
can recommend and sell

Perfection attachments,
with a guarantee of 100%
service.

Every Edison owner is a
prospect.

It makes possible the play-
ing of all makes of lateral

cut records on Edison ma-
chines.

Construction and finish-

the best. This is the "Perfection'' Edison
Attachment (Nos. 4 and 7)

Send today for complete information, prices

and dealers* proposition.

NEW ENGLAND TALKING MACHINE CO.
16-18 BEACH STREET BOSTON, MASS.

the Summer on business for his house. Air.

Ray, who returned to New York on the Le-

viathan, made many friends while he was in

Boston during the days that he was witli the

Emerson organization.

Arthur Stout Summers at Oceanside
A welcome visitor to Boston tiie latter part of

.\ugust was Arthur Stout, who is the head of

the manufacturing end of the Strand instru-

ments. Early in the Summer he brought his

family here from Indianapolis, and they have
been guests at the Oceanside, Magnolia, for sev-

eral weeks. He visited Arthur C. Erisman sey-

eral times while here.

H. Rosen Joins Summerfield Co.

Harry Rosen, widely known to the talking

machine trade throughout this citj', and a

brother of George Rosen, local Emerson record

and radio distributor, recently joined forces with

the Summerfield Co. in the capacity of buyer in

the talking machine and related departments.

This concern operates one of the largest house-

furnishing businesses in the New England ter-

ritory and the talking machine department is an

important part of the enterprise.

News of the Vacationists

George McDonald, record supervisor for the

Eastern Co., spent his vacation of two weeks at

Boothbay Harbor, Me., and with him was James
E. Dunn, head shipper for the same concern.

E. W. Kilgore, sales manager for the Eastern

Co., got back after Labor Day from his vacation,

which was spent largely in New York, where he

visited his family.

Norman Mason, of the sales force of the Eris-

man Co., spent his vacation at Silver Lake, N. H.,

and he has been showing his friends some pic-

tures of the big fish he caught while away.

Fred E. Mann, of the Columbia Co., Boston

office, is now a proud grandfather, the sturdy

youth being named Stuart G. Hall, Jr. Mrs.

Hall formerly was Miss Emily Jane Mann.
Arthur C. Erisman went down to New Lon-

don, Conn., a few weeks ago, where he was the

guest of some of the members of the New York
^"acht Club, and for several days he lived like a

European potentate.

Ernest A. Cressey, of the C. C. Harvey Co.,

is back from his vacation, which was spent at

Belgrade Lakes, Me., where he and Mrs. Cressey

have been going for several Summers.
Arthur W. Chamberlain, of the Strand and

Vocalion staff, has returned from his vacation,

^pent at Hebron, N. H.

BRIGHTWOOD MUSIC SHOPPE OPENS

Springfield, Mass., September 7.—The Bright-

wood Music Shoppe has opened its doors at

225y2 North Main street, in the Brightwood

section of this city, with a line of new Columbia

instruments. Messrs. Brodsky and Neiburg, the

proprietors, have b-een connected with the music

trade of New England for some time, and their

wide knowledge of the trade as well as their

aggressiveness will stand them in good stead.
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FOR YOUR
PHONOGRAPH

Attached TO The SWlus ^
Bar. It Effects a Mos (QMy

THE LATEST:
A Novel and Use-

ful Invention

Maiimum Cost 15c

Minimum Profit 10c

X00%—SUent Salesman

—

100%
Holding 3 Doz. Jlagic-Tones

—

Printed in Snappy 5 Colors

iic=Toee.
Patented February 5, 1923

For Your Phonograph
Loud Tones Instantly Modified to a Whisper and Amplified at Will

"EVERY OWNER OF A PHONOGRAPH A CUSTOMER'
Sold on Guarantee— 100"(, Satisfaction or Money Refunded.
Orders Are Coming in Hourly by Wire, Mail and Telephone.

m-BE THE FIRST DEALER IN YOUR DISTRICT
Order Sample Silent Salesman Holding: 3 Dozen Magic-Tones with
Booth and Window Cards and Illustrated r.eaflcts. By d*C OC
Prepaid Insured Parcel Post—SFECIAI. AT *pu»£tiJ

Jobbers: Write or Wire for Territory and Terms

MAGIC-TONE SALES COMPANY
BURTON COLLVER. President

Sole Distributors

105 WEST 40th STREET NEW YORK, N. Y.
Phone Longacre 4094

FOR YOUR PHONOGRAPH
Attached to the stylus bar of the

reproducer effects a most detightful

and fascinating reproduction
of all phonograph records.

Maoic-tone Sales Co
ID V/EST lO'r 3T New VO«K ru

Booth and Window Card
Hangs or Stands

5 Colors on 10 Ply Board

PREDICTS A TWO-TONE SHORTAGE

Geo. W. Lyle Looks for Unprecedented Two-
Tone Demand—Factories Will Work to Ca-

pacity to Handle Dealers' Requirements

Geo. W. Lyle, president of the Manufacturers

Phonograph Corp., New York, maker of the

Strand phonograph, who returned recently from

a trip to the Pacific Coast, makes the prediction

that the next twelve months, will see an un-

precedented demand for two-tone models. "As

sure as fate," said Mr. Lyle in a chat with

The World, "we are going to see a two-tone

year. I look for a volume big enough to result

in a pronounced shortage of two-tone merchan-

dise, a bigger shortage of merchandise than in

any year since the war. The Strand factory is

going to act on that estimate of the future by

turning out every two-tone instrument that our

capacity will permit, and if I were a retailer

I would certainly stock a substantial proportion

of two-tone models. The public wants them,

and we will be guided by this demand."

The Manufacturers Phonograph Corp. has just

issued a handsome new catalog which illustrates

and describes its complete line. Included in

these instruments are a number of two-tone

models, among which are the Queen Anne,

Model 80; Queen Anne "Special," Model 260;

Louis XV, Model 10, and the Italian Renais-

sance, Model 40.

LATEST EDISON RECORD RELEASES

Among the important recent record releases

by Thomas A. Edison, Inc., are: "On the Isle

of Wicki Wacki Woo," by Aileen Stanley, on

the reverse of which is "What You Was, You
Used to Be," by Sally Collins; "Mira o Norma-
Norma," by Alice Verlet and Anita Rio; on the

reverse of which is "Ah! ne fuis pas encore!"

(Ah! Linger Yet a Moment), by Alice Verlet

and Ralph Errolle; "Marcheta" (A Love Song

of Old Mexico), by Schertzinger, tenor, with

vocal obbligato, Walter Scanlan and Betsey

Lane Shepherd; the reverse bearing "Say It

With a Ukulele," rendered by Bailey and Bent;

"Long Ago in Alcala," and on the reverse side,

"Down Deep Within the Cellar," both sung by

Arthur Middleton; "Abie at the Opera," by Paul

Burns, on the reverse side of which is "Gold-

berg's Autom.obile Troubles," by Dave Martin;

"Finlandia" and, on the reverse side, "Badin-

age," both by American Symphony Orchestra.

A TRIBUTE TO EDDY STEADY

Eddy Steady, popular and aggressive Colum-

bia dealer at Berlin, N. H., is quite flattered to

know that his name is presented on a New
Process Columbia record, for such is the case

with record No. A934. He is, however, some-

what at a loss to understand why it was neces-

sary to place his last name in brackets, but,

nevertheless, he plans to make the selection

"Eddy (Steady)" the hit of 1923 in Berlin,

BAERWALD RETURNS FROM EUROPE

Paul L. Baerwald, Eastern sales manager of

the General Phonograph Corp., returned to New
York recently on the steamer "Laconia" after

spending six weeks abroad. Mr. Baerwald's trip

was .primarily a pleasure journey and his prin-

cipal purpose in going abroad was to visit his

mother in Berlin. Mr. Baerwald has a host of

friends in Germany and during his stay there he

\isited the leading trade centers, acquiring an

intimate knowledge of business and economic

conditions in that country. In a chat with The
World Mr. Baerwald stated that the phonograph
industry in Germany was making steady prog-

less, but there was a dearth of satisfactory pho-

nograph motors.

USES EFFECTIVE ADVERTISING

Herrmann's Victrola Shop Secures a Whiteman
Orchestra for the Annual Baby Parade in Port
Richmond—Advertising Used to Advantage

Under the direction of Herrmann's Victrola

Shops, of Port Richmond and Stapleton, S. I.,

Paul Whiteman's Piccadilly players will appear
September IS at the Coliseum at Port Rich-

mond, to furnish the musical program in cele-

bration of the annual baby parade. This baby
parade, which is held under the auspices of the

Port Richmond Board of Trade, is one of the

important events of the social season, and Mr.
Herrmann is using generous publicity featuring

the affair.

Caroline Lazzari, contralto, who is an Edison

artist, recently appeared at Monteagle, Tenn.,

at a concert given under the auspices of the

local Women's Association.

Mr. and Mrs. W. P. Manning, of the W. P.

Manning Music Co., Columbia dealer, of Au-
gusta, Ga., have just returned from an extended
vacation trip to the West.

INTRODUCTORY OFFER
:OF:

THE KRASCO ASSEMBLED UNIT
iB QA For a nickel-plated sample unit consisting of a powerful, silent, four-

Jfc^tl spring Krasco motor containing 64 feet of spring, a perfect drawn^ brass tone arm without die-cast parts of any kind, a reproducer of
the finest quality possible to make and a dependable in-built automatic repeater and
stop, all mounted upon a black enameled plate. Exactly as shown below. A half houi
and a half dozen screws install it in any cabinet. Plays and repeats any make of
record any number of times, then stops automatically with the needle suspended above
record.

Will play ten W-inch records
with one winding.
The greatest single talking

machine improvement since
the invention of the disc rec-
ord.

WILL GO IN
ANY CABINET

Licensed under
the

Brooks-Klemm
Patents

MANUFACTURERS, JOBBERS and DEALERS using the KRASCO ASSEMBLED UNIT
are more than doubling sales. Ask for full particulars—THE PRICE IS LOW.

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO, ILL.
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This is not the first time we have said it, but that is because it is

one of those things which need saying over and over again. It is

not the first time, that is to say, that we have
Doesn't

Pay to

Knock

thought it necessary to ask the retail trade what

possible benefit any one can suppose is derivable

from the practice of knocking a competitor's

goods. We had always hoped that the talking machine trade in

the mid-West would keep itself free from a practice which has

always had a blighting effect and which at one time was the dis-

grace as well as the misfortune of the piano industry. Unhappily

there are not wanting signs of a recrudescence of this detestable

practice. One begins to hear of very nasty things said by salesmen

about competing machines, and even about competing records,

though fortunately in neither case is it easy to find plausible ex-

cuses for the poisoned word. After all, there may be honest dif-

ferences of opinion in respect of the reproducing abilities of various

talking machines, or about the comparative artistic value of rec-

ords; but the true salesman devotes his time to talking about his

own goods, and ignores those of his rivals. Of course he does, for

at the best he cannot know much about his competitor save what

rumor tells him. Even if he had once worked for a rival his

knowledge is no longer first-hand. How much better it would be

if every head of every retail house in our city would post up in

every salesroom a replica of that significant sign which hangs in

the warerooms of the Steger & Sons Pianoforte Mfg. Co., in

Chicago. We have quoted it before. Let us quote it again in all

its sterling simplicity

:

"An expression of opinion by our salesmen concerning

our competitors or their goods is absolutely forbidden."

There you have it. Perfectly simple, and in its import and

appUcation simply perfect. Tliere is the only sound policy, most

lucidly expressed. Why does not everybody adopt it?

The tendency to concentrate one's selling efforts upon some one

style or number of talking machine in one's line, and to ignore the

others, is probably almost universal; but it is

none the less a mistaken and a thoroughly errone-

ous practice. Every established line of machines

includes at least one very popular, easily-selling,

model. This may be either an upright or a console; but in the

present day it is more likely to be a console. As things stand

to-day it is a very simple matter to sell goods of that particular

kind; because the public is interested in low-price consoles. That

is so far to the good, but it is by no means to the good when all

the eft'orts of a sales organization are concentrated on that one

good seller. It simply means that everybody is taking the short

and easy way of making a sales record, without thinking about

the foolishness of such a pohcy. For one thing, the name of a

house, which ought to be known for fineness of work and achieve-

ment, becomes associated in a community with an article not really

representative of its finest ideas. For another thing, no factory

force can suddenly begin to turn out unheard-of quantities of one

model without inflicting upon the merchants much delay and disap-

pointment. Again, the merchant himself gains nothing in the end

by such a process, for he simply destroys the value in his community

of all the reputation and character which enable that manufacturer

to undertake the production of fine goods. The name value of

the line a merchant represents varies directly as its embodiment in

high-class machines : but how can such production be kept up, to

maintain that name value, if the merchant is doing all he can to

persuade his community that the best representative of it is some

low-priced model, instead of the fine and artistic models which

form the backbone of the production and the foundation of the

reputation? It is really just about as easy to sell the whole line,

if intelligence is used, and foresight ; but this means looking ahead

from the chance of to-day to the event of to-morrow. And that,

apparently, implies a task too big for a great many merchants.

The New
Standard

Type

Portable machines are still generally held as mere seasonal goods,

but the tradition is receiving a very hard blow this season. For

manufacturers who have been making and ship-

ping portables all Summer are continuing to re-

ceive orders for them and are finding it necessary^

to contemplate continuing their production all the

Winter. How is this? It seems that some merchants last Christ-

mas, being short of regular goods, disinterred from their stock-

rooms some of the portables which had been left unsold from the

previous rather depressed Summer, and put them on their floors.

They found to their surprise that these little fellows at once sold,

without any trouble and in fact with superlative ease. At once

the manufacturers were asked to supply some more. Thus the

process of converting the portable from a seasonable to an all-

year instrument, so quietly begun, has steadily gone on, until to-day

it seems as if we shall have to consider grouping the talking machine

under three standard classifications, upright, console and portable,

all of which are to be considered as year-round sellers. This is

a development which should be welcomed by all. It is never the

easiest thing in the world to find out what people really want, and

amidst one hundred and ten millions there is room for all kinds

of tastes and varieties of taste. The portable is becoming im-

portant. We hope it will continue to be so. There is a place for

it. It is easy to sell, its sale is profitable, and it is not a competitor

with the upright or console. Its presence renders unnecessary the

manufacture of unduly low-priced uprights and widens the scope

of the talking machine's appeal.

The
Furniture

Mart

Little attention has been given to one of the most important events

which the near future has in store for the Chicago trade. This is

the opening, on January 1, 1924, of the wonder-

ful new Furniture Mart on the Lake Shore

Drive. Chicago has long suffered under the in-

fliction of inadequate quarters for the semi-annual

trade fairs at which the furniture manufacturers acquaint the

dealers with their latest productions. Grand Rapids has for years

held the primacy, with Jamestown, N. Y., in these great markets

from which the public is rigidly excluded; but Chicago is only

now taking her rightful place in this big movement. The country is

big and no one or two cities can supply all the needs of the nation-

wide furniture business. Chicago's new Furniture Mart will be

interesting to our trade because it will offer to talking machine

manufacturers the best of opportunities to put themselves in touch

with their retailers at the two best periods of the year for whole-

sale buying, while at the same time offering permanent all-year-

round showroom headquarters in a building specially devoted to

the pui^pose and free from every kind of distraction, yet perfectly

adapted to its own special end ; which is that of bringing manu-

facturer and merchant together. The Vitanola Talking Machine

Co. is taking space in the new building, and, in fact, its present

Chicago headquarters, into which it has just moved from the Sagi-

naw factory, are only temporary. Some may say that the talking

machine does not belong in the furniture trade. It is certainly a

domestic article, and one indeed which furniture dealers can handle

profitably. The new Furniture Mart is likely therefore, to have

more than one talking machine manufacturer for a -tenant.

Although the holiday season is yet afar off there is ample evi-

dence in certain quarters that talking machine dealers who were

over-careful about placing advance orders for machine stocks are

going to see business go by them before the first of the year be-

cause they haven't the goods on hand to meet the demand. Each

year we hear that the peak of the talking machine demand has

passed and each year almost there is a scarcity of the popular

machine models. It happens with startling regularity as the holi-

day season approaches and there is little comfort to the dealer in

criticizing the manufacturer for lack of production or the jobber

for lack of special service. What is needed is foresight.
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DEALERS IN THE MID-WEST TERRITORY MAKE
PREPARATIONS FOR A BIG FALL TRADE

Retailers Unanimous in Expressions of Prosperity in Every Branch of Trade—Heavy Ordering

Indicates Determination of Dealers Not to Be Caught Short of Instruments This Fall

Chicago, III., September 8.—The retail trade as

a whole is predicting one of the best Fall sea-

sons that it has ever experienced and, in line

with this prediction, goods are being ordered

accordingly. On every hand we receive the in-

formation from retailers that the trade during

the Summer has been exceptionally good, with

the exception of a week or so, when there was

Showing Reproducer of Jewel Needle Equipment Turned
Up to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Edison Record With Fibre Needle.

Plays all types of records. Operates the same as

the "EDISON" with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents

swinging to the right.

.\eedle scratch almost entirely removed.

Turning back of Reproducer permits of easy

access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut

records with a Fibre needle in the proper
"EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it

a floating action.

Needle CENTERS on all records.

Straight air-tight construction and absence of

movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and

freedom of movement both vertically and hori-

zontally.

Weight is the lightest that can produce perfect

results, thus saving the record, and permitting a

fr-eedom and sweetness of tone considered impos-

sible.

Indestructible NO'M-Y-KA diaphragms do not

blast, crack, split or warp, and are the greatest

development in phonographic sound reproduction

in years.

quite a lapse; nevertheless, retailers are fairly

well satisfied with the business consummated
for the past several months.

The portable trade was very good during the

Summer, but it was somewhat slow in the sales

of these instruments during the latter part of

August. With September, however, there was
a tendency toward revival of this business and.

NOT
Juit Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well as

in Mechanical Construction

and Finish.

Send (or descriptive circular

which contains "HINTS RE-

GARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Lateral Cut Records on Edison
Phonograph

Showing Back View of Jewel Needle Equipment in Posi-
tion for Playing Lateral Cut Records on Edison Phonograph

judging from present indications, we may look

forward to a continued activity for the balance

of the year at least.

As far as records are concerned business was
exceptionally good throughout the entire Sum-
mer months and it is at present going along

very nicely, with no signs of a let-up. "Blue"

numbers and "class" records are very popular

throughout Chicago at present and, according

to the wholesale men, these types of records are

being very favorably received in all parts of the

country.

Regarding talking machines, both uprights and
consoles have been accounting for themselves in

satisfactory sales during the Summer and, judg-

ing from reports received by retailers and
wholesalers, the sales of the console instrument

are somewhat in excess of the upright type.

Wholesalers Report Heavy Ordering
Throughout the wholesale trade we find that

the dealers have been ordering very heavily and
this ordering began towards the latter part of

August. The wholesale men are of the opinion

that the retailers are pushing stronger than ever

and, judging from the amount of orders that

dealers are sending in, the retail trade as a

whole contemplates selling a tremendous
amount of machines in the next few months.

One thing noticeable in the wholesale trade this

season is that a large number of the retailers

are sending in, along with their orders, inquiries

pertaining to further shipments. It seems that

a number of these retailers are making prepa-

rations in advance of the holiday season, and
doing everything that they can do to antici-

pate their future requirements. As we can

easily remember, for the past several years the

trade has been quite lax in anticipating its "fu-

ture" requirements and, consequently, when the

holiday activities came around they were at a

loss as to what to do regarding immediate ship-

ments.

Heretofore this laxity on the part of the re-

tailers has caused the manufacturer to build

instruments only a little in excess of actual

orders. His reason for this was obvious in

that he did not deem it wise to overload his

warerooms and do all anticipating for the re-

tailer. Therefore, when the retailer came along

at the last minute and requested immediate

shipment there was no possibility of carrying

orders and, in order to do what he could, the

manufacturer was forced to work nights, days

and holidays to get out the instruments. This,

of course, has a reaction on the retailer in that

it cut down his margin, as the manufacturing

costs were necessarily somewhat increased, ow-
ing to this overtime work. It is h.oped by the

manufacturers that more of the dealers will see

the wisdom of anticipating their requirements

early, as it undoubtedly will give the manufac-
turer a better opportunity to turn out goods in

a manner that will allow a better margin of

profit to the retailer.

Broadcaster Corp. Is Chartered

The Broadcaster Corp., successor to the Lin-

erphone Talking Machine Co., 316 Union Park
court, has just been incorporated for $125,000,

on which there is claimed $100,000 has been paid

in, the balance to be paid up by January 1. The
corporation papers were taken out under the

State laws of Illinois and the ofiicers named are

Max Rovech, president; Saul Meltzer, vice-

president; Arran Meltzer and Sol L. Zax, secre-

tary and general manager. The purpose of the

new broadcaster corporation is to manufacture

and deal in talking machines and, in addition,

it will install radio sets.

The officers of the company have announced

(Continued on page 102)

JEWEL PHONOPARTS COMPANY, 160 W. Whiting St, Chicago

For The New Edison
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the taking over of a new manufacturing plant

located at 2414 to 2424 West Twentieth street,

Chicago, wherein they are occupying the entire

second and third floors, which offer a space of

approximately 35,000 square feet. The old trade

name of Linerphone will be dropped entirely

from the product of this concern and in its place

the name Broadcaster will be used.

A. B. Cornell, of Jewel Fame, at Helm
After a lapse of seven weeks A. B. Cornell,

treasurer and sales director of the Jewel Phono-

parts Co., has returned to his desk at headquar-

ters. During his absence he spent some of his

time at his Summer home in Summerville, N. J.,

and the balance of the time in calling on the

trade. In a chat with Mr. Cornell he reported

that the trade in general has very favorably

received the new Jewel line of tone arms and at-

tachments, as well as the Jewel-Tone needle

equipment. This latter product of the Jewel

Co. has been constantly growing in demand

since its introduction to the trade and Mr. Cor-

nell is of the opinion that this demand will

continue with increased steadiness for the bal-

ance of the year.

Lincoln T. M. Shop Opens New Store

The Lincoln Talking Machine Shop, at 3100

Lincoln avenue, is opening a new store at the

corner of Lincoln and Lawrence avenues, which

will be ready for occupancy about September 15.

This concern retails both the Sonora and the

Brunswick lines at its old locations and at the

new shop will carry the same lines, as well as

a well-known line of pianos, player rolls and

musical instruments.

Gets in Touch With 30,000 Colored Elks

It was estimated that more than 30,000 per-

sons rode in the gala procession put on by the

Improved Benevolent Order of Elks, a colored

organization which swept through Chicago's

South Side streets on August 28. The organ-

ization brought 50,000 colored visitors to Chi-

cago for the convention, which lasted from

Tuesday until Friday, and the entire number
of visitors as well as Chicago's own colored

populace, which is said to number around 200,-

King Oliver's Jazz Band
000, had their attention called to the colored

catalog of the General Phonograph Corp. by the

Consolidated Talkinp Machine Co., of this city.

Erskine Tate's Orchestra Draws Crowds
All along the line of march and throughout

the entire colored district the Consolidated Co.

saw to it that there were plenty of placards

mentioning colored artists who can be heard on
the Okeh record. The principal features, how-
ever, were Erskine Tate and His Vendome Or-

chestra, King Oliver and His Jazz Band, Mamie
Smith and numerous other nationally known
colored artists who have recorded for Okeh rec-

ords. The placarding of the colored district was
personally supervised by E. A. Fearn, of the

Consolidated Co., who spared no expense in this

work.

Blackman Music Co. Incorporates

The Blackman Music Co., of this city, has

filed papers of incorporation in the State of

Illinois for a capital of $100,000. The incorpora-

tors named are Fred K. Dabson, Gustavus Dab-
son and John M. Cameron. The purpose of the

organization is to deal in musical instruments

and radio sets. The company has its headquar-

ters at 2845 West Nineteenth street, Chicago.

Ashley Visiting Points in the West
M. F. Ashley, vice-president of the Krasco

Mfg. Co., left Chicago about the twentieth of

August for a trip throughout the West, where

he will call on the trade. His trip took him to

Denver, Salt Lake City, Los Angeles and other

Coast commercial centers and he is expected

to return to Chicago about the middle of Sep-

tember.

Isham Jones Goes Big in Golf

The latest reports coming from the Byrn

Mawr Golf Club indicate that Isham Jones, of

Brunswick recording fame, is still in the line in-

sofar as championship is concerned. It is stated

by those who actually saw the contest that Mr.

Jones was trimming all comers until he ran up

against a certain player who turned out to be

Bobby Bensinger, son of the president of the

Brunswick-Balke-Collender Co. and assistant

secretary and treasurer of that concern. It is

said that Bob has made an average of 75 on all

courses around Chicago and that when Isham

went up against him he decided that he had a

better chance at playing a saxophone than he

had at a niblick.

While we are on the subject of golf we would

like to know why someone don't get up a talk-

KIMBALL PHONOGRAPHS
Appeal to Those Who Demand the Best

The dealer who sells the Kimball will not only have ready

sales but satisfied customers and is building future business.

Compare the Kimball in Construction or visible beauty, or

in TONE or accurate reproduction and there is none to

excel. Exclusive features appeal to buyers.

Console and Upright Types;

Variety of designs;

Wide range of prices;

Ask, about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Establithed 1857

306 So. Wabash Ave.

CHICAGO

Style M '

Equipped With Albums

Manufacturers of Phonographs, Pianos, Player Pianos,

l*ipe Organs; Dittributors of OKeh Records

Kimball Phonographs Play ALL Records
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The OrO'Tone

PORTO-TYPE
Vacation days are over but sales of the Oro-Tone
Porto-Type are going right on. The attractive ap-

pearance of this new machine and the splendid tone

quality, rivaling full size phonographs, make it an
"all year" seller. Sample sent on approval.

SPECIFICATIONS
CASE—Exceptionally strong to witlistand the severe
use given portable machines. MOTOR—Mounted in

rigid cast-iron frame and plays two records with
one winding. TONE ARM and REPRODUCER is

the standard Oro-Tone Equipment and plays all rec-
ords. RECORD-FILING COMPARTMENT holds
twelve ten-inch records. CONVENIENCE—All parts
and records are contained within the Porto-Type,
thus insuring safety even with rough handling.
DIME.NSIONS—Length 16^ inches; Width IIV2
inches; Height (closed) 7 inches. Weight, 20 pounds.

LIST PRICES
With Standard Tone Arm Shown on Porto-
Type $35.00

With Oro-Tone Automatic Equipment (see ad
elsewhere) $37.50

Do not fail to mention style or arm wanted.
Usual Discount Allowed to Responsible Dealers.

Send for Sample on 10 Days' Approval

Pat.
Appld. for

1^ I
I

I l^illJI I
hiP

1000-1010 George St. CHICAGO

ing machine men's association here in Chicago.

We have a lot of enthusiasts, but it seems that

we lack a leader and, in order to start the ball

rolling, all the boys in the Brunswick organiza-

tion are willing to stand Bobby up against all

comers in the trade.

Illinois Sonora Campaign

Sales Manager L. Golder, of the Illinois Pho-

nograph Corp., Sonora distributor, Chicago, re-

ports that Sonora dealers throughout his terri-

tory are exhibiting considerable interest con-

cerning the rather unique advertising campaign

which Sonora will start about September 15 in

the daily newspapers throughout this section.

Just what this campaign will consist of Mr.

Golder has not as yet mentioned, but he prom-

ises one of the most interesting series of news-

paper advertisements that have been seen in this

section for a long while. His office is in receipt

of samples of the new Sonora DeLuxe period

models which came in towards the latter part

of August and Mr. Golder reports that the local

Sonora dealers who have come down to the Na-

tional avenue showroom of Sonora have been

placing very substantial orders for these new

DeLuxe period instruments.

Activities of Sterling Devices Co.

Fred Keller, of the Sterling Devices Co., has

just returned from a trip through the Eastern

territory and is happy to report that the trade

outlook in that section is very bright. While in

the East he made arrangements to bring his

family from Philadelphia to Chicago to take up

their residence here. Heretofore Mr. Keller was

not actively associated with the plant activities

of Sterling, but his former association was as

Eastern representative of this concern in Phila-

delphia. Now that his activities confine him

wholly to Chicago he has decided to locate per-

manently in this city.

Julius Keller, Sr., production manager of the

Sterling Devices Co., is at present at Lake Win-

nebago, Wis., taking a well-earned rest, and

immediately after his sojourn of two weeks at

the Lake he will rettirn to Chicago, calling on

the trade en route.

Cole & Dunas Distributing Strings

Cole & Dunas have just been appointed local

distributors by the National Music String Co.,

New Brunswick, N. J., to handle its well-known

Bell Brand and Black Diamond lines of musical

instrument strings. Cole & Dunas are about

to place on the market their new Olympian at-

tachment for playing both hill-and-dale and

lateral-cut records. The new attachment is sim-

ply constructed and is well thought out in de-

sign, the working parts being of a minimum
number and of the highest grade metal.

Visits Aeolian Salon

R. E. Miller, representative of the Aeolian

Co., who travels the Eastern territory for the

Melody Music Roll Co., was visiting Chicago

while on a short vacation and was seen at the

Aeolian Salon in Mandel Bros, by The World
representative. Incidentally, this is the first va-

cation that Mr. Miller has had in seven years.

"Hot Roasted Peanuts"

Unusual interest has been aroused in Chi-

cago by the recent appearance of a new music

roll, entitled "Hot Roasted Peanuts." This roll

was introduced to the trade by Cole & Dunas,

which concern was recently appointed distrib-

utors for the Connorized Co. The song con-

tained on the roll entitled "Hot Roasted Pea-

nuts" is of the novelty type and enclosed in each

box along with the roll is a peanut in a little

whistle. Joe Dunas, of Cole & Dunas, believes

that the peanut and whistle were put there for

a good purpose in that the person pumping the

piano is supposed to crumble the peanut shell

and blow the whistle.

Oriole Orchestra Touring

The Oriole Orchestra, an exclusive Brunswick

organization, which has been attracting consid-

erable attention at the Edgewater Beach Hotel

for several months, will temporarily discontinue

its activities on October 1 in order to take up

a two weeks' tour of the East. At the termina-

tion of the tour the Orioles will rest up for

two weeks and then return to the Edgewater

Beach Hotel on November 1. During the ab-

sence of this organization from Edgewater

Beach the month will be filled by Bennie

Krueger and His Orchestra, another exclusive

Brunswick organization which comes from the

Eastern territory.

Introduce Leather Bulletin Board

One of the latest dealer helps to come from

the Brunswick advertising department is an all-

leather bulletin board which is finished in poly-

chrome bronze and gold. In size it is Uyi

inches wide by 32 inches high and has embossed

across the top the Brunswick name and a few

words pertaining to Brunswick daily releases.

On the face of the bulletin board there are five

counter-sunk spaces, wherein can be easily

placed paper strips containing printed announce-

ments of any daily Brunswick releases.

C. S. Tay Sales Co. Chartered

A charter of incorporation was recently

granted to the C. S. Tay Sales Co., S3 West

Jackson boulevard, Chicago, with a capital of

$2,000. Incorporators are G. W. Marquis, Mor-

ris Sider and Clarence S. Tay. The concern will

deal in talking machines, radio supplies and ac-

cessories.

Vitanola Adds Roll Cabinets

The Vitanola Talking Machine Co. has, in

course of construction, a very suitable line of

player roll cabinets. The line will be compre-

hensive in every detail and is expected by the

officers of the Vitanola Co. to be ready for the

trade at an early date. The new Vitanola player

roll cabinets are in keeping with the design and

construction methods embodied in the manu-

facture of the well-known Vitanola talking ma-

chine and the occasion for the introduction has

{Continued on page 104)
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arisen purely from dealer demand throughout

the country, this demand coming from those

who have long recognized Vitanola products

and workmanship.
Careless Fellow Causes Small Fire

Davidson's Talking Machine Shop at 234

South Wabash avenue, exclusive Victor dealer,

was the scene of considerable excitement re-

cently, due to the breaking out of a fire, which

caused a small loss. It seems that a customer

carelessly threw a lighted match into a bundle

of paper supplies, which in turn caused an im-

mense amount of smoke. Luckily, however, the

fire was extinguished immediately.

Vitanola President in the East
M. C. Schiff, president of the Vitanola Talking

Machine Co., left on the first of the month for

an extensive trip through the Eastern territory.

He intends calling on the trade in practically

every large city in the eastern part of the

United States. The results of Mr. Schiff's

travels are already strikingly written upon the

order books of the Vitanola Talking Machine
Co. He recently finished a trip throughout the

southern section of the country, and while in

that territory was instrumental in opening a

considerable number of large new Vitanola

accounts.

New York Album & Card Co. President Here
Max Willinger, president of the New York

Album & Card Co., recently spent a week in

Chicago calling on the local trade. He also

spent some time at the Chicago factory of his

company and superintended several items

throughout the plant which will in due time be

of benefit to the trade.

Child Saxophonist Records
One of the proudest fathers in the Chicago

trade is John Jaros, proprietor of the Jaros Pal-

ace of Music, with headquarters at 2813 West
Twenty-second street. The reason of all this

paternal proudness being his talented ten-year-

old daughter, Blanche, who is speedily becoming
recognized as the Child Wonder saxophonist.

Merit Induces Recognition

Recognition Induces Sales Volume

BLOOD
Merit is recognized by leading manufacturers and Sales

Volume follows as a natural consequence.

In keeping abreast of BLOOD sales volume, we find it

necessary to increase our plant space from time to time.

Today we are doing practically all of our manufacturing

under one roof, thereby insuring greater production, better

inspection of assembly, and speedier shipment.

Blood management is doing everything in its power to ex-

pedite shipment. To farsighted manufacturers who antici-

pate their requirements previous to an unprecedented Fall

business.

Again we caution the manufacturer to take inventory of his

tone arm stock. Laxity at this time may invite future loss.

The Blood Tone Arm Company
326 River St. CHICAGO, ILL

Secret of Success

lies in ability to make
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Patented Auz. 14,23 machiues.
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Triplex Artistic Phono. Co.
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Miss Blanche has appeared on the programs in

many of Chicago's leading theatres and, in ad-

dition to her ability as saxophonist, this versa-

tile young miss is attracting considerable atten-

Blanche Jaros, Child Saxophonist

tion as a ballet and toe dancer, as well as a

singer. Her ability as a saxophonist is com-

mendable in that she is perfectly at home with

her instrument, whether the number being

played is of the classical or popular type.

Recently the little lady, assisted by her sister

Hattie at the piano and her brother Jerry on the

violin, made two special Okeh records. The
numbers were "Velma," by Rudy Wiedoeft, and

"Frolics of Spring." It is said by those in posi-

tion to know that one of Chicago's best-known

music publishers will feature Miss Blanche on

the cover of two songs which are speedily be-

coming popular.

New Brunswick Dealer in Detroit

H. B. Bibb, manager of the Chicago district

of the Brunswick Co., announces that the com-
plete Brunswick line has been taken on by the

Crowley-Miliner Co., of Detroit, Mich. This

concern is one of the largest department stores

in the State of Michigan. The talking machine

department is managed by Larry Dow.
Take on More Space

The Blood Tone Arm Co., 326 River street,

has again found it necessary to take on addi-

tional space so as to care for its rapidly grow-

ing business. The new room is to be used as

a department for margining and soldering tone

arms. Plans are also being made to install a

printing department and when this is consum-

mated all assembling and manufacturing re-

quired in the building of the Blood Tone Arm
Co. will be done under one roof.

New Columbia Dealer

The Mont Claire Music Store has recently

opened at 7160 West Grand avenue, Chicago,

111., handling new Columbias and new process

Columbia records. George Tomaso is the pro-

prietor and will be assisted by his son. Modern
fixtures have been installed, the decorative

scheme being in white enamel and blue.

Forster Numbers in Great Favor
In connection with the popularity of the late

{Continued on page 106)
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numbers published by the Forster Music Pub-

lishers, Inc., there has been some activity among
the personnel of the company. Dan Winkler,

New York manager of the company, spent the

week of August 15 in Chicago, while John Fink,

manager of the professional department, has

returned from Atlantic City, after spending the

months of July and August at the seashore

resort promoting the Forster publications.

Maurice L. Adler, sales manager, also returned

to his desk after spending a month in the East.

Mr. Adler reports that the outlook for Fall

is more encouraging than ever before and that

the last few months have shown between 40 and

60 per cent increase in sales and there is no

indication that the sheet music industry will

have cause to complain over business in the

immediate future.

"Oh! Harold," one of Forster's popular num-
bers, is now being featured at the Auditorium

in connection with Harold Lloyd in "Safety

Last." Other late numbers that are very popu-

lar throughout the country are "Rose of Sunny

Semi-Permanent Needles
are now being sold by
over 8,000 dealers.
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means that you are assured of
the best possible quality of
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manship.

The Hall Mark of

D e p e ndabil i t y,

Service and Quality
44KR ASCO'

A Revelation in Smoothness and Quietness

Simple in design, compact, sturdy, me-
chanically right. Built to meet the most
exacting demands for long distance play-

ing on one winding.

Six sizes, from a double spring motor playing four 10-inch records

to a four-spring playing ten.

Each and every part used in the building of Krasco Motors is pro-

duced by the Krasco Manufacturing Co. Krasco is built—not

made or assembled.

May we quote ypu prices and send descriptive literature?

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO

Italy," "Mellow Moon," "Chinky," "Down by

the Wishing Well," "Where the Sacramento

River Flows" and "When Clouds Have Van-

ished and Skies Are Blue."

Columbia Activities

W. J. Thomas, of Divernon, 111., Columbia

dealer, ran a beautiful Columbia display at the

Sangamon County Institute recently.

R. F. Perrin, Columbia dealer in Arlington

Heights, is showing the new model Columbias

at the Cook County Fair. He has a beautiful

display of pianos, Columbia phonographs, etc.

One of the visitors to the Columbia office

recently was J. C. Cowser, of Farmington, 111.,

who spent a week in the city, accompanied by

his wife.

H. H. Barker, of the Barker Furniture Co.,

Indiana Harbor, visited the Columbia offices in

Chicago recently and inspected the new line

of Columbias. He was much pleased with busi-

ness conditions and predicts an early Fall

business revival.

A recent addition to the Columbia fold is

the C. E. Hurd Music Shop, of Freeport, 111.,

which has just added a complete line of Colum-

bia machines and new process records.

The Svaboda Furniture Co., of Kewanee,
Wis., ran an interesting Columbia display at

the County Fair held there recently.

H. E. Miller Visits Chicago

H. E. Miller, representative of the Aeolian

Co., who travels the Eastern territory for the

Melodee Music Roll Co., spent a part of his

vacation in Chicago calling on his old friends

in the trade. While here he spent considerable

time at the Aeolian-Vocalion sales office at the

Mandel Bros, department store.

Now Yahr & Lange Sales Manager
After five years of active service with the

sales force of the local Columbia branch, Irving

S. Leon has severed his connection with that

office and is with the sales department of Yahr
& Lange, Sonora distributors, with headquarters

in Milwaukee. While associated with the Co-

lumbia sales office Mr. Leon traveled the north-

ern part of Illinois and during the years of

his activity in this capacity became known to

Irving S. Leon

practically every talking machine dealer in that

section. In his new capacity Mr. Leon will

have charge of the traveling force of the Yahr

& Lange talking machine division, which covers
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a large part of the State of Wisconsin, as well

as the northern peninsula of Michigan.

A Musical Trio in the North Woods
When three "good fellows" make a hasty

retreat from the "Great White Way" and pitch

their tent in the northern part of Wisconsin

there is bound to be something doing. Such

was the case when Dave M. Allen, of Leo
Feist, Frank Westphal and M. G. Peters found

themselves at the Little White Birch Lodge,

Star Lake, Wis., last month, for according to

these three gentlemen they found more pleasure

Lef t : Dave Allen Right : M. G. Peters

in the Northern woods than they ever found

along the "Rialto" or at Rainbo Gardens. Be-

sides the charms of nature, there was every

kind of sport to indulge in, while the three

spent several weeks visiting the Wisconsin
lakes, marking a vacation that will long be

remembered. The first stop was the Little

White Birch Lodge at Star Lake, Wis., where
several days were spent, and then the party

Journeyed to Eagle River and spent five days
at a camp with friends, who cordially provided
them with horses, boats, machines and every-

thing necessary for outdoor life.

Tonofone Head on Eastern Trip

Miss E. E. Powell, secretary of the Tonofone
Co., is making preparations to leave for a short

visit to Paducah, Ky., where she intends to re-

main for a few days prior to leaving for a trip

throughout the Eastern trade. Miss Powell's

plans call for business visits to Boston, New
York and other large Eastern cities and in all

probability will be away from her desk at head-
quarters for about three weeks. Miss Powell
reports that the sales of Tonofone have been

A Better Fibre Needle Catter for Less Money

RETAIL PRICE $1:22

The ALTO

Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO, ILL.

keeping up remarkably well during the Summer
months and she has found it necessary to add

additional help in order to take care of Tono-
fone's constantly growing demand.

Prof. Cheney on Lecture Tour
Towards the latter part of the month of Au-

gust, Prof. Forest Cheney, of the Cheney Talk-

ing Machine Co., left for a visit to the mid-

West and Coast sections of the country, where
he will lecture and visit Cheney dealers. Prof.

Cheney will carry out the same program he

held to earlier in the year when he made a tour

of the eastern section of the country. The only

difference this time is that the professor will

not go from town to town driving his famous
"Blue Gull" Packard, but will make use of the

railroads instead.

The first stop on the program called for a

visit to Cheney dealers in the Omaha territory,

whicli will be followed by visits to Council

Bluffs, Denver and other big mid-West cities,

whence he will gradually work his way to the

Coast, where he will call on all of the Cheney
dealers.

His program will comprise sales talks on the

Cheney talking machine and heart-to-heart talks

with the sales people with whom he comes in

contact. The lectures themselves will consist

of technicalities embodied in the building of

Cheney instruments and the reasons for these

embodiments.

No definite return was announced by Prof.

Cheney upon his departure, but it is expected

that he will return to Chicago headquarters in

about eight weeks.

D. W. Kimball Marries

On Saturday evening, September 8, D. W.
Kimball, son of C. N. Kimball, president of the

W. W. Kimball Co., was married to Miss Mary
{Continued on page 108)
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Knox Winton, daughter of Mrs. William Cray-

ton Winton, of Duluth, Minn., at the home of

the bride. The Kimball family, consisting of

Mr. and Mrs. C. N. Kimball, the Misses Mary
and Elizabeth Kimball and William Wallace

Kimball, were present. After October 1 Mr.

Kimball will bring his bride to Evanston, 111.,

where they will reside.

Both D. W. Kimball and his brother, W. W.
Kimball, recently took up commercial activities

when they became associated with the firm of

W. W. Kimball Co., after their graduation

from college. At the present time D. W. Kim-
ball is connected with the advertising depart-

ment of the Kimball Co., while W. W. Kimball

is associated with the retail branch of the busi-

ness.

It is the intention of both brothers to go

through the various departments throughout

the whole Kimball organization and learn every

angle of the business. Both have already

adapted themselves to their new duties, and
through concentrated effort they are rapidly

gaining a thorough knowledge of all branches

of the music industry.

New Music Shops in Chicago

The Chicago office of the Columbia Grapho-

phone Co. this week gave out news that it

had opened two new accounts in Chicago terri-

tory, one being the Tri-Art Shop, at 517 S.

Cicero avenue, and the other one the Monte
Claire Music Store, at 7160 W. Grand avenue.

Both new shops will handle the Columbia line

of instruments and the Columbia New Process

records exclusively.

The proprietor of the Tri-Art Shop is J. J.

Klapka, who is also a member of the Klapka &
Hollicky retail music establishment at 5915 W.
Twenty-sixth street. Mr. Klapka has been as-

sociated with the trade for a number of years.

and in opening his new store he has taken ad-

vantage of his years of experience by laying

out a most modern and attractively decorated

retail store.

The Monte Claire Music Store is operated by

George Tomaso, who will be assisted by his

son. Here also the installed fixtures are of

most modern type, and the decoration scheme

is carried out in white enamel and blue.

Why Not?

Throughout the Chicago trade one frequently

hears the word "Golf" used and if a little in-

vestigation is made by the hearer of the word

he will soon find that the speaker is very much
interested in the game and from time to time

goes out to the links. In the past three or four

years the golf fans have been becoming very

numerous throughout the talking machine trade,

but as yet no one seems to have made an at-

tempt to bring the talking machine boys to-

The BROADCASTER CORPORATION
A Bigger Plant

A Greater Organization

Facilitates a larger and more Superior Talking Machine

Production at LOWER PRICES.

Users of either large or

small quantities of talking
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gether for the purpose of organizing a talking

machine golf club.

With the boys in the piano game, however,

an entirely different situation exists. They have

had for many years an organization known as

the Chicago Piano Golf Association, whose
members congregate with great regularity for

the purpose of seeing who is the best pill-

knocker. Every couple of weeks they hold a

meet and after each meet someone comes home
with a nice little prize of some kind.

At last, however, many of the talking ma-
chine men are getting jealous of the piano men
and they have been asserting that there are

just as good players in the talking machine
business as th^ere are in the piano business and
at the present time the argument is waxing so

hot that we may expect to see the organization

of the talking machine golf club almost any
day. To begin with, the talking machine men
have at least one member of the trade whose
prowess as a golfer is known on every link

locally and upon a large number of those out

of town. This is no other than "Bobby" Ben-

zinger, of the Brunswick-Balke-Collender Co.,

upon whom the local trade is willing to bet

as the most likely contender for the champion-

ship.

Fletcher-Wickes Organizes Research Plant

One of the most elaborate demonstration

rooms that has ever been erected in a talking

machine plant in Chicago was recently com-

pleted at the headquarters of the Fletcher-

Wickes Co., manufacturer of the well-known

Fletcher tone arm and reproducer. The new
demonstration room was furnished in mahogany
throughout and boasts of a large assortment of

well-known talking machines and models which

are used for the purpose of demonstrating the

Fletcher-Wickes tone arm and reproducer.

Another addition to the Fletcher-Wickes

plant has been the installation of a large ex-

perimental room wherein this company carries

on experimental work on tone arms, sound

boxes and electric motors. This room is in

charge of an expert mechanic, who, with his

several assistants, does nothing but research

work in tone production and motor building.

The balance of the plant is given over to

offices and assembly rooms and the entire equip-

ment throughout has been designed with pains-

taking care so as to eliminate every possible

bit of lost motion.

Spencerian Shown at Ohio Meeting
Ben Wood, sales manager of Westphono,

Inc., is among those members of the Chicago

trade who is taking in the Ohio Merchants'

Convention, scheduled for September 10. Mr.

Wood will exhibit his product, the Spencerian

portable, and immediately after the convention

will make a tour of the Eastern trade.

According to Mr. Wood, indications point to

a very favorable continuance of the portable

business and jobbers all over the country are

reporting to him that the recent slump in the

sales of portables has been replaced by a brisk

demand. It is expected by many men in the

trade that an immense number of portables will

be purchased for the Christmas trade and these

will be used as gifts during the holidays.

McArthur in New Ofifices

R. N. McArthur, sales and advertising man-
ager of Barnhart Bros. & Spindler, is now
settled in his new office on the third floor of

the Barnhart plant at Throop and Monroe

(Continued on page 110)
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streets. The new office is in the lately erected

section of the Barnhart plant and is almost

exactly over the location of his old one. Busi-

ness expansion necessitated the erection of the

new addition to the plant and since its erection

quite a bit of the old space formerly occupied

by offices is now utilized for the manufacture

of tone anns, sound boxes and cover supports.

In connection with the latter item, it may be

said that the Barnhart cover support business

has lately grown to large proportions and many
manufacturers throughout the country have re-

cently adopted it as part of their standard

equipment.

ODEON RECORD FEATURED AS "BLUES"

Enterprising Chicago Dealer Uses Unique Sell-

ing Idea Which Results in the Sale of 2,500

Records of One Selection in One Month

A. H. ThaUmayer, manager of the foreign

record department of the General Phonograph
Corp., maker of Okeh and Odeon records, re-

ceived recently some interesting figures from
the Rialto Music Shop of Chicago, one of the

company's dealers. This enterprising merchant
is using a inegaphone attachment to increase

the volume of the records that he plays in order

to attract the attention of prospective pur-

chasers, and a few weeks ago he featured Odeon

record No. 10096, the title of which is "The
Mariechen Walzer."

The peculiar melody of this waltz, played in

typical peasant style, attracted the attention of

several members of the colored race who passed

the Rialto Music Shop while the record was
playing. Whenever this particular type of cus-

tomer visited the establishment the owner of

the store stated that the name of the record was
the "Mariechen Blues." The sale of the record

was invariably made after a demonstration, al-

though it is quite possible that the use of the

word "blues" was a factor in interesting the

purchaser. As a matter of fact, this record has

met with such popular demand among the clien-

tele of the Rialto Music Shop that more than

2,500 of the number were sold in one month and
the popularity of the record induced the General

Phonograph Corp. to publish it in its American
series, where it is now listed.

SHOWS A 20 PER CENT INCREASE

Chicago, 111., September 7.—According to a

statement issued by M. A. Healy, president of

Lyon & Healy, Inc., net sales for the period

ending June 30,' 1923, showed an increase of

over 20 per cent over the same period last year.

The sales record for six months is $3,945,809.07

as compared with $3,279,531.08, a most satisfac-

tory increase in business.

INAUGURATES DEALER CAMPAIGN

Brunswick-Balke-Collender Co. Starts Cam-
paign With Dealers Pertaining to the Prog-

ress of the Company in the Industry

Chicago, ,Ill., September 7.—The Brunswick-

Balke-Collender Co. has started a campaign

with its dealers relating to the progress of the

Brunswick organization in the talking machine

industry. With the success of the Brunswick

phonograph and the ever-increasing demand
the company again expresses its appreciation

to Brunswick dealers for their confidence and

co-operation in the policies of the company
that have achieved this goal.

This campaign gives to these merchants a

short history of the progress made, beginning

with the introduction of the Brunswick phono-

graphs, explaining the advent and progress of

the various features of the Brunswick machine.

Various precedents established in the industry

to-day are pointed out as having been originated

by the Brunswick Co.

The campaign has a particular educational

value to the dealer in reviewing- the various

features, policies of the company and their in-

fluence in the industry. Moreover, selling argu-

ments which may have been forgotten, but

which are nevertheless established, can again be

gleaned from this campaign and be brought for-

ward as the background of each step in the

progress and development of business.

This campaign will be carried on through ad-

vertising in the trade papers, co-ordinated with

letters sent out from the headquarters of the

company. The first of the series of letters has

been sent out reviewing the precedents estab-

lished by the company.

DAILY PAPER ADVERTISING STARTED

Chicago, III., September 7.—Last week the first

full-page advertisement appeared in all the lead-

ing daily papers throughout the country by the

Brunswick-Balke-Collender Co. starting the na-

tional campaign that the company recently an-

nounced. This campaign has been inaugurated

by the advertising department, and each release

of the various advertisements will appear simul-

taneously all over the country. The first adver-

tisement, attractively illustrated with pen and

ink sketch, is in line with the recent program

whereby hits are being released daily and listed,

in addition to giving a description of the Bruns-

wick phonograph and Brunswick record.

TEMPLIN STORES OPEN BRANCH

Goshen, Ind., September 7.—The Templin Mu-

sic Store of Elkhart and Mishawaka opened

a new music store here recently. V. H. Nel-

son, of Elkhart, who has been connected with

the Elkhart stofe for the past seventeen years,

is the manager of the new store.

tNCORPORATED UNDER TKS
LAWS OF ILLINOIS

Repair Parts
For All and Every Motor

That Was Ever Manufactured

We can supply any part. The largest and most
complete assortment of repair parts—in the

United States—on hand, for old, obsolete and
present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
and motors.

^ iJigli GradeTaltmqMacWies.DiicRscords,
TfilVino Machine Supplies, Etc

TftADC MARK
COMSOIiA."

SUCCESSORS^
Standard Talkblf Mechin^ Co.

f'lilad Talking Mactiina Co.
Harmony Talking Marking
O'NeiU.JamtM Co.

*«""»<^«' 227-229 W. WASHINGTON ST. CHICAGO ILL.
IJranches: 29.57 Gratiot Ave.. Detroit. Mich. 1121 Nicollet Ave.. Minneaoolis. Minn.
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FROM OUR CHICAGO HEADQUARTERS— (Continued from page 110)

LYMAN'S ORCHESTRA FOR BRUNSWICK

Recordings of California Ambassador Orchestra

Made in Los Angeles by Brunswick—First

Records to be Released in Near Future

Los Angeles, Cal., September 4.—Los Angeles'

most famous popular music organization, Abe
Lyman's California Ambassador Orchestra, has

just completed a number of popular recordings

for the Brunswick-Balke-Collender Co. The

orchestra was recently signed up exclusively by

the Brunswick organization, and immediately

upon the consummation of the deal the Bruns-

wick Co. established a temporary recording

laboratory in Los Angeles for the sole purpose

of recording newly acquired talent.

The recording for Brunswick was done under

the supervision of Skinker Darby, chief of the

Brunswick Co.'s recording division, and Walter

Hansehan, head of the recording department.

Both of these men, along with their assistants

and the necessary paraphernalia used in record-

ing, came all the way from New York and spent

five weeks in preparing and recording the Am-
bassador Orchestra. Records of the new or-

ganization will be released shortly, and the rep-

ertoire consists of such numbers as "No, No,

Nora," "Cut Yourself a Piece of Cake," "Mid-

Lyman's California Ambassador Orchestra

night Rose," and "Havana Tango." Abe Ly-

man's California Ambassador Orchestra has at-

tained much popularity since the opening of

the Cocoanut Grove Hotel in May, 1922. The
orchestra is considered one of the biggest at-

tractions in Southern California, and before

coming to this city the orchestra was well

known in Chicago, having played in the Colonial

and Arsonnia cafes in that city. Prior to this

engagement the organization appeared in vaude-

ville with Gilda Gray, of "Ziegfeld Follies."

A great deal of the success of the orchestra

is due to Abe Lyman, whose personality sells

the orchestra to the public. He is one of the

old school of stick-juggling directors, and his

antics are an endless amusement to his specta-

tors. He is of the inventive type and seems to

be able to inspire his men with a peppy spirit

which keeps them at a high pitch. The music

of this orchestra carries with it the true spirit

of California, and at times it is almost oriental

in color. The greatest effects attained by the

orchestra are reached in its playing softly and

EDISON'S
ENVIABLE
REPUTATION

More than four million people have

been convinced beyond all question

by actual test, that EDISON re-

production of music cannot be de-

tected from the original music. If

you are a live wire and if there is

no Edison dealer in your town, we
invite your interest in an Edison

dealership.

THE PHONOGRAPH CO.

229 South Wabash Avenue

CHICAGO, ILL.

slowly, and at all times with a decided rhythm

which seems never to lapse or lag because of

the original effects.

Abe Lyman himself has the distinction, be-

sides that of a drummer, in that he is the com-

poser of many numbers which have been pop-

ular, such as "Peggy Dear," "Apple Sauce,"

"I Cried for You," "In the Land of Shady Palm
Trees," "Before You Go," etc., etc.

In commenting on the acquisition of Abe
Lyman's California Ambassador Orchestra the

Brunswick Co. feels that in offering this or-

chestra to the music-loving public it is making
available to the entire world the individual and

characteristic music of California, which is duly

becoming so popular. Furthermore, the Bruns-

wick Co. feels confident that the popularity of

these records will eventually warrant the erect-

ing of a recording and pressing plant in Los
Angeles which will in turn greatly expedite re-

cording shipments throughout the Coast terri-

tory.

C. L. WALDO PASSES AWAY

Prominent Music Merchant of Minneapolis and

a Founder of the Foster & Waldo Music Co.

Dies in That City After Long Illness

Minneapolis, Minn., September 4.—C. L. Waldo,

one of the founders of the Foster & Waldo
Music Co., this city, died at his home here last

Sunday in his seventy-first year. The end came

after nearly four years of ill health. Mr. Waldo
was born in Jefferson, Wis., and came to Min-

neapolis thirty-six years ago. Three years later

he became associated with Robert O. Foster in

the Foster & Waldo Music Co. and aided mate-

rially in building up one of the most prominent

music businesses in the mid-West. He was a

member of the Minneapolis Minikahda and Min-

neapolis Automobile Clubs. The funeral will be

held' tomorrow from his late residence.

LARGER QUARTERS IN SPRINGFIELD

The Brightwood Music Shoppe, Springfield,

Mass., of which Ben Brodsky is manager, has

arranged to enlarge its quarters to take care of

the increased business in pianos and talking ma-
chines. The addition will be eleven feet wide

and fifty feet deep, making this a very com-

modious and attractive establishment.

WINTER PIANO CO. ALTERATIONS

Erie, Pa., September 4.—Alterations including

the installation of racks and show cases are in

progress in the Winter Piano Co.'s store on

State street in order to accommodate the new
line of small musical merchandise, which is to

be carried this Fall. The decision to inaugurate

the new department came as a result of an un-

usually good season in the piano and talking

machine fields.

STERLING Attachments and Tone-Arms
The STERLING Edison attachment is oper-

ated by the lever, same as the Edison. The
needle of the STERLING is always central,

whether playing lateral or hill and dale records.

STERLING Edison and Victor attachments

are universally used because of their superior

appearance and perfect reproduction of any
make record.

STERLING ATTACHMENT ON EDISON M.A,CHLNt

It pays to be a STERLING Dealer. If your Jobber cannot supply you with STERLING write direct

to factory. STERLING Tone-arms are made in different styles to suit any phonograph.
There are still a few desirable Territories open.

STERLING DEVICES MANUFACTURING CO., 412 Orleans Street, Chicago, III.
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LOS ANGELES
All Bi-anches of the Talking Machine Business Enjoy Brisk De-

mand—Association Stages August Meeting—News of the Month

Los Angeles, Cal., September 3.—August proved

to be another good Summer month for the sale

of talking machines, although, perhaps, it did

not measure up to July and, according to re-

ports from the various departments, portables

are not by any means monopolizing the types of

instruments sold to the exclusion of others,

many high priced period models and others pre-

senting their quota day by day. Collections are

good and terms on which machines are being

sold, although lower than they were a year or

two ago, are respectably high, and consist al-

ways—except in the case 'of one or two—of a

10 per cent down payment and the balance

maturing within fifteen months or less.

Fitzgerald Shows Remarkable Increase

C. H. Mansfield, manager of the phonograph
department of the Fitzgerald Music Co., re-

ports a wonderful increase of sales in his de-

partment. He states that the totals during the

first six months of 1923 reveal an increase of

two and a half times over those for the corre-

sponding period of 1922. Mr. Mansfield is a

great believer in using outside salesmen and
employs from ten to twelve men in this way,

besides the inside men; prospects are, of course,

furnished to these outside men, and reports are

filed and the whole matter handled in a most
progressive and intelligent manner.

Double-sided Red Seal Records Please

The announcement of the manufacture of

double-sided Victor Red Seal records and the

issuance of the new catalog have been received

with great enthusiasm by all Victor dealers,

who believe that this will stimulate^ sales enor-

mously. The advertising of new prices on the

present Victor Red Seal single-sided records has

been made by most of the dealers, although

there was a slight uncertainty in the minds of

most of them at first as to how this advertising

should be worded.

R. P. Hamilton Returns to Coast

After attending the annual convention at the

Victor factory R. P. Hamilton, Pacific Coast

representative of the Victor Talking Machine
Co., returned to California and visited Los
Angeles for a few days only and proceeded to

San Francisco. Mr. Hamilton stated that the

work on the new pressing plant and recording

laboratory in Melrose is progressing satis-

factorily. Pacific Coast Victor dealers are evinc-

ing the greatest interest in the new plant and

anticipate the best results in service and up-to-

date releases.

Seeks for Distributor of Phonographs
George H. Bohen, Pacific Coast representa-

tive of the W. W. Kimball Co., spent a few days

in Los Angeles last month. In addition to

visiting the Piatt Music Co. as representative

of the Kimball piano in this section, Mr. Bohen
is planning to establish a good jobbing and dis-

tributing connection for Kimball products in

southern California.

Association Holds August Meetings

The August meeting of the Music Trades

Association of Southern California was occupied

with the discussion of several matters, and
among them the question of music stores keep-

ing open in the evening from 6 p. m. to '9 p. m.

Several members declared that a good deal more
business could be secured if all music stores

kept open, while others claimed that the busi-

ness which was now being obtained by the few

who always kept open would be divided up—in

the event of all keeping open—and would be re-

duced to an unprofitable minimum. W. H.

Richardson, of Richardson's, Inc., stated that he

believed the music business corresponded in

many respects to the theatre and amusement
business, and that the former should keep open

during the evenings with the result of a greatly

increased business.

New Victor Models Make Hit

A. G. Cook, manager of the phonograph de-

partment of the Geo. J. Birkel Co., expressed

great satisfaction over the new Victor mahogany
and walnut console models which have just been

placed on the market. He stated that at present

his house, in common with the other Victor

dealers, had been able to obtain samples only,

but that a number of orders had been taken

from them; the period models which the Victor

Co. are making to order have also proved

exceedingly attractive and can be made to match

any scheme of architectural design or period.

To Open Fine New Home
The formal opening of the Southern Cali-

fornia Music Co.'s new store at 808 South

Broadway will take place on Wednesday of this

week, and thousands of invitations have been

sent out. Five stories out of the eight are to

be occupied by the music store—in fact, most

of the stock has already been moved in. The
eighth floor includes a beautiful auditorium

with a seating capacity of 300, and, the floors

being left level instead of sloping, can be used

for dancing. The first floor is beautifully dec-

orated, harmonizing with the Italian archi-

tecture which prevails throughout the entire

building. The ceiling has been exquisitely hand

painted by special artists, many weeks being

occupied with this work alone. The record

demonstration rooms are each individually and

collectively gems of architecture with their

small Italian arched ceilings, and they number
two or three dozen. The Victor and Bruns-

wick departments and salesrooms are on the

second—or mezzanine—floor, and are arranged

in the most complete and admirable manner
possible. Without going into details of the

other departments it is sufficient to state that

this new store is the most beautiful to be found

in the entire country. F. L. Grannis, of the

Southern California Music Co., is mostly re-

sponsible for the excellent results.

Famous Actor Buys Phonograph

Cullen Landis recently purchased a magnifi-

cent $1,200 period phonograph from the Fitz-

gerald Music Co. C. H. Mansfield, manager of

the phonograph department of the Fitzgerald

Music Co., stated that Mr. Landis had chosen

this instrument for his magnificent new home
in Hollywood.

NEW OUTING JOBBERS AND DEALERS

A. W. Deas, Jr., Returns From Satisfactory

Trip—Yahr & Lange Drug Co. Appointed

Outing Jobber for Large Territory

A. W. Deas, Jr., sales manager of the Outing

Talking Machine Co., Mt. Kisco, N. Y., recently

returned from a trip through New York and

Pennsylvania, where he opened up a number of

new dealer accounts for the Outing jobbers in

these territories. He will leave shortly for a

trip to Chicago, St. Louis and the mid-Western

territory.

A. J. Cote, president and general manager of

the Outing Talking Machine Co., states that the

Outing is being received very favorably in for-

eign countries. A good export business is be-

ing enjoyed by this company, with the Latin-

American countries being the largest con-

sumers. The Yahr & Lange Drug Co., Mil-

waukee, Wis., has recently been appointed an

Outing jobber for the Wisconsin and northern

Michigan territory.

ClifiE Hess, director of the recording of pop-

ular Vocalion records for the Aeolian Co., has

just returned from a fishing trip among the

Thousand Islands, where he had a good rest.

THE TROTTER ELECTRIC MOTOR
Is an Attractive Retail Proposition for Phonograph Dealers

EASILY INSTALLED WILL RUN ON ANY CURRENT

GUARANTEED FOR ONE YEAR

The Trotter motor can be sold to any one who owns a spring motor driven phonograph. Any one can install

it and when following printed instructions can change his phonograph into an electric machine in ten minutes.

PLYMOUTH PHONO PARTS CO. Plymouth, Wisconsin
DISTRIBUTORS

Plaza Music Co., 18 West 20th Street, New York — Lakeside Supply Co.. 73 West Van Buren Street, Chicago.
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THE ORO-TONE AUTOMATIC
No. 16 TONE ARM \REPRODUCER

Plays All Records, Giving Perfect Reproduction

No Adjustments to Make—No Weights to Shift

FOR LATERAL
CUT RElORDS
Gives perfect needle
center, correct
weight and angle

automatically.

FOR VERTICAL
CUT RECORDS

Gives correct Edison weight,
position and needle center

by a turn of han

The Franchise for

using the No. 16

Oro-Tone Auto-

matic Tone Arm
and Reproducer
will be sold only to

a limited number
of manufacturers.

Will you be one?

5!«

Dealers want the

Perfect Oro-Tone
Automatic Tone
Arm and Repro-
ducer on the pho-

nographs they sell

because by actual

test the public pre-

fers the Oro-Tone.
Oro-Tone equip-

ment will increase

your sales.

Oro-Tone Leadership Is Based on the

Oro-Tone Policy of Quality First

This remarkable tone arm and reproducer gives superb
tone values. It reproduces perfectly. Edison records
can be played with the ordinary fibre needle, producing
wonderful tone and volume.

All adjustments to play either lateral or vertical cut

records are automatic. Send for sample on approval.

1000-1010 George Street Chicago, Illinois

Manufactured in Canada under the trade name "Oro-Tone-Banfield" by W. H. Banfield &
Sons, Ltd. Distributed in Australia by United Distributors Co., Melbourne and Sydney.

Sectional Oro-Tone Construction

No. 16—Base. No. 13—I.,argre Elbow. No.—Adjustable Length E.vtcnsion. M—Screw for
adjusting height of Tone .Arms. L—Ball-bear-
ing:, insuring extremely sensitive swing to Tone
Arm. S—Fixed stud in I.arge Elbow. E

—

Stop screw for swinff or arc of Arm. This
screw .'tlso holds Base to Large Elbow.
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Oar-o-lin-a Mam-my I'm lon^- in" for you— Cav-o-hn-a Matn-rriy

Carolina
MammAReal Southern

Mammy Son^

Vith anyFElSTson^r-^f

EDISON CONTEST WINNERS ON TRIP

Leaders in Annual Sales Contest Conducted by
Harger & Blish, Edison Jobbers, Des Moines,

la.. End Long Eastern Trip at Thos. A. Edi-

son, Inc., Laboratories, Orange, N. J.

Harger & Blish, Edison jobbers, Des Moines,

la., brought their annual sales contest for 1923

to a successful conclusion the last week in Au-
gust. The prize-winners at that time arrived

at the Edison Laboratories in Orange, where
they were conducted through the entire plant

and where they also made special souvenir rec-

ords in the Edison recording laboratories. Dur-
ing one of the evenings they spent in the East

they were taken as guests to see the "Ziegfeld

Follies."

The first prize in this contest was won by
Harry Shroyer, of the Shroyer Music House,
Bethany, Mo., who sold forty-six Edison pho-

nographs in ten weeks, and in a town with a

population of about three thousand. It seems

that in the contests conducted in previous years

Mr. Shroyer has always won a place, so that his

winning first prize this year indicates that he

i.s setting a faster and faster pace for himself

each year. His record is extraordinary for a

large size city, but such a record in a relatively

small community is indeed unique. The other

persons who won places in the contest and, as

a result, won the free trip were: H. A. Loren-

zen, Paule Jewelry Co., Burlington, la.; A. L.

Hegglund, Pierre, S. D.; Floyd Cooper, F. M.

Cooper & Son, Woodward, la., and A. F.

O'Dell, Keokuk, la.

The complete trip took in Rochester, the

Thousand Islands, a trip down the St. Law-
rence to Kingston and Montreal, another boat

trip to Quebec, a five-day cruise around Hali-

fax, a trip from there to New York and a so-

journ in New York and Orange.

In chatting with The World H. H. Blish, Jr.,

who accompanied the winners on the trip, stated

that the records turned in this year exceeded

those turned in for several years previous. This

Here is

a Good
Money-
Making
Idea!

HAVE a phonograph sale and ofifer this beautiful Empire
XAl with an assortment of records for $89.50! At the

peak price this model retailed for $225, and at the price you
can make on it now you can sell dozens in a special sale. Our
word for it, you can make a big profit quick, by turning a

number of these in a special sale. This is a real machine, a
wonderful value for you and your customers. Brown or red

mahogany, top, front, sides and back. Full French-turned legs

all round. H-49, W-22, D-22. Heineman No. 44 motor.

Heineman tone arm, nickel trimmed. How many can you sell

in one week's intensive selling? Write for our interesting

proposition.

The UDELL WORKS
28th Street and Barnes Avenue

INDIANAPOLIS

Mr. Blish considers indicative of the fact that

conditions are now satisfactory in his territory

and that the outlook for Fall business warrants

real confidence. He added that wheat does not

constitute over 8 per cent of the Iowa crop and
that, therefore, it does not have a great bearing

on the general prosperity of this great agricul-

tural State.

FISCHER PHONOGRAPH POPULAR

Mayer Bros. & Bramley Report Active Dealer

Demand—Two-toned Consoles Big Sellers

During the past few weeks Mayer Bros. &
Bramley, New York, rrianufacturers of the

Fischer phonograph, have added a number of

dealers to their list of representatives. "We are

making rapid progress," stated an officer of the

company in a chat with The World, "Our com-
pany has adopted a policy of selling direct to

the dealers and we are co-operating with our

trade in making their turnover active.

"At the present time we are shipping our in-

struments to all parts of this country, Canada
and abroad, with an active demand for period

consoles in mahogany and walnut. The two-

tone effect in our Rosemary model is meeting
with the hearty approval of the trade and we
are urging our dealers to anticipate their orders

for the coming Fall and holiday season, as there

is every reason to predict a demand that will be

far in excess of production."

NEW BRUNSWICK AGENCIES OPENED

Among the latest additions to Brunswick
boosters announced by Percy A. Ware, sales

promotion manager of the Eastern phonograph
division of the Brunswick Co., are Brodrib &
Blair, 12 Riverside avenue, Bristol, Conn.; Mil-

ler's Music Store, Troy, N. Y.; Morris Music
Shop, 659 Lenox avenue, New York City; Kra-
vecz Music House, 409 S. Main street, Philips-

burg, N. J.; Harry Fritz, Wallingford, Conn.,

and Harry C. Grove, Inc., Washington, D. C.

WILL OPEN NEW DAVEGA STORE

Another link in the Davega chain of stores

will soon be opened at Fourth avenue and
Twenty-third street. New York. This is in line

with the plans for expansion announced some
time ago by Abram Davega, of Davega, Inc.

The Victor line of talking machines and various

accessories will be handled.

NEW EDISON WINDOW DISPLAY

The latest Edison window display which has

been issued for the use of Edison dealers is

devoted to the featuring of one record, namely,
the song "I'll Take You Home Again, Kath-
leen." The display pieces are very unusual,

from the staTidpoint of coloring, and create an
excellent window. The vocal selection featured

in it is the largest selling record in the entire

Edison catalog over the period of ten years.



bEPTEMBER 15, 1923 THE TALKING MACHINE WORLD 115

Another Superior Point for THE NEW COLUMBIA
Tone-control leaves have long been acknowledged as an exclusive

Columbia feature of highest vv^orth. Every model of the N
Columbia has this proved point of superiority, vv^ith the addition

of many refinements in operation of this feature. The New
Columbia, by reason of these tone-control leaves, is the only Con-

sole instrument that delivers sound on a level with the auditor's

ears.

COLUMBIA GRAPHOPHONE CO.
New York

KIMBERLEY ENLARGING FACILITIES

Well-known Talking Machine Manufacturer
Getting Ready for Fall Trade—Seven Models
in 1923 Line—A New $100 Console Now Be-

ing Produced—Planning Sales Campaign

The Kimberley Phonograph Co., Perth Am-
boy, N. J., is making plans for the enlargeraent

of its factory facilities in order to prepare for

Kimberley Co.'s New $100 Model
Fall trade. Details have been completed for

an aggressive sales campaign and, with its in-

creased facilities, the Kimberley organization

will be in a position to meet the requirements

of its trade efficiently. The line for the 1923-

1924 season will consist of seven models, com-
prising four uprights and three consoles. The

uprights will be known as the Ambassador,

Bellevue, Commodore and Dartmouth, and the

consoles as the E.xeter and Favorite. The latest

addition to the line, the $100 console shown in

the accompanying illustration, has not yet been

christened. The retail prices will range from

$125 to $250 for the uprights and $100 to $275

for the consoles.

Kimberley phonographs are well known to

the general trade, as they have been marketed

for the past five years and are now being sold

by dealers throughout the country. The instru-

ments are manufactured in the company's up-to-

date plant in Perth Amboy, and particular atten-

tion is devoted to the cabinet design and finish.

All of the models in the present line will in-

clude in their equipment an all-brass tone arm
and sound box which were selected hy the com-

pany after extended tests.

David Isenberg, president of the Kimberley

Phonograph Co., is well known in the talking

machine trade, and under his capable direction

the sales totals have increased steadily. ,Mr.

Isenberg gives his personal attention to the

manufacturing and merchandising of the instru-

ments, and his thorough knowledge of the deal-

ers' requirements has enabled him to give the

Kimberley clientele practical co-operation. In-

cluded in the plans for the Fall campaign will

be the appointment of jobbers in a few terri-

tories that are now open.

USES EFFECTIVE DISPLAY SIGN

MiLW.AUKEE, Wis., Sept. 4.—The Kunzelmann-

Esser Co., of this city, Sonora dealer, is a keen

believer in the use of effective publicity and

the accompanying illustration shows a sign that

A Striking Sonora Design

this company recently ordered as a part of its

Sonora campaign. Incidentalh", this enterpris-

ing dealer is making rapid progress in the de-

velopment of Sonora business in this territory

and plans are being made for a record-breaking

Fall and Winter trade.

Edward Skinner, of the Phonograph Corp. of

Manhattan, returned Tuesday after Labor Day
from a one week's vacation, during part of

which he called on the music merchants located

in eastern Pennsylvania.

NEW STORE IN PEKIN, ILL.

Ehrlicher Bros., well-known drug store op-

erators, have opened a new music store in

Pekin, 111., at 414 Court street, where a full

line of musical goods will be carried.

OUTING TALKING MACHINE CO., Inc., Mount Kisco, N. Y.

JOBBERS
A. C. EBISMAX CO 1T4 Tremont St., Boston, Mass.

BBISTOL & BARBER CO., IXC 3 East 14th St., New York, K. T.

CABINET & ACCESSORIES CO., IXC. 3 West IGth St., New York, X. Y.

GEXERAt PHOXOGK.\PH CORP 15 West ISth St., New York, X. Y.

GEORGE C. UERICH & CO 5G Estey Bldg., Philadelphia, Pa.

STARK PHOXOGKAPH CO 634 Grant St., Pittsburgh, Pa.

J. K. POLK, IXC 294 Decatur St.. AUanta, Ga.

IROQIOIS SALES CORP 210 Franklin St., Buffalo, X. Y.

V0C.\L10X CO. OF OHIO 32S Superior St.. W., Cleveland. O.

C. E. 3rARSH.\EL CO 314 Griswold St., Detroit, Mich.

COXSOEID.\TEU T.VLKIXG M.ACHIXE CO.,
227 AVashington St.. Chicago, 111.

COXSOIilDATED TAEKIXG 5I.\CHIXE CO.,
1121 XicoUet Ave., Mlnneapobs. Minn.

YAHR & E.\XGE DRTG CO Milwaukee, Wis.

THE DI XXIXG CO 303 Second St.. Des Moines, Iowa
REXIER MUSIC HOUSE 545 Main St., Dubuque, Iowa

ARTOPHOXE CORP 1103 Olive St.. St. Louis, Mo.

AKTOPHOXE CORP 203 Kansas City Life Bldg., Kansas City, Mo.

MAKTIX WEISS CO Dallas, Texas
WALTER S. GR.\T & CO..

1054 Mission St., San Francisco Cal. : Los Angeles, Portland, Seattle

Export :—CHIPM.AX, LTD.
Xew York, London, Montreal, Wellington, Sydney,

Melbourne. Perth. Havana, Mexico City. Buenos
Aires, Rio De Janeiro, Santiago de Chile.

Cable Address: Chipnionk, Xew York
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ATLANTA
Fair Crops in Southeastern Ter-

ritory BrigJiten Fall Outlook
—-The Month's Trade Activities

Atlanta, Ga., September 7.—August in the main

has been a month of considerable business and

the feeling is well developed that the South will

have the best Fall since the depression struck.

Crops in general are at least fair, although cot-

ton in many sections is far from normal. The
worst-hit sections have developed other crops

to at least partly take its place and the good

prices will mean profits to those who do get a

goodly number of bales.

B. J. Slj^epperd Co., Victor dealer, of Savan-

nah, Ga., is reported as planning to move to a

more central location.

I. M. Bame, of Bame's, Inc., has returned to

town after taking a well-earned vacation. He
went by boat from Savannah to Philadelphia

and spent some time in the City of Brotherly

Love.

Strand consoles will be sold throughout south

Georgia and Florida by the Empire Music Co.,

of Atlanta, the first move towards developing

this section to the utmost being the warehous-

ing of a complete stock of Strands in Jackson-

ville. This will permit of giving the dealers

quick service. M. E. Lyle will maintain general

supervision over the entire Southeast, but will

work the trade through this new representative.

Business with the S. W. Gardner Music Co.

is growing nicely. Mr. Gardner recently ac-

quired the Victor line for Gastonia and has

now fitted up the entire second story of his

building as showrooms for the display and dem-

onstration of pianos and phonographs. The

Victor, Edison and Strand are the three lines

featured.

The phonograph department at John L.

Moore & Sons has been moved and relocated

next to the art department. Space has been

arranged so that the period models of the Vic-

tor and Strand are displayed in separate com-

partments, with the correct art surroundings.

Altogether the result is one of unusual charm

and general attractiveness.

Leon Hylan, popular representative of the

Talking Machine Co., Birmingham, has once

more taken to the road, after an illness in the

cm:
The Record (* Quilily

,

"We Serve the South"

Inquiries

from
Dealers

Solicited

T N your preparations for the Fall increase in OKeh sales don't
overlook one of the most important factors in your attain-

ment of a successful season. With a dependable distributor
service at your convenience, the kind that is quick, accurate,
and thoroughly dependable in the pinches, you are equipped
to consistently give your customers complete satisfaction at

all times.

We would appreciate the opportunity to demonstrate the ad-
vantages of Polk Service. It would readily disclose the reasons
why we are at present playing so large a part in aiding hun-
dreds of OKeh dealers throughout the South to reap the bene-
fits that come from handling the fast-selling

Records
The Records of Quality

Wholesale Phonograph Division

JAMES K. POLK, Incorporated
Offices and Show Rooms:

294 Decatur Street ATLANTA, GA.

hospital at Atlanta which housed him for about

a month.

M. E. Lyle has returned from a short trip into

North and South Carolina. He reports busi-

ness as flourishing and finds a tendency on the

part of dealers to begin ordering now, as al-

most everyone realizes this Fall will show a

great shortage of period design consoles.

Miss Florence Myers, well known to many of

Atlanta's record and roll-buying public, is now
connected with the Empire Music Co. at its

Victrola department in High's.

W. White, proprietor of the White Music
Co., Columbus, Ga., visited the local Columbia

branch recently and reported that business con-

ditions in his community are in splendid shape.

Columbia record A-3937, "Sweet Pal," is sell-

ing "big" in Memphis, Tenn., and surrounding

territory. Reinhardt's, Inc., live Columbia
dealer, sold the idea of "Sweet Pal" Week to

all of the merchants, orchestras and picture the-

atres in Memphis and, as a result of this co-

operation, the sales of merchandise showed a

large increase. A similar program is contem-

plated in other Southern cities.

S. M. Frenkel, manager of Ludden & Bates,

Columbia dealers, this city, is spending several

weeks away from Atlanta on his vacation.

Columbia Salesman R. W. Richardson is now
spending a two weeks' vacation in and around

Memphis, Tenn.

DEALERS IN CANTON DISTRICT BUSY

Indications Point to Shortage of Instruments

When Fall Trade Hits Its Stride—Exhibits

at Fairs and Other News

NEwlillSON
IRISON 'WITH ifHElUVINC ARTIST
REVEALS NO ! DIFFERENCE

The Name "EDISON"
TJAMOUS tks world over name EDISON m the
'- pLonograpK industry stands for tonal supremacy and

merckandisingf prestige.

The EDISON Dealer has sales arguments at Kis

disposal tliat are unlimited in scope and importance. Em-
phasize the supremacy of the EDISON consistently and

aggressively—sales will multiply steadily.

We have a few towns in

our zone open for the proper

Edison dealer representation

PHONOGRAPHS, INC.
EDISON DISTRIBUTORS

41 Cone Street _ _ _ - Atlanta, Ga.

Canton, O., September 6.—Improvement in both

talking machines and records is shown with the

advent of September, and indications are that,

when the Fall business hits its stride, there will

not be sufficient stock on hand to meet the

demand.
The William R. Zollinger Co., Victor dealer,

presented a most striking exhibit recently at the

Stark County Fair. In charge of M. E. Pyle,

manager of the department, all the new Victor

models were displayed and the entire Septem-
ber record list was demonstrated.

The Carrollton, O., branch store of the Al-

ford & Fryar Piano Co. will be discontinued

this week. The store was in charge of Al Wal-
tamath.

George C. Wille, of the Wille Music Co., with

his family, has returned from a vacation near

Akron.

Announcement is made by the store of J. H.

Johnson & Sons, Alliance, O., that all talking

machine lines, with the exception of the Vic-

tor, will be dropped.

The Henry Ackerman Piano Co., Marion, O.,

will remodel its store and, when completed, will

have considerably more space for the display of

talking machines.

The most conspicuous exhibit at the annual

Stark County Fair, held here recently, was that

of the Rhines Edison Co., w-ith stores in Can-

ton and Massillon. Many live prospects were
secured.

Seven Canton music stores will participate in

the Trade Extension Week to be held the last

week of the month by the Canton Merchants'

Association, which has for its object the de-

velopment of business.
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Holiday Foresight
It is not far from the facts to say that the profit shown each year by

successful Victor dealers corresponds largely with the preparation they make
to meet the demand during September, October, November and December.

The dealer's choice of a dependable Victor wholesaler is becoming in-

creasingly important. On September 1st there were seven Victor whole-
salers in Greater New York as compared with eleven a year ago. This
increases the responsibility of the present wholesalers. They must be ready
with stock, to meet the usual heavy holiday business and, in addition, a

greatly stimulated demand, which we believe is inevitable.

Victor dealers who may make changes in their source of supply cannot
exercise the best holiday foresight without keenly analyzing the depend-
ability of various Victor wholesalers.

Our holiday foresight consists in having made unusual preparation to

take care of those Victor dealers who have depended upon us as their main
source of supply for some time past, as well as those who are arranging
to do so.

We are prepared to accept the responsibility of handling a Victor
dealer's entire business if within a reasonable distance of New York. There
is no kind of service or support that is desirable, reasonable and dependable
that we cannot give.

Blackman Dealers again are going to be in an enviable position.

Place an order now for your estimated requirements

of all Victrolas for delivery during September,
October, November and December.

It has always been the Blackman Policy to allow dealers to adjust
advance orders according to current needs.

Our moral obligations are highly respected by us. Therefore, dealers
who cooperate with us by placing advance orders promptly are entitled to

first consideration during a holiday shortage.

Whjr take a chance when Blackman Service costs no more?
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M I LW A U K E E
Outlook for Fall Business Best in Years—Machine Shortage Im-

minent—Trade Represented at IFisconsin Fair—The Month's News

Milwaukee, Wis., September 7.—Prospects

for a big Fall and holiday trade—perhaps the

biggest on record—appear before Milwaukee
and Wisconsin talking machine dealers at this

time. The trade has behind it a July and August
volume that surpassed anything ever known in

these so-called dull months and the early part

of September has developed more than the

accustomed volume as well.

The wholesale and manufacturing trade is

entering the Fall season with more orders on

the books and a larger Summer production than

at any time since 1920 and some have even

exceeded the record of that remarkable year.

Operating schedules of factories call for maxi-

mum capacity until the end of the year. There

is likely to be a serious shortage of instruments

before December 1, it is stated, because the ex-

ceptionally heavy run of orders for the console

styles keeps most factories from thirty to sixty

days behind on orders for immediate delivery

even at this early date. The standard upright

models are selling well, too, but it is becoming
more and more apparent that the console type

is outdistancing the original "box" style.

Shortage of Victor Machines
In the past thirty days the shortage of Victor

merchandise noted at the middle of August has

been accentuated by the increase in orders from
the retail trade, according to Harry A. Gold-

smitii, secretary of the Badger Talking Machine
Co., Victor jobber for Wisconsin and Upper
Alichigan. While the Victor factories are oper-

ating night and day, yet the jobbing trade is

unable to secure all of the instruments desired

and dealers are obliged to take their turn in

replenishing their floor stocks and accumulating

warehouse supplies for later trade. The rural

districts are producing a gratifying business.

Victor trade is especially good in the con-

sole styles, Nos. 400, 405 and 410 having an

exceptionally good call. Mr. Goldsmith reports

that improvement in the demand for records has

continued and the Red Seal numbers are mov-
ing briskly since the price was reduced.

Excellent Brunswick Prospects

P. H. McCulloch, talking machine department

manager of the local branch of the Brunswick-

Balke-Collender Co., is happy over the pros-

pects for more liberal shipments now that the

Muskegon factories are devoting the vast space

formerly given over to the tire departments to

the production of Brunswick instruments and
records. In view of the heavy demand for the

console styles, this enlargement of output is

particularly gratifying, as it has been impossible

to deliver anywhere near the number of instru-

ments called for by orders of dealers in this

territory. Milwaukee branch business so far

this year runs easily 40 to 45 per cent ahead of

the corresponding period of 1922, according

to Mr. McCulloch.

Edison Records Selling Well
Milwaukee Edison dealers are enthusiastic

over current trade and look for a big holiday

business. Edison records, especially the popu-
lar numbers, are selling far better than ever

before and dealers find it difficult to keep their

stocks rounded out.

Heavy Increase Over Last Year
Fred E. Yahr, president of the Yahr & Lange

Drug Co., distributor of the Sonora and the

Okeh record, says sales for the first eight

months of the year were approximately equal to

the sales of the entire year of 1922 and that

prospects are for a very large increase over

last year when 1923 comes to an end. Mr. Yahr •

has been devoting much of his time to the

development of the musical merchandise divi-

sion of his house; in fact, until a short time ago
he bore the brunt of the work. Now he has

acquired an able assistant in the person of Irving

S. Leon, an experienced talking machine man,
who already has accomplished much in broad-

ening the scope of the organization to handle

even a larger volume than before. Yahr &
Lange are among the very largest Sonora and
Okeh distributors in the country.

To Display at Food Exposition

Nearly all of the local jobbers and many of

the dealers of Milwaukee have reserved space

at the fifth annual Food and Household Exposi-
tion to be held in the Municipal Auditorium
from October 15 to 21. The music industry

has been given marked recognition this year and
a distinct division has been given over to these

exhibits. In addition the show management lias

arranged elaborate competitions to determine

the champion pianist of Wisconsin and the

champion amateur orchestra of the State. Val-

uable awards will be given for excellence. The
second award in the piano contest is a $750
Sonora talking machine purchased from the

Yahr & Lange Drug Co., musical merchandise
division. Third award in the orchestra con-

test is a $385 Bush & Lane Duo-Vox talking

machine from the Noll Piano Co.; fourth award,
a $175 Aeolian-Vocalion console instrument,

from the Milwaukee Piano Mfg. Co.

Exhibitors at the Wisconsin State Fair

The talking machine trade was well repre-

sented among the exhibitors at the seventy-

third annual Wisconsin State Fair in Milwaukee
during the week ended September 1 and all

who participated report a relatively excellent

result from sales solicitation, especially among
out-of-town visitors, many from the rural dis-

tricts. Despite a streak of rainy weather, the

attendance was nearly equal to the record-

breaking number admitted to the fair in 1922.

Victrolas Installed by North Shore Line

One of the newest features adopted by the

Chicago, North Shore & Milwaukee Line to

make its interurban electric cars more and more
popular is the installation of Victrolas in all

of the new parlor observation cars which have
recently been added to the service. It is the

first electric line to offer such accommodations.
Now Rinzel-Tesch, Inc.

The old-established Victor house of Harry
W. Krienitz, Inc., at 459 Eleventh avenue, has

undergone a change of name, following the re-

tirement of Mr. Krienitz, who has been dealing

in the line in this city for more than twenty
years. The new firm name is Rinzel-Tesch, Inc.,

and consists of Peter J. Rinzel and WilHam H.

Tesch, former associates of Mr. Krienitz.

New Branch in Oconto
Arno Maigatter, proprietor of Maigatter's

Music House at Oconto Falls, Wis., has opened
a branch store in Oconto, Wis., in the building

recently vacated by the local post office.

Incorporated to Make New Machine
The Prairie du Chien (Wis.) Mfg. Co. has

been incorporated with $20,000 capital stock

to engage in the manufacture of a combination
talking machine and light fixture for the home.
The lamp-instrument has been in development
for several years and the enterprise has re-

ceived much local backing.

Watertown Dealer Incorporates

Henrj' J. Krier, dealer in furniture and talk-

ing machines at Watertown, Wis., has incor-

porated his business as the Henry J. Krier Co.,

with $6,000 capital. Associate incorporators are

Edward C. Wolfram and Edward McAdams.
Death of John E. Dummer

John E. Dummer, treasurer of the Yahr &
Lange Drug Co., died August 14 after a brief

illness. He was fifty years of age and joined

the Yahr-Lange forces in 1908.

A New Retail House Organized
The North Avenue Music Shop, Inc., is a new

corporation organized with $25,000 capital stock

to deal in talking machines, pianos, etc. The
incorporators are A. H. Nemitz, Hugo Honcher
and Ralph Straus. The concern will open for

business, in a new building on North avenue.

Chas. J. Orth Expands
Charles J. Orth, Inc., a leading Brunswick

dealer, has recently made extensive changes in

the store which not only enlarge the floor space,

but provide an exceptionally attractive new
front, with a single window to take the place

of the split windows originally installed. The
entrance is now at the extreme left instead of

the center. New demonstration and display

rooms have been added and the entire store

has been redecorated in beautiful style.

A feature of the remodeled store is an in-

genious arrangement whereby music from a

Brunswick within the store is carried out into

the street by means of piping concealed from
view. The outlet is at the base of the "display

window and is hidden by a shutter, which mys-
tifies passersby. The scheme has none of the

offensive features of loud-speaking attachments

often similarly used.

The New Metal

Display Stand

for Universal

Use in Music Shops

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for Displaying

10 in. and 12 in. Records,

Monthly Window Service,

Sheet Music,

Phonograph Displays, etc.

6 FOR $215
Made in one size and finish for

all purposes

Manufactured by

MUSICAL PRODUCTS DISTRIBUTING CO., INC.

37 East 18th Street New York

Attractive Offer to Distributors
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(ORSENieOh

THE ORSENIGO PERIOD PHONOGRAPH

WREST GOTHIC
For ten years we have been not only advocating but making

Period Phonographs.

Our persistent and successful efforts have practically forced
every well-known phonograph manufacturer to attempt imitating
them.

For those who are more interested in fine cabinet construction,

excelling finish and superior tonal qualities than they are in price,

invariably select the Orsenigo Period Phonograph.

THE ORSENIGO COMPANY, Inc.

Showrooms : 383 Madison Avenue
at 46th Street

New York City, N. Y.
"

Factory : Skillman Ave. and Rawson St.

Long Island City, N. Y.
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C LEVELAND
Trade Planning Fall Drives — Eclipse Co.'s Financing Plan in

Force—Carola Co. td Increase Output—New Agencies—The News

Cleveland, O., September 6.—Jobbers and' re-

tailers of this territory have set their courses

for the Fall and Winter business. Present in-

dications are that this will be the biggest year

in the history of the industry. Contrary to re-

ports, industrial activities have not lessened.

Official figures show that the Cleveland dis-

trict population has increased in the last year

by 90,000, which, according to the usual average,

means close to 20,000 families that have to be

provided with liousing and the things, musical

and otherwise, that make home as well.

The Eclipse Co.'s Financing Plan

The jobbing element has been extending it-

self to aid the retailer to cash in on the new
business that the many encouraging factors will

create. One of these is the new financing plan

of the Eclipse Musical Co., which will give the

letailer new money to do more business with,

though not necessitating the acquisition of addi-

tional outside capital. This has been accom-

plished through a special arrangement with a

financial institution by Edward B. Lyons, gen-

eral manager, the Eclipse.

The plan differs somewhat from other similar

arrangements in that the Eclipse, as the whole-

saler, is the medium through which the de-

ferred payment accounts are discounted. The
same principle of the dealer making his collec-

tions from the customer holds in this instance,

so that the contact between . dealer and cus-

tomer, and between dealer and jobber, is main-

tained. The plan has been in operation only a

few weeks, but already dealers are taking ad-

vantage of it and acquainting themselves with

its possibilities before the time that they will

need it most—this Fall and Winter.

Artists' Appearances to Help

Another effort that will bring good results

for the dealer later on is the continuance of the

personal appearance of artists programmed by

the Cleveland district Brunswick organization,

under management of Leslie L King. The Ben-

nie Krueger Orchestra is being used by many
dealers in the Pittsburgh territory at this time,

attracting attention to their stores that will

make for business building during the Fall.

A like effort has been put forth by the Co-

lumbia district office here, under the manage-

ment of S. S. Larmon. One of the most suc-

cessful ventures in this connection has been

with the Lasses-Whites Minstrels, Colurhbia

artists, co-operating with the I. Corsuch Co., at

Springfield.

Sonera to Tie Up With Fairs

County fairs will be used extensively by the

Soriora Phonograph Ohio Co. this year, with

direct tie-ups for dealers. First of these was

the Lake County Fair, at Painesville, with the

McLean Music Co. participating, and another,

the Montgomery County Fair, at Dayton, for

the Wayne Music Co., of that city. All kinds

of literature and
.
advertising material will be

supplied from the Cleveland offices, according

to General Manager J. T. Pringle, with special

service from traveling representatives wher-

ever they are found to be needed.

Carola Extending Operations

Extension of its operations in this and other

countries is being made by the Carola Co.

Improvements in the plant will provide an ad-

ditional output by 50 per cent, according to N.

I. Schwartz, general manager. Improvements

have been made in the models themselves, the

cabinet type being finished in several colors of

baked enamel and the portable in a high-grade

leather finish. Not only is the entire country

now covered, with 1,500 representatives in all

the States of the Union, but business is being

closed in foreign countries, notably New Zea-

land,- Australia, Japan and Porto Rico.

New Brunswick Agencies

Among the Brunswick establishments to open

is that of Hagemeister Bros., at St. Clair and

East i3^th streets. The Hagemeisters formerly

were in the drug business and handled talking

machines in a small way. They saw possibili-

ties, were weaned away from the drug busi-

ness and now are regular talking machine deal-

ers. Walter Hagemeister formerly stood so

strongly in drugdom that for a considerable

period he was president of the Northern Ohio

Druggists' Association. Other new Brunswick

establishments include the Colonial Music Co.,

at the Cleveland "Y"; the United Music Co., in

the new residential section at Kinsman and

East 123rd streets, and the Brunswick Music

Shoppe at Elyria.

Wolfe Music Co. Opens Branch

Still another new establishment, but an old

firm, is the uptown branch of the Wolfe Music

Co., at St. Clair and East 125th streets. This

branch has been patterned somewhat after the

main store downtown, though not quite so elab-

orate. Souvenirs, silver needle cases, were dis-

tributed and many manufacturers' and jobbers'

representatives called during opening week. The
Victor line is featured at both Wolfe stores.

Letters Show Business Can Be Secured

Another aid to doubting Thomas dealers, and
one that contains a punch without bitting too

hard, is contained in a series of peppy letters

being sent out by the Cleveland Talking Ma-
chine Co., Victor wholesaler. These letters, at

the start, have told of a certain dealer, name
not mentioned, who doubted that there was any

business, but thought he would try to stir up

some by the old reliable method of house-to-

house calls. The first week brought him two

sales for his effort. This encouraged him. The
next week brought a better showing, and he is

keeping this program up right along. The big

thing the jobber aims to show, points out How-
ard J. Shartle, general manager, is that the

business is to be had, only it needs a little go-

ing after to get it.

Selling Newspapers on Free Publicity

Dealers themselves are seeing the possibili-

ties in advertising, and this is notably so in

connection with the work the Brunswick inter-

ests in Cleveland are doing for Brunswick deal-

ers. In connection with the campaign on per-

sonal appearances of artists, newspapers in the

different cities have been induced to run in their

news columns material on the concerts. With few

exceptions, according to L. S. McLeod, branch

manager, newspapers have responded and deal-

ers, in turn, have returned the favor by taking-

paid advertising space. Without exception all

dealers can trace new business, and increased

business from old clients, as a result of this

publicity. The move, in the opinion of Mr. Mc-
Leod, is proof that newspapers can come to

recognize the material that the dealer sells as

music, rather than merely merchandise.

Edison Dealers Getting the Business

The sales contest which is being conducted

by the Phonograph Co., Edison distributor, with

offices in this city and Cincinnati, to date has

been productive of much business for those

dealers who are participating, and this means
practically every Edison dealer served by the

Phonograph Co. Points are awarded to con-

testants on the basis of sales, and the dealers

have been placed in classes according to the

populations of the communities which they

serve. As a result of the contest the energies

of the dealers have been stimulated to such an

extent that most of them enter the Fall season

with better sales totals than was the case a year

ago and, from all indications, this year will be

a banner one.

Schafer Handles Columbia
Additions to the Columbia family include the

new establishment of the Schafer Music House,
at Batavia, N. Y., and Giba's Variety Store, at

Toledo, both handsome stores.

Makes Dollar Day Pay
It may be that some dealers take advantage

of jobbers' suggestions more consistently than

others, but the experience of Johnston's Music
House, with two stores in Detroit, as told by
H. C. Schultz, Detroit representative of Colum-
bia, is an apt illustration. At Ferndale, Detroit

suburb, merchants decided to put on a Dollar

Day. Johnston's spotted an empty store near

the center of town, filled it up with records,

machines, sheet music and the like, hired musi-
cians in attractive costume, imported some of

the music publishers' song pluggers and, in fact.

Become the Leading Music House
of your community by adding The New Edison to vour business.

The New Edison adds PRESTIGE and PROFITS; both are
essential for success.

Edison is First in Oualit3^ Cabinets and Late Hits. (New rec-

ords are issued weeldy.)

Alreach' a machine shortage is forecasted for the coming season
and it appears that we will be unable to accept new accounts
after October 15th, being forced to conserve our stock for es-

tablished dealers. Write or wire us at once for information.

THE PHONOGRAPH COMPANY
Exclusive Edison Distributors

Cincinnati, Ohio:
314 West Fourth St.

Cleveland, Ohio:

1240 Huron Rd.
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And Make Yourself at WomG
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N.Y.C.

conducted a jamboree of music for one day.

This particular part of the festivities was a cen-

ter of attraction through the day, many ma-

chines were sold, many more records and sheet

music copies were disposed of, and the whole

affair proved lasting in publicity effect, as a

considerable volume of new business at home
has proved since.

Eagerly Awaits New Red Seals

Double-facing of Red Seal records by the

Victor interests is one of the best gains for

business and for better music, in the opinion of

W. D. Sayle, executive of the Cleveland Talk-

ing Machine Co. Long before these records

were ready for delivery, later in September,

many dealers had anticipated their requirements

and had impressed the value of the new rec-

ords upon their clientele, according to Mr.

Sayle. Victor jobbers here have consistently

advocated better music as a powerful force in

the perpetuation of the talking machine indus-

try and this move is a step in that direction,

dealers now realize.

C. L. Marshall Co. Adds to Staff

The C. L. Marshall Co., of this city, distributor

of the Pooley and Outing phonographs and Vo-

calion Red records, is .leaving nothing undone

to prepare for a banner Fall trade. The com-

pany recently added to its sales staff Clair Os-

terling, formerly associated with the Stradivara

Co., who will cover northern Ohio, and W. C.

Bickham, previously connected with the Capitol

Music Co., of Columbus, who will cover south-

ern Ohio and Kentucky. Among the new

Pooley accounts opened recently were F. H.

Frazelle, Toledo, O.; A. E. Coen Furniture Co.,

of Bowling Green, Ky., and the Baker Music

Co., Marion, O. The prospects are splendid for

future business and the August sales totals for

the Vocation record department showed a sub-

stantial increase. C. L. Marshall, head of the com-

pany, returned recently from his "last" fishing

trip of the season, during which he demon-

strated conclusively his ability as a fisherman.

Many New Sonora Franchises

Among the more recent additions of new
dealers to the fold in and near Cleveland are

included many who have joined with Sonora-

These are the Madison Music Shoppe, Lake-

wood; Boyer & Smith Music Shop, Lancaster;

George T. Peters, Ashville, and the Ober Fur-

niture Co., Chagrin Falls. These have been

added during the recent trips of J. L. Du Breuil,

sales manager, and Carl E. Kraner, southern

Ohio representative.

Meanwhile some of the new period models

of Sonora, which have been promised from the

Saginaw factory, have reached Cleveland and

literature on these will be distributed immedi-

ately.

Billboards Prove Good Advertising

Billboards as productive of new business have

proved immediately successful, according to in-

formation gathered by J. T. Pringle, general

manager, the Sonora Phonograph Ohio Co.,

from the Loewer Co., Columbus. This firm

started some time back with one or two boards

as an experiment. Now these are placed at all

important points in and near the city, each of

them painted and carrying a reproduction of

some Sonora model.

Late President's Records in Demand
Now that he is gone the words of the late

President Harding are cherished more than

ever and this seems proved by the large num-
ber of records made by him, which include the

speech on patriotism and "Lead, Kindly Light,"

which were produced by Columbia. During the

period of mourning and since many dealers have

disposed of large quantities of these records and

have used window displays with Mr. Harding's

picture, flags and mourning material.

EDISON RECORDING STAFF BUSY

B'oIIowing a week's vacation the recording

staff of Thos. A. Edison, Inc., has resumed op-

erations. Some of the most recent recordings

made for early release include several by
Charles Matson's Creole Serenaders for the

Edison race record catalog. There are also a

number of new recordings by Willie Creager's

Dance Orchestra and Kaplan's Melodists, two
popular aggregations of artists.

Bessie Smith selections are selling stronger

than ever, according to the Frey-A'Iagnon Co.,

live Columbia dealer in Ybor City, Fla. Mr.

Magnon has distributed several thousand fliers

recently, listing all of Bessie Smith's selections.

MAKES EDISON SALES AT FAIR

Burlington, Ia., September 7.—At the Tri-State

Fair held in this city the early part of August
a very successful exhibit was made by the Paule

Jewelry Co., Edison dealer. Practically every

one of the instruments included in the display

was sold at the Fair, which is not a common
occurrence at events of this character.

Caveat Emptor
Is no longer the cry

When the Roman Empire had reached the pinnacle of

political achievement, its commercial structure fell for lack

of business confidence.

Caveat Emptor (Let the buyer beware) was the crv of

the multitude. But in those days the public had nothing

by which to measure the value of goods or the integrity of

the maker.

The harp was the most commonly known instrument, but

there were hundreds of different harps sold at w^hat price

could be got. What the harp was to the Romans the

Victrola is to America today. Caveat Emptor is no longer

the cry. The Victrola is the gold standard of value in

musical instruments. That is why the business of Victor

dealers remains more steadfast through temporary periods

of fluctuation.

Music merchants in Northern Ohio who are enjoying

Victor business also know what it means to have 24-hour

Eclipse Service. Are you one of them?



122 FHE TALKING MACHINE WORLD September IS, 1923

INJIJA NAP PL IS
Dealers and Jobbers Report Satisfactory Sales—A. C. Hawkins
Tenders Resignation—Many Nezv Agencies Established— The News

Indianapolis, Ind., September 6.—F. X. Dono-

van, manager of the talking machine depart-

ment of the Pearson Piano Co., which handles

Cheney, Victor and Vocalion machines, has just

returned from the Cheney factory at Grand
Rapids, Mich. The Cheney console is going

well in local trade and is proving a popular

type. This company is featuring a special sale

of used instruments which has proved a stimu-

lant to business. R. W. Shufflebarger has been

added to the sales force.

Mr. Friedman, manager of the phonograph

department of Charles Mayer & Co., reports an

unusual business in Sonora machines for Au-
gust. Fart of this gain is attributed to the news-

paper advertising and the feature sale on dis-

continued models. Ira Williams, Victor dealer

of the New York Store, is preparing for a good
Fall business. R. R. Follis, manager of the

talking machine department of L. S. Ayers, re-

ports a popular demand for Victor consoles.

The reduction of price in Red Seal records has

resulted in increasing the demand at this store.

C. P. Herderman, Brunswick dealer, reports

that sales for the last six months have shown
about a 20 per cent increase over a like period

of last year. The Raleigh type of Brunswick

has shown the largest sale and is proving so

popular that it has been difficult for this store

to keep their deliveries up with their sales. The
record business at this store has been better

than during last August.

A. C. Hawkins, formerly secretary-treasurer

and manager of the Indianapolis Talking Ma-
chine Co., Victor dealer, has resigned. The va-

cancy thus created has not yet been filled.

Frederick Pullen, manager of the Phonograph
Corp. of Indiana, states that the first week of

August showed about 100 per cent increase over

any week for the previous three months. New
dealers continue to be established, chief among
whom are A. C. Stephenson, Jasonville, Ind.;

H. T. Walker, Montpelier, Ind.; E. T. Mar-
shall, Martin, 111.; Buzard Bros., Shelburn, Ind.;

F. W. Shrieman, Corydon, Ind.; Mr. Scott, of

Haines-Essex, Decatur, 111., and D. H. Lloyd,

Champaign, 111. Jewell Carmpmill, accountant

and office manager, is leaving for Florida the

99 Perfect Edison Record Service

That's the kind of support we are offering

Edison Merchants in this trade territory

NEW^ISON
COMPABISON 'wifhShE I'LIVINC ARTIST

REVEALS'NQ blEEERENCE

Service that Satisfies!

There are a few open towns in

Indiana and Eastern Illinois, where

the Edison franchise may be secured

by qualified merchants.

Edison Merchants make money

—

make money through a continuous

turnover.

Write for details.

Phonograph Corporation of Indiana
325 North Delaware Street Indianapolis, Indiana

first of November and Roy S. Carson, it is an-

nounced, will fill his place. Joseph WilsoHj as-

sistant secretary of Thos. A. Edison, Inc., was
a visitor here the latter part of August.
W. H. Meskill, Edison dealer, is well pleased

with business in Edison products. His plan has

been to make a complete canvass of the homes,
gathering data for future as well as present

use. He has secured space in the weekly pro-

gram book of Keith's Vaudeville House and
arranged announcements at some of the local

motion picture houses. This advertising, he

feels, will produce results desired in increasing

Edison sales.

John McKenna, manager of the Chicago
branch of the Columbia Co. and vice-president

of the Piano Club of Chicago, along with -A.

B. Creal, regional representative, and C. E. Bei-

sel, is covering the Middle Western States, in-

terviewing dealers and displaying the new mo-
tor for Columbia machines. They are, likewise,

showing all the late Columbia models. The
showing was made at a local hotel August 26

to 31. The distinct features of the new motor
are the three springs that work independent of

each other, enabling the ,motor to run, although
one or two of the springs may be broken; the

tone arm and motor constructed all in one
piece; the central oiling system from the out-

side; new reproducing device and automatic
start and stop.

The Gennett records have sold well during
August, according to T. H. Brackin, local man-
ager of the Starr Piano Co.

One of the busiest wholesale concerns in this

territory is the Phonograph Corp. of Indiana,
Edison jobber, which has opened many new
Edison accounts throughout this territory re-

cently. The growing demand both for instru-

ments and records indicates that dealers are
enjoying a prosperous season and general re-

ports from dealers in all sections show that
Edison retailers throughout the district are in

an optimistic frame of mind concerning Fall

prospects for a satisfactory business.

ANNOUNCE NEW EDISON SUPPLEMENTS

The next record supplements to be issued by
Thomas A. Edison, Inc., will be changed con-
siderably. The new size will be 3^ inches by
6% inches and, hence, suitable for enclosing in

the ordinary size envelopes. It will be printed
in two colors on a special glossy stock. The
cover page is of a striking sort and bears the

title "Edison Recent Record Releases." This
new style of supplement will be used hereafter

as the standard form.

EDISON ARTIST BACK FROM EUROPE

Albert Spaulding, famous violinist and Edison
artist, is expected back from Europe shortly.

His forthcoming season will include his thirty-

sixth appearance as soloist with the New York
Symphony Orchestra.
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New EMERSON CONSOLES
Supreme Quality at Popular Prices

We present to the trade an entirely new line of "Period"' Consoles
— Each equipped with the famous straight grained spruce,

Music-Master Amplifier
The Fount of Pure Tone

WAYNE"
Adam design. Brown Isiahoguny

finish. Height 35 inches, width

33 inches, depth 21 inches.

LADY CHURCHILL"
"Queen Anne" Period. Brown
Mahogany finish. Height 35
inches, width 33 inches, depth

21 inches.

The cross section of the "Mu-
sic'Master" horn shows hoiv

the fibres of spruce lie paral-

leled. Only in this manner
can the rich, ivarm resonance

of the famous Stradivarius

I'iolin be obtained.

The new improved Rmerson Thrush Throat
tone a?^m and convenient throw back
reproducer and numerous other exclusive

patented features.

So markedly has the demand for the New
Emerson grown that our distribution has

trebled in the last six months.

Enterprising dealers cannot afford to overlook the

extraordinary merchandising possibilities and the

greater profits in the New Emerson Console line.

Its remarkable record in sales establishes the
Emerson as an unquestionable leader in the phono-
graph market.

Hearx\\& unexcelled quality of tone. See\\\*i authen-
tic period design—with their master craftsmanship
and beautiful finish, and be convinced!

We invite you to participate "in our special intro-

ductory offer on a get acquainted sample order.

Mail coupon.

WASMUTH-GOODRICH COMPANY
PERU, INDIANA

MANUFACTURERS OF EMERSON PHONOGRAPHS

PIEDMONTE"
Italian ^renaissance. Brown
Mahogany finish or American
Walnut finish. Height 35 inches,

width 36 inches, depth 21 inches.

Eastern States Disfributor

Emerson Phonograph Company
105 West 20th Street

NEW YORK, N. Y.

Sonthe) n States Sales Repi esentative

L. W. FREEMAN
306 Candler Building

ATLANTA, GA.

Central States Sales Representative

L. C. SAMUELS
22 Quincy Street

CHICAGO, ILL.

Western States Sales Representative

THOMAS W. HINDLEY
New Montgomery and Howard Sts.

SAN FRANCISCO. CAL.

In all the world no
console like this—

at the price

"BERGUNDY"
''Louis XV" Period. Brown
Mahogany or American Wal-
nut finish. Width 40 inches,

height 37>^ inches, depth 21

inches.

"BLENHEIM"
"Queen Anne" Special. Brown
Mahogany or American Walnut
finish. Height 35 inches, width

36 inches, depth 21 inches.

List $175 '

"BEVERLY"
"William and Mary" design.

Brown Mahogany or American
Walnut finish, gold trim. Height

35 inches, width 36 inches, depth

2 1 inches.

ALARIC"
"Qothic^' desigi\. Brown Mahog-
any or Walnut finish, gold trim.

Height 40 inches, width 27 !7icfi-

es, depth 22 inches.

WASMUTH-GOODRICH CO.

Peru, Indiana

Gentlemen

:

Please send me complete catalog,

Special Introductory offer, and di>counts.

Name

Aildress

City

State
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IN PITTSBURGH
Industrial Prospe?-ity Basis for Optimism Throughout the Local

Trade—Dealers Plan for Fall—Nezvs and Activities of the Month

PiiTSBURGH, Pa., September 7.—Talking machine

dealers here are unanimous in their expressions

that every indication points to a well-defined

Fall and holiday business of real magnitude.

Naturally this is founded on the excellent in-

dustrial conditions that prevail in the Pittsburgh

and adjoining districts. In a word, busy mills

mean big payrolls, and this is always reflected

in brisk business, in which the talking machine
trade is bound to share.

Rosenbaum Co. Adds Brunswick
One of the outstanding events of the past few

days in talking machine circles here was the an-

nouncement by the Rosenbaum Co. of the taking

on in its talking machine department of the

Brunswick line. Chauncey R. Parsons, manager
of the department, stated that the business in

the Victor and Sonora lines for the past few
weeks had been exceptionally good, and that

with the addition of the Brunswick line there

was given the buying public a choice of three

of the leading talking machines. Mr. Parsons
is very optimistic relative to the outlook for the

Fall trade, and is making preparations for what
he terms a "big business."

Planning Series of Edison Tone-tests

With the usual up-to-date business methods
that have always characterized the Buehn Pho-
nograph Co. and made it one of the leading

talking machine distributors in western Pennsyl-

vania, announcement had been made of a series

of tone-tests to be held in the Pittsburgh Zone
by Edison dealers during the early part of Oc-
tober. The artists will be Miss Elizabeth Spen-
cer, vocalist, and Harold Lyman, flutist, with

a piano accompaniet. A. A. Buehn, treasurer of

the Buehn Phonograph Co., stated that advance
orders for the Edison line were quite flattering

and that he anticipated a highly satisfactory

volume of business. A new Edison dealer who
will be served by the Buehn Co. is the firm of

Buchheit Bros., of Indiana, Pa.

Victor Prospects Very Bright With Mellor
Thomas T. Evans, manager of the wholesale

Victor department of the C. C. Mellor Co., be-

fore going "down on the farm" for a well-earned

vacation, stated to The World representative

that he stood "pat" on his previous expressions

relative to an impending shortage of Victor

merchandise. Mr. Evans stated that as far as

he could ascertain by careful study and investi-

gation in his territory the Victor business will

be much greater than ever and that the live Vic-

tor dealer who has prepared for the require-

ments of his community will undoubtedly have a

very prosperous Fall and holiday season.

W. C. Dierks, treasurer and general manager
of the C. C. Mellor Co., spent several days at

Lexington, Ky., at the horse fete.

H. H. Fleer, .manager of the retail Victor

department of the C. C. Mellor Co., is back at

his desk after a vacation outing at Lake Chau-

tauqua. Mr. Fleer is looking forward to a very

good season in Victrolas and Victor records.

Sell "Blossom Time" Records
During the week of September 3 the musical

play "Blossom Time," a Franz Schubert inter-

pretation, was given at the Alvin Theatre. Vic-

tor talking machine dealers had the Victor rec-

ords with the music of the operetta on sale.

Says the Tide Has Turned
John Henk, of the Columbia Music Co., Edison

and Columbia dealer, reports a brisk trade for

the past two weeks and stated that he was sure

that a turn in the business channel had come
and that from now on there would be a more
pronounced demand for the Columbia and Edi-

son lines.

Friends Seeking Newton B. Heims
Friends of Newton B. Heims, formerly en-

gaged in the talking machine trade, with offices

in the Jenkins Arcade, are eager to learn of his

present whereabouts. Advertisements have been
placed in the Pittsburgh newspapers to that ef-

fect. He has not been heard from for some
time. Mr. Heims was, prior to engaging in busi-

ness for himself, connected with the W. F. Fred-
erick Piano Co.

Columbia Manager Enthusiastic

-S. H. Nichols, the well-known and popular
manager of the Pittsburgh branch of the Co-
lumbia Graphophone Co., spent several weeks at

r.atlle Creek, Mich., on his vacation. Mr. Nich-
ols is highly pleased with the trend of business

in the Columbia line and says that with the new
Columbia models and the new process Columbia

NEWIEllllSON
COMPARISON WITH THE' UVING ARTIST

HtVEALS NO DIFFERENCE

As the stamp "sterling" is to silver, so is the name of EDISON
to the Phonograph—a mark of highest quality.

New models attractively priced, make the Edison franchise

more desirable than ever.

Buehn Phonograph

a21 seventh ave.

Pittsburgh

New Edison Records Every Week

records the Columbia dealers will be in a strong

position. Mr. Nichols previously had made a

trip through West Virginia and found a very
optimistic spirit prevailing among the trade.

Harry Goldman, the Columbia dealer in

Broughton, Pa., has completed his new Colum-
bia Grafonola Shop—a model of its kind.

Sees Record-breaking Fall

Frank Dorian, of the General Radio Corp.,

Strand phonograph and Okeh record distribu-

tor, as well as dealer in the "Geraco" products,

states that the Fall trade was bound to be a

record breaker, basing his views on the general

line of orders that had been booked.

Columbias in Demonstrating Rooms
The Waterson, Berlin & Snyder Song Shop,

on Fifth avenue, has been made more modern
by the introduction of the new Columbia auto-

matic stop and start phonographs in its hear-

ing rooms. This feature of the new model will

save much time in demonstration.

G. A. Breslin, of.Volshon & Breslin, North-
side Columbia dealers, has returned from a va-

cation trip to Lake Erie.

Planning Strong Sonora Campaign
H. Milton Miller, manager of the Sonora Dis-

tributing Co., stated that there was every indica-

tion that "the Sonora line will be more popular
than ever this season." Mr. Miller emphasized
the fact that the Sonora dealers are preparing
for an intensive campaign for sales, in which
they will have the co-operation of the company.

Progress of Stair Products
Paul S. Mechling, sales manager of the Daw-

son Bros. Piano Co., Starr phonograph and Gen-
nett record dealer, stated that the Starr line

was meeting with notable success in its intro-

duction into many homes of residents of the

Tri-State territory. Mr. Mechling has just re-

turned from a camping trip to .Slippery Rock,
Pa. C. L. Dawson, president of the firm, spent
the Summer in a series of long automobile trips.

Mr. Dawson is very fond of automobiling and
takes advantage of every fine day that he can
leave the office early to "take a spin."

Looks for Active September
R. R. Myers, the manager of the Victor de-

partment of Spear & Co., stated that there was
a fair volume of business handled during August
and that the indications for September were
"most flattering." Mr. Myers has a fine and
well-equipped department under his direction.

Department Stores Well Prepared
The large department stores such as the Joseph

Horne Co., which handles Victor, Sonora, Che-
ney and Pooley phonographs; Boggs & Buhl,

with the Victor, Cheney and Columbia; Kauf-
mann & Baer Co., with the Victor, Strand and
Nightingale, and Kaufmann's with the Victor,

are fully equipped for the Fall business. A. R.

Meyers, of Home's; Henry Wood, of Boggs &
Buhl; Frank J. Coyne, of Kaufmann & Baer Co.,

and Mrs. C. H. Walrath, of Kaufmann's, all ex-

perts in talking machine salesmanship programs,
are convinced that the Fall business will be a
highly satisfactory one.

C. C. Latus to Visit Europe
C. C. Latus, Pittsburgh correspondent of The

World, and executive secretary of the Piano
Merchants' Association of Pittsburgh, sails on
September 12 on the steamer Paris of the

French Line for a short tour of Europe. He
will visit France, Switzerland, Austria, Great
Britain, Germany and Holland, and will return

to Pittsburgh the last week in October. He will

be accompanied by Mrs. Latus.

Good Salesmanship Will Win Out
George H. Rewbridge, the energetic manager

of the wholesale Victor department of the W. F.

Frederick Piano Co., is very optimistic concern-
ing the Fall and holiday sales of the Victor lines.

He said: "There is bound to be an unprece-
dented sale of Victor talking machines and Vic-
tor records this Fall, due to the fact that the
Victor retail dealers are keenly alive to the

possibilities of up-to-date salesmanship when
properly exploited in talking machine circles."

George S. Hards, the well-known Victor
dealer of Dormont, a suburb of Pittsburgh, re-

ports the outlook good for the Fall season.

.
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KIRALY VISITS COLUMBIA OFFICES

Famous Hungarian Baritone and Exclusive Co-

lumbia Artist Now on Concert Tour—Will

Make Columbia Records Here

A recent visitor to the executive offices of

tfie Columbia Graphophone Co. of New York
was Ernest Kiraly, the famous Hungarian bari-

tone, who arrived in this country a short while

ago to fill a twelve weeks' engagement on the

concert stage. Mr. Kiraly, who is a resident of

Budapest, has been making records for the Co-

lumbia Co. for the past twelve years, recording

all of his numbers at the Columbia laboratories

in Vienna. He is recognized as one of the fore-

Ernest Kiraly

most interpreters of Hungarian folk songs and

is popular throughout Europe.

During his visit to the Columbia offices Mr.

Kiraly expressed his keen appreciation of the

tone quality and smooth surface of the New
Process Columbia records, and was so interested

in this product that he arranged to make a se-

ries of records in New York. While here Mr.

Kiraly emphasized the fact that he has confined

his recording activities to the Columbia Co. ex-

clusively during his entire experience. He stated

that during the war some of his records had
reached outside channels, owing to the auto-

matic suspension of his contract and the con-

sequent distribution of his records as a subject

of free trading.

3

PLAYS EDISON RECORDS

The "VICSONIA"
REPRODUCER

Truly a Reproducer that will please the
most cultured musician and discriminating
Clitics. For over nine years the recognized
medium for playing EDISON Records on
VICTOR and COLUMBIA Machines.

Made in Silver and Gold. Fitted with
Sapphire or Diamond Point. One
Silver, Sapphire Point Reproducer

Sent on Receipt of ?4.50.

VICSONIA MFG. CO.
. INCORPORATED

313 East 134th Street NEW YORK

In an official statement issued to the Hun-
garian newspapers recently Mr. Kiraly advised

the public that he had never made anything but

Columbia records and was working under an ex-

clusive Columbia contract. Simultaneously with

his present concert tour the Columbia Co. has

received twelve of Mr. Kiraly's recordings from

Vienna, which will be released in the near future.

THOS. F. GREEN RETURNS TO DESK

President of Silas E. Pearsall Co. Recovers

From Recent Illness—Welcomes Brother

After Latter's Trip Abroad

The many friends in the trade of Thomas F.

Green, president of the Silas E! Pearsall Co.,

Victor wholesaler, will be glad to know that

this popular Victor executive is back at his desk

after an extended illness. For the time being

Mr. Green is "taking it easy," but he is fast

regaining his usual health and vigor. A few
days ago Mr. Green and the members of his

family welcomed Mr. Green's brother, Milton

C, who returned on the "Berengaria," after a

trip abroad. Included in his luggage was a

police dog which is now the center of attraction

for the Green youngsters at their beautiful

home in Great Neck, L. I.

W. D. WILEY'S WORK FOR MUSIC

Anna, Idl., September 1.—Union County, 111., has

been much interested in music appreciation

work for several years. For the fourth time in

as many years a place on the program of the

Union County Teachers' Institute was given to

a Victor representative. Miss Golda Airy, of

the educational department of the Koerber-
Brenner Co., was in charge of the singing this

year and gave two demonstrations each day of

the teaching of music appreciation.

The Institute was held in Anna, 111., August
21-24. W. D. Wiley is the Victor dealer in

Anna and he had an extensive exhibit of Vic-
trolas and Victor literature, as well as of school
supplies, which he handles.

Mr. Wiley has used recently, with success,

mimeographed copies of post-cards bearing
news of new records. "Baby Sister Blues" was
the occasion for a card which had the distinc-

tion of being illustrated by the famous cartoon-
ist, Willard, of Chicago, who was visiting in his

home town, Anna, opportunely.

ANOTHER OKEH WEDDING

The office stafl; of the General Phonograph
-Corp., 25 West Forty-fifth street. New York,
lost one of its veterans this week when Miss
Elsa Schumaker resigned as a member of the

organization to prepare for her marriage to

Richard Wilemborg. Miss Schumaker, who has
been secretary to W. G. Pilgrim, treasurer of

the organization for the past few years, joined
the General Phonograph Corp.'s staff in 1915,

and since that time has been one of the most
popular and efficient members of the organiza-
tion. She leaves with the good wishes of her
co-workers, who joined in giving her a testi-

monial luncheon.

No. 35769/11

A r e c a Plant,
natural p r e -

pared, 36 Inches
high, with 11
leaves and pot,
complete S3.50
each, per dozen
?35.00.

Our Fall Cata-
logue No. 35,

with illustra-
tions in colors
of Artificial
Flowers, Plants,
Vines, Trees,
etc.. Mailed
Free for the
Asking:,

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

Certainly, it

pays to sell the

REGAL 50c rec-

ord

—

You know that thou-

sands of good cus-

tomers are actually

side-stepping the

store that does not

handle the good 50c

record

—

You know that the

REGAL 50c record

has come to stay

—

that it will continue

to thoroughly satisfy

the public and give

profit to the dealer

—

Why don't you write

for this highly profit-

able proposition? Get
the facts. TODAY is

the best time!

REGAL RECORD CO.
20 W. 20th ST. NEW YORK
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TOLEDO
Jobbers Rushed as Dealers Pre-

pare for Big Fall Trade—Opti-

mism Grows JVith Sales—The News

Toledo, O., September 6.—With the advent of

September, dealers are turning their attention to

putting over a record Fall talking machine vol-

ume. Summer sales have eclipsed the showing

of any similar season within the past three

years. '..Therefore, merchants are highly optimis-

tic about the immediate future. Moreover, local

retailers realize that a shortage of new console

models is very probable, and many are placing

orders for a sufficient number of machines to

take care of Autumn needs.

The Toledo Talking Machine Co., Victor job-

ber, is swamped with orders for the new con-

soles as well as Red Seal records. Retailers are

using this record shift as a talking point and

urge customers to buy at what is termed a re-

duction in price. The weekly Victor record re-

lease, which will become effective the 21st, will

have the hearty co-operation of dealers. Sev-

eral are already planning to employ unusual dis-

play schemes in connection with the records

announced for release on that day.

Trade during August, Chas. H. Womeldorfif

states, was good—recording another increase.

The September outlook is bright and this

month will be one of the biggest months of the

year. Wm. B. Gannon, Michigan representative

of the house, and family are motoring in the

East. A. S. Leybourne, office manager, and
family motored to Niagara Falls. Chas. H.

Womeldorff motored to Middleport,- O., for a

visit with his mother.

At the J. W. Greene Co. sales continue to

grow. On a recent Saturday the listening booth

capacity of the department overflowed into the

sales and office sections.

A direct-mail letter campaign was launched

the first of the month, inviting patrons to come
and listen to the better records, including Red

Seal releases. Considerable business resulted.

The record approval plan which is operated on

a wide scale here has been changed to the ex-

tent that customers using this service must now
return all records not retained to the store

within twenty-four hours. Cheney, Brunswick
and Victrola rooms are nearing completion for

the store opening, which will be an event of

September. Pratt Egbert, well-known talking

machine salesman, has joined the J. W. Greene
sales force. Kenneth Kneisel will manage the

new small goods department which will be

opened this Fall.

Grinnell Bros, experienced a splendid August
volume. Models 400 and 405 Victrolas sold more
rapidly than they could be supplied. Orders

are already booked for holiday delivery. The
house is experiencing a shortage of many Red
Seal records. The twenty-three Grinnell stores

throughout Ohio, Indiana and Michigan are clos-

in.g a volume which exceeds that of a year ago.'

At the Lion Store Music Rooms, Fall trade

has opened in earnest. The sales increase here

is a large one. At the present time there are

six more sales ladies employed in the depart-

ment than there were last year at this time.

Four girls were added the past week, A. J. Pete

slates. Six new demonstration booths will be

added during the month and a new rapid-service

elevator which will discharge and take on pas-

sengers in the department is a new service fea-.

ture. John Croxton, son of Frank Croxton, of

the Eight Victor Artists, has been named assist-

ant manager of the department.

Frank H. Frazelle Piano Co., through its out-

side force, is bringing to the notice of prospects

the Canterbury and Kenilworth Sonora models.

Also the latest Vocalion phonograph.

The Goosman Piano Co. is achieving fine re-

sults with the 50 per cent record stock-buying

plan. That is, next week's buying will be one-half

of this week's sales. Through the system stocks

are always fresh. Records are not regarded as

hits, but as numbers to be sold. Hits usually

last about three weeks and often leave many
unsold numbers. The plan increases turnover

and keeps stock assortments complete, accord-

ing to Miss Grace Greenman.

Fred N. Goosman will attend the convention

of the Ohio Music Merchants' Association at

Cincinnati, O., September 10.

The Whitney-Blaine-Wildermuth Co. is cen-

tering efi^orts upon the 400, 405 and 410 Vic-

trolas. The drive marks the beginning of a Fall

campaign which has for its aim the building of a

clientele among the middle-class buyers. The
Zenith radio outfit is dealt in here. After cooler

weather comes demonstrations will be carried

on. David Blaine, president, and Henry Wilder-

muth, treasurer, have reservations at the Hotel

Gibson, Cincinnati, for the Ohio convention.

The Cable Company has adopted the plan of

featuring a new record every other day with

good results. Victors, Brunswicks and Colum-

bias are featured. Window displays match the

newspaper and store announcements of records

and machines, thus tying the three into one

great business-building force. P. F. Thomas
and Howard Roth, salesmen, are vacationing in

northern Michigan.

H. G. Pulfrey, formerly of the Cable Company,
Toledo, but now manager of the University Mu-
sic Co., Ann Arbor, Mich., is moving his family

to that city.

F. Q. Edwards, manager of the La Salle &
Koch Co., is vacationing on Thunder Bay, Wis.

Rae's Record Shop, Vocalion and Columbia

dealer, has inaugurated a Fall sales drive.

The Da-Lite-Electric Display Co., 116 North

Erie street, starting September 21, will issue a

panel a week to its service customers. This

is to conform to the Victor record release. Mer-

chants hereafter will receive fifty-two panels a

year. Moreover, twelve Red Seal panels will be

issued to the Victor trade October 1 as a special

service to Victor dealers who desire to push

records of better music.

Henry Wasserman, of the United Music Co.,

is convalescing at Mount Clemens, Mich., after

a severe sick spell.

Another Use
For Loud Speaker

When the static is too great for radio reception

your AUDIOPHONE Loud Speaker can be used
with the Bristol Phonograph Record Reproducer
on your phonograph. Then you may have concert

or dance program without interruption.

Attached instantly without mutilating the instru-

ment in any way—the Bristol Phonograph Record
Reproducer can be used with any make of phono-
graph.

Equipped with such an outfit there are no disap-

pointments—it is always ready—never fails. For
dance music you have the equivalent of an orches-

tra, but without the expense.

The tone of the phonograph thus amplified thru the

AUDIOPHONE has volume enough to fill large

rooms and the quality is round—smooth—and beau-

tiful—entirely free from mechanical noises.

Remember that the same AUDIOPHONE Loud
Speaker is used in common for both radio recep-

tion and phonograph record reproduction.

Write for Bnlletin 3007 and we will advise where
yoH may hear a demonstration.

AUDIOPHONE jjjE BRISTOL COMPANY
WATERBURY, CONN.

Branch Offices:

Boston New York Pittsburgh Philadelphia

Detroit Chicago St. Louis San Francisco

Here is the Phonograph Dealer's comeback at Radio. You are the logical distributors for

the apparatus. Are you prepared to serve your customers? Many are now handling it.

We have representatives in many of the principal cities and would like to come to you

with demonstrations.
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DOMES Of SILENCE
"Better than Casters"

Made under Patent No. 995758 which has been vigorously

contested and sustained by the Court of Appeals. Any
infringers and those involved in the manufacture, sale

or use of same will be liable for prosecution and subse-

quent damages.

Economy in

M.anufacture

If DOMES of SILENCE cost more
than Casters—if it cost more in labor

expense to attach them—there

might be reason to hesitate adopting

them but they cost less than the

cheapest grade of casters. They
cost practically nothing in labor and

expense to attach. They are better

than casters. They add a distinct

selling feature to your furniture.

Furniture Footwear
Should Serve—But

Never be Seen

"POOTWEAR that elevates fur-

niture destroys the beauty of its

lines. Better looking furniture al-

ways sells easier.

That's why so many successful

merchants always show furniture,

as originally designed, resting
squarely on the floor.

DOMES of SILENCE are invisible
permitting furniture to rest square-

ly on the floor.

Yet they provide easy, silent move-
ment without damage to furniture,

floors or floor coverings. Help your
dealer customers now by adopting

DOMES of SILENCE as standard
equipment.

DOMES of SILENCE Division
Henry W. Peabody & Co.
17 Slate Street. New York City

P1096

What we say above about Furniture applies also

to Phonographs
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BALTIMORE
Rush of Orders for Fall Stocks Keeping ll'holesalers Busy—Co-

lumbia JJ'olesalers, hic, Elects—Nezvs and /Activities of Month

Baltimore, AId., September 10.—While the re-

tail trade here last month was rather quiet the

local jobbers report one of the biggest months

in the history of the business. Fall and Winter

orders are being placed in much larger numbers

than for several years, and ability to fill orders

already booked is the principal cause for worry.

August is termed the "vacation month" here,

and added to this is the fact that last month
was one of the hottest Augusts experienced in

. man}' years, which accounts for the dropping

off in the retail business. Another reason as-

signed by a number of dealers is that many of

the department stores advertised sales of cut

price machines, ranging in price from $49 up,

which also had a tendency to curtail business

of the music shops.

Dealers generally, however, are optimistic

over the outlook for Fall and Winter trade,

and are placing larger orders than has been

the rule, since the peak of "wartime prosperity,"

and, as one retail dealer put it, "every cloud

has its silver lining, and the silver lining to

the 'bargain sales' held by the department

stores last month is that we are beginning to

have good results from them in the way of

record sales. Since about the middle of August

my record sales have almost doubled, and hun-

dreds of new customers have been made for

the firm. I also anticipate selling some new
machines and never overlook an opportunity to

•demonstrate t'he advantage of a standard make
machine over those that are manufactured for

quick turnovers in the way of 'bargain sales.'
"

Report Substantial Increases in Sales

E. F. Droop & Sons, local Victor jobbers, is

one of the houses reporting a substantial in-

crease in sales last month, which, according to

Manager W. C. Roberts, makes eight consecu-

tive months this year showing an increase over

the corresponding periods of last year. "In

fact," said Mr. Roberts, "my only anxiety now
is, will I be able to supply the orders that we
have already booked? This is especially true

of the 210's and 80's, on both of which types we
have been oversold for nearly a year. These
machines are the most popular among our trade,

and we have never been able to keep our orders

on these two types filled since last October,"

Mr. Roberts, who has just returned from a

three-weeks' trip to Maine, is very optimistic

over the outlook for Fall and Winter, and con-

fidently predicts that he will have no trouble in

keeping up his record of each month, beating

the corresponding month of last year.

C. F. Shaw, manager of the local Brunswick
agency, is another jobber who is very enthusi-

astic over the business done last month as well

as the advance orders booked for Fall and
Winter. The agency has been oversold for

some time on most of the popular types, espe-

cially the York machine, and he looks for even

better results on their new console, the Raleigh,

the advance orders on which are very satis-

factory, according to Mr. Shaw.
These two reports are practically the same as

are being made by the other jobbers here, includ-

ing the Columbia Wholesalers, Inc., distributors

of the Columbia machines; Cohen & Hughes,
Inc., and Eisenbrandt's, the other two Victor

jobbers.

The Voluma Corp., manufacturer of the

Voluma reproducer, is preparing to put its new
Voluma machine on the market after inaking

a number of improvements in the original model.

Cohen & Hughes' Activities

F. J. Totten, sales manager of the Baltimore
and Washington branches of Cohen & Hughes,
Inc., has been spending several days a week
here, during the absence of T. Ralph Clark,

local sales manager, who is away on vacation
at Atlantic City and also paying a visit to his

former home in Philadelphia. Mr. Totten said

business of both houses was very good and the

August business of the Washington branch was
the best of any month on record.

Officers of Columibia Wholesalers, Inc.

L. L. Andrews has been elected president of

Columbia Wholesalers, Inc., and W. H. Swartz

continues as secretary and treasurer. J. H.

Swope, vice-president of the Western National

Bank, has been elected as a director.

The executives of this institution are im-

mensely pleased over the big increase in busi-

ness being shown over the same period of the

previous year. With only a slight increase in

the number of dealers, there has been an aver-

age increase for the five months since organiza-

tion of approximately 200 per cent. This in-

crease applies on both phonographs and rec-

ords—but especially the latter, as there is a

great scarcity of phonographs.

Visitors to Columbia Headquarters

Visitors to the local Columbia branch re-

cently included Messrs. Funkhouser and Min-
ium, of the M. P. Moller Co., Hagerstown, Md.;

C. F. Rotering, of Emmitsburg, Md.; L. M.
Harrell, Jr., of Portsmouth, Va.; Fred Y. Mills,

of Hagerstown, Md. ; Morris Baron, of the

Shecter Music Co., Cumberland, Md. ; Mr. Mc-
Danicls, of Adkins & Co., Lynchburg, Va.; M.
Philips, of Washington, D. C, and Sol. Fried-

berg, of the Grafonola Shop, Norfolk, Va.

Wm. Biel Returns From Europe
Wm. Biel, secretary of Cohen & Hughes, Inc.,

Victor distributor of this city, accompanied by
Mrs. Biel, arrived home on the Aquitania on
September 6. Mr. and Mrs. Biel spent an en-

joyable time visiting the many points of interest

in England, Ireland, Scotland and France.

I. Son Cohen, president of the company, in

speaking of the Fall outlook, bespoke the co-

operation of the dealer in the early ordering and
acceptance of merchandise, and in return pledged

every facility of his firm in the delivery of goods

throughout the busy month ahead to the best

of their ability.

Equip New Brunswick Display Rooms
Manager C. F. Shaw, of the local Brunswick

headquarters, has made many improvements in

the way of new display rooms for machines
and records as well as enlarging the office in

order to meet the demands of the growing busi-

ness of the branch, which has almost doubled
in the past year. Mr. Shaw reports excellent

results from the dealers' co-operative advertis-

ing campaign which the Brunswick is putting

on throughout the country, Harry C. Grove
and Chas. Schwartz & Sons, both of Washing-
ton, being two of the latest of the larger dealers

in this territory to sign up.

The opening of the Hagerstown Brunswick
Music Shop on the first of the month was one
of the events of the town, according to E.

Wallerstein, Hagerstown representative, who
assisted in the opening of the handsome new
store at 14 East Washington street, of which
Dever P. Stewart is the proprietor.

H. H. Sheldon, assistant manager of the

Brunswick agency is back on the job again

after paying a visit to his old home in St.

Louis.

Mrs. Haenle, of the New York branch of the

Brunswick, is making a trip through the local

territory giving sales lectures in the Brunswick
stores in all the principal cities.

Pathe Agency With A. L. Rose & Co.
A. L. Rose & Co., who have taken over the

Pathe agency here for both machines and rec-

ords, report very good results from a corner
store sale of cabinets, -which they have placed
in a number of stores throughout the city. The
cabinets hold 12 records and are changed or
replenished each week. Thev installed one of

their electric machines at a carnival for the

benefit of a local hospital last week and sup-

plied dance music for a large crowd.

The Hammann-Levin Co. reports excellent

results during the past month from a feature

sale of Carola portable machines.

H. Kippnes, local distributor of the Phono-
lamp, contemplates moving from his present

location at 105 North Eutaw street and will

probably locate in the shopping district.

Files Articles of Incorporation

The Record Distributing Co., Inc., 2227 Penn-
sylvania avenue, has filed articles of incorpora-

tion with the State Tax Commission. The com-
pany is capitalized at $10,000 and is authorized

to manufacture and deal in phonographs and
records, etc. The incorporators are Jacob L.

Rose, Frank C. Cozzens and Arthur L. Rose.

New Columbia Dealers

New Columbia dealers in the Baltimore terri-

tory include Barker Bros., Greensboro, N. C.

;

Tipton Furniture Co., Hickory, N. C. ; Wein-
berg's Department Store, Lexington, Va.; F. B.

Hammann Co., this city; Weaver Piano Co.;

A. S. Cross, Baltimore, Md.; C. L. Totten, Salt-

ville, Va. ; Oakland Hardware & Furniture Co.,

Oakland, Md. ; G. S. Tucker Co., Selma, Clayton

and Raleigh, N. C.

A. S. Cross, former Columbia employe, has

just opened a very attractive exclusive Columbia
store on Patterson Park avenue, under the name
Patterson Music Shop.

Sanders & Stayman are featuring a sale of

Vocations at $100 which is meeting with big

success, according to Manager Turlington.

J. H. Williams, who recently bought the store

of the C. B. Noon Co., Inc., will discontinue the

talking machine line after disposing of the stock

on hand.

A good advertising stunt featuring—"Yes! We
Have No Bananas" was used by Trout's Music
Shop, this city. Mr. Trout strung about fifteen

bunches of bananas in front of his store, and
then gave one banana away with every record.
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A

"Being there" when wanted is

another attribute of Cohen &
Hughes service. It is not thrust

unwillingly on the retailer, but

is ready at all times when and

as needed.

Palttmore, iHb.
VICTOR

DISTRIBUTORS ^agfjinston, B.C.
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NEW«ilSON^ COMPARISON with! THElilVINC ARTIST
REVEALS NQ.DIEEERENCE

THE LIVE DEALER
Can take advantage of this public confidence by tying up with an agency for the New
Edison Phonograph.

"YOUR MIND IS AT REST WHEN YOU SELL THE BEST"

Write for the LIBERAL Edison Agency Proposition for Your Town

Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.

SAINT LOUIS
Upright Instiirments Stage Comeback—Shozving Special Machines
for Demonstration Purposes—N'ews and Jctivities of the Month

St. Louis, AIo., September 6.—The seasonal pick-

up in the talking machine business, scheduled for

this month, arrived ahead of time, getting nicely

under way in the latter part of August. The
only trouble was that it caught distributors, in

some instances, not fully prepared, and dealers

have not been able to get all the models desired.

The early start and the momentum that has
been gained are interpreted as assurance of big
business this Fall. Business was unexpectedly
good throughout the entire month, both retail

and wholesale, in city and country, and this con-
dition still continues. The demand for machines
has now definitely changed complexion from the

cheaper machines for casual Summer use to the

better qualities required for tiie home. It is a

matter of comment in some quarters that there
is a noticeable comeback of interest in the con-
ventional models, in grades running over $200.

Consoles, however, are still strong. In records
jazz has had its swing during the Summer, but
now there is an increasing call for the records
of vocal and instrumental music of the better

quality. This is a significant sign and bespeaks

an increasing trade in this type of record during

the Fall and Winter months.

New Brunswick Demonstration Machines

The local branch of the Brunswick Co. is

getting ready to supply dealers with demonstra-

tion uprights to harmonize with fixtures—an

ivory machine for an ivory booth, a mahogany
machine for a mahogany booth, and so on.

Seven enamels are to be supplied. The idea is

to put an end to demonstrating machines that

clash with the surroundings. The first machine,

now on exhibition here, is finished in ivory.

Style 117 is to be used for all the special demon-
strating machines.

Fay-Buchanan Music Co. Enlarges

The Fay-Buchanan Music Co., recently incor-

porated, has taken over the St. Louis branch of

the Connorized Music Roll Co. at Thirteenth

and Olive streets. The new company will con-

tinue to distribute the Starr phonographs and
Gennett records. E. E. Fay, formerly manager
of the branch, is vice-president and treasurer of

the new firm. L. S. Buchanan, who is associated

with him, was at one time connected with the

=THE ArtopKone CORPORATION:

Complete stock of all

OKEH and ODEON
Records

The OKEPl policy of "Hit numbers when
they are Hits" is a tremendous advantage to the

dealer. There are still some very valuable
OKEH agencies open. WRITE FOR FULL
PARTICULARS.

THE ArtopKone CORPORATION

1213-15 Pine Street St. Louis, Mo.

203-5-7 Kansas City Life BIdg., Kansas City^ Mo.

Complete stock of all phonograph accessories and supplies

Lollman Bros. Piano Co. Latterly he has been

in the real estate business.

Traces Record Sales to Opera

The successful season of Municipal Opera at

iMjrest Park stimulated sales of light opera rec-

ords. The Koerber-Brenner Music Co. traced

definitely to opera influences sales of 319

"Naughty Marietta," 231 "Prince of Pilsen," 149

"Sweethearts," 293 "Merry Widow" and 143

'Sprmg Maid" records.

Edwin Schiele Home From Europe

Edwin Schiele, president of the Artophone

Corp., and his wife, have returned from a trip to

Europe. During their absence the company's

place of business at 1103 Olive street was de-

stroyed by fire. Plans are being worked out at

the temporary location on Pine street, where

dealers' needs are being fully looked after, for

a permanent resumption, but these have not

been fully completed.

New Edison Agencies

New Edison agencies have been established

by the Silverstone Music Co. as follows: At

Little Rock, Ark., Bowser Music Co., which has

been handling the Columbia; Pine Bluff, Ark.,

Tedstrom Furniture Co.; Fordyce, Ark., Benton

Furniture Co., which is new in the talking ma-
chine business. The accounts were obtained by

G. Manne, who has just returned from a suc-

cessful Southern trip.

Mark Silverstone, president of the Silverstone

Music Co., Edison distributor, has been invited

by Thomas A. Edisoii to a personal conference,

find will leave soon for Orange, N. J. Myron
Goldberg, vice-president of the Silverstone Mu-
sic Co., has returned from an automobile tour

to Atlantic City and through Canada. He was
gone a month.

O. A. Reynolds, Illinois traveler for the Silver-

stone Music Co., has been kept at his home in

Springfield, 111., the past month on account of

the illness of his wife. Paul Gold, retail man-
ager of the Silverstone Music Co., has gone to

Memphis, Tenn., on a two weeks' vacation.

Miss Vivian Dewes, of the company, has re-

turned from a vacation in the Missouri Ozarks.

News Gleanings

H. J. Arbuckle, manager of Widener's, has re-

turned from an automobile tour to Chicago and
Milwaukee and through Michigan.

R. V. Salzmann, Vocalion district manager,

with headquarters in Chicago, was here two
weeks in August looking over the St. Louis ter-

ritory, opening new accounts and getting better

acquainted with the dealers.

Miss Dorothy Howard, of the Vocalion record

department of the Aeolian Co., is away on a va-

cation trip.

E. E. Fay, vice-president of the Fay-Buchanan
Music Co., has returned from a motor trip to

Chicago and the lakes, accompanied by his wife

and baby.

W. P. Geissler, manager of the Famous &
Rarr Co. talking machine department, has re-

turned from Chicago, where he placed large or-

ders for Fall deliveries. T. N. McLemore, for-
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merly pf,,the R'oach Furniture Co. and the O. K,

Houck Piano Co., Memphis, Tenn., has joined

Mr. Geissler's organization.

Geo. W. Lyle, of the Manufacturers' Phono-

graph Co., was in St. Louis the first of the

month, conferring with the Artophone ofificials

about plans for the future.

The first shipment of the Raleigh, new Bruns-

wick model, to be sold at $200, has been received

in St. Louis and is making a good impression.

F. S. Horning, manager of the Stix, Baer &
Fuller talking machine department, has returned

from an automobile trip through Missouri, Illi-

nois and Iowa.

George F. Standke, manager of the Kiesel-

horst Piano Co.'s talking machine department,

went to Clinton County, Mo., to spend Labor

Day on his father's farm.

Baldwin Co. Moves "Talker" Stock

The Baldwin Co., in order to provide show
space for grand pianos, has removed the talking

machine booths from the west side of its main

storeroom, concentrating the machines and dem-

onstration booths on the east side.

Miss Lipscomb in New Post

Miss Aurelia Lipscomb, formerly with the

Scruggs-Vandervoort-Barney Victrola depart-

ment, is now with the Smith-Reis Piano Co.,

replacing Miss Marian Cartwright, who has re-

turned to Kieselhorst's.

Demonstrates Victor on Vacation

Miss Wallie Griesedieck, formerly of Kiesel-

horst Piano Co., now at Vandervoort's, spent a

long and delighlful vacation at Pippin Place in

the Ozarks. Miss Griesedieck has been assisting

Mrs. Hill, secretary, in arranging evening enter-

tainment for the guests. Among other pleasant

evenings, Miss Griesedieck gave a Victrola con-

cert with the Victor records on hand, showing

the guests many things about the compositions

which they never noticed before, drawing upon

her experience before audiences in St. Louis.

Koerber-Brenner Visitors

J. W. Strain, of Carrollton, 111., and Mr. and

Mrs. Parrish, of Metropolis, 111., Victor dealers,

called recently at the Koerber-Brenner offices.

ARTHUR BERQH JOINS OKEH STAFF

Well-known Recording Director Appointed

General Manager of Okeh Recording Labora-

tories—Ideally Qualified for Important Post

—

Is an Accomplished Musician and Pioneer

Otto Heineman, founder and president of the

General Phonograph Corp., New York, manu-
facturer of Okeh and Odeon records, announced

this week the appoint-

ment of Arthur Bergh

as general manager of

the company's record-

i n g laboratories a t

145 West Forty-fifth

street. New York,

succeeding Fred W.
Hager, who had re-

signed from the com-
pany's service. The
appointment of Mr.

Arthur Bergh Bergh to this impor-

tant position will be welcome news to Okeh
jobbers and dealers everywhere, as he is recog-

nized throughout the industry as one of the

foremost members of the recording and musical

worlds.

A pioneer in the record industry, Mr. Bergh
was for a number of years general manager of

several prominent recording laboratories, and

in that position furnished the trade with the

latest hits with maximum efficiency and rapidity.

In recent years he has been engaged in research

work in the recording field, and has also spent

some time abroad investigating conditions in

Europe.

In addition to possessing an intimate knowl-

edge of the technical phases of the recording

laboratory, Mr. Bergh is a musician of excep-

tional ability and noteworthy accomplishment.

In fact, his unusual musical knowledge has been

a paramount factor in his success as a record-

ing director, and he brings to the General

Phonograph Corp. an invaluable experience that

will be placed at the disposal of the Okeh

clientele. Incidentally Mr. Bergh is popular

tliroughout the music publishing industry, num-
bering among his personal friends the foremost

members of the publishing fraternity.

Chas. L. Hibbard, technical chief of the Okeh
recording laboratory and one of the pioneers

in the industry, will remain in his present posi-

tion with increased activities and responsibili-

ties. Mr. Hibbard is well known throughout

the talking machine trade, and he has contrib-

uted materially to the success of Okeh records.

According to present plans there will be no

other changes in the personnel of the Okeh re-

cording division.

INTRODUCES THE "MAGIC=TONE"

Burton Collver Heads Company Distributing

New Tone Controlling Device—Dealer Repre-

sentation Now Being Secured

Burton Collver, well known in the music in-

dustry as a sales executive and more recently

identified with the radio field, is now president

of the Magic-Tone Sales Co., New York, N. Y.,

which is the sole distributor of a new device

known as the "Magic Tone." The basic prin-

ciple of the Magic-Tone, which is attached to

the stylus bar of the reproducer, is to function

as a mute, thereby modifying loud tones and

absorbing a large percentage of surface noises.

In his sales literature Mr. Collver states that

the Magic-Tone entirely eliminates metallic

harshness and, by varying the position of the

device on the stylus bar, soft, medium and loud

tones may be obtained.

In order to co-operate with the dealers the

Magic-Tone Sales Co. has prepared an attrac-

tive counter display stand which serves as a

silent salesman and, under Mr. Collver's direc-

tion, literature for mailing purposes is also

ready for the use of the dealers. The first

Magic-Tones were displayed in New York dur-

ing July and August and the results of the tests

proved so satisfactory that dealer representa-

tion on a large scale has already been secured.

TO OUR DEALERS.
It is our business to better your business. With this ambition ever and always in

mind, Dealers have come to know and depend upon the merits and advantages of our

DE LUXE NEEDLES
{Best By Every Practical Test)

Full Tone

Duo-IONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

DON'T FORGET THESE FACTS

Perfect Reproduction of Tone No Scratchy Surface Noise

PLAYS I00-200 RECORDS

Three for 30 cents (40 cents in Canada)
LIBERAL TRADE DISCOUNTS

Medium Tone
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Banana Blues
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Banana Blues

I KNEW YOU THEN

AS I KNOWYOU NOW!
&/ LEW BROWN

BILLV JOYCE It

jArtes F.HANLty
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LB\NINSS'2WORLMUSI
BASES FOR OPTIMISM OVER THE DEMAND IN THE FALL MacFARLANE SINGS BALL BALLAD

Publishers Just Completing One of the Most Active Summer Seasons in Their History—Merit

of New Numbers Being Released Sure to Create Heavy Demand for Them
Well-known Baritone Featuring "Ten Thousand

Years From Now,'' Latest Ball Number

With the opening of the September season

it is natural to become optimistic over the pros-

pects for Fall, so far as popular sheet music is

concerned. These rosy expectations, however,

are based upon good foundations and, whether

or not the early plans bring results hoped for,

there is certain to be considerable activity and
satisfactory business.

There are many reasons for this optimism, in-

cluding the one that the publishers very often

hold back for several weeks on their activities

until the opening of the theatrical season. When
that period arrives, however, publicity cam-
paigns are immediately inaugurated, new num-
bers released, enthusiasm aroused and every de-

partment of the publishing business is put on its

mettle to get an early start.

This can be said of the opening of any Fall

season, but there are several angles in the pres-

ent situation which can hardly be overlooked

and which give more than the usual assurance

of a most active Fall. The publishers have

passed through one of the most active Summer
periods for several seasons. This was due to

the prevalence of a goodly number of success-

ful issues. We had the spectacle this Summer
of seeing a song reach over a million copies in

point of sale. This, and other successes, made
the music counters more active than usual. It

demonstrated what has long been contended

—that good songs will sell, provided intelligent

merchandising methods are resorted to.

This Summer activity and the result in prof-

its for both the publisher and dealer are the best

bases for optimism; in fact, they could not be

improved upon. At any rate, as far as the

popular publishers are concerned, plans were

never more extensive than those that are ar-

ranged for this Fall.

Another factor that is of value as a founda-

tion for optimistic predictions is the merit of

the new numbers released. The various cata-

logs seemingly all have several numbers that

are very much worth vi'hile.

Plans to realize on the momentum in sales

created during the busy Summer are covering

every channel of activity. Bands, orchestras,

motion picture houses and all other mediums of

publicity which in the past have been found

effective as creators of sales for sheet music

are being indulged in by all of the leading

music publishing houses.

If the numbers issued prove up to expecta-

tions a big Fall is assured. If great quantities

of sheet music can be sold during the Summer
months there is no question about the success

of the Fall if the songs are meritorious in tlie

sense that they meet with popular approval,

upon which, of course, success depends.

George MacFarlane, who for many years has

been well known to vaudeville audiences as one

of the most entertaining baritone singers of all

time, is always one of the first artists to intro-

duce new songs from the pen of Ernest R.

Ball. Recently he included Ball's new ballad,

"Ten Thousand Years From Now" with so

much success that he found it necessary to

take it from its original position in the program
and use it as an encore number only.

MacFarlane recently appeared at Keith's Pal-

ace Theatre, New York City, and is booked by
the Keith organization for the entire circuit

during the coming season. Besides "Ten Thou-
sand Years From Now," published by M. Wit-

mark & Sons, he will use several other num-
bers from that catalog, including "Out There

in the Sunshine With You," "Bebe," "Can't

Yo' Heah Me Callin', Caroline?"

STASNY NEW NUMBER POPULAR

A new store was recently opened in Toledo

by Frank Flightner, who will feature the Colum-
bia line of machines and records. The establish-

ment is under the management of Jacob Frame.

"Don't Waste Your Tears Over Me" is the

title of a new song which was recently released

by the A. J. Stasny Music Co., Inc. The num-
ber has been demonstrated by several music

departments and the melody made immediate

appeal. The piano copies cSrry a fox-trot

chorus and this has added to its early recogni-

tion. A particularly attractive and appropriate

title page has been given the number and this,

undoubtedly, has helped to Increase sales.

Stasny's Atlantic City Hits

X ^ Seimtioaalfk^otm'

Featured by

Vincent Lopez

and his

Hotel

Pennsylvania

Orchestra

The Biggest

Selling Waltz
of the

Season
Featured

by
Ray Miller's

Orchestra

ORDER NOW Released by Leading
A. J. STASNY MUSIC CO., Inc. Record and Roll Companies

56 WEST 45TH STREET, NEW YORK CITY
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Another "LET THE REST of THE WORLD GO BYl

ji^jTn you.
r^^^J.KElRN BrENNAN

M. Witmark & Sons, 1650 Broadway, New York

BAMBERGER & CO. TO PAY ROYALTIES FOR COPYRIGHTS BERLIN BRINGS OUT "TUT" SONG

Newark Department Store Bows to Decision of District Court and WiU Not File Appeal

—

Victory for Society of American Composers, Authors and Publishers

L. Bamberger & Co., the defendants in the

radio-copyright suit brought by the American
Society of Composers, Authors and Publishers,

which was decided in favor of the plaintiffs in a

recent decision handed down by Judge Lynch in

the United States District Court, Newark, N. J.,

have decided to drop the plan for an appeal.

Following this decision on the part of Bam-
berger's, probably the largest department store

in the State of New Jersey, which operates a

radio broadcasting station, a license was taken

out by this company from the American So-

ciety of Composers, Authors and Publishers for

the purpose of playing songs and instrumental

selections controlled by that organization.

The suit was in the nature of a' test case and
was the first legal decision on the question of

radio broadcasting involving the use of copy-

righted works in the series of controversies

which has raged for many months mostly out-

side of the courts.

The fact that the Bamberger organization has

decided to accept the District Court's decision

and the contentions of the American Society as

to copyright rights where radio renditions are

involved is most welcome to the majority of

composers and publishers. A continuance of the

suit through an appeal, or a series of appeals,

might keep the question open several years. If

any other radio broadcasting station plans to

fight the Society for what is termed its prop-

erty it will be necessary to commence suit in a

United States District Court, with the handicap

of having on record a similar suit decided in

favor of the Society and which, undoubtedly,

would be taken into consideration by every Dis-

trict Court.

The fact that indirect profit only was in-

volved has simply served to strengthen the pub-

lishers' stand in this case. The above suit in-

volved the broadcasting of the well-known

standard success "Mother Machree," published

by M. Witmark & Sons.

It might be here pointed out that the So-

ciety's bringing action on an old standard num-
ber eliminated some of the earlier contentions

of radio broadcasting stations that they did

much to popularize songs. Naturally, a number
which is as universally known as the above is-

sue hardly needs to be popularized.

NEW DENVER PROFESSIONAL OFFICE

Sherman, Clay & Co. Establish Office in Colo-

rado City, With Harry S. Wilson in Charge

San Fkancisco, Cal., September 5.—Sherman,

Clay & Co. are opening a new professional of-

fice in Denver, Col., according to announcement

made by Ed. Little, manager of the publishing

and sheet music departments. Harry S. Wil-

son has been engaged as manager of this of-

fice. Harvey Orr is starting on a long trip

for Sherman, Clay & Co., singing some of the

firm's latest hits, including "I Cried for You,"

"Other Lips," "Just an Old Love Song" and

"The West, a Nest and You." After singing

from the Coast to Chicago Mr. Orr will carry

his music missionary work through the South.

Ralph Errolle, Edison artist, sang the tenor

role in a number of operas produced by the

DeFoe Opera Co. in Toronto, Canada, during

the week of September 2.

"Three Thousand Years Ago," by Gerber and

Egan, to Be Published by That House

There have been several King Tut songs and

at least two of them had some popularity. Up
to the present time, however, they have not

proved overwhelming successes. It is somewhat
surprising, therefore, to see a large publishing

organization accept a new song carrying a "Tut"

title. The fact that Irving Berlin, Inc., will

publish Alex Gerber and Jack Egan's "Three

Thousand Years Ago," a comedy song of the

"Tut" style, speaks well for its merit.

In this new offering the writers have tried to

make comparisons between the present and an-

cient Egyptian days. The result is a comedy
song with a long list of extra verses, five of

which are reproduced in the piano copies. The
vocal rendition of the number has been re-

served to the team of Murray and Alan, now
playing Keith vaudeville.

FALL CAMPAIGN OF JACK MILLS, INC.

Jack Mills, Inc., which recently moved into

its new building, 150 West Forty-sixth street,

New York City, plans a Fall campaign on the

following songs: "Just a Girl That Men For-

get," a ballad which is receiving exceptional

popularity in vaudeville; "Hey! You Want Any
Cod Fish?", a novelty, and "Love Is Just a

Flower" and "Havana," both of the latter from

the Pacific Coast. The catalog series of "Beau-

tiful Ballads" will also be exploited.

The A. J. Stasny Music Co., Inc., recently

issued a new song and instrumental number,

entitled "Waltz Me to Sleep" (In Your Arms).

The number, as a waltz, has been tried out by

numerous orchestras and has met with favor

from them.

I; « SOUTHERN F0X-TR0T SOm

^rnToMy Fold
SifKing Zarti/ d Roi///igr<^Jram

M.Witmark & Sons., 1650 Broadway, NewYork
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IHEllliWAIlCFORMif
LOCKHART 6 SF.1TZ

IF WINTER COMES
BY

ARKEILOTENNENT

SMIIETHROUCHYOURTEARS
BY

BERNARD HAMBLEN

ROSES OF PICARDY
BY

V^EATHERLY 6-\VOOD

SONGOrSONGS
BY

VAUCAIR.E -LUCAS -MOYA

THE BELLS OF ST.MARYS
BY

FURBER 0'ADAMS

S0MEDAYYOUWILLMISSM[
BY

CB.EY C DAR.EWSKJ

THKSASONGINMYHEART
BEOARD HAMBLEN

CHAPPELL^HARMS, INC.
18S AVADISON AVE, NE«^YORK

"LOVE TALES" FINDING FAVOR

New Leo Feist Number Being Used by Many
Artists Upon the Vaudeville Stage

Leo Feist, Inc., recently added the song

"Love Tales" to its catalog. The number was

immediately accepted everywhere, particularly

among orchestras, as a favorite. Since its re-

lease its sales have developed rapidly and its

popularity as a song and dance seems on the

increase. The Feist organization is placing the

number with many vaudevillians and, from pres-

ent indications, it will be one of the outstanding

numbers of that catalog during the Fall and

Winter season just opened.

"Easy Melody" is the title of a song which

originally had some success in St. Louis terri-

tory. The number is by Gene Rodemich and

Larry Connelly, of the Hotel Statler Orchestra,

in the above city. The number has been pur-

chased by Leo Feist, Inc., which has made an

immediate release to the profession.

SAM FOX MAKING FALL PLANS

Arranging Extensive Sales Promotion and Ex-

ploitation Campaign on Many Numbers Which
Have Been Tested Here and in Europe

Sam Fox, of the Sam Fox Publishing Co.,

who returned from Europe early this Summer,

has been making quick trips between the New
York offices of his company and the executive

offices in Cleveland, O., arranging the com-

ing season's activities. The Fall plans, as re-

cently outlined by the sales department of his

organization, call for extensive sales and ex-

ploitation campaigns, involving a series of num-

bers which have been proved meritorious by

trial, or which have had previous popularity in

the capitals of Europe.

Among the numbers that are to be exploited

this Fall is one of the outstanding hits of this

season's "Folies Bergere," discovered by Mr.

Fox while attending a performance of the above

production in Paris,' and for which he immedi-

ately secured the American publishing rights.

The final negotiations for this piece, which is

entitled "Nights in the Woods," were closed by

cable.

In addition to the above number, while Mr.

Fox was in Vienna, he obtained what is de-

scribed as "a beautiful Viennese melody," en-

titled "Just One More Kiss." Both of these

numbers are of the highest type European pop-

ular successes and of the caliber that generally

meets wide American approval. There will be

other Fox prints exploited during the coming-

season, but the above two numbers will receive

the full support of the whole organization dur-

ing the early months of the Fall.

As announced some time ago, while Mr. Fox
was in London he established relations with

one of the largest wholesale and retail organiza-

tions in the United Kingdom, the Keith Prowse
Co., Ltd. This well-known firm has secured

the selling agency of the Fox catalog in Great

Britain and the colonies, excluding Canada and

Australia.

EDWARD B. MARKS BACK FROM TRIP

Covered 2,000 Miles by Motor Through Adiron-

dacks. White Mountains, the Berkshires and
Maine Lakes on Pleasure and Business

Edward B. Marks, of the Edward B. Marks
Music Co., recently returned fropi a 2^000-mile

.

motor trip, covering interesting points in the

Adirondacks, the White Mountains, the Berk-

shires and the lakes of Maine. According to

Mr. Marks there were very few songs whistled

on the streets in the territory visited as com-
pared with former years. However, some of the

outstanding successes, such as "Yes! We Have
No Bananas" and "Parade of the Wooden Sol-

diers," were heard now and then. In places

where dancing was in vogue such songs as

"Barney Google," "You've Got to See Mamma,"
"March of the Siamese," "Just for To-night"

and "Bambalina" seemed to be the favorites.

Songs ^pen Profits

''Be First With a HEARST"

Wonderful Child

She's Got Another Daddy
Beautiful Rose
Home—My Lovin' Dixie Home
In The Land of Sweet Sixteen

Many Years

Always Looking For A Little Sunshine

Just a Little Gold Watch and Chain
In Baby's Smile
Love is Love For Ever

Lonesome Two
Piano Dream
Step

Order From Your Jobber or Direct

HEARS?MUSIC PUBLISHERS LTD
1E58 BROAOWAV

MEVr yCRK
PHOENIX BLDG.

WINNIPEG
_ 199YONGEST
^ TORONTO

No Loss on a Hearst Song — Money
Back Guarantee

FORSTER PUBLICATIONS POPULAR

Win Great Vogue With Orchestra Leaders

Throughout the Country

The catalog of Forster, Music Publisher,

Inc., never seemed more active than the present

season. Besides the successful fox-trot, "Oh!

Harold," written by Lee S. Roberts, which is

also arranged for a onfe-step and the collegiate

walk, there are several other songs in the cata-

log which are having good sales. Particular

mention should be made of the novelty fox-trot

"Dreams of India." The publications of this

enterprising Chicago publisher are forging

ahead in all parts of the country. Its represent-

atives find orchestra leaders particularly respon-

sive to the Forster profits and its dance arrange-

ments find much favor with the public.

SINGS THE "GULF COAST BLUES"

iJessie Smith, the new colored singing artist,

who recently signed up exclusively to record for

the Columbia records, made her introduction to

that laboratory by singing "Gulf Coast Blues,"

a Clarence Williams Music Publishing Co. num-
ber. Miss Smith was heretofore unknown, but

with her first release on the Columbia "blues"

enthusiasts throughout the country hail her as

an exceptional find.

"Gulf Coast Blues," following the introduc-

tion by Miss Smith, has been recorded by prac-

tically all the talking machine record compa-

nies throughout the country. Its sales have not

only been active in record form, but the de-

mand for the piano copies has shown substan-

tial increase ever since the number was first

released.

I2ITE$T CROADIA/AV ClUK
**YOU'RE ALWAYS MESSIN' 'ROUND WITH MY MAN

'*KEEP YOURSELF TOGETUER SWEET PAPA
"BLACK MAN"CBeOnYo'Way)

"TIRED 0'THE 9LUES"
Urn "COTTON DELT BLUES" gu

"LOW-DOWN PAPA"

MUSIC COI\APANY INO.
I54-7 BROADMOAV NEW VORK
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FOUR SENSATIONAL SONG HITS
SUNG AND PLAYED FROM COAST TO COAST

LOVE
MY HEART IS CALLING YOU

INDIANA MOON
WHEN YOU WALKED OUT

SOMEONE ELSE WALKED RIGHT IN
THAT OLD GANG OF MINE

IRVING BERLIN, Inc., 1607 BROADWAY, NEW YORK CITY

THREE SIMULTANEOUS WINDOW DISPLAYS ON ONE SONG
Schmoeller & Mueller, A. Hospe & Co. and Edward Patton Feature "Cut Yourself a Piece of

Cake" in Their Windows During One Week in Omaha in Conjunction With Theatre Appearance

Of course, in addition to George Getsey's ap-

pearance at the Rialto Thea tre, the various or-

Although the Leo Feist, Inc., number "Cut

Yourself a Piece of Cake and Make Yourself

at Home" can be considered among the newer

issues it has made a most active place for itself

on the retailers' music counters throughout the

country. The number is of the type, of course.

Making the Title Alive

that is now meeting general public approval, but

the Feist organization has made a Summer cam-

paign on this issue which has been as large as,

if not larger than, on issues of a more normal

season.

The result of all this has been that "Cut Your-

self a Piece of Cake" is proving a money-maker
for the trade. Most songs that become popular

get a number of window displays, some more

than others, according to their merits. But thi.s

Feist issue has received an exceptionally large

amount of such publicity. This is due to the

fact that the title lends itself readily for all

sorts of publicity ideas.

The publisher thinks an occasional display in

a town on each of his

issues is good co-

operation. To have

three such displays on

an individual number
by three of the larg-

est houses in a single

city is reaching the

high mark of dealer

"hook-ups." This is

what happened in

Omaha, Neb., when
three of the largest

houses there made
unique, elaborate and

attractive displays on

"Cut Yourself a Piece

of Cake" in conjunc-

tion with the appear-

ance at the Rialto

Theatre, of that city,

of George Getsey, who
was featuring the

number.

Reproductions of these unusual windows and

the spirit of the co-operation of the dealers are

herewith shown. They include the enterprising

houses of Schmoeller & Mueller, A. Hospe &
Co. and Edward Patton. It might also be added

that there was substantial proof that these dis-

plays created sales. This was shown by the

large number of passers-by who were attracted

to the windows and who entered the stores.

Featuring the Theatre Appearance

A Real Cake in the Window

chestras throughout the city frequently pro-

grammed "Cut Yourself a Piece of Cake."

THREE HOT TUNES--HOT OFF THE PRESS— BEING PLAYED EVERYWHERE

IRVING BERLIN, Inc., 1607 BROADWAY, NEW YORK CITY
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BERLIN GETS "TOPSY AND EVA" SONGS CLOSES SUMMER DRIVE ON FOX TROT HERBERT SPENCER IN NEW POST

Negotiations for Publishing Rights of Songs in A. J. Stasny Music Co. Concludes Successful Succeeds George Sheffield as Recording Man-
New Musical Show Closed Campaign Among Eastern Beach Resorts ager of Edward B. Marks Music Co.

Los Angeles, Cal., September 10.—The new

musical show "Topsy and Eva," in which the

Duncan Sisters are starred and which played

several unusually successful weeks in San Fran-

cisco, opened here this evening for a short stay

prior to its departure for New York. Several

songs in the show, particularly "Rememb'ring,"

have had unusual notice from some of the lead-

ing publishing houses of the country, so much
so that negotiations for the publication rights

have been closed by telegraph with Irving Ber-

lin, Inc.

It is said the Duncan Sisters alone, with a

fair show behind them and their inimitable

methods of singing and entertaining, would
make this production a success. With this out-

standing hit ("Rememb'ring") there is no ques-

tion of its stay on Broadway and of a long tour

throughout the country.

Among other songs of the show that are

worth mentioning are "Just in Love With Me,"

"Um Um Da Da," "Moon Am Shinin'," "Do
Re Me" (In the Music Lesson), "In the Au-
tumn," "Lickin's," "Sighing," "We'll Dance
Through Life Together" and "High Brown Col-

ored Ladv."

The A. J. Stasny Music Co. has just closed

a Summer campaign on its fox-trot success,

".Sun-Kist Rose," in Atlantic City, Asbury Park
and other coast resorts. While the primary

purpose of publishers' campaigns in beach terri-

tory is to "put the song in the air," so that visi-

tors on returning to their homes will purchase

George Sheffield, who was for many years

connected with the talking machine industry as

a recording manager and who more recently

has been manager of the mechanical reproduc-

tion department of the Edward B. Marks Music

Co., has severed his connections with the music

business entirely and has become associated

with a well-known artist for the purpose of

conducting a painting emporium on one of the

leading avenues in New York City.

Mr. Sheffield leaves with the best wishes of

the Edward B. Marks Co. and his associates.

He will be succeeded in his mechanical repro-

duction activities by Herbert Spencer, of the

writing staff of the Edward B. Marks Music Co.,

who is well-known for some popular successes,

"Underneath the Stars" and his newest number,
"Kiss Me With Your Eyes." This latter is an
Edward B. Marks Music Co. release.

NEW BLUES NUMBER DOING WELL

"Blue Hoosier Blues," from the catalog of

Leo Feist, Inc., is, undoubtedly, one of the most
original offerings of its type heard in many sea-

sons. The early response to the Feist publicity

on the number has been quite active and, un-

doubtedly, justifies that organization in its

newer plans for the extension of its exploita-

tion, which includes a publicity drive of national

proportions.

"Sun-Kist Rose" Featured in Atlantic City

the sheet music, rolls and records of the num-
ber, there is considerable music sold on the mu-
sic counters of the boardwalks and the business

centers proper.

A case of a heavy Summer sale of sheet music

at coast resorts was recently demonstrated by

the L. R. Steel Stores, Inc., Asbury Park, N. J.,

which made a special feature of the Stasny

number "Sun-Kist Rose" and which reported

exceptionally heavy sales. The title pages of

the song were displayed in the window and the

number was demonstrated at the music coun-

ter, both of which proved good sales-creators.

AL BEILIN WITH M. WITMARK

Made Professional Manager of Popular Depart-
ment—Al Cook in Executive Capacity

Al Beilin, one of the best-known professional

managers in the popular music publishing busi-

ness and more recently of the firm of Beilin

& Horowitz, has been appointed professional

manager of the popular department of M. Wit-
mark & Sons.

Al Cook, who has been professional manager
of M. Witmark & Sons for many, many years,

continues in that executive capacity. However,
according to the publishers' announcement, he

will confine his activities and give individual at-

tention to the users -of "Witmark Black and
White Series."

Another^^M^Carthy-Tierney^^ Masterpiece!

CAWUILLRIVERROAD
That Irresistible Fox Trot From

"QJou can't iVron^

mhanfmsrson§"

Ea'ch ^m^M the same •bid. sto Dcwn Ihcre m loV-ers lane,-
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FEATURED AT ATLANTIC CITY

Joe Moss Does Good Exploitation Work Wi:h
Several Remick Numbers

Among the entertainers appearing at Atlantic

City who have done much to make that resort

musical this season are Joe Moss and his en-

tertainers at the Beaux Arts. This is one of

the most popular of Summer shows with a fine

singing chorus, some unusual leading voices, no

Joe Moss and His Entertainers

little comedy and exceptional ability to sing

popular songs at their best.

Towards the close of each Summer season,

popular music publishers make special efforts to

exploit their numbers advantageously in Atlantic

City, as it is really the pre-opening ground for

the Fall season. Numbers are often tried out

on the dance floors, in the cabarets and other

public places for the purpose of not only giving

the song a start and feeling the pulse of the

public, but because it is considered a particularly

efifective time to have audiences who are about

to return to their homes carry away tunes and
melodies.

At the close of the Summer season at Atlantic

City, most of these publicity forces arrive at

the New York professional offices or elsewhere

and place these numbers with vaudeville teams

about to go on the road. Thus the people

who have returned to their homes will again

hear the numbers in the vaudeville theatres, and,

in a good many cases, this double publicity as-

sures sales.

Among the songs Joe Moss introduced at the

Beaux Arts this season have been several from

the catalog of Jerome H. Remick & Co.

"LITTLE JESSIE JAMES" A HIT

New Musical Comedy by Thompson and
Archer Being Published by Leo Feist, Inc.

There recently opened at the Longacre The-

atre a new musical comedy presented by L.

Lawrence Weber, entitled "Littl^ Jessie James."

The book and lyrics are by Harlan Thompson
and the music by Harry Archer, who is not a

novice at writing the scores for musical pro-

ductions.

Various New York papers received the show
most favorably as, indeed, did the out-of-town

critics and public where it had previously ap-

peared during the early Summer months. Un-

doubtedly, from present indications, it will run

long into the coming season. Nan Halperin

is starred and sings some of the outstanding

songs. She has an inimitable way of rendering

the numbers, and, with her personal charms, will

do much to assure the show success as well as

the songs that she sings.

Among the leading songs are "I Love You"
and "Little Jessie James," "My Home Town in

Kansas" and "From Broadway to Main Street."

Among others who appear in the cast are Miriam

Hopkins, Lucila Mendez, Clara Thropp and

Winifred Harris. Leo Feist, Inc., publishes the

music, which has already conclusively demon-
strated its possibilities for popular favor.

BIG DRIVE ON "INDIANA MOON"

Heavy Sales Follow Opening Gun of Exploita-

tion Campaign in Rochester, N. Y., on Waltz
From the Catalog of Irving Berlin, Inc.

According to reports from Rochester, N. Y.,

during a week's featuring of "Indiana Moon,"
a waltz from the Irving Berlin, Inc., catalog,

in that city by the various dance orchestras, mo-
tion picture houses and other channels of pub-

licity, some extraordinary sales of the number
were made, one store alone selling over 2,000

copies. This was the opening feature of one
of the biggest campaigns ever inaugurated by
the above publishing house. Similar activities

are to be carried out in hundreds of other cen-

ters. In Rochester these previous publicity and
sales exploitation methods are to be supple-

mented by a newspaper campaign. This will

extend to some surrounding cities.

This latter publicity will appear in over 200

papers throughout the United States. Most of

this advertising will appear in story form and
will be illustrated with thematics of "Indiana

Moon." In all territory where this advertising

will appear the usual publicity, with the aid

of the theatres, motion picture houses and or-

chestras, will be a part of the program.

REMICK & CO. GET NEW SONG

Jerome H. Remick & Co., publishers of the

most successful cartoon song "Barney Google,"

have just accepted for publication a new nov-

elty cartoon number, entitled "They'll Never
Bring Up Father 'Till They Tear Down Dinty
Moore's." It is by George McManus, the well-

known cartoonist, Dave Reed and J. Vincent

Healy. The Remick organization, including the

sales, band, orchestra and professional depart-

ments, is to make a feature of this new humor-
ous song during the early months of the Fall

season.

^HAT f-iAUNTING- STRAIN. IS

Fofi. A FOyZ TROT-BLUES OR SONG-
bi/ KAHN.<Si DONALDSON

y rv« got the blues forLouisl-»Q-a Blues forLoui-«l-«ii-a Won dervliy I ran » . wiy

Jerome H. Remick & Go. NewVork- Chicago- Detroit
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THAT SENSATIONAL FOX TROT HIT

FORSTER MUSIC PUBLISHER. Inc.. 235 South WabasK Avenue, CHICAGO. ILL

ERNEST R. BALL VISITING ENGLAND AMERICAN JAZZ IN ENGLAND HEARST NEW YORK OFFICES

Singing at Leading Music Halls of Great Brit- Paul Specht Declares That English Musicians New Suite in Roseland Building Embodies
ain During Five Weeks' Tour Are Much Enthused Over It Every Comfort for the Profession

Ernest R. Ball, the well-known composer-

entertainer, sailed recently on the S. S. "Baltic"

for his first appearance at some of the leading

vaudeville houses in Great Britain. Mr. Ball's

career is one of the most remarkable among
American popular composers, recording as it

does a success extending for a period of years.

He opened at the Alhambra in Glasgow, the

week of September 3, and he will appear in

Liverpool and London, where he is booked at

the famous Paladium. Altogether he will play

about five weeks on this introductory trip, at

the conclusion of which he will return to the

United States for an extended tour on the Or-

pheum Circuit.

Mr. Ball's fame as a songwriter has been for

some time pretty well established in Great Brit-

ain, where his best-known ballads have repeated

earlier American successes. Notably well known
to English music lovers are "Love Me and the

World Is Mine," "When Irish Eyes Are Smil-

ing," "A Little Bit of Heaven," "Mother Ma-
chree," "Let the Rest of the World Go By" and

"Till the Sands of the Desert Grow Cold."

Paul Specht, who returned recently with his

orchestra after a tour of England and the Con-
tinent, recently commented on the growth of

the American style of jazz in England and

stated that he had noticed certain English musi-

cians in the audience night after night, making
notes of various phases of American musical

renditions that were new to them. He said

that instrument dealers and manufacturers in

England had told him that since the foremost

American dance orchestras had invaded Great

Britain the sale of saxophones had doubled and

even in some instances trebled, and the output

of other musical instruments had likewise in-

creased.

Hearst, Music Publishers, Ltd., have ar-

ranged for a new suite of offices in the Rose-

land Building, 1658 Broadway, New York City.

The quarters are undergoing alterations and
will be ready to welcome the trade and profes-

sion early in September, with every possible

facility for the comfort and convenience of the

profession embodied. Each piano room faces

Fifty-first street windows, thus the demonstra-

tion rooms are exceptionally well ventilated. The
Hearst number "Some Day You Will Cry Over
Somebody Else" is being introduced by the Bi-

son City Four on its tour of the ^\'est Coast.

EXPECT TO DUPLICATE SUCCESS

PHIL PONCE SONG IN "FOLLIES"

Jimmy Hussey Featuring "It Shouldn't Taste

From Herring" in That Show

NEW COHN SONG FOR REMICK

Irving Cohn, who collaborated in the writing

of "Yes! We Have No Bananas," has placed

with Jerome H. Remick & Co. a new song, en-

titled "Sweet Butter" (I'd Love It on My
Toast). The Remick organization has decided

to exploit it on a wide scale. Orchestrations

will be released at once and several weeks

later it is to be placed in the programs of a

number of vaudeville stars. The sales depart-

ment of the above firm thinks this new offering

is a rare find.

"It Shouldn't Taste From Herring," recently

introduced by Jimmy Hussey in the Ziegfeld

Follies, is a Phil Ponce publication.

Phil Ponce, the publisher, is enjoying a few

days' rest somewhere in Massachusetts, accord-

ing to the Ponce publicity department. Those
Massachusetts boys are certainly doing well.

There is President Coolidge, Secretary of War
Weeks, Senator Lodge, Speaker of the House
Gillette, and Phil Ponce, making the "Cat's

Whiskers" grow.

The original success of "Yes! We Have No
Bananas" will, evidently, be of exceptional value

in the exploitation of its successor, "Yes! We
Have No Banana Blues." The publishers, Sha-

piro, Bernstein & Co., Inc., have, undoubtedly,

taken this into consideration because their plans

for this, their newest offering, are extensive.

THREE NEW CONRAD NUMBERS

Con Conrad, one of the best-known and most

successful of the younger songwriters, has

placed three songs with the Edward B. Marks
Music Co. They are "Lover," a fox-trot;

"Life-saving Jim" and "No Tickee, No Shirtie."

Among the new songs added to the catalog

of Leo Feist, Inc., is a number that had its

original success in Chicago, entitled, "No, No,
Nora." It is by Gus Kahn, Ted Fiorito and
Ernie Erdman.

"Ala Moana," a novelty from the catalog of

Irving Berlin, Inc., which was obtained by that

organization from the Pacific Coast, has suc-

ceeded in well justifying the amount paid to

the writers for the publication privilege and
for the campaign of exploitation inaugurated.

THE NEWEST SONG SUCCESS
m

umm ITALY
FORSTER MUSIC PUBLISHER, Inc, 235 South WabasK Avenue, CHICAGO ILL
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SDISATIONAL PARISIAN SUCCESS OP THE'^OLUES BEHGERS'- The Sensational Parisian Success

"NIGHTS IN THE WOODS"
The Hit of the 'Tolies Bergere," Paris, whose popularity is

spreading all over the European Continent. Its contagious
melody is making it an International Hit. America will

soon be dancing to its entrancing strains.

Published as Song and Fox Trot

Cl.E-VEI.Aia'D

FOX FEATURES "AJUNT HAGAR'S BLUES"

San Antonio, Tex.. September 6.—The Fox
Co., Columbia dealer in this city, recently cre-

ated considerable interest with its window dis-

play, featuring "Aunt Hagar's Blues." A large

illuminated sign about five by twelve feet oc-

cupied the center of the two windows, with the

name of the selection in large red letters trans-

PATHE POPULARITY INCREASING

Despite Late Appearance of Pathe Models on

Market Good Demand Is Enjoyed

Window Display Made by The Fox Co.

parent. The center was a cut-out of Aunt
Hagar, with blue lights flashing off and on, and

a generous display of Columbia records fea-

turing the selection gave a sales value to the

window. Incidentally, this display was respon-

sible for the sale of 1,000 of the Ted Lewis
records of "Aunt Hagar's Blues."

Despite the usual ciuietness of Summer busi-

ness all five of the models at present consti-

tuting the I'athc line sold well. The new Pathe

portable, although placed on the market a little

late for the full amount of

5 u m m e r business, was
well received and devel-

oped a large amount of

orders. It is expected that

the portable will prove a

good all-3'ear-round seller.

The three console models

in their various period de-

signs are much in demand
and Model \S, the only

upright model in the line,

admirably fills the de-

mand for that type of ma-
chine. The Pathe Phono.

6 Radio Corp., Brooklyn,

N. Y., is making energetic

plans for the Fall season

and expects to make a

record in volume of sales.

CELEBRATE ARTIST'S APPEARANCE

Minneapolis Victor Dealers Stage Theatre
Party in Honor of Aileen Stanley, Victor Art-

ist, Who Sang in Twin City Theatres

NEW VICTOR ORDER BLANK

Among the new songs added to the catalog

of Shapiro, Bernstein & Co., Inc., are "Some-

body Else Took You Out of My Arms, But

They Can't Take You Out of My Heart," by

Billy Rose and Con Conrad, and "Last Night

on the Back Porch."

A combined advance list and order blank for

the October records in foreign languages has

been prepared by the Victor Talking Machine
Co. for distribution to dealers. Beside each

title of a foreign record there is space for the

dealer to make a notation of the quantity of

each record desired. Included in the list are

Bohemian, Croatian, French-Canadian, German,
Greek, Jewish, Hungarian, Italian, Lithuanian,

Mexican, Norwegian, Slovenian and Swedish

records.

Minneapolis, Minn., September 6.
—"The Phono-

graph Girl," Miss Aileen Stanley, is the lumi-

nary about which the interest of the Twin City

trade has centered in the last fortnight. Miss
Stanley has the distinction of singing for Vic-

tor, Vocalion, Edison, Okeh and Gennett rec-

ords and admits that not so long ago she sang
for ten makes, but found that pace too strenu-

ous. She is singing this week at the Capitol

Theatre in St. Paul, after completing a week's

engagement in Minneapolis.

Victor dealers, jobbers and their sales forces

of the "Flour City," numbering seventy-five,

celebrated Miss Stanley's appearance Friday

night, August 31, with a theatre party, for which
five rows of the front, center seats were re-

served Immense Victor dogs flanked the large

Victrola, which divided honors with a grand

piano flying Victor pennants. After receiving

a huge bouquet of pink roses from her "Victor

friends" Miss Stanley responded by singing

her latest Victor release, "Maggie," a record in

which she and Billy Murray collaborate. The
party was arranged by Murray K. Kirschbaum,
manager of the Victrola department of the L.

S. Donaldson Co., assisted by C. L. Carlson,

manager of Howard, Farwell & Co.

Miss Stanley's rendition of "Lonesome Cry
Baby" was particularly interesting because it

v;as written by her accompanist. Bob Buttenuth,

and is featured in the sheet music display in the

windows of the Metropolitan Music Co.

Miss Stanley was as greatly admired off as

on the stage, her beauty and lovely figure, as

well as her gracious manner, making her a

great favorite. She has left many autographed

records and photos with the dealers.

The European Sensation Direct from Vienna

"JUST ONE MORE KISS"
This haunting melody direct from Vienna is destined to

become a sensation in America. It is the favorite dance hit

in all the Night Clubs of the European Capitals and will

completely captivate this country.

Published as Song and Fox Trot

CI.IlVEI.Airi> \^^y NIi"WYOItK^
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TRADE LIKES BENNY DAVIS RECORDS

Records Made by Popular Artist and Song-

writer for Emerson Phonograph Co. Meet
With Popular Approval of Dealers

The new records by Benny Davis, who was
recently added to the staff of exchisive artists

of the Emerson Phonograph Co., Inc., have

Benny Davis

made a favorable impression upon the trade.

Benny Davis is well known along Broadway,

not only as a singer who has made his appear-

ance at some of its most popular resorts, but

as a songwriter who has contributed some of

the best sellers of the past few years. He has

a particularly loud, clear voice and an inimitable

style, all of which he manages to get into his

records. His first release was a record of

"Stella," his own number, and "My Sweetie

Went Away"; his next release will include "No,

No, Nora," which has already been accepted as

an unusually popular song, and "Sweet Henry,"

a jazzy selection which is finding some favor.

Benny Davis is the writer of such songs as

"Margie," "Make Believe," "Angel Child" and
other well-known success. All of these, and
other Davis numbers, have achieved popularity.

NEW ACER, YELLEN & BORNSTEIN SONG

Ager, Yellen & Bornstein, Inc., have released

a new song of the ballad order, entitled "You
Didn't Want Me When I Wanted You" (I'm

Somebody Else's Now). This number and
"Louisville Lou" and "Mamma Goes Where
Papa Goes" will be the features of this firm's

activities during the coming season.

Hal Lothrop, of the J. E. Lothrop Piano Co.,

Columbia dealer, Dover, N. H., recently re-

turned from a three months' sojourn in Europe.

NOW IT IS GOING ON THE STAGE

George W. Lederer has acquired the stage

rights to the title "Yes! We Have No Bananas"

and expects to produce a comedy with songs

under that title within a month. The arrange-

ment for the use of the title was made with

Louis Bernstein, of Shapiro, Bernstein & Co.,

Inc., publishers of the original "Blues" and its

later sequel of the number shows no signs of

letting up in popularity.

A NEW BERLIN COMEDY SONG

'Nobody Can Love Me Like My Old Tomato
Can" to Be Exploited Widely by Publishers

—

Indications Point to Wide Popularity

BALLAD BY ERNEST BALL'S SON

Roland Ball, son of Ernest Ball, the success-

ful ballad writer, has composed a melody for

"Come Back to Mother Machree," the lyric of

which was written by George Graff, Jr. M.

Witmark & Sons, publishers of all the Ernest

Ball music, will also issue this new song as it

issues his father's work.

A new comedy song has been accepted for

publication by Irving Berlin, Inc. While it is

the newest addition to this catalog the sales and
professional departments have already decided

to exploit it widely. The number is entitled

"Nobody Can Love Me Like My Old Tomato
Can," and is from the pens of Billy Baskette,

who has written a number of popular successes

in the past, and William Downs. Several vaude-

ville singers have introduced the song and the

early indications seem to point to wide popu-

larity. This, together with the fact that the

Berlin organization is showing unusual interest

as to the future of this number, should assure

an unusual sale.
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The Overnight Song Hit!

HUNGRY
For Profit* 7

Have Some
codfith

!

PROFITS
ARE IN
SE^ON
You Can't

Order Too
Many.

Soon to be released on all Phonograph Records and Music Rolls.

JACK MILLS, Inc.
Music Publishers

152-4 West 45th Street, New York, N. Y.
"The House That Jack Built

"

"ALL MUDDLED UP" A LONDON HIT

Thousands of Paul Specht Columbia records

of "All Muddled Up" were purchased by J.

Lyons & Co., Ltd., of London, and distributed

by that firm in honor of Specht's engagements

at the New Corner House and at the Empress

Rooms of the Royal Palace, both under control

of Lyons. "All Muddled Up" is one of Paul

Specht's best recordings, and special labels were

printed by the Lyons firm for the occasion of

the distribution of the discs as souvenirs.

Francis, Day & Hunter publish the number in

England by arrangement with Leo Feist, Inc.

NEW SONGS IN BERLIN CATALOG

Among the new songs added to the catalog of

Irving Berlin, Inc., which will be heard fre-

quently during the coming season are "Sittin'

in the Corner," described as another "All by

Myself"; "Bit by Bit," a new song which had

its original success in Chicago; and a jazz tune

entitled "Salt Your Sugar," and "Shuffle Along."

BRUNSWICK GETS BLUE RIBBON

TowANDA, Pa., September 7.—L. C. Gillette, lo-

cal Brunswick dealer, recently entered a Bruns-

wick Tudor model in the competition at the

Bradford County Fair for the best phonograph

on all points, which won the blue ribbon.

A REAL REGULAR RECORD CUSTOMER

Jacksonville, Fla., September 6.—Miss F. F.

Miller, saleslady in charge of the Chadwick
Furniture Co.'s Columbia department, this city,

has on file a standing order for twelve Colum-
bia New Process records to be sent to Frank

H. Jones, of Tuinucu, Cuba, every ten days.

Mr. Jones is an ardent radio enthusiast and

finds a great deal of satisfaction and pleasure in

using the New Process records for "broadcast-

ing" purposes. Miss Miller and other members
of the Chadwick organization have "listened in"

on several occasions and enjoyed the music im-

mensely.

LOCAL COLUMBIA BRANCH ACTIVE

W. G. Monroe, of the New York wholesale

branch of the Columbia Graphophone Co., re-

ports a marked increase in business during the

last two months, as compared with 1922. An
exceptional Fall business is anticipated and all

indications point to a very satisfactory season.

S. H. Forges, foreign record salesman for the

Columbia local branch, reports that the foreign

record sales are increasing daily. Particular

stress is being placed on the sale of Spanish
records, arid several new accounts have been
opened during the last week which will deal

ahnost exclusively in Spanish records, which are

rapidly becoming more popular.

CHILDREN'S RECORDS CREATE SALES

Popularity of Records for Youngsters Makes
Them Easily Salable by Live Dealers—Win-
dow Displays Bring Big Returns

The demand for children's records seems to

be on the increase. This is undoubtedly due to

the wide range of material that is being in-

corporated in these products. The retailers

throughout the country also are doing much to

exploit these goods. A display or demonstra-

tion of these children issues invariably creates

sales. This, together with the fact that such

sales mean additional profits and an increased

volume of business that is not obtained through

regular talking machine business, makes the

stocking of such goods attractive to the dealer.

That children's records prove a valuable ad-

junct to the retailer's business is shown by the

number of exclusive window displays given to

these products. A good example of this was
recently shown by Eisenberg's, one of the lead-

ing department stores of Baltimore, which
made a particularly fine window showing on

"Little Tots' Nursery Tunes," a product manu-

Eisenberg's Attractive "Little Tots" Window

factured by the Regal Record Co., Inc. A re-

production of this attractive window is shown
herewith. A special showing of this aad Similar

products created a healthy volume of additional

sales, according to the management of Eisen-

berg's.

OF DISTINGUISHED LINEAGE

Friends of Arthur Middleton, Edison artist,

have learned that the Arthur Middleton, one of

the signers of the American Declaration of In-

dependence, was a forebear of this artist.

FIVE "BLUES" HITS

OH DADDY BLUES . . GULF COAST BLUES
MY PILLOW AND ME-BLUES . MICHIGAN WATER BLUES

'Taint Nobody's Biz-ness If I Do

CLARENCE WILLIAMS MUSIC PUB. CO., Inc.
1547 BROADWAY, NEW YORK CITY

THE FOREMOST "BLUES" PUBLISHERS IN THE COUNTRY
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DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS
TONE ARMS Grey Iron

REPRODUCERS and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

Direct Quantity Importations On
JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL M[CA

D. R. DOCTOROW Vanderbilt Ave. Bldg.

SI East 42nd Street, New York
Tel. Vanderbilt 54.62

Murray Hill 800

FEDERAL TEL. & TEL. ACTIVITIES

SELVIN'S ORCHESTRA A BUSY BUNCH NEW LONG CONSOLE CABINET READY

Sign Exclusive Contract to Record for Vocalion

—Ben Selvin's Activities Excite Admiration

It was recently announced that Ben Selvin

and His Orchestra have again signed an exclu-

sive contract to record for the Vocalion. Mr.

Selvin is one of the best-known orchestra lead-

ers in the United States and his organization

has become familiar to thousands of record pur-

Geo. A. Long Cabinet Co. Introduces New Con-
sole Cabinet—Designed to Accommodate the

Victrola IX—A Very Artistic Design

Ben Selvin and His Orchestra, Which Records for Vocalion

chasers throughout the country during the past

few years.

Although only twenty-eight years old he not

only directs the Selvin Orchestra at the Moulin

Rouge, New York, but he directs and manages

the Bar Harbor Society Orchestra and the

Broadway Syncopators, both exclusively Vocal-

ion combinations.

Selvin's Orchestra has made records for a

number of leading talking machine record or-

ganizations and the versatility shown by his art-

ists and the novel arrangements made for his

popular selections have found particular favor

among dance enthusiasts.

It is said, besides furnishing six records or

twelve selections a month for the Vocalion list,

his orchestra also accompanies most of the Vo-
calion artists in their recordings of popular

songs. An idea of the extent of his musical

activities might be gleaned from the fact that

he keeps three arrangers busy preparing effec-

tive and novel orchestrations.

The Geo. A. Long Cabinet Co., Hanover, Pa.,

manufacturer of Long cabinets and well known
throughout the talking machine trade as the

maker of Long consoles to accommodate table

machines, has just placed on the market a new
console cabinet which
will be known as No.
90. This cabinet is

designed to accom-
modate the Victrola

IX and is thoroughly

in accord with the

distinctive lines of the

Long console cabi-

nets, which have won
popularity throughout

the trade.

The new console

cabinet No. 90 has

four doors and one

drawer and its attrac-

tive lines will un-

doubtedly meet with

an enthusiastic reception from the trade. It is

finished in mahogany, and H. C. Naill, secre-

tary of the company, states that deliveries will

start about October 15. This cabinet, although

it is built especially to accommodate the Vic-

trola IX, can also be fitted to take care of the

Victrola VIII.

In a chat with The World Mr. Naill, who was
a recent visitor to New York, stated that orders

are being received in good-sized quantities for

the console cabinets Nos. 601, 603, 608 and 610,

which were introduced some time ago to accom-
modate Victrolas VI and IV. The standard

Long record cabinets are also meeting with an
active sale and it is evident the company will

close one of the best Fall seasons in its history.

IRVING KURTZ APPOINTED RECEIVER

Creditors of Cabinet & Accessories Co. Co-op-

erating to Continue Operations

SONORA DEALER ANTICIPATES DEMAND

Syracuse, N. Y., September 6.—The Gibson-

Snow Co., Inc., of this city, Sonora jobber, has

just shipped seventy-nine Sonora phonographs
to C. W. Ludwig & Sons, Rochester, N. Y. These
enterprising dealers, like many others in Syra-

cuse territory, appreciate the wisdom of get-

ting as many machines in their possession as

they can handle before the car and phonograph
shortage becomes acute.

C. Kurtzmann Will Visit Trade Throughout
Country—Company Has Prepared Extensive

Sales and Publicity Campaign—Complete

Line of Radio Sets Ready for Trade

C. Kurtzmann, of the Federal Telephone &
Telegraph Co., manufacturer of Federal radio

receiving sets and parts, who has been making
his headquarters at the New York ofifices of

the company, will hereafter be located at the

factory and executive offices in Buffalo, N. Y.

According to Mr. Kurtzmann's present plans he

will spend the greater part of his time visiting

the trade throughout the country, and he is nov/

preparing an itinerary that will enable him to

call upon the dealers and jobbers in practically

all of the leading trade centers.

During the past few months the Federal Tele-

phone & Telegraph Co. has been rounding out

its line of instruments for the 1923-24 trade, and
at the present time the company has a complete

line of radio-receiving sets that include a num-
ber of models particularly suitable for sale by
the talking machine dealer. An extensive ad-

vertising campaign that will benefit the jobber

and dealer has been approved by the officials of

the company and is now under way.

Mr. Kurtzmann is ideally qualified to co-op-

erate with the talking machine trade, as he is

a member of a famous piano manufacturing

family bearing his name and was identified with

music activities for many years. During re-

cent years he has been devoting his time to ra-

dio activities and he is keenly enthusiastic re-

garding the sales possibilities of Federal radio-

receiving sets in the talking machine industry.

STANDARD T. M. CO.'S BENEDICTS

Two Representatives of Pittsburgh Victor

Wholesaler's Staff Desert Bachelorhood

—

Both "Grooms" Well Known in Trade

Pittsburgh, Pa., September 10.—R. J. Coleman,

special representative of the Standard Talking

Machine Co., of this city, Victor wholesaler,

and formerly associated with the Victor Talk-

ing Machine Co.'s educational department, was
married Saturday, September 8, to Miss Caroline

Emily Grade, of Coudersport, Pa., at the home
of the bride. Mr. and Mrs. Coleman left im-

mediately for a trip on the Great Lakes, after

which they will spend some time with Mr. Cole-

man's mother at New Albany, Ind., returning to

Pittsburgh, which will be their home. Mrs.

Coleman is an accomplished musician, having

played the pipe organ in the First Lutheran
Church at Coudersport for some time past.

On Saturday, August 18, C. E. Willis, travel-

ing representative of the Standard Talking Ma-
chine Co., was united in marriage to Miss Mary
Elizabeth Moore, of Pittsburgh, leaving imme-
diately for a two weeks' wedding trip. Mr.
Willis is well known throughout the Victor

trade in the Tri-State territory, having served

in different capacities in this section for the

past ten years. The newlyweds are now at

home to their many friends at 1813 Brownsville

road, Carrick, Pittsburgh.

Irving Kurtz, attorney, talking machine dealer

and president of The Talking Machine Men,

Inc., has been appointed receiver for the Cabi-

net & Accessories Co., Inc., 3 West Sixteenth

street. New York, which company was peti-

tioned into bankruptcy recently. The liabili-

ties of the concern are given as $35,000, with

assets about $17,000, the receiver's bond being

fixed at $7,500.

This receivership is described as friendly and
the petitioning creditors are said to be co-oper-

ating toward the reorganization of the company,
which, it is hoped, will continue on a new and
better basis than heretofore. Upon the retire-

ment of the receiver it is planned that Otto
Goldsmith, for many years president of the

Cabinet & Accessories Co., will continue in

charge of the affairs of the company.

Featured by RAY MILLER'S ORCHESTRA
New York A. J. STASNY MUSIC CO., Inc. London
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PORTLAND, ORE
Retailers and Jf'holesalers Very Busy—Excellent Fall Outlook—
Expansions and Stores Opened—Prominent Visitors— Tlie Neii's

Portland, Ore., September 4.--Business during

the past month was very brisk, according to local

retail dealers, while wholesalers say they have all

they can do to keep up with orders. Dealers

who thought that July was a big month for

portable machines say that August far out-

stripped July for this model, and that record

sales picked up remarkably during the last two
weeks of the month.
Harry Marshall, district manager of the Edi-

son Phonograph Co., with headquarters in this

city, made an extensive trip to a section of his

vast territory and motored as far north as Bel-

lingham, east through the Wenatchee and Ya-
kima valleys and down into the Walla Walla
country and Pendleton. ^Ir. Alar^hall sav^:

"Conditions look very good and the thing that

impressed me most was the optimistic view the

farmers are taking of the wheat situation, crops

being greater than in recent years. Dealers

everywhere I visited reported increasing busi-

ness, and H. E. Roberts, of Wenatchee, showed
the sale of six Edison phonographs in ten days'

lime and says his business is greatly in excess

of last year. Kinney Bros. & Sipprell, of Ever-

ette. Wash., report that their volume of business

for July nearly equaled that of last December."

Mr. Marshall, who also visited the Pendleton

Music Shop, reports wonderful improvement in

the rearrangement of this store, the enlarged

floor space and additional booths adding greatly

to its efficiencw

Make Friends

Books
For lou

THIS stand is yours
free with an order

for three gross of Bub-
ble Books.

A small stand is given
free with an order for
one gross.

Other splendid helps
are yours free for the
asking.

IT'S a universal, human trait to trust ever afterwards

the people who once prove trustw^orthy. So it is with

a store that once wins the confidence of its customers.

Bubble 13ooks are excellent stock in trade, for this rea-

son. W henever }'0u introduce them they make friends

for you.

Tell your customers that all children adore the books

"that sing" all the old familiar Mother Goose rhymes
and games. When they take the first one home they

will find out that you did not exaggerate. They have
discovered that children can be kept amused for hotn-s

at a time, playing the charming records and reading

the rhymes and stories that are so beautifull}" illustrated.

These customers will come back for another and an-

other—until they have bought all fourteen Bubble
Books. You have won their respect for your judgment.
They will take v'our word on other merchandise.

The best \\a.y to introduce Bubble Books is through the
Bubble Book Hour. It will bring customers to your store
during j'our dull time. The children will love it—the parents
will thank you—it will advertise your store throughout the
neighborhood. Ask us for information about Bubble Book
Hour.

3aBBLiL Books
"that Sing"

Retail at $1.00 a book icith three records

By RALPH MAYHEW and BURGESS JOHNSON ^'^cw
When you sell one you sell a habit and when you sell a habit you're building business.

HARPER & BROS., Bubble Book Division
New York CityEstablished 1817 49 East 33rd Street

The Economy Drug & Music Co., of Pendle-
ton, is now in its new store, one of the most
attractive establishments in the Northwest. The
music department occupies a separate store,

which is so convenientlj- connected with the

drug store that the w-hole is one store and yet

entirely distinctive. Thomas Youngman does a

big business and carries the Edison, Victor and
Brunswick lines. He is also the agent for the

American Co. line of pianos and the Gulbransen.

E. J. Condon, for six years traveler for the

Edison out of Portland, and who for the past

six weeks has been very ill at the Portland

Medical Hospital, is reported greatly improved.
Elmer Hunt, wholesale manager of Sherman,

Clay & Co., announces J. G. McKay, of Rainer,

and Arthur W. Burton, of Powers, Ore., as new
Victor dealers. Mr. Hunt reports the demand
for the new Art Alodels Xos. 400 and 405, which
have just been received, far exceeding his ex-

pectations, ^ilr. Hunt expects the drop in Red
.Seal record prices to materially increase busi-

ness and says it will give the dealers a splendid

opportunity to balance their stocks. Victor deal-

ers are all accepting the announcement of the

weekly release of supplement records beginning

September 21 with great favor.

Several changes have been made in the per-

sonnel of the phonograph departments during
the past month. Helen Briggs, for the past four

years connected with the phonograph depart-

ment of the Seiberling-Lucas Music Co., has
joined the forces of the Hyatt Talking Machine
Co., and C. Jellison has been placed in charge of

the department and will be assisted in the record

department by Alma Strayer. A. T. Erickson,

formerly of the phonograph department of Mur-
gittroyd's Drug Store, of Spokane, Wash., has
taken charge of the Victrola department of the

Powers Furniture Co., to take the place of P. J.

Heinz, who has been in charge of the depart-

ment for the past three years. Air. Heinz re-

signed to join the sales force of the Powers
Furniture Co., with which he was associated be-

fore taking charge of the phonograph depart-

ment. Emilie Hallowa\', of the record depart-

ment of the Wiley B. . Allen Co., resigned to

become the bride of Dr. W. J. January, of Oak-
land, Cal. Audrey White and Helen Watts
have been added to the department and will

assist Miss Erma Ewart, who has charge of the

record department of the Wiley B. Allen Co.

F. W. Stephenson, secretary of Sherman, Clay

& Co., of San Francisco, was a visitor to the

local store this month on his return from a

motor trip with his family to Yellowstone Park.

S. J. Scrivens, .of Vancouver, B. C, and for-

merly with the Fitzgerald Music Co., of Los
Angeles, has been added to the Victrola depart-

ment of Sherman, Clay & Co.

Geo. W. Lyle, president of the Strand Phono-
graph Co., of Salem, Ind., w-as a recent local

visitor, and while here he made his headquarters
with L. D. Heater, distributor of the Strand
phonograph in this section. While in Portland
Jvlr. Lyle, with the assistan<e of Air. Heater,
closed several important Strand deals.

W. E. Henri^, of San Francisco, Pacific Coast
agent for the General Phonograph Corp., manu-
facturer of Okeh and Odeon records, and W. C.

Fuhri, of New York, general sales manager for

Okeh records, were also visitors to the L. D.

Heater establishment. After business was trans-

acted J\Ir. Heater took the visitors on the

famous Columbia Ri\-er Highway trip.

A. J. Kendrick, of Chicago, general sales man-
ager of the phonograph division of the Bruns-
wick-Balke-Collender Co., called on M. Davis,

district manager, and together visited the trade.

The Vernonia Drug Co., of Vernonia, Ore., is

a new Brunswick agency, with William Folger
as manager.

The announcement of the installing of a press-

ing plant in California by the Brunswick Co.,

to be ready about January 1, meets with the

hearty approval of the local house.

The Hyatt Talking Machine Co., which re-

cently moved into new quarters at 386 Morrison
street, advertised its new location by distributing

60,000 cards to prospective customers.
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SMALL GOODS POPULARITY GROWS

Many Dealers Find That Addition of Sideline

of Musical Merchandise Is a Profitable In-

vestment if Properly Handled

The last few months have witnessed a remark-

able development of the popularity of musical

merchandise departments among talking ma-

chine dealers, many of whom formerly looked

askance at sidelines. Many dealers have in-

stalled stocks of small goods, and in most cases

the experiment has proved satisfactory beyond

expectations, the small capital required for such

a stock, quick turnover with consequent profits

and the comparatively small space which such

a department occupies, enabling retailers to en-

ter this field without great trouble and expense.

Reports emanating from various wholesalers

of musical merchandise indicate that talking

machine dealers generally now realize that an

easy selling sideline, such as small goods, is a

most profitable investment, not only for the

reasons mentioned above but primarily because

of the fact that experience has proved that when

business in talking machines and records is

inclined to be below par there is usually a fer-

tile sales field for string and band instruments.

Indeed, according to information gathered from

the dealers themselves, patrons who have pur-

chased talking machines and records are often

fine prospects for the small musical instruments,

and many concerns have boosted their profits

materially by promoting intensive sales drives

directed toward their old customers.

That the sideline in the talking machine store

is here to stay is evidenced by these facts, and

it is safe to say that no merchant engaged in

the talking machine business can do better than

by adding musical merchandise, which is espe-

cially adapted as a sideline for this type of

business. Some merchants have tried merchan-

dise foreign to the music business as sidelines,

but seldom with any great success.

PALL WHITEMAN TO PLAY IN GOTHAM

Paul Whiteman and His Orchestra, who are at

present engaged in recording some of the latest

dance hits for the Victor Co. in the New York

studio, will appear at the Palais Royal this Fall

as in former years. Mr. Whiteman will make
records until September 27.

NEW B & D

SUPER BANJOS
"Banjos of Quality"

JUST OUT
New Illustrated Catalogue

There's A Reason Why
Particular Trade Buys

B & D SUPER BANJOS

The Bacon Banjo Co., Inc.

Groton, Conn.

PROGRESSIVE CORP. ENTERS FIELD

New Gotham Concern Will Distribute Well-

known Makes of Musical Instruments

A new entry inlo the ranks of musical in-

slrumenf distributors is the Progressive Musi-

cal Instrument Corp., 319 Sixth avenue, New-

York City, organized several months ago, whicli

is now prepared to deliver its products.

A long list of well-known makes of musical

instruments and merchandising supplies will be

distributed by this organization. Included in

these are the Holton band instruments. Bacon

banjos, guitars and ukuleles, M. Hohner har-

monicas and accordions, Ludwig & Ludwig

drums and other manufacturers' products which

are nationally known.

The Progressive Musical Instrument Corp.

states that it will make a special feature of

twenty-four-hour shipments. It plans to ap-

point exclusive dealers in particular territories

and, in keeping with its name, will introduce

a series of new progressive ideas in the distribu-

tion of the products carried. Some of the best-

known and long-experienced figures in the mu-

sical instrument and talking machine industries

are members of the new organization.

OPENS STORE IN READING, CAL.

Re.adin(,, Cal., September 4.—W. H. Bergh,

well-known local business man, recently opened

a new store in which a complete line of talking

machines, records and musical merchandise is

handled. Mr. Bergh has built up a large clien-

tele through progressive business methods.

To Dealers:
When considering the prop-

osition of taking on a full line

of musical instruments and ac-

cessories why not give "Strings
'

your earliest approval. WHY ?

Because of small investment

—

steady sales—fine profits

—

then get the best

—

•AN ASSORTED
GROSS

AT LESS THAN
GROSS RATE"

DISPLAY CASE

For Window and Counter
Write for Introductory Offer

STANDARD MUSICAL STRING
& MFG. CORP.

104 South 4lh Street Brooklyn, N. Y.

HARMONICA BAND CARNIVAL

A NEW YORK INCORPORATION

A charter of incorporation has been granted

to Rosenthal-Low, of New York. The concern

will engage in the manufacture of musical in-

struments, with a capital of $40,000. Incor-

porators are S. N. Rosenthal, J. Low and N.

Weiss.

A harmonica band, composed of the boys who
recently won honors in the City Harmonica
Contest, was a feature of the carnival held by

the Playground Division under the direction of

Supervisor of Recreation of New York James
B. Mulholland, on September 8. The various

activities carried on in the playgrounds during

the past year were exhibited.

The Oldest and

Largest Musical

Merchandise House

IN America

Exclusively Wholesale
ESTABLISHED 1834

C.BRViV0§-S07V,lNC.
351-53FourthAve.NewYorkCity
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IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 145)

Gretsch American Saxophones

Gretsch - American
Saxophone Service

1—GOOD Saxophones!
2—24-Hour Service on Your Orders.
3—Generous Margin of Profit.
4—Advertising Literature with Your

Imprint—FREE!
5—Cuts, Ideas for Newspaper Ads,

etc., Awaiting Your Call.

Sell More Saxophones!
It's easy with Gretsch-Americans

!

The splendid tone and quaHty of the instruments
themselves—the wide margin of profit our whole-
sale prices permit—the prompt service we give your
orders—these are all features that make it easy and
pleasant to sell Gretsch-American Saxophones.

And mighty profitable too!

Ask us, on your business letter -head, for Saxophone
Prices and Descriptive Catalog. For dealers only

The FRED. GRETSCH MFG. COMPANY
Musical Instrument Makers Since 1883

60 BROADWAY BROOKLYN. N. Y.

PREPARING NEW BRUNO CATALOG

Booklet Descriptive of Lines Handled by Well-

known Importers of Musical Instruments

Soon Will Be Ready for Distribution

C. Bruno & Son, Inc., New Yorli City, im-

porters and wholesalers of musical merchandise,

are preparing a. new catalog which is almost

completed and soon will be ready for distribu-

tion. It is predicted by the company that this

new catalog will constitute the handsomest and

most comprehensive piece of literature of this

character ever produced by C. Bruno & Son,

Inc. The timely appearance of this catalog at

the beginning of what is expected to be one of

the biggest Fall seasons in the history of the

industry is most opportune and it will undoubt-

edly have a decidedly stimulating effect on the

sale of Bruno merchandise during the busy sea-

son with which the trade is confronted.

SAXOPHONE HOLDER MAKES BOW

Device Recently Presented to Trade by the

Fred. Gretsch Mfg. Co. Goes Over Big

The Fred. Gretsch Mfg. Co., manufacturer

and wholesaler of musical instruments, Brook-

lyn, N. Y., has lately presented to the trade the

Gretsch-American folding saxophone and com-

bination holder. This holder, which folds up to

fit any standard size music case, is adjustable

in height and allows the saxophone player to

adjust it to his e.xact requirements. The holder

can be used to hold the saxophone alone or to

include several combinations of musical instru-

ments as well. The value of this holder for

window display is also pointed out.

Walter Gretsch, secretary and treasurer of

the organization, sailed on September 15 for

the musical merchandise markets of Europe

where he expects to spend some time making a

careful selection of the best in European

markets for the Fall and Winter seasons.

BUESCHER EMPLOYES HOLD PICNIC

Entertainment Provided Largely by Great Band.

Composed of Employes Themselves

Elkhart, Ind., September 1.—The annual picnic

of the Buescher Band Instrument Co. factory

employes and their families was held last week

at Christiana Tavern. A whole day was devoted

to the affair, a caravan of automobiles leaving

the factory at 9:30. Entertainment was pro-

vided throughout the day by an immense band
composed entirely of factory members. Two
baseball games were played and other sports

were enjoyed. Free coffee, ice cream and lem-

onade was dispensed by the company to its

guests, all of whom united in declaring it the

best outing ever.

FOURTUNE STORE ADDS SMALL GOODS

Memphis, Tenn., September 3.—A musical in-

strument and sheet music department will be

added to the Fourtune Music Store, 111 Madi-
son avenue. The store has handled phono-
graphs and records exclusively up to installing this

new department and, through aggressive meth-

ods, a growing business has been enjoyed.

NEW HARMONICA INSTRUCTION BOOK

Issued by M. Hohner, Contains Interesting Arti-

cles on the Art of Playing Harmonicas

Considerable interest is manifested by the

trade in the new harmonica instruction book
which has been issued within the last few weeks
by M. Hohner, harmonica and accordion manu-
facturer, New York City. This booklet is com-
plete in every detail and contains clearly written

articles on such subjects as: "How to Play the

Hohner Harmonica," "Playing the Scale,"

"Playing a Melody," "Securing Artistic and
Tremolo Effects," "Obtaining an Accompani-
ment." A large double-page illustration shows
the Hohner harmonica as featured in the Rivoli

and Rialto Symphony Orchestras. Space is

given to the new Hohner chromatic harmonica
as well as many highly complimentary news-
paper opinions of the Hohner. The booklet

concludes with a highly interesting article con-

cerning the manufacture of Hohner harmonicas.

ENLARGE BACON BANJO PLANT

Rapid Increase in Demand Compelled Enlarge-

ment of Manufacturing Facilities

Groton, Conn., September 7.—The large and

steady demand for Bacon banjos has already

necessitated the erection of an addition to the

factory of the Bacon Banjo Co., Inc., of this

city. Work is about completed and early use

of the increased facilities provided is expected.

The popularity of the B. & D. super banjo is

reported by David L. Day, general manager of

the company, to be increasing steadily. This

instrument is particularly popular with the pro-

fessional player. Many well-known banjoists

are proud owners of these instruments. F. J.

Bacon, president of the company, and Dr. E. E.

Winship, one of the directors, were recently

granted a patent on a new tail piece which, it is

claimed, greatly improves the tone of the banjo.

This improved tail piece is already being used

on the Bacon banjo.

BUEGELEISEN BACK FROM EUROPE

Samuel Buegeleisen, head of the musical mer-
chandise wholesale house of Buegeleisen &
Jacobson, 5 Union Square, New York, returned

August 31 on the S.S. "Berengaria" from Eu-
rope, where he spent the Summer enjoying a

rest from his executive duties.

GOOD PROFITS

THE VEGA COMPANY
155 Columbus Ave. Boston, Mass.
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Hohner publicity which now begins will include magazines of na-

tional circulation reaching over 50 million readers each month. Plan

to benefit by this publicity.

Ask Your Jobber

M. HOHNER 114-116 East 16th Street
New York City

HOHNEH PRODUCTS nWARDED FIRST PRIZE AT THE PflNflMft-
PACIFIC INTEflNATIONAL EXPOSITION SAN FRANCISCO IplS"

TO ORGANIZE BUESCHER BAND JUNIOR OPERETTAS WELL RECEIVED "TREASURE CHEST" DEMAND GROWS

Employes of Elkhart Band Instrument Factory

to Have Own Organization

Elkhart, Ind., September 4.—At a meeting of

about fifty musician employes of the Buescher

Band Instrument Co. last week plans were con-

sidered for the establishment of a Buescher

band. The impromptu band organized by

George Dierstein, cornet tester at the factory,

at the Buescher picnic last week proved so suc-

cessful that it has prompted the men to think

of a regular factory band. Everyone was en-

thusiastic and agreed to do his best to make it

the finest band in Indiana.

Officers elected were F. A. Buescher, presi-

dent; Allan Loomis, vice-president; Homer
Spicer, manager; C. A. Kline, secretary-treas-

urer; George Dierstein, director. A record was

taken of those present -and the instruments

played by each man. In a talk to the men Mr.

Buescher stated that the success of the band

rested entirely with them.

INSTALLING NEW EQUIPMENT

Zimmerman-Bitter Co. Secures Important Con-

tracts—Emanuel Blout Redecorating Store

The Zimmerman-Bitter Construction Co.,

New York, recently secured two additional con-

tracts for the installation of its equipment; one

contract calling for the renovating and redec-

orating of the store of Emanuel Blout at 481

Orange street, Newark, N. J. The front of the

store will be remodeled and the ..interior re-

decorated in French period design. Piano

rooms, record, musical instrument and sheet

music departments will be installed. The com-

pany has also secured the contract for the in-

stallation of equipment in the quarters of the

Musical Products Distributing Co., New York.

NEW STORE OPENS IN HARTFORD

C. W. Cain and John Vendetti, two Hartford,

Conn., musicians, have opened a band instru-

ment store to be known as the Hartford Band
Instrument Co., with headquarters at 16 Market

street, in that city.

A charter of incorporation has been granted

to the Gaiety Talking Machine Co., of New
York City, with a capital of $5,000. Incorpora-

tors are A. Markowitz, H. Gellman and W.
Haines.

Vulcan Record Corp. Receives Numerous Dealer

and Jobber Applications—"Little Red Riding

Hood" Records Now Being Delivered—Pro-

duction Facilities Increased to Meet Demand

The Vulcan Record Corp., 15 East Fortieth

street. New York, which announced a new rec-

ord recently known as the "Junior Operetta Se-

ries," states that it is making rapid progress in

the production and marketing of these records.

Deliveries of the "Little Red Riding Hood" se-

lections are now being made and factory facili-

ties are being increased rapidly in order to give

the trade efficient service and co-operation.

In a chat with The World Fred Hedinger,

secretary and general manager of the company,

"Little Red Riding Hood" Display Sign

stated as follows; "Since announcing the Junior

Operetta Series, a few weeks ago, we have re-

ceived applications for dealer franchises from all

parts of the country. All of these applications

call for good-sized orders and we are increas-

ing our production as rapidly as possible in

order to meet the requirements of the trade.

We have also received numerous applications

from well-known and responsible firms in the

leading trade centers who are desirous of acting

as jobbers for our product. In all probability

we will announce the appointment of jobbers

very shortly and these distributors will be given

every opportunity to serve the dealers in their

territories efficiently and satisfactorily.

"In addition to the 'Little Red Riding Hood'
Junior Operetta records we expect to announce
in the near future additional sets of records in

our series, such as 'Cinderella,' 'Snow White,'

'Three Bears' and other fairly tales that are

popular the world over. Judging from the en-

thusiastic reception accorded our first announce-

ment there is an unlimited field for this class

of records and .we are gratified at the interest

and response manifested by the talking machine
dealers.

H. V. Lippert, music dealer, Dyersyille, la.,

recently sold his entire stock of talking ma-
chines, pianos, etc., to H. R. Flammang, who
has moved the music stock to his jewelry store.

Victor Dealers in All Parts of the Country Or-

dering Sets of Records Selected by C. Bruno

& Son Through Local Wholesalers

The hearty response which met the first ap-

pearance of the "Treasure Chest," produced by

C. Bruno & Son, Inc., Victor wholesalers, New
York City, continues strongly. The "Treasure

Chest," it will be remembered, is an attractively

cartoned set of six double-faced, ten-inch or-

chestral musical gems from the Victor catalog.

These selections embrace music of six foreign

nations. Although the first response was natu-

rally from Victor dealers in the metropolitan

territory dealing regularly with C. Bruno &
Son, Inc., the demand is now also from Victor

retailers in cities of all sections of the coun-

try. In accordance with the suggestion made
by C. Bruno & Son, Inc., these Victor retailers

are placing their orders through their local Vic-

tor distributors. Wm. J. Haussler, president of

the company, reports Victor wholesalers everj--

where are placing substantial orders for the

"Treasure Chest." The many repeat orders now
being received for the "Treasure Chest" are a

visible indication of the success with which . it

has met, as well as its growing popularity-.

IMPROVEMENTS AT FREDERICKS

Main Floor Redecorated—Audak Record Dem-
onstration Device Added to Speed Service

Uniontown, Pa., September 8.—The W. P.

Frederick Piano Co., this city, is undergoing

extensive improvements in preparation for the

Fall and Winter trade. The entire Main street

floor has been redecorated and new lights and
carpets are being installed. An improvement
in the Victrola department is the installation

of an Audak, which is the latest improvement
in record demonstrating devices.

This instrument takes the place of extra

booths and allows the customer to hear a rec^

ord without anyone else hearing the same rec-

ord demonstrated.

R. B. WHEELAN HOME FROM EUROPE

R. B. Wheelan, president of Health Builders,

Inc.,- arrived in New York on Alonda}-, Septem-
ber 10, after several months of touring Europe.

Mr. Wheelan was accompanied by Mrs.

Wheelan, and while abroad they visited a large

number of the points of interest.

ST
Watch

this Baby
GROW!
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DETR PIT
Prosperous Outlook for Auto In-

dustry Is Reflected in General

Good Business—News of Month

Detroit, Mich,, September 8.—Dealers around

this part of the country are looking forward

to record business and anticipate that each

month will show up at least 100 per cent better

than last year. In fact, some of the months

this year have already enjoyed such a record

—

and business, on the whole, from January to

August 31 is considerably ahead of the same

period last year for everybody. Automobile

manufacturers see very little let-up in produc-

tion, as orders are still coming in faster than

they can be handled, and there is nothing to

indicate that there will be any change, except

that business a little later will not be quite up

to what it has been all Spring and early Sum-
mer. But this falling off is naturally expected

around October, November and December.

What applies to Detroit applies to all the other

cities in Michigan where motor manufacturing

is the biggest industry. And over in the city

of Grand Rapids the furniture factories are

going full speed, with indications that they will

continue right through the Fall and Winter.

In Battle Creek the cereal food manufacturers

are busier than ever; in Kalamazoo the paper

manufacturers cannot begin to take care of

orders, and we could go right down the line

and mention similar business conditions in every

big city in the State.

This is State Fair Week in Detroit, and it is

bringing many thousands of visitors from all

parts of Michigan, Ohio and Indiana. It is

being staged on a more mammoth scale than

ever. In visiting the Administration Building

the other night The World correspondent

noticed a very attractive exhibit by Grinnell

Bros., in which every type of Victor talking

machine and all the latest Victor records were

being exhibited and sold.

This being the forty-second anniversary

month for the J. L. Hudson Co., special offer-

ings are being made in the various departments,

which include the talking machine division. In

this department are handled the Victor, Bruns-

wick, Cheney and Poole instruments, as well

as Victor and Brunswick records.

In this issue is an important announcement

by Lind & Marks Co., which is distributor for

the Vocalion and Vocalion records. The an-

nouncement is in connection with the Wolverine

phonograph which it is manufacturing and

has been for the past three years. But only

now has the firm been in a position to take on

additional business, due to increased factory

facilities. The Wolverine is made in two

finishes—walnut and mahogany. The Wolverine

portable has been a very popular seller all Sum-
mer. The other models range in price from

The Phonograph Line That
Speaks for Itself

By superior quality and value alone has the Pooley Phono-
graph achieved recognition and prestige. The reputation of

the manufacturers for producing nothing but the best has been
zealously guarded in the production of these instruments, and
the high class houses now selling Pooley Phonographs are a

recommendation and evidence of their excellence.

Successful and growing concerns are the ones with the

ambition and purpose of securing for their customers the best

for the money, and genuine values at consistent prices make
sales easy, and build up a satisfied, loyal class of trade.

We offer you in the Pooley line the highest types of the

artistic blending of musical instruments into fine furniture.

Eight consoles and one upright style. Complete line on dis-

play at Detroit and Cleveland.

Inquiries Solicited.

C. L. MARSHALL COMPANY, Wholesale Distributors
Michigan, Ohio, Kentucky, W. Va , W. Pa. and E. Ind.

Pooley Phonographs, Outing Portables and Criterion Musical Merchandise Products

Detroit, 514 Griswold St. Cleveland, 328 Superior, W.

$100 to $215 retail. Lind & Marks are now
selling thirty-eight accounts in the city of De-

troit and about 400 in the State, which is a

phenomenal showing, considering the short pe-

riod of time they have been in business. A
feature of the Wolverine is that a five-year

certificate of guarantee goes with every machine

sold, and there are many satisfied owners of

these fine instruments in this section.

A. A. Fair, now special representative of the

Pathe Phonograph & Radio Corp., was a recent

Detroit visitor. Mr. Fair was formerly sales

manager of the Jewett Phonograph Co., as well

as salesman of the phonograph department of

the Aeolian Co. and for several years with the

Columbia Co.

J. F. Quinn, manager of The Brunswick Shop,

is on a motor trip and will be back some time

this month. His family is with him. They ex-

pect to visit all points in the East, including

Bridgeport, Conn., the former home of Mr.

Quinn, as well as New York City and Atlantic

City. P. J. Gordon, manager of the store in

his absence, told The World correspondent that

business was coming splendidly, was far ahead

of last year, and that the outlook for Fall has

never been better.

Brunswick records are again being distributed

locally through the Detroit branch of the Bruns-

wick-Balke-Collender Co, This is proving of

great value to the Detroit dealers handling the

Brunswick, as it is giving them much better

service.

R. B. Ailing, manager of the Phonograph Co.,

of Detroit, Edison jobber, states that business

has shown splendid improvement since August
15, and that everything looks good for the bal-

ance of the year. "We have sold more high

priced phonographs than ever in our history

during the past ninety days," he declared. "It

is surprising to us where all the business came
from."

HOLLENBACH BUYS EILER ASSETS

Spokane, Wash., September 4.—C. E. Hollen-

bach, of the Hollenbach Piano Co., of this city,

who formerly was office boy in Filer's Music
House, which has been in the hands of a re-

ceiver since November last, has purchased the

assets of the company from the receiver. It is

reported that a financial consideration of $20,-

000 was involved in the deal.

TO COVER METROPOLITAN TERRITORY

The Favorite Manufacturing Co. announces
the appointment of I. Rosen to its list of sales

representatives. Mr. Rosen will cover the

metropolitan district where he has a large ac-

quaintance among retail talking machine dealers.

For a number of years he represented well-
known talking machine products, and his long
experience in serving retailers well qualifies him
for his new activities.

If the Best is the Cheapest to Buy,—

Then the Best is the Cheapest to Sell.

Music lovers everywhere recognize that only the New Edison can give real music;

for it is the only phonograph that actually Re-Creates the artist's performance.

Its realism is so profound that the music critics have been unable to distinguish

the original from the Re-Creation.

Write us for our latest agency proposition

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1540 Woodward Avenue Detroit, Michigan
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We have
just now
some very
attractive

and prof-
itable ter-

r it 0 ry
open, we
m i g ht
suggest
early ap-
plication.

The NEW 1924 Models of the

Best ma-
terials ob-
tainable,

made as
good as
humanly
possible
and
priced
moder-
ately—
Th e

Waiver-

The Standard of Comparison

Model 30,

Height 46 inches
Width 21 inches
Depth 22 inches $100

Model 800 Tudor Console
Two views of this Tudor Period Console, showing instrument
open and closed.
Height 3-1 inches Length 38 inches Depth 22 inches $175

Model 100 Queen
Height 35 inches
Length 36 inches
Depth 21 inches

Anne Console

$125
HREE advantages to the dealer stand out promi-
nently in our line.

Model 300
Sheraton Console

Height 'i~> inches
Length 34 inches
Depth 21 inches $100

J First, of coui'se, is quality such as you can guar-^^ antee to the trade and backed by our certificate of
guarantee.

Second, is popular price, whicli brings our machines into
a wider range of homes.

Third and highly important, is the larger profit in a de-
pendable Phonograph.

When we say "The Standard of Comparison" we mean
that the Wolverine, placed side by side with any machines
made, will stand out in a manner to delight the true lover
of music.

Equipment of the Wolverine

Only the highest quality of materials are used in Wol-
verine cabinets and the workmanship cannot be surpassed.

The Universal Tone Ann plays all records.

Automatic stop, scientific tone modifier and all exposed
metal parts heavily plated with nickel.

Our models 270-800 and our Louis XV Console come with
full set of Albums.

The 800 model and Louis XV Console have all metal gold
plated.

The Wolverine line is not a new or experimental one, but
has been successfully on the market over three years.

This is the first .time our production has increased suffi-
ciently to allow us to advertise.

Model 900

Stuart Console
Height 3.5 inches
Length 36 inches
Depth 21 inches $150

Model 600
.\dani Console

Height 35 inches
Length 36 inches
Depth 21 inches

isoie

$125
All machines shipped direct from

or Detroit.
Address all communications to

Detroit.

Cleveland

offices at

liOuis XV Console
Height 35% in.
Length 40 in.

Depth 23 in. $215
Manufacturers of the Wolverine Phonographs

and wholesale distributors of Aeolian Vocalion
and Vocalion Red Records.

LIND AND MARKS CO.
Congress and Bates Streets DETROIT, MICH.
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Another Superior Point for THE NEW COLUMBIA

When you have played a record through to the very last note, the

New Columbia motor comes silently to a stop. The new, non-set,

automatic stop does it. There is nothing to adjust ! And it stops

any record, long or short— of any make— w^ith w^ide or narrovvr

playing surfaces—every time

!

COLUMBIA GRAPHOPHONE CO.
New York

ALBANY
Traveling Music Shop on JFheeh

Boosts Sales—Many Fair Exhibits

—Other Activities of the Trade

Albany, N. Y., September 7.—The first travel-

ing music shop on wheels was started out last

month by the Baker Music House and it is not

only attracting considerable attention along its

routes, but is expected to call the attention of

dealers to a new method of advertising and get-

ting business. The new store is a big truck

mounted on a Ford chassis, with portable steps

in the rear. It is fully equipped with a Story

& Clark player-piano, upright and console mod-

els of Columbia phonographs, Starr table instru-

ments and Columbia portables, a line of Lyon &
Healy musical merchandise. Conn cornets, saxo-

phones and other band instruments, as well as all

music supplies. It is used principally in the country

districts, each farm house being visited and the

occupants invited to enter and listen to the latest

records and piano rolls. The interior is prettily

decorated with chairs and settees for prospective

customers and, with two large windows, makes a

cozy "store." All country picnics and public enter-

tainments are attended and music supplied for

dancing and entertainment. E. T. Leary, for-

merly of the Utica Baker store, and George H.

Lehr, of the Albany store, are in charge. The

EDISON

truck has been well received by the farmers and

the Baker delivery trucks have been kept busy

following up the "store" making deliveries. O.

E. Kellogg, general manager of the Baker Music

House, is enthusiastic over the success of the

experiment and is already planning more "wheel

stores" for next Summer. Concerning the Fall

business outlook Mr. Kellogg says he believes

the sales in all lines handled by his firm will be

limited only by the amount that can be secured

from jobbers and manufacturers and that a

shortage is already being experienced in many
lines. The business of the past Summer, he

says, has been the best in history.

Dealers Exhibiting at Fairs

Many of the local dealers are exhibiting their

lines at the country fairs and consider it an

excellent method of obtaining prospects for fu-

ture sales. The Baker Music House is having

an exhibit at all the fairs within the territory

served by its branch stores. At the Hudson
Falls Fair Starr phonographs and Remington
and Story & Clark pianos were shown. It was
in charge of Juan Silva, manager of the Baker
Glens Falls store, assisted by Howard Brazee,

of Albany, and Chris Cummings, manager of

the Green Island store. At the Balston Spa
Fair radio was strongly featured, being in

charge of R. C. Garbardt, manager of the radio

department of the Baker stores; Howard Brazee,

and W. G. Webster, manager of the Balston
Spa store. Columbia talking machines were ex-

hibited. The exhibit at the Chatham Fair was
in charge of J. T. Rider, manager of the Hud-

Ihe Key to Opportunity!

Do you know that right now—this very day

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about
this "once-in-a-lifetime" Edison sales

opportunity.

t6

NEW ISON
COMPAiaSON 'WITHpHfiLlVINC ARTIST

BliRFERENCE ^

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

AMERICAN PHONOGRAPH CO.
707-OQ BROADWAY, ALBANY. N. Y.

son store, and Columbia phonographs and pi-

anos were shown. The Thomas Music Store

will only have an exhibit at the Altamont Fair.

It will be confined to all models of Victrolas

and will be in charge of F. M. Hulett, Herbert

Earl, Willard Marshman and Alfred Garrison.

McClure & Dorwaldt will have exhibits at the

Cobleskill and Altamont Fairs of Victrola and
Sonora models. Mr. McClure will be in charge

of the Cobleskill exhibit and Mr. Dorwaldt at

Altamont. The other dealers believe the ad-

vertising and resulting sales are worth the cost

of the exhibits.

Joseph Kermah Promoted
Joseph Kennah, who has been associated with

Henry Pommer & Sons since the inception of

the present business two years ago, has been

placed in charge of a new department as serv-

ice manager. Mr. Kennah plans to call on
every purchaser of a talking- machine several

times a year and see that the phonograph - is

working properly and he will take orders for

new records. The Raleigh, the latest Bruns-

wick console model, is expected to be a great

seller. The Pommer store recently installed a

new line of Emerson records.

Edison Dealers Busy
Edison dealers throughout the territory cov-

ered by the American Phonograph Co., Edison

jobber for this territory, with headquarters in

this city, are doing a good business. This is

evidenced by the volume of orders being re-

ceived by the American Phonograph Co., and
the demands of the dealers for instruments in-

dicate, also, that they are anticipating a good
Fall business and are preparing accordingly.

The "Upright or Console" Problem
The question of the extent of the demand for

upright models of talking machines the coming
Fall and Winter season, because of the attrac-

tive new console and period models, will be a

serious one with dealers in placing their orders.

L. H. Schutter, manager of the Thomas Music
Stores, recently sold three upright Victrola

models in one day, each of the purchasers mak-
ing the selection in comparison with consoles

at the same price.' Mr. Schutter said he was in-^

clined to place but few orders for uprights, but

the one day's experience has convinced him that

the older styles are not to become obsolete,

but will continue to be the choice of many pur-

chasers, and he is considering making one-half

of his order of the older styles.

Al Edelson, of the Strand Temple of Music,

has returned from New York City, where he

placed a large order for phonographs for the

Fall trade. He said he believed there would be

a lessened demand for the upright models, but

he selected about one-third of these types. He
and Mrs. Schutter are enthusiastic over Fall

business prospects.

Stage Anniversary Business Drive
McClure & Cowles have had a very success-

ful fifteenth anniversary drive for business on
Victrolas, Sonoras, pianos and players. The
business the past Summer is reported as hav-
ing been the best in the fifteen years since the

firm was founded.
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^1wersoTlJ\R^ords
Fifty Cents Retail

IRVING AND JACK KAUFMAN

The Emerson Record is the only record being
sold today at popular prices on a policy which
protects the high-grade phonograph dealer from
undesirable competition.

The Emerson Record is the ONLY RECORD
on the market today which is being sold univer-
sally at FIFTY CENTS retail.

The Emerson Record in most part is recorded
by EXCLUSIVE EMERSON ARTISTS on
a par with those recording the highest priced
popular records.

The Emerson Record is out first with all the
American Song Hits of the day.

The Emerson Record has a very large foreign
catalog in Italian, Jewish, Polish, Russian and
German.

The Emerson Record is sold only in phono-
graph shops doing business according to the best
ethics and standards of the phonograph trade.

The Emerson Record at fifty cents retail nets
the dealer the same margin of profit he receives
from standard phonograph records retailing at

much higher prices.

Latest IRVING AND JACK KAUFMAN Rf.cords

10657—Just a Girl That Men Forget
That Old Gang of Mine

10661—I've Got the Yes! We Have No Banana
Blues

Three Thousand Years Ago

10649—Cut Yourself a Piece of Cake
Hi-Lee Hi-Lo

10614—Beside a Babbling Brook
Ten-Ten-Tennessee

10594—Who's Sorry Now?
Any Place That I Make Money Is Home,

Sweet Home, to Me

10590—No One Loves You Any Better Than
Your M-A-M-M-Y

Crying for You

10581—Little Rover
New Hampshire

10572—Way Down Yonder in New Orleans
Way Down East in Maine

10571—Honeymoon Time
(Baby Blue Eyes)

1 0565—Porcelain Maid
Crinoline Days

Clip the attached coupon, fill out and mail to us. We will send you a dealer's

application and very interesting information as to the policy under which the

Emerson Record is now sold, together with a catalog of our latest American and
Foreign records.

Emerson Phonograph Company, Inc.
105-111 West 20th Street

New York City

Please mail me at once full information as to your Agency proposition on the Emerson Records at Fifty Cents Retail,
together with the details of the policy under which this record is sold.

FIRM , ^

STREET

CITY :

STATE
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W D.ANDREWS CO.
DISTRIBUTORS OF

VICTROLAS and VICTOR RECORDS
'Service That Satisfies"

SYRACUSE, N. Y.

I N SYRACUS E
Exhibits at Fairs Occupy /Attention of Retailers-—Planning Fall

Drive—M. Doyle Marks Co. Remodels—Trade Nezus and Activities

Syracuse, N. Y., September 7.—Business in this

city and environs has held up in a satisfactory

manner, according to reports of retailers and

wholesalers. The Fair season is now in full

sway and dealers in this section of the State

have been taking advantage of the opportunity

of displaying their lines in attractively arranged

booths, which, in most instances, have proved

the equal in drawing power of the other ex-

hibits. While sales traceable directly to the

fair displays have not been many, some imme-

diate sales were made. What is of greater im-

portance, however, is the fact that in all cases

dealers succeed in securing the names of con-

siderable numbers of live prospects, which they

vigorously follow up by means of outside sales-

men and direct mail. The effect of these cam-

paigns is cumulative and thus the exhibits re-

turn excellent dividends for the trouble and

expense involved.

The influx of orders being received by whole-

salers indicates that dealers are ordering their

Fall and early Winter stocks in anticipation of

the usual seasonal buying revival. On the

whole, there is much reason for optimism in this

territory over the business outlook at the pres-

ent time.

Make Exhibit at Trumansburg Fair

The Stover-Updike Hardware Co., of Tru-

mansburg, N. Y., Edison dealer, had a very

handsome exhibit at the Trumansburg Fair dur-

ing the week of August 13. Frank E. Bolway

& Son, Inc., who are the Edison jobbers for this

zone, have been co-operating with the different

dealers who are exhibiting at Fairs and had one

of their representatives, Johrv Essig, Jr., spend

two days at the Trumansburg Fair, assisting the

Edison dealer.

Big Increase in Edison Business

A representative of Schuderer & Castle, Edi-

son dealers in Rome, N. Y., who was in the

office of Frank E. Bolway & Son the other day,

stated that their Edison record business from

August 1 to 10 inclusive amounted to more than

iiiniiiiiiiiiiiiiiiiiiiiiiiiiiiii'iiniiiii'i'""""""""

The *'Wise" Sonora Dealer Is

Ordering His Machines NOW
There is going to be a shortage of Sonora

product this Fall, and the wise Sonora

dealer w-ill be making a profitable move
if he places his orders as far in advance

of October 15th as possible.

This suggestion is offered after recei\"ing

reports from all parts of our territory,

and we have no hesitancy in predicting

that the 1923 Fall months will be a

banner Sonora season. Are you equipped

to get }"our share?

Illllllllllllllllllllllllllllllllllll

GIBSON-SNOW CO., Inc.

SYRACUSE NEW YORK

their entire August, 1922, record business. They
have been making quite a drive on attach-

ments among the talking machine owners, mak-
ing it possible to play Edison records on all

makes of talking machines and, as a result, their

record business has ' increased considerably.

Schuderer & Castle state that one of the rea-

sons for their record business increasing to such

an extent is that the Edison Laboratory has

been getting out the "hits" long before the pub-

lic has sickened of them and turned to later

numbers released by music publishers.

Gibson-Snow Co. Planning Fall Drive
The Gibson-Snow Co., Sonora jobber, is mak-

ing plans for a banner Fall trade and the mem-
bers of the company's sales staff are asking So-

nora dealers to anticipate their Fall require-

ments as much as possible. Practically every

Sonora dealer in this territory is keenly opti-

mistic regarding the outlook for Fall business

and good-sized orders are being received from

the retailers throughout this section of the

State. The Gibson-Snow travelers state that

not only are the dealers placing orders, but the

merchandise is moving, which is a very satis-

factory condition. One of the interesting fea-

tures of Sonora activities the past month has

been the enthusiastic reception accorded the

July-August issue of the Sonora Bell, the house

organ issued by the Sonora Phonograph Co.

This number contains valuable selling helps for

the dealers and the Gibson-Snow Co. has a

number of extra copies on hand which it will

be glad to distribute upon request.

Bolway Enlarges Edison Representation

Frank E. Bolway & Son, Inc., Edison jobbers,

have started a campaign to enlarge their repre-

sentation and plan to take on several new deal-

ers during the next two or three months. Dur-

ing the past week they report that Wallace J.

Vastbinder, of Seneca Falls, N. Y., who has just

opened up a very nice music store, has signed

up as an Edison dealer. W. H. Griffin, of Nor-

wich, N. Y., also is now handling the New Edi-

son. Other new accounts opened include H. J.

Hunter, Parish, N. Y.; Bowman & Jones, Cleve-

land, N. Y.; M. C. Benson, Hastings, N. Y.; A.

E. Olmstead & Son, Orwell, N. Y. F. E. Bol-

way & Son report that they have numerous in-

quiries for the Edison line, which goes to show
that it is steadily becoming better known by

the buying public and merchants are realizing

this demand.
Victor Dealers Doing Good Business

The W. D. Andrews Co., Victor wholesaler,

with headquarters in this city, has been enjoy-

ing an excellent business and present indica-

tions are that the Fall business will be very

satisfactory. Victor dealers throughout this ter-

ritory are taking advantage of every opportu-

nity to increase their sales and this activity has

kept the business volume up to par thus far

this year.

M. Doyle Marks Co. Remodels
Extensive remodeling of the establishment of
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The NEW EDISON
in

New Models, New Prices

EDISON FEATURES

Permanent Diamond Point Reproducer.

Plays all Malees of Records Better.

Edison Records Play Longer, Wear Longer.
New Improved Records.

Dealers proposition submitted upon request

-BOLWVY
SYRACUSE

Jobbers
Est. 1889

F. WOODS WITH STARR LABORATORY M. I. S. CO.'S NEW "CUT" BOOK

the M. Doyle Marks Co., Elmira, N. Y., Victor

and Edison dealer, was recently completed and
this concern now has one of the most up-to-date

stores in the vicinity. The record department
has been moved to the first floor and the entire

second floor is used for the display of an exten-

sive line of talking machines.

OSCAR W. RAY HOME FROM EUROPE

General Manager of Vocalion Division of

Aeolian Co. Returns From Extended Tour of

Europe—Makes Important New Contract

Oscar W. Ray, general manager of the Vocal-

ion Red Record Division, of the Aeolian Co.,

returned on Monday, September 3, on the

"Leviathan," from an extended tour through

Europe, occupying over three months, in the

course of which he looked after the business

interests of the Aeolian Co. in London, Berlin

and Paris and, incidentally, he studied existing

business conditions in England and also on the

Continent.

In discussing business conditions in Europe
at present Mr. Ray stated that the politics, ex-

change and business situation generally, among
the various nations, were changing so rapidly

that it was impossible to prophesy with any ac-

curacy the outcome. He declared, however,

that there was every indication that the interest

of America and its co-operation are needed by
European nations to bring them out of the pres-

ent state of chaos.

In a brief interview Mr. Ray said: "During

my travels I had a wonderful opportunity to

hear the music of Europe and witness the im-

portant part that it has in the lives of the peo-

ple on the Continent.

"Many important contracts were made for the

Aeolian Co. for the exclusive right to leading

artists of Europe for Vocalion Red records,

and a special announcement will be made in re-*

gard to these contracts at a later date. We are

now equipped and prepared for the biggest year

in the history of Vocalion Red records, and our

dealers may be assured a most successful

future."

Frederick Woods has succeeded Thos. Griselle

as musical director of the Starr Recording

Laboratory in New York where Gennett rec-

ords are made. Mr. Griselle was forced to re-

sign on account of illness.

A Brunswick phonograph has been installed

in the Saratoga Springs, N. Y., training quar-

ters of Jack Dempsey, heavy-weight champion

prize fighter of the world, who is at present

training for his bout with Luis Firpo, the "wild

bull of the Pampas."

Victor Wholesaler Issues Second Edition of

"Cut" Book—Attractive Illustrations for Deal-

ers' Publicity Make Book Valuable

The advertising department of the Musical

Instrument Sales Co., New York, Victor whole-
saler, has just prepared the second edition of

M. I. S. Victrola illustrations for use by Victor

dealers in their printed advertising. This book

Illustration in M. I. S. Co.'s New Book
contains a unique assortment of especially de-

signed plates and matrices which efTectively

feature the Victrola and which provide the deal-

er with material for a whole year's advertising

campaign.

The wide popularity and success of the first

edition of the M. I. S. cut book demonstrated

the value of this service to the Victor dealers

and influenced the publication of the second

edition. All of the illustrations in the new edi-

tion (with very few exceptions) are entirely

different from the previous book, depicting the

current model Victrolas in an attractive and

impressive way. It is suggested that the deal-

ers consider the use of these illustrations in

newspaper advertisements, mailing cards and

folders, letter-heads and envelopes, seasonal cir-

culars, bill heads, etc.

Are You Selling

In Great Britain:

The very thing for all out to cultivate a big export trade is to get within the

vision of the Buyer's Eyes. His exclusive notice is worthy of a special effort

to gain, and that is why we invite Yoii to very carefully consider one of the

best Export Trade 0 pportunities ever submitted.

For many years past, the EngHsh publishing house of G. D. Ernest & Co.

has issued a valuable trade work

—

The Music Trades Diary, Year Book and Directory

It carries the advertisements of representative British firms, and the 1924

edition should most certainly include an announcement of your products.

Its circulation covers United Kingdom dealers in music and all kinds of

musical instruments ; also large buyers in the Colonies and foreign countries.

Thus are the markets of the world thrown open to You in the most direct

way—not for one week, but for tivelve solid months.

If you zvrite at once there is just time to hear more about it before finally

deciding the amount of advertisement space you will require. Ask for our
prospectus on the subject.

G. D. ERNEST & CO.
Bessemer House, Duke Street, Adelphi, London, W. C. 2.

TheWaltX5en$a|bn for 1^23

Watch ^
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VICTOR JOBBERS DECIDE OWNERSHIP OF GOLF TROPHIES

Golf Matches Held at Sea View Club on September 5 to Determine Final Possessor of the John-

son and Blackman Cups—Lew CoUings Wins First and Fred Oliver Second

Absecon, N. J., September 6.—In order to de-

termine who were entitled to the final posses-

sion of the Johnson cup and the Blackman cup,

two valuable trophies offered to stimulate in-

terest among the golfers in the ranks of the

Victor talking machine jobbers, the one pre-

sented by President Eldridge R. Johnson, of the

Victor Talking Machine Co., and the other by

J. Newcomb Blackman, head of the Blackman

Talking Machine Co., New York, two lively golf

matches were held at the Sea View Club here

recently, participated in by those who in for-

mer tournaments had won legs on the prospec-

tive cups. .

The contestants for the Johnson cup were

Lew Collings, of Collings & Co., Newark, N. J.;

French Nestor, of the French Nestor Co., Jack-

sonville, Fla., and C. A. Grinnell, of Grinnell

Bros., Detroit, and the play was decidedly close,

despite the fact that Mr. Grinnell had just about

recovered from a recent illness and was not in

his best form, although he insisted in carrying

on. Thirty-six holes were played, with the re-

sult that Collings came through with a gross

net score of 178, Nestor with a gross of 186 and

a net of 180, and Grinnell with a gross of 194

and a net of 186. The match was actually won

in the last nine holes, in the course of which

Collings played four holes in par and came

through with a score of 40.

The contestants for the Blackman cup were

Louis Buehn, of the Louis Buehn Co., Phila-

delphia; Fred P. Oliver, of the Blackman Talk-

ing Machine Co., New York, and C. G. Camp-

bell, of the Knight-Campbell Co., Denver, Col.

The latter, being unable to attend, relinquished

his claims to the cup and the match was played

off by the remaining contestants. Both Buehn

and Oliver played a close game, with the result

that Buehn, without a handicap, brought in a

score of 190, while Oliver, with a handicap of

16, came through with a net of 188. At the

here's the newest phonograph toy

6ThEfiHONOGRAPH
%OLLI^

The Cop. the

Dancer, the

Comedian,
the Clown
and Jenny,
the Mule

—

O, they're

funny! The
Comedian
makes love

to tlie Danc-
er: the Mule
tries to

throw the

Clown and
kicks off the

Cop's hat.

The Cop
finally runs
the whole
bunch in.

Here Are
The Other
National
Funmakers
THE MAGNETIC
DANCERS — They
waltz, lox-trot or two-
step like a couple on a
ballroom floor. Price $1.00

THE KASTVS FAMILY
—Don't miss these favor-
ites

—

Kagrtime Rastus,
Price $1.25

Boxing; Darkies,
Price SI. 50

Shlmandy. . ..Price §1.65

THE FIGHTING ROOS-
TERS—My, but they're a
scrappy pair; Price §1.65

Order the Full Assort-
ment. Xon can sell them
all as easily as one.

You Can Build Up A
Splendid Holiday Trade
With These National Toys

THEY take up smaH space and
they SELL SWIFTLY. Put

them in your windows and watch
the crowds gather.

Order a few just as a starter.

You'H be surprised how quickly
they'H go. Phonograph PhoHies
(set of 5 figures) seH for $1.65.
Combination of Comedian and
Dancing Girl, $L00; Cop and
Clown, $1.00.

Usual Trade Discounts.

NATIONAL CO. BOSTON MASS.

108 BROOKLINE STREET CAMBRIDGE, MASS., U. S. A.

twenty-seventh hole Buehn had caught up on

Oliver's handicap and had him one up, but the

latter put up a startling finish, taking three of

the final line holes in par. An interesting fea-

ture of the play was that the contestants in

both matches were even at the thirty-fourth

hole, the cups being won by one stroke each

in the thirty-fifth and thirty-sixth holes.

The arrangements for the tournament were

under the direction of J. C. Roush, of the Stand-

ard Talking Machine Co., Pittsburgh, whose

success in determining the handicap was evi-

denced by the close play. Mr. Roush himself

acted as scorer and referee in the play for the

Johnson cup, while W. F. Davisson, of the

Perry B. Whitsit Co., Columbus, acted in a

similar capacity for the Blackman match.

The cups were presented to the match win-

ners at the clubhouse at the conclusion of the

tournament, following which the contestants

were the guests of Mr. Roush at dinner. The
day following the majority of those who partici-

pated in the play or attended the matches vis-

ited the Victor factory in Camden.

APPEAL TO HELP L. P. VALIOUET

Veteran Phonograph Inventor Has Been 111 for

Eight Months—S. A. Ribolla, in Letter to the

Trade, Appeals for Assistance

Chicago, III., September 5.—S. A. Ribolla, gen-

eral manager of the General Phonograph Corp.

of Illinois, with headquarters in this city, has

sent a letter to the trade appealing for assist-

ance in behalf of L. P. Valiquet, one of the vet-

erans of the phonograph industry, who had been

seriously ill for a period of about eight months.

In his letter Mr. Ribolla states: "Air. Valiquet's

illness cost him about $4,000 and his financial

resources are now entirely exhausted. He is

not entirely recovered, but he is able to be about

for several hours each day, although he is in no

position to do any lucrative work. As he is

one of the real pioneers in the phonograph in-

dustry in this country I believe that a great

many members in this trade will respond to this

appeal if their attention is called to Mr. Vali-

quet's plight. I would suggest that any sub-

scriptions be mailed direct to L. P. Valiquet,

5472 Everett avenue, Chicago, 111."

Mr. Valiquet's experience in the talking ma-
chine field dates back to 1898, when he com-
pleted a disc talking machine and record which
was placed on the market under the name of

"Zon-O-Phone" and which won popularity the

world over. He afterwards devoted consider-

able time to designing and constructing spring

motors for illustrated song and picture ma-
chines and, in more recent j'ears, was connected

with the Aeolian Co., General Phonograph
Corp. and the Krasberg Mfg. Co.

STANDARD CO. DEALERS TO MEET

Standard Talking Machine Co. to Hold Conven-
tion of Victor Dealers Next Month

Pittsburgh, Fa., September 7.—The meeting of

the Victor dealers in this territory, planned for

the present month under the auspices of the

Standard Talking Machine Co., has been post-

poned until October at a date to be announced
later. The meeting will be devoted almost en-

tirely to a discussion of ways and means for

organizing and. handling successfully crews of

outside salesmen and the chief speaker will be

Martin L. Pierce, of the Hoover Suction

Sweeper Co., who will tell of the methods pur-

sued by his company. A Victor factory official

is also scheduled to attend the meeting.

NEW STORE IN MARLBORO, MASS.

Marlboro, Mass., September S.—B. C. Taylor,

who has been engaged in the music business

in New Hampshire for many years, has just

opened a new music store here at 195 Main
street. The concern will be called the Bruns-

wick Shoppe and will carrj' Brunswicks.
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FOURTEEN ELABORATE NEW ART MODEL VOCALIONS
BY NOTED DECORATORS ANNOUNCED BY AEOLIAN CO.

Seven Leading Decorators of New York and London Lend Talents to Creation of Notable

Series of Cabinets—Extensive Campaign in High-class National Magazines Launched

The wholesale Vocalion phonograph division

of the Aeolian Co. has just announced to the

trade the addition of a series of fourteen most

elaborate special design period models, each

model the work of a decorator of international

prominence and representing the finest exam-
ples of the cabinetmaker's art. These fourteen

new models, each distinctive in itself, will prove

welcome additions to the company's regular line

of upright and console period models and will

be calculated to enable the Vocalion dealer to

appeal to the most exclusive clientele.

The new models, five of which are reproduced

herewith, are unusually elaborate and in their

designing seven famous decorating houses have

had a part, among them Wm. Baumgarten &
Co., D. S. Hess & Co., the Tiffany Studios, Wm.
Pierre Stymus, Jr., H. F. Huber & Co. and
W. & J. Sloane, of New York, and Charles, of

London. Each of the new models not only rep-

resents an impressive development of the deco-

rative art, as applied to phonograph cabinets,

but is based upon some authentic period crea-

tion, several of the designs being copied in

whole or in part from some antique of definite

standing.

Several of the special period models are at

present on display in the Vocalion showrooms
at Aeolian Hall, New York, and have attracted

a great amount of attention from visitors. In a

short time the company will begin shipping the

new models to its retail representatives, who,

as in the case of all Vocalion phonograph prod-

ucts, will be supplied by the company direct.

In presenting the new styles to the public the

Aeolian Co. has arranged for a most elaborate

advertising campaign on a particularly high-

class basis, running four-page inserts, with the

various art period styles reproduced in seven

or eight colors, in a number of the leading

magazines of the country, particularly those

known for the exclusive character of their cir-

culation. Among the publications in which the

supplements will appear will be Scribner's,

World's Work, Atlantic Monthly, Harper's,

Century, Review of Reviews, Architecture, Art

and Decoration, Country Life, Garden Maga-
zine, House' Beautiful, Vogue, Vanity Fair and

House and Garden, representing a total circula-

tion of several millions monthly going into the

finest homes in the country.

The creation of the various special period

models has been the work of months, from the

time the original sketches were prepared by the

various decorators until all details were com-

pleted and the work of building the special

cabinets finally finished. Not only will the new
models enable the dealers to appeal to the most

exclusive and aristocratic trade in their terri-

tories, aided materially, of course, by the na-

tional magazine advertising of the company and

the follow-up and service aids calculated to

benefit the dealer directly, but they will open

the way for making the Vocalion a factor in the

decorative field, practically all the cabinets be-

ing designed to fit in well with elaborate home
treatments created and carried out by the

prominent decorators themselves.

The rich carvings, the hand-painted panels.

STYLUS BARS

Stylus Bar & Mfg. Co.
Clague Rd.

North Olmsted . . OHIO
p. O., ROCKY RIVER. O.

the lacquer and the gold leaf that are found in

the various cabinets lend distinction and
richness to the design, and the new models
as a whole serve to complete and round out the

extensive Vocalion line as it is at present con-

period styles in color is now in course of prepa-

ration and will be ready for distribution shortly.

The mechanical equipment of the various new
art models is also of special and elaborate

character. The motors are electrically operated

and each model is provided with a decorative

electric light to facilitate the changing of

needles. The turntables are covered with rich

velour, as are the turntables of all Vocalion

machines, and are designed to facilitate the re-

moval of records. All visible metal parts are

Five of the New Special Art Model Vocalions
1—Chinese model with base in Georgian style of hand-carved wood finished in gold-leaf antique. Chest of Japanese

lacquer with flat decorations hand-painted and relief decorations of composition applied with brush. Hinges of
bronze hand-chased. Designed by Wm. Baumgarten & Co., New York. 2—Commode design in Georgian period
of mahogany with matched veneers. Back also finished. Designed by D. S. Hess & Co., New York. 3—Italian
period model of hand-carved walnut. Upper section for Vocalion and records. Lower section for Duo-Art rolls.

Designed by D. S. Hess & Co., New York. 4—Commode in Eighteenth Century Venetian design. Body hand-
painted and glazed. Interior in glazed ivory antique finish. Designed by Wm. Baumgarten & Co., New York.
5—Commode design in Adam style of satinwood with delicate inlay. Doors decorated with hand-painted floral

plaques. Designed by Tiffany Studios, New York.

stituted. Li addition to the reproductions shown
in the layout on this page there are others to

be found in the supplement of the Aeolian Co.

appearing elsewhere in this issue. A brochure
showing the complete range of fourteen special

gold-plated and each model bears a small brass
plate upon which appears the name of the de-
signer, a feature which it is believed will appeal
to those of discrimination who purchase instru-

ments for their artistic values.

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lovs^est Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAL'S ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.
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NEW ORLEANS
Maison Blanche Launches Essay Contest—Britnsivlck Co. Leases New
Home—JF. F. Nipper Noiv JLith House of JVerJehi—Month's News

New Orleans, La., September S.—Under the

direction of J. D. Moore, manager of the musical

department of the Maison Blanche Co., there

was launched on September 1 a business, as well

as a strong interest-creating campaign, that is

expected to materially develop the department

and substantially aid the month's trade totals.

The idea, as formulated, amounts to this: The
house possesses a slogan, "It Makes a Difference

Where You Buy Your Victrola or Brunswick."

This statement will be altered so as to read,

"Why Does It Make a Difference Where You
Buy . . .

?" That question will constitute the

subject of a brief contest essay to be not more
than 100 words in length and open to the gen-

-cral public, exclusive of employes of the com-
pany. Prizes amounting to $385 will be awarded
for the four best answers received. The contest

will continue through September 30 and the win-

ners will be announced as soon after the first of

October as it is possible for the judges to de-

termine the quartet of leaders. The first prize

offered will be a $200 talking machine; second
prize, a $150 talking machine; third prize, $25

worth of records, and fourth prize, $10 worth of

records.

"In order to submit an intelligent, comprehen-

sive paper in the competition it will be necessary

for the contestants to visit the store and obtain,

to the best of their ability, some idea of the

methods used in the conduct of our business.

We expect to draw a great many people who,

possibly, would not otherwise visit the store or

the department. Should our surmises prove to

be correct, we will be amply repaid for our ef-

forts," Mr. Moore stated.

New Edison Accounts

Last week Manager W. W. Twigg, of the

Diamond Music Co., local Edison jobber, suc-

ceeded in naming three additional country repre-

sentatives for Edison machines, records and ac-

cessories: F. W. Gatlin, of Poplarville, Miss.,

and the Collins Furniture Co., of Collins, in the

same State. The third new dealer was Goldby's

store of Amite City, La.

Heavy Edison Orders From Texas
An influx of heavy ordering from Texas points

has been recorded on the firm's books of late.

The Oliver Music House, located in Houston,

Tex., and one of the new dealers in Edisons,

has besought Mr. Twigg to supply them with a

very large stock for the Christmas season. They

Quality NEWPDISON
^ CO.MPAHISON WITH THE LIVING ARTIST ,

REVEALS- NO DIFFERENCE

Prestige

Edison Dealers Figure This Way

YOUR Sale of an Edison Assures
Y O U a Satisfied Customer.

YOUR Satisfaction

-

YOU Have Sold THE BEST.

Investigate Edison Dealer Proposition

SOUTHERN DISTRIBUTORS

DIAMOND MUSIC CO., Inc.
341 Barrone Street New Orleans, La.

explained that their order had been turned in at

such an early date in order to prevent future

inability to obtain the goods which they feel are

going to be needed very badly. They predict a

great demand for Edisons in Houston and vicin-

ity this Fall and Winter. The Jesse French
Piano Co. also used every available means of

communication to insure arriple stock to meet
the requirements which they feel certain are

coming. The Heidelberg Furniture Co., of Jack-

son, Miss., though barely thirty days old, as far

as handling Edisons is concerned, has virtually

doubled initial orders.

The retail division of the company, under the

direction of Mr. Billiet, is also showing pleasing

gains. The console models continue to stand

pre-eminent in the machine sales records of this

progressive house.

Lease New Home for Brunswick Co.

F. W. Jackson, manager of the St. Louis office

of the Brunswick Co., was in the city for a few
days, attending to some matters of business af-

fecting the future quarters of the New Orleans

sub-station. Mr. Jackson succeeded in conclud-

ing a lease for a long period on the building at

228 Bourbon street. This building, which con-

tains a great deal more floor space than the

present location, will become the permanent
home of the branch October 1. It is situated

closer to the important commercial section of

the city, and is therefore more accessible to

Brunswick dealers. This is expected to facilitate

Ihe exchange of business between both parties.

Incidentally, it might be mentioned here that C.

A. Reynolds, formerly connected with the Bruns-

wick Kansas City office, has been transferred to

New Orleans. Mr. Reynolds will make this city

his headquarters and travel throughout the terri-

tory in the interest of the trade. Frank Allen

has been appointed city sales manager of the

branch. He will look after the office duties as

the direct subordinate of Mr. Reynolds.

Dwyer Piano Co. Busy
James T. Dwyer, president of the Dwyer Piano

Co., returned recently from a several weeks'

vacation spent in the North Carolina mountains.

Reports from Mr. Dwyer's house are to the ef-

fect that they feel that they are coming in for

their share of the business now in circulation.

The upright models of Victor machines showed
a sudden, although brief, rise to popularity, fig-

uring in one or two business transactions made
by the Dwyer Co. One customer telephoned her

order for a machine and asked that it be brought

out to the house. An upright and a console

were bundled on the truck and taken out to the

prospect. When asked which model she pre-

ferred, without hesitation she selected the bulk}'

but attractive upright model.

Slump Gives Way to Prosperity

An unexpected recovery from the mid-month
idleness of trade was experienced by Lee Outten,

sales manager of the Dugan Piano Co, Mr.

Outten, who is handling both the talking ma-
chine and piano end of the business in the ab-

sence of Martin Grigler, manager of the former

department, on a vacation trip in Michigan,

{Continued on t^ge 157)
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Another Superior Point for THE NEW COLUMBIA

Simply move the tone-arm o f the New Columbia to

playing position. Instantly the motor leaps into action.

No fumbling for starting levers! Nothing to get out

of order!

COLUMBIA GRAPHOPHONE CO
New York

ST"
states that he was unable to diagnose the sudden

lull that occurred about the middle of last month.

With equal suddenness a recovery came, several

high-priced instruments being carted away from

the firm to repose in the parlors of New Or-

leanians.

Gennett Records Becoming Popular

Gennett records, made by the Starr Piano Co.,

of Richmond, Ind., and distributed in this terri-

tory by Albert T. Thompson, music factor, have

cut a wide swath in the disc entertainment de-

sired by the New Orleans public, according to

Mr. Thompson. The prestige of this product is

increasing by leaps and bounds, though faced

with a strong handicap in the early stages of its

introduction. Mr. Thompson was told, when he

took over the agency, a little over a year ago,

that he would experience great difficulty in

breaking into the field, regarded as impregnably

controlled by the older established line. He has

succeeded in perfecting an organization that is

carrying the Gennett steadily forward. The

record is being recognized in the local music

field and its reward is rapidly becoming pro-

nounced. The M. & M. Music Store, 26S2 Or-

leans street, this city, recently put in the line.

An order for twenty-five upright Starr machines

from the Jazz Music Shop was recently filled by

Mr. Thompson.
Red Seal Demand Grows

The 20 to 25 per cent discount provided some

time back by the Victor Talking Machine Co.

on the single-faced Red Seal records has awak-

ened a well-supported demand for these records

made by the famous classical artists of the

world, according to John A. Hofheintz, whole-

sale manager of Philip Werlein, Ltd. The house

expects to be able to announce price listings on

the new Red Seal double-faced Victor records

that are to supplant the single type about Sep-

tember 21. The weekly record release, taking

the place of the former monthly procedure, has

also proved very popular, Mr. flofheintz said.

Paul S. Felder, secretary and treasurer of the

company, returned from a fortnight's visit to the

Victor factory at Camden, N. J. Miss Emma
Delery, popular young lady in the wholesale de-

partment of the company, is spending a three

weeks' vacation in the South Carolina moun-
tains.

F. L. Hough Makes Home Here
Frank L. Hough, appointed factory represent-

ative of the Victor Talking Machine Co., has

taken up his residence in the city. Mr. and Mrs.

Hough have leased a pretty apartment in Pry-

tania street. Mr. Hough, through his pleasing

personality and general ability, has won for him-

self a host of friends among local music men,

as well as others with whom he comes in con-

tact in the city.

Constructing Special Victrola

The Victor line which the Harry B. Loeb
Piano Co. lately added has already shown up
very satisfactorily. Mr. Loeb is working on a

special talking machine that is to be specially

constructed for one of his customers. The
machine will be electrically equipped, console

type, built to resemble a permanent table. It is

expected to cost in the neighborhood of $1,000.

The instrument is to be elaborately decorated

so as to correspond with the interior of the

music room of a palatial New Orleans home,

which is being prepared by an expert interior

decorator.

Ernest L. Staples, manager of the Victrola

department of the L. Grunewald Piano Co., is

spending his vacation touring in the Middle

West. He will visit Chicago, Niagara Falls, De-

troit and several Great Lakes centers.

W. F. Nipper With Philip Werlein

W. F. Nipper, well known in talking machine

circles in Memphis, Tenn., has been appointed

a member of the traveling staff of Philip Wer-
lein, Ltd., Victor wholesaler. Mr. Nipper has

been associated with the music field for the past

six years, having been connected for some time

with the O. K. Houck Piano Co., Memphis,
Tenn., where he was identified with the sale of

Victor merchandise, specializing in the stimu-

lation of Victor Red Seal record business. His

various activities in a retail way should enable

him to achieve success in the Louisiana and

Texas territories, which he will cover for Philip

AVerlein, Ltd., and his wide knowledge of the

problems of the retail merchant should make
him a valuable help to the trade.

W. A. BROPHY RETURNS FROM EUROPE

Wm. A. Brophy, general manager of the re-

cording laboratories of the Brunswick-Balke-

Coilender Co., New York, returned to his desk

recently, after a two months' visit abroad. Mr.

Brophy was accompanied on his trip by Geo.

W. Case, patent counsel for the Brunswick Co.,

and while in Europe conferred with B. E. Ben-

singer, president of the Brunswick-Balke-Col-

lender Co. relative to important matters.

ST. LOUIS MUSIC CO. CHARTERED

The St. Louis Music Co., of St. Louis, Mo.,

has been granted a charter of incorporation

under the laws of that State, with a capital of

$30,000, to manufacture, buy and sell musical

accessories and instruments. R. C. Layer, C. W.
Layer and A. M. Conroy, all of St. Louis, are

the incorporators.

W. C. FUHRI ON WESTERN TRIP

W. C. Fuhri, general sales manager of the

General Phonograph Corp., New York, is at

present away on a short trip which will include

a visit to the Okeh jobbers in Chicago, St. Louis

and New Orleans.
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TALKING MACHINE DEALERS DISCUSS EFFECT OF RADIO
Publication in Radio Field Gets Some Interesting Information From Questionnaires Sent to

Members of Talking Machine Trade—Opinions Divided as to Results on Sales

In an effort to determine tlie effect of radio

on talking machine business, as viewed by deal-

ers in talking machines and records, one of the

publications in the radio field, the Wireless Age,

recently made a survey of the talking machine

trade and gathered some interesting figures.

According to the details as compiled by the

magazine, 76 per cent of the dealers who replied

to the questionnaire, the total number being

317 out of 7,500 cards mailed, reported that they

believed that the radio was instrumental in sell-

ing records for them, while 24 per cent took the

opposite view or did not commit themselves.

Of those who did have definite ideas to ex-

press 23 per cent held that radio had been a

gain to their business, 33 per cent believed they

saw a loss, 11 per cent believed they were get-

ting an even break and 33 per cent did not com-

mit themselves. Among the dealers who re-

ported business gains through radio 43 per cent

sell radio apparatus, while 27 per cent of those

who see a dropping oi¥ in record business are

also radio dealers, as are 35 per cent of those

who hold the "fifty-fifty" attitude.

Quite a number of dealers declared that talk-

ing machine owners in substantial numbers

were sold on the merits of various selections by

radio and frequently purchased records of those

selections without demonstration, thus saving

considerable time.

An interesting opinion was offered by Frank

A. French, an Edison dealer of Manchester,

N. H., who stated that "the studio shop" which

he operates took on radio in the belief that it

is a matter of self-protection in that without

radio their phonograph business would suffer.

The theory was that under such a policy the

store could sell the customer the radio and later

a phonograph, after he had been sold on the

music of various orchestras and artists, but that

without the radio to attract him in his first en-

thusiasm, the later phonograph and record busi-

ness would go to some other concern. One of the

arguments used for the sale of the phonograph
is that it is not subject to static and interfer-

ence as is the radio outfit.

A number of dealers saw in the radio a means
for stimulating interest in music and, eventually,

in musical instruments and considered this re-

sult as offsetting any temporary loss of record

sales. Others held the opinion that, with the

adjustment of the differences between the

broadcasters and music publishers over copy-

right and royalties, there would be a more gen-

eral broadcasting of popular songs which would

lead directly to increased record sales.

Few, if any, of the dealers, in expressing opin-

ions as to the gain or loss realized through the

advent of radio, had any definite figures or sta-

tistics to back up their statements and in most

cases simply attributed loss or gain of trade

to the radio without any very careful analysis.

It is significant that less than 5 per cent of

the dealers to whom questionnaires were sent

were sufficiently interested in the matter to fill

out the questionnaire or to write a letter ex-

plaining their stand. The figures as offered by
the Wireless Age, therefore, can be accepted

only as an opinion of a very small minority of

When the Victor Talking Machine Co. an-

nounced some time ago the plan for issuing all

Red Seal records in double-faced form, with a

general downward revision of list prices, it was

stated that an exchange would be put into ef-

fect to take care of stocks of single-faced Red

Seal records on dealers' shelves.

This new exchange was put into effect this

month and is most extensive in character, cov-

ering 75 per cent of the present listings of Red

Seal records in twenty different series and com-

prising a total of over 1,700 selections.

The new exchange is operated through the

wholesalers and affords the dealer an opportu-

nity of securing new double-faced records in

exchange for 75 per cent of his stock of single-

faced records on a record-for-record, class-for-

class basis, with the dealer reimbursing the

wholesaler whom he selects for the carrying

out of the exchange for the difference between

the cost of the new double-sided record and

that of the single-faced record returned. Under

the terms of the exchange all shipments of rec-

ords from dealers must be in the hands of car-

riers by September 15.

In arranging for the exchange the dealers

were given the privilege of selecting the jobber

through whom they desired to operate, subject

to the latter's approval. The plan of operating

through wholesalers was adopted in the belief

that it would eliminate delays and confusion and

would work out more satisfactorily from the

dealer's end by speeding replacement stocks.

talking machine dealers who have taken direct

cognizance of radio and its effect on business

in one way or another. Perhaps the percentages

might hold good throughout the trade if a gen-

eral survey were made, but that is doubtful.

The fact to be considered, of course, is that

dealers without exception realize the standing

and importance of radio and in many cases are

seeking to adjust themselves to the situation it

has brought about either, through handling radio

apparatus in conjunction with their talking ma-
chine lines as a stimulus to business or in

changing about their selling campaigns, with a

view to offsetting the influence of radio.

It is significant that a large number of deal-

ers who have made direct use of radio, either

for the broadcasting of regular monthly releases

or by tying up directly with broadcasting pro-

grams, have managed to get results in record

sales and increased interest from patrons.

The record series included in the record ex-

change are of the ten-inch, 61,000, 64,000, 66,000,

81,000, 87,000, 91,000 and 87,500; twelve-inch,

71,000, 74,000, 85,000, 88,000, 92,000, 89,000, 95,202-

11, 95,213, 95,100, 95,212, 96,000 and 96,200.

In announcing this exchange to take care of

75 per cent of existing stocks it is described as

being the "first instalment," with the assurance

that other exchanges will follow to take care

of remaining stocks of single-faced records.

REFLEXO CO-OPERATING WITH TRADE

New Display Stand to Aid Needle Sales—L. J.

Unger on Canadian Trade Trip

To further co-operate with its many distrib-

utors in their F"all selling Reflexo Products, Inc.,

New York, has had printed a supply of standard

size loose-leaf sheets for the jobbers' salesmen's

binders. These sheets are attractively printed in

colors and feature both the Reflexo blue steel flat

needle and the Gilt Edge needle. Reproductions

are shown of the display cartons and display

stands on both brands. . A new display stand

for the Reflexo blue steel needle has been placed

on the market. All of these style needles will

hereafter come packed in the new stand, which,

it is expected, will increase sales. The approach

of the Fall season has caused a decided increase

in the demand for the Dancetone grade of

needle. L. J. Unger, general manager of the

company, is on a trade tour of Canada.

VICTOR RED SEAL RECORD EXCHANGE PUT INTO EFFECT

Under the Exchange Plan Victor Dealers Have Opportunity for Replacing 75 Per Cent of Single-

faced Red Seal Stock With New Double-faced Red Seal Records

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

No. 1 Edison
Attachment

EDISON
DEALERS

Correctly Plays Victor Records

Edison Phonographson
This CLARAVOX attachment sold three Edison Phonographs this past month for one Edison Dealer.
The ability to correctly play a few choice records other than the Edison clinched all three sales. New
CLARAVOX diaphragm gives results never before heard from lateral cut records.

Ussal discoants to dealers. Retail price complete $7.50

STANDARD
Diamond Point

Original Claravox Reproducer. Employs a genuine
flawless diamond and CLARAVOX Stylus and
Diaphragm.

Usaal discoonts to dealers. Retail price $12.50

SPECIAL
Jewel Point

Special jewel which nearest approaches perma-
nency of diamond. New CLARAVOX Diaphragm
and Stylus.

UsHal discoants to dealers. Retail price $7.50

Correctly Plays Edison Records
on Talking Machines

A post card will bring any of these products on 10 days trial

THE CLARAVOX COMPANY, Youngstown, Ohio

C L A R AV O X — M A K E S PHONOGRAPHS SOUND REAL
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To The Manufacturer:
You can save money by using Triangle equipment. It is as good as the best, and better than

- the most. And Costs Less, besides being guaranteed for five years. It has taken years to bring
Triangle Equipment to its present state of perfection. Its high standard of excellence is

known and appreciated in nearly every country in the world. The many complaints you are

now receiving of not enough volume; blasting; too much surface noise; not swinging free,

and many others, can be entirely eliminated by the use of Triangle Tone Arms and
Reproducers.

Triangle is universal; plays all kinds of records, and is also backed by our five-year iron-clad

guarantee. Samples sent on approval.

TRIANGLE
To The Dealer:

Insist on Triangle Tone Arms and Reproducers when placing your order for Phonographs,
and your Phonographs will stay sold. You will have to pay no repair bills. Our five-year

guarantee insures you against this expense. Send direct to us for samples and give them the
severest test possible. Then tell your manufacturer or jobber you want Triangle and they will

Manufactured by TRIANGLE PHONO PARTS CO., 718-724 Atlantic Ave., Brooklyn, N. Y.

Western Sales Office: 1500 Republic Building, Chicago, III.
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K A N S A S C I T Y
Business Outlook Is Encouraging—Monthly Conferences Prove

Fahie—R. L. DuBois Promoted—Neiv Dealers—News of Month
Absolutely Guaranteed Perfect
We get the best India Mica direaly.

Kansas City, Mo., September 8.—August has

been a busy and successful month with all music

men in Kansas City who handle pianos, for

there has been a very vigorous drive made for

business in that line. There has been a large

amount of space taken in the daily papers and
the result has been correspondingly large sales.

The effect on the talking machine business has

been that in these stores there has been a slack-

ening up of sales.

On the other hand the stores which handle

talking machines exclusively have had a good
business, and the interest in music which was
aroused by the advertising of pianos was re-

flected in the sales of phonographs. There has

been a good sale of records throughout the

month. The portable machines also have had
a good sale.

The prospects for good business here during

the Fall months are excellent. While there are

parts of the territory in which the drought has

cut down the production of corn, in most of

the district there is the prospect for either the

"best crop ever," or at least "a fine crop." The
fact that the price is better also will affect the

buying ability of the farmers and thus the gen-

eral prosperity of the whole people.

Monthly Conferences of Jenkins StafF

The J. W. Jenkins Sons Music Co. is recog-

nizing these conditions and is preparing to take

advantage of them. The wholesale Victor de-

partment is having a dealers' conference in Kan-
sas City each month. It is held at one of the

leading hotels in the city in the evening and
follows a dinner furnished by the department.

The plans of the Victor Co. are fully explained

and discussed and suggestions on sales meth-
ods are secured from dealers. The new rec-

ords are played, and talked over, and interest is

increased in a contest, in which the dealers

guess which will be the best-selling record.

Other features are introduced to add interest.

The four conferences which have been held

have been so successful that it is the intention

to continue them indefinitely.

A large amount of interest is reported among
the dealers in connection with the Victor Co.'s

plan for the exchange of double-face records

for the single-face records which are now in

stock. The inquiries as to particulars are many
and the orders from Victor dealers for the ex-

changes are on the increase.

R. L. DuBois Made Edison Manager
Announcement is made by the Phonograph

Co., distributor of the Edison for the Kansas

City territory, of the promotion of R. L. Du
Bois to the position of manager of the whole-

sale department of the Edison in Kansas City.

Mr. DuBois started with the Edison Co. in the

Chicago office ten years ago and served there

as credit and office manager under C. E. Good-

win. About four years ago he was transferred

to the Kansas City office, where he served in

a similar capacity under the direction of Mr.

Blackman. Upon the retirement of Mr. Black-

man Mr. DuBois was his logical successor.

Since his appointment he has been getting in

personal touch, as far as possible, with the

dealers of the territory. During August the fol-

lowing dealers have called at the wholesale of-

fice in Kansas City: H. H. Kahn, Innes-Cos-

grove Music Co., Wichita, Kan.; W. L. Eshel-

man, Eshelman Music Shop, St. Joseph, Mo.;

A. K. Snyder, Winfield, Kan.; Carl Botefuhr,

Botefuhr Music Co., Pittsburg, Kan.; H. L. Kel-

ley, H. L. Kelley & Son, Lexington, Mo.; J.

Jenkinson, Esbon, Kan.; C. H. Andrews, An-

drews Music House, Hiawatha, Kan.; J. M.

Yoder, Yoder's Studio, Herington, Kan.; Ernest

Runnenburger, Runnenburger Bros., Harrison-

ville. Mo.; Forrest Smith, Richmond, Mo.

New Columbia Dealers

The Berry-Dalbey Music Co., 4102 Prospect

avenue, which operates a large music store in

the southeastern part of the city, has just placed

a large order for Columbia phonographs and

records, which it is to handle exclusively. The
store has been fitted with the most modern
equipment obtainable and presents an attractive

appearance.

Houj-igan Bros., Rocheport, Mo., have just

opened their elaborately furnished Columbia de-

partment. Large crowds attended the opening,

filling the place both afternoon and evening.

The Highfill's Drug Store, Marshfield, Mo.,

has just opened an eJcclusive Columbia depart-

ment and reports that it is already doing a nice

business in both records and machines.

We supply ihe largest rhonograph Manu-
facturers.

Ask for our quotations and samples before
placing your order.

American Mica Works
47 West St. New York

Schuler's Prescription Store, 1812 West For-

ty-fifth street, recently installed a complete line

of Columbias and records. This firm has a very
attractive drug store in the southwestern part

of the city and intends doing a considerable

amount of advertising which, they feel confi-

dent, will bring results.

Brunswick Dealers Place Fall Orders
The mail orders which were received by the

Brunswick wholesale department the first of

September indicate, according to the manager,
that the Fall business is to be unusually good.
There has been a good business in the whole-
sale department in filling orders for the dealers

who are anticipating, a good trade during the

Fall. During a trip over the territory Mr.
Schoenly found that the dealers in all districts

which had not been struck by the drought are

full of optimism and that in all the territory

there has been a decided improvement during
the past year or so in the merchandising meth-
ods of the dealers. Especially is this so among
those merchants who in the past had a few
machines, but did not maintain a department
for their sale and who are now devoting con-

siderable attention to the talking machine busi-

ness.

Columbia Visitors

J. H. Robinson, of Chillicothe, Mo., was a

recent visitor to the Kansas City branch and
stated there is a marked increase in the volume
of record business, due to exceptionally good
dance hits and colored records.

E. D. Gillen, of the Gillen Furniture Co.,

Blytheville, Ark., recently visited the Kansas
City branch, placing a large order for the new
type Columbias and a large quantity of records.

Post Car<ds Bring Business
F. Lombard!, of the Royal Music Co.,

advises that interest in Columbia records has
been stimulated to a considerable degree
through the use of post cards. These contain a
list of the latest release records, stating that

any records desired will be sent either on tele-

phone request or else on return of the post card
with the selections marked and the name and
address listed. The entire mailing list was cir-

culated in this manner and resulted in many
orders, both by telephone and by mail, with a

consequent increase in profits.

FALL ORDERS FOR ALBUM & CARD CO.

Max Willinger, president of the New York
Album & Card Co., returned to New York on
Friday, September 7, after spending several

weeks at the Chicago headquarters of the com-
pany. Mr. Willinger received substantial orders

while he was away and reports that both deal-

ers and manufacturers throughout the Middle
Western territory state that the increased de-

mand for Fall is already being felt. Both the

New York and Chicago factories of the New
York Album & Card Co. are very busy and
every indication is that this good business will

continue through the Fall and Winter sea-

sons, with still further gains possible.

NEW STORE IN GARDNER. MASS.

Gardner, Mass., Sept. 10.—A new music store

at 67 Parker street will be established by H. S.

Brown, of Fitchburg, who has maintained a

salesroom in the Rome Block for some time. A
complete line of pianos and talking machines
will be handled.

EDISON DEALERS!
And Music Dealers who have been intending

to apply for an Edison Dealership!

We can take care of your needs NOW.
Don't let the Fall rush find you unpre-

pared—when we too may be short of the

models in greatest demand.

NEWWISON
. COMPAMSON lp™lpl|UVINC ARTIST ,

Edison Service for

the Southwest

The Phonograph Co.
1215 McGee St.

KANSAS CITY, MO.
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Long Console Cabinet No.90
Designed to accommodate the VICTROLA IX
The most attractive console cabinet on the market

List Price $40—Usual Trade Discounts

Long Console Cabinet No. 90
Four Doors and One Horizontal Drawer

Long Console Cabinet
No. 90, Open

The LONG CONSOLE CABINET No. 90,

designed to accommodate the VICTROLA IX, is,

without question, the finest cabinet ever introduced

to the trade. It is finished in mahogany and its

attractive hues compare favorably with the most

artistic period console talking machines marketed

by the leading manufacturers.

Deliveries start October 15th.

Order now to avoid delays.

Can also be fitted to accommodate
Victrola VIII.

We would suggest that you place

orders now for Long Console Cabinets

Nos. 601, 603, 608 and 610, designed

to accommodate Victrolas VI and IV,

and for Upright Cabinet No. 606 for

the Victrola IV.

t<n>ios/^ ^.-.»<i:a.fc.A.'7 The Geo. A. Long Cabinet Company
HANOVER, PA.
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INTERESTING DEVELOPMENTS IN TORONTO TERRITORY

Andrew P. Frangipane, Mutual Phonoparts Secretary. Looks Over Canadian Field—Other Promi-

nent Visitors—Thomas Devine New Columbia Traveler—Discontinue Record Approval Plan.

Toronto, Ont., September 7.—Andrew P. Fran-

gipane, secretary of the Mutual Phonoparts

Mfg. Co., New York, was a recent visitor to

Toronto during the first week of the exhibition.

The object of this gentleman's visit was to size

up the talking machine situation in Canada and

discuss with George S. Braden, sales manager

for Russell Gear & Machine Co., Ltd., sole dis-

tributor of J^Iutual products in Canada and other

British possessions, the possibilities for Fall and

Winter trade.

Thomas Devine has come to Toronto to ally

himself with the Columbia Graphophone Co.

Mr. Devine hails from Kansas City and is a

Canadian by birth. He will travel Toronto and

nearby territory and should prove a valuable

acquisition to Mr. McMurtry's selling staff.

Congratulations are being extended to G.

Bradford Heintzman, of Heintzman & Co., Ltd.,

Toronto, on the occasion of his recent marriage

to Mrs. Margaret W. Holt, daughter of Col.

Alexander Wilson. The honeymoon trip was
by motor to New York and the Berkshires.

H. S. Berliner, president of the Compo Co.,

Ltd., Lachine, Que., which firm has recording

laboratories in Montreal, was a recent visitor

to his firm's Ontario distributing house, the

Sun Record Co., this city.

The Scythes Vocalion Co., Ltd., has in course

of preparation a new record catalog comprising

a list of Vocalion English recordings that are

suitable for the Canadian market.

MoNTRE.'VL, Que., September 7.—The National

Stove & Furniture Co., His Master's Voice

dealer in this city, is having considerable suc-

cess in its sales plan of showing the Victrola

in its store set-ups as necessary for the com-

plete furnishing of a living-room.

The Radio, Victrola & Optics, His Master's

Voice dealers, on Notre Dame street, are at-

tracting a good deal of attention to their store

through the medium of a hidden outside horn,

which carries the sound from the instrument in-

side the store to passers-by.

Mrs. Maclaine, of Layton Bros., Ltd., Bruns-

wick dealers, who has charge of the record de-

partment, reports good sales in Brunswick rec-

ords. They are renovating the interior of their

store.

F. R. Pilon, of Como, Que., is canvassing the

Summer visitors there with great effect. He re-

cently distributed among the Summer residents

100 record catalogs and instrument folders and
is visiting all these people personally.

The Sam Howard Publishing Co., which has

opened a new store in the Papineau avenue

Theatre Building, has decided to put in Bruns-

wick records.

The International Music Store has had a real

live raccc/on in its window, which has attracted

a considerable crowd and thereby helped its

business.

J. S. Shield, of Berliner Gramophone Co.,

Ltd., has returned to headquarters at Montreal
from a tour of dealers in western Canada. He
is pleased with the prospects for Fall business

in the Western provinces. In an interview with

the Vancouver Sun Mr. Shield stated that his

firm expected to double the space occupied at

its quarters within the next year.

The eleventh annual picnic of the employes
of the Berliner Gramophone Co. was held re-

The death of Frank Stanley, following an ill-

ness of several months, occurred in Toronto

recently. The late Mr. Stanley, in addition to

being a piano manufacturer, had a large retail

following in the talking machine trade where
he was extremely popular.

A visitor to Canada recently was A. H. Curry,

vice-president in charge of the phonograph divi-

sion of Thomas A. Edison, Inc., Orange, N. J-

Mr. Curry was accompanied by his wife and
three children. While in Toronto he took the

opportunity of calling upon the Edison jobbers,

R. S. Williams & Sons Co., Ltd. He then jour-

neyed to Montreal by boat, where he visited the

Edison .jobbers in that city, which is also the

R. S. Williams & Sons Co., Ltd. From Mont-
real he went to Quebec and from there to St.

John, N. B., where he conferred with W. H.
Thorne & Co., Ltd., Edison jobbers in that ter-

ritory.

The His Master's Voice Victor dealers at

Kitchener, Ont., have generally discontinued

letting records out on approval. It is stated

that immediately after the decision went into

effect business improved decidedly.

Boyle's Drug Store, His Master's Voice Vic-

tor dealer, Brampton, Ont., has opened a new
Victrola department.

Miss Oliver, formerly of the record depart-

ment of Whaley Royce &' Co., Ltd., has joined

the Victrola department of the Nordheimer
Piano & Music Co., Ltd.

cently, when employes, their families and
friends to the number of about 750 went on the

steamer "Three Rivers" to Lavaltrie. A pro-

gram of sports was enjoyed and on the return

trip the "long service" checks were distributed.

ACTIVITIES OF WINNIPEG TRADE

Important Court Decision on Price Maintenance
in Case of Berliner Gramophone Co. Against
Fowler Piano Co.—Other News

Winnipeg, Man., September 7.—In the early

Spring of this year the stock in trade of the

Fowler Piano Co., of Winnipeg, was damaged
by fire and on the adjustment of the loss some
"His Master's Voice" products, which had been
purchased under one of the Berliner Gramo-
phone Co., of Montreal, regular Class "A"
dealer's contracts, were repurchased from the

underwriters. In the month of July a sale was
made contrary to the restrictions of Class "A"
dealer's contract. The Berliner Gramophone
Co. immediately applied in the cit>- of Winni-

peg, to a judge of the Court of the King's
Bench, for an injunction restraining the Fowler
Co. from disposing of any "His Master's Voice"
products at prices below the licensed retail

price. A decision was given in favor of the

plaintiff.

The Civic Park Board of the City of Winni-
peg has arranged for a series of eighteen Sun-
day concerts to be given in the public parks.

Cassidy's, Ltd., representatives for Columbia
machines and records in Manitoba, are distrib-

uting to the trade a series of Dr. Coue's lec-

tures which they are broadcasting by radio.

Tom Robinson states that there is always a

steady demand for his English edition of Vocal-
ion records and that he is getting his full share
of piano as well as phonograph sales.

Evan Jones, junior member of the firm of

Jones & Cross, Edmonton, Alta., who .has been
enjoying a fine holiday in Honolulu, is expected
to return home shortl}'.

FORECAST~^TALKERS^' IN 1623

It is interesting to know that as early as 1623
Sir Francis Bacon, in his New Atlantis, visioned
the talking machine, radio and other then "im-
possibilities" which are now taken more or less

for granted. In the following words Bacon
previsioned the talking machine, amplifier and
telephone:

"We represent and imitate all artificial sounds
and letters and the voices and notes of beasts

and birds. We have certain helps which set to

the ear do further the hearings greatly. We
have also divers strange and artificial echoes, re-

flecting the voice many times, and, as it were,

tossing it; and some that give back the voice

louder than it came, some shriller and some
deeper; yea, some rendering the voice differing

in the letters or articulate gound from that they

receive. We have also means to convey sounds
in trunks and pipes, in strange lines and dis-

tances."

REMODELING SAN DIEGO STORE

San Diego, Cal., Sept. 5.—The local branch

store of the Wiley B. Allen Co. is undergoing
extensive alterations and remodeling and a sum
of between $25,000 and $30,000 is being ex-

pended on these improvements, which should

make this music store one of the handsomest
in San Diego. Elevators are being installed and
a very beautiful ornamental staircase built, as

well as artistic general decorations. J. H.
Cooley, San Diego branch manager, is super-

vising the work in collaboration with E. Palmer
Tucker, general manager for Southern Cali-

fornia, whose headquarters are in Los Angeles.

Ben Reynolds & Co., Sonora and Victor deal-

ers of Washington, Pa., had a fine display of

Victrolas and Victor records and Sonora phono-
graphs at the Washington County annual fair

at Arden, Pa., the week of August 27. There
were recitals given at frequent intervals during

the fair to the throngs of visitors.

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY

ENERGY OF MONTREAL DEALERS RESULTS IN MANY SALES
Talking Machine Displayed as Part of Furnished Room Creates Business—Summer Visitors a

Source of Profits—New Stores Opened—Prospects for Fall Business Unusually Bright
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Why Interest Should Be Charged on Sales
Ohio Association President Points to Necessity for Charging
Interest on "Talker" Sales in Instructive Paper at Convention

[The following very interesting paper on the necessity of

charging interest on talking machine sales was read by

\V. G. Bowie before the annual convention of the Music

Merchants' Association of Ohio in Cincinnati on Septem-

ber 12.

—

Editor's Note.]

The subject of interest on talking machine

sales is of vital importance to all dealers who
sell on the instalment plan. You know every-

one is interested in something; some of us are

interested in golf; some in the Volstead Act;

some in musical instruments, and last, but not

least, we must not forget the bankers who are

interested only in interest.

To face the facts, if you were to go to your

banker to-morrow morning and ask for a loan

the first thing you would want to know would

be what rate of interest you would have to pay.

If a stock salesman were to call on you and you

were interested in buying his stocks or bonds

the first thing you would want to know, and the

first thing the salesman would try to impress

upon you, would be the rate of interest these

stocks would pay upon your investment. If the

State or National Government wants to borrow

from banks or individuals the first thing they

state is the rate of interest these bonds will

bear; in fact, in any case where there is an in-

vestment made, or a loan negotiated, the most
important factor is interest. If you, as a dealer,

sell a phonograph on time you are loaning in

most cases, where standard instruments are

sold, from 55 to 60 per cent of the selling price

of that machine and, consequently, interest has

an important bearing on ultimate profits.

When the Profit Is Realized

There is no question but that you are entitled

to interest on that loan. We will grant that

you are making a gross profit of from 40 to 45

per cent on each sale, but any merchant who
conducts a retail establishment is entitled to a

profit. However, you do not collect this profit

until after the original investment has been re-

turned to you in payments. There are many
articles of merchandise sold for cash upon which

the percentage of profit is greater than that on

the phonograph, so that eliminates the argu-

ment that might be advanced that your profit

takes care of the interest problem.

Interest as a Sales Argument
In collecting your proHt on a time sale you

wait six or eight months, as the case may be,

before collecting one dollar over and above

your original investment. Therefore, when you
sell an instrument on time and charge a legal

rate of interest, which in the State of Ohio is

6 per cent, you are only getting what the com-
mon laws of business state that you are en-

titled to. Then you have the problem of the

cash buyer. Any man who buys an article for

cash that is commonly bought or sold on time

believes that he is entitled to some discount

from the advertised time price. The item of

interest is small, but if you have nothing to

ofl^er this cash buyer the natural result will be

that your business will eventually become one of

instalment sales only, and I believe that no

dealer here would like such a condition to come
about.

The greatest opponents of the interest

charge in my experience in Cleveland have

been the department stores, but I am glad to

say that of late they are the greatest advocates

for its continuance and have so gone on record

in our association meetings.

The phonograph industry to-day is not what

it was five years ago, and this, 1 believe, is due

somewhat to the dealers themselves. Adver-

tising sales of discontinued models and bank-

rupt stocks at very low prices have been the

evils of the trade. The average dealer selling

standard makes tries to compete with tliis by
advertising nothing down, low terms, no inter-

est, etc. The result has been that the buying

public has become so confused by these condi-

tions that it is not uncommon to have a cus-

tomer ask for a period console in a two-tone

case for about $65, nothing down, $5 per month
and no interest. However, these conditions, I

believe, are gradually improving as the stocks

of bankrupt manufacturers and discontinued

models are steadily being absorbed by the buy-

ing public.

Improve Conditions With Quality Appeal

The best way, however, to improve our gen-

eral trade conditions is to advertise and sell

quality. Get reasonable terms, charge a fair

rate of interest on instalment sales, and in that

way regain the confidence and respect of the

people. There is no denying the fact that the

phonograph has-been the greatest musical edu-

cator the world has ever known. This is due

to the music memory and other contests con-

ducted in our public schools which the leading

manufacturers of talking machines have advo-

cated and promoted for some years. Any man
can take pride in the fact that he is connected

with an industry that brings culture and refine-

ment to each home, and my final word is that

every one of us here, from to-day on, should

give particular attention to the promotion of

not only interest on talking machines but inter-

est in talking machine?.

Patent Applied for

Illustration shows the position for playing Victor and
all other lateral cut records. Note the dotted line
which shows the exact centering of the needle on the
record and which prevents the reproducer from coast-
ing when record is finished playing.

ORO-TONE No. 4
The most scientific attachment ever produced for

playing all disc records on the Edison Phonograph

HE Oro-Tone No. 4 automatically centers the needle with
turn-table spindle (see dotted lines) when turned to position

to play either lateral or vertical cut records and will not

coast when record is played through.

This No. 4 automatically adjusts itself to the correct 'weight and the

correct angle of reproducer on the record, when turned to play
Victor and other lateral cut records, and also automatically adjusts

itself to the correct Edison weight and angle when turned in the

flat or Edison position.

A simple turn of the hand and the Oro-Tone No. 4 is ready to play
perfectly any record desired. It plays Edison records with the
regular fibre needle with splendid volume and the entire absence of

surface noise.

Patent Applied for

Illustration shows the position for playing Edison and
all other vertical cut records. Note the dotted line
which shows the exact centering of the needle when
turned to play vertical cut records. The pressure
or weight on the record Is the same as that of the
regular Edison reproducer.

I>ISX PRICKS
No. 4 fldlson Aiitoniatio Kquipmont
NICKEL FINISH $7.00

GOLD FINISH $9.00

GOLD OXIDIZE .$9.00

Attractive Needle Cup Ca.se, each 35c.

Usual discount allowed to responsible dealers.
Please furnish references if you are not i-ated.

1000 George St. Chicago, III.

Ask Your Edison Jobber for Sample

Easy to

Change
Needle by

Turning up
Reproducer

Attractive Needle Cases, with three

gtm metal needle ctips and place for

i-eproducer, can Le had for 35c each,

less usual discounts.
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COLUMBUS
Business Throut/h Increased Im-

portance of I\Itisic in Schools

Expected—Activities of Month

Columbus, O., September 8.—With the opening

of schools and colleges and the resumption of

educational activities generally talking machine

dealers are looking forward to a busy Fall sea-

son, to be followed by a busier holiday season.

It is the expectation of dealers that music will

be considered more important as a subject of

study in the public schools this year than here-

tofore.

Local theatre-goers have been captivated by

the Clyde Doerr Orchestra, Victor artists,

which is appearing daily in the vaudeville pro-

gram offered by the Keith Theatre and dealers

have profited by tj'ing up with it.

The Otto B. Heaton Co., Victor dealer, fea-

tured the Clyde Doerr Orchestra records in a

Avindow display. A large picture of this or-

chestra was well placed in the window. Sur-

rounding it in an attractive manner were the

Doerr records. On invitation of one of the

attaches of the Otto B. Heaton Co., Mr. Doerr

visited the store, where he met and chatted

with the members of the sales and office force.

To one of them he stated that this was his last

week in vaudeville.

The Robert L. Seeds Co. is now in its new
location at 112 South High street. Six hundred
invitations were issued to patrons and friends

to attend the formal opening on Friday evening,

September 7, and as a result the store was
crowded. Cheney and Columbia lines are sold

by this concern. Seven record demonstrating

booths and two extra large machine demon-
strating booths have been installed. All the

woodwork in the store is finished in mahogany
and buf?.

Officers of the Robert L. Seeds Co. are Ian

S. Seeds, president; F. ^Marion Chenej', secre-

tary and treasurer, and R. P. Knell, credit man-
ager.

The Henry Ackerman Co., Victor dealer,

Marion, O., furnished a number of educational

records and a Victrola for use by Miss Helen
Roberts, Marion County music supervisor, on

the occasion of a lecture which she delivered

before a teachers' institute.

F. & R. Lazarus Co. announces that C. C.

Hinterschied has been appointed manager of

the Victrola department. He is a man of wide
experience in Victor service.

The Elite Music Store, Victrola specialist,

has arranged a window display that is attract-

ing considerable attention. The floor space in

FELT-

SATISFACTION
PERMANENT patronage

is invariably the result of satis-

faction.

Leading manufacturers of talking

machines continue to favor us with

after year, for one reason only

—

satisfaction.

Other manufacturers may be inter-

ested in knowing about this source
of felt supply. An inquiry will re-

their orders for turntable felt, year ceive careful attention.

AmericanFelt
Company

TRADE

BOSTON
211 Coneress Street

MARK

CHICAGO
325 Sonth Market Street

NEW YORK—114 East ISth Street

the windows is covered with black and white

checks. Several art model Victrolas; a large

picture carrying the leading Victor artists,

draped in red velvet, placed on an easel, are

splendidly displayed on the checkered floor.

An unusually attractive Brunswick window
was displayed recently by Goldsmith's Com-
plete Music Store. Popular console and up-

right Brunswick machines, as well as two port-

able types, were on display. The newest Bruns-

wick records containing operatic, popular and
jazz recordings were artisticalh" arranged along

with these machines.

Alterations are under way at the Spence

ilusic Store, Victor dealer. Carpenters are

busily engaged in building a balcony that will

practically add one-third to the present floor

space. Victrolas as well as supplies of small

goods will be displayed on the balcony.

COMPLETE EDISON TONE=TEST PLANS

Bookings for Season Show Comprehensive

Plans to Demonstrate Merits of the Edison

The bookings for the forthcoming Edison

Tone-Test season are now pretty well made up.

Helen Davis and Victor Young, Edison artists,

will make the Dallas, Tex., territory in Octo-

ber and Detroit territory the early part of No-
vember. The trio, consisting of Glen Ellison,

Sybil Sanderson Fagan and Alta Hill, will make
the Indianapolis teiritory the latter part of Oc-

tober and Cincinnati territory' the first half of

November. Marie Morrisey will spend two

weeks during November in Philadelphia terri-

tor3'. Elizabeth Spencer will be in the Pitts-

burgh territory the first part of October; Phila-

delphia territory, the latter part of October;

Cleveland territory, the first part of November,

and Des Moines territorj', the latter part of

November.

A. HEINEMAN RETURNS FROM EUROPE

Adolf Heineman, vice-president of the Gen-

eral Phonograph Corp., New York, returned

to New York a fortnight ago on the steamer

"Manchuria," after spending two months in

Germany, accompanied by ilrs. Heineman. The
trip was iru the nature of a vacation and Mr.

Heineman spent most of his time in Berlin,

where he called upon many of his personal and

business friends. The factories of the Carl

Lindstrom Co. were visited and Mr. Heine-

nian acquired an intimate knowledge of busi-

ness and economic conditions. Among the

other cities that Air. Heineman included in his

itinerary were Hamburg and Luneburg, the

home town of the Heineman family.

The formal opening of the enlarged store of

the Lynbrook ]\Iusic Shop, Lynbrook, L. I., was

held recently by Jay O. Benton, proprietor,

whose business now occupies two floors.
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SAVINGS NOW TOP THREE BILLIONS

Report Shows That 4,109,549 in New York
State Have Deposits Totaling $3,040,788,000

Talking- macliine dealers in New York State

should realize that there is real business to be

had this Fall if they go after it strenuously,

owing to the fact that deposits in the 145 sav-

ings banks in the State of New York passed the

.3,000,000,000 mark on July 1 of this year. Ac-

cording to preliminary figures issued by the Sav-

ings Banks Association of the State of New
York the amount due depositors on that date,

including dividends credited, was $3,040,788,000,

.an increase of $249,435,000 over the amount due

•depositors a year ago and an increase of $148,-

319,000 since January 1, 1923.

There has also been a notable increase in the

number of depositors in savings banks. The

total on July 1, 1923, was 4,109,549, a gain of

193,637 over a year ago and of 124,581 over

January 1, 1923.

In New York City alone the amount of de-

posits in savings banks, including dividends

credited, was $2,263,376,000 on July 1, a gain of

$193,633,000 over a year ago and of $118,463,000

over January 1, 1923. In New York City the

number of depositors in savings banks was

2,820,198 on July 1 of this year. Since the popu-

lation of the city, according to 1920 census, was

.5,620,048, this indicates that every second person

in the city has a savings account in a savings

bank. In the last year there has been a gain in

depositors in the city of 139,666 and in the last

six months the gain has been 95,364.

"TALKER" MARKET IN SYRIA

Washington, D. C, September 6.—A firm in

Damascus, Syria, desires the agency for Amer-

ican-made talking machines and musical instru-

ments, according to advices received by the Bu-

reau of Foreign and Domestic Commerce here.

Write the Bureau and refer to File 7336.

NEW SHOP TO CATER TO FOREIGNERS

Victor Establishment Opened in Toledo, O., by
H. L. Wasserman Will Specialize in the Sale

of Foreign Recordings—Promising Outlook

Toledo, O., September 7.—Harry L. Wasser-

man has opened an exclusive Victrola shop on

St. Clair street, adjacent to the Rivoli Theatre,

under the name of the United Music Store.

The shop will cater to the foreign record buyer.

A survey of the city has revealed, including

French, Hebrew, Italian, German, Hungarian,
Spanish, Polish, that he will have upward of

40,000 prospects. Every foreign language rec-

ord listed in the Victor catalog will be carried

in stock, as well as other records.

Mr. Wasserman was formerly connected with

one of Detroit's leading music houses. He also

held a number of important State and county
offices in that section. He decided to locate in

Toledo after he found that the opportunity for

success with the kind of establishment he is

bringing here was very promising.

REMODELED LYNBROOK SHOP OPENS

Jay O. Benton Practically Doubles Size of Store

Giving Him Increased Display Room

Lynbrook, L. I., September 10.—The formal

opening of the remodeled Lynbrook Music
Shop was held here recently, after the comple-
tion of alterations, which added the second floor

of the building as an additional show room.

Jay O. Benton, proprietor of the concern, has

fitted out the upper floor, formerly a large court

room, with a series of studios, where instruc-

tion on various instruments will be given by
expert teacher. There will also be a large

.salesroom for pianos and talking machines on
this floor, leaving more room on the main floor

for the record booths. The entire establish-

ment has been redecorated.

SOUTHERN EMERSON DISTRIBUTOR

L. W. Freeman Will Distribute Emerson Pho-

nographs in Atlanta Territory—Well Known
Throughout the Southern Territory

L. W. Freeman, Southern sales manager for

the Wasmuth-Endicott Co., manufacturer of

"Kitchen Maid" kitchen cabinets and built-in

equipment, with headquarters in the Candler

Building, Atlanta, Ga., will also distribute

Emerson phonographs manufactured by the

Wasmuth-Goodrich Co. Mr. Freeman's twelve

years of consistent sales efifort in behalf of

"Kitchen Maid" products have won for him an

extensive following in Southern territory. Hi.?

activities have not alone been confined to

kitchen cabinets, for he is also one of the most
successful furniture distributors in the South,

handling a special line of dining room and
library tables, as well as dining room furniture.

GILLINGHAM SAFE IN JAPAN

The many friends in the trade of L. E. Gil-

lingham, well-known recording expert, will be

glad to learn that Mr. Gillingham and his family

survived the terrible catastrophes in Japan. A
cable was received by Mr. Gillingham's mother
stating that the family was safe, but no word
has yet been received regarding Russell Hunt-
ing, Jr. Both Mr. Gillingham and Mr. Hunting
have been associated for some time past with
the Nipponophone Co., talking machine and rec-

ord manufacturer in Y'okohama, Japan.

PHILLIPS PHONO PARTS CO. BUSY

Based upon the ordering of phono parts, the

production of machines this Fall will doubt-
lessly reach large figures. William Phillips,

president of the Wm. Phillips Phono Parts

Co., New York City, reports that August orders
were exceptionally good, totaling about four
times the volume of August of last year.

Here Is the BIG VALUE
CHARMAPHONE MODEL NO. 18

Dealer's Price H5^^
This NEW CHARMAPHONE No. 18 is

w^ithout doubt the best buy of the season.
It means pleased customers and large
profits.

Retailers are making it their leader every-
where. It is an attractive cabinet—fine

mahogany finish—double spring motor-
fine nickeled parts—Charmaphone tone
arm and sound box.

SEND FOR SAMPLE AT ONCE

Immediate Delivery.

CHARMAPHONE CO. 39 W. 32nd St., New York City
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[Editors Note.—This is the thirtieth of a series of

articles by William Braid White devoted to the various
interesting opportunities which prevail' in the domain_ of

education for the retailer of talking machines. The subject

is one of great interest and we commend these articles to

the consideration of all who are devoting attention to the

featuring and developing of the musical possibilities of the

talking machine.]

BALANCING THE RECORD LIBRARY

It would certainly be unfair to say that the

existing collections of records, as we find them

to-day, are exactly one-sided; but it would not

be unfair to say that they bear unduly upon

certain sides of musical performance. Now this

is not a matter for any particular blame, since

from the beginning of things in this trade it

has been necessary to proceed slowly, one step

at a time, and to give the people what they want

at all times. In consequence of this economic

necessity, however, we find that in certain

classes of music there is an overplus and in cer-

tain others a distinct deficiency.

Such a state of affairs is, of course, not at all

what one should prefer, for one of the essentials

to the permanence of the talking machine in-

dustry, in face of the competition of other

means for music reproduction, is a thoroughly

well-balanced accumulation and supply of every

kind of music. It is always in the matter of

some similarly neglected point that weakness

develops in any industry. These weaknesses

are often dangerous and sometimes fatal. We
do not want any of them, if we can help it,

in the music industry.

Record All Good Dance Music
A well-balanced music catalog should be, and

doubtless is, the aim of every manufacturer of

records, though, of course, the temptation is

ever present to follow each whim of public

taste and so gradually to load up with a mass
of ephemeral matter, each number of which has

a very short vogue and is then lost for good.

Of course, there is no sense in neglecting profits

which, as it were, wait for one at the door, only

asking to be let in. For my part I thoroughly

believe in recording all the good dance music

there is. The work of orchestras, like the vari-

ous Whiteman organizations, for instance, repre-

sents true musicianship. When modern dance

music is properly performed and recorded by

artistic players it is very good stuff indeed.

I have listened to dance orchestras whose
power over a crowd containing many very fine

and artistic dancers, dancers capable of the real

poetry of motion, was positively wonderful, al-

most hypnotic in fact. Now, music of that sort

is not likely to be lost in the course of a day or

two. It is going to last for a good long time,

and some of it may last permanently. Now, the

complaint is not with this highly developed

dance music. The complaint is much more with

the attempts which have been made and are

being made to fill out the lists of standard

interpretations, the lists of music which is ex-

pected, whether on account of intrinsic merit

of the beauty of the interpretation, or of the

desirability of preserving the art of some great

personality passed away, to remain a permanent

good seller and a permanent element in a per-

manent collection of musical art.

Recording From Two Standpoints

Now, we always have to consider the record-

ing question from two standpoints. On the one

hand, records are music, qua music. On the

other hand they are the preservation of the

voices and the technique of many great singers

and players. The selling appeal is probably

first to be based upon the personality question.

It is always easier to sell Caruso's voice than

to sell Celeste Aida, as Celeste Aida. This is

because in vocal matters the interpretation is

everything, and the music only too often of

secondary importance.

To a certain extent this is also true of in-

strumental music. The interpretation tends to

become much more important than anything

else. But not to so great or exclusive an ex-

tent, because those who care for instrumental

music usually care, at least in part, for the

music itself, and are not so completely hypno-

tized by the warmth or beauty of this singer's

interpretation. It is usually, therefore, not so

difficult, or commercially so risky, to use artistic

sense in balancing up instrumental collections.

Order of Popularity

To maintain a fairly balanced collection, how-
ever, it is necessary to give every kind of music

its fair chance. Of course, dance music sells

easiest, blues songs and other characteristic

racial rhythms come next in order probably,

and then follow the records of great voices.

These latter are of the utmost importance, for,

little as the people at large may care about

musical art, they do love fine voices and fine

singing. After these, and at a long interval,,

come solo records of violin, cello and piano.

Still further behind comes instrumental en-

semble music, followed by symphonic records.

Band Music Neglected

Yet this, of course, is a very rough classifi-

cation, and many modifications must be made
in it. For instance, I have said nothing about

military band music. No music is more fasci-

nating and none more thoroughly fitted to- the

genius of the talking machine. Yet the re-

cording of fine music by the military bands has

greatly lagged. Here is a concrete example of

what I mean by lack of balance in catalog

making.

The term "Military Bands" includes what are

also called "Concert Bands" for the purpose of

this classification, and it must be evident to

any one who has ever heard the best of the

latter, such as the U. S. Marine Band, that here

is a marvelous field awaiting us to be opened
up by exploiting the appeal of these fine or-

ganizations to the native musical taste of the

people. Imagine the Hallelujah Chorus from'

the Messiah recorded in an adequate arrange-

ment by the U. S. Marine Band, or by Sousa's

or Ellery's bands. Some remarkably fine speci-

mens of German concert band recording have

lately been placed on the American market,

and they show wonderfully well how big a field

there is yet to be exploited.

Band music, as I envisage it, should not be

confined to marches and similar elementary

matters. It should include virtually all the cori-

cert overtures, popular movements from sym-
phonies, selections from favorite operas, and
so on. There is already some of this material

in the domestic catalogs, but I do not think

there is half enough.

It would be more than merely interesting to

see the results flowing from a campaign to put

a lot of music of this sort up to the people.

The response would probably be better by a

good deal than the conservatives are willing to

admit.

In the same way, too, a little research and
some system injected into the methods of choos-

ing orchestral and ensemble music to be re-

corded, would probably yield encouraging re-

sults in sales, and likewise balance up the cata-

logs wonderfully. As an example: If we could

only have just one Haydn string quartet (say

the Op. 64 No. 5, which takes the fancy of the

veriest musical boob at first hearing), what a

fine thing it would be!

Warning, Not Scolding

There is much more to be said, but I do not

want to be thought a common scold. That is

to say, I do not want any one to think that

I am finding fault and picking flaws. Any one

can Indulge in that detestable practice and I

do not propose to be included in the category.

On the contrary, what I am trying to do is

to show all concerned that the present position

of the talking machine industry not merely en-

titles but virtually forces us, if we are to hold

our own, into a position of positive handling

of our problems. We must consider them all

from every standpoint and we must be prepared

to do all that competing methods of reproduc-

ing music can do; and then some! That is why
we need to take serious thought about the

condition of the present accumulation of rec-

ords to the end that we may fill up the gaps,

exploit not only a few but all the classes of
music so fast as we can teach the people to

absorb them, and thus balance up our position

and make ourselves impregnably strong.

We Serve New York!

The Record OF

A LL along the line, preparations for a busy season Eire

being made. Fall business is rapidly getting under way.
A short time will see it hitting its full stride. Don't be
caught short. Prepare for that inevitable increase in the
demand for

Records
The Records of Quality

As always, we are ready to serve you quickly and efficiently
no matter what your demands for these fast-selling records
may be. We are able to do this because we carry at all

times a thoroughly complete stock of OKeh Records that
is never allowed to deplete.

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division

15 West 18th Street New York City

Distributors

for

OUTING
and

ODEONETTE
Portable

Machines
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Dollar Happiness
FOR, CHILDFLEN

Sold Exclusively to Music Trade

Announcing

—

Beginning August 1st Bobolink

Books are confined exclusively to

the music trade. Dealers have

readily grasped the importance of

this policy.

Seven Complete Books

Each book contains FOUR selec-

tions on two double-faced records.

There are piano-scores, stories,

pictures and games. More are in

preparation.

Dealer Service

A metal rack built to hold twelve

Bobolink Books is given free with

each order for 12 books of each

number. Circulars for monthly

mailing list are free for the asking.

Four-color Cutout display piece

for window or interior display is

given free with an order for four

or more books of each number.

Displays for Big Windows

Oil painted panel-screens 7 feet

high, center panel five feet wide,

two side panels 3}4 feet wide, are

supplied free.

Series of three entirely difTerent

designs are now traveling in

dififerent parts of the country.

Write at .once, as perhaps one is

in your territory at the present

time or will be available at a

later date.

Displays for Small Windows

Black and white silhouette single

panels S feet high 5 feet wide on

grooved pedestals are now being

routed from the Atlantic to the

Pacific. Write for a date.

Each series of panels for both

large and small windows is the

highest order of art. The dis-

play will lend attractiveness to

your store and is acceptable to

the most particular window
decorator.

Order an introductory assortment of 12 each Nos. 1 to 4

Song Books, Nos. 1 and 2 Reading Books, No. 1 Game
Book. Total 84 Books, 1 Display Rack, 1 Display Cutout,

supply of Circulars, Net cost $52.08 F. O. B. New Haven.

Bob 0 link "Books
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NATIONAL RADIO WEEK TRINITY RADIO PHONOGRAPH READY

Will Be Held This Year From November 25 to

December 1—In Charge of Notable Committees
Combination Radio and Phonograph Introduced

by Trinity Phonograph Co.—Dealers Using
Newspaper Advertising to Advantage

National Radio- Week will be held this year

from November 25 to December 1, according to

an announcement made recently by the National

Radio AVeek executive committee of the Radio

Trade Association. The Radio Week committee

as just announced by President Shaw, of the

Association, will include F. Clifford Estey,

president of the National Chelsea Radio Corp.,

Boston, Mass.; Theodore R. Gerken, of the

Marshall-Gerken Co., Toledo, O.; Benjamin

Gross, of the Radio Stores Corp., New York
City, and the editors of several of the leading

radio trade papers. Additions to the member-
ship of this committee may be announced at a

later date.

Publicity for the National Radio Week will

be handled by a special committee of publicity

experts, headed by Pierre Boucheron, director

of publicity for the Radio Corp. of America.

There will be a special program committee to

take care of radio broadcasting during National

Radio Week, and full details regarding this

week may be obtained from the secretary of the

Radio Trade Association, 1133 Broadway.

Boston, Mass., September 6.—The Trinity

Phonograph Co., of this city, manufacturer of

the Trinity console phonograph, is meeting with

considerable success in the introduction of the

Trinity radio phonograph, which has been ad-

vertised extensively through newspaper cam-
paigns. This instrument, which is a combina-
tion radio and phonograph, has many features

which are presented to advantage in the pub-

licity used by the dealers handling the product.

The cabinet, which is a handsome console,

is finished in red or brown mahogany and is

designed after the Queen Anne period. A stand-

ard spring motor is used or the Kendrick &
Davis electric drive unit may be substituted.

The radio is a Maclite four-tube set with the

latest improvements in radio construction. The
company is preparing for an active Fall trade,

as the talking machine dealers are taking a

keen interest in the sales possibilities of this

new combination radio and phonograph.

BOBOLINK FALL DRIVE UNDER WAY

New Haven, Conn., September 10.—The La
Velle Mfg. Co., of this city, has announced that

the sale of Bobolink books is now confined to

the music trade exclusively. The particularly

strong holiday appeal Jo be found in this mer-

chandise is being featured in an extensive Fall

campaign now under way. A number of efifec-

tive dealer service helps have been evolved

which will undoubtedly greatly increase sales.

This service covers window trims, literature for

mailing purposes and a metal rack to hold

twelve Bobolink books.

BRILLIANTONE NEEDLES IN DEMAND

August sales of Brilliantone needles surpassed

all previous records for this month, thus main-
taining the remarkable lead in business this

year over all previous years. The new Bril-

liantone daylight sign is now to be found in

retailers' warerooms in many cities. Sydney
Risser, of the sales staff of the Brilliantone

Steel Needle Co., New York City, was a recent

sojourner in the Boston and New England ter-

ritory, while R. C. Norman is away on an ex-

tensive trip covering New York State, Pennsyl-
vania and Ohio. Harry W. Acton, secretary

of the company, returned recently from a very

enjoyable vacation spent with his family at the

seashore.

VOCALION RECORDS SELLING WELL

San Francisco, Cat.., Sept. 6.—The Munson-
Rayner Corp. has now completed its handsome
quarters at 86 Second street and reports a heavy

business in Vocalion records. There is a great

rivalry developing between Ed. Zuchelli, in

charge of the record department of the Los An-
geles Munson-Rayner firm, and the San Fran-

cisco department, in charge of Thos. G. Rock-
well, as to who will sell the most records. Both

say that Vocalions are scoring heavily.

THE BRUNSWICK IN DETROIT

H. B. Bibb, manager of the Chicago district

of the Brunswick Co., has announced the taking

on of the complete Brunswick line by the Crow-
ley-Miliner Co., of Detroit, Mich.

This concern is one of the largest department
stores in the State of Michigan, and for a num-
ber of years has been handling the Victor line

exclusively. The talking machine department
is managed by Larry Dow.

A Better

RECORD

THE marked increase in the sales and popu-
larity of Okeh Records for 1923 firmly

establishes them as one of the fastest selling

records on the market today.

To the dealer who handles a record with so

rapid a turnover as Okeh, prompt delivery of

all record orders is of vital importance. Our
complete stock of every record in the Okeh
catalog enables us to give dealers in the South
quick, reliable service.

Our dealer proposition is an interesting one.

It will pay you to investigate the advantages
that accompany the handling of

Records
The Record of Quality

A Better

SERVICE

INDEPENDENT JOBBING COMPANY
122 East Centre Street, N. Goldsboro, N. C.

PHONOGRAPH DE LUXE
The Instrument of Incomparable tone, that

plays any record better than you have ever
heard it played before.

Complete line of table, upright and console
models.

Write for catalog on

New Portable
AND

New Console
Cash In on the Reglna; now is the time.

Also Reglna Music Boxes with or without
phono attachment.
Regina Hexaphones and Mandolin orches-

trions.

Reglna tune discs and parts for any in-
strument ever manufactured by the Regina
Co.

Send for particulars on territory
arrangements.

The Regina Phonograph Co.
MANUFACTURERS

RAHWAY NEW JERSEY

SONORA DEALER USES OUTDOOR SIGNS

ScRANTON, Pa., September 4.—When Mr. Peuser,

the owner of Peuser's Sonora Shop, of this city,

decided upon the use of outdoor road signs he

proceeded to find the best locations possible for

their erection and he certainly succeeded. The
accompanying illustration shows one of Mr.

Featuring the Sonora in Scranton

Peuser's signs on the "Lackawanna Trail," the

main highway to Scranton from the West. The
sign is right on the bend in the road, where the

trail narrows down between two big hills. Hun-
dreds of motorists pass the sign daily and it is

already proving a business stimulator.

Andrew P. Frangipane, general manager
Mutual Phono Parts Mfg. Co., has returned to

New York from his Canadian trip.
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TURNER MUSIC CO. EXPANDING

Two New Branch Stores Will Soon Be Opened
by Prominent Florida Music House—Will

Operate Five Stores in Leading Cities

Tampa, Fla., September S.—The Turner Music

Co., 608 Franklin street, this city, will soon

open a handsome new establishment in St.

Petersburg, Fla. The store, one of the finest

in the South, will be located at 1 Alhambra
Arcade. W. B. Word will be manager and

J. D. Saumenig, assistant manager.

Another branch will be opened the middle of

this month at 136 South Orange avenue, Or-

lando, Fla., with J. V. Bojum as manager and'

Earle Stafford as assistant. The present plans

of the Turner Music Co. for the expansion of

the business also include the opening of an-

other store on November 1, at West Palm
Beach, making altogether five stores operated

in this State by the company, as well as an

agency in Jacksonville. In addition to a large

stock of pianos the Turner Music Co. handles

the Victor, Edison, Brunswick and Sonora lines

of phonographs, records and a large stock of

musical instruments.

INTRODUCES NEW ELECTRIC MOTOR

H. A. Robbins Sales Agent for Kendrick &
Davis Electric Motor—Has Various Mechan-
ical Features Which Add to Efficiency

Boston, Mass., September 7.—H. A. Robbins,

who has been identified with the talking ma-
chine industry for many years, is now the sole

sales agent for the Kendrick & Davis electric

drive for phonographs. This product is manu-
factured by the Kendrick & Davis Co., one of

the country's foremost electrical manufacturers,

and it represents the efforts of a corps of ex-

pert engineers. This electric drive has an auto-

matic switch that starts the motor and is a

positive playing stop, also acting as a protec-

tion lock when the machine is not in use. It

is a Universal motor operating on A.C. or D.C.
and is equipped with a resistance unit which
takes care of varying voltages.

OKEH RECORD HAS^TIMELY NEWS

Volume 1, No. 2, of the Okeh Record, the

house organ published by the General Phono-
graph Corp., New York, manufacturer of Okeh
and Odeon records, contains a number of in-

teresting news items that can be used to advan-
tage by the company's dealers. The first page
of this house organ features "Dajos Bela and
His Orchestra," exclusive Odeon artists, who

We will sell for Spot Cash and at prices below
cost of production

COLUMBIA GRAFONOLAS AND RECORDS
Practically the remainder of the former stock of over Fifty Thousand Grafonolas and
Ten Million Records from the 1922 catalog recently released from the factory and sold
off by the leading department stores of the United States.

GRAFONOLAS ^^^^ "^^^^ '^^"^^ Thousand All Told.
• Various 1922 Models in Original Cases

and assorted finishes.

Shipments F.O.B. Baltimore, Dallas and Seattle. Write for latest

quotations, stating quantities, models and finishes desired.

About One Million All Told.
Series "A" in Ten-Inc'n 75c Double Discs

A plentiful assortment of all American selections, including many
popular hits of the 1922 catalog. Single shipments of 1,000 at l^Yzc;

5,000 at 14c; 10,000 at 13c; 20,000 at 12i^c.

Terms: Cash, F. O. B. Bridgeport, Conn.

RECORDS

141 Each

39Hc Each

25c Each

Series "A" in Twelve-Inch $1.25 and $1.50 Double Discs

Including Symphony and Operatic labels of famous singers and
instrumentalists. Single sliipments of 1,000 at 39}^c; 5,000 at 38c;

10,000 at 37c.

Terms: Cash, F. O. B. Bridgeport, Conn.

Series "E" in Ten-Inch 75c Double Discs

Several stocks aggregating a half-million FOREIGN LANGUAGE
Selections with listed inventories from 1922 catalog covering a wide
range of Selections. 1,000 at 25c.

Terms: Cash, F. O. B. Bridgeport and Dallas.

Write for quotations on larger quantities, stating languages desired.

COMING OUT FOR OCTOBER DELIVERY
A Wonderful Console Model for $150 selling value.

To cost the dealer approximately $50. Write now for particulars and exclusive territory.

LOUIS JAY GERSON
Agent, Broker and Exporter of High Grade Radio and Phonograph Specialties

63 Reade Street ^
Telephone oi46 worth N£YV YORK CITY

Cable Code: Ijersondale, INew York

have made a number of Okeh records that have

been enthusiastically received by the trade.

Among the other news items presented in this

edition of the Okeh Record are the following:

"Sophie Tucker Busy on the Pacific Coast,"

"Vincent Lopez Joins Kiwanis," "Gerald Griffin

Honored," "Okeh Record Stars as Radio Broad-

casters," "Sara Martin Becomes a Composer"

and other items of general interest to dealers

handling the General Phonograph Corp. line.

The Grand Rapids Phonograph Co., New
York City, has been chartered by C. Stein,

M. Lefkowitz and AE. Kaplan, with a capital of

$10,000.

AMOS EARL RUSSELL MARRIED

One of the important social events in Troy,

N. Y., on Saturday evening, September 8,

was the' marriage of Miss Grace Mae Lee to

Amos Earl Russell, who for many 3'ears has

been prominent in the talking machine trade

and who is now connected with the house of

Cluett & Sons in Troy. The local papers de-

voted considerable space to the event and the

happy couple were given a splendid send-off

by their many friends. After the honeymoon
trip Mr. and Mrs. Russell will make their home
at 2152 Fourteenth street, in the Beman Park

section of the city.

THE MADISON
A real phonograph serving a
double purpose, adaptable for
home or outdoors, very light and
compact.

Sells at a popular price, with all

the qualities of a high priced
instrument.

The quickest seller in the phono-
As Table Model graph trade. Stock the Madison

Size 13 inches wide, 12 inches deep, 7^4 inches high
f^^, addltlOUal SOUrCC Of profit.

A few jobbing territories open. Quantity prices and literature on request.

MAOISON MUSIC COMPANY
114 East 28th Street New York
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THE TRINITY TRIUMPH
A "Trinity"

Radio-Phonograph

(Maclite Equipped)

As the scope of both the phono-
graph and radio has advanced, so

has the popular desire grown for

the instrument that combines the

wonders of both into a single unit

of amusement and beauty at a mod-
erate price.

In the Radio-Phonograph the most
advanced principles of both instru-

ments are built into one cabinet of

the same dimensions as Console type

phonograph.

All equipment is contained within

the cabinet, including the loud

speaker. No wires are visible ex-

cepting the new type antenna and
ground leads, which are readily

hidden.

The Phonograph
A Trinity—"Sweet as the Chimes." Cabinet

of five-ply veneer; English Brown or Dark
Red Mahogany

;
Queen Anne Period. Stand-

ard type motor and reproducer of quality.

Tone chamber of selected spruce. K. & D.

electric drive optional.

The Radio
A Maclite—A four-tube set ; a successful

tuned impedance type radio frequency set ; a

singular achievement in advance radio engi-

neering that brings in distant stations (through
the tone chamber of the phonograph, which
acts as a loud speaker) with exceptional clar-

ity and without distortion. The "A" and "B"
batteries are of the highest standard (Maclite).

Representatives Desired Everywhere

Trinity Phonograph Company
Boston, Mass., U. S. A.

HOW A LIVE DEALER MADE GOOD

Advertising, Personal Contact With Patrons

and Efficient Motor Delivery Important Ele-

ments in Success of Don C. Preston

Bakersfield, Cal., September 4.—Good advertis-

ing, personal contact with customers and an

efficient motor delivery equipment are the

three things that have made it possible for

Bakersfield's smallest music store in a very

short time to grow to be one of the largest and

most complete establishments of its kind in

central California. Don C. Preston, who is

to-day celebrating his fourth anniversary, is also

writing history that is most interesting.

Mr. Preston started business in Bakersfield

in a small store room on East Nineteenth street

in the Fall of 1919, after he had covered every

State in the Union as a traveling representative

for one of the largest distributors of musical

instruments. He had been in business but thirty

days when he realized the magnitude of his

new venture and leased a small space in the

building he now occupies. With the able assist-

ance of Mrs. Preston, in the first sixteen

inonths more than $100,000 worth of musical

instruments were sold.

May 30, 1921, fire destroyed his stock of

goods and fixtures. After the fire more space

was obtained adjoining the old location. Upon
moving back into the new store pianos were

added to the popular line of Sonera phono-
graphs; sheet music, band and orchestra instru-

ments. The first of this year the store, of

which J. Q. Gray is sales manager, was again

enlarged.

A branch store was opened in Taft in March,

1921, with John MacDonald in charge. A few.

months ago the Taft branch was moved to a

location near the Taft post office, giving that

city a fine establishment.

NEW PLAYER TONE CONSOLES

Two Models Added to Player-Tone Line—I.

Goldsmith Returns From Successful Western
Trip—Tells of Greatly Improved Conditions

Pittsburgh, Pa., September 7.—I. Goldsmith,

president of the Player-Tone Talking Machine
Co., of this city, returned to his desk to-day

after a Western trip which included a visit to

the company's factories at Grand Rapids, Mich.

In a chat with The World, Mr. Goldsmith stated

that his trip was very successful and that he

had closed arrangements with several promi-

nent houses whereby his company's products

would receive aggressive representation the

coming season. He is enthusiastic regarding

the business outlook, predicting that the coming
Fall will be one of the most prosperous seasons

in the history of the talking machine industry.

"General conditions throughout the Middle
West are very satisfactory," said Mr. Goldsmith.

"Every one of our dealers is optimistic in dis-

cussing the business outlook for the next few
months and we believe that there is going to

be a shortage of some of our models, notwith-

standing the fact that we have increased our

factory output substantially. One of the pur-

poses of my recent trip was the speeding up
of production so that our dealers might receive

maximum co-operation and service when most
needed.

"We have just added two console models to

our line and judging from all indications they
will be among our sales leaders before the year

is over. There is also an active demand for

upright models, and, in fact, the trade seems
to be in a position to absorb without difificulty

a large amount of standard merchandise that is

backed up by responsible manufacturers."

TRIANGLE REPRODUCERS IN DEMAND

Manufacturers Increasing Production to Supply
Trade With the Important Specialty

The Triangle Phono-Parts Co., 722 Atlantic

avenue, Brooklyn, N. Y., announces a consid-

erable increased production in its Triangle re-

producer. This product, one of a series of tone

arms and reproducers manufactured by this or-

ganization, has become quite popular with re-

tailers and manufacturers, necessitating an in-

crease of floor space devoted to its production.

While the Triangle concern remains at its old

address, it has taken over much larger quarters

and the new layout and arrangement of the

manufacturing plant will add considerably to

the efficiency of production.

Orders for the Triangle reproducers have

been considerably on the increase during re-

cent weeks and the manufacturers have not only

made changes to take care of this new demand
but, in addition, they are preparing an extensive

exploitation campaign which should further

increase the sales.

r Easiest to Carry—Easiest to Play—Easiest to Sell

THE SWANSON PORTABLEDEALERS
IMPORTANT

ANNOUNCEMENT
Put a display of Swanson Portables and a sign, "Don't

Be a Wanter, Be an Owner," in your windows when the

feature picture "The Wanters" appears at your local theatre

this fall. The Swanson Portable has an important part in

this movie, a John'M. Stahl production with an all-star cast,

including Marie Prevost, Huntley Gordon and Louise

Fazenda. Tie up to this—It will mean good business.

Swanson ISmwAm Distributors
738 So. Los Angeles St. *

LOS ANGELES, CALIFORNIA

"I
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Survey of the Talking Machine Industry
Music Industries Chamber of Commerce Prepares Interesting In-

formation Regarding Existing Stocks and Retail Trade Prospects

The Music Industries Chamber of Commerce
-has just completed an extensive survey of the

music industry to determine the actual condi-

tion of stocks and the business prospects in re-

tail establishments throughout the country, both

in relation to retail business and to the de-

mands that have been made and will be made
upon manufacturers, together with the plans

made to handle those demands.

The condition of the talking machine trade

was taken into account in carrying out the sur-

vey and the report relative to that branch of

the industry says in part: "With respect to

phonographs, a far healthier condition is shown
to exist than last year. Retail stocks are gen-

erally considerably smaller and there has ap-

parently been a healthy liquidation of stocks

during the year. This also applies to inven-

tories of repossessed phonographs. The failure

of merchants to anticipate their Fall and holiday

requirements of phonographs is even more no-

ticeable than in the case of pianos. Nearly half

the merchants have not yet placed orders for

any of their holiday requirements, which is a

higher percentage than at this time last year,

when merchants were not particularly optimistic

about Fall and holiday business."

The inventory of new phonographs in the

hands of dealers as compared with last year is

as follows:
Over 50 per cent increase 3 per cent

25-50 per cent increase 9 per cent

Up to 25 per cent increase 16 per cent

About tlie same 32 per cent

Up to 25 per cent decrease . 23 per cent

25-50 per cent decrease 12 per cent

Over 50 per cent decrease : 5 per cent

Stock of repossessed phonographs compared
with last year:
Over 50 per cent increase 1 per cent

25-50 per cent increase 1 per cent

Up to 25 per cent increase 6 per cent

VICTOR FACTORY AT FULL BLAST

Plant Settles Down to Elaborate Production
Schedule Following General Vacation Period
—Excellent Progress on New Pressing Plant

The factory of the Victor Talking Machine
Co. is now working in full force on a produc-
tion schedule which is probably the most ex-

haustive in the company's history, although
there are already indications that even the great

activity will not be able to prevent a shortage
of goods during the Fall and Winter, especially

in the popular types of Victrolas.

The experiment of shutting down the entire

factory for a period of two weeks in order that

each employe might have a liberal vacation with
pay proved a distinct success, for not only did

the factory organization return to work on
practically 100 per cent basis when the vaca-
tion period was up, but the company is re-

ceiving applications for employment from work-
ers in many other fields. Work on the im-
mense new record pressing plant is progressing
rapidly, and it is expected that the new building

will be completed, equipped and ready for op-
eration as per schedule. The additional facili-

ties will be welcome as affording means for

catching up on record shipments generally.

About the same 37 per cent

Up to 25 per cent decrease 20 per cent

25-50 per cent decrease 9 per cent

Over 50 per cent decrease IS per cent

Percentage of additional requirements up to

January 1, 1924, for which additional orders

have been placed:
75-100 per cent 9 per cent

50-75 per cent 16 per cent

25-50 per cent 15 per cent

Up to 25 per cent 13 per cent

None 47 per cent

Regarding sales since June 1, compared with

last year, 67 per cent of the dealers reported

increases, 10 per cent of them stating that the

increase had been over SO per cent. Twenty
per cent of the dealers reported business as be-

ing about the same and only 13 per cent re-

ported decreases. Likewise 69 per cent of the

dealers questioned look for an increase in Fall

and holiday business, with 24 per cent expect-

ing it to be the same as last year.

HARRY T. LEEMING QUITS TRADE

Former Sales Manager of Pathe Phonograph
& Radio Corp. Resigns to Become a Sales

Executive of the Mennen Chemical Co.

The talking machine industry has lost one
of its foremost figures in Harry T. Leeming,
who has severed his connection as sales man-
ager of the Pathe Phonograph & Radio Corp.,

Brooklyn, N. Y., to enter a foreign field.

Mr. Leeming has been connected with the

phonograph industry for nearly twenty years.

In announcing his plans he stated: "For some
little time past I have given a considerable amount
of thought to entering an entirely different line

of activity. I finally made up my mind to make
the movq, but I want my good friends in the
trade to know that I am thinking of them and
I also want to tell them that Pathe is going
to go over very big and that they need have no
doubts as to the ultimate future of Pathe and
its products. If I should decide, at .some future
date, to again re-enter the industry, you can
rest assured it will be with Pathe."
Mr. Leeming goes to his duties as a sales

executive with the Mennen Chemical Co. No
successor to Mr. Leeming has been appointed
as yet by the Pathe organization.

PLANNING SALES DRIVE ON EDISONS

T. B. Parsons, Manager Jesse French & Sons,

Mobile. Ala., Visits New Orleans to Confer

With Diamond Music House Regarding Plans

New Orleans, La., September 8.—T. B. Parsons,

manager of the Jesse French & Sons Piano

Co., of Mobile, Ala., accompanied by E. D.

Dent, shop superintendent of the firm, and Mrs.

Dent, who is head of the record department of

the house, spent two days in this city recently

conferring with W. W. Twigg, wholesale man-
ager, and J. A. Billiet, retail manager of the

Diamond Music House, here, relative to mat-

ters pertaining to the retail distribution of Edi-

son products in Mobile. The Jesse French Co.

was recently* appointed representative for the

Edison line in the Alabama city. Mrs. Dent
spent her time in selecting a full line of rec-

ords that she will introduce to clients in her

home city. Mr. Parsons, in speaking of the

progress obtained during the short period of

their incumbency said that surprising results

greeted them at every turn. He stressed this

particularly as meaning that even more flatter-

ing gains will be shown when the campaign

which is now in process of preparation is

properly opened.

HAAG RECORD FILING CABINET

Edison Dealers, Attention
Now Furnished in English Brown to Match the

New Edison Products

Also Furnished in Dark Red and Brown
Mahogany

Haag Record Files made in sizes to fit all makes
of phonographs and will accommodate all sizes
and makes of records. Just press the button.

Write for Full Particulars

HAAG & BISSEX COMPANY, Inc.

Calvert Building Baltimore, Md.
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Kendrick & Davis Electric Drive for Phonographs
Motor is 7 inches long, 3 inches deep and 4 inches wide. Weight 4 lbs.

An unusual feature

—

An automatic switch which starts the motor is a positive playing stop and acts as a protective lock when machine is not in use.

SPECIFICATIONS
Universal Motor

Resistance Unit which cares for varying voltages

Direct Drive, one-piece shaft, all tool steel; noiseless non-strip gear

Bronze bearings, self-oiling

Composition, non-vibrating frame

Price but little higher than standard spring motor

H. A. ROBBINS Sole sales agent 142 Berkeley St., Boston, Mass.

FINE SITUATION IN PITTSBURGH

Joseph C. Roush, of the Standard Talking Ma-
chine Co., Brings Enthusiastic Report Re-

garding the Business Outlook in That Section

TRADE ACTIVE IN SALT LAKE CITY

Growing Interest in Music and Improved In-

dustrial Conditions Reflected in Prosperity

—

Changes in the Trade—The News

A recent visitor to New York was Joseph C.

Roush, head of the Standard Talking Machine

Co., Pittsburgh, who came to the city, accom-

panied by Mrs. Roush, chiefly for the purpose

of witnessing the Davis Cup Match at Forest

Hills Stadium, Mr. Roush being an enthusiastic

tennis fan. After a short stay in the metropolis

Mr. Roush left for Absecon, N. J., to arrange

for the golf matches to decide the permanent

ownership of the Johnson and Blackman cups,

played for for several years by golf enthusiasts

among the talking machine jobbers.

Mr. Roush was enthusiastic regarding the

business prospects in the Pittsburgh territory

for the coming months and stated that the steel

industry, upon which the Pittsburgh section de-

pends so much, was in a most healthy condition,

the introduction of the eight-hour day in the

mills having solved the unemployment question

completely. Moreover, the steel mills have al-

ready on hand enough orders to keep them
operating for months to come. The coal situa-

tion does not worry the Pittsburgh trade, for

there seems to be no prospect of a sympathetic

strike on the part of the bituminous miners.

The new weekly releases of Victor records,

and particularly the introduction of Red Seal

records with the downward revision of list

prices, has served to stimulate business mate-

rially in the Pittsburgh territory, said Mr.

Roush, and will have a very noticeable effect on

Fall and Winter business.

The Forbes-Meagher Music Co., Madison,

Wis., is remodeling and enlarging its establish-

ment. New record racks, counters and demon-
stration rooms have been added.

Salt Lake City, Utah, September 4.—Judging

by the remarks made during the past few days

by jobbers and dealers, the phonograph busi-

ness is better than it has been for a long time.

Victors, Brunswicks, Edisons, Columbias, etc.,

have all been selling well. This happy state

of aflairs is, to a great extent, due to improved

industrial conditions and the fact that there

is more interest in music at this time than there

has been in years. Musical organizations and

choirs, too, are now getting together after the

Summer holidays and this is having a consid-

erable effect on sales.

The Brunswick-Balke-CoUender Co. has pre-

sented the patients of the tuberculosis ward of

the County Hospital with a large selection of

records.

R. W. Carlson succeeds John H. Young as

manager of the Thatcher Music Co., Logan.

The Keith-O'Brien Co. has discontinued its

talking machine department on account of

having less space in its new store. This firm

carried Victor and Edison machines.

Wm. P. Berry, manager of the phonograph
department of the Glen Bros.-Roberts Piano

Co., has been selected as assistant manager of

the local store of the company. Mr. Berry will,

however, still have charge of the phonograph
department, which is being enlarged.

Miss Sarah Chipman has been added to the

staff of the talking machine department of the

Glen Bros.-Roberts Piano Co.

Miss Gussie Pearson, well known as a talking-

machine saleswoman, has joined the Fisher

!Music Co., East Broadwa.v.

Brunswick dealers at Provo. Utah, report

business as increasing. Both the Lindley

Heindselman Music Co. and the Bates Stores

Co. state that they have had good business

through the Summer months and prospects are

good for Fall.

Chas. King, formerly assistant secretary of

the Consolidated Music Co., has been given

a position in the phonograph department.
Your correspondent has to-day visited the

new phonograph department of the great Z. C.

M. I. department store. Henrj' Gardner, the

well-known veteran in local music trade circles,

who is in charge, said business was coming
along nicely. His department is very attractive.

There are five booths, all neat and inviting.

Columbias and Brunswicks are carried.

R. F. Perry, of the Brunswick-Balke-Collen-
der Co., reports an unusual big volume of sales

during the Summer months. Visitors to the

local branch during the past month included

W. F. Cooper, of the mechanical department of

the Brunswick Co.; A. J. Kendrick, general sales

manager; Mr. Dives, of the Dives Furniture

Co., Brunswick dealer, Malad, Idaho, and Elmer
Madsen, of the Manti Music Co.,«lManti, Utah.

R. G. Thomas, manager of the Brunswick
department of Browning Bros. Co., and Ezra B.

Jones, of the Jones Phonograph Store, both
Brunswick dealers at Ogden, Utah, returned
from their vacations this past week.
Much space was devoted in the Salt Lake

Tribune on Sundaj', August 26, to Brunswick
phonographs and records. Besides a large ad-

vertisement by the Brunswick Co., there were
also large Brunswick advertisements by the fol-

lowing Brunswick dealers in Salt Lake City:

Daynes Beebe Music Co., Z. C. M. L, O'Lough-
lins and Utah Music Co.

Miss Beth Ericson, head of the educational

department of the John Elliot Clark Co., Victor
wholesaler and dealer, has gone to Medicine
Bow Lodge, a Wyoming resort, where she will

address a teachers' institute and demonstrate
the Victor machine.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

34 East Sidney Ave., Mt. Vernon, N.Y.
Telephone: Oakwood 8845

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED WAX
TO OUR LABORATORY

MOUNT VERNON— NEW YORK
MANUFACTURERS OF

^^^^

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153

OUR
IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS
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Immediate Delivery Guaranteed!!

on All Samples of

Oh! Pep!
SOLID BRASS DRAWN TONE ARMS

The Oh Pep Phonoparts Co. has at last surmounted all difficulties incident to the bringing out of its

SOLID BRASS DRAWN TONE ARM and is now in position to make immediate delivery of samples of

all sizes of its product.

Remember
Oh ! Pep ! Tone Arms and

Reproducers incorporate

no Die Castings whatso-

ever.

Oh! Pep! Tone Arms are

of one piece Solid Brass

Tubing, bent and tapered

to shape, and of uniform

thickness throughout.

Oh! Pep! Tone Arms will

be shipped at once upon

receipt of order accom-

panied by check covering

cost of sample.

No. 1

Size 71/^"—8%

SPECIAL , ^j.^
Sample prices are as

follows

:

No. 1 ARM
7K2" $2.50 . ,
8'/2" $2.75 \ /

No. 2 ARM ^ / s.e8./.-./,-

SVz" $3.50
9^2" $3.75

The above prices include an Oh! Pep! Reproducer which is of Pressed Steel. If Solid Pressed Brass

Reproducer is desired add 25c extra.

6912 Cottage Grove Ave. ftj^^^^ ^ Chicago, III.
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RECORD SALES LEAD IN AKRON, 0.

Increased Demand for Records of All Classes

Makes Up for Lethargy in Other Branches of

the Trade—The Month's News Budget

Akron, Ohio, September 4.—Despite the com-

plaints regarding the business of the past few

weeks heard in some quarters here, a general

survey of the trade indicates that business as

a whole, particularly in the talking machine
trade, has been somewhat better than that for

the corresponding period last year. During the

past week or ten days there has been a notice-

able pick-up in buying, which augurs well for

the Fall and early Winter business.

One of the outstanding features of the talking

machine trade in recent weeks is the unusually

big increase in record sales. All local stores

report records are moving better than for many
months and the people are buying all classes

of records and not so much stress is being

placed on dance records now.

The Earle Poling Music Co. will undergo ex-

tensive alterations within the next month to

make room for the installation of new cases

in which talking machine accessories and small

musical merchandise will be displayed.

Miss Charlotte Roderick, for some time iden-

tified with the talking machine trade here, has

assumed charge of the record department of

George S. Dales Co.

George C. Wilkj Canton music dealer, was
a recent caller on Earle Poling and closed nego-

tiations for the appearance in Canton at some
January date of Ignace Paderewski, noted

pianist and Victor artist, who will appear under

the direction of Mr. Poling, after his appearance

at the Armory here.

George Birbeck, " representing the Eclipse

Musical Co., Cleveland, who called on the

George S. Dales Co., M. O'Neil Co. and the

Earle Poling Music Co. last week, reports busi-

ness on the increase throughout eastern Ohio.

H. H. Fleer, representing the C. C. Mellor

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

Avoids motor strain

Is not attached to Tone Arm
Low installation cost

No extra parts

Operates all Records.

Send 50c. foT sample

Kirkman Engineering Corporation
484-490 BROOME ST. - - NEW YORK

Co., Pittsburgh, Pa., Victor distributor, also

spent a day recently with Earle Poling, of the

Earle Poling Music Co.

Miss Grace Barr, from the educational de-

partment of the Victor Talking Machine Co.,

Camden, N. J., was a speaker at the Summit
County Teachers' Institute held in Perkins'

Auditorium the week of August 26. She also

spoke to Portage County teachers at Ravenna,

O., on "How Music Talks to Us."

B. A. Emerson, of the B. A. Emerson Music

Co., reports Columbia records, especially the

new Ted- L-ewis numbers, as experiencing un-

usually heavy sales the past few weeks.

"Machine sales have held up exceptionally

well during the month of August and should

show a tendency to improve after Labor Day,"

said Earle Poling, manager of the Earle Poling

Music Co. "Our Red Seal record business con-

tinues to be very active," he remarked. "Even
in August, a dull month for the trade, sales

were way ahead of last year." He said the

recent price reduction had a tendency to help

sales of Red Seal records because people who
never bought before are doing so now.

The George S. Dales Co. has opened a com-
plete electrical appliance and radio department

in the South Howard street part of the store.

The M. O'Neil Co. states business in Vic-

trolas and Cheneys is better than a year ago.

Six of the leading music houses of the city

will exhibit talking machines at the coming
annual Summit County fair, which opens Sep-

tember 11 and continues five days. Dealers

claim this is the best medium they know of

through which to connect with rural prospects.

Akron music dealers are lending co-operation

to a plan for the establishment of a department

by the Akron Retail Merchants' Association for

the collection of delinquent accounts. This bu-

reau will be opened in the Buckeye Building

at headquarters of the Merchants' Association.

It will be in charge of Wilbur G. Foster. It

is said eleven local music houses do a credit

business and in the future their delinquent ac-

counts will be handled through this bureau.

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS
Positively Create Richness and Fullness of Tone Combined with Perfect Reproduction.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Cleveland, 0.
Ettabllthed in 1914

Manufacturers of High-Grade Tone Arms and Reproducers
W. J. McNAMARA, President Cable Addrew "Emphono"
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FEDERAL RADIO INSTRUMENTS ARE
DESIGNED BY FEDERAL RADIO EN^

GINEERS AND EVERY PROCESS OF PRO'

DUCTION IN THE FEDERAL FACTORY
IS UNDER THEIR CLOSE SUPERVISION

FEDERAL RADIO INSTRUMENTS ARE
GUARANTEED UNaUALIFIEDLY
AGAINST DEFECTS IN MATERIAL AND
WORKMANSHIP AND MANUFACTURED
IN KEEPING WITH THE FEDERAL POLICY

AND TRADITIONS OF A QUARTER OF
A CENTURY FOR PRODUCING ONLY
EQUIPMENT OF THE HIGHEST QUALITY

THE SIGNAL SUCCESS IN MANUFACTURE
ING RADIO EQUIPMENT OF THIS TYPE

HAS EARNED FOR FEDERAL RADIO
PRODUCTS THE REPUTATION OF "THE
STANDARD OF THE RADIO WORLD"

BUFFALO, N. Y.

Boston New York Philadelphia Chicago Pittsburgh

San Francisco Bridgeburg, Canada London, England
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An OldFashioned Son^ With aFo;c Trot Swin^

You can't ^owroi^
WithaayFElSTsor^"
©UoPeistlnc.N.YC

EMPLOYES OF BUSH & LANE PIANO CO. HOLD ANNUAL OUTING AT GENISON PARK
Holland, Mich., September 1.—Harmony was

the keynote of the annual outing of the Bush &
Lane Piano Co. at Genison Park just outside of

Holland on Thursday, last, just as it is the key-

note every day among the employes of the com-
pany. Everything was there to make the event

a success, and in the words of W. H. Beach,

treasurer and general manager of the company,

"Even the weather man showed his favor." The
various games were entered into with enthusi-

asm, many worthwhile prizes awaiting the win-

ners. The "eats" were consumed with equal en-

joyment, and, on the whole it was a happy day

for all, a day wliich will be looked back upon

by those present with pleasure.

W. H. Beach was honored by his employes

in the presentation of a gold-headed cane. Re-

plying to this token of esteem Mr. Beach took

occasion to express his own happiness and re-

ferred to Waltef L, Lane, president of the

company, whom he held up as an inspiration to

those possessed of an enthusiastic love for their

work. Pride of workmanship and adherence to

high ideals is the big element in the success

which Bush & Lane instruments have enjoyed,

and this has been brought about by the com-

bination of conscientious workers and inspired

executives who believe that the human element

is one of great importance in the manufacture

of pianos and talking machines.

Games and sports occupied almost the entire

day. There were all of the usual events, with

a lot more added besides. Thirty-two contests,

all held within the space of six or seven hours,

mean real organizing ability, even when pleas-

ure is the animating cause. That, however, is

precisely what the organizers of the Bush &
Lane picnic accomplished. There was not a

dull moment from the time the crowd thronged

into the interurban going out to Genison Park

until they thronged back again to go home.

The list of prizes donated by concerns in the

music industry who deal w'ith the Bush & Lane

Piano Co. expressed in an emphatic way the

esteem in which the Holland concern is held by

its business colleagues. It was a most enjoyable

affair which no one present would have missed.

Annual Outing of Bush & Lane Piano Co. Employes
1. Getting Ready to Show Some Speed. 2. President Walter Lane. 3. Tlie Ladies Were Out in Force. 4. W. H.
Beach, Treasurer and General Manager, Was Presented With a Gold-headed Cane. 5. A Happy Group of Beaches.
6. G. Kennedy, of the Phonograph Department, Is Not So Austere as He Looks in This Picture. 7. Two \A'inriers

of the Chicken Race. S. The Sack Race.

Size 13x13x7'/^"
Wonderful—Loud—Clear—Tone
Mahogany finish or Leather-
oicl covering. Weig-ht, 13 lbs.

NEW IMPROVED

Fulton ''AUTOMATIC" Portable
Model No. 25

Sample to fl? I O CA Discount in

Dealers *p I ^•D\f Quantities
CASH WITH ORDER

This remarkable new portable is equipped with a durable
motor, and a new feature patented throw-in-arm. No parts

to disconnect when closing up. Simply close the lid,

and the tone arm falls in automatically with it; open the

lid and the tone arm comes up in position ready to play.

We still have a limited quantity of our Model 35 at the same
price, §12.50.

Phonograph and Accessories, Repair Parts for All Makes.
Puritone and Truetone Needles at 25c per M in lots of 10 M

and up.

253 Third Ave.
New York CityFulton Talking Mach. Co.

COLUMBIA NEWS ITEMS

O. F. Benz, record sales manager of the Co-

lumbia Graphophone Co., returned recently

from a trip to Dallas, New Orleans, Atlanta and
Kansas City, where he visited tlte Columbia
branches and the dealers. He reports tlie busi-

ness outlook as very promising, with all of the

dealers making plans for an excellent Fall trade.

Robert F. Porter, field sales manager of the

company, is back at his desk after a short West-
ern trip, which included a visit to some of the

branches as far West as Kansas City.

E. A. Manning, assistant manager of the Co-
lumbia branch in Philadelphia, resigned from
the company's service a few days ago and his

successor has not yet been appointed.
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Another Superior Point for THE NEW COLUMBIA

A Portable Model that gives a volume of sound equal

to instruments costing twice as much! The New
Columbia Portable is sturdy, compact, convenient,

convincing—absolutely without a rival in its field.

COLUMBIA GRAPHOPHONE CO.
New York

MARKETING THE "WOLVERINE" LINE FRED R. SHERMAN VISITS THE EAST

Lind & Marks Co., Detroit, Announces Cam-
paign Featuring Popular Phonograph Line

—

Factory Facilities Increased Substantially

—

Now Handled by Many Michigan Dealers

Detroit, Mich., September 5.—The Lind &
Marks Co., of this city, one of the leading con-

cerns in the local talking machine trade, is in-

augurating an aggressive campaign, based on

increased factory production, in behalf of the

"Wolverine" line of phonographs, which it is

"Wolverine" Tudor Model
manufacturing. This line of instruments has

been on the market for the past three years,

but, owing to the fact that production facili-

ties were inadequate for expansion, it was im-

possible to handle any trade outside of the State

of Michigan. In this one State, however, phe-

nomenal progress has been made by the Lind

& Marks Co. in the establishment of dealer rep-

resentation, and there are approximately 400

dealers handling the Wolverine phonograph in

Michigan alone.

The "Wolverine" line is complete in every de-

tail, comprising instruments retailing from $100

to $215, together with a popular portable sell-

ing at $35. Among the models in the line are

the Sheraton, Adam, Tudor, Queen Anne, Stu-

art and Louis XV consoles, all of which have

proved ready sellers with the Michigan dealers.

The cabinet designs of these instruments follow

closely the periods they represent and the Lind

& Marks Co. has received many letters of ap-

proval from the dealers referring to the tone

quality of the product.

S. E. Lind, president of the Lind & Marks
Co., is one of the best-known talking machine

men in this part of the country, having been

identified with the industry for many years. He
was formerly manager of the Detroit branch of

the Columbia Graphophone Co. and in this im-

portant position won the esteem and friendship

of the dealers throughout his territory., Mr.

Lind's thorough knowledge of the requirements

of the retail trade are being used to advantage

in the merchandising of the Wolverine phono-

graph and, under his capable direction, an in-

tensive sales campaign has been prepared that

will undoubtedly enable the company to attain

nation-wide distribution for its product. A five-

year guarantee is a feature of this sales plan.

Head of Sherman, Clay & Co., San Francisco,

Victor Wholesalers, Enthusiastic Regarding

Business Conditions on the Pacific Coast

Fred R. Sherman, president of Sherman, Clay

& Co., San Francisco, Cal., Victor wholesalers

for the Pacific Coast territory, as well as ex-

tensive dealers in pianos, sheet music and musi-

cal merchandise generally, arrived in New York
with Mrs. Sherman early in September for the

purpose of meeting their daughter. Miss Fran-

ces Sherman, on her return from a three

months' tour of Europe.

Mr. Sherman brought with liim a very opti-

mistic report regarding business conditions on
the Pacific Coast, which, he declared, were far

more prosperous than in many Eastern sections.

His company operates fourteen branches, in ad-

dition to a number of sub-branches in the vari-

ous cities and towns along the Pacific Coast,

and in each district prosperity prevailed. The
fruit growers are getting good money for large

crops, particularly the vineyard owners, who
are realizing $150 per ton for grapes that brought
only $30 before prohibition. The oil boom
in Los Angeles has also stimulated trade in

that section, so a natural reaction is looked for

later. Much of the good business is due to the

influ.x of settlers from the East.

The Victor business on the Coast is holding
up in remarkable shape, said Mr. Sherman, and
he was particularly enthusiastic regarding plans

for the erection of a recording and record-press-

ing plant by the Victor Co. in East Oakland,

Cal., across the bay from San Francisco. The
recording plant will make possible the featur-

ing of many more Pacific Coast artists and mu-
sical organizations, which fact is calculated to

stimulate record demand west of the Rockies

where the artists are known, and the operation

of the pressing plant will greatly facilitate the

delivery of records and save the time now con-

sumed in transporting record stocks.

A. P. MACOUN WITILL. BAUMANN & CO.

A. F. Macoun, well known in the local retail

field and identified with the talking machine in-

dustry for many years, has been appointed

buyer of the talking machine departments of

Ludwig Baumann & Co., Newark, N. J. This

prominent furniture house now has an estab-

lishment on Market street, in Newark, and on
September 25 will open another store on Cen-

tral avenue, in that city, which promises to be

one of the most pretentions furniture houses

in New Jersey. Mr. Macoun will be the buyer

for the talking machine department for the two
stores and his long experience in the talking

machine trade ideally qualifies him for his im-

portant new post.

Edgar Newman, treasurer of the Maison
Blanche Co., Victor dealer, New Orleans, La.,

who has been in Europe for several moriths

with his family, is expected to return shortly.

ster

WI"DE-AWAKE phonograph dealers will realize

instantly the sales possibilities of this new and
unusual phonograph. The tone chamber of the Song-
ster is made from select violin spruce in its natural
state; it is not veneered, as in- usual tone chamber con-
struction. Specially constructed "violin" chambers at

both sides of this tone chamber collect the tone vibra-
tions and reflect them in deepened, mellow tones that
surprise and delight the hearer.

system is its dominating virtue

;

The Songster's tonal

the Songster's variety-

of design and finish equals any machine on the market.
The Songster is now making big profits for manv dealers
in the Northwest. It can't help but do the same" for vou.

Write today for illustrated details of Songster design
and construction. Ask for our special offer to dealers.

The Songster Phonograph Co.
219 West Michigan Street—Duluth, Minnesota
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PIERRE BOUCHERON VISITS TRADE

Director for Radio Corp. Publicity Returns

From Visit to Jobbers and Dealers in the West

H. GERMAIN HOME FROM EUROPE MPPONOPHONE CO. PLANT DESTROYED

Pierre Boucheron, director of publicity for the

Radio Corp. of America, New York, manufac-

turer of Radiolas, returned recently from a trip

through the Middle West, where he visited RCA
jobbers and dealers with the idea of getting

their views regarding publicity plans for the

coming season. Mr. Boucheron has made a

careful study of the problems confronting the

radio dealer and the data that he secured on

his recent trip will be used as the basis for the

mammoth campaign that will be sponsored by

the Radio Corp. of America during the next

few months. It is also quite likely that this

sales and publicity material will be used as a

basis for a handbook to be distributed among
the dealers in order to assist them in securing

maximum results from their efforts.

INCREASE CAPITAL TO $515,000

The American Talking Machine Co., Victor

jobber, with headquarters on Livingston street,

Brooklyn, N. Y., has increased its capital from
$10,000 to $515,000.

QUINCY, MASS., FIRM CHARTERED

QuiNcy, Mass., September 9.—Walter H.

Sturgis, Inc., of this city, has been incorporated

with a capital of $50,000 to deal in "talkers."

L. L. KILMER IN NEW QUARTERS

L. Lemuel Kilmer, proprietor of the Edison

department in the Heller & Son Furniture Co.,

South Bend, Ind., is planning to move into a

new store at 415 South Michigan street, where
he will operate tiie Quality Music Shop, featur-

ing the Edison.

Makes Interesting Comments on Business

Prospects and Trade Methods

H. Germain, president of the Plaza Music
Co., 18 West Twentieth street. New York City,

recently returned from a ten weeks' stay in

the larger capitals of Europe. Mr. Germain
visited England, France and Germany. In re-

viewing the European business situation upon
his return, Mr. Germain said: "France seems,

for the moment, in the best shape economically,

but I cannot persuade myself to view many
phases of the general European situation favor-

ably in any respect."

Mr. Germain made a minute study of busi-

ness conditions in all of the larger centers of

Europe, particularly as relating to the music

business. "One interesting illustration of the

different way in which the English view mod-
ern business was afforded in the case of the dis-

play of a portable phonograph in a London
shop window. The instrument bore a price

card on which it was stated that the price was
guaranteed and that any attempt by any other

tradesman to cut it would be met under a law

that they have there to prevent price-cutting.

The British law apparently recognizes a stand-

ard arrangement of price through agreement

bv both manufacturer and retailer.

NEW BUSH & LANE JOBBER

Cleveland, O., September 11.—The Bush & Lane

Piano Co. has just consummated arrangements

whereby H. B. Bruck & Sons Co., of this city,

will be wholesale distributors for the new line

of Bush & Lane phonographs. The new enter-

prise will be in charge of C. H. Kennedy, who
is well and favorably known in talking machine

trade circles. The territory includes Ohio, west-

ern Pennsylvania and the Citv of Detroit.

THESHELTON
Electric Motor
The "Simplicity" electrifies

Victor, Edison and Columbia
phonographs by simply tak-

ing off winding handle and
placing motor against turn-
table. Automatic switch in

motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42nd Street, New York

In the great earthquake and fire which caused

such a great loss of life and property in Japan
the reports are that the great plant of the

Nipponophone Co., manufacturers of talking

machines and records in Yokoham.a, was de-

stroyed. It is good news, however, that J. R.

Geary, an American, long associated with this

organization, escaped, as did his wife and two
sons.

B. E. BENSINGER HOME AGAIN

B. E. Bensinger, president of the Brunswick-

Balke-Collender Co., who has been on an ex-

tensive tour through Germany, England, France,

Italy and Switzerland, accompanied by Mrs
Bensinger, arrived in New York on the S. S.

"Paris" on Friday last. He had a most enjoy-

able time and is in splendid health.

There is no truth in the published statement

that the Chautauqua Phonograph Co., of Wash-
ington, D. C, has gone out of business.

Victor

Wholesalers

The House
of

Mellor
in

Pittsburgh
since

1831

H^'if J '^^"^ ^ a JL^ TheWaltz Sensation of7923 *

^ yVV~jLM^^^''Thi-eetfClockintheMornin5'>Jr >

_J "you, cant^o wronfi-With any FEIST Son ja,"
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OHIO MUSIC MERCHANTS' ASSOCIATION HOLD CONVENTION
Talking Machine Interests ' Take a Prominent Part in the Program of the Annual Meeting of

the State Body Held in Cincinnati, September 11 and 12

Cincinnati, O., September 12,—Problems that

have to do distinctly with talking machine

stores and departments are having a prominent

place in the program of the annual convention

of the Music Merchants' Association of Ohio,

in session at the Hotel Gibson here yesterday

and to-day. A number of talking machine men,

as well as many dealers operating talking ma-

chine departments, are members of the Asso-

ciation and support it in its various activities.

The convention proper opened yesterday

morning, following the annual golf tournament

played at the Western Hills Country Club.

The convention delegates were welcomed to

Cincinnati by W. C. Culkins, vice-president of

Chamber of Commerce in the absence of Mayor
Carrel, to whom suitable response was made
by A. B. Smith, president of the Association.

The president, in his annual report, covered

^ RADIO SALES
INCREASING

This fall will see Radio increasing

in public favor by leaps and bounds.

Already dealers in radio equipment
are buying large stocks to meet the

huge demand. From a small start

Radio has won a permanent place in

the markets of the world and will

forge still further to the front.

Why not be ready for this demand
} ourself and receive your share of the

profits ? Other Talking Machine Deal-

ers realize this and are reaping the

benefits daily.

By selling Crosley Radio equipment
you will get a line that is second to

none in America. Many distance rec-

ords have been broken with Crosley
sets. They operate easily and effi-

ciently and reduce static to a mini-

mum. The national advertising of the

Crosley Manufacturing Company will

help you still further.

There are Crosley sets for all persons
and at all prices ranging from a two-
tube set, at $28, to the beautiful con-

sole model, at $150. Also a complete
line of exceptionally fine parts.

For Sale by Good Jobbers Everywhere
Write for Complete Catalog

Crosley Manufacturing Co.
926 Alfred Street Cincinnati, 0.

The Crosley Model X-J pictured above
—price $65—is one of the most perfect
sets on the market today. Similar in

design and structure to the now famous
Model X—it embodies even greater re-

finement of detail, enabling people to
hear clearly and distinctly at unbeliev-
able distances.

the progress made by the Association and what

had been accomplished for the Tjenefit of the

music dealers throughout Ohio through organ-

ized effort. Secretary Rexford C. Hyre, of

Cleveland, also reviewed in detail what the As-

sociation had done for its members during the

year and announced that, up to the time of the

convention, there were 207 dealers on the mem-
bership roll, or about 25 per cent of all the

dealers in the State.

Among the papers read at the convention

which were of special interest to the talking

machine men was one on "Trade-ins," by Alfred

L. Smith, general manager of the Music Indus-

tries Chamber of Commerce; another on "Radio

and Its Relation to the Music Business," by

Elmer H. Wilkinson, general manager of the

Jewett Radio & Phonograph Co., Detroit; "Ad-

vantages of Maintaining a Musical Merchandise

Department," by James R. Frew, vice-president

of the Euclid Music Co., Cleveland; "Finance,"

by Richard W. Lawrence, president of the Mu-
sic Industries Chamber of Commerce; "Modern
Musical Merchandising," by Arthur Weldon, of

Columbus; "Interest on Talking Machine
Sales," by Wm. G. Bowie, of Cleveland, presi-

dent of the Music Merchants' Association of

Northern -Ohio (which appears elsewhere in this

issue), and "Collections and Repossessions," by

J. Fred Van Court, Cincinnati.

There was also an elaborate program of en-

tertainment, including a trip to Cody's Farm
on the Lexington Pike, Ky., where an elaborate

chicken dinner was served and old-time coun-

try sports indulged in; luncheons each day at

the Cincinnati Chamber of Commerce, and the

annual banquet at the Hotel Gibson to-night,

after which there will be dancing.

As is usually the case at the Ohio conven-

tions, a number of piano and talking machine
manufacturers took advantage of the opportu-

nity of making displays of their products, the

talking machine manufacturers represented in-

cluding the Brunswick-Balke-Collender Co. and
the Bush & Lane Piano Co. Other exhibitors

included the Sterling Roll & Record Co., show-
ing Strand consoles, Okeh records. Outing
portables, and Arthur Brand & Co., Cincinnati,

displaying accessories.

IMPORTANT ANNOUNCEMENT COMING

The Aeolian Co. is planning to make an im-

portant announcement in the near future regard-

ing its double-faced Vocalion records, according
to Oscar W. Ray, general manager of the Vo-
calion Red Record Division.

NEW QUARTERS IN RENO, NEV.

Reno, Nev., September 8.—Sherman. Clay & Co.

have leased new quarters in this city for their

local branch at 142 North Virginia street. The
new warerooms are now being remodeled and
will shortly be ready for occupancy. W. A.

MacDonald is the local manager.

TO OPEN NEW STORE IN ROCKFORD

RocKFORD, Ind., Sept. 7.—Mrs. R. T. Rounds
and her daughter, Margaret, will shortly open
a music store in this citv.

Tonnollo's Victor Shop, Ossining, N. Y., has
been purchased by R. Dunlap, who operates a

store in Peekskill, N. Y. The name of the

Ossining store has been changed to the Dunlap
Music Shop.

FOR SALE
1,500 High-class Complete Phonographs;
standard equipment; three sizes; three
styles; various finishes. Immediate or
later delivery.

HOUGHTON MFG. CO., Marion, Ohio

"The Highest
Class Needle in

the World"
It stands to reason that

the company which for years

has built "The Highest Class

Talking Machine in the

World" would, when it

placed a needle on the mar-
ket, put out nothing but what
could be sold as "The
Highest Class Needle in the

World."
Thousands of dealers will

testify to the fact that the

Sonora Semi - Permanent
Needle is just that—the best

and most satisfactory needle

they ever ofifered their

customers.

Why not send for a sample ?

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

>^»^THE IN5TBUHENT or QUALITY y^^>

CLEAR A5 A BELL

The Highest Class Talking Machine
in the World

Fall Business is

Good for

Sonora Dealers
Confident of the ever-grow-

ing Sonora demand which is

plainly apparent on all sides,

Sonora dealers' confidence in

the product they handle is

further increased by the

knowledge that Sonora has

launched a tremendous fall

newspaper campaign to help
them move their stock. The
cooperation they are receiv-

ing from Sonora is acting

as a tremendous incentive to

intensive merchandising, the

profitable results from which
are already proving to be

tremendous.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

STHC INSTRUMENT OF QUAtirr

ono)
CLEAR AS A BELL

The Highest Class Tatking Machine
in the World
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situation" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will

be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
2Sc. per line. Rates for all other classes of advertising on application.

SPRINGS
VICTOR

l%"x.022xl7', bent each end No. 6543 $.57
l%"x. 022x18' 6" marine ends No. 3014 .58
l%"x.022xl7' marine ends No. 3014 .55
Il4"x.022xl7' bent arbor No. 5362 .57
Il4"x.022xl3' bent arbor No. 5423 .50
Ii4"x.022x9' bent arbor No. 5427 .42
Ii4"x.022x9', bent each end No. 6546 .42
l"x.020xl3' 6" marine ends No. 2141 .32
l"x.020xl5' marine ends No. 3335 .35
l"x.020xl5' bent arbor No. 5394 .38
l"x. 020x15', bent at each end No. 6546 .43
y8"x.020x9' marine ends No. 988 .29

COLUMBIA
l"x.028xl0' Universal No. 2951 .33
l"x.028xll' Universal No. 2951 .35
l"x. 030x11' hook ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x.02.5xl2' motors, Nos. 33 & 77 33
1 3/16"x.026xl9', also Path.5 75
1 3/16"x. 026x17' No. 4 .59

MEISSEI.BACH
ys"xlO' motors, Nos. 9 cfc 10 29
l"x9' motors, Nos. 11 & 12 29
l"xl6' motors, Nos. 16, 17 & 19 49
2"x. 022x16', rectangular hole, 18kl0 1.20

SAAI^-SILVEKTONE
l"x.027xl0', rectangular hole No. 144 .42
l"x. 027x13', rectangular hole No. 145 .48
l"x.027xl6', rectangular hole No. 146 .58

BRUNSWICK
l"x.025x12', rect'gular hole, regular.No. 201 .45
l"x.025xl8', rect'gular hole, regular.No. 401 .60

KRASBERG
l"xl2' motor 2A, pear-shape and rect. holes .45
l"xl6' Motor 3 & 4, on outer end 55

EDISON DISC
l%"x.028x25' regular size disc motors 1.25
l"x. 032x11', Standard 55
1 5/16", Home 70
1 5/16"xl8' type A 150. old style disc 1.28
1" Amberola 30-50-75 56
1 1/16", B 80 1.15

SUNDRIES
l"x. 02.5x10' rectangular hole 50
l"x.02.5xl6', pear-shaped hole 50
y8"x. 023x10', marine ends, Hein. Col., etc.. .29
%"x.025xl0', marine .ends, Hein. Col., etc.. .27
%"x.020x9', marine ends 21
%"x.020x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws. No. 3304.. per 100 .92

Victor Gov. balls, n/style. No. 3302... each .07

Victor Gov. spring screw washer, .per 100 .72

Columbia Gov. springs. No. 3510. . .per 100 .95
Colum. Gov. sprg. screws. No. 439. per 100 .92

Columbia Gov. sprg. screw washers.per 100 .72
Columbia Gov. ball, lead, flat and spring.. .08

Columbia Gov. ball, new style & spring... .08
Turntable felts, all wool, green, 10", round .15
Turntable felts, all wool, green, 12", round .18

Terms, 2% cash with order.

TALKING MACHINE SUPPLY CO„PAeKRlDGE,N. J.

WANTED
Any amount of Victor, Columbia,

Brunswick or any other well-knovm

make of talking machines or records,

motors or tone arms. This is a spot

cash proposition and must be acted

upon immediately. Address Chicago

Phonograph Realization, 1427 Carroll

Ave., Chicago, 111.

WANTED—Resident salesman in Cleveland,

Ohio, to sell extremely high-class popular

priced phonograph line to retail dealers. Pre-

fer man already acquainted with trade in

Cleveland and surrounding territory. Extreme-

ly attractive proposition for right man. Write

giving experience and references to Lind &
Marks Co., corner of Bates and Congress, De-

troit, Michigan.

SALESMEN WANTED—In every state to

sell the "Magic-Tone"; liberal commission. See

our advertisement on page 99. This is a brand

new selling proposition and quick action is

necessary to secure territory. Write fully

about your experience, lines represented, etc.

Magictone Sales Co., 105 West 40th St., New
York, N. Y.

WANTED—Manager for talking machine
store in Philadelphia. Salary and share of

profits. Business established six years and has

large foreign trade. Must be in a position to

invest from $1,500 to $2,000 which will be fully

secured. Address with full particulars, "Box
1312," care The Talking Machine World, 383

Madison Ave., New York, N. Y.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which
will approximate $100 a week earnings to the

right applicant. Call to see Saul Bims, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

POSITION WANTED by phonograph fore-

man with 20 years' experience and thorough

knowledge of finishing and every branch of

phonograph manufacturing. Can furnish first-

class references. Will go anywhere. Address

"Box 1300," care The Talking Machine World,

383 Madison Ave., New York, N. Y.

WANTED—High-grade young men to travel

extensively as radio salesmen for well-known

manufacturer of established mechanical and
electrical lines. Must be capable of highest type

of sales and service work in demonstrating and
introducing line of patented radio equipment.

Character references required. Excellent oppor-

tunity for promotion as sales and service engi-

neers. Write stating experience, education, age

and salary desired. "Box 1323," care The Talk-

ing Machine World, 383 Madison Ave., N. Y.

POSITION WANTED—Well educated young man with
valuable all-around experience in the phonograph business
is desirous of obtaining a connection with established
house in either sales or executive capacity. Address "Box
1319," care The Talking Machine World, 383 Madison
Ave., New York, N. Y.

POSITION WANTED—All-around mechanic on motors,
tone arms and sound boxes. Have been foreman for over
three years with nine years experience. Address "Box
1320," care The Talking Machine World, 383 Madison
Ave., New York, N. Y.

POSITION WANTED—as manager of music business.
Several years managerial experience. Address "Live Wire,"
29 Hurlbut St., Albany, N. Y.

POSITION WANTED by expert phonograph repair me-
chanic. Long experience and capable of taking charge of
repair department. References available from well known
concerns. Address "Box 1299," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

POSITION WANTED—Recorder with over 25 years
experience has his own recording machine, is open for
engagement. Address "Box 1324," care The Talking
Machine World, 383 Madison Ave., New York, N. Y

FOR SALE

One million foreign records, Columbia

1922 catalogue, all languages. Sold in

small quantities or in one lot. Levey

& Alweis, 402 W. 40th St., New York,

N. Y.

FOR SALE
Three Unico demonstrating rooms, size 6 by

9 each, ivory finish, sound proof. Also four

Unico record racks, each with capacity of

one thousand records. For price and details

apply to "Box 477," Charlottesville, Va.

CARVED LEGS
Eight designs in gum, oak and ma-

hogany. Prices reduced. Send for cir-

cular. Klise Mfg. Co., Grand Rapids,

Mich.

IMPORTED HOMOKORD
RECORDS

In German, Russian, Polish, Irish and
Hungarian.

Ask for catalog and prices. Favorite Mfg.
Co., 105 East 12th St., New York, N. Y.

GOOD BUSINESS OPPORTUNITY
Just received patent on automatic stop for talking

machine. Nothing approaching it now on the mar-
ket. Will sell outright. Address A. G. Atwell,

27 Rockingham St., Cambridge, Mass.

FOR SALE
Only exclusive music store in an Ohio town of
12,000 population. Exclusive franchise for Edison,
Cheney, Starr, Columbia phonographs and Starr
pianos. Will sacrifice for $8,500.00. Cash or
good security. Address "Box B. O. B.," care The
Talking Machine World, 383 Madison Ave., New
York, N. Y.

SALESMEN WANTED
Exceptional opportunity for good producing sales-
men to connect with progressive manufacturer of
player-roll cabinets, bookcases, phonographs and
piano benches. We have some very good terri-
tory still open. Apply to Frank H. Isaacs, Sales-
manager, 469 Seventh Ave., New York, N. Y.

FOR SALE
Piano store, including Victor and Edison dealer-
ships. Old established business showing good
profit. Big opportunity for development. Centrally
located in New England farming district. Address
"Box 1321," care The Talking Machine World,
383 Madison Ave., New York, N. Y.

COLUMBIA GRAFONOLAS
WANTED

Type 2 instruments in any finishes and
quantities. Will pay cash. Must be new.
State models, finishes and quantity. Ad-
dress Phillips Grafonola Shop, 14 East
Third St., Bethlehem, Pa.

DEALERS ATTENTION
Repairs and parts for Alandel and all

other motors. Distributors of Wall Kane
needles. We carry a full line of all well
known motors and tonearms. Send for
price list. Mandel Phonoparts Co., 1530
Milwaukee Ave., Chicago, 111.

SPOT CASH
Wanted phonograph motors, hardware,
legs, etc. Also veneered panels. Must be
cheap.

Illinois Phonograph & Supply Co.

237 S. Market St. Chicago, 111.

FOR SALE
600 46" cabinets; straight legs, all gum
mahogany finish. Will sell either one
hundred lots or entire lot. Very reason-
able. Chicago Phonograph Realization,
1427 Carroll Ave., Chicago, 111.

FOR SALE
Victor talking machine agency in good
territory'. 19 miles from Boston. Will
sell at inventory, with or without jewelry
connection. Address "Box 123," Walpole,
Mass.

PATHE SAPPHIRE BALL
RECORDS WANTED

30108; 70042; 70021; 70005 (or 30008).

One each, if you can supply them write
to "Box 1310," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

FOR SALE
Established, going phono parts business.

Patent rights, dies, stock on hand, etc. A
splendid opportunity worth investigating.

Sold to settle estate. Address "Box 1314,"

care The Talking Machine World, 383

Madison Ave., New York, N. Y.

POSITION WANTED by recording expert with 25

years' experience in all parts of the world; thoroughly
practical in all branches of recording and record manu-
facture; has own complete modern recording apparatus.

Write "Box 1322," care The Talking Machine World, 383
Madison Ave.. New York, N. Y.
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Prolonged Heat Wave Fails to Seriously Affect

Trade—Preparations for Fall Under Way

—

Radio Horizon Gradually Clearing Up—Ex-

ercise Records Make Debut—British Kodisk,

Ltd., Inaugurates Competition—Plan to Re-

vise Copyright Act—Gramophone Co., Ltd.,

Introduces New Table Grand—Other Impor-

tant News and Activities of the Month

London, E. C, September 3.—Though laboring

under the disadvantage of a prolonged heat

wave (at time of writins;) the gramophone trade

is making no bad showing. Indeed, as a result

of the educational and instructive work of rec-

ord and instrument manufacturers, dealers have

little excuse for avoiding their responsibility.

Every shopman is a public servant, the gramo-

phone dealer not excepted, and even during the

so-called "off" season the public expects and

admires service. Many times have I found in

even small districts dealers of extremely wide

difference as regards ideas of service. One will

go out to attract custom; the other leaves it

all to chance. Thus do we find the enterpris-

ing dealer who makes light of troubles and heat

waves in a position to say, "Well, things are

not so bad, after all." That is the kind of

dealer deserving of every encouragement from

manufacturers, and they are pleased to give it.

Preparing for Fall Season

Much thought is being given by every section

of the trade concerning prospects of the season.

Preparations have long since been in hand. It

might almost have been said they have reached

fruition. The firm which has not made full

arrangements and planned its policy for the sea-

son so close upon us will certainly suffer a big

disadvantage. Regarded as a foregone conclu-

sion that competition will be keener than ever

during the next few months, it is to be expected

that most firms are ready to meet the occasion

by improving the quality of their products and,

in some cases perhaps, offering inducements in

the way of slight price reductions.

There is a tendency towards reduction in the

price of records, though any general or drastic

alteration, it may be said at once, is quite out of

the question. Prices of materials and manufac-

turing costs are still high and will not permit

any retail price easement of the commercial ar-
ticle. I think, however, we may look forward

to reductions here and there in prices of gramo-
phones, especially so in view of the action of

the "His Master's Voice" Co. in issuing a cheap,

popular-price table grand, as reported elsewhere.

This is almost bound to cause a reaction in

other manufacturing quarters, resulting in very

keen competition of price, if not of quality, par-

ticularly as regards the table grand type of in-

strument.

My inquiries go to show a general belief ex-

ists that the coming season will be a good one.

I cannot say that this belief is based on any
special grounds, but the optimistic spirit which
prevails will certainly carry us a long way to-

wards the goal of achievement and success.

Domestic Radio Situation Less Involved

With the approach of Autumn anticipations

are rising as to prospects of revived activity in

wireless trade circles. Of late the demand has

been very slack, especially for complete sets,

partly because the public is getting wise to the

comparatively heavy costs in contrast to the

"cost of parts which the average man or boy can

himself fairly easily assemble. These assem-
blers do not contribute anything for service for

the simple reason that it is illegal to assemble
and, therefore, no license is obtainable, this

apart from the few licenses issued to so-called

experimenters. The government, alive to the

position, appointed a committee to report upon
this aspect of affairs, it being thought desirable

to regulate the position. This committee's re-

port, expected in August, has been delayed. Its

publication is eagerly awaited. There is little

doubt that a license costing 10/- will be granted
to amateurs desirous of making or assembling
their own sets. Pending this license there is

little doubt that sales of parts and even com-
plete instruments are adversely affected.

One other aspect is that of payment of roy-

alties to copyright owners by the British Broad-
casting Co., Ltd. An agreement has been
reached wih the Performing Rights Society by
which the British Broadcasting Co. pays broad-
casting royalty fees of 2/6 to 10/6 for individual

copyrights and between £5 and £50 for broad-

casting a complete theatrical performance. This
agreement is to be retroactive. Negotiations
with other societies are still proceeding.

Physical Fitness Records Introduced
Quite a novelty for the British market is the

introduction of Captain A, Birley's series of

physical fitness records. These tell us how to

regulate exercises and do physical jerks—ac-

companied by music, as it were—and so to keep
fit and well. A chart illustrating the different

drill movements is furnished free. The new
records have occasioned unusual interest.

Some "Live" Trade Brieflets

Registration of new companies during the

first six montlis of this year shows an increase

compared with the corresponding period of 1922.

Though no music trade companies were regis-

Hornless, Table Grand, Upright

and Horizontal Cabinet Grands

Actual Manufacturers Export a specialty

REX GRAMOPHONE COMPANY
59 Chiswell Street, LONDON, E. C, England

Cable Address "Lyrecodisc. London"

tered during this period new private music con-

cerns numbered thirty, with a total capital of

about £130,000.

Thomas Dawkins & Co., Ltd., musical instru-

ment and gramophone merchants, London, have

been compelled to consult their creditors. Es-

tablished about 150 years, the firm has built up

a world-wide connection. The news was re-

ceived with general regret.

W. R. Steel, managing director of W. R. Steel

(Redditch), Ltd., the big gramophone needle

manufacturer, has resigned his position.

A dissolution of partnership has taken place

between Miss E. J. Senier and J. H. Russell,

carrying on business as the Gramophone Ex-

change, this city. The business is continued bj'

Mr. Russell in partnership with C. Walters.

Kodisk £L000 Prize Competition

An example of real enterprise is furnished by

the action of British Kodisk, Ltd., in launching

at this time a competition with prizes totaling

£1,000. It is hardly necessary to describe at

length exactly what the Kodisk stands for. Let

it suffice to say that this metal disc enables one

to recoi d at home. To further make known its

functions this side the Kodisk people have in-

augurated a generous scheme by which merit

alone will count for reward. The first prize,

£500, will go to the person making the clearest

and most distinct record, £50 as prizes to con-

testants under twelve years, £50 to the dealer

who sells the first-prize Kodisk and £50 for the

best window display. Other prizes will bring

the total to an outlay of £1,000. The judges

are the Earl of Hardwicke, Louis Sterling and

Miss Jose Collins.

British Industries Fair 1924

Usually this exhibition is held in February;

next year the date-period is April 28 to May 9.

In explanation of the change the -Department of

Overseas Trade points to the incident of the

British Empire Exhibition at Wembley from

April to October. Any great gap between the

opening of the two exhibitions, as normally

would be the case, it is thought would affect the

( Coiiti>iiiL'd un page IS2)

EDISON BELL

CABLE
•PHONOKINO.

LONDON"

ARE THE GREATEST VALUE FOR MONEY PRODUCED IN GREAT BRITAIN
TEN INCH . DOUBLE SIDED NEEDLE CUT

PLAY ON ALL GRAMOPHONES

Catalogue contains 4000 Titles by the Premier Artistes, Instrumentalists, Orchestras and Bands
of the British Empire

DEALERS PREPARED TO DO BUSINESS ARE INVITED TO COMMUNICATE WITH

Proprietors and Manufacturers, J. E. HOUGH, Ltd., 62 Glengall Road, London, S. E. 15, England
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attendance of overseas buyers. Their arrival

in England can now be timed to fit in with the

dual opening dates.

Amendment of Copyright Act Suggested

What amounts to a revision of the Copyright

Act of 1911 is contained in a bill introduced in

the British Parliament by Frank Gray, M. P.

By the absence of any prominent or other no-

tice on musical works a performer is often quite

unwittingly led into infringement of a copyright.

It is true that copyright under the 1911 act auto-

matically obtains for a period and that public

performers should be aware of this, but a good

many are not. And, again, often the absence

of any date of first publications renders it dif-

ficult to know whether a copyright subsists or

not in the work. Mr. Gray would therefore

come to the rescue by securing the passage of

his bill, the text of which is as follows:

1. The following paragraph shall be added after para-

graph (VI) of sub-section 2 of the copyright act, 1911:

—

(VII) The performance in public of a published musical

work, unless the title page, or the first page if there is

no title page, bears a notice to the effect that the right

of public performance is reserved.

2. (1.) Where the right to publish any musical work

and the right to perform such work become vested in

different persons, it shall be lawful for the owner of the

right to publish the work, requiring him to print the

notice aforesaid on every copy of the work.

(2.) If the owner for the time being of the right to

publish any musical work shall, after notice has been

given to him or his predecessor in title, in accordance with

this section, fail to print the notice so required upon

every published copy of the work, the owner of the right

to perform such work shall be entitled to recover from

him such damages and costs as he might have recovered

from any person if the notice aforesaid had been so

printed.

3 (1.) This act may be cited as the Copyright (musical

works) Act. 1923, and the Copyright Act, 1911, and this

Act may be cited together as the Copyright Acts, 1911

and 1923.

(2.) This Act shall not apply to works first published in

a foreign country with which His Majesty has entered

into a convention relating to Copyright.

(3.) This Act shall apply to works first published on
and after the first day of January, nineteen himdred and
twenty-four.

Y. W. H. N. B.

Here is a criptic caption. Of course, it stands

for the answer to and comment upon most
things just now—"Yes, We Have No Bananas."
By its contradiction and absurdity this title has

simply created a furore for the song. In sheet

music form or on records the demand is simply
enormous. Every company has now listed it

and special "pressings" seem the order of the

day. The following story is now going the

rounds: Fair damsel to out-of-date music re-

tailer, "Eh! have you that song 'Yes, We Have
No Bananas'?" Salesman (referring to alpha-

betical list), "Yes, no, madam; I am sorry we
have not, but I see we have 'Yes, Let Me Like a

Soldier Fall'." As the rest of the story is a

blank it is presimied the young lady fainted.

The Gramola Introduced
This is the name of a new table grand just

marketed by the Gramophone Co., Ltd., and
which, as reported last month, has created quite

a sensation throughout the trade by reason of

the extraordinary value it represents, The

Gramola is a handsome instrument—dome-top

mahogany cabinet 12^ inches high, ISj/^-inch

base, with nickel-plated and enamel fittings, sin-

gle-spring motor, speed regulator, taper arm
with ball-bearing socket and goose neck, needle

bowls, Gramola sound box, all at £6 retail, or

in oak, £5. Though the famous "H. M. V."

trade-mark is absent it bears the words "Manu-
factured by the Gramophone Co., Ltd.," which

is good enough warrant for most people. The
raison d'etre of the Gramola is, in the com-
pany's own words, "to meet the demand ex-

pressed by many of our dealers for a table

grand instrument to sell at a price that will

enable them to compete with 'cheap' types at

present on the market." There you have it in

a nutshell, so to speak. The bulk demand for

gramophones these days is confined to models
below the value of £10. There are many types

of table grands on the market from £4 10/- up

and, while the "quality" prestige of the Dog is

still strong, it is evident that present economic

conditions have, to an extent, forced would-bc

buyers to treat the question of price as a first

consideration of purchase. The fear is expressed

in trade circles that the "H. M. V." action will

seriously affect the sales of other table grand

manufactures. All's fair in love and war!

Zonophone Music
There is a very good selection of vocal and

instrumental music apparent in the latest batch

of records to hand from the British Zonophone
Co., just the kind that should make for heavy

sales. The new Zonophone artist. Browning
Mummery, has, if one might so term it, been

well discovered. He possesses a powerful tenor

voice of operatic standard and two good exam-
ples of his work are found on twelve-inch rec-

ord No. A-274, "Your Tiny Hand Is Frozen,"

from "La Boheme," and "On With the Motley,"

from "I Pagliacci," in both of which his de-

livery is superb. In the extensive ten-inch list

the contributions of the Dorian Singers, male
quartet, are wortln- of praise.

"F YOU handle or are thinking of handling other

I I' products, in addition to talking machines and

records—you need THE MUSIC TRADE
REVIEW, which is the most authoritative and informa-

tive business paper at your command, covering every

branch of the music industry—pianos, players, repro-

ducers, organs, automatics, band instruments, musical

merchandise, small goods, sheet music, talking ma-

chines, etc., etc.

Twelve to fourteen feature articles, showing how
the other fellow is increasing his profits, appear

each month in THE REVIEW—that's why it is the

most profitable weekly paper in the field for you to

read and why it will assuredly help you increase

your profits.

$2 Brings You 52 Issues of The Review,

WATCH

383 MADISON AVE.
REVIEW

IN 1923

NEW YORK CITY

Eslabllshed 1876 - The Oldest and Largett in Itt Field.

hm
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LATEST PATENTS

RELATING ToTALKING RECORDS
Washington, D. C, September 8.—Phonograph

Reproducer. Arthur W. Schreiner, Brooklyn,

N. Y. Patent No, 1,459,605.

This invention relates to a phonograph re-

producer primarily designed to improve the tone

color and fullness of note so greatly desired

in this class of instrument.

It has been found that very remarkable im-

provements can be made in the clearness and

volume of music played from ordinary phono-

graph records whether they be old or new, and

regardless of whether they be orchestral, vocal,

band, or simple instrumental pieces. Particular

improvement can be noticed in the reproduc-

tion of notes from the piano.

In particular, the method of supporting the

needle is of the utmost importance, and it must

be so supported to be movable in every direc-

tion so as to give every slight indentation on

the record opportunity to operate the dia-

phragm.

Furthermore, the volume of the reproduction

may be greatly increased by using both sides

of the diaphragm. To this end the inventor

has devised novel means of valving the air

pulsations from the diaphragm so as to effect

a continuous flow of waves forward through

the phonograph horn or emitting tube. This

also produces a clear sound free from the usual

stiflfness and apparent incompleteness of note.

This quality is attributed largely to the straight

forward flow of the sound waves resulting from
a valving arrangement and the use of both sides

of the diaphragm.

Figure 1 is a perspective view showing the

reproducer in use on a phonograph, which may
be of any standard design or make. Fig. 2 is

a plan view of the reproducer partly shown in

section. Fig, 3 is a side elevation of Fig. 2.

Fig. 4 shows the detail construction of the

needle support. Figs. 5 and 6 are diagrammatic

views showing valving action of reproducer.

Sound Box. Alfred A. Dennis, Grand Rapids,

Mich. Patent No. 1,459,577.

This invention relates to a sound box for

phonographs, being primarily directed to a

novel construction in which the diaphragm
thereof may be tensioned by application of an

adjustable and yielding spring tension thereon,

similar to and producing the same desirable re-

sults as does the construction shown in Patent

No. 1,393,434, granted October 11, 1921, with-

out the more or less troublesome manufactur-

ing and production faults thereof, the present

construction being easily and readily manufac-

tured without especially skilled and careful

labor. A further object of the invention is to

make the sound box also more or less pro-

ductive of many of the desirable results com-
ing from the structure shown in pending appli-

cation for patent Ser. No. 476,977, filed June 13,

1921, in so far as an adjustment of the air

volume space under the diaphragm is concerned,

but without changing the vibratory area of the

diaphragm, this remaining the same at all times.

The invention, in fact, combines all of the de-

sirable characteristics of two prior applications,

with an elimination of the faults thereof, with

the production of a structure which is in shape

for practical manufacture to produce a sound

box which may be applied to practically all of

the common makes of tone arms used in phono-

graphs.

Figure 1 is a front elevation of the sound box

of the invention in its preferred form. Fig, 2

is a rear elevation thereof. Figs. 3 and 4 are

vertical sections through the sound box, but

with the parts in different positions in the two

views. Figs. 5 and 6 are sections like that

shown in Fig, 3 of two slightly modified forms

of structure of the invention. Fig. 7 is a per-

spective view of the movably mounted ring

which is used in the sound boxes for changing

the air volume back of the diaphragm and for

actuating the spring member toward or away
from the same. Fig. 8 is a fragmentary en-

larged partial section and front elevation of the

sound bo.x, showing features of the interior con-

struction, and Fig, 9 is a fragmentary vertical

section and development taken on the curved

line 9—9 of Fig. 8.

Sound Recording and Reproducing Apparatus.

James Kendall Delano, New York. Patent No.

1,459,088,

This invention relates to sound recording and

reproducing apparatus, and comprises conduits

which provide separate sound paths between the

vibratory element or diaphragm of the sound
box and the opposite extremity of said sound

conducting or amplifying means. More spe-

cifically, the invention relates to a talking ma-
chine or phonograph having a sound box or re-

producer provided with a plurality of separate

impulse chambers in operative relation to the

vibratory element of the sound box (in combi-

nation with a compound tone arm and an ampli-

fying horn both embodying in a compact unitary

structure separate conduits which afford sepa-

rate continuous sound paths between said im-

pulse chambers and the outer end of the ampli-

fying horn.

One of the objects of the present invention

is the elimination in large measure of the stated

difficulties inherent in talking machines at pres-

ent commonly in use, thereby making possible

much more nearly correct recording and repro-

duction of sounds. Another object is to mate-

rially increase the sound volume and power of

which the usual talking machine is capable,

while at the same time guarding against inter-

ference pf sound impulses, a defect characteriz-

ing constructions heretofore proposed.

Figure 1 is a vertical section through the tone

arm and horn of a talking machine constructed

in accordance with the invention, certain parts

being in elevation. Fig. 2 is a section through

the sound box on the line 2—2 of Fig. 1. Fig, 3

is an end view of the sound box throat. Fig. 4

is a transverse section through the coupling be-

tween the tone arm and horn, on the line 4—

4

of Fig, 1,

Talking Machine Cabinet. Nick Tota, Cam-
den, N. J. Patent No, 1,460,289.

This invention relates to a new and useful

improvement in talking machine cabinets, and

has for its object to so construct such a cabi-

net that the sound emanating from the talking

machine will be greatly amplified and projected

outside of the machine.

A further object of the invention is to pro-

vide a tilting mirror adapted to close the front

of the upper portion of the cabinet when the

talking machine is not in use and so pivoted

that when it is swung to give access to the talk-

ing machine it will reflect the turntable, the

record thereon and the sound box and tone arm

so that the reflection of these parts of the ma-

chine may be plainly seen by a person sitting

in the room where the machine is located.

Still further objects are to provide for divid-

ing the outflowing sound waves when desired so

that a portion of the sound may be conveyed

through the front of the cabinet and the amount

of such divergence being controlled by the

swinging of the mirror and provision made for

the proper storing of record discs and also for

the housing of the motor and the radio-phone

apparatus.

Figure 1 is a front view of a cabinet made in

accordance with an improvement showing the

mirror in its tilted position and illustrating the

manner in which the reflection of the working
parts of the talking machine will be viewed in

said mirror. Fig. 2 is a plan view of Fig. 1,

Fig, 3 is a section at the line 3—3 of Fig. 1. Fig.

4 is a section at the line 4—4 of Fig. 3.

Automatic Talking Machine. Lee G. Daniels,

Rockford, in. Patent No. 1,461,111.

The primary object of the present invention

is to provide a talking machine of novel con-

struction, which shall autorhatically play a plu-

rality of records, one after another until all are

played, and which will, if desired, continuously

play the records in succession.

More particularly, this invention contemplates

as an object the provision of a talking machine
including a revoluble table carrying a plurality

of circumferentially spaced record turntables

which are carried successively to a playing sta-

tion beneath the reproducer, the stylus of the

latter being lowered onto the record at this sta-

tion and, when the playing is completed, being

raised to an inoperative position. Suitable

mechanism is provided for indexing the table to

position the record turntables at each plaj'ing

station and to automartically lower and raise the

reproducer stylus at the desired intervals.

Figure 1 is a plan view of an automatic talk-

ing machine embodying the improvements; Fig.

2, a side elevation of the machine looking at the

{Cotitinued on page 184)
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near side, as shown in Fig. 1; Fig. 3, a frag-

mentary sectional view taken on the Hue 3—3 of

Fig. 1; Fig. 4, a fragmentary plan sectional view

taken substantially on the line 4—4 of Fig. 2;

Figs. 5 and 6, detail sectional views taken sub-

stantially on the lines S—5 and 6—6, respec-

tively, of Fig. 2; Fig. 7, a detail sectional view-

taken on the line 7—7 of Fig. 3; Fig. 8, a detail

sectional view taken on the line 8—8 of Fig. 2,

and F'ig. 9, a front quarterly elevation of a talk-

ing machine embodying the improvements.

Amplifier. Rufus P. Silverthorn, Marion, O.

Patent No. 1,461,685.

This invention relates to improvements in

sound amplifiers for phonographs, the object

being to provide an amplifier which is so con-

structed that it will bring out tones otherwise

lost in the playing of a record. A further ob-

ject is to provide a distinctly novel means for

suspending the amplifier directly under the tone

arm of a phonograph so that the amplifier does

not contact with the cabinet of a phonograph

and the nuisance of cabinet vibration is entirely

done away with. A still further object is to

provide improved means for strengthening and

bracing the mouth of the horn of the amplifier

so that it may be conveniently supported in the

manner above described without affecting the

character of the sounds transmitted there-

through.

In the accompanying drawings Figure 1 is a

front end view of the improved amplifier; Fig. 2

is a bottom plan view thereof; Fig. 3 is a view in

longitudinal section on the line 3—3 of Fig. 1,

tiie dotted lines indicating a phonograph cabi-

net, and Fig. 4 is a view in longitudinal section

on the line 4—4 of Fig. 3.

Sound-reproducing Machine. Giovanni Di

Falco, New York. Patent No. 1,462,269.

This invention relates to sound-reproducing

machine constructed in the form of an old-

fashioned clock and provided in the top thereof

with a clock mechanism and centrally thereof

with a sound-reproducing mechanism and at the

lower portion thereof with means for support-

ing and storing records, and the object of tlic

invention is to provide a machine of the class

and for the purpose specified with means where-

REPAIRS
All Makes of Talking Machines
Repaired Promptly and Efficiently

REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
26 Sixth Avenue New York

TELEPHONE. SPWNG 1194

by the tone arm of a machine of this class may
be automatically moved into positions to per-

mit of the repeating or the reproduction of a

predetermined record; a further object being to

provide means in operative connection with the

clock mechanism of the machine whereby the

rotary disc supporting table may be automati-

cally started at a predetermined hour.

Figure 1 is a front view of the improved ma-
chine with parts of the construction broken

away; Fig. 2, a detail view of a part of the

construction shown in Fig. 1 on an enlarged

scale; Fig. 3, a partial section on the line 3—

3

of Fig. 2; Fig. 4, a detail sectional view on the

line 4—4 of Fig. 1 on an enlarged scale; Fig. 5,

a diagrammatic view of the tone arm operating

mechanism which is employed and showing the

same in a position about to be raised and moved
outwardly and radially over a record; Fig. 6, a

side view of the construction shown in Fig. 5;

Fig. 7, a plan view of the construction shown in

Figs. 5 and 6 and indicating the movement of

the tone arm of the improved mechanism, and

Fig. 8, a partial sectional view on the line 8—

8

of Fig. 6, showing another important detail of

the construction.

Tone Modifier for Sound-reproducing Ma-
chines. Fred W. Cooley, Minneapolis, Minn.

Patent No. 1,462,320.

This invention relates to a tone modifier

adapted to be used in connection with the tone

arm of a sound-reproducing machine and to be

placed in said machine in the path of the sound

waves from the tone arm to the sound chamber.

It comprises an improvement in a tone modi-

fier of the general type disclosed in Patent No.

1,349,604, granted to applicant of August 17,

1920.

It is an object of this invention to improve

the character of the tension device disclosed in

said patent and the manner of attaching the

same, as well as to improve the means for con-

necting and spacing the tubes used.

Figure 1 is a vertical section of a device show-

ing the same applied to the tone arm of a

sound-reproducing machine; Fig. 2 is a vertical

section of a device taken at right angles to the

m

section of Fig. 1; Fig. 3 is a vertical section of

the device similar to that of Fig. 1 showing a

modification thereof; Fig. 4 is a horizontal sec-

tion on an enlarged scale taken on line 4—4 of

Fig. 3, and Fig. 5 is a vertical section of the

outer tube also showing the spacing means be-

tween the tubes.

Talking Machine. Bert Edward Lane, Cam-

den, N. J. Patent No. 1,462,114.

One object of this invention is to provide

improved sound conducting means for talking

machines which can be made cheaply and dur-

ably. Another object is to so construct this

invention that it will permit the free movement

of the sound transmitting elements of a talking

machine and to avoid undue friction between

tlie several parts.

Still further objects are to make the parts

in a manner so that they can be easily assem-

bled or taken apart, of comparatively light

weight but of such strength as to withstand

hard usage without injury thereto.

Figure 1 is a fragmentary elevation of a por-

tion of a talking machine showing in central

vertical section the invention as forming a part

thereof. Fig. 2 is a fragmentary section taken

on the line 2—2 of Fig. 1. Fig. 3 is a section

taken on the line 3—3 of Fig. 1. Fig. 4 is a
perspective view of an amplifying box or hous-
ing which forms a part of the invention. Fig.

5 is a developed form or blank from which the
box or housing of Fig. 4 is made, said blank
being stamped or cut from a piece of sheet
material, and Fig. 6 is a top plan view of a
roller-retaining ring which forms a part of the
invention.

Tone Arm. Frank Oberst, Glendale, N. Y.,

assignor to the Sonora Phonograph Co., New
York. Patent No. 1,459,743.

This invention relates to tone arms for talk-

ing machines and has for its objects to provide
means for facilitating the removal and renewing
of the stylus.

A further object is the production of a tone
arm having relatively movable members and
wherein rattling will be prevented and elimi-

nated, and in which the various elements which
go to make up the tone arm will be rigidly se-

cured together and easily and readily assem-
bled and disassembled and accidental displace-

ment avoided.

In the drawings Figure 1 is a side elevation,

partly in section, of a tone arm embodying the

invention; Fig. la is a detailed sectional view

of the clamping means indicated in Fig. 1; Fig.

2 is a section on the line 2—2 of Fig. 1; Fig. 3

is a detailed sectional view of a modification,

the section being indicated by the line 3—3 on

Fig. 4, and Fig. 4 is a section on the line 4—

4

of Fig. 3.

Sound Arm Coupling for Talking Machines.

Horace Hurm, Paris, France. Patent No. 1,466,-

554.

This invention relates to tone arm couplings

for talking machines and has for its object the

production of a tone arm which will be at the

same time air-tight and flexible in the two

planes in which mobility is required. A further

object is to provide a tone arm coupling com-

prising two bellows connected together and in

communication, one bellows being hinged ver-

tically and therefore swingable in a horizontal

plane and the other hinged horizontally and

swingable in a vertical plane.

Stylus Support for Talking Machines. Hor-

ace Hurm, Paris, France. Patent No. 1,466,555.

The subject of this invention is a stylus sup-

port for talking machines, the principal charac-

teristic of which is that it is formed as a sort

of lattice construction extending over the whole
length of the support. This renders it possible

for the stylus support to be small in inertia, yet

sufficiently rigid to resist bending—a very im-

portant consideration.
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^"••i^RECORD
October, 1923

COLUMBIA GRAPHOPHONE CO.

SYMPHONY RECORDS
A3949 Marche Militaire (Militar-Marsch) (Schubert.'

Opus 51, No. 1)—Part 1—Piano Solo,
Mischa Levitzki 10

Marche Militaire (Militar-Marsch) (Schubert.

Opus 51, No. 1)—Part 2—Piano Solo,
Mischa Levitzki 10

A6229 La Traviata—"Ah, Fors' e Lui" (The One of

Whom I Dreamed) (Verdi)—Soprano Solo.
Florence Macbeth 12

La Traviata—"Sempre Libera" (I'll Fulfill the

Round of Pleasure) (Verdi)—Soprano Solo,
Florence Macbeth 12

9S079 The Kerry Dance (Molloy)—Tenor Solo,
Tandy Mackenzie 12

A3947 Danny Boy (Weatherly)—Mezzo-soprano Solo,
Barbara Maurel 10

A Summer Night (Thomas)—Mezzo-soprano
Solo Barbara Maurel 10

S1024 Spanish Dance (Granados-Kreisler) — Violin

Solo Duci de Kerekjarto 10

A6228 In Heav'nly Love Abiding- (Ewing)—Contralto

Solo Nevada Van der Veer 12

Shepherd, Show Me How to Go (Brackett-

Eddy)—Contralto Solo. Nevada Van der Veer 12

A3944 Cut Yourself a Piece of Cake (James)—Fox-
trot Ted Lewis and His Band 10

The Duck's Quack (Maguire)—Fo.K-trot,

Frank Westphal and His Orchestra 10

A3956 My Sweetie Went Away (Turk-Handman)—
Fox-trot California Ramblers 10

I Love Me (Mahoney)—Fox-trot,
California Ramblers 10

A3940 Love Tales (Leonore) (Vincent Rose)—Fox-
trot Eddie Elkins' Orchestra 10

Mad ('Cause You Treat Me This Way) (Mc-
Hugh)—Fox-trot Eddie Elkins' Orchestra 10

A3948 First, Last and Always (Akst)—Fo.x-trot,

The Happy SLx 10

Lou'siana (Donaldson)—Fox-trot,
The Happy SLx 10

A3957 Annabelle (Henderson)—Fox-trot,
Ted Lewis and His Band 10

Love (My Heart Is Calling You) (Cooper)—
Fox-trot Eddie Elkins' Orchestra 10

A3953 Broken Hearted Melody (Isham Jones)—Waltz,
Ferera's Hawaiian Instrumental Quartet 10

Hula-Hula Rose (Reed-Awan)—Waltz,
Ferera's Hawaiian Instrumental Quartet 10

A3952 The Life of a Rose (Gershwin) (Intro.: "Where
Is She?" from "George White's Scandals")
—Medley Fox-trot The Columbians 10

Where the Ganges Flows (Von Tilzer) (Intro.:

"Just a Pretty Little Home," from "Adri-
enne")—Medley Fo.x-trot. . . .The Columbians 10

A3950 Worried and Lonesome Blues (Johnson)—Fox-
trot, Piano Solo James P. Johnson 10

Weeping Blues (Johnson)—Fox-trot, Piano
Solo James P. Johnson 10

.\3954 Cut Yourself a Piece of Cake (James)—Tenor
and Baritone Duet Jones-Hare 10

Hey! You Want Any Codfish? (We Only Got
Mack'rel To-day) (Ima Fish and Ura Her-
ring)—Tenor and Baritone Duet,

Furman-Nash 10
A3955 My Sweetie Went Away (Turk-Handman),

Dolly Kay, Comedienne 10
Oh! Sister, Ain't That Hot! (White-Donaldson),

Dolly Kay, Comedienne 10
A39-I5 Just a Girl That Men Forget (Dubin-Rath-Gar-

ren)—Tenor Solo Charles Hart 10
Midnight Rose (Pollack)—Tenor Solo,

Charles Hart 10
.\3946 Ten Thousand Years From Now (Bali)—Tenor

Solo Edwin Dale 10
The Kingdom Within Your Eyes (Nicholls)—
Tenor Solo Edwin Dale 10

-^3942 Nobody in Town Can Bake a Sweet Jelly Roll
Like Mine (Spencer-Williams),

Bessie Smith, Comedienne 10
If Y^ou Don't, I Know Who Will (Williams),

Bessie Smith, (Comedienne 10
MID-MONTH LIST
DANCE MUSIC

.\3944 Cut Yourself a Piece of Cake (James)—Fox-
trot Ted Lewis and His Band 10

The Duck's Quack (Maguire)—Fox-trot,
Frank \\'estphal and His Orchestra 10

A3940 Love Tales (Leonore) (Vincent Rose)—Fox-
trot Eddie Elkins' Orchestra 10

Mad {'Cause You Treat Me This Way) (Mc-
Hugh)—Fox-trot Eddie Elkins' Orchestra 10

.\3948 First, Last and Always (Akst)—Fox-trot,
The Happy Six 10

Lou'siana (Donaldson)—Fox-trot,
The Happy Six

POPULAR SONGS
A3946 Ten Thousand Years From Now (Ball)—Tenor

Solo Edwin Dale
The Kingdom Within Your Eyes (Nicholls)

—

Tenor Solo Edwin Dale

A394S Just a Girl That TSIen Forget (Dubin-Rath-Gar-
ren)—Tenor Solo Charles Hart

Midnight Rose (Pollack)—Tenor Solo,
Charles Hart

VICTOR TALKING MACHINE CO.

35726

19114

19113

19121

19122

19115

10000

6374

917

19126

35727

35728

19127

19128

19129

918

6103

10002

19109

LIST
Gems from "

Gems from "

FOR SEPTEMBER 21

Aida" (Verdi)-Part 1,

Victor Opera Company
Aida" (Verdi)—Part 2,

Victor Opera Company
Cut Yourself a Piece of Cake Billy Murray
Maggie! ("Yes! Ma'am!"),

Aileen Stanley-Billy Murray
The Argentines, the Portuguese and the Greeks,

The Duncan Sisters

Stick in the Mud The Duncan Sisters

D.\NCE RECORDS
I Love Me—Fox-trot.

International Novelty Orch.
No, No, Nora—Fo.x-trot,

Benson Orch. of Chicago
Somebody's Wrong—Fox-trot,

The Benson Orch. of Chicago
Love Tales—Fo.x-trot,

The Great White Way Orchestra
The Sweetheart of Sigma Chi—Waltz,

\\Tiitey Kaufman's Orig. Penn. Serenaders
Indiana Moon—Waltz The Troubadours
DOUBLE-F.\CE RED SEAL RECORDS

Lucia—"Chi Mi Frena" (What Restrains Me)
(Donizetti)—Sextet, in Italian. .. .Galli-Curci,

Egener, Caruso, de Luca, Journet, Bada
Rigoletto- "Bella figlia dell'amore" (Fairest
Daughter of the Graces) (Verdi)—Quartet,
in Italian. Galli-Curci, Perini, Caruso, de Luca

SjTnphonie Pathetique—Allegro con grazia—2nd
Movement (Tschaikowsky),
Mengelberg and New York Philharmonic Orch.

Symphonic Pathetique—Adagio lamentoso—4th
^lovement (Tschaikowsky),
Mengelberg and New York Philharmonic Orch.

Song of the Traveler (Chant du Voyageur)
(Paderewski)—Piano. .Ignace Jan Paderewski

Etude in G Sharp Minor (Op. 25, No. 6) (Cho;
pin)—Piano Ignace Jan Paderewski

LIST FOR SEPTEMBER 28
When Will the Sun Shine for Me? Sterling Trio
Carolina Mammy Sterling Trio
Tannhauser—Overture, Part 1,

Victor Symphony Orch.
Tannhauser—Overture, Part 2,

Victor Symphony Orch.
Tannhauser—Overture, Part 3,

Victor Symphony Orch.
Tannhauser—Fest March (Act II),

Victor Symphony Orch.
D.ANCE RECORDS

Henpecked Blues—Fox-trot.
Whitey Kaufman's Orig. Penn. Serenaders

Louisville—Fox-trot S. S. Leviathan Orch.
The Gold Digger—Fox-trot.

Charles Dornberger and His Orch.
Chick-a-Dee—Fox-trot,

International Novelty Orch.
Tell Me a Story—Fox-trot,

S. S. Leviathan Orch.
Love Is Just a Flower—Fox-trot,

Benson Orch. of Chicago
DOUBLE-FACE RED SEAL RECORDS

Remember the Rose (Mitchell-Simons).
John JlcCormack

Sometime Y'ou'U Remember (Wallace-Head),
John McCormack

The Emperor Quartet—Theme and Variations,
Elman String Quartet

Andante Cantabile—From String Quartet, Op. 11,
Elman String Quartet

Martha—Siam giunti, o giovinette (This Is Your
Future Dwelling) (Act II) (Flotow)—Quartet,
in Italian Aida, Jacoby, Caruso, Journet

Martha—Che vuol dir Cio (Surprised and As-
tounded!) (Flotow)—Quartet, in Italian,

Aida, Jacoby. Caruso, Journet
Waitin' for the Evenin' Jfail—Fox-trot.

Tennessee Ten
Tain't Nobody's Biz-ness If I Do—Medley Fox-

trot Tennessee Ten

10

10

10

10

10

12

12
10

10

10
10

10

10

10

10

10
10

12

12

12

12

10

10

10
10

12

12

12

12

10

10

10

10

12

12

12

12

10

10

19110

45369

19112

19131

19132

19125

19130

6375

6376

30177

30176

52051

30178

60008

24047

30179

14627

10 60010

10

70005

14638

14626

Dirty Hands! Dirty Face! (Featured in "Bom-
bo")—Fox-trot. . .Joe Raymond and His Orch.

My Sweetie Went Away—Fox-trot,

Joe Raymond' and His Orch.
LIST FOR OCTOBER 5

Will Rogers Nominates Henry Ford for Presi-
dent—Humorous Monologue Will Rogers

Will Rogers Tells Traffic Chiefs How to Direct
Traffic—Humorous Monologue. .. .Will Rogers

Silver Threads Among the Gold,
Henry Burr—Peerless Quartet

When You and I Were Young, Maggie,
Henry Burr—Peerless Quartet

My Pal John Steel
Just a Girl That Jlen Forget Henry Burr
Three Thousand Years Ago Billy Murray
It's a Lotta Bologny Billy Murray

DANCE RECORDS
Oh Susanna—Medley Fox-trot,

The Great White Way Orch.
Southern Melodies—Waltz.... The Troubadours
That Big Blond Mamma—Fox-trot,

Tennessee Ten
Sobbin' Blues—Fox-trot,

The Benson Orch. of Chicago
DOUBLE-FACE RED SE.\L RECORDS

Gioconda—Suicidio (Suicide Remains) (Ponchi-
elli)—In Italian Maria Jeritza

Alceste—Divinites du Stj-x (Divinities of the
Nether World) (Gluck)—In French,

Maria Jeritza
Slavonic Dance No. 2 (Dvorak-Kreisler)—Violin,

Jascha Heifetz
Slavonic Dance No. 3 (Dvorak-Kreisler)—Violin,

Jascha Heifetz

AEOLIAN CO.

VOCALIOX RECORDS
OPERATIC

Brindisi (Drinking Song) (From "Martha")
(Friedrich von Flotow)—Baritone, in Italian;
Aeolian Orch. Accomp Giacomo Rimini

Conducted by Gennaro Papi, MetropoUtan
Opera House Conductor

II Sogno (The Dream) (From "Manon") (Mas-
senet)—Tenor, in Italian; Aeolian Orch. Ac-
comp (iiulio Crimi

STANDARD
La Paloma (The Dove) (Yradier)—Serenade;

Soprano, in Italian; Aeolian Orch. Accomp.,
Rosa Raisa

A Song of India (Chanson Indoue) (From
"Sadko") (Rimsky-Korsakow)—Tenor, in Rus-
sian; Aeolian Orch. Accomp. .Vladimir Rosing

Kiss Me Again (Blossom-Herbert)—Soprano,
Aeolian Orch. Accomp May Peterson

Toyland (From "Babes in Toyland") (MacDon-
ough-Herhert)—Soprano, Aeolian Orch. Ac-
comp May Peterson

Take a Look at Molly (Lockwood-Loctwood)

—

Tenor, Orch. Accomp Colin O'More
The Fairy Tales of Ireland (Lockton-Coates)

—

Tenor, Orch. Accomp Colin O'More
S.\CRED

Where Is My Boy To-night? (Robert Lowry)

—

Baritone, Aeolian Orch. Accomp,
John Charles Thomas

Into the Woods My Master Went (Lanier-Her-
bert)—Baritone, Orch. Accomp.,

Homer Rodeheaver
A Rainbow on the Cloud (Hewitt-Gabriel)

—

Baritone, Orch. Accomp. . .Homer Rodeheaver
INSTRUMENTAL

La Gitana (Arabo-Spanish Gipsv Song of the
ISth Century) (Kreisler)—Violin Solo, Piano
Accomp. by Frank Tresselt. . .Paul Kochanski

Hungarian Dance, No. 1 (Brahms-Joachim)

—

Violin Solo, Piano Accomp. by Frank Tres-
selt Paul Kochanski

Le Carnaval Russe (Russian Carnival) (\\'ieni-
awski)—Violin Solo, Piano Accomp. by Frank
Tresselt Paul Kochanski

Malaguena (From "Spanish Dances," Op. 21,
No. 1) (Sarasate)—Violin Solo, Piano Ac-
comp. by Frank Tresselt Paul Kochanski

Rakes of Clonmel (Intro.: "Sarsfield's Jig")—
Irish Jig; Accordion, Banjo, Harp, Guitar,

Flanagan Brothers
Cavan Reel (Intro.: "Gardener's Daughter")

—

Irish Reel; Accordion, Banjo, Harp, Guitar,
Flanagan Brothers

Ambassador March (Bagley),
Lt. F. W. Sutherland and His 7th Reg. Band

Garde du Corps (Hall)—March,
Lt. F. W. Sutherland and His 7th Reg. Band

(Continued on page 186)

10

10

10

10

10

10
10
10
10
10

10
10

10

10

12

12

12

12

10

10

12

10

10

10

10

10

10

10

10

10

10

12

12

10

10



186 THE TALKING MACHINE WORLD September 15, 1923
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14625 Pere de la Victoire (Father of Victory March)
(Ganne)—Accordion Solo... A, Palet Gallarini 10

French National Defile March (Turlet)—^Ac-

cordion Solo A. Palet Gallarini 10
NOVELTY

14624 Invitation Waltz (Anita Owen)—Whistling,
Orch. Accomp Margaret McKee 10

Salut D'Amour (Greeting of Love) (Elgar)—
\Vhistling, Orch. Accomp. .. .Margaret McKee 10

DANCE
14637 Oh! Harold (Lee S. Roberts)—Collegiate Walk

and Fox-trot, with Vocal Chorus by Irving
Kaufman Selvin's Orch. 10

Annabelle (Brown-Henderson)—Fox-trot,
Selvin's Orch. 10

14639 Cut Yourself a Piece of Cake (Billy James)—
Fox-trot, with Vocal Chorus by Irving Kauf-
man The Bar Harbor Society Orch. 10

That Big Blonde Mamma (Rose-Monaco)—Fox-
trot The Bar Harbor Society Orch. 10

14640 No, No, Nora (Fiorita-Erdman-Kahn)—Fox-tro.t,

Albert E. Short and His Tivoli Syncopaters 10

Tweet Tweet (Egbert Van Alstyne)—Fox-trot,

Bird Whistling by Sibyl Sanderson Fagan,
Albert E. Short and His Tivoli Syncopaters 10

14641 Midnight Rose (Pollack-Mitchell)—Fox-trot,
Albert E. Short and His Tivoli Syncopaters 10

Bebe (Silver-Coslow)—Fox-trot,
Albert E. Short and His Tivoli Syncopaters 10

14643 Where the Ganges Flows (From "Adrienne")
(A. Von Tilzer-Brown)—Fox-trot,

The Ambassadors 10

In the Land of Shady Palm Trees (Lyman-
Arnheim)—Fox-trot The Ambassadors 10

14642 The Waltz of Love (Come, Let Us Dance)
( Armstrong-Dyson )—Waltz,

Albert E. Short and His Tivoli Syncopaters 10

Just for To-night (Geiger-Macdonald)—Waltz,
The Southampton Serenaders 10

14629 Old Favorite Medley Waltz (Intro.: "My Bon-
nie," "Juanita," 'How Can I Leave Thee?'",
"Good Night. Ladies") .. Aeolian Dance Orch. 10

George M. Cohan Medley Fox-trot (Intro.:

"Grand Old Flag," "So Long. Mary," "Give
My Regards to Broadway," "Mary Is a Grand
Old Name," 'I'm a Yankee Doodle Dandy"),

Aeolian Dance Orch. 10

14511 El Clackson (Ricardo Garcia de Avellano)—
Fox-trot Manecoles Orch. 10

Palabras de amor (Words of Love) (Roberto
Henkel)—Waltz Manecoles Orch. 10

14564 The Tango Girl (La Chula Tanguista) (Tecqlin-
Rica)—Fox-trot Max Dolin's Orch. 10

The Peacock (Fox del Pavo Real) (Elizondo-
Ruiz)—Fox-trot Max Dolin's Orch. 10

VOCAL
14644 Oh! Gee, Oh! Gosh, Oh! Golly, I'm in Love

(Breuer-Olson-Johnson)—Comedy Song. Ac-
comp. by Selvin's Orch.,

Ernest Hare-Billy Jones 10
"Maggie" (Yes! Ma'am!) Come Right Upstairs

(Tucker-Moore)—Comedy Song, Accomp. by
Selviii's Orch Ernest Hare-Billy Jones 10

14645 I've Got the Yes! We Have No Banana Blues
(Hanley-King-Brown) — Comedy Song, Ac-
comp. by The Ambassadors. .Isabelle Patricola 10

Abie's Irish Rose (James Hanley)—Comedy
Song, Accomp. hy The Ambassadors,

Isabelle Patricola 10
14646 That Old Gang of Mine (Henderson-Rose-Dix-

on)—Male Quartet, Orch. Accomp.,
Criterion Quartet 10

Last Night on the Back Porch (I Loved Her
Best of All) (Brown-Schraubstader)—Male
Quartet, Orch. Accomp Criterion Quartet 10

14647 Dus Gute Kvitel (Louis Gilrod)—New Year
Song, in Jewish; (Drch. Accomp. .Simon Pascal 10

Leshunu Toivu 'Tikusevi (Louis Gilrod)—New
Year Song, in Jewish; (Drch. Accomp.,

Simon Pascal 10
14574 Fuimmecenne a Napule (Back to Naples) (A.

Bascetta)—Folk Song—Mezzo-soprano, in Ne-
apolitan; con Orch. Napoletana Ria Rosa 10

Siente a mme iammo a Spusa' (Let Us Get Mar-
ried) (Buongiovanni-Canoro)—Folk Song

—

Mezzo-soprano, in Neapolitan; con Orch. Na-
poletana Ria Rosa 10

14628 Jeg saa ham som barn (Traditional)—Folk
Song—Tenor, in Neapolitan; Orch. Accomp.,

Carsten Woll 10
Amdagen (Arlberg)—Tenor, in Norwegian;

Orch. Accomp Carsten Woll 10

BRUNSWICK RECORDS
50037 Goldene Kreuz—Wie anders war es (How

Times Have Changed) (BruU)—Baritone, with
Orch. Accomp.—In German Michael Bohnen

Goldene Kreuz—Bom! Bom! Bom! (Briill)

—

Baritone, with Orch. Accomp.—In (jerman,
Michael Bohnen

5003.S Andrea Chenier—Un di all' assurro spazio
(Once O'er the Azure Fields) (Giordano)—
Tenor, with Orch. Accomp.—In Italian,

• Giacomo Lauri-Volpi

13094

5192

13096

2467

2468

2470

2475

2471

2469

2472

2473

2474

Cavalleria Rusticana—Addio alia madre (Turid-
du's Farewell) (Mascagni)—Tenor, with Orch.
Accomp.—In Italian Giacomo Lauri-VoIpi

Sweet and Low (Tennyson-Barnby)—Soprano
and Male Trio, with Orch. Accomp.,

Marie Tiffany and Male Trio
Just You (Miller-Burleigh)—Soprano, with

Orch. Accomp Marie Tiffany
Mignon Overture—Part 1 (Thomas)—Concert
Band Vessella's Italian Band

Mignon Overture—Part 2 (Thomas)—Concert
Band Vessella's Italian Band

Fallen Leaf (Indian I,ove Song) (Logan-Logan)
—Tenor, with Orch. Accomp Theo. Karle

Smile Through Your Tears (Hamblen)—Tenor,
with Orch. Accomp Theo. Karle

Lonesome, That's All (Roberts-Bradley)—Violin
Solo, with Orch. Accomp Frederic Fradkin

I'm Waiting for Ships That Never Come In
(Yellen-Olman)—Violin Solo, with Orch. Ac-
comp Frederic Fradkin

On the Automobile—Monologue Senator Ford
Woman in History—Monologue Senator Ford
I've Been Saving for a Rainy Day (Swanstrom

Clark)—(iomedienne, with Orch. Accomp.,
Marion Harris

'Tain't Nuthin' Else (Davis-Santley)—Comedi-
enne, with Orch. Accomp Marion Harris

Stingo, Stungo ( Brown-Hanley )—Comedienne,
with Orch. Accomp Margaret Young

He May Be Your Good Man Friday (But He's
Mine on Saturday Night) (Raskin-Pinkard)

—

Comedienne, with Orch. Accomp .. Margaret Young
What Could Be Sweeter (Kahn-Panico)—Fox-

trot, for Dancing Isham Jones' Orch.
All Wrong (Martin-Jones)—Fox-trot, for Danc-

ing Isham Jones' Orch.
Indiana Moon (Davis-Jones)—Waltz, for Danc-

ing Carl Fenton's Orch.
I'll Take You Home Again, Pal o' Mine (Dixon-

Sacre)—Waltz, for Dancing. .. Carl Fenton's Orch.
Love (My Heart Is Calling You) (Young-Lewis-

Cooper)—Fox-trot, for Dancing,
Bennie Krueger's Orch,

Mad ('Cause Yon Treat Me This Way) (Heath-
McHugh)—Fox-trot, for Dancing,

Bennie Krueger's Orch.
South Sea Eyes (Akst)—Fox-trot, for Dancing,

Oriole Orch.
Slow Poke ( Flaggen-Gold)—Fox-trot, for Danc-

ing Oriole Orch.
On the Isle of Wicki Wacki Woo (Kahn-Don-

aldson)—Fo.x-trot, for Dancing,
Gene Rodemich's Orch.

Oh! Sister, Ain't That Hot! (White-Donaldson)
—Fox-trot, for Dancing. . .Gene Rodemich's Orch.

82297

51199

80756

S0755

51179

51201

51203

51204

51205

51206

51219

51195

51196

51197

EDISON DISC RECORDS
ALREADY RELEASED

SPECIALS
Long Ago in Alcala Arthur Middleton
Down Deep Within the Cellar. ... Arthur Middleton
From de Ol' Home Town (The Meeting of Lin-

coln and Glascoe) Jones-Hare
Stavin' Change (The Meanest Man in New Or-

leans) Al Bernard
Finlandia—Tone Poem,

American Symphony Orchestra
Badinage American Symphony Orchestra
Hush-a-Bye-Bay The Homestead Trio
King Love!—Waltz Song,

Betsy Lane Shepherd and Chorus
Abie at the Opera—Vaudeville Specialty. . Paul Burns
Goldberg's Automobile Troubles—Hebrew Mono-

logue Dave Martin
FLASHES

Chick-a-Dee—Fox-trot Kaplan's Melodists
Where the Ganges Flows (From "Adrienne")—

Fox-trot Broadway Dance Orchestra
Tell Me a Story—Fox-trot Kaplan's Melodists
I'm Goin' Back to My Mammy—Fox-trot,

Kaplan's Melodists
ShufHin' Mose—Fox-trot Original Memphis Five
The Great White Way Blues—Fox-trot,

Original Memphis Five
Roses of Picardy—Fox-trot,

Atlantic Dance Orchestra
In a Tent—Fox-trot Atlantic Dance Orchestra
Cut Yourself a Piece of Cake (And Make Your-

self at Home) Jones-Hare
Stingo Stungo Robert White
Marcheta (A Love Song of Old Mexico)—Vocal

obbligato by Betsy Lane Shepherd. . Walter Scanlan
Say It With a Ukulele Bailey-Bent

GENERAL LIST
Someone Is .Thinking of You (Pensando En Ti),

Imperial Marimba Band
The Haunting Waltz Imperial Marimba Band
Parade of the Wooden Soldiers,

Harvey Hindermyer and Chorus
That's My Baby Robert Denning-Jack Holt
Every Day George Wilton Ballard
Long Ago 'Mid Apple Blossoms,

George Wilton Ballard

80759

51187

51186

51200

51202

51208

51210

51217

51216

S0761

51207

80760

.S2299

A Dream Charles Hart
I Hear You Calling Me,

Elizabeth Spencer and Chorus
Daddy's Wonderful Pal Lewis James
Carolina Mammy Walter Scanlan and Chorus
Scottish Melodies, No. 1—Violin Solo,

Violet McGregor
Scottish Melodies, No. 2—Violin Solo,

Violet McGregor
Cruel Back Bitin' Blues—A Great Aching Chant,

Ellen Coleman
You Got Ev'ry Thing a Sweet Mama Needs

(But Me) Ellen Coleman
Broken-hearted Melody Waltz,

Waikiki Hawaiian Orchestra
Hula-Hula Rose Waikiki Hawaiian Orchestra
Who's Sorry Now?—Waltz, Piano Solo,

Ernest L. Stevens
Broken-hearted Melody (Intro.: "Moon River")
—Waltz, Piano Solo Ernest L. Stevens

Dear Little Boy of Mine Jim Doherty
That Wonderful Mother of Mine Will Oakland
Love's Lament—Piano Solo Henry W. Lange
Love Is All (From "Adrienne")—Waltz, Piano

Solo Ernest L. Stevens
The Story of Midsummer Night's Dream—Part 1,

Edna Bailey
The Story of Midstunmer Night's Dream—Part 2,

Edna Bailey
Un bel di vedremo (Madama Butterfly-) ... Anita Rio
Romance de I'Etoile (Tannhauser) . . Orphee Langevin
On the Isle of Wicki Wacki Woo. . . . Aileen Stanley
What You Was, You Used to Be (But You

Ain't No More) Sally Collins
Tlie Gipsy's Warning Betsy Lane Shepherd
The Gay Gitana Betsy Lane Shepherd
Mira, o Norma (Norma) Alice Verlet-Anita Rio
Ah! ne fuis pass encore! (Romeo et Juliette),

Alice Verlet-Ralph Errolle

EDISON BLUE AMBEROL RECORDS
4729
4730
4766

4767

4768

4769

4770
4771

-1772

4773
4774

4775
4776
4777
4778
4779

Sweet Roses Joseph Phillips and Chorus
I'm Yours With Love and Kisses.. That Girl Quartet
Valse Intermezzo (From "The Love Cure")

—

Piano Solo Ernest L. Stevens
Old King Tut (In Old King Tutankhamen's
Day) Billy Jones-Ernest Hare

Ange d'Amour (Angel of Love)—Waltz,
American Symphony Orchestra

A Kiss in the Dark (Intro.: "Weaving My
Dreams")—Medley Waltz Kaplan's Melodists

Voce di donna (La Gioconda) Merle Alcock
Still, Still With Thee Criterion Quartet

SPECIAL RELEASE
BLUE AMBEROL RECORDS

Yes! We Have No Bananas—Fox-trot,
Green Brothers' Novelty Band

Carolina Mammy Walter Scanlan and Chorus
Benny! Be Yourself!—Fox-trot,

Green Brothers' Novelty Band
Bebe—Fox-trot Atlantic Dance Orchestra
Night After Night—Fox-trot Kaplan's Melodists
That's My Baby Robert Denning-Jack Holt
Yes! We Have No Bananas Billy Jones
Louisville Lou—Fox-trot. .. Paul Victorin's Orchestra

OKEH RECORDS
DANCE RECORDS

4875 Wonderful You (From the musical comedy
"Lady Butterfly") (Werner Tanssen)—Fox-
trot Markers Orch. 10

Am I to Blame? (Billy Fazioli)—Foxtrot,
Markers Orch. 10

4577 Stella (Al Jolson-Benny Davis-Harry Akst)—
Fox-trot, Singing Chorus by Billy Jones,

Kega Dance Orch. 10
'N That's Better (Charles Tobias-Louis Breau)—

Fox-trot, Singing Chorus by Billy Tones.
Rega Dance Orch. 10

4578 Wonderful One (Paul Whiteman-Ferdie Grofe)
—Waltz,
V. Lopez and His Hotel Pennsylvania Orch. 10

On a Moonlight Night (L. Wolfe Gilbert)—
Waltz,
V. Lopez and His Hotel Pennsylvania Orch. 10

4880 Farewell Blues (Leon Rappolo-Paul Mares-Elmer
Schoebel)—Fox-trot Handy's Orch. 10

Gulf Coast Blues (Clarence Williams)—Fox-
trot Handy's Orch. 10

4881 Swingin' Down the Lane (Isham Jones)—Fox-
trot,

V. Lopez and His Hotel Pennsylvania Orch. 10
When You're Near (Al Sherman-Sam Coslow)—Fox-trot,

V. Lopez and His Hotel Pennsylvania Orch. 10
4883 I Never Miss the Sunshine (Norman Jay Har-

vey)—Fox-trot, Piano Solo by Del Symonds;
Jules R. Herbuveaux, Director,

Guyon's Paradise Orch. 10
Bebe (Abner Silver)—Fox-trot. .Markel's Orch. 10

4884 I Cried for You! (Now It's Your Time to Cry
Over Me) (Arthur Freed-Gus Amheim-Abe
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Lyman)—Fox-trot Market's Orch. 10

Rosetime and You (From the musical comedy
"Go-Go") (C. Luckeyth Roberts)—Fox-trot,

Markers Orch. 10
4885 Tin Roof Blues (New Orleans Rhythm Kings)

—

Fox-trot Harry Raderman's Jazz Orch. 10
Wolverine Blues (John Spikes-Benjamin Spikes-
Fred Morton)—Fo,x-trot,

Harry Raderman's Jazz Orch. 10
4886 Sundown Blues (W. C. Handy)—Fox-trot,

Handy's Orch. 10
Florida Blues (\V. K. Phillips)—Fox-trot,

Handy's Orch. 10
4888 In a Tent (T. Koehler-F. Magin-J. Lyons)—

Fox-trot; B. H. Warner, Director,
Warner's Seven Aces 10

Eddie, Steady (E. Cantor)—Fox-trot; B. H.
Warner, Director Warner's Seven Aces 10

4889 Black Cat Blues (C. C. Fulcher)—Fox-trot,
Ivps , Fulcher's Novelty Orch. 10

Eskink . .*ng (C. C. Fulcher)—Fox-trot,
. . Fulcher's Novelty Orch. 10

4892 Just a breath of Hawaii (Mary Earl)—Waltz,
Ferera Waikiki Sextet 10

One Little Smile (Before We Say Farewell)
(E. Herbert)—Waltz. . .Ferera Waikiki Sextet 10

4893 Mixing the Blues (W. Page)—Piano Solo.
Clarence Williams 10

The Weary Blues (A. Matthews)—Piano Solo,
Clarence Williams 10

4896 Memphis Blues (W. C. Handy)—Fox-trot,
Handy's Orch. 10

St. Louis Blues (W. C. Handy)—Fox-trot,
Handy's Orch. 10

OKEH VOCAL RECORDS
4876 Yes! We Have No Bananas (F. Silver-I. Cohn)

Tenor, with Orch. Accomp Billy Jones 10
Maggie! (Yes! Ma'am) (Come Right Upstairs)

(L. Moore-J. Tucker)—Soprano-Tenor Duet,
with Orch. Accomp. . Billy Tones-Virginia Burt 10

4879 Daddy's Wonderful Pal (M. C. Freedman-B.
Nelson-H. Link)—^Tenor, Solo, Piano Accomp.
by Justin Ring Lewis James 10

Some Day You'll Cry Over Someone as I Have
Cried Over You (J. Osterman-D. Crilly-M.
(Charles)—Tenor, with Orch. Accomp.,

Lewis James 10

4882 Born and Bred in Brooklyn (Over the Bridge)
(From the musical comedy "The Rise of Rosie
O'Reilly") (G. M. Cohan)—Tenor, with Orch.
Accomp Sam Ash 10

When June Comes Along With a Song (From
the musical comedy "The Rise of Rosie
O'Reilly") (G. M. Cohan)—Contralto-Baritone
Duet, with Orch. Accomp.,

Chester Strong-Marcia A. Freer 10

4887 Swing Low, Sweet Chariot—Colored Male Quar-
tet Morehouse College Quartet 10

Down by the Riverside—Colored Male Quartet,
Morehouse College Quartet 10

4891 Pale Moon (Indian Love Song) (J. G. M. Glick-
F. K. Logan)—Tenor, Accomp. by Piano,
Flute and Bells Lewis James 10

My Gal Sal (P. Dresser)—Tenor, With Orch.
.\ccomp Gerald Griffin 10

4894 Pua Sadinia (Flower)—Tenor Solo,
Prince Lei Lani

Lei Poni Moi (Wreath of Carnations)—Tenor
Solo Prince Lei Lani

4895 Eileen Alanna—Tenor Solo, Accomp. by Piano
and Harp Emmet O'Mara

The Bard of Armagh (From Herbert Hughes'
Collections)—Tenor Solo, Piano Accomp.,

Gerald Griffin

OKEH NOVELTY RECORD
4890 The Little Old Log Cabin in the Lane—Fiddling

Solo, Vocal Chorus Fiddlin' John Carson
The Old Hen Cackled and the Rooster's Going

to Crow—Fiddling Solo, Vocal Chorus,
Fiddlin' John Carson

8077 Deceitful Blues (P. Bradford)—Contralto Solo,
Piano Accomp Kitty Brown

I Don't Let No One Man Worry Me (P. Brad-
ford)—Contralto Solo, Piano Accomp.,

Kitty Brown
8078 Nobody in Town Can Bake Sweet Jelly Roll

Like Mine (S. Williams-C. Williams)—Con-
tralto Solo, Piano Accomp. by C. Williams,

Sara Martin
If You Don't Like It, Leave (C. Todd)—Con-

tralto Solo, Piano Accomp. by C. Williams,
Sara Martin

S080 Satisfied Blues (A Barrel House Blues) (L.
Fowler)—Contralto Solo, Piano Accomp.,

Helen Baxter
Daddy, Ease It to Me (L. Fowler)—Contralto

Solo, Piano Accomp Helen Baxter
8082 Hesitation Blues (B. Smythe)—Contralto Duet,

Piano Accomp. by C. Williams, Cornet Obbli-
gato by T. Morris. ... Sara Martin-Eva Taylor

That Free and Easy Papa o' Mine (C. Williams)—Contralto Duet, Piano Accomp. by C. Wil-
liams, Cornet Obbligato by T. Morris,

Sara Martin-Eva Taylor
8083 Ye Shall Reap Just What You Sow (A. Robin-

son)—Contralto Solo, Piano Accomp. by C.
Williams Sara Martin

You Just Can't Have No One Man by Yourself
(Johnson-Gilbert)—Contralto Solo, Piano Ac-
comp. by C. Williams Sara Martin

8084 Tired o' Waitin' Blues (P. Grainger-B. Ricketts)
—Contralto Solo, Piano Accomp. by C. Wil-
liams Sara Martin

Just Thinkin' Blues (P. Grainger-B. Ricketts)
—Contralto Solo, Piano Accomp. by C. Wil-
liams Sara Martin

8085 Uncle Sam Blues (S. Martin-C. Williams)—
Contralto Solo, Piano Accomp. by C. Wil-
liams Sara Martin

New Orleans Hop Scop Blues (G. W. Thomas)
—Contralto Solo, Piano Accomp. by C. Wil-
liams Sara Martin

ODEON RECORDS
(Recorded in Europe)

3059 Miss Nightingale—Orchestra,
Marek Weber and His Orch.

Big Ben (When Big Ben's Chimes Ring Out)—
Orchestra Marek Weber and His Orch.

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

12

3060 Pola Negri—Orchestra,
Marek Weber and His Orch.

Out on the Prairies—Orchestra,
Marek Weber and His Orch.

3061 Colombinella—Orchestra,
Marek Weber and His Orch.

^\mbrosia—Orchestra,
Marek Weber and His Orch.

3062 Badinage—Pipe Organ Solo Paul Mania
Song Without Words—Andante E Major (Men-

delssohn)—Violin, Piano and Organ,
Stabernack Trio

5020 Invitation to the Dance (Weber)—Part I—Sym-
phony Orch. ...Dr. Weissmann and The Orch.

of the State Opera House, Berlin
Invitation to the Dance (Weber)—Part II—Sym-
phony Orch. ...Dr. Weissmann and The Orch.

of the State Opera House, Berlin
5021 Friihling Zog Ein (Spring Has Come)—Tenor,

with Piano Accomp.—Sung in German.
Richard Tauher

Liebesfeier (Love's Festival)—Tenor, with Piano
Accomp.—Sung in German. .. .Richard Tauber

FONOTIPIA RECORD
(Recorded in Europe)

63005 I Puritani—A te o cara (Often, Dearest)—Ten-
or, with Orch. Accomp.—Sung in Italian,

Giacomo Lauri-Volpi

12

12

12

12
12

12

12

12

12

10

QENNETT LATERAL RECORDS

GREEN LABEL GENNETTS
10078 Serenade (Moszkowsky)—Violin; Piano Ac-

comp., Thos. Griselle Scipione Guidi
Spanish Dance (Granados-Kreisler)—Violin; Pi-

ano Accomp., Thos. Griselle Scipione Guidi
10079 A Perfect Day (Carrie Jacobs-Bond)—Tenor;

Violin Obbligato, Scipione Guidi; Piano Ac-
comp., Thos. Griselle Henry Moeller

Calm as the Night (Bohm)—Tenor; Violin Obbli-
gato, Scipione Guidi; Piano Accomp., Thos.
Griselle Henry Moeller

GENNETT PHYSICAL CULTURE RECORDS
Gennett Physical Culture Exercises (On Gennett

Records 5031, 5032. 5033),
By Clarence Nichols, Director

NUMBERS OF VARIED APPEAL
51S5 March Barrancas (Brownfield)—Accordion,

Harvey Brownfield
Medley of "Poet and Peasant" and "When You
and I Were Young, Maggie"—Accordion,

Harvey Brownfield
5199 Beautiful Spring—Accordion ....Harvey Brownfield

Prize of Victory—Accordion Harvey Brownfield
5190 Broken-hearted Melody (Kahn-Jones)—Waltz,

Palakiko Pala's Hawaiian Serenaders
Hula-Hula Rose (Reed-Awan)—Waltz,

Palakiko Pala's Hawaiian Serenaders
5191 Melodies of Home (Zimmermann),

Fritz Zimmermann-Marcelle C^randville. Yodlers
The Country Lovers (Zimmermann),

Fritz Zimmermann-Marcelle Grandville, Yodlers

(Continued on page 1S8)
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5204 Uncle Josh in the Cafeteria (Stewart)—Mono-
logue Byron Harlan

Uncle Josh at a Circus (Stewart)—Monologue,
Byron Harlan

5205 Gaelic Barn Dance Flanagan Brothers

Holly and Ivy—Irish Reels Flanagan Brothers

POPULAR SONG HITS
5195 Sad 'N' Lonely Blues (Grainger-Wilson)—Pi-

ano Accomp., Porter Grainger Edna Hicks

Bleeding Hearted Blues (Austin)—Piano Ac-

comp., Porter Grainger Edna Hicks

5196 Sweet Woman (How I'd Love to Sweet Papa
You) (Rose-Dixon-Henderson)—Tenor,

Al Bernard
Stavin' Change (The Meanest Man in New Or-

leans) (Bernard)—Tenor Al Bernard
5193 Squawkin' the Blues (Fowler)—Piano Accomp.,

Lemuel Fowler Helen McDonald
You Got Ev'rything a Sweet ]\Iamma Needs

(But Me) (Fowler)—Piano Accomp., Lemuel
Fowler Helen McDonald

5208 My Sweetie Went Away (She Didn't Say
Where, When or Why) (Turk-Handman)—
Baritone Ernest Hare

Hi Lee, Hi Lo (Chop Suey a la Fox ee Trot
ee) (Schuster-West)—Tenor and Baritone,

Billy Jones-Ernest Hare
LATEST DANCE MELODIES

5186 Oh! Gee, Oh! Gosh, Oh! Golly I'm m Love
(Olson-Breuer)—Fox-trot, Bill>; Tones sings

the Chorus Bailey's Lucky Seven
Dirty Hands, Dirty Face (Leslie-Clarke-Jolson-

Monaco)—Fox-trot, Billy Jones sings the

Chorus Bailey's Lucky Seven
5187 Bad News Blues (Akst-Davis)—Fox-trot,

Ladd's Black Aces
Broken-hearted Blues (Ringle-Flickmann)—Fox-

trot Ladd's Black Aces
5188 Indiana Moon (Davis-Jones)—Waltz, Chas. Hart

sings the Chorus Specialty Orch.

Born and Bred in Brooklyn (From Musical

Comedy "The Rise of Rosie 0'Reilly")-^Waltz,
Specialty Orch.

5189 I've Been a Fool (Frederick-Holmer-Landry-
Hagen), ,r , ^ ,

Art Landry and His Call of the North Orch.

Some of These Days (Brooks-Klickmjn).
Art Landry and His Call of the North Orch.

5192 Pharaoh (Maloof)—Egyptian Fox-trot,-
Maloof and His Oriental Orch.

Egyptian Glide (Maloof)—Tango Orientale,

Maloof and His Oriental Orch.

5197 Pickles (Gowan-Rosoff )—Fox-trot.
Bailey's Lucky Seven

Do You, Don't You, Will You, Won't You?
(Little-Schaepzlein-Howard Bros.)—Fox-trot,

Lanin's Famous Players

5198 My Old Love (Alfonso Espareza Oteo)—Mexi-
can Love Song..Moguel Brothers' Marimha Band

The Flatterer—Fox-trot,
Moguel Brothers' Marimha Band

5202 Love Tales (Ryan)—Fox-trot,
Howard Lanin's Arcadia Orch.

Midnight Rose (Mitchell-Pollack)—Fox-trot,
Howard Lanin's Arcadia Orch.

5203 El Opio—Fox-trot, Moguel Brothers' Marimba Band
Wounded Bird Moguel Brothers' Marimba Band

5207 Four Little Black Berries (O'Connor)—Waltz,
Green Brothers' Xylophone Orch.

Southern Roses (Strauss)—Waltz.
Green Brothers' Xylophone Orch.

FOREIGN SELECTIONS
55181 Social Club (Paso-doble flamenco) (M. Martinez

P.) Gonzalez y su Orquesta
Y^ucatan Club (Paso-doble flamenco) (M. Mar-

tinez P.) Gonzalez y su Orquesta
55182 "Te He Perdido y No Puedo Olvidarte" (Larry

Conley)—Fox-trot Gonzalez y su Orquesta
"Las Lagrimas de la Olvera" (Danzon) (Ri-

cardo Garcia Arellano) .... Gonzalez y su Orquesta
S5194 La Cegadora—Fox-trot. .Marimba Hermanos Moguel

Mi Viejo Amor (Cancion Mexicana) (A. Es-

parza Oteo) Marimba Hermanos Moguel

EMERSON RECORDS

LATEST DANCE HITS
10665 Just a Girl That Men Forget—Waltz,

Emerson Dance Orch.
The Life of a Rose—Fox-trot. .Emerson Dance Orch.

10660 No, No, Nora—Fox-trot Emerson Dance Orch.
Stingo, Stungo—Fox-trot. . Pennsylvania Syncopators

10659 Gold Diggers—Fox-trot Emerson Dance Orch.
Indiana Moon—Waltz Glantz and His Orch.

10664 Big Blond Mamma—Fox-trot,
Pennsylvania Syncopators

I'll Hop, Skip and Jump Into ' My Mammy s

Arms—Fox-trot Emerson Dance Orch.
10658 Nobody But You—Fox-trot Hotel Astor Orch.

Love—Fox-trot Hotel Astor Orch.
LATEST SONG HITS

10657 Just a Girl That Men Forget—Tenor Solo, Orch.
Accomp Irving Kaufman

That Old Gang of Mine—-Tenor and Baritone
Duet, Orch. Accomp. .. .Irving and Jack Kaufman

10661 I've Got the Yes! We Have No Banana Blues-

Tenor and Baritone Duet, Orch. Accomp.,
Irving and Jack Kaufman

Three Thousand Years Ago—Tenor Solo, Orch.
Accomp Irving Kaufman

10662 Sweet Henry—Tenor Solo, Orch. Accomp.,
Benny Davis

No, No, Nora—Tenor Solo, Orch. Accomp.,
Benny Davis

10663 Wonderful One—Tenor Solo, Orch. Accomp.,
Hugh Donovan

Ten Thousand Years From Now—Tenor Solo,

Orch. Accomp Vernon Dalhart

REGAL RECORDS

9523

9524

9525

9526

9527

9528

9529

9530

9531

9532

9533

5534

9535

DANCE RECORDS
I'll Hop, Skip and Jnmp Into Jly Mammy's
Arms—Fo.x-trot Hollywood Dance Orch.

Struttin' Jim—Fox-trot. ... Hollywood Dance Orch.
Hot Roasted Peanuts—Fox-trot. Vocal Chorus
by Arthur Hall Jos. Franklin's Dance Orch.

'Way Out in Kentucky—Fox-trot.
Jos. Franklin's Dance Orch.

That Big Blonde Mamma—Fox-trot. Vocal
Chorus by Bob White Missouri Jazz Band

Slow Poke—Fox-trot Missouri Jazz Band
I-ove Tales—Fox-trot Majestic Dance Orch.
Indiana Moon—Waltz Majestic Dance Orch.
Underneath the Sip, Sip, Sippy Moon—Fox-trot,

Six Black Diamonds
Rubetown Frolics—Fo.x-trot. . . .Six Black Diamonds
Midnight Rose—Fox-trot Roy Collins' Orch.
Somebody's Wrong—Fox-trot Roy Collins' Orch.
Love (My Heart Is Calling You)—Fox trot,

Hollywood Dance Orch.
Chick-a-Dee—Fox-trot Hollywood Dance Orch.
March of the Siamese— Fox-trot. . Regal Dance Orch.
'Neath the Egyptian Skies—Fo.x-trot,

Regal Dance Orch.
POPULAR VOCAL RECORDS

I've Got the Yes! We Have No Banana Blues
—Comedy Solo, Orch. Accomp Billy Jones

Papa, Better Watch Your Step—Comedy Solo,
Orch. Accomp Billy Jones

If I Knew You Then as I Know You Now

—

Tenor Solo, Orch. Accomp Arthur Hall
I'm Drifting Back to Dreamland—Tenor Solo,

Orch. Accomp Vernon Dalhart
Cut Yourself a Piece of Cake—Comedy Solo,

Orch. Accomp Billy West
No, No, Nora—Comedy Solo, Orch. Accomp.,

Bob White
Marcheta—Tenor Solo, Orch. Accomp.,

Hugh Donovan
Wonderful One—Tenor Solo. Orch. Accomp.,

Hugh Donovan
Ten Thousand Years From Now—Tenor Solo,

Orch. Accomp Vernon Dalhart
In the Heart of Kentucky—Tenor Solo. Orch.
Accomp Lou Hayes

PATHE PHONOGRAPH & RADIO CORP.

BANDS
021036 Anvil Polka—Descriptive. . American Republic Band

The Whistler and His Dog—Descriptive,
American Republic Band

021037 Boston Commandery March. Empire State Mil. Band
Canadian Patrol—March. . ..Empire State Mil. Band

INSTRUMENTAL
02103S Coo Coo's Nest (Intro.: "Mason's Apron")

—

Accordion Solo J. Kimmel
Haste to the Irish Wedding (Intro.: "Larry

O'GafT")—Accordion Solo J. Kimmel
DANCE

021041 Every Step Brings Me Closer to My Honey
Lamb—Fox-trot Knickerbocker Orch.

Sing, Mammy, Sing—Fox-trot,
Don Parker's Western Melody Boys

021043 When I Come Back to You—Fox-trot,
Casino Dance Orch.

I'd Rather Fox-trot Than Waltz—Fox-trot,
Casino Dance Orch.

021044 Stealing to Virginia—Fox-trot,
Joe Gibson and His Moulin Rouge Orch.

Tell Me a Story—Fox-trot.
Les Stevens' Clover Gardens Orch.

021045 Page Mr. Paderewski—Fox-trot, Jos. Samuels' Orch.
Dusting the Keys—Fox-trot Tos. Samuels' Orch.

021046 Stingo, Stungo (From "Geo. White's Scan-
dals")—Fox-trot; H. Natzy. Director,

Westchester Biltmore Orch.
Salt Your Sugar—Fox-trot, H. Natzy, Direc-

tor Westchester Biltmore Orch.
021047 Where the Ganges Flows (From "Adrienne")

—Fox-trot Casino Dance Orch.
Nobody But You (From "Follies")—Fox-trot;
H. Natzy, Director. .. Westchester Biltmore Orch.

021048 Born and Bred in Brooklyn (From "The Rise
of Rosie O'Reilly")—Waltz,

Fry's Million Dollar Pier Orch.
Home—Fox-trot Hollywood Dance Orch.

021049 'Neath Egyptian Skies—Fox-trot,
Fry's Million Dollar Pier Orch.

Underneath the Sip, Sip, Sippy Moon—Fox-
trot Max Terr and His Orch.

021050 That Big Blonde Mamma—Fox-trot,
Casino Dance Orch.

Oh! Min—Fox-trot; Vocal Chorus by Geo.
Perry Max Terr and His Orch.

021051 No, No, Nora—Fox-trot; Vocal Chorus by Geo.
Perry Max Terr and His Orch.

Bonnie—Fox-trot Max Terr and His Orch.
POPULAR VOCAL

021052 I Wish I Had Someone to Cry Over Me,
Charles Cinway

Kiss Me With Your Eyes Frank Sterling
021053 Swingin' Down the Lane Apollo Male Trio

Just to Hide Away With You Arthur Wilson
021054 I've Got the Yes! We Have No Banana Blues,

Harry Blake-Robert Judson
Oh! Sister, Ain't That Hot! Warren Mitchell

1236

1237

1238

1239

1240

1241

1242

1243

1244

1245

1246

1247

1248

BANNER RECORDS
,

-cnr.:-, - .

DANCE RECORDS •

'

Hot Roasted Peanuts—Fox-trot; \'
>

il T liorus,

Arthur Hall Six Black Diamonds
Struttin' Jim—Fox-trot Six Black Diamonds
Midnight Rose—Fox-trot. ... Hollywood Dance Orch.
Chick-a-Dee—Fox-trot Hollywood Dance Orch.
I'll Hop. Skip and Jump Into My Mammy's
Arms—Fox-trot Missouri .Tazz Band

Rubetown Frolics—Fox-trot Missouri Jazz Band
Love (My Heart Is Calling You)—Fox-trot,

Roy Collins' Orch.
'Neath Egyptian Skies—Fox-trot. . Roy Collins' Orch.
That Big Blonde Mamma—Fox-trot,

Joseph Samuels and His Orch.
'Way Out in Kentucky—Fox-trot,

Joseph Samuels and His Orch.
Love Tales—Fox-trot. . .Jos. Franklin's Dance Orch.
Indiana Moon—Waltz. ..Jos. Franklin's Dance Orch.
Underneath the Sip, Sip, Sippy Moon—Fox-trot,

Hollywood Dance Orch.
Slow Poke—Fox-trot Hollywood Dance Orch.
Somebody's Wrong—Fo-x-trot. . Majestic Dance Orch.
March of the Siamese—Fox-trot,

Majestic Dance Orch.

POPULAR VOCAL RECORDS
I've Got the Yes! We Have No Banana- Blues

—

Comedy Solo, Orch. Accomp Billy Jones
Papa, Better Watch Your Step—Comedy Solo,

Orch. Accomp Billy Jones
If I Knew You Then as I Know You Now

—

Tenor Solo, Orch. Accomp Arthur Hall
I'm Drifting Back to Dreamland—Tenor Solo,

Orch. Accomp Vernon Dalhart
Cut Yourself a Piece of Cake—Comedy Solo,

Orch. Accomp Billy West
No, No, Nora—Comedy Solo, Orch. Accomp.,

Bob White
Wonderful One—Tenor Solo, Orch. Accomp.,

Billy Burton
Marcheta—Tenor Solo, Orch. Accomp .. Billy Burton
Ten Thousand Years From Now—Tenor Solo,

Orch. Accomp Vernon Dalhart
In the Heart of Kentucky—Tenor Solo, Orch.
Accomp Lou Hayes

souther.n
Victor. Wholesalers

(RICHMOND VIRGINIA-,

The

Toledo Talking Machine Co.

Toledo, Ohio

Wholesale Victor

Exclusively
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SELLING MUSICAL
MERCHANDISE

By J. R. FREW

This is a practical book that describes

the methods pursued by a successful

music dealer in conducting his musical
merchandise departments. It covers

every routine problem incident to es-

tablishing and operating a depart-

ment devoted to band and orchestra

instruments.

This branch of the music industry

has had a very prosperous year and
an excellent opportunity awaits other

dealers vi^ho take it up. It requires a

small investment, gets quick turnover,

involves no risk and, in addition to

being highly profitable itself, increases

the sale of talking machines, records,

etc., and helps make a given store the

music center of its community.

READ THE CONTENTSo/^
THIS PRACTICAL BOOK
Chapter

From the Publisher.
Introduction.

PART I

THE frobi,x:m op buying
1. Buying In General.

II. Importance of Quality In Bujrlng.
III. Where to Buy.
IV. Future Buying.
V. Buying for Special Sales.

VI. Some Don'ts for the Buyer.
PART II

THE PROBLEM OP PCBLICITT
VII. Advertising In General.

VIII. Space or Display Advertising.
IX. Advertising by Personal Contact.
X. Advertising Through Service.
XI. Direct and Mall Advertising.

XII. Advertising Through Musical
Attractions.

PART III

THE PROBLEM OF MANAGEMENT
XIII. Management In General.
XIV. Stock Display.
XV. The Care of Stock.
XVI. Inventory and Sales Analysis.
XVII. The Question of Credit.
XVIII. The Repair Department.
XIX. The Value of Co-operation.

PART IV
THE PROBLEM OP SELLING

XX. Selling in General.
XXI. The Sales Organization.
XXII. Psychology of Salesmanship.
XXIII. CollecUve Selling.
XXIV. Organizing a Band or Orchestra.
XXV. The Used Instrument Problem.

PART V
INSTRUMENTATION

XXVI. Musical Organizations and their
Instrumentation.

XXVII. The Principal Instruments of the
Band and Orchestra Described.

APPENDIX
List of Principal Musical Merchandise

Products

FREE INSPECTION OFFER

Edward Lyman Bill, Inc.

383 Madison Avenne, New York.

You may send me, on five days' free inspec-
Uon. your book SELLING MUSICAL MER-
CHANDISE. I agree to return It to you
within five days, or remit $2.00

Name

AddrcM City

CONSTRUCTIVE ARTICLES IN THIS
ISSUE OF THE WORLD

Ready Reference for Salesmen, Dealers and Department Heads |

Retail Methods in New Zealand
Described by L. Alfred Eady. . 3

Delivery Service As a Business

Builder 4

Sales Arguments That Win the

Customer 6

Principles of Retail Advertising
Success 8

Vigorous Policy in Retailing Neces-
sary During Fall and Winter
Seasons 10

New Campaigns in Developing
Record Sales 10

Caution in Expanding Retail Busi-

ness Is Advisable 10

Discussion of Problems Associated
With Replacements II

Management Reflected in Sales

Results 12

How Letters Pave the Way to More
Business 14

Undeveloped Fields in the Selling

of Talking Machines 19

Making Every Employe a Prospect
Getter 20-21

Why Dealers Should Create Interest

in New Phonograph Styles. ... 25

Concentrated Canvassing Insures

Results 31

Why Dealers Should Observe Care
in Accepting Registered Liberty

Bonds .' 38

Important New Field for Women's
Work 40

Time the Little "Big Man" Secured

Recognition 41

Securing and Keeping Up Mailing

List 43

Satisfactory Report on Exports and
Imports of Talking Machines,

Records and Supplies 46

Making Small Advertisements

Effective 48

Novel Record Advertising Stunt

That Went Over Big 54

New Form of Retail Swindle

Exposed 54

Reason Why the Salesman Should

Study the Talking Machine

Which He Handles and Sells. . 58

Tax Problems Are Again to the

Fore in Washington 60

Concert Plans of Famous Record-

ing Artists 62-64

The Mid-West Point of View 100

Bases for Optimism Over the

Demand Which Will Prevail in

Sheet Music Field 133

Gleanings From the World of

Music 133-142

Happenings in the Musical Mer-

chandise Field 145-147

Talking Machine Dealers Discuss

the Effect of Radio 158

Victor Red Seal Record Exchange

Put Into Effect 158

Why Interest Should Be Charged

on Talking Machine Sales 163

Enormous Savings Deposits Predi-

cate Business for Dealers Who
Seek It 165

Featuring the Musical Possibilities

of the Talking Machine 166

Survey of the Talking Machine
Industry 171

Latest Patents of Interest to the

Talking Machine Trade 1 83-1 84

Advance List of Talking Machine
Records for September 185-188

Correspondence From Leading Cities:

Ogden, 52—Richmond, 56—Dallas, 67—Cincinnati, 68—Brooklyn, 74-75—San

Francisco, 77 Philadelphia, 79-83—Omaha, 84—Buffalo, 86-87—Minneapolis and

St. Paul, 88-89—Des Moines, 93—Boston, 95-98—Chicago, 101-110—Los An-

geles, 112—Atlanta, 116—Milwaukee, 118—Cleveland, 120-121—Indianapolis,

122 Pittsburgh, 124—Toledo, 126—Baltimore, 128—St. Louis, 130—Portland,

144 Detroit, 148—Albany, 150—Syracuse, 152-153—.New Orleans, 156-157

—

Kansas City, 160—Dominion of Canada, 1 62 Columbus, 164—Salt Lake City, 1 72

Akron, 174—European News From The World's London Office, 181-182.

TEST IT.
OUR VICTOR

Record Service
has a reputation for efficiency.

Suppose you try it.

E. F. DROOP & SONS CO.
1300 G. STREET. WASHINGfrON, D. C.

281 N. HOWARD STREffT, BALTIMORE, MD

W. J. DYER & BRO.
DYER B'LD'G. ST. PAUL, MINN.

NORTHWESTERN DISTRIBUTORS
OF THE

VICTOR
Machines, Records and Supplies

Sb^p&ed PromptlT' to all

Points in the N^thwut
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TURN UP

EDISON POSITION

^^^^^^

LIFT UP

VICTOR POSITION

TWO WAYS
TO CHANGE THE

NEEDLE

SCOTFORD TONEARM
& SUPERIOR REPRODUCER
HOWTO SELLAPHONOGRAPH

*^^o the Dealer or Salesman:
*C?ie Scotfbrd Tonearm and Superior Reproducer are used by a number of
manufacturers of hifeh ferade phonographs. If your store handles any one of
these instruments you can increase your sales and profits by thoroufehly learn-
ing and then informing the customer of the "Twelve Points" of superiority
feiven below. Remember it is no proof of selling ability to take an order for a
phono^aph, the preference for which has been fixed in the custenmer's mind
by bife national advertising^ campaigns. Such order taking proves the power of
advertising—not the safeacity of salesmanship. The saving in advertising cost
is made up for by extra quaHty and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting
satisfaction of the purchaser who takes an instrument of genuine music into his
home. Give the customer a comparison of tone on all the different makes. If he is

not deaf, he must appreciate the extraordinary difference in tone—theScotford's
genuine musical reproduction, without the metallic sharpness, and without the
scratch. Then prove yourselfnot an ordertaker but a salesmaker by continuing
with a detailed explanation ofwhy the Scotford is better as analyzed in the
Twelve Points."

Keep the tonearm unscrewedat the base, soyou may lift it oif
in your hand for thorough examination inside and out— not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1—Its %ood looks, A neat, trim, tailormade appearance. Nicely proportioned

lines which any artist will approve. Not the swollen appearance of the con-
tinuous taper nor angular lines in conflict with the cabinet design.

2—^The substantial, sitnple construction—cast parts of solid white brass, lonfe
straight tube of yellowbrass, hard rubber bushing to prevent metallicvibra-
tion at the reproducer connection elbow.

3—No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter at base, and a solid 45-deferee deflecting
plane at the turn to direct the sound waves strai^t downward into the
amplifying chamber.

4—The siinple swin^nfe movement of the tonearm base—how freely it floats
when lifted up onto the record—but how a supporting lug inside the base
at back prevents the arm from swinging when offtherecord and does not
allow the needle point to let down so low as to mar the cabinet.

5—The handy lift-up or side turn, affording two ways to change the needle.
6—Light pressure on the record—the stiuareness of theturn causing the weight

to be supported by the base
, whereas a more curving turn would throw too

much weight forward to the needle point.

7—How perfectly the needle centers the groove—turning the reproducer for
playing lateral or vertical cutrecords leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch.

8—Reproducer frame split clear through—making it a spring, held under ten-
sion by the long screwwhich adjusts the pivotal mounting of the stylus bar.

9—Any looseness thatmighteverdevelopin the pivotingof the stylus bar may
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar by
which a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design.

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearlndia mica costingflve times as much as the"seconds"and"thins"nsedm cheap soundboxes.

12—Perfect insulation—a rubber gasket entirely separating the reproducer
frame from the backplate, and again a complete break in the contact of
metals by thehard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the tone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

-If -wf't^,.

/

'T5he Reproducer turns on its axis— the needle remaining on exactly the
same center and at the same correct an^le in both positions

The SUPERIOR Lid Support
balances the Lid at any point

The final Point of excellence in the equipment of a cabinet that often decides the sale. A touch of one finger lifts
or closes the hd, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest

support made. Easiest to install.

We are prepared to supply this Tonearm
and Reproducer to a nu mberofadditional
manufacturers ofphonographs incertain
parts of the United States, and contracts
remain open for some foreign countries.
Wmte us for particulars and prices.

We are able to supply this Support inany
quantity. Made ofsteel, hi^h ^radeJtickel
or ^old plate finish. Samples sent zo man-

ufacturers anywhere for trial.

Write for low quantity prices. State type
and weight of lid.

Barnhart Brothers & Spindler
SUPERIOR SPECIALTIES FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO ji

^©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©©(



HTHE NEW EDISON is the only pho-
- nograph that dares the supreme test

—

comparison with Hving artists.

Repeated tests before critical audiences

have incontrovertibly proven that the de-

vices perfected by Mr. Edison have bridged

the gap between ordinary reproduction and

actual Re-Creation.

See Pages 26, 27,

28 and 29 inside

JOBBERS OF THE NEW EDISON, EDISON RE-CREATION, THE NEW EDISON DIAMOND AMBEROLA
AND BLUE AMBEROL RECORDS

CALIFORNIA
Los Angeles—Edison Phonographs,

Ltd.

San Francisco—Edison Phonographs,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Chicago—The Phonograph Co.
Wm. H. Lyons (Amberola only).

INDIANA
Indianapolis—Phonograph Corpora-

tion of Indiana.

IOWA
De« Moines—Harger & Blish.

LOUISIANA
New Orleans—Diamoad Music Co..

Inc.

MASSACHUSETTS
Boston—Pardee-EUenberger Co.

Iver Johnson Sporting Goods Co.

(Amberola only).

MICHIGAN
Detroit—Phonograph Co. of Detroit.

MINNESOTA
Minneapolis— Laurence H. Luckcr.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONT.\>IA
Helena—Montana Phonograph Co.

NEW JERSEY
Orange—The Phonograph Corp. of

Manhattan.

NEW YORK
.\lbany—-American Phonograph Co.

Syracuse—Frank E. Bolway & Son,
Inc., W. D. Andrews Co.
(Amberola only),

OHIO
Cincinnati—The Phonograph Co.
Cleveland—The Phonograph Co.

OREGON
-Edison Phonographs, Ltd.Portland-

Omaha-
NEBRASKA

-Shultz Bros.

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buchn Phonograph Co.
Williamsport—W. A. Myers.

RHODE ISLAND
Providence—J. A. Foster Co.

(Amberola only).

TEXAS
Dallas—Texas-Oklahoma Phono-
graph Co.

UTAH
Ogden—ProudCt Sporting Goods Co.

VIRGINIA
Richmond—The C. B. Haynes Co.,

Inc.

WISCONSIN
Milwaukee—The Phonograph Co. of

Milwaukee.

CANADA
Montreal—R. S. Williams & Sons

Co., Ltd.

St. John—W. H. Thorne & Co., Ltd.

Toronto—R, S. Williams & Sons
Co., Ltd.

Vancouver—Kent Piano Co., Ltd.

Winnipeg—R. S. Williams & Sons
Co., Ltd.

Babson Bros. (Amberola only).
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Barcarolle

$150

The choice of

those ivho^ve

heard them all

DISCRIMINATING PEOPLE

CHOOSE SONORA

The inherent high quality found in

Sonoras priced no higher than other well-

known makes, appeals strongly to the

substantial, well-established person of
culture and refinement who demands the

best that money can buy in all his pur-

chases.

This desirable type of buyer is irresist-

ibly attracted to the Sonora store. And
Sonora advertising, window displays, ad-

vertising literature—all play a vital part in

bringing him to the Sonora dealer's place

of business. Once attracted, it requires

little effort to convince him that Sonora
is the better instrument.

Sonora dealers find that the business

built up among this class of phonograph
purchaser always results in a large pro-

portion of cash sales, the benefits from
which are manv fold.

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY NEW YORK

Marlborough

$185
Canadian Distributers

SONORA PHONOGRAPH. Ltd. Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

1

t

The Highest Class Talking Machine in the World
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Beckwith Buys Dyer Victor Jobbing Business

Victor Wholesaler in Minneapolis Purchases Wholesale Victor Business of W. J. Dyer & Bro.

—

Will Distribute From Minneapolis Only—W. J. Dyer & Bro. to Continue as Victor Retailers

Minneapolis, Minn., October 8.—The George

C. Beckwith Co., of this city, well-known Victor

wholesaler, has purchased the wholesale Victor

business of W. J. Dyer & Bro., of St. Paul,

Minn. This important deal becomes effective

to-day and hereafter all Victor wholesale busi-

ness in the Twin Cities will be transacted from
the ofifices of the Geo. C. Beckwith Co., here.

W. J. Dyer & Bro. will continue as Victor retailers.

The news of this purchase by the George C

Beckwith Co. will undoubtedly prove of interest

to dealers throughout the West and the com-

pany's plans for the coming year include many
important phases of co-operation that will en-

able it to give its clientele increased service

along practical lines. Mr. Beckwith and Chas.

K. Bennett, who recently joined the company,

are receiving the congratulations of their many
friends in the trade upon the consummation of

this important deal.

TO INSTALL BROADCASTING STATION

Saul Birns, Gotham Talking Machine Dealer,

Planning Radio Station at Second Avenue
Store—Foreign Language Programs and Edu-
cational Work to Be Featured

newspapers to publish the programs and ren-

der such other service as may be possible.

Musical programs, rendered by artists in the

various foreign languages, will play an impor-

tant part in these programs, according to Mr.

Birns, who also declared that there is an intense

interest among foreigners in radio.

Plans are under way by Saul Birns, proprietor

of a chain of talking machine stores in New
York and Brooklyn, to install a radio broad-

casting station in his headquarters at 111 Sec-

ond avenue. New York City. Permission has

already been secured by Mr. Birns from the

Department of Commerce, Bureau of Naviga-

tion, Radio Service, for radio transmission.

Mr. Birns' plans include the broadcasting of

radio programs in various foreign languages,

including Yiddish, Italian, Greek, Polish, Rus-
sian, etc. The Second avenue store is located in

the heart of a section of the city in which
reside many foreign-born people of all nation-

alities. Mr. Birns states that a large percentage

of these people are not familiar with the Eng-
lish language, many of them having arrived in

this country very recently. Mr. Birns is a mem-
ber of the board of governors of the downtown
branch of the League of Foreign-Born Citizens,

and he believes that a broadcasting station, such

as he intends to install, will prove a powerful

force in educational and Americanization work.
Tentative plans have already been made to in-

stall a device for transmitting the instruction

given in the classes of the League to the for-

eign-born people who do not attend schools.

Mr. Birns has also secured the co-operation of

publishers and editors of the leading foreign

REILLY WITH BUSH & LANE

Popular- Wholesale Man Joins Holland, Mich.,

House—Will Cover State of Illinois

Chicago, III., October 8.—Raymond Reilly, for

the past three years wholesale representative

for the Chicago branch of the Columbia Graph-

ophone Co., covering the loop district, has

joined the sales organization of the Bush &
I.ane Piano Co., Holland, Mich., and will be

in charge of the State of Illinois and the city

of Milwaukee for this company. Mr. Reilly

will concentrate all of his activities on the de-

velopment of the phonograph business for the

Bush & Lane Piano Co., and the enthusiastic

response accorded this company's new line of

instruments is r,eflected in the many inquiries

received for dealer agencies.

Mr. Reilly is well known throughout the

Western talking machine trade, for prior to his

association with the Columbia Co. he was iden-

tified for ten years with the retail talking ma-
chine field. He is recognized as one of the

most successful wholesale men in the Chicago
trade and in his new connection will have ample
opportunities to utilize his previous experience

to advantage.

Columbia to Start Big Ad Drive This Month
Leading Magazines and Newspapers to Carry Full-Page Color Advertisements of Columbia

Machines and New Process Records—Ads Will Appear Nearly a Billion and a Half Times

Columbia dealers throughout the country

were gratified to learn this month of the prepa-

ration of a mammoth Columbia advertising

campaign that will be inaugurated on October
21. This campaign has been planned in such

a way that it will reach the reading public of

the entire nation and, according to the official

schedule, the new Columbia phonographs and
Columbia New Process records will be featured

during the months of October, November and
December in rotogravure color and black and
white full pages of forty-three great Sunday
newspapers, whose circulation totals 14,000,000

each week.

A similar presentation will appear in four

full-page advertisements in the Saturday Eve-

ning Post, whose weekly circulation is 2,177,000.

Each week 750 daily papers will carry adver-

tisements announcing the popular hits to 22,-

000,000 readers. The Columbia advertising de-

partment sums up this campaign as follows:

"When you consider these circulation figures

in relation to the number of times each adver-

tisement is scheduled in this group of publica-

5ee second last

RETIREMENT OF CALVIN G. CHILD

From Artists and Repertoire Department of the

Victor Talking Machine Co. on Account of

111 Health—Succeeded by J. S. Macdonald

Announcement has just been made of the

retirement of Calvin G. Child from his admin-
istrative duties with the Victor Talking Ma-
chine Co. as director of the artists and reper-

toire department of the company. The results

of his twenty-three years of effort in this spe-

cial field have been of an outstanding character

both as regards the Red Seal library and the

popular numbers.

Mr. Child's retirement from the more active

phase of his efiforts in behalf of the Victor Co.

is due to the condition of his health. He will,

however, continue as a member of the Board of

Directors, to which body he was elected some
time ago. Mr. Child, by the way, was asso-

ciated with Eldridge R. Johnson even prior to

the formation of the Victor Co.

J. S. Macdonald has been appointed to the

important position of manager of the artists

and repertoire department of the Victor Co.

and will henceforth assume the administrative

duties formerly falling on Mr. Child. Mr. Mac-
donald has also been associated with the Victor

enterprise for a long period of years, most of

which were spent in the artists and recording

division, but part of which was spent as sales

manager of the company. Mr. Macdonald is,

therefore, especially well qualified to fulfill the

responsibility that has been placed upon him.

SONORA LINE IN HARTMAN STORES

Illinois Phono. Corp. Closes Important Deal
With Chicago Retail House—Leon Colder
Consummates Arrangements

tions alone there is the amazing total of 1,353,-

708,000. Think of it—nearly a billion and a

half Columbia impressions upon the public

mind! But this is not all. Hundreds of thou-

sands more readers are similarly and persist-

ently appealed to by appropriate advertisements

which are inserted regularly in the leading Ne-
gro weekly newspapers and foreign language

publications, which include twenty-four differ-

ent nationalities."

The rotogravure advertising will be particu-

larly artistic, one advertisement, for example,

featuring the new Columbia Model 550, list-

ing at $200, and presenting this handsome in-

strument in a suitable background. In the

same copy there are also listed the new Colum-
bia Model 460, listing at $225; the Model 530

console, listing at $150, and the Model 520 con-

sole, listing at $125. Another page in the cam-
paign will be devoted almost entirely to a de-

scription of the new reproducer that is part of

the equipment of the new Columbia line; this

copy emphasizing in detail the distinctive mer-
its of this reproducer.

page for Index of Articles of Interest in this issue

Chicago, III., October 8.—Leon Colder, sales

manager of the Illinois Phonograph Corp., of

this city, Sonora jobber in this territory, an-

nounced this week that arrangements had been
completed whereby the Sonora line would be

carried in the four stores of the Hartman Furni-
ture & Carpet Co., Chicago. The main store

of this company is located at 258 South Wabash
avenue, in the heart of "Piano Row," and the

others are situated at 1272 Milwaukee avenue,

2558 West North avenue and 819 West Sixty-

third street. A complete line of Sonora instru-

ments, including the latest period models, is

now on display at the Hartman stores and Mr.
Golder has been congratulated upon closing this

deal, as the Hartman Furniture & Carpet Co.
is one of Chicago's largest retail furniture estab-

lishments.

Frank J. Coupe, vice-president and general

sales manager of the Sonora Phonograph Co.,

New York, accompanied by H. J. O'Connor,
E. D. Coots, F. E. Roediger and J. M. Erwin,
of his sales organization, are now in Chicago
co-operating with the Illinois Phonograph Co.

and the Sonora dealers in making plans for a

banner season. Mr. Coupe is well known in the

Chicago trade and he has been given an en-

thusiastic welcome throughout the city.

INDEPENDENT'SJHUSICAL DIRECTOR

A. J. Baum, general manager of the Inde-

pendent Recording Laboratories, New York,
announced this week the appointment of Adrian
Schubert as musical director of the companj',

succeeding Arthur Bergh, who is now Okeh
recording director. Mr. Schubert is well quali-

fied for his new post, as for nearly ten j'ears

he has been first 'cellist at the Metropolitan
Opera House and has recorded for many of the

leading record companies as a member of vari-

ous musical organizations.

of The World
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Is the Mail Order HouseYour Competitor?
Mail Order Firms Draw Trade From Entire Country—Some of the

Business Methods Which Are Resulting in Losses to Retailers

On more or less frequent occasions estab-

lished retailers in various cities and towns of

the country have called to their attention more

or less forcibly the activities of the various

mail-order houses in going after and landing

prospective customers in their territories. Even

though the dealers themselves are not conscious

of mail-order competition they have sympathy

to ofifer to neighboring dealers perhaps in other

lines who have seen sales go glimmering as

a result of mail-order solicitation.

The average merchant, especially in the

larger cities, appears to be of the opinion that

the bulk of the mail-order business is done in

rural communities more or less distant from

large towns, where well-conducted talking ma-
chine establishments are located. Yet it is a

peculiar fact that close to 50 per cent of mail-

order business is actually done in large cities

and with a class of people who would make
most desirable customers for the local retailer.

Invading Dealers' Territories

As an instance in point it is significant that

even in New York City and particularly its

populous home borough, Brooklyn, to say noth-

ing of Chicago and its environs, the mail-order

houses have sold machines at substantial prices

to people only a few blocks distant from the

local dealer with an established store and a

stock that can be inspected at first hand.

It is apparent that the argument to the effect

that the local dealer is a permanent fixture in

the community and is doing his share to de-

velop the city and pay the expenses of its main-

tenance has little effect, nor do the mail-order

buyers seem impressed by the fact that, when
they have added freight, cartage and other lib-

eral expenses to the original cost of their ma-

chines, plus the uncertainty of doing business

with a distant concern, they have paid a sum
that would have- bought them good machines

in their own towns.

Certain Cities Best Mail Order Centers

It is particularly significant that certain cities

appear to make fine prospect centers for mail-

order houses, while others do not respond. Cin-

cinnati, O., for instance, is a poor mail-order

town, while considerable business comes out of

Columbus, less than 100 miles distant. Buf-

falo, N. Y., is likewise a poor business center

for the mail-order houses, but is balanced by

Rochester, which produces a generous number
of buyers. Hartford, Conn., is a good mail-

order city, but New Haven on one side and
Springfield, Mass., on the other prove disap-

pointing as a source for orders.

Local Dealers Responsible

It would seem that the situation rests largely

upon the ability and aggressiveness of local

dealers in covering their territories thoroughly.

Perhaps even the dealers in good mail-order

towns are working hard and conscientiously,

but do not cover enough territory, for it' would
seem logical that the efTorts of an outside sales

stafif, coupled with a fair volume of local dis-

play advertising, should offset any mail-order

competition that is not distinctly of a cut-

throat character.

It might be well for those dealers who feel

satisfied that they are putting sufficient energy

into their businesses and going after the maxi-

mum number of prospects with a maximum
amount of energy to analyze their cities from

the standpoint of the mail-order man. He keeps

his figures before him and knows just how pro-

ductive any given territory has proved or is

likely to prove and perhaps the result of the

talking machine man's investigation will give

him a shock, or at least it will wake him up.

The Mail Order Follow-up

It is interesting to know, too, that, having

once become established, the mail-order house

depends upon its old customers in chief meas-
ure for new prospects through a system of fol-

low-up letters that keeps the customer satisfied

and a booster. The mail-order customer is not

sold and then forgotten, but is constantly being

asked by mail whether the purchase has proved

satisfactory or not and whether he has any
friends who might be prospects for purchases of

machines.

Those dealers who make the sale and then

consider the incident closed might well take a

leaf from the book of the mail-order man in

this connection. If a concern several hundred
miles away from the customer can keep in touch

and use that customer as a prospect getter and
business builder how much greater opportunity

has the dealer himself to maintain such a con-

tact through his salesmen, if possible, and by
mail, if necessary.

HARRY PUTERBAUGH IS MANAGER

Dayton, O., October 5.—Harry Puterbaugh has

just been made manager of the talking machine
department of Niehaus & Dohse, 35 East Fifth

street, this city, and is making plans for an ag-

gressive Winter campaign. This concern han-

dles the Edison phonograph exclusively and has

built up quite a business.

How About RECORD Albums?
Have you prepared for your Holiday Business ?

THE TALKING MACHINE'S HELPMATE
The popularity of the NYACCO
QUALITY ALBUM is unquestioned.

Our line covers all grades. Our
two factories, New York and

Chicago, save freight and insure

prompt delivery. Order from point

nearest to you.

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

TO JOBBERS ONLY:—
Write for samples of our new
delivery bags of No. 1 Kraft
paper (35 lb.) with strings

and buttons at very attractive

prices.

The Best Interchangeable Leaf
Record Album on the Market

IVrite for display card—mailed

without cost. It will help pou

sell more Nyacco Albums.
Present stock available at low

prices. Write now.

New York Album & Card Co., Inc.
NEW YORK ' CHICAGO

23-25 Lispenard St. 415-417 S. Jefferson St.

Pacific Coast Representative: Munson-Rayner Corporation, 643 South Olive Street, Los Angeles, Calif.
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Victor supremacy is the
supremacy ofperformance

Victrola IV, $25
Oak

The success of the

Victrola is the greatest

ever achieved by any

musical instrument. It ex-

tends over a period of a

quarter-century and is

shared in by every dealer

in Victor products.

Victrola VIII, $50
Oak

Victrola No. 80
$100

Mahogany or walnut

Victrola No. Ill

$225
Electric, $265

Mahogany or walnut

Victrola No. 230

$375
Electric, $415

Mahogany
ectric, $290

Walnut

Victrola
"'S MASTERS VOICE" REG. U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Talking Machines Aid in Piano Teaching
The Kinscella Method, Utilizing the Talking Machine Through

Special Victor Records, a Great Aid to Pupils in Studying the Piano

In addition to furnishing the means for the

more resultful study of musical appreciation in

the pubHc schools of the country th ough the

reproduction of music of orchestral instruments

of operas, classics, folk songs, etc., as well as

providing suitable

music for folk dances

and the other features

of school work, the

talking machine has

found for itself a new

field in educational

work—that of facilitat-

ing the study of piano

playing in the schools.

The Victor Talking

Machine Co. announc-

ed recently four new-

records for use in con-

junction with the Kin-

scella method of teach-

ing children the piano

in classes, and the de-

velopment is of partic-

ular interest not only

to talking machine
dealers, but to those
who are interested in

the development o f

piano instruction in the schools of the country.

The method for which the new records have

been made was originated by Miss Hazel G.

Kinscella, major instructor in piano at the Uni-

versity School of Music, Lincoln, Neb., about

five years ago, and since its inception it has met

with great favor. During the school year 1922-23

over 1,500 children were taught piano in Miss Kin-

scella's classes in Lincoln, and over 30,000 chil-

dren were taking the course under teachers who

had been trained by Miss Kinscella at her teach-

ers' institutes and in her Summer session classes

conducted every year at widely separated points.

During the past Summer Miss Kinscella has

held classes for teachers of the Kinscella Meth-

od at the State Normal School, Kearney, Neb.;

the State Teachers' College, Emporia, Kan.; the

University of North Carolina, Chapel Hill; the

University of Michigan, Ann Arbor; and in spe-

cial classes in Long Beach, Cal.

Much of the success of the Kinscella Method
since its introduction has doubtless been due to

the fact that it offers a practical way of teaching

qualities which develop logically and in a well-

balanced manner the child's capacity and ability

to read music as readily as he would read a

story written in a language with which he is

familiar; to lay solid foundations in pianistic

Group of Kinscella Method Piano

Class Children in Ensemble, Chil-

dren at Seats Preparing for Their

Turn at the Piano. To Right

—

Two Kinscella Students Playing a

Duet, Accompanied by Victrola

the piano to large groups of children, thus con-

serving the time of the teacher and permitting

piano instruction to be given in public school

classrooms, much the same as singing is taught.

In addition to having made group teaching pos-

sible this method has won enthusiastic support-

ers in that teachers and pupils find in it the

To Do or Not to Do
, A Good Holiday Business

Depends Upon Today's Decision

It is an undisputable fact that the months of October, November and

December mean the biggest business for the Sonora dealer. Those who

have ordered enough merchandise for the Holiday Season will find them-

selves in the right position. The dealer who wants to profit by past

experience will understand this message—and act at once

!

(greater Citp ^i)onograpi) Co., inc.
Exclusive Distributors for Now York, Staten Island

and the Lower Hudson Valley

234 West 39th Street New York

habits, and in matters of tone-shading, phras-

ing and pedaling; to develop equal facility in the

use of both clefs and of all kej's; and to inspire

him to desire in his playing not only accuracy,

but also an artistic interpretation.

Much of the work of the Kinscella Method
consists of four-hand studies, in which the

teacher or another student plays the second

part. Children have been handicapped in hav-

ing no one to practice with them at home. But

with the four records of the Kinscella studies

the student may turn on the Victrola and find

a partner for his piano duet. First, the child

may listen to the "primo," or first part, and

thus is helped to learn the tempo and phrasing

by hearing, before playing the "secondo" accom-

panied by the Victrola's "primo"; then he turns

the record to the "secondo" side and plays his

primo on the piano, while the Victrola plays

secondo, or the process may be reversed.

The pitch of most pianos has now become
standardized. These recordings have been made
at the standard pitch of 440 and, therefore, may
be synchronized easily with a piano of the same
pitch. Besides adding a new element of in-

terest to the child's home practicing the use of

these records will do much to encourage an

exact observance of rhythm and tempo.

Miss Kinscella has made these records her-

self and every child who uses them will be play-

ing with the founder of the method. The Kin-

scella records are Nos. 19097, 19098, 19099, 19100.

NEW DEPARTMENT IN MARION, 0.

The Baker Music CO., new Marion, O., retail

music house, announces that it has taken on

the agency there for the Pooley and Outing

phonographs. This store has been opened for

business and is one of the most modern to be

found in central Ohio.
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Victor supremacy is the
supremacy ofperformance

Victrola VI, $35
Mahogany or oak

Victrola No. 100

$150
Mahogany or walnut

Dealers in Victor prod-

ucts experience a high de-

gree of satisfaction in

knowing the goods they

handle have proved their

superiority and are recog-

nized as the standard of

the world.

Victrola IX

$75
Mahogany or oak

Victrola No. 105

$180
Mahogany or walnut

Victrola No. 400
$250

Electric, $290
Mahogany

Victrola
"HIS MASTER^S VOICE" REG U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Now Is the Time to Plan Holiday Drives
Importance of Holiday Season at Close of Year Makes Imperative

the Early Consideration of All Phases of Special Sales Campaigns

The time is now ripe for members of the

talking machine trade to think seriously of their

holiday sales campaigns. By the time this issue

of The World reaches the trade the first month

of the last quarter of the year will be half over,

with Thanksgiving and the remaining holidays

so close at hand that foresighted merchants will

begin to consider plans for their sales drives,

with the object in view of winding up the year

with such a boost to the total business volume

that 1923 will stand as a mark to shoot at next

year. All in all, this has not been a bad year

for dealers who have actively and determinedly

made every efifort to get business. However, it

is the last three months of the year which de-

termine to a large extent whether the annual

sales volume is satisfactory.

The Best Sales Season

The holiday period during the two months at

the end of each year is probably the best sales

season which the talking machine trade enjoys,

and what each individual dealer makes of the

opportunity depends entirely upon the efforts

put forth. It is perfectly natural that the re-

tailer who simply sits back and waits for the

plums to fall into Iiis lap will get a certain

amount of transient business. When practically

every man, woman and child is looking for suit-

able gifts for loved ones a few are bound to

enter the first store which ofTers possibilities.

However, it is to that portion of the trade whicii

has made a diligent eflfort to attract the atten-

tion of the gift-hunting public to which the

bulk of the business will go and, therefore, the

live dealers who inaugurate vigorous sales cam-
paigns and utilize every possible medium of

bringing prospective customers into their stores

and who constantly strive to impress the public

generally with the appropriateness of talking

machines and records as gifts which will bring

lasting enjoyment and satisfaction will have no
cause to regret their energy and the expenditure

of time and money in promoting carefully

planned drives for business.

Planning the Well-rounded Campaign
There are, so many things to consider in in-

augurating a drive of the character necessary to

make the most of the holiday business possibili-

ties that dealers will find the time permitting

this work short enough. There are advertising,

direct mail, window displays, interior decora-

tions, special delivery service, insurance of

ample stock to meet all requirements, can-

vassing of prospects for machine business and

old customers for record business. Last-minute

attention to these details will only result in con-

fusion and hit-or-miss methods, which will be

certain to result in curtailing the effectiveness

of the drive. Advertisements should all be

planned as soon as possible. The entire series

of ads should be mapped out as well as space

in the various mediums determined upon, so

that when the time for action comes the stage

is set for this end of the drive. If form letters

are to be used for sending to machine and rec-

ord prospects spare time can best be utilized

in preparing the first drafts of these letters, so

that posssibilities of failure are reduced to a

minimum. A hastily written letter does not ac-

complish its object and represents money and

time wasted. Well-written letters bring home
the bacon and pay large dividends on the in-

vestment of time and money.

Planning the Window Displays

Talking machine dealers should spare no ex-

pense or effort to make their holiday window
displays distinctive. It must be remembered

that every other retail establishment will be

competing to attract the attention of gift-

hunters through the medium of specially ar-

ranged windov^? displays, and the talking ma-

chine dealer must arrange a display that stands

out from the rest if he expects to make this

element of his holiday campaign do its work.

It is impossible to simply place a few instru-

ments and records in the window, together with

the holiday colors, and expect that the passing

public will pay much attention to it. Too many
dealers give no thought tT) the window until

they are taking out a previous display. Win-

dow space is even more valuable than the space

in the interior of the store devoted to the dis-

play of machines for the reason that the win-

dow ofTers one of the best mediums for attract-

ing the attention of the public and bringing in-

terested prospects into the store which the mer-

chant has at his command.
Importance of Record End of Business

Records are becoming more popular each year

as gifts. People enter a talking machine estab-

lishment and select several records and many
limes the salesmen are so rushed during the

holiday season that they have no time to de-

vote as much attention on each individual as is

necessary for the best sales results. During

the last j-ear sales of records in groups have

become recognized as a simple expedient to

boost record sales to individuals. Here is a valu-

able hint for dealers wlio desire to make the

most of their record business during this sea-

son: Carefully selected records in half dozen

or dozen lots in special containers or albums,

along the lines of the "Treasure Chest," placed

on a special table or record stand should prove

a real profit maker this year.

The foregoing illustrates briefly a few of the

many considerations involved in any drive for

business in the talking machine field and the

necessity for starting early, so that when the

time for launching the campaign arrives there

will be a minimum of last-minute settling of

vexatious problems. The important thing to re-

member is that the time of the dealer, salesmen

and other members of the store organization

must be left free to attend to the increased vol-

ume of business which is bound to ensue, as

well as the increase in the general routine in-

cidental to handling this business. Otherwise

there is bound to be confusion and impairment

of service, things which the talking machine

dealer cannot aftord at any time, much less at

this season, when speed is so essential.

JOHN E. SAUM TAKES CHARGE

Of the Talking Machine Department of the

Department Store of Rike-Kumler Co.

Dayton, Q., October 4.—John E. Saum has just

been appointed manager of the talking ma-
chine department of the Rike-Kumler Co., 107

North Main street, in this city. Mr. Saum is

well known in talking machine circles here, as

he was formerly with the Soward-Anderson Co.

and also with the Aeolian Co. Business has

been on the increase this month and Mr. Saum
expects a very healthy Winter trade. The talk-

ing machine department of this concern is on

the sixth floor and is a large and up-to-date one;

it has twelve booths and several racks and coun-

ters and is furnished in a very attractive color

scheme of gray. The Edison and Victor lines

are carried.

FEATURING THE MODERNOLETTE
FOR THE HOLIDAYS

HAS INCREASED SALES FOR OTHER DEALER;
The Modernolette sold as well for the Holi-

days last year as in the Summer season.

It makes a very desirable machine for the
home. Get your order in NOW.

MANUFACTURED BY

MODERNOLA COMPANY
Factory and Office JOHNSTOWN, PA.
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Another PEERLESS Suggestion!

THE ALL-SEASON GIFT
It Does Make a DilTerence

What Album You Sell

Quality is outstanding in a product

just as good-breeding is always evi-

dent in a gentleman. You may not

know in what particular one man
differs from another, but you instant-

ly recognize that difference and ad-

mire it.

So it is with Peerless products.

Take up a Peerless album and com-
pare it with any other. The differ-

ence is there and you cannot fail to

see it.

Because of this outstanding quality

of the Peerless album, leading dealers

endorse it, stock it and push it, and
their judgment is sustained a hundred-
fold by the buying public,—and re-

member that the profit on the Peerless
album is just as large.

Have you ever stopped to realize what a vast

number of people daily pass your store with but

one thought in mind, namely, to purchase an

appropriate gift for somebody's birthday, a

wedding anniversary, or just a sweetheart favor?

And what could better express a genuine

sentiment than records—just a few—in

PEERLESS—the album
The idea certainly embodies a sales suggestion which

will direct to your cash register many dollars that ordinarily

go to the candy store, the novelty store and the jeweler.

Place a sign in your window

—

THE ALL-SEASON—ALL-PURPOSE GIFT

Three Records in a Peerless Album

A Sentiment Nicely Expressed Is Long Remembered

Somebody Has a Birthday Every Day in the Year

PEERLESS PRODUCTS
DeLuxe Record Albums

All Grades of Record Albums

"Big Ten" Albums

Record-Carrying Cases

Interiors for Victrolas

Interiors for Phonographs

Write us for Quotations

Classification Systems for Albums
Record Album Sets for

All Make Machines

Record Stock Envelopes

Record Delivery Bags

Supplement Mailing Envelopes

Photograph Albums

on Special Grade No. 6 Album

YOUR EXPENSIVE RECd^S

INSISTON THE
GENUINE-ITCOST^

NO MORE

A postal will bring this sign to you
in the next mail—write

PEERLESS ALBUM COMPANY
WALTER S. GRAY CO.

Pacific Coast Representative

San Francisco and Los Angeles

PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

L. W. HOUGH
146 Mass. Avenue
Boston, Mass.
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I

BUSINESS OUTLOOK IS MOST SATISFACTORY

A SHORT two months from the time this issue of The World

reaches its readers hoHday business will be under full head-

way or, at least, should be, unless every present indication of good

business is without foundation. Time certainly does fly and the

members of the trade who have not passed the formulative stage

and perfected plans for the Fall and Winter season, and put those

plans into execution, are bound to lose business.

It is to be presumed that the average dealer has placed order's

for an adequate supply of both machines and records in antici-

pation of the demand for the balance of the year, and it is to be

hoped that the majority will have those orders filled in sufficient

proportion to prevent loss of business. For those who have hesi-

tated about committing themselves and have insisted upon waiting

till the last minute to see "which way the cat would jump" the out-

look is not particularly encouraging.

At the present time there is hardly a cloud on the business

horizon. Labor disturbances are at a minimum and even the annual

coal strike has been settled, so it will not ofifer an excuse for those

who hesitate about buying. U^nemployment is at low ebb and there

exists an unexampled opportunity for merchants generally to build

up a volume of sales that will compare most favorably with that

of the peak years.

The talking machine trade itself is particularly well situated

with its readjustment of record prices, its frequent release dates

and its extensive lines of strikingly artistic machine models with

which to appeal to the pubUc. If the holiday business does not

break records it will rest largely with those who have the selling

to do.

I

ANTICIPATING THE QUESTION OF SHORTAGE
j

IT is an accepted fact that in several of the standard lines of

talking machines there is bound to be a serious shortage of stock,

particularly of the most popular models before the holiday season
is at an end and, in fact, indications of that shortage are already
apparent in some quarters. In spite of this condition which exists,

or promises to develop, there are those dealers who insist on trav-

eling the easiest way and featuring in their window and wareroom
displays and in their local advertising the most popular machine

models, leaving the less popular and generally higher-priced styles

resting peacefully in showroom or warehouse.

The dealer naturally feels that being already in demand the

popular medium-priced styles can be sold with little or no effort

and, therefore, are content to let them sell themselves or, better

still, speed up their distribution through publicity. As a matter

of fact, the logical thing would be to hold these more popular

models in reserve as it were. Display them but not feature them

and center sales and advertising activities on the styles that are

higher in price but promise to be more plentiful as time goes on.

It is but reasonable that when existing and obtainable stocks

of the most popular models are exhausted the dealers must of neces-

sity turn their attention to the higher priced lines and, perhaps, lose

sales simply because of the fact that the customer cannot pay the

higher price. If the selling of the less popular numbers is now-

concentrated upon, popular styles can be held more or less in

reserve for the customer who cannot raise his limit or for the

man who insists upon that style or nothing else and cannot be sold

another model.

Wholesalers are strongly advocating the policy as outlined for

the reason that it means larger individual sales and rhore profit

for the dealer if carried on consistently and intelligently while, at

the same time, affording him protection by conserving his limited

stock of the 'most popular models to meet competition or the de-

mands of the insistent ones.

The policy of letting the popular models sell themselves and

then concentrating sales effort on higher priced and more plentiful

types is going to save the day for many dealers who have been

wondering just how they are going to fill the gaps in their stock

that are surely coming.

I

WHERE THE FINANCING SHOULD BEGIN

DUE to a number of conditions, general and local, through the

introduction of console and period models in talking ma-
chines to be sold at substantial prices and generally on instalments,

and the increased turnover enjoyed by many retailers, there has

developed the necessity for certain retailers seeking ways and means

of realizing some cash for their paper.

The financing of a business by one means or another, so as

to keep the capital as liquid as possible, is the natural course,

for there are comparatively few retailers who can handle their own
instalment paper, particularly long-time paper, on a sound economic

basis. Putting it in the safe and keeping it there to maturity is all

right provided there is enough cash ^ left to purchase a sufficient

amount of new stock and to cover the running expenses of the

business. Otherwise the bank must be asked to discount the paper

and, when that channel has been closed, the dealer must resort to

other methods.

In view of this general situation the necessity of selhng on

credit only to those of recognized standing and ability to pay, and

then on terms within reason, is strongly emphasized. If the aver-

age talking machine dealer keeps his terms well within eighteen

months on sales running above $125 and within twelve months on

sales amounting to less than that amount, the financing problem is

not going to worry him a great deal, provided he charges interest on

time payments and sees that those payments are made on schedule.

Unlike the piano dealer, who must depend upon new sales
.

of pianos to bring in cash to his business while waiting for the

instalment payments to be met and the paper to mature, the talk-

ing machine dealer has the advantage of handling record sales in a

volume largely dependent upon his energy and ability as a business

man. Record sales or at least the greater percentage of them are

and should be for cash and, in a properly conducted store, the

record turnover should bring in a sufficient supply of cash to

operate the business while the instalment paper on machines i-s

maturing and make unnecessary any heavy financing beyond, per-

haps, some limited loan from the bank to discount bills.

Conditions sometimes develop, of course, which put individual

dealers in a position where the}' must have cash and, therefore, they

have to use their paper to the litnit. But, under ordinary circum-

stances, record sales should carry the business, leaving the income

from machine sales free for the replenishment of machine stock

and for additions to the profit account.
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Sound financing, through the medium of instalment leases, is

often a good business move, provided the income is put into the

business for sound expansion or betterment. When, however,

the dealer has to finance himself on the strength of his machine

paper to cover his operation expenses, then there is something

wrong in the record sales department.

WHAT THE NEWSPAPER STRIKE HAS TAUGHT

THOSE who have any doubt regarding the absolute necessity of

advertising in handling modern business might do well to get

in touch with merchants in New York with a view to learning of

their experiences during the strike of the newspaper pressmen

which, although short, tied up practically every daily news-

paper of importance in the city. Even when the newspapers man-

aged to get out abbreviated morning and afternoon editions through

combining their resources, they did not attempt to handle the ad-

vertising of department stores and others, and the resultant falling

of¥ in business was apparent even to the most casual obsei-ver.

Particularly in the department stores was the lack of the ad-

vertising appeal emphasized. Where ordinarily hordes of women
and many men crowd into the stores to patronize special sales and

remain to make extensive purchases in every department at regu-

lar prices, only comparatively few shoppers were in evidence. Other

lines of business, depending on the advertising appeal to attract

patronage, suffered in proportion.

too many dealers, while enthusiastic over the change in the record

situation, did not show proper appreciation of the opportunity for

crystallizing public interest. Everywhere there appeared in store

windows and for that matter in newspaper advertisements announce-

ments that there had been substantial reductions in the prices of

Red Seal records, but rarely indeed was any attempt made to sell

what those records really represented or to list boldy, and in type

readable at a distance, some of the selections available or the names
of artists whose voices could find a welcome place in any home.

It will be a long time before such an opportunity to clean

up on records within a limited time will be offered to talking ma-
chine dealers and it is unfortunate that so many took it for granted

that the public as a body knew all about Red Seal records and failed

to offer explanations of their importance and value for the benefit of

those who have no knowledge of just what Red Seal records mean.

The idea is that too much cannot be taken for granted. The
"more enlightening details that can be offered in presenting good
things to the public the greater the result will be. The next time

do not just tell the public that something has occurred—take pains

to give details that will appeal to those who do not know.

NATIONAL MUSIC WEEK DEFINITELY ANNOUNCED

IMPORTANCE OF EDUCATING THE PUBLIC

DURING the past month or so some thousands of talking

machine dealers throughout the country had an opportunity for

centering public interest on records of the higher class through the

readjustment of list prices on single-faced Red Seal records due

to the move of the Victor Co. in issuing those records in double-faced

form. A great mass of excellent sales promotion material for win-

dow and showroom display, together with much newspaper adver-

tising, was available to dealers so as to enable them to get the

greatest volume of sales as a result of this change in policy.

Considering the situation as a whole, it is quite apparent that

THE decision of the National Music Week Committee to hold

the country-wide celebration of this event during the week of

May 4 to May 10 gives those who intend to participate in it, and
music merchants have long been among the most enthusiastic

supporters of the movement, sufficient time to mature their plans

so as to take an active part in its promotion. The fact that more
than ISO cities have already held annual music weeks, that repre-

sentative men and women in every walk of life have lent their co-

operation by accepting membership on the general committee, that
the Governors of thirty-four States have officially indorsed the
movement, all tend to show the widespread popular interest and
go far towards insuring its permanency. Congratulations are due
C. M. Tremaine, who conceived and carried out the first music
week in New York and whose efforts have been tireless to spread
the idea throughout the country.

<iA Complete Victor

Jobbing Service

^Merchandise

^^Advertising

Selling

Finance

67S S,f>^//.M'Sl^(.T.yuce/

TELEPHONE 9400 LONGACRE
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Quality Advertising Business Builder
The Patronage of Discriminating Persons Can Best Be Secured by

Consistent Advertising in Which the QuaHty Appeal Predominates

A problem of the most vital importance to

every merchant is how he can spend his adver-

tising appropriation to the best advantage, i. e.,

develop the potential interest of readers of the

advertisements to such a pitch that inquiries or

personal visits to the store result. Of course,

the final results of the advertising are meas-

ured by the degree of co-operation between the

component parts of the entire organization.

However, every talking machine dealer has es-

tablished his business reputation along certain

lines and this should have an important bearing

on his advertising. In other words, for exam-
ple, when a merchant has built up a susbtantial

reputation by catering particularly to the wage
earners and other middle-class people, persons

to whom the price consideration in any pur-

chase has an important bearing on the decision

to buy and to whom style, performance and

art are to some degree subordinated, he must

plan his advertising appeal along lines making
the greatest impression on this class.

To Whom the Quality Appeal Is Directed

On the other hand, there is a certain class

of people whose enthusiasm cannot be aroused

through the appeal based on the price factor.

These are the people in comfortable circum-

stances, the upper middle classes and the

wealthy. These people possess the means to

gratify their desires to a larger extent than the

class of people mentioned in the preceding para-

graph and, therefore, their greater discrimina-

tion forces the advertiser who desires to bring

his product favorably to the attention of these

people to base his appeal mainly on quality,

both in tonal value and design and finish. The
price appeal need not be eliminated entirely, but

it must be subordinated to obtain results.

Excellent Examples of Quality Ads
The illustrations of several samples of the ad-

vertisements recently used by the Griffith Piano

Co., operating stores in Newark and other cities

in the States of New Jersey and Pennsylvania,

reproduced herewith, were selected because they

are about the finest type of quality advertising

that has come to our attention in a long time.

The advertising principles incorporated in these

ads may be utilized with equal efifectiveness by

other dealers, although the talking machine

dealer who has established his reputation on the

price basis cannot expect to secure any very

great results by inserting an advertisement of

this character in the local newspaper once or

twice a month and maintaining his regular pro-

gram of price advertising at the sarpe time. He
must first establish his reputation among the

class of people he is trying to reach and this

cannot be done overnight. A consistent adver-

tising program will do the trick, however, and
in the end the results will undoubtedly justify

the expense.

Harmony in Layout Important
In the illustration of the Griffith Piano Co.

advertising it will be noted that the several ads

reproduced are so well balanced that their very

harmony with illustration and border. For ex-

ample, in the advertisement of the Adam period

Sonora the daintiness of the instrument itself

is emphasized by the type as well as the text;

a bolder type face blends beautifully with the

illustration and border in the ad showing the

heavier Italian Renaissance model, etc. These
examples are sufficient to show how type may

Excellent Examples of Advertising

attractiveness almost compels a reading of the

text. There is absolute harmony between illus-

tration, text and border, and right here it may
be empliasized that too often in retail talking

machine advertising there is a tendency to_

crowd as much as possible in the space avail-

able, thus curtailing materially its effectiveness.

In the Griffith ads the keynote is beauty and
dignity, two things most likely to attract the

attention of discriminating potential customers.

The selection of type for the text of the ad-

vertising has an important bearing on the suc-

cess or failure of an ad. In the Griffith ad it

* will be noticed that the selection of type is in

With a Quality Appeal

be utilized to emphasize the message and add

to the effectiveness of advertising.

Reasons for Ad Failures

There are many members of the trade who
have become disgusted with advertising, simply

because they discovered that their copy did not

seem to stimulate business. If analysis of the

copy were resorted to in practically all in-

stances of advertising failure it would be found

that either the wrong medium had been used

or the copy had been faulty and, therefore, the

appeal lost its force or did not exist at all.

Eliminate these evils and the gambling element

is to a large extent removed from advertising.

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM
DETACHABLE

WONDERFUL
"ARTOIS

REPRODUCER

HANDLE PUT ON TO STAJf

STRONGLY
CONSTRUCTED

CASE

10 OR 12 INCH
RECORD TABLE"

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

NEEDLE WELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

SPEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E" PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable.

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.

/
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Get this coupon to

the Mail Box. Uncle
Sam will do the rest.

CATALOGUE COUPON
Please mail your 1924 catalogue.

If your Merchandise and Service will help
us, we'll give you a chance.

NAME

ADDRESS
(Please attach to your Stationery)

T. M. W.

Leadership a Reward

Not a Goal!

When an organization offers to im-

prove your Service Department, and
by doing so help build up your

business, it is only natural for you to

ask, w^hat sort of results have they

secured for others?

We would cheerfully furnish you with
the name and address of an account in

your vicinity that will be of significance

to you. It will prove that our Service

and Merchandise has helped others, for

we have achieved not only success, but
leadership, in doing this very thing.

It is our business to give you real prompt
Service on your requirements of repair

parts, Honest Quaker Main Springs and
other phonograph accessories of impor-
tance.

(If you are interested in this Service (remember
we do not sell phonographs or records) investigate our
ability. And fill in the attached coupon for our new
catalogue.)

Makers of-

Hon<2slQuaker Main Springs

£r A Complete Line of Talking Machine
Repair Materials

PHILAOELPHIA.USA.



14 THE TALKING MACHINE WORLD October 15, 1923

Increasing Profits by Reducing Overhead
Fixed Prices of Talking Machine Products Preclude Mark-up to

Increase Profits—Reduction in Overhead Expense the Solution

The question of determining accurately sell-

ing costs and the overhead generally of the re-

tail business is one that is being emphasized

constantly and is receiving increasing attention

from not only trade associations and other

groups of businessmen, but from Government
bureaus. The difficulty appears to be that, while

many dealers appreciate the importance of keep-

ing their expenses within the limits that will

permit of a fair margin of net profit, there are

few who are able to determine just what that

margin should be.

Why the Dealer Is in Favored Position

The talking machine dealer, as a rule, is in a

favored position in this matter for the reason

that he has a definite purchase price and a defi-

nite selling price, with an exact percentage of

mark-up between the two. His problem, there-

fore, is not to mark his goods to cover his over-

head and net profit, but rather to keep his over-

head and sales expense so far within the mark-

up limits as to allow for a suitable net profit

in the final analysis.

The question for the dealer to worry about is

not so much whether the discount from the

list price allowed by the manufacturer is 40, 40

and 10, or 50 per cent, as to how he can keep

his distributing expense, including all overhead
charges, within a figure that will allow him to

retain at least 10 per cent of the selling price,

and perhaps more, as his own.
operative Cost of Talking Machine Department
A careful survey of the overhead figures com-

piled by prominent concerns in the music trade

brings forth some mteresting figures regarding

the operations of the talking machine depart-

ment, the majority of the reports agreeing that

the gross overhead in a well-conducted estab-

lishment should average between 25 and 29 per

cent, leaving from 11 to 15 per cent net profit

for the dealer. This overhead, for instance,

includes selling expense—salaries and commis-
sions—which vary from 11 to 16 per cent and
average 13 per cent; delivery charges ranging
from lYz to 3 per cent; repair service averaging

about 1 per cent; advertising ranging from 1 to

5 per cent, with an average of 4 per cent; rent

ranging from 1 to 7 per cent, according to space

and location of department; depreciation of fix-

tures averaging 1 per cent, and in addition the

cost of financing instcilment papei and the cost

of carrying used ui.5truments taken in trade.

An Exact Definition of Protiis

The great difficulty with the average dealer

appears to be that he is thrown off the track

by the talk of gross profits—in other words, the

amount representing the difference between the

cost of the goods and the resale price, and

bases all his calculations on those gross profits.

Goods carrying a 50 per cent discount from list

would, theoretically, bring a 50 per cent gross

profit, figuring on the selling price; but, as a

matter of fact, the only profit that can be prop-

erly classified is the net profit—the amount left

alter all overhead has 'been deducted. If re-

tailers will refer to the difference between the

cost and selling price of the_ goods as the mark-

up, and lose sight of the term profits until the

final analysis, the figuring will become easier.

Holding Business Costs Within Limits

Although the talking machine dealer has the

advantage of fixed costs and fixed selling prices

in the figuring of his business accounts he is

handicapped in a considerable measure by that

very fact, for he must keep his business costs

within prescribed limits and must do' his ad-

justing by shaving here and there, rather than,

as in the case of other products, increasing his

mark-up to allow for the net profit margin. In

other words, if analysis shows that it is costing

the dealer 35 per cent of his selling price to

sell the goods, leaving him only 5 per ce!;t net

profit, he cannot increase that selling price to

create the necessary margin, for the list price

is generally recognized as the maximum price.

His only recourse lies in effecting economies in

his business along lines that are least calcu-

lated to have a deterrent effect.

The importance of providing sufficient net

profits through the medium of economics, in

businesses where an upward revision of resale

prices is not possible, has been realized by the

United States Government itself, which, through

the Department of Commerce, has called con-

ferences of business men to consider the ques-

tion of eliminating waste in the distribution of

various products. The president of the National

Association of iSIusic Merchants, with which a

large number of talking machine dealers are

affiliated, has likewise taken cognizance of the

importance of this work by appointing a com-

mittee of representative trade members to con-

sider and report on the same problem.

Economies Through Better Selling Plans

By putting economies into effect it is not

meant that savings should be made on equip-

ment, on stock or by hiring salespeople of low

caliber. The way out is more likely to be found

in rearranging the sales plan and the advertis-

ing plan, including the covering of the mailing

lists on a basis that will make for greater effi-

ciency and, consequently, greater results. In

short, the problem is not so much that of do-

ing the same volume of business at less expense,

but rather of determining ways and means for

handling a larger volume of business at the

same expense.

CASHES IN ON FACTORY WORKERS

Noon-hour Demonstrations of Talking Ma-
chines, Pianos, Etc., in Factory District Re-
sult in Sales for Utica, N. Y., Firm

Utica, N. Y., October 3.—Vitullo & Ulisse, mu-
sic dealers of this city, have been rriaking many
sales of talking machines, player-pianos, rec-

ords and music rolls through a series of noon-
hour demonstrations to workers in the local

factories. Several instruments and a quantity of

records and music rolls are loaded on a truck,

which, accompanied by a girl demonstrator, is

driven to the factories and a musical "show" is

staged as the employes pour out of the build-

ings. During the demonstration a salesman

from the store delivers a brief talk on the mer-

its of the various instruments and distributes

circulars and other advertising literature.^ How
profitable this idea is is indicated by the fact

that in a twenty-minute period as many as 105

talking machine records have been sold, as well

as music rolls. In addition these demonstra-
tions bring the dealer and the line he handles

to the attention of a large number of people

with all that this means in the ultimate increase

in patronage.

The Edison line of phonographs and records

has been added by Krug's Piano House, well-

know-n music dealer of Yonkers, N. Y.

THE SUPREME TONE AMPLIFIER
Adaptable to all ma-

chines. Incompara-

ble for dancing.
Doubles the volume,

yet improves the qual-

ity and detail. Invites

comparison with any
sound box on the market.

// you haven't heard the

You haven't heard your machine'

THE DUO-ART SHOP
324 West Main St.,

Havana, Illinois.

August 31, 1923.
Unique Reproduction Co.,

New York, N. Y.

Dear Sirs:—Wish to acknowledge receipt of Vo-
calion fitting together with Vocalion sound box.
However, this Add-A-Tone fitting was badly
smashed in shipment upon arrival. Kindly advise
if you had it covered by insurance as we believe
it will be impossible to sell it in its present
damaged condition. We have, however, tried it

out as it was not damaged to the extent that it

could not be used and we are certainly more than
pleased with it. You can hear things in recording
whicli it would be impossible to hear without the
attachment. Kindly advise if you have ever ex-
perimented with an attachment for the Brunswick
sound box. Should you have an attachment suit-

able for tliis machine, we would be pleased to re-

ceive same. Very truly yours,

THE DUO-ART SHOP,
SBM:EB By S. B. McFadden.

UNIQUE REPRODUCTION CO., Inc.
Cable Address, "Addalone" N. Y. 32 Union Square, New York
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All Kennedy receiving sets are regenerative—licensed under Armstrong U. S. Patent
No. 1,113,149.

R^dio Sots-
In Jhrnituro modols

An unusual opportunity for leading

music dealers in each community

MUSIC stores throughout the country are rapidly

adopting radio as an essential department in their

business and are finding it a profitable, depend-

able source of revenue. The Kennedy Furniture Types,

beautiful, self-contained units, are particularly suited to

the music trade.

These radio sets are artistically modeled in classic period

designs that will harmonize with the most refined en-

vironments and, in the better homes, will be accorded

the same welcome as the piano and phonograph. The
long-distance reception and high selectivity that have

made Kennedy sets famous are now combined with a

simplicity of operation that appeals to the average buyer.

To you, as a dealer, this means less sales effort, easy

demonstration, and thoroughly satisfied customers.

It is the Kennedy policy to establish an exclusive dealer

in each community—this assures the Kennedy dealer of

continuous protection plus a profit and prestige that are

highly desirable.

Model X— Beautiful hand-rubbed Mahogany cabinet with"

inlay of Satin Wood and Ebony. Retail price, com-
plete $285.00

Jacobean Console Model— Built of American Walnut
with artistically matched paneHng. Exemplifies late

Jacobean design. Retail price, complete $775.00

Spanish Desk Model— Cabinet finished either in Ma-
hogany or American \\'alnut. Interior lined com-
pletely with Golden Bird's-eye Maple. Retail price,

complete $825.00

Descriptive literature and dealers' discounts
sent on request. Write or wire for details

of the Kennedy exclusive dealer proposition.

THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

K E N N E D Y



16 THE TALKING MACHINE WORLD October 15, 192?,

>e NEW Columbia
Bed-plate and tone-arm attachment
in one unit, eliminating individual
adjustment of Automatic Start and
Non-Set Automatic Stop mechanism.

Oil tubes from central oil

cup automatically lubricate
five important bearings.

Lock nut for speed regulator.
Speed once set cannot be changed
unless turn-table is removed.

A marvel of mechanical perfection

THE New Columbia Motor,

shown above, is a marvel of

mechanical perfection.

It runs with absolute regularity

and accuracy. It is made of finest

steel. Its bearings are entirely of

bronze and brass. Its gears are

beveled and machined so that gear

meets gear without a whisper. Its

action is regular as the swinging

of a pendulum and quiet as the

ticking of a finely jeweled watch.

Lubrication, the life of every

motor, is provided regularly and

efficiently by a clever system of

tubed wicks leading from a

readily accessible, central oil-

well to the five main points of

wear.

Other valuable, exclusive features

are the brand new Automatic Start

and Non-Set Automatic Stop.

The motor leaps into action the

moment the tone-arm is moved over

to place the needle on the record.

The record stops revolving when

the music stops, no matter what the

make or length of the record. There

is absolutely nothing to adjust. In

ten thousand times, by actual test,

it has never failed to operate.

In practical convenience, sturdy

durability and sales-compelling effi-

ciency, the New Columbia Motor is

without a parallel in the his-

tory of the phonograph. It

<sj marks the arrival of another

new epoch.

COLUMBIA GRAPHOPHONE
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Stan supreme
in fidelity of tone and

performance
EVERY phonograph sold is finally

I selected because of its purity of

tone, its beauty of appearance, or its

refinement of performance.

And the New Columbia Phono-

graph stands supreme in all these

sales-making essentials.

To see the New Columbia is to

appreciate at once its rare beauty as

a piece of fine furniture. To hear it

is to experience a revelation in fidel-

ity of tone reproduction. To operate

the New Columbia is to marvel at the

completeness of its mechanical per-

fection.

Study carefully the detailed de-

scriptions of the New Columbia

Motor and the New Columbia Re-

producer, which you will find illus-

trated on these pages!

Beginning this month, we will pre-

sent the New Columbia to the public

in one of the most dominating and

compelling series of full-page news-

paper advertisements ever conceived.

Music lovers will be eager to hear

and eager to buy this New Columbia

—the most perfect phonograph ever

built. You will want to be the dealer

to cash in on this tremendous drive!

The New Columbia Reproducer has

eliminated those things that the crit-

ical ear didn't like in a phonograph.

It faithfully reproduces all ranges

of both vocal and instrumental tones.

It is absolutely true to interna-

tional pitch.

It gives a more refined, mellow and

resonant quality of tone.

Its patented, exclusively Columbia,

spring "shock absorbers" take up ex-

cessive vibration and banish blast.

COMPANY « « New York
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

SELECTING THEIR FAVORITES

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprint (firm name or trade mark) stamped on

covers if desired when orders are sufficiently large

to justify it.

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

ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Magaire, Representative THE PERFECT PLAN

PAUL BAERWALD WITH KIMBERLEY

Popular Sales Executive Now Sales Manager of

Kimberley Phonograph Co.—Associated With
Industry for Eight Years—Ideally Qualified

for This Important New Post

ucts, will assist David Isenberg, president of

the Kimberley Phonograph Co., in handling ex-

ecutive details. During the past few years the

Kimberley phonograph has won considerable

popularity throughout the East and with the

start of the new year the company inaugurated

Paul L. Baervi'ald, Eastern sales manager of

the General Phonograph Corp., New York, for

the past eight years, has been appointed sales

manager of the Kimberley Phonograph Co., of

Perth Amboy, N. J., and New York, N. Y.,

manufacturer of the Kimberley phonograph.

Mr. Baerwald, who is well known throughout

the talking machine trade from coast to coast,

assumed his new duties on October 1 and is

making his headquarters at the Kimberley New
York offices, 206 Broadway.

During his eight years' association with the

General Phonograph Corp., Mr. Baerwald ac-

quired an intimate knowledge of talking ma-

chine merchandising that will be placed at the

disposal of Kimberley representatives. In the

development of Heineman and Meisselbach

motor business he studied the technical details

of phonograph manufacture and therefore pos-

sesses a wide familiarity with all phases of

phonograph marketing and production. He has

a host of friends in the trade who will be glad

to learn that he has joined the Kimberley

forces.

In his new post, Mr. Baerwald, in addition to

acting as sales manager for the Kimberley prod-

Paul L. Baerwald

an intensive sales campaign that has resulted in

nation-wide distribution for its products. The
company maintains an up-to-date plant at Perth

Amboy, N. J., where these instruments are man-
ufactured in their entirety, and factory facilities

have been steadily increased in order to take

care of the demands of the trade. Mr. Baer-

wald is planning to spend the greater part of

n'ewwison'
COMrABISON tffiiTHjfHEfllLIVING ARTIST

REVEAI^^*DIE^ERENCE

THE EDISON PROPOSITION
is not a loading proposition.

INSTEAD,
it is a quick turn-over proposition. ; .

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

Popular Priced Models—From $100.00 up

Smooth Surface White Label Records

The Phonograph Corporation of Manhattan

Orange
Metropolitan Distributors

New Jersey

his time in visiting the dealers and jobbers in

the leading trade centers, so that he may co-

operate with the Kimberley clientele along prac-

tical lines.

PAUL ASH SIGNS WITH BRUNSWICK

Popular Pacific Coast Orchestra Leader Signs

Exclusive Brunswick Contract—Director of

Grenada Theatre Orchestra—Has Attained

Wide Popularity on Coast

The Brunswick-Balke-Collender Co. an-

nounced recentl)' that Paul Ash and His Fa-

mous Grenada Theatre Orchestra of San Fran-

cisco had been signed as exclusive Brunswick
artists and the first records are ready to be

released to the public. The Paul Ash Orches-

tra has been one of the features of the Grenada
Theatre for the past two years and has attained

wide popularity. The individual shading of tone

and the harmonious effect obtained by this or-

chestra have created a popular light classical

style on the Coast known as "Paul Ash Music."

The Brunswick-Balke-Collender Co., in an-

nouncing the Paul Ash records to its dealers,

Paul Ash

states that, while these recordings are played

in dance tempo, they will not be featured as

merely dance records, but, instead, a combina-

tion of dance and concert music. It is pointed

out that there are thousands of phonograph
owners who enjoy popular music, but are not

particularly anxious for this music to be played

in dance tempo, and the company feels that

Paul Ash music is filling this want. These rec-

ords were recorded during the special expedi-

tion to California of Sinkler Darby, chief re-

corder of the company, and his assistants. The
musical direction was under the personal super-

vision of Walter Henchen, Brunswick director

of popular music.

Frank Corley, of the Corley Co., Victor

wholesaler of Richmond, Va., -was a recent

visitor to New York City.



The Talking Machine World, New York, October 15, 1923

What One Talking Machine Dealer

Is Doing With De Forest Radiophones

IKE the rest of you, he was months ahead of dealers in other industries in see-

J ing the vast possibihties of radio. He knew that the Radiophone at its best

should be classed with musical instruments.

He saw how the Radiophone made use of the phonograph as a loud speaker.

He knew it must be easy to operate, easy to install, requiring no technical skill,

economical. He knew most of all it must pass on the music of the broadcast as a fine

violin translates into sound the unborn music of the master's mind.

He experimented with many makes to find the one which should meet these
exacting requirements.

And then he said "De Forest—and De Forest only."

It was not until he had selected the De Forest Radiophone as his exclusive radio
line that he learned its epoch-making method of sale.

He thought he would have to invest his capital in De Forest Radiophones. But
the De Forest Company said no. "Requisition what you can sell" they said. "As
you make your sales, send in the money to us, deducting your compensation. Our
agents do business on De Forest capital."

Is it any wonder that Talking Machine dealers all over the United States are
clamoring for De Forest agencies?

Over twelve hundred agents have already been appointed, and the territories

are going fast. They are exclusive territories. We can-
not have our agents overlapping and competing with
one another.

If you want the De Forest agency, write us at once.
We will send you by return mail the new book entitled,

"Building Your Radio Business With Our Capital." It

tells the whole story of the great De Forest consignment
plan.

Join the twelve hundred who say "no such instru-

ment has ever been offered to the American public

—

and no such plan has ever been evolved for the full pro-

tection of the agent."

Remember—territories will be exhausted in a few
weeks. Don't put it off, write or wire us today.

De Forest Radio Tel. & Tel. Go.
JERSEY CITY, N. J.

If located West of Pennsylvania address

De Forest Radio Tel. & Tel. Co.
Western Sales Division

5680—12th STREET, DETROIT

De Forest is the greatest

name in Radio. The De For-

est Reflex Radiophone is the

instrument which helongs

with your Une of high-class

musical instruments, with its

reception range on indoor
loop of from 1.500 to 3.000

miles. It is nationally adver-

tised— nationally preferred.

It is beautiful to look at—and
more beautiful to hear. Prove
it to yourself.
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Why have so many dealers speci-

fied "Pearsall" on their Red Seal

Exchange?

(All Pearsall orders were delivered by Sept. 21)

Pearsall Service, of course.

Ask any Pearsall dealer,

he'll tell you.

"Desire to serve, plus ability."

THOS. F. GREEN
President

10 EAST 39th ST NEW YORK Ciry
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Value of Window Displays to the Dealer
Many Stores Competing for Trade Through Window Supremacy

Compel Originahty in Exhibits of Dealers—An Effective Window

The value of window displays has been em-

phasized in the columns of The World many
times, but too much cannot be said of this im-

portant means of publicity. It has been demon-

strated time and time again that dealers with

uninteresting and sometimes even repellent

window displays are not the ones who are do-

ing the biggest business. However, it is really

surprising how few merchants take advantage

of their window space. It is safe to assume
that where this condition prevails merchants do
not realize that they are taking the most efifec-.

tive steps possible to curtail business.

Competition in Window Displays

It has been truly said that the window is the

eye of the store, and it is just as true that this

is the only means by which the passer-by can

judge the establishment. It is easy enough to

create an unfavorable impression, but it is much
harder to arrange a window that will stand out

so that the goods displayed will have their mer-
its impressed upon potential customers. It must
be remembered that in every business section

there are many stores and each one is trying

to attract the attention of the public througli

window displays. Now the point is that with all

this competition the talking machine dealer, in

order to stand a chance, must create a window
which will not only attract the attention of the

public, but which will be talked about and, even

more important, will be remembered.

A Window That Boosted Sales

Occasionally we run across a display which is

so good that we cannot let the opportunity pass

of reproducing it for the benefit of the entire

trade. One of the best displays which has come
to our attention in a long while was that in the

window of the Rudolph Wurlitzer Co., Forty-

second street, New York City, last week. The
entire window display consisted of Victor con-

soles, with the exception of one upright talk-

ing machine and several portable models and a

few records cleverly arranged as an automobile.

A large placard in the center of the window
bore the following text:

"The Victors on Parade. Introducing Victor

Console, Sr., and Family. This happy family

have every reason to be proud. They are won-

derfully constructed and high-toned. Their busi-

ness is hiring out as domestic pleasure makers.

You will find one of them in most every home.

"We are headquarters for this fine family.

Let us show a pleasure maker. Convenient

terms.—Wurlitzer."

It will be noticed in the illustration that each

model was equipped with a cut-out of a head and

resulted in five sales and several live prospects.

Throughout the period of the display many peo-

ple stopped to look it over and the probabilities

are that more sales will eventually be realized

from the prospects secured. Another feature

of this particular display is that the central idea

can be used in a series of displays. In fact, it

is the intention of Mr. Edlund, soon, to arrange

another display in which the Victor family will

The Unusually Clever Window Display

arms. Also on each model was a placard an-

nouncing the "family" name of that particular

instrument, consisting of Victor Console, Sr.,

Mrs. Victor Console, Miss Victoria Console, Vic

Console and Little Victor, Jr., and the upright

machine as a traffic cop.

According to Norman K. Edlund, manager of

the talking machine department of the Rudolph
Wurlitzer Co., this display during the first week

We Serve New York!

TheRecordar <l<i»'«)(

A LL along the line, preparations for a busy season are
being made. Fall business is rapidly getting under way.

A short time will see it hitting its full stride. Don't be
caught short. Prepare for that inevitable increase in the
demand for

Records
The Records of Quality

As always, we are ready to serve you quickly and efficiently

no matter what your demands for these fast-selling records
may be. We are able to do this because we carry at all

times a thoroughly complete stock of OKeh Records that
is never allowed to deplete.

GENERAL PHONOGRAPH CORPORATION
New York Diitrtbuting Division

15 West 18th Street New York City

Distributors

for

OUTING
and

ODEONETTE
Portable

Machines

Arranged by the Rudolph Wurlitzer Co.

be shown at home. The scene of this exTiibit

will be a living room of a home with the Vic-

tor family enjoying the music of a Victrola.

This window display proved in a concrete

manner that it possessed the power to attract

the attention of passers-by, arouse interest in

the goods exhibited and induce action, the three

things upon which hinges the success of any

window. In the case of the Wurlitzer Co., for-

tunately, the window is large and there is ample

room for an extensive display without danger

of crowding, which is one of the most common
faults of the average window.

The Evil of Crowding

Reiteration of the fact that crowding nulli-

fies any possible favorable effect of a window
display will do no harm. Although this has

been stated and restated in various ways many
dealers still seem to think that a window is a

kind of stockroom and they put as much of their

merchandise in the window as it will hold. Win-
dows in which are exhibited several machines,

a number of records, sheet music and a con-

glomerate mass of musical merchandise are not

uncommon. There apparently is no attempt to

deliver a message through the display which

will bring interested prospects into the store.

A display of this character is confusing to the

onlooker and, although passers-by may stop to

look at it, there is nothing to hold attention or

set forth the merits of the products handled.

Merchants pay rent in proportion to the value

of their location and this is measured, to a large

extent, by the number of people who daily pass

the store and, one might truthfully add, to the

number of people who have an opportunity of

seeing the window displays. That is why, all

other things being equal, a dealer who care-

fully arranges his window displays on a street

which is not quite so crowded with shoppers

will often succeed when a competitor in a more
popular thoroughfare who is careless about the

"eye of the store" will lose out.
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Here is the FAMOUS X-T AUDAK UNIT
Which Has Become So Popular Not Only With Dealers, But

—

What Is Even More Important— With Record Purchasers

Read what retailers say about

this modern system for dem-
onstrating records without

the use of booths

We find that the use of AUDAKS
in record sales increases re-
ceipts 30% to 50%.

Our record sales have in-
creased considerably since the
installation of AUDAKS.

The AUDAK is certainly a great
aid and stimulant to record sales
and we wish you the continued
success your product truly
deserves.

Eliminating as it does the
excessive cost of retailing re-
cords, the AUDAK is bound to
have the serious attention of
every progressive dealer.

I have seen the AUDAK record
demonstrator in successful use
in the New Brunswick Hall,
Toronto, and am now more than'
interested

.

We have received the outfits
recently shipped us and are very
much pleased with them.

The AUDAKS have been in work
here for some time, very much to
the gratification of all con-
cerned .

We are now using one of your
machines and are interested in
buying five or six more.

STYLE X T AUDAK
As shown in illustration - - - -

STYLE X AUDAK
Equipment for Counter Installation -

STYLE VI AUDAK
Equipment for Victrola VI - - -

$69.00

$39.00

$39.00

THIS UNIT SUPPLIED COMPLETE AS SHOWN, READY FOR
USE ON REMOVAL FROM CRATE

HERE ARE A FEW AUDAK USERS
Wanamaker's, New York and Philadelphia

Saul Birns, New York

J. L. Brandeis & Sons, Omaha
Gimbel Brothers, New York and Philadelphia

Jordon Marsh & Co., Boston, Mass.

Bamberger's, Newark, N. J.

Kaufman's, Pittsburgh, Penna.

May & Co., Cleveland, Ohio.

Forbes & Wallace. Springfield, Mass.

find

Frederick Loeser & Co., Brooklyn, N. Y.

Bloomingdale Bros., New York City

Lit Brothers, Philadelphia.

The Fair, Chicago, 111.

Rothschild & Co., Chicago

The Boston Store, Milwaukee, A\"is.

R. H. Macy & Co., New York City.

Levin's Victrola Shop, New York City

Abraham & Straus, Brooklyn. N. Y.

many others

AUDAK IS recognized as the greatest modern step forward
toward the reduction of the cost of selling records and bringing
the increased profit to the Dealer which, today, he must have.

Distributors in All Principal Cities-

Edison Jobbers—Andaks also tnade for Edison Records. ]Vrite for details.

A CORNER IN STORE SHOWING SEVERAL
X-T AUDAK UNITS

AUDAK CO. • 565 Fifth Avenue, N. Y. City



22 THE TALKING MACHINE WORLD October 15, 1923

Originality Pays in Foreign Record Sales
How a New York Retailer Does a Big Business in Foreign Records

by Concentrating on One Language — Linguist Salesmen Help

Sales opportunities in the foreign record field

are practically unlimited; in fact, the surface in

this branch of the talking machine record busi-

ness has scarcely been scratched. This is in-

dicated from time to time by the exploits of

live dealers who are resorting to original meth-

ods of building up foreign record trade with

gratifying success.

A very large proportion of the population of

this country consists of people of foreign birth.

Each month, year after year, many thousands

of people come from foreign shores to make
their permanent homes in cities, towns and

farms throughout the .entire country, and it is

safe to say that only an infinitesimal number of

these people are acquainted with the talking ma-
chine or the fact that the songs and music of

their homelands in the original language can be

obtained on records. Therefore, the talking ma-

chine dealer has at his disposal a most profit-

able asset to stimulate sales, for a large percent-

age of these people are always anxious to keep

in touch with the music and songs of their

homelands.

Foreign Record Orders Through Mails

One of the most successful stunts in building

up a demand for foreign records which have

come to our attention is the building up of a

mail-order business in French records which

was instituted some time ago by Edmund V.

Bragdon, treasurer of the Ideal Music Co., Vic-

tor dealer. New York City. Mr. Bragdon in-

serted an eye-attracting advertisement in a

French newspaper of national circulation, an-

nouncing that an extensive line of records in

the French language could be secured through

the Ideal Music Co. This announcement, read

by French people from coast to coast, aroused

their interest afresh and this was evident from

the number of inquiries received. In response

10 these inquiries the Ideal Music Co. sent out

the following form letter, written in French,

which explained the system used:

giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiniiii^

1 "It is -with pleasure that we are sending you g
i herewith the new catalog of French records that the

|
1 Victor Co. has just published. All French records |
1 released up until the first of January are included |
s therein. 1

I "We have all these records in stock and we will
|

1 take pleasure in sending you parcel post, C. O. D., g

I those which you may choose. We pay the po.-^tage |
H on all orders in excess of $5. 1
B "Awaiting the pleasure of hearing from you, we j
= are ^
g "Very truly yours." |

F,iiii:iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiimiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii iniiiimiiiiiiiiii

An important feature of this campaign is the

fact that all correspondence is carried on in the

French language, thus insuring the message be-

ing properly interpreted at the other end. The

campaign has already resulted in the sale of

thousands of records, with a fair sprinkling of

orders for as many as twenty and thirty records.

Great care is exercised in packing records for

shipment and prompt attention is given the de-

mands of customers. This service has resulted

in mutual satisfaction, demonstrated in a con-

crete manner through continuous repeat orders.

As has been stated, these French records are

shipped to customers all over the country, from

Maine to California, and even to the West In-

dies, proving that the man or house that goes

after business can get it.

Linguist Salesmen Get Results

Another stunt that has been instrumental in

stimulating sales of foreign records consists of

having salesmen who speak foreign languages

serve customers of foreign birth, especially

those who speak English poorly. Widener's,

Inc., which operates a branch store in Newark,

N. J., has found this method popular and profit-

able for the store. One of the salesmen of this

store speaks several Latin languages and the

credit manager also speaks the languages of

northern European countries. As an illustration

of how the thing works out Widener's recently

had a prospect come into the store, whom L. A.

Dexter discovered was a Spaniard. The sales-

man-linguist also happens to be Spanish by
birth and Mr. Dexter immediately turned this

prospect over to this salesman. As soon as the

Spanish prospect realized that he was speaking

with a countryman his face lighted up and his

satisfaction was apparent. To make a long

story short an expensive instrument and. a num-
ber of records were sold on the spot and the

customer was so enthusiastic over this service

that he voluntarily declared that he would tell

all his friends about the store where they could

be served by one of their own countrymen. The
result cannot be doubted!

Opportunities Awaiting Development

The foregoing examples are only a few of the

J. K. LOVETT JAILS SWINDLER

Man Operating in Ohio and Regarding Whom
the Trade Was Warned Captured in Am-
bridge, Pa., by Observant Dealer

John K. Lovett, talking machine dealer of

Ambridge, Pa., and an old-time subscriber of

The World, writes us as follows:

"Gentlemen: I have the crook you men-
tioned in enclosed article in Beaver County Jail,

Beaver, Pa., charged with fraudulent conversion.

When I discovered his trick I immediately

phoned neighboring dealers and, as a result, had

him in jail in twenty-four hours after I em-
ployed him."

The article Mr. Lovett referred to was that

published on page 54 of the September World,
in which Secretary Hyre, of the Music Mer-
chants' Association of Northern Ohio, warned
the music merchants against a man who was
swindling dealers by entering- their employ, sell-

ing machines on commission and turning in

checks at closing time, on which he secured

real profit-making opportunities existing in the

foreign record field, which now covers every

language; but they are sufficient to prove that

the live dealer can make this an important

branch of his business if he cares to do so, and

thus also aid his sales of talking machines and

supplies. The foreign element of our population

is for the most part thrifty and it must be re-

membered that the salaries paid all classes of

skilled and unskilled workers are higher than at

any time in the historj- of industry, hence this

class of people can well afford to invest in a

talking machine and records. Another thing

which should not be lost sight of is the great

number of educated, cultured people who come
to this country from abroad. Then, too, every

American-born person who possesses a knowl-

edge of a foreign tongue and a love for music

is a legitimate prospect for foreign "records.

Yes, the opportunity is there and foresighted

dealers should seriously plan to cash in on it.

cash and then disappearing. Needless to say,

the checks were no good. Mr. Hyre described

this man in detail in The World story and we
are pleased, thanks to the efforts of Messrs.

Hyre and Lovett and the publicity in The
World, that the rascal has been captured and
will receive his just deserts.

S. L. SCHOTT, INC., STORE CHANGES

Mt. Vernon, N. Y., October 2.—S. L. Schott.

Inc., well-known Victor dealer of this city, with

an attractive store at 64J/2 South Fourth street,

has made a number of important changes to the

interior of the store which add greatly to its

appearance and to efficiency in handling cus-

tomers. The record racks, which were for-

merly located in the rear, have been moved for-

ward and a musical instrument department has

been installed in the front of the store. Addi-

tional booths for record demonstrations have

been added. The work was done hy the Zim-

merman-Bitter Construction Co., which special-

izes in interior store and fixture installation.

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment

Personal Appearance of

Eight Popular Favorites on
One Big Program

A live attraction for live dealers and jobbers

Bookings now for season 1923-1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager
1674 Broadway New York Cit^i

Popular Ensembles including

Campbell & Barr - Sterling Trio - Peerless-Qaarlet
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The CAnP=FONE

Camp-Fone weighs only 15 pounds. Measures 14x

111/2x6, closed. Retails at $25; Middle West, $27.50;

Far West, $30.00. Quick sales and liberal profits for

live dealers.

Sells All Year Round

FOR THE HOME
The Camp-Fone has superseded

the old-fashioned "table model"

phonograph as a machine for the

home.
'> <^

Your prospective customer rea-

sons "Why should I buy a table

model, when I can get a Camp-
Fone that looks just as well;

plays just as well—in fact has all

the features of a table model, and

in addition can be carried as a

portable if I ever want to do so?"

CAMP-FONE is the choice of

thousands of students who want

a small high-class machine for the

dormitory room or fraternity

house.
•• A.V V V

CAMP-FONE is an ideal holi-

day gift.

The Camp-Fone is a quick easy sale at $25 because it looks like a lot more money.

Handsome mahogany finish, hardwood case, trimmed in nickel, comfortable leather

handle, 10 inch turn table, heavy-duty noiseless motor, triple weight governor, speed ad-

juster, needle cup with safety cover, sturdy 1 0 inch piano hinge with strong top holder catch.

Equipped with album holding 6 records. The first high-class small portable ever produced.

HEALTH BUILDERS, Inc.
DEPARTMENT W 10

334 FIFTH AVENUE NEW YORK, N. Y.
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UNIT OPERATIONS NOT INTERRUPTED

Kern Dodge Appointed Receiver for Unit Con-

struction Co.— No Insolvency, as Assets

Greatly Exceed Liabilities—Business, Now
Active, Continues Under Receiver's Direction

Philadelphia, Pa., October 2.—Receivership

proceedings were instituted by and for the Unit

Construction Co., of this city, on September 13,

in the United States District Court. The com-

pany's assets are stated to be very greatly in

excess of liabilities and there is no insolvency.

Operation of the company will continue under

the receiver's direction, with the management
unchanged, and service to the talking machine

trade will be maintained on the same efficient

basis as heretofore.

Kern Dodge, of Philadelphia, who has been

appointed receiver, is an engineer of national

reputation and has a very successful record in

the handling of receiverships such as the above.

There has been no interruption in the Unit

Co.'s operations and the demand for Unico

equipment is reported as very active at this

FOR ALL
MOTORSMAIN SPRINGS

Best Quality - Qaick Service - Low Prices

Each spring packed in a

separate, numbered box. Each
spring made of best crucible

steel, tested and carefully in

spected before leaving our

factory.

Send us your order to-day.

Price Price Pricp
each each earh

in in
For Victor Motor lots lots

No. MSW I—1 inch wide, .022x13 feet long, ofSOofinii
pear shaped hole at both ends. 50c 48c 45c

No. MSW 2—11,4 inch wide. .022x17 feet long.
liear shaped hole at hoth ends.. 75c 72c 70c

No. SIKWIO—New Style. 1 inch x .022x13 feet

Inn?, cj-imp end on inside 50c 47c 45c
Nn. i\ISW20—New Style. 1% inch x .022x17

feet long, crimp end on inside.. 75c 72c 70c

For Columbia Motor
No. MSW21—25/32 inch wide. .025x10 feet

Ion?, pear sliaped hole 45c 43c 40c
No. :M.SW22—2f)/32 inch wide. .02.'txH feet

long, pear shaped hole 45c 43c 40c
No. JISW 3—1 inch wide. .02SxlO fppt long,

pear shaped hole 50c 48c 45c

For Heineman Motor
No. H1SW21—25/32 inch vnde. .025x10 feet

long, pear shaped hole 45c 43c 40c
No. MSW 6—1 inch wide. .025x12 feet long,

pear shaped liole 50c 48c 45c
No. MSW23—1 3/10 inch vride. .026x19 feet

long, pear shaped hole 80c 77c 75c

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

Nu. MSW S—1 inch wide. .020x13 feet long.
oblong hole 55c 53c 50c

No. MSW 9—1 inch wide, .02GxlG feet long.
oblong hole 65c 63c 60c

No. M.SWIO—1 inch wide, .026x18 feet long,
oblong hole 75c 73c 70c

No. :mSW25—1 inch wide. .027x10 feet long.
oblong and pear shaped hole... 45c 43c 40c

We pnncli both an oblong and pear shaped hole on the
end of llu'se springs, so that tliey may be used for anv
type of motor.

Other Standard Makes
No. MSW17—% inch wide. .025x10 feet long,

pear shaped hole 40c 38c 35c
No. MSWIS

—

Ys inch wide. .025x10 feet long.
pear shaped hole 45c 43c 40c

Tliese price's nrc F. O. B. Chiragn. Send enough to cover
postage if wanted by parcel post or we will ship by express.
Combinaticn orders may be made to obtain quantity price.

COLE & DUNAS MUSIC CO.
430 S. Wabash Ave. Chicago, III.

Headquarters for Everything in IMusical IVIerchandise.
Write for our new bargain bulletin: 1000 different items at

special prices.

time. In addition to the usual number of talk-

ing machine and phonograph departments in

process of installation in various sections of the

country Unico equipment is now being widely

adopted for radio merchandising. The Unit Co.

also has in hand some large orders for radio

cabinets, in which field the company has been

specializing for the past year. Among the promi-

nent radio manufacturers using the Unico cabi-

nets for their products are included the Radio

Corp. of America, General Electric Co., West-
inghouse Electric & Mfg. Co., DeForrest Co.,

Cardwell Co., A. C. Gilbert Co., Timmons
Talker Co., National Radio Corp., Atwater-Kent

and manv others.

A LETTER THAT BROUGHT CUSTOMERS

RECORD BROADCASTING INTERESTS

J. N. Pitts, of Connecticut Agricultural College,

Pays Tribute to the Aid of a Brunswick

Phonograph in Its Broadcasting Plans

J. N. Pitts, dean of the mechanical engineer-

ing department of the Connecticut Agricultural

College at Storrs, writes the Brunswick-Balke-

Collender Co., of New York, that a powerful

radio broadcasting station, ranking with the

best in that locality, has recently been installed

and remarks:

"As part of our equipment we have purchased

a Brunswick phonograph to be used for the

broadcasting of records. Results of our tests

have been very satisfactory in a radius including

Maine, Canada, Ohio and Maryland. A number
of those replying are complimenting us on the

talent of our 'artists' and 'quartets,' when, in

reality, it has all been taken from records and

delivered by the Brunswick phonograph. We
believe that the Brunswick is the machine for

radio broadcasting."

STEINERS OCCUPY NEW QUARTERS

Dayton, O., October 7.—Charles E. Steiner, for-

merly with Niehaus & Dohse, has joined his

brother, Frank N. Steiner, as partner in a new,

up-to-date store at 120 East Fifth street, to

which they have removed. The latter has been

in the talking machine business for the past

twenty-six years, his store being formerly

known as the People's Music Co. The Steiner

brothers, who are carrying a complete stock

of Edison and Victor machines, are well and

favorably known in this city.

Excellent Returns From Personal Letter Sent

Out by Burgess-Nash Co., Omaha, Neb., Show
Value of Reaching Public Through the Mail

Omaha, Neb., October 4.—Ten new customers

a day were brought to the Burgess-Nash Dry
Goods Co. store's phonograph department re-

cently by a letter written by H. L. Obert, man-
ager. The letter was sent to a large list of

prospects and it had immediate results.

Talking machine dealers are to-day up against

the fact that owners tire quickly of the jazz rec-

ords which are sold. This fact has resulted, un-

fortunately often, in a decrease of interest in

the greatest developer of musical taste and ap-

preciation in America.

In the opinion of Mr. Obert, the way out

is the sale of records of better music, classical

and opera selections, and so his letter was
drafted with the idea of bringing this about. He
sought to interest owners of talking machines
in higher type music.

The letter which produced such surprising

results follows:
"This is a personal letter from the writer to you. Its

purpose is to convey a message and extend a personal

invitation.

"Each month, as you know, a list of records is issued,

which comprises the really beautiful music, sung and

played by the world's greatest artists.

"Statistics, however, show that less than 10 per cent of

those who purchase phonograph records ever hear more
than six records, of which five are dance numbers or

popular songs.

"This means that approximately 90 per cent of the people

never hear the world's most wonderful music. And this

leads to the purpose of this letter, mentioned in the first

I)aragraph.

"We who comprise the personnel of this department of

the Burgess-Nash store—Miss Ferrin, Mr. Capron and the

writer—extend to you a personal invitation to visit us and

hear that portion of the list of new records each month

which represents really worth-while music.

"Do not come as a customer, but rather as an acquaint-

ance. Ask for any one of us, mention that you received

this letter, introduce yourself and feel as you do when

visiting at the home of a friend.

"Above all, feel absolutely free from any obligation to

buy. We want you to hear this wonderful music every

month.

"We have the most beautiful phonograph shop in Omaha.

The booths are spacious, cool and equipped for your com-

fort and enjoyment. You are away from the hustle and

bustle of the street—away from the noise, heat and con-

gestion associated with the average phonograph shop.

"May we not anticipate your acceptance of this invita-

tion, and look forward to adding your name to the list of

those who now enjoy this treat regularly?"

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer
The Standard Case for Talking

Machines and Radio Sets

Let us figure on your requirements
MADE BY

PLYWOOD CORPORATION, Goldsboro, N. C.

Mill* in Va., N. C and S. C
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Radiola IV.
complete with all

batteries, four
tubes, (one spare),

head telephones,

and silk- covered

wires. $275.

\ejinest music rooms

Radiola IV
EMEMBER the days—not so long ago—when the fun of

"listening in" meant a confusion of coils, tubes, batteries?

Of things with long names and intricate uses? A jumble fit

only for the attic

!

But now ! A most attractive and dignified cabinet of rich mahogany
finish stands on a console in the music room. Joy for all the family!

Its mechanism infinitely better in performance—worked out in the

great RCA laboratories. Operated by the turn of a knob. Keenly

sensitive. All its batteries liidden away. And its loudspeaker built

in—notable for acoustical correctness and purity of tone. Famed,

too, for long-distance receiving, with the headphones plugged in.

Radiola IV. means radio for the most exacting. For the music lover

who wants real music. For the fan who wants big distance. And the

home lover who wants both in a piece of furniture that will strike a

pleasing note in the finest room.

Radio Corporation of America
Sales Dept. Suite 3007: 233 Broadway, New York

District Sales Offices

:

10 So. LaSalle Street, Chicago, 111. 433 California Street, San Francisco, CaL

Radiola
REG. U. S. PAT. OFF,

Dealers
Write to-day for

the RCA catalog,

fidl description of
the Radiola IV.,

and the RCA
selling plan for
dealers.

This symbol of quality
is your protectioru

T T



26 THE TALKING MACHINE WORLD October 15, 1923

Interesting Analysis of Status of Radio
Evolution of Radio Compared With Early Talking Machine Days
by Walter L. Eckhardt, President of the General Radio Corporation

Shoes, hats, etc., are merchandised and sold

through many exclusive shops specializing on
one item or the other, although a survey will

conclusively prove that a greater volume of

business in any such items is being done
through apparel shops wherein such merchan-
dise is a part of the necessary personal equip-

ment. Shoes and hats are a totally different

line of merchandise. Shoe shops do not neces-

sarily handle hats any more than hat shops

handle shoes, but they are relative and are sold

through the same firms to a large extent, al-

though it required years before such procedure

was established by enterprising merchants.

Radio as a Musical Product

,

While exclusive shops of one kind or ai}pther

are much in evidence to-day, as a rule, they. are

rapidly adding lines that are relative or akin to

the general plan—so will it be in the radio busi-

ness. Although radio broadcasting has been an
established fact for the past twenty-odd years

it was only after the great World War that the

public became acquainted with its great possi-

bilities as a means of entertainment and instruc-

tion. While the general broadcasting of weatlicr

reports, market reports, important subjects, top-

ics of the day and musical programs awakened
the public interest, it was not until the past

several years that the improvement in broad-

casting apparatus and receiving apparatus influ-

enced the public at large to appreciate radio as

a household necessity and, in reality, as a mu-
sical instrument of unusual charm and enter-

tainment. Therefore, with this an established

fact, it is only proper that radio receiving sets

should be classed as musical merchandise and
sold through establishments fully organized and
experienced in merchandising musical instru-

ments.

Several years ago, when a very limited num-
ber understood the merits of radio, it was more
of a fancy to be tolerated, just as we looked
upon the motion picture when it was usually

served at the end of a vaudeville show, accom-
panied by the prompt departure of the audience,

because it had not yet been fully developed.

But to-day people are known to remain through

two or more shows of the same picture, and
those who judge radio reception by what they

heard several years ago will to-day form a to-

tally different impression and be compelled to

promptly realize that a good radio receiving

set "in the home" is sure to play a very im-

portant part in our future lives.

Trade Should Be Proud of New Member
The piano, phonograph, violin, harp, music

box, etc., can justly be proud of its new mem-
ber, "radio," which, in reality, is all in one, plus

so many additional advantages that are needless

to relate, while it does not directly compete
with any. I mean by this that it will not take

the place of some other musical instrument, but,

rather, that it occupies a unique position en-

tirely its own, properly located in the musical

instrument field, and fortunately so, because, in

the writer's opinion, no other line of trade is

quite so well qualified to undertake the job.

It was a long time before the piano and music

trade realized the important part to be played

in their businesses that was to come through

the medium of the phonograph. And in the ear-

ly days of the phonograph many of the principal

music houses of the country hesitated to handle

this instrument, feeling that it would detract

from their piano sales.

Back in the late 90's and the early days from
1900 to 1905 many of to-day's largest phono-

graph merchandisers were only lukewarm to the

possibilities of the phonograph. These same
houses have followed somewhat their early im-

pressions in this respect with reference to the

radio receiving set, but on all sides we are

learning, from day to day, of new additions to

the radio business in the talking machine and

music trades. These firms are adequately

equipped, firstly, with suitable showrooms, dem-

onstration booths, sales organizations and serv-

ice departments to properly install and service

the merchandise after installation. They arc

trained and make it their business to follow up

each and every individual sale for a definite

period, to insure the perfection of satisfaction

on the part of the purchaser. This is rather

better business than it is an absolute necessity

and greatly increased sales are justly attributed

to this service.

Radio in the Phonograph Field

Prior to 1900 it was quite the exception when
a talking machine was sold on instalments, paid
for on time payments, just as it is to-day in the
radio business, but by 1904 it was generally ac-

cepted by all leading merchants that the sale of

phonographs would be substantially increased
by offering the same on time payments, or club
plan, and this is bound to follow at a very early

date in the radio business, although it is being
done at the present time to a modest extent by
a number of enterprising merchants. The musi-
cal instrument trades are well equipped and
trained to handle this class of business, al-

though it is needless to state that, inasmuch as
the phonograph business was not exclusively

confined to the phonograph and the music trade,

but was merchandised frequently through the

sporting goods shop, the hardware shop, gas
and electrical companies, jewelers and the like,

radio will also be handled by a miscellaneous
line of trades, but in the course of a very short
time I am of the opinion that we will see the

bulk of the radio trade—that is, with reference

especially to the completed sets—handled
througl> the phonograph and the music trades.

ISSUES FOLLOW UP PROSPECT CARDS

Musical Instrument Sales Co.'s New Dealer
Help Enables Merchants to Keep Accurate
Record of Prospects and Customers

The advertising department of the Musical In-

strument Sales Co., New York, Victor whole-
saler, has just issued six card forms which can
be used to advantage by Victor retailers in fol-

lowing up prospects. This plan comprehensively
covers the dealers' Victrola and record pros-

pects and regular customers and, if closely fol-

lowed, enables the retailer to have at his dis-

posal a careful analysis of sales possibilities at

all times.

The cards in this valuable series are desig-

nated as follows: "Victrola Prospect Follow-
up," "Record Customer Follow-up," "General
Data Card," "Mailing List Revision Slip," "Sup-
plement Request Post Card," "Now in Stock
Notification Card." The company has prepared
printing plates for these card forms and the

dealer is offered a choice of either the printed

forms or the plates.

SPEED UP TO MEET ALBUM DEMAND

Max Willinger, president of the New York
.Mbum & Card Co., New York and Chicago,

reports that Fall orders are coming through in

substantial quantities. He fears that there may
be a stock shortage before the season is over,

although both factories of the company are

w orking to full capacity. The delivery envelope

produced b\- the company is also selling well.

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

y For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-

likes to unpack anything he buys. By using
padded delivery covers you protect and deliver

a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to sHp a cover over an
instrument at the store and off at point of deliv-

ery and the impression left with your customer is

pleasant. MADERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufacturers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.
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^1rnersoriJ\R^ords
Fifty Cents Retail

The Emerson record is

the only popular-priced

record which

—

is sold on a policy which protects

the dealer from UNDESIR-
ABLE COiMPETITION.

is being sold universally at

FIFTY CENTS retail.

is recorded in most part by EX-
CLUSIVE Emerson artists.

is the first out with all the REAL
HITS.

has a large Italian, Jewish, Polish,

Russian and German catalog.

is sold in full accord with the best

ethics and standards of the phono-

graph industry.
BENNY DAVIS, EXCLUSR E EMERSON ARTIST
America's Foremost Vaudeville Comedian and Song Writer

\\'riter of "DEAREST," "STELLA," "MARGIE," "LOST. A WONDERFUL GIRL"
and numerous other hits.

BENNY BAVIS' LATEST RECORDS
10662—NO, NO, NORA

S\\TET HENRY
10630—MY SWrEETIE WENT AWAY

STELLA

Clip the attached coupon, fill out and mail to us. We will send you a dealer's application and very inter-

esting information as to the policy under which the Emerson Record is now sold, together with a catalog

of our latest American and Foreign records.

Emerson Phonograph Company, Inc.
105-111 West 20th Street

New York Citv

Please mail me at once full information as to your x\gency proposition on the Emerson Records at Fiftv Cents Retail,
together with the details of the policy under which this record is sold.

FIRM STREET

CITY STATE



28 THE TALKING MACHINE WORLD October 15, 1923

The New Columbia is Superior!
True in tone!

The New Columbia Reproducer is uniquely satisfying in its trueness to every
musical tone.

It gives the soprano as a true soprano, and not as a contralto. It gives the
tenor as a true tenor, not as a baritone. It presents the violin as a violin,

not as a 'cello. Through it every instrument in the orchestra is heard—and
every note of every instrument.

COLUMBIA GRAPHOPHONE CO.
New York

National Music Week to Be Held May 4 to 10 ^- thomas jn^ew quarters

Postponed From April 27 to May 3 in Order to Avoid Conflict With Boys' Week—Three-fourths

of Local National Music Week Committees Approve of Choice of Date

Popular Marshfield, Ore., Music Merchant
Opens Handsome and Spacious Establishment

The National Music Week Committee, of

which Otto H. Kahn, financier and patron of

music, is chairman and C. M. Tremaine, direc-

tor of the National Bureau for the Advancement
of Music, is secretary, has announced the selec-

tion of the first Sunday in May as the opening

date of the annual observance of National Music

Week. In 1924 this fixes the celebration of the

event during the week of May 4 to 10.

The original date set for next year's observ-

ance was the week of April 27 to May 3, but,

as this was the period already chosen for Boys'

Week, the music interests decided to postpone

their celebration in order to give the youngsters

full svifay. At the same time it was decided that

the opening day of National Music Week should

be fixed and popularized, so that a close con-

nection between the date and the event would
be established in the mind of the public. In-

quiry to this end was made of local Music Week
committees in all parts of the country and three-

fourths of those heard from approved the selec-

tion of the first Sunday in May.
Members of Committee

In addition to the chairman and secretary the

heads of thirty-one prominent organizations in

all walks of life are members of the National

Music Week Committee, including Joseph N.

Weber, president, American Federation of

Musicians; Kenyon L. Butterfield, president,

American Country Life Association; O. E.

Bradfute, president, American Farm Bureau
Federation; Samuel Gompers, president, Amer-
ican Federation of Labor; Frank L. Sealy,

warden, American Guild of Organists; George
Maxwell, president, American Society of Com-
posers, Authors and Publishers; Colin A.

Livingstone, president. Boy Scouts of America;
Julius H. Barnes, president. Chamber of Com-
merce of the United States; Joseph Lee, presi-

dent. Community Service, Inc.; Mrs. Herbert
Hoover, president. Girl Scouts, Inc.; Richard W.
Lawrence, president. Music Industries Chamber
of Commerce; Charles N. Boyd, president, Mu-
sic Teachers' National Association; J. E. Ed-
gerton, president. National Association of Man-
ufacturers; Robert N. Watkin, president, Na-

tional Association of Music Merchants; T. Ter-

tius Noble, president, National Association of

Organists, and others.

Thirty-four State Governors
Governors of thirty-four States and Hawaii

already have accepted membership on the Hon-
orary Committee of State Governors. These
are: William W. Brandon, Alabama; Thomas
C. McRae, Arkansas; W. A. Sweet, Colorado;

W. D. Denney, Delaware; Clifford Walker,

Georgia; Wallace R. Farrington, Hawaii; C. C.

Moore, Idaho; Len Small, Illinois; Warren T.

McCray, Indiana; Jonathan M. Davis, Kansas;

Edwin P. Morrow, Kentucky; J. M. Parker,

Louisiana; Albert C. Ritchie, Maryland; Chan-
ning H. Cox, Massachusetts; Alexander J.

Groesbeck, Michigan; J. A. O. Preus, Minne-
sota; Lee M. Russell, Mississippi; Arthur M.
Hyde, Missouri; Joseph M. Dixon, Montana;
Charles W. Bryan, Nebraska; J. G. Scrugham,
Nevada; Fred H. Brown, New Hampshire;
George S. Silzer, New Jersey; Alfred E. Smith,

New York; R. A. Nestos, North Dakota; J. C.

Walton, Oklahoma; Walter M. Pierce, Oregon;
William S. Flynn, Rhode Island; Thomas G.

McLeod, South Carolina; W. H. McMaster,
South Dakota; Charles R. Mabey, Utah; E. Lee
Trinkle, Virginia; Ephraim F. Morgan, West
Virginia; John J. Blaine, Wisconsin; William
B. Ross, Wyoming.
The first Music Week on a city-wide scope

was held in New York City in February, 1920.

Since then the movement has spread rapidly,

until, according to the records of the National

Bureau for the Advancement of Music, celebra-

tions have been held in 150 cities to date. It is

expected that all of these and many more as

well will participate in the first National Music
Week next May. The offices of the National

Music Week Committee are located at 105 West
Fortieth street. New York City.

L. L. Murphy, assisted by Mrs. S. M. Rouse,

recently opened an attractive talking machine
department in the store of Taft & Pennoyer,

Oakland, Cal. The Cheney line is handled and

a sales drive is under way.

SUPERIOR QUALITY COUNTS
"SPECIALTY BRAND" PRODUCTS

ARE IN DEMAND BY EVERYONE
MAIN SPRINGS—REPAIR PARTS—MOTORS

Write for our descriptive catalogue and price list

which will be of great interest and value to you
(Something New)

THE SPECIALTY PHONOGRAPH AND ACCESSORIES COMPANY
210-212 East 113th Street New York, N. Y.

Marshfield, Ore., October 1.—The L. L. Thomas
Music Co., of this city, is now located in attrac-

tive new quarters at 162 South Second street.

The illustration shows the large and attractively

arranged talking machine department of the

Interior of New Thomas Store

new establishment, where a complete line of

Victor and Brunswick machines and records is

handled. Mr. Thomas has been 'in the music

business in this city for eleven years and he

is one of the most successful as well as one

of the best-known music merchants here.

GERALD GRIFFIN SCORES ABROAD

His Play and His Songs, Widely Known
Through Okeh Records, Win Favor in England

Gerald Griffin, Irish tenor and exclusive Okeh
artist, is scoring a great measure of success in

his own play, "His Heart's Desire," in which

he is now appearing in various parts of Eng-
land. The English press has spoken very highly

of this singer, as well as of his play, in which he

is starring. Mr. Griffin introduced into the ac-

tion of the story eight songs which he has com-
posed, and most of which were recorded for

Okeh records before he sailed for England in

the early Summer.

ORION CORP. OPENS IN SCRANTON

ScRANTON, Pa., October 3.—The Orion Corp. has

engaged a factory at Poplar street and Wyom-
ing avenue for the manufacture of portable talk-

ing machines. The officers of the firm are L. S.

Greenman, president; J. H. Brandamore, secre-

tary and treasurer; J. F. O'Brien, factory man-
ager, and F. C. Cawtra, sales manager.

CREATES HEALTH RECORD DEMAND

Sioux City, Ia., October 2.—The Davidson Bros.

Co., Victor dealer of this city, is creating a de-

mand for Victor Health records by having two
representatives of the concern demonstrate the

exercises at various clubs. The plan also has

been productive of much valuable publicity.
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Collecting Overdue Accounts Efficiently
Mails Inexpensive and Effectual—Expense of Collecting and Re-

taining the Good Will of Customers Are Important Considerations

In collecting overdue accounts in any busi-

ness there are several factors to be considered

if the money is to be brought in without work-

ing to the disadvantage of the business itself.

In the first place, it is desirable as far as pos-

sible to avoid offending the customer wherever

possible, and in the second place it is a matter

of wisdom to keep collection costs at a mini-

mum figure.

In keeping the good will of customers, par-

ticularly those who allow payments to lapse

through carelessness rather than intention, it

is necessary that the dealer or his collection

manager have a proper understanding of the

class of people with which he is doing busi-

ness, for methods that will work out success-

fully with one class will have little or no effect

on another.

Retaining Customer's Good Will

There are, of course, some collection depart-

ments which appear to work under the impres-

sion that when a customer allows an account

to lapse that customer ceases to be a friend

of the house and should be proceeded against

accordingly. As a matter of fact, every effort

should be made to retain the good will of the

buyer, not necessarily because he himself is

likely to prove a future asset to the business,

but because he may have friends considering the

purchase of a talking machine and a good word
from him will have a desirable effect.

It has been proved possible for a competent

collection man to mix firmness and courtesy

in his work to a degree that will permit of his

getting the money and still retaining the re-

spect of the customer, for firmness properly ex-

ercised is likely to win respect from the ma-
jority of individuals.

There is a certain type of wage-earner, for

instance, who exists, so to speak, from week
to week and, while he is in a position to meet
his current financial obligations, is likely to

do so only if he has been impressed with the

importance of making the weekly or monthly
payment on a specific date. In such a case it is

necessary- for the collection man not only to

send a reminder of the date upon which the

payment is due, but to adopt energetic measures

immediately if the obligation is not met.

There are other types of buyers better fixed

financially who, through carelessness, neglect to

meet some of their current obligations and re-

quire a jacking up that may be less energetic

but nevertheless persistent. Customers of this

type prove costly to the dealer who hesitates

about offending them, for it often happens that

unless the collection department operates

promptly, though courteously, the account will

be allowed to drag until the amount involved

is considerable. In this case it is not so much
the question of getting the money before it is

lost, but of getting it so that it may be used

in the business rather than lie dormant in the

customer's bank.

First Consideration Expense
In every collection plan the first considera-

tion is that of expense and this is naturally

sound business practice. If the proper collec-

tion system is put into effect and carried out

wisely it is possible to confine the expense to

the cost of stationery and stamps and the actual

labor of preparing and sending out the letters,

for the right kind of letters are likely to be

more effective than the services of a personal

collector resorted to at a later date.

There are some concerns which have met with

considerable success in using a series of four

or five form letters, copies of which are sent to

all delinquent customers. But where the char-

acter of the trade varies it is often found a mat-
ter of wisdom to send different letters to dif-

ferent classes and, with this in mind, several

music houses have in their files as many as

twenty-five different forms of collection letters

from which selections can be made to meet each
special case.

It is the experience of many managers of

music stores that it is not good business to

start the collection series by informing the cus-

tomer he has neglected to meet his payments
and a check is required immediately. If the

customer happens to be of the wage-earner type
a printed form, rather legal in aspect, will have
a good effect. One concern, for instance, sends
out a printed notice of an instalment due five

days before the date of payment. If the pay-
ment is passed another printed form is sent,

reading as follows: "Second Notice. We would
appreciate your kindness in sending payment,
which became due on May 10," or whatever the
date happens to be. In the event that there
is still no response a third printed notice, with
plenty of red ink and reading: "This is to re-

mind you. Your account is slightly in arrears.

Possibly this matter has been overlooked. Your
prompt remittance will be appreciated." Then
comes the series of collection letters which be-
come increasingly severe in tone as the pay-
ment is delayed, until repossession is threatened.

Handling the Series

The notices and form letters are handled by
a girl clerk, the accounts being entered on a
card system and followed up systematically
through the medium of "ticklers." Where the
record shows that the customer has been
prompt in making payments in the past the

clerk is instructed to make a telephone call at

least before resorting to a more drastic letter,

for it sometimes happens that the customer has

met with temporary difficulties of which he hesi-

tates to write, but which are likely to be ad-

justed so he can continue his payments regu-

larly.

It has been found that a letter that suggests

politely to the customer that he has simply

overlooked sending a check is likely to prove
more productive of results from customers of

the better type than a note intimating that the

payment is past due and immediate attention to

it is demanded.

A well-known talking machine dealer who
keeps his overdue payments down to a very
low point insists that a form letter does not
serve the purpose so well as a special letter

written to fit each case. He agrees that the
latter method requires more time and attention,

but at the same time maintains that the per-

centage of results is higher.

The personal letter, of course, has the advan-
tage of impressing the customer with the fact

that his particular account is being watched
and that the exact details of it are familiar to

the collection manager. This has an advantage
over the form letter, for the intelligent customer
frequently acccepts the latter for what it is and
figures out that he is only one of many who
have received similar letters. It sometimes hap-
pens in the case of form letters that after three
or four of the series have been ignored a per-
sonal letter referring to the customer's own
credit standing and the exact status of his ac-

count will jolt him into action and bring the
money.

It is the consensus of opinion in practically
every line of business that the mails should be
used as the first move in any collection system,
for Uncle Sam, given the proper tools, has done
and can do some mighty fine collection work at

a surprisingly low cost. Then, too, the dealer
or his collection manager can see every letter

that goes out and judge what effect it may have
on the customer.

GOTHAM BUSINESS CHANGES HANDS

The talking machine business conducted at

133 Canal street. New York City, by Schmukler-
Singef; Inc., has been taken over by the Ben
Cohen Phonograph Co., Inc., 83 Bowery, New
York, who will continue to operate the store at

that address. This concern has been successful
in building up a large demand for foreign rec-

ords. Victor, Sonora and Columbia machines
are handled.

For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

NATURELLE is the original Reproducer
of its kind—a chemically prepared wooden
diaphragm—with complete sound box and
horn attachment. Buy NATURELLE and
you get the natural voice of the singer and
instrument, very distinct and musical, with-

out the metallic sound which the mica
diaphragm gives out. All infringements

will be prosecuted. Beware of imitations.
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BAGSHAW NEEDLES
MANUFACTURED BY

W. H.BAGSHAW GO.
Factory, Lowell, Mass.

AT 31st STREET 370 SEVENTH AVENUE NEW YORK suite 1214

Pacific Coast Distributor

:

Walter S. Grav Co.

1054 Mission St.

San Francisco,. Cal.

Canadian Distributor

:

The Musical Mdse. Sales Co.

79 Wellington St., W.
Toronto

Western Distributor:

The Cole & Dunas Music Co,

430 So. Wabash Ave.

Chicago

Foreign Export:
Ch\pman. Ltd.

a-10 Bridge St.

New York City
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^swepredictGd!
It is getting more and more

difficult to Fill Orders

If the rush continues for BRILLIANTONE NEEDLES for the

Fall and Holiday Season, we shall be swamped. We are doing

our utmost to meet all demands, having made provision for an
enormous supply. At present our deliveries are comparatively

prompt, but the outlook for late buyers is very uncertain. We
cannot guarantee present prices, nor can we guarantee complete

deliveries at any prices. Again we caution all dealers to send us

their complete Fall and Holiday rfequirements, and we shall do
everything humanly possible to fill these orders complete and at

present prices.

\ BRILLIANTONE J
^ STEEL NEEDLE COMPANY of AMERICA, incorporated J

\ Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass.

370 SEVENTH AVENUE, at 31st St., Suite 1214. NEW YORK
Pacific Coast D'lMtribuldr:

Walter S. Gray Co.
1054 Mission St.

San Francisoo, Cal.

Canadian Dittributor:
The Musical Mdse. Sales Co.^o^9 Wellington St., W.

Toronto

Western Dittrfbulor:
The Cole & Dunas Music Co,

430 So. Wabash Ave.
Chicago

Foreign Exports-
Chlpman, Ltd.

''

8-10 Bridge St.^
New York City
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A Unique Idea in Retailing Spanish Records
Daniel CasteUanos. in the Shipping Center of New York, Carries a Stock of 75,000 Recordings in

the Spanish Language to Meet the Demand From Spaniards in All Parts of the Country

Down at the southernmost end of Manhattan
Island, within sight of the water teeming with

incoming and outgoing vessels from and to all

parts of the world, is probably the most unique

talking machine business in existence. It is the

business of Daniel CasteUanos, on the second

floor of an old and rickety building at 4 South
street. From the window of this shop one

looks down upon a busy scene of unloading

vessels, stevedores rushing about and swarms
of foreigners, mostly sailors, and those connect-

ed with shipping. Although the store is only

twentj'-five feet by seventy-five feet, a record

stock of 75,000 discs is carried, and the strangest

part of all is that these records are all in the

Spanish language. There are Spanish records

made by the Columbia Co. and manj' imported

ones. There are records in pure Castillian and
manv other varieties of the various dialects in

use throughout the Latin-American countries.

Mr. CasteUanos' trade covers the entire coun-

try and is carried on by mail. He gets his

business through advertising in Spanish news-

papers and his annual trade is very close to

$25,000, which means the sale of over 30,000

records. This is all the more remarkable when
one considers that these records go only to

Spaniards. According to Mr. CasteUanos, a pe-

culiar phase of the handling of Spanish rec-

ords is that there are so many dialects in use

and there is a certain amount of clannishness

among people from various countries which pre-

cludes the sale of any but the songs in use in

their former home territories.

"For example," he declared, "in Spain alone

there are approximately forty-eight provinces

and in each of these there are certain folk songs

and dances peculiar to that particular territory.

%e PHONOGRAPHS RIGHTARM
is the PHILLIPS TONE ARM
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145 cWest 45^ Street CABLE ADDRfSS.

PHONOPAR.TB New York City

IMICO INDIA RUBY

MICA
DIAPHRAGMS

ALL SIZES-IMMEDIATE DELIVERY
Samples and quotations on request

INTERNATIONAL MICA CO.

Baring 535 PHILADELPHIA Fiu..^'

The people of one province do not purchase

music of folk songs and dances popular in an-

other province and, in view of this, it can be

seen that handling Spanish records has some
problems not met with in any other branch of

the record business." However, dealers in cities

and towns where there are Spanish communi-
ties can certainly make capital by going out

after some of this business. These people are

easy of approach and will prove good cus-

tomers once their confidence is secured.

Although Mr. CasteUanos does not make a

regular practice of selling talking machines he

does sell quite a few of them. Very often

sailors come into his shop and purchase instru-

ments, for the most part portables. He extends

no credit, all transactions being on a strictly

cash basis, greatly simplifying his bookkeeping
and eliminating entirely the possibility of loss

through dishonest or indigent creditors.

BUY RIGHTS TO ELLIS REPRODUCER

Arthur Brand & Co., Cincinnati, to Manufacture
and Distribute That Reproducer in Future

—

Handle Large Line of Talking Machine Parts

Cincinnati, O., October 2.—Arthur Brand &
Co., the distributors of and dealers in talking

machine supplies and repair parts, with head-

quarters at 1602 Race street, this city, have re-

cently purchased the patent rights to the Ellis

reproducer from the Fern-O-Grand Co., of Mil-

waukee, and in future will act as sole manufac-

turers and distributors of that product, which

has made many friends in the trade.

Arthur Brand is head of the company, which
carries a complete line of motors, tone arms,

repair parts and needles, etc., and is distributor

for the Spencerian portable machine. Associ-

ated with him is his son, Arthur, and Paul

Maysvom, the latter being in charge of the re-

pair department of the company. He is an ex-

pert repairman and was formerly in charge of

the repair department of the Cincinnati branch

of the Columbia Co.

OLD NEWS IN NEW DRESS

The daily papers, both in text and illustrated

departments, have devoted considerable space to

the discovery of Harold Bell Wright, the novel-

ist, that the prickly spines of the "bisnage" cac-

tus possess great musical possibilities as a

means of plaj'ing records. Mr. Wright claims

to have discovered this type of cactus while in

the desert country gathering material for a

novel.

With all due respect to the daily papers and

Mr. Wright the cactus needle is not by any

means a new discovery. It was introduced and

known to the trade many, many years ago

and was found very effective in producing a soft

tone. Inasmuch as the same effect was possible

with fiber and certain types of steel or tungs-

tone needles the demand fell off.

APPRAISERS' REPORT APPROVED

The report of the assets of the Griswold,

Richmond & Glock Co., prominent Meriden,

Conn., music house, recently filed by R. G.

Church and C. N. Flagg, appraisers, has been

accepted by the court. The assets of the con-

cern are valued at $356,596.90, according to the

appraisers' statement.



October 15, 1923 THE TALKING MACHINE WORLD 33

Announcing the New Pathe Models

Model 27
Sheraton

In strength and simplicity this Sheraton Model is exactly typical of
the period in which it is designed. It is furnished in mahogany and
walnut; universal tone arm; Pathe perfect tone control; Pathe repro-
ducer; nickel fittings; new oval horn; double spring motor or noise-
less electric motor; automatic stop; size 35 inches high; 32 inches
wide; 19 inches deep.

PRICE, with spring motor $ 95.00

with electric motor $110.00

Model 15

Every detail is perfectly carried
out in this luxurious model No.
15. It is furnished in mahog-
any, walnut and oak ; all exposed
parts nickel-plated; universal tone
arm ; Pathe perfect, tone control

;

Pathe reproducer; new oval horn;
double spring motor or noiseless
electric motor ; automatic stop

;

size 44 inches high ; 20 inches
wide; 21 inches deep.

PRICE
With spring motor $100.00

With electric motor $115.00

This handsome model is furnished in mahogany, walnut and oak;
exposed metal trimmings in antique silver finish; universal tone arm;
Pathe perfect tone control; Pathe reproducer; nickel fittings; new
oval horn; double spring motor or noiseless electric motor; auto-
matic stop; size 35K- inches high; 35 inches wide; 201^2 inches deep.

PRICE, with spring motor $110.00
with electric motor $125.00

THE NEW

PATHE—A name famous the w^orld over is indeed dig-
nified by this really wonderful new and complete line of

Phonographs. Every model priced right, artistic in de-
sign, beautifully finished and, of course, equipped with
new and exclusive PATHE features.

All the new models are equipped with the New PATHE
automatic stop.

All the new models (except the Portable) have the new
oval PATHE horn.

Model 36
Queen Anne

The Queen Anne Model illustrated above is furnished in mahogany
and walnut; exposed metal trimmings in antique silver finish; uni-
versal Lone arm ; Pathe perfect tone control ; Pathe reproducer ; nickel
fittings; new oval horn or noiseless electric motor; automatic stop;
size 35''i inches high; 35 inches wide; 2OY2 inches deep.

PRICE, with spring motor $125.00
with electric motor $140.00

Model 40
Italian Renaissance

This Italian Renaissance jModel is furnished in mahogany, walnut and
oak; universal tone arm; Pathe perfect tone control; Pathe repro-
ducer; nickel fittings; new oval horn; extra large double spring motor
or noiseless electric motor ; automatic stop ; size ZtYi inches high ; 41

inches wide; 21 J S inches deep.

PRICE, with spring motor. .$185.00; 40 A—Gold Equipment. . .$195.00

with electric motor. .$200.00; 40 A—Gold Equipment. . .$210.00

Pathe the World Over

Pathe Phonograph and Radio Corporation—20 Grand Ave., Brooklp, N. Y.
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Widening Sales Opportunities of Portables
Gift-Giving Is a Thoroughly Established Practice and Dealers

Can Cash in on Sentiment by Pushing Portables Throughout Year

Reports of talking machine dealers from va-

rious parts of the country indicate that a great

change has taken place in the trade attitude to-

ward the portable talking machine. The feeling

that the portable is exclusively a Summer prod-

uct, something to be taken to camp, mountains,

beach or on outings, has been replaced vi^ith

the growing conviction that these small, inex-

pensive instruments can be sold in large vol-

ume throughout the year if a vigorous and

thorough sales promotion campaign is resorted

to. There is a large sales outlet for these small

instruments, one which the live retailer will

have little difficulty in breaking into if he pur-

sues the proper methods.

The Portable as a Gift

As an all-year-round product peculiarly ap-

propriate as a gift, birthday, Christmas, anni-

versary, etc., the portable talking machine is in

a class by itself, as a certain retailer in a small

city a few miles from Gotham has discovered.

This dealer has secured information from his

prospects which it is safe to say few merchants

possess. In short, he has made particular ef-

forts to secure the birthday dates of the vari-

ous members in the families of his customers

and prospects and, in addition, he has a special

list of those customers and prospects who have

children in preparatory schools and colleges.

His plan is simple, but the results in sales have

proved the possibilities of the portable as an

all-year-round seller. Shortly before the birth-

day of any member of a family which is listed

as a customer or a prospect he sends a letter

to some other member of the family, pointing

out the appropriateness of a portable talking

machine as a gift. His letter describes the satis-

faction and enjoyment which the particular in-

strument he handles will give to the recipient.

The number of sales on the books of this con-

cern from this plan alone has resulted in a

handsome profit.

Christmas Gifts to Students

Especially satisfactory have been the sales of

portable instruments as Christmas gifts to stu-

dents in prep schools and colleges. It is not a

difficult matter to convince parents whose chil-

dren are away to school that a small talking

machine will add greatly to the happiness of a

son or daughter away from home during the

entire year and is, therefore, about the most
suitable gift obtainable. In this case, also, let-

ters are sent to prospects and, consequently, the

pre-Christmas sales of portables have been ex-

cellent.

The opportunities for sales of portables as

gifts to students may be realized when the fact

is taken into consideration that each year thou-

sands of new students enter all of the schools.

The places of those who have completed their

courses are immediately filled by hordes of

young men and women from every city, town
and hamlet in the country, and it is safe to say

that on the customer list of every live dealer

there are many sales opportunities of this na-

ture in the portable field.

Sales Where Price Is Paramount
There is still another all-year-round sales op-

portunity for portables which the dealer can

take advantage of with comparatively little trou-

ble. All over the country there are people who
would gladly purchase talking machines if they

had the price. The dealer hesitates to make a

drive on the more expensive instruments di-

rected toward this class because he feels thai,

while these people are honest, their financial

circumstances are so unfavorable that the risk

involved in granting credit is too great. Be-

cause of this the average merchant ignores these

people as possible prospects, forgetting the

golden opportunity which exists for the exploi-

tation of portable instruments. Now, it is a

fact that, while these poor people cannot afford

to purchase an upright or console talking ma-
chine without straining their purses beyond all

reason to make the initial payment and those

that follow, in many cases they can an'd will

purchase an inexpensive portable instrument.

The down payment is less and the weekly or

monthly instalments are also less. Where often

there would not be money enough to meet the

payments if a more expensive instrument were
purchased, to say nothing of bu^'ing records, if a

portable has been purchased the instalments can

be met promptly without any great hardship

and the dealer also has the advantage of having
made another record customer. Also the port-

able buyer of to-day may be in the market for a

larger instrument later.

RECEIVER FOR L. A. SCHWARZ, INC.

W. L. Bryant has been appointed receiver

for Louis A. Schwarz, Inc., talking machine and

accessories dealer, at 1350 Broadway, New
York. Liabilities of the concern are $6,000 and
assets are estimated at $1,000.

Organization and concentration are two of

the most vital forces in the success of the re-

tailer as well as the manufacturer or jobber.

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS
Positively Create Richness and Fullness of Tone Combined with Perfect Reproduction.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Qeveland, 0.
Establithed in 1914

Manufacturers of High-Grade Tone Arms and Reproducers
W. J. MoNAMARA, Pruident Cable Addrex "Emphono"
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VINCENT LOPEZ
Exclusive OKeh Artist

expresses an opinion—

WlLl.lAM HaMII.K^N. OKN. M OII. JaMKS F. GlLI.ESPIB, PRR«»« RJBP. If

Vincent Lopez I

Orchestras
IIOTKI- I»KNNSYLVANIA NEW YORK

Sept. 13, 1923

Mr. Otto Heineman,
% General Phonograph. Co.,
25 W. 45th St.,
New York City

My Deer Mr, Heineman:

May I advise you that within the past
several months I have received numerous cornmuni catlong
from 0-keh dealers throu^out the country complimenting 1

me on my various releases and informing me that 0-keh
records ^ere in great demand?

While I deeply appreciate their interest
1 and courtesy in the mstter, I really believe that the

manufacture of the records are Just as important as
the orchestral recordings and in replying to my well
wishers I did not hesitate to state tliat fact. Therefore,
8 compliment to me is also a compliment to the efficient
staff of the 0-keh laboratories and I assure you it is
a pleasure to share the honors. •

With every good -fish, I am

S>«cprely yours.

Illllllll

—concernmg Illlllllllllll

Thvivccord or 4u«tity ^^^^^^^^^^

QKfIL Records
The Records of Quality

llllllllllllllllllllllllllllllllllll

General

Phonograph Corporation
OTTO HEINEMAN, Pre.ident

25 West 45th St. New York

:
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EDISON SALE SHOWS NEW OUTLET

Expensive Edison Placed in Reception Room
of Physician by R. T. Dennis & Co., Inc.,

Suggests Undeveloped Field for Sales

W.ACO, Tex., October 3.—The illustration repro-

duced herewith shows the reception room of

a prominent local physician, J. R. Maxfield, and

a Century model Edison phonograph, costing

$500, which was sold by S. B, Wallace, of the

phonograph department of R. T. Dennis & Co.,

Inc., one of the largest concerns in -this city. The
sale of this instrument for use in a public re-

ception room is especially significant because

so few are equipped in this manner, and there

Edison in Dr. Maxfield's Office

is a thought here which other dealers may put

to good use in their efforts to find new outlets

for the sale of machines. J\Ir. Wallace is fur-

ther capitalizing on their sale by bringing pro-

spective customers to Dr. Maxfield's reception

room, where they can view this beautiful in-

strument in its effective setting.

WHITESIDE OPENS IN REDLANDS

Redlands, Cal., October 4.—A branch store

of the Whiteside Music Co., of San Bernardino,

was opened here recently at Orange street and

Central avenue. E. H. Whiteside, proprietor of

the company, has secured the agency for the

Knabe piano and the Victor line. A stock room
has been arranged for 35,000 records and six

demonstration booths have been built in. Sheet

music will also be carried. The Redlands store

will be in charge of E. H. Roy, who has been

associated with Mr. Whiteside in San Bernar-

dino for the past five years.

TOKYO EDISON AGENT IN QUAKE

Mitsukoshi, Ltd., Edison agents and one of the

largest department stores in Tokyo, Japan, was
destroyed in the recent earthquake, according to

advices received by Walter Stevens, vice-presi-

dent of Thomas A. Edison, Inc., who is in

charge of the Edison export interests. The dis-

aster left the large, modern structure of the firm

a mass of ruins.

"TALKING" LIBRARY IN GERMANY

A "talking" library has been established in

Germany and efforts are being made to collect

the actual sounds of all languages and dialects

of the earth and to record and reproduce them
with the aid of a special type of talking machine.
Specimens of the languages of 217 nationalities

already have been recorded for study.

IT PAYS TO KNOW YOUR BUSINESS

Pertinent Queries Prepared by the Chamber of

Commerce of the United States Are Well
Worth Checking—Leads to Better Business

Pertinent queries about your business are con-

tained in a quiz sheet prepared by the Chamber
of Commerce of the United States. Look over

the following questions. Check yourself up on

these points and see how nearly 100 per cent

you measure:

1. Do you keep a "purchase account" that

shows total of all goods bought?

2. Do you know what you save annually by

discounting bills?

'oods3. Do you know what it costs to buy

4. Do you know what you owe?
5. How often do you take stock?

6. Do you figure stock at cos.t or selling price?

7. Do you make allowances for depreciation

and dead stock?

8. Do you make depreciation allowances of

fixture and delivery equipment?

9. Do you know what is due you?
10. Can you furnish your bank a financial

statement at once?

11. Are collections made as rapidly as ac-

counts increase?

12. Do you know what it is costing you for

allowances for customers?

13. How often do you make up a "Profit and
Loss Account"?

14. Into how many separate accounts are your

expenses divided?

15. Do you own the building in which you do

business ?

16. Do you charge rent therefor?

YlJ Do you charge your own salary as an ex-

pense r

18. Do
vested?

19. Do
to sales?

20. If a fire took place could you from your

books give a complete statement of all ac-

counts?

you charge interest on money in-

you know the percentage of expense

DEVICE TO PREVENT BROKEN SPRINGS

Dutch Inventor Credited With Device to Pre-

vent Overwinding of Springs

Washington, D. C, October 5,—Tlie elimination

of broken spring troubles in phonographs is

promised by an invention just perfected in the

Netherlands which prevents overwinding and

consequent breaking of springs, details of which

have just been reported to -Washington by a

Government official abroad. The invention is

in the nature of a winding key adjustable to va-

rious tensions, so that it will "free wheel" when
the proper tension is reached. It is claimed that

the device entirely prevents overwinding of

clock, phonograph and other springs of a simi-

lar character.

A DENVER INCORPORATION

Denver, Colo., October 4.—The Glidden Marsh
Music Co. was recently chartered with a capital

stock of $25,000 and will have its principal office

in Denver. The incorporators are E. M. Glid-

den, Maude Glidden and W. F. Marsh.

QKe^ Records
STRAND and OUTING PHONOGRAPHS

Brilliantone.True Tone, Tonofone and Gilt-Edge NEEDLES
DELIVERY BAGS AND ACCESSORIES
Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION
Wholesale Distributors

210 Franklin Street . . BUFFALO, N. Y.

Entertainment - Fun
Laughter - Merriment

Mirth-Prodacing Vaudeville Characters

fiance capti valinKly to the music ol the phonograph,
in a stage setting which suggests the realism of the
tlieatre.

(Patents pending)

SHUFFLING SAMBO
is a star minstrel and dances with the skill of a
professional. He is happy to the tune of any lively

record and is a tireless performer.

Put a lively record on the phonograph, select one
of the dancing performers and place it according to
the directions given, then stand the stage in front
of the turntable, start the phonograph and the
show is on.

HAWAIIAX
DANCEK

puts action

into her na-

tive music
and trips
lightly
through a
performance
which holds
the eye in

rapt atten-

tion.

TRAMP
COMEDIAN

i s comical
and dances
in a droll

way to what-
ever music
is furnished
for him to

"cut up" by.

SCOTCH
I,.ASSIE

is the most
nimble girl

in kilts and
is keenly
alive to
dance ex-

uberantly at

the first note

of a rollick-

ing record.

There are no fastenings or attachments of any
kind to mar or deface the finest instrument.

Retail price, complete outfit, $3<50

A supply of original order-getting circiilars, im-
printed with tlie Dealer's name, goes with every
shipment of one dozen or more of the outfits.

Holiday season almost here.

Write for particulars NOW.

COMMERCIAL ART SHOP
Dept. "W" Covington, Ky.
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TOPPING THE WORLD
The AEOLIAN-VOCALIGN MESSAGE

a- -s

A Quality Period

Phonograph
Queen Anne Console Model

Style 1646

It's an Aeolian-Vocalion, which means it is

musically superior and assures you a cabinet

high grade and artistic.

NEW YORK is conceded to be the

"Hub of the Commercial World"

and Aeolian Hall is the center of this

Hub.

From Aeolian Hall spokes in the merchandise

wheel reach out to the big centers of trans-

portation, shopping, residences and entertain-

ment.

Atop of Aeolian Hall two big electric signs

flash the name AEOLIAN-VOCALION to the

wealthy Fifth Avenue motorists and pedes-

trians. The millions of out-of-town people

crossing 42nd Street read this radiant adver-

tisement. The duplicate sign on the west side

of Aeolian Hall broadcasts in lighted letters

the name "Aeolian-Vocalion" to the pleasure-

loving markets of Broadway and Sixth

Avenue.

Could Aeohan-Vocalion dealers have a more
prominent way of making millions of pros-

pects familiar with the name AEOLIAN-
VOCALION, which means the Utmost in

. Phonograph Perfection.

At the Low Price of

The Aeolian Company
AEOLIAN HALL NEW YORK

Oil >-(>-«H»(>'«H»(>-flii»(>4^»(>'«»(>-M»-<)'«B»(>-«H»'(>-«B»'<>-«a»^(>-«H»'()'^W-(>-«HW'»4
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VOCALION
RED RECORDS

CO

PAUL KOCHANSKI
A sensational violin artist

who records exclusively for

OCALION
RED RECORDS

THE AEOLIAN COMPANY, always seeking for

artists who have not only great musical prestige

but who have the qualities essential to a perfect phono-
graph record, has added this young Polish violinist to

its impressive list.

Paul Kochanski is more than a violin

virtuoso. He is a supreme musician, a

dynamic artist. At 18 he was awarded the

first prize at the Brussels Conservatory

and later succeeded the great Auer at the

Petersburg Conservatory.

When Kochanski records for Vocalion Red

Records he will use his wonderful Stradi-

varius violin, the instrument formerly

owned by the world's greatest violinist,

Ole Bull.

The following numbers have been recorded by Paul Kochanski—
La Gitana (Fritz Kreisler) coupled with Hungarian Dance

No. 1 (Brahms-Joachim) 60010 10 $1.50

La Carnaval Russe (Wieniawski) coupled with Malaguena
(Sarasate) 70005 12 $2.00

Vocalion Red Records Play on All Phonographs

The Aeolian Company
AEOLIAN HALL NEW YORK

" Distributors
of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO.',

37 E. 18th St., New York City.

WOODSIDE VOCALION CO.,

154 High St., Portland, Me.

A. C. ERISMAN CO.,
174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,
217 Stanwix St., Pittsburgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

O. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,

D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Yocalions and

Vocalion Records,
529 S. Wabash Ave., Chicago, 111.

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,
Memphis, Tenn.

GUEST PIANO CO.,
Burlington, la.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
Distributor of Vocalion and Vo-

calion Red Records
826 Nicollet Ave., MinneapoUs,
Minn.

STREVELL-PATERSON HARD-
WARE CO.,

Salt Lake City, Utah

MOORE-BIRD CO.,
1751 California St., Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

MUNSON-RAYNER CORP.,
86 Third St., San Francisco, Cal.
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Eas - y Me! - o - Ay, it haunbmc, Al -va^sorttny mind;

COMMENTS ON CONDITIONS IN CUBA

Jos. M. Lacalle, of Columbia Graphophone Co..

Returns From Recording Expedition to

Island Republic and Brings Back Interesting

Report Upon Cuban Taste in Music

Josepli M. Lacalle, musical director of the

export department of the Columbia Grapho-

phone Co., has just returned from a recording

Joseph M. Lacalle

expedition to Cuba, bringing back with him
some interesting facts regarding general condi-

tions in the Island Republic. He declared that

despite the progress made in Cuba since the

Spanish-American War the population is faced

with many political troubles to-day which, in

the opinion of some of the leading business men,
can best be ironed out by the direct influence

of the United States.

In commenting upon the musical development
of Cuba, Mr. Lacalle stated that the most typi-

cal of all Cuban music was the Danzon, which

he held was the real source of the old American

rag-time and our present jazz. Much has been

done to improve this type of music, particu-

larly through better orchestration to eliminate

the predominating influence of the cornet, which

heretofore has proved unpleasant to the ears

of non-natives. Mr. Lacalle stated that the

Cubans were liberal supporters of the opera, as

was evidenced during the season in Havana

when orchestra seats bring $15 with the de-

mand greater than the supply. There has also

been organized in Havana a splendid symphony
orchestra and several fine schools of music are

maintained by the Federal Government and

various municipalities. There are also a number

of excellent bands.

While in Havana Mr. Lacalle ran across two

interesting collectors of talking machine rec-

ords, one having over 15,700 records in his

library and another over 11,000. Few personal

libraries in this country reach that figure.

He spent an evening with one of the col-

lectors, who is the owner of many Columbia

records, and declared that he had rarely met a

nia>n better posted on the music of the world.

COLLINQS SERVICE PLAN ANNOUNCED

WEIMER IN NEW WAREROOMS

CoNNELLSViLLE, Pa., October 6.—The second

floor of the Odd Fellows' Building will be util-

ized in the future by Peter R. Weimer, piano

and phonograph dealer on East Crawford ave-

nue. iVfr. Weimer plans to construct a parti-

tion, dividing the space into halves. One part

is to be used for display purposes and the other

for a studio and storage room.

The Victor Talking Machine Co.'s regular

quarterly dividends of 2 per cent on the common
stock and 1.75 on the preferred stock have been

declared payable October 15 on stock of record

September 29.

Victor Wholesaler, of Newark. N. J., to Give
Preference to Dealer Customers in Deliveries

When Expected Shortage Comes

Several years ago Collings & Co., the well-

known Victor distributors of Newark, N. J., in

time of shortage adopted the constructive policy

of niaking deliveries of Victor product only to

those dealers who had received Collings service

in months preceding. This plan, so successfully

tested by the Collings organization, naturally

received more attention from dealers during the

second and third years following its adoption
than was the case after the first announcement.

Collings & Co. again announce that during
the present season the Victor dealers who have
been on their books during the earlier months
of the year are to receive equitable distribution

of Victor goods as they arrive. According to

the sales department of the above organization

the supply of Victor products, particularly ma-
chines, has been less than the demand.
The company confines its activities to dealers

situated in northern New Jersey and northeast-

ern Pennsylvania territory. This policy, accord-

ing to Mr. Collings, enables his sales staff to

keep in personal touch at all times with the re-

tailers in the territory and it is thus enabled to

understand the individual problems of such mer-
chants and, in many cases, make deliveries of

particular and much-needed goods on short

notice.

RECEIVER FOR BROOKLYN FIRM

A petition in bankruptcy has been filed against

Ma.K Klaidman, operating a talking machine
business at 368 Livingston street, Brooklyn,
N. Y., under the firm name of the Elite Talking
Machine & Piano Co. Amy Wren has been
appointed receiver.

To Increase Victor Record Sales

The DA LITE Electric Display
uith neic origimil hand-colored
panels each neek featuring the

outstanding record on the list

uill increase your Victor Rec-
ord sales. The dealer tcho fea-

tures new records in the most
effective tvay obtains the most
sales.

Announce the latest Victor releases with

a DA-LITE Electric Display. Used by
hundreds of prominent Victor dealers for

the past two years.

The DA-LITE Display with its bright

rays of light attract the eye to the novel

panels announcing the new records.

The Da-Lite Service is what you need. Write

for descriptive circular and a sample panel.

The Da -Lite Electric Display Co.

116 No. Erie Street - Toledo, O.
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The Circular as a Sales Promotion Factor
. How Persistence and Cleverly Conceived Literature Widely Dis-

^Vtributed Brought Business to an Aggressive South Bend Dealer

Although there seems' to he a tendency among
talking machine dealers to steer clear of circu-

larizing, vuth the exception of sending out the

nionthh' record supplements, it is a form of pub-

licity which can be made a most valuable addi-

tion to the advertising campaign. Like every-

thing else pertaining to advertising, however,

if a campaign is started it should be conducted

in a persistent manner in order that the full

effect may be realized. In business it is the

continual ham.mering away at a proposition that

brings results. Experience has taught talking

machine dealers and salesmen that, while one

visit to a prospect may not be productive of a

sale, a half-dozen visits may do the trick. It

is just so with advertising, and this includes cir-

cularizing. One letter, booklet, stuffer, etc.,

may not bring results which seem worth while,

but a series of letters or any of the other forms

of circular publicity will often bring returns of

a most satisfactory character. The trouble with

many dealers seems to be that they send out a

batch of circular matter and then wait several

months before they follow up with a repetition

of the performance. When the returns are not

up to expectations they discard circularizing as

a useless waste of time and money.

A Circularizing Drive That Paid

A concrete illustration of the proper metliods

of circularization is afforded by. a publicity tie-

up with record artists staged by C. J. Lenhard,

proprietor of the Brunswick Shop, South Bend,

Ind., one of the most progressive dealers in

the Middle West. In fact, he is continually

attracting the attention -©£_the public through

stunts. A- short time ago he arranged for the

appearance of Isham Jones and His Orchestra,

Brunswick artists, and during this period his

activities resulted in the sale of many of these

artists' recordings. On October 1 and 2 Mr.

Lenhard arranged for the appearance of the

Oriole Terrace Orchestra at a dance in the

Palais Royale, one of the largest and best-

known dance palaces in South Bend. As soon

as he had completed negotiations for the ap-

pearance of the artists Mr. Lenhard launched a

publicity ' drive, an important feature of which
was a circularizing campaign. A steady stream

of circular matter was sent at regular intervals

to over 10,000 people within a radius of fifty

miles of South Bend. Booklets, stuffers and
tags were used to keep the event constantly in

the minds of the public. There was no chance

of forgetting about it and, consequently, when
the evening of the dance arrived a steady stream

of people poured into the Palais Hoyale, despite

the fact that tickets were held at $3.50.

Well-planned Publicity

The publicity included a four-page fokler, on
the cover page of which was an illustration of

the orchestra and the following announcement:
"An opportunity to hear in person the cele-

brated Brunswick Oriole Orchestra." The two
inside pages were devoted to a brief history of

the orchestra, while the outside page contained

a list of some of their recordings. A well-bal-

anced piece of publicity! In addition thousands

of stuffers announcing the event were distrib-

uted and, to cap the climax, the night before the

dance small tags, on which appeared a ,pic;turc

:

of an oriole, were, hung on door knobs-through-

out the city and the surrounding communities,

so that the first thing members of families

would see in the morning when they opened
the front doors of their residences were these

tags. The reverse side of the tags contained

a brief reminder of the date of the dance.

This is the kind of publicity work that pays
big dividends, and it is an excellent example
of how circularizing can be used to good ad-

vantage. Of course, much depends upon the

character of the copy used. The greatest ex-

pense which the dealer encounters in a cam-
paign of this kind is that of distribution, whether
it be by mail or by. means of boys. The cost

of the circulars themselves, when printed in

quantity will be found to be comparatively low.

Summing the whole question up in a few words:
Circularizing is a worth-whil? publicity medium,
it is comparatively inexpensive and results are

sure if persistence.: and good copy are used.

TO MAKE^ AUTOMATIC ATTACHMENT

Ch.mibersbukg, P.^.. Octolier 3.—Plans are under

way by the Automatic Repeating Phonograph
Co., Inc., which was-recenth^ incorporated, to

locate an assembling plant here for the produc-
tion of an attachment- for talking machines
which automatically repeats any desired record
or plays successively six different records with-

out requiring" attention. The directors of the

new firm are A. S. ^leadofF, presidejit;- Abraham
Dreyer, secretary and treasurer; T. T. Quinn,
G. S. Mason and S, Silverman.

CONFIDENCE
When you deal with Collings & Company you

have the assurance that your jobber is distributing in

a concentrated area.

Thus, during a shortage, your interests are pro-

tected, because allotments are not scattered in the pur-

suit of new business.

By supporting your logical jobber, you help build

a service of efficiency which a prospering retail busi-

ness demands.

COLLINGS & COMPANY
Victor Distributors throughout Northern New Jersey and Northeastern

Pennsylvania

Clinton & Beaver Sts. (Plum Building) Newark, N. J.
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KEEPS RECORDS
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Opinion Is Unanimous!
**The wonderful value offered in LITTLE TOTS' NURSERY

TUNES is an absolute revelation in juvenile records !'*

Complete el aa
Book 4>1UU

Six selections on three 7

inch double faced records

—with beautifully colored

picture and verse cards

in a beautiful LOOSE
LEAF Album—$1 retail!

Five Books Ready Now

!

Individual -^ff^ ^ u
Records each

Two selections on a 7-inch double-
faced record, with picture and verse
cards in a printed envelope—ready for
insertion into the loose-leaf book.

Liberal Discounts to Jobbers and Dealers!

REGAL RECORD CO. Little Tots* Record Division

20 West 20th Street, New York
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UTTL& TOTS' NUIiS&Ry TUN&S
SONGS, GAMES, STOfllES — ON RECORDS

And Now!—a

Christmas Record Book!
Six wonderfully descriptive

Christmas Selections on three

7 inch double faced records

—

with picture and verse cards

$1 retail!

Here they are!

Night Before Christmas
Santa Glaus Hides In The Phonograph

The Coming of Santa Glaus
Ghristmas Mo r n i n g

Tomorrow Will Be Ghristmas
Santa Glaus Will Soon Be Here

with special and original descriptive arrangements

The demand will be big! The supply
Order thru your nearest

OTHER
LITTLE TOTS'

BOOKS

BOOK No. 1

Jack and Jill

Little Bo Peep
Mary Had a Little Lamb
Old King Cole
Rock A-Bye-Baby
Sing a Song of Sixpence

BOOK No. 2

Tom, Tom, the Piper's Son
The Three Little Kittens
Simple Simon
Cock-a-Doodle Doo
Where Are You Going,
My Pretty Maid?

Old Mother Hubbard

BOOK No. 3

Here We Go Roimd the

Mulberry Bush
London Bridge Is Falling

Down
The Farmer in the Dell

Lazy Mary Will You Get
Up

Ten Little Indians
Oats-Peas-and-Beans

BOOK No. 4

Little Red Riding Hood
The Three Bears
Tom Thumb
The Frog Prince
Cinderella

Jack and the Beanstalk

is limited
jobber—NOW!

These Distributors Will Give You Quick Service On "Little Tots"
Belknap Hdwe. & Mfg. Co., 127 N. Washington St., LouisviUe, Ky.

Cheney Phonograph Co., Omaha, Neb.

Clawson & Wilson Co., Buffalo, N. Y.

Consolidated Talking Machine Co., 227 W. Washington St., Chi-
cago, 111., also Detroit, Mich.

Diamond Music Co., 341 Barronne St., New Orleans, La.

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

Hessig Elhs Drug Co., 113 E. Markham St., Little Rock, Ark.

Holton Distr. Co., 266 Lamed St., Detroit, Mich.

Shapleigh Hardware Co., St. Louis, Mo.

A. C. McClurg & Co., 330 E. Ohio St., Chicago, 111., also New York,
Kansas City, and 20 other offices.

Moore Bird & Co., 1720 Wazee St., Denver, CoL
Mxmson Rayner Co., 643 S. Ohve St., Los Angeles, Cal.

Plaza Music Co., 18 West 20th St., New York.

Proudfit Sporting Goods Co., 2327 Grant Ave., Ogden, Utah.

Root & McBride Co., Cleveland, Ohio.

Stone Piano Co., Minneapohs, Minn.

M. D. Swisher, 115 S. 10th St., Philadelphia, Pa.

Yahr & Lange, Milwaukee, Wis.

Schmelzer Co., Kansas City, Mo.

REGAL RECORD CO. Little Tots* Record Division

20 West 20th Street, New York
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The New Columbia is Superior!
Accuracy

!

The New Columbia Motor runs^ with absolute regularity and accuracy.

It is made of finest steel. Its various parts are machined—not stamped ; and
there is not a deviation of 1-1,000 of an inch from true in even the minor
members.

Each motor is run for hours and is given twenty inspections before it leaves

the factory.

^ ^
- > ' COLUMBIA GRAPHOPHONE CO.

y.. > New York

PROPER SELLING ELIMINATES LOSS KEREKJARTO HONORS PRES. HARDING THE PORTABLE GROWS IN FAVOR

Better to Refuse Sales of Expensive Instru-

ments to Those Who Cannot Afford Them
Than to Be Forced to Repossess Later

Duci de Kerekjarto, world-famous violinist

and exclusive Columbia artist, recently donated

the wizardry of his bow to aid the Harding
Fund Drive in San Francisco. Instead of the

General Manager Ohlson, of Modemola Co.,

Thus Reports as Result of Trip to West

Many talking machine dealers underestimate

the importance of making sales on a proper

basis. By "proper basis" is meant making the

sale so that the transaction is one which gives

the dealer a profit, without the necessity of re-

possessing the instrument or finding it neces-

sary to continually dun the customer before the

payments are met. It is a comparatively easy

thing for a glib salesman to foist an instrument

on a customer who had never intended pur-

chasing anything expensive, and the conse-

quence is that the danger of repossession and

laxity of payments is greatly increased.

The salesman owes a real duty to 'his em-

ployer to see to it that he sells the type of in-

strument to each customer which is best suited

to each individual patron's purse. When harsh

measures are necessary before the dealer gets

the money due him or he is compelled to repos-

sess an instrument he invariably makes an ene-

my and he suffers further loss in losing a poten-

tial customer. In justice to the average sales-

man, it can safely be said, however, that in the

great majority of cases he does his best to make
sales in a manner that will result in a mutually

satisfactory transaction between the customer

and the house.

L. W. COLLINGS, JR., INJURED

Duci de Kerekjarto

usual concert stage the background was a prize

ring at the Association Club show. Fight fans

were enthusiastic in their applause when Kerek-

jarto climbed; into the ring and played as he

had never played before. The silver horde of

coins is to be used to erect a permanent memo-
rial to the late President.

Johnstown, Pa., October 1.—A. A. Ohlson,

general manager of the Modernola Co., of this

city, returned recently from a business trip

throughout the Middle West, where he visited

important trade centers, such as Minneapolis,
Duluth, Detroit, Chicago and Toledo. Mr. Ohl-
son found conditions in this territory very
promising and reported that he succeeded in

opening up a considerable number of new-

agencies. The plant of the Modernola Co. in

this city is very busy with Fall orders. The
demand for the Modernola is greater than ever

before and the portable machine, the Moderno-
lette, is proving a good all-year-round seller.

In commenting on this situation Mr. Ohlson
drew particular attention to the increasing pop-
ularity of the portable and the change in its

accepted use. While the portable was originally

designed as a camp and vacation instrument, it

is. Mr. Ohlson's contention that it is now being

used to a great extent in the home in conjunc-

tion with a table. Its popularity in this man-
ner and its value as a holiday proposition would
tend to show big sales ahead for the trade dur-

ing the coming holidav and Winter seasons.

L. W. Collings, Jr., son of the head of Col-

lings & Co., Inc., well-known Victor jobbers.

Newark, N. J., was confined to a hospital sev-

eral days last month following an accident in

which he had his forearm broken. 1 he frac-

ture was of such a nature that a well-known

surgeon was called in to make the setting. The
boy : is doing nicely and has returned to school.

OPENS STORE IN SPRINGFIELD

Springfield, Mass., October 5.—Chester E.

Griffin has opened a music store in the Smith

Building, at 519 Main street. He was formerly

connected with the musical merchandise depart-

ment of Forbes & Wallace and is widely ex-

perienced in the trade.

NEW TEMPLIN STORE OPENED

Goshen, Ind., October 3.—.\ new music store

on" South Main street has just been opened here

by Wilbur Templin, proprietor of the Templin
Music Stores in Elkhart and Mishawaka. The
Goshen store will be in charge of V. H. Nelson,

of this city, who has been in Mr. Templin's

employ about seventeen years. The concern

will carry a complete line of pianos and players.

An e-xclusive Goshen agency for the Bruns-

wick and Edison phonographs and records has

also been obtained.

HEAR THIS
$10

Perfect reproducing phono-
graph. You'll agree it will

be a whirlwind seller at . . ,

Play it, listen to it, compare it.

Then consider whether there is a

table phonograph on the market
to-day that offers so many sales ad-
vantages as this splendid, clear-

toned instrument.

The full, rich, vigorous tone of the

Yale is due to the reproducer and
the unique arrangement of the tone
chamber. Only very much higher-

priced machines use a reproducer of

equal quality.

Write for trade prices, details and a sample machine

DAVIS MFG. & SALES CO., 763 State Street - NEW HAVEN, CONN. YALE Phonographs
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Dealers Who Make Canvassing Profitable
. How Several Live Retailers Are Placing Many Talking Machines

in the Homes of Prospects by Intensive Outside Sales Drives

There ' are many "Doubting Thomases"

throughout the trade who, when the possibili-

ties of profit and increased business through

canvassirng are mentioned, give one a wearied

look and take time and trouble to explain just

why the talking machine business is "different"

from other business enterprises which have

been made successful through outside solicita-

tion. It is the hope of the writer that many
of the non-believers in canvassing will read the

following unvarnished statements of dealers

who oppose the view that canvassing is a waste

of time and effort. In several instances dealers

did not desire their names used and this wish

is respected, although their experiences are out-

lined:

Home Demonstrations Bring Business

"We get business by going out after it," said

the Brunswick Siiop (Music for the Home),
New Rochelle, N. Y. "We load several instru-

ments on two trucks which we maintain for that

purpose and these trucks, in charge of salesmen,

cover this city and surrounding territory thor-

oughly. We have found this a very successful

method of interesting people in the several lines

of instruments we handle. The middle classes,

of course, are our one best bet, insofar as can-

vassing is concerned. Experience has taught us

that it is impossible to reach the wealthy and
exclusive people in this manner. The salesmen-

do not get further than the door and usually

the maid or butler returns with the message
that his mistress is indisposed. The middle-class

people, however, take to this form of selling

very kindly. In most cases our men are well

received and a fair percentage of sales per num-
ber of visits during a week or month are made."

Soliciting Among Foreigners

The Mamaroneck Music House, Mamaroneck,
N. Y., started in business little more than a year

ago and a substantial foundation for future busi-

ness prosperity has already been built througli

unremitting canvassing, especially among the

foreigners residing in that territory. Many con-

cerns fight shy of catering to foreigners be-

cause of the feeling that these people are poor

and there is a certain risk in allowing tlicm to

obtain instruments on the instalment plan. The
Mamaroneck Music House has sold many talk-

ing machines and pianos to foreigners during

the last year and collections have been most
satisfactory. Most of these people were sold

through the canvassing route. One reason for

the lack of credit loss is given as prompt col-

lecting. This concern does not wait for the cus-

tomers to come into the store to make their

weekly or monthly payments. On the contrary,

if the contract calls for weekly payments a

representative of the firm visits the home of

the customer to collect the money due. Prompt
collection becomes a habit and thus negligence

in meeting obligations is made very difficult.

Then, too, the personal contact with patrons

proves very valuable as a friendship builder

and often the collector gets a tip on other live

prospects from satisfied customers. While in

the home chatting with the customer there is an

excellent chance to diplomatically question con-

cerning likely people to visit regarding the sale

of instruments.

Importance of Follow-up

Another successful merchant stated to a rep-

resentative of The World that in his fifteen

years of experience in the talking machine busi-

ness the thing which he had found most impor-

tant in selling is following up the customer

until the sale is definitely made or lost. "The
trouble with many salesmen and canvassers is

that they let up too soon," he declared. "Often
it seems that the limit has been reached in ag-

gressiveness, when if one more visit had been

made to the prospect a sale would have resulted.

This wais again»foreib!y brought to my attention

only a few weeks ago, when we succeeded in

making a sale of a talking machine only after

five visits. It was our persistent follow-up that

finally made that sale. If we had let go after

the fourth visit someone else would have sold

this prospect. There comes to mind another

prospect who was eventually sold because we
were determined to do business with him. We
knew he was in the market for an instrument

because he first visited our establishment to

look over our line. He went out without buy-

ing, but not before we had his name and ad-

dress, and also a promise to come in the next

day after talking matters over with his wife.

When he failed to come in the next afternoon

as he had promised we sent one of our sales-

men out to see him and in less than a half Jiour

he returned with the prospect, who picked out

an expensive period model. He declared that

he had been in a number of stores, but we
,
were

the only ones who had thought enough of se-

curing his trade to follow up with a salesman.

These are only two instances where consistent

follow-up did the trick. I could tell you many
more, but these will illustrate the point."

Helping Canvassers by Phone
Another live dealer personally selected the

prospects which his three salesmen were de-

tailed to call upon during each day. The day
before the men went out this dealer made good
use of the telephone by calling up the potential

customers and explaining to them that
,
one of

their salesmen would call. Of course, this made
it easy for the housewife, who did not want to

see the salesman, to "be out," but in many in-

stances it made, the path of the men much
easier, increasing chances of making sales.

Sherman. pay& Co.

^ictrolas Victor ^^R^ords

Victor cAccessories

Main Wholesale Depot:'

741 Mission Street, San Francisco, Cal.

Branch V/holesale Depots:

10th and Santee Streets, Los Angeles, Cal.

N.W. Corner 13th and Glison Streets,

Portland, Oregon

Oceanic Bldg., Cor. University arid Post Streets,

Seattle, Washington

330 West Sprague Ave., Spokane, Washington
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Look Below the Surface!

MAIN BODY
CASTING

*1GRADE INDIA _
MICA DIAPHRAGM

STYLUS BAR

ROLLING DIAPHRAGM
GASKETS

FLEXIBLE INSULATION
BETWEEN RIM AND BODY

CASTINGS

DRUM INSULATING
GAS KETS

EXTENSION DRUM
TUBl N G

DRUM CASTING

INSULATED OUTER
DIAPHRAGM RIM

ROLLING DIAPHRAGM
GASKETS

DRUM INSULATING
GASKETS

ADJUSTING DBUMCAP

FLEXIBLE INSULATION
BETWEEN RIM AND BODY

CASTINGS

The Sonora Reproducer
Is Thoroughly Insulated

Increased tone vibration through perfect insu-

lation which permits maximum flexibility!

Here lies the vital element of Sonora Reproducer
construction which is largely accountable for Sonora's
superior tone.

The Sonora reproducer is more thoroughly insulated

than any other. These flexible gaskets greatly increase

diaphragm vibration, allow free movements of all l>arts,

and contribute to the elimination of disagreeble,

metallic tones so noticeable in ordinary phonographs.

Partial reproduction of ad running in newspapers
throughout the country

Sonora Is a Better

Line to Handle
Sonora dealers do not have to be content

with mere general statements regarding

Sonora's tone and construction. For this

obviously superior construction makes the

actual showing of the various interior fea-

tures a powerful asset with which to clinch

sale after sale. Graphically illustrating their

sales talks by showing their prospects the

various parts of Sonora instruments forms

convincing proof that Sonora is a better buy.

The illustration at the left, showing a

cross section of the more thoroughly insu-

lated Sonora Reproducer, is only one of the

many sales weapons which are increasing

profits for Sonora dealers every day.

You, too, should know the story of

Sonora's superior construction. Send for it

today.

The choice of those who've heard them all

Sonora Phonograph Co.
INCORPORATED

279 BROADWAY NEW YORK
Canadian Distributers

SONORA PHONOGRAPH, Ltd. Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributer named below who covers the territory in

which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

The New England States

Sonora Phonograph Co. of

New England,

221 Columbus Ave., Bos-
ton, Mass.

State of New York
with the exception of towns on
Hudson River below Pough-
keepsie and excepting. Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa

Doerr-Andrews-Doerr,

Minneapolis, Minn,

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

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory
south of Poughkeepsie.

Greater City Phonograph Co.,

Inc.,

234 W. 39th St, New York

All of Brooklyn and Long
Island

Long Islemd Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

Eastern Pennsylvania,
NIaryland, Delaware, Dis-
trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St., Phila-

delphia, Pa.

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of

Pittsburgh,

217 Stanwix St., Pittsburgh,

Pa.

Ohio and Kentucky

Sonora Phonograph— Ohio
Company,
417 Bulkley Bldg., Cleve-
land, Ohio.

State of Indiana

Kiefer-Stewart Co.,

Indianapolis, Ind.

Wisconsin and Michigan

Yahr & Lange Drug Co.,

Milwaukee, Wis.

Illinois and Eastern Iowa

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi

cago, 111.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

C. D. Smith Drug Co.,

St. Joseph, Mo.

States of Montema, Colo-
rado, New Mexico, Ne-
braska and Wyoming East
of Rock Springs

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

Utah, Western Wyoming,
Southern Idaho and East-
em Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islsuids

THE MAGNAVOX CO.,

lis Jessie St., San Fran-
cisco, Cal.
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The New Columbia is Superior!
Banishes Screeching!

Reproducers pitched to emphasize instrumental recordings unfaiUngly misrep-

resent the ^luman voice—and vice versa. They give the tones a metaUic

harshness that is unnatural and unpleasant

The New Columbia Reproducer imparts a more refined, mellow and resonant

tone to both vocal and instrumental recordings. It positively banishes strident

screeching in any type of record.

COLUMBIA GRAPHOPHONE CO.
New York

Use of Talking Machines in Funeral Chapels
An Interesting Article Suggesting That Dealers Try to Sell the Local Undertaker on the Idea

of a Talking Machine for Use in His Chapel, Written for The World by Mary L. Tennery

There has recently been a tendency, aug-

mented by the increasing number of funerals to

be conducted from the undertaker's chapel, to

use the talking machine to supply the music for

the funeral service. Those funeral directors

who have used this instrument have found

it, perhaps more than any other, adapted to

their services and have placed upon it the stamp

of approval.

In the first place, it oilers the patron a choice

of the music of the world. Soft violin selec-

tions, rendered throughout the service, and

lending dignity and beauty, are possible. Songs,

perfectly sung, and without that pitiful break

that so often marks the notes of a funeral song,

may be had. The richness of Chopin's "Funeral

March," in fact any musical number in any me-

dium that -is wanted, may be readily supplied.

And this at a more nominal cost than could

possibly be provided by any other musical in-

strument. The most simple service may have

a musical setting which would be prohibitive to

all but the very' rich.

And yet I have found it to be the funeral

director who appreciates this instrument and

who goes- to the dealer, rather than the dealer

taking cognizance of the undertaker as a pros-

pect. Perhaps he reads in his trade paper of

one of his profession who has used the phono-

graph and for the first time is impressed with

its adaptability. He buys, but entirely of his

own initiative.

To the wide-awake, progressive talking ma-

chine dealer this should suggest that he make
a list of the funeral directors in his field and

make a try for this business. The salesman,

and the best salesman, should handle these

prospects,' should explain the advantages the

phonograph has to offer. He should be able

to suggest to the funeral director settings for

their services, perhaps using a demonstration

with a carefully worked out program. A soft

violin number, a few of the best sacred numbers,

a quiet, calming piano selection, will serve to

give the undertaker an idea of what this instru-

ment has to offer for his services.

As a customer the funeral director is in the

best class. He wants a high-priced instrument,

in keeping with the refinement of his chapel.

He will want an unusually large selection of

records at the outset, and these records will be

the higher-priced ones. Then he will add to

his record library frequently and as numbers
are requested by patrons.

He is often a cash customer, too, and, if not,

will meet his payments promptly. Neither will

he expect his machine to last indefinitely. Per-

haps in a few years he will want an even higher-

priced instrument, or decide to have a machine

especially made, with a cabinet to carry out a

decorative scheme in his chapel. There is a

real opportunity here for making substantial

sales which merely awaits action of dealers.

EDISON TONE=TEST STIRS MEXICO

First Comparison Recital in Mexico Staged in

Olimpia Theatre, Mexico City, During Edi-

son Week, Inaugurated by Live Dealer

tion to newspaper advertising, the publication

and broadcasting of a booklet, the first pages

of which were devoted to the tone-test, fol-

lowed by illustrations of the various Edison

phonographs, and the printing of special pro-

grams of the recitals.

Marked success attended the first Edison

tone-test recitals ever held in Mexico, when
Jose Mojica, eminent Mexican tenor, who has

achieved considerable fame in this country with

the Chicago Opera Co., appeared in seven com-

parison recitals in the Olimpia Theatre, Mexico

City, during the "Week of the Edison," inau-

gurated by Cia. Alba,

S. A., live Edison

agent in that city.

Capacity houses

marked the recitals,

as may be seen by

a glance at the ac-

companying illustra-

tion, which shows
the crowded interior

of the Olimpia The-
atre, with Mr. Mojicii

and the Edison on

the stage in the fore-

ground. The tone-

tests were a success

from every view-

point, and so great

was the general in-

terest in the event

that the leading
newspapers of Mex-
ico City devoted

NEW MUSIC STORE IN DEEP RIVER

Deep River, Conn., October 6.—A new rhusic

store was opened in the Union Block here

about October 1 by W. Bentley Stevens, who
has taken over the Victor and Brunswick phono-

considerable space in enthusiastic comments
on the performance of the Edison and the

artist. Another feature of the "Week of the

Edison" was the publicity campaign conducted

by Cia. Alba, S. A. This included, in addi-

Jose Mojica and the Edison in Mexico City Tone-test

graph business formerly carried on by S. R.

LaPlace, the furniture dealer. A first-class line

of pianos and a sheet music department will

be incorporated in the business in the near

future.

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAL'S ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.

STYLUS BARS

Stylus Bar& Mfg.Co
Clague Rd. •; :

North Olmsted . . . OHIO
p. O., ROCKY RIVER. O.
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5$a
Retail
Article
(and 500,000
canbe sold
in the next
three months)

What it is and
what it^s not

The Genola is a genuine
phonograph—not a toy. It is

the product of quantity man-
ufacturing methods. Nothing
else on the market approaches
it in value. It is American
made, thoroughly backed by
our name.

How this little

marvel is made
We say it's not a toy—and it

isn't. The Genola has a real

phonograph motor. You will

be even more surprised at its

price after you have heard

the smooth reproduction and
powerful tone. It is small

only in size

!

Plays all lateral cut

10 inch records

Complete with horn. Hand-
some black japanned finish.

Size 8i4^'5^x7j/^ inches.

Sample for $3.^^

Who will buy it?

you can answer best

At $5.00 retail there is profit

enough and a ready sale. You
can place the Genola in every

home. It opens the way for

a sale to everybody. People

won't buy it from its picture,

but when they hear it—then

listen to the praise! Give the

Genola a chance to demon-
strate itself on your counter.

f.o.b. Chicago, Detroit or Minneapolis.

Dozen for $3.35 each,

50 for $3.25 each,

100 for $3.10 each,

1,000 for only $2.85 each, f.o.b. factory

CONSOLIDATED TALKING MACHINE CO.

2957 Gratiot Ave.

Detroit, Mich.
227-229 W. WASHINGTON ST.

CHICAGO
1121 Nicollet Ave.
Minneapolis, Minn.
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A SNAPPY FOX TROT SONG

Oh.You Little

You can't do ^rong
with any FtJSTson^

mVER-GDN
—

Oh, you lit ^ tie sun-uv-er -^un

NEW HOME FOR McMAHON PIANO CO.

Youngstown, O., Music House Leases Theatre

Property, Which Will Be Remodeled to Meet
the Requirements of Its Business

ADVERSE TAX RULING REPORTED
Internal Revenue Department Holds That Coin-

operated Musical Instruments Are Taxable as

Automatic Vending Machines

Youngstown, O., October 3.—The McMahon
Piano Co. has taken a ten-year lease on the

Capitol Theatre building at East Federal and

Champion streets. The lease calls for complete

remodeling of the theatre into a three-story

commercial building. It will be ready for the

piano company January 1.

The Capitol Theatre building is 56x112 feet

in ground dimensions. The fifty-six-foot front-

age on Federal street will be divided into three

store rooms on the ground level, the McMahon
Piano Co. taking one of these three stores and

the second and third floors.

President E. C. McMahon, of the McMahon
Co., in speaking of his plans, said: "We will

conduct a general music store, carrying every-

thing from a harmonica to a theatre pipe organ.

We are going to give the city a music estab-

lishment that it will be proud of and that will

serve its every need."

The unique theatre ceiling will be dropped

so as to be used as the ceiling of the third floor.

This will be the big display room of the Mc-
Mahon Co. E. C. McMahon is president and
treasurer of the company. K. R. McMahon is

vice-president and secretary.

The dealer who just jogs along never gets

anywhere, but the man who plans wins.

Advice of a formal ruling by the Internal Rev-
enue Department on the taxability of coin-

operated musical instiuments has been received

by the Music Industries Chamber of Commerce
through its general counsel, George W. Pound.
The Department has ruled that such instruments

are subject to a tax of 5 per cent as automatic

vending machines.

This tax applies to the value of the entire

instrument and is retroactive as to all sales

made since January 1, 1922, when the regular

sales tax was withdrawn and superseded, as to

coin-operated musical instruments, by this vend-

ing machine tax.

It is stated that the efforts which the Music
Industries Chamber of Commerce has been

making to obtain a ruling on this tax favorable

to the industry will be continued, in spite of

the recent adverse ruling; and, if found advis-

able, a test case will be brought to determine

the matter.

Pending further developments Mr. Pound ad-

vises all manufacturers of coin-operated instru-

ments to sell, ship and bill the coin-operating

device separately, if possible, so that the tax

will be applied only to it and not to the entire

instrument as would be the case if the coin-

operated instrument were shipped complete and

ready for operation.

Victor Dealers who co-operate

with Blackman by placing ad-

vance orders now are entitled to

first consideration during the in-

evitable holiday shortage.

TO FEATURE VOCALION DEPARTMENT

Elridf Department Store, Charlotte, N. C, Ar-

ranges to Handle That Line

The latest addition to the list of Vocalion

representatives is the new Elridf Department
Store, Charlotte, N. C, which, it is declared,

will be one of the finest department stores south

of Washington and which will include an elabo-

rate department devoted to the sale of Vocalion

phonographs and Red records. The new store

is housed in a fine new building and was opened
to the public on October 1.

OKEH ARTIST BECOMES OKEH DEALER

Sam Cook, the whistling minstrel, is cleaning

up the shekels in his little shop in the heart

of Coney Island, N. Y. Cook is the inventor of

Sam Cook's New Store

a little whistle through which almost anyone

can warble a tune with telling effect, but, of

course, he developed the art of whistling to the

Nth degree. He stands before his little shop

whistling with much spirit the popular airs of

the day and, when a crowd has collected, he

sells not only his little whistles, but the Okeh
records he has made as well.

People who hear Okeh record No. 4846,

"Dearest" and "Crying for You," think it is a

very pretty whistling solo record, but they do

not realize that it was made with the peculiar

little instrument sold by Sam Cook himself.

Sam Cook leaves no doubt in their minds and

many of his customers go away with both rec-

ords and whistles.

HOT STUFF!

An oil stove that looks like an upright talking

machine, with mahogany or oak finish to the

metal, is made for heating and cooking. Open-

ing the top doors reveals not a sound box but

the plate for boiling and frying. The heat that

warms the room does the cooking, the flame

being made on a small burner.

Donahoe & Donahoe, Fort Dodge, la., Victor

dealers, distributed ten thousand special fans at

the county fair recently held in that city. The
fans contained an illustration of Victrola No.

405, as well as the firm name and address.
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PROGRAM OF MUSIC CONTESTS FIXED

New York Music Week Committee Arranges

Schedule of Competition for Musicians in

Greater New York—Forty-five Classes of

Competitors in Each District

Supplementing its initial announcement, made
some weeks ago, of the contests to be inaugu-

rated under its auspices in every section of the

city, beginning October 15 and to continue

through the Winter, the New York Music Week
Committee, through its honorary president.

Otto H. Kahn, and its director, Miss Isabel

Lowden, has announced the program of the con-

tests.

There are to be forty-five classes of competi-

tions in each of the forty-eight districts now be-

ing established. The plan is, by restricting pre-

liminary competitions to districts limited in

size, to throw open the door of opportunity for

everyone, old and young, with any musical skill

at all.

Not only individuals but organizations, cho-

ruses and orchestras will thus be included, and
added to these events will be competitions that

will bring to the fore the native music of the

foreign born.

The committee has issued this program in the

form of a printed syllabus that is now ready for

distribution.

The syllabus includes not only the program in

detail, giving the test pieces that contestants

must use, but full information as to the dis-

tricts and names of the chairman and the vice-

chairman of the local committees and the date

of each district competition.

In addition there is a registration blank. No
one may compete without registration and

agreeing to comply with the rules and regula-

tions, all of which are set forth in the syllabus.

A synopsis of the contest follows:

Choral societies, church choirs, men's cho-

ruses, women's choruses, business choruses,

Sunday school choirs, racial choruses, public

and parochial school choruses, high school cho-

ruses, private school choruses, choral sight read-

ing, ear tests for children, action songs.

Orchestral competitions, string orchestra

competitions, orchestral competitions for high

schools, violin solos, viola solos, violoncello

solos, string quartets, sonatas (violin and pi-

ano), trios (violin, 'cello and piano), ensemble

(for string and wind instruments), flute solos,

oboe solos, clarinet solos, bassoon solos.

French horn solos, trumpet solos, trombone
solos, pianoforte solos, pianoforte sight reading,

organ solos, vocal solos (soprano, contralto,

tenor, baritone, bass), boys' solos, sight read-

ing for solo voices, brass bands' competition

—

for a prize of $100.

The lower end of Manhattan Borough, a por-

tion of Brownsville and a section of Queens
Borough have been selected for the first three

weeks of contests.

Manhattan has been divided for this purpose
into sixteen districts, Bronx, eight; Brooklyn,

sixteen; Queens, six, and Richmond, two.

As each borough's contests are decided a con-

test of the entire borough will be held, that for

Bronx on March 31, that for Brooklyn on April

7, that for Richmond on January 7, that for

Queens on February 11 and that for Manhattan
on April 21.

VAN WICKLE PIANO CO. ASSIGNS

Business of Well-known Washington, D. C,
Music House Assigns for Benefit of Creditors

and Will Be Continued by Assignees

Washington, D. C, October 3.—As a result

of several meetings of creditors, the Van Wickle
Piano Co. made an assignment for the benefit

of creditors on September 20, naming Robert
C. Rogers, Ralph P. Barnard and Stanley B.

Willis as assignees. The latter have filed the

required bond and have taken charge of the

business of the company with a view to con-

tinuing it as long as a profit can be obtained.

DONT SAY
"KANT"

Say

"KENT"
Successfully used for TEN YEARS as a Sales

Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality

Material

Workmanship

Simplicity

Durability

Practicability

The KENT COMPANY is

noted for:

Stability

Versatility

Excellent Service

Square Business Methods

Reg. U. S. Pat. Off.

As our KENT No. 1 with soundbox, as illustrated, comprises

only a part o£ our line, write for our catalog. Highest grade

TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY
IRVINGTON, N. J., U. S. A.
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Ev-Vyni^htl cry my-self to sleep o -ver you,

A FOX TROT BALLAD—with a punch in both melody and lyric

HARGER & BLISH'S GREAT BUILDING WORK OF DES MOINES ASSOCIATION PERTH AMBOY FIRM IN NEW HOME

Edison Distributors in Des Moines Have Con-

centrated Their Wholesaling Interests in Spa-

cious Building, Which Is Modernly Equipped

Des Moines Music Merchants Agree on Deliv-

ery Charges and Bar Records on Approval

Des Moines, Ia., October 6.—Harger & Blish,

Edison jobbers of this city, are located in one

of the finest "jobbing homes" to be found any-

where in the industry. Whereas some time ago

the business of this enterprising concern was

handled through several subdistributing points

The New Home of Harger & Blish,

located in important centers of the State, tlie

entire business is now concentrated in the splen-

didly equipped building shown in the accom-

panying picture. The premises, with their exten-

sive facilities, as well as the land are owned by

Harger & Blish and the land at the right of the

building has been developed into a very attrac-

tive park for the use of members of the Harger

& Blish organization and others. In a recent

interview with The World H. H. Blish, Jr.,

stated that the business during the Summer
had been sood and the outlook is encoura^int;-.

Des AIoines, Ia., October 2.—The recently or-

ganized Des Moines Music Merchants, an organ-

ization taking in the great majority of the

representative piano and talking machine deal-

ers of this city, have already accomplished much
for the benefit of the local trade as a result of

the conferences held in connection with the

monthly luncheons of

the association.

Of particular inter-

est to the talking ma-

chine trade is the fact

that members of the

association have

agreed upon a fixed

charge of 25 cents for

the packing, mailing

and insuring of all

records sent by par-

cel post where the ag-

tiregate amount of the

sale does not exceed

$5; when the sale
amounts to over $5

this charge is elimi-

nated. It was also

agreed to charge the

customer for cost of

service where record

orders are delivered

locally by special

messenger.

Another move of

importance was an

Edison Jobbers agreement to discon-

tinue the sending of records on approval, as it

was found in all too many cases the practice

resulted in the return of scores of records which

were left on the dealer's shelves at the end of

the month when the new releases were stocked.

Although this move met with considerable op-

position at the outset even those most strongly

opposed to it are now agreed on its success.

R. B. Townsend, of Davidson Bros., is presi-

dent of the Des Moines Music Merchants and

H. B. Sixsmith, of Mickel Bros. Co., is secre-

tary and treasurer.

We Will Buy for Export

Phonograph Records in Large Quantities

They may be obsolete numbers but must be brand new, unused and in

perfect condition, 10 and 12 inch double-faced lateral cut records. Give

full details such as make, prices, assortments and quantities in first letter.

THE MELBOURNE IMPORT COMPANY
40 Rector Street New York City

Albert Leon & Son Celebrate Formal Opening

of Fine New Home and Nineteenth Anniver-

sary—"Talker" Department a Feature

One of the most unusual openings in the talk-

ing machine trade was that of the new store of

Albert Leon & Son, at Perth Amboy, N. J., last

month. The concern carries a general house-

furnishing line, but they are important phono-

graph dealers, carrying Victor and Brunswick

machines, and in the new six-story building,

which was opened on the nineteenth anniversary

of the business, an unusual talking machine de-

partment is located on a mezzanine floor, made
easily accessible by stairways on each side of

the main floor, ascending from the front of the

building.

One of the striking features of the celebration

was the fact that the Perth Amboy Evening News
published a sjxteen-page special section, carry-

ing pictures of the firm, a page of the history

of the company, illustrations of the building,

photographs of the personnel of the organiza-

tion and information about the wonderful busi-

ness which this live merchant has built up and

which extends over six counties in New Jersey

and into Staten Island. Open house was kept

at the store for each of the three days and

there were refreshments and music.

A striking example of the popularity of the

company was contained in the fact that more

than one hundred floral pieces, all of the most

elaborate, were received. Among those from

the talking machine trade was a tribute from

the Brunswick-Balke-CoUender Co. and one

from the New York Talking Machine Co. The

opening was attended by P. A. Ware, sales pro-

motion manager, Eastern phonograph division

of the Brunswick Co., and E. L. Brown, sales

representative of New Jersey, as well as many
other business friends of the firm.

The talking machine department of Brueners

in Oakland, Cal., has been considerably enlarged

and remodeled. Increasing business and the

expectation of a record holiday trade made the

move advisable.

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensive

Lid Support
on the Market

Canada Patent

Applied

The bottom plate is

constructed of one
piece of metal and it

works automatically
perfect. No parts to

go out of order. The
liinges are made in

two styles—flexible and bent.

Patented

5ept.9.l9l9'

Two other patents'

Applied for.

Sam/^les on request.

STAR MACHINE&NOVELTY CO.
81 MILL STREET BLOOMFIELD, N. J.

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



Windsor Phonograph
Florentino Model

Carvings executed by hand in solid mahogany.

The tone quality of the Windsor is in keeping with its artistic cabinets.

A portfolio showing sixteen beautiful models will be sent upon request.

(l/iNDSOR Furniture Company
INCORPORATED iSfi^

1420 CARROLL AVENUE
CHICAGO

America's Oldest Makers of Console Phonographs

U. S. Letters Patent No. 1279743

Exhibited and CHICAGO LOS ANGELES
WINDSOR FURNITURE COMPANY WINDSOR FURNITURE COMPANY

sold to dealers by
HH S. Wabash Avenue 917 Maple Avenue

BOSTON KANSAS CITY PHILADELPHL\
PECK &. HILLS FURNITURE CO. KANSAS CITY CASKET FURNITURE CO. PECK 5i HILLS FURNITURE CO.

127 Clarendon Street 626 Broadway 642 N. Broad Street
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The New Columbia is Superior!
Endurance!

The New Columbia Motor has unrivalled length of playing life.

Its gears are machined from finest steel. Its bearings are entirely bronze and
brass. Every exposed part is heavily nickel-plated to resist wear and climatic

conditions. And its easy-to-reach oiling system provides unfailingly effective

lubrication—the life of every motor.

COLUMBIA GRAPHOPHONE CO.
New York

ANNOUNCES HEINEMAN 1924 MOTORS BRUNSWICK FEATURED IN MODEL HOME EXCELLENT WINDOW IN SMALL SPACE

General Phonograph Corp. Delivering Heine-

man Nos. 55 and 66 Motors—Represent Im-
portant Constructional Improvements—Pro-

duced Under Otto Heineman's Supervision

Otto Heineman, president and founder of the

General Phonograph Corp., New York, manu-
facturer of Heineman and Meisselbach -motors,

tone arms and sound boxes, Okeh and Odeon
records. Dean steel needles and other products,

announced recenth- tlu- new 1924 models of the

Otto Heineman
Heineman motor. This latest product from the

company's factories will be known as Heineman
motors Nos. 55 and 66, being double spring

motor and triple spring motor, respectively.

In a chat with The World, Mr. Heineman
stated that the five salient features of the new
1924 Heineman motors are direct drive, double

worm gears, noiseless operation, steady power
and simplicity in construction. Mr. Heineman
refers to this product as the "Motor of Per-

fection," emphasizing the care and attention that

has been bestowed upon every detail of the

motor's construction. The Heineman motors
Nos. 55 and 66 were introduced to the trade a

few w-eeks ago and were given an enthusiastic

reception everywhere. Orders from the leading-

phonograph manufacturers have been received

in large quantities and the factory facilities are

being increased in order to take care of the

requirements of the trade.

The perfection of the Heineman 1924 models
was consummated under Mr. Heineman's per-

sonal direction and no detail of manufacture
escaped his official okeh. The General Phono-
graph Corp.'s sales organization is planning an

intensive drive in behalf of the new motors and
there is every reason to believe that they will

soon prove the leaders in the Heineman line of

motors.

Brunswick Dealer Links Up Instruments With
Home Displays—Exhibits Attract Thousands

Mandel & Schwarzman Show What Can Be
Done With Limited Window Space in Featur-

ing Records of a Popular Song Hit

The New York & Queens Electric Light Co.

has arranged a series of exhibitions on Long
Island showing an electrically equipped home,

using the exhibition name "The Home Elec-

tric," and Archie Smith, enterprising owner of

Smith's Brunswick Shop, in Jamaica, L. I., has

linked up the Brunswick line with this show.

The first exhibit was held in Jamaica, featuring

a $7,000 home, and everything exhibited was in

keeping with the assumed income of a $7,000

owner. With this idea in view Mr. Smith ex-

hibited the Brunswick "Raleigh" model as the

proper instrument for this type of home.
Shows are now being held at other points in

Long Island and a notable one is scheduled for

Kew Gardens, where a $30,000 home will be

exhibited, at which a Brunswick Art model will

be one of the features. It is estimated that

30,000 people viewed the home in Jamaica and
the series of exhibits will undoubtedly reach the

attention of hundreds of thousands.

Bloomington, III., October 5.—Small space is

not always a detriment to effective window dis-

play, if the work of H. C. Kupfer, manager of

the A^'ictrola department of Mandel & Schwarz-
man, this city, may be taken as a criterion.

Recently this enterprising manager staged a

CATALOG OF IMPORTED RECORDS

Syrian and Arabian Records Featured by A. J.

Macksoud—Demand Is Steadily Increasing

.\ new catalog of Syrian and Arabian records,

imported under the trade names of "Macksoud,"
"Baidaphone" and "Odeon," has just been is-

sued by A. J. Macksoud, New York, importer
and distributor of these records. Mr. Macksoud
has been engaged in the importation of these
records for the past twenty years and he states

that the demand for these foreign language
selections is increasing daily. The new catalog
comprises selections by foreign artists who are
well known in their respective countries. Clas-
sical and popular numbers are represented and
Mr. Macksoud is making prompt deliveries to

the dealers featuring these records.

Mandel & Schwarzman's Clever Window
window display in which he featured the Victor

record of the song hit, "Cut Yourself a Piece

of Cake and Make Yourself at Home." A
photo of the display is reproduced herewith

and a study of it shows in what an admirable

and efficient manner a most effective window
was arranged despite necessary limitations. The
homy scene pictured brought many interested

persons to a stop before the window and the

publicity thus secured made this a most prof-

itable display.

HALL CO. BUYS VICTOR STOCK

The Hall Music Co., of Brainerd, Minn., re-

cently purchased the entire stock of Victor
talking machines and records of the H. F.
Michael Co., which will confine its efforts to the
dry goods business.

ARNOLD=EDWARpS CO. TO MOVE

Jacksonville, Fla., October 5.—The Arnold-

Edwards Piano Co. e.xpects to move into its at-

tractive new headquarters about the fifteenth of

the month. The Victrola, record, sheet music
and musical merchandise departments will be
located on the main floor and the mezzanine
floor will be devoted to radio. A musical pro-

gram will feature the opening.

Button 114" dia., with body 2%" long

GET THE BOYS AND GIRLS TO
GIVE YOU HOLIDAY PUBLICITY

Here is a novelty that will cost you little and bring you busi-

ness. Sample, all details, and distributing plans ready. Write.
Jobbers—get your salesman on to this at once.

Philadelphia Badge Company
Manufacturers

942 Market Street Phila., U. S. A.
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JUNIOR OPERETTAS
Little Red Riding Hood—the first Junior Operetta on

the market, has met with immediate success. Par-

ents, educators, musicians—all who have the interests

of children and child education at heart—are enthusi-

astic over them.

A Real Operetta

Here is a record produced for the entertainment of

children. The subject, of course, is juvenile; but the

music, far from being the usual nursery rendering of

Mother Goose rhymes, is an artistic, musical composi-

tion—a real operetta—performed by real artists and

musicians.

Adopted by Schools

That is the chief reason why it has already been

adopted by the Boards of Education of five of the

principal cities in the United States, including Bos-

ton, Baltimore and Washington, as part of the au-

thorized school curricula. Another reason is that the

RECORD IS UNBREAKABLE-will withstand al-

most any amount of the roughest handling.

Read What Dealers Say
One Big Brunswick One Big Victor

Dealer Writes: Dealer Writes:

"We received the sample of

"Your set of Junior Operetta your Junior Operetta of

received. ' Little Red Riding Hood,

'

which we think is about the

"We must admit that it is the finest thing yet in the Hne of

finest of its kind." records for children."
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Ideal Gifts for Children

Solves the Xmas Gift Problem
Parents and Christmas shoppers will welcome the happy solu-

tion of the problem, "What shall I give the children for Christ-

mas?", for the Junior Operettas are the ideal Christmas gift rec-

ords for children. And they are the ideal records for you to sell

—three at a time, a complete set

—

3 in Set—in Display Container
Each Junior Operetta is in six parts, on three double-faced

10-inch Unbreakable Records

The complete, wonderfully attractive and compact folder in

which the records are packed, is its own display container (see

illustration) and sells itself on sight. "Little Red Riding Hood"
Junior Operetta is the first in the series. Other subjects coming.

lamOT Opcrma Series
Riding Hood

junior Operetta

Front of Container Container Open as a Display

RETAILS FOR
$2.50

Pcrmdnrnr Non-ftreakaWe Jtecords

Back of Container

Order Diiect or from the following Distributors:

New r
^* Erisman Co.

r^„j^^j 1
175 Tremont StreetEngland

[ Boston, Mass.

Pennsylvania
Maryland -i

Southern Jersey

General Radio Corp.
10th and Cherry Streets

Philadelphia, Pa.
and

1005 Liberty Avenue
Pittsburgh, Pa.

Metropolitan
District

Bristol & Barber, Inc.
3 East 14th Street
New York City

VULCAN RECORD CORPORATION
15 East 40th Street New York City

lilllllllllillllllllllllillllllllllllillllllllllllllllllllllllillll^ llllllllllllllllllllllllllllllllllllllllllilllllllllllllllllllllM
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RICHMOND
Business Good—Trade Expansions
—Fairs Bring Business—M. N.

Kiihn Resigns—The Month's Neias

Richmond, \"a., October 7.—The Corley Co.,

Victor distributor, reports that dealers in its

territory are greatly pleased over the Victor

weekly release plan. They also voice pleasure

at the liberal policy of the Victor Co. in giving

full credit for single-faced records exchanged

for the new double-faced Red Seals. These

records are reported to be meeting with a ready

sale throughout the territory. The Corley Co.

is finding the new Victor art models very popu-

lar with the trade, the demand being consider-

ably in excess of the supply. Frank W. Corley,

vice-president of the company, has just returned

from a visit to the factory in Camden, where he

placed orders for the Fall trade.

Enlargements and Removals

The McGehee Furniture Co., of Lynchburg,

which is moving into a new store, has taken

over the Victor business of the Beardsworth-

Bond Music Co.

The Efird Department Store, Charlotte, N. C,

has also taken on the Victor and, with C. E. F.

Inman in charge, is prepared to push that line

and to make it one of its leaders. Mr. Inman

was formerly with the A. M. Alexander Co., of

Spartanburg, S. C.

Frederick W. Schwoebel, manager of the

wholesale department of the Corley Co., recently

made a business trip through western North

Carolina, finding business in practically all lines

of trade in prosperous condition.

Miss Gertrude Miller, clerk in the retail de-

partment of the Corley Co., has returned from

a vacation trip spent in the Middle West. This

department reports medium-priced consoles as

the best sellers in the line of models.

Cash in on Fairs

But few of the Richmond talking machine

stores had exhibits at the Virginia State Fair,

held the first week in October, but they cashed

in on the crowds that flocked to the city to

attend this annual event. Lack of suitable pro-

vision for display of their special wares is un-

derstood to be the reason why more of them

do not exhibit at the Fair.

Several other Virginia cities held fairs in Sep-

tember, among these being Lynchburg and

Fredericksburg. In both these places dealers

report increased business resulting from the

fair crowds. In Fredericksburg R. A. Kish-

paugh, Victor dealer, had an exhibit and was

pleased with results attained.

Colonial Corp. Expands
James Cowan, president of the Colonial Pi-

ano Corp., Columbia dealer in Richmond, and

family have returned from a three weeks' cahip-

ing trip to Canada. Mr. Cowan is planning to

double the number of booths in his store to

accommodate his trade, the plans calling for

the addition of six booths.

Continued demand for concert Actuelles is re-

ported by the Goldberg Bros. Co., Pathe dis-

tributor. Several of these machines are now
being tried out by fraternal organizations in

Richmond as entertainment features at lodge

meetings and luncheons. LeRoy Goldberg and

H. B. Goldberg were both in New York re-

cently on a buying trip.

Activity With C. B. Haynes Co.

The C. B. Haynes Co. reports good business

throughout its territory. It recently received a

shipment of four carloads of machines for dis-

tribution to its trade.

M. M. Kuhn, assistant sales manager of the

DESCRIBES CONDITIONS IN GERMANY

Robert B. Wheelan, President of Health Build-

ers, Makes Some Interesting Observations

Anent His Visit to European Countries

Robert B. Wheelan, president of Health

Builders, Inc., New York, producer of the

Health Builder record sets of Walter Camp's

"Daily Dozen," made an interesting survey of

European conditions during his vacation abroad

with Mrs. Wheelan. Mr. and Airs. Wheelan
spent considerable time in Germany, Switzer-

land and England. Conditions in Germany Air.

Wheelan described as unbelievable. In discuss-

ing the situation in that country Mr. Wheelan
stated, in part: "Theoretically, there should

be a tremendously good demand for talking ma-

chines and records in Germany, for, due to the

fluctuation of the mark and its steady down-

ward tendency, people are spending money
as quickly as they receive it. The savings bank

has been obliterated in Germany, for w'hat

might be a fortune one day within a week will

not be enough to purchase a postage stamp.

The drop in the valuation of the mark is so

great from day to day that the average person

hesitates to hold the money even overnight and

C. B. Haynes Co., Edison jobber, resigned on

October 1. Mr. Kuhn had been with the firm

for several years, coming to Richmond from

the Edison factory. It is understood that he

plans to connect with another line of business.

No successor to Mr. Kuhn has yet been named.

Reason for Optimism
According to the October 1 report of the Fed-

eral Reserve Bank of Richmond for the Fifth

District the Carolinas in particular have fine

tobacco crops and prices are considerably

higher than a year ago. Cotton prospects are

declared to be better in the district than in most
other cotton grow'ing sections, with prices quite

satisfactory, conditions which make for general

good business, in which the talking machine
trade will share.

New "Talker" Departments

The Worley Furniture Co., which operates

furniture stores in Wilson, Selma and Smith-

field, N. C, is opening a talking machine de-

partment and will handle Victor machines and

records in all three stores.

Sterchi Bros., Inc., are opening a furniture

store in Asheville, N. C, and will have a talk-

ing machine department. They will handle the

Columbia.

usually seeks to buy something of standard

value as soon as he receives the money. While

in Berlin I visited one of the leading talking

machine stores and asked the price of a stand-

ard record in marks, which had to be looked

up according to the current rate of exchange

before the price could be stated. I found it

was a custom in talking machine establishments

to reprice every article at the opening of each

business day in accordance w'ith the current

value of marks in relation to foreign money.

It, therefore, seemed to me that talking ma-
chines and records, being of standard value, a

great number of people would want to spend

their marks in this direction, although I never

noticed any heavy buj'ing in an}- of the talking

machine establishments while I was in Ger-

many. The talking machine situation in Switzer-

land and England seemed fair, although not to

be compared in any sense to the advanced con-

ditions in the trade in this country. I found

a number of portables were being sold abroad,

but these seemed all to be of decidedly cheap

construction and not comparable with the port-

ables made in this country."

NEW LOPEZ RECORD POPULAR

Okeh dealers generally are evincing keen in-

terest in the latest record made by Vincent Lo-

pez and His Hotel Pennsylvania Orchestra.

This record features on one side "I Love You"
and on the other "What Do You Do Sunday,

Alary?", both numbers being from popular mu-
sical comedies. "I Love You," from "Little

Jessie James," is proving one of the best-selling

hits of the day and A'incent Lopez gives this

selection his usual individual interpretation.

DEATH OF R. S. PEER'S FATHER

R. S. Peer, of the general sales department

of the General Phonograph 'Corp., New York,

manufacturer of Okeh and Odeon records, is

receiving the synipathj- of his many friends in

the trade upon the death of his father, A. B.

Peer, who died at Greensburg, Pa., on Sep-

tember 26. The late Mr. Peer w-as well known
in the talking machine trade, having been iden-

tified with the industrj- for many j-ears as a

member of the Columbia Graphophone Co.'s staff

at Kansas City, AIo. The interment was held

at Canandaigua, N. Y., and w-as attended by

friends and relatives.

BRUNSWICK SHOPPE IN ELYRIA

Elyria, O., has a new talking machine agency

in the Brunswick Alusic Shoppe, which was

opened this week. This is one of the recent

newly opened Brunswick agencies, under super-

vision of the Cleveland headquarters.

Disc and Annberola
Instruments

SALES

DISTRIBUTORS

Tg /life

NEWPMSON
COMPABISON WITHjETHfitlVING ARTIST

-REVEALS- NCjiDjiSEBENCE

Recreations and
Amberol Records

PROFITS

Brisk fall business has begun and the busy
winter season is approaching

A few more dealerships must be established

to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

ACT NOW

RlCHMOND,VlRGINIA
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A
Novel

Creation

The

Ideal

Holiday

Gift

Thousands of homes are now enjoying the exquisite music of the "Treasure Chest."

Many more thousands will be added during the Fall and Holiday seasons. People who
have heard the six Victor Records of the "Treasure Chest" frankly say, "It is a

revelation, we had no idea that there were such beautiful instrumental recordings of

foreign music."

The "Treasure Chest" with its six ten inch Victor Records (12

instrumental recordings) is distinctly unique, and is something

that presents to every Victor Dealer a most unusual selling item.

As a gift there is hardly anything more appropriate or desirable,

especially during the Holiday Season.

To sell your customer a "Treasure Chest" is to do him a decided service, for it means

his happiness, entertainment, recreation and education—all for the modest price of

$5.00.

You, Mr. Victor Dealer, will do well to have the "Treasure Chest"

in full display both in your show window and on your service

counter. It is an item that will sell itself at sight. Remember,
too, there is nothing in the Talking Machine Business that has

such a strong appeal. Not only will the sale of the "Treasure

Chest" prove profitable to you, but it will create good will on the

part of every customer who buys it.

Progressive, alert and up-to-the-minute Victor Dealers will have the "Treasure Chest"

on hand to meet the demand of their customers.

This is the moment for you to put in a liberal stock. Every Victor Wholesaler is now
in a position to supply you immediately.

C. BRUNO & SON, Inc.

351-353 Fourth Avenue

Victor Wholesalers to the Dealer Only

New York
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BUFFALO
Victor Supremacy
Victor weekly releases, coupled with the
double facing of Victor Red Seal records,

means unlimited sales possibilities for

the aggressive Victor retailer. The new
Victrolas 400, 405 and 410 are the finest instruments
ever presented to the trade, and will be important fac-
tors in making 1923 "A VICTOR YEAR."
Victor products will be at a premium this Fall. There
is going to be an unprecedented demand for Victrolas
and Victor records, and orders placed now will enable
you to meet this demand.

We are at your service

CURTIS N. ANDREWS
Victor Distributor

BUFFALO, N. Y.

Instrument Shortage Is the Only

. Cloud in Bright Fall Business

Sk\—The. Month's Ne-zvs Budget

Buffalo, N. Y., October 7.—Early October

shows the talking machine trade to be in a

flourishing condition. Dealers and jobbers

throughout the western New York district have

had one of the best early Fall seasons they

have known for a number of years. Many re-

port that sales have far surpassed the great

volume of last year's business. Shortage of

instruments is the only thing that is casting

a shadow over the horizon of a bright Fall and

Winter season.

C. E. Siegesmund, sales manager of Curtis

N. Andrews, Victor jobber for western New
York, says that business for September showed

a much larger sales volume than the same

month a year ago. "I do not believe that stock

in the dealers' and jobbers' hands was ever so

low at this period of the year," Mr. Siegesmund

said. "It is the hope of Victor dealers and

ourselves that the factory will be able to speed

up production to meet the Fall demand, and

the enormous holiday demand that is bound to

come." Since the beginning of cool weather,

the record business has been good, and the new
Red Seal records are meeting with public favor.

F. D. Clare, of the Iroquois Sales Corp., dis-

tributor of Strand talking machines and Okeh
records, reports Fall trade far exceeding their

expectations. G. R. Kuehner and H. A. Schens-

born, district salesmen, are sending in very

large orders for early delivery of Strands and

Okeh Records. Mr. Kuehner has opened up

several new accounts in the western section of

the State. The Camp-Fone, a new portable

machine recently added to the Iroquois Sales

Corp.'s line, is meeting with favor of dealers

here, and many accounts have been opened in

surrounding towns.

A. H. Fleishman, manager of the Victor de-

partment of the Wm. Hengerer Co., says they

have had an unusually good Fall trade. This

department received a great deal of advertising

through the store's anniversary sale.

The new piano department of Neal, Clark &
Neal, who have had one of the finest Victor

stores in this part of the country, will formally

open about November 1, according to Clarence

Lucore, manager of the department. The store

is going through the process of reconstruction,

and the rapid progress made indicates it will

soon be ready for opening. Besides featuring

the .^.mpico and the Knabe they will carry a full

line of pianos, Q R S rolls and sheet music,

as well as band and orchestral instruments.

The Victor department will remain on the first

floor, and will receive the same close attention

that it has heretofore had.

Stanley Bros. Furniture Co., Erie, Pa., re-

cently suffered the entire loss of its stock

through fire. The loss is estimated at $100,000.

Strand talking machines and Okeh records were

featured in the music department.

Dealers in Columbia records benefited by

the appearance of Ted Lewis and His Band
which gave a concert dance in Elmood Music

Hall recently. The band came to Buffalo with

"the Passing Show," and left with them on

their trip to Chicago.

John G. Schuler, Inc., has erected a very at-

tractive sign board at Delaware avenue and
Tacoma street, featuring the Sonora. Numer-
ous new accounts brought to the store have

been the direct results of the sign.

The Hoffman Piano Co. is tying up with

large and attractive newspaper advertising of

the Brunswick. R. E. Smith, salesmanager, re-

ports that good results of the advertising have

already been felt.

"The talking machine business is showing a

marked improvement over that of last year at

this time," said O. L. Neal, of the Buffalo Talk-

ing Machine Co., Victor distributor. "The
principal thing concerning us this year is the

supply of goods. The shortage of supply in

the most popular models is becoming serious,"

he said. "There is every indication of a tre-

mendous Fall business."

The Bellanca Furniture Co. has opened its

new store on Niagara and Virginia streets, with

a very attractive Victor department.

C. Fred Danielson, of Jamestown, N. Y.,

opened his new store on October 5. About
a year ago, one of his two Jamestown music

stores was destroyed by fire. The building was
replaced by a beautiful structure, modern in

every respect.

Charles Liske has begun work on the addi-

(Continued on page 58)

As Buffalo is the power distriburion center of this great territory

So is the

BUFFALO TALKING MACHINE COMPANY
776-778 WASHINGTON STREET

Buffalo, New York

the power distribution center of Victor machines

and records. The Buffalo Talking Machine Co.

service forms a truly appreciated w^ork. It fur-

nishes a power of incentive to the Victor dealer that

helps materially. Why not let us help you?

Just write or wire
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The INSTRUMENT FOR PARTICULAR PEOPLE
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Three Reasons Why the Kimberley is a Sales Leadei

1. DISTINCTIVE CABINET DESIGNS

2. HONEST VALUES
3. UNUSUALLY LIBERAL DISCOUNTS

Unusually Liberal Discounts

The discounts we offer to the trade are exceptionally

liberal, but we are not sacrificing quality to provide

for this discount. By cutting down our overhead to

a minimum, by manufacturing in large quantities and

by reason of unusually favorable factory and shipping

facilities, we can give the dealer or jobber far larger

discounts than the recognized trade figures.

You Need the KimberleyAgency Now
The Fall season is here, and you must have a recog-

nized sales leader to get your share of the business.

Write today for our illustrated catalog, showing the

complete Kimberley line, consisting of seven models,

retailing from $100 to $275. Let us tell you all about

our special dealer proposition. It will mean money
in your pocket.

There is limited territory open for a few
jobbers. If you are interested write today

The Kimberley Phonograph Company of New Jersey

Perth Amboy, N. J.

Factory:

Perth Amboy, N. J.

Office and Show Rooms:
206 Broadway, New York Citj
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In New York as in

Chicago, Boston, St.

Louis, Detroit and

other cities thruout

the country, dealers

are featuring the 50c

record heavily.

Experience has

taught them that the

public has become
buying wise.

That public now
knows beyond all

doubt that the good
50c record (one that
retails at 50c) gives
full 75c worth of rec-

ord value. Therefore
it insists on the good
50c record.

And always the
dealer finds that the

50c record brings him
a greater turnover and
a larger total profit

than he ever believed

possible.

REGAL RECORD CO.

GLEANINGS FROM TRADE IN BUFFALO
(Continued from page 56)

tion to his music store on Genesee street, which

will greatly add to the space and attractiveness

of his sales department.

Oscar Stransburg, of Jamestown, has returned

from a visit to relatives in Sweden. He greatly

enjoyed his ten weeks' tour of Europe.

The S. J. Butler Piano Co. has moved from
496 Genesee street to larger quarters at 1414

Jefferson avenue.

William Goold, father of T. A. and George
Goold, of Goold Bros., Inc., has returned from

a four months' tour of Europe.

The American Music Festival, held in BufTalo

during the week of October 1, was backed by
the local music trade, and received the moral

and financial support of many talking machine
jobbers and dealers. Boxes were held by the

following members of the talking machine

trade: C. N. Andrews, W. H. Daniels, E. L.

Hengerer, B. E. Neal, O. L. Neal, Edward P.

Erion and Arthur Victor.

The Howard Furniture Co., Inc., of James-
town, has moved from the Hall block to the

Lyric Building.

The Victor Dealers' Association will hold its

annual meeting in the Hotel Statler about the

middle of October, when officers for the year

will be elected.

W. C. Fuhri, of the General Phonograph Co.,

New York, stopped over in BufTalo en route to

Texas and was a visitor at the offices of the

Iroquois Sales Corp.

J. H. Robertson is a new member of

Victor sales staf? of the J. N. Adam Co.

was formerly with the Heintzman Co., in

Toronto, Can.

G. H. Woodcock, formerly with G. H. Hop-
penberg, is now a member of the sales force

of the piano department of the Brunswick Shop.

Salesmanager C. O. E. Curtis, of the Bruns-

wick Shop, says the Brunswick is meeting with

great favor. The new model Columbia has

been received, and the new automatic motor is

a good selling point, which has produced good
results, he says.

20 W. 20th ST. NEW YORK

the

He

E. A. FEARN VISITS OKEH OFFICES

President of Consolidated Talking Machine Co.
Calls on New York Trade—Gives Optimistic

Reports on Business Conditions

A recent caller to the offices of the General
Phonograph Corp., New York, was E. A. Fearn,

president of the Consolidated Talking Machine
Co., Chicago, with branches in Minneapolis and
Detroit. This company is one of the most suc-

cessful Okeh jobbers in the country and while
in New York Mr. Fearn conferred with W. C.

Fuhri, genera! sales manager of the General
Phonograph Corp., regarding plans for the com-
ing year. In a chat with The World he stated

that record business in the Middle West was
excellent, with the dealers in his territory keen-

ly enthusiastic regarding the latest lists of

Okeh, Odeon and Fonotipia records. Mr.
Fearn is generally recognized as one of the

best-posted wholesale men in the country and
his comments regarding general business con-
ditions are based on the report of his sales staffs

in Chicago, Detroit a*nd Minneapolis.

NEW COLUMBIA AGENCY IN DETROIT

Among the new accounts recently opened by
the Columbia Graphophone Co.'s Cleveland
branch is that of M. McCaffrey, of Detroit, who
for a number of years has been the leading

Singer sewing machine dealer in that city and
who at present has four stores. He has an
outside selling organization of twelve men and
they are all going to be turned loose on phono-
graph sales. The McCaffrey organization and
the Summerfield & Hecht Co. salesmen are

making preparations to stage a contest, the re-

sults of which should be of considerable inter-

est from a sales standpoint.

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica direaly.

We supply the largest Phonograph Manu-
facturers.

Ask for our quotations and samples before

placing your order.

American Mica Works
47 West St. New York

H. L. DAHNER OPENS NEW STORE

Formal Opening of Mandan, N. D., Establish-

ment Draws Crowds—Edison Phonographs

and Musical Instrument Lines Featured

Maxpan, N. D., October 6.—The formal open-

ing of the new store of H. L. Dahner, Edison

dealer, this city, was an event that will long

be remembered. The illustration shows the

Crowd at Formal Opening of Dahner Store

establishment during the opening and the large

crowds which filled the interior and the side-

walk and street in front of the store. The
concern features Edison phonographs and rec-

ords and handles pianos and musical merchan-

dise of all kinds. Mr. Dahner is widely ex-

perienced in the music business and is well

known as one of the livest members of the

trade in this territorv.

NEW MUTUAL TONE ARM A WINNER

Represents Departure From Usual Design of

Tone Arm—Well Received by the Trade

The Mutual Phono Parts Mfg. Corp., New
"N'ork City, which recently introduced the No.

4 tone arm with the new No. 4 reproducer, re-

ports that this new phono part has gained con-

siderable popularity throughout the industry.

This new addition to the Mutual line is en-

tirely original as to design in both the tone

arm and reproducer, but retains the standard

of construction and finish which has character-

ized Mutual products in the past. Discussing

the new arm, Andrew P. Frangipane, secretary

of the company, stated: "In the No. 4 tone

arm and the reproducer we endeavored to give

the trade something different in this respect

and yet attractive and good. The arm is of the

popular throw-back type and with its swelled

base presents an attractive appearance. We be-

lieve that the pentagon-shaped sound box will

be a welcome relief to many from the staid

equipment used heretofore. We were not con-

tent, however, to alone improve the appearance

of the tone arm and sound box, but our engi-

neers spent a long period of time to improve

the tone, which is full and resonant."

MOTORS
Ready for Delivery

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

MERMOD & CO., 16EasV23dSt.

Telephone Ashland 7395
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New tist 5100.00
Model 17

Brown Mahogany or
American Walnut
Round Ivory Horn,
record shelves, gold

equipment.

New List $123.00
Model 20

Brown Mahogany Only
Music Master Horn
No. 44 Motor, record
album filing device.

All exposed parts gold-
plated;

Model 100
Height, 36"; width, 36";
depth, 24". Adam Brown
Mahogany or American

Walnut.

Model 123
Height, 36"; width, 36";
depth, 24". Adam Brown
Mahogany or American

Walnut.

No Better Tone Instrument

In the World

TWO

High Grade Lines of Phonographs

With a Price That Will Sell

Every instrument on this page is ex-

ceptionally good, regardless of price,

with the house back of it for years.

We offer you phonographs that are

masterful in their perfection of high

grade cabinet work, exquisitely

finished by skilled workmen, and

when you sell one of these perfect

tone producing instruments, you
prepare the way for another sale.

The more closely you analyze our

high grade construction, combined

with perfect tone quality, the more

fully will you realize its unqualified

value.

Write for our booklet and net prices,

which are exceptionally low, in large

or small quantities of either line.

Player -Tone Talking Machine Co.
Office and Salesrooms

632 Grant

Street

Model 40

All gold equip-

ment, with 5

record filing al-

bums. $150.00

Pittsburgh,

Pa.

Model 30

All gold equip-

ment, with 5

record filing al-

bums. $135.00

$150.00

Model 901

All Gold Equipment

1(80.00
Model 310

Mahograny and Oak

$100.00
Model 311

Oak or Mahogany

^$110.00
Model 314

Oak, Mahogany or Walnut

SI'J.'i.OO

Modfl 316
Oak or Mahogany
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HEALTHY CONDITIONS
IN BROOKLYN TRADE

Dealers and Jobbers Are Optimistic Over Out-

look for Winter Months—Dealers Broadening

Out Their Lines—Window Displays Prove a

Profitable Investment — Featuring Musical

Merchandise—Talking Machines at Nassau

County Fair—Other News of Interest

\ \ \\ W M I // / //// /

The business outlook in the Brooklyn and

Long Island territory is better than it has been

for some time, according to reports of jobbers

and retailers. One indication of the optimistic

feeling prevailing in the trade is the number of

dealers who are adding new lines of talking

machines and records. There seems to be a

growing tendency to handle more than one line

of instruments because, as one dealer expressed

it, "Some people have preferences for certain

makes of machines which no amount of argu-

mejpjcan change. Indeed, where only one line

is handled and the fact is generally known, we
have found in our outside selling efforts that

we never had a chance with these particular

prospects." Another factor which is the basis

for considerable optimism is the general pros-

perity among all classes of workers. There is

plenty of work, especially in the building trades,

and salaries are as high and in many cases

higher than they ever have been. The middle

classes, to whom the great bulk of sales are

made, are liberal spenders and this year thej

will have plenty of money to spend for Christ-

mas and other holiday gifts.

Window Displays Draw Trade

Window displays are proving good business

getters for those dealers who are devoting time

and attention to this particular phase of pub-

licity. One of the leaders in the matter of

window display in this territory is the Brook-

lyn branch of the Aeolian Co. C. G. Davis,

manager of the branch, gives a great deal of

thought to his windows and invariably the dis-

plays aie out of the ordinary and eye-arresting.

Another window which is attracting consider-

able attention is that of Krakauer Bros., 1653

Pitkin avenue, which is featuring the Sonora

The talking machine department of the Sterling

Piano Corp., 81-87 Court street, under the man-
agement of E. T. LeTure, has also arranged

some excellent window displays. The Sterling

Piano Corp.'s new quarters at the above ad-

dress are located on a busy corner and the win-

dow facilities are unusual. Both the talking ma-

Better Now, Than Too Late

WEEKLY RELEASES OF
DOUBLE FACED RED SEAL
RECORDS, PLUS THE MOST
COMPLETE LINE OF INSTRU-
MENTS, INSURE BIG BUSINESS
FOR VICTOR RETAILERS THIS
FALL AND WINTER.

Have You Anticipated Your Requirements?

chine and piano departments are on the main

floor, with a partition dividing the two depart-

ments, each of which has its own windows for

display purposes. Another publicity stunt which

this company is about to launch consists of a

booklet in which illustrations of the various de-

partments appear. The talking machine section

will be given prominent space. According to

Mr. I.eTure, these booklets will be mailed to a

selected list of prospects and customers. Direct

mail has proved a real business stimulator for

this live manager.

Dealers Displaying Musical Merchandise

Many talking machine dealers are devoting

window display space to small musical instru-

ments, indicating that the importance of a mu-

sical sideline is being more generally realized.

Indeed, many of the concerns in this territory

have installed complete and up-to-date musical

merchandise departments which are in charge

Liberal and Active Service

to Dealers

Four Points of

SERVICE
to Dealers this Fall

THE INSTRUMENT OF QUALITY

onorj
CLEAR AS A BELL

1. Sonora is accepted as the Finest

Talking Machine in the World.

2. The models are the most artistic in

the market.

3. Strong National advertising and
plenty of display material.

4. Our service to dealers in efficient

deliveries and 100% selling co-

operation.

Write and ask us to analyse your prof'O-

sifion. All letters are anszvered promptly.

Long Island Phonograph Co., Inc.
17 Hanover Place, Brooklyn, N. Y. Telephone Main 1217-18

Sonora Distributers for Brooklyn and Long Island

of experienced men. The opportunities in tliis

field of the music business are right in line with

those in the talking machine field, according to

a Brooklyn dealer who handles both. He de-

clared that he had sold a surprising number of

small musical instruments to members of fami-

lies who had purchased a talking machine and

records from him.

Hempstead Shop Displays at Fair

One of the finest exhibits at the annual Nas-

sau County Fair, which is held at Mineola,

L. I., was that of the Hempstead Music Shop,

of Hempstead, which had a large booth, in

which were displayed Sonora phonographs and

Vocalion records. This booth was one of the

centers of interest and, while no sales were
made during the Fair, a number of live pros-

pects were secured. Several people, after view-

ing the exhibit, requested that a representative

of the Hempstead Music Shop call at their

homes to give further information concerning

the various instruments.

Stores Change Hands
Among the stores which changed hands dur-

ing the past few weeks was the Fort Hamilton
Music Co., 446 Eighty-sixth street, Brooklyn,

which is now owned by Mrs. Eskrin, who for-

merly owned the Flatbush Music Shop and who
has had wide experience in the merchandising

of talking machines and records. Brunswick,

Columbia and Sonora instruments are handled.

The Park Music Shop, 1514 New Utrecht ave-

nue, has been purchased from J. F. Kissel by

John Strigliano. This concern features the So-

nora line.

Brooklyn Concern Chartered

The firm of Edward Strauss, of this city, has

been incorporated under the laws of New York
to deal in talking machines, with a capital of

$50,000. Directors are Howard Strauss, Eliza-

beth Satlein and Celia Cartoon.

A. Centonze Co. in New Home
The A. Centonze Music Co., distributor of

records and music rolls, is now occupying spa-

cious and attractive new quarters at 174 John-

son avenue, Brooklyn. The concern reports a

growing demand for records and rolls. The
roll catalog has been increased by the addition

of the following new numbers: "Labruzza

Duci," "Felicita," "Paradise," "Dolce Speranza,"

"Angelo Maestono" and "Alba D'Amore."

Expect Big Sonora Holiday Trade

The Long Island Phonograph Co., Sonora

jobber, with headquarters in Brooklyn, is ex-
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The New Columbia is Superior!
No more blast!

The New Columbia Reproducer makes blast a thing of yesterday.

Excessive vibration, the cause of blast, is taken up at its source by the patented,

exclusive Columbia "shock absorbers" that eliminate this distressing defect.

All records sound better on the New Columbia.

COLUMBIA GRAPHOPHONE CO.
New York

pecting the heaviest Fall and holiday business

in its history as a result of the unusually heavy

ordering by dealers, who apparently are deter-

mined not to be caught short of stock when
the holiday buying begins in real earnest. The
Long Island Phonograph Co. recently urged the

dealers to estimate their requirements for the

Fall, so that it could make some provision to

meet all demand, avoiding, as far as possible,

the usual annual dearth of instruments.

Among the new Sonora accounts opened re-

cently is included Harold R. Mulford, Green-

port, L. I.

Through error there appeared in this section

of the last issue of The World the statement

that the Pravder Music Shop had added the

Sonora. The Pravder Music Shop handles the

Edison and Columbia lines.

American T. M. Co. Busy
The American Talking Machine Co., Victor

distributor for the Brooklyn and Long Island

territory, is enjoying a busy season. Fall or-

ders are coming in in excellent volume and the

outlook for an unusual holiday business is

bright. R. H. Morris, president of the com-
pany, has just returned from a vacation which
he spent motoring to Massachusetts. He drove

his daughter to Mt. Holyoke College, South
Hadley, Mass.

Moves to New Quarters in Corona
The Corona Music Store, which is conducted

by Vincent M. Padula, has removed from 129

Forty-sixth street to 99 Forty-sixth street,

Corona, N. Y., where larger and admirably
equipped quarters are now occupied. This con-

cern handles Sonora phonographs and Vocal-

ion, Columbia and Victor records.

Mager's Music Shop Expands
Mager's Music Shop, Victor dealer, recently

purchased the business of Benton's Music Shop,
Cedarhurst, L. L, which will continue under
the new management. A complete line of Vic-

tor machines and records, pianos and musical

instruments is handled.

BUSINESS VALUE OF CONCERT WORK

Excellent Opportunity of Gaining Good-will of

Music Lovers Through Co-operation in Stag-

ing Concerts and Recitals

The experiences of talking machine dealers

who have co-operated in staging concerts have
proved that work of this character is decidedly

profitable. There are many dealers who have a

regular program of concerts which they stage

in their stores or in special quarters secured for

that purpose. Window displays and advertising

are resorted to to tie up with these events and
in all cases where the plan has been given a

thorough tryout sales of records have been

stimulated.

This is an excellent work and the value which

the dealer can derive therefrom cannot be em-
phasized too strongly, but there is another field

where concert work can be made to pay divi-

dends in sales and good-will. In practically

every city, town and village throughout the

country there are music clubs, social organiza-

tions and a variety of other groups where music

is a welcome addition. The organizations de-

voted principally to music offer probably the

best outlet for the energy of the dealer in this

direction. Co-operating with these bodies in

making their concerts and recitals a success will

do much to build good-will and, furthermore,

it must not be forgotten that the best type of

customer for the music store is the music lover,

and members of musical organizations are cer-

tainly in that class.

LOUIS UNQER ON MID^WEST TRIP

Louis Unger, general manager of the Reflexo

Products Co., Inc., New York, sole distributor

for the W. H. Bagshaw Co., left recently on a

six weeks' sales trip through the mid-West in

the interest of Gilt Edge and Reflexo blue steel

needles. He reports the prevalence of an active

demand.

Pochler Die Cast Zinc and Aliiminnm Alio?"
Plionograph Reproducers.

The finish to be given die-cast parts in various

metal alloys—plating, enamel, etc.—sometimes
involves problems new to the die-casting user.

Daily contact with every phase of industrj-

using die-castings, and constant research along
chemical and metallurgical lines, enable

Doehler engineers to be of material assistance

in special problems like this.

The Doehler Company willingly places its ex-
perience and resources at the disposal of its

customers, in using Doehler Die-Castings for
the best results.

BROOKLYN. N.Y.
TOLEDO. OHIO.

A. CENTONZE MUSIC CO.
PUBLISHERS

Distributors and Jobbers in

RECORDS and PIANO ROLLS
174 Johnson Avenue Brooklyn, N. Y.

COTTON FLOCKS
. FOR.

Record Manufacturing

THE PECKHAM MFG. CO., ^i^V^Vl^r/.
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Hark! It must be
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RachmaninofF himself!

/he inference was excusable; for, in every*

/ thing except actual physical presence,

the New Edison Re -Creates the living

artistes true performance*

This almost miraculous achievement was

made possible only by the unusual ideal of

MnEdison and his unlimited facilities for the

research which required years of painstaking

study and the fortune of $3,000,000 poured

into laboratory tests which resulted in the

New Edison—the actual Re-Creator of the

living voice*

Its superiority is continually proven—by con-

trast with phonographs of other make—and
by the final, conclusive test of comparison

with the living artists*

Small wonder, then, that the public has re-

sponded with a demand that taxes Edison

manufacturing resources and makes good
business for Edison dealers*

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

EDISON
G R A P H
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and it is Rachmaninoff

P H O N O
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Re-Created!
VERY glorious color and tint of tone; every

delicate shading; every perfection that

distinguishes the master musician, have been

preservedandRc'Created by theNewEdison*

Wherever shown, wherever heard, the New
Edison wins public approval; and the ever-
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VISIT STARR PLANT AT RICHMOND

Delegations of Retail Distributors From Penn-

sylvania, West Virginia, Eastern Ohio, Indi-

ana and Chicago Entertained at Starr Plant

Richmond, Ind., October 6.—Ideal weather,

together with the enthusiasm of the visitors,

made the trip of the delegation' of dealers

headed by H. C. Niles, of the Starr Phonograph
Co., Pittsburgh, to the factories of the Starr

Piano Co. a most happy and profitable occa-

sion recently. H. C. Niles, formerly advertising

manager of the Starr Co., is distributor of that

organization's products for Pennsylvania, West
Virginia and Eastern Ohio. The trip was the

occasion for a general inspection of the great

Starr factories and their products. Visitors

from the company's Chicago, Indianapolis, Cin-

cinnati and Richmond branches with dealers

were also in attendance.

The day started with a breakfast at the Arling-

ton Hotel, followed by a thorough trip through

the Starr factories, where every department was
visited and all operations of production \vere

observed. All visitors, officers of the company,

heads of departments and factory foremen wore

badges bearing their names and information as

to company connections, which added greatly

to the get-together spirit.

At noon a lunch was served buffet style in

the phonograph inspection department. At the

end of this room, amid Fall decorations, were

exhibited Starr pianos, Starr phonographs and

the latest Gennett records, which were admired

and created much interest. The styles were

demonstrated continuously throughout the day.

Late in the afternoon phonograph records

were made by the party at the factory recording

room, a feature which was enjoyed on account

of its novelty.

The visitors motored at the close of the day

to the farm of the Starr Piano Co., west of

Richmond, where a barbecue of beef, lamb, pork

and all the trimmings occupied their attention

until train time.

Among the guests of the company w-ere A. O.

I.echner, Lechner & Schoenbergor, Pittsburgh;

Wm. Cooper, Cooper Bros., New Kensington,

Pa.; R. E. Stone, R. E. Stone Co., McKeesport,

Pa.; H. C. Millemen, Millemen Piano Co., El-

wood City, Pa.; John Cooper, Cooper Bros.,

of New Kensington, Pa.; Paul Mechling, Daw-
son Bros. Piano Co., of Pittsburgh, Pa.; R. R.

Myers, Spear & Co., Pittsburgh; C. W. Books,

Pioneer Music Co., Indiana, Pa.; I. D. Walker,

Faller Bros. Furniture Store, Donora, Pa.; J. W'.

Gongaware, Latrobe, Pa.; Ira D. Mencher,
Ligonier, Pa.; F. A. Faller, Faller Bros. Furni-

ture Stores, Wilmerding, Turtle Creek and
Donora, Pa.; H. C. Niles, Starr Phonograph
Co., Pittsburgh, Pa.; Oscar Decoster, Decoster

Bros., Jeanette, Pa.; B. S. Lyde, Spear & Co.,

Pittsburgh, Pa.; L. C. Milheim, Butler, Pa.;

Richard Winter, Robert Winter Music Co.,

Irwin, Pa.

The Indianapolis visitors were H. G. Hook,
\. J. Apple, Russell Dierdorf, Mrs. Ruth Troup,

Miss Johanna Gilday, all of the Indianapolis

Starr store; also W. G. Wilson, Widener Grafo-

tiola Shop; Minnie Springer, Taylor Carpet Co.;

D. H. Craft, D. H. Craft Co.; I. Seidel, Seidel

Music Co.

The Chicago visitors were William P. Krause,

Walter Melrose, music publisher; C. H. Buell,

Remick's Department in Hillmans; S. J. Hein,

Waterson, Berlin & Snyder; Air. Conover, Starr

branch; F. D. Wiggins, manager Starr branch.

From the Richmond retail store w-ere W. P.

Benner, manager; F. C. Templin; J. M. Wallace,

jr., Wallace Music Co., Alarion, Ind.; G. W.
Duckw-ell, Palace Department Store Co., Green-

\ille, Ohio, and E. I. Pauling, manager, Cin-

cinnati Starr branch.

MOVES TO LARGER QUARTERS

Musiccd Products Distributing Co. Increases

Wareroom Space at Same Address

The Musical Products Distributing Co., New-

York, distributor of Pooley phonographs and

Vocalion records and manufacturer of the

"Standex" display stands, is now- occupying new-

and larger quarters at 37 East Eighteenth

street. New York. The company has been

established at this address for several years

past, but increased business necessitated more
adequate facilities and the entire sixth floor w-as

leased. The interior has been attractively dec-

orated with a handsome displaj- room for the

accommodation of Pooley phonographs. B. D.

Colen, president of the company, states that

the sales totals for September were far ahead

of last year, with every indication that the

last quarter of the year will exceed all ex-

pectations.

EDISON AGENCY TO A. C. BURGESS

The music store of the George A. Clark Co.,

in Oberlin, O., has been discontinued. The
Edison agency, with Edisons in stock, has been

sold to A. C. Burgess.

The M. H. Housel Co., of Williamsport, Pa.,

is remodeling the building at 143 West Fourth

street, into w-hich it w-ill move November 1.

VICTOR WHOLESALE DISTRIBUTORS

Blackman Victor Dealers have

never been encouraged to over-

buy. The long-established Black-

man Policy, which permits revi-

sion of advance orders for Vic-

trolas according to current

needs, is evidence of this fact.
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Our 1924
Models Are

Ready Now

The No. 66

The Newest Heineman Motor

Five Features of the New No. 66

1. Direct drive.

2. Double Worm gears.

3. Noiseless operation.

4. Steady power.

5. Simplicity in construction.

^HE No. 66 is the newest addition to the large family of

Heineman Quality Motors. This new model is manufactured

under the same exacting conditions that have made "The Motor

of Quality" the watchword of the industry.

General Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th Street, New York
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The New Columbia is Superior!
Perfect Automatic Start and Non-Set Stop!

The New Columbia Automatic Start and Stop is an exclusive, patented fea-

ture that affords unmatched convenience of operation.

The motor starts when the tone-arm is moved to playing position. It stops

when the music ceases.

There is absolutely nothing to adjust. And in ten thousand times, by actual

test, it has never failed to operate.

COLUMBIA GRAPHOPHONE CO.
New York

New York Sonora Dealers Hold Busy Meeting
Retailers Served by the Greater City Phonograph Co., Sonora Jobber, Listen to Instructive Talks

and Discuss Trade Problems at Convention in the Hotel Pennsylvania

Sonora dealers in the territory served by the

Greater City Phonograph Co., New York,

Sonora jobber, attended a convention held at

the Hotel Pennsylvania on September 25. Mau-
rice Landay, president of the Greater City

Phonograph Co. and one of the most popular

members of the Sonora jobbing organization,

presided at the convention and in an address

of welcome stated that it was planned to hold

capacity until March. He congratulated the

dealers present upon the aggressiveness and

co-operative spirit manifested by the Greater

City Phonograph Co., complimenting Mr. Lan-

day upon the splendid strides attained by the

Sonora product in his territory. S. O. Martin,

vice-president and general manager of the

Sonora Co., gave the dealers and their guests

one of his usual forceful addresses, wherein he

Sonora Dealers at Greater

similar meetings throughout the coming year.

Prior to the opening of the business sessions

the dealers enjoyed a typical Hotel Pennsyl-

vania luncheon and an entertaining musical pro-

gram was furnished by Clarence Bush's Or-

chestra.

George E. Brightson, president of the Sonora
Phonograph Co., was introduced hy Mr. Lan-
day as the first speaker and during the course

of an interesting address told the dealers that

the company had received enough orders from
its distiibutors to keep the factory working to

City Phonograph Co. Meeting

illustrated graphically sales possibilities for

Sonora phonographs during the entire year.

This chart showed the various fluctuations and

sales totals during the different months and em-
phasized the fact that by anticipating their

orders for the Fall and holiday season, the deal-

ers would be adding materially to their profits.

Brief addresses were also made by Frank Good-
man, assistant general sales manager of the

Sonora Phonograph Co.; R. W. Keith, president

of the Long Island Phonograph Co., and others.

One of the features of the address made by

Why Not Create Two Record Sales
Where Now But One Exists?

The phenomenal improvement in all vocal, instrumental and orchestral reproduc-
tions with the use of the Violin Spruce Reproducer will enhance the value of
every record you play or sell. This unusual reproducer will not only resell your
old customers but also create many new. enthusiastic buyers.

Show and sell the Violin Spruce Reproducer to all your trade—it is unique and
a non-competitive article. It will eflrectively increase your record sales ; and your
record canvassers will find it a sure and steady trade stimulus.

Write today for trial sample and our splendid dealer's sale franchise

THE DIAPHRAGM COMPANY
1836 EUCLID AVENUE, CLEVELAND, OHIO,

New York Representative:
LOUIS JAY GERSON. 63 Reade Street

Chicago Representative:
ILLINOIS DIAPHRAGM CO., 208 N. Wabash Ave.

Mr. Landay was the outlining of the plans that

his company had -made to meet the require-

ments of the Sonora dealers in this territory
and the efiforts that were being made to dis-

tribute Sonora merchandise evenly and effi-

ciently. He stated that in order to carry out
these plans to advantage it was necessary for

the dealers to anticipate their needs as far in

advance as possible, placing their orders accord-
ingly. An interesting open forum was then held
among the dealers and among those who con-
tributed brief talks were Lambert Friedl, man-
ager of the John Wanamaker phonograph de-
partment. New York; H. S. Conn, manager of

the phonograph department of Ludwig Bau-
nian & Co.; Herbert D. Berkeley, manager of
the phonograph department of Bloomingdale
Bros., and A. H. Mayers.
Among those seated at the speakers' table at

the convention were the following; Geo. E.
Brightson, S. O. Martin, O. S. Keyes, treasurer
of the Sonora Phonograph Co.; L. C. Lincoln,
advertising manager of the Sonora Phonograph
Co.; Frank Goodman, E. S. White, Sonora Co.,

of Philadelphia; Fred Allen and Herbert C.

Young, Sonora Co. of New Jersey; Robert W.
Keith, president, and J. J. Schratweiser, sales

manager of the Long Island Phonograph Co.

CONSOLE DEMAND GAINING STEADILY

Pathe Introduces New Console to Meet De-
mand for Popular-priced Instruments

The demand for the popular-priced console
model talking machine, which is expected to

be more insistant than ever during the present
Fall season, has been met in the case of the
Pathe Phonograph & Radio Corp., by the
presentation of a new model known as No. 27.

This console model is in the Sheraton period
and built on strong and attractive lines in both
mahogany and walnut. Furnished with the
usual Pathe refinements, this new model is ex-
pected to be a very popular sales number. Al-
though all numbers of the Pathe line are re-

ceiving their just share of popularity, attention
is directed by the officers of the company to
the all-year-round popularity that the Pathe
portable is enjoying. Whereas in past years
the portable was more or less a Summer or
vacation instrument, it is now being purchased
foi: the home and it is expected that in the
coming holiday season the portable will play
an important role among holiday gifts.

HIRSCH BROS. IN FINANCIAL TROUBLE

A petition in bankruptcy has been filed

against Samuel and Joseph Hirsch, trading as
Hirsch Bros., with a talking machine store at
309 Bedford avenue, Brooklyn, N. Y.

RUST MUSIC CO. INCORPORATED

Pasadena, Cal., October 5.—A charter of in-

corporation has just been granted to the Rust
Music Co. here, with a capital stock of S?5 000.
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Why the Widdicomb appeals

to the better class of buyers

CONSIDER first of all the fact that the Widdi-
comb Phonograph is the product of an organ-

ization which for three generations has held

a position of undisputed leadership among artificers

of fine furniture.

Consider also the fact that the Widdicomb Phono-
graph embodies the results of years of painstaking

research in the field of acoustics as related to the

reproduction of recorded music.

You will then appreciate, we believe, why it is only

natural that the Widdicomb should possess the

qualities which appeal both to lovers of the beauti-

ful in furniture craftsmanship, and to lovers of the

beautiful in the realm of music.

To merchants who seek to build up a business

among this better class of trade, the Widdicomb
line of phonographs in period styles offers an oppor-

tunity that is well worth investigation. A complete

catalog and full particulars regarding the Widdi-

comb franchise will be gladly furnished upon

request.

THE WIDDICOMB FURNITURE COMPANY, GRAND RAPIDS, MICH.

Fine Furniture Designers Since 1 865
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Radio—ItsYesterday—To-day—To-morrow
Basic Principles of Radio Progress and Merchandising Discussed

by H. H. Roemer, Sales Manager, DeForest Radio Tel. & Tel. Co.

That the talking machine dealer is acting cau-

tiously in the matter of radio goes without say-

ing. And, I dare say, never in his experience

as a merchant of reproduced music has he been

confronted with quite as perplexing a problem.

If he is not one who "dipped in" when the

premature "blow off" occurred—he at least heard

the unfortunate story through his less fortunate

brothers who did. And right here is where

the grief began. They were "burnt"—and in

many cases they were burnt badly. They have

a right to think cautiously and act likewise.

And without disregard for those who did suf¥er,

I might add that theirs was an experience which

has done more for the industry than many
other conditions which demanded closer atten-

tion in the production of radio and in the per-

fecting of a merchandisable product in order

that the public's interest remain with the art.

In a measure, skepticism to-day is as" ramp-

ant as in any previous days of epoch-making

periods in the history of invention. We are no

older than our forefathers in their time. Our

beliefs are equally as primitive in the acceptance

of anything that smacks of mystery—the new

things which cannot be "seen" especially. A
condition due to the layman's lack of techni-

cal knowledge or closeness to the "inside

track," whatever the subject.

And as we have the skeptic, so have we the

"progressive" and, likewise, the "impulsive"

types. It requires all types to make a people,

and all types to awaken a people. Were it not

for the skeptic improvement and refinement

would remain ever at a standstill. The skeptic,

that "show me" half-brother to conservatism,

demands more than the progressive and coun-

ter balances the impulsive.

Nor does the category of these classes ap-

ply exclusively to the buying public. It has

reached out and found its way to the dealer

himself, until we have as strong a classification

of similar types among our dealer friends as

has been described above.

So when one morning we awakened and

found ourselves in the maelstrom of a public's

clamoring demand for a practically unheard-of

something—when radio burst in upon us with

far greater disorder than the gold rush to Ne-

vada or the Yukon—there was a mad scramble

by the trade to get in and we all know the

results. Here arose an industry overnight, un-

known to mechanical skill, we might say, and

certainly unknown to manufacturing science

when considering volume output. A field un-

tilled, with absolutely no established dealer out-

let, much less a sales or advertising organiza-

tion in back of it. There wasn't time for or-

ganization—much less the necessary time for

proper manufacture. The public demanded radio,

and the public will have what it demands.

Influence of Music in Radio Popularity

After that first flash, when the entire country

was attracted to radio—what made radio popular?

Was it the voice from a hundred or a thousand

miles away? No—this only sharpened the appe-

tite for more

—

hut when music came over the air,

then, and then only, did radio rip holes in the

public's pocketbooks and anything that "squawked"

sold for a time. But it was music that did the

trick. Music was the carrier wave of radio's phe-

nomenal grip on the public—and is to-day.

I^ittle wonder the talking machine dealer jumped
in and bought. It was music, and isn't music Aw
field—^his province f

But—radio two years ago and radio to-day are

as foreign to each other as Edison's first record

compared with the product of to-day.

In my close daily contact with the dealer trade

I have had ample time to study the talking ma-
chine trade's viewpoint. Its attitude is well found-

ed, based upon that experience any dealer feels

who has bought an unknown quantity and each

day sees that "graveyard of dead stock"-—a monu-

ment to "snap judgment"—and a constant reminder

of impulsive and untimely action. But yesterday

has gone and to-day finds us with what the skeptic

of a year or so ago looked forward to. To-day

presents that something which the skeptic found

lacking yesterday—the public's tuned ear and un-

derstanding of radio's practicability and actuality

•—plus engineering and manufacturing skill to pro-

duce that which can be merchandised with safety

to their good-will and without the aid of a great

machine shop and engineering corps to attend to

service.

One need only read a little, see a little and hear

a little to satisfy himself completely that as sud-

denly as radio hit us, just that sudden has its

development progressed, until to-day a trip through

Grand Central Palace's exhibits will compel ad-

mission of the absolute fact that products in radio

do exist which have eliminated the greatest objec-

tionable features necessary to the talking machine

trade's class of merchandising and are being pro-

duced with that same dependable precision as any

talking machine, from the finest materials and
workmanship in artistic cabinet construction as

would meet and satisfy the most fastidious taste of

any buyer and add beauty and refinement to any
home throughout the land.

The Radio Service Bugbear
We have heard so much about "service." Yes-

terday? Yes, service was not alone servicing the

set—it was teaching how to operate. Even in the

earlier days of radio so-called service was not

servicing sets because of being out of order, but

the pioneering of education. Look about you.

You cannot pick many men on the street who do
not know something of radio. And as for boys?

It's fifty-fifty as to which stands first—the big

league or radio. But the public does not really

know a great deal of radio. Servicing to-day is

not the bugbear of yesterday, and as fast as man-
ufacturers realize that, "instruction sheets" of less

technical nature and more profuse in ordinary

terms are eliminating service materially. Service,

on the part of the dealer, is growing less and less,

until to-day you require very little, especially in

the better-built cabinet types.

The service scare the talking machine dealer

has felt is largely the fault of manufacturers'

salesmen, in many cases, who have not talked the

line properly. Too much technical stuff. Dealers

I have interviewed have displayed their fear of

the technical side of the business. Salesmen have

juggled the vernacular of this new-found lan-

guage—radio parlance—until the dealer has stood

aghast and bewildered. I dare say the percentage

of lost sales to dealers, due to technical fear,

would astonish our manufacturers.

Sell Results—Not Technical Knowledge
Servicing radio can be made a disease or a

negligible quantity by the dealer. Talk a buyer

into opening his set and by one stunt or an-

other he can produce this or that and you are

laying the most beautiful background for "service"

that can be put over. A man goes in to buy a

clock. The clerk does not open it up and expose

its entrails. He sells it on its appearance wd on

the reputation of his place and the manufacturer

behind it. He sells results backed by confidence.

Radio, Mr. Dealer, is not one bit different to-day,

except possibly in that a clerk or salesman should

at least know the fundamentals of the art, and
your manufacturer's selling program should in-

clude that educational data as a part of his "selling

helps." This data is no heavier than your com-
parative sales points in the talking machine or

piano field.

Beyond the minor details of knowing each set

sold functions properly w'hen delivered there

should be no further servicing (under correct

usage) than keeping an eye on the batteries (the

automobile has taught every man that) and the

tubes.

When considering the fact that little boys, not.

alone the city chap, but the little fellows far back

in remote spots of this country in the hills or on

the plains, with the most impoverished tools and
materials, without the advantages of anything

more than a little red schoolhouse education, are

(Continiied on page 72)

Beware of Imitations

Upholstery and Decorative

Fabrics

Hydol Silk Plush, in the new and beautiful range of colors,
is being used extensively for decorating windows.

Its brilliant lustre and high quality is recognized by all dis-
play men as unequalled.

If you want the original Hydol Silk Plush, look for the
name HYDOL on either end of the piece.

Hydol Silk Plush is carried by all the leading fixture people
throughout the United States. If your fixture house doesn't
carry our line, write to us direct.

Samples and color card illustrating latest shades on re-

quest. Among the beautiful shades are Shadow Lawn Green,
Sand, Scarab, American Beauty, Royal Blue, Majestic Purple
and others.

HYDOL PLUSH MFG. CO.
The house of Strvice and Originality

Established 1889

41 East 20th Street New York Gty



70 THE TALKING MACHINE WORLD October 15. 1923

Joset

Hofniann

Leopold
(iodoit'sky

Always Something 0\(^w

on "Brunswick ^B^cords



OCTOBEK 15, 1923 THE TALKING MACHINE WORLD 71

BrunswicL
<^usical IVorld and Public

^Acknowledge J^eadership of The "Bmnszvick^

Michael Bohnen

Giuseppe Danise

JA

Giacomo Lauri-Volpi

Dealers Find That Public Demands
Brunswick Phonographs and Records

Ivogiin

The leadership of The Brunswick

is being emphasized every day.

Dealers recognize this fact.

The public asks for Brunswick

Phonographs and Records.

The perfect interpretations of clas-

sical and popular music by Bruns-

wick Phonographs and Records is

the talk of the musical world.

The clear, perfect renditions of the

so-called "difficult" tones of Bruns-

wick Records, free of metallic sug-

gestion, is spoken of everywhere. So

people who want the best in phono-

graph music turn to Brunswick.

Highest musical authorities say

Brunswick Records are ten years

ahead of their time. Great musicians

recognize this fact and the new ar-

tists of this generation have turned

to Brunswick to immortalize their

art.

Brunswick Phonographs enjoy the

same leadership. The first phono-

graph to play perfectly all makes of

records. The clearness, beauty of

interpretation and tonal volume it

reproduces is not equalled by any
other make of phonograph.

So wise dealers have turned to

Brunswick phonographs and records

to meet the ever increasing tide of

popular demand.
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RADIO- ITS YESTERDAY—TO-DAY—TO-MORROW page 69)

hooking up their home-made sets with no other

teacher than a mail-order circular—it seems to

me this much-discussed "service" problem is a

little far fetched and is an unconscious camou-

flage to get away from what every talking machine

dealer must know is the inevitable "writing on the

wall." Facts are facts. No matter how we dress

them up, they still remain as cold and immovable

as the rock of Gibraltar. The talking machine

dealer is not going to force what rightfully be-

longs to him into other channels. But there is a

stern reality that is going to be made to exist if

that talking machine dealer doesn't arouse himself

to the call

—

dealers in other lines who have fa-

thered radio becoming so thoroughly entrenched

—

so thoroughly established in the confidence of the

people, that they will he made to believe that there

is a technical side to radio that makes necessary

the merchandising through the electrical trade.

There is room for both classes of trades. More

than enough to satisfy both, but as assuredly as a

record is best sold through the talking machine

dealer just so is it true of the complete cabineted

sets of the higher types of radio being a part of

the talking machine dealer's merchandise.

Some Actual Experiences and Facts

Here are a few actual experiences and facts,

actual conditions and not the results of so-called

surveys or investigations. One of the largest and

best-known talking machine distributors on the

Pacific Coast became interested in radio a little

over a year ago. Following a careful study of

the industry he employed a radio buyer. He
decided upon a line which in his knowledge best

suited the particular needs of his trade. With
the opening of this year's business he requisi-

tioned his radio factory for what was consid-

ered almost three times the amount of any one

month's business produced by distributors in other

lines of merchandise. Within three months and

up to this date this talking machine distributor has

requisitioned three times the former amount per

month and which equals six times the monthly re-

quirement of any other jobber of any other class.

And, mind you, the list of retail dealers he is

supplying is less than seventy-five.

These points may astonish the average talking

machine dealer. But there is still a more surpris-

ing condition. Out of this vast volume of sales

and distribution comes the strange fact that not

10 per cent of the usual run of complaints and

servicing trouble has come from this distributor.

And why? Because he has avoided the "screw-

driver" and "plier" technicalities. Because he has

sold his dealers on the idea of selling results, not

machinery—because he has touched only upon a

language the layman understands—because he has

pointed out "quality in tone value"—distance—
simplicity—all in all, he has sold them on the idea

of the purpose of the set and not what is in back

of the panel.

What of To-morrow?
And what of to-morrow? Is radio here to stay?

Are we going to repeat the doubts expressed in

the beginning of the phonograph, the telephone

and the automobile? Is not that same atmosphere

prevalent in radio?

The public rules in all things commercial. Pub-
lic interest keyed up to demand compels manu-
facture and distribution. Both compel competition

and competition takes up the reins and forces im-

provement in a product and forces desire and de-

mand through the advertising which competition

makes necessary. Is it reasonable to believe that

the millions and millions of dollars invested in

plants, equipment and material and the vast sums
now being expended in research are going to be

allowed to drop unrewarded? Is it reasonable to

believe that the millions of dollars thus far spent

in advertising and sales organization are going to

pass on to the junk heap of misplaced confidence

and lost endeavor. No American who under-

stands our great country's characteristics can hon-

estly express such a doubt.

The to-morrow of radio will be the absolute

necessity of radio in every walk of civilized life,

in the home, in the business and in the hours of

recreation. The to-morrow of radio will be profit-

ed on by the men who realize to-day that they

must become established in the industry. That's

history. And history has never yet failed to re-

peat itself.

We have seen and felt the YESTERDAY of

radio. The TO-DAY is here and carries with it

"OPPORTUNITY" to get aboard and ride into

TO-MORROW, because the TO-MORROW of

radio is the path to the receiving teller's win-

dow, w'hile the doubter—the skeptic—the waiter

—

of yesterday and to-day will spend much of HIS
TO-MORROW looking on.

NEW CATALOG OF DIE=CASTED PARTS

Booklet Just Issued by Doehler Die-Casting

Co. Replete With Interesting Data

Profusely illustrated, printed in colors on

super-calendered stock and bound in stiff cov-

ers, the Doehler Die-Casting Co., Brooklyn,

N. Y., has just issued a very attractive eighty-

four-page booklet which ranks among the most
attractive and is, at the same time, a genuinely

useful contribution to the literature of the in-

dustry; in fact, helpful to everyone interested

in the use of die-casted parts. Entitled "Doeh-
ler Die-Castings," this book contains a brief re-

view of the process—the evolution of Do-Di
brass castings, engineering and metallurgical

data—and a pictorial review of recent accom-

plishments. Described as "the plants behind

the Doehler products," the exceptional facili-

ties of the factories, both in Brooklyn, N. Y.,

and Toledo, O., are shown. A description of

the many parts made by the Doehler Die-Cast-

ing Co. for the talking machine industry is very

interesting to the talking machine trade and the

general information contained in this admirably

arranged volume will be found of value.

The A. L. Cummings Music Co., Sheridan,

Wyo., Victor dealer, has moved its business into

a new huilding- in a fine location.

THE marked increase in the sales and popu-
larity of Okeh Records for 1923 firmly

establishes them as one of the fastest selling

records on the market today.

To the dealer who hcindles a record with so

rapid a turnover as Okeh, prompt delivery of

A D t. all record orders is of vital importance. Our ad,.A aetter , . . j • i /~\\ i
Better

RECORD complete stock or every record m the Ukeh SERVICE
catalog enables us to give dealers in the South
quick, reliable service.

Our dealer proposition is an interesting one.

It will pay you to investigate the advantages
that accompany the handling of

Records
The Record of Quality

INDEPENDENT JOBBING COMPANY
122 East Centre Street, N. Goldsboro, N. C.
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I RGproducGr^TPfl^ToriGArm |

Original and Exclusive Features
Play Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 8><", 9^", 10^^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

Reproducer m pusinon to play
Edison Records with Saffo
point or fibre needle.

Shows reproducer thrown back
on tone arm in Edison position.

Dome cannot touch it.

Equipped with or without
Mute, Mica or NOM-Y-KA
Diaphragm.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.

Ill



THE TALKING MACHINE WORLD October 15, 1923

OUR EXPORTS OF TALKING MACHINES RECORD SETS OF OPERA OVERTURES H. C. COOLEY WITH DIAPHRAGM CO.

Export Figures on Talking Machines and Rec-

ords Show Increasing Tendency as Compared

With Last Year—Our Buyers Abroad

General Phonograph Corp. Announces New
Sets of Odeon Records in Special Albums of

Complete Overtures of Two Operas

Made Director of Sales—Company Planning to

Increase Production—New Agencies Opened

Washington, D, C, October 8.—In the summary

of exports and imports of the commerce of the

United States for the month of July, 1923 (the

latest period for which it has been compiled),

which has just been issued, the following are

the figures bearing on talking machines and

records:

The dutiable imports of talking machines and

parts during July, 1923, amounted in value to

$59,627, as compared with $49,081 worth which

were imported during the same month of 1922.

The seven months' total ending July, 1923,

showed importations valued at $442,185, as com-

pared with $311,032 worth of talking machines

and parts during the same period of 1922.

Talking machines to the number of 5,187,

valued at $213,401, were exported in July, 1923,

as compared with 4,839 talking machines, valued

at $181,193, sent abroad in the same period of

1922. The seven months' total showed that we
exported 34,765 talking machines, valued at

$1,387,960, as against 28,042 talking machines,

valued at $1,001,020, in 1922.

The total exports of records and supplies for

July, 1923, were valued at $132,511, as compared

with $74,440 in July, 1922. The seven months

ending July, 1923, show records and accessories

exported valued at $832,073, as compared with

$611,250 in 1922.

The countries to which exports were made in

July and the values thereof are as follows:

France, $1,910; United Kingdom, $11,946; other

Europe, $8,983; Canada, $38,240; Central Amer-

ica, $8,331; Mexico, $17,835; Cuba, $18,827;

Argentina, $5,212; other South American coun-

tries, $9,462; China, $6,292; Japan, $25,149;

Philippine Islands, $2,199; Australia, $28,807;

Peru, $5,738; Chile, $3,336; New Zealand, $5,954;

other countries, $15,179.

The General Phonograph Corp., New York,

manufacturer of Okeh and Odeon records, has

just announced an album set of Odeon records

comprising the complete overtures to the operas

"Der Freischiitz" and "Oberon," composed by

Carl Maria von Weber, internationally famous

as one of the founders of the romantic school of

music. These complete overtures are played for

the Odeon library by the orchestra of the Ger-

man Opera House, Berlin, under the direction of

Eduard Moerike. This same orchestra recorded

the series of Odeon records of the "Unfinished

Symphony," which was introduced by the Gen-

eral Phonograph Corp. a few months ago as an

album set and which has met with phenomenal
success.

Each set of the overtures to 'Der Freischiitz"

and "Oberon" consists of three twelve-inch dou-

ble-faced records, contained in a handsome
black leatherette album imprinted in gold and
bearing on the inside cover a biography of the

composer of the overtures. The complete set

retails for $5. The matrices of these records

were specially imported from Europe by the

General Phonograph Corp., pressed in the Okeh
factories and released under the Odeon label.

Otto Heineman, president and founder of the

General Phonograph Corp., has been congratu-

lated by the trade upon his initiative and pro-

gressiveness in sponsoring album sets of rec-

ords and this method of record merchandising

is winning recognition as one of the most im-

portant selling plans that have been introduced

in the record field for many years.

CLINE=VICK FLOAT WINS PRAISE

Carterville, III., October 3.—The Cline-Vick

Drug Co., Victor dealer, with stores in this

city, Herrin, Murphysboro, West Frankfort,

Zeigler, Johnston City and Marion, III, attracted

considerable attention to its line of machines

and records by entering an artistic motor float

in the Labor Day parade held here. The float

was, without question, one of the most attractive

in the parade and it excited much praise.

BUYS THE TAYLOR MUSIC CO.

Mexico, Mo., October 4.—-The stock and fix-

tures of the Taylor Music Co. were recently pur-

chased by the Walter Sannebeck Music Co. here

and their removal to the latter store has just

been completed. R. M. Bagby, who has been

manager of the Taylor concern for the past

year, plans to sever all connections with the

music business. It is likely that he will move
further West to open a drug store.

Frisco, the famous xylophonist, is scheduled

for three tours on the Keith and Orpheum
vaudeville circuits. His act will include the

Edison tone-test feature.

FULL LINE of HARDWARE
FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

INVISIBLE HINGE

DROP DOOR HINGE

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

H. A. GUDEN CO., Inc.
227 CANAL STREET NEW YORK, N. Y.

Cleveland, O., October 5.—The Diaphragm Co.,

of this city, manufacturer of the Violin Spruce

Reproducer, has announced the appointment of

H. C. Cooley as director of sales. Mr. Cooley
is well known in the local trade, having been
formerly associated with the Columbia Grapho-
phone Co. as assistant manager of the Cleve-

land branch and having also occupied the same
position in New Haven, Conn. His previous

experience in the phonograph industry will un-

doubtedly enable him to attain pleasing success

in developing the sale of Violin Spruce Repro-
ducers, and it is interesting to note that the

Diaphragm Co. has made plans whereby its fac-

tory facilities will be increased materially dur-

ing the coming year. During the past few
months dealer agencies for this reproducer have

been established throughout the country and
an intensive sales -campaign has been inaugu-

rated for the Fall and holidav season.

NEW RADIOLA LOUD SPEAKER

The Radio Corp. of America, New York,
manufacturer of Radiola products, has just in-

troduced a new Radiola

loud speaker. This new-

product adequately cov-

ers a speaking range of

300-2,200 cycles and a

musical range of 100-

5,000 cycles. The design

of the magnetic system,

the shape of the horn

and the material of

which it is made are all

such that the voice or

music reproduced will be

true to tone. No aux-

iliary battery is needed,

for the Radiola loud

speaker is merely con-

nected in place of the telephones. A single ad-

justment by means of a large knurled nut, which
can be locked in place, is provided for secur-

ing maximum eiificiency on diff^erent values of

signal strength.

Radiola Loud Speaker

"PHONO=VAUDETTES" BOOST SALES

Dealers Using Toy Dancing Figures With Ex-
cellent Effect in Window Displays

Covington, Ky., October 5.
—"Phono-Vaudettes"

are, apparently, meeting with considerable favor

throughout the trade, for, according to the Com-
mercial Art Shop, of this city, manufacturer of

these turn-table toys, repeat orders are being

received from dealers everywhere. This novel

toy was introduced in the September issue of

The World and dealers have been quick to ap-

preciate its value as a sales medium and for

use as a window display.

The Commercial Art Shop has received a

number of interesting letters from talking ma-
chine retailers, stating that through the use of

the "Phono-Vaudettes" passers-by have been

attracted to window displays, with the result

that sales were increased materially. For ex-

ample, one dealer arranged a talking machine in

his window with a turn-table revolving continu-

ously, placing the "Phono-Vaudettes" in posi-

tion and at night, with the window darkened,

the rays from an electric light were directed

on the miniature stage with the dancers per-

forming, to the admiration of crowds in front

of the window.

OPENS IN STEPHENS, ARK.

Stephens, Ark., October 4.-—A branch music

store to handle the Edison line of phonographs

and records has lately been established here by

G. J. Bensberg, proprietor of the Bensberg Mu-
sic Shop, of Camden. Mr. Bensberg has the

only Edison agency in this part of the State,
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—Specially designedforthe TalkingMachine Trade
Cutting and Washington Radio Receiver IIC—cabinet design

console type. Completely self-contained, a three-tube set that

has proved in comparative tests to have higher selectivity and

volume than any other instrument in its class.

A moderate-priced

Cabinet Receiver
Here at last is the instrument which enables the talking

machine dealer to enter confidently into the radio business,

feeling that he is now assured of success.

Designed by Cutting and Washington, two of America's best-

known radio engineers, pioneer manufacturers of radio equip-

ment—a concern with strong financial backing that has a

reputation for service. This new instrument is the leader

Console Type
of the C. & W. line, which covers all ranges of price. All
sets licensed under the Armstrong Patents—admittedly
the best for radio reception.

Dealers securing the C. & W. franchise are given territorial

protection and backing by a comprehensive advertising cam-
paign.

Secure the details' at once and be in position to profit by the
radio business this Fall and Winter.

Cutting and Washington Receiver 12A—"Town and Country"
model (portable type). A two-tube set which makes an ideal re-

ceiver both for the home and for outing use. For either single

circuit or double circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, "The Future of Radio
Retailing," sent without obligation to Talking Machine
Dealers.

Cutting and Washington Radio Receiver 11A—similar in mechanical
design to the receiver used in the cabinet model but of the box
type—an instrument that has already had a big sale all over the
country.

Gutting and Washington Radio Corp.
Operating Station WLAG— "Call of the North"

Minneapolis Minnesota

Cutting Wdshinqton
Americans oldest manufacturers of commercial radio
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The New Columbia is Superior!
Worth Waiting For!

The New Columbia Phonograph was perfected only after five years' painstak-

ing research and experimental work by Columbia musical experts and engi

neers. Four hundred and ninety-one reproducers alone were made and re

jected by our tone experts before the present New Reproducer was approved

But the final result of this exhaustive preparation was the most perfect music
reproducing instrument ever built—a phonograph well worth waiting for.

COLUMBIA GRAPHOPHONE CO
New York

OMAHA
Festivals and Fairs Interest Pub-

lic and Help Sales — Cheery

News From Jobbers and Dealers

Omaha, Neb., October 5.—The latter half of

September and the early part of October form

the high tide of the year in Omaha and the sur-

rounding region, for that is the period when

"King Ak" reigns supreme over his kingdom

of Quivera. One of the greatest organizations

in Nebraska, in fact, in the Middle West, is

that of the "Knights of Aksarben" (Nebraska,

with the spelling reversed). One of their

achievements is the great Aksarben race track.

The Fall meet marked the opening of the Ak-

sarben festival, beginning September 11 and

continuing until after the first of October. This

event brings to Omaha crowds of out-of-town

visitors and stimulates trade along all lines.

This event and the wonderful pageant which is

presented each Fall on the evening preceding

the coro.nation keeps Omaha filled with visi-

tors, not only from the imm.ediate vicinity,

but guests from coast to coast, and is naturally

ua. great stimulus to trade along every line. The

'streets are gayly decorated and shopkeepers vie

with each other in preparing the most attractive

windows, among which the displays of talking

machines are by no means tfte least.

, . When you add to these attractions a street

-fair which is now in progress, and a Pure Food

Show which has just been concluded, it is evi-

dent that this has been a season for crowds

and, in consequence, if not business coming to

the- door, at least being near enough to the

door to be drawn inside.

Among the "live-wire" salesmen who have

been going after business and getting it is Phil

Hanev, of the Mickel Bros. Music Co., Victor

wholesaler. Mr. Haney, who is an enthusiastic

\'ictor man, was formerly with the Curtice Co.,

which was consolidated with the Mickel organ-

ization a few months ago. The Victor people,

both wholesalers and retailers, are delighted

v.ith the way the new double-faced Red Seal

records are being received. The comparatively

low price and the excellence of the records are

putting them over in fine shape.

The Lee-Coit-Andreesen Co., Sonora phono-

graph and Okeh record jobber, reports business

as showing a good increase over that of the

preceding month. There has been a strong de-

mand for the Okeh popular records through-

out the Summer and it has increased with the

homecoming of vacationists. The Rialto Music

Shop, 1416 Douglas street, and the Shales Pho-

nograph Co., 1404 Dodge street, report big

business in Okeh records.

The branch office of the Cheney Phonograph
Co., located in Omaha, through its local retail

dealers, the music department of the large

lUirgess-Nash store, put on an interesting pro-

gram recently when Prof. Cheney, inventor of

the Cheney talking machine, was in this city.

Tlie Burgess-Nash Co. arranged a delightful

nmsical program in its auditorium, after which

Prof. Cheney lectured on the Cheney organ-

ization and its product to a large crowd assem-

bled to hear him.

On the night of the Dempsey-Firpo fight the

Burgess-Nash Co. not only gave out fight re-

turns but furnished a free concert in its audi-

torium. On that evening for the first time it

used a combination radio-phonograph built in

its own factory. This unique machine not only

answers the purpose of a loud speaker in receiv-

ing radio, but also plays phonograph records.

It comes in the usual phonograph art mode!
case and has no unsightly attachments.

The Orchard-Wilhelm Co., probably the

largest and most successful furniture retailer in

the States west of Chicago, displays Brunswick

and Victor machines in its talking machine de-

partment. The store is noted for its beautiful

and artistic display rooms and the phonograph
department in no wise differs from the rest of

the store in this respect. Ed. Schuett, man-
ager of the talking machine department, states

that business shows a very substantial increase

over last year.

The Schmoller-Mueller Co., one of the largest

music houses in Omaha, dealers in Columbia
machines and records, has recently remodeled
its first floor display rooms, which now pre-

sent a very attractive appearance. Manager
Henry Bushnell, of the talking machine de-

partment, reports himself as well pleased with

the outlook for Fall and Winter business. This

company includes in its sales force Charles F.

Kob, a thoroughly trained musician, who is

not only a good salesman but is able to put on

a program of his own for the store whenever
called upon. This firm has recently installed

a radio department under the management of

L. W. Chansky. They are showing the follow-

ing models: The Zenith, Moretone, Cutting and
Washington and Air Way sets.

Two musical events booked for early Fall

are the concerts to be given by Martinelli, lead-

ing tenor of the Metropolitan Opera Co., and
Rosa Ponselle, Victor and Columbia artists re-

spectively, and are expected to increase the sale

of these records.

One of the busy concerns is Shultz Bros.

Co., Edison jobbers, who report that they have

opened many new accounts in their territory,

with an increasing demand for Edison phono-
graphs and records.

The Brunsvvick-Balke-Collender Co. reports

from its branch office in Omaha increased busi-

ness not only within the city, but from its out-

State representatives. At the various county
fairs which have been held during the past

month this line has been displayed with good
results. R. S. Pribyl is much pleased over the

increased Brunswick output, as it will facili-

tate delivery of orders.

NEwfellSON
AniSON WITH JirHE-| LIVING ARTIST
REVEALS -iNO'iDiiREERENCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"
First to play all makes of Records

EDISON INVENTED IT- EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
Edison Distributors for Nebraska

and Western Iowa
16th and Howard StreetsOMAHA A ftw dealerships open,

or wire
Write
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Radio
The Wonderful New Field for

the Talking Machine Dealer

T T AVE you watched the growth of the

^ ^ radio business? Do you realize that

this wonderful new thing will soon be in

the home of every family in the land? The
demand for radio is increasing by leaps and

bounds, and no one is more suited to

satisfy this demand than the Talking Ma-
chine Dealer.

You are accustomed to selling large units. Your cus-

tomers are that class of people who seek amusement
in the home. You can make them come to your store

more frequently by establishing a radio department
with the Crosley line of radio receivers.

Better -Cost Less

Radio Products
Are nationally known through consistent advertising

and exceptional performance over a period of time.

They are easy to sell. The public is waiting for you
to supply them. Increase your business and bring

new customers into your store by installing a Crosley

Radio department.

Write today for dealers' proposition.

List prices on our equipment west of the Rockies 10%
higher. In Canada, add duty.

CROSLEY MANUFACTURING CO.
POWEI. CROSI EY. Jr.. President

1026 Alfred Street Cincinnati, Ohio

CROSLEY MODEL X-J WITH
BATTERY CABINET

This is the same instrument as the

Model X-J illustrated below, fitted

into a beautiful mahogany cabinet

that makes the set completely self-

containing.

Price of Cabinet $16.00.

CROSLEY MODEL XXV

A handsome mahogany, oil finished

Console Model that makes an attrac-

tive piece of furniture for any home.

The instrument contains the same

units as the Model X-J. The loud

speaker allows the entire family to

enjoy it at the same time.

Price $150.00.

CROSLEY $MODEL X-J 65
A four tube, long range broadcast

receiver, consisting of one stage of

radio frequency amplification, de-

tector and two stages of audio fre-

quency amplification.
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CLEVELAND
Edison Sales Contest Resulted in Sales Boom—The Winners—
Sonora Publicity Beat—Dealer Co-operation—News of the Trade

Cleveland, Ohio, October 6.—That the so-

called dull period during the Summer months
is the result of lack of constructive efifort has

been proved by the accomplishments of close to

100 retailers and their sales staflfs who partici-

pated in the drive for new business conducted

by the Phonograph Co., Edison distributor in

the Cleveland zone, which have just been made
publ'x by E. S. Hersberj^er, secretary, who con-

ducted the contest.

This contest was made attractive in that cash

prizes were awarded to the six leaders among
contestants, and there was also a special cash

prize. The contest proved to sales people that

they had latent ability they had not used before,

and in many instances it brought business to

a par with the busiest season of the year, and

finally developed a lot of prospects, many of

whom were sold at the close of the contest.

To equalize the chances the district was classi-

fied into three divisions accordings to popula-

tion. Like awards were made in each division.

The contest was arranged by points, the lower

number of points applying on machines that

sell more readily, and the higher points to those

machines that ordinarily do not move so easily.

The extent to which this worked to the benefit

of contestants and business as well may be illus-

trated by the fact that the six prize winners in

the three groups sold 218 machines during the

contest, a worth-while showing.

Accomplishment of A. B. Sauer

The greatest accomplishment was by A. B.

Sauer, of the George A. Clark Co., Lorain,

who sold fifty-eight machines and attained the

high point record of 500. Mr. Sauer, in the

opinion of Phonograph Co. executives, is the

type of aggressive salesman who knows his

business and knows how to go after it. Of
course his work is backed by years of experi-

ence. In 1913 he started with the Columbia
Graphophone Co. Later he was with the W. F.

Frederick Piano Co. and the Poling Piano Co.,

then outside salesman for the William Taylor

Son & Co.'s talking machine department, and
later manager of the talking machine depart-

ment of the McMillan Music Co. In 1918 he

joined the Clark organization, and has been de-

veloping the business steadily ever since. Com-
menting on his accomplishment in the Edison

drive this year, he said:

"The fact that I made more Edison phono-

graph sales during the so-called dull months
(May through August) in this contest than I

did two years ago in a similar contest in tlie

--o-called good months (September through

December) proves conclusively to me that real

salesmanship, consistently and persistently ap-

plied, will make every store a winner."

J. F. Hoppe, of C. M. Zizter, Mansfield, was
second to Mr. Sauer in the division for popula-

tion more than 15,000. Other winners were:

I'opulation up to 5,C00: C. S. Stilson, S. B.

.Stilson & Son, Gibsonburg; C. I. Benedict, of

A. B. Sauer, High Pointer

his own firm, Utica. H. M. Fashbaugh was
third. Population from 5,000 to 15,000: O. D.

Zoll, Norwalk Piano Co., Norwalk; H. E. Olin,

N. E. Olin & Son, Kent. Miss Olive Laws
was third. Dan Thomas was third in the 15,000

and over division. B. T. Lemox, of DeFor-
eest & Son, Sharon, Pa., won the grand prize.

A Publicity Scoop
A notable accomplishment in the way of pub-

licity was achieved by T. T. Pringle and J. L.

Du Breuil, of the Sonora Plionograph Ohio Co.,

in placing a Sonora machine in the apartment of

A'liss America (Miss Alary Catherine Campbell,

Columbus) at the Hotel Winton, during her

appearance in Cleveland at a local theatre. A
picture was taken of Miss Campbell, the ma-
chine and her dog, and it appeared in a local

newspaper later. This story, and an original

photograph of the group, were framed, and
used in an exhibit of Sonora material that occu-

pies six windows at Buescher Co., and which
was arranged by Ralph H. Meade, assistant

advertising manager of the Sonora Co. This

exhibit will appear later at the Euclid Music

Co., which supplied records for Miss Camp-
bell's use while she had the privilege of using

the Sonora machine.

Sonora Executives Helping Dealers

Executives from the Sonora home office,

headed by Frank J. Coupe, vice-president and

general sales manager, have been calling on all

Sonora dealers in the Ohio territory, planning

with them how to increase their business and

emphasizing the merits of the Sonora instru-

ment. The group includes Frank J. Goodman
and E. D. Coots, assistant sales managers; H. J.

O'Connor and J. M. Ervin, field sales man-

agers; F. E. Roediger, factory mechanical ex-

pert, and Mr. Meade. From the Ohio territory

they will go to the Chicago territory, where

they will continue their missionary work.

Looking Forward to Big Season

Talk to the contrary notwithstanding, the

1923-1924 season will be the biggest in the his-

tory of the talking machine industry in these

parts. This is the opinion of leading jobbing

factors, based on the manner in which most

dealers have anticipated their pre-holiday and

later season needs. The product of the Sonora

factory is well sold out, and those dealers who
have not provided for their machine needs will

have difficulty in meeting the demand when the

public starts its own drive, in the opinion of

J. T. Pringle, general manager of the Sonora

Phonograph Ohio Co. The move by Victor

in making Red Seal records double-faced has

already had its effect toward stimulating in-

terest in the talking machine itself, according

to Howard J. Shartle, general manager, the

Cleveland Talking Machine Co., Victor whole-

saler. Already sales in both records and ma-

chines have jumped far ahead of last year.

Early requirements have been filled for several

weeks now on certain models of machines, ac-

cording to Edward B. Lyons, general manager,

the Eclipse Musical Co., Victor wholesaler, due

largely to the renewed interest in machines that

the more attractive lines have created. Edison

dealers have taken hold so early that they have

provided for their needs well toward the end

of the year, reports received by E. S. Hersh-

berger, secretary, the Phonograph Co., show.

Dealer Co-operation

Following its program of consistent co-oper-

ation with dealers, the Sonora Phonograph

Ohio Co. has been sending W. E. Carter, spe-

cial representative, and others to the county

fairs in the territory, supplying dealers with

advertising material, literature and sales helps

to close prospects attending the fairs. Mean-

while the national advertising campaign of

Sonora is being augmented locally with dealer

advertising, in which the local Sonora offices

advertise as well.

Carola Co. Continues Expansion

Expansion plans by the Carola Co. continue

to be developed by N. I. Schwartz, general

manager. Five road representatives have been

developing both the retail and jobbing element

Become the Leading Music House
of your community by adding The New Edison to 3'^our business.

The New Edison adds PRESTIGE and PROFITS; both are

essential for success.

Edison is First in Quality, Cabinets and Late Hits. (New rec-

ords are issued weekly.)

Already a machine shortage is forecasted for the coming season
and it appears that we will be unable to accept new^ accounts

after October 31st, being forced to conserve our stock for es-

tablished dealers. Write or wire us at once for information.

THE PHONOGRAPH COMPANY
Exclusive Edison Distributors

Cincinnati, Ohio:

314 West Fourth St.

Cleveland, Ohio:

1240 Huron Rd.
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DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS

TONE ARMS
REPRODUCERS

CASTINGS
Grey Iron

and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

Direct Quantity Importations On
JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

D. R. DOCTOROW Vanderbilt /I've. Bldg.

57 East 42nd Street, New York
Tel. Vanderbilt $4.62

Murray Hill 800

in the last few weeks, and beginning October

1 they were to be augmented by three more
sales operatives. Already close to thirty job-

bers have been established, which is something

of a departure from the original plan of

Carola to confine itself to the retail trade.

Daily shipments of Carolas from the enlarged

plant of the company are being made. The
chief factor in perpetuating interest in the mod-
erate priced machine, in the opinion of Mr.

Schwartz, is the new and permanent baked

enamel finish it is being produced in and the

improvements to the mechanical properties of

the machine.

L. Meier & Sons Co. to Celebrate

Plans for its twenty-sixth anniversary celebra-

tion are being made by the L. Meier & Sons

Co. The festivities will start November 1 and

last for twenty-six days, according to Louis

Meier, head of the firm. Although a West Side

institution, the entire city will be covered in

the drive, which will include many novelties.

Columbia Activities

Columbia activities throughout the Cleveland

territory are reflected in the amount of new
business being done by individual dealers. This

is" consistently aided by the sales promotion

staff under the management of S. S. Larmon,
district manager. At Detroit recently a nice

stunt was put over by H. C. Schultz, Detroit

representative. Cameron McLean, Columbia
artist, was a guest of the convention of the

Scottish Clans of America. A Columbia ma-
chine played McLean records during his stay

with the convention. Demand for McLean rec-

ords exceeded the supply.

At Detroit also a novel Columbia competition

has started, between the organizations of M.
McCafifery and Summerfield & Hecht, to see

which can take in the most new business dur-

ing a certain period. Last reports were that

both were far ahead of what they started out

to do.

New Columbia dealers established recently

include Karl W. Boock, Cleveland; the Federal

Mercantile Stores Co. and A. Friedman, Detroit.

The Brunswick Co-operative Drive

Brunswick dealers elsewhere who have been

awaiting the results from the co-operative cam-
paign being conducted from Brunswick head-

quarters here for dealers in the Buffalo district

may gain something from the reports just re-

ceived by Leslie L King, phonograph division

sales manager for Brunswick in the Cleveland

territory. This campaign has been conducted
for the last five months. During that time the

dealers have been guided in placing their ad-

vertising, locally, much after the manner that

the Brunswick itself has been doing in national

class journals and magazines.

The aim was to acquire 33 per cent of the

prospects that responded. The reports now
show that 71 per cent of the prospects thus ob-

tained have been sold, more than doubling the

quota set. This was accomplished by. the direct

appeal of Cleveland headquarters to the pros-

pects lined up by the dealer. Each dealer was
asked to send in names of thirty prospects each

month for three months. These prospects were
sent literature and pictures of Brunswick ma-
chines. They were told just why they ought
to buy the particular machine pictured. This

work has been confined largely to the smaller

dealers. Applied to the larger interests an even
better showing is not unlikely, says Mr. King.

Help Dealers Order New Red Seals

In connection with the change of Red Seal

records' to double-face by Victor an adequate
catalog, alphabetically arranged, has been dis-

tributed among the dealers. A numerical cata-

log will follow at an early date, but meanwhile
dealers have much difficulty in placing their

orders for records, since they must be ordered
by number on the usual numbered order blank.

To overcome this difficulty the Eclipse Musical
Co. at once prepared a temporary numerical
catalog, containing all the information about
each record, with the number given first consid-
eration, and dealers can now order quickly and
easily until they get their regular catalogs.

Dealers have expressed their appreciation to

Edward B. Lyons, general manager of the

Eclipse Co., of the company's enterprise.

H. Fraiberg & Son Robbed
H. Fraiberg & Son, talking machine dealers

and jewelers on the South Side, were robbed

of $20,000 in jewels and cash, by daylight rob-

bers who entered the store, bound, gagged and

trussed Henry and Frank Fraiberg up in a

talking machine booth, locked the front door
and made a getaway with their loot by the

rear. The proprietors were released only when
customers noted their plight through the win-

dows and summoned police.

Changes in Sonora District

Rapid development of the Ohio territory by
the Sonora Phonograph Ohio Co. has made for

some changes in the district covered from the

Cleveland headquarters. Lower Michigan will

henceforth be covered by Yahr & Lange, Mil-

waukee, already the jobbing factor for upper
Michigan and Wisconsin. The Cleveland of-

fice will continue to cover Ohio and Kentucky.
H. C. Cooley With Diaphragm Co.

Change in organization and plans for develop-

ing its distribution are announced by the Dia-

phragm Co., manufacturer of the violin spruce

reproducer. H. C. Cooley, formerly branch
manager of the Columbia in Cleveland, has been
appointed sales manager. G. H. Vanderslice,

who has been sales manager and secretary, will

continue in the latter post. The wider distribu-

tion of the reproducer, which has unique tonal

qualities, will be accomplished through record

salesmen of dealers and demonstrations in the

homes of the consumers.

Fifth Store Opened by Euclid Co.

Another store to its already large chain has

been added by the Euclid Music Co., making
this the largest talking machine factor, in num-
ber of stores, in this section. The new store,

its fifth, is located at 12338 Superior avenue, in

a new residential and business section, with

J. W. Schwindler in charge.

C. H. Kennedy Introduces Duo Vox
Introduction to the Ohio, Detroit and vvestern

I'ennsylvania trade of the new Duo Vox ma-
chine of the Bush & Lane Co., is being made
by C. H. Kennedy, jobbing factor for these

districts. Showrooms have been established at

H. B. Bruck & Sons Co., 1240 Huron road.

Already many new accounts have been added,
according to Mr. Kennedy, and keen interest

in the reproducing qualities of the instrument,

which has the added value of being able to

play both lateral and hill-and-dale cut records,

without change of the reproducing device, is

being shown. At the Cleveland quarters the

full line of seven consoles and five uprights is

being shown and demonstrated.

Predicated Profits

Those Victor dealers who make the

most profit this season are not being

satisfied in merely finding buyers.

They are going out and making buyers

out of otherwise doubtful prospects.

ISo man so good, however great

The things he now aspires;

But yet can be out-distanced

By the one who creates buyers.
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The New Columbia is Superior!
Beautiful to look at!

Merely to see the New Columbia is to be convinced of its superior excel-

lence. It is a handsome piece of fine furniture that will beautify any room.

Each individual model—and there is one for any purse—has been thought-

fully and artistically designed. Only the choicest woods are used, and the

finishings are perfectly executed in even the most minor detail.

COLUMBIA GRAPHOPHONE CO.
New York

THE VOCALION RECORD EXCHANGE

Dealers Authorized to Return 75 Per Cent of

Stock of High-class Single-faced Records on

a Record-for-record Basis

The Vocalion Red record division of the Aeo-
lian Co. announced, under date of September
17, an extensive exchange plan on single-faced

Vocalion Red records, under the terms of which
dealers were authorized to exchange through
their distributors 75 per cent of their present

stocks on hand of single-faced records of the

.<0,000, 52,000 and 55,000 series for new records

on a record-for-record, class-for-class basis, the

dealer to pay the wholesaler the difference be-

tween the cost to him of the records returned

and the ones ordered in their places.

The new double-faced couplings and the old

single-faced records will both be listed in the

new complete Vocalion record catalog now in

preparation and which will be issued shortly.

The exchange follows a recent announcement
by the Aeolian Co. of the completion of ar-

rangements for the issuance of all high-class

records in double-faced form and is designed

to enable the dealer to clean up his stock and

put it in the best possible shape for Fall busi-

ness. October 15 w-as the final date set for the

return of records to distributors under the ex-

change plan.

In completing arrangements for the double-

facing of high-class records a readjustment of

list prices was made on single-faced records,

the 30,000 series being offered at $1 and the

52,000 and 55,000 series at $1.50.

FALL SALES DRIVE ON "LITTLE TOT'

OPERA TIE=UP HELPS RECORD SALES

W aco, Tex., October 5.—R. T. Dennis & Co..

Inc., Edison dealers of this city, are featuring

Edison operatic records in a most successful

manner in connection with the appearance here

of the San Carlos Opera Company at Texas
Cotton Palace. Although advertising announc-

ing the sale of tickets for the event, which

will be held from October 20 to November 4.

has just started the tie-up of R. T. Dennis &
Co., Inc., has already resulted in a noticeable

stimulation in the demand for opera record-.

Regal Record Co. Rushed to Meet Influx of

Orders—Fall Sales Campaign Just Launched
to Be Featured by Extensive Publicity

The Regal Record Co., Inc., manufacturer of

the "Little Tot Nursery Tunes," has received

orders in such volume as to require its pressing

UmEIOffNURSEByTUilB
SONGS'SAMES" STOmES' On /lecanA

6 SELECnONS-
THREE 7 INCH
DOL'DLE'FACED
RECORDS

6

PICTURE CAfiW
WITH VERSE

Records in
loose leaf

pocket with
picture and
Storjr cards
25^each

Rotogravure Sign for Dealers' Windows

plant to work overtime. Originally this prod-

uct was introduced in Eastern territory and the

movement of the goods was quite heavy. Its

introduction in the Middle and Far West has

met with the same response.

H. G. Neu, sales manager of the company,

recently made a tour through Middle West ter-

ritory' and booked some large orders for im-

mediate delivery and closed arrangements

whereby considerable stocks are to be shipped

between now and the holidaj' season. The
other traveling representatives of the company
also are finding an active sale for these chil-

dren's records.

The Regal Record Co., Inc., has inaugurated

a Fall sales drive which is to continue in activity

until the close of the holiday season. Publicity

in numerous channels is included in this ex-

ploitation program. Particular attention is given

to dealer hook-ups and special consumer litera-

ture with dealers' imprints is one of the fea-

tures of this publicity. A beautiful rotogravure

sign for dealers' windows or for counter use

has been forwarded to "Little Tot" dealers.

This is most attractive and where displayed

lias been the means of creating sales.

The Faj'-Buchanan Music Co., taking machine
dealer, is now in new quarters at 1236 Olive

street, St. Louis, Mo.
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FLETCHER-WICKES CO., 116-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS

THE FLETCHER "STRAIGHT
Design Patented November 29th, 1921

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS



82 THE TALKING MACHINE WORLD October 15, 1923

NEW MUSIC HOUSE iN AKRON, 0.

Smith & Mitten Piano Co. Organized in That

City and Secures Quarters in New Masonic

Temple Building—Experienced Men at Head

Akrox, O., October 6.—The Smith & Alitten

Piano Co. is the latest addition to the retail mu-

sic houses of this city, Ernest E. Smith and

Carr A. Mitten having organized the new com-

pany and arranged for quarters at 78 East Mills

street, in the new Masonic Temple Building.

The building is in the heart of the city and the

store is now being arranged in a most modern

manner to accommodate the line of pianos, talk-

ing machines, etc.

Mr. Smith comes here from Grand Rapids,

Mich., where he was recently manager of the

Friedrich Music House, that city. He has had

over twenty-five years' experience in both retail

and wholesale departments of the trade. Mr.

Mitten has been identified with the trade in

Akron for the past twelve years, having recently

been general manager of a retail music house.

Both partners have been in Chicago arranging

for lines of goods and will shortly visit the New
"^^ork market.

BUYS CONTROL OF AUBURN HOUSE

Auburn, Wash.. October 5.—W. M. Hart-

man, a prominent music dealer of Seattle, has

just purchased the controlling interest in the

Auburn Music House, of which Fred Anrooney
is proprietor. Mr. Hartman plans to move to

.Auburn and to take possession of the store

immediately. For the time being, Mr. Anrooney
will remain in Auburn and he is considering

taking the wholesale agency of a well-known

line of pianos for the State of Washington.

ITALIAN
Popular Music

MONTHLY RELEASES
WRITE FOR CATALOG

Out-of-Town Agents Wanted
Distributed by

ITALIAN BOOK CO.
IIF viulberry St. New York, N. Y.

NEWS OF COLUMBIA ACTIVITIES

Several New Stores and Changes Among the

Dealers—What Company Officials Are Doing

The Alnutt Music Co., Savannah, Ga., recently

became a Columbia agency and a Fall drive on

this line is being planned. The deal was closed

by the Atlanta branch of the Columbia Co.

H. C. Fowler, formerly manager of the Colum-
bia department of the W. L. Hall Furniture Co.,

is now manager of the music department of the

Sterchi Bros. Furniture Co., 'Asheville, N. C,
which has one of the most modern Columbia
departments in the South.

O. F. Benz, record sales manager of the

Columbia Co., has just completed a tour of the

principal cities of the South, where he found

an excellent Fall outlook.

George Schafer, who recently opened a new
Columbia shop in Batavia, N. Y., created a

strong demand for the record "Cut Yourself a

Piece of Cake" through the medium of an un-

usually attractive window display.

A Columbia department has been opened by

Ihe Hamp-Williams Hardware Co., Hot Springs,

Ark. A large stock of instruments and records

has been ordered and the concern will soon

launch an advertising and canvassing drive.

Robert Porter, field sales manager of the

Columbia Co., returned recently from a success-

ful Western trip.

B. W. Jennings, branch service manager of

the company, has returned to the New York
headquarters from a trip to Cleveland, O.,

where he found conditions good.

Fred Mann, manager of the Boston branch,

was a visitor to the New York headquarters the

last week in September.

E. C. RAUTH ON VACATION IN EAST

Well-known Victor Wholesaler Enjoys Fort-

night at Atlantic City—Calls on Trade Friends

E. C. Rauth, of the Koerber-Brenner Co.,

St. Louis, Victor wholesaler, with Mrs. Rauth,

lias been spending his annual vacation at .At-

lantic City, making his headquarters at the

Chalfonte, from which point he has made short

trips to visit the Victor factory and his friends

among the jobbers in New York and Phila-

delphia. Mr. and Airs. Rauth motored East

late in September and after a fortnight or so

at the shore drove back over the northern route

through the Berkshires, the Aiohawk Valley and
along the lake shore.

FORMAL OPENING IN TOLEDO

Large Crowd Attends Opening of Remodeled
Quarters of J. W. Greene Co.—Elaborate

Concerts and Demonstrations a Feature

Toledo, O., October 6.—The formal opening

of the remodeled music store of the J. W.
Greene Co., Jefferson avenue and Ontario street,

was held recently and a special musical pro-

gram was arranged in celebration of the oc-

casion. The principal attraction was Hans
Barth, the celebrated pianist, who gave recitals

both afternoon and evening. In addition, there

was orchestra music and a demonstration of all

kinds of musical instruments. The new store

is now equipped with a recital hall on the thi.d

floor, which will be at the disposal of any

Toledo artists who wish to give concerts.

LOPEZ "PUTS OVER" A NEW ONE

A new idea in orchestra circles was intro-

duced recently at the Hotel Pennsylvania when
Vincent Lopez and His Hotel Pennsylvania Or-

chestra, e.xchisive Okeh artists, used three pi-

anos in the presentation of their entertainment.

A special piano of white and gold was mad;
for Mr. Lopez, to be used exclusively by thi--;

popular orchestra leader. Lopez and His O.-

chestra have already received booking dates fo.-

the Palace Theatre in New York, the most fa-

mous vaudeville house in America, and it is

planned to give the organization a booking of

eight weeks at this theatre, presenting a new
program each week. The orchestra has been

headlining in the Keith houses in New York

and vicinity for the past few months, terminat-

ing its engagement within the next few weeks

in order to appear regularly at the Hotel Penn-

sylvania Grill.

M. MAX HOME FROM EUROPEAN TRIP

M. Max, in charge of the music and talking

machine interests of Gimbel Bros., with head-

quarters at the New York store, is again ac-

tively at work, following a combined business

and pleasure trip with Mrs. Max to England,

France, Switzerland, Germany, Belgium and

Italy, where he visited the Gimbel foreign of-

fices and closed deals for a number of foreign

musical specialties. Mr. Max is a student of

business and while abroad he made a study of

European methods, which, he stated, are in-

ferior to those practiced by American music

merchants.

QUALITY IS NOT AN ACCIDENT
The superior quality of our COTTON FLOCKS for record manufacture is the result of con-

tinual study of the manufacturer's requirements—diligent adherence to the use of raw materials

which will produce the best flocks and scrupulous attention to every detail of their manufacture.

Numerous record manufacturers are profiting by the cleanliness and uniformity of our

product through reduction in spoilage of records.
, , ^.,-r,r.T-Dt-

.

ARE YOU ONE OF THESE MANUFACTURERS

f

CLAREMONT WASTE MFG. CO. Clarcmont, N. H.
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i Imported ODEON Recoh

of

THE OVERTURES TO

Der Freischiitz and Oberon
Sold in Sets

Complete With Individual Album

So well has the album set of the complete record-
ings of Schubert's "Symphony in B Minor" been
received, we have prepared a new album set along
similar lines, featuring the complete overtures to

the operas Der Freischiitz and Oberon.

These splendid compositions are undoubtedly the
most brilliant parts of the supreme efforts of Carl
Maria von Weber, the celebrated founder of the
romantic school of music. They vividly reveal
the true melodic originality, sustained dramatic
vigor, and tender lyrical charm that have brought
immortal fame to the composer.

The complete Overtures are played by the same
famous orchestra whose splendid symphonic
effects are contributing so largely to the phenom-
enal sales of "The Unfinished Symphony" album
set. The Orchestra of The German Opera
House, Berlin, under the masterful direction of

Eduard Moerike, is recognized as one of the

finest orchestras of its kind in the world.

The matrices of these unusual records were
specially imported by us from Europe, pressed
in the OKeh factories and released under the

ODEON label. They are sold in sets only.

Each set consists of three 12-inch, double-face
records contained in a handsome black leather-

ette album imprinted in gold and bearing on the

inside cover a biography of the composer of the

Overtures. The complete set retails for five

dollars.

Carl Maria von Weber

The composer of Der Frcischilts and Oberon, and
world-famous as the founder of the romantic school
of music.

At the age of thirty-one, Weber began the composi-
tion of Der Freischiitz. Three years later, upon its

completion, it met with tremendous success in Berlin.
Weber became a national hero.

Oberon was produced in London in 1826. Although
the work of a man dying by inches from consumption,
Oberon bears not the slightest traces of mental ex-
haustion. Upon its initial presentation, Weber re-

ceived one of the greatest ovations of his career.
Death came to Weber eight weeks after the produc-
tion of Oberon. He was buried in London, but later
his body was taken to Dresdon, where a statue to

his memory was unveiled in 1860.

Although many noted composers have succeeded him,
Weber's frame as a dramatic composer still shines un-
dimmed.

Like "The Unfinished Symphony" album set,

this opportunity to possess the complete Over-
tures to Der Freischiitz and Oberon is one that

will be quickly appreciated and taken advantage
of by every true music lover in the country.

ODEON RECORDS are

Pressed by the Manufacturers of

Records
The Records of Quality

1

The Record of HuilHj
,

General

Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th St. New York
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Are You Prepared?

Preparation is the Keynote
to Success in Business

The Holiday Season is rapidly

approaching and general conditions

indicate that every Victor Dealer
should enjoy a large volume of busi-

ness. Only those, however, that have
planned ahead can expect to reap

the harvest.

We are ready to accept the re-

sponsibility of serving Victor
Dealers in our territory and urge
the immediate placing of orders with

us for your anticipated needs for the

balance of this year. You, of course,

can revise these orders from time to

"time in accordance with your cur-

rent needs.

THE LOUIS BUEHN COMPANY
of Philadelphia

Victor Wholesalers
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In constant demand

The NEW EDISON

RETAIL
PRICE

A FEW
DEALERSHIPS OPEN

WRITE US

GIRARD PHONOGRAPH CO.
Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA, PA.

PLAYS ALL RECORDS

THE TRADE IN PHILADELPHIA AND LOCALITY— ( Continued from page 83)

in all the Philadelphia papers. In conjunction

with this direct advertising the John Wana-

maker department store also is featuring a

regular Brunswick advertisement, apart from

its usual full-page presentation. Manager

Jester has just returned from a trip to Bethle-

hem, Allentow-n, Easton and other Pennsylvania

points where he found a favorable Fall outlook,

with orders presaging brisk business, and he

is a little concerned that the demand may ex-

ceed the stock available for prompt shipment.

The firm feels very much gratified over the

exceptionally large number of applications for

agencies on file, but decision is being made
slowly because the company wants to be as-

sured it can meet all the requirements for

stock of those it may select as retail distribu-

tors. R. O. Danforte, formerly manager of

the Fair Store, of Chicago, has joined the sales

forces and is now taking care of the coal region

section.

The Vassallo Music Shop, of Bryn Mawr,
Pa., has taken over the distribution of the

Brunswick for that town and is carrying on a

campaign among the strudents at Bryn Mawr
College.

An Eye-ajresting Window Display

Catching the spirit of the times, with zest

added by snappy October days, the Starr &
Moss Co., 3639 Germantown avenue, is making

a very appealing display of its talking machines

and records under the direction of Harry S.

Somers, a member of the firm, who is in charge

of the phonograph department. The firm car-

ries the Edison, Brunswick and Sonora lines,

and these are shown under a trellis festooned

with Autumn leaves, and illuminated at night

by the golden glow from a flood light, giving

all the appearance and atmosphere of Autumn
in the woods. Meanwhile, looking ahead, the

sales organization is concentrating on holiday

prospects. Very active in this cause is Elmer
T. Walls, who, for the last three years, has

been outside representative of the company.

Important Suggestions From Weymann
H. W. Weymann, wholesale manager of H.

A. Weymann & Son, Inc., Victor wholesalers,

this city, reports that dealers are entirely op-

timistic and enthusiastic over the prospects for

the Fall season. Mr. Weymann called attention

Colin B. Kennedy Radio Equipment

Jobbers ot only Nationally Advertised
Radio and Musical Merchandise

UNITED MUSIC STORES
619 Cherry St. Philadelphia, Pa.

to the scarcity of some models and the available

supply of some others and urged that the re-

tailer center his activities on such models as

were available, calling attention to the fallacy

of featuring in either window or newspaper pub-
licity such models as were hard to obtain.

Takes on the Brilliantone Needle
The Guarantee Talking Machine Supply Co.

has passed all records thus far this year in vol-

ume of sales. This company has built up good
business in springs and other parts and has
lately added Brilliantone needles to the lines

which it distributes.

Many Visitors to Buehn Co.
The headquarters of the Louis Buehn Co., this

city, were the mecca for many out-of-town visi-

tors recently. Among those who called were T.
H. Smith, manager of F. A. Winter & Son, Ty-
rone, Pa.; W. P. Roach, manager of the whole-
sale department of Lyon & Healy, Victor dis-

tributors, Chicago; S. W^ Christian, Victor
dealer, of Bangor, Pa., and S. S. Frank, of the
Scranton Talking Machine Co., Victor retailer,

of Scranton, Pa. An optimistic viewpoint of
the coming Fall season is to be found in the
number of retailers improving their warerooms
for the development of increased business. The
Louis Buehn Co. reports that the following
dealers have made recent alterations in their
warerooms: Rihl Bros., M. M. Johnson and

Joseph Krygier, all of Philadelphia; Frank Tol-

lin, of Chester, Pa., and Nathan Worth, of

Riverside, N. J.

Witlin M. I. Co.'s Business Drive

Exceptionally large orders are reported by
the W'itlin i\Iusical Instrument Co. for its

Starr phonographs and Gennett records. The
increased business in the direct Philadelphia

district is due to the advertising campaign in

the Sunday papers, where a large space is being

devoted to publicity on Gennett records.

Enough orders have been procured to keep up
shipments until the first of the year for the

Starr Phonographs made at the Richmond, Va.,

factory of the Starr Piano Co. The W'ashing-

ton and Baltimore business is running way
ahead of any year of the firm's business history

of four years' standing. Several carloads are

being shipped to two of the leading Washing-
ton dealers. Additional salesmen will be added
to the force, and two already have been se-

cured for the Washington and Baltimore terri-

tory, with J. A. Wascow, formerly salesman
with Droop & Son, of Baltimore, looking after

the District of Columbia sales, and D. D. Samel-
son taking care of the Monumental City and
surrounding territory for the Gennett records.

Plans are now being developed by Ben Witlin,

head of the firm, for the expansion of phono-

(Contiimed on page S6)

1108 Chestnut Street

Philadelphia, Pa.

VICTOR WHOLESALERS

AT YOUR SERVICE
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There is a lot of lost motion and complications in selling what
you haven't got. Although our every effort w^ill be to supply your
wants, we suggest, in the interest of good merchandising, that you
place your special sales efforts on the models available.

Model No. 215 is your best bet.

The Talking Machine Company
Victor Wholesale Exclusively

1025 Arch Street Philadelphia, Pa.

THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 85)

graph and record business. New dealers will

be appointed in Pennsylvania, south Jersey,

Delaware, Maryland and District of Columbia.

The salesmen in Baltimore and Washington

have been successful in opening up many new
connections, and other salesmen will carry on

campaigns in the States not yet canvassed.

George A. Platen, of the sales force of the

Talking Machine Co., has just returned from

the coal regions after a month's trip. He
found the business outlook very encouraging.

Extensive advertising on the Edison and

Brunswick machines is resulting in increased

business for the phonogra-ph department of the

Ludwig Piano Co., 1103 Chestnut street.

Fine Sonera Demand
Demand for the Barcarolle model of the

Sonora is so great that the Sonora Co., of

Philadelphia, is experiencing difficulty in

promptly filling orders. Alanager S. S. White,

who has just returned from a trip over the en-

tire territorj' during the month, also found a

rush of business, and is more concerned over

filling orders than securing them.

Big Columbia Ad Drive

Following out its policy of national adver-

tising, the Columbia Co.'s Philadelphia branch
is running a full-page rotogravure Sunday ad-

vertisement for the entire month in the Phila-

delphia Ledger, and it is also featuring daily

advertisements in all the Philadelphia papers

and the Saturday Evening Post. This local ad-

vertising supplements the 1,373,708,000 issues

carrying advertisements which are to appear in

the national campaign conducted through news-

papers and magazines. There are also being

featured advertisements in twenty-four foreign

languages, in foreign newspapers and in publi-

cations reaching the colored population for

special colored records.

Dealers Preparing Tone-test Tie-ups

Edison dealers in the territory covered by the

Girard Phonograph Co., Philadelphia distribu-

tor, are busily engaged these days in anticipa-

tion of their coming tone-test recitals during

the latter part of October and the fore part of

November.
The insistent demand for tone-test engage-

ments this season made it necessary for the

distributor to contract for two separate com-

panies to tour the territories. Beginning Oc-

tober 22, Elizabeth Spencer, the popular concert

soprano, accompanied by Lucille Collette, vio-

linist, and Harold Lyman, flutist, will spend two

weeks in the territory and will appear in ten

separate recitals in as many different cities.

By special arrangement and as the result of

numerous requests the Girard Phonograph Co.

On
Guard

Victor

Penn-Victor Dogs are the best watchmen of Victor
Welfare in the Home,

Sold by most Victor Distributors.

Write them or us for prices.

Penn Phonograph Company
913 Arch Street Philadelphia, Pa.

Victor Wholesale Only

has announced a return engagement of Marie

Morrise^', soprano, accompanied by Jacques

Glockner, 'cellist, and Earle Beattie, pianist.

Miss Morrisey's appearances last Fall won for

her considerable popularitj' among the dealers,

with the result that the demands for a re-

engagement this year have been far in excess of

the actual number of bookings permitted by

her limited stay.

Very Effective Dealer Service

An original form of service has been evolved

by the Penn Phonograph Co., of this city, Victor

wholesaler. From the reports gathered from

the various Penn salesmen there is a strong

indication that dealers will quite generally mail

out each week the supplements for the weekly

releases of the Victor records. It is the plan

of the company to lessen the work of the dealer

in this respect by assuming the labor of ad-

dressing these envelopes for the dealers at no

cost whatsoever for the work. The plan pro-

vides for the furnishing of a good grade en-

velope, standard supplement size with un-

gummed flap, at a low cost, and to address the

envelopes by using an Addressograph. The
dealer pays for the stencil at cost. A four

weeks' supply of envelopes will be shipped at

one time. It is guaranteed that the names con-

tained in the list will be carefully guarded. It

is expected that many dealers will take advan-

tage of this service and although it is entirely

without profit, the Penn Co. is making extensive

plans to take care of this increased work.

G. R. C. Adds Junior Operetta Records

Walter L. Eckhardt, of the General Radio

Corp., is featuring the Okeh records and Strand

phonographs, and has taken on the distribution

of the Junior Operetta records for juveniles,

the first of these being a complete operetta,

"Little Red Riding Hood." A series of these

operettas will be issued hy the Vulcan Record

Corp., of New York, and if the sales of the

first of the series, "Little Red Riding Hood,"
are a criterion they will go over big. Large
orders are being placed for holiday stocks of

these records, which, by their novelt}- and de-

cided merit, have deservedlj' won a very high

place in the esteem of the purchasing public.

Victor Moore Resigns

Victor Moore, for the past six years in charge

of the record department of the Penn Phono-
graph Co., has resigned.

Improve Estey Department
The talking machine department of the Estey

Piano Co., Seventeenth and Walnut streets, has

been improved and redecorated. The depart-

ment is on the main floor and now is one of

the most attractive in the city. Mrs. M. S.

Davidson, Josiah Bacon and J. Roeger have

been added to the sales organization.

Remodeling Ballens Shop
Remodeling and rearrangement of the stock

of Ballens Modern Musical Shop, 2144 North
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JOBBERS
L I

JOBBERS

REPAIR PARTS TRADE MARK MOTORS
I

GRAPHITOLEO All that the name implies'' TONE ARMS
I

ALBUMS
I

BRILLIANTONE
I I

NEEDLES
I I

SAPPHIRES

To know that the part you get is the right one, and genuine, is the

first and most important step in a satisfactory and enduring repair job on

your motor; and to get that part promptly is the next important consid-

eration. From the smallest screw to a completely assembled unit, we
give you accurate, speedy service.

Let us co-operate with you in making 1923 your banner year.

GUARANTEE TALKING MACHINE SUPPLY CO.
109 N. TENTH STREET, PHILADELPHIA

I

SOUND BOXES
I

ADDATONES

3-IN-l OIL

I I

ATTACHMENTS

THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 86)

Front street, were recently completed. Modern
equipment has been installed and every con-

venience has been added to facilitate service.

Sonora, Columbia and Cheney instruments are

handled.

New Edison Plan of Sample Records

Announcement has just been made by the

Girard Phonograph Co. that the new plan of

distributing sample records to dealers, originated

at the instance of Thomas A. Edison, will be in-

augurated and in full swing by October IS.

Under the new plan the Edison dealers

throughout the Philadelphia territory have been

divided into clubs of six each, according to their

geog apliical locations. Immediately newly re-

leased records come ofif the presses at the Edi-

son laboratories they are dispatched simultane-

ously to dealer number one in each of the clubs,

who hears them and passes them along to the

next dealer, and so on.

The new plan facilitates the distribution of

samples and provides each dealer with the op-

portunity of hearing the very latest recordings

even before they have been manufactured in

quantities sufficient for general distribution.

Mr. Edison has chosen the Philadelphia terri-

tory in which to determine if the plan is work-

able and to test its adaptability to other terri-

tories. The Girard Phonograph Co. has the

assurance of practically 100 per cent co-opera-

tion among the dealers in its territory, most of

whom are anticipating the plan with consider-

able enthusiasm.

. Philadelphia Badge Co. Increases Lines

The Philadelphia Badge Co., producer of rec-

ord cleaners and combination cleaners and
needle containers, reports that the increased de-

mands for the Fall season have already been

felt. The production of novelties constitutes a

goodly proportion of the sales of this company
and several new items of interest to the trade

are now in the coiirse of preparation.

To Market New Type of Instruments

The Solotone Manufacturing Co. plans to re-

place all the former designs by entirely new
creations. These will be announced by Presi-

dent F. H. Alaman during the coming month.

Expanding Business With Cheney Sales Corp.

The Cheney Sales Corp., distributor of the

Cheney phonograph, is now well established in

its new location in the Jeflerson Building, on

Chestnut street above Tenth street. The in-

creased facilities made available were badly

needed, as the sales of this company have far

exceeded any year in the history of the organ-

ization. The New York and Philadelphia of-

fices both are securing substantial business and

the New England office, the newest of the three,

has passed all expectations in sales volume.

Everybody Co.'s New Catalog Under Way
Business at the headquarters of Everybody's

Talking Machine Co., this city, continues to be ac-

tive and in good volume. Contemplated changes

increasing the facilities of the organization at

the headquarters have been made and every-

thing is set for a record Fall season. The new
catalog is well under way and will probably be

ready at the time of our going to press.

NEW POWER UNIT AND LOOP AERIAL

General Radio Corp. Introduces Two Contribu-

tions to the Advancement of Radio

Philadelphia, Pa., October 1.—The General

Radio Corp., of this city, well-known radio dis-

tributor and manufacturer of the Music Master

horn and Geraco parts, has again contributed

to the advancement of radio through the plac-

ing on the market of two new products, a new
power unit and a new loop aerial.

The new power unit is a triple duty amplifier

which has been named the Music Master power
unit. It is compact and handsomely finished to

form a base, if desired, for the Music Master

radio reproducer made by the same company.

The Music Master power unit has three uses;

first, as a one-stage amplifier in connection with

any detector, except the crystal; second, as a

two-stage amplifier with any detector or in con-

nection with a receiving set that already has

one stage of amplification; third, it can be used

with the ordinary two-stage amplification, in-

creasing signal strength to an exceptionally

loud volume. This unit is reputed to be remark-

ably free from distortion and extremely simple

in operation, having only one main control and

a switch. It can be made selective by its switch

without changing the plu^. Its "A" battery is

mounted inside. The "B" battery used on the

EmSON
Reco'rd

ZVi Dia.

DISTRIBUTERS
Get your trade to order their stock of VELVA-
LOID RECORD CLEANERS EARLY so they
can get the benefit of holiday souvenir distribu-

tion and boost business when there is business

to boost.

Philadelphia Badge Company
Manufacturers

942 Market Street Phila., U. S. A.

radio set may be used for this unit. No field

current is required. It plugs into any set with

the cord in place of head phones.

The new Geraco loop aerial takes the place

of the ordinary antenna and ground connection

and is built to receive satisfactorily present

popular broadcasting wave lengths. It measures

twenty inches over all and is easily handled. It

is claimed that it is the only loop equipped with

a dial. This dial records accurately the direc-

tion of the station being brought in for future

reference. The Geraco loop aerial is designed

for use with any ordinary or regenerative set

for local programs and will even work with a

crystal set if near the broadcasting station. It

is claimed that excellent results have been ob-

tained with radio frequency outfits, in one in-

stance a station 2,000 miles away. This loop

aerial is furnished in two types at present; (1)

with base, direction dial and vernier condenser;

(2) with base and direction dial.

ANNOUNCES THE^RADIOLA VII

Radio Corp. of America Adds Handsome In-

strument to Line—Adaptable to Outdoor,

Indoor or Loop Antenna

The Radio Corp. of America, manufacturer
of Radiola products, has just announced the

Radiola VII, which is adaptable to outdoor,

indoor or loop antenna and may be shifted from
ap antenna to a loop by simply turning a knob
on the front of the panel. The Radiola VII

The Radiola VII
provides two stages of radio frequency ampli-

fication, detector and two stages of audio fre-

quency amplification. Special radio frequency

transformers are provided whereby the entire

broadcasting wave length schedule now in effect

in the United States (ranging from 220-550

meters) ma}' be covered. In addition the

Radiola VII is designed for long distance re-

ception, as well as selectivity and efficiency in

amplification. Under favorable conditions re-

ception has been obtained at 2,000 miles.

In appearance the Radiola VII is most attrac-

tive, as all of the batteries are self-contained.

It is dry-cell operated, requiring no storage bat-

teries or charging equipment, and is furnished

in a polished mahogany case with Bakelite

panel. The Radiola VII, including the type

FH loud speaker and with batteries and tubes

complete, is listed at $290.
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FIGHTING FOR MILEAGE BOOKS

International Federation of Commercial Trav-

elers' Associations Seeks to Intervene in Case

Now Before the Supreme Court

Washington, D. C., October 8.—The Inter-

national Federation of Commercial Travelers'

Associations, representing nearly three-quarters

of a million traveling men, has asked the United

States Supreme Court for permission to inter-

vene in the case brought by the Interstate Com-
merce Commission against some fifty railroads

to enforce its order providing for the sale of

non-transferable, interchangeable scrip coupon

tickets.

The motion filed by the Federation asserts

that it is of vital importance to American indus-

try as a whole that the tickets should be issued

and that, as the traveling men it represents are

important users of railroad ' facilities, they

should be represented in the case. The Inter-

'state Commerce Commission issued its orders

early in the j'ear, but was unable to put them
into effect as a result of an injunction issued

by the Federal District Court of Massachusetts

on petition by the railroads. The Interstate

Commerce Commission immediately carried the

case to the Supreme Court, and an effort will

be made to have it heard and decided during

the coming Fall term.

INCREASE IN RECORD ORDERS

Weekly Victor Record Release Enjoys the

Favor of the Trade and Public

David B. Roche, traveling representative of

Collings & Co., Newark, N. J., is enthusiastic

over the response from dealers on the new
weekly record releases issued by the Victor Co.

He states that while for the first few weeks
the dealers ordered with great care they are

now becoming used to the new situation, with

the result that the orders are in larger volume.

This also demonstrates that the public is re-

ceiving the new releases with favor.

Business throughout New Jersey and north-

eastern Pennsylvania, the territorj' covered by
Collings & Co., is quite active. Orders for

machines particularly are on the increase.

JACKSON SHOP INCORPORATED

RocKFORD, III., October 4.—The Jackson Talk-

ing Machine Shop, 114 West State street, this

city, was recently incorporated for $25,000 to

deal in talking machines, records and other mu-
sical instruments. Incorporators are Ernest H.
Jackson, Perry F. Jackson and Paul Stich. No
changes are contemplated in the business poli-

cies of the concern.

Forbes Magazine made a very good point in

a recent issue when it said: To win over a

customer is more useful than putting over a

sale.

0 G D E N
Excellent Prices for Big Crops

Reflected in General Business

Prosperity—Neivs of the Trade

Ogden. Utah., October 6.—Harvesting of

bumper field and orchard crops has left the

farmer in a pleasant mood on the eve of gather-

ing the sugar beet crop, which, though only a

normal production is anticipated, will mean a

distribution of approximately $12,000,000 in this

district to farmers of Utah and Idaho.

This always stimulates business, and talking

machine dealers will figure in the general bene-

fits. Already salesmen are in the field and they

report excellent returns. It is generally re-

ported that the farmers are making larger ini-

tial payments and heavier monthly installments

on their purchases.

This new business, together with the sales

from the removal sale of the Glen Bros.-Roberts

Piano Co., Victor and Edison dealer, has almost

depleted the company's stock of talking ma-
chines and rush orders have been placed for

more instruments.

Double a normal month's turnover was ac-

complished by Glen Bros.-Roberts, according to

Thomas J. Holland, sales manager of the com-
pany, during the first fifteen days of the firm's

removal sale which is now going on.

The Glen Bros.-Roberts Piano Co. expects to

move into its new three-story home at 2546

Washington avenue by October 15, or soon

after. There will be ten phonograph booths on

the main floor, in addition to the display cases

for small goods and an Ampico and player roll

demonstration department. To the rear will be

the shop and varnish department. The third

floor will have a concert hall, capable of seating

500, and a stage, where talking machine concerts

will be given. In the large display windows
there will be a twelve-foot turntable, large

enough to accommodate grand pianos or the

large console type talking machines.

Marcellus Smith, of the company, has just

returned from a trip into the Nevada territory,

where he reported business exceedingly bright.

Dan Brian, who went into the Idaho and
Wyoming territory for a two weeks' trip, is

finding business so good that his stay has

lengthened to more than a month.
The Jones Phonograph Shop, Brunswick and

Sonora dealer, has been redecorated for the

Fall trade.

C. E. Armstrong, Pathe and Edison dealer,

tells of a brisk Fall business. The Williams

Music Co., handling the Steger and Pathe, re-

ports the same satisfactory condition.

The Proudfit Sporting Goods Co., district Edi-

son distributor, reports an impetus in the Utah
and Idaho territory, with prospects of an ex-

cellent business this month, due to the general

stimulation of bu = incf^ by the impro\"ed c^n-

The demand of the public for the
NEW EDISON was never greater.

The models never more artistic

The records never better.

The service in record releases
never so prompt.

These with the new low level in

prices on instruments and records
make

Large Profits Certain
We have a few towns open for

dealers.

Write for particulars.

H

Proudfit Sporting Goods Co.

OGDEN, UTAH
Intermountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

ditions in the rural sections of the two States.

Browning Bros., Brunswick dealers, report

business fair in talking machines and active in

the sale of records.

MARKELS SCORES AT MONTMARTRE

Michael Markels, who with his orchestra spent

the Summer at Newport playing for the dances

and receptions given by the societj- people of

that resort, scored a tremendous success at his

recent appearance at the openfng of the Mont-
martre, one of New York's smart supper clubs.

There was a great gathering of society people,

who had assembled to do homage to their fa-

vorite, among the patronesses being such well-

known society figures as Mrs. Vincent Astor,

Mrs. W. K. Vanderbilt, Mrs. Harry Payne
Whitney and Mrs. Wm. G. Rockefeller. For
some time the general public has been privi-

leged to hear Markels' Orchestra through the

medium of Okeh records, for which he records

exclusively. Some of the most recent Markels
records are "Carolina Mammy," "Love Tales,"

"Dreamy Melody" and "Foolish Child."

L. L. BUTTON TO OPEN IN CLINTON

Clinton, III,, October 5.—L. L. Hutton, of

Saybrook, has opened a new music store in the

Sweeney Building, 100 North Center street, this

city. The store is known as the Hutton Music
House and is in charge of Mrs. Hutton. Mr.

Hutton and his wife have recently made a trip

to Chicago to select stock.

Kendrick & Davis Electric Drive for Phonographs
Price but little higher than standard spring motor

The MOTOR is UNIVERSAL,
DIRECT DRIVE, 110-vohs, with

standard resistance unit which cares

for varying voltage ; the SHAFT is

ONE-PIECE TOOL STEEL; the

BRASS WORM with one FOR-
MICA GEAR constitutes the simple

working gears. The GOVERNOR
is mechanically controlled. Phos-

phor bronze bearings. Friction idler

in spindle prevents stripping gears.

7 Inches Long

3

Inches
Deep

4

Inches
Wide

Weight 4 Lbs.

A VERY UNUSUAL FEATURE
OF THE KENDRICK & DAVIS
ELECTRIC DRIVE IS THE
SWITCH CONTROL, operating

through spindle, SERVING AS A
POSITIVE PLAYING-STOP.
STARTING-SWITCH AND PRO-
TECTIVE-LOCK. THESE THREE
TALKING POINTS ALONE
HA\'E IMMENSE MERCHAN-
DISING VALUE IN MODERN
PHONOGRAPH COMPETITION.

H. A. ROBBINS Sales Agent 142 Berkeley St., Boston, Mass.
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wM/mii h\\\\\\\m«
for beauty—for tone—for price

Ml

STRAND
Queen Anne

Special

LISTS
at $150

Costs You $66

Two-tone shortage, we said!
(And it has come—but we can still supply you)

Business already in tells the story
(When two-tone finish is demanded, nothing else will do)

Dealers ordering now ^et the merchandise

These Direct STRAND Representatives Are Ready to Serve You:

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

ARTOPHONE CORPORATION, 1213

Pine Street, St. Louis, Mo.
ARTOPHONE CORPORATION, 317

Kansas City Life Bldg., Kansas City,

Mo.
CONSOLIPATED TALKING MACHINE

CO., 227 W. Washington Street, Chi-

cago, 111.

OTIS C. DORIAN, 321 King Street,

E. Toronto, Ont.

A. C ERISMAN, 174 Tremont Street,

Boston, Mass.

W. L. ECKHARDT (General Radio
Corp.), Tenth and Cherry Streets,
Philadelphia, Pa.

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

W. S. GRAY, 926 Midway Place, Los An-
geles, Cal.

L. D. HEATER, 357 Ankeny Street,
Portland, Ore.

IROQUOIS SALES CORPORATION.
210 Franklin Street. Buffalo. N. Y.

R. J. JAMIESON, 625 Swetland Bldg.,
Cleveland, Ohio.

M. E. LYLE, 6514 Walton Street, At-
lanta, Ga.

To responsible dealers we offer a profitable franchise in localities not yet

MANUFACTURERS PHOxNOGRAPH CO., INC., GEO. W. LYLE, President,

RICKEN, SEEGER & WIRTS. Globe
Bldg., Detroit, Mich.

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

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

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

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

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

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

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

being covered. Write or wire.

95 Madison Avenue, NEW YORK
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IN PITTSBURGH
Continuation of Industrial Prosperity Increases Optimism in the

Trade—Arranges Series of Tone Tests—Alonth's News Budget

Pittsburgh, Pa., October 7.—The general in-

dustrial prosperit}' here continues unabated and,

consequently, not only are local dealers enjoy-

ing a fair business right now, but the outlook

becomes increasing!}' bright as the weeks pass

hy. Jobbers report quite heavy ordering, indi-

cating that the trade generally is preparing for

a busy holiday season, and it is verj- probable

that there will be a shortage of certain models
of machines before the holidays.

Buehn Co. Arranges Edison Tone-Tests

A series of Edison tone-tests is being spon-

sored by the Buehn Phonograph Co., Edison

distributor for this territory. Elizabeth Spencer,

assisted by Lucille Collette, pianist, and Harold
Lyman, flutist, Edison artists, will appear in

these recitals, which will be given for the fol-

lowing dealers: W. H. Bonnage, Beaver Falls,

Pa., October 8; McDonald Furniture Co., Mc-
Donald, Pa., October 9; G. A. Myringer, Am-
bridge. Pa., October 10; G. W. P. Jones Music
Co., Washington, Pa., October 11; J. M. Burns
& Son, Waynesburg, Pa., October 12; L. C.

Milheim, Butler, Pa., October 15; Frank Crook
Co., East Liverpool, O., October 16; R. E. Kap-
lan, McKeesport, Pa., October 17; Decoster
Bros., Jeannette, Pa., October 18; Louis Luxen-
berg, Barnsboro, Pa., October 19.

New Edison agencies opened by the Buehn
Co. include G. R. Gross, Bellwood, Pa.; W. P.

Risinger, Homer City, Pa.; Guth & Co., St.

Mary's, W. Ya.

New General Radio Corp. Accounts
Everybody is happy at the offices of the Gen-

eral Radio Corp., Strand phonographs, Okeh
records and Radio Corp. of America products,

as September business exceeded all previous
records, and there is no sign of a let-up. Wal-
ter L. Eckhardt, president, wired his congratu-
lations. New dealer accounts opened recently
are: Plodenic Furniture Co., Woodlawn, Pa.;

John Castagnola, Pittsburgh; P. Giuliani, Pitts-

burgh; M. Holtzman, Windber, Pa.; League
Jewelry Co., Gassaway, W. Va.; Campbell's
Department Store, Pittsburgh; Palace Furniture
Co., Clarksburg, W. Va.; Smith Electric Shop,
North Fork, W. Va.; Glade Jones, DuBois, Pa.,

and Todd & Stevens, Monongahela, Pa.

r

The new showroom of this concern has at-

tracted considerable attention and among the

visitors in September were Wm. Polangin, of

Farrell, Pa.; Robert Jackson, Wheeling, W. Va.

;

Geo. W. Barnwell, Steubenville, O.; Jones &
McMillen, Beaver, Pa.; John Manganelli, New
Kensington, and C. F. McCaw, New Brighton.

Lectures on Motor Troubles

Parker Willis, formerly a traveling represent-

ative of the Victor Talking Machine Co. in the

Buffalo territory, but more recently connected

with the repair department, has spent the last

three weeks in the Pittsburgh territor)-, spe-

cializing on motor troubles and giving the Vic-

tor dealers first-hand information on this sub-

ject. Two meetings were held in the auditorium

of the Standard Talking Machine Co., Victor

jobber, attended hy the repairmen and sales-

men of many nearby Victor dealers. Mr. Wil-

lis discussed motor repairs, particularly electric

motor repairs, and he also discussed the in-

creasing popularit}- of the electric motor.

Those attending the meeting in the Standard

auditorium included: Spear & Co., G. S. Do-
iiagy, John Harrison; S. Hamilton Co., J. N.

Zweidinger, Mr. Schobe; S. Hamilton Co., East

Liberty, Pa., Miss Ritchey; S. Hamilton Co.,

Wilkinsburg, Pa., Miss McLean; Beechview

Pharmacy, M. F. Wilson; Boggs & Buhl, H. W.
Lang, Henry Wood; Rosenbaum Co., C. R. Par-

sons, W. White; Dave Krasik, Monessen, Pa.;

Geo. S. Hards, Dormont, Pa.; Spear & Co.,

Brent Lydey, F. Gottshal, G. Raub; Kauf-

mann's, R. Sherode, L. P. Kirstein, Mrs. Wol-
rath. Miss Bitner; Lechner & Schoenberger,

Wm. R. Hallier, John Haggerty; W. F. McLay,
Carnegie,' Pa.; Joseph Horne Co., O. Pohl; Wm.
Sahner & Co., Wm. Sahner; F. C. Wampler &
Son, Inc., McKeesport, Pa.; W. R. Reynolds

Co., Canonsburg, Pa., F. L. Hill, Jr.; Cooper
Bros., New Kensington, Pa., John Cooper, Wm.
Cooper; Linc-hi-wa Furniture Co., East Pitts-

burgh, Pa., Clarke Wright; South Hills Music

Shop, J. W. Schell; Menzer Music Shop, Louis

Menzer; Kaufman n & Baer, J. P. Ward; W. F.

Frederick Piano Co., W. A. Dempsey, B. Boy-
cott, Mr. Kinch; C. C. Mellor Co., Messrs. T.

T. Evans, Baish, Burbeck, Fritz, Trexler, Coll,

I

Mrs. Lyon, Miss McCabe, Miss Gillen, Tony
Lascola, J. J. Cvetic, R. Sidenstricker; Standard

Talking Machine Co., J. C. Roush, Wallace Rus-

sell, R. J. Coleman, C. E. Willis, A. E. Fergu-

son, H. A. Davies, J. E. McCormick, Geo. Dor-

sey. Miss M. L Watson.
Business Houses Change Hands

D. O. Morgan, druggist and Victor dealer, of

Crafton, Pa., recently sold his business to A.

L. Chapman, Jr.

H. P. Griffith, of State College, Pa., who for

some time has been in failing health, has sold

his music shop to Charles F. Morrill, who will

hereafter conduct the business under the name
of "The Music Shop." He is making extensive

improvements in the store preparatory to an

aggressive Fall and holiday sales campaign.

Formal Opening of Fine New Store

Some time ago E. E. Schellhase, music mer-

chant and Victor dealer, of Waynesburg, con-

solidated his business with that of Long & Co.,

home furnishers, of Uniontown, Pa. A new-

building was constructed and the formal open-

ing was held recently. Victor jobbers of Pitts-

burgh and other business friends were present.

The new establishment is, without exception,

the finest retail building in town and probably

one of the finest in any town of 10,000 popula-

tion or less in the country. The building is

approximately seventy-five feet front by 200

feet deep, of stone and brick construction, three

stories and basement. The entire first floor is

given up to an unusually fine display of home
furnishing, with the Victrola, department occu-

pying a large portion of the front and right

side of the store. Among the representatives

of the Victor jobbers present were Wallace

Russell, R. J. Coleman, of the Standard Talking

Machine Co.; Boyd Kinch, of the W. F. Fred-

erick Piano Co., and W. A. Fritz, of the C. C.

Mellor Co., all of this city.

Some Live News Gleanings

J. C. Roush, president of the Standard Talk-

ing Machine Co., motored to Birmingham, Pa.,

with his daughter, Josephine, last week, where
she was entered in the Birmingham School for

Girls. Recent visitors to the Standard offices

included G. S. Flesher, Victor dealer of Cairo,

W. Va.; J. H. Phillips, of N. S. Pittsburgh, and
T. R. Towell, Eclipse Musical Co., Cleveland.

Max Willinger, of the New York Album &
Card Co., Inc., Chicago, 111., recently called on

the talking machine trade in this section in the

interests of his company.

C. H. Yahrling, president of the Yahrling-

Rayner Piano Co., Youngstown, O., and Gus
Hellman, manager of the Victrola department,

were recent visitors to Pittsburgh.

Cooper Bros., of New Kensington, Pa., re-

cently installed a Victor record window of the

popular Victor record "Annabelle," which sold

over 750 records of this selection during the

two weeks the window was in use.

Geo. W. Rewbridge, manager of the whole-

sale Victor department of the W^. F. Frederick

Piano Co., is taking a well-earned two weeks'

vacation. Miss Friess, his assistant, is in charge

during his absence.

Ben Reynolds, of Washington, Pa., president

of Ben Rej-nolds & Co., music dealer of that

place, is recovering from a severe illness.

During the illness of Thos. R. Windsor, of

Tarentum, Pa., Victor dealer, Wm. A. Such,

manager of the store, conducted the business.

NEWIEBISON
COMPARISON WITH .THE1UV1NG ARTIST

REVEALS NO OlFl^ERENCE

I

l_

The increasing demand for THE NEW
EDISON is but a reflection of the ever increas-

ing interest of the public in this quality product.

Today's interest means tomorrow's sales. JFill

YOU make those sales

f

Bl^hn Phonograph Co.
Edison DisxRiBuroRi^

4-21 SEVENTH AVE.

PlTTSBUFlGH

New Edison Records Every Week _
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DALLAS
Jobbers and Dealers Campaigning

for Business — Rural Districts

in Prosperous State—Otiier Ne-zvs

Dallas, Tex., October 5.—Unusual activity in

the talking machine trade in Texas and Okla-

homa is reported by practically all dealers hav-

ing headquarters in Dallas. Better crops than

had been expected, with good prices for cotton

and other farm products, have brought about a

feeling of prosperity in the rural districts and

small towns, and it follows that when the rural

population and the people in the small towns

feel prosperous the city folk* soon see the dif-

ference in their daily balance sheets as business

begins to pick up.

Talking machine companies with district

offices in Dallas are just now staging cam-

paigns to put on more dealers and increase

sales in their territory, and in this unusual

success is reported.

The Texas-Oklahoma Phonograph Co., Edi-

son jobber, 2025 Jackson street, is in the midst

of a drive which will cover its entire territory

of Texas and Oklahoma, with the exception of

a few counties; a large part of New Mexico

and part of Arkansas. Intensive salesmanship

methods are being followed in this territory,

which has been thoroughly circularized in ad-

vance, and an effort is being made to place an

Edison dealer in every town of 1,000 population

or over, according to F. F. Dawson, sales-

manager of the Texas-Oklahoma Phonograph

Co., who is directing the field force which is

now covering this territory.

In preparation for this drive, Mr. Dawson
has just completed what is declared to be the

first and most complete analytical survey of the

territory. This survey shows that the Texas-

Oklahoma Phonograph Co. is distributor for

289 counties in Texas, Oklahoma, New Mexico

and Arkansas. This territory has a population

of 5,635,844. There are 477 cities and towns

of 1,000 population or more, with a total pop-

ulation of 2,183,404. This leaves a rural popula-

tion of 3,452,440 in the entire district.

The survey made by Mr. Dawson goes farther

and lists the towns in which there is an Edison

dealer, and the towns where there is no dealer.

Towns where the Edison dealer is regarded as

wide-awake and the towns where it might be

desirable to change dealers are also listed. With
this information thoroughly digested, Mr. Daw-
son set to work to increase Edison sales in

his territory.

"A survey such as this is needed in order

that a sales manager may direct his field force

intelligently," Mr. Dawson says, "for the same

sales methods employed in the city will not

bring results in the small towns and rural com-

munities. This survey shows that three-fifths

of our population is in the rural districts, and

our sales methods must be designed to reach

these people if we ever expect to sell our goods

to anything like even one-half saturation."

The campaign put on by the Texas-Oklahoma
Phonograph Co. is bringirig results, Mr. Daw-
son says, and he reports the following new
Edison dealers during the last two weeks:

Canady Drug Co., Rockwall, Tex.; Palace

Pharmacy, Teague, Tex.; Dollar Furniture Co.,

Chandler, Okla.; G. W. Waldrop & Co., Abilene,

Tex.; Bosatko Bros., Uvalde, Tex.

Charles Kipp, formerly Edison jobber at

Indianapolis, Ind., was in Dallas last week visit-

ing friends and looking around before he en-

ters business again.

C. S. Holderness, of the Phonograph Co.,

Edison dealer in Greenville, Tex., visited Dallas

offices last week and placed orders for Fall

stock. L. H. Walter, of the Walter Piano Co.,

Hillsboro, Tex., also was a visitor to the Texas-

Oklahoma Co.

A. F. Beyer, Edison dealer in San Antonio,

Tex., has gone to New York on a combined

EACH IS A NEW EDISON.
Each w ill sustain the test of direct

comparison with the living artist.

Each is a money-maker for the

fortunate merchants who repre-

sent the NEW EDISON

TEXAS -OKLAHOMA PHONOGRAPH CO.

2025 Jackson St. Dallas, Texas

pleasure and business trip. He will visit the

Edison factory before returning.

The Columbia Graphophone Co., 316 North

Preston street, is also making a drive through-

out its territory, placing many new dealers

and taking orders for the Fall trade, which re-

tailers everywhere believe will be unusually

heavy. Fred R. Erisman, general manager of

the Dallas branch, reports a feeling of optimism

throughout the Southwest, which is being re-

flected in heavy orders and in this the Colum-
bia machines are receiving due consideration.

In the retail trade in Dallas, Sanger Bros.,

the Edison Shop, the D. L. Whittle Music Co.,

Bush & Gerts, Will N. Watkin Co., W. A.

Green & Co. and other music houses are push-

ing sales through special drives.

All music shops and retailers of musical in-

struments and talking machines took part in

the fifth annual Music Day activities in Dallas.

Display windows for several days prior to this

event, which held sway throughout the day of

September 29, had music as their central idea.

All the limcheon clubs, radio programs and

other activities of the city intensified the idea

of music. Special sales of musical instruments

and records were arranged in all the music

shops and retail stores. Unusually heavy sales

are reported as a result.

The new Victor and Columbia console models

have met with instant favor throughout Texas,

and dealers have difficulty in meeting the demand.
A. H. Curry, vice-president and manager of

the phonograph division of the Edison Phono-
graph Co., East Orange, N. J., has returned

to Dallas, his former home, and he will devote

his entire time to his official duties as presi-

dent of the Texas-Oklahoma Phonograph Co.

and other local business ventures. Mr. Curry

was called to the home office of the Edison
Co. to accomplish some special merchandising

improvements proposed in the central organiza-

tion. He has completed this work and has re-

turned to his home in Dallas.

cm:
Th« Kecord dT ^uAlilijl

"We Serve the Southwest"

Inquiries

from
Dealers
Solicited

A S new distributors for "The Records of Quality" in the

Southwest, we plan to play no small part in aiding hun-

dreds of dealers to reap the benefits that come from handling

the famous, fast-selling Okeh Records.

We have gained the invaluable reputation among our dealers

that comes only through handling their orders—large or small

—

with unfailing promptness and absolute dependability, and offer-

ing them our hearty co-operation in the solution of their mer-
chandising problems.

Records
The Records of Quality

Wholesale Record Division

TEXAS RADIO SALES CO., Inc.

Offices and ShoTv Rooms:

2005 Main Street DALLAS. TEXAS
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M I LW A U K E E
Business Continues Active—Possible Shortage of Machines Is.

More Evident—Sonora Distributor Expands—News of the Month

Milwaukee, Wis., October 8.—It is becoming

more strongly evident every day that there is

going to be a serious shortage of talking ma-
chines by the time Christmas and New Year
roll around; in fact, there is a shortage already

and it is growing more serious as dealers who
have failed to exercise due caution in the matter

of anticipating their requirements for the holi-

day season are coming to their wholesalers and
jobbers for merchandise for quick as well as

later delivery.

Current demand at retail is reported active,

as early Fall usually goes. Jobbers, likewise,

are busy and are finding retailers responding
more alertly to their solicitation for business

than usually is the case. The big selling season

is still a month to six weeks away and things

are moving faster as the time approaches for

final gift buying.

Jobbers say that, while dealers apparently are

duly impressed with the actualities of a short-

age of merchandise, the buying public has not

yet taken this talk seriously and is in no par-

ticular hurry to place orders for holiday de-

livery. Nevertheless, sales are of good propor-

tions. The call for records has picked up ap-

preciably and dealers are pushing these with

growing vigor, realizing the constantly increas-

ing importance of the record department to the

general profits accruing from store operations.

Victor Shortage Imminent

"Fall and holiday business is going to be big,

October 15, 1923

if we can only get enough instruments," said

Harry A. Goldsmith, secretary of the Badger
Talking Machine Co., Victor jobber. "Back or-

ders continue to grow and the factory is not

able to give any material relief because it is

working night and day without stopping the

flood of demand. The situation is worse in re-

gard to the console style than with the upright

models, which is bad enough."

Larger Sonora Field for Yahr & Lange
One of the most important news develop-

ments in the local wholesale trade during the

past month was the announcement that the So-
nora Phonograph Co., Inc., New York, has

awarded the lower Michigan territory to the

Yahr & Lange musical merchandise division,

heretofore exclusive distributor in Wisconsin
and upper Michigan. This addition to its terri-

tory, considered one of the most fertile markets
in the country, is accepted as recognition of the

power and influence of the Yahr-Lange organ-

ization, already one of the principal outlets the

Sonora Co. possesses.

Enlargement of the territory came shortly

after Fred T. Yahr, president and general man-
ager of the company, announced that he had
succeeded in acquiring the services of Irving S.

Leon as sales manager. Mr. Leon is a veteran

Columbia man and has been covering northern

Illinois territor}- for a number of years. In

less than three months he has demonstrated
splendid capabilities, which increased the So-

nora Co.'s confidence in the ability of Yahr &
Lange to handle lower Michigan in the same
effective manner.

Manager Leon has secured the services of R.

H. Walley as representative in lower Michigan,

with headquarters in Detroit. Mr. Walley has

been with Columbia over ten years and was for

five years wholesale representative of the Chi-

cago branch in Milwaukee and eastern Wiscon-
sin territory. For the present no branch store

will be maintained in lower Michigan, as all

shipments to dealers in that territory can easily

and speedily be made direct from the Sonora
factory, located at Saginaw, Mich.

Discussing general business conditions. Man-
ager Leon is enthusiastic over current trade and

the promising outlet for the holidays, com-
menting particularly upon the fact that the sup-

ply of merchandise will be very much inade-

quate to handle all orders. The Yahr & Lange
organization also is distributor of the Okeh and
Odeon records, which are making remarkable

strides in building up volume and becoming in-

creasingly popular with owners of all makes of

talking machines.

The newest Sonora style, the Argyle console,

has struck a most popular chord with Yahr-
Lange dealers. At the first showing of the sam-

ple instrument dealers placed orders which ab-

sorbed the first carload shipment before it

arrived.

Brunswick Demand Exceeds Supply

The local Brunswick branch is struggling

against odds in filling its orders from dealers

in this territory. Despite the material increase

in the manufacturing capacity of the Bruns-

wick Co. at Muskegon, Mich., output has not

reached an equality with demand and, as a re-

sult, the local branch, like others, is entering

the active Fall and holiday season behind on

orders. P. H. McCulIoch, manager of talking

machine sales at the Milwaukee house, says

that on some Brunswick styles it is impossible

to guarantee more than a percentage of those

wanted by dealers, but every eflfort is being

made to satisfy the needs of those dealers who
looked forward to the condition and had their

orders in early.

The Kesselman-O'Driscoll Co., one of the

leading Brunswick dealers, has effected a large

sales volume in the York, a popular-priced

Brunswick console type.

Edison Cabinet Plant Expanding
The Wisconsin Panel & Veneer Co., New

London, Wis., one of the largest among the

numerous factories owned by Thomas A. Edi-

son, Inc., is erecting a large two-story addition

for production and warehousing purposes. The

Two handsome models your customers want!

3 t t \\ t X

Isabelle
Height 3414", Width 35Vi".

21"
Mahogany and Walnut

$185.00

ISABELLE—Here is a superb, exclusive design,

exquisitely finished, in richly figured Walnut or
Mahogany. Its appearance and tone make it a
matchless value.

Height 3514"
Width ISH"
Depth 2014"

Mahogany and Wal-
nut

Owing to convenient
dimensions this model
is paclied two to a
caso for shipping.

$100.00

PETER PAN—This is an extremely smart, com-
pact model which is now enjoying great popularity
because of its graceful design and its unusval
convenience.

THE Fischer is sold direct to you—no local distributor's profits

to be added on. It is quickly making a place for itself because

of its rare beauty of wood, workmanship, design and tone. Has
every modern improvement and can easily be sold in competition

with much higher priced models of other makes.

With the Fischer you get the maxi-

mum discounts and you can he sure

of speedy turnover. Dealers who try

out a Fischer send in orders for from

six to twenty of these phonographs

because they learn that the Fischer is

a most remarkable seller.

Now, before the holiday rush

reaches its peak, have us send you a

Mayer Bros. & Bramley, Inc.

417 W. 28th St., New York City

Fischer—The Soul of
Harmony

Fischer on a trial order. It's the easy-

selling prestige-making phono-

graph you'll want to add to

your line, no matter what

makes you are handling.

Write us TODAY.

0^ i'-

/ ^/^^ •
. ....
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New London factories have been operating on a

nine-hour working schedule for some time and

this will be continued throughout the Fall and

Winter months in order to meet the heavy de-

mands for stock and finished cases.

G. F. Ruez on Important Mission

George F. Ruez, president of the Badger

Talking Machine Co., Victor jobber, accompa-

nied a delegation of twenty-five leading busi-

ness men as representatives of the Milwaukee

Association of Commerce on a journey across

Lake Michigan to Muskegon, Mich., to be

guests of the local Chamber of Commerce. Mil-

waukee and Muskegon at present are develop-

ing a very important traffic arrangement, where-

by the Michigan port, gateway to the East by

lake, will become even a greater outlet for Mil-

waukee and Wisconsin manufactures.

Expect Big Kimball Sales

Kimball phonograph sales by the Lyric Mu-
sic Co., factory distributor in Milwaukee and

vicinity, have established new high marks so

far this year and J. Roussellot, president and

general manager, says there is no question that

holiday trade will be the biggest ever known,

depending upon the ability of the factory to

supply the necessary number of instruments.

Edison Dealers Optimistic

Edison dealers throughout this territory

speak with the greatest of confidence concern-

ing trade prospects for the remainder of the

year. They are entering the last and most

fruitful lap of the year with a record of achieve-

ment in sales that goes beyond anything ever

known.
Cheney Favor Growing

The Cheney has been kept conspicuous in

Milwaukee by Edmund Gram, Inc., and these

instruments are making their way into more
and more of the wealthier homes, as well as

those owned by people of more modest circum-

stances.

Period Vocalions Popular

The Vocalion is a big seller in Milwaukee

and vicinity and the art period styles are caus-

ing especially favorable comment. The J. B.

Bradford Piano Co. has effected a number of

sales of art styles running well into four figures

and the owners, all prominent and representa-

tive families, have been responsible for numer-
ous additional sales.

NEW ASTORIA MUSIC HOUSE

A new talking machine shop has been opened
at 153 Main street, Astoria, L. L, by Thomas
H. Cabasino, who has been engaged in the talk-

ing machine business for the past eight years.

Brunswick phonographs, pianos, sheet music,

etc., are handled. Among those present at the

formal opening was H. L. Obert, of the New
York branch of the Brunswick Co.

Thorson & Anderson, Victor dealers, Wahoo,
Neb., have remodeled their store and removed
the Victor department to the front of the estab-

lishment. Wayne Lorenz, who was formerly

with R. B. Hetzel, Harlan, la., has been placed

in charge.

We have no monopoly on virtue

in merchandise—BUT—we manu-

facture a supreme phonograph at

a knock-out price.

Write for open territory.

THE WOLF MANUFACTURING INDUSTRIES
MAKERS OF "MASTERCRAFT" PHONOGRAPHS

116 NORTH THIRD STREET
QUINCY, 3, ILLINOIS
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IN DES MOINES
Fall Buying on in Earnest— Trade Looking Forward to Very Busy

Holiday Season—Trade Changes, Visitors and Other Activities

Des Moines, Ia., October 6.—Fall buying in the

talking machine trade has begun at a lively

rate, according to local jobbers. Although it

is a little early in the season for the peak of the

volume to be attained, early buyers are placing

comparatively large orders. All orders received

so far show substantial increases over those

placed by the same dealers last year. This is

interpreted by jobbers to mean that dealers'

stocks are very low and that 1923 business has

cleaned out most of the old stock in the dealers'

hands.

There is every indication of a big business

this Fall and Winter, according to local jobbers

and retailers. There is a healthier note in busi-

ness than was evident a year ago. Dealers are

buying with good judgment, but are not over-

cautious as some were last year. Record sales

show the same healthy increase as the machine
business. The weekly release plan adopted by
Edison, Brunswick and Victor has been partially

responsible for the better demand for records.

Dealers like the plan, as it gives them new
offerings to feature each week. Since the Victor

Co. adopted the plan a few weeks ago there

has been a substantial increase in the sale of

Victor records.

Console models continue to retain their pop-

ularity with the trade. This has extended to

the rural districts and is reflected in Fall orders

of dealers. A large percentage of the out-of-

town dealers are including a fair percentage of

these models in their orders.

H. H. Blish, Jr., of Harger & Blish, local

Edison jobbers, returned the first part of Sep-

tember with the winning delegation of Edison

dealers. All report a thoroughly enjoyable time

on the extended trip through the East. Harger

& Blish report that the contest was very suc-

cessful in that it stimulated dealers to dispose

of machines on hand and clean up their stock

before placing Fall orders.

Among Edison dealers calling at the Harger

& Blish establishment the past month were E.

A. Thomas, Hartley, la.; J. F. Shuey, Jeffer-

son, la.; C. R. Quade, Ames, la., and G. B.

Baker, Ottumwa, la.

W. D. Duning, of the Duning Co., jobber of

Starr machines, returned the latter part of Sep-

tember from a business trip through the north-

western part of Iowa, where he found the trade

in an optimistic mood.
W. O. Walker, who travels northeast Iowa

for Mickel Bros., announces that he is the proud

parent of a baby girl.

Harry A. Dixon has purchased the Victor

stock of a retired dealer at North Platte, Nebr.,

and will continue the Victor business at that

place.

Willard Brewster has assumed charge of the

record department of the Ross P. Curtice Co.,

Victor dealer, in Lincoln, Nebr.

DES MOINES VICTOR DEALERS MEET

Instructive Sessions and Interesting Talks Mark
Sixth Annual Meeting of Iowa Victor Deal-

ers' Association—New Officers Elected

Des AIoines, Ia., October 6.—While the sixth

annual gathering of the Iowa Victor Dealers'

Association, which met here recently, had its

attendance retarded somewhat, what it lacked

in numbers was made up by enthusiasm. Rainy
weather kept many of the Victor dealers of

the State from attending, but those present

found a most interesting and instructive pro-

gram arranged.

Jilonday, September 17, was devoted mostly
to renewing old acquaintances and making new
friends. Frank H. Walter, of the Morris San-
ford Co., Cedar Rapids, read an exceedingly

interesting paper on the subject, "The Record
Overstock Situation," and told of a number of

clever ideas for the disposal of surplus records,

based on results from his own store.

An interesting discussion was made by Mrs.
Jesse Vance, of Mason City, la., on the question

of operating a musical instrument department
in connection with a Victor store. Airs. Vance

conducts one of the most successful music

stores in the northern part of the State and

her talk was based on actual experience.

A debate was held on the question of the

Victor club plan. The affirmative side held

that the Victor club plan was entirely success-

ful as a business stimulator and won the de-

cision of the judges on their able presentation.

L. R. Spencer, of Iowa City, la., chose the

subject, "The Value of Organization Among
the Victor Dealers" for his talk and told of

some of the helpful ideas he had received from

attending the conventions and how he adopted

them very successfully in his own business.

The question of radio and the talking ma-
chine dealer was taken up by C. E. LeBlatt,

of Clinton, la., who gave his experiences cover-

ing several years in developing the radio branch

of his business. D. Earl Combs spoke on the

negative side of the question.

The Victor Co. was represented by C. L.

Enger, who told something of the care exer-

cised in the manufacture of Victrolas and the

plans of the Victor Co. for the following 3'ears.

He also was called upon to answer a number
of questions pertaining to the new marketing

policies of the company. His talk straightened

II ^11 FY'^ GRAPHITE PHONO
* J SPRING LLBRICANT

Ilsley's Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or become sticky or rancid. Remains in

its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to

retail at 25 cents each under the trade name of

FTTRFKA NOISELESS talking
J-i^ JVJ-i«.n

. MACHINE LUBRICANT
Write for special prc-t'osition to jobbers

ILSLEY-DOUBLEDAY & CO.. 229-231 Front St., NewYork

out a number of things regarding the new Red
Seal double-faced records which have puzzled

dealers.

A feature of the Tuesday morning session

was a talk by Professor Bristol, of Iowa State

College. Professor Bristol's talk was based on

a recent survey of the State in a number of

different lines of business.

George E. Mickel, of Mickel Bros., Victor

jobbers, was called upon for a short talk and

spoke on the subject, "The Outlook for Fall

and Holiday Business." John Vance and Mort
Duncan each spoke on some of the problems

encountered in present-day business and how
solutions to these problems were found.

R. S. Boas, of Rock Island, 111., delivered a

talk preparatory to an open discussion on the

subject, "Which is Best—Outside Selling, Store

Selling or the Combination?" In the discussion

that followed many dealers joined in and gave

incidents based on actual experience.

Mickel Bros. Co. entertained the visitors at

a dinner held Monday evening, followed by a

theatre party.

At the business session of the convention the

following officers were elected; Mark W. Dun-
can, Albia, president; Earl E. Alason, Valley

Junction, vice-president, and Frank H. Walter,

Cedar Rapids, secretar3'-treasurer.

FT. WAYNE FIRM CHANGES NAME

Spiegel Sonora Shop Incorporates and Changes

Name to Spiegel Music Co.

Ft. Wayne, Ind., October 6.—The Spiegel Music

Co., 1223 Calhoun street, this city, which was

formerly known as the Spiegel Sonora Shop,

was recently incorporated under the laws of

this State and the name changed to the above.

The concern has one of the most attractive

stores in this * vicinity. There are ten booths

for the demonstration of machines and records

and the whole interior has been pleasingly dec-

orated in old ivory. Miss Ida Pickmeyer is

president and general manager of the concern

and has been in active charge of the business

for the last two j'ears. Brunswick and Sonora

phonographs are handled.

The W. J. Sannebeck Music Co., Ale.xico,

Mo., has secured the Brunswick agency in that

city, following the dissolution of the business

of the Taylor Music Co., which formerly han-

dled that line.

IdLAOTP-

NEWWiSON
RECORD

COMPARISON WITH THE LIV1.\G .\RTIST

REVEALS NO DIFFERENCE

HARGER & BLISH DES MOINES
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Model 220

$115

Figured Mahogany or Walnut

Model 230

$135

Figured Mahpgany or Walnut

A reputation for excellence in manufac-

turing, which is faithfully carried out down
to the smallest detail, has for the past thirty-

five years set the Pooley Co.'s standard of

quality above all others. In superiority of

figured veneers, beauty of design, solidity of

construction and in its wonderfully clear ap-

pealing tone, THE POOLEY PHONO-
GRAPH is unequalled in the world of today.

POOLEY PHONOGRAPHS are estab-

lished throughout the country today as one

of the foremost and best selling phonograph

lines on the market. This success has been

attained through the quality of the product,

the practical selling plan behind it and the

splendid proposition offered to wide-awake,

aggressive dealers. If you are a phonograph

merchant who appreciates these important

manufacturing and merchandising factors,

you will find the Pooley agency the most

valuable franchise you can possibly secure.

Write to the distributor in your territory

for further details or direct to the factory at

Philadelphia if there is no distributor in

your territory.

Figured Mahogany or Walnut

$160

Figured Mahogany or Walnut

An unusually attractive

proposition for the ag-

gressive wide-awake
dealer.

MUSICAL PRODUCTS
DISTRIBUTING CO.

37 East 18th St., N. Y.

Greater New York and a

50-Mile Radius

W. B. GLYNN
DISTRIBUTING CO.

Saxtons River, Vt.

New England States

POOLEY DISTRIBUTORS

C. L. MARSHALL CO.

514 Griswold Street

Detroit, Mich.

328 Superior St., W.
Cleveland, Ohio

Michigan and Ohio

A quality product made
and unqualifiedly guar-

anteed by one of the

country's foremost
manufacturers.

VOCALION CO. OF
CHICAGO

529 So. Wabash Avenue
Chicago, Ills.

State of Illinois

COLE & DUNAS
MUSIC CO.

430 So. Wabash Avenue
Chicago, Ills.

State of Wisconsin
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Lm - dy La - dy come out andmeetme'neaththemel -low moon

A SouthernNettofTMoon Son^^

'You can't go wvon^
With any'FElSTson^^,''

3.
©LEO FEIST INC NYC.

DISCUSS RECORD EXCHANGE PLANS

Talking Machine Men, Inc., Endorse 10 Per

Cent, Two-for-one Exchange—Trade Urged
to Tie Up With Opera—Annual Ball Date Set

At the monthly meeting of the Talking Ma-
chine Men, Inc., held at the Cafe Boulevard on

September 26, the chief subject of discussion was
an equitable record exchange plan of perma-

nent character to enable the dealer to keep his

record stock in proper condition by weeding out

slow-selling records at regular intervals and re-

turning them to the manufacturer on a credit

basis fair to both interests.

The record exchange plans now in effect were

cited and, after a short discussion participated

in by several dealers and a couple of manufac-

turers and their representatives, a resolution

presented by the executive committee of the

association was adopted, endorsing a plan pro-

viding for the return to the manufacturer by the

dealer each quarter of a maximum of 10 per

cent of the records bought during that period

on a two-to-one basis, that is, that he order two
records for each one returned. This system is

already in effect with one manufacturer. The
other record manufacturers will be advised offi-

cially of the opinion of the association.

Chas. D. Isaacson urged that dealers support

the opera during the season, particularly the

San Carlos Opera Co., now playing in New
York, and tie up with it for the purpose of

selling operatic records. He urged that, where
possible, sets of records covering complete op-

eras be offered to the public for sale as units.

This idea was further enlarged on by Mr. Kurtz,

who told of various plans of the same order

that have been worked out successfully in Eng-
land and were now being tried out here.

The plan for the holding of a phonograph
show in New York at the time of the conven-

tion of the allied music trades next year was
also presented and put over for further discus-

sion. President Kurtz, incidentally, has been
appointed on the 1924 convention committee.

It was announced that November 15 had been

selected as the date for the annual ball of the

association, to which the general public will be

invited. Tickets will be priced at $1.65 and the

affair is expected to yield a large profit for the

organization.

A representative of the Artists' Publishing

Co., New York, sang several songs to be fea-

tured by that company in the near future, in-

cluding "Remember, I'll Never Forget," "Where
Can My Sweet Mamma Be" and "Down Old
Chesapeake Bay.". A representative of the Gib-

son Art Co., manufacturer of greeting cards,

also addressed the dealers.

VISITED THE MIDDLE WEST

C. R. Wagner, vice-president and general

manager of the Musical Instrument Sales Co.,

New York Victor jobber, is back at his desk

after a trip through the leading Middle Western
trade centers. He declared that increased buy-

ing in this territory presages a Victor shortage.

TO OUR DEALERS.
It is our business to better your business. With this ambition ever and always in

mind, Dealers have come to know and depend upon the merits and advantages of our

DE LUXE NEEDLES
{Best By Every Practical Test)

Duo-|ONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

DON'T FORGET THESE FACTS

Perfect Reproduction of Tone No Scratchy Surface Noise

Full Tone

PLAYS I00-200 RECORDS

Three for 30 cents (40 cents in Canada)
LIBERAL TRADE DISCOUNTS

Medium Tone
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JOHN H.WILSON,Manager

324WASHINGTON ST.,BO.STON.MASS.BOSTON ^-ENGLAND
DEALERS STOCKING UP EARLY IN ANTICIPATION

OF MACHINE SHORTAGE AS FALL DEMAND GROWS
Auspicious Opening of Fall and Winter Sales Season—Promotions in Steinert Organization

—

New Models Please—Dealers Add New Lines—Visitors, and Other Activities of the Month

Boston'^ Mass., October 6.—The talking ma-

chine business has started off briskly for the

Fall and Winter and dealers for the most part

are in a happy frame of mind. This year, as

not in a long time, dealers are heeding the advice

of the jobbers and stocking up early, but never-

theless they are purchasing rather cautiously,

some of them especially stocking up on the

higher-priced goods, others finding their biggest

call for the lower-priced models of machines.

For the most part collections are good and

there is little complaint heard along this line.

Changes in Steinert Organization

On October 1 Herbert Fleischman, who has

been with M. Steinert '& Sons for ten years,

Left to Right, Front—C. Von £uw, j. Graham. Second
Row—E. Ryan, F. O'Leary. G. L. Koote. Standing

—

Herbert Fleischman

rising from stock boy to salesman, and one of

the best-liked men in the Steinert organization,

severed his connection with the house to begin

his new duties as manager of the talking ma-
chine department of the Marcellus Roper Co.,

of Worcester. Mr. Fleischman, who has wanted

to get into the retail business for some time,

has devoted all of his time of late to the out-

side interests of the Steinert Co., having had

as his " territorv southern and western Massa-

chusetts, Connecticut and Rhode Island. He
was very reluctant to sever his pleasant rela-

tions with his old associates, with whom he

had established the most cordial relations, and
they, in turn, were equally sorry to lose his

society, so, by way of showing their apprecia-

tion of him as a man and as a friend, they pre-

sented him on Saturday with a handsome gold

watch suitably inscribed.

Stepping into Mr. Fleischman's place is Em-
met Ryan, who has been with the Steinert

house four years. He saw service in the late

war and was on the Texas border and also in

France. Henceforth he will travel through Mr.
Fleischman's territory.

James Graham, who up to now has looked
after the Victor interests for the Steinerts in

suburban Boston and has been with the house
nearly nine years, and is, therefore, well ac-

quainted with the Steinert way of doing busi-

ness, will step into Mr. Ryan's shoes. Charles

Von Euw, who has been in charge of the record

stockroom for five )'ears and also saw service

in the late war in France, will take over Mr.
Graham's territory, while Fred O'Leary will

be in charge of the wholesale record stockroom.
New Brunswick Accounts

At the Brunswick headquarters here in Bos-
ton one hears of splendid orders ahead, with

the prospects most rosy for a very busy Fall.

A new concern to lately sign up to carry the

Brunswick line is the R. H. McW"hirr Co., of

Fall River, which has received its first ship-

ment of late models. This is the first time that

this Fall River concern has ever handled talk-

ing machines and, with a Unico equipment, the

department is admirably adapted to take care of

customers. The manager of the department is

Robert Salmond, who is an experienced man in

the talking machine business. Another concern
to take on the Brunswick line is the W. G.

Shaw Furniture Co., of Quincy, and at New
Bedford there is E. J. Remillard, and still an-

other of the new concerns to handle the Bruns-
wick is L. N. Longe, of Springfield, Vt, and
the Barton Co., of Manchester, N. H. The new

Don't Wait

For

The "Rush"

Exclusively

Wholesale

The Eastern Talking

Machine Co.

8 5 ESSEX
BOSTON

STREET
MASS.

Raleigh model of Brunswick is going big and
dealers are constantly dropping into the Boston
quarters to examine it and to place orders.

Enthusiasm Over New Columbias
There is considerable enthusiasm in the Bos-

ton headquarters of the Columbia Co. over the

new models which have been received, eight of

the fourteen having already reached the city.

{Continued on paijc OS^i

Fall Business Is Here
Are You Ready for It?

Are your Victrola and record stocks complete and ready to meet
the demand? Are your sales policies for the coming months fully

settled upon? Have you arranged for wholesale service that is de-

pendable in a pinch?

DITSON SERVICE
Victor Exclusively

will help you meet your problems.

OLIVER DITSON CO.
BOSTON

CHARLES H. DITSON & CO.
NEW YORK

m ill 1
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Love of Good Music Is Not Limited to Any Class, Creed or Race

Uhe NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph. The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It will bring increased patron-
age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

ship 0pportuni-

ties. Write us.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 97)

There is equal enthusiasm over the new W
motor with automatic stop and the new No. 12

reproducer, all of which, together with the new-

process records, are playing a conspicuous part

in bringing the Columbia line to the fore. Man-
ager Fred E. Mann, of the Boston branch, was

over in New York toward the latter part of Sep-

tember, stopping in Bridgeport, Conn., en route.

Manager Mann was accompanied by Frank

Fiumara, who has the Connecticut and Massa-

chusetts territory, the latter having succeeded

Salesman Frederick C. Collins, who was re-

cently transferred to the jurisdiction of the

New York branch of the Columbia Co.

Many Hear Popular Brunswick Artist

Segrid Onegin, the popular artist whose

Brunswick records are so popular, was in

Brockton Sunday, September 30, where she was

greeted by a very large audience, many of

whom are familiar with her recordings. The
concert in Brockton was under the auspices of

the local Brunswick dealer. On October 2 this

star appeared at Fitchburg, Mass.; Bangor, Me.,

October 4, and at Portland, Me., October 8.

F. E. Fiumara With Columbia Co.

Manager Fred E. Mann, of the Boston branch

of the Columbia Co., announces that Frank E.

Fiumara has been chosen as the successor to

Frederick C. Collins, the Columbia representa-

tive in ca'itern Connecticut and western Massa-

chusetts. Mr. Fmmara has had a wide sales

experience and is the son of Placido Fiumara,

who was well known to the music lovers of a

past generation when he was 'cellist with the

Boston Symphony Orchestra for thirty-five

years. Mr. Fiumara, naturally, brings to the

Columbia Co. a fine appreciation of music and

musical merchandise and an ability to co-oper-

ate with Columbia dealers in their merchandis-

ing problems. Mr. and Mrs. Fiumara and their

two children .will make their home in Spring-

field, Mass.

F. C. Collins Transferred to Gotham
Frederick C. Collins, lately traveling salesman

for the Columbia's Boston branch in eastern

Massachusetts, Connecticut and western Mas-
sachusetts, has gone to New York, from which

he will cover southern Connecticut. This trans-

fer is made at Mr. Collins' own request. His

home is in New Haven, the headquarters city

of the new territory. The dealers with whom
he heretofore has been keeping in close touch

regret his departure.

New Victor Red Seals Popular

Herbert Shoemaker, speaking of the East-

ern Talking Machine Co.'s experience, says that

the Victor weekly release system is meeting

with marked favor among the dealers, who
claim that it is far easier now to assimilate eight

or nine records than it was the thirty or more

We Serve New England!

Qju:
Th« Record

"P REPARE now for a busy Fall season. Examine your
stocks and plan your campaigns for bigger and better

business. Then, call on us. We can and will gladly be of

service to you.

Our complete stocks of all OKeh Records, including the

foreign language and Irish records, and the employment of

modern methods of distribution assure you of speedy and
accurate filling of all record orders. The benefits of our

experience in, and the knowledge of, the New England
market are at your service at all times in the solution of

arising sales or business problems.

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

QKe^^ Records

under the old conditions. It is easier under the

new conditions, too, to become acquainted with

the selling value of these fewer records and
another splendid advantage is that the timely

hits, especially those of current musical come-
dies, can be put out much quicker than for-

merly. Mr. Shoemaker is very enthusiastic over

the prospects for a big Fall business.

Erisman Co.'s Handsome Display Rooms
Here are two views of the talking machine

display room of the A. C. Erisman Co., 175 Tre-

Palatial Erisman Art Rooms
mont street, corner of Avery street, this city.

The display room is one of the handsomest in

the city and the In^tnimcnts which one sees in

Another View of Strand Home in Boston

the picture are all Strand models, most of them

in two-tone effects. The Erisman Co. is the

distributor of the Strand line throughout New-

England.

D. M. O'Brien Ends Long Trip

D. M. O'Brien, in charge of the Columbia

department of Smith Bros., Boston, is back

home from a 2,600 mile automobile tour which

he took through New England and into Canada,

getting as far as Toronto, where he attended

the Toronto Exhibition.

Heavy Demand for Okeh Records

Manager Smith, of the General Phonograph

Corp., manufacturer of Okeh and Odeon rec-

ords, has found business, in the Okeh line espe-

cially, moving so fast that the offices and stock-

rooms have had to be rearranged so as to give

more room. He says everything looks good for
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a big Fall business, and, what is better, col-

lections are coining along more satisfactorily

than for some time. There are several hits

that are making heavy demand, among them

"Hot Roasted Peanuts" and the Mariechen

waltz, as recorded in Czecho-Slovakia by the

Danubia Municipal Band. The "Laughing Rec-

ord," so popular a year ago, is again coming

into a large measure of favor.

Lester Jones a Busy Traveler

Lester Jones, in charge of the talking ma-

chine department of the Hallet & Davis Co.,

lately spent ten days in western Massachusetts

and Connecticut in the interest of the product

of this company. Mr. Jones has other trips

planned for the near future by way of increasing

interest in the Hallet & Davis line.

To Open New Victor Store

A new Victor store is soon to be opened in

Rumford, Me. It is located on Main street and

is to be conducted by H. W. Hanson, who has

been a Victor dealer in that town for a number

of years. The new store is beautifully equipped.

The official opening is scheduled for October

15, when several trade members will go up

from Boston for the inaugural.

Encouraging Sonora Outlook

Joe Burke, of the Sonora Co., makes a most

encouraging report of business and says Sep-

tember was one of the best months in a long

time, and the only thing that troubles him now
is the possible difficulty of getting a sufficient

supply of the low-priced models. A first ship-

ment of the new tw-o-tone Argyle model, which

dealers are most enthusiastic over, has just

come to the Columbus avenue headquarters of

the Sonora Co. Joe's two brothers, Tom Burke

and Ray Burke, are on a fortnight's trip

through Maine, going up by automobile. They
plan to thoroughly cover the territory from

Portland to Fort Fairfield and will carefully

study the needs of the trade in that territory.

Some Local Visitors

A Boston visitor the other day was Harry

Vagoobian, who is associated with the Royal

Piano Co., Worcester. He was a caller at the

General Phonograph Corp., whose lines of Okeh
and Odeon records this Worcester house is

featuring.

Edward A. Welsh was a welcome visitor to

Boston the other day when he dropped in from
New Bedford, where he is associated with the

M. Steinert & Sons' store in that city. Mr.

Welsh is pleasantly remembered from the old

days when he was one of a live group at the

Eastern Co. when the wholesale and retail de-

partments were together on Tremont street.

Miss E. Armitage in New Post

Miss Ethel Armitage, under the expert tute-

lage of Mrs. Alice W. Graves, record and stock-

keeping expert of the Boston branch of the

Columbia Co., has become head of the record

department of Lord & Co., Inc., Lawrence.

C. H. Farnsworth's Motor Vacation

Charles H. Farnsworth, head of the Eastern

Talking Machine Co., Victor distributor, has

just returned from an enjoyable vacation which

he took with Mrs. Farnsworth via automobile.

They motored to Lake Mohonk, N. Y., where
they stayed for a few days, then to Stockbridge

and finally to Manchester, Vt., where they

a pleasant time with friends.

V Robert Steinert to Go Abroad
Robert Steinert, of M. Steinert & Sons,

been spending a fortnight at Chocorua, N

had

has

H.,

KRAFT-BATES-"'SPENCER
NEW ENGLAND DISTRIBUTORS

PHONOCRAPHS AND PECQPPS _

New Brunswick Records Every Day
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the record cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Steel Needle» Motrolaa

Three Brunswick Boosters

From Left to Right—C. P. Shaw, of Baltimore, district

manager for the Brunswick; O. F. Jester, district manager
at Philadelphia, and Harry Spencer, manager at Boston

and on October 10 he left for Europe, where

he will join his mother, Mrs. Alexander Stein-

ert, and his brother, Alexander Steinert, Jr.,

who are now in Paris. In the late Fall Mr.

Steinert and his mother will return home.

Changes in Positions

Mrs. Cobb, heretofore with the talking ma-

chine department of the F. N. Joselyn depart-

ment stoie in Maiden, is now w-ith Henry
Kahn's Washington street store, Boston.

Le Roy Mann, formerly manager of the Con'

clave Store, 39 Washington street, Boston, is

now operating a store of his own on Chelsea

street, Charlestown, under the name of the

Mann Music Co. He is handling the Okeh and

Odeon lines of records.

Exhibits at Brockton Fair

The Trinity Radio Phonograph (maclite

equipped) was on exhibition at the Brockton

Fair, which came off early in October and is

one of the great annual features of eastern

Massachusetts.

Another exhibitor at the Brockton Fair was
the C. C. Harvey Co., whose Brockton store is

{Continued on page 100)
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Getting

More

Givino*

More

Cheney
The Master Phonograph

The succcbs which the Cheney has achieved, the

character of the merchants who sell it, the apprecia-

tion of those who have purchased it, and the fair-

ness of Cheney prices bespeak a line of unusual

merit.

Cheney success is undoubtedly due to the ability

of a quality product and exclusive Cheney franchise

to give more and thereby getting more.

If you are interested in generous
and permanent phonograph profits,

we urge you to write at once.

We offer the maximum of service to Cheney dealers in

the above territory.

(Distributors) Cheney Sales Corporation

376 Boylston St., Boston 1015 Chestnut St., Philadelphia 1107 Broadway, New York

usually represented there. The exhibit was

under the direction of V. Merrill Jones, man-

ager of the Brockton store.

Discuss Exhibition Plans

Members of the New England Alusic Trade

Association were invited yesterday at luncheon at

the Adams House by the officers of the Na-

tional Exhibition Association, Inc., whose head-

quarters are at 18 Boylston street, which or-

ganization, as mentioned several times in this

department, is endeavoring to father a national

music exposition at Mechanics Building the

week beginning November 26. The special

hosts of the luncheon were H. L. Katz, the

president of the National Exhibition Associa-

tion, and John A. Davis, one of the directors.

Following the luncheon, Mr. Davis spoke at

length, going into more or less detail what it

was planned to do. He stated that several

large concerns already had taken space in the

exposition and it was planned to include every

branch of the music industry. By way of in-

teresting the general public there was a plan

being carefully worked out whereby there

would be frequent concerts, a voting contest

which might start a few weeks in advance of

the exhibition, and other features that might

tend to keep up the interest of the public to

the end. The luncheon was attended by piano

men and by talking machine men, but the music

publishing business was not represented.

Finds Business Good
P. J. Donovan, of the traveling staflf of the

General Phonograph Corp., has returned from
a business trip which he took into Vefmont and
northern New Hampshire, finding time to run

over the border into Canada. Mr. Donovan
found business quite good in his territory.

Miss Barr Now in the West
Miss Grace Barr, whose home is in Worcester,

who was long associated with the Victor inter-

ests in New England and who has a number of

friends hereabouts, is nowf associated with the

educational department of the Victor and at the

present time is assigned to the Western terri-

tory and is making her headqiaarters in Chicago.

Hudson Dealer Commands Public Attention

In the latter part of September A. E. Cham-
pagne, manager of the Grafonola Shoppe, ex-

clusive Columbia dealer at Hudson, put across

a novel advertising stunt. He took the empty

talking machine cases which were piling up to

an enormous extent in the rear of his store

and placed them on carts owned by every boy
that he could get hold of in town. These were

lined up in parade formation and as the

"Parade of the Wooden Boxes" the line was
started from in front of the Grafonola Shoppe

immediately after the supper hour and filed

down Main street. On the sides of the cases

were painted such catch phrases as: "Why Girls

Stay at Home," "If It's Music See the Grafo-

nola Shoppe," "George Washington Did Not
Own a Phonograph—Poor George," "Prohibi-

tion Has Not Killed Champagne," "No Cham-
pagne for Champagne." The idea took im-

mensely in the town.

Kenneth E. Reed Reviews Situation

Manager Kenneth E. Reed, of the Victor

wholesale department of M. Steinert & Sons,

says that as he views the field during the month
of September the retail business was a bit quiet,

but the wholesale business was very good, and
he was glad to say that dealers were taking the

advice early given them and stocking up well

for the holiday trade. Of course, there always

are some backward ones and, naturally, they

will be the losers in the long run. The weekly
release plan, he says, is being favorably received

and is making for bigger sales. The first ship-

ments of the new double Red Seal records were
sold out in a few days, so eager were the deal-

ers to acquire them.

Secure Columbia Franchise

The Prince-Walters Bungalow Shop, of

Lowell, has secured a Columbia franchise and
will carry a complete line of new model Colum-
bias and New Process Columbia records. Fred
H. Walters, manager, is well known to the

trade in New England, having been at one time

representative of the Brunswick Co. for several

years before entering the retail field.

Takes on Junior Operetta Line

Arthur C. Erisman, of Boston, has taken on
the new Junior Operetta line of records which
is put out by the Vulcan Record Corp., of

New York, and the first of the series, "Little

Red Riding Hood," is being eagerly called for

by dealers who see in it a splendid holiday

seller. Mr. Erisman also has received the first

(Continued on /^agc 102)

Edison Dealers:-
Here is a way to make extra profits.

Investigate the "Perfection'* and see

for yourself its big possibilities.

A new gold finish by the
Chesley process is now be-
ing put on all Perfection
attachments. It's a good,
heavy, durable gold finish—a "five-ply" finish. You
can recommend and sell

Perfection attachments,
with a guarantee of 100%
service.

Every Edison owner is a

prospect.

It makes possible the play-
ing of all makes of lateral

cut records on Edison ma-
chines.

Construction and finish

—

the best. This is the "Perfection" Edison
Attachment (Nos. 4 and 7)

Send today for complete information, prices

and dealers* proposition.

NEW ENGLAND TALKING MACHINE CO.
16-18 BEACH STREET BOSTON, MASS.
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New Number Four
Proves a Big Success

The initial announcement of the Number Four arm and
reproducer resulted in orders from all over the country

The phonograph world moves in common
with the rest of the universe. People are

trying to get away from the conventional,

always in quest of things new and better.

Realizing this our engineers set to work
to design a Tone Arm and Reproducer
that is original, attractive and good.

The result is our No. 4 Throw-back Tone
Arm with Swelled Base and No. 4

Pentagon-shaped Sound Box—a welcome

relief from the staid equipment used

heretofore. Its pleasing appearance lends

an air of distinction to the best of phono-

graphs, and appeals to the taste of the

purchaser.

But the real achievement of our engi-

neers was not alone in the design, for a

phonograph cannot sell solely on its out-

ward aspect. After weeks of experiment-
ing they perfected a full, resonant-toned

reproducer which defies comparison.

MUTUAL PHONO
PARTS MFG. CORP.

149-151 Lafayette Street

New York City

The Russell Gear & Machine Co., Ltd.,
1209 King St., West, TORONTO, CAN.

Exclusive Distributors for Cauiada and All
Other British Possessions

INDUSTRIAS UNIDAS, S. A
,

Balderas 110, MEXICO CITY,
Exclusive Distributor for Mexico



102 THE TALKING MACHINE WORLD October 15, 1923

Another^'M^Carthy^Tierney^^ Masterpiece!
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That Irresistible Fox Trot
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221
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THE TRADE IN BOSTON AND VICINITY
{Continued from page 100)

sample of the Outing, Jr., machine which is re-

ceiving much attention from dealers and which

is to be put on the market in November. Mr.

Erisman now carries forty-one different lines of

talking machine merchandise.

Big Demand for the Strand Line

Mr. Erisman is finding the Strand business

immense, and he says it is going to be difficult

to fill the orders for Fall delivery. A new con-

cern to sign up with him for the Strand is the

R. A. McWhirr Co., of Fall River. Another
concern to take on this line is the Tilden-

Thurber Corp., of Providence, R. I. Miss Hen-
nessey, who is in charge of the talking machine
department at this latter-named store, is a

bright and capable young woman with worth-

while ideas on merchandising.

Takes Over Stores in Haverhill and Portland

J. L. Prosser, of Boston, who already con-

ducts stores in Athol, Fitchburg, Waltham,
Somerville and Peabody, has taken over the

talking machine departments in the two stores

at Haverhill, Mass., and Portland, Me., con-

ducted by Simonds & Adams, where he will

carry the Edison and Columbia lines and gen-

eral talking machine merchandise.

Vocalion Popularity Grows
The Vocalion business continues big in the

New England territory. Oscar W. Ray, of the

New York office, was over in town for a day
the latter part of September and was the guest

of Arthur Erisman. From Boston Mr. Ray
went to Brattleboro, \'t., for a few days.

Columbia Dealers Active

Carbone Bros., Columbia dealers, Broadway,
South Boston, have remodeled their store and
installed new fixtures in preparation for the

expected holiday rush. Mrs. Mary Cobb, form-
erly with the J. W. Philbrick Co., Maiden.
Mass., has been added to the record sales or-

ganization of this progressive concern.

The first New Process Columbia recordings
of Leo F. Reisman and his orchestra are being
received with enthusiasm by both the trade and
the public here.

No. 35169/11

A r e c a Plant,
natural p r e -

pared, 36 Inches
high, with 11
leaves and pot,
complete $3.50
each, per dozen
$35.00.

Our FaU Cata-
logue No. 35,

with illustra-
tions In colors
of Artificial
Flowers, Plants,
Vines, Trees,
etc.. Mailed
Free for the
Asking.

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

The Columbia September Sales Conference

was held in this city on the fifteenth and plans

for the Fall and Winter advertising campaign

were thoroughly discussed.

Charles Morse, Lancaster, N. H., and J. D.

Symons, Skowhegan, Me., were recent exhibi-

tors at the county fairs in their territories.

Salesman Ingalls, of the local Columbia branch,

co-operated in making the exhibits a success.

News Gleanings

Otto Piesendell, of the Victor department of

the Oliver Ditson Co., has been on his vacation,

which was spent mostly around home.

John White, formerly with one of Henry
Kahn's stores and with Carbone Bros, in South

Boston, is now associated with the talking ma-
chine department of the Bahr Piano Co.,

Quinc}'.

Charles E. Hodgkins, one of the traveling

staff of the General Phonograph Corp., is back

home from his vacation, which was spent at

Belfast, Me.

Lloyd Spencer, of the traveling staff of the

Brunswick, is home from a good trip to Maine
during which he visited dealers in Bangor,
.Augusta, Lewiston, Holton, Portland, Bath,

Biddeford and Saco, in all of which places he
found the Brunswick line going strong.

A CLEVER DEALER SALES HELP

RESULT OF GOOD BUSINESS METHODS

The Song Shop, Lowell, Mass., Although in

Business Only a Year, Has Become Estab-
lished With Public and Is a Success

Lowell, Mass., September 8.—One of the most
successful dealers in this vicinity is H. B. Leg-
gatt, proprietor of the Song Shop, 127 Merri-

Warerooms of Song Shop of Lowell
mack street, this city. Although the store was
opened less than a year ago, November 20, 1922,

to be exact, the business has been a success

from the start, largely through the aggressive

policy inaugurated by Mr. Leggatt, and the

Song Shop is now a favorite rendezvous for

music lovers. The lines handled include Hallett

& Davis talking machines, portable instruments,

Okeh, Vocalion, Columbia and Banner records,

as well as a complete line of sheet music.

Talking Machine Toys Perform on Turntable

on Rear of Ford and Create Sales

Boston, Mass., October 1.—The National Co.,

of this city, manufacturer of Ragtime Rastus,

the Magnetic Dancers and other well-known
talking machine toys, has evolved an ingenious

circulating dealer help that is creating con-

Novel Means of Creating Interest

siderable comment. A phonograph turntable

has been set up in the rear of a Ford coupe
where all the various toys, perform their fun-

making antics. The car^ is usually stopped in

front of a talking machine store which carries

the line, the salesman turns the crank and the

crowd gathers. The National Co. reports that

it is bringing very satisfactory results in the

sales of these toys for dealers in the towns
visited.

John Di Fiore, of Red Bank, N. J., will soon
open his large remodeled talking machine estab-

lishment at 126 Shrewsbury avenue.

Victor

Wholesalers

The House
of

Mellor
In

Pittsburgh
since

1831
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CONSOUDATED SERVICE

quickly earns and retains the unlimited confidence

of those OKeh dealers who partake of its many
merits and advantages.

Why? Because we keep on hand at all times a

thoroughly complete stock of all records listed in

the OKeh catalogues. Because we use only the

speediest of modern methods of distribution. Be-

cause we constantly offer new and valuable sales

helps. Because we are always ready and cheerfully

willing to lend a helping hand in the sensible solu-

tion of our dealers' sales and business problems.

In other words, we are striving just as earnestly

and just as conscientiously to maintain the present

efficiency of Consolidated Service as we did to

attain it.

A more reliable combination could hardly be found

than that of Consolidated Service and

Records
The Records of Quality

Consolidated Talking Machine Co.
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C I N C I N N A T I
Machine Shortage Imminent as Business Maintains Its Volume—
Dealers and Jobbers Expect Busy Holiday Season— Trade News

Cincinnati, O., October 7.—The sale of talking

machines in this city and the territory served

by the Cincinnati jobbers has been excellent

during the past month and a spirit of optimism

pervades the trade. The last two weeks of

September were considerably ahead of the first

two weeks, but the whole month was very

satisfactory from every angle. Local houses

report that their volume of business during

the past thirty days has run from 30 to 65

per cent ahead of the same period in 1922 and

retailers are going so far as to express their

opinions that the holiday trade in prospect

this year will average about 30 per cent ahead

of last year.

The one factor that will probably have more
to do than anything else with the total volume
of the holiday business is the delivery that may
be expected on talking machines. The trade

has held up so splendidly through the Summer
months in Cincinnati that there has been no

opportunity on the part of local jobbers or

retailers to accumulate a surplus stock to be

used for the holiday trade. Manufacturers are

unable to keep sufficiently ahead of the current

demand for instruments to stock the merchants

in anticipation of holiday rush.

The record sales during the last thirty days

also have shown a big increase over last year

and the volume of business will undoubtedly be

greater during the next month.
Large Victor Sales

C. N. North, of the Ohio Talking Machine Co.,

Victor jobber, states that his company's sales

during the past month have shown a large in-

crease over the same period of last year. Vic-

trolas are in good demand at present and the

company is pushed to keep up with the con-

stant demand for new stock from dealers in

the Cincinnati territory.

Okeh Record Sales Hold Up Well
The sale of Okeh records in this city and

adjacent territory has been holding up to a

high standard the past month, with a fine out-

look for business during October, according to

Ben L. Brown, manager of the Sterling Roll &
Record Co., local jobber for the General Phono-
graph Corp. There has been somewhat of a

shortage of talking machines, but this condition

is expected to be remedied very shortly. W. C.

Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

his there is a very substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION in knowing
you have given your customers the best. This is non-

taxable and you cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND

314 West 4th Street 1240 Huron Road

Fuhri, general sales manager of the Okeh rec-

ord division of the General Phonograph Corp.,

was a visitor to the city during the past week.
Special Festival Display at Widener's

Victrolas have been in steady demand at Wid-
ener's Grafonola Shop, according to Manager Fan-

telle. Widener's, like other music dealers in Cin-

cinnati this week, has a window display devoted

to Cincinnati's Festival Week, commemorating
the anniversary of Franz Schubert.

Satisfactory Edison Business

Edison phonographs and records enjoyed

good sales through last month, with indications

that there will be a still larger sale this month.
B. H. Oelman, manager of the Phonograph Co.,

Edison jobber in Cincinnati, says that the vol-

ume of business done by his company during

September was very satisfactory.

Gennett Records Convention Souvenirs

Odd Fellows and Rebecahs who attended the

convention of the Sovereign Grand Lodge in

Cincinnati, September 17 to 22, were given an
opportunity to take home with them a memento
of the sessions. Justin Ruber's Orchestra, well

known locally as one of the most popular dance

orchestras, was selected as one of the official

bands of the convention and arrangements were
made to have some of the special program num-
bers played by the orchestra recorded on Gen-
nett records. The records are being sold as

souvenirs of the convention. Justin Huber's

Orchestra made a number of records during

the past Summer and has co-operated at differ-

ent times with the Cincinnati branch of the

Starr Piano Co. in advertising certain popular

Gennett records.

Clever Chubb-Steinberg Windows
The Chubb-Steinberg Music Shop, East Sixth

street, is one of the stores in Cincinnati which
are constantly bringing out novel and effective

displaj's in their windows. One of the latest fea-

tures of this store was co-operation with the

local Keith Theatre during the opening week
of the vaudeville season. The first number on
the Keith program was a Victrola concert with

the music played on a Victrola loaned to the

Keith Theatre by the Chubb-Steinberg Music
Shop and the records also furnished by Chubb-
Steinberg. In return for this publicity the latter

store had its window devoted to pictures of the

stars appearing at Keith's. This week the store

is featuring a window display of pictures of the

football team at the University of Cincinnati,

advertising the opening game of the season. In

the window is a large sign reading "Victrolas,

like football teams, are winners when they har-

monize." These up-to-the-minute window fea-

tures have become very popular and the public

always passes the Chubb-Steinberg store with

the expectation of seeing something new and

decidedly novel in window displays.

Marked Columbia Activity

Columbia records released in September regis-

tered a hit with the public in Cincinnati. Colum-
bia machines also have been in demand locally.

Sales on Columbia instruments and records,

according to the testimony of several local

dealers, have increased greatly during the month.
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^ur Shce/VictorBusiness
G How Big will it be this Holioloiy Season i

THE man who wins success and fame in the prize ring or the man who wins suc-

cess and fame in business — each gets out of his business in life just what he puts

into it. Clear thinking and good hard effort are vital essentials.

You are now in training for the Holiday season. The size of your Holiday Slice of Victor

Business depends on the consideration you give now to the formation of your selling plans.

MEW YORK
TALKING MACHINE G
521 West 57th Street

CHICAGO
TALKING MACHINEG
12 North MichiganAve
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General business continues to be prosperous, with signs that the

expectations now rife about an equally prosperous Winter will not

be disappointed. There certainly is no boom to be

anticipated, but, at the same time, there can be

no doubt that, short of some calamity which is

not imminent at this time, nothing can stop the

Now and

Next
Year

orderly flow of commerce and trade. The general economic situa-

tion of the country is clearing up and there is evidence that much

of the political unrest of the last two years is gradually subsiding.

When Congress next meets we are likely to find that some of the

wild and woolly bewhiskered gentlemen, who have been pawing

the ground with their hoofs and snuffing the air with their nostrils,

are wondering just how they are going to bring about that revolu-

tion in Congress, if not in the Government itself, of which they

were talking so lustily during the last elections. The European

situation, of course, remains unfortunate, but it is also not quite

so bad as the isolationists would have us believe. On the con-

trary, there is steadily growing an enlightened public opinion which

sees that American prosperity and world prosperity are one and

the same, and which perceives that for a real, genuine boom we

must have the purchasing power of all the world in some way

brought to a common denominator. With this growing feeling one

must, for the moment, remain content, realizing that general busi-

ness meanwhile will not suffer. As Roger Babson has remarked,

however, next year the greatest of national industries will be flour-

ishing; with possibly adverse eft'ects upon other industries. This

industry is the Manufacture of Lies, for 1924 is a presidential elec-

tion year. Till then, however, let us be of good cheer ; for if we
continue to be cheerful, as at this time we well may, we shall per-

chance be able to go on during next year quite as well, despite the

overtime operations of our quadrennial Greatest National Industry.

Large promises are made for the forthcoming Chicago Radio

Show and much interest will doubtless be developed. Radio inter-

ests great numbers of people, but, from the view-

point of our industry, distinction should be care-

fully drawn between the two chief divisions of

this interest. Radio attracts a great army of

Music
Dealers

and Radio

small boys, young men and others who take delight in tinkering

with mechanical devices of all descriptions. But this type of

enthusiast is not keenly interested in complete sets, for it is the

fascination of making a radio set that appeals to the high school

boy, amateur or so-called inventive genius. It is that portion of

the public which is interested in complete outfits that will prove a

sales outlet for the talking machine merchant. If the radio set

can be merchandised to the prospective purchaser as a musical

media, and if the dealer can be impressed with the musical value

of the radio set, the distribution problem is solved so far as this

industry is concerned. If the talking machine merchant believes

in radio then the forthcoming show will be well worth a visit. For

the makers of complete outfits know that they need the music

merchant quite as much as, if not more than, he is ever likely to need

them. There should be then a large attendance of music men at

the show who may thus obtain an opportunity to learn what will

enable them to frame a logical opinion as to the sales possibilities

of radio in this industry.

In a certain flourishing part of Chicago's uptown are three talking

machine shops within one block. Each is well equipped and good

to look at. Each carries a good line of stand-

ard machines and fine stocks of good records.

Yet all that the proprietor of each can think

of to attract attention to himself is to install a

"loud-sounder" above the entrance of his store and play dance

music all day long to the noisy street. The reproduction is bad, nat-

urally, for the street is very busy and nois}-. The musical effect

What's
the

Answer?

is worse than bad, for it is totally unlike the natural sounds of

the talking machines which the music is supposed to be advertising.

Moreover, the noises neutralize each other and the cumulative ef-

fect is simply nil. There, if you like, is a fine example of lack of

imagination. Why on earth does not one of the young men in this

trio of competitors stop his noise machine -and try running a dance

contest, or a daily afternoon concert of operatic vocal music, or

a public demonstration of all the new numbers of each release as

it comes out? In a word, what on earth is the matter with retailers

of this type? Do they not realize that these practices are not only

harming themselves but the entire trade as well ?

There seems to be a shortage developing, if not already developed,

in practically all types of console machines. About a year ago retail

merchants began to put pressure upon manufac-

turers to design and produce consoles which might

be sold at prices scarcely, if at all, above what

standard uprights previously commanded. The

Dealers

Featuring

Uprights

manufacturers responded to this demand and many styles of mod-

erate-priced consoles were quickly placed on the market. They

immediately attracted the public's attention and it might be said

that the public was attracted to them, perhaps, in too great a meas-

ure, for the manufacturers and the dealers soon found themselves

unable to take care of the demand. The upright was comparatively

neglected, which means that there is now a shortage of consoles,

with a fair supply of uprights on the market. While this situation

is causing considerable concern to manufacturers and dealers alike,

at the same time it is somewhat of a blessing, for it may influence

merchants to sell more uprights and thereby solve the manufac-

turers' production problems in addition to producing tangible

profits from every sale. Within the past fortnight several promi-

nent manufacturers have commented upon the tendency of their

dealers to give more attention to uprights in ordering their mer-

chandise for the holiday season. Musically and tonally the upright

is certainly on a par with the console, and talking machine dealers

who have been affected by the marked shortage of consoles will

find it to their distinct advantage to apply their knowledge of

salesmanship to the stimulation of the demand for uprights. It

is a demand that is healthy and substantial, particularly when it is

almost impossible to secure an adequate number of console models.

One can never too often talk good sense or tell the truth. There are

talking machine merchants who sometimes complain that there is too

much preaching in the trade papers ; but those who

do the complaining are usually those who most need

reminding of their faults. Talking machine mer-

chants have vastl)' improved, during the last ten

Centers of

Musical

Influence

years or so, the general ph3'sical makeup of their stores. The old-

fashioned gloomy, ding}^ room, conducted by the old-time music

dealer, with its moth-eaten showcase in front and the two or three

rather battered-looking pianos in the background, has about dis-

appeared. The modern piano or talking machine store, even in

small communities, is to-day commonly a place of business quite

worthy the study of experts in merchandising methods. But there

is one point in respect of which merchants dealing in any or all

kinds of musical instruments still need to be reminded gently. And
that is that a music store ought not merely to be physically as per-

fect as possible, but also to be a place radiating musical influence

throughout the community. Music merchants are too often slow

in realizing that they should be leaders, so far as they can, in the

community's musical life. It is here that too often there is a lack.

The talking machine man ought to think of his store as a place to

which every person will naturally gravitate who has anything to say

or do relating to the musical activities of the community in which

he is located. It will be found to be good business viewed from any

and every standpoint. The man or establishment that aids in musi-

cal culture is sowing seed that will inevitably yield a fruitful harvest.
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CAPACITY PRODUCTION ON THE PART OF MANU-
FACTURERS INDICATES GREAT RETAIL ACTIVITY

Standard and Widely Advertised Products Prove Best Investment for Dealers—Console Shortage
Here—Retailers and Wholesalers Busy With Fall Plans—General Activities of the Trade

Chicago, III., October 8.—Never, in the mem-
ory of the local trade, has there been such tre-

mendous activity as is now going on through-

out the individual plants in this section. This

is particularly true of those plants which make
parts. In them, generally, wheels of industry

are spinning as fast as they possibly can. Many
of the manufacturers of talking machine parts

are able at present actually to show unfilled or-

ders which will keep them busy for weeks.

This picking up of orders has in several cases

necessitated putting on night shifts to take care

of trade demands.
Truly, the past year and a half has been a

severe test to all manufacturers throughout the

industry in this section and one which has re-

For The New Edison

Showing Reproducer of Jewel Needle Equipment Turned
Up to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in
Position for Playing Edison Record With Fibre Needle.

Plays all types of records. Operates the same as

the "EDISON" with the LEVER.
No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents
swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy
access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut
records with a Fibre needle in the proper
"EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it

a floating action.

Needle CENTERS on all records.

Straight air-tight construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-

zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a

freedom and sweetness of tone considered impos-
sible.

Indestructible NCM-Y-KA diaphragms do not
blast, crack, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

NOT
Just Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well a*

in Mechanical Construction

and Finish.

Send (or descriptive circular

which contains "HINTS RE-

GARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

Showing Reproducer of Jewel Needle Equipment in
Position for Playing Lateral Cut Records on Edison

Phonograph

Showing Back View of Jewel Needle Equipment in Posi
tion for Playing Lateral Cut Records on Edison Phonograph

JEWEL PHONOPARTS COMPANY, 160 W. Whiting St., Chicago

suited in the survival only of the fittest. The
materials now being put into instruments are

so superior to those which were used com-
monly during the war that there is practically

no comparison. As a matter of fact, it is said

by some members of the trade, particularly re-

tail men, that the instruments selling to-day,

say, for $150 are parallel in quality to the ma-
chines which retailed for from $250 to $300 dur-

ing the war.

In cold, plain facts, the day of the junk ma-
chine has passed and, like the small boy who
touched the stove and had his fingers burned,

the retailers of to-day have learned their les-

son and refuse to be burned again. That, in

a nutshell, is the reason why only machines

actually worth the prices asked for them are

being disposed of to-day.

From the retail standpoint we find that the

dealers are actually going out and getting busi-

ness. These men tell us that from present in-

dications their inventories at the end of the

year will show surprising results. The retail

trade is more firmly establishing itself with the

purchasing public and retail dealers are doing

everything they can to maintain this standing.

They are intensifying their activities by taking

on lines of small goods. In numerous cases,

moreover, these men who have made a practice

of selling nationally advertised phonograph
merchandise are so strongly entrenched in the

communities they serve that they are begin-

ning to take on nationally advertised lines of

pianos and player-pianos. In other words, they

are branching out so as to take in every line

of activity in the music business.

This, in turn, is causing many music shops,

which formerly were comparatively insignifi-

cant, to broaden out and become important fac-

tors, especially in the outlying communities of

the Chicago territory.

On every hand plans are being made for a

Fall business that will far overshadow any pre-

vious season in the history of this section. In

other words, "Music in the Home" is here to

stay throughout Chicago and the trade as a

whole is about to cash in and reap the rewards

due for long, hard labor.

Shortage of Consoles Apparent

Reports from all over the country indicate

that the tremendous demand for console talking

machines is already causing a shortage of these

instruments. According to the views of J. G.

Sills, manager of the wholesale department of

the W. W. Kimball Co., the shortage is quite

evident now, but dealers are making the best of

it by boosting upright instruments. There are

many dealers in the trade who wonder how
there can be a shortage of consoles, for exam-
ple, on one hand and on the other hand a good
supply of upright cabinets. Some of them fail

to see why, when a concern manufacturing talk-

ing machines sees a demand for a certain style,

it cannot instantly quit making other styles and
concentrate its energy on the particular model.

However, if these men take the trouble to

look into the matter, they will soon appreciate

the predicament of the manufacturers. When
this is done there will be better co-operation all

along the line. In taking cognizance of the de-

mands made upon the talking machine manu-
facturer the questioning dealer can easily see

that in some sections of the country there will

be a demand for a certain type of console,

where in others there will be a demand for cer-

tain upright models. Be this as it may, it

will at times have a tendency to spread through
the entire trade and, consequently, increase

when orders for other models are decreasing.

(Coiitlnned on fage 108)
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FROM OUR CHICAGO HEADQUARTERS— (Conrinued from page 107)

So the basis of the shortage, after all, is merely

a shortage in style which may develop over-

night. The question, then, is what can the

manufacturers do to take care of such sudden

demand? The answer is that, while the popu-

larity of a certain style may grow overnight,

an entire production plant of a concern manu-
facturing talking machines cannot be changed
without some lapse of time. In fact, it would
be foolhardy for the manufacturer to readjust

his plant every time demands are made upon
him for certain instruments in large quantities,

as it would necessarily increase his overhead
expense. On the other hand, in making the

changes gradually, if after careful consideration

the demand for a particular style looks as

though it were here to stay, the entire change
of the plant is then warranted. Therefore, if the

dealers will take note of the problems facing

the manufacturer, they will appreciate the vari-

ous situations governing the manufacture of

talking machines and much good will come
from the realization.

Death of Mrs. Grace Healy Woodruff
Cable news has reached Chicago from Al-

giers of the death of Mrs. Grace Healy Wood-
ruff, wife of Frederick W. Woodruff, president

of the First National Bank of Joliet, 111., and
daughter of Mr. and Mrs. Raymond J. Healy, of

Chicago. Mr. Healy is a son of the late P. J.

Healy, founder of Lyon & Healy, Inc., and is

president of the Knabe-Edison Shop at Adams
and Wabash on Piano Row. With her parents

the former Miss Healy sailed for Europe on the

Leviathan on July 4 and three weeks before her

death she became the wife of Mr. Woodruff in

Paris. Funeral plans have not yet been an-

nounced, but it is surmised that funeral services

will be held at Joliet at the home of the be-

reaved husband.

Hall Needles Sell Where Raw Material Grows
Several months ago a deal was consummated

between the Hall Mfg. Co., of Chicago, and

Okamoto, Ltd., of Tokyo, Japan, whereby the

latter concern became distributors of the Hall

fibre needle throughout the Japanese Empire.

The deal was made by Okamoto, Ltd., after

considerable investigation of the Hall fibre

needle and the interesting part of the deal lies

in the fact that the raw material comes from

Japan, so that Okamoto, Ltd., might be sup-

posed to be in a position to manufacture fibre

needles for itself. The various items of manu-
facture are said to have been taken into con-

sideration by Okamoto, Ltd., but after investi-

gation the heads of this organization decided

that nothing so good as the Hall fibre needle
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HeiII Fibre Needle Publicity in Japan

could possibly be reproduced outside the Hall

factories.

When the horrible details of the recent Japa-

nese calamity reached Chicago the Hall Mfg.

Co. sent Okamoto, Ltd., a cablegram inviting

them to entirely disregard their contract for

needles until the business situation of Japan

had righted itself. A few days afterward the

New York representative of Okamoto, Ltd., ad-

vised the Hall Mfg. Co. to continue its ship-

ments, as there was every evidence that Japa-

nese business is quickly recovering itself and

that, although the business and residential dis-

tricts of Tokyo and Yokohama were practically

in ruins, commercial activity was going on as

well as ever. The communication also enclosed

an advertising proof from a Japanese newspa-

per, which gives a sample of how enthusiasti-

cally the Okamoto Co. is going after business.

Celebrate Twenty-first Convention

The twenty-first annual convention of the In-

ternational Lyceum and Chautauqua Associa-

tion was held, from September 17 to Friday,

September 21, inclusive, at the Auditorium Ho-
tel, with a large registration and eighteen ex-

hibits of sheet music publishers, who occupied

the entire ninth floor of the hotel for exhibiting

purposes.

The exhibitors had a separate room with pi-

ano and artist to play their numbers, of which

they had complete selections on display. Among
those exhibiting were the following: W. Wit-

mark & Sons, New York, N. Y., with N. V.

Joseph in charge of exhibit; Oliver Ditson Co.,

Chicago, with C. F. Manner in charge of ex-

hibit; J. Fischer & Bro., New York City, with

Joseph Fischer in charge of exhibit; Leo Feist,

New York City, with Harry Coon in charge of

exhibit; Jack Mills, Inc., New York City, with

Clara Edwards in charge of exhibit; Will Ros-

siter, Chicago, with T. Van Gelder in charge

of exhibit; Sam Fox, Cleveland, with L. Green-

berger in charge of exhibit; the Heidelberg

Press, New York City, with C. Harold Lowder
in charge of exhibit; Jerome Remick, New York
City, with Harry Holbrook in charge of ex-

hibit; G. Schirmer, Inc., New York City, with

E. G. Marquard in charge of exhibit; the John
Church Co., Cincinnati, with W. L. Coghill in

charge of exhibit and Chas. Gilbert Spross at

the piano; Hinds, Hayden & Eldredge, New
York City, with John A. Usher in charge of

exhibit; Chas. E. Roat, Battle Creek, Mich.,

with F. W. Clement in charge of exhibit; Clay-

ton F. Summy Co., Chicago, with Harriet Bar-

nett in charge of exhibit; Sherman, Clay Pub-
lishing Co., San Francisco, with Ford Rush in

Style J
Mahogany

KIMBALL PHONOGRAPHS
Fall Buying Now Active

BE prepared for phonograph business that is sure to come at this season—Send
your orders Now and avoid disappointment in getting the particular styles and

designs that meet the demand of your local trade.

: We manufacture a variety of models and have a wide distribution, but in

your own field you know best the demand— therefore anticipate your

needs.

The Kimball Phonograph, either of

the Upright type, or Console type,

has greater value for the money in

comparison with others.

Asl^ about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Established 1857

306 So. Wabash Ave.

CHICAGO

Style M
One of several beautiful

console models

Manufacturers of Phonographs, Pianos, Player Pianos,

Pipe Organs; Distributors of OKeh Records

Style G

One of several
beautiful upright models

KIMBALL PHONOGRAPHS PLAY ALL RECORDS
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Repair Parts
For All and Every Motor

That Was Ever Manufactured

We can supply any part. The largest and most

complete assortment of repair parts—in the

United States—on hand, for old, obsolete and

present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
and motors.

IKCORPORA TED UNDER THE
LA WS OF ILLINOIS

TRADE MARK
•CONSOLA.'fSS'/„rXriS:"ci.'='

^ ^ mingM^dlne Supplies. Etc
Harm<^ Talking UaehiMC^ C*»lf ADDiUi
0'N*UI-Jam*» "C4HMLA~
-iMfaoC* 227-229 W. WASHINGTON ST. CHICAGO ILL.
Branches: 2957 Gratiot Aye.. Detroit. Mich. 1121 Nicollet Ave.. MlnneaDOlls, Minn.

charge of exhibit, and McKinley Music Co.,

Chicago, with E. Clinton and T. Henri Klick-

man in charge of exhibit.

G. P. Hough Visiting the Trade

G. P. Hough, sales manager of Westphono,

Inc., left headquarters in Chicago on the first

of the month for a visit to the South Central

and Southeastern States. He will call on the

various dealers and jobbers of that section, not

only in the interests of Westphono, Inc., but

also of the Bush & Lane line of talking ma-

chines. This beautifully artistic line was re-

cently introduced to the trade by the Bush &
Lane Co., which has gone over its product very

thoroughly and has brought out some of the

most desirable designs of talking machines that

have appeared in the trade for a number of

months. The Bush & Lane Co. is one of the

oldest institutions in the country and manufac-

tures a full line of upright, player and grand

pianos.

Hold Annual Election

In the recently held annual meeting of the

Hall Mfg. Co. the following officers were

named: L. C. Wiswell, president; Columbus

Healy, vice-president; Marquette Healy, treas-

urer; H. J. Fiddelke, secretary and general

manager, and Mrs. Elizabeth S. Hall, assistant

secretary and assistant treasurer.

Mr. Fiddelke's appointment as secretary of

the Hall Mfg. Co. comes as a reward for serv-

ices rendered during the past year as general

manager for the company, during which time he

has succeeded in increasing the sales of the

Hall fibre needles to an extent which has neces-

sitated enlarging the plant.

Mrs. Hall, who was appointed assistant secre-

tary and assistant treasurer, is the widow of the

late Frederick D. Hall, originator of the Hall

fibre needle and founder of the factory, who at

the time of his death was chairman of the board

of directors.

New Orotone Reproducer

The Orotone Co., of this city, has announced

a new model reproducer, the stylus bar anchor-

age of which carries some interesting features

which, the Orotone Co. believes, will fill a long-

felt want. The anchorage of the stylus bar con-

tains a depression containing a stiff, oil-tem-

pered spring which, in turn, is compressed by a

plunger screw. This idea was devised to pre-

vent side-shake, which sooner or later comes in

many reproducers from wear upon the sharp

screws of the solid sides of the anchorage.

These sharp screws in many instruments wear

a depression in the side of the stylus bar, as a

result of which there sooner or later comes a

side-shake. With the compression spring, how-

ever, all danger of this side-shake is automati-

cally taken up, whether the slack be due to

wearing or from the shock of high notes during

reproduction.

Coming Radio Show Will Be Big

Details for the Chicago Radio Show, to be

held at the Coliseum November 25, inclusive,

are practically perfected, according to James F.

Kerr, manager of the Show, at his headquar-

ters, 127 North Dearborn street. Mr. Kerr

states that practically every manufacturer of

high-grade radio receiving sets and accessories

has already signed up and that the Chicago Ra-

dio Show this year will probably be the greatest

of its kind ever held in this section, from both

the standpoint of exhibits and that of attendance.

Although last year's show was a big success,

it did in some details fall a little short of expec-

tations, but now all these shortcomings have

been rectified and present plans indicate that

the coming show will be 100 per cent perfect.

Plans have been made this year to encourage

dealers to attend and special stress is being laid

by the management of the Chicago Radio Show
on the talking machine dealer. Manufacturers

of radio sets now realize that the talking ma-
chine man offers the logical outlet for high-

grade receiving sets, owing to his familiarity

with nationally advertised goods and music's

close relation to radio.

It is due to these essential features, which

are a part of the talking machine man's every-

day life, that the radio industry has taken this

step. Because of this reaction the Radio Show
men feel that it is their duty to encourage the

music dealers and jobbers to attend the com-
ing Show in full force. Manufacturers of radio

are appreciating this co-operation on the part

of the Radio Show management and, in turn,

are co-operating with the Show management in

sending out special admission tickets to the mu-
sic dealers.

Westphono Head on Trip

Ben Wood, general manager of Westphono,
Inc., started on a business trip throughout the

Central Western territory on October 1. Mr.

Wood reports that dealers are still enjoying

a splendid business with portable talking ma-
chines and that large numbers of them are

taking advantage of this. Westphono is using

individual hard packing boxes for the purpose

of disposing of these portables during the

(Continued on page 112)

Positively

Eliminate

Surface

Noise

Cannot

Possibly

Injure

Records

Your Trade Wants These Wonderful Needles

Talking machine owners who appreciate the marvelous musical value of

their machines want to bring out the hest in records—the way to accomplish

this is to play with HALL FIBRE NEEDLES.
Semi-permanent; play 30 to 50 records with each needle.

Profitable—will sell more better-class records.

HALL FIBRE NEEDLES Combine Quality and Service.

Stock them at once and avoid disappointment by not having them

during the Holiday period.

Ask your wholesaler for circulars or send direct to us for The Needle the

"Tongue of a Talking Machine" and "Records on Approved" for your trade.

HALL MANUFACTURING CO.
Successors to B & H FIBRE MFG. CO.

33-35 West Kinzie Street, CHICAGO, ILL.
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ORO-TONE AUTOMATIC No. 16
THE PERFECT TONE ARM FOR YOUR PHONOGRAPH

(PATENT PENDING)

POSITION FOR LATERAL CUT RECORDS
Note the dotted line showing correct angle and perfect needle center

when reproducer is turned to play \'ictor

records.

other

AUTOMATICALLY
Adjusts reproducer to

correct weight on rec-

ord for both vertical

and lateral cutrecords.

AUTOMATICALLY
Centers needle on rec-

ord—^no coasting to

center.

AUTOMATICALLY
Adjusts reproducer to

correct angle or posi-

tion on record. No
weights to shift, no ad-

justments to make.

POSITION FOR HILL AND DALE RECORDS
A turn of the hand and the reproducer is in the cor-

rect or Edison position with correct angle and perfect

needle center—note dotted line.

Give Your Phonograph More Selling Power
The Oro-Tone Automatic No. 16 Tone Ai-m and Reproducer represents

the highest achievement in principle, scientific construction, operation and
tone quality. The manufacturer who offers this arm on his phonograph
will receive a quick response from dealers.

It i> human nature to want something new and better. The most exhaust-

ive tests have been made among dealers and phonograph users proving

that the attractive appearance, perfect operation and rich, powerful tone of

the Automatic No. 16 are preferred both by the dealers and the public.

Equip your phonographs with this perfect automatic tone arm and repro-

ducer and note the increased interest your line will create.

We will send you a No. 16 Automatic on 30 days' trial. Write us on your

letterhead todav.
Oro-Tone Auto-
matic Pivot Point

Reproducer

1000-1010 George Street Chicago, Illinois, U. S. A.

This reproducer represents another
big step in advance. Xo more trouble
with loose pivot screws. Perfect,
even contact under all conditions and
temperatures. Softens high over-
tones, high notes, etc. This construc-
tion exclusive with Oro-Tone equip-
ment.
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NEWORO-TONE No. 4AUTOMATIC
IT OPERATES WITH THE RAISING AND LOWERING LEVER THE SAME

AS THE REGULAR EDISON REPRODUCER
(PATENT PENDING)

The Most Scientific Edison
Equipment Ever Produced

PEOPLE who buy an Edison- do
so because they are convinced

that it does re-create the original. In
comparison with the living artist

there is no difference. This is not

only admitted, it is a positive proven
fact.

The Oro-Tone No. 4
Automatic for the

first time gives the

correct weight or
pressure on the rec-

ord you are playing,

the correct needle
center and correct

angle or position of

the reproducer.

**

There are no weights
to shift, no adjust-

ments to make. A
simple turn of the

hand and the repro-

ducer will play either

lateral or vertical

cut records perfectly.

It will not deunage
the records due to

the perfect automatic
weight adjustment
feature and the cor-

rect needle center

and sensitive opera-
tion when playing.

All equipment is

fitted with Oro-Tone
Automatic Pivot
Point Reproducers.

It is an established conclusion, there-

fore, that the customer who buys an
Edison wants the best. They also

want the best attachment for play-

ing such lateral cut records as they

want to hear.

The new Oro-Tone No. 4 Automatic is

worthy of being associated with the won-
derful Edison. It reproduces lateral cut

records beautifully, giving a deep rich

tone quality, eliminating the -thin me-
chanical tones often so pronounced in

ordinary phonographs.

With the No. 4 Automatic you can play

Edison records with the ordinary fibre

needle.

Dealers who are selling the new Auto-

matic say that it is a valuable asset in

closing sales for Edison phonographs.

A sample No. 4 Automatic equipment
will be sent to you on 30 days' trial. All

equipment packed in fancy boxes with

our two-year guarantee seal on every box.

Prices are as follows:

Nickel $7.00

Gold $9.00

Oxidized (Antique Bronze) $9.00

Less Usual Discount to Dealers

SHOWING POSITION FOR PLAYING VICTOR OR
OTHER LATERAL CUT RECORDS

Turn reproducer to play Victor or other lateral cut records
and you automatically secure the correct weight on the
record, correct needle center (see dotted lines), and cor-
rect position of reproducer.

SHOWING POSITION FOR PLAYING EDISON OR
OTHER HILL AND DALE CUT RECORDS

Turn reproducer to play Edison or other hill and dale cut
records and the weight of reproducer is automatically
decreased to the Edison weight, the needle is centered
and the reproducer assumes the flat or Edison position.

SHOWING CONVENIENT POSITION FOR
CHANGING NEEDLES

The clever height adjustment arrangement insures the
perfect operation of the No. 4 with the regular raising and
lowering lever of the Edison.

Order Your Sample Today on 30 Days' Approval

1000-1010 GEORGE STREET : : CHICAGO, ILLINOIS, U. S. A.
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Christmas holiday trade. This special package

is of cardboard and is beautifully decorated

with holly leaves, etc., in color, making a very

neat Christmas article.

Change in Lyon & Healy Management
After many years of active service as man-

ager of both the wholesale and retail Victor

departments of Lyon & Healy, Inc., L. C. Wis-

well has relinquished a part of his duties, par-

ticularly those of manager of the wholesale de-

partment, and will, in the future, confine his

THE LIDSEEN
FIBRE NjEEDLE CUTTER

Is the Only Cutter

which will sharpen the needle without
necessitating its removal from the

tone arm.

It thereby overcomes the only ob-

jection to the fibre needle.

Selling Lidseen Fibre Needle Cut-

ters will not onl}' be profitable to you,

but will greatly increase your fibre

needle sales.

Write today for further details and prices

LIDSEEN PRODUCTS
830-846 South Central Ave., CHICAGO

Walter F. Roche

activities exclusively to handling the retail Vic-

tor department of this concern. As wholesale

manager, Mr. Wiswell is succeeded by his

former assistant, Walter F. Roche, who for the

last several years has been Mr. Wiswell's right-

hand man.

This separation in the Victor department was
occasioned by the increased demands made by
the retail department upon Mr. Wiswell. Re-
lease from activities in the wholesale field comes
as a relief to him. When he first came with
Lyon & Healy Mr. Wiswell's activities were
devoted practically entirely to the retail division

and his success was very noticeable. Through
his unremitting efforts, in fact, Lyon & Healj^'s

retail Victor department became a very im-

portant factor in the musical merchandising
field in this territory.

Mr. Roche comes not as a stranger to fill the

position vacated by Mr. Wiswell, as he has

been connected with Lyon & Healy for the

past eighteen years. He began as a stock boy
and was rapidly promoted to the retail depart-

ment, thence to the wholesale department and
from there to traveling salesman. Then he
became assistant to Mr. Wiswell. His long

activities and good work in these various posi-

tions have now obtained complete recognition

in his appointment to succeed Mr. Wiswell in

the Victor wholesale department.

New Cole & Dunas Catalog

A sixtj'-four-page catalog, one of the largest

ever published by local distributors in the Chi-

cago section, has just come from the printers

for Cole & Dunas. This catalog has everything

from talking machine parts and accessories to

small goods of every description. It is being

mailed out to dealers throughout the country.

Everything handled by the Cole & Dunas Co.

is shown w-ithin the pages and many of the

items shown are among the best of their kind

throughout the music industrj'.

Doing Well With the Pooley Line

Cole & Dunas report very favorable progress

with the Pooley instruments, of which they

{Continued on page 114)

Vitanola 46

List Price. $175.00
Height, Z^Vi"
Width, 40"
Depth, 24"

The Phonograph of Marvelous Tone

The Biggest Dollar for Dollar

Value on the Market
There must be a reason why our factories are working
to capacity.

Quality machines at prices that allow dealers to make
their necessary profit.

Vitanola 49

List Price. $125.00
Height, 3414"
Width, SeVi"
Depth, 22"

Write for catalogue "F" and dealers' prices, from which
you will understand why Vitanola dealers stick to the
line and prosper.

VITANOLA TALKING MACHINE CO.
738 So. Michigan Avenue CHICAGO, ILLINOIS

"It is easier to sell the Vitanola than to compete with it"
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Net Profits

and United Motors

SERVICE Departments can
soon eat up profits, and in

the phonograph business
most troubles are motor trouble.

Users ofUnitedMotors have cut

and cut the number of employees
in their service department until

today they are mere skeletons of

the old departments.

All because United Motors do
not require attention.

Dust-Proof— Air-Tight. The
entire mechanism is housed in a

dust-proof, air-tight cast iron box.

Dust and needles cannot get in.

Air is kept out, with the result

that the oil in United Motors
does not dry up or become full

of grit, but stays moist and does

not have to be replaced. Our auto-

matic self-feeding oiling system

keeps oil on the gears at all times.

This means longer service to the

user - less servicing by the seller.

Our special spring construction

enables spring to be replaced in a

few minutes. We supply our

customers with complete spring

assembly— all that is necessary is

to slip out the old barrel and slip

in a new one.

So it is that United Motors
increase the net profits.

Is it any wonder that we are

working day and night to fill or-

ders from the world's best phon-
ograph makers ?

NEW No. 7 SERIES— To replace

spring, take off the two nuts shown
on triangular casting and slip in

omplete nexo United Spring Assembly

STAN'DARD No. 5 AND 6
MODELS— To replace spring,

remove set screw at end of bar-

rel shaft and slip in complete

new United Spring ylssembl^

Send for Samples, Prices and Discounts

United Manufacturing and Distributing Company
9705 Cottage Grove Avenue, Chicago, Illinois
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lecently have been named distributors. A large

part of the show space located in the front of

their warerooms has been devoted to the Pooley

line and at present the exhibit consists of a

large number of Pooley console types, which
have met with much favor by the Chicago trade.

The territory handled by Cole & Dunas con-

sists of Wisconsin, northern Indiana and a con-

siderable part of Missouri.

Jackson Talking Machine Shop Chartered

The Jackson Talking Machine Shop, Inc., 11

West State street, this city, was recently incor-

porated under the laws of Illinois, with a capi-

tal of $25,000. The concern deals in talking

machines, records and musical instruments. In-

corporators are Paul Stich, P. F. Jackson and
E. H. Jackson.

Returns From Northern Trip

F. R. Decker, sales manager of the Ampli-
phone Co., has returned to Chicago headquar-
ters in the Republic Building from a protracted

trip which took him throughout Canadian and

northern States territories. Mr. Decker reports

increased demand for instruments in every sec-

tion he visited, and this is especially true of

American-made goods in the Canadian territory.

There is every indication that the coming

Christmas will- see one of the biggest sales

periods for talking machines, according to Mr.

Decker, and many of the dealers believe that

this increased activity will continue well into

the new year.

Broadcaster Corp. in New Home
From S. S. ZaXj general manager of the

Broadcaster Corp., we get the information this

month that the terrific moving job on the hands

of this concern is practically finished and that

the corporation is now comfortably housed in

its new plant at 2414-2430 North Cullerton

street.

During the move there was no let-up in the

manufacturing of Broadcaster instruments, as

the old plant was kept working steadily while

the new one was being fitted up. The new

WHY NOT
Look about vou and see the number of very

successful concerns marketing original or modi-

fications of original BLOOD ideas—there's a

reason:

This cut illustrates the Blood
MONO-TURN Arm which en-
ables the user to change from
Lateral to genuine Edison position

by a single (MONO-) turn of
the Reproducer.

BLOOD ideas and products are accepted and recognized

by the trade as being mechanically perfect—that's why
they're big sellers and keep our factory working night and

day.

When in need of high grade tone arms and reproducers why
not come to the original source of production.

Save Money— Worry—and
Confusion

The Blood Tone Arm Company
326 River St. CHICAGO, ILL

Patented Aug-. 14.'23
Other Patents Pending

Secret of Success

lies in ability to make
turnovers. About all

you must do is to show
the Triplex. It tells

better than the ordi-

nary type of talking

machines.

Triplex Artistic Phono. Co-
Pershing Road and Ridgeland Avenue

BERWYN, ILLINOIS

plant, by the way, is said to contain the most
modern and up-to-date woodworking machinery
obtainable, and when everything was in readi-

ness it only remained for the workers to hop
on a street car and begin activities at the new
manufacturing headquarters.

There has been a sort of a mysterious air

enveloping the offices of the Broadcaster Corp.

for the past week or so, but no one seems to

know exactly .what it is all about. Of course,

there are many rumors, etc., but at the same
time no one will officially state what his

opinions are. Anyway, we know this much,
Manager Zax says that the president of his

concern is spending quite a bit of time around
the photographic galleries lately. For the bene-
fit of the unmarried ladies who read The Talk-
ing Machine World, we should say that it might
be well for them to look carefully through their

mail during the next week or so, as it may
be possible that one of them is going to get a

handsome photograph. "A word to the wise is

sufficient," girls, so watch your step.

Some Record as a Fisherman!
Harry D. Schoenwald, sales manager of the

Consolidated Talking Machine Co., of this city,

is generally recognized in the trade as a mighty
good salesman, but on a recent visit to Long
Lake, Wis., he demonstrated that his ability as

a fisherman must also be given due recognition.

The accompanying illustration presents Mr. and
Mrs. H. D. S., together with Mrs. Carl Bruch.
The photograph was snapped by Carl Bruch,

Yes, We Have No Bananas
one of Mr. Schoenwald's "buddies" overseas,

who is a direct descendant of the founder of

Brooklyn. The latter statement has been ques-

tioned several times, but Mr. Schoenwald main-
tains that it is absolutelj' correct.

New Brunswick Cut-out List

The sales promotion department of the Bruns-
wick-Balke-CoIIender Co. has announced the

new one-for-one cut-out list to dealers. Any
record listed in this cut-out list can be ex-
changed for any other number listed in the
catalog up to and including the September sup-
plement. This department is also supplying

(Continued on page 115)
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BROKEN HEARTED MELODY
By Isham Jones

THEMOSTORIGINAI-MOST HAUNTING-SWEETESTWALTZ PUBLISHED
CHIC AOO

FROM OUR CHICAGO HEADQUARTERS— (Continued from page 114)

dealers with beautiful window and store hangers

of both the Lyman Ambassador Hotel Orches-

tra and Paul Ash and his Grenada Theatre

Orchestra.

Cheney President Optimistic

There is every indication of a most remark-

able Fall business, according to views of

W. A. Harper, president of the Cheney Talking"

Machine Co. "We are getting reports," said

he, "from every part of the country from our

dealers, who assert that prospects never looked

so good. Furthermore, the dealers are backing

up their assertions witli orders and it is re-

markable that, although the demand for con-

soles is very heavy and, no doubt, will lead to

a shortage of these instruments, the upright

types are holding up also very well."

In further emphasizing his views, Mr. Harper

pointed out an article appearing in the October

issue of the Cheney Resonator from the pen

of G. Dunbar Shewell, of the Cheney Sales

Corp., of Philadelphia, Boston and New York,

Eastern Cheney' distributor, who has the fol-

lowing to say regarding the outlook for the

coming months:

"Undoubtedly, every person who reads this

issue of the Resonator has one idea uppermost

in his or her mind, an idea which may be ex-

pressed in the form of a question: What will

the Fall business be like, good, bad or indif-

ferent?

"Now, I. do not pretend to be a prophet. I

am only an analyst. But from much recent con-

tact with business men, and especially with

phonoc'raifh dealers from Maine to Washinijton,

D. C, I have come to certain conclusions, or,

rather, am able to condense opinions heard on

all sides, into two or three sentences.

"First: Everybody is optimistic. That is very

good to begin with.

"Second; Most dealers seem to feel assured

that public buying power is as great as it ever

was, if not actually greater than ever.

"Third: The recent chill in the phonograph
industry has roused dealers to see that they

must work harder to get business. This in itself

will build business.

"Fourth: The phonograph market has gone
through a thorough house-cleaning and conse-

quently sales resistance should now be markedly
less than it has been.

"In our territory Cheney orders are greater

in number than they have ever been at this

time of the year. In checking up we find every-

where that dealers are individually ordering

much more than they did last year. The Cheney
business has ever grown slowly, but steadily.

Once a Cheney dealer always a Cheney dealer.

"Merit and a good merchandising policy

—

these are the elements which count.

"The weak-kneed merchants never get there,

but those who make bold and aggressive efforts

will surely this Winter have all the success they

can hope for."

Returns From Eastern Trip

E. A. Fearn, of the Consolidated Talking
Machine Co., spent the first week of the month
visiting the trade in New York, where he went
to make arrangements to take on several well-

known lines of small goods, the details of which

will be announced within a short time. On the

return trip from New York Mr. Fearn stopped

ofif at the Detroit headquarters of the Consoli-

dated Talking Machine Co. and spent some time

in going over plans for the coming Fall season.

Splendid Up-town Store

One of the most progressive outlying music

stores in Chicago is that of the J. M. Dvorak
Music Co., 3844 West Twenty-sixth street. An
idea of the rapid growth of this concern may be

gathered when it is taken into consideration

that only three years have elapsed since the

company was organized, and that since its or-

ganization it has built up one of the most pro-

gressive and up-to-date music establishments in

Chicago, as well as building and owning its own
home, a two-story building.

The Dvorak Music Co. is located in the Bo-
hemian center of Chicago. An idea of the char-

acter of the company's business may be had
when we learn that this concern in carrying

out its business is not depending upon any of

the local banks to carry its paper. Not only

does this concern devote a great amount of its

time to the handling of retail Victor business,

but, on the other hand, it has built up a con-

siderable wholesale clientele all over the United
States in Bohemian musical instruments.

Plans are being made by the concern to ex-

tend its holdings further by the erection of an

additional building in the rear of its present

one. The various branches of this organization

are looked after by O. E. Pribyl, Frank Kar-
licek and Joseph Halama. Mr. Pribyl was for

(Coiiliniicd on page 116)

Model No. 3
BROADCASTER

50" High, 20" Wide,
20Vs" Deep. Guaran-
teed two-spring mo-
tor. Figured birch
5-ply, Finished In

mahogany and wal-
nut. French pol-
ished, finish or dull.

A Rare Buy!

The BROADCASTER CORPORATION
A Bigger Plant

A Greater Organization

Facilitates a larger and more
Superior Talking Machine
Production at LOWER PRICES

Users of either large or

small quantities of talking

machines are urged to

write for information re-

garding our line — useful

for special sale purposes.

Write for price list and speci-

fications oi our other models

BROADCASTER CORPORATION
(SUCCESSOR TO THE LINERPHONE T. M. CO.)

New Plant 2414 to 2430 N. Cullerton St. CHICAGO, ILL.
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thirty years associated with Lyon & Healy, Inc.,

and has a wide acquaintance all over the United

States. This experience has made him thor-

oughly familiar with both the retail and whole-

sale end of the business.

Parts Makers Show Tremendous Activity

In every direction we turn, and no matter

with whom we come in contact, we have been

hearing lately of the tremendous increases in

business. From no one w-ith whom we have

come in contact have we heard anything that

was other than highly optimistic. But the ques-

tion arises, is there really business being done

or is it "a lot of talk." After thinking the situa-

tion over seriously, it came to the mind of The
World representative that it might be a good

idea to step'out and go through the plants that

manufacture parts and accessories for talking

machines, the idea being that if these men
were busy surely the manufacturers of the

completed instrument must be busy. So, in

order to get at the real facts of the case, an

expedition was carried out by The World rep-

resentative and here's what he found:

At the plant of the Orotone Co. the actual

working force has been increased 100 per cent,

the shipping force and the office force both

have been increased and the working hours

have been lengthened. This concern is working

to its full capacity in turning out Orotone sound

boxes, tone arms and attachments. In the de-

partment devoted to the manufacture of port-

able instruments there is also much activity and

the working force of this department has been

considerably augmented within the last couple

of weeks. Inspecting shipping tags, The
World man found them to be directed not only

to local and other talking machine manufac-

turers throughout the United States, but to for-

eign countries as well, particularly Australia,

New Zealand, England, Japan and various

South American countries.

At the plant of the United Mfg. & Dis-

tributing Co. The World representative beheld

a sight truly amazing. Tally sheets in the vari-

ous departments showed that this concern is

turning out nearly 1,000 motors per day and
there are still a few bits of space throughout

the plant where additional machinery is being

erected. Due to the activities of H. L. Mills,

vice-president and general manager of the com-
pany, assisted by F. F. Paul, general sales manager,

the various departments have been arranged so

that there is a continuous flow of material from
one department to the other without the least

interference or lost motion. Since taking over

the new plant the United Co. has cut down
its overhead to an amazing degree and at the

same time has built up its efficiency in a like

manner.

A visit to the plant of the Jewel Phonoparts
Co. disclosed activities which were far greater

than could have previously been imagined. A.

B. Cornell, sales director of the company, was
found to be in a very optimistic frame of mind
and under his guidance a trip through the Jewel
plant was made. -The impression left by this

The Name "KRASCO" on a
Talking Machine Motor
means that you are assured of

the best possible quality of

high grade material and work-
manship.

"KR ASCO"

The Hall Mark of

D e p e ndabil i t y,

Service and Quality

A Revelation in Smoothness and Quietness

Simple in design, compact, sturdy, me-
chanically right. Built to meet the most
exacting demands for long distance play-

ing on one winding.

Six sizes, from a double spring motor playing four 10-inch records

to a four-spring playing ten.

Each and every part used in the building of Krasco Motors is pro-

duced by the Krasco Manufacturmg Co. Krasco is built—not

made or assembled.

May we quote you prices and send descriptive literature?

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO

m
visit was that the Jewel plant, which one here-

tofore had thought capable of taking care of

a very large part of the business of the trade,

was, after all, strained to the utmost in trying

to take care of orders that were far behind ship-

ping dates. Every employe was working at

top speed and spaces that were previously very

ample for each individual worker were now
crowded by the addition of newcomers on the

working force.

In its new home at 116 West Illinois street,

the Fletcher-Wickes Co. is closing the most

active season in its history. The company's

recent move was necessitated by the increased

demand for its product from manufacturers and

dealers throughout the country, as well as an

exceptionally large export demand. The old

quarters on Lake street were inadequate over

a period of several years, but in its new home
the Fletcher-Wickes Co. has ample room to

take care of its expanding business and give its

clientele ma.ximum service and co-operation.

Several important contracts with prominent

manufacturers have been closed during the past

months and what is more important is the fact

that business on hand for 1924 is far greater

than in previous j'ears.

The same kind of activity prevailed through-

out the plant of the Krasco Mfg. Co. Every-

where in this plant there was the buzzing of

machinery, and the pounding of hammers in the

shipping departments could be heard all through

the plant. A great deal of this activity is

due to the good work of Mervin F. Ashley,

vice-president of the Krasco Co., who is

making a trip throughout the Pacific Coast ter-

ritory. Air. Ashley has been very successful

in closing quite a number of new Krasco ac-

counts while on this trip and the addition of

these new orders coming on makes it necessary

for the working force of this concern to be

enlarged by the addition of many new skilled

mechanics.

In an effort to take care of its constantlv

QKe^ Records
Records of Quality

We have the records, best sellers, latest "hits,"

famous singers and instrumentalists

.

W. W. KIMBALL CO., Wholesale Distributors.

306 So. Wabash Ave. Kimball Building CHICAGO

SERVICE
All the year around the

ready, friendly Kimball

Service is available for the

dealer anywhere who has es-

tablished his connections

here. Our experience helps

to solve his selling problems.
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growing business the Blood Tone Arm Co.

has found it necessary to look about for in-

creased room and has been successful in obtain-

ing additional space in the building where it

is already located. This company's force of

mechanics has lately been largely augmented by

additional worker's, and several of the depart-

ments, particularly the soldering and plating

department, which heretofore were at some dis-

tance from the factory, are now under one roof,

which permits greater efificiency throughout the

entire plant. This concern is working two shifts

a day at present in an effort to meet the influx

of orders for its products.

Upon arriving at the plant of the Sterling

Devices Co. we discovered Fred. Keller, Jr.,

up to his ears behind a pile of correspondence

which cluttered up the whole top of his desk.

Upon asking the "whyfor" of all the literary

efforts we were escorted into the assembly de-

partment of this concern. Here we found activi-

ties going on at full tilt in spite of the fact

that every bit of assembly space was being

utilized to turn out Sterling devices. This con-

cern recently announced to the trade its new
Edison attachment and as a result orders have

been coming in from every section of the coun-

try, which have in turn caused the intensified

activity.

Our next venture was through the plant of

Barnhart Bros. & Spindler, manufacturers of

the well-known Scotford tone arms and superior

reproducers. Accepting the kind invitation of

R. N. McArthur, sales manager of the phono-
graph parts division and advertising manager
of the company, we were escorted through the

various departments of this institution. This

concern places on the market perhaps the great-

est assortment of types and designs used in the

printing arts that is being made in this country.

In the manufacture of this material the most
complicated die castings are made use of and
it is due to this long experience in die casting

that Barnhart Bros. & Spindler have come to

Improve the appearance of

your doors by using our No.
1008 semi-concealcd hinge

Hinge in Position

Cut Above Shows Exact Size of Hinge

Regular finish is in nickel, but other special finishes may be had
upon writing for samples and prices.

This little device is especially sturdy in construction and is made
so that the screw holes are set in a position to readily adapt them-
selves to practically any sized door without fear of losing screw
grip solidity. Can be used on any door from five-eighths inch
to seven-eighths inch in thickness.

LAKESIDE SUPPLY COMPANY
73 W. Van Buren Street CHICAGO. ILL.

be famous throughout the world. It was there-

fore an easy matter for them to take up the

matter of die-casting for tone arms and re-

producers and in the years they have been doing

this sort of work they have added to their

recognition.

In our rounds throughout the various de-

partments we found the die-casting machines

squirting out the metal just as fast as could be

done. At the same time we visited the plating and

assembly departments and here the work is

given utmost care, in spite of the terrific rush.

In his comments on the present tendency of

the trade, Mr. McArthur remarked that he did

not know where all of the talking machines
were going. Nevertheless, the orders continue

to pour in every day and this has necessitated

lengthening labor hours throughout the plant

in an effort to take care of the steadily in-

creasing demand.
How A. J. Peterson Builds Trade

The illustration produced herewith shows a

single shipment of instruments piled in front

of Peterson's Milford Music Shop, 3301 Mil-

waukee avenue, Chicago, 111. When one con-

siders that this concern's store measures only

seventeen feet by fifty feet this is a considerable

order and it also means that here is a dealer

who is making sales. According to Andrew J.

Peterson, proprietor, he is doing a nice business.

In answer to an inquiry as to how he secures

prospects and other information concerning his

methods the following statement may prove of

value to other merchants who find business be-

low par:

"How do we get prospects? Work—work

—

The Psychology of Advertising the Store

work—in other words, give the shoe man plenty

to do. We usually find a few hours every week
to ring about fifty bells. This nets us about

five pretty live prospects to follow up by per-

(Contuiued on page 118)

Sterling Attachments and Tone Arms
STERLING Edison Attachments operate with the lever

the same as the Edison. Needle is always central. Made
in heavy nickel, gold and oxidized. Satisfaction guaran-
teed or money refunded.

STERLING Tone Arms are made in several different

styles to satisfy all requirements.

STERLING Tone Arms combine Quality, Appearance
and Price.

STERLING Reproducers play Victor, Edison or any
other record perfectly.

It pays to be an
Edison dealer. See
your jobber or
write us.

STERLING DEVICES MFG. CO. 412 Orleans St., Chicago, 111.
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An Exceptional Line
for

Wide Awake Dealers

COLUMBIAN BABY GRAND

Elastic

touch.

Faultless

Action.

MahoKaiij'

Finisli

Only.

Size,

59"x5f.".

These
high-grade

Consoles

come in

Mahogany
and

Walnut
finishes.

No. 20

Our No. 10

identical

to No. 20.

except

Gum
Panels

and
Straight

Back Legs.

No. 40

STYLE No. 4
48" high, 21" wide,
23" deep; 5-ply.

Genuine
Mahogany or Oak

STYLE No. 16

2-Spring Motor
Holds 10 Records

Plays All Disc Records

EXCEL PHONOGRAPH CO.
Manufacturers

400-412 West Erie St. CHICAGO, ILL.
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sonal calls. The others are followed up by mail.

"As to handling collections, this is the easiest

part of our work. If one will insist on at least

a 10 per cent down payment and a like amount

every month one will always get a sale that is

worth while having. If we cannot get these terms

from our prospects we let the other fellow have

the sale and, incidentally, the worry of collect-

ing from one who we believe cannot afTord that

certain instrument.

"We are great believers in direct-by-mail ad-

vertising. Occasionally we get up a circular de-

scriptive of our line and put one in each letter

box in our immediate neighborhood. This is

rather expensive, so far as direct results are

concerned, but the publicity we get is well worth

the money and effort."

New Retail Store in Chicago

The latest retail establishment in this city is

the new and attractive store recently opened at

11015 South Michigan avenue, better known as

Roseland, by J. O. Twichell, formerly connected

with the Wade-Twichell Co. Mr. Twichell has

been in the business for over forty years. Some
time ago he retired from the Wade-Twichell

Co., but evidently finds it hard to leave the field

of battle, for he has opened one of the hand-

somest stores in this section, carrying a full

line of uprights, grands, reproducing pianos,

talking machines, records and radio. Charles R.

Newman, widely experienced in the business,

is manager of the store.

To Manufacture Portable Talking Machines

The AIcKenzie Co., 311 River street, this city,

was recently incorporated in this State with a

capital of $5,000, to assemble portable talking

machines. Incorporators are W. S. McKenzie,

D. W. McKenzie and E. B. Burger.

Enthusiastic Welcome for B. E. Bensinger

B. E. Bensinger, president of the Brunswick-

Balke-Collender Co., received an enthusiastic

welcome at the offices of the organization re-

cently upon reaching his desk, after a ten

weeks' stay in Europe. Mr. Bensinger, accom-

panied by Mrs. Bensinger, arrived on the

French liner "Paris," after a delightful Euro-

pean trip devoted principally to a well-earned

vacation. The accompanying photograph was

B. E. Bensinger Arriving in New York

snapped on the "Paris" just as she approached

the Statue of Liberty and, apparentlj', Mr. Ben-

singer is well pleased at the fact that he is

approaching an American harbor.

The "Turntable" Appears

The Turntable is the name of a house organ

issued by the Reincke-Ellis Co., of this city, for

the use of the sales staffs of the nineteen Vic-

INTRODUCTORY OFFER
:OF:

THE KRASCO ASSEMBLED UNIT

$24.2!!
OA For a nickel-plated sample unit consisting of a powerful, silent, four-

spring Krasco motor containing 64 feet of spring, a perfect drawn
brass tone arm without die-cast parts of any kind, a reproducer of

the finest quality possible to make and a dependable in-built automatic repeater and
stop, all mounted upon a black enameled plate. Exactly as shown below. A half hour
and a half dozen screws install it in any cabinet. Plays and repeats any make of
record any number of times, then stops automatically with the needle suspended above
record.

Will play ten lO-inch records
with one winding.
The greatest single talking

machine improvement since
the invention of the disc rec-

ord.

WILL
ANY CABINET

Licensed under
the

Brooks-Klemm
Patents

MANUFACTURERS, JOBBERS and DEALERS using the KRASCO ASSEMBLED UNIT

are more than doubling sales. Ask for full particulars—THE PRICE IS LOW.

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO, ILL.
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A Better Fibre Needle Catter for Less Money

RETAIL PRICE $ 1 :22

The ALTO >4^^^

Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO, ILL.

tor jobbers who carry the sales and publicity

helps conceived by the Reincke-Ellis organiza-

tion. Arno B. Reincke, president of the Reincke-

Ellis Co., is in personal charge of the produc-

tion of the Turntable, assisted by his editorial

staff. The issue of September 15 contained a

number of interesting articles, together with

personal items and a group of semi-humorous

contributions.

The Okeh Record Football Team
E. A. Fearn, president of the Consolidated

Talking Machine Co., 227 West Washington

street, is considered one of the foremost whole-

sale men in the country, but he is also keenly

interested in outdoor sports. For several years

past Mr. Fearn has been the manager of a

cliampion football team, which in 1921 won the

pennant in the Midwest League. With a keen

insight for timely publicity Mr. Fearn has

named his organization "The Okeh Record

Football Team" and a mammoth Okeh record

is the official mascot. The team opened its

1923 season with a tie game against one of the

dress the first regular meeting of the new As-

sociation, which will be held at the City Club

on the evening of October 15 at 6 o'clock.

The following dealers were present at the

initial meeting: Harry C. Reinwald, of the

Rudolph Wurlitzer Co.; C. H. Flint, of Lyon &
Healy; John R. Dubbs, of Lyon & Healy; W.
H. Scouton, of Lyon & Healy; Howard J. Wal-
lace, of Tom Brown Music Co.; Wm. H. Lyons,

of Tom Brown Music Co.; J. D. Henderson, of

Conn Chicago Co.; M. Berlin, of Musical In-

strument Co.; J. H. Robinson, of Harry B. Jay
Co.; Fred W. Plain, of Harry B. Jay Co.; Louis

B. Malecki, of Carl Fischer; C. H. Taylor, of C.

H. Taylor Co.; John L. Luellen, of Conn Chi-

cago Co.; Frank L. Gault, of Dixie Music
House; George C. Diver, of Holton Sales Co.;

Harry Brooks, of Brooks Band Service; John
Burch, of Burch & Fonder; George M. Bundy,

of Selmer, Inc., New York.

Windsor Does Fine Publicity Work
One of the most beautifully designed catalogs

that has ever been gotten out in the Chicago

Some Record Football Team in Chicago

strongest organizations in the field and, with-

out being unduly optimistic, it is predicted that

the "Okeh Team" will finish either first or sec-

ond in the Midwest League this year.

Another Association Formed
For the purpose of promoting interest and

good-fellowship throughout the Chicago trade

a number of well-known members of Chicago's

retail dealers met on the evening of October 1

at the Kunz-Remmler Restaurant and formed

an organization which will be known as the

Chicago Musical Merchandise Association. The
meeting was called to order and presided over

by George M. Bundy, general manager of Tom
Brown's Music Co., to whom much credit is

due for his activities in bringing about the or-

ganization.

Dinner was served through the courtesy of

the Tom Brown Music Co., after a preliminary

announcement to the gathering was made by
Mr. Bundy. A motion was put before the body,

for the permanent founding of the Association

and election of officers. This motion was fol-

lowed by the election of C. H. Flint, manager

of the musical instrument department of Lyon
& Healy, Inc., as president and J. D. (Cap.)

Henderson, of the Conn Chicago Co., as secre-

tary.

It was spread on the minutes of the Associa-

tion that meetings were to be held every second

week on a Monday evening until after the holi-

day season, at which time the final work in the

formation of such an Association shall be com-
pleted.

It was further moved that C. D. Greenleaf,

president of the American Band Instrument

Manufacturers' Association, be invited to ad-

district has just been issued by the Windsor
Furniture Co. The book is got up in folder

style, with a beautifully embossed cover. On
one of the inside leaves of this cover is a tabu-

lation of the various Windsor models shown
within the catalog. The folder is a sixteen-page

affair, each page of high-grade stock and print-

ed in four colors. The instruments shown are

all of the console type, made famous by the

Windsor Co. and considered by many in the

trade to be the most artistic consoles ever of-

fered. The reproductions are not made from

retouched photographs, but are reproduced from

the original drawings and designs of the Wind-
sor designing department.

On tlie back of each picture are printed de-

scriptive data concerning the instrument pic-

tured.

Another interesting piece of literature whicli

is at present being gotten out by the Windsor
Co. is a chronological chart of art in furniture.

This chart dates back to the antediluvian ages

(Coiitiinicd oil fnfjc 120)

The Second Annual

Chicago Radio Sliow
Coliseum, Chicago

November 20-25, inclusive

Every dealer in musical instruments is interested in

Radio, either directly or indirectly, and this exposition
of all that is newest and best in the Radio field will afford
a positive demonstration of the fact that the general
public no longer regards the Radio Receiving Set as a
toy or novelty, but as a

Music in the Home Instrument

Acquaint yourself with every detail of this new in-

dustry !

Be prepared for the calls you are certain to receive
for information, supplies and service!

The field is far broader than was the talking machine
field twenty years ago!

Are you taking steps to reap
your share of the harvest?

Manufacturers who have not as yet obtained space allotment
are advised to get into immediate touch with the Manage-
ment of The Show.

Office: Suite 520

127 N. Dearborn St.

Chicago

James F. Kerr
Manager

Telephone State 4161
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Semi-Permanent Needles
are now being sold by
over 8,000 dealers.
Plaj' 20 to 50 selections each.

Give Accurate Reproduction.

Absolutely DO NOT DAMAGE the
Finest Records.

Play with Minimum Surface Noise.

Mediiiyn

For all Vocal and Instrumentals Records.

Loud
For all Dancing and Band Records.

m GUM ACOMTE KnmUCTIOII
III inwiui TONE. RIM /unvouiiE

4 cfcnoknA

Packed in Colored
Display Cartons

One hundred packages to carton.

Red and White cartons contain 2Sc pack-
ages ; Blue and White, 10c packages.

RETAIL PRICES
Package 12 needles 25 cents

Package 4 needles 10 cents

100% Profit to Dealers
Jobbers' proposition on request.

THE TONOFONE COMPANY
no So. Wabash Ave., CHICAGO, ILL.

Inventors and Sole Makers

Eastern and Export Representatives:

South Atlantic Export Co.
25 Broad St.. New York. N. Y.

and begins with the first furniture ever made,

the date of which is said to be 5000 years B. C.

In bringing this out the Windsor Co. has de-

veloped the well-known graphic scheme of the

"family tree." The graphic lines go forward

from the origin and branch out, from time to

time, into the various ages, until the chart has

shown every period up to the present. By fol-

lowing this outline one can easily appreciate the

various influences governing the history of art

in furniture.

The W^indsor Furniture Co. is a pioneer in

the making of console cabinets. In fact, it is

said that this concern can lay claim to being

the originator of this type of instrument.

For many years the Windsor Co. has been

internationally known for its artistry in furni-

ture and practically every employe has been

"born and raised" in the factory. There is a

homelike feeling prevailing throughout the en-

tire plant, due to the long associations of the

employes with each other, and methods of in-

struction have been handed down from father

to son. For example, it is said that the general

manager of the plant learned the trade from

his father, who was, in turn, an employe of the

Windsor Co. Both father and son are still in

that concern's employ. The same holds true of

the general foreman and many other employes

throughout the institution. An idea of the long

service record of the Windsor employes may
be gained when it is taken into consideration

that there are ninety-two employes now in the

concern who have seen continuous service rang-

ing frorrt twenty-five to thirty-eight years.

When this record is taken into consideration

it can be easily seen that there is bound to be

a thorough appreciation of art work. It pre-

dominates throughout the Windsor plant, and

it is because of this appreciation on the part of

its employes that the Windsor Co. has been

able to maintain its high standards throughout

the present era of increasing art appreciation

in talking machine designing.

VALUABLE SALES AID FOR DEALERS

Health Builders, Inc., Provides Pictorial News
Service for Use in Dealers' Windows Bearing

on Walter Camp's "Daily Dozen"

Health Builders, Inc., producer of the Health
Builder record sets of Walter Camp's "Daily

Dozen" exercises, has provided an exceptionally

attractive sales aid for its dealers. This new
aid is a pictorial news service to be pasted on
the dealer's window. The first of a long series

that has been prepared is entitled, "Alerton Has
Ten Minutes Fun Each Day." Merton Gill,

in the big comedy hit, "Merton of the Movies,"

does Walter Camp's "Daily Dozen" in each per-

formance of the show. The picture shows Mer-
ton Gill in the stage scene doing the "Daih'

Dozen." The "Daily Dozen" is receiving con-

siderable publicity through this comedy, as it

has played in over 400 performances at the

Cort Theatre, New York, to capacity audiences,

and there is a second company on the road also

playing to filled houses.

In a

Christmas

Box

$30 the Spencerian has an un-
equaled gift appeal. It places a

standard phonograph within the
means of every purse.

The Spencerian is a useful gift the

year around— a joyous companion to

the entire family in winter as well as

in summer. A practical portable that

is essentially a table phonograph.

Swell your Christmas sales by push-
ing the Spencerian. Rapid turnover,

minimum investment, cash sales and
liberal discounts assure big profits.

Hurry a letter to us now.

Liberal trade discount. Splendid dealer proposition.

Cole & Dunas Music Co.
430 South Wabash Ave. Chicago, 111.

EacK Spencerian s!

• i
comes packed in a S

beautiful holly de- ^

signed Cliristmas
p

tox. Get your sLare
||

of tkis big portable 1

boliday business. %
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Greater Profits from the New Emerson
Console Line

Live merchants are finding the

new Emerson line the most val-

uable Console line ever created.

Because we are building and delivering

the nnost practical and attractive period

designs which at list prices of from $1 1

0

to $225 are unequaled by competition.

Because Emerson exclusive features,

such as the "Fount of Pure Tone,"

are sales makers.

Because our remarkable discounts allow

you long profits on "quick turnovers"

popular-priced Consoles.

Order promptly to insure

prompt delivery

Since we offered the new Emerson
Console our distribution has increased

beyond expectations. This valuable

merchandising opportunity has attracted

carload orders from Coast to Coast. To
insure full advantages of special service

and discounts order now.

List of Models and Prices

List $110—"Wayne"
Adam design. Brown Mahog-
any finish. Height 35 inches,
width 33 inches, depth 21

inches.

List $125—"Lady Churchill"

"Queen Anne" Period. Rrowii
Mahogany finish. Heiglit 35
iiiche*^, width 33 inches, depth
21 inches.

TList $135— "Piedmonte"
Ilali.'in Renaissance Rrown
Mahogany finish or American
Walnut finish. Height 35 in-
ches, width 36 inches, depth 21
inches.

List $150-" Blenheim" ^
^

"Queen Anne" Special. Brown
Maliogany or American Wal-
nut finish. Height 35 inches,
width 36 inches, depth 21
inches.

List $175—" Beverly"

"\Villiara and Mary" design
Brown .Mahosrany or American
Walnut finish, gold trim.
Height 35 inches, width 36 in-
ches, depth 21 inches.

List $200— "Alaric"

"Gothic" design. Brown Ma-
hogany or Walnut finish, gold
trim. Height 40 inches, width
27 inches, depth 22 inches.

WASMUTH- GOODRICH COMPANY
'Peru, Indiana

Manufacturers of Emerson Phonographs

I Hastern States Distributfr

Emerson Phonograph Co.
105 West 20tb Street

NEW YORK, N. Y.

Southern Sttite Sales Representative

L. W. Freeman
5 06 Candler Building

ATLANTA, GA.

Centrat States Sates Representative

L. C. Samuels
22 Quincy Street

CHICAGO, ILL.

H'estern States Sales Representative

Thomas W. Hindley
New Montgomery and Howard Sts.

SAN FRANCISCO, CAL.

Wasmuth-Goodrich Co., Peru, Indiana

Gentlemen: Please send me complete catalog

and your special introductory offer.

Name .

.

Address

City.. ..

The cross section of ihe "Music-Master'^ horn shows
how the fibres of spruce lie paralleled. Only in this

fna/tjzer can the rich, wa?'m iesonance of the fatnous
Stradivarius violin be obtained.

Fount
of Pure Tone
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The New Columbia is Superior!
. True to international pitch!

The New Columbia Reproducer is absolutely true to international pitch.

This is the pitch to which pianos and other musical instruments in the home
are tuned. It is the pitch to which the ordinary voice is accustomed. With
the New Columbia, music lovers can accompany their favorite artists without
inconvenience or tonal discord—an immensely appreciated feature.

COLUMBIA GRAPHOPHONE CO.
New York

INDIANAPOLIS
'Industrial and Agricultural Prosperity Made the Basis of San-

guine Expectations—Dealers Ordering Heavily—News of Month

Indianapolis, Ind., Octuber 9,—The month of

October opened with the most favorable indica-

tions for a record-breaking, business for talk-

ing machine dealers. Indiana is an agricultural

and mining State, the central part being chiefly

agricultural. The southern section, which is

generally included in what is considered Indi-

anapolis territory, is interested mainly in min-

ing and agriculture. The extreme northern, or

industrial, section is more properly included in

Chicago territory, although Indianapolis houses

draw much business from this district. Large
crop yields mean greatly increased buying
power in the agricultural communities. The
mining communities are generally active and
in good circumstances.

Dealers, as a rule, have enjoyed a good vol-

ume of Summer business, in most cases their

sales for the first nine months of the year "be-

ing far in excess of their sales for the same
period of preceding years. As F. X. Donovan,
manager of the talking machine department of

the Pearson Piano Co., points out, "This busi-

ness is not done in any sensational way. We
go along at a steady gait and when our final

reports for the month are completed we find

that we are far ahead of previous months. We
have placed the largest order for machines in

the history of the Pearson house to take care of

expected Fall demand."

The Baldwin Piano Co., of Indiana, Bruns-

wick dealer, has also placed a large order for

machines, anticipating a rush season. Accord-

ing to C. P. Herdmann, sales manager of the

talking machine department, this order will not

be sufficient to cover their needs for Fall busi-

ness. The Raleigh console has been a par-

ticularly popular model and there is a great de-

mand for this machine.

Sonora has added two Indianapolis dealers

during the month, the Banner Furniture Co.

and Widener's Grafonola Shop, now handling

this line, in addition to the Charles Mayer Co.,

which has heretofore been the only retail rep-

resentative in the city. The Banner Furniture

Co. has not handled any talking machines in the

past and the new department will be in charge

of P. E. Leffler. The Widener Co. now hahdles

Victor, Sonora and Columbia machines and Vic-

tor, Columbia and Vocalion records.

SALES RESISTANCE is more easily over-

come by confining Sales Effort to a Standard
line of merchandise

The Edison Line gives any

merchant

Prestige-Profit-Progress

Better get in w^hile the getting-

in is good !

Your inquiry v^ill receive prompt attention—without ob-

ligation to yourself. Write right now!

Phonograph Corporation of Indiana
325 North Delaware Indianapolis, Indiana

COMPAraSON WITH) THE ilVING ABTISI
REVEALS ^NQ lilli^ERENCE

Victor dealers report business in excess of

last year's sales. The console model selling at

$150 is the best seller at this time, according

to R. M. Follis, manager of the Victrola de-

partment of T,. S. Ayres & Co., one of the city's

leading department stores.

Miss Minnie Springer, who for some time has

been manager of the Victor department of the

Taj'lor Carpet Co., has resigned this position,

which in the future will be taken care of by
W. A. Armstrong. The Taylor Carpet Co. fea-

tured "Gold Diggers," by Dornberger's Or-

chestra, in a large window display, which had
considerable effect on sales.

The Brunswick Shop featured the appearance

of the Oriole Terrace Orchestra at a local func-

tion on October 5 and 6.

L. P. Brock and H. G. Anderson, of the Pho-
nograph Corp. of Indiana, recently called on the

Edison dealers in the State and report splen-

did prospects for an unusually good Fall busi-

ness. The Meskill Music Co., local Edison
dealer, recently placed Edison machines in

every ward of the Central Indiana Hospital for

the Insane.

This house was represented by an exhibit at

a local Industrial Show, held last week. F. C.

Pullen, manager of the Phonograph Corp., is

moving his family to this city from Orange,
N. J. He will make his permanent home here.

The Pettis Dry Goods Co., celebrating the

seventieth anniversary of its founding, as a

novel advertising feature for the week, offers to

deliver any model Victor for a 70-cent cash pay-

ment.

Albert Graham has been appointed manager
of the Indianapolis Talking Alachine Co., taking
the place of W. G. Hawkins. Mr. Graham comes
from Philadelphia. This house handles the Vic-
tor line and has recently added the Unique Gift

Shop to its store.

Miss Ida Gear has resigned her position in

the sales department of the Baldwin Piano Co.
to become the bride of C. F. Silver, of Duluth,
Minn. Her place with the Baldwin organiza-

tion will be filled by Miss Roebina Sample. Miss
Sample was for some time with the wholesale
branch of Columbia.

C. B. DUNBAR NOW SALES MANAGER

The American Radio & Research Corp., Bos-
ton, Mass., producer of the well-known Amrad
sets, has announced the appointment of C. B.

Dunbar as general sales manager of the organ-
ization. Mr. Dunbar, for the past fifteen years,

was connected with the office appliance field and
has taken over entire charge of sales while the

corporation is changing its selling plans and
building a substantial national organization for

merchandising Amrad products. The country is

being divided into territorial divisions, with di-

vision headquarters, from which sub-branches
will be directed. Twelve offices have already

been opened in various parts of the country
and this part of the company's reorganization

schedule is rapidly being perfected.
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Clothes Make the Man
—and Good Equipment ''Makes" the Store-

Increasing Its Value as a Profit Producer

HE reason that attractive stores make more sales is simple enough.
A Music Store sells to the best homes in town—homes where quality

is appreciated.

A Quality Atmosphere in your store, in line with the Quality Product
you sell, begets confidence—and that lessens sales resistance, increasing sales.

Unico Service specializes in attractive Equipment, creating an environment
that instills confidence.

Take advantage of Unico confidence building, sales increasing service now. Prices

are moderate, and deferred payment plan enables you to pay out of profits.

SPECIAL PRICES ON TWO UNICO PRODUCTS
Unico Efficiency Bench—especially manufactured for Phonograph Repair Service

—

accommodates all necessary repair parts, eliminates loss, promotes efficiency.

Former Price $135.00, Special Price on Limited quantity $50.00.

Special Price solid mahogany Unico Stand for Victrola No. 50—$5.00.

Less in quantity lots. All prices f.o.b. Philadelphia.

UNIT CONSTRUCTION COMPANY
RAYBURN CLARK SMITH, President

KERN DODGE, Receiver

58th Street and Grays Avenue,
NEW YORK, N. Y.
299 Madison Ave.

CHICAGO, ILL.
30 N. Michigan Blvd.

English

ATLANTA, GA.
25 Moore Bldg.

NEW ORLEANS, LA.
506 Marine Bank Bklg.

Sales Agents — H. A.
MOORE & CO., LTD., Premier
House, London, England.

Branches:
DALLAS, TEXAS

209 Dallas Co. Bank Bldg.

SAN FRANCISCO, CALIF.
275 Post St.

Philadelphia, Pa.

SALT LAKE CITY, UTAH
150 Main St.

DENVER, COLO.
1642 Arapahoe St.

S. African Sales Agent—PHILIP
M. COHEN, Johannesburg, South
Africa.
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THE TWIN CITIES
Campaigns of Retailers and If^holesalers Bring Up Sales Volume—
Cardozo & Bros.' Fine AVzt' Store—N^ew Agencies and Other News

Minneapolis and St. Paul, AIinn., October 6.

—

One of the most prepossessing talking machine

shops in the Twin Cities opened in St. Paul

September 22 when R. N. Cardozo & Bros, in-

troduced its exclusive Victor store. Great fes-

tivity and gratifying purchasing activity fea-

tured the store's opening, which is situated at

136 East Seventh street, adjoining the big furni-

ture store owned by Cardozo's. A five-foot

horseshoe of flowers, the gift of the Victor Co.,

occupied prominent space and conveyed greet-

ings from Camden, N. J. A large bouquet from

the George C. Beckwith Co., jobber, and a pro-

fusion of garden flowers provided further deco-

ration. At the formal opening Saturday roses

were given to women visitors and balloons to

the children. An oil painting of the Victor dog
was displayed, as well as paintings of four

famous Victor artists.

The event was heralded in the newspapers

by full-page advertisements featuring the Victor

console, 210. An interesting sidelight was that

the firm on the opening daj^ sold a half dozen

models No. 215, retailing for $50 more than the

advertised machine. The record sales, accord-

ing to report, went into three figures.

Roy Swanstrom, popular and experienced, is

in charge of the Victor shop. The place is

equipped with fourteen hearing rooms fitted

with electric fans and other conveniences. The
whole is decorated in old ivory in paneled

efifects. The place is given prominence hy an

electric Victor sign which can be seen for two
blocks in either direction. Cardozo's, which is

noted for its enterprise in selling not only furni-

ture, but talking machines, also operates the

Brunswick Shop.

Victor Dealers Ordering Heavily

"Business in Minnesota and Wisconsin is very

good," states Charles K. Bennett, manager of

the George C. Beckwith Co., Victor distributor.

"The new Victrola art models are selling very

well and the only concern of the dealers is that

they may not be able to get enough to supply

the demand," he continued. Fred. H. Strum,

salesman, reports business much improved after

a trip through Wisconsin and Minnesota, where
he booked many orders. He was particularly

impressed with the prosperity in Wisconsin.

F. K. Dahlberg, sales manager of the Victor

Co., spent two days in the Twin Cities and left

encouraging assurances for Victor deliveries for

the balance of the year. C. C. Hicks, of the

Victor Co., has been in town for a fortnight.

Victor Educators Lecture Here
Miss Grace Barr and Miss Conn, representing

the Victor educational department, have been

arranging meetings with the Teachers' Insti-

tutes all over Minnesota. Miss Barr spent two
days in Faribault, where she gave talks not

only before the grade and high, but before the

well-known private schools, these including St.

Mary's School for girls and Catholic institu-

tions. She also talked at the State School for

the Blind.

Brunswick Business Improves
"Doc" O'Neill, of the Brunswick Co., states

that conditions are improving, especially along

collection lines. The dealers in the larger towns
are starting to build up their holiday stocks.

The purchasing power of the dealer in the

very small town is a very dubious question.

Most of the smaller town merchants have ex-

tended credit to the farmer up to their capacity

and their purchasing power will depend largely

upon collections during the next sixty days.

One real trouble with the farmer is that he

bought land during war time at from 50 to 100

per cent above its real productive value when
grain alone is raised. The tendency, however,

is upward.

Fred Nelson, Brunswick salesman, in his

travels finds conditions better in Wisconsin

than in ^Minnesota and pretty fair on the Iron

Range.

Big Brunswick Advertising Drive

The Brunswick full-page advertisement ap-

peared in Sunda.v, September 30, Minneapolis

Tribune with tie-ups with most of the local

dealers. Large advertisements also appeared

October 1 in the St. Paul Pioneer Press and
Dispatch, the 'Duluth Herald and the Butte

(Mont.) Miner, as well as special advertisements

in connection with the appearance of Frederic

Fradkin, violinist, playing on the Orpheum Cir-

cuit, the week beginning September 30 in Min-

neapolis and the week of October 7 in St. Paul.

The Brunswick two-page spread in the Sat-

urday Evening Post, September IS, has been

posted in the windows of a number of dealers.

The trade is enthusiastic about the new
"Raleigh" model.

Meanwhile the Brunswick girl, familiar to

all readers of the companj''s advertisements,

has been fitted with a motor by the ingenious

"Doc" O'Neill and apparently places records on
the nearby phonograph. The girl has been on
display in the Davis and Ruben wnndows and
will move about, visiting the various Brunswick
stores.

Many New Edison Agencies

"Business the first half of September has

been very good," according to J. Unger, of the

Laurence H. Lucker Co., Edison distributor.

"The warm weather caused a falling off the

middle of the month, but the results of the

entire month have been pretty good. The
wholesale business is fine and results in Wis-
consin are very good. Record business is im-

proving throughout the country, I believe."

The Edison people have a great list of new
accounts during the past month, including C. P.

Buzzell, Cleveland, N. D.; C. C. Likeness, Edin-

burgh, N. D.; F. L. DeMark, Catawba, Wis.;

A. E. Stuht, Iron River, Mich.; McDonald Fur-

niture Co., Hancock, Mich.; C. A. Henk Drug
Co., Waverly, Minn.; J. L. Boline, Parkers'

Prairie, Minn.; O. M. Erickson, Evansville,

Minn., and William De Grote, Clara City.

Thousands of names were added to the list

of Edison prospects as the result of the State

Fair contest conducted the first week in Sep-

tember at the annual Minnesota Fair. Ten ma-
chines have been sold in Minneapolis as the

result of this exhibition and in St. Paul sales

have been equally as good.

Milton H. Lowie, of the Edison retail store,

the Minnesota Phonograph Co., has returned

from a hunting trip to Silver Lake, Minn.

Recent visitors at the Lucker offices were
R. E. Kreader, Cogswell, N. D.; T. L. Lee,

Mable, iMinn., and Mrs. W. W. Christiansen,

Winona.
George A. Mairs, manager of the Victrola

department of W. J. Dyer & Bro., jobbers, has

no complaint to make of business and states

that local dealers are doing a nice trade in talk-

ing rrtachines.

Death of W. L. Harris

Of great concern to talking machine men
was the recent death of W. L. Harris, president

of the New England Furniture Co., one of the

earliest dealers here and a Victor jobber until

about ten years ago. Mr. Harris dropped dead

in the midst of a very busy, public-spirited life

at mid-day on the corner of Sixth street and
Hennepin avenue. He w-as born in Boston and

came here thirty-five years ago.

Bequests of Late C. L. Waldo
The late Carlos L. \\"aldo, of the Foster &

Waldo which deals in Brunswick, Cheney
and Victor machines, left in excess of $100,000

to local charities, regardless of denomination.

His foster-son, Walter P. Nestler, of Flaxton,

N. D., to whom Mr. Waldo bequeathed a half

million, is expected to come to Minneapolis to

make his home.
Festival Tie-up Pays

Joe Nylin, aggressive Victor dealer in 'East

St. Paul, recently co-operated in celebrating the

Payne Avenue Merchants' Annual Harvest Fes-

tival. Joe had two window displaj's, oni an

appropriate setting of the Victor model 400

with a background of pumpkins, corn stalks and

the other with smaller Victor instruments.

Several sales were made and many prospects

obtained.

The Victor dog will be on exhibit at the

Winter circus which the St. Andrew's Club, an

organization of northeastern Minneapolis mer-

chants, is arranging for the near future.

Many Prospects From Fair

The Hennepin County Fair, at Hopkins,

yielded M. B. Hagen, Hopkins Victor dealer,

a raft of prospects for Winter work as the re-

sult of a contest which the firm conducted in

NEW%ijSON
coMP/sisoN wuhItheiuvinc artist

RtVEALS NO DIFEEUENCE

Edison

Dealers

Enjoy

Every

Advantage

The New Edison is recognized as the foremost

phonograph of all time. It means prestige to the

merchant who sells it.

The new low priced models—upright and console

—new increased discounts, quick turnover and

timely release of the latest hits offers steady in-

creasing profits.

We have a liberal proposition and open territory

for live merchants of the Northwest. Write now.

Cash in on the Fall and Holiday demand.

LAURENCE H. LUCKER
Northwest Edison Distributor

Established 1902

17 South Sixth St. Minneapolis, Minnesota
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its display booth a fortnight ago. Among the

entrants was the new Senator Magnus Johnson,

farmer-senator from Minnesota. Air. Hagen
has left for Los Angeles to join hi's family,

which has been in California for some time,

leaving the store in charge of his sister, Miss

Lillian Hagen.
Biggest Per Capita Business

Lucas Knese, of Roscoe, Minn., which boasts

a population of 186, claims the championship

for per capita sales in Victrolas. His sales ran

more than $5 per capita for 1922 and so far

this year the figure has been doubled. It is

said that hard work is his secret and that he

does not consider he has done a day's work
until he has traveled 100 miles in his car.

News Gleanings

Sewall D. Andrews, of Doerr, Andrews &
Doerr, Sonora distributors, left September 29

for the East, accompanied by Mrs. Andrews
and their daughter, Miss Mary Andrews. Miss

Andrews will sail Wednesday from New York
on the "Conte Rns^o" for Naples, where she

will attend Miss Moxley's school. Mr. and Mrs.

Andrews have closed their Sumnier home at

Ferndale, Lake Minnetonka, and will remain in

the East for some time.

Milton Swanson, who has been with the Beck-

with Co. for some years, is representing the

firm in central and northwest Minnesota.

John Lang, manager of the phonograph de-

partment at the Dayton Co., is the proud parent

of a new eight-pound daughter. Congratula-

tions !

Harold Ruben, of Davis & Ruben, has just

completed a new home on a bluff overlooking

Lake Harriet.

C. H. DITSON BUYS BUILDING

The New York building which houses the

music publishing firm of Charles H. Ditson &
Co., 8-12 East Thirty-fourth street, has been

purchased by that organization from the estate

of William Waldorf Astor. The Ditson Co.

occupies the ten-story building built in 1912,

close to Fifth avenue, near the shopping center.

Although the Ditson Co. held a long lease on

the land, it deemed it more advantageous to

control the ownership of both land and building.

NEW STORE OPENS IN AKRON

TAKES ON THE SONORA LINE

The Ober Furniture Co., at Chagrin Falls, O.,

has taken on the Sonora line of talking ma-
chines, and alterations to the store to permit

the opening of a Sonora talking machine de-

partment have been started. Modern fixtures

will be installed throughout.

Akron, O., October ,S.—A complete talking ma-

chine department will be a feature of the new
music store of the Smith &l Mitten Piano Co.,

which will open late this month at 78 East Mill

street, in the new Masonic Temple Building.

Ernest E. Smith and Carr E. Mitten, both long

experienced in the music game, are interested

in the new firm.

THE SEASON'S BEST BUY
Dealer's Price, $45.00

CHARMAPHONE No. 18
This offer for the new Charmaphone has

placed this high-grade product in hun-

dreds of stores. Send for sample at once

and get your share of sales.

Fine mahogany finish—excellent work-

manship— double spring motor— fine

nickeled parts—Charmaphone tone arm
and sound box.

CHARMAPHONE CO.

This is a fast seller—act at once.

Immediate Delivery.

39 W. 32nd St., New York City
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B A L T I M 0 R E
Dealers and Jobbers Hard at Work Making Sales—Growing Demand

for Popular Models Bringing About Machine Shortage—The News

Baltimore, jMd., October 8.—Business is good

in the talking machine line here, and, according

to the majority of dealers, has steadily in-

creased. Dealers generally are looking forward

to one of the best Fall and Winter seasons

in several years. The onl}' thing that now
bothers practically all jobbing firms is the ques-

tion of being able to supply the orders already

booked for earl)^ delivery.

Another encouraging feature of the retail

trade is the fact that the public is now turning

to the higher-priced machines and in a great

many cases is paying cash for them or on short

terms of thirty, sixty or ninetj' days. The re-

tail record business on all makes of records has

been going forward by leaps and bounds and

on some of the more popular pieces it is prac-

tically impossible to supply the demand.

W. F. Roberts, manager of F. F. Droop &
Sons, Victor distributors, said his business is

limited only by the number of machines he is

able to get, as he has been oversold on prac-

tically all popular types for several months. "I

have been making 'curbstone' deliveries of some

models for so long that I hardly know what

one looks like myself." he declared. "In our

retail department I find a very noticeable in-

crease in the sale of the higher-grade models

and many of these are for cash."

Cohen & Hughes, Inc., Busy

Practically the same condition prevails with

the firfn of Cohen & Hughes, Inc., another local

Victor jobber. I. Son Cohen, head of the firm, said

he had not opened any accounts during the

past month for the reason that he wanted to

take care of his old customers and orders on

the books now before going after new trade.

He also reports shortage of 80's and 210's but

feels that he will be able to catch up on de-

liveries before long. September business, Mr.

Cohen said, was about the same as last year

and that it did not run ahead considerably more
was due entirely to the fact that the firm could

not get enough machines to fill orders already

booked.

"The new double-faced records are going big

and it is about impossible to supply the demand
on some of the more popular pieces," said Mr.

Cohen. "Our business has just about doubled

in the past month and orders keep coming in

faster than we can fill them." Mr. Cohen has

just returned from a trip to Canada by auto and

reports one of the most enjoyable trips he has

ever taken.

William Biel, son-in-law of Mr. Cohen and

a member of the firm, is coming to take charge

of the business here and in Washington as

soon as he close_s up his affairs in New York,

where he is now located.

New Columbia Agencies

The Columbia Wholesalers, Inc., report very

gratifying results in all parts of their territory

on the new model Columbias. Dealers gener-

ally are very enthusiastic over the machine,

according to L. L. Andrews, president of the

company. The big Columbia advertising cam-
paign has resulted in a stimulation of business

in this city and vicinity.

The following new accounts were opened

recently: W. E. Jacobs, Bedford, Va.; Banner

Furniture Co., Charlotte, N. C; Butler Furni-

ture Co., Roseboro, N. C. ; Weaver Music Co.,

this city; E. D. Hubert, Victoria, Va.; Cobb
Furniture Co., Newton, N. C; T. J. Truitt,

Salisbury, Md.; Carver Furniture Co., South
Hill, Va.; J. J. Boiling, Blackstone, Va.; W. B.

F. White, Richlands, Va.; C. L. Totten, Salt-

ville, Va.; Kenbridge Drug Co., Kenbridge, Va.;

Imperial Music Co., Salem, Va., and Bertha

Mineral Co., Austinville, N. C.

The record business, according to Mr. An-
drews, is showing a marked increase since the

first of the month, especially on the Bessie

Smith records, which have had the biggest sale

in the Southern territory of any record ever

put out by the company.

Recent visitors to the office of the Baltimore

Columbia branch in the last several weeks in-

clude Mr. Thompson, of Thompson Bros., Ana-

costa, D. C; James Cowan, of Colonial Piano

Corp., Richmond; Sol. Friedberg, Grafonola

Shop, Inc., Norfolk, Va.; Morris Baron, of

Cumberland, Md. ; H. W. Hall, of Emporia, Va.;

W. F. Chears, Sanford, N. C; Mr. McDaniels,

of Adkins & Co., Lynchburg, Va., and Tony
Durso, Washington, D. C.

Columbia dealers in Baltimore territory cele-

brated the wonderful sales they have been get-

ting on records for the colored trade by hold-

ing a big "Bessie Smith Week" during the

second week of September.

New Kranz-Smith Manager

Edward Keefer, who has just been appointed

manager of the talking machine department of

the Kranz-Smith Piano Co. here and is only

twenty-two years old, has been in the talking

Edward Keefer

machine business for four years, starting with

Kranz-Smith as an outside salesman. He is a

violinist of note and leader of a jazz orchestra,

and he has the distinction of being the youngest

manager of a music department in the city.

Brunswick Ad Drive Resultful

The local Brunswick branch is gradually

catching up on deliveries, according to Man-
ager C. F. Shaw, who hopes soon to be 'in a

position to fill Fall orders more promptly. The
advertising campaign which the Brunswick has

been conducting in this territory is producing

big results and dealers generally are placing

larger orders than has been the rule in the past.

New accounts opened during the past month
included the Reynolds Music Co., of Clifton

Forge, Va.; Martin Music Store, of Annapolis,

Aid., and the Sprinkle Piano Co., of Norfolk,

Va., which firm has just opened its handsome
new store at 440 Grandby street. The whole
first floor of the establishment is devoted to

the sale of talking machines with twenty-four

booths and one of the largest window displays

south of Washington. The opening was at-

tended by H. A. Beach, of the Brunswick Co.,

and Manager Shaw, of the local branch.

Store Rack System of Sales

The Record Distributing Co., a recently in-

corporated ficm, which is handling Pathe rec-

ords and machines, reports big results from a

store rack system of sales which it inaugurated

a few months ago. Taking in small stores

throughout the residential sections of the city

which are supplied regularly each week by auto

trucks, it has placed handsome racks holding

twelve records in hundreds of places where

they are brought to the attention of customers

when they make their daily purchases at the

various stores. According to Frank Cozzens,

president of the company, the firm started out

with one truck and the business has increased

to such an extent that it now operates four

trucks daily on regular schedules throughout

the city. The firm also reports very good re-

sults from a block carnival recently held for

the benefit of a local hospital, at which it had

a large Pathe machine playing records which

were sold from a booth.

To Hold Columbia Dealers' Meeting

As soon as a complete line of Columbia ma-
chines has been received, which is expected

to be about the latter part of this month, a

dealers' sales meeting will be held in the Colum-

bia salesrooms, at which G. W. Hopkins, gen-

eral sales manager of the Columbia Co., will

give a series of talks on salesmanship. Dealers

from all parts of the territory, which includes

Maryland, District of Columbia, Virginia and

North Carolina, have signified their intention of

attending.

William H. Swartz, secretary and treasurer of

of the company, has been confined to his home
by illness.

Here and There in the Trade

Miss Agnes Hopper, billing clerk at the

Brunswick agency, will be married on the twen-

tieth to Charles Elwood Gross, of Belair. Miss

Hopper, who is one of the most popular em-

ployes of the company, was the recipient of a

linen shower when she tendered her resigna-

tion this week.

Josef Hoffman and Isa Kremer, Brunswick

artists, appeared here this month and dealers

took advantage of this to boost sales of their

records on both occasions, featuring them in

window displays with good results.

W. N. Kuhn is now the North Carolina rep-

resentative for the Brunswick, with headquar-

ters in Richmond, while D. W. Causey is repre-

senting the company in the Virginia territory.

T. Ralph Clark, sales manager of Cohen &
Hughes, Inc., resigned on the first of the month.

Edward Keefer, manager of the talking ma-
chine department of the Kranz-Smith Piano Co.,

has augmented his sales force since the first of

the month,. With the assistance of Samuel

Fink he has worked out a new sales plan which

he believes will produce big results.

President Andrews, of the Columbia Whole-
salers, Inc., is looking for big results from the

extensive campaign of advertising that the Co-

lumbia Co. is going to start on the twenty-first

of this month and continue until after the

Christmas business season.

The Lexington Talking Machine Shop is

making a drive on the single-faced Red Seal

Victor records.

The Cheney Westminster and Salisbury

models are being featured in the advertising in

the daily papers of the Chickering, Kranz-Smith

and Knabe warerooms.

THE PORTABLE AS A CHRISTMAS GIFT

The Plaza Music Co., New York, manufac-

turer of the Pal portable phonograph, has been

sponsoring an aggressive sales and publicity

campaign among its dealers, based on the idea

that this phonograph is an appropriate Christ-

mas gift. The response to the campaign has

been far beyond expectations and the orders

placed by the Pal dealers indicate that the com-
pany will receive practical co-operation from

its representatives in making the campaign a

signal success.

Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City
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"Being there" when wanted is

another attribute of Cohen &
Hughes service. It is not thrust

unwillingly on the retailer, but

is ready at all times when and

as needed.

Baltimore, iWb. ^^agijington, B. C.
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POSSIBILITIES o
[Editor's Note.—This is the thirty-first of a series of

articles by William Braid White devoted to the various
interesting opportunities which prevail in the domain of

education for the retailer of talking machines. The subject

is one of great interest and we commend these articles to

the consideration of all who are devoting attention to the

featuring and developing of the musical possibilities of the

talking machine.]

TALKING MACHINE AND THE TEACHER

The musical possibilities of the talking ma-

chine are commonly understood by almost any

class of the community better than by the one

class of men and women which is naturally

expected to know most about them. Musicians,

as a rule, are vastly ignorant concerning any-

thing more than the veriest superficialities of

the matter and, in consequence, both they

themselves and the music industries fail to ob-

tain advantages which await being grasped.

The failure of musicians generally to recog-

nize the beauties of the talking machine and its

power as a teacher and inspirer is largely due,

of course, to the innate conservatism of the

profession; a conservatism which itself is to be

traced mainly to the narrowing effects of the

current system of musical education. Musi-

cians are trained to play the piano or the violin,

the 'cello or the organ. Commonly they are

trained to do little else. The body of profes-

sional musicians is, therefore, not unnaturally

narrow and prone to scornful skepticism in its

attitude towards all musical innovations, espe-

cially to any which can easily and safely be

brought under the general, the sweeping and

the inaccurate charge of being "mechanical."

Some musicians, fortunately, see further than

this and many have admitted the talking ma-

chine to their studios. In so doing these fol-

lowers of the tone-art have been guided by an

intense desire to make their teaching a living

thing and not merely a dry-as-dust drill in

the technical complexities of fingering, pedal-

ing and phrasing this or that piece of music.

There are teachers, unfortunately, who insist

upon each pupil learning a set method of play-

ing every piece which he or she undertakes to

master. There is, of course, no warrant for so

absurd a proceeding, save in the hopelessly in-

artistic belief that the one perfect way of per-

forming any art work can be set down in formu-

las which must not be subjected to any change

or modification. Such teachers—and they are

many—are responsible for the stagnant condi-

tion of musical art in most communities.

What the Talking Machine Offers Them
Now, the talking machine comes and offers

something new and living to these threshers of

dead straw, these grinders of old bones. To-

day the best voices, the best instrumental art-

ists offer to the music student an almost unlim-
iiiiiiiiiiiiiiiiiiiniiiiiii
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^JALKINeMACHINE
ited quantity of examples in every kind of mu-
sical interpretation. The best singers in the

operatic field give us a variety of examples in

the interpretation of almost every one of the

better known arias and scenes. One can get

half a dozen renditions of the "Lucia Sextette,"

of the "Celeste Aida," of the "Jewel Song" from

"Faust," of the "Maiden's Wish," of Schubert's

"Du Bist Die Ruh'," of Liszt's "Lorelei," of

Gluck's "Che Faro." One can get rival readings

of a dozen Chopin Nocturnes, Etudes, Preludes

and Scherzi. One can get the glorious An-
dante of Goldmark's Concerto for the violin in

A from two masters, and the Romance from

the Tschaikowski violin concerto at the hands

of three. Month by month additions are made
to the lists of master interpretations available

to the owner of a talking machine in every

branch of musical performance. Already there

are rival renderings of great orchestral works.

I possess four orchestral interpretations of the

great introduction to the third act of Wagner's
"Valkyr," that which is generally known as the

"Ride of the Valkyries." And any such list, by
search of the catalogs, can be vastly increased.

Adding Weight to Authority

With all this wealth of interpretative mate-

rial cannot a musician, and especially a teach-

ing musician, gain immensely in the life and
value he can give to his work by having at his

disposal an instrument which permits him to

illustrate his precepts by actual examples of

the inspiration of men and women who have

made world-wide reputations for themselves as

expositors of the practical art of musical per-

formance? In a word, if one desires to show
a pupil the inner beauty, the deepest signifi-

cance of a certain idea in music which that

pupil is striving to render through the key-

board or the bow, how much easier is the task

when to one's personal authority can be added
the authority of Paderewski, of Hofmann, of

Cortot,. of Heifetz, of Kreisler, or of Casals!

Even more obvious is the strength of the idea

when we are dealing with voice teaching. Al-

lowing for every criticism which can safely be

made on the score of defects in reproduction,

no voice teacher has ever yet denied that, when
it comes to style, phrasing, breath-control and
attack, the talking machine and its records pro-

vide auxiliaries simply unsurpassable. They
give the details of the vocal work of, perhaps,

half a dozen great artists who have preserved

llieir personal interpretation of a passage, of

a scene, or of a song, in as many individual

records. They thus provide what otherwise

could not possibly be provided: a living exam-
ple always at the disposal of the student and
ever ready to point the way to attainment.
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The use of talking machines and their rec-

ords by teachers of vocal or instrumental music

should not, however, be conducted in any un-

systematic manner, if the utmost good is to be

had from them. The teacher must study this

material as carefully as he studies any other

teaching aid, as carefully as he studies a score

for fingering and phrasing marks. Records

abound, but they have not been prepared, in

the majority of cases, specially to be used by

musicians for teaching. Consequently, they will

usually have to be carefully studied, printed

music in hand, in order that any cuts may be

noted and especially that the music reproduced

on them may be collated with the printed text

and the interpretation thus made valuable.

Making the Material Practical

From a practical standpoint it will probably

be necessary to study every record in this man-

ner and so relate it to a printed text as to make
the interpretation it represents practically as

well as aesthetically valuable. For instance, if

one wishes to compare a recorded interpreta-

tion of a piano piece with the pupil's own at-

tempts at the keyboard the very first thing to

be done will be to adjust the spee,d of revolu-

tion of the talking machine until the pitch of

record and of studio piano is identical. Once
such an adjustment has been made the speed

should be noted on the label of the record. It

will also usually be necessary, and always ad-

visable, to note such facts as (a) speed of rev-

olution needed, (b) relation of record to printed

text, with notes of where record begins and

ends, what cuts if any are made, etc., and (c)

special places where interpretation requires ex-

plaining or points a lesson in artistic handling

of musical material. A book of such notes

might, in fact, be kept, with the proper entries

made against each title of record.

Then it becomes possible to use the talking

machine as a constant companion to the

teacher, drawing upon its unrivaled store of

musical material for illustrations and examples.

Music teaching is likely to be dreary to many,

but the talking machine offers a relief, if it be

rightly used, of fascination and power.

If the makers of records felt that musicians

appreciated the talking machine they would be

only too willing to listen to requests for spe-

cial material of the kind described and to do

their best to supply it. Until, however, such a

request is made—and more than once—it is too

much to e-xpect that they shall take the first

step themselves.

Retail merchants, too, who are looking out

for fields to conquer may see in these para-

graphs the indications of a way to the hearts

of the musicians in their communities.
IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

WALL-KANE NEEDLES

Each needle guaranteed
to play ten records.

CONCERT NEEDLES JAZZ NEEDLES
Steel needles in tones of The special extra loud
extra loud, loud, medium needle. The only one of

and soft. its kiiid in the world.

Profit-Producing Jobbing Proposition

WALL-KANE NEEDLE MFG. CO., 3922 14th Avenue, BROOKLYN, N. Y,
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JUNIOR OPERETTAS IN THE SCHOOLS

Records Made by Vulcan Record Corp. En-

dorsed by School Authorities—Robert Fores-

man Joins the Vulcan Organization

The Vulcan Record Corp., New York, manu-

facturer of the Junior Operetta series of rec-

ords, has been attaining excellent results in

the introduction of these records to the various

educational authorities throughout the country.

Robert Foresman, a well-known educational

authority, has joined the forces of the Vulcan

Record Corp., and in conjunction with F. E.

Hedinger, secretary and treasurer of the com-

pany, has been responsible for the endorsement

of the records by many well-known educators.

The "Little Red Riding Hood" records in

the Jvmior Operetta Series have been carefully

tested by the different departments of educa-

tion in the leading cities and the letters of

endorsement received by the company have

been highly gratifying. An interesting letter

received recently from Edwin N. C. Barnes,

director of music for the public schools of the

District of Columbia, Washington, D. C, read

as follows: "I have listened to the new
operetta, 'Little Red Riding Hood,' with ab-

sorbing interest and a great deal of satisfaction.

I believe that your new Junior series of operet-

tas is destined to fill an important place in the

musical development of the children of the land.

I am delighted with your initial number. The
members of my department are all equally

pleased with it. Of course, the home is the

real place for the operettas as they come along,

but I see a place for them also in the schools,

and I shall be very glad to recommend the

purchase of 'Little Red Riding Hood' for the

schools of the city by our department. I shall

watch the development and growth of this new
movement in amusement and music education

with great interest. You can count on my co-

operation and assistance at all times. Very
truly yours (Signed) Edwin N. C. Barnes."

From New Rochelle, N. Y., an interesting

communication was received from Albert Leon-

ard, superintendent of schools, who referred to

the Junior Operetta series as follows: "I am
delighted with the idea on which 'Little Red
Riding Hood,' a Junior operetta, is based. In

these days of endless so-called pedagogical de-

vices it is refreshing to find one certain to be

so useful to the school and home as this appeal

to the literary sense of the child through music.

This will be particularly useful in the literature

work in the elementary grades. I am so con-

fident that this will prove helpful in our schools

that a set will be placed in each school in this

city. It is my opinion that the authors and

publishers of this plan to foster in our school

children a love of folk-lore and story through

music are to be congratulated on the service

they are rendering. (Signed) Albert Leonard,

superintendent of schools."

The National Council of Women, Inc., which
is affiliated with the International Council of

Women, and which is recognized as one of the

most important and influential women's organ-

izations in the world, is keenly interested in the

"Little Red Riding Hood" records. Mrs. Ola

B. Campbell, chairman of the department of

music of this organization, after hearing the

records, wrote as follows: "I have just listened

to the records of 'Little Red Riding Hood.'

The operetta is a revelation. The adaptation of

the story is equal to any of our dramatists,

while the music has a remarkable charm. The
whole thing is a creation of highest standard.

I congratulate you on the co-operation you

have received in the manufacture and make-up
of the records. Too often the commercial in-

terests come in and break down the finest con-

ception. You have surely been fortunate in

this respect. When tfie operetta is completely

finished I will be glad to have you send me a

set for the office where I can bring it to the

attention of the various women's organizations

throughout the country that make my office a

sort of national headquarters. I thank you for

bringing this beautiful work to my attention.

The country is ready for it and I am positive

the venture will meet with the commercial suc-

cess its artistic qualities merit. Yours sincerely,

(Signed), Ola B. Campbell, Chairman Music
Dept., National Council of Women."

"AD" SECURES SPEEDY RESULTS

Gourlie Music Co. Sells Columbia Phonograph
Five Minutes After Ad Appears

The general sales department of the Colum-
bia Graphophone Co. received an interesting

communication recently from the Gourlie Mu-
sic Co., of Tampa, Fla., referring to the con-

summation of a remarkably quick sale. Within
five minutes after an eighty-irfch advertisement

had appeared in the Tampa Times a lady came
into the store and purchased a Columbia Graf-

onola No. 2, referring directly to the advertise-

ment. The following day the company sold

twenty-nine Columbia phonographs as a result

of the advertising and the response to the cam-
paign was so great that further insertions of

the copy were found inadvisable.

OKEH RECORD HAS NEWSY CONTENTS

The October issue of The Okeh Record, the

house organ issued by the General Phonograph
Corp., New York, manufacturer of Okeh and
Odeon records, contains a number of interest-

ing items that can be used to advantage by the

company's dealers. The first page of the house
organ features the complete recordings of the

overtures to "Der Freischiitz" and "Oberon,"

now issued in a special album in the Odeon li-

brary. The Markels Orchestra, an exclusive

Okeh organization, is presented to the dealers

through the medium of a good-sized photo-
graph, and photographs are also shown of

Kiraly Erno, Hungarian tenor, and Thomas La
Rue, a negro singer, who has made records in

the Hebrew, Polish and Russian languages.

^ERE is another of the nine

1924 WOLVERINE
PHONOGRAPH models

that are showing the trade what

can be done when a manufacturer

really sets out to give value re-

ceived.

A Portable machine listing at

$35.00, upright conventional models

listing at $100.00 and $150.00, and

period console models listing at

from $100.00 to $215.00, the

Wolverine Line furnishes a range

of price and design to fill any de-

mand.

PH0N0§5^
"The Standard of Comparison"

^^^sS LL W o 1 v e r i n e Phono-

MtsJ^ graphs are covered by a

[!2>*>M -3 J manufacturer's Guarantee

that enables the dealer to sell Wol-

verines with the utmost confidence,

("ustoraers appreciate the protec-

tion of the manufacturers of the

goods they buy;.

Stvle No. 800

$175.00
Tudor Period Console

Dimensions—Height, 35 inches. Length, 38 inches. Depth, 22 inches.

Motor—Guaranteed for five years.

Equipment—LTniversal Tone-Arm (plays all records), Automatic Stop,
Scientific Tone Modifier. All exposed metal parts heavily gold-plated.
Full set of record albums; drawer for accessories. Plush-covered Turn-
table.

VERY instrument in the

Wolverine Line is built to

the same standard. We
lave only one manufacturing
standard. Materials and work-
manship must be the best that

inoney can buy. All equipinent

must be of a quality that we can
stand behind without fear or quali-

fication. Final list prices must be
low enough to place and keep the

Wolverine Phonographs in a class

by themselves.

I/?HO SHALL IT BE?
For the first time since

we started manufactur-
ing the Wolverine Line three years
ago, our production has caught up
with and passed the local demand
for our product. This permits us,

for the first time, to cover a wider
range of territory and open some
very desirable territories to dealers.

Somebody will sell Wolverine
Phonographs to your trade—WHO
SHALL IT BE?

For catalogue and particulars write

LIND & MARKS COMPANY

Manufacturers

Congress and Bates Sts., Detroit, Mich.

Wholeiale Diitribntori Aeolian Vocalions

and Vocalion Red Records
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A. H. Curry Signally Honored by Associates

Testimonial Dinner Given to Retiring Vice-president of Thomas A. Edison, Inc., by His Friends

in the Edison Organization—Presented With Loving Cup—Will Devote Time to Texas Business

As reported more extensively in the Septem-

ber issue of The Talking Machine World, a

very sumptuous testimonial dinner was given

on Thursday evening, August 20, to A. H. Curry

by his friends in the Edison organization, who

ADVERTISING HELPS SPECHT'S CASE

Orchestra Director Wins Lawsuit by Showing
Buescher Publicity—Window Cards and

Hangers Used as Evidence in the Case

Paul Specht, well-known orchestra director

and exclusive Columbia artist, recently iiled a

damage suit against the Recreation Amusement
Center Corp.* of Baltimore, Md., during the

course of which his attorney was obliged to

prove to the satisfaction of the court that Mr.

Specht had made diligent efforts to insure the

success of his appearance with his orchestra by
advertising co-operatively with the defendant

in the suit. This was accomplished through the

introduction of handsome window cards issued

by the Buescher Band Instrument Co., which

had been placed in Baltimore store windows,

announcing the local appearance of Paul Specht

and His Orchestra. Buescher lobby displays

.and local advertising were also shown. Mr.

Specht won his case, proving to the satisfac-

tion of the court that he had fulfilled his obli-

gations in every possible way.

PLANS TWO NEW DAVEQA STORES

The S. B. Davega Co., prominent New York
chain store concern, in line with its policy of

expansion, is planning to open two additional

establishments, one at 102 West Thirty-second

street, and the other at 10 Wall street. The
first store will be located in one of the busiest

shopping centers in the city and the second will

be in the heart of New York's iinancial district.

The Victor line of talking machines and rec-

ords will be handled here, as in all of the Da-
vega stores.

UNIQUE ODEON RECORDING

Dajos Bela, the famous European gypsy con-

ductor, has made a complete recording of the

"Light Cavalry Overture," which is featured in

the November Odeon record list, issued by the

General Phonograph Corp. Practically all of

the recordings of this famous overture that

have heretofore been presented have been made
by bands, but the Odeon record is presented by
a symphony orchestra featuring the complete
overture, including the Hungarian motif, which
has seldom been recorded.

large private dining room of the Washington
Restaurant, Newark, N. J.

At the conclusion of the dinner ail those at

the speakers' table and several others made
short speeches, in which much warranted em-

RiVERHEAD, N. Y., October 8.—Charles McCabe,

well-known Brunswick dealer here, staged an

attractive exhibit at the Suffolk County Fair,

which was one of the centers of interest. Mrs.

Florence Haenle, of the record promotion de-

partment of the Brunswick-Balke-Collender Co.,

assisted at the booth.

son, in view of his having been out of town the

night of the dinner.

Dan Haggerty, secretary to Charles Edison,

Loving Cup Presented to Mr. Curry
acted as toastmaster. When the speeches had
been ended a formal presentation was made to

Mr. Curry of a loving cup in token of the love

and friendship and good wishes which his asso-

ciates wish him to take with him to Texas, on
the occasion of his retirement from an orficial

capacity in the Edison Co. and a resumption of

his duties as head and owner of the Edison job-

bing institution located in Dallas, well and fa-

vorably known as the Texas-Oklahoma Phono-
graph Co.

The M. J. Rose Co., operating furniture stores

in Canton and Akron, O., has purchased the

entire stock of the Rockford Phono. Co., Rock-
ford, 111., including several hundred machines.

The Morris Music Shop, 659 Lenox avenue,

New York City, has added the Brunswick line.

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

No. 1 Ediaon
Attachment

Positively Sells
Edison Phonographs

Correctly Plays Lateral Cut Records on Edison Phonographs
Edison dealers everywhere recognize this attachment as best ever. ClaravoxDiaphragm gives results never before heard on lateral-cut records

A
One Edison dealer in a small city averaged a phonograph sale a week, duringAugust and September, directly credited to demonstration of this No. 1 Edison attach-ment. Every dealer customer repeats.
Usual discounts to dealers. Retail price complete, nickel-plated, $7.50.

STANDARD DIAMOND POINT
Original Claravox Reproducer. Employs a

genuine ilawless diamond and CLAR.WOX stylus
and diaphragm.

Usual discounts to dealers. Retail price,
nickel-plated, $12.50.

SPECIAL JEWEL POINT
Special jewel which nearest approaches perma-

,__ — nency of diamond. New CLARAVOX diaphragm

I^ ''"d stylus.

^^J^ «!)JL (Jguai discounts to dealert. Retail price,
nickel-plated, $7.50.

Correctly Plays Edieon Records
on Talking Machines

A post card will bring any of these products on
ten days' trial.

THE CLARAVOX COMPANY, Youngstown, Ohio
CLARA VOX-MAKES PHONOGRAPHS SOUND REAL

A. H. Curry and Edison Executives at Testimonial Banquet

have been associated with him during the two- phasis was placed upon the superior qualities

year term he has served as vice-president in of Mr. Curry as a man, as a friend and as a

charge of the phonograph division of Thomas business executive. A telegram of similar pur-

A. Edison, Inc. The dinner was held in the port was read, which was sent by Charles Edi-

BRUNSWICK EXHIBIT AT FAIR ROSE BUYS ROCKFORD CO. STOCK
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Van Veen Equipment for Phonograph Dealers and

the Musical Merchandise Trade

For those who cannot afford to experiment. Efficiency assured at the

lowest consistent cost. Hearing Rooms, Record Racks, Dealers'

Service Counters and general equipment for the sale of musical

merchandise.

Our guarantee adds to the value but not to the cost.

VAN VEEN & COMPANY, Inc.
Offices and Warerooms

:

413-417 East 109th Street 'Phone Lehigh 5324 NEW YORK CITY

A L B A N Y
Edison Dealers Hold Annual Con-
vention — Tie-up Ulth Artist —
Other Nezvs and Trade Activities

Albany, N. Y., October 8.—The annual conven-

tion of the Edison dealers of the American
Phonograph Co., serving this section of the

State, Massachusetts and Vermont, met at the

Ten Eyck Hotel Wednesday, October 3, with

about sixty dealers in attendance. N. D. Griffin,

of the American Phonograph Co., directed the

meeting and conducted the question box of

merchandising ideas, which were informally

discussed, as well as sales plans for the promo-
tion of business. The latest models of talking

machines were shown, concerning which the

dealers were enthusiastic as to the sales pros-

pects. Since the last convention more radical

changes have been made in the models than

ever before, thereby increasing the demand for

the latest styles as well as introducing the prob-

lem to the dealers of handling used machines

taken in trade. The spirit of optimism pre-

vailed among all the dealers without exception

as to the outlook for Fall business and this

was backed up by the heavy orders placed for

records. F. C. Beatty, Lawrence L. Scholl and
R. R. Karch were the representatives present

from Thos. A. Edison, Inc., Orange, N. J. A
luncheon was served at noon and in the evening

the dealers and their wives were the guests of

Mr. Griffin at a banquet. Set speeches were

tabooed and the singers present were heard in

solos as well as an improvised quartet. The
health of Thomas A. Edison was drunk with a

cheer.

Pommer & Sons have established a sub-

agency at 306 Central avenue, in charge of

George Kluck, who will handle the Brunswick
machines and records exclusivelj'. This is in

the up-town section of the city, where there is

little competition in the sale of talking machines
and records.

The appearance of John McCormack in con-

cert and the delightful Schubert musical scores

in "Blossom Time" at the opening of the new-

Capitol Theatre led to a general window dis-

play of the McCormack and Schubert records

by most of the Albany dealers. ' The Baker

!Music House, Inc., had a window display adver-

tising the new popular song, "Cut Yourself a

Piece of Cake," w'ith a real cake, a piece of

which was presented to each purchaser of a

record of the song. General Manager Kellogg

says many records were sold and he is planning

unique window displays each week.

The first of the Vocalion Red records,

"Zampa Overture," made by the Metropolitan

Opera Orchestra, conducted by Gennaro Papi,

ha« arrived among the dealers and is having

large sales, owing to extensive advertising.

Among the new corporations recently chart-

ered at the Secretary of State's office during the

month was the Advance Metalized Records Co.,

Inc., to manufacture phonograph records in the

Borough of Manhattan, with a capital stock of

$50,000. Directors are: Robert Quait, Jr., 210

Fifth avenue; John E. Leddy and Elizabeth

Hagan, 120 Broadway, New York.

Leader's Music Store, Inc., to deal in musical

instruments at Liberty, N. Y., with a capital

stock of $20,000. Directors are: Harry Kauf-

man, Helen Cohen, Joseph Steinbrink.

W. M. Whitney & Co., department store, fea-

tured a special three-day sale of Sonora, Co-

lumbia. Victor, Edison and Pooley machines.

0. W. RAY VISITING DISTRIBUTORS

Discussing Plans for Coming Vocalion Red
Record Campaigns With Wholesalers

O. W. Ray, manager of the Vocalion Red

record department of the Aeolian Co., returned

recently from a short trip to Boston, where

he conferred with A. C. Erisman, the local dis-

tributor, regarding plans for Fall and particu-

larly as to arrangements for increasing ship-

ments of Vocalion records to New England ter-

ritory, which have been perfected by the Aeo-

lian Co. Mr. Ray will leave shortly for Chicago

to confer with the officials of the Vocalion Co.

of Chicago regarding sales plans for Winter.

NEW VOCALION RECORD CATALOG

A complete new Vocalion Red record catalog,

including all previous single-faced listings, to-

gether with the new double-faced listings of

Vocalion records, is now in the hands of the

printers and is expected to be ready for distri-

bution in about a month. The volume will be a

most comprehensive one, of over 100 pages.

EDISON
The Key to Opportunity!

NEW»iSON
^'^^^^^^^^^^^ imNC ARTIST

Do you know that right now—this very day-

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about

this "once-in-a-lifetime" Edison sales

opportunity.

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

AMERICAN PHONOGRAPH CO.
707-og BROADWAY, ALBANY, N. Y.
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Frame, antique mahogany. Wire, our own
specification ( green, silk-covered } . Stand,

lustrous black, crystal finish. Equipped

with standard plug-connection and dial,

stand, jack and leads.

Price

New GERACO LOOP AERIAL
Solves the Antenna Problem

The new GERACO LOOP AERIAL has

perfect "aim" and extraordinary "reach." It

brings into the home broadcasts from distant

cities easily and quickly.

Users of radio-frequency sets report receiving

distances up to 2,000 miles with the GERACO
LOOP. Also loud-speaker reception of as many
as fourteen stations in one evening. Works with

ordinary regenerative sets for local programs
and with crystal sets if close to broadcasting

station.

Its range includes all present-day broadcast-

ing wave-lengths. Takes the place of the usual

antenna and ground connection. Neat and com-
pact, measuring only 20 inches over all.

The GERACO LOOP is the only indoor

aerial with a dial. This makes direction-record-

ing easy. Local stations are tuned out readily

when D-X stations are wanted.

Send today for full information and trade

prices!

Base, antique mahogany. Cover, lustrous

black, crystal finish. Serves as a perfect

sub-base for the MUSIC MASTER Repro-

ducer.
Price $50

And here is another recent radio improve-
ment—the MUSIC MASTER POWER
UNIT, one of the most highly developed items

in radio.

It has three uses: 1—as a one-stage amplifier

in connection with any detector; 2—as a two-

stage amplifier with any detector or with a re-

ceiving set that already has one stage of ampli-

fication; 3—with the ordinary two-stage am-
plifier, thus greatly increasing signal strength.

One or two of its steps may be used as desired.

Contains "A" Batteries. Requires two UV
199 Raditrons, but price does not include tubes.

No field-current required; operates on "B" bat-

teries used with set.

JVrite at once for further description and
prices to the trade.

CHICAGO

GENERAL RADIO CORPORATION
Walter L. Eckhardt, President

Makers and Distributors of High-grade Radio Apparatus

PHILADELPHIA PITTSBURGH
S. W. Cor. 10th and Cherry Sts.

POWER UNIT
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NEW^ISON
^ COMPARISON WITHl THElliVINC ARTIST A1^ REVEALS NO DIFEERENCE ^^^^

THE LIVE DEALER
Can take advantage of this public confidence by tying up with an agency for the New
Edison Phonograph.

"YOUR MIND IS AT REST WHEN YOU SELL THE BEST"

Write for the LIBERAL Edison Agency Proposition for Your Town

Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.

SAINT LOUIS
Early Holiday Gift-buyers Selecting Instruments — Concerts by

Record Artists Help Trade—Dealers and Jobbers Busy— The News

St. Louis, Mo., October 8.—With the air in

and about St. Louis early in October filled with
a mixture of jazz records, vocal records and
airplane speed records, there seems to be grow-
ing a record call also for a "console for Christ-

mas." Early holiday planners are already vis-

iting the talking machine shops in this district

trying to select the "best to be found" model
of talking machine to present to "the folks"
or some other recipient-to-be of the "big pres-
ent." And the console models are much in

demand at this time.

The first talking machine artist concert of
the season was on October 4, when the Eight
Famous Victor Artists—Henry Burr, Rudy
Wiedoeft, Frank Croxton, Billy Murray, Albert
Campbell, John Meyer, Frank Banta and Monroe
Silver— appeared at the Odeon. Victor dealers
made capital of the event.

This seems to be the season for the local

appearance of artists. Ben Bernie and His
Orchestra, Vocalion artists, recently appeared
in a local theatre. Paul Whiteman's Collegians,
Victor artists, are playing at the Hotel Chase

-and others are scheduled to make their appear-

ance here during the present season.

The Silverstone Music Co., Edison distribu-

tor, with headquarters in this city, is rushed

to meet the growing demands of dealers. Edi-

son dealers are unanimous in their expressions

of good business and expectations of a busy

holiday trade, according to Manager Gold. The
more expensive Edison models are the leaders

at the present time.

The Artophone Corp., jobber of Okeh and

Odeon records, is enjoying its busiest season

of the year. H. S. Schiele, vice-president, has

just returned from a ten da\'s' trip through the

Arkansas and Louisiana territory.

The St. Louis Symphony Orchestra an-

nounces the signing of a contract with the

Victor Co. to make records.

Miss jMarie Auberman has returned to her

work in the Victrola department of Scruggs-

Vandervoort-Barney after a very pleasant vaca-

tion spent in Colorado.

The Todd Jewelry Co. is doing some splendid

advertising with the help of its multigraph. A

=THE ArtogKone CORPORATION;

Complete stock of all

OKEH and ODEON
Records

The OKEH policy of "Hit numbers when
they are Hits" is a tremendous advantage to the

dealer. There are still some very valuable
OKEH agencies open. WRITE FOR FULL
PARTICULARS.

CORPORATIONTHE ArtopKone
1213-15 Pine Street St. Louis, Mo.

203-5-7 Kansas City Life Bldg , Kansas City, Mo.

Complete stock of all phonograph accessories and supplies

recent card sent to the mailing list and used

as handbills announces a popular record in this

manner

:

"Yes! We Have No Bananas"

but

"Tell Me, Gypsy" is "Stella"

"That Red Head Gal" "Swingin' Down
the Lane"

"Beside the Babbling Brook" to get a

"Kiss in the Dark" from "Aggravatin'

Papa" or from

"Barney Google" "After Every Party"?

Signed "I Love Me."

In Rolla, Mo., each year a fair is held in

August. The James A. Spilman Hardware Co.,

which has a Victrola department in the very

efficient charge of Miss Lillian M, Allen, had a

large booth this year in which some 12,000

people gathered.

The Artophone Corp., located temporarily at

1213 Pine street, will return to its old quarters

at 1103 Olive street as soon as repairs are

completed at the old store. The removal was
necessitated by a fire. It is expected the re-

modeling of the Olive street store will be com-

pleted this month, adding greatly to the serv-

ice facilities of the Artophone Corp.

Miss Wallie Griesedieck, formerly' with the

Kieselhorst Piano Co., is a new member of

A. W. Hosier's Victrola selling staff, of Scruggs-

Vandervoort-Barney.

Miss Ruth Graham, for several years in

charge of the record department of the Adams
Music Co., Victor dealer. Canton, 111., lost her

life in an automobile accident recently. At a

dangerous turn in the road the car in which

Miss Graham was riding overturned, pinning

her beneath.

A. Crossen, Victor dealer, of Mounds, 111., is

cashing in on educational work in the schools.

Recently he loaned an instrument and records

to the Music Institute held in Mounds for use

in the music appreciation classes held under

the direction of Miss Golda Airy, of the Koer-

ber-Brenner Co., and he also ofTered to loan a

machine and records to any teacher who de-

sired to conduct similar classes.

During two days of the week Miss Airy was
asked to appear before the Alexander County
teachers in their institute at Cairo, 111.

At the close of the institute at Mound City

the committee on resolutions incorporated the

following in their list of resolutions adopted by
the Association: "Whereas, practically all of

the progressive schools use the Victrola for

different purposes, we urge the teachers to pur-

chase a Victrola, if possible, and use it in the

many ways we have seen it used in this in-

stitute."

Mark Silverstone, of the Silverstone Music
Co., left on September 29 for a ten-day visit to

the Edison Laboratories, Orange, N. J.

Mr. Perkins, of the Keach Furniture Co., Hop-
kinsville, Ky., arrived in St. Louis October 3

for a one week's schooling in the sale of Edison

phonographs and records.
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The Master Instrument

The most perfect music-reproducing instrument

Retails for $200—6ast of the Rockies

A Beautiful Cheney Console Model
Unusual in treatment—remarkably rich in its

effect—made in both mahogany and walnut
The country-wide reputation which

The Cheney has earned for designs of

elegant simplicity is enhanced in the

addition of The Salisbury to the line.

The two-tone effects which have proved
so popular are perpetuated in this model,

yet with a richness of handling which
befits the most carefully furnished home.

Cabinet against cabinet, phonograph

against phonograph, value against value,

The Cheney is more than a match for

any other phonograph. Consider these

five great selling features:

1 An acoustic system that develops and re-

stores the original tone from the record.

2 Practical elimination of needle scratch.

3 A violin resonator which makes Cheney
tones grow sweeter with age.

4 Designs which set the standard in the in-

dustry for elegant simplicity.

5 Cabinet workmanship which bears the im-
print of craftsmanship.

THE CHENEY TALKING MACHINE COMPANY . CHICAGO

CHENEY PHONOGRAPH SALES CO. DISTRIBUTORS
1965 E. 66th St., Cleveland, O.

806 Pennsylvania Ave., Pittsburgh
Ohio, W. Va., Western Pa.

CHENBT SALES COBPOKATION, .Jcll'cison Bids.,

CHENEY SALES CORPORATION
1107 Broadway, New York City
Greater New York, 'Western Conn.>

Netv Jersey
lOir) Chestnut St., Philadelphia

Eastern Pa., DeL, Md,, Washington, D. C
CHENEY SALES CORPORATION, 376 Boylston St., Boston

CHENEY SALES COMPANY Neu> England EDW. G. HOCH &. CO.
Brandeis Bldg., Omaha 27-29 Fourth St., N., Minneapolis
lotva, Nehr., Colo., Wyo. Minn., N. D., S. D., Northern Wis., Mont.

RIDDLE PHONOGRAPH CO., 1205 Elm St., Dallas, Tex.

ROLYAT DISTRIBUTING CO. Texas, Southern Ofda. CHENEY PHONOGRAPH CO.
Provo.Utah 212 Selling Bldg., Portland

Utah, Sowthern Idaho Washington and Oregon
MUNSON-RAYNER CORP., 643 S. Olive St., Los Angeles

California, Western Nev., Ariz.

MliNSOX-KAYNEK CORP., 88 Third Street, San Francisco, Cal.

All territory not listed abooe is handled direct by The Cheney Tallying Machine Company , Chicago
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FINE "TREASURE CHEST" WINDOW

NEEDLESS

Give the Public the Best Value
That's the secret of the most success-
ful dealers! Give them Gilt Edge,
the needle that plays ten records

—

gives ten times the satisfaction and
ten times the value of the ordinary
kind !

From the first record to the tenth,
each Gilt Edge Needle will bring
out every tonal beauty originally put
into the record—a feature that
creates many more satisfied custom-
ers.

100%
PROFIT
HUNGERS
Besides being a qualitj- product
that once introduced, becomes a
steady repeater—Gilt Edge al-

lows you a liberal profit. Our as-
sortment (four tones) of 100 pack-
ages sells for 10c each—$10.00 total

—Costs you $5.00—and we furnish
the most attractive Counter Display
Stand—solid metal—that catches at-

tention and doubles j-our needle busi-
ness ! A trial is more convincing
than anything we could say

!

3^ e f I e X 0
The blue steel Xeedle that plays every
tone, loud, soft or medium, is a scientific
achievement that wins all phonograph fans!

Stand of 100 packases sells for 15 cents
each— Sl.'i.OO total. Costs you $7.50.

WRITE FOR SAMPLES
ASK YOUR JOBBER

REFLEXO PRODUCTS CO., Inc.
ScUin'j Atjcnts for

II'. EI. Bar/shaw Coinf^avv
347 Fifth Avenue, Ne rt^ York

Many Sales of Records cind Several Machines
Result From Special Display Staged by M.
Rappaport, Gotham Victor Dealer

AI. Rappaport's Music Shop, 880 Westchester

avenue, New York, has been featuring the

"Treasure Chest," twelve selected Victor rec-

ords of the music of the world packed in spe-

cial containers originated by C. Bruno & Son,

Inc., New York Victor jobber, in a big way
through the medium of a special window dis-

play and the distribution of prizes to customers.

The window display is probably one of the most
effective, from the standpoint of sales of both

the "Treasure Chest" and other records, and even

talking machines, that have ever been staged

in this section of New York. The floor of the

entire window was covered with white sand.

In the center was a "treasure chest" filled with

coins and scattered about were the colorful

containers of the records. During the evening

"Captain Kidd," a man dressed as an old-time

buccaneer, stood in the window and the curious

of the entire neighborhood gathered outside to

gaze at the display. They crowded the side-

walk and street in front of the store and manj'

came in to secure further information, a num-
ber going out with "Treasure Chests" under

their arms, as well as various other records

which they remained to purchase. During the

first evening several talking machines were

sold. Such is the power of a desirable product,

plus a good window display!

During the first evening a number of promi-

nent members of the trade visited the store, in-

cluding W. J. Haussler, general manager of C.

Bruno & Son; Miss H. Marjorie Brown, E. G.

Evans and I'hillip Silverman, of the same con-

cern; B. F. Bibighaus, of the New York sales

organization of the Victor Co., and Mr. and
Mrs. N. Shilkret. Mr. Shilkret is in charge of

the Victor foreign record department, witii

headquarters in New York.

SPECIAL COLUMBIA PUBLICITY

Complete Advertising Campaign Features Rec-

ords by Race Artists—Bessie Smith and Clara

Smith Among Headliners of the Company

Special material, including monthly supple-

ments, hearing-room hangers, special fliers and
a complete campaign of advertising material,

is now being issued by the Columbia Grapho-
phone Co. in connection with its "blues" record-

ings made by negro artists. For more than two
years the sales volume of this class of records

has increased rapidly and among the Columbia
headline artists to-day are Bessie Smith and
Clara Smith. Records by these artists are meet-
ing with popular reception everywhere, espe-

cially in the South, where it is not surprising

to hear of dealers ordering as many as 2,000 of

a selection within a period of a week or two.

In preparing these special monthly supple-

ments and hangers to feature the records made
by its various race artists the Columbia Grapho-
phone Co. recognized the remarkable strides

in popularity attained by this type of record

during the past few years. The Columbia li-

brary includes records by many well-known ne-

gro artists, and their distinctive rendition of the

leading "blues" selections have won enthusiastic

praise from Columbia dealers.

COLUMBIA ARTIST IN STORE CONCERT

A'lCKSRURG, Miss., October 6.—The Delta Furni-

ture Co., of this city, sponsored recently an
interesting concert by "Lasses" White, Colum-
bia artist, who with his company arrived in this

city for a two days' engagement. Manager
Franklin, of the Delta Furniture Co., invited

the public to visit his store during Mr. White's
appearance in Vicksburg and, following the ren-

dition of several of his hits on a Columbia pho-
nograph, Mr. White sang "Sweet Mama" and
his own composition, "Broken Blossoms,"
which has not vet been recorded.

The Ellis Reproducer

Stands Supreme

The Ellis Reproducer is recognized

by the critical musician and the

music lover as the most perfect

sound box made. Adaptable to all

tone arms. Dealers and manufac-

turers proposition submitted upon

request.

Manufactured by

Arthur Brand & Co.
1602 Race St. Cincinnati, O.

Distributors of Talking Machine
Repair Parts and Supplies

FEATURING THREE AlODELS

Mayer Bros. & Bramley Concentrating on Three

Period Designs—Walnut Finish Proving Pop-

ular—Many Dealers Adding Fischer Line

Mayer Bros. & Bramley, Inc., New York,

manufacturer of the Fischer phonograph, is con-

centrating all of its activities upon three mod-
els, designated as the "Peter Pan," a compact

design for metropolitan homes where floor

space is limited; the "Rosemary," a phonograph

in the popular two-tone wood effects, and the

"Isabelle," a high-grade instrument of excep-

tionally artistic design. The company states

that walnut finishes are gaining rapidly in fa-

vor and in many sections of the country are

running mahoganj- a close race for first honors.

The early part of .this year Mayer Bros. &
Bramley adapted a policy whereby its factory

and sales facilities were concentrated on the

three period models mentioned above and this

policy is working out very satisfactorily. New-

dealers are being established in all of the im-

portant trade centers and, in addition to clos-

ing a splendid Fall business, the company states

that the outlook for the new year is very grati-

f N'ing.

CLEVER CARD BOOSTS RECORD SALES

Peoria, III., October 8.—The P. A. Bergner Co.,

this cit\', has issued an interesting card adver-

tising- Victor records. A list of two dozen rec-

ords is given on a card of shopping list size and
each record number is followed by some mys-
terious letters, such as V.V.G.—W. A key at

the bottom of the card explains this to mean
"very-very good waltz." It certainly holds the

attention long enough to register the idea.

John Chas. Thomas, the popular concert

and operatic star and Vocalion record artist,

arrived from England on October 3, after filling

an engagement at Albert Hall, in order to ap-

pear in recital at Aeolian Hall, New York, on
October 14.



October 15, 1923 THE TALKING MACHINE WORLD 137

RADIO
helps the Phonograph Dealer

HE beauty, finish and workmanship

of Federal radio sets place them on

a par with the finest phonographs made. And

just as piano dealers, years ago, learned that

the sale of phonographs stimulated their busi-

ness—phonograph dealers today have learned

that the sale of Federal radio sets helps their

business to an even greater degree.

Phonograph dealers also know that the day of

experiments in selling radio apparatus has

ceased; that they may now buy with assurance,

and safely take on the Federal line.

Today the Federal Telephone and Telegraph

Company has an offer of great interest to

dealers who can qualify. It is suggested that

dealers who are interested write to the Federal

Telephone 6C Telegraph Company at Buffalo,

New York.

3^hnai Ethp\:inm mh Edt^mpl^ Co.
BUFFALO, N. Y.

Boston New York Philadelphia Chicago Pittsburgh

San Francisco Bridgeburg, Canada London, England
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SALT LAKE CITY
Trade in Healthy State—Dealers Reorganize to Increase Effi-

ciency During Holiday Rush—General Prosperity—Month's News

Salt Lake City, Utah, October 6.—The talking

machine business here seems to be in a very

healthy condition. ]\Iost of the leading musical

organizations of the city have been reorganized

for their Winter activities and this has created

a demand for records and machines, too. But

good as business is, it is only good to those

merchants who go after it. j\Iost of the local

houses have staflfs highly trained in both sales-

manship and musical directions. These are the

firms that are getting the business.

As regards the industrial situation, there

seems to be nothing one could say that is not

of a highly optimistic nature. Even wheat,

which is not an altogether vital crop in this

State, but the low price of which many thought

would affect the purchasing power of the farmer

to an appreciable extent, is bringing more
inoney than it did some weeks ago and wheat
is about the only, agricultural crop here that

did not turn out entirely satisfactory. Mining,

manufacturing and building are in good shape,

furnishing employment for all who care to

work, while the tourist business this season has

been the biggest in the history of the State.

Miss Beth Erickson, representative of the

John Elliot Clark Co.'s educational department,

is very active these days. She recently returned

from Medicine Bow, W'yo., where she went to

talk to the delegates to an educational conven-

tion and demonstrate the possibilities of the

Victor machine. Miss Erickson is in great de-

mand at these conventions.

Walter Robinson, of Robinson Bros. Co., with

stores in Salt Lake City and Provo, will here-

after run the Provo establishment on his own
account. Victor talking machines and pianos

are handled.

The Bates Stores Co. is to have a fine new
display room for its "period" models in connec-

tion with its Provo store. It handles Bruns-

wicks and Edisons. P. S. Heilbut, secretary-

treasurer, and manager of the phonograph de-

partment, was formerly with the O'Loughlin
people, of Salt Lake City, Brunswick dealers.

W. P. Berry, assistant manager and head of

the phonograph department of the Glen Bros -

Roberts Piano Co., has just returned from a

duck-shooting expedition. He was accompanied
by A. L. Card, of the firm.

The O'Loughlin store on Main street, until

about a year ago an exclusive phonograph

establishment carrying the Brunswick line, but

later adding musical merchandise and pianos,

has done considerable remodeling of late. There

is an entirely new floor—a very small afifair

—

and a neat, attractive mezzanine floor for offices

and display purposes. The phonograph booths

on the ground floor have new French windows
and the entire establishment has been redec-

orated and improved.

The Clayton Jewelry Co., of Sugar House,

is adding a piano and talking machine stock.

Tlie Dixon-Taylor-Russell Co., of Provo, has

moved its phonograph department from the

front to the back of the store, where it occu-

pies more space. It recently added the Sonora

line. Miss Jessie Russell, a cousin of S. W.
Russell, of the firm, has been placed in charge

of the department.

R. F. Perry, of the phonograph division of

the Brunswick Co., has returned from a trip

into the Idaho territory and reports business

as most satisfactory.

The local Brunswick office announces the

appointment of two new Brunswick dealers in

Idaho, the F. M. Williams Co., of Montpelier,

and the Frank Popma ilusic Co., of Boise.

The Jenkins Furniture Co., Brunswick dealer,

Boise, Idaho, which operates the radio broad-

casting station KFBJ, has arranged for weekly

concerts, featuring radio programs of Lyman's
Ambassador Orchestra with new Brunswick
record releases.

Edward Thoreson, of the Palace Drug Store,

Brunswick dealer, Blackfoot, Idaho, was a re-

cent visitor to the local branch.

O. C. Sheppard has joined 'the sales force of

the T. C. Martin Music Co., Pocatello, Idaho.

The Bruce Music Co., Brunswick and Sonora
dealer, Pocatello, expects to be in new and
larger quarters by the tenth of this month.
The Ferry Furniture Co., Brunswick dealer,

Glenn's Ferry, Idaho, expects to be in its new
building soon.

The Boyden Drug Co. has arranged for an
attractive Brunswick display at the Coalville

Utah Fair to be held the last week in this

month.

Our AAA Quality

India Ruby Mica
DIAPHRAGMS

Are, without doubt, the finestDiaphragms
manufactured.

Samples and Prices on Request

WILLIAM BRAND & CO.
27 East 22nd Street New York City

Telephone, Aahland 7868

STOEHR & FISTER'S NEW HOME

Scranton Victor Retailer Now Located in Mil-

lion-dollar Building—Prominent Victor Dis-

tributors Present at Opening

ScRANTOX, Pa., October 5.—Quite a number of

representatives of the various Victor whole-

• salers were present last Saturday at the open-

ing of the new million-dollar building of Stoehr

& Fister, in this city. This establishment is

considered one of the finest furniture and music

retail stores in this section of the country and

the members of the firm have been congratu-

lated upon their progressiveness and initiative

in erecting a building of this magnitude.

In the talking machine department Victrolas

and Victor records are handled exclusively and

this department, which is located on the main

floor of the building, is one of the most attrac-

tive spots in the entire building. Among the

representatives of the New York Victor whole-

salers who were present at the opening were

the following: Chas. B. Mason, sales manager;

L. E. Francis, credit manager; Ernest Fontan,

traveling representative, and A. J. Wilckens,

traveling representative of the New York Talk-

ing Machine Co.; J. J. Davin, of the Musical

Instrument Sales Co., and S. W. Williams, of

the American Talking Machine Co., Brooklyn,

N. Y.

Frank Cerne, Columbia dealer, of Cleveland.

O., has opened a new store at East Seventy-
ninth street, in which the complete Columbia
line is carried.

NEW STORE IN EL DORADO, ARK.

El Dorado, Ark., October 2.—Terry's Music

Shop started business operations here recently

in its new quarters and is now one of the most

modern and complete music establishments in

the State. The store is equipped with five

booths for phonograph demonstrations and ad-

ditional booths are being completed for pianos.

Four makes of talking machines will be carried

by Terry's Music Shop, including the Victor,

Edison, Brunswick and Columbia lines. R. H.

Blanton is manager of the establishment.

OUTING TALKING MACHINE CO., Inc., Mount Kisco,N.Y.

JOBBERS
A. C. EKISM.4N CO 174 Tremont St., Boston, Mass.
BRISTOL & BARBER CO^ INC 3 East Uth St., New York, N. Y.

CABINET & ACCESSORIES CO., INC.. 3 West IGth St.,

GENKRAE PHONOGRAPH CORP 13 West 18th St.,

GEORGE C. ULBICH & CO 56 Estey Bldg.,

BENNETT PT.\NO CO 52 W. Market St.,

New York. N. Y.

New York, N. Y.

Philadelphia, Pa.

Wilkes-Barre, Pa.

STARR PHONOGRAPH CO 634 Grant St., Pittsburgh, Pa.
J. K. POLK, INC 294 Decatur St., Atlanta, Ga.
IROQUOIS S.\LES CORP 210 Franklin St., Buffalo. N. Y.

VOCAEION CO. OF OHIO 328 Superior St., W.. Cleveland. O.

C. L. MARSHALL CO 514 Griswold St., Detroit, Mich.
CONSOLIDATED TALKING MACHINE CO.,

227 Washington St., Chicag-o, 111.

CONSOLIDATED T.ALKING MACHINE CO.,
1121 Nicollet Ave., Minneapolis, Minn.

Y.AHR & L.ANGE DRIG CO Milwaukee, Wis.
THE DUNNING CO 303 Second St., Des Moines, Iowa
RENIER MUSIC HOUSE 545 Main St., Dubuque, Iowa
ARTOPHONE CORP 1103 Olive St., St. Louis, Mo.
.ARTOPHONE CORP 203 Kansas City Life Bldg., Kansas City, Mo.
TEX.AS RADIO SALES CO., INC 2003 Main St., Dallas, Texas
CARL FLORINE 131 East 4th Ave.. Denver, Colo.
WALTER S. GR.AY & CO..

1054 Mission St., San Francisco Cal. ; I.os Angeles, Portland, Seattle

E.vport:—CHIPM.AN, LTD.
New York, London, Montreal, Wellington, Sydney,
Melbourne, Perth, Havana, Mexico City, Buenos
Aires, Rio De Janeiro, Santiago de Chile.

Cable Address: Chipmonk, New York
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LE\NINffiWORLiyHySI
DOWN SOUTH MUSIC CORP. FORMED

Opens Offices in Roseland Building, New York
—Fletcher Henderson and Andrew Sissle the

Managers of New Publishing Corporation

BRINGS RESPONSE FROM DEALERS

Feist Window Display Contest on "Saw Mill

River Road" Participated in by Many Dealers

The Down South Music Publishing Corp. has

opened offices in the Roseland Building, 1658

Broadway, New York, and will henceforth de-

vote itself to the exploitation of characteristic

"blues," by race artists and composers and stage

and record stars.

Fletcher Henderson will be general manager

of the company and Andrew Sissle, formerly

connected with the Clarence Williams Music

Co., will be business manager. The leaders of

the new company's catalog will be "Down South

Blues" and "I Want My Sweet Daddy Now."
Now in preparation are "It Won't Be Long
Now," "Every Woman's Blues," "Kind Lovin'

Blues," "Potomac River Blues" and "Awful

Moanin' Blues."

The sales campaign and window display con-

test recently announced by Leo Feist, Inc., has

already brought a heavy response from sheet

music retailers throughout the country. The
window competition will be in effect during the

entire month of October and the number
selected for this special exploitation and pub-

licity is one of the biggest successes in the

current catalog of the publishers, namely, "Saw
Mill River Road." Some unusually effective ad-

vertising material is being placed in retailers'

hands and the campaign under way, considering

the enthusiasm, promises to be one of the most

successful ever arranged by this enterprising

organization.

STRONG PUBLICITY FOR FOX SONGS

"Nights in the Woods" and "Just One More
Kiss" Being Backed by Publicity Campaign.

Including Richly Lithographed Cut-outs and

Special Symphonic Orchestrations

NEW OFFICES FOR JACK MILLS, INC.

New offices have been opened by Jack Mills,

Inc., in Chicago and Boston. The Chicago office

is located in the Grand Opera House Building

and is managed by Roy Thornton.

MARKS CO. NE^^ERLIN OFFICES

The Edward B. Marks Music Co. has just

opened offices in Friedrichstrasse, Berlin. It

is the purpose of the company to gather a series

of German songs which will later be exploited

in the American market.

NEW NUMBER BY IRVING COHN

Irving Cohn, who collaborated in the writing

of "Yes! We Have No Bananas," has placed

with Jerome H. Remick & Co. a new song, en-

titled "Sweet Butter" (I'd Love It On My
Toast). The Remick organization has decided

to exploit it on a wide scale. Orchestrations

will be released at once and several weeks later

it is to be placed with vaudeville artists.

The Sam Fox I'liblishing Co. is now con-

centrating on two distinctly promising numbers,

namely, "Nights in the Woods" and "Just One
More Kiss," which have been taken up strongly

by dealers. The campaign of the Fox Co. in-

cludes particularly attractive advertising matter

such as large and small cut-outs lithographed in

several colors and supplied free to dealers all

over the country. The leading orchestras have

been provided with symphonic dance arrange-

ments which have been well received and the

regular straight dance arrangements have been

made available to the smaller orchestras.

The Fox Co. ballad ''"Maid of the West" was
featured recently at the I. L. C. A. convention

held in Chicago, where it was introduced before

several hundred Lyceum and Chautauqua artists

from all sections of the country attending the

convention. The number was sung by the well-

known Chicago tenor, Walter Pontius.

Jack Mills, Inc., has accepted a song from

Mickey Caleo, a young composer from Utica,

N. Y. Mr. Caleo's first production is entitled

"In Old Bombay," a novelty Oriental number
that promises well.

NEW LEO FEIST, INC., NUMBERS

Among the new songs issued by Leo Feist,

Inc., is "Tell Me a Story," a fox-trot by the

writers of the well-known "Whispering." An-
other new issue added to this catalog is "Every
Night I Cry Myself to Sleep Over You." The
writers are Howard Johnson, Leo Wood and
Irving Bibo. Others are coming.

Stasny's International Hits

Featured by

Vincent Lopez

and his

Hotel

Pennsylvania

Orchestra

The Biggest

Selling Waltz
of the

Season
Featured

by
Ray Miller's

Orchestra

ORDER NOW A. J. STASNY MUSIC CO., Inc.
56 WEST;45TH STREET, NEW YORK CITY

Released by Leading
Record and Roll Companies
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HIT HARRY VON TILZER'S

DEAR-OLD-LADY
A BEAUTIFUL FOX TROT

Sung By Hundreds of Vaudeville Acts. Played By Thousands of Orchestras.

NEW HEARST OFFICES ARE OPEN BYRON WARNER VISITS OKEH OFFICES FEIST PURCHASES ORPHEUM NUMBER

Fall Campaign on at New Quarters at 1658

Broadway, New York City

The new quarters of Hearst Music Publisliers,

Ltd., 1658 Broadway, New York City, are now
open to the profession and the Fall campaign
for performers and bands and orchestras in

Eastern territory is well under way. Among
the numbers that are being featured through

the New York offices are "Wonderful Child,"

"Beautiful Rose," "Always Looking for a Little

Sunshine" and "She's Got Anotlier Daddy."
Among the orchestras featuring the above

selections are Al Epstein's Orchestra at the

Hotel Astor Roof, Benny Selvin's at the Moulin

Rouge and Nathan Franko's Orchestra at the

McAlpin Hotel.

The entire musical score of "That Casey
Girl," a production in which Eddie Foy and the

Seven Little Foys will be featured, will be pub-
lished bv Tack Mills, Inc.

T?)OPUlAR
^1; BAIXAD
-f'X SISUCCiSES

llllSWAIiClMif
BV

LOCKHART G SEITZ

IF WINTER COMES
ARKELL 0 TENNEN7

SMIIETHROUCHYOURTEARS
BY

BERNARD H.'UIBLt^.'

ROSES OF PICARDY
BV

UTATHEEIY6-W00D

SONGOFSONGS
£1'

VAUCAIR.E-I.UC^S -A\OYA

THE BELLS OF ST.MARYS
BY

FURBERC'AD.4.M5

SOMEDAYYOUWILLMISSME
BY

GREY £/ DAR-EWSKJ

THERESASONGINMYHEART
BERNARD HAMBIXN

CHAPPELL-HARMS, INC.
185 AVADISON AVE,NEW YORK.

Director of "Warner's Seven Aces" Calls on

Okeh Executives—Orchestra Is Popular in

Atlanta and Throughout South

"Oh. You Little Son-uv-er-Gun" Taken Over
From New Engljind Publishing House

A recent visitor to the ofifice of the General

I'honograph Corp., New York, manufacturer of

Okeh records, was Byron Warner, director of

the Atlanta orchestra known as "Warner'-

Leo Feist, Inc., has purchased from the Or-

pheum Music Co., Boston, Mass., the New Eng-
land song and dance success, "Oh, You Little

Son-uv-er-Gun." This song has proved an active

Xew Fiit1;;nd t'_Tritrir\- ,'ind lias been

"Warner's Seven Aces," a
ui Aces," recording exclusively for the Okeh
library. Mr. Warner, although a young man,

has achieved signal success with his orchestra

and it is recognized throughout the South as

one of the foremost dance organizations in that

part of the country.

"Warner's Seven Aces" have won thousands

of admirers through their broadcasting from

Station WGM, sponsored by the Atlanta Con-

stitution. The orchestra has also appeared on

several different occasions as vaudeville head-

liners in and around Atlanta and its services are

in popular demand for dance purposes through-

out Georgia. The "Seven Aces" were added to

the list of Okeh orchestras during the recent

Atlanta visit of R. S. Peer, of the General Pho-

nograph Corp.'s sales force, who spent quite

some time there with a special recording outfit.

Popular Southern Orchestra
accepted for mechanical recording by most of

the leading talking machine record and music

roll manufacturing organizations which, undoubt-

edly, were waiting for the purchase of the num-
ber b}- some large publisher.

i

i

i

j

Be Firsl With a HEARST"

Songs i^n Profits

STASNY SONGS IN NEW ZEALAND

Lewis R. Eady & Son, Ltd., of Auckland, to

Feature One Stasny Number Each Month

.\lfred R. Eady, managing director of the New
Zealand music firm of Lewis R. Eady & Son,

Ltd., who was a recent visitor to New York,

completed arrangements with the A. J. Stasny

Music Co., Inc., to feature one song from that

catalog each month, in the principal cities of

New Zealand. As part of the campaign on

these issues, advertiseinents will appear in lead-

ing trade journals and newspapers of New
Zealand on the selected songs; beautiful color

slides will be shown at the leading motion picture

houses. They will be used in pantomimes and
orchestras will also program them. The above
New Zealand firm represents practically all the

leading talking machine records and player rolls,

as well as other musical material manufactured
in the United States.

POPULAR

In the Land of Sweet Sixteen (new)
Some Day You'll Cry Over Some-
body Else (new)

When She Talks About Seeing Father(new)
If I Had You (new)
Many Years (new)
'Ginny (new)
Wonderful Child
She's Got Another Daddy
Always Looking For a Little Sunshine
Home (My Lovin' Dixie Home""
Beautiful Rose
Lonesome Two
Just a Little Gold Watch and Chain
Broken Hearts
Piano Dreams (Instrumental Waltz)
Step (Instrumental One-Step)
Dansopation, Instrumental Fox Trot (new)

STANDARDS

Someone Like You (new)
Sunset, The Hills and You
Mother, My Own (new)
Honey-Brown Eyes (new)
Love is Love For Ever

(new)

HEARSTNUSIC PUBLISHERS LTD
1658 BR0ADWAr - PHOENIX BIDG. w 199Y0NGEST
MEW YORK WINNIPEG TORONTO

I
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NEW FORSTER NUMBERS FEATURED

'Hula Dreams" and "Lou'Siana Blossom" Two
New Hits Published by Forster Music Pub-

lisher, Inc., Featured in Attractive Window
Display by the Song Shop in Petoskey, Mich.

Chicago, III., October 8.—The two new waltz

numbers that have recently been added to the

catalog of the Forster Music Publisher, Inc.,

A Great Window Display of Forster

235 South Wabash avenue, namely, "Hula

Dreams" and "Lou'Siana Blossom," are fast

becoming two of the most popular songs of

the season. The first was written by Will Calla-

han and Lee S. Roberts, writers of the famous
"Smiles," while of the second, a semi-dialect

crooning song, the lyric was also written by

Air. Callalian and the music by Rose Richard-

ville.

The Forster Music Publisher, Inc., reports

that these numbers are making a very creditable

showing in view of the fact that they have

just been issued. Their popularity is shown
in the lafge number of sales over the counter;

in their being taken up by orchestras for dance

numbers and by singers and glee clubs as vocal

offerings; also by their reproduction on player

rolls.

The title pages of

these two songs
lend themselves ad-

mirably to window
displays and seem
to go hand in hand.

T h e accompanying
photograph shows a

very attractive dis-

play by N. J. Stone,

proprietor of the
Song Shop, Petos-

key, Mich., who fea-

tured the two songs

together in an ex-

clusive window. To
this dealer the result

ofthe display
proved three things:

that window adver-

tising pays, that the

waltz song is com-
ing into popularity

Publications again and that the

Forster House has two exceptional numbers in

"Hula Dreams' 'and "Lou'Siana Blossom."

J. WITMARK BACK WITH GOOD NEWS

Finds Big Demand for Witmark Numbers
Throughout Entire West

Jay Witmark recently returned from an un-

usually successful trip West and brought back

with him abundant evidence of the tremendous

popular interest in M. Witmark & Sons' pub-

lications. Orders for the leading successes both

in the Popular-Standard-Pictorial numbers and

the Witmark Black and White series were

prodigious. Among the popular numbers the

leaders are "Bebe," which is a fox-trot success.

Other active numbers are "Midnight Rose" and

"Long Lost Mamma," which is especially big in

the West; "When Will the Sun Shine for Me?"
and the latest successes, "I'm Sitting Pretty in

a Pretty Little City" and "That Bran' New Gal

of Mine." Both in Chicago and Detroit Mr.

Witmark found that already the new rearrange-

ment and organization of the professional de-

partments of the firm had borne remarkable

results, reflected in enormously active demand
and a fine enthusiasm on the part of the trade.

SPECIALIZING IN "BLUES" MUSIC

The Demand Indicates That Goodly Propor-

tion of Public Favors Such Compositions

The Hearst Music Publishers of Canada, Ltd.,

Winnipeg, Man., has been incorporated with

capital stock of $1,000,000 to engage in the busi-

ness of music publishing.

The list of "blues" numbers being published

by the Spencer Williams Music Co., Inc., New
^'ork, of which a half dozen or so stand out

prominently, are meeting with general favor

from that portion of the public appreciating

music of such character and the rolls and rec-

ords that have been made of several of the

numbers are selling in substantial numbers, ac-

cording to reports received. The Spencer Wil-
liams Co. specializes in blues and plans some
early additions to its catalog of such numbers.

Tell McAStory^
LiAM, Tunefuland OriAinalFoxTrotLt^hi, Tunefuland OriginalFo>k

pl
' ^'0, c-anb go NA/rono^ -with a-ny FEIST 5ong^
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THREE SNAPPY, PEPPY TUNES
T -

IRVING BERLIN, Inc., 1607 Broadway, New York City

'SWINGIN' DOWN THE LANE" ACTIVE "WE HAVE NO BANANAS" IN COURT

Receiving Wide Exploitation in Display Win-
dows of Retail Music Dealers

The Gus Kahn and Ishani Jones number
"Swingin' Down the Lane," which had its origi-

nal popularity in the Middle West, has suc-

Kresge "Swingin' Down the Lane" Display

ceeded in becoming one of the most important

popular prints of the present season. Accord-

ing to late sales reports it has continued a

leader over a period of weeks. No other num-

ber of the early Fall season has been more ac-

tive in point of sales and, inasmuch as both

the melody and lyric of this issue are far above

the average, its life as a sales creator will,

doubtlessly, be extended.

Irving Mills, vice-president of Tack Mills,

Inc., is away on a trade trip which will include

a ten weeks' trip through Canada and the

Middle West of the LTnited States. While away
he will feature "Love Is Just a Flower,"

"Havana." "Just a Girl That Men Forget" and

"Down-hearted Blues."

Even the Judge in Suit in Maryland Smiles

When Witness Calls Attention to the Supe-

rior Merits of That Very Popular Song

In the suit of Paul Specht, the orchestra

leader, against a corporation of Baltimore

for non-payment for musical services rendered

Sam Tumin, Baltimore manager for Shapirx),

Bernstein & Co., plugged the latter's hit song,

entitled "Yes! We Have No Bananas," in the

Superior Court.

Tumin was a witness for the plaintif¥ and

testified that he had tried to see Paul Specht

on the first night of his engagement in Balti-

more. He said: "I tried to see Paul Specht at

the Recreation Centre Ballrooms on the night

of April 3." Then he added, in a loud tone: "I

wanted to give him a copy of our sensational

hit, entitled 'Yes! We Have No Bananas'." The

introduction of the title of the famous comedy

song in a dignified Superior Court caused much
mirth and even Judge Gorter laughed, endeav-

oring in vain to cover his laughter with his

gavel. Specht won the case.

SCHOOLS ADOPT CONFREV COURSE

Christensen Music School to Use Course in

Novelty Piano Playing in All Its Branches

Located Throughout the Country

It is announced that Zez Confrey's Modern
Course in Novelty Piano Playing, prepared by

the popular composer of such successes as

"Kitten on the Keys," "Stumbling," etc., and

published by Jack Mills, Inc., New York, has

been adopted officially by the Christensen

School of Music, with some sixty branches in

various sections of the country, and will be used

by that school in conjunction with its other

methods.

The new Confrey course, although only re-

cently introduced, has proved very popular and

the first edition w-as so quickly exhausted that

even in some cases they had difficulty in get-

ling sufficient copies to meet the demand,
although this condition is being overcome.

PHILADELPHIA BRANCH ACTIVE

Feist Branch in That City. Since Entering New
Quarters. Increases Sales by 75 Per Cent

There has been reported by Quaker City

Manager Floyd Kinney the biggest season in

the history of Leo Feist, Inc., whose local

branch occupies the fourth floor of the building

at 1228 Market street, Philadelphia. Just at the

present moment the big sellers are "Swingin'

Down the Lane," "Wonderful One," "Carolina

Mammy," and these are being distributed

through the M. D. Swisher Co., Tenth street

above Walnut street, and the United Music Co.,

Cherry street above Sixth street. The Feist

house has arranged with William Sheppherd,

director of the music department for the vari-

ous Stanley theatres in and out of Philadelphia,

to feature Feist's hits both in the performance

and by orchestral accompaniment. The Feist

concern recently acquired the larger quarters at

1228 Market street, having outgrown its former

location on the floor above the Globe Theatre

Building at Juniper and Market streets. Since

its removal to the larger quarters there has been

an increase of 75 per cent in sales.

NEW BERLIN PHILADELPHIA BRANCH

The fifth floor of the building at 1228 Market
street, Philadelphia, has been acquired by Irving

Berlin, Inc., music publishers, as a Philadelphia

headquarters. It is under the supervision of

Harry Pierson, who for the last several years

has been the Philadelphia representative. The
Berlin headquarters occupy the same building as

Leo Feist, Inc., and are on the floor just above.

THREE RECORE^ RECORD-BREAKERS

IRVING BERLIN. Inc.. 1607 BROADWAY. NEW YORK CITY
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THIRD ANNUAL "MUSIC BOX REVUE" PROVES A SUCCESS

New York Critics and Public Acclaim Third Production—Press Devotes Large Space to It

Despite the Pressmen's Strike—Irving Berlin's Melodies and Lyrics Score

The "Music Box Revue" opened its third

season at the Music Box Theatre on a recent

Saturday evening and, as was the case with

its predecessors, it created unusual comment
for its gorgeousness, humor, tuneful music and

originality.

There are two acts and twenty-seven scenes,

the latter giving effective settings to the lyrics

and music of a number of songs provided by

the inimitable Irving BerHn himself. The songs,

too, are well sung, as the cast not only includes

some well-known vaudeville and concert artists,

but also a number of newcomers who have been

hailed by dramatic critics as exceptional finds.

The principals include Frank Tinney, John
Steel, Florence Moore, Joseph Santley, Ivy

Sawyer, Solly Ward, Grace Moore, Hugh Cam-
eron, Florence O'Denishawn, Phil Baker, Laura
Sonderson, Brox Sisters, Nelson Snow, Charles

Columbus, Dorothy Dilley, Frances Mahan,
Helen Lyons and a new Russian operatic singer,

Mme. Dora Stroeva.

From a publisher's standpoint there are cer-

tainly not too many songs, but those that are

included are sung so well and are so tuneful

that they undoubtedly will be remembered by
audiences to the advantage of the sales. Some
of them make particularly effective dance num-
bers, carrying as they do a Berlin rhythm.

Doubtless, a means will be found of releasing

at least one or two of them for use by dance

orchestras of the country, with the result that

"Music Box" show numbers will be heard in

various sections of the country long before the

road show in which they undoubtedly will ap-

pear later in original form.

Among the songs are "An Orange Grove in

California," "Learn to Do the Strut," "Little

Butterfly," "Climbing Up the Scales," "The
Waltz of Long Ago," "One Girl" and "Tell Me
a Bedtime Story."

Despite the pressmen's strike on the New York

papers, the press managed without exception

to give reviews of the new "Music Box" offer-

ing on Monday morning in their eight-page

sheets. Invariably, these comments by critics

were quite lengthy and in every case the show
was hailed as a huge success.

Miss Grace Moore, a newcomer, seemed to

particularly please. She has a voice of operatic

timbre which adds some improvement to the

revue type of production. Robert C. Benchley

added considerably to the humor of the show
by a series of satires on club reports and money
drives which are undoubtedly one of the hits

of the piece. Irving Berlin, Inc., is the pub-

lisher of the music.

POPULAR SELLERS IN PORTLAND

Local Dealers Report Demand for Sheet Music
Steadily Increasing

FoRT.LAND, Ore., October 4.—Miss Maybelle

Elliott, manager of the sheet music department
of the Seiberling-Lucas Music Co., says that

since the season has opened the sale of sheet

music in her department has materially in-

creased and that among the best sellers at the

present time are the Sherman, Clay publica-

tion, "The West, the Nest and You," and
Forster's waltz, "When the Clouds Have Van-
ished." But good sales are also being made of

"Love Tales," "Cut Yourself a Piece of Cake"
and "Tell Me a Story," published by Feist,

Inc., and the Jerome H. Remick numbers, "Big

Blonde Mama," "First, Last and Always" and

"My Lady and Me." This department had a

visit from Bill Jacobs, representing the Irving

Berlin publications. He had a good list of new
numbers, among them "That Old Gang of

Mine," "Indiana Moon" and "Love, I Hear You
Calling." Miss Elliott's department was also

visited during the week by Bob Cole, of Stark

& Cowan, and by Nick Lang, the representative

of the B. F. Wood Publishing Co.

HARRY VON TILZER REORGANIZED

James Fero and Sammy Smith Enter Publishing

Firm—Active Campaign Planned

The Harry Von Tilzer Music Publishing Co.,

of 719 Seventh avenue, New York, was recently

reorganized, with James J. Fero and Sammy
Smith joining the concern as stockholders.

Fero has been prominently identified with the

amusement business in general, while Sammy
Smith is well known in the publishing industry.

He will be professional manager of the Harry
Von Tilzer Co. Edgar Selden, a music sales-

man, has been chosen sales manager. The Harry
Von Tilzer Co. will concentrate its advertising

and plugging campaign on "Dear Old Lady," a

fox-trot ballad, and "Chief Hokum," a novelty

fox-trot.

TWO NEW MARKS CO. NUMBERS

The Edward B. Marks Music Co. recently

accepted for publication two new songs from
the pen of Eddie Leonard, entitled "Oh, Didn't

It Rain" and "Oh, What Eyes." Eddie Leon-
ard, who is probably the best-known minstrel

singer appearing in vaudeville, will be remem-
bered for his great song success, "Ida." He
is now appearing in a featured vaudeville pro-

duction comprising a number of dancers, a

banjo orchestra and Mabel Russell.

THE NEWEST SONG SUCCESS

Sy^NY ITALY t
^^^^^ ^^^^^

FORSTER MUSIC PUBLISHER, Inc, 235 South WabasK Avenue, CHICAGO ILL.



4
144 (World of Music) THE TALKING MACHINE WORLD October 15, 1923

THREE HOT TUNES—HOT OFF THE PRESS—BEING PLAYED EVERYWHERE

IRVING BERLIN, Inc., 1607 Broadway, New York City

LOVE TALES" WIDELY FEATURED

Johnston's Music Store in Los Angeles Gives

It a Striking Window Display

TO BE MADE MUSICAL COMEDY

"Little Miss Brown" to Have Music by Joseph
McCarthy and Harry Tierney

HEARST FEATURED BALLADS

Hearst, Music Publishers, Ltd., has been suc-

cessfully featuring the two ballads, "Wonderful
Child" and "Beautiful Rose." These numbers
have been placed in the repertoire of a long
list of vaudeville performers, including Jack
Sherman, the well-known baritone. The pro-

fessional department of the above company has
decided to make these two songs the feature

issues of a Fall campaign among singers.

There v>as recently added to the catalog of

Irving Berlin, Inc., a new song entitled "No-
body Can Love Me Like My Old Tomato Can,"
which has made an impression upon a number
of dramatic critics of New York dailies, in-

cluding S. Jay Kaufman, who writes a column
for the Evening Telegram. In his column, in

one of tlie recent issues of the Telegram, he
carried a full chorus of the above song and
made some very pointed comments regarding
the possibilities and the popularity of this issue.

PUBLISHERS OF THE WORLDS orch,

MILLION DOLLAR ^sSX-JEif/&
PARADE OF WOODEN S0LDI£R5^^

SPECIAL 0K[\:JUSTF0R T0NI6HT2Sk.%m SO*

MUSIC.REC0RD5.ROLLS ON SALE EVERVWHERE

225 U/EST 46''SXNeW VORK

"Love Tales," from the catalog of Leo Feist,

Inc., had its original success on the Pacific

Coast. Later the

number became quite

popular in the Middle

West and East. Its

success, however, as

a Pacific Coast issue

has continued, so

much so that the

dealers in that terri-

tory have found it

one of the most active

numbers of the Fall

season.

"Love Tales" ha."-

been featured by Max
Fisher's Orchestra in

Los Angeles and is

one of the most suc-

cessful fox-trots of

his nightly program.

In connection with

the featuring of this

number by the above

orchestra, Johnston's

Music Store, of Los
Angeles, recently made a full window display

showing "Love Tales" advantageously. The
title pages of the number were effectively

grouped around a large placard carrying the

title with descriptive matter and mentioning

the authors, Vincent Rose and Ben Ryan.

According to Sid Johnson, the proprietor, the

sales of the song during the past few weeks

have increased considerably and>the fact that

the numerous orchestras in Los Angeles ter-

ritory have shown unusual interest in this fox-

trot number undoubtedly will be the means of

keeping the song active for weeks to come in

that localitv.

"Little Miss Brown," the comedy in which
Madge Kennedy was featured some ten years

Featuring "Love Tales'

ago, is being converted into a musical comedy
and will be given a production the latter part of

this month by William A. Brad^'. Philip

Bartholmae, author of the original farce, will

handle the book, while Joseph McCarthy and
Harry Tierney will contribute the Ij-rics and
music. Nancy Welford, now on tour in "Up
She Goes," M-ill be featured in the new produc-

tion. Leo Feist, Inc., will publish the music.

Ernest Ball has cabled his publishers, M. Wit-
mark & Son, that he has had to extend his

English engagement indefinitely, owing to his

success with the public.

DEALERS—ATTENTION
NOW READY

Zez Confrey's Modern Course
in

NOVELTY PIANO PLAYING
Endorsed by

Lee S. Roberts
Pete Wendling
Victor Arden
Max Kortlander
Phil Ohman, etc.

Containiny; more than 50 pages of ex-
I>lanations of" figures and breaks used
by the famous composer in his record-
ings of Victor records and Q R S piano
rolls, as well as a previously unpub-
lished syncopated waltz solo, and Mr.
Confrey's conceptions of some of the
old favorites.

For Students and
Advanced Pianists

as well as Profes-
sionals, Teachers,
Conserva-
tories, etc.

WHOLESALE PRICE 90c. Each ($1.50 RETAIL)

JACK MILLS, Inc.
MUSIC PUBLISHERS

Jack Mills Building 148-150 W. 46th St., New York, N. Y.
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NIGHTS
IN THE

W00D5
JcnsationalParisian Jfft-^

BERLIN GETS "YOU DARLING, YOU"

Extensive Publicity Campaign on New Number
to Be Started Immediately—Advertising Ma-
terial Now in Course of Preparation

^\Me European

direct/i'o///

Irving lierlin, Inc., has purcliased from James
Brocl'cnian the new song entitled "Vou Darling',

Vou." It has been said in publishing circles

that there were several bidders for the number,

but the enthusiasm shown and the appropria-

tion planned for publicity by the Berlin organ-

ization made Mr. Brockman decide in favor of

placing it in its hands.

The band and orchestra, professional and sales

departments of the Berlin Co. state it is a song

of real merit and expect, with the exploitation

campaign now being arranged, to make it one

of the best known popular airs of the current

season.

The campaign will not only involve the ac-

tivities of the above departments, but the vari-

ous branch offices of the Berlin Co. will aid

in giving "You Darling, You" national publicity.

Orchestrations are now being forwarded to all

parts of the country and it is expected in a very

short space of time to have the campaign well

under way.

Special advertising material, covering every

channel of sheet music publicity, has been

planned. This will include consumer litera-

ture, window strips, hangers, streamers and
other effective matter. Many vaudevillians will

be induced to sing the song and, with the aid

of dance orchestras, motion picture houses,

cabarets and -other entertainment resorts, a re-

sponse to the number's merit is looked for-

ward to shortly.

The acceptance by Irving Berlin, Inc., of the

above song, "You Darling, You," brings to mind
a little of the earlier history of the number.

Originally it carried an entirely different title

and was presented to the Berlin organization

for publication. Owing to the fact, however,

of the wealth of material then in the Berlin

catalog, its publication was refused. Brockman,
though, decided to make some changes and give

the song early exploitation through his own
efforts, with the result as outlined above.

There have been several instances where
songwriters have carried out some preliminary

work on numbers in which \\\ty had the greatest

of confidence.

NEW CANTOR STARRING VEHICLE

"Kid Boots" is the new musical comedy in

which Eddie Cantor will be starred this season

by Flo Ziegfeld. Arrangements have been made
to put the show into rehearsal October IS and
open out of town about November 1. After

three weeks on tour Ziegfeld proposes bringing

the show into New York. The book for the

show was written by William Anthony Mc-
Guire, lyrics and music by Tierney and Mc-
Carthy. Leo Feist, Inc., will publish the score.

SHERMAN, CLAY JNUMBER IN DEMAND

Portland, Ore., October 6.—The new waltz

number of Sherman, Clay & Co., "The West,
the Nest and You," is being put over big in

I'ortland and all of the local dealers report

large sales. The local Sherman, Clay music
house, at Sixth and Morrison streets, has an
attractive window display of the number and
the George Olsen Orchestra, of the Hotel Port-

land, plays the waltz on every occasion. Port-

land music lovers always follow George.

SONGS HAVE WON GREAT VOGUE

Chappell-Harms, Inc., New York, has an im-

pressive number of successful songs in its cata-

log which will make a wide appeal to dealers

and to the general public which has rapidly be-

come acquainted with them through the theatre,

the music roll and the talking machine record.

Some further "hits" will soon be forthcoming
from this house.
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NEW STASNY CO. REPRESENTATIVES

Frank Gibney Handling Stasny Catalog on

Pacific Coast, With Billy Newsome Render-

ing the Same Service in Chicago

Frank Gibney, recently connected with J. H.

Remick & Co., Seattle, has arranged to again

repre.sent the catalog of the A. J. Stasny Music

Co. on the Pacific Coast, making his headquar-

ters in San Francisco. He has a fine tenor

voice and will exploit the Stasny feature num-
bers "Sun-Kist Rose" and "Waltz Me to Sleep

in Your Arms" in the theatres and over the

radio. Harry Tobias, New York salesman for

Stasny, who is now on the Coast, is sending in

good orders for various numbers in the catalog.

Billy Newsome, formerly connected with

Waterson, Berlin & Snyder and Irving Berlin,

Inc., is now representing the A. J. Stasny Co.

catalog in Chicago and surrounding territory

and is arranging some effective exploitation

stunts for the various numbers.

WIDE "INDIANA MOON" CAMPAIGN

Berlin Undertakes Heaviest Exploitation on

Number in History of That Publishing House

According to reports from Rochester, N. Y.,

during a week's featuring of "Indiana Moon,"
a waltz from the Irving Berlin, Inc., catalog, in

that city by the various dance orchestras, mo-
tion picture houses and other channels of pub-

licity, there were exceptionally heavy sales of

the number, one store alone selling over 2,000

.copies. This was the opening feature of one of

the biggest campaigns ever inaugurated by the

LATEST
BROADWAY Blues
"YOU'RE ALWAYS MESSIN'
'ROUND WITH MY MAN"
"KEEP YOURSELF TO-
GETHER SWEET PAPA"

"BLACK MAN" (Be On Yo* Way)

"TIRED O' THE BLUES"

"COTTON BELT BLUES"

"LOW-DOWN PAPA"

SPENCER WILLIAMS
MUSIC COMPANY, Inc.

1547 Broadway New York

above publishing house. Similar activities are

to be carried out in hundreds of other centers.

In Rochester these publicity and sales exploita-

tion methods are to be supplemented by a news-

paper campaign there and some surrounding

cities.

This publicity will appear in over 200 pa-

pers throughout the United States. Most of

this advertising will appear in story form and

will be illustrated with thematics of "Indiana

Moon." In all territory where this advertising

will appear the usual publicity, through the aid

of the theatres, motion picture houses and or-

chestras, will be a part of the program.

PRINCE DANCES TO "SUN KIST ROSE'

Prince of Wales Among Those Who Have
Danced to Music of Stasny Number as Played

by Jack Hylton's Grafton Galleries Orchestra

One of the leading fo.x-trot hits in England
for some time past has been "Sun-Kist Rose,"

the A. J. Stasny Co. publication which, in addi-

tion to being featured by a number of orches-

tras in and about London, has been recorded for

His Master's Voice record by Jack Hylton's

noted Grafton Galleries Orchestra, the organi-

zation which plays dance music for royalty,

which patronizes the Galleries regularly to dine

and dance. The Prince of Wales and other

members of the royal family have danced to

the music of "Sun-Kist Rose" while at Graf-

ton's, and it was there that Whiteman and His

Orchestra appeared for a time while in London,

playing alternately with the Hylton organiza-

tion.

Another Stasny number that has won a place

for itself in England as well as in the United

States is "Waltz Me to Sleep in Your Arms,"

which is being featured by a large number of

orchestras and was also recorded on records

and music rolls.

SPECIAL BANNERS TO BOOST RECORDS

In connection with the special release of the

Okeh record of the fo.x-trot success, "Sun-Kist

Rose," as played by Vincent Lopez and His

Hotel Pennsylvania Orchestra, the A. J. Stasny

Music Co., the publisher of the number, has pro-

vided attractive banners announcing the release

for the use of Okeh record dealers, the banners

being supplied through the regular distributors.

TALKING MACHINE MEN'S BALL

Plans Completed for Gala Event on Novem-
ber 21—Many Prominent Orchestras Will

Attend—Sol Lazarus in Charge of Details

The entertainment committee of the Talking

Machine Men, Inc., held a meeting at the Hotel

Pennsylvania October 3 at which plans were

made for the forthcoming annual ball. After

a conference with the management of the Hotel

Pennsylvania it was found that November 21

was the best date available for the ball and the

committee thereupon decided to hold the affair

on that date. Arrangements are now being

made for the orchestras that will appear that

evening and it is quite probable that Vincent

Lopez and His Hotel Pennsylvania Orchestra,

exclusive Okeh artist, will be the resident or-

chestra of the evening. Among the orchestras

which will contribute to the evening's entertain-

ment are the following organizations, all of

which are well known to the talking machine

trade and to the dance-loving public (this list

being arranged alphabetically): Ben Bernie,

California Ramblers, Columbians, Coleman's

Montmartre, Dixie Land Jazz, Carl Fenton,

Bennie Krueger, Ted Lewis, Memphis Five,

Ray Miller, Gene Rodemich, Ben Selvin, Joseph

C. Smith, Paul Specht, Paul Whiteman and the

Yerkes Flotilla.

It was decided that tickets to the annual ball

will cost $L65 each and an aggressive publicity

campaign will be instituted with the idea of

making this event the most successful that the

Talking Machine Men, Inc., has ever held. The

details of the ball will be in the hands of Sol

Lazarus, chairman of the entertainment com-

mittee, and among the members of the commit-

tee who were present at the recent meeting

were the following: E. G. Brown, Chester Abel-

owitz, A. Galucie, J. J. Davin, W. C. Conn, N.

Goldfinger, Erwin Kurtz and Otto Goldsmith.

Size 13xl3x7«/J"
Wonderful—Loud—Clear—Tone
Mahogany finish or Leather-
old covering. Weight, 13 lbs.

NEW IMPROVED

Fulton ''AUTOMATIC" Portable
Model No. 25

Sample to 1 O Cfl Discount in

Dealers ipl^»0\J Quantities
CASH WITH ORDER

This remarkable new portable is equipped with a durable

motor, and a new feature patented throw-in-arm. No parts

to disconnect when closing up. Simply close the lid,

and the tone arm falls in automatically with it; open the

lid and the tone arm comes up in position ready to play.

We still have a limited quantity of our Model 35 at the same
price, 512.50.

Phonograph and Accessories, Repair Parts for All Makes.
Piiritone and Truetone Needles at 25c per M in lots of 10 M

and up.

Fulton Talking Mach. Co.
253 Third Ave.

New York City
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TOLEDO
Why Advertise a Registering Piano

in a Phonograph Journal?
For just this reason: we are able to present a product with
an active, profitable market, merchandised on much the

same lines as are talking machines.

Your merchandise, generally speaking, is Nationally ad-

vertised. So is the Gulbransen.

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

Your merchandise, generally speaking, is at a point where
the service expense is so small as to be practically negli-

gible. The same is true of the Gulbransen.

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

does the Gulbransen.

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

In the phonograph field are some of the world's greatest

"human interest' ' trade marks.The Gulbransen also has such

a trade mark—the famous Baby that means "Easy-to-Play
'

'

.

These are a few reasons why the Gulbransen "fits in"

with the average retail talking machine business, and why
it is now handled in so many stores of this type. Many
merchants heretofore handling talking machines exclusively

have changed their policy on account of the Gulbransen
opportunity.

You may find that there are many points of similarity

in your own case— enabling you to sell the Gulbransen
at a very slight increase in overhead.

Why not find out? We'll gladly send the full details to

any dealer in communities where representation is available.

Just fill in the handy coupon.

I GULBRANSEN-DICKINSON CO., 3x36 W. Chicago Ave., Chicago

GENTLEMEN: Tell us how the Gulbransen "fits in" with a talking

machine business.

tiame

Address _ _

City Gulbransen Trade Mark.

nULBRANSEN
vjThe TtegisteringPiano

Delayed Machine Shipments Hurt

Business— General Sales Gains

—Trade Activities of the Month

Toledo, O., October 8.—A fact about the im-

mediate future which is contributing to the en-

thusiasm of talking machine dealers, and at the

same time giving satisfaction with the splendid

showing of the past weeks, is that sales in-

creases average about 12 per cent. Some say,

however, that if deliveries of certain new mod-

els were more rapid orders now held up could

be filled. Christmas Clubs for customers de-

siring to have machines delivered during the

holidays, are now being formed in several

stores, the idea meetitig with general favor.

The Toledo Talking Machine Co. is regu-

larly receiving shipments of new model Vic-

trolas, but the demand is so great that they are

shipped out immediately. Chas. H. Womel-

dorff, commenting on conditions, pointed out

that a year ago machine stocks in the ware-

houses of jobbers amounted to a four months'

supply, giving distributors plenty of goods to

work on. This year, however, the available sup-

ply totals only sufficient merchandise for one

month, with no surplus.

The opening of the Rivoli City concert series,

with Mme. Ernestine Schumann Heink as solo-

ist, not alone drew a crowd of 3,200 persons to

the Rivoli Theatre, but also produced a hand-

some volume of record sales for dealers. She

visited Victor dealers during her stay in the

city and autographed a number of photographs.

The Lion Store Music Rooms staged a suc-

cessful tie-up with the concert and, as a con-

sequence, a large number of her records were

sold. The annual Christmas talking machine

club was launched on October 1. Full-page dis-

play newspaper advertisements were employed

for the push. Harry Reeves, formerly with the

department, has rejoined the organization as a

member of the sales organization.

Recent visitors included Wm. C. Hutchings,

assistant general sales manager, and H. G. Burr,

of the Brunswick Co. of Chicago; H. Kane, of

the Chicago Talking Machine Co.; Geo. Deagon,

of the Cleveland Talking Machine Co.; C. K.

Wagner, of the Musical Instrument Sales Co.;

Chas. Kennedy, of the Bush & Lane phono-

graph division; Harry Levy, of the Aeolian Co.,

and Harold Goldie, of the Columbia Co.

At the Goosman Piano Co. talking machine

and record sales the past month have showed
a splendid growth. Miss Kirschner is now in

charge of the record department.

Miss Grace Greenman, formerly manager of

the Goosman talking machine department, has

opened a service bureau for dealers. This is a

merchandising service, which will teach better

store management and sales promotion. At
present she is conducting a thirty days' sales

campaign for Compton Bros., music dealers,

Findlay, O.

Don Van Breimer, connected with Toledo

music stores at various times, has been ap-

pointed manager of Compton Bros.

Miss M. Plotkin, formerly with the Whitney-
Blaine-Wildermuth Co., has joined the sales

force and will have charge of the records of the

Peoples Outfitting Co. Miss Farrell, who has

been in charge of the department, is ill at a

local hospital.

The Cable Co., October 1, launched an ag-

gressive Fall sales program on Victrolas and
Brunswicks, W. A. Grubbs, talking machine
department manager, reports. Lina Striggow,

an experienced record saleslady, is now in

charge of the record department here.

Miss Maud Winchell, formerly with the

Cable Co., has been made manager of the Vic-

trola department of the Whitney-Blaine-Wilder-

muth Co.

At the LaSalle & Koch Music Shop Red Seal

record sales have increased since double-faced

records appeared, Forrest O. Edwards says. A

large number of patrons of this quality store

have, as a consequence, started Red Seal li-

braries.

Grinnell Bros., in order to properly serve

their growing clientele, have added two Vic-

tiola display rooms to the second floor.

The United Music Store, which caters largely

to foreign buyers, experienced a pleasing sales

volume the past month, according to Harry
Wasserman, proprietor. While experience has

shown that the foreign patron is always sensi-

tive about inquiring about new records, cour-

tesy and a knowledge of his language break

down his natural timidness. Permitting cus-

tomers to play records and respecting their

tastes are other points which create patronage,

Mr. Wasserman declares.

The Frazelle Piano Co., Adams street upstairs

music house, will soon occupy a store on the

first floor under the present location, in addi-

tion to the double upstairs store now^ used.

Sonora and Vocalion machines are featured by
this progressive dealer.

The J. W. Greene Co., on September 25, in-

vited the public to inspect its enlarged store.

Almost double the former space is now occu-

pied. New booths have been added and service

facilities have been increased. A story of the

opening appears elsewhere in this issue.

The conductor of the column appearing daily

in the Toledo Times, under the caption "The

Town Crier," on last Monday' eulogized the

Lion Store service. Valuable publicity!

MOLINE, ILL., FIRM BANKRUPT

Bankriiptcj' proceedings have been started

against Thor Norberg, who formerly conducted

music stores on Fifth avenue, Moline, and
Third avenue, Rock Island, 111. Liabilities are

$38,177.23 and assets are estimated at $10,456.38.

TAKES OVER R. 0. BUEHL STORE

The Columbia establishment of R. O. Buehl,

Buffalo, has been purchased b3' J. R. Pancock,

who has inaugurated a sales drive on Colum-
bias.
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SPRINKLE PIANO CO/S NEW HOME

Progressive Brunswick Dealer Occupies Hand-

some Building—Uses Extensive Newspaper
Publicity to Feature Brunswick Products

Norfolk, Va., October 5.—The Sprinkle Piano

Co., 442 Granby street, recently completed an

addition to its large store and this concern,

which is one of the leading retail music estab-

Sprinkle's New Warerooms
lishments in the South, now occupies two three-

story buildings, twenty-five by ninety feet, with

an additional story extending into another

building fifty by ninety feet. The company
handles but one line of furniture and its music
business is by far the largest part of its activi-

COLUMBUS
Dealers Preparing for Year-end

Business — A rtist Honored— Ad
Tie-ups Pay—News of the Month

Columbus, O., October 8.—Music dealers, gen-

erally, are using a great deal of their time in

preparing for Fall and Winter business. Or-

ders for both talking machines and records are

being placed and several of the dealers are re-

modeling their stores and making ready their

stockrooms and show windows prior to the re-

ceipt of the shipments.

Among the firms planning to enlarge their

quarters is the Robert L. Seeds Co., Cheney

and Edison dealer, at the McAllister-Mohler

Furniture Co.

An honor, seldom accorded an artist who
comes here on the occasion of a concert, will

be conferred upon Mme. Ernestine Schumann-

Heink, famous Victor artist, in November, when
she will be entertained in the Governor's man-

sion by Mrs. Vic. Donahey, first lady of Ohio.

She is scheduled to appear in concert here un-

der the auspices of the American Legion. Other

artists who will appear at the same time are

Mischa Elman, Victor artist, and Louis Grav-

ure, Columbia artist.

The Z. L. White Co. is doing considerable

advertising in explaining to the public the new
Victor weekly release plan and the double-

faced Red Seal records. It is the opinion of

various Victor dealers that it will take some

ties. Several lines of pianos are carried, and in

the phonograph depaitment Brunswick phono-

graphs and records are featured exclusively.

The Brunswick department is one of the most

attractive in the entire establishment and in its

newspaper advertising, which calls for full

pages almost invariably, Brunswick products

are prominently displayed.

THE TRINITY
Radio-Phonograph

(Maclite Equipped)

The Trinity Triumph
As the scope of both the phono-

graph and radio has advanced, so

has the popular desire grown for

the instrument that combines the

wonders of both into a single unit

of amusement and beauty at a mod-
erate price.

In the Radio-Phonogiat>h the most
advanced principles of both instru-

ments are built into one cabinet of
the same dimensions as Console type
phonograph.

All equipment is contained within
the cabinet, including the loud
speaker. No wires are visible ex-
cepting the new type antenna and
ground leads, which are readily

hidden.

The Phonograph
A Trinity—"Sweet as the Chimes." Cabinet

of five-ply veneer ; English Bro^vn or Dark
Red Mahogany; Queen Anne Period. Stand-

ard type motor and reproducer of quality.

Tone chamber of selected spruce. K. & D.

electric drive optional.

The Radio
A Maclite—A four-tube set; a successful

tuned impedance type radio frequency set ; a
singular achievement in advance radio engi-

neering that brings in distant stations (through
the tone chamber of the phonograph, which
acts as a loud speaker) with exceptional clar-

ity and without distortion. The "A" and "B"
batteries are of the highest standard (Maclite).

Representatives Desired Everywhere

Trinity Phonograph Company
142 Berkeley Street Boston, Mass., U. S. A.

^Record Business

'"The Whitsit organi-
zation is paying

close attention to the
dealers' activities in

connection with the de-
velopment of Victor
record business. Our
facilities and experience
are at your disposal

—

why not take advant-
age of it?

little time to get the general public acquainted

with these innovations, but once that is accom-

plished its reaction is expected to be very fa-

vorable.

The Robbins Piano Co. and the Goldsmith

Complete Music Store, both Brunswick dealers,

have found it profitable to tie up their advertise-

ments with the larger advertisements placed by
the Brunswick Co. In this way Brunswick ad-

vertisements stand out conspicuously in the

newspapers.

For the past three weeks the Elite Music Co.

has been engaged in putting on special Vic-

trola shows. These displays are put on either

in a prominent hotel or a popular store in small

towns nearby. House-to-house canvasses are

made by members of the sales force, announc-

ing the show and extending invitations to come
and view it. The results have been very satis-

factory.

A new way of tying up Victrolas with other

merchandise handled in a department store was
shown when the F. & R. Lazarus Co. used an

art model Victrola in featuring the new Fall

draperies in a window display. In a smaller

window of the same store dififerent models of

Victrolas were on display. Manager C. C. Hin-

terschied will soon launch an extensive adver-

tising and publicity campaign. A. C. Rundio,

well-known banjoist, is now connected with the

Victrola department of this company.

Mrs. Catherine Nicklus, of the C. C. Baker

firm, has resumed work in the sheet music de-

partment, after a year's leave of absence.

Alberto Salvi, harpist and Victor artist, and

Rosa Ponselle, soprano and Columbia artist,

will give a joint recital on the evening of Oc-

tober 12 at Memorial Hall, and this concert will

open the concert series of the Women's Music

Club. The entire seat sale for this course is

conducted in the box office at the Otto B. Hea-

ton Co., Victor dealer. In addition to provid-

ing a box office, and private telephone service

in the box office, this firm has also run large

advertisements, featuring the six big concerts

and emphasizing the individual artists.

W. F. Davisson, vice-president and general

manager of the Perry B. Whitsit Co., Victor

jobber, is spending a few days in Cincinnati,

visiting Victor dealers and friends.

THOMAS MUSIC CO. OPENS

Marshfield, Ore., October 6.—A branch store

for the Thomas Music Co., of this place, has

been opened on Spruce street, Myrtle Point.

L. L. Thomas, proprietor, has just arranged for

a carload shipment of pianos and musical in-

struments with which to stock the store. The
new branch will be in charge of George E.

Cooper, an experienced music dealer from Walla

Walla.
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Long Console Cabinet No.90
Designed to accommodate the VICTROLA IX
The most attractive console cabinet on the market

List Price $40

Long Console Cabinet No. 90
Four Doors and One Horizontal Drawer

Long'Console Cabinet

No. 90, Open

The LONG CONSOLE CABINET No. 90,

designed to accommodate the VICTROLA IX, is,

without question, the finest cabinet ever introduced

to the trade. It is finished m mahogany and its

attractive lines compare favorably vv^ith the most

artistic period console talking machines marketed

by the leading manufacturers.

Deliveries start October 15th.

Order now to avoid delays.

Can also be fitted to accommodate
Victrola VIII.

We would suggest that you place

orders now for Long Console Cabinets

Nos. 601, 603, 608 and 610, designed

to accommodate Victrolas VI and IV,

and for Upright Cabinet No. 606 for

the Victrola IV.

J^^S The Geo. A. Long Cabinet Company
HANOVER, PA.
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The hull Before the Fall Buying Rush Hits City—Conditions

Generally Are Good—/. /. Brioii to JJ'ed—Month's News Budget

New Orleans, La., October 6.—The humming

continuity of the engine of business in the local

music world seemed automatically to become

interrupted during the last few days of Septem-

ber and the initial ones of this month. The
pause was not totally unexpected by the dealers

who were affected in this manner. September,

particularly waning days of the month, is con-

sidered a very difficult month in which to pro-

mote or carry on business up to the normal

standard. It peculiarly ushers in a season that

is universally accepted as a signal for the an-

nual changes that take place in the daily life of

a city. In other words, it is the criterion of

the knowledge that Summer vacationists are

returning to their homes amidst rather upset

conditions. This causes thoughts of musical

and, as a matter of fact, much other merchan-

dise to be subordinated to the one single

thought—getting settled, jointly with a financial

retrenchment—after the warm weather pleas-

ures. Additionally, this time of the year there

is considerable moving, which forbids buying

until the individual is settled in the new abode.

The Automatic Phonobrush

has been sold from coast to coast, be-

cause it cleans all dirt and grit Auto-

matically from every groove ahead of

needle, w^hich doubles the life of the

record; eliminates the surface noise,

and produces the tones as the artist

intended.

Attached in an instant, and lasts as

long as the machine.

Made to fit the various machines.

What kind do you handle? List

price $.50, to Dealer $2.00 per doz.

Interesting quotations to Jobbers.

STURGIS NOVELTY WORKS
Medina, N. Y.

Parham Werlein, president of Philip Werlein,

Ltd., has been in the East for several weeks

on a combination business and pleasure trip.

Mr. Werlein subsequently visited the Victor

factory at Camden, N. J., where he conferred

with officials of the company and inspected the

latest models of machines that are proposed or

under construction.

The New and the Old

A study in contrast as a means of vividly im-

pressing upon the public the rapid progress that

has been made by the Victor Co. in the develop-

ment of the talking machine is being given by

the Werlein house to persons visiting the store.

In the retail department, where it may be

viewed easily, stands the latest creation in talk-

ing machine manufacture—a glass-topped in-

strument, through which the curious may gaze

and note the entire operation of the machine.

It is known as Model No. 130. On exhibition

beside it stands a copj' of the first talking ma-
chine ever manufactured by the Victor people.

This is one of the old horn type that served

satisfactorily before the introduction of the

modern, exquisite case, which masks the sound

amplifier and is much more compact and easier

to handle than the old.

A great deal of enthusiasm is manifested by

Victor dealers generally in this territory over

the new $250 and $300 art models that are ar-

riving. Victor people feel that they possess the

goods the public demands and sales are being

pushed on that theory. The new double-faced

Red Seal record releases, distributed at a great-

ly reduced price, are enjoying extreme popular-

ity. Weekly releases are also serving to stimu-

late a heavy business in disc entertainment.

J. J. Briou to Wed
The friends and associates of J. J. Briou, trav-

eling representative in Mississippi and Alabama
for the Werlein house, are looking forward with

a great deal of pleasure to his marriage to Miss

Hilda SchaefTer, a charming young lady of this

city. The nuptials are scheduled to be cele-

brated on October 10. The announcement of

the wedding was the signal for a great flood

of congratulations and well wishings to pour

to the young couple.

Finds Conditions Good
Frank L. Hough, Victor representative in this

territory, has been touring the States of Texas
and Louisiana. Air. Hough reports excellent

conditions existing, with Victor a great favor-

ite in the portions of the States he has called

upon.

New Brunswick Model Pleases

The Raleigh, one of the latest creations in

the Brunswick console types, has been received

by the firm of L. Grunewald & Co. Accord-
ing to Manager E. L. Staples, of the talking

machine department, the Raleigh seems des-

tined to become one of the most popular of

the $200 class of console models. Several have

been disposed of already. Business with the

Grunewald house appears to retain its normal
strength, although "off days" pop up at inter-

vals.

Edison Sales Grow
September proved to be a very satisfactory

month for the Diamond Disc Shop, retailers of

Edison products. According to Manager J. K.

Billiet, a statement of the month's business,

compiled to the twenty-fifth of September and
compared with the same period of the previ-

ous month, showed a clearance of several thou-

sand dollars for the latter. The remaining days

were expected to substantially bolster up that

figure, making the sum total for the entire

thirty-day period extremely encouraging.

Edison Jobber Visiting Factory

Manager W. W. Twigg, of the Diamond Mu-
sic Co., Edison jobber in the Southern terri-

tory, is away on a business trip to New York
and Eastern points for a duration of about ten

days. He will probably confer with Edison
officials before returning to the city in prepara-

tion for the expected heavy traffic in Fall and

Christmas business.

Maison Blanche Contest Delayed

The proposed essay contest that was to be

held by the music department of the Maison
Blanche Co. during the month of September
was pigeonholed by Manager f". D. Moore, in

order to make way for some other business that

required the preference. However, Mr. Moore
has no intention of abandoning the plan and
will probably introduce and announce it for

November, the announcement to be finally de-

cided upon at a later date.

The house has been disposing of some Co-
lumbia stock which it secured and Manager
Moore reports that excellent results have been

obtained from a short special-priced sale that

was put on.

Experiencing Starr Shortage

Mrs. B. J. Tremblay, in charge of the talking

machine and record department of the Collins

Piano Co., reports that Victor Models 400, 405

and 410 are exhibiting some activity. The house

has disposed of a number of these models. The
record business remains in excellent state. The
firm has only the Victor products on hand, as

they have been unable to obtain consignments

of Starr machines, due to the inability of the

factory to make deliveries.

W. C. Fuhri a Visitor

W. C. Fuhri, general sales manager. General

Phonograph Corp., manufacturer of' Okeh and

Odeon records, with headquarters in New
York, was a recent visitor here. He is on a

tour of the Southern territory. During his stay

Mr. Fuhri made his headquarters at the Junius

Hart Piano House, the local distributor for

Louisiana and Texas.

The name of the Karr Drug Co., Victor

dealer, Christopher, 111., has been changed to

the Finis Hindman Dru^ Co.
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FOURTEEN IS THE NEW LUCKY NUMBER
FOURTEEN times you can please the customers to whom you

have introduced Bubble Books. And long before they have
bought all fourteen of them they're talking about Bubble Books

and you to their friends.

Q
For you have introduced in Bubble Books a means of keeping the

children amused long hours at a time. When they tire of other play-

things they return with added zest to the books "that sing" all their

loved Mother Goose rhymes and games.

Q
Once a mother knows that she can buy freedom for herself by buying
Bubble Books for her children, she is one of their strongest advo-
cates. She will think pleasantly of you who introduced them to her.

Q
And one pleased customer brings another,

the new lucky number. Make it yours

!

We are telling your customers about Bubble Booksj. through the

magazines they read. You can bring them to your store for these

books "that sing," through a Bubble Book Hour. We mention it in

our ads. Ask us about this plan to bring customers into your store
'

during your dull hours. Also send for list of other free selling helps.

That's whv fourteen is

THIS handsome stand is yours

free with an order for three

gross of Bubble Books—a smaller

stand is given free with one gross.

Bubble BOOK'S
-that Sing"

by RALPH MAYHEW
and BURGESS JOHNSON
Illustrated by Rhoda Chase

Retail at $1.00

with three records

When you sell one you sell a habit

and when you sell a habit you're

building business.

HARPER & BROTHERS, BUBBLE BOOK DIVISION
ESTABLISHED 1817 49 EAST 33rd STREET NEW YORK
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ATTRACTIVE NEW VOCALION POSTER FOR DEALERS' USE HELPS TO MERCHANDISE NEEDLES

For the benefit and convenience of Vocalion

dealers who believe in outdoor advertising the

wholesale Vocalion department of the Aeolian

Co. has prepared a most attractive twenty-

The accompanying illustration gives a gen-

eral idea of the design of the poster which is

supplied to the dealer complete with his im-

print. A number of retailers have shown much

Artistic New Twenty-four Sheet Vocalion Poster in Colors

four-sheet poster in several colors designed for interest in the new poster and a goodly number
billboard use, which is supplied free to those of them are already placed along the highways
retailers who see fit to provide suitable display in the Middle West, calling the attention of

space for this effectively designed poster. travelers to the Aeolian-Vocalion.

It is the Blackman Policy to so

inspire the confidence of its Victor

Dealers that they will never ques-

tion our motives though they may
at times disagree with our methods.

Silent Salesman or Counter Display Which Ad-
mirably Displays the Product Introduced

The problem of increasing needle sales is

one that is being given considerable attention

by the talking machine retailer. An obstacle

has been alwaj's met, however, in the reluctance

of the salesperson to give time to the selling

of such small articles as needles, not realizing

the cumulative profit. The silent salesman or

counter display has, therefore, arisen to fill

this need. Many needle manufacturing and dis-

PROTECT YOUR RECORDS BY USING

THEORIOINAL TEN TIME NEEDLE
lt»CM KttOlE CUlUkNIHD TO PHTTEM RECORDS ONAKY PnOMOGRWII)

IGMLT TSUnoTO /

PROLONOTHE UFeI
OFYOURBECOROil

A PACKAGE OF
50 NEEDLES

EQUIVALENT TO
500 ORDlN&RY
STEEL NEEDLES

POiCt

?0e CANADA

tXTRA LOUD

New Wall Kane Needle Display Stand

tributing firms have evolved attractive stands

for this purpose. Among the newest is one

produced by the Wall Kane Needle Mfg. Co.,

Brooklyn, N. Y., which provides for 100 pack-

ages of this ten-time needle in a variety of

tones. These needles are stocked at the back of

the stand and only a fair proportion of the pack-

ages are on display. This also provides against

the casual removal of packages by others than

the salesperson. Through its general attrac-

tive color scheme and display it is expected

that this new stand will materially aid the sales

of the brand of needles that it contains.

OPENS "TALKER" DEPARTMENT

Utica, N. Y., October 9.—An attractive talking

machine department has been opened on the

third floor of the John A. Robert Co.'s store

in this cit^^ There are seven sound-proof ma-

chine and record demonstration booths, in addi-

tion to a large central machine display room.

Victor talking machines and records are

handled.

The Shecter Music Co., of Cumberland, Md.,

has been putting on a big Columbia sales cam-

paign. Several outside canvassers were em-

ployed and not only a large number of actual

sales were made, but a good list of prospects

was secured.
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FEATURES BUESCHER INSTRUMENTS

Whiteman's Leviathan. Orchestra Exhibits In-

struments in Buffalo Dealer's Window—Stim-

ulates Instrument and Record Sales

Paul Whiteman's S. S. Leviathan Orchestra,

which records for the Victor library, recently

played a week at Shea's Hippodrome Theatre,

in Buffalo, N. Y., where it received an en-

thusiastic reception at every performance. This

theatre directly adjoins the music establishment

of Denton, Cottier & Daniels and the accom-

Denton, Cottier & Daniels' Buescher Display

panying illustration shows the set of Buescher

band instruments used by the Leviathan Or-

chestra. The "parking" of these instruments

in the store window mornings and between the

afternoon and evening performances attracted

a great deal of attention from passersby and
stimulated the sale of Victor records and
Buescher band instruments. Denton, Cottier &
Daniels maintain an extensive musical merchan-
dise department wherein Buescher instruments

are featured.

HOHNER REGISTERS "MUSIC BOX'

Washington, D. C, October 8.—The firm of

M. Hohner, distributor of the Hohner harmoni-
cas and accordions. New York City, has ob-

tained registration for the words "Music Box"
to be used as the name of a harmonica, it was
announced by the Patent Office. The name has

been used by M. Hohner for the past year.

Musical Instruments of Every Description

9ro0]>ressive
^MUSICAL INSTRUMENT CORPORATION^

319 Sixth Avenue, New York

TIME PAYMENTS ON SAXOPHONES

Talking Machine Dealers Widen Scope of Sales

Possibilities by Granting Credit

Saxophones and trap drum outfits are prov-

ing particularly good sales numbers in the line

of the Fred. Gretsch Mfg. Co., importer and

wholesaler of musical merchandise, Brooklyn,

N. Y. E. E. Strong, sales manager of the com-

pany, in a recent interview with The World,

stated that talking machine dealers in particu-

lar were finding these items big sellers. "The

talking machine retailer," stated Mr. Strong, "is

selling these high-priced instruments on the de-

ferred payment plan, which greatly widens the

scope of prospects. Time payments on musical

merchandise are just as necessary as time pay-

ments on talking machines and pianos. In fact,

it is the higher grades of all musical instru-

ments that are selling best. For instance, our

professional banjo is far more in demand than

the cheaper numbers in the line."

INSTALLING DEALER EQUIPMENT

The Zimmerman-Bitter Construction Co.,

New York, manufacturer of equipment for mu-
sical merchandise departments, has closed a

number of important orders during the past few

weeks for this type of installation. A. Bitter,

of this company, states that the dealers are in-

stalling sheet music, musical instrument and

small goods departments in preparation for a

banner Fall and holiday trade and that, in order

to diplay musical merchandise advantageously,

the use of store display cases is considered al-

most imperative.

To Dealers:
When considering the prop-

osition of taking on a full line

of musical instruments and ac-

cessories why not give "Strings"

your earliest approval. WHY ?

Because of small investment

—

steady sales—fine profits

—

then get the best

—

"AN ASSORTED
GROSS

AT LESS THAN
GROSS RATE"

DISPLAY CASE

For Window and Counter
Write for Introductory Offer

STANDARD MUSICAL STRING
6? MFG. CORP.

104 South 4th Street Brooklyn, N. Y.

LARGER QUARTERS IN DECATUR, ILL.

Decatur, III., October 6.—With the addition

of the Lyon & Healy line to its piano depart-

ment the William Gushard Co., one of the lead-

ing music houses here, has been forced to en-

large its quarters. For this purpose the mezza-

nine floor has been remodeled and is now given

over entirely to the display of musical merchan-

dise. New record-demonstrating booths have

been built along the north wall, where the

Brunswick department is situated.

W. R. McClelland, president of the National

Music String Co., manufacturer of Black Dia-

mond strings, has returned to the New Brims-

Viick, N. J., headquarters from a business trip

through the Middle West.

The Oldest and

Largest Musical

Merchandise House

IN America

Exclusively Wholesale
ESTABLISHED 183*

G.Brxwo §-SON,Inc.
351-53 Fourth Aye. NewYorkCity
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IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 153)

Your Trade Wants Drum Outfits
And We Have the Assortments That Sell!

Practical drummers selected our new trap-drum outfits—there is no essen-

tial trap left out—no unnecessary article retained. Each outfit is equipped

with Twentieth Century GUARANTEED Drums, and this in itself is

assurance of satisfactory value for the dealer who handles them and the

drummers who play them. These outfits meet practical drummers' needs.

And believe us—drummers buy them.

Pictured Here
Is Our New

"DANCE"

Drum Outfit

—a $60.00

Retail Value

Write Us For

Dealers' Prices

on This and
Other Popular

Outfits, Retail-

ing $50.00 and

up.

The FRED. GRETSCH MFG. COMPAINY
60 BROADWAY

Musical Instrument Makers Since 1883

BROOKLYN, N. Y.

POPULARIZING HOHNER HARMONICAS

Extensive Publicity Campaign of M. Hohner
Reaching Millions of People—Newspapers,

Magazines and Theatre Play Part in Drive

An impressive example of dealer co-operation

and the creation of the demand, nation-wide,

throughout the buying public is to be found

in the varied and extensive publicity conducted

by M. Hohner, manufacturer of harmonicas and

accordions, New York City. This campaign was

inaugurated solely for the purpose of increas-

ing Hohner harmonica sales for the dealer. It

is wide in scope and represents well-laid plans.

In the national magazine advertising conducted

by the company forty-five national periodicals

are used, with a circulation of over 50,000,000.

An idea of how all classes are reached through

this publicity is found in a few of the publica-

tions selected, such as Life, American Legion

Weekly, Literary Digest, Ainslie's, Photoplay,

Detective Stories, Moving Picture Magazine,

Boys' Life and The Christian Herald.

The advertising appearing in leading news-

papers in strategic trade centers all over the

country is also increasing demand for the

Hohner harmonica. Combined with this paid

publicity is a great volume of free publicity,

editorial comment, photographs and rotograv-

ure pictures, etc., which have appeared, due to

the general interest aroused by this effective

campaign. The radio has been used to broad-

cast harmonica playing. In the moving pic-

ture field Wesley Barry, celebrated juvenile

star, is giving the Hohner publicity on the

screen. Forty-five vaudeville stars are enter-

taining their audiences with the Hohner har-

monica and it is estimated that 117,000,000

people annually are entertained in this way.

The progress of Borrah Minevitch, well-

known harmonica player, from city to city is

arousing considerable interest and receiving

much comment in the daily press. Mr. Mine-

vitch will appear in Kansas City at an early

date, where, through the combined efforts of

Mr. Minevitch, the daily press and dealers, it

is planned to feature Hohner harmonicas in a

particularly big way. Demonstrating artists,

therefore, are an important part in the campaign.

Of course, the usual dealer aids, such as win-

dow display charts and instruction booklets, are

used and, in keeping with the extensiveness of

the whole plan, these are very attractively pre-

pared. Artists' testimonials and the selection

of the Hohner harmonica by such well-known

organizations as the Boy Scouts contribute

their share. But, perhaps, the most important

part in increasing the popularity of the har-

monica and, therefore, the demand upon the

trade, are the harmonica contests that have been

and are continuing to be held in various cities

with the combined co-operation of M, Hohner,

newspapers, civic and State authorities and

other organizations. It is reported at the head-

quarters of M. Hohner, New York City, that

dealers find a decided increase in the demand
for harmonicas since this campaign was inau-

gurated. Dealers, too, are doing their part and

it shows how the, combined efforts of dealer,

distributor and manufacturer are creating an in-

terest in a product in the music field that is

sweeping from coast to coast.

To Sell Musical Merchandise
Advantageously You Require

MUSlCAl INSTRliMEIVT CASES
SMAIL GOODS DISPIAY COUNTERS

SHEET MUSIC RACES
Complete store interiors carried in

stock. Prices on request.

ZIMMERMAN-BITTER
CONSTRUCTION COMPANY
325-27 East 94th Street. New York

- Phone Lenox 2960

EXPANDS CITY DELIVERY SERVICE

C. Bruno & Son, Inc., 351-353 Fourth avenue.

New York City, the large wholesale musical

instrument and Victor Victrola jobbing house,

has recently made a great improvement in its

city delivery service department by the addi-

tion of several trucks.

The recent additions to Bruno's fleet of auto

trucks now give them one 5-ton Fierce-Arrow,

three 2;^-ton Whites and one Dodge and one

Chevrolet light delivery truck.

SMALL GOODS MEN ORGANIZE

Chicago. III., October 3.—Representatives of

most of the band and orchestra instrument

houses of Chicago met the night of October 1

at the Kunz-Remmler Cafe on Wabash avenue

and formed the Chicago Musical Merchandise

Association. Executives from the following

local firms were in attendance: Lyon & Healy,

Inc., Rudolph Wurlitzer Co., Chicago Conn Co.,

Tom Brown Music Co., Dixie Music House,

C. H. Taylor Co., Brooks Band Service, Chi-

cago Band Instrument Co., Harry B. Jay Co.,

Carl Fischer, George Diver, Burch & Ponder.

BUESCHER FACTORY EXPANDING

Elkhart, Ind., October 1.—The newest addition

to the mammoth Buescher factory is now in

process of construction. Ground was broken

for this addition in May last. It will house

correspondence and clerical departments now
in the main building, whose removal to the new
wing will allow expansion of various mechanical

departments heretofore crowded.

GOOD PROFITS
BANJOS

MANDOLINS

LUTES

GUITARS

V
E
G
A

TRUMPETS

TROMBONES

SAXOPHONES

CLARINETS

New Catalogs—Just Out

THE VEGA COMPANY
155 Columbus Ave. Boston, Mass.
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Hohner publicity which now begins will include magazines of na-

tional circulation reaching over 50 million readers each month. Plan

to benefit by this publicity.

Ask Your Jobber

M. HOHNER 114-116 East 16th Street
New York City

HOHNEH PRODUCTS mARDED FIRST PRIZE AT THE PAN/iMfl-
PAC/F/C INTER,NATIONnL EXPOSITION SAN FRANCISCO /PIS'

INSTALL SMALL GOODS DEPARTMENT

Sherman, Clay & Co. Open Musical Merchan-

dise Department in Their Portland, Ore.,

Branch—Complete and Varied Line Carried

Portland, Ore., October 6.
—"Everything now

in music" is the slogan of the Sherman, Clay

& Co. store since the installation of its new

partment in the Sherman, Clay & Co. store of

Seattle, Wash.
The new department carries all musical in-

struments and accessories for band and orches-

tra and the stock is complete in every detail,

including King band instruments. King saxo-

phones. Bacon, Gibson and Orpheum banjos,

Martin guitars and mandolins, Bacon and Gib-

son mandolins, Robert, Penzel-Mueller & Buffet

clarinets, Haynes flutes and piccolos, Christen-

son oboes, Heckel bassoons, Ludwig drums and

traps, Victor drums, Deagan marimbas and
xylophones, imported and domestic violins,

'cellos and string basses, with a full and com-
plete line of strings and reeds, as well as a

complete line of Lifton cases.

Mr. Towner reports excellent business in spite

of the fact that the department is in its infancy

NEW VEGAPHONE BANJO SCORES

Attractive Booklet Featuring Banjos Prepared

for Dealer Distribution by the Vega Co.

Band Instrument Section

musical merchandise and sheet music depart-

ments and well can it lay claim to this with

the addition of these two handsome and fully

equipped departments. For many years Sher-

man, Clay & Co. have been known in Portland

as the home of the Steinway and other good

pianos, Victor records, Victrolas and player

rolls and all that was lacking to make this

store a musician's paradise were these two lately

installed departments.

T. G. Towner, formerly of the Sherman, Clay

& Co. establishment, of Oakland, Cal., has been

made department manager. Mr. Towner not

only has taken charge, but arrived in Portland

in time to supervise the installation of the en-

tire department. Before coming to Portland

he supervised the installation of a similar de-

BosTON, Mass., October 1.—The new Vegaphone

banjo, produced recently by the Vega Co., of

this city, has proved very popular and the

orders for this instrument are coming in in a

volume that well surpasses the demand for the

lower-priced instruments. In a number of let-

ters of commendation received at the head-

quarters of the company various artists have

expressed themselves enthusiastically over the

new banjo and stated that they found it espe-

cially adapted for orchestra work and recording.

Following the presentation of the new Vega-

phone line, the Vega Co. produced an attractive

twelve-page booklet in colors on the Vega-

phone banjo, which is described as "An Instru-

.ment That Exceeds the Ideals of the Artist."

The Vegaphone tenor banjo line at the present

time consists of three models, the "Profes-

sional," the "Artist" and the "De Luxe" Vega-

phone, with a list price ranging from $187.50

to $468.75. The literature sets forth that the

Vegaphone banjo embodies many new features

of construction with an entirely new tone vol-

ume. This tone is described as resonant, sus-

tained and more powerful. The many features

of the Vegaphone are well calculated to appeal

to both the professional banjoist and the player

who wishes to advance his standards.

In the Sherman, Clay Small Goods Department
and he is looking forward to a very busy Fall

and Winter trade. Palmer S. Smith is first

assistant to Mr. Towner. The department is

allotted a generous amount of window space

for display purposes and some most attractive

arrangements of the department's goods have

thus far been featured with excellent effect inso-

far as sales are concerned.

DEALERS TAKE ON BRUNO LINE

The advisability of carrying "everything in

music" is taking hold increasingly among talk-

ing n-iachine dealers, according to C. Bruno &
Son, Inc., New York, importers and wholesalers

of musical merchandise. Many talking machine

retailers are adding this line.

CLYDE DOERR
Solo Records
Just Released

(Victor)

Solo Records Demonstrate Bueseher Saxophones
Two new Saxophone Solo Records

(Victor) made by Clyde Doerr

should be used by every Record Dealer

to demonstrate to prospective Saxophone

purchasers the fme qualities of the

Bueseher Saxophone.

The Record Dealer is in an especially

favored position to make many sales of

Saxophones to customers who ask for

these Doerr Records, and to sell Saxo-

phones and Band Instruments to all

buyers of Dance Records.

75% of the nation's records (all

niakes) are plaj'ed by bands, orchestras

and soloists using Bueseher instruments.

Most of the Bueseher window, counter

and mail publicity material is devoted

to Record Makers. The two lines—Rec-

ords and Bueseher Instruments—are

complements. One sells the other.

If you are not carrying Bueseher In-

struments, write for trade prices and

literature. We'll tell you what territory

is open, what your annual sales should

be, how fast the turn-over, etc., etc.

BUESCHER BAND INSTRUMENT CO.
G-93 Bueseher Block ELKHART, INDIANA
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KANSAS CITY
Combination of Many Factors Results in Increased Business—
Eliminating Contests From Fair Displays Pays— Trade Activities

Kansas City, Mo., October 8.—All talking ma-
chine jobbers in Kansas City report that busi-

ness during September has been exceptionally

good and that their establishments have been
very busy stocking up the dealers with goods
for Fall trade. In nearly every case the report

is to the effect that the orders of a year ago
have been exceeded and in some cases the in-

crease is more than 40 per cent. The increase

is attributed to the improved conditions in busi-

ness generally, the growing interest in music
and the introduction of new styles and better

service.

The weekly releases of the Victor Co. are

resulting in a substantial increase in record

sales.

One of the means by which dealers have been

stimulating the demand throughout the terri-

tory were displays at the county fairs. These
displays have been made this year almost ex-

clusively for the purpose of directing attention

to the merits and attractiveness of the goods
themselves. This is in sharp contrast to some
of the stunts put on in the past, where contests

were the feature, and the interest centered in

who would win the prize.

According to Manager Schoenly, of the

Brunswick Co., dealers report that scarcely 10

per cent of the cards which have been signed

in the past where the interest centered in the

contest and prize were really prospects for the

sale of phonographs. These contests occasioned

a large amount of work, not only in putting

them on, but also in weeding out the names
of those who were not interested in buying a

machine. Learning their lesson in the past,

the dealers are appealing to the public interest

in music and showing their machines as instru-

ments which will produce it in the most attrac-

tive manner. The cards, though less in num-
ber, are of much more value, the dealers say.

Among the dealers who have had considerable

success with their fair displays are the Topeka
Music Co., the Schroyer Music Co., of Bethany,
Mo.; Chappell Music Co., of Salina, Kans., and
L. H. Peck, of Carthage, Mo.
The Herbert A. Kroh Music Co., of Mus-

kogee, Okla., one of the oldest music estab-

lishments of the State, has installed a complete

line of Brunswick instruments and records.

The new Columbia models are being received

with enthusiasm by the public and the dealers

have been sending in orders to such an extent

that jobbers have been kept very busy in meet-

ing the demand.

V. K. Henry, formerly field representative of

the Brunswick Co., in Kansas City territory, is

now with Geo. A. Anderson in the Exclusive

Brunswick Shop, in Kansas City.

Under the management of Roy Oliver, the

talking machine department of the Rorabaugh-

Brown Dry Goods Co., Oklahoma City, has

become so important it has been moved to the

main floor.

C. M. Williams, formerly manager of the

talking machine department of the Rorabaugh-

Brown Co., is now manager of a similar depart-

ment with the Leader Department Store, St.

Joseph, Mo.
R. L. DuBois, manager, called on several

nearby dealers in the past month and received

very nice orders for immediate delivery. Busi-

ness is better than it was last year at this

time and all dealers interviewed so far seem

to be very optimistic.

A new Edison agency , has just been opened

at Hillsboro, Kans., with Hoeppner Bros.

The Moberly Music Co. is now an author-

ized Edison dealer at Moberly, Mo.
The following dealers called at the Phono-

. graph Co., Edison distributor, during the past

month: C. B. Kelley, Kent-Long Drug Co.,

Beloit, Kans.; O. A. Panton, Ponca City, Okla.;

Carl Botefuhr, Botefuhr Music Co., Pittsburg,

Kans.; Ed Uden, Uden's Book Store, Sapulpa,

Okla.; H. P. Ripley, H. P. Ripley & Co., Leav-

enworth, Kans.; Walter Eshelman, Eshelman
Music Shop., St. Joseph, Mo.; F. E. Parker,

Crosby Bros., Topeka, Kans.; Geo. Reynolds,

Mace & Reynolds, Argentine, Kans., and H. L.

Kelley, H. L. Kelley & Son, Lexington, Mo.
Mrs. M. M. Paul recently opened the Paul

Record Store, Inc., at 1103 Walnut street, in

this city. The Audak countei service has been

installed—the first installation of the kind in

the citv. Victor records are handled.

How EDISON Meets the
Popular Price Demand

Four Winners Ranging in Price from
$100 to $175 list

'^heHeppeliOhUe
(Ponsole

The London
Apartment

Model

NEWflilSON
^ GOMPAniSON'WITHjpijif LIVING ARTIST

REVEALSjNgjiDigFEREKCE

The
Heppclwhite
Apartment
Model

A few good dealer territories open
in Missouri, Kansas and Oklahoma

Write

The Phonograph Co.
1215 McGee St.

KANSAS CITY, MO

No surface noise and no sac-

rifice of volume or tone qual-
ity.

No need to alter the phono-
graph. A simple attachment
that can be added by anyone.

Helps record sales. Sells at$3.50.

Ask for dis-

counts.

Bakerlone

Corporation

408 Pearl Street

BUFFALO. N. Y.

The Steinola Co., of this city, manufacturer of

phonographs, has enlarged its sphere of activi-

ties and is now furnishing a number of dis-

tributors of Radio machines -with walnut cab-

inets.

Miss Roe Wise, formerly secretary of the

Artophone Co., is now appearing in orchestral

concerts, playing the saxophone.

NEW ARQYLE CONSOLE POPULAR

Two-tone Sonora Model Meets With Immedi-
ate Favor—Now Being Shipped to Trade

The "Argyle," a two-toned console model, is

the latest addition to the Sonora line and the

jobbers and dealers are delighted with its per-

fect proportions, artistic lines and its beautiful

panelings, which embody two shades of wal-
nut. This instrument was added to the Sonora

The New Argyle Console

line to accommodate the fast-growing demand
for two-tone models, and the equipment of the

Argyle comprises the many distinctive features

which are part of Sonora product, including an

electric light, gold-plated two-spring motor,

envelope filing for sixty records, etc. The in-

strument, which lists at $275, is now being

shipped throughout the country and promises to

be a leader in the Sonora line this vear.

ISSUES ATTRACTIVE CATALOG

Frank Netschert Features Products in Color

—

Areca Plant a Favorite With Dealers

Four pages in color which faithfully reproduce

the various flowers in their original shades are

among the several features of interest in the

new 1924 catalog of artificial plants and flowers

for store decoration, which has just been is-

sued by Frank Netschert, Inc., of New York
City. The remainder of the catalog is given

over to descriptive matter and prices of the

full Netschert line. The company is at pres-

ent featuring the Areca plant, which is sold in

three colors—red, orange and green. The leaves

'are changeable and may be substituted to cor-

respond to the different seasons of the year.
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A Premier CHRISTMAS Gift!

Its outstanding quality—its remarkable tone—its beauty make it as

ideal a phonograph for the home as it is for the outdoors.

This, together with its low retail price, produces a Christmas gift

that will bring you a sale well worth while!

For the rest of the year there is no phonograph that is so certain

to produce profits as the PAL PORTABLE.

Holiday Orders Are Being Filled Now!

PLAZA MUSIC CO.
18 WEST 20th STREET NEW YORK
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W. D.ANDREWi^ CO.
DISTRIBUTORS OF

VIGTROLAS and VICTOR RECORDS
Service That Satisfies"

SYRACUSE, N. Y.

I N SYRACUSE
Business Continues Brisk—Exposition Proves Business-getter—
Advocates Canvassing as a Sales Aid—New Accounts— The News

Syracuse, N. Y., October 8.—The talking ma-

chine business in this city and the surrounding

territory is most satisfactory, according to re-

ports of retailers and wholesalers. The latter

are finding it difficult to supply some of the

most popular models of talking machines, or-

ders coming in so rapidly and for such quanti-

ties of instruments that they are shipped out

almost as quickly as they are received. The

trade situation, insofar as holiday expectations

are concerned, is the cause of considerable op-

timism throughout the trade. Record business

also is holding up well. Briefly, there are a

good many factors working to the advantage

of the trade and this, coupled with the energy

of dealers, practically assures an unusual busi-

ness for the remainder of the year.

Cash In on Exposition

Fowler, Dick & Walker, Edison dealers in

Binghamton, N. Y., recently staged a profitable

display at the Binghamton Exposition which re-

sulted in considerable publicity and the secur-

ing of a number of live prospects. The Baby

console is especially popular, according to Jas.

E. Greene, popular and progressive manager of

the phonograph department.

Fowler, Dick & Walker also had the pleas-

ure recently of supplying an Edison phonograph

to the Atnerican Legion, of Johnson City, after

that organization had compared and tested a

number of other makes.

Live Dealer Advocates Canvassing

Curt C. Andrus, Edison phonograph dealer

at North Tonawanda, N. Y., recently employed

A. H. Stanley as an outside salesman. He has

made sufficient sales to date to make his serv-

ices mutually satisfactory, and is securing a

large number of desirable prospects for the holi-

day trade. With business conditions as they

are in most cities it will prove profitable to any

dealer to put on one or more outside men to

make a thorough canvass, in the opinion of

Mr. Andrus. This live dealer reports selling

five phonographs on a recent Saturday and re-

THE PERFORMANCE

OF SERVICE

is the te«t of any organization

The Gibson-Snow Co. as

distributors in New York
State for the So nor a

phonograph and Vocal-
ion records, accomplishes
this test of service that

does help the dealer
merchandise his product
in an efficient manner.

We are prepared to help you. Ask us for
our co-operation.

Sonora phonograph and Vocalion record
distributors for New York State.

GIBSON-SNOW CO., Inc.
Syracuse, N. Y.

ports business increasing right along, with good
prospects for a big holiday trade. Mr. Andrus
is now selling more Edisons than needle types of

instruments, for which he also has the agency,

due principally to the seven Edison tone tests

which he has put on in the Tonawandas. The
baby console model Edison is proving the lead-

ing seller with this store and he just placed his

order with his jobber for thirty of this particu-

lar style. The city just installed a new lighting

system on the main business street here and
the Merchants' Association engaged two dance
orchestras of six men each, and two comedy
singers, and advertised the celebration w-idely.

A large crowd came up to witness the turning

on of the new lights and to hear the music.

The cash record sales this night were the larg-

est so far this season and the extra profit more
than covered the contribution made to the ex-

pense of the celebration. Mr. Andrus employs
four clerks on Saturdays to handle his cash

trade, and pays his clerks a commission on the

instrument sales they make.

Heavy Orders of New Red Seal Records
Victor dealers throughout this territory are

keenly enthusiastic regarding the new Victor

double-faced Red Seal records and the orders

Ijlaced for them indicate that during the coming
holiday season there will be as large a short-

age of records as there is of Victrolas during

that time of the year. The W. D. Andrews Co.,

Victor wholesaler, is doing everything possible

to co-operate with the Victor dealers in this

territory in making the coming season the most
prosperous period in history and the results to

date are very gratifying.

Many New Edison Jobbers Appointed
Frank E. BoKvay & Son, Inc., Edison distrib-

utors, with headquarters on South Clinton

street, this city, have recently opened a number
of new agencies here and in the surrounding

territory which they serve, as a result of an in-

tensive sales drive which was recently inaugu-

rated. Among the dealers who have signed up
in the last few weeks are B. L. Bush, Jordan
& Camillus; L. W. Culver, Chittenango Station;

W. H. Denison, Peterboro; E. A. Field, Alt-

mar; Nettie M. Gates, North Syracuse; Hamil-
ton & Clark, Wilson; Wm. H. Griffin, Norwich;

Joiner & Hirschey, Sandy Creek; Edward F.

McCormack, Mexico; H. B. Shapley, Earlville;

W. E. Strong, Owego.
The Gibson-Snow Co., Inc., of this citj', So-

nora distributor, is receiving and delivering

many large orders for Sonora products from
the dealers in this territory. Syracuse dealers

report healthy conditions all along the line,

with the majority of sales leaning towards the

higher-priced instruments.

Edison Wins in Competition

Tribute was recently paid to the merit of the

Edison phonograph when that instrument was
selected by the Rome High School, Rome,
N. Y., after three makes of talking machines

had been thoroughly tested and compared. The
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The NEW EDISON
tn

New Models, New Prices

EDISON FEATURES

Permanent Diamond Point Reproducer.

Plays all Makes of Records Better.

Edison Records Play Longer, Wear Longer.

New Improved Records,

Dealers proposition submitted upon request

T*^ BOLW\Y".nr
SYRACUSE

Jobbers
Est. 1889

deal was closed by Schuderer & Castle, live

Edison dealers in that city. This concern,

through its aggressive policies, has enjoyed a

steady growth in business and it is looking for-

ward to the biggest year-end business, both in

machines and records, in its history.

LITTLE TOTS' RECORD DISPLAY

The accompanying illustration presents an

attractive window display used by Eisenberg's

store, Baltimore, Md., to feature Little Tots'

records made by the Plaza Music Co., New
York. This display not only attracted consid-

erable attention from passers-by, but was di-

rectly responsible for the sale of a large num-
ber of Little Tots' records. These records and

How Eisenberg Features "Little Tots"

their albums are particularly adaptable to

unique displays and Eisenberg's window pre-

sents the product to excellent advantage.

CELEBRATES FIFTH ANNIVERSARY

The Kings Highway Music Shop, 1408 Kings

Highway, Brooklyn, N. Y., H. A. Freyman,
proprietor, recently celebrated the fifth anni-

versarj- of the opening of the store. Invita-

tions were sent to the large circle of customers,

prospects and friends of the concern and a

special program of music and entertainment was
enjoyed. Among the attractions was Main M.
Rountree and His Orchestra, and Jack Eagen,

author of the song hit, "Three Thousand Years
Ago." The store has just been remodeled and

the celebration was staged immediately follow-

ing the reopening. Victor talking machines,

records and pianos are handled, and these were
attractively displayed.

LARGER QUARTERS IN AKRON, 0.

Akron, O., October 5.—With the acquisition of

3,000 square feet of floor space, which includes

the possession of the adjacent building, the

Music Shoppe, South Main street, will have

much more space available for its talking ma-
chine department. This store features the

Brunswick line exclusively. The enlarged talk-

ing machine section will be ready for occupancy

about November 1.

BUILDING EXTENSIVE BUSINESS

Although it has been in business only a few
months the Specialty Phonograph & Accessory

Co., New York, manufacturer of the "Specialty

Brand" phonograph parts and products, has es-

tablished a good-sized clientele throughout the

country. The company states that during the

past few months there has been a steadily in-

creasing demand for springs, motors and motor
parts and the outlook for the coming year is

very promising.

The Grand Pharmacy, of Du Quoin, 111., has

opened a talking machine department. The
booths, record racks and counters are Unico
construction. Ray Kennedy is the proprietor.

IRVING KAUFMAN WITH VOCALION

Well-known Vaudeville Star and Record Artist

Signs Exclusive Contract

The Aeolian Red record department of the

Aeolian Co. announced on October 1 the sign-

ing of a contract with Irving Kaufman, the

well-known record artist, whereby he will in

future make Vocalion Red records exclusively.

Mr. Kaufman, who is particularly popular in

the vaudeville field, has for some years been

making records for various companies and has

achieved marked success in that line, creating a

substantial following among record buyers. Mr.

Kaufman will make his first Vocalion record

upon his return from a Canadian engagement.

The Dixon Music Shop, 518-520 Dewey street.

North Platte, Nebr., has added Victor machines
and records to its stock. In addition the con-
cern handles the Edison and Columbia.

BUBBLE BOOKS CAMPAIGN STARTED

Harper & Bros. Preparing Sales and Publicity

Drive—Sales Totals Show Substantial Increase

Harper & Bros., New York, publishers of the

popular Bubble Books, are well pleased with

the outlook for the Fall and holiday trade, and

Bruce McClure, publicity director of the com-
pany, is in personal charge of an intensive sales

and advertising campaign that is meeting with

exceptional success. It is interesting to note

that the sales of Bubble Books have increased

steadily for the past four years, with the figures

for the first nine months of 1923 showing a

substantial increase over the corresponding pe-

riod of 1922. Mr. McClure is particularly inter-

ested in the fact that talking machine dealers

are featuring Bubble Books as appropriate gifts

during the Christmas season and the timeliness

of the present campaign is proving an impor-

tant factor in its success.

Phonographs—Radio

If you would be interested in the sale of a new^

article of great merit that will quickly sell to present

owners of phonographs who already have added the

radio outfits to their homes or who may do so in the

future, write for full particulars to

The Regina Phonograph Co.

Manufacturers
Rahway New Jersey

Regina Phonos— Regina Hexaphones and Music Boxes
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The New Columbia is Superior!
Unobstructed Sound!

The New Columbia Phonograph throws the sound fully and freely instead of

straining it through interrupting fabric or lattice work. And its patented,
"organ-pipe" tone control leaves deliver the music on a level with the auditor's

ear. This exclusive Columbia feature is but one of the many refinements to

be found in every model of the New Columbia.

COLUMBIA GRAPHOPHONE CO
New York

DETR 0 I T
Busy Industries Presage Brisk

Trade—Discontinue Sending Rec-

ords Out on Approval—The News

Detroit, AIich., October 8.—There is only one

thing that can prevent a big talking machine
business this Fall—it is the lack of energy of

the dealers themselves. Speaking for Michi-

gan, latest reports from the Manufacturers' As-
sociation indicate that there is sufficient work
ahead to keep everybody employed for the com-
ing season and that for the past year employ-

ment and wages have been the greatest in the

history of the State. Bank deposits substan-

tiate these statements.

Sales of talking machines have been brisk all

through September and a big increase in sales

is anticipated by the retailers for the month of

October. Already some of the stores have an-

nounced special Christmas offers and many
dealers are planning holiday drives.

The J. L. Hudson Music Store came out with

a rather startling announcement the other day

—that of discontinuing the policy of sending

records out on approval. This has been the

practice of the Hudson and other downtown
stores for many years. It was tfieir belief that

it created sales. But, apparently, the Hudson
Store realizes that, while it creates sales, it

also brings losses and entails a lot of delivery

and bookkeeping expense.

The writer can recall some years ago in the

early days of the Detroit Talking Machine
Dealers' Association, when this subject of ap-

proval records came up for discussion. Many
were opposed to it, but quite a few of the big

downtown dealers, including the Hudson Store,

were inclined to favor it on the ground that it

did stimulate record sales. These dealers also

admitted that the policy had its faults, but they

felt that the good points overshadowed the bad.

In view of the Hudson announcement it would

not be at all surprising to see others follow

suit.

A. A. Grinnell, treasurer of Grinnell Bros.,

who is back from an extended European trip

and who is in touch with every phase of the

company's business, is very optimistic about the

balance of this year and looks for a big volume

of sales in all of the company's forty branch

stores.

All through the month of October Grinnell

Bros, will conduct their twentieth annual sale of

used musical instruments, mostly pianos and

players, but including some talking machines.

These instruments have been out on rental at

the Summer resorts.

The Crowley, Milner Co., Detroit, has added

the Brunswick line of phonographs and rec-

ords to its line.

In the neighborhood sections, especially Po-

lish and Hungarian, we find dealers selling a

great many cheap machines—without manufac-

turers' names, priced around $65. There seems

to be quite a demand in the foreign neighbor-

hood for machines that can be sold at a very

low price. These people do not buy the na-

tionally advertised brands and only know one

thing—the cheapest in price. Why?
Sam Lind, of the Lind & Marks Co., distribu-

tor of the Vocalion records and manufacturer

of the Wolverine phonograph, reports that the

past month has brought a tremendous volume

of new business. "We are adding new accounts

right along on our Vocalion records, while all

over the country inquiries are pouring in re-

garding our line of Wolverine phonographs,

which are manufactured exclusively for us," said

Air. Lind.

One of the finest neighborhood stores is that

of Ray J. Youngblood, on East Jefferson ave-

nue, Detroit. Air. Youngblood was for many
years in the dry cleaning business. Some time

ago he got the "bug" to have his own talking

machine store, so that he could sell the rec-

ords of his sister, Alargaret Young. So he se-

cured a location adjoining his dry cleaning place

and then, when business got good, moved to his

new location on East JefTerson avenue. He
handles the Brunswick line exclusively and
does a very nice business.

Okeh records are selling very big in Detroit.

They are featured by ten or twelve of the reg-

ular music dealers and, the other night, we no-

ticed them in the Brownie Drug Stores, of

which there are some thirty in this city.

Fall orders are being received in good vol-

ume b\' the Phonograph Co. of Detroit, Edison

distributor for this territory. Edison dealers in

this city and surrounding territory are appar-

ently receiving their share of the business and
the outlook for one of the busiest holiday sea-

sons on record is exceptionally bright. The
Edison line is one of the leaders in popularity

here and, if the orders constantly being re-

ceived by the Phonograph Co. of Detroit may
be taken as an indication, Edison dealers

throughout this section, at least, are enjoying a

demand equal to that for any other make of

instrument.

CABINET HARDWARE DEMAND GROWING

The H. A. Guden Co., Inc., New York, manu-
facturer of cabinet hardware and accessories,

announced recentlj' the appointment of Edwin
Wood to represent the company in Australia

and New Zealand. H. A. Guden, president of

the company, states that there has been an ex-

ceptionally active demand for the invisible

hinge, which was introduced a few months ago,

and that cabinet manufacturers generally are

ordering hardware in larger quantities than in

previouf years, particularly stay arms.

If the Best is the Cheapest to Buy,—

Then the Best is the Cheapest to Sell.

Music lovers everywhere recognize that only the New Edison can give real music;

for it is the only phonograph that actually Re-Creates the artist's performance.

Its realism is so profound that the music critics have been unable to distinguish

the original from the Re-Creation.

Write us for our latest agency proposition

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1540 Woodward Avenue Detroit, Michigan

NEWflMlSON
^ COMPARISON fwrialpHE^UVING ARTIST .
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Our Slogan

''Service that Satisfies"

means in a word "Dependability." This season

will be a busy one. Be ready for it and rely on
us for what you want. Our products not only
carry our guarantee but the guarantee of the

Starr Piano Company, whose half century's ex-

perience in fine musical instrument building has
made for them a reputation known the world
over.

We are district distributors for

Starr Pianos

Gennett Records

Starr Phonographs

Service that Satisfies

The Starr Phonograph Company
634 Grant Street PITTSBURGH, PA.
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FINE EXHIBITS AT NATIONAL EXPOSITION IN TORONTO
Talking Machine Displays a Center of Interest at Forty-fifth Annual Canadian Exhibition

—

Vocalion Display a Winner—A. C. Valeur a Benedict—Advises Making Radio an Ally

MUSIC AT THE VANCOUVER FAIR

Toronto, Ont., October 4.—^One of the particu-

larly interesting exhibits at the Canadian Na-

tional Exposition held here recently was that

of the Scythes Vocalion Co., Ltd., of this city,

which had on display a representative line of Vo-

calion phonograph models ranging in price from

$135 to $425, the latter being an Italian Renais-

sance model of the seventeenth century that

attracted considerable attention. Among the

other instruments shown were a Queen Anne
period model, a Queen Anne console and a late

seventeenth century period model.

E. C. Scythes, head of the company, attended

the exhibit personally and declared that the

Display of the Scythes Vocalion Co.

most popular selling model in Canada just now
is the Style No. 450 console, with Style No. 550

being a close second. In addition to machines

displayed there were also demonstrated for the

benefit of exhibition visitors all the latest Vo-

calion records, those by the London String

Quartet, H. B. M. First Light Guards Band,

Colin O'More, tenor, and various dance orches-

tras proving especially interesting. A number

of excellent prospects, together with fair vol-

ume of immediate sales, were made during the

course of the show.

The forty-fifth annual Canadian National Ex-

hibition is now a matter of history. The paid

attendance this year was 1,493,000, a gain of

more than 120,000 over last year. "Music Day"
brought an attendance of 118,000, as against

109,500 last year. Ten phonograph and record

exhibits were on display, taking up the entire

floor space of the Phonograph Building. Those
in attendance were as follows: Sun Record Co.,

Ontario distributor of Apex records and phono-

graphs; Starr Co. of Canada, Ltd., London;
Scythes Vocalion Co.; R. S. Williams & Sons

Co., Ltd., Canadian Edison distributor; Colum-
bia Graphophone Co.; Gerhard Heintzman,

Ltd.; His Master's Voice, Ltd.; Sonora Phono-
graph, Ltd.; McLagan Phonograph Corp., Ltd.,

Stratford; Russell Gear & Machine Co., Ltd.,

phonograph equipment; Musical Merchandise
Sales Co., Ltd., Brunswick records.

A. C. Valeur, managing director of Sonora
Phonograph, Ltd., this city, recently was mar-
ried. He was the recipient of a handsome man-
tel clock presented by his staff. Harry R. Braid

has been made sales manager of the company.
The Charles Kirke Music Co., Ltd., Ottawa,

has "moved to its new quarters at 195 J/2 Sparks
street and has taken on the Vocalion line.

"Do not let radio become a competitor of

the phonograph," advises S. C. Thornton, the

well-known music dealer of Dundas, Ont.

"Make it an ally." Mr. Thornton has given the

question of music men handling radio business

considerable thought and experience and is an

eager student of anything pertaining to radio

development. He quite believes it will become
an important proposition for the music trade.

RESUMPTION OF FALL DEMAND FELT IN MONTREAL TRADE
Weddings and Reopening of Schools Result in a General Stimulation of Business—Charles

Edison, Vice-president of Thomas A. Edison, Inc., a Visitor—The Month's News

Montreal, Can., October 8.—Talking machines

played a prominent part in September as wed-

ding gifts, numerous brides being the recipients

of instruments. This, together with the open-

ing of schools and the returning of people from

the country, has resulted in the resumption of

the usual Fall activity.

The Berliner Gramophone Co., Ltd., has an-

nounced the introduction of three new Victrola

art models, Nos. 400, 405 and 410, which are

available with either spring or electric motor.

The company has also announced the introduc-

tion of double-sided Red Seal records.

The new Music Salons recently opened by

Charles Culross, local Sonora and Vocalion

dealer, have evoked considerable attention from

all who have inspected this liomelike rendez-

vous for the public.

G. F. Byrne, of North Sydney, N. S., has

purchased the music business of M. J. McPher-

son, of that town.

Phinney's, Ltd., Halifax, N. S., has started

alterations on its store. The record department

is being moved to the third floor. The ground

floor will be given over to talking machines and

pianos.

Philip E. Layton, president of Layton Bros.,

Ltd., Edison, Columbia and Brunswick dealers,

has just returned from a three months' trip to

England, Scotland, Wales and France. While
in these countries he visited a large number of

institutions and schools for the blind.

A. C. Valeur, manager of the Sonora Phono-
graph, Ltd., Toronto, was a recent trade visitor.

Layton Bros., Ltd., have taken on the repre-

sentation of the His Master's Voice Victor line.

Signor Friscoe, xylophone artist, who ap-

peared at the Princess Theatre last week, used

a laboratory New Edison model. Layton Bros.,

Ltd., ran attractive newspaper copy, drawing
attention to the act and featuring the Edison.

Charles Edison, vice-president of Thomas A.

Edison, Inc., recently motored from New York
to Montreal and while here he dropped in on
the Edison jobbers, the R. S. Williams & Sons
Co., Ltd. Mr. Edison left Montreal for a visit

to the St. Maurice Fish and Game Club, going
home via Quebec.

Talking Machine and Piano Displays Lead

—

On Novel Selling Expedition in Motor Launch
Stocked With Musical Goods—The News

Vancouver, B. C, October 6.—Music played an

important part in the Vancouver Fair just con-
cluded, practically one-quarter of the Manufac-
turers' Building being devoted to the display of

pianos and phonographs. His Master's Voice
products were well represented by Messrs. W.
F. Evans and Switzer Bros. Geo. Goulding,
winner of the world's walking championship,
Olympic games, and now conducting a sport-

ing goods store in Vancouver, believes in pub-
licity. During the Fair he borrowed a Victrola
No. 50, a set of Victor health exercises and a

set of reducing exercises from the display stand
of W. F. Evans, Ltd., and, donning a gym
suit, he demonstrated them.

Tom Switzer, of Switzer Bros., has under-
taken one of the most novel expeditions known
to the music world. Tiring of city life and the

daily routine he hired a gas launch, loaded it

with records, Victrolas, musical instruments
and sheet music and went up the coast in search

of business, rest and adventure. He is reach-

ing hamlets that perhaps see a boat once in a

month, people who have the opportunity of get-

ting into town once in two or three years wake
up to find a city music store at their door, and
reports are that sales are coming easy.

G. F. Curtis, of Hanley, Sask., is going out of

the drug business to devote his entire time to

Belling the New Edison phonographs, regarding
which he is particularly enthusiastic.

Kent's new phonograph store in Victoria was
recently opened to the public. Edison and
Brunswick phonographs are handled.

The first of a series of radio concerts to be
broadcasted this season took place recently

from the premises of one of the leading music
houses in Winnipeg. The artists were all mem-
bers of the Mason & Risch Co. store.

When the Grand Theatre, Calgary, Stock Co.,

recently put on the show "It Pays to Adver-
tise" several merchants displayed goods in the

theatre lobby. Matthews Music House had a

Brunswick York console on display.

TRUESOLO CANADIAN DISTRIBUTOR

The Peate Musical Mfg. Co., Montreal, Can.,

a wholesaler of musical instruments and acces-

sories, has been appointed Canadian distributor

of Truesolo strings, made by the Standard Mu-
sical String & Mfg. Corp., Brooklyn, N. Y. G.

F. Chapin, manager of this company, returned

recently from a Canadian trip, upon which he

closed this important deal. In a chat with The
World Mr. Chapin stated that talking machine
dealers throughout the country are evincing

keen interest in the sales possibilities of the

Truesolo strings and that new dealer agencies

have been established in important trade centers.

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY
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—and BANNER is supreme

in this field!

Read what one successful dealer writes:

"AT the beginning (in 1921) we believed that the tremendous
turnover on BANNER was due to the fact that it was a new

idea in record merchandising here. But the demand has continued
most satisfactorily and at this time our record business on the
BANNER line represents a mighty proportion of our gross sales.

"I might also add that their sale has helped our department ma-
terially in selling other merchandise, as they prove a great drawing
card in bringing new customers to the department."

Write for full particulars—NOW!
PLAZA MUSIC CO., 18 West 20th St., New York



164 THE TALKING MACHINE WORLD October 15, 1923

GREATEST MUSICAL HIT OfAGES

SOKGofloVE
^o^'t>lOSSOU TIME"

Selling Bigger Than Ever

Four Companies Now
Touring ^ "youcan'tgo Wrong

Withanujeist'song'"^

APPOINTS JUNIOR OPERETTA JOBBERS

Prominent Wholesalers Appointed by Vulcan
Record Corp.—Factory Facilities Increased to

Meet Constantly Growing Demand

states that, in addition to the Little Red Riding

Hood records, his company will be ready to

place on the market very shortly five other

subjects comprising standard children stories.

F. H. Hedinger, secretary and general man-

ager of the Vulcan Record Corp., New York,

manufacturer of the Junior Operetta series of

records, announced this week that arrangements

have been made whereby the following well-

known concerns will act as distributors for

these products: A. C. Erisman Co., Boston,

Mass., New England territory; General Radio

Corp., Philadelphia, Pa., and Pittsburgh, Pa.,

Pennsylvania, Maryland and Southern New Jer-

sey; Bristol & Barber, Inc., New York, N. Y.,

metropolitan district and New York City. Sev-

eral other important jobbing deals are now in

process of consummation and will be announced

to the trade during the next few weeks.

In order to accommodate the demands of the

dealers for the Junior Operetta records, the

company's factory facilities have been materially

increased and the plant at Belleville, N. J., has

been enlarged considerably. Mr. Hedingei

SOLVES GIFT RECORD PROBLEM

Lackey, Platte & Co. Use Label That Permits

Gift Exchanges—Practical and Timely Idea

Luckey, Platte & Co., Victor dealers, of

Poughkeepsie, N. Y., have solved one of the

problems that usually arise during the holiday

season, namely, the gift record problem. These

enterprising dealers use a label bearing the fol-

lowing inscription: "This recQrd is exchange-

able within seven days if seal is unbroken." The
use of this label permits the sending of records

as a gift and the privilege of exchanging them

if the seal is unbroken. It frequently happens

that the recipients of gift records already have

the gift selections in their record libraries or

wish to exchange them for other reasons. This

label makes it possible to take care of the ex-

change to the satisfaction of all concerned, do-

ing away with misunderstandings.

JOINS NEW YORK T. M. CO.'S STAFF

Albert G. Linzig Appointed Head of Foreign
Language Record Department—Co-operating
With Victor Retailers to Advantage

Charles B. ]\Iason, sales manager of the New
York Talking Machine Co., Victor wholesaler,

announced recently the appointment of Albert

G. Linzig as head of the comf>any's foreign lan-

guage record department. Mr. Linzig is con-

centrating his activities on the development of

Victor foreign language record sales for the

New York Talking Machine Co.'s clientele and
the results of his work to date have been very
gratifying. He is well qualified for this special

work, as for a number of years he traveled

through South American countries for the Vic-

tor interests and possesses a thorough knowl-
edge of the foreign language records presented

in the Victor catalogs.

VINCENT LOPEZ IN A NEW ROLE

Vincent Lopez, leader of the Hotel Pennsyl-
vania Orchestra and exclusive Okeh artist, add-

ed to his accomplishments this week, when he

consented to pose as a model for Stetson and
Long hats, two well-known lines of hats mer-
chandised throughout the country. His photo-

graph will be featured in the Long and Stetson

magazine and newspaper advertisements to be

presented during the season, in addition to the

distinctive window displays prepared by these

hat manufacturers. Mr. Lopez was not able to

devote a great deal of time to this special work,

as, in addition to his playing at the Hotel Penn-
sylvania Grill, he has been appearing as a head-

liner at Proctor's Palace Theatre, Newark, N. J.

FRANKLIN DUNHAM WITH AEOLIAN CO.

Franklin G. Dunham, formerly connected

with the educational department of the Victor

Talking Machine Co. and more recently head

of the educational department of the American
Piano Co., has become director of the recenth'

organized educational division of the Aeolian

Co. and will give his attention to the introduc-

tion of the Duo-Art reproducing piano in edu-

cational institutions.
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Immediate Delivery Guaranteed !

!

on All Samples of

Oh! Pep!
SOLID BRASS DRAWN TONE ARMS

The Oh Pep Phonoparts Co. has at last surmounted all difficulties incident to the bringing out of its

SOLID BRASS DRAWN TONE ARM and is now in position to make immediate delivery of samples of

all sizes of its product.

Remember
Oh ! Pep ! Tone Arms and

Reproducers incorporate

no Die Castings whatso-

ever.

Oh! Pep! Tone Arms are

of one piece Solid Brass

Tubing, bent and tapered

to shape, and of uniform

thickness throughout.

Oh ! Pep ! Tone Arms will

be shipped at once upon

receipt of order accom-

panied by check covering

cost of sample.

The above prices include an Oh! Pep! Reproducer which is of Pressed Steel. If Solid Pressed Brass

Reproducer is desired add 25c extra.

6912 Cottage Grove Ave. Chicago, 111.
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LOS ANGELES
Death Takes Away Frank J. Hart, Popular Trade Mejnber—Music

Trades Ass'n of Southern California Convenes—News of the Month

Los Angeles, Cal., October 4.—Death took away

one of the pioneers of the local music trade on

September 26 in the person of Frank J. Hart,

founder of the Southern California Music Co.

Mr. Hart, who was sixty-two years old, leaves

a widow and two sons, one of the latter being

a member of the musical merchandise depart-

ment of the Southern California Music Co. The
funeral took place on Saturday, September 29,

at the Church of the Flowers, Forrestlawn

Cemetery, Glendale, and was attended by rep-

resentatives from practically every music house

in Los Angeles. The pallbearers consisted of

George S. Marygold, vice-president and general

manager; Ralph E. Hovey, treasurer; Scott Wil-

liamson, Jr., secretary; Irving Westphal, man-

ager of the talking machine department; Worth
Hathaway, piano sales manager, and Herb.

Fish, phonograph department.

Convention Held in Long Beach

A convention of the music trades of South-

ern California took place in Long Beach late

in September, and was attended by more than

150 music dealers and members of their sales

forces. E. Palmer Tucker, president of the

Music Trades Association of Southern Cali-

fornia, occupied the chair and gave an opening

address of welcome, in which he expressed the

hope that the convention would become an an-

nual event. He also enumerated a number of

the benefits which the Association had accom-

plished in the past and urged all music dealers

to become members. Mr. Tucker then intro-

duced R. M. Mattson, of the Mattson Music

Co., Long Beach, and Robert R. Shafer, of

Shafer's Music House, Santa Ana, chairmen of

the Long Beach and Orange County divisions

of the Association respectively, both of whom
made suitable replies. He then introduced Pro-

fessor Cheney, of the Cheney Phonograph
Corp., who was one of the guests of honor.

Professor Cheney won the admiration and ap-

plause of his hearers by delivering a clever and

entertaining speech on the origin of music as

one of the main branches of art. He also de-

scribed the general application of periodic vi-

brations which exists in all healthy and normal

states, from the heart beats of a man to the

business of a nation, including the music busi-

ness, in which harmony must predominate in-

side their several businesses and also in their

relations with competitors.

Harry James, exclusive Gennett record art-

ist, was also a specially invited guest and en-

tertained the company with humorous stories

and jokes, concluding with one of his famous
monologues, "An Englishman at a Baseball

Game," which was greatly enjoyed.

A number of members were called on by
President Tucker, including E. A. Geissler, of

the Geo. J. Birkel Co.; George P. Bent, of na-

tional fame; Harold Jackson, of Sherman, Clay

& Co.; J. W. Boothe, of Barker Bros.; H. W.
Masters, of the Wiley B. Allen Co.; Worth
Hathaway, of the Southern California Music

Co.; Harry Clubbe, of the Redondo Beach Mu-
sic Co.; Herb. Fish, of the Southern California

Music Co., and Frank Moreno, of Barker Bros.

Musical numbers were given by an orchestra

supplied by Cal. Houlette, Long Beach branch

manager of the Piatt Music Co., and songs were

sung by Mrs. Eddie Cline, wife of Eddie Cline,

of the Piatt Music Co.

Adjournment was later made to the ballroom,

where dancing took place until midnight.

Southern Cal. Co.'s New Store

The new premises of the Southern California

Music Co., consisting of the recently completed

eight-story building at 806-808 South Broadway,

were formally opened recently. A reception

was held, all business being suspended and no

sales made, and musical entertainment was pro-

vided.

All of the eight floors, five of which are occu-

pied by the company—the others being rented

to a number of high-class musicians for stu-

dios—are uniformly decorated in the Italian

.period style. The Victor and Brunswick depart-

ments are especially attractive; they are situ-

ated on the second floor overlooking the main

floor, while tlie record department is on the

main floor and consists of a very large record

service counter in the center, with about twenty-

record demonstration rooms of unusually hand-

some construction, each room being a perfect

example of Italian architecture—each with its

arches and curved, hand-painted ceilings. On
the eighth floor there is an auditorium capable

of seating 300 people.

Heavy Sale of Gennett Records

The popularity of Gennett records has been

demonstrated in this section of the country by

the remarkable increase of sales this year, as

compared with the corresponding period of last

year. H. L. Nolder, Western general manager

of the Starr Piano Co., states that, month after

month, a gratifying increase has been shown in

sales, both retail and wholesale, until the vol-

ume for the first eight months of 1923 reveals a

gain of about 200 per cent over that for 1922.

Piatt Music Co. Celebrates Anniversary

The Piatt Music Co. celebrated its eighteenth

anniversary with a picnic and outing at Los

Angeles harbor, and a plcE.''ant trip ti the

famous houseboat of Marco Hellmann, promi-

nent Los Angeles banker. The ladies were

taken for a cruise on a boat around the harbor

and then, during supper and afterwards, a most
enjoyable time was spent in dancing and nu-

merous songs and musical numbers, all of

which were furnished by the home talent.

Speeches were made by Messrs. Piatt, Hell-

mann and Epstein, and L. A. Fleischman, sales

manager of the piano department, acted as

chairman. P. H. Beck, manager of the Victrola

department, played a prominent part during the

evening, receiving the hearty support of Miss

R. Johnson, manager of the record department,

as well as Miss Angus, who literally whistled

herself to fame.

New Brunswick Shop in Gardena
T. T. Gardner, who was for some time a

member of the phonograph department of the

Southern California Music Co., has recently

opened a Brunswick Shop in Gardena, known
as the T. T. Gardner & Sons Music' House. In

addition to a full line of Brunswick phono-

graphs and records the new store will have

piano and musical merchandise departments.

Schireson Bros. Open New Branch Store

Schireson Bros, have opened their third store

at 107 West Third street, where they are fea-

turing Starr phonographs and Gennett records,

in addition to musical merchandise and music.

Takes on Okeh Record Line

"Okeh" Smith, distributor of Okeh records in

this city, is closing an excellent business with

this popular record line. Among the new ac-

counts which have recently been added in this

territory are the following: Urner & James,

Bakersfield, Cal; W. H. Butts, Los Angeles,

Cal; Bolton & James, Santa Barbara, Cal.; Bor-

den's Cash Store, Oceanside, Cal.; Belvedere

Gardens Pharmacy, Belvedere Gardens, Cal.;

Coops & Sons, Pasadena, Cal.; Campbell Music

Co., Alhambra, Cal.; Cooper's Phono Co., Clare-

mont, Cal., and G. B. Ennever, Ocean Park, Cal.

The California Record Mfg. Co., with head-

quarters at 703 Southern California Music Build-

ing, is the name of a new concern recently

opened here for the purpose of making records,

largely from local vocal and instrumental talent.

The officers of the company are H. P. Fay and

A. E. Suerkert, who have been interested in

the record business for several years.

CLOSES INSTALLATION CONTRACTS

Among the recent installations closed by the

Zimmerman-Bitter Construction Co., New York,

were orders for the sheet music and musical

instrument departments in the Brooklyn and

Poughkeepsie stores of Emanuel Blout. Hecht
Bros., S3 West Fourteenth street. New York,

have just installed a department for the presen-

tation of radio and phonograph instruments and

a new sheet music department has been added
to the store of A. L. Lejeal, Erie, Pa.

J. L. Frame & So:i recently opened a new
'.lore in the downtown district of Toledo, O.,

in which the Cohi.noia line is featured.

r Easiest to Carry—-Easiest to Play—Easiest to Sell

THE SWANSON PORTABLEDEALERS
IMPORTANT

ANNOUNCEMENT
Put a display of Swanson Portables and a sign, "Don't

Be a Wanter, Be an Owner," in your windows when the

feature picture "The Wanters" appears at your local theatre

this fall. The Swanson Portable has an important part in

this movie, a John M. Stahl production with an all-star cast,

including Marie Prevost, Huntley Gordon and Louise

Fazenda. Tie up to this—It will mean good business.

Swanson ImlliAm Distributors
738 So. Los Angeles St.

LOS ANGELES, CALIFORNIA
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C. R. SALMON REJOINS COLUMBIA CO.

Well-known Wholesale Man Joins Chicago Co-

lumbia Branch—Will Cover Loop Trade

Chicago, III., October 8.—C. R. Salmon, for two

years identified with the New York wholesale

branch of the Brunswick-Balke-Collender Co.

as metropolitan representative, has been ap-

pointed a member of the sales staff of the

local branch of the Columbia Graphophone Co.

and will cover the loop trade, heretofore handled

by Raymond Reilly. .Mr. Salmon is ideally qual-

ified for his new work, as he has been a member
of the wholesale trade for a number of years,

having been associated with the Artophone
Corp., of St. Louis, and prior to that a member
of the Columbia Graphophone Co.'s staff at

St. Louis. He is thoroughly versed in Columbia

merchandising plans and policies and has a host

of friends in the trade who will be glad to know
that he has rejoined the Columbia organization.

SYRIAN AND ARABIAN RECORDS
IMPORTED AND DOMESTIC

Of the Best Artists

'Macksoud," "Baidaphone" and "Odeon'
10, 11 and 12 Incbes. Double Faced

Liberal Discount to Dealers. Aak for Catalogue

A.J. MACKSOUD

»»»

77 WASHINGTON STREET NEW YORK, Ni Y.

sponsored by this company in The World plus

the personal visits of its sales representatives

have enabled the companj' to definitely estab-

lish itself in the industry and it is expected that

production will reach 500 units per day in the

very near future.

While the Ludwig Bauman establishment is es-

sentialh' a furniture store, the talking machine
department is located in a prominent section on

the ground floor and is one of the most attrac-

tive departments in the New Jersey trade.

OH PEP NOW IN PRODUCTION

Chicago Tone Arm Manufacturer Now Work-
ing to Capacity—Closes Deals With Well-

known Manufacturers—Ad Drive Helped

Chicago, III., October 8.—The Oh Pep Phono
Parts Co., of this city, manufacturer of Oh Pep
solid brass tone arms and sound boxes, now has

its factory working at full capacity and is filling

orders for hundreds of samples received from
members of the trade throughout the country.

During the past few weeks several large ac-

counts with well-known manufacturers were
closed, whereby Oh Pep tone arms and sound
boxes will be used exclusively in the instru-

ments produced by these companies during the

ne.xt year. The intensive advertising campaign

LUDWIG BAUMAN & CO.'S NEW STORE

Well-known Furniture House Opens Second

Newark Store—Victor, Brunswick and Sonora

Lines Featured in Fine Department

The Newark talking machine trade was well

in evidence at the opening of the new store of

Ludwig Bauman & Co. on Broad street and

Central avenue. This well-known furniture

house handles Victor, Brunswick and Sonora

products, and general newspaper publicity was
used featuring the various lines coincident with

the opening of the store. The new establish-

ment is in the so-called "high rent" district of

Newark, adjacent to such well-known concerns

as the Lauter Piano Co., Griffith Piano Co. and

the large department store of Hahne & Co.

Q. W. LYLE VISITS WESTERN TRADE
Geo. W. Lyle, president of the Manufacturer's

Phonograph Co., New York, maker of the

Strand phonograph, spent last week visiting the

com'pany's factories in Indiana and calling upon
the Strand representatives in Kansas City, Mo.,

Minneapolis, Chicago and Buffalo. His reports

while on this trip indicate that the company's

representatives and dealers are closing a banner

business, with the probability of a shortage in

various Strand models.

R. P. DUNLAP BUYS TONOLIN STORE

OssiNiXG, X. Y., October 8.—The music store

of H. A. Tonolin has just been purchased

by Ralph P. Dunlap, of Peekskill. Mr. Dunlap
is the proprietor of Dunlap's Music Store at the

latter location.

fees

Four New
Models

You can make money
quickly by selling "Nat-

ural Voice" machines,

for their cabinet de-

signs, splendid tone and

excellent workmanship

produce profits and

quick turnover.

These machines repre-

sent 1 0 years' experi-

ence and are not guess-

work or experiments.

The four new models

illustrated are the last

word in present-day

phonograph construc-

tion.

Write for prices and

catalogs for the com-

plete instruments or the

cabinets only. QUICK
SERVICE.

Natural Voice

Talking Machine Co.

(Ben Ferrara,',Prop.)

ONEIDA. N. Y.
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The New Columbia is Superior!
Silence!

Strain your ears as you will—you cannot hear the New Columbia Motor run.

Its gears are beveled and machined so accurately that gear meets gear without

a whisper. Its correctly balanced governor spins on its perfectly lubricated

bearings with less noise than the ticking of a finely jeweled watch.

COLUMBIA GRAPHOPHONE CO,

New York

VICTOR WEEKLY RELEASE POPULAR BLACKMAN T. M. CO. AUDAK JOBBER

Double-Faced Red Seal Records Bringing In-

creased Business^Victor Co. Speeds Produc-

tion to Meet the Demand

Well-known Victor Wholesaler to Distribute

Audak—J. N. Blackman Enthusiastic in His

Praise of Record Demonstrating Device

The new Victor plan of weekly release of

records has had an auspicious beginning and

has been granted a very favorable reception

by both the Victor dealer trade and the con-

sumer public, according to R. L. Freeman, direc-

tor of distribution of the Victor Talking

Machine Co. Mr. Freeman added that the

newspaper advertising program of the Victor

Co. has been increased approximately 33 per

cent, so that the public throughout the entire

country may be promptly informed of each new
' weekly release of Victor recordings.

The recently adopted plan of offering Red

Seal records, double-faced, and at greatly re-

duced prices, it was learned, has also met with

a very gratifying response on the part of the

public. In fact, the number of copies of in-

dividual Red Seal records that have been sold

by certain dealers since the introduction of this

new policy has been of an astounding character.

Mr. Freeman also stated that the Victor Co.

is pushed to capacity to meet the demand for

both Victrolas and records, and that as fast as

parts of the new addition to the Victor plant

are completed, the company is immediately mov-

ing in, thereby as rapidly as possible increasing

its output. This great new addition to the Vic-

tor plant is already completely erected and pre-

sents a very impressive appearance as one

approaches Camden from the Philadelphia side.

The interior portions are being finished up at

a rapid rate.

BRILLIANTONE PRESIDENT IN WEST

B. R. Forster, president of the Brilliantone

Steel Needle Co., New York City, left on an

extended business trip which will take him as

far as the Pacific Coast. Just before going to

press, Mr. Forster was reported in St. Louis.

His trip thus far has been a decided success.

The new Brilliantone daylight display, which is

illuminated entirely by daylight and needs no

electric current, is proving popular and many
requests are being made for this device.

FOREST CHENEY VISITS DENVER

Forest Cheney, inventor of the Cheney phono-

graph, who is touring the West in the interest

of this instrument, recently stopped off at Den-

ver, Col, on his way to the Pacific Coast.

While in that city he visited the American

Furniture Co., Cheney dealer; renewed old ac-

quaintances, and described the development of

the Cheney phonograph from its inception.

Reinhardt's, Inc., prominent dealer of Mem-
phis, Tenn., has moved from the Peabody block

to a temporary location on Madison avenue.

The new quarters of the firm on South Main
street are being rushed to completion.

DEATH OF DAVID B. MILLER

Advertising Manager of the Brunswick Co.

Succumbs to Effects of Operation in Chicago

Hospital—Widely Known in the Trade

Maximilian Weil, president of the Audak Co.,

New York, manufacturer of the Audak record

demonstrating unit, announced this week the

appointment of the Blackman Talking Machine

Co., New York, Victor wholesaler, as a distribu-

tor for Audaks, this deal being closed after J

Newcomb Blackman, president of the company,

had tested the Audak for nearly a year. After

Mr. Weil had addressed the Blackman sales

force he was congratulated upon the practical

value of his device, which was given Mr. Black-

man's unqualified approval. The Blackman sales

staff will participate in an active campaign to

bring the Audak to the attention of the com-

pany's dealers, especially in view of the fact

that the biggest record months of the year are

awaiting the trade at the present time, and speed

is an important service consideration.

Chicago, III., October 10.—David Blaine Miller,

advertising manager of the Brunswick-Balke-

Collender Co., died in the American Hospital

in this city on Monday of this week, after a

two months' illness following an operation for

appendicitis. Mr. Miller, who had a host of

friends in the trade, was thirty-three years old.

He began his career with the General Fire

Proofing Co., Youngstown, O., later becoming
the advertising manager of the Eclipse Musical

Co., of Cleveland; then becoming associated

with the Toledo Metal Furniture Co., coming
from there to the Brunswick Co. in March of

this year. He is survived by his widow, a

daughter, sister and mother. The remains were
shipped from his Chicago home, 548 Brompton
avenue, to the family home in Rockwood, Pa.,

wlirrc interment was made.

New at Prices Below Cost of Production on

COLUMBIA GRAFONOLAS
AND RECORDS

''COLUMBIA RECORDS" in bulk
Assorted Current Numbers in 1922 Catalogue

POPULAR AMEKIC.4N SELECTIONS
Series "A"

TEN-INCH 75c DOUBLE DISCS
(Packed 10 of Each Nlinibei)

(400 Rbcords to a Case)
200 14 %c1

5.000.
10,000.
20,000.

.14c
..13c
..12Hc

LATEST 1923 ST'PPLEMENTS
(Ineludiiifj -June Reeords)
TEN-INCH 75c DOUBLE DISCS
(Packed 25 of Each Number)

(400 Records to a Case)
1.200 ISc
2.000 17c
5,200 16c

FOREIGN LANGUAGE RECORDS
Series "E"

Write us what language you are interested in and we will

submit you lists showing assorted cases, each case of 400

being packed 25 each of a differenr number.

TEN-INCH 75c DOUBLE DISCS
(Packed 25 of Each Number)

(400 Records to a Case)

(Each Langviage Grouped Separateb')

1.200.

2.000.

5.000.

.25c

,.24c

.23c

OPERATIC SERIES
Red, White and Blue Labels
TEN-INCH $1 OPERATIC LABEL

(Packed 25 of Each Number)
(400 Records to a Case)

5 Case lots of 2.000 Records at 24c each

TWELVE-INCH $I.TO $3 DOUBLE DISCS
(Packed 15 of Each Number)

(315 Records to a Case)
1.200 39%c
5.000 38c

10,000 370

"COLUMBIA GRAPHOPHONE EQUIPMENT"
Consisting of Double Spring Motor. Turntable Complete.

Nickeled Tone-Arm and Soimd Box

PACKED IN COMPLETE UNITS.

PRICES ON APPLICATION.

Prices subjeot to change without notice.

Terms: Net Cash—F. O. B., Bridgeport, Conn.

Write for Catalog of New Consoles

LOUIS JAY GERSON
High Grade Radio and Phonograph Specialties

63 Reade Street [Telephone 0146 Worth] New York City

Cable Code, "Gersondale," New York
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LABOR PRAISES VICTOR CO. POLICY

Ability of the Victor Co. to Keep Plant Oper-

ating Throughout Period of Depression Cited

as Example of Capable Management

Organized labor paid the following tributfe to

the capable management policy of the Victor

Talking Machine Co. in an article published in

the American Federationist, the official maga-

zine of the American Federation of Labor. It

indicates that the worker is directly interested

in the efficienc}' of the management in that his

regularity of employment depends largely upon

that factor. The article in question reads:

"It may be opportune to relate some fact'-

about the Victor Talking Machine Co., since

it has come into the discussion. The late unem-

ployment crisis didn't bother this company.

"This has nothing to do with the company'-

employment policy, be that what it iTia\-. Hut ii

does show that a company's marketing abiHt\-

and its ability to find out who wants wliat it

sells and to form a connection has much to do

with employment. Management needs brains,

from raw material to ledger entry.

"During the whole unemployment period the

Victor Co. went on making talking machines,

with full-time employment for its entire force

throughout the whole depression. And that

was something of an achievement when 5,000,-

000 workers couldn't find even a ghost of a pay-

roll connection.

"The Victor Co. kept its advertising campaign

going full blast—it spends something like $6,-

000,000 a year. It scratched its head, figuratively,

and looked for new buyers. It didn't pull a long

face and call the battle lost. It not only made
talking machines talk; it made them move. This

it did on a depressed market.

"One bit of ingenuity was to personally can-

vass fire houses. Reasoning was: firemen have

a lot of free time in the fire houses; talking

machines would amuse men during idle hours.

The idea worked. Other similar ideas worked.

Result: Full-time work for workers.

"Maybe many others couldn't have done like-

wise. The only point is that management effi-

ciency has much to do with industrial stability

and many wage earners have to suffer for the

incompetence of those by whom they are em-
ployed. Workers have a valid right to good
industrial management; and somehow, some
day, they will find a way to insure and protect

themselves against the risks of incompetent

management."

DA=LITE ISSUES RED SEAL PANELS

Toledo, O., October 6.—The Da-Lite Electric

Display Co., of this city, manufacturer of elec-

tric displays featuring Victor records, is show-
ing this month a series of fourteen panels of

Red Seal Victor artists, calling attention to

double-faced Red Seal records. Harry Cudde-
back, head of the company, believes that this

is an opportune time for the production of these

panels, in view of the fact that the Victor trade

is keenly interested in the new double-faced Red
Seal records. The present series consists of

fourteen of the most famous Victor Red Seal

artists, but it is planned to increase this list

very shortly. Quite a number of the artists

are now on concert tour, and Mr. Cuddeback
is certain that this series of panels will prove
of direct value to Victor dealers.

THE GEER REPEATER

STANDARD OF THE WORLD
The Improved Geer Repeater is today recognized everywhere as the standard
repeating device. It is adjustable, plays all records completely through and will

give a lifetime of perfect service.

Price $1.50

Walbert Manufacturing Company
925-41 Wrightwood Avenue Chicago, 111.

FEATURING NEW ELECTRIC MOTOR

H. A. Robbins, of Boston, Appointed Sales

Agent for New Kendrick & Davis Motor That
Possesses Many Interesting Features

INCREASING FACTORY PRODUCTION

Wasmuth-Goodrich Co. Reports Active Emer-
son Business—Stores on West Coast Enjoying

a Particularly Active Demand

Boston, Mass., October 6.— H. A. Robbins, well

known in the talking machine trade through his

former connection of several years with the

industry, some time ago opened headquarters at

142 Berkeley street, this city, where he is act-

ing as sales agent for a new and thoroughly

interesting talking machine motor manufactured

by Kendrick & Davis, well-known electrical

goods manufacturers, of Lebanon, N. H.

The new motor is distinctly original in con-

struction and control and is the result of sev-

eral years' careful experimenting. A particu-

larly interesting feature of the motor is the

starting and automatic stopping device, con-

sisting of a pinion that slips into a slot in the

turntable spindle and by so doing forms the

contact which starts the motor to operating.

When the record has finished playing the pin-

ion is released from the slot and the turntable

stops within a quarter of a revolution.

The motor is provided with gears of formica,

which is declared to have better wearing qual-

ities than steel, as well as other factors to

recommend it. The shaft is of one-piece tool

steel and the worm is of brass. The governor

is mechanically controlled and a friction idler

in the spindle prevents the slipping of gears.

The whole construction from an electrical

standpoint is first class, and the motor is de-

signed to operate on any 110-volt per.

T. M. Cornell has been appointed sales rep-

resentative for the new motor, and has already

been very active in the East. He will leave

shortly for Chicago and other Western cities

in the interests of the new product.

In a recent discussion of the general business

outlook E. V. Hughes, production manager of

the Wasmuth-Goodrich Co., Peru, Ind., manu-
facturer of Emerson phonographs, stated that

actual orders received from the Pacific Coast

and intent ' -niint- li .

' "
' it necessarv

THE SHELTON
Electric Motor
The "Simplicity" electrifies

Victor, Edison and Columbia
phonographs by simply tak-

ing off winding handle and
placing motor against turn-
table. Automatic switch in

motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Si"<-rify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42nd Street, New York

The Alaric

to increase production schedules in order to

meet the demand. The Dohrman stores in San

Francisco and Los Angeles featured a very suc-

cessful sale of the new Emerson consoles and at

Oakland the Capewell establishment conducted

a sale with excellent results. Other Emerson
dealers reporting an active demand for the com-

pany's product are the Guest Piano Co., Bur-

lington, la.; Jones Piano Co., Des Moines, la.,

and Burgess & Nash, of Omaha, Neb. In Chi-

cago the Emerson is featured by Rothschild in

the "Loop" and several outlying stores.

One of the favorites in the present Emerson
product is the "Alaric," a Gothic model retail-

ing at $200. This instrument is meeting with a

ready sale throughout the country and prom-
ises to be the leader in sales totals when the

\ car's figures are completed.

].. Mendelsohn, of Edgewood, Md., who has a

>tore very near the Edgewood Arsenal, is se-

curing much business from the soldiers located

at the camp. He makes the rounds with sam-

ples of Columbia records as they come out each

month.
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PLANS OF GOTHAM MUSIC CONTEST

Announce the Numbers to Be Used in New
York's Music Memory Contest Next Year

—

T. M. M. to Co-operate on a Large Scale

Following the decision of The Talking Ma-
chine Men, Inc., to co-operate in the music-

memory contest in New York next year on an

even more elaborate basis than was the par-

ticipation this year, working, of course, through

-the public schools and through contacts made
by dealers in various districts, there has just

been issued a complete list of the numbers to

be featured in the next music-memory contest.

The list consists of fifty numbers and its issu-

ance at this early date will enable the dealers

to prepare their stocks and make other arrange-

ments necessary to enable them to get the full-

est possible value out of the movement. One
of the fundamentals, of course, will be their

ability to provide for both the instructors and

the student contestants all the records that are

included in the list.

The plan of the Talking Machine Men pro-

vides for the dealer presenting to the school or

schools in his district records to the value of

$5 or $10 taken from the official list. It is also

urged that the dealers arrange to give recitals

for the benefit of the school children in their

stores, playing over the various records on the

list and arranging recitals if possible during the

school hours or immediately thereafter so that

teachers may accompany the youngsters and

keep order.

At the present time E. G. Brown, secretary

of the Talking Machine Men, Inc., is busy col-

lecting information regarding the schools

located in the districts assigned to various

dealers so that the tie-up may be complete and
efTective. The complete list for the Music-

memory contest is as follows:

Instrumental
1. Allegro—Unfinished Symphony Schubert

2. Andante—Unfinished Symphony Schubert

3. Andante—Fifth Symphony Beethoven
4. Air for G String Bach
5. Cavatina Raff

6. Dance Macabre Saint-Saens

7. Dance of the Hours Gioconda-Ponchielli

8. Gavotte—Mignon Thomas
9. Hungarian Dance No. 5 Brahms

10. Hungarian Rhapsody No. 2 Liszt

11. Intermezzo—Cavalleria Rusticana Mascagni
12. Kamennoi Ostrow Rubinstein

13. Liebestraum Liszt

14. Marchet Slav Tschaikowsky
15. Meditation—Thais Massenet
16. Merry Wives of Windsor Overture Nicolai

17. Minuet in G , Paderewski
18. Narcissus Nevin
19. Poet and Peasant Overture Von Suppe
20. Polish Dance Scharwenka

ster

WIDE-AWAKE phonograph dealers will realize

instantly the sales possibilities of this new and
unusual phonograph. The tone chamber of the Song-
ster is made from select violin spruce in its natural
state ; it is not veneered, as in usual tone chamber con-
struction. Specially constructed "violin" chambers at

both sides of this tone chamber collect the tone vibra-
tions and reflect them in deepened, mellow tones that
surprise and delight the hearer. The Songster's tonal
system is its dominating virtue ; the Songster's variety
of design and finish equals any machine on the market.
The Songster is now making big profits for many dealer.s

in the Northwest. It can't help but do the same for you.

Write today for illustrated details of Songster design
and construction. Ask for our special offer to dealers.

The Songster Phonograph Co.
219 West Michigan Street—Duluth, Minnesota

21.

22.

23.

24.

25.

26.

27.

28.

29.

30.

31.

32.

33.

34.

35.

36.

37.

38.

39.

40.

41.

42.

43.

44.

45.

46.

47.

Polonaise Militaire Chopin

Spring Song Mendelssohn

The Swan Saint-Saens

To a Water Lily MacDowell

To Spring Grieg

Wedding March—Lohengrin Wagner
William Tell Overture—At Dawn Rossini

William Tell Overture—The Storm Rossini

William Tell Overture—The Calm Rossini

William Tell Overture—Finale Rossini

Vocal

Ave Maria Schubert

Barcarolle—Tales of Hoffman Offenbach

Berceuse—Jocelyn Godard

By the Waters of Minnetonka Lieurance

Come Where My Love Lies Dreaming Foster

Deep River Negro Spiritual

From the Land of the Sky Blue Water Cadman
Hark! Hark! the Lark .Sch-ubert

He Shall Feed His Flock—Messiah Handel

La Paloma Yradier

Musetta Waltz—La Boheme Puccini

O Rest in the Lord—Elijah Mendelssohn

O Sole Mio Di Capus

Prologue—Pagliacci Leoncavallo

Quartet—Rigoletto Verdi

Sextet—Lucia Donizetti

Songs My Mother Taught Me Dvorak

Song of the Vikings Fanning

49. Toreador Song—Carmen Bizet

50. Two Grenadiers Schumann

JOINS MUSICAL PRODS. DIST. CO.

W. Naimsky, formerly associated with the

Metropolitan dealers' department of the Aeolian

Co., New York, is now connected with the

Musical Products Distributing Co., 37 East

Eighteenth street, New York, as a member of

the company's dealer service department. This

company is a distributor of Pooley phono-
graphs, Vocalion Red records and other acces-

sories, and Mr. Naimsky's past experience 'well

qualifies him to co-operate with the dealers

handling these products.

FILE FIGURES IN BANKRUPTCY

Following a meeting of the creditors of the

Cabinet & Accessories Co., Inc., New York, the

following schedule was filed. Liabilities were
listed at $35,017 and assets at $20,575. Plans

for reorganization may be announced at a later

date.

FILING
CABINET

K-lOO

TO MEET THE DEMAND
EDISON DEALERS
We Are Now Marketing THE NEW

HAAG RECORD FILING CABINET
Accommodates 100 Edison Records. In Brown

and Red Mahogany

TO RETAIL AT FIFTY DOLLARS
The Most Practical and Attractive Cabinet Ever

Put on the Market

Orders Filled Only in the Sequence Received

HAAG & BISSEX COMPANY, Inc.

Calvert Building Baltimore, Md.
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©LEO.FEIST Inc.NYC "You can't SO wrong with anaTEIST' sons"

DEVELOPMENT OF PORTABLE FIELD

Robert B. Wheelan, President of Health

Builders, Inc., Points Out the Greatly En-

larged Scope of Portable Sales Opportunities

A noticeable change in the portable field was

pointed out by Robert B. Wheelan, president of

Health Builders, Inc., New York, which pro-

duces the "Camp-fone" portable. In discussing

the situation with The World Mr. Wheelan de-

clared: "Although the portable was originally

designed and planned as a vacation and camp

instrument it is my theory that no more than

two out of every 100 purchasers of portable

machines actually use it for a vacation instru-

ment. This is largely borne out in the decided

demand upon the part of the buying public for

mahogany and mahogany finished portables. It

is logical that a person would not want to take

a mahogany machine out into the open. The
finish is decidedly not adapted to that purpose.

I believe strongly that the future of the port-

able is for the home and, therefore, it should

have a sales demand of all-year duration. It is,

in my opinion, gradually taking the place of

the small table machine. For example: Mrs.

Jones goes to the local talking machine retailer

with less than $50 to purchase a small talking

machine which can be placed on the ordinary

table. While there she sees the better type ma-

chines which she cannot afford, but which vari-

ous of her neighbors have. She realizes that

if she purchases a table machine the contrast

will be obvious and she ma}' possibly appear

cheap. While there she also sees the port-

able machine with a good finish and quality

equipment and finds that this macliine also has

a cover which the other machine which she

originally intended to buy has not. Further-

more, she is not buying a talking machine which

competes with the higher-priced machines of

her neighbors, but one tliat is bought, obvi-

ously, for portable purposes, although the ma-
chine may never leave the house. I believe that

this instance is being duplicated thousands of

times throughout the country and that the home
appeal is the real appeal in the portable field.

Even in the home its portability is a decided

asset, for, although it may be customary to

gather in the living room where the large talk-

ing machine is situated, very often music is

desired in the den upstairs or other rooms of

the house. I also believe that the portable talk-

ing machine is going to be enjoy a good holiday

demand. It did last year and there is no rea-

son why this success should not at least be

duplicated, if not augmented. I recall one in-

stance where a friend of mine received two
portables as a Christmas present last year, both

of his friends thinking, although separately, of

the desirability of the portable as a present."

Mr. Wheelan has taken the theory of the

portable as an all-j-ear-round home talking ma-
chine and put it into actual effect in new litera-

ture on the "Camp-fone" which he has pre-

pared. The quality appeal is presented on the

cover, where couples in evening dress are danc-

ing to the music of the portable. On the in-

side of the cover are shown various scenes of

home life, showing the portable in the living

room, in the den, the boudoir and the nursery.

Mr. Wheelan is advising his many dealers to

play up the home appeal of the portable in

their sales talks. Mr. Wheelan is helping dealers

in this respect, not only through literature, but

by attractive window displays showing the

portable in the home and other merchandising

helps.

DITSON DEPARTMENT IS MOVED

Wholesale Talking Machine Department of

Chas. H. Ditson & Co. Now Located on Third

Floor of Ditson Building on Thirty-fourth

Street—Proi>erty Purchased by Mr. Ditson

NEW STORE IN TUOLUMNE OPENS

ruoi.uMNE, Cal., October 6.—Baldwin pianos

and a line of phonographs, records and player-

rolls will be carried by a new music store, which

John Landzaad and Charles Deal are opening.

The w-holesale Victor department of Chas. H.
Ditson & Co., 10 East Thirty-fourth street, New
York, under the management of Paul Carlson,

has been moved from the eighth floor to the

third floor of the building at that address, w-here

increased facilities are provided for the handling

of the business.

The floor comprises approximately 4,000

square feet of space, providing adequate room
for suitable offices and reception rooms and for

the storage of stock. Ditson & Co. have for

some time past maintained a model display win-

dow for the guidance of dealers in making
their own window displays, and this window is

a feature of the new third floor arrangement.

There are also provided display and demonstra-
tion rooms for convenience of visiting dealers.

By moving to the third floor the Victor de-

partment secures the use of an additional pas-

senger elevator and also of an extra freight

elevator running down to the shipping room in

the basement, which provides the means for

facilitating deliveries. The department will also

be able to make use of the pneumatic tube equip-

ment of the Ditson store proper.

As has already been announced, Chas. H. Dit-

son, head of Ditson & Co., recently purchased
the property at 8-10 East Thirty-fourth street,

upon which the present Ditson building was
erected under a long-time lease in 1906. The
structure is ten stories and basement and is

distinctly modern, and is located practically in

the heart of the present-day retail shopping dis-

trict. The floors not occupied by Chas. H. Dit-

son & Co. for their own departments are leased

for use as offices and showrooms.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

34 East Sidney Ave., Mt. Vernon, N.Y.
Telephone: Oakwood 8345

MOUNT VERNON— NEW YORK
MANUFACTURERS OF

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED WAX
TO OUR LABORATORY

LABORATORY
9 East 47th St, New York City

Tel. Vanderbilt 4153

OUR
IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS
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OPENS NEW STORE IN CAMBRIDGE, 0. A. R. SAUNDERS SALES MANAGER

Davis, Burkham & Tyler Co. Occupies Hand-

some New Building in That City

Cambridge, ,0., October 2.—The Davis, Burkham

& Tyler Co. on Saturday last held a formal

opening of its handsome new building at 843

Wheeling avenue. The new building, a three-

story structure, was built especially for the com-

pany following the success met with by the lo-

cal branch that has been maintained here for a

number of years.

The main floor is given over to the piano

department, the various rooms being divided

one from another with French folding doors.

On the same floor are the sheet music and

small goods department and the executive

offices. The basement has been fitted up in a

most modern manner to house the Victor talk-

ing machine and record department and the

music roll department. The interior of the

store is finished in ivory, mahogany and French

gray, and indirect lighting adds to the effect.

E. M. Bonnell is manager of the local store

and his sales staff includes R. L. Cowden, Frank

C. Dunn, Chas. Schairer, Marjorie Dennis and

Ruth Dawson. The tuning and repair depart-

ment is an important factor of the business and

is in charge of P. E. Beebe.

The store was handsomely decorated for the

opening and hourly recitals were given with

the aid of the Ampico.

Appointed to This Important Post by Pathe

Phonograph & Radio Corp.—C. F. Usher to

Manage Metropolitan Sales and V. Czerwin-

ski Is in Charge of Foreign Department

NEW STORE OF CABANAS, BURNS & CO.

Here is good evidence of Mexico's response

to Columbia New Process records. We venture

Several important changes of interest to the

talking machine trade have been made in the

personnel of the staff of the Pathe Phonograph

& Radio Corp., Brooklyn, N. Y. A. R. Saun-

ders, who has occupied the position of special

representative of the Pathe Co. in the Central

States, will occupy the important post of sales

manager, which was left open when H. T.

Leeming left about a month ago for work in

another field.

C. F. Usher, former Pathe special representa-

tive, will now manage sales in the metropolitan

district. Both Mr. Saunders and Mr. Usher are

experienced Pathe men and their advancement

is a tribute to their efficiency.

A bright promise for the expansion of the

foreign record business of the company is found

in the recent appointment of Vincent Czerwin-

ski to the directing staff of the foreign record

department. Mr. Czerwinski brings to the

Pathe Corp. experience and ability which equip

him admirably for his new responsibility. He
has the appreciative understanding of the mu-
sical artist, having recorded vocal selections for

many irhportant companies in this country and

having" been for many years a recognized singer

in European grand opera. He is a linguist and

has a practical knowledge of the special prob-

lems of the dealers in the retailing of foreign

language records. He was at one time asso-

ciated with the foreign record department of the

General Phonograph Co.

and is also the founder

and president of the Po-

lonia Phonograph Co. Mr.

<_ zerwinski, since his ap-

pointment to the foreign

record staff, has been in-

strumental in developing

this end of the business.

It is believed that the new
price of 75 cents will af-

ford the dealer an oppor-

tunity of unlimited devel-

opment of business. It is

also announced that,

through the connections

of Pathe in Paris, arrange-

ments have been made for

the recording of the best

selections by the finest na-

tive artists in European

Cabanas, Burns & Co., Inc., Store countries. These will be

to say that a more up-to-date and attractive

store than this one recently opened by Cabanas,

Burns & Co., Inc., in Guadalajara, would be

hard to locate. Guadalajara is one of the prin-

cipal Columbia distributing centers there.

released at the earliest possible moment, and

it is expected that they will be in great demand.

A very interesting list of foreign records is

being sent out with the November record sup-

plement of the company.

ThePHONOMOTORCO.
WM. F. HITCHCOCK, Proprietor

121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED
Universal— alternating or direct cur-

rent. Complete, with every part ready
to run.

Sample, mounted on motor board,
\2x\2H, $25.00 C.O.D. Money back
if not satisfactory.

The PHONOSTOP
An automatic stop for all talking ma-
chines, 100% efficient.

STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all

over the world.

Nickel or Gold.

Your phonograph
is worthy of the

best stop.

This is the only one.

Your customers appreciate it

Our NEED-A-CLIP
A fibre needle clipper with hardened
tool steel blade, retails at 75c, does its

work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

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

Qju:
The Record * Hniltti)

IROQUOIS SALES CORPORATION
210 FRANKLIN STREET BUFFALO, N. Y.

Distributors for New York State and
Northwestern Pennsylvania for

Records 3 11d ODEON Records.

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
for these popular record lines.

9««
Imported I^ecord

y

Quality
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UNIQUE RCA "AD" CALENDAR NEW FOREIGN RECORD MANAGERLITTLE TOTS'^HRISTMAS BOOK

Regal Record Co. Announces Timely Record-

ings—Christmas Selections of Unusual Interest

An interesting series of Little Tots' records,

particularly appropriate for the Christmas sea--

son, has just been announced by the Regal Rec-

ord Co., manufacturer of these records. A spe-

cial Christmas book is now ready and the com-
pany's dealers are ordering the books in large

quantities in anticipation of a wide demand dur-

ing the next few months. Recordings in this

Christmas book are unusually entertaining and
the titles are "The Night' Before Christmas,"

"Santa Claus Hides in the Phonograph," "The
Coming of Santa Claus," "Christmas Morning,"

"To-morrow Will Be Christmas" and "Santa

Claus Will Soon Be Here." The book contains

these six seven-inch double-faced records with

colored pictures and various descriptive cards.

All Little Tots' nursery tunes that are shipped
on holiday orders will be packed in attractive

hollv boxes.

Radio Corp. of America Issues Interesting Ad-
vertising Calendar—Emphasizes Extent of

Publicity Campaign During the Year

The advertising department of the Radio
Corp. of America, manufacturer of Radiolas,

recently furnished to its dealers an unique cal-

endar, calling attention to its tremendous pub-
licity campaign during 1923. For each month
of the year a detailed tabulation was presented,

showing the dates on which various magazines
were published and the combined circulation of

these periodicals. All of the magazines in this

tabulation are included in the RCA campaign
for 1923, in addition to a special newspaper
campaign. According to the figures presented

in this calendar the 1923 advertising of the Ra-
dio Corp. of America will reach a total adver-

tising circulation of 55,000,000 and, subsequent
to the preparation of this calendar, considerable

additional media were placed on the advertising

schedule.

Louis D. Rosenfield Appointed to Important

Post in Vocalion Record Division of the Aeo-

lian Co.—Has Had Wide Experience

Following the acquisition by O. W. Ray, gen-

eral manager of the Vocalion Red record divi-

sion of the Aeolian Co., of important foreign

record rights while on his recent trip to Eu-

rope, and the plans for the development of the

Louis D. Rosenfield

foreign record division of the Vocalion catalog,

it is announced that Louis D. Rosenfield, for-

merly with the Emerson Phonograph Co., well

known in trade circles generally, has been ap-

pointed foreign record manager for the Vo-
calion interests. Mr. Rosenfield took up his new
duties on the first of this month.

OFFERS NEW RADIO=PHONOQRAPH

Trinity Phonograph Co., Boston, Presents a

New Combination Instrument to Trade

The Trinity Phonograph Co., Boston, Mass.,

has met with considerable success in intro-

ducing a new Trinity Radio-Phonograph, a com-
bination instrument that has apparently made a

strong appeal to those who admire the talking

machine, yet have fallen under the spell of radio.

The phonograph case in a cabinet of Queen
Anne period, finished in mahogany, is equipped

with a Kendrick & Davis motor or a spring

motor if desired, while the radio equipment con-

sists of a Maclite four-tube set with the tone

chamber of the phonograph taking the place of

the loud speaker. The entire radio equipjnent

is included within the cabinet, the onl\' wires

being those to the antenna and ground.

"T. M. Cornell is associated with H. A. Rob-

bins in the handling of the new radio-phono-

graph, and has placed a number of the instru-

ments with dealers in the East.

PROFITING BY REPAIR SERVICE

Dealers Realizing Value of This Service in

Gaining Friendship of Customers

An opportunity for adding to his profits

which the dealer often overlooks is in the re-

pair of talking machines. Not only can this

service be made to pay, but the increased pres-

tige derived from an accommodation of this

character is bound to cement the friendship be-

tween customer and dealer which is sure,

sooner or later, to manifest itself in sales of

records, accessories, etc., to pleased patrons.

That many dealers are paying considerable at-

tention to this form of service, although they

cannot aflford to operate a repair department, is

manifested by the fact that the Ideal Repair

Service, New York, which specializes in talking

machine repairs, is enjoying a steadily growing

business and is constantly enlarging its circle

of dealer-clients. In fact, this concern is turn-

ing out repair work for dealers throughout the

country, evidence enough that many merchants

are finding that it pays to help their customers

keep their instruments in first-class shape.

SILENT MOTORS
Because

They represent the highest quality of workmanship
and material—guaranteed against defective workman-
ship and material.

In operation and winding they are absolutely silent.

The governor shaft operates in a ball-bearing

socket, an exclusive feature patented by this company.

They are intelligently designed to overcome the

common faults of speed regulation and wobbly turn-

table action.

The specified playing capacities are guaranteed.

Their construction and quality insure perfect per-

formance for long periods.

Made in Three Types

Model H.H. a double spring guaranteed to play five
records.

Model K.K. a double spring guaranteed to play
three records.

Model S.S. a single spring guaranteed to play two
records.

Samples and further information upon request.

The silent MOTOR CORPORATION
CHARLES A. CMALLEY, President

321-323-325 Dean Street BROOKLYN, N. Y.

TeIej>bone Sterling 4861
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OGDEN'S
Store Equipment

of all kinds has been used

with satisfaction by the

trade for nearly ten years.

Our method of Filing,

Finding and Selling has

helped thousands of dealers

who purchased on our

Guarantee of Satisfaction.

Today we continue to guar-

antee Service and Satisfac-

tion.

Tell us what you want
and let us serve you
too.

OGDEN SECTIONAL
CABINET CO.

Lynchburg Virginia

PLYMOUTH PHONO. CO. TO EXPAND

Chamber of Commerce of Plymouth, Wis.,

^Recognizes Importance of the Company and

Urges Public to Subscribe for New Stock

Plymouth, Wis., October 6.—At a recent meet-

ing of the Plymouth Association of Commerce
in this city much attention was directed to the

activities of the Plymouth Phonograph Co. A
resolution was passed acknowledging the Ply-

mouth Co. as an important asset to the com-
mercial life of the town. A further resolution

inaugurated a movement to obtain additional

resources to enable the Plymouth Co. to en-

large its plant and take care of its largely in-

creased business by the sale of preferred stock.

An idea of the importance of the phonograph
company to the town may be gained from the

following paragraph which was part of the pre-

amble to the resolution:
~

"Whereas, the business depression, which

struck our country toward the end of 1920, also

had its. effect upon the Plymouth Phonograph
Co., and in consequence of same they were
obliged to cut down their working force con-

siderably. But all through the years 1921 and
1922, where other plants had to cease operations

and were practically shut down, the Plymouth
Phonograph Co. kept on running and gave

steady employment to close to 100 men. Dur
ing the prosperous year of 1920 they paid oul

in wages $235,000.00, and since then, including

the long period of depression, the semi-monthly
pay roll has averaged approximately $5,000.00."

After describing the present favorable posi-

tion of the Plymouth Phonograph Co. and men-
tioning its large contract with Montgomery
Ward & Co., of Chicago, the resolution invites

the public to subscribe for th-e company's new
issue of 8 per cent preferred stock.

One of the latest additions to the music
stores of Columbus, O., is the firm of Koebel
& Keller, who have opened an attractive store

at 846 North High street. In addition to pianos,

the concern handles Victor talking machines.

TWO DEPARTMENTS UNDER ONE HEAD

Piano and Phonograph Departments of Hahne
& Co., Newark, Now Under Majiagement of

W. O. Black—J. L. Blake With Bamberger

The piano and phonograph departments of

Hahne & Co., Newark, N. J., which have been

operating separately in the past, were consoli-

dated under one head last week and both will

in the future be managed by W. O. Black,

present head of the piano department. Such
a combination had been contemplated for some
lime on account of the interlocking nature of

the business and, the departments being situated

side by side in the store, the change will be

especially effective. J. L. Blake, who recently

resigned as manager of the talking machine
department, has joined the sales force of the

phonograph division at Bamberger's, Newark.

The Van Fossen-Smiley Piano Co., which
features the Sonora and Fischer phonographs
;ind Vocalion records in Canton, O., is now

PLANE USED IN NOVEL PUBLICITY

Hempstead Music Shop Celebrates First Anni-

versary of Store Opening by Staging Unusual

and Most Effective Advertising Stunt

A novel, publicity stunt was recently staged

by the Hempstead Music Shop, live-wire So-

nora dealer at Hempstead, I-ong Island, N. Y.

It was the first anniversary of the opening of

this store and H. H. Lindenberger, manager
of the establishment, decided to use some real

publicity. Advance advertising appeared in the

local newspapers and on the day set for the

event a large airplane, with the words "Sonora"

and "Hempstead Music Shop" painted in four-

foot letters on the bottom, flew over the town
at an extremely low altitude, with another plane

circling 'above it. After doing a few stunts to

attract attention the passenger in the first plane

dropped 1,500 envelopes with Sonora literature;

enclosed over the side. Each envelope was
numbered and prizes were distributed to the

four persons who picked up the winning num-
settled in new quarters at 426 Market avenue. bers, the first prize being a Sonora portable.

LIVE

The tone and volume of any phonograph
can be greatly improved by using Bristol
Audiophone Phonograph Record Repro-
ducer. This outfit utilizes the same Audio-
phone Loud Speaker which has become
famous in radio receiving.

It can be attached instantly to any make
of phonograph without mutilating the in-
strument in any way.

There are wonderful resale possibilities for
use in homes, club houses, restaurants,
schools, church societies, lodges, etc. It

furnishes the ideal music for small dances
and informal entertainments.

In addition to all these, when used to
demonstrate in your own store it will
greatly increase the sale of records. Read
what one of the big music stores in Pitts-
burgh has written us : "We have an Audio-
phone Phonograph Outfit which is .giving us
great satisfaction. We find that it has been
a great help to us in stimulating our. sales,

especially in this, our dull, season."

Shall we arrange for a demonstration in
your store ?

THE BRISTOL COMPANY
WATERBURY, CONN.
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I've ^ot those Blue Hoosiei- BlueS

BLUE HOOSIER
BLUES
An Indiana Fox-^Ti-oft

CANTON, 0
Trade Extension JFeek Stimulated

Sales—Big Holiday Demand Ex-

pected— Moves and Alterations

Canton, O., October 4.—It was the consensus

of opinion among talking machine dealers in the

Canton district that, from the middle of Oc-

tober right on through until the holidays, busi-

ness will show a decided gain in all lines of

musical merchandise. Trade Extension Week,
in which eleven local music dealers partici-

pated, helped stimulate business and brought in

suburban shoppers. Many sales were attrib-

uted to this promotion. Industrial conditions

continue good and there is every reason to be-

lieve that the coming two months will produce

some real business.

The Betty Furniture Co. will move soon after

November 1 to a new location at Fifth street

and Market avenue north. A talking machine

department will probably be installed.

Almost twice the present floor space will be

available in the talking machine department of

the HefHing Music Co., New Philadelphia, O.,

when alterations are completed. The main en-

trance will be shifted to the middle of the store,

which will permit construction of large display

windows on each side. The interior will be

remodeled and redecorated. Sharp & Savidge

are the proprietors of this music store, which

was opened in 1906.

Alice M. Kestel, assistant manager of the

record department of the D. W. Lerch Music

Co., has resigned her position.

The Van Fossen-Smiley Piano Co. has taken

on the Capitol line of talking machines.

Samuel Weber, president and treasurer of the

Weber Department Store, which maintains one

of the largest talking machine departments in

THE TROTTER
ELECTRIC MOTOR

Is an Attractive Retail Proposition

for Phonograph Dealers

Easily Installed Will Run on Any Current

Guaranteed for One Year

The Trotter motor can be sold to any one who owns a

spring motor driven phonograph. Any one can install it

and when following printed instructions can change his

phonograph into an electric machine in ten minutes.

Plymouth Phono Parts Co.

PLYMOUTH WISCONSIN

DISTRIBUTORS

Plaza Music Co., 18 West 20th Street, New York

- Lakeside Supply Co., 73 West Van Buren Street, Chicago

this section of the State, died recently in Zanes-

ville, O. He was past seventy years of age.

Much interest was manifested this week in

the personal appearance of Mme. Schumann-
Heink, Victor artist, who inaugurated Canton's

Winter concert season. The concert was one

of the largest attended in recent years. The
seat sale was conducted at the music store of

the George C. Wille Co., which tied up with the

concert and offered an attractive window dis-

play featuring her best records.

The W. R. Zollinger Co. reports that talking

machine business showed a big gain after mid-

month, this spurt resulting indirectly from the

exhibit at the recent county fair, according to

W. E. Pyle, manager of this department.

The Rhines-Edison Co. presented a most at-

tractive display window in connection with the

opening of Cleveland avenue celebration held

Wednesday night. Manager Rutledge deco-

rated the window with natural Autumn leaves

and in the center spotted the newest model up-

right Edison machine. The display proved one

of the best along. the street.

Seven well-known music stores handling

talking machines participated in the annual Fall

Trade Extension Week, sponsored by local re-

tail merchants, September 24 to 29. On the

opening day of the sales week more than 800

out-of-town visitors registered at the headquar-
ters booth on the public square. Dealers re-

port heav3' sales of records and small merchan-
dise, including player rolls. They also moved
many machines during the week. Some of the

stores offered informal musical programs for

the suburban shoppers and others fitted up rest-

rooms for the visitors.

The Canton Homes Beautiful Exposition,

which closed September 30, offered music deal-

ers an opportunity to place before home owners
the need of a talking machine in the home. In

each of the three modern homes, which were
viewed by thousands of people, was a new
model talking machine of some well-known
make. At Home No. 1 the George C. Wille

Co. had a new upright model Brunswick ma-
chine; Home No. 2, the Rhines-Edison Shop
presented an upright Edison, and in Home No.
3 the Alford & Fryar Piano Co. featured a late

model electric-driven Queen Anne model Che-
ney. The machines, were operated by the cus-

todians in charge and the music dealers sup-

plied the records. The dealers report many
inquiries as a result of the demonstration.

GRIGGS MUSIC HOUSE REOPENS
Peoria, III., October 3.—The spacious ware-

rooms of the Arthur P. Griggs music house,
successor to Guy Hornish, have reopened on
the ground floor of the Peoria Life' Building
with an extensive display of high-grade pianos
and players. The concern is under the man-
agement of Wayne Wilson, who is secretary of

the Peoria Music Dealers' Association and has
been identified with local music houses for the

last five years.
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Victor Co. Launches Fall Advertising Drive

Full-page Advertisements in Leading Newspapers of the Country Herald Pre-holiday Campaign

of the Victor Talking Machine Co.—Records Receive Much Attention

Full-page advertisements in the leading news-

papers of the country recently heralded the

opening of the elaborate Fall advertising cam-

paign of the Victor Talking Machine Co. which

it is declared will represent one of the most

elaborate pubhcity campaigns ever carried on

by a talking machine manufacturer covering a

similar period.

The Victor Co. has for many years made a

particularly strong advertising drive in the Fall

of the year for the purpose of stimulating lioli-

day sales of Victrolas and records, but in the

past the copy for the most part has been gen-

eral in character, featuring the name and the

quality of the product rather than the particular

details of the records and those making them.

More than 20,000

Now in Use

EDISON
DISC

RECORDS
should NOT be played by
untried reproducers and
haphazard attachments.

The "VICSONIA"
has long been accepted by
the Trade for its distinc-

tive interpretation of the

Edison Disc records.

Furnish your customers
with Vicsonias and in-

crease your record circula-

tion.

Sample Vicsonia, in sil-

ver, set with sapphire
point, sent on receipt of

$4.50.

VICSONIA MFG. CO.
INCORPORATED

313 East 134th Street

NEW YORK

ahhough, of course, the more noted artists

were frequently named in the copy.

This year the campaign started about the

time the public was advised of the issuance of

the records in the Red Seal catalog in double-

sided form, and there was therefore much mate-

rial from which to develop sales arguments of

direct appeal. The Victor copy, therefore, has

been devoted largely to the exploitation of spe-

cial groups of records by artists of recognized

standing in the public mind and thus may be

calculated to have direct selling value so far as

the records mentioned are concerned.

In order that the dealers might tie up most

effectively with the newspaper and magazine

campaign of the company during the Fall

months, they were some time ago provided with

a list of the artists whose records would be

featured in the advertising in order that they

might prepare themselves properly to meet the

demand by bolstering up their record stocks

where needed.

The price appeal has naturally found a place

in the newspaper copy, though not unduly em-
phasized. The fact that double-sided Red Seal

records offering two selections by noted artists

at a price only slightly above that asked for a

single-sided record has offered a sales argument

the value of which can be readily appreciated.

WILL DISTRIBUTE K. & D. MOTOR

Cliff Electric Corp. Closes Important Deal With
Kendrick & Davis to Distribute Electric Mo-
tor—Quantity Deliveries After November 1

The Cliff Electric Corp., New York City, an-

nounced recently that it would distribute the

K. & D. electric phonograph motor, manufac-

tured by Kendrick & Davis, of Lebanon, N. H.

S. A. Jacobs, of the Cliff Co., recently returned

from a trip to the factory where he spent sev-

eral days consulting with Kendrick & Davis re-

garding the production of the motor. He states

that the factory will be working to capacity until

November 1, when it will start steady production

on the new motor and be able to make quantity

deliveries. A special feature of this motor, ac-

cording to Mr. Jacobs, is the automatic stop,

wliich is part of the motor unit and does away
with the necessity of boring holes in the phono-

graph .board.

Mr. Jacobs states that his company has dis-

continued the production of the Speed-rite elec-

tric motor in order to concentrate its entire

time and energy on the distribution of the new
K. & D. motor. Although this motor has been

on the market for a short time, substantial

orders have been received from well-known
phonograph manufacturers.

CONTEST STIMULATES SALES

Emerson Dealer Uses Popular Girl Contest to

Advantage—Emerson Phonograph Awarded
Winner—Considerable Interest Aroused

The Emerson Phonograph Co., Inc., 105 West
Twentieth street. New York, N. Y., participated

recently in an unique dealer tie-up, which took

the form of a popular girl contest; this contest

being staged in conjunction with the Graham
Music Shoppe, of Jersey City, N. J. A vote

was allowed with every purchase of merchan-
dise amounting to 50 cents, and the prize, con-

sisting of an Emerson Queen Anne model
phonograph, was won by Miss Mary Lutz.

Samuel Nelson, proprietor of the Graham Music
Shoppe, states that the contest was a decided

stimulator of business during the month it took
place, particular activity and interest being dis-

played during the last two weeks, when the

rivalry among the thirty contestants was at

its height.

Build Up
Profits From
Needle Sales
"The greater the volume,

the larger the profits." This

maxim holds true especially

with such small articles as

needles.

Sales of

THC INSTRUMENT OF QUALITV

CLEAR AS A BELL

Semi-Permanent
Needles

can, through the exceptional

satisfaction they engender, be

built up to extremely large

proportions and frequent
turnover, thereby increasing

your profits from needle sales

materially.

Soriora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

No
Dissatisfaction

in Eight Years!
That's what one Sonora dealer

writes us. Here is his letter.

(Name furnished on request) :

"I know of no line of merchan-
dise in our store which causes vis

less trouble and brings us more
satisfied customers than Sonora.
In the eight years we have han-
dled Sonora there has not been
one case of absolute dissatisfac-

tion come to my notice. It is

pleasant, clean business, which is

as enjoyable as it is profitable."

You, too, can enjoy the satisfac-

tion and large profits which ac-
crue to the dealer handling a high
quality instrument. Write today
for the Sonora proposition.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

STHE rNSTRUMENTOfOUAtlTr

ono]
CLEAR AS A 6ELL
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^You cant Oowrond '
-

with .anyFEISTsong^'

A Musical Novelty by
2ex Confrey
y/vitev of

Theicecreamstaiteda-meltin^'.No one cai-esvhal happened to it AlUhm a tittle -nickel in the Slot.

SAN FRANCISCO
Dealers Putting Houses in Order for Busy Holiday Trade—Jf'omaii

Swindler Convicted—New General Phono. Corp. Home—The News

San Francisco, Cal., October 4. — Business

throughout this territory remains fairly good,

although there lias been a slight drop in retail

sales. This, however, has not dimmed the op-

timism of the local trade, as it is generally

realized that this is only a temporary condition

which usually precedes the busiest season of the

year, namely, the pre-holiday months. Whole-
salers serving the local territory are busy; re-

tailers seem to be getting their stocks in order

for the final drive of the year.

Woman Swindler Convicted
Katie Bauer, who has been in jail awaiting

trial on the charge of swindling retailers of

talking machines, pianos, etc., has been con-

victed through the efforts of the Music Trades
Association of Northern California. The prac-

tice of the Bauer woman consisted of making
an initial payment on a talking machine or

piano, which she sold as soon after delivery as

possible, without completing the terms of the

contract with the dealer. Four or five months
of her activities in this city resulted in sub-
stantial losses to a number of small dealers.

The General Phono. Corp.'s New Home
W. E, Henry, who recently was made man-

ager of the Western district by the General

Phonograph Corp., manufacturer of Okeh -and

Odeon records, and who has turned over the

distribution of these lines in the Los Angeles

territory to "Okeh" Smith and relinquished his

ciuarters in that city, has opened a local dis-

tributing headquarters on the fourth floor of

the Arenson Building, on Second street. Asso-

ciated with Mr. Henry is "Bob" Coltart, who
was formerly with the Columbia Co., and who
has just returned to this country with his wife

and family from Australia, where they spent six

months.

Edison Demand Continues

One of the busiest jobbing houses in the

Western territory is Edison Phonographs, Ltd.,

which is the distributor of the Edison in this

city, Los Angeles and Portland, Ore. Orders

have been coming in in great shape and there

is no doubt that this will prove a great Edison

year when the holiday business finally closes

1923 sales activities. Edison retailers are usually

selected for their merchandising ability, and

the consequence of this is that the Edison

retail trade is composed of as clean cut a body
of men .i^ can he found an\ where in the trade,

New Business and

The Pacific Coast NEwllilSON
COMPARISON ')Yi™|3flE;lUVINC ARTIST

REVEALSiNqgOligERENCE

1851 new business enterprises have started up in one Coast

city in the past six months.

The growth of Edison sales reflects this evidence of prosperity.

Can you afford to miss the opportunity to engage in a profit-

able line in this favored business section with its delightful

climate?

We serve the entire Coast. Write any of our three houses

for particulars regarding open territory for new dealers.

Edison Phonographs, Ltd.
Los Angeles San Francisco Portland

and their ability as a class is reflected in the

steady growth of the demand for the Edison.

Install Audaks
Ten Audaks, a device doing away with booths

in the demonstration of records, have been in-

stalled in the talking machine department of the

Emporium, of which Charles Mauzy is manager.

Although installed but a very short time this

method of record demonstration has been found

very efifective in handling trade with the great-

est efficiency during rush hours.

Another innovation established by Mr. Mauzy
are periodical meetings of the sales organiza-

tion to discuss plans for the improvement of the

talking machine department, business policies,

etc. Already a number of worth-while sugges-

tions have been secured in this manner, and as

the result of some of them the department will

be rearranged along lines which will add greatly

to its attractiveness and utility.

Planning Billboard Campaign
G. E. Morton, manager of the phonograph

department of the White House, which features

the Cheney, is getting ready for his pre-holiday

sales drive. To this end he has contracted for

space on approximately fifty billboards in the

city and surrounding territory.

New Wurlitzer Home Soon to Opyen

The new establishment of the Rudolph Wur-
litzer Co., in the Mission, will be formally

opened some time toward the middle of the

month, according to present plans. A com-
plete line of Victor talking machines and rec-

ords will be handled in the talking machine
department. L. P. Tenney, who was formerly

in charge of the Kohler & Chase store, in the

Mission, will be manager. His mother, Mrs.

M. B. Tenney, will be in charge of the record

department, and the T. & D. Store, in which she

liad a half interest, will be closed.

News Gleanings

Philip T. Clay, president of Sherman, Clay &
Co., has returned from the Pacific Northwest,

where, with G. W. Bates, comptroller of the

company, he inspected the various branches.

The Kruschke Sales Co., Omer Kruschke,

proprietor, which handles the Pathe phono-

graphs, has installed a piano department.

The Record Exchange, Ellis street, which re-

cently installed a complete stock of Odeon rec-

ords, is doing a good business in this line.

The Hauschildt Music Co., Columbia dealer,

is preparing for a big sales drive.

Leon Lang, until recenth' with Kohler &
Chase, is now with Sherman, Clay & Co.

The Hansen Music House has rearranged its

stock to facilitate service. Miss Hazel Barlow
has been added to the sales force.

The Brunswick phonograph recording outfit

will make records in this city of Paul Ash's

Orchestra in "When Night Time Comes" and

"Rock-a-bye My Baby" about October 20.

Fred Sherman, vice-president of Sherman,

Clay & Co., is home from a visit to the Victor

plant.

Leon F. Douglass, of the Victor Co., has re-

turned from a trip to Europe and Leon Doug-
lass, Jr., is home from a trip to Paris, France.
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DOMES of SILENCE
"Better than Casters"

Selected for 4 Reasons hy
WELTE'MIGNON CORPORATION

yUanufacturers of the World Famous

WELTE PHILHARMONIC PIPE ORGANS
REPRODUCING PLAYER PIANOS. CABINET PLAYERS

& ARTISTS' REPRODUCTION MUSIC ROLLS

First:
Because on a piece of

furniture so heavy
some form of footwear
is absolutely essential

in order that it may
be easily moved about
without injury tofloors
or floor coverings.

Second:
Because any form of

footwear that would
elevate the cabinet legs

from the floor would
destroy the beauty of

these Period repro-

ductions. Domes of

Silence are invisible.

Third

:

Because it is neces-

sary that the cabinet

stand firmly in place

in front of the piano.

Any movement, any
wobbling would effect

the quality of the
playing.

Fourth

:

Because Domes of
Silence are the sim-
plest form of footwear.
They will not break
down or get out of

order.

Welte Cabinet Player. William-Mary Model—Weight 375 lbs.

DOMES of SILENCE
"Better than Casters"

Made under Patent No.
995758 which has been
vigorously contested and
sustained by the court of

appeals. Any infringers

and those involved in the

manufacture, sale or use

of same will be liable for

prosecution and subse-
quent damages.

Best for the finest—then
surely best for the cheapest

DOMES of SILENCE Division
Henr>' W. Peabody & Co.
J7 State Street. New York Gey

What we say above about Furniture applies also

to Phonographs
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The K & D Electric Phonograph Motor

FEATURES

Prices,

Sample Motor or

Booklet on Request

I.

A real automatic stop, containing in one unit a

switch and protective lock.

n Uniform speed—Is run direct from motor to

• formica spindle gear. It has no belt to slip. No
electrical control to need adjustment. Runs on

either alternating or direct current.

Ill Price—No electric phonograph motor has been

sold at as low a price. Our production and ex-

perience enable us to compete with the spring

motor. A real guarantee is back of the K. & D.

You should look into these three features.

DISTRIBUTORS

CLIFF ELECTRIC CORPORATION
59 Pearl Street, New York

EIGHT VICTOR ARTISTS IN HERRIN

Concert Under Auspices of Talking Machine

Department of Cline-Vick Drug Stores

Herein, III., October 8.—One of the most en-

joyable and best attended musical events ever

hefd here was staged under the auspices of the

Cline-Vick Drug Stores, Victor dealers, who

Recording or the I

Phonograph Trade

The best equipped and efficient

—low cost—laboratory in the

industry.

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

We will be glad to send sam-
ples of late recordings.

A. J. BAUM, . Manager
ARTHUR BERGH, Musical Director

FRED OCHS. . Recorder

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38th Street New York

were responsible for the local appearance on

October 5 of the Eight Famous Victor Artists.

The Cline-Vick concern had attractive programs

printed on the back cover of which appeared

some of the favorite recordings of these well-

known Victor artists. Considerable publicity

heralded the event, which was a decided suc-

cess, both from the standpoint of attendance

and increased record sales.

BRUNSWICK MEETING IN CLEVELAND

Interesting Talk by J. F. Ditzell, Brunswick
Sales Promotion Manager— Dinner-dance

Winds Up Constructive Meeting

Cleveland, O., October 10.—Brunswick dealers

throughout this territory gathered at the Hotel

Winton on Monday of this week, for what was
one of the most successful Brunswick sales con-

ventions ever held in this section. The day was
devoted to business and amusement, and the

local Bfunswick branch, which sponsored the

affair, under the direction of Leslie I. King,

local branch manager, held open house. Bruns-

wick boosters from the Cleveland, Pittsburgh

and Buffalo territories were present and heard

a constructive talk on the problems of the re-

tailer by J. F. Ditzell, manager of the sales

promotion department of the Brunswick Co.

The complete line of new Brunswick models
was on display, giving the visiting dealers an

opportunity of making their selections and
placing orders for the pre-holiday trade. Dur-

ing the afternoon the visitors and their guests

were taken to interesting points in the city and
in the evening they were entertained at a dinner-

dance, at which the Oriole Orchestra, Bruns-

wick artists, furnished the music.

C. \V. Copp, wiio has attractive warerooms
at 228 South Michigan street. South Bend, Ind.,

is transacting a very large volume of business

in pianos and players, as well as Columbia and

Sonora phonographs.

FEDERAL TEL. & TEL. ACTIVITIES

Dealer Agencies Being Placed in Talking

Machine Field—Col. S. H. Mapes Discusses

Business Conditions—Planning for Fall

"We are closing the greatest season in our

history," said Col. S. H. Mapes, manager of

the New York offices of the Federal Tel. &
Tel. Co., Buffalo, N. Y., in a recent chat with

The World. "We had expected that beginning

with September 15 our dealers would start plac-

ing good-sized orders for Federal radio receiv-

ing sets, but we had never anticipated such an

exceptional demand from the trade throughout
the East. It seems as though the dealers as a

whole are beginning to thoroughly appreciate

and understand the unlimited sales possibilities

for high-grade radio business, and repeat orders

are being received from well-known retail mer-
chants in the metropolitan district and in all

sections of our territory.

"During the past few months we have been
concentrating a considerable portion of our
activities on the developfnent of business in the

talking machine field, and we are keenly grati-

fied at the result of our efforts. We have placed

dealer agencies for Federal receiving sets in a

number of important trade centers, and there is

no question but that the talking machine dealer

is ideally qualified to merchandise our product

profitably and advantageously. We are making
plans for a banner Fall trade, and are also look-

ing forward to 1924 with optimism and confi-

dence."

HEAVY FALL DEMAND IN WASHINGTON

Dealers and Jobbers Are Well Pleased With
Conditions—Louis & Co.'s Enlarged Depart-
ment—Talkers at Better Homes Exposition

WashixctoiV, D. C, October 9.—The early Fall

business in talking machines in Washington is

exceeding all expectations on the part of both
wholesalers and retailers, and the wholesalers
are finding it difficult to supply the demand,
which includes not only the machines them-
selves, but all kinds of talking machine stock.

Some idea of the demand may be gained from
the statement of Leslie Lore, manager of

Cohen & Hughes, Victor distributors, that the

call for all kinds of machines and records has
been so great during September that it is im-
possible for his establishment to accumulate any
reserve stock. Factory shipments are disposed
of the same day they arrive in Washington,
it is stated.

I^ouis & Co., phonograph dealers at Seventh
and G streets northwest, are almost ready to

open up a greatly enlarged talking machine
department to the public. The store occupies

a four-story building in a very favorable loca-

tion, and work has been going along steadily

on the remodeling of the three upper floors as

an extension of the phonograph department,
which up to the present has occupied the ground
floor only. An elevator has been installed in

the rear of the store for the convenience of

patrons, and the three upper floors will be ready
for occupancy within a few weeks.

Mrs. W. E. Chappelear is the new assistant

to Miss Florence Terwilliger in the talking

machine department of Charles Schwartz & Son.

Phonograph dealers were well represented at

the Better Homes Exposition, held in this city

during the early part of October, by a complete
display and demonstration of many types of

talking machines. The purpose of the exposi-

tion was to create an interest in the Better

Homes movement, and to this end some twenty-

six model rooms were created, the furnishings

being supplied by Washington merchants. In

addition to the displays of talking machines, a

series of lectures as a regular part of the exposi-

tion stressed the importance of music in the

home.

Caution should be exercised in granting,

credit. It is better to be safe than sorry.
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Many Fine Exhibits at NewYork Radio Show
Products of Leading Manufacturers Represented—Visitors Included Many Prominent Talking

Machine Men—Great Interest on Part of Public—Interesting Addresses at Open Meetings

Under the auspices of the American Radio

Exposition a very successful Radio Show was
held at the Grand Central Palace, New York,

the week of October 8, dealers and radio enthu-

siasts from all parts of the country being pres-

ent. A great 'majority of the leading radio

manufacturers were represented at the show,

together with makers of loud speakers, head

sets, accessories and general parts. The inter-

est manifested by the public was surprisingly

great, considering the fact that the show was
held during the week of the World Series, when
this baseball event was the center of attraction.

Thousands of out-of-town visitors spent quite

some time at the various booths and the show,

from the standpoint of the exhibitors, was a

marked success.

One of the outstanding features of the show
was the marked improvement in the cabinet

work on the standard sets as compared to last

year's exhibits. Practically all of the well-

known radio set manufacturers exhibited mod-
els particularly designed for merchandising by
talking machine dealers, and these merchants

evinced keen interest in these sets. Many
handsome cabinet instruments were exhibited

and, judging from the comments of the visiting

dealers, there is a tendency on the part of the

average phonograt)h merchant to pay close at-

tention to the sales possibilities of standard

radio receiving sets. Another noteworthy fea-

ture of the radio sets exhibited was the simplic-

ity of operation that characterized practically

all of them. The radio manufacturers as a

whole are endeavoring to furnish the public

with sets that require minimum technical ability

to operate, and the simplicity of installation

attracted the attention of the dealers and the

public.

There were many unique exhibits at the show,

including portables, combination lamp and radio

sets, army and navy apparatus and other vmu-

sual sets and accessories. Loud speakers were

prominently displayed and several manufac-

turers featured sets with indoor loop antennas,

in place of the usual outside aerials.

The radio trade was keenly interested in a

series of open meetings held in the conference

rooms at the Grand Central Palace, under the

auspices of the Radio Trade Association. A
number of very interesting addresses were

made during these open forums and among the

speakers were H. T. Melhuish, Radio Corp. of

America; H. H. Roemer, sales manager, De
Forest Tel. & Tel. Co.; Powel Crosley, Jr.,

president, Crosley Mfg. Co., Cincinnati, O.; Dr.

Lee DeForest, Allen D. Cardwell, president of

the Allen D. Cardwell Co., Brooklyn, N. Y., and

members of the radio trade press.

The Radio Corp. of America maintained an

extensive exhibit, divided into several sections.

One display featured various Radiolas, manu-
factured by this company, while another sec-

tion showed an exhibit in relief of the ruined

cities of Tokyo and Yokohama, Japan. A model
of the fiuge RCA station at Tomioka, which
linked Japan with the rest of the world during

the earthquake, was shown on one side of the

display. Incidentally, the 600-foot tower at

Iwaki, constructed by American engineers, with-

stood the ravages of the earthquake. Another
large exhibit sponsored by the Radio Corp. of

America presented a group of noteworthy paint-

ings, depicting various periods in America's

history, such as "The Dawn of Communica-
tion," "First Mail Train," "Laying of Original

Atlantic Cable,"' "Birth of the Telephone" and
"Radio in the Home." Geo. H. Clark, who is

in charge of all RCA exhibits at the shows, was
responsible for this year's handsome display

and was assisted by H. C. Gawler, of the sales

staff, together with other members of the sales

organization. Among the Radiolas exhibited

were the following popular models: II, IV, V,

VI, VII and its new product, the Radiola grand.'

At the booth of the DeForest Tel. & Tel. Co.

the new DeForest Model D-10 was the center

of attraction. This instrument, which was in-

troduced to the trade a few months ago, was
demonstrated to splendid advantage by mem-
bers of the sales organization. Dr. Lee DeFor-
est, famous inventor of the products bearing his

name, was a frequent visitor to the show and
E. H. Jewett, president of the company, made a

special trip from Detroit to welcome the mem-
bers of the trade who called at the DeForest
exhibit. The D-7-A set was also on exhibit and
created considerable interest. R. M. Keator,
sales manager of the company's Eastern head-
quarters, was in charge of the display, assisted

by the following members of his staff: M. Crad-
dock, Alfred Nordholm, Frederick Roach and
E. Von Brandt. H. H. Roemer, sales man-

was also in attendance during the course of the
show.

Herbert A. i3rcnnan, sales manager of the

Cutting & Washington Radio Corp., Minneapo-
lis, Minn., and for many years one of the most
popular members of the talking •macliinc trade,

was in charge of the C. & W. exhibit at the show
and welcomed talking machine dealers from all

'over the country. Tiiis company has been
sponsoring an aggressive campaign to interest

the talking machine trade and the various C. &
W. sets on exhibition included several models
designed for this industry. Among the Cutting

& Washington sets on display were the No.

11-C console, the new 12-A portable, the 11-A
and the 15-A single-tube set that is meeting
with considerable favor. Mr. Brennan was as-

sisted at the show by several members of the

Radio Stores Corp., New York, distributor for

Cutting & Washington products.

One of the most artistic exhibits at the show
was the display presented by the Colin B. Ken-
nedy Co., St. Louis, Mo. This company, which
is one of the pioneers in the radio industry,

showed a complete line of its instruments, in-
ager of the company's headquarters at Detroit, (Cuiihiiiiod lilt /^age 182)

—here's the newest phonograph toy

67heT)honograph
HOLLI]^

The Cop, the

Dancer, the
Comedian,
the Clown
and Jenny,
the Mule

—

O, they're
funny ! The
Comedian
makes love

Here Are
The Other
National
Funmakers
THE MAGNETIC
DANCERS — They
waltz, fox-trot or two-
step like a couple on a
ballroom floor. Price $1.00

THE KASTUS FAMILY
—Don't miss these favor-
ites

—

Ragrtimo Rastiis,
Price $1.25

Boxing Darkies,
Price $1.50

Shimandy Price $1.65

THE FIGHTING ROOS-
TERS—My, but they're a
scrappy pair! Price $1.65

Order the Full Assort-
ment. You can sell them
all as easily as one.

to the Danc-
er; the jMuIc

tries to

throw the

Clown iiiid

kicks off the

Cop's hat.

The Cop
finally runs
the wh(^Ie

bunch in.

You Can Build Up A
Splendid Holiday Trade
With These National Toys

THEY take up small space and
they SELL SWIFTLY. Put

them in your windows and watch
the crowds gather.

Order a few just as a starter.
You'll be surprised how quickly
they'll go. Phonograph Phollies
(set of 5 figures) sell for $L65.
Combination of Comedian and
Dancing Girl, $L00; Cop and
Clown, $Lr

Usual Trade Discounts.

NATIONAL CO., BOSTON, MASS.
108 BROOKLINE STREET CAMBRIDGE, MASS., U. S. A.
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EXHIBITS AT NEW YORK RADIO SHOW
{Continued from page 181)

eluding two handsome period models, desig-

nated as the Jacobean console and the Spanish

desk model. Other instruments on display were

the Model X, Model V and Types 311, 522,

281, 220 and 110. Talking machine dealers were
particularly interested in the art models and

Harry J. Rathbun, vice-president and treasurer

of the company, who was in attendance at the

exhibit, was delighted with the reception ac-

corded the company's products. Mr. Rathbun
was assisted by B. R. Hassler, sales manager
of the company, who was in charge of the

exhibit.

Powel Crosley, Jr., president of the Crosley

Mfg. Co. at Cincinnati, widely known in the

talking machine and radio fields, spent the en-

tire week at the show and was welcomed by
many of his friends in both industries. The
complete Crosley line was on display, includ-

ing Models XXV and XX, which have attained

considerable popularity in the talking machine
field. Other sets displayed were Models VI, X
and XJ, the latter being one of the leaders at

the present time. A complete line of parts was
also on exhibit and the general details of the

company's display were in charge of George
Lewis and Alvin R. Plough, assistants to Mr.

Crosley. The C. B. Cooper Co., New York,

which is a jobber for the Crosley products, was
also represented by several of its sales staff.

The Precision Equipment Co., Cincinnati,

whose president is also Mr. Crosley, main-

tained a complete exhibit of ACE radio sets,

including the Types 3-C, V and 2-B. Mr. Cros-

ley, together with the members of his executive

staff, was kept busy demonstrating these sets.

The American Radio & Research Corp., Med-
ford Hillside, Mass., displayed the Amrad con-

sole line, comprising five models, including the

Early English, American Colonial, Queen Anne
and Italian Renaissance. The exhibit was in

charge of Sales Manager Dunbar, assisted by
several members of his stafT.

The Pathe Phono, and Radio Corp., Brook-
lyn, N. Y., displayed a new product called the

Curtantenna, which, as its name implies, is an
antenna or, rather, indoor loop in the shape of

a curtain on a roller, which may be rolled up
as a shade when not in use. The Pathe loud

speaker, dials and other moulded parts com-
pleted the exhibit.

The Audiophone loud speaker and Audio-
phone Jr., as well as the Bristol one-stage am-
plifier, were shown by the Bristol Co., of Water-
bury, Conn. The exhibit drew much attention

and the Audiophone was also well used in va-

rious parts of the hall for concert and an-

nouncement purposes. The exhibit was in

charge of C. W. Williamson, New York district

manager. W. H. Bristol, president of the com-
pany, as well as H. L. Griggs, sales manager,
and J. B. Kelsey, assistant sales manager, were
present during the week.
At the General Radio Corp. of Philadelphia

booth the new Geraco loop aerial and Music

Master power unit, both new on the market,

were featured. The well-known Music Master

horn was well in evidence. A wide line of

Geraco molded parts was also shown, as well

as the Geraco device for

converting the Victrola or

Columbia into a loud

speaker.

Walter L. Eckhardt,

president of the company,

was present.

The A. H. Grebe Co.,

Richmond Hill, N. Y., dis-

played a wide range of

receiving sets which

caused the booth to be

crowded at all times with

visitors, who displayed

great interest in the ex-

hibits.

Other prominent manu-
facturers represented at

the Radio Show were the

Adams-Morgan Co., Ze-

nith Mfg. Co., Sleeper

Radio Corp., Moon Radio

Co., Allen D. Cardwell

Co., National Airphone Looking

Corp., Sec Tron Radio Co., Dictagraph Prod-

ucts Co., C. Brandes, Inc., Holtzer-Cabot Elec-

tric Co. and the Neon Lamp Works.

WITH MUSIC, NOT_BULLETS, IN MEXICO

Columbia records seem to be charming the

Mexican populace into peaceful and expectant

smiles. One look at this picture convinces us

HOLLENBERQ CO. IS 70 YEARS OLD

Well-known Music House of Little Rock, Ark.,

Celebrates Important Business Anniversary

the Latest Columbia Records Over

that the proverbial banditti will no longer roam
the prairie. Every one of the Mexicans gazing

at this Columbia window displayed by Cabanas,

Burns & Co., Inc., in Guadalajara, Mexico, is

evidently planning a quiet evening at home in-

dulging in that love of music so characteristic

of the Latin temperament, which responds so

very readily to it. Music is a better civilizer

than bullets, anj'how.

Little Rock, Ark., October 6.—The Hollen-

berg Music Co., of this city, is now celebrating

the seventieth anniversary of the establishment

of the business which was founded by H. G.

Hollenberg in 1853 and has shown steady prog-

ress throughout the seven decades of its ex-

istence. In recognition of the important event

the company has issued an attractive twelve-

page booklet giving something of the history of

the house, a list of the concerns represented

and other information relative to the business.

The Hollenberg Music Co. is one of the

best-known concerns in this section of the

country and, in addition to selling musical in-

struments, has contributed much directly and
indirectly to the development of interest in,

and appreciation for, music generally.

The present head of the company is Col. F.

B. T. Hollenberg, son of the founder, who fills

the post of president and general manager.
Col. Hollenberg has been a particularly active

factor in music trade association work and is

one of the best-known music merchants in the

country. His son, F. B. T. Hollenberg, Jr., is

also associated with the business as secretary

and assistant general manager.

MUSCATINE MUSIC HOUSE EXHIBITS

Displays Pianos, Phonographs and Musical

Merchandise at Annual Style Show

Muscatine, Ia., October 8.—The Muscatine

Music House, of which W. J. Burnett is man-
ager, had a most interesting exhibit of Jesse

French & Sons pianos and players, Cheney
talking machines and musical merchandise at

the annual "Styles and Smiles" Show staged

here recently by the Muscatine merchants. The
display resulted in the booking of a large num-
ber of prospects and some excellent sales were
closed on the spot.

CELEBRATES BRUNSWICK AGENCY

There is an increasing demand for talking-

machines in schools as a music-teaching aid.

Los Angeles, Cal., October 8.—A special con-

cert was given by a twelve-piece orchestra at

the George L. Birkel Music Co., 442-446 South
Broadway, recently in celebration of the taking

over of the Brunswick phonograph agency by
the Birkel house. The orchestra engaged for

the occasion was Abe Lyman's Ambassador
Orchestra, which was recently added to the

Brunswick artists' list, and the concert was
under the direction of E. P. Geissler, vice-presi-

dent and general manager of the Birkel Co.
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Dollar Happiness
FOR, CHILDFLEN

September Window Displays
Containing Groups of the Seven Different Bob O Link Books

NO. 1 SONG BOOK
NO. 2 SONG BOOK

NO. 3 SONG BOOK
NO. 4 SONG BOOK
NO. 1 GAME BOOK

NO. 1 READING BOOK
NO. 2 READING BOOK

Scrusffs, Vaiulervoort & Barney
St. I.ouis

Centre above
Joseph Home Co.

Pittsburgrh

The Golden Rule
St. Paul

Order an introductory assortment of 12 each Nos. 1 to 4
Song Books, Nos. 1 and 2 Reading Books, No. 1 Game
Book. Total 84 Books, 1 Display Rack, 1 Display Cutout,

Supply of Circulars. Net cost $52.08 F. O. B. New Haven.

NEW HAVEN
CONN.

Bob 0 link Uooks

^1
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REPAIRS
TALKING MACHINE TROUBLES AND

HOW TO REMEDY THEM
'.Conducted by Andrew H. Dodin

WATCH FOR CHILLED MAIN SPRINGS

It will not be long before cold weather will

again be with us, together with the usual busy

reason for talking machine sales. I believe it

is the right time to again caution dealers in the

matter of delivering and setting up machines in

cold weather to avoid spring breakage and other

troubles. It frequently happens that a machine

is delivered on a cold day, set up in the home,

and then put out of order through the breaking

of the spring during the first winding.

E It has been pointed out on previous occasions

that the talking machine spring is a highly tem-

pered piece of steel, and as such is subject more

or less to temperature changes. It often hap-

pens that a new machine is taken from a rather

chilly warehouse, kept out in the air on a truck

for several hours and then installed in the home
where the temperature is at 70 degrees or more.

The intense cold makes all steel brittle and

when the purchaser seeks to play a record at

(fnce-to try out the new musical instrument, the

eold~and brittle spring refuses to stand the

Strain and breaks. A great many dealers realize

this condition and warn customers regarding it.

0ne -dealer goes so far as to attach a special

tag on the winding key advising the purchaser

to let the machine stand in the warm room for

su few hours before winding. This rest serves

to take the chill out of the spring and prevents

sudden breaking.

2^ 'The Repairman As a Prospect Getter
~A large dealer in talking machines who main-

tains his own repair department found recently

that the public had not only shut down on

buying new goods, but likewise appeared dis-

inclined to have repair work done, with the

result that his repairman was spending most

of his time resting himself or tinkering on odd

jobs on which there was no income. It was
the repairman himself, who, realizing that such

a state of affairs could not go on indefinitely,

suggested as a means of keeping his job safe

that he be permitted to call on the dealer's

customers and solicit repair work. As a result

of the first couple of days of effort there de-

veloped a single repair job, that of installing a

new spring, but the repairman had meanwhile

dug up several machine prospects and filled

orders for close to $50 worth of records.

It was found that by presenting himself as a

repairman he. was able to gain entree into the

house in order to inspect the machine. The
housewife in every case kept close at hand,

probably for safety's sake, and it was an easy

matter to swing the conversation around to the

question of new records and of friends who
should buy, or contemplated buying, machines.

The repairman had wisely carried with him a

half dozen of the latest records and in every

home played at least two of them over, ostensi-

bly for the purpose of testing the speed of the

motor. In most cases the testing records

pleased and an order followed. It is, of course,

out of the question for every dealer to send

a repairman in search of business, nor it is

always possible to secure a repairman with a

real selling instinct, but where the opportunity

presents itself, and the combination exists, there

is found a new avenue for getting close to

prospects and old customers and reviving inter-

est in new records.

Repairing Broken Main Springs

Bristol, Pa., September 26, 1923.

A. H. Dodin, care The Talking Machine World:
While reading The Talking Machine World

I noticed that you give advice on repairing of

talking machines. For the past three years I

have been repairing talking machines. As a

rule, I get many large motors which take 1x16
main springs. By my experience I have found
most of my troubles are with springs broken in

the center, which are cut ofT about three inches.

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

Avoids motor strain

Is not attached to Tone Arm
Low installation cost

No extra parts

Operates all Records.

Send 50c. foT sample

Kirkman Engineering Corporation
484-490 BROOME ST. - - NEW YORK

As I am in a little town it is very difficult to get

any new main springs. I alwaj's have been
trying to use these broken springs over again,

as I don't think it will make an}- difference

whether one is shorter than the other.

I have been trying to pull the center coil

with a pair of pliers and try to spread it out

so I could drill a hole, but I have found out it is

impossible to do the job right. I have kept

these broken springs, thinking you will advise

me how to use them over again. Waiting for

an answer. Yours truly,

(Signed) Sammy Burns.

Answer.—There is no reason why a main
spring which has had only a few inches broken
oft of either end may not be used the second
time. The difficulty in using them again comes
in the means employed to repair and repunch
the rivet holes in the ends. When the spring

breaks on the cage end it is a simple matter to

heat the spring and draw out the temper, drill

a hole and file to the required shape. However,
if the center end is broken, it requires a spe-

cially constructed machine in order to do the

work properly. This machine has been adver-

tised in other issues of The World.

FRED QENNETT ON VISIT TO GOTHAM
Secretary of Starr Piano Co. Well Satisfied

With Existing Conditions and Prospects

Fred Gennett, secretary of the Starr Piano
Co., Richmond, Ind., manufacturer of the Starr

piionographs and Gennett records, was a re-

cent visitor to New York in the course of an

Eastern trip and spent some days at the local

headquarters of his company. Mr. Gennett is

thoroughly optimistic regarding business con-

ditions in all sections of the country and re-

ported that the demands for both pianos and
phonographs were already taxing the facilities

of the great plant at Richmond.
There has been a particularly noticeable in-

crease in the demand for the Gennett records

from practically all sections, with a decided ten-

dency toward the higher class and standard

selections.

PLAN AJAX DISTRIBUTION IN U. S.

Chic.\go, III., October S.—Negotiations are un-

der wai' by the Compo Co., Toronto, Can.,

manufacturer of Ajax records, to establish a

jobbing center for the United States in this city.

Thomas Nash, general sales manager of the

Compo Co., was a recent visitor here to look

over the field with the idea of placing the Ajax
catalog with a local concern.

FRED FORSTER VISITS GOTHAM

Fred Forster, president of the music pub-
lishing concern in Chicago bearing his name,
was a visitor this month to New York. While
in the East he made arrangements with Dan
Winkler, Eastern manager of the company, for

drives on several of the Forster numbers.
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TRADE ACTIVITIES IN PORTLAND

Many Record Artists Scheduled to Appear Here
—Portland Brunswick Branch Consolidated

With Seattle Branch—Other Interesting News

Portland, Ore., October 4.—The Portland con-

cert season opened here last week, when the

Elwyn Concert Bureau presented Mme. Mar-

garet Matzenauer, contralto, and Clarence

Whitehill, baritone, both Victor artists, in re-

cital at the municipal auditorium. The ticket

sale was conducted at the Sherman, Clay &
Co.'s store. The Bureau is presenting an unu-

sually splendid list of artists, among them the

following: Claire Dux, soprano, October 29;

the New York String Quartet, November 12;

Quartet of Victor Artists (Kline, Baker, Mur-

phy, Dadmun); Albert Spalding, violinist, De-

cember 17; Jascha Heifetz, violinist, January 28;

Edward Johnson, tenor, January 21; Maria Ivo-

gun, coloratura soprano, March 3; Moriz Rosen-

thal, pianist, February 25, and Reinald Werren-

rath, baritone, April 1.

A. R. McKinley, local manager of the Bruns-

wick Co., announced that Portland had been

selected as the Northwest distributing center

and the Seattle branch has been consolidated

with the Portland office, the change going into

effect October 1. For the present a small

branch will be maintained in Seattle to take

care of the local business. Mr. McKinley says

that the company's realizing the advantages of

Portland as a distributing center was the cause

of the change, which was arranged by E. L.

Gramlich, vice-president and assistant general

manager, during a recent trip to the Pacific

Coast. Mr. McKinley has been in charge of

the Portland office for the past ten years. The
change will add a million and a half more peo-

ple to his territory. He states that M, Davis

will continue in charge of the phonograph de-

partment, covering the district of Oregon,

Washington, northern Idaho and western Mon-
tana. Plans are being made for the erection

of a home for the company in the terminal dis-

trict of the city. The building will cover 50,000

square feet of ground and it is expected that

it will be ready for occupancy by early Spring.

The Wiley B. Allen Co., of this city, with

the other seven stores of the company on the

Pacific Coast, is celebrating the fiftieth anni-

versary of the store. The local store, under

the management of Frank M. Case, has very

attractive and artistic window displays, which

are in keeping with the golden anniversary.

The Turner Music Co., headquarters Tampa,
Fla., has just opened two new stores at Or-

lando and St. Petersburg, Fla. The Bruns-

wick line of phonographs and records will be

handled at both of these stores. W. B. Word
is manager of the St. Petersburg store and J.

V. Borum is manager of the Orlando store.

PROMOTION FOR C. LLOYD EGNER

Appointed Manager of the Traveling Depart-

ment of the Victor Talking Machine Co.

—

Makes Business Tour Through Middle West

C. Lloyd Egner, for some time past assistant

manager of the traveling department of the

Victor Talking Machine Co., was, on October

1, made manager of that department in recogni-

tion of his long and faithful service.

Mr. Egner returned to Camden early this

month from a three weeks' trip through the

Middle West, in the course of which he made
a number of talks before gatherings of Victor

dealers held during September in Des Moines,

la.; Columbus, O., and, in October, in St. Louis.

In chatting with the representative of The
World Mr. Egner stated that he found business

conditions, in the territory which he had cov-

ered, to be of a very promising character, both

as regards the balance of the Fall season and

the forthcoming holiday season.

DELAWARE INCORPORATION

The U. S. Phonograph Doll Corp., Wilming-
ton, Del., has been incorporated under the laws

of that State for the purpose of manufacturing

with a capital of $600,000.

The last few payments on a talking machine
are the ones that give the dealer his profit.

The stylus bar, or tongue of the

TRIANGLE reproducer is shaped
from one solid piece of steel. All

others are made of several pieces

fastened together.

This bar, or tongue, is put through 16

separate and distinct operations be-

fore it is ready to be assembled in the

reproducer.

Most of these operations require great

care and skill, because the bar must be

delicately formed to properly convey
loud and soft tones with equal clear-

ness.

The bar when assembled automatically

balances itself. There is no pressure

from the sides, top or bottom. This
permits perfect vibration which is

essential to the true, human expres-

sion of the sound waves.
REPBODrCER NO. 3—(FRONT)

Like a high-grade watch, the TRI-.
ANGLE reproducer is thin and sym-
metrical. Cut to left shows the face,

with not a single screw to mar its

beauty.

The mica diaphragm is 2 3/16 inches

in diameter and is so assembled that

no part can ever come in contact with

the metal in the reproducer.

This feature reduces surface noise of

the record to a minimum and helps to

produce that clear, mellow tone which
has made the TRIANGLE reproducer
surpass all others.

Below we show the reproducer as

viewed froin the back. Observe its

shapely appearance.

TRIANGLE reproducers fit both
Victor and Columbia type instru-

ments.TRIANGLE
You know how it is with the ordinary

phonograph. The record begins with

a rasping sound. Then, when the tones

rapidly change, you hear a rattle or

clatter or a blasting noise. All of

which means that the reproducer is

not adequate for the proper rendition

of the music. The beauty of the

music is lost and the skill of the artist

suffers. How often have you heard

it said after playing a record of some
famous singer : "I don't see enough
quality in her voice to make her fa-

mous." The trouble is not with the

artist but with the way her voice is

rendered by the faulty reproducer.

What a difference when the TRI-
ANGLE reproducer is attached. The
needle glides smoothly, ahnost noise-

lessly, along the circular grooves.

Every tone is given its true quality

and expression. The perfect balance

of the stylus bar enables it to catch

and faithfully reproduce all music
vibrations, froin the softest tones to

the loudest and fullest notes. The
harmony and beauty of phonograph
music is fully appreciated for the first

time—a real delight to all music
lovers. Test the TRIANGLE repro-

ducer and convince yourself tliat it

surpasses anything yet discovered for

reproducing the masterpieces of the

world's greatest musicians.

BACK

Samples on Request

TRIANGLE PHONO PARTS CO., Mfrs. of Triangle Tone Arms and Reproducers
718-728 ATLANTIC AVE., BROOKLYN, N. Y. 1500 REPUBLIC BLDG., CHICAGO
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Humes Music Co. in Large New
Building—Dealers Add New Lines

— Stores Remodeled— The News

Atlanta, Ga., October 10.—No better evidence

of the great possibilities of the music business

in the South can be found than the great suc-

cess which has been won by the Humes Music

Co., Columbus, Ga. The business, which has

been established less than fifteen years, has

made such consistent progress that it now oc-

cupies its own splendid new building, represent-

ing an investment of fully $150,000.

The building has been completely fitted up

and is probably the most complete establish-

ment in the entire South. It was formally

opened on October 2 and 3 and the occasion

was made a gala one, representatives of all the

Southern Victor jobbers being on hand, as well

as those from the principal piano companies

whose lines are handled by the Humes Co.

Among those present were Chas. Elyea and C.

Gordy, of the Elyea Talking Machine Co.;

Acton Boone and Irving Bimstein, Talking Ma-

chine Co., Birmingham; French Nestor, of Jack-

sonville; David Pruitt, of the Victor Co.; H. A.

Ray, of the Elyea Co.; M. E. Lyle, representing

the Unit Construction Co., whose fixtures are

installed throughout the building; Mr. Beck-

ham, of the roll division, American Piano Co.,

and "Fred Colber, pianist, of the American

Piano Co., N. Y.

A feature of the month will be the recital on

October 30, under the auspices of the Atlanta

Music Club, by Rosa Raisa and Giacomo

Rimini, Vocalion artists. Local dealers are

preparing to call special attention to the rec-

ords made by these artists.

The Edison Parlor at Savannah, Ga., Edison

dealer, has recently changed its location from

45 Bull street to 119 Bull street, where it will

have the benefit of more spacious quarters, and

excellent window display facilities which it

did not have at the old location. The new

location is in the direct line of the north and

south traffic of this prominent thoroughfare and

it is expected the call trade will increase notice-

ably.

During the first two weeks of Septembei

Phonographs, Inc., Edison distributor, an-

nounced the addition of new dealers at Morgan-

Qju:
TheRpcordcff Quality

'*We Serve the South"

Inquiries

from

Dealers

Solicited

T N your preparations for the Fall increase in OKeh sales don't
overlook one of the most important factors in your attain-

ment of a successful season. With a dependable distributor
service at your convenience, the kind that is quick, accurate,
and thoroughly dependable in the pinches, you are equipped
to consistently give your customers complete satisfaction at
all times.

We would appreciate the opportunity to demonstrate the ad-
vantages of Polk Service. It would readily disclose the reasons
why we are at present playing so large a part in aiding hun-
dreds of OKeh dealers throughout the South to reap the bene-
fits that come from handling the fast-selling

QKe^ Records
The Recordsjof Quality

Wholesale Phonograph Division

JAMES K. POLK, Incorporated
Offices and Siww Rooms:

294 Decatur Street ATLANTA, GA.

ton, N. C; LaFayette, Ga.; Elba, Ala.; Man-

chester, Ga., and Richland, Ga., and it is ex-

pected that several new dealers will be made
in the Florida territory before October 1.

W. L. F. Rosenblatt, president and general

manager of Phonographs, Inc., has been visit-

ing the Edison Laboratory in Orange, N. J., for

a conference w'ith the factory officials and as a

result of his visit expects to make improvements

to the already excellent service to Edison deal-

ers in the Atlanta zone.

Efird's Department Store, Charlotte, N. C,

has placed an order for Unico booths and racks

as equipment for its new Victrola department.

The new store should be ready for business

on the fifteenth of this month.

"The call is for two-tone finish and as we
have, in the Strand, a complete line of two-

tone finished consoles you can imagine that

business is booming" is the way M. E. Lyle

sums up the situation this Fall.

NEwttllSON
COMPAHISON WITH ifHtjiUVING ARTIST

REVEALS NO DIFFERENCE

The Name "EDISON"
X7AMOUS tke worU over the name EDISON in tke

phonograph industry stands for tonal supremacy and

merchandising prestige.

The EDISON Dealer has sales arguments at his

disposal that are unlimited in scope and importance. Em-
phasize tke supremacy of the EDISON consistently and

aggressively—sales will multiply steadily.

We have a few towns in

our zone open for the proper

Edison dealer representation

PHONOGRAPHS, INC.
EDISON DISTRIBUTORS

41 Cone Street Atlanta, Ga.

R. E. Jenkins, of the Tampa Hardware Co.,

was a recent visitor to the Columbia Co.'s local

branch.

The Gilmore Jewelry Co., Columbia dealer,

Pensacola, Fla., is highly pleased with results

obtained in connection with the recent appear-

ance of Bessie Smith, exclusive Columbia artist,

in Pensacola. This live-wire dealer advertised

the comedienne's appearance very extensively

and a very substantial quantity of her records

was sold during and after her appearance.

Bessie Smith is on a concert tour of principal

Southern cities, resulting in general stimulation

in demand for her records.

The selection "Sweet Pal" on Columbia New
Process record A-3937 continues its phenome-
nal sale. Reinhardt, the publisher, has pre-

pared three beautiful window displays featur-

ing it. These displays are being used very suc-

cessfulh' by Columbia dealers throughout the

Atlanta branch territory.

The C. W. Lewis Furniture Co., Tuscaloosa,

Ala., Columbia dealer, is securing business

through extensive advertising.

There is a great shortage of machines, espe-

cially popular-priced console models. With no

chance to stock ahead during the late Summer
dealers now realize that only the most insistent

and active can hope to get enough to do busi-

ness with during the coming months.

Wm. Barfield, of the Empire Music Co., is in

Morida looking after Strand interests in that

State for M. E. Lyle. He reports that dealers

like the quick service now available because

of the warehouse stock of Strands now carried

in Jacksonville.

The Ludden & Bates Music Co., local Bruns-

wick dealer, is making a display at the South-

eastern Fair, now in progress in Atlanta.

Miss Mildred Belleau is now in charge of

the Ludden & Bates record department.

J. A. Oppert is now in charge of the Julian

Prade Co. phonograph department. This firm

handles the Brunswick line.

D. N. Sloane, formerly with the Brunswick

Phonograph Shop, Columbia, S. C, is now sell-

ing Brunswicks for the E. E. Forbes & Sons
Piano Co., Birmingham, Ala.

Miss Hilda Nugent, in charge of the Bruns-

wick record department at the E. E. Forbes

& Sons Co., Birmingham, Ala., has just re-

turned from a vacation trip to Litchfield, 111.,

her former home. Harry Charles, formerly

with the E. E. Forbes . & Sons Co., is now in

charge of the Brunswick department of the

Mason Furniture Co., Huntsville, Ala.
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Elimination of Unethical Retailing Practices

What the Better Business Bureau of Peoria, 111., in Co-operation With the Music Industries

Chamber of Commerce Better Business Bureau, Has Accomplished in That City

Peoria, III., October 8.—A definite way in

which unprofitable and at times unethical prac-

tices among local merchants may be remedied

through the presentation of proper arguments,

and through co-operative efforts, has been

demonstrated here through the success of the

efforts of the Better Business Bureau of the

Local Advertising and Selling Club, or rather

of Roscoe Herget, manager-counsel of the Bu-

reau, in eliminating most of the evils in the

local music trade which, for a time, cast a black

shadow on the music business here.

Some time ago the situation in the local music

trade was desperate in regard to the advertising

by the merchants, for the copy was calculated

to destroy public confidence in all musical ad-

vertising. The situation developed to a point

where the newspapers refused to accept the

copy of several dealers.

The Better Business Bureau of Peoria was
called in to assist in relieving the situation, and

in co-operation with C. L. Dennis, manager of

the Better Business Bureau of the Music In-

dustries Chamber of Commerce, New York,

brought the dealers together in a local associa-

tion and drafted up, and succeeded in having

adopted, a code of standards of practice that

have resulted in the elimination of questionable

advertising. The dealers now meet once each

month, and the enmities in the trade have been

practically wiped out, with a resultant increase

in business generally.

The standards of practice to which the Peoria

merchants have subscribed and which might

well be considered by music merchants in other

sections of the country are thirteen in number

and are reprinted here entirely in full as follows:

1—Subscribing to the objects of the Better

Business Bureau.

2—Objecting to the advertising of instru-

ments not regularly carried unless offered and

sold in good faith.

3—Objecting to the breaking of sales with

another dealer's customer.

4—Objecting to the use of the word "free"

as including bench, scarf, rolls, delivering, les-

sons, etc.

5—Advertising used instruments so as not to

be confusing with new instruments so that the

public will not be misled.

6—Objecting to the abuse and misuse of com-
parative prices and values.

7—Objecting to untruthful cuts.

8—Objecting to "blind ads," or residence or

private ads in the guise of dealers.

9—Objecting to ability to sell cheaper be-

cause of "low rent," "no middleman's profit,"

"buying direct from factory," etc.

10—Objecting to the use of "Manufacturer's

Sales" (unless such is the fact), "F. O. B.,"

"Factory Prices," "Must Be Sold Regardless of

Cost or Value," "Direct from Factory," "Fac-

tory to Home" and other misleading phrases.

11—Objecting to "Puzzle Contests," "Guess-

ing Contests" or "Purchasing Coupons."
12—Objecting to the indiscriminate advertis-

ing of high-grade instruments with cheaper

grades with the lowest prices appearing to per-

tain to all.

13—Agreeing to co-operate with the Better

Business Bureau and the newspapers in the en-

forcement of the above.

HAS FINE NEW STORE IN COLUMBUS

Wm. V. Crowe Piano Co. Now Occupying
Larger and Attractively Arranged Quarters at

112 South High Street, That City

Columbus, O., October 1.—The William V.

Crowe Piano Co., of which William V. Crowe

Main Floor, Crowe Piano Co.

is the head, is now settled in its handsome new
quarters at 112 South High street, the formal

opening of which was held recently, following

the removal from the former store at 80 East

Town street. The company handles an excel-

lent line of instruments, including the Hallet

& Davis line of pianos and players and the An-
gelus reproducing piano, together with talking

machines and records.

The formal opening proved a great success

Invitations were sent out to over 10,000 people

and a large proportion of them took advan-

tage of the opportunity of inspecting the new
quarters and listening to the music of the or-

chestra, which played both afternoon and eve-

ning. Mr. Cro-we is an active member of the

Music Merchants' Association of Ohio and was
treasurer of that organization last year. Asso-
ciated with him in his new establishment are

H. C. Hoeflich ajid Walter Lynas.

A large battery of sound-proof demonstra-
tion booths is provided in the new store for

tlie use of both the talking machine and piano
departments. The showcase and rack equip-

ment for the display of musical merchandise,
talking machine records, etc., is of the most
modern character and the furnishings in gen-
eral are strictly up-to-date.

Stands forDisplav'
«£C. U.S. PAT. Oft. • ^

The New Metal

Display Stand

for Universal

Use in Music Shops

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for Displaying

10 in. and 12 in. Records,

Monthly Window Service,

Sheet Music,

Phonograph Displays, etc.

6 FOR $2Z5
Made in one size and finish for

all purposes

Manufactured by

MUSICAL PRODUCTS DISTRIBUTING CO., INC,

37 East 18th Street New York
Attractive Offer to Distributors
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The New Columbia is Superior!
An Engineering Achievement!

The New Columbia Motor is the creation of expert engineers. The refine-

ments of five years' painstaking research and experiment are embodied in its.

construction.

Sturdy as an automobile engine and precise as a fine watch, it is smooth-run-
ning, long-wearing and silent in a degree never before approached in phono-
graph construction.

COLUMBIA GRAPHOPHONE CO.
New York

Handsome New Headquarters of the J. W. Greene Co., Toledo, 0.

Some Views of the Elaborately Equipped Talking Machine Department
(1) The Window Display at the Opening Featuring Victor Operatic Artists; (2) The Foyer Leading to the Booths; (3) Mme. Schumann-Heink Inspecting the New Showrooms

VICTOR RECORD GIFT CERTIFICATES

The advertising department of the Victor

Talking Machine Co. has recentl.v issued the

"Victor Record Certificate" for use during the

Christmas season of 1923. This certificate,

which incorporates in general the gift plan

which has been used in previous years, is printed

in green, orange and black on a white stock.

The center, in typography, resembles a bond or

stock certificate. The border presents small

portraits of distinguished Victor artists. At the

left is a stub for the recipient's name and ad-

dress, and an explanation of the gift idea.

FELT

RELIABILITY
THEY can depend upon our

product.

That is why leading manufacturers

of talking machines use American

Felt Company's felt for turntable

and other purposes.

We have gained their confidence be-

cause of the scrupulous care exer-

cised in every step of our felting

process. The finished product gives

the utmost service and satisfaction

only because of this painstaking
effort.

AmericanFelt
Company

BOSTON
211 foneress Street

MARK

325

CHICAGO
South Market Street

NEW YORK—114 East 18th Street

SUDDEN DEATH OF J. C. GALLAGHER

Manager of Portland, Ore., Branch of Bush &
Lane Piano Co. Drops Dead at His Home

Portland, Ore., October 6.—The music trade

and the many friends of J. C. Gallagher, man-
ager of the Portland branch of the Bush &
Lane Piano Co., were shocked to learn of his

sudden death at his home, 597 East Forty-

seventh street, north, last week.

Mr. Gallagher had been identified with the

local branch for the past two years and had

many friends both in and out of the trade and
the city of Portland has lost a strong booster

and helper, who was always in the front rank

of any civic movement for the betterment of the

city. 'He was held in the highest esteem by all

who knew him and did everything in his power
for the advancement of the cause of music.

Mr. Gallagher had been identified with the

music trade for the past nineteen years and was
well known all over the Pacific Coast. He
started in the trade nineteen years ago in Spo-

kane with the Chant Music Co. He was later

identified with the Eilers music houses in

Washington, Oregon and California and for a

time was the manager of that firm's stores at

Eureka, Cal., and Tacoma and Aberdeen, Wash.
At one time he was connected with the C. B.

Sampson Music Co., of Boise, Idaho, and im-

mediately before coming to Portland he was

with the Byron Mauzy Music Co., of Oakland,

Cal.

Mr. Gallagher was a member of the Oregon
Music Trades Association and was affiliated

with the Elks Lodge of Pendleton, Ore. He is

survived by his widow and his son, George. His

body was taken to Spokane for interment, with

services in Portland, which were attended by

the members of the Music Trades Association

and his close friends.
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Stock the Junior Operetta Series NOW
There Will Be a Big Christmas Demand

This complete Operetta series of "Little Red Riding Hood," in display container that
sells on sight, is a new departure in child entertainment. Instead of single record sales

you sell three at once for $2.50 list price. It has a strong Christmas appeal. Just the
thing to give the kiddies.

Ready for delivery now.

Send for full details.

We are sole selling agents for the Metropolitan territory and New Jersey.

BRISTOL & BARBER CO., Inc., 3 East 14th St., New York

I Four-Minute Conference on Business Topics I

I No. 17—Your Pace—Who Sets It |
iiiiilinuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiiliiiiiiiiiiiiiiiiiiiiiiiii^^

A. D. QEISSLER ON PACIFIC COAST

During the past few years many automobile

dealers have reduced the expense of delivery of

cars by driving new machines all or part of

the way in from the factory on their own
power. By this means deliveries are not de-

layed, and oftentimes motor enthusiasts are

glad to join such a party just for their expenses,

for the fun and experience of the trip.

Where a string of cars of considerable num-
ber come a distance in this manner there is a

pace setter, who drives the first car and always

keeps head place. It is his duty to go at a

speed which will not be injurious to the new
vehicles. Too rapid a pace will score the cyl-

inders and injure the new, stiff mechanism in

various ways.

Such a fleet is accompanied also by a mech-

anician, who brings up the rear and gives me-

chanical first aid wherever such may be neces-

sary. 'This makes possible the keeping together

of the string of cars so that all can come up at

the same place for meals, filling up with gas

and instructions.

A pace setter who ambles along and takes a

couple of days longer for the trip thaji need be

increases the expense by about $10 per car per

day. This must come out of the profits. A
pace setter who drives too fast may cause a

THE SONORA OCTOBER POSTER

The October art posters prepared by the ad-

vertising department of the Sonora Phonograph

Co. for the use of its dealers feature two de

l.uxe models, the Adam and the Chippendale.

This series of posters is meeting with enthusi-

astic favor among Sonora 'dealers and the at-

tractive appearance of the posters, which are

multi-colored, has enabled the dealers to use

ihem to advantage in the development of de

Luxe model business. This form of publicity

has proved a most valuable aid to sales wher-

ever it has been used.

loss of hundreds or thousands of dollars on the

consignment. This doesn't pay.

Naturally, the pace setter is carefully chosen.

He must be a man whose judgment can be re-

lied upon and whose integrity when out of sight

is beyond question.

Your business and mine has a pace setter.

We may not have recognized the fact, but it is

true, and the question is "Who is the pace set-

ter?" .Some firms allow their nearest competi-

tor to set their pace. It may be a lazy pace

or an overrapid one.

Right now there is a firm almost within a

stone's throw which has wonderful opportuni-

ties and yet it is following a passive, this-is-

good-enough policy because it is evidently do-

ing as well as another concern nearby.

A second business organization also near at

hand is tremendously worried. The machinery

of that business is knocking. There are body

squeaks and the gears grate. The trouble is

that the proprietor plunged. He went too fast

a pace in an effort to outdistance a competitor

concern of much older history and better finan-

cial backing. The results are likely to be dis-

astrous.

Who, then, shall set the pace—your pace and

mine? Shall it be the firm of approximately

the same amount of all-around assets or shall

it be the concern with more money and per-

haps more daring?

No! Neither of these should set our pace.

The mature man or firm of sufficient experience

to engage in independent business should be his

or its own pace setter.

A new car of one make coming in from the

factory can with safety strike a faster pace than

a cheaper car of another make. And let it be

noted that when strings or fleets of cars are

brought in in this manner they are usually all

of the same kind. So the pace setter is deal-

ing with one problem, rather than with many.

This is true of the individual business. You
cannot gauge your pace by that of the other

fellow. His ability and capacity may be differ-

ent from yours.

Know your own business from A to Z. Ivnow

its points of strength and the places where

strain will show first. Know where you want

to go day by day and week by week. Do not be

satisfied with this. Know your goal and head

directly for it as fast as is safe. Be ready at the

first sign of trouble to pause for the expert

assistance of an experienced business mechani-

cian. He may be inside the firm or outside of

the organization entirely.

Business ailments do not grow less through

neglect. Know the pace which you <can safely

follow and then drive consistently and steadil\

ahead, carefully avoiding mad races and dull

periods. This means^prosperity!

Arthur D. Geissler, president of the New
York Talking Machine Co. and the Chicago

Talking Machine Co., Victor wholesaler, is now
on a short trip to the Pacific Coast, accompa-
nied by Mrs. Geissler. He will probably be

back in New York in several weeks and, en

route to the East, will visit the headquarters

of the Chicago Talking Machine Co.

AMARILLO MUSIC CO. MOVES

Amarh.lo, Tex., October 2.—A change of loca-

tion has just been completed by the Amarillo

Music Co., which moved from 710 to 702 Polk

street. According to O. V. Wray, proprietor

of the concern, the stock of the new store will

be greatly increased. Seven new lines of pianos

have been arranged for and a tuning and repair

department has been installed. In addition three

talking machine booths have been installed.

IMPROVEMENTS IN DESIGN

Wm. Phillips, president of the Wm. Phillips

Phono. Parts Co., New York, reports that sev-

eral improvements in design are being made on

the No. 1 tone arm and sound box, both throw
back and straight. These new designs are ex-

pected to be ready in about one month.

At Last! A Perfect
Repeating Device

^esco
ĵ
epeater

Here at last is a perfect repeating device

—

absolutely new in principle, new in con-
struction and more salable than any other
like device. Unique and novel in operation.
Decidedly simple. Needs no adjusting
whatever. Just sets in the center of the
record. No break or pause between end-
ing and starting—its action is instantaneous.

SEND FOR SAMPLE
The CESCO Repeater Is sold to the trade
through jobbers and distributors. Samples
furnished to dealers on receipt of jobber's

THE RAPID REPEATER COMPANY
260 Van Alst Ave., Long Island City
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COLUMBIA AGENT IN JAPAN SAFE

J. W. Miller, Japanese Representative of Colum-
bia Co., Cables for Shipments

The sad news of the catastrophe in Japan
was the cause of great concern in the export

departments of all business houses having gen-

eral distribution in the Orient. Worry for the

safety of J. W. Miller, sales agent of the Colum-
bia Graphophone Co. in Japan, was felt in the

export department of the Columbia Co. as soon

as word of the calamity came through. How-
ever, a cable from Mr. Miller has allayed all

fears. The cable ordered all shipments for-

warded as planned, with the exception of those

consigned to Yokohama. These he asked be

diverted to Kobe—on the opposite side of the

Japanese Empire.

VICTOR DEALERS' ASS'N TO MEET

The Metropolitan Victor Dealers' Association

of New York City and vicinity will hold a

special meeting and get-together luncheon at

the Cafe Boulevard, New York, on October 19,

at which the Victor distributors in the metro-

politan district have been invited to be present.

I'his Association has been doing splendid work
along practical lines and its officers are as fol-

lows: President, Matthew Levin, vice-president,

Fred Michaelis; secretary, M. Goldsmith, and
treasurer J. Schick.

GOTHAM BRUNSWICK DEALER MEETING

Announcement of Fall plans of the Brunswick
Co., in the way of increasing advertising facil-

ities, service and the addition of artists will

be made at a meeting of the Brunswick dealers

in the Metropolitan district, which will be held

at the Hotel Pennsylvania, New York, on

Wednesday of this week. Dealers from New
York, New Jersey and Connecticut will be pres-

ent. An elaborate program, including a lunch-

eon, musical entertainment by Brunswick

artists, and talks by Brunswick executives on

plans of all departments of the company for

increasing holiday business, has been prepared

and the meeting promises to be one of the most

constructive and interesting held in a long time.

J. N. BLACKMAN ON HUNTING TRIP

J. Newcomb Blackman, president of the

Blackman Talking Machine Co., New York, Vic-

tor wholesaler, accompanied by Mrs. Blackman
and their son, Albert, left New York yesterday

(October 14) for a two weeks' stay at East

Carry, Me., which is at the head of Moosehead
Lake. Mr. and Mrs. Blackman, who were ac-

companied by a party of personal friends, are

planning to embark on a hunting trip, as the

open season for deer and big game starts offi-

cially October 15.

ARTISTIC ORSENIGO PHONOGRAPH
The Orsenigo Co., Long Island City, well

known in the high-grade furniture and phono-

graph industries, has been working to capacity

for some time past, taking care of the require-

ments of its trade in both fields. This company
manufactures a line of handsome period model
phonographs that have won favor and distinc-

tion throughout the country and on page 129 of

this issue of The World there are presented

several of the leaders in the line.

Smith's Brunswick Shop, one of the prominent

talking machine dealers of Jamaica, N. Y., has

been successfully tying up this line of machines

and records with the exhibitions of electrical

homes arranged by the New York & Queens
Electric Light Co.

HOMER RODEHEAVER IN FAR EAST

A group of notable religious authorities left

America recently for Japan and other far-dis-

tant points. The members of this party were

Dr. W. E. Biederwolf, well-known Presbyterian

Divine; Homer Rodeheaver, for the past ten

years identified as the Chorister of Rev. W. A.

Sunday and one of the leading artists recording

for the Rainbow Record Co., of Chicago; his

brother, J. N. Rodeheaver, formerly of Ohio
Wesleyan University; Miss Grace Saxe, na-

tionally known as a Bible student authority, and

Miss Florence Hay, writer and illustrator. From
Japan the party will visit China, Korea, Philip-

pines, Siam, Ceylon, India, Australia, Egypt and

the Holy Land, the trip consuming eight

months. Evangelistic meetings, Bible confer-

ences, song leader conferences and educational

meetings will be held throughout the trip.

FIRST DISCS OF BIJOU ORCHESTRA

Among the first Gennett records made by the

Bijou Orchestra, under the direction of Capt.

Frederic D. Wood, recording manager of the

Starr Piano Co., with headquarters in New York
City, are two waltzes, "I Love You," and "For

Old Time's Sake." Other numbers recently re-

corded at ,the Starr Laboratory were "Oh, You
Little Sun-Uv-Er-Gun" and "Stealing to Vir-

ginia," by Baily's Lucky Seven.

POSITION WANTED—As manager or as-

sistant manager in city east of Chicago. Capable

of taking entire charge of phonograph, piano

and small instruments department. Familiar with

Victor and high-grade pianos. Fifteen years' ex-

perience. Can do own advertising, etc. Will

show results. Solicit mquiries. Address "Box
1341." care The Talking Machine World, 383

Madison Ave., New York, N. Y.

THE TALKING MACHINE WORLD'S CLASSIFIED ADVERTISING
FOR SALE

One of the best arranged music stores in the East,
handling standard makes of phonographs and pianos.
Also representatives of dictaphone. About 2,000
feet floor space and store room. Owner will remain
with purchaser for one year if desired. Small
amount of capital required. For full particulars
Address "Box 1332," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

SPOT CASH
Wanted phonograph motors, hardware,
legs, etc. Also veneered panels. Must be
cheap.

Illinois Phonograph & Supply Co.

237 S. Market St. Chicago, 111,

CARVED LEGS
Eight designs in gum, oak and ma-
hogany. Prices reduced. Send for cir-

cular. Klise Mfg. Co., Grand Rapids,
Mich.

BUSINESS OPPORTUNITY
An opportunity to actively associate yourself in an
official capacity with one of the fastest growing re-

tail inusic stores in Central Ohio. Reasonable in-

vestment required. Bank and mercantile references
furnished Address "Box 13-10," care The Talking
Machine World, 383 Madison Ave., New York,
N. Y.

FOR SALE
600 46" cabinets; straight legs, all gum
mahogany finish. Will sell either one
hundred lots or entire lot. Very reason-
able. Chicago Phonograph Realization,

1427 Carroll Ave., Chicago, 111.

DEALERS ATTENTION
Repairs and parts for Mandel and all

other motors. Distributors of Wall Kane
needles. We carry a full line of all well
known motors and tonearms. Send for

price list. Mandel Phonoparts Co., 1530
Milwaukee Ave., Chicago, 111.

JOB LOT
200 Genuine Mahogany

PHONOGRAPHS
New—High Grade

Offered at fraction of cost

Denver Engineering Works Co.

Denver, Colo.

FOR SALE

One million foreign records, Columbia

1922 catalogue, all languages. Sold in

small quantities or in one lot. Lovey

& Alweis, 402 W. 40th St., New York,

N. Y.
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situation" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will

be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
2Sc. per line. Rates for all other classes of advertising on application.

WANTED—An experienced recorder with

laboratory experience, to communicate in con-

fidence, giving business history, salary expecta-

tions, age, etc. Address "Box 1330," care The

Talking Machine World, 383 Madison Ave.,

New York, N. Y.

WANTED—Experienced piano and phono-

graph salesman for outside work. Give refer-

ences, age, salary or commission expected and

full particulars in first letter. The Glen Bros.

Roberts Piano Co.. Ogden, Utah.

CALIFORNIA—Can you use a representa-

tive with vast Pacific Coast acquaintance and

experience in sales and branch management?
Address -Box 1333," care The Talking Machine
World, 383 Madison Ave., New York, N. Y.

SALESMEN WANTED—$50 weekly, and

more, easily earned in an hour a day selling a

new side line. It will not interfere with your regu-

lar work as you can interest the trade you are

now calling on. A fast selling line and no

samples to carry. Commissions paid promptly.

Call 10 to 11 mornings, or write. Out-of-town
salesmen wanted. Louis Jay Gerson, 63 Reade
St.. New York, N. Y.

WANTED—High-grade young men to travel

extensively as radio salesmen for well-known
manufacturer of established mechanical and
electrical lines. Must be capable of highest type

of sales and service work in demonstrating and
introducing line of patented radio equipment.

Character references required. Excellent oppor-

tunity for promotion as sales and service engi-

neers. Write stating experience, education, age

and salary desired. "Box 1323," care The Talk-

ing Machine World, 383 Madison Ave., N. Y.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which
will approximate $100 a week earnings to the

right applicant. Call to see Saul Bims, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

POSITION WANTED—Competent young manager de-
sires connection. Good organizer. Experienced in all

lines. Prefer Brunswick. Knows pianos and small goods.
References exchanged. Address "Box 1329," care The
Talking Machine World, 3S3 Madison Ave., New York,
N. Y.

POSITION WANTED—Y'oung man with three years'
experience will connect with any reliable firm. Excellent
knowledge of Victor and Columbia stock. Address "Box
1327," care The Talking Machine World, 383 Madison
Ave., New York, N. Y.

POSITION WANTED—Composition foreman, thorough
practical knowledge of the business. Distance no object.
Apply "Pressing," care The Talking Machine World, 383
Madison Ave., New York. N. Y.

POSITION WANTED—Foreman, twenty years' experi-
ence in the phonograph line as assembling, manufacturing
or motor repairing. In full charge. Can furnish the best
of references. Address "Box 1328," care The Talking
Machine World. 383 Madison Ave., New York, N. Y.

POSITION WANTED—Phonograph mechanic, twenty
years' e.xport experience to take full charge in a music
house or part time work with best of references. Address
"Box 1331," care The Talking Machine World, 383 Madi-
son Ave., New York, N. Y.

POSITION WANTED—by young man, 29 years of age,
1 1 years' all around experience as phonograph salesman
and repairman. Connection desired with established
house, either as salesman or taking charge of repair de-
partment. Address "Box .1334," care The Talking Slachine
World, 383 Madison Ave., New York, N. Y.

POSITION WANTED—Phonograph salesman, long ex.
perience in all its branches on all makes, wishes to connect
with reliable house. Address "Box 1339," care The Talking
Machine World, 383 Madison Ave., New York, N. Y.

FOR SALE
Exclusive talking machine business in

Roanoke, Va. Established twenty years.
Has Victor talking machine agency.
Owner wishes to retire from business.

Address "P. O. Box 492," Roanoke, Va.

SPRINGS
VICTOR

Ii4"x.022xl7', bent each end No. 6543 $.57
lH"x.022xl8' 6" marine ends No. 3014 .58
Ii4"x.022xl7' marine ends No. 3014 .55
l%"x.022xl7' bent arbor No. 5362 .57
l»4"x.022xl3' bent arbor No. 5423 .50
l%"x.022x9' bent arbor No. 5427 .42
Ii4"x.022x9', bent each end No. 6546 .42
l"x. 020x13' 6" marine ends No. 2141 .32
l"x. 020x15' marine ends No. 3335 .35
l"x. 020x15' bent arbor No. 5394 .38
l"x. 020x15'. bent at each end No. 6546 .43
y8"x. 020x9' marine ends No. 988 .29

COLUMBIA
l"x.028xl0' Universal No. 2951 .33
l"x.028xll' Universal No. 2951 .35
l"x. 030x11' hook ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x. 025x12' motors, Nos. 33 & 77 33
1 3/16"x.026xl9', also Path6 75
1 3/16"x. 026x17' No. 4 .59

SIEISSELB.ACH
y8"xlO' motors, Nos. 9 & 10 29
l"x9' motors, Nos. 11 & 12 29
l"xl6' motors, Nos. 16, 17 & 19 49
2"x. 022x16', rectangular hole. ISklO 1.20

SAAE-SILVERTONE
l"x. 027x10', rectangular hole No. 144 .42
l"x. 027x13'. rectangular hole No. 145 .48
l"x. 027x16', rectangular hole No. 146 .58

BRUNSWICK
l"x. 02.5x12', rect'gular hole, regular.No. 201 .45
l"x.02oxl8', rect'gular hole, regular.No. 401 .60

KR.\SBERG
l"xl2' motor 2A, pear-shape and rect. holes .45
1 "xl(i' Motor 3 & 4, on outer end 55

EDISON DISC
l'/2"x. 028x25' regular size disc motors 1.25
l"x. 032x11', Standard 55
1 5/16", Home 70
1 5/16"xl8' type A 150, old style disc 1.28
1" Amberola 30-50-75 56
1 1/16", B 80 1.15

SUNDRIES
l"x. 025x16' rectangular hole 50
l"x.02oxl6', pear-shaped hole 50
y8"x. 023x10', marine ends, Hein. Col., etc.. .29
%"x.02oxl0', marine ends, Hein. Col., etc.. .27
%"x. 020x9', marine ends 21
yo"x. 020x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws. No. 3304.. per 100 .92
Victor Gov. balls, n/style. No. 3302... each .07
\'ictor Gov. spring screvy washer, .per 100 .72
Columbia Gov. springs. No. 3510. . .per 100 .95
Coluni. Gov. sprg. screws. No. 439. per 100 .92
Columbia Gov. sprg. screw washers. per 100 .72
Columbia Gov. ball, lead, flat and spring. . .08
Columbia Gov. ball, new style & spring... .08
Tuintable felts, all wool, green, 10", round .15
Turntable felts, all wool, green, 12", round .18

Terms, 2% cash with order.

TALKING MACHINE SUPPLY CO.,PARKRIDGE,N. J.

FOR SALE

Four hundred 46" gum wood mahogany
finished, straight legged, upright cabinets.

These instruments are equipped with high-

grade Columbia, two-spring motors and

Columbia tone-arms of unused but dis-

continued models. The sale price of com-

plete talking machine is $25.00 each, in

lots of $100.00. Chicago Phonograph
Realization, 1427 Carroll Ave., Chicago,

111.

FOR SALE
Fifty thousand double-faced CoUmibia
records (old catalog). Each box con-
tains 25 selections. These high-grade
records can be had at IS cents each, in

lots of 1,000. Chicago Phonograph Reali-

zation, 1427 Carroll Ave., Chicago, 111.

FOR SALE
Thirty thousand Columbia foreign records (old

catalog)^ These records consist of selections in

Polish, Italian, International and Jewish. All high
grade catalog stock. Can be had at 16 cents each,
in lots of 1.000. Chicago Phonograph Realization,
l'\27 Carroll Ave.. Chicago, III.

WANTED
Phonograph and record establishment;
spacious store, prominently located in

Brooklyn, N. Y,, with or without Victor
agency. Reply stating full particulars.
"Box 1338," care The Talking Machine
World, 383 Madison Ave., New York,
N. Y.

FOR SALE
General musical merchandise store, successful and
well established in the best city of Western Kansas.
If you are looking for a location this ad offers you
an opportunity that you cannot afford to pass by,
for if we cannot prove to your entire satisfaction
that the firm offered is a big money maker and will
continue under competent management to be such,
we have no desire to deal with you. The stock and
fixtures will at present invoice approximately
$17,000. If you are interested and want an invest-
ment where success is assured, we irtvite your im-
mediate correspondence. Address "Box 1.326,"
care The Talking Machine World, 383 Madison
,\ve.. New York, N. Y.

FOR SALE

At sacrifice—following Unit Construc-

tion Co. equipment and practically new

;

French grey enamel, four 6x9 rooms
design No. 1, five rack units, one panel

end, one counter No. 3. Address

Klingman Furniture Co., Grand Rapids,

Mich.

FOR SALE

Eighteen hundred more high-class

phonographs completely equipped three

sizes, various finishes. Immediate de-

livery. Entire lot attractive prices.

The Houghton Mfg. Co.

Marion, O.

SALES AGENCIES WANTED
Well established firm of four active men. with access
to 8,000 dealers and seventy-two jobbers in the
phonograph trade, office in central part of New
I'ork City, desires to represent first class line of
accessories or specialties. First class references and
A-1 financial standing. Address "Box 1335," care
The Talking Machine World, 3S3 Madison Ave.,
New York, N. Y.

SPLENDID OPPORTUNITIES
We have two excellent business oppor-
tunities to offer the right parties. Two
phonograph shops located in two good
Southern cities. For particulars address
Phonographs, Inc., 41 Cone St., Atlanta,
Ga.

RECORDS FOR SALE
Will close out a fine stock of 5,000 selected Polish
10 inch Columbia records, all catalog numbers, and
well assorted. Will sell entire lot at 25 cents each,
or will sell in 1.000 lots at 27 cents each, in 100
lots at 30 cents each. Address "Box 1336." care
The Talking Machine World, 383 Madison Ave ,

New Y'ork. N. 'i'.

FOR SALE
Phonograph and record establishment, lo-

cated prominently in the heart of the
Jewish section of Brooklyn. Unequaled
opportunity. Write for particulars. Ad-
dress "Box . 1337," care The Talking
'Machine World, 383 Madison Ave., Xew
York, N. Y.

WANTED
Back issues of "The \"oice of the Victor"
for 1921, 1922 and 1923. Any or all. State
price wanted in repl\-. Address "Box
1325," care The Talking Machine World,
383 Madison Ave.. New York, N. Y.

FOR SALE
Exclusive music shop, carrying dealerships for Edi-
son and Columbia phonographs, also good line of
pianos, situated in city of 60.000, with additional
50,000 to draw from. Long term lease, store well
located and fully equipped. Write "Box 265,"
care The Talking Machine World, 3S3 Madison
Ave.. New York. N. Y.
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W. LIONEL STURDY, MANAGER

REVIVAL OF GENERAL INDUSTRY AND BUSINESS
TAKEN AS INDICATION OF TRADE PROSPERITY

Substantial Gains in Sales Already Noted—Competition Among Record Manufacturers—Co-oper-

atives Hurt Dealers—Broadcasting Committee's Broadcasting Report Delayed—The News

London, E. C, October 3.—It is good to be able

to report progress in the move towards trade

revival. I speak more particularly of the gramo-

phone industry, general trade conditions not

showing at present that revival so long ex-

pected and so urgently needed to absorb the

labor of at least part of our huge army of

unemployed. This adverse influence will con-

tinue to limit gramophone trade activities and

afTect progress accordingly. But notwithstand-

ing, a fairly satisfactory season is assured if

the belief of leading members of the trade

materializes.

Careful preparations and a generally opti-

inistic feeling will carry us a long way toward

the goal of success, and I believe that, meas-

ured by the volume of last season's trade, the

only standard upon which to figure, the season

ahead will work out satisfactorily. Already,

sales are substantially progressive. That is the

best possible sign. Here and there among mer-

chants one meets the proverbial complaint

"Nothing doing." These gentlemen constitute

the spice of trade life, acting as a spur to those

who, at all costs, determine to make good.

The outlook this season discloses the prob-

ability of very keen competition among record

manufacturers, and I go so far as to predict

an early reduction in the price of a certain

leading record. There were too many records

on the market last year, and the several new
ones introduced during this year must accentu-

ate the difificulty of dealers who cannot stock

the lot, yet would desire to be in a position to

meet all public demands. Equally difficult is

the position of some of the manufacturers. To
keep in the market they must issue more or less

regular up-to-date titles. Lacking the organiza-

tion, or perhaps financial strength, to force re-

tail sales by "creating" a big public demand,
they fail to register progress synonymous to

complete success and lead but a precarious ex-

istence. Though generally good, competition in

these circumstances is disadvantageous to the

welfare of all sections of the gramophone trade.

The number of records and the duplication of

titles issued each month represent an appalling

waste of capital and labor. It makes one long

for some arrangement among the manufactur-

ers. Is it asking for the impossible?

Of the designs of new models I think a

radical change will be apparent this season.

No very striking departure of standard types

can be recorded apart from improvements in

case work, but there is an unmistakable lean-

ing towards better workmanship and quality

generally. And this, coupled with, in many
cases, substantial price reductions, should mean

the bringing in of a new public altogether. An-
other feature worthy of note is the great ad-

vance made in new cabinet designs and the in-

troduction of what are known as console

models. The latter have been catalogued for

the first time this season by a number of firms,

and more prominence is given to the claims of

these mstruments equally as articles of furniture

as of entertainment.

Suggested Revival of Historical Name
Those who closely follow the fortunes of

the British gramophone industry have been
interested to learn of the probable revival

of the name—National Gramophone Co. Louis
Young, of the Louis Young Mfg. Co., in-

tends to move for the acquisition of the title,

and if successful will accordingly change the

name of his firm to the National Gramophone
Co. Some years ago a firm operated under this

title the manufacture and sale of "Marathon"
records and machines. The records were
unique in that they carried a much finer track

than the standard, permitting as much as 4 or

more minutes of music on a 10-inch record

and up to seven minutes on a 12-inch. The cut

was of the phono or hill and dale type, the

reproducing m.edium being a steel needle with
position of sound box as in the case of Pathe.

Though strongly backed financially, the com-
pany was eventually forced into liquidation, and
this not long after its £1 shares sensationally

appreciated to over £7. Thus did the concern

go down into history, now so interestingly

brought to mind by the proposed revival of its

undoubtedly valuable name. Mr. Young antici-

The Hub of the Gramophone World !

!

(Patent and regi«tr«tion rights applied for)

Unique Oval Model. Satin Mahogany finish, paneled all around: height.

8^ ins. : depth. 19 ins. : width. 16 ins. Reliable Swiss single spring,

silent helical wind, worm gear motor: plays 10-in. and 12-m. records:
10-in. turntable, plush covered, with special nickel-plated rim. Internal
floating amplifying chamber. Fret front and silk screen. Sound-adjusting
doors with piano hinges. Nicl:el-plated tapering tone-arm. with crane
hack and "gooseneck." Fitted with special plate holding two needle
bowls, one with cover. Dial speed regulator and indicator. "BAND-
MASTER" perfected "Carmen" sound box for steel or fibre needles.

18 Different Models
British made components throughout

The tremendous reception accorded
BANDMASTERS is the greatest proof

of their merit. The tone of BAND-
MASTERS—The elegant cabinet work

—

The high quality fitments—all these at

once please the most fastidious visitor to

your store, and the extremely lov\^ price

makes it quite unnecessary to sell on

credit when your stock is comprised of

BANDMASTERS.

The ^'Vorld's largest individual order for

gramophones was taken by Bandmasters

in open competition with English and

German manufacturers. There is a strong

reason for it. We can furnish that rea-

son. Overseas trade especially catered

for. BANDMASTERS appeal to the

keen-eyed business man who knows his

business.

"THE FAME OF 'BANDMASTER' SPREADS DAY BY DAY

BANDMASTER LIMITED, BANDMASTER WORKS -

Baby Grand. TJniQue Horse-shoe design. Solid
Mahogany, Satin Finish, beautifully inlaid; height.
32»,4 in<:. : widtii. 2Q\j> ins.; depth. 21 ins. Reliable
Swiss double spring, silent wind, worm gear
motor; plays 3 records one wind; 12-in. turntable,
plush covered, with special nickel-plated rim.
Voluminous mellow internal floating amplifying
chamber, with cast metal elbow connection.
Sound-adjusting doors. Heavily nickel-plated
tapering tonearm with crane-back and extra long
"gooseneck." Needle bowls for new and used
needles, one with cover. Dial speed regiilator and
indicator. ' 'BANDMASTEU' ' perfected ' 'Car-
men" sound bos for steel or fibre needles.

18 Exclusive designs
British made components throughout

» VIDE THE
LONDON PRESS

Hendon, London, England
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FROM OUR EUROPEAN HEADQUARTERS— (Continued from page 192)

pates success in his application to the authori-

ties based upon the claim that by eflfect of

time and long disuse the title is again free.

A Retail Trade Handicap

A question which is exercising the minds,

particularly of factors and dealers this side, is

the sale of records by the Co-operative Whole-

sale Society at terms which compete, in a meas-

ure, unfairly with those of the ordinary dealer.

The various co-operative societies here, fed-

erated to the main Co-operative Wholesale So-

ciety, issue receipts in the form of a cheque

to purchasers of any of their goods, on pre-

sentation of which is periodically paid a rebate,

which can either be obtained in cash or al-

lowed to accumulate towards the buying of

shares in the company, and upon which, of

course, the usual dividend is paid. This reacts

detrimentally on the trade of ordinary dealers,

the public naturally buying largely from the

Co-operative Societies. We understand that

this question will form part of the agenda at

the next manufacturers' meeting, and no doubt,

will also be fully discussed at the ne.xt meeting

of the Dealers' Association. More details anon.

Broadcasting Committee's Report Still Awaited

Music trade circles generally, and in particu-

lar the gramophone-radio industry, are still

awaiting with considerable anxiety the long

overdue Parliamentary Committee's report on

the broadcasting question. It is reported at

the time of writing that the committee has

failed to agree, and the belated arrival of some

form of agreement is op_erating in a decided

way against the wireless boom that might

otherwise be confidently .expected for the

Autumn season. Publishers, too, are awaiting

the fiat of the committee as to whether the

question of broadcasting copyright publications

is analogous to that of the mechanical copy-

right question. It is felt that the failure of the

Committee to issue an agreed report in full

should not preclude it from making its

recommendations known in so far as it has

reached agreement, and, to this end, I under-

stand that pressure is being brought to bear

on it by several interested parties.

The Fifty-fifty Needle

-A new kind of needle called the "Fifty-fifty"

is attracting attention here. It has a bell-shaped

shoulder in which is affixed a fine ,wire point,

probably tungsten. Gerald B. Cripps markets

this needle under claim that it will play 100

tunes (50 double-sided records) before it is

worn out. This seems a perfectly valid claim

and is in accordance with proved performance

of other so-called permanent types of needles.

I rather anticipated that a test would show the

"Fifty-fifty" to reproduce rather more loudly

than the ordinary steel point, but if anything

the contrary is the case. This, to my mind,

is an advantage, for too great a volume is both

unnecessary and distasteful in the average-sized

room of modern houses. The "Fifty-fifty" is

of good reproducing qualities and general tone

values, free of and unimpaired by that excessive

scratch often so noticeable with needles of this

kind.

Seasonal Activity at Edison Bell Works
Expressive of great confidence in a larger

demand for their products this forthcoming

season, J. E. Hough, Ltd.. has issued a stirring

appeal to dealers, in which two plans and sug-

gestions of value are embodied. It looks as

though a boom in Winner and Edison Bell

records and machines is likely to follow the

company's active publicity campaign, backed as

it is by good live service.

Record Exchange Plans Progressive

Negotiations tending towards a settlement of

this long-discussed question seem happily to be

intimated. Both the Manufacturers' and the

Dealers' associations have given much time of

late in the endeavor to formulate a scheme
which will be acceptable as a permanent and
recognized one. The two associations have.

together, sat round the table, and it is a happy
augury for the future that a good understand-

ing exists between them. It will be remem-
bered that the last proposal of the Manufactur-
ers' and Wholesalers' Association was "that

twice in each year the factor (or dealer) may
return 10 per cent of the previoiis six months'
purchases,, and secure an- absolute free ex-

change, less a third." This proposal was offi-

cially received by the dealers at their meeting
at the Buxton Convention, and has since formed
a basis for their discussions. Unfortunately the

use of an ambiguous word in some of the re-

ports of the meeting published in some journals

created a misapprehension in the minds of deal-

ers, who got the impression that the proposal

had been agreed to by their Association. The
Dealers' Association has certainly not agreed
so far to the adoption of any scheme, the opin-

ion being strongly held that they should be
entitled to return records in new and saleable

condition, up to 10 per cent of their purchases,

and receive in return a credit note in full, with-

out the necessity of giving a covering order.

The latest news is that the question is three

parts settled, and by the time this appears in

print further meetings will have been held by
both associations and another step forward
taken towards bringing this question to a satis-

factory settlement.

Introduction of New Columbias
The Columbia Graphophone Co. here has

signalized the commencement of the season
with great eclat. A very handsome catalog

illustrating several entirely new and improved
models is just issued, and the new "Grafonola"
models embody what is described as a gramo-
phone that will create a revolution in music
reproduction. Leading musicians on this side

have hailed it as opening up a new era in the
history of the gramophone. Sir Henry J.

Wood, the famous conductor, when he heard

{Continued on page 194)
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it, said he considered it to be the greatest con-

tribution to the advancement of music since the

original invention of the gramophone itself.

The new gramophone is the invention of Wm.
Forse, a Londoner, who has been experiment-

ing with gramophones for nearly twenty-five

years, and for some considerable time he has

had the advantage of conducting his researches

in the Columbia Co.'s large laboratories. His

latest invention is now launched on the market

as the Columbia "Grafonola" and will be sold

at ordinary prices.

On September 14, with Sir George Croydon

Marks, C.B.E., M.P., in the chair, the press of

the whole country, and leading musicians, were

entertained at a luncheon in the Connaught

Rooms, and with the "nuts and wine" were

regaled with selections on the new machine.

Vocal and instrumental items were played on

the old style of machine and then re-played on

the new. A great improvement was evident to

the veriest tyro, and the raised dais on which

the new instrument stood was surrounded by

keen listeners long after the formal demonstra-

tion was over.

The principal feature of the new "Grafonola"

is the sound box. As well as a new device

which permits of a freer and more responsive

action to the stylus bar, Mr. Forse has substi-

tuted for the old rubber cushion, that was sup-

posed to impart uniformity of resilience and

flexibility to the diaphragm, a new spring-

balancing device, mounted so as to give a new
standard of tension and flexibility, and calcu-

lated to preclude the possibility of deterioration

under any conditions. The result of the two
improvements is that they actually collect and

transmit the finer vibrations which emanate
from the recording instruments or voices, and
Mr. Forse claims for the sound box that it

yields the complete reproduction of all the

music in the record. To insure scientifically

correct amplification of the new standard of

tone attention was also directed to the improve-

ment of the sound chamber in the cabinet and

a new motor unit which is noiseless in action

and securing uniformity of tempo throughout

every record.

Finally, Mr. Forse conducted research along

new lines and originated a new process of rec-

ord manufacture for which is claimed the total

elimination of surface noises. The tremendous
improvement generally in the new Columbia

instrument and reproduction delighted the 400

odd musicians and press men present at the

luncheon, and Mr. Forse and the Columbia
Graphophone Co. have been felicitated in en-

thusiastic terms in the whole of the press.

A New Record Proposition

The considerable interest in trade circles

aroused here some few weeks ago by the an-

nouncement that a company was being formed
with strong financial backing and supported

by an organization conducted by men of many
years' experience in the trade to float the issue

of a new record under the title of "Parlophone,"

has been stimulated by the registration on Au-
gust 30, of the Parlophone Co., Ltd., with offices

at 1 Broad street place, E.C. The purview of

the company is a wide one, embracing the busi-

ness of manufacturing mechanical, artificial or

scientific devices, appliances or apparatus for

the producing, reproducing, recording or ren-

dering of speech or other sounds, whether
natural or artificial. The company has a

nominal capital of £20,000 in 20,000 shares of

£1 each, and the first issue of new "Parlophone"

records to the number of a hundred has taken

place. Another seventy-five are expected almost

immediately. Opinions here as to the quality

of the recording and the suitability of the vocal

and instrumental selections are very favorable,

especially in consideration of the nominal

prices. Important jobbers are being signed up,

and a strong campaign for the coming season

has been inaugurated.

The Kodisk Competition

An announcement is made by British Kodisk,

Ltd., that it has launched an interesting com-
petition, and from a perusal of the conditions

of entry it would appear that it is a highly at-

tractive one. The conditions are simple. For
the clearest and most distinctive Kodisk record

sent in, whether it comprises a song, story,

whistle or musical reproduction, a cash prize

of £500 will be awarded, a special prize of £25

being given to the child (under twelve years of

age) sending in the best record.

In addition there are a number of cash and

other piizes amounting in all to £1,000, as well

as a cash prize of £50 to the dealer who sup-

plies the winning Kodisk.

The British Kodisk Co. has been fortunate

in securing the services, as adjudicators, of the

Earl of Hardwicke (Duophone Syndicate, Ltd.),

Miss Jose Collins, the famous actress, and Louis

.Sterling, managing director of the Columbia
Graphophone Co.

The Bandmaster Active

Throughout trade circles here one hears talk

of the meteoric rise to fame of the "Band-
master" instruments. Since obtaining, in Feb-

ruar)' last, in competition with all comers both

from home and abroad, the largest order in the

British Isles, Messrs. Bandmaster have never

looked back, and "Bandmaster" dealers are kept

on the qui vive with the most up-to-date sales

stunts, the company exerting itself to the ut-

most in adopting methods calculated to stimu-
late sales. The list of factors comprises G. A.
Bryan, Ltd., for London; The Colmore Depot
for Birmingham and Manchester; Wm. Newton
& Co., Ltd., Newcastle-on-Tyne; H. W. Tilley

& Co., Cardifif, and the North British Machine
Co., Ltd., and A. H. Wilkinson & Co., Ltd.,

for Glasgow.

At their new and spacious factory at Hendon,
Messrs. Bandmaster have completed arrange-
ments which permit centralization of manufac-
ture, and the company is progressing along
the right lines in standardizing its designs of

models, sound boxes, etc.

Brief Paragraphs of Interest

The Autumn Leipsic Fair, I learn, boasted
more exhibitors than buyers! In fact, the whole
Fair this time proved a failure. To-day, it is

not cheap to buy in Germany, or cheap to live

there. Trade is entirely dislocated by violent

fluctuations of the mark.

At the Royal Photographic Society exhibition

there were shown specimens of audiometric
photographs of the human voice from Dame
Alelba, one showing the Melba exercise for the

cure of "corns" on the vocal chords!

It is good news that the railways have re-

duced freight rates by 10 per cent. Merchan-
dise rates now stand at 50 per cent above the

rates in force on January 14, 1920.

The Gramophone Co., Ltd., has recorded the

songs of one or two captive birds and is con-
sidering a project for the recording of wild

bird songs. - A big job!

The Deutsche Gramophone Werke (Poly-

phonwerke) took successful action against the

Carl Lindstrom Co., re-claims for license on
extended patents, and by agreement the latter

concern will now pay license royalties on a gold

mark basis, dating from September, 1920 to

1926, when the patents expire. Other gramo-
phone companies in Germany may now be pro-

ceeded against in view of this decision.

A Bond street, London, house is giving pub-
licity to the marketing here of Brunswick rec-

ords.

RADIO BETWEEN U. S. AND POLAND

Direct radio communication between the

United States and Poland was established a few
days ago when General James G. Harbord, pres-

ident of the Radio Corp. of America, New York,
sent a message to the Minister of Posts and
Telegraphs of Poland. Heretofore messages
exchanged between Poland and the United
States have been relayed over land wires

through adjoining countries and the' new service

establishes a new record for long distance com-
mercial radio communications. The personnel

at the Warsaw station consists of forty engi-

neers and operators, some of whom are Amer-
icans.
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LATEST PATENTS

RELATING
Washington, D. C, October 8.—Sound Box.

Arizonia Z. Coats, Newbern, Tenn., assignor of

one-half to Elmer Headden, same place. Patent

No. 1,461,597.

This invention relates to sound boxes for

phonographs and the primary object thereof is

to provide a device which will amplify the

sound without distorting the sound waves and
which will eliminate the emission of scratchy

and grinding sounds common to sound bo.xes of

the diaphragm and reproducing needle type.

Another object is to provide simple and effi-

cient means to efTect a duplication of the sound
vibration produced by a single stylus or needle

and to so encase the diaphragms that they are

protected from the accumulation of dust thereon

and consequent deadening of the sound.

In the accompanying drawings Figure 1 rep-

resents a side elevation of a tone arm equipped
with this improved sound box. Fig. 2 is an edge
view or front elevation thereof with the tone
arm broken off. Fig. 3 is a central vertical sec-

tion taken on the line 3—3 of Fig. 1. Fig. 4 is

a side elevation of one section of the sound box
taken from the inner face thereof with parts in

section. Fig. 5 is an enlarged transverse section

taken on the line 5—5 of Fig. 1. Fig. 6 is a side

elevation taken from the inner face of one sec-

tion of the sound box with the diaphragm re-

moved. Fig. 7 is a detail perspective view of

the ring which is located between the dia-

phragms.

Phonograph. Wm. M. Venable, Pittsburgh,

Pa. Patent No. 1,461,334.

This invention relates to phonograph appara-

tus which may be used either for recording or

reproducing purposes and it is particularly ap-

plicable to phonographs of the disc type.

The present application is a division of co-

ending application No. 370,521, filed April 1,

1920.

The principal object of the invention is to

provide a simple means for maintaining the

sound box stylus in its correct position with

respect to the record without abandoning the

use of the fixed pivotal support for the sound

bo.x which has proved so advantageous in prac-

tice as to have become almost universally ap-

plied. It is the further intention of this inven-

tion to provide means to accomplish the fore-

going object which can be readily applied to the

various types of phonographs already on the

market with but little, if any, fitting or change.

These, together with such other objects as are

incident to the invention, or which may appear

hereinafter, are obtained by means of a con-

struction which is illustrated in preferred form

in the accompanying drawings, wherein:

Figure 1 is a plan view of an apparatus em-

bodying the improvements showing parts of the

phonograph broken away; Fig. 2 is a side eleva-

tion of the apparatus illustrated in Fig. 1; Fig.

3 is a plan view of the improved apparatus illus-

trating the invention as it might conveniently be

applied to that type of phonograph known on

the market as the Victrola; Fig. 4 is a side ele-

vation of the apparatus illustrated in Fig. 3.

Method of Making Phonographic Records.

Earle W. Jones, New York, and Edward R.

Harris, Arlington, N. J. Patent No. 1,461,849.

This invention relates to the art of recording

and reproducing sound waves, and particularly

to methods of manufacturing an original or mas-

ter phonautogram and manufacturing dies there-

from which may be used for the stamping out

of commercial record tablets.

One object of the invention is generally to

provide an improved process or method of mak-
ing phonographic records which will do away
with many of the present-day objections and
which will further cheapen the cost of produc-

ing record tablets and materially expedite their

manufacture.

Figure 1 is a relatively small top plan view

of the glass plate containing the master record

in the form of a phonautogram traced thereon.

Fig. la shows the manner in wliich the record-

ing stylus is set in cutting the master record,

the view showing a section of the plate 10 and

a face view of the recording head and stylus;

Fig. 2 is a fragmentary section through the

glass plate showing the film thereon after the

phonautogram has been traced, the film being

shown as relatively thick; Fig. 3 is an enlarged

face view of a portion of the plate with the fihn

thereon and the phonautogram traced through
the film; Fig. 3a is a correspondingly magnified

fragmentary face view of a phonautogram
showing the minor irregularities formed by the

"partials"; Fig, 4 is a very greatly magnified

fragmentary section taken through the plate

transverse to the direction of the phonauto-
gram showing in an exaggerated manner the

way in which the recording stylus cuts through
the film; Fig. 5 is a section of the master rec-

ord and its film, the sensitized plate against

which the film is disposed and the ray filters

which are used in printing the positive upon the

sensitized plate; Fig. 6 is a face view of the sen-

sitized plate 13 after it has been chemically

treated, the phonautogram being indicated on
the plate by black opaque lines; Fig. 7 is a sec-

tional view of the plate shown in Fig. 6 dis-

posed against the second sensitized plate to

form the "mother stencil" or second negative;

Fig. 8 is a face view of the second negative or
'"mother stencil" after it has been chemically
treated, showing the phonautogram in white
lines upon a black opaque ground; Fig. 9 is a sec-

tional view of a copper plate intended to form
a die having thereon a sensitized film, the view
showing in section the "mother stencil" dis-

posed against the sensitized face of the copper
plate; Fig. 10 is a face view of the copper plate

after the phonautogram has been photographed

thereon and the sensitized film has been chemi-

cally treated; Fig. 11 is a very greatly enlarged

sectional view of the copper plate, th^ portion

"a" of the plate showing the sensitized film on

the copper plate after it has been chemically

treated, the portion "b" showing the phonauto-

graphic lines of the sensitized film after they

have been baked; Fig. 11a is a like view to Fig.

11, but showing the copper plate after the film

thereon has been baked and scrubbed and

cleaned; Fig. 12 shows the copper plate after

it has been etched and at the left hand shows

the enamel, formed by baking the sensitized line

or strip, as having been lifted; Fig. 13 shows the

copper plate after it has received the second

etching; Fig. 14 shows the complete die as it

is used in impressing the record in a record

tablet, the die and record tablet being in sec-

tion; Fig. 15 is a fragmentary sectional view

of the record tablet showing the exact form of

the record groove as formed in the tablet; Fig.

16 is a sectional view of a record tablet showing
the extremity of the reproducing stylus and
showing the manner in which it engages within

the record groove.

Tone Arm. Frank Oberst, Glendale, N. Y.,

assignor to Sonora Phonograph Corp. Patent

No. 1,461,829.

This invention relates to tone arms for talk-

ing machines and has for its objects to provide

a tone arm of fibrous material, having a joint

whereby the arm may be lowered to engage
the stylus with the record disc and whereby the

arm may be elevated in order that the stylus

will be accessible for insertion or removal.

A further object is to produce a tone arm
of the character described, in which the sound

passage will be unobstructed.

A still further object is to provide means for

locking the arm in inoperative position by de-

vices which will be entirely disengaged when
the arm is in operative position, whereby rat-

tling and other objectionable sounds will be

obviated.

.A. further object of the invention is to provide

means of the character herein described, simple

in construction, thoroughly reliable and efificient

in its purpose, positive in operation and inex-

pensive to manufacture.

The inventive idea involved is capable of re-

ceiving a variety of mechanical Expressions, one
of wliich for the purpose of illustrating the in-

vention is shown in the accompanying drawings.

The invention will be first described in con-

nection with the accompanying drawings illus-

trating one embodiment of the invention, where-
in similar reference characters are used to

designate corresponding parts throughout the

several views.

In the drawings

—

Figure 1 is a longitudinal section of a tone

arm embodying the invention, and Fig. 2 is a

bottom plan view of the movable element of

the arm and a co-operating device carried by the

stationary member of the arm.

Method of and Apparatus for Making Phono-
graph Records. Giacomo Allegretti, Stockton,
Cal. Patent No. 1,462,729.

This invention relates to improvements in

phonograph-record making, the principal object

being to devise what may be termed a phono-
engraving process and an apparatus by means
of which the process may be carried out.

By means of this invention master phono-
graph records may be produced directly and

(Conliitued on page 196)
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without the necessity of first recording the

sounds on a soft wax, which necessitates a

number of subsequent operations before the in-

dividual records are made.
This method may therefore also be used by

individual owners who may desire to make
their own records, which heretofore has been

impractical, at least without incurring consider-

able expense and in a complicated way.

The depth of cutting of the record is regu-

lated so that the volume of sound finally repro-

duced may be varied without necessarily in-

creasing the original sound-volume, the vibra-

tions produced by which cause the record to

be cut.

The use of the wa.x composition now gen-

erally used for records is not limited, but any

material may be employed which can be etched

by acids and which may be made in a form

suitable for the purpose.

The inventor contemplates etching the sur-

face of a blank by means of acids suitable for

the purpose, the acid being deposited on the

blank in minute drops of various sizes, which

then eat into the blank to corresponding and

varying depths, the depositing of the acid being

regulated and controlled by the strength of the

sound waves or vibrations received into a trans-

mitter, which is provided with means co-operat-

ing with the acid to cause it to be deposited as

aforestated.

The above described method is employed for

making records for individual purposes. For

making master records the same apparatus is

used in the same manner, but the fluid used,

instead of etching or eating into the blank,

stays on the surface, hardening thereon, so that

female records as universally used can be made
directly therefrom.

A further object of the invention is to pro-

duce a simple and inexpensive device and yet

one which will be exceedingly effective for the

purposes for which it is designed.

In the drawings similar characters of refer-

ence indicate corresponding parts in the several

views.

Figure 1 is a sectional view' of one form of

sound-vibration transmitter; Fig. 2 is a greatly

enlarged fragmentary section of tiie recording

tip or point; Fig. 3 is a sectional view of an-

other form of the device; Fig. 4 is a greatly

enlarged fragmentary section of a recording

blank, showing the depositing of the liquid

thereon; Fig. 5 is a similar view showing the

depressions made by the liquid in the blank

fifter acting thereon.

Phonograph. William Victor Meyer, Jilil-

waukee, Wis. Patent No. 1,462,867.

The invention relates to phonographs. It

comprises a base adapted to be positioned on

a disc record, a horn rotatable on the base,

means for rotating the horn, a reproducer, and
a telescopic tone arm affi.xed to the horn, the

tone arm moving inwardly to collapsed position

on the rotation of the horn.

The primary object of the invention is the

REPAIRS
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REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
28 Sixth Avenue New York
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provision of a phonograph operating in an en-

tirely new manner. The record is entirely sta-

tionary and the stylus and reproducer and parts

co-operating immediately therewith are located

on the record, when the record is being played.

The provision of a rotatable reproducer and
tone arm is a marked novelty, thus the device

is adapted to afford entertainment and may be

used for purposes of advertisement, as its un-

usual principles of operation are adapted to

attract considerable attention.

A further object of the invention is the pro-

vision of a phonograph that is small, all parts

lying within the face of an ordinary disc record.

The tone arm is collapsible, and may be posi-

tioned in the horn so that the device takes up
a minimum of room and may be conveniently

shipped and carried about from place to place.

A further object of the invention is the pro-

vision of an especially simple structure easy

to manufacture, made up of a minimum number
of parts and inexpensive.

In the accompanying drawing is illustrated

one complete example of the physical embodi-
ment of the present invention constructed ac-

cording to the best mode so far devised for the

practical application of the principles thereof.

Figure 1 is a vertical, central section through

the phonograph and tone arm; Fig. 2 is a plan

view with the cone removed, parts being broken

away to show the means for retaining the tone

arm in position; Figs. 3 and 4 are detail views.

Tone Arm Stop. Robert H. Weitershausen,

Pittsburgh, Pa. Patent No. 1,463,107.

This invention relates to a needle positioning

and tone arm arresting device for use in con-

nection with phonographs, or the like, and has

for its object to provide means for convenientlv

positioning, especially by one with impaired

sight, of the needle of the tone arm of a phono-

graph, or the like, to contact with the record

at the proper starting point.

A further object of the invention is to pro-

vide a needle positioning and tone arm arresting

device for use in connection with phonographs,

or the like, with means for limiting the outward

throw of the tone arm of a phonograph, or

the like, to prevent the shifting of the arm off

the record when positioning the needle for

engagement with the latter, and which not only

facilitates the operation of the machine, but

prevents injury to the point of the needle, as

is often the case when the needle is positioned

to close proximity to the edge of the record,

causing it to run off the latter and damage its

point.

A further object of the invention is to pro-

vide a needle positioning and tone arm arresting-

device for use in connection with phonographs,

or the like, having means which is adjustable so

as to enable the employment of the de\ice, to

perform its function, with records of various

sizes.

Further objects of the invention are to pro-

vide a device for the purpose set forth, which

is simple in its construction and arrangement,

strong, durable, adjustable, readily set up with

respect to the tone arm and record of a phono-

graph, or the like, efficient and convenient in

its use, and inexpensive to manufacture.

With the foregoing and other objects in view,

the invention consists of a novel construction,

combination and arrangement of parts, illus-

trated in the accompanying drawings, wherein

is shown an embodiment of the invention, but

it is to be understood that changes, variations

and modifications can be resorted to which fa'll

within the scope of the claims hereunto ap-

pended.

In the drawings, wherein like reference char-

acters denote corresponding parts throughout
the several views:

Figure 1 is a top plan view of a phonograph
or the like, broken away, showing the adapta-

tion therewith of a needle positioning and tone

arm arresting device in accordance with this

invention; Fig. 2 is a side elevation of the de-

vice; Fig. 3 is a sectional elevation; Fig. 4 is

a section on line 4—4 of Fig. 3 and Fig. 5 is a

side elevation of a modification.

Tone Modulator for Phonographs. William

J. Bauer, New York, and Frederick O. Wierth
and Abraham S. Meadoff, Brooklyn, N. Y.,

assignors to the Queen Automatic Phonograph
Co., Inc., New York. Patent No. 1,464,739.

This invention relates to improvements in

tone-modulator for graphophones and more par-

ticularly to that type of modulator having mov-
able elements for exerting various degrees of

pressure on the vibratory transmitter bar of

the sound box to control the amplitude of the

vibrations, and the general object of the inven-

tion is to simplify the construction of the modu-
lator and compactly arrange the units to admit
of the modulator being easily applied to the

sound bo.x and the operative parts thereof con-

veniently and effectively operated. To this end
the invention resides in the provision of novel

form of jaws for engaging the transmitter rod

and a plate for supporting the jaws and novel

and effective operating mechanism, carried by
the plate for increasing or decreasing the press-

ure of the jaws on the transmitter rod.

Other objects will appear and be better un-

derstood from that embodiment of the inven-

tion of which the following is a specification,

reference being had to the accompanying draw-
ings forming a part thereof, in which:

Figure 1 is a side elevation of a sound box
with the modulator attached thereto; Fig. 2 is

a vertical sectional view taken through the

sound box and a portion of the modulator;
I-ig. 3 is a vertical sectional view taken through
the modulator and showing the latter in ap-

plied position; Fig. 4 is a rear elevation of the

modulator detached from the sound bo.x, and
I'ig. 5 is a detail perspective view of one of the

angular shaped links of the modulator and its

companion transmitter bar engaging finger.

E. WINTER'S SONS MOVING

Ki.\GST0N. N. Y.. October 8.—E. Winter's

Sons, piano and musical instrument dealers, who
have been located at 36 John street for the past

fiftj-four years, removed to their new build-

ing at 326 Wall street on the first of the

month. The building, which was purchased only

a short time ago, has been thoroughl}' redec-

orated and equipped with store fixtures. The
fi.rm of E. Winter's Sons has been identified with

Ihc piano and music line in Kingston and
Rondout for about twenty-eight years.
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VICTOR TALKING MACHINE CO.

LIST FOR OCTOBER 12

19135 I've Got the Yes! We Have No Banana Blues.

Belle Baker with The Virginians

Jubilee Blues. ..Belle Baker with The Virginians

19134 If I Knew You Then as I Know Yoti Now,
Charles Hart

I Wish I Had Someone to Cry Over Me,
Lewis James

INSTRUMENTAL RECORD
19118 A Hunting Scene Arthur Fryer's BanrI 10

The Mill in the Forest Arthur Fryer's Band 10

DANCE RECORDS
19136 Foolish Child—Fox-trot.

, .

The Benson Orch. of Chicago 10

That Old Gang of Mine. Fox-trot,

The Benson Orch. of Chicago 10

19137 The Frivolous Girl (Joves)—Tango,
International Novelty Orch. 10

Love-Longing (Canaro)—Tango,
International Novelty Orch. 10

19135 Oh! Sister, Ain't That Hot!—Fox-trot,

Charles Dornberger and His Orch. 10

Mean, Mean Mamma— Fox-trot.
The Benson Orch. of Chicago 10

RED SEAL RECORDS
6416 Song of the Viking Guest (From "Sadko")

(Rimsky-Korsakow) Feodor Chaliapin 12

Song of the Flea (Goethe-Moussorgsky),
Feodor Chaliapin 12

6417 Etude in A Minor (Chopin)—Piano Solo,
Alfred Cortot 12

Impromptu in A Flat (Chopin) Alfred Cortot 13

941 Since First I Met Thee (Watson-Rubinstein),
Mabel Garrison 10

Gay Butterfly (Hawley) Mabel Garrison 10

LIST FOR OCTOBER 1?

45367 Honev, Dat's AU Olive Kline 10

Laddie o' Mine Lucy Isabelle Marsh 10

45368 Ten Little Mice and When Father Shakes the

Stove—Recitation Edgar Guest 10

She Fowders Her Nose and The Good Little

Boy—Recitation Edgar Guest 10

19144 My Sweetie Went Away,
Billy Murray-Ed. Smalle 10

I'm a Lonesome Cry Baby Aileen Stanley 10

DANCE RECORDS
19117 Roses of Picardy—Waltz The TroubSdours 10

Marcheta—Waltz Green-Arden Orch. 10

19139 Last Night on the Back Forch—Fox-trot,

Paul Whiteman and His Orch. 10

If I Can't Get the Sweetie I Want—Fox-trot,

Paul Whiteman and His Orch. 10

19140 Wolverine Blues—Fox trot.

The Benson Orch. of Chicago 10

House of David Blues—Fox-trot. .The Virginians JO

RED SEAL RECORDS
942 Tosca—E lucevan le stelle (The Stars Were

Shining) (Puccini)—In Italian,
Beniamino Gigli 10

Tosca—O dolci mani (Oh, Gentle Hands) (Puc-
cini)—In Italian Beniamino Gigli 10

943 The Juggler (La Jongleuse) (Moszkowski),
Sergei Rachmaninoff 10

Etude in F Minor (Dohnanyi),
Sergei Rachmaninoff 10

LIST FOR OCTOBER 26
19116 When the Bell in the Lighthouse Rings,

Wilfred Glenn 10
Bells of the Sea Wilfred Glenn 10

19150 Dreamy Melody Sterling Trio 10

I'm .Drifting Back to Dreamland.
Helen Clark-Lewis James 10

INSTRUMENTAL RECORD
55200 Natoma—Dagger Dance (Herbert,

Victor Herbert's Orch. 12
Indian Summer (Herbert),

Victor Herbert's Orch. 12
DANCE RECORDS

19145 What Do You Do Sunday, Mary?—Fox-trot.
Paul Whiteman and His Orch. 10

Chanson ette— Fox- trot,

Paul Whiteman and His Orch. 10
19147 Easy Melody—Fox-trot,

The Benson Orch. of Chicago 10
In a Covered Wagon With You—Fox-trot,

The Benson Orch. of Chicago 10
19148 Tell All the Folks in Kentucky—Fox-trot.

Charles Dornberger and His Orch. 10
Midnight Rose—Fox-trot,

The Benson Orch. of Chicago 10

RED SEAL RECORDS
6418 Calvary ( Vaughan-Rodney) Louise Homer 12

The Lost Chord (ProclorSullivan),
Louise Homer

929 Ouiereme Mnclio (Love Me Deeply) (Creole

Song) (Gonzalo Roig) Tito Schipa

A la orilla de un palmar (Beside the Palms)
(M. M. Ponce) Tito Schlpa

LIST FOR NOVEMBER 2

45370 In a Shoe Store (Gribble) Mane Cahill

The Symphony Concert ( Starling) .. Marie Cahill

19152 When Clouds Have Vanished and Skies Are
Blue Eliott Shaw

Why Don't My Dreams Come True?. Henry Burr
19154 Complainin' (It's Human Nature to 'Complain),

Eddie Hunter
I Got Eddie Hunter

DANCE RECORDS
19151 I Love You—Fox-trot,

Paul Whiteman and His Orch.
The Life of a Rose—Fox-trot,

Charles Dornberger and His Orch.
19155 Cut Yourself a Piece of Cake—Fox-trot,

Paul Whiteman and His Orch.
Oh, You Little Sun-Uv-Er-Gun—Fox-trot ,

The Benson Orch. of Chicago
19156 Just a Girl That Men Forget—Waltz,

The Troubadours
Steal a Little Kiss While Dancing—Waltz,

Green-Arden Orcli.

RED SEAL RECORDS
944 Faust—Waltz from Kermesse Scene (Gounod),

Stokowski and Philadelphia Orch.
Mignon—Gavotte (Thomas),

Stokowski and Philadelphia Orcli.

6419 Sonata in B Minor—Finale (Chopin)—Piano
Solo Olga Samaroff

Nocturne (Grieg)—Piano Solo.... Olga Samaroff
951 The World Is Waiting for the Sunrise (Lock-

hart-Seitz) Reinald Werrenrath
Rose in the Bud (Barrow-Forster),

Reinald Werrenrath

COLUMBIA QRAPHOPHONE CO.

A397:

A3970

A3979

A3975

A3960

A3973

A3971

A3977

A397S

A,1982

A3964

A3969

New Process Records
DANCE MUSIC

Beale Street Blues (Handy)—Fox-trot,
Ted Lewis and His Band

Twelfth Street Rag (Bowman)—Fox-trot,

Ted Lewis and His Band
No, No, Nora (Fiorito-Erdman)—Fox-trot,

The Columbians
That Old Gang of Mine (Henderson)—Fox-trot,

California Ramblers
That Big Blond Mamma (Rose-Monaco)—Fox-

trot California Ramblers
Louisville (Caesar)— Fox-trot,

California Ramblers
Tell Me a Story (Schonberger)—Fox-trot,

Leo F. Reisman and His Orch.
Havana (Schonberger)—Tango Fox-trot.

Leo F. Reisman and His Orch.
My Electric Girl (Helmburgh-Holmes)—Fox-

trot Leo F. Reisman and His Orch.
In a Tent (Koehler-Magine-Lyons)—Fox-trot.

Leo F. Reisman and His Orcli.

Stealing to Virginia (Donaldson)—Fox-trot,

Yerkes' S. S. Flotilla Orch.
Ev'ry Night I Cry Myself to Sleep Over You

(Johnson- Wood-Bibo)—Fox-trot,
Yerkes' S. S. Flotilla (Irch.

Down on the Farm (Dale-Parrott-Adams-Harri-
son)—Fox-trot Eddie Elkins' Orch.

Hi Lee, Hi Lo (Schuster)—Fox-trot,
The Columbians

Nobody But You (Intro.: "Some Sweet Day,"
from "Ziegfeld's Follies") (Hirsch-Stamper)
—Fox-trot The Columbians

Look for the Happy Ending (Intro.: "Nijigo
Novgo," from "Helen of Troy, New ^'ork")
(Kalmar-Ruhy)—I'-ox-trot. . . .The Columbians

Papa, Better Watch Your Step (Wills-Cooper)
—Blues Fox-trot The CJulf Coast Seven

Merniihis, Tennessee (Bradford)—Blues Fox-
trot The Gulf Coast Seven

Roll Along, Missouri (Jerome)—Waltz,
Columbia Dance Orch.

Abandonado (Abandoned) (Posadas)—Waltz,
Columbia Dance Orch.

No, No, Nora (Fiorito-Erdman)—Comedian,
(>rch. Accomp Eddie Cantor

I've Got the Yes! We Have No Banana Blues
(Hanley-King) —Comedian. Orch. Accomp..

Eddie Cantor
"Maggie!" (Yes! Ma'am!) (Come Right Up-

stairs) (Tucker)—Tenor Solo, Orch. Ac-
comp Frank Crumit

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

A3981

A3980

A3 963

A3968

A3976

A3962

A6231

A3961

10

10

10

10

10

10

10

10

12
12

10 A6230

10

80080

98084

10
A3967

10

10

10 9S058

A3953

A3823

A3798

A3885

A3658

A1812

A3560

A3522

Andy Gump (Dixon) —Tenor-baritone Duct,

Orch. Accomp Furman-Nash
Stealing to Virginia (Donaldson)—Comedians,
Orch. .^ccomp Van Schenck

Steamboat Sal (Fisher-Raskin-Caiiser)—Comedi-

ans, Orch. Accomp Van-Schcnck
Sweet Henry (,4kst)—Comedienne; Phil Phil-

lips at the piano Dolly Kay
The Gold-diggers (Hanley)—Comedienne; Phil

Phillips at the piano Dolly Kay
De Darktown Jamboree (Browne)—Baritone

Solo, Orch. and Banjo Accomp..
Harry C. Browne

Rosy (Browne)—Baritone Solo. Orch. and Ban-

jo Accomp Harry C. Browne
That Big Blond Mamma (Rose-Monaco)—Com-

edian, Orch. Accomp Al Jolson

Stingo Stungo (Hanley)—Tenor Solo, Orch.

Accomp Frank Crumit
That Old Gang of Mine (Henderson)—Male

Ouartet. Orch. Accomp Shannon Four
Las't Night on the Back Porch (Brown-Schraub-

stader)—Male Quartet, Orch. Accomp.,
Shannon Four

My Wild Irish Rose (Olcott)—Tenor Solo.

Orch. Accomp William A. Kennedy
The Lass From County Mayo (Browne)—Tenor

Solo. Orch. Accomp William A. Kennedy
Old-time Jlinstrels—Part 1 and Part 2.

Lasses White Minstrel Co., with Al Bernard
Down South Blues (Waters-Henderson)—Come-

dienne; Fletcher Henderson at the piano,
Clara .Smith

Kind Lovin' Blues (Waters-Mitchell-Hender-
son)—Comedienne; Fletcher Henderson at

the piano Clara Smith
SYMPHONY RECORDS

Symphony in G Minor— First Movement. Alle-

gro Molto (Mozart)—Walter Damrosch, Con-
ductor New York Symphony Orch.

Symphony in G Minor—Third Movement, Men-
nuetto (Mozart)—Walter Damrosch. Conduc-
tor New York Symphony Orch.

Cavalleria Rusticana, "Siciliana" (Thy Lips Like
Crimson Berries) (Mascagni)—Tenor Solo.

Harp Accomp Charles Hackett
Slavonic Dance, No. 2—E Minor (Dvorak-Kreis-

ler)—Violin Solo, with Francesco Longo at

piano Toscha Seidel

A Kiss in the Dark (Herbert)—Mezzo-Soprano
Solo, with Orch. Accomp .... Barbara Maurel

When Hearts Are Young (From "The Lady in

Ermine")—Mezzo-Soprano Solo, with Orch.
Accomp Barbara Maurel

William Tell. "Selva Opaca" (Wild, Shady
Wood)—Act II (Rossini)—Soprano Solo,

Orch. Accomp Rosa Ponselle
HAWAIIAN MUSIC

Broken-Hearted Melody,
Ferera's Hawaiian Instrumental Quartet

Hula-Hula Rose,
Ferera's Hawaiian Instrumental Quartet

Rocky Mountain Moon,
Ferera's Hawaiian Instrumental Quartet

Flower of Hawaii,
Ferera's Hawaiian Instrumental Quartet

Kawaihau Waltz,
Ferera's Hawaiian Instrumental Quartet

Mahina Malamalama—Waltz,
Ferera's Hawaiian Instrumental Quartet

Honeymoon Chimes—Incidental Singing by Ver-
non Dalhart Ferera-Franchini

One Little Smile—Incidental Singing by Ver-
non Dalhart Ferera-Franchini

Drowsy Waters,
Ferera's Hawaiian Instrumental Quartet

Ua Like—Noa Like,
Ferera's Hawaiian Instrumental Quartet

Hilo Irene West Royal Hawaiian Troupe
Kohala March ^ Lua-Kaili
Isle of Paradise Ferera-Franchini-Green
Susquehanna Shore Ferera-Franchini
My Hawaiian Melody Ferera-Franchini
My Sweet Sweeting Louise-Ferera

10

10

10

10

12

12

10

10

12

AEOLIAN CO.

OPERATIC—STANDARD
70U0G Cielo e Mar (Heaven and Ocean!) (From "La

Gioconda" (Ponchielli )—Tenor—In Italian—
Aeolian Orch. Accomp Armand Tokatyan

Conducted by Gennaro Papi
Metropolitan Opera House Conductor 1 2

Tarantella Sincera (I'll Be Single All My Life)
(Migliaccio-Crescenzo) — Neapolitan Song —

{ConHuucd on page 198)

©LFO.Ff ISTincN.Y.C.
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ADVANCE RECORD BULLETINS FOR NOVEMBER— (Continued from page 197)

Tenor—In Italian—Aeolian Orch. Accomit.,
Armand Tokatyan

Conducted by Gennaro Papi
Metropolitan Opera House Conductor 12

b0012 Serenade of Rafaele—Aprila, o bella (Yield and
Surrender) (From "The Jewels of the Ma-
donna") (Wolf-Ferrari)—In Italian—Aeolian
Orch. Accomp.,

Giacomo Rimini and Male Chorus
Conducted by Gennaro Papi

Metropolitan Opera House Conductor 10

El Relicario (The Charm) (Jose Padilla)—
Baritone—In Spanish—Aeolian Orch. Accomp.,

Giacomo Rimini 10
STANDARD

60011 Little Grey Home in the West (D. Eardley-
Wilmot-Lohr) — Soprano — Aeolian Orch. Ac-
comp May Peterson 10

When the Roses Bloom (In the Time of Roses)
(Louise Reichardt)—Soprano—Aeolian Orch.
Accomp May Peterson 10

24048 Annie Laurie (Douglass-Lady John Scott) —
Scotch Love Song—Tenor—Orch. Accomp.,

Colin O'More 10

Of A' the Airts the Wind Can Blaw (Burns-
Marshall)—Scotch Love Song—Tenor—Orch.
Accomp Colin O'More 10

INSTRUMENTAL
35023 Skaters' Waltz (In Concert Time) (Waldteufel)

,

Aeolian Light Orch. 12
Tesoro Mio Waltz (My Sweetheart) (In Con-

cert Time) (Becucci) Aeolian Light Orch. 12
14666 El Capitan (Sousa)—March,

Lieut. Francis W. Sutherland and
His 7th Regiment Band 10

Tenth Regiment March (Hall),
Lieut. Francis W. Sutherland and

His 7th Regiment Band 10

HAWAIIAN
14663 Kilima Waltz—Hawaiian Guitars,

Ferera and Franchini 10

Hilo March—Hawaiian Guitars,
Ferera and Franchini 10

SACRED
14667 Beautiful Isle of Somewhere (Pounds-Fearis)—

.Soprano and Contralto Duet—Orch. Accomp.,
Jean Alfred and Alice Mertens 10

An Old Sacred Lullaby (England-Liddle-Corner)
—Soprano—Orch. Accomp Grace Kerns 10

DANCE
14664 Tust a Girl That Men Forget (Dubin-Rath-

Garren)—Waltz Selvin's Orch. 10

Hoot Mon (Sherman-Mcskill)—Fox-trot,
Selvin's Orch. 10

14657 Rose of Sunny Italy (Chapman)—Fox-trot,
Albert E. Short and His Tivoli Syncopaters 10

Love (My Heart Is Calling You) (Cooper-Lewis-
Young)—Fox-trot,

Albert E. Short and His Tivoli Syncopaters 10

14658 Slow Poke (Gold-Faggen)—Fox-trot.
Albert E. Short and His Tivoli Syncopaters 10

Bugle Call Rag (Snyder-Pettis-Bruneis-Mills)—
Blues Fox-trot,

Albert E. Short and His Tivoli Syncopaters 10

14660 Dirty Hands! Dirty Face! (Monaco-Leslie-Clarke)
—Fox-trot Selvin's Orch. 10

Other Lips (Wallace-Harris)—Fox-trot,
Selvin's Orch. 10

14668 Steamboat Sal (Fisher)—Fox-trot,
The Ambassadors 10

Since When (Henry Jackson)—Fox-trot,
'The Broadway Syncopaters 10

14670 House of David Blues (Schoebel-Meyers-Mills)
—Fox-trot The Broadway Syncopaters 10

Bonnie (Frey-Hirsch)—Fox-trot,
The Broadway Syncopaters 10

14665 Aeolian Symphony Dance (Lucia Sextet) (Doni-
zetti) ....Yerkes' Metropolitan Dance Players

Arranged by Adrian Schubert 10

II Trovatore (Miserere) (Verdi)—Fox-trot,
Wiedoeft's Californians 10

14648 Why Marry? (Porque Casarse) (Hajos)—Fox-
trot The Castillians 10

Lolita (Farolillo) (Guillermo Andren C)—Fox-
trot The Castillians 10

14649 Carolita (Costello-Levisohn)—Fox-trot,
The Castillians 10

Sweet Carmen (Ned Arthur)—Tango,
Max Dolin's Orch. 10

VOCAL
14655 Everv Night I Cry Myself to Sleep Over You

(Bibo-Wood-Johnson)—Tenor—Accomp. by Sel-

vin's Orch Irving Kaufman 10

Hi-lee Hi-lo! (West-Schuster)—Clomedy Song

—

Accomp. by Selvin's Orch. ...Irving Kaufman 10

14656 Oh Min! (Con Conrad)—Comedy Song—Orch.
.\ccomp Billy Jones 10

Three Thousand Years Ago (Egan-Gerber)—
(Tomedy Song—Orch. Accomp Billy Jones 10

14669 Mamma's Gonna Slow You Down (Wells-
Cooper)—Comedy Blues—Accomn. by Selvin's
Orch r Isabelle Patricola 10

\^^^1k. Jenny, Walk (\^'onding-Schafer)—Comedy
Blues—Accomp. by Selvin's Orch.,

Isabelle Patricola 10
NEAPOLITAN

14581 Vocoa Busciarda (Untrue Lips) (Albano-Vanto)

Folk Song Ria Rosa
con Orchestra Napoletana

Senza Napule (Nostalgia) (Mario-D'Angelo)—
Folk Song Ria Rosa

con Orchestra Napoletana
VOCALION RACE BULLETIN

VOCAL
14651 Afternoon Blues (Allen-Reed)—Blues—Accomp.

by Henderson's Orch Lena Wilson
Michigan \\'ater Blues (Clarence Williams)—

Blues—Piano Accomp. by Fletcher Henderson,
Lena Wilson

14650 You've Got Everything a Sweet Mamma Needs
But Me (Lemuel Fowler)—Blues—Accomp. by
Henderson's Orch Edna Hicks

Walking and Talking Blues (Johnson-Grainger)—
Blues—Piano Accomp. by Clarence Johnson,

Edna Hicks
14652 If You Don't Give Me What I Want (I'm Going

to Get It Somewhere Else) (Henry Creamer)—Blues—Piano Accomp. by Fletcher Hen-
derson Rosa Henderson

So 'Long to You and the Blues (Lemuel Fowler)
Blues—Piano Accomp. by Fletcher Henderson,

Rosa Henderson
14653 'Taint No Tellin' What the Blues Will Make

You Do (Porter Grainger)—Blues—Piano
Accomp. by Porter Grainger. ... Viola McCoy

Bama Bound Blues (Cox-Austin)—Blues—Piano
Accomp. by Porter Grainger Viola McCoy

DANCE
14654 Do Doodle Oom (Grainger-Henderson)—Fox-

trot Fletcher Henderson and His Orch.
Dicty Blues (Henderson-Lyons)—Fox-trot,

Fletcher Henderson and His Orch.

10

10
10

10

10

10

10

10

10

10

10

10

10

82298

51213

51209

80762

80754

82300

51214

51225

51211

51220

51222

51212

51226

51215

80764

80763

51224

51223

51221

82301

EDISON DISC RECORDS
ALREADY RELEASED

SPECIALS
Dear Land of Home Anna Case
Villanelle (Oft Have I Seen the Swift Swal-

low) Anna Case
Marche Slave Sodero's Band
Chicago Tribune March Sodero's Band
Knice and Knifty—Piano Novelty. Ernest L. Stevens
Greenwich Witch—Piano Novelty. Ernest L. Stevens
The Garden of Your Heart. Louise Nhare and Chorus
One Hour of Love (Venetian Serenade),

Esther Nelson-Charles Hart
Two Little Eyes,

Elizabeth Spencer and The Homestead Trio
Honey, Dat's All,

Elizabeth Spencer and Criterion Quartet
Figlio del sol, mio dolce amor—L'Africana,

Claudia Muzio
Lascia ch'io pianga—Rinaldo Claudia Muzio
Pickaninny Lullaby Manhattan Male Quartet
Ten Thousand Years From Now Lewis James

FLASHES
Marcheta (A Love Song of Old Mexico) (In-

tro.: "A Night in Granada")—Medley Fox-
trot McNalpak's Dance Orch.

Pretty Peggy (From "Vanities of 1923")—Fox-
trot Willie Creager's Dance Orch.

Louisville (Sez Which, Sez How!)—Blues F'ox-

trot Broadway Dance Orch.
Hi Lee, Hi Lo (Chop Suey a La Fox-ee Trot-ee)

—Fox-trot Broadway Dance Orch.
The Gold-Diggers (Dig a Little Deeper) .. Billy Jones
Just a Girl That Men Forget Jim Doherty
I Love Me (I'm Wild About Myself)—Fox trot,

Broadway Dance Orch.
'Tain't Nobody's Biz-ness If I Do (Intro.:

"Achin' Hearted Blues")—Medley Fox-trot,
Chas. A. Matson's Creole Serenaders

Last Night on the Back Porch (I Loved Her
Best of All)—Fox-trot,

Green Brothers' Novelty Band
Polly-Olly-Oo (Said the Parrot to the Cuckoo)—

F'ox-trot ....Green Brothers' Novelty Band
First, Last and Always (I Love You)—Fox-

trot Paul Victorin's Orch.
If I Can Take You From Somebody Else (Some-

body Could Take You From Me)—Fox-trot,
Paul Victorin's Orch.

GENERAL LIST
Annie Laurie and Bagpipe Imitation—Violin

Solo Violet McGregor
The Coronach—Violin Solo Violet McCJregor
Answer Losey's Instrumental Quartet
A Dream Losey's Instrumental Quartet
Connais—tu le pays—Mignon .. Celine Chais-Bonheur
Ah! mon Fernand—Favorita. .. Celine Chais-Bonheur
I Just Want a Daddy (I Can Call My Own)—

Fox-trot Chas. A. Matson's Creole Serenaders
Rose of IJrazil—Fox-trot Tango,

Broadway Dance Orch.
Ragging the Scale (Piano Solo, with Orch.)

—

Fox-trot Broadway Dance Orch.
Bonnie—Fox-trot Broadway Dance Orch.
Oh! Sister, Ain't That Hot! Robert White
Oh! How He Lied to Me Florence Brady
Pronta io son (F'rom "Don Pasquale").

Anita Rio-Arthur Middleton

Ballatella (Bird Song) (From "Pagliacci"),
Anita Rio

51227 Wonder If She's Lonely, Too Lewis James
Cry Baby (From "Helen of Troy, New York"),

Gladys Rice-Betsy Lane Shepherd
51230 Roll Along Missouri—Waltz,

McNalpak's Dance Orch.
Rose of the Morning (Intro.: "My Dutch Lady,"

from "The Passing Show of 1923")—Medley
Fox-trot Willie Creager's Dance Orch.

51229 I've Got the Yes! We Have No Banana Blues—
Fox-trot The Jazz-o-Harmonists

Ach! Louie!—Fox-trot Atlantic Dance Orch.
51228 You Wanted Someone to Play With—Fox-trot.

Montauk Trio
Somebody's Wrong—Fox-trot Montauk Trio

51231 I Will Love You When the Silver Threads Are
Shining Among the Gold Manuel Romain

Why Don't You Come Back Home Again?
(We're Too Old to Go to You) . . . .Manuel Romain

BRUNSWICK RECORDS

15056

50039

15057

13097

2449

20013

2395 I

2448

2479

2466

2480

2481

2476

2478

2482

24^3

Gioconda—Cielo e mar (Heaven and Ocean)
(Act II) (Ponchielli)—Tenor, with Orch.—In
Italian Slario Chamlee

Cavalleria Rusticana—Brindisi (Drinking Song)
(Mascagni)—Tenor, with Orch.—In Italian,

Mario Chamlee
Orfeo Ed Uridice—Che faro senza Eurldice (I
Have Lost My Eurydice) (Gluck)—Contralto,
with Orch.—In Italian Sigrid Onegin

Gioconda—Voce di donna (The Blind Girl's

Song) (Ponchielli)—Contralto, with Orch.—In
Italian Sigrid Onegin

Turkish March (From "Ruins of Athens")
(Beethoven)—Pianoforte Solo Josef Hofmann

Waltz in C-Sharp Minor (Chopin)—Pianoforte
Solo Josef Hofmann

Flower Song (Lange)
—

'Cello Solo. . . Willem Willeke
Chant Sans Paroles (Song Without Words)
(Willeke)—'Cello Solo Willem Willeke

Open Up De (iates of Glory (Plantation Song)
(Buck-Geibel)—Male Quartet, with Banjo,

Criterion Quartet
Honey, Dat's All (Glllespie-Van Alstyne)—Male

Quartet Criterion Quartet
Oberon Overture—Part I (Weber)—Concert
Orch Capitol Grand Orch.
(Capitol Theatre, New York; Erno Rapee, Cond.)

Oberon Overture—Part II (Weber)—Concert
Orch Capitol Grand Orch.
(Capitol Theatre, New York; Erno Rapee, Cond.)
Ain't Got Nobody (Graham-Williams)—Come-
dienne, with Orch.

; Saxophone passages by
Bennic Krueger " Marlon Harris

St. Louis Blues (Handy)—Comedienne, with
Orch.;" Saxophone passages by Bennie Krue-
ger Marion Harris

Parson Jenks (Bernard-Briers)—Tenor, with
Orch Al Bernard with Carl Fenton's Orch.

Stavin' Change (Bernard)—Tenor, with Orch.,
Al Bernard with Carl Fenton's Orch.

Oh! Harold (Roberts)—Fox-trot, for Dancing.
Isham Jones' Orch.

Henpecked Blues (Buffano)—Fox-trot, for Danc-
ing Isham Jones' Orch.

Shim-me-sha-wabble (Spencer-Williams) — Fo.x-
trot, for Dancing Oriole Orch.

Ritzi MItzi (Johnson-Conrad-BIbo) — Shimmy
Fox-trot, for Dancing Oriole Orch.

Rose of Sunny Italy (De Voll-AItiere-Chapman)—Fox-trot, for Dancing. .. Gene Rodemich's Orch.
St. Louis Tickle (Seymour-Snelgrove)—Fox-trot,

for Dancing Gene Rodemich's Orch.
Queen of Egypt (Grofe-de Rose)—Fox-trot, for

Dancing,
Lyman's California Ambassador Hotel Orch.

Bugle Call Rag (Pettls-Schoebel)—Fox-trot, for
Dancing,

Lyman's California Ambassador Hotel Orch.
No, No, Nora (Fiorlto-Kahn-Erdman)—Fox-

trot, for Dancing; Vocal Chorus by CJiarles
Kaley,

Lyman's California Ambassador Hotel Orch.
Cut Yourself a Piece of Cake (James)—Fox-

trot, for Dancing,
Lyman's California Ambassador Hotel Orch.

Midnight Rose (Pollack)—Fox-trot, for Dancing;
Vocal Chorus by Charles Kaley,

Lyman's California Ambassador Hotel Orch.
Havana Tango (Lyman-Schonberger-Schonberg-

er)—For Dancing,
Lyman's California Ambassador Hotel Orch.

Open Your Heart (Gunsky-Ash)—Fox-trot, for
Dancing Paul Ash and His Granada Orch.

Pesticatin' Mamma (Spencer-Anderson-Ash)

—

Fox-trot, for Dancing,
Paul Ash and His Granada Orch.

Will You Always Love Me (Traveller-Halstead)
—Fox-trot, for Dancing,

Paul Ash and His Granada Orch.
Stories (Powers-Marple-Partlngton) — Fox-trot,

for Dancing Paul Ash and His Granada Orch.
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OH! HAROLD
By Lee S. Roberts

A GREAT SOl^G, A GREAT DAtlCE TUNE (FoxTrot.GncStep or CoUe^iateWalk)
1&^^**^F0RSTER MUSIC PUBLISHER ISC?"

i 3 s sou
CHICAGO

ADVANCE RECORD BULLETINS FOR NOVEMBER— (Continued from page 198)

OKEH RECORDS

4S97

4898

4899

4900

4901

4902

4903

4904

4905

4906

4907

4908

4909

4910

When June Comes Along With a Song (From
musical comedy "The Rise of Rosie O'Reilly")
(Geo. M. Cohan)—Fox-trot Markels Orch.

Dirty Hands! Dirty Face! (From musical come-
dy "Bombo") (James V. Monaco)—Fox-trot,

Markels Orch.
My Sweetie Went Away (She Didn't Say When,

Where, Why) (Roy Turk-Lou Handman)—
Fox-trot Markels Orch.

On the Isle of Wicki Wacki Woo (Gus Kahn-
Walter Donaldson)—Fox-trot. .Markels Orch.

Love Sends a Little Gift of Roses—Waltz,
Piano Solo Willie Eckstein

Chimes—Fox-trot, Piano Solo Willie Eckstein
Sweet Anabel (Alice Nadine Morrison)—Waltz,

Blue Ribbon Trio
Good-Night (Leo Wood-Irving Bibo-Con Con-

rad)—Waltz Blue Ribbon Trio
Yes! We Have No Bananas (Frank Silver-

Irving Cohn)—Fox-trot,
Vincent Lopez and His Hotel Pennsylvania Orch.

Long Lost Mama (Daddy Misses You) (Harry
Woods)—Fox-trot,
Vincent Lopez and His Hotel Pennsylvania Orch.
When You Walked Out Someone Else Walked

Right In (Irving Berlin)—Fox-trot,
Rega Dance Orch.

Waitin' for the Evenin' Mail (From Musical
Comedy, "Dew Drop Inn") (Billy Baskette)—Fox-trot Markels' Orch.

Annabelle (Ray Henderson)—Fox-trot,
Markels' Orchestra

My Lady and Me (Otto Motzan)—Fox-trot,
Rega Dance Orchestra

Coin' Down to the Levee (W. M. Russell-Ed.
Herbert)—Contralto Solo—Piano accomp. by
Clarence Williams Sara Martin

Where Can That Somebody Be? (Fred Rose-
Irving Mills)—Contralto Solo—Piano accomp.
by Clarence Williams Sara Martin

Down Among the Sleepy Hills of Tennessee
(Joe Young-Sam M. Lewis-Geo. W. Meyer)
Vocal Trio Okeh Star Trio

Oh! How She Lied to Me (Harry White-Will
Donaldson)—Contralto Solo. . . . Aileen Stanley

Sobbin' Blues (Kasseli-Burton)—Fox-trot,
King Oliver's Jazz Band

Sweet Lovin' Man (Melrose-Hardin)—Fox-trot,
King Oliver's Jazz Band

Chinaman Blues (Gene Burdette)—Fox-trot,
Erskine Tate's Vendome Orchestra

Cutie Blues (Erskine Tate)—Fox-trot,
Erskine Tate's Vendome Orchestra

Lou'siana (Gus Kahn)—Fox-trot,
Markels' Orchestra

First, Last and Always (Harry Akst)—Fox-trot,
Markels' Orchestra

Pickles (Chas. Rosoff-Jack McGowan)—Singing
Chorus by Billy Jones and Ernest Hare

—

Fo.x-trot Rega Dance Orchestra
Nut-Sey Fagan (Ernest Breuer)—Singing Chorus
by Billy Jones—Fox-trot. Rega Dance Orchestra
River Shannon Moon (Walter Wallace Smith)
Tenor Solo with piano accomp. .. Gerald Griffin

Just a Bit of Irish Lace (Harold Christy-Lucille
Solomon-Alfred Solomon)—Tenor Solo with

10

10

10

10

10

10

10

10

10

10

10

10

10

10

10

4911

4912

4913

4914

4915

4916

8072

8086

8087

8088

piano accomp Gerald Griffin 10

Wonder If She's Lonely, Too? (Willie White-
Bernie Grossman)—Fox-trot,

Warner's Seven Aces 10

Dream Girl of PI K A—Waltz,
Warner's Seven Aces 10

Mariechen Waltz Danubia Municipal Band 10

Disposition Waltz Danubia Municipal Band 10

Spanish Serenade (Margutti)—Guitar Solo,
P. Taraffo 10

Stephanie March—Guitar Solo P. Taraffo 10

Volga Waltz (M. R. Bakalainikow)—Orchestra,
Sandor Jozsi and His Orch. 10

Los Rotarios (A. Galimany)—Orchestra,
Sandor Jozsi and His Orch. 10

Nobles of the Mystic Shrine (John Philip Sousa)
—March—Capt. P. Conway, Conductor,

Conway's Band 10

The Gallant Seventh March (John Philip Sousa)
—March—Capt. P. Conway, Conductor,

Conway's Band 10

Waltz From "La Gran Via" (Gueca and Val-

verde)—Ocarina Solo Prof. Mose Tapiero 10

La 'Tonorella, Polka (Damare)—Ocarina Solo,
Prof. Mose Tapiero 10

Clarinet Laughing Blues (George McLennon)-—
Fox-trot Harlem Trio 10

Those Longing for You Blues (Frank Westphal)
Fox-trot Mamie Smith's Jazz Hounds 10

Mistreated Mama Blues (Billy Smythe-Ben Brown-
Syl. Junker)—Piano accomp. by Clarence Wil-
liams Sara Martin 10

Runnin' 'Round With the Blues (Ben Brown-
Billy Smythe)—Piano accomp. by Clarence
Williams Sara Martin 10

Jelly's Blues (Lloyd Smith-Clarence Johnson-
Warren Smith)—With piano accomp.,

.Sara I\Iartin 10

My Good Man's Blues (Lloyd Smith-Warren
Smith-Clarence Williams)—Mahaha's Blues-;—
With piano accomp Sara Martin 10

Sweet Man Was the Cause of it All (Clarence
Williams-Sara Martin)—Blues—Piano accomp.
by (Tlarence Williams Sara Martin 10

Sympathizing Blues (Phil Worde-Godfrey)

—

Piano accomp. by Clarence Williams.
Sara Martin 10

12
Invano (A. Amadei),

Marek Weber and His Orch
SPECIAL ALBUM SET, $5.00 COMPLETE

5022 Der Freischutz Overture—Part 1 (Free Shoot-

er) (von Weber)—Symphony Orch Morike
and the Orch. of the German Opera House, Berlin

Der Freischutz-Overture—Part 2 (Free Shoot-

er) (von Weber)—Symphony Orch Morike
and the Orch. of the German Opera House, Berlin

5023 Der Freischutz-Overture—Part 3 (Free Shoot-
er) (von Weber)—Symphony Orch Morike
and the Orch. of the German Opera House, Berlin

Oberon-Overture—Part 3 (von Weber)—Sym-
phony Orch Morike
and the Orch. of the German Opera House, Berlin

5024 Oberon-Overture—Part 1 (von Weber)—Sym-
phony Orch Morike
and the Orch. of the German Opera House, Berlin

Oberon-Overture—Part 2 (von Weber)—Sym-
phony Orch Morike
and the Orch. of the German Opera House, Berlin

FONOTIPIA RECORD
6011 L'Africana—O Paradiso (Meyerbeer)—Tenor, with

Orch.; sung in Italian. . .Giacomo Lauri-Volpi
La Favorita—Una vergine, un angiol di dio

(Donizetti)—Tenor, with Orch.; sung in Ital-

ian Giacomo Lauri-Volpi

10

10

ODEON RECORDS

OKEH NOVEMBER RELEASES
3063 The Rosary (E. Nevin) Michailow Trio

The Old Refrain (F. Kreisler) .. Michailow Trio
3064 Loin Du Bal—Intermezzo (E. Gillet),

Dajos Bela and His Orch.
Whispering Flowers (Von Blon),

Dajos Bela and His Orch.
3065 Light Cavalry Overture—Part I (Von Suppe),

Dajos Bela and His Orch.
Light Cavalry Overture—Part II (Von Suppe),

' Dajos Bela and His Orch.
3066 Forget Me Not (H. Richards),

Dajos Bela and His Orch.
Peggy (H. Richards),

Dajos Bela and His Orch.
3067 Amra (W. Bransen),

Marek Weber and His Orch. 12

GENNETT LATERAL RECORDS
5210 E-Flat Blues (Morris)—Fox-trot.

Porter's Blue Devils
Original Charleston Strut (Morris)—Fox-trot,

Porter's Blue Devils
5211 Love (Lewis-Young)—Fox-trot; Chas. Hart sings

the Chorus; Hazay Natzy, Director,
The Biltmore Hotel Orch.

March of the Siamese (Lincke)—Fox-trot; Ha-
zay Natzy, Director The Biltmore Hotel Orch.

5212 Good Night (Wood-Bibo-Conrad)—Waltz; Hazay
Natzy, Director The Biltmore Hotel Orch.

Hawaiian Moon ((Jerkie-Brunner)—Waltz; Fea-
turing Virginia Burt Specialty Orch.

5217 Milenberg Joys (Rappolo-Mares-Morton)—Fox-

^

trot New Orleans Rhythm Kings
Marguerite ( Pierce-Novak)—Fox -trot.

New Orleans Rhythm Kings
5219 Sobbin' Blues (Kassel-Berton)—Fox-trot,

New Orleans Rhythm Kings
Angry (Brunies-Brunies-Yules)—Fo.x-trot,

New Orleans Rhythm Kings
5222 In a Covered Wagon (Norworth-Stover)—Fox-

trot. .Art Landry and His Call of the North Orch.
Poppies (Norworth)—Fox-trot,

Art Landry and His Call of the North Orch.
5230 Don't Mess With Me (Gold)—Fox-trot. Riley's Orch.

A Japanese Sunset (Deppen-Zamecmik)—Fox-trot,
Justin Huber's Orch.

5201 EI Opio—Fox-trot Marimba Hermanos Moguel
Pajaro Herido—Couplet. Marimba Hermanos Moguel

5244 Chapultepec (H. Rubalcaba)—Fox-trot,
Nathan Glantz y su orquesta

Hawaiana (De La Revista "En el Pais de la

Ilusion") (E. D. Uranga),
Nathan Glantz y su orquesta

100S2 I Hear a Thrush at Eve (Eberhart-Cadman)

—

Tenor, Henry Moeller
From the Land of the Sky-blue Water (Eber-

(Contimied on l^agc 200)

FOUR SE NSATIONAL SONG HITS
LOVE 1MY HEART IS CALLING YOU |

INDIANA MOON I

SOMEONE
WHEN YOU WALKED OUT 1

ELSE WALKED RIGHT IN |

THAT OLD GANG OF MINE
|

IRVING BERLIN, Inc., 1607 BROADWAY, NEW YORK CITyI
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hart-Cadman)—Tenor Henry Moeller
lOOSI Minuet (Beethoven)—Violin; Piano Accomp.,

Thos. Griselle Scipione Guidi
Hungarian Dance No. 5 (Brahms-Joachim)—Vio-

lin; Piano Accomp., Thos. Griselle .. Scipione Guidi
521 5 How Tedious and Tasteless (Newton-Edson)—

Baritone Homer Rodelieaver
Throw Out tiie Life Line (Ufford)—Baritone,

Homer Rodelieaver
5216 Immortality (From lecture "Prince of Peace"),

William Jennings Bryan
The Virgin Birth (An Essay).

William Jennings Bryan
5209 Silver Threads Among the Gold—Incidental sing-

ing by Hart and Bates,
Frank Ferera's Hawaiian Entertainers

Annie Laurie—Mocking Bird—Old-time Medley,
Frank Ferera's Hawaiian Entertainers

5200 Mazurka ( I^Lunitr)—Mandolin-harp,
William and Vivian Place

Souvenir ( Drdla)—MandoUn-piano,
William and Vivian T-*lace

5206 Jenny Picking Cockles (Intro.: "Drowsy Mag-
iiie ')—Medley of Irish Tigs .... Flanagan Brothers

The Maid on the Green (Intro.: "The Frost Is

All Over")—Medley of Irish Jigs,
Flanagan Brothers

5214 Laddie B.uck of Mine ( liall-P^rennan)—Tenor,
Emmett < >'Toole

A Shawl of Galway Grey (Hogan-Stanley )—
Tenor Emmett O Toole

5213 When You Walked Out Somebody Else Walked
Right In (Berlin)—Tenor Irving Kaufman

Cut Yourself a Piece of Cake ( Bibo)^—Tenor,
Irving Kaufman

REGAL RECORDS

9536

9537

953S

9539

9540

954:

9543

9544

9545

9546

9547

9549

954S

9550

DANCE RECORDS
Just a Girl That Men Forget—Waltz,

Clark's Marimba Orch.
Steal a IJttle Kiss Wliile Dancing—Waltz,

Clark's Marimba Orcli.

I Love You (From "Little Jessie James")—
Fox trot Hollywood Dance Orcli.

Mary (From "Poppy")—Fox-trot,
Hollywood Dance Orch.

That Old Gang of Mine—Fox-trot,
Jos. Franklin's Orch.

'Neath Egyptian Skies—Fox-trot,
Jos. Franklin's Orch.

Stealing to Virginia— F'ox-trot. . . . Roy Collins' Orch.
Sun-Kist Rose—Fox-trot Roy Collins' Orch.
When June Comes Along With a Song (From

"Rise of Rosie O'Reilly")—Fox trot.

Majestic Dance Orch.
Born and Bred in Brooklyn (From "Rise of

Rosie O'Reilly")—Waltz .... Majestic Dance Orch.
No, No, Nora—Fox-trot Missouri Jazz Band
Underneath the Sip, Sip, Sippy Moon—Fox-trot,

Missouri Jazz itand
I'm Drifting Back to Dreamland—Waltz,

Regal Dance Orch.
Wonder If She's Lonely, Too—Fox-trot,

Regal Dance (.)rch.

.Squeezin', Teasin', Man of Mine—Fox-trot,
Origiiial Memphis Five

.Sad News Blues—Fox-trot ... Original Mcmiihis Five
POPULAR VOCAL RECORDS

Ev'ry Night 1 Cry Myself to Sleep Over You

—

Baritone Solo, Orch. Accomp Arthur Fields
That Old Gang of Mine—Baritone Solo, Orch.
Accomp Bob Thomas

My Sweetie Went Away—Baritone Solo, Orch.
Accomp Arthur Fields

Three Thousand Years Ago—Comedy Solo,
Orch. Accomp Billy West

Oh! You Little Sun-uv-er-gun—Comedy Solo,
Orch. Accomp Billy West

If I Can't Get the Sweetie I Want—Baritone
Solo, Orch. Accomp Arthur Fields

Bebe—Tenor Solo, Orch. Accomp ... Vernon Dalhart
Annabelle—Tenor Solo, Orch. Accomp... Lou Hayes
Mamma Goes Where Papa Goes—Comedy Solo,

Orch. Accomp Bob White
I Cried for You—Tenor Solo, Orch. Accomp.,

Arthur Hall
DAISY MARTIN RECORD

Feelin' IMues. ... Daisy Martin and Her Royal Tigers
What You Was You Used to Be,

Daisy Martin and Her Royal Tigers
STANDARD RECORD

College Songs—Medley National Male Quartet
Songs of the Past—Medley. . National Male Quartet

EMERSON RECORDS
LATEST DANCE HITS

10667 Dreamy Melody—Waltz Emerson Dance (~)rch.

Say You'll iTe Mine—Waltz,
Green Brothers' Novelty Band

i066S Oh! You Little Son-Uv-Er-Gun—Fox-trot.
Pennsylvania Syncopators

If I Can't Get the Sweetie I Want I Pity the
Sweetie I Get—Fox-trot. .Pennsylvania Syncopators

10669 Stealing to Virginia—Fox-trot,
Pennsylvania Syncopators

Bebe—Novelty Fox-trot ..Pennsylvania Syncopators
10671 I'm Sitting Pretty in a Pretty Little City

—

l:ox-trot Pennsylvania Syncopators
I Love You—Fox-trot Emerson Dance Orch.

10(>70 Mamma Goes Where Papa Goes—Fox-trot,
Pennsylvania Syncopators

I've Got the Yes! We Have No Banana Blues— Fox-trot Pennsylvania Syncopators
LATEST SONG HITS

10^()6 Alabamy Blacksheep—Tenor and Baritone Duet
—Orch. Accomp Irving and Jack Kaufman

Ev'ry Night I Cry Myself to Sleep Over You

—

Tenor Solo—Orch. Accomp Irving Kaufman
10672 Swinging Down the Lane—Tenor and Baritone

Duet—<^rch. Accomp. ... Irving and Jack Kaufman
Dreamy ISIelody—Tenor Solo—(3rch. Accomp.,

Irving Kaufman

PATHE PHONOGRAPH & RADIO CORP.

SPECIAL
021042 <)ur Late President, \V'arren G. Harding, on

"America"
Our Late President, Warren G. Harding, on
"The Republican Party and His Tribute to
the Disabled Soldiers''

SACRED
021052 Jesus, Lover of My Soul Earle F. Wilde

He Lifted Me Earle F. Wilde
INSTRUMENTAL

021053 Kilauea—Hawaiian Patrol. .Patrick Conway's Band
Bullets and Bayonets—March,

Patrick Conway's Band
021054 Auld Lang Syne—Chimes Chris. Chapman

Blue Bells of Scotland—Chimes. . . .Chris. Chapman
HAWAIIAN

02105.>< Hula Hula Ruse,
Ferera's Hawaiian Instrumental Quartet

Just a Breath of Hawaii,
Ferera's Hawaiian Instrumental Quartet
RACE RECORDS

021059 Liza Johnson's Got Better Bread Than Old
Sally Lee Mary Jackson

I Don't Let No One Man Worry Me. Mary Jackson
021060 Oh! Daddy Blues Emma Cover

Original Charleston Strut Ruth Coleman
021001 M. T. Pocket Blues Emma Cover

She Walked Right Up and Took My Man
Away Ruth Coleman

021062 You Can't Do What My Last Man Did,
Maggie Jones

Don't Never Tell Nobody What Your Good
IMan Can Do Maggie Jones

POPULAR VOCAL
021063 Cuddle Uddle Up Apollo Male Trio

Somebody Else Took You Out of My Arms,
Frank Sterling

021064 Not Here, Not There (It's Fifty Miles From
Nowhere) Wright-Bessinger

It's Not the First Time You Left Me (But It's
the Last Time You'll Come Back),

Wright-Bessinger
IJ210(.5 Every Night I Cry Myself to Sleep Over You,

Arthur Wilson
Wonder If She's Lonely, Too? Arthur Wilson

021066 That's a Lot of Bunk.. Harry Blake-Robert Judson
Three Thousand Years Ago Harry Blake

DANCE
021067 I Love You (From "Little Jessie James")—

Fo.x-trot; Vocal Chorus by Geo. Perry,
Strand Roof Orch.

Easy Melody—Fox-trot; Vocal Chorus by Geo.
Perry Golden Gate Orch.

021068 Covered Wagon Days—Fox-trot; Vocal Chorus
by Arthur Grant Strand Roof Orch.

Foolish Child—Fox-trot Strand Roof Orch.
021069 Sittin' in a Corner—Fo.x-trot; Vocal Chorus by

Arthur Grant Golden Gate Orch.
Tell All the Folks in Kentucky—Fox-trot,

Golden Gate Orch.
021070 Mean, Mean Mama—Fox-trot . Original Indiana Five

Stavin' Change—Fox-trot Original Indiana Five
021071 That Old Gang of Mine—Fox-trot, with Vocal

Chorus Les Stevens and His Orch.
Underneath the Sip, Sip, Sippy Moon—Fox-
trot Max Terr and His Orch.

021072 Steamboat Sal—Fox-trot,
Les Stevens and His Orch.

Cannibola—Fox-trot ...Les Stevens and His Orch.
021073 Just a Girl That Men Forget—Waltz,

Fry's Million Dollar Pier Orch.
Why Don't My Dreams Come True?—Waltz,

Fry's Million Dollar Pier Orch.
021074 I'm Drifting Back to Dreamland—Waltz,

Fry's Million Dollar Pier Orch.
So This Is Love (From "Little Miss Blue-
beard"), Fry's Million Dollar Pier Orch.

021075 House of David Blues—Fox-trot,
New Synco Jazz Band

Somebody's Wrong—Fo.x-trot,

New Synco Jazz Band
021076 (Jh! You Little Sun-uv-er-gun-Fox-trot.

Westchester Biltmore Country (Tlub Orch>
Black Sheep Blues H. Natzy, Director
Somebody's Wrong—Fox-trot. New Synco Jazz. Band

021077 Music of Love (From "Artists and Models")
—Fo.x-trot,

Westchester Biltmore Country Club Orch.
Mary (From "Poppy")—Fox-trot,

Casino Danace Orch.
021078 If I Can't Get the Sweetie I Want I Pity the

Sweetie I Get—Fox-trot,
Westchester Biltmore Country Club Orch.

Love Is Like a Flower—Fox-trot,
Casino Dance Orch.

BANNER RECORDS

DANCE RECORDS
1249 I Love You (From "Little Jessie James")—Fox-

trot Majestic Dance Orch.
Mary (From "Poppy")—Fox-trot,

Majestic Dance Orch.
1250 Stealing to Virginia—Fox-trot,

Jos. Franklin's Orch.
'Neath Egyptian Skies—Fox-trot,

Jos. Franklin's Orch.
1251 Just a Girl That Men Forget—Waltz,

Banner Dance Orch.
Wonder If She's Lonely, Too?—Fox-trot, •

Banner Dance Orch.
1252 No, No, Nora—Fox-trot Six Black Diamonds

Underneath the Sip, Sip, Sippy Moon—Fox-trot,
Si.x Black Diamonds

1253 When June Comes Along With a Song (From
"Rise of Rosie O'Reilly")—Fox-trot,

Hollywood Dance Orch.
Born and Bred in Brooklyn (From "Rise of

Rosie O'Reilly)—Waltz. . .Hollywood Dance Orch.
1254 Sad Ne^vs Blues—Fox-trot. . .Original Memphis Five

Squeezin', Teasin', Man of Mine—Fox-trot,
Original Memphis Five

1255 That Old Gang of Mine—Fox-trot,
Roy Collins' Orch.

Sun-Kist Rose—Fox-trot Roy Collins' Orch.
1256 I'm Drifting Back to Dreamland—Waltz,

Xylo Novelty Orch.
Steal a Little Kiss While Dancing—Waltz,

Xylo Novelty Orch.
POPULAR VOCAL RECORDS

1257 Bebe—Tenor Solo, Orch. Accomp. . .Vernon Dalhart
That Old Gang of Mine—Baritone Solo, Orch.
Accomp Bob Thomas

1258 Ev'ry Night I Cry Myself to Sleep Over You—
Baritone Solo, Orch. Accomp Arthur Fields

I Cried for You—Tenor Solo, Orch. Accomp.,
Arthur Hall

1259 Oh! You Little Sun-uv-er-gun—Comedy Solo,
Orch. Accomp Billy West

If I Can't Get the Sweetie I Want—Baritone
Solo, Orch. Accomp Arthur Fields

1260 My Sweetie Went Away—Baritone Solo, Orch.
Accomp Arthur Fields

Three Thousand Years Ago—Comedy Solo,
Orch. Accomp Billy West

1261 Annabelle—Tenor Solo, Orch. Accomp... Lou Hayes
Mamma Goes Where Papa Goes—Comedy Solo,

Orch. Accomp Bob White
DAISY MARTIN RECORD

1262" Feelin' Blues. .. .Daisy Martin and Her Royal Tigers
What You Was You Used to Be,

Daisy Martin and Her Royal Tigers
STANDARD RECORD

2102 College Songs—Medley National Male Quartet
Songs of the Past—Medley ... National Male Quartet

50UTHER.N
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SELLING MUSICAL
MERCHANDISE

By J. R. FREW

This is a practical book that describes

the methods pursued by a successful

music dealer in conducting his musical

merchandise departments. It covers

every routine problem incident to es-

tablishing and operating a depart-

ment devoted to band and orchestra

instruments.

This branch of the music industry

has had a very prosperous year and

an excellent opportunity awaits other

dealers who take it up. It requires a

small investment, gets quick turnover,

involves no risk and, in addition to

being highly profitable itself, increase^

the sale of talking machines, records,

etc., and helps make a given store the

music center of its community.
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SCOTFORD TONEARM
& SUPERIOR REPRODUCER
HOWTO SELLAPHONOGRAPH

*vZo the Dealer or Salesman

:

^Uhe Scotford Tonearm and Superior Reproducer are used by a number of
manufacturers of hi^h ferade phonographs. If your store handles any one of

these instruments you can increase your sales and profits by thoroughly learn-

ing and then informing the cusiomer of the "Twelve Points" of superiority

feiven below. Remember it is no proof of selling ability to take an order for a
phonograph, the preference for which has been fixed in the customer's mind
by bife national advertising campaigns. Such order taking proves the power of

advertising—not the sagacity of salesmanship. The saving in advertising cost

is made up for by extra quaUty and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting

satisfaction of the purchaser who takes an instrument of feenuine music into his

home. Give the customer a comparison of tone on all the different makes . If he is

not deaf.he must appreciate the extraordinary difference in tone—theScotford's
genuine musical reproduction, without the metallic sharpness, and without the
scratch. Then prove yourself not an ordertaker but a salesmaker by continuing
with a detailed explanation of why the Scotford is better as analyzed in the
"Twelve Points."

Keep the tonearm unscrewedat the hase, soyou may lift it off
in your hand for thorough examination inside and out— not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1—^Its ^od looks. A neat, trim, tailormade appearance. Nicely proportioned

lines which any artist will approve. Not the swollen appearance of the con-
tinuoxis tapernor angular lines in conflict with the cabinet design.

2—^The substantial, simple construction—cast parts of solid white brass, ionfe

strai^t tube of yellowbrass , hard rubber bushing to prevent metallicvibra-
tion at the reproducer connection elbow.

No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter at base, and a solid 45-de^ee deflecting
plane at the turn to direct the sound waves strai^t downward into the
amplifying chamber.

4—The simple swin^nfe movement of the tonearm base—how freely it floats

when lifted up onto the record—but how a supporting lug inside the base
at back prevents the arm from swinging when off the record and does not
allowthe needle point to let down so low as to mar the cabinet.

5—The handy lift-up or side turn, affording two ways to change the needle.

6—Light pressure on therecord—the squareness of the turn causing the weight
to be supported by the base, whereas a more curving turn would throwtoo
much weight forward to the needle point.

7—How perfectly the needle centers the groove—turning the reproducer for
playing lateral or vertical cut records leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch.

8—Reproducer frame split clear through—making it a spring, held under ten-
sion by the longscrewwhich adjusts the pivotal mounting of the stylus bar.

9—Any looseness thatmighteverdevelop in the pivotingof the stylus bar may
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar by
which a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design.

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearIndia mica costing five times as much as the 'seconds "and ' 'thins " used
in cheap soundboxes.

12—Perfect instdation—a rubber gasket entirely separating the reproducer
frame from the backplate, and again a complete break in the contact of
metals by the hard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the tone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

^TJhe Reproducer turns on its axis— the needle remaining on exactly the

same center and at the same correct an^le in both positiojis

The SUPERIOR Lid Support
balances the Lid at any point

The final point of excellence in the equipment of a cabinet that often decides the sale. A touch of one finger lifts

or closes the lid, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest
support made. Easiest to install.

We are prepared to supply this Tonearm
and Reproducer to a numherofadditional
manufacturers ofphonographs incertain
parts of the United States, and contracts
remain open for some foreign countines.

V/mte us for particulars and prices.

We are able to supply this Support in any
quantity. Made ofsteel, hi^h ^radenickel
or ^old place finish. Samples sent to man-

ufacturers anywhere for trial.

Write forlow quantity prices. State type
and weight of lid.

Barnhart Brothers & Spindler
SUPERIOR SPECIALTIES FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO

©
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HTHENEW EDISON line includes every
^ popular phonograph model in vogue
today.

And back of e\'ery model are the years of

painstaking research; the fortune of

$3,000,000 poured into laboratory tests;

which ha^ e made the New Edison the actual

Re-Creator of the human voice.

See Pages 62, 63,

64 and 65 inside

JOBBERS OF THE NEW EDISON. EDISON RE-CREATION, THE NEW EDISON DIAMOND AMBEROLA
AND BLUE AMBEROL RECORDS

CALIFORNIA
Los Angelei—Edison Phonographs,

Ltd.

San Francisco—Edison Phonographs,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Chicago—The Phonograph Co.
Wm. H. Lyons (Amberola only).

INDIANA
ladianapolis—Phonograph Corpora-

tion of Indiana.

IOWA
Det Moinei—Barger & Blish.

LOUISIANA
New Orleuu—Diamond Music Co.,

Inc.

MASSACHUSETTS
Boston—Pardee-Ellenberger Co.

Iver Johnson Sporting Goods Co.

(Amberola only).

MICHIGAN
Detroit—Phonograph Co. of Detroit.

MINNESOTA
Minneapolis—Laurence H. Locker.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONTANA
Helena—Montana Phonograph Co.

NEBRASKA
Omaha—Shultz Bros.

NEW JERSEY
Orange—The Phonograph Corp. of

Manhattan.

NEW YORK
Albany—American Phonograph Co.

Syracuse—Frank E. Bolway 4 Son,
Inc., W. D. Andrews Co.
(Amberola only).

OHIO
Cincinnati—The Phonograph Co.
Cleveland:—The Phonograph Co.

OREGON
Portland—Edison Phonographs, Ltd.

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buehn Phonograph Co.
Williamsport—W. A. Myers.

RHODE ISLAND
Providence—J. A Foster Co.
(Amberola only).

TEXAS
Dallas—Texas-Oklahoma Phono-
graph Co.

UTAH
Ogden—Proudfit Sporting (joods Co.

VIRGINIA
Richmond—The C B. Haynes &>.,

Inc.

WISCONSIN
Milwaukee—The Phonograph Co. of
Milwaukee.

C.\NADA
Montreal—R. S. Williams ft Sons

Co.. Ltd.

Sl John—W. H. Thome ft Co.. Ltd.

Toronto—R. S. Williams & Sons
Co., Ltd.

Vancouver—Kent Piano Co., Ltd.

Winnipeg—R. S. Williams ft Sons
Co., Ltd.

Babson Bros. (Amberola only).
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Victrola
REG. U. S. PAT. OFF.

The word "Victrola" as well as the picture "His

Master's Voice" is an exclusive trademark of the

Victor Talking Machine Company* Being registered

trademarks they, cannot lawfully be applied to other

than Victor products.

64

HIS master's voice
REG. U.S. PAT. OFF

Victor Talking Machine Company, Camden,N.J.
Entered as second-class matter May 2, 1905, at the post office at Xe\v York, X. Y., under the act of Congress of March 3, 1879.
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THE TALKING MACHINE WORLD

The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Sonora Possesses the Three Vital

Attributes of Quality Merchandise

YOUR future as well as present phono-
graph business is wholly dependent
upon the degree in which the instru-

ment you handle possesses the three vital

attributes of quality merchandise. These
consist of natural tone quality, beauty of

design and a comprehensive range of prices

to suit all types of purchasers.

One demonstration will convince you
that Sonora possesses those attributes in

greater degree than others. Listening to it

play one record will establish its, far supe-

rior tone quality; a glance at the accom-
panying illustration will show you that

Sonora is unsurpassed in attractive, artistic

cabinetry, while the range of prices, from
$60 to $3000, will clearly indicate the tre-

mendous market available to you.

Send for the Sonora proposition—it will

interest you.

The Choice of those who've heard them all

Sonora Phonograph Company, Inc.
279 Broadway, New York

Canadian Distributers: Sonora Phonograph, Ltd., Toronto
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VOX CORP. ENTERS THE TRADE FIELD MUSIC TRADE TO MEET IN NEW YORK MIGUEL FLETA RECORDS FOR VICTOR

Management of Vox Corporation of America,

Manufacturers of Talking Machine Products,

in Charge of A. Fodor, Backed by Strong

Sales Organization Headed by O. P. GrafTen

The talking machine industry will be inter-

ested to learn that Vox products, which have

become prominent in a very short time abroad,

will now be merchandised in the country

through the Vox Corporation of America, with

headquarters at 25 West Forty-fifth street, New
York. The management of the American or-

ganization is in charge of A. Fodor. Mr. Fodor

has a reputation for his technical ability to

develop and standardize inventions and for his

extraordinary knowledge and experience as an

organizer of new industries. He is assisted by

a competent sales staff headed by O. P. Graffen,

one of the best-known members of the talking

machine trade. Vox products comprise almost

everything manufactured in the talking machine

trade, and according to present plans the Amer-
ican organization will concentrate its energies

upon the sale of records, spring and electric

motors, sound boxes, tone arms, dictating ma-

chines and electric typewriters, etc.

Full details regarding the company's cam-

paign for merchandising these products in this

country will be announced in the near future,

and in the meantime plans are being prepared

for their rapid and efficient distribution through-

out the country. With an international repu-

tation behind them, it is expected that the Vox
products will find a ready market in this coun-

try, and during the past few months hundreds

of applications have been received for dealer

franchises from representative houses in the

leading trade centers.

NEW METROPOLITAN EDISON DEALERS

Phonograph Corporation of Manhattan Opens
New Agencies in Gotham and Vicinity

The Phonograph Corporation of Manhattan,

distributor of the New Edison in the metro-

politan district, has recently established many
new dealers, among which are A. S. Gould, 37

Main street. Flushing, N. Y. ; A. Salomane, 467

Main street, Metuchen, N. J.; James McGarry,
486 Broad street, Newark, N. J.; E. J. Schoon-

maker, 414 Main street. Bound Brook, N. J.,

and Max Bruskin, 278 Steinway avenue. Long
Island City.

The popularity of the Edison line among the

members of the retail trade, as well as the pub-

lic in the metropolitan territory, has been grow-

ing steadily, and, according to reports from
dealers throughout the trade who are in a posi-

tion to know, the approaching holiday season

will be one of the biggest on record as far ae

the Edison line is concerned.

WIDENER SHOPS ADD BRANCH

The Victrola department of G. Schirmer, Inc.,

.3 East Forty-third street. New York City, has

been taken over by the Widener Shops, and in

the future it will be operated under the super-

vision of that concern. The Widener Co. is

planning to discontinue the store at 4 West
Thirty-seventh street, consolidating the business

in one establishment.

An important announcement appears in our

London letter, elsewhere in this issue, to the

effect that the Brunswick-Balke-Collender Co,

recently closed arrangements with the famous

house of Chappell & Co., Ltd., 50 Old Bond
street, London, to act as distributors for Bruns-

wick phonograph records in Great Britain. This

firm is one of the oldest in England.

Leading Branches of Industry Headed by Prom-
inent Men—Irwin Kurtz Represents Talking

Machine Trade on Arrangements Committee

At a meeting of the directors of the Music

Chamber of Commerce, held in New York on

November 2, it was decided that the annual

convention of that organization and its divi-

sional unit members would be held in New York
at the Waldorf-Astoria Hotel. The week of

May 18 to 23 was set tentatively as the date.

The committee in charge of convention arrange-

ments consists of Robert N. Watkin and W. C.

Hamilton, representing the National Associa-

tion of Music Merchants; C. T. Purdy, repre-

senting the New York Music Merchants; Irwin

Kurtz, representing the New York talking ma-

chine dealers; J. W. Stevens, representing the

New York piano manufacturers; A. W. John-

ston, representing manufacturers of musical

supplies, and W. J. Haussler, representing small

goods and musical merchandise trades.

GEO. P. BENT RE=ENTERS TRADE

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

Chicago, III., November 10.—R. B. Corcoran and

H. J. MacFarland, co-partners with C. M. Bent,

conductors of the retail Victor store at 214

South Wabash avenue, known as "The Music

Shop," have sold out their interests to George
1'. Bent, former head of the George P. Bent

Piano Co., who retired from business several

years ago as a piano manufacturer and has since

made his home in Los Angeles. From now on

C. M. Bent and his father, George P. Bent,

will conduct this business as partners. The
father will continue to reside in Los Angeles

and the management of the business will be

looked after by his son here in Chicago.

KAUFMAN & BAER SECURE SONORA

Prominent Pittsburgh Department Store Closes

Important Deal With Sonora Jobber—Com-
plete Line of Instruments Placed on Display

Pittsburgh, Pa., November 8.—The Sonora

Distributing Co., of this city, Sonora jobber for

this territory, closed an important contract yes-

terday with the Kaufman & Baer Co., whereby

this well-known department store will carry a

complete line of Sonora phonographs. This

deal was closed by Earl Miller, of the Sonora

Distributing Co.'s sales staff, and arrangements

have been made for an artistic display of the

Sonora product. H. Milton Miller, manager of

the company, is enthusiastic over closing this

deal, which places the Sonora line in one of the

largest department stores between New York

and Chicago. George Israel, merchandise man-

ager of the Kaufman & Baer Co., and Thos. J.

Coyne, manager of the store's talking machine

department, represented the department store in

the negotiations which have just been closed.

NEW ORCHESTRAS FOR VOCALION

Coleman's Hotel Ambassador and Club Troca-

dero Orchestras Signed Up to Record

Among the new Vocalion Red records to be

released shortly will be the first recordings of

the orchestras controlled by Emil Coleman,

namely, the Ambassador Hotel Orchestra and

the Club Trocadero Orchestra, which have

been added to the long list of prominent dance

orchestras now playing for the Vocalion. The
announcement of the first numbers by the Cole-

man orchestras will be made in an early Vocal-

ion bulletin.

Spanish Tenor Scores at Metropolitan Opera
House—Three Other Artists Also Join Victor

List—First Records Soon to Be Released

F. K. Dolbeer, sales manager of the Victor

Talking Machine Co., announced this week that

Miguel Fleta, the celebrated Spanish tenor, who
scored such a great success at his debut at

the Metropolitan Opera House, New York City,

last week, will record for the Victor Co. Ac-

cording to the critics of the daily papers, Fleta

is one of the greatest tenors who ever came from
Spain. He is still young and has a large reper-

toire, including a number of recent works not

yet heard in America. His voice is lyric, but

powerful, and of exceptionally fine quality in all

registers. The good reports that have come to

us from Europe and South America regarding

Senor Fleta are evidently well justified.

Other artists who recently consummated
arrangements with the Victor Co. to make rec-

ords are Charles T. Tittmann, Delia Baker and
Claire Brookhurst.

Mr. Tittmann is a basso with a sonorous voice

of unusual range and quality. He is widely

known, having to his credit eight consecutive

annual appearances at the celebrated Bach festi-

vals in Bethlehem, Pa. He has also appeared
in recitals throughout the country as soloist for

leading orchestras and in opera.

Miss Delia Baker is a native of St. Louis,

who recently entered the concert field in New
York. She has appeared with some of the

leading orchestras and at musical festivals. Her
voice is one of rare beauty.

Miss Claire Brookhurst is also an American,

having been- born in New York City, and her

musical education has been acquired in this

country. She has appeared in concert with the

Russian Symphony Orchestra and made a trans-

continental tour in concert. She is now soloist

in a prominent church in Harlem. She has an

unusual contralto voice with a wide range, and,

owing to her linguistic ability, she sings all

songs in the original language.

APPOINTED VOCALION RECORD DEALER

Bloomingdale's to Handle Complete Vocalion

Record Line—Deal Closed by Musical Prod-

ucts Distributing Co., New York Jobber

Herbert D. Berkeley, manager of the phono-

graph department of Bloomingdale Bros., New
York, announced recently that this store had

arranged to carry in this department a com-
plete line of Vocalion Red records, manufac-

tured by the Aeolian Co. This important deal

was closed by the Musical Products Distribut-

ing Co., New York, jobbers for Vocalion Red
records in metropolitan territory, and B. D.

Colen, president of this company, is highly

gratified to add Bloomingdale's to the growing
list of New York Vocalion record dealers.

REALTOR'S MESSAGE ON RECORDS

Special Records Made for Mirmeapolis Firm
Teach Home Ownership

Minneapolis, Minn., November 7.—For the first

time in history real estate precepts have been

inscribed on phonograph records and set to

music. The idea is the work of Dick Wood-
ruff, manager of the small house department of

Confer Bros., who has conceived the plan of

utilizing the talking machine as a means toward

teaching home ownership. The records, manu-
factured by an Eastern concern, have popular

airs sandwiched in between short talks on the

benefits to be derived from home ownership.

More than 2,000 of these records have been sent

out by mail by Confer Bros.

See second last page for Index of Articles of Interest in this issue of The World
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Value of the Phone as an Aid to SeUing
Many Methods of Making the Phone Pay Dividends in Increased

Sales Being Used by Live Retailers Clever Phone-Mail Stunt Pays

In these days of keen competition the dealer

w iio would get his share of business must util-

ize every i^ossibility of increasing his sales

volume. Half-way measures mean lost oppor-

tunities. The merchant who advertises and does

not take advantage of other methods of securing

business, such as canvassing, direct mail and all

other forms of selling and publicity, is losing

business. He may be what he considers suc-

cessful, but the fact remains that greater suc-

cess would attend the utilization of all mediums
that lead to sales. A medium which is assuming
a more and more important and el¥ective place

in the retailers' plans for enlarged sales volume
is the telephone. During the last year many
brief stories describing the way dealers are

making their telephones pay actual dividends

have appeared in the columns of The World.
Various Ways of Cashing In on the Phone
In some talking machine establishments one

member of the sales organization is delegated

to spend a certain amount of time telephoning

customers regarding certain records which it is

assumed will please the patron and this has been

found quite effective in stimulating sales. A
well-known department store has trained its rec-

ords saleswomen to study each customer in

order to ascertain the musical likes of each. A
record is kept by each salesperson as to the

particular records purchased in the past and
from this a pretty accurate idea of the musical

likes of each customer is obtained. Once each

week the saleswomen of this establishment

spend an hour at the telephone making contact

with customers. Through this means also

many slow-moving records have been disposed

ot. These records were non-scIlcrs simply be-

cause in the average store it is the custom to

steer clear of the better type of music and con-

centrate on the more popular recordings, to the

detriment of records which really should form

the backbone of the record business.

Novel Way of Making the Phone Pay
One of the most novel ways of making the

phone produce business is now in use by one of

the largest talking machine and music stores in

the metropolitan district. The manager of this

department has delegated a man to use the

phone in calling up various people whose names
have been taken from the phone book and
directory. Of course, he is thoroughly familiar

with the streets of the city and knows approxi-

mately the type of people living in the streets

selected for his phone operations. The sales-

man talks to the lady of the house and cleverly

secures certain information, i. e., whether a

talking machine is owned, what type of music

is desired, etc. To homes where there is no

talking machine the following form letter is

immediately sent:

In reference to our phone conver.sation, we were sur-

prised to learn that you did not order the records that

we were holding for you. awaiting instructions to senti

tliem.

In the course of the conversation you mentioned that

you did not have a Victrola in your Home.
Why deprive yourself of the unrivaled sweetness and

power of Caruso's voice that filled the Metropolitan (Jpera

House to capacity whenever he sang?

Do you not miss the beautiful voice of John McCormack
singing "I Hear You Calling Me" and "At Dawning"?

Is it not a treat to hear Fritz Kreisler play "Thais-

Meditation," as well as to hear Galli-Curci sing one of

your favorites?

All of these Victor Records can be best reproduced on

Genuine Victrolas. The new Victrola Console Models we
h.-i\e on 'lisplay will not only give you the fullest pos-

sible enjoyment from its exact reproduction of tone, but

these Consoles serve as a beautiful piece of furniture as

well.

The Rudolph Wurlitzer Co., being the largest Musical

House in the World, is financially able to sell Victrolas

to people who do not care to pay cash, but would rather

pay monthly. The monthly payments are trivial, compared
with the amount of enjoyment you -will receive from a

"Genuine Victrola from Wurlitzer."

After you have carefully gone over the catalog we are

sending you, we would like to have you pay us a visit and
see the actual Victrolas on display. When can you call?

If there are no results another letter is sent

out after a lapse of a reasonable length of time.

This letter asks whether the first _,communica-

tion has been received and it also emphasizes

the fact that the enclosed catalog illustrates the

latest models; requests that a personal visit be

made to the store so that the line may be

examined at first hand and an idea of the tone

qualiti' of the instruments may be realized and
closes with the following paragraph, which
makes action on the part of the customer easy:

'Tf unable to come in personally and examine
the various models side by side, telephone

llryant 8140, Desk 52, or write a line and a

salesman will call on you and give -j'ou full in-

formation, without obligating you in any way."

Phone Helps Small Dealers

The telephone way of selling should prove of

especial benefit to retailers \Vho are unable to

maintain an outside sales organization. It is

Inexpensive and a most forceful means of bring-

ing the product forcibly to the attention of

prospective customers. People who will in-

variably refuse to talk to a salesman will

answer the phone and will listen to the message
of the dealer or salesman provided it be brief

and to the point.

Last Call for Nyacco Record Albums
For Holiday Trade

THE TALKING MACHINE'S HELPMATE
In order to take care of the holiday

demand for Nyacco albums you must
place your orders now. The demand
for Nyacco albums this Fall has been
exceptional. How^ever, our two fac-

tories, New York and Chicago, will

save you freight and insure prompt
delivery if you order now.

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

TO JOBBERS ONLY:—
Write for samples of our new
delivery bags of No. 1 Kraft
paper (35 lb.) with strings

and buttons at very attractive

prices.

The Best Interchangeable Leaf
Record Album on the Market

Write for display card—mailed

without cost. It n»i7/ help you

sell more Nyacco Albums.
Present stock available at lorv

prices. Write noTa.

New York Album & Card Go., Inc.
NEW YORK

-23-25 Lispenard St.

CHICAGO

415-417 S. Jefferson St.

Pacific Coast Representative: Munson-Rayner Corporation / f
^3 South Olive Street. Los Angeles. Calif.

i 86 Third Street, San Francisco, Calif.

f
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Victor supremacy is the
supremacy ofperformance

Victrola IV, $25
Oak

Victrola No. Ill

$225
Electric, $265

Mahogany or walnut

The satisfaction, pres-

tige, and profit which are

part of the business of

every dealer in Victor

products, reflect it.

Victrola No. 300
$250

Electric, $290
Mahogany or walnut

Victrola VIII, $50
Oak

Victrola No. 125

$275
Electric, $315

Mahogany

Mahogany

Victrola
"'S MASTERS VOICE" REG. U. S. PAT. OFF.

Look tinder the lid and on the lahels for these Victor trade -marks

Victor Talking Machine Company
Camden, New Jersey
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COLUMBIA DEMONSTRATION RECORD

Mammoth Publicity Campaign to Feature Spe-

cial Columbia Demonstration Record—Pre-

sents Selections by Famous Artists—Designed

to Successfully Stimulate Record Business

Starting on November 17 and continuing

throughout the month, the Columbia Phono-

graph Co. will sponsor a tremendous advertising

campaign featuring a ten-inch demonstration

record that will be offered to the public at

twenty-five cents. This demonstration record

has been introduced to give Columbia dealers

an opportunity to call to the attention of pro-

spective record purchasers the distinctive merits

of Columbia New Process records. Coming at

the height of the Fall buying season, this rec-

ord will undoubtedly act as a material stimu-

lant to record business during the lioliday

season.

The Columbia demonstration record features

on one side an operatic selection by Charles

Hackett, famous tenor and exclusive Columbia

artist; a violin solo by Toscha Seidel, well-

known violinist and exclusive Columbia artist

and a symphony orchestra recording. On the

reverse side is a popular dance hit by Ted

Lewis, one of the country's leading dance or-

chestra directors and an exclusive Columbia

artist.

The demonstration record campaign includes

a full-page advertisement in the Saturday Eve-

ning Post of November 17, a full page in four

colors in the American Weekly of November 25,

with a circulation of 4,500,000; full pages on

November 25 in rotogravure sections of news-

papers throughout the country, with a com-

bined circulation of 8,000,000, and black and

white full-page advertisements on November 25

in Sunday editions with a combined circulation

of 1,500,000. In order that Columbia dealers

may cash in on this tremendous campaign, the

company's advertising department has prepared

a striking window poster in colors to be posted

in the dealer's window. This poster will call

the attention of passersby to the demonstration

record and link up the advertising campaign

with the dealer's store. Proofs of the American

Weekly and Saturday Evening Post advertise-

ments will be sent to the Columbia branches

for distribution, or, if possible, direct to the

dealers.

The special demonstration record will have the

new Columbia gold label on the side featuring

Chas. Hackett, Toscha Seidel and the Columbia

Symphony Orchestra, and the new fire bronze

label will be on the Ted Lewis side. To further^

distinguish it from the ordinary record, it will

have the words "Sample Record, 25c" lettered

in white under the name Columbia. Each rec-

ord will be enclosed in a special envelope of a

distinctive color and the envelope will give the

complete story of the record and its purpose.

The value of a demonstration record as a sales

stimulant was proved several years ago and

there is no question but that this new demon-

stration record will be invaluable to Columbia

dealers the coming season in developing sales

for Columbia New Process records.

WENDELL HALL ON VICTOR LIST

Well-known Composer and Singer to Make Vic-

tor Records Exclusively—Popular Among
Radio Fans Throughout the Country

In Wendell Hall, a new and exclusive Victor

artist, whose first record will appear in the

November 23 list, the Victor Talking Machine

Co. is presenting to the music-loving public a

singer and composer with an unusual history.

Mr. Hall started his professional career in 1913,

appearing in quartets, men's choruses and in

church work. He later played the clarinet,

saxophone and trombone, and following this he

traveled from coast to coast in vaudeville with

his act, "The Singing Xylophonist." During the

war he went to France with the A. E. F. as a

bugler.

His next step was to write popular songs, in-

cluding both words and music, and he is cred-

ited with such hits as "Underneath the Mellow
Moon," "My Carolina Rose" and others. About

two years ago Mr. Hall became one of the

pioneer radio entertainers and to-day he is

known to radio enthusiasts throughout the coun-

try, having appeared at more than twenty-five

of the largest broadcasting stations. Although

a native of Chicago, he spent a number of years

in the South, where he became acquainted with

Southern customs and expressions, and where

he made a study of Southern songs. Mr. Hall's

first Victor record will feature two of his own
compositions, self-accompanied on the ukulele.

The Carl Co., of Schenectady, N. Y., C. W.
Carl, proprietor, suffered heavy loss in a fire

early this month. The building in which the

business was housed was practically destroyed.

Blackman offers a
Dependable service

to Dependable dealers.

"Birds of a feather flock

together.**

.IflCTOR WHOLESALE DISTRIBUTORS

A. F. KIEFER NOW STARR JOBBER

Takes Over Kunde Holdings in Milwaukee, In-

cluding Distribution of Starr Phonographs
and Gennett Records in That Territory

Milwaukee, Wis., November 9.—Alfred F.

Kiefer announced this week that he had taken

over the holdings of A. G. Kunde, who had been

local distributor for Starr phonographs and

Gennett records, exclusively. Before taking

over this interest Mr. Kiefer was for a while

connected with the talking machine department

of the Yahr & Lange Drug Co., Sonora dis-

tributor, and before that was for ten years ac-

Mrs. and Mr. A. F, Kiefer

countant and auditor for the Hoffman Co.,

which concern formerly operated a phonograph
jobbing business. Besides the exclusive repre-

sentation of Starr phonographs and Gennett

records, Mr. Kiefer also maintains a twenty-

four-hour service department for Starr phono-

graphs. In this work he takes care of the local

Starr and Gennett dealers and assures them of

prompt delivery by calling for and delivering

the repaired jobs.

ARTISTIC VICTOR HOLIDAY FOLDERS

Christmas Publicity for Dealer Distribution

Features Machines and Records

The Victor Talking Machine Co. is distribut-

ing to the trade some exceptionally handsome

holiday folders designed for dealer distribution.

One of the folders, handsomely illustrated in

colors, carries the complete line of Victor con-

sole, cabinet and portable instruments. The
cover of this folder contains a picture of the

interior of the home with a Victor console

prominently displayed in the center of the room,

while behind it are pictures of the various

famous Victor artists. The rear cover shows

the outside of a house in a Winter setting, with

a band grouped before it. The text is brief

and carries a Christmas atmosphere.

Another folder deals entirely with records

designed especially for Christmas. This is also

done in colors and the text on the front cover

urges the appropriateness of Victor records as

Christmas gifts.

B. R. FORSTER ENDS LONG TRIP

Byron R. Forster, president of the Brillian-

tone Steel Needle Co., New York City, returned

last week from a trip across the continent in

the interest of Brilliantone needles. Mr. For-

ster visited the principal cities en route and

found generally good conditions prevailing

everywhere. The outlook for 1924 seemed very

promising and substantial orders for Brillian-

tone needles were placed. Mr. Forster returned

through the Southern territory, stopping off at

his old home for a short visit. Needless to say,

he enjoyed his stay among his old friends,

whom he had not seen for some time.
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Victor supremacy is the

supremacy ofperformance

Victrola VI, $35
Mahogany or oak

Victrola No. 80
$100

Mahogany or walnut

Victrola No. 21S
$150

Mahogany or walnut

Of performance past

and present. Just as the

Victor has occupied its

position of leadership for

a quarter -century, so it

continues to lead the way
in the talking-machine in-

dustry.

Victrola IX, $75

Mahogany or oak

Victrola No. lOS

$180
Mahogany or walnut

Victrola No. 405
$250

Electric, $290
Walnut

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

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

Victor Talking Machine Company
Camden, New Jersey
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Are You Preparing for Holiday Business?
Pre-Christmas Weeks Offer Greatest Sales Opportunity of Year

—Gift Dollars Can Be Garnered by Intelligent Sales Promotion

A month from the time this issue of The
W orld reaches its readers t!ie holiday rush will

be on in real earnest. Whether the talking

machine dealer gets his share of the gift money
of the public will depend largely upon himself

and the efforts he has put forth to attract atten-

tion forcibly and favorably to his line of mer-

chandise. The big idea to remember is that in

order to make the most of his Christmas-sales

opportunity the dealer must use an entirely dif-

ferent plan of presenting talking machines, rec-

ords and any other musical lines w'hich he

handles to the public. In short, the presenta-

tion in advertising- and other methods of bring-

ing his wares to public attention must be largely

on the basis of suitability of his line as a Christ-

mas gift. His entire business organization must

be established for the moment with this object

foremost at all times: Talking machines and

records make suitable gifts. That should be

his slogan from now until Christmas is over.

It should be the central theme of all sales talks,

store arrangement and decoration and window
displays. In short, the "gift" idea should per-

meate the entire establishment. No half way
measures will do. Negligence may mean lost

business, and dealers in other lines will get a

share of the profit which should go to the talk-

ing machine merchant.

The Matter of Service

Past experience has shown members of the

talking machine trade tliat service is an impor-

tant part of their business. Service, that is,

courteous attention to each customer and doing

everything to make every patron happy and

satisfied, is comparatively easy during the

months of the year when there is no particular

rush. The situation becomes more complicated

during the holiday period, however. It must be

remembered that during the few weeks preced-

ing Christmas every store is rushed to a greater

or lesser extent. Many people are crowded

around the counters, the majority of them im-

patient to be waited upon as quickly as possible

so that they can do further Christmas shopping.

Whether the talking machine dealer and his

salesmen serve their patrons efficiently, quickly

and thoroughly, never 'losing an opportunity to

make the most of each sales possibility, de-

pends to a large extent upon their knowledge

and experience. But a great deal depends upon

another factor—store arrangement. Stock, both

talking machines and records, should be ar-

ranged so that they are easily reached by both

customers and salesmen. The fewer people who
are forced to spend a lot of time with the sales-

man the better it is for the business. One
dealer last year placed several tables in the

open space available in the center of his store.

Upon these tables were placed a number of rec-

ords suitable for Christmas. A simple thing,

truly, but one which has resulted in an aston-

ishing number of sales of these special records

ill past years and it will probably result in as

good, if not better, business this year. The
point of this incident is that the salesmen do

not have to spend a lot of time suggesting

records. People, while waiting to be served,

walk over to the table and naturally read the

titles of the various recordings. Perhaps they

did not enter the store with the intention of

purchasing any of these records, but the idea

THE TONE AMPLIFIER

THE APP-^ a is the Su-

preme Tone Amplifier, and is de-

signed to operate in place of the

ordinary sound box of the phono-

graph. It is a simple, neat appliance,

which can be easily and quickly at-

tached to your machine.

Put up in an Attractive Box—Will Make a

Beautiful Christmas Gift

Incomparable for Dancing

"If you haven't heard the ^|

you haven't heard your machine."

UNIQUE REPRODUCTION CO., Inc.

32 Union Square NEW YORK
Cable Address: ADDATONE, N. Y.

hits them as being good and thus another sale

is added to the list. Another dealer is installing

Audaks, a record demonstration device which
facilitates selling, to meet increased demands.

Christmas Gift Opportunities

It is not only in the sale of the larger talking

machines and records that the dealer has a

wonderful opportunity of cashing in in a big

way. There are the children to consider. After

all, one of the great forces of Christmas as cele-

brated in this country is to make the kiddies

happj', and the talking machine dealer has it

in his power to compete wifh toys and the usual

things which make the heart of a child happy.

Besides, he has something which not only fur-

nishes amusement for the tots, but something
which has a distinct educational value. A most
valuable talking point. This is the portable talk-

ing machine and the various clever recordings

on the market designed especially for the amuse-
ment and education of children. It would not

be a bad idea to fix up a part of the store

especialh' for the purpose of catering to the

children. And a portion of the window display

space also could profitably be used in this man-
ner. Some stores are paying a good deal of

attention to the children this year as prospects.

And this applies not only to the wee youngsters,

but to those of primary and high school age.

Talking machines and records as gifts to the

children and from the children to their parents

or other loved ones! There you have it in a

nutshell. Dealers in the Middle West and Far
West, especiall}', have taken cognizance of the

child in the merchandising scheme around
Christmastime. Several of the Western stores

have special rooms for the children. Naturally,

when the parents visit the store they take the

tots to this room, which is fitted up as a chil-

dren's play room. A small talking machine and
a good display of juvenile records form the

main feature of the display. Remember the

children

!

Early Preparation Necessary

As was mentioned last month in The World
the greatjiHTass : of detail which confronts the

talking maehine dealer in making his plans for

holiday V business, necessitates early planning.

The dealer vvhp watts too long, or trusts to

providence to take care of his holiday sales

preparations, will be one of those who wail the

- loudest about the paucity of business. . There is

one thought that cannot be reiterated too often

and that is: It is the go-getter who gets the

business. This does not mean the chap who
expects to win by sheer aggressiveness, but the

man or woman, regardless of what business he

or she may be in, who thinks, plans and acts.

So, we repeat, get the threads of your holiday

sales drive together and then launch it and fol-

low it up with all the energy, skill and knowl-

edge your sales organization is capable of.

JENSEN BROS. OPEN BRANCH

Terre H.iiUTE, Ind., November 3.—Jensen Bros.,

well-known Brunswick dealers, operating a store

at 527 Wabash avenue, have just opened an at-

tractive branch store in the new bank building

at Twelve Points, this city; The new store is

in charge of Mrs. Sallie G. Shaw, w'ho has had
several years' experience in the music business

locally and w^ho is widely acquainted among
music lovers of this vicinity.

An attractive store, to be know-n -as Frank's

Music House, has been opened at 1205 Vine
street, Cincinnati, O., by Max Frank, w^ho has

been manager of Hoffman's music department

for the last three years. Talking machines, rec-

ords, player-pianos and music rolls are handled.
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ANNOUNCING
The PEERLESS

$50.00 WINDOW DISPLAY CONTEST
Will give $50 in gold to the Phonograph dealer who sends us a photograph
of the best dressed Peerless Album window between now and Christmas.

2.

3.

4.

5.

6.

CONDITIONS
Photographs must be taken between now and Christmas
of a street store window. All dealers are eligible.

One or more Peerless Albums or show cards must be
displayed with the word Peerless in evidence.

Award wiU be made according to strength of selling

appeal, artistic arrangement, unique idea conveyed and
general impression of Peerless quality.

All photographs must be received at this office by noon
on December 24. Prize winner will be announced in the
January 15 Talking Machine World.

Judges are as follows:
Lee Robinson, Talking Machine World
Curt Wessel, Phonograph Weekly
Vivian Burnet, Talking Machine Journal

All photographs, properly marked for identification, will
be returned to the senders upon written request.

Pres.

IN VIEW ot the fact

PEERLESS

the album

taken and

this contest,

should constitute the backbone

of your Gift Record Selling

Plan for Christmas—by all

means—dress your window ac-

cordingly, have a photograph

submit it to us for entrance in

NOTE: If you are one of the few dealers who do not

carry a stock of Peerless Record Albums, send for our
attractive show cards, which you can use to decorate your
window and win first prize. These we supply gratis.

PEERLESS PRODUCTS i\@@(o®z^[L[13[lCC^

DeLuxe Record Albums

All Grades of Record Albums

"Big Ten" Albums

Record-Carrying Cases

Interiors for Victrolas

Interiors for Phonographs

Write us for Quotations

Classification Systems for Albums
Record Album Sets for

All Make Machines

Record Stock Envelopes

Record Delivery Bags

Supplement Mailing Envelopes

Photograph Albums

on Special Grade No. 6 Album

the AiSUf^

A postal will bring this sign to you
in the next mail—write

PEERLESS ALBUM COMPANY
WALTER S. GRAY CO.

Pacific Coast Representative

San Francisco and Los Angeles

PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

L. W. HOUGH
146 Mass. Avenue

Boston, Mass.
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I

REASONS FOR THANKSGIVING IN THE TRADE

THE nearness of Thanksgiving brings to mind that the- talking

machine industry has a special reason to be thankful, as it ap-

proaches, in a triumphant way, the close of 1923. Month after

month has witnessed substantial progress in manufacturing, in dis-

tribution, in retailing and in greater prestige for the talking machine,

based upon the production of musical instruments that represent

greater perfection in design, construction and musical excellence.

Since the disturbing deflation period in the years following the

World War the industry has displayed such a measure of re-

cuperation and vigor as to be surprising to those who a year or

more ago were prone to indulge in indigo-hued phrases as to the

future of the industry. Readjustment is now at an end. This

accomplishment has been no easy task. Hence, now is the time to

preach, and, better still, to practice constructive rather than de-

structive poHcies, to the end that there will develop greater faith in

the industry and confidence in the men who make it.

We are to-day enjoying a gratifying measure of activity. Every

branch of the industry is bringing a fair reward to those who are

striving by the application of progressive ideas to score success.

From a financial point of view the industry was never so healthv,

this despite misleading articles in some daily papers due probably

to a misunderstanding of the legal procedure which became neces-

sary in order to complete the reorganization of a great manufac-
turing organization and to insure its future operation along success-

ful lines. This meant progress, not disaster. Then another concern

of national reputation was forced into print without a knowledge
of the cause. Court proceedings helped, however, to demonstrate
its financial integrity and capable management, as well as the ab-

solute unreason for the action, inasmuch as the legal proceedings
instituted were quashed. Therefore, despite the wagging tongues
of unthinking persons, nothing has happened to undermine the

stability of the talking machine industry. In one case an unfavor-
able condition, a relic of war days, has been removed; in the other

the critics ©f the administrators of the business have been con-
vinced of its financial health and the lack of necessity for the

action taken.

Now, in this connection, it may not be out of place to point

out the unwisdom, nay, the danger, of loose remarks that breed

suspicion and doubt when the financial affairs of any concern are

discussed. Every member of the industry should have sufficient

pride in its success to resent implications that subject any enter-

prise to unmerited comment, particularly where its financial affairs

are concerned. When we consider the history and development of

the talking machine industry, its wonderful achievements, and the

notable men who have played, and are playing, such an honorable

part in its upbuilding, it becomes the duty of everyone interested in

its welfare to be missionaries in maintaining the dignity and standing

of the industrj'-. Idle conjecture and the reiteration of rumors,

often malicious, that are apt to retard or destroy confidence in the

soundness of the talking machine industry should be condemned

and discouraged. They lead to a false idea of the condition of the

industry not only in the minds of the public, but in banking and

financial circles as well.

I

MAKE THE DEALER'S STORE A MUSICAL CENTER

IT is interesting to note that the members of the Talking Machine

Men, Inc., the organization of talking machine retailers in New
York City and neighboring territories, have arranged to supply the

needs of individuals in their localities seeking musical organizations

and artists for dances, musicales, etc., by acting in co-operation with

a newly organized booking office controlling a number of well-

known orchestras, as well as individual artists.

The idea is in the elementary stage and its working out will be

carefully watched, for the plan has been adopted not because it

is calculated to arouse special interest in this or that make of records

or those who make them, but because it will attract attention to

the store of the neighborhood dealer as a place where musical re-

quirements of all kinds may be met.

It is quite logical that the talking machine dealer should be re-

garded in his community as something more than the ordinary type

of merchant, for the success of his business is based primarily

upon the musical desires and musical appreciation of the public.

He is, therefore, in an excellent position to keep in close contact

with things musical, supporting them generally and in turn reaping

the reward of increased interest in his establishment.

In various sections of the country dealers have underwritten

the appearance of recording orchestras and artists, or, through their

efforts, encouraged the appearance of such artists, but the New
York movement goes somewhat further than this in putting the

dealer in a position to place the customer in touch with the

musical world in general by securing for him talent of various

descriptions, ranging from the individual artists and the trio to sym-
phony orchestras and brass bands. Moreover, the plan carries

with it direct profit-making possibilities, and the work of its carry-

ing out will be watched with distinct interest not only in the metro-

politan district but in other sections of the country.

I

SUPPORT THE PRICE MAINTENANCE BILLS

THE question of a Federal statute legalizing the fixing and main-

tenance of retail prices on trade-marked goods is more vital

just now than it has been in the past for the reason that liquida-

tions and adjustments of wholesale and retail stocks, a percentage

of which has not been overhonest or ethical, has, in a large meas-

ure, served to undermine public confidence in commodity values.

It is a recognized fact that the trade-marked articles of recognized

standing are being used in a constantly increasing number of cases as

bait to lure purchasers for so-called bargain goods of decidedly

questionable merit.

Various prganizations in the music trade have on many oc-

casions endorsed the price maintenance bills that have been pre-

sented to Congress, but in spite of these endorsements and of the

direct eflforts made to bring about the passage of the bills, success

still lies in the offing. It might be well for trade organizations to

give thought to the Merritt Bill, introduced by Representative

Schuyler Merritt of Connecticut, which is designed to permit the

manufacturer of an article offered under a trade-mark or special

brand to specify or mark on the article the price at which it is to

be resold.

The Merritt Bill overcomes some of the objections offered to

previous measures, such as the Kelly-Stephens Bill, by providing
that the privilege of fixing prices shall not exist where the manu-
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facturer is in a position to enjoy a monopoly in his field, and that

the fixing of prices cannot be brought about by joint agreement

between a numbej- of manufacturers.

The development of the talking machine industr}', particularly

of the distributing branch of the industry, was due directly to the

polic}' of price maintenance observed rigidly until the courts de-

cided against the particular systems in vogue. Price maintenance

not only protects against the price cutter, but likewise acts as a

check to the profiteer. A measure such as the Merritt Bill should

have a direct and powerful influence in restoring public confidence

in the intrinsic values of a manufactured product.

IS A NATIONAL EXHIBITION DESIRABLE?

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

the talking machine trade in New York and vicinity just now,

particularly the members of The Talking Machine Men, Inc. There

are those in the trade who, having had the propositions broached to

them, are firm in the belief that the only thing needed to place the

industry on a high wave of prosperity for months and even years

to come is a so-called national exhibition of talking machines to

be held in New York in some large building, such as Madison

Square Garden, some time in the immediate future. There are

others who, having had something to do with, or some knowledge

of shows of similar kind, are inclined to be conservative and study

the matter closely before endorsing any such plan.

If the proposed talking machine show, or for that matter a

general music show, is to be operated by the promoter of the private

venture, well and good; but if the trade or any organized division

of the trade, such as The Talking Machine Men, Inc., are to stand

sponsor for the venture, financially, as well as morally, then it

might be well for them to study the experiences met with in previous

shows of the kind.

A general music show is not in any sense a new idea, for there

have been a half dozen or more of them held, the last one in Grand

Central Palace, New York, during the Winter of 1920, and on a

basis that in elaborateness compared most favorably with any other

trade exhibition. The director and manager of the music exhibi-

tion was an experienced sho^wman and he got results, but the talk-

ing machine men might do well to find out from him just what his

experiences were. They, perhaps, would afford an excellent guide

in the making of a decision regarding the proposed new venture.

There is no question but that co-operatively the talking machine

trade has a wealth of material with which to attract huge crowds
and there should be available for any such show, if it is to be success-

ful, the greatest musical organizations and artists in the country, if

not in the world. The questions to be studied, however, are, first,

the cost of the show; second, whether all the leading interests

of the trade will participate and bear a share of that cost, and
third, the sort of publicity that will put the idea over, and fourth,

-

and by all odds most important, just what tangible results may be

expected immediately or in the future from such a show, from a

purely doUars-and-cents angle.

We don't seek to appear pessimistic in the matter, but there

is real experience to draw from in forming conclusions. It is a known
fact that promoters are careful to refer to the outstanding successes
among such shows as the automobile, and more lately the radio

show, but a neglect to mention the scores of failures which are to

be registered for every success is a matter to be studied carefully

before a decision is reached. Before the venture is decided upon
there must be evident a strong spirit of co-operation and a readi-

ness to work and work hard.

UNION OF RETAIL FORCES IN LOS ANGELES
T^ROM Los Angeles comes the announcement that the Radio
1 Dealers' Association in that section has become part and a di-

vision of the Music Trade Association of Southern California.
It is rather early to prophesy just what this new combination of
the radio and music trades in one association is going to accomplish,
or what the general effect will be. But the move will appeal to
those who have urged the linking of the two interests and to those
members of the music trade who regard radio as a more or less

dangerous competitor. From the last angle it would seem better
to have the competitor in the same camp where he can be watched
and co-operated with rather than to have him outside the pale.

<lA Complete Victor

Jobbing Service

^Merchandise

Advertising

Selling

Finance

6?3 SA^/it/t/S'/t^'/'Me^
TELEPHONE 9400 LONGACRE
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Concerts as a Means of Sales Promotion
Interesting Suggestions for Making Wholesale Demonstrations of

Talking Machines and Records Described by Frank H. Williams

Is there any better way of selling a talking-

machine than by demonstrating it to the pros-

pective purchaser?

The actual hearing of the music rendered by

the phonograph is, in the majority of instances,

quite sure to arouse interest and oftentimes

makes a purchaser of the prospect. Conse-

quently, it looks as though it would be the best

sort of business to build business by staging

concerts more frequently.

Let us consider what could be done by talk-

ing machine stores along this line, enabling them

to get more business and niake more money.

Noon-time Concerts

During the noon hour in the average city

there are a large number of office workers and

retail sales people and others who, after eating

a light hmcheon, wander around the business

districts looking for something to attract and

hold their attention. Since this is the case, why
wouldn't it be good business for the talking

machine store to draw some of these people into

the establishment by the simple procedure of

staging concerts during the noon hour which

would be open to everyone and be of such a

popular nature tliat the majority of the noon-

hour seekers for amusement and entertainment

would me mighty glad to attend them?
While staging these concerts the store might

secure the names and addresses of the people

present by passing out cards on which they

could write the selections they would like to

hear rendered at the ne.xt noon-time concert

given by the store and on which they could also

affix their names and addresses. This sort of a

stunt would serve a double purpose in that it

would show just what sort of music is most
popular with this class of people, and in that

it would give the store a good list of people

who were enough interested in phonograph
music to go to the trouble of suggesting special

selections that they would like to hear.

All of this could be used by the store to good
advantage in personal solicitation among the

people signing the cards. And it would, un-

questionably, be of help to the store in getting

more business.

Noon-time Concerts in Restaurants

Practically every restaurant owner knows that

if he has music during meals he will be doing

something which will be of real help to him

in getting more business. Consequently most
restaurant owners would readily give permission

to the proprietor of a phonograph store to come
to the restaurant during the noon hour and put

on a special concert on a machine sent by the

music house for the occasion. And the restau-

rant owner, of course, would be perfectly willing

lor the music store to cash in on the stunt by

placing placards prominently about the restau-

rant stating that the Smith Music House was
giving the concert as a means of demonstrating

the merit of the Blank phonographs which it

handles.

Then while the concert was under way the

employes of the music store might pass out

cards to the people in the restaurant on which

they could indicate which of the selections ren-

dered during the concerts had most powerfully

appealed to them. Of course, too, there would
be space on the cards for the people to sign

their names and addresses.

In this way the store would again secure a

live-wire list of people who were interested in

music and whose business could be personally

solicited and, undoubtedly, from this list the

store could work up a large number of sales.

-Also it wouldn't be such an utterly impossible

thing to make sales of phonographs to some of

the restaurant owners in whose places of busi-

ness the concerts had been rendered.

Special Invitation Concerts

Nearly everyone gets a thrill upon going to

the phone and having the person at the other

end of the line deliver some such message as

this:

"This is the Smith Music Store. We are hav-

ing a special concert in our hall this evening

at which we will play some of the latest operatic

and classical music on one of our largest phono-

graphs. We know you are interested in this

sort of music and would be glad to have you

attend the concert. There is no admission fee,

of course, and no obligation on your part. Also

we will be glad to have you bring some of your

friends if you desire to do so. .A.S our seating

space is limited we will be very glad to have

you tell us now whether or not you will attend

and, if so, how many people you will bring

with you."

A personal invitation of this sort would be

sure to get responses from many of the people

who were invited, because of the fact that the

folks who were invited in this way would feel

quite flattered at the invitation, and so the store

would be sure to have a good group of people

in attendance.

Then during the course of the concert the

store could pass out cards to all of the people

present on which they could write their sugges-

tions for other selections they would like to

hear played at future concerts and on which

they could also write out any suggestions they

might have to ofTer as to wavs and means bv

which the concerts could be made more inter-

esting and popular. Then there would be space

for each person to sign his name and address.

Most of the people who attend a free concert

of this sort would under these circumstances

feel a certain obligation to the store, despite the

statement that "there was no obligation," and

so would feel like signing the cards for the

purpose of discharging this obligation. The
store would, therefore, get a lot of cards from

the people present and this would give another

splendid list of prospects to work on through

personal solicitation.

Sunday School and Church Concerts

Frequently the Sunday school or the church

entertainment is dull and uninteresting because

of the fact that it is the same old thing done

over and over again in the same old way. The
officers of the Sunday school or church probably

realize that this situation obtains and they

would be glad to arouse more interest in the

afTairs by instituting some changes, but they are

at a loss to know just what to do.

So if the talking machine dealer went to some
Sunday school or church entertainment com-
mittee and offered to send a phonograph and

operat-e it with appropriate selections during the

school sessions or during the church entertain-

ment, his offer would, unquestionably, be gladly

accepted and the school superintendent, or the

chairman of the entertainment committee, would
gladly make an announcement- to the school or

the assemblage telling about the kindness of the

dealer in supplying the music free of charge and

so on. All of which would be the best sort of

advertising for the phonograph store and it

would probably lead to some very good sales.

When such concerts are arranged it would be

a good plan for the dealer or salesman to spend

quite a little time conferring with the officers

of the Sunda}^ school or with the members of

the entertainment committee for the purpose of

seeing just what music they would like to have

played at the events. During these conferences

the owner or salesman would get quite intimate

with these people and would find out whether

or not they had phonographs in their own homes
and so would be able to lay the foundation for

future sales which, otherwise in the normal
course of events, would never have been made.

There is no question but that the more peo-

ple the phonograph store interests through the

use of concerts the more prospects it will dig

up and the more business it will get.

Your mind is the fountain-head of oppor-

tunity; why not use it"-"

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM ^
DETACHABLE

WONDERFUL
"ARTOIS

T^EPRODUCER

10 OR 12 INCH
RECORD TABLT

H\NDLE PUT ON TO STASf

STRONGLY
CONSTRUCTED

CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

-NEEDLE AWELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

SPEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E" PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable.

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.
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Record Service That Pays Big Dividends
When the Salesman Is Compelled to Say "We Are Out of That

Record" Sales Are Lost Unless the Desired Selection Is Secured

The proposition has been demonstrated time

and time again that where competition is keen

the dealer who conducts his business along the

most efficient lines and extends the best service

never lacks patronage. Experience has proved

that a merchant's success is measured by these

things, provided that he handles standard and

worth-while products. And of all the elements

that make up a business enterprise service is

probably the most important, for by this means
patronage can be built up.

These are the principles which have proved

eminently successful in building up a large fol-

lowing for the Ideal Music Co., which is located

in the center of the financial and commercial

district of downtown New York. In addition

to the Gotham establishment, this firm operates

stores in Newark and Plainfield, N. J., and in

Brooklyn, N. Y., and the Victor line is featured

exclusively. The New York store is under the

direct management of Edmund V. Bragdon,

treasurer of the company, who, by the way, is

one of the real live wires of the trade.

Catering to Business People

As has been mentioned, the New York store

is in the financial and commercial district of

the city and the only persons who spend any

time there are on business bent. The problem

of building up a steady clientele is an entirely

difTerent one from that with which the neighbor-

hood talking machine retailer is faced. The
office workers and business people who spend

their days in the giant business structures which

crowd one another in this district are all com-
muters. Each morning they pour forth from

subways, trains and ferries, many of them

coming from towns and cities forty and fifty

miles distant. Thej' do their day's work and

then rush for the same vehicles of transporta-

tion to take them home. From this brief de-

scription of the conditions which the Ideal

Music Co. must face it will readily be seen that

entirely difterent methods must be utilized in

bringing the store to the notice of prospective

customers than the neighborhood dealer has at

his command. Newspaper advertising here is

worthless, personal canvassing is out of the

question and direct mail to individuals in offices

is impossible, and these are the obstacles which
this company has successfully surmounted.

While a merchant so situated cannot use the

methods of the dealer in the small town or

one who caters to residential districts, the latter

will find much of value in some of the prac-

tices employed by the Ideal Music Co. For
example: Mr. Bragdon has instituted a service

program in the merchandising of records which
has resulted in the sale of thousands of dollars'

worth of records, the majority of which would
not have been sold otherwise. He noticed that

often there is a shortage of a certain record

and that when customers were told that that

record was not in stock they often went out

without making any purchase, nor did they

ever take the trouble to come back later to

determine if the record had been secured as

promised. To retain this patronage and at the

same time extend a service which would result

in increased sales the Ideal Music Co. had two
cards printed, one on which the customer is

asked to place the name and number o,f the

record desired which was not in stock, as well

as other information, and the other is a special

post card to be mailed to the customer when
the record desired has been secured. The first

card is reproduced below so as to give some
idea of the form followed:

PLACE THt NUMBtn OF THE v
PECORD OeSlWED MERE

use • SEPARATE CARD FOR E*C -t RECORD

WITHOUT OBLIGATION
CAN SOPPLT THE ABOVE

TO ME. KINDLY NOTIF
RECORD.

V ME WHEN YOU

ADDRESS _
IF YOU DO NOT KNOW THE NUMBER OF THE RECORD

WHITE NAME HERE

NOTICE BENT HOLD UNTIL neCORD CLAIMED

The reverse side of this card is devoted to a

cleverly worded message to customers which in

reality is an advertisement of the plan of order-

ing records which do not happen to be in stock.

The reasons for the necessitv of the service

To Do or Not io Do
A Good Holiday Business
Depends Upon Today's Decision

It is an undisputable fact that the months of November and December

mean the biggest business for the Sonora dealer. Those who have ordered

enough merchandise for the Holiday Season will find themselves in the

right position. The dealer who wants to profit by past experience will

understand this message—and act at once

!

(greater Citp ^Ijonograpi) Co., Snc.
Exclusive Distributors for Now York, Staten Island

and the Lower Hudson Valley

234 West 39th Street New York

are briefly and clearly outlined in the following

neatly printed text:
giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

I IDEAL SERVICE COUNTS _i
s To our friends: g
H As you no doubt know, there has been a great g
g shortage of Victor records. This condition, we be- m
g lieve, will right itself in the near future.

g You are probably looking for some of the "hard- g
= to-get" records. Without obligation to yourself, let g
g us notify you when we can supply them. We will =
g gladly furnish all of these cards you need. s
= Ideal Music Co. g

When a customer asks for a record which
the company happens to be out of the sales-

man immediately suggests that he be permitted

to secure the record for him or her and one

or more of these cards are given to the patron

to fill out. One card is used for every record

desired.

When the record has been secured the fol-

lowing printed card is mailed to the customer:

Your VICTOR RECORD Is Here

We have Just received a supply of

Record No.

One of them Is being reserved for you. and we will hold It

for you for three days.

When In—ask to hear Record.

Music CO
20 John St New Yohk.

That this plan has been a tremendous factor

in increasing the record business of the Ideal

Music Co. there can be no doubt when it is

considered that during a recent shortage of

certain records over a thousand dollars' worth
of "deferred" record orders were filled with the

aid of this system. In addition many people

who were very infrequent purchasers were
turned into steadj' customers through this con-

crete evidence of willingness to be of service.

This may seem a small thing in itself, but the

results speak for themselves and no talking ma-
chine dealer can go wrong if apparently small

things such as this are developed for the bene-

fit of patrons.

IMPORTANT RADIO CONFERENCES

Leading Manufacturers and Distributors Plan

Meeting to Promote a Better Understanding

It was announced recently that leading manu-
facturers and distributors in the radio industry

would meet in a series of conferences in the

near future to promote a better understanding

among radio manufacturers and broadcasters.

These meetings will be sponsored by the Na-

tional Radio Chamber of Commerce, and a pre-

liminary conference was held a few weeks ago.

At this meeting J. W^alter Drake, assistant

secretary of the Department of Commerce, gave

a very interesting and informative talk, during

the course of which he expressed the hope that

the radio industry would co-operate with the

National Radio Chamber of Commerce in its

work of organization. Mr. Drake made it plain

that unless the radio industry was in a position

to express its desires in Washington with a

united front, the opinions and wishes of indi-

viduals could not be accorded consideration.

OKEH DEALER ENLARGES STORE

Pass.mc, N. J.. November 7.—Max Laiks, at 145

Second street, this city, is now the owner of one

of the most attractive stores in Passaic. In

addition to his general store, Mr. Laiks re-

cently took over the establishment next door

and has turned it into an up-to-date phonograph

and record store. Six booths have been erected

and Mr, Laiks, who is an exclusive Okeh dealer,

is making plans for a banner holiday trade.
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del X— Beautiful
hand-rubbed mahogany

net with inlay of
tin-wood and ebony,
etail price, complete

$285.00

Spanish Desk Model—Cabinet
finished in either mahogany
or American walnut. Interior
completely lined with golden
bird's-eye maple. Retail
price, complete $825.00

•Jaoobean Console Model

—

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

Ail Kennedy receiving
sets are regenerative —

-

Licensed under Arm-
strong U. S. Patent No.
1,113,149.

r

An Unusual Radio

Merchandising Opportunity

New Kennedy Radio Sets, greatly simplified,

now available in exquisite furniture models

THERE now exists a real opportunity for one music dealer in each

community to secure exclusive representation for the new Kennedy
radio furniture models.

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

:

First, the radio units in these models have been perfected in the

Kennedy Engineering Laboratories so that now anyone without pre-

vious knowledge of radio can operate them. This also makes it easy

for your piano and phonograph salesmen to successfully sell these

Kennedy sets.

Second, the furniture in which these new units are housed is in period

architecture, produced by skilled designers—it is so exquisitely pro-

portioned that it lends itself to the most refined surroundings. Dials

and external trimmings are gold plated^—loud speaker built in. Equip-

ment includes individual phones, tubes and batteries. All fully en-

closed.

In a word, the Kennedy organization has lifted radio out of the

'technical" class—simplified it and put it on a plane with the most
tasteful drawing room furniture.

The Kennedy merchandising policy calls for the appointment of only

one' music dealer in each community. Protection is complete and with
it comes the assurance of prestige and profits that are highly desirable.

Descriptive literature and dealers' dis-

counts sent on request. Write or

wire for exclusive dealer proposition.

THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

KEN N E D Y
^^S^^ DlieSloyalfy

||

^SladLo
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Sell the Idea that
Vigorous health and summer-time pep can be main-

tained during the winter months by exercising to

DR. KELLOGG'S
HEALTH LADDER

on

Columbia
New Process RECORDS

You can do your customers no finer

service than to sell them the way to

build up health and energy during these

winter months.

Why? Because health is what people
want. During the summer they had it be-

cause they v/ere out of doors and exercised

in play or at work. Winter-time, however,
hinders outdoor activity. Unless there is

a substitute the inevitable follows—mus-
cles become soft and flabby, circulation is

impaired and resistance is lowered.

Here then is your opportunity. Sell

these people Dr. Kellogg's Health Ladder
—a system of enjoyable exercises given

with inspiring music on Columbia New
Process Records. The man or

woman who buys the Health Ladder
and uses it daily will soon possess
again the summer-time health and
vigor which makes life a pleasure.

In offering Dr. Kellogg's Health Lad-
der to your trade you have one of the

finest series of physical exercises ever

arranged. For over forty years these ex-

ercises have been an important feature of

Dr. Kellogg's system of health treatment

at the famous Battle Creek Sanitarium.

Dr. Kellogg's exercises are right for the

business man, his wife, son and daughter.

Old and young, all are considered, not

solely the trained athlete, as might be the

case were the director a specialist in

physical drill or athletics.

Your customers need the Health Ladder
to increase their happiness and efficiency

—to add years to their lives. If you have
the Health Ladder you can sell it to

them. Supply yourself now. The
Health Ladder retails for $10.00 a

set. Place your orders at once so as

to get this profitable winter business.

COLUMBIA PHONOGRAPH
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Exercise is Health
and Exercise with Music

is Pleasure

This is the envelope containing
one of the five records of the

Health Ladder. Note the help-

ful charts describing each ex-

Dr. John Harvey Kellogg,

founder and presiding ge-

nius of the famous Battle

Creek Sanitarium, at Battle
Creek, Michigan.

A Description of Dr. Kellogg's Health Ladder
DR. KELLOGG'S Health Ladder is a

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

"rounds," of which there are eight.

The arrangement of the exercises of

the Health Ladder is such as to bring all

parts of the body into active play, thus
encouraging symmetrical development. So
well graduated are the exercises that those
unable to go through the entire series at

first can advance from one "round" to an-

other as their strength increases.

What the Health Ladder aims to ac-

complish can be summarized as follows:

1. To correct wrong poise in sitting or stand-
ing, bad postures at work, such defects in

physique as flat chest, round back, projecting
abdomen and forward carriage of hips.

2. To improve breathing and circulation by-

strengthening the heart, chest muscles, diaphragm
and abdominal muscles.

3. To restore as nearly as possible to normal
position the prolapsed or fallen stomach, liver,

kidneys, colon and other abdominal and pelvic
organs.

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

5. By general muscular work to improve the
general nutrition, thus increasing vital resistance,

endurance and mental and physical efficiency.

COMPANY - NEW YORK
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

SELECTING THEIR FAVORITES

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprint (firm name or trade mark) stamped on

covers if desired when orders are sufl5ciently large

to justify it.

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

ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American St., PHILADELPHIA, PA.
New York Office, 54 Franklin Street, Telephone, Franklin 1227, James £. Magoire, Repretentative THE PERFECT PLAN

All Set for the Talking Machine Men's Ball

Over Score of the Leading Recording Orchestras Agree to Furnish Music for the Evening of

November 21—Present Prospects Are for a Record-breaking Crowd

Plans are now completed for the annua! ball

of the Talking Machine Men, Inc., to be held

at the Hotel Pennsylvania on Wednesday eve-

ning, November 21, and which from present

prospects promises to eclipse previous affairs of

the same order held by that organization. The

committee in charge of the arrangements has

succeeded in lining up for the ball the great

majority of the leading recording orchestras,

the list reading like a directory taken from all

the catalogs, and the names offered are such as

should insure a tremendous attendance on the

part of the public.

Among the orchestras that have promised to

provide music for the ball are included the fol-

lowing: All Star Trio, Ben Selvin's Orchestra,

Bennie Krueger's Orchestra, Ben Bcrnie's Or-

chestra, Brooke Johns' Orchestra, Carl Fenton's

Orchestra, California Ramblers, The Colum-

bians, The Collegians, Coleman's Montmartre

Orchestra, Charles Dornberger's Orchestra,

Dixieland Jazz Band, Elkeles' Club Deauville

Orchestra, Great White Way Orchestra, Gene

Rodemich's Orchestra, Jos. -C. Smith's Orches-

tra, Memphis Five, Paul Whiteman's Orchestra

(Himself), Paul Specht's Orchestra, Ray Mil-

ler's Orchestra. S.S. Leviathan Orchestra, Ted

Lewis and Band, Tennessee Ten, The Virgin-

ians, Vincent Lopez and His Orchestra, Yerkes'

S.S. Flotilla Orchestra and Zez Confrey and

His Orchestra.

The main problem seems to be at this time

that of arranging a schedule that will permit

of all the orchestras playing one or two num-
bers each and still keep within the time limits

set by the hotel. Last year the grand ballroom

of the Pennsylvania was packed almost to suf-

focation by those seeking the opportunity to

dance to the music of the recording orchestras,

and although a slightly higher price for tickets

prevails this year, it is confidently believed that

the crowd will be as large.

The ball is held by the Talking Machine Men,
Inc., for the purpose of building up the treas-

ury of the organization to enable it to carry on
co-operative advertising campaigns for the bene-

fit of its members and to engage in other work
calculated to help the trade and the cause of

music generally.

Victor Co. Factory Working Under Pressure
Various Departments on Overtime Basis in Effort to Meet Heavy Demands for Victrolas and

Records—Substantial Increase in Record Business Is Reported

At the present time the factory of the Victor

Talking Machine Co. is one of the busiest

manufacturing plants in the East with all de-

partments working full time under pressure and

a goodly number of them overtime in an efTort

to keep up with the demand for both machines

and records, and to overcome the annual short-

age that is already making itself felt in respect

to the former product.

The immense building just completed to

house an addition to the company's record

pressing plant has not yet been occupied for

NEwMlSON
. COMPARISON 6»!l™|iiEil|UVINC AIITIST ,

REVEALS|g5|2MEKENCE ^

THE EDISON PROPOSITION
is not a loading proposition.

INSTEAD,
it is a quick turn-over proposition.

EXAMPLE
after example can be cited to show that, with ordinary effort, a mer-

chant can turn-over his initial investment several times a year. We
will gladly tell you how. Just drop us a line.

Popular Priced Models—From $100.00 up

Smooth Surface White Label Records

The Phonograph Corporation of Manhattan
Metropolitan Distributors

Orange New Jersey

that purpose, although it will be soon after the

first of the year, the empty space is being util-

ized to good advantage in helping out tem-
porarily other departments of the business.

According to officials of the company the de-

mand for records has shown a substantial in-

crease over that registered during previous

years, due to two causes, among others. First,

the new system of weekly releases which makes
for a heavier distribution of popular numbers,
and, second, the double facing of Red Seal rec-

ords, a no mean task in itself, which has served

to stimulate that division of the record business.

While utilizing their existing facilities to the

uttermost, the Victor Co. is busily engaged in

perfecting, and, for that matter, carrying out

plans for increased production right along the

line. These include the new pressing plant in

Camden, the building for which is now com-
pleted, and the recording and pressing plant in

Oakland, Cal., which is now actively under

construction and which when completed will

serve to take considerable pressure off the main
headquarters.

SERIES OF EDISON CHRISTMAS ADS

A series of dealer ads designed for use in

holiday campaigns has been prepared by Thomas
A. Edison, Inc. These advertisements are up

to the usual high standard of the work turned

out by the Edison advertising department in its

dealer publicity service. The console phono-

graph as an appropriate Christmas gift is given

prominence. The layouts of the ads are appro-

priate to the season, making an efTective display,

and dealers can secure mats and electros by

communicating with the advertising department

of the company.

The Rudd & Rix music store, Green street,

Herkimer, N. Y., has been purchased by Robert

A. Bothwell, formerly manager. He will con-

tinue the business under his own name. A
complete line of Victor talking machines, rec-

ords and sheet music is handled by this concern.
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Imported Recordings

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

A new phase of phonograph Record Merchandising

WITH the introduction of imported recordings, phonograph

record dealers in all parts of the country have grasped a

new merchandising possibility.

Other industries have for years taken full advantage of the magic

influence of the word "imported. " The buying public of America

has been taught to regard imported merchandise as particularly

desirable. For the products of the Old World, from briar pipes to

clothing fabrics, have a quality distinctively their own, which

domestic merchandise cannot duplicate.

The General Phonograph Corporation has for the past year been

amassing a carefully selected repertoire of imported recordings for

the purpose of supplying American record dealers with a line of

"imported recordings ' which would have no domestic equal.

Already the music lovers of America are becoming familiar with

the superb, musical value of those Old World recordings. On
the following two pages we have endeavored to briefly summarize

the desirable qualities of these recordings and give dealers an in-

sight into this new phase of record merchandising.

It will pay you to read the following pages

!



Imported

O d e o n
¥N the past, only those people who traveled in Europe were

privileged to hear famous European artists at their best, for it has

long been a recognized fact that artists from Europe lack the

necessary inspiration of their art when away from their own countries.

Although these artists are frequently heard in this country, their

performances do not possess the superb brilliancy that characterizes

their appearances in their homelands. Now, however, it is possible

for everyone in the United States to hear the celebrated European

artists at their very best—to possess phonograph records made by

these artists right in their own countries, under ideal musical and

artistic conditions.

•
i
•

i

•

'

3004
1

12 in.
[

$1.25 j

3008
]

12 in.

$!.2.S
J

3017
1

12 in.

$1.25

3024
12 in.

$1.25 J

3025
1

12 in.

$1.25

3033
12 in.

$1.25

3035
12 in.

$1.25

3037
12 in.

$1.25

3039
12 in.

$1.25

Hungarian Rhap'^ndy No. 2 (Part 1) ...European Sym. Orch.

Hungarian Rhapsody No. 2 (Part 2) ....European Syni. Orch.

Brumnicl Petrus— Intermezzo Dajos Bcla Orchestra

The Wcdrling of .Sleeiiing Beauty Dajos Bela Orchestra

Blue Danube Waltz Marek Weber and Hi.s Orchestra

Southern l\oses Waltz Marek Welier and His Orchestra

Silent Night, Holy Night—First Violin, Second Violin
and Organ Marek Weber Trio

Song of Christmas—\'iolin. Harp and Organ. .Marek Weber Trio

Greetings of Joy Marek Weber and His Orchestra

Sunset On The St. Lawrence Marek Weber and His Orch.

Premier Oui—Hesitation Waltz Dajos Bela and His Orch.

Le Tango Du Reve—Tango Dajos Bela and His Orch.

Batik—Valse Boston '. Dajos Bela and His Orch.

Papillon—Valse Boston Dajos Bela and His Orch.

Dreaming Marek Weber and His Orchestra

Sou\enir De Marie Marek Weber and His Orchestra

Just One Night I\Iarck Weber and His Orchestra

Ecstasy of Love IMarck Weber and His Orchestra

The following records

selections a

Rare Recorc
3045

12 in.

$1.25

3046
12 in.

$1.25

3048
12 in.

$1.25

3049
12 in.

$1.25

3052
12 in.

$1.25

Frasquita—Waltzes .Marek Weber and His Orchc

Serenade Tarenghi Marek Weber and Llis Orche

Electric Girl .' Marek W'eber and His Orchc

Mangia, Mangia, Papirusa! Marek Weber and His C

La Serenade Marek Weber and His 0
La Lune Qui Danse (The Dancing Moon)

Marek Weber and His Orche

Ballade Argentine—Tango Marek Weber and His 0

Tango Fervers—Tango Alarek Weber and His 0

Pas Du Cygne Dajos Bela and His Orche

Dreams Of The Flowers Dajos Bela and His Orche

3056
] Pelican Marek Weber and His Orche

12 in f

2S
J
Salome Marek Weber and His Orche

RECORDS

Recorc

manufj

United

maker!

GENERAL PHONOGRAPH CORPORA



c o r d i n g s
DY special arrangements with the International Talking Machine^ Co., we alone are able to import through them the matrices of

recordings by world-famous operatic stars, internationally known

musical organizations, and the foremost musical celebrities of practi-

cally every country in Europe. We then press the records in the

Okeh factories and release them under the Odeon Label. Each

month a notable selection of these splendid recordings is released,

and the rapidly increasing demand for them is a clear indication of

public approval. They are bringing to the music lovers of America

a greater familiarity with, and a finer appreciation for, the true worth

and beauties of Europe's music.

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

customers, but also build invaluable reputations for handlmg a Ime of records that is

of an unusually high standard and quality.

typical examples of the

ble from our

mportations
^3061

I

Colombinella Marek Weher and His Orchestra

$1.25 J
Ambrosia Marek \N'ebcr and His Orchestra

3064
I Loin Du Bal Tiajos Bela and His Orchestra

12 in.
\

$1.25 J
Whispering Flowers Dajns Bela and His Orchestra

^3066 1 Forget Ale Not Dajos Bela and His Orchestra

$125 I
Peggy Dajos Bela and His Orchestra

^3067
I
Amra Marek Weber and His Orchestra

^$125 1 Invano Marek Weber and His Orchestra

^3070 ] Prelude In C Sharp Minor Marek Weber and His Orch.

$1.25 1 Minuet In G (Op. 14, No. 1) Alarek Weber and His Orch.

3072 ] Schubert Serenade—Violin, Harp and Organ
12 in. [

Alarek Weber Trio

$1.25 J Serenade Toselli—Violin, Harp and Organ ... Marek Weber Trio

a Europe ; J fS
.d in the I TK^IL
es by the ^^J\U^^
he famous RECORDS

SPECIAL ALBUM SETS
Symphony in B Minor

12 in.

I S.v

I Syymphony In B Minor— 1st Movement (Continued)

Movement (Continued)

Movement
5009 ) Symphony In B Minor— 1st IN

12 in. ) Symphony In B Minor—2nd J

5010 I
12 in. )

Symphony In B Minor—2nd Movement (Continued)

Symphony In B Minor—2nd Movement (Continued)

Played by Eduard Mocrikc and the Orchestra of

The German Opera House, Berlin

Sold In Sets Only Retail Price, $5.00

Der Freischutz and Oberon Overtures

5022

12 in

5023

12 in.

5024

12 ia

Der Freischutz—Overture, Part I

Der Freischutz—Overture, Part 11

Der Freischutz—Overture, Part HI
Oberon—0\erture, Part HI

Oberon—Overture, Part I

Oberon—Overture, Part II .<

Played by Eduard Mocrike and the Orchestra of

The German Opera House, Berlin

Sold In Sets Only Retail Price, $5.00

)N OTTO HEINEMAN, President NEW YORK
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When you stop to realize

That each month the General Phonograph Corporation releases

more Dance Records than any other company

;

That our Foreign Language Records are made by native artists

in their native lands—and, therefore, have a genuine appeal to

the millions of foreign-born Americans;

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

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

That OKeh Race Records are supreme in the colored field^

—

(continued from the preceding pages)

for OKeh

;

You must agree that it will pay you to handle

The Records of Quality
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Know Your Overhead and Prevent Losses
Dealer Handling More Than One Line Must Keep Accurate Check

on Each to Get a Correct Idea of His Profits—A Simple System

A fundamental principle of business manage-

ment is to know accurately the overhead ex-

pense so that a close check can be made at all

times to determine profits. Undoubtedly every

merchant, whether he be in the talking machine

business or in any other enterprise, has some

method of determining his profits, but there

are many merchants who, through faulty sys-

tems of cost finding, imagine they are making
a profit when the contrary is the case. When
a single line is handled it is a simple matter to

secure an accurate idea of actual profits, but

when two or more lines are carried the problem

becomes more complicated. The larger con-

cerns which operate various departments, such

as talking machine, record, musical merchan-

dise, radio, etc., have more or less elaborate

systems of cost finding, enabling them to know
the overhead of each department and also

which lines are paying and which are failing

to make good. Many small dealers, however,

do not operate departments, although they may
handle several lines, and also in many cases

there is little or no effort made to determine

exactly what the profits are from each line of

goods handled. Too often the cost finding con-

sists merely of treating the business as a whole,

and where this method is practiced there are no
accurate data on actual profit or loss in the

handling of the various lines.

The profits of one line may be eaten up by
another which is consistently losing money.
Without accurate information it is impossible

to determine where the trouble lies and, conse-

quently, the dealer is unable to take measures

to eliminate the loss, either by improving his

merchandising policy or by discontinuing the

line which is not proving profitable.

A Case in Point

The case of a certain dealer which came to

the attention of the writer a short time ago

excellently illustrates this point. This merchant

operated a fine, large establishment in a pros-

perous section of a large city not very far dis-

tant from New York. His talking machine and
record business was doing well, but one day he

conceived the idea of installing a line of cam-

eras and accessories and for this purpose he

spent considerable money in purchasing a spe-

cial showcase and wall cases for a fair-sized

stock of photographic necessities. He spent very

close to a thousand dollars for stock and fix-

tures. His main object in selecting cameras

was to bring people into his store to get ac-

quainted with him and the fine line of talking

machines he handled. According to his own
statement he made no efifort to determine what
it was costing him to run this department.

Where this dealer made his first mistake was
in selecting a line entirely foreign to the music

business. His second mistake was in overlook-

ing the fact that just around the corner was
a store which specialized in cameras, printing

and developing, which had an established repu-

tation and was getting practically all of the

trade in that line in that neighborhood. His
third, and perhaps worst, mistake was in not

keeping an accurate check on the cost of oper-

ation of this new venture. As a matter of fact,

when this last failure was brought home to him
he realized that he was spending a good bit of

money for something which was bringing him

practically no return—this money might better

have been spent in some good advertising.

It often has been emphasized that quick stock

turnover and a fair margin of profit are the

two essentials of success, but if the dealer does

not know what it is costing him to sell his

goods he has no means of fixing a fair price.

How One Dealer Does It

A large and successful talking machine estab-

lishment, which has a number of lines, keeps

separate accounts for each, and every month

the profit and loss statement is drawn up by

the auditor as follows: The gross sales are

first determined. From this are deducted, in the

case of talking machines, the loss on returns,

allowances and discounts, if there are any. Then

the cost of goods sold is deducted, giving the

gross profits. From the gross profits are de-

ducted the cost of advertising, rent for the

space occupied (if one-third of the entire floor

space is occupied one-third of the rent is

charged), salaries (this includes salesmen, can-

vassers, collectors, bookkeeping, etc.), freight

and cartage, light, heat, phone, etc., giving the

net profits. If interest is charged on sales or

any other income is derived from other sources

this is placed under the head of miscellaneous

income and added to the monthly net profits,

giving the total net profits of the talking ma-

chine section of the business. This is a very

simple system and one which can safely be used

for every line or department of the store, thus

giving the dealer at all times a clear idea of just

how he stands. Where several lines are han-

dled the net profit of each department must be

added to determine total net profit.

DOUBLE FACED RED SEAL
•

VICTOR

Comeinand hear thfeiVktOTArtist

To Increase Sales
of

New Double-Faced

VICTOR
RED SEAL
RECORDS

Doubk Faced

RED SEAL RECORDS

HHFEIZ
Ccsme in and hear this

VICTOR ARTIST

Now that the Victor Company has double-faced their Red Seal records and at the same time greatly

reduced their price, it will, no doubt, create a greater interest from those who formerly confined

their purchases to the popular releases.

It is an opportune time for dealers to make a special effort to interest their customers in this higher

standard of music rendered by the celebrated artists that record exclusively on the Victor Red Seal

discs.

Supplementary to our regular weekly service featuring one popular record each week, we have issued

a series of fourteen panels of Red Seal artists (portraits drawn from photographs) four of which we
illustrate. If this series of panels is of interest to you, write us for descriptive circular with prices.

D'mibie Faced

ED SEAL RECORDS

CHALIAPIN
Come inand li^ai- this

VICTOR ARTIST

ARTISTS FEATURED
Caruso
Galli-Curci

Louise Homer
Jeritza

John McCormack
Rachmaninoff
Schuman-Heink

Chaliapin
Gigli

Jascha Heifetz
Fritz Kreisler

Paderewski
Ruffo
Werrenrath

The Da-Lite Electric Display Co.

116 No. Erie Street Toledo, O.

Double Faced
RED SEAL RECORDS

(litomm-

HeinK
Come in and hear thfe

ICTOR ARTIST
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Reawakening Public Interest in Records
More Intensive Merchandising Methods Necessary to Get Full

Benefit of More Frequent Releases of Records, Says L. H. Holt

The practice that has now become general of

releasing records at weekly intervals or even

oftener presents many new angles for the con-

sideration of both manufacturers and dealers

and calls for a general rearrangement of dis-

tributing methods in order to take full advan-

tage of the new opportunities and conditions.

The present system of release necessarily

means that many former production, selling and

promotion plans and strategies must be, and

to a large extent have already been, relegated

to history. Around the new system of what we
may term "ready release" new plans of manu-
facturing and merchandising have naturally been

created. While a good deal of this work has

already been done by the manufacturers, and

to a certain extent by distributing interests, the

process has by no means been completed in that

many refinements will come through actual ex-

perience.

In the first place, the weekly, or even daily,

release of new records, as compared to the sys-

tem of monthly releases which existed so long,

is a natural development of the desire for, and

necessity of, capitalizing on the popular hits

before they have reached the peak of success

and of not delaying until that peak is passed.

Experience proves that the first record issued

of a new popular number corralled a heavy per-

centage of the demand for that number, and

the natural development was to arrange for the

release of all new records as soon as possible.

There was a twofold reason for this. First,

the force of competition, and, secondly, the idea

of securing an increased volume of public

patronage.

In conjunction with the new plans to release

records at short intervals, most of the manu-

facturers are producing supplements and other

publicity and sales material designed to cap-

italize on the reawakened public interest with

the utmost completeness. These supplements

and bulletins compare most favorably with those

in efTect when monthly releases were the vogue,

and they describe each release in an illumina-

tive, newsy and effective style. The most im-

portant thing for the dealer to do, therefore, is

to see that these supplements arid other pub-

licity matter go into the hands of his cus-

tomers and prospects with a minimum of delay.

Mailing the Bulletins

There has been much discussion relating to

the mailing of record bulletins. This discussion

has centered mainly on whether or not to in-

clude form letters, whether the letters should

be filled in, what kind of envelopes the bulletins

should be mailed in, etc.

After checking up the methods pursued by a

large number of retail merchants handling va-

rious makes of records, the writer has concluded

that the best system is to mail the bulletins out

without any letter or any other enclosure of

any sort. In the first place, this is the cheap-

est method, and, in the second place, it neces-

sarily concentrates attention on the newsiest

part of the dealer's message—namely, the new-

records themselves. In the third place, the bul-

letins supplied by the manufacturers are gener-

ally of a higher grade in so far as paper, printing,

illustrations, typography, etc., are concerned

than the literature produced by the local re-

tailer. Consequently, unless a good deal of

money is spent on the matter sent out with the

bulletin by the dealer— and this additional

matter obviously adds distraction—the impres-

sion on the recipient will not be uniformly good.

Finally, as regards the envelopes, on account

of the fact that the bulletins relating to current

releases are so small in comparison with the

former monthly bulletins, they can be readily

enclosed in the ordinary envelope of the dealer,

although special envelopes which permit flat

mailing are probably more desirable.

The Factor of Economy
The work incident to the mailings of the type

recommended above is as follows: In the first

place, the list of customers and prospects

should be stenciled so that mailings may be

made promptlj^ and at a minimiim of expense.

In the second place, the list should be con-

stantly edited so that the deadwood may be cut

out and new names constantly added. Provision

must also be made for the placin.u of the deal-

er's name and address on each bulletin mailed

out. This should preferably be done by print-

ing, but where there will be too much delay

in time and the cost also is thought too high

these should be done by plain embossing. Ma-
chines for this purpose can be procured at a

cost of but a few dollars and the effect is in-

finitely superior to that of rubber stamps, whicli

are generally blurred and offset.

Persistence Is Necessary

The foregoing discussion pertains to an in-

dividual mailing, but it must be clear that if a

prompt clearing of the information about new
releases is important for one day or one week,

it is just as important for every other day and

every other week in the year. A trip throiigh

a daily newspaper plant should afford inspira-

tion of the right sort.

In other words, the newsier the news is, the

more important are the results to be secured by

conveying it to the dealer's customers. There-

fore, in view of the present system of release,

every dealer should plan to immediately clear

each and every release along lines similar to those

suggested above. Promptness and consistency

should be the watch words of the retail industry.

Coincident with the new plan of record re-

lease, there are many other things which require

attention, although, as has been stated, the mat-

ter of bringing the news to the public b}- direct

mail through bulletins is the first and most

important thing for the dealer to do.

Educating the Public to Visit the Sfore

The next important thing to do is to ever-

lastingly foster a habit on the part of the public

to continually visit the store in order to hear

and learn more about the new records. Hither-

to the practice has been to educate the public

to come in only once a month, but now there is

occasion for a constant procession of visitors

and that habit should be aided and abetted in

every possible way. Posters and bulletins in the

store, the conversation of the sales organiza-

tion, the window display and many other ave-

nues should be continuously employed to build

the line of visitors into ever larger proportions.

Also this new development in record release

means that record demonstration booths of a

comfortable and acoustical!)' correct character

are more important to the dealer's success than

ever. It also means that as the number of

visitors is increased the facilities for their

reception should be steadily increased.

Again, there "is the proposition of newspaper
advertising. This, of course, in the case of

many dealers cannot be done on an extensive

>cale. At the same time every dealer should

make some effort to call the attention of the

public to the new records and should be con-

tinually inviting the public, through the medium
of the newspapers, signboards and other ad-

vertising media, to come in and hear the new
records.

There are, of course, many other angles to

this record selling problem, but the most im-

portant ones have been touched on in this

article. A more comprehensive analysis will

be possible after the table of trade experience

has grown more extensive, but meanwhile it is

highly important that every retail talking ma-
chine dealer fully appreciate the tremendous

opportunity that the new system of record re-

lease offers to keep his business and his prod-

ucts constantly before the public and in an

extremely newsy and, therefore, influential way.

The new system of releasing records un-

doubtedly requires a type of enterprise which

is redundant with the spirit of that old adage

about the early bird and the worm. In other

words, quick action is the keynote.

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment

Personal Appearance of

Eight Popular Favorites on
One Big Program

A live attraction for live dealers and jobbers

Bookings nove for season 1923 1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager
1674 Broadway New York City

Popular Ensembles including

Campbell & Barr - Sterling Trio - Peerless-Qaartet
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He's a wise bird who con-

sults his wholesaler —
often— before holiday
times

!

Ask any P ear sail
dealer, he'll tell you

'Desire to serve, plus ability"

THOS. F. GREEN, President

10 EAST 39th ST. NEW YORK CITY

SILAS E. PEARSALL COMPANY
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Timely Holiday Business Building Stunts
W. B. Stoddard Tells of Some Clever and Successful Publicity

Ideas Which Any Talking Machine Dealer Can Use to Advantage

Now is the time when dealers should plan

their holiday campaigns in the way of window
displays or newspaper advertising, for any stunts

they wish to pull off should be made the first

of December, immediately following the with-

drawal of the Thanksgiving displays. Indeed,

the campaign should be under way before the

first of December, particularly if the dealer

wishes to interest patrons in a Christmas Club.

Many who would like to buy a talking ma-

chine do not feel that they can afford the out-

lay at one time, and if convenient payments

are stressed, the holiday sales will be greatly

increased. A St. Louis firm advertised early

in November:

SAVE YOUR DIMES AND BUY XMAS GIFTS
JOIN THE XMAS CLUB THIS WEEK

When the holidays arrive you will have money
for a worth-while gift. This is the plan: Lay aside
$1 the first week; $2 the second; $3 the third; $2
the fourth, and $1 the fifth. When the holidays
arrive you will have $9, which will be the first

payment on
A HANDSOME PHONOGRAPH

If you do this there will be no choosing a gift in

a crowded store, and no frantic wondering as to
where the money is to come from for purchasing
a gift.

A card with a similar advertisement in large

letters was placed in the window, together with

three different models of phonographs from

which to choose.

How a Columbus Dealer Puts It Over
Another trade-inducing stunt was that of the

Christmas Shopping Bell, which was introduced

with much success last year by a firm in Colum-

bus, O. During the latter hjilf of November
they ran in the papers the outline of a big

bell, within which was the announcement:

CHRISTMAS BELL DAY
Hear Ye! Hear Ye!

Official Christmas Bell Day, December First.

The glad tidings bell will ring in two weeks.
(This was changed to "ten days," "a week," etc., as

the date drew near.)
On this date commences the Christmas Sales Cam-

paign on Phonographs.
Save now for enjoyment all the year around.
Keep close watch on our windows for the open-

ing day.

Upon the day in question the windows an

doors were wreathed with ropes of evergree

and fe'^toons of it were draficd tin- entire leiigt

of the interior. Mingled with this were sprays

of holly and mistletoe, presenting a very festive

appearance. In the window were set a num-
ber of phonographs on a floor covered with

cotton wadding sprinkled with diamond dust,

while on the cabinets were laid sprays of holly

and mistletoe also powdered as if with snow.

A card beside each machine announced the spe-

cial Christmas sale price at which the machines

would be sold. But the chief novelty of the

sale, which compelled the attention of every-

one who passed, was a gong that sounded auto-

matically every half minute. This was placed

over the door, and its insistent clang rose above

the noises of the street, and informed even the

most careless and preoccupied that something

unusual was transpiring.

Novel Stunt in Having Literature Read

At this season of the year it is advisable to

send out literature on the subject of phono-

graphs supplied by the manufacturers. But

sending it out and getting it read are two dif-

ferent things. A dealer in St. Paul hit upon a

novel plan for securing attention to his cir-

culars. He had received what he considered a

very good proposition for a special sale of

talking machines and was anxious that it be

placed before responsible parties. Accordingly

a number of these circulars were enclosed in

envelopes, and mailed to a selected list of pros-

pects. The envelope bore the name of the firm

and the signature of the president, while in

heavy type was printed "My personal check paj -

able to you is enclosed herein." Naturally,

every circular was opened, and therein was

found a check for 10 cents, payable to bearer

on demand. The short letter explained that the

check was in payment for the time spent in

glancing at the circular, and went on to suggest

that a phonograph, of the kind mentioned in the

circular, would make an excellent Christmas

gift. "The interesting feature of the stunt,"

said the manager, "was that a very small per-

centage of the checks were cashed, most of the

recipients seeming to prefer to keep them as a

curiosity. The novelty of our method, however,

caused them to read our circular, a? the\- fig-

FULL LINE of HARDWARE
FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL HNISHES.

INVISIBLE HINGE

DROP DOOR HINGE

We have been catering to the hardware needs of the

talking machine industry for a number of years. Conse-
quently we are in a position to give attention and service

of the highest calibre.

H. A. GUDEN CO., Inc.
227 CANAL STREET NEW YORK, N. Y.

ured it must be worth while if we were willing

to pay them actual cash for so doing. As a

result of this little letter we had numerous
telephone calls and visits, and a considerable

number of the instruments we were advertising

were sold through them."

Value of a Smiling Service

At this season of the year smiling service

counts for much, and a dealer in Portland, Ore.,

had capitalized this thought to good advantage.

Stamped on his stationery and emblazoned on
cards is his guarantee:
gllllllltllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllNIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIUIIIIH

I TO MY PATRONS |
- My custom and policy is to see that every patron -

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

He has capitalized his smile, for many of hi.<;

ads are adorned with a cut of his countenance

—

a face lighted up with a pleasant smile that

inspires confidence in the man and his methods.
One of his most eflective modes of advertising

is by street-car signs, using his slogan, "Service

with a smile," his photo and at the bottom
"Sandy's not nervous, so gives you good serv-

ice." His ads, too, are highly original, and in

addition to their humor ahvays have a basis

of sound common sense. For example, a one-

column, six-inch ad, with plenty of white space,

was in the form of a little narrative:

"A sweet young thing of sixteen came into

our music store recently and inquired of our
particular Adonis 'Have you "A Heart That
Beats for Me," and he promptly fainted.

"Once in a while, of course, a customer will

ask for a record we do not have, but he's got

to go some to do it this season, as we have
the biggest and classiest line of records in the

city. Ask to hear some demonstrated."

OLDENDORF BUYS VICTOR AGENCY

L.^WRENCEViLLE, liL., November 3.—G. I. Nunn
has sold his Victrola agency to the Oldendorf
Music House, which will handle the Victor line,

in addition to the Edison, in this city hereafter.

Mr. Nunn has been the sales agent for Victor

talking machines in Lawrenceville for the past

tw-enty years, but is selling out in order to have
more time to devote to his other interests.

LARAWAY CO. OPENS BRANCH STORE

CoRVALLis, Ore., November 3.—The Laraway
Music Co., of Eugene, Ore., recently opened an

attractive branch store at 130 South Second
street here. In addition to the Victor and
Brunswick lines, pianos are handled. Artistic

interior decorations and arrangement make this

one of the finest establishments of its kind in

this section. Paul B. Norris is in charge.

NEWARK BRUNSWICK SHOP CHARTERED

Newark, N. T.. November 4.—The Brunswick

Shop, Inc., of this city, has been granted a

charter of incorporation under the laws of New-

Jersey, with a capital of $100,000, to deal in

phonographs, pianos, etc. Henry Gottfried, of

this city, is the incorporator.

COTTON FLOCKS
. FOR .

.

Record Manufacturing

THE PECKHAM MFG. CO., ^i^l^VUr/.
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RETAIL
Made in Genuine

Dupont Fabrikoid

(A fine imitation leather)

LIBERAL
DISCOUNTS

A Premier CHRISTMAS Gift!

Its outstanding quality—its remarkable tone—its beauty make it as

ideal a phonograph for the home as it is for the outdoors.

This, together with its low retail price, produces a Christmas gift

that will bring you a sale well worth while!

For the rest of the year there is no phonograph that is so certain

to produce profits as the PAL PORTABLE.

Holiday Orders Are Being Filled Now!

PLAZA MUSIC CO.
18 WEST 20th STREET NEW YORK
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Profiteering Price Cutter Is a Trade Pirate

The Hon. Clyde M. Kelly, Representative From Pennsylvania, Likens Price Cutter to a Spider

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

"The profiteering price cutter who takes a

standard, identified, widely wanted article and

reduces the standard price in order to deceive

the unwary customer is a trade pirate," says

Clyde Kelly, of Kelly-Stephens bill fame. "He is a

spider luring the puzzled customer into his web.

He is not a public benefactor, he is a public

malefactor. His predatory plan is to fool the

purchaser by giving him a few cents on one

transaction so that he may rob him of dollars

on others. He is a price cutter in order to be a

profiteer. He gives twenty-five buyers a bargain

on known goods so that he may overcharge 500

customers on unknown goods. He piles up

profits for his department store or mail-order

house by the tactics of the green goods man
and advertising faker and the deceived pubHc

foots the bill. His success, built on unfair meth-

ods, means higher price and lower quality on all

goods. In the beginning he robs the consumer

by fraud and later devours him by extortion.

"The profiteering price cutter ruins the reputa-

tion of high-grade goods and destroys the good-

will of the makers, thus stealing both purse and

good name in one operation. He advertises

standard goods at a loss and then seeks to per-

suade the public to accept substitutes on which

he makes money. He demoralizes the price and
the product. He forces other dealers to follow

his lead or refuse to handle the article. He
restricts sales and lessens distribution. His un-

fair practices leave the manufacturer helpless to

protect his business, into which he has put his

name, his labor and his money.
"The profiteering price cutter drives the small

distributor to the wall by the worst form of

illegitimate competition. He destroys competi-

tion by the very practices the anti-trust laws

were intended to prevent. He is the cut-throat

competitor who is everywhere and alwaj'S the

forerunner of monopoly. He is a restrainer

of trade and a lessener of competition. He robs

the neighborhood of their corner stores, which

can give best service under fair competition.

He shouts for a free market where, in a jungle

war, his unscrupulous tactics may give him a

stranglehold on business.

"The profiteering price cutter helps to weaken

the honesty and morality of American business.

He seizes any straw, however flimsy, to free

himself from moral and legal obligations to ful-

fill contracts and obligations. He breaks down

the one-price-to-all system, which is an insep-

arable companion to honesty. He is the author

of many degrading tendencies in business. His

spirit of disregard of fair play is encouragement

to every cheat in business. He helps rot the

fabric of American commerce. He breeds the

tax dodger and the canceler of honest contracts

and the men who cheat but keep within the

law. He encourages 'gentlemen's agreernents.'

He is an enemy to the public good and he

must go."

HAWLEY ON EDISON ACHIEVEMENTS PLANS NEW STORE FOR JAMESTOWN

General Manager of Girard Phonograph Co..

Philadelphia, Speaks Before Kiwanis Club, of

Trenton, N. J., and Gets Fine Reception

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

"The Life of Thomas A. Edison and His

Favorite Invention" was the subject of an ad-

dress made by 1'. R. Hawley, general manager
of the Girard Phonograph Co., Philadelphia

Edison distributor, before the Kiwanis Club, of

Trenton, N. J., on October 17, by arrangement

with the Hurley-Tobin Co., Edison dealer in

that city.

Mr. Hawley was the principal speaker at the

regular weekly luncheon on that day at the

Stacy-Trent Hotel, and provided the members
of the club with some exceedingly interesting

facts relating to the development of the phono-

graph as well as numerous other of Mr. Edison's

inventions.

In summing up his address Mr. Hawley de-

scribed some of the powerful influences which

music has over the mind and predicted that the

phonograph would some day become more than

a means of entertainment. He said that even

now experiments are being conducted at the

Edison Laboratories for the purpose of catalog-

ing the influences which different kinds of music

have over the average mind and for putting the

results to practical use.

Joseph Tobin, of the Hurley-Tobin Co., was
elated with the impression which Mr. Hawley's

address made upon the club and stated that he

felt it an inspiration for renewed effort in pro-

moting Edison business in and around Trenton.

Jamestowx, X. Y., November 3.—Danielson's

Music House, located at 17-19 East Third street,

where the Lauter, A. B. Chase, Mehlin, Pack-

ard and Cable-Nelson pianos and Victor talking

machines are handled, has arranged to open a

new store at his old location, 17 North Main
street, which was burned down some time ago.

A new fireproof building has replaced the

burned structure and the music house will oc-

cupy the ground floor, which will be fitted up

in a modern manner. At the Third street store

twelve booths are available for demonstrating

records and rolls.

MUSIC HOUSE BUYS SITE

KL.^.M.^TH F.\LLS, Ore., October 30.—A building

plot on Main street, near the Elks' Temple, has

just been purchased by the Earl Shepherd Music

Co., with a view to erecting a new structure

here in the near future. The lot will afford

thirty-three feet of frontage by 120 feet in depth.

The Shepherd familj-, which has been engaged

in the music business exclusively for fifty-seven

years, carries the agency for the Knabe, Gul-

bransen and other pianos. The Victor and

Sonora lines are also handled.

'RADIO" AUTO TO ENFORCE LAW

The Boot Music Co., of Denver, Col., re-

cently added the Brunswick line of machines

and records. The concern also handles the Vic-

tor talking machines and records.

PHONOGRAPH CASES
RADIO CASES

Reinforced 3 -ply Veneer
The Standard Case for Talking

Machines and Radio Sets

Let UM figure on your requirements
MADE BY

PLYWOOD CORPORATION, Goldsboro, N. C.
Milli in Va.. N. C. and S, C.

Wireless is being used to detect radio law

violators. The U. S. Bureau of Navigation in

the third and eighth districts of the radio serv-

ice has equipped automobiles with wireless. An
inspector and an assistant regularly tour their

territories in the motor, equipped with a com-

plete receiving set which is used for picking

up unauthorized stations.

SEE
WHAT

ON
PAGE 35
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Read what this dealer

FROM MISSOURI
has to say about the AUDAK — the
modern system for demonstrating records

—without bopths
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Here are a few of the conspicuously successful firms now using AUDAKS to sell more records at a better profit:

Wanamaker's, New York and Phila.

Kaufman's, Pittsburgh, Penna.
Bloomingdale Bros., New York.
Frederick Loeser & Co., Brooklyn, N.
Lord & Taylor, New York.
Jordan Marsh & Co., Boston, Mass.
Saul Birns, New York.

J. L. Brandeis & Sons, Omaha.
Gimbel Brothers, New York and Phila.
Euchd Music Co., Cleveland.
Forbes & Wallace, Springfield, Mass.
Aeolian Co., New York.
Lit Brothers, Philadelphia.

Rothschild & Co., Chicago.
The Boston Store, Milwaukee, Wis.
R. H. Macy & Co., New York City.

Brunswick Shop, Detroit.

The Emporium, San Francisco.
And many others.

Audak is recognized as the means toward greater record sales and the reduction of the
cost of selling them^—bringing the increased profit to the dealer, which today he
must have.

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

AUDAK COMPANY 565 Fifth Avenue, NEW YORK
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Local Musical Events Open Way to Sales
Talking Machine Dealers Must Actively Co-operate in the Musical

Events of Their Communities in Order to Reap Resulting Profits

A limited number of talking machine dealers

in various localities have for some time past

been making an effective tie-up with musical

organizations and artists in their localities

through acting in a sense as booking agents.

In some cases the dealers have brought to their

towns and underwritten the concerts of prom-
inent recording orchestras and artists and have

their reward always in the publicity accruing

from the concert and most generally from the

dollars and cents profits realized through their

endeavors.

Up to this time the work of such dealers has

been largely along lines of exploitation and de-

signed to center public interest on talking ma-

chine artists and stimulate record sales rather

than to make the store a recognized center for

musical activities. The new departure is to have

the dealers constitute themselves booking rep-

resentatives for various recording organizations

and artists, for the convenience of customers

and others in their localities who plan to hold

recitals, dances, etc., for various purposes, and

seek suitable music for the occasion.

Members of The Talking Machine Men, Inc.,

New York, have arranged to carry on this work
in a large way in co-operation with the central

booking offices controlling well-known orches-

tras and artists. In this connection the idea

is not so much the direct exploitation of rec-

ords and artists of any particular company as it

is the matter of impressing the public with the

fact that the neighborhood talking machine
dealer is in a position to provide musical enter-

tainment of every character rather than simply

talking machines and records.

The talking machine store in any community
which is not linked closely with local music

and concert activities is missing what is per-

haps its strongest and closest point of contact

with the class that are the best type of pros-

pects for the merchandise it sells. This has

been proved time and again by the experiences

of some of the leading houses in the retail

music trade. It is impossible to mention very

many names of merchants who have not con-

sistently pursued this policy as one of the funda-

mentals of their selling methods. The expe-

rience of years has taught these concerns the

helpful results, at comparatively small expendi-

ture, that are obtained from this policy.

Merely mentioned as an incident, but a strik-

ing one nevertheless, is the statement that the

Dreher Piano Co., of Cleveland, which handles

large numbers of talking machines, expects,

through linking its establishment closely with

one of the local concert courses in that city,

to draw approximately 200,000 people to its

store between now and the end of the musical

season. Is there any other method which

could place that number of people already inter-

ested in music in contact with the warerooms
at a lower investment?

According to present prospects, the musical

season just opened will be one of the greatest

which the country has ever experienced. This,

of course, is something that is annually said,

but this year there is a far more accurate basis

for the statement than is usually the case. The
work which has been consistently done in

arousing popular interest in music has at last

reached a cumulative stage where its results

are direct and apparent. It is not meant by

this that they come to the merchant's ware-

rooms without effort upon his part; but it is

meant that the popular state of mind is such

that it responds readily and directly to exploita-

tion work which takes into consideration the

present-day psychology and uses that as a

guide.

There should not be a city in the country in

which local concerts or recitals are held where-

in the music merchants do not play a prominent

part in their promotion and support. They
should do more than merely lend their support

financially; they should use their own personal

efforts and be active, individually or collectively,

in this work. It may be frankly said that there

i-- nothing philanthropic in it nor is it simply a

contribution to community betterment, no mat-

ter how great the results may be in this direc-

tion. It is one of those rare instances where

self-interest and public interest are in the same

channel

It is trite to say that the basis of all sales of

musical instruments is music. But it is a truism

that cannot be repeated often enough, and one
which can never be driven home forcibly enough
to the talking machine or general music mer-
chant and to the salesmen who come in contact

with his prospective customers. Any sales plan

which in the long run disregards this funda-

mental fact is false in its relation to the prob-
lem that confronts the dealer. And this falsity

is expensive in that the overhead cost repre-

sented therein cannot bring its due proportion

of results when disregarding it.

There is another angle to this entire situa-

tion which should not be disregarded. Musical
activities in any community work directly to the

benefit of all music merchants who draw sales

from the people within the radius of their in-

fluence. Therefore, no music merchant can af-

ford to disregard, or to be deficient in support
of these events, no matter what instruments

may be used or featured.

If the merchant handling talkmg machines or

musical instruments of any kind fails to link

his establishment as closely as possible with the

musical people and the musical events of his

community he is invariably failing to take ad
vantage of what is probably his one best selling

approach. And there is no dealer, no matter
how great his volume of business may be. who
can afford to be so indifferent.

SHOW WINDOW CONTEST IN GOTHAM

Advertising Exposition Will Offer Prizes to

New York Merchants for Artistic Displays

A contest in show window dressing will be
held for New ^'ork merchants and storekeepers

at the Advertising Exposition to be held at the

Seventy-first Regiment Armory from Novem-
ber 12 to 17. Each contestant's window display

will be photographed and the pictures will go
before a jury of award, upon whose report

prizes will be distributed at the exposition. The
displays will be made throughout the city a

week before the opening of the show.
There will also be an advertising critic con-

test, in which readers will be asked to vote on

the attractiveness of 100 advertisements. A
prize will be awarded for the most popular

choice. Another prize will be awarded for ad-

vertising copy, plan, thesis or central idea sub-

mitted by New Yorkers to supply any deficiency

in the city.

Educational classes will be conducted every
morning and afternoon. All young persons in-

terested in advertising will be invited to attend.

NEW RECORD LIST FOR SALESMEN

The Victor Talking Machine Co. has just is-

sued a special record list to facilitate the work
of salesmen in selecting and looking up rec-

ords for customers. The list includes the new
\^ictor records released from September 21 to

October 26 inclusive. The records are arranged

by titles in alphabetical order.

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-
pendable moving covers. Mr. Average Man dis-

likes to unpack anything he buys. By using
padded delivery covers you protect and deliver

a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and off at point of deliv-

ery and the impression left writh your customer is

pleasant. MADERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufacturers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.
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Radioia Grand and
Mahogany Stand
%vith '*B'* batteries

and 4 Radiotron
WD-11 dry cell vac-

uum tubes $350.00

DEALERS: Write today for the

RCA catalogue, full description

of the Radioia Qrand, and the

RCA selling plan.

Radioia
Grand

WITH the Radioia Grand, radio

takes on new meaning. The
simplicity of tuning in—just a knob or

two to turn. The big distances it covers

—picking up far-away stations with

volume enough to fill a room. The
perfection of tone with which the

loudspeaker — carefully built in like

the horn of a fine phonograph—gives

forth the music and speech. All this

—combined in a cabinet of skillful

workmanship and tasteful design

—

places radio in the home where beauty

counts—and performance.

Points to note:

All the batteries—dry cells—are hid-

den away inside.

You can regulate the volume of sound

by a control that governs the loud-

speaker.

For long distance, plug in the head-

phones. Coast to coast reception is

no unusual record for Radioia Grand!

Famous for true reception, undis-

torted. For keen sensitivity. And for

beauty.

*^%^e> 4 KadiolaySr everypurse*

Radio Corporation of America
Sales Department

Suite: 3007

233 Broadway
New York

District Sales Offices

10 So. LaSalle Street 433 California Street
Chicago, Illinois San Francisco, California

This symbol
of quality
is your pro*

lection Radioia
U.S. PAT.OFF.

This symbol
of quality
15 yoitr pro*
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The NEW
Columbia

is superior

Hearing
is believing

The Motor is the Acme of Precision.
As accurate as a watch because it was made
that way by phonograph engineers and scien-

tists who set that standard as their goal. The
resuh? The New Columbia delivers an even

and measured flow of power which makes the

rhythm, tempo and tone of each record per-

fect. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

HUMES MUSIC CO. IN ITS NEW HOME

Well-known Southern Music Company Stages

Formal Opening of Building Remodeled at

Cost of $150,000—Thousands of Visitors

Columbus, Ga., November 3.—The Humes Mu-

sic Co. held a formal opening of its handsome

new music store at 1122 Broad street last

month, when several thousand citizens took the

opportunity of inspecting the new quarters of

Looking Into Humes' Artistic Display Rooms

space. The text told something of the historj'

of the company and of its wonderful progress.

The building into which the Humes Co. has

just moved was purchased by the company some
lime ago and remodeled throughout to meet

the particular demands of the business, the cost

of the building and improvements being in the

neighborhood of $150,000. The first floor has

its front arranged to represent an imposing

lobby, which may be viewed from the street

through plateglass windows extending to the

floor. On this floor

arc located the small

uoods, Victor record

and music roll de-

partments, and here

i> also displayed a

full line of Vic-

trolas, with the main
display on the mez-

zanine floor.

The second floor

is devoted to a mag-
n licent display o f

pianos and on the

third floor is a spa-

cious recital hall.

I n addition t o

hundreds of inter-

ested local visitors

who flocked to the

store the following

out-of-town guests

were present:
Maurice O. Beck-

ham, special Ampico
representative of the

American Piano Co.,

New York Citv; A.

the company, and in some cases placing orders

for musical goods. The opening was made the

occasion of a three-page story in one of the

local newspapers in which the advertisements

of the Humes Co. and of the various concerns

whose products it handles occupied prominent

R. Boone and Irving Bimstein, of Birmingham;

Mr. and Mrs. C. L. Ehea and daughter, Mr.

and Mrs. T. F. Gordy, H. G. Ray and M. E.

Lyle, of Atlanta; D. S. Pruitt, of the Victor

Co., Camden, N. J.; French Nestor and Earl

Dahlberg, of Jacksonville, Fla.

K-E AUTOMATIC STOPS
The K-E is still the best Automatic Stop made

Because it:

Avoids motor strain

Is not attached to Tone Arm
Low installation cost

No extra parts

Operates all Records.

Send 50c. for sample

Kirkman Engineering Corporation
484-490 BROOME ST. - - NEW YORK

The equipment in this beautiful establishment

was installed by the Unit Construction Co., of

Philadelphia, Pa., and it represents the most
modern thought in interior fittings.

The Humes Alusic Co. was organized by J. E.

Humes, president of the company, in 1908, with

quarters at 1127 Broad street. In 1914 it was
found necessary for the company to seek larger

quarters and it was necessary to move again in

1918. It is believed that the present building

will meet the requirements of the company for

some vears to come.

THE TALKING MACHINE AS EDUCATOR

How Prof. Mohler's Lectures to School Teach-
ers at Columbia College on Cultivation of

Musical Taste and Appreciation Help

Louis H. Mohler, a well-known authority in

the educational world, has been conducting at

the Teachers' College, Columbia University.

Xew York, regular classes of grade teachers

and music supervisors on the subject of "How
to most successfully cultivate the taste for and

appreciation of good music among school chil-

dren.'" The subject matter of these lessons, as

developed by Mr. !Mohler, comprises specially

selected records from the Columbia catalog.

These selections are taken from the symphonv
list of records and the Columbia library of edu-

cational records. The teachers go out to the

schools in the country and practice Mr.

Mohler's methods with great success. To make
it possible for teachers to follow his method
after attending his classes and even without

attending, Mr. Mohler has compiled a very thor-

ough outline of his course, listing appropriate

records and explaining methods of instruction.

THOMAS A. EDISON HONORED

Thomas A. Edison, the electrical wizard, was

the guest of honor at a luncheon held recently

in the Hotel Biltmore, New York, in connection

with the opening of the Electrical and Indus-

trial Exposition in the Grand Central Palace.

In a brief address Mr. Edison predicted that

development in the electrical field in the next

decade will be as great as in the last ten years.

SOPHIE TUCKER ENLARGES REPERTOIRE

Sophie Tucker, popular vaudeville headliner,

is taking another swing on the big-time vaude-

ville circuit, and after completing a transcon-

tinental tour, will return to New York to make
Okeh records, for which she has an exclusive

contract. Miss Tucker's new act has met with

an enthusiastic reception everywhere, and as a

vaudeville headliner she is one of the leaders

in the theatrical world.

The stock of talking machines and records

of the Grafonola Shop, East Washington street,

SufTolk, Va., was damaged by water and smoke
during a recent fire in an adjoining store.



November 15, 1923 THE TALKING MACHINE WORLD 29

Get a Flying Start

on 1924 Business

THE Music Dealer who has the

ambition to make his business a

bigger and better one should not

be without the 1924 Bruno Catalog

—

the handbook and purchasing guide

for the musical merchandise trade.

Only merchandise of proven merit and

dependable character finds a place in

this complete and elaborate edition.

And so every Music Dealer may have

implicit confidence that he is buying

goods of a kind and quality that will

maintain for him a high reputation

resulting in greater prestige in his

community.

The Bruno Catalog holds real and sub-

stantial value for the Music Merchant.

He should make it his business to have

a copy close at hand at all times. To
be without it means a sacrifice to him.

You are not doing yourself or your

business justice without it. Write for

a copy—today is the day.

C. Bruno & Son, Inc
Wholesalers Exclusively of Dependable Musical Merchandise Since 1834

351-353 Fourth Avenue New York
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Radio Opportunities in the Rural Sections

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

Dwellers Will Represent an Important Part of the Retail Radio Sales Field

That the farmer is ready for radio is evi-

denced by the resuhs of a thorough survey of

the farm field recently made by the Thos. F.

Logan Advertising Agency in behalf of the

Radio Corp. of .A.merica. In its detailed report

regarding this surve\- tiie agency commented
in part as follows:

"Almost from the beginning the ultimate

market for radio in the farm field had been

fully understood by men of vision in the indus-

tr}-. However, the question had constantly re-

curred: 'Is the farmer ready; is the art suffi-

ciently advanced, and is the way prepared for

the full use of radio by the farmer and his

family as a medium of entertainment, education

and as a part of the busines-> equipment of the

farm ?'

"It was important to answer this question

conclusively so as to avoid untimely or pre-

mature activity such as would create a bad re-

action against radio.

"The fact that the farm survey now in the

liands of the Radio Corp. of America gives an

affirmative and constructive answer to this

question is one of interest and importance to

rural merchants as indicating that before long

a large volume of radio merchandising will be

moving into the hands of the farm family.

"Practically every section of the country is

now covered by one or more broadcasting sta-

tions. With nearly 600 stations now operating,

no farmer need go without his nightly radio

entertainment. .\nd who, more than the farmer,

has greater need f^r snrh rntertainment and

the other information that is broadcast.' \ et,

despite the stories we hear and the pictures we
see, radio has meant very little or nothing to

the tillers of the soil. Only isolated instances

have been cited.

"The ideal receiving sets for farmers are the

single-tube set for distances up to fifty miles

from the broadcasting station, two-tube receiv-

ers for distances up to 100 miles or more. It

is well to note in this connection that these

ranges are quite arbitrar}-. The range of a

given set is dependent upon many variable fac-

tors which can only be determined by actual

experience. Thus a receiver rated at fifty miles

may under favorable conditions reach out to

1,000 miles or even more. Conversely the same
leceiver may, during the Summer season, cover,

but twenty-five miles. These sets are all well

within the range of the farmer's purse. The re-

ceivers produced to-day by reliable manufac-
turers are dependable and efficient in every way.

They require no engineering knowledge what-

ever, no tiresome 'fussing around,' in fact, they

require no more mechanical ability to operate

than the talking machine. The harvester, the

threshing machine and even the automobile are

infinitely more difficult to operate. And what
farmer has not shown himself adept in the

manipulation of one or all of these farm ma-
chines?

"The best way to sell to the farmer is to call

on him personally at his home and give actual

demonstrations. This immediately prevents hiin

from putting off the purchase until he 'goes to

town.' It is also an excellent idea to leave the

set for a short while on trial. The farmer's

greatest need right now is an introduction to

the delights of radio reception. Once he has

had an opportunity to listen to music, lectures,

sermons, sports, weather reports, market quota-

tions and the hundred and one other interest-

ing subjects that fill the air, he will be very

reluctant to give back the set. Often he will

buy a better and more powerful set than the one

left on trial.

"In selling the farmer, as in selling anyone
else, the best sales talk centers around the one
word 'entertainment.' Next in importance are

'ease, simplicity and comfort in operation.' The
less that is said about amplification, audio-fre-

quency and regeneration the better. The farmer

is not frightened by these terms. Worse than

that, he is annoj'ed. The talking machine sales-

man does not worry his prospect with springs,

moment of force, compensator and the like. He
sells the delightful idea of sitting back in a

rocking chair and listening to the world's great-

est artists. He shows the radio dealer how to

sell radio sets.

"The Radio Corp. of America has planned a

vigorous campaign of introduction in the farm
papers for the Fall and Winter of 1923-24. The
list includes regular insertions in such papers

as: The Country Gentleman, Successful Farm-
ing, Farm Journal and Capper's Farmer."

The Imfeld Music Store Co., operating talking

machine stores in Hamilton and Oxford, O.,

recently added the Brunswick line of machines
and records, which it will feature in addition to

the Victor line.

The onl\- horse worth betting on, says Forbes
Magazine, is Horsesense. .Not a bad tipl

HAVE YOU STOCKED THE "PHONO-VAUDETTES" FOR THE CHRISTMAS TRADE?

The Season's Catchiest Novelty

HAWAIIAN DANCER

<][ A well-constructed, ar-

tistically designed, brightly

colored stage, all complete
v^^ith back drop, wings and
proscenium arch, furnishes

a realistic setting for the

clever performers.

C[ Nothing could be more
simple than the operation

of the "Phono-Vaudettes."
There are no attachments
of any kind to mar or

deface the finest instru-

ment. Simply stand the

"Phono-Vaudettes'
front of the phonograph
and the revolving turn-

table does the rest.

TRAMP COMEDIAN

Patents
Pending

IMPORTANT 'LAST CALL'

SHUFFLING SAMBO

NOTICE TO DEALERS
I Use the Coupon NOW

SCOTCH LASSIE

There is just t'me enough to get particulars of our HoHday
money-making offer and an express shipment before the peak of

the Christmas trade is reached.

COMMERCIAL ART SHOP
COVINGTON, KY.

Hasten particulars about

special offer "Phono-

Vaudettes."

Name

Addr
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STARS
of the

EMERSON
CATALOGUE
HOTEL ASTOR
ORCHESTRA

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

GEO. HAMILTON GREEN
ADA JONES
JOHN KIMMEL
JULES LEVY
MILAN LUSK
ELIZABETH LENOX
REED MILLER
EDDIE NELSON
LANE ROGERS
MAXIMILIAN ROSE
WILLIAM ROBYN
NOBLE SISSLE
RUDY WIEDOEFT
WATSON SISTERS
MANA ZUCCA
JOHN YOUNG
FRED WHEELER
STASSIO BERINI
MAX BLOCK
LAURA COMBS
MONROE SILVER
CAL STEWART
RIA ROSA
HARRY STODDARD AND
HIS ORCHESTRA

ALL STAR TRIO
BERGH'S CONCERT
BAND

CRITERION MALE
QUARTET

FERERA & FRANCHINI
GLANTZ AND HIS
ORCHESTRA

BENNIE KRUEGER'S
ORCHESTRA

LANIN'S ROSELAND
ORCHESTRA

LOUISIANA FIVE
NATZY'S BILTMORE
nwIEL ORCHESTRA

PEERLESS QUARTET
PENNSYLVANIA HOTEL
ORCHESTRA

HARRY RADERMAN'S
ORCHESTRA

SHANNON FOUR
SIX BROWN BROTHERS
JOSEPH SAMUELS MUSIC
MASTERS

SELVIN'S NOVe£tY
ORCHESTRA

STERLING TRIO

^^rnersoriJ\R^or3s
Fifty Cents Retail

HOTEL ASTOR ORCHESTRA
Exclusive hmerson Dance Comhinalion

Popular Priced Records a Dominant Factor

Progressive phonograph dealers are instalHng Popular Priced

Record Departments in their stores in order that they may
avail themselves of the profits such a department represents,

rather than to continue to permit a sale of such large volume

to be diverted to other channels.

It Is Time]for All Dealers to Face the Issue

Squarely
The popular priced record is an established department of

the phonograph industry today. Every day a dealer puts

off adding such a department to his store he is eliminating

about fifty percent of the record profits that normally belong

to him. The phonograph dealer with a store of high stand-

ing and a clientele of discriminating buyers will select a

Popular Priced Record of outstanding quality, with a sales

policy back of it that will protect him against undesirable

competition, cut prices, and unsatisfactory service.

Emerson Records at Fifty Cents Retail

The new Emerson Record is one of unsurpassed merit, stable

in price, sold on a policy in harmony with the best tradi-

tions of the phonograph industry. Send for samples of the

new Emerson Record, and know its merits musically and artis-

tically. With the samples we will send you a copy of the

policy under which the Emerson Record is sold. Of course,

the profit is the same as on any other standard record.

Emerson Phonograph Company, Inc,

105-111 West 20th Street

New York City
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You can't do wi'on^ ,

With anij FEIST soMd^

mmm
Bapa bves Kamma

Mam-ma I'ves pa-pa , Pa - pa Icwes Mam-ma. EO- 'ty- bungs dan-dij, 3»)eet as can be.

NEW BUSINESS FROM OLD CUSTOMERS

Salesmen Who Neglect Former Patrons Are
Ignoring Valuable Opportunity of Getting

Line on Friends Who May Be in the Market

Old customers offer an opportunity for new
business which the salesman might well take

advantage of. In the majority of instances

after the sale has been made the salesman who
closed the deal forgets all about the customer,

turning to new fields for business when he

might further cultivate the friendship of the

person who has already shown preference for

the line which he represents and who, if thor-

oughly sold on the original purchase, should

prove a prolific source of new prospects.

There is nothing original in the thought ex-

pressed above, perhaps, but it is timely and,

therefore, worthy of consideration. One sales-

man whose annual business volume is far

greater than that of his fellow workers, declares

that a large proportion of his new business

comes through the recommendation of former

customers who have been pleased with their

MAIN SPRINGS Ko*i^

Best Qnality - Qaick Service - Low Prices

Each spring packed in a

separate, numbered box. Each
spring made of best crucible

steel, tested and carefully in-

spected before leaving our

factory.

Send us your order to-day.

Price Price Price
each each each

In in
lots lots

of 50 of 100
450

For Victor Motor
No. MSW 1—1 Inch wide. .022il3 feet long,

pear shaped hole at both ends. 50c 48c
No. MSW 2—114 inch wide, .022x17 feet long,

pear shaped hole at both ends.. 75c 72c 70c
No. MSWIO—New Style. 1 incJi x .022x13 feet

long, crimp end on inside 50c 47c 45c
No. MSW20—New Style. I'A inch i .022x17

feet long, crimp end on inside.. 75c 72c 70c

For Columbia Motor
No. MSW21—25/32 inch wide. .025110 feet

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

long, pear shaped hole 45c 43c 40c
No. MSW 3—1 inch wide. .023x10 feet long,

pear shaped hole 50c 48c 45e

For Heineman Motor
No. MSW21—25/32 inch wide. .025x10 feet

long, pear shaped hole 45c 43c 40c
No. MSW 6—1 inch wide. .025x12 feet long.

pear shaped hole 50c 48c 45c
No. MSW23—1 3/10 Inch wide. .026x19 feet

long, pear shaped hole 80c 77c 75c

For Brunswick, Krasbergr, Saal, Sonora, Stev-
enson, Silvertone, Aeolian, Clieney, United,
Meiselbach or Thomas Motors

ng.
53c 50c

No. MSWIO—1 inch wide.

.026x13 feet long.

.026x10 feet long.

.026x18 feet long.
63c 60c

73c 70c
No. MSW25—1 inch wide, .027x10 feet long.

oblong and near shaped hole... 45c 43c 40c

We punch both an oblong and pear shaped hole on the
end of these springs, so that they may be used for any
type of motor.

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

pear shaped hole 40c 38c 35c
No. MSW18—% inch wide. .025x10 feet long.

pear shaped hole 45c 43c 40c

These prices are F. O. B. Chicago. Send enough to cover
postage if wanted by parcel post or we will ship by express.
Combination orders may be made to obtain quantity price.

COLE & DUNAS MUSIC CO.
430 S. Wabash Ave. Chicago, III.

Headquarters for Everything in Musical Merchandise.
Write for our new bargain bulletin; 1000 different items at

special prices.

purchases. In order that the people to whom
he makes sales get the most out of their pur-

chases this salesman drops into their homes
whenever he happens to be in the vicinity, his

ostensible object being to see if the instrument

is working properly and giving thorough satis-

faction. If he finds that this is not the case he

ascertains the reason. In many instances he has

found machines are in need of minor adjust-

ments and these he makes on the spot. Also,

if there are any other differences or misunder-

standings, he sees to it that they are straight-

ened out, thereby impressing on the patron's

mind the fact that his firm is extending service

of a high order to its customers. Of course,

while he is in the home of a customer he in-

jects the question as to whether there are any

friends who might be interested in a talking

machine. Many times the customer thinks of

some friend who might be persuaded to invest

in an instrument. The recommendation thus

secured affords the salesman easy entrance into

the homes of live prospects, and the very fact

that the line he sells has been giving satisfac-

tion immediately removes a big doubt in the

mind of the prospect as to whether this particu-

lar make of machine will give returns commen-
surate with the money spent and, consequently,

an important obstacle to a sale is removed,
making the work of the salesman easier and
much more effective.

Those salesmen who forget a customer as

soon as the name has been placed on the dotted

line will do well to ponder these few paragraphs

and then give this method of securing pros-

pects and making sales a thorough tryout. Of
course, it is not necessary for a salesman to

go out of his way to visit customers, but it is

worth while to drop in when he is in the imme-
diate neighborhood of a former patron.

EDISOiN EXTOLS THE SIMPLE MELODY

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

When Thomas A. Edison and John Philip

Sousa were brought together some time ago by

Theo. Presser, of Philadelphia, the great band-

master naturally complimented the famous in-

ventor on his achievements and pointed out

that, thanks to his genius, the great instru-

mentalists, singers and conductors can now be

heard in the humblest homes.
Mr. Edison, in reply, deplored the fact that

so few really cared to hear the great artists.

"The public as a whole is very elementary,

very primitive in its tastes. ... A few- people

like the most advanced music—very, very few.

The Debussy fanatic thinks that because he likes

Debussy there must, of course, be thousands

^nd thousands who do. He would be amazed
if he knew on what a little musical island he is

standing. You could hardlj' see it on the great

musical map of the world. All the world wants
music; but it does not want Debussy; nor does

it want complicated operatic arias. I know at

my own expense. Sometimes out of four thou-

sand records advertised all up and down the

land, some made by men and women of very

great reputation, the public deliberately selects

for its own some simple, heartfelt melody sung

by some comparatively unknown singer, and

demands this in such quantities that we have

a hard time manufacturing enough."

TALKS TO WORLD VIA RADIO

On October 17 M. Millerand, president of the

French Republic, addressed the world via St.

Assise radio station, near Paris. The Interna-

tional News Service carried the message in full,

and it was broadcast by stations in the United
States and other countries. Vessels on the

Atlantic and Pacific received the message via

the Radio Corp.'s marine centers. This was
the first time in history that a French President

addressed the world by radio.

CONGRATULATIONS, MR. STEINFIELD

Samuel Steinfield, president and treasurer of

the Claremont Waste Mfg. Co., Claremont, N.

H., manufacturer of cotton flocks, was married

on October 23 to Miss Jane Goldman, daughter

of Mr. and Mrs. Harris Goldman, of Brookline,

Mass. Mrs. Steinfield is \ve\\ known in musical

circles throughout New England, and has a host

of friends in the musical world. Mr. and Mrs.

Steinfield are now away on a honeymoon, and

will be at home at Claremont, N. H.. after

December 1.

Elpert's, prominent merchant of Niagara

Falls, N. Y., has a fine new store on Main

street. Talking machines, jewelry and furni-

ture are handled.

SYRIAN AND ARABIAN RECORDS
IMPORTED AND DOMESTIC

Of the Best Artists

"Macksoud," "Baidaphonc" and "Odcon"
10, 11 and 12 Inches. Double Faced

Liberal Discount to Dealers. Aak tor Catalogue

A. J. MACKSOUD
77 WASHINGTON STREET NEW YORK, N. Y.
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cTj^g New

RECORD NEEDLE
C OT

record that
plays oi\ 2k il

phonographs
with steel
needles-^

The period between now and the Christmas Holidays repre-

sents the BEST RECORD BUYING SEASON of the entire

year. The following list of Records carries a distinct Christ-

mas appeal. No one class of Records sells as well during

this period. Cash, in on this demand by ordering these num-
bers TODAY.

55 Cents Each, 2 for $1.00

Quantity (FOR THE CHILDREN)
.

Ordered Q22l9i_Christmas Eve In The Toy Shop Hunting & Sterling Trio—'Twas The Night Before Christmas Russell Hunting

020472—How Santa Claus Makes His Toys Gerard & Hunting—^How Santa Claus Distributes His Toys Gerard & Hunting
021016—Bedtime Tales, No. 1 Gerard & Hunting

—Bedtime Tales, No. 2 Gerard & Hunting
021017—Bedtime Tales, No. 3 Gerard & Hunting

—Bedtime Tales, No. 4 Gerard & Hunting

(SACRED AND STANDARD)
021084—Silent Night, Holy Night Placide Morency, Tenor

—Adeste Fideles Placide Morency, Tenor
021083—Noel (O Holy Night) Turner Roe, Baritone

—The Star Of Bethlehem Turner Roe, Baritone

025089—Silent Night, Holy Night ^.largaret Matzenauer, Contr.
—Home, Sweet Home Margaret Matzenauer, Contr.

022433—Christians Awake, Salute The Happy Morn Shannon Four
—God Rest Ye, Merrie Gentlemen Shannon Four

020454—Lead, Kindly Light (Chimes) Chris. Chapman
—Nearer, My God, To Thee (Chimes) Chris. Chapman

025090—Somewhere A Voice Is Calling Tito Schipa, Tenor
—Don Pasquale "Cerchero lontana terra" Tito Schipa, Tenor

(OPERATIC AND STANDARD)
025067—Barber Of Seville "Una voce poco fa" Helen Yorke, Soprano—Lucia di Lammermoor "Mad Scene" Helen Yorke! Soprano
025096—Love Sends A Little Gift Of Roses (Violin Solo) Alexander Debruille—Mignon "Gavotte" (Violin Solo) Alexander Debruille

025086—El Contrabandista (Piano Solo) Joseph Lhevinne—Ecossaises (Piano Solo) Joseph Lhevinne

Include these "UP TO THE MINUTE" hits in your order—
They're really January numbers

032002—Dreamy Melody .VpoUo Male Trio
—Easy Melody • Apollo Male Trio

032005—No, No, Nora! (Vocal) Frank Bessinser
—Since I Fell In Love With You Charles Cinway

021068—Covered Wagon Days (Fox Trot) (Vocal Chorus) Strand Roof Orchestra
—Foolish Child (Fox Trot) Strand Roof Orchestra

cJ^wS^e A^<? World Ooe^
Pathe Phonograph and Radio Corporation

20 Grand Avenue, Brooklyn, N. Y.

Rush by first ( ) Records ordered above. If ordered in not less
Eip.^Frl.-P. P.

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

NAME.
ADDRESS

STATE
Per
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Musical Sidelines as Stimulators of Trade
How Sidelines Can Be Made a Source of Increased Revenue and

Some Important Problems Involved in Efficient Merchandising

Talking machine dealers are turning more and

more to musical sidelines to increase their

profits and to stimulate sales generally. Small

musical instruments, radio, sheet music and

music rolls are all receiving their share of atten-

tion. For the most part the dealers are work-

ing on the principle that anything that brings

people into the store, provided it does not re-

quire a too large investment and is a ready

seller and must be worth handling. E.xperience

is bearing out these theories.

Sidelines Require Attention

The talking machine dealer, however, who
installs a sideline and expects sales to drop into

his lap is badly mistaken. The same principles

of business management apply to the handling

of a sideline that affect the general business.

That i.s, the dealer must use the same intelli-

gence and energy in bringing his sideline to

the attention of the public that he uses to push
the sale of talking machines and records. This

means advertising and other forms of publicity,

as well as real constructive sales promotion

work. It is very true that a sideline, especialh'

a musical product, will enable the talking ma-
chine dealer to enlarge his sales scope and thus

increase his profits, but this holds good only

when the dealer takes the trouble to get behind

his product.

Some retailers are turning to sidelines for-

eign to the music field and generally this policj-

is not as good as sticking to the music busi-

ness. This is so for a number of reasons, chief

among which are that he is familiar with the

merchandising of music; he has his musical

prospects lined up and his whole business struc-

ture has been built for the specific purpose of

selling musical instruments. He knows from
past experience how to approach his prospects

and what results he may logically expect,

whereas if he installs a line which bears no
relation to the musical instrument business,

after having established his reputation, he is

placed in a position where he finds it necessary

to learn to merchandise something with which

he is entirely unfamiliar.

How Sidelines Help General Business

Another angle of the sideline proposition is

that very often a product closely allied with

the main business will have the effect of helping

the sales of the main line handled. One of a

number of enterprising dealers who have found

this so is the Elizabeth Phonograph Shop, Inc.,

Elizabeth, N. J., which, in addition to a com-
plete line of talking machines and records,

handles music rolls, sheet music and musical

merchandise. S. Brandes, proprietor of this

establishment, in discussing the effect of the

sideline on the sales of the main line, declared

that in many instances people come into the

store to purchase sheet music or music rolls

and remain to hear and purchase talking ma-
chine records. "No dealer can expect to make
a success of the sideline unless he gives the

same intelligent thought to merchandising it

that he does to his main business, whatever that

may be," said Mr. Brandes. "We advertise and
make everj' effort to impress upon the people

in this vicinity that we handle sheet music and
musical merchandise. Another thing I have

found is that customers to whom I have sold

talking machines, records or sheet music furnish

an excellent prospect list to use when digging

for musical merchandise business. These lines

interlock to a certain extent. They all pertain

to music and it has been my experience that

when there is one type of musical instrument

in a home there is an excellent opportunity of

making sales of other instruments of a different

character. Just as the talking machine customer

is a good prospect for musical merchandise, just

so is the owner of a band or stringed instru-

ment a good prospect for a talking machine, and
this rule also applies to owners of pianos, etc.

As I said, however, success depends largely

upon the dealer himself."

Getting People Into the Store

Anything that brings people- into the store

is bound to help general business and that is

one of the main objects of handling a sideline.

Of course, if the dealer loses money by install-

ing additional lines, he must take some drastic

action, either placing the sideline on a profitable

basis or, if necessary, discontinue handling it

altogether. It is a foolish practice to spend

money for fixtures and stock in the hope of

bringing a few people into the store if there

is no profit in the transaction. It would be

much better to spend the money in boosting the

sale of talking machines and records. However,
there is some real proht in the musical side-

line and, as Mr. Brandes so aptly puts it, "Suc-

cess depends largeh' upon the dealer himself."

Alterations to the building housing the .\. L.

Arvidson Piano Co. business in Denver, Col.,

will soon be completed and the concern is get-

ting ready for an intensive sales drive on pianos

and talking machines, after a period of forced

inactivity. The renovated warerooms will be

the equal of any here in point of attractiveness.

Model G Model I

Interior, Models D, G, H and I

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

Height 34'/4 inches.

LET US FURNISH YOUR HOLIDAY
REQUIREMENTS

Model H
Write Today for Cuts and Prices

Model D

THE H. LAUTER COMPAP^Y
West Washington and Harding Streets INDIANAPOLIS, INDIANA
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"PERFECT AS A GEM'"

The New $100 CONSOLE-A Big Holiday Seller

Deliveries now being made of the new KIMBERLEY
"Grand." Its superb cabinet finish, attractive lines

and quaUty construction insure a quick turnover.

WHY THE KIMBERLEY LINE IS A SALES LEADER
1. Superior Piano Finish.

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

3. Unusually Liberal Trade Discounts.

YOU NEED THE KIMBERLEY AGENCY NOW
Write or Wire for Details.

The Kimberley Phonograph Company of New Jersey
Perth Amboy, N. J.

Factory: Perth Amboy, N. J. Office and Show Rooms: 206 Broadway, New York City





November IS, 1923 THE TALKING MACHINE WORLD 35

How a Live Dealer Sold Over 1200 Machines
People Visiting Weil Bros. Furniture House Must Pass Through Attractive Talking Machine De-

partment—Cater to Foreigners—Overcome Keen Competition—Investigation Before Delivery

It is always as interesting as it is helpful to

know "how. the other fellow do^ it"—how talk-

ing machines and records are merchandised at

retail in a manner to increase sales to custom-

ers, particularly in a locality where the large

majority of residents are of small means. Dis-

posing of more than twelve hundred talking ma-

chines in less than two j'ears is the record of

Weil Bros., who conduct a department for the

sale of talking machines in conjunction with

their furniture business on Third avenue, New
York City.

To get an idea of the problems which this

concern has had to meet one must know some-

thing about the neighborhood in which the store

is located. The entire district is devoted to

tenement houses, in which live many foreigners,

including German, Swedish, Polish, Italians, etc.

Also in that neighborhood are a great many
cut-price stores and one of the greatest prob-

lerhs has been to meet this competition and at

the same time to conduct business on a legiti-

mate basis.

As has been mentioned, advertising has been

the chief means of bringing people into the

store, although the fact that the concern handles

furniture has been instrumental in bringing

many patrons into the warerooms of this con-

cern. The talking machine department is on

the main floor, occupying considerabh' more
than half the entire floor space and, conse-

quently, all customers find it necessary to pass

long lines of beautiful Victor and Sonora in-

struments before they reach the elevator which

takes them to the furniture department. The
talking machine departm.ent itself is one of the

handsomest and most spacious in the immediate

district. There are nine booths, installed by the

Unit Construction Co., as well as cases for the

display of small musical instruments and talking

machine accessories. Ten thousand records are

carried in stock at all times.

The Ellis Reproducer

Stands Supreme

The Ellis Reproducer is recognized

by the critical musician and the

music lover as the most perfect

sound box made. Adaptable to all

tone arms. Dealers and manufac-

turers proposition submitted upon
request.

Manufactured by

Arthur Brand & Co.
1618 Vine St. Cincinnati, O.

Distributors of Talking Machine
Repair Parts and Supplies

Although such a large number of machines

have been sold in the two years in which tiiis

department has existed repossessions are al-

most unknown, due to the fact that various in-

ducements are given to the customers to make
their payments promptly and to pay for the

machine as quickly as possible. For example,

each customer is advised that if the instrument

purchased is paid for in from six to nine months
the interest charge will be deducted. Every

effort is made to keep the accounts of cus-

tomers up to date and, wherever possible,

weekly payments are stipulated in the contract.

In most cases, also, an endeavor is made to

have customers come to the store to make their

payments, although where this is impossible col-

lectors are sent out at regular intervals.

The surprising lack of repossessions is partl\-

due to the rigid system of investigation which

is pursued before the instrument is delivered,

according to S. B. Simms, manager of the

talking machine department, who, by the

way, is a live wire of wide experience in the

talking machine field. When a deal has been

closed with a customer the contract is turned

over to the credit department. When refer-

ences are given these are quickly checked up

and when investigation discloses the fact that

the customer has lived in one house or apart-

ment for a number of years and is in good
standing with the landlord and dealers in the

immediate vicinity the instrument is delivered

without further investigation.

GETTING THE RECORD LIST TO BUYER

The advertising department of the Columbia
Graphophone Co., New York, announced re-,

cently that beginning with the January issue of

the Columbia record supplement there would be

introduced a radical departure in the mailing

of these supplements. Instead of using the

usual supplement envelope, the supplement it-

self will be neatly addressed and stamped on the

back cover, thereby enabling the recipient of

the supplement to thoroughly appreciate the

fine art work that characterizes the supplement

cover. Columbia advertising executives believe

that an envelope, no matter how attractive,

stands an excellent chance of taking the short-

est route from the mail bo.x to the waste basket

without ever being opened, but the presenta-

tion of a supplement addressed directly on its

cover is calculated to give it maximum value

as an attention getter.

SUGGESTS SPECIAL SALES DRIVE

Following out it? plan of timely, practical

suggestions to Victor dealers in the stimulation

of record business, the Musical Instrument Sales

Co.^ New York, Victor wholesaler, recently for-

warded a letter to the trade suggesting that a

special sales drive be instituted featuring Victor
Record No. 961. This record presented in the

November 9 list is by John AlcCormack, the

famous Irish tenor, who sings "Wonderful One"
and "Love Sends a Little Gift of Roses." The
Musical Instrument Sales Co. offers to send its

dealers leaflets, display cards, streamers, etc.,

m order to make the drive on this record
profitable.

NEW ARNOLD=EDWARDS BUILDING

J.'^CKSONVILLE, Fla., October 30.—The new store

of the Arnold-Edwards Piano Co., of this city,

is rapidly nearing completion and when ready
for occupancy will be one of the most elaborate
retail music warerooms in the entire South.
The building represents a total investment of
$90,000 for construction cost alone.

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

NEEDLES

The
Reflexo
Counter
Display

GiltEdge Needles
Once Introduced
Become a Steady

Repeater!

Once sold the first time, Gilt Edge
Needles produce repeat orders
automatically on the basis of their

clean-cut superiority. They are

easy to sell the "first time"
through the attractive attention-

compelling metal display stand

we furnish free with every assort-

ment of 100 packages.

GILT EDGE
The Needle That Plays

10 Records

From the first record to the

tenth, each Gilt Edge Needle will

bring out- every tonal beauty
originally put into the record.

The Gilt Edge Assortment con-
tains one hundred packages of

Gilt Edge Needles (40 loud tone,

20 extra loud, 20 medium, 20
dance tone) retailing at 10c, total

$10. Cost to you, $5 complete
with display stand—100% profit!

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

Write for samples.

Ask your jobbers.

The
Reflexo

Counter
Display

Reflexo Products Co., Inc.
Sole Agents for W. H. BAGSHAW CO.

Gilt Edge and Refle.xo Blue Needles

Factory—Lowell, Mass.

Office, 347 Fifth Ave., New York
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FOR CHRISTMAS
Two Ideal Instruments

T

Flemish Design Period Model

HE classic design and rich coloring of this Flemish Period

Model make it an ideal gift phonograph.

Gold-plated hardware and velour turntable add greatly to its

appearance.

A divided top allows for the placing of a lamp or vase and the

new drop door discloses a silk and wood grille.

Flemish Design Period Model 1644.

Priced $185.

Specifications — Height, 35"; Depth, 22";

Length, 35 ". Gracluola—Velour Turntable

—

Gold-plated hardware.

Conventional Vocalion Style 660.

Price S160

An unusually graceful design which adapts itself

to smaller spaces and room comers.

Specifications—Height, 47"; Width, 21""; Depth,

21". Graduola—Gold-plated hardware, Albums.

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

expression and control of tone.

Other Styles from $125 upwards

T/ie Aeolian Company
AEOLIAN HALL NEW YORK

0)-< CO
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VOCALION
RED RECORDS

0-

Colin

OlORE
'The Greatest Tenor Ballad

Singer of Our Time"

Tliat is what critics say of Colin O'More, tenor, ivith the San

Carlo Opera Company.

Perfect tone and diction are delightful qualities in Colin

O'More's singing which reproduce perfectly on exclusive

OCALION
RED RECORDS

10"—$1.25

24016—At Dawning
I Hear a Thrush at Eve

24017—Because
A Dream

24034—Because of You
Heaven at the End of the Road

24018—Believe Me If All Those Endearing
Young Charms

Foggy Dew
24030—Dear Little Shamrock

Low Back'd Car

24044—Fallen Leaf
Out Where the Blue Begins

24019—1 Hear You Calling Me
Bonnie Sweet Bessie

10"—$1.25

24029—1 Love A Little Cottage
When I Awake

24043—A Kiss In The Dark
Wonderful One

24008—Little Town in the Quid County
Down

Pretty Kitty Kelly

24021—Pale Moon
The World is Waiting for the Sun-

rise

24039—The Tumble Down Shack in Ath-
lone

The Little Lilac Garden

24032—Three O'Clock in the Morning
For the Sake of Auld Lang Syne

Vocation Red Records Play on All Phonographs

The Aeolian Company
AEOLIAN HALL NEW YORK

Distributors
of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO.,
37 E. 18th St., New York City.

WOODSIDE VOCALION CO.,
154 High St., Portland, Me.

A. C. ERISMAN CO.,
174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,
217 Stanwix St., Pittshurgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

O. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,

D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and

Vocalion Records,
529 S. Wabash Ave., Chicago, 111.

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,
Memphis, Tenn.

GUEST PIANO CO.,
Burlington, la.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
Distributor of Vocalions and Vo-

calion Red Records
826 Nicollet Ave., Minneapohs,

Minn.

STREVELL PATERSON HARD-
WARE CO.,

Salt Lake Gty, Utah

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

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

MUNSON-RAWER CORP.,
86 Third St., San Francisco, Cal.
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NEW VOCALION PIANO RECORDINGS

Record by David Pesetzki and Another by Cliff

Hess and the Ambassadors in the December
List of the Vocalion Red Records

CONGRATULATIONS ARE IN ORDER

David Goldman, Okeh Auditor, Buys the Cigars

Upon Arrival of Helen Sonia—Miss C. Motto
Joins Forces of Okeh Betrothals

Among- the new Vocalion Red records to be

released in December will be a piano record

played by David Pesetzki. On one side of the

record is "Juba" (Dance), from the suite "In

the Bottoms," a characteristic number, and on

the. other side is "Marche Mignonne." These

, two compositions are standard selections of a

lighter vein and are beautifully rendered. This

record is the first of a series of piano records

to be made in the future by different artists,

ranging from the light standards to the more
substantial classics.

The December Vocalion Red record bulletin

will also contain another piano record that will

have a popular appeal. This is record No.

14671, with "Upright and Grand" on one side

and "Corn on the Cob" on the reverse side.

Both numbers are fo.x-trots, with Cliff Hess

and the Ambassadors playing "Upright and

Grand" and Frank Banta and Cliff Hess with

the Broadway Syncopaters playing "Corn on

the Cob."

David Goldman, auditor of the General

Phonograph Corp., manufacturer of Okeh and

'Jdeon records, has been having a busy few

weeks, for only recently he received congratu-

lations of his co-workers upon the arrival of a

baby girl, who has been christened Helen Sonia.

Mr. Goldman is now the father of a pair of

Queens, and, if the deflection in the ranks of

his organization continues, they will both be

needed in the very near future.

Within the past four years three of Mr. Gold-

man's right-hand assistants have entered the

happy state of matrimony, and on October i\

Miss Camille Motto, who has been associated

with Mr. Goldman for nearly a year, was the

guest of honor at a reception given by her co-

workers to celebrate her betrothal to Harry

l.eoni. Mr. Goldman has figured out that twelve

menrbers of the accounting department have be-

come engaged during the past few years, one of

the most recent being Miss Sally Dodds, whose

betrothal to Wm. lUickheit was announced a few

weeks ago.

Dunkerly & Co., of Passaic, N. J., now own
the building formerly owned by the People's

Bank Co. An attractive Victor department oc-

cupies the first floor.

The Tedstrom Furniture Co., of Pine Bluff,

Ark., was recently appointed Edison dealer in

that territorv.

We Serve New York!

oju:
gNTERPRISING dealers who are reaping the benefits of

handling the fast-selling, popular

QKe^ Records
The Records of Qualily

will soon be involved in the inevitable hurry and scurry of

holiday business. To those dealers who are within the

Metropolitan district, we earnestly suggest that they fortify

themselves against profit-losing delays and incomplete de-

liveries by availing themselves of the unfailingly prompt and

efficient service that we are thoroughly equipped to give.

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division

15 West 18th Street New York City

Buy
OKeh
Needles

They

Keep
Record Sales

Alive!

URGES DISPLAY TO BOOST SALES

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

To just what extent sales have been lost by

retailers through the lack of display of goods in

stock is, of course, hard to estimate. Max Will-

inger, president of the New York Album &
Card Co., New York City, manufacturer of the

"Nyacco" line of albums, tells the interesting

story of a man, an owner of a talking machine,

who learned for the first time last month that

there was such a thing existing as a record

album. This man, calling at the headquarters

of the New York Album & Card Co., relative to

the purchase of photograph albums, happenecj

to pick up a record album and asked Mr. \\'ill-

inger what it was. When told, the man asked

if these record albums could be purchased from
a talking machine retailer as the only place he

had for storing his records were shelves which
often caused the marring and breaking of the

records. Air. Willinger has had for some time a

counter display card of the "Nyacco" album,

but the display of the album itself, he points out.

would undoubtedly improve sales.

MANY REQUEST NEW PLAZA CATALOG

Volume Showing "Certified Repair Parts" De-

manded by Dealers Throughout the Country

The sales department of the Plaza Music Co..

New York, reports a country-wide demand for

the new catalog which the company issued re-

cently, featuring "Certified Repair Parts." This

catalog features a complete line of repair parts

of every description, specializing on main
springs, motors and tallving machine supplies,

['he catalog is arranged in convenient form and

the use of clear-cut illustrations showing the

CERTIFIED
Cover of Plaza Co.'s Repair Parts Book

various parts has been an important factor in

the success of the publication.

Included in the various parts listed are main

springs for practically everj' type of motor on

the market, parts for the standard makes of

talking machines, felts, graphite, hardware, mica,

turntable covers, etc., in addition to many type.«:

of motors, reproducers and tone arms. The
last few pages of the catalog call attention to

some of the many products that are manufac-

tured or distributed by the Plaza Music Co.,

including Banner records. Little Tots nursery

tunes, the popular Pal portable and Jewel rolls.
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Two-tone shortage, we said!
(And it has come—but we can still supply you)

Business already in tells the story
(Dealers ordering now will get the merchandise)

I

These Direct STRAND Representatives Are Ready to Serve You:

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

ARTOPHONE CORPORATION, 1213

Pine Street, St. Louis, Mo.

ARTOPHONE CORPORATION, 317

Kansas City Life Bldg., Kansas City,

Mo.
CONSOLIDATED TALKING MACHINE

CO., 227 \V. Washington Street, Chi-

cago, 111.

OTIS C. DORIAN, 321 King Street,

E. Toronto, Ont.

A. C ERISMAN, 174 Treraont Street.

Boston, Mass.

W. L. ECKHARDT (General Radio
Corp.), Tenth and Cherry Streets,
Philadelphia, Pa.

W. S. GRAY, 10S4 Mission Street, San
Francisco, Cal.

W. S. GRAY. 926 Midway Place, Los An-
geles, Cal.

L. D. HEATER, 357 Ankeny Street.
Portland, Ore.

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

R. J. JAMIESON, 625 Swetland Bldg..
Cleveland, Ohio.

M. E. LYLE, 6554 Walton Street, At-
lanta, Ga.

To responsible dealers we offer a profitable franchise in localities not yet

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

RICKEN, SEEGER & WIRTS. Globe
Bldg., Detroit, Mich.

STERLING ROLL & RECORD CO., 13?
West Fourth Street, Cincinnati, Ohio.

GENER.\L RADIO CORP., 1005 Liberty
Avenue, Pittsburgh, Pa.

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

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

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

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

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

being covered. Write or wire.

95 Madison Avenue. NEW YORK
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Important Radio Merchandising Factors
Experiences of Some Leading Talking Machine Merchants in Re-

taiHng Radio— Interesting Digest of Problems Facing Dealers

That talking machine dealers are paying more
and more attention to the possibilities await-

ing them by tying up their talking machine

business with radio in some way is evidenced

by the increasing number of dealers who have

added radio in some form or another. Other

dealers, who have not yet reached the point of

installing radio departments, are studying the

problems connected with radio and informing

themselves on the ramifications of the radio

field io connection with retail merchandising

in order to be fully informed before they take

the plunge. There seems to be a growing feel-

ing that sooner or later radio will be an im-

portant part of the talking machine dealer's

ThePHONOMOTORCO.
WM. F. HITCHCOCK, Proprietor

121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED
Universal— alternating or direct cur-

rent. Complete, with every part ready
to run.

Sample, mounted on motor board,
I 2x1 23^. $25.00 C.O.D. Money back
if not satisfactory.

The PHONOSTOP
An automatic stop for all talking ma-
chines, 100% efficient.

STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all

over the world.

Nickel or Gold.

Your phonograph
is worthy of the
best stop.

Th is is the only one.

Your customers appreciate it

Our NEED-A-CLIP
A fibre needle clipper with [hardened
tool steel blade, rett.ils at 75c, does its

work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

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

business, but many are convinced that the radio,

to be made the most of by the talking machine

trade, must be sold either as an attractively

cased complete set, or in combination with a

talking machine, both enclosed in the same cabi-

net. The consensus of opinion appears to be

that handling parts for assembling purposes

should be shunned by the talking machine trade.

There is general agreement that necessary ac-

cessories must be handled, not so much for the

profit that there may be in this branch of the

business, but mainly as a necessary form of

service for the purchaser.

Advocates Careful Selection

Sol Lazarus, one of the most progressive

dealers in the metropolitan area of New York,

commenting on radio merchandising possibilities

for the talking machine dealer, holds the opin-

ion that too much care cannot be exercised in

the selection of the line handled. "The talk-

ing machine dealer who contemplates adding

radio," declared Mr. Lazarus, "must exercise the

greatest care in selecting a line that is not in the

hands of the gyps. The one great drawback

in the radio business to-day is the vast volume

of goods which is being sold by unscrupulous

dealers who are out to make a quick profit

regardless of the effect of their methods on the

trade in general. The legitimate dealer can

overcome this form of competition to a large

extent by selecting the best possible line to

handle. This must be a line manufactured by a

reputable firm and one which is not being sold

at impossible prices. Another important con-

sideration involved in the handling of radio is

the method of merchandising. I believe that

the best way to sell radio sets is by staging

demonstrations in booths as is the case with

talking machines. Of course, the trade is thor-

oughly equipped for this type of merchandising,

so that is no hardship."

Installment Sales Best

"Then there is the question of whether or not

to sell radio on the installment plan. Expe-

rience has convinced me that while the deferred

payment plan is the only way in which radio

can be sold to the masses a large down pay-

ment must be received. I consider in the neigh-

borhood of 25 per cent to be about right.

Twenty-five per cent down and the balance

to be paid for in between five or six months.

This means 20 per cent of the balance after the

first payment has been made must be received

by the dealer each month. Longer terms in-

volve a credit risk which no dealer can afford

to overlook."

Something New in Radio Merchandising

A combination talking machine and radio out-

fit is the best way to combine the talking ma-

chine business with this comparatively new en-

tertainment medium, according to Saul Birns,

who operates six talking machine stores in the

metropolitan district of New York, and who at

the present time is engaged in fitting up a radio

salon in his main store on Second avenue. New
York. His plans include many original ideas

regarding selling and display. The main room

is about twenty by forty feet, handsomely

decorated. Along the walls of this room are

placed between fifteen and eighteen combina-

tion talking machine and radio outfits. The

cabinets include upright and console models of

the talking machine type now in use; some of

them are beautiful period models. Part of these

cabinets contains the talking machine complete

in all details and the remainder is devoted to the

radio outfit, which is entirely hidden and is

only disclosed by lifting the lid of the cabinet

as in the case of a talking machine. All of

these instruments are connected, ready for in-

stant use, by means of an indoor aerial, which

consists of a wire along the ceiling of each side

of the room. The radio programs are clipped

from the papers each evening and all machines

are tuned in ready for instant playing, so that

when a customer comes in the radio program

can be listened to merely by turning on an elec-

tric switch. There is no fussing around with

the dials trying to "pick up" a station, involv-

ing loss of time and the possible loss of a

customer through long waiting and inability to

get a station. Of course, when there is "noth-

ing in the air" the customer is informed of the

fact and an attempt is made to arrange a demon-
stration later in the day.

Service an Important Requisite

In addition to the various factors involved in

merchandising radio mentioned in the preceding

paragraphs, service following the sale is of the

utmost importance, according to Lambert
Friedl, manager of the talking machine depart-

ment of the New York Wanamaker store.

There is always the possibility of something

happening to the radio set after it has been

installed in the home, according to Mr. Friedl.

Connections may become loose, batteries run

down, etc., and not everyone is capable of in-

specting the outfit and locating the trouble.

The dealer who handles radio outfits must be

prepared to take care of customers after the

sale has been made by making necessary re-

pairs, adjustments, etc., if the good will of the

patron is to be maintained and the merchandise

is to retain its prestige with the purchaser.

The Wanamaker store, which handles na-

tionally known radio lines, also sells a combina-

tion talking machine and radio outfit, and sev-

eral demonstration booths formerly devoted to

talking machine and record demonstrations are

now used for displaying and demonstrating the

combination outfits. The Wanamaker store is

featuring these outfits in some timely advertis-

ing and a number of the combinations have

already been sold.

Sell Radio Separately

The Landay Bros, retail chain of stores in

the metropolitan district are paying consider-

able attention to radio. M. Price, manager of

the Newark, N. J., store of the concern, de-

clares that radio is not tied up with the talking

machine department. No effort is made"'to sell

talking machine customers radio, although he

declares that he intends to make a bid for busi-

ness among his talking machine customers some
time in the future. The radio department oc-

cupies a prominent position in the warerooms
and advertising is proving effective in securing

new business from people who may also prove
live prospects for talking machines and records,

musical instruments, etc.

WITHDRAWS FROM PARTNERSHIP

Reading, Pa., November 5.—Ralph E. Hangen
has recently withdrawn from the partnership

existing between Edgar P. Hangen, Paul S.

Hangen and himself, trading as Hangen's Music
House.

STYLUS BARS

Stylus Bar & Mfg. Co.
Clague Rd.

North Olmsted . . OHIO
p. O., ROCKY RIVER, O.
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HIGHEST
QUALITY

MAIN
SPRINGS

MAIN SPRINGS
Price each

2 in. I 0.22 I IG ft., Meisselbach No. 18 $1.25
2 in. I 0.25 X 16 ft., for Edison 1.25

114 in. I 0.22 I 17 ft., reg. for Victor 0.60

114 in X 0.22 I 17 ft., Victor, bent arbor 0.60

1 3/16 in. X 0.25 I 16 ft., Heineman No. 44 0.60

1% in. for Edison Disc i.25

1 in. I 0.25 I 12 ft.. Heineman No. 33 and 77 0.40

1 in, I 0.25 I 12 ft., oblong hole, western motors 0.40

1 in. I 0.25 I 16 ft., oblong hole, for Meissclbach, Sonora
and Krasberg 0.60

1 in. I 0.28 I 10 ft., for Columbia, 2. 3. and 4 Spring
Motor 0.38

1 in. X 0.22 X 10 ft., for Columbia. Single Spring Motor 0.35
1 in. X 0.20 X 13 ft., for Victor 0.40

I in. X 0.20 X 13 ft., for Victor, bent arbor 0.40

% in. X 0.22 z 10 ft., oblong hole, Meisselbach No. 9 0.30
% in. X 0.23 I 10 ft., for Bliclt motor 0.30
% in. X 0.25 I 10 ft., oval hole 0.28
% in. X 0.22 X 8 ft., German motor 0.25
% in. X 0.22 X 8 ft., for Swiss motor 0.22
% in. X 0.25 X 11 ft., for Edison 0.22

1 in. X 0.2.1 X 19 ft., for Brunswick 0.65
1 in. X 0.22 X 0 ft., for Mei-sselbach No. 12, oblong hole... 0.35

COLUMBIA REPAIR PARTS
No.

427 Columbia main springs. No. 2951 $0.38
3451 Columbia spring barrel head Complete 0.75
5008 Spring, barrel winding gear, old style 0.75
3834 Spring barrel winding gear, new styie 0.75
604 Needle cups Per 100 2.00
606 Needle cup covers Per 100 1.00

5106 First intermediate gears Complete 0.40
5107 Second intermediate gears Complete 0.40
12537 Worm gear for single-spring motor 0.30
12336 Bevel pinion single-spring motor 0.35
12333 Bevel pinion, regular style 0.75
12334 Bevel pinion, latest style 0.75
12235 Bevel pinion for old-style double spring 0.50
12332 Bevel pinion disk shaft Complete 1.00
13496 Male winding pinion 0.30
12496 Female winding pinion 0.30
3004 Governor shaft 0.40
11778 Driving shaft Complete 0.50
13796 Governor balls Complete 0.08
3570 Governor springs, each 0.02 Per 100 1.50
6739 Stylus bar Complete 0.35
5010 Universal attachment 0.35
13228 Winding crank, 3 sizes, 7, 8 and 0 in. long Each 0.35

Columbia Governor Screws Per 100 1.00
Columbia Barrel Screws. No. 2621 Per 100 1.00
Columbia Sound Box Thumb Screws Per 100 1.50

PARTS—HARDWARE
5000 Crown gear for Blick motor $0.25
5001 Crown gear for Melophone motor 0.25
5002 Crown gear for Heineman No. 0 0.25
5003 Tone-arm goo.=;e neck for Independent arm 0.25
5004 Governor pinion for imported motor 0.25
5005 Tone-arm base for Independent arm 0.25

Automatic nickel-plated lid supports 0.22
Automatic gold-plated lid supports 0.55
Piano hinges, nickel-plated. 15'^ In. long 0.22
Highly nickel-plated needle cups Per 100 2.00
Covpfs for cups Per 100 1.00
Highly gold-plated cups Per 100 7.00
Needle cup covers, gold-plated Per 100 5.00
Turntable felts, 10-in., round or square 0.15
Turntable felts, 12-in., round or square 0.18
Motor bottom gear for Triton motor 0.20

MEISSELBACH REPAIR PARTS
Price eacii

P9764 Main springs for motors 16, 17, 19 $0.60

P9765 Main springs for motor No. 12 0.35

CP532 Governor Complete 1.90

P1504 Governor shaft, new style 0.75

P1505 Governor shaft, old style 0.75

AP533 Governor ball Complete 0.10

CP614 Turntable shaft Nos. 16, 17, 19 1.50

CPIi45 Turntable shaft for No. li '-25

AP097 Spring barrel cup for Nos. 16. 17, 19 0.50

AP698 Spring taanel cup for No. 12 0.50

CPlilS Spring barrel shaft and gear 0.90

Plo29 Brake lever, bottom plate 0.10

P604 Brake lever, top plate 0.10

AI'528 Winding sliaft for Nos. 16, 17. 19 0.75

AP529 Winding shaft, straiglit cut, Nos. 10, 17, 18 0.95

"2LP530 Winding shaft, spiral cut, for 10; 12 0,35

AP531 Winding shaft, straiglit cut, tor 10; 12 0.35

AP591 Brake lever 0.35

CP536 Intermediate gear for Nos. 16, 17, 19 0.90

M Winding cranks, 3 sizes 0.75

110 Speed indicator 0.45

HEINEMAN REPAIR PARTS

CP5226 Governor Complete $1.50

CP97'J9 Turntable shaft Complete 1.50

AP0924 Governor balls, 33; 77; 44 0.10

AP9925 Governor baUs for No. 36 0.10

P5004 Governor pinion for No. 0 0.25

P5003 Governor shaft 0.50

OP9629 Speed indicator 0.45
P9r04 Main spring tor No. 33 or 77 0.40

P9765 Main sprtag for No. 36 0.28

P9766 Main sprmg for No. 44 0.60

AP9778 Spring barrel oup for No. 33 or 77 0.50

AP9779 Spring barrel cup for No. 36 0.50

AP9780 Spring barrel cup for No. 44 0.75

P9762 Winding shaft for motor No. 33 0.60

P9966 Winding shaft tor motor No. 36 0.40
5304 Winding shaft for No. 44 or 77 0.75

5007 Escutcheon Complete 0.15

AP9409 Turntable brake 0,15

AP10072 Winding crank, 3 sizes 0.75

TONE ARMS
No. K With sound box $1.25
No. P Nickel-plated without sound boi 2.75
No. P Gold-plated, without sound box 4.50
No. M Tone arm. Meisselbach sound box 4,75
No. M Gold-plated Meisselbach sound box 7.50
No. T-. Made of brass tubing, nickel-plated 2.50
No. L Made of brass tubing, gold-plated 4.50

SOUND BOXES
No. Bl Bliss sound box, fit Victor J 1.25
No. B Balance, fit Victor 0.75
No. F Favorite, fit Victor 1.75
No. I "Supreme" nickel-plated, loud and clear 3.00
No. I "Supreme" gold-plated, loud and clear 4.50
No. M Niclv'el-plated, mellow tone, for Victor 1.75
No, M Gold-plated, mellow tone 2.25
No. G Nickel or gold-plated 1.00
No. P Gloria patent, extra loud ..; 3.00
No. H Imported nickel-plated 0.75
No. 6 Columbia, nickel-plated 2.25

REPAIR PARTS FOR VICTOR MOTOR
Price each

5012 Winding gear $0.60
5013 Turntable gear, straight cut. small teeth 0.35
5014 Turntable gear, large teeth, straight cut 0.35
5015 Turntable gear, small teeth, spiral cut 0.35
5010 Turntable gear, big teeth, spiral cut 0.35
5021 Ilubber back for exhibition box 0.35
5017 Rubber back for No. 2 sound box 0.35
5018 Governor collar 0.15
5019 Soring barrel sliaft 0.60
5020 Stylus bar for No. 2 box 0.35
5022 Stylus bar for exhibition box 0.35
5011 Attachment for vertical cut record 0.25

Governor springs, for Victor Per 100 1.00
Governor screws, for Victor Per 100 1.00
Governor balls, new style, for Victor 0.08
Needle arm screws for exh. box Per 100 1.50
Needle arm screws for No. 2 box Per 100 1.50

MICA DIAPHRAGMS
1 23/32 in. Victor Ex. Box, 1st grade $0.15
1% in., new Victor No. 2, very best 0.18
1 31/32 in., for Soaora 0.20
2 1/16 in., for Meisselbach box 0.22
2% in., for Pathe new stvle 0.35
2 3/16 in., for Columbia No. 6 2.2B
2 9/10 in., for Path(5 or Brunswick 0.49

SAPPHIRES
Path6, very best, loud tone, genuine $0.12
Pathe, soft tone, ivory setting 0.18
Pathe, soft tone, steel setting 0.10
Edison, very best, medium tone 0.18
Edison, very best, loud tone 0.15
Edison, genuine diamond 1.25

STEEL NEEDLES
Brilliantone. all tones Per 1000 $0.45
Blue Steel Reflexo, per package 0.07'/2
Wall Kane Needles, per package 0.06

ATTACHMENTS
In Gold or Nickel-Plated

Kent, for Victor arm $0.25
Kent, for Edison with C box 2.50
Kent, without box for Edison, nickel or gold 1.60
Kent, attach, for Victor 0.25
For Columbia, plays vertical records 0.25
Kent special adaptor with sound box, gold-plate or oxidized.. 4.95
Favorite Slaster Adaptor. "Supreme" box N. P 4.60
Favorite Master Adaptor. "Supreme" box gold P 6.10
Favorite Master Adaptor, "Supreme" box oxidized 6.10

MOTORS
Distributors for Heineman and Meisselbach Motors

Meisselbach, No. 17. 3-spring $15.00
Meisselbach. No. 19, 4-spring 17.00
Krasberg, 2-spring 9.00
Krasberg. 3-spring 10.50
Krasberg, 4-spring 13.50
Heineman. No. 30. 2-spring 7.50
Heineman, No. 33, 2-spring 8.50
Heineman. No. 77. 2-spring 9,50
Heineman, No. 44. 2-spring 12.50

All motors complete with 12 in. Turntables

ILSLEY LUBRICANT
lO-lb. Can $3.00
5-lb. Can |.60
l ib. Can 0.40
4-oz. Can 0.15

Tremendous Stock of Homokord German Records

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

WANTED AGENTS
FOR STATE RIGHTS

Corner Fourth Ave.

Telephone 1666 Sfuyvesant
WANTED AGENTS

FOR STATE RIGHTS
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The NEW
Columbia

is superior

Hearing
is believing

The Motor is a Mechanical Triumph.
For years Columbia engineers and scientists

worked to achieve a perfect phonograph

motor and now it is here in the New
Columbia. Investigating is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

CENSUS CHANGES ARE SUGGESTED DE FOREEST SELLS WARREN, 0., STORE FOR REDUCTION OF WAR TAXES

Music Industries Chamber of Commerce Sug-

gests Changes in Classifications of Music
Trade Figures That Will Make for Accuracy

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

Senator Smoot Would Also Repeal Certain
Taxes Imposed As War Measure

At the request of the Bureau of the Census of

the United States Department of Commerce, the

Music Industries Chamber of Commerce has 'aided

in the preparation of the schedule for musical in-

struments manufactured in 1923 and has made
some suggestions in regard to classification

which have been adopted by the department.

For example, a distinction has been drawn
between player actions made for sale to piano

manufacturers and those made by the manu-
facturers for installation in their own instru-

ments, the value of which would appear in the

price of the completed player-piano. This dis-

tinction has been noted by adding the words
"made for sale" to the appropriate classification

of player actions.

At the suggestion of the Chamber the item

"Records—phonographs" has been taken out of

the general musical instrument schedule and

assigned to the figures classified under the

phonograph industry.

Other changes have also been made in the

census schedule which will result in its pre-

senting a more accurate and reliable report of

the musical instrument industry. A letter has

been received from the Chief Statistician of the

Bureau thanking the Cliamber for its assistance

in perfecting the schedule.

Warren, O., November 3.—Announcement is

made of the sale of the De Foreest Music Co.

to the Stewart-Edison Co. of this city. The

sale includes the fixtures and the Victor agency.

The De Foreest store in this city has been

a real musical center and in making the an-

nouncement Mr. De Foreest expressed his regret

in leaving the city. He is heavily interested in

business in Greenville and Sharon, Pa., and his

interests there have become so extensive that

he decided to close the local store. The Stew-

art-Edison Co. has been in business here for

several years, operating an Edison shop on

North Park avenue. Robert Markley, who has

been manager of the De Foreest store since it

was opened, will soon open it for the exclusive

sale of Brunswick machines and records.

OPENS BRANCH STORE IN WALTHAM

W.xLTHAM, Mass., November 5.—A new branch

music store, carrying a complete radio line, has

been opened at 712 Main street by the K. M.

Cahoon Co. Elliott C. Paul will act as man-
ager of the new branch and the Moody street

store will be continued as before. Both stores

will carry complete lines of sheet music, pianos,

Edison and Victor machines.

GRIGGS HOUSE IN NEW QUARTERS

Kewanee, Ili.., November 5.—New quarters have

just been taken by the Griggs Music House, be-

ing now located in the Scandia Building on East

Second street, formerly used as the Carpenter &
Cavanagh music room. Partitions have been

placed in the room and business has already'

been started at the new location.

NEW CLEVELAND STORE SUCCEEDS

Washington, D. C, November 7.—The reduction

of some of the war taxes now carried in the

Revenue Law and repeal of others is proposed
by Senator Smoot, who will this year be chair-

man of the Senate Finance Committee. Pos-
sibilities of reducing the revenue taxes by a half

billion dollars were discussed by Senator
Smoot with President Coolidge and Secretary
of the Treasury Mellon at the White House.
Senator Smoot's proposals include a reduc-

tion of surtaxes, making the maximum 33 1/3

per cent instead of 50 per cent as at present;
exemption from taxation of all incomes below
$2,000, and probably those below $3,000; the re-

duction of taxes on incomes between $3,000 and
$10,000, and a reduction of $75,000,000 on certain

of the special taxes.

These changes can be made in the Revenue
Law, declared Senator Smoot, provided Con-
gress does not get extravagant and there is no
attempt to pass a soldiers' bonus bill. Under
the present system of conducting the Govern-
ment operations, the reductions in revenue,
which would aggregate approximately a half

billion dollars, would not be a source of em-
barrassment. Before effecting any sweeping
changes, however, it will be necessary, it was
pointed out, to learn what Congress proposed
to autliorize in. the way of expenditures and, if

the present appropriations are exceeded, how
the money shall be raised.

Cleveland, O., November 5.—The Harmony Music

Shop, recently opened at 20017 West Twenty-

fifth street, this city, where Steger & Sons

pianos and phonographs, together with Okeh
and Odeon records, are handled, has met with

quick success. Walter S. Rader is president of

the company, Walter Bienke, vice-president, and

J. W. Kegel, secretary.

LARGER QUARTERS IN VISALIA

A'isALiA, Cal.. November 3.—The Hockett-Cowan
Music Co., Visalia, Cal., has moved to new
quarters at the corner of West Main and Locust
streets, where more room is available for dis-

play of the company's lines.

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

Explanation of possibilities upon request

The Yale Phonograph has an impressive exterior. A gracefully designed -

wooden cabinet, finished in mahogan}', and a satin gold horn are part of it.

Inside is a strong, smooth-running motor. Through a particularly fine re-

producer is heard a clear, rich A'igorous tone that makes customers wonder
how such an instrument can sell for $10.

IVrite for trade price, and a sample machine

DAVIS MFG. & SALES CO., 763 State Street - NEW HAVEN, CONN.

YALE PHONOGRAPHS
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"Needle
Points"

General Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th Street New York

T^T Merely because they are

Qj, X, ^'"y there is a strong in-

clination to beheve that

needles "are all alike." Wrong! In the

manufacture of OKeh Needles only the

highest grade carbon steel is used. Only
men of long experience supervise the hard-

ening and tempering of the uniform points

and uniform tone-sizes of

OKeL
QUALITY

NEEDLES
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Artistic Window Displays Strike the Eye
Message Is Emphasized by Centering the Attention of Shoppers

on One or Two Objects—Avoid Making the Window a Stockroom

Simplicity is beauty. And insofar as the tally-

ing machine business is concerned this does not

apply any more forcibly to any branch of the

business than it does to the window displays.

Whether the dealer has one or more windows

at his disposal or whether the space be large or

small this rule holds good. One of the most

successful advertisers in the country once de-

clared that the public cannot assimilate two

ideas at once and, therefore, he made it a stand-

ing rule that his publicity, no matter what the

type, should be centered around only one idea.

This holds true in the talking machine business,

whether it be in window displays or any other

kind of advertising.

Simplicity is beauty! Does the accompanying

illustration of a window display of C. C. Baker,

Columbus, O., bear out this declaration? In the

opinion of the writer this is one of the finest

talking machine window displays that have yet

come to his attention. Notice that only one

model machine is displayed and the rest of the

window is in reality a setting for this instru-

ment. The records in the foreground are a

necessity and emphasize not onl}^ the main

theme of the window (music by means of the

talking niat;hine), but the arrangement is such

that added beauty is given the entire display.

Actually there are only twelve objects in this

large window.

The beauty of this display is that with but

trifling changes it can be made appropriate for

any day or season of the year. Take, for ex-

ample, this display arranged as a Christmas win-

dow. A very few changes will do the trick. The
basket of flowers might be replaced by holly

or a Christmas tree, the velvet drapery should

be red or green in color and the placards in the

illustration could be replaced by others setting

forth the talking machine and records as Christ-

mas gifts. Then, too, the background affords

further opportunity for seasonal decoration.

This one-idea type of window display has the

advantage over an exhibit where many different

kinds of instruments or products are displayed,

and the talking machine dealer can follow out

the idea in any display he undertakes. It is

Simple but Attractive Display of

an easy matter to change the talking machine

model each week, thus drawing attention to a

diflferent instrument regularly. Changes in the

drapery and lighting effects as well as the

placards will give the window an entirely dif-

ferent effect. The same plan can be followed

in displaying records. It is a much more prof-

itable policy to display records according to

class than it is to put a conglomeration of all

the various types of recordings in the window.

For instance, records of the various operas, to-

gether with window cards giving necessary and

interesting information, would provide the

means of an attention-compelling window.

Tlien there arc the vocal records, violin, piano,

quartet, etc.

It is the small

n e i g h b orhood re-

tailer who most
often falls down on

his window displays

and generally it is

the dealer who ar-

ranges the display

himself or who rele-

gates the task to a

salesman. Now, al-

though a salesman

may be able to sell

talking machines

and records it does

not follow that he

has the requisite

ability for effective

window dressing.

The larger stores,

especially the de-

partment stores,
have in their employ

C. C. Baker expert window dis-

play men, who have an eye for artistic effects

and who have been thoroughly trained in the

art of display. Of course, the small dealer can-

not afford to go to this expense, but he can and

should plan to make his windows attractive.

The display must deliver a message to the pass-

ing throng and the most effective window is the

one where the theme is easily grasped.
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Victor cAccessories

"Main Wholesale Depot:'

741 Mission Street, San Francisco, Cal.

Branch Wholesale Depots:

10th and Santee Streets, Los Angeles, Cal.

N.W. Corner 13th and Glison Streets,

Portland, Oregon

Oceanic Bldg., Cor. University and Post Streets,

Seattle, Washington

330 West Sprague Ave., Spokane, Washington
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Send The

De Forest
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Talking Machine Dealer

HEN you say "Consignment" to a talking machine dealer
" ^ he sits up and takes notice.

Of all dealers in the world he has suffered most from invest-

ing large sums of money in expensive stock—paying high rents

for the considerable floor space on which to display this stock

—and then seeing it stay on the floor.

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

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

Now all the doubt is removed from the radio business so far

as the talking machine dealer is concerned.

The De Forest Company will put on his floor strictly on a
consignment basis whatever stock he thinks he can sell in

the course of one month, and it is only necessary for him to

make a deposit of one-third of this single month's quota. As
the stock sells he deducts his compensation. No other invest-

ment is necessary. No doubt is left. Turn the stock over as

often as you want in the course of the month. Profits vary
from 35 to 40% for each turnover.

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

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

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

De Forest Radio Tel. & Tel. Co., ^'^tTsiln^' Dept.T.W. 3 5680-12th Street, Detroit, Mich.

Listens with Interest to

the Word ''Consignment

field.

// located West of Pennsylvania address

ones
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The NEW
Columbia

IS superior

hearing
is believing

A Beautiful Cabinet. Whether it be an

upright or a console model, every New
Columbia is a masterpiece of the cabinet-

maker's art. Combine this exterior beauty

with a tone-reproducing mechanism that is

without par, and you have the New
Columbia.

COLUMBIA PHONOGRAPH COMPANY
New Yoo-k

Points to New Era in Record Merchandising
Development of Larger Sales of Records to Individuals by Means of "Group Sales Plan" Receiv-

ing Attention of Live Dealers, Says Phil Ravis, President. Peerless Album Co.

That tlie talking machine dealer is on the

threshold of a new era in record merchandis-

ing is the opinion of I'hil Ravis, president of

the Peerless Album Co., manufacturer of rec-

ord albums at 63 j Ijroadvvay, New York City.

He bases his conviction on a series of facts, ac-

cumulated on a recent trip visiting some of the

largest talking machine and music houses and

interviewing the buyers in music departments

of the large department stores. In conversa-

tion with a World representative this week Mr.

Ravis said:

"A quarter century has passed since the intro-

duction of the phonograph and public accep-

tance has gone through the successive stages of

curiosity, investigation and general approval.

Up until a year a,go the sensational scoop on

a popular record was quite a common thing,

but to-day there are in addition many music

lovers more conservative in their tastes who
choose records as they do books.

"The manager of one of the most successful

stores in Ohio told me his gross business was
greater than ever, on a smaller inventory than

was carried in 1920-21, which means that the

turnover on standard catalog selections was in-

creased. This was accomplished by a sales

drive on the group record plan and home rec-

ord library idea. .A.lbums were brought to the

foreground and played an important part in

cultivating the trade of this along consistent

and methodical purchasing lines.

"Do not misinterpret what is meant by 'group

record sales.' The worst possible thing is to

try to sell a customer too many of one class of

records at one time. Tt has never worked fa-

vorably and never will. But to get an album
into the customer's home, properly labeled as

containing a certain class of music, is to instil

a permanent idea with the customer that the

album should be filled. 'When' and 'how' are

matters to be left solely with the customer.

"It is a very bad thing to be overzealous

about anything, particularly when you are sell-

ing, and the little plan of merely suggesting the

class of records to be purchased in future by

the label on the album is usuallv sufficient.

"I noticed particularly a store that priced

regular phonographs considerably higher than

list and inquired about this. For instance, one
tag read $89 for a $/o instrument. It \>as ex-

plained as being the logical Vv-ay to meet the

demand for a complete outhl and overcome
sales resistance. Instead ol saying one uia-

i. Iiine $75, six albums $9, six records $4.50,

needles 50 cents, they simply said 'complete,

$89.' It appeared to me that this was an excel-

lent plan to keep the album and record sales

in the same store where the instrument was
bought and that more Eastern dealers should
try it.

"How the album ib assisting the proper mer-
chandising of records is forcefully demonstrated
by another store. This particular dealer has

read m.\- 'gift advertisement' and found that a

SEEKS TO TRACE RECORD SALES

Victor Co. to Endeavor to Determine Direct

Sales Results of Music Memory Contests

In a review of the development of the music
memor\- contest idea in various sections of the

country and the active participation in such
affairs by the Victor Talking Machine Co. and
its dealers, Mrs. Frances E. Clark, director of

the educational department of the \"ictor Co.,

has arranged with dealers to have them keep
a notation of all records sold either to homes
or to schools to be used in preparation for

music memory contests. The figures will be

compiled next Spring and it is hoped then to

be able to determine just what influence music

memorv contests have on record sales generallv.

VAGABONDS' FIRST GENNETT RECORD

The \ agabonds have just recorded their first

Gennett record which will be released very soon.

The selections are "Sweet Butter" and "I'm

Sittin' Pretty." This orchestra certainly is

"different" and it has a style all its own. It is

recording exclusively for Gennett and the first

record is being rushed through.

THE SHELTON
Electric Motor
The "Simplicity" electrifies

Victor, Edison and Columbia
phonographs by simply tak-
ing off winding handle and
placing motor against turn-
table. Automatic switch in

motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42n(l Street, New York

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

bum' (with three records) were greedily

pounced upon every now and then by passers-

by. While his sales were not sensational in

any degree they were steady and came as a

direct result of the plan. In other words, he

did get business that ordinarily would go to the

candy or novelty store.

"There is no question in my mind but that

people ever3'where ate to-jday taking more pride

in their record collections than ever before.

While talking with a dealer in a large store a

customer came in and explained that she needed
but two more records to complete the whole
opera of 'Aida' and she added that her husband
had purchased a special cabinet to keep the

classified albums in, this cabinet matching their

library bookcase.

"It occurred to me then what great advan-
tages would accrue to every dealer who could

encourage and develop a wide clientele of cus-

tomers with the enthusiasm displayed by this

woman."

N. C. JOHNSON OPENING WAREROOM

Lancaster, Pa., November 5.—The opening of a

new piano wareroom has just been announced
by Nelson C. Johnson, for many years asso-

ciated with his father. Kirk Johnson, in the

sale of pianos. The store, which is now under
construction, will be located at 110 North Prince

street. Mr. Johnson plans to carry a diversified

line of pianos, including the Hallet & Davis,

Story & Clark, Art-Trio and Angelus repro-

ducing piano. The Columbia phonograph line

will also be handled.

HATCH OPENS NEW STORE

Ken MORE, O., November 3.—A music store, han-

dling phonographs and pianos, has been opened
here recently at 1520 Boulevard by Ralph C.

Hatch. The quarters have been completely re-

modeled and two sound-proof booths for dem-
onstrating records have been installed. Mr.
Hatch handles a very complete line of musical

instruments and sheet music in addition to his

other lines.

Canada Patent

Applied

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensive

Lid Support
on the Market

Patented

5ept.9.l9i9'

Two other patentS"

Apolied for.

Sanit'lcs on request.

The bottom plate is

constructed of one
piece of metal and it

works automatically
perfect. No parts to

Ko out of order. The
hinges are made in

two styles—flexible and bent.

STAR MACHINE&NOVELTY CO.
81 MILL STREET BLOOMFIELD. N. J.

G. L. LAING CO., Canadian Distributor
41 Richmond St,, East Toronto, Ont.
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Two Big Holiday Sellers!
Both Health Builder Sets of Walter Camp's "Daily

Dozen" and the Camp-Fone provide the dealer with quick

selling merchandise with a strong Christmas gift appeal

The CAMP-FONE

Camp-Fone weighs only 15 pounds. Measures 14x
111/2x6, closed. Retails at $25; Middle West, $27.50;

Far West, $30.00. Quick sales and liberal profits for

live dealers.

The Camp-Fone is a quick eas}' sale at $25 because it looks

like a lot more mone}'. Handsome mahogany finish, hard-

wood case, trimmed in nickel, comfortable leather handle,

10 inch turn table, heavy-duty noiseless motor, triple weight

governor, speed adjuster, needle cup with safety cover,

sturdy 10 inch piano hinge with strong top holder catch.

Equipped with album holding 6 records. The first high-class

small portable ever produced and an attractive holiday gift.

Walter Camp's
"Daily Dozen"
Health Builder
Record Sets

$1 f\ ^^^^

X \J Price

Last Christmas season the sale of these sets was

tremendous. Many dealers could not fill all the

demands and had to lose some profits. Their

specific gift appeal together with their nominal

price made quick sales.

If you are not already selling Health Builder

sets send to-day for full information. If you are

we recommend that you increase your stock noiv

for the holiday season.

HEALTH BUILDERS, Inc.
DEPARTMENT W 11

334 FIFTH AVENUE NEW YORK, N. Y.
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A Dancing Son^
- "You can't ^owi-on^

With any FElSTsorg"

Words ty Music by

GUS KAHN WALTER DONALDSON

Ive^ot a feel- in^ that I'll soon be a-stcal-in^ to Vir - ^in —

CONCENTRATION IN CANVASSING PAYS

Scattered Calls Mean Waste of Time and Over-

looked Prospects—How a Live Dealer Thor-

oughly Covers His Territory

ADDING TO SERVICE FACILITIES

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

Canvassing is still being found a good road

to sales by those dealers who go about it in

the right way. One of these is J. L. Brett,

well-known dealer at Niagara Falls, N. Y., who
does a very large business in Edison phono-

graphs and records. Mr. Brett has found that

the only way to eliminate waste of time in can-

vassing and to get worthwhile results is to map
out his territory by streets and work each fam-

ily on one thoroughfare or section before carry-

ing the scene of operations to the next, and

although he has only two outside men they

certainly bring home the bacon. The plan is

this: Each day these men take a street or a

section of the city which they cover without

missing a home or a family, the object being

to secure permission to place a machine and

some records in the home for a trial period of

three days. Mr. Brett is authority for the state-

ment that one out of every four instruments

placed in this manner remains permanently in

the home. This is certainly a good ratio of

sales—one to every four calls. It is also ex-

cellent proof that where a determined effort

is made canvassing is an unbeatable way of

bringing the sales volume to assume respectable

proportions.

Where many canvassing campaigns fall down
is in the lack of concentration. In other words,

scattering the drive over too large a section of

the city or town without definite direction. It

is very well to send individual canvassers and

salesmen to different sections and streets, but

unless these men cover their territory thor-

oughly the results will fall below par. This is

not a theory, but a fact which has been proved

many times. If a man calls on three families

in a six-family apartment house or three homes
out of six on a block the chances are exactly

even that the persons he is overlooking may
be in the market and can be sold.

Springfield, AIass., November 6.—Present ac-

tivity at the Forbes & Wallace store gives an

indication of the excellent business which all

music dealers in Springfield report. Manager
Larkin, of the musical merchandise department,

reports good results so far this year and looks

forward to even bigger things in the remaining

months. To keep pace with the growth in busi-

ness Mr. Larkin has found it necessary to ex-

pand facilities. Improvements are under way.

Rayburn Clark Smith, of the Unit Construc-

tion Co., of Philadelphia, has worked with

Forbes & Wallace in the development of the

layout for the new departments, which will

greatly increase efficiency in handling custom-

ers. As the department was all Unico equipped,

the rearrangement and additions are being made
without any interruption to business.

The Ludwig Co., of this city, has also re-

cently added some Unico service units, increas-

ing its ability to serve its trade.

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

Clarinda, la.

A UNIQUE COLLECTION LETTER

A collection letter is used by a printer in

Fernwood, Pa., which has been wonderfully suc-

cessful in stimulating collections and which can

be applied to any business where the collection

problem prevails. The letter follows:

"Dear Sir: "Here is a pin. (A pin is stuck

in here.) It's not an ordinary pin—not the

kind your wife pins her dress with or anything

of that kind—it's really a magic pin.

"We are going to let you use it for a few

minutes—and only a few minutes, because it is

imperative that we get it back.

"It is going to serve a wonderful purpose.

It is going to get a lot of matters cleared up

that have been pending for some time.

"The real reason for this pin, and the real

use you are to make of it, is to pin your check

to the attached statement and return it to us.

"You can see at a glance that this pin will

really do a lot of good for both of us. Very

sincerely, John J. Weber.

"P. S. Don't forget to return the pin at once

—others are waiting to use it."

Y^Hux 11 \
f^or Accessories, Repair

might as well
\

have the best [ Parts anb Motors—Use
"Specialty Brand Products"

THE SPECIAITY PHONOGRAPH AND ACCESSORIES CO.

Manufacturers
210-212 Eait 113th Street New York, N. Y.

NEW SET OF OKEH MOVIE SLIDES

Leading Record Artists Featured in Slides Well
Received by Okeh Dealers

The advertising department of the General

Phonograph Corp., New York, manufacturer of

Okeh records, announced recently a new set of

Okeh movie slides, which has been received en-

VINCENt LOPEZ
-A^D HIS

HOTEL PENNSYLVANIA ORCHESTRA
the seasons most sensational oichestn and popu.lair
ceators ofa new style of dar.ce masjc. Ceccrd exclusively ibr

OiCcPv^ lii^ to Plv tkeir

maeconio/Qualltll
lor^a at oui store

Slide of Vincent Lopez and Orchestra

thusiastically by Okeh dealers throughout the

country. The slides in this set feature Vincent

Lopez and His Hotel Pennsylvania Orches-

tra, Markels Orchestra, Sophie Tucker and

Gerald Griffin, all of whom are exclusive Okeh
artists. Two other slides are general in char-

.MARKELS ORCHESrRA
,^Socie-ty s FavoriCe Orchestra

ike, pleasure of dancip-g bo mu-sic -well pliyed. and
correobiy tinved. is crjc^^ed. en records b^^ tKis
oi^aji-izatioft- i_>VlajKels mak.es records orxiy ibr

T/ie Re.corcC oFQualiU^

Slide of Markels Orchestra

acter, inviting the moviegoers to visit the deal-

er's establishment and emphasizing the dance
hits included in the Okeh library. The slides

are brilliantly colored, with ample room for im-

printing the dealer's name and address, and the

Okeh advertising department suggests various

ways by which these slides can be used to splen-

did advantage.

TUSSEY=WILLIAMS CO. OPENS

Westerville, O., November 5.—The formal open-

ing of the new store of the Tussey-Williams
Music Co. was recently held here during the

fourth anniversary week of the company. The
new address of the concern is the building at

34 North State street, which will aflford three

floors, two for showroom purposes.
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A Suitable Gift from

ANYBODY to EVERYBODY
And Only a Dollar!

Holiday Time is Dancing Time!
A LL the world owns a phonograph and dances to it^—that makes the CESCO Repeater a

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

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

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

center of the record. Does not touch the playing surface, nor will it injure the needle or

reproducer.

The CESCO Repeater is the most salable accessory in the talking machine industry. It will

help you skim the cream off the Christmas trade.

The standard finish is gun metal base with nickel plated arm which retails at the popular
price of one dollar. Also carried full nickel plated at 50 and gold plated at $2.00. Put up
in cartons of 12 with holly boxes for holiday trade. Distributed through jobbers. Sample
to dealers on receipt of jobber's name.

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

T
(1.1 Arm with projected teeth
gently engages needle as it comes
to the final groove of the record.

(2.) Lifting the sound box a
fraction of an inch by means of
a cleverly designed cam. slides it

quick as a flash across.

^t^M 1 1 1 1 1 1 1 1 II 1 1 1 1 1
1 m irv ^

(3.) Gently lays the needle in the
starting groove and quietly re- ^
turns to position through action
of small coU soring.

y /tlllMIIIIIIIIIIII^ V '
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The NEW
Columbia

is superior

Hearing
is believing

The New Reproducer banishes
Screech and Blare. Here is an accom-

plishment—a sales argument that will con-

vert every former opponent of the phono-

graph and win every phonograph owner

"Not quite satisfied" with his own instru-

ment. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New Yoirk

nytewdr forDisplay
'

fiE.G, U.S. Par. on. • ^

For Your Holiday and

Christmas Window

and Store Displays

as well as for all year Wound use

A New Melal Display Stand for

Universal Use in Music Shops.

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for displaying 10 in. and

12 in. Records, Monthly Window
Service, Sheet Music, Phonograph

Displays, etc.

6for$2Z5
Made in one size and finish for

all purposes

Manufactured by

MUSICAL PRODUCTS DISTRIBUTING CO., INC.

37 East 18th Street New York

Attractive Offer to Distributors

Final Awards in Better Homes Music Contest
Event Aroused Wide Interest Throughout the Entire Country—H. G. Van Closter, of Kansas City,

Mo., Wins First Prize—Second and Third Prizes to Katherine Hustvedt and J. M. Williams

The awards of prizes in the Home Music Con-

test held throughout the country during Better

Homes Week, June 4-10, under the joint aus-

pices of the Music Industries Chamber of Com-
merce and the National Council of Better Homes
in America, have just been announced, show-

ing a lively interest in the value of music.

The winner of the first prize, a $500 piano or

allowance of that amount on a piano to be

selected from the list of twenty-six, is H. G
Van Closter, of Kansas City, Mo. His state-

ment follows: "Music makes better homes be-

cause dance music lightens labor and speeds

play. The performance of concerted music,

whether vocal or instrumental, fosters harmon>
and co-operation. Music of sentiment elo-

quently expresses the .spirit of each tender rela-

tionship of the home and makes very real those

intimate emotions which timid hearts seldom

dare express in w-ords."

According to the terms of the contest the

explanation had to be written in fifty words or

less and a list of ten selections of the best

music for the home bearing out the definition.

The second prize, a $200 phonograph or al-

lowance on an instrument to be selected from

a list of seven, was awarded to Katherine Hust-

\edt, of Decorah, la. Miss Hustvedt says music

makes better homes because: "Music, the most
social of all the arts, welds the family and its

friends together in an enjoyment which can

be shared by the tiniest tot and the oldest

grandparent. It is a trouble-chaser, a gloom-

dispeller, an electric tonic of high power. It

tones you up physically, mentally and aestheti-

cally."

John M. Williams, of East San Diego, Cal.,

winner of the third prize, has this to sa.y:

"Aiusic makes better homes because it (1) cul-

tivates the imagination; (2) appeals to the

higher emotions; (3) awakens slumbering de-

sires and ambitions; (4) cements home ties;

(5) arouses patriotism; (6) develops the rhyth-

mic sense; (7) encourages the faint-hearted; (8)

cultivates such social activities as dancing, sing-

ing; (9) awakens the religious side of the lis-

tener; (10) is an outlet to the emotions of hap-

piness; (11) sadness; (12) unexpressed aspira-

tions."

The contest was judged upon (1) the reasons

given why music makes better homes; (2) the

choice of ten selections best suited to support

these reasons, and the committee on awards

who judged the entries included Mrs. John F.

Lyons, president. National Federation of Music

Clubs; Mrs. M. E. Oberndorfer, music chair-

man, General Federation of Women's Clubs;

C. M. Tremaine, director, National Bureau for

the Advancement of Music; K. S. Clark Bureau

of Community Music, Community Service.

The Better Homes in America campaign

reached 1,000 cities this year; although the music

contest was organized too late in the campaign
to be promoted thoroughly in all of these com-
munities, the quantity of the replies and the

general scattering of them throughout the coun-
try proves that the contest was a great success.

A complete list of winners follows: First

prize, H. G. Van Closter, 510 East Eighth street,

Kansas City, Mo.; second prize, Miss Katherine
Hustvedt, 401 Grove street, Decorah, la.; third

prize, John M. Williams, 3683 Reed avenue, E.

San Diego, Cal.; fourth prize, Miss Helen Wal-
ters, 3560 Grim street, San Diego, Cal.; fifth

prize, James Potter Kebugh, 808 Lexington ave-
nue, New York City; sixth prize. Miss Kather-
ine Nicholson, 226 Yanell avenue, S. E., Grand
Rapids, Mich.; seventh prize, W. L. Thickstun,
Central College, Conway, Ark.; eighth prize,

Malcolm L. Cobb, 353 Central avenue. New
Haven, Conn.; ninth prize, George Ashton, 122

East Sixtieth street. New York City; tenth

prize. Miss Elizabeth K. Chamberlain, 123 Bel-

laire avenue, Louisville, Ky.; eleventh prize,

Mrs. Laura Schubert, 301 Ninth street, St.

Charles, Mo.; twelfth prize, Louis Harrison,

608 Fulton street, Salisbury, N. C.

The following prizes were offered through the

co-operation of the Music Industries Chamber
of Commerce:

First prize—$500 piano, or an allowance of

$500 on any piano or player-piano to be selected

by the winner from the following list: Acous-
tigrande, Biddle, Brambach baby grand, Cable-

Nelson, A, B. Chase, Chickering, Emerson, J.

& C. Fischer, Hardman, Hallet & Davis, Haines
Bros., Jacob Bros., James & Holmstrom, Wm.
Knabe & Co., Kohler & Campbell, Lindeman &
Sons, Mansfield, Mathushek, Milton, Poole,

Steger & Sons, Sterling, Story & Clark, Weaver,
Wing & Son and York.'

Second prize—$200 phonograph, or an allow-

ance of $200 on any phonograph to be selected

b\' the next winner from the following list:

Brunswick, Edison, Pathe, Starr, Columbia, Vic-

trola. Wing & Son,

Ten prizes—$25 each, allowance in musical

merchandise to be selected from the following-

list by the next ten winners: Music rolls

—

Connorized, Q R S, United States; phonograph
records, Brunswick, Columbia, Edison, Gennett,

Odeon, Okeh, Pathe, Victor; sheet music, music

publications, etc.—Boosey & Co., John Church
Co., Chas. H. Ditson & Co., Carl Fischer, Fred

Fisher, Inc., J. Fischer & Bro., Harold Flam-

mer. Gamble Hinged Music Co., Hinds, Hayden
& Eldridge, Shapiro, Bernstein & Co., Inc., G.

Schirmer, Inc.; small goods—violin, guitar, man-
dolin, ukulele, harmonica, saxophone, accordion,

cornet, drums, strings, etc.—C. Bruno & Son,

Buegeleisen & Jacobson, C. G. Conn, Ltd., Gib-

son Musical String Co., Fred Gretsch Mfg. Co.,

M. Hohner, Leedy Mfg. Co., Lyon & Healy,

Inc., C. Meisel, Inc.
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Letting the PhonographDealer

in on Some News

One of the illustrations used in Qulhransen l^Sational advertising

The originals of these illustrations are painted in oils

by Philip Lyford

GULBRANSEN-
DICKINSON CO.,

32.36 \V. Chicago Ave.

Chicago
Gulbransen Trade Marie

GENTLEMEN : Teil us how the Gulbranscn "fits in"
with a Talking Machine business.

Name

Address..

City _

GULBRANSEN NATIONAL
ADVERTISING schedules

for 192.4 include the publication

ofvnc\ycfour-color cover advertise-

ments in The Literary Digest. This

is the most extensive line-up of

color advertising that the piano

industry has ever known. A full-

page, four-color ad every month'.

In addition. The Saturday Evening
Post and American Magazine will be used

—carrying full-page advertising of the Gul-

bransenRegistering Piano; farm papers, too.

That mere announcement of continuous

advertising explains to the phonograph

dealer the whole story of "active demand."

Any merchant who knows what consistent,

effective National Advertising will do for

a worthy product will quickly understand

why the Gulbransen has been singled out

for representation by dealers who have

for years restricted themselves to the sale

of phonographs.

You will be interested in details of the

progressive merchandising policies on

which Gulbransens are sold:

National Advertising

Co-operati ve Local Advertising

National Prices Instruction Kolls

Freight Prepaid

Full details gladly given to inquirers in

territory where representation is available.

Just fill in the handy coupon.

(Proa(nuw«4 Gol-SRAN'Mflt

OULBRANSEN
The Hegistering Piano
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DONT SAY
"KANT"

Say

"KENT"
Successfully used for TEN YEARS as a Sales

Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality

Material

Workmanship

Simplicity

Durability

Practicability

The KENT COMPANY is

noted for:

Stability

Versatility

Excellent Service

Square Business Methods

Reg. U. S. Pat. Off.

As our KENT No. 1 with soundbox, as illustrated, comprises

only a part of our line, write for our catalog. Highest grade

TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY
IRVINGTON, N. J., U. S. A.

EDISON REPLACES HOTEL ORCHESTRA

Imperial Hotel, Temby, South Wales, Installs

Phonograph in Special Resonating Chamber
in Ballroom—Some Fine Edison Publicity

Liverpool, England, November 3.—A new field

tor the phonograph is suggested in the sale re-

cently by Jake Graham, one of our most pro-

gressive dealers, of an expensive console model

Edison phonograph to the Imperial Hotel,

Temby, South Wales. The hotel management has

constructed a resonating chamber in the ball-

room in which the instrument has been place3.

This chamber, a little larger than the Edison

phonograph, is built of plywood and glass and

acts as a resonator. The machine itself stands

on a three-ply drum which acts as a soundboard.

Ihe results have been beyond expectations, and

the Edison is now used regularly in place of a

small orchestra. When the instrument .s play-

ing a brass wire gauze fits over the resonating

chamber in the form of windows.

Jake Graham, through General Manager Burt

Reynolds, has been utilizing some unusual pub-

licity to bring the merits of Edison phono-

graphs before the public. One of his best pub-

licity stunts, following an Edison tone-test in

Liverpool some time ago, has been the prepara-

tion and broadcasting of a four-page folder

which bears the title "The Musical Ideal of

Thomas A. Edison." This is followed by an

outline of the tremendous amount of research

work which finally resulted in the perfected

Edison instrument. The second page is devoted

to the story of the Liverpool tone-test, the first

ever held in England. Following this another

page is devoted to the enthusiastic comments of

the critics and an illustration of a console Edi-

son phonograph. The last page contains an

advertisement of Jake Graham (The Edison

Specialist), together with the announcement
that daily demonstrations are held in the firm's

Edison salons and home demonstrations can be

arranged. An unusually effective bit of pub-

licity!

The trade outlook is quite good in this sec-

tion of England, and the general price reduction

in all products has had the effect of reviving

business to a considerable degree, according to

Hurt Reynolds, of the firm.

NEW EQUIPMENT FOR SEXTON STORES

Washington, D. C., November 6.—The TL C.

Se.xton Co., one of this city's pioneers in the

Victor line, has just completed improvements in

its store, consisting of the installation of equip-

ment by the Unit Construction Co.

The Sexton family is a real factor in talking

machine merchandising in the national capital.

In addition to the store operated by K. C. Sex-

ton, his son, Francis, opened a store at 647 H
street. Northeast, a few years ago.

Charles Clement, of the sales staff of the Unit

Construction Co., handled the details of the in-

stallation for both K. C. and Francis Sexton.

PLAN RADIO STATION IN DENVER

Denver, Col., November 4.—The General Elec-

tric Co. is planning to erect a radio station in

Denver, Col., which will be one of the three

largest stations in the countrj^ Musical and

other programs will be broadcasted regularly.

Hendrie & Bolthoff, of this city, are the dis-

tributors in the Rocky Mountain region for the

radio products of the General Electric Co. and
the Radio Corp. of America.

CLEVER CIRCULAR BRINGS TRADE f

!

Eliz.\beth, N. J., November 6.—AIcManus Bros.,

Victor dealers of this city, are using cir<;ulars

which bear a close resemblance to theatre

tickets. On the face of the tickets is the word
"Reserved" and the headline "We have reserved

for you a genuine Victor-Victrola." The brief

text requests the recipient to call, states terms

and bears the imprint of the firm.
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The NEW
Columbia

is superior

Hearing
is believing

The Sound is Unobstructed. It's all

right to filter water—but sound from a pho-

nograph is more or less muffled when strained

through latticework or fabric. In the New
Columbia the exclusive control leaves and

"organ pipe" effect permit the sound to issue

forth fully and freely. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

DIAPHRAGM CO. ANNOUNCES NEW PRICE

Violin Spruce Reproducer Reduced in Price

—

New Chicago Representative, Illinois Dia-

phragm Co., Appointed by H. C. Cooley

Cleveland, O., November 7.—H. C. Cooley, who
was recently appointed sales manager of the

Diaphragm Co. in this city, manufacturer of

the Violin Spruce reproducer, recently returned

from a trip to Chicago. While in that city Mr.

H. C. Cooley

Cooley made arrangements whereby the com-

pany will be represented by T. C. Findley, who
will conduct activities as the Illinois Diaphragm

Co. Mr. Findley is well known in Chicago talk-

ing machine circles, and is entering upon his

new activities with keen enthusiasm.

The Diaphragm Co. recently announced a set

of new prices for Violin Spruce reproducers

and this new price schedule represents a sub-

stantial reduction over former prices. Increased

No. 35861. Holly Wreath, natural pre-

pared, everlasting, fireproofed, with bow,
holly berries
and silver
effect; per
dozen, $10.00.

Write to-

day for our
Xmas Cata-
logue No. 35,

containing il-

lustrations in

colors of Ar-
tificial Flow-
ers, Plants,
Vines, etc.,
mailed free

for the asking.

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

manufacturing efficiency, together with rapidly

growing sales totals, enabled the company to

reduce its manufacturing and selling expenses

so that a new price list could be announced to

the trade. Mr. Cooley has interested several

well-known manufacturers in the distinctive fea-

tures of the Violin Spruce reproducer, and plans

are being made whereby this reproducer will be

used as standard equipment by these manu-
facturers.

RIGHT METHODS BUILD BIG TRADE

Records 60 Per Cent Increase in Business This

Year as Result of Making Store a Rendezvous
for Lovers of the Best in Music

Northampton, Mass., November 7.—The rec-

ord of business development here of the A. M.

McCollum Co., which is now known as the Con-

solidated Dry Goods Co., is an indication of

what can be accomplished through the right

kind of merchandising methods. This year the

business has shown an increase of 60 per cent

over the same period last year. Largely respon-

sible for this satisfactory state of affairs in the

talking machine department are H. C. Marsh,

manager, and Miss Alarion Dragon, who is in

direct charge of the department. Miss Dragon
is an accomplished musician and she has been

successful in building up a select clientele of

lovers of the best music. The talking machine
department is located in the basement of the

establishment. It has been attractively fitted

up and is the rendezvous of the music lovers of

the city. Victor, Edison and Pooley machines
are featured by this live dealer.

NEEDLE SALESMAN^GYPS DEALERS

Canadian Police Captures Swindler Who Has
Been Victimizing Talking Machine Retailers

Buffalo, N. Y., November 5.—A man giving

the name of Fred J. Newberry, and said to

have induced a number of talking machine

dealers in Welland County, Ontario, into buying

large quantities of needles for cash, with the

promise of talking machines to be delivered

later, has been arrested and is being held in

Chatham, Ont. The phonographs were to have

been shipped by the Phonograph Needle & Cab-

inet Co., of Toronto, which it has been learned

is non-e.xistent. The man was not arrested at

the instance of any of the merchants whom
he had swindled, but they are not displeased at

the announcement of his arrest.

FAIRALL'S MUSIC HOUSE EXPANDS

Newark, O., November 5.—Fairall's Music

House, Fourth and Main streets, this city, has

almost doubled its floor space. Extensive

alterations have just been completed. These
were made necessary by reason of the fact that

the business has enjoyed steady growth. The
talking machine department has com*' in for its

share of expansion. ^'^T?!^.

NEW KIMBERLEY MODEL POPULAR

New Console Well Received by Dealers—P.

L. Baerwald Expanding Sales Organization
Throughout East—Plant Is Rushed

In a recent chat with The World Paul L.

Baerwald, sales manager of the Kimberley
Phonograph Co., Perth Amboy, N. J., com-
mented upon the enthusiastic reception that had
been accorded the company's latest model, a

$100 console. Mr. Baerwald stated that ths

dealers throughout the East are ordering this

new model in quantities far beyond expectations

New Kimberley Console

and the factory is working to capacity to take

care of the requirements of the trade.

During the past few weeks Mr. Baerwald

has been visiting the dealers in metropolitan

territory, and he states that there is a feeling of

optimism which is substantiated by the sales

totals reported by the majority of the dealers.

The Kimberley sales organization in New York
is being expanded gradually, and Mr. Baer-

wald is making plans whereby the company's

representation in the East and throughout the

country will be augmented materially by the

first of the year. David Isenberg, president of

the company, is devoting practically all of his

time to production activities at the factory, and

under his direction the plant is working at full

speed with maximum efficiency.

TAKES OVER TAYLOR MUSIC HOUSE

Northampton, Mass., November 7.—One of the

progressive music concerns of this city is the

Taylor Music House, 98 Pleasant street, which

was recentl}' purchased from Mr. Taylor by

Bernard M. O'Shea, formerly proprietor of the

White Music Shop, and one of the most popular

business men in this vicinit}^ In addition to

handling a line of pianos Mr. O'Shea operates a

large talking machine department, which is in

charge of Miss Ruth M. Sprout, who is an expe-

rienced talking machine merchandiser.
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Retails

for $2.50

Packed in

Display
Container

jeretra Series [T

P Little Red Ridin<^ Hood J

Front of Container Container Open as a Display Back of Container

Orders Piling in Fast for

JUNIOR OPERETTA RECORDS
Order Now for Christmas Selling

Dealers are so enthusiastic about this brand new record idea

and orders are coming in so fast—order now if you want to

be sure to get the supply to meet the big Christmas Demand.

Ideal Christmas^ Gift for Children

Little Red Riding Hood, the first of the Junior Operetta Se-

ries, on three double faced

10-inch unbreakable
records is packed in a wonderfully attractive container (which

is its own display fixture) and sells itself on sight. The en-

tire set retails, complete, at $2.50.

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

One Big Victor
Dealer Writes:

"We received the sample of

your Junior Operetta of

'Little Red Riding Hood,'
which we think is about the

finest thing yet in the line of

records for children."

Triple your

Sales Record

with Triple

Record Sales.

One Big Brunswick
Dealer Writes:

"Your set of Junior Operetta

received.

"We must admit that it is the

finest of its kind."

Order Direct or from the following Distributors:

A. C. Erisman Co.

175 Tremont Street

Boston, Mass.

Shapleigh Hardware
Company

St. Louis, Mo.
Vocalion Co. of Chicago
529 So. Wabash Ave.

Chicago, 111.

General Radio Corp.
10th and Cherry Streets

Philadelphia, Pa.
and

1005 Liberty Avenue
Pittsburgh, Pa.

Bristol & Barber, Inc.

3 East 14th Street

Nevt^ York City

VULCAN RECORD CORPORATION
New York City15 East 40th Street
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©LEO. FEIST IncN-YC.

REALISTIC RECORD WINDOW DISPLAY

Live Edison Dealer Arranges Window of the

Record, "Saw Mill River Road," Which Tells

a Real Story and Attracts Much Attention

How records can be featured in window dis-

plays in a forceful and realistic manner was

How W. p. Fowler & Co. Featured Popular Edison Record
demonstrated recently by W. R. Coats, man-
ager of the W. P. Fowler & Co. store, Edison

dealer, Chickasha, Okla., who designed and built

a most ingenious window display of the record,

"Saw Mill River Road," which, to say the least,

is strikingly descriptive. Naturally this display

received deserved attention on the part of the

public; in fact, it aroused much favorable com-
ment and praise.

As may be seen in the illustration the theme

ITA LIAN
Popular Music

of the record has been carried out in the dis-

play. There is a miniature saw mill, with a

saw made from an Edison record which turns

like the real thing. Realism is further produced

by the oxen hauling a load of logs to the mill,

and another feature of the display is the river

—

real water running across the entire window
with real fish in it. Boats on the river, a rustic

bridge with a couple

crossing, moonlight,

and an old-time rail

fence with chickens

sitting on it com-

pleted this effective

ensemble.

W. P. F o w 1 e r,

proprietor of the
Chickasha store, has

built up a large busi-

ness through pro-

gressive methods
such as these. He
owns and operates

three Edison shops

and has substantial

investments in

other successful Ed-

prosperous territory.ison establishment in this

FORMAL OPENINQS^IN NEW HAVEN

Wooley & More and Blair & Brodrib Open
Attractive Establishments

PHOHpyPE

Recorded in Italy by the

Best-known Italian Artists

AND..

iTAiffiiyiE
MONTHLY RELEASES

WRITE FOR CATALOGUES
Out*of-Town Agcntt Wanted

Distributed by

ITALIAN BOOK CO.
145 Mulberry St. New York. N. Y.

New Haven, Conn., November 7.—Two Bruns-

wick dealers in this city held formal openings

of their establishments recently, and conspicuous

among the decorations were floral offerings

from the Eastern division of the Brunswick-

Balke-Collender Co. The newly renovated store

of Wooley & More, 71 East Main street, has

won the enthusiastic praise of music lovers in

this city, and the new store of Blair & Brodrib,

103 Orange street, is one of the most up-to-date

phonograph establishments in the State. The
latter concern has stores in Bristol and Water-
bury and is planning to feature the Brunswick
exclusively during the coming holiday season.

Ned R. Mann, of the Brunswick Co., was present.

George A. Cassidy, proprietor of a music
concern in Schenectady, N. Y., has just pur-

chased a two-story building at 24 Jay street,

which will be remodeled as a business place.

SONORA SIGN BRINGS BUSINESS

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

Among the new Sonora dealers in New York
territory who are closing an excellent Fall busi-

ness is the firm of Risik & Ray, located at

103rd street and Third avenue. New York. This

account, which was recently opened by the

Greater City Phonograph Co., Sonora jobber in

metropolitan territory, is splendidly situated to

cater to a residential trade, and the large Sonora

Risik & Ray's Establishment in New York
sign on the side of the building indicates the

effective way in which the Sonora line is being

featured by this dealer.

MOORE'S MUSIC SHOP OPENS

Pleasantville, N. Y., November 6.—Moore's

Music Shop, the only exclusive music store in

this vicinity, recently staged its formal opening,

which was attended by many local music lovers.

Lyle K. Moore, formerly connected with the

Rudolph Wurlitzer Co., is the proprietor. The
Brunswick line is featured.

EXPERIENCED GOOD FALL BUSINESS

Ansonia, Conn., November 6.—The Duo-Tone

Co., Inc., this city, manufacturer of De Luxe

needles, has experienced good Fall business.

The De Luxe needle is a semi-permanent needle

which is claimed to play from 100 to 200 rec-

ords. As evidence of the quality of the De
Luxe needle, an official of the company pointed

out the steady re-orders that are being received.

QUALITY IS NOT AN ACCIDENT
The superior quality of our COTTON FLOCKS for record manufacture is the result of con-

tinual study of the manufacturer's requirements—diligent adherence to the use of raw materials

which will produce the best flocks and scrupulous attention to every detail of their manufacture.
Numerous record manufacturers are profiting by the cleanliness and uniformity of our

product through reduction in spoilage of records.

ARE YOU ONE OF THESE MANUFACTURERS

r

CLAREMONT WASTE MFG. CO. Claremont, N. H.
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LIHLE TOTS* NURSERy TUNES
SONGS, GAMES, STORIES ON RECORDS

THE biggest selling juvenile record

the trade has ever seen—because it

gives the biggest value the trade has

ever known!

Six different selections on three double-

faced 7 inch records, v^^ith colored picture

and verse cards in a beautiful LOOSE
LEAF album—$1.00 retail.

Individual records, 7 inch double-faced,

with picture cards, are 25c. each.

Liberal discounts.

Order Plenty for the Holidays—NOW

!

REGAL RECORD CO. Little Tots' Record Division

20 W. 20tli St., New York
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Meeting o£ Brunswick Dealers in New York
Eastern Phonograph Division of Brunswick Co. Host to Nearly 250 Dealers in Hotel Pennsyl-

vania—Interesting Addresses—Discuss Plans—Luncheon and Entertainment

The Eastern phonograph division of the

Brunswick-Balke-Collender Co. was the host re-

cently to the Brunswick dealers in metropolitan

territory at a meeting and luncheon held at the

Hotel Pennsylvania, New York, This was the

first gathering of Brunswick dealers in the East

and the fact that nearly 250 were present at

the meeting indicates the rapid strides in popu-

larity that the Brunsvi'ick line has attained in

this territory. The meeting was divided into

two sessions and P. A. Ware, manager of

sales promotion of the Eastern phonograph

division, who was the toastmaster, took care

of this important work with signal ability.

T. A. Dwyer, secretary and treasurer of the

r.nnT^wick- l'.aIke-( 'olK'iider Co., New York, e.x-

chandising plans that added materially to the

success of the merchants who tried out these

ideas. As he has been identified with the sub-

ject of credits for many years, Mr. Teele is

thoroughly familiar with every phase of this

important branch of the dealers' affairs and the

suggestions that he gave to the Brunswick rep-

resentatives were based on fact and not theory.

One of the principal ballrooms at the Hotel

Pennsylvania had been set aside for the use of

the Brunswick party and during luncheon the

guests were entertained by the Oriole Orches-

tra, an exclusive Brunswick organization that

has attained countrywide popularity. This or-

chestra is unique in that three of its members
are well-known composers, including Dan

Metropolitan Brunswick Dealers

tended to the dealers a cordial welcome in

behalf of the executive organization and pointed

out briefly the accomplishments of the Bruns-

wick Co. in its respective fields of endeavor.

Mr. Dwyer congratulated H. A. Beach, sales

manager of the Eastern phonograph division,

upon the splendid character of the Brunswick

representation in this territory and told the

dealers just how the Brunswick Co. was trying

to co-operate with them.

E. A. Strauss, assistant secretary of the

Brunswick Co, and well known in the phono-

graph industry, told the dealers something

about the company's plans in connection with

its new building at Seventh avenue and Fifty-

second street, which will be ready for occupancy

the early part of the year. F. W. Teele, credit

manager of the company's New York head-

quarters, gave an interesting and informative

address that was enthusiastically received by

the Brunswick dealers. Mr. Teele emphasized

that the credit department is in a position to

help the dealers along practical and profitable

lines if taken into their confidence. He illus-

trated several instances showing how the credit

division had not only assisted dealers in times

of emergency, but had been responsible for mer-

at Hotel Pennsylvania Meeting

Russo, conductor of the organization. The
other composers in the orchestra are Teddy
Fiorito, who has to his credit the present popu-

lar hit, "No, No, Nora," and J. F. Naset, pianist.

The other artists on the program included Mar-

garet Young, vaudeville headliner and exclusive

Brunswick artist, whose rendition of popular

hits thoroughly emphasized the fact that she

is entitled to recognition as one of the leaders

in the recording field. Miss Isa Kramer, inter-

nationally famous as a singer of selections in

practically every popular language, gave the

Brunswick dealers a most enjoyable recital.

Miss Kramer, who is an exclusive Brunswick

artist, has won exceptional success in concert

both here and abroad.

Subsequent to luncheon and the musical en-

tertainment Mr. Ware introduced Mr. Beach

as one of the pioneers of the talking machine

industry with an intimate familiarity with every

phase of phonograph activities. Mr. Beach gave

an exceptionally forceful and interesting ad-

dress, during the course of which he said: "My
first experience dates back to the year 1900,

and after spending considerable time in the

retail end I became interested in the wholesale

branch of the business and in a managerial
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capacity. After having served possibly seven
or eight years in retail and wholesale I then

graduated to a semi-executive position with one
of the chief manufacturers. My retail experi-

ence I regard as the most valuable of all, as it

gave me a more intimate insight into the real

workings of the business than any or all of the

other branches combined, and it stood me in

good stead in my later years of experience,

particularly in giving me a keener appreciation

of the retailers' problems and all of the ups and
downs which they fall heir to. It has never

been difficult for me to put myself on their side

of the fence and to view things from their

angles. Probably the greatest of these was the

ability to understand the fluctuation of trade

conditions and to be able to overcome them by
throwing pressure into certain periods in order

to overcome a natural periodic inertness which
has characterized this business, as well as all

other branches of retail merchandising.

"The gains during the past six or eight months
in all of the Eastern sections have been phe-

nomenal, so much so, in fact, that we are already

beginning to curb our activities as regards new
accounts in order to safeguard our present

established dealers. During the past week in

excess of $30,000 in new accounts have been

rejected, partly for that reason, as well, of

course, for the reason that some of the appli-

cants under consideration are not looked upon as

representative in character or temperamentally

unsuited to our business. We are to-day exer-

cising every possible care in determining upon
new dealerships, as there is no inclination what-
soever to accept new business merely for the

sake of a dollar-and-cent gain. Neither will new
accounts be accepted which will in any way
prove a detriment to our present dealers who
are conscientiously endeavoring to work for the

upbuilding of Brunswick in their communities."

After referring to the advertising campaign,

which, he said, "from this time on is going to

be a tremendously big one," Mr. Beach con-

cluded as follows: "At this time of the year,

however, we do want to have you anticipate

your needs as far in advance as possible as our

factories are being taxed to their fullest ca-

pacity and will be for some months to come.

You will render us invaluable aid in placing

your requirements just as quickly as possible,

as by this means we will be in a better position

to command the necessary share of Brunswick

products from our factories. You know as well

as I that we have a prosperous period ahead

and there is no earthly reason why buying

should not be on a very large scale, as our

country is enjoying most unusual prosperity.

There is ample money in circulation to guaran-

tee this and I hope that you will get behind

us in helping us in every possible way to gauge

our supplies at least for the coming four or

six months."

Following Mr. Beach's talk, interesting ad-

dresses were made by Mr. Ware and H. D.

Leopold, manager of the recording department

of the Eastern phonograph division.
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WALL-KANE NEEDLES CONCERT NEEDLES JAZZ NEEDLES

Each needle s^uaranteed Steel needles in tones of The special extra loud
to play ten records. extra loud, loud, medium needle. The only one of

and soft. its kind in the world.

Profit'Producing Jobbing Proposition

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

NEEDLES
50 NEEDLES

IN
A

BOX

60 BOXES
TO
A

CARTON

EXTRA LOUD
LOUD

and

MEDIUM TONES

SELLING PRICE

5c Per Box or

6 Boxes for 25c

COST 2c Per Box
We purchased the entire stock and right to name and trade mark, eliminating the jobber's profit,

cost of collection and cut the manufacturer's profit to the bone, enabling us to offer this same needle

for cash, at $1.30 per carton, in quantities of 10 cartons or more.

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

We will gladly send parcel post PREPAID one sample carton

either extra loud, loud or medium, on receipt of check for $1,50

Phonograph Jobbers Corporation

Mr. Manufacturer, consult

us when you contemplate

retiring.

Manufacturers and Distributors

56 Bleecker Street New York, N. Y.

Telephone Spring 7 1 97-8

Mr. Buyer, consult us when
you contemplate launching a

sales campaign.



58 THE TALKING MACHINE WORLD November 15, 1923

SUCCESSFUL RECORDING EXPEDITION

Okeh and Odeon Record Lists Enlarged by
Addition of Several Popular New Artists as

Result of Chicago Recording Trip

R. S. Peer, of the sales division of the Gen-
eral Phonograph Corp., New York, manufac-
turer of Okeh and Odeon records, returned

to his desk recently after spending two weeks
in Chicago, where he was in charge of a special

lecording expedition that made its headquarters

in the building of the Consolidated Talking

Machine Co., in that city, Okeh distributor.

The members of this party included: Arthur
Bergh, Okeh musical director; Chas. F. Hib-

bard, technical director of the recording labor-

atory; H. P. Decker, his assistant, and A. F.

Thallmeyer, manager of the company's foreign

language record division.

One of the features of the recording expedi-

tion was the work of Finzell's Arcadia Orches-

tra, consisting of seventeen well-known musi-

cians, which made a special trip from Detroit

to record for the Okeh library. A special car

was used to bring the orchestra from Detroit

to Chicago, and banners on the sides of the car

informed the public just where the orchestra

was going. King Oliver's Jazz Band, which is

popular throughout Chicago, also made a num-
ber of records during this trip, as well as

Guyon's Paradise Orchestra, another prominent

dance organization. Bennie Moten's Orchestra,

of Kansas City, Mo., made its first Okeh record-

ings at Chicago, and, in addition, Mr. Thall-

meyer sponsored a large number of recordings

in foreign languages, including a variety of

selections in Italian, Green, German, Bohemian

and Lithuanian.

A very handsome and cleverly designed window
front is being installed in the Davega double

store, located on the north side of 125th street,

between Seventh and Lenox avenues. New York

City. When completed this front will give an

opportunity for a splendid display of the talking

machine, musical merchandise, radio and sport-

ing goods lines handled by this house.

% PHONOGRAPHS RIGHTARM
is the, PHILLIPS TONE ARM
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145 cWest 45^ Street CABLE ADDRESS

"PHONOPART8 New York City

IMICO INDIA RUBY

MICA
DIAPHRAGMS

ALL SIZES-IMMEDIATE DELIVERY
Samples and quotatiom on request

INTERNATIONAL MICA CO.
Phone

Baring hs PHILADELPHIA Cable
Filaste*

WINDOWS WIN FOR CLARK CO.

Timely and Attractive Window Displays Prove
Business Stimulators

Greensburg, Pa., November 7.—The Clark Music

Co., of this city, Sonora dealer, is a firm be-

liever in the value of timely and attractive

window displays, and the accompanying photo-

graph showing one of the recent windows pre-

pared by this company will give some idea of

Clark Co.'s Artistic Window Display

the originality of these exhibits. This partic-

ular window won the enthusiastic approval of

passersby, and of interest is the fact that

the popular Sonora walking doll formed one of

the main parts of this display.

DA LITE'S VICTOR RED SEAL PANELS

Da-Lite Electric Display Co. Issues Series of

Red Seal Panels—Fourteen Colored Panels
Feature Records by Leading Artists

ToLEiio, O., Nox ember 6.—The Da-Lite Electric

Display Co., of this city, manufacturer of display

signs for Victor dealers, has just introduced a

new series of panels featuring Red Seal records

exclusively. This company for several years

past has presented each month a series of sign

panels that usually feature the latest Victor

hits, with one standard number in each set.

With the double facing of Red Seal records,

however, Harry Cuddeback, head of the com-
pany, appreciated the fact that Victor dealers

could use to splendid advantage a set of panels

devoted to Red Seal records only, and a series

of fourteen panels presenting records by some
of the greatest artists in the Victor Red Seal

Catalog are now ready for the trade.

Mr. Cuddeback has prepared a very attrac-

tive circular announcing the new Red Seal

panels, although this circular, which is repro-

duced in black and white, hardly does justice to

the multi-colored effects of the original panels.

Among the famous and exclusive Victor Red
Seal artists who are featured in these panels

are the following: Caruso, McCormack, Heifetz,

I^aderewski, Galli-Curci, Chaliapin, Rachmani-
noff, Werrenrath, Ruffo, Schumann-Heink,
Homer, Kreisler, Gigli and Jeritza.

SEE^ WHAT

ON
PAGE 35
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Price Maintenance to Protect the Public
Representative Schuyler Merritt Says Fixed Resale Prices on

Trade-Marked Goods Will Give Quality Guarantee to the Buyer

^'Editor's - Note.—Representative Schuyler Merritt, of

Connecticut, who has written the following article for The

Talking Machine World, is the author of the Merritt Bill,

which will be again introduced in the new Congress, which

opens the first week of December. This bill provides for

the maintenance of resale prices on products marketed

under a trade name or special brand, and is" known as

H. R. 13494. It was introduced by Mr. Merritt in the last

Congress and reads in part as follows:

"That in any contract for the sale of articles of com-

merce to any dealer, wholesale or retail, by any grower,

producer, manufacturer or owner thereof, under trade-mark

or special brand, hereinafter referred to as the 'vendor,'

who shall for the purpose of preventing discrimination and

protecting his good will clearly mark on each salable unit

of his product, or otherwise make generally known the

price at which such unit shall be resold, it shall be lawful

for such vendor, whenever the contract constitutes a

transaction of commerce among the several States, or

with foreign nations, or in any territory of the United

States, or in the District of Columbia, or between any

such territory and another territory, or between any such

territory or territories and any State or the District of

Columbia, or with a foreign nation or nations, or between

the District of Columbia and any State or States, or a for-

eign nation or nations, to prescribe the uniform prices and

manners of settlement to all purchasers in like circumstances

at which the different qualities and quantities of each

article covered by such contract may be resold : Provided,

that such vendor shall not have anv monopoly or control of

the market for articles belonging to the same general class

of merchandise as such article or articles of commerce as

shall be covered by such contract of sale; and that such

vendor shall not be a party to any agreement, combination

or understanding with any competitor in the production,

manufacture or sale in interstate commerce of any merchan-

dise in the same general class in regard to the price at which

the same shall he sold either to dealers, wholesale or retail,

or to the public; Provided further, that if the purchaser

shall in good faith be unable to sell such goods at the

published price, the purchaser shall first offer such goods to

the seller at the purchase price before he may sell same at

less than the published price."]

The bill H. R. 13494, which I introduced in

the last Congress and expect to introduce again

in the Sixty-eighth Congress, is based on the

proposition that if a man has property rights

in a copyright, or a trade-mark, or a trade

name, these rights should be protected like any

other property rights and should not be subject

to robbery or depredation without redress.

There have been repeated decisions of the

Supreme Court asserting such property rights,

but several of the decisions have contained in-

timations and suggestions, in view of existing

anti-trust and anti-conspiratory legislation,

which in effect state that while a man has prop-

erty rights in his trade name or good will and

while he may have something to say as to the

price at which his branded goods shall be sold

and the conditions under which they shall be

sold, nevertheless if he takes steps necessary

for anj' real protection of his good will he may
be liable to punishment under existing statute

law.

Corrective Legislation Necessary

This interpretation of the law seems to make
corrective legislation necessary if we are to

protect the rights of property which are rec-

ognized in the Constitution.

While, therefore, from the legal side, the case

for legislation is strong it Is equally so from

the economic side.

When any article is subject to open compe-
tition, and especially in the retail trade where
the purchasers are not experts and are neither

competent nor can they afford to test the qual-

ity of the goods purchased, there is a constant

tendencj' to sacrifice quality to price. Such sac-

rifice always tends to deception and sometimes,

as in -the , case of foodstuffs., and medicines, is

dangerous to health. The only cure thus far

discovered for these evils is, first, the manufac-

ture of goods to be sold on their quality rather

than price; second, the education of the public

as to the economic advantage of purchasing

articles of good quality; third, convincing the

public that the particular articles are of such

good quality; fourth, marking the articles with

a trade-mark or trade name so they can be

identified as the goods previously brought to

the attention of consumers.

These conditions involve large expense and

risk on the part of the manufacturer to produce

the goods, to educate the public and, finally,

and most important, to maintain this quality so

that the reputation of the goods may not suffer.

What the Purchasers Want
Bear in mind that articles covered by this bill

are not necessities and not monopolies, such as

water, light, transportation, etc. These articles

are bought simply because the purchasers want

them. They want to be certain as to quality

and to know that they are purchasing the goods

at a fair price and on an equality with other

purchasers.

To give the purchaser this opportunit}" the

articles must have a wide distribution through

the regular and ordinary distributing channels.

To induce the jobbers and retailers to carry the

necessary stocks for distribution they must be

assured of a reasonable profit for carrying the

stock and selling it. They are entitled, when
they buy stocks of such specialties, to be as-

sured that some department store or some

rival will not purchase similar goods and use

them as leaders by advertising cut prices which

leave no profit or, perhaps, a loss. The public,

in the end, does not profit from such price cut-

ting because it is clear that no class of goods

can continue to be sold at a loss and that, if a

loss is incurred on one class, it must be more

made up on another, or the price of the article

in question must finally be advanced beyond

the regular price. There is no danger that,

under this legislation, unreasonable prices will

be charged the public because under price con-

trol the producer cannot afford to ask unrea-

sonable prices as that would stop or limit the

sale of his goods and at once stir up destruc-

tive competition.

By reading the bill it will be seen that it

covers very simply the points above set forth

as desirable. There is a distinct proviso that

the contracts enacted by the bill shall not apply

in case the vendor has a monopoly or control

of the market for the articles belonging to the

same class of merchandise as shall be covered

by the contract. In case the purchaser, acting

in good faith, shall be unable to sell his goods

at the published price he must first offer such

goods to the seller at the purchase price, and

if the seller refuses to purchase then he may
sell at less than the published price.

Controversies to Be Settled by Law
• Finally, this bill avoids any reference to the

Federal Trade Commission and gives it no

power to interfere or fix prices. I believe that,

under this bill, it will be safe and wise to leave

all parties concerned to the rights under law

without the intervention of the Federal Trade

Commission, and I am entirely opposed to ex-

tending further the power or control of the

Federal Trade Commission or any trade com-

mission over business and business men. Presi-

dent Harding well said: "We want more busi-

ness in government and less government in

business."

A Victrola concert marked the opening of the

new store of Ralph E. Dodson, Palo Alto. Cal.

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

How to Sell More
Edison Phonographs

No. 1 Edison
Attachment

Why Not
Demonstrate That Even

Lateral Cut Records Sound Better

on the Edison

Claravox
:cLEAR voice:

Correctly Playi
Ediaon Record*

on Talking
Machines

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

argument. Sells phonographs to people j'ou could not otherwise influence

because the Claravox diaphragm gives results never before heard from
lateral cut records. Its merits are now generally recognized by Edison
Dealers in all parts of the country.

Usual discounts to dealers. Retail price complete. Nickel Plated $7.50

STANDARD
,
Diamond Point

Employs a genuine diamond point,

microscopically ground, and Clara-
vox stylus and diaphragm.
Usual discounts to dealers. Re-
tail price complete. Nickel Plated

S12..W

SPECIAL
Jewel Point

Nearest approach to the permanency
of the diamond point. Claravox
styltis and diaphragm^
Usual- discounts t(}.- dealers. Re-
tail price complete, ' Nickel Plated

S7.50

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

THE CLARAVOX CO. Youngstown, Ohio

CLARAVOX— MAKES PHONOGRAPHS SOUND REAL
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Look Below the Surface!

A tone arm, scientifically constructed of the

best material and of correct proportions, is

vitally necessary for true amplification. Sonora

tone arms represent the ultimate in quality.

Read the message below—of interest to all

phonograph purchasers.

Sonora Tone Arms Are
Correctly Proportioned

Drawn brass has been chosen by Sonora as

the only proper metal for the tone arms of

"The Highest Class Talking Machine in the

World." For brass assures permanent

strength and eliminates absorption of air dis-

placements.

The Sonora brass tone arm is only one of

many quality construction features hidden be-

low the surface which any Sonora dealer will

gladly demonstrate.

Sonora Dealers Have
More to Offer

Part for part, unit for unit, dealers han-

dling Sonora have more value to ofifer their

prospects than those handling other lines.

As one illustration, consider the Sonora

tone arm. It is made entirely of brass, the

one best material for metal tone arms.

The same high quality of material and

construction is found in all other parts of

Sonora. It is this construction which gives

to Sonora its far superior tone, its strikingly

attractive and different cabinetry and de-

pendable motor performance.

This exceptional high quality is selling

Sonoras in quantity. You, too, can build

profitable business with this line. Write

for the Sonora proposition.

The choice of those who've heard them all

Sonora Phonograph Co.
INCORPORATED

279 BROADWAY NEW YORK
Canadian Distributers

SONORA PHONOGRAPH, Ltd. Toronto

THE INSTRUMeSiT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributer named below who covers the territory in
which you are located will be glad to answer all inquiries
regarding a Sonora agency on receipt of a letter from you

The New England States

Sonora Phonograph Co. of
New England,

221 Columbus Ave., Bos-
ton, Mass.

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

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns £ind cities on the
west bank of the river, south
of Highland; all territory
south of Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St, New York

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

60S Broad St., Newark, N. J.

Eastern Pennsylvania,
Maryland, Delaware, Dis-
trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St., Phila-
delphia, Pa.

State of New York
with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

Western Pennsylvania and
West Virginia

Sonora Dist. Co.
Pittsburgh,

of

217 Stanwix St., Pittsburgh,

Ohio and Kentucky
Sonora Phonograph— Ohio
Company,

417 Bulkley Bldg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Iowa, with exception
of the river towns

Doerr-Andrews-Doerr,

Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

C. D. Smith Drug Co.,
St. Joseph, Mo.

States of Montana, Colo-
rado, New Mexico, Ne-
braska and Wyoming East
of Rock Springs

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

State of Indiana
Kiefer-Stewart Co.,

Indianapolis, Ind.

Wisconsin and Michigan
Yahr & Lange Drug Co.,

Milwaukee, Wis.

Illinois and river towns in
Iowa
Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, III.

Utah, Western Wyoming,
Southern Idaho and East-
em Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islamds

THE MAGNAVOX CO.,
lis Jessie St., San Fran-
cisco, Cal.
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Brooklyn Territory

Ready for Holidays

Seasonal Sales Drives Ready for Launching

—

"Kiddies' Room" Installed to Boom Sales to

Youngsters—Trade News and Activities

The approaching holiday season is already

making itself felt in the Brooklyn and Long
Island territory, according to reports of dealers,

many of whom are making preparations for

intensive sales drives. Despite a lull in busi-

ness during the past month, there is a general

feeling of optimism and the conviction that this

will be one of the best holiday business seasons

ever experienced. Although sales have not

come up to .expectations lately, they have been

fair and there is really no cause for worry on

the part of the trade. Many of the more pro-

gressive merchants have succeeded in overcom-

ing any lethargy that existed simply by going

after business harder than ever. This was ac-

complished in most cases by increased adver-

tising and more intensive outside sales work.

The holiday rush will find the majority of the

retailers prepared, both as regards volume of

stock and service facilities.

Loeser's Catering to Kiddies

A new and umque method of pushing the

sales of records and talking machines of the

type designed for children has recently been

inaugurated by the talking machine department

of Frederick Loeser & Co., 484 Fulton street,

Brooklyn, under the supervision of Mabel
Arend, manager of the talking machine depart-

ment.

The plan consists of devoting an entire room
to the little folk. The room is furnished

throughout with children's furniture and con-

tains in addition several toy phonographs.

There are also many toys placed in view. This

room is a most attractive one and is certain

to catch the eye of anyone who happens to be

passing.
|The childreriRs records are placed on a small

table and are arranged to facilitate the choosing
of these recoi'ds by either the little ones or

the grown-ups. The saleswoman in charge of

this room plays the records on a phonograph
and the children are allowed to make their

own selections just as older folk do, although
it often occurs that they know exactly what
they want before they come to make a pur-

\ \ \ W M I ////// /

Feature Something Special

MANY OF OUR DEALERS HAVE
^ FOUND IT TO THEIR ADVANTAGE

TO FEATURE VICTOR RECORDS BY
GIVING CONCERTS IN THEIR
STORES.

THIS IS GOOD NEIGHBORHOOD
ADVERTISING. IF ANY OF OUR
DEALERS ARE INTERESTED, WE
CAN PUT THEM IN TOUCH WITH
MUSICIANS WHO ARE FAMILIAR
WITH THIS CLASS OF WORK.

chase, according to !Miss .\rend. The sales-

woman who has charge of this room is a mother

of two children and consequently is able to

understand the children's wants better than

someone whose experience in that respect is

limited. Great interest has been evinced by the

young folk in this room as the surroundings

are planned so as to make them feel at home
and do away with uny feeling of awe which

children are apt to have in a setting of this

character.

Considerable advertising is being used in the

local papers which is prepared with the idea

of attracting the children through their parents,

and, according to Miss Arend, several mothers

have stated that their children would not give

them a minute's peace until they had been

brought in to see the children's room and listen

to the music.

The little ones take pride in making their own

'The favorite instrument of Holiday buyers*

THE INSTRUMENT OF QUALITY

onor,
CLEAR AS A BELL

The Highest Class
Talking Machine in the World
Our complete exhibit of the superb Sonora Period Phono-

graphs is especially important during the Holiday season—bring

your prospects.

Write or call for information about

our W0% Sonora selling service.

Long Island Phonograph Co., Inc.
Sonora Distributers for Brooklyn and Long Island

17 Hanover Place, Brooklyn, N. Y. Telephone Main 1217-18

purchases and come prepared to pa\- for the

records they may select. Not only have the

records and phonographs been sold through this

method, but a number of orders have been

placed for the various toys on display.

Among the record lines carried in stock are

the "Junior Operetta" series, made by the Vul-

can Record Co., the "Little Tots' Records,"

manufactured by the Regal Record Co., and the

"Bubble Books," published by Harper & Bros.

C. J. lanell With Abraham & Straus

C. J. lanell, formerly of Bloomingdale's and
more recently manager of the talking machine
department of the H. Batterman Co., Brooklyn,

has recently become connected with Abraham
& Straus as manager of the talking machine
department there, succeeding Joseph Flanagan.

Mr. lanell's experience in the talking machine

business extends over a long period and his

friends throughout the trade wish him well in

his new undertakins-.

John H. Bieling in New Home
John H. Bieling, Victor dealer, of Hempstead,

L. I., has moved from Main street to new and
larger quarters at 283 Front street, Hempstead.
This move was made necessary because larger

space was required to handle a rapidly increas-

ing business. The new store is advantageously

located and modern equipment makes this one

of the most up-to-date establishments in- the

vicinity.

Selling High-priced Instruments

H. Lipschitz, manager of Krakauer Bros., 1653

Pitkin avenue, Brownsville, Brooklyn, has met
with considerable success in selling high-priced

Sonora models. During the last six weeks this

company has sold a $3,000 Bardini model, as

well as two $750 Italian and English Renais-

sance models.

J. L. Jones Opens Store

A new store was recently opened by John L.

Jones, exclusive Sonora dealer, at 1815 Coney
Island avenue, Brooklyn, N. Y. The establish-

ment has been attractively fitted up and plans

are under way by the live proprietor for an

intensive sales drive.

Formal Opening of Woodhaven Music Shop
The W'oodhaven Music Shop, exclusive Vic-

tor dealer, held the formal opening of its newly
remodeled and enlarged store at 9309 Jamaica
avenue, Woodhaven, L. I., during the last week
in October. A musical program was furnished

by Maine M. Rountree and His Orchestra,

which rendered a number of popular selections.
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The NEW
Columbia

is superior

Hearing
is believing

Every Model is a Delight to the Eye.

Rare craftsmanship and artistic ability are

reflected in every model of the New
Columbia. Each one is a beautiful piece of

furniture—worthy of any home—always a

"thing of beauty." Seeing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

The store contains complete new equipment,

consisting of hearing rooms and talking ma-

chine, record, piano and other departments.

A "Live" Long Island Dealer

In the accompanying photograph Jerome
Ackerley, the popular Victor dealer located in

Patchogue, L. L, is presented just before enter-

Jerome Ackerley "On the Job"

ing the home of a prospect to sell one of the

new Victrola models. Mr. Ackerley, or "Jerry,"

as he is known to his friends in the trade, is

on^ of the live-wire Victor dealers in the metro-

politan territory, and his success may be attrib-

uted to his thorough knowledge of Victor

product, coupled with an exceptionally keen

sense of aggressive salesmanship.

New Sonera Accounts

The Long Island Phonograph Co., Sonora
distributor for Brooklyn and Long Island, has

secured several new accounts, among them
being Al Bersin, 1253 Bedford avenue, and the

Kern Music Shop, 292 Flatbush avenue, Brook-
lyn, N. Y.

Wins First Prize at Fair

The Cavanora Music Shop, Riverhead, L. I.,

one of the most aggressive dealers in Long
Island territory, was awarded first prize recently

at the Riverhead Fair, which attracts thousands
of visitors from all parts of Long Island terri-

tory. This successful dealer showed a very at-

tractive booth, featuring Sonora phonographs,
Edison diamond disc phonographs, Okeh rec-

New
Releases

Monthly

A.CENT0NZEMUS1CC0.
PUBLISHERS

Distributors and Jobbers in

RECORDS and PIANO ROLLS
174 Johnson Avenue Brooklyn, N. Y.

Oar Latest Rolls Have Met with Great Snccess

Labruzza duci ...... Mazurka
Bocca da baci Mazurka

ords and Crosley radio receiving sets. This is

the second consecutive year that the Cavanora

Music Shop has been awarded first prize for its

exhibit at this fair.

Clever Stunt Bringing Prospects

Prospects are being secured and interest is

being aroused among owners of old talking

machines by a clever stunt which is being staged

by the talking machine department of the Ster-

ling Piano Corp., of Brooklyn. The concern has

arranged a special window display, announcing

that a $250 Victor instrument will be given

away to the person owning the oldest Victor

talking machine. Considerable advertising in

the local newspapers has further augmented the

interest of the public. Many people owning old

Victrolas have already signified their intention

of entering the race. All information as to the

age of the instruments already in the contest

is being withheld from the public by the Ster-

ling Piano Corp. in order to keep interest at a

high pitch. This plan possesses distinct merit

as a prospect producer, according to E. T.

LeTure, manager of the talking machine depart-

ment, judging from the number of people own-
ing old machines who have already entered the

race for the fine new console Victor model.

Blout to Open Flushing Store

The large store at 36 Main street, which has

been occupied by Irving Riesenburger as a fur-

niture store, has been divided into two stores,

and one has been leased by Emanuel Blout, who
will open an establishment for the sale of Vic-

trolas, records, pianos and musical instruments.

Mr. Blout has stores in Newark, N. J.; Ford-

ham, N. Y. ; Bayonne, N. J.; Poughkeepsie, N.

Y., and Brooklyn.

Schweiger Bros. Add Sonora
Schweiger Bros., who operate two large talk-

ing machine establishments in Brooklyn, have

recently added the Sonora line of phonographs
and they are planning to feature this line in an

intensive manner. This concern is considered

one of the livest and most successful in this

territory. The deal was closed by the Long
Island Phonograph Co., Inc., Brooklyn.

Doehlcr Die-Cast Aluminum Phonogrraph
Reproducer Rings

Occasionally, a change from machined to die-cast
parts would involve preliminary experiment and ex-
pense which a logical user of die-castings may hesi-
tate to enter upon.

Doehler engineers are always ready to work with
such a prospective customer—to make with him, in
his own plant, a survey of his product and processes
—to study his individual problem in detail—and to
make recommendations based upon an unequaled
experience.

And the Doehler Company will share with the
prospective buyer the expense involved in this sur-
vey and development.

BROOKLYN. N.Y.
TOLEDO. OHIO.
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Its not tob late

^g^^ To gptt/our

^gl^ fulimnday

7)PCember
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^^^===========:===*^^ Despite the rush demand for BAGSHAW Needles

which has continued at an ever-increasing pace

throughout the early fall, we are still in a position 1o

make full deliveries with reasonable promptness. We can fully take care of your

holiday requirements—provided you order NOW. If you delay your order

further, we cannot guarantee complete delivery at present prices. We strongly

urge prompt action on your part in sending us your complete holiday require-

ments. You may be sure °of prompt action on our part in attempting to fill them.

W. H.BAGSHAW CO.
Patific Coam Distributor-

Waller S. Gray Co.
lost Mission Si.

^?an Francisco, Cal.

Factory, Lowell, Mass,
370 SEVENTH AVENUE] NEW YORK
AT 31st STREET SUITE 1214.

;
Forfign Export:
CKipman, Lid.
8-10 Bridge St.

New York City
f

Canadian Distributor: Ifcsler" Dislribulor'.

The Musical Mtlse. Sales Co. Tiie Cole & Dunas Music Co.
79 Welliiif;i.,n Si.. W. 430 5o. Wabash Ave.

Toronto ChicHKO



November 15, 1923 THE TALKING MACHINE WORLD

AS

OurSupplyis-
BeinqRapidly
Exhausted

-Si®

BRILLIANTONE 1

Record Cleaner-^CoDtainer(brobinaripn

500 NEEDLES ^ ^ steadily mounting demand l or this

novel and useful combination is rapidly exhaust-

ing our present supply. Rush your order to us now to be sure of

complete holiday delivery. Each waterproof tin box contains 500

needles; the well padded velvet cushion is an ideal record cleaner.

Packed in display cartons containing 20 packages. The Special Min-

imum Quantity Introductory Offer of 10 cartons costing you $60 and

selling for SlOO will be withdrawn shortly.

BRILLIANTONE
STEEL NEEDLE COMPANY OF AMERICA, Incorporated

Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass.

370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK
Pacific Coast Distributor : l^estern Distributor: Canadian Distributor: Foreign Export:

Waller 5. Cray Co. The Cole & Dunas Music Co. The Musical Mdse. Sales Co. Chipman. Lrd.
10.54 Mission St. ' 430 So. Wabash Ave. 79 Wellingion Si.. W, S-IO Bridge Sr.

San Francisco, Cat. Chicago Toronto New York City
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LARGE EMERSON PHONOGRAPH SALES

Quota for Eastern States Booked Up—Emerson
Records Also Going Big—Many New Dealers

—Some Striking Window and Counter Fea-

tures—Jewish Records Grow in Favor

An impressive indication of Eastern activity

in the talking machine field is contained in a

statement by the Emerson Phonograph Co.,

Inc., manufacturer of Emerson records, which
shows that the sales of the new Emerson
phonographs in its territory are already suf-

ficient lo cover the quota for the Eastern States

to January 1. The entire Emerson line of new
models has won the approval of Emerson re-

tailers, and the movement to the consumer at

this period has been greatly beyond earlier

anticipations.

The sale of Emerson records since the re-

duction in price has shown substantial increases.

The various Emerson record jobbers have

added considerably to their orders each month
and plans for a greatly increased production

have been found necessary by the Emerson Co.,

not only to care for the current monthly busi-

ness, but also the stimulated demand induced

by the proximity of the holidays.

Several new members have been added to the

sales stafif of the Emerson record organization

in order to care for the enlarged business, in-

cluding W. R. Hall, who, for a number of years,

was connected with the Pathe Radio & Phono-
graph Co., Inc.

The Emerson Phonograph Co., Inc., issues

monthly a series of attractive window strips

and counter advertising material on individual

record numbers. These the retailer finds are

sales creators. Of particular importance to

dealers handling the foreign catalog of Emerson
records have been the attractive posters on the

new Jewish records. The Emerson Co. has

added some new Jewish stage favorites to its

list of artists and under the present plans of

the company six timely Jewish selections will

be included in each monthly list.

The records of Bessie Weissman, the Jewish
character singer, are among the most successful

of the foreign selections handled by Emerson
dealers. The new clarinet solos by N. Brand-
wine have also been found to be active sellers.

Other Jewish Emerson record artists include

Morris Goldstein and Michael Michalesko.

B. Abrams, president of the Emerson Co.,

recently stated that his organization is looking

forward to one of the busiest holiday seasons

in the history of the company. Retailers, he

said, who have not planned far in advance to

care for a heavy volume of holiday business will

find themselves unable to get goods.

H. C. GAWLER WITH GENERAL RADIO

Widely Experienced in Radio Merchandising

—

Was Formerly With Radio Corp. of America

Harry C. Gawler, for the past three years

connected with the sales department of the

Radio Corp. of America, New York, has severed

his connections with this company, and on No-
vember 1 joined the forces of the General Radio

Co., of Cambridge, Mass., as sales promotion

manager. As a radio man, in both the adminis-

trative and technical branches of the service,

Mr. Gawler is well known to engineers, radio

operators and a host of business men identified

with the merchandising of radio apparatus. He
has been identified with radio circles since 1904

when he joined the Communication Division of

the Navy, and ever since that time he has taken

a keen interest in radio activities.

In the World War Mr. Gawler carried the

rank of captain in the First Signal Battalion

of Massachusetts, and the rating of lieutenant

in the U. S. N. R. F. While assigned to duty

in the Azores during the war, Mr. Gawler won
recognition from the Portuguese Government

and was decorated with the Order Militare de

Avis for distinguished service during the influ-

enza epidemic on the island.

"PHONO-VAUDETTE" WINS FAVOR

Covington, Ky., November 5.—Although it had

made preparations for a record-breaking holi-

day trade, the Commercial Art Shop, of this

city, manufacturer of "Phono-Vaudettes" has

found it impossible to keep pace with the de-

mands of the trade. The company states that

order^ have been received from dealers through-

out the country and even from abroad, with the

result that the factory is working to capacity.

The use of the novel characters, such as "Shuf-

fling Sambo," "Scotch Lassie" and others to

form a group of vaudeville artists, has appar-

ently made a popular appeal.

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAVS ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.

FAIR EXHIBIT BRINGS PROSPECTS

Live Dealer in Hazleton, Pa., Secures an Active

List of Sonora Prospects and Closes Several

Sales as a Direct Result of Fair

Hazleton, Pa., November 7.—Robert Meikrantz,

Sonora dealer in this city, recently sponsored a

very attractive exhibit at one of the local fairs.

Exhibit Made by Robt. Meikrantz at Fair

which not onlj' was responsible for securing an

active list of prospects but resulted in the clos-

ing of several sales. The booth was artistically

decorated, and, as the accompanying illustra-

tion will show, the Sonora line was presented to

excellent advantage.

NEW ROCHELLE DEALER BANKRUPT

New Rochelle, N. Y., November 7.—A petition

of involuntary bankruptcy was recently filed

against Philip Pravder, Inc.. dealing in pianos

and phonographs.

Victor

Wholesalers

The House
of

Mellor
In

Pittsburgh
since

1831
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Ha!
Now for the

Second Spasm!
You remember the first one. of course! That
nation-wide convulsive spasm of prolonged

laughter caused by hundreds of thousands of

OKeh Laughing Records—the largest and

fastest selling records in the industry. And
yet, with all the tremendous sales that these

records have had, the sales-surface has hardly

been scratched! There are still millions of

people in this country who have never heard

these rare bits of riotous comedy—millions

who will unquestionably want and enjoy their

irresistible, contagious mirth.

The OKeh Laughing Records, "The Original"

and No. 2, "The Singing Lesson," are by no

means things of the past! Right now they

are being steadily sold all over the country.

Brand new attention-getting, sales-producing

window displays and other well-planned ad-

vertising material have been specially prepared

to create new enthusiasm for these records

among the millions who have yet to hear

them. Watch your mail for the "broadside"

explaining our new extensive publicity cam-

paign and the part you can play in making it

a howling success! We are out to make the

demand for these records greater than ever!

The

Last year the OKeh Laughing Records became
the biggest business-getters in the industry.

You can help make them the same this year

by effectively using our specially-prepared

advertising material and putting your best

sales effort behind them. The OKeh Laugh-

ing Records, incomparable riots of fun and

laughter from start to finish, are just what the

laugh-loving public is always eager and ready

to purchase. We have "the goods"—let's make
the "Second Spasm" of The OKeh Laughing

Records longer, louder, and livelier than ever

before!

AUGHING RECORDS
BUY OKEH NEEDLES

GENERAL PHONOGRAPH CORPORATION
25 West 45th Street otto heineivian President New York, N. Y.
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The NEW
Columbia

is superior

Hearing
is believing

The Motor has Limitless Life. Think

what this means—constant and fauhless per-

formance for every owner of a New
Columbia. Never was there a better phono-

graph motor built. It has set a new standard

in the phonograph industry. The years will

tell.

COLUMBIA PHONOGRAPH COMPANY
New York

NEW FEDERAL DISTRIBUTING PLAN

Present Plan Includes Placing Distributing

Agencies in Small Cities as Well as More Im-

portant Trade Centers of the Country

Albany, N. Y., November 8.—The Federal Rec-

ord Corp., of this city, has announced a wide

plan for the national distribution of its product,

the Federal record. Under the arrangements

inaugurated by the company exclusive Federal

dealers are to be appointed in the smaller cities

and territorial allotment in the larger trade

centers. By this plan it is proposed to add con-

siderably to the present distribution of the com-

pany and also to continue retailing this record

at a popular price.

The Federal catalog comprises a long list of

current, vocal and instrumental selections of the

popular variety and a large and' comprehensive

catalog of standard, classical and sacred music.

The recordings often carry the name of nationally

knovifn artists and the dance selections are the

work of musical combinations that make a fea-

ture of that type of program.

Besides the plan of protection to its dealers

the Federal Record Corp. lays particular stress

on the quality of its product, its durability and

its finish. A special point is made of service to

the retailer on deliveries, co-operation and defi-

nite sales plans.

The Federal Record Corp. some years back

was known as the Indestructible Phonographic

Record Co. Originally established in 1900, it

produced for many years a cylinder record

which had large sales in various parts of the

country.

The personnel of the organization remains the

same as when the company bore the older name.

They are, therefore, record specialists of long

experience, both from a technical laboratory

standpoint and trade and merchandising expe-

rience.

TEACHERS LIKE CHILDREN'S RECORDS

Educational Value of Records for Children

Being Recognized by Manufacturers

That children's records have other values than

for mere entertainment purposes is rapidly be-

ing recognized by manufacturers of such goods.

This is the result mainly of the encouragement

received from teachers and others particularly

inte-ested in the development and welfare of.

children. This is impressively demonstrated by

commendatory letters. Among the hundreds of

such letters received- by the Regal Record Co.,

Inc., manufa'cturer of "Little Tots' Nursery
Tunes," is the following from Miss Winnie May
Hill, kindergarten teacher of Macon, Ga., which

speaks for itself:

"The 'Little Tots' Nursery Tunes' are delight-

ful and I am using all I can get of them in

my kindergarten. They are so clear and little

children can understand the words so well.

They are by far the best children's records I

have ever found, and I wish to let you know we would love to have more of them. The pic-

how much we enjoy them every day, and that tures are lovely and appeal to the children."

A Loud Speaker That Compares
Favorably with the Highest Phonograph

Trade-Mark

Letters trom Users

Requested

What have you ac-

complished with your

Atlas Amplitone? Tell

us about it

!

Batumi

Re-PWDmm
Adds

AMPLITONl
LOUD SPEAKER

ELL the loud speaker that re-

PRODUCES music on a par

with your finest phonographs. The
Atlas Loud Speaker completely sat-

sfies the musical critics. Patented

"double diaphragm" responds to

delicate overtones fully and to

heavier tones with perfect restraint.

No blasting, distortion. Voice and-

instrument NATURAL AS LIFE.

.Adjustable to all sets and to indi-

vidual receiving conditions.

Stock NOW for CHRISTMAS
and a QUICK Turnover

Write for Booklet "0"

Contains helpful information

Sole Canadian Distributors

The Marconi Wireless Telegraph Company of Canada, Limited,
Montreal, Canada

Multiple Ekctric Products Co.Inc.

ORANGE ST.
RADIO
DIVISION NEWARK, N. J.
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at Carnegie Hall-

—

APATTER of welcoming applause as an energetic,

boyish figure steps out upon the stage; two deep,

sonorous piano chords; and the pensive, singing melody

of the Thais "Meditation" pours from Spalding's violin.

Music lovers had to travel to the artist, until the ideals

and the genius of Edison conceived the possibility of

actually Re-Creating song, speech and music; until years

of research and a fortune of three millions of dollars

were spent in order to make that Re-Creation an estab-

lished fact.

But the New Edison Phonograph now brings the world's

richest, rarest musical treasures into the homes of people

everywhere— it has become a great cultural influence in

the home life of the nation.

And public appreciation has built up a demand that

makes the Edison franchise one of the major prizes in

the musical field. (Continued on next page)

G R A P H
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your townsfolk hear

NEWi
O N O
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the master violinist
HICKORY LOGS softly flaming on the hearth;

deep-sunk in cozy easy-chairs a friendly

group, expectant — and from the magic cabinet

pours again the haunting melody of Massenet's

inimitable "Meditation"— exactly as Spalding may
be playing it to-night in New York.

Every vibrant, vital shade of expression, every

glorious tone-color are preserved, Re-Created by

the New Edison for the delight of thousands of

lovers of great music.

You see the instrument ; but you hear the artist's

true performance. The New Edison is the only

phonograph that dares direct comparison with the

living artist.

Your townsfolk want to see, and hear—and buy
—the New Edison.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

EDISON
R A H
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iifci A lit 't. i These Song Hits ore the talk of the towiLl',;

THE Foxtrot
Sensation.

Melody
Song hit from.

LITTLE JE.SS1E JA-MES"

*LOVE
TALES
A fine swinging
FOX-TROT TUNE

You can't wrong with any FEIST song*

ALB AlSl Y
Christmas Clubs in Process of

Organization—Shortage of Cheap
Models—Brisk Trade—The News

Albany, N. Y., November 7.—The Albany

dealers have practically all organized Christ-

mas clubs for the sale of talking machines for

delivery the week before Christmas. The plans

do not vary much, all providing for initial pay-

ments of from $1 to $2.50 and a like amount in

weekly paj'ments. The plan was first tried last

year by a few dealers who realized they had

started too late in the season, but the result

showed its value and this year nearlj- every

dealer started his club early in October and all

report gratifying returns. The problem now
before them is to be able to deliver the ma-
chines before Christmas, as promised. There is

a shortage of the cheaper models, but little dif-

ficulty is experienced in obtaining those of

higher price. The majority of the Christmas

club members have ordered the $100 models.

The holiday trade in machines will be confined

nearly to the club plan, but the dealers are plan-

ning extensive sales of records for Christmas

gifts. The weekly release of Victor records

is welcomed by the dealers, who are now able

to become more familiar with the new issues

and demonstrate them without waiting for the

EDISON-

larger stock of monthly releases. Extensive ad-

vertisements are being placed in the local pa-

pers by the Victor Talking Machine Co. and

the Sonera Phonograph Co., featuring the new
releases.

The Baker Music House, Inc., instituted a

voting contest for the most popular boy or girl

November 1, to close December 1, with a bi-

cycle as a prize. One vote is given free to

each contestant and ten votes with every Co-

lumbia record sold.

The American Phonograph Co., distributor of

Victor records for eastern New York, reports

largely increased orders, compared with the Fall

business of last year. Mr. Griffin says the new
policy of the Victor Co. in price reductions and

the introduction of double-faced records and
more frequent releases has greatly stimulated

sales for the holiday demands and hopes that

the factory production will be sufficient to en-

able him to fill all orders.

The American Phonograph Co., 707-9 Broad-

way, Edisc^n distributor, has been kept busy
supplying its dealers with sufficient stock to

meet the growing demand. Edison retailers are

evidently taking good care not to be caught

short of stock when the real pre-holiday buying
gets under way. The Edison is firmly en-

trenched among the most popular instruments

in this section of the State and the outlook for

a big year-end business is excellent.

Frederick W. Tietz, Sr., the oldest music

dealer in Albany, died October 27, at the age of

seventy-two. The Tietz music store has been

The Key to Opportunity!

t6 Mm
NEWliBsON
COMPARISON 'witHlTHElUVING ABTIST

REVEALS j.Nq DIE^ERENCE

Do you know that right now—this very day

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about
this "once-in-a-lifetime" Edison sales

opportunity.

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

AMERICAN PHONOGRAPH CO.
707-oq BROADWAY, ALBANY, N. Y.

in its present location for more than a century,

the business having been started by Mr. Tietz's

father at 712 Broadway. The first Mr. Tietz

came from Germany and began the manufac-
ture of pianos and occasionally Albany dealers

come into possession of the old Tietz grand
style of instruments. Mr. Tietz was the first

music dealer in New York State to sell Edison
talking machines, the old models with the big

horns. The first records sold by him were the

round, tinfoil kind. Mr. Tietz encountered

much opposition to the sale of the machines
and records from musicians, who said the pub-

lic taste for music would be spoiled by the

crude rendering of the classics, but he lived

long enough to note their change of attitude.

Mr. Tietz continued to deal in the Edison and
other lines of phonographs and records until

his health failed, and the business has been in

charge of a son, Frederick W. Tietz, Jr., the

fifth generation bearing the name. He is also

survived by his widow and another son, Adam
Tietz, of Saginaw, Mich.

William J. Killea, South End dealer in phono-
graphs and records, has organized the South
Pearl Merchants' Association, comprising mer-
chants in all lines in this section. He is the

Association's first president. The first act of

the Association was to open the stores of the

section Saturday evenings. Mr. Killea reports

a big sale of records each Saturday evening.

McClure & Dorwaldt are making extensive

interior alterations to their store at 64 North
Pearl street. A new mezzanine floor has been

added, to which the offices were moved, and the

record department has been moved to the front

of the store. Additional space is provided in

the rear for the Victrola department. The decora-

tive scheme was changed from mahogany to

ivory.

Ralph W. Jones has joined the sales force of

the Strand Temple of Music.

Joseph Kennah, of the sales force of Pom-
mer & Sons Music Store, recently resigned to

accept a similar position in the Schenectady

store of the Baker Music House, Inc. Mr.

Kennah was succeeded by his brother Vincent.

SOPHIE BRASLAU IN RECITAL

Well-knowm Contralto and Victor Artist At-

tracts Brilliant Audience in. New York

Sophie Braslau. prominent contralto and Victor

record artist, gave a very successful recital at Car-

negie Hall on Sundaj- afternoon, October 28,

which was attended by a number of prominent

musicians, including Rachmaninoff, Godowsky
and several members of the Chauve Souris Co..

who came over from Philadelphia with Mr.

EaliefT especially for the concert.

TO INTRODUCE NEW MODEL
The Columbia Mantel Co., Brooklyn, N. Y.,

announces that a new model will shortly be

added to the well-known "Recordion" Hne of

talking machines which it produces. This will

be of the console type in English-Renaissance.
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RGproducGr ancfTonaArm

Original and Exclusive Features
Play Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 8^", 9^", 10^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

Reproducer in position to play

Edison Records with Saffo
point or fibre needle.

Shows reproaucer thrown back
on tone arm in Edison position.

Dome cannot touch it.

-phMPARTScT

Equipped with or without
Mute, Mica or NOM-Y-KA
Diaphragm.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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FORMAL OPENING OF LIBERTY STORE

Edison Phonograph Department Is a Feature

of Twelve Points, Ind., Establishment

TwELVK Points, Ind., November 5.—The new
Liberty Store, 1247 LaFayette avenue, staged a.

formal opening here which was attended by

many friends and patrons of the concern. A
feature of the new establishment is an attractive

phonograph department in which are displayed

a complete line of Edison instruments and rec-

ords. A musical entertainment, in which the

Edison phonograph played a prominent part,

was enjoyed by the guests, who included L. P.

Brocke, of the Indiana Phonograph Co., Edison

distributor. Mr. and Mrs. Joe Edgerton, the

proprietors, have been in business here for

seven years.

THOMAS MUSIC CO. OPENS

ScRANTON, Fa.. November 3.—The Thomas Music

Co., which has remodeled its store at 232 North
Main avenue, has held its formal opening here.

MAKES SALES TO HOTEL GUESTS

The Ansonia Music Shop, Brunswick dealer,

which is located diagonally opposite the An-

sonia Hotel in New York, has closed many
sales recently to celebrities in various walks

of, life who make their headquarters in this

prominent hostelry. Among the recent sales

closed were handsome Brunswick models to

Chas. W. Schwab, famous steel magnate, and

Babe Ruth and Wally Schang, of the Yankee

baseball team, world's champions. In each case

a representative assortment of Brunswick rec-

ords accompanied the sate.
.

HOLLY BOXES FOR REGAL PRODUCTS

The Regal Record Co., Inc., manufacturer of

Regal records and "Little Tots' Nursery

Tunes," recently announced to the trade its

ability to furnish special holly boxes for Christ-

mas sales. These will be distributed through

its jobbers and, undoubtedly, these neatly

packed Christmas goods will be the means of

•ncreasing holiday sales.

ANNOUNCE HOME RECORDER ON PATHE

All Models of Pathe Phonographs to Be
Equipped With Device for Making Records
at Home—Pathe Dealers Enthusiastic

Ever since the production of the first phono-
graph the novelty of listening to one's own
voice has maintained its appeal. A number of

separate home recording devices for disc ma-
chines have appeared on the market from time

to time. It has remained, however, for the

Pathe Phonograph & Radio Corp., Brooklyn,
N. Y., to surprise the trade with a home re-

cording device built as a part of the regular

talking machine. Effective immediately, all

models of Pathe phonographs will be equipped
with a Pathe home recorder, an exclusive fea-

ture manufactured by the Pathe Co. This clever

How Pathe Home Recorder Operates

new device makes it possible for all, novice or

otherwise, to make their own records in their

homes and immediately after, by bringing into

use the regular tone arm of the Pathe machine,

it is possible to "hear your voice as others hear

it." The Pathe home recorder is a separate

and distinct device from the reproducing part

of the machine and is installed at the left of

the turntable and may be swung completely out

of the way or detached when not in use. It

consists of a swinging arm or bracket, a record-

ing horn and a Pathe diamond-cut stylus. The
recordings are made on a special smooth alumi-

num composition disc which has been named
"Pathegram." As this disc is entirely smooth
and ungrooved a master guide for the grooves
is furnished which controls the grooving at the

same time as the recording. From the initial

announcement of this important, exclusive fea-

ture of Pathe machines enthusiastic congratu-

lations were received from Pathe dealers all

over the country. The opinion generally ex-

pressed was that this exclusive feature was one

much in demand by the buying public and
would contribute greatly towards increased ma-
chine sales.

Another point of the "Pathegram" presented

by the Pathe Phonograph & Radio Corp. in its

literature is as a medium of correspondence,

claiming that it can be produced cheaper than

a typewritten message, and will carry with it

the personality of the voice of the sender. Thei

label of the "Pathegram" suggests that the

writer dictate his answer on the reverse side.

PLANNING "BANNER RECORD WEEK"

The sales and advertising departments of the

Plaza Music Co., manufacturer of Banner rec-i

ords, have announced a "Banner Record Week,"
November 17 to 24 inclusive. A special cam-
paign will be made during that period on Ban-

ner records in co-operation with the Plaza's re-

tailers. Some very original advertising features

for dealers' use will be forwarded to the trade

and many special window showings of Banner
records and the use of window streamers,

hangers and other material to attract the con;

sumer have been arranged. "'-i

The Abbott-Trover Music Co. recently held

the formal opening of its new store at 117

South Eighth street, St. Joseph, Mo. Souvenir?

Avere given to all visitors.

A Broad Claim

We maintain that our model S.S. motor

is the perfect equipment for Portable use

and is guaranteed to play in excess of two

records. This statement is based on its

acceptance and approval by the repre-

sentative manufacturers of Portable

Talking Machines.

We also manufacture two types of

double spring motors guaranteed to play

three and five records.

Further information supplied on re-

quest.

The silent MOTOR CORPORATION
CHARLES A. O'MALLEY, President

321-323-325 Dean Street BROOKLYN, N. Y.

Telephone Sterling 4861
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Back of the proven quality of Crosley Radio Receivers

and parts is the consistent Crosley advertising v^rhich is

educating the public to the merits of those instruments

and creating an ever-increasing demand for them. Above
is reproduced a full-page advertisement that will appear
in the December 1st issues of the Saturday Evening Post,

Country Gentleman, Popular
Mechanics, and all the leading

radio publications. It is the first

of a new series that is bound to

bring big results.

If you handle the Crosley line

you are offering to your cus-

tomers the best-known, most
successful line of radio products

ever produced.

From the two-tube Crosley Model VI at $30 to the

beautiful Consolette, Model X-L, at $140, Crosley re-

ceivers have proven the most remarkable sets ever offered

to the public, regardless of cost.

The Model X(ten)-J illustrated above is a four-tube

set combining one stage of radio frequency, detector and
two stages of audio frequency
amplification.

Write for Complete Crosley
Catalog, sending us the name of

your jobber.

An Enlarged Reproduction of

the Page Advertisement pictured

above will be sent on request.

It makes a very attractive

Window Poster.

Better -Cost Less

Radio Products
List prices on our equipment west of the Rockies \0 per cent higher. In Canada add duty.

Crosley Manufacturing Company
Powel Crosley, Jr., President

1126 ALFRED STREET CINCINNATI, OHIO
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The NEW
Columbia

is superior

Hearing
is believing

The Automatic Start and Non-Set
Stop is unfailing. We have made ten

thousand tests by actual count. Regardless
of what record is played, this exclusive fea-

ture is positive in its performance. The turn-

table starts revolving when the needle is

placed on the record and it stops every time

after the music is finished without any previ-

ous adjustment. Testing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

RICHMOND
Good Business Continues — Fine

HoUdax Outlook—Consoles Lead
Demand—Activities of the Month

Richmond, Va., November 5.—Talking machine

dealers of this city are agreed that the outlook

for late Fall and Christmas trade was never

better than it is this year. Practically all of

them report that business during October sur-

passed that of any corresponding month in re-

cent years and they feel confident that sales of

both machines and records will continue to

maintain a high mark the remainder of the

year. Some delay is being experienced in get-

ting goods from the factory, but this is not

dampening their spirits to any appreciable ex-

tent, for they feel sure that adequate stock will

be in hand by the time the holiday rush season

opens up strong. One dealer is already well

stocked. This firm is Walter D. Moses & Co.,

Victor dealer, which, in accordance with its

annual custom, began stocking up the early part

of the Fall season, an upper floor of its estab-

lishment being reserved for this purpose. Louis

J. Heindl, head of that company, reports busi-

ness at this time fully twice as good as it was
at the same season last year. Considerably

more cash sale? are being made, while time

payments are showing marked improvement,
money being apparently plentiful with all

classes. Consoles continue to be the leading

sellers.

Edison dealers are preparing for an excep-
tional holidaj- business and they do not intend

to be caught short of instruments, if the vol-

ume of orders being received by the C. B.

Haynes Co., Inc., Edison distributor, may be

taken as an indication. The C. B. Haynes Co.

covers an extensive territory, including Virginia

and the Carolinas. The Edison has made
steady strides in popularity throughout this sec-

tion and the demand is rapidly growing.

The weekly issuance of records has greatly

stimulated sales in this line since that policy

was adopted, customers calling more frequently

than they used to do when the records were
issued monthly. The retail department of the

Corley Co. reports that sales of Victor records

Iiave been increased not only by that policy,

but by the double-faced records which are to

be had for a sum slightly in excess of that paid

previously for two separate records. "Blues"
records are the favorites with a large class of

the trade.

The Colonial Piano Co., Columbia dealer,

says that the "Jail House Blues" record, a

new one on the market, is proving an especially

good seller.

Sales of "The Song of Love," from "Blos-

som Time," were boosted greatly by the recent

appearance of that play at the Academy of
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Disc and Amberola
Instruments

SALES

DISTRIBUTORS

NEW%lS|lSON
GOMPARISON Wltlll THE UVINC ARTIST

IlLVEALS NO DIFFERENCE

Recreations and
Amberol Records

PROFIT$

Brisk fall business has begun and the busy
winter season is approaching

A few more dealerships must be established

to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

ACT NOW

RlCHMOND,VlRGINIA
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Music, many playgoers who saw the show hav-
ing since made purchases of these records. Lee
Fergusson, Victor dealer, reports that "Last
Night on the Back Porch" is having quite a

good run, with no prospect of the interest in

this record abating. This dealer finds the $150
console models to be his best seller, and there

is a gratifying increase in cash payments.
The Cohen Co., department store of this

city, recently added a record department and is

handling the Pathe line. It is the first depart-

ment store here to expand in this direction and.

if the venture proves satisfactory, it is thought
likely that it will take on the Pathe machines
also. Goldberg Bros., Pathe distributors, cov-

ering the Virginias and the Carolinas, are still

pushing the sales of their concert Actuelles and
report that the drive is meeting with gratify-

ing success. One of these models is now being
tried out at the Y. M. C. A. in Richmond. Sev-
eral others have already been sold here in re-

cent weeks. Orders from dealers indicate the.\

are stocking up well for the holiday trade

throughout the territory. The Pathe sapphire

needle, adjusted to play soft or low, is proving

Ijopular with the trade and is helping sales of

both models and records, according to dealers.

H. Wallace Carner, Starr distributor, has re-

turned from a business trip through North
Carolina and the southern section of Virginia

and reports finding business picking up appre-

ciably in that territory. "Black Sheep," a new
Gennett record, is going strong, he says. An-
other record finding a ready sale just now is

the "Land of Cotton."

Sterchi Bros., Inc., of Asiieville, X. C, have

taken on the representation of the Victor lines

and are prepared to push them strongly. The firm

recently opened a large furniture store there.

W. T. Davis, of Baltimore, factory represent-

ative of the Victor, traveling Maryland, District

of Columbia and the two Virginias, was a visi-

tor to Richmond recentlj-. He reported busi-

ness holding up strong throughout his territory.

P. E. Lotz, formerly manager of the Wins-
ton-Salem, N. C, branch of the Sprinkle Piano

Co., is now in charge of the Richmond branch

of that companj', having been transferred on

October 15. He succeeds A. H. Nokes, who
resigned to form a connection with a life in-

surance agency in Richmond. Mr. Lotz' suc-

cessor at Winston-Salem is E. R. Woolidge,

fonnerly assistant manager of the Sprinkle

store there. The Richmond store is exclusive

dealer for the Brunswick talking machine, hav-

ing been given exclusive jurisdiction in that city

within the last several months. Console models
priced at $200 are in greatest demand with the

Richmond trade, according to Manager Lotz.

J. L. MORRIS OPENS NEW STORE

Miami, Fla., October 29.— new music shop is

to be opened this week in the arcade store

block by J. L. Morris, formerly bandmaster at

Athens, Ga. Mr. Morris plans to have "every-

thing musical in hi? shop-
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How Hohner Helps You!!
The Greatest Campaign for Increasing Your
Hohner harmonica SALES Ever Inaugurated !

!

Magazine Advertising
Hohner Advertising is appearing in 45 na-

tional periodicals having a combined month-
ly circulation of over 50,000,000 copies.

Newspaper Advertising
The Hohner Harmonica is being consistently

advertised in leading newspapers throughout
the country.

Publicity Stories

Through our efforts the Hohner HarmonicaG
are being featured in newspaper publicity

stories, editorial comment, including photo-

graphs and rotogravure pictures.

Radio Advertising
Hohner broadcasting secures additional har-

monica publicity. Hundreds of thousands
have listened in on these radio concerts.

Movie A.dvertisinp^

Wesley Barry, the celebrated movie juvenile

star, is giving the Hohner Harmonica valu-

able publicity in thousands of motion picture

theatres.

Window Display Charts
Attractive charts in colors for your win-
dows showing how easy it is to play the

Hohner Harmonica. These charts create

quantity sales of Hohner Harmonicas.

Boy Scout Publicity
Every boy scout in the land is reading about
Hohner Harmonicas. Hohner Harmonicas
have been selected for the supply depart-

ment of the great Boy Scout Organization.

Harmonica Contests

With the co-operation of M. Hohner, news-
papers, civic and state authorities, and also
other organizations have arranged tremen-
dously popular harmonica contests in many
cities.

Vaudeville Publicity

Not less than forty-five individuals and teams
of national renown are playing Hohner Har-
monicas exclusively in vaudeville. 1 1 6,-

800,000 people annually are being thus
entertained by the Hohner. ,

Artists' Testimonials

Great artists like Dr. Hugo Riesenfeld, di-

rector of the famous Symphony Orchestras
at the Rivoli and Rialto Theatres, New York
City, give unreserved praise to the Hohner
Harmonica.

Instruction Books
The most comprehensive and easily under-
stood instruction book ever written on Har-
monicas has been published by M. Hohner
and 300,000 have already been circulated,
creating tremendous sales. A new edition
of 1 ,000,000 copies now being distributed.

Demonstrating Artists on Tour
Leading professional performers in the
service of the house of M. Hohner are
demonstrating the musical possibilities of
Hohner Harmonicas on extended tours.

The cumulative effect of these varied activi-

ties is of incalculable value to all music
dealers.

Everything Free to You!
HOHNER HARMONICA-THAT musical pal of mine

M. HOHNER
114-116 EAST 16th STREET NEW YORK
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Verbosity Often Kills Interest of Buyers
The Salesman Who Talks Too Much Destroys His Chances of

Making Sales, Says Braid White—Several Concrete Illustrations

The tales that have been told about salesmen

who first talked their customers into buying

and then talked them out again are almost as

numerous as the variations on the late B. L. T.'s

valve handle wheeze. Tales of salesmen who
talk too much are, in fact, altogether too nu-

merous to be ignored.

The man who talks too much usually suffers

from poor control over his nerves. If he really

were master of them he would not be fright-

ened during any part of an interview, and he

would have complete control over his words.
He would know precisely what he was going to

say and precisely when to stop and let the other

person have a bit of a say for himself. It is

a strange fact, but one confirmed by the experi-

ence of everjr man and woman who has to deal

with salesmen, that the point of view of the

buyer is usually the last point to which the

seller pays the slightest attention. Books are

filled with all kinds of good, bad and indiffer-

ent instructions to the salesman about how to

persuade or even to bully people into a pur-

cl ase, but hardly anyone ever seems to stop to

think that no sale is worth a hang unless the

purchaser comes to realize that the thing

bought is in reality something actually wanted
and needed, but of which the want and the need
were not at first recognized. The finest sales-

manship is the salesmanship which devotes it-

self to proving to a prospective purchaser that

the thing offered is a thing actually needed and
in reality desired.

Men who talk too much are men who do not
understand and cannot apply the principles of

salesmanship suggested above. There are as

many kinds of salesmen as there .are kinds of

tumble-bugs, and of all the many kinds per-
haps the most inept, the most thoroughly futile

for all his hard and serious work, is the con-
\ersationa! salesman. Him I should like to di-

vide, metaphorically speaking, into two and con-
sider him under two heads, as the familiar nui-

sance and as the nervous "buttinski."

The Familiar Nuisance
Let us, then, consider the familiar salesman.

He is net often in small towns, if he is a retail

man. If he is a wholesaler it is dollars to

doughnuts that he only makes small towns. This

sort of gentleman always approaches one close-

ly, assumes an air of fraternal solicitude and

calls one "brother." If the community is suf-

ficiently small and sufficiently puritanical he may
even call a woman "sister." In any case, he

calls a man "brother," invariably, and his meth-

od is something like that of the conversational

person who some three years ago happened to

fall athwart me at a time when there was much
talk about the housing shortage.

An Example of "Aggressiveness"

My wife and I were out together one after-

noon when we found ourselves by chance upon

a side street containing nothing but one row of

small and singularly ugly stucco bungalows

which had been run up that Summer and were

now being offered for sale. [They call houses

of that sort bungalows, but when I showed one

of them to a brother of mine who has lived most

of his life in a bungalow in the foot-hills of the

Himalayas along the northeastern frontier of

India, he gave one look and fainted.]

How-ever that may be, we were w-alking along

and when we came to this street its amazing

ugliness and the extraordinary ingenuity of the

builders in causing each "bungalow" to look

exactly like a very poorly constructed dry-

goods box so appealed to us that we felt we
must have a better view. So down the street

we went, and about half way along found our-

selves in front of a stocky young man with what
are called in the books on salesmanship a

"piercing glance" and an "aggressive manner."

He gave one look at us and transfixed us with

a basilisk glare and laid down forthwith the

following barrage:

"Good evening, people, you had better get

busy and buj' a 'home.' Soon there won't be

any homes to buy in this whole city the way
they are going and with the shortage of labor;

I heard the other day there was only two hun-

dred homes left in all the city last week, people,

so you had better buy one of these while there

are one or two left. Don't hesitate, brother;

take the lady inside and show- her one of these

grand little bungalows. Just the thing for young

married people like you. Soon you'll be having

KENDRICK e DAVIS
Electric Drive for Phonographs

Price but little higher than standard spring motor

Inches
Deep

Inches
Wide

Weight 4 Lbs.

The motor is univensal, direct drive, 110-volts, with standard resist-

ance unit which cares for varying voltage; the shaft is one-piece tool

steel; the brass Avorm with one formica gear constitutes the simple
working gears. The governor is mechanically controlled. Phosphor
bronze bearings. Friction idler in spindle prevents stripping gears.

A very unusual feature of the Kendrick & Davis electric drive is the
switch control, operating through spindle, serving as a positive play-
ing-stop, starting-switch and protective-lock. These three talkiiig

points alone have immense merchandising value in modern phono-
graph competition.

5^^^^ ^^^^^

H. A. ROBBINS 142 Berkeley St., Boston, Mass.

a third, maybe, to share it with you, eh, people?

Ha, ha, but, as I was saying, there ain't no
homes to be had no more, people, in this city

and you'd. ..." But we fled.

The embodiment of "aggressive salesman-

ship" who thus held forth never stopped once

for breath between his sentences, nor did he

address us two unfortunates as "people" fewer

than four times in half a minute. He started at

us the very moment he saw us coming and he

was still talking when we escaped. He never

asked once what our object might be; he never

troubled to inquire about our possible wants.

He simply fired off his barrage of words at us

and seemed simply amazed because we only

stood and stared at him without a word. We
made good our retreat, fortunately—but sup-

pose we had really wanted to look at a house,

should we have beert more susceptible to the

possible beauties and conveniences of the build-

ings this young man had to sell after a fusillade

of verbal fire such as I have all too faithfully

transcribed above? Hardly.

That young man had, perhaps, been trained in

one of the correspondence schools, whose
courses tell the ambitious ploughboy thirsting

for glory far from the farm that the thing to

do is to "look your man in the eye" and "domi-

nate" him with the forceful argument and con-

vincing appeal you make. Well, I am quite cer-

tain that this young chap was trying to "domi-
nate" me. He certainly looked me in the eye,

all right. As for my wife, all she could remem-
ber afterwards was that he had compared us

with a young married couple—which she

thought, somewhat doubtfully, was perhaps a

sincere compliment.

Of course, I know that those who sell mu-
sical instruments do not have this sort of ap-

proach laid out for them, in the nature of the

case; but the point I want to make is of uni-

versal application. It may be expressed in these

words of advice:

Whatever you do avoid offensive familiarity.

Rather he reserved than effusive. Don't talk too

much. Try to find out, first, what your customer
is likely to find interesting and then- lead him or

her gently and unobtrusively along the path from
the thing thought of to the better thing not yet

thought of, but easily connected with the first.

The Nervous Buttinski

Now the second kind of salesman is the pain-

fully nervous kind. He usually talks too much
also, but the trouble with him is not in the flow
of his tongue, but in his inability to avoid
interrupting the prospect when the latter wants
to talk, and in his tendency to butt in at the
wrong moment with remarks of his own. This
is an evidence of painful nervousness and the

result usually of the efforts of an inexperienced
man to appear old and experienced. At any
moment the work of making a sale is likely

to be all spoiled by one imprudent remark, for

it is a case always of mental climates and at-

mospheres, as one might say, which are very
easily disturbed. The young salesman should
be on guard every minute against the fatal er-

ror of interrupting the prospect's thought. Let
the 'prospect talk, be silent and respectful and
say nothing until he or she has ceased.

Selling Is Persuasion

Making a sale is an act of persuasion. To
persuade is to bring another mind to accord
with one's own. That can never be done by
monopolizing the conversation. Every human
animal likes to hear the sound of his or her own
voice. But when a sale is on, the salesman is

wise who lets the other animal do the braying
as much as he or she wants to. It is time
enough to talk when the prospect can think of
nothing more to sav.
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NO MATTER WHICH WAY YOU LOOK AT
The New 1924

"The Standard of Comparison"

IT SHOWS VALUE
Sheraton Console—$100

Height 35 inches

Length 34 inches

Depth 21 inches

Value—in true tone reproduction

Value—in cabinet construction

Value—in mechanical detail

Value—in correct appearance

Value—in appeal to the customer

Value—in profits to the dealer

Value—in satisfaction to both

Louis XV Console—$215

Height ZSYz inches
Length 40 inches
Depth 23 inches

The Wolverine has arrived. It

has been accepted with enthusi-

asm by dealers all over the coun-

try. Customers are proclaiming

its merits. Dealers are making

extra profits on account of the

quick turnover and better dis-

count. Our factory is working

overtime. Are you in on this ?

Tudor Console

Height 34 inches -a ibb mas

Length 38 inches 3> I £
Depth 22 inches J- «

Write us now concerning territory and discounts. Many new dealers have taken on the new "WOLVERINE" it means
quicker sales, greater profits and a higher standard of phonograph perfection than you have ever thnuQht possible.

The FR^E-YEAR GUAR-
ANTEE—protects dealer and

customer and is furnished with

each WOLVERINE.

Queen Anne Console

Height 35 inches -| ^
Length 36 inches I
Depth 21 inches -^^•^

Stuart Console

Height 35 inches -| ^ f\
Length 36 inches «P I ^ I I
Depth 21 inches -*-«-' Vf

LIND AND MARKS CO.
MANUFACTURERS

Wholesale Distributors BATES AND CONGRESS STS.

AeoHan-Vocalion and Vocalion Red Records DETROIT, MICH.
CLEVELAND OFFICE. ERIE BLDG., 9th and PROSPECT STREETS
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Some Thoughts on the Foreign Record Trade
A Live Western Dealer Finds Chinese Live Prospects—Romance of the Talking Machine Business

—Market for Foreign Records Indicated by Steadily Increasing Production of Manufacturers

The fact that there is a market for Chinese

records in this country, a market that can be

realized upon by energetic dealers, was made the

basis of a special article in Printers' Ink re-

cently by Roger Davis, who told of the manner
in which a Western dealer had demonstrated

Chinese records before a group of local laundry-

men and had closed several sales of machines

;ind complete libraries of Chinese records.

The story made interesting reading, even

thoiiyli the same or similar plans have been ear-

ned out by large merchandisers in the trade for

many years. It -might be well for writers of

business- articles to give more attention to retail

talking machine trade for there is real material

for thought in the manner in which the interna-

tional language of music is utilized in develop-

ing trade among the foreign-born.

The fact that the leading companies exploit

successfully elaborate catalogs of records in for-

eign languages, and have been carrying on that

work for years, indicates that there is a real

market for such selections, and dealers are ag-

gressive enough to go after them.

Although the playing of a group of Chinese

records serves to excite Chinese laundrymen to

a point where they are willing to spend real

money for the records and a machine to play

them on, it must not be taken as an exceptional

case, for many an immigrant from Europe has

been made to feel more at home in this country

through the fact that the talking machine
brought to him the melodies of his homeland
with words in his native tongue.

There is romance in the talking machine
trade, plenty of it for the man who takes the

trouble to dig it out. The trouble is that those

in the business itself lose sight of the romance in

their anxiety to build business and in the ear-

nest attention they give to that pursuit, but from
the side lines there is material for some mighty

interesting articles regarding the manner in

which the foreign record catalog has been de-

veloped and sold.

When the immigrant from the heart of Rus-

sia, for instance, buffeted here and there on his

journey to the land of the free and then set

down in a place where all he hears is the Eng-

lish language, which at the outset means noth-

ing to him, finally hears a talking machine rec-

ord of some folk-song of his childhood, some-

thing he can understand, he is liable to be just

a bit enthusiastic. When he buys that record

and others of the same character he is not buy-

ing simply a talking machine and something

to play on it. He is buying happiness and a

cure for homesickness.

When the claim is made that talking machine
dealers deserve to be considered something

more than mere merchants, for they are really

workers for the good of mankind, there are cold

business men who smile and may mutter softly,

"Bull." But the fact remains that when through

the selling of their products they bring happi-

ness to the foreigner within our gates, as well

as to the native son, they are accomplishing

something for the cause of Americanization that

the average furniture or clothing dealer is not

doing—the reason being obvious.

ELLIS WITH SHERMAN. CLAY & CO.

San Francisco, Cal., November 6.—Griff P.

Ellis, formerly of the Chicago Talking Machine
Co., came here recently, saw Andrew G. Mc-
Carthy, treasurer of Sherman, Clay & Co., who
is also head of the Victor department, and was
promptly secured by Mr. McCarthy for Sher-

man, Clay & Co.'s Los Angeles Victor depart-

ment. Mr. Ellis is supposed to be one of the

most able men in his line and has had long

experience in it.

VICTOR Y/HOLESALE DISTRIBUTORS

'Self-preservation is the

first law of Nature." The
best way to discourage

unfair competition is not

to encourage it directly

or indirectly.

The Manufacturers of the Finest
Phonographs and Sound Boxes
use and endorse our AAA quality

India Ruby Mica
DIAPHRAGMS

All sizes for immediate delivery

WILLIAM BRAND & CO.
27 East 22nd Street New York City

Telephone, Athland 7868

TO MAKE GENNETT RACE RECORDS

Miss Josie Miles Among Those Signed Up to

Sing "Blues" for the Gennett Catalog

The Starr Piano Co., maker of the Gennett
records, has taken steps to enlarge materially

its catalog of "race" records of "blues" num-
bers, and among other things has contracted

with Miss Josie Miles, of Summerville, S. C,

Miss Josie Miles

who has never before recorded, to make a num-
ber of "blues" records for that section of the

catalog.

Miss Miles, although she never made any rec-

ords before, is well known among the colored

artists, having been a member of the "ShufHe

Along" company and other organizations pre-

senting plays and vaudeville acts. It is said for

her that her voice is particularly well adapted

for recording purposes. Her first records, which

are now being pressed, include: "Baby's Got the

Blues" and "Kansas City Man Blues." These

records will be released shortly.

SHIPS BRUNSWICK TO TOKYO

New Brunswick, N. J., November 7.—Joseph

A. Cramer, 17 Livingston street, this city,

Brunswick dealer, has been closing an excellent

Fall business, and it is stated that in propor-

tion to merchandising possibilities his sales

totals compare favorably with the figures of the

leading dealers throughout the country. A re-

cent sale closed by Mr. Cramer called for the

shipment of a Brunswick phonograph to Tokyo,

Japan, this instrument being purchased by a

student at Rutgers College, which is located in

this city.

ON
PAGE 35
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REGALERECORDS
Pfedominute

the field

The moment a customer hears a
REGAL RECORD he recognizes its

unusual VALUE ! New hits ! Inter-

esting, original recordings ! Excellent
reproduction! The 50c. price!

Like thousands of others he buys
with the satisfaction that he is getting

BIG value for his money.

That, in a nutshell, explains why
REGAL is the biggest selling 50c.

record today, just as it has been since

its introduction as the pioneer 50c.

record in the field.

You are interested in boosting your
sales. Write for complete details.

Ask for a sample REGAL RECORD
—today!

A few REGAL DE-
CEMBER selections.

Every record a hit:

Easy Melody

Foolish Child

Sobbin' Blues

If I Can't Get the
Sweetie I Want

An Orange Grove in

California

Every Night I Cry

Myself to Sleep

Covered Wagon Days

Roses of Picardv

Moonlight Kisses

Last Night on the

Back Porch

Tell aU the Folks in

Kentucky

Night Time in Italy

Indiana Moon
So This is Love

REGAL RECORD CO.
20 West 20 as St.New York , N.Y.

Write for a Regal Sample-~

it will be sent gratis!
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FOTO SHOP OUTGROWS QUARTERS

Rapid Development of Trade Makes Move
Imperative—Does Large Repair Business

Milwaukee, Wis., November 6.—The Foto Shop,

of this city, John H. Becker, proprietor, which
handles machines and records and a complete

line of cameras and supplies, will in the latter

part of this month be housed in more spacious

quarters in a handsome new store at 421 Twelfth

street. The move has become necessary due to

the rapid expansion of business. The concern

operates a large repair department in which
all makes of instruments are repaired. This

department has been built up until at the pres-

ent time not only is a large transient repair

business enjoyed but the concern also takes

care of the machines of many customers, mak-
ing periodical inspections. This establishment

handles Starr phonographs and Gennett and
Okeh records, which are growing in popularity.

In its new quarters the Foto Shop will be much
better situated in a sales way, as the street is a

very busy one with good sales possibilities and

a large number of passersby. Mr. Becker is

one of the most progressive business men in

the city and he has had a wide experience in

the merchandising of talking machines.

attention of passersby, as it did the writer.

Schnabel Bros, operate a double store, one

bide devoted to talking machinefs and the other

to radio, small musical instruments and sport-

ing goods. In the second window the Crosley

radio sets are being featured to good advantage.

On the whole, the Schnabel windows are so well

arranged that they are well worth being copied

by other dealers in New York.

LOCAL VICTOR DEALERS CONVENE

Interesting Session of Metropolitan Victor

Dealers' Association Held on October 19

—

Discuss Merchandising Methods and Other
Matters at Well-attended Meeting

BRISK PORTABLE DEMAND CONTINUES

Substantial Business Being Done in Small

Instruments Disproves Idea That Portable

Machines Are "Seasonal" Products

KEEN ON VALUE OF WINDOW DISPLAY

A very effective use of Victor publicity, cov-
ering all forms of display cards, record lists and
general literature, is that made by Schnabel
Bros., talking machine dealers of 244 West
116th street. New York. These Victor posters

form the background to a window display with

a single Victor style, make a very striking

arrangement which cannot fail to attract the

There is a continued active sale of portable

talking machines, which, if it does not decrease,

will entirely eliminate the former belief that

such products are seasonable merchandise.

There is no evidence that this continued sale

has in any way interfered with the merchan-

dising of table models. Seemingly, small ma-

chines of all kinds still have their usual quota

of sales, and while the portable machine sales

are not in as large a volume as during the Sum-
mer months, they are substantial in volume.

Some of the portable business undoubtedly is

due to the general pre-holiday stimulation of

business. At any rate, the demand is in suffi-

cient proportion to make the portable a

profitable product from the standpoint of the

retailer.

Among those who see a heavy and continued

sale of portables is the Plaza Music Co., New
York City, manufacturer of the "Pal" portable.

Both the sales and advertising departments of

this company have arranged plans to care for a

heavy volume of business on such instruments

during the next two months.

The Metropolitan Victor Dealers' Association

of New York and vicinity held a get-together

luncheon at the Cafe Boulevard on Friday,

October 19, at which there were present many
of the leading Victor retailers in this section,

together with the representatives of all of the

X'ictor distributors in metropolitan territory.

Matthew Levin, president of the Association,

officiated as toastmaster and among the speak-

ers were Moe Goldsmith, secretary of the or-

ganization, and -the representatives of the Victor

distributors.

Mr. Levin in his introductory talk emphasized
the ideals and aims of the Association and in-

troduced Mr. Goldsmith, who gave the dealers

and their guests a practical discussion as to

the past, present and future of the Victor busi-

ness in New York and vicinity. Mr. Goldsmith
called attention to certain fundamental prob-

lems of retail merchandising which he stated

were confronting Victor dealers everywhere,
and solutions for these problems were advanced
by the Victor jobbers' representatives. Among
those who made addresses were W. J. Haussler,

C. Bruno & Son, Inc.; Fred P. Oliver, Black-

man Talking Machine Co.; J. J. Davin, Musical

Instrument Sales Co.; Lloyd L. Spencer and
V. W. Moody, Silas E. Pearsall Co., and R. H.
Morris, American Talking Machine Co.

Talking machines and records are being put

to a new use in the public schools of Hunting-
ton, 111., which are using them in fire drills.

Four New
Models

You can make money
quickly by selling "Nat-

ural Voice" machines,

for their cabinet de-

signs, splendid tone and

excellent workmanship

produce profits and

quick turnover.

These machines repre-

sent 1 0 years' experi-

ence and are not guess-

work or experiments.

The four new models

illustrated are the last

word in present-day

phonograph construc-

tion.

Write for prices and

catalogs for the com-

plete instruments or the

cabinets only. QUICK
SERVICE.

Natural Voice

Talking Machine Co.

(Ben Ferrara, Prop.)

ONEIDA. N. Y.

ST900
H32W28D20



Windsor Phonograph
Cremona Model

Carvings executed by hand in solid mahogany.

The tone quality of the Windsor is in keeping with its artistic cabinets.

A portfolio showing sixteen beautiful designs of upright and console models

will be sent upon request.

i c .

Q/iNDSOR Furniture Company
INCORPORATED iSfij

1420 CARROLL AVENUE
CHICAGO

America's Oldest Makers of Console Phonographs

U. S. Letters Patent No. 1279743

Exhibited and CHICAGO Los angeles
WINDSOR FURNITURE COMPANY WINDSOR FURNITURE COMPANY

1414 S. Wabash Avenue 917 Maple Avenue
old to dealers hy

BOSTON KANSAS CITY PHILADELPHIA
PECK & HILLS FURNITURE CO. KANSAS CITY CASKET & FURNITURE CO. PECK & HILLS FURNITURE CO.

127 Clarendon Street 626 Broadway 642 N. Broad Street





November 15, 1923 THE TALKING MACHINE WORLD 83

The NEW
Columbia

is superior

Hearing
is believing

The Reproducer is TRUE to Interna-

tional Pitch. Sell this feature to the stu-

dent of vocal or instrumental music who has

deprived himself of the aid of a phonograph

in his work because of its having a different

pitch. With a New Columbia the music

student can sing or play with the record as it

is played. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

OMAHA
Excellent Outlook for Big Holi-

day Business—Edison Exhibit at

Pure Food Show—News of Month

Omaha, Neb., November 7.—October business,

according to all reports, bears out the promise

of the early Fall as to an increased volume of

trade. Crops in the surrounding territory have

been excellent, and this has stimulated trade

along every line, in consequence of which deal-

ers are declaring themselves well pleased with

present conditions and predict unusually heavy

late Fall and early Winter business.

Interesting Display at Pure Food Show
The Omaha Pure Food Show, which was held

in the city auditorium under the auspices of

the World-Herald, was very largely attended,

and Schultz Bros., Edison jobbers, who have re-

cently added an electrical department to their

store at Sixteenth and Howard streets, had a

large display of Edison phonographs, among
which the "Baby Console" proved very attrac-

tive to the visitors at the booth. N. F. Tuttle,

formerly with the phonograph department of

the Brandeis stores, has recently joined the

sales force of Schultz Bros. Mr. Tuttle is a

live wire as a salesman and will prove a valu-

able addition to the force.

Prepare for National Music Week
National Music Week will be observed from

May 4 to 10, 1924. The City Concert Club has

changed its "Music Week," observed during the

annual Thanksgiving week, to the Spring sea-

son to conform to the new plan of having a

uniform Music Week throughout the country.

All music dealers, as well as music teachers,

movie managers, ministers and persons inter-

ested in music, have been requested to bear this

date in mind.

Ben Brodkey, manager and part owner of the

State Furniture Co., which maintains a large

and flourishing phonograph department, reports

that they have had an exceptionally fine trade

in Brunswick talking machines. While the con-

sole type is the favorite, this firm has had a

splendid trade in cabinet types.

Takes on the Cheney Phonograph Line

The Oakford Music Co. has just announced

that, beginning with November 1, it will handle

the Cheney talking machine exclusively. In

consequence the company is disposing of all

the talking machine lines formerly carried.

The Victor and the Teachers

The Nebraska Teachers' Association met in

Omaha the week of October 29 to November
2 and Mickel Bros., Victor jobbers, took cog-

nizance of this event by preparing exhibits of

educational r*ecords and distributing some ex-

cellent literature among the teachers relative to

their use. Various Victor dealers throughout

the city extended an invitation to the visiting

teachers to come in and see a demonstration of

some of the new educational records. Three
thousand teachers were in attendance from all

, over the State and Mickel Bros, expect this

event to speed up the record business for their

out-.State dealers, as well as for Omaha firms

handling the records.

Okeh Records in Great Favor
Popular records are still selling as leaders,

according to R. L. Lincoln, manager of the

Rialto Shop, Okeh record dealer. However,
various dealers in records claim that there has

been an increase in the sale of high-grade rec-

ords during the past month, due, in part, to the

demand for numbers sung by Rosa Ponselle

and Sigrid Onegin, both of whom appeared in

concert in Omaha during October. Music lov-

ers are also trying to secure records made by
the Ukrainian Chorus, which made such a fa-

vorable impression here last year and which is

to appear in this city in concert again during

the late Fall.

The phonograph department of the Brandeis

Stores, under the management of P. G. Spitz,

has recently had a record sale of Columbia
phonographs. Mrs. E. Albertson has recently

returned to the record department of this store,

after taking an extended vacation.

Miss Lois Ferrin, manager of the talking ma-
chine department of the Burgess-Nash stores,

states that October has been an excellent

month in reference to the volume of business,

as compared to the previous month. They are

showing some beautiful new Cheney models,

and their Brunswick trade has been strong. The
special sale of Emerson phonographs which
they featured recently was a great success.

EXCEL PLANT WORKING OVERTIME

I. A. Lund a Recent Visitor to New York

—

Excel Phonograph Plant Working Night and
Day in an Effort to Meet Demand

A recent visitor to New York was I. A. Lund,

sales manager of the Excel Phonograph Co.,

Chicago, 111., who called upon the trade in East-

ern points. In a chat with The World he

reported a remarkably active condition of

business at the factory—in fact, orders in hand
are of such volume that it has been necessary

to put on a night force in addition to a full day

force, and thus the plant is working day and-

night in an effort to turn out sufficient machines

to fill the needs of the trade. At the present

time the company is virtually sold out for some
months to come. It is hoped, however, that

with the present producing schedule it will be

possible to catch up with the present volume of

orders after Christmas. Mr. Lund reports a-

most activ^e call for the console types of phono-
graphs made by this company, which, by reason

of their finish, equipment and tone resources,:

have won particular favor. '

Mr. Lund, who is one of the best-informed

men on phonograph production and the indus-

try generally, had a very pleasant stay in the

metropolis. From here he wended his way
Westward via Philadelphia.

NEWWISON
COMPAniSON WITH THF,-|iLIVINC ARTIST

REVEALS NO DIFFERENCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"

First to play all makes of Records

EDISON INVENTED IT-EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
[Edison Distributors for Nebraska

and Western Iowa
16th and Howard StreetsOMAHA A few dealerships open.

or wire
Write
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'HIS master's yoice

Making the Most of

Your Opportunity
Should Be the Aim of Every Victor Dealer

The Holiday Season is rapidly ap-

proaching and unless you have planned

for it you cannot hope to get a maximum
return.

Put your effort into the sale of Instru-

ments that are available. There will be a

shortage in some types.

Promote the sale of single face Red
Seal Records at the reduced prices. There

will probably be a shortage in the double

face.

Dealers in our territory are invited to

consult with us on any problem in their

Victor Business.

We are here to serve.

THE LOUIS BUEHN COMPANY
of Philadelphia

Victor Wholesalers
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TRADE OPTIMISM CONTINUES DESPITE SPOTTY
BUYING CAUSED BY UNUSUALLY MILD WEATHER

Peculiar Condition in the Trade Is That While Some Sections Are Busy Others Are in Lethargic

State—Important Retail Changes—Live Dealer Cashes in on Schools—Month's News Budget

Philadelphia, Pa., November 7.—Anomalous
conditions exist in the talking machine business

in its entirety, although, when they are consid-

ered along the lines of the several divisions

of the business, the apparent contradiction dis-

appears. To get from the abstract to the con-

crete: wholesalers fortunate enough to be in

possession of adequate stock of popular models
of nationally advertised makes are doing what
really can be called a rushing business. In

sharp contrast, jobbers stocked up with the

lesser-known makes or with other than the pop-
ular numbers of the widely known brands re-

port that business is sluggish. Retailers located

in the anthracite coal regions or in territory

commercially related to it are overwhelmed with

orders, and the limit to the amount of business

which they can do seems to be placed only by
their ability to get goods. On the other hand,

retailers in the purely agricultural sections of

Pennsylvania and adjacent States whose metro-

politan market is Philadelphia find buying of a

very spotty character, with no particular tend-

ency in either direction. Likewise in this city

the neighborhood dealers in the textile districts

are doing a very much restricted business al-

though those in most of the purely residential

sections, and particularly those inhabited by the

wealthy classes, find trading quite up to normal
for this season of the year. In a general way,

those who are not doing the business they ex-

pected to do are still of the opinion that the

quietness is of a transient character and that a

not unimportant element in it has been the

unseasotiably warm weather of the last week.

They are confident that the appearance of cold

weather will tone up the market and will usher

in a very satisfactory holiday business.

Important Changes in Retail Field

Because of the retirement from the talking

machine business, which he followed for many
years, and in order to devote all his time to the

real estate field, Monroe M. Johnson has dis-

posed of the two establishments he formerly

conducted under the title of the Monroe M.

Johnson Co. The new owner of the branch

at 2530 West Lehigh avenue is E. Louis Stapf,

formerly connected with the machine order de-

partment of the Victor Co. Mr. Stapf will sell

Victor talking machines and records and a gen-

eral line of musical merchandise. He has made
many improvements to the store, enlarging the

booths, advancing the display rooms to the

front, making the windows attractive with hard-

wood floors and redecorating the entire estab-

lishment.

Wilson Co. Acquires Germsmtown Ave. Store

The second talking machine store, formerly

conducted by the M. M. Johnson Co., has been

purchased by the J. R. Wilson Co., which will

conduct the business in a newly renovated store

in the Johnson Building, 5439 Germantown ave-

nue. Negotiations for the sale and transfer of

the merchandise and franchise were conducted

by the Penn Phonograph Co., Victor distri-

butor, this city. The Wilson Co. is equipping

the new store with standard Wilson equipment

and expects the booths, record racks and musi-

cal merchandise cases to be fully installed this

week. This makes four stores that the Wilson

Co. is now operating.

Pomeroy's Music Hall Formally Opened
Music Hall, the name given by Pomeroy, Inc.,

of Harrisburg, Pa., the largest department store

in the interior of Pennsylvania, to its very much
enlarged musical department, an outstanding

feature of which will be the taking on of the

Brunswick line, was most auspiciously opened

on November 8 with the all-day appearance of

Carl Sutton and his celebrated orchestra, and

in the evening a banquet was held in con-

junction with the Kiwanis Club, with O. F.

Jester, manager of the Brunswick branch in

this city, as special guest. The complete line

of models made by the company was given the

honor place in the exhibit and reception to

which several thousand Pomeroy patrons from

Harrisburg and all the surrounding towns were

invited. S. J. Jenkins is in charge of the ampli-

fied musical department.

The Brunswick Co. during the month also in-

stalled its machines and records in the establish-

ment of the Roebling Piano Co., one of the

oldest houses in the trade in Wilmington, Del.,

of which W. E. Holland is president. Manager

Jester has just returned from a very satisfactory

trip through Pennsylvania, with Bethlehem,

I'".aston and Allentowii the focal points.

Builds Big School Trade

Fruits of the devclopiiient in Williamsport

schools and in tliosc of the country sections

surrounding of a fallow field for talking ma-

chines in teaching and the attractions to the

youthful mind of talking machine entertain-

ment now are being enjoyed by M. H. Housel,

head of the company bearing his name, and the

leading Victor dealer of the section. Being

thoroughly imbued with a realization of the

possibilities of Victor machines and records for

teaching to both teacher and pupils, and being

possessed of an unlimited enthusiasm, Mr.

Housel did pioneer missionary work in per-

suading the members of the Williamsport Board

of Education and the School Commissioners of

the county to introduce machines and records

in all the classrooms from the kindergarten to

the most advanced grades. Moreover, for the

lural schools a selection of Victor records along

the line of agricultural instruction and enter-

tainment helped the good work along. Use of

machines and records is now an established

element of the county and city educational es-

tablishments.

Enjoy Halloween Party

Halloween festivities, delayed but none the

less enjoyable, attracted to the phonograph de-

partment of the Estey Co., Seventeenth and

Walnut streets, on the second floor of the Estey

Building, on November 3, 200 members of the

organization, their families and friends. In-

cluded in the program were renditions of

Victor, Sonora and Cheney records. The stair-

way leading to the ballroom was converted into

a harvest field with cornstalks and pumpkins

lining the way up to the upper hall. Owls and

pumpkin lanterns suspended from the ceiling and

contrasting with the yellow and orange colors

of Halloween were used in decorating the room.

The evening's entertainment consisted of Estey

store talent in solos, quartets, recitations and

(Continued on page 86)
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Christmas
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Velvaloid Record Cleaners Are Delivering the
Dealer's Message Every Day in Millions

of Homes Throughout the World
Their BUSINESS BOOSTING VALUE is fully attested to Tjy the amoimt of our
sales and the repeat orders arriving daily.

For A CHRISTMAS SOUVENIR the dealer cannot go wrong BECAUSE in pre-
senting a VELVALOID RECORD CLEANER personally to a customer or a prospect,
GOOD WILL is created and that cannot be bought.

Your advertisement can be imprinted so beautifully that such a gift is valued,
kept and used. Your name registers every time a Record is played. What more
can you ask for the amount invested?

Pyralin and Plush have advanced. We cannot guarantee our present low price long,
but we can fill your orders now.
DON'T DELAY. Order thru your jobber for the Holidays when you will want
them. If you haven't a sample and prices write us at once. Do this anyway and get
our catalog of Business Boosting Novelties.

THIS IS IT
3H-inch Diameter

Patented

COLUMBIA
PHILLIPS MUSIC HOUSE

14 Ea»t Third Street

Bethlehem, Pa.

PHILADELPHIA BADGE CO., Manufacturers, 942 Market St., Phila., U. S. A.
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^ "LETPffIL FILL ^EH

There is a lot of lost motion and complications in selling what
you haven't got. Although our every effort be to supply your
wants, we suggest, in the interest of good merchandising, that you
place your special sales efforts on the models available.

Model No. 215 is your best bet.

The Talking Machine Company
Victor Wholesale Exclusively

1025 Arch Street ' Philadelphia, Pa
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dances by individuals and in groups. Prizes

were awarded the best costume and the most

grotesque, all the merrymakers being masked.

A banquet follov\?ed the closing of the evening's

festivities. Music was furnished by an orches-

tra, while the prize awards were made by Mrs.

P. M. Quimby, head of the phonograph depart-

ment. Those who arranged the entertainment

were Ronald Wyse, talking machine depart-

ment; Thomas Power, advertising manager;

Gerald L. Quimby, radio department, and Alice

Plyvel, of the office force. Guests from the

New York offices were: President G. W. Git-

tens, Hy. Eilers, O. C. Stone and A. Dalrymple,

of the Estey Co.

John Snyder Again With Heppe
After an absence of five years John Snyder

has again joined the wholesale talking machine
department of the C. J. Heppe Co. Mr. Snyder

will take over his old territory, covering Phila-

delphia. Wedding bells rang during the week
for Miss Mabel Ziegler, daughter of H. S.

Ziegler, head of the wholesale talking machine
department, who became Mrs. Clarence Hutton.

Pushing Vocalion Christmas Records
Vocalion Christmas records are being fea-

tured by the Lincoln Business Bureau, 1011

Race street, in its campaign of special distribu-

tion, in order to give the trade an opportunity

to hear the three special leaders of the advance

list. They are "The Night Before Christmas,"

by Lewis James, in two parts, and the combina-

tion record containing "The Star of Bethlehem,"

by Charles Harrison, and the "Voice of Chimes,"

b}- the Criterion Quartet. D. H. Rogers, head

of the firm, is now placing two salesmen on the

road to take care of the holiday' demands.

Harold B. Cregar Promoted
Harold B. Cregar, formerly assistant to Alan-

ager Earl G. Dare, of the record department of

the Penn Phonograph Co., has been advanced

to record ordering clerk, taking over the duties

of Victor E. Moore, who resigned during the

month. Mr. Cregar has been with the firm since

1915. At first he was outside salesman, visiting

the Philadelphia trade, and in 1918 took the

road. The Penn Co. has distributed among the

dealers attractive posters calling attention to

the fact that in the Vicor list are four numbers

taken from "Chauve Souris," the sensational

Russian importation now playing at the Shu-

bert Theatre, including the "Parade of the

Wooden Soldiers."

Nathan Worth Reopens Improved Store

The Louis Buehn Co., 835 Arch street, said

it with flowers in expressing the firm's con-

gratulations to Nathan Worth and his two sons,

who conduct the onlv Victor agency in their

On
Guard

I Vict or J

Penn-Victor Dogs are the best watchmen of Victor
Welfare in the Home.

Sold by most Victor Distributors.

Write them or us for prices.

Penn Phonograph Company
Philadelphia, Pa.913 Arch Street

Victor Wholesale Only

town and who have just made extensive im-

provements in their talking machine department.

In celebration of the reopening the firm had

special concert selections and the new window
was artistically arranged, featuring Victrolas.

Vice-president Charles W. Miller, of the Buehn
Co., made an extensive trip to the trade in the

northeastern part of the State, renewing old

acquaintances, and has returned again to head-

quarters. -

Girard Co. Staff Visits Thos. A. Edison

Five members of the staff of the Girard

Phonograph Co., Edison distributor of this city,

together with P. R. Hawley, general manager,

met with Thomas A. Edison at his Orange,

N. J., laboratories recently to discuss plans for

promoting new business throughout the Phila-

delphia territory.

Mr. Edison spent several hours outlining va-

rious original sales plans with which he is now
experimenting, and the Philadelphia distributors

came away much elated at what they had heard.

The remainder of the day was spent inspecting

the laboratories and the various processes of man-

ufacture, and was followed by a dinner tendered

the visitors by the officials of the Edison Co.

I'hose in the party, in addition to Mr. Hawley,
were A. W. Rhinow, assistant to Mr. Hawley;
W. C. Stiver, A. W. Merrihew, A. L. Stott and

C. E. Greniger.

Guarantee Co. Adds 200 New Dealers

The Guarantee Talking Machine Supply Co.,

of this city, reports that it has added over 200

new dealers to its list within the past few

months, a visible proof of the steadj^ growth of

the company. Guarantee springs are now being

boxed separately under the "Guarantee" label.

Before long it is expected that the "Guarantee"

trade mark will be stamped on each individual

spring, thus identifying the product. Upon the

completion of this change it is planned to put

into effect a guarantee system whereby entire

satisfaction may be guaranteed in the event of a

possible defect and an exchange made.

General Radio Publicity Drive Starts

"The Musical Instrument of Radio" is the

manner in which the Music Master Horn is

aptly described in the first full-page announce-

ment of the' big national publicity campaign now
being conducted by the General Radio Corp.,

of this city. This page appeared in the Satur-

i&y Evening Post in October and immediately

upon its appearance created considerable favor-

able comment on the part of both the talking

machine and radio trades. From a literarj^, ar-

tistic and typographical standpoint this adf-er-

^tisement ranks among the most attractive pro-

duced and was the result of a series of confer-

ences between Walter L. Eckhardt, president

of the General Radio Corp., and five members
of the staff of the J. H. Cross Co., advertising

agent for the General Radio Corp. As it can be

safely expected that the succeeding advertise-



November 15. 1923 THE TALKING MACHINE WORLD 87

It s more than a phonograph.

Its a NEW EDISON

$100
RETAIL
PRICE

A FEW
DEALERSHIPS OPEN

WRITE US

GIRARD PHONOGRAPH CO.
Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA. PA.

PLAYS ALL RECORDS
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ments of the campaign will compare favorably

with the initial announcement, this publicity un-

doubtedly will increase the demand for the prod-

ucts of the General Radio Corp.

Business thus far this year has been excep-

tional. August was the greatest month in the

history of the organization, as was previously

announced. It is interesting to note that Sep-

tember business increased 50 per cent over Au-

gust, and October another 50 per cent over Sep-

tember. A financial statement, which was

recently prepared, visualizes the present healthy

financial condition of the company and augurs

well for the future.

H. F. Miller Works for Charity

H. F. Miller, vice-president of the Penn

Phonograph Co., Victor distributor, this city,

was an indefatigable worker in the money-rais-

ing campaign of the Welfare Federation con-

ducted in this city from October 24 to Novem-
ber 5. This campaign constituted the combined

efforts of 130 charitable institutions of the city

and received the whole-hearted support of local

business ' men. Mr. Miller was selected as a

captain of one of the campaign teams.

A. J. Caterson With Everybody's

The volume of business being done by Every-

body's Talking Machine Co., this city, in talking

machine parts has reached the point where the

services of a traffic manager were found to be an

absolute necessity. A. J. Caterson, Jr., a p^ro-

fessional traffic manager of many year's expe-

rience, has been appointed to that important

position. The work of an executive of this

character is found to be of exceptional assist-

ance to the shipper of merchandise. Through

the careful routing of shipments several days

are often saved in the receipt of merchandise as

well as money saved in the cost of delivery.

The appointment of Mr. Caterson to this posi-

tion at the beginning of the heavy Fall and

holiday business will be a service that will be

felt and appreciated by all the dealers doing

business with Everybody's Talking Machine Co.,

and is still further evidence of the growth of

the Everybody's organization.

N. Snellenburg & Co. Add to Sales Force

Announcement has just been made by Ever-

ett W. Keefe, manager of the Edison depart-

ment of N. Snellenburg & Co., that he has

added four new salespeople to his rapidly grow-

ing staff. These include: John A. Usher, who
was formerly connected with N. Snellenburg &
Co. as an Edison salesman and who has just

returned to the same capacity after an absence

of two years in the West. Mr. Usher entered

the music publishing field two years ago and

traveled considerably, with the result that he

has added greatly to his already wide acquaint-

anceship among Edison dealers and the trade in

general.

Raymond Crawford, formerly with the local

Dictaphone branch of the Columbia Co., has also

allied himself with the Snellenburg house under

Mr. Iveefe's direction. Mr. Crawford has spent

many years in the musical field in and around

Philadelphia, which should prove a decided asset

to him in promoting sales in that city and its

suburbs.

Miss Mary Heyburn, who lias already had ex-

perience in the nmsical field, has been placed in

complete charge of the re-creation department

and will devote most of her time to re-creation

customers.

Miss Eleanor Brunt, who has been with N.

Snellenburg & Co. for a little more than a year,

has been appointed assistant to Mr. Keefe in

charge of the offices and will direct the mail

service to owners which is being conducted on

a large scale by the department.

Well Pleased With Trade Outlook
The Louis Buehn Co., Victor distributor, finds

that the business of its dealers is improving

steadily as the Fall season progresses. The re-

tailers are putting thems'elves whole-heartedly

behind the weekly releases and are, accordingly,

substantially increasing their volume of record

business. A number of visitors have called at

the headquarters of the Louis Buehn Co., on

Arch street, during the past month, among them
being Elmer B. Hunt, of the Portland branch

of Sherman, Clay & Co., and M. Housel, of the

M. H. Housel Co., Williamsport, Pa. The Louis

I^uehn Co. has taken on the Audak agencv for

its territory. Inquiries for this demonstrating

device have been received from a number of

prominent dealers and a large demand for

Audaks is expected.

Philadelphia Badge Co. Products in Demand
The record cleaners, combination needle con-

tainer and record cleaner, and other devices

produced by the Philadelphia Badge Co., are

now found to be receiving world-wide recogni-

tion. Orders are being received from all over

the world, until there is not a country on the

globe to which these cleaners have not been
'

sent. In several instances, J. Abrahams, presi-

dent of the company, reports that these foreign

houses have simply clipped the advertisement

from The Talking Machine World and sent

their orders in without the formality of first

requesting a sample.

Special Shipping Case for Edison Salesmen

If there are to remain any merchants in the

territory covered by the Girard Phonograph Co.,

Edison distributor in this city, who are not

familiar with the Edison phonograph it will not

be the fault of that company's staff of field rep-

resentatives.

Each of the company's four representatives

has been provided with a specially built shipping

case sufficiently large to hold a $295 upright

model of Chippendale design. These are

(Coiifiiiitcd on fagc 88)

A Big Christmas Proposition

This package set of six Victor records,

described on page 195 of the October "Voice

of the Victor," furnishes an added oppor-

tunity for substantial profits. Send to us for

full information.

1108 Chestnut Street Philadelphia, Pa.

VICTOR WHOLESALERS
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JOBBERS
L

JOBBERS

REPAIR PARTS TRADE MARK MOTORS
1

GRAPHITOLEO All that the name implies'" TONE ARMS
I

ALBUMS

BRILLIANTONE

NEEDLES

SAPPHIRES

To know that the part you get is the right one, and genuine, is the

first and most important step in a satisfactory and enduring repair job on

your motor; and to get that part promptly is the next important consid-

eration. From the smallest screw to a completely assembled unit, we
give you accurate, speedy service.

Let us co-operate with you in making 1923 your banner year.

GUARANTEE TALKING MACHINE SUPPLY CO.
109 N. TENTH STREET, PHILADELPHIA

SOUND BOXES

ADDATONES
I

3.IN-1 OIL

ATTACHMENTS

THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 87)

shipped to towns and cities where new represen-

tation is desired and recitals are given to all

of the merchants likely to become prospective

Edison dealers.

Since the plan was inaugurated a few weeks

ago several new dealers have already been re-

ported and the Girard Phonograph Co. is highly

elated over its success.

Now a Departmental Feature

The phonograph business, formerly the exclu-

sive feature of the Davies Phonograph Co,, iti

both the stores at 534 West York street and

4231 Germantown avenue, is now converted into

a department of the expanded furniture store

which has been opened at the West York street

address, and which may be the development of

the Germantown avenue establishment as well

Although the furniture sales will be tiie main

feature of future business, the sales of Sonora

and Edison phonographs will remain as a de-

partmental activity. The proprietor, J. Harry

Davies, has been in business many years.

Todd's Store Being Re-equipped

The name "Todd" is thoroughly impressed

on piano and record buyers of 1 'hiladelpliia,

so much so that an expansion in his sales facili-

ties has become necessary. In addition to

some improvements in his first _,floor facilities

the Unit Construction Co., of this city, has just

installed a second floor talking machine and

piano display room that increa'^es his capacity

for service almost .^0 per cent and a big jump
in sales is expected.

Dealers Tie Up With Paul Specht

Columbia dealers in this city made a great

tie-up with Paul Specht and His Orchestra,

exclusive Columbia artists, when they appeared

recently at Keith's Theatre in this city. The
Philadelphia branch employes attended the

Trucks Featuring Paul Specht

opening night performance in a body, and a new
Columbia phonograph, together with proper
signs, was placed in the lobby of the theatre

and remained there the entire week of the per-

formance. The attraction was further broad-
casted by large signs, featuring Paul Specht's
appearance, which were displayed on Columbia
delivery trucks.

Chandler & Neuman, Columbia dealers,

Fresno, Cal., secured prospects and made sales
through a display at the Fresno County Fair.

PROGRESS OF CHENEY SALES CORP.

Cheney Resonator, Live House Organ of the

Cheney Talking Machine Co., Pays Tribute to

Its Distributor in Eastern Territory

In the October issue of the Cheney Resona-

tor, the official organ of the Cheney Talking

A'lachine Co., Chicago, the remarkable progress

and accomplishments of the Cheney Sales

Corp., Eastern distributor of the Cheney line,

G. Dunbar Shewell

are described, and glowing tribute is paid to its

president, G. Dunbar Shewell, in an article cap-

tioned "Cheney Sales Corp. Does Wonderful
Work; G. Dunbar Shewell, His Son and His
Able Assistants Are Making the Cheney a Pow-
er in Eastern Talking Machine Trade."

It is pointed out that the Cheney Sales Corp.,

although starting in a modest way, now has

offices located in Philadelphia, Boston and New-

York, with sales organizations that have grown
tremendously, as was necessary to cover the

broad territory which is its field. G. Dunbar
Shewell, president, is in every sense an execu-

tive, in touch with every detail of his large or-

ganization. He has, therefore, become some-
what of a nomad, traveling between the various

offices, which he does regularly each week. Mr.

Shewell has sprung from an old Philadelphia

family and was in the music business for many
years prior to his formation of the Cheney Sales

Corp. His knowledge of local Eastern condi-

tions, plus that of the music industry, well fits

him for his present position. Another instance

of Mr. Shewell's executive ability is that he has

surrounded himself in each office with associ-

ates of the highest caliber.

Illustrations are shown of G. Dunbar Shewell,

president, as well as G. Dunba.r Shewell, Jr.,

who is associated with his father and gives

most of his time to advertising, general pub-

licity and the organization of sales methods and
campaigns throughout the extensive territory

of the company.
On the first page are also show n the handsome

new display rooms and offices of the Philadel-

phia branch of the Cheney Sales Corp., which

were recently opened in the new Jefferson

Building, that city. Both Mr. Shewell, Jr., and

senior have their headquarters in these offices.

G. Dunbar Shewell, Jr.

together with D. H. Fulmer, local manager. At
the same time there are shown illustrations of

the Cheney departments of two of the large

Philadelphia department stores, Strawbridge &
Clothier and John Wanamaker, both served by
(he Cheney Sales Corp.

An article on "How Not to Sell—A Tale of

Weird Adventure in Three Shocks" is an inter-

esting story written by Mr. Shewell, describing

his efforts at buying in another branch of the

music business, with a pertinent epilogue. Ot
interest to the trade at large are findings pre-

sented by Mr. Shewell, entitled "Whj' and How
Business Will Be Good This Winter^" in which

he analyzes the prospects and finds them good.

Summing up Mr. Shewell's reasons in short

form, he presents the following as the result of

his analysis: First, everybody is optimistic; sec-

ond, the public buying power is as great as it

ever was, if not actually greater than ever;

third, dealers are roused to see that they must
work harder to get business.

One of the most recent music stores to open

in Northampton, Mass., is The Record Shop,

181 Main street. The proprietor is J. H. Meisse,

who is specializing in records. Hallet & Davis

phonographs also are handled.

I
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New List $100.00
Model 17

Brown Mahogany or
American Walnut
Bound iTory Horn,
record shelves, gold

equipment.

New List $125.00
Model 20

Brown Mahogany Onlj-
Music Master Horn
No. 44 Motor, record
album filing device.

All exposed parts gold-
plated.

Model 100
Height, 36"; width, 36";
depth, 34". Adam Brown
Mahogany or American

Walnut.

Model l:>r,

Height, 36"; width, 36";
depth, 34". Adam Brown
-Itahogany or .\mericaii

Walnut.

High Grade Lines of Phonographs

With a Price That Will SeU

Every instrument on this page is ex-

ceptionally good, regardless of price,

with the house back of it for years.

We offer you phonographs that are

masterful in their perfection of high

grade cabinet work, exquisitely
finished by skilled workmen, and

when you sell one of these perfect

tone producing instruments, you
prepare the way for another sale.

The more closely you analyze our

high grade construction, combined

with perfect tone quality, the more
fully will you realize its unqualified

value.

Write for our booklet and net prices,

which are exceptionally low, in large

or small quantities of either line.

Player -Tone Talking Machine Co.
Office and Salesrooms

632 Grant

Street

Model 40

All gold equip-

ment, with 5

record filing al-

bums. $150.00

Pittsburgh,

Pa.

Model 30

All gold equip-

ment, with 5

record filing al-

bums. $135.00

$150.00

Model 901

All Gold Equipment

$80.00
Model 310

Mahogany and Oak

$100.00
Model 311

Oak or Mahograny

'$110.00
Model 314

Oak, Mahogany or Walnut

S125.00
Slodel 316

Oak or Mahogany

DDDDn I DDBDna
D a a B D I o D n D a
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M I LW A U K E E
Retailers Fear Shortage of Most Popular Instruments—Outlook

Promising for Big Holidax Rush—Trade Activities of the Month

-Mii-WAUKEE, Wis., November 7.—There is no

fear among Milwaukee talking machine men
that business in November and December will

not be good or that it will not outstrip by a

healthy margin the best holiday season on rec-

ord. The only fear that exists is among the

men selling the more popular and best-adver-

tised lines, for the shortage which was pre-

dicted at mid-Summer and repeated ever since

that time already has become an actuality, and

the jobbing trade here is now confronted by

the problem of allocating their supplies among
their retailers. It is safe to say that by Christ-

mas Eve there will be few, if any, instruments

left on the sales or warehouse floors.

Victor Shortage

"With our factories working night and day

they do not seem to be able to give us enough

instruments," said Harry Goldsmith, secretary

of the Badger Talking Machine Co., Victor job-

ber in Wisconsin and upper Michigan. "We
are sorely behind on scheduled deliveries right

now and some of the most popular sellers are

not coming 'in in sufficient numbers to give

dealers all they need to cover current orders.

Business is just fine, with the possible exception

of the shortage of merchandise that is staring

us in the face. The country districts are wak-

ing up after a rather quiet Summer and city

dealers are figuratively selling their heads off.

I do not know that Milwaukee is any exception,

but trade here is mighty satisfactory."

Enthusiastic Over Sonera Prospects

Fred E. Yahr, president of Yahr & Lange,

and Irving S. Leon, sales manager of the mu-

sical merchandise division, spoke with much en-

thusiasm of immediate and prospective busi-

ness. This big Sonora wholesale house, ;which

also distributes the Okeh and Odeon records,,

has achieved extraordinary success in the lower

Michigan territory, which was added to its' jur-

isdiction two months ago. Business in the old

territory of Wisconsin and upper Michigan is

exceeding every past mark and the holiday sea-

son is confidently looked upon as the biggest

in history. "We are going like the proverbial

house afire," said Manager Leon, speaking of

October business and the volume piled up so

far in November. "Our only worry is getting

all the goods we must have by December 20,

so that our loyal dealer organization will be

satisfied. Our retailers are putting across a

splendid line of business. Wisconsin enjoys a

peculiarly good position which is helping to

make good talking machine business better

even in the rural districts. The Wisconsin

farmer is not grumbling like his fellow in the

one-crop wheat States. Corn and oats are the

big crops, and they are bringing good prices.

But it is not grain, but dairying thai is the

backbone of Wisconsin agriculture, and farmers

liave ample funds to buy more than the bare

necessities. In ^lilwaukee, the city of diversi-

fied industries, every able-bodied man who wants

to work is busy. Our factories are running

along in great shape and there is no unemploy-

ment. More dwellings have been built here in

the past season than ever before in history,

'

and every new home furnishes a live prospect

for a talking machine. These parts are a won-
derful field for the Sonora, I am here to say!"

Among several new salesmen added by ^ ahr

& Lange is Harry M. Hahn, who returns to the

company as manager of the retail talking ma-

chine department, after several years with the

Milwaukee Piano Mfg. Co.

Yahr & Lange were among the leading ex-

hibitors at the annual Food, Household and

Electrical Exposition held here, in connection

with which they staged a local Sonora Week,
which is described on another page of this

issue.

New Columbia Models Popular

The new Columbia models are attracting a

ready response to intensive sales cultivation,

while the Columbia record is selling at a rate

heretofore unknown. The smaller, as well as

the larger, dealers in Milwaukee are full of

praise of the status of Columbia in popular

esteem. Jack Kapp, record supervisor at the

Chicago branch, called on the local trade a few

days ago and was very much pleased with con-

ditions.

Brunswick Demand Exceeds Supply

P. H. McColloch, manager of the talking ma-

chine division of the Brunswick-Balke-Collen-

def Co'.'s Milwaukee branch headquarters, has

been making numerous trips across Lake Mich-

igan to Muskegon to speed up deliveries-, for

which dealers in the Wisconsin and upper

Michigan territory are crying. .His visits into

the field and the opinions given by dealers who
recently have visited the branch house confirm

the belief that November and December will

turn over the heaviest volume the Brunswick

line has ever had in this part of the country.

The Brunswick record has become a serious

contender for the right to be classed as "the

most popular."

J. B. Bradford Branch in New Home
The J. B. Bradford Piano Co., 411 Broadway,

moved its South Side store into its permanent
new quarters at 608 Mitchell street, on October
20. The store is almost a duplicate, in minia-

ture, of its downtown store. A Victor fran-

chise has been secured for the South Side store.

Heretofore the Victor has been handled at the

main store only. The Brunswick and Vocalion

thus are given a most amiable but aggressive

companion in the Bradford branch.

Celebrates Fortieth Anniversary

Edmund Gram, Inc., is celebrating the for-

tieth anniversary of the establishment of its

business in 1883. Mr. Gram, who has just

turned sixty, is one of the imposing figures in

the American music trade. He was the first

Cheney talking machine dealer in this city and
also handles the Brunswick and Columbia. The
business has a record for development along

steady substantial lines equalled by few similar

merchandising enterprises in this country. Clean

business has brought about this result.

Record Edison Demand
Edison dealers in Milwaukee are enjoying

e.Kcellent business and, with the support of

more advertising and other promotion, have

built up the largest volume this line has ever

experienced in Milwaukee.

Kesselman-O'DriscoU Co.'s Display Best

The Kesselman-O'DriscoU Co., dealer in the

Mctor, Edison and Brunswick, was awarded the

premier honors for the beauty of its display at

the recent fifth annual Food, Household and
Electrical Exposition, held in the mammoth Mil-

waukee Auditorium. Practically every make of

talking machine was represented in the music

division, which was combined in Juneau Hall,

one of the smaller ground floor rooms just off

the main arena. All of these displays were
beautiful and the judges reported that it was
a most difficult task to make a selection of the

best.

A $750 Sonora offered by the exposition man-
agement as second prize in a State-wide con-

test among amateur orchestras was given the

Bach Orchestra, of Madison, Wis.

KENT CO. RUSHED TO MEET DEMAND

The F. C. Kent Company, 67 Grace street,

Irvington, N. J., manufacturer of the well-

known Kent adaptor and other products, in-

cluding tone arms and sound boxes, has found

it necessary in recent weeks to add considerably

to its manufacturing force, the demand of the

trade for the Kent adaptor having increased

over 40 per cent during the Fall season, accord-

ing to the records of the sales department. In

order to make deliveries on the other Kent
products it will be necessary for the factory

to work its force overtime between now and
the holidavs. V

JAMES W. BRIGHT IN NEW POST

Cincinnati, O., November 7.—James W. Bright,

formerly connected witli the Cincinnati Bruns-

wick branch as a salesman, and later with the

Cleveland Brunswick organization, has been

made manager of the new Brunswick depart-

ment of Alms & Doepke, which ppened here

on November 1. Mr. Bright is a man of ex-

ceptional ability and his wide experience in the

talking machine business should prove a valu-

able asset to the new concern.

For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

NATURELLE is the original Reproducer
of its kind—a chemically prepared wooden
diaphragm—with complete sound box and
horn attachment. Buy NATURELLE and
you get the natural voice of the singer and
instrument, very distinct and musical, with-

out the metallic sound which the mica
diaphragm gives out. All infringements

will be prosecuted. Beware of imitations.
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-Specially designedforthe TalkingMachine Trade
Cutting and Washington Radio Receiver IIC—cabinet design

console type. Completely self-contained, a three-tube set that

has proved in comparative tests to have higher selectivity and

volume than any other instrument in its class.

A moderate-priced

Cabinet Receiver
Here at last is the instrument which enables the talking

machine dealer to enter confidently into the radio business,

feeling that he is now assured of success.

Designed by Cutting and Washington, two of America's best-

known radio engineers, pioneer manufacturers of radio equip-
ment—a concern with strong financial backing that has a
reputation for service. This new instrument is the leader

Console Type
of the C. & W. line, which covers all ranges of price. All
sets licensed under the Armstrong Patents—admittedly
the best for radio reception.

Dealers securing the C. & W. franchise are given territorial

protection and backing by a comprehensive advertising cam-
paign.

Secure the details at once and be in position to profit by the
radio business this Fall and Winter.

Cutting and Washington Receiver 12A—"Town and Country"
model (portable type). A two-tube set which makes an ideal re-

ceiver both for the home and for outing use. For either single
circuit or doable circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, "The Future of Radio
Retailing," sent without obligation to Talking Machine
Dealers.

Cutting and Washington Radio Receiver llA—similar in mechanical
design to the receiver used in the cabinet model but of the box
type—an instrument that has already had a big sale all over the
country.

Cutting and Washington Radio Corp.
Operating Station WLAG— "Call of the North"

Minneapolis Minnesota

Cuttlnq Washinqton
America's oldest manufacturers of commercial radio
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CLEVELAND
Planning Next Year's Convetition—Jobbers Jidiiig Dealers by

Timely Sales Helps—L. Meier Sons' Atuiiversary—The News

Cleveland, O., November 7.—Unity of music

trade interests is being demonstrated at this time

here in the combination of forces of the Music

Merchants' Association of Northern Ohio and
tlie Cleveland Music Trade Association to make
the convention of the Music Merchants' Asso-

ciation of Ohio, to be held in Cleveland next

September, the biggest event of its kind ever

attempted. The two local factions represent the

talking machine and piano interests, which are

combined largely in the State Association.

At meetings held during the last few weeks

a strong committee has been appointed. This

is headed by George M. Ott, the G. M. Ott

Piano Mfg. Co. With him are Harry P. Valen-

tine, Plenry Dreher and William G. Bowie, the

Dreher Piano Co.; Edward B. Lyons, the

Eclipse Musical Co.; George R. Madison, the

Cheney I'lionograph Sales Co.; Louis Meier,

the L. Meier & Sons Co.; Otto C. Muehlhauser,

the Muehlhauser Bros. Piano Co.; C. H. Ran-

dolph, Randolph House of Good Music; A. B.

Smith, the A. B. Smith Piano Co., Akron, and

Rexford C. Hyre, association secretary.

Launch Drive for Funds
,Al first an elaborate program of musical

events was planned, in order to raise funds to

defray convention expenses. These were oul-

lined at previous meetings. At the first meeting

of the committee, however, it was seen that

sufficient funds may be raised right within the

local bodies and a campaign has been started

to raise that fund. If additional money is

needed, and this will be known by the end of

November, the program as outlined originally

will then be considered.

Jobbers Co-operating

Meanwhile jobbing factors are doing more

than their bit to assist the dealer in getting

started right for the 1923-1924 season. One
unusual effort in this direction has been insti-

tuted by the Eclipse Musical Co. Large framed

window cards have been prepared for use by all

Cleveland Victor dealers. These cards tell that

the Philip Spitalny Orchestras in the Hanna

and Grebe restaurants and in the Allen Theatre

will play at least two Victor record selections

during each week. In tlie restaurants cards

will be hung up when these record selections

are being played. On the framed window cards

a blank space has been left and here the dealer

can attach extra small strips with the selections

printed thereon. This will mean that much pub-

licity will be given to certain records by one

of the leading musical directors of the city,

and give the dealer a chance to cash in in a

manner he has not had before. Moreover, the

records will be distributed on the Friday pre-

ceding the Sunday on which they will be played

at the different gathering places, giving the

dealer two Saturdays in which to do business.

Edison Tone-tests

The tone-tests that have been a feature of

Phonograph Co. activities in the distribution

of the Edison will be a feature again this year.

Arrangements have been completed by E. S.

Hershberger, secretary, for a series in and near

Cleveland for Edison dealers. It is planned to

have twelve such concerts, starring Miss Eliza-

beth Spencer, soprano; Miss Lucille Collette,

piano, and Harold Lyman, flute. Their appear-

ances in Cleveland will be in Glenvillfi Audi-

torium, by Dealer F. W. Rose, and on the West
Side by Dealer George C. Lang.

Stresses Importance of Timeliness

To help dealers increase their record sales,

timeliness is being emphasized by the Cleve-

land Talking Machine Co., Victor wholesaler.

Every day wherein something unusual .in music

has developed, regardless of its significance,

that development is capitalized. A brief state-

ment covering the event and records that are

appropriate to the occasion are listed on a

post card and sent to dealers. This series has

not only stimulated record sales, but is giving

the dealer strong talking points that lead to

sales of the better class of selections, according

to W. D. Sayle, member of the Cleveland Co.

Another Aid to Dealers

Another aid to dealers, one that usually can-

not be bought at any price, has been inspired

by C. LI. Kennedy, local distributing representa-

tive of the Bush & Lane Duo Vox. The Sunday
editor of a newspaper in a nearby city was so

impressed with the musical qualities of this in-

strument that he decided to make a first-page

story, with pictures, for the magazine section.

Carola Accounts Result of Exhibit

In the recent National Exposition, held at

Public Hall, one of the exhibitors was the

Carola Co., with N. I. Schwartz, general man-

ager, in charge. The exposition attracted mer-

chants from distant points and, according to

Mr. Schwartz, numerous new accounts among
the retailers were opened. Shipments to these

new dealers were made daily during the ex-

position as soon as orders were received.

Brunswick Get-together

What looks like an annual event for Bruns-

wick dealers may be seen in the second get-

together held by the local Brunswick district

office at the Hotel Winton. The event marked

the return to the Cleveland district of the Oriole

Orchestra, for a month's propaganda work in

this vicinity, their first appearance this time

being in the Winton Rainbow Room. More
than 200 dealers and their associates, coming
from all parts of this territory, attended. During
the early part of the day they visited local

BrunsW'ick headquarters, where they viewed the

latest models and incidentally placed orders for

a total of .S20 machines, according to Leslie I.

King, district manager of the phonograph divi-

sion. Here also they obtained first-hand in-

formation on business conditions generally and
on the talking machine trade particularly from

J. F. Ditzell, sales promotion manager. In the

afternoon the visitors went about the city and
in the evening they attended the dinner dance

at the Winton.

Changes in the staff of the Brunswick in this

territory include the appointment of F. H. Bur-

bec, formerly with the C. C. Miller Co., Pitts-

burgh Victor distributor, for Pittsburgh terri-

tory. Maurice Sternlick will handle the Syra-

cuse, N. Y., section.

L. Meier & Sons' Anniversary

Probably the biggest undertaking by an in-

dividual dealer will be the presentation, for two
performances, of the Eight Famous Victor

Artists by the L. Meier & Sons Co., Victor

dealer, in the largest West Side theatre in town.

This event will hold forth toward the end of

November to celebrate the firm's twenty-sixth

anniversary, which will be held during the

greater part of the month. Prizes, including

twenty-six Victrolas, will be given away each

day. Balloons will be sent aloft with lucky

numbers attached. Music will be a weekly
feature during the celebration. The intrepid

Louis Meier, head of the firm, is being com-

plimented by dealers from distant" points for his

astuteness in bringing the Artists' aggregation

to Cleveland. The Artists have been heard here

before, but it was an association effort that

brought them here, not an individual dealer's

ability and nerve.

Merchants' Meeting to Be Social Affair

To strengthen the talking machine faction in

the Music Merchants' Association of Northern

Ohio, the November meeting, on the nineteenth,

will be made a social affair, with a dinner dance

in the Georgian Room of the Hotel Cleveland.

The committee handling this event includes

Dan C. Baumbaugh, the May Co.; Edward B.

Lyons, the Eclipse Musical Co.; William G.

Bowie, the Dreher Piano Co.

Columbia Artists Aid Record Sales

Ted Lewis and his jazz artists were guests

of S. S. Larmon, branch manager of the Colum-

bia Phonograph Co., while that aggregation was

in town. While here Mr. Lewis - made the

Remick Music Shoppe his temporary headquar-

ters and signed records which were bought

avidly by the crowds that came to see him.

Likewise, he signed a two-year contract to make
records for the Columbia Co. while in Cleveland.

The new Detroit branch of the Columbia

Co. will henceforth be located at 430 East Fort

MakeYour Store the Musical Center
of your ccjnimunity by adding The New Edison to your business.

The New Edison adds PRESTIGE and PROFITS; both are

essential for success.

Edison is First in Quality, Cabinets and Late Hits. (New rec-

ords are issued weekly.)

We are now oversold for the holiday trade so cannot accept

new dealers until after January first. In the meantime write

us for our latest dealer proposition.

THE PHONOGRAPH COMPANY
Exclusive Edison Distributors

Cincinnati, Ohio:

314 West Fourth St.

Cleveland, Ohio:

1240 Huron Rd.
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Old and New Phonographs Are Vastly Improved

With a VIOLIN SPRUCE REPRODUCER

Dealers'
v

_
Samples

Models for Columbia, Victor, Cheney, Vocalion, Nickel

Sonora, Cleixtonola, Vitanola, etc $3.00

EDISON ATTACHMENT 3.60

Dealers' Discounts and Terms upon request

THE DIAPHRAGM CO., 1836 Euclid Avenue, CLEVELAND, OHIO

Order Direct or from Your Nearest Distributor

Louis Jay Gerson
G3 Reade Street

New York, N. T.

T. C. Findley
lUinois Diaphragm Co.
280 N. Wabash Ave.

Chicagro, III.

street, that city, lease for which was closed

recently by Branch Manager Larmon.
During the appearance of Kiraly Erno, Hun-

garian violinist,' in Cleveland, Mr. Larmon was
host to Hungarian Columbia dealers, a bo.x

party being arranged for the occasion.

Big Sonora Ad Drive

One' of the most consistent advertising cam-

paigns in the trade is being conducted by the

Sonora Phonograph Ohio Co. under direction

of J. T. Pringle, general manager. As new
dealers are added to the Sonora list here they

are included in this publicity, until now more
than twenty such dealers are getting this rep-

resentation. This is part of the general pro-

gram here to assist the dealer in his Fall and

Winter business campaign. It is a natural fol-

low-up of the Sonora situation, Mr. Pringle

points out, since practically the entire quota

of machines for this territory has been absorbed

by orders previously' placed, and new business

most likely will have to wait upon this early

demand being filled from both Cleveland and

Cincinnati warehouses.

Unique Sonora Exhibit

Another Sonora feature is the establishment

of an exhibit at the second busiest corner in

the country, Euclid and East Ninth, where the

Cleveland Trust Co. donates the use of some
of its space to Cleveland business interests.

This exhibit, sponsored by the Buescher Co.,

contains the parts of the Sonora instrument,

with instructive data explaining their use. This

exhibit had to be bid for weeks in advance, so

popular is the location with local manufacturers

and distributors.

Dealers Feature New Red Seals

Official release of the new double Red Seal

Victor records here was marked by a full-

page advertisement in local newspapers, dupli-

cating the national Victor advertising, in which

both jobbers and dealers took part. The Eclipse

Musical Co. and the Cleveland Talking Machine

Co., jobbers, and the Bailey Co., May Co.,

Euclid Music Co., Buescher Co. and Dreher

Piano Co. filled out the page.

Popular Prices Stimulate Demand
Popular prices for new models are considered

one of the factors that are stimulating the talk-

ing machine demand in this section at this time,

in the opinion of George R. Madson, president,

the Cheney Phonograph Sales Co., back from

a tour of his dual territory. This accounts for

the new business by dealers running well ahead

of the better seasons in recent years, Mr.

Madson believes.

Diaphragm Co. Launches Campaign
Expansion of activities for the violin spruce

reproducer, handled by the Diaphragm Co..

already is under way, according to H. C.

Cooley, sales manager. Publicity is being dis-

tributed wherein the consumer will be reached

direct. Another advertising program in a large

list of class journals is being planned, in which

attention of the consumer will be directed to

this company's products. T. C. Findley has

been appointed distributor in the Chicago ter-

ritory. Prices of the different models of the

instrument have been reduced, since greater

outlet has increased production and consequently

lowered production costs.

Plans Unico-equipped Department

The C. L. Kauffman Furniture Co., of West
Twenty-fifth street, is planning for active busi-

ness in the talking machine department. Dur-

ing the recent visit of George Lyons, of the

Unit Construction Co., Philadelphia, Pa., plans

were developed for a Unico-equipped depart-

ment, the 'installation of which will be made the

latter part of the month.

Many Dealers Add New Lines

The period has been productive of more new
dealers being added by the jobbing interests

here, than for any similar recent period. These
include: Edison—Madison Music Shoppe and

the Antisdale-Mathys Co., Cleveland; Degart &
Bittner, Sandusky; C. Schwarzwaelder, Wil-

loughby; Frank Cerne, Cleveland; A. C. Bur-

gess, Oberlin. Victor—Stewart's Music House,
''Varren. which takes over the interest there

of M. A . DeForeest & Son; Soriano Music

Co., Niles, which takes over the M. V. De-
Foreest & Son interest there; Howenstine
Music Co., Louderville. Brunswick—Miltner

Pfano Co., Cleveland; East Liberty Spear Co.,

East Liberty, Pa.; Schroeder Piano Co., Pitts-

burgh and New Castle, Pa.; the Rosenbaum
Co., Pittsburgh; M. Nathan, Johnstown, Pa.;

C. A. Focht Co., Wellsboro, Pa.; J. W. Houck
Co., Buflfalo; Lincoln Furniture Co., Buffalo.

Sonora—Mintz Piano Co., Cleveland, which is

opening a new downtown store. Columbia

—

Hulshoff Clothing Co., Lockport, N. Y. ; Colum-
bia Music Shoppe, Buffalo; Williamsville Phar-

macy. Williamsville, N. Y. ; Merle High, Con-

voy, O.

Thousands Visit "Talker" Salon

One of the most attractive features conceived

by a dealer of this city for some time has been

the talking machine salon conducted at the

William Taylor Son & Co. A similar show
was held a year or so ago, but this one sur-

passed the first attempt—in the amount of space

devoted to it, in the elaborate hangings and

floor coverings used, in the wide variety of

makes and types of machines shown and in

the music used to demonstrate them. Instru-

ments featured during this showing included the

Victor, Sonora, Brunswick and Cheney lines.

The event lasted ten days, somewhat longer

than the original show, and attracted the atten-

tion of thousands of persons, many of whom
are likely prospects.

Buescher Ties Up With the Opera
Buescher's Music Store in this city is using

the back cover in the official program issued

for the Wagnerian Opera Co., which will gfve

eight performances in this cit\- at the Masonic

Auditorium, beginning November 20. In its

advertisement on the cover, Buescher's features

the Odeon recordings of Schubert's "L^nfinished

Symphony," which were made under the super-

vision of Eduard Moericke, who will conduct

the orchestra for the Wagnerian Opera Co. in

the Masonic Auditorium. The advertising calls

particular attention to the fact that the Odeon
recordings of the "Unfinished Symphony" are

furnished complete in one album.

To have pioneered the perfection of tone reproduction in

what is today the most popular of musical instruments,

required

Genius
To set a standard that would so perpetuate the immortality

of the world's greatest musical celebrities, was demonstra-

tive of good

Judgment
To maintain unparalleled leadership as a natural subse-

quence of devotion to an ideal, bespeaks

Generosity
Those are the high lights in the history of the Victor or-

ganization moving ever onward with the trend of the times.

To make our service to Victor dealers as preeminent as the

Victrola itself, is the privileged purpose of the Eclipse

organization.

Console models, of course, are

leaders. Keep them on display.
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Ev-Vy ni^htl cry my -self \o sleep o -ver you,

A FOX TROT BALLAD—with a punch in both melody and lyric

0. P. GRAFFEN'S IMPORTANT POST

Appointed General Sales Manager of Vox Cor-

poration of America, With Headquarters in

New York—Widely Known and Esteemed

The many friends in the trade of O. P. Graf-

fen will be glad to learn that this popular talk-

ing machine man has just been appointed gen-

eral sales manager of the Vox Corporation of

America, with headquarters at 25 West Forty-

fifth street, New York. Mr. Graffen assumed

his new duties on November 1, and he is now

O. P. Graffen

busily engaged in making sales - and publicity

plans for a gigantic campaign in behalf of Vox
products. The Vox name, while comparatively

new on this side of the Atlantic, is a recognized

leader in the phonograph industry abroad, and
among the products that will be merchandised

through Mr. GrafTen's organization are records,

spring and electric motors, -sound boxes and
tone arms.

O. P. Graffen needs no introduction to the

talking machine trade throughout the country,

as he has been identified with the industry for

many years and has attained success and pop-
ularity in his various associations. A number
of years ago Mr. Graffen was connected with
the Victor Talking Machine Co.'s traveling

department and subsequently joined the Co-
lumbia Phonograph Co. where he was exception-

ally successful as a member of the New York
sales staff. He won the esteem and friendship

of the dealers wherever he called, through his

ability to cooperate with them along practical

lines.

In recent years Mr. Graffen was identified

with the General Phonograph Corp., manufac-
turer of Okeh and Odeon records, and the

Granby Phonograph Corp. In the capacity of

general Eastern manager of the latter organ-

ization, with headquarters in New York, he

built up a ver_v large clientele for Granby

phonographs and won recognition as one of the

foremost members of the wholesale talking

machine fraternity throughout the Eastern terri-

tory.

In securing Mr. Graffen as general sales man-
ager, the Vox Corporation of America is to be

congratulated, for he brings to his new work
an unusually wide experience in the talking ma-

chine field that embraces practically every phase

of merchandising and salesmanship. He knows
and understands the dealer's problems and can,

therefore, assist Vox representatives in develop-

ing their business profitably and permanently.

In speaking with The World, Mr. Graffen

was very enthusiastic over the quality of Vox
products. He particularly pointed out the Vox
records which, although well-known abroad, he

predicts, will contain, without doubt, many sur-

prises for the trade 'here on their clearness and

quality. According to Mr. Graffen's present

plans his company will merchandise its products

through jobbers and dealers, and within the

next few weeks the details of his campaign

will be ready for announcement.

CO=OPERATES WITH VICTOR DEALERS

Musical Instrument Sales Co. Issues Timely

Sales Help—Designed to Aid Record Sales

'J'he Musical Instrument Sales Co., New
York, Victor wholesaler, through its service de-

partment, has distributed among metropolitan

Victor dealers photographs of scenes from

"Poppy," one of the musical comed)' hits in

New York, featuring Madge Kennedy. The
Victor record responsible for this unusual serv-

ice and co-operation is "What Do You Do Sun-

day, Mary?", a dance number that gives every

indication of being a big hit during the next

few months.

The company's service department has al-

ready announced a practical form of co-opera-

tion consisting of a four-page folder, entitled

"Analysis of Better Records." This folder i^

issued weekly coincident with the release of

new Victor records and from each weekly list

there are selected five or six records that are

particularly noteworthy. These records are an-

alyzed carefully and practical information is

given to the dealers and their clerks. Sugges-

tions are made as to the most likeh' class of

prospects and the most interesting features of

the record, and a list is given of records by the

artists making the particular selections pre-

sented These folders can be used to advan-

tage in the stimulation of record sales and the

Musical Instrument Sales Co. has been con-

gratulated upon its activities in preparing thfs

interesting data.

The formal opening of the W. Bentley

Stevens Music Shop in Deep River, Conn., was
held recently. Souvenirs were given to patrons

attending the reception.

PERFECT SATISFACTION
From your Talking Machine can only be

'

realized by using a Perfect Needle.

Why not therefore secure the best and

always insist on getting

DE LUXE NEEDLES
Perfect Reproduction of Tone No Scratchy Surface Noise

PLAYS 100-200 RECORDS

Duo-|ONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

Price 3 for 30 Cents Liberal Trade Discounts
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ProfitNow—PayLater!
New terms of exceptional value now—store equipment
100% efficient for Fall and Holiday Trade; payments
conveniently distributed.

jP\EFERRED terms are new—but quality and business building ability are old; the^ same that has brought satisfaction to over 3700 users.

INCREASED sales invariably follov^ an installation of Unico Equipment—a qual-

ity product sells more readily in a quality atmosphere.

T^ACE facts! Machine and record buyers are more discriminating than they have
*~ been in years past. Create in your store an atmosphere in harmony with your
business; the sale of an art product.

T^ON'T lament the fact that "the standard records do not sell"^—they do sell but
-'-^ they must be sold in audition rooms where comfort and surroundings approximate

home conditions.

T"*
RUE, some records are bought without trial hearing or with a half-hearted demon-
stration—but you can't sell that way.

A DEQUATE Audition Room facilities—efficient store planning sell most rec-

ords and machines. Unico Equipment gives best facilities—don't delay

—

consult Unico TODAY.

Immediate shipment from stock. There is still time for you to increase your sales.

UNIT CONSTRUCTION COMPANY
Kern Dodge, Receiver

58th St. and Grays Ave. PHILADELPHIA, PA. ^

mm
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Tunes tliat are in the air —

THE REWARD OF ENTERPRISE

J. A. Wuchter Music Co., Allentown, Pa., Has
Record of Sixteen Years of Growth—Opens
Year-end Drive—Large Radio Stock

USEFUL NEW PLAZA BULLETIN

Handy Reference Guide for Use of Talking Ma-
chine Dealers and Salesmen

Allentown, Pa., November 5.—Sixteen years

ago the J. A. Wuchter Music Co., 927 Hamil-

ton street, started in the phonograph business

in this city. It has handled the celebrated

Columbia line all these years and to-day

boasts of one of the finest stores of its kind

to be found in any other city of like size.

To properly inaugurate the Fall and Winter

season, the store recently held a formal opening,

which lasted three days. The interior was prop-

crlj' decorated for an occasion of this kind.

An added feature, grown to large proportions,

is the radio department. Scenting the future

of the radio business, Mr. Wuchter started in a

small way to build up a radio department. He
handles such leading makes as DeForrest radio

sets, Radio Corp. of America line and Music

Master radio amplifiers.

The Plaza Music Co., well-known manufac-

turer and distributor, has just mailed to the

trade a six-page bulletin carrying data, prices

and illustrations of its complete line of phono-

graph accessories. The bulletin is issued in two
colors and is divided into twenty-four sections,

making a ready reference guide.

The sales department of the Plaza Music Co.

has issued this little publication, bearing in

mind the fact that such merchandise brings

added revenue to the dealer's coffers. Many of

these products can be sold at the time the ini-

tial sale of talking machines is made. At any

rate they are marketable to practically every

talking machine owner.

The Brunswick Shop, 847 Orange street,

Wilmington, Del, H. C. Miller, proprietor, has

reopened.

THE TROTTER
ELECTRIC MOTOR

Is an Attractive Retail Proposition

for Phonograph Dealers

Easily Installed Will Run on Any Current

Guaranteed for One Year

The Trotter motor can be sold to any one who owns a

spring motor driven phonograph. Any one can install it

and when following printed instructions can change his

phonograph into an electric machine in ten minutes.

Plymouth Phono Parts Co.
PLYMOUTH WISCONSIN

DISTRIBUTORS

Plaza Music Co., 18 West 20th Street, New York

Lakeside Supply Co., 73 West Van Buren Street, Chicago

"TREASURE CHEST" AS XMAS GIFTS

C. Bruno & Son, Originators of These Sets,

Urge Dealers to Make the Most of Their Pre-

Christmas Sales Opportunities

Victor retailers and distributors have placed

themselves energetically behind the "Treasure
Chest," produced by C. Bruno & Son, Inc., New
York City, Victor distributors, until at the pres-

ent time this set has received wide distribution

and many reorders are being received.

In the October Voice of the Victor a full

page is devoted to the "Treasure Chest" and
the idea of selling records in sets rather than

single record sales. It will be remembered from
previous announcements that the "Treasure
Chest" is an attractively cartoned set of six

ten-inch, double-disc records from the Victor

catalog, carefully selected to carry out the idea

of "musical gems from foreign lands." Sup-

plied with the set is descriptive matter thor-

oughly explaining the musical theme of each

record, making for greater appreciation and en-

joyment of the different selections.

As originally stated, the "Treasure Chest" is

in no sense of the word a commercial develop-

ment of C. Bruno & Son, Inc. It was insti-

gated largely by the desire to introduce the

sales of sets of records that would intensify the

interest of the public in record music. C. Bruno
& Son, Inc., are co-operating with both dealer

and distributor in the exploitation of this new
idea. A series of dealer helps, well destined

to help the dealer increase his sales, have been
originated. In a recent letter to the trade atten-

tion is called to the desirability of the "Treas-

ure Chest" as a holiday gift and its appropriate-

ness in both appearance and popular price. As
an additional aid to dealers in the development
of sales two letters were prepared and enclosed.

These letters, designed to stimulate interest in

the "Treasure Chest," are for dealer distribu-

tion: There were also enclosed suggestions for

window card copy. Four-color window cards,

size twenty inches by thirty inches, have been

prepared to be supplied to the dealer at abso-

lute cost.

Although the "Treasure Chest" is in every

sense of the word a novelty it is, at the same
time, decidedly a staple product and, therefore,

the intensive work of the present time is the

foundation upon which dealers may build up a

substantial superstructure for years to come.

CINCINNATI CONCERN IN NEW HOME
Cincinnati, O., November 5.—Arthur Brand &

Co., distributors of Spencerian portables and

phonograph repair parts, and manufacturers of

the popular Ellis reproducer, are now occupying

larger quarters at 1618 Vine street, in this city.

The company was formerly located at 1602 Race
street, with warerooms on Elm street, but with

the rapid expansion of its business it found

these quarters inadequate. In its new home the

organization will be under one roof with ample
facilities for giving the trade which it serves

efficient service.
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ISM I^ECOI^DS
il

m

50^ Standard Retail Price 50^
FEDERAL RECORDS meet the steadily increasing demand

for a First Class, Popular Priced Record that will afford reputable

Dealers both Profit and Protection.

WHY have FEDERAL RECORDS created this new market and
WHY have protected Federal dealers found them to be a fine busi-

ness stimulator? Here are the reasons:

QUALITY—In Tone Values, Durability and Beauty of Finish, FEDERAL
Records are unsurpassed at any price. They reflect the skill and experience of

twenty years of successful record making.

LATE HITS—All the newest Dance and Vocal Hits, recorded by nationally-

known artists, appear first on Federal in Monthly and Special Releases. In

addition there is a large and varied catalog of Standard, Classical and Sacred

Music.

SERVICE—Federal Service means prompt deliveries, a definite Sales Plan

and hearty co-operation in every way.

PROTECTION—Exclusive territory to live dealers guarantees them a perma-

nent as well as a profitable business.

Write for our Dealer's proposition at once!

FEDERAL RECORD CORPORATION
{Formgrly The Indestructible Phonographic Record Co. Established 1900)

ALBANY, N. Y.
Recording Laboratory: 108 East 16th Street, New York City
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IN PES MOINES
Record BiisUiess Dominates Trade—Harqer er Bl\s]i Arrange Seiies

of Tone-Tests—Look Forward to Biff Holiday Business—The News

Des Moines, Ia., November 8.—Retailers of

talking machines in this city and territory have
reported October as a rather dull month for

machine sales. The record business, on the

other hand, has been unusually brisk for this

time of the year. Retailers attribute part of the

increase in the record business to the "no-
approval" policy governing the sale of records
in the city. An unusual number of good re-

leases has also aug'mented the normal business.

Jobbers report business as very good. Deal-
ers are placing their orders for Fall and Winter
goods and most of the orders show good in-

creases over last year's Fall buying. Dealers
supplied by Des Moines jobbers have found
business better than expected during the Sum-
mer. Consequently they are placing orders

with more confidence than a year ago. Jobbers
claim that the dealer who has resumed aggres-
sive sales policies has enjoyed a good volume
of business this year.

All connected with the talking machine and
record industry are looking forward to an ex-

cellent holiday business. The general employ-
ment situation over the State is good, and Iowa
dealers are basing their estimates for increased
business on that fact. Several flourishing Vic-
trola clubs have been started by Victrola deal-

ers of the State. Harger & Blish will offer spe-
cial Edison numbers for Christmas. The Dun-
ing Co. has announced a special offering of

Christmas records by Gennett in attractive holi-

day folders. Gennett's offering, according to

the Duning Co., will include selections by sev-

eral well-known movie stars. One side of the

record will be given over to some standard
Christmas selection.

Increase in Portable Business
An unusual feature of October's business was

the increased volume of portable machine busi-

.ness reported by the Duning Co. It is gen-
erally assumed that the portable season for

Iowa ends with the vacation days, but, by con-
centrating sales efforts on schools, the Duning
Co. increased its portable business over the rec-

ord for September. The machines went mostly
to smaller schools, where the expense of any-
•thing but a portable machine would have been
prohibitive.

Gennett Iowa Records Popular
Through the efforts of W. D. Duning, of the

Duning Co., Gennett has recorded two new
Iowa numbers whose popularity promises to be
as great as that of the "Iowa Corn Song." "On,
Iowa," is a number of especial interest to alum-
ni of Iowa State University, where it has be-
come very popular. On the reverse side of
the record Gennett has recorded "Men of

Iowa," a spirited march by O. E. Van Doren,

bandmaster at the university. The two nuni-

bers were recorded under the supervision of

Mr. Van Doren, who made the trip to the Gen-
nett plant for that purpose. Since the release

of the new number, on October 20, the Duning
Co. has been flooded with orders.

Tone Tests Arranged by Harger & Blish

Harger & Blish have announced a new series

of "tone test" concerts, to be held the two
weeks following November 19. Three Edison
artists, Elizabeth Spencer, soprano; Lucile

Collette, pianist and violinist, and Harold Ly-
man, flutist and saxophonist, will be heard.

Some ten or twelve concerts will be held at

various points over the State.

Dealers Establish Trade-in Allowance
At the last regular monthly meeting of the

Des Moines Music Merchants' Association a

new retail policy was discussed and finally

adopted. Feeling that somewhat large trade-in

allowances have been demanded from and al-

lowed by dealers, the Association decided to

establish a maximum allowance on "off-brand"

machines. In the future not over $30 will be

allowed for a used machine, unless the instru-

ment is of standard make. Five or six well-

known machines were designated as standard

machines by the dealers.

Victor Record Business Good
According to H. B. Sixsmith, of the Mickel

Bros. Co., the \'ictor record business during

II ^1 FV'^ GRAPHITE PHONO
* ijiJ ijl-i * J SPRING LUBRICANT

Ilsley's Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or i)ecome sticky or rancid. Remains in

its original form indefinitely.
Put up in 1, 5, 10, 25 and SO-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

FTTRFKA NOISELESS talking
iviAcmi\E LUBRICANT

ll''ritc for special prof'osition to jobbers

ILSLEY-DOUBLbDAY & CO.. 229-231 Front St.. NewTork

last month was exceptionally good. Part of

the increase in business, he claims, was due

to the adoption of the weekly release plan.

The double-facing of Red Seal records has also

made Victor releases popular among buyers.

Hugo Heyn, of the Alickel Bros. Co., has re-

signed his position to become a partner in the

All Makes Typewriter Co., of Omaha, taking

charge of the dictating machine department.

Belle Hendrix Smith, of the Mickel Bro. edu-

cational department, delivered a series of talks

on the subject of "Music Appreciation" before

the County Teachers' Institute at Eldora, la.,

during the latter part of October. The Victor

Health Exercises were also demonstrated.

Takes Charge at Chase & West
W. AIcGlasson has been appointed manager

of the Victrola department of Chase & West,

this city. He has had long experience in the

talking machine business.

Mickel Bros. Co. reports the appointment of

Zona Berg & Son, of Superior, Neb., as Victor

dealers at that place.

Port's Victor Parlors, of Vinton, la., recently

arranged with the Presbyterian minister of that

place to give a program of sacred selections on

the Victrola. The selections were illustrated

with stereopticon views as the selections were

given.

SERVICE AWARDS FOR AEOLIANITES

Those in Employ of Company for Ten Years or

More Presented With Certificates and Pins

at Annual Get-together Dinner Held Recently

One hundred and forty-six members of the

Aeolian Co. organization, who had been in the

service of that company for ten years or more,

were awarded service certificates and appro-

priate pins at the annual get-together dinner

of the Aeolian Employes' Association held at

the Hotel Majestic on Monday evening of last

week and attended by over 450 men and women.
Among the officials of the company who re-

ceived awards for service were E. S. Votey,

vice-president; W. V. Swords, vice-president and

general manager; H. B. Schaad, secretary; W.
H. Alfring, general sales manager; Herbert T.

Proudfit, advertising manager; Charles H.

.Addams, manager of the wholesale piano de-

partment, and Charles A. Laurino, retail sales

manager. The real veteran of the group receiv-

ing awards was Isaac R. Barbour, of the deliv-

ery department, who has a record of forty-two

vears of continuous service.

During the course of the evening short ad-

dresses were made by Mr. Swords and Mr.

Proudfit, and also by H. S. Jewett, of the whole-

sale promotion department, who told of the

development of the Duo-Art music fantasy

"Sonia's Song." The fantasy was then pre-

sented with Sergei Barsukov as the featured

artist. During the course of the evening other

entertainment was provided by Irving Kaufman
and Monroe Silver, Vocalion recording artists.

Robert M. Richter, president of the Aeolian

Employes' Association, presided.

An elaborate minstrel show, consisting of

talent drawn exclusively from the Aeolian or-

ganization, was presented at Aeolian Hall Alon-

day night, November 5. It was a huge success

m everv wav.

Q. R. SUTTON OPENS NEW STORE

Livingston, Tex., October 30.—A new music

store has been recently opened here by George

R. Sutton, formerly in the music business at

Lufkin. The store will be situated in the Polk

County Enterprise office building.

RECORD
COMPARISON WITH THE LIVING ARTIST

REVE.VLS NO DIFFERENCE

HARGER & BLISH DES MOINES
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THE VOICE OF THE WORLD

i^ntroducittd

TRADE
MARK

This vox trade-mark represents a

line of talking machine and kindred

products that are recognized through-

out Europe as the highest achievement

in technical perfection.

Among the most prominent of these

products are : Records in all Foreign

Languages— Phonographs— Electric

and Spring Phonograph Motors—
Wooden Sound Boxes and Tone Arms
— Accessories— Dictating Machines
— Electric Typewriters.

TheseVOX products are now about to

be placed upon the American market.

REG.
U.S.A.

It will pay all Dealers and Jobbers to

investigate VOX products, both from

the standpoints of larger profits and

the satisfaction derived in using or

selling an article that will make good

reputations better.

We will shortly make further an-

nouncement of more definite plans

and list our first releases of the VOX
Foreign Records.

In the meantime VOX makes its bow
to the talking machine industry of

America.

VOX CORPORATION OFAMERICA
25 WEST 45IS STREET
NEW VORK U.S.A.

THE VOICE OF THE WORLD
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324-WASHINGTON ST.,BOSTON.MASS.BOSTON ENGLAND
DEALERS HEED ADVICE TO STOCK UP FOR HOL-

IDAY BUSINESS BY EARLY AND HEAVY ORDERING
Care Noticeable in the Selection of Lines—Shortage in Some Quarters Expected—Postpone Music

Exposition—Planning for Music Week—Other Important News and Activities

Boston, Mass., November 7.—October saw a

good business all along the line; most of those

in the talking machine trade were pretty well

satisfied, but there were those who did not

make so good a report of the month as did

others. The jobbers say that the advice offered

annually to the trade to lay in their stocks

early has been heeded pretty generally, though

there has been more care exercised than ever

before in choosing the lines of goods, for the

most part the more' expensive types of machines

having the early and generous call. There is a

feeling in some quarters fhat after all there is

to be a shortage with some manufacturers of

goods, and that some dealers are going to feel

it keenly at the eleventh hour. The current

month ought to be a good one; in fact, tradi-

tionally it ought to considerably e.xceed Oc-

tober which has a fairly satisfactory record.

Postpone Music Exposition

The music exposition originally planned for

the last week of November at Mechanics' Build-

ing, and which has been mentioned several times

in The World, has been postponed until Spring.

The various concerns which had become inter-

ested as exhibitors have pledged themselves to

take space if it is decided definitely to hold the

exposition in the Spring.

Organizing for Music Week
Meantime the trade in New England has had

brought to its attention the nation-wide observ-

ance of the week of May 4, "Music Week," which

already has received the endorsement of promi-

nent persons locally. Mayor Curley has prom-

ised the city's fullest co-operation in the move-

ment, in which schools, churches, theatres and

musical organizations will take a leading part.

The city council will be asked to set aside an

appropriation. At a meeting held at the Boston

KxX. Club a temporary organization was effected

and among those attending the meeting were

John A. O'Shea, who is identified with the music

department of the Boston public schools; Frank

C. Brown, a local architect; Chester I. Camp-
bell, who has steered to success a great many
large shows and expositions; Courtenay Guild,

head of the Apollo Club, a leading singing

society of Boston; Professor John P. Marshall,

of Boston University; Frank P. Spear, president

of Northeastern College; Mabel Daniels, who
has been active in managing private shows and
is a composer of merit. Mrs. William Arms
Fisher, director of education of the National

Federation of Music Clubs, was chosen director

of the undertaking, with authority to appoint a

chairman, treasurer and secretary.

Preparing Billboard Campaign
Kraft, Bates & Spencer, Inc., of which Harry

Spencer is the head, and who are the New
England representatives of the Brunswick, are

preparing their annual illuminated, painted bill-

board campaign throughout Boston, and some
very catchy material has been made ready for

these displays. There are three big artists who
are soon to appear in Boston whose records

already are being widely called for, these being

Bronislaw Huberman, violinist, who plays at

Jordan Hall November 8, and who is expected

to call at the Boston oflices of Manager Spen-
cer; Segrin Onegin, who appears at Symphony
Hall on November 25, and Josef Hofmann, who
also is to appear at Symphony Hall.

Heavy Brunswick Demand
Harry Spencer states that the Brunswick busi-

ness was very heavy in October, and the indi-

cations are that it will be big right up to the

holidays. He expresses the belief that there is

to be a shortage of Brunswick goods and there

are some types that it is difficult to secure even

now. Harry's brother, Lloyd Spencer, has just

returned from a two weeks' trip to Maine, where
he visited the bigger cities only, and he found
business in the Pine Tree State to be of a most
satisfactory nature.

Cheney Business Booms
The Cheney Sales Corp., of which Stephen A.

Colahan is the head, and whose headquarters

are at 376 Boylston street, reports that the

Cheney business in the New England territory

has exceeded all expectations and the new
Cheney console, known as Style 119, has been

especially in favor locally, and already the out-

Victor

Loyalty

Pays

Exclusively

Wholesale

The Eastern Talking

Machine Co.

8 5 ESSEX
BOSTON

STREET
MASS.

put consigned to Manager Colahan has been

exhausted. A new dealer, who has been signed

up to carry the Cheney, is E. W. Guillimette,

of 782 Manchester, N. H., who has a very artis-

tically arranged store, where several of the best

models of the Cheney are attracting much atten-

tion. Another new dealer to carry this line is

Harry W. Seaford, of 17 Forrest avenue, Port-

(Contiiiued on page 100)

DITSON SERVICE
Has back of it years of successful experi-

ence and an understanding of the dealer's

problems that will make the road
smoother for him during the busy months
to come.

DITSON
I

VICTOR
I

SERVICE I

Service From Two Big Centers

OLIVER DITSON CO.

BOSTON
CHAS. H. DITSON & CO.

NEW YORK
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Love of Good Music Is Not Limited to Any Class, Creed or Race

^he NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph. The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It will bring increased patron-

age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

ship Opportuni-

ties. Write us.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS
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land, Me. He has recently taken a store on the

street floor and his Cheney business is reported

to have been very good from the start.

Changes in General Corp. Territory

The General Phonograph Corp. in its New
England territory exceeded its quota for Oc-
tober and Manager N. B. Smith is elated that

business in the Okeh and Odeon lines is "mak-
ing good" in his field. The especial success

during October was due in part to the fact that

there were a number of new pieces brought out

during the month, these including "That's a Lot

of Bunk," "Marcheta" and "I^ast Night on the

Back Porch." There has been a slight shift-

ing of territory in the New England field of the

company. Charles E. Hodgkins, wiio hereto-

fore had the Boston territory, beginning No-
vember 1, had assigned to him the territory

north of Boston, extending from Lynn to

Haverhill, and the Boston field will be taken

care of by Manager Smith and Assistant Man-
ager P. J. Donovan, who will divide the terri-

tory between them. At the present time the

quarters of the General Phonograph Corp., at

142 Berkeley street, are sorely pressed for suffi-

cient room because of the large stock of records

that the concern has to keep on hand. A Boston
caller a few days ago was W. C. Fuhri, general

sales manager of the corporation, who expressed

himself as immensely pleased with tlic volume

of business that is being done throughout the

New England territory.

A Letter to Sonora Dealers

J. H. Burke, sales manager of the Sonora

Phonograph Co. of New England, Inc., apropos

the recent experience which the company has

passed through, has issued a circular letter to

the company's New England dealers, which in

part reads as follows:

"We wish to confirm the notification you have

already received from the New York office, to

the effect that the temporary receivership of

the Sonora Phonograph Co., which was granted

on the application of two stockholders, has

been vacated. The press of the country has

already published the statement given out by

the chairman of the executive committee and

the president of the .Sonora Co. to the effect

that the company is now e.xperiencing the

greatest prosperity in its history, with unfilled

orders of over twice what they were a year ago,

notwithstanding increased production, and that

net earnings have never equaled the present

figures. The situation is therefore definitely

cleared up in a way that reflects greatly to the

credit of the Sonora Co. The entire situation

is, of course, regrettable, but when the fact is

appreciated that the difficult)' was due to the

desirability of controlling the stock of a corpo-

ration which is as fundamciitallv iiealthv as

We Serve New England!f

Q3u:
1^ EALERS who are being served by us have no concern

regarding the type of service that they will receive dur-

ing the holiday rush. Theirs is the confidence that comes
only from continually receiving the same dependably prompt,

accurate, and efficient service during all seasons of the year.

Due to the marked demand that exists for ODEON and .

OKeh Foreign Language Records we are carrying extra

large stocks of records in Italian, Polish, German and other

foreign languages. We still continue our maintenance of a

special list of all Irish Records.

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

Records

Buy
OKeh
Needles

They

Keep
Record Sales

Alive!

Sonora, no ill effects* shall result from it, but

on the contrary greater confidence than ever

before will be reposed in Sonora's product and
policy by the trade and by the public."

Incidentally, it is of special interest that the

New England department has not been called

upon to accept the cancellation of a single

order, which speaks well for the standing of the

Sonora in this territory.

Ideal Music Co. Adds Sonora
A new dealer to take on the Sonora is the

Ideal Music Co., which is located on Broadwaj',

Chelsea, which store is in charge of I. Grood,

who has had a long experience in the talking

machine business. There is to be an official

opening of this store on November 10 and sev-

eral of the Sonora men from the Boston head-

quarters will go out for the occasion.

Trinity Radio Models Please

H. A. Robbins, of the Trinity Phonograph
Co., makes a very encouraging report on the

progress that the Trinity radio is making in the

New England field, and he says that it is with

difficultj'- that orders can be filled. The instru-

ment is put out in console models only and
the cabinet work is especially mentioned by
those who examine the instrument carefully.

Double Red Seal Records in Favor
The wholesale Victor business has been very

good these last few weeks, according to Mana-
ger Kenneth Reed, of M. Steinert & Sons, who
also states that the double Red Seal records are

finding favor, not only in the trade but with

the buying public as well. There has been
an especially large demand for the most popu-

lar numbers of the great artists.

Brunswick Executives in Town
Two Boston visitors who paid a visit to Harry

Spencer's headquarters within the last week
were P. L. Deutsch, secretary of the Brunswick
Co., and Sinkler Darby, chief recorder at the

Brunswick laboratories, who came to town
direct from Los Angeles, where he had been to

make some experiments in recording a large

orchestra.

Parke Willis, Jr., a Local Visitor

A Boston caller lately, who has come in

close touch with the Victor trade, was Parke

Willis, Jr., of the production department of the

Victor, and who made a pretty thorough canvass

of the New England territory, calling on deal-

ers in Bridgeport, New Haven, Springfield,

Worcester, Portland, Bangor, Nashua and

Lowell.

B. M. O'Brien Ends Long Tour
B. M. O'Brien, who is in charge of the Co-

lumbia department at Smith Bros.' Store, Wash-
ington street, this city, has just completed an

automobile trip of 2,600 miles through New
England and up into Canada. Mr. O'Brien

stopped off at the Canadian phonograph expo-

sition in Toronto, where he says an entire build-

ing was devoted to talking machines. He says

he picked up a lot of valuable information at
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sales talks which he attended which will be of

great use to him in his business.

Miss Ethel Armitage Promoted
Miss Ethel Armitage, under the tutelage of

Mrs. Alice W. Graves, record and stockkeeping

expert of the Boston branch of the Columbia

Phonograph Co., and also of Roland Luce, has

become head of the record department of Lord

& Co., Inc., 440 Essex street, Lawrence. Miss

Armitage is quite enthusiastic over the manner

in which the customers of the house accept the

Columbia New Process record hits.

Eastern Co. Giving Mail-order Service

The Eastern Talking Machine Co. has just

put out a mail-order book that is a distinct

credit to the house. There is a carbon and the

buflf-colored card, which will be the one sent

into the office, carries the printed name of the

home office, and a one-cent stamp. There are

twelve order blanks in the book, and the last

one is red, the receipt of which by the 'company

indicates that it is time to send another book.

Although this mail-order book has been out

only a few days several returns have been re-

ceived and with good orders, some from dealers

who have not been sending in orders for goods

in large quantities of late. The book is being

sent out to all the Eastern Co.'s customers

throughout New England.

William J. Weyand a Benedict

William J. Weyand, who is of the repair de-

partment of the Henderson store at 32 Boyl-

ston street, Boston, was married on Sunday

evening, October 28, to Miss Mae C. Sweeten,

of Dorchester, the ceremony having been per-

formed at St. Ambrose's Church, that section.

Mr. Weyand is a friend of Mayor Curley and

the couple were the recipients of a beautiful

gift from His Honor. Mr. and Mrs. Weyand
went on a honeymoon trip by auto through the

White Mountains and they are to make their

home at 7 Leonard street, Dorchester.

Lester Jones on Empire State Trip

Lester Jones, of the talking machine depart-

ment of the Hallet & Davis Co., has lately been

on an extended trip through New York State,

taking in a number of the principal cities, and
visiting the Hallet & Davis dealers at each place

in the interest of the instrument which this big

Boston house puts out.

Pushing New Lines

Sharmat & Son, now located at 28 Court

square, have just received a new consignment

TODAY, Not TOMORROW,
is the time to send in your order for

Victrolas.

A shortage on certain popular types already

exists which we regretfully predict will

spread to other models during the busy
season.

Your order should NOW be on file with
your Wholesaler, assuring you of partici-

pation in shipments as they are received

from the Factory.

Do It Now

M. STEINERT & SONS
Victor Wholesalers

35-37 Arch Street Boston, Mass.

Consult Us for Proposition on Deforest
Radio Merchandise

^arvVHERE IN NEW

of Arionolas and Nationals, the latter coming
from the factory of the National Console

Phonograph Co., and for both of these lines the

concern is finding many customers. The loca-

tion, close to the City Hall annex, is in a good
downtown section of the city.

New Strand Dealers

Arthur C. Erisman is happy in the fact that

the Strand line went big during October; in

fact, it was the biggest month sinoe he has

had this line for the New England territory.

Mr. Erisman has been over in Philadelphia,

having motored over the road with friends,

spending several days en route in New York,

Wilmington and Baltimore. New Strand con-

tracts that Mr. Erisman has been able to sign

up lately have been the Hapjjy Home Furni-

KRAFT BATES-'SPENCER
NEW ENGLAND DISTRIBUTORS

New Brunswick Records Every Day
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the record cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Record Brushes Khaki Covers

ture Co., of New Bedford; Nugent Furniture

Co., Lawrence, and the new store of the Ather-

ton Furniture Co., Portland, Me. A caller a

few days ago at Mr. Erisman's office was Mr.

Gibbs, of the Meiklejohn Co.'s Pawtucket store.

A dealers' service table is the latest thing

to be installed in Mr. Erisman's quarters at

175 Tremont street. Those dealers who have

inspected the idea are quite enthusiastic over

it and have planned to install something similar

in their own stores.

Arthur Champagne Engaged

An engagement of interest in the trade is that

of Arthur Champagne, manager of the Grafo-

nola Shoppe at Hudson, and Miss Mary Mar-

garet Kelly, of Watertown. Mr. Champagne is

receiving congratulations of many friends, in

Columbia circles especially, since this is the talk-

ing machine line that he has much to do with.

Allston Shop in Better Location
- The Allston Music Shop, which handles the

Columbia line, has moved to a new location on

the opposite side of Brighton avenue, Allston,

a very advantageous location. The removal was

found necessary because of growing business

and the store is now on the side of the thor-

oughfare which sees the larger crowd of

passers-by.

Equipping Caldwell Co. Store

J. H. Crane, of the Unit Construction Co.,

has been over this way, having come to equip

the talking machine department of the Caldwell

Furniture Co. in Maiden, and Upham's Piano

Rooms, also in that city.

Pleased Over Mr. Fleischman's Success

The good news percolates to Boston that

Herman Fleischman, lately of M. Steinert &
Sons and who is now in Worcester, is decidedly

making good as head of the talking machine

department of the Marcellus Roper Co., and his

many friends are correspondingly delighted.

Columbia at Fairs

Columbia dealers have been profitably dis-

playing the new Columbia models at the county

fairs throughout New England, in which Sales-

man Ingalls co-operated with a number of the

dealers in seeing that the line was properly

exploited.

Miss Lillian Mugford Weds
The marriage of Miss Lillian Mugford, secre-

tary to R. O. Ainslie, of the Hallet & Davis

Co., a fortnight ago to Albert Curley, at Quincy,

{Continued on page 102)
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376 ISoylston St., Boston

Getting

More

Givino*

More

Cheney
The Master Phonograph

The success whicli the Cheney has achieved, the cliaracter u'

the merchants who sell it, the appreciation of those who hav-
I'lirchased it, and the fairness of Cheney prices bespeak
a line of unusual merit.

Cheney success is undoubtedly due to the ability of a
•quality product and exclusive Cheney franchise to give more
and thereby getting more.

If you are interested in gener-
ous and permanent phonograph
profits, we urge you to write at

once.

IVe offer the maximum of service to Cheney dealers in

the above territory.

Cheney Sales Corporation
(Distributors)

1015 Chestnut St., Philadelphia 1107 Broadway, Xew York
G. DI NBAR SHEWELL, Pres.
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was an event that was of special interest a few

evenings ago. When iliss Mugford left her

desk she carried awaj' with her a chest of silver,

the gift of the officers of the company and her

fellow employes. She and her husband are to

make their home in Detroit, Mich.

New Pooley Dealers in New England

W. B. Glynn, of the W. B. Glynn Distributing

Co., Saxton's River, Vt., exclusive distributor

for the Pooley phonograph in New England

territory, visited Springfield, Mass., recently to

meet Howard Hodson, manager of produc-

tion and sales for the Pooley Co. in order to

arrange for a large allotment of Pooley console

models. Although his firm had recently re-

ceived fifteen carloads of these new models, Mr.

Glynn considered it advisable to get an increase

in the allotment in order to satisfy the demand

in New England for this product.

Recent additions to the Pooley dealers are as

follows: N. W. Brown Piano Co., Springfield,

Mass.; Flint & Brickett Co., Springfield, Mass.;

A. B. Clinton Co., Hartford, Conn., and New
Haven, Conn.; Feinblum-Peizer Music Co..

Hartford, Conn.; Loomis Temple of Music, New
Haven, Conn.; Miller's Music Shop, New
Haven, Conn.; Piquette Piano Co., Bridgeport,

Conn., and Shelton, Conn.; Boston Store, An-

.sonia, Conn.; Kemp's Music House, Manchester,

Conn.; Talking Machine Shop, Norwich, Conn.;

Kane Furniture Co., Boston, Mass., and Woon-
socket, R. I.; Rhode Island Supply Co., Provi-

dence, R. I.; Parkinson Piano House, Provi-

dence, R. I.; Meiklejohn Co., Pawtucket, R. L;

B. L. Ric-h Piano Co., Fitchburg, Mass.; Fitch-

burg Music Shop, Fitchburg, Mass.; Atherton

Furniture Co., Taunton, Mass., Plymouth, Mass.,

and Waterville, Me.; Mc'Whirr Dry Goods Co.,

Fall River, Mass.; New Bedford Dry Goods Co.,

New Bedford, Mass., and C. F. Wing Co., New
Bedford, Mass. These recent additions to the

Pooley family in New England make it neces-

sary for Mr. Glynn to solve the problem of

securing merchandise rather than endeavor to

build up sales.

Enormous 'Vocalion Business

The Vocalion business throughout New Eng-

land during the past month was simply enor-

mous, according to Arthur Erisman, and it is

an interesting and significant fact that with the

announcement of the return of the musical com-

edy, "Little Nellie Kelly," in a few weeks to

the Trernont Theatre, there has been an im-

mediate revival of interest in these records,

which were made immediately following the

premiere of this piece at this same theatre a

year or more ago. Two of the biggest hits in

the Vocalion line lately have been "She's Just a

Girl That Men Forget" and "House of David

Blues." These records have gone big.

New Edison Models in Demand
October proved an unusually large month

with the Pardee-Ellenberger Co., Inc., and Mr.
Silliman says that there is sure to be a shortage

of Edison outfits, judging by the sales last

month and the prospects that his sales force are

getting for November. The new models of the

Edison have been especially popular with deal-

ers, who, in turn, are finding a quick sale for

them; in fact, they are likely to be considerably

oversold. It is of interest that the higher-

priced models get the most attention.

Takes Over New England Talking Machine Co.

The New England Talking Machine Co., Bos-

ton, Mass., is now under the ownership and

managem.ent of Halford H. Ambler. Mr. Am-
bler took over the company during the past

month and the business is being conducted at

the same address, 16 Beach street, without the

slightest interruption. This business was orig-

inally established in 1914 by the late Charles P.

Trundy. Upon his untimely death and since

January, 1919, Mrs. Maude H. Chesley, a sister

of Mr. Trundy, became trustee for the heirs

and has conducted the business up to its recent

purchase. The new owner, Halford H. Ambler,

has stated his intention of continuing the busi-

ness along the same high-class lines of quality

of product and service to the trade which have

distinguished it in the past.

W. A. Harvey Back From Maine Hunt
Winthrop A. Harvey, head of the C. C. Har-

vey Co., which handles the Brunswick, Edison

and Victor lines, was up in the Maine woods
during October on a hunting trip, but he was
not as successful as in former years, for he

brought back no deer.

Broadcasts Junior Operetta

The Arthur C. Erisman Co., of this city, one

of the most successful distributors in the talk-

ing machine industry, recently arranged to

broadcast from the radio station of the Hender-

A Change
I have just taken over this business, which for 9 yeeu-s

has been the manufacture of "Perfection" Attachments
and Reproducers.

From now on the quality is improved; the service

bettered and the prices adjusted to pay you for your
selling effort.

If you have never purchased any "Perfection" Re-
producers and Attachments write for semiples and
prices.

H. H. AMBLER, President

NEW ENGLAND TALKING MACHINE CO.
16-18 BEACH STREET BOSTON, MASS.
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The NEW
Columbia

is superior

Hearing
is believing

The Reproducer Prevents Blast.

Why? Because it has what might be called

"shock absorbers" which take up the excess

vibration that causes this annoying defect.

Try a lyric soprano record on the New
Columbia. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

son Stores the Junior Operetta "Little Red Rid-
ing Hood." The broadcasting was a signal

success and the Erisnian organization, which is

a distributor for Junior Operettas, manufactured
by the Vulcan Record Corp., New York, is de-

lighted over the direct and indirect results of

this unique publicity idea.

Berry's Open Sixth Store

One of the latest store openings in this city

is Berry's, a large furniture house, which op-
erates stores in five other Massachusetts, cities.

The handsome new store at 760 Washington
street is one of the most modern establish-

ments in the city. There are five floors and,

although furniture is the principal line handled,

the talking machine department on the mez-
zanine floor is second to none in the immediate
vicinity. All of the most popular makes of

machines and records are handled. Officers of

the concern are: Nathan Saltman, president and
general manager; Henry W. Berry, secretary;

John A. L. Odde, treasurer.

Enthused Over Leo F. Reisman Records
New England dealers have been most en-

thusiastic over the special releases of the first

Columbia New Process recordings of Leo F.

Reisman and His Orchestra, who nightly ap-

pears at the Hotel Brunswick, in this city.

T. M. Connell in Mid-West
T. M. Connell is making a trip through the

Middle West in the interest of H. A. Robbins,

agent for the new Kendrick and Davis electric

motor and is booking many orders.

Local Visitors

Harry A. Beach, of the New York 'office of

the Brunswick, was a Boston caller the latter

part of October, making an extended visit with

Harry Spencer.

Some other Boston visitors lately have been

W. H. Avery, of Concord, N. H.; Harry Russell,

of the Outlet Co., of Providence; Harris Mon-
roe, of Orange, and Mrs. C. W. Norton, of

Farmington, Me.

F. H. Hedinger, sales manager of the Vo-
calion Sales Corp., was over here from New
York the end of October, spending most of

his time with Arthur Erisman.

Jack Elliott, of the talking machine depart-

ment of the Shepard Stores, Providence, drove

over the road to this city during October,

bringing his mother with him so that she might
enjoy a bit of Boston life.

SISTER OF J^^ILSON DIES

Boston, Mass., October 31.—Mrs. Amy W. Wills,

sister of John H. Wilson, Boston representative

of The World, died at her home, Jamaica Plain,

Boston, on Wednesday, October 24. Mrs. Wills

was widely known as a prominent worker in

St. John's Episcopal Church in that section.

Funeral services took place at her home Fri-

day, October 26, the Rev. Thomas C. Campbell,

of St. John's Episcopal Church, officiating and
Suflfragan Bishop Samuel G. Babcock pro-

nouncing the benediction. The interment took

place in the family lot in Forest Hills Cemetery.

Mrs. Wills is survived by a son and daughter,

as well as her brother.

BRINGS RECORD ARTISTS TO CANTON

Canton, O., November 5.—One of the most ex-

tensive campaigns to stimulate interest in the

sale of Brunswick machines and records has

been effected by George S. Dales, head of a

concern operating three retail music stores in

this part of the State, who has completed ar-

rangements for the appearance here all this

week of Bennie Krueger's Orchestra at the South

Main Gardens, the largest dance pavilion in

this section. Mr. Krueger will autograph his

records both at the dance hall and at the store.

A heavy advertising campaign is under way
heralding the event.

CELEBRATED FORTIETH ANNIVERSARY

HoLYOKE, Mass., November 5.—One of the

veteran music dealers in the New England

States is John O'Shea, who operates a com-

plete music store at 462 High street. Mr. O'Shea

recently celebrated his fortieth year in the busi-

ness. His establishment is one of the finest in

the city and the lines handled include Cheney
and Stradivara phonographs and Emerson rec-

ords, musical merchandise, pianos, etc.

FIRST PRIZE FOR BEARD CO. WINDOW

Pawtucket, R. 1., November 5.—The J. J. Beard

Furniture Co., exclusive Columbia dealer in this

city, won the first prize in the Fall window
display contest which was held among the

furniture stores of this city. The window fea-

tured a living-room suite which, of course, in-

cluded a Columbia phonograph and the display

attracted a large number of people.

NEW RADIOLA GROWS IN FAVOR

Latest Product of Radio Corp. of America
Rapidly Growing in Favor

The sales department of the Radio Corp. of

America, New York, manufacturer of Radiolas,

is delighted with the reception accorded the new

The Radiola V
Radiola V, which is becoming one of the most

popular models in the company's line. The
new Radiola V, which is furnished with three

radiotrons, antenna plug and a type FH loud

speaker, offers entertainment of all kinds, and

because it is dry-cell operated is universally

serviceable. It is designed in a handsome ma-
hogany finished cabinet and complete with the

loud speaker is listed at $142.50-

More than 20,000

Now in Use

EDISON
DISC

RECORDS
should NOT be played by
untried reproducers and
haphazard attachments.

The "VICSONIA"
has long been accepted by
the Trade for its distinc-

tive interpretation of the
Edison Disc records.

Furnish your customers
with Vicsonias and in-

crease your record circula-

tion.

Sample Vicsonia, in sil-

ver, set with sapphire
point, sent on receipt of

$4.50.

VICSONIA MFG. CO.
INCORPORATED /

313 East 134th Street

NEW YORK
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EDISON TAKES PERSONAL CHARGE

Thos. A. Edison Himself Assumes Sales Man-
- agement of the Edison Phonograph Industry

With A. M. Farrier as His Chief Executive

Aluch interest was aroused recently by the

announcement from the headquarters of Thos.

A. Edison, Inc., to the effect that Thomas A.

Edison himself had arranged to take over the

A. M. Farrier

general sales management of the Edison phono-

graph industry and give his personal attention

to that division of his organization.

Mr. Edison's chief executive is A. M. Farrier,

who will occupy the post left vacant by the

resignation of A. H. Curry. Mr. Farrier's mer-

chandising experience is broad and varied. He
brings to the Edison Co. a record of accom-

plishments in the selling and executive fields.

He is a graduate of Dartmouth and his selling

career began with J. A. & W. Bird & Co., of

Boston, paint and roofing manufacturer, where

he was a traveling representative. Later he was
a sales engineer with the M. A. Treadwell Co.,

of New York. Following that Mr. Farrier be-

came vice-president, salesmanager and stock-

holder of the Eastern Car & Construction Co.,

New York. Before joining the Edison forces

he was treasurer and sales manager of the Thrift

Homes Corp., New York.

The development of the Edison phonograph

business under Mr. Edison's personal direction

will be watched with great interest, for he has

always devoted considerable attention to that

division of the great Edison activities, in spite

of his many other pressing duties.

J. J. DAVIN LOSES RIGHT BOWER

J. J. Davin, of the Musical Instrument Sales

Co., New York, Victor wholesaler, is mourn-
ing the loss of his right bower, for Miss Olive

Madeline Aiken, who has been his secretary for

a number of years, resigned recently to make
plans for her marriage on November 20 to Al-

fred S. Harrison, who is associated with the

General Electric Co. Miss Aiken officiated as

Mr. Davin's secretary while he was a member
of the sales staff of tlie New York Talking Ma-
chine Co., occupying the same position when
Mr. Davin joined the forces of the Reincke-

Ellis Co., subsequently moving her desk to

Ormes, Inc., and later to the Musical Instru-

ment Sales Co. She is succeeded by Miss E.

L. Mansfield.

CONGRATULATIONS TO JOHN DORN

West New York, N. J., November 7.—John

Uorn, the live wire Edison dealer in this city,

is receiving the congratulations of his many
trade friends on the arrival of a third son. We
add ours. According to P. J. Burns, of the

Phonograph Corporation of Manhattan, Edison

distributor, there is a scarcity of good retail

salesmen, and, in his opinion, John has decided

to raise his own.

ANNOUNCES NEW EMERSON DEALERS

Wasmuth-Goodrich Co. Establishes Dealers in

Leading Trade Centers—New Emerson Con-

soles Proving Popular Throughout the Trade

Peru, Ind., November 7.—The Wasmuth-Good-
rich Co., of this city, manufacturer of the Emer-
son phonograph, states that during the past

few months it has established dealers for its

products in practically all of the leading trade

centers. The new line of consoles has met
with popular favor, and among the well-known
music stores, department stores and house-

furnishing establishments handling the Emer-
son line are the following: Gimbel Bros., New
York; Nathan-Dohrmann Co., San Francisco;

Consolidated Music Co., Salt Lake City; Stone

Piano Co., Minneapolis; D. H. Holmes Co.,

New Orleans; Aeolian Co., St. Louis; Mandel
Bros., Chicago; Denver Music Co., Burlington,

Iowa; Belknap Hardware & Mfg. Co., Louis-

ville, Ky.; Parmelee-Dohrmann, Los Angeles;

The Emerson Phonograph Co., New York;
Seattle Music Co., Seattle, and G. F. Johnson
Piano Co., Portland, Ore.

ST. LOUIS SYMPHONY WITH VICTOR

The Victor Talking Machine Co. has com-
pleted arrangements for the making of records

by the St. Louis Symphony Orchestra, of St

Louis, Mo. The recording will be done in that

city and it is expected that the first records

will be made some time this month. This or-

chestra is very popular in the Middle West.

SAILS FOR MEXICO AND CUBA

R. C. Ackerman, export manager of the Gen-
eral Phonograph Corp., New York, accompa-
nied by Mrs. Ackerman, sailed on November
3 for his semi-annual sales trip to Mexico and
Cuba. He will be away about three months,
visiting all of the principal cities in these coun-

tries and calling on Okeh distributors.

This Tone Arm Now in Big Demand
Increase Your Sales by Using This Outfit

No. 4 Tone Arm
No. 4 Reproducer

Send for Samples and Prices

MUTUAL PHONO PARTS
149-151 Lafayette Street

The new Mutual out-

fit has a twofold ap-

peal — it not only

pleases the ear
through its brilHant

true tones, but pleases

the eye as well just

as soon as the cover

is raised.

First appearances

count and the impres-

sion gained by the

artistic appearance of

this tone arm is go-

ing to help you sell

more machines.

MFG. CORP.
New York City

The Russell Gear & Machine Co., Ltd., 1209 King St., West, TORONTO, CAN., Exclusive Distributors for Canada and All

Other British Possessions. INDUSTRIAS UNIDAS, S. A., Balderas 110, ME.VICO CITY, Exclusive Distributor for Mexico.
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Model 220
$115

Figured Mahogany or Walnut

A reputation for excellence in manufac-

turing, which is faithfully carried out down
to the smallest detail, has for the past thirty-

five years set the Pooley Co.'s standard of

quality above all others. In superiority of

figured veneers, beauty of design, solidity of

construction and in its wonderfully clear ap-

pealing tone, THE POOLEY PHONO-
GRAPH is unequalled in the world of today.

POOLEY PHONOGRAPHS are estab-

lished throughout the country today as one

of the foremost and best selling phonograph

lines on the market. This success has been

attained through the quality of the product,

the practical selling plan behind it and the

splendid proposition offered to wide-awake,

aggressive dealers. If you are a phonograph

merchant who appreciates these important

manufacturing and merchandising factors,

you will find the Pooley agency the most

valuable franchise you can possibly secure.

Write to the distributor in your territory

for further details or direct to the factory at

Philadelphia if there is no distributor in

your territory.

Model 225
$120

Figured Mahogany or Walnut

Model 230
$135

Figured Mahogany or Walnut

Model 400
$160

Figured Mahogany or Walnut

An unusually attractive

proposition for the ag-

gressive wide-awake
dealer.

MUSICAL PRODUCTS
DISTRIBUTING CO.

37 East 18th St., N. Y.

Greater New York and a

50-Mile Radius

VOCALION CO. OF
CHICAGO

529 So. Wabash Avenue
Chicago, Ills.

State of Illinois

POOLEY DISTRIBUTORS

C. L. MARSHALL CO.

514 Griswold Street

Detroit, Mich.

328 Superior St., W.
Cleveland, Ohio

Michigan and Ohio

A quality product made
and unqualifiedly guar-

anteed by one of the

country's foremost
manufacturers.

W. B. GLYNN
DISTRIBUTING CO.

Saxtons River, Vt.

New England States

COLE & DUNAS
MUSIC CO.

430 So. Wabash Avenue

Chicago, Ills.

State of Wisconsin
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C I N C I N N A T I
Cooler JFeatJicr Results in General Stimttlalion of Business—
Dealers and Jobbers Optimistic— Trade Activities of the Month

Cincinnati, O., November 7.—The month of

October brought with it stimulated business for

the talking machine dealers and jobbers in this

territory. While September had proved to be a

good month, the past four weeks have shown a

comfortable ' increase which has given encour-

agement to the trade and which has led the

officers of various companies to predict that

November and December are likely to break

records for volume of business for many con-

cerns. While the weather during October was
delightful as far as pleasure was concerned,

there were so many daj's when the weather was
warm that retail business in all lines, includ-

ing talking machines and records, was cut down
in volume of sales by a considerable amount.

When the cool spells came for several days at

a stretch the added sales were noticeable at

once and business took on a more brisk aspect.

The jobbers here are confronted with the

same problem that they have had to face most
of this year; that is, getting sufficient instru-

ments and records to supply the demand from
the public. Most of the dealers, however, are

of the opinion that there will be no acute short-

age of either instruments or records and that

before this month is over there will be enough
shipments on hand to meet the demand.

Bright Edison Outlook
Manager Oelman, of the Phonograph Co.,

Edison distributor, reports that business has

been
,

good throughout the month of October

and that the outlook for the rest of the year is

for a further improvement. The Edison instru-

ments have been selling well, according to local

retail dealers who handle them.

Big Victor Business

The Ohio Talking Machine Co., Victor jobber

in this territory, has been:"doing a big business

during the past month and sales have shown a

nice increase over the same period of 1922.

C. H. North, secretary of the company, states

that both the record and Victrola business have

been excellent. The new policy of releasing

Victor records weekly is working out splendidly

in local stores. A customer will come in now
on Friday and Saturday each week and buy sev-

eral new records where before he only came in

once a month. By coming in weekly he will

spend more money without feeling that he is

spending more than he ought to. Sales have

increased on records since the weekly release

policy was adopted. The double-face Red Seal

records also are going over strong, although

there have only been a few of these released

Other Lines Doing Well
Another company which has experienced an

unusually good month during October is Wide-
ner's Grafonola Shop. Morris Fantel, manager,

said that the sales for the past four weeks are

far ahead of last year and that the holiday busi-

ness which he expects to do will run consid-

erably ahead of 1922. The Sterling Roll &
Record Co. has also been doing a big business,

says Ben L. Brown, manager. There has been

much effort put lately on the sales of Strand

phonographs, and these instruments are having

brisk sales. Four of the retail music stores had
window displays of Strands during the past

week. (Jkeh records are also in heavy demand.
Satisfactory Brunswick Report

The Brunswick-Balke-Collender Co.'s district

office states that the sales of both Brunswick
machines and records during October were en-

tirely satisfiTctory and that the Cincinnati ter-

ritory is producing a large sales quota. Dealers

have been enthusiastic with the reception their

customers have given the Brunswick machines
and records and expect its continuance.

Introduces Records Through Musicals

The Chubb-Steinberg Music Shop, 17 East

Sixth street, one of the livest stores in the city,

held its opening musical of the Fall season re-

cently. The store was decorated appropriately

for the season and the Chubb-Steinberg Dc
Lu.xe Orchestra, under the direction of A.

Hicks, played the new music of the Victor rec-

ords. Two concerts, from 11:30 in the morning
until 1 in the afternoon, and from 2 to 4, were
given with hundreds of people attracted during

those hours to the Fall opening. The Chubb-
Steinberg De Luxe Orchestra is Cincinnati's

newest organization, composed mostly of men
from world-famous bands. This orchestra is

EDITH LORAND ON ODEON LIST

Edith Lorand, a young Hungarian violinist

who makes her first appearance in the United

States through the medium of Odeon record-

ings on the December list, is well known in

E^urope as a dance orchestra leader. Miss

Lorand is an exception to the general rule that

men constitute the best orchestra leaders, for

she has attained considerable success abroad,

and has also won praise through her concert

work. Her Odeon record is distinctive and in-

dividual, typifying the playing of the gypsy

violinists of her homeland.

open for engagemejits throughout the city and
nearby territory to play on social and dance

occasions and will carry the Chubb-Steinberg

name with it always. This is a splendid adver-

tising plan and should mean increased business

for the Chubb-Steinberg Music Shop. This

company's Christmas Victrola Club, which was
formed recently, is increasing rapidly in num-
bers and is proving to be a very popular innova-

tion for this aggressive concern.

Julius Berger in New Quarters

Julius Berger, Columbia dealer, has just moved
into his new quarters at 911 Central avenue,

where he has a new modern three-story build-

ing, and is installing complete new hearing

rooms. A large increase in record sales is re-

ported since he moved into this new store.

Sol. Gershuny, 554 West Sixth street, is en-

larging his record department and will handle

the Columbia line exclusively.

Stages Physical Culture Window
The Starr Piano Co. has been featuring the

Gennett Physical Culture records lately. Much
attention was attracted to this company's main
display window when it was filled with basket-

ball and football equipment, punching bags,

weights, golf clubs and other athletic equipment.

.\\\ of this was used as a background for the

message concerning the physical culture records.

Several weeks ago a woman demonstrated the

records and their value in the window. In addi-

tion, physical educational classes are being con-

ducted under the direction of a competent in-

structor with the Gennett Physical Culture rec-

ords used as a manual.

Mrs. Harris Freidman Convalescent

Mrs. Harris Freidman, of this city, is recover-

ing from an operation for appendicitis at the

Hotel Sinton. Mrs. Freidman is the wife of

Harris Freidman, manager of the Cincinnati

Song Shop of Waterson, Berlin & Snyder, and

acts as Mr. Freidman's assistant manager in the

store. She will be back at the old stand before

long boosting Columbia New Process records as

vigorously as ever.

Trade Visitors

M. O. Giles, of the General Phonograph Corp.,

was here during the past week conferring with

the Sterling Roll & Record Co., jobber for Cin-

cinnati territory. Mr. Lopin, of Lopin's Music

House, Charleston, W. Va.
;
Finley Davidson,

of Middletown, O., and Mr. Lay, of Lay & Fox,

Corbin, Ky., were other visitors in the Cin-

cinnati market during the past week.

Miss Stevens, manager of the Victrola depart-

ment of the Baldwin Piano Co., says that busi-

ness has improved very much during the past

few -weeks and that the outlook is good.

Net Profit—Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

• his there is a very substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edisf)n. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION iri knowing
you have given your customers the best. This is non-

taxable and you cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
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CONSOUDATED SERVICE

TTUNDREDS of OKeh dealers have had occa-

sions to rigidly test the reliability of Consoli-

dated Service time and time again under all sorts

of conditions. They have found it to be as smoothly

efficient in meeting their most urgent demands as

it is in meeting their ordinary every-day require-

ments.

Our maintenance, at all times, of a thoroughly com-

plete stock of every record listed in the OKeh cata-

logues, combined with a smoothly running organ-

ization working under tested, up-to-date methods
of production, not only insures a complete filling of

every order, but insures also the filling of the order

with unfailing promptness and efficiency.

A more reliable combination could hardly be found

than that of Consolidated Service and

Buy OKeh Needles—They Keep Record Sales Alive!

The Records of Quality

Consolidated Talking Machine Co.
227 W. Washington Street CHICAGO, ILL.

Branches:

2957 Gratiot Ave., Detroit, Mich.

1121 Nicollet Ave., Minneapolis, Minn.
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Mid-W if View

Tying
Up With
Music

Western Division of The AVorld, Chicago, III., Nov. 9, 1923.

The mid-West's musical season has been wonderfully stimulated

at its very opening time by the visit of the German Wagnerian

Opera Company, which is just finishing its tri-

umphant two weeks in Chicago and will be in Mil-

waukee by the time this issue of The Talking

Machine World appears. Detroit, Cleveland and

other mid-West cities will within a short time hear this remarkable

group of operatic experts. The Chicago Civic Opera is also about

to open and the symphony orchestra season is already in full swing.

It is an auspicious beginning to what ought to be the finest season

of musical activity the Middle West has ever known. It is for

mid-Western music business men to take this fact to heart and to

realize that musical art and music appreciation are taking a firm

root in this great community. We should like to stir up the imagi-

nations of our talking machine men a little bit and beg them to

visualize what all this stirring and artistic activity really means.

If it be said, as it will be said by the narrow-minded and the small

men, that there is nothing "practical" in co-operation with the pro-

tagonists of music, and that business and art have nothing to do

with each other, the answer is simple and positive. Music business

is wholly founded on the existence of musical art. If there were

no musicians, no teachers of music, no opera, no symphony orches-

tras and no concerts, would there be any music business? There

would not. All the dance orchestras and all their records can-

not alone keep the music business alive. It is upon artistic music

that popular music founds itself and the craze for this or that

popular music would droop in a very short time if it were not

buoyed up by the strength of musical art. Now the talking machine

business is a record selling business also, and the musical taste of

a community ought to express -itself in the sale of records. When
we find a musical community where, however, records of first-class

music do not readily sell, we must simply conclude that the talking

machine merchants are not "on to" their jobs. There is a portion,

an ever-growing portion, of the mid-West community which takes

a steady interest in things musical. This element can be sought

out and turned into buyers of records and owners of talking

machines. To neglect it or not to plan intelhgently to find and keep

its cus'tom is extremeh' short-sighted and extremeh- fo(jlish.

The recent attacks of price-cutting mania, not to mention others

which appear to threaten, throw one's thoughts toward the need

Where Is

Price

Maintenance

for some sort of legislation which will curb these

raids, for such they are, upon the community's

legitimate prosperity. If utter selfishness must

run riot, if the legitimate values which have been

built up by patient honorable dealing, are to be destroyed whenever

it pleases the unscrupulous to do the unholy work of tearing down,

then the legitimate business man, especially in a trade like ours,

might as well go out of business right now and save the pieces

while he may. The whole thing is all wrong. In fact, one ma\-

question whether a good deal of the recent raiding of values is

not within the purview of the laws against fraudulent advertising

which have been enacted in some States. Our situation in Illinois

is not favorable in this respect, and it would be well for the legis-

lative committee, constituted at the recent Peoria convention of

the Illinois Music Merchants Association, to bring some pressure

to bear at Springfield towards making it less easy for price raiders

to do their destructive work. If the situation is not handled

properly, we shall see most serious results to the prosperity of

talking machine men throughout this territory. The hands of the Bet-

ter Business Bureau of the Music Industries Chamber of Commerce
should be strengthened also. Every merchant who belongs to the

National Association can have the benefit of the Bureau's work, and

even those who are not members will find the Bureau ready to help

them whenever and wherever it can. Raids upon established values

are ethically despicable, and in some cases very nearly criminal.

Those who have watched the recent trend of developments in the

policy of the record manufacturers are aware that Chicago has

become a recording center. Recording is being

done here steadily and the chances are that more

rather than less of it will be done as time goes

on. The principal reason for the new trend of

We
Make
Records

affairs is to be found in the fact that Chicago has been developing

a great deal of musical talent of all sorts, popular and classical, and

that the entire mid-West, following Chicago's lead, has been taking

a grip on musical ideas which is really wonderful. Now, the record

manufacturing companies are finding it entirely worth while to

set up recording studios from time to time in this city and thus

to draw to themselves the choicest of the local talent, not alone

from the city, but also from all the great central territory around

Chicago. All this should help local business very much. Local

artists are being encouraged and local pride is being stimulated.

Local sales of records by local artists, especially of well-known

dance orchestras and of singers whose work is nightly applauded

in Chicago theatres, will thus be markedly increased. It is to the

interest of the local merchants to boost local recording.

Talking machine merchants in steadily increasing numbers are

taking on general musical merchandise. The fact goes to show

that the musical nature of the talking machine

business is by now generally and firmly recognized.

A talking machine store is a store where music

is sold in circumstances and according to condi-

Musical

Merchandise

Too

tions which probably are the best imaginable. ]\Iusic here is, almost

literallv, on tap. It is right that talking machine men then should

seek to take advantage of the favorable conditions which their

stores present to stock sheet music and small musical instruments.

It all means more business, more men, w^omen and children coming

in, more sales and more profits. There is nothing wrong about the

idea, which, in fact, represents simply the legitimate development

of the talking machine store into a general music store which, more

and more as time goes on, it is bound to become. It must never be

forgotten that the most direct road to better talking machine and

record business is found to lie in the direction of better community

feeling towards music. Whatever helps to create even the desire

for a harmonica benefits the talking machine business.

It is altogether too late to talk to dealers about getting in orders

early for Christmas, for dealers who have put off the inevitable

for so long as the present date are in all probability

already doomed to a great deal of disappointment

But it is worth while pointing out, as the end of

the year comes within our A'iew, that the progress

the talking machine industry has made towards complete and perma-

nent stabilization owes very much to the consistent and persistent

propaganda in favor of abolishing the seasonal buying which the

trade papers, and especially The World, have given up so much of

their space to preach. It is necessary to remember, however,

that just in proportion as the dimensions of the industry increase, and

its complexity increases parallel-w ise, so also does, the need grow

and deepen for eiYective organization of its production. Just so far

as buying is seasonal, that is to sa}', restricted to certain periods of

feverish activity in placing orders, periods which may be all run

into the space of three months in each year, so long will the manu-

facturing end of the industry be compelled to do less than justice

to the retailing end. The manufacture of an}' article whatever, save

the most primitive, is necessarily an undertaking much more hazard-

ous than the selling of the same at retail, no matter on how large

a scale. To render it less hazardous, security is the chief essential.

By security is meant the assurance that production plans can be

laid well ahead, for twelve months ahead at least, and that when

laid they can be carried out without involving overproduction. The

ideal is practical but dealers must do their share.
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BLDG.,205)SOUTn STATE ST IfJELEPHONE WABASH'5242

EUGENE F. CAREY, Manager

BRISK DEMAND IN ALL LINES PRESAGES EVEN
BUSIER DAYS TO COME BEFORE HOLIDAYS PASS

Dealers and Jobbers in an Optimistic Frame of Mind—Consoles Lead—Chicago Assuming Im-

portance as Record-making Center—Other Important Activities of the Month

Chicago, III., November 8.—Throughout the

retail trade talking machines are moving in a

satisfactory manner, with ihe console models

still leading. It 'is notable, however, that the

cabinet types are moving better at this par-

ticular time than they have during the past year.

This may be due to the fact that there is an

apparent shortage in the console instruments

and that dealers are, therefore, pushing the up-

rights. It is noteworthy regarding all types of

instruments, whether they be of console, upright

or portable models, that the workmanship shows
much improvement. The finishes are much bet-

ter in many of them and the same holds true of

the materials used.

Many of the retailers report that there was

For The New Edison

Showing Reproducer of Jewel Needle Equipment Turned
Up to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in

Position for i'laying Edison Record With Fibre Needle.

Plays all types of records. Operates the same as
the "EDISON" with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents
swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy
access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut
records with a Fibre needle in the proper
"EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it

a floating action.

Needle CENTERS on all records.

Straight air-tight construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-

zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
freedom and sweetness of tone considered impos-
sible.

Indestructible NOM-Y-KA diaphragms do not
blast, crack, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

NOT
Just Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well as

in Mechanical Construction

and Finish.

Send for descriptive circular

which contains "HINTS RE-

GARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Lateral Cut Records on Edison
Phonograph

Showing Back View of Jewel Needle Equipment in Posi-
tion for Playing Lateral Cut Records on Edison Phonograph

JEWEL PHONOPARTS COMPANY, 160 W. Whiting St., Chicago

quite a sharp increase in business beginning the

30th of last month. This was due in all prob-

ability to the first snowstorm of the .season

which happened on that day and possibly caused

the buying public to appreciate that the Christ-

mas season is but comparatively a few weeks
off. Whether or not this was the actual re-

action to the season's first snowfall has not been

positively determined, but, anyway, something

started business a-rolling and made everyone

happy. Records and sheet music are moving in

such a manner that all retailers here are thor-

oughly satisfied with this end of the business.

The same applies to those who are handling

"small goods," and it might be mentioned here

that there is much activity in the musical mer-

chandise field, and the number of dealers han-

dling band, string and small musical instru-.

ments is constantly growing.

John McKenna New President of Piano Club
Signal honors were conferred upon John Mc-

Kenna, manager of the Chicago branch of the

Columbia Phonograph Co., when the Chicago
Piano Chib elected him president for the ensu-

ing year. Not only was that honor conferred
upon Mr. McKenna, but Harry Schoenwald,
sales manager of the Consolidated Talking Ma-
chine Co., came in for his share as well by
having the secretaryship of the club bestowed
upon him. The election took place in the Red
Room of the Hotel LaSalle and was preceded
by a banquet and a fine musical entertainment.

Among the talent were Guyon's Paradise Or-
chestra, Gus Edwards (himself), the Jarros Trio,

representatives from the Forster Publishing Co.,

and others.

At the first Monday noonday meeting over

which Mr. McKenna presided he aroused the

intense enthusiasm of the membership by giving

an outline of the plans of the Chicago Piano
Club for the ensuing year. The principal object

of the club is to create a goodfellowship feeling

among all branches of the trade, and now Presi-

dent McKenna proposes to step out and work
for the cause of music to a greater extent among
outsiders. While it is true that the Piano Club
has already done a great deal by way of sponsor-

ing music and musicians, Mr. McKenna's plans

call for even greater activity.

One of Mr. McKenna's proposals is to arrange
with some of the music schools of Chicago to

require a certain amount of actual instruction

work throughout settlement districts before the

giving of teachers' diplomas to pupils. In fur-

therance of this scheme. President McKenna
also suggested that a yearly concert be held in

some prominent auditorium at which such stu-

dents could demonstrate their work and prog-

ress.

Other plans and schemes too numerous to

mention were offered by various members oi

the club and were taken under consideration,

but whatever is done during the coming year,

the Piano Club of Chicago is assured that with

two able men at the helm, such as President Mc-
Kenna and Secretary Schoenwald, the success

of the Piano Club for the ensuing year will

be greater than ever before.

A. J. Wolf Gets Important Post
It is announced that A. J. Wolf, who has been

associated with the talking machine trade for

over twenty years, is now manager of the talk-

ing machine department of The Fair. Mr. Wolf,
who recently came from Canada, has had wide
experience through his long association with

Brunswick interests across the border. This

department has recently been made larger by
moving it from the third to the seventh floor

where more space has been taken on and very

(Continued on page 110)
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attractive display rooms have been made. There

has been no manager in the department since

W. B. Papineau had to leave on account of

illness some time ago, but C. C. Sweng, who is

now in charge of the service department, has

been acting as manager.

Mr. Wolf reports that he is surprised over

the amount of business that is being done in all

lines. "We are experiencing a very large Christ-

inas trade," said Mr. Wolf, "and I am afraid

that by the time Christmas comes it will be

difficult to get enough goods to take care of the

demand, especially for the higher priced models.

This department handles all standard makes,

including Victor, Brunswick, Sonora and Widdi-

comb, with a complete line of records and mu-
sical merchandise.

Chicago Becoming Recording Center

From the looks of things at tliis writing Chi-

cago is destined to become one of the impor-

tant recording centers of America. This city

has been quietly at work building up its talent,

and the talent in turn has been working its way
up to national recognition. The recognition in

turn has been noticeable in every direction, and

consequently the recording companies have at

last taken note of this recognition and have

begun to do their stufif.

A few years ago it was rumored that there

was a movement on foot by certain recording

companies to establish temporary laboratories

in this city, and after months of preparation this

plan has been carried out in several instances.

The number of record manufacturers recording

in Chicago has gradually grown until to-day

practically all of them are doing part, at least,

of their recording work in this city.

The talk on the street at present is that be-

fore the end of the year every recording com-
pany in the country will have at least a tem-

porary laboratory here to handle local talent.

These recordings are stimulating the sales of

records and sheet music to a remarkable degree.

It's an old story that every city or town boosts

its home talent and the old "city by the lake"

is quite logically like every other city or town
in that respect.

L. C. Wiswell Enters Retail Field

The many friends in the trade of L. C. Wis-

well, formerly manager of the wholesale and

retail Victor departments" of Lyon & Healy, of

this city, will learn with interest that Mr. Wis-

well has resigned from the Lyon & Healy or-

ganization in order to concentrate his activities

on the development of his chain of retail Victor

establishments. Mr. Wiswell controls several

A Better Fibre Needle Cotter (or Less Money

RETAIL PRICE $1:22

The ALTO

Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO. ILL.

L. C. Wiswell

stores in the most important sections of this

city, and it is understood that he will add an-

other South Side shop to his chain in the very

near future. At present he is also president of

the Fuller-Ryde Co., Victor retailers at Indian-

apolis, Tnd.. and of the West Music Co. at

Joliet, 111. In addition to all of these Victor

activities, Mr. Wiswell is president of the Hall

A'lanufacturing Co., manufacturer of Hall fibre

needles and an important factor in- the phono-

graph industry.

As one of the most popular members of the

talking machine trade, Mr. Wiswell will be able

to give his retail establishments the beneiit of

twenty-iive years' continuous service with Lyon
& Healy. He is generally recognized as one of

the most capable and efficient sales executives

in the talking machine field, and for many years

was active in the affairs of the National Associa-

tion of Talking Machine Jobbers, having served

as president of that organization. Before as-

suming his retail duties Mr. Wiswell was the

guest of honor at a dinner given by his old

friends and associates in the dining-room of

Mme. Galli's Cafe. One of the features of the

dinner was the presentation of a handsome pair

of cuff links by the girls of Lyon & Healy's

Victor department and a fireplace set from his

friends who were present.

Sold Entire Output

I. A. Lund, sales manager of the Excel Phono-

graph Mfg. Co., has just returned to Chicago

after a successful trip throughout the Eastern

territory. On this trip Mr. Lund was success-

ful in booking up the factory solidly for the

balance of the year, and, since his return, has

Mahogany

KIMBALL PHONOGRAPHS
Sales Show Great Activity

DEALERS and individual customers are buying the phonograph that bears the

name of the reliable manufacturer

—

The Kimball name means satisfaction. Compare the Kimball in construction, in

visible beauty or tone and accurate reproduction and there is none to excel.

The excellence and convenience of the

Upright type of phonograph should not

be overlooked.

In the Kimball of both Console and
Upright types there is variety of design

and wide range of prices.

Asl^ about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Established 1857

306 So. Wabash Ave.

CHICAGO

Style M
One of several beautiful

console models

Manufacturers of Phonographs, Pianos, Player Pianos,

Pipe Organs; Distributors of OKeh Records One of several
beautiful upright models

KIMBALL PHONOGRAPHS PLAY ALL RECORDS
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made the announcement that no more business

will be taken on and that only orders are being

accepted for 1924 delivery.

Ashley Analyzes Coast Conditions

In a recent exclusive interview with the Chi-

cago representative of The Talking Machine

World, Merwin F. Ashley, vice-president of the

Krasco Mfg. Co., talked about California.

"We," said he, "who live in the Central West,

particularly in big cities like Chicago, Detroit,

and even those in the East, like New York and

Boston, hear much about business activities of

the California district, particularly in and about

Los Angeles.

"From the stories we have heard we had

naturally come to the belief that this locality is

enjoying what is known as a boom, with every-

body rushing in, spending their money, and

rushing out again.

"As we note from past experiences, boom pe-

Positively

Eliminate

Surface

Noise

Cannot

Possibly

Injure

Records

Your Trade Wants These Wonderful Needles

Talking machine owners who appreciate the marvelous musical value of

their machines want to bring out the best in records—the way to accomplish

this is to play with HALL FIBRE NEEDLES.
Semi-permanent; play 30 to 50 records with each needle.

Profitable—will sell more better-class records.

HALL FIBRE NEEDLES Combine Quality and Service.

Stock them at once and avoid disappointment by not having them
during the Holiday period.

Ask your wholesaler for circulars or send direct to us for The Needle the

"Tongue of a Talking Machine" and "Records on Approval" for your trade.

HALL MANUFACTURING CO.
Successors to B & H FIBRE MFG. CO.

33-35 West Kinzie Street, CHICAGO, ILL

Merv/in F. Ashley
riods are like bubbles which sooner or later

explode and leave nothing behind them. When,
however, one takes a trip through California,

one is obliged to admit that the supposed boom
is in reality nothing but an expression of

normal activity.

"To the newcomer the Los Angeles district,

on the surface, has the earmarks of a boom
section, and only after a real study is made of

the business conditions there does one find out

that he is mistaken.

"Just as many Easterners imagine that Chi-

cago is a wild and woolly overgrown village,

without any aim in life, large numbers of us

here in the Central West have the same ideas

concerning the Coast metropolis, but the proof

of the pudding is th« eating, and mistakes

rectify themselves just as quickly as a real in-

sight can be obtained.

"The money going into the California terri-

tory is being put there to stay. It is being

utilized in the erection of manufacturing plants,

in large buildings, in harbors, etc. They are

not merely digging holes in the earth, like in

the old mining days, and getting nothing for

their labors except the hole. On the contrary,

California is the coming country, and offers

wonderful opportunities for our music industry.

Myer & Weber Now on Michigan Avenue
One of Chicago's oldest retail music stores,

that of Myer. & Weber, has moved from 120

South Wabash avenue to 174 North Michigan
boulevard. This firm was one of the pioneers

of Piano Row. The business was formerly con-

fined to pianos exclusively, but several years

ago this concern branched out by taking on an

exclusive retail representative of the Cheney
Talking Machine Co. The present move is due

10 the fact that the old location was part of the

property occupied by the Palmer House, one

of Chicago's most famous landmarks, which

will be wrecked in the near future in order that

a new and larger hotel may be put up in its

place.

Myer & Weber have been doing business in

the same store on Wabash avenue for over

thirty-three years. The business is now con-

ducted by Carl Weber and his son Targot. The
new location on Michigan avenue offers big-

ger possibilities for retail distribution, owing
to the fact that it is in the heart of Chicago's

new link bridge section, the main thoroughfare

connecting Chicago's north and south sides.

The advertising value alone of the location is

tremendous. The store will be beautifully dec-

orated throughout and will be brightly lighted

(Continued on page 112)

Showing position when playing lateral

cut records. Has detachable record

file. Case exceptionally durable and

finely finished.

ORO-TONE PORTO-TYPE
For Christmas Sales

This year all records for heavy holiday buying will be shattered.
Indications point to enormous Christmas sales. Will you be pre-
pared to make prompt deliveries on ORO-TONE POR'TO-
TYPES, the phonograph sensation of the year?

SPECIFICATIONS
Height 7^ in.. Width 11^ in., Length 16^ in. Weight 20 pounds. Plays two
records with one winding. The automatic arm and reproducer on this PORTO-
TYPE is shown and described on another page of this issue of Talking Machine
World.

The ORO-TONE PORTO-TYPE is especially suited for small
apartments and for buyers who want a high-grade yet inexpensive
phonograph for the home. The splendid volume and quality of
the tone produced by this wonderful PORTO-TYPE is due to
full sized ORO-TONE equipment used. Sample will be sent
promptly on approval.

List Price $37.50
Usual discount

_ to responsible
dealers. Advertising helps free.

1000-1010
George St.

CHICAGO
ILLINOIS

Shows position when playing vertical

cut records. All adjustments are auto-

matic. The most attractive and prac-

tical porto-type phonograph made.
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during the evening for the benefit of the thou-

sands of motorists who pass it.

Murray Home From Great Britain

C. R. Murray, general manager of Barnhart

Brothers & Spindler, has just returned from a

month's vacation, which he spent visiting Great

Britain. Owing to press of business at the

plant during the Summer months Mr. Murray
was unable to take his vacation until this late

date. From his present appearance he bene-

fited greatly from his outing.

Mr. Murray is a golf enthusiast and while

traveling through Scotland took advantage of

the opportunity to play a few games on the

famous links of the St. Andrew's Club.

Forster Adds to Staff Artists

Announcement has just been made by Johnnie

Fink, manager of the Forster Music Publisher,

Inc., this city, that he has just signed up Mo«
and Elsie Thompson, of St. Paul, Minn., as

exclusive Forster staff artists.

Moe Thompson is said to be the most popular

song entertainer in that cit\- and is a headliner

Moe and Elsie 'I hompson
at the Ambassador Cafe. His sister, Elsie, has

charge of the organists of the Finkelstein The-
atres here, and she, too, is a headliner of much
prominence. Both Moe and Elsie Thompson
are songwriters who have put over many clever

numbers in the past year, among which is "Seal

It With a Kiss," which will shortly be pub-

lished and marketed by the Forster Co.

Mr. Fink and the Thompsons have been

tNCORPORA TED UNDER THE
LAWS OF ILLINOIS

Repair Parts
For All and Every Motor

That Was Ever Manufactured

We can supply any part. The largest and most

complete assortment of repair parts—in the

United States—on hand, for old, obsolete and

present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
and motors.

GradeTal^d MkcJiincs^DiscI^ootids;
TalkingMaclune Supplies, Etc

TRADe MARK
•CONSOLA.*

SUCCESSOR S>"t 0\-S;

SlanJarJ Talking Machint Co,

Viited Talking Maehina Ca.

Harmony Talhing MashiltM Ca
0'Ntill.Jam*» Co.

'-"'""C- 227-229 W. WASHINGTON ST. CHICAGO ILL.
Branches: 29.">7 Gratiot Ave.. Detroit. Mich. 1121 Nicollet Ave.. Mlnneaoolis. Minn.

friends for many years, but it was not until the

return of the artists from their successful trip

to Chicago, wliere they recorded exclusively for

the General Phonograph Corp., that he signed

them up as exclusive staff writers for Forster.

Visiting New York
Gus Fricke, president of the Lakeside Supply

Co., has just returned from a visit to New York
where he spent about a week in calling on talk-

ing machine parts manufacturers. Mr. Fricke

has just brought out a new motor built along

quite novel lines, which is said to be simpler

than almost any other known. He has been

showing it to many of his friends in Chicago

and when news pf its introduction reached the

Eastern metropolis it aroused so much interest

that several of the foremost manufacturers in

the New York territory invited Mr. Fricke to

call on them to demonstrate it.

^fr. Fricke's plans for marketing the new
nrotor have not been announced as yet, but

several of his friends on the inside who profess

to know claim that one of America's largest

motor manufacturers has offered to take on the

building- and marketing of it.

Local Talent Makes Okeh and Odeon Records

From a recording standpoint Chicago saw two

of its most active weeks during the latter part

of October, while the recording forces of the

General Phonograph Corp. were recording here.

Those of the Okeh forces who came to Chicago

for the purpose of doing the recording, or at-

tending to some of the details pertaining there-

to, were A. Bergh, musical director; C. L. Hib
bard, recording engineer; Pete Decker, assistant

recording engineer; A. Thallmayer, manager of

the Okeh Foreign Division, and R. S. Peer.

(Continued on page 114)

Best Selling Fibre Needle on the market because

—

Easily operated, cuts like pair of scissors
Does not crush fibre shell

No variation in angle
Cuts with grain of needle to the pomt
Makes possible economical use of fibre needles
No scratched records, giving longer life and sweeter reproduction

Write for sample—Post paid 90 cents

BADGER TALKING MACHINE CO.
191-93 Fourth Street Milwaukee, Wis.

Ohe Sadgrer ^alkingV MacKine Co.
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FLETCHER-WICKES CO., 116-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED. STRATFORD. ONTARIO, EXCLUSIVE CANADIAN AGENTS

THE FLETCHER "STRAIGHT
Design Patented November 29th, 1921

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS
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A temporary recording laboratory was erected

on the fourth floor of the Consolidated Talking

Alachine Building at 227 West Washington

street and numbers were recorded by local

artists, including many of Chicago's best musi-

cal talent, such as orchestras and singers.

Among those who were recorded were Moe
Thompson and his sister, Elsie, who came on

from St. Paul. Moe Thompson is headliner and

manager of the musical entertainment at the

Ambassador Cafe, St. Paul, and his sister. Elsie,

is one of the leading organists in that city and

directs the organ entertainment in the various

Finkelstein houses. The discovery of Moe and

liis sister, Elsie, was due to the work of E. A.

Fearn, who has been watching their progress

for many months past, and when their popu-

larity had assumed great proportion in that sec-

tion of the country Mr. Fearn lost no time in

signing them up as exclusive Okeh artists.

The actual recording was done by Messrs

Hibbard and Decker and it can be said without

flattery that the work of these gentlemen was,

to say the least, remarkable. Many artists who
can boast of unusual talent were practically

helpless when placed before the recording in-

struments, and it was into this breach that

Messrs. Hibbard and Decker stepped, bringing

them through in ship-shape manner. In the

recording processes Mr. Fearn, of the Consoli-

dated Co., showed himself an able director.

Vitanola Co. Activities

In former years manufacturers encouraged

dealers to anticipate their wants for the holiday

trade, but it has usually been a tough proposi-

tion. Many dealers were new in the game and
could not appreciate what a factory is up
against. However, through constant work the

manufacturers have at last managed to get their

dealers to co-operate with them to a very high

degree and to anticipate their wants far enough
in advance to enable the manufacturer to work
on a well-planned schedule.

It might be said that in this territory one

Vitanola 46

List Price, $175.00
Height, 3.514"

Wiiltli, 40"
Deptli, 24"

Vitanola 49
* List Price, S125.00

Height, 3414"
Width, 3fii/^"

Depth, 22"

THE LIDSEEN
FIBRE NEEDLE CUTTER

Is the Only Cutter

which will sharpen the needle without
necessitating its removal from the

tone arm.

It thereby overcomes the only ob-

jection to the fibre needle.

Selling Lidseen Fibre Needle Cut-

ters will not only be profitable to you,

but will greatly increase your fibre

needle sales.

Write today for further details and prices

LIDSEEN PRODUCTS
830-846 South Central Ave., CHICAGO

concern which is most fortunate in obtaining

the close co-operation of its dealers is The Vita-

nola Talking Machine Co. This co-operation in

turn has enabled the Vitanola Co. to arrange

its production schedules so that instruments are

being shipped exactly as promised when the

order was received. This working schedule has

in turn spread a feeling of satisfaction through-

out the entire Vitanola family, and iill Vitanola

dealers feel sure that they will be -able to take

care of holiday business satisfactorily. This

co-operation has brought the output of the Vita-

nola plant up to its full capacity and so per-

mits ofificers of Vitanola to already begin their

plans for the year 1924.

Karig Shows Trotter Motor
K. Karig, of the mechanical department of

the Plymouth Phonoparts Co., Plymouth, Wis.,

and Lake laboratories of Elkhart Lake, Wis.,

spent a few days in Chicago recently calling

on manufacturers.

Many of Mr. Karig's calls were educational.

He visited the mechanical departments of a

number of manufacturers who use the Trotter

electric motor put out by his company, and

talked to the workers on its construction,

maintenance and service. Mr. Karig was much
pleased with the outlook for the electric motor

and indicated that large numbers of manu-
facturers expect to use the electric Trotter

motors in 1924.

Eliminate Trouble Possibilities

On several occasions The Sterling Devices

Mfg. Co. has had its attention called to the fact

that when stylus bars of the Sterling enclosed

reproducer need repairing it is necessary to

send the reproducer back to the factory, be-

cause of certain technical features which present

obstacles to ordinary repair men.

This was due to the fact that In the old type

Sterling reproducer the stylus bar is constructed

{Continued on page 116)

TKe Phonograph of Marvelous Tone

The Biggest Dollar for Dollar

Value on the Market
There must be a reason why our factories are working
to capacity.

Quality machines at prices that allow dealers to make
their necessary profit.

Write for catalogue "F" and dealers' prices, from which
you will understand why Vitanola dealers stick to the
line and prosper.

VITANOLA TALKING MACHINE CO.
738 So. Michigan Avenue CHICAGO, ILLINOIS

"It is easier to sell the Vitanola than to compete with it"

11 m
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Put a ^^Genola" on Your Counter
—Folks Will Come to Marvel

The volume of good music coming from such a tiny source will arouse buying
interest and cause comment.

"Just bought the best Httle phonograph I ever heard. Genola, it's called. Small
enough to fit in your hat, but it isn't a toy. And play? Ten-inch records, too!

Say, go over and hear it. For $5, it's certainly a bargain."

Conversation like the above virill sell many more Genolas. Exceptional value is so

obvious in this little phonograph that it opens the way for a sale to everybody.
There's a quick turnover and a nice profit here, Mr. Dealer, without the usual

risk in handling novelties. Order your Genolas now.

Some of the reasons why people wonder and talk!

The contrast between Genola's size and its ability to reproduce awakens imme-
diate interest. The little instrument-—only 8^x5^2x7^^ inches—contains a

real phonograph motor.

The Genola is American-made throughout—priced low, due to quantity produc-
tion. Not an importation.

The handsome black japanned case is complete with horn.

The Genola plays all lateral cut, ten inch records.

Here is obviously a lot of phonograph value for $5.

Sample for $3J^

a 5
Retail
Article

ARE THERE ANY OF

THESE IN YOUR TOWN?

Barber Shops

Shoe Shining Parlors

Confectionery Shops

Drug Stores

Smoke Shops

Fraternal Organizations

Boarding Houses

Police Stations

Fire Stations

People in Moderate Circum-

stances

Rest Rooms

Billiard Parlors

Bargain Seekers

Parents

Schools

Nurseries

Hospitals

Then you know specifically

who will be a few of your

many Genola buyers.

f.o.b. Chicago, Detroit or Minneapolis.

Dozen for $3.35 each,

50 for $3.25 each,

100 for $3.10 each,

1,000 for only $2.85 each, f.o.b. factory

CONSOLIDATED TALKING MACHINE CO.
2957 Gratiot Ave

Detroit, Mich.
227-229 W. WASHINGTON ST.

CHICAGO
1121 Nicollet Ave.
Minneapolis, Minn.
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of two pieces soldered together. The solder

occasionally loosened and blasting would then

occur. In the new type of Sterling reproducer,

however, this two-piece stylus bar is done away
with and a cleverly constructed one-piece bar is

used instead.

Another improvement in the Sterling product

has been made at the base of the tone arm.

Heretofore, this tone arm, which embodied the

old-fashioned ball-bearing race-way, has en-

tailed difficult assembling methods, but it has

now been replaced by a new type of annular

ball-bearing race-way, such as is utilized in the

wheels of automobiles. Anyone familiar with

automobile wheels knows the two annular ball-

bearing race-ways used on both sides of the

hub. In the construction of the new Sterling

base the same principle is used, and this per-

mits greater freedom of movement of the tone

arm.

Another improvement in the Sterling product

is seen in the new throw-back. Heretofore

Sterling offered only non-throw-back arms, but

is now in position to offer both. The old pivot

type base is retained for those who want it.

Brunswick Christmas Campaign
Announcement is made by the sales promo-

lion department of the Brunswick-Balke-Col-

lender Co. of a complete Christmas dealer cam-

paign which offers the dealer a perfect tie-up

with the Brunswick national advertising cam-
paign both in newspapers and magazines dur-

ing the month of December. These advertise-

ments consist of seventeen retail ads with beau-

tiful art work selling copy. The company is

supplementing this campaign by offering the

dealers several beautiful Christmas record de-

livery bags in four colors, a two-color folder

on the different instruments and two-color rec-

ord cards, making what the company considers

one of the most complete dealer Christmas

campaigns ever inaugurated.

Some New Features Planned for 1924

This week the Blood Tonearm Co. made the

WHY NOT
Look about you and see the number of very

successful concerns marketing original or modi-

fications of original BLOOD ideas—there's a

reason

:

This cut illustrates the Blood
MONO-TURN Arm which en-

ables the user to change from
Lateral to genuine Edison position

by a single (MONO-) turn of
the Reproducer.

BLOOD ideas and products are accepted and recognized

by the trade as being mechanically perfect—that's why
they're big sellers and keep our factory working night and

day.

When in need of high grade tone arms and reproducers why
not come to the original source of production.

Save Money—Worry—and
Confusion

The Blood Tone Arm Company
326 River St. CHICAGO, ILL.

Patented Aug. 14, '23

Other Patents Pending:

For Extra Profits

Thank the Triplex:

Even rival cabinet designers

and manufacturers are pro-

claiming the Triplex Artis-

tic Phonograph as the

finest, most efficient and
beautiful Talking machine
ever conceived.
Beautiful pictorial or deco-

rative subjects are sold or exchanged, either

ready made or the parts for owners to

make to suit individual taste ; as well as

Records. Portable only may be sold and
at some other time the Cabinet alone.

The Triplex Artistic Phonograph meets
every need in any house and for any
occasion. The Triplex gets customers and
holds them. Owners are delighted. Sales

talk is short.

Turnovers and total profits greater than
on any other talking machine.
1924 Model now ready. List Prices $110.00

and up.

Triplex Artistic Phono. Co.
Pershing Road and Ridgeland Avenue

BERWYN, ILLINOIS

announcement, from its headquarters at 126

River street, that many new features and im-

provements will be added to its new line to

be introduced to the trade early in 1924. The
new line consists of many novel improvements
in the Blood product, among which may be

mentioned the new method for -preventing any
loose joints or parts. Just what these new im-

provements are has not been definitely an-

nounced, but it is understood that they entirely

eliminate the possibility of joints loosening by
keeping the moving parts constantly lubricated.

Records by Wendell Hall

The first record made by Wendell Hall, of

local fame, has just been released on Gennett

records and a big sale is anticipated, especially

in the Middle West where Mr. Hall is very

well known through his radio activities. The
records are very clever and original. The titles

of the songs recorded by Mr. Hall are "It Just

Keeps on a Rainin' " and "The Red Headed
Music Master," introducing "Red Hot." The
number is 5271. These numbers were recorded

in New York, and Mr. Hall accompanied him-

self on the ukulele.

Interesting Saxophone Literature

"The saxophone is here!" The above is the

opening line seen on a new circular just gotten

out by Cole & Dunas. Following this is some
effective text matter, telling how the saxophone
got here and of its possibilitie^'s. This is fol-

lowed by illustrations of saxophones, with their

prices and trade names. The close of the cir-

cular text matter is devoted to a number of

"harmonies," clever little quips having to do

with music and the sa.xophone. The circular,

which was edited by Joe Dunas, of Cole &
Dunas, is being placed in the dealers' hands
and is a four-page affair. There is a space open
for the insertion of the dealer's name.

DeForest Co. Sales Meeting
H. H. Roemer, general sales manager of the

DeForest Radio Telephone & Telegraph Co.,

held a get-together meeting of his sales

forces in the LaSalle Hotel, Chicago, recently.

All of Mr. Roemer's men who handle the Cen-

tral Western territories were at the meeting
and sales plans were made for a campaign, the

like of which has never been seen in this sec-

tion before, so far as radio is concerned.

Mr. Roemer also outlined plans for the year

of 1924 and kept his salesmen up considerably

by showing some of the new products which the

DeForest Co. contemplates putting on the mar-
ket, beginning with 1924.

"Heretofore," said Mr. Roemer to a World
representative, "one of the big bugbears of

radio was the service question, but the trade

can now rest assured that this is now elimi-

nated, or at least will be so completely with the

Introduction of the latest DeForest receiving
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sets. In other words, DeForest instruments

are now being made so that there is practically

no service necessary. A great deal of the im-

provement is in the loop antenna we are using

on our sets. All that is necessary to do with

the new instruments is to replace a battery or

a lamp occasionally."

Professor Cheney Ends His Western Tour
Professor Forest Cheney, of the Cheney Talk-

ing Machine Co., returned to this city on Octo-

ber 30 from a two months' tour of the Pacific

Improve the appearance of your
doors by using our No. 1008 semi-
concealed tiinge

Cut Above Shows Exact Size of Hinge

Regular finish is in nickel, but other special finishes may be had
upon writing for samples and prices.

This little device is especially sturdy in construction and is made
so that the screw holes are set in a position to readily adapt them-
selves to practically any sized door without fear of losing screw
grip solidity. Can be used on any door from five-eighths inch
to seven-eighths inch in thickness.

Write for Oar Special Prices on Jones-Motrola. Samples $8.50

LAKESIDE SUPPLY COMPANY
73 W. Van Buren Street CHICAGO, ILL.

Prof. Forest Cheney
Coast region. During his travels he visited

some of the most important cities in the Central

West and in the States of Oregon, Washington
and California. His visits to these localities

brought him closely in touch with general

business conditions, and the facts he learned on

his trip have caused him to believe that certain

territories in the Coast section give every prom-

ise of becoming recognized as centers of the

nation's wealth.

"In certain places throughout the Coast re-

gion," said Professor Cheney, "particularly in

the Los Angeles district, there is a tremendous

influx of tourists and homeseekers. They have

usually been supposed to be only transients, but

this is by no means true of them all. Statistics

show that many of them become fascinated with

the Pacific Coast, .invest their money in local

real estate and commercial activities and re-

main permanently.

"For example, the building that is going on

there is remarkable. It is true there are a

number of flimsy bungalows
,
being erected, but

most of the buildings, as a matter of fact, are

substantial affairs, costing anywhere from $5,000

to $20,000 apiece. Then, again, take a look

around at the countless number of oil derricks

already erected and in course of construction.

This means that wealth has been brought there,

as anyone who is familiar with the oil business

knows that it takes thousands and thousands

of dollars to drill an oil well.

"But to get away from the realty and oil

business, let us look on the other side. For

example, the farming situation. Both California

and Washington are producing a wonderful

wealth ot farming produce, especially in fruits,

which is calling to those States tremendous
amounts of wealth, not only for investment but

as returns from the activities of the farmers.

In California and Washington the farmers are

exceptionally well organized and this is having a

telling effect in building up the financial status

of these territories. The Japanese catastrophe

was the cause of much activity throughout the

lumber districts in Washington, which, in turn,

is having its reaction on general business.

Oregon, however, is not so fortunate, for its

farmers are practically unorganized and taxes

are said to be very, very high."

While Professor Cheney was making his trip

through the Coast States he not only got in

close touch with the music dealers, but he was
fortunate in meeting important people in prac-

tically every walk of life. In all he made
twenty-four public addresses, and attended ban-

quets at such clubs as the Rotary, Kiwanis,

Fellowship and Advertising Clubs, and Cham-
bers of Commerce. He also made addresses al

many high schools before the students. His

(Continued on page 118)

Oro-Tone No. 4 Automatic
The Most Scientific Edison Equipment Ever Produced

the ORO-TONE No. 4 Edison equipment automatically gives the correct

weight on the record, the correct needle center and the correct angle of the

reproducer.

there are no weights to shift, no adjustments to make, a simple turn of. the

hand and your phonograph is ready to play either lateral or vertical cut
records perfectly.

the No. 4 AUTOMATIC will not damage records, due to perfect weight
adjustment, the correct needle center and the sensitive operation when
playing.

EOPLE who buy Edisons do so because
they know that the Edison does actually

recreate the original. That is why they

want to equip their Edisons for playing lateral

cut records, with the best attachments obtainable.

The new ORO-TONE No. 4 is worthy in ever\-

way of being associated with the superb Edison
for playing lateral cut records. Sample will be

sent on ,30 days" approval.

Nickel $7.00
Gold 9.00
Oxidized (Antique Bronze) 9.00

Packed in fancy box with our two-year guarantee on
each box. Usual discounts to responsible dealers.

SHOWING POSITION FOR PLAYING VICTOR AND
OTHER LATERAL CUT RECORDS

SHOWS POSITION FOR PLAYING EDISON AND
OTHER VERTICAL CUT RECORDS

1000-1010 George Street, Chicago, 111.

Ash your Edison, jobber for
sample.

Distributed in Canada by R. S,
IVilHams & Sons Co., 'Toronto,
Montreal and Winnipeg.

Equipped with this new ORO-
TONE AUTOMATIC pivot point

reproducer—the most scientific

and satisfactory reproducer ever

made—will not wear loose— al-

ways perfect in operation.
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Records
Records of Quality

The popular "hits of the moment" as well as the rec-

ords that continue as "best sellers"; /rtmowj jj'n^^rj and
nistnt mentalists.

W. W. KIMBALL CO., Wholesale Distributors.

Kimball Building306 So. Wabash Ave. CHICAGO

SERVICE
The dealer anywhere who
establishes his connections

here has the service that only

experience can make avail-

able. Kimball all-the-year-

around, ready friendly as-

sistance helps to solve sell-

ing problems.
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talks were varied and their subjects ranged from

advertising and publicity propaganda to modern

inventions, the influence of jazz on business,

the purpose of fine arts, music as a science, etc

Urge Uniform and Conditional Sales Act

On Monday and Tuesday, October 22-23, the

third annual convention of the Illinois Music

Merchants' Association was held at the Jeffer-

son Hotel, Peoria, 111. A goodly representa-

tion of talking machine men from both the

wholesale and retail branches of the trade was

present. Although not quite so large in point

of attendance as previous gatherings the con-

vention was a big success, both from a busi-

ness and an entertainment standpoint, and

great credit goes to the retiring president,

Charles C. Adams, and his fellow officers for

the arrangements made to receive the visitors.

In spite of the fact that many of the dealers

were busily engaged with their own afTairs,

owing to the Fall business which naturally ac-

cumulates at this time of the year, nevertheless

many found or took the time to travel to the

State's second largest city.

Following registration in the morning the

conventioners were taken Monday afternoon on

an automobile ride through the city of Peoria.

In the evening the president gave a dinner at

the Peoria Automobile Club, some seventeen

miles out of Peoria, 111. This was a highly

successful affair. After dinner President Adams
introduced James P. Lacey, music merchant of

Peoria, who acted as toastmaster. Mr. Lacey

had arranged the program of entertainment, in

which Willard Beller, pianist, and Pearl Brad-

ford, soprano, of Lyon & Healy artists' depart-

ment, figured. Another representative of Lyon

& Healy, E. J. Fishbaugh, superintendent of

the Lyon & Healy plant in Chicago, addressed

the convention on "The Manufacturer's View-

point of His New Products." Billy Collins, also

of Lyon & Healy, closed the affair with several

very interesting humorous readings.

On Tuesday morning, at the first business

session, W. W. Kerr, of the Cable Company,
was the principal speaker. He urged the mem-
bers of the State Association to co-operate with

other State organizations in securing the pass-

age of a uniform and conditional sales act. The
value of such an act to retail talking machine

houses doing an instalment business was force-

fully presented by Mr. Kerr, who showed how
such an act, if passed, would overcome many
of the troubles which Illinois retailers are now
confronted with. One of the most resultful

acts of the entire convention came from this

discussion, viz., the appointment of a commit-

tee consisting of Guy Hornish, of Peoria; Fred

Hanger, of Lincoln, and M. G. Ogle, of Gales-

burg. These gentlemen will work with the

Credit Men's Association, the Illinois Furniture

Dealers' Association and the State Chamber of

Commerce in endeavoring to secure the passage

of a uniform conditional sales act.

Tuesday noon the music men attended a

The BROADCASTER CORPORATION

A Bigger Plant

A Greater

Organization

Facilitates a larger

and more Superior

Talking Machine
Production .at

LOWER PRICES.

Users of either large or small

quantities of talking machines are

urged to write for information re-

garding our line—useful for spe-

cial sale purposes.

Write for price list and specifications

of our other models.

Model No. 3
BROADCASTER

50" High, 20" Wide.
201/2" Deep. Guaran-
teed two-spring mo-
tor. Figured birch
5-pIy. Finished in

mahogany and wal-
nut. French pol-
ished, finish or dull,

A Rare Buy)

Broadcaster Corporation
(Sacceuer to the linerpbone T. M. Co.)

New Plant

2414 to 2430 W. Cullerton St.

CHICAGO, ILL.



November IS, 1923 THE TALKING MACHINE WORLD 119

FROM CHICAGO HEADQUARTERS
(Continued from page 118)

luncheon at the Lions Club, where John Mc-

Kenna, president of the Chicago Piano Club,

was introduced as the guest of honor and toast-

master. Then came some highly interesting en-

tertainment features, given by Axel Christian-

sen, also of the Piano Club of Chicago. The
principal speaker at this luncheon was the

Superintendent of Schools of Peoria, John

Fisher.

The Tuesday afternoon session was addressed

by W. F. McClellan, secretary of the National

Association of Piano Tuners, after which the

annual election of officers followed, with the

following results: Fred P. Watson, of Mt. Ver-

non, president; O. F. Anderson, Springfield,

vice-president; J. E. Rice, Mt. Olive, second

vice-president; R. J. Van Fossen, Beardstown,

secretary, and Lloyd Parker, treasurer.

The annual banquet was held on Tuesday

night in the Palm Room of the JefTerson Hotel,

when the retiring president, Charles Adams, in-

troduced the new president, Fred Watson. Ad-

dresses were made by Roy S. Dunn, represent-

ing the National Piano Travelers' Association,

and M. J. Kennedy, secretary of the National

Association of Music Merchants, who empha-

sized the value of good-fellowship and better

co-operation between local associations and the

national body.

The guest of honor and chief speaker was T.

M. Pletcher, president of the Q R S Music Co.,

who gave a highly interesting talk on sales-

manship in the music trade and the opportu-

nities that lie before the energetic music mer-

chant. In illustration, he emphasized the value

of radio and the manner in which it was being

featured successfully by numerous members of

the music trade.

The phonographs exhibited at the convention

included the Sonora line, which was shown by

J. F. Corcoran; the Howezie record rack, with

O. H. Eliel in charge, and the Davenport Pho-
nograph Accessories Co., E. Q. Hewping in

charge of this display.

New Hall Needle Display

The Hall Mfg. Co. has had prepared a very

artistic window display card featuring the Hall

fibre needle. This carries photographs of the

various departments of the Hall plant, and

under each is descriptive matter telling of the

Fibre Needle Window Display

processes through which the Hall fibre needle

goes in each department.

At the side of the display card will be found
samples of fibre in all the various stages

through which it goes from the time it enters

the factory as raw material until it passes out

as a finished product. Text matter is also

found here telling about these various stages of

the needles' progress. A large number of these

window displays have already been sent out and
{Continued on page 120)
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The Motor

The Hall Mark of Dependability,

Service and Quality

Two Million in Use
and giving satisfaction. A revelation in smoothness and quiet-

ness. Each and every part used in the building of a Krasco
Motor is produced by the Krasco Manufacturing Company.
Krasco is built—not made or assembled.

SIX SIZES

From a double spring motor playing four 10-inch records

to a
Four spring playing ten.

'A Powerful Engine Built

to Stand the Gaff

Krasco Motors Are Interchangeable as to

Mounting—Borings for One Fit All

Simple in design, compact, sturdy, mechanically right. Built
to meet the most exacting demands for long distance playing
on one winding.

May we quote you prices and
send descriptive literature?

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO

m
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have proved very effective in stimulating trade

for Hall fibre needles.

Art in Phonograph Design

In these columns last month reference was
made to a chronological chart compiled by the

Windsor Furniture Co. which goes back to

primitive days and takes up the growth and
progress of art and furniture in a sort of

"family tree" style right up to the present day.

In the beginning it deals with the most primitive

styles of furniture and gradually comes up to

the present-day types, and at various times it

branches off, showing the influences of certain

types upon the so-called period ^designs.

One branch of this "tree" is particularly in-

teresting in that it deals with the Italian Re-

naissance period, how it was influenced by the

Greek age and how these, in turn, are having

their effects upon the present-day architecture

and design in furniture.

In these periods much attention was paid to

the human figure from a carving and sculptural

standpoint. The furniture designers in those

days, in keeping up with the demands of the

times, made use of the figures and utilized them
in the making of legs, for example.

In the furniture of the day we very frequently

find the use of the human figure in designing

furniture, particularly in consoles, serving

tables and wall tables, as well as an occasional

use of them as pilasters in the construction

of very expensive pianos.

Some thirty years ago the Windsor Furni-

ture Co. had on exhibit in the furniture build-

ing at the World's Fair, Chicago, some very

fine samples of carvings of the human figure

as applied to high-grade furniture. It will be

remembered that some of the World's Fair build-

ings were destroyed by fire, including the one

in which these carvings had been displayed.

Happily, however, the Windsor Furniture Co.

managed to rescue a large amount of its exhibit

and has since that time kept these carvings as

souvenirs.

Since the introduction of the console talking

machine the Windsor Co. has made use of

carvings of the human figure in embodying it

in several of its designs of high-grade console

talking machines. The resurrection of these

carvings and their application to modern con-

sole talking machine design have created unu-

sual interest throughout the trade, which has, in

turn, caused considerable demand for high-

grade Windsor art models. So great has this

demand become of late that the Windsor Co.

has been making plans further to increase its

production of these instruments and in this

connection is utilizing its aforementioned
chronological chart for the benefit of dealers.

Gulbransen-Dickinson's Significant Bulletin

The September bulletin of Gulbransen-Dick-

inson has some of its space devoted to a mass

photograph, showing nineteen Gulbransen

dealers' billboards. From the standpoint of

publicity there is something very significant in

this photograph of the group of billboards

which should arouse much interest throughout

the talking machine trade.

The billboards in question just pertain to the

Chicago territory and show the co-operative

publicity existing between a number of live

Gulbransen dealers and the Gulbransen Co. In

all the Gulbransen has forty-two dealers in Chi-

cago, all of whom take advantage of the Gul-

bransen publicity service, but the above-men-
tioned nineteen have been picked at random.

It is an impressive list and eloquent testimony

to the standing of the Gulbransen in this city.

The significant thing of these nineteen

posters is that sixteen of them devote some of

(Continued on page 122)

Oro-Tone Automatic No. 1

6

Means More Selling Power for Your Phonograph

No Weights
to Shift

No Adjustments
to Make

AUTOMATICALLY
-gives correct

weight on record

-centers needle

on record

-permits correct

reproducer position ADVANTAGES
The No. 16 AUTOMATIC is attractive
in appearance and perfect in operation.
It gives a powerful, rich, mellow tone
that charms the ear of both dealers and
customers. . It is equipped with the
wonderful ORO-TONE automatic pivot
point reproducer, the finest scientifically

designed reproducer on the market.

Tests have demonstrated the preference
of the public for the ORO-TONE
AUTOMATIC No. 16. This will mean
more sales and more profits for your line.

We invite you to test the new ORO-
TONE AUTOMATIC No. 16 Tone Arm
and Reproducer for yourself. A sample
will be sent promptly on 30 days' ap-
proval.

SAMPLE SENT ON
30 DAYS' APPROVAL

A simple turn of the
hand and the ORO-
TONE AUTOMATIC
No. 16 is ready to play
either lateral or vertical

records perfectly. All

adjustments work auto-
matically.

POSITION FOR HILL AND DALE RECORDS
A turn of the hand and the reproducer is in the correct or Edison
position with correct angle and perfect needle center—note dotted line.

1000-1010 George Street, Chicago, Illinois

Manufactured in Canada by W. H. Banfield &
Sons, under the trade name ORO-TONE-BAN

-

FIELD.
Australian distributors: The United Distributors
Co., Mcthourne and Sydney.

The New ORO-TONE AUTO-
MATIC 100 per cent perfect
pivot point reproducer.
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Announcement

!

Style 10

Style 1

Size: 40 inches High, 17 inches
Wide, I85/2 inches Deep. Finish:
Mahogany or Oak. Panels 3-ply
Gum. United 2-Spring Motor.

Since October 1 st our factory has been sold

up for the balance of the year.

Our dealers appreciate the quality of our

goods as well as our service and have co-

operated w^ith us to their fullest extent by

anticipating their requirements in advance.

Now is an opportune time to do likewise.

We are booking orders for 1 924 delivery

only.

Console models Nos. 20, 30, and 40 are con-

structed of genuine 5 ply mahogany panels.

Console model No. 1 0, constructed of gum
panels.

Size of all console models 35 inches wide, 33

inches high and 2 1 inches deep.

Style 20

Style 2

Size: 46 inches High, 21 inches
Wide, 23 inches Deep. Finish:
Mahogany or Oak. Panels 3-ply
Gum. United 2-Spring Motor.

Style 30

Style 4

Size: 48 inches High, 21 inches
Wide, 23 inches Deep. Finish:
Mahogany, Oak or Walnut.
Panels 5-ply. United 2-Spring

Motor. Style 40

EXCEL PHONOGRAPH MFG. CO.
400-412 West Erie Street

CHICAGO, ILL.
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their space to advertising nationally known
talking machines.

Since talking machine dealers are familiar

with the handling of nationally advertised prod-

ucts they are in a position to appreciate the

value lying in products of such a nature. The
Gulbransen line of pianos, being nationally

known and advertised, fits in very well with

other nationally advertised musical instruments,

and that is why there is such splendid co-

operation existent among Gulbransen dealers.

Plans are now being made by the publicity

department of the Gulbransen-Dickinson Co.

to increase its publicity during the coming year,

and it is believed that when all plans have been

carried out the proportion of Gulbransen deal-

ers handling talking machines, which at present

shows a ratio of sixteen to nineteen, will have

been greatly increased.

New Brunswick Artist Announced
Another artist from the "New Hall of Fame"

is to make records exclusively for the Bruns-

wick. 5 Elizabeth Rethberg, soprano of the

Announcing

The New Sterling

Tone Arms and Reproducer
We are now ready to submit our new and complete line of

STERLING Tone Arms to the trade.

Everything has been done to increase quality and decrease

costs.

We can now supply either straight or throw-back reproducer,

pivot or ball-bearing tone arm—a ball-bearing arm that is

DIFFERENT.

Manufacturers:

—

We will be pleased to submit quotations on your require-

ments and send samples for your inspection.

Sterling Devices Manufacturing Co.
412 Orleans Street, Chicago, III.

Elizabeth Rethberg
Metropolitan Opera Co., will record for Bruns-

wick in the future. The photo shows Miss
Rethberg at Ravinia Park this Summer, where
she sang with great success. This artist, late

of the Dresden Opera, has aroused a great

deal of interest in announcing her American
debut for the coming season with the Metropoli-

tan Opera Co, Her home was in the Schwar-
zenberg in the Erz mountains and her musical

talent developed early. At the age of seven-

teen, after studying the piano and singing, she

entered the Dresden Conservatory. Shortly

afterwards she appeared on the stage of the

Dresden Opera. The critics of Germany, Aus-

tria, Hungary and Scandinavia have generously

agreed with those of America in her praise.

Opens Krasco Stockroom in New York

E. B. Cadwell, of the Krasco Mfg. Co., spent

a number of days in Chicago the first of the

month visiting the plant. Although his head-

quarters are in New York he visits the Chicago

factory frequently. On his last visit he and

other officers of the company spent consider-

able time going over plans for the balance of

the year and the coming year.

In order to expedite shipments to its Eastern

clientele the Krasco Mfg. Co. has opened a

stockroom at 120 West Forty-second street.

New York, where a large supply of Krasco mo-
tors, Krasco units and Krasco parts will be

kept constantly on hand. This new Krasco
wareroom will be looked after by D. S. Root,
treasurer of Krasco, and E. L. Krans, Mr.
Root's assistant.

Cable Company Features "Midnight Rose"
The attractive display shown herewith was

seen recently in the Jackson street window of

the Cable Company, featuring "Midnight Rose"

IN BEAUTIFUL XMAS BOXES
FOR HOLIDAY GIFTS

THE GEER REPEATER
Finished in genuine gold plating at the same price, $1.50, in beautiful holly and poinset-

tia boxes for Christmas Gifts. Send us your orders early for prompt shipments.

Walbert Manufacturing Company
925-41 Wrightwood Avenue Chicago, 111.

Cable Company's Window Display

with the Brunswick. As e.xpressed by the

Brunswick Co., the display is another example

of the energetic as well as a thorough cam-

paign recently inaugurated in behalf of the

Brunswick by the Cable Company.
Anthony Leaves Pathe

After five years' service as office manager and

assistant sales manager A. V. Anthony has

severed his connections with the Pathe Phono-
graph & Radio Corp. Mr. Anthony is very well

known in the Chicago trade and, since his

entrance into the talking machine business, has

built up a nice reputation. Because of his origi-

nal sales methods he has been instrumental in

establishing many retail accounts in the Chi-

cago district and throughout the Middle West.

Mr. Anthony has not as yet announced his

plans for the future.

Strand Sells in Chicago

C. R. Newman, manager of the J. O. Twichell

Store, 11015 South ^Michigan avenue, reports

increased sales for the Strand talking machines.

Mr. Newman is managing a store located in

{Continued on foge 124)
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This is the new Series Six Unit.
Phonograph Motor. There is a fully en-
closed, self-lubricated, spring barrel sus-
pension, ball-bearing, silent running United
Motor for any type of phonograph built,
including portables.

A thin dime—and
two minutes' time

No one has discovered how to make springs that never break—but United

has discovered how to make a thin dime and two minutes' time replace

a broken spring in a phonograph motor. Instead of at least one hour's

time spent in the mussy job of taking apart the motor, installing a new
spring and reassembling, with a United motor you merely take out the

old spring assembly and insert a new one—an operation which anyone
can perform in two minutes or less, using a screw-driver (or a thin dime
in emergency). And you don't even soil your fingers

!

UNITED
PHONOGRAPH MOTORS

STANDARD ON A SWEEPING MAJORITY OF ALL MAKES OF PHONOGRAPHS
Completely Enclosed

!

The only enclosed motors of international
leputation are the United. Cast-iron box
houses governor, gears, worm and lower
end of shaft. Excludes dust, dirt, shav-
ings, slivers, sawdust, needles, etc., for-
ever. Protects vital parts from damage
during assembling, shipment, demonstra-
tion and use. Insures permanent align-
ment. Removes necessity of "tuning"
motor when installing it.

Self-Lubricated

!

Phonograph users are notoriously forget-
ful about oiling their motors. Or they
overdo it. United Motors—another ex-
clusive feature!—do not require oiling
more often than once in four or five

years. The automatic and continuous
wick-oiling United system, made possible
by the air-tight housing, keeps all mov-
ing parts evenly and adequately lubri-
cated.

Other Superiorities

Spring barrels are held in positive align-

ment by the exclusive United suspension

—cannot work loose. Smooth, easy

functioning of control lever always as-

sured. All plain bearings are perfectly

machined and trued in United motors.

Ball bearings take care of end-thrust.

Finally, each motor is mounted, tested

and regulated before shipping—insuring

silence.

Send for our book—"The Heart of the Phonograph"

United Manufacturing and Distributing Company
9705 Cottage Grove Avenue, Chicago, Illinois

The world's largest independent makers of phonograph motors
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FROM OUR CHICAGO HEADQUARTERS— (Continued from page 122)

the center of Chicago's busy Roseland district,

and one of the parts in Chicago territory in

which no one can deny that the keenest of com-
petition exists. Besides handling talking ma-
chines the J. O. Twichell shop handles a well-

known line of pianos and players, but the

Strand talking machine is handled exclusively.

Mr. Nevi-man says that his sales of Strand

talking machines for the past month exceed all

other months and, from present indications, the

balance of the year will bring forth a Strand

business far in excess of anything he has up to

this time accomplished.

Second Annual Luncheon of Sonora Dealers

S. O. Martin, vice-president and general man-

ager of the Sonora Phonograph Co., Inc., New
York, was the principal speaker at the second

annual luncheon of the Sonora dealers in Chi-

cago territory held November 7 at the Congress

Hotel. The Illinois Phonograph Corp., Sonora

jobber in this territory, was the host at this

luncheon, and many practical subjects were dis-

cussed during the course of the meeting.

UPKEEP
Has it ever occurred to you that there is a

certain upkeep charge on talking machines?

Insignificant, perhaps, but nevertheless con-
tinuous.

Using *a needle each time you play a record,
plus the wear and tear of that record by that
type of needle, costs money eventually.

Figure the cost of one record plus the large

amount of needles and you'll be surprised.

Have vou ever told this to your customers,
Mr. Dealer?

Tonofone Semi-Permanent Needles p\ay on
an averagre fifty records each without wear
or tear.

Packed in Colored
Display Cartons

One hundred packages to carton.

Red and White cartons contain 25c pack-
ages: Blue and AVliite, 10c packages.

RETAIL PRICES
Package 12 needles 25 cents

Package 4 needles 10 cents

100% Profit to Dealers
Jobbers' proposition on request.

THE TONOFONE COMPANY
no So. Wabash Ave., CHICAGO, ILL.

Inventors and Sole Makers

Eastern and Export Representatives:

South Atlantic Export Co.
25 Broad St., New York, N, Y.

During the course of his address Mr. Martin

gave an intimate idea of the present status of

Sonora activities, emphasizing the fact that the

company is enjoying the most prosperous era

in its history and that the factory at Saginaw

is working day and night to keep pace with

the requirements of the jobbers and dealers.

Incidentally, Mr. Marti<i was able to give the

Chicago trade first-hand information regarding

Saginaw afTairs, for he had just visited the mam-
moth Sonora plant in that city. Among the

other speakers during the afternoon were E. D
Coots, sales promotion manager, Sonora Phono-

graph Co.; A. G. Rodway, president of the Illi-

nois Phonograph Corp.; Leon Colder, general

manager, and Harry O'Connor, sales manager.

Several of the local dealers also participated

in an interesting round-table discussion and a

musical program added to the success of the

conference.

Piano Club Hears Talk on Radio

Members of the Chicago Piano Club heard

last week a very interesting and enlightening

talk on the subject of "Radio in the Music In-

dustry" by W. S. Hedges, editor of the radio

department of the Chicago Daily News. Mr.

Hedges began by stating that the vast majority

of programs broadcast are musical. "The

radio fans want music," said he, "and for that

reason music is given preference over all other

items. Radio has thereby brought music into

thousands of homes where there never was any

music before and is, furthermore, giving the

music industry the greatest advertising it has

ever had, because the people want a variety of

music, and all types of musical programs are

broadcast. Radio music might be called im-

permanent music because it is not played over

and over again, and those who like a certain

song will have to go out and buy the record or

roll for either their talking machine or player-

piano.

"Now, I understand that the musical instru-

ment manufacturers are doing a big business

this year, which I attribute to radio, or rather

the advertising of music by radio. It matters

not whether radio is an evolution or a revolu-

tion, for, whatever it is, it is here to stay and

>hould be supported instead of flouted. It is

logical to assume that radio will not die, for

what is good lives. For example, when vaude-

ville was introduced some were afraid that it

would replace the drama, and when motion pic-

tures were introduced others thought that they

would replace the acting stage altogether or to

a very large extent, whereas neither is interfer-

ing with the other.

"Now, there is no reason for the music in-

dustry to view radio with disfavor, for radio

is not interfering with the music industry, but

is, rather, helping it. For example, the song

'Mellow Moon' was a very obscure number

before it was broadcast. The composer went

to the Drake Hotel and broadcast the number

himself. Within one month the sales were 100,-

000 copies.

"You, gentlemen, should get in on radio be-

cause it is musical. I do not mean that you

should stock your shelves with parts. Let the

electrical dealer take care of this trade. What
you should sell is the high-grade finished set.

Investigation by a radio manufacturer who sells

his product -exclusively to music merchants

shows that, of all the music men handling radio,

90 per cent have made money, 3 per cent have

lost money and the remaining 7 per cent have

broken even, which, I think, is a very good show-

ing. One Los Angeles music dealer in the past

year sold $200,000 of complete radio sets and he

still is selling phonographs. I do not think the

music store is complete unless it has all three-

—

the talking machine, the piano and the radio."

Chicago Incorporation

The Ver Celli Anctil Co., 11405 Michigan

avenue, has been incorporated with a capital

of $20,000, to deal in phonographs, pianos, musi-

cal records and rolls. Incorporators: Bernard

Ver Celli, Isabelle Ver Celli, Jos. S. Anctil.

Correspondents: McKinley and Schmauch, 731-

111 West Washington.

Opening of Brunswick Dealer
The large assembly shows the opening of

Geo. L. Berkel Co., of Los Angeles, Brunswick
dealer. A feature of the opening was the enter-

taining of Abe Lyman and His California Am-

Crowd at Geo. L. Berkel Co. Opening
bassador Hotel Orchestra, exclusive Brunswick
artists. The occasion marked a very beautiful

display of the Brunswick line in a very modern
music shop.

Columbia Brieflets

Sol. Biasco recently opened the Archer Music

Shop, 4237 Archer avenue, Chicago, 111. Mod-
ern fixtures were installed and the new Colum-
bia line will be handled exclusively. The neigh-

borhood is chiefly Lithuanian, Polish and Ital-

ian, and a complete stock of Columbia records

in these languages will be handled.

E. Kmentt, foreign record representative for

the Columbia Co.'s Chicago branch, spent last

week in St. Louis territory working with the

trade on their Christmas foreign record require-

ments.

C. R. .Salmon has been placed on the Loop
and North Side territory for the Chicago branch

of the Columbia Co. Mr. Salmon was in the

Columbia organization for eight j'ears at St.

Louis. After spending two years with the

Brunswick Co. in New York he is returning to

his first love.

A recent visitor to the Chicago office of the

Columbia Co. was W. W. Cooper, dealer in

Genoa, 111., who looked over the new Columbia
line and placed an order to meet his Fall re-

quirements.

The Fisk University Jubilee Singers, an ex-

clusive Columbia organization, is touring the

Chicago branch territory during the months of

October and November. The Columbia cata-

log contains a large assortment of exclusive

records b_v this organization, and their appear-

ances have always materially boosted record

sales for dealers.

PITTSBURGH FIRM CHARTERED

Pittsburgh, Pa., November 8.—The Pittsburgh

Phonograph Distributing Co., this city, has been
chartered with a capital of $5,000 by C. C. Rob-
ert>on. T, H, P.ovd, T,. D. P.rown.

RAINBOW RECORDS
add to many dealers' profits.

Some good territory open

for distributors. Write for

our proposition.

THE RODEHEAVER COMPANY
Record Dept.

218 Wabash Ave. 814 Walnut Street

Chicago Philadelphia
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Do You Know—Maslcrcrall "Juvcnola"?
BUILT FOR THE KIDDIES
AS THEIR VERY OWN

The "Juvenola" is a genuine phonograph—not a toy.

Here's an opportunity for receptive little minds to easily learn

the worth while things in music.

In addition to the typical kiddie compositions—appealing to all

boys and girls—the first appreciation of the world's finest harmonies
may be instilled in the younger generation.

Made in the console style—with a real motor—playing two ten-

inch records on one winding. Reproduction—sweet, persuasive
'—superb.

VERY MODERATELY PRICED

All of which means that the go-getting dealer and jobber—with

vision—can make big money—during the coming months.

Other "MASTERCRAFT" models in our complete line—are at

your service.

Attractively finished in

BLUE
GRAY
IVORY

MAHOGANY

THE WOLF MANUFACTURING INDUSTRIES
BUILDERS OF "MASTERCRAFT" PHONOGRAPHS

QUINCY, 3, ILLINOIS

Interest Grows in Chicago Radio Exposition
Practically All the Large Manufacturers Will Be Represented at the Coming Show Which Will

Be Held at the Coliseum From November 20 to 25—Elaborate Programs Prepared

Chicago, III., November 10.—The talking ma-
chine trade in Chicago and the surrounding-

territory is evincing keen interest in the Second

Annual Radio Show, which will be held in the

Coliseum from November 20 to 25 and at which

will be exhibited the products of the leading

manufacturers in the radio industry. Practically

all of the exhibition space has been sold and

when the doors open there will be presented

the greatest array of radio products that has

ever been shown. Various interesting features

have been prepared by the show management
and the Chicago broadcasting stations have or-

ganized to broadcast the question "What Would
You Like Most to Hear Over the Radio?"

There will be about 500 prizes offered for the

most interesting answers and it is expected that

more than 200,000 replies will be received to

this query.

Many well-known personages in the radio in-

dustry will be among the speakers at the trade

meetings and at the show, among these being

Major Armstrong, Dr. Lee De Forest, Prof.

Hazeltine, N. T. Llewelling and others. There

will also be presented feature concerts broad-

casted direct from the Coliseum by means of

sealed wires to the local broadcasting stations.

James F. Kerr, manager of the Chicago Radio

Show, is delighted with the enthusiastic re-

ception accorded his publicity matter by the

dealers throughout the Middle West. He states

that the show management circularized 8,000

Middle Western dealers, telling them of the

show and inviting them to attend. The re-

sponses to the invitations have been gratifying

beyond all expectations and Mr. Kerr predicts

that Chicago will surely be the radio center of

the world during the show.

Among the prominent manufacturers in the

radio industry who have reserved space at the

show are the following: De Forest Radio Tel.

& Tel. Co., Colin B. Kennedy Co., Federal Tel.

& Tel. Co., Cutting & Washington Radio Corp.,

Crosley Mfg. Co., Precision Equipment Co.,

American Radio & Research Corp., Nathaniel
Baldwin, Inc., Bristol Co., Zenith Radio Corp.,

Atwater Kent Mfg. Co., United Mfg. & Dis-
tributing Co., Moon Radio Corp., Walbert Mfg.
Co., A. H. Grebe & Co., F. A. Dandreau, Inc.,

and others.

:i complete line of pianos and Brunswick phono-
tiraphs and records. The talking machine de-

partment, by the way, is a feature of this fine

establishment, the most modern fixtures and the

last word in interior arrangements making it a

delight to visitors.

EDISON AS GOLDEN WEDDING GIFT

Carlin Music, Co. Sells Instrument as Gift and
Receives Cash in Gold

Indianapolis, Ind., November 7.—The Carlin

Alusic Co., Edison dealer, at 143 East Wash-
ington street, this city, reports an imusual sale.

Mr. and Mrs. Chas. W. Houson, local resi-

dents, recently celebrated their golden wed-

FITZGERALD ORGANIZATION MEETS

Personnel of Prominent Los Angeles Music
House Comes Together at Dinner-Meeting

—

Interesting Talks Feature Event

Los Angeles, Cal.. November S.—Interesting

addresses on business development and plans

for the future featured the dinner-meeting of the

Fitzgerald Music Co.'s organization at tlie

Paulais Cafe, this city, last month. Those
present numbered 110, ample evidence of the

development of this progressive music concern.

Addresses were made by J. F. Fitzgerald, head
of the concern, and other officers and executives,

including Manager Mansfield, of the phonograph
division, who spoke of the rapid and steady

growth of this department during the past

eighteen months. Mr. Mansfield pointed out

that the talking machine division has shown a

gain of from 50 to 75 per cent each month over
the corresponding period a year ago.

The Fitzgerald Music Co. is not only one of

the largest music houses on the West Coast,

but it is also one of the most successful, due to

progressive merchandising methods. Musical
instruments of all kinds are handled, including

Mr. and Mrs. C. W. Houson

ding anniversary and, as a token of love and
admiration, which had strengthened with the

passing of half a century of time, Mr. Houson
presented his wife with a New Edison phono-
graph and an assortment of Edison records.

When the Carlin Music Co. presented the bill

Mr. Houson promptly paid it—in gold. Pre-
sented herewith are likenesses of the happy
couple.
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DISCUSS TALKING MACHINE SHOW

Talking Machine Men, Inc., Considered Pro-

posal at Meeting Last Month—Also Discuss

Participation in Music Week and Plans for

the Annual Ball to Be Held November 21

The advisability of endorsing and participat-

ing in the holding of a national phonograph

and talking machine exposition in New York
some time during the coming year was one oi

the chief matters discussed at the monthly meet-

ing of The Talking Machine Men, Inc., held

at the Cafe Boulevard on Wednesday, October

17. There were those who felt that the success

of such a show was too remote to warrant

the association becoming involved in the move-

ment, but the more optimistic ones prevailed

with the result that Lambert Friedl was ap-

pointed chairman of a committee to consider

the matter and report on the project later.

The participation of the members of the asso-

ciation in the next annual music week celebra-

tion and particularly the music memory contest

in the public schools of the city also came up

for considerable discussion, particularly as the

members have been very slow to respond to

letters from' the president inquiring as to their

willingness to lend their co-operation by work-

ing with the schools in their respective districts,

giving them certain quantities of records in-

cluded in the list, and otherwise lending their

aid. It appeared that less than 5 per cent of the

members had taken the trouble to write to the

president regarding the matter.

Among the outside speakers at the meeting

were: J. G. Home, of the Consolidated Orches-

tras Booking Co., who outlined a plan whereby

dealers could draw attention to their stores and

likewise increase their profits by acting as book-

ing offices for orchestras in co-operation with

his company; Miss Isabel Lowden, Director of

the New York Music Week Association, who
asked the support of the talking m.achine men
for the music contests now being carried on in

the various school districts by that association,

and L. M. Bernstein, of the Wilmark Service

System, the function of which organization is to

check thefts in retail stores.

Representatives of the A. J. Stasny Music

Co. were present at the meeting and demon-

strated several of the company's hits, including

"Sun-Kist Rose," "Waltz Me to Sleep in Your

Arms," and "How Can I Believe You?"

The entertainment committee of the organiza-

tion is working hard to make a success of the

annual entertainment and ball of the associa-

tion to be held at the Hotel Pennsylvania on

the evening of November 21, and at which a

majority of the leading recording orchestras

and a number of prominent artists will appear.

H. Em.erson Yorke, of M. Witmark & Sons,

was appointed a member of the committee.

"LITTLE TOTS" SPECIAL TUNES

Special Christmas Book Added to Regal Record
Company's Catalog—"Little Tots' Phono-
graph" Makes Its Debut in the Trade

The special Christmas book of "Little Tots'

Nursery Tunes," manufactured by the Regal

Record Co., Inc., has timely additions to this

firm's catalog. The sales department of the

Little Tots' Phonograph
company expects these Christmas books to add

considerably to the importance of its product

and to increase the volume of sales during the

holidays.

In conjunction with the Christmas book of

"Little Tots' Nursery Tunes," the company has

placed on the market a juvenile phonograph

for use on the table, floor or anywhere in the

nursery. It carries the trade name "Little Tots'

Phonograph" and is highly decorated and multi-

colored with designs which appeal to the child.

In the metropolitan district of New York a

long list of department stores and dealers are

making a feature of "Little Tots' Nursery

Tunes." Among the department stores which

give these records and books special showings

are: Lord & Taylor, Abraham & Straus, Bam-
berger's, Frederick Loeser & Co., Gimbel Bros.,

Bloomingdale Bros., Hearns, James McCreery
& Co. and Hahne & Co.

AUDAK IN COUNTRYWIDE USE

Record Demonstration Device Now in Retail

Stores Throughout the Country

Following the introduction of the Audak in

recent months by the Munson-Raynor Corp.,

the Pacific Coast representative, this talking

machine record demonstrating product is now
in use in retail establishments in practically

every State in the Union. The Audak, orig-

inally used by dealers in Eastern territory, and

subsequently gaining popularity in the Middle

West, is now being given attention by the en-

tire trade when considering record sales.

Recently a representative of the Audak Com-
pany made a tour through the Eastern and

Middle West trade centers and reported many
instances where the Audak is being constantly

used to increase record sales, save sales energy

and conserve floor space. With distributors in

the larger cities, and with one or more Audaks
in use in various other centers, it is now pos-

sible for the merchant to see and hear records

demonstrated by this product in stores in his

own locality.

The popularity of the Audak name in places ,

where it is not yet in use recently was forcibly

demonstrated to an Audak representative who
visited a store in the Middle West, and who,
in a chat with The World, said: "I found that

the dealer had purchased a demonstrating de-

vice presumably thinking it was the original.

While the dealer was not satisfied with its use.

he did not at once discover the. fraud, laboring

under the impression that the original was over-

advertised. When shown the difference, and

after hearing records demonstrated by the real

product, he denounced the sales organization

that had perpetrated the fraud, particularly in-

asmuch as the counterfeit was billed as an

'Audak' on the invoice."

Regarding this latter situation, Ma.ximilian

Weil, head of the Audak Company, obtained

the invoice in question and other data and has

placed it in the hands of his attorney. He
states that action will be taken, both from a

criminal and civil standpoint.

TRADE NEWS FROM CANTON

Canto.v. O., November 6.—Trade Extension

Week, held by Alliance merchants last week,

was participated in by six Alliance music deal-

ers, three of whom were active in the various

promotions. The Vernon Piano Co., J. H.

Johnson Sons and the Cassady Drug Co.,

Victor dealers, presented special window dis-

plays and staged a number of exploitation

stunts.

The talking machine department of the W'il-

liani R. Zollinger Co., here, will soon be re-

iiicdeled and four new booths installed under

the supervision of Manager W. E. Pyle.

The S. S. Kresge Co., here, will maintain a

complete record department, specializing ex-

clusively in Regal records in its store opened
in Canton this v\'eek.

Alice Kestel, formerly with the D. W. Lerch

Co., is now in charge of the record, rolls and

small goods department of the Alford-Fryar

Piano Co.

George C. Wille Co. will be in its-new loca-

tion at Fourth street and Market avenue soon

after December 1.

Almost twice the present space will be avail-

able for the talking machine department at the

Hefling Music Co., New Philadelphia, O., when
alterations now in progress are completed.

H. C. MILLER ENTERS FIELD

Wilmington, Del., November 7.—The Bruns-

wick Shop, of this city, formerly under the

direction of Peter Casper, has recently been

reopened by H. C. Miller, with a complete line

of Brunswick machines -and records. This is

Mr. Miller's first venture in the phonograph
business and he has the best wishes of a host

of friends here.

Measure your Distributor's

service by his average—^^we all

miss at times. On the average

Blackman Service cannot be
excelled.
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Greater Profits from the New Emerson
Console Line

Live merchants are finding the

new Emerson line the most val-

uable Console line ever created.

Because we are building and delivering

the most practical and attractive period

designs which at list prices of from SI 1

0

to $225 are unequaled by competition.

Because Emerson exclusive features,

such as the "Fount of Pure Tone,"
are sales makers.

Because our remarkable discounts allow

you long profits on "quick turnovers"

popular-priced Consoles.

Order promptly to insure

prompt delivery

Since we offered the new Emerson

Console our distribution has increased

beyond expectations. This valuable

merchandising opportunity has attracted

carload orders from Coast to Coast. To
insure full advantages of special service

and discounts order now.

List of Models and Prices

List $110—" Wayne"
Adam design. Brown Mahog-
any finish. Height 35 inches,
width 33 inches, depth 21
inches.

List $125—"Lady Churchill"

"Queen Anne" Period. Brown
Mahogany finish. Height 35
iiiche?, width 33 inches, depth
21 inches.

IList $135 — " Piedmonte"

Italian Renaissance, lirowii
Mahogany- finisii or .American
Walnut finish. Height 35 in-

ches, width 36 inches, depth 31
inches.

List $150—"Blenheim" '

"Queen .A.nne" Special. Brown
Mahogany or .American Wal-
nut finish. Height 35 inches,
width 36 inches, depth 21
inches.

List $175 — " Beverly"

"William and Mary'* design
Brown Mahogan,\" or American
Walnut finish, gold trim.
Height 35 inches, width 36 in-

ches, depth 21 inches.

List $200 — " Alaric"

"Gothic" design. Brown Ma-
hogany or Walnut finish, gold
trim. Height 40 inches, width
27 inches, depth 22 inches.

WASMUTH- GOODRICH COMPANY
'Peru, Indiana

Manufacturers of Emerson Phonographs

\E(tsurn States Distribittoy

Emerson Phonograph Cn.
105 West 20th Street

NEW YORK, N. Y.

Southern State Sales Represe*itatii:

L. W. Freeman
306 Candler Buildinc

ATLANTA, CA.

Centrai States Sales Representative

L. C. Samuels
22 Quincy Street

CHICAGO, ILL.

Jt'estcrn States Sates Representatiz-e

Thomas W. Hindley
\pw Montgomery and Ho^rard Sts.

SAN FRANCISCO, CAL.

Wasmuth-Goodrich Co., Peru, Indiana

Gentlemen: Please send me complete catalog

and your special introductory offer.

Name . .

Address

City. . . .

Tfie cross section of the "Music-Master"' ho^i shows
how the fibres of spruce lie paralleled. Only in this
manner can the rich, warm >esonance of tJie famous

Stradivarins violin be obtained.

e Fount
of Pure '^ne
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[Editor's Note.—This is the thirty-second of a series of

articles by William Braid \\'hite devoted to the various

interesting opportunities which prevail in the domain of

education for the retailer of talking machines. The subject

is one of great interest and we commend these articles to

the considerj;tion of all who are devoting attention to the

teaturing and developing of the musical possibilities of the

talking machine.]

OPERA, RECORDS AND THE PUBLIC

There is not the slightest doubt that the

American public is taking a deeper interest than

ever in opera. There remains, of course, the

prejudice, not by any means unfounded, which

holds that grand opera is a society plaything

in America, whatever it may be elsewhere. Yet,

despite the circumstances in which operatic

representations continue to be given at the

Metropolitan Opera House in New York, the

fact remains that this particular form of musical

art is steadily becoming popular. Here is some
information on the subject which talking ma-

chine dealers will do well to realize.

The Chicago Civic Opera Co. is the name of

the organization which took over opera man-

agement in Chicago when the family which for

some years had been supporting it and paying

the deficits decided that it was tired of holding

the bag, as they say on the stock exchange.

At the head of the new organization is a com-

mittee of business men, headed by the president

of the principal public utility company. These

business men have been trying to straighten

out the tangled affairs of the company and to

infuse a little business spirit and method into

the various spending departments. They have

been very successful and have evolved many
novel schemes for carrying on. Realizing that,

until the public has been entirely "sold" on the

idea of opera as a civic institution, deficits must

be incurred the managers have secured guaran-

tees from business houses and individuals

which assure them that all deficits will be met
during the next five years. Meanwhile an in-

tensive selling campaign is going on for the

coming season. By billboards, by cards in

street cars and elevated trains, by every kind

of newspaper and outdoor advertising, the

opera is being "sold" to the people. Coupon
books are offered at reduced rates and are in-

troduced to the public as "opera mileage

books." These entitle the holder to seats for

any operas he may from time to time select by

presentation of the book at the box office, when
the necessary equivalent amount in coupons is

detached for each purchase of seats. Opera in

Chicago is being "sold" to the people—and is

actually in danger of becoming a popular, non-

society affair!

Opera Without Stars

Let us point the moral more .sharply by

means of another concrete instance. The Wag-
nerian Opera Co. from Berlin came over to the

United States last season and gave some per-

formances in the East which were well re-

ceived. This season they have been coming
West. They have had two weeks in Chicago,

presenting, in German only, the works of the

Wagnerian repertory, with one Mozart opera

and two new German works, which are now be-

ing heard for the first time in this country.

Now, this company is unique in one very im-

MOTORS
Ready for Delivery

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

MERMOD & CO., i6E-'2.3'''

Telephone Ashland 7395

portant particular. Not only is it a very good

company, not only is it a well-trained company,

not only has it a splendid orchestra (mostly

American, by the way) and eminent conductors,

but, mirabile dictu, it has no stars! That is to

say, there is no question of star personality, no

pushing forward of this or that prima donna or

first tenor. Scarcely anyone in Chicago knows
the name of a single one of the singers; and

nobody cares. The names are there, but they

are not starred, not advertised, and there is no

press agent to tell weird tales to the newspa-

pers about what Mme. X and Herr Y are do-

ing, have done or will do. The singers have

come almost unknown as members of a superb

team, but as team members only, not as stars.

They work for their operas, not the operas for

them. In fact, the names of the eminent musi-

cians who are conducting (Stransky especially)

are much better known in America than those

of any of the excellent singing artists. Yet the

whole two weeks' season in Chicago has been a

stupendous success, which has been achieved

without any of the tricks or schemes which

have become associated with the production of

opera in America, and which excellent people

suppose to be inherent in the game and can-

not possibly be destroyed. Yet these German
artists, working without stars, in a theatre

much too small and with stage difficulties sim-

ply immense, without adequate or skillful press

representation, have filled every seat at almost

every performance of their two weeks' stay in

Chicago. They have given the four dramas of

the Ring twice, and each of the other Wagner
works at least once, some twice. They have

had sometimes two performances a day. They
have created a public sensation. Chicago has

taken them to her heart. There is more talk

about them than there has been about anything

musical which has been heard and seen in Chi-

cago in ten years. Moreover, advance news
from Milwaukee, Cleveland and Detroit indi-

cates that the same triumphs will be scored in

these cities.

Now, what does all this mean? It simply

means that the public is waking up. If the

statements made above have any significance

at all, they have this: the public is waking up.

It is beginning to take a genuine interest in

opera; not as a society affair, not as interest-

ing newspaper reading, but as music. That is

what all this means.

Where We Come In

Now the talking machine business has had a

lot to do with the more or less slow process of

education which during the last twenty years

has been leading the American people out of

the desert of misunderstanding into the Prom-
ised Land of appreciation. The talking machine

business has probably done more than any
other agency ever did to make people familiar

with the music of the various operas and with

the names of the works themselves, of their

composers and of the great singers who have

interpreted them. Probably the names of the

singers are best known, but that cannot be

helped. The point is that the educational work
is now bearing fruit and it is time to do some-

thing to take advantage of the harvest.

Now, in fact, is the time to begin pushing as

hard as possible the opera reproducing proper-

ties of the talking machine. It matters not,

for the purposes of these remarks, what style or

make of machine a merchant may have to sell.

What does matter is that we are arriving at a

moment when the talking machine industry

can safely go to the people and tell them that

opera and records go together, that opera at

home is within everyone's reach and that the

way to get ready for next season is to learn

all one can at home this Winter about the

operas and their interpreters by listening to the

music in the intimacy of the horne.

Of course, this has been done already, but

the point is that merchants as a class have been

chary of coming out and arguing these things

with the force and persistency which can now
be seen to be called for. The psychological

moment has arrived and if we do not have

sense enough to take advantage of its arrival

we need blame only ourselves.

Some Practical Suggestions

A merchant could take advantage of the ex-

isting favorable conditions in some such way
as the following:

First, he can look over his stock, make lists

of records representing different operas (of

whatever makes these records may be, for the

make is not in question) and let the people

know that he has them. For a beginning it is

a very good thing to take the programs of the

New York or the Chicago operas for the sea-

son, find out what is available in the way of

records and advertise these.

Second, he can put on concerts. He can in-

vite by special letter the members of the local

musical society (women especially) or the

choir of his church, or the pupils of some

teacher in whom he is interested, to come
around some evening and listen to as many
selections as he can give of some special opera.

There are some complete operas. "Faust" is one

of them and "Pagliacci" another—each of which

is very popular and can be obtained complete in

records.

Thirdly, he can induce to the best of his

power his salespeople to cooperate with him.

In so doing he will have to overcome obstacles,

but the effort must be made. Once get the

salespeople interested in pushing high-class rec-

ords, and the sales sheet will begin to take on

a very different look. Of course, the best way
to get the salespeople interested is to deal with

them faithfully by giving them occasional

chances to listen at leisure to the music one

wants them to sell. Merchants might think

more often of this extremely simple idea, which

is about as effective a way of teaching record

salesmanship as can be imagined.

To get salespeople to take an interest, to

select the right groups in the community to sell

to, and to tell the world that we have these

high-class musical treasures, is to-day to do

the most practical thing that can be done to

feature the musical possibilities of the talking

machine, to the vast advantage of the com-

mercial and social prestige and to the consider-

able financial profit of every merchant who has

sense enough to discern the signs of the times.

ALTERATIONS IN HAHNE STORE

The phonograph department of Hahne & Co.,

Newark, N. J., has been undergoing slight

alterations since being consolidated with the

piano department under the management of W.
O. Black. A group of offices, formerly situated

among the nest of demonstration booths, has

been removed and the quarters of the combined

music department are now by themselves. The
booths have also been painted and renovated.

Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City
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BANNER 50i RECORDS

We merely point
to fact!

BANNER has brought similar

success to hundreds of other

merchants because it gives full

75c worth of record value for

50c. In quality of materials and
recording BANNER is equal

to the finest 75c product made.

In the point of quick release

of hits BANNER has a record
for making big release scoops

that stands head and shoulders

above all competition.

Always—the basic idea back of

the BANNER RECORD is to

give more than usual value—in

every possible way!

It will be to your advantage if

you write for the BANNER
proposition—^NOW

!

Here's the experience of

one BANNER dealer!

Record sales were not what they should

have been, therefore Mr. Blake made
one change. He added a department for

BANNER 50c Records because he had

heard much about this record and many
customers had asked him for it.

Here is what happened!

On a $60 initial investment for 200

BANNER Records he made a gross

profit at the end of the year totaling

$1920.

After handling BANNER Records for

two months Mr. Blake increased his

stock from 200 records to 400 records.

Thereafter he turned his stock over

every two weeks—he sold 800 records a

month—9600 records a year. At a profit

of 20c per record—40%—he earned $1920

in one year.

His average investment during the year

was $120—the cost of 400 records.

BANNER paid him well. It brought

him more customers. It doubled his

total volume of business. It enabled him
to sell more high priced classical records

than ever before.

The BANNER proposition

will interest you too

!

Write NOW!

I

Plaza Music Co. 18W20ikSt.NcwYork,N.Y
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BUFFALO
Medium-priced Models Have the

Call— Dealers and Jobbers En-
joy Business Gains— Tlie News

XWll nffsS"

Buffalo, N. Y., November 8.—Early November
gives indications of a brisk holiday trade in

talking machines in the western New York
district, according to leading jobbers and deal-

ers of Buffalo. The greatest demand is for

medium-priced models. The only thing to cast

a shadov^- over the bright horizon of a tre-

mendous Winter trade is the lack of instru-

ments in the best-selling models, jobbers de-

clare. October was a fairly good month,
although warm weather throughout the month
is believed to have cut the volume of sales that

was expected earlier in the season. November,
however, is starting out well, dealers report,

and sales are increasing on a large scale. The
increase in business averages from 15 to 50

per cent. Record sales are good in every sec-

tion of the city.

F. D. Clare, manager of the Iroquois Sales
Corp., western New York distributor of Strand
talking machines and Okeh records, reported a

50 per cent increase in business for the month
of October over the corresponding month of

last year. The greatest demand in talking ma-
chines has been for the higher priced models,
he said. "We are quite pleased with the show-
ing of our books for the month of .October,"
Mr. Clare said. "Each month for the past year
has shown a gain over the corresponding month
of a year ago and October business was .50 per
cent greater than last October. Indications are
that November will be the best month we have
had and I am looking forward to a tremendous
Christmas trade. The greatest worry for us at

present is the inability of the factory to satisfy

the demand for Strands. I believe that before
the end of the year the shortage of instruments

Victor Supremacy
Victor weekly releases, coupled with the
double facing of Victor Red Seal records,
means unlimited sales possibilities for
the aggressive Victor retailer. The new

Victrolas 400, 405 and 410 are the finest instruments
ever presented to the trade, and will be important fac-
tors in making 1923 "A VICTOR YEAR."
Victor products will be at a premium this Fall. There
IS going to be an unprecedented, demand for Victrolas
and Victor records, and orders placed now will enable
you to meet this demand.

We are at your service

CURTIS N. ANDREWS
Victor Distributor

BUFFALO, TSr. Y.

will really become a very serious condition."

Mr. Clare reports a big demand for dance
records and a brisk trade in the foreign classics.

C. May & Sons, furniture dealers on Niagara
street, have added a line of Strand talking ma-
chines to their stock.

E. C. Seigesmund, sales manager of C. N.
Andrews, Victor jobber, reports business flour-

ishing and that dealers are ordering early.

"Prospects for November and December are
very bright," Mr. Seigesmund said. "The great-

yrN/CHr'SR/DBFROnEVERY
PORTANT TRADE CENTER^

/N THEEAST

The veritable network of shipping facilities which Buffalo

offers to Victor dealers—is the answer why the Buffalo Talking

Machine Co. service is reaching a larger number of dealers each

year.

This is unquestionably a real service which builds long-lasting

friendship with a better and more efficient business for all.

Why not try this service? It will pay you.

BUFFALO TALKING MACHINE CO.
Victor Wholesalers

BUFFALO, N. Y.

Cbt concern with our house is in the supply.

We do not see anything or the horizon that

would cause an}- fear as to the outlook for the

coming months of this year and early 1924."

F. E. Russell, sales manager of Neal, Clark

& Neal, says there is good business in high-

priced machines. Victor Models 410 and 405

are leaders, he declares. ^Models 215 and 210

are going well also, with a great deal of favor

shown for the walnut finishes.

"The new Victor record release is very pleas-

ing to the trade," Mr. Russell said, "and our

record business has been increasing at such a

rate that we have found it necessary to add

three new salesgirls • to this department."

Mr. Russell reports that the Neal, Clark &
Neal exhibit at the Niagara Frontier Industrial

Exposition, in the Broadway Auditorium,

greatly stimulated sales and that, although the

exhibition was for manufacturers and jobbers,

there was a surprisingly large number of sales

made to exhibitors. Quite a number of pro-

spective buyers were lined up at the exhibition.

C. O. E. Curtiss, manager of the Brunswick

Shoppe, reports a great increase in sales in in-

swuments and records. "Our early Fall busi-

ness has been very good," Mr. Curtiss said.

"Brunswicks are in great demand and we are

enjoying an excellent trade."

"Sales have been large," says E. R. Burley,

talking machine dealer in West Ferry street,

"with the greatest demand for instruments sell-

ing from $100 to $150. Victor Model 210 is

well liked, but scarcity of this model causes de-

lay in delivery, which is one of the most seri-

ous problems before us."

"Talking machine business the past month is

a great improvement over that of the previous

month," remarked F. F. Barber, of the J. N.

Adam Co. Music Store. "Record business is

also good, with interest in the new double-face

Red Seal records increasing."

The Hoffman Piano Co. is celebrating its

twenty-first anniversary and is featuring the

Brunswick and Columbia talking machines in

large advertising. "We are looking forward

to an exceptional November and December,"

said Sales Manager R. E. Smith.

Exhibits have been planned for the Better

Homes Exhibit, held under the auspices of two
Buf?alo newspapers, in Broadway Auditorium,

during the week of November 12, by Neal,

Clark & Neal, S. J. Butler and Goold Bros., Inc.

Miss Eileen Stanley, Victor artist, was hon-

ored by the Victrola Dealers' Association,
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EDWARD LYMAN BILLJnc Publishei-s
383 MADISON AVENUE - NEW YORK

Are You Worth $33 Per Week?
T F you are, and this Directory gives you
--in 30 seconds information it would take

you an hour to secure through other

sources

—

Then this Directory will pay for itself and
give you a dn idend of 50^^ or more, de-

pending on how much more than $33 per

week your time is worth.

But the big point is that the Talking
Machine World Trade Directory will not

save you time on just one occasion— it will

do so many times each month, because

—

It is the complete and authoritati\'e

"Who's Who," "W^hat's What" and
"Where" of the talking machine business.

Edward Lyman Bill. Inc.

383 Madison Ave.. N. Y. C.

g g I Kindly send me—all postage prepaid—a copy of the
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VAN VEEN & COMPANY
Woodworkers Since 1907—Still Going Strong

Complete equipment for the talking machine, radio, musical mer-
chandise and sporting goods trade.

Hearing rooms, counters and record racks ready for

prompt shipment.

There is responsibiUty and reputation behind our product

—

'"''adding

much to the value but nothing to the cost.''

VAN VEEN & COMPANY, Inc.
Offices and WareTooms:

413-417 East 109th Street 'Phone Lehigh 5324 NEW YORK CITY

when she appeared at a Buffalo theatre re-

cently. A luncheon was given in the Statler

Hotel in her honor, at which about fifty guests

were present. She repeated her vaudeville act

for the Association after the luncheon. The act

included a novelty Victor record feature, in

which she carries on a conversation with her

recorded voice. Her two songs, written by her

piano accompanist, Robert H. Buttenuth, "I

Can't Believe It" and "I'm a Lonesome Cry-

baby," were favorites with her audiences in

Buffalo.

The Vincent Lopez Hotel Statler Orchestra

opened its season in the Buffalo Hotel Statler

on October 22. Th^ orchestra has been play-

ing under the direction of Vincent Lopez in the

Hotel Pennsylvania, New York. The concerts

given by the orchestra are broadcasted from

Station WGR atop the hotel each evening.

Elpert's, phonograph dealers in Niagara Falls,

have moved from their old location to the Sil-

berberg block at Main and Niagara streets,

Niagara Falls.

One of the features in the remodeled store

of the Neal, Clark & Neal Co., which recently

added a large piano department, is the installa-

tion of several Audak Units, where prospective

record buyers can hear records demonstrated

without interfering with other musical demon-
strations.

E. C. Beshgetoor, music dealer in Jamestown,

has moved from Roosevelt square to the Palace

Theatre Building, 217 Spring street—a larger

and much more convenient location.

The Albion Furniture Mfg. Co. is a new con-

cern in Albion, N. Y., which, it is said, will

manufacture talking machine cabinets. The new
factory will begin with a paid-in capital of

$40,000.

About one hundred employes of the Rudolph
Wurlitzer Co. were entertained by the manager
of the local store, Charles Stewart, in Wur-
litzer Hall, at a Halloween party. Prizes were
awarded for the best costumes.

Joseph Dombroski, one of the most success-

ful talking machine dealers on the East Side,

was married recently to Josephine Krysinski.

The couple are occupying a handsome home at

.326 Humbolt Park.

The Camp-fone has been added to the stock

of the Iroquois Sales Corp. and is reported as

being a very good seller.

0 G D E N
Prosperity Follows Harvesting

of Chief Crops—Early Holiday
Sales Rezvard of Trade Activity

Ogden, Utah, November 7.—A brisk trade is

reported by dealers of the Ogden district, which
embraces northern Utah and parts of Idaho,

Nevada and Wyoming. Prosperity has followed
the harvesting of the chief crops of the vari-

ous sections and it has been reflected in in-

creased business of talking machine dealers.

Ezra Jones, of the Jones Phonograph Shop,
Brunswick and Sonora dealer, said that during
the last half of October his business doubled
over the same period in 1922. The sale of rec-

ords has been exceedingly good, especially in

the popular numbers, while the sales of phono-
graphs has been good. Mr. Jones said he is

reaping excellent results from his tie-up with
Brunswick and Sonora newspaper advertising

and direct-by-mail circularizing.

Records made by Abe Lyman's Ambassador

The Pathe Actuelle Co., Pathe dealer of Hart-

ford, Conn., recently moved from 236 Trumbull
street to larger quarters at 76 Asylum street,

that city. Expansion of the business made the

move imperative. The new store has been at-

tractively remodeled.

NEW^ISON
COMPAmSON 'with STHE ILIVINC AllTJSI

REVEALSlNQiEIRFERENCE

' The demand of the public for the
NEW EDISON was never greater.

The models never more artistic

The records never better.

The service in record releases
never so prompt.

These with the new low level in

prices on instruments and records
make

Large Profits Certain
We have a few towns open for

dealers.

Write for particulars.

-H-

Proudfit Sporting Goods Co.

OGDEN, UTAH
Intermountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

Hotel Orchestra, of Los Angeles, and Paul

Ash's San Francisco Grenada Theatre Orches-

tra are enjoying a good sale in this district.

These orchestras are popular with West Coast

visitors. The outlook for November and De-
cember is bright, said Mr. Jones, who asserted

that already purchases are being made for

Christmas deliveries.

Glenn Bros.-Roberts Piano Co. is busily en-

gaged in getting its new home in order for

the Winter trade. The removal sale, which is

still in progress, has given this company oppor-
tunity to dispose of a large stock of machines.

New shipments from the jobbers have been
placed on the floors to replace the stock de-

pleted by the business enjoyed in October.

Browning Bros., Brunswick dealers, have
added the Banner line of records. Through an
advertising campaign they created a heavy de-

mand for this new line. Glen Thomas, the

manager, said business so far this Fall has been
increasing steadily.

G. C. Spratt, district distributor for Bruns-
wick, was a recent caller on local dealers.

The Proudfit Sporting Goods Co., Edison
distributor for Utah and Idaho and parts of

Wyoming and Nevada, reports a steady gain.

One day's shipment totaled seventy-five phono-
graphs, with follow-up shipments of varying
amounts. Thomas S. Hutchison, of the Proud-
fit Co., is in Montana on a selling drive.

C. E. Armstrong, Pathe and Edison dealer,

tells of increasing business, and the Williams
Music Co., handling the Steger, says conditions

are satisfactory.

EARLY RELEASE OF BANNER RECORDS

Enables Dealers to Prepare for Heavy Holiday
Business—Publicity Helps Included

The Plaza Music Co., manufacturer of Banner
records, will issue its entire December list of

releases on November 15. This list includes

several Christmas records and an assortment of

some of the better-known sacred hymns and
anthems, and an unusually lengthy list of cur-

rent popular successes. The purpose of this

advance release of so substantial a character

is to make it possible for the retailer to care

for a heavy early December and holiday busi-

ness. Another feature of the advance list will

be two violin records b}^ the well-known author,

Rudolph Polk. These are double-faced records,

carrying "Melody in F," "Spring Song,"
"Humoresque" and "Ave Maria." Accompany-
ing the releases will be much display and other

advertising material for both retailer and con-
sumer use.
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EDISON TONE=TEST SERIES UNDER WAY

Thousands Hear Comparison Recitals in Penn-
sylvania Towns and Cities During Month

—

Edison Dealers Everywhere Enthusiastic

A series of Edison tone-tests, given in vari-

ous cities and towns throughout the State of

Pennsylvania during the past month, has dem-
onstrated to thousands of people the reproduc-
ing qualities of this instrument. These tone-
tests were arranged by Thomas A. Edison, Inc.,

in co-operation with the Edison dealers in

towns in which they were given and in prac-
tically every instance the hall, theatre, or wher-
ever the recitals were staged, was crowded to

capacity, and the success of the various events
and the enthusiasm of the dealers under whose
auspices they were held were indicated by the

large number of telegrams of congratulation
received by Arthur L. Walsh, advertising man-
ager of Thomas A. Edison, Inc., who has been
active in preparing the campaign. The Edison
artists who participated included Elizabeth
Spencer, Lucille Collette and Harold Lyman.
The publicity derived from these events is,

according to statements of the dealers them-
selves, of inestimable value and, while the re-

sults may not be noticed at once, the effects of

the tone-tests are cumulative and the dealers

who stage them must ultimately profit.

According to information given out by the

advertising department of Thomas A. Edison,
Inc., plans are under way for a total number
of two hundred tone-tests during the Fall and
Winter season. This, undoubtedly, is one of

the most comprehensive campaigns of this

character ever staged by Thomas A. Edison,
Inc.

Among the telegrams of congratulation re-

ceived by Mr. Walsh from dealers who co-oper-

ated in tone-tests were the following: W. J.

Grygo, Shenandoah, Pa.; Louis Luxenberg,
Barnesboro, Pa.; R. E. Kaplan Furniture Co.,

McKeesport, Pa.; H. L. Lyman, East Liver-

pool, O.; L. C. Milheim, Butler, Pa.; J. M.
Burns & Sons, Waynesburg, Pa.; G. W. P.

Jones, Washington, Pa.; Wm. H. Bonnage,
Pittsburgh, Pa.; G. A. Mytinger, Pittsburgh,
Pa.; F. Bowman Sons, Allentown, Pa.; L. Hum-
mel Sons, Pottsville, Pa.; H. Levin, McDonald,
Pa.; George A. Schwartz, Lehighton, Pa., and
Decoster Bros., Jeannette, Pa.

RAPID REPEATERS AS HOLIDAY GIFTS

The holiday packaging of merchandise in the

talking machine trade is taking increased hold
as each Christmas season arrives. The talking

machine retailer is particularly fortunate in

carrying in stock a number of items that serve

as novel Christmas gifts. Featuring them at

this time adds to profits. One of the latest

houses to take advantage of the holiday appeal
of its product is the Rapid Repeater Co., of

Long Island City, producer of the repeating
device of that name.

The Rapid Repeater is now being produced
in a very attractive holly bo.x. This spirit

of co-operation manifested by the Rapid Re-
peater Co. is being much appreciated by the

dealer, as it furnishes an additional aid to him
in securing his share of the good business
prevalent during the pre-holiday season. The
nominal price of the article also provides a

wide scope of prospects.

TALKING FILM INTRODUCED

A dispatch from Copenhagen tells of a talk-

ing film on which the Danish engineers Poulsen
and Peterson have been working for several

years, and which was publicly exhibited recently

in that city. It is stated that the voice is pleas-

antly free from metallic sound. Two films, one
providing the pictures and the other the words,
were used, being connected electrically. The
experts present at the demonstration say that

although the apparatus has not been wholly per-

fected the problem has been solved satisfac-

torily. Mr. Poulsen will be remembered as the

inventor of the telegraphone, a continuous rec-

ord idea which was displayed publicly in New
York at one time.

AKRON, 0,
Dealers Stocking Up in Antici-

pation of Big Holiday Business—Yuletide Decorations for City

Akron, O., November 5.—Predictions of indus-

trial leaders are that there will be no lack of

employment for workers this Winter in Akron
despite the apparent slowing up on account of

overproduction in the rubber industry the last

few months. Music dealers are entering into

the year-end trade with renewed confidence.

For the first time since the close of the World
War dealers are taking the precaution of stock-

ing up for the holiday business and not only

are their sales floors filled to capacity, but

there are large reserve stocks. Money appears

to be easier than it was a month ago, with thou-

sands of dollars soon to be released in Christ-

mas savings funds in banks, and talking machine
dealers are in a happy frame of mind.

Talking machine dealers of Akron have been

asked to co-operate with other retail merchants
to decorate the four principal business streets in

the down-town district with wreaths, Christmas

trees and other Yuletide decorations. This will

be done late in November, and, according to Jack
Moore, secretary of the Retail Merchants' Asso-
ciation, it is expected to instill the Christmas

spirit in the buying public and will tend to

help stimulate sales.

George S. Dales announces that his South

Akron store will be doubled in space so as to

insure a better display of Victor and Brunswick
talking machines. The Music Shoppe, also a

Dales store, located on South Main street, which
handles the Brunswick machine exclusively, will

also be enlarged. The second floor and the

storeroom next to it have been taken over.

Earle Poling, head of the Earle Poling Music

Co., Mill and South Howard streets, reports a

phenomenal record business, pointing out that

this has been accomplished by pushing the hits

as soon as they are released.

Smith & Mitten, newly established music

house in the Masonic Temple Building, an-

nounced that they would determine within the

next week or ten days the line of talking ma-
chines to be carried by the new store. At
the present time the store has on its sales floor

several Pooley machines.

In the absence of Miss Elsie Baer, who re-

cently underwent an operation for appendicitis

and who has headed the talking machine depart-

ment of the M. O'Neil Co. department store,

George E. Sirlouis has been placed in charge of

this department until she is able to resume her

old position. The Cheney line is featured here.

The Columbia line of talking machines, as

well as records, has been taken on by A. E.

Jones, who has opened a complete music store

on Cuyahoga Falls avenue. Mr. Jones formerly

was connected with the George S. Dales Co.

and prior to that was with William R. Zollinger

& Co., Canton.

NEW BUSH & LANE STORE

H0QUI.A.M, Wash., November 7.—The Bush &
Lane Piano Co., of Seattle, Wash., will shortly

open a branch store in this city. The concern

will handle a full line of pianos, talking ma-
chines and other musical instruments and plans

a strong selling campaign.

ON
PAGE 35
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There^s A Dotible Demand BrBubble Books
SwingIt'YOURWay ThisChr^tmas*!

Children clamor for more Bubble Books after they've

been given the first one. And parents follow up this

demand because children who own Bubble Books take

less of mother's and dad's time.

What happens when two members of a family want an

article? They go after it without delay!

You've started the Bubble Book habit in many homes
in former Christmas seasons. Keep these books "that

sing" before your customers by means of our splendid

dealer helps and they'll come to your store to fill their

youngsters' Christmas demands for the next Bubble
Books.

Then, too, new children are arriving at the Bubble
Book age all the time. New families are coming to

town. New faces are appearing in your store—and
the Christmas season will find them looking for gifts

for the children. Start the demand for Bubble Books
among them. Sell them their first Bubble Book. They
will soon be around again for the next and the next
and the next.

Remember, there are fourteen Bubble Books and good
profit to be made on each, and it takes very little

pressure to sell an article for which there is a double
demand.

Gain favor for your store through a Bubble Book
Hour. Ask us about this and other dealer helps.

Bubble Book Distributors

Boston, Mass.—A. C. Erisman Com-
pany, 173 Tremont St.

Chicago, III.—Consolidated Talking Ma-
chine Co., 227 W. Washington St.
(Also Detroit and Minneapolis),
Marshall Field and Company.

Cincinnati, Ohio — Rudolph Wurlitzer
Co., 121 E. 4th St. .

Denver, Colo.—Columbia Stores Com-
pany (also Salt Lake and Spokane).

New Tork, N. T.—Cabinet and Acces-
sories Co., 3 West 16th St. Progres-
sive Musical Instrument Corp., 311
6th Ave.

San Francisco, Cal.—Walter S. Gray
Company, 1054 Mission St.

Rubble Books
"that Sing"

by RALPH MAYHEW
and BURGES JOHNSON
Illustrated by Rhoda Chase

Retail at $1.00

with three records

When you sell one you seU a habit
and when you sell a habit you're
building business.

HARPER & BROTHERS, BUBBLE BOOK DIVISION
ESTABLISHED 1817 49 EAST 33rd STREET NEW YORK
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SONG
fLOVE
C^/^ai beautiful v/oU^

Melody ^70}n
BLOSSOM TIME

nURNEVI

END
BIG WITfroiKUP SHE GOES'

"You can't go wrong with any Feist song'

INDIANAPOLIS
Retailers Urging Early Buying for Christmas Delivery—Holiday

Campaigns IFell Under IFay—Trade Optimistic—Month's News

Indianapolis, Ind., November 5.—Promises for

a prosperous month of October were well borne

out by the sales record for the month, most

dealers reporting business, while not sensa-

tional, to have been very satisfactory. Most
merchants held to regular methods during the

month and in a few cases an effort was made
to clear all used and trade-in machines from

stocks—clearing the decks, as it were, for the

Winter and holiday trade. The drive for holi-

day business has already begun, if we may
recognize that there is such a thing where
dealers are, as a rule, as active in August as

they are in November. It would be more
proper, perhaps, to say that dealers are advising

their customers to secure their machines for

Christmas gifts at this time, and an example

of this is the advertising of the Indianapolis

Talking Machine Co., in the daily newspapers,

offering the regular terms on machines, the ma-
chines to be delivered at this time or to be held

for holiday delivery. The purpose of such ad-

vertising obviously is to bring in at this time

those prospects who might be "holding off"

until late in December, thus stabilizing the de-

mand to a great extent. The Brunswick Shop

also is featuring this sort of newspaper adver-

tising quite extensively.

C. P. Herdmann, manager of the talking ma-

chine division of the Baldwin Piano Co. of In-

diana, reports that this store enjoyed its share

of the October trade, the Brunswick York and

Raleigh models being the most popular in con-

sole types, with the usual demand for the up-

right models. j\Ir. Herdmann also reports quite

a few sales of electric machines.

Sonora passed through a good month, the

Chas. Mayer & Co. store having placed a good

number of the higher-priced models in homes

during the last four weeks, and the Widener

store and the Banner Furniture Co., the other

Sonora^dealers in Indianapolis, also report good

sales. The Mayer store was one of those which,

by special sales offers, cleared their stock of

used machines. The Victor and Columbia busi-

ness of the Widener store, according to W. G.

Wilson, was up to the usual standard.

There was no unusual activity on the part

of Victor dealers during the month, excepting,

perhaps, the enlargement sale of the Taylor

SALES RESISTANCE is more easily over-

come by confining Sales Effort to a Standard
line of merchandise

The Edison Line gives any

merchant

Prestige-Prolit-Progress

Better get in while the getting-

in is good !

NEW^SON
COMPARISON '\»!ITH IHEfluVINC ARHST

REVEALS^N.q.jipiiBgEnENCE

Your inquiry will receive prompt attention—without ob-

ligation to yourself. Write right now!

Phonograph Corporation of Indiana
325 North Delaware Indianapolis, Indiana

Carpet Co., which included the Victor depart-

ment of the store. The Pettis Dry Goods
Co., L. S. Ayres & Co., as above noted. Fuller

& Ryde and other Victor dealers in general

report a very satisfactory month.
At the time of this letter the Pearson Piano

Co. store is being decorated for the celebration

of its fiftieth anniversary. Included in the plans

for this celebration, the talking machine depart-

ment will conduct a vigorous drive on Victor
machines to be sold complete with records,

albums, needles, etc. F. X. Donovan, manager
of the talking machine department, reports Oc-
tober to have been a very good month for ma-
chines, but that there was a slight decline in

record sales.

Edison sales generally have been good during
the month and are showing a slight increase

with the coming of cooler weather. Edison
dealers throughout the State, according to H. G.

Anderson, of the Phonograph Corp. of Indiana,

wholesale distributor in this territory, have
placed large orders in anticipation of a record
holiday and Winter business. Mr. Anderson
and F. C. Pullcn, manager of the Phonograph
Corp., have been spending the greater part of

their time during the month with their dealers

in Indiana, Kentucky and Illinois. Local Edison
sales have been satisfactory, W. G. Meskill, of

the Meskill Music Co., reports. The Meskill

Co. has taken over the distribution of Jewell
products in the territory formerly covered by
the Phonograph Corp.

The State Teachers' Convention during the

latter part of the month was responsible for a

slight stimulus in the sale of musical products.

Sousa's Band appeared in Indianapolis one night

and this had the effect of stimulating the sale

of Sousa recordings. Columbia dealers are

making plans, to feature Ted Lewis numbers
when he appears here later in the month. The
appearance of Lewis and his band is generally

considered to be one of the most stimulating in

point of record sales of that of any Columbia
artist.

In connection with the fifty-first anniversary

of the founding of the store, the L. S. Ayres
& Co. department store offered a number of

machines which had been secured for the pur-

pose, at special prices, last week, according to

R. AI. Follis, manager of the talking machine
department of this store.

BRENNAN'S SHOPJN NEW HOME

Brooklvn, N. Y., November 7.—Brennan's
Phonograph Shop, formerly located at 866 Flat-

bush avenue, is now located in new quarters at

856 Flatbush avenue. George Brennan, pro-

prietor of the concern, recently purchased the

building at the latter address. The entire struc-

ture was remodeled to fit the needs of the

business, record racks, booths, etc., being in-

stalled. The Sonora and Brunswick lines are

handled, and the increased space permits of the

display of the various models with an effect im-

possible in a smaller store.
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THE MASTER PHONOGRAPH

The most perfect music-reproducing instrument

The Abbctsford—Style 1 17. A Queen
Anne period design in Biltmore Mahog-
any, Gold plated metal parts, di'2^^^^
Six record albums >PJVJVJ

Early English Model—Style 120. Ameri-
can Walnut stained to an Enelish fmish.
Exposed metal parts plated in ZC\
Romangold. Six record albums, m'^-'v

The Oxford—Style
41. English period de-

sign. Dark Oak w ith

Walnut applique.
Gold plated metal parts.

o^^ribrs:$2oo

The Salisbury—Style 118. Alter
the work of Sheraton and Shearer.
In Mahogany and Walnut. Ex-
posed metal parts gold (f^r^r^
plated. Albums .... 'P^^yJ

Georgian Period
Model- Style 5. Bilt-
more Mahogany or
Newby Walnut.
Metal p^rtsgold plated.
Eigrit de luxe albums.
?la ys all dj7 -1 c
i-ecords. . .

^^J^

These prices apply east of the Rockies only

he Gireatest Fall Business in ourIiistori|!

Txtraordinarif Value oj^CheneyLineBrin^sDeluge Holiday Orders

Dealers are saying: "It's the greatest phonograph line

that we can handle." They are backing their statements

with orders. Never before has The Cheney been in such
widespread demand. Dealers everywhere tell us they find

a growing appreciation of The Cheney in the public mind
—a conviction that The Cheney is genuinely superior.

From the dealer's standpoint, he finds the line admir-

ably suited to his needs. Note particularly the models
illustrated. Cheney console models reflect unmatched

elegancy in design and workmanship— yet they retail as

low as $165. Similarly, Cheney upright models take their

place in the home with dignity and elegant simplicity

—

and such models retail as low as $100.

Above all, every Cheney model is a real Cheney with
the tone quality, which only the Cheney acoustic system

can develop. Such distinctive superiority makes The
Cheney easy to sell. It is unquestionably "the most per-

fect music-reproducing instrument."

°Co insure complete stocl^s for holiday trade it is essential that dealers place their orders at once

THE CHENEY TALKING MACHINE COMPANY - CHICAGO

CHENEY PHONOGRAPH SALES CO.
1965 E. 66th St., Cleveland, Ohio

Ohio, W. Va., Western Pa.

CHENEY SALES CORPORATION
376 Bovlston St., Boston

New England

RIDDLE PHONOGRAPH CO.
1205 Elm St., Dallas, Tex.

Tejcas, Southern Okla.

MUNSON-RAYNER CORP., 643 S

DISTRIBUTORS
CHENEY SALES CORPORATION

1 107 Broadway, New York City
Qreater New York, Western Conn,^ New Jersey

CHENEY SALES COMPANY
Brandeis Bldg., Otnaha
Iowa, Nebr., Colo., Wyo.

ROLYAT DISTRIBUTING CO.
Provo, Utah

Utah, Southern Idaho

Olive St., Los Angeles MUNSON-RAYNER
California, Western Nev., Ariz.

CHENEY SALES CORPORATION
Je6Ferson Bldg., 1015 Chestnut St., Philadelphia

Eastern Pa., DeL, Md., Washington, D. C.

EDW. G. HOCH & CO.
27-29 Fourth St., N., Minneapolis

Minn., N. D., S. D., Northern Wis., Mom.
CHENEY PHONOGRAPH CO.

212 Selling Bldg., Portland
Washington and Oregon

CORP., 86 Third St., San Francisco, Calif.

y?// lerritory not listed above ts handled direct Ajj The Cheney Talking Machine Compan);, Chicago
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THE TWIN CITIES
Stimulation of Business Follows Cold Snap—A Half Million Rec-

ord Stock— T. G. Kinney IVith Beckzvith Co.—The Month's News

Minneapolis and St. Paul, November 5.—Twin

City phonograph men are no more down-

hearted than the winning gridiron teams. Busi-

ness is undoubtedly good, both among whole-

salers and retailers. Especially good orders are

reported from the iron range country, Wiscon^

sin and western North Dakota.

Beckwith's Enormous Record Stock

George C. Beckwith & Co., Northwest Vic-

tor jobber, will have over one-half million rec-

ords in stock, one of the biggest inventories

in the country, when the stock of -the W. J.

Dyer & Bro. firm, which Beckwith's recently

purchased, is assembled in the Beckwith stock-

rooms.

"Business is remarkably good from the stand-

point of volume," according to Charles K. Ben-

nett, vice-president and general manager of the

Beckwith Co. "We have sent out three times

as many orders since taking over Dyer's whole-

sale business. With the immense stock we will

be able to give dealers the most satisfactory

service they have ever received. We advised

dealers to stock up early for holiday selling,

as we sensed a shortage in certain models.

Models 80 and 210 are scarce. We have been

out of them for three weeks and the factory

can assure us only a few before Christmas.

The range is returning substantial business,"

according to Mr. Bennett, "so is Wisconsin, but

southern Minnesota is spotty."

Kinney in Charge as Credit Man
On account of the extensive increase in the

business at the George C. Beckwith Co. and
the number of accounts the firm has added a

credit manager, Thomas G. Kinney, to its

force. One of his duties will be to go out

among the dealers and assist them in estab-

lishing accounting and collection systems and
such other services as they may require.

E. E. EUs With Beckwith

Another addition at Beckwith's is E. E. Ells,

who, with the transfer of Dyer's wholesale

business to the Minneapolis concern October
IS. left Dyer's for Beckwith's. Mr. Ells, who
has been for six years assistant to George A.

Mairs, manager of the Victrola jobbing interests

of the Dyer & Bro. firm, will look after the

dealers' service end of the business.

New Edison Accounts

"Business is pretty good in Wisconsin and

western North Dakota," said J. Unger, of the

Lawrence H. Lucker Co., Edison distributor.

"Conditions in the dairy country are excellent.

As to the retail trade in the Twin Cities a little

cold snap was what was needed arid the last

ten days or two weeks have resulted in re-

markably good business. We have opened new
accounts in Wisconsin, North Dakota and

some in Minnesota," Mr. Unger stated. "Deal-

ers are placing their Christmas orders and mak-
ing use of the special list of holiday records

in ordering. They are applying extensively for

the special hanger which the Edison Co. has

prepared for holiday windows.

Visitors During the Month
Thomas F. Green, president of Pearsall Co.,

New York, and William T. Haddon, president

of the -Ohio Talking Machine Co., spent several

days visiting George C. Beckwith and Mr. Ben-

nett. They pronounced themselves much im-

pressed with Minneapolis, its lakes, its wide

streets and its possibilities. Harry Goldsmith,

of the Badger Talking Machine Co., Milwau-

kee, also visited the Beckwith offices recently.

Condemns Record Approval System

Otto May, assistant traveling manager of the

Victor Co., who is visiting the trade in the

Twin Cities, says that he believes the "records-

on-approval" system is being much abused here.

Everywhere he goes, he says, he sees salespeo-

ple polishing up records which have been mis-

used by customers who have had the records

on trial, buying but few, possibly none, from

the collection sent them.

Larger Sonora Territory

Iowa has been added to the territory of the

Doerr-Andrews & Doerr Co. in distributing

Sonoras. In connection with this addition to

its territory John E. Date has been to Des

Moines and other points, where he reports ex-

cellent business. He returned November 3.

Sewall D. Andrews, head of the Sonora dis-

tributing departments, says "Business is show-

ing improvement. Dealers are placing consid-

erable orders for their holiday requirements."

Mr. and Mrs. Andrews returned October 27

from a short stay in the East.

New Cheney Consoles Favorites

Edward G. Hoch, of the Edward G. Hoch
Co., Cheney distributor, who returned October

31 from South Dakota, finds that the two new
consoles, 119 and 118, retailing at $165 and $200,

are the most popular with the trade. Just at

present the Cheney office here finds that the de-

mand for consoles and uprights is running

about fifty-fifty. The medium-priced uprights

are popular, although those desiring a high-

priced instrument prefer the consoles. Mr.

Hoch says it is now a question of getting the

goods and his office is experiencing a marked
shortage of models to fill his orders. Among
the new accounts Mr. Hoch opened is that of

E. W. Owen & Co., in Mankato, and The Bos-

ton Store, in Milwaukee.

Good-size ads are being run in the Milwau-

kee Journal, as well as in the Minneapolis pa-

pers and St. Paul Dispatch, calling attention to

the Cheney. The Emporium department store,

which recently established a Cheney agency,

ran a remarkablj' fine ad in the St. Paul papers

in the interests of the instrument.

Lester Heinsheimer, of the Home Furniture

Co., Sioux Falls, mentioned to Mr. Hoch that

he anticipated a large holiday business in

Cheneys and that, in his opinion, South Dakota

was regaining its prosperity. The same feel-

ing was voiced by Charles A. Mayer, of the

Home Furniture Co., Watertown, S. D.

August W^eyand, exclusive Cheney dealer, lo-

cated at 23 East Eighth street, St. Paul, reports

interesting results from a large display of the

instruments at the Food Show in the St. Paul

Auditorium late last month.

The Miles Music Co., which has recently

taken over the Cheney in Duluth, has been fea-

turing this line in special campaigns.

Interesting News Brieflets

Miss Grace Barr and Miss Conn, of the edu-

cational department of the Victor Co., were on

the program at the session of the Minnesota

Education Association here, commencing Oc-

tober 31. The appearance of the Victor artist,

Mabel Garrison, at the Minneapolis Auditorium,

November 2, caused a good demand for her

records, according to dealers here.

The Vocation Red records of Ben Bernie and

His "College Eleven" Band have been selling

excellently since the appearance of this band at

the Hennepen Orpheum. Dealers tied up with

the appearance of the band here in the form of

a large ad.

The estate of the late W. L. Harris, head of

the New England Furniture & Carpet Co., who
until ten years ago was the Victor distributor

here, will reach close to $2,500,000, it was re-

vealed last week, when Charles L. Harris, his

son, was appointed administrator of the estate.

In the absence of a will the estate goes in

equal shares to the widow, the son and a

daughter, Mrs. Ethel Harris Gauntlett, of Sus-

sex, England.

LATEST PATHE FOREIGN RECORDS

Although it is onlj' natural that records in the

English language constitute the great propor-

tion of record sales in this country, still for-

eign language sales are of a surprisingly large

volume and provide many retailers with a sub-

stantial amount of income. The Pathe Phono-

graph & Radio Corp., Brooklyn, N. Y., which

conducts a special department for foreign rec-

ords, reports that the business of this depart-

ment is constantly growing. It is the custom

of this company to release these records in

monthly supplement form similar to the regu-

lar numbers. In the release for January are

included five German and six Polish double-

disc records carefully selected on their appeal

to the purchasers of this class and well calcu-

lated to stimulate the business of the retaile^r

of foreign language records who is awake to

the opportunities in this field.

^^^^^B NEW'EBISON^^^^^M
^^^^^^^^^^^^^^^^^^^^^^^ REVEALS DIF^EXENCE ^.^^^^^^^^^^^^^^^^^^^^^H

The New Edison is recognized as the foremost

phonograph of all time. It means prestige to the

merchant who sells it.

Edison The new low priced models—upright and console

—new increased discounts, quick turnover and

Dealers tiinely release of the latest hits ofYers steady in-

creasing profits.

Enjoy

Every

We have a liberal proposition and open territory

for live merchants of the Northwest. Write now.

Cash in on the Fall and Holiday demand.

Advantage LAURENCE H. LUCKER
Northwest Edison Distributor

Established 1902

17 South Sixth St. Minneapolis, Minnesota
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A New Source

of Constant Profit

RADIO like any other new de-

vice is attractive, easily sold

and profitable. It is readily pur-

chased for cash and need not be

offered on the partial payment

plan.

Phonograph dealers are the nat-

ural distributors of Radio because

they are headquarters for "enter-

tainment for the home" and, like

phonographs, the Radio Receiving

Set is precisely for that purpose.

The Federal Set shown above is

designed to fit the console type

of phonograph of various makes.

It is sold exclusively through

phonograph dealers. It is fully

guaranteed by Federal, the oldest

and largest maker of a complete

line of Radio parts and sets.

A complete line of Receiving Sets and parts of the highest

quality, adapted to the phonograph dealer's requirements, fully

guaranteed, are also offered by Federal. Unusual range, simplicity

of operation and sturdy, dependable efficiency have built for

Federal Sets and parts a nation-wide reputation.

Write today for the Federal proposition forphonograph dealers.

Boston

San Francisco

BUFFALO, N. Y.

New York Philadelphia Chicago Pittsburgh

Bridgeburg, Canada London, England

|federaI
Products
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NEWWISON
^ COMPAMSON 'wiTH|sfHE,]iLIVINC ARTIST A
J^^- REVEALj-Nq -DIFFERENCE

THE LIVE DEALER
Can take advantage of this public confidence by tying up with an agency for the New
Edison Phonograph.

"YOUR MIND IS AT REST WHEN YOU SELL THE BEST"

Write for the LIBERAL Edison Agency Proposition for Your Town

Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.

SAINT LOUIS
Holiday Atmosphere Tinges Trade as Dealers Start Christmas

Club Drives—Artophone Co. in New Home—Month's News Budget

St. Louis, Mo., November 7.—October was a

good month for talking machines and records,

with sales accelerating with the opening week
of November. Medium-priced consoles, at

around $150, are in greatest demand. There is

also a good movement of higher-priced con-

soles. The Christmas note is creeping into the

business. Several firms have started Christmas

clubs, featuring the $1 down and $1 a week,

to run until delivery, and after that regular

terms.

Artophone Co. in Its Handsome New Home
The Artophone Corp. and the Shattinger Mu-

sic Co., which were burned out three months
ago, are back in their restored building at 1103

Olive street. The Artophone Co. has resumed

on a larger scale than before, occupying all of

the building except part of the first floor, which
is used by the Shattinger Co. The Artophone
concern will, as in the past, handle Artophone
and Strand machines and Okeh records. Both

firms during the interim following the fire were
temporarily at 1213 Pine street.

F. H. Brandt, traveler for the Artophone

Corp., has returned from a trip through south-

ern Illinois and southern Indiana and to the

principal cities of Tennessee, where he closed

some successful business.

Dealers Tie Up With "Easy Melody"
Record sales have been growing rapidly ever

since cool weather set in. The popularity of

"Easy Melody," composed by -Gene Rodemich
and Larry Conley, St. Louis star musicians,

which has been increasing in the past few

weeks, has come to a head with its appearance

on Brunswick record No. 2500, played by Isham

Jones at Rodemich's request, and coupled with

"Somebody's Wrong," also played by Jones.

Extreme co-operation on the part of St. Louis

Brunswick dealers and Gene Rodemich's Or-

chestra has made certain a rousing reception by

the public for this great record.

Frank Horning, music department manager

at Stix. Baer & Fuller, has sent out 50,000 cir-

culars on "Easy Melody" to "the store's mailing

list. He also has had fifty large signs prepared

for distribution throughout the store, is run-

ning special advertisements in the newspaper.

JHE CORP.:

for beauty—for tone—for price

Because we indorse the STRAND policy:

"Quality Merchandise at Low List and Long
Discount."

And because over two years of remarkable
STRAND success have proved that it can

be done!

THE ArtopKone corporation
1213-15 Pine Street St. Louis, Mo.

20,^-4-5 Kansas City Life BIdg., Kansas City, Mo.

Complete stock of all phonograph accessories and supplies

has prepared a unique and extremely attractive

window on Washington avenue and, as a

crowning feature, engaged Gene Rodemich's

Orchestra to play this and other late Bruns-

wick hits in his music salon.

Famous & Barr and .Scruggs, Vandervoort &
Barney have prepared special advertisements

and signs on "Easy Melody," as have the T. D.

Music Box, Kieselhorst Piano Co., Hunleth Co.,

Baldwin Piano Co. and Kirkland Co. All

Brunswick neighborhood dealers have large

banners in front of their stores, all have special

windows and are also advertising it in either

neighborhood or daily newspapers.

The Lehman Piano Co. is back in its re-

stored building at 1101 Olive street and is fea-

turing the Brunswick.

W. C. Fuhri, general sales manager of the

General Phonograph Corp., New York, was

here the first week in November.

Retu-rns From Vacation in the East

Edward Roth, secretary of the Koerber-

Brenner Music Co., has returned from a

month's Eastern trip, accompanied by Mrs.

Roth. They visited Philadelphia, New York
and Atlantic City and stopped oflF at Camden,
N. J., for a call on the family of F. S. Horning,

manager of the Sti.x, Baer & Fuller music de-

partment here.

Thomas Husselton, Victor representative,

has been spending a month in St. Louis con-

ferring with and helping dealers.

Silverstone Music Co. Activities

G. Manne, traveler for the Silverstone Music

Co., Edison distributor, is trying the experi-

ment of visiting the Missouri trade in a Ford

coupe. He thinks he can save time, in spite

of the fact that Missouri roads are not yet all

that they should be. T. Larray, of Mexico City,

Ale.x;., dropped in at the store of the Silverstone

Music Co. the other day and bought a Chippen-

dale Edison and $45 worth of records and

handed over to L. M. Schlude the price plus

the express charges for sending it to Mexico.

Mr. Larray is an engineer, conducting some

tests at Illinois University.

Collins and Harlan, vaudeville artists, pioneer

record makers for the Edison, still teaming

after twenty-four years, were at the Missouri

Theatre the first week in November and as a

novelty made a record on the stage. To make
it more convincing local talent also was given a

chance to make a record at each performance.

C. O. Thompson has been made manager of

the phonograph, radio and record department

of the Kieselhorst Piano Co. George F.

Standke, former manager, will confine himself

to the selling of phonographs and radio sets.

J. E. Mayer, formerly with the Rudolph Wur-
litzer Co., has taken charge of the outside talk-

ing machine work of the Kaemmerer Music Co.

at both its North and South St. Louis stores.

Brief But Interesting

H. J. Arbuckle, manager of Widener's, Inc.,

had a Halloween window which attracted much
attention and resulted in considerable business.
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He has his annual Christmas Club going nicely.

Miss Grace Cartwright, formerly with Kiesel-

horst's talking machine department, is now with

the sales organization of Stix, Baer & Fuller.

William Casey, formerly with Stix, Baer &
Fuller, is back with that firm.

John L. Stevener, manager of the Vocalion

department of the Aeolian Co., says October

business in machines and records was 25 per

cent better than October, 1922.

R. V. Johnson, formerly with the Vocalion

department of the Aeolian Co., is now city rep-

resentative of the Brunswick Co. C. R. Rey-

nolds, traveler for the Brunswick Co., has been

having a very successful trip through the South-

ern territory served by this branch.

F. B. Jenkins, Jr., of the J. M. Jenkins Music

Co., Kansas City, Mo., distributor of Victors,

stopped in St. Louis on his way back home
from a visit to the Victor factories.

The Stix, Baer & Fuller Victrola department

is getting ready for the Christmas rush by in-

stalling a number of Audiphones in its service,

counter.

Miss Mildred Butts, of the Wainwright Music

Co., Marietta, O., was an interested visitor to

a number of Victor stores in St. Louis.

The De-Merville Piano & Music Co., Victor

dealer, of South St. Louis, is making a big

addition to its store, having bought two ad-

joining buildings. Partitions have been re-

moved, tripling the floor space and making one

large store.

During the Missouri Teachers' Association

conference, to be held in St. Louis in Decem-
ber, Mrs. Frances E. Clark, of the educational

department of the Victor Co., will appear on

the music program.

Mrs. E. E. Baker, Baker Music House, Vic-

tor dealer, of St. Louis, recently had a very

charming window display, featuring the record

"Cut Yourself a Piece of Cake." A knife added

to the invitation.

Two thousand people heard Chaliapin in his

concert at the Odeon October 23. Victor en-

thusiasts pronounced him all that his records

had proclaimed him to be.

"The Needle" Makes Its Debut

The first house organ to appear in the St.

Louis territory is being issued by the T. D.

Music Box. Its name is "The Needle," so

called because it follows the records closely.

"Josephine," who has a "swell job" in the

place, writes a letter for each issue and, while

the manner of the whole is frivolous, it has se-

riously good suggestions, such as weeding out

the mid-Victorian records from one's collec-

tion and other excellent pointers.

Eighteen Victrolas for Telephone Co.

The Stix, Baer & Fuller Co.'s Victrola de-

partment, in charge of Frank Horning, has just

made a sale of eighteen Victrolas to the Bell

Telephone Co. The contract department of the

telephone company is refurnishing all of its

restrooms through the Stix, Baer & Fuller Co.

and new model Victrolas are being sent to the

various restrooms.

TRI=STATERS HEAR LLOYD EGENER

Manager of Victor Traveling Department
Gives Facts About Changes in Victor Goods
—Eight Famous Victor Artists Introduced

—

Concert and Dinner Enjoyed

St. Louis, Mo., November 7.—The Tri-State

Victor dealers met for a few hours' get-to-

gether before the concert by the Eight Famous
Victor Artists. The Hotel Claridge was the

meeting place and at four o'clock dealers as-

sembled to hear Lloyd Egener, manager of the

traveling department of the Victor factory, tell

some interesting facts about the' recent changes
in Victor goods. The Famous Eight were in-

troduced. Dinner was served to those assem-

bled and was followed by a round-table dis-

cussion, led by Mr. Egener, on various matters

of importance to Victor dealers. The crowd
then adjourned to the Odeon for the concert,

which was given to a sold-out house. Those
present were Mr. and Mrs. L. Harter, of Web-
ster Groves, Mo.; Mr. and Mrs. J. E. Rice and
two guests from Mt. Olive, 111.; Charles H.
Beetle, of Shelbyville, 111.; Russell N. Smith, of

Carthage, III; Miss Lillian Allen, of Rolla, Mo.;
L. F. Parrish and son, of Metropolis, 111.; Miss
Estelle Heuman, of Lebanon, III; Lloyd Ege-
ner, of Philadelphia, Pa.; Harry G. Koerber,
H. S. Grover, C. B. Gilbert, Tom Cummins and
Miss Golda Airy, of Koerber-Brenner Co., and
J. N. Meyer, of the advertising department;

Geo. G. Neville, of Hellrung & Grimm, St.

Louis; Mr. Peeler and Miss Birdie Young, of

the Peeler-Todd Co.; Fred Dykins, of Flora,

111.; Mr. and Mrs. E. E. Baker, of the Baker

Music Co., St, Louis; Miss Laura Mertens and

Miss Amelia Lipscomb, of Smith-Reis Piano

Co., St. Louis; Fred Lehman, of East St. Louis;

Mr. Burton, of Girard, 111.; Walter Rhein and

brother, of Belleville, 111.; Wm. McKinley, of

Mason City, 111.; A. W. Hosier, Miss Wilson
and Mrs. Gladding, of Scruggs-Vandervoort-

Barney, St. Louis; Wm. Bauer, Mr. Stevens, T.

W. Maetten, Miss Dorothy Howard and Miss

Jane Lange, of the Aeolian Co.; Miss Anna-
belle Weible, of Columbia, 111.; Jerome Munie,

O'Fallon, 111.; Wm. Todd and daughter and

Mrs. Baumker, of the Todd Music Co.; Mrs.

Engelman, Miss Laura Williams and E. O.

Thompson, of Kieselhorst's; Mr. and Mrs.

Frank Horning, Miss Helen Hatfield and Mr.

Hutchison, of the Stix, Baer & Fuller D. G.

Co.; Fred Gerbig, of Glaser's Music Shop; Mr.

Geissler, of Famous-Barr, and Mr. Van Zant,

of Chicago Talking Machine Co.

FRIEDA HE/WPEL ON AMERICAN TOUR

Frieda Hempel, the distinguished soprano and

Edison artist, returned last week from a vaca-

tion spent in Switzerland. This distinguished

singer opened her American tour in Lynn,

Mass., on Sunday night and will be heard in

New York at Carnegie Hall on November 27.

=THE ArtopKone CORP.=

COMBINING the complete stocks of all OKeh and
ODEON Records which are kept on hand at all times

with the use of the speediest of modern methods of distribu-

tion, we are equipped to give our well-known "Same-Day
Service" under all conditions. "Same-Day Service" means
that your orders for

Records
The Records of Quality

are accurately and completely filled and shipped out to you
the same day they are received. It is a reliable service that

you will find especially valuable during the coining holiday
season. Let us demonstrate it now/

THE ArtopKone
1103 Olive Street St. Louis, Mo.

New Kansas City Branch Office

Kansas City Life BIdg., Kansas City, Mo.

Complete stock of all phonograph accessoriesand supplies

Qju:
The Record Of

CORPORATION BUY
OKeh
Needles

They
Keep
Record
Sales

Alive !
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The NEW
Columbia

is superior

Hearing
is believing

The Tone is True. On the New Columbia

a violin is a violin, a 'cello is a cello, a

soprano is a soprano, a contralto is a contralto,

a tenor is a tenor, and a baritone is a baritone

—due to the New Columbia Reproducer.

Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New^ York

DETR 0 I

T

City Becoming Center of Distri-

bution — Activities of Dealers

Resultinq in Stimulated Trade

Detroit, Mich., November 6.—This city has be-

come quite a center for distributors of talking

machines, which not only indicates the impor-

tance of Detroit in the commercial world, but

also indicates the prosperity for the talking ma-

chine industry. All of these distributors, seen

by The World correspondent the past few

weeks, reported that business was picking up

splendidly, which means that the retailer is

either selling more machines or is stocking up

in anticipation of a good holiday business. We
know it to be a fact, however, tliat the retailer

is enjoying a very good business, so far as

Detroit and Michigan are concerned. One good

reason is that there has as yet been no slump-

ing off in general industrial activities and all

over the State manufacturers are busy.

Grinnell Bros.' Best Month
Grinnell Bros, are probably the best medium

through which to find out the State conditions,

as they operate forty retail stores, most of them

scattered in all sections of Michigan. Charles

H. Grinnell, manager of the Victor wholesale

department of this concern, who recently re-

turned from a visit to New York and the Victor

factory, states that October was the best month

his department has had this year in point of

sales, both for talking machines and records.

And he speaks not only for the stores operated

by his company, but for hundreds of other re-

tail establishments which buy their Victor goods

from Grinnell Bros.

Retailers Tying Up With Recitals

A great many record artists have been in De-

troit the past few weeks for recitals and more

are yet to come, according to schedule. This

has offered an opportunity to the retail stores

to exploit their records quite heavily, not only

through advertising, but particularly through

window displays. John McCormack, for ex-

ample, was here last week. Every Victor

dealer, especially downtown, took advantage of

his appearance and fixed up very attractive

windows pointing out the McCormack records

which were available. The Columbia stores

also were on the job to take full advantage of

the presence in the city three weeks of "The
Passing Show" with Ted Lewis' Band and, of

course, they featured the Ted Lewis records.

And we could go on and recite a half dozen

other instances where dealers have been quick

to exploit records of visiting artists—which is

as it should be, because this sort of thing is

certain to stimulate sales of the particular rec-

ords involved and others as well.

The Charles J. Holton Co., of East Earned

street, has taken over the local distribution of

IJncoln records. Mr. Holton for many years

was a leading cigar jobber.

Great Lind & Marks Co. Activity

Sam Eind, of Lind & Marks Co., distributor

of Vocalion records and Wolverine phono-

graphs, says October was by far the greatest

month the company has ever had in the matter

of sales. Many new accounts have been added

in Michigan and Ohio, while Wolverine phono-

graphs have been shipped to retailers in all

parts of the United States. We might say, in

this connection, that the Wolverine is their own
product, being especially made for Eind &
Marks. The company recently opened a Cleve-

land office in charge of Louis Marks, who al-

ready has sent in some very fine new business.

Finzel Orchestra Records Popular

The Finzel records in the Okeh list, made
by the General Phonograph Corp., are finding

much favor in this city because of the fact that

the Finzel Orchestra hails from this city and is

a nightly feature at one of our leading dance

places. Okeh records are well distributed in

Detroit, as well as throughout the State.

Pooley Going Well With Marshall

The C. E. Marshall Co., jobber, with offices

in Detroit and Cleveland, is shipping out a

lot of Pooley phonographs. This line is a

strong feature at the J. E. Hudson Music Store

and there are many leading retailers all over

Michigan and Ohio now handling this line.

Console Continues to Be in Favor
October was a very big month for the Bruns-

wick Shop, especially on the higher priced con-

soles. In fact, 90 per cent of the business to-

day at the Brunswick Shop is on the console

model, the walnut finishes being particularly in

demand. "We are having excellent Fall busi-

ness, both in talking machines and records,"

declared Manager Quinn. "We anticipate the

biggest Fall business in our history and we
don't see how we can be disappointed. Al-

ready our sales for the first ten months are far

ahead of any previous year."

Edison Shop Satisfied With Progress
R. B. Ailing, of the Edison Shop, is extremely

well satisfied with the way retail business is

forging ahead. This firm has been a consistent

user of large space right through the Summer
and, while the bulk of its trade is among the

elite of the city, yet there are a great many fac-

tory workers buying the Edison phonograph
and Edison records. Peter S. Sweeney is in

charge of the Edison phonograph sales and he
declares that "if we once get people into our
recital room and can give them the proper dem-
onstration we usually are able to sell them.
Proper demonstration is everything to the per-
son who is at all critical."

BRUNSWICK PARLORS IN WARREN, 0.

Warren, O., November 7.—Opening of Markley's
Brunswick Parlors on North Park avenue took
place recently. The new shop will be exclusive
agent for Brunswick phonographs and records.

If the Best is the Cheapest to Buy,—

Then the Best is the Cheapest to Sell.

Music lovers everywhere recognize that only the New Edison can give real music;

for it is the only phonograph that actually Re-Creates the artist's performance.

Its realism is so profound that the music critics have been unable to distinguish

the original from the Re-Creation.

Write us for our latest agency proposition

NEW^ISON
COMPARISON 'WiTHfflE; LIVING ARTIST

REVEALS-INgiliBlti^ERENCE

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1540 Woodward Avenue Detroit, Michigan
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The Widdicomb appeals in

a two-fold way

A phonograph of rare grace—a phonograph of un-

surpassed tonal quality

—

Here, in two brief phrases, are summarized the two
outstanding reasons why the Widdicomb is known
as the phonograph with a two-fold appeal.

Fashioned in artistic period designs embodying the

skillful touch of master craftsmen—equipped with

reproducing mechanism embodying the latest de-

velopments in scientific tone reproduction—the
Widdicomb naturally finds favor among lovers of

the beautiful in art as well as music.

If you are interested in the sales possibilities among
this class of buyers, write us for detailed informa-

tion regarding the profits made by merchants in

this lucrative field.

Sheraton Model 8

—

finished in Red or

Antioue Mahogany
and Walnut. Equipped

with albums for rec-

ords, automatic stop

and patented tone

control.

PHONOGRAPH
Aristocrat of Phonographs

THE WIDDICOMB FURNITURE COMPANY, GRAND RAPIDS, MICH.

Fine Furniture Designers Since 1865
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Holiner Harmonica Campaign Covers Country I

Dealers-
William J. Haussler, of M. Hohner, Addresses 2,000 School Children—Monster Publicity Campaign

Making Itself Felt in Demands on Retailers—Dealers Tie Up With Harmonica Artists

William J. Haussler, of the well-known har-

monica manufacturing house of M. Hohner,

New York City, recently addressed the students

of the Hawthorne School and the South Side

High School on the subject of the harmonica,

in connection with the general program of the

harmonica contest week held recently in New-
ark, N. J. As he is without doubt one of the

William J. Haussler

best-informed men in this country on the sub-

ject his discourses were both interesting and

constructive. At the conclusion of his talk the

faculty of the school candidly stated to Mr.

Haussler that the Hohner harmonica was a

revelation and they expressed their enthusiasm

over the interest manifested by the pupils.

Mr. Haussler brought out in his address that

the possibilities to be found in the harmonica

were almost unlimited. In the Hohner har-

monica, he pointed out, was to be found

inspiration, wholesome entertainment, a funda-

mental education in music, musical accuracy and

portability. Its extremely low cost, he also

NEW MERCHANDISE
NEW SELLINQ IDEAS

Be the Progressive dealer in

tr town. Write toda

for catalog.

IlliSiiil
,iMusical Instruments of Every Description

proOressive
^MUSICAL INSTRUMENT CORPORATtON^

319 SIXTH AVENUE NEW YORK

pointed out, brings it within the range of every-

body interested in music.

In talking with The World Mr. Haussler

stated: "The Hohner harmonica is promoting

interest in music on a scale never before at-

tained. I am glad to say that the harmonica,

as a musical instrument, is receiving the hearty

support of music dealers everywhere. The fact

that an entire line may be displayed in the

small amount of space occupied by a revolving

rack means that the overhead of the dealer is

not increased to any degree by adding this line.

It has an appeal to all ages and classes. The

various harmonica-playing contests that have

been conducted in the big cities throughout the

country have found enthusiastic entrants from

both boys and girls in the lower grades of the

public schools to elderly men and women. The

professional man and the business man and the

laborer have all shown interest in the Hohnei

harmonica.

"The various advertising campaigns, harmon-

ica contests and innumerable publicity features

have also greatly increased interest in the

Hohner harmonica and correspondingly created

a demand on the dealer. The Hohner har-

monica instruction book, together with the

attractive window display signs in colors, pro-

claims that 'It is easy to play a Hohner Har-

monica.' A study of this little booklet, which

is distributed by the dealer, will enable anyone

to quickly learn to play the harmonica. The

daily press in the various cities has realized the

importance of the harmonica and many inter-

esting articles have appeared, creating addi-

tional interest in this instrument. The New
York Evening Mail saw fit recently to devote

several columns to the harmonica, which were

headed: 'Harmonica Comes Into Its Own as

Real Musical Instrument.' Talking machine

When considering the prop-

osition of taking on a full line

of musical instruments and ac-

cessories why not give "Strings"

your earliest approv al. WHY?
Because of small investment

—

steady sales—fine profits

—

then get the best

—

"AN ASSORTED
GROSS

AT LESS THAN
GROSS RATE"

DISPLAY CASE

For Window and Counter
Write for Introductory Offer

STANDARD MUSICAL STRING
MFG. CORP.

104 South 4th Street Brooklyn, N. Y.

dealers are cashing in on this publicity and we
find that an increasing number of dealers are

taking on the Hohner harmonica, as our records

show each week. The harmonica has long been

popular, but we believe that as a result of the

publicity which it is receiving it will attain

and hold still greater popularity among all

classes for years to come."

The Hohner harmonica will be specially fea-

(Coiiiinued on page 144)

FUNq
The Oldest and

Largest Musical

Merchandise House

IN America

Exclusively Wholesale
ESTABLISHED 1834

C.BRViV0 6rSOA,lNC.
351-53 Fourth Aye. KewYorkCity
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tured in the city of Chicago during the week
beginning November 17, when will be celebrated

"Chicago Harmonica Week." Various har-

monica-playing contest will, of course, be

staged, and it is also announced that Borrah

Minevitch, well-known professional and Hoh-
ner harmonica enthusiast, will appear during

that week at the McVickers Theatre. Mr.

Haussler intends to be in Chicago during the

entire week. Extensive plans for advertising

and other methods of dealer co-operation are

being made.

Mr. Haussler also told a World representa-

tive this week that he had been receiving glow-

ing reports from Borrah Minevitch, who has

been conducting a concert tour in the Middle

West, playing the Hohner harmonica. He was
particularly busy in St. Paul, Minn., where a

contest was put on under the auspices of W. J.

Dyer & Bro., musical merchandise jobbers and

retailers. In addition to the usual Hohner prizes

the Dyer firm donated $15 and $10 in merchan-

dise orders to the winners. There was a great

deal of harmonica advertising by the dealers in

the newspapers and the contest, as well as Mr.

Minevitch's concert appearances and the un-

divided co-operation of all the dealers.

The W. J. Dyer & Bro. store in St. Paul

devoted an entire window to the display of

Hohner harmonicas. Posters announcing the

appearance of Minevitch at the Capitol The-

atre and many other Hohner advertising post-

ers were used. Hohner assortments and Hoh-
ner cut-outs and charts were displayed in large

numbers throughout the window. Through the

kindness of A. L. Brown, small goods man-

ager of Dyer's, Minevitch played before the

Kiwanis, Rotary and Exchange clubs while in

St. Paul.

After leaving St. Paul Mr. Minevitch went to

Duluth and other cities where he found the

dealers eager to tie up with his appearance.

Your Copy Is Ready!
Trade Price List No. 7 For 1924

The nev\' edition of that useful httle book for Music Merchants, pubUshed
by the Fred. Gretsch Mfg. Co., has just come from the printer.

If you buy Musical Merchandise you need this book. And we want you to

have it.

Nearly 3,000 different Instruments and Accessories are hsted here at new, low
1924 prices. Stringed Instruments, Brass, Woodwind and Drums! The right

retail and wholesale price on everything that makes up a modem Musical
Merchandise stock.

And, more than that, the TRADE PRICE LIST is the visible embodiment of

one of the largest Musical Merchandise Stocks in the United States. It brings

that stock within easy reach of your store, to help you serve your customers

more efficiently—and more profitably!

It simphfies your buying—supplements your inventory—increases your re-

sources for service to your trade.

So write, today, for your copy. It is waiting your request.

The FRED. GRETSCH MFG. COMPANY
Musical Instrument Makers Since 1883

60 BROADWAY BROOKLYN, N. Y.

BAILEY'S, INC., SPOKANE, EXPANDS

Purchases the Music Shop, That City, and Will

Mjike Extensive Changes for the Better

RADIO BOOKLET IN THIRD EDITION

"Grebe Radio in the Well-appointed Home,"
the interesting illustrated booklet prepared by
R. A. Sayres, of the L-yon Advertising Agency,

for A. H. Grebe & Co., manufacturers of radio

sets, Richmond Hill, N. Y., has now had its

third reprinting. This booklet has a specific

quality appeal and presents the features of the

Grebe radio in a very inviting manner. Ac-
cordingly, the demand for this literature by
Grebe dealers has been exceptional.

Spokane, Wash., November 5.—W. E. Bailey,

president of Bailey's, Inc., with a store at 819

West Sprague street, has purchased the Music

Shop, at 722 Riverside avenue, from Ray A.

Grombacher, the owner, who has conducted the

establishment for the past four years, handling

talking machines, records and sheet music.

Only recently the store of Bailey's, Inc., was
remodeled and four demonstration rooms for

talking machines and records installed, the com-
pany having taken on the Brunswick line. The
Music Shop will also be remodeled and im-

proved and the line of Victor and Brunswick

talking machines and records, together with

sheet music, will be continued.

The Sprague street store's policy will not

be changed. Bailey's will there feature their

exclusive lines of Buescher, Leedy, Orpheum,

Vega, Paramount and Deagan band and orches-

tra instruments, classic music and teachers'

supplies. Mr. Bailey's two sons are also officers

in the company, Russell T. Bailey being vice-

president-treasurer and H. G. Bailey, secretary.

Possession of the new store will be taken at

once and contemplated changes will be made
immediately.

NEW BUESCHER BAND APPEARS

Employes' Organization Plays at Housewarm-
ing of the New Factory

Elkhart, Ind., November 6.—The Buescher Band

Instrument Co., manufacturer of the Buescher

New Buescher Building Being Constructed

line of saxophones and band instruments, held

a housewarming last week in its big, new addi-

tion to the factory. The affair was attended by

every employe and all the officials of the con-

cern.

A feature of the evening was a band concert

by the newly organized Buescher Band of forty-

five pieces, under the direction of George A.

Dierstein. Refreshments were served and danc-

ing was enjoyed and a good time was had by

all who attended.

BAKER INSTALLS SMALL GOODS

Albany, N. Y., November 7.—The Baker Music

House is installing a musical merchandise de-

partment in its store on North Pearl street.

A complete line of band and orchestra supplies

will be stocked and the department will be

placed in charge of a competent manager. This

firm operates stores also in Utica and Schenec-

tady and in each of these stores successful

small goods departments have been maintained

for some time.

GOOD PROFITS
BANJOS

MANDOLINS

LUTES

GUITARS

V
E
G
A

TRUMPETS

TROMBONES

SAXOPHONES

CLARINETS

New Catalogs—Just Out

THE VEGA COMPANY
155 Columbus Ave. Boston, Mass.
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M. HOHNER

Hohner publicity which now begins will include magazines of na-

tional circulation reaching over 50 million readers each month. Plan

to benefit by this publicity.

Ask Your Jobber

114-116 East 16th Street
New York City

HOHNEft PRODUCTS RWARDED FIRST PRIZE AT THE PANRMfl
PACIFIC tNTERNATIONnL EXPOSITION SAN FRANCISCO /PIS'

ARTISTIC NEW QRETSCH CATALOG TO HOLD EDUCATIONAL MEETINGS EUCLID OPENS ITS FIFTH STORE

Three Thousand Musical Instruments and

Accessories Listed and Described—Business

Active as Early Holiday Season Opens

The approach of a new year has brought

about the publication and distribution of a con-

siderable number of catalogs. Various houses

have vied with each other in the production of

this literature and the result has been the sur-

passing of all former attainments in this line.

One of the latest publications of this character

is the new trade price list No. 7, published by
the Fred Gretsch Mfg. Co., Brooklyn, N. Y.,

and covering 1924. This catalog, just oS the

press, lists nearly 3,000 musical instruments and

accessories. As may be well imagined, these

instruments cover a wide scope and include

string, brass and wood-wind variety.

E. E. Strong, advertising manager of the

Fred. Gretsch Mfg. Co., reports that the com-
pany has concluded the biggest October in

sales volume in the history of the organization,

with November opening well. Every number
of the entire line is going good. As the Fall

and Winter seasons progress the demand for

trap drum outfits has proportionately increased,

until, at the present time, the sales volume in

these numbers is very large. Mr. Strong also

reports the continued popularity of Robert

wood-wind instruments and the establishment

of a number of new agencies for this line.

iimi
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Association of Musical Merchandise Manufac-
turers Launches Series of Educational Meet-
ings During Winter Months

Cleveland Concern Rapidly Expanding

Stores Doing a Large Business

All

Chicago, III., November 7.—The recently formed

Association of Musical Merchandise Manu-
facturers, organized to promote better business

methods in this field, is making progress. A
series of educational programs has been worked
out for the Winter months. Each month there

will be a special meeting to take up for dis-

cussion different phases of the manufacturing

of the small goods. Men who are thoroughly
familiar with the subject will give short talks

and the members will then take part in dis-

cussion, asking such questions as are needed

for further information. The programs have

been arranged with the idea of imparting valu-

able and instructive knowledge to the members
and indicate the advanced work that this or-

ganization intends to do.

A. MAHARAM WITH PROGRESSIVE CO.

Prominent Salesman to Develop Interests of

This Concern in His Territory

Arthur Maharam, formerly with the New
York Conn Co., has joined the selling staff of

the Progressive Musical Instrument Corp., 319

Sixth avenue. New York. He is exceptionally

well known in the music trade and has just

visited many dealers in New Jersey.

Mr. Maharam has successfuUj' established

many new dealers for the Holton band instru-

ments and Bacon banjo lines and reports that

the Holton saxophone is receiving special at-

tention from dealers. Many orders have already

been received for this line. Dealers everywhere
have told Mr. Maharam that they expect a big

musical instrument trade this Fall and Winter.

TIE=UP WITH BUESCHER ARTISTS

Los Angeles, Cal., November 5.—A most ef-

fective tie-up in which Buescher band instru-

ments were featured was recently staged by the

Southern California Music Co., this city, when
Tom Brown, of the Six Brown Bros.; Lew
Dockstader, famous minstrel, and Julian Eltinge,

celebrated feminine impersonator, appeared here

with the Black and White Review of 1924.

Accompanied by the forty-piece Clown Saxo-
phone Band, a regular old-time minstrel parade
was .staged. The line of march ended at the

main store of the Southern California Music
Co., on Broadway, and thousands witnessed the

event. The company staged a special window
display and instituted an extensive advertising

campaign. In addition the artists posed in the

store lobby, the combination resulting in a sub-

stantial increase in business.

Cleveland, O., November 8.—The Euclid Music

Co. is rapidly becoming one of the greatest

musical merchandise selling organizations in the

Middle West. Announcement has been made
of the opening of another store at 12338 Supe-

rior avenue. This is the second store this con-

cern has opened in the past year, making the

total of stores in the Euclid chain now five in

number, the other stores being located at 207

East Ninth street, 10602 Euclid avenue, 10134

Superior avenue and 11794 Detroit avenue.

Every one of these stores is doing a remark-

ably large volume of musical merchandise busi-

ness, according to James R. Frew, vice-president

of the company, who is in charge of the mu-
sical merchandise sales division of this progres-

sive organization.

Mr. Frew is the author of that widely read

book entitled "Selling Musical Merchandise."

According to Mr. Frew, everyone of the stores

shows a large increase over last year in all

lines of business. In connection with this pro-

nounced growth of the business, Mr. Frew was
delighted to receive the other day a cartoon

from P. H. Hayward, an elevator boy at one of

the stores, which humorously pictures the pro-

gressiveness of Mr. Frew and Grant Smith, gen-

eral manager of the company.
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IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 145)

THE BEST RECORDS
ARE PLAYED WITH

ROSS GORMAN
Director ol

The
Virginians—Victor

Band instruments and Saxophones

The outstanding record dealers of the
country find Buescher Band Instru-

ments and Saxophones the most en-

ticing window display they can use.

Buescher window cut-outs of famous
Record Bands, Orchestras and Soloists

sell Buescher Instruments and sell rec-

ords, too.

Almost every time you play a record for a
customer you are demonstrating the fine

qualities of Buescher Instruments. Leading
Record Distributors, such as Weymann,
Philadelphia; Euclid Music Co., Cleveland;
Southern California Music Co., Los An-
geles; New York Band Instrument Co.,

New York, and countless others East and
West find it doubly profitable to carry the
instruments that make the records they sell.

If you do not carry Buescher Instruments, ask us about stores like yours
that find the Buescher Line just what they need to put profit in the ledger.

Catalogs and trade figures sent on request.

in towns like yours

Buescher Band Instrument Co., G-93 Buescher Block, Elkhart, Indiana

The V'irg-inicins Lse Alt Buescner instruments

SCHOOLS GOOD SMALL GOODS FIELD

Opportunities of Sales to Schools and Students

Demonstrated by Live Dealer, Who Has
Placed Music on a Par With Athletics

Hazleton, Pa., November S.—An intensive cam-

paign designed to place band and orchestra in-

struments in the schools of this city and vicinity

during the past year, which has resulted in

placing music on a par with athletics among the

students, is the work which Landau's Music

Store, prominent talking machine and general

music dealer of this city, has accomplished in

twelve months. This, aside from the important

consideration of profits and the prestige and

future sales which undoubtedly will result from

the drive.

An idea of the success of the campaign may
be realized when it is considered that during

the year approximately $12,000 worth of musical

instruments was disposed of as a result of the

campaign. An order for $4,000 worth of band

and orchestra instruments for one organization

in one day and the sale of two $150 and one

$350 saxophone in one day were some of the

satisfactory and startling results of this in-

tensive drive.

During the opening months of the campaign

arrangements were made with the supervisor

of school music so that talented pupils could

secure an instrument for as low as $5 a month
if they presented his recommendation. The
supervisor was anxious to develop the talent

of the school and as a result of his co-operation

and Landau's generous offer almost every

school in the district soon had under forma-

tion a school band or orchestra, with a cen-

tral group of seventy-five players to represent

the district. Free instruction in the instru-

ments was given to the pupils by the supervisor

and his staff and this work is constantly being

extended.

Leo Landau, the enterprising manager of this

store, in commenting on his success in the drive,

declared that there is no harm in putting some

novel ideas up to the school boards. In his

preliminary arguments to the school directors

he declared that there was no reason why mem-
bership in the school band or orchestra should

To Sell Musical Merchandise
Advantageously You Require

MUSICAL INSTRUMENT CASES
SMALL GOODS DISPLAY COUNTERS

SHEET MUSIC RACKS
Complete store interiors carried in

stock. Prices on request.

ZIMMERMAN-BITTER
CONSTRUCTION COMPANY
325-27 East 94th Street. New York

Phone Lenox 2960

not be made competitive, that is, if a musically

inclined student maintains his scholastic stand-

ing he be privileged to become a member of

the school musical organization, his member-
ship to continue only so long as his scholastic

standing remains at par. He pointed out that

the organization of a forty-piece school band,

open to students who were doing good class

work, would promote good scholarship, improve

school morale and would be a direct incentive

to study. The argument won the day and

after some discussion the school directors pur-

chased the $4,000 worth of instruments men-
tioned in the first paragraph. Before delivery

a window display of these instruments was ar-

ranged, attracting widespread interest in the

school plan and the musical merchandise.

The ruling that a student shall retain his

place in the band only so long as he maintains

his class standing has had the effect of bring-

ing considerable business to Landau's. Many
of the students who are awaiting places in the

band, which will be open as students drop out

because of failure to keep up with their classes,

are buying musical instruments and learning to

play them so that they will be ready when a

vacancy occurs. The three saxophones men-
tioned previously were purchased by students

who are in the waiting class.

This is but the opening gun of what is prob-

ably the most successful sales drive of this

character ever staged by a dealer. The three

other Landau stores in Wilkes-Barre, Nanti-

coke and Pittston will stage similar drives.

These also are bound to be successful, according

to Manager Landau, in view of the fact that

the other drive was inaugurated in the face

of a five and a half months' strike in the coal

fields, upon which this district depends to a

large extent for prosperity.

NEW BRUNO &SON CATALOG

New York Jobber Distributing New Publica-

tion to Its Many Dealers

One of the finest catalogs that has ever made
its appearance in the musical merchandise trade

is the 1924 wholesale catalog being distributed

to the trade by C. Bruno & Son, Inc., the old-

established musical merchandise wholesale

house, 353 Fourth avenue. New York City. It is

the ninetieth edition of the annual Bruno cat-

alog, the house having been established pn 1834.

This catalog replaces all previous ones.

The cover of the book is an important fea-

ture. Realizing that the catalog will see hard

service with the music dealers, the house of

Bruno has determined to have the catalog hold

its shape, and the cover is of such heavy stock

that it is very nearly stiff cardboard. An extra

front and back insert, also of exceptionally

heavy stock, reinforces the cover which is at-

tached to the book with a special binding.

The edition runs 192 pages. The pages are

fully illustrated, and complete descriptions are

given of the complete line of Bruno merchan-

dise. A new feature of the book this year is

a special insert in buff and dark brown color

featuring the two Hohner business builders for

dealers, the Hohner harmonica instruction book-

let and the Hohner window display chart. An-

other orange color insert is devoted to M. Hoh-
ner accordions. Other inserts include special

natural color reproductions of Bruno violins,

Bell Brand and Black Diamond strings, Or-

pheum banjos, Gibson Gold Medal strings and

Grover accessories.

The book is designed for the dealers' use

and retail prices are given throughout.

BUYS ITS NEW YORK BUILDING

A significant real estate transaction was con-

summated recently by the Rudolph Wurlitzer

Co., in New York, when the fifteen-story build-

ing at 116-18 West Forty-second street, wherein

its main Eastern offices are located, was pur-

chased. The building fronts fifty feet on Forty-

second street and extends through to Forty-first

street with a frontage there of eighty-five feet.

The Wurlitzer Co. has agreed to purchase

the property from the Woodbury G. Landon
estate and has obtained a loan of $1,300,000 on

the structure, running for a term of years.

A. W. Landay, head of the Progressive Mu-
sical Instrument Corp., New York, is on a mid-

West trip.

Musical Instruments of Erery Description

ProOressive
^MUSICAL INSTRUMENT CORPORATION^

319 Sixth Avenue, New York



November 15, 1923 THE TALKING MACHINE WORLD 147

A Unique and Comprehensive Dealer Service

Girard Phonograph Co., Edison Distributor, Announces "The Rostrum—for Edison Salesmen"

—

Advisory Council of Experts to Solve Merchandising Problems of Retailers and Salesmen

The Girard Phonograph Co., Edison dis-

tributor, of Philadelphia, Pa., has just announced
what will probably be one of the most com-
prehensive service plans ever instituted by a

phonograph wholesaler, "The Rostrum—for

Edison Salesmen," designed to aid retailers in

solving their business and merchandising prob-

lems by giving them the benefit of the advice

and experience of authorities in the talking ma-
chine merchandising field.

"The Rostrum—for Edison Salesmen" is in

reality an open forum and its purpose is to

answer the many questions asked by retail cus-

tomers and to solve dealers' merchandising

problems. Dealers and salesmen are privileged

to ask as many questions as they desire and

these will be submitted to an advisory council,

composed of authorities on various phases of

business management and merchandising, who
will transmit to the questioners the most mod-
ern thoughts on business management and will

give the benefit of their specialized knowledge
of merchandising in solving problems.

Once each month the questions answered will

be published and mailed to dealers. This plan

will be followed throughout the Fall and Win-
ter, and in the Spring it is the purpose of the

Girard Phonograph Co. to publish a booklet

which will contain all the questions asked by
dealers and their salesmen, together with the

answers. A. W. Rhinow, secretary of the com-
pany, will give his attention to this service

work and all questions must be sent to the

company addressed to him.

Although, as has been mentioned, the plan

has only just been announced to dealers and
salesmen by means of circulars and other direct-

mail literature, questions are already pouring in,

and indications are that this service will fill a

long-felt want. Every day dealers and sales-

men are confronted with new and strange prob-_

lems and often a wrong move may have serious

consequences. With the inauguration of this

service Edison dealers and salesmen have at

their command experts who will be glad to give

their opinions and advice. The advisory council

and the wide field it covers consists of the fol-

lowing:

Girard Phonograph Co., Philadelphia, P. R.

Hawley, general manager: Owing to its imme-
diate contact with Edison dealers and salesmen,

the distributor shall endeavor to advise and in-

struct in all matters pertaining to the construc-

tion of the Edison phonograph and records as

well as those of a scientific nature relating to

their development.

The Talking Machine World, New York City:

The most influential and widely read trade jour-

nal in the phonograph industry will tell how
other dealers have solved problems similar to

those presented by the advisory council.

The Metropolitan Musical Bureau, New York
City: The largest musical booking bureau and

the one managing the careers of many of the

biggest Edison artists knows all there is to know
about how a dealer can "cash in" on the local

appearance of Edison artists.

Commercial Investment Trust Inc., New York
City: The largest banking organization of its

kind will advise dealers concerning their finan-

cial problems.

Einson-Freeman Co., New York City, window
displays: The creators of the Edison window
displays and pioneers in the phonograph win-

dow advertising field will offer their wide expe-

rience in solving window display problems.
Shubert Philadelphia Theatres, Philadelphia,

Leonard A. Blumberg, general manager: The
representative of Lee and J. J. Shubert, the

largest and most widely known theatrical pro-

ducers in the country, has been chosen to tell

dealers how to make the most of the visiting

musical shows in their cities.

Leo Feist Publishing Co., New York City:

The largest musical publishing organization in

the country will answer inquiries concerning
the newest song hits.

William A. Hersey, New York City, sales con-

sultant: Mr. Hersey has earned country-wide
recognition in the sales promotion field and he
will tell dealers how to write pulling sales letters.

Gunner & Forman, Philadelphia, printing

counselors: Inquiries concerning printing, lay-

out, circularizing and kindred subjects will be
answered by an organization amply equipped
for this purpose.

Charles E. Stapleton, New York City, repre-

senting Northwestern Life Insurance Co.: The
star salesman will offer his combined salesman-
ship and former Edison retail experience to

assist Edison dealers and salesmen.

Charlie Kerr's Orchestra, Philadelphia,

Charlie Kerr, director: The director of this now
famous orchestra, whose interpretations of

numerous dance hits have been recorded on
Edison records, will answer inquiries concern-

ing the editing of records.
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IN F I T TSBJJR G H
Low-priced Talking Machines Hard to Get—Aiding Dealers in Sales

Promotion Drives—Trade Changes—Store Improvements—The News

Pittsburgh, Pa., November 7.—With the advent

of November, and less than seven weeks before

the Christmas season, there is more than ordi-

nary activity in local talking machine circles.

An outstanding feature is the dearth of talking

machines that retail at $75 and $100. These
instruments are as scarce as the proverbial

"hen's teeth." This condition is well exemplified

in the Victor line, as the local dealers are prac-

tically sold out of the $100 instruments, accord-

ing to men in the trade who are in a position

to speak with authority.

The industrial situation in the Pittsburgh dis-

trict, which covers, for shopping purposes, a

radius of about forty miles from the Steel City,

was never better. Busy mills, mines and fac-

tories are an unfailing indication of prosperity,

and with huge payrolls being disbursed regu-

larly every two weeks the thousands of dollars

that are distributed in wages will, in part, find

their way into the coffers of wide-awake talk-

ing machine dealers.

R. J. Coleman Aids Standard Co. Dealers

Robert J. Coleman, who recently joined the

executive staff of the Standard Talking Ma-
chine Co., Victor talking machine distributor,

has been devoting his time to a plan of

retail sales promotion for Standard-Victor

dealers that is meeting with much favor among
those to whom it has been introduced. Mr.

Coleman's entire energies are being expended
as "idea man" and retail business stimulator for

Standard-Victor dealers. Mr. Coleman spends

as many days with a retail Victor dealer as the

latter may desire, studying the business from
the standpoint of useful ideas and plans of

which the Standard Talking Machine Co. al-

ready has knowledge, enabling the dealer to

draw 'generously on this store of merchandise
information. It is being found that a host of

devices to produce business can be adopted in

one locality after another and that there is no
better way of spreading them than by the prac-

tical instruction given by Mr. Coleman.
Wallace Russell, general manager of the com-

pany, in referring to the work of Mr. Coleman,
stated that it is given without any cost or obli-

gation to dealers.

I

In speaking of business conditions Mr. Rus-

sell emphasized the fact that it would be im-

possible to supply all of the Victor dealers with

the $100 Victrolas, due to the enormous demand
for this style of instrument. Mr. Russell also

stated that Victor records were selling well

and that the outlook for a highly satisfactory

holiday trade is exceedingly bright.

Joseph C. Roush, president of the Standard

Co., was a recent visitor to Columbus, O.

E. B. Hart, of Sherman, Clay & Co., Port-

land, Ore., was a visitor to the Standard Talk-

ing Machine Co. offices, as were Leslie W.
Wiswell, formerly of the Victor department of

Lyon & Healy, Chicago, and W. Frank Davison,

vice-president of the Victor jobbing house of

the Perry B. Whitsit Co., Columbus, O.

OfTutt Co. Adds Another Branch
The Offutt Co., of New Castle and Butler,

Pa., has purchased the Ely Bros., Inc., store

at Jeannette, Pa. The Ely store contains a very

up-to-date Victor department, which the new
owners will continue.

Max Roth Improving Store

Max Roth, of Leechburg, Pa., one of the pro-

gressive Victor dealers of western Pennsylvania,

is making extensive alterations and improve-
ments to his shop. Unico equipment is to be

installed by the Unit Construction Co.

Max Tannenbaum in New Post
Max Tannenbaum, who is well known to the

local talking machine trade as a distributor of

the Gold Seal record repeater, is now affiliated

with the Hub Store of George W. Robinson, of

Steubenville, O., in charge of the talking ma-
chine department.

Places Edison in Schools

The Columbia Music Co., Edison dealer, sold

to the Belmar School in the Homewood district

of Pittsburgh a London Upright Model. Sev-

eral months previously it sold a similar in-

strument to the Allen School, Pittsburgh. The
latter instrument was put to a very severe test

and won over a well-known talking machine
that is represented in the Pittsburgh schools.

John F. Henk, manager of the Columbia Music
Co., is quite elated over the fact that he won
out in these two places and that the New Edi-

son has found its way into the local schools an
important entering wedge to even more business.

T. E. Shorten With Buehn Co.
Thomas E. Shortell, who is well known in

local talking machine circles and who for a
number of years was manager of the talking

machine department of the S. Hamilton Co., is

now associated with the Buehn Phonograph
Co., Edison distributor, as a member of the
traveling staff.

New Edison Accounts
Among the new Edison dealers who will be

served by the Buehn Phonograph Co. are the
Milleman Music Co., New Castle, Pa.; D. Shaf-
fer, Hooversville, Pa.; J. V. Wilson, Fairchance,
Pa.; S. T. McKinley, Pennsboro, W. Va., and
the Rothert Co., of Tyrone, Pa. One of the
features of the taking on of the Rothert Co.,

as an Edison retailer, was the fact that the
initial shipment of Edison phonographs, a rep-

resentative line being sent, was disposed of in a
few days and a duplicate order was sent imme-
diately. The Rothert Co. operates other stores
in central Pennsylvania, and the signal success
with the Edison line was bulletined to the other
stores, where other makes of phonographs are
carried.

New Sonora Dealers Appointed
H. Milton Miller, manager of the Sonora Dis-

tributing Co. of Pittsburgh, stated that the
Sonora line was meeting with exceptional suc-
cess and that Sonora dealers reported that ad-
vance orders for holiday deliveries were com-
ing in very rapidly.

One of the new Sonora and Aeolian record
dealers who will be served by the Pittsburgh
distributing agency is the Parsons-Souders
Co., located in Clarksburg, W. Va. The for-

mal opening of the Sonora and Aeolian rec-
ord department was held on November 3 and
was attended by a number of persons in and
about Clarksburg. Fred Johnson, the depart-
ment manager, and a staff of salesfolk wel-
comed all callers. The Sonora Distributing Co.
of Pittsburgh was represented by Earl Miller.
Other Sonora dealers of recent origin are

Davis Bros., West End, Pittsburgh; William
Boyle, Bakerstown, Pa.; W. P. Risinger, Homer
City, Pa.; Foulk- Davis Co., Greenville, Pa.;
Victor Nelly, Carnegie, Pa.; J. Lipman, Hazel-
wood, Pittsburgh; Steele Furniture Co., Home-
stead, Pa., and John C. Gray, Southside, Pitts-
burgh; R. H. Thomas, this city.

Expects Big Edison Holiday Sales
A. A. Buehn, treasurer of the Buehn Phono-

graph Co., Edison distributor, has been able to
keep at his desk the past few weeks, even
though he underwent a series of operations due
to an infected bone in his face. The last opera-
tion proved successful and Mr. Buehn is now
on the high road to ultimate recovery from a
very painful affliction. In speaking of business
conditions Mr. Buehn stated that the outlook is

very bright for holiday sales of Edison phono-
graphs and records.

General Radio Corp. Busy
Brisk business was reported by Frank Dorian,

of the General Radio Corp., whose offices and
exhibition rooms are at 1005 Liberty avenue.
He stated that sales of the Strand phonograph
and the Okeh records were increasing right
along. As to the holiday outlook, Mr. Dorian
was quite optimistic. He stated that the radio
line was one that should appeal to every talk-
ing machine dealer as, in time, it would un-
doubtedly take its place in the music trade as
an essential part of the business.

"Victrola Week" a Success
The C. C. Mellor Co. recently staged a "Vic-

trola Week" in its retail department where a
full line of the Victor talking machines was
on display. H. H. Fleer, manager of the de-
partment, stated that sales of high-grade Victor
machines were very gratifving.

C. B. Hammond a Visitor

C. B. Hammond, of the Cleveland offices of
the Cheney Talking Machine Co., was a visitor

to the Pittsburgh Cheney dealers the past week.
{Continued on page 150)
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Distinctive cabinet designs—superior tonal
quality—attractively priced models—three of
the many reasons for the popularity of the New
Edison.

Forty years of labor by the world's foremost
inventor have given us the perfected musical
instrument bearing his name.

BtTEHN Phonograph Cc]%

Edison Distributors
4-21 seventh ave.

Pittsburgh

New Edison Records Every Week J
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ORDER
from this

TREMENDOUS STOCK
Records! Reams and rooms of records! Stack
upon stack of the latest song and dance hits!

Two enormous stocks to choose from—one in

Philadelphia, the other in Pittsburgh. We are

now supplying hundreds of OKEH and
ODEON Record dealers with holiday stocks.

Records
The Records of Quality

and

Records
^^The Records of International Renown'*

Orders shipped from either Philadelphia or Pittsburgh on
the same day they are received! Dealers who have never
tried GENERAL RADIO CORPORATION service will

be pleased beyond measure. Holiday orders taken care of

with promptness and efficiency. Write, telephone or wire
your wants. Depend on us to come through in a hurry!

GENERAL RADIO CORPORATION
WALTER L. ECKHARDT, President

S. W. cor. 10th and Cherry Sts., PHILADELPHIA
1005 Liberty Ave, PITTSBURGH

Distributors for OKEH Records, ODEON Records, STRAND Phonographs,

GOLD SEAL Record-Repeaters and Radio Corporation of America

Makers of Ibe Famons MUSIC MASTER Radio Reproducer

OdeoTV
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for Phonographs

TRADE HAPPENINGS IN PITTSBURGH
{Continued from page 148)

Mr. Hammond stated that Cheney sales in the

Pittsburgh district are very satisfactory.

Miss Margaret Stuart Resigned

Miss Margaret Stuart, who for a number of

years was connected with the Victor depart-

ment of the S. Hamilton Co., and latterly with

the talking machine department of the Rosen-

baum Co., resigned on October 31 and is now

connected with the Philadelphia Co., a leading

public utility organization.

Dealers Add Aeolian Records

New Aeolian record dealers are F. H. Aliller,

Sharpsville, Pa.; L. E. Manuel, Charleston, W.
Va. ; Todd & Stevens, Monongahela, Pa.; Frew

Furniture Co., New Castle, Pa.; R. H. Thomas,

the well-known druggist of Mt. Washington,

Pittsburgh, who is making alterations to his

place of business and will install a talking ma-

chine department with a full line of Sonora

phonographs and Aeolian records.

Good Columbia Demand
"An optimistic outlook" was the expression

of S. H. Nichols, manager of the local offices of

the Columbia Phonograph Co., in referring to,

the trend of business. Mr. Nichols stated that

the sales of Columbia instruments and records

were larger than ever and indicated that sales

for November and December would, by far,

exceed the sales of the same months a year ago.

Dawson Bros.' Sales Gain

Paul S. Mechling, sales manager of the Daw-
son Bros. Piano Store, Starr phonograph and

Gennett record dealers, stated that October

sales had shown a marked increase over Sep-

tember, and he intimated that the sales depart-

ment is confident of record-breaking sales

for the holiday season. C. L. Dawson, presi-

dent of the company, is planning to leave for

Florida, about November 15, on his annual out-

ing in the South.

Jacob Schoenberger's Fiftieth Anniversary

Jacob Schoenberger, president of the Lechner

& Schoenberger Co., Edison, Victor and Co-

lumbia dealer, on October 26 celebrated the

fiftieth anniversary of his wedding. Mr. and

Mrs. Schoenberger were hosts to their children

and grandchildren and other relatives to the

number of thirty at a family reunion and dinner.

Mr. Schoenberger was the first president of the

former Talking Machine Dealers Association of

Pittsburgh. His two sons, L. J. Schoenberger

and Homer Schoenberger, are associated in

business with him.

Player-Tone Co. in New Home
The Player-Tone Talking Machine Co.,

through the president, I. Goldsmith, reports a

very brisk volume of trade, especially in the

console models of the Player-Tone line. Sales

for October, it was stated, were very flattering

and the outlook for the next few weeks is

considered excellent. The Player-Tone Co. is

now located in new quarters, 623 Grant street.

Leslie I. King a Visitor

Leslie L King, district sales manager of the

Brunswick-Balke-Collender Co., with headquar-

ters in Cleveland, O., spent several days in

Pittsburgh the past week. He reports a very

excellent Brunswick business and stated that

sales in the Pittsburgh territory were increasing

steadily.

News Gleanings

F. H. Burbick, who was formerly connected

with the wholesale Victor department of the

C. C. Mellor Co., is now manager of the Pitts-

burgh branch of the Brunswick Co.

Thomas T. Evans, manager of the wholesale

\'ictor department of the C. C. Mellor Co.,

stated that "business was booming" and that

the only complaint he had is "t'he inability to

furnish my dealers with all the Victor mer-

chandise they need."

George H. Rewbridge, manager of the whole-

sale Victor department of the W. F. Frederick

Co., states that all indications pointed to his

clients having an exceptionally brisk holiday

season.

Horace Hays, of the E. G. Hays Co., Bruns-

wick dealer, held a meeting of his sales force

at Monessen recently, which was attended by
twenty-four salesmen. A dinner preceded the

meeting and Mr. Hays delivered one of his

celebrated "inspirational" talks.

R. B. WHEELAN CLOSES MANY DEALS

President of Health Builders, Inc., Returning

From Resultful Trip to Pacific Coast

Robert B. Wheelan, president of Health

Builders, Inc., New York, is on his way home,

after an extended business trip which carried

him as far as the Pacific Coast. On his way
out Mr. Wheelan made stops at Cincinnati, De-

troit, St. Louis, Kansas City, Salt Lake City

and many other trade centers. On his return

trip he is stopping at the principal cities in the

Southern section of the country. Mr. Wheelan
undertook the trip in the interest of all three of

the products of the company, the Camp-fone
portable talking machine, Health Builder sets

of Walter Camp's "Daily Dozen" and the

Health Builder Weight Reducing sets. Mr.

Wheelan visited many of his friends in the

trade en route. Although the trip is not as yet

completed many new jobbers have been ap-

pointed to distribute the various lines of the

company.

No surface noise and no sac-

rifice of volume or tone qual-

ity.

No need to alter the phono-
graph. A simple attachment
that can be added by anyone.

Helps record sales. Sells at$3.50.

Ask for dis-

counts.

Bakertone

Corporation

408 Pearl Street

BUFFALO. N. Y.

J. A. CRABTREE OFF TO EUROPE

President of the International Mica Co. to Make
Extensive Business Tour of the Continent

West Philadelphia, Pa., November 7.—James

A. Crabtree, president of the International Mica
Co., of this city, sailed recently on the Olympic
for Europe, which he plans to cover in the

interests of mica and mica diaphragms for talk-

ing machine and radio loud speaker manufac-
turers. Mr. Crabtree will examine the products

now manufactured abroad to learn of any im-

provements which foreign manufacturers might
be making on their apparatus and on which
"Imico" consumers will be properly advised.

He will also arrange for further importations of

mica from India for 1924 to take care of the

requirements of the company for "Imico" India

ruby mica diaphragms.

The International Mica Co. has been unable

thus far to receive any satisfactory communica-
tion from its Yokohama office, in charge of

Francis Grattan, since the earthquake. The
company has communicated with the American
Consular offices for information.

SENDS OUT MONTHLY CALENDARS

Heralded by a series of ingenious form letters

the Columbia Mantel Co., Brooklyn, N. Y., sent

out the first of a series of twelve monthly cal-

endars to those of the trade on its large mailing

list. These calendars are of the Indian heroine

series and are lithographed in colors. From an

advertising standpoint they feature the "Re-

cordeon" line of talking machines made by the

Columbia Mantel Co.

FEATURING THE MODERNOLETTE
FOR THE HOLIDAYS

HAS INCREASED SALES FOR OTHER DEALER;
The Modernolette sold as well for the Holi-

days last year as in the Summer season.

It makes a very desirable machine for the
home. Get your order in NOW.

MANUFACTURED BY

MODERNOLA COMPANY
Factory and Office JOHNSTOWN, PA.
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OUTING TALKING MACHINE CO., Inc., Mount Kisco,N.Y.
JOBBERS

A. C. EKISMAN CO 174 Tremont St., Boston, Mass.
BRISTOL & BARBER CO., INC 3 East 14th St., New York, N. Y.
GENERAL PHONOGRAPH CORP 15 West 18th St., New York. N. Y.
GEORGE C. ULRICH & CO 5(i E.stey Bldg., Philadelphia, Pa.
BENNETT PIANO CO ,'52 W. Market St.. Wllkes-Barre, Pa.
STARR PHONOGRAPH CO G34 Grant St., Pittsburgh, Pa.
J. K. POLK, INC 204 Decatur St., Atlanta, Ga.
INOEPENDENT .JOBBING CO.

112 East Center St. North. Goldsboro. N. C.
IROQUOIS SALES CORP 210 Franklin St.. Buffalo, N. Y.
VOCALION CO. OF OHIO 328 Superior St., W., Cleveland, O.
C. L. MARSHALL CO 514 Griswold St., Detroit, Mich.
CONSOLIDATED TALKING MACHINE CO.,

227 Washington St., Chicago, 111.

CONSOLIDATED TALKING MACHINE CO.,
1121 Nicollet Ave., Minneapolis. Minn.

YAHR * LANGE DRUG CO Milwaukee. Wle,
THE DUNNING CO 303 Second St.. Des Moines.' Iowa
RKNIER MUSIC HOUSE 545 Main St., Dubuque. Iowa
ARTOPHONE CORP 1103 Olive St., St. Louis, Mo.
ARTOPHONE CORP 203 Kansas City Life Bldg., Kansas City, Mo.
-JUNIUS HART PIANO HOUSE 123 Carondelet St., New Orleans, La.
TEXAS RADIO SALES CO., INC 2005 Main St., Dallas. Texas
CARL FLORINE 131 East 4th Ave.. Denver. Colo.
WALTER S. GRAY & CO.,

1054 Mission St., San Francisco Cal. ; I,os Angeles, Portland, Seattle
Export:—CHIPMAN, LTD.

New York, London, Montreal, Wellington, Svdney
Melbourne, Perth, Havana, Mexico City. Buenos
Aires, Rio De Janeiro. Santiago de Chile.

Cable Address: Chipmonk. New York

Announcing
"One handle handles it

The XjuUfiQ Junior

The little bath tub through which the sound waves pass, emerging
CLEAN ! CLEAR ! and as sweet as they were meant to be.

WRITE YOUR JOBBER FOR SAMPLE

This is an ''Outing" product

There are several states still open to jobbers. We invite correspondence
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W.D.ANDREWr CO. 1

DISTRIBUTORS OF

VIGTROLAS and VICTOR RECORDS
Service That Satisfies''

SYRACUSE, N. Y.

IN S Y R AC USE
Dealers Make Extensive Christmas Sales Plans—/F. D. Andrews

Host to Optimists—Canvassing Results in Business—The News

Syracuse, N. Y., November 9.—The talking ma-
chine trade throughout this territory is in an

optimistic mood, due to the fact that business

has improved steadily during the past month
and all indications point to a record-breaking

trade. The dealers themselves have been mak-
ing comprehensive plans to get their share of

the Christmas gift dollars and there is no doubt

that this aggressive activity M-ill have a bene-

ficial influence on the public when it does its

Christmas shopping. In fact, signs are in the

air that many people have made up their minds
to shop early and avoid the rush. Concrete

evidence of this is given by the inquiries already

received by some of the dealers.

Andrews Entertains Optimists

W. D. Andrews, head of the W. D. Andrews
Co., Victor wholesaler in this city, was the host

recently to several score members of the Opti-

mists' Club of Syracuse at a dance and buffet

supper served at the commodious Andrews Co.

headquarters on Washington street. Mr. An-

drews is an enthusiastic member of the Opti-

mists' Club, an organization of business men
which holds a weekly get-together luncheon at

one of the local hotels.

Sells 200 Edisons a Year

Frank E. Bolway & Son, Inc., of this city,

Edison jobber, received recently an interesting

letter from the Greene Specialty Co., of Malone,

N. Y., Edison dealer, in which the company

stated: "We have four men canvassing at the

present time and plan to sell at least 200 Edisons

during the year. We have already sold so far

this year 135, and prospects for Edison business

are looking better each day, as we are getting

this territory thoroughly Edisonized."

Unprecedented Sonora Demand
The Gibson-Snow Co., Inc., Sonora distribu-

tor of this territory, with headquarters in this

city, has been hard put to it to supply the de-

mands of its dealers. In fact, so tremendous

has the volume of business become that the

company is finding it almost impossible to sup-

ply dealers with some of the more popular

models. The volume of orders and the quantity

THE PERFORMANCE

OF SERVICE

is the test of any organization

The Gibson-Snow Co. as

distributors in New York
State for the Sonora
phonograph and Vocal-
ion records, accomplishes
this test of service that

does help the dealer
merchandise his product
in an efficient manner.

We are prepared to help you. Ask us for
our co-operation.

Sonora phonograph and Vocalion record
distributors for New York State.

GIBSON-SNOW CO., Inc.
Syracuse, N. Y.

of Sonoras called for are undoubted evidence
that Sonora dealers throughout this section of

the State expect things to happen during the

remainder of the year and they do not intend

to-be caught without the means of satisfying the

desires of their customers. The dealers them-
selves are further accelerating the steadily

growing volume of business by utilizing every

means of impressing on the public the merit

of this line.

Clark Co.'s Edison Display at State Fair

The Clark Music Co. of this city recently

sponsored a very attractive display at the State

Fair held in Syracuse. During the week of the

Interested Crowd at Clark Co.'s Booth

fair this enterprising dealer arranged for the

services of George Wilton Ballard, who has

made several fine recordings for the New Edi-

son catalog. Mr. Ballard sang in direct com-
parison with the Edison Re-Creations of his

voice, and his recitals kept the display crowded
at all times. As a result of its exhibit at the

State Fair, the Clark Music Co. obtained a large

number of prospects, especialh- for the labor-

atory model of the New Edison, and Mr. Rich-

ardson, who is the manager of the Clark Co.'s

phonograph department, believes that some ex-

cellent sales will be closed from this list.

Making Improvements in Store

Several improvements are being made in the

talking machine department of the Clark Music
Co. here, including the remodeling and redec-

orating of the basement and the installation of

four new demonstration booths to take care of

the increasing trade. C. E. Richardson, man-
ager of the department, reports a particular!}'

satisfactory volume of trade just now, following

a slight let-up earlj- in October.

Letter Increases Record Sales

Schuderer & Castle, 109 North W^ashington

street, Rome, N. Y., have been very successful

in increasing the sale of Edison records by
means of cleverly written letters calling atten-

tion to certain selected recordings. One of

these business-pulling letters is as follows:
Dear Friends: We take pleasure in herewith sub-

mitting the new form Edison record supplement for your

approval. We think you are going to like it better.

It is our desire to give you the best record service pos-

sible, and after carefully going over this supplement we
would like to call your attention to some of the outstand-

ing numbers, or the ones we consider the cream of the

supplement.
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If you like classical numbers do not fail to get 82298,

"Villanelle," by Anna Case. This is Case at her best—

a

wonderful number.

Then for those who like a beautiful instrumental num-
ber, there ^is 80764, "Answer" and "A Dream," by Locey's

Instrumental Quartet. A record of which you will never

tire—a real gem for your collection.

Another one of those c'atchy piano numbers is 51209.

"Knice and Knifty," by Ernest L. Stevens.

Number 51230, "Roll Along Missouri," is a waltz num
her you will want to hear over and over again. While
51225, "Pretty Peggy," just won't let your feet behave.

Other numbers on this supplement that are worthy of

special mention are 51231, 51226 and 51212.

We will be glad to play any of the.se numbers for yon
at the store or, if you live out of town, our mail-order

department is at your service. Just mail us a card with

the numbers you want and Uncle Sam will quickly bring

them to your door.

W.F.HITCHCOCK PLANS SOUTHERN TRIP

Owner of Phonomotor Co. Will Take Well-

deserved Rest—Company's Sales Totals Far
Ahead of 1922 and Growing Rapidly

Rochester, N. Y., November 7.—W. F. Hitch-

cock, proprietor of the Phonomotor Co., of this

city, manufacturer of the Phonomotor electric

drive, Phonostop and the Need-a-Clip needle

cutter, is planning to leave for a Southern trip

on November 21, which will be in the nature

of a well-deserved vacation. In a chat with

The World recently Mr. Hitchcock stated that

his company's business had increased substan-

tially during the past few months and that on

October 1 more goods had been sold during

the nine months of 1923 than during the entire

year of 1922.

Incidentally, Mr. Hitchcock referred to the

splendid results that he had received from his

advertising in The World, stating that he had

built up a large foreign trade, including clients

in Australia, Japan, China, Denmark and Eng-

land, with all of this business directly traceable

to his World advertising. He has also received

orders from the talking machine trade through-

out America referring to the advertising that

he is using regularly in The World.

HANDSOME STORE IN POUGHKEEPSIE

B. M. Rose Now Occupying Ground Floor of

Building Which He Purchased Recently

PouGHKEEPSiE, N. Y., November 7.—B. M. Rose,

who for some time past has been conducting a

piano and music store in this city, is now settled

in new quarters at 39 Cannon street, in a build-

ing which he purchased recently. The main

floor is divided into a number of separate show-

rooms, each fitted up in a most homelike man-
ner, and with only one instrument shown in a

room. The Hardman line of pianos and players

is handled, as is the Sonora phonograph.

GRIFFIN PIANO CO. PROGRESS

Rochester. N. Y., November 5.—The Griffin

Piano Co., which has fine quarters at 57 North

Clinton avenue, this city, and which was for-

merly known as the Griffin-Bailey Piano Co.,

is building up a very fine business in Story &
Clark and Chickering Bros, pianos, Estey or-

gans, Sonora phonographs and other instru-

ments. John F. Griffin, who has been in the

piano business for the past twenty-seven years,

is president and treasurer, and George B. Riker,

for many years with the Story & Clark Co., is

vice-president and secretary. The store is

located on a most desirable corner in the heart

of the business section of the city.

PERKINS MUSIC CO. CHARTERED

A charter of incorporation has just been
granted to the Perkins Music Co., of Maiden,
Mass., which will be capitalized at $50,000.

Musical instruments will be handled.

Joseph M. Quirk, of Batavia, N. Y., who has

operated a talking machine store at 4 Court
street for a number of years, has moved his

business to 5 Jackson street.

The NEW EDISON
tn

New Models, New Prices

EDISON FEATURES

Permanent Diamond Point Reproducer.

PIays all Makes of Records Better.

Ed ison Records Play Longer, Wear Longer.

New Improved Records.

Dealers proposition submitted upon request

Frank
E. BOLW^Y
SYRACUSE

&Son
Inc.

Est. 1889
Jobbers

FARM BUYING POWER INCREASES

Department of Agriculture States Purchasing

Power of Farm Products at Highest Point

in Three Years—Good News for Retailers

tion of the nation's farmers and which was
largely confined to a comparatively small sec-

tion of the country.

Washington, D. C, November 8.—According to

the November Review of the Department of

Agriculture just issued the purchasing power

of farm products has reached the highest point

it has achieved during any time for the past

three years. The index number of the purchas-

ing power of this group is put at seventy-fiive,

as against seventy-three in August and sixty-

four in September, 1922.

Farm prices have shown steady advancement,

a condition which should be reflected in the

buying of rural communities. The Department

of Agriculture's statement will do much to re-

lieve the situation of apprehension created

through the low prices for wheat, which, after

all, afifected but a comparatively small proper-

BAQSHAW OFFICIALS VISIT GOTHAM

C. H. and W. J. Bagshaw, of the W. H. Bag-
shaw Co., Lowell, Mass., were among the re-

cent visitors in New York City. The Aiessrs.

Bagshaw divided their time between the head-

quarters of the Brilliantone Steel Needle Co.

and Reflexo Products, Inc., both of which are

selling agents of the various talking machine
needles made by this company. Plans for 1924

were discussed. The plant of the company is

reported very busy and the present year will

surpass all others in needle production.

Talking machines to match the furniture in

the homes of his customers are made by E. L.

Corle, who has opened a shop in Hutchinson.

Kans., where he makes instruments to order.

REGINA Phonograph Reproducer

and Radio Loud Speaker

TWO IN ONE
In about 30 days we will have ready for delivery a

new Regina Phonograph Reproducer and Radio
Loud Speaker for all makes of phonographs. It is

a combination of the two in one without change.

Just "plug in" to listen to the radio.

Will retail for $15.00.

Dealers wanted—write for full particulars.

The Regina Phonograph Co.

Manufacturers
Rahway New Jersey

Regina Phonos— Regina Hexaphones and Music Boxes
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Kraft, Bates &. Spencer, Inc.
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Musical Merchandise Sales Co.
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ACROSS THE CONTINENT
to make Brunswick Records on the Coast because Two Western

Orchestras are commanding national attention

A notable musical event of
national consequence

pT is the new thing in popular music that

fosters public demand and builds the

dealer's profits—a new song—a new star

—a new way of "putting it over." That
is the big news in this announcement

—

for something distinctively new has come out

of the West.

Tourists returning from the coast have been

bringing the news of two unusual orchestras

out in California. The swelling tide of their

enthusiasm prompted immediate Brunswick
action— and on a scale unprecedented in the

phonograph field. We have carried a special

recording laboratory and technical staff direct

to the center of this new musical movement

—

and we have carried back to the East a group

of truly phenomenal recordings.

Both orchestras are exclusively Brunswick.
One of them is Lyman's Ambassador Hotel
Orchestra. The other— the Paul Ash Orches-
tra—will be announced in detail later.

The first records of this famous series are on
the market now—and within a month thousands

of American homes will respond to Lyman's
California Ambassador Hotel Orchestra,
just as the Pacific Coast does now. This an'

nouncement is one of the biggest phonograph

events of the season. All Brunswick dealers are

preparing for a heavy demand to take advan'

tage of this unusual opportunity. We have
promised our dealers that these first Lyman
Records are unsurpassed. They are new. They
are sensational. They are beautiful. Lyman and
his orchestra are inimitable—so are his records.

PHONOG RAPH S
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T 0 L E D 0
Shortage of Popular Models Felt

Here—Expect Biff Holiday Bus-

Month's Trade Activitiesmess

Toledo, O., November 7.—During the past month

talking machine demand has been exceptionally

good. The one serious drawback, however, is

a shortage of models, and there is little hope

that the situation will be improved before the

holidays.

Concert artists are playing a big part in stimu-

lating record sales. Already several inter-

nationally known artists have appeared before

Toledo audiences, and there are still many- who
will come within the next few months. Most

merchants are co-operating ^ in making local

concerts a success by assisting in the box office

sales and in advertising the event in stores,

windows and newspapers.

At the Toledo Talking Machine Co., Victor

distributor, the demand for machines exceeds

the supply. There are a few available models,

but the majority of consoles are out of stock,

and after orders on file were filled November 1

the large warerooms were nearly empty. To-

day few orders can be filled complete. About
the only consolation for dealers who have

waited too long to buy is for them to purchase

machines which are available, and these include

several of the high-priced variety.

The Lion Store Music Rooms have coupled

efiforts with the sixty-sixth anniversary sale,

which is being conducted throughout the large

enterprise. The store has more than 1,500 live

prospects listed. Outside salesmen soliciting

for Victrolas, Cheneys and Brunswicks, report

much holiday interest.

O. Packard, formerly with Grinnell Bros.,

his joined the salesforce here. Other additions

will be made which are in line with expansion

plans under way.

At the La Salle & Koch Co. November trade

opened well, and volume for the year is ahead

of former years, Forrest O. Edwards reports.

Miss Emma Smith is a new member of the rec-

ord force.

At the J. W. Greene Co. machine and record

volume is climbing as the holidays approach,

with the total for the past month nearly twice

as great as last year.

An innovation started here consists of back-

ing up the salespeople. That is, in order to keep

the sales force upon the floor and behind the

service counters and out in the booths or free •

from trivial matters, Miss Bonna Hadley has

been engaged to assist in overcoming trifles

and to take up the slack in the sales rope.

A window featuring the "Covered Wagon"
song hit, "Oh Sussanna," has sold a large num-
ber of the records. A covered wagon, modeled
after those in the film, has turned the trick.

So great is the Red Seal record increase, it is

said, that selections which formerly averaged
five to ten a year now sell to the tune of fifteen

a month. A feature which is assisting sales is

the setting of a monthly sales quota for sales-

people. Above the sum set a commission is

paid on all sales, which is limited only by their

efforts. Miss Helen Baumgardner is a new
member of the department, likewise, Edine
Heck.

At Grinnell Bros, records of noted artists on
tour who will visit Toledo in the near future

are exploited in the store organ "Melody."

Then the three attractive Victor display rooms
with floor lamps, wicker furniture, rugs and
genuine home atmosphere, add to sales pos-

sibilities. Miss Deister and Miss Thelma Wood-
ward recently became associated with the Vic-

trola department.

The Goosman Piano Co. is meeting with suc-

cess in its campaign for school contracts. The
principal drawback to closing school machine
sales is that generally it is necessary to work
out a plan whereby sufficient funds may be

raised to take care of the payments. In this

the house has been successful, Fred. N. Goos-

man states. Bush & Lane, Starr, Vocalion and
Columbia models are dealt in here.

The United Music Store, foreign record spe-

cialist, is finding this a profitable field. The
foreigner is a liberal buyer, once convinced the

dealer understands his likes, speaks his lan-

guage and will assist in making proper selec-

tions, Harry Wasserman reports. He also

states that since the announcement of his new
foreign record and talking machine shop open-

ing appeared in The World, he has received

letters from all sections of the country asking

for information about the venture. Two out-

side men, John Pzrminski and Wm. Jones, have

lately joined forces with the house.

,A.t the Whitney-Blaine-Wildermuth Co. the

gift certificate for Christmas is being urged as

a worth-while present. The double facing of

Red .Seal records has marked the greatest single

advance for increasing sales yet promulgated,

according to Miss Maud Winchell, in charge

of the talking machine department. C. E. Ever-

ingham,. formerly associated with the Starr

Piano Co. and the Cable Company, is now a

member of this organization.

The Frazelle Piano Co. is fast completing its

Reg. U. S. Pat. Off.

5 Upright
3 Console

1924 Models
of Standard
Value Always
Offering the

greatest oppor-
tunity to dealers

Also Radio Cabinets

WANTED—Jobbers and dealers to han-
dle this long-established line. Reputation,
quality and service responsible for past suc-
cess, locally. Sales plans now include entire
country. Write to-day for full details and
secure exclusive territory rights now being
awarded.

COLUMBIA MANTEL CO.
175-177 Power. St. Brooklyn, N. Y.

Real Merit WinB— The "Recordion** ha» it

expansion program. A downstairs store and
basement has been added to the upstairs store.

Vocalion and Sonora booths will be installed

in the new shop. A formal public opening of

the enlarged store will be held in the near fu-

ture, following the completion of extensive re-

modeling and improvements.

COMMENDS AUDAK EQUIPMENT

Kansas City Dealer Installs Record Demon-
strating Device and Increases Facilities

Paul's Record Store, Inc., 1103 Walnut street,

Kansas City, Mo., dealing in Victrolas and Vic-

tor records, recently completely remodeled its

salesrooms. Included in the new equipment

of the store is a series of "Audaks," the well-

known record-demonstrating product. M. M.
Paul, manager of the store, in a letter to the

Audak Co., recently, said:

"We are now using nine of these equipments

and expect to add additional ones in the future.

Our customers seem to prefer the service

afforded by 'Audaks.' When it is considered

that our warerooms are small, twelve by twenty

feet, the 'Audaks' add greatly to our capacity."

The K & D Electric Phonograph Motor

Prices,

Sample Motor or

Booklet on Request

I.

II.

III.

FEATURES
A real automatic stop, containing in one unit a

switch and protective lock.

Uniform speed—Is run direct from motor to

formica spindle gear. It has no belt to sHp. No
electrical control to need adjustment. Runs on
either alternating or direct current.

Price—No electric phonograph motor has been
sold at as low a price. Our production and ex-

perience enable us to compete with the spring

motor. A real guarantee is back of the K. & D.

You should look into these three features.

DISTRIBUTORS

CLIFF ELECTRIC CORPORATION
59 Pearl Street, New York
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LB\NINSSWORLiyHySI
Theatrical Prosperity and the Music Dealer
Opening of Theatrical Season Shows Encouraging Activity Especially With Musical Productions

—

From Dealer's Standpoint Present Conditions Are Highly Encouraging

Of particular interest to the talking machine

dealers and, of course, music publishers, is the

fact that the theatrical business has returned

to an activity that had not been reached for

the past two seasons. Of added importance is

the number of musical shows now touring the

country and the exceptional lengthy periods for

which they make their appearances. Cities that

formerly supported a road show one or two

days have, in many instances, lengthened the

stay of the more successful productions to a

week and the larger trade centers, where a

week was considered sufficient time to play the

city, now find it possible to play at least two

weeks. In some instances productions have

been booked for return engagements.

The fact that the theatrical business is most

prosperous and that a number of road shows,

particularly of the musical comedy type, are

playing to packed houses while on tour means

so many added sales for the retailer. This,

together with the fact that the Fall business

on strictly popular numbers has been in heavy

volume, should mean much in the way of profits

for the sheet music and record merchants before

the close of the present season.

Production numbers are having unusually

large sales and as a number of producers of

successful shows are sending out a number of

companies carrying the same title these offer-

ings, undoubtedly, will have covered the entire

country before next Summer. Thus the sales

of these particular offerings will assume na-

tional proportions.

One indication of the success of strictly musi-

cal offerings is that of the production of "Blos-

som Time," based on the life of Franz Schubert.

Following its success in New York the pro-

ducers sent out two road shows last season and

again with the opening of Fall touring "Blossom

Time" shows were placed on the road. The
outstanding number of this show is "Song of

Love," the sales of which have been most
steady. In this particular instance not only do

the sheet music and records sell during the time

the show appears in various cities, but invari-

ably there is an active demand for the number
for many weeks after it closes.

It might also be pointed out that the musical

productions that are having the most success

on the road are those that are based upon some
legitimate plot and the music of which is an

appropriate part of the story. This cannot al-

ways be said of the strictly musical revues,

although some of them have been contributors

of exceptional sellers. The real musical show
with a story, however, seems to be less of a

gamble for the publisher, if not for the pro-

ducer.

From the dealer's standpomt the success of

musical road shows can be looked upon with

favor, inasmuch as the\' invariably mean addi-

tional sales that could hardly otherwise be

obtained. With the strictly popular counters

quite active, added sales from another source

not only mean greater profits, but often bring

people into the store who might otherwise stay

away for many weeks.

After all, bringing people into the store is

the most important part of retailing. During

the past Summer this was most impressively

demonstrated when the sales of "Yes! We
Have No Bananas" jumped to 1,000,000 copies

within a very short period of time. There were

other good sellers upon the counters but, un-

doubtedly, "Bananas" induced some hundreds

of thousands of people to enter the music store

some weeks before they had intended. These

purchasers, undoubtedly, once in the store, made
a number of additional purchases than had been

their original intention.

With the musical comedy road shows playing

to packed houses resulting in a demand for the

songs from the productions, and the popular

business showing an upward trend, the Winter

season gives promise of returning to a similar

successful period that made the music stores

so active during the season of 1919-20. Of
course, much depends upon how dealers take

advantage of their opportunities.

HEARST EXPLOITS "BEAUTIFUL ROSE"

Hearst Music Publishers, Ltd., is exploiting

its waltz number, "Beautiful Rose," in con-

junction with the motion picture exhibition of

D. W. Griffith's "The White Rose." The va-

rious booking exchanges in charge of the release

of this Griffith film are giving unusual co-opera-

tion to the publisher of the above "rose" song,

and exhibitors and orchestras of motion picture

houses are also lending aid by programming it.

Stasny's International Hits

Featured by

Paul Specht

and his

Hotel

Alamac

Orchestra

The Biggest

Selling Waltz
of the

Season
Featured

by
Vincent Lopez
and his Hotel
Pennsylvania
Orchestra

ORDER NOW A. J STASNY MUSIC CO., Inc.

56_WEST^45TH STREET, NEW YORK CITY

Released by Leading
Record and Roll Companies
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HIT HARRY VON TILZER'S HIT

DEAR-OLD-LADY
A BEAUTIFUL FOX TROT

Sung By Hundreds of Vaudeville ActSi Played By Thousands of Orchestras.

NEW STASNY CO. REPRESENTATIVES McHUQH NEW SHEET MUSIC MAGNATE THE DEMAND IN LOS ANGELES

Frank Gibney Handling Stasny Catalog on
Pacific Coast With Billy Newsome Rendering

the Same Service in Chicago

Frank Gibney, recently connected with J. H.

Remick & Co., Seattle, has arranged to again

represent the catalog of the A. J. Stasny Music

Co. on the Pacific Coast, making his head-

quarters in San Francisco. He has a fine tenor

voice and will exploit the Stasny feature num-
bers, "Sun-Kist Rose" and "Waltz Me to Sleep

in Your Arms" in the theatres and over the

radio. Harry Tobias, New York salesman for

Stasny, who is now on the Coast, is sending in

good orders for various numbers in the Stasny

catalog.

Billy Newsome, formerly connected with

Waterson, Berlin & Snyder, and Irving Berlin,

Inc., is now representing the A. J. Stasny Co.

catalog in Chicago and surrounding territory

and is arranging some effective exploitation

stunts for the various numbers.

•raoPULAR
-Kbauad
'j. succisse5

BY
LOCKHART 6 SEITZ

IF WINTER COMES
BY

ARKHL 6 TENNENT

SMIIETHROUCHYOURTMS
BY

BERNARD HAMBLE>J

ROSES OF PICARDY
BY

>VEATHEBLY 6-^000

50NG0FS0NGS
BY

VAUCAiB-E -LUCAS -A^OYA

THEBELISOFST.MARYS
BY

FURBER 0'ADAMS

SOMEDAYYOUWIILHISSME
BY

GR-EY C DAR-EWSKJ

THERBASONGINMYHEM
BEILNARD HAKBIEN

CHAPPELL-HARMS, INC.
185 A^ADISON AyE,NEVYORK

James Francis McHugh Taken Into Jack Mills,

Inc., and Voted Substantial Block of Stock

—

Well Known and Popular in Sheet Music Trade

"No, No, Nora" and "That Old Gang of Mine"

Among City's Leading Sellers

James Francis McHugh—so listed in the City

of Boston's record of births, but better known
in the "Furious Forties" as Jimmy McHugh

—

has not as yet purchased a silk hat, but it is

rumored that he has already taken to the smok-

ing of big, black cigars. Three or four times

daily, of late, Jimmy walks casually into the

cashier's office at Jack Mills, Inc., and takes a

long look at the safe.

And all because, at a recent meeting of the

board of directors of the Mills concern, it was
decided to vote Jim into the firm and present

him with a generous block of stock. Jim—big,

dapper and gray beyond his years—has just

passed his thirtieth birthday, but his face has

begun to show signs of the "grind." In his

bright lexicon there is no phrase quite so im-

portant as "the ballad looks terrific."

Starting ten years ago in the publishing busi-

ness, "Mister" McHugh successively represented

several publishers in Boston, and came to New
York in 1919. Shortly after the inception of

the Jack Mills project, Jim came along to lend

a hand, and, to quote "Dulcy," "The rest is

history."

An engaging personality, coupled with that

all-important faculty of making and keeping
friends, has made Jimmy McHugh distinctly

popular in the industry. None questions his

position as one of the most capable professional

men in the business and his reward has come
as a fitting climax to years of effort.

"Send 'em all around to interview me," said

Jim, immediately after being informed of the

decision of the board of directors. "I'll take

Arthur Brisbane, Frank Crane and the whole
crowd on to a decision. Put it in big, black type

and just say, 'Jack Mills and Jimmy McHugh
Are Partners!'"

Los Angeles, Cal., November 5.—The Fall busi-

ness in the sheet music departments is usually

started at the time of the opening of the schools

and as this took place early last month business

has been exceptionally good, according to re-

ports from the various managers.

The two leading popular songs seemed to be

"No, No, Nora" and "That Old Gang of Mine,"

copies of these two songs have been selling in

enormous quantities all along the line.

J. J. Apffel, manager of the sheet music de-

partment of the Southern California Music Co.,

states that business in its new store, 806-808

South Broadway, has been remarkable, necessi-

tating additions to the sales force.

ADDED TO THE BERLIN CATALOG

"Sittin' in a Corner" and "Roamin' to Wyomin' "

Latest Songs to Be Exploited by That House

Among the new songs added to the catalog

of Irving Berlin, Inc., is "Sittin' in a Corner,"

lyric by Gus Kahn and music by George W.
Meyer. The professional department of the

house is already making this song a feature in

vaudeville, and the band and orchestra depart-

ment will also give the number wide exploita-

tion. Two other recent releases from the Ber-

lin catalog are "Roamin' to Wyomin'," words by

Sidney Clare and music by Walter Donaldson,

the latter having a long list of successes to his

credit, and Joe Young and Sam M. Lewis, authors

of "Mammy," "Ten-Ten-Tennessee" and other

songs, with music by Lou Handman, have con-

tributed "Lovey Came Back." These numbers,

together with "Indiana Moon," one of the out-

standing waltz successes of the season, will be

the active numbers of the Berlin catalog during

the coming weeks.

Extra Profits for Record and Roll Dealers

"Just A Girl That Men Forget"
THE POWERFUL SERMON-BALLAD SENSATION

This epoch-making "lesson-song" has been released "two-ways"
on practically every phonograph record and piano roll, ard has

been acclaimed by press and pulpit, as well as leading headliners

and orchestra leaders "The Most Amazing Song of the Century."

You Are Selling the Records and Rolls—Why Not the

Sheet Music? Write For Our Proposition.

JACK MILLS, Inc.
MUSIC PUBLISHERS

JACK MILLS BUILDING
148-150 WEST 46th STREET

NEW YORK, N. Y.
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PRINCE DANCES TO "SUN-KIST ROSE"

Prince of Wales Among Those Who Have
Danced to Music of Stasny Number as Played

by Jack Hylton's Grafton Galleries Orchestra

One of the leading fox-trot hits in England

for some time past has been "Sun-Kist Rose,"

the A. J. Stasny Co. publication, which, in addi-

tion to being featured by a number of orches-

tras in and about London, has been recorded

for His Master's Voice records by Jack Hyl-

ton's noted Grafton Galleries Orchestra. The
organization plays dance music for royalty,

which patronizes the Galleries regularly to dine

and dance. The Prince of Wales and other

members of the royal family have danced to the

music of "Sun-Kist Rose" while at Grafton's

and it was there that Whiteman and His Or-

chestra appeared for a time while in London,

playing alternately with the Hylton organiza-

tion.

Another Stasny number that has won a place

for itself in England as well as in the United

States is "Waltz Me to Sleep in Your Arms,"

which is being featured by a large number of

orchestras and was also recorded on records

and music rolls.

although stopping at Buffalo and RocL,^,:;";^

route home. ' j_ar>-

It is significant that wherever Mr. Wholman
has featured the song his appearance in vaude-

ville has been followed by quantity orders for

"You" from local dealers for immediate deliv-

ery, and the demand for the number generally

is increasing steadily. A number of music

stores, particularly in the East, have arranged

effective window displays of "You," and many
of the leading orchestras are featuring it.

MIDNIGHT ROSE WEEK" PLANNED

Beginning November 26 M. Witmark & Sons
Begin Big Sales Drive on This Number

HEARST NUMBERS IN VAUDEVILLE

Large Number of Acts Successfully Using
Numbers From This Publisher's Catalog

SALES OF "YOU" ON INCREASE

Substantial Demand for New Irving Berlin, Inc.,

Number Reported Particularly From the East

—Being Featured Prominently in Vaudeville

One of the recent publications of Irving Ber-

lin, Inc., to win quick success is "You," a num-
ber with an excellent melody written by Al

Wholman, who is presenting the song in the

course of his vaudeville tour over the Keith

Circuit. Mr. Wholman appeared at Keith's in

Detroit and is on his way to New York, where

he will appear at several of the Keith houses.

The Hearst Music Publishers, Ltd., numbers,

"Wonderful Child," "Beautiful Rose," "In the

Land of Sweet Sixteen," "Some Day You'll Cry
Over Somebody Else" and "Always Looking
for a Little Sunshine," are finding favor with

singers, the following artists using one or more
of them: Norman Stanley; Bobbie Lowe, of

"Youth & Melody"; Larry Francis, of Milford

& Francis; Gene Leighton's Rainbow Six;

Happy Benway & Sonny Dinkins; Farrell &
Hatch; Dolly St. John; Jack Reidy, of Reidy

& Curry; George Britt; Gazette & Thorn-
dyke; Jack Lipton; Joe McAnallan, of Coburn's

Minstrels; Olga La Marr; Mabel Lorraine;

Frederick Sisters, with Mack's Four Steppers;

Betty Baun & Jack Byrnes; Charlie Holds-

worth; Fletcher, Ivy & O'Connor; Barnes and

Robison; Mabel Besthops and Margie Catlin.

Si Conn, orchestral leader, of Proctor's One
Hundred and Twenty-fifth Street Theatre, New
York City, used "Some Day You'll Cry Over
Somebody Else" as the musical theme for Rex
Beach's famous film play, "The Spoilers," and
reports that the song went with the theme of

the play as though it had been written espe-

cially for the picture.

The week of November 26 will be set

aside as "Midnight Rose Week" by the trade

through the announcement and arrangements

made by M. Witmark & Sons, the publishers.

The plans call for one of nhe most intensive

sales drives ever inaugurated on a popular song
and dance success.

The entire sales, professional, band and or-

chestra departments, as well as tht various

branch offices and representatives of the Wit-

mark organization, are to take part in the

coming campaign. Theatres everywhere will

program the number. Dance orchestras every-

where, motion picture houses and cabarets and

other places where music holds swing will fea-

ture "Midnight Rose."

Plans for many window displays and the

featuring of "Midnight Rose" on music counters

have been arranged with retailers. The Wit-

mark organization has issued some very effective

advertising material for this purpose. It in-

cludes special title pages, streamers, hangers,

cut-outs and other sales creators.

MARKS CO. GETS "FEELIN' BLUES"

To Publish New Number Featured in Vaudeville

by Team of Farrell and Hatch

Among the vaudeville teams who are singing

their own songs over the various circuits with

great success are Farrell and Hatch, who have

won great popularity with vaudeville fans with

their act which is filled with melody from start

to finish. The latest number featured by the

team is "The Feelin' Blues," which has been

accepted for publication by the Edward B.

Marks Co., and will be published shortly.

YouB^d^ jiyHeatt



160 (World of Music) THE TALKING MACHINE WORLD November 15, 1923

Extensive Feist Publicity Drive Under Way
Rotogravure Advertising in New York Paper Ties Up With Records by Featuring McCormack,

Record Artist, and Feist Hit—Campaign National in Scope—Window Display Contest

Leo Feist, Inc., tlie well-known popular music

publishing firm, inserted a full-page advertise-

ment in the rotogravure section of the New
York Tribune on Sunday, November 11. Of
particular importance to the talking machine
trade is the fact that a good portion of the

space used was given over to a large photograph

the latter a song and dance success of no mean
proportions from the musical show, "Little

Jessie James." An interesting feature of all of

these announcements was the fact that mention

was made that the numbers advertised could

be procured for the piano, phonograph and

player-piano. Undoubtedly such advertising,

as "No, No, Nora," "Swingin' Down the Lane,"

"Cut Yourself a Piece of Cake," "Love Tales,"

"Blue Hoosier Blues" and "Saw Mill River

Road." Mention was also made of the "Good
Old Timers," the publication carrying seventy-

five popular selections of ancient and modern
vintage.

In connection with this latter campaign $500

in prizes is to be distributed by Leo Feist,

Inc., for the best window displays of either

the "Feist Dance Folio No. 6" or the "Good
Old Timers" publication, or both, or display

of material of these two folios, the latter being

Type of Feist Full-page

of John McCormack. There also appeared a

reproduction of Victor record No. 961, a recent

McCormack release of the Feist song and waltz

success, "Wonderful One"; a series of other

current Feist numbers were also mentioned.

This is the third of a series of full-page an-

louncements which the Feist organization has

sed in the Sunday rotogravure section of the

New York Tribune during this Fall. The
previous announcements have carried publicity

on "Saw Mill River Road" and "I Love You,"

Advertising Tying Up Artists and Records With
supplemented by the other Feist activities, has

created many additional sales of the sheet music

and the mechanical renditions of the numbers
featured.

Advertising plans somewhat more national in

scope were also a part of the Feist November
pubHcity. The outstanding feature of these

latest plans was the insertion of a full-page

announcement in this week's Saturday Evening

Post (November 17) ' advertising the "Feist

Dance Folio No. 6," and comprising such songs

Song and Dance Hits

furnished gratis by the Feist company. This

contest will close December IS.

All in all, this is quite a large campaign, par-

ticularly where individual numbers are given the

publicity. It is of added importance inasmuch

as, undoubtedly, a fair proportion of the adver-

tising redounds to the benefit of the talking

machine trade.

The prominence which is given the talking

machine record in a great deal of music pub-

lishers' advertising at the present time shows

EEP YDUR USU REGISTER

yNEINiS

MEARST MUSIC
and make your own con<lltions instead of bcin^
at tha mercy o£ them.

i

STANDARD
POPULAR

INSTRUMENTAL^
Write for Catalogue

Featurinz HEARST Music is likf making love to a
Widow—You can't overdo it!

from your Jobber or any of the follow-
ing OfHces

MUSIC
PUBLISHERS
OF CANADA LTD.

100% PROFIT
THE BIGGEST CASH REGISTER CATALOGUE

YOU CAN HANDLE
Rings the bell- like a bill collector

BIG PROFITS — QUICK SALES — BIGGER BUSINESS

is no loss on any HEARST Son^. AU
unsold copies fully returnable

Prices F. O. B. Nearest Office:

100 of one Song 14M^
100 Assorted....14Kc

Less than 100.. 15c

ORDER NOW

HEARST
16S8 Broadway, NEW YORK Phoenix Bldg., WINNIPEG 199 Yongo St., TORONTO
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FIVE RECORD RECORD-BREAKERS
LOVEY CAME BACK
A Real Hit By JOE YOUNG. SAM LEWIS and LOU BANDMAN

YOU The New Melody
Song Hit

ROAMIN' to WYOMIN'
Successor to "Carolina in Ihc Morning" Ijy the same writers

KOKOMO A Novelty Comedy Song
different from tlie rest

WHY SHOULD I GIVE MY LOVE TO YOU
Another "You Know You Belong to Somebody Else"

By the same writers

Above Songs Featured by Orchestra and Vaudeville Acts from Coast to Coast

IRVING BERLIN, Inc., 1607 Broadway, New York
without question the ever-growing importance

of this side of the distribution of popular song

numbers. To-day all music publishers' pub-

licity is but additional to the publicity of the

NEW BERLIN DANCE FOLIO

Publisher to Bring Out Special Edition of Uni-

versal Dance Folio With Many Late Hits

DANCEjJlg.i

rPublisheU by LEO. FEIST Inc. FEIST BLDG. Hbrkj
I.EQ. FEIST LIMITED, TOROMTO, CATMAOA.

Irving Berlin, Inc., announces the early re-

lease of a special edition of the Universal Dance
Folio for Piano. It contains many of the latest

additions to the Berlin catalog and is consid-

ered one of the best compilations ever arranged

by that house. The numbers include fox-trots,

waltzes, one-steps and numbers with jazz effects.

Included in this folio are "That Old Gang of

Mine," "Indiana Moon," "When You Walked
Out Someone Else Walked Right In," "Down
Among the Sleepy • Hills of Tennessee" and
"Love" (My Heart Is Calling You.) In all

there are twenty-six numbers published in the

usual Berlin sized folio with a particularly at-

tractive title page.

BUYS BALLAD SUCCESS, "SWEET PAL"

Shapiro, Bernstein & Co., Inc., have pur-

chased from Reinhardt's Music Shop Memphis,
Tenn., the ballad success, "Sweet Pal." The
number has shown much activity in recent

weeks and the Shapiro, Bernstein & Co. profes-

sional department contemplates wide activity on

the number in co-operation with a national sales

campaign.

Folio Featured in Feist Campjiign

talking machine trade itself, for unquestionably

a great number of people are influenced to buy

these songs in mechanical recorded form as

well as in the form of sheet music.

LOUIS BREAU ENDSMID=WEST TRIP

Louis Breau, of the publishing firm of Breau

& Tobias, returned to New York late last week
following a nine weeks' trade tour through the

Middle West. Six weeks of this period he spent

in Chicago, where lie closed arrangements for a

series of theatrical tie-ups on several songs from
his catalog, including "At the End of the

Swanee," "Voice With a Smile" and "Hot
Roasted Peanuts."

Jerry Hoffman, formerly on the Dramatic

Mirror, has joined the organization of the E. B.

Marks Music Co. as exploitation manager.

fjjie recognized

WALTZ HIT
ofthe

0LDai((NE¥¥ORlD!
Soncj version b'Y

BALLARD MAC DONALD

"Just One More Kiss," a Viennese number
recently added to the catalog of the Sam Fox
Publishing Co., has been released in both instru-

mental and vocal form. A wide campaign of

publicity has been arranged to popularize this

European success, and both the sales and pro-

fessional departments of the company expect it

to be one of the season's outstanding features.

DRIVE ON KAY STERN SONGS

Kay Stern, Inc., 1540 Broadway, New York,

lias inaugurated a campaign on the novelty

song "He May Be Your Good Man Friday"

(But He's Mine on Saturday Night). A cam-
paign among orchestras has also been arranged

on a song entitled "My Dawg."

Hear Margaret Young. Sopliie Tucker
and Mamie Smitli Sing

"HE MAY BE YOUR GOOD MAN FRIDAY"
(But He's Mine on Saturday Nigbt)

OTHER CURRENT SUCCESSES

"MY DAWG"
'If Yon Think You're Going to Stay Out
All Nigtit on Me; Ttiat's Your Hips"

KAY STERN, Inc.
1540 Broadway
New York

That "Smilin' Through" continues to smile

merrily on its way is evidenced by the fact that

when Reinald Werrenrath sang it for encore at

his concert in Peoria, III., the Transcript of

the next morning spoke highly of it.

^VOICE '

WITU A
kSMILEi

PUBLISHERS OF THE WORLDS orch,

MILLION DOLLAR IS]i-J5?7 &a^d

"PARADE OF WOODEN SOLDIERS'^

SPECIAL OKH'JUSTFOR T0mHT2SiBm 50i

|VIUSIC,REC0RD5.R0LLS ON SALE EVfRVWHERE

225 VWEST 46''4tNeW VORK
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AN EFFECTIVE RECORD TIE=l]P

Remick Song & Gift Shop, Portland, Ore., Fea-

tures Gennett Record of "Somebody's Wrong"

Portland, Ore., November 6.
—"Somebody's

Wrong" was recently featured in a clever win-

dow display by the Remick Song & Gift Shop,

which, in the display, "tied up"-the number with

Clever Vvindow JUisplay by Kemick Snop
the Gennett record by the same name. Both

sheet music and record sales were materially

stimulated through the displaj^ I. F. Sklare,

manager of the local shop, who is responsible for

working out the clever idea, also received the co-

operation of all prominent local orchestras and the-

atre organists while the window was "dressed

up," which also helped "put over" "Somebody's

Kecord Business

npHE Whitsit organi-
zation is paying

close attention to the
dealers' activities in

connection with the de-
velopment of Victor
record business. Our
facilities and experience
are at your disposal

—

why not take advant-
age of it?

cotu

Wrong" in the right wa}'. The display featured

by the Remick Shop was particularly pleasing

to the wholesale department of the Starr Piano

Co., of this city, which is the Pacific North-

west distributor of the Gennett records.

Charles Soule, wholesale manager, reports ex-

cellent sales of "Somebody's Wrong" and, with

the co-operation such as Remick has given, he

expects even larger returns from this excellent

number throughout the present season.

NEW BLUES PUBLISHERS

Rainbow Music Corp. to Specialize in Produc-

tion of Blues Numbers

The Rainbow Music Corp., 1547 Broadway,

New York City, announces the opening of a

new publishing company specializing in "blues"

songs. Its staff is composed of well-known

writers, including the very popular song^vriting

team. Bob Ricketts and Porter Grainger.

Bob Ricketts is a graduate of Oberlin Uni-

versity with a degree of master musician. He
has arranged and composed some most success-

ful "blues" songs. Porter Grainger began his

career in Chicago about eight years ago after

much training under the late Burrell Van Buren

and is the writer of a number of successes.

The above team is responsible for such songs

as "Triflin' Blues," "Laughin'," "Cryin' Blues"

and "If You Want to Keep Your Daddy Home."
The Rainbow Music Corp. has started a cam-

paign on a new catalog comprised of such songs

as "Wish I Had You" (And I'm Gonna Get You
Blues), "Just Thinkin'," "Love Ain't Blind No
More," "Mistreatin' Daddy," "Tired O' Waitin'

Blues" and "Do Doodle Oom."

DITSON DEPARTMENT SETTLED

Wholesale Victor Department of Chas. H. Dit-

son & Co. Now on Third Floor of Building

The wholesale Victor department of Charles

H. Ditson & Co., under the management of

Paul Carlson, is. now comfortably settled on

the third floor of the commodious Ditson Build-

ing, at 10 East Thirty-fourth street, having been

moved down to that floor from the eighth. The
department, although occupying the same floor

space as formerly, has been rearranged in a

manner to give more space to the stockrooms

and also provide more commodious showrooms
and offices. The move, coming just at the time

when business was most active, kept Manager
Carison, his assistant, J. C. May, and the other

members of the force working nights and Sun-

days, but the result is well worth while and
there was not the slightest delay in shipments

to dealers during the process. This, needless

to say, was an achievement of which all con-

cerned should be proud.

F. A. Anderson is a recent addition to the

sales staff of the wholesale Victor department

of Chas. H. Ditson & Co., covering the metro-

politan district.

THE POPULAR SONG IN CARTOON

Cartoon on Oklahoma Situation Revives Mem-
ories of the Songs of the Great War

The manner in which the title of a popular

song sticks in the mind of the public during

the j'ears is well illustrated in the accompany-

Oale, Id the Loa Auffeles Tlmea.

ing cartoon from the Los Angeles I'imes, which

uses the wartime comic song "K-K-K-Katy,"
published by Leo Feist, Inc., as a means of

suitable reference to the situation that has de-

veloped in Oklahoma, where the "two-gun man"
of the old West has come again into the lime-

light for a spell.

ACT TO SETTLE ^LD PATHE AFFAIRS

The first move in the final settlement of the

affairs of the old Pathe Freres Phonograph Co.

was made in November when a meeting of

the creditors was held in the United States Dis-

trict Court of the Eastern District of New
York, in Brooklyn. The creditors approved

the proposed claim allowances as well as the

accounts of the receiver and steps were taken

providing for his early discharge.

MARKS CO. PUBLISHES "LIZZIE"

The Edward B. Marks Music Co. has ar-

ranged to publish "Lizzie," a new song recently

added to its catalog, at once. The number is

by Johnny Tucker, who is known as the "Jolly

Singing Fireman," a member of the depart-

ment's quartet, and Leslie Moore.

Carlson Bros., prominent dealers of Moline,

III, recently held the formal opening of a fine

new store at 1405 Fifth avenue. The first floor

is devoted to a Victrola department.
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LOS ANGELES
Radio Trade Association Becomes Division of Music Trades Body
—Death of Joe Carter—Prominent Visitors—The Month's News

Los Angeles, Cal., November 7.—Whether

the radio department in the music store will

become a twin sister o'f the talking machine de-

partment, or whether it will become as distant

and separate as the piano and other divisions,

remains to be seen, but at present there is a

distinct tendency to link the radio and phono-

graph departments together and arrange for •

salesmen to sell both, using the same methods

more or less as those which they have become
accustomed to with the latter. At any rate the

action taken by the Radio Trades Association

of Southern California in deciding by unani-

mous vote to become a part and division of the

Music Trades Association of Southern Califor-

nia marks a precedent which will, doubtless, be

followed in many other parts of the country.

It is perhaps all the more interesting in this

particular case in Southern California, when it

is taken into consideration that the present

Music Trades Association of Southern Califor-

nia was formed some years ago from an origi-

nal association—the Talking Machine Associa-

tion of Los Angeles.

The basis upon which this amalgamation took

place was the claim of its backers that radio is

90 per cent music and that there was every in-

dication that music stores were demonstrating

their ability to sell radio sets with greater

facility and more proper procedure than the

electric store, although it is believed that the

latter will in time separate its radio depart-

ment entirely from the ordinary electric sup-

plies and conduct it on lines similar to those

used by music store departments. The specialty

radio store also will, like the specialty phono-

graph store, adopt plans for instalment sales,

sound-proof booth demonstrations, trade-ins,

and establish the rules and regulations of the

music store. The new division of the Asso-

ciation will have its chairman and committee in

the same way as the musical merchandise, sheet

music and other divisions of the Association

already have their chairmen and committees.

They will also have two members on the ad-

visory board of the Association.

New Brunswick Model Popular

The new Brunswick Raleigh model is prov-

ing to be a very popular instrument and Bruns-

wick dealers who placed orders for large con-

signments a few weeks ago are now receiving

big shipments, which should see them well sup-

plied for the holiday trade. Howard L. Brown,
branch manager of the Brunswick wholesale de-

partment, is very enthusiastic over this model.

Griffith Ellis Locates in Los Angeles
Grifiith Ellis, former secretary and director

of the Chicago Talking Machine Co., recently

arrived in Los Angeles with his family and has

decided to take up his permanent residence

here. He has now taken a position with Sher-

man, Clay & Co., Victor distributors, and is at-

tached to the branch in Los Angeles.

Death of Joe Carter

Joseph Carter, well-known talking machine
salesman, died after a short illness last month.
"Joe" Carter, as he was known to his many
friends, was a member of the phonograph sales

force of the Southern California Music Co. for

a number of years and was well known in

talking machine circles here and a favorite with
all. He was originally in the business many
years ago in Pittsburgh.

Winnipeg Phonograph Man Here
Andrew G. Farquharson, formerly manager

of the phonograph department of the J. J. H.
McLean Co., Winnipeg, Man., has arrived in

Southern California, accompanied by his fam-
ily. He was manager of the Brunswick, Sonora
and Victor departments of a large Winnipeg
music house for a number of years and has now
decided to locate permanently in this city.

Seattle Manager in Los Angeles
Elmer Hunt, manager of the wholesale Victor

department of Sherman, Clay & Co., Seattle,

spent a few days in Los Angeles last month.
He had just came from a trip to the Victor
Co.'s headquarters in Camden, N. J., where he
reports work is progressing rapidly, with a

double shift working continuously.

Long Beach Store Places Big Order
The Long Beach branch of the Fitzgerald

Music Co. recently placed orders for three car-

loads of the new Raleigh Brunswick phono-
graph. Manager Hutchinson being confident

that this model would create a very large de-

mand. The three carloads arrived on the same
day and attracted a good deal of attention en

route between the freight yards and warerooms.

Orpheum Stars at Platts

Billy Golden, who has been known for so

many years to hundreds of vaudeville fans and
whose talking rriachine records are familiar to

thousands, paid daily visits to the Victor record

department of the Piatt Music Co. while he was
filling an engagement at the Orpheum last

month. Max Dolin, leader of Max Dolin's Or-
chestra, was also at the Orpheum last month
and his records were featured by the Piatt

Music Co., resulting in sales of the Victor

records which this famous foreign orchestra has

made. Miss Johnson, manager of the record

department of the Piatt Music Co., states that

on account of the Orpheum being ne.xt to the

Piatt Music Co. they receive a great number of

visits from stars and artists, which are of the

greatest benefit to the members of the record

department and often interestmg to customers.

New Song Makes Hit

"Perhaps" is a song composed by Harold
Shaw, leader of Soloman's Dance Orchestra.

It has already been recorded on a Vocalion rec-

ord and every indication points to its becoming
very popular. Mr. Soloman, proprietor of the

famous Los Angeles dance hall which bears his

name, is featuring it in one of his usual novel

ways. A silver loving cup with "Perhaps" and
the Vocalion record number inscribed will be

presented by some famous motion picture actress

to the best dancing couple and 10,000 badges

with similar inscriptions.

Brilliantone President Here
Byron R. Foster, president of the Brillian-

tone Steel Needle Co., was a recent visitor to

this city, having motored down here with Wal-
ter S. Gray, president of the Walter S. Gray Co.

De Luxe Billboard Attracts

A very handsome de luxe billboard erected

by Foster & Kleiser occupies a huge front on
the ocean front, Long Beach, at American ave-

nue. It advertises Barker Bros, and the Cheney
phonograph and is the only billboard on the

ocean front, past which hundreds of thousands

of people go annually.

A. C. Harper, president of the Cheney Talk-

ing Machine Co., has been spending some time

in Southern California, making his headquarters

at the Munson-Rayner Corp.

COLUMBIA RECORD RETURN PRIVILEGE

Columbia Co. Announces Interesting Record
Return Plan—Received With Enthusiasm

Geo. W. Hopkins, general sales manager of

the Columbia Phonograph Co., advised the

Columbia trade recently that effective from

October 1 a maximum return privilege 'of 10

per cent of record purchases will be allowed

Columbia dealers for the three months ending

December 31, 1923. This announcement has

been received with keen satisfaction by Colum-
bia dealers throughout the country, as it solves

a problem that has been discussed bj^ dealers

generally for the past few years.

The Columbia record return plan provides

that the return of records from the dealer

should be made to the branches responsible

for the territory in which the dealer is located

and only perfect records will be accepted. The
value of the credit will be made on the cash

value at the time of return reckoned at list

price less dealer discount, but not to exceed

10 per cent of the records purchased in the

preceding three months. The credit will be a

money credit and will be available for the use

of the dealer on his account the following

month. The first return from the dealers will

be made on receipt of advice from the Colum-

bia Phonograph Co.- after January 1, 1924, as

to purchases of the previous three months. The
10 per cent return privilege on records will be

available at the end of each three months' period.

Qjo:
The Record

IROQUOIS SALES CORPORATION
210 FRANKLIN STREET BUFFALO, N. Y.

Distributors for New York State and
Northwestern Pennsylvania for

Records 3. V\d ODEON Records.

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
for these popular record lines.

j^Imported I^ecord

Quality
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WA S H I N G TON
Special Advertising and Christmas Cliihs Start Holiday Drives

—Trade Displays at Better Homes Exhibit—News of the Month

Washington, D. C, November 7.—Talking ma-

chine dealers of this city were very active dur-

ing the past month in putting on special adver-

tising, inaugurating Christmas buying clubs,

etc., in an effort to get the holiday sales started.

A Better Homes Exhibit was held here re-

.cently under the auspices of the Washington
Herald and Times for the purpose of demon-
strating all kinds of home equipment. Music

and musical instruments were prominently fea-

tured both in the model rooms of the exhibit

and in daily lectures. Four model living rooms

were each furnished with console type talking

machines. Among the exhibitors were the

Hecht Co.'s Music Store, Victor, Columbia and

Granby dealer; O. J. DeMoll & Co., Victor and

Vocalion lines; Homer L. Kitt Co. and Arthur

Jordan Piano Co., Victor dealers.

Another big affair of the month was the

"Jubilee Sales Week Celebration," put over by

the Northeast Business Alen's Association, to

stimulate sales in this center and to encourage

Northeast residents to make their purchases

from community merchants. The celebration

was given a good send-off by a big automobile

parade. The car of the F. O. Sexton Co., 647

H street, Northeast, a Victor dealer, was espe-

cially attractively decorated, being painted

white and having orange-and-black streamers

draped over the hood and sides. On top of

the car were a large horn and a big Victor dog
in front of it listening to 'His Master's Voice."

The "voice" in this instance was supplied by

a talking machine connected from the inside of

the car to the horn on the roof, and popular

numbers were played continuously during the

parade. On the bumper at the front of the

machine was built a little platform with two
more Victor dogs on it, paper "reins" leading

from these dogs to the dashboard. A pennant

on the radiator cap and big signs on the sides

of the car advertised the dealer and the Victor

products.

Louis & Co., dealers in Victor and Bruns-

wick machines, at Seventh and G streets.

Northwest, have finished the remodeling of the

upper stories of the building in which they are

located. The arrangement of the ground floor

has not been changed materially, the record

department, listening booths, roll department

and an enlarged sheet music department being

located here as before. The second floor, which

has been handsomely decorated, is devoted to

the small instrument department, listening

booths and exhibits of Victor and Brunswick

console models. The third floor is given over

to exhibits of models of period and console

talking machines. On this floor, too, are lo-

cated two extremely large, comfortably fur-

nished booths, which take up practically half

of the entire floor space. The object in making
them so large was to give a prospective cus-

tomer some idea of how a talking machine
would look in the average-sized room. Gus
Louis is proprietor of this store.

Edward Wallerstein, traveling man for the

Brunswick Co., recently visited the Cffas.

Schwartz & Son store to discuss Winter sales

campaigns with Miss Florence Terwilliger,

manager of the phonograph department.

A big get-together dinner at the Raleigh

Hotel on November 15, to be followed by a

dance, will be held hy the three Victor jobbers

of this city for all the Victor retail dealers. The
jobbers, Cohen & Hughes, Rogers & Fisher

and E. F. Droop & Sons Co., have made ar-

rangements to give the dealers a "bang-up"

good time and the affair is expected to be one

of the biggest of its kind ever held here. F.

K. Dolbeer, from the Victor factory, will be

one of the speakers and will discuss factory

outlook, output, distribution methods, etc.

L. J. GERSON ACTIVE IN RADIO FIELD

Well-known Talking Machine Man to Carry

Federal Tel. & Tel. Sets—Will Install Them
in Standard Makes of Phonographs

Louis Jay Gerson, distributor of radio and

phonograph products, including the Music Mas-

ter loud speaker, records and accessories, has

arranged to carry the products of the Federal

Tel. & Tel. Co., one of the leading manufac-

turers of radio receiving sets. Mr. Gerson is

planning to market this company's radio sets in

conjunction with all types of talking machines,

and the installation work is being done under

his personal direction. Incidentally this field is

not a new one for Mr. Gerson, as he is a grad-

uate electrical engineer and a former manufac-

turer of telephones.

One of the principal sets of the Federal Tel.

& Tel. line to be marketed by Mr. Gerson will

be a six-tube set, self-contained and using only

a loop instead of an antenna. This set will be

placed in a console phonograph and will in-

clude the Federal Tel. & Tel. apparatus, the

Music Master horn unit and the Geraco loop.

This outfit is verj^ simple, working on a single

knob control, with only one switch to turn on

or shut off the apparatus. Mr. Gerson has al-

ready received orders for installing these six-

tube sets in practically all of the standard makes

of talking machines.

VISITS VOCALION DISTRIBUTORS

O. W. Ray Finds Satisfying Conditions in Chi-

cago, Detroit and Cleveland—Outlines Plans

of Company to Windy City Dealers

Size 13x13x7^"
Wonderful—Loud—Clear—Tone
Mahogany finish or Leather-
oid covering. Weight, 13 lbs.

NEW IMPROVED

Fulton ''AUTOMATIC" Portable
Model No. 25

Sample to <t 1 O Ztf\ Discount in

Dealers «pl^»OV Quantities
CASH WITH ORDER

This remarkable new portable is equipped with a durable

motor, and a new feature patented throw-in-arm. No parts

to disconnect when closing up. Simply close the lid,

and the tone arm falls in automatically with it; open the

lid and the tone arm comes up in position ready to play.

We still have a limited quantity of our Model 35 at the same
price, 512.50.

Phonograph and Accessories, Repair Parts for All Makes.
Puritone and Xruetone Needles at 25c per M in lots of 10 M

and up.

253 Third Ave.
New York CityFulton Talking Mach. Co.

O. W. Ray, general manager of the Vocalion

Red Record department of The Aeolian Co.,

returned recently from a trip through the

Middle West in the course of which he visited

the Vocalion Red Record distributors in Chi-

cago, Detroit and Cleveland. In Chicago a con-

vention of the sales organization of the Vocalion

Co. of Chicago was called while Mr. Ray was in

town and he took occasion to outline before the

meeting the details of the future sales and pub-

licity campaign to be devoted to the exploitation

of Vocalion records.

In each of the several cities visited Mr. Ray
found a steady increase in the demand for rec-

ords, with a large number of new dealers being

added to the lists constantly. Th? double fac-

ing of the standard and classical records in the

Vocalion catalog and the liberal exchange put

into effect to free the dealers' shelves of sur-

plus stocks of single-faced records had an ex-

cellent effect upon trade generally, and it is

believed will prove a distinct stimulant to the

business. •
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Long Console Cabinet No.90
Designed to accommodate the VICTROLA IX
The most attractive console cabinet on the market

List Price $40

Long Console Cabinet No. 90
Four Doors and One Horizontal Drawer

Long Console Cabinet
No. 90, Open

The LONG CONSOLE CABINET No. 90,

designed to accommodate the VICTROLA IX, is,

without question, the finest cabinet ever introduced

to the trade. It is finished in mahogany and its

attractive lines compare favorably with the most

artistic period console talking machines marketed

by the leading manufacturers.

Dehveries are now being made.

Order now to avoid delays.

Can also be fitted to accommodate
Victrola VIII.

We would suggest that you place

orders now for Long Console Cabinets

Nos. 601, 603, 608 and 610, designed

to accommodate Victrolas VI and IV,

and for Upright Cabinet No. 606 for

the Victrola IV.

The Geo. A. Long Cabinet Company
HANOVER, PA.
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KANSAS CITY
Industrial and Agricultural Prosperity Insures Good Business for

Retailers—Holiday Activities Under Way—News of the Trade

November 5.Kansas City, Mo., November 5.—While dealers

and wholesalers of this city are reporting that

business is decidedly "spotted," the general con-

dition is admitted to be considerably improved.

The monthly statement of the Federal Reserve

Bank of this, the Tenth District, dated Novem-
ber 1, states tliat not only are the banks of the

district liquidating their obligations, but that

there is a heavy movement of farm products,

live stock, petroleum, mineral products and

manufactured articles, with a heavy money re-

turn. In addition to this, the prices of most of

these are higher than a year ago. Labor is

generally employed at high wages. The heavy

rains, however, have cut down the volume of

trade in some sections and interfered with out-

door activities of all kinds.

The general feeling is that the trade connected

with the holidays will be good. Dealers are

preparing for a large business, not only by

stocking up with new and attractive goods, but

also by planning large advertising and selling

campaigns.

Sales of Edisons Are Large
Manager Blackman, of the Edison Shop, con-

nected with the Blackman Music Co.'s store,

says that his sales of Edisons have been better

during October than in any previous year. He
says that a peculiar thing about the sales has

been that they have been largely among the

employes of business houses and wholesale con-

cerns. This, he thinks, indicates that the high

wages of the former are out of proportion to

the profits of the merchants and manufacturers

here.

Concentrating on Christmas Activities

The Jones Store Co. is conducting its annual

Christmas Club for the sale of talking machines,

the advertising on the same appearing the mid-

dle of October. Persons may join the club by
depositing a dollar and paying in a dollar a

week. This plan has been used with success

by the Jones Store Co. for several years.

A plan somewhat similar is in use this year

by the Leader Department Store of St. Joseph,

and other dealers in the territory. The Leader
is using the Brunswick Bank plan. A small

metal bank, made to resemble an upright ma-

chine, is issued to the prospective customer for

$1.00. Funds are collected in this bank until

the time for the Christmas purchase is to be
made, and then the bank is returned with the

savings, and the original dollar, as well as the

rest, is applied on the purchase of the machine.

The Schneider Athletic Goods Co. is another

live St. Joseph concern which will push the

sale of phonographs hard this season. This firm

has just arranged to spend a thousand dollars

in nine motion picture theatres of the city in

advertising the Brunswick.

Edison Distributor in Optimistic Mood
The Phonograph Co., Edison distributor of

this city, is optimistic, as are other distributors,

regarding business possibilities during the re-

mainder of the year and the early months of

the new year. Preparations of dealers for heavy
holiday buying are indicated by the fact that they

are ordering heavily. Record business also is

JwjENKINS'W SONS MUSIC CO.
KANSAS CITY, MISSOURI

VictorWIiolesalers

The nearTjj^Ainerica

To Victor Dealers of the South-
west we offer a complete jobbing
service, including large stocks,

dealers finance plan and adver-
tising.

HIS MASTERS VOICE

The Leader has just ordered a full carload of

Brunswick machines for the holiday trade, and

it will be shipped direct from the factory.

Among the publicity stunts planned for the

Christmas campaign is the placing of an im-

mense electric sign on the building, advertising

the Brunswick.

How EDISON Meets the
Popular Price Demand

Four Winners Ranging in Price from
$100 to $175 list

The London
Apartment

Model

The
Heppelwhite
Apartment
Model

NEWWISON
GOMFARISON m. liUqVING ARTIST

A few good dealer territories open
in Missouri, Kansas and Oklahoma

Write

The Phonograph Co.
1215 McGee St.

KANSAS CITY, MO.

good, and it can truly be said that the trade con-
ditions, at least as far as the Edison is con-
cerned, are very satisfactory.

The Kimball Co. has added much to the at-

tractiveness of its show window by the artistic

use of Autumn leaves.

Columbia Activities

The Columbia Co. reports that dealers are

expressing great satisfaction with the new
models and that the sales reported by the deal-

ers are very encouraging. Dealers are making
favorable comments as to "the design of the

cabinet, the special filing devices that are ex-

clusively Columbia, also the high-class finish

on the new instruments." The new reproducer
is also highly commended because of its natu-
ral tone.

O. D. Standke, of the Grafonola Shop, reports
increased record sales, especially the new Ted
Lewis numbers, which have shown an unusu-
ally heavy sale for the past few weeks.
Keene R. Dudley has just installed a com-

plete line of Columbia machines and records in

his store at Thirty-fifth and Woodland. This
is in one of the residential districts of the city

and will bring the Columbia products to the

homes of that territory.

J. C. Finke, of the Joplin Furniture Co., Jop-
Hn, Mo., was a recent visitor to the Columbia
Kansas City branch. He reports that business
has held up remarkably well during the past
few months and he anticipates a large business

during the rest of the year, especially as the

new style machines are being furnished the

dealers.

Miss Florence Hazlett, special representative

of the Kansas City branch of the Columbia
Co., who was in charge of the exhibit of Waldo
& Branham at the county fair at Ellis, Kan.,

advises that the exhibit was a decided success

and believes that such exhibits are among the
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The NEW
Columbia

is superior

Hearing
is believing

The Motor is Silent, Listen to the New
Columbia Motor—all you will hear is your

own breathing and heart-beat. Such silence

as this is due to nothing more than the fact

that the New Columbia Motor is a mechani-

cal triumph—made expressly for a superior

phonograph—the New Columbia. Hearing

is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

ST"
most effective ways of bringing to the residents

of the rural districts the virtues of instruments

and records.

Victor Dealers Hear Aileen Stanley

T. W. Jenkins Sons Music Co., Victor whole-

saler, states that October has been a good

month, but it is looking for a steady better-

ment in business later. At the monthly meeting

of the Victor dealers at the Baltimore Hotel

in October they were entertained by the Victor

artist, Aileen Stanley, who was filling an en-

gagement at the Newman. She sang several

songs for the assembly and delivered a talk on

how a record is made, giving some very inter-

esting personal experiences.

L. L. SPENCER HOST AT LUNCH

NEW COLUMBIA TRADE=MARK

Attractive Design Features Word "Columbia"

and the "Notes"—New Trade^mark Effective

The Columbia Phonograph Co. has been con-

gratulated upon the simplicity and attractiveness

of its new trade-mark, a reproduction of which

is shown herewith. The famous notes are still

Columbia

New Columbia Trade-mark

in evidence, but it will be noticed that there

is no reference to any name of the product

except the word "Columbia." The new trade-

mark will be a prominent feature in the mam-
moth advertising campaign introduced by the

Columbia Phonograph Co. a few weeks ago

and it is suggested to Columbia dealers that

they scrap all of the old trade-marks, using

the new trade-mark in their publicity matter.

TO RESUME "DOEHLER TOPICS"

The Doehler Die-Casting Co., Brooklyn, N. Y.,

maker of die-castings for the talking machine

and other industries, will shortly resume publi-

cation of its interesting house organ, "Doehler

Topics." Prior to the time that the war domi-

nated all the activities of the Doehler Die-Cast-

ing Co., "Doehler Topics" was published reg-

ularly each month and was a source of much
interesting news regarding the activities of this

company. At that time W. R. Ahrberg was
editor of the publication. Although Mr. Ahr-

berg's duties at the present time are so numer-

ous that he will not be able to take over the

details of the editorship, it is expected that he

will be connected with the publication in its

new issuance in a consulting capacity. The new
editor will be Charles I. Hodgson, of the Doeh-

ler organization, and it is anticipated that the

first number will appear in December.

Entertains Talking Machine Men at Beginning

of Red Cross Drive

Lloyd L. Spencer, of the Silas E. Pearsall Co.,

New York, was the host at an informal lunch-

eon held Thursday, October 25, at the Cafe

Boulevard. This luncheon took place primarily

to call the attention of the metropolitan trade

to the forthcoming Red Cross drive, which will

start on November 11 and continue throughout

the month. The Red Cross organization was
represented by one of its field secretaries, who
gave those present an intimate idea of the splen-

did work the Red Cross is doing and asked for

the co-operation of the talking machine trade.

Mr. Spencer is chairman of the Red Cross com-
mittee in the talking machine industry, and

everyone present at the luncheon will assist him
in securing the quota allotted this industry.

Among those present on Thursday were Otto
Heineman, president of the General Phono-
graph Corp.; Frank J. Coupe, Sonora Phono-

graph Co.; E. A. Widman, president Pathc

Phonograph & Radio Corp.; R. H. Keith, Long
Island Phonograph Co., Brooklyn, N. Y.; T. J.

Niles, Columbia Graphophone Co.; Chas. B.

Mason, New York Talking Machine Co.; G. T.

Williams, American Talking Machine Co.,

Brooklyn, N. Y.; Paul Carlson, Chas. H. Ditson

& Co.; Don Leopold, Brunswick-Balke-CoUen-

der Co.; Jerome T. Harris, C. Bruno & Son,

Inc.; Maurice Landay, Greater City Phono-

graph Co.; Oscar W. Ray, Aeolian Co.; B. D.

Colen, Musical Products Distributing Co. and

Irwin Kurtz, president Talking Machine Men,

Inc. At the close of the discussion regarding the

plans for the Red Cross campaign, Mr. Kurtz

briefly discussed the subject of trade advertising

for the coming Fall along the lines prepared

this Spring, during the course of the National

Music Week, and also inquired as to the atti-

tude of the trade towards a phonograph show
to be held some time next year. Both of these

subjects were discussed at length, but no defi-

nite decision was reached as to the plans to

be pursued in connection with these two ideas.

LATEST QUOTATIONS OIN

COLUMBIA RECORDS
All American selections both Vocal and Instrumental. Packed

25 of a number in Cases of 400 records. Comprising surplus stock

listed in the June 1923 Columbia Numerical Catalogue.

15c Net
Each

IN 3 CASE LOTS (Tota! 1200 Records)

TERMS: Net Spot CASH. F.O.B. Bridgeport, Conn.

Do not confound these records with obsolete, stock-worn or
returned goods. All records above quoted are new and "first

quality" double-faced regular 75c Blue Label Columbia Records.
Special quotations for Ten Thousand lots or over

All quotations subject to change and prior sale

We Have Both Foreign Language and Opera Records, lO-ln. and 12-m. Sizes

GRAFONOLAS
And Phonographs of Other Makes

Small stocks of Grafonolas, all NEW and in ORIGINAL
CASES still available at BARGAIN PRICES. F. O. B. several
points in the L^nited States. Write for quotations on them.

CATALOG OF THE NEW KIMBERLEY CONSOLES AND UPRIGHTS
Sent on Request With Trade Prices

LOUIS JAY GERSON
High Grade Radio and Phonograph Specialties

63 READE STREET Telephone 4875 Worth
Cable Code "Qersondale" New York

NEW YORK CITY
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ATLANTA
Dealers Advertising Christmas
Clubs — Business Remains Good—Trade Activities of the Month

Atlanta, Ga., November 7.—Christmas clubs

are the order of the day. In all cities the news-
papers carry the dealers' invitation to pay a

dollar down and a dollar a week until Christ-

mas, thus making sure of delivery of the de-

sired instrument on Christmas morning. Of
course, terms are arranged to take care of the

balance, after delivery of the machine, within a

proper number of months.

The Cable Piano Co. has already begun to

stay open evenings until 8:30 p. m. This live

house believes in giving its customers time to

do their Christmas shopping early.

A recent visitor was Robert B. Wheelan,
president of Health Builders, Inc. Mr. Wheelan
is on the last lap of a trip around the entire

country in the interests of the famous "Daily

Dozen" and Reducing records, and establishing

new jobbers on the Camp-fone. The latter,

although called a portable, is selling largely

at this season of the year as a table model, with

the added advantage of being easily carried

about when required.

Loveman, Joseph & Loeb, Birmingham's big

department store, are moving their talking ma-
chine department to the balcony in the main
store. New booths and equipment—Unico—are

being rushed them from the factory at Phila-

delphia, as it is planned to take advantage of

the large holiday demand for phonographs, so

Unico's ability to make prompt shipment and

to erect the equipment almost overnight has

been taken advantage of.

P. C. Brockman, of the Polk Corp., Okeh and

Outing distributor, left recently for a trip to

Florida, where the trade is just at the threshold

of its busiest season. The Okeh records and

Outing portable are going strong throughout

the entire territory.

W. L. Parks is again with the Columbia Co.

and is heartily welcomed by the trade here. He
has already taken up his new duties with the At-

lanta branch.

"The best business I have seen for the past

two years," is the way M. E. Lyle sums up the

present situation. Mr. Lyle has just returned

from a trip through northern Alabama. The

. The Kscord of (}u»U1y

'*We Serve the South"

Buy
OKeh
Needles

Th ey
Keep
Record Sales

Alive!

'JpHE test of real, dependable service lies in its ability to
function as efficiently in the "pinches" as it does in filling

the casual requirements of the dealer.

Polk Service has been tested many times under trying con-
ditions. It still retains the unlimited confidence of those
OKeh dealers who are partaking of its merits and ad-
vantages. It readily discloses the reasons why it is at

present playing so large a part in aiding hundreds of OKeh
dealers throughout the South to reap the benefits that come
from handling the fast-selling, popular

QRe^ Records
The Records of Quality

Inquiries from Dealers Solicited

Wholesale Phonograph Division

JAMES K. POLK, Incorporated
Offices and Siww Rooms:

294 Decatur Street ATLANTA. GA.

only tiling which is causing the dealers some
concern is the problem of securing machines
to sell at from $100 to $150. Strands are now-

coming through from the second large plant, which

has just begun production, and so far Strand

dealers have been able to get what they need.

Phonographs, Inc., Edison distributor for this

territory, with headquarters at 41 Cone street,

in common with jobbers of other lines of ma-
chines and records, is kept on the jump supply-

ing the needs of its dealers. The Edison is

apparently a good seller and the outlook for a

big holiday demand for these phonographs and
records is excellent.

The "Lasses" White Minstrel Show, ex-

clusive Columbia artists, was in Waycross, Ga.,

during October. "Lasses" himself appeared at

the Walker-Hood Furniture Co. and sang a

number of popular hits, greatly stimulating rec-

ord sales.

The Williams-Guttenberger Music Co., Ma-

NEwllaSON
COMPARISON wiffl ipEflUVING AliTIST

REVEALS-tjjg jjl'iii^ERENCE

The Name "EDISON"
CAMOUS the world over name EDISON in tKe

pkono^rapK industry stands for tonal supremacy and
merchandising prestige.

The EDISON Dealer lias sales arguments at Kis

disposal tKat are unlimited in scope and importance. Em-
phasize tke supremacy of the EDISON consistently and
aggressively—sales will multiply steadily.

We have a few towns in

our zone open for the proper

Edison dealer representation

PHONOGRAPHS, INC.
EDISON DISTRIBUTORS

41 Cone Street _ _ _ _ Atlanta, Ga.

con, Ga., is advertising Bessie Smith, Colum-
bia artist, very intensively and a substantial
quantity of her records are being sold.

The Mason Furniture Co., Huntsville, Ala.,
is enjoying a good Fall Columbia phonograph
and record business. The new Columbias are
featured in current advertising. The problem
for the future is to obtain a sufificient number
to take care of the holdiay trade.

R. W. Richardson, Columbia salesman, re-

ports big record sales in Nashville, Tenn., as
a result of the appearance there of Gypsy
Smith, William McEwan and Clara Smith, ex-
clusive Columbia artists.

The W. L. Hall Furniture Co., Knoxville,
Tenn., is very enthusiastic over the New Co-
lumbias and is doing very extensive advertis-

ing, featuring the new models.
The Tullahoma Drug Co., Tullahoma, Tenn.,

reports big Columbia New Process record sales

this month, as does also the Melody Music
Shop, Memphis, Tenn.

The G. A. Grant Furniture Co., Montgom-
ery, Ala., has moved into its new quarters.

It has a splendid phonograph department in

which the Columbia phonographs and New
Process records are featured.

John A. Cunningham, Columbia dealer, of

Jacksonville, Fla., is planning a big sales drive.

K. & D. mrOR MAKING PROGRESS

Electric Motor Ready for Distribution in a Few
Days—S. A. Jacobs Visits Factory

"Production on the K. & D. electric phono-
graph motor has been progressing satisfactorily,

and, although as yet the factory has been un-

able to make any deliveries to us or other dis-

tributors, it is only a question of days when
the motor will be available to the industry,"

said S. A. Jacobs, of the Cliff Electric Corp.,

New York, who returned recently from the Ken-
drick & Davis factory at Lebanon, N. H. He
states that the reason deliveries have not been
made before now is that both the factory and
the distributors wish to have the motor brought
to such a point of perfection that it will be abso-
lutely fool-proof and give efficient service.

Mr. Jacobs believes that it is far better to

keep the trade waiting for a perfect product
than to have troubles arising from too much
haste and production. Within a few days, how-
ever, the factory will be in a position to make
substantial deliveries and orders taken by the

distributors will be filled promptly.
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SONORA CO. STRONGER THAN EVER

Dealers and Jobbers Throughout the Country
Send Telegrams of Confidence and Co-oper-

ation Following Quashing of Receivership

During the last week of October the tallying

machine trade learned with surprise that a re-

ceiver in equity had been appointed for the

Sonora Phonograph Co. in the United States

District Court in Brooklyn. A few days after-

ward, however. Judge Garvin, who had ap-

pointed the receiver, rescinded his order and the

incident was closed. The court happenings were
brought about by the activities of two minority

stockholders, but the matter worked out to the

distinct advantage of the Sonora Co., as evi-

dence was submitted which indicated conclu-

sively that the company is at present enjoying

the most prosperous era in its history.

There was absolutely no foundation for the

appointment of a receiver and Judge Garvin's

dismissal of the court action was made by the

consent of all concerned. Subsequent to the

decision by Judge Garvin the following interest-

ing statement was issued by S. O. Martin, vice-

president and general manager of the Sonora
Phonograph Co.: "It is gratifying that Judge
Garvin acted so promptly in vacating this re-

ceivership. The prosperity of the company was
never questioned even by the applicants, who
applied to the court without any notice to the

company or to any of its creditors. In fact,

the company is now experiencing the greatest

prosperity in its history. Unfilled orders are

over twice what they were a year ago, not-

withstanding increased production, and the

profit is extremely good. It is also gratifying

that the plaintiffs who obtained the receivership

realized so promptly that their action was
creating a false impression, not only about the

standing of the Sonora Phonograph Co., but

about the phonograph industry in general." In

addition, it is interesting to note that the Sonora

Phonograph Co. shows a present cash surplus

of $750,000.

Mr. Martin and his associates were greatly

encouraged during the course of the legal hap-

penings to receive telegrams and messages of

confidence and co-operation from Sonora job-

bers and dealers throughout the country. The
dealers were unanimous in expressing their ap-

preciation of the sound and efficient basis upon
which the Sonora Co. had been working the

past few years and congratulated Mr. Martin

and his organization upon the splendid showing
Sonora had made during the first ten months of

the present year.

SADLER ERECTING NEW BUILDING

Aurora, III., November 5.—A new two-story

brick structure to cost in the neighborhood of

$20,000 is to be erected by the Sadler Music Co.,

Inc., on the site of its present store, 54 South

Broadway. Work on the new building has al-

ready been started.

J. N. BLACKMAN AS A HUNTER

Victor Wholesaler Enjoys Vacation in Maine
Woods—Partridge and Rabbit Hunting Huge
Success—Deer Included in Game Bag

very successful in getting good-sized bags of

partridge and rabbits, while Mr. St. John had

the honor of landing a handsome deer. In the

interim Mr. Blackman participated in the killing

of numerous porcupines, which were more of

a nuisance than an enjoyment.

J. Newcomb Blackman, president of the

Blackman Talking Machine Co., New York,

Victor v^fholesaler, and the members of his fam-

ily are enjoying venison steak at their home
in Brightwaters, L. I., as the aftermath of a

very successful hunting trip in the Maine woods.

Althoucrh Mr. Blackman was not the hunter

REGINA EXPORT TRADE GROWING

Line Exhibited at International Furniture and

Decorative Art Exposition in Spain

Blackman Party in Nimrodian Role

who captured the deer, he is sharing in the

proceeds of the hunt as a reward for the hard

work which he contributed to the festivities of

camping life.

The members of the Blackman hunting party

comprised Mr. and Mrs. Blackman and their

son, Albert, together with two personal friends,

Mr. and Mrs. H. W. St. John, of Bayshore, L. I.

The party encamped at Northeast Carry at the

head of Moose Head Lake, Me., where they oc-

cupied Camp Applejack, and where they were

The Regina Phonograph Co., of Rahway,
N. J., manufacturer of the well-known line of

Regina phonographs, recently received a copy of

the "El Dia Grafico" in which appears a repro-

duction of the Regina exhibit at the Inter-

national Furniture and Decorative Art Exposi-

tion held in Barcelona. This is one of the

greatest expositions of the year held on the

European continent and, from an artistic stand-

point, the product shown must be of the highest

standard and pass numerous inspections.

The sales department of the Regina Co. is

very much gratified at the honor conferred upon
its product and expects it to be the forerunner
of much additional export business. The Regina
Co. has had an exceptionally heavy South
American business in recent years, and its Eu-
ropean business has shown a considerable in-

crease during the present season.

TAKES THE GULBRANSEN LINE

Burlington, Ia., November S.—The Gulbransen

registering piano line was recently added to the

music department of the Gulick-McFarland Co.

The deal was closed by L. Q. Selzer, manager
of this department, and extensive announce-
ments of the new agency appeared in the local

press.

If you are building Phonographs or Radio Cabinets equip with the

SCOMA COMPOSITION HORN
The cost is no more than for wood or metal and the sound is far superior.

Write for Sample and Particulars.

ECKOPHONE COMPANY, 75 Rockwell Place, Brooklyn, N. Y.
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B A L T I M 0 R E
Jobbers Behind in Orders as Demand of Public for Machines Im-
proves—Columbia Dealers Hear Future Plans—News of the Month

Baltimore, Md., November 9.—Talking machine
business last month in this city, generally speak-

ing, was what may be termed "spotty." This

situation also applied to some extent to the

wholesale trade, but this is due principally to

the fact that the majority of jobbers are behind

in their orders and are unable to supply the

trade with the most popular types of machines

in demand. This is particularly true of the Nos.

SO, 100 and 210 styles of the Victor machines, on

which all the local jobbers reported bei-ng over-

sold for some time.

Columbia Dealers Hear Future Plans

One of the most enthusiastic meetings of talk-

ing machine dealers ever held in Baltimore took

place on the first of the month at the Hotel

Emerson under the auspices of the Columbia

Wholesalers, Inc., when nearly a hundred

Columbia dealers from Baltimore, Washington
and other nearby points assembled to hear talks

on salesmanship and future plans of the Colum-

bia Co., in addition to enjoying a real Maryland
chicken dinner.

George W. Hopkins, vice-president and gen-

eral sales manager of the Columbia Co., was the

principal speaker of the evening and he outlined

the plans for the future. He told of how the

company had been reorganized and equipped so

that it was now- in a better position than ever

before to give the dealers an article that was
without exception in a class by itself as far as

talking machines were concerned. He explained

the new model and motor and the New Process

records.

During the course of his remarks Mr. Hop-
kins announced that under the new policy of the

company dealers would no longer have to run

the risk of being overstocked on records fof

which the demand had stopped as they could

return 10 per cent of the amount of records

purchased during a three months' period and

would not be required to take other records in

exchange.

Another announcement that brought the deal-

ers to their feet with long and loud cheers was
that the company would release on the nine-

teenth of this month one of the greatest New
Process records ever put out at the record-

breaking price of 25 cents each, which will be

in the nature of a demonstration record, show-
ing the merits of this product. The record,

which will be a ten-inch double-faced record,

will have some of the best fox-trots arranged
in a medley .by Ted Lewis' Orchestra and Shu-

bert's Serenade sung by Charles Hackett, accom-
panied by the Columbia Symphony Orchestra

The dealers present were so pleased with this

announcement that dozens of orders, ranging

from 500 to 1,500 records, were 'given as soon

as Mr. Hopkins had finished his address. Leon-
ard Trout, of Trout's Music Shop, on Eastern

avenue, placed the 1,500 record order.

Other speakers were: L. L. Andrews, presi-

dent, who spoke on salesmanship; W. H.
Swartz, secretary and treasurer, who told of the

extensive advertising campaign now being con-

ducted in this section of the country, and John
W. Swope, one of the directors of the company,

who told something about the financial standing

of the concern.

As an outcome of this meeting a movement
was started for the organization of a local

Columbia dealers' association and the first meet-

ing will be held the latter part of this month.

when a permanent organization will be effected.

Victor Jobbers Busy
W. C. Roberts, manager of E. F. Droop &

Sons, Inc., Victor jobbers, said that for the first

time this year his business last month failed to

show a substantial increase over the correspond-

ing month of last year, but at the same time the

retail business ran far ahead of October, 1922,

and business so far this month, both wholesale

and retail, has been exceptionally good. He
reports excellent results with the No. 215 Victor

machine, which is now selling as well as the

other popular types.

Great Activity With Cohen & Hughes
Cohen & Hughes, Inc., is another Victor job-

ber who reports business as being very good.

Advance orders for the holiday trade are larger

than for several years past, both here and at the

Washington branch, and delivery of orders al-

ready booked is now the principal work of the

firm. William Biei, vice-president of the com-
pany, who has just moved here from New
York, has taken up the active management of

the business, thereby relieving I. Son Cohen,

head of the firm, of some of his duties.

Local Brunswick Activities

Manager C. F. Shaw, of the local Brunswick

branch, reports a gradual catching up with

orders and believes that with a little luck in

shipments he will be able to fill orders in time

for the holiday trade. For the first time he is

now up on deliveries on the York, but is still

behind on the new $100 upright. The record

business is going ahead by leaps and bounds

and a new record was established when the

agency released seventeen new records in fif-

teen days with excellent results on all of them.

Mr. Shaw reports good results from the na-

tional advertising campaign in practically all

parts of this territory. New accounts opened

during the month include: Lea-Lewis Co., Dan-

ville, Va.; E. W. Hubbard, Farmsville, Va., and

the Gastonia Furniture Co., Gastonia, N. C.

Brunswick dealers throughout the territory, ac-

cording to Mr. Shaw, report the outlook as very

i

HIS MASTER'S VOICE"
BALIIJIOEE. MD. WASHINGTON. D. C.

STANDING THE TEST!

Anticipating our dealers' needs

the season finds us fully prepared.

VICTOR
DISTRIBUTORS
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encouraging and several of them have requested

the local agency to supply them with additional

help in the way of salesmen, as proof of good

business.

Josef Hofmann, Brunswick artist, appeared at

the Lyric Theatre for a recital on the sixteenth

of last month and dealers throughout the city

took occasion to feature his selections in win-

dow displays with very good results. The
Ukrainian National Chorus, another Brunswick

feature, will appear in Baltimore on the twenty-

seventh.

Brunswick dealers visiting the local agency

during the month included: Fred Laux, of the

Toulaine Music House, Newport News, Va.

;

W. H. Bennett, of the Brunswick Shop, Wash-
ington, D. C; Harry Beneman, of B. Beneman

& Sons, Cumberland, Md. ; M. M. Burns, of Cor-

nier, Burns Co., Harrisburg, Va., and T. W.
Zercheser and W. Grimm, of the Regal Co.,

York, Pa.

Shortage of Popular Columbia Models
W. H. Swartz, secretary and treasurer of the

Columbia Wholesalers, Inc., reports business for

NEW JUNIOR OPERETTA JOBBERS

Shapleigh Hardware Co. and Vocalion Co. of

Chicago Appointed Jobbers by Vulcan Record
Corp.—Factory Is Working to Capacity

F. H. Hedinger, secretary and general man-
ager of the Vulcan Record Corp., New York,

manufacturer of Junior Operetta records, an-

nounced recently that the company had ap-

pointed the Shapleigh Hardware Co., St. Louis,

Mo., and the Vocalion Co. of Chicago, 5209

South Wabash avenue, Chicago, as distributors

for its products. Both of these companies are

well known in the talking machine trade and

their sales organizations comprise experienced

men who are thoroughly familiar with the mer-

chandising problems of the dealers and their

requirements.

In a recent chat with The World Mr.

Hedinger stated that the jobbers which the

company had appointed during the past six

weeks had placed sufficient orders to keep the

factory working to capacity. The demand for

the "Little Red Riding Hood" series has been

very gratifying and it is probable that after the

first of the year plans will be consummated for

increasing factory facilities. In metropolitan

territory several of the leading department

stores have been featuring Junior Operetta rec-

ords through the medium of artistic wareroom
and beautiful displays and these displays have

not only attracted general interest, but have

produced tangible sales. Gimbel Bros.' New
York s'tore has prepared an artistic exhibit fea-

turing "Little Red Riding Hood" records, and
the Vulcan Record Corp. co-operated with this

store in furnishing material for this display.

Mr. Hedinger has prepared a large quantity of

sales and publicity matter that he is placing

at the disposal of Junior Operetta dealers.

SPECIAL EDISON CHRISTMAS FOLDER

Issued for Direct Mail Distribution by Dealers

—Handsomely Illustrated in Colors—Theme
"Christmas Is Music Time"

Special Christmas folders for distribution by
dealers through the mails have been prepared

by Thomas A. Edison, Inc. These folders are

handsomely illustrated in colors, making an un-

usually striking appeal to the eye. The theme
of the text is "Christmas Time Is Music Time,"

and the folder is designed both in text and lay-

out to impress the suggestion on the minds of

the recipients.

These folders should play an important part

in the direct-by-mail activities of the Edison

retail trade. Publicity of this high character

is always beneficial and the slight cost involved

in mailing is more than compensated for by the

efifect produced upon the prospect or customer.

Then, too, added force will be given to the

dealer's holiday publicity campaign if he makes
effective use of the mails in his sales work.

the past month as very good, due principally to

the new Columbia models which, as he puts it,

"are going like wildfire with the trade," coupled

with the extensive advertising campaign which

the company is putting on in this territory.

This has brought about a shortage on the pop-

ular types of machines, such as the Nos. 200,

150 and 125 consoles and the Nos. 150 and 125

uprights. He also reports a big increase in the

sales of portable machines during the past six

weeks, which would seem to disprove the idea

that this type of machine is a Summer seller.

The Bessie Smith records continue to be one

of the biggest sellers in this territory, and her

two latest, "Jailhouse Blues" and "Graveyard

Blues," are especially popular with the colored

trade. Mr. Swartz also reports large increases

in the sale of sacred music and the better class

of music, which, he said, indicates some reac-

tion from the tremendous sales of popular music

for the past three years.

New accounts opened by the Columbia whole-

salers the past month include: Lain Jackson,

Summerville, Va.; E. D. Sutton Piano Co., Clin-

ton, N. C; Scotland Neck Furniture Co., Scot-

land Neck, N. C; L. C. Cobb, Elm City, N. C;
Service Stores, Inc., Sparrows Point, Baltimore,

and Martin Music Co., Richmond, Va.

Home Demonstrations Prove Worth
Edward Keefer, manager of the talking ma-

chine department of the Kranz-Smith Piano

Co., Cheney dealer, reports good results from a

new sales campaign which he inaugurated last

month, which includes a demonstration at the

home of the prospective purchaser. This con-

cern finds that once an instrument has been

placed in a home few will permit removal.

Artists' Appearances Aid Sales

Cohen & Hughes, Inc., report big increases

in the sales of Chaliapin records following his

appearance at the Lyric last month, when all

local dealers arranged feature window displays

of his selections. Dealers are also reaping the

benefits of the appearance of the Philadelphia

Orchestra here last Wednesday, when selections

of this Victor organization were again featured.

Hochschild, Kohn & Co. recently celebrated

their twenty-sixth anniversary.
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SAN FRANCISCO
Third Annual Music Week Stimulates Every Branch of the Music

Trade—Dealers Plan for Banner Holiday Trade—News of Month

San Francisco, Cal., November 5.—Talking

machine dealers in the San Francisco Bay Sec-

tion are in line for a banner holiday business,

according to reports from various representative

houses in this part of the country. In fact,

sales for the past month have been very satis-

factory in volume and the outlook is for steady

improvement for the remainder of the year.

Music Week Stimulated Trade
Music Week has, no doubt, exerted quite a

stimulating effect on the sale of talking ma-
chines and records, as well as other types of

musical instruments and musical merchandise.

This city celebrated her Third Annual Music
Week, October 29 to November 3, and the event

turned out to be one of the most elaborate and
successful affairs of the kind ever attempted in

the West, at least. The program was notice-

ably wider in scope than last year's Music
Week, or the year before, and the attendance

was more than double. The music dealers gave

their hearty support. George R. Hughes, sec-

letary of the Wiley B. Allen Co., served as

chairman of the Ways and Means Committee,

other members of which included Shirley

Walker, of Sherman, Clay & Co., who is also

president of the San Francisco Advertising

Club, and James J. Black, treasurer of the

Wiley B. Allen Co., who devotes special atten-

tion to the talking machine end of the business.

Besides the daily afternoon and evening pro-

grams in the Civic Auditorium, which embraced
the best talent to be had in all kinds of music,

various special events were staged at the the-

atres, hotels, cafes and music stores.

Prominent among the latter was the personal

appearance of the Duncan Sisters at the Quarg
Music Shop, 198 O'Farrell street. In striking

costumes they sang some of their popular selec-

tions and autographed their records. After an
unsurpassed run of their "Topsy and Eva" at

one of the local theatres, needless to say, the

store was thronged with people to see and hear

them at close range, and the autographed rec-

ords were sold as fast as they could be tied

up and handed out. Naturally the event had
been well advertised.

The sale of Paul Ash Orchestra records was

likewise stimulated very noticeably by an en-

tertainment in the Wiley B. Allen Co.'s store,

arranged by the record department.

Wiley B. Allen Stores Improved
During the past month the Wiley B. Allen

Co. has celebrated its fiftieth anniversary in

business, and, one might add, is still growing.

At present extensive improvements are in prog-

ress at the San Jose branch, which will give

the talking machine department greatly in-

creased space and importance in the new ar-

rangement. This will be the fifth of the com-
pany's eight stores to undergo complete renova-

tions during 1923; or to be more exact, the

Fresno, Sacramento and San Diego stores have

been completely remodeled and new quarters

have been occupied in Oakland.

A recent visitor to the local trade was Arthur

Geisler, of the New York Talking Machine Co.,

accompanied by Mrs. Geisler. While here Mr.

Geisler made his headquarters with Sherman,

Clay & Co., Western Victor jobbers.

Prof. Cheney a Visitor

Prof. Forest Cheney, originator of the Cheney

phonograph, was in San Francisco early in the

month, accompanied by W. H. Munson, of the

Munson-Rayner Corp., Western distributors of

this line. Prof. Cheney spoke before the local

Ad Club, Downtown Association, the Buyers'

Club of the Emporium and other organizations.

The Emporium address was arranged for by

Charles Mauzy, manager of the phonograph de-

partment of that large department store.

News Gleanings

B. R. Scott, manager of the talking machine

department of the Nathan-Dohrmann Co., is

receiving the congratulations of his friends on

his recent marriage. Returning from his honey-

moon in Southern California, Mr. Scott is ready

for a very active holiday sale of machines and

records. His department handles the Victor,

Cheney and Emerson lines ^and, owing to the

rapid growth in business, is now beginning to

feel the need of more space.

W. E. Henry, better known as "Pop" Henry,

Pacific Coast manager for the General Phono-

graph Corp., of New York, is limping around

as the result of an automobile accident on his

The territory

we serve
NEwffliSON
GOMPABISON "fsinmpiliLIVING AUTIST

REVEAlllNgJiSlSSEBENCE

Comprises the Entire Pacific Coast

If you are a live dealer in this territory—or vs^ant
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the full possibilities that this great market holds

for Edison goods, write one of our three offices.

We carry at all times an exceptionally large stock.

This means prompt service.

Edison Phonographs, Ltd.
Portland San Francisco Los Angeles

way back from a trip to Los Angeles. Mrs.

Henry sustained more serious injuries.

Following the disastrous fire in Berkeley,

across the Bay, when over thirty blocks of

residences were destroyed, Henry Hauschildt,

of the Hauschildt Music Co., immediately an-

nounced to the "fire victims" cancellation of all

indebtedness to his company on destroyed

pianos and talking machines, which action was
greatly appreciated by the losers of homes.

Clark Wise & Co. have been celebrating their

thirty-fifth anniversary in business.

Live Columbia Dealer

A very optimistic spirit permeates the atmos-

phere in and around San Francisco, in relation

to the new Columbia phonograph line. In the

city of South San Francisco, a hustling little

suburb, Columbia has just about the livest

dealer in this territory. J. J. Jennings is an

exclusive Columbia dealer. With an eye towards
the future he has just completed the erection

of a new building on the main street. A beau-

tiful mezzanine floor is being devoted exclu-

sively to the sale of the Columbia line of phono-
graphs. Mr. Jennings has also installed an

amplifier, so that no person can fail to hear the

latest Columbia records.

Ordering Edison Holiday Stock

Edison Phonographs, Ltd., distributor of the

Edison line in the Coast territory, with ofifices

in this city, Los Angeles and Portland, Ore.,

is having a busy time of it these days in keeping

up with the demands of the many dealers which

it serves. The number and size of the orders

being received indicate that the Edison retail

trade is expecting a very busy holiday season,

for which preparations are being made.

PLANS FINE NEW DEPARTMENT

Geo. C. Wille Co. to Feature Talking Machines

in a Big Way in New Location to Be
Occupied Early Next Year

Canton, C, November 8.—The George C. Wille

Co., in its new local Nobil building. Fourth and

Market avenue, after January 1 will have a

talking machine section second to none in the

State, according to announcement recently by

George C. Wille, head of the music house.

"I plan to spend more than $5,000 on appoint-

ments and interior decorations and fixtures,"

said Mr. Wille this week. "I want to make it

the finest music store in Canton, to cater to the

musical needs in every line," he said.

Installation of eleven full-sized booths, all

prettily appointed, will be made on the main
floor of the store, and in the rear of the store

will be at least nine other booths, making a

total of twenty.

In the new store Mr. Wille plans to specialize

in the same line of talking machines as he has

always featured, the Victor and Edison.

ANNOUNCES THE OUTING JUNIOR

Outing T. M. Co. Places New Instrument on
Market—New Jobbers in Southern Territory

Appointed—Factory Working Full Speed

The Outing Junior is the name of a new
portable that has just been placed on the market
by the Outing Talking Machine Co., Mount
Kisco, N. Y., manufacturer of the Outing port-

able, which has secured country-wide distribu-

tion during the past year. The new model will

retail at $25 and will be ready for delivery

within the next week or ten days.

A. J. Cote, president and general manager of

the Outing Talking Machine Co., is enthusiastic

regarding the sales possibilities for the Outing
Junior, which he states has several unique fea-

tures, including a new method of tonal repro-

duction. The Outing factory is working at full

speed, and orders have been received from Out-

ing distributors which indicate that this portable

is being accepted as an all-year-round seller.

Several new jobbers have been appointed re-

cently, including the Independent Jobbing Co.,

Goldsboro, N. C, and the Junius Hart Piano
House, New Orleans, La.
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COLUMBIA RAPIDLY REORGANIZING

Great National Advertising Campaign Well

Under Way—Demand for New Models Tax-
ing Factory—Dealers Supporting Company

Plans for the reorganization of the Columbia

Graphophone Mfg. Co. are going ahead rapidly

and H. L. Willson, who is president of the

company and is also one of the receivers, is

giving his entire time to the development of the

details of the reorganization plan which was
submitted to the creditors and stockholders. In

an interview with The World Mr. Willson

stated that the response to the reorganization

plan had been gratifying beyond all expectations

and that within a very short time full details

would be announced regarding the plans for

the future. In the meantime, Mr. Willson has

been congratulated upon the sales and publicity

activities of the company, as the demand for

the new Columbia phonographs is taxing the

factory to capacity and the great national adver-

tising campaign inaugurated a few weeks ago

is producing splendid results. This advertising

campaign comprises national magazine publicity,

together with full pages in forty-three Sunday
newspapers and regular advertising in 750 daily

papers.

In an announcement appearing recently in

the financial columns of the daily newspapers

the holders of participation certificates issued

by the New York Trust Co. on April 26, 1922,

the holders of certificates of deposit of the

Guaranty Trust Co., of New York, issued on

February 2, 1922, and the holders of unde-

posited five-year gold notes were advised that

the plan and agreement of reorganization for

the Columbia Graphophone Co. had been de-

posited with the New York Trust Co. for their

inspection. The holders of these certificates

and notes have evinced keen interest in the de-

tails of this plan and agreement of reorganiza-

tion, and judging from all indications there will

be no dissenting voice to the reorganization

agreement as officially prepared.

General optimism is the prevailing sentiment

with Columbia dealers, who are giving every

support to the company, and the recent an-

nouncements of the return record privilege, new
labels, demonstration record and new trade-

mark have served to strengthen this optimism

to a considerable degree.

A petition of bankruptcy has been filed this

week against Abner GefTen, proprietor of a

music shop at 25 Cook street, Brooklyn, N. Y.

His liabilities are listed at $3,708, with no assets.

TABLE PHONOGRAPHS
NOT TOYS!

Model 19 'A

16" wide, 17" long, 7'/2" high. Made of

veneered wood finished in mahogany
color with a polish like a piano. The motor
is a strong, single spring with a ten inch

turntable. It is durable, even running and
will prove satisfactory. Universal tone arm
and reproducer. All parts nickeled.

These machines have a full clear tone
and are worthy of being real phono-
graphs.

Wholesale price $12 each

Terms: 2%— 10 days ; Net 30 F.O B.N. Y.

Samples sent C. O. D. to those unrated.

Musical Merchandise Co.
MANIFACTCREBS

562-564 Grand Street, Brooklyn, '

. Y.

Telephone BtagK 0918

A. W. FRITZSCHE'S NEW ACTIVITIES

Assistant Treasurer of General Phonograph
Corp. Developing Needle Business—Results

to Date Have Been Very Satisfactory

Allen W. Fritzsche, assistant treasurer of the

General Phonograph Corp., New York, and

identified with the organization for the past sev-

eral years, is now concentrating his activities

on the development of the company's needle

business. Mr. Fritzsche is spending the greater

part of his time visiting the trade in the lead-

ing distributing centers, and the results of his

efiforts are reflected in the fact that needle sales

during the past few months have shown a sub-

stantial increase over preceding months and a

good-sized gain over last year.

The General Phonograph Corp. manufactures

a complete line of needles, and during recent

months detailed plans have been completed for

co-operating with the trade and stimulating the

demand for Okeh needles. These needles are

attractively packed and presented to the dealer

in such a form that they can be merchandised

to splendid advantage. Mr. Fritzsche has pre-

pared an intensive sales campaign for the com-

ing year that will undoubtedly stimulate the sale

of Okeh needles throughout the country.

ADVANCE ORDERS HELP JOBBER

Greater City Phono. Co. Giving Dealers Effi-

cient Service—Railroad Facilities Better Than
Heretofore—Dealers Ordering Early

"We have been closing an excellent business

the past six weeks," said Maurice Landay, pres-

ident of the Greater City Phonograph Co., Inc.,

of New York, Sonora distributor'for New York
City, Staten Island and the lower Hudson Val-

ley, in a recent chat with The World. "Several

new accounts have been opened and an increase

in activity is noted among our dealers. The re-

sults of our recent convention have proved very

satisfactory, inasmuch as many of the dealers

placed orders at dates considerably in advance

of previous years."

As a souvenir of the convention luncheon

held in the Pennsylvania Hotel Mr. Landay has

sent to all dealers who were present a large

photograph of the gathering, which was taken

just preceding the luncheon. Mr. Landay com-
mented briefly on the improved railroad situa-

tion over the corresponding period of last year.

He states that deliveries are being made
promptly and that Sonora dealers are, in turn,

receiving maximum service.

VICTOR FLOAT WINS PRIZE

Middle Western Dealer Has Built Large Busi-

ness by Aggressive Methods

CiRCi.EviLLE, O., November 7.—Carl F. Seitz, 138

West Main street, this city, believes in taking

advantage of every opportunity of bringing his

products to the attention of the public. Recently
he had a particularly attractive float in the

parade in connection with the Annual Pumpkin
Show. This float attracted widespread atten-

tion and was awarded second prize. Mr. Seitz

is one of the veterans of the music business

in this section. He has sold musical merchan-
dise of all kinds since 1891, and he has built

up a large business in Victor, Brunswick and
Sonora phonographs, pianos and small goods.

BOOKS REFLEXO BUSINESS IN WEST

Louis J. Unger, president of Reflexo Prod-
ucts, Inc., New York City, recently returned

from an extensive trip throughout the Middle
West in the interest of Reflexo blue steel

needles and Gilt Edge needles. Mr. Unger
found conditions particularly good on his trip

and booked considerable new business. The
new free display stand has gone over big and
many dealers report its value in the increasing

of needle sales.

What Is Ideal

Merchandise?
People will buy in quantities that

article of merchandise which is ob-

viously better value than competing
Hnes. Sales resistance becomes im-

mediately broken, while selling

time and costs are lessened, thereby

giving the dealer larger profits.

Dealers handling

TMC INSTRUMENT OF QUALITY

CLEAR A5 A BELL

Semi-Permanent
Needles

place them in this category. For
their capacity to play 50 and more
records, together with the insur-

ance against record scoring that

goes with these needles, makes
them an obviously better buy.
Write for a sample.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

Sonora Stays

Wherever
Placed

"We took on the Sonora line for

twQ reasons : First, because we
have had a number of requests for

the Sonora. And second, on inves-

tigation we found that the Sonora
is a machine of merit. Since tak-

ing on this additional line we find

it to be very satisfactory, both as

a merchandising and selling prop-
osition. We may add that the de-

mand is increasing, and that wher-
ever placed the Sonora stays."

That's what the manager of the

phonograph department of one of
the largest Eastern Department
Stores writes about Sonora (name
furnished on request).

You, too, can build for the future
with Sonora. Write us for our
proposition.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

STMt rNSTRUMENT OF QUALITY

onoi
CLEAR AS A BELL
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MQMINOOP(MAM
DEALERS IN MONTREAL TERRITORY ARE VERY ACTIVE

Berliner Gramophone Co., Ltd., Constructing Plant for Manufacture of "His Master's Voice" Cab-
inets—Retailers Add New Lines—Expansions and Other News of the Trade

AIoNTREAL, Can., November 8.
—"His Master's

Voice" Victrola cabinets, which have hitherto

been imported into this country from the United

States, will soon be made in Canada by the

Berliner Gramophone Co., Ltd., of this city,

which for some years has manufactured the

V^ictor machines and records. They are now
fitting out a modern reinforced concrete build-

ing which will be used exclusively for the manu-

facture of these cabinets. This building is five

stories high, about 500 feet long, and contains

approximately 100,000 square feet of floor space.

It was erected, together with a 1,200 h.p. power

plant, in 1921. The value of the building and

the complete modern equipment being installed

is a little over $1,000,000. The work, the com-

pany expects, will be completed about December

1. The plant when operated to capacity will

require the employment of about 350 additional

workers, but it is not counted on reaching full

capacity before 1925. During the coming year,

however, the company expects to take on about

200 additional employes.

C. W. Lindsay, Ltd., will hereafter handle

the Vocalion records and will, as in the past,

feature Sonora and Columbia phonographs.

The firm is carrying on an extensive advertising

campaign in the interest of Sonora, which is

bound to have telling results.

"Lord Renfrew's favorite, 'His Master's Voice'

Victor Victrola, again supplied by Layton Bros.,

Ltd. A royal tribute to the Victrola, the choice

of Lord Renfrew on his recent visit to Canada."

This is the way Layton Bros., Ltd., announced

in the daily press that they had again supplied

this make to the heir to the throne. An illus-

tration was also shown of the machine. Style

No. 400. It is also worthy of note that Lord

Renfrew purchased a similar model to be

shipped to England for his own personal use.

Palm-O-Phone, Reg., has opened up talking

machine parlors at 2833 St. Catherine street.

East, where it is carrying a number of different

makes of "talkers" and featuring the sale of

Starr-Gennett records. Five demonstration

booths are daily in operation.

J. W. Shaw & Co. are now featuring Vocalion

records and quite recently made a very nice

window display of these goods.

Charles Culross is receiving exchanged pianos

in quite goodly numbers in part payment for

Sonora and Aeolian-Vocalion phonographs.

Lord Renfrew (H. R. H., the Prince of Wales)

during his recent visit to Montreal personally

complimented Joseph C. Smith's Orchestra (ex-

clusive Brunswick artists), which plays daily

at the Mount Royal Hotel, on its wonderful

playing.

Wm. Lee, Ltd., has been running consider-

able newspaper copy exploiting the Brunswick

and emphasizing the fact that Lord Renfrew

danced to and enjoyed the following Brunswick

records: No. 2447, "Stella" (fox-trot); No. 2402,

"Wonderful You" (fox-trot); No. 2352, "When
Hearts Are Young" (fox-trot); No. 2393, "Un
Tango Dans la Nuit" (tango), and No. 2440,

"Sweetheart of Sigma Chi" (waltz).

Isa Kremer, Brunswick artist, paid a return

visit to Montreal the past month and met with

an enthusiastic reception.

Beniamino Gigli, tenor of the Metropolitan

Opera Co. and exclusive Victor artist, sang to

a capacity audience in Windsor Hall the latter

part of October.

Layton Bros., Ltd., during the late visit to

Montreal of the Right Hon. David Lloyd

George, supplied him in his suite at the Mount

Royal Hotel with a Model No. 300 Victor-Vic-

trola.

J. Wilfrid Bourgoin, "His Master's Voice"

dealer, 1 St. Catherine street, East, is planning

to soon open a branch store. One cannot but

help notice the neat arrangement for quick serv-

ToRONTO, Ont., November 8.—An agreement has

been reached whereby R. J. Dearth takes pos-

session of the business formerly carried on
under the name of G. L. Laing Co., this city.

Mr. Dearth assumes all liabilities of the former
company. He will act as direct factory dis-

tributor for Honest Quaker main springs. Em-
pire tone arms and reproducers. Silent motors,
Phonostops and other phonograph accessories.

E. A. McMurtry, Candian manager of the

Columbia Co., recently visited Winnipeg, Man.,

where he found dealers taking a very keen inter-

est in the new line of Columbia phonographs
and the Columbia New Process records.

Geo. W. Hopkins, general sales manager of

the Columbia Phonograph Co., New York, is

to be one of the leading speakers at the annual

convention of Associated Canadian Advertisers

to be held at the King Edward Hotel during

the early part of November.
S. Aronson, president of the Presto Phono

Parts Co., Inc., Brooklyn, N. Y., was a recent

trade visitor to Toronto. M. G. Beatty, this

city, is sole Canadian distributor for these prod-

ucts.

J. B. Heighton, Uxbridge, Ont., has been

granted a Canadian patent covering four claims

on "A composition of matter for manufacturing

amplifiers."

Thomas Nash, manager of the Sun Record
Co., who has so successfully handled the mar-

keting of the Apex records ever since they were

first put on the market by the Compo Co., of

Lachine, Que., has just returned from a business

trip to Chicago and other United States centers.

In Chicago Mr. Nash appointed a distributing

house for Aja.x records, also manufactured by
the Compo Co., Ltd., large shipments of which

are already entering the United States.

The Scythes Vocalion Co., Ltd., of this city,

Canadian manufacturer and distributor of the

Aeolian Vocalion phonographs and records, an-

nounces that C. W. Lindsay, Ltd., Montreal,

has taken on the Vocalion record line.

During Lord Renfrew's holiday on his western

Canadian ranch he visited Calgary, Alta., call-

ing at the store of the Alberta Piano Co., Ltd.,

to select a number of records, including the

latest hits. The selections made were "His

ice to customers in locating records which are
labeled under different headings, for example:
"Dance Concert"—Light Vocal, Instrumental,
Concert and Operatic, French, etc. Sales of
consoles and uprights are about fifty-fifty as
leaders in the sales race, while a large repair

business is handled.

A. Pratte, Jr., expects in the near future to

have a complete line of phonographs, and is at

present handling Starr-Gennett records, sup-

plies, etc.

Master's Voice" Victor records. While H. R. H.
the Prince of Wales was on the E. P. Ranch
he used and enjoyed immensely the Victrola,

Style No. 280, supplied by the Alberta Piano Co.

A new piano-phonograph shop has been
opened in Windsor, Ont., by William H. Hardy
and is known as Hardy's Music Store.

Henry Pratt has recently opened an exclusive

phonograph store at 998 St. Clair avenue, West.
The Brunswick is among the lines handled.

Manager Sibbitt, of the Ottawa Phonograph
Corp., Ottawa, Can., in order to attract atten-

tion to his show window recently employed the

beadliner from one of the local theatres who
did his tricks in the window. Coupons were
distributed on which the people were asked to

state whether he was a man or a machine, and
also to give the age of the "man." Ten records

were given to the person giving the correct

answers.

Charles Kirke Music Co., Ottawa, is now
handling Aeolian-Vocalion records in its hand-

some new store on Sparks street.

Herb. Byshe, one of the first phonograph
retailers in Canada, has discontinued the sale of

records.

Jones Bros, have succeeded to the business of

M. P. Wright, Rideau street, Ottawa.

LIVE DEALER ORGANIZES ORCHESTRA

MoNTPELiER, Idaho, November 7.—F. M. Wil-

liams, Brunswick dealer here, has organized a

dance orchestra called the Harmony Five. Mr.

Williams states that his orchestra plays so-?

called Brunswick tunes, because all of their

dance numbers are identified with Brunswick
records. The orchestra is being booked in many
places in southern Idaho and some points in

western Wyoming. By identifying his dance

program with Brunswick dance records he is

developing a big record business.

DANIELSON IN NEW WAREROOMS

Jamestown, N. Y., November 8.—Danielson's

Music House participated in the big opening

celebration at Roosevelt Square here recently

when the new Rogers block was dedicated.

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY

IMPORTANT CHANGES IN THE TORONTO TRADE FIELD
R. J. Dearth Takes Over Old G. L. Laing Co. and Will Distribute Honest Quaker Main Springs
—G. W. Hopkins to Speak Before Canadian Advertisers—New Stores Opened—Month's News
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BUCKINGHAM
From an assortment of seventeen period models you can choose

the ones which are most suitable for your clientele; oak, walnut,

fine lacquers made by artisans who take infinite pains with their

work.
Cabinets of the finest construction; mechanism which needs

no adjectives to emphasize its tonal qualities; and priced lower
than any high grade cabinet on the market.

THE ORSENIGO COMPANY, Inc.

Showrooms : 383 Madison Avenue
New York City, N. Y.

Factory : Skillman Ave. and Rawson St.

Long Island City, N, Y.
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SALT LAKE
Retailers and JJliolesalers En-

joying Prosperous Season—Out-

look for Holidays Is Excellent

Salt Lake City, Utah, November 5.—All is

well with the talking machine industry in this

section. Without a single exception leading

men in the business—dealers and wholesalers

alike—are congratulating themselves on the

prosperity which is attending them and that

business will continue good now right up to

Christmas is, of course, a foregone conclusion

according to well-informed heads of the leading

concerns in this territory.

Donald Daynes, treasurer of the Daynes-

Beebe Music Co., and Ted Lewis, of the phono-

graph department, have gone to southern Utah

on a deer-hunting trip. President Joseph J.

Daynes has been on several brief duck-hunting

trips which were productive of good sport.

Several favorite Mormon hymns, recorded re-

cently by the Victor Co. to sell at 75 cents, are

in good demand in this territory.

The Utah Phonograph Co. had an attractive

booth at the recent State Fair.

There is not as much call now for the "jazzy"

stuff as for the better class music, according

to Manager Henry Gardner, of the Z. C. M. I.

talking machine department. Miss Geneve

Swayze, the charming young lady assistant in

the Keith-O'Brien Co.'s phonograph depart-

ment, now discontinued, has joined the Z. C.

M. L phonograph department under Mr. Gard-

ner.

"It's a Lot of Bologny," by Billy Alurray.

This was featured in the John Elliot Clark Co.'s

window recently. There were frankfurter sau-

sages to give the song a realistic touch. Hun-
dreds stopped to see the window.

H. E. Dewsnup, former sales manager of the

Consolidated Music Co., has purchased an in-

terest in the O'Loughlin Co., Main street.

Sales Manager Thomas, of the Consolidated

Music Co., has been elected to the board of

directors of the company. He has been with

the firm nine years. Dean Daynes, of the Con-

solidated, has returned from a hunting trip in

southern Utah, which he took in company
with county officials.

Miss Beth Erickson, head of the John Elliot

Clark Co.'s educational department, took a lead-

ing part in the program of the recent State

Teachers' convention, held in this city. Miss

Erickson appeared on the general program of

the convention and also on the program of the

music section. She discussed music apprecia-

tion, with, of course, special reference to the

Victor machines.

The John Elliot Clark Co. is fitting up its

second floor as a fine, new salesroom to be

devoted .entirely to period models of Victrolas.

The Utah Association of Music Industries

has decided to hold quarterly meetings here-

after and to make each meeting a convention

and social on a small scale. Members thought

this would be preferable to holding meetings at

more frequent intervals. The executive com-
mittee will be responsible for the conduct of the

Association's business to a greater extent than

heretofore. Secretary Fred Beesley, Sr., said

they hoped to get employes of the different

establishments out at the quarterly meetings and
discuss various phases of the business of inter-

est and value to them in their work.

Miss Gussie Pearson, of the Fisher Music

Store, East Third street. South, reports that

there is a good demand for second-hand rec-

ords at this time. The Fisher Co. sells sec-

ond-hand musical instruments and equipment

exclusively. Its store is neat and attractive

and no "junk" is carried.

T. E. Ashworth, of the Auerbach Co.'s phono-

graph department, reports a brisk demand for

Columbias. "We can't get them fast enough,"

he said. The Auerbach Co. will soon move
into its new store, where it will have a larger

phonograph department.

Branch Manager Spratt, of the Brunswick-

Balke-CoUender Co., has just returned from a

short trip into the Idaho territory, where he

called on Brunswick dealers in Pocatello, Black-

foot and Idaho Falls.

The Daynes-Beebe Music Co. displayed a

very pretty Brunswick window during State

Fair week.

The Bates Stores Co., Brunswick dealer,

Provo, Utah, has announced its big phonograph
sales campaign. Extensive advertising is a fea-

ture of the event.

Messrs. Boyden and Carlson, of Coalville,

Utah, and Logan, Utah, respectively, were re-

cent visitors to the local Brunswick offices.

Mr. Perry, of the Brunswick Co., has returned

from a short trip into the Wyoming territory.

He reports Brunswick sales as very active in

Evanston, Kemmerer and Afton, Wyo.

DEALERS IMPROVING THEIR STORES

Leon Tobias, secretary of Van Veen & Co.,

Inc., reports considerable activity on the part

of talking machine retailers in improving their

warerooms. Among contracts in progress and

recently completed are the following: A com-
plete phonograph department for Bloomingdale
Bros.; alterations for Chas. H. Ditson & Co.

and C. Bruno & Son, Inc., both Victor distribu-

tors of New York City; Home Furniture Co.,

Trenton; installations for M. F. Malarkey,

Pottsville, Pa.; Griffith Piano Co., Newark and
Trenton stores; Mt. Pleasant Music Shop,

Washington, D. C; Oscar A. Hoffmann & Bro.,

Cincinnati, O.; Hudson Music Shop, Hastings,

N. Y. ; Charles Azzara, Yonkers, N. Y.; Bruns-

wick Shop, Washington, D. C. ; William R. Zoll-

inger & Co., Canton, O., and Frederick Loeser

& Co., Brooklyn, N. Y.

SONORA SCORES AT TRNSTATE FAIR

Walter C. Reinhardt, of Memphis, Tenn., Wins
Fine Publicity for His House and the Sonora
Line Through Exhibit at Fair

Memphis, Tenn., November 5.—Walter C. Rein-

hardt, president of Reinhardt, Inc., Sonora

dealer in this city, is being complimented upon
his aggressiveness in securing maximum pub-

licity for his house and Sonora product during

the Tri-State Fair. The company erected a

special tent close to the Agricultural Building,

and among the Sonora consoles displayed were
the Queen Anne, Canterbury, Marquette, Marl-

borough and Serenade, together with the Grand,

Barcarolle, Melodie and the portable. Quite a

few Sonora sales were consummated during the

course of the fair, and it was estimated that

180,000 people passed the Sonora tent at one

time or other.

One of the most interesting features of the

entire fair was the "Enchanted Sonora," this

display consisting of a Sonora Grand, mounted

on four fish bowls in which gold fish sported

about in full sight of the visitors, showing the

impracticability of any wired connection and yet

this instrument told the visitor's name, describ-

ing his clothes and answering any question in-

telligently. The solution of the mystery rests

with Mr. Reinhardt, but the "Enchanted

Sonora" was the means of packing the tent

every hour of the day and evening with thou-

sands of visitors, each of whom received a

catalog and the famous walking Sonora doll.

In addition to displaying the Sonora product

in a specially designed tent, Mr. Reinhardt also

featured the instrument in another display in

the Merchants' Building, entertaining the

crowds with concerts on the Sonora, using

Vocalion Red records. Instruments were also

placed at the disposal of other exhibitors to en-

tertain their visitors, and among the companies

which took advantage of Mr. Reinhardt's liberal

offer were the Coca Cola Co., which broad-

casted Vocalion records by means of a Sonora

and a Magnavo.x, the Dixie Mfg. Co., which

also used these products, the Sweet Pal Candy
Co., and the official restaurant at the fair.

ADDITION TO BRUNSWICK PLANT

Knoxvilie, Tenn., November 7.—An addition to

the Lonsdale plant of the Brunswick-Balke Col-

lender Co. has just been announced, and plans

have been made to build an assembling plant

here within five years, for the manufacture of

Brunswick phonographs. The company intends

to cover the entire block it has purchased.

The Moller Music Co., of Hagerstown, Md.,

which this year completes its forty-third year

in business, has leased new warerooms in the

old Hotel Franklin building, giving it largely

increased quarters and better facilities to take

care of its growing business.
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EOUIPPINQ NEW LANDAV STORE

Zimmerman-Bitter Co. Secures Sixth Avenue
Store Contract—Closes Other Important Con-
tracts—Final Rush Before Holidays

The final rush of remodehng and equippino

talking machine stores before the beginning of

the late Fall and holiday business is being com-
pleted by the Zimmerman-Bitter Construction

Co., New York City, according to A. Bitter.

Among the recent installations completed by
this company is that of the Berger Talking

Machine Co., of Ridgefield Park, N. J., consist-

ing of six hearing rooms, record racks, sheet

music and musical instrument departments.

The entire store has been redecorated in French

period design. The store of Max Liaks & Son,

of 143 Second street, Passaic, N. J., has added

complete equipment for a phonograph depart-

ment.

Emanuel Blout's store in Flushing, L. I., has

been equipped with eight hearing rooms, piano

rooms, record racks, musical instruments, sheet

music, music roll and small goods departments.

A new musical instrument department has also

been added to the Blout store in Bayonne, N. J.,

and a similar department has been added to

Landay Bros.' New Haven store. The Good
Luck Talking Machine Co., New York City,

has added additional booths and musical in-

strument cases.

The Zimmerman-Bitter Co. is at present en-

gaged in enlarging the showroom of Landay
Bros, at 311 Sixth avenue and is also equipping

the new Landay store at Sixth avenue and

Thirty-fourth street. This installation will com-

prise thirty-five hearing booths and complete

equipment throughout all departments, includ-

ing musical instrument, sheet music, small

goods racks and showcases, etc. The main floor

will be finished in walnut and the second floor

in French grey. Mr. Bitter states that condi-

tions are particularly promising for a good Fall

business and that his company anticipates con-

tinued activity in the installation of equipment.

INTRODUCES NEW TYPE LOUD SPEAKER

Radio Specialties Apparatus Co. Places "Ex-

cello" Loud Speaker on Market

A new phonograph type loud speaker has re-

cently been placed on the market by the Radio

Specialties Apparatus Co., Upper Montclair,

N. J., which is being merchandised under the

trade name of "Excello." This amplifier is de-

signed with the idea of permitting the owner
of a phonograph and radio set to combine the

two, using the phonograph horn as the loud

speaker. The device is attached to the tone

arm of the talking machine and is finished in

gold, silver and nickel plate to match the vari-

ous tone arms. It is adjusted by the turning

of a knob, thus making the music, both vocal

and instrumental, loud or soft, as is desired.

The E.xcello fits any type of tone arm either by

simply attaching it to the tone arm or, in the

case of certain old-style tone arms, various re-

movable adapters are used, thus making a com-
plete unit which may be changed at will.

The Radio Specialties Apparatus Co. also

manufactures the Excello horn type amplifier,

which has all the adjustment features of the

phonograph type and is light in weight. This
amplifier Is made in an artistic design, which
makes it appropriate for use in the home. The
horn type comes in three finishes—standard
black, crystal black and mottled green. H. G.

Thompson, president of the Radio Specialties

Apparatus Co., states that these two types of

.instrument have met with approval in the talk-

ing machine trade.

CLIFFORD CO. IS CHARTERED

NoRWALK, Conn., November 5.—Incorporation

papers for a new music house here have just

been filed under the name of the Clifford Jew-
elry & Music Co., Inc. Capital, $10,000.

NEW COLUMBIA LABELS READY

Distinctive Set of Labels Will Appear on All

Columbia Records—Attractive Design With
an Effective and Distinctive Display

Commencing with the January supplement as

a unit and on all repressings of previously listed

records starting at once, the Columbia Phono-

graph Co. will use a new label that is distinctive

and entirely dififerent from the labels used in

previous years. A reproduction of the label is

shown herewith, but the black and white repro-

duction hardly does justice to the attractive

colorings that characterize the new series of

labels.

According to an announcement sent out by

Geo. W. Hopkins, general sales manager of the

The Artistic New Columbia Label
company, the new labels will be classified as

follows: gold label for a special list of sym-
phony artists; silver label for the balance of

symphony artists; bronze label to replace the

present blue label, or 7S-cent record; green
label to replace the present green label, repre-

senting records in the foreign language catalog

made in America, and the blue label for foreign

language records made abroad. While the color

for each classification is different than the other

colors in the series, the general design for all

of the labels is similar, with the word "Colum-

bia" prominently displayed between two un-

folded red, white and blue flags and the new
Columbia trade-mark at the top.

Columbia dealers who have received samples

of the new labels are enthusiastic regarding

their artistic design and their advertising value,

as there is a minimum of type matter with a

most effective layout. It is understood that

coincident wit4i the issuance of the new labels

a new numbering system will also be announced.

PROGRESS ON NEW VICTOR PLANT

Oakland, Cal., November 3.—Construction work

on the Western plant of the Victor Talking

Machine Co. started here a few days ago, and

Architect William Knowles, of Oakland, plans

to have the structure completed by January IS

of next year. The new building, located at the

foot of Seventy-eighth avenue, will have a front-

age of 120 feet and a depth of 200 feet, being

entirely of brick construction. The local factory

will entail a cost of $130,000 for its erection and

will employ about 200 people when operated.

F. B. JENKINS, JR., VISITS NEW YORK

F. B. Jenkins, Jr., manager of the wholesale

Victor division of the J. W. Jenkins' Sons Music

Co., was a visitor to New York recently after

spending a few days at the Victor factory. Mr.

Jenkins spoke enthusiastically regarding busi-

ness conditions in his territory, stating that the

Victor dealers throughout the Middle West are

apparently enjoying one of the most prosperous

eras in recent years.

Collect the interest on every instalment sale

you make. Failure to charge interest means

the loss of a considerable sum of money annu-

ally.

^^rttrmrPATAPPD. FOR,

The Excello Phonograph Type Loud Speaker

Made in both phonograph and horn design.

Adjustable air gap and cushioned diaphragm so as to bring out the
full tone and quality of both vocal and instrumental selections.

Fits all tone arms perfectly by means of invisible adapters and
height adjuster.

Place your order C. O. D. or check in advance.

If, after ten days, yoii are not satisfied with the

Excello, and it is returned in first-class condition^

your money will be refunded. Liberal trade dis-

count.

The phono,Erraph type
Excello loud speaker,
in nickel or gold-plate,

to match tone arm fin-

ish $15.00

The horn type loud speaker,
light in weignt, adjustable, in
three finishes, Standard Black,
Crystal Black and Mottled
Green $30.00

Radio Specialties Apparatus Co.

357 North Fullerton Avenue

Upper Montclair, N. J.
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PORTLAND, ORE.
Trade Conditions Never Better-

Records—Record Artists in Loc

-L. D. Heater to Distribute Okeh
al Concerts—The Month's News

Portland, Ore., November 5.—Trade conditions

in this city never were better and the outlook

shows nothing but increased prosperity for this

section of the country. With general business

conditions in such splendid shape the only prob-

lem confronting the talking machine dealers and
jobbers is the shortage of goods. This is al-

ready proving a great issue and with a tre-

mendous holiday business in sight the dealers

are experiencing some uneasy moments.
L. D. Heater, Oregon and Washington dis-

tributor of the Strand phonograph and the

Portophone, has been made the distributor for

that territory for Okeh records and anticipates

a rapidly growing business. Portland firms to

take on the Okeh line are: Vern Wenger
Phonograph Co., McCormick Music Co., Inc.,

and the Seiberling-Lucas Music Co. Out-of-

town dealers are: Cobban Music Co., of Astoria,

Ore.; Smith & Carlson Drug Co., of Cosmopolis,

Wash., and the W. E. Bennett Music Store,

Everett, Wash.
New Strand dealers are: Remick Song & Gift

Shop of Portland, Gervurtz Furniture Co. and

Wm. Gadsby Furniture Store, all of this city.

The musical season was opened here recently

by the appearance of prominent artists, includ-

ing: Rlary Garden, Columbia artist, and Claire

Dux, Brunswick artist. The local Brunswick

branch extensively advertised the local appear-

ance of Miss Dux and all of the local Brunswick

dealers did the same. Another artist to make
his initial bow to Portland recently was Tito

Schipa, Victor artist.

Lorraine Evon, violinist, and the Golden Bird,

a canary, who record exclusively for Gennett

records, also appeared locally. The Starr Piano

Co., distributor of Gennett records, advertised

Miss Evon's appearance, and sales of her rec-

ords were greatly stimulated as a result.

Portland music houses have contributed liber-

ally to the State development fund, which has

been held under the auspices of the Portland

Chamber of Commerce, thanks to the efforts of

the chairman, J. H. Dundore, manager of the

Sherman, Clay & Co. store.

Charles Soule, district manager of the Starr

Piano Co., is planning a visit through the East-

ern part of his district, which will include stops

at Spokane, Wash., and Boise, Idaho.

Elmer Hunt, wholesale manager of the local

Sherman, Clay & Co. branch, has been visiting

the Victor factory at Camden, N. J., and differ-

ent jobbers as w'ell as studying general condi-

tions.

Victor dealers who visited the Sherman, Clay

& Co. wholesale department during the past

month were A. W. Burton, Powers, Ore., a

new Victor dealer, and Stanton Powell, of

Grants Pass, Ore., proprietor of the Music &
Supply House.

Sherman, Clay & Co. were awarded the first

prize for the best musical window display dur-

ing the Better Homes Week, and were given

a handsome silver cup by the Portland News.
George Bohen, representative of the Kimball

Co., of Chicago, visited Portland during the past

month, calling on the McCormick Music Co.,

local distributor of the Kimball pianos and

phonographs.

J. A. Price, manager of the Wiley B. Allen

branch at Centralia, Wash., was a visitor at

Portland headquarters during the past month.

New saleswomen added to the record depart-

ment of the Wiley B. Allen Co. are Gertrude

Lee and Kathryn McCarthy.

Miss Emma Reynolds has been appointed

manager of the record department of the Bush

& Lane Piano Co.

Forest Cheney, of the Cheney Talking Ma-
chine Co., called recently on G. F. Johnson,

of the G. F. Johnson Piano Co., representative

of the Cheney interests in the Pacific North-

western States, and accompanied him to Seattle

and other Washington cities.

Standard Selections Growing in Popularity
General Phonograph Corp. Reports Tremendous Increase in Demand for Odeon Records—Otto
Heineman Responsible for Their Phenomenal Success—Important Announcements Ready Soon

With every division of the General Phono-
graph Corp. working to capacity, Otto Heine-

man, president of the company, has found' it

necessary to divide his day so that each of the

company's products may receive a certain por-

tion of his individual attention. Okeh records

are hitting new marks in sales totals; the new
Heineman motors have been accorded an en"-

thusiastic reception by the trade everywhere and
Okeh steel needles are winning new friends

steadily, but the outstanding feature of the com-
pany's activities is the tremendous and unprec-

edented demand for Odeon records.

The Odeon record division of the General

Phonograph Corp. has been Mr. Heineman's
special "baby" for the past three years and the

remarkable success that these records have

achieved is due in a large measure to his efforts

and activities in their behalf, together with the

co-operation of his associates. In 1920 Mr.

Heineman spent several months in Europe and

while abroad completed arrangements with the

International Talking Machine Co. whereby the

General Phonograph Corp. was given the ex-

clusive right to import the matrices of record-

ings by world-famous operatic stars, interna-

tionally known musical organizations and the

foremost musical celebrities of practically every

country in Europe. The records from these

matrices are pressed in the Okeh factories and
released under the Odeon label. Each month a

notable selection of the recordings is issued

and it is gratifying to learn that dealers

throughout the country are handling these

Odeon records as a feature record line in their

establishments.

At the present time a comprehensive catalog

of Odeon recordings is in process of completion

and when ready for distribution this catalog will

emphasize concretely the remarkable progress

that the General Phonograph Corp. has made
in the introduction of these popular recordings

to the trade in this country. Special album sets

have recently been introduced to feature Odeon
records and these album sets have served to

provide the dealer with a new and more profit-

able method of record merchandising. Mr.

Heineman expects to have several important an-

nouncements to make during the next few

weeks regarding his company's 1924 plans so

far as Odeon records are concerned, and these

announcements will undoubtedly prove of in-

terest and benefit to the Odeon trade.

SINGLE RECORD DISPLAYS POPULAR

Special Window Displays Featuring Single Rec-

ords Arranged by Thomas A. Edison, Inc.,

Prove Business Getters for Dealers

The policy recently adopted by Thomas A.

Edison, Inc., of featuring individual Edison rec-

ords in window displays, prepared especially for

the use of Edison dealers; is meeting with pop-

ular approval, and reports coming from dealers

who have utilized the displays indicate that

concentration on a single product in a window
display is a paying proposition.

The first display release by Thomas A. Edi-

son, Inc., was in September, and- each month
since then new display's have been added. Plac-

ards and other publicity material going into the

window are prepared by the Edison Company
and supplied to dealers on request. The illus-

trations are especially attractive, and insofar as

possible they convey a distinct thought on the

particular record upon which the exhibit is

based. In addition, neatly printed placards have

been prepared on which appear brief messages

designed to induce early action, resulting in

the purchasing of the record featured.

The Carroll Music Co., 125 Putnam street.

Marietta, O., recently reincorporated under the

new name of the Cullen & Myers Music Co.

Incorporators are M. and D. M. Cullen and B. B.

Myers.
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Made under Patent No.
995758 which has been vig-

orously contested and sus-
tained by the Court of

Appeals.

Any infringers and those
involved in the manufac-
ture, sale or use of same
will be liable for prosecu-
tion and subsequent dam-
ages.

Serviceable furniture footwear has

much to do with satisfied customers

Made in Six

Sizes

A correct size for

every piece of furniture

you make

The size best suited to any
particular piece is one that

will leave at least 3-16 cf

an inch margin between
the edge of the Dome and
the outside edge of the fur-

niture leg! The use of the

correct size on each piece

of furniture is important
to you— to your dealer

customers and to the buy-
ing public. The correct

size will give the maximum
furniture footwear service.

ARE you interested in furniture after it leaves your

XA. factory? You are keenly anxious to manufacture the

sort of furnitiire that sells easily and stays sold.

DOMES Of SILENCE will help you.

You can't possibly know what sort of conditions each piece

of furniture you make must meet in the home to which it

finally goes—whether it will be used on wood or tile floors—

on rugs or carpets or linoleum. You don't need to worry

where it's going to be used when you equip with

DOMES of SILENCE
"Better than Casters"

Because—equipped with DOMES Of SILENCE you can

send your furniture anywhere knowing that the footwear

will give complete satisfaction. Thus insuring Good Will.

They give complete satisfaction on any floor—any floor

covering. They glide easily— silently over any surface.

They will glide from the abrupt edge of a thick pile rug to

the floor without fear of breakage and without strain or

injury to the furniture itself.

DOMES of SILENCE Division,
Henry W. Peabody & Co.
17 State Street, ' New York City

The truest sort of factory economy lies back of DOMES Of SILENCE. Inex-

pensive themselves, they are quickly, easily—economically attached. By
making them standard equipment on all your furniture, you straightway

cut costs and simplify manufacturing process. Nor have you any apology

to make for your finished product. Rather, you have added a selling point

—you have given dealer and consumer just what they want in the way of

furniture footwear.

MADE IN SIX SIZES SUITABLE FOR ALL KINDS OF FURNITURE

t.xtra Heavy Vs in- V* in- ^2 in. H in.

Size—Ij^in.
Reg. U. S. Pat. Off. No.995758 which will be strictly enforced

What we say about Furniture applies also to Phonographs
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COLUMB US
Christmas Buying Starts—Trade
Holding Instruments for Future

Delivery—Business Gains Grow

Columbus, O., November 9.—The Christmas

season business is already well under way here.

Among the firms that have a considerable num-
ber of machines stored away for delivery a

few days before Christmas are the Elite Music

Store, Victrola specialists; F. & R. Lazarus Co.,

and Heaton's Music Store. The last two con-

cerns are also Victor dealers.

The C. C. Baker firm, Victor and Brunswick

dealer, is making plans for Christmas business.

This firm, as well as a number of others which

have not started their Christmas campaigns,

will launch special drives in a few days.

Console style machines have been unusually

popular in this city. According to several Vic-

tor dealers as many as ten console models are

sold to each upright. The machine business has

been splendid in the past few months and at

Heaton's Music Store during the first week in

November an average of two machines were

sold daily.

The "hit" in dance records for the past sev-

Recording for the

Phonograph Trade
The best equipped and efficient

—low cost—laboratory in the

industry. ..

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

We will be glad to send sam-
ples of late recordings.

A. J. BAUM, . Manager
ARTHUR BERGH. Musical Director

FRED OCHS, .. . < Recordar

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38th Street New York

era! weeks has been "Last Night on the Back
Porch," a fox-trot produced by the Paul White-
man Orchestra, a Victor organization.

Ever since the inauguration of double-faced

Red Seal Victor records the C. C. Baker Store

has shown an increase in Red Seal sales.

Anticipating a heavy trade in the next few
months Heaton's Music Store has engaged Miss
Dorothy Wells, a well-known local musician, as

a member of its sales force in the record de-

partment.

Steinway & Sons, Brunswick dealers, have
also e.xperienced a good business in the past

several weeks. The $250 console has been the

favorite machine among their customers. Ches-

ter S. Carter and N. V. Wadley have recently

been added to the sales force.

The first concert of a series arranged by the

American Legion took place at Memorial Hall

November 7. Mme. Schumann-Heink was the

artist and the concert was a great success in

every way. Sales of Victor records by this art-

ist were greatly stimulated by her appearance

here.

Dealers are co-operating in the promotion of

coming concerts. The seat sale for the United
States Marine Band is being held at Heaton's

Music Store. Tickets for the Sousa concert

are being sold at Goldsmith's Complete Music
Store.

Due to the fact that the first State Music
Memory Contest proved to be a tremendous
success a second annual contest will be given

ne.xt year under the State Department of Edu-
cation. It will be conducted on practically the

same rules and regulations as the one held this

year, the final contest to be held in March.
This year's contest, however, started just a few
weeks after the first day of school, which is an

added advantage over last year's contest, which
was not launched until some time in February.

Local dealers are already co-operating with

the students who have entered the contest. Li

the near future they e.xpect to put on concerts

when the numbers included in all three lists will

be played for the benefit of all contestants. In

addition to this arrangements are now under

way whereby literature dealing with the num-
bers on the list will be distributed.

Ian S. Seeds, president of the Robert L.

Seeds Co., Columbia and Cheney dealer, has

just returned from a motor trip to the East.

The firm, at 112 South High street, has been at

this location but six weeks and in that short

time a definite increase of phonograph sales

has been made.

Word comes from the Wainwright Music Co.,

Victor dealer. Marietta, O., that again this firm

is assisting in the management of the com-
munity concert series. Miss Lucrezia Bori, Vic-

tor artist, gave the first recital of the 1923-24

concert series on October 12 and scored a big
success.

Legions of friends and acquaintances of

Messrs. Fred, Jr., Simon, Robert and Jeffrey

Lazarus are sympathizing with them in their

bereavement on account of the recent death of

their mother, Mrs. Fred Lazarus, Sr.

CAPITALIZES ON BIG EDISON ORDER

Live Webster City, la., Dealer Lets the World
Know That He Expects a Busy Season by
Displaying Large Edison Shipment

Webster City, Ia., November 7.—One of the

live dealers of this State is F. C. Ruegnitz.

Proof of this statement is contained in the

photograph of Edison phonographs reproduced
herewith. This represents one shipment of in-

struments, and piled in front of the store they

Receives Big Edison Shipment

almost blot out the warerooms. Mr. Ruegnitz

believes in publicity, therefore he had a large

sign painted announcing to the world at large

that the pile of instruments represents only one

shipment, and in order to give passersby a clear

idea of just how the Edison appears two of the

instruments were uncased and placed one on

each side of the sign.

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS

TONE ARMS
REPRODUCERS

CASTINGS
Grey Iron

and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Stylus Bars
Screw Machine Parts
Talking Machine Hardware

Direct Quantity Importations On

D.R.DOCTOROW

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.

$1 East 42nd Street, New York
Tel. Vanderbilt 54.62

Murray Hill 800
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TIMELY SONORA ADVERTISING

Full-page Advertisements in Daily Newspapers

Emphasize Prosperity of Talking Machine

Industry and Growth of Sonora Business

htatioiis through local broadcasting wiliiout in-

terference. The advertisement also called atten-

tion to the fact that all of the parts in the new
59 are manufactured by the Federal Tel. & Tel.

Co. and may be purchased separately.

K. R. PERKINS ON BRUNSWICK STAFF

Well-known Wholesale Traveler Joins Bruns-
wick New York Staff—Popular in Trade

The position of the Sonora Phonograph Co.,

Inc., and its products in the talking machine

trade are being emphasized for the benefit of the

public in a most convincing way in attractive

full-page advertisements being run in the daily

newspapers of the country.

One of these advertisements appeared in the

New York Times on November 11, and in a

border showing the great variety of models

offered in the Sonora there was set interesting

explanatory text, the opening paragraph, for

instance, reading: "The phonograph industry

was never in a more prosperous condition.

Phonographs are being purchased throughout

the country in great numbers and the propor-

tion of instruments of better grade was never

higher. Dealers everywhere are clamoring for

additional merchandise. Manufacturers of high-

grade phonographs are already oversold. By
increasing its production more than 30 per cent

Sonora is striving to meet this demand." Then

follows descriptive material relative to the con-

struction, styles and prices of Sonora products.

DR. DE FOREST TO VISIT RADIO SHOW

Famous Inventor One of the Feature Speakers

at Chicago—Will Talk Over Air From Chi-

cago and Detroit—Guest of E. H. Jewett

FEATURES FEDERAL SET NO. 59

Attractive Advertising for New Federal Re-

ceiving Set—Has Several Important Features

The Federal Tel. & Tel. Co., manufacturer

of Federal radio receiving sets, carried a very

attractive half-page advertisement in the No-

vember 10 issue of the Saturday Evening Post,

featuring the new Federal receiving set No. 59.

The advertising showed an excellent photo-

graph of the new set, and_ called attention to

its various merits, among which are an unu-

sual distance range and a high degree of selec-

tivity which enables the user to hear distant

Ciiic.vou, 111., Xuvcmbcr 8.—One of the fea-

tures of the Chicago Radio Show will be the

visit of Dr. Lee De Forest, inventor of the fa-

mous radio products bearing his name. It was

in this city some twenty years ago that Dr.

DeForest conceived the idea of the Audion
tube, which represents one of the most impor-

tant developments in the radio industry and
which has attained world-wide renown. On
November 22 Dr. DeForest will visit Chicago,

accompanied by E. H. Jewett, president of the

DeForest Radio Tel. & Tel. Co.; Chas. Gilbert,

vice-president and treasurer; \V. H. I'riess, in-

ventor of the Reflex set, and H. H. Roemer,
sales manager of the company. Dr. DeForest

is one of the feature speakers at the convention

meetings and will also be the guest of honor

at a dinner given by the DeF'orest distributing

agents and retail representatives at the South

Shore Country Club.

On Thursday evening Dr. DeForest will talk

over the air from one of the Chicago broad-

casting stations between 9 and 10:30 and, subse-

quently, will leave for Detroit as the guest of

Mr. and Mrs. E. H. Jewett. In all probability

Dr. DeForest will talk from the Detroit News
broadcasting station, WWJ, on Friday night,

and his talk will be of interest to radio fans.

There will be a large DeF"orest celebration at

the Radio Show in this city and H. H. Roemer,
who is chairman of the reception committee,

has prepared an interesting program for all

visitors to the show.

Kenneth R. Perkins, one of the most popular

wholesale travelers in the metropolitan terri-

tory, has been appointed a representative on the

New York staff of the Eastern phonograph di-

vision of the Bruns wick-Balke-Collender Co.

He is an addition to the Brunswick staff and
his appointment means no change in the pres-

ent personnel of the organization. Mr. Perkins

was for five years a sales representative of

the Sonora Phonograph Co. in the metropolitan

district. During his first year's connection with
that company he was in charge of the dealers'

service department, and during the past two
years he was associated with the Greater City

Phonograph Co., Sonora jobber.

H. H. ROEMER VISITS NEW YORK

H. H. Roemer, sales manager of the DeFor-
est Radio Tel. & Tel. Co., was a visitor to New
York this week, spending considerable time at

the DeForest factories in Jersey City. Mr.

Roemer was accompanied by C. E. Flynn,

Western zone manager, with headquarters in

Des Moines, la., who will probably spend a

month in New York, doing special work in

connection with the activities of the Eastern

sales organization.

VICTOR CHRISTMAS PUBLICITY

Included in the great volume of special

Christmas display material which the Victor

Co. is preparing for dealers' use is a large

hanger containing a special list of holiday rec-

ords and a window strip in colors bearing the

message: "Victrola—a Christmas Gift for

Every Member of the Family." This publicity-

material is designed either for use in window
displays or in warerooms and booths.

Something New That Will Positively Increase Your Sales 500 Per Cent
No. 590 NEW UNIVERSAL STOCK RECORD RACK, for 1 0-inch records. Display your stock records along the wall.

Each record is visible at a glance. Quickly disposes of all slow-moving records. Features to-day's best-selling numbers. At
the top of each pocket is a channel slide to receive record title, which is seen at a glance. Made in 4 and 7 pocket vertical units.

Send for new catalogue No. 1251, showing prices and details

UNIVERSAL FIXTURE CORPORATION 135 West 23rd Street, New York
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EXPORTS AND IMPORTS OF "TALKERS"

Export and Import Figures on Talking Ma-
chines and Records Show Increasing Tend-

ency as Compared With Last Year

Washington, D. C, November 8.—In the sum-

mary of exports and imports of the commerce

of the United States for the months of August

and September (the latest period for which it

has been compiled), which has just been issued,

the following are the figures bearing on talking

machines and records:

The dutiable imports of talking machines and

parts during August, 1923, amounted in value to

$71,654, as compared with $42,056 worth which

were imported during the same month of 1922.

The eight months' total ending August, 1923,

showed importation valued at $513,839, as com-

pared with $353,088 worth of talking machines

and parts during the same period of 1922.

Talking machines to the number of 5,242,

valued at $199,249, were exported in August,

1923, as compared with 2,859 talking machines,

valued at $92,430,^ sent abroad in the same pe-

riod of 1922. The eight months' total showed

that we exported 40,007 talking machines, val-

ued at $1,587,209, as against 30,901 talking ma-

chines, valued at $1,093,450, in 1922.

The total exports of records and supplies for

August, 1923, were valued at $99,418, as com-

pared with $61,454 in August, 1922. The eight

months ending August, 1923, show records and

accessories exported valued at $931,491, as com-

pared with $672,704 in 1922.

The countries to which exports were made in

August and the values thereof are as follows:

France, $485; United Kingdom, $8,703; other

Europe, $14,483; Canada, $16,651; Central Amer-
ica, $4,452; Mexico, $16,171; Cuba, $3,513; Ar-

gentina, $21,738; other South American coun-

tries, $8,257; China, $2,099; Japan, $36,963;

Philippine Islands, $2,683; Australia, $27,588;

Peru, $3,722; Chile, $12,559; New Zealand, $10,-

049; other countries, $9,133.

The Figures for September

The dutiable imports of talking machines and

parts during September, 1923, amounted in val-

ue to $40,000, as compared with $24,375 worth

which were imported during the same month
of 1922. The nine months' total ending Sep-

tember, 1923, showed importations valued at

$553,839, as compared with $377,463 worth of

~ SEE
WHAT

talking machines and parts during the same
period of 1922.

Talking machines to the number of 5,419,

valued at $231,646, were exported in September,

1923, as compared with 5,532 talking machines,

valued at $199,110, sent abroad in the same
period of 1922. The nine months' total showed
that we exported 45,426 talking machines, val-

ued at $1,818,855, as against 36,433 talking ma-
chines, valued at $1,292,560, in 1922.

The total exports of records and supplies for

September, 1923, were valued at $93,074, as com-
pared with $70,985 in September, 1922. The_
nine months ending September, 1923, show rec-

ords and accessories exported valued at $1,024,-

565, as compared with $743,689 in 1922.

The countries to which exports were made in

September and the values thereof are as fol-

lows: France, $245; United Kingdom, $4,110;

other Europe, $5,032; Canada, $89,503; Central

America, $6,031; Mexico, $24,528; Cuba, $4,455;

Argentina, $9,657; other South American coun-

tries, $13,779; China, $946; Japan, $4,878; Phil-

ippine Islands, $3,737; Australia, $29,386; Peru,

$3,800; Chile, $12,723; New Zealand, $8,354;

other countries, $10,473.

VICTOR CO. DENIES RECORD CUT

No Basis for Story in Theatrical Weekly That
Prices of Victor Jazz Records Would Be Re-

duced After the First of the New Year

In its issue of November 10 the Billboard,

a theatrical publication, carried a' sensational

storj' to the efTect that "The Victor Talking

Machine Co. has decided to make a substantial

reduction in the price of its jazz records, effec-

tive January 1, 1924," and that the decision had

been arrived at at a meeting of the board of

directors of the company the week before.

When his attention was called to the story

by The World Ralph L. Freeman, director of

distribution of the Victor Co., stated in sub-

stance: "The article has ever}' appearance of

being inspired and, so far as I am aware, there

is nothing whatever to offer a basis for the

published report."

SELF=SERVICE IDEA POPULAR

Helping Customers to Help Themselves Is

Good Business—Universal Fixture Corp.'s

New Record Rack Does This

ON
PAGE 35

The self-service idea in the talking machine

wareroom is noticeably gaining ground. It has

been found that the display of merchandise

within reach of the customer has contributed

decidedly to increased sales. Following this

idea the Universal Fixture Corp., which is well

known throughout the trade as the manufac-

turer of numerous display fixtures for the talk-

ing machine retailer, has placed, a new fixture,

consisting of steel wall pocket units provid-

ing for the display of records broadside, on the

market. These units are provided in vertical

series of four or seven and there is a channel

at the top of each record pocket in which can

be placed, in large readable type, the name of

the record. A number of dealers who have pur-

chased- this fixture from'the Universal Fixture

Corp. have ordered enough units to cover the

entire wall of one side of the store.

LANDAY BROS. TO OPEN NEW STORE

The eighth of the Landay Bros, chain of

music shops, and the third in the retail shop-

ping district of Manhattan, will be opened

shortly in the Marbridge Building, Thirty-

fourth street and Broadway, Landay Bros, hav-

ing leased a store on the Broadway side of that

building for a period of fifteen years.

Daily's, Inc., prominent music dealers of

Spokane, Wash., recently purchased the Music

Shop, 722 Riverside, from Ray A. Grombacher,

who opened the store four years ago.

STATEMENT OF THE OWNERSHIP, MANAGEMENT,
CIRCULATION, ETC., REQUIRED BY THE ACT OF
CONGRESS OF AUGUST 24, 1912,

Of THE TALKING MACHINE WORLD, published
MONTHLY, at New York, N. Y., for October 1, 1923.

State of New Y'ork, County of New York, ss.

Before me, a Notary Public, in and for the State and
county aforesaid, personally appeared J. B. Spillane, who.
having been duly sworn according to law. deposes and
says that he is the Editor of The Talking Machine World,
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Immediate Delivery Guaranteed!!

on All Samples of

Oh! Pep!
SOLID BRASS DRAWN TONE ARMS

The Oh Pep Phonoparts Co. has at last surmounted all difficulties incident to the bringing out of its

SOLID BRASS DRAWN TONE ARM and is now in position to make immediate delivery of samples of

all sizes of its product.

Remember
Oh! Pep! Tone Arms and

Reproducers incorporate

no Die Castings whatso-

ever.

Oh! Pep! Tone Arms are

of one piece Solid Brass

Tubing, bent and tapered

to shape, and of uniform

thickness throughout.

Oh ! Pep ! Tone Arms will

be shipped at once upon
receipt of order accom-

panied by check covering

cost of sample.

No. 1

Size 714"—814"

TO BONA FIDE DEALERS
ONLY

1 ^ ^.-r^
Sample (Not more than one to , f

3P*IWS" ^ flP 9|
each dealer) will be supplied at I "^jg" T W- ^
following prices which apply to

this transaction only:

No. 1 ARM
7^2" $2.50 \ / No. 2

8 1/2" $2.75 \ y ^''^ 8i/,"-9i/,"

No. 2 ARM
8K2" $3.50

9K2" $3.75

The above prices include an Oh! Pep! Reproducer which is of Pressed Steel. If Solid Pressed Brass
Reproducer is desired add 25c extra.

6912 Cottage Grove Ave. ^^[^_JmB ^^^ggifc Chicago, 111.
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DALLAS
Aggj-essive Policies Result in

Business—Plan Holiday Drives—
Convention Plans—Month's News

Dallas, Tex., November 7.—There is a general

feeling of optimism throughout the Southwest-

ern trade territory. This is based on the stead-

ily increasing business of the past month and

indications of an excellent holiday business sea-

son. It must be admitted, however, that the

good business is in a large measure the result

of the activities of the live dealers in this terri-

tory. In this city, especially, the retail trade

has been developing intensive campaigns which

have been responsible for a good demand for

both machines and records and sales are grow-

ing. Holiday plans are already under way by

many merchants, including talking machine

dealers.

The, Edison is one of the instruments which

stands at the pinnacle of popularity in this sec-

tion. The Texas-Oklahoma Phonograph Co.,

Edison distributor, with headquarters in this

city, is busy supplying the demands of its deal-

ers, an indication that the Edison retail trade

is in a prosperous condition. Since the return

of A. H. Curry, head of this concern, from the

Edison Laboratories, Orange, N. J., things have

been humming in the local organization. The
ability of Mr. Curry in surrounding himself

with men of the keenest executive ability and

the spirit of co-operation which exists in this

distributing house are manifest by the high type

af service accorded dealers and the efficiency

with which the business is conducted.

Plans are being made for the annual meet-

ing of the Texas Music Merchants' Association,

to be held in Galveston on May 22. According

to a recent announcement a two-day session

will be held in the Hotel Galvez on that date,

and it is expected that about 300 music mer-

chants from this State will attend the meeting.

Arrangements are being made for addresses by
prominent trade members, including several na-

tionally known speakers from New York and

Chicago. After the convention many of the

music merchants will go by boat to New York,

where the national convention will be held ten

days later.

The new Columbia instruments are attracting

considerable attention here. This was particu-

larly true at the State Fair of Texas, held in

this city, when the new models were exhibited

by the Columbia Co.'s local branch. A com-
plete line of the Columbia New Process records

was also on display and daily demonstrations
at the company's booth drew the crowds, who
manifested considerable interest in the improve-
ments embodied in the new models.

The Bush & Gerts Piano Co. of Texas, of this

city, staged a most successful exhibit in the

building at the State Fair.. Jack Roberts, singer,

drew large crowds to the booth. He is in

charge of the sheet music department and he

sang popular songs during the afternoons and
evenings. Miss Irene Webber furnished the

classical music for the sheet music division of

the exhibit. Miss Lola Clark accompanied both

singers.

The phonograph division of the exhibit was
under the direction of C. D. Mills, with his

assistants. Paul E. Burling was in charge of

the piano department.

F. F. Dawson, sales manager of the Texas-

Oklahoma Phonograph Co., in a letter to the

Edison trade in the territory which it serves, is

urging dealers to plan intensive record sales

campaigns in order to make the most of pre-

holiday trade opportunities. The necessity of

early ordering of both machines and records is

also pointed out as the means for insuring

timely deliveries and avoiding shortage when
a representative stock will be most needed.

RIGHT HOT OFF THE GRIDDLE!

H. C. Faber Writes The World Editor on Retail

Merchandising Practices in a Vigorous, Right-

From-Shoulder Style

Monongah, W. Va., October 29, 1923.

Editor, The Talking Machine World,

New York
My Dear Sir:—The much-used and abused

phrase, "business is slow," is not caused by
sluggish bowels and overwork. No sir. The
main and outstanding cause is sluggishness in

the space where brains are supposed to domi-

nate. And while they, no doubt, are there, they

fail to hit on all cylinders. Such being the com-

mon complaint among a great many dealers in

talking machines and records, I would suggest

a remedy that is a sure and everlasting cure

for these "sluggards"; that remedy is found on

page 4 of the October issue of the talking ma-
chine dealers" only and best every-daj' friend,

i. e., The Talking Machine W^orld, under the

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We iuppljr the' largett Phooograph Manu-
facturers,

A>k for our quotatiooi and lamplei before

placiof your order.

American Mica Works
47 Wett St. N«w York

caption of "Is the Alail Order House Your
Competitor?"

Every solitary word in this article is the

plain truth with the spaces between found full

of truth also. It would be a miracle, indeed,

could one go through a day without hearing

the worn-out phrase, "Hell, but this is a dull

time. Everything's on the bum. The fools

(citizens) send out and patronize the darned
mail order houses in preference to our own
home industry, etc."

I have only one comment to make regarding

such chronic kickers, and that is—it is good
for you. The home talent or home folks used

to know you sold machines and records, but

you were so cocksure of their future patronage

that you just came to the conclusion that you
would cut e.xpenses some and quit advertising

in the home papers. Results: the home folks

not seeing your business in the papers any
more, and daily receiving mail order requests

for their patronage, the consequences were, and

are, that these out-of-town houses who do not

help your town in the tax question, get all the

home trade and consequently you get a second-

grade article and pay more than a first-grade

price for same. Bear in mind, words are a

game that can be made to win and at the same
time not have a hint of the truth in same. By
sending off to these town wreckers, you in-

dividually pay all expenses and a good margin

of profit besides and eventually you find out

that you got soaked, but the nice word-juggling

advertisements came to you by mail until you

got it into your head that it was the only place

where you could buy a talker or records, and

all on account of the home dealer being too

stingy to invest a few dollars in the home
papers.

It's a plain case of saving a few cents and

losing a great many dollars. I can point, for

instance, to the county papers here at home
where everything is quiet and peaceful, and,

holy-jumping-bees-wax, look, here it says that

so-and-so is going to put on sale at a certain

date such and such a brand of goods. Conse-

quently on that date the cars are overcrowded

all day and every darn store in the town gets a

good share from the suckers that go to get

bargains (mind you, bargains). But the satis-

fied "bargainer" is the advertiser; he sells and

sells and you are wondering what hit you.

Such being the case, why not wake up and

put this great big giant of a business-getter,

advertising, on your payroll and keep him there.

Perhaps he would not make a fortune for you

in the twinkling of an eye, but as the sun rises

and sets daily, just so sure will he convince

you that he is on the job, and prove it daily

to you by great strides in your business.

I can prove to anyone interested that adver-

tising of the proper sort with nothing but the

naked truth all through it will be a sure and

a permanent silent business partner for you.

Spasmodic advertising is a poor, useless and

costly investment. When it appears the public

takes it for granted that you have a good thing;

when it ceases, then the public knows you are

out of the running or else the goods you are

carrying are useless and not worth letting the

public know about.

There are to-day plenty of stores that adver-

tise almost daily and it gets soaked into one's

brain so that if we saw the paper and it did

not contain an announcement of so-and-so we

WILLIAM
AND MARY

A valuable asset to any merchant is our 1924

dealership for the one INCOMPARABLE PHONOGRAPH

NEW EDISON
It is not too late to get in on the Holiday Trade
—a few open points in Texas-Oklahoma terri-

tory. Write us.

TEXAS -OKLAHOMA PHONOGRAPH CO.

2025 Jackson St. Dallas, Texas

mm
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would get a nervous shock and wonder what

the trouble was. Go into any store of re-

spectable size and you cannot help noticing that

certain parts of this store have a large crowd

in it, while the remaining parts are almost

vacant. The cause is the "blessed" advertise-

ments, for these stores can stick in an adver-

tisement to-day that to-morrow they will have

on sale dish rags, cheesecloth, Summer socks

(for men) in the Winter time; in fact, any tom-

foolery, and the consequences are that on the

date advertised they sell out their stocks of

"deads" entirely and get credit for it besides.

Advertising does it, though.

Individually, I am here to truthfully say that

I have been acquainted with the music lovers

of this town for a long time and would have

staked my last dollar that nothing but the

highest grade of a famous make of record would-

ever enter their homes, but I was badly and

sorrowfully surprised when I saw package after

package of the lowest grade of records come
into these "high-grade" music lovers' homes.

Investigation of this happening cracked me a

blow square between the eyes when I was
truthfully informed that these records were ad-

vertised in such and such an out-of-town paper

and these parties thought that no local store

handled them because they did not see them ad-

vertised. A shame it is that the dealer cannot

change places with the customer just for a week
or two and see from the outside what the insider

should see and practice.

A good machine and a good record made by
the best advertised factory in the United States

is a valuable thing to own when we take into

consideration that we are getting what the best

artists in the world can give us. They are

cheap at any price and make a quick turnover

for the dealer who has got the scales washed
off his eyes. But there are dealers who have

their racks and shelves stocked full of these

high-grade goods and do not make much noise

either, simply because the public does not know
they have them. So please read over (twice

won't hurt) this mail order house article and act

honestly with yourself. Give the home town a

chance to buy at home and increase your sales

and thus find out what a dose of continuous

advertising will do for both your stock and your

pocketbook.

H. C. Fabf.r.

SONORA PORTABLE FOR FIREMEN

EuKEK.-v, Cal., November 7.—James E. Mathews,

local Sonora dealer, recently had a fire in his

store. Through fast work the Eureka volunteer

fire department rushed his entire stock out into

the street, taking only eighteen minutes to

transport fortj'-two phonographs and thirteen

pianos to safety, thus saving Mr. Mathews from

a considerable loss.

To show his gratitude he presented a Sonora

portable to the members of the fire department,

together with a supply of records. The little

instrument has been busy day and night.

REPAIRS
TALKING MACHINE TROUBLES AND

HOW TO REMEDY THEM
Conducted by Andrew H. Dodin

MACHINE WITH LARGE SOUND VOLUME

Guelph, Ont., October 20, 192.i.

Editor, Service Department,

Talking Machine World, New York.

I want to assemble a phonograph that can

be plainly heard in a hall holding about 500 and

trust you will pardon me for making the follow-

ing inquiries, viz.:

A. Wouldn't a long horn be best?

B. What should a thirty-inch horn measure

at large end?

C. Would a long tone arm be best? How
long?

D. Who makes the most powerful repro-

ducer? What model?
E. Do you consider the concealed horn type

best for my purpose? Who makes this type?

F. Are motors furnished with winding key

and turntable as part of their standard equip-

ment ?

G. Who makes fittings, tone arms and tone

arm brackets for old-style horn machines?

Thanking you sincerely in anticipation for

your kindness in furnishing me with the infor-

mation, yours faithfully,

(Signed) S. V, C. Shortis.

Answer: The volume reqirired in a machine
for demonstration to an audience of 500 people

would depend upon whether the audience was
assembled to listen to the machine or for the

purpose of dancing". When a large number of

people are dancing there is, of course, a greater

number of attendant noises which tend to

drown out even the music of a small orchestra.

The Victor Auxetophone, operated with com-
pressed air forced through the sound box, is

about the only machine I know of which would
adequately answer the purpose.

To answer your several questions:

A. 'i'he horn type would, without doubt, be

the best.

B. The horn can measure any diameter de-

sired. The basic idea in horn construction is

that the longer and more gradual the taper the

more possibility there is in throwing the sound

waves a further distance.

C. Length of tone arm can be eight and one-

half to eleven and one-half inches. Longer than

this is not necessary.

D. The Columbia No. 6 sound box is about

the loudest all-around-purpose box made. There
are also many other similar makes which have
the same diameter diaphragm (2 3-16 inches),

and the pivoted needle bar, which, if carefully

assembled, give about the same results.

E. See answer to question A.

F. Motors are always furnished complete
with turntable, winding key, brake, etc.

G. General Phonograph Corp. (Heineman)
is about the only firm handling the old-style

horn type tone arms and brackets. These parts

are obtainable from their jobbers in various cities.

The Victor Co. makes a horn type arm, also

the Columbia Co. These parts, I don't doubt,

couTS also be obtained through their jobbers

and dealers.

DOING EXCELLENT WORK FOR MUSIC

Managers of Philpitt Stores in Tampa and
Orlando, Fla., Conduct Special Concerts and
Attract Wide and Enthusiastic Attention

The activities of S. Ernest Philpitt, well-

known music merchant of Florida, in promoting

elaborate musical affairs in Miami, where his

headquarters are located, and bringing artists

of wide reputation to that city, have evidently

had their effect on the managers in charge of

Mr. Philpitt's other stores in Florida, judging

from results during the past few weeks.

In Tampa, for instance, Senor Giovanni Diaz,

a well-known operatic tenor, was featured in

recital under the auspices of C. R. Putnam, man-
ager of the Tampa store of S. Philpitt & Son.

Supporting Senor Diaz were Mrs. Jessie S.

Pamplin, contralto and accompanist, and Gray
Terry, pianist. An elaborate program of oper-

atic numbers was rendered for the benefit of

a large and enthusiastic audience. The Stein-

way was the official piano.

Particularly noteworthy was the accomplish-

ment of Ross V. Steele, manager of the Philpitt

store in Orlando, Fla., who organized and de-

veloped an excellent symphony orchestra made
up of local musicians within a short period of

seven months and recently gave his first con-

cert. The performance of the orchestra aroused

great enthusiasm and it is now firmly estab-

lished as a definite factor in Orlando's musical

life.

NEW BENTON HARBOR GRINNELL STORE

BiiNHiN Harb(jk, Mich., November 9.—A per-

manent location for the branch piano store of

Grinnell Bros,, of Detroit, has just been secured

at 179 Pipestone street. This concern has been

compelled to move several times since opening

in Benton Harbor, on account of short-time

leases. The interior of the store at the new
location has just been decorated and improved

throughout.

CHANGE IN SPRINKLE CO. MANAGERS

Richmond, \'a., November 8,—P. E. Lotz,

formerly manager of the Sprinkle Piano Co.

store in Winston-Salem, .N. C, has taken charge

of that company's store in that city, succeeding

C. H. Nokes, who has entered another field of

business. E. R. Woolridge, formerly assistant

manager of the Winston-Salem store, has now
been placed in full charge as successor to Mr.

Lotz.

HAAG FILING CABINET
K-lOO

TO MEET THE DEMAND
—of-

EDISON DEALERS
We Are Now Marketing THE NEW

HAAG RECORD FILING CABINET
Accommodates 100 Edison Records. In Brown and Red Mahogany

TO RETAIL AT FIFTY DOLLARS
The Most Practical and Attractive Cabinet Ever Put on the Market

Orders Filled Onl^ in the Sequence Received

HAAG & BISSEX COMPANY, Inc.
Calvert Building Baltimore, Md.
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JOBBERS:—
Desirable territory is open for financially strong established jobbers to represent the

Pooley Phonograph
proven out by experience to be a high quality desirable product, in a class of its own; our

files and present jobbers will verify the statement that the Pooley Phonograph has been a

sales success wherever it has been introduced.

POOLEY FURNITURE CO., Inc. 16th Street and Indiana Avenue Philadelphia, Pa.

STAGES SONORA WEEK IN MILWAUKEE

Sonora Dealers Combine in Staging Unusual

Window Displays—Yahr & Lange Exhibit at

Food, Household and Electrical Exposition

tion also was observed by Yahr & Lange as

"Sonora Week" in Alilwaukep, every retail rep-

resentative in the city having made a special

Milwaukee, Wis., November 5.—By far the

largest and admittedly the most picturesque ex-

hibit at the recent Fifth Annual Food, House-

hold and Electrical Exposition in the Audi-

Display of the West Side Music House

window display and interior trim, linking up

the observance with the community exhibit at

the Auditorium. The displays reproduced here-

with give a general idea of the lengths to which

middle of the gorgeous display was a Bardini

model of the Sonora, which sells for $3,000.

This was the most expensive talking machine
on exhibition. Every other type of the Sonora,
including the new Argyle model, was shown.

Directly in charge of the exhibit was Irving

S. Leon, who, since August 1, has been sales

manager of the Yahr & Lange music division,

and whose acquisition was followed by the

awarding of the exclusive wholesale Sonora
franchise in the lucrative Lower Michigan terri-

tory to the Yahr-Lange organization. He was
assisted by Walter Pugh, city representative in

Milwaukee, and George Campbell, field repre-

sentative in Wisconsin. Each Sonora dealer

in this city was privileged to have two sales-

men on the floor of the exhibit throughout the

week of the exposition. In addition to seven-

teen actual sales closed on the floor. Manager
Leon reports that 597 live prospects were se-

cured out of 115,000 people who were present.

A special entertainment program was given
for the exposition on one evening of the week
by Yahr & Lange. Miss Marian Yahr, daughter
of Fred E. Yahr, president of the company, pre-

sented several artistic dance numbers. Mrs.
Eileen Shepherd Cavanagh, of Kenosha, Wis.,

a noted soprano, accompanied by Margaret
Harwig, of Kenosha, was another feature.

Seidel Bros.' Striking Display

torium in Milwaukee was the showing made by

the Yahr & Lange musical merchandise divi-

sion, exclusive distributor of the Sonora in Wis-

lai. li
j>onor.\ „;JJ_

WILSHIRE MUSIC CO. OPENS

Los Angeles, Cal., November 5.—The Wilshire
Music Co., Walter C. Lilley, proprietor, re-

cently opened an attractive store at 125 South
Western avenue, this city. The booths are in

the front of the shop, while in the rear is a

large room for display purposes. No expense
has been spared in the decorations. Oriental
rugs, fine furniture and works of art combine
in making a beautiful setting for the display of

the instruments.

Kleinert Music Shop Window
consin and Upper and Lower Michigan, with

the co-operation of its eighteen dealers in the

city of Milwaukee. The week of the exposi-

Window of Wm. A. Kaun Store

the dealers went in tying up with artistically

arranged window displays.

The exposition display of Yahr & Lange oc-

cupied a space 130 feet long, the largest area

used by an}' one exhibitor. Looming up in the

ASHER OPENS IN MINEOLA. N. Y.

Mineola, L. I., November 6.—An up-to-date

music shop, handling Brunswick phonographs,
records, pianos and sheet music, will be opened
on Second and Main streets by Harry Asher,
Mr. Asher came to Alineola four or five years

ago and has engaged in a successful retail drug
business here since that time.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

34 East Sidney Ave., Mt. Vernon, N.Y.
Telephone: Oakwood 8845

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED WAX
TO OUR LABORATORY

MOUNT VERNON— NEW YORK
MANUFACTURERS OF

LABORATORY
9 East 47tli St, New York City

Tel. Vanderbill 4153

OUR
IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS



November 15 1923 THE TALKING MACHINE WORLD 187

MAKES MANY SALES BY CANVASSING

p. L. Cavanaro, Edison Dealer, Covers Wide
Territory and Sells Many Instruments by

Canvassing and Home Demonstrations.

CLOSING EXCELLENT BUSINESS

Player-Tone T. M. Co. Reports Active Year-
Consoles and Uprights in Demand—Factory

Working to Capacity to Fill Orders

JOINS JAMES K. POLK, INC., STAFF

W. Shephard Miller Added to Okeh Jobbers'

Force—Well Qualified for the Post

RiVERHEAD, L. I., November 7.—The value of

canvassing as a means of sales is being demon-

strated every day by P. L. Cavanaro, live Edi-

son dealer. This live retailer covers a large

territory surrounding the town in which his

stock is located, and he has succeeded in plac-

ing many Edisons in the homes of Long Island

P. L. Cavanaro

residents through the canvassing route. The
photograph reproduced herewith shows an Edi-

son being placed in a prospective customer's

home. This particular instrument was sold in

the record time of fifteen minutes to a person

residing twenty miles from the store, showing"

that when canvassing is coupled with a thor-

ough knowledge of the line and progressive

sales methods it is doubly productive of busi-

ness. Mr. Cavanaro is seen standing to the

right of the instrument, which is about to be

delivered.

Pittsburgh, Pa., November 8.—I. Goldsmith,

president of the Player-Tone Talking Machine

Co., of this city, returned to Pittsburgh recently

after spending ten days at the Jamestown furni-

.tu're market. Referring to this show and to

conditions generally, Mr. Goldsmith stated:

"This has been one of the most successful sea-

sons we ever had, and, in fact, we left the

market a little earlier than usual in order to

speed up our factory to take care of the tre-

mendous demand for our new consoles, as well

as our uprights. If sales continue this way we
will run ahead of all previous years, and, in

fact, we are certain there will be a shortage of

products before the year is out.

"It is quite probable that we will be obliged

to disappoint some of our most valued dealers,

but this cannot be avoided, as we did everything

possible to convince our trade that it will be

necessary to anticipate requirements for this

year's activities. During the coming year we
are planning to increase our factory capacity

by at least 50 per cent, as we have every con-

fidence in the future of the talking machine

industry.

"While we are enjoying a splendid business

in the East, we are astounded at the number of

inquiries received from Far Western and South-

ern points and incidentally there is an active

demand for uprights. Of course, the console

business is far beyond previous years a'nd the

reports received from our dealers indicate that

they are moving the merchandise speedily and

profitably."

Atlanta, Ga., November 5.—P. C. Brockman.

I'.ead of James K. Polk, Inc., of this city, Soulii-

(astern distributor of Okeh records, Honest
Quaker main springs, repair parts and other

E. H. Uhl has purchased the interests of the

late Frank J. Hart in the Southern California

Music Co., Los Angeles. Mr. Uhl is widely

known in the industry.

W. Shephard Miller

phonograpli accessories, announced recently

that W. Shephard Miller had joined the com-

pany's sales force. Mr. Miller is the son of W.
J. Miller, proprietor of the Miller Piano Co.,

Augusta, Ga., Okeh representative in that city.

Mr. Miller has been associated with his father

for the past year, handling in a retail way all

the lines which are distributed by James K.

Polk, Inc. •

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS
Positively Create Richness and Fullness of Tone Combined with Perfect Reproduction.

Send for sample of our
new Tone Arm for

Portable Machines
and Edison
Attach
ments.

We invite a personal test. There is

nothing more convincing. Order a

sample arm and test it out. It will

win you on merit only. Our prices

are low and the quality second to

none.

Write or wire us for samples and
quotations and give us an outline

of your requirements.

Send for sample of our
new Tone Arm for
Portable Machines
and Edison
Attach
ments.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Qeveland, 0.
Eatablished in 1914

Manufacturers of High-Grade Tone Arms and Reproducers
W. J. McNAMARA. President Cable Address "Emphono*'
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CHECKING PARCEL POST PACKAGES

Washington, D. C, November 6.—Business

men throughout the country are urged by the

Third Assistant Postmaster-General to keep an

accurate record of all insured and C. O. D. par-

cels received by them or originally mailed by

them and returned as undeliverable. Such a

record, it is pointed out, would not only be a

protection to the patron, but would also assist

the post office in settling claims and in ascer-

taining the reason for return without delivery

of an undue number of parcels. A number of

cases have arisen where the number of parcels

returned as undeliverable was of too high a pro-

portion, but the department is unable to ascer-

tain the reason for such non-delivery in cases

where an accurate record is not kept. The post

offices throughout the country have been in-

structed to keep as complete a record as pos-

sible and to secure the co-operation of patrons

who also should keep a record, thereby per-

mitting the service and the patron to get to-

gether for the determination of causes of failure

to make deliveries.

MELODY SHOP INCORPORATED

Bluefield, W. Va., November 6.—Changes in

the organization of the Melody Shop have been

ei?ected recently and papers of incorporation

have been filed. The new company will open

an exclusive music shop here about Decem-
ber 1 in the Bradmann Building, opposite the

post office. A. A. Treadway will be in active

charge of the store.

MAX M. TAYLOR NOW IN CHARGE

Kelso, Wash., November 5.—Jvfax M. Taylor,

of Longview, has just arrived here to take

charge of the Cowlitz Music Store, .which has

just opened for business at the corner of Third

and Allen streets. The store will handle, in

addition to a line of pianos, a selection of sheet

music and small goods. The Brunswick line

of phonographs and records will be handled

exclusively. Before coming to Kelso, Mr.

Taylor was in Dalles, Ore., where for five years

he was manager of a music house and made a

striking success.

GOLDBERG MANAGER OF COLLINS

New Orleans, La., November 5.—Samuel R.

Goldberg has just been appointed general man-

ager of the Collins Piano Co., 155 Baronne

street. For the past two years Mr. Goldberg

has been connected with the Harry B. Loeb

Piano Co. as secretary and treasurer. He has

had many years experience in the music busi-

ness, working for a considerable period for the

Philip Werlein Co. as salesman.

SONORA ART POSTERS POPULAR

The art posters issued this month by the So-
nora Phonograph Co. featured the William
and Mary Deluxe model and the new Argyle.

Sonora Art Poster

These posters are being used to splendid ad-

vantage by Sonora dealers throughout the

country, as they depict the Sonora Deluxe mod-
els in an environment thoroughly in accord

with their attractive lines.

THE TALKING MACHINE WORLD'S CLASSIFIED ADVERTISING

FOR SALE

At sacrifice—^Following Unit Construction

Co.'s equipment, practically new. French

grey, enamel finish :

4 6x9 rooms, design Xo. 1.

4 record rack units.

- 1 counter No. 3. glass display case.

Address Klingman Furniture Co., Grand

Rapids, Mich.

RECORDS FOR SALE
Will close out a fine stock of 5,000 selected Polish
10 inch Columbia records, all catalog numbers, and
well assorted. Will sell entire lot at 25 cents eacli,

or will sell in 1,000 lots at 27 cents each, in 100
lots at 30 cents each. Address "Box 1336," care
The Talking Machine World, 383 Madison Ave.,
New York. N. V.

WANTED—SALESMEN
To call on phonograph jobbers and dealers with
the Cresco Repeater as side line. Newest and most
approved type of repeater on the market. Retails
for one dollar. Fastest selling accessory in the in-

dustry. Liberal commissions. Write for sample
and details. Rapid Repeater Co., 260 Van Alst
Ave.. Long Island City, N. Y.

WANTED
Discontinued models of Columbia Grafono-

las C-2 and D-2, any finish and quantity.

M. Calderon. 408 X. Main St.. -Los Angeles,

Cal.

FOR SALE
Exclusive talking machine business in

Roanoke, Va. Established twenty years.

Has Victor talking machine agency.
Owner wishes to retire from business.

Address "P. O. Box 492," Roanoke, Va.

DEALERS ATTENTION
Repairs and parts for Mandel and all

other motors. Distributors of Wall Kane
needles. We carry a full line of all well
known motors and tonearms. Send for

price list. Mandel Phonoparts Co., 1530
Milwaukee Ave., Chicago, 111.

FOR SALE
Exclusive music shop, carrying dealerships for Edi-
son and Columbia phonographs, also good line of
pianos, situated in city of 60,000, with additional
50,000 to draw from. Long term lease, store well
located and fully equipped. Write "Box 265,"
care The Talking Machine World, 383 Madison
Ave., New York, N. Y.

FOR SALE

One million foreign records ; Colum-

bia ; all catalog nuinbers-; all languages.

Sold in small quantities or in one lot.

Lovev & Alweis. 402 ^^^ 40th St., New
York, N. Y.

FOR SALE
Table phonograph cabinets. 36 new table

phonograph cabinets, size 18 inches wide, 12

inches high, 20 inches deep; 3/5 veneered.
2/5 red gum mahogany finished in original

boxes. Factory price $12.75 in dozen lots.

Will sell at $7.50 each for cash. Address
M. W. Hassev, 2932 Atlantic Ave., Brook-
Ivn. X. Y.

CARVED LEGS
Eight designs in gum, oak and ma-
hogany. Prices reduced. Send for cir-

cular. Klise Mfg. Co., Grand Rapids,

Mich.

POSITION WANTED—Salesman wishes to represent a
reliable music house in New England territory. Large
following built up by seven years" experience. Address
"Box 1352," care The Talking Machine World, 383 Madi-
son Ave., New York, N. Y.
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situation" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will

be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
25c. per line. Rates for all other classes of advertising on application.

POSITION WANTED—Recording engineer

of ability and experience desires to become as-

sociated with reliable firm manufacturing rec-

ords of quality. First-class mechanic and

familiar with all branches of the trade. Refer-

ences furnished. Address "Box 1342," care The
Talking Machine World, 383 Madison Ave.,

NcN York, N. Y.

STATE REPRESENTATIVE WANTED—
Men who have exclusive distributing privileges

on line of musical accessories and who travel

their territory can add to their income by writ-

ing to "Box 1343," care The Talking Machine

World, 383 Madison Ave., New York, N. Y.

WANTED AGENTS—For exclusive State

territorial rights. Full line of highest quality

phonograph parts and accessories. Experience

necessary. Address "Box 1344," care The Talk-

ing Machine World, 383 Madison Ave., New
York, N. Y.

WANTED SALESMAN—Sell full line of

highest quality phonographs and supplies. Ad-

dress "Box 1345," care The Talking Machine

World, 383 Madison Ave., New York, N. Y.

POSITION WANTED—Sales and general

manager. Thorough knowledge of phonograph

and music business, wholesale and retail. Have
had over ten years of successful experience in

this field. Capable of managing office, handling

advertising, etc. Want position in Chicago.

Formerly connected with nationally advertised

line. Address "Box 1348," care The Talking

Machine World, 383 Madison Ave., New York,

N. Y.

WANTED SALESMEN—Phonograph sales-

men who are traveling in different parts of the

country will find it to their advantage to carry

my quick-selling sideline, which you can sell to

the same people you are calling upon. Good'

commissions and monthly settlements. Apply to

"Box 1349." care The Talking Machine World.

383 Madison Ave., New York, N. Y.

SPECIALTY SALESMEN—We have terri-

tories open for live men wishing a good side

line. A distinctive article for the talking ma-

chine and piano trade. Used in every home. A
sure and profitable winner Get territory while

you can. The Glo-Rite Co., Inc., "Box 237,"

Camden, New Jersey.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which

will approximate $100 a week earnings to the

right applicant. Call to see Saul Birns, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

POSITION WANTED—By recording expert with 25
years' e.xperience in all parts of the world; thoroughly
practical in all branche.'; of recording and record manufac-
ture; lias own comjjlete modern recording apparatus. Write
"Box 1346," care The Talking Machine World, 383 Madi-
son Ave.. New York. N. Y.

POSITION WANTED—As material expert: thorough
knowledge of formulas, machinery and production. Highest
references. Apply "Material," The Talking Machine
World, 383 Madison Ave., New York, N. Y.

POSITION WANTED—Young man, 11 years' experi-
ence as phonograph salesman and repairman. Connection
desired with established house, either as salesman, repair-

man or assembling. Last position, foreman of shop. Ad-
dress "Box 1351." care The Talking Machine World, 383
Madison Ave., New York, N. Y.

SPOT CASH
Wanted phonograph motors, hardware,
legs, etc. Also veneered panels. Must be
cheap.

Illinois Phonopraph & Supply Co.
237 S. Market St. Chicago, 111.

SPRINGS
VICTOR

1 'A "x. 022x17'. bent each end No. r.54.S ^.57
li4"x.022xl,S' 6" marine ends No. 3014 .58
li/4"x.022xl7' marine ends No. 3014 .55
l%"x. 022x17' bent arbor No. 5302 .57
li,4"x.022xl3' bent arbor No. .5423 .50
H4"x. 022x9' bent arbor No. .5427 .42
114 "x. 022x9', bent each end No. 0546 .42
l"x. 020x13' G" marine ends No. 2141 .32
l"x. 020x15' marine ends No. 3335 .35
l"x. 020x15' bent arbor No. 5394 .38
l"x. 020x15', bent at each end No. 6546 .43
'/8"x.020x9' marine ends No. 988 .29

COLUMBIA
l"x. 028x10' Universal No. 2951 .33
l"x.028xll' Universal No. 2951 .35
l"x. 030x11' hoolt ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x. 025x12' motors, Nos. 33 & 77 33
1 3/16"x. 026x19', also Path^ 75
1 3/16"x. 026x17' No. 4 .59

MEISSI5LHACH
'/s"xlO' motors, Nos. 9 & 10 29
l"x9' motors. Nos. 11 & 12 29
l"xl0' motors, Nos. 16, 17 & 19 49
2"x.022xl6', rectangular hole. 18kl0 1.20

SAAI.-SIIjVERTONE
l"x. 027x10', rectangular hole No. 144 .42
l"x. 027x13', rectangular hole No. 145 .48
l"x. 027x16', rectangular hole No. 140 .58

BRUNSWICK
l"x. 025x12', rect'gular hole, regular.No. 201 .45
l"x. 025x18', rect'gular hole, regular.No. 401 .60

KRASBERG
l"xl2' motor 2A, pear-shape and reel, holes .45
l"xl0' Motor 3 & 4, on outer end 55

EDISON DISC
l%"x. 028x25' regular size disc motors 1.25
l"x.032xll', Standard 55
1 5/10", Home 70
1 5/16"xl8' type A 150, old style disc 1.28
1" Amberola 30-50-75 56
1 1/16". B 80 1.15

SUNDRIES
l"x. 025x16' rectangular hole 50
l"x. 025x16', pear-shaped hole 50
y8"x. 023x10', marine ends, Hein. Col., etc.. .29
%"x.02.5xl0', marine ends, Hein. Col., etc.. .27
%"x.020x9', marine ends..* 21
%"x. 020x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws. No. 3304.. per 100 .92
\'ictor Gov. balls, n/style. No. 3302... each .07
Victor Gov. spring screw washer.. per 100 .72
Columbia Gov. springs. No. 3510. . .per 100 .95
Colum. Gov. sprg. screws. No. 439. per 100 .92
Columbia Gov. sprg. screw washers. per 100 .72
Columbia Gov. ball, lead, flat and spring. . .08
Columbia Gov. ball, new style & spring... .08
Turntable felts, all wool, green, 10", round .15
Turntable felts, all wool, green, 12", round .18

Terms. 2% cash with order.

lALKING MACHINE SUPPLY Ctl.,PARK RIDGE.N. J.

FOR SALE
Fine Phonographs

at Prices

A manufacturer of fine phono-

graphs, the line being nationally

known for its beauty of design

and cabinet work, has five dis-

continued upright models to

close out at very attractive

prices.

These phonographs are in per-

fect condition, and are installed

with the ftnest of equipment.

Finishes include mahogany,
walnut, golden and fumed oak.

This is a real buy. They will

not last long. Write today.

"Box 1350," care The Talking

Machine World, 383 Madison
Ave., New York, N. Y.

FOR SALE
.'\ livc-Koing Chicago i)usincss paying over

$25,000 yearly profit and two (.xecutive sal-

aries of $7,800 each can l)c bouHhl for $1(X),-

000 cash. Is a Itadtr in their line, selling

goods in every civilized country in the world

tiirough high-class distributors. Has 22 pat-

ents allowed and pending covering goods

made and patent prijtection on goods in for-

eign countries. Highest mercantile and bank

references. The line has great mail-order

possibilities. Ill health from climatic changes

in this part of the country reason for sell-

ing. Must act quick, as best five months are

111 Clime. .A-ddress P. O. Box 667, Chicago,

III.

NOTICE RECORDING ENGINEERS

We are ready to furnish a homogeneous

recording wax for professional recordings.

Have furnished recording wax to the lead-

ing engineers of the profession. 25 years'

experience in making wax for the trade.

NO CHIPS NO ACID ATTACK
RIBBON CUT

Standard Wax Co., 228 Bergen Ave., Jersey

City, N. J.

WILL BUY FOR CASH

We want to buy for spot cash Columbia

Grafonolas ; all types. State lowest

prices.

Colonial Piano Corporation,

18 West Broad St.,

Richmond, Va.

FOR SALE

Four hundred 46-in. gum wood mahogany
finished, straight-legged, upright cabinets

These instruments are equipped with high-

grade Columbia two-spring motors and Co-
lumbia tone-arms of unused but discontin-

ued models. The sale price of complete

talking machine is $25.00 each, in lots of 100.

Chicago Phonograph Realization, 1427 Car-

roll Ave., Chicago, III.

WILL BUY AND SELL

Any Quantity

Pianos, phonographs, records,

rolls or any musical merchandise.

Spot Cash

J. K. Morgan,

401 South State St.,

Chicago, 111.

FOR SALE
100 high-grade portable phonographs, Model No. 35.

to close out at $10.00 each in lots of 10 up; also 1,000

sets of record-filing albums, 6 to a set, at 75 cents
per set in lots of 20 sets and up. Address '"Box
1347," care The Talking Machine World, 3So Madi-
son Ave., New York. N. V.
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'

W. LIONEL STURDY, MANAGER

INCREASED ACTIVITY NOTED THROUGHOUT TRADE
AS BUSIEST SEASON OF THE YEAR APPROACHES

Reduction of Record Prices Has Favorable Influence on Buying—"His Master's Voice" Co.'s An-
nual Report—Association Advocates Standard Gramophone Parts—Other Important News

London, England, November 3.—That more or

less indefinable period, so called "the season," is

now with us in very truth. In the aggregate,

all sections of the trade are busy, although here

and there things seem to be in a state of flux,

due, for the most part, to local influences of a

nature adverse to good business. From a gen-

eral viewpoint it is a sound reflection that

although industries may rise and fall the gramo-

phone and record trade carries on ever in

goodly measure all the time.

The element of competition among manufac-

turers and wholesalers became very keen last

year; it is more than ever keen this season, as

witness the wholesale reductions in the prices

of records to which full reference is made else-

where in this section. If anything were needed

as a stimulus to the development of trade, these

record price reductions, together with an in-

crease in the number of cheaper cabinet and

table grand instruments, are generally regarded

as in the nature of a last straw to break the

back of any industrial apathy.

Increased production is the order of the day,

not only to satisfy the home market, but to

meet the foreign demand. The latter aspect of

trade is a good sign of the times. It is very

necessary that the mother country should look

after her colonies and the increasing facilities

afforded for exploration and development of

these markets are being taken full advantage of

by live British gramophone houses.

"His Master's Voice" Co.'s Annual Report
The report of the Gramophone Co., Ltd., for

the year ended June 30 last is just to hand
and discloses an extremely satisfactory state of

affairs. The trading profits were more than

double those for the previous twelve months,

having amounted to £283,769, as compared with

£140,307, and exceeded those of all previous

years. The directors also state that sales since

July 1 last shov; a good advance over the cor-

responding period of last year. Despite this

fact, however, no alteration is being made in

the dividend, IS per cent again being the rate;

but in this connection it has to be remembered
that the 850,000 "B" ordinary shares, on which

8s per share has been paid, making £340,000,

rank for dividend. These "B" shares were

issued in 1920 to the Victor Talking Machine

Co., when it was agreed that for the financial

years ended June, 1921, 1922 and 1923, the

ordinary shares should be entitled to a preferen-

tial 15 per cent dividend, and that after a like

dividend had been paid on the "B" shares, both

classes should rank together. No dividend was
paid on the "B" shares for 1920-21 or 1921-22,

but now the full 15 per cent is to be distributed.

and from now on the distinction between the

two shares disappears. The full distribution

of the dividend this year will amount to £163,-

500, as compared with £112,500. There remains

£126,237 to be carried forward, as against

£44,054 brought in, so that a larger dividend

could have been paid if desirable. The general

finance sheets show a strong position, and the

report states that the net tangible assets, irre-

spective of goodwill, trade marks, patents, etc.,

and after deduction of liabilities and debenture

stock, amount to £1,680,336.

With regard to the Continental markets the

directors state that "the abnormal conditions

on the Continent reported last j'ear, have inten-

sified to the company's disadvantage, and, not-

withstanding the largely increased business,

trading continues to be unprofitable."

The Columbia Position in Great Britain

Coming on top of the tremendous advertising

campaign commenced with issue of the new in-

struments and records, reported last month, and

the subsequent tremendous activities of the

British Columbia Graphophone Co., the news
that the Federal court had appointed receivers

for the American company occasioned more
comment in trade and public circles here than

otherwise would be the case.

An immediate press interview with Louis

Sterling, the managing director of the British

company, brought forth statements that cleared

the air. Mr. Sterling explained that the British

company has absolutely no financial connection

with the American. "For two j-ears," he said,

"the American company has been on the point

of reorganization, and apparently the message

The Hub of the Gramophone World !

!

(Patent and regittration right* applied for)

Unique Oval Model. Satin Mahogany finish, paneled ali around: height.

8^ ins. : depth. 19 ins. : widtlu 16 ins. Reliable Swiss single spring,
silent helical wind, worm gear motor; plays 10-in. and 12-iji. records;
10-in. turntable, plush covered, with special nickel-plated rim. Internal
floating amplifying chamber. Fret front and silk screen. Sound-adjusting
doors with piano hinges. Nickel-plated tapering tone-arm, with crane
back and "gooseneck." Fitted with special plate holding two needle
bowls, one with cover. Dial speed regulator and indicator. "BAND-
MASTER" perfected "Carmen" sound box for steel or fibre needles.

18 Different Models
British made components throughout

The tremendous reception accorded
BANDMASTERS is the greatest proof

of their merit. The tone of BAND-
MASTERS—The elegant cabinet work

—

The high quality fitments—all these at

once please the most fastidious visitor to

your store, and the extremely low price

makes it quite unnecessary to sell on

credit when your stock is comprised of

BANDMASTERS.

The ^Vorld's largest individual order for

gramophones was taken by Bandmasters

in open competition with English and

German manufacturers. There is a strong

reason for it. We can furnish that rea-

son. Overseas trade especially catered

for. BANDMASTERS appeal to the

keen-eyed business man who knows his

business.

Baby Grand. Unique Horse.shoe design. Solid
Mahogany. Satin Finish, beautifully inlaid; hei^t.
32% in.s. : width. 20H ins. : depth. 21 ins. Reliable
Swiss double spring, silent wind, worm gear
motor: plays 3 records one wind: 12-in. turntable,
plush covered, with -special nickel-plated rim.
Voluminous mellow internal floating amplifying
chamber, with cast metal elbow coimection.
Sound-adjusting doors. Heavily nickel-plated
tapering tonearm with crane-back and extra long
"gooseneck." Needle bowls for new and used
needles, one with cover. Dial speed regulator and
indicator. "BAMJMASTER" perfected "Car-
men" sound bos for steel or fibre needles.

18 Exclusive designs
British made components throughout

"THE FAME OF 'BANDMASTER' SPREADS DAY BY DAY" VIDE THE
LONDON PRESS

BANDMASTER LIIVIITED, BANDMASTER WORKS Hendon, London, England
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from New York indicates that the first step has

been taken. In fact, only last Saturday (Octo-

ber 13) I received a letter stating that an appli-

cation for a receivership was being made. We
liave no connection whatever with that com-

pany. All the goods we sell are manufactured

in Great Britain. We own the trade mark
'Columbia' for' the whole of Europe and the

British colonies, and, therefore, we operate un-

der the same name, but there is no financial

connection."

Reductions in Price of Records

In contrast to the last occasion when the

record companies announced reductions, this

month has witnessed substantial reductions gen-

erally without overloud preliminary blasts from

the advertising trumpets. As I foreshadowed

in my October report, there had been a feeling

in the air for some time regarding possible

reductions, and with the beginning of this

month came the first announcement from "His

Master's Voice" Co., whose slogan is "Back to

Pre-War Prices." From October 1 prices of

the double-sided Black Label records are re-

duced from 7s 6d to 6s 6d for the twelve-inch

and from 5s 6d to 4s 6d for the ten-inch; Plum
Label, from 6s to 4s 6d for the twelve-inch and

4s to 3s for the ten-inch. No change is an-

nounced in the "Celebrity" records, which, as

the company states, are already below pre-war

prices.

Simultaneously with "His Master's Voice,"

the British Zonophone Co. announced reduc-

tions in the price of "Zonophone" records as

follows; ten-inch double-sided from 3s to 2s 6d;

twelve-inch double-sided from 5s to 4s.

The Columbia Co. also announced from Octo-

ber 1 a reduction in the Dark Blue Label

of from 3s 6d to 3s for ten-inch and from 5s 6d

to 4s 6d for twelve-inch. The Light Blue Label

double-sided series remain at 5s for ten-inch

and 7s 6d for twelve-inch, and the "Regal" rec-

ords also remain at 2s 6d for ten-inch double-

sided and 4^ for twelve-inch double-?ided.

The Edison Bell "Violet Face" records are

down. Violet Label double-sided from 3s 6d to

3s for the ten-inch and from Ss 6d to 4s 6d for the

twelve-inch. A new (Green) label is announced
at 3s 6d for the ten-inch and 5s 6d for the

twelve-inch.

Aeolian "Vocalion" records from October 1

are as follows: Blue Label twelve-inch from
7s 6d to 6s 6d; ten-inch from 5s 6d to 4s 6d;

Black Label twelve-inch from 6s to 4s 6d;

ten-inch from 4s to 3s. Brown Label ten-inch

from 3s 6d to 3s; which brings into the cheapest

series a number of vocal and instrumental selec-

tions formerly only available in the dearer

classes.

From October 11 the Pathe Frercs Pathe-

phone, Ltd., "Pathe" series dropped as follows:

Size ten-inch, Black, from 3s to 2s 6d; Red,

from 4s to 3s. Size twelve-inch. Black, from
4s 6d to 3s 6d; Red, from 6s to 4s 6d; BufF,

from 7s 6d to 6s; Blue, from 10s to 7s 6d;

White, from 12s 6d to 8s 6d. The "Actuelle"

series range: Size ten-inch. Pink, from 3s to 2s

6d; Ivory, from 4s to 3s; Green, from 5s to 4s.

Size twelve-inch. Pink, from 4s 6d to 3s 6d;

Green, from 7s 6d to 6s.

In order that the change may bear as lightly

as possible on everybody concerned, most of

the companies are allowing rebates to dealers

on their net purchases from June 1 to Septem-

ber 30. The exception is the Pathe Freres

Pathephone, Ltd., which asks for a return of

all stocks held, when, if an equivalent covering

order is placed, rebates will be allowed.

Advocate Standard Gramophone Parts

A potent factor in determing gramophone
trade- conditions on this side is the Association

of Gramophone and Musical Instrument Manu-
facturers and Wholesale Dealers. It is affiliated

with the Federation of British Music Industries

and to that body contributes a higher ratio of

subscriptions than any other trade association.

A strong committee meets at regular intervals

to discuss and consider plans for the general

betterment of the industry. Active measures
are now in hand to (1) obtain the definite agree-

ment of all gramophone manufacturers against

trading with co-operative societies (who by
means of share-profit or dividend tickets are

thereby able to offer the public certain price

advantages to the detriment of other dealers'

trading) unless this method in regard to gramo-
phone goods is discontinued, and (2) to secure,

if possible, a general standardization of fitments

—in particular, tone arms and sound boxes.

Gramophones are designed to fit these parts,

whereas a reversal of the order would permit a

more general conformity to recognized standard

British and Continental fitments in regard to in-

terchangeability of parts and cases.

This is a matter worthy of close study. Its

application would tend to simplify costs and
speed up production in manufacture of the parts

and assembling of the instruments.

A British Gramophone for Canada
William Noon, director of the Duophone Co.,

this city, sailed October 24 on a visit to Toronto,

Canada. The object of his visit is to complete
negotiations for the formation of a new Cana-
dian concern—Duophone (Canada), Ltd., under

the chairmanship of the Right Honorable, the

Earl of Hardwicke, and backed by an influential

financial group in Toronto. In due course the

new company will announce its plans and trad-

ing policy. It starts with every prospect of suc-

cess from the viewpoint of finance, personnel

and product. Mr. Noon embarked upon his trip

accompanied by good wishes from many trade

friends for the success of the new venture,

and I believe that even the Right Hon. Mac-
kenzie King, Prime Minister of Canada, now in

London, found time to convey a message of

goodwill. It is understood that Air. Noon may
shortly be opening up negotiations for the estab-

lishment of a company in the United States ol

America to exploit the Duophone invention.

This gramophone is very highly thought of

(Ci'utiiiiicd on t^aac 192)

Portable Perfection!

(Patent and retristration rights applied for)

Record clip to

hold 6 records. .

secured by ball 1

catch; releasing
record by a
mere turn.

Complete
Frosted finish
aluminum
motor-board
and sound
reflector.

Key- clip Oxed
in a convenient 3
position.

Patent Record
holder, with
self-adjusting
rubber pad
acting as
needle cup
cover when
closed, thus
preventing
needles falling
out when
carried.

Patent
Tonearm with
spring elevator
lowers upon

5 closing lid.

ensuring rigidity
when machine
is being
carried.

Needle cup

•J
ready for use
immediately
lid is opened.

Special gradu-
ated tone
amplifying
ciiamber.

Known and Supported

by the British trade as the

MostWonderful Portable Gramophone

:on the Market at any Price!

The tonal delivery is exceptionally

bright and in volume equal to any
cabinet.

4

Slzo:

Well-made cases in oak o.'- leather covered.

Height, SMi ins.; depth. 11% ins.; width. 12% ins.

Reliable Swiss single-spring motor, silent helical wind. 8U in. turntable, plusli covered,
with nickel-plated rim; plays 10-in. or 12-in. records. BANDMASTER" perfected
•Faust" sound-box. No adjustment of parts. Ready to plav upon opening lid.
Weight under 11 lbs. when packed. Carry G records.

Model "A" in Solid Oak. Model "B" in Covered Leather Cloth.

British-made components tliroughout

BANDMASTER PORTABLES are

now replacing all other portables at

home and on the Overseas Markets.

Keen export quotations mailed im-

mediately on request.

It's a "Bandmaster" Sensation—Make it Vours!

BANDMASTER LIMITED, BandmasterWorks, Colindale Avenue, Hendon, London, England
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Hornless, Table Grand, Upright

and Horizontal Cabinet Grands

Actual Manufacturer! Export a specialty

REX GRAMOPHONE COMPANY
59 Chiswell Street, LONDON, E. C, England

Cable AddreeB "Lyrecodisc, London"

in the United Kingdom and has won the appro-

bation of leading musicians, as well as the

gramophone trade. Col. Mackenzie Rogan, late

conductor of the Rand of H. M. Coldstream

Guards and one of our leading musical expo-

nents, has associated himself with the Duophone
in giving a series of musical lectures through-

out the country.

The Duophone, by the way, embodies many
unique features of construction, chief of which

is the double-channeled tone arm and twin

sound boxes. The fidelity of its reproduction is

remarkable.

New Official Wireless Regulations

The Broadcasting Cominittee appointed on

.^pril 24, 1923, by Sir Wm. Joynson-Hicks, then

Postmaster-General, issued its report at the be-

ginning of October, and arising out of the re-

port new regulations as below have been issued

by the present Postmaster-General:

Home constructors of wireless apparatus not

in possession of an experimenter's license can

obtain authority to use the apparatus at an

annual fee of 15s, but must not knowingly use

parts manufactured out of Great Britain.

The license for the use of a B. B. C. set

remains at 10s.

Bona-fide experimenters can still obtain license

for 10s, but must sign a declaration to the effect

that they will not use the broadcast programs

except for experimental purposes.

Licenses to cover all requirements are now
obtainable, precluding the necessity of any

owner of a receiving set being outside the law.

The license fee provides a larger contribution

to the B."b. C.

B. B. C. broadcasting sets will cost less than

formerly because the royally payable to the

B. B. C. by manufacturers will be reduced by

SO per cent, and even more in the case of crystal

sets.

Manufacturers are no longer required to pay

a deposit of £50 on. becoming members of the

B. B. C.

Dealers also, under certain conditions, can

now become members of the B. B. C.

The chief alteration is the reduction in the

royalties payable by the members to the B. B. C.

and as set out in the table below:
Amounts payable

On each crystal set

On each microphonic amplifier with-

out using valves.

Before

Sept. .10

£ s- d

7 6

After

.Sept. ,!0

£ s d

1

On each crystal set with one valve.. 17 6 11

On each crystal set with two valves. 2 2 6 18 6

On each one-valve set 1 10

On each two-valve set 1 15 17 6

On each set adapted for more than

two valves a further sum for each

additional valve holder of 10 5

On each telephone earpiece 3 Nil

On each loud-speaker with or with-

out trumpets 3 Nil

On each valve 2 NiJ

On 1 F. valve amplifier 10 5

Gramophone dealers selling wireless appara-

tus report from all localities that while the

boom of last Autumn is not equaled, a tre-

mendous stinmlus to trade has resulted from the

more or less stabilized position since the issue

of the report and the Postmaster-General's new
regulations.

An .A.ll-British Wireless Exhibition and Con-

vention will commence at the White City, Shep-

herd's Bush, on November 8 and remain open

until November 21.

Annual Meeting of Gramophone Dealers

The Gramophone Dealers' Association held

its annual meeting recently, Ernest Marshall,

president, taking the chair. A small but repre-

sentative gathering of dealers attended. Sydney

E. Moon, a well-known Plymouth dealer, was
electe-d president for the ensuing year, and

Gerald C. Forty, of Dale & Forty, Ltd. (Lon-

don and Provinces), was made vice-president.

L. Ingram was appointed secretary in place of

Robert R. Brown, who tendered his resignation

at the last committee meeting.

The main item on the agenda was the scheme

for the e-xchange of surplus unsalable records,

particulars of which I gave in our last issue.

After a keen debate the following resolution

embodying the Association's proposals w-as

formulated and unanimously adopted: "That

dealers be entitled to return up to 10 pei cent of

their purchases and to receive in return a cash

credit for two-thirds of the value of same. Ex-

changes to take place twice yearly at times to

be fixed by the manufacturer." Special propa-

ganda is being adopted by the Association to

insure that every dealer will co-operate in urg-

ing the acceptance of this offer by the manu-
facturers.

There are reasonable prospects of this very

vexed question being soon settled, the manu-
facturers being as desirous as the dealers to

secure a permanent recognized scheine. The
differences outstanding between the manufac-

turers' and the dealers' associations are now
thought to be not nearly so irreconcilable as

they were six months ago.

FAMOUS ENGLISH FIRM NOW BRUNSWICK RECORD FACTOR
Chappell & Co., Ltd., Great Britain's Oldest Music House. Becomes Distributor of the Bruns-

wick Record Library for England—A Pioneer in the Development of Music in England

Lo.NuoN, England, November 5.—One of the

most important developments in the phonograph
trade here is the announcement that Chappell

& Co., Ltd., 50 Bond street, will hereafter

handle the full Brunswick record library, not

only in London, but throughout England. This

representation of the Brunswick product is a

highly important one, for in this country the

names of both Chappell and music are prac-

tically synonymous.

The House of Chappell is Great Britain's

oldest music house, having celebrated its one

hundredth anniversary as far back as 1911, giv-

ing it a continuous existence of 112 years. It

is not only pre-eminent among British music

dealers, but it is also probably pur largest music

publisher, having been the original publishei

of many of the leading composers of the past

century, including such names as Mendelssohn,

D'Albert, Balfe, Gounod, Gilbert and Sullivan,

all of whose famous Savoy operettas it pub-

lishes, and many others as well. It has also

maintained a long connection with our best

known producer of light opera, George Ed-

wards having published many of the scores of

his widely known productions at both the

Gaiety and Daly's Theatre.

The House of Chappell was a pioneer in

bringing recognition to England's composers,

in 1840 giving the world the first collection of

genuine English songs and ballads, thus refuting

the claims of a contemporary writer to the

effect that England possessed no national

school of music. In 1813 it was a Chappell who
was responsible for the founding of the first

Philharmonic Society in London. In 1822 the

firm received its first appointment as Purveyors

to the Crown, being made music sellers to

George IV at that time.

The house is probably best known for its

work in founding the famous London institution

of "pop" concerts, which took place in the early

fifties. It financed the building of St. James'

Hall at a cost of nearly £80,000, to give the

London public music at low prices. Some of

the famous artists who appeared at these con-

certs with the seats at from one to five shillings

were Mnie. .Schumann, Mme. Carreno, Rubin-

stein, von Bulow, Liszt, Saint-Saens, Joachim,

Piatti, Wieniawski, Vieu.xtemps, Ysaye, de Pach-

niann, Padercwski and many others. For more

than forty years these concerts were held

weekl\- on Saturdays and Mondays and it is

probably due to them that we. owe the intro-

duction of chamber music here.

The Chappell house is also one of the leading

British piano manufacturers, as well as being

the retail house that probably does tlie largest

business in musical instruments of all kinds.

It will thus be seen that Chappell & Co.,

Ltd., is a firm of splendid traditions w"orthily

maintained and that Brunswick records should

be chosen by this firm is a tribute, indeed, tc

their excellence.

EDISON BELL
HONE Records

CABLE
PHONOKINO.
LONDON"

ARE THE GREATEST VALUE FOR MONEY PRODUCED IN GREAT BRITAIN
TEN INCH DOUBLE SIDED NEEDLE CUT

PLAY ON ALL GRAMOPHONES

Catalogue contains 4000 Titles by the Premier Artistes, Instrumentalists, Orchestras and Bands
of the British Empire

DEALERS PREPARED TO DO BUSINESS ARE INVITED TO COMMUNICATE WITH

Proprifltort and Mannbctarers, J. E. HOUGH, Ltd., 62 Glengall Road, London, S. E. 15, England
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LATEST PATENTS

RELATING TO
Washington, D. C, Xovember 8.—Phonograph.

Benjamin H. Dietz and Albert E. Hansen, Chi-

cago, 111. Patent No. 1,463,311.

This invention relates to improvements in

phonographs, the object being to provide a

novel and improved piionograph having a casing

which is a reproduction in miniature of a piano

and which simulates a piano as to all its fea-

tures and parts visible from the outside, said

parts being combined and correlated in such

manner that all of the functions and adjust-

ments of the device as a phonograph are per-

formed and made possible.

In the drawings:

Figure 1 is a perspective view of a phono-

graph embodying the invention; Fig. 2 is a top

plan view thereof; Fig. 3 is a vertical detail

®2

section on an enlarged scale through the phono-

graph in a plane indicated by the line 3—3 of

Fig. 2; Fig. 4 is another vertical detail section

through the phonograph in a plane indicated

by the line 4—4 of Fig. 2; Fig. 5 is a detail per-

spective view of a fragment of a dummy key-

board embodied in the case of the phonograph.

Automatic Stop Record. James W. Whalen,
Richmond. Ind. Patent No. 1,463,235.

The object of the present invention, broadly

speaking, is to provide improvements in phono-
graph records or discs by which each record-

disc will be provided with self-contained means
whereby immediately upon the coiTipletion of

the reproduction of the recorded matter the

phonograph mechanism will automatically stop,

said means being simple in character, effective

in practice, requiring no thought on the part

of the attendant for its installation, attention

or control; tlic same being practically incon-

spicuous in appearance, will not become in-

operative by usage and the production and in-

stallation cost of which will be practically nil.

The preferred means for carrying out the

principles of the invention in a practical man-
ner are shown in the accompanying drawings,

in which Figure 1 is a plan view of one side of

a record disc, the same being taken on a re-

duced scale from actual size, and showing the

invention in connection therewith; Fig. 2 is a

cross section of a portion of a record disc and
of the needle operative therewith, .the same
being taken on a greatly enlarged scale from
actual size and showing the invention; Fig. 3

shows a portion of a record disc and a portion

of a needle, and showing the invention, all on
a scale still further enlarged from that of Fig. 2.

And Fig. 4 is similar to Fig. 2, but showing a

slight modification thereover.

Brush for Talking Machines. Joseph E. Borst,

Brooklyn, N. Y. Patent No. 1,464,405.

The present invention relates to new and

useful improvements in brushes for talking ma-

chines and it pertains more particularly to a

single brush therefor such as disclosed in prior

application for patent filed February 1, 1921,

and allowed October 12, 1921,

It is one of the objects of the present inven-

tion to provide a brush capable of attachment

to the sound box of talking machines in such

a manner that the brush will travel in the path

of the stylus of said sound box and remove

foreign material therefrom.

It is a further object of the invention to con-

struct a frame for supporting the brush of ma-

terial which has low qualities for sound trans-

mission.

It is a further object of the invention to so

construct the frame for holding the brush that

the latter will be resiliently carried relatively

to the sound box upon which it is mounted.

It is a further object of the invention to so

construct the frame that the brush will be car-

ried by a resilient arm projecting therefrom.

It is a still further object of the invention to

so construct the frame that the same is yield-

ingly mounted upon the sound box to wliich

it is attached.

With the above and other objects in view,

1 eference is had to the acconipanying drawings,

in which

—

.Figure 1 is a side view of a sound box

equipped with a brush constructed in accord-

ance with the present invention; Fig. 2 is a

detail sectional view showing the specific man-
ner in which the brush is attached to the sound
box, and Fig. 3 is a perspective view of a modi-
fied form of brush.

Record Lifter for Talking Machines. Mabel
Blackman, New York, assignor of one-half to

Lillian K. Hosier and one-half to Estelle Mc-
Kee, both of New York. Patent No. 1,464,023.

This invention relates to phonograph attach-

ments and particularly to such a device em-
ployed for the purpose of assisting in removing
the record discs from the turntable.

A particular object is to provide a device

of the character described which can be manu-
factured at low cost, can be conveniently at-

tached to the turntable of a phonograph and
will not be conspicuous.

Figure 1 is an elevational view of a part of

a phonograph, the turntable thereof being
shown in section to illustrate the record-lifting

attachment in conjunction therewith. Fig. 2

is an enlarged sectional view of a part of the

turntable showing more clearly the record-
lifting attachment; Fig. 3 is a top plan view of

the device, the top of the turntable being re-

moved to expose the downwardly extending
flange thereon; Fig. 4 is a view of the device
as seen in Fig. 3, looking from the center of
the turntable; Fig. 5 is a view of a modification
of the device.

Sound Box. Charles J. Mcchling, New York.

Patent No. 1,465,239.

This invention relates to reproducing devices

or sound boxes for disc sound records, and one

of the objects of the invention is to provide a

sound bo.x capable of use on all machines and

with the two kinds of records now in general

use.

It is understood that with the commercial

types of machines now in general use it is

necessary to mount the sound box with its

diaphragm extending in an upright plane, either

disposed tangent to the curvature of the grooves

on the record disc or disposed across the line

of the grooves or in another type of machine

with the diaphragm disposed in a substantially

horizontal plane, that is parallel to the plane

of the record disc.

It is also known that there are in general

use two types of record discs. One the hill

and dale type, which consists of a series of

vertical indentations or impressions formed on

the face of the disc, which when traveling

againsfthe sound box stylus or needle produce

vibration of the stylus in a vertical plane or

in the plane of the vertical axis of the stylus

or needle and the horizontal or laterally cut

grooves, which consists of a series of horizontal

indentations or impressions formed on the face

of the disc, which when traveling against the

sound box stylus or needle produce vibration

of the stylus in a direction parallel to the sur-

face of the sound record disc.

This invention contemplates the providing of

a single sound box, which may be mounted in

certain positions, depending upon the character

of the machine to which it is attached and to

provide this sound box with a plurality of

styluses or needles, so arranged that the proper
playing instrument may be brought into opera-

tive engagement with the records to most effec-

tively play the particular record on the machine
equipped with this form of sound box.

It is a further object of the invention to pro-

vide an attachment designed to take the place

of the usual binding screw with one form of

sound box now known and to provide this at-

tachment with a plurality of styluses arranged
to be brought into playing position to play a

disc different from the type of discs used usu-
ally on a machine designed to play discs of

one particular character.

Referring to the accompanying drawings:
•Figure 1 is a view in elevation of a preferred

embodiment of the invention; Fig. 2 is a side

view of the device shown in Fig. 1; Fig. 3 is

an enlarged view in side elevation of the sound
box casing and showing the lower portion
thereof in vertical section, taken on the line

3—3 of Fig. 1 ; Figs. 4 and 5 are transverse
sectional views of details taken on the lines

4—4 and 5—5 of Fig. 3.

Sound Refining Box. William V. Ogren,
Columbus, Neb., assignor of one-half to Charley
D. French, same place. Patent No. 1,465,170.

The object of the invention is to provide a
sound box or resonator for graphophones,

{Continued on l>agc 194)
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phonographs and like instruments whereby the

sound as received from the record through the

sound arm while being aniplified will be re-

fined to eliminate harshness and mechanical

noises to the end that a relative purity of re-

production may be secured, and with this object

in view the invention consists in a construction

and combination of parts of which a preferred

embodiment is shown in the accompanying
drawings, wherein

—

Figure 1 is a vertical sectional view of a por-

tion of a reproducing instrument having a sound

box constructed in accordance with the inven-

tion; Fig. 2 is a horizontal section of the same

o

on the plane indicated by the line 2—2 of Fig. 1.

Record Lifter. Robert F. Thomson, Water-

town, N. Y. Patent No. 1,464,785.

This invention comprehends the pro\ ision of

a useful handling device and is especially

adapted for use in handling phonograph records.

An object of the present invention is the

provision of a device by means of which phono-

graph records may be placed upon or removed

from the turntable of a talking machine and

thus prevent the transfer of oil, grease or other

injurious matter to the record, from the hands

of the operator.

Another object of the invention is the pro-

vision of a device of the above character which

is simple of construction and operation and

which will effectually grip and hold a record or

similar article without damage to the same.

In the drawings:

Figure 1 is a view partly in section showing

a portion of a phonograph with the invention

in use, a record being shown in section upon
the turntable; Fig. 2 is a similar view showing
the record raised, preparatory to its removal;

Fig. 3 is a plan view with the parts in the posi-

tion shown in Fig. 1; Fig. 4 is an enlarged cen-

tral vertical sectional view of the device re-'

moved from the record; Fig. 5 is a horizontal

section; Fig. 6 is a detail view of one end of

one of the pivoted arms showing a modified

form of grip.

Lid Support. Donato Di Carlo, Philadelphia,

Pa. Patent No. 1,468,460.

This invention relates to lid supports or hold-

ers for phonographs or other cabinets, and the

object of the invention is to provide a support

adapted to hold a hinged lid or cover open in

various positions and to provide simple means

REPAIRS
All Makes of Talking Machines
Repaired Promptly and Efficiently

REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
2S Sixth Avenue New York

TELEPHONE. SPRING 1194

whereby the lid support w'ill automatically en-

gage and simple means for releasing it from

engagement.

Figure 1 is a fragmentary vertical sectional

view of a cabinet having a hinged lid with the

improved support and releasing means. Figs.

2 and 3 are perspective views of parts of the

device. Figs. 4 and 5 are enlarged fragmentary

sectional and plan views of parts of the support.

Table for Talking Machines. Joseph F. Borst

and William Borst, Brooklyn, N. Y. Patent No.

1,466,576.

The present invention pertains more particu-

larly to a new and improved construction of

talking machine table.

It has been found by actual experiment that

the motor in its operation produces certain fric-

tion, vibration and sounds conveyed to the

sound box by the various metal parts of the

mechanism, and which are responsible to a large

extent for poor and improper reproduction on

the part of the sound box.

It has also been found that spring members
used in talking machines do not rotate the table

at a constant speed. This condition, owing to

the uneven movement between the record and

the stylus, produces objectionable vibration, and

sounds and noises which could be eliminated

if the table were driven at constant speed.

It is, therefore, one of the primary objects

of the invention to insulate the diaphragm from

friction, vibration and sounds from the sound

box and stylus and various metal parts of the

machine. By so doing friction, vibration and

sounds are controlled to the greatest extent

possible, thereby allowing vibration and har-

mony to act in its clearest state.

Figure 1 is a sectional view of a talking

machine table and sound box. Fig. 2 is a detail

top plan view partly in section of a table con-

structed in accordance with the present inv^en-

tion. Fig. 3 is a detail sectional view taken

at the central portion of the table.

Tone Arm. Alfred K. Miller, Los Angeles,

Cal. Patent No. 1,466,140.

This invention relates to devices and appara-

tus of the general character that is used as,

and is generally known as, the tone arm of a

phonograph mechanism; so, for the purpose of

clearly describing and illustrating the invention,

a specific form of the invention which is par-

ticularly designed as a tone arm for a phono-

graph is here considered, but it will be dis-

tinctly understood that the invention is not lim-

ited to such particular use. In its broader

aspects the invention may be considered to be

a sound transmitting and modifying apparatus.

Considering thus the invention as applied to

tone arms (without any implied limitation of the

invention thereto) it may be stated preliminarily

that one of the objects is to provide a tone arm

construction that will amplify sounds coming

from a phonograph reproducer; will amplify

and expand the sound without introducing into

it foreign vibrations of any objectionable char-

acter; will transmit the sound from the repro-

ducer in its original purity; and will, without

materially altering the character or quality of

the tones produced by the reproducer, some-

what qualify those tones, so as to eliminate

from those tones certain somewhat undesirable

features. This elimination of certain undesir-

able features or qualities of the tone coming
from the reproducer applies more particularly

to ordinary reproducers than to the reproducer

of the character shown in the accompanying
drawings. In an ordinary reproducer as used
in present phonographs, there is always a tend-

ency for certain tones or sounds to blare out;

that is, to be reproduced with such force and
volume as to practically drown out the accom-
panying sounds. This objectionable feature has

been to a very large extent eliminated in the

reproducer; but the tone arm itself has, as will

be explained, the quality of "covering" tones

which would otherwise be produced in a blaring

fashion.

Figure 1 is a plan of the improved tone arm,

showing a reproducer in connection therewith

and showing the connection of a tone arm of

the phonograph. Fig. 2 is a horizontal longi-

tudinal section of the same. Fig. 3 is a similar

horizontal longitudinal section showing a

slightly modified arrangement. Fig. 4 is a sec-

tion showing the improved reproducer, which is

here shown in connection with the tone arm.

Fig. 5 is an enlarged detail section taken as

indicated by line 5—5 on Fig. 2.

Multiple Sound Reproducing Apparatus. Wm.
H. Bristol, Waterbury, Conn. Patent No. 1,-

468,455.

The invention relates to improvements in

sound reproducing apparatus, and more particu-

larly to apparatus of this character employing a

plurality of sound reproducing members, that

is to say apparatus m which a plurality of styli

irack tandem in the record grooves.

It has for its object to carry the various re-

producers, which may be of the direct or of the

electrical transmitter type, or both, from a com-

mon movable arm, as the tone arm of the talk-

ing machine proper; and to provide convenient

means for independently setting each stylus in

the same groove of the record, including a uni-

versal joint between the reproducers so that

there will be no tendency for the styli to leave

the groov-e, in which they are originally set,

during reproduction of the entire record. A fur-

ther object of the invention consists in main-

taining a substantially fixed distance between

the styli during operation.

Figure 1 is a plan of a talking machine of

well-known type, having the improved mechan-
ism attached thereto. Fig. 2 is a similar view

illustrating a further embodiment of the inven-

tion. Fig. 3 illustrates a modification whereby

the tone arm may be dispensed with entirely if

electrical reproduction only is desired. Fig. 4

illustrates a modification in the carrying arm.

Fig. 5 is a detail perspective view of universal

joint which may be employed in connection with

\\\t mounting of the electrical reproducers.

Fig. 6 is a diagrammatic view illustrating the

manner in which sound may be distributed by

means of the improved arrangement of repro-

ducers.
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VICTOR TALKING MACHINE CO.

LIST FOR NOVEMBER 9

19119 Hush, Somebody's Calling My Name,
Bethel Jubilee Quartet 10

(Under Direction of Rev. T. H. Wiseman)
You Must Come in at the Door,

Bethel Jubilee Quartet 10

19160 Struttin' Jim,
Miss Patricola with The Virginians 10

Nobody Else Can Love Me Like My Old Tomato
Can Billy Murray 10

INSTRUMENTAL RECORD
19133 Vision of Salome—Waltz Pietro 10

Kiss of Spring—Waltz Pietro 10

DANCE RECORDS
19161 Sittin' in a Corner—Fox-trot.

Paul Whiteman and His Orchestra 10

Maggie! "Yes, Ma'am"!—Fox-trot,

The Manhattan Merrymakers 10

19162 Little Butterfly—Fox-trot,
Paul Whiteman and His Orchestra 10

So This Is Love!—Waltz The Troubadours 10

19163 Nobody But You—Fox-trot,
Brooke Johns and His Orchestra 10

Love, My Heart Is Calling You—Fox-trot,

The Manhattan Merrymakers 10

RED SEAL RECORDS
946 Memory's Garden (G. Denni-L. Denni),

Frances Alda 10

Coming Home (Eardley-Wilmot-Willeby),
Frances Alda 10

947 Mazurka (Chopin) Fritz Kreisler 10

Melodie (Paderewski-Kreisler) .... Fritz Kreisler 10

6420 Requiem—Confutatis maledictis (From the Ac-
cursed Call Me Forth) (Verdi)—In Latin,

Jose Mardones 12

Stabat Mater—Pro Peccatis (For His People
Unrelenting) (Rossini)—In Latin,

Jose Mardones 12

961 Love Sends a Little Gift of Roses,
John McCormack 10

Wonderful One John McCormack 10

LIST FOR NOVEMBER 16

19168 Mammy's Little Silver Lining. .Vernon Dalhart 10

Memories of Virginia Peerless Quartet 10

INSTRUMENTAL RECORD
19120 Italians in Algiers—Overture, Part I,

Victor Symphony Orchestra 10

Italians in Algiers—Overture, Part II,

Victor Symphony Orchestra 10

DANCE RECORDS
19164 Oh Gee, Oh Gosh, Oh Golly, I'm in Love—

Fox-trot Garber-Davis Orchestra 10
First, Last and Always—Fox-trot,

Garber-Davis Orchestra 10

19169 An Orange Grove in California—Fox-trot,
Paul Whiteman and His Orchestra 10

Dancing Honeymoon—Fox-trot,
Paul Whiteman and His Orchestra 10

19170 I've Got a Song for Sale—Fox-trot,
The Original Memphis Five 10

Tin Roof Blues—Fox-trot,
The Original Memphis Five 10

RED SEAL RECORDS
953 La Serenata (Serenade) (Tosti)—In Italian,

Geraldine Farrar 10
Madrigal (Your Tender Kisses) (Vari Ormelin-
gen-Chaminade)—In French..Geraldine Farrar 10

948 Rigoletto—La donna e mobile (Woman Is
Fickle) (Verdi)—In Italian Miguel Fleta 10

Puritani—A te, o cara, amor talora (To Thee,
O Dearest) (Bellini)—Italian Miguel Fleta 10

LIST FOR NOVEMBER 23
19141 Oh Saviour, Hear Me (Gluck-Buck).

Cliarles T. Tittmann 10
Be Thou With Me (Hiller) . .Charles T. Tittmann 10

19171 It Ain't Gonna Rain No Mo' Wendell Hall 10
Red Headed Music Maker Wendell Hall 10

19173 Kiss Me With Your Eyes Delia Baker 10
Indiana Moon. ... Claire Brookhurst-Lewis James 10

19176 Out There in the Sunshine With You,
Henry Burr 10

You Didn't Care When You Broke My Heart,
Elliott Shaw 10

DANCE RECORDS
19165 Old-Fashioned Love—Fox-trot.

Arthur Gibbs and His Gang 10
Charleston—Medley Fox-trot,

Arthur Gibbs and His Gang 10
19174 Broken-Hearted Melody—Waltz.

The Troubadors 10
The Waltz of Long Ago—Medley Waltz,

The Troubadours 10

19175 Steamboat Sal—Fox trot . Garber-Davis Orcliestra

Down South Bines—Fox-trot .... The Virginians
RED SEAL RECORDS

955 Voi Dormite, Signora! (Sleep On, Fair Lady!)
(Tosti)—In Italian Giuseppe de Luca

Berceuse (Lullaby) (Gretchaninow)—In Italian,

Giuseppe de Luca
6-124 Adagio (Mozart-Friedberg) Mischa Elman

German Dance ( Dittersdorf) (2) Gavotte
(Gossec) Mischa Elman

A3994

A3993

A3996

A3986

.\39.S7

A 3989

A3992

A39S8

.\3984

A3997

A3985

A39S3

A3998

A3O90

80817

81055

S0604

A6232

.\'233

COLUMBIA PHONOGRAPH CO.

Sittin' In a Corner (Meyer)—Fox-trot,
California Ramblers

Tell All the Folks In Kentucky (Berlin)—
Fox-trot California Ramblers

Midnight Rose (Pollack)—Fox-trot,
Club Deauville Orch.

Not Here—Not There (Breuer)—Fox-trot,
Club Deauville Orch.

Mamma Goes Where Papa Goes (.\ger)—Fox-
trot The Georgians

Somebody's Wrong (Marshall, Egan and Whit-
ing)—Fox-trot i'he Georgians

You've Simply Got Me Cuckoo (Hirsch and
Greer)—Fox-trot California Ramblers

If I Can't Get The Sweetie I Want (Schwartz)
—Fox-trot California Ramblers

Land of (Totton Blues (Bennett. Jerome and
.Ahlert)—Fox-trot The Georgians

Mamma Loves Papa (Friend and Baer)—Fox-
trot The Georgians

I Love You (Intro: "Little Jessie James."
from "Little Jessie James") (.\rcher)—Med-
ley Fox-trot.

The Columbians Dance Orch. De l-uxe
Pretty Peggy (Intro: "My Cretonne Girl."

from "Earl Carroll's Vanities of 1923") (Car-
roll)—Medlev Fox-trot,

The Columbians Dance Orch. De Luxe
Chansonette (FrimI)—Fox-trot,

Paul Specht and His Orch.
Easy i\Ielody (Conley-Rodemich)—Fox-trot.

Paul Specht and His Orch.
Poppy (Amapola) (Lacalle)—Tango Fox-trot.

Spanish Tango Orch.
Step Easy (Pasolindo) (Lacalle)—Fox-trot,

Spanish Tango Orch.
S'ou've Simply Got Me Cuckoo (Hirsch-Greer)
—Comedian with Orch. accomp Al Jolson

Oh! Mia (Conrad)—Tenor Solo with Orch.
accomp Frank Crumit

Old Fashioned Love, from "Runnin' Wild"
(Mack-Johnson)—Tenor Solo with Orch. ac-

comp Frank Crumit
^Tv Home Town In Kansas, from "Little Jessie
James" (Archer)—Tenor Solo with Orch. ac-

comp Frank Crumit
Dreamy Melody (Koehler. Magine and Naset)

—

Male Quartet with Orch. accomn.,
Shannon Four

Out There In the Sunshine With Ynu (Ball)—
Tenor Solo with Orch. accomp. .. Charles Hart

Sunrise and You (Penn)—Tenor Solo with
Orch. accomp ..Edwin Dale

The Road That Brought You to Me (Hamblen)
—Tenor Solo with Orch. accomp.. .Edwin Dale

The First Noel (Traditional)—Male Quartet
with Orch. accomp Criterion Quartet

It Came Upon the Midnight Clear (Willis)—
Male Quartet with Orch. accomp..

Criterion Ouartet
Under The Double Eagle (Wagner)—March.

Columbia Rand
Manhattan Beach (Sousa)—March,

Columbia Band
To a Wild Rose (MacDowell)—Violoncello Solo

\vith Walter Golde at the Piano.. Pablo Casals
Kni-iwiak (Second Mazourka) (WieniawsVi)

—

Violin Solo with ^faurice Eisner at the Piano.
Duci De Kerekjarto

Mefistofele "Dai campi. dai nrati" (from the
fields, from the grove) (Boito)—Teiinr Solo
with Orch. accomp ....Charles Hackett

Flungarian Rhapsody No. 6—Part 1 (T iszt)—
Piano Solo Mischa T evitzki

Hungarian Rhapsody No. 6—Part 2 (Liszt)—
Piano Solo IMischa T Pvit^H

Lucia Di Lammermoor (^fad Scene) ".^rd^M
sV incensi'' (these flaming tapers)—Snlo \vith
Orch. ;iccomp.. Flute Obbli^^to by Ellis M^-
Diannid—Soprano Florence iMacbeth

r.arbiere Di Siviglia "L^na Voce Poco fa" (The
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voice I heard e'en now) (Rossini)—Solo with

Orch. accomp.—Soprano .. .Florence Macbeth
A3y99 Plaisir D'Amour (The Joys of Love) (Martini)

—Solo with Orch. accomp.—Soprano,
Carraela Ponselle

L'Heure Exquise (The Hour of Dreaming)
(Hahn)—Solo with Orch. accomp.—Soprano,

Carmela Ponselle

AEOLIAN CO.

(VOCALION RECORDS)
CHRISTMAS—STANDARD

14678 The Night Before Christmas—Part I (Moore-
Van Vollenhoven)—Orch. Accomp.,

Lewis James
The Night Before Christmas—Part II (Moore-
Van Vollenhoven)—Orch. Accomp.,

Lewis James
CHRISTMAS—SACRED

14683 The Star of Bethlehem (Weatherly-Adams)—
Tenor, Orch. Accomp Charles Harrison

The Voice of the Chimes (Deacey-Hahn)—Orch.
Accomp Criterion Quartet

STANDARD
60013 Blue Bells of Scotland (Grant)—Soprano, Aeo-

lian Orch. Accomp Evelyn Scotney
Home, Sweet Home (Payne-Bishop)—Soprano,

.-\eolian Orch. Accomp Evelyn Scotney
24049 I'll Sing Thee Songs of Araby (Wills-Clay)—

Tenor. Aeolian Orch. Accomp. .Colin O'More
The Song of Songs (Lucas-Moya)—Tenor, Aeo-

lian Orch. Accomp Colin O'More
IRISH—VOCAL

14677 A Handful of Earth From My Dear Mother's
Grave (Joseph Murphy)—Tenor, Orch. Ac-
comp Charles Harrison

I'm Sitting by the Stile, Mary (Dufferin-
liarker)—Tenor, Orch. Accomp.,

Charles Harrison
INSTRUMENTAL

00014 Caprice No. XIII (Paganini-Kreisler)—Violin
Solo, Piano Accomp. by Helen Hamilton,

Sasha Culbertson
Chorus of Dervishes (From "Ruins of .Athens")

(Beethoven-Auer)—Violin Solo, Piano .Ac-

companiment by Helen Hamilton,
Sasha Culbertson

35024 Morning, Noon and Night (Suppe)—Overture.
Band of H. M. 1st Life Guards

Marche Miiitaire (Schubert),
Band of H. M. 1st Life Guards

PIANO—INSTRUMENTAL
21001 Juba (Dance) (From the Suite "In the Bot-

toms") (R. Nathaniel Dett)—Piano Solo.
David Pesetzki

Marche Mignonne (Dainty March) (Ed. Pol-
dini)—Piano Solo David Pesetzki

INSTRUMENTAL
14679 On the Square (Panella)—March,

Lt. F. W. Sutherland and His 7th Reg. Band
7th Regiment March (Gray Jackets) (Neyer).

Lt. F. W. Sutherland and His 7th Reg. Band
HAWAIIAN (VOCAL)

14680 Just a Breath of Hawaii (Costello-EarD-^.Ac-
comp. by Ferera-Franchini. Hawaiian Guitars,

Lewis James-Elliott Shaw
Hula Hula Rose (Reed-.\wan)—Accomp. by

Ferera-Franchini, Hawaiian Guitars.
Lewis James-Elliott Shaw

DANCE
14674 That Old Gang of Mine (Henderson-Rose-Dix-

on)—Fox-trot ' The Ambassadors
Foolish Child (Bargy-McPhail)—Fox-trot,

The Ambassadors
14686 Rememb'ring (From "Topsy and Eva") (The

Duncan Sisters)—Fox-trot. .The Ambassadors
Old-fashioned Love (Intro. "Charleston." from
"Runnin' Wild") (Mack-Johnson)—Fox-trot.

The Ambassadors
14681 I Love You (From "Little Jessie James")

(Archer-Thompson)—Fox- trot,

The Bar Harbor Society Orch.
What Do You Do Sunday. Mary? (From "Pop-

py") (Jones-Ceasar)—Fox-trot.
The .Ambassadors

14671 Upright and Grand (Banta)—Fox-trot.
Frank Banta and The .Ambassadors

Corn on the Cob (Cliff Hess)—Fox-trot.
Banta-Hess. with Selvin's Orch.

14675 Sittin' in a Corner CKahn-Meyer)—Fox-trot.
The Piroadwav Synconaters

Bit by Bit You're Breaking ^fv Heart (Kahn-
(Continued on page 196)
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14690

14661

14687

14672

14676

14662

14684

35U2I

14673

14 688

14689

14659

14682

I469I

Bloom)—Fox-trot. The Broadway Syncopaters 10

So This Is Love (From "Little Miss Blue-
beard") (E. Ray Goetz)—Waltz,

Selvin's Orch. 10

The Waltz of Long Ago (From "Tlie Music
Box Revue, 1923") (Irving Berlin)—Waltz.

Selvin's Orch. 10

Odaliscas (Odalisques) (Belisario de Tesus Gar-
cia)—Fox-trot—Cancion The Castillians 10

Perdoname (Forgive Me). (Belisario de Jesus
Garcia)—Waltz The Castillians 10

VOCAL
Nobody Else Can Love Me Like My Old To-
mato Can (Downs-Baskette)—Comedy Song,
Accomp. by Seh-in's Orch.. . .Irving Kaufman 10

Back in the Old Neighborhood (Hager)—Ac-
comp. by Selvin's Orch Irving Kaufman 10

Somebody Else Took You Out of My Arms
(But They Can't Take You Out of My
Heart) (Conrad-Rose)—Accomp. by Selvin's

Orch Irving Kaufman 10

Y'ou Wanted Someone to Play \\'iih (I Wanteil
Someone to Love) (Fred Fisher)—Ballad, Ac-
comp. by Selvin's Orch Irving Kaufman 10

If I Can't Get the Sweetie I Want (I Pity the
•Sweetie I Get) (Schwartz)—Accomp. by Sel-

vin's Orch Isabelle Patricola 10

Mamma Goes Where Papa Goes (Or Papa
Don't Go Out To-night) (Ager-Yellen)—Ac-
comp. by Selvin's Orch Isabelle Patricola 10

Asi cantaba la fuente (Thus Did the Fountain
Sing) (Pruneda-Garcia)—Cancion Colombi-
ana, Accomp. by the Castillians. .Jose Moriche 10

Ojos Verdes (Green Eyes) ( Wervo-Garcia)—
Cancion Colomhiana, Accomp. by the Castil-

lians Jose ;\Ioriche 10

NEAPOLITAN
Figlio, nun manna doUari (Son. do not send

dollars) (Chiurazzi-D'Annibale) — Character
Song....Ria Rosa con Orchestra Napoletana 10

Tarantella Sott" 'e Rose (Tarantella Under the

Roses) (Vento-Albano)—Folk Song.
Ria Rosa con Orchestra Napoletana 10

Nap'ule E Mamma (Naples and Mother) (Bas-
cetta-Giovannetti ).

Ria Rosa con Orchestra Napoletana 12

'O Sentimento (A .Sensitive Sweetheart) (Fior-
delisi-Fonzo)—Duet, con Orchestra Napole-
tana Ria Rosa-Raffaele Balsamo 12

JEWISH
Rumeiniso Feferlach (From "The Roumanian
Wedding") (Gilrod-Sandler)—Comic Duet,
Orch. Accomp.,

Aaron Lebedeff-Bessie Weisman 10

Nit Bei Motien (From "The Roumanian Wed-
ding") (Gilrod-Sandler)—(Tomic Song, Orch.
Accomp Aaron I-ebedefT 10

RACE RECORDS
VOCAL

Graveyard Dream Blues (Ida Cox)— Piano Ac-'
comn. by T eslie Hutchinson. ... Hazel Meyers lu

Low Down Papa (Treat Sweet Mamma Kind)
(Spencer Williams)—Piano Accomp. by Les-
lie-Hutchinson Hazel !^^eye^s 10

Wish I Had You ( ^nd I'm G^nna Get You
Blues) (Grainger-Ricketts) — Piano Acromp.
by Porter Grainger ..Viola I^fcCoy 10

Mistreatin' Dadtly (Grainger-Ricketts) — Blues,
Piano Accomp. by Porter Grainger,

Viola I^IcCoy 10
^^'i'-ked Dirty Fives (Lemuel Fowler)—Blues,

Piano Accomp. by Lemuel Fowler.
Edna Hicks 10

Squawkin' the Blues (Lemuel Fowler)—Blues,
Piano Accomp. by Lemuel Fowder.

Edna Hicks 10
It Won't Be Long Now^ (Stanley Miller)—

Blues. Piano .\ccomp. by Fletcher Hender-
son; Saxophone by Coleman Hawkins,

Rosa Henderson 10
Every Woman's Blues (Smith-Miller)—Piano

.\ccomp. by Fletcher Henderson, Saxophone
by Coleman Hawkins Rosa Henderson 10

RACE—DANCE
Just Hot (McHugh)—Blues Fox-trot.

Fletcher Henderson and His Orch. 10
Down South Blues (Henderson-Waters)—Fox-

trot Fletcher Henderson and His Orch. 10

EDISON DISC RECORDS

ALREADY RELEASED
SPECIALS

51218 Rustle of Spring—Piano Solo May A. ^[eyers
^Murmuring Zephyrs—Transcription—Piano Solo,

IVIay A. Meyers
80765 Trovatore Selection—Part 1 Peerless Orch.

Trovatore Selection—Part 2 Peerless Orch.
R2303 Voice of the Mountain Land Mario Laurenti

Nita Gitana Henri Scott
82302 Our Paradise Anna Case

Jerusalem—Gallia .Anna Case
51239 Coral Sands of "My Hawaii .. Waikiki Hawaiian Orch.

T Still Believe in You AVaikiki Hawaiian Orch.
S1256 When Y'ou Dance With a Wonderful Girl—

Fox-trot from "Go-Go" Stevens' Trio
Dreamy Melody—Medley Waltz (Intro.: "Rocky
Mountain Moon") McNalpak's D. Orch.

51257 "Deeze,'" "Doze" and ,"Dem" Billy Jones
Mamma Goes Where Papa Goes (Or Papa Don't
Go r)ut To-night) Elsie Clark

FLASHES
51232 You're Like a Baby—Fox-trot,

Meadowbrook Dance Orch.
Cuddle-Uddle Up—Fox-trot,

Meadowbrook Dance Orch.
51233 Cannibola—Fo.x-trot Broadway Dance Orch.

No, No, Nora—Fox-trot Broadway Dance Orch.
51235 That's a Lot of Bunk.. Billy Jones and Ernest Hare

That Old Gang of Mine. Billy Jones and Ernest Hare
51238—I'm Sitting Pretty in a Pretty Little City

—

Fox-trot Atlantic D. Orch.
Home—Fox-trot Don Parker's Dance Orch.

51 237 Music of Love (From "Artists and Models,"),
Broadway Dance Orch.

CoA-ered Wagon Days—Fox-trot,
Don Parker's Dance Orch.

51/40 Once in a Lifetime— Fo.x-trot,

Stevens' Dance Quartet
Tinkle Tune—Fo.x-trot (From "The Dancing
Honeymoon") Stevens' Trio

GENERAL LIST
51244 The Life of a Rose (From "George White's

Scandals") Lewis James
Midnight Rose James Morton

82304 Amore o grillo—Madam Butterfly,
Guido Ciccolini and Thomas Chalmers

La Campana di San Gitisto Guido Ciccolini
80766 Ah! mon fils (.\h! My Son) (Le Prophete),

Maria Duchene
Stride la vampa (Fierce Flames Are Scaring)

'^ (II Trovatore) Maria Duchene
51245 Just a Girl That Men Forget—Violin Solo,

Rae Eleanor Ball
Rufus on the Old Kent Road—Violin Solo,

Rae Eleanor Ball
R0767 Azt mondjak (Scenes de la Czarda No. 8)

—

Violin Solo Mary Zentay
Caprice XIII—Violin Solo Mary Zentay

59508 Shulamith and Absalom (Duet from Shulamith),
^lorris Goldstein and Lizza Tuchman

"Shabes Jom tow" ("Raisins and Almonds'')
(From Shulamith),

r^izza Tuchman and Morris Goldstein
51242 He'll Always Be One of Those Guys,

Anna Chandler
She Walked Right Up and Took My Man Away

(Blues Song) Ellen Coleman
51243 Drigo's Serenade—Waltz (Adaptation from "Les

Millions d'Arlequin'') . Harry Barth's Mississippians
Indiana Moon—Waltz.. Harry Barth's Mississippians

51241 Steal a Little Kiss While Dancing—Waltz

—

Piano Solo , . .
'. Ernest L. Stevens

When Y'ou Are in My Arms—Waltz from
"Poppy"—Piano Solo Ernest L. Stevens

51246 The Jelly Roll Blues—Fox-trot.
Original Memphis Five

A Bunch of Blues—Fox-trot—Drag Fox-trot,
Original Memphis Five

51249 I Love \''ou—Fox-trot (From "Little Jessie
James") Broadway Dance Orch.

Dirty Hands! Dirty Face!—Fox-trot,
Ernest Stevens' Dance Orch.

51247 Darktown Reveille—Blues Fox-trot,
The Jazz-O-Harmonists

Salt "^'our Sugar—Blues Fox-trot,
The Jazz-O-Harmonists

51250 When Dixie Stars Are Playing Peek-A-Boo,
Al Bernard and Frank M. Kamplain

Circus Days (Oh! You Circus Days),
Robert White and Chorus

51248 Just One More Waltz Before We Part for Old
Time's Sake Lewis James

I Love You (From "Little Jessie James"),
Harvey Hindermyer and Chorus

51234 The World Is Waiting for the Sunrise—Fox-trot,
Stevens' Trio

Like a Rose—Fox-trot Stevens' Trio

EDISON BLUE AMBEROL RECORDS
4765

4795

4796
4797
4798
4799
4800

4801

Silent Night,
Elizabeth Spencer-John Y''oung-Vernon Archibald

.\fter Toiling Cometh Rest,
Betsy Lane Shepherd and Chorus

Finlandia—Tone Poem ... American Symphony Orch.
Kashmiri Song—^Indian Love Lyrics. .. Maggie Teyte
La Gitana—Violin Solo J. Piastro Borissoff
His Lullaby " Merle Alcock
Swingin' Down the Lane—Fox-trot.

Paul Victorin's Orch.
Oh! Harold—Fox-trot Atlantic Dance Orch.

OKEH RECORDS
4930 .K Japanese Sunset (Jessie L. Deppen)—W'his-

tiing Solo, Accomp. by String Orch.,
Sibyl Sanderson Fagan 10

The Swaying Narcissus (Ring-Hager)—Whis-
tling Solo, Accomp. by String Orch.,

Sibyl Sanderson Fagan 10

4931 Silent Night, Holy Night—Orch.,
Sandor Joszi and His Orch. 10

O Du Froehliche (O Sanctissima),
Sandor Joszi and His Orch. 10

4932 O Tannenbaum (O Faithful Pine)—Orch.,
Sandor Joszi and His Orch. 10

A Sprig Arose to Glory (Es ist ein Ros' ent-

sprungen) Sandor Joszi and His Orch. 10

OKEH DAA'CE RECORDS
4917 Carolina Mammy (Billy Jones)—Fox-trot,

Markels Orch. 10
I'm Drifting Back to Dreamland (Jack Sadler)—Waltz Blue Diamond Dance Orch. 10

4918 Dipper Mouth Blues (Oliver-.\rmstrong)—Fox-
trot King Oliver's Jazz Band 10

Where Did Y'ou Stay Last Night? (Armstrong-
Hardin)—Fox-trot. . .King Oliver's Jazz Band lu

4919 Dreamy Melody (Koehler-Magine-Naset) —
Waltz Markels Orch. 10

Love Tales (Leonora) (Vincent Rose)—Fo.x-
trot Markels Orch. 10

4920 Cut Yourself a Piece of Cake (.^ind Make Your-
self at Home) (Billy James)—Fox-trot, Sing-
ing Chorus by Billy Jones.. Rega Dance Orch. 10

Hi Lee, Hi Lo (Chop Suey a La Fox-ee Trot-
ee) (Ira Schuster)—Fox-trot, Singfng Chorus
by Billy Jones Rega Dance Orch. 10

4921 Gloria (Ring-Hager)—Fox-trot, Piano Solo by
Vincent Lopez,

Vincent Lopez and His Hotel Penn. Orch. 10
Ragging the Scale (Claypoole)—Fox-trot, Piano

Solo by Vincent Lopez.
Vincent Lopez and His Hotel Penn. Orch. 10

4922 Tell Me a Story (John Schonberger)—Fox-trot,
ifarkels Orch. 10

Born and Bred in Brooklyn (From the musical
comedy "The Rise of Rosie O'Reilly") (Geo.
M. Cohan)—Fox-trot, Incidental Whistling by
Sibyl Sanderson Fagan,

Blue Diamond Dance Orch. 10
4923 Pay Day Blues (Walter C. Ahlheim)—Fox trot.

Harrv Raderman's Jazz Band 10
Wet Y'o' Thumb (Harry .^kst)—Fox-trot,

Harry Raderman's Jazz Band 10
4924 Mean Eyes (Too Late Blues) (Bob Miller)—

Fox-trot (B. H. Warner, Director).
Warner's Seven Aces 10

Lonesome Lovesick Got-to-have-my-daddy Blues
" (Ernie Erdman-Chester Cohn-Clarence M.
Jones)—Fox-trot (B. H. Warner. Director).

\\"arner's Seven Aces 10
4925 Kansas City Man Blues (Clarence Williams-

Clarence Johnson)—Fox-trot.
Clarence Williams' Blue Five 10

Wild Cat Blues (Clarence Williams-Thomas
Wiley)—Fox-trot,

Clarence Williams' Blue Five 10
4928 Oh! Gee, Oh! Gosh, Oh! Golly I'm in Love

(Ernest Brever-Ole Olson)—Fox-trot, Singing
Chorus by Billy Jones-Ernest Hare,

Rega Dance Orch. 10
Oh! Min (Con Conrad)—Fox-trot,

The Y'ellow Jackets 10
4933 High Society Rag (King Oliver)—Fox-trot,

King Oliver's Jazz Band 10
Snake Rag (Oliver-Piron)—Fox-trot,

King Oliver's Jazz Band 10
4934 Havana (John Schonberger)—Fox-trot.

The Yellow Jackets 10
March of the Siamese (Paul T incke)—Fox-

trot Markels Orch. 10
4936 Love (My Heart Is Calling You) (Joe Cooper)

—Fox-trot,
Vincent T^pez and His Hotel Penn. Orch. 10

Rose of Brazil (Ray Klages-Billy Fazioli)—
Fox-trot.

Vincent T^opez and His Hotel Penn. Orch. 10
4938 That Old Gang of Mine (Ray Henderson)—

Fox-trot,
Vincent Lopez and His Hotel Penn. Orch. 10

No. No. Nora (Ted Fiorito. Ernie Erdman)

—

Fox-trot,
Vincent Lopez and His Hotel Penn. Orch. 10

OKEH VOCAL RECORDS
4926 Kansas City Man Blues (Clarence \\'illiams-

Clarence Johnson)—Contralto Solo, Accomp.
by Harlem Trio Mamie Smith 10

Lady Luck Blues (William Webber-Clarence
Williams)—Contralto Solo, Accomp. by Har-
lem Trio Mamie Smith 10

4927 I've Got the Yes! We Have No Banana Blues
(Lew Brown-James F. Hanley-Rohert King)—
Contralto, with Orch.,
Eva Taylor with Clarence Williams' Blue Five 10

Oh! Daddy Blues (Clarence Williams)—Con-
tralto-Baritone Duet, with Orch... Eva Taylor-
Clarence Williams with C. Williams' Blue Five 10

4929 Ten Thousand Y'ears From Now (J. Keirn
Brennan-Ernest R. Ball)—Tenor, with Orch..

Lewis Tames 10

Just a Girl That Men Forget (A!. Dubin-Fred.
Rath-Joe Garren)—Tenor, with Orch.,

Lewis James 10

4935 Good Looking Papa (Clarence Williams)—Con-
tralto Solo, Piano Accomp. by Clarence Wib
Hams Mamie Smith 10
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493;

8089

8090

8091

8092

8093

8094

Vou Can't Do What My Last Man Did (J. C.

Johnson- Allie Moore)—Contralto Solo, I'iano

Accomp Mamie Smith 10

OKEH INSTRUMENTAL RECORD
Scouting Around (Jimmy Johnson)—Piano

Solo Jimmy Johnson 10

Toddlin' (Jimmy Johnson)—Piano Solo,

Jimmy Johnson 10

OKEH RACE RECORDS
Original Charleston Strut (Thomas Morris)—

Contralto, with Orch.,

Eva Taylor and Clarence Williams' Blue Five 10

If Vou Don't I Know Who Will (Chris Smith-
Timm Brymn-Clarence Williams)—Contralto,

with Orch.,
Eva Taylor and Clarence Williams' Blue Five 10

Atlanta Blues (W. C. Handy-Dave Elman)—
Contralto, with Orch.,
Sara Martin and Clarence Williams' Blue Five 10

Blind Man Blues (Eddie Green-Billie McLaur-
in)—Contralto, with Orch.,
Sara Martin and Clarence Williams' Blue Five 10

Daddy, You've Done Put That Thing on Me
(Eddie Heywood)—Contralto Solo. Piano Ac-
comp. by Eddie Heywood. .. Martha Copeland 10

The Penetrating Blues (Eddie Heywood)—Con-
tralto .Solo, Piano Accomp. by Eddie Hey-
wood Martha Copeland 10

Bedtime Blues (Gray-Liston)—Contralto Solo,

Piano Accomp. by Clarence Williams,
Virginia Li-ston 10

You Thought I Was Blind But Now I See
(Williams-Gray-Liston)—Contralto Solo, Pi-

ano Accomp. by Clarence Williams,
Virginia Listen 10

Troubled Blues (Sara Martin-Porter Grainger)
(Tontralto Solo, with Piano Accomp.,

Sara Martin 10

I'm Satisfied (Don. Heywood-Porter Grainger)
—Contralto Solo, with Piano Accomp.,

Sara Martin 10

The Mixed-up Blues (Eddie Heywood)—Piano
Solo Eddie Heywood 10

The Black Bottom Blues (Eddie Heywood)—
Piano Solo Eddie Heywood 10

2007

3068

3069

3070

3071

3072

5025

1054

12

ODEON RECORDS

RECORDED IN EUROPE
Forest Murmurs—Descriptive: Bird Voices

with Instrumental Accomp.
Nightingale—Descriptive; Bird Voices with

^
Instrumental Accomp. lOH

Jolly Fellows (Lustige Brueder) (VoUstedt),
Dajos Bela and His Orch.

Accelerations (Johann Strauss),
Dajos Bela and His Orch.

Stradella Overture, Part 1 (Flotow),
European Symphony Orcli.

Stradella Overture, Part 2 (Flotow),
European Symphony Orch.

Prelude in C Sharp Minor (RachmaninoiT).
Marek Weber and His Orch.

Minuet in G (Op. 14, No. 1) (Paderewski),
Marek Weber and His Orch.

Liebesfreud (Love's Joy) (Old Vienna Waltz)
(Fritz Kreisler)—Violin Solo, Piano Accomp.,

Edith Lorand
Liebesleid (Love's Sorrow) (Fritz Kreisler)—

Violin Solo, Piano Accomp Edith Lorand
Schubert Serenade—Violin, Harp and Organ,

Marek Weber Trio

Serenade Toselli—Violin, Harp and Organ,
Marek Weber Trio

Merry Wives of Windsor (O. Nicolai)—Over-
ture, Part 1 Dr. Weissman and the

Orch. of the State Opera House, Berlin

Merry Wives of Windsor (O. Nicolai)—Over-
ture, Part 2 Dr. Weissman and the

Orch. of the State Opera House, Berlin

12

12

12

12

12

12

12

12

12

50040

15058

50041

50042

13095

5193

2496

20014

2492

2493

2494

•95

BRUNSWICK RECORDS

.'Vh! Moon of My Delight (From "In a Persian

Garden") (Lehmann)—Tenor, with Orch.,
Mario Chamlee

When My Ships Come Sailing Home (Stewart-

Dorel)—Tenor, with Orch Mario Chamlee
Silent Night (Christmas Hymn) (Gruber)—So-

prano and Male Trio, with Orch-,
Florence Easton and Male Trio

Holy Night (Cantique de Noel) (Adam)—So-

prano and Chorus, with Orch.,
Florence Easton and Chorus

Symphonic Espagnole—Andante (Fourth Move-
ment) (Lalo)—Violin Solo, Pianoforte by
Paul Frenkel Bronislaw Huberman

Symphonic Espagnole—Rondo (Fifth Move-
ment) (Lalo)—Violin Solo. Pianoforte by
Paul Frenkel Bronislaw Huberman

Ballade in A Flat (Chopin)—Pianoforte Solo,
Leopold Godowsky

Nocturne in D Flat (Chopin)—Pianoforte Solo.
Leopold Godowsky

All Through the Night (Old Welsh Air) (Boul-

ton)—Tenor and Male Quartet, with Orch..

Theo. Karle and Male Quartet

At Dawning (Eberhart-Ciadman)—Tenor, with

Orch Theo. Karle

O Little Town of Bethlehem (Christmas Hymn)
(Brooks-Barnby)—Mixed Voices, with Orch..

Collegiate Choir
The Infant Jesus (Gesu Bambino) (Martens-

Yon)—Mixed Voices, with Orch.,
Collegiate Choir

Serenade (Toselli-Fradkin)—Viplin Solo; Harp
by .Arthur Jones Frederic Fradkin

Chansonette (Bass)—Violin Solo, Pianoforte by
Frederic Persson Frederic Fradkin

Pomp and Circumstance March. No. 1 (Elgar)

—Concert Band.. Walter B. Rogers and His Band
Raymond Overture (Thomas)—Concert Band,

Walter B. Rogers and His Band
Dreamy Melody (Koehler-Maginc-Naset)—Tenor

and Male Trio, with Orch.,
Allen McQuhae and Male Trio

When (Tlouds Have Vanished and Skies ,\re

Blue (Clay-Johnson)—Tenor and Male Trio.

with (^rch Allen McQuhae and Male Trio

Just a Girl That Men Forget ( Dnbin-Roth-Gar-
ren)—Soprano and Contralto, with Orch..

Irene Audrev-Emilv Earle
Little Pal of Long Ago (Hirsch-Sacre-Dixon)—

'Tenor and Baritone^ with Orch..
Billy Jones-Ernest Hare

Lovey Came Back (Young-Lewis-Handman)—
(Comedienne, with 0rch Marion Harris

I've Got a Cross-eyed Pai)a (But He Looks
Straight to Me) (Ingraham-Zany-Duval)—
Comedienne, with Orch Marion Harris

The Merry-go-round (Van Dyke)—Yodeler. with
Orch ..Paul Van Dyke

That Naughty Yodel (Van Dyke)— ^olleler. with
Orch Paul Van Dyke

2485 That Old Gang of Mine (Rose-Dixon-llender-
son)—Fox-trot for Dancing, with Vocal Quar-
tet Bennie Krueger's Orch.

Wonder If She's Lonely, Too ( Wliite-Gro.ss-
man)—Fox-trot for Dancing,

Bennie Krueger's Orch.
2486 Rampart Street Blues (Robinson)— Fox-trot for

Dancing The Cotton Pickers
Back o' Town Blues (Bowen-Berbedeaux)

—

Fo.\-trot for Dancing The Cotton Pickers
2487 I Love You (From "Little Jessie James")

(Thompson-Archer)— Fox-trot for Dancing;
Piano Passages hy Phil Ohman and Victor
Arden Carl Fenton's ( )rch.

What Do You Do Sunday, Alary? (Intro. "Alibi
Baby," from "Poppy") (Caesar-Jones)—Fox-
trot for Dancing; Piano Passages by l-'hil (Mi-

man Carl Fenton's Orch.
2489 Lost Melody (Kahn-Fiorito)—Fox-trot for Danc-

ing Oriole Orch.
Bit by Bit You're Breaking My Heart (Kahn-
Bloom)—Fox-trot for Dancing Oriole Orch.

2490 Mama Goes Wliere Papa Goes (Or Papa Don't
Go Out To-night) ( Vellen-Ager)—Fox-trot for
Dancing The Cotton Pickers

Walk, Jenny, Walk (Creamer-Wooding-Schafer)—Fo.x-trot for Dancing The Cotton Pickers
2491 Drifting Back to Dreamland (Charlesworth-Har-

rison- Sadler) — Waltz for Dancing; Vocal
Chorus by Charles Hart and Elliott Shaw,

Carl Fenton's (.)rch.

The Land of Broken Dreams (Scott-Parker-
Wilson)—Waltz for Dancing; Vocal Chorus
by Mary Ann Lee and Emily Earle,

Carl Fenton's Orch.
2498 Remcmb'ring (Duncan Sisters)—Fox-trot for

Dancing Paul Ash and His Granada Orch.
Hetty (-\Iac.Morct-.\sh)—Fox-trot for Dancing,

Paul Ash and His Granada Orch,

E.XTRA SPECIAL
2499 Last Night on the Back Porch—Fox-trot for

Dancing, with Vocal Chorus.. Carl Fenton's Orch.
Chick-a-dce—Fox-trot Carl Fenton's Orch.

QENNETT LATERAL RECORDS

10080 La Danza (Tarantella Xapoletana) (Rossini)—
Tenor Fausto Cavallini

The Last Song (Lultima Canzona) (Tosti)

—

Orch. Accomp Fausto Cavallini
10083 All Through the Night (.Maynard)—Tenor,

Orch. Accomp Henry Moeller
Silver Threads Among the Gold (Rexford-

Danks)—Tenor. Orch. -Accomp Henry Moeller
10084 Men of Iowa (O. E. Van IJorcn),

Gennett Military Band
On Iowa (W. R. Law) Gennett .Military Band

5218 Grandpa's Spells (Morton), Ferd (Jelly Roll) .Mgrton
Kansas City Stom|) (Morton),

Ferd (Jelly Roll) Morton
5220 Mr. Jelly Lord (Morton),

New Orleans Rhythm Kings
Clarinet Marmalade (Shields),

New Orleans Rhythm Kings
5221 London Blues_ (Morton),

.New Orleans Rhythm Kings
(Cuntiniied on page 198)

The Roll of Honor

We are dedicated to the principle that

our very existence hangs upon our ability

to serve the player industry to the utmost.

U. S. Rolls, more eloquently than words can
describe, are the concrete expression of our

efforts to make them the most constructive

influence in the trade.

Whether or not you sell players—you,

too, must direct your roll trade to promote
interest in players.

U. S. Rolls Are Not Competitive!
Neither Dealers in Nor Makers of Musical Instruments Are
Financially Interested in the Manufacture of U. S. Rolls

UNITED STATES MUSIC COMPANY
2934-2938 West Lake Street. Chicago 122 Fifth Avenue. New York

Sell V. S. Rolls— Y^'ll Sell More Players!
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Mad (Cause Vou Treat Me This Way) (Mc-
Hugli-Heath) New Orleans Rhythm Kings

5224 The Ideal Republic (Address),
William Jennings Bryan

National Emblem March (Bagley),
Gennett Military Band

5227 Somebody Cares—Baritone, Orch. Accomp.,
Homer Rodeheaver

Where They Never Say "Good Bye"—Baritone,
Orch. Accomp Homer Rodeheaver

5231 Fagin (Mortimer Kaphan) Dramatic Monologue
Wilkins Micawber (Mortimer Kaphan),

Dramatic Monologue
5232 Foolish Child (Nelson-McPhail-Bargy),

Bailey's Lucky Seven
No, No, Nora! (Kahn-Fiorito-Erdman),

Bailey's Lucky Seven
5233 Deceitful Blues (Perry Bradford) Julia Jones

Here's Vour Opportunity (If Anybody Here
Wants a Real Kind Mama) (Brooks), Julia Jones

5234 Tin Roof Blues^Edna Hicks, l^iano Accomp.,
Lemuel Fowler

CHi Daddy Blues (Russell-Herbert)—Edna Hicks,
Tiano Accomp Lemuel Fowler

S5238 "La Maleva" (A. B'uglione), Gonzales y su orquesta
. "Princesita" (J. Padilla) .... Gonzales y su orquesta

5239 The Last Rose of Summer (Jlichael Hoffman)

—

Violin Solo, Piano Accomp Joe Engleman
Hungarian Dance No. 1 (Brahms-Joachim)

(Michael Hoffman)—Violin Solo, Piano Ac-
comp Joe Engleman

5241 I've C;ot the Yes! We Have No Bananas Blues
(Brown-Hanley-King) Bailey's Lucky Seven

That Old Gang of Mine (Ros'e-Dixon-Hender-
son) Glantz and His Orch.

5243 Home (Fazioli-Klages) Bailey's Lucky Seven
That Big Blond Mama (Rose-Monaco),

Bailey's Lucky Seven
5245 ^Vhere the River tinannon Flows (Russell),

Frank Ferera's Hawaiian Entertainers
Come Back to Erin (Claribel),

Frank Ferera's Hawaiian Entertainers
' 5246 Last Night on the Back Porch (Brown-Schraub-

stader) The MoI)ile Trio
Struttin' Jim (Di.xon-Carleton) The Mobile Trio

S5247 Fado 31 (Alves Coelho) Gonzalez y su orquesta
EI Emperador de los Pobres (Vals) (A. Bar-

ranco) Gonzalez y su orquesta
524S I Wish I Had Some One to Cry Over Me

(Parish-Young-Squires)—Tenor, Orch. Ac-
comp Lewis James

Swinging Down the Lane (Kahn-Jones)—Orch.
Accomp ; Shannon Four

5249 Oh! Min (Con Conrad) Bailey's Lucky Seven
.Steamboat Sal (Fisher-Raskin-Couser).

Bailey's Lucky Seven
S5250 Serenata Galante (Colombina). .

(jonzalez y su orquesta
Su Majestad El Fox-trot (G. Polanco),

Orquesta del Bosque
5251 Mama Goes Where Papa Goes ( Yellen-Ager),

Porter's Blue Devils
.Somebody's Wrong (Marshall-Egan-Whiling),

Porter's Blue Devils
5252 Satisfied Blues (Fowler)—Edna Hicks, Piano

Accomp Lemuel Fowler
No Name Blues (Hicks-Smith)—Edna Hicks,

Piano Accomp Lemuel Fowler
5253 She's Got That Too (Schmitt-Krumpe-Aichele),

Justin Huber's Orch.
Sweet Papa Joe (Link-Britt-Russell-Seibert),

Justin Huber's Orch.
5254 Every Night I Cry Myself to Sleep Civer You

(Johnson-Wood-Bibo) . .The Biltmore Hotel Orch.
Will You Always Love Me (Traveller-Halstead),

The Biltmore Hotel Orch.
5255 Dreamy Melody (Magine-Koehler-Naset),

Art Landry and His Call of the Nortli Orch.
Rip Saw Blues (Landry-Hager, DeKay-Megson)

,

Art^ Landry and His Call of the North Orch.
52-')(> I Love You (Thompson-Archer).

Wood's "Bijou" Orch.
For Old Time Sake (Klickman).

Wood's "Bijou" Orch.
5257 In Fair Hawaii (Wirth) The Specialty Orch.

You Didn't Want Me When I Wanted You
( Yellen-Stern) The Specialty Orch.

5258 Oh! You Little Sun-Uv-Er Gun (Howard-Sol-
man) Bailey's Lucky Seven

Stealing to .
Virginia (Kahn-Donaldson).

Bailey's Lucky Seven
5259 I Know the Lord Has Laid His Hands on Me

(Homer Rodeheaver).
Homer Rodeheaver and Wiseman Quartet

Great Day (Homer Rodeheaver),
Homer Rodeheaver and Wiseman Se.xtet

5260 Just a Girl That Men Forget (Dubbin-Roth-
Garren)—Tenor, Orch Accomp Billy Jones

Out There in the Sunshine With You (Bren-
nan-Ball)—Tenor. Orch. Accomp Lewis James

5261 Baby's Got the Blues (Creamer-Wooding)—Josi'e

Miles, Piano Accomp Stanley IVIiller

Kansas City Man Blues (Johnson-William)—
Josie Miles. Piano Accomp Stanley Miller

5263 Black Sheep Blues (Jahn-Bake),The Black Dominoes
Land of Cotton Blues (Bennett-Jerome-Ahlert).

The Black Dominoes
15262 Novelli Sposi (Nitti Nise) lasilli's Band

L'Espizione Di Torino Mazurka (A. D'Anno).
lasilli's Band

5264 Cuddle-Uddle-Up (Mitchell-Parish),
The Biltmore Hotel "Orch.

Tell All the Folks in Kentucky (I'm Comin'
Home) (Irving Berlin) Bailey's Lucky Seven

5265 Juanita (Norton) Stellar Trio
In the Gloaming (Molloy) Stellar Trio

5269 Cradle Song (Brahms-Cornellissen),
Gulp String Quartet

Finale D JIajor Quartet (Haydn).
Culp String Quartet

5270 Rory O'More Mary Ellen Conlon
Miss Ramsey (Schottische) Mary Ellen Conlon

5271 It Ain't Gonna Rain No Mo' (Wendell Hall).
Wendell Hall

Red Headed Music Maker (Wendell Hall).
Wendell Hall

5272 I've Got a Song for Sale (Jack Nelson),
Ladd's Black Aces

All Wrong (Martin-Kahn-Jones) .. Ladd's Black Aces
5273 Thanksgiving Hymn (Mrs. William Jennings

Bryan)—Orch Accomp Amy Ellerman
There's a Light in the Valley (P. Bliss),

Criterion Quartet

EMERSON RECORDS

LATEST DANCE AND VOCAL HITS
106S2 Last Night On the Back Porch—Fox-trot.

Pennsylvania Syncopators
Somebody's "Wrong—Fox-trot.

Pennsylvania Syncopators
0679 What Do You Do Sunday. Mary?—Fox-trot.

Glantz and His Orch.
Foolish Child—Fox-trot Glantz and His Orch.

10678

10oS3

10677

10670

10681

10684

1087

10270

10459

Waltz of Long Ago—Waltz .. Emerson Dance Orch.
So Tiiis Is Love— Waltz. ... Epp's Hotel Astor Orch.
An Orange Grove In California—Fox-trot,

Emerson Dance Orch.
Little Butterfly—Fox-trot Emerson Dance Orch.
Sitting In A Corner—F'ox-trot, Emerson Dance Orch.
TwiligJit Shadows—Waltz Emerson Dance Orch.
.Music of Love—^Medley Fox-trot,

Epp's Hotel Astor Orch.
If I Knew You Then As I Know You Now

—

Fox-trot Glanfz and His Orch.
I Love You—Tenor Solo, Orch. Accomp.,

Jack Boyle
Roaming to Wyoming—Baritone and Tenor Duet,

(Drch'. Accomp Kaufman-Ryan
Easy Melody—Fox-trot Emerson Dance Orch.
Moonlight Kisses—F"'ox-trot. .. Emerson Dance Orch.

CHRISTMAS SPECIALS
.\deste Fideles, Come All Ye Faithful—Male

Quartet Shannon Four
Holy Night, Peaceful Night—Male Quartet,

Shannon Four
Hark! The Herald Angels Sing—Male Quartet,^

Stellar Quartet
Joy To the World—Male Quartet. .. Stellar Quartet
Kiddies' Patrol (Christmas Eve)—Descriptive,

Emerson Concert Band
Kiddies' Dance (Christmas Morning)—Descrip-

tive Emerson Concert Band

PATHE PHONOGRAPH & RADIO CORP.

032002

032005

032001

032003

032004

03200..

032007

032O0S

036001

036002

036003

036004

036005

036006

036007

036008

036009

036010

021085

021086

021087

021088

0210S9

025109

POPULAR VOCAL
Dreamy Melody Apollo Male Trio
Easy Melody Apollo Male Trio
No. No, Nora! F"rank Bessinger
Since 1 Fell In Love With You .... Charles Cinway
Why Should I Give My Love to You.

Charles Cinway
You Didn't Care When You llroke My Heart

(So Why Should 1 Care Now) . . . F'rank Sterling
Who Will It Be? William Rundle
\v hen Clouds Have Vanislied and Skies Are

Blue Frank Sterling
.Mamma Goes Where Papa Goes (Or Papa Don t

Go Out To-night) Vernon Dalhart
V.he

Trio

liaby:
Uncle

Orch.
Orch.

Dixie Stars Are Playing Peek-A-Boo,
Dixie

RACE RECORDS
Got the Blues Tudie Wells
Sam Blues Tudie Wells

Down South Blues Hannah Sylvester
I Want My Sweet Daddy Now.. Hannah Sylvester
Deceitful Blues Mary Jackson
Ii Anybody Here Wants A Real Kind Mama

(Here's Your Oiiportunity) Mary Jackson
DANCE

You Darling You—Fo.x-trot Golden Gate Orch.
.Mamma Loves Papa, Papa Loves Mamma

—

Fo.x-trot Golden Gate Orch.
.-\n Orange- Grove in California (from "Third

.\nnual Music Box Revue")—Fox-trot,
Golden Gate Orch.

Learn To Do The Strut (from "Third Annual
.Music Bo-x Revue")—Fox-trot,

Don Parker and His Strand Roof Orch.
I've Got a Song For Sale That My Sweetie
Turned Down—Fox-trot.

Don Parker and His Strand Roof Orch.
Sweet Butter—Fox-trot.

Nathan Glantz and His Orch.
Havana—Tango Fox-trot. .Max Terr and His Orch.
Passionetta—F"ox-trot. . Nathan Glantz and His Orch.
Chansonetta—Fox-trot. ... Max Terr and His Orch.
.Mammy's Little Silver Lining—Fox-trot.

Nathan (Jlantz and His Orch.
I'm Sitting Pretty In A Pretty Little City

—

Fox-trot Hollywood Dance Orch.
Rock Me To Sleep With My V'irginia Melody

Fox-trot Hollywood Dance
Mississippi Ripples—Waltz. ... Casino Dance
Steal A Little Kiss While Dancing—Waltz,

Casino Dance Orch.
Down On The Farm—Fox-trot,

Nathan Glantz and His Orch.
rhe Animal Fair—Fox-trot. ... Casino Dance Orch.
The Waltz Of Long Ago (from "Third Annual

Music Box Revue")—Waltz,
Fry's Million Dollar Pier Orch.

Indiana ^loon—Waltz.
Fry's Million

When It's Night-Time In Italy
day Over Here—F"o.\-trot.

Fry's Million Dollar Pier Orch.
Old Fashioned Love (from "Runnin' Wild")—
Fox trot Fry's Million Dollar Pier Orch

ST.A.NDARD VOCAL
The Trumpeter William
I Hear A Thrush At Eve William

SACRED
Flee as a Bird Earle
A Clean Heart . .

.' Earle
INSTRUMENTAL

United Empire March. .. .American Republic Band
Naval Reserve March .... American Republic Band
Grace .\nd Beauty—Banjo Solo Fred Van Eps
The Oriole—Banjo Solo Fred Van Eps

HAWAIIAN
Southern Blues,

Louise and Ferera Hawaiian Troupe
My Old Kentucky Home.

Louise and Ferera Hawaiian Troupe
OPERATIC

Manon Lescaut "In quelle trine morbide")
(Puccini) (In Italian) Claudia Muzio

II Trovatore "Tacea la notte" (Verdi) (In
Italian) Claudia Muzio

Dollar Pier Orch.
It's Wednes-

Rubinoff
Rubinoff

F. Wilde
F. Wilde

REGAL RECORDS

DANCE RECORDS
9551 Every Night I Cry Myself to Sleep Over You—Fox-trot Roy Collins' Orch.

Foolish Child—Fox-trot, Vocal Chorus by Billy
West Roy Collins' Orch.

9552 Mamma Goes Where Papa Goes—Fox-trot,
Missouri Jazz Band

I'm Sitting Pretty in a Prettv Little City—

.

Fox-trot Missouri Jazz Band
9553 If I Can't Get the Sweetie I Want—Fox-trot,

Six Black Diamonds
Sobbin' Blues—Fox-trot Six Black Diamonds

9554 Little Butterfly (From "Music Box Revue.
1923")—Fox-trot Continental Dance Orch.

An Orange Grove in California (From "Music
Box Revue, 1923")—Fox-trot.

Continental Dance Orch.
9555 Sweet Henry, the Pride of Tennessee—Fox-trot.

IMajestic Dance Orch.
Easy Melody—Fox-trot Majestic Dance Orch.

9556 Dreamy Melody—Waltz .... Continental Dance Orch.
In Your Embrace—Waltz. .Continental Dance Orch.

9557 Last Night on the Old Back Porch—Fox-trot,
Jos. Franklin's Orch.

9558

9559

9560

9561

9562

9563

9564

9566

9565

9389

960

961

Sittin' in a Corner—Fox-trot,
Jos. Franklin's Orch.

Roses of Picardy—Fox-trot,
Hollywood Dance Orch.

Covered VVagon Days—Fox-trot,
Hollywood Dance Orch.

Saw Mill River Road—Fox-trot,
Majestic Dance Orch.

A Kiss in the Dark—Waltz. .. .Xylo Novelty Orch.
POPULAR VOCAL RECORDS

When It's Night Time in Italy It's Wednesday
Over Here—Comedy Solo, Orch. Accomp.,

Billy West
Tell All the Folks in Kentucky—Tenor Solo,

Orch. Accomp Vernon Dalhart
When Clouds Have Vanished and Skies Are
Blue—Tenor Solo, Orch. Accomp. .Vernon Dalhart

Pal of My Dreams—Tenor Solo. Orch. Accomp.,
Billy Burton

Indiana Moon—Duet, Orch. Accomp.,
Robert Craig-Chas. Dalton

Somebody's Wrong—Baritone Solo, Orch. Ac-
comp Charles Dalton

You Didn't Want Me When I Wanted You

—

Tenor Solo, Orch. Accomp Lou Hayes
Somebody Else Took You Right Out of My
Arms—Tenor Solo, Orch. Accomp. .. .Arthur Hall

Out There in the Sunshine With You—Tenor
Solo, Orch. Accomp Billy Burton

Kiss Me With Your Eyes—Tenor Solo, Orch.
Accomp Billy Burton

Spring Song (Mendelssohn)—Violin Solo, Piano
Accomp Rudolph Polk

Melody in "F" (Rubinstein)—Violin Solo,
Piano Accomp Rudolph Polk

Ave Maria (Schubert)—Violin Solo, Piano Ac-
comp Rudolph Polk

Humoresque (Dvorak)—Violin Solo, Piano Ac-
comp Rudolph Polk

CHRISTMAS RECORDS
Kiddies' Patrol (Christmas Eve)—Descriptive.

Orch. Accomp Walter Rogers
Kiddies' Dance (Christmas Morning)—Descrip-

tive, Orch. Accomp Walter Rogers
Holy Night, Peaceful Night—Male Quartet,

Liberty Quartet
Hark! The Herald Angels Sing—Male Quartet,

Tiegal Male Quartet
Adeste Fideles (Oh Come. All Ye Faithful)—
Male Quartet Liberty Quartet

Joy to the World—Male Quartet,
Regal Male Quartet

FEDERAL RECORDS
- DANCE

5331 When It's Night Time in Italy—Fo.x-trot, Vocal
Refrain by Jack Murray .... Southern Syncopators

Mamma Goes Where Papa Goes—Fo-x-trot,

Southern Syncopators
5332 Sop-Tim-Bom (Half-past Ten)—Chinese Waltz,

Metropolitan Players
Oh. You Little Sun-uver-gun—Fox-trot,

Metropolitan Players
5333 Take, Oh Take, Those Lips Away (From "Zieg-

feld's Follies")—Fox-trot Golden Gate Orch.
Home Town Blues—Fox-trot. .. .Golden Gate Orch.

5334 Dreamy Melody—Waltz Rialto Dance Orch.
Mississippi Ripples—Waltz J^ialto^ Dance Orch.

5335 Little Butterfly (From "Music Box Revue")

—

Fox-trot The Carolinians
An Orange Grove in California (From "Music
Box Revue")—Fox-trot The Carolinians

5343 Old-fashioned Love (Intro. "Open Your Heart,"
from "Runnin' Wild")—Medley F'ox trot.

Miami Beach Orch.
I've Got a Song for Sale—Fox-trot.

Miami Beach Orch.
5342 The Waltz of Long Ago (From "Music Box

Revue")—Medley Waltz Lenox Dance Orch.
Bit by Bit You're Breaking My Heart—Fox-

trot Lenox Dance Orch.
VOCAL

5336 When Clouds Have Vanished and Skies Are
Blue—Tenor George Wilton Ballard

Pal of My Dreams—Tenor. . George Wilton Ballard
5337 Tell All the Folks in Kentucky I'm Comin'

Home—Baritone Ernest Hare
The Old Folks at Home—Tenor. .. .Vernon Dalliart

5338 Watchin' the Moon Rise—Tenor and Baritone.
Charles Hart-Elliott Shaw

Kiss Me With Your Eyes—Tenor Lewis James
5339 Little Boy—Tenor Tom Moore

Why Don't My Dreams Come True?—Tenor.
Charles Hart

5341 Out There in the Sunshine With You—Bari-

tone Elliott Shaw
Memories of Virginia—Baritone. .. -Arthur Raymond

CHILDREN'S RECORD
5340 :\rother Goose Songs No. 1— (1) Three Little

Kittens; (2) Dickory, Dickory. Dock! (3)
Tom, Tom, The Piper's Son; (4) Simple
Simon; (5) Twinkle, Twinkle; (6) Little Boy
Blue Lewis James

Mother (Joose Songs No. 1— (1) Ding, Dong,
Dell; (2) Ba, Ba, Black Sheet; (3) London
Bridge; (4) Humpty, Dumpty; (5) Song of
Six Pence; (6) Little Miss Jluffet. . .Lewis James

CHRISTMAS RECORDS
5344 Silent Night (Saxophone-Xylophone-Piano)

Viennese Trio
Belfry Chimes (Saxophone-Xylophone-Piano),

Viennese Trio
5073 Hark The Herald Angels Sing—Male Voices,

Stellar Trio
Lead Kindiv Light—Baritone and Tenor,

Wheeler-Ballard
5088 Christmas Chimes Chris Chapman

Cathedral Chimes Chris Chapman
5129 Holy Night—Tenor .Charles Harrison

Star of the East—^Tenor and Baritone,
Ballard-Wheeler

5130 Silent Night—Male Quartet Shannon Four
Adeste Fideles (Oh Come, All Ye Faithful)—
Male Quartet Shannon Four

5131 Star of Bethlehem—Tenor Charles Harrison
Nazareth—Basso Wilfred Glenn

STANDARD
5124 Aloha Oe (Farewell to Thee)—Contralto with

Male (Thorns Louise Terrell
Tuanita—Male Quartet Shannon Four

5068 Little Grey Home in the West—Tenor,
Charles Harrison

I Hear You Calling Me—Tenor. .. CTharles Harrison
5096 Drink to Me Only With Thine Eyes—Tenor.

George Wilton Ballard
Love's Old Sweet SongTSoprano,

Nevada Van Der Veer
INSTRUMENT.\L

5288 Mighty Lak' .\ Rose (Nevin) (VioUn-Cello-
Piano) Mendelssohn Trio

Simple Confession (Thome) (Violin-Cello-Piano).
Mendelssohn Trio
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52S-I Salut D'Amour (Elgar)—Violin Solo fed Kaslotf

Polonaise (Vieuxtemps)—Violin Solo. . .Ted Kasloft

HAWAIIAN
5049 Hawaiian Twilight (Hawaiian Guitars),

Ferera-Franchmi
Malina Malamalama (Hawaiian Guitars),

Ferera-Franchinj

BANNER RECORDS

DANCE RECORDS
1263 Last Night on the Old Back Porch—Fox-trot,

Hollywood Dance Orch.
Foolish Child—Fox-trot, Vocal Chorus by Billy

West Hollywood Dance Orch.

1264 Easy Melody—Fox-trot Missouri Jazz Band
I'm Sitting Pretty in a Pretty Little City

—

Fox-trot Missouri Jazz Band
1265 Every Night I Cry Myself to Sleep Over You

—Fox-trot Six Black Diamonds
Sobbin' Blues—Fox-trot Six Black Diamonds

1266 Dreamy Melody—Waltz Imperial Dance Orch.

In Your Embrace—Waltz Imperial Dance Orch.

1267 An Orange Grove in California (F'rom "Music
Box Revue, 1923")—Fox-trot,

Imperial Dance Orch.
Little Butterfly (From "Music Box Revue,
1923")—Fox-trot Imperial Dance Orch.

1268 If I Can't Get the Sweetie I Want—Fox-trot,

Jos. Franklin's Orch.

Sweet Henry, the Pride of Tennessee—Fox-trot,

Jos. Franklin's Orch.

1269 Covered Wagon Days—Fox-trot,
Majestic Dance Orch.

Roses of Picardy—Fox-trot. . .Majestic Dance Orch.
1270 Mamma Goes Where Papa Goes—Fox-trot,

Roy Collins' Orch.
Sittin' in a Corner—Fox-trot Roy Collins' Orch.

1271 A Kiss in the Dark—Waltz .. Clark's Marimba Orch.

Saw Mill River Road—Fox-trot,
Hollywood Dance Orch.

POPULAR VOCAL RECORDS
1272 Somebody's Wrong—Baritone Solo, Orch. Ac-

comp • Chas. Dalton
Somebody Else Took You Out of My Arms

—

Tenor Solo, Orch. Accomp Arthur Hall

1273 When It's Night Time in Italy It's Wednesday
Over Here—Comedy Solo, Orch. Accomp.,

Billy West
Tell All the Folks in Kentucky—Tenor Solo,

Orch. Accomp Vernon Dalhart
1274 Out There in the Sunshine With You—Tenor

Solo, Orch. Accomp Hugh Donovan
Pal of My Dreams—Tenor Solo, Orch. Accomp.,

Hugh Donovan
1275 Indiana Moon—Duet, Orch. Accomp.,

Robert Craig-Chas. Dalton
You Didn't Want Me When I Wanted You

—

Tenor Solo, Orch. Accomp Lou Hayes
1276 When Clouds Have Vanished and Skies Are

Blue—Tenor Solo, Orch. Accomp. .Vernon Dalhart
Kiss Me With Your Eyes—Tenor Solo, Orch.
Accomp Hugh Donovan

2104 Melody in "F" (Rubinstein)—Violin Solo.

Piano Accomp Rudolph Polk
Spring Song (Mendelssohn)—Violin Solo, Pi-

ano Accomp Rudolph Polk
2103 Humoresque (Dvorak)—Violin Solo, Piano Ac-

comp Rudolph Polk
Ave Maria (Schubert)—Violin Solo, Piano Ac-
comp Rudolph Polk

STANDARD RECORD
2105 Stars and Stripes Forever—March,

Banner Military Band
Under the Double Eagle—March,

Banner Military Band
CHRISTMAS RECORDS

2063 Kiddies' Patrol (Christmas Eve)—Descriptive,

Orch. Accomp Walter Rogers
Kiddies' Dance (Christmas Morning)—Descrip-

tive, Orch. Accomp Walter Rogers
2065 Adeste Fideles (Oh Come, All .Ye Faithful)—

Male Quartet Liberty Male Quartet

Joy to the World—Male Quartet,
Banner Male Quartet

2066 Holy Night, Peaceful Night—Male Quartet,
Liberty Male Quartet

Hark! The Herald Angels Sing—Male Quartet,
Banner Male Quartet

VICTOR WINDOW DISPLAY MATERIAL

Some excellent material for use in window

displays, especially holiday displays, has been

prepared for dealers' use by the Victor Co.

This consists of cardboards cut in the shape of

stars, in the center of which appears a likeness

of famous Victor artists. Each of the "stars"

has a red border, presenting a pleasing appear-

ance and furnishing window display material

which offers excellent opportunities for diversi-

fied arrangement.

INCREASING DEMAND FOR "THE YALE"

New Haven,Conn., November S.—The Davis Mfg.

& Sales Co., of this city, is doing considerable

business with the Yale talking machine which

it manufactures. This small table machine is

very attractively produced and has a surprising

tone value. Although the Yale talking machine

has an all-year-round demand, the holiday sea-

son has still further augmented the business of

this company. Dealers handling this product

are unanimous in their expressions of approval

over its sales possibilities.

soutmer.n
Victor.Wholesalers

CONSTRUCTIVE ARTICLES IN THIS
ISSUE OF THE WORLD

Ready Reference for Salesmen, Dealers and Department Heads I

Value of the Telephone as an Aid in

Selling

Are You Preparing for the Holiday
Business? If So, How?

Reasons for Thanksgiving in the

Talking Machine Trade

Making the Dealer's Store a Musical

Center

Support for the Price Maintenance
Bills .

Is a National Exhibition Desirable? .

Concerts as a Means of Sales Pro-

motion

Record Service That Pays Big Divi-

dends

Know Your Overhead and Prevent

Losses

Reawakening Public Interest in Talk-

ing Machine Records

Several Timely Holiday Sales-build-

ing Stunts

The Profiteering Price-cutter Is a

Trade Pirate, Says Clyde M. Kelly

Local Musical Events Open the Way
for Sales of Records and Machines

The Talking Machine as an Educator
Radio Opportunities in the Rural

Sections

The Development of New Business

Among Old Customers

Musical Side Lines as Trade Stimu-

lators

How a Live Dealer Sold Over 1 ,200
Machines

The Value of Display in Boosting
Sales

Important Radio Merchandising Fac-

tors Discussed by Dealers

Artistic Window Displays Always
Strike the Eye

Group Sales Plan Points to New Era
in Record Merchandising

4

8

10

10

10

1 I

12

14

19

20

22

24

26

28

30

32

34

35

38

40

43

46

Concentration in Canvassing Pays. . 48

Final Awards Made in Better Homes
Music Contest 50

Price Maintenance to Protect the

Public, Written by Representative
Schuyler Merritt 59

Verbosity Often Kills Interest of

Buyers 78

Some Valuable Thoughts on Foreign
Record Trade 80

Dealers in Boston Territory Stock
Up for Holiday Business by Early
and Heavy Ordering 99-102

Vital Trade Topics Discussed in the

mid-West Point of View 108

Brisk Demand in All Lines in Chi-
cago Territory Presages Even
Busier Days to Come Before Holi-

days Pass 109

Keen Interest Displayed in the Chi-

cago Radio Exposition 125

Featuring the Possibilities of the

Talking Machine 128

The Hohner Harmonica Campaign
Covering Country 143

Happenings in the Musical Merchan-
dise Field 1 43-1 46

Issuance of a Unique and Compre-
hensive Dealer Service 147

Buying Power Increases in Farming
Communities 153

Theatrical Prosperity and the Talk-
ing Machine Dealer 157

Gleanings From the World of

Music 15 7-162

Happenings in the Dominion of

Canada I 74

Latest Patents of Interest to the

Talking Machine Trade 1 93-1 94

Advance List of Talking Machine
Records for December 195-199

CORRESPONDENCE FROM LEADING CITIES:

Brooklyn, 62-63—Albany, 72—Richmond. 76— Omaha, 83—Philadelphia, 85-88

—

Milwaukee, 90—Cleveland, 92-93—Des Moines, 98—Boston, 99-103—Cincinnati,

106—Chicago, 109-125—Canton, 1 26—Buffalo, 1 30- 1 3 1—Ogden, 131—Akron, 132

—Indianapolis, 134—Minneapolis and St. Paul, 136—St. Louis, 138-139—Detroit,

141—Pittsburgh, 148-150—Syracuse, 152-153—Toledo, 156—Los Angeles, 163—
Washington, 164—Kansas City, 166 Atlanta, 168—Baltimore, 170—San Francisco,

172 Dominion of Canada, 174—Salt Lake City, 176—Portland, 178—Columbus,

180 Dallas, 184—European News From The World's London Office, 190-192.

I^ICH/WOND VIRGINIA',

TEST IT.
OUR VICTOR

Record Service
has a repMitation for efficiency.

Suppose you try it

E. F. DROOP & SONS CO.
1300 G. STREET. WASHINGTON. D. C.

aai N. HOWARD STREET. BALTIMORE. MD

The

Toledo Talking Machine Co.

Toledo, Ohio

Wholesale Victor

Exclusively
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SCOTFORD TONEARM
& SUPERIOR REPRODUCER
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HOWTO SELLA PHONOGRAPH
<7b the Dealer or Salesman:

^^yke Scotford Tonearm and Superior Reproducer are used by a number of
manufacturers of hi^ ferade phonographs. If your store handles any one of

these instruments you can increase your sales and protits by thoroughly learn-

ing and then informing the customer of the "Twelve Points" of superiority

feiven below. Remember it is no proof of selling ability to take an order for a
phonograph, the preference for which has been fixed in the custn mer's mind
by big national advertising campaigns. Such order taking proves the power of

advertising—not the sagacity of salesmanship. The saving in advertising cost

is made up for by extra quality and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting

satisfaction of the purchaser who takes an instrument of genuine music into his

home. Give the customer a comparison of tone on all the diSerent makes. Ifhe is

not deaf, he must appreciate the extraordinary difference in tone—theScotford 's

genuine musical reproduction, without the metallic sharpness, and without the
scratch. Then proveyourselfnot an ordertaker but a salesmaker by continuing
with a detailed explanation ofwhy the Scotford is better as analyzed in the
"Twelve Points."

Keep the tonearm unscrewed at the base, so you may lift it off
inyour hand for thorough examination inside and out—not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1—Its good looks. A neat, trim, tailormade appearance. Nicely proportioned

lines which any artist will approve. Not the swollenappearanee of the con-
tinuous taper nor angular lines in conflict with the cabinet design.

2—^The substantial, simple construction—cast parts of solid white brass, long
straight tube of yellow brass , hard rubberbushing to prevent metallicvibra-
tion at the reproducer connection elbow.

3—No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter atbase. and a solid 45-degree deflecting
plane at the turn to direct the sound waves straight downward into the
amplifying chamber.

4—The simple swinging movement of the tonearm base—how freely it floats

when lifted up onto the record—but how a supporting lug inside the base
at back prevents the arm from swinging when off the record and does not
allow the needle point to let down so low as to mar the cabinet.

5—^The handy Uft-up or side turn, affording two ways to change the needle.

6—Light pressure on therecord—the squareness of the turn causing the weight
to be supponedby the base, whereas a more curving turn would throw too
much weight forward to the needle point.

7—How perfectly the needle centers the groove—turning the reproducer for
playing lateral or vertical cut records leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch,

8—Reproducer frame split clear through—making it a spring, held under ten-
sion by the longscrewwhich adjusts the pivotal mounting of the stylus bar.

9—Any looseness thatmight ever develop in the pivoting of the stylus bar may
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar by
which a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design,

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearIndia mica costing five times as much as the"seconds "and "thins"used
in cheap soundboxes

.

12—Perfect insulation—a rubber gasket entirely separating the reproducer
frame from the backplate, and again a complete break in the contact of
metals by the hard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the tone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

^T5he Reproducer turns on its axis— the needle remaining on exactly the

same center and at the same correct an^le in both positions

The superior Lid Support
balances the Lid at any point

The final point of excellence in the equipment of a cabinet that often decides the sale. A touch of one finger lifts

or closes the lid, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest
support made. Easiest to install.

V/e are prepared to supply this Tonearm
and Reproducer to a numberofadditional
manufacturers ofphonographs incertain
part's of the United States, and contracts
remain open for some foreign countries.

Write us for particulars and prices.

We are able to supply this Support in any
quantity. Madeofsteel, hi&h ^radenickel
or^old plate finish. Samples sent to man'

ufacturers anywhere for trial.

Wn'ce for low quantity prices. State type
and wei^htoflid.

Barnhart Brothers & Spindler
SUPERIOR specialties FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO

©
©
©
©

©

©

©
©
©

©
©
©
©
©
©
©
©
©

©

©

©
©
©

©
©
©
©
©
©
©

©©©©©©©©©©©©©©©©©©©©©©©©©©(§©(§©©©©©©©©©©©©©©©©©©©©©©1



Pages 68, 69, 70 and 71

of this issue of the Talking

Machine World carry a

message of interest to every

music dealer.

JOBBERS OF THE NEW EDISON, EDISON RE-CREATION, THE NEW EDISON DIAMOND AMBEROLA
AND BLUE AMBEROL RECORDS

CALIFORNIA
Los An'gelei—Edison Phonographs,

Ltd.

San Francisco—Edison Phonographs,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Chicago—The Phonograph Co.
Wm. H. Lyons (Ambcrola only).

INDIANA
lodianapolia—Phonograph Corpora-

tion of Indiana.

IOWA
Dei Moines—Harger & Blish.

LOUISIANA
New Orlean*-—Diamond Music Co..

Inc.

MASSACHUSETTS
Boston—Pardee-Ellenberger Co.

Iver Johnson Sporting Goods Co.

(Ambcrola only).

MICHIGAN
Detroit—Phonograph Co. of Detroit.

MINNESOTA
Minneapolis—Laurence H. Lucker.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONTANA
Helena—Montana Phonograph Co.

NEBRASKA
Omaha—Shultz Bros.

NEW JERSEY
Orange—The Phonograph Corp. of
Manhattan.

NEW YORK
Albany—American Phonograph Co.

Syracuse—Frank E. Bolway & Son,
Inc., W. D. Andrews Co.
(Ambcrola only).

OHIO
Cincinnati—The Phonograph Co.
Cleveland—The Phonograph Co.

OREGON
Portland—Edison Phonographs, Ltd.

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buehn Phonograph Co.
Williamsport—W. A. Myers.

RHODE ISLAND
Providence—J. A. Foster Co.
(Ambcrola only).

TEXAS
Dallas—Texas-Oklahoma Phono-
graph Co.

UTAH
Ogden—Proudfit Sporting Goods Co.

VIRGINIA
Richmond—The C. B. Haynes Co..

Inc.

CANADA
Montreal—R. S. Williams & Sons

Co., Ltd.

St. John—W. H. Thorne & Co., Ltd.

Toronto—R. S. Williams & Sons
Co., Ltd.

Vancouver—Kent Piano Co., Ltd.

Winnipeg—R. S. Williams & Sons
Co., Ltd.

Babson Bros. (Amberola only).
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The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Argyle Walnut
$275

Sonera's High Quality Is Consistent
Sonora dealers will tell you that

Sonora's consistent maintenance of

high quality forms one of the chief

sources of gratification to those han-

dling the line.

Day after day, the same today, and
the same tomorrow, Sonora instru-

ments reach the dealers' floors, perfect

intone, in workmanship, in finish and
in performance.

Unremittent scrutiny and rigid in-

spection assures this consistent main-
tenance of high quality. And this at-

tention to detail is reflected in lessened

service costs and the added satisfac-

tion of Sonora owners.

Let us tell you more about the

Sonora proposition and how this line

will make money for you. Write us

today.

The Choice of those who've heard them all

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

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

Great Campaign of Reaching Public in a Novel and Effective Way Started by Broadcasting an

Exclusive Columbia Artist or Organization Through WEAF Station—Its Object Defined

MANUFACTURERS FORM ASSOCIATION

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

An important bulletin was sent out recently

by George W. Hopkins, vice-president and gen-

eral sales manager of the Columbia Phono-
graph Co., to the company's branch managers

under the heading of "Advertising by Radio."

This bulletin stated in part as follows: "Radio

grows bigger and more people listen in every

night. Sometimes they happen to hear some-

thing they would like to hear again and to do

that they must buy a phonograph record of

what they have heard. This lifts the freezing

lid of many a long-forgotten phonograph.

"It is the Columbia policy to help make
people like what they hear over the radio. We
are going to teach them that they need Colum-

bia records to hear what they like best, when-

ever they want to hear it. Beginning Tuesday,

December 4, and following on Thursday, De-

cember 8, and every Tuesday and Thursday

thereafter, the WEAF broadcasting station

(the American Tel. & Tel. station) will broad-

cast an exclusive Columbia artist or organiza-

tion, announced and advertised as such. Broad-

casting time from 9:15 to 9:30 p. m. They will

broadcast right from our own recording studios

and advertise that fact."

This important broadcasting program opened
on Tuesday, December 4, as mentioned in Mr.

Hopkins' bulletin, with the California Ramblers
as the artists. Lester L. Leverich, advertising

manager of the Columbia Phonograph Co., in-

troduced the organization, and judging from the

enthusiastic reports received at the Columbia
offices, the performance was heard and enjoyed

throughout the country. Columbia branch man-
agers received enthusiastic reports from their

dealers who "listened in" on the Columbia
broadcasting and there is every reason to be-

lieve that the plan will prove a decided success.

Quite a number of the dealers commented upon
an increased activity in the sale of Columbia
records made by the California Ramblers, in-

dicating" that Mr. Hopkins' views as to record

sales being favorably influenced by radio broad-

casting are sound and logical. The C lumbia

Co. has been congratulated upon its initiative in

arranging for radio broadcasting by exclusive

Columbia artists and it is stated that this is

the first instance where a phonograph manufac-
turer has sponsored radio broadcasting as a

trade-building media from its own recording

studios and advertised it as such.

ARTHUR J. WALSH GETS NEW POST

Well-known Edison Executive Appointed Man-
ager of Music Department—^Will Direct Artist

Division in Addition to His Other Duties

H. DON LEOPOLD^ IS ADVANCED

Popular Brunswick Record Manager Will As-

sume New Duties in Chicago—Attained

Marked Success With New York Branch

Arthur J. Walsh, who has for many years

occupied prominent positions with Thomas A.

Edison, Inc., was appointed the last week in

November to the very important post of man-

ager of the music department, where he will

direct the artist division of the Edison business,

as well as the selection of the music to be re-

corded. Mr. Walsh will continue to hold the

portfolios of the advertising and publicity de-

partments which have hitherto fallen upon his

shoulders. His new office is located in the

laboratory of Thomas A. Edison.

APPOINTED DEFOREST JOBBER

Progressive Musical Instrument Corp. to Dis-

tribute DeForest Products—Well Qualified

to Co-operate With the Retail Trade

Harry A. Beach, manager of the Eastern

phonograph division of the Brunswick-Balke-

Collender Co., announced recently that H. D.

Leopold, for the past six months record, order

department manager of the New York branch,

had been promoted to an important post in the

advertising department of the Brunswick Co.'s

executive offices in Chicago. Mr. Leopold, who
completed his duties in New York on Decem-
ber 8, leaving for Chicago immediately, is one

of the most popular and capable members of

the Brunswick phonograph division and is gen-

erally recognized as an exceptionally efficient

record man.

At a luncheon held on Thursday, December 6,

at the Hotel McAlpin a new association was
formed in the talking machine industry, known
as the American Phonograph & Allied Musical
Manufacturers' Association. The plans of the

Association, as announced, are extensive and
for the present the scope of work will be largely

credit research information and advice. The
object of the Association is to reduce the per-

centage of losses through unscrupulous dealers

holding up payments when due; taking unfair

discounts, and many other unjust practices.

The Association plans to do away with these

evils and believes that putting business on a

constructive basis will benefit the honest dealer

as well as the manufacturer. It is planned that

the members report to the Association every

dealer who does not pay his account when due
and the reason given, if any; the taking of a

discount beyond the stated period; also any

rumors concerning dealers, whether they are

interested in them or not. The Association, in

turn, will furnish to its members the above
information. Exhaustive reports covering any
special features regarding any dealer, whereso-
ever located, will be furnished on demand.
Through specializing in one field and economy
of operation it is expected to put collection

charges at a much smaller figure than could

be obtained outside. Where bankruptcy is in-

evitable it will be endeavored, through the

weight of the Association, to appoint worth-
while men as receivers, referees and trustees.

It is stated that the Association is not inter-

ested in prices charged, but solely interested in

giving positive information to the manufacturer
in reference to dealers.

At the initial meeting ten were present who
were representatives of some of the most prom-
inent houses in the industry. They practically

unanimously agreed on the need of an associa-

tion of this character. Another meeting will be

held at an early date to elect officers and" pro-

ceed with the work. Headquarters for the

Association will be established in the Bowery
Savings Bank Building, Park avenue and
Forty-second street.

The Progressive Musical Instrument Corp.,

311 Sixth avenue. New York, well-known jobber

of musical merchandise, announced to its trade

this week that it had been appointed a dis-

tributor for the products of the DeForest Radio

Tel. & Tel. Co. The company is planning to

inaugurate an aggressive sales campaign in be-

half of DeForest Radiophones and several un-

usual merchandising ideas will form an impor-

tant part of this campaign.

This company is ideally equipped to give

DeForest radio products splendid representa-

t'on, as the executives of the company are well

known in the musical field, and the company

at the present time is distributing a very large

amount of musical merchandise among the lead-

irtg phonograph dealers. A complete stock of

DeForest products already has been delivered

^nd dealer accounts are being established rap-

idly. The unique merchandising plan sponsored

by the DeForest Radio Tel. & Tel. Co. in the

introduction of Radiophones in the music in-

dustry has met with marked success and the

Progressive Musical Instrument Co. is making

plans to co-operate with the manufacturer in

every possible way.

See second last

Many New Orchestras Recording for Victor Co.
Various Popular Organizations Specializing in Dance Music Have Been Placed Under Contract

to Make Victor Records—Some Other New Recording Artists

In line with its policy of continually aug-

menting" its library of distinguished artists in

the classical field of music and its roster of

outstanding celebrities in the popular and nov-

elty field of music, the Victor Talking Machine
Co. has recently announced a number of very

important additions to its stafiE of artists.

The newcomers in the operatic and classical

library of Red Seal artists include Richard

Crooks, Rosa Ponselle, Landowska, Sura Cher-

kasskay and the St. Louis Symphony Orchestra.

In the field of popular music the most impor-

tant new acquisitions are Waring's Pennsyl-

vanians, Barney Rapp and His Orchestra, the

Garber-Davis Orchestra, Silverman and His Or-

chestra, Moss _& Frye and the Bethel Jubilee

Quartet, all well-known aggregations.

In addition to the artists and celebrities men-
tioned above, some of whose records have not

yet been released, but all of whom have already

made recordings, the other important new-

comers into the Victor catalog who have made
their debut during 1923 are as follows:

In the Red Seal field—Charles Trowbridge

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

As popular artists—Lou Holtz, Belle Baker,

Will Rogers, Henry C. Gilliland, Eck Robert-

son, the Duncan Sisters, Sissle & Blake, George
Hamilton Green, Brooke Johns, Eddie Hunter,
Georgie Price, Victor Arden and Phil Ohman.

In the orchestra division—Charles Dorn-
berger and His Orchestra, the Collegians,

Whitey Kaufman's Original Pennsylvania Ser-

enaders, Arthur Gibbs and His Gang, Memphis
Five and Jack Chapman and His Drake Hotel
Orchestra.

This, so far as is known, is the first public

recapitulation of the Victor artists who have

been acquired during the current year and it

certainly indicates, in a very impressive way,

that the Victor Co. is continuing in a vigorous

and comprehensive manner to steadily and ex-

tensively augment its library of music by re-

cording the talent of the leading artists and
musicians from every division of the realm of

music.

page for Index of Articles of Interest in this issue of The World
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Effective Lighting HelpsWindow Display
Edgar L. Mills Descants on Scientific Principles of Window Light-

ing and Tells How Talking Machine Displays Can Be Aided

The present-dai' efficiency in window dressing

or in displays of any kind depends in a measure

upon the skill with which that display is lighted.

It is entirely possible to arrange a fine window
or show case and yet to get small results from

it because the light may be dull or yellowish

in cast. Or the light may glare, so as to force

onlookers to glance quickly away. Or the

display may be darkened by the surroundings

to such an extent that the goods do not show
off well at all. Or, again, plate glass reflections

thrown inward by the sunlight, or powerful

street lights, may completely confuse the out-

lines of the articles shown, or produce a dazzling

effect most uncomfortable to experience.

In order to remedy these conditions, lighting

or illuminating engineers have given the matter

a great deal of study and have worked out prin-

ciples of successful lighting which should be

considered and employed. In fact, the merchant

who lights his displays properly has a distinct

advantage over those who neglect this impor-

tant selling factor.

It is now acknowledged that display portions

of a retail business, and especially the windows,

represent the most valuable space in the whole

establishment. This being the case, it is ex-

tremely important that the lighting effects be

such that the displays will work for all they

are worth twenty-four hours in the day.

Size and Character of Window Govern Lights

The experiments of the engineers referred to

prove that windows of different shapes and

sizes call for different kinds of lighting units.

For example, if the window is deep, but rather

low, the light must be softly diffused down-

ward. Many windows are of the double-deck

variety and are not more than five or six feet

in height. Such windows are best lighted by

rather small electric lamps of about 50 watt

capacity and having scooped-shaped reflectors

which will flood a window of the size and shape

described with even and bright light. Show
cases, bulletin boards and both outside and in-

side signs which are not too large will be illu-

minated successfully by reflectors of this char-

acter.

On the other hand, a low window which is

quite shallow and does not reach back very

far calls for a lamp of about the same size with

a different shape reflector. In this case one

of the hooded type is better, distributing the

light in such a manner as to avoid a glare. The
small, hooded light is not only desirable in the

low, shallow window, but it is also very ap-

propriate for illuminating wall cases and wall

fixtures, which all too often are left in the

shadows.

The need for such a light is indicated where

we require concentration. Many shallow win-

dows and cases are met where the depth is

only about from 60 to 70 per cent of the height.

Ordinarily, the lighting of such windows is dif-

ficult, but the hooded light will bring the con-

tents of the window into pleasing prominence.

The light in this case is all directed downward,

and so the installations are in the upper part

of the window or case.

Larger windows employ the same principle,

only larger reflectors are used. These reflectors

are not all alike for the large windows. One
kind throws the light into about the middle

of the window space and is especially designed

for a display which is trimmed high up. An-

other reflector throws the light to the window

base and is intended for use when the display

is arranged on a low or flat plan. These dif-

ferent reflectors may be procured and used at

will. And there is also a very interesting color

attachment by means of which the window
space may be diffused with golden, violet, pink

or purple light at will.

Overcoming Reflections

It would seem as though this would take

care of all of the needs of the light situation,

but not so, for we have not yet met those

difficulties caused by reflections. Some dealers

have been much distressed by this sort of thing

—their windows being almost spoiled for dis-

play purposes. For this reason, a light which

will overcome the trouble is a real boon. One
has been perfected which, by means of a 500

watt lamp Mazda "C," will completely flood the

window with an e.xpanse of soft, agreeable

illumination.

Next, the reflector is so arranged that this

same lighting unit throws a spot light, wherever

desired, of startling clearness. This spot light

beam is claimed to develop 50,000 candle power,

so it is obvious that any article displayed in

the window upon which this spot light is trained

or turned will show up in the plainest manner

possible. Moreover, any reflections from the

outside are completely neutralized and passers-

by will be halted almost in spite of themselves.

This new lighting principle is most interesting,

as those employing it literally flag the public,

and an establishment so lighted will stand out

from among a whole street full of other estab-

lishments with the ordinary lighting equipment.

This flood light with a center beam is espe-

cially adapted to both white and colored light-

ing in display windows, to the lighting of special,

interior show cases, or for the protection of an

establishment during the night. A firm which
has had its safe broken open more than once

now wheels the safe into the sight of the street

and turns a spot light on it. Burglars would
hardly dare work under such conditions. These
lights are also valuable for anything in the way
of a spectacular demonstration or where it is

desirable to gain special attention to one or

more objects in the midst of lighted sur-

roundings.

Economy in Good Lighting Fixtures

Some will claim that they cannot afford to

put in more efficient lighting fixtures. But the

question arises as to how much in actual dollars

and cents is lost by not doing it, and whether

the business prestige sacrificed is not a heavy

price to paj' for a tendency to cling to the old

and out-of-date.

In many places such as the business office or

where certain kinds of goods are to be ex-

amined close at hand, an indirect light is most

agreeable to the eye, being restful and soothing,

and having the advantage of being shadowless.

Whatever the needs of the occasion, there is

the right kind of light to fill the bill, and with

a long season ahead when night settles down
early and there are many dull days, when arti-

ficial illumination is needed, the matter of light-

ing so as to actually develop business because

of it is a matter which should receive a full

measure of attention. There is no time like

the present and the only way to do a thing is

to do it.

Privacy in radio communication, by means

of a standard land line printer-telegraph ma-

chine, was demonstrated recently by Chicago

experts before the annual convention of the

.Association of Railway Electrical Ensrineer?.

®ibmg£^ of ti}t m>ta^on to

all our patronage

New York Album & Card Co., Inc.
NEW YORK

23-25 Lispenard St.

Pacific Coast Representative: Munson-Rayner Corporation
|

CHICAGO

415-417 S. Jefferson St.

643 South Olive Street, Los Angeles, Calif.

86 Third Street, San Francisco, Calif.
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Victor supremacy is the
supremacy ofperformance

Victrola VI, $35
Mahogany or oak

That is why the truly

great artists of the pres-

ent generation m ever-

increasing numbers are

found among the ranks

of famous Victor artists.

Victrola IX, $75

Victrola No. 105

$180
Mahogany or walnut

Victrola No. 125

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

Victrola No. 210

$100
Mahogany or walnut

Victrola No. 300
$250

Electric, $290
Mahogany, oak or walnut

Victrola No. 410
$300

Electric, $340
Mahogany

Victrola
'"'s MASTERS VOICE" REG. U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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LAMBERT FRIEDL WITH ADLER MFG. CO.

Prominent Wholesale Executive Appointed
. Vice-President and General Sales Manager of

Southern Manufacturing Concern—Will Mar-
ket Complete Trade-marked Line of Phono-
graphs—Headquarters in New York

Lambert Friedl, manager of the talking ma-
chine department of John Wanamaker, New
York, and one of the most popular and capable

members of the talking machine trade in the

East, has been appointed vice-president and

general sales manager of the Adier Mfg. Co.,

Louisville, Ky. Mr. Friedl resigned his present

position on December 1, but will probably stay

with the Wanamaker institution for a short

while pending the appointment of his successor.

He is leaving with the good-will of the entire

Wanamaker organization, where he won the

Lambert Friedl

esteem and friendship of his co-workers during

the year he was in charge of the department.

The Adler Mfg. Co. is well known in manu-
facturing circles, as for a number of years it

has manufactured a complete line of pianos,

organs and phonographs. The company main-

tains a very large plant at Louisville, which is

recognized as one of the most complete and
up-to-date woodworking factories in the South.

Cyrus T^. .-\dler, president of the company, is

prominent in commercial and civic activities in

In

CLEVELAND

and OHIO

-for

His Master's Voice

His Master's Voice

— it's the

CLEVELAND

TALKING

His Master's Voice • MACHINE CO.

1105 Oregon Avenue Cleveland, O.

Louisville and has been the dominant factor in

the tremendous success achieved by the com-
pany. Mr. Adler visited New York several

times to confer with Mr. Friedl and as a result

of these conferences arrangements were closed

covering a long period of years.

As vice-president and general sales manager
of the Adler Mfg. Co. Mr. Friedl will maintain
headquarters at 881 Broadway, New York. He
will be in complete charge of the company's
phonograph merchandising and his plans pro-

vide for the manufacturing and marketing of a

trade-marked line of instruments that will be

original and distinctive throughout. These
phonographs will be distributed through dis-

trict sales representatives in the large cities,

selling through responsible dealers. With the

completion of his plans Mr. Friedl expects to

get in touch with well-known wholesale men in

the metropolitan centers with the idea of de-

veloping his distribution. Cabinet designs are

being made under his personal supervision and
tlie mechanical equipment will also be individ-

ual in many respects.

In securing the services of Mr. Friedl as

vice-president and general sales manager the

.'\dler Alfg. Co. is to be congratulated, for Air.

Friedl is one of the most experienced and suc-

cessful members of the wholesale talking rr.a-

ciime trade. For many years he was associ-

ated with the Columbia organization, having
been manager of the company's Pittsburgh

branch, and for a number of years manager
of the New York branch. In the latter posi-

tion, the most important in the Columbia
branch organization, he attained phenomena!
success, winning the hearty good-will cf the

dealers in metropolitan territory and attaining

record-breaking sales totals for this product.
In his new field of endeavor Mr. Friedl will

have ample opportunity to utilize his excep-
tional knowledge of talking machine merchan-
dising and distribution, and will be in a posi-

tion to work in close co-operation with his host
of dealer friends all Over the United States.

ANNOUNCES UNIQUE SALES PLAN

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

One of the most unique selling plans intro-

duced in the record trade this year is a cam-
paign announced this week by the General
Phonograph Corp., New York, in behalf cf

Odeon records. In order to give the trade an
opportunity to appreciate and understand tlic

musical merits of these records and their sales

possibilities, the company has offered to give

to every member of the trade who requests it

a n^w Odeon record featuring the "Blue Danube
Waltz" and "Schubert Serenade." The record
is p.-esented without charge and it is expected
that this unusual sales drive will serve to in

l.oducc Odeon records to the trade in every
city and town throughout the countrv.

NEW EDISON PHONOGRAPH CATALOG

To Be Released During Latter Part of Decem-
ber for Consumer Distribution by Dealers

—

An Attractive Piecs of Catalog Publicity

Thomas A. Edison, Inc., will issue the latter

part of December a new type of catalog, fea-

turing the various models of the New Edison.
This catalog is printed- with a handsome cover
in blue and brown, the sole decoration on the
cover being the new trade-mark slogan "The
New Edison—Comparison With the Living Art-
ist Reveals No Dif¥e_rence." The first page
inside is devoted to a special message signed
by Thomas A. Edison, which reads "I should
like to have you listen to- my phonograph—The
New Edison—in side-by-side comparison with
any other phonograph before you purchase."
The next page is devoted to the same idea,

namely, an enlargement of the idea of why the
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Ldison Co. feels it behooves the purchasing
public to make a comparison with other instru-

ments before making a final decision. The en-

tire responsibility is placed upon the prospec-

tive buyer to decide for himself what iie be-

lieves to be the best instrument.

On each of the following pages one modjl
of the New Edison is illustrated and beneath
the illustration are specifications relating to the

model pictured. The final sentence on each

page is "The New Edison Costs No More Than
Ordinary Phonographs." There are fourteen

models featured and a price list is inserted

in the back. The inside is printed in brown
duo-tone ink over a light blue tint block which

covers practically the entire page.

COLUMBIA CHRISTMAS RECORDS

Under the heading of "Columbia Christmas

Records," the international record department

of the Columbia Phonograph Co. issued recently

a handsome two-colored window hanger, fea-

turing Christmas records in various languages.

An appropriate illustration formed the center-

piece of the display and among the records in

the "E" series that were listed were selections

in the following languages: Bohemian, Danish-

Norwegian, Finnish, French, German, Greek,

Hollandish-Dutch, Hungarian, Italian, Lithu-

anian, Polish, Russian, Slavish, Swedish and

Ukranian.

nil iMsnuHtNT Of QUU/TV

onori
CLCAS *lS a seu.

Sales Value i

Every model in the
Sonora line gives the pur-

chaser maximum value
and absolute satisfaction.

The SONORA Dealer
can merchandise this

quality product with as-

surance and confidence

for he is selling

The Highest Class Talking Machine
in the World

The Sonora Phonograph-Ohio Co.,

417 Bulkley Bldg., Cleveland, Ohio

Distributors for Ohio and Kentucky
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Victrola IV, $25
Oak

Dealers in Victor prod-

ucts handle a known
quantity—a line of prod-

ucts that has demon-

strated its worth by a

quarter-century of actual

accomplishments.

Victrola VIII, $50
Oak

Victrola No. 100

$150
Mahogany, oak or walnut

Victrola No. Ill

$225
Electric, $265

Mahogany, oak or wahiut

Victrola No. 220
$200

Electric, $240
Mahogany, oak or walnut

Victrola No. 330

Mahogany, $350; Electric, $390 '

Walnut, $415; Electric, $455

Victrola No. 400
$250

Electric, $290
Mahogany

Victrola
"'s VOICE" REG. U. S. PAT. OFF.

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

Victor Talking Machine Company
Camden, New Jersey
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Record Specialties Open New Sales Field
Health Records and Those Designed for Amusement and Education
of Children Are a Big Source of Revenue if Intelligently Exploited

There' is a wide open sales field in the talk-

ing machine record business to-day which com-
paratively few retailers are taking advantage of

to the greatest extent possible. This field con-

sists of the various record specialties which

have made their appearance on the market, and

which are now handled by many retailers

throughout the country. These consist of ex-

ercise records and various types of recordings

designed especially for the amusement and edu-

cation of children.

Successful Health Record Drive

Every man, woman and school child is a pros-

pect for the former—health records—and the

dealer who handles one or more lines of these

recordings has an opportunity of augmenting his

profits to a considerable degree if intelligent

sales effort is put behind them. A plan of pro-

cedure in bringing its health records before that

portion of the public which would be most likely

to quickly see the advantage of exercising to

music was recently put in efifect by the Davidson

Bros. Co., live dealer of Sioux City, la. The
method used, as outlined for The World by

Fred J. Shamp, manager of the talking machine

department, follows:

"We desired to bring our health records to

the attention of the lunch clubs of the city. In

order to do this we first of all had a young

lady, who, incidentally, happened to be related

to a prominent member of the Rotary Club

here, make arrangements for a demonstration

at a luncheon of that club This first effort

was so successful that demonstrations have

since been given in the Lions and Kiwanis

Clubs by request of these organizations. It was

handled in this way:

"Our demonstrator went through the first rec-

ord alone, after having made a few appropriate

remarks, descriptive of the nature and purpose

of the records. When the playing of the first

record had been completed the demonstrator

requested the members to take ofif their coats

and go through one of the exercises with her,

and before she was through practically every

man in the dining-room was going through the

exercises. They went through all except the

floor exercise, which obviously could not be

done in a public dining-room.

"These organizations did not permit us to

have any sign or make any reference announc-

ing where the records came from, but one of

our salesmen who has been connected with the

house for twelve years went along to operate

the talking machine, and in this indirect way
we think every one in the place knew who was

staging the demonstration. No attempt to sell

records was made at that time, but a number
of sets have been sold to club members since

the demonstration, and we haven't the slightest

doubt but that it was one of our best publicity

stunts."

There is a successful plan in a nutshell—one

that can easily be staged by any dealer with

energy enough to go out after business. This

stunt has the added advantage of making an

appeal direct to the business men of the com-

munity, who, in the majority of cases, are eager

to keep the waistline down but do not care for

too strenuous work and loss of time involved

in regularly attending a gymnasium class. And,

in addition, the dealer should not overlook the

women and children in his advertising and sales

drives. The window is probably the best me-

A Revelation in Sound
Reproduction

NOT A LOUD SPEAKER
T UST the best sound-box with an

amplifying arrangement assuring

perfect reproduction of the voice

and music without "blast" or distor-

tion. Put up in a handsome box and

sold in the best phonograph shops in

all parts of the globe.

Incomparable for Dancing

"If you haven't heard the

you haven't heard your machine."

UNIQUE REPRODUCTION CO., Inc.

32 Union Square NEW YORK
Cable Address: ADD-A-TONE, N. Y.

dium of bringing these records to the attention
of the masses. A live demonstrator, some ath-

letic young man or woman of the community,
would prove a big drawing card.

The Demand for Children's Records
The children's records on the market, as al-

most every dealer knows, consist of two kinds

—

educational and recreational, although of the lat-

ter it may also be said that they possess a distinct

educational feature. With this fact in mind the

lines along which the retailer's campaign must
be planned are plain. Every mother and father

desires that their children develop mentally, and
if the dealer can put the message strong enough
that these records will serve that purpose under
the guise of amusement his appeal, whether
through advertising in newspapers, window dis-

plays, direct-mail or personal solicitation, will

hit home to the parents of his community and
sales will follow. In his sales-promotion work
the dealer, however, must not overlook the chil-

dren themselves. Interest the children in your
product and the chances are that they will not
rest until they have influenced their parents to

the point of making a purchase. In this con-

nection, also, the retailer can sell small talking

machines, of the portable type, to go with the

records. These small instruments are compar-
atively inexpensive and, because of the fact that

children, when playing the records, find it diffi-

cult to reach the turntable of the larger instru-

ments and the added danger of marring the

finish of the more expensive models, little diffi-

culty will be experienced in "selling" the adults

on the idea of purchasing a small talking ma-
chine.

Special Children's Departments
Some live establishments have even gone to

the extent of setting apart a space in the store

expressly for the display of these kiddie rec-

ords and machines. The cost involved in set-

ting aside a booth or part of the store and
arranging the decorations and furnishings so

that they will both appeal and be comfortable

to the children is very small compared to the

advantages which will be derived from such a

course. One of the largest department stores in

the East to do that very thing is Frederick

Loeser & Co., of Brooklyn. This department

was described in the Brooklyn section of the

last issue of The World and dealers who con-

template doing something of a similar nature

will do well to read it. The department is

already a big asset to this store, as one will be

to every other establishment. The children

seem to take particular delight in visiting the

store with their parents, and while the latter

are purchasing their "grown up" records they

play and look over the special talking machines

and accessories which make such "grand" toys

for fun-loving kiddies. Advertising by this firm

has also intensified the interest of the parents

and the number of sales already made in addi-

tion to the quantity of inquiries received has

made this a paying proposition. A saleswoman
of the maternal character is kept busy enter-

taining the children and explaining the merits

of the products to the prospects.

Sales of Novelties Come Easy
Sales of specialties or novelties such as these

are very easy to make, if, as has been stated,

intelligence and energy are put behind the mer-

chandising plan. After all, the talking machine

dealer is out to make money. That is what

he is in business for, trite and self-evident as

the statement may sound. And it cannot be

emphasized too strongly that where formerly

adults and children of an advanced age were the

only logical prospects for the retailer, to-day

through these novelties a broad, new field is

ready for development.
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($oah Will
than all else does Peerless cherish

the good will of its ever-increasing number
of patrons. The dollars and cents return is

of secondary importance compared with the

growth of our clientele, in which respect the

closing year was monumental.

tKfjerc is deep satisfaction and a feeling of

pride in welcoming so many new customers.

^123itf) a full realization of our responsi-

bility for the maintenance of quality,

service and a square deal, we wish to

extend the Season's Greetings—to our
patrons and to the entire industry—and
best wishes for a banner year in 1924.

A postal will bring this sign to you
in the next mail—write

PEERLESS PRODUCTS
DeLuxe Record Albums

All Grades of Record Albums

"Big Ten" Albums

Record-Carrying Cases

Interiors for Victrolas

Interiors for Phonographs

Classification Systems for Albums
Record Album Sets for

All Make Machines

Record Stock Envelopes

Record Delivery Bags

Supplement Mailing Envelopes

Photograph Albums

Write us for Quotations on Special Grade No. 6 Album

Peerto Alburn Companj>
WALTER S. GRAY CO.

Pacific Coast Representative
San Francisco and Los Angeles

PHIL. RAVIS, President

636-638 BROADWAY
NEW YORK

L. W. HOUGH
146 Mass. Avenue

Boston, Mass.
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I

LOWER TAXATION WILL INCREASE PROSPERITY

PRESIDENT COOLIDGE, in his annual message to Congress

on December 6, declared himself emphatically in favor of a

general reduction in Federal War Taxes, in accordance with the plan

outlined by Secretary of the Treasury Mellon, and presented the

following sound ideas on the subject : "Being opposed to war taxes

in time of peace, I am not in favor of excess-profits taxes. A great

service could be rendered through immediate enactment of legisla-

tion relieving the people of some of the burdens of taxation. . . ,

High taxes reach everywhere and burden everybody. . . . They

diminish industry and commerce. They make agriculture unprofit-

able. They increase the rates on transportation. They are a charge

on every necessary of life. Of all services which the Congress

can render to the country I have no hesitation in declaring this one

to be paramount. The country wants this measure to have the right

of way over all others."

The members of the talking machine trade will do well to join

wholeheartedly with the business men and the public of the country

generally in supporting the President and the Secretary of the

Treasury in putting through the plan for the proposed reduction of

Federal taxes amounting to something over $300,000,000. It will

take heavy pressure to keep the question from being hidden in

Congress by a political smoke screen.

A direct reduction in taxes is not only going to save the busi-

ness interests of the country considerable money, but will put the

public generally in a better frame of mind and should have the

psychological effect of stimulating sales. There is no question but

that many individuals whose tax saving under the proposed cut

will not exceed $S a year will feel that they are entitled to spend

$50 in celebration of the event.

Various Senators and Congressmen with an eye to the folks

back home have already announced that they will fight energetically

for the passage of the Soldier Bonus Bill and intimate that the

proposed saving in taxes, if put into the bonus instead of being

lifted from the shoulders of the public, will take care of the finan-

cial demands of the veterans or at least that proportion of them

that seek the bonus. The fight for the bonus as it stands now.

regardless of the rights or wrongs of the question, is unquestionably
a political move, and the business men should see to it that it is

kept to itself and not coupled with the tax reduction question.

The main thing is that pressure must be brought to bear on
Senators and Congressmen to insure the putting through of the tax
reduction program, regardless of what is done about the bonus.
It is certain that the politicians in Washington are not going to let

upward of $300,000,000 get out of their grip without a fight. The
orgy of spending has been too joyous to be curtailed.

[learning a LESSON FROM HOLIDAY ACTIVITY

AS this issue of The World reaches its readers the annual holiday

buying rush is in full swing, and it is already evident that

this year, as in previous years, talking machines and records are

holding their own as Christmas gifts. There is a valuable lesson

m this annual holiday campaign, especially as regards the talking

machine business, if dealers will only realize it. For weeks, and
in some cases for several months, prior to Christmas the trade

generally makes comprehensive plans for determined business

drives. Every method of bringing talking machines and records

to the public is utihzed, and no pains or expense are spared in

making these drives a success from the standpoint of sales volume.

The questions arise : Why shouldn't this aggressive sales policy

be continuous! Why should it be confined to a season? Why
shouldn't the volume of business during the post-holiday period be

larger than it customarily is ? Just as in the Summer months when
dealers somehow cease all strenuous efforts in securing trade busi-

ness gets into the doldrums during the early months of the new
year, simply because little or no effort is made to go after sales.

Advertising is kept to a minimum; selling efforts become order

taking, and there is a general relaxation which makes poor business

inevitable.

There must be something wrong in a merchandising system

which permits of the discontinuance of effort when it is most
needed. It sounds like a platitude or needless reiteration to empha-
size that dealers must make consistent and continuous drives for

business in order to succeed, but, nevertheless, it is the truth. Mean-
while business conditions were never better than they are at the

present time, according to reports from all over the country, and if

there are any complaints the condition is purely local and not gen-

eral. Anyway, it is those dealers who are constantly striving for

more and better business who are getting it. They are not the

calamity howlers, they are the workers, and it is the workers that

always win, provided there is intelligent direction behind the physi-

cal effort, and this prevails whether in selfing, managing or con-

trolling departments.

Before the next issue of The World reaches subscribers we
will have entered the New Year, and a new chapter will have been

opened in the history of the industry. What business records the

talking machine dealers shall write on this page depends entirely

upon themselves. There can be no resting upon past laurels. Each

month of the new year must be made more profitable than the same

period of 1923, and, in order to do this, the business campaign for

1924 must be launched, not in the Springtime, but just as soon as

the holiday campaign ends, in order to take advantage of the

momentum gained this year.

I

FEWER CHANGES IN CABINETS IN PROSPECT

ONE promised feature of the 1924 business to which both whole-

salers and retailers are looking forward with a certain

degree of satisfaction is the likelihood that there will be compara-

tively few changes in cabinet styles for the next few months at

least and that the catalogs of the manufacturers, so far as the

machines are concerned, are considered more or less stable and

fixed for a considerable period.

It is true that changes in design reflect the progress of the in-

dustry and indicate that it is keeping abreast of the demands of

the public. During the last couple of years these changes have been

frequent and, although unquestionably designed for the better, have

kept the retailers, and for that matter the wholesaler, in a state of

anxiety regarding what to order and what not to order for the

purpose of meeting future requirements.

The problem has not been that of taking care of stock made
obsolete by the introduction of new styles, for the changes have not

been sufficiently radical to bring about that condition. The dealer
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has "hesitated, however, about ordering as generously as he might

in the fear that there might be something introduced in the near

future that would prove more readily salable and be a better propo-

sition for him and his trade.

From the manufacturing angle, too, frequent changes in styles

are calculated to interrupt factory routine and contribute in a cer-

tain degree to the scarcity of desirable models. It is a recognized

fact that several thousand machines of one particular model can

be turned out much more rapidly than a similar number of machines

made up of a half dozen models, all requiring readjustment of

machinery, working forces, etc.

The majority of the leading lines are now well balanced, with

machines calculated to meet practically every normal demand of

the buyer and, although there probably will be some minor changes

designed, it is doubtful whether there will be any marked changes in

styles themselves in the near future, at least.

SUPPORT FOR THE PRICE MAINTENANCE BILLS

MEMBERS of the talking machine industry should take more

than a passive interest in the campaigns now being developed

among many groups of business men for the purpose of supporting

the price maintenance bills scheduled to come up before the new

Congress which opened last week.

The bills in question are the Kelly-Stephens Bill, known as

H. B. 11, and the Merritt Bill, known as H. B. 13494. Although

the two measures have been introduced by two Congressmen the

aims of both are to provide needed protection to the manufac-

turers of trade-marked products through granting them the right

to fix and maintain resale prices on their products. The bills, more-

over, have been designed to avoid the possibility of encouraging

monopoly, which should serve to kill the favorite argument of those

who in the past have opposed such measures.

The Music Industries Chamber of Commerce has come out

strongly in support of the measures, favoring both of them in the

hope that at least one of the bills will be successful in passage. It

might be well for the members of the talking machine trade to again

endorse the price maintenance measures; as has been done on previ-

ous occasions, and then to get back of the bills actively, either

through their own trade associations or in co-operation with the

Chamber of Commerce.

A price maintenance law will not prove a panacea for all the

ills of the industry, but it will at least serve to put a check on the

&o all our JrienJs in the industry hest

wishes for a Sflerrij Ohristmas and a

tXew &ear of 'Prosperity and happiness.

price cutter and the gyp artist and play a part in keeping a stable

market for the products of standing and hard-earned reputation.

TRADE OPTIMISTIC OVER OUTLOOK FOR 1924

AS indicated by the symposium of opinions on existing condi-

tions and future prospects in the talking machine trade pre-

sented in another section of The World this month, members of

the industry as a whole—manufacturers, wholesalers and dealers

—

are in the main thoroughly optimistic regarding what 1924 promises

for the trade.

The prophecies are based not alone on conditions within the

industry itself, which are in the main favorable, but on the general

business situation throughout the country, for it is realized that as

the nation itself prospers so will the various industries therein

develop along substantial lines.

As a matter of fact, the talking machine industry, and for that

matter the music trade as a whole throughout the country, has

enjoyed a greater volume of business in proportion than have some

other lines of trade with which fair comparisons can be made. This

situation is traceable to two things : first, the greater appreciation

of music in every form that is evident everywhere and, secondly,

the willingness and ability of the public to spend money for the

purchase of music-producing instruments.

General predictions regarding business made a year in advance

are often quite futile, but there are certain basic conditions upon

which calculations may be founded with comparative safety and

these conditions as they exist just now are distinctly favorable.

Business clouds may appear during the coming twelve months, but

there is little or no evidence of them right now, and what the trade

makes of its opportunities depends largely on itself.
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10th and Santee Streets, Los Angeles, Cal.

N.W. Corner 13tli and Glison Streets,

Portland, Oregon

Oceanic Bldg., Cor. University and Post Streets,

Seattle, Washington

330 "West Sprague Ave., Spokane, Washington
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New Customers Vital to Business Growth
Steady Influx of New Patronage Is the Life Blood of the Talking

Machine Business—Practical Hints on Securing New Customers

"In my' opinion one of the greatest problems

for the dealer in the talking machine field to-day

is the securing of new customers for machines."

There is much food for thought in this state-

ment by one of the most successful retail talk-

ing machine men in the East. Every dealer

should sit down for a few moments and analyze

himself and his business in this respect. Are
you doing the business you should do in the

sale of machines? Is your prospect list alive?

Are you constantly adding new names of people

who are really in the market for an instrument?

And, if you have a good prospect list, are you

actually going out to sell? These are a few
of the questions with which every talking ma-
chine dealer should be concerned to-day. Side-

stepping the issue will do no good. Almost
every day it is being demonstrated in a manner
leaving no- room for doubt that the dealers who
are going out for business in a systematic and

determined manner are the ones in the terri-

tory they serve who are most successful. Those
retailers who are constantly bleating about

"business going to the 'bow-wows' " are the

ones, in nine cases out of ten, who believe in

the easy-chair route to sales. Of course, eco-

nomic conditions may have a certain influence

on business, but, taken as a whole, there is too

much talk about "general slackness" and too

little real mental and physical selling effort.

Get Into the Homes!
Get into the homes of the people in your

neighborhood. Maybe it isn't as easy as sitting

in the store waiting for the plums to fall into

\ our lap—rare occurrence, indeed—but it is much
more effective. In the columns of The Talking

Machine World times without number there

have appeared articles describing the experiences

of successful merchants in the canvassing field.

Don't say that your territory happens to be

different and the same tactics will not go. It

isn't different! The dealer who gets that fact

firmly fixed in his mind and then gets to work
will be on the right track and there will be

no cause for regret. People are the same the

country over, making slight allowance for local

conditions. And the situation with which the

dealer on Main street in Squeedunk is faced is not

one whit different from the conditions faced by
the retailer on Nth avenue, Bigburg. The slight

difference in outlook between the small town
and the big city or sectional peculiarities offer

no obstacle, because, at least, the dealer should

be familiar with the peculiarities of the people,

taken en masse, with whom he does business.

A Case in Point

The methods of a certain live dealer, A. H.

Mayers, of New York, which are described in

the following paragraphs should point the way
for talking machine dealers in large cities as

well as small towns. There is a certain mer-

chandising principle involved which is universal

in its application. This firm, by the way, is

successfully bringing the message of the talking

machine to about the most difficult people in

the world to approach—the New York apart-

ment dweller—blase, indifferent and phlegmatic.

The firm of A. H. Mayers has a prospect list

numbering about 20,000 names. How did they

get it? Not by sitting in the store, surely,

although many of the names were secured in

the store. Hard work did it. In short, when-
ever a person comes into- the store and does

not buy he or she is listed as a prospect if

questioning discloses an interest in a machine.

And this whether the inquirer does or does not

own a machine. In addition, many of the names
were secured by a thorough canvass of the

entire neighborhood. The list is classified to

the extent that owners of instruments are kept

separate from non-owners. Then there is also

a separate list made up of record customers

and prospects. This latter is a mighty essential

thing to the dealer who mails out record sup-

plements and other literature. There is too

much waste in postage and time in sending out

literature to people who will no more visit the

store to buy records and other things than a

cow will ever be able to fly. Each week record

supplements are sent to record prospects. To
machine prospects a steady stream of literature

goes forth and, in addition, the good old ringing

of door bells does the work of reducing the

prospect list by striking out the names of pros-

pects who have become customers through the

purchase of a machine.

Canvassing Isn't Easy
It is not an easy thing to get past the outer

door of a New York apartment, but A. H.

Mayers has overcome this problem through a

very simple plan. According to A. A. Mayers,

who has charge of the Broadway store of this

concern, it pays to spend money to make money
and it is very much worth while to spend a

little money so that the salesmen and canvassers

are insured of a hearing. Here is how it is

done. Novelties! Just little trinkets and handy

little accessories for the home, inexpensive, but

effective. For example, one of the stunts re-

cently tried by Mr. Mayers was to purchase a

Cjuantity of milk bottle tops, a patented device

enabling the housewife to pour milk from the

bottle without spilling it all over the place.

The salesmen visited their prospects and in-

stead of beginning a sales talk in the usual

manner they would ask if cow's milk was used.

In most instances the answer was "yes." They
then would present the .novelty milk bottle top

with the compliments of the firm. If the oppor-
tunity occurred they would do their best in try-

ing to interest the prospect in a new machine. At
any rate, the salesmen received a courteous
reception and they secured valuable information
as to whether a machine was owned, its condi-

tion and the attitude of the prospect towards
the purchase of a later model. In homes where
there was no instrument, if any interest at all

was exhibited in a talking machine, follow-up

calls were made. Out of the ordinary, it is

true, but just the same it brought home the

bacon and the cost of the novelties was trifling

compared to the returns in sales and good-will.

Another stunt which this live dealer will soon
put in effect is the distribution of 2,000 wood
rulers to the school children in that neighbor-

hood. The children will naturally take the

rulers home and inasmuch as they will bear

the imprint of the dealer a certain percentage

of the adults will become familiar with the

name of the live merchant in their neighbor-

hood.

Indirect publicity, as in the case of the dis-

tribution of the rulers to school children, is

bound to have a certain amount of influence

with the children themselves, many of whom
own and play musical instruments, but it is

impossible to gauge the benefits accruing, which
are cumulative.

Plenty of Prospects

There are plenty of prospects, but it is up
to the dealer to dig them out. In this con-

nection it is safe to say that no plan of adding

names to the mailing list as well as actually

bringing in new business is quite so effective

as canvassing and outside selling. These are

days of unparalleled competition among retail

dealers. The consumer has a wide selection

to choose from and there is little chance that

any particular retailer will be selected by the

prospective purchaser unless the name and busi-

ness of the dealer are most familiar to the pros-

pect—it pays to be known.

HYNDS, INC., CHARTERED

Wilmington, Del., December 4.—Hynds, Inc.,

of this city, has been granted a charter of in-

corporation under the laws of this State with

a capital of $100,000. The concern will engage

in the manufacture of musical instruments and

radio receiving sets and accessories.

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM
DETACHABLE

WONDERFUL
"ARTOIS

T^EPRODUCER

10 OR 12 INCH_^^
RECORD TABL&

HANDLE PUT ON TO STASf

STRONGLY
CONSTRUCTED

CASE

STRAPS TO
FASTEN TONE
ARM WHEN
CARRYING

NEEDLE WELLS

POWERFUL SPRING
WINDING ARM
DETACHABLE FOR
CARRYING

SPEED REGULATOR

STURDY LOCK FASTENERS CONCEALED AMPLIFYING
TONE CHAMBER

The MODEL "E" PORTABLE PHONOGRAPH
Artistic—Superior Tone Quality—Light Weight

—

Compact—Durable.

Not a Seasonal Portable.

By removing four screws, which hold the

phonograph in the case, it is instantly

converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE. PLAYS ALL RECORDS.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG. CO.
ELYRIA, OHIO.
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Linking Up With Folk of the Footlights
W. Bliss Stoddard Tells How Live Dealers Made Capital of the

Appearance o£ Favorites of the Stage, Screen and Concert Hall

There is a mysterious glamour about the people
of the stage, concert hall and screen that makes
whatever they use eminently desirable to other

people, and the talking machine dealer who does
not turn this to his own advantage is losing

great opportunities for enviable publicity. The
endorsement of a machine or a record by any
footlights favorite immediately increases its

popularity.

L. Grunewald, Ltd., New Orleans, La., never loses

an opportunity to link its lines with visiting

artists and has thus won a reputation for up-

to-the-minute equipment. Two examples of this

occurred recently. During Style Show Week
Irene Castle, the famous dancer, gave public

e.Khibitions of gowns and ballroom dancing. The
firm immediately placed on view records of a

number of the dance numbers. They also se-

cured a picture of Miss Castle, which they ran

in one of their advertisements, together with

a fantastic dance design, and suggested that as

such an eminent dance authority had chosen

these selections no better ones could be found

for dancing in the home and advised the pur-

chase of records containing these numbers..

An even more successful stunt was pulled

off by them during the visit of Belle Baker, an

Orpheum headliner. Among the songs rendered

by her were the new "I've Got the Yes, We
Have No Banana Blues" and "Jubilee Blues"

and as these had been recently released the firm

secured the presence of Miss Baker at its

store on Saturday from 1 to 2 p. m. and from

5 to 6 p. m. on Saturday, during which time

she autographed all copies of these records sold.

Crowds came to see the famous star, scores

bought the records which they were delighted

to have autographed by her and large numbers

had an opportunity to see all the late records,

as well as many standard ones, and while they

were there took occasion to order what they

wanted, so that the general as well as special

sale of records was given a big boost. As in

the case of Miss Castle, a photo of the vaude-

ville star was secured and run in their regular

advertisement, together with an announcement
of the personal appearance of Miss Baker and
the fact that she would autograph free her own
particular song records.

Fitzgerald Music Co. Ties Up With Film Folks
The Fitzgerald Music Co., Los Angeles, Cal.,

in a somewhat similar manner utilized the popu-
larity of Peggy Hamilton, the film star. The
young lady created quite a sensation by appear-

ing at a costume ball at the Hotel Biltmore,

Los Angeles, in a court gown of white satin,

the entire front of which was hand painted in

a design which was an exact replica of the de-

sign on the Hotel Biltmore ballroom ceiling.

With this gown was worn a Colonial wig each
puff and curl of which was a different tint

—

green, pink, blue, gold and silver—manufactured
by a local hairdresser. Fitzgerald discovered

that Miss Hamilton had a phonograph, for

which they were the agents, in her Los Angeles

home and that she was very partial to it. Ac-
cordingly they secured the ball gown and wig
and placed them on a wax figure retouched to

resemble the little actress, and placed them in

their window, beside one of their phonographs,

with the caption "Miss Hamilton has this phono-
graph in her own home and prefers it to any

other." Hundreds stop daily to see the cos-

tume and on reading her endorsement of the

machine are prone to give it more favorable

consideration on tliat account.

How Small-town Merchants Fall in Line

But what of the small-town merchant? Is

he to lose out on much valuable publicity be-

cause these well-known artists do not come to

his town? By no means. In these days of the

silver sheet Harold Lloyd and George Arliss,

Geraldinc Farrar, Mabel Normand and Alice

Brady come to Stringtown-on-the-Pike, as well

as to Chicago and New York, and by finding

their favorite make of instrument (and the man-
ufacturers are only too anxious to give out the

necessary information) it is an easy matter to

display a picture of the star and inform the

public both through window displays and the

newspapers that Miss Beauty, now appearing
at the Palace Theatre, uses the Blank phono-
graph in her own home. The thing to do is

to make the display timely, i. e., to have it in the

day the picture is first shown, if not the day
previous—as the sales value is far greater while

the public is under the glamour of this particular

artist.

Capitalizing All the Great Artists

One small-town music dealer capitalizes the

names of all the great artists very effectively.

The town is located only fifty miles from St.

Louis and frequently when a great artist like

Jascha Heifetz, or Mary Garden, or Sir Harry
Lauder appears in that city the fact is adver-

tised in the local papers. But whether this is

done or not the proprietor keeps up with the

appearance of the stars by reading the metro-

politan dailies and whenever some particularly

distinguished one is scheduled to appear he

secures a program of the event in advance. This

is easy to do, as all the concert bureaus are glad

to send out programs upon request—and, in

fact, to place any name on their list and send

advance notices of all the concerts of the sea-

son. With this information in hand he repro-

duces the program on a large card, which he

places in his window. Then he goes through

his stock and selects records of the selections

to be played, or sung, or spoken, and sets them

in racks close to the glass with ribbons run-

ning from the records to the printed program.

A second card suggests:
MARY G.-^RDEN WILL APPE.A^R

At the Odeon, St. Louis, Friday, November 16

Do not fail to hear t}iis wonderful artiste if opportunity

occurs. BUT, for the benefit of those who cannot attend,

we suggest the purchase of these records to be sung by

the diva. By so doing you will be enabled to have a

Mary Garden concert as often as you wish, without the

trouble and expense of a trip to the city.

DANCE ORCHESTRA GIVES CONCERT

Garber-Davis Orchestra Appears at Lancaster,

Pa.—Victor Artists Get Big Welcome

Lancaster, Pa., December 6.—The J. A. Troup
Music House, of this city, Victor dealer, re-

cently held a very successful concert in its

recital hall, featuring Jan Garber and the

famous Garber-Davis Orchestra, of Atlanta, Ga.,

exclusive Victor artists. Mr. Garber received

an ovation from a capacity audience at the

Troup recital hall, and after the concert was

finished autographed a large number of Victor

records for dance enthusiasts.

H. S. Maraniss, traveling representative for

the Musical Instrument Sales Co., New York,

Victor jobber, was responsible for securing the

Garber-Davis Orchestra for the Troup recital

and worked out every detail incidental to the

event. This orchestra promises to be one of

the sensations in the dance recording world,

and at the ball given by the Talking Machine
Men, Inc., in New York last month, Mr. Gar-

ber's organization was acclaimed by 1,500 dance

enthusiasts as the hit of the evening.

B. FUTERNIK BRANCHES OUT

Phil.^delphia, Pa., December 7.—Benjamin Fu-

ternik, well known in talking machine trade

circles in this city, has just opened a branch

store. Mr. Futernik has been in the business

for twenty-two years and has also developed

his son and daughter into real talking machine
enthusiasts. His present store at 140 North

Eighth street will be retained and the new
store, at 46 North Eighth street, will be oper-

ated as a branch. It will be under the super-

vision of his son and daughter. It is Unico
equipped and exceedingly attractive.
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January 1st 1925

Where Will You Stand?
Let the keynote of the Year 1924

be "Success with Sonora". Then

there will be no question as to

where you wiU stand the first

day of 1925.

"The Highest Class Talking

Machine in the World" has

gained thousands of new admirers

during the past year and each

will be a booster for 1924.

Exclusive Distributors for New York, Staten Island

and the Lonper Hudson Valley

(greater Citp |^f)onograp!) Co., 3nc.
234 West 39th Street Tel. Fitzroy 1446-7-8 New York City
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Music Dealers Welcome This Wonderful

Radio Merchandising Opportunity

The new Kennedy Radio Model V presents wonderful merchandising possibilities

to one music dealer in each community.

It is the most recent development of the Kennedy Engineering Staff and sets a new
standard in simplicity of operation

—

one dial controls all Hming. Anyone can op-

erate this new Kennedy Model—without previous knowledge of radio. Any piano

and phonograph salesman can sell it—without special training or technical ex-

perience.

Model V is furnished in a solid mahogany cabinet, very pleasing in design and de-

sirable as a piece of furniture. The sloping panel has been placed at just the right

height and angle to assure the greatest ease, comfort and precision in tuning.

Aside from Model V, here illustrated, the new Kennedy Radio Furniture Models
may be had in prices from $285.00 to $825.00, completely equipped. These more
elaborate models follow correct period furniture designs and fit in with the most
exquisite and tasteful surroundings.

The Kennedy merchandising policy is distinctly favorable to music dealers.

It calls for the appointment of ONE music dealer in each community and

assures a profit-building opportunity that is most desirable. Exclusive Kennedy
music dealers are rapidly being selected—if your territory is still open

shall be glad to negotiate with you.

we

THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

$125.
fully equipped

All Kennedy rccciznng
sets are regcnerat'we.
Licensed under Arm-
strong U. S. Patent No.
1,113,149.

KEN E D Y
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These New Columbia
THERE is a twofold beauty in the New Columbia

models that makes it easy for you to sell them.

First, there is the wonderful beauty of tone made pos-

sible by the New Columbia Reproducer. The most critical

music lover will listen with amazement and marvel at the

fidelity of tone and the absence of blare and blast.

Then there is the beauty of the cabinet itself. To see the

New Columbia is to appreciate its value as a piece of fine

furniture.

Think of this twofold beauty of the New Columbia as

you plan for the coming year. Stock the complete line

with assurance. The New Columbia will prove a sales-

maker and a profit-maker for you.

Model 550—$200

Has new three-spring motor
with Automatic Start and New
Non-Set Automatic Stop and
new Reproducer. Finished in

Brown Mahogany or Walnut,
with all exposed metal parts in

nickel. Shelves with complete
set of albums for records.
Tone-control leaves behind
sliding panel.

Model 450—$175

New four-spring motor with
New Non-Set Automatic Stop
and new Reproducer. Shelves
with complete set of albums
for records and an extra rec-

ord capacity in the back of the
cabinet. Finished in Red Ma-
hogany, Brown Mahogany and
Walnut, with all exposed
metal parts in nickel. Exclu-
sive tone-control leaves.

Columbia

Model 440—$150
New Reproducer. The new

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

tor with New Non-Set
Automatic Stop and Re-
producer. Finished in
Brown Mahogany or
Walnut, with exposed
metal parts in nickel.

Shelves for records.
Tone-control leaves be-
hind sliding panel.

COLUMBIA PHONOGRAPH
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Models Invite Buyers
This is the New Columbia Portable which sells

for only $50. Without doubt it is the finest port-

able phonograph ever made. Are you displaying

it to your trade.

^

Model 140—$50
New one-spring motor. New

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

FROM the standpoint of construction and

excellence of musical reproduction, the

New Columbia Portable is in a class by itself.

Never have you listened to such splendid

volume and tone from a phonograph of this

sort. A demonstration to a customer is a sales

argument that is irresistible.

There is a big sales field for this New
Columbia Portable. It makes an ideal birth-

day, wedding or Christmas gift. It will delight

the boy or girl who is away at school. Just the

thing to take on a week-end party. Fine for

the home, too. Take it into the sick-room or

the nursery. You will also find that the Port-

able will appeal to people who live in fur-

nished apartments and do not own any furni-

ture, or whose living quarters have not the

space for the larger models.

The New Columbia Portable is equipped

with the new one-spring motor, the new repro-

ducer and tone-control leaves. It is finished

in black fabrikoid with nickel trimmings.

There is a record drawer with a capacity for

eight records.

It will pay you to push the New Columbia
Portable. So display it—demonstrate it to

those who own a phonograph as well as those

who do not. You'll find it pays.

COMPANY - - NEW YORK
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The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

SELECTING THEIR FAVORITES

To the Trade:
Our Record Album factory—all or any part of

it—is at your command. Hundreds of customers

can and will gladly testify as to the good quality of

our production.

Our large and growing business is due to satis-

fied customers and repeat orders.

Imprint (firm name or trade mark) stamped on

covers if desired when orders are sufficiently large

to justify it.

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

ALL OTHER DISC RECORDS

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

New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Magnire, RepresentatiTe THE PERFECT PLAN

NEW VICTOR ARTISTS OF THE YEAR

Imposing List of Artists Who Have Made Their

Debut Among Talking Machine Owners
This Year Through Medium of Victor Records

The Victor Talking Machine Co. announced

this month the release of records by a number
of new orchestras and artists, among which are

the following:

Waring's Pennsylvanians, which is composed

of men who started as a quartet of musicians

when they were students at the Pennsylvania

State College and who obtained great popu-

larity when they played for the "College Proms"
at that university. Later on they made trips

through many parts of Pennsylvania and later

augmented their organization with other young
musicians, until the present group of twelve

clever musicians was formed. Their work is

best known to the public through their engage-

ments in the theatres of the larger cities

throughout the country, including Detroit, Chi-

cago and Los Angeles, in which latter city they

were chosen to open up the new four-million-

dollar Metropolitan Theatre. They are now
more or less continually "on the road" and plan

soon to repeat their transcontinental trip.

Barney Rapp and His Orchestra, who at-

tained great popularity in dancing circles at the

Pavilion Royal and the Boardwalk, New York
City; the Palais Royal, Hartford; the Sinton

Hotel, in Cincinnati, and the Chase Hotel oi

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

The Garber-Davis Orchestra, which first arose

to prominence in Atlanta, but which is now
filling many engagements in New York City

and the metropolitan district. It has appeared

in vaudeville and plans to continue to do so,

playing also at dance halls of the larger kind.

Silverman and His Orchestra, of which David

H. Silverman is the leader, won its reputation

at the Hotel Jefferson in St. Louis. Mr. Silver-

man is a musician of considerable repute, having

begun his professional career as musical direc-

tor for the F. L. Talbott Enterprises.

Moss and Frye are two very clever colored

comedians who have won outstanding success

in vaudeville.

The Bethel Jubilee Quartet, a body of colored

singers, hailing from Columbia, S. C, attained

prominence during a religious revival. Reverend

Wiseman, who leads the quartet and sings the

bass parts, conducted a choir of eight hundred

voices at revivals and it was from this number
that the present quartet was selected. "Negro

spirituals" are admirably sung by this body.

FAVOR TALKING MACHINE SHOW

Committee Appointed by New York Talking

Machine Men, Inc., to Investigate Possibihties

of Show Favors Plan—Big Meeting in January

A New York talking machine show was the

principal topic of discussion at the December

meeting of The Talking Machine Men, Inc., of

New York, at the Cafe Boulevard on Wednes-

day, December 5. A report favoring such a

show was made by a committee consisting of

Lambert Friedl, chairman; Harry A. Beach,

Henry Conn, J. J. Davin, Otto Heineman, Mau-

rice Landay, Irwin Kurtz and M. Max.

Mr. Friedl, manager of the Wanamaker talk-

ing machine department, declared that the com-

mittee was inclined to favor such a proposition,

.NEWfMSQM
^GOMPARISbN '»iiFHlSmEi1|UVING ARTIST ^
'

" alt REVEAljSlNSiiPlEEEBENCE -

An Acknowledgment

It is with pride and pleasure that we acknowledge the

support and patronage extended to us by our Edison

dealers during the past year. During 1924 we will leave

nothing undone to earn and justify the continuance of

this loyalty and confidence.

It is our earnest wish that every Edison dealer will enjoy

a very Merry Christmas, followed by a New Year of

prosperity and happiness.

THE PHONOGRAPH CORPORATION OF MANHATTAN

provided that the retail dealers in the city co-

operated in every way. He pointed out that

without co-operation of this character the

project would be a failure. Otto Heineman, head

of the General Phonograph Corp., seconded Mr.

Friedl's opinions, reiterating the necessity of

dealer backing, as also did Harry Beach, general

manager of the Eastern division of the Bruns-

wick Co. Further action will probably be taken

at the ne-Kt meeting.

Announcement was made by Irwin Kurtz,

president of the Association, that the first meet-

ing of the new year will be held on January 9,

and every member of the talking machine trade

and affiliated music industries will be invited to

attend. Richard W. Lawrence, president of the

Music Industries Chamber of Commerce, will

address the meeting and there will be other

speakers of equal prominence.

Representatives of M. Witmark & Sons, music

publishers, provided entertainment by presenting

several of their latest numbers, including "That

Brand New Gal of Mine," "More," "Bahama,"

"I'm Sitting Prettv in a Pretty Little City" and

"I'm Goin' South."

Sol Lazarus, chairman of the ball committee,

reported that the annual ball held in the Hotel

I'ennsylvania, an account of which appears in

another section of this issue of The World,

was one of the most successful ever held by the

-Association, and E. G. Brown, secretary-treas-

urer of the organization, stated that although

the returns were not all in, the net profits of the

affair would be in the neighborhood of $1,000.

C. C. Kleber, of the Vox Corp., and R. H.

Am oult, of the Manufacturers' Phonograph Co.,

were elected to associate membership.

{Metropolitan Dhtrihuiors)

ORANGE NEW JERSEY

GOTHAM EDISON DEALERS BUSY

The Phonograph Corp. of Manhattan, when

interviewed by a representative of The World,

reported very excellent business throughout the

Fall and a splendid outlook for the holiday

season. Practically every dealer served by this

company has been running on low inventory

right along, so that the stock turnover has been

going on at a gratifying rate. The principal

demand is for the new baby console model of

the New Edison. Each month this Edison

jobbing organization continues to add quite a

number of new dealers to its roster.
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An Imported Recording

lOU probably know Odeon
Records. You probably
know that they are record-

ed abroad by the foremost musi-
cians of Europe, and pressed in the

United States by the General
Phonograph Corporation.

Do you realize what this means?
These recordings are the favorite

records of the critical European
music lovers. They reach a stand-

ard of perfection never attained

before.

GENERAL PHONOG
OTTO HEI

25 West 45th Street

Makers of the F
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i Yours For The Asking

As a very definite proof that

there are no better records in the

world than the Odeon, may we
send you with our compliments our
new record of the "Blue Dan-
ube Waltz" and "Schubert Sere-

nade"? It is a good record but
not too good to be representative
of Odeon. So write today on your

letterhead for this free record.

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

lph corporation
V, President

New York, N. Y.

Records

ask
any
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Creating 100 Per Cent Sales Organization
Every Employe and Executive, From the Office Boy to the Pres-

ident, Should Be a Prolific Source of Live Prospects and Sales

There is no standing still in business. The
aggressive talking machine merchant is con-

stantly on the lookout for new prospects—he

realizes that they are the life-blood that keeps

business on the move. Hence the average talk-

ing machine merchant is coming to perceive

that as a matter of fact he has two sales forces

in his warerooms. The first of these is, of

course, the men who do the actual work of

selling; the second consists of every other em-

ploye from the porter up to the head of a de-

partment not directly concerned with the selling

end. Quite recently The World described in de-

tail the organization of what Lyon & Healy,

Inc., of Chicago, calls its inner sales force. In

this article it was stated that a total of $400,000

gross business had been traced to this source

within a period of about a year. This, of course,

is a striking example of the efficiency with

which such a force can be organized and made

to function successfully. But it is by no means

an isolated case. Such well-known houses as

Sherman, Clay & Co., in San Francisco; the

Knight-Campbell Music Co., in Denver, and

many other concerns throughout the country

maintain similar forces and find them relatively

as profitable in increasing the gross volume of

business transacted.

Employes as Prospect Hunters

The importance of having all the music mer-

chant's employes constantly securing prospects

for the actual selling organization to handle

should not be minimized, nor is there any mer-

chant, whether his organization be large or

small, who can afford to neglect this method to

keep in touch with his clientele.

There is no employe who cannot be a source

of prospects. Each of them is the center of

his own little world and is in daily contact with

a comparatively large number of people. What
IS most advantageous of all is that in most

cases he knows such people well, knows their

desires and peculiarities, knows their financial

resources and their ability to purchase and thus

is able to give the house a much more intelli-

gent report upon them than can be obtained

by any of the ordinary means of creating pros-

pects. Furthermore, the prospect which comes
from the employe is, in nine cases out of ten,

prejudiced in favor of the house to begin with,

for here the elements of good-will and friend-

ship have a wider scope to play a large part in

ultimately closing the sale.

Responsibility Rests With Dealer

It depends strictly upon the merchant himself

whether or not he can build up such an organi-

zation among his employes. The first factor in

doing this is to thoroughly satisfy the aver-

age employe that he will be properly rewarded

for every sale that comes to the house by this

means. The second is to make sure that such

prospect cards are handled in the fashion that

strict justice will be done and that every em-

ploye will be protected in his rights upon every

prospect he turns in. There is nothing which

will do more to disturb such relations between

house and employes than a dispute over the

commission in such a sale and nothing that will

more quickly break down the enthusiasm and

the desire to help than grudgingly to give a

commission after such a quarrel.

The expense involved in this method is com-

paratively small. It is much less expensive to

pay an employe a commission upon a sale which

comes through him than it is to pay the ordi-

nary amount of overhead involved in the aver-

age prospect created by ordinary means. Of
course, it is not meant by this that creating

prospects through employes' personal contacts

can take the place of ordinary advertising or

whatever means the house may use in its sales

methods. But such a system can most ade-

quately supplement this work and create a much
wider range of contact than is ordinarily the

case, a condition which must ultimately be re-

flected in an increased volume of sales.

One of the greatest factors in preventing a

talking machine merchant from intensively

working the territory in which he does business

is neglect of obvious opportunities to maintain

contact with the purchasing public therein. The
merchant who does not imbue all of his em-

ployes with selling enthusiasm is showing a

most patent neglect and is suffering continu-

ously in lost sales because of it.

DE PREZ CO. ADDS COLUMBIA

Shelbyville, Ind., December 4.—The John E.

De Prez Co., of this city, has just taken on the

new Columbia line and Columbia New Process

records. The firm will actively push the sale

of Columbias in Shelbyville and vicinity.

William N. Peterson, of Willmar, Minn., has

opened a repair shop for pianos and talking

machines in the basement of the quarters of

the Edison Shop there.



20 THE TALKING MACHINE WORLD December is 1923

How Retailers Are Merchandising Radio
Tie-up With Radio Musical Programs Sells Records—Eliminating

Tuning-in—Canvassing Route to Sales and Other Suggestions

Radio, because of its rapid rise to popularity,

has now become a force in the musical and enter-

tainment world which the talking machine dealer

must take cognizance of. Whether the dealer

handles radio or contemplates handling it makes
no difference. The very fact that thousands

of radio receiving set owners, the majority of

whom also own talking machines, are receiving

nightly musical programs through the ether

is in itself of inestimable importance in pro-

moting the cause of music in that it brings

forcibly to the attention of radio enthusiasts

and music lovers selections which under ordi-

nary circumstances would never be heard by

them. It is publicity of the most forceful char-

acter and no live talking machine retailer will

overlook the possibilities of capitalizing on this

opportunity. Anything that helps tO' sell records

is putting money into the trade and although

there are many dealers who feel that radio is

hurting their business, there are others who
have found that by tying up with it they are

gaining in record sales.

Capitalizing on Radio Programs
That there is a real opportunity of stimulating

record business by tying up with the radio

musical programs is being proved by many
dealers. For example, right here in New York
there is a dealer who is making sales every

day through a very simple and inexpensive

little publicity stunt. Each evening- this dealer

goes over the various radio programs and selects

those numbers which have been recorded by the

company whose line he handles. Bright and

early the next morning the following notice

appears in the window: "Wireless! Did you

hear (name of selections) over the radio last

night? We have a record of it. Come in and

hear it." The number of people who' apparently

have heard the selections listed broadcasted is

astonishing, and here is the important part of

the situation: With very few exceptions the

people who comie into the store for the purpose

of listening to these selections on the phono-

graph go out with one or more records. Also,

new customers have been added to the store's

list of patrons. This is only one means of tying

up with radio and making it an active force in

creating record business. The window is un-'

doubtedly an excellent medium by which to cash

in on radio programs. There is advertising

in the local newspapers and many other equally

.effective methods of reaching the radio and
music public with a message which will bring

in the profits.

Selling Radio
Two of the largest talking machine dealers

in New York are making extensive merchan-
dising plans to increase radio sales. What
these dealers are doing is interesting, inasmuch
as otlier dealers who are contemplating a simi-

lar step may get some valuable hints.

One of the concerns is Landay Bros. One
of the busiest stores operated by this company
is the Forty-second street. New York, branch.

Ihe third floor of the store is being given over

to the radio department. Sets are displayed in

booths. They are tuned in with the programs
so that it will only be necessary to turn on a

switch to hear the broadcast program. No
fooling around with dials and knobs and thus

forcing the attention of the customers to the

necessity of adjusting the instrument to the

various wave lengths. While the actual opera-

tion of adjusting is thus eliminated in the dem-
onstration, care is taken to thoroughly instruct

each patron on the manner in which the adjust-

ments can be made. According to Arthur Hill,

manager of this store, there is no reason why
radio should not be sold in practically the same
manner as and to the same people who purchase

talking machines. He pointed out that there is

no necessity for a readjustment in the art of

selling, nor is there any reason to fear that

radio will detract from talking machine busi-

ness or cause any upheaval in the trade. "The
talking machine retail trade is eminently fitted

to handle radio as it should be merchandised,"

declared Mr. Hill, "and there is no reason why
talking machine dealers should not consider

radio as another means of increasing their prof-

its and widening the scope of their business.

If we don't take advantage of radio, some other

business will."

Canvassing for Radio Sales

Canvassing will be the principal method of

merchandising radio at the store of A. H.
Mayers, New York, according to A. A. Mayers,

manager. This concern has a prospect list

second to none in point of number of names,
each of which is a live prospect or a customer.

Canvassers will visit both owners and non-

owners of talking machines in the interest of

radio. It is the opinion of Mr. Mayers that the

door bell route to radio sales will be just as

productive of business as it has been in the

case of talking machines.

Demonstration Rooms for Radio
One thing seems universally agreed upon by

talking machine dealers who handle radio and
that is that sound-proof booths are absolutely

essential in order to get the best results. The
radio demonstration depends for success largely

upon the quality of the transmission of the

program and favorable results are impossible

when the honking of automobile horns, the pur-

ring of motors and the noises of the street

permeate the atmosphere. Anyone who has

tried to listen to a program when there are out-

side noises will realize the truth of this.

Nothing will turn the thoughts of a prospective

customer away from radio more surely than

a demonstration under adverse conditions. A
comfortably appointed room with outside

sounds eliminated as much as possible is the

dealer's one best bet in demonstrating radio.

Keep Away From Technical Talk
Another angle of the radio merchandising

game which talking machine dealers declare is

harmful to the possibilities of making sales is

the infusion into the sales talk of too much
technical information. Experience has already

proved that what the average prospect for a

radio receiving set is most interested in is the

clearness and faithfulness of the receiving of

the program. The salesman who tries to show
his technical knowledge to prospects who
are not inclined in that direction will find that

he has a hard road to travel. On the other

hand, technical knowledge of the line handled,

as well as general information regarding the

mechanical details of various radio outfits

and accessories is absolutely essential for

the salesman. This is so for the very

simple reason that the radio salesmen will

find that there are many prospects who have a

leaning toward mechanical and technical de-

tails and in order for the salesman to establish

himself in the confidence of this type of pros-

pect he must be in a position to answer any
questions of a technical nature which may be

asked and to volunteer information which is

certain to interest the mechanical bug. Radio

is a broad field and the opportunities are there.

These few hints are all based on the experiences

of successful retailers who handle both talking

machines and radio and who have experimented

to find the best method of presenting this in-

strument to the public.

ELLIOTT & YOUMANS TO MOVE
Huntington Park, Cal., December 4.—Mr.

Elliott, who operates exclusive Columbia shops

in Long Beach and Huntington Park, has just

secured a ten years' lease on a new location in

the heart of the business district, directly ad-

joining the new Woolworth Building, now under

construction. The local branch is known as

Elliott & Youmans Music Shop, and in the new
location which will be occupied beginning May
1, 1924, the Columbia line of phonographs and

records will be displayed in a musical atmos-

phere second to none in the Southwest.

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment

Personal Appearance of

Eight Popular Favorites on
One Big Program

A live attractioo for live dealers and jobbers

Bookings now for season 1923-1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager
1674 Broadway New York City

Popular Ensembles including

Campbell & Burr - Sterling Trio - Peerless- Qaartet
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Indifference and Inefficiency Kill Sales
Where Service Is a Minus Quantity Sales Will Be Conspicuous

by Their Absence—Braid White Gives a Very Apt Illustration

The other day a well-known talking machine
jobber was asked by a lady related to his family

to come with her to look at some reproducing
pianos, from among several of which she hoped
to choose one to suit her. The lady has money
and musical taste. She was willing to pay
whatever price might be necessary in order to

obtain just what she wanted and had actually

made up her mind to an investment of from
three thousand to three thousand five hundred
dollars.

This jobber was at one time in the piano

business; in fact, was a well-known piano sales-

man with a high-grade house in a large Eastern

city. He knows the piano business from end

to end and understands all the ins and outs of

piano selling. Still, he did not wish to influence

his relative in any way, but was willing to go

with her and see what he could do in the way
of suggestion and selection.

The Place of Darkness
Visits were paid to three stores. At the first

store they fpund no one to greet them till they

had walked through to the back and asked if

they could see a salesman, whereupon a young
woman called lustily into the rear and suc-

ceeded in disinterring a man from the darkness

of the back room. He took the prospective

purchasers upstairs and showed them an in-

strument which, however, was very much out

of tune, and besides did not attract their favor-

able attention in other ways. The salesman did

not ask them what music they would like to

hear, but put on a popular piece and started

the thing going. The result was very unmusical,

the visitors thought, and they could get no

intelligent answers to their questions; so they

departed.

Out of Stock—and Tune!

At their second visit they were told that no

instrument of the make they asked for was on

the floor, since all of that make had been sold.

The salesman did not enlighten them upon the

nature of such stock as he had still unsold until

he was actually asked. Thereupon he showed

them three other instruments, one of which was

disconnected and one of which would not work,

owing to some other defect. The third was

out of tune and besides was not entirely new,
so that its mechanism was in part obsolete. The
salesman insisted on playing such music as he
personally liked and only upon direct request

did he bring out a catalog and permit the

prospective purchasers to choose some selec-

tions for themselves. Only one of these, how-
ever, was available and, all in all, the second
visit proved to be as unsatisfactory as the first.

The third visit was hardly more satisfactory,

since the salesman inserted a roll of some jazzy

music and then went away and left the visitors

listening while he paid a visit to another room.
Upon his return the prospective purchasers had
made up their mind that they did not like any
of the instruments they had heard and did not

feel inclined to hear any others at that store.

The net result was that a business man wasted
an afternoon, a lady with money and the desire

to spend it found no one willing to show her

reasonably intelligent service in return for her

money, and three well-known stores exhibited

themselves in an extremely unfavorable light.

What are we to think of such a state of affairs?

Better still, what bearing has a story like this

upon the talking machine business?

The Moral's Point

Of course, it has a very marked bearing upon
the phonograph business. For, if we stop to

think, we see at once that what is here told

might have been told of phonograph merchants

in any community one might name, allowing

for inherent differences in the details. It hap-

pened that a talking machine man who had been

a piano man, saw some examples of very bad

retail service before his eyes; but it was no more
than chance which brought forth such inex-

cusable examples in piano rather than in talk-

ing machine stores.

It is true, in fact, that the worst enemy the

retail music business has ever discovered is the

enemy of inefficient, unintelligent, indifTerent

salesmanship, the enemy whose name is poor,

grudgingly given service. To-day, both in the

piano and the talking machine ends of the

music business it is true, as never before, that

intelligent service is the foundation of success-

ful retail selling, and this because to-day intelli-

FULL LINE of HARDWARE
FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

STAY-ARM

INVISIBLE HINGE

PORTABLE

MEEDLECUP

DROP DOORHIMGE

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

H. A. GUDEN CO., Inc.
227 CANAL STREET NEW YORK, N. Y.

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

gent retail service on this instrument is there-
fore a fatal bar to success.

Demonstration Is Everything
Now, precisely the same is true of the talking

machine. Is there any instrument which even
so wholly as this one depends upon intelligent

demonstration? Of course not. The repro-

ducing piano can at least be played upon its

keyboard. But the talking machine is useless

until it has been connected with a record. And
even then the connection is of little effect unless

it be made intelligently. In this sense, the word
"intelligent" signifies that the acts which make
up a demonstration shall be carried out at the

bidding of a will which comprehends the essen-

tials of talking machine salesmanship. The first

essential is that the salesman shall be able to

ascertain what it is the prospective purchaser

really desires to hear and what, in fact, that

person's idea of music in the home via the

talking machine really comes to. With every

individual this idea is different. The salesman

cannot hope to impose his own ideas upon the

prospect save at the grave risk of destroying

the latter's interest entirely and so of frustrating

the very desire which brought the prospect to

the store in the first place.

Weakest Point Should Be Strongest

If one were to ask for a short explanation

and description of the weakest feature of

the retail music business one could hardly

make better ones than the jobber has done

whose words to the writer have here been

paraphrased. The talking machine merchant
has no claim to bestow praise on himself and
his confreres; for talking machine stores not

infrequently show the worst offenses against

intelligent sales service. The very worst fea-

ture of the talking machine business is to be

found at the very point where the strongest

feature ought to be lodged, namely, in the direct

contact with the public.

There is no advantage in fine national adver-

tising, in magnificent catalogs of vocal and in-

strumental music, in splendidly designed and

constantly improved machines at moderate

prices; there is no advantage in any or all of

this if the personal treatment of the customer

is not efficient and courteous, and, above all,

intelligent. To know one's goods and what

they are capable of doing may not be the whole

of salesmanship, but in the talking machine

business it is very nearly all.

INSTALLS AUDAKS IN OAKLAND

Oakland, Gal., December 1.—The Olin S. Grove

Phonograph Shop, of this city, recently added

six Audaks, a record demonstration device doing

away with the necessity of booths, which is

meeting with growing popularity among deal-

ers. This concern is enjoying a rapidly growing

patronage and the Audaks are expected to

facilitate service, especially now that the holiday

rush is in full swav.

COTTON FLOCKS
, FOR..

Record Manufacturing

THE PECKHAM MFG. CO.. ^i^T^l^H.'V.
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Camp'^Fone (at $25)

as a

Winter Proposition

Camp-Fone weighs only 15 pounds. Measures 14x
111/4x6, closed. Retails at $25; Middle West, $27.50;

Far West, $30.00. Quick sales and liberal profits for

live dealers.

Although originally designed as a

vacation instrument, it is esti-

mated that 80% of "Camp-Fones"

purchased are for use as table ma-

chines in the home.

We have found that dealers that

feature and display "Camp-Fones"

all year round have good sales

regularly and irrespective of sea-

sons.

Can you afford to let these profits

get by?

We recommend that you feature

the "Camp-Fone" as a home in-

strument. Its portability enables

it to be carried and used in any

room of the house as desired. We
have prepared a very attractive

folder on the "Camp-Fone" for the

home. We can supply you with a

quantity for mailing purposes.

Immediate Deliveries

From the Following ''Camp-Fone" Jobbers

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

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

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

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

Artophone Corp., 1213 Pine St., St. Louis, Mo.
Artophone Corp., 317 Kansas City Life Bldg., Kansas

City, Mo.
Vocalion Company of Chicago, 529 South Wabash Ave.,

Chicago, 111.

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

apolis, Ind.

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

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

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

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

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

Calif.

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

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

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

Made by the makers of Walter Camp's "Daily Dozen''

HEALTH BUILDERS, Inc.
DEPARTMENT W 12

334 FIFTH AVENUE NEW YORK, N. Y.
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V:

Ev-Vyni^htl cry my-setf to sleep o-ver you,

A FOX TROT BALLAD—with a punch in both melody and lyric

STEADMAN ADDS VOCALION LINE

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

Vocalion Machines and Records

EDUCATE THE PUBLIC BY
CHRISTMAS SUGGESTIONS

YoNKERs, N. Y., December 4.—The addition of

the Aeolian-Vocalion line of machines and rec-

ords by the Steadman Music House, of this

city, one of the largest and most successful

music concerns in this section of the State, was
heralded by some extensive publicity, including

a letter of announcement to all customers and

prospects on the mailing list. In order to make
the best use of the record supplements and

other publicity material in connection with this

acquisition, enclosed in the same envelope with

the letter was a stamped, addressed return post-

card with the following brief request: "Please

enter my name on your mailing list to receive

supplements of Victor and Vocalion records."

Only those who are interested enough to re-

turn these cards will receive the supplements,

thus eliminating waste and cutting down mail-

ing expenses. The Steadman Music House now
handles Victor, Edison, Sonora and Vocalion

instruments as well as musical merchandise.

DENNIS BROS. ADD VICTOR LINE

Prominent Granite City. 111.. Furniture House
Enlarges Music Department

Granite City, III., December 3.—Dennis Bros.

Furniture Co., this city, recently secured the

local agency for Victor talking machines and

records. The talking machine department is

located on the first floor of the large ware-

rooms occupied by this concern and the installa-

tion of a number of new demonstration booths

and other modern fixtures and conveniences has

made this a feature of the establishment.

The Baldwin warerooms in Cincinnati |
are showing a very attractive window to |
create early Christmas sales or to suggest 1
at least the idea of records as a gift. 1
The white ivory paneling of the wood- |
work of the rear and sides of the window
is decorated with sprays of Autumn i

leaves. In the center rear two strips of |
crepe paper, like tapestry, covered with |
Autumn leaves, are hung down and one 1
across at the top against the white back- |
ground. |
As if this arrangement were to act as a |

frame a plain model Walnut Victrola con- 1

sole assumes a place against the back- i

ground, fitting right into this setting. The |
floor of hardwood oak is strewn with Au- 1
tumn leaves here and there, also miniature |
Victor dogs, the well-known trade-mark. |
Boxes of records, the "Treasure Chest," |

are displayed on slanting low racks (in- |
visible), with fringe of paper in Autumn 1
shades around the edge of the boxes. A |
showcard to the rear left-hand side, done 1
in red with white lettering, announces the |
fact that the "Treasure Chest," containing |
six double-faced records of songs of many |
lands, would make an ideal Christmas 1
present. 1

BIG MID=WEST COLUMBIA DEMAND

A. B. Creal, regional representative of the

Columbia Phonograph Co., New York, has just

completed an extensive trip throughout the

Middle Western States and reports that dealer

acceptance of Columbia New Process records

and new Columbias throughout the section

visited indicates that the supply will not keep

up with the demand during the Winter months.

BARBER STORE DAMAGED BY FIRE

Brattleboro, Vt., December 9.—^A midnight

blaze in an adjoining structure caused quite

some damage by smoke and water to the talk-

ing machine stock of Barber's Music Store,

a retailer of the Victor and Edison lines, in this

cit3'. Despite this setback at a most important

time of the year business is being conducted as

usual, and Mr. Barber is making every effort to

replenish the damaged stock.

TAKES ON THE COLUMBIA LINE

The A. Gressett Music House, Meridian,

Miss., recently added the Columbia line and

is doing an excellent business, both in machines

and records.

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer
The Standard Case for Talking

Machines and Radio Sets
Let a» figare on your requiremmntt

MADE BY

PLYWOOD CORPORATION, Goldsboro, N. C.
Mill* in Va.. N. C and S. C

A. F. MACOUN IN NEW POST

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

Newark, N. J., December 4.—A. F. Macoun,
formerly manager of the talking machine de-

partment of Ludwig Bauman & Co., Market
street, this city, and more recently connected

with the new Broad street store in the same
capacit}', is now manager and buyer of the talk-

ing machine department of Hahne & Co., also

of this city. Mr. Macoun has had wide expe-

rience in the retailing of talking machines and
is an executive of ability.

Miss Edith Drake is the successor of Mr.

Macoun at the Broad street Ludwig Bauman
store. She also has had considerable experience

in the retail talking machine field, having been

connected with that department of L. Bam-
berger & Co., of this city, and one of the larg-

est department stores in the East, for a period

covering four years. She was also at one time

in the talking machine department of the local

Landay store.

DEATH OF ANTHONY F. TROESCHER

Anthony F. Troescher, one of the founders

of the Brunswick-Balke-Collender Co., which
was organized fort}' years ago, died at his home,
No. 135 Central Park West, New York, Novem-
ber 21, in his eighty-first year. Mr. Troescher

was first president of the Brunswick-Balke-

Collender Co., of New York, and served con-

tinuously until his retirement ten years ago.

He was born in Germany, August 13, 1842, and
came to this country with his parents when
ten years old. They settled in Cincinnati, and
when si.xteen he joined the firm of J, M. Bruns-

wick and Balke Co. He was instrumental in

the merging of the latter concern with the

Hugh W. Collender Co., thereby laying the

foundation for the present Brunswick-Balke-Col-

lender Co.

Mr. Troescher is survived by two sons, Albert

A. and Robert F., and one daughter, Mrs. Marie

Clausen. He was a member of the Liederkrantz

and Billiard Clubs of New York. -

WANAMAKER AT AD . EXPOSITION

One of the most interesting exhibits at the

Advertising E.xposition, held last month in the

Seventy-first regiment armory. New York City,

was an exhibit of a completely furnished living-

room in a modern home. The most interesting

part of the display, which was in charge of Mrs.

Frances H. Seaver, director of the Home
Budget Service of the New York Wanamaker
store, was a combination talking machine and
radio outfit. This instrument featured the reg-

ular console Victrola in which had been installed

a Paragon radio receiving set. In addition there

was a grand piano and other furniture suited to

a living-room.
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NOT ON YOUR PAY-ROLL!
YET YOUR STAR SALESMAN

AUDAK
THE MODERN SYSTEM FOR
DEMONSTRATING
AND SELLING
PHONOGRAPH RECORDS

Without The Use Of Booths

AUDAK sells more records per customer
—per dollar of selling cost—and per hour

of selling time. It greatly increases record

interest and adds to sales volume.

All this without occupying any valuahle

space in your store.

"Your Swiftest Silent Salesman"

Ask your customers this question:

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

The answer will always be

—

"THE AUDAK, IF YOU PLEASE!"

It's in your interest, Mr. Dealer, for the

public to prefer the AUDAK system of
buying records—

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

Here are a few of the conspicuously successful firms now using AUDAK to sell

more records at a better profit:

Wanamaker's, New York and Phila.
Kaufman's, Pittsburgh, Penna.
Bloomingdale Bros., New York.
Frederick Loeser & Co., Brooklyn, N. Y
Landay Bros., New York.
Lord & Taylor, New York.
Paul Record Store, Kansas City, Mo.
J. L. Brandeis & Sons, Omaha.
J. R. Millner & Co., Lynchburg, Va.
Gimbel Brothers, New York and Phila.

Euclid Music Co., Cleveland.
Aeohan Co., New York.
Forbes & Wallace, Springfield, Mass.
Sti-x, Baer & Fuller, St. Louis, Mo.
Rothschild & Co., Chicago.
The Boston Store, Milwaukee, Wis.
R. H. Macy & Co., New York City.
Brunswicli Shop, Detroit.
The Emporium, San Francisco.

And many others.

AUDAK is recognized as the means toward greater record sales and the reduction
of the high cost of selling them—bringing the increased profit to

the dealer, which to-day, he must have

REPRESENTATIVES IN PRINCIPAL CITIES WRITE FOR OUR NEW CATALOG!

A CORNER IN STORE SHOWING
SEVERAL X-T AUDAK UNITS AUDAK CO., 565 Fifth Ave., New York, N. Y.
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Rural Dwellers Make Excellent Prospects
Farmer's Mode of Living and Isolation Favor the Sale of Talk-

ing Machines and Records—Successful Methods of a Live Dealer

In thousands of villages and towns through-

out this vast country there are talking machine
dealers who, if they confined their sales strictly

to the small handful of people in their com-
munities, would be compelled to either get out

of business or go somewhere else where there

are more people. However, the people residing

in the town or village itself represent the least

of the opportunities for business of the dealer.

The larger and possibly more productive field

is the farm territory. True, the houses are

scattered and there may not be as many people

per square mile, but this is more than balanced

by the overwhelming chances in favor of making
sales. Everything pertaining to the farmer's

mode of living has a favorable bearing on the

sales opportunity, according to the viewpoint of

the dealer. There is the isolation, lack of amuse-
nfents, long Winter evenings with little or

nothing to do, the need for something that will

mfluence the children to remain on the farm

instead of running to the cities as soon as they

are out of their teens, and a host of factors which

react in favor of the talking machine dealer.

Large Territory Must Be Covered
Naturally, because of the sparseness of the

population, the dealer or his salesmen who de-

sire to make a paying proposition of catering

to the farmers must cover a wide territory.

Some dealers systematically cover a territory

from thirty to fifty miles from the town in which
they are located. This is not a very difficult

task with an automobile and the expense in-

volved in the upkeep of a machine is a small

factor to a real live salesman. Another thing,

the salesman who desires to work the rural

sections should not only take along a talking

machine, but he must carry a pretty good stock

of records as well. Often he will come across

a farmiCr whO' already owns a machine, but who
may desire some records, and it would be well

if the salesman can take care of this business.

Every sale counts in bringing up the annual

volume of business.

How a Live Wire Gets Rural Trade
There is no use in spouting a lot of platitudes

about how the dealer should do this or that to

succeed; therefore, a complete outline will be

given of the methods which a dealer in upper

New York State has found productive of busi-

ness with the farmers in his territory. M.
Slason & Son, of Malone, N. Y., may be con-

sidered among the most successful dealers who
conduct an extensive business with rural dwell-

ers—this in spite of the tendency of the farmers

to send to. the mail order houses for whatever
they happen to need. In the first place, M.
Slason & Son keep a prospect list of all the

live prospects in the large territory which they

cover. Since Canada is but a few miles to the

North, the territory is divided into three parts

—

How Slason & Son Go Over Territory

East, South and West. One man covers each

territory. Coupe automobiles of a popular make
are supplied to make easier the work of the

salesmen in all kinds of weather. The cars

are good enough in construction to withstand

the strain of hard usage and at the same time

they are attractive enough in finish to attract

favorable attention. Once each month the sales

manager, G. G. Spear, covers the entire terri-

tory tO' see how things are going and to make
first-hand observation of the problems of the

salesmen.

Why Farmers Are Good Prospects

F. W. Tierney, of M. Slason & Son, gives

some interesting reasons why the farmer makes

a first-class talking machine prospect. He states

that: "Among our rural people we find that

the thought of enjoying good music during the

long Winter evenings does a whole lot toward

making a sale. Also the fact that in a home

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

cities.

"The farmer very seldom buys a machine
costing less than $100. It is worth notice that

among this class of trade the standard music on
records outsells either the classic or popular.
Such things as jigs and reels and old-time songs
are most in demand. The proportion is about
as follows, as near as I can figure: Jigs, reels

and old songs, SO per cent; dance records (popu-
lar), 40 per cent; classical records, 10 per cent.

How to Get the Business
"We have a mailing list and send out the

record supplements and other literature regu-
larly. We have worked up a nice mail order
business through impressing our customers with
the fact that we are glad to send records by
parcel post, giving them better and quicker serv-

ice than they can get through mail order houses.

When an instrument has been sold we supply
customers with a number of addressed envelopes
for use in making their payments. We have
very little trouble with collections. As a rule

when the farmer has the money he pays
promptly. In the Winter, however, collections

from our rural customers may be a little slow,

but as a geiieral thing we have their payments
pretty nearly on time."

Persistency Makes Sales

This concern has found that persistency is

of vital importance in making sales to farmers.

Some of the prospects in its files are five or

six years old. One or two calls a year are

made on these "hard-to-sell" prospects and Mr.
Tierney declares nine out of ten of them are

eventually sold. Personal contact has been
found by far the best way of keeping in touch
with prospects and the salesmen are in touch
with them at all times. Another point stressed

by this live dealer is the necessity of friendli-

ness and a neighborly attitude. Distance or

"uppishness" invariably proves the best way to

kill sales. These few hints on making rural

business pay are the result of many years of

successful selling to this class of people and
retailers who are similarly situated can profit by
them. At any rate, rural dwellers should not be

overlooked in the sales campaign.

AGGRESSIVE METHODS OF PEFFER CO.

Large Stockton, Cal., Music Concern Uses Ex-
tensive Newspaper Advertising in Pre-holiday

Business Drive on Musical Instruments

Stockton, Cal., December 4.—The Peffer Music

Co., one of the largest and most successful

music houses on the West Coast, made an early

start in its annual drive for holiday business.

A newspaper campaign started in November
by this company is probably the most extensive

ever undertaken by a retail dealer here. In a

recent issue of the Stockton Daily Evening
Record four complete pages, in the form of

an insert, were used to bring the various musi-

cal lines handled before the public. The insert

was printed on green stock, so that it stood

out from the rest of the paper. The first page

was devoted to a picture of the store and a

very brief history of the concern. On this page

also appeared a list of the lines handled, which

include a wide selection of the leading makes

of pianos; Victor, Brunswick, Edison, Sonora,

Columbia, Cheney and Pathe phonographs;

Buescher, Martin and other lines of saxophones

and band and string instruments. The two in-

side pages were devoted to illustrations and

descriptions of many of the instruments handled,

while the last page featured Sonora phono-

graphs.

BRUNS MADERITE
Phono Moving Covers

Cover, Straps Attached

For all models of Upright and
Console Machines

Every progressive dealer needs a supply of de-

pendable moving covers. Mr. Average Man dis-

likes to unpack anything he buys. By using

padded delivery covers you protect and deliver

a perfect instrument with no necessity for dirt,

inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and off at point of deliv-

ery and the impression left with your customer is

pleasant. MADERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-

tributor or write us for literature and prices.

A. BRUNS & SONS
Manufacturers of Canvas Goods

50 Ralph Avenue BROOKLYN, N. Y.
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Radiold
Grand

WITH the Radiola Grand, radio

takes on new meaning. The
simplicity of tuning in—just a knob or

two to turn. The big distances it covers

—picking up far-away stations with

volume enough to fill a room. The
perfection of tone with which the

loudspeaker — carefully built in like

the horn of a fine phonograph—gives

forth the music and speech. All this

—combined in a cabinet of skillful

workmanship and tasteful design

—

places radio in the home where beauty

counts—and performance.

Kadiola Grand and
Mahogany Stand
with *'B" batteries

and 4 Radiotron
WD- 11 dry cell vac-

uum tubes $350.00

DEALERS ; Write today for the

RCA catalogue, full description

of the Radiola Qrand, and the

RCA selling plan.

Points to note:

-are hid.All the batteries—dry cells

-

den away inside.

You can regulate the volume of sound

by a control that governs the loud-

speaker.

For long distance, plug in the head-

phones. Coast to coast reception is

no unusual record for Radiola Grand!

Famous for true reception, undis*

torted. For keen sensitivity. And for

beauty.

'^^ere*s ^ BodiolaJdr everypum^

Radio Corporation of America
Sales Department

Suite: 3007

233 Broadway
New York

District Sales Offices

10 So. LaSalle Street 433 California Street
Chicago, lUinois San Francisco, California

This symbol
of quality
is your pro*

tection Radiola
REO.U.S.MT.OFP,

This symbol
of quality
is your pro*

tection
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The NEW
Columb la

is superior

Hearing
is believing

There is no blare nor screech. The
New Columbia Reproducer prevents these

unpleasant sounds. Prove this for yourself

by playing any class of music. You'll be

convinced.

COLUMBIA PHONOGRAPH COMPANY
New York

A PALATIAL TRADE EMPORIUM

Atmosphere of Old World Reproduced in South-

ern California Music Co., Los Angeles. Store

—

A Triumph of Artistic Effect in Every Respect

Those members of the trade who are under

the impression that the really elaborate talk-

ing machine stores are found mostly east of

the Mississippi will doubtless be duly impressed

with the accompanying photograph of the en-

ceiling being hand painted and particularly elab-

orate in character. The whole elTect is most

impressive and the store has been commented

upon by many visitors to Los Angeles.

The president of the Southern California

Music Co. is Edward H. LThl, formerly general

manager of the Rudolph Wurlitzer Co., Chicago,

who purchased a controlling interest in the

Los Angeles concern only a few months ago.

The business of the company is one of the

most substantial in the State and has always

Artistic Entrance to Southern California Mus

trance to the elaborate store of the Southern

California Music Co. in Los Angeles, Cal. The
view shows the elaborate phonograph depart-

ment in the center and rear, while on the right

is shown an elaborate brass grille separating the

main store from the elevator and stairway lead-

ing to the upper floors, and on the left the

stairway leading to the balcony.

The decorations follow the Italian style, the

;c Co. Showing "Talker" Department in Rear

adhered to what are considered the best prin-

ciples in music merchandising.

PREMIER RADIO CORP. BANKRUPT

The Premier Radio Corp. of America, 78 Fifth

avenue, New York City, has filed a petition in

bankruptcy, listing liabilities of $24,701 and

assets of $8,337, the main item being stock.

SYRIAN M» ARABIAN RECORDS
IMPORTED AND DOMESTIC

Of the Best Artists

"Macksoud," "Baidaphonc" and "Odcon"
10, 11 and 12 Inches. Double Faced

Liberal Discount to Dealers. Ask for Catalogue

A. J. MACKSOUD
77 WASHINGTON STREET NEW YORK, Ni Y.

MESSAGES ON BUSINESS CARDS

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

Landay Bros., who operate a chain of retail

talking machine stores in New York City and
its environs, never overlook a bet when it comes
to constructive publicity and ways and means of

bringing their stores and the line handled to

the public. The business card of an executive
or a sales representative is a small thing in

itself, but Landay Bros, have achieved an out-

standing success in the talking machine field

by paying attention to apparent trifles. The
business cards of the Landay executives are in

the form of a small folder, about the size of the

regulation card. The front of the "folder" con-

tains the phone number of the store, a small

neat illustration of a talking machine, the name
of the e.xecutive and his position with the firm

and the address of the store which he repre-

sents. Naturally, anyone receiving the card

opens it and immediately he is faced with this:

"Seven Landay Stores," followed by a list of

the stores. On the second half of the inside

of the card is a list of the lines handled, and
at the end is the message: "Victrolas and Every-

thing in Music." These cards tell a story and
are, therefore, just so much eflfective advertising.

NEW BANNER MOVIE SLIDES

The Banner record division of the Plaza

Music Co., 18 West Twentieth street, New York
City, announces to the trade a new series of

illustrated comedy advertising slides in colors

for motion picture houses. These illustrations

are in the nature of humorous sketches in which

both the Banner record and local retailer are

given publicity. Inasmuch as their use adds to

the entertainment of movie audiences, Banner

dealers should experience little trouble in ar-

ranging for their use, at a nominal cost, in local

motion picture houses.

WOMEN HOLD WORLD'S PURSE=STRINGS

While men may earn the money, by far the

largest proportion of it is spent b}^ women,
according to Mrs. Christine Frederick, writer

and household efficiency expert, in an address

at the Advertising Exposition held recently ih

New York. Mrs. Frederick gave some inter-

esting statistics showing the various items of

which women are the largest purchasers.

Women buy 76 per cent of all talking machines

sold, while the remaining 24 per cent are pur-

chased by men, according to these statistics.

Piser & Co., Sonora and Victor dealers, 2887

Third avenue. New York City, have inaugurated

a vigorous pre-holiday advertising campaign in

one of the newspapers catering to that section

of the citv.
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LITTLE TOTS' NURSERy TUNES
SONGS, GAMES, STORIES ON RECORDS >

P. S.—An additional

Little Tots' Book is

in the making.

Expect great things

!

*^°B7„'r $L00
Three 7 inch double
faced records with
picture and verse
cartds in a LOOSE
LEAF Album.

In Cana:' a $1.35

A Tip From New York!

OF New York's fourteen leading de-

partment stores, twelve have pre-

pared special Christmas booths to feature

LITTLE TOTS' RECORDS thru the

entire month of December

!

The merchandising experience of these

great stores is sufficient "tip" that

LITTLE TOTS' is a worth while article

to sell— always!

We're working 24 hours
a day to fill last minute

orders Individual'^

Records

7 in. double faced

with picture and
verse card.

In Canada 35c

Be sure to Write for Catalog and Prices!

REGAL RECORD CO rots- Record OMslon

20 W. 20th Si., New York
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Specific Letters Are the Biggest 'TuUers
The Direct Mail Letter o£ Solicitation Should Be Sales Talk on

Paper—Logical Development o£ Text of Paramount Importance

Direct mail campaigns must be specific if they

are to accomplish any real results. The com-

monest mistake of dealers who institute pub-

licity campaigns for business is that the letter

part of the drive is usually too general in char-

acter and the volume of business accruing so

disappointing that the dealer makes a solemn

vow never to waste any more money on direct

mail publicity. The fact is, however, that if a

mail campaign does not bring results there is

something radically wrong with the manner in

which the drive was conducted or with the type

of copy used. Experience has demonstrated

often enough that business can be secured

through the mail if the drive is carefully

planned and properly carried out.

The Principles Involved
'

A direct mail drive has for its purpose exactly

what is expected of advertising, namely, to

arouse the interest of the prospect to the point

where he or she will visit the store sending,

out the letter. If any of the factors that attract

attention, arouse interest and induce action are

missing the campaign is very likely to be a par-

tial failure and the result even may be a total

failure. The general letters which so many re-

tailers send to prospects and customers are

faulty for the very reason that they are general

in character. Instead of drawing attention

specifically to certain products which the dealer

is trying to sell there is too often a lot of

verbiage not germane to the subject at issue.

In consequence of this the letter makes no dis-

tinct impression on the mind of the recipient

inasmuch as there is nothing which is likely to

arouse the interest of the prospect in the prod-

uct handled by the retailer and the letter is

relegated to the wastepaper basket.

The Specific Letter Sells

The specific letter, which correctly embodies

the three fundamental principles of advertising,

treats of the product or products which the

dealer handles. For example, assume that a

dealer has in stock aJarge number of upright

instruments of a certain model which he is

anxious to dispose of. The only method by
which he can sell them to the public through

letters or any other kind of advertising is by
concentrating the text of his message on these

particular instruments—their beauty of con-

struction, reproducing qualities, price and terms.

In the direct mail campaign the sales talk

should be logically developed and the shorter

and more simply written is the letter the greater

are the chances of cashing in on the drive.

The main object, of course, is to develop the

interest of the prospect to such a pitch that

action naturally follows, this consisting either

of a visit to the dealer's establishment or by
communication with the store by mail, phone,

etc. Once this desirable result is accomplished

the rest is up to the sales organization, each

member of which should be entirely familiar

with the drive so that prospects can be ap-

proached in an intelligent manner. Reproduced
below are examples of letters which have proved

their worth and which embody the principles

outlined:

Dear Sir:—WHAT IS HOME WITHOUT MUSIC?
That charming, cheery and melodious effect produced which

takes away dull care and brightens the home surroundings.

If it is in the musical line, we have it. Our large

attractive store in Hackensack, easy of access by all

means of transportation, brings us in close touch witK

your home. We want you to get acquainted with us and

make this your musical headquarters, and that is why we
are directly bringing our store to your attention.

You will find in our showrooms a complete line of

pianos of well-known makes, such as A. B. Chase, Emerson,

Lindeman & Sons, Milton and Brambach. The prices

range for uprights from $395 up, players from $545 up,

and baby grands from $635 up. Reproducing pianos from

$975 up.

In our talking machine department we are showing the

newest models of Victrolas, including the art and con-

sole designs, at a new range of prices from $25 upward.

We also carry a complete stock of Victor records,

musical instruments, sheet music, music rolls, and ac-

cessories.

Music lovers will find here everything to suit their

taste and fancy. If the ready cash is not available, we
arrange terms to suit. Yours respectfully, BROWN'S
MUSIC SHOP.

The object of the letter sent out by Brown's

Music Shop, which is a new store, was to build

up a prospect list and broadcast the fact that

the store had been opened. Although 5,000 let-

ters had just been sent out at the time of this

writing returns were already beginning to come'

in. These, no doubt, will be augmented by a

follow-up letter which will soon be mailed.

In a letter mailed to newlyweds, upon infor-

mation obtained from the marriage license bu-

reau, the returns on which to date have been

sufficient to encourage the continuation of the

campaign, the following leading paragraphs had
a particularly timely appeal:

"Dear Sir—In starting your new home do not

overlook the happiness and joy of music. Music
is that necessity of life that cheers you when
you are blue, consoles you when you are sad,

soothes you when you are tired, and gives you
all the comforts and joy of 'Home, Sweet
Home.'

"To get the greatest satisfaction from music

it is worth while to secure the advice of

'specialists.'
"

This was followed by a description of what
was termed a "Happy Home Outfit," consisting

of a talking machine, records, record brush,

needles and all the other necessary accessories.

Selecting the Prospects

It is obvious to anyone who has been in the

talking machine business for any length of time

how useless it is to try to make an indiscrimi-

nate appeal. It is a great temptation for the

dealer to select his prospect names from the

telephone or city directory. This is unsatis-

factory and usually the results are so far below
par that the campaign represents a loss. The
dealer works in the dark. He knows little of

the type of people among whom he is soliciting

business. He does not know whether any of

the people to whom he sends his letters are

interested in a talking machine or whether they

would consider the type of instrument he is

offering. The only solution of this problem is

an up-to-date prospect list and this means not

only the names of people who may be inter-

ested in a talking machine, but also sufficient

information regarding them to enable the dealer

to determine who are the most likely to respond
to his mail appeal. It is much more profitable

to send out one hundred letters to people who
are in the market for an instrument or records

than to send out a thousand letters blindly in

the hope that some of the people receiving them
may be interested.

COLUMBIA WINDOW CONTEST

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

The local branch of the Columbia Phonograph
Co., New York, is holding a window-dressing

contest among its employes. The participants

in the contest are divided up into sixteen teams,

two persons to a team. Each team has an

opportunity to decorate the display window in

the model store of the branch, the display

remaining for two weeks, at the expiration of

which time another team is permitted to try its

skill. The rules of the contest provide that

each team is allowed an expenditure of not

more than $2.50 for material to be used in the

display. However, it is at liberty to use any
stock and advertising matter which may be in

the possession of the local branch. Judges of

the contest decide upon the most attractive dis-

play during the period of thirty-two weeks, and
a suitable prize is awarded to the winning team.

The contest has a twofold purpose; first, it

arouses a spirit of healthy competitive interest

among the personnel of the branch, and, in the

second place, results in a number of good ideas

which Columbia dealers may avail themselves of

in preparing their window displays.

NATIONAL METALS DEPOSITING CORPORATION
FACTORY

34 East Sidney Ave., Mt. Vernon, N.Y.
Telephone: Oakwood 8845

WE DEPOSIT THE

FINEST COPPER
IN THE WORLD

FOR YOUR CONVENIENCE

DEUVER RECORDED WAX
TO OUR LABORATORY

MOUNT VERNON— NEW YORK
MANUFACTURERS OF

OUR
IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED

MACHINED BACKS

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153
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Ql^ HSOUGHI

REPRINTED FROM

O^ewYorks Ticture
NEW YORK, FRIDAY, JV

OUGHT BY OV

AT YOUR DEALER
DEPARTMENT STORES.

Oimhcl Bros.
A)irjliflm Sc. Straus
KrcJiTick Locier.
A. I. Namm & Son
Lajiday Bros.—All Stores.
Saul BIrns—AU Stores.
Iniamatlonal Phonograph—AH Slorei
Owen & Beers—All Stotcs
Sotiwoiger Bros,—All Stores.

MANHATTAN
Below Sirect

Avenue C Music Shop, 27 Avenue C.
M. Benjamin. 86 2d A^e,, cor. 5th St
Saul Birns IG Avenue B.
Uloomfleld Talklnc Machine Co., 122 E. 14'.li

Caruso Phonograph Company JCi2 Mulberry
St.

Curabino, 7S Mulberry St.
Clrrlo Talking Machine Co., IT,') V, nou^lnn

St-

D'ABO=llno Bros.. 102 Mulberry St.
Saul Blrna, lU 2d Ave.
t^niMre Phonograpli Company, 21G Bo«er)',
J Friedman, 17'.' Bltincton St.
A, GraiLio, 192 Grand Sl-
Gai-ty Talking Machine Co. 106 E. H.>us

'-'n St.

n Clflnn, 202 1st Ave.
Good J,uck Talkins .Machine Co. 83 >'f"-

folk Si.

Srrater New York Phono Co , SOG'i Graml
SI.

ireriiion's MuBtc Shop, 113 N'a^'iiu St.
Mi-al riiono Co, 231 E. Houston St.

Ini.rnati..iial MuMc Sales Co., llfi E 3<l Si
I ,!osepli.l.ur(T, 12) E, Houslnn St
Hand .(ir>rli. UiTincion Si .n Kirscii iC-S'.i Dclancey SL
Klii-per. 10 2d Ave
Lib>-,1\ Phono, Cn., 50 Canal St.
L M^inJ. I. Bidnfrton Sl-
M Miin.lrl, Hfl Delanrey St
-I n Msicrs. 101 K^ECTt St.
-I It May.ry. 208 E. Hcuslon St
'nrk M i in~Ii>-fbfr£;, Avcmio D
I'.inie; A- Janjb-:. Sa Clinton St
ri'"rnicraph Bar;;;tln Store. 0 Stuvrcsant S-
PiTi..[io I'lioiio Sinrc. J55 Mulberry St
I'n-nxrr Phono Co «C ESSCX SU
l.^'iii' Bi-cr. T.n Clinton Su
lliil'o Phono Srore. 104 Avenue B
R no*-i 187 Grand St.
Morris Boss 4v l>clance? SL
JI Sjh'-rnan. GO 2d Ave.
Silv.-r Ciaphonnla Shop, 22 Dclani""? St
\ .>neiv S.ilos Crt

, Mulbcrrv
II Ziiikerman 1^3 E Broadway

Tlrt\'--rn Mih and riDih Sis

Armo Craf Co Tfil E 23d St
< A P.H.T! -'\ W St
Mnrrlt Fine. I.irt lHli Ave
Tharles A I'lo^d. 'ra .Id Ave
Oin-hel llrn-! IIA Si and /.ih Ave
c.'-'-'-v M^--" KhoT- 2:;o w mil St
J Klein. 403 2d Ave.
\ 11 Mavij-i. T8I i(t> Av-
Mnnh.Hlan Sr-orffnR C'W* Shop Mf, ^ih Ave
Melody Piano Cn , niG V. Mth Sl
Melody Sl'on 11-0 Bm.Hivay
T> p MrOc^ar 771 '•.1 Ave
Prnn NVvellv Cr, n<: ;th Ave
Piajj S^rtr* Sho" jnss d

^mm^ ffhe new dmtble face
cord.

10 inch Qold Seal

iM 12:

r rminal Rddio ainslr Shop. 2^^ W 31ih $
B^ifeen Sfih .in.l 125(h Sts

»f.irtcmy Mi'Fic Shop. 2*17 Brnadivso
Mh:.mhra Music Store 2I2« 7th Are
^ nullenkamr: 726 Columbus Ave
n ni p^lla, >d Ave.
European Americ.TP Record Co. llGth St an i

Id Ave.
Fo.er's Music Shop. 794 Columbus Ave
R Goldman. 2225 3d Ave
Crand Phono Radio Co 1H03 3d Ave
FTtirli-m Music House. 1981 2d Ave
ll.inioir Music Shot-, 114 E. 125th Sts Mjnd*>n. ISfl2 Miruson Ave
l- hr-an Music l!o;i <'o , pfi w 12r.ih St
A I,ip.„n, G7, \\ ,t9th St
N-nihousrr IDfi? 2d Ave.
\V'* ITirlem K<>cord Exchange lOV. 3d Av,-
R Perk. 1502 1st Ave.
I H Remick A 0» , 2.';51 Broadi.avC Seli<<son 1312 1st Ave
1 .'sheih i.ir.e 2(1 Ave
Si-.llaey A Co l.-,fi6 1st Ave
D WTmeulen. 1«70 3d A«e

Between 125th Si—Norili
Saul Blnp.-;, 50'; W IRIer St
B Fisi^nherc. 242G Sih Ave
Moms Mu.'lc Shop, 650 Lenox Ave
N' " York Music Store. 2514 Sili Ave
N'cw Yoik Music Store. 1966 Amsterditn
Public Music Store, 2730 8th Ave

BRONX
Pjras, 5G3 East 138th St

•M Mu.sic Stort-. 559 E, ISOlh St
•In.oiti Music Shop. 681 E. Trcnionl Ave
ml rtim-;, K13 Wc-lcticslcr Ave
.i-lrv,ird Mti.<:ie. So. Blvd.
innii Record Store. IJOth St and Courtlandt
A ve.

:)ufr '170 K iG.id St.
r'rank. 1653 \V'a<hin2lon Aie
< Goodman. ^23 E. I7Tih St
'•rfpnhcr':. 1S91 3U Ave.
KripLin Ar Nac.^au. :(6(i K j.l^rh Si

ckion Phono. To r.7.1 We^trhetier \ve
rn.-^ Music Shop. nC7J White PMins .Vvc
Lribowiiz, OdS f: ir.:id St
I I^ilowit:-, Jif.l Wcbsl.r Aic
I l-iho»itr. 1:^.1 Wilkiiis Ave

-'snert Talkiti;; Mjchiii,- Cr. 'is-| S pm.lp

n

Bin MuMC Rho\^, inn K 1.^0,1, yt.
i;iK»> MtiFie Shop .1201 3d Ave
S'arlichi Music Shop, 1061 Trcmcnt
H'rsiwood Talkiue Mai-hinc Co S-l
ward Ave

., ,
BROOKLYN

Alir.iliam .t Stniiis. I'ulton St
A. Apria A Son. .177 Craham Av,-
(-nson Mi'sie Slmrv "JOn 86th St
ItlomenUiar^ Plmru. Shop 10 T,.-,- w
f.. Brlrk, m2 Pitkin .\ve
nn.k'e Pla/a Musir Slinp 252 S. Irli

["ay M.ji 16,1
'appi.-llo ltro:j. C4J Lorii

same
ViighStandardi
%oiselessSarface\

^^ecord

THE same world-famous artists,

full tone-quality, smooth, clear

reproduction, that for years have

symbolized

"Emerson Fame"
the same splendid entertamment,

recognized and favored by music

lovers, everywhere—

ALLthesecombined,distiriguishing

qualities of this Nationally Popular

Record have been maintained and
rendered

"An Emerson Achievement"
by Che NEW LOWERED RETAIL PRICE

50 <^ents

Co (o dav to 'your Emerson Dealer and tistert to the

full volume, rythmic dance rotisic, of the Emerson
Instrumental Records, or hear the new Irving and
Jack Kaufman vocal selection, and you will instantly

realize why the Emerson Record for more than ten
\\

years has been the standard of t-xcellence.

LATEST SONG
AND DANCE H/T5

('Last Night on the Back
10682 Porch

' Somebody's Wrong

, What Do You Do
10679 { Sunday, Mary

* Foolish Child

(
An Orange Grove m

10663 I C^ifomia
f Bjttle Butterflv

Sitting in a Comer
Twilight Shadows

1 Love You
Roaming to Wyoming

Just a Girf that Men
Forget

V That Old Gang of Mine

"If it's a Real Hit,

it's Pint Out on the Emerson"

Ask Your Dealer for Complete
Emerson Catalog of American.
German, Jewish, Italian,

Russian and Polish record*.

10677

10681

10657

HUNDRED MILLION EMERSOM RtCO R D.S

AT YOUR DEALER
R, Catalaim, 998 Flushing Ave>
Capitol TalMnR Marhino Co., 1730 Pilkin Av
Antonio Centon/e, 2f» .lohnson Ave.
F. De Carlo. 281 Court bl
M. Del Terzo, 127 Stone Ave.
rhariea Ferm, 125 Nassau Ave.
Fifth Ave. Graf. Shop, 70.? 5lh Ave.
Fifth Ave. Music Shop, 202 5th Ave.
Fisherman's Musk Store. 410 Saratoca Ave
Fort Hamilton Mcslcal Eiposltlon, 446 86t!. .-t

Frellch -^alklnc Machine Co., 225 Columbia St
H. Gerwltz, 125 Sutter Ave.
R. Glttelson. 418 KnIcUcrboeker Ave
I, . Gohiapple. 28 Myrtle Ave.
L, Could. 84a Fresh Pond Bnad.
The Harmony Music Shop, 2'Jl Smith -St.
Heichlrola Talkins Machine Co. 402 Bii-,!i-

wlek Ave.
M. Karllnsky, 261 Sutter Ave.
Krakauer Bros,. 1653 Pitkin Ave.
Lafayette Music Sliop, 269 K logs I on. Ave--
1. Layefskl, 201 Meeker Ave.

Lefkowltz, 46 Selgel St.
Leone, 165 Stont Ave.

A. 0. Levy, 1103 Broadivav.
Liberty Music Sales Agency, 308 Grahani Ave
i'rederick Loeser, FuUon SI.

* Mcsaina. 715 Third Ave
MetrooplUan Music Store, ISn Graham Av^
Mullen Bros., 589 Washlnglon St.
Mullen Bro3,7- 679 Franklin Ave".
Mulligan's Music Shop, 2GC Smith St.
A. I. Namm's Dept. Store, Fulton St.
I'lilllp Nobel, 109 Sutter Ave.
Norlhslde Musk Shop. 197 Bedford Avo
OwAfl & Beers. 1074 Flatbiish Ave
Orpheus-"Music Shop, 537 5th Ave
Prospect -Music Shop. 235 9th St
Mrs. J. ,Pa7j:zlas, 151 Wythe Ave
,1. RacoW, 302 Grand St.
S R6l(T,'.3915 3rd Ave.
Max Resnlck. 3331 Fulton St.
F Rlsalvato, 158 Johnson Av'e.

C Rosella, 224 4th Ave.
S Rosen,, 8 Tompkins Ave.
Uusso Brpe , 67 Havermeyer St.
Sell velcet Bros., 2421 Myrtle Ave.
K. A. Schwolger Inc., IS-^i Broadway
Geo. Seltannl. 175-3 Broaaway
P Settaflnl. 1832 FuUon SL
Charles allverberit, 178 JlIyrLle Ave
Slolznlt, 673 Manhattan Asc.
L. Speclail & Sclascia, 130 Wilson Ave
Kmanuel Slelnhauser, »2U 5th Ave.
Kilw. Strauss. 187 Court St.
F V. Trosh, 550 7Ui Ave.
WstinoV Phono. Shop, 749 Grand SI
.1 Warnow, 924 Sutter Ave.
M S Waroshill, 617 Myrtle Ave.
Un, man's Music Shop, 1562 Myrtle Ave.
Wel.hcr TalklnR Machine Co.. 241 B uav
wvi.bpr Talklnc Machine Co., 281 B'way
Wil'lainsburK Talk. Mach. Co,, 59 Graham Av
I. n Wilson & Son, 1295 Broadway.
Wollmnn Talking Machino Co., 560 Grand St.
Wyrkoff Talk. Machino Co., 325 Wyckolf Ave
Vouiiu & Sons, 2121 FuUon St.

CONEY ISLAi^D.
Italii Itcach MusIc Store, :s03 Bath Ave
Uath Beach,

Blue Bird Music Shop. Surf Ave.
Brighton MuioOj- Music Sliop. 5Ui St

STATCN ISLAND.
W E. Karesewski, ii2 Jersey j^t. New

Brtehtoii.
S .Mair^'io Kcj>e Bank ,

I'ark Sport Shop 56:i Btv St^pletsn
L G. Put, ::3l Kichmr 1 av,; i'^jn KKh-

mnnd.
Wyoral, 16 Je*elt Ave.. Port RIclimond

LONG ISLAND.
Aidal& Music Store. 1;;7 Corona .Vve., Corona
Benjamin Variety Store, (.'enter MorlrA.es.
»„ it U. Electric Supply Co.. 90 Giand Ave

Uald^vln.
Co.os Music Shop. 196 Park Ave. Amity

J. B. D'Errico, 18 Village Ave RockiilU
Center.

B, Dortman, Locust Vallej
Wm. Goldman, South j^i,, Oi'S'-'"' Bay.
T. Casinier Ureal, <2J Uiilside Av^ , Jamaica

Muies. 1:;^ Bridge I'laza Souili L 1

City.
.1 C. Lawrence, Soutl) lifta'pi-on.

Music Shop. tiO Loiiona /

lusic Sliuji, lib Surt A\e Jei-

IlaiDid Marlford, Greenport.
Tiic I'Qiace Music Siiop, New Vork .Vie

Uuntuii:iiin.
Popular I'rico Musk Store. 433 Sieinway Ave

A^iurla.
UoiKaway Electric Shop. 189 Beach 116ih St.
Hotkaway.

l(u<'.(4»ciy Music Shop. S71S Boulevard, Rock-
away.

D ^^ausncr, Broadway, UlcksviUe.
V Trush, luU W. Main St., Paiclio^ue.

I A. Warcnliaupt, 2'J WoodsiJe Ave,, Win
l.vid.

JERSEY CITY.
.1. Hory's, .1,".;: crovo St.,
Carlos Music Sloro. 353 Second St.
Dutkman's Music Store, 613 Newark Ave
Graham Mu>ic Shoppe, 491 Central Ave.
<;rciiivillc Music Miop, IBS Jackson Ave
A l..ir...ul

,
L';il <;rsnd StT

V \ L' -.
I

.
l(;j -lacksoii Ave

'iaii...ni -I :, Grove St.
lop, 161 .MofiUfe'i- .Mr
munir
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Study of Humanity Builds Big Business
Live Retailer in New York's San Juan Eliminates Sales Risks

Through Constant Study of His Customers and Business Ability

Selling talking machines and records isn't the

same everywhere, according to L. Dreazen, pro-

prietor of Dreazen's Music Shop, located in the

negro section of New York City. The problems

which this live dealer solves daily would make

the neighborhood retailer in a quiet residential

section of the city throw up his hands in despair.

Yet, Mr. Dreazen, through remarkable business

ability and the gift of telling at a glance the

type of person who enters the store, enjoys a

trade second to none in a store of its size in

the city. How he has built up a most remark-

able business and what he has learned in

handling difficult customers, as well as his

methods of selling, are interesting, aside from

ThePHONOMOTORCO.
WM. F. HITCHCOCK, Proprietor

121 West Avenue Rochester, N. Y.

An Electric Equipment for the

PHONOGRAPH

Fully GUARANTEED
Universal— alternating or direct cur-

rent. Complete, with every part ready

to run.

Sample, mounted on motor board,
12x1 23/. $25.00 C.O.D. Money back
if not satisfactory.

The PHONOSTOP
An automatic stop for all talking ma-
chines, 100% efficient.

STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all

over the world.

Nickel or Gold.

Your phonograph
is worthy of the

best stop.

This is the only one.

Your customers appreciate it

Our NEED-A-CLIP
A fibre needle clipper with hardened
tool steel blade, retc,ils at 75c, does its

work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

The PHONOMOTOR
Trade-Mark Ret. U. S. Pat. Office

the value of these practical methods to other

dealers who are faced with some problems of a

similar character.

Must Study Customers
"Although my store happens to be in the

negro section of the city, and while I have a

large colored clientele, I also have an extensive

following of white people. None of my cus-

tomers is of the type overburdened with money
and securing money due me is probably my
most difficult problem, especially where the

negro trade is concerned. This is due mainly

to the happy, care-free dispositions of these

people. And I want to say right here that

despite my large business I seldom fail to get

what is coming to me and repossessions are

rare. Why? Simply because I know the people

with whom I am doing business. I have studied

them for twenty years. I know the character-

istics of an individual as soon as he starts to

talk. It isn't difficult when one appHes himself

to studying the little quirks and twists of human
nature. No matter where the talking machine

dealer is located and no matter what kind of

people he serves, he must study them for two

reasons; first, to know how to handle them so

that he can sell intelligently, and, second, to

protect himself against loss, although deliberate

tricksters are not numerous.

Methods of Collection

"Of course, I sell on the instalment plan and

the down payment I receive in most cases is

none too large. I have two collectors on the

job regularly who visit each customer weekly.

The peculiar bent of the negro makes neces-

sary weekly collections. And, furthermore, the

collector must be at the home of the customer

when he comes home with the pay envelope,

otherwise his chances of getting any money
are slim. From my customers I can secure in-

formation which few other dealers possess. For

example, I know where each member of each

family works, when they are paid and when
they get home from business. My collector is

there when he or she comes home and I must

say that by this means we have little trouble

in getting the money."

Canvassing Brings Business

Mr. Dreazen believes thoroughly in the can-

vassing method of securing business. One can-

vasser is employed regularly and in addition a

number of insurance men are on the job. The
latter have entree to homes where the ordinary

canvasser would not be able to enter and they

also have the opportunity of observing whether

there is a talking machine in the homes of their

clients. The opportunity of actually selling is

there, too. These men work on a commission

basis, receiving payment only when they make
sales. The regular canvasser covers a wide

territory and has been successful in adding

many regular customers to the already long list

of this progressive dealer.

Service Pays Well
The negroes of his section have unlimited

confidence in Mr. Dreazen. They know that

he will give them a square deal and for this

reason his clients purchase all their musical

requirements from him. That service pays well

here as everywhere is amply demonstrated by
the fact that negroes travel all the way from

Newark, N. J., and Orange, N. J., to do business

with him. They formerly lived in the neighbor-

hood served by the store and when they moved
out of town the confidence built up by thought-

ful service manifests itself in this continued

patronage. This does not apply only to the

negroes, but also to the white clientele. Mr.

Dreazen enjoys an extensive trade in Brooklyn

and Long Island, all purchases being made from

the New York store.

Some Exciting Moments
Occasionally a customer tries to quit the city

before the instrument has been paid for, taking

the machine along. It doesn't work, though,

because Mr. Dreazen keeps a close watch and

invariably finds out what is in the wind before

it is too late. If necessary he traces the person

to his or her new home and either repossesses

the machine or secures the money due. He is

constantly on the outside, going through his

territory. One morning he happened to be

strolling through a street on which he knew
he had several customers. He noticed a moving

van backed up to the curb and the men in the

act of taking a talking machine from the house

in which lives one of his customers. He recog-

nized the instrument as one which had been

sold by him a month previously and on which

a considerable amount of money was still due.

To make sure, however, he questioned the

moving men, whom he happened to know,

and they told him that the party was moving

to the South. His first move was to make
sure that the instrument would not be shipped

and his second move was to send one of his

collectors to visit the purchaser for some plain

talk. This is only one of a number of interest-

ing and sometimes exciting moments in the life

of this dealer, but it illustrates the point that.

the merchant who knows his trade and acts

accordingly will not be fooled many times by

thoughtless or dishonest customers.

PLAZA BULLETIN MEETS REAL NEED

The new illustrated accessory catalog re-

cently forwarded to the trade by the Plaza

Music Co. has brought further requests for this

publication. It has several features which have

a wide appeal. Among these is the fact that

the publisher has only included what it calls

•featured products," and includes all standard

supplies for talking machines. The illustra-

tions, dimensions, price list and other data make

the catalog one of ready reference.

NEW VICTOR MONTHLY HANGERS

Beginning with November, the Victor Co. is

supplying retailers with record hangers, listing

all the records released during the month.

These hangers are in addition to those listing

the records released weekly.

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS
TONE ARMS Grey Iron

REPRODUCERS and Brass for

TURNTABLES
MOTOR FRAMES
TONE ARMS
HORNS and THROATS

Direct Quantity Importations On
|

D. R. DOCTOROW

Stylus Bars
Screw Machine Parts

Talking Machine Hardware

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.

5/ East 42nd Street, New York

Tel. Murray Hill 800
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Your Customers Can

Record Their Own Voices—and

Hear Their Own Voices

The
Home Voice Recorder on all 1924

Palhe Deluxe Models Makes
Present Phonographs Obsolete

Home recording is possible because I 924 model Pathe Phonographs are

instruments of better construction and design, and have perfect, smooth,

powerful motors and reproducing devices superior to anything ever offered.

The Pathe Voice Recorder makes permanent aluminum records.

They last indefinitely—they are played with ordinary fibre needles.

The New Pathe DeLuxe Models with this additional exclusive

feature—give

Double Value — Double Enjoyment — Double Service—and

Double the "Punch" back of your Sales.

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

Phonograph and Radio Corporation
20 Grand Avenue BROOKLYN, N. Y.

IIIIIIIIIIIIM



34 THE TALKING MACHINE WORJ D December 15, 1923

You can't do wi'on^ /

with amj FEIST som/-^

mmm
¥a9& hves Mamma

Mam-TTia l°ve5 pa-pa, Pa - pa Icwes Mam-ma. EO-Vy- things dan-dij, svOeet as can

CAkUSO ROYALTIES HALF MILLION

Court Records Show Victor Paid $585,727 to

Tenor's Heirs in Two Years

Royalties totaling $585,727 were paid to the

estate of Enrico Caruso, for the years 1921 and

1922, on contracts with the Victor Talking Ma-
chine Co., for whom Caruso made records. This

was disclosed in an accounting filed last month
in the Court of Chancery at Trenton by the

widow, Mrs. Dorothy Park Benjamin Caruso.

Under the contract the Caruso estate is entitled

to 10 per cent royalties for an indefinite number
of years.

Mrs. Caruso, who was ancillary executrix of

the estate in New Jersey, filed with the ac-

counting a petition that her distribution of the

Victor royalties be approved and that thereafter

the Victor Co. distribute the royalti.es to the

beneficiaries without her intervention as admin-

istratrix.

An agreement provides for the payment of

royalties annually. Another Naples court de-

cree, dated June 16, 1922, authorizes the pay-

FOR ALL
MOTORSMAIN SPRINGS

Best Qiiality - Qaick Service - Low Prices

Each spring packed in a

separate, numbered box. Each
spring made of best crucible

steel, tested and carefully in-

spected before leaving our

factory.

Send us your order to-day.

Price Price Price
. each each each

In in
For Victor Motor lots lots

No. MSW 1—1 Inch wide. .022x13 feet long. of 50 of 100
pear shaped hole at both ends. 50c 48c 45c

No. MSW 2—Hi inch wide. .022x17 feet long.

pear shaped hole at both ends.. 75c 72c 70c
No. MSW19—New Style. 1 inch z .022113 feet

long, crimp end on inside 50c 47c 45c
No. MSW20—New Style. Hi inch i .022x17

feet long, crimp end on Inside. . 75c 72c 70c

For Columbia Motor
No. MSW21—25/32 inch wide. .025x10 feet

long, pear shaped hole 45c 43c 40c

No. MSW22—29/32 Inch wide. .023x11 feet

long, pear shaped hole 45c 43c 40c
No. MSW 3—1 inch wide. .028x10 feet long.

pear shaped hole 50c 48c 45c

For Heineman Motor
No. MSW21—25/32 inch wide, .025x10 feet

long, pear shaped hole 45c 43c 40c
No. MSW 6—1 inch wide. .025x12 feet long.

pear shaped hole 50c 48c 45c
No. MSW23—1 3/115 inch wide. .026x19 feet

long, pear shaped hole 80c 77c 75c

For Branswlcli, Krasberg, Saal, Sonora, StCT-
enson, Silvertone, Aeolian, Cheney, tJnited,
Meiselbach or Thomas Motors

No. MSW 8—1 inch wide,
oblong hole

No. MSW 9—1 inch wide.

.026x13 feet long.

.026x16 feet long.

.02«il8 feet long.

53c

63c

73c

43c

50c

60c

70c

40c
No. MSW25—1 inch wide. .027x10 feet long.

oblong and pear shaped hole... 45c

We punch both an oblong and pear shaped hole on the
end of these springs, so that they may be used for any
type of motor.

Other Standard Malces
No. MSW17—% inch wide. .025x10 feet long.

pear shaped hole 40c 38c 35c
No. MSWIS—% inch wide. .025x10 feet long.

pear shaped hole 45c 43c 40c

These prices are F. O. B. Chicago. Send enough to cover
postage if wanted by parcel post or we will ship by express.
Combination orders may be made to obtain quantity price.

COLE & DUNAS MUSIC CO.
430 S. Wabash Ave. Chicago, III.

Headquarters for Everything in Musical Merchandise.
Write tor our new bargain bulletin; 1000 different Items at

special prices.

ment of royalties as follows: One-eighth each

to the sons, widow and brother, and of the

remaining four-eighths, two-eighths to the widow
as tutor for Gloria, the tenor's daughter, and
the remaining two-eighths to be deposited in

the bank to Gloria's account.

MANY ADD CHILDREN'S RECORDS

'Little Tot Records" Made by the Regal Record
Co. Find Places in Leading Metropolitan

Stores—Special Departments Installed

The Regal Record Co., Inc., 18 West Twen-
tieth street, New York City, manufacturer of

"Little Tot Records," now has its children's

product on sale in thirteen of the fourteen

metropolitan department stores. Twelve of

these New York stores either have built special

booths for the demonstration of these records

and the display of the accompanying albums

or they have set aside specially equipped booths

for those purposes. Most of these booths are

decorated in a manner to appeal to children.

The nursery illustrations and gay colors are

used freely.

Among the stores that are featuring "Little

Tot Records" are Stern Bros., Hearn's, Mc-
Creery, Gimbel Bros., Bloomingdale's, Abraham
& Straus, Frederick Loeser & Co., John Wan-
amaker, L. Bamberger & Co., A. I. Namm, Lord

& Taylor, Hahne & Co., Adams, Flannigan Co.

and Koch & Co.

The majority of these stores have found the

demand for "Little Tot Records" and the pos-

sibilities in sales so large as to make it neces-

sary to appoint special salesmen for the demon-

stration of these goods and to give service to

the users of the children's booths.

In conjunction with the exploitation cam-

paign on "Little Tot Records" during the holi-

day season the Regal Record Co. has prepared

thousands of circulars for consumer distribu-

tion. These invariably have the imprint of the

retailer, are multi-colored and in most in-

stances carry illustrations for children.

Besides the four albums, with three records

in each, the manufacturer also releases from

time to lime additional records in specially

designed envelopes. These can be inserted in

the albums, which are arranged in loose-leaf

manner. Among the added records are several

Christmas numbers which the retailers are find-

ing quite popular at this season.

The four albums each carry a separate title,

"Merry Song Book," "Happy Day Book" and

"Jolly Game Book." All three of these books

carry records with orchestra accompaniment;

the other book is one containing stories and

is marketed under the name "Story Hour Book."

R. A. BRANIGER OPENS BRANCH

R. A. Braniger, who for several years has

operated the Columbia Grafonola Shop in Holly-

wood, Cal., has opened a branch in Santa Ana,

Cal., where he will handle Columbia phono-

graphs and records exclusively.

EXTENSIVE R. C. A. MUSICAL PROGRAM

American Orchestral Society Signed Up to

Broadcast Fifteen Concerts From Station

WJZ During the Winter Season

The Radio Corp. of America has completed
arrangements by which the American Orches-

tral Society will broadcast from station WJZ,
New York, the entire series of fifteen concerts

which the organization, in co-operation with the

New York Philharmonic Orchestra, has sched-

uled for the Winter season. The first concert

was held on November 25, and the remaining

programs will be sent through the ether at

regular intervals until April 8, 1924. The Or-

chestral Society numbers over 100 instruments,

the entire ensemble to play the first two of the

three groups into which the series has been

divided. These are five concerts played by the

society for the New York Philharmonic Orches-

tra and a series of five concerts composing the

annual series given by the society to the Peo-

ple's Institute. The third group will be the

Children's Afternoon Concerts, given by an or-

chestra of fifty-five picked members of the New
York Philharmonic.

SONORA POSTERS BEST OF THE YEAR

Sonora posters were selected as the. most

attractive and effective produced during the year

at the annual convention of the Association of

National Advertisers held recently at the West-

chester-Biltmore Country Club, Rye, N. Y.

Four of the posters were selected and placed

in a prominent position in the hall where the

meetings were held and they received honorary

mention from the committee in charge.
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ITA LIAN
Popular Music

PHONpyPE
RECWRDS^^

Recorded in Italy by the

Best-known Italian Artists

AND

MONTHLY RELEASES
WRITE FOR CATALOGUES

Out-of-Town Agents Wanted

Distributed by

ITAUAN BOOK CO.
145 Mulberry St. New York, N. Y.
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"An Old World Christmas"

From the painting by Buehr



The Talking Machine World, New York, December 15, 1923

Your generous co-operation has made it possible to build

up a national organization and to celebrate with you this

Christmas, our ninth anniversary.

We deeply appreciate the friendship you have shown and
the staunch support you have given us in times of depression.

1923 has been a profitable year and indications point to 1924
as being a year of great prosperity for the entire industry.

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

GENERAL PHONOGRAPH CORPORATION
25 WEST 45th STREET, NEW YORK CITY
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Columbia Demonstration Record Big Success

Over a Million of These New Process Records Sold—Great National Publicity Campaign Scor-

ing Splendid Results—Dealers Most Enthusiastic Over Record Return Privilege

Although final sales figures have not yet been

completed and will not be available for a few

weeks there is every indication that the cam-

paign sponsored by the Columbia Phonograph

Co. in behalf of its new demonstration record

was one of the most successful sales drives in

recent years. Over 1,000,000 of these demon-

stration records have already been sold, and

from coast to coast Columbia branch managers

and Columbia dealers have been telephoning

and telegraphing additional orders for immedi-

ate delivery.

The publicity campaign behind this demon-

stration record was carefully worked out in

every detail and covered magazines and news-

papers reaching millions of readers and homes.

The campaign started on "November 17 with a

full-page advertisement in the Saturday Eve-

ning Post of that week. A full page in four

colors appeared in the American Weekly of

November 25, with a circulation of 4,500,000;

full pages were used on November 25 in roto-

gravure sections of newspapers throughout the

country with a combined circulation of 8,000,-

000 readers and black and white full-page ad-

vertisements appeared on November 25 in Sun-

day newspapers with a circulation' of 1,500,000.

In order that Columbia dealers might tie up

effectively with this mammoth campaign the

Columbia advertising department prepared a

striking window poster in colors, and dealers

everywhere have been displaying this poster to

attract the attention of passers-by. Proofs of

the full pages appearing in the American Week-
ly and the Saturday Evening Post were sent

to the Columbia branches for distribution

among the dealers and were used to excellent

advantage.

As a result of this far-reaching advertising

campaign and the splendid co-operation afford-

ed Columbia representatives in bringing the

demonstration record to the public's attention

the success of the drive was immediately ap-

parent. Orders for large quantities were re-

ceived by the branches from the best dealer

accounts in their territories and before the

campaign was well under way it was evident

that the main problem was one of production

and not one of sales. In fact, the Columbia

factories have been working to capacity to han-

dle the requirements of the trade for the dem-
onstration record, but, with all of this activity,

it has been practically impossible to keep pace

with the demands of the dealers.

This demonstration record was introduced in

order to call to the attention of prospective

record purchasers the distinctive merits of Co-

lumbia New Process records. It has succeeded

admirably in fulfilling its purpose and Columbia
branch managers are unanimous in expressing

the opinion that this demonstration record will

serve as a vital factor in stimulating the sale

of New Process records throughout the coming
year. The demonstration record in itself com-
prises a double ten-inch recording, featuring on
one side an operatic selection by Charles Hack-
ett, famous tenor and exclusive Columbia art-

ist; a violin solo by Toscha Seidel, well-known
concert violinist and exclusive Columbia artist,

and a symphony orchestra number. On the

reverse side is a popular dance hit by Ted
Lewis, one of the country's foremost dance
orchestra directors and an exclusive Columbia
artist. Each demonstration record is enclosed

in a special envelope of a distinctive color, giv-

ing the complete story of the record and its

purpose.

In addition to this tremendous advertising

campaign devoted exclusively to the demonstra-
tion record the Columbia Phonograph Co. used
in November countrywide publicity in behalf of

Columbia phonographs and records. On No-
vember 4 a full page in four colors appeared
in the American Weekly, and throughout the

month three-inch advertising on current hits

was used in approximately 750 newspapers, av-

eraging three insertions per week in each paper.

In foreign language newspapers advertising oc-

cupying eighteen inches and three inches was

used, and a general schedule in leading weekly

optimistic reports received by the sales depart-

ment from branches and dealers throughout the

country. The company has been congratulated

everywhere upon the liberality and practicability

of its record return privilege, announced in the

November issue of The World. It is predicted

that this return privilege will assist the dealers

materially in making the coming year an excep-

tionally profitable one, insofar as record sales

are concerned. The new Columbia record la-

bels are meeting with popular favor wherever

they have been shown and the new trade-mark

%is special demonstration

Columbia
Mw/teffRECORD

Tciiha SHM

Columbia New Process Demonstration Record Featured Illustratively in Advertising

also included in the is being used to advantage by the dealers innegro newspapers was
month's appropriation.

The December advertising program prepared

by the Columbia Co. is even more pretentious

and important than the November schedule,

constituting a powerful incentive to Columbia

sales totals during the month. On December 2

a full page in four colors appeared in the

American Weekly, and on the same date full

pages were used in the rotogravure sections of

the leading Sunday newspapers or black and

white full pages in Sunday editions where roto-

gravure is not used. On December 1 a full page

appeared in the Saturday Evening Post, to be

followed by another page on December 15. On
December 16 a full page in four colors appears

in the American Weekly, together with full

pages in the Sunday rotogravure sections or

black and white where rotogravure is not used.

Throughout the month the three-inch advertis-

ing on popular hits, is appearing in approxi-

mately 750 newspapers, with regular advertising

in the foreign language newspapers and a cam-
paign in the largest negro weeklies.

It is gratifying to note that the Columbia
Phonograph Co.'s confidence in the future, as

evidenced by its tremendous advertising sched-

ule the past few months, is reflected in the

their general publicity. The Columbia Phono-

graph Co. is getting ready for a healthy, pros-

perous year and it will undoubtedly receive the

hearty co-operation of its dealers in attaining

this goal.

PLATT CO. TO HAVE NEW BUILDING

Los Angeles, Cal., December 3.—Plans for an

eight-story Class A store and studio building

for the Piatt Music Co., at Hollywood boule-

vard and Cherokee street, have just been com-
pleted and the Milwaukee Building Co., a local

construction firm, will soon start the erection

of the structure. The structure will cost ap-

proximately $400,000. The first floor of the

new building will be occupied by the music con-

cern and the upper floors will be designed and

leased for studio purposes. When completed

the Piatt Co. will have a fine, modern store.

The Melody Music Shop, 111 Madison street,

Memphis, Tenn., has been enjoying consider-

able success in the sale of Brunswick phono-

graphs and records and the lines of musical

instruments which it handles. Intensive adver-

tising has been responsible.

Phonograph Parts and Supplies

MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECULTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

Send for Bargain List of Repair Parts and Motors

THE VAL'S ACCESSORY HOUSE
1000-1002 Pine Street St. Louis, Mo.
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For Every Home on Xmas

Ok AEOLIAN-VOCALION
The grace and conservative design of the Queen
Anne Period Style No. 1642 gives it one advan-

tage over many period models: it will look well

in any room no matter how simple or elaborate

the decorations may be.

Style No. 1642 Queen Anne, List Price: $225.00

Hearing is believing and the mellow, musical

tone of this instrument is a worthy advance in the

field of phonographs made possible by the de-

velopments of the world's leading experts on re-

produced tone who have cooperated in the crea-

tion of the AEOLIAN-VOCALION.

Dimensions—Height 35", width 38", depth 22". Motor—Multiple spring, constant speed, non-vibrat-

ing and mounted free from contact with resonating parts. Equipped with speed regulator. Vocalion

Automatic Stop—of an entirely novel and improved type; superior to and simpler than any other on

the market. Reproducer—The Vocalion Improved Sound Box. Equipped with Graduola, and gold

hardware and supplied with albums.

The remarkable Graduola Tone Control is to the phonograph what the artist's touch is

to other instruments.—It is an exclusive Aeolian-Vocalion feature.

THE UTMOST IN PHONOGRAPH PERFECTION

The Aeolian Company
AEOLIAN HALL NEW YORK
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Photograph loaned through courtesy of the International News Reel Company

America s popular baritone records exclusively for

VOCALION RED RECORDS
Before one of the most brilliant audiences ever assembled in New York, with crowds jostling each other to

get into the theatre for the opening of "Under the Red Robe," John Charles Thomas appeared in person
and sang the prologue from Pagliacci.

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

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

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

Distributors of Vocalion Red Records
MUSICAL PRODUCTS DISTR. CO.,

37 E. 18th St., New York City.

WOODSIDE VOCALION CO.,
154 High St., Portland, Me.

A. C. ERISMAN CO.,
174 Tremont St., Boston, Maea.

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO.,
217 Stanwix St., Pittshurgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

O. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,
D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and

Vocalion Records,
529 S. Wabash Ave., Chicago, 111.

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

HESSIG-ELLIS DRUG CO.,
Memphis, Tenn.

GUEST PIANO CO.,
Burlington, la.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
Distributor of Vocahons and Vo-
caUon Red Records

826 Nicollet Ave., Minneapohs,
Minn.

STREVELL-PATERSON HARD-
WARE CO.,

Salt Lake City, Utah

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

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

MUNSON-RAYNER CORP.,
86 Third St., San Francisco, Cal.

The Aeolian Company
AEOLIAN HALL NEW YORK

(O
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NEW PUBLICITY FOR THE VOCALiON

Special Series of Prepared Advertisements

Meets With Strong Favor of Dealers as Do
Holiday Hangers and New Glass Signs

A particularly striking broadside showing a

number of specially prepared advertisements for

the use of Vocalion dealers in their local papers

in developing business for the holidays, as well

as for other periods of the year, has recently

been issued by the Aeolian Co. and has been

particularly well received by the trade. The
broadside shows eight complete advertisements,

together with illustrations of several of the

more popular Vocalion styles. The advertise-

ments are so arranged that there is room for

the name and address of the dealer and for the

insertion of certain other material which he may
desire to use.

Matrices and electros of the advertisements

and cuts are furnished free to dealers and from

the number of requests that have already been

received the advertisements have made a strong

appeal.

A special hanger has also been designed for

the use of dealers in going after Christmas

business. The cut shows a console model Vo-

calion appropriately placed under the Christmas

tree and calls attention to the fitness of the in-

strument as a Christmas gift. The hangers are

printed both on heavy paper and on cardboard

for window and indoor display.

For the use of dealers in their windows, on

counters, and elsewhere in their stores, the

Aeolian Co. has provided an attractive framed

glass display sign in several colors, including

gold leaf, and so designed that it may be

lighted from the back.

The sign is both dignified and handsome and

is offered to dealers at a price that is consider-

ably less than the manufacturing cost.

QUICK GROWTH OF HARTFORD DEALER

Hartford, Conn., December 7.—Fifteen years

of development is the record of the Feinblum-

Peizer Music Shop, of this city, which recently

moved into large and attractive new quarters.

This is now one of the finest Columbia shops in

the State. Intensive canvassing has been largely

instrumental in the consistent development of

this concern's business. The organization of

the company has been increased from two to

eighteen, sufficient indication of the progress of

this live dealer.

J. J. BEARD CO. WINS PRIZE

Pawtucket, R. I., December 5.—The first prize

in the Fall Window Display Contest held

among the furniture stores of this city was won
by the J. J. Beard Furniture Co., which handles

Columbia phonographs and New Process rec-

ords here. The prize-winning window featured a

Columbia phonograph in a living room.

mm

We Serve New York!

oju:
The Record <»*«WJ

'TP HE Metropolitan district is a mighty busy one during the
holiday season, but, we have been supplying it with the

popular

Records
The Records of Quality

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

Place your emergency orders with us! We are equipped to
fill them quickly, accurately, and completely!

GENERAL PHONOGRAPH CORPORATION
New York Distributing Division

15 West 18th Street New York City

Buy
OKeh
Needles

They
Keep
Record Sales

Alive!

NEW COLUMBIA DANCE ORCHESTRA

Reisman Orchestra Will Make Columbia Rec-
ords Exclusively—Director Prominent in

Musical Circles for Many Years

One of the newest dance organizations to

join the Columbia library is the Reisman Dance
Orchestra, which will record exclusively for the

Columbia Phonograph Co. The director of this

orchestra, Leo Reisman, although a young man
in point of years, has been identified with musi-

Leo Reisman.
cal activities for many years, having started

his musical career at the age of ten.

He organized and directed the first band at

the English High School in Boston, after having

played the solo violin at the Bijou Dream, at

that time a Keith vaudeville house in Boston.

At the age of seventeen this promising young
musician played in the Baltimore Symphony
and led the orchestra at the Hotel Belvedere,

Baltimore. Since then he has directed orches-

tras at the United States Hotel, Saratoga, N. Y.;

the Copley-Plaza and the Hotel Lenox, Boston;

the Ritz-Carlton, New York and in "Good
Morning, Dearie," on the stage at the Globe

Theatre, New York. The Reisman Orchestra

also helps along a college education hy playing

at Harvard, Dartmouth, Williams, Massachu-
setts Institute of Technology, Brown, Wellesley

and RadclifTe.

MUSICAL EAR OPENER IN COLLIER'S

An interesting article entitled "Handing You
a Musical Ear Opener," by Robert Haven
Schauffler, appeared in the December 1 issue

of Collier's, one of the leading popular weekly

publications. The article, written in colloquial

style, described the delights to be derived from

a talking machine and player-piano by proper

listening and a non-technical knowledge of

music—excellent liints to salesmen to strengthen

the selling talk where certain types of custom-

ers are concerned.

Frank K. Dolbeer, sales manager of the Vic-

tor Talking Machine Co., and Mrs. Dolbeer

were recent week-end visitors to New \ ork,

where they enjoyed the theatre.
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These Direct STRAND Representatives Are Ready to Serve You:

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

ARTOPHONE CORPORATION, 1213

Pine Street, St. Louis, Mo.

ARTOPHONE CORPORATION. 317

Kansas City Life Bldg., Kansas City,

Mo.
CONSOLIDATED TALKING MACHINE

CO., 227 W. Washington Street, Chi-

cago. 111.

OTIS C. DORIAN, 321 King Street,

E. Toronto. Ont.

A. C ERISMAN. 174 Tremont Street.

Boston, Mass.

W. L. ECKHARDT (General Radio
Corp.), Tenth and Cherry Streets,
Philadelphia, Pa.

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

\V. S. GRAY, 926 Midway Place, Los An-
geles. Cal.

L. D. HEATER. 357 Ankeny Street.
Portland, Ore.

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

R. J. JAMIESON, 625 Swetland Bldg.,
Cleveland, Ohio.

M. E. LYLE, 65 !4 Walton Street, At-
lanta, Ga.

To responsible dealers we offer a profitable franchise in localities not yet

iVIANUFACTURERS PHONOGRAPH CO., INC., GEO. W. LYLE, President,

RICKEN, SEEGER & WIRTS. Globe
Bldg., Detroit. Mich.

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

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

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

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

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

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

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

being covered. Write or wire.

95 Madison Avenue, NEW YORK

m
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National Figures Extend Christmas Greetings

Prominent Men and Women in Political and Amusement World Make Gennett Christmas Records

—Something New in Recording—Countrywide Pre-holiday Publicity Campaign Under Way

A radical departure from the usual run of

Christmas and holiday records has been con-

ceived by the Starr Piano Co., of Richmond,

Ind., manufacturer of Gennett records and Starr

phonographs. A series of ten ten-inch double-

sided records containing Christmas greetings

from prominent personages has been made and

a most extensive distribution and advertising

campaign is now well under way. The num-

bers include "My Christmas Wish," by Mitzi

Hajos; "Christmas and Father," by "Abe Mar-

tin," the well-known cartoon character con-

ceived by Kin Hubbard; "Christmas Greetings,"

by Bebe Daniels, famous movie star; "Christ-

mas in Hollywood," by Shirley Mason, another

well-known movie star; "The Lord's Prayer,"

by William Jennings Bryan, and "The Twenty-

third Selection," also by Mr. Bryan; "Always

Christmas," recitation by William D. Nesbit,

and "God Bless Us All," another recitation by

Mr. Nesbit; "Andy Gump's Holiday Greeting,"

by Andy Himself (Sidney Smith); "The Dream
of the World," by Merideth Nicholson, novel-

ist. The reverse side of each record also con-

tains an appropriate Christmas selection.

Special containers, in green, gold and red,

with the words "Christmas Greetings" on the

cover, together with holly decorations, have been

prepared for these recordings. On the back

of the cover page of some of the containers

appears a photograph of the artists who made
the records and others contain the text of the

greeting. Also, some of the records are auto-

graphed by the artists.

The special pre-holiday advertising campaign

which has been inaugurated by the Starr Piano

Co. in behalf of these records is probably the

most extensive ever undertaken by the com-

pany for such a brief period. Newspapers

throughout the country tell the story directly

to the public; special folders and dealer ad-

vertising have been placed at the service of

retailers desiring to make use of it, and some

excellent and timely window display material,

including large photographs of the artists,

hangers, special record supplements, etc., has

been prepared.

Although all Starr dealers are being supplied,

only one department store in each city has been

permitted to place the records on sale. In these

establishments special departments have been

installed on the main floors and window dis-

plays and publicity are being utilized. It is the

opinion of Starr Co. executives that the manner

in which these records are going over indicates

that a new idea launched at the proper time

can be made a tremendous source of revenue,

both for the retail trade and the distributor.

Largely responsible for this innovation in

records is C. R. Moores, of the Starr Co., who
made arrangements with the various artists and

personally supervised every detail of the plan-

ning and execution of the project, spending

many months exclusively at this task. Mr.

Moores, by the way, has been prominently con-

nected with the talking machine business for a

number of years and, prior to his connection

with the Starr Co., he was associated with job-

bing interests in the Middle West, where he is

well known to the retail trade.

First Vocalion European Records Announced
Arrangements Made by O. W. Ray While in Europe Makes Available to Americans Through

Vocalion Records 12,000 Recordings by Noted European Artists

The results of the European tour made last

Spring by Oscar W. Ray, general manager of

the Vocalion record division of the Aeolian Co.,

have been strongly evidenced in the recent an-

nouncement of the first listing of a number of

European recordings on Vocalion records, these

initial listings to be followed by others in regu-

lar order.

The first of the new foreign records were re-

leased late last month, and included selections

from the catalogs of the Polyphon Co. and of

the Milano Laboratories in Italy, two of the

most noted European concerns who have placed

at the service of the Vocalion recordings of

artists of prominence both in Europe and the

LTnited States.

While Mr. Ray was abroad he made definite

and important agreements with both the Poly-

phon and Milano laboratories and also with the

Vocalion Recording Laboratory in London for

the use of their recordings which will tend to

make available to the dealers and the public in

the United States some 12,000 new numbers,

including a special list of German Christmas

records that have been forwarded to Vocalion

distributors with appropriate advertising matter

for the holiday season.

The Vocalion Laboratories are now busily en-

gaged in producing records to be added to the

foreign list, these to be offered in conjunction

with the regular Vocalion catalog. The new
records are ofTered in a number of foreign lan-

guages, including Polish, Russian, German,
Italian and Hebrew, and are expected to open
up a most profitable sales field for Vocalion

record dealers.

"JEP" BISBEE MAKES EDISON RECORDS

Country Fiddler Discovered by Thomas A. Edi-

son and Henry Ford During Camping Trip

Makes Records of Old-time Jigs and Reels

"Jep" Bisbee, the eighty-eight-year-old fiddler,

whom Thomas A. Edison and Henry Ford dis-

covered while on their camping trip in Mich-

igan last Summer, has made records of many
of the old-time selections and dance numbers

which have brought him fame during a half-

century of fiddling at the country dances in and

around Paris, Mich., and is again back home.

Edison records of jigs, reels and square dances

have been made by the old fiddler, who, accom-

panied by hi? family, was brought to the Edison

laboratories in Henry Ford's private car. While
in Orange he was the guest of Mr. Edison.

The records, it is understood, will be presented

to Mr. Ford, who will distribute them among
friends. The aged fiddler was presented with a

Ford automobile by Mr. Ford. Mr. and Mrs.

Bisbee will be asked to dance an old-time jig

before the motion-picture camera for Mr. Ford's

especial benefit.

M. I. S. CO.'S PRACTICAL ORDER BLANK

Victor Jobber Uses New Typ>e of Order Blank
to Advantage—Plus Record Sales Suggestions

Receive the Attention of Dealers

"Needle Points" No. 2

General Phonograph Corporation
OTTO HEINEMAN, President

25 West 45th Street New York

The only part of

a phonograph that

touches the playing surface is

the needle. Upon this tiny part,

following the grooves, depends
the clearness of tone and the

life of the record. Perfect re-

production and record longevity

are assured by the highest grade
carbon steel, uniform points, and
uniform tone-sizes of

QUALITY
NEEDLES

The Musical Instrument Sales Co., New York,

Victor wholesaler, has received many letters of

praise from its dealers regarding the order

blank which the company is using in connec-

tion with the Victor weekly record releases.

This order blank gives a list of each week's

releases, with the bottom section devoted to a

postcard order form, which can be used by the

dealer in placing orders for the records released

that particular week. Opposite the order blank

is a "plus record sale" suggestion relative to

that particular week as, for example, in the

November 30 bulletin it was suggested that

record No. 959, featuring "Kiss Me Again" and

"A Kiss in the Dark" by Galli Curci was a

record worthy of energetic sales effort. These

suggestions are being afforded careful considera-

tion by 'the dealers, as they are timely and

practical.

OTTO HEINEMAN VISITS CHICAGO

Otto Heineman, president and founder of the

General Phonograph Corp., manufacturer of

Okeh and Odeon records, spent a week in Chi-

cago the latter part of November, visiting the

offices of the General Phonograph Corp. of

Illinois and conferring with S. A. Ribolla, gen-

eral manager of this company. Mr. Heineman

also visited E. A. Fearn, president of the Con-

solidated Talking Machine Co., Okeh and Odeon

jobber, and he was delighted to learn that this

enterprising wholesaler is closing the most suc-

cessful year in its history, an indication of the

growing popularity of these records.
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HIGHEST
QUALITY

MAIN
SPRINGS

MAIN SPRINGS
Price each

2 in. X 0.22 i 16 ft.. Meisselbach No, 18 JI.25

2 in. X 0.25 X 16 ft., for Edison 1.25

VA in. I 0.22 I 17 ft., reg. for Victor 0.60

IM. in I 0.22 X 17 ft.. Victor, bent arbor 0.60

1 3/16 in. X 0.25 I 16 ft.. Heineman No. 44 0.60

m in. for Edison Disc I-ZS

1 in. X 0.25 X 12 ft., Heineman No. 33 and 77 0.40

1 in. X 0.25 X 12 ft., oblong hole, western motors 0,40

1 in. X 0.25 I 16 ft., oblong hole, for Meisselbach. Sonora
and Krasberg 0.60

1 in. I 0.28 X 10 ft., for Columbia, 2, 3, and 4 Spring

Motor 0.38

1 in. X 0.22 X 10 ft., for Columbia, Sinsle Spring Motor 0.35

1 in. X 0.20 X 13 ft., for Victor 0.40

1 in. X 0.20 X 13 ft., for Victor, bent arbor 0.40

% in X 0 22 X 10 ft., oblong bole. Meisselbach No. 9 0.30

% in. I 0.23 X 10 ft., for Blicl! motor 0.30

% in. X 0.25 X 10 ft., oval hole 0.28

% in. X 0.22 X 8 ft., German motor 0,25

% in. X 0.22 X 8 ft., for Swiss motor 0.22

% in. X 0.25 X 11 ft., for Edison 0,22

1 in. X 0.25 I 19 ft., for Brunswick 0.65

1 in. X 0.22 X 'J ft., for Meisselbach No. 12, oblong hole... 0.35

COLUMBIA REPAIR PARTS
No.

427 Columbia mam springs. No. 2951 $0.38

3451 Columbia spring barrel head Complete 0.75

5008 Spring, barrel winding gear, old sts'le 0.75

3834 Sprint; barrel winding gear, new style 0.75

604 Needle cups I'er 100 2.00

606 Needle cup covers Per 100 1.00

6106 First intermediate gears Complete 0.40

6107 Second intermediate gears Complete 0.40

12537 Worm gear for single-spring motor 0.30

12336 Bevel pinion single-spring motor 0.35

12333 Bevel pinion, regular style 0.75

12334 Bevel pinion, latest style 0.75

12235 Bevel pinion for old-style double spring 0.50

12332 Bevel pinion disk shaft Complete 1.00

13496 Male winding pinion 0.30

12496 Female winding pinion 0.30

3004 Governor shaft 0.40

11778 Drivine shaft Complete 0,50

13796 Governor balls Complete 0.08

3670 Governor springs, each 0,02 Per 100 1.50

6739 Stylus bar Complete 0.35

5010 Universal attachment 0.35

13228 Winding crank, 3 sizes. 7. 8 and 0 in, long Each 0,35

Columbia Governor Screws Per 100 1.00

Columbia Barrel Screws. No. 2621 Per 100 1.00

Columbia Sound Box Thumb Screws Per 100 1.50

PARTS—HARDWARE
5000 Crown gear for Blick motor $0.25

5001 Crown gear for Melophone motor 0.25

5002 Crown gear for Heineman No. 0 0.25

5003 Tone-arm goose neck for Independent arm 0.25

5004 Governor pinion for imported motor 0.25

5005 Tone-arm base for Independent arm 0.25

Automatic nickel-plated lid supports 0.22

Automatic gold-plated lid supports 0.55

Piano hinges, nickel-plated, 15*,^ in. long 0.22

Hlghlv nickel-plated needle cups Per 100 2.00

Covers for cups Per 100 1.00

Highly gold-plated cups Per 100 7.00

Needle cup covers, gold-plated Per 100 5.00
Turntable felts, 10-in.. round or square 0.15

Turntable felts, 12-in., round or square 0.18
Motor bottom gear for Triton motor 0.20

MEISSELBACH REPAIR PARTS
Price each

P9764 Main springs for motors 16, 17, 19 $0,60

P0765 Main springs for motor No. 12 0.35

CP532 Governor Complete 1.90

P1504 Governor shaft, new style 0.75

P1505 Governor shaft, old style 0.75

AP533 Governor ball Complete 0.10

CP644 Turntable shaft Nos. 16. 17, 19 <.50

CP645 Turntable shaft for No. 12 '-25

AP697 Spring barrel cup tor Nos. 16. 17, 19 0.50

AP69S Spring barrel cup for No. 12 0.50

CP1113 Spring barrel shaft and gear 0.90

P1529 Brake lever, bottom plate 0.10

P604 Brake lever, top plate 0.10

AP528 Winding shaft for Nos. 16, 17, 19 0,75

AP529 Winding shaft, straight cut, Nos. 16, 17. 19 0.95

^530 Winding shaft, spiral cut. for 10; 12 0.35

AP531 Winding shaft, straight cut, for 10: 12 0,35

AP591 Brake lever 0.35

CP536 Intermediate gear for Nos, 16, 17, 19 0.90

M Winding cranks. 3 sizes 0.75

140 Speed indicator 0.45

HEINEMAN REPAIR PARTS

CP5226 Governor Complete $1.90

CP9709 Turntable shaft Complete 1.50

AP0924 Governor balls, 33; 77: 44 0. 0

AP9925 Governor balls for No. 36 0.10

P5004 Governor pinion for No. 0 0.25

P5003 Governor shaft 0.60

CP9629 Speed indicator 0.45

P9764 Main spring for No. 33 or 77 0.40

P9765 Main spring for No. 36 0.28

P9766 Main sprmg for No. 44 0.60

AP9778 Spring barrel oup for No. 33 Or 77 0.50

AP9779 Spring barrel cup for No. 36 0.50

AP9780 Spring barrel cup for No. 44 0.75

P9762 Winding shaft for motor No. 33 0,60

P9966 Winding shaft for motor No. 36 0.40

5304 Winding shaft for No. 44 or 77 0.75

5007 Escutcheon Complete 0.15

AP9409 Turntable brake 0.15

AP10072 Winding crank, 3 sizes 0.75

TONE ARMS
No. K With sound box $1.25

No. P Nickel-plated without sound box 2.75

No. P Gold-plated, without sound box 4.50

No M Tone arm, Meisselbach sound box 4.75

No. M Gold-plated Meisselbach sound box 7.50

No. L Made of brass tubing, nickel-plated 2,50

No. L Made of brass tubing, gold-plated 4.50

SOUND BOXES
No. Bl Bliss sound box, m Victor $1.25
No. B Balance, fit "Victor 0.75
No. F Favorite, fit Victor 1.75

No. I "Supreme" nickel-plated, loud and clear 3.00

No, I "Supreme" gold-plated, loud and clear 4.50

No. M Nickel- plated, mellow tone, for Victor 1.75

No. M Gold-plated, mel/ow tone 2.25

No. G Nickel or gold-plated 1.00

No. P Gloria patent, extra loud 3.00
No. H Imported nickel-plated 0.75

No. 6 Columbia, nickel-plated 2.25

REPAIR PARTS FOR VICTOR MOTOR
Price each

5012 Winding gear $0.60
5013 Turntable gear, straight cut, small teeth... 0.35
5014 Turntable gear, large teeth, straight cut 0.35
5015 Turntable gear, small teeth, spiral cut 0,35
5016 Turntable gear, big teeth, spiral cut 0.35
5021 Kubber back for exhibition box 0.35
5017 Kubber back for No. 2 sound box 0.35
5018 Governor collar 0.15
5019 Spring barrel sliaft 0.60
5020 Stylus bar for No. 2 box 0.35
5022 Stylus bar for exhibition box 0.35
5011 Attachment for vertical cut record 0.25

Governor springs, for Victor Per 100 1.00
Governor screws, for Victor Per 100 1.00
Governor balls, new style, for Victor 0,08
Needle arm screws for exh. box Per 100 1.50
Needle arm screws for No, 2 box Per 100 1.50

MICA DIAPHRAGMS
1 23/32 in. Victor Ex. Box. 1st grade $0.15
1% in., new Victor No. 2, very best 0.18
1 31/32 in., for Sonora 0.20
2 1/16 in., for Meisselbach box 0.22
2% In., for Path^ new style 0.35
2 3/16 ilL, for Columbia No. 6 0,25
2 9/16 in., for Pathe or Brunswick 0.45

SAPPHIRES
Path^, very best, loud tone, genuine $0.12
Pathe. soft tone, ivory setting 0.18
Path^. soft tone, steel setting 0.10
Edison, very best, medium tone 0.18
Edison, very best, loud tone 0.15
Edison, genuine diamond 1.25

STEEL NEEDLES
BriUiantone, all tones Per 1000 $0.45
Blue Steel Refiexo, per package O.O/'/j
Wall Kane Needles, per package 0.06

ATTACHMENTS
In Gold or NIckel-PIated

Kent, for Victor arm $0,25
Kent, for Edison with C box 2.60
Kent, without box for Edison, nickel or gold 1.60
Kent, attach, for Victor 0.25
For Columbia, plays vortical records 0,35
Kent special adaptor with sound box, gold-plate or oxidized.. 4.95
Favorite Master Adaptor, "Supreme" box N. P 4.60
Favorite Master Adaptor, "Supreme" box gold P 6.10
Favorite Master Adaptor, "Supreme" box oxidized 6.10

MOTORS
Distributors for Heineman and ^^cisselbach Motors

Meisselbach, No. 17. 3-spring $15.00
Meisselbach. No. 19, 4-spring 17.00
Krasberg, 2-spring 9.00
Krasberg. 3-spring 10.50
Krasberg, 4-spring 13.50
Heineman, No. 30, 2-spring 7.50
Heineman. No. 33, 2-spring 8.50
Heineman, No. 77, 2-spring 9.50
Heineman, No. 44. 2-spring 12,50

All motors complete vrith 12 in. Turntables

ILSLEY LUBRICANT
lO-lb. Can $3.00
5-lb. Can 1.60
l ib. Can 0.40
4-oz, Can 0.15

Tremendous Stock of Homokord German Records

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

FOR STATE RIGHTS

Corner Fourth Ave.

Telephone 1666 Sfuyvesanf
WANTED AGENTS

FOR STATE RIGHTS
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The NEW
Columbia

is superior

Hearing
is believing

There is no blast. The New Columbia

Reproducer prevents it by means of its pat-

ented "shock absorbers" which take up the

excess vibration—the cause of blast.

COLUMBIA PHONOGRAPH COMPANY
New York

KEEPING RECORD STOCK IN ORDER

New Plan for Avoiding Loss and Breakage in

Demonstrations and Providing a Check on

Best Selling Numbers Through Special Rec-

ord Clerk Evolved by Western Dealer

In order to secure an accurate checV on

record stock and on the numbers that are prov-

ing the best sellers, a Salt Lake City music

house has developed a plan whereby the clerks

whose duty it is to demonstrate machines and

records do not have access to the record stock

themselves but make a requisition through a

special record clerk for such records as they

require. The record numbers are entered on

special slips and signed for, and then charged

against the clerk's account until such time as

they are returned or a sales slip made out for

them.

The plan, which is believed to be quite

original in the retail talking machine field, has

been working long enough already to prove its

effectiveness in preventing record losses. Where-

heretofore records were handled more or less

carelessly, thrown about in disorder and fre-

quently broken by the salesmen, the records are

now handled carefully, and either handed in in

perfect condition or accounted for. Where a

record is lost or broken the clerk must either

make a plausible explanation of the incident or

pay for it, and although the clerks are not

penalized for accidents, some of them have al-

ready paid enough for carelessness to cause

them to materially improve their methods.

The stock record plan is particularly val-

uable in keeping track of the records that are

most in demand, for each day the stock clerk

makes a record of the numbers that have been

sold so that the stock may be checked and

reordering done where necessary. Another ex-

cellent feature of the plan is that the records

are always to be found in their proper places

and there is not the confusion that often results

when a half dozen busy clerks are taking out

and replacing records every few minutes during

the day. The saving of time alone in hunting

desirable records practically compensates for

the salary paid the stock clerk.

MISS MACBETH RETURNS FROM EUROPE

Famous Operatic Soprano and Exclusive Co-

lumbia Artist Returns Home— Discusses

the Status of the American Artist

Miss Florence Macbeth, famous operatic and

concert soprano and exclusive Columbia artist,

arrived in New York recently after spending

some time in Europe. She was welcomed by

Miss Florence Macbeth
many friends well known in the musical and
social worlds, including several representatives

of the Columbia Phonograph Co. The news-

papers commented generally upon Miss Mac-
beth's return home and in a chat with one of the

newspaper reporters she remarked as follows

regarding American artists: "All the American
artist needs to-day is a little more hope and
charity and a great deal more faith on the part

of his own public and that public needs to find

the courage of its own convictions without the

persuasion of outside influences. We have
everything else we need for a musical nation."

VICTOR CHRISTMAS ADVERTISING

Some excellent advertising copj- has been pre-

pared by the Victor Co. for the use of dealers

in their pre-holiday campaigns. The theme of

the copy, of course, is a Victor talking machine
and records as a Christmas gift. Each adver-

tisement is well balanced and illustrated in a

most effective manner, and there is ample space

for the dealer's imprint. In some of the adver-

tisements space has been left for record lists

and for the insertion of prices beneath the

instruments. This is part of the dealer publicity

service of the Victor Co., and retailers may
secure any of the advertisements in electro or

matrix form simply by sending their request to

the Victor Co. and paying the postage charge.

GEISSLER BOYS WIN HONORS

Kenneth and Allen Geissler, eldest sons of

Arthur D. Geissler, president of the New York
and Chicago Talking Machine Cos., Victor

wholesalers in New York and Chicago, are win-

ning honors in athletics in their respective

schools. Kenneth is winning football laurels,

having been elected next year's captain of the

football team at St. Paul's, Concord, N. H., and

Allen this year made the Culver Military Acad-

emy team. He has also showed his prowess by

capturing the forty-^-ard swimming champion-

ship of the school.

The T. Fortas Furniture Co., Memphis,

Tenn., is featuring Okeh records in its new

store at 133 North Main street.

AFTER XMAS
After Christmas, when consumers'

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

cabinet phonograph, as well as those

who don't, could be sold

a Yale. These phono-
graphs can be used in so

many ways; as a table

phonograph, as an addi-

tional phonograph in a

large house, for automo-
bile trips, etc.

To offer an instrument of
such durability, beautiful

$10
YALE
PHONOGRAPHS

tone and impressive appearance for
?10 is really an achievement. It is

possible only because the Yale has
no frills. All material used is the
best of its class. The Yale is a sub-
stantial, gracefully designed and
scientifically built instrument.

It has a strong, easy-running
motor, with spring of best
material. One winding
plays entirely any twelve-
inch lateral record. The
reproducer is duplicated
only on very much higher-
priced machines. There is
an eight-inch heavy steel
turntable, nickel - rimmed,
and covered with best
grade of felt, and a cabinet
made of mahogany-finish
wood, ivory or wiiite enamel.

Investigate the Yale

!

Write for trade price, details and a sample
machine

DAVIS MFG. & SALES COMPANY
763 State Street New Haven, Conn.
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NEW ASSISTANT TO TREMAINE

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

Kenneth S. Clark, who has been connected

with Community Service since 1919, is within

a month to become associated with C. M. Tre-

maine, director of the National Bureau for the

Advancement of Music. He will first take up

the duties of assistant secretary of the National

Music Week Committee, of which Mr. Tremaine

is the secretary. Following the National Music

Week, May 4 to 10, 1924, Mr. Clark will assist

Mr. Tremaine in the work of the National Bu-

reau for the Advancement of Music. Mr. Clark

is a composer and was for five years on the

editorial staff of Musical America. During the

war he was the army song leader of the Sev-

enty-ninth Division, both in this country and

in France. Following his return to America

he joined the musical staff of Community Serv-

ice and for the last two years he has been in

charge of that organization's Bureau of Com-
munity Music.

DISPLAY ROOM IMPROVEMENT GROWS

New England and New York Dealers Alive to

Value of Improved Equipment—Recent Unico
Installations in These Territories

The Unit Construction Co., of Philadelphia,

Pa., manufacturer of "UnicO" equipment for

talking machine warerooms, has found consid-

erable activity among talking machine retailers

in New York and New England, expressed in

actual business received, and in extensive plans

for the future. Among recent installations was
one for the Alfred Fox Piano Co., well-known

retailer of the Knabe line in Stamford and

Bridgeport, which has also just opened a new
store in New Rochelle. The equipment ordered

was extensive and called for seven demonstrat-

ing rooms and a large record department for the

talking machine end of the business. The dec-

orative treatment of the lobby was particularly

attractive and a large Ampico display room was
provided for at the rear of the warerooms. The
entire work was in old , ivory and the finished

effect was particularly pleasing.

A complete rearrangement of the talking ma-
chine department was made for Sage & Allen,

of Hartford, Conn. The entire department was
moved to a better location and additional rooms
were set up, adding considerably to the facilities

of the warerooms.

Another complete rearrangement was made
for the Cauldwell Furniture Co., of Maiden,

Mass., where the original installation of "Unico"

equipment was rearranged and augmented - in

order to provide for the constantly increasing

business of the company.
On Long Island the new warerooms of Harry

F. Asher, of Mineola, were completely provided

with "Unico" equipment, consisting of rooms
and record racks efficiently arranged.

VICTOR DEALER ACTIVE MUSICALLY

Carbondale, Pa., December 4.—J. Harper Fulk-

erson, well-known Victor dealer in this city,

was an active factor in the success of a concert

given recently at the High School Auditorium

under the auspices of the Carbondale Orpheus

Glee Club. Mr. Fulkerson is an honorary mem-
ber of this club and his various suggestions as

to the program and to the general details of the

concert contributed materially to the success of

the affair.

ORIENTAL MUSICSHOP CHARTERED

A charter of incorporation was recently

granted to the Oriental Music Shop, of New
York City. The concern, which is capitalized

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

records. Incorporators are A. G. Aronson, H.

Herson and J. Levkov.

VOICE MADE VISIBLE AND ANALYZED

Now Possible to Know Why Certain Voices

Thrill and Others Only Please Us

The voices of some opera singers thrill us;

others merely please us. Do you know why?
Scientists have known that the effect of a

singing voice depends on two qualities—intona-

tion and vibration, involving the emotional qual-

ities of the tone. But it remained for Dr. Max
Schoen, of the Department of Psychology, Car-

negie Institute of Technology, to explain why
intonation so largely affects voice quality.

By careful analysis Doctor Schoen concluded

that we can trace many of our likes and dislikes

of singing voices to the manner in which the

singer attacks, sustains and releases each tone,

or progresses from one tone to another. To
demonstrate this theory, he developed a phono-

graph attachment to the tonoscope—recently

illustrated in the Popular Science Monthly—

a

delicate tone-analyzing instrument that produces

a picture of tone vibrations.

The tonoscope consists of a large motor-driven

revolving drum, painted white. On the white

surface are painted 18,095 dots arranged in 100

rows. The first row has 110 dots, the third 111,

and each succeeding alternate row one addi-

tional.

These dots are observed through a fluctuating

gas flame that can be moved from row to row
as the experimenter seeks the jDitch of the

singer's voice. The flame is caused to fluctuate

by vibrations of the singer's voice on a

diaphragm.

As the drum revolves at one revolution a sec-

ond, the dots become blurred. The row behind

the fluctuating flame, however, is seen to move
up and down with a jerky motion. When a

vocal tone strikes the diaphragm the experi-

menter moves the flame along the rows until

he finds a row that seems to stand still. A
scale indicates the exact pitch of the tone.

The name of the Central Talking Machine

Shop, Inc., 3 East Forty-third street. New York,

has been changed to the Retail Music Corp.

Matuml

Re-PWDmm
Adds

AMPLITONE
LOUD SPEAKER

ell a Loud Speaker
That's a Musical

Instrument!

EASY to sell the Atlas Loud Speaker to patrons of the

music store. Its perfect re-PRODUCING is appre-

ciated by the critics of music. The exclusive "double dia-

phragm" feature (pat. applied for) represents as great an

advance as the disc record over the old cylinder phonograph

record. Gives each tone variation its true, natural quality.

Distortion and blast eliminated by adjustment which fits the

Atlas Loud Speaker to the receiver and local conditions of

reception.

Write TODAY for Proposition and Illustrated Booklet "O"

Sole Canadian Distributors

The Marconi Wireless Telegraph Company of Canada, Limited

Montreal, Canada

Multiple Electric Products Co.Inc.

ORANGE ST.
RADIO
DIVISION NEWARK, N. J.
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De Forest Reflex Radio-
phone, Type D-10, a 4-tube
set using either storage bat-

teries or self-contained dry
ceils. A cross continent
range on indoor loop. Has
a reputation for the clearest

reception of broadcast in

existence.

D
Some of the famous labora-

tory tested De Forest parts.

Illustrated are the Variable
Air. Condenser, Variocoup-
ler, Coil Mounting, Honey-
comb Coil, Vernier Variable
Condenser, Tube Socket,
Five-point Switch,' Audion,
and Rheostat.

oreSt
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the Greater
Talking Machine Business

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

the radio receiving set was perfected and beautified it was truly

a musical instrument and belonged with their other stock.

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

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

De Forest Radiophone.

De Forest has always stood in the forefront of progress so far as

manufacture and scientific invention are concerned, and now the

De Forest Company takes a radical step in their new "Consignment
Plan" which takes all the doubt out of the radio business once and
for all.

This plan is explained in our new book "Building Your Radio Busi-

ness with Our Capital," and we ask you to write or wire for this at

once, if you are interested in the De Forest Agency for your territory.

In a word, it means that you can have on your floor a stock of

De Forest Reflex Radiophones, and you do not invest in them one
cent of capital for stock. These goods are placed on "Consignment"
and as they sell you deduct your compensation and remit the custom-
ers' money direct to De Forest.

This new plan is revolutionizing the entire radio industry, and natu-

rally enough, when you add to the De Forest Radiophone so far as

its quality and satisfaction are concerned the supremacy of a plan
which removes the last doubt from the radio business so far as the

talking machine dealer is concerned.

Immediate action is necessary, as the territories must be exclusive,

can not overlap, and we are making connections as fast as we can
make out contracts.

DE FOREST RADIO TEL. & TEL. CO., Dept.T.w.4 Jersey City, N. J.

// Located West of Pennsylvania Address

WESTERN SALES DIVISION

DE FOREST RADIO TEL. & TEL. CO., Dept. J.W. 4 5680— 12th St., Detroit, Mich.
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The NEW
Columbia

IS superior

Hearing
is believing

The Automatic Start and Non Set
Automatic Stop never fails. The turn-

table starts revolving when the needle is

placed on the record. Without previous ad-
justment it stops w^hen the music is finished.

This device has proved itself in ten thousand
tests. It IS an exclusive Nevs^ Columbia fea-

ture.

COLUMBIA PHONOGRAPH COMPANY
New York

Laxity Increases the Credit Losses of Retailers

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

Retailers are often at fault when there are

credit leaks, according to a comparative analysis

of the methods of retailers recently made by
the University of Nebraska, which secured data

on this subject through questionnaires sent to

dealers. The report contains some interesting

sidelights on the credit situation and may point

the way for dealers to eliminate losses suffered

through faulty methods.

"It is necessary to impress upon the applicant

for credit," says the report, "the terms of the

agreement when an account is opened. At this

time the applicant is alert to the fact that a

charge account is a privilege which must be

respected. It is not enough to print the terms

of the account on an application blank, for it is

essential to have the customers understand them
by spoken statement.

"If the terms of credit accounts demand that

accounts should be paid in 'thirty days,' they

should be presented to the customer in such a

forcible way that he may understand that the

account must be ^aid in thirty days.

"The value of placing a limit at the time of

opening the account on the length of time an

account may run, as well as on its size, is un-

questionable. It strengthens the moral respon-

sibility of the customer. If more people were
taught to realize that credit is a convenience

that cannot be abused difficulties resulting from
its use would greatly diminish. Educating peo-

ple into this attitude by insisting that 'terms

are made to be respected' is a wise policy.

"Many accounts which are carefully opened
are not paid when they are due, and for this

reason a sj'stematic collection policy is essen-

tial. This is not due to a malicious intent of

customers 'to make the firm wait for its money,'

but is caused in most cases by neglect. People

easily forget the unpleasant task of parting with

money. If attention, therefore, is not given to

collecting accounts when they become due, the

benefits of a careful extension of credit may be

lost.

Canada Patent

Applied

SECOND YEAR SUCCESSFUL LEADER

The Most

Dependable and

Inexpensive

Lid Support
on the Market
The bottom plate is

constructed of one
piece of metal and it

works automatically
perfect. No parts to
go out of order. The
hinges are made in

two styles—flexible and bent.

Patented

5ept.9.1919'

Two other patei

Aoolied for.

Samples on request.

STAR MACHINE& NOVELTY CO.
81 MILL STREET BLOOMFIELD, N. J.

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

"Accounts can be collected successfully by

several methods. Some merchants have success

with forms registered, and personal letters.

Other merchants use the telephone largely for

collection purposes, as it brings personal atten-

tion to the account. Other merchants collect

largely by means of a personal collector. In

fact, there is no 'best way' to collect outstand-

ing accounts. One store with an exclusive type

of patronage finds it advantageous to send only

statements of the account, since their customers

are easily offended, while another store can use

the above means, as one merchant aptly re-

marked, 'and then some.'

"Stores which have adopted firmness in han-

dling their charge account transactions do not

experience difficulty in collecting. Their plan

is simple, consisting of two points: First, the

account is opened on definite terms; second, the

account is collected on these definite terms.

The second point necessitates a careful follow-

up by correspondence until the account is paid.

Managers, as well as customers, neglect credit

terms. Although a majority of stores extend
credit on a thirty-day basis, very few firms hold

strictly to this term. In response to the ques-

tion, 'When do you consider an account over-

due,' sixty-one firms answered as follows:

"In cities of more than 50,000, twelve con-

sidered an account overdue in thirty daj's, twelve

in sixty days and six in ninety days. In towns
under 10,000, twelve considered an account

overdue in thirty days, nine in sixty days and

five in ninety days, and five allowed it to run

more than ninety days.

"Merchants thus are seen to be keeping two

sets of credit terms. First, the terms which

the}' hope the customers will respect; second,

the terms which they expect the customer to

respect. In the last few years a great many
credit managers have adopted a policy of firm-

ness in collecting accounts according to the

terms of the contract. They consider a debt

owed them for merchandise the same as they

do a promissory note. If it is not paid when
the terms say it should, they proceed to collect

it on the principle that firmness never ruined

a business. This does not mean that courtesy

and tact are disregarded."

JOHN CHARLES THOMAS IN FILMS

Well-known Singer and Vocalion Record Artist

Featured in "Under the Red Robe"

John Charles Thomas, well-known operatic

star and exclusive Vocalion Red Record artist,

has now stepped out officially as a star of the

films, being one of the featured players in the

cast of the elaborate motion picture, "Under the

Red Robe," which is now enjoying a successful

run at the Cosmopolitan Theatre, New York.

On the opening night of the show Mr. Thomas
appeared in person and sang several numbers
for the edification of the audience.

COLUMBIA DEALER IMPROVES STORE

The accompanying illustration, showing the

store of the New Furniture Co., Eagle Pass,

Texas, Columbia dealer, is typical of the type

of retail establishment that is rapidly replacing

TAMPA CONCERN CHANGES HANDS

Tampa, Fla., December 3.—Stanley Price and

Miss Edith Price, his sister, have purchased the

Victor department of Maas Bros, here and are

already actively promoting the business. Mr.

Price and Miss Edith have been with their

brother, M. L. Price, of the M. L. Price Music

Co. Both are well known in music circles. Miss

Price being the vocalist of the local Kiwanis

Club and an honorarv member.

New Type of Store in Eagle Pass, Tex.
the old-time false front frame buildings in the

small Western towns. Mr. Flores, manager of

this establishment, is responsible for the suc-

cess of the Columbia department, as this store

with a well-equipped phonograph department,

including three hearing rooms, is closing a very

satisfactorv business.

OKEH DEALERS HAVE UNIQUE STORE

Meinhart & Koehler, exclusive Okeh dealers

in Passaic, N. J., have an unusual establishment,

as it consists of a combination of a music shop

and a United Cigar Store agency. On one side

of the shop the dealers devote space exclusively

lo the music business, carrying at all times a

complete and extensive stock of Okeh and

Odeon records. The windows are always taste-

fully arranged, displaying the latest releases.

The Scott-Kelly Furniture Co., of Memphis,
Tenn., which handles talking machines, recently

moved to 92 North Adams street.

O T O R S
Ready (or Delivery

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

MERMOD & CO., 'sEastf'''
Telephone Ashland 7395
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reetin
To our many patrons and friends

in the Victor business, and, to the

vast legion of co-workers who

constitute the musical industry

of America, we extend our best

wishes for a very

MERRY CHRISTMAS
AND A

HAPPY NEW YEA
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VICTOR KIDDIE RECORD ENVELOPES

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

Pittsburgh, Pa., December 5.—The Standard

Talking Machine Co., of this city, Victor whole-
saler, is receiving large-sized orders from Victor

dealers everywhere for the Kiddie record en-

velopes which it recently introduced. This
series of record envelopes is proving a signal

success and Joseph Roush, president, and Wal-
lace H. Russell, manager of the company, have

received many letters of enthusiastic commenda-
tion from Victor retailers.

These envelopes were designed to help the

dealers sell Victor records and apparently they

are fulfilling this purpose admirably. There are

four envelopes in the series, featuring the fol-

lowing Victor records: No. 16863, Mother
Goose Songs (1) Moo Cow Moo (2) His New
Brother; 16955, Morning in Noah's Ark and
Mr. Rooster; 17104 (1) London Bridge (2)

Here We Go Round the Mulberry Bush and
Round and Round the Village; 18599, Wynken,
Blynken and Nod and The Sugar Plum Tree.

Each envelope in the scries is attractively litho-

graphed in bright colors to catch the attention

of the kiddies and their parents, and it is sug-

gested that Victor dealers sell the records in

sets of four or singly. The envelopes are de-

cidedly original in design and represent a timely

selling help for the Victor dealer.

AGGRESSIVE COLUMBIA DEALER

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

The Music Shop, of Niagara Falls, N. Y.,

exclusive Columbia dealer, has been flooding

its section of the country with the Columbia

New Process demonstration records. Two large

records measuring fifteen feet in diameter were

fastened to the sides of a large truck and painted

signs advised the public that Columbia New
Process records were on sale at the Music

Shop. J. A. Goldstein, owner of the store, states

that he has placed at least one Columbia New
Process record in 80 per cent of the phonograph

owners' homes within four weeks and this is

particularly interesting in view of the fact that

there are 25,000 homes in Niagara Falls and

vicinity. Mr. Goldstein has again entered the

field as a soncrwriter with a new number.

Dealers' Repairs
FINEST SHOP IN THE CITY
Facilities for the repair of every
make of sound box and motor

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

IDEAL REPAIR SERVICE
284 East Houston St. New York City

CLINE=VICK CAPITALIZES FIRE

Durability of the Victor Demonstrated by Fire-

charred Instrument Taken From the Ruins of

Marion, 111., Branch of the Company

T. H. WOLLEV TAKES PARTNER

Mauion, III., December 2.—A fire-charred ruin

of a Victrola taken from the local store of the

Cline-Vick Stores after a fire had destroyed the

establishment, resulting in a loss of about

$65,000, instead of being relegated to the scrap

heap, has been turned into an advertising instru-

ment of exceptional force. In short, although

the machine cabinet was badlv burned the in-

Victors That Survive the Fire

, strument was found to be playable. Fay Luys-
ter, the live manager of the talking machine
department of this concern, which operates a

number of stores in this part of the State, took

advantage of the opportunity to show how well

the Victrola stands up under punishment by
placing the damaged machine in front of the

store and playing the latest recordings on it.

Naturally this unusual display excited a great

deal of attention and even the local newspaper
devoted space to a description of the exhibit.

POOLEV LINE WITH MARCELLUS ROPER

Worcester, Mass., December 4.—The Marcellus

Roper Co., of this city, well-known piano and
phonograph dealer, recently made arrangements
whereby it will handle Pooley phonographs.
The store closed this deal with the W. B. Glynn
Distributing Co., Saxtons River, Vt., Pooley
distributor in New England. Plans are being

made to display a complete line of Pooley

phonographs and the prestige of the Marcellus

Record Co., in this city, will undoubtedly be

a factor in developing Pooley distribution.

JOSEPH LANDAV PASSES AWAY

Joseph Landay passed away at his late resi-

dence in New York on Thursday, November IS,

in his seventy-first year. The Landay brothers

and the firm of Landay Bros., Inc., wish to

express their gratitude for the many letters of

sympathy received from members of the music

trades.

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

Meriden, Conn., December 8.—Thomas H. Wol-
ley, who has conducted a very successful busi-

ness in this city for the past five years, has

taken W. H. More as a partner in the business.

Mr. More has had wide experience in the talk-

ing machine business, having been manager of

the Hartford, Conn., establishment of Widner's.

During the two years prior to his present con-

nection Mr. More was traveling representative

for the Columbia Phonograph Co.'s New York
branch.

The establishment of this live dealer has re-

cently been enlarged and considerably improved
by the addition of much new equipment, such

as record demonstration booths, record racks

and service counters. A feature of the store is

the installation of two spacious and attractive

display windows.

The partnership of these two live members
of the trade already has been instrumental in

increasing business, which bids fair to make
steady forward strides during the Winter
months. The lines handled include Columbia,

Brunswick and Pooley phonographs.

NUMERICAL RED SEAL CATALOG

C. C. Mellor Co. Issues Timely Numerical Cata-

log—Victor Dealers Use Book to Advantage

Pittsburgh,. Pa., December 4.—Thomas T.

Evans, manager of the wholesale Victor depart-

ment of the C. C. Mellor Co., of this city, has

been congratulated upon his initiative in pre-

paring for the use of Victor dealers a numerical

list of Victor double-faced Red Seal records.

Within a few weeks after this book was com-

pleted Mr. Evans had received orders for more
than 10,000 copies and requests for additional

copies are being received daily. The book, in

addition to containing a numerical list of

double-faced Red Seal records, also contains

present listings of the remaining single-faced

Red Seal records. Its practical value was

quickly appreciated by the dealers, who are

using it to splendid advantage.

STYLUS BARS

Stylus Bar & Mfg.Co
Clague Rd.

North Olmsted

p. O.. ROCKY RIVER, O.

OHIO
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BANNER 50^ RECORDS

BANNER has brought success

to hundreds of merchants be-

cause it gives their customers

full 75c of record value for 50c.

In the quaHty of materials and
recording, BANNER is equal

to the best 75c product made.

From the point of quick re-

lease of hits, BANNER has a

record for making big release

scoops that stands head and
shoulders above all competition.

Always—the basic idea back
of the BANNER RECORD is

to give a product of the highest

quality at a popular price.

WeMerelyPoint
to Fact!

In 1921, two million 50c rec-

ords were sold. In 1922, twelve

millions were sold. In 1923,

twenty-five million 50c records

will be sold.

Do you see the certainty of a

tremendous increase in 1924-

1925—and after? Do you see

the enormous sales that deal-

ers in 50c records are making
continuously?

90% of your profits come from
the sale of popular selec-

tions and it is in this field that

BANNER has attained phe-

nomenal growth, chiefly be-

cause it satisfies the demand
of thousands of record users

for a good quality record and
a 50c price.

The BANNER proposition

will interest you!

Write us!

I

Plaza Music Co. 1&W20ikSt.NewYork,N.Y



50 THE TALKING MACHINE WORLD December 15, 1923

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

POOLEY PHONOGRAPH
proven out by experience to be a high quality desirable product, in

a class of its own; our files and present jobbers will verify the state-

ment that the Pooley Phonograph has been a sales success wherever
it has been introduced.

POOLEY FURNITURE CO., Inc., 16th St. and Indiana Ave., Philadelphia, Pa.

Washington Victor Jobbers and Dealers Meet
Interesting Talks by F. K. Dolbeer, Sales Manager of the Victor Co., and Emil Berliner Feature

Dinner-meeting Arranged by Victor Wholesalers With Victor Dealers as Guests

Washington, D. C, December 4.—The various

Victor distributors of this city tendered a dinner

to local Victor dealers at the Raleigh Hotel

on the evening of November 19 at which Frank

K. Dolbeer, sales manager of the Victor Talk-

ing Machine Co., and Emil Berliner, pioneer in

the talking machine record field, were guests

of honor and principal speakers. During the

course of the dinner vocal selections were ren-

dered by Edward Chick. More than 100 people

a cheaper article. He also outlined the great

care and detail required in the manufacture of

a product in which quality was the chief con-

sideration and traced the history of a Victrola

and a record from the securing of the raw

product in the heart of Africa and India down
to the assembling of the machine and the press-

ing of the record. In closing Mr. Dolbeer

described to the dealers the organization of the

\'ictor Talking Alachine Co.; classifying the va-

Victor Dealers Guests of

were present and listened to Mr. Berliner's in-

teresting address on "The development of the

phonograph record, its early history and the

progress made up to the present time." His

message was most enthusiastically received.

Following Mr. Berliner's address, Mr. Dol-

beer spoke, dwelling principally upon the qual-

ity product manufactured by the Victor Co.

He emphasized the point that the company was

always ready to increase its expenditure in

order to improve the quality of its product

rather than make a larger margin of profit and

Washington Wholesalers

rious departments and naming their heads,

showing how all came under the direct control

of Eldridge R. Johnson, president. The ap-

plause following Mr. Dolbeer's address was tre-

mendous and showed the thorough appreciation

by the guests of the speaker and his message.

At the conclusion of Mr. Dolbeer's address

the meeting was adjourned to a larger room,

and, to the accompaniment of one of Washing-

ton's leading dance orchestras, dancing contin-

ued until the small hours of the morning. The
Victor distributors of Washington thanked the

THE SEASON'S DEMAND
THE CHAMPION
PHONOGRAPH
Machine No. 10

Sample to Dealers $6.75—Write for

prices in quantities

This artistic table machine is just the

thing you want for the holiday trade.

Being carefully made, with a reliable

motor, 10-inch turntable and throw
back tone arm and sound box.

Place \)our order nom.

THE SPECIALTY PHONOGRAPH AND ACCESSORIES CO.
Manufacturers "Specialty Brand" Products

210-212 EAST 113th STREET NEW YORK. N. Y.

Victor Co. for the courtesy extended in making
their meeting a success through the presence

of Mr. Dolbeer. The latter, by the way, spent

the following day, Friday, visiting the trade in

Washington, in calling at the warerooms of

every local Victor dealer. '

In addition to the aforementioned guests of

honor was William T. Davis, traveling repre-

sentative of the Victor Co. in this district.

The distributors were represented as follows:

From Cohen & Hughes, Inc.: I. Son Cohen,

president; William Biel, secretary and treasurer;

E. J. Totten, general sales manager; Leslie

Lore, sales manager; H. B. Thomas, the Misses
F. L. Goldstein, Adele Zuberano, Billie Zuber-

ano, N. O'Connor and Mrs. Grace Hadaway.
From E. F. Droop & Sons Co.: C. A. Droop,

president; E. H. Droop, secretary; Samuel Fay
Harper, treasurer; W. R. Lyman, Arthur A.

Brandt, C. T. Dietz, W. S. Jackson, Seymour
Whitney, C. L. Howser, F. X. Boucher, Charles

Hoge, A. B. Mudd, R. L. Ferryman, M. G.

Dorn, Irving Plant, J. F. Saunders, W. T.

Glover, Chas. Woodward, Robert Lyman, the

Misses Mildred Miller, A. Wollberg and Ger-

trude Day.

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

Among the dealers present were the following

firms with their representatives:

O. J. DeMoll & Co.: O. J. DeMoll, proprietor;

Howard Green, R. A. Graver, H. P. Jones.

Ansell, Bishop & Turner, Inc.: Charles Jacob,

C. J. Turner, S. Howard Bishop, proprietors;

I L. Goodson, Mrs. Margaret Ferris, Miss

Grace Sparshott, Mrs. L. A. Lipscomb. Mt.

Pleasant Talking Machine Shop: F. S. Harris,

prietor; John Abendschein, talking machine

I-ouis, Jos. Goldenberg, proprietors; M. J.

Money. The Hecht Co.: H. H. Levi, general

manager; C. P. Rouse, talking machine manager;

C. B. Dulcan, Chas. Hutchinson, M. S. Reamey.

Homer L. Kitt Piano Co.: Homer L. Kitt, pro-

prietor; John Abendschein, talking machine

manager; Francis X. Regan. F. O. Sexton Co.:

F. O. Sexton, proprietor. Hugo Worch: Hugo
Worch, proprietor; F. 'G. Grimes. Arthur Jor-

dan Piano Co.: Frank Kimmel, manager; Thos.

Kavanaugh, talking machine manager; Mrs. M.

Skinner. Van Wickle Piano Co.: C. Morrell,

manager; Mrs. C. A. Cannon. 5. Gordon Music

Co.: The Misses Rebecca and Florence Gordon.

K. C. Sexton Co.: J. F. Sexton, proprietor; the

Misses Marie C. Sexton and Corinne Fowler.

Woodward & Lothrop; R. H. Keller, talking

machine manager; H. E. Eney. Wm. Mushake:

Wm. Mushake, proprietor; Mrs. Wm. Mushake,

Mrs. Emma Padgett. S. Kann Sons Co.: J. Mac-

Farquhar, talking machine manager; H. E.

Hochberg, H. A. Chick, Miss " Beatrice Knott.

F. E. Hamer has opened a music store in

Fond du Lac, Wis. Phonographs are handled.
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Our Greetings express sincere thankfulness and

appreciation to the many friends who have enabled

us to approach the new year full of optimism and

confidence. We believe 1924 will reward us all in

the proportion that we are willing to serve.

To all our friends we extend the heartiest greet-

ings for a Merry Christmas and a healthy, happy
and prosperous New Year.

Talking Mach ine Co.
28-30 W. 2322 ST. NewYork N.Y

VICTOR WHOLESALE DISTRIBUTORS

iiniJiuLni;
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More Record Profits for Victor Dealers
These Beautiful Envelopes Lithographed

In Bright Colors

Are Selling These Records

16883 16955 17104 18599

FUN
KIDDIES

play these
Victor Records

FOR Children

ON THE ViCTROLA
A BIG DOUBLE-SIDED ^7 ^
RECORD - - ONLY # OC

Mailed to Any Address

Ar^ICT OF WHOLESOME
V3ir 1 ENTERTAINMENT

This Card

and an attractive

window sell

Kiddie Records

like Hot Cakes

Prices - Envelopes, $4 per

100, from your jobber or

from us (in sets of 4 only)

.

Complete set including

records makes a wonderful

Christmas Gift, retailing

for $3.00.

STANDARD TALKING MACHINE COMPANY
Exclusive Victor Wholesalers

PITTSBURGH, PA.

SONORA JOBBERS VISIT NEW YORK

Western and Eastern Jobbers Hold Informal

Meetings—Discuss Plans for Coming Year

The executive offices of the Sonora Phono-
graph Co., New York, almost resembled a con-

vention gathering last week, when quite a num-
ber of Sonora jobbers decided to visit the home
office at approximately the same time. With
the first arrival of the Sonora wholesalers it

soon became evident that there would be an

opportunity fox a get-together informal confer-

ence and C. W. Keith, president of the Sonora

Jobbers' Association, took advantage of the

opportunity to suggest that the Eastern job-

bers visit New York in honor of the arrival of

their Western associates. At these informal

meetings interesting discussions were held rela-

tive to plans for the coming year, and the prin-

cipal object of the Western jobbers' call at the

executive- offices was to insure sufficient prod-

uct for 1924.

Among the Western Sonora jobbers who at-

tended this informal gathering were F. R.

Travers, Magnavox Co., San Francisco, Cal.;

Fred E. Yahr, Yahr & Lange Drug Co., Mil-

waukee, Wis.; R. H. Rodway, Sonora Phono-
graph Co. of Illinois, Chicago, 111.; J. T. Pringle

and J. L. DuBreuil, Sonora Phonograph-Ohio
Co., Cleveland, O.; M. R. Miller, Sonora Dis-

tributing Co. of Pittsburgh, Pittsburgh, Pa. The
Eastern jobbers in attendance were Maurice

Landay, Greater City Phonograph Co., New
York, N. Y.; R. H. and C. W. Keith, Long
Island Phonograph Co., Brooklyn, N. Y. ; C. T.

Malcolm, Gibson-Snow Co., Syracuse, N. Y.

;

E. S. White, Sonora Co. of Philadelphia, Phila-

delphia, Pa., and Joseph H. Burke, Sonora

Phonograph Co. of New England, Boston,

Mass.

VICTOR PRE=HOLIDAV PUBLICITY

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

The newspaper advertising which is being in-

serted by the Victor Talking Machine Co.

during the early part of December, as a fore-

runner of the holiday season, is said to be the

greatest full-page newspaper campaign ever un-

dertaken by any company in any field at any

time. This special campaign consists of three

full pages run at intervals of about a week, the

first page being devoted to Red Seal artists, the

second page to the popular Victor artists and

the third page to Victor Red Seal artists. These

pages are being run in every newspaper of im-

portance in practically every city throughout

the entire United States.

This great advertising campaign has been in-

serted in addition to the extensive newspaper

campaign which is being continually carried on

by the Victor Co. in connection with the weekly

1 clease of new records, etc.

SPECHT HOST TO COLUMBIA OFFICIALS

Paul Specht, exclusive Columbia artist and

prominent orchestra director, now playing at

the Alamac Hotel, New York City, gave a

Thanksgiving dinner at the hotel in honor of

the officials of the Columbia Phonograph Co.

Ingenious cakes made in the form of phono-

graph records, on which the Columbia labels

were exactly reproduced, surrounded a huge

candy phonograph in the center of the table.

The favors were hand painted and unique in

design. The officials of the Columbia Co. pres-

ent included H. L. Willson, president and gen-

eral manager; George W. Hopkins, vice-presi-

dent and general sales manager; R. F. Bolton,

manager of the recording laboratories; O. F.

Benz, record sales manager; L. L. Leverich, ad-

vertising manager; John Brown, assistant man-

ager, recording laboratories; Frank Walker and

F. James.
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Music Store Is the Sales Center for Radio
Frank Dorian Gives Some Logical Reasons Why Talking Machine

Retailers Are Ideally Fitted for Handling and Exploiting Radio

[Editors Note.—Frank Dorian, manager of the General

Radio Corp., Pittsburgh, Pa., the writer of this article, has

been identified with the talking machine industry since its

very earliest days. He po.ssesses a thorough knowledge of

the merchandising problems of the industry, hence his

views on how radio should be handled in the talking ma-

chine field are of especial importance to our readers.]

Talks with music dealers and items in The

Talking Machine World and other trade publi-

cations clearly show that the idea is gradually

permeating the industry that the sale of radio

appliances naturally and properly belongs in

the hands of the music dealer. That the

thought has not made more rapid progress or

achieved a wider practical application may be

due to lack of specific information among mu-

sic dealers as to how easily radio may be com-

bined with other lines of musical merchandise.

Lest there be some "doubting Thomas" ready

to grin derisively at the inclusion of radio

among "other lines of musical merchandise"

let it be stated, right at the start, that the

phrase is used deliberately, intentionally "and

with malice aforethought." Radio, as we know
it to-day, is a new method of spreading a

knowledge and appreciation of music or of

catering to that knowledge and appreciation.

What has given radio its present popularity?

Broadcasting. Broadcasting what? Music,

first and foremost. , Music is universal and im-

mortal. It speaks all languages—it lives though

men may die. The media by which it is pro-

duced or reproduced may change, but they

change slowly. The present-day piano is the

logical development of the harpsichord and the

spinet of our forefathers; modern wind instru-

ments are natural evolutions from the crude

trumpets of the ancients.

It has taken forty years to develop the pho-

nograph from Edison's tin-foil creation to the

superb musical instrument of to-day; and
twenty years elapsed after Edison startled the

world with an instrument to record and repro-

duce sound before the talking machine became
an article of popular merchandise or was rec-

ognized as a logical part of the stock in trade

of the musical instrument dealer. The greatest

developments in the phonograph, musically and
mechanically, have taken place since it became
an accepted part of the musical instrument

trade.

Those of us who had a share in popularizing

the phonograph can never forget the difficul-

ties faced and overcome in persuading the mu-

sical merchandise dealer to handle this amaz-

ing novelty. The early instruments were crude,

the records were fragile and imperfect, prices

were so high that only the rich could afford

lo buy, and the attitude of the retailer was one

of skepticism—a fear that the demand was only

a passing fad that would soon subside and

leave the dealer with an unsalable stock on his

hands. It was only when the sale of phono-

graphs reached a volume that seemed to

threaten serious inroads on the sale of "parlor

organs" and pianos that the great body of mu-
sic dealers realized the talking machine was

here to stay and it behooved them to get on

the band wagon while there was yet room.

Talking Machines and Radio Allies

It is not uncommon to-day to hear talking

machine dealers blame the sale of radio sets

for whatever decrease in the sale of phono-

graphs they have experienced. Those of us

who have been fortunate enough to read the

hand-writing on the wall and assist in bringing

these two important members of the musical

family into one household have no fears of the

future. There will continue to be an enormous

demand for phonographs and records as long

as any of us now in the trade may live, and

probably for generations longer. Radio, too,

is here to stay. It is a lusty youth, but it is

only a youth. The merchant who adds radio

to his line now not only may share in its profit-

able growth, but may look forward to long

years of increasing sales and profits.

The music dealer should handle radio, not

only because it belongs in the field of music^

but because he is the best equipped merchant

to market the goods. The whole tendency in

the radio field is toward the complete receiving

set. There will always be amateurs who will

build their own sets, but the great market for

radio goods is among the same class of people

who are buying pianos, phonographs and simi-

lar goods. Every home is a prospect for radio.

The average man and woman, who knows little

or nothing of electrical and mechanical details,

wants a radio set that needs no more attention

than fastening the ends of wires in binding

posts, turning a knob and getting results

—

something that can be placed on a table in

living room or library without a mass of com-

plicated and unsightly wires and doo-dabs—and

the leading manufacturers have recognized that

desire and supplied it.

The electrical dealer is the largest seller of

radio goods to-day only because the public has

learned to look to him for what they want in

that line. He does not go out after business.

He does not know how. He displays the goods

in his windows and waits for customers to

come inside. The music dealer, with his ex-

perience in soliciting orders for pianos, phono-

graphs and other musical instruments, not only

comes into daily contact with the very people

who are prospects for radio receiving sets, but

he knows how to reach them most readily and

effectively. Put radio receiving sets in your

store, and every time you send out a list of

records or player rolls, enclose a leaflet about

radio. Use the same methods as in selling

other musical instruments and you will sell

more receiving sets in a month than the aver-

age electrical dealer can sell in three months.

Those who use canvassers or send out sales-

men should let them carry along a complete

radio receiving set— (one to operate from dry

batteries and using a plug to screw into an

electric lamp socket in place of an outside

antenna wire)—and demonstrate in the homes
of prospects. Very few of those demonstrating

outfits will ever come back with the salesman

—

he will sell them on the spot.

Now let us consider some of the objections

most frequently raised by music dealers, and

see how little basis they have.

"Radio is an electrical device and has no

place in a nnisic store."

Interesting, if true, but happily not quite true.

Had the use of radio as a "wireless telegraph"

remained its principal use, little would be heard

of it to-day outside of technical circles. When
it was applied to telephony and the broadcast-

ing of music became general, it automatically

passed from the electrical field into the domain
of music. Electricity is merelj' the motive

power by which radio waves are set in motion.

True, there are wires, rheostats, condensers and
other electrical parts used in the construction

{Continued on page 52)

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

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

ELMIRA ARMS CO., WHOLESALERS ELMIRA, N. Y.

rrri
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The NEW
Columbla

is superior

Hearing
is believing

Never was there a more precise

motor. With the accuracy of a watch the

New Columbia Motor delivers an even and

measured flow of power which makes the

rhythm, tempo and tone of each record per-

fect.

COLUMBIA PHONOGRAPH COMPANY
New York

Columbia

MUSIC STORE RADIO SALES CENTER
(Continued from page 51)

of radio receiving sets. But the use of springs,

gears, pinions, ratchets, pawls and other clock

parts in the motive power of phonographs does

not make the talking machine a clock; the use

of pneumatics in player-pianos does not make

them wind instruments; and the use of elec-

trical parts in a radio set does not make it an

electrical device. In its common use to-day,

it is an instrument for the reception and re-

production of music, in which electricity is

merely the motive power. Because of its con-

struction, its early marketing through electrical

dealers was a natural first step. Early forms of

receiving sets were largely home-built by ama-

teurs and experimentalists; the parts used were

mostly common forms of electrical devices

adapted to a new use, and the adjustment and

operation of the completed device was so diffi-

cult that only a clever and painstaking elec-

trical "fan" could successfully operate it. But

that is all a thing of the past. The develop-

ment of the vacuum tube not only gave a fresh

impetus to radio popularity, but made it pos-

sible to construct receiving sets that the average

man can easily set up and a child can operate.

"/ will have to put in a stock of elec-

trical parts and keep a service man to set

up instruments and make adjustments."

Another imaginary difficulty. Stock complete

sets—sell complete sets. Select the product of

reputable makers only—there is a wide range of

choice—and confine your sales to complete sets.

Component parts are bought principally by ama-
teurs who want to build their own sets, and the

electrical dealer is the best source of supply

for that material. The modern vacuum tube

set is made in many forms at prices ranging

from $50 to $750, but most of them are so

completely self-contained that any intelligent

man who can read plain instructions 'and follow

a simple diagram can set them up and operate

them readily. There are, however, a few desir-

able accessories in frequent demand, such as

vacuum tubes, loud speakers, phonograph at-

tachments (for connecting the radio set to the

tone-arm of talking machines and using the lat-

ter as the radio loud speaker), etc. The sale

of these accessories is optional, but they are

easy to handle and their sale is profitable.

"The changes in radio sets are so rapid

that what is salable to-day is out of date

to-morrow, and the dealer may lose his

investment on obsolete models."

That was partly true two years ago; it is not

true to-day. Radio has reached a stage in its

development where fundamentals, at least, are

standardized. Refinements and improvements
will continue, of course; but there is no danger

of loss because of sudden or radical changes in

product. The leading manufacturers of repu-

table lines (and you should not handle any
other) have generally followed the policy of re-

lieving their dealers of discontinued models or

adjusting prices on stock in dealers' hands in

such a way that the dealer may dispose of the

#reetmgg

The Bristol & Barber Co., Inc., OKsk. Distributor,

esteems it a privilege and pleasure to extend Christ-

mas and New Year Greetings to OKjd^ Dealers. The
past year has been a phenomenal one for QKtf^
Records, but 1924 promises to even outdistance the

year now closing in sales volume and prestige.

For this expression of loyalty and confi-

dence we are appreciative and thankful

BRISTOL & BARBER CO., Inc.

3 EAST 14th STREET, NEW YORK

radio merchandise he has on hand at a profit.

"How much will I have to invest in an

initial stock?"

The initial investment may be small or large,

as you prefer. You may buj' a single set at a

net cost of from $35 to $235, according to type,

use it for demonstrating, and order additional

sets as you take orders from your customers.

That is not recommended, but it can be done.

The objection to it is that in the busy season,

as in other lines, the demand exceeds the sup-

ply and jobbers cannot always deliver as fast

as you can sell. If you want to feel your way
into the radio business and play safe, put in

from three to six sets of different styles and
prices to give your customers some latitude

of choice, at a net cost of from $150 to $2,500,

according to type and quantity. Any radio

jobber will gladly give you information as to

which types of sets are most in demand and
may be stocked with the greatest certainty of

quick sale.

But whether you get into radio on a large

scale or small, get in—and GET IN NOW! It

belongs to you. It is growing far more rapidly

than those outside its ranks can realize.

Will the music trade sit back and watch this

growth in other and less competent hands, only
to sigh and shake its head and say, a few years
hence: "I could have had that child in my
family a few years ago, but I was afraid it

would cost too much to raise it?" Or will it

take the child into the family where it belongs,
help to develop it, and share the profits while
it is developing, as well as the larger, richer

profits which will come with maturity?

OKEH ARTIST VISITS NEW YORK

Fiddlin' John Carson, champion fiddler of

Georgia, who records exclusively for the Okeh
library, spent a week in New York this week,
making some new Okeh recordings. This was
Fiddlin' John's first visit to the metropolis and,

according to his comment, there were several

things that did not meet with his approval.

There was too much city and not enough "coun-

try" to suit his taste and he was glad to return

to the sunny South. This popular backwoods
virtuoso has played his violin in thirty-two

States of the Union in addition to radio broad-

casting. His first Okeh records have been very

successful, particularly in the South, and Okeh
dealers have evinced keen interest in his new
recordings.

J. M. HOUGH OPENS NEW STORE

Frack\ille, Pa., December 7.—A new music

store has been opened at 46 South Lehigh ave-

nue by John M. Hough, of Shenandoah. Mr.

Hough is well known in this section, having

been engaged in the piano business at the latter

place for manj' years. Adam Balliet, of Yates-

ville, will act as manager of the new store,

which will carry a full line. The establishment

has been fitted with modern fixtures and pre-

sents a pleasing appearance.
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proper wave length
and listen in on this

brief program.

We extend the season's greet-

ings to you and wish for you

a most prosperous New Year.

Signing off—

G. BRUNO & SON, Inc.
Victor Wholesalers to the Dealer Only.

351-353 4th Ave. New York, N. Y.
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New Selling Plans Stimulate Odeon Business

Album Sets and Famous Masterpieces Assist Odeon Dealers in Developing Business—How General

Phonograph Corp. Co-operates With Trade— Interesting Interview With Otto Heineman

At the conchision of one of the most success-

ful years in its history the General Phonograph

Corp., New York, has been receiving many

enthusiastic expressions of commendation from

Okeh and Odeon jobbers throughout the coun-

try. The past twelve months have been note-

worthy for the tremendous strides made by this

company's record division, but the most grati-

fying feature of the year's activities has been

the tremendous popularity and demand for

Odeon records.

Otto Heineman, president and founder of the

General Phonograph Corp., is directly respon-

sible for the introduction and development of

the Odeon record library in this country. A
keen student of records and recording, based on

an experience and knowledge of twenty years,

Mr. Heineman realized a number of years ago

that there was an unlimited market for Odeon

records in this country, provided they were

merchandised properly and presented to the

dealers in a measure commensurate with their

musical value. While in Europe in 1920 Mr.

Heineman completed arrangements with the In-

ternational Talking Machine Co., whereby the

General Phonograph Corp. was given the ex-

clusive right to import the matrices of record-

ings by world-famous operatic stars, interna-

tionally known musical organizations and the

foremost musical celebrities of practically every

country in Europe. Records from these ma-

trices are pressed in the Okeh factories and

released under the Odeon label, each month a

new list being issued.

In a chat with The World Mr. Heineman

gave some interesting facts regarding the

Odeon library, stating, in part, as follows: "In

the past only those people who traveled in

Europe were privileged to hear ,
European or-

chestras at their best, for it has long been

conceded that famous musicians from Europe

lacked the divine inspiration of their art when

away from their own countries. Although they

are frequently heard in this country their per-

formances do not possess the high degree of

artistry that characterizes their playing in their

home lands.

"Realizing that records made in the United

States by visiting orchestras would be of sec-

ondary musical value to the records made by

these same musicians in their own natural en-

vironment, we arranged several years ago to

bring into this country matrices of Odeon rec-

ords, recorded in Europe and pressed here

under the Odeon label. In Europe Odeon rec-

ords stand for the highest type of music obtain-

able and the selection of orchestras for record-

ing on these records is a matter of the greatest

care. Only artists ol exceptional musical abil-

ity and reputation are chosen and recording ex-

peditions travel periodically into all of the Eu-

ropean countries, making recordings of cele-

brated orchestras in their native lands.

"Our policy of importing recordings by Eu-

ropean artists has met with widespread com-

mendation on the part of the trade, music

lovers and music critics in this country. There

is available an exceptional library of European

music, including recordings of famous master-

pieces never before reproduced here. Popular

continental selections as well as classics by the

world's greatest composers are played by the

most noted orchestras of Europe for the Odeon
library and recordings of complete symphonic

Otto Heineman
works were introduced for the first time on

Odeon records in Europe. Travelers brought

these sets of records back to the United States

and we realized immediately that there were
wonderful sales possibilities in this plan of

recording and merchandising.

"During the past year we have placed on the

market several albums containing complete fa-

mous compositions. The first set featured three

twelve-inch Odeon records containing complete

recordings of Schubert's Unfinished Symphony
(the Symphony in B Minor). Music lovers all

over the country were delighted to obtain com-
plete recordings of this famous masterpiece,

and the orders received from our jobbers and
dealers were far beyond all expectations. En-
couraged by the enthusiastic reception accorded
this collection we then issued another album of

three records, containing the complete record-

ings of the overtures to 'Der Freischutz' and
'Oberon,' the two most famous operas by the

pioneer composer of romantic music, Carl Maria

von Weber. In order to secure the very best

interpretation of these masterpieces the Odeon
organization arranged for the services of Edu-
ard Moerike and His Orchestra of the German
Opera House, Berlin. This eminent director is

well known in this country, having visited

America last year as associate conductor of the

Wagnerian Opera Co. and attaining such a

marked degree of success that he is now on his

second tour of the country with the same or-

ganization. This new album of records has also

met with a hearty welcome from the trade, and
our policy now includes the issuance of albums
of rare records at stated intervals.

"In the field of light classical music the

Odeon Co. succeeded in securing two of the

most celebrated orchestras of Berlin as exclu-

sive artists. The names of Marek Weber and
Dajos Bela are now known to the phonograph
dealers of this country and to many thousands

of music lovers. Among other famous artists

who made their first recordings on Odeon rec-

ords are Alfred Piccaver, Richard Tauber,

Maria Jeritza, Barbara Kemp, Giacomo Lauri-

Volpi, Maria Ivogun, Elisabeth Rethberg and
many others. We have released so far about

5,000 selections from the immense repertoires

of the Carl Lindstrom Co. and over 50,000 re-

cordings are at our disposal, to be issued by
this company under the Odeon label."

A. J. HAND OPENS NEW STORE

Little Falls, Minn., December 5.—A. J. Hand
has leased the store in the First National Bank
Building, this city, formerly occupied by the

Folsom Music Co., and on December 1 will

open a new music store. Mr. Folsom has closed

out his stock here and will concentrate in the

future on his store in Brainerd. Mr. Hand will

carry a complete stock of pianos, talking ma-
chines and records, sheet music and musical

merchandise. He is a well-known musician of

fifteen years' experience and is widely known
in this locality in that capacity.

HOW CUSTOMERS^ULD BE TREATED

The customer, actual and prospective, is the

outstanding figure in export trade, says C. J.

North in Commerce Reports, published by the

Department of Commerce in Washington. To
cater to his needs, desires and whims and to

keep him in a receptive mood should be the

task of every export manager, and, we might

add, it is the task of every retail domestic talk-

ing machine manager to handle his customers

with equal tact.

L. H. WEBER ENTERS FIELD

East Hartford, Conn., December 4.—A new
music shop has just been opened at 1257 Main
'Street, by L. H. Weber. The store, which is

the onl}' music establishment in town, has been

renovated and improved in many ways. Mr.

Weber was one of the proprietors of the Hart-

ford Music Store.

For

Portable

and

Cabinet

Phonographs

The Naturelle Co.

125 East 23rd St.

New York, N. Y.

NATURELLE is the original Reproducer
of its kind—a chemically prepared wooden
diaphragm—with complete sound box and
horn attachment. Buy NATURELLE and
you get the natural voice of the singer and
instrument, very distinct and musical, with-

out the metallic sound which the mica

diaphragm gives out. All infringements

will be prosecuted. Beware of imitations.
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Letting the PhonographDealer

in on Some News

One o/ the iWustrations used in QuVoransen l^latxonaX advertising

The ori^naXs oj these iXXxistratiotis are painted in oils

by Philip Lyford

i

I
GULBRANSEN-

I

DICKINSON CO.,

'I 32.36 W. Chicago Ave.

j
Chicago

'JulbranceQ Trade Mark

GENTLEMEN : Tell us how the Gulbranscn "fits in"
with a Talking Machine business.

Name _

' Address..

City..

GULBRANSEN NATIONAL
ADVERTISING schedules

for 192L4 include the publication

oftyvclvcfour-color cover advertise-

ments in The Literary Digest. This

is the most extensive line-up of

color advertising that the piano

industry has ever known. A full-

page, four-color ad every month!

In addition, The Saturday Evening

Post and American Magazine will be used

—carrying full-page advertising oftheGul-

bransenRegistering Piano; farm papers, too.

That mere announcement of continuous

advertising explains to the phonograph

dealer the whole story of "active demand."

Any merchant who knows what consistent,

effective National Advertising will do for

a worthy product will quickly understand

why the Gulbransen has been singled out

for representation by dealers who have

for years restricted themselves to the sale

of phonographs.

You will be interested in details of the

progressive merchandising policies on

which Gulbransens are sold:

National Advertising

Co-operative Local Advertising

National Prices Instruction Rolls

Freight Prepaid

Full details gladly given to inquirers in

territory where representation is available.

Just fill in the handy coupon.

riULBRANSEN
The TtegisteringPiano
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An Eudumtiit^ Waltz Song ^^
\oull never forget ^^^r

'You can't ^ow)yip

witVi ajiij FEISTsoYi^'"

When li^ts a^eloxv ipu'steat 'in-tomy'lieaht and
'

b'li^

Leo. F.-.^i, Inc.

Chamber of Commerce Endorses Mellon Plan ™« """^ trade_commissioners

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

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

The business men of the country generally

are naturally interested in the opening of the

first session of the Sixty-eighth Congress, which

convened Monday, December 3, for there are a

number of matters of direct interest to the busi-

ness world scheduled to come up before the

new Congress, chief among them being the

question of tax reduction, over which there is

promised a long and bitter fight.

The Music Industries Chamber of Commerce
has strongly endorsed the proposals made by

Secretary of the Treasury Mellon looking to a

downward revision of taxes to realize upon the

savings that have been efifected in the manage-

ment of the country's afifairs.

Specifically the Chamber has approved abol-

ishing the higher surtax rates and eliminating

all special and discriminatory taxes on various

lines of business. In this connection, too, the

Chamber has again voiced its opposition to the

soldier bonus, which has been linked up with

the tax question as a political measure and the

adoption of which would make impossible any

lowering of taxes.

In endorsing the Mellon plan of tax reduc-

tion, the Chamber is also prepared to take ener-

getic steps to bring about the elimination of

the two discriminatory taxes which still apply

against the music industry, namely, the jewelry

and vending machine taxes.

The Revenue Act of 1921 taxes articles

mounted with gold, silver, precious metals,

ivory, etc., and is applied by the Revenue De-

partment to band instruments thus ornamented.

It is also sought to be applied to gold and silver-

mounted violin bows, phonographs and other

musical instruments. The "vending-machine"

lax, the name of which is self-explanatory, is

applied by the department to the total value

of all coin-operated pianos or other musical in-

struments sold since January 1, 1922.

It is hoped that through the eflorts of the

Music Industries Chamber of Commerce both

of these taxes will be eliminated as applied to

the music industry, which will result in a sub-

stantial saving to manufacturers of the instru-

ments taxed. Its activities are in line with the

country's opinion.

STRONG CO. RECEIVER DISMISSED

To Settle Claims in Full—Plan Re-establish-

ment of the Business

Washington, D. C, December 4.—Increased

funds for the Department of Commerce, to be

used for the purpose of employing more trade

commissioners and commercial attaches and
adding several new commodity divisions to the

Bureau of Foreign and Domestic Commerce,
will be asked of Congress by Secretary Hoover
during the coming season. Estimates for the

additional proposals are now before the Budget
Bureau and it is considered highly probable

that the Director of the Bureau will give his

approval to the Secretary's plans. If additional

funds are secured, it is proposed to employ

about twenty more trade commissioners and
commercial attaches, a good part of whom will

be assigned to South American countries,

where our trade is rapidly growing.

The application for a receivership for the

Strong Record Co., 206 Fifth avenue, New York,

has been dismissed by the United States District

Court. The dismissal followed the consent of

the creditors to a 100 per cent settlement of

all claims on a deferred plan, which was secured

through the efforts of the present active man-
agement, consisting of Adolf Hawerlander,

president, and Henry Glaue, secretary. The
business will be re-established, and all of the

old claims will be liquidated on a basis of 100

cents on the dollar.

CELEBRATES THIRTIETH YEAR

Stransburg Music House. With Seven Stores,

Completes Thirtieth Year of Business

ORTON BROS.^a REMODELING

The Orton Bros. Co., Butte, Mont., is re-

modeling its store. When the work is completed
this company will have three departments—Vic- .

trola, small goods and pianos. Expansion of

the business made the work necessary.

Oil City, Pa., December 6.—A thirtieth anni-

versary sale was held in this city recently by

the Stransburg Music House to commemorate
the founding of the first store of the system in

Jamestown by Oscar Stransburg. The Strans-

burg system now includes stores in Oil City,

Hornell, Meadville, Titusville, Bradford, Mt.

Jewett and Warren. Oscar Stransburg was a

pioneer in the chain store movement and early

believed that it could be advantageously ap-

plied to music merchandising. By conducting a

group of stores within a hundred-mile radius of

one another, with a centralized buying and
managerial policy, Mr. Stransburg has been able

to market his product most satisfactorily.

ARTISTS
FEATURED

Caruso

C.haliapin

Gnlli-Curci

Gigli

Louise Homer
Jascha Heifetz

Jeritza

Fritz Kreisler

John McCormack
Paderewski

Rachmaninoff

Ruffo

Schumann-Heink

Werrenrath

DOUBLE FACED RED SEAL

VICTOR
2j PeCORDS

Come in and hear this Victor Artist

VICTOR DEALERS
After the holiday rush, don't slow down. The

first of the year will he an opportune time to in-

terest your customers in the new double-faced Red

Seal records. A complete line of these records

will be available, and if you can interest your

trade in this higher standard of music rendered

by the celebrated artists that record exclusively

on the Victor Red Seal records, you will greatly

increase your sales. The "DA-LITE" Display, with

the special panels of these artists, is an ideal way

to attract their attention.

The Da-Lite Electric Display Co.
This solid mahogany frame with 14 special panels.

Set of 14 panels, $21,00. Choice of panels, each..

.$35.00

. 2 00 116 No. Erie Street Toledo, O.
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THE VOICE OF THE WORLD

PRESENTING
VOX LABELS and VOX ARTISTS

J(z(L 5eai

LYDIA FEODOR CHALIAPIN
Exclusive Vox Artist

QUEEN OF RUSSIAN GYPSY SONGS
"In her voice is the soul of a nation"

RUDOLPH DEMAN
PIfsl Vwimtsc oi the State Opera of Berlin

PROF. ARNOLD FOLDESY
Cclio''

ARNOLD GABOR
Baritone oi the Metropolitan Opera, New York

MARIA JAVOR
Coloratura Soprano. Prima donna of the
!?,-,ya! Dhc'-n. Ct'iiftinnia

BORIS KUTZEN
The l'o«)!.'7 Russian Genius of the Violin

KLARA MILITSCH
Soprano ol Moscow Conservatory of Music,
J nfert^,:i rr Pi'"-inii Romance Sonos

IVAN PHILIPPENKO

MARIA CAECILIA PHILIPPI
Contralto, Pupil of the Great Viardot-Garcia, Paris

ALFRED PICCAVER
Europe's L :; State Opera, Vienna

PROF. MICHAEL PRESS
Holder - joli Mtdal of the Russian
Imperial Conservatory of Mvsic

MAX RAU
Tenor, Popular interpreter of Folk Songs

HANNS ROSSMAN
Minstrel

RICHARD SINGER
(t» o» the European Continent

BJORN TALEN
hoinous >'cno^ of Stefe Ot^era, Berlin

AMALIE TRIESCH
Pianist. Peerless interpreter of Bach,
Bcefhoi'cn and Chopin

OTTO URACK
Ceilo-isi and- Director of the famous
Vox Symphony Orchestra of Berlin

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

VOX CORPORATION OFAMERICA
25NVEST 45™ STREET
NEW YORK U.S.A.

IFHE VOICE OF THE WORLD
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M I LW A U K E E
Holiday Season Promises to Be Best Ever—Used Models Sell as

Shortage of Popular Types Grozvs—Retailers and Jobbers Rushed

Milwaukee, Wis., December 7.—With but a few

days more than a fortnight remaining before

talking machine dealers close up shop to go

home to celebrate a merry Christmas, indica-

tions are that the 1923 holiday season will go

down into history as the best ever known. This

is true, despite the fact that as early as the first

week in December jobbers and dealers repre-

senting the most popular makes of talking ma-

chines were fighting for instruments, while their

respective factories were in such an oversold

condition that it is hopeless now to expect relief

before t&rly next year.

Used Models in Demand as Shortage Grows
A tremendous Victor business is being done

in the Wisconsin and Upper Michigan territory,

with the Badger Talking Machine Co. of Mil-

waukee utterly unable to fill all the wants of

its extensive dealer organization. The sting

was taken out of this situation, to a certain

extent, by the fact that it was a well-known

fact thirty to sixty days ago that a shortage of

merchandise was bound to occur. Victor deal-

ers in Milwaukee are finding many buyers who
are unable to get delivery of their favorite style

by Christmas Eve, asking for a used machine of

the same number, either as a loan or for per-

manent pcissession. There has never been so

strong a movement of used Victrolas into con-

sumer channels.

Record Sonora Business

Notwithstanding the fact that Yahr & Lange
have had delivery of the largest number of

Sonora instruments so far this year that has

ever been recorded, this large distributing house

is far short of the number required to fill its

orders, which are still coming in growing num-

bers from dealers all through the Wisconsin

and Michigan territory.

December 1 marked the departure of Irving

S. Leon, since August 1 sales manager of the

Sonora and Okeh record department of Yahr
& Lange. He resigned November 15 to accept

important connections in his home State of

New York. He made a good record in the brief

time of his connection with Yahr & Lange and

his departure was regretted.

During recent weeks Yahr & Lange awarded

Sonora franchises to a number of large Mil-

waukee retailers, including Gimbel Bros.' and

the Hartnian Furniture & Carpet Co.

Big Brunswick Gain

Brunswick sales by the local branch for 1923

will run anywhere from 60 to 100 per cent over

the best previous year, and still about 20 per

cent of orders for delivery by January 1 can-

not be made due to the limitations of produc-

tive facilities, owing to the sensational call for

this iristrument all over the country. P. H.

McCoUoch, manager of the talking machine de-

partment;: 'says he cannot recall a year when
business in the Brunswick line has been so re-

markably good.

New Victor Accounts

The retail Victor organization in Milwaukee
has had two substantial additions in recent

weeks. One is the C. W. Fischer Furniture

Co., said to be the largest housefurnishings

store of the better class in the Northwest. For

many years Fischer's maintained an extensive

talking machine and record department, which

was discontinued about four years ago. Some
time ago the Hartman interests bought the con-

trolling share in the Fischer store and the de-
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partment has been re-established with the Vic-

tor as exclusive merchandise. Miss Helen Gun-
nis, formerly in charge at Fischer's and later

with Edmund Gram, Inc., has returned to the

old position as manager. She is recognized not

only as one of the most capable women in the

trade, but a noted vocalist as well. The other

new Victor franchise was awarded to the J. B.

Bradford Piano Co. for its South Side store,

at 608 Mitchell street. Heretofore only the

Brunswick and Aeolian-Vocalion were carried

on the South Side, although the main store at

411 Broadway has long been a Victor house.

The Cheney, which has had an exclusive

home at Edmund Gram, Inc., for a number of

years, now has a companion in the Boston
store, which recently took on the line.

Excellent Edison Demand
Retailers of the Edison, likewise, are enthu-

siastic over trade and in every instance sales are

running far ahead of last year, which was the

banner year for the Edison up to this time.

There is an excellent Edison record demand.
Shortage Hampers Victor Dealer

Leslie C. Parker, head of the Carberry-

Parker Co., conducting the Badger Music Shop
here and a branch in Fond du Lac, Wis., said

that both stores are doing a land-office business

in the Victor line and its second-hand stock of

these goods has been depleted by the call for

Victrolas by people who are unable to get

prompt delivery of a new instrument.

R. G. Hessel Opens Branch
R. G. Hessel, who conducted a general store

at Rockwood, Wis., for many years and repre-

sented the Edison as well as several makes of

pianos, has established a branch devoted exclu-

sively to musical merchandise in Manitowoc,
Wis., of which he will personally have charge,

other members of the family taking the active

management of the Rockwood store.

Madison Firms Consolidate

The two largest music stores in Madison,
Wis., have been consolidated. They are the

Hook Bros. Piano Co. and the Albert E. Smith
Music Co. Since December 1 the combined
firms have been doing business at State and
]\Iiffiin streets, under the name of Hook Bros.

Piano Co. & Albert E. Smith, Consolidated. A
branch store of the Hook Co. in Beloit, Wis.,

is included in the merger.

C. H. Jackson Promoted
The Rudolph W'urlitzer Co.'s local branch,

which represents the Victor, is now under the

management of Charles H. Jackson, formerly a

widely known piano manufacturer.

New Columbia Models Please

Milwaukee stores handling the Columbia line

express keen satisfaction over the quality as

well as quantity of business, and are especially

pleased with the wide sale of Columbia records.

The new Columbia models are getting a splen-

did response from the- public and the number
of Columbia partisans here is growing.

Brunswick in Beautiful Home
An Italian Renaissance style of the Bruns-

wick has been purchased from the J. B. Brad-
ford Piano Co. by Lawrence Fitch, capitalist,

for a "tent room" installed in his beautiful resi-

dence in Back Bay. The room simulates a

large tent and is designed as an amusement and
ballroom, accommodating 500 guests. It over-

looks Lake Michigan and t^iree walls are of

plate glass, forming a bay stretching out nearly

over the water's edge. An English tavern room
also has been built by Mr. Fitch, in which he

has installed a built-in Brunswick with a radio

set, housed in a beautiful cabinet which he dis-

covered in Florence, Italy, and brought back
with him.

Merle R. Roussellot Engaged
Merle R. Roussellot, secretary-treasurer of

the Lyric Music Co., representing the Kimball

talking machine line and Okeh records, and
Miss Lenora Kadow, of Manitowoc, Wis., have

recently become engaged.

The demand for portable talking machines
continues strong in Milwaukee and vicinity.

More portable styles have been sold this year

than in any three years combined.

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

Stimulate Your
Christmas Business

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

No. 1 Edison
Attachment

Correctly Plays
Edison Records

on Talking
Machines

Claravox
^^^^ CLF AP vnifg ~

When your prospect is undecided, demonstrate a few choice lateral-cut

records on the Edison with this No. 1 Edison Attachment. What more
convincing argument could you use?

Edison dealers unanimously admit that Claravox Reproducers are an

effective help in selling Edison products.

Usual discounts to dealers. Retail price, complete. Nickel Plated $7.50

STANDARD
Diamond Point

Employs a genuine diamond point,

microscopically ground, and Clara-
vox stylus and diaphragm.

Usual discounts to dealers. Re-
tail price. Nickel Plated, $12.50.

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

THE CLARAVOX CO. Youngslown, Ohio

SPECIAL
Jewel Point

Nearest approach to the permanency
of the diamond point. Claravox
stylus and diaphragm.

Usual discounts to dealers. Re-
tail price. Nickel Plated, $7.50.

C L A R A V O X — M A K E S PHONOGRAPHS SOUND REAL
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DONT SAY
"KANT"

Say

"KENT"
Successfully used for TEN YEARS as a Sales

Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality

Material

Workmanship

Simplicity

Durability

Practicability

The KENT COMPANY is

noted for:

Stability

Versatility

Excellent Service

Square Business Methods

Reg. U. S. Pat. Off.

As our KENT No. 1 with soundbox, as illustrated, comprises

only a part of our line, write for our catalog. Highest grade

TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY
IRVINGTON, N. J., U. S. A.

WICHITA FIRM REORGANIZES

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

Wichita, Kan., December 4.—The
.
assets of

the Turner Music Co., in operation here since

1912, have been taken over by a new corpora-

tion, the Benjamin-Turner Music Co., 412 East

Douglas street, having a capital stock of $100,-

000. J. J. Benjamin, formerly of 'Cambridge,

Kan., and a director of the Union National

Bank, will be president and head of the new
concern. W. Dell Turner, an experienced music
dealer, will act as sales manager.

The new store has been remodeled and new
demonstration booths have been installed. At
some future time a small goods department will

be introduced. A building owned by the com-
pany at 810 North Main street will be used for

rebuilding and finishing pianos. The following

pianos are handled by the Benjamin-Turner
Music Co.: Jesse French & Sons, Autopiano,
Hazelton Bros., Behr Bros., the Haddorff and
Clarendon. The concern will also carry the

Columbia phonograph and records.

MAMIE SMITH ON EXTENSIVE TOUR

Okeh Artist Heads Own Company—Tour a

Success—Okeh Selections Featured

Mamie Smith, original Blues singer and the

first member of her race to become a recognized

star in the recording of blues, is now making
a countrywide tour with her o\vn company.
Her route for the current month includes one-

week stands at Nashville, Tenn.; Kansas City,

Mo.; Memphis, Tenn.; Birmingham, Ala., and
New Orleans, La. Miss Smith's act opens with

a huge phonograph in the center of the stage,

bearing a legend about Okeh records, for which
Miss Smith is an exclusive artist. Miss. Smith
steps out of the phonograph and starts the act

with several of the popular blues numbers that

she has recorded for the Okeh library.

ANDREWS SELLS^UT TO MOODY

Hiawatha, Kan., December -3.—C. ,
H. An-

drews, who for nineteen years has conducted a

successful music business here, has just sold

out his complete interest to Arthur Moody, who
has already taken charge of the store. Mr.
Moody has been closely associated with Mr.
Andrews in the business for the past two or

three years. Miss Katherine Moody will re-

main with the store under the new management.

ANOKA MUSIC SHOP OPENS

Anoka, Minn., December 4.—The formal open-

ing of the Anoka Music Shop in- the LaPlant
block on Main street was held here recently.

The new store handles pianos, phonographs and
musical accessories of all kinds. Especially im-
pressive is the indirect lighting effect employed
throughout the store, which has cream-colored
walls and a Terraza marble floor. The estab-

lishment has a repair department in the rear

and a row of demonstration booths along the

sides. The Brunswick phonograph line is

handled.

H. & J. POTTER CO. REMODELING

Portland, Me., December 7.—The H. & J. Potter

Furniture Co. is installing a new store front

in the large building which it recently pur-

chased in this city. The company is planning

for a big opening in a few days. It is proposed
to have this store second to none in the State

of Maine.

HUTTON OPENS NEW STORE

Clinton, III., December 3.—A new music store

in the Sweeney Building, at the corner of Wash-
ington and Center streets, has just been opened.
It will be known as the Hutton Music House.
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The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Barcarolle $150 Marlborough $185

The Demand for Sonoras Is Increasing Daily

The year 1923 has witnessed a tremendous increase in the public's demand for

Sonora. This increased demand is reflected in the several very large establishments,

as well as the hundreds of smaller ones, that have added Sonora during the present
year. A partial list of these large, representative naunes reads like a veritable "Who's
Who" of successful retail organizations:

Gimbels, New York City
Gimbels, Milwaukee
The Boston Store, Milwaukee
The Fair Store, Chicago
Kaufman & Baer, Pittsburgh
Joseph Home Co., Pittsburgh
The Hartman Carpet & Furn.

Co., Chicago
230 South Wabash Ave.

2558 W. North Avenue
1272 Milwaukee Avenue
819 West 63 rd Street

Hartman Carpet and Furni-
ture Co., Milwaukee

L. Bamberger & Co., Newark

The Shepard Store,

Providence

Souder Parsons Co.,
Clarksburg, W. Va.

Darrow Music Co., Denver

Euclid Music Co., Cleveland
2067 E. Ninth St.

I I 794 Detroit Ave.
10604 Euclid Ave.
10314 Superior Ave.
12338 Superior Ave.

Schweiger Brothers, Brooklyn
1525 Broadway
2421 Myrtle Ave.

The May Company, Cleveland

Buescher's, Cleveland

Reinhardts, Inc., Memphis
Empire Music Co., Atlanta

Tilden-Thurber Corp.,

Providence

Widener's, Inc., Indianapolis

Banner Furniture Co.,

Indianapolis

When you realize that Sonora's popularity is based upon its value as a phono-
graph, with no records to carry it along, you will further realize that it must possess

even more merit as a phonograph to sufficiently impress the large dealer and induce

him to increase his inventory with another line—a line of instruments which the cus-

tomer insists upon and which the dealer must have in stock or lose sales.

Why not arrange to obtain your share of Sonora business? Write for informa-
tion today.

Sonora Phonograph Company, Inc.

279 Broadway New York City

Canadian Distributers, Sonora Phono., Ltd., Toronto, Can.
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The distributer named below who covers the territory in

which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

The New England States
gtate of New York

Sonora Phonograph Co. o(

New England,

221 Columbus Ave., Bos-
ton, Ma««.

New York City, with the

exception of Brooklyn
and Long Island

Counties of Westchester, Put-

nam and Dutchess; all Hudson
River towns sind cities on the

west bEink of the river, south

of Highland; all territory

south of Poughkeepsie.

Greater City Phonograph Co.,

Inc.,

234 W. 39th St, New York

All of Brooklyn and Long
Uland

Long Island Phonograph Co.,

17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,

60S Broad St., Newark, N. J.

Eastern Pennsylvania,
Marylamd, Delaware, Dis-

trict of Columbia and
Virginia

Sonora Co. of Phila., Inc.,

1214 Arch St., Phila-

delphia, Pa.

with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of
Pittsburgh,

217 Stanwix St., Pittsburgh,
Pa.

Ohio and Kentucky

Ohi(Sonora Phonograph -

Company,
417 Bulkley Bldg., Cleve-
leind, Ohio.

State of Indiana

Kiefer-Stewart Co.,

Indianapolis, Ind.

Wisconsin and Michigan

Yahr & Lemge Drug Co.,

Milwaukee, Wis.

Illinois and river towns in

Iowa

Illinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, 111.

States of North Dakota,
South Dakota, Minnesota
and Iowa, with exception

of the river towns

Doerr-Andrews-Doerr,

Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklethoma

C. D. Smith Drug Co.,

St. Joseph, Mo.

States of Montana, Colo-
rado, New Mexico, Ne-
braska and Wyoming Elast

of Rock Springs

Moore-Bird & Co.,

1720 Wazee St., Denver,
Colo.

Utah, Western Wyoming,
Southern Idaho and East-
em Nevada

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

THE MAGNAVOX CO.,

115 Jessie St., San Fran-
cisco, Cal.
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Leo. Fcist, Inc.

BALLAD
Trade Expansions and New Stores

Feature the Close of the Year—

•

Fleai'v Pre-holidav Sales Volume

Dallas, Tex., December 5.—The Brunswick

Co.'s local distributing branch has leased the

second floor of the building at 2025-27 Main

street, to be used as wholesale showrooms and

storage space. The lease is for a period of

five years and was made at a consideration of

more than $10,000.

Lester Burchfield, in charge of the Victrola

department of Sanger Bros., distributors of Vic-

tor machines and records, has returned to Dal-

las after a trip to Galveston and other points

in his territory, where he found business good.

Mr. Burchfield has just received several large

shipments of Victrolas and records. These

were shipped from New York to Galveston via

water and transshipped by rail at Galveston for

Dallas, Waco and Fort Worth.

B. A.. Hodges, recently of Breckenridge, Tex.,

has leased a building in Stainford, Tex., and

has opened a music store, where he will deal

in musical instruments, sheet music, Victrolas

and Victor records and other music goods.

The Columbia Phonograph Co., distributor of

Columbia phonographs and records, is doing

one of the heaviest Fall trades in its history,

according to Manager Erisnian. New dealers

are being opened in towns in Texas and Okla-

homa and an intensive drive is being made to

thoroughly organize the territory.

A. G. Feltner, of the Texas-Oklahoma Pho-

nograph Co., has completed his survey of the

Southwest territory and reports sales increased

nearly 50 per cent since this survey was begun.

New dealers have been opened in many towns

and the old dealers, who had fallen into inac-

tivity, have been filled with new ideas and pep,

according to Mr. Feltner.

With the coming of the musical season, with

grand opera and numerous concerts and enter-

tainments, dealers report a big increase in the

sales of records, especially the higher-priced

records of the famous stars, while sales of sheet

music are also helped.

The San Carlo Grand Opera Co. as well as

John McCormack, Galli-Curci, Fritz Kreisler,

Joseph Lhevinne and other world-famous stars

and record artists have been or will be with

us during the season.

The Somno-Psycho-Phone Sale Corp. has

been organized in San Antonio to sell at re-

tail with a capital of $3,000, and the incorpora-

tors are Stephen F. Austin, Sophie S. Austin

and W. E. Austin.

The Walthall Music Co. has also been organ-

ized in San Antonio with capital stock of $100,-

000. The incorporators are L. E. Walthall, M.
W. Lehann and J. R. Merchant.

"DAILY DOZEN" HELPED YALE TO WIN

How Walter Camp Put Pep Into Great Foot-

ball Victors at Yale—Dealers Properly Mak-
ing Capital of Victory

WATCH FOR THIS WOMAN SWINDLER

A woman swindler has made her appearance

among the New York trade, according to Saul

Birns, proprietor of a chain of talking machine
stores here. Her method is to make arrange-

ments for the purchase of an instrument, stating

her intention of making a large down payment
and paying the balance in three monthly instal-

ments. The suspicions of one of Mr. Birns'

salesmen was aroused when she tendered a

check considerably in excess of the amount of

the first instalment. The check was tactfully

refused and the woman left, stating that she

would return with the cash. The address she

gave was found to be fictitious.

Several Saturdays ago the result of "keeping

fit" was broadcasted throughout the entire

country in the announcement of the defeat of

the Harvard team by Yale on the gridiron.

Last Spring, when Yale football practice was
begun, Walter Camp, originator of the "Daily

Dozen" and former Yale coach, was approached

by Yale to help train the team for the coming
encounter with Harvard in the Fall. Mr. Camp
stated, emphatically, that the coaching and gen-

eral, training was all that could be desired and

could not be criticized, but took' hold of the

team from the standpoint of "keeping fit." As
the best method for this result he used his own
"Daily Dozen" exercises and regularly, from the

beginning of the training in the Spring up until

the morning of the great game, the Yale team

was put through the "Daily Dozen" each day.

The result was a great victory for Yale and a

tribute in every way to the efficiency of the

"Daily Dozen."

Health Builders, Inc., producer of Walter
Camp's "Daily Dozen" on talking machine rec-

ord sets, is advising its many dealers of this

victory of the "Daily Dozen" and it is expected

that this information will have a favorable

effect in increasing sales. Retailers who have

been farsighted enough to capitalize on this

opportunity are reaping unexpected profits.

Remodeling is going on apace in Goldsmith's

Victor and Brunswick Store in Memphis, Tenn.

SUCCESS MUSIC SHOP CHARTERED

A charter of incorporation was recently

granted to the Success Music Shop, of New
York City. The concern, which is capitalized

for $2,000, will handle musical instruments. In-

corporators are R. and E. Cohn and J. Mayesh.

The New Edison
for

The New Year

1^ f'f-l^-^

NEWWISON
coMPAnisoN with! the- Livmc artist

REVEALS Nq DIFFERENCE

AN INSTRUMENT THAT COVETS COMPARISON WITH THE LIVING ARTIST
AND IS UNMATCHED IN BEAUTY OF CASE DESIGN

We can wish you nothing better for the New Year than an

EDISON AGENCY WRITE US ABOUT IT

2025 JACKSON STREET
Texas-Oklahoma Phonograph Company

DALLAS, TEXAS
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SOLD "SCENERY" WITH PHONOGRAPH

Western Dealer Finds Setting Off of Console

Models With Mirrors and Table Lamps Opens
Up a New and Worth-while Source of Profit

MUSIC ROLLS AS A SIDELINE

Talking Machine Dealers Tying Up Record

Business With Rolls and Boosting Profits

A prominent music merchant in a mid-West-

ern city, in arranging his estabHshment in a

manner most calculated to win trade, decided

that he could move some slow-selling console

styles of talking machines if he displayed them

in a manner that would give the customer some

idea of how they would look in the living-room.

He accordingly furnished several booths with

elaborate floor coverings, easy chairs, and then

secured several console mirrors and electric

table lamps to set of? the machines.

It was one idea that had unexpected results,

for the first customer to be introduced to the

machine insisted on buying both the mirror

and the lamp with it. The second and third

customers became equally impressed with the

attractive arrangement and made the triple pur-

chase with the result that the dealer ordered

a dozen mirrors and as many lamps and began

advertising them in a combination offer that

secured the full price for the machine and

brought profitable prices for the lamps and

mirrors.

The interesting part is that the clever ar-

rangement moved quickly a number of console

models in odd finishes that had remained on

the floor of the store for some months. Also

between $15 and $20 additional profit was made

on each combination sale of machine, mirror

and lamp, and the combination has now become

a regular feature of the establishment.

Perhaps if some other dealers would dis-

continue the practice of giving various articles

free with machines, thus actually cutting prices,

and instead think up similar attractive com-

binations, the goods would move just as fast or

faster and the additional profits would make the

venture most attractive and the good-will thus

created would be a further sales aid.

Talking machine dealers are finding music

rolls a profitable sideline, according to George

H. (Jack) Bliss, manager of the Eastern divi-

sion of the United States Music Roll Co., with

headquarters in New York, who backed up this

statement by pointing out that many retailers

are adding rolls. The clever talking machine

dealer can tie up his record business to music

rolls and profit by the sale of both, declared

Mr. Bliss. The best method of exploitation is

the placing of a half dozen or a dozen rolls in

a small special showcase on top of the regular

service counter. To purchasers of rolls the

salesman can suggest that the same musical

number can be obtained on records and vice

versa. The expense involved in installing a

music roll sideline is very small and, with little

effort, the turnover is rapid enough to give the

dealer a substantial profit on his investment.

Furthermore, the announcements of the latest

roll releases can be placed in the same envelopes

which bear the record supplements to custom-

ers, thus eliminating mailing cost insofar as the

rolls are concerned.

TURNER MUSIC CO. FORMALLY OPENED

Musical Program and Distribution of Prizes and
Souvenirs Feature Opening of Attractive St.

Petersburg, Fla., Branch of the Company

UNUSUAL VICTOR RECORD LIBRARY

One of the most remarkable record libraries

in the country is that accumulated by George

C. A. Hantelman, 718 West Market street, Ak-

ron, O: Mr. Hantelman has been gathering

Victor records of the better music for ten years

and his library now is composed of about 2,200

records. The unusual feature of the collection

is the wealth of descriptive and explanatory

matter which Mr. Hantelman has collected and

pasted in the record albums. This includes

photographs of artists, opera plots and exhaus-

tive data pertaining to the composers and re-

corders of the selections.

St. Petersburg, Fla., December 7.—The fine,

new establishment of the Turner Music Co. was

formally opened here in November- with a mu-
sical program and the distribution of prizes.

The leading orchestras of the city played during

the afternoon and evening and a real musical

treat was given to local music lovers. Souve-

nirs, consisting of roses and copies of sheet

music, were distributed to the ladies present.

Prizes, consisting of a portable phonograph, six

Brunswick records and another prize of three

Brunswick records, were given to lucky visitors

at the close of the evening program. Among
those present at the opening was N. B. Duke,

Florida representative of the Brunswick At-

lanta branch.

The store is one of the most attractive in

this section. There are three large booths on

the first floor, presenting very much the ap-

pearance of small bungalows, as well as a strik-

ing display of Brunswick phonographs. A fea-

ture of these booths is the fact that they have

been designed and constructed so that during

the day no artificial lighting is necessary. Fix-

tures and service facilities are the most modern
obtainable and present the last word in up-to-

date merchandising facilities.

W. B. Word, manager of the store, is a talk-

ing machine man of wide experience, and the

sales organization also is composed of persons

of ability and experience.

TO HANDLE TALKING MACHINES

The Brown Furniture Co., with a large store

at 135-139 East Fifth street, Dayton, O., is at

the present time establishing a piano and talk-

ing machine department there. The lines to be

handled have not yet been announced.

THE delightful picture in this ad—from
the cover of the 11th Bubble Book-

was shown in the November issue of Chil-

dren's Royal in an article entitled "Music
Attuned to the Ears of Youth."

H

Children's Royal Tells Your Customers
About Bubble Books

BUBBLE BOOKS at once sing themselves into the hearts of

children. They need no other introduction than a first

hearing. After that the children demand one after another of

the fourteen Bubble Books "that sing."

To win that first hearing Bubble Books are continually brought to the
attention of parents through advertisements and editorials in the
magazines they read. (See the adjoining quotation from Children's
Royal about Bubble Books.)

Introduce Bubble Books to the children of your customers through
the attractive free dealer helps that catch their eyes. Ask us about
Bubble Book Hour. It will bring parents and children to your store
in flocks. Remember, an introduction means fourteen sales.

49 EAST 33rd STREET
HARPER & BROS., Bubble Book Division

Established 1817

ERR'S what Children's Royal
says about Bubble Books

:

"... Great, however, as is

the aid which books may give to

those who would further the
musical training of the child in

the home, it is slight in compari-
son with that offered by the
phonograph. The Bubble hooks,
of which fourteen have already
been published by Harper, while
others are in preparation, begin
with these very rhymes of the
nursery and carry their melodies
to the very ears of infancy. Each
book contains three diminutive
records, which may be played on
any phonograph, of rhymes, sing-
ing games, or songs, sung by
voices such as children love, to-

gether with the printed words of
the songs or stories, or directions
for playing the games, and pleas-
ing picture-book illustrations in
color. Cows "moo," horses
whinny, crows caw, and countless
other animals make those sounds
so arresting to the infant ear in
these records, and voices of ex-
cellent^ quality sing the melodies.

Bubble Books
"that Sing"

Retail at $1.00 with three records

By Ralph Mayhezv and Burges
Johnson

Illustrated hy Rhoda Chase

WHEN you sell one you sell

a habit and when you sell

a habit you're building business.

NEW YORK CITY
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The Bagshaw Needle

, • . *nr 1923 has
business tor iJ'^-'

been DOUBLE that o£

1922. This notable

achievement has been

made possible through

the
progressiveness

and intelligently

directed energy

displayed by our cus-

lomers.

ation is deeply
appreci-

ated.

1. is a gratification for us to

know fhat our success must

ScessarUy be only a reflec-

tion of that enjoyed by all

our customers.

Standing at the portal

of a New Year,we share

the very evident deter-

mination of our cus-

tomers to mamtain for

the ensuing year the

same steady mcrease in

sales volume, which

must mean better busi-

ness for both of us.

Bagshaw Needles have been

successful for you and
for us,

because they insure complete

customer satisfaction. Let us

all pull together (or

ASUPERPBOSPEROWSHEWYEW

TTTTlMlI

W.H BAGSHAWCO
370 SEVENTH AVENUE

Factory, Lowell, Mass.

AT 31$t STREET SUITE 1214 NEW YORK
Pacific Coatt Dittributor

:

Walter S. Cray Co.
1054 Mission St.

San Francisco, Cal.

Canadian Uittribulor:

The Musical Mdse. Sales Co.
79 Wellington St., W.

Toronto . .

Wettern Dittributor:

The Cole & Dun as Music Co.
430 So. Wahash Ave.

Chicago

Foreign Export:
Chipman, Ltd.

a-10 Bridge St.

New York Cily
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Your
Sincerity

Sincerity of purpose is not only a fine thing, in itself, but
as a business builder it has no equal. Partieularlv when, as

in your ease, that purpose has been to keep the interest of

your customers foremost—to orive them at all times the highest

quality of merchandise—to justify in every respect their confi-

dence in you and in your establishment.

It has been your sincerity of purpose during 1923 that has made
new customers and held old ones—that has brought to vou the

well-merited measure of prosperity which you have enjoved. We,
as well, have been the grateful beneficiaries. You, bv eivino'

your customers "quality first" have necessarily created increased

sales of Brilliantone Steel Needles.

Your 1923 sincerity of purpose definitely charts your course for

J 924— which will mean more business and better business for all.

BRILLIANTONE
STEEL NEEDLE COMPANY OF AMERICA, Incorporated

Selling Agents for W. H. Bagshaw Co., Factories, Lowell, Mass.

, Suite 1214, NEW YOR

Pacific Coast DUtributor:
Waller S. Grav Co.

^ 1054 Mieeion St.

San Franci»co. CaL

es Co.
W.
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Three Melody Mif^^^

SONGYLOVE
C^/fai- beautiful v/dUz^

V/ONDERFUL
ONE

^PaulWhilcman's
Sensational

You can:t^owi-on^-With any'FEIST son^*

bLOSSOM TIME 1

mm.
END'

McCai*tKy (SvTierneys

0 G D E N
Yule tide Activity Under Way—
Retailers Add New Lines— Glen
Bros.-Roberts to Open New Home

Ogden, Utah, December 6.—Business has re-

sponded quicker to the improved conditions of

the Fall in payroll towns of Utah, Idaho and

Wyoming than in towns and communities sup-

ported by agriculture. Although the farming

centers have not reacted so readily Edison

dealers report good business, with the holiday

trade brisker than since the period of depres-

sion following the war. This was the comment
of T. C. Hutchison, of the Proudfit Sporting

Goods Co., Edison distributor for this terri-

tory, who said that Idaho, in particular, is in

the midst of a trade revival that is already

being felt by talking machine dealers.

Among the new Edison dealer accounts

opened by the Proudfit Co. are the Jones Pho-

nograph Shop, Ogden; T. C. Martin Music Co.,

Pocatello, Ida.; Adolph Biancanei, Elko, Nev.

W. C. Carnes, formerly with one of the lead-

ing music stores in Minneapolis, has become
manager of the Sampson Music Co., Edison

dealer, of Boise, Ida.

R. H. Embrie, Edison dealer, of Kenimerer,

Wyo., reports excellent business conditions.

Henry Chipp, of Rock Springs, Wyo., says

that the coal miners are buying talking ma-

NEW^ISON
OTMPAmSON

'

with! THE,! LIVING ARTIST
REVEALS^NQ I

DIIiEERENCE

The demand of the public for the

NEW EDISON was never greater.

The models never more artistic

The records never better.

The service in record releases

never so prompt.

These with the new low level in

prices on instruments and records
make

Large Profits Certain

We have a few towns open for

dealers.

Write for particulars.

-B-

Proudfit Sporting Goods Co.

OGDEN, UTAH
Intermountain Distributors

Utah, Idaho, and Part of Wyo. and Nev.

chines for the family Christmas presents. Mr.

Chipp is an Edison dealer.

Colwell & Spargur, Edison dealers, of Twin
Falls, Ida., have dissolved partnership. Ray

Spargur is now in the drug business in Casper,

Wyo. Paulson Jewelry Co., of Burley, Ida., re-

ports an active Fall business in Edisons.

ijlen Bros.-Roberts Music Co., of Ogden, is

enjoying a large volume of business in its new
home. The company is preparing for a formal

opening in the near future. The concern's

splendid new store is a distinct addition to

Ogden music circles. W. H. Manning, director

ot the Weber College School of Music, has al-

ready started to use Glen Bros.' large music

hall, where he conducts classes in music appre-

ciation. The interior of the store is finished in

cream and pale blue enamel. The first floor con-

tains the sheet music and small goods depart-

ments toward the front. Near the middle is the

record room. This room is presided over by

Miss Bertha Monson. A special band instru-

ment room, booths for phonographs, display and

demonstration, music roll shelving and demon-

stration room are to the rear. On the mezza-

nine floor is the office of George S. Glen, the

president; the store's business oftice, piano dis-

play quarters and player-piano demonstration

booths. The next floor is a music hall, capable

of seating 250, with permanent stage, grand

piano and Ampico demonstration rooms. T. J.

Holland, sales manager, said that in the new-

home, with more commodious facilities, the

company anticipates a record holiday business.

Already Christmas shoppers have been visiting

the new store and making early purchases.

Ezra Jones, of the Jones Phonograph Shop,

has added the Edison line of phonographs. He
also handles the Brunswick and Sonora lines.

He reports excellent business in records.

Williams Music Co. now handles the Banner

line of records. This company sells the Steger

and Pathe phonographs and reports increasing

business over the past few months.

Browning Bros., Brunswick dealers, are con-

templating several changes in the phonograph

department, including new quarters. Glen

Thomas, manager, says the new Banner records

are meeting with wide favor.

C. E. Armstrong & Co., dealers in Edison and

Pathe machines and Edison, Pathe and Actuelle

records, report satisfactory conditions. The
holiday business promises to be large at this

busy establishment.

The Brunswick banquet held at Salt Lake

City on the evening of November 26, in the

Newhouse Hotel, was attended by Ogden deal-

ers and salesfolk as follows: Ezra B. Jones,

M. L. Jones, Misses Lillian Peterson and Ruth

Nelson, all of the Jones Phonograph Shop, and

Thomas J. Holland, the Misses Bertha Mon-
.son, Adelaide Ashton and Laurine White, of

the Glen Bros.-Roberts Piano Co. Among the

speakers were G. C. Spratt, district manager of

the Salt Lake Brunswick offices, and Robert

Perry, the Brunswick field representative.

FIRST PRIZE FOR WORLD BUILDING

Building at 383 Madison Avenue in Which
World Offices Are Now Located Secures

Award From the Fifth Avenue Association

The strictly modern character of the new
quarters of The World is evidenced hy the fact

that the building at 383 -Madison avenue. New
York, in which The World offices are located,

was awarded the first prize for new buildings,

a gold medal and diploma, by th.e Fifth Avenue
Association. The building, a twelve-story struc-

ture, occupies the entire block from Forty-sixth

10 Forty-seventh streets on Madison avenue,

and is designed in modernized Renaissance

style, the avenue front being entirely of In-

diana limestone. The diploma goes to Cross &
Cross, the architects.

NEW MUSIC WEEK STICKERS READY

Designed for Use of Trade in Advertising

National Music Week of 1924

The National Bureau for the Advancement of

Music has had printed a large quantity of

gummed stickers in attractive colors bearing the

NationalMusicWeek
May 4th. lOth, 1924

Qive 3\iore Thought to ^usic ^

New Music Week Sticker

legend: "National Alusic Week, May 4-10, 1924.

Give more thought to music," which are in-

tended for the general use of the trade in adver-

tising next year's National Music Week. The
stickers are to be attached to letterheads, en-

velopes and other advertising literature sent

out by music houses. They will be supplied in

suitable quantities upon request to any member
of the music industry desiring to use them.

E. 0. EVANS ENDS BUSY TRIP

Edward G. Evans, well-known member of the

sales staff of C. Bruno & Son, Inc., Victor

wholesaler. New York, accompanied by Mrs.

Evans, recently took a flying trip in their Dodge
car up through the Hudson and Mohawk Val-

ley. Object: to shake hands with the Bruno
Victor retailers in that territory. Mr. Evans
reports that his supply of order books was well

used up, concrete evidence of the excellent con-

ditions in that territory.

ADDS TWO STORIES TO BUILDING

Knoxville, Tenn.. December 6,—The J. V.

I.edgerwood Music Co., of this city, has an-

nounced plans for the addition of two stories

to the building which the concern now occupies.

This is the fourth expansion of this firm.
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ALBUM SETS
An Idea!

A few months ago, the General Phonograph Corporation released the first and only com-
plete i-ecording of Schubert's "Symphony in B Minor" on three double-face imported
ODEON recordings contained in a specially prepared album. The great demand for this

original album set was so quickly evident and the sales were so noticeably steady, that

we were encouraged to prepare additional sets along similar lines. OKeh had again taken

the right step in the right direction

!

To date we have released the five album sets listed below. Each set consists of three

double- face records contained in a handsome black leatherette album attractively imprinted

and bearing on the inside cover an interesting story pertaining to the selections or the

composer. Album sets have a proven appeal to record-buyers—an appeal that is going to

be very much stronger around the holiday season. Place your orders for these sets now!
Make the most of this new, exclusively OKeh opportunit}- for increased holiday sales and
profits

!

Schubert's

Symphony in B Minor
"THE UNFINISHED SYMPHONY"

THE first album set; three imported 12-inch

double-face ODEON recordings containing the

first and only complete recording of Schubert's

famous masterpiece. It is beautifully interpreted

by one of Europe's well-known musical organiza-

tions—the Orchestra of the German Opera
House, Berlin, under the direction of the inter-

nationally famous conductor, Eduard Moerike.

Retail price, complete with album $5.00

Von Weber's

Der Freischutz and Oberon
OVERTURES

ANOTHER rare record importation that is

rapidly being sold tliroughout the country to

lovers of fine music—the Overtures to Von
Weber's operas Der Freischiitz and Oberon on
three 12-inch double-face ODEON recordings.

These beautiful compositions are also made
especially desirable by the superb interpretations

of the celebrated Eduard Moerike and the Orch-
estra of the German Opera House, Berlin. Re-
tail price, complete with album $5.00

Orchestral Selections from

Carmen
IN this special album set of three 12-inch double-face

imported ODEON recordings are incorporated six of

the most desirable orchestral selections from the opera
Carmen. The great American popularity of Carmen
combined with the exceptionally fine renditions of

these selections by the accomplished Dr. Weissmann
and the Orchestra of the State Opera House, BerHn,
will make this set a much-prized addition to any library

of classic music. Retail price, complete with album.

$5.00

Rare Record Set
THIS set has been specially prepared in time for

the holiday season. It is comprised of six well-

known beautiful selections rendered by famous

musical organizations of Europe on three 12-inch

double-face ODEON recordings. Contained in

their rich-looking album wrapped in appropriate

holly paper, they become the ideal holiday record

gift. Retail price, complete with album. .$4.00

"Fairy Tales of Long Ago"
THE album set that will have a strong, imme-
diate appeal to those who seek an unusual Christ-

mas gift for young children is "Fairy Tales of

Long Ago." The set is comprised of six charm-

ing fairy-story selections written by Elsie Jean,

the famous writer of stories for children, and
sung by Ernest Hare and Joseph Phillips. The
three 10-inch double-face OKeh Records are con-

tained in a very attractively illustrated album
that will appeal to the kiddies. Retail price, com-
plete with album $3.00

QdfOTv
RECORDS

Recorded in Europe;

manufactured in the

United States by the

makers of the famous RECORDS

GENERAL PHONOGRAPH CORPORATION
25 West 45th Street

OTTO HEINEMAN, President

New York
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The NEW
Columbia

is superior

Hearing
is believing

There*s beauty in every model.

Whether it be upright or console, each New
Columbia cabinet wins enthusiastic admira-

tion. Rare craftsmanship and artistic ability

are apparent in every line.

COLUMBIA PHONOGRAPH COMPANY
New York

OMAHA
Drop in Temperature Speeds Up
Christmas Business—SchmoUer-

Mueller Co. Buys National Co.

Omaha, Neb., December 6—During the last two

weeks the temperature has dropped to quite an

extent and buying has increased considerably.

Possibly the colder weather has brought a real-

ization of the nearness of Christmas, and that

has helped to speed up business. At any rate,

things look much brighter than they did ten

days ago and the music dealers are all ready

for their Christmas campaigns.

The largest deal in the music trade circles in

Omaha that has been consummated for some

time is the purchase of the entire stock and fix-

tures of the National Music Supply Co., Victor

dealer, at 1907 Farnam street, which was going

out of business on account of dissolution of

partnership, by the SchmoUer & Mueller Co.

The National Music Supply Co. was an old firm,

having been in business in Omaha for many

years. The Schmoller & Mueller Co. is now

an authorized Victor dealer.

William A. Schmoller, president of the

Schmoller & Mueller Co., announced that the

personnel of the National Music Supply Co.

would be given positions with the Schmoller &
Mueller Co.

The Ed. Patton Music Co., one of the local

dealers supplied by the Mickel Bros. Co., Vic-

tor jobber, has a very interesting Victor win-

dow. Two models, loaned for the exhibit by

the Victor Co., are on display. One is a model

of the first type of Victrola made and the other

a Victrola No. 130, especially built for the San

Francisco World's Fair. According to Man-

ager Topping, of the talking machine depart-

ment, this exhibit has attracted considerable

attention.

Local record dealers generally report in-

creased sales of Sousa records due to the ap-

pearance of the famous band here in concert on

November 24. An afternoon as well as an eve-

ning performance was given and both were very

well attended. Several banquets were held in

honor of Mr. Sousa.

Both Frank Resnick, of the Union Outfitting

Co., and Miss Lois Ferrin, manager of the

talking machine department of the Burgess-

Nash Co., report a good sale of Brunswicks

during November.
Schultz Bros., Edison jobbers, are showing

some very artistic Christmas displays in their

windows, as well as making some particularly

attractive Christmas offers. They report that

their out-State trade during November has been

up to the average and indications point to a

big holiday retail trade.

P. G. Spitz, manager of the phonograph de-

partment in the Brandeis Stores, has just re-

turned from a business trip to New York and

points East. The wife of Mr. Spitz has recently

been very ill, but is now convalescent.

J. E. Conley, formerly with the Des Moines
Life Insurance Co.'s Omaha agency, is now
salesman in the talking machine department of

the Brandeis Co. D. Curtis, formerly with the

Schmoller & Mueller Co., has also joined the

Brandeis force. Mr. Corey, one of the Brandeis

salesmen, has left that company and is now
with the Mickel Bros. Co., of this city.

Willard Duning, wholesale representative of

the Starr Piano Co., Richmond, Ind., for Ne-
braska and Iowa, is opening an office and retail

store at 40S South Fifteenth street, where Gen-
nett records and Starr phonographs will be

featured. Mr. Duning states that he will not

have all of his office fixtures nor a permanent
lease before the first of the year.

R. C. A. ELECTROTYPE BOOK READY ARNOLD=EDWARDS FORMAL OPENING

R. C. A. Dealers Receive Copy of New Cut

Book—Valuable Suggestions as to Their Use
Jacksonville Co. Holds Week Celebration in

Dedicating Its New Warerooms

The publicity department of the Radio Cor-

poration of America, New York, has just issued

a complete electrotype book for the exclusive

use of R. C. A. distributors and dealers. There

is presented in this book a complete array of

advertising helps, including halftones and line

cuts in various sizes for practically every item

in the R. C. A. line. Mats of complete adver-

tisements with additional copy suggestions are

also included. A paragraph an the cover of

this book states: "Local advertising is the con-

necting link between our national campaigns

and your store. The public must be told where

it can buy R. C. A. Radiolas, Radiotrons and

other apparatus. Let pictures tell the story

—

an illustrated advertisement sells apparatus. A
good reproduction has far more appeal than

mere text. The advertising that pulL. contains

cuts, and the cuts are yours for the asking."

Jacksonville, Fla., December 6.—A week of

celebration was completed here recently by the

Arnold-Edwards Co. as a formal dedication of

its new building at 127 West Adams street.

Decorations including special theatre lights and
large vases of flowers added to the festive

appearance of the establishment, many of the

floral sets coming as donations from local in-

stitutions and national music houses.

During the first evening of the dedication a

concert was given on the balcony by the Arnold-

Victor Orchest-a, while in the recital hall on

the third floor there was an artistic program,
and in tiie Ampico room, on the same floor,

another concert was featured. With a slightly

raised stage at one end of this floor, a small

concert , hall is aflfordcd which has a seating

capacity of one hundred and fifty persons. The
fi'-st two floors are devoted to instruments.

NEWfiftSON
COMPARISON WIThI THE- iLIVINC ARTIST

REVEALS NOiblEFEBEKCE

Edison Is Always First!
The first Phonograph
First with Console Phonographs
First with Broadway "Hits"

First to play all makes of Records

EDISON INVENTED IT-EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.
Edison Distributors for Nebraska

and Western Iowa
16th and Howard Streets

OMAHA A tew dealerships open.
or wire

Write
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RcproducGr ancfToixQArm

Jewel Tone Arm No. 3
Base made reversible to avoid
Glued Joints in Motor Board

In closing the greatest year in our

history we thank the trade for its

patronage and confidence. It is

our earnest hope that 1924 will

bring to every member of our in-

dustry happiness, joy and pros-

perity

Original and Exclusive Features
Play Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 8>4", 9^", lO^^". When thrown back on tone arm in Edison position, the re-

producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

pergonal |9uletibc

Greetings to tt)e

Wxaht from

The Jewel Phonoparts Co.'s

complete organization.

Reproducer in position to play
Edison Records with Saffo
point or fibre needle.

Shows reproducer thrown back
on tone artn in Edison position.

Dome cannot touch it.

Equipped wtth or without
Mute, Mica or NOM-Y-KA
Diaphragm.

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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K A N S A S CITY
Dealers Making Use of Manufacturer's Publicity—Year-end Sales

Promise to Be Big—Changes in the Trade and News of the Month

Kansas City, Mo., December 7.—This city 'has

been frequently criticized as lacking in musical

appreciation, but when high-class music was

presented in an attractive way in "Blossom

Time" the two past weeks the Wunderlich

Piano Co. reported that the sale of records of

music from "Blossom Time" was so great that

it was impossible to keep it in stock.

Dealers Using Victor Publicity

The J. W. Jenkins Sons Music Co. reports

that little Christmas pamphlets attractively got-

ten up by the Victor Co. with the holiday sea-

son in mind, one giving a list of records and

one illustrating a variety of Victrolas, have

been very well received by the dealers in

this territory, showing that they do often-

times use freely the advertising material which

is sent to them. This wholesaler also reports

that the console models of Victrolas are in

great demand. The tendency is to buy the

popular-priced Victrolas.

Claude Barricklow, of Great Bend, Ind.; Fred

Kaiser, of Ottawa, Kan., and Paul Lanning, of

Ossawatomie, Kan., Victor dealers, were, in

Kansas City the last week in November, look-

ing over the stock at the J. W. Jenkins Sons

Co., preparatory to buying for Christmas trade.

Edison Year Closes With Rush

J. H. Cropp, sales manager of the Edison

Shop, said that the store had had splendid busi-

ness in November and that the outlook as re-

gards the Edison line is exceptionally bright,

with an unprecedented holiday trade a certainty.

Holds "Victrola Week"
The J. W. Jenkins Sons Music Co. recently

staged a "Victrola Week." Special advertise-

ments in the daily papers and window displays

attracted much attention. One window fea-

tured grand opera records by having miniature

dolls representing singers in the leading roles

of the operas in costume arranged in strikingly

dramatic attitudes. Many sales resulted, ac-

cording to Burton J. Pierce, head of the Victor

department. Some of the Victrolas purchased

are for Christmas gifts and are to be held for

Christmas delivery.

Brisk Demand for Okeh Records
According to the Artophone Co. business is

very good. In fact, it finds that it has almost

more than it can do with an unusual run at the

present time on Okeh records for Christmas.

Some new Kansas City records made by the

local artists, Bennie Moten's Orchestra, Mary
Bradford and Ada Brown are going very well.

Edison Dealers Winding Up Busy Year
The Phonograph Co., Edison distributor, with

headquarters in this city, is a busy place these

days taking care of its dealers, who are al-

ready busy with holiday sales. Both machines

and records seem to be moving in a most satis-

factory manner, and there is no doubt that

when the calm after the storm comes in Janu-

ary dealers will look back with satisfaction to a

year of steady progress.

Music Box Featuring Victor

The stock of the Talking Machine Co. at

Eleventh and Main streets, bankrupt, which was
bought by Mrs. Edward Zola some months ago,

has been gradually cleaned out and this is now
an exclusive Victor store under the name of

the Music Box. Miss Frances Enoch, who was
with the J. W. Jenkins Sons Music Co., is at the

head of the Red Seal department. M. C. Dal-

rymple, formerly a retail merchant, is the busi-

ness and advertising manager.

Holiday Drive Under Way at Jones Store

The music department of the Jones Store Co.

is staging a special sales drive for the holiday

season. The company also carries a line of

Sonora and Victor machines, which are selling

well through the Christmas club plan.

Kimball Co.'s Advertising Profitable

J. D. Mahaflfey, advertising manager of the

Kimball Co., says that they have done more

business in the last ninety days than during any

similar period in the history of the firm. This

is, he feels, due to an intensive advertising cam-

paign. The Okeh records of popular music are

going particularly good just now.

Victor Dealers to Meet
There will be a meeting of Victor dealers

who are served by the J. W. Jenkins Sons Co.

at the Baltimore this month. Miss Marie Fin-

ney, of the educational department of the Vic-

tor Co., will be here at that time to give a

lecture upon the educational value of the Vic-

trola. A large attendance is expected.

News Gleanings in Brief

William Olney, formerly with the Victrola de-

partment at the Leader department store, St.

Joseph, Mo., is now with Abbott & Troyer,

prominent music house of that city.

Miss Rosalie Kout, of Topeka, Kan., has

taken charge of the phonograph department at

Rohr's, that city.

Miss Aileen Stanley, Victor artist, enter-

tained the local Victor dealers at their last

meeting.

George Price, Victor artist, was in Kansas
City recently and visited dealers. He appeared
at the Shubert in the "Spice of 1922."

Miss Belle Baker, Victor artist, appeared at

the Orpheum and Feodor Chaliapin appeared
at Convention Hall recently.

Other Victor artists who will be in Kansas
City soon are Paul Whiteman's S. S. "Levia-

than" Orchestra and Sousa's Band.

How EDISON Meets the
Popular Price Demand

Four Winners Ranging in Price from
$100 to $175 list

^IheheppelvChite

Sbnsole

The London
Apartment

Model

The
Heppelwkite
Apartment
Model

NEwMlSON
COMPARISON WITH iTHE,1lLIVING ARTIST

UEVEALSiNQSiDiFFERENCE

A few good dealer territories open
in Missouri, Kansas and Oklahoma

Write

The Phonograph Co.
1215 McGee St.

KANSAS CITY, MO.
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Dealers who hear the

NEW EDISON in

side-by-side comparison

with other phonographs

invariably select the

NEW EDISON for

their own homes.

And the dealers' cus-

tomers, when given the

opportunity of side-by-

side comparison, make

the same choice.
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Dealers who hear the

NEW EDISON in

side-by-side comparison

with other phonographs

seek the EDISON Rep-

resentation

—because it is easier to

sell the product they

kno'w to be the best.

THOMAS A. EDISON, Inc.

Orange, New Jersey
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Brooklyn Holiday

Trade Grows Apace

Christmas Savings Funds Being Distributed by
Banks—New Accounts Opened—Live Dealer

Cashes in on Small Window—The News

Business throughout Brooklyn and Long
Island territory is particularly good and both

jobbers and retailers seen by The World ex-

pressed themselves as pleased with the general

upward trend in conditions. One prominent
retailer recently commented upon the fact that

never in all his experience in the talking ma-
chine industry had initial payments been higher

or the average sale totaled as much in dollars.

That the talking machine dealer will come
into a good share of business during and after

the holidays is the view of one prominent

Brooklyn jobber. He bases his opinion on the

reports of the banks concerning the amount of

money deposited in the Christmas Savings

Fund, which was distributed by the banks on

the first of December. In the Borough of

Brooklyn alone there was a total of two million

dollars in Christmas funds, while in Greater

New York over five million dollars were held

on deposit, the total savings throughout the

country amount to $40,000,000 as against $19,-

000,000 at this time last year. This money rep-

resents a distinctly different form of savings

as compared with ordinary bank deposits. Since

it is limited as to the time it may remain in

the banks and must be withdrawn at the time

specified, it stands to- reason the talking ma-
chine dealer will profit by the release of this

money and come in for a fair share of busi-

ness from those who receive various sums at

this time. While it is not possible to tell

exactly who the people are having th.ese ac-

counts, prospects can be followed closely, and
when the money becomes available, inasmuch

as they have already been approached by the

dealer and they are in a very receptive mood,
the money being on hand, what could be more
ideal?

Making Some Fine Sales

A. Lesser, 631 Sutter avenue, Brooklyn, has

recently made some unusual sales of Victor

machines. One of his best sales was that of a

Louis XVI period model to M.. Lapidus, prom-
inent local shoe manufacturer, who turned in a

$250 Victrola, which had been in his possession

for two years, in order to secure the more ex-

pensive instrument. Mr. Lapidus, by the way,

is an enthusiastic collector of records, and he

has one of the finest Victor record libraries in

the city. Mr. Lesser is one of the livest dealers

in the Long Island territory, and his aggressive

merchandising methods have been instrumental

in building up a large business in Victor ma-

chines and records.

New Sonora Accounts

The Long Island Phonograph Co., Sonora

distributor in the Brooklyn and Long Island

territory, has been enjoying a fair business dur-

ing the past month. A number of new accounts

have been added during this period, including

M. Brody, 1042 Central avenue, Far Rockaway;

the Parkside Music Shop, 2241 Parkside avenue,

Brooklyn, and the Flatbush Music Shop, 1533

Flatbush avenue, Brooklyn. The last-named

concern, of which Thomas Swire is the pro-

prietor, now handles three lines, namely, So-

nora, Brunswick and Columbia phonographs.

Jack SachnofE Opens Store

An attractive new talking machine establish-

ment has recently been opened at 416 Sutter

avenue, Brooklyn, by Jack Sachnoff. Modern
fixtures, including record demonstration booths,

racks and service counters, have been installed.

The store is in a good location and Mr. Sach-

noff is preparing to capitalize on this fact by

going out after business in an active and de-

termined manner.

Good Victor Business

That the retail Victor trade is in a prosperous

state is indicated by the fact that the Ameri-

can Talking Machine Co., Victor distributor,

with headquarters in Brooklyn, is closing a ban-

ner Fall and Christmas business. It is expected

that when the holidays are over the dealers will

be in a position to look back at a very satisfac-

tory sales volume.

Makes Small Windows Pay
The talking machine department of the Ster-

ling Piano Corp. is overcoming display diffi-

culties of small windows by arranging very

simple exhibits. Although the objects featured

in each window are few the ensemble is always

artistic and sometimes so unusual as to almost

compel passers-by to stop for a look. Recently

a very attractive display consisted of one Victor

console and an upright machine. The only

other objects in the window were, perhaps, a

dozen especially prepared placards featuring

some of the latest Victor recofds. A local sign-

painter's services are utilized for the making

of these placards and their use in the windows

'The favorite instrument of Holiday buyers*

THE INSTRUMENT OF QUALITY

onor,
CLEAR AS A BEUL

The Highest Class
Talking Machine in the World
Our complete exhibit of the superb Sonora Period Phono-

graphs is especially important during the Holiday season—bring

your prospects.

Write or call for information about

our 100% Sonora selling service.

Long Island Phonograph Co., Inc.
Sonora Distributers for Brooklyn and Long Island

17 Hanover Place, Brooklyn, N. Y. Telephone Main 1217-18

New
Releases

Monthly

A. CENTONZE MUSIC CO.
PUBLISHERS

Distributors and Jobbers in

RECORDS and PIANO ROLLS
174 Johnson Avenue Brooklyn, N. Y.

JUST OUT
Cuore Ideale Waltz
Birichina . Mazurka
Fantasia Notturna Mazurka

has been found very effective in drawing the

attention of passers-by to records.

Aeolian Co. Has Successful Year
A very successful year has been enjoyed by

the Brooklyn branch of the Aeolian Co. on Flat-

bush avenue. Each month has been a little

better in point of sales than the same month
last year, according to Manager Davis. Regu-
lar advertising and attention-compelling win-

dow displays have been the two big factors in

the good business enjoyed by this progressive

house. The advertising of this company has

appeared in the local newspapers regularly

throughout the year. The large windows of

this concern offer unusual facilities and this has

been taken advantage of. Some of the best

window displays of the year in the talking ma-
chine trade in Brooklyn are credited to the

skillful work of the Aeolian Co. forces.

Live Methods of

Brooklynite Win
Talking Machine Department of Batterman's

Store Averages Twenty Machine Sales Each
Day as a Result of Efficiency and Work

The careful selection of sales people, intensive

canvassing and advertising have been instru-

mental in making the talking machine department

of Batterman's Department Store, Brooklyn, one

of the most profitable and important branches

of the business. An average daily sale of twenty

instruments and a growing demand for records

bears out this observation.

How Salesmen Are Judged
The selection of salesmen has a direct bearing

on the success of any mercantile enterprise and

is, therefore, of the utmost importance, accord-

ing to F. J. Ennis. manager of the talking ma-
chine department, who speaks with the authority

of experience and success in picking the right

type of men. Personalit3r, energy and determina-

tion are the three most important factors which

contribute to results by salesmen. At this estab-

lishment men who have been in the sales end

of the talking machine business and who have

the necessar_v qualifications are, of course, pre-

ferred, but experience in this line is not made a

prerequisite of employment. Eighteen men com-

pose the outside sales organization of this de-

partment, and thej- are making good in a big

way. They were selected because the\- pos-

sessed the three qualities mentioned above and in

addition knew or had the intelligence to quickly

grasp the fundamental principles of selling talk-

ing machines.

Canvassing the Big Force

The success of this department also is due in

a large measure to the intensive canvassing of

the large outside sales organization. Day after

,day these men are scouring their territories for

business, and, as is natural where such persist-

ent and sustained efforts are resorted to, they

{Continued on page 74)
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METHODS OF LIVE MERCHANT WIN
(Continued from page 72)

get it. Prospects are followed up in a determined

manner and they are not dropped from the list

until the chances of ultimately making a sale are

found to be nil

The inside sales organization co-operates in a

most efTective manner with the outside men, a

vitally important consideration. Working hours

are an unknown quantity at this live department.

Prospects that develop in the store during the

day are followed up in the levenings and even

on Sundays; thus no sales opportunities are over-

looked. Each week the staff sets a sales quota

and works hard to come up to the mark set. For

example, on a recent Saiturday the organization

went out with the determination to dispose of

fifty instruments in one day. To make a long

story short, thirty-seven machines were sold,

and the next day, Sunday, seven sales were

added to this. These seven sales were follow-

ups of inquiries received on Saturday. The or-

ganization fell short of the mark by six machines,

but the sales volume for that day shows what

can be done when persistency and proper meth-

ods are used.

Extensive Advertising Helps

Considerable space is used in the local news-

papers to broadcast the story of the talking ma-
chines and records, and week after week this pub-

licity is demonstrating its value in creating busi-

ness. As a result of the advertising drive Bat-

terman's talking machine department has become

widely known to the residents in Brooklyn and

many of the surrounding communities.

Radio and "Talkers" Allies

The talking machine and radio departments

of this concern are located side by side, and this

has been productive of business for both depart-

ments, demonstrating to Batterman's, at least,

that radio, if properly featured, works to the ad-

vantage of the talking machine business and not

against it. This is demonstrated by an incident

at the store recently. A man came into the talk-

ing machine department. He had not made up

his mind whether to purchase a radio set or a

talking machine. The salesmen explained the

merits of the talking machines handled and then

led the prospect over to the radio department,

so that he could secure the necessary informa-

tion on radio before making up his mind. Be-
fore leaving the store the man had purchased

both. This has happened several times, accord-

ing to Mr. Ennis, and it proves that even to the

layman it is clear that the purposes of radio and
the talking machine are dif¥erent and each can

be made a worth-while accessory to the home.
Another business-producing stunt at this store

is the location of a record department on the

main floor. The hundreds of customers who pass

through the store during each day naturally are

attracted to this department and many sales are

made. A small talking machine is constantly

sending out refrains of the latest music. In

many instances inquiries are received at this spe-

cial record department which have resulted in

larger sales in the main talking machine depart-

ment. Other features being planned include a

special department for children's records and a

German record department. The latter will be

in charge of a salesman who speaks German to

serve the many patrons of German origin who
shop at the store.

Mr. Ennis, who recently came to this store

from Stix, Baer & Fuller, St. Louis, is not un-
known to the trade in Brooklyn and New York.

.He was formerly connected with Frederick Loe-

ser & Co., Brooklyn, and Bloomingdale's, New
York, and he has had wide experience in the

talking machine field.

BOOK ON PHONOGRAPH CONSTRUCTION

Interesting Volume on the Design and Con-
struction of Talking Machines Being Pub-
lished by Bruce Publishing Co.

"Phonograph Construction," a book dealing

with the construction of the component parts

of the modern talking machine, by E. M. Win-
terbourne, of the New Mexico State Teachers'

College, Silver City, N. M., has just been pub-

lished by the Bruce Publishing Co., ililwaukee.

Wis. The book has been written especially for

the layman and technical terms are avoided.

The work is developed in an interesting and
instructive manner and should prove of value

to those of the general public who are seeking

enlightenment in this field, especially students

of manual training in schools. There are six

chapters devoted to the following subjects:

"History of the Development of the Phono-
graph," "Designing the Cabinet," "Constructive

Details of Cabinets," "Sound Amplifiers and

Volume Modulators," "Wood Finishing" and

"Equipment." "Tool Processes" are treated in

rather a complete, though brief, manner in the

appendix.

VINCENT'S MUSIC SHOP OPENED

Vincent's Music Shop, which opened recently

at 3451 Fulton street, Brooklyn, carries a

complete line of music goods, including pianos,

phonographs, sheet music and radio supplies.

The store is well appointed in the matter of

store equipment and has already proved very

popular with residents in this section.

0. W. RAY ON TRIP TO COAST

Oscar W. Ray, general manager of the whole-

sale Vocalion Red Record department of the

Aeolian Co., left recently on an extended busi-

ness^trip to the Pacific Coast, in the course of

which he will call on Vocalion record distribu-

tors, together with numerous dealers in the

larger centers. He expects to be away from
his office for several weeks.

REEDER STORE IN NEW WAREROOMS

Carlisle, Pa., December 6.—The D. N. Reeder

music store has recently changed its location

from the South Hanover street address to the

building on North Hanover street, formerly

occupied by the J. H. Trou Music House.

A REAL PORTABLE MOTOR

Model S. S.

Weight reduced to a minimum—compact—strongly con-

structed—absolutely silent and GUARANTEED TO
PLAY TWO RECORDS.

The best in material and workmanship is found in this

motor—one designed particularly for portable use and

one that will give long and satisfactory service.

For Larger Machines

Model H. H.—a double spring motor guaranteed to

play 5 records.

Model K. K.—a double spring motor guaranteed to

play 3 records.

Further Information Upon Request

The silent MOTOR CORPORATION
321-323-325 Dean Street BROOKLYN, N. Y.

Telephone Sterling 4861
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rpHE TALKING MACHINE DEALER'S FIELD for

1 Additional Profits, A new field for p:reater business is

offered to the talking machine dealer by radio. Without increas-

ing overhead, radio enables you to serve new_ customers who

otherwise might never enter your store. You will also get addi-

tional business from your old customers. Wide awake talking

machine dealers in all parts of the country are handling the

Crosley line of radio receivers and parts. Constructive, con-

sistent advertising over a long period of time has created an ever

increasing demand for Crosley instruments.

Better -Cost Less

Radio Products
Exceptional performance that gives unusual satisfaction has made thou-

sands of happy customers who tell their friends about results that their

"Crosley" has brought.

Make up your mind now to gefsome of this business that is waiting to

come to you.

Write for Complete Catalog.

This fully describes Crosley Instruments and Parts.

CROSLEY MANUFACTURING COMPANY
POWEL CROSLEY, Jr., President

1226 Alfred Street CINCINNATI, OHIO
Crosley Model X-J, Price $65
As an example of the exceptional value of all

Crosley instruments, we illustrate the Model
X J. Tliis is a four tube set combining one
stage of tuned radio frequency amplification,
detector and two stages of audio frequency
amplification. We unhesitatingly claim that
this is the most popular receiver in the United
States today.

For those who desire additional beauty com-
bined with excellent performance there is a
handsome Crosley

Consolette Model X-L, Price $140
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BALTIMORE
Wholesalers Oversold as Trade Supplies Holiday Demand—Heavy
Sales of Popular Records—Columbia Dealers Organize—The News

Baltimore, Md., December 9.—The talking

machine business, insofar as the jobbers are con-

cerned, is limited solely by the number of ma-
chines which they are able to supply the trade on
oversold orders. Practically every jobber in this

city has been oversold on the more popular
types of machines for months.

Sold Out on Popular Victor Models
In commenting on this situation, I. Son Cohen,

head of Cohen & Hughes, Inc., Victor distribu-

tors, said that he considered himself lucky if he

could supply 10 per cent of his customers' orders

for the popular types of machines. "As fast as

we get the machines they are shipped or sent out

to fill standing orders, and our business for many
months has been run on the 'curbstone plan.'

That is, we get the machines as far as the curb-

stone and send them out again without ever

bringing them into the warehouses. "For a long

time," he continued, "we have been satisfied to

take care of our regular trade without seeking

new fields and feel like 'patting ourselves on the

back' when we can do this."

Wholesalers Experience Shortage

Practically the same situation exists with the

other two local Victor jobbers, E. F. Droop &
Sons and Eisenbrandt's. W. C. Roberts, man-
ager of the former firm, said the demand for

80 and 210 types of Victors exceeded the supply

by about 90 per cent and that this condition had

prevailed with his house for many months.

Big Record Sales of Popular Numbers
Mr. Roberts, by the way, says he is the one re-

sponsible for the advance release of the record

"Sleep" in Baltimore^ which was put on sale here

a week before other sections of the country. He
knows the Waring brothers personally, and when
they were advertised to appear at one of the

local theatres he went to see and hear them and

heard "Sleep," after which he arranged for the

early release of the record here, which prom'ses

to establish a high-water mark in sales. "The
first day it was put on sale in our retail depart-

ment," said Mr. Roberts, "we sold more records

than in any other twenty-four hours in the his-

tory of our store."

Cohen & Hughes also report having one of the

biggest runs on this record in the history of the

firm, over 6,000 having been sold in three days.

Another record which Cohen & Hughes have

been pushing with big results is the "Conun-

drum," or "What Will I Play Next." While this

record has been on the market for some time, it

has not been featured in this territory and re-

sults so far seem to indicate a big sale.

Brunswick Demand Exceeds Supply

The local agency of the Brunswick is another

place where optimism over the outlook prevails

and the only sign of worry is occasioned by not

getting the goods for delivery. "While we have

caught up to some extent on deliveries," said

Manager C. F. Shaw, "we are still behind on

our orders for the more popular types of the

Brunswick. This handicap, however, is more
than offset by the wonderful increase in record

sales, which have more than doubled in the past

year, and every indication points to a better 1924."

Manager Shaw had his sales force here on

December 3 for a meeting, at which he spoke

and explained the efforts being made to take care

of the holiday trade. A great friendly rivalry

now exists among the Brunswick sales force as

to which representative will make the best show-

ing for the year. M. M. Kuhn, of the North

Carolina district, is leading at present, having

come to the front during the past month through

signing up several stores in this section, among
which are Colson & Covington, of Wadesboro;

J. B. Bruton, of Lamberton, and Turner & Co.,

of Charlotte.

H. H. Sheldon, of the Baltimore district, is

second through the signing up of Louis Mazor
as an exclusive Brunswick dealer in his new
store just opened at 512 North Howard street.

Mr. Mazor, who conducts four other stores in

the city, has fitted up his new store, which is in

the Academy of Music Building, in a most elab-

orate manner.

D. W. Causey, Virginia representative, con-

tributed the Brunswick contract of the Jefferson

News Stand, of Charlotte, which will be under

the management of Grafton D. Payne.

Columbia Headquarters Reopened
"Business never was better nor were we ever

so rushed to fill orders as we are today," said

W. H. Swartz, secretary-treasurer-general man-

ager of the Columbia Wholesalers, Inc., distrib-

utors of the Columbia, as he greeted The World
representative, with his sleeves rolled up, work-

ing in the mailing room trying, as he put it, "to

catch up with the orders for that advertising

record of the Columbia."

"We are simply swamped," he said, and are

working practically day and night to keep the

dealers supplied with the record. Orders are

coming in by phone, wire and mail and dealers

are ordering lots of 1.000 to 2,000 at a time. It

is without exception the greatest advertisement

ever put out by the Columbia, and the dealers

are co-operating by asking all purchasers to read

the statement on the envelope explaining the

advantages of the New Process records and fol-

lowing up all sales with advertising matter.

Sales of the new $150 and $200 Columbia con-

soles have exceeded all expectations, according

to Mr. Swartz, and It is impossible to supply the

demand for the $100 type, the firm even going so

far as to go into Canada and buy machines, pay-

ing the import duty, in order to meet demands.
"While we have been turning down applica-

tions for Columbia machines, preferring to take

care of our tiade first," said Mr. S'wartz, "we
have taken on a few during the past month, in-

cluding one in Baltimore, that of the Knabe Stu-

dios, Inc., 309 North Charles street."

Cohen & Hughes Stage Tie-up

Cohen & Hughes, Inc., Victor jobbers of this

city and Washington, D. C, took advantage of

the recent appearance here of Balieff's "Chauve
Souris" to stage a tie-up. Window strips were
prepared for Victor dealers and these were
effective in stimulating sales of the records made
by these artists.

Another dealer help prepared by this live

firm is the preparation of a special list of

records appropriate as Christmas gifts. The
list is holly bordered and is sized to fit the

frames provided for dealers by the company at

the beginning of the year. From time to time

Cohen & Hughes have supplied the dealers with

special strips for insertion in these frames.

These inserts are designed to increase the sale

of records. I. Son Cohen, president of the com-
pany, stated that more frames are available and
will be supplied to Victor dealers upon request.

Fine Brunswick Window
William Sprinkle, head of the Sprinkle Piano

Co., of Greensboro, N. C, was a visitor to the

Brunswick agency this month and brought along

a picture of a Brunswick window display in its

store which attracted considerable attention, as

well as business, during the two weeks it was on

display. The display, which represented a min-

iature stage with automatic figures, was arranged

by Mrs. W. H. Harrison, wife of the manager.

Mr. Sprinkle, who controls stores in Winston-

Salem, N. C, and Norfolk and Richmond, Va.,

is very optimistic over the outlook for business.

"Columbia Dealers of Baltimore" Organized

"The Columbia Dealers of Baltimore" is the

name of a new organization which was perfected

last month following the meeting of Columbia

dealers at the Emerson Hotel earlier in the

month as the guests of the Columb-a Whole-

salers, Inc. Officers were elected as follows:

Leonard Trout, president; George Behm,. vice-

president; Arthur Stein, secretary, and Charles

Seihler, treasurer. A constitution and by-laws

committee was appointed and plans were per-

fected for holding regular meetings once a

month, on the last Thursday. A resolution was

passed complimenting the Columbia Co. on the

advertising which it is do'ng in the daily papers

and magazines in this section of the country and

calling upon the Columbia dealers to co-operate.

The members were enterta'ned with banjo selec-

tions by Professor McCaulley, who will shortly

start making records for the Columbia Co.

The Kranz-Smith Piano Co. has added a line

of musical instruments to its phonograph depart-

ment and is meeting with good results, accord-

ing to Edward Keefer, manager.
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AGAIN as the old year passes and
the new begins, we extend the

compliments of the season and ex-

press the sincere wish that the New
Year will be a Happy and Prosperous

one for you.

More than that, we are prepared to

help you make it one. Our plans for

1924 are entirely progressive and we
solicit the privilege of demonstrating
them to you.
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SAINT LOUIS
Start of Christmas Business Indicates Banner Season—Artophone

Corp. in Nezv Home—Changes in Edison Territory—Month' s News

St. Louis, Mo., December 8.—Talking machine

merchants all along the line report that busi-

ness for the past month was substantially ahead

of that for the same period a year ago and say

that December started off with every indication

of making an even better showing as compared
to December of last year. Consoles are clearly

in the lead, with the demand best for medium-
priced machines, but good sales of upright mod-
els are also being made. Orders for Christmas

delivery indicate a banner holiday trade. Rec-

ords are going well. The outstanding releases

are snapped up with avidity and there is a

steady movement of staple records.

Now Occupying Attractive Quarters

The Artophone Corp. and the Lehman Piano

Co. got off to a running start in the latter part

of November in their rebuilt stores at Eleventh

and Olive streets, following the fire last Sum-
mer, and are going strong on Christmas busi-

ness. The Artophone Corp. has a larger and
finer display and has struck the Olive street

pace, which was somewhat interrupted while

the firm was temporarily on Pine street. The
lines handled include Strand and Artophone
machines and Okeh records. The Lehman Co.

is handling Brunswicks and Sonoras. For the

present it has no separate talking machine or-

ganization, the regular floor force taking care

of both machines and pianos. Harry Hunter is

the sales manager and assisting him are J. E.

Reger, Herman Weil, W. R. Alberts and R. Q.

Jokerst. The booths are grouped in the rear

on main floor and mezzanine.

Talking machine dealers have subscribed lib-

erally to the endowment fund for the St. Louis

Symphony Orchestra. The Brunswick Co. sub-

scribed $250 a year for three years.

Activities of Silverstone Music Co.

The Silverstone Music Co., Edison distribu-

tor, feels happy over November business, see-

ing that the record for a year ago was passed

the first twenty days of the month. Business

toward the end of the month was stimulated by
an offer of special terms on Thanksgiving or-

ders. It was stimulated further in the early

part of December by Retail Manager Gold
opening a Christmas reservation campaign. The
offer was to make reservations on a nominal

payment, the balance of the "down" payment
to be made on delivery for each instrument,

with the $175 console leading in the number
of sales.

The Silverstone Co. has found it necessary

to give assistance to O. A. Reynolds and G.

Manne, who have been covering Missouri.

Oliver Scott, formerly outside city salesman,

has taken over part of the territory and is out

placing dealers. One of the acquisitions is the

Hamilton Specialty & Novelty Co., Desoto, Mo.

John Fahland, a new man, has taken Scott's

place in the city trade. Mr. Manne, on a

Southern trip, reports crop conditions unfavor-

able in Tennessee, but excellent in southern

Missouri and Arkansas.

President Tedstrom, of the Tedstrom Furni-

ture Co., Pine Bluff, Ark., who recently became
an Edison dealer, was in St. Louis in the latter

part of November.
Frank Sigman, Edison dealer, Flat River,

Mo., was a recent visitor to this city.

Stages Special Sales Drive

Manager H. J. Arbuckle, of the Widener
Corp., celebrated the firm's seventh anniversary

by staging a special sales drive. His Novem-
ber business was wonderful, he says, and it is

certain that his business will be the best that

he has had in the five years that he has been

in charge here.

St. Louis Symphony Orchestra Records
Records were made recently in St. Louis by

the St. Louis Symphony Orchestra for the Vic-

tor Co. A complete recording laboratory was
set up in St. Louis, in charge of E. T. King and

I^ay Sooey, two of the supervisors of the re-

cording in the great recording laboratories at

Camden, N. J. St. Louis music lovers are look-

ing forward to the release date of these records.

Geo. L. Fuhri With Artophone Corp.

One of the new comers in the phonograph
field in this city is George L. Fuhri, son of

William C. Fuhri, general sales manager of the

General Phonograph Corp., New York, manu-
facturer of Okeh and Odeon records. Mr.

Fuhri Jr., has joined the sales stafi of the Arto-

phone Corp., Okeh jobber, and although he has

only been "on the job" for a few weeks he is

showing a marked sales ability that is a tribute

to the experience and success of his popular

father.

Victor Upright for Bombay
Manager J. L. Stevener, of the phonograph,

department of the Aeolian Co. of Missouri, had
the satisfaction the other day of selling a Vic-

tor upright. Style 11, for shipment to C. H.

Readymoney at Bombay, Ind., and collecting

the ready money for it. The sale was made
through a local jobber. That was not all the

ready money that came in during November.
There were especially good sales of $250 Vo-
calion consoles and uprights.

Husselton Broadcasts Program
T. L. Husselton, Victor factory representa-

tive, who is spending a few weeks among Vic-

tor dealers in St. Louis, broadcasted a program
from the KSD radio station, St. Louis Post-

The Manufacturers of the Finest
Phonographs and Sound Boxes
use and endorse our AAA quality

India Ruby Mica
DIAPHRAGMS

All sizes for immediate delivery

WILLIAM BRAND & CO.
27 East 22nd Street New York City

Telephone, Ashland 7868

Dispatch, on December 3. Miss Blanche Rose-

brough, of the Victor educational department

of Scruggs-Vandervoort-Barney, played his ac-

companiments. Mr. Husselton has been the

source of much pleasure at several of the Victor

meetings in St. Louis with his rich baritone

voice, which has a Werrenrathlike quality. He
has been singing in churches also during his

St. Louis stay.

Brief but Interesting News Items

The E. E. Baker Music Co., this city, recently

disposed of four period Victrolas, a Queen
Anne, Sheraton, William and Mary and a Chip-

pendale, all within the space of one week.

Manager Horning, of the Stix, Baer & Fuller

music department, gave a radio show recently,

at which visitors' messages were transmitted to

various parts of the country. Several manu-
facturers had booths showing their wares.

Allen McQuhae, Brunswick artist, appeared

with the Apollo Club in concert at the Odeon
and was enthusiastically received.

The Concordia Publishing House, Ludwig's

Music House and George Kilgen & Son, pipe

organ manufacturers, are among the 194 firms

in business in St. Louis for fifty years or more
that are to be guests of honor at a banquet to

be given in the near future by the Chamber
of Commerce.
V. Salzman, of the Vocalion Chicago office,

was a recent visitor here.

St. Louis Victor stores are displaying photo-

graphs of Sissle and Blake furnished by the

theatre in connection with their appearance in

"Shuffle Along," and an augmented sale of their

Victor records is resulting.

The E. E. Baker Music House, now exclusive

Victor dealer, is using the musical census idea

to get prospects, gain good-will and sell goods.

Mrs. E. Young is doing the work and reports

finding many people who appreciate having rec-

ords brought to the home to sell.

The Gausmann-Parker Housefurnishing Co.,

North St. Louis, has bought the Victor stock

of the Baden Music Co.

Roy C. Cunningham, formerly with the R. G.

Dunn Co., Brownsville, Pa., was recently made
manager of the Hardwick Music Store in the

Moss Arcade, that city. Mr. Cunningham is a

merchandiser of wide experience.

"TIE UP WITH A WINNER!"
The NEW EDISON Phonograph

Is Acknowledged "THE DADDY OF THEM ALL
THELIVEDEALER

Can take advantage of this pubUc confidence by tying up with an agency for the New
Edison Phonograph.

"YOUR MIND IS AT REST WHEN YOU SELL THE BEST"

Write for the LIBERAL Edison Agency Proposition for Your Town

Southwestern

EDISON DISTRIBUTOR St. Louis, Mo.
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THE NEW 1924

The Standard of Comparison
Means

:

GUARANTEED CONSTRUCTION
SATISFACTION to the CUSTOMER
QUICKER TURNOVER
LARGER PROFITS

The wide-awake phonograph dealer of to-

day realizes that he must give to his cus-

tomers the utmost in value at the lowest
price consistent with real value.

He also feels the need of a more rapid turn-

over, greater profits and more complete
satisfaction to the purchaser.

The complete answer is found in the NEW
1924 MODELS of the WOLVERINE
LINE. Very truly has this remarkable line been called "The Standard of Comparison."

Many of the largest stores in the country are selling the WOLVERINE LINE, and inquiries for
territory are arriving daily. The discounts are liberal, the quality is of the highest, and the retail

prices much lower than you would ever expect after an inspection of one of these cabinets.

True VALUE is built into every WOLVERINE and a franchise for your territory is a valuable
asset.

NOW IS THE TIME TO INVESTIGATE. WE MAKE NO STATEMENTS THAT WE
CANNOT PROVE. All that we ask is the opportunity.

Model 400

Queen Anne Console
Height 35 inches fl» -t ^\ ^
Leng-th 36 inches l^K I
Depth 21 inches •V' -- ^ "-^

Model 800
Tudor Period Console

Height 35 inches
Length 38 inches
Depth 22 inches $175

Model 900

Stuart Console
Height 35 inches
Ijength 36 inches
Depth 21 inclies $150

The Wolverine Line Is

A COMPLETE LINE FROM THE $35 PORTABLE TO THE $215 CONSOLE
Everything the Dealer Needs, and All of the Same High Quality

LIND AND MARKS CO.
DETROIT, MICH.CONGRESS AND BATES STS.

Cleveland Office: Erie Building, 9th and Prospect
DISTRIBUTORS AEOLIAN-VOCALIONS and VOCATION RED RECORDS
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The NEW
Columbia

is superior

Hearing
is believing

The tone is true. Regardless of the in-

strument reproduced or the register of voice

recorded, you'll immediately recognize the

distinctive tone of the violin, cello, soprano,

contralto, tenor or baritone. The New
Columbia Reproducer is responsible for this

fidelity of reproduction.

COLUMBIA PHONOGRAPH COMPANY
New York

IN DES MOINES
Christmas Gift Buying Starts ITi

to Meet the Demand—Tone-Tests

Des Moines, Ia., December 7.—With the holi-

day season approaching, most dealers in this

section of the country have completed their

stocks of instruments. While business in gen-

eral has been rather quiet throughout Novem-
ber holiday buying has started with a rush.

The seasonal demand for instruments on

the part of the dealers has been as good as

usual. Jobbers explain that dealers have stocked

fully as heavily as in past years. Demand
seems to have concentrated on the smaller and

lower-priced machines.

The tone-test concerts recently completed by
a group of Edison artists have been very popu-

lar in the Iowa towns where they were held.

According" to Harger & Blish, Edison jobbers,

the tests were the most successful in every

way of any ever arranged by them.

In J. B. O. (Just Between Ourselves), a

monthly house organ put out by Mickel Bros,

and edited by H. B. Sixsmith, a regular monthly
feature is being maintained. The feature, a

"Who's Who" column, each month takes up
some prominent Victor dealer of the State. The
December issue of the publication gives some-
thing of the history of Fred J. Schamp, man-
ager of the talking machine department for

Davidson Bros., Sioux City, la.

The Baas Music Shop, Rock Island, 111., re-

cently arranged a publicity stunt that attracted

considerable attention. Don Bestor and His

Benson Orchestra were on the bill at the Fort

Armstrong Theatre and Mr. Baas induced Mr.

Bestor to give a concert in the music shop dur-

ing his engagement in Rock Island. For one

hour Mr. Bestor played to a crowd that packed

th a Rush—Dealers IFell Stocked

Prove Popular in lozva—The News

the store. Mr. Baas expresses himself as very

much pleased over the results of the concert.

The Cummings Music Co., Sheridan, la., has

just moved into a fine new store located in the

Lotus Theatre block of that city.

The Gaston Music Co., Kearney, Neb., re-

cently ventured into the foreign record busi-

ness. The first order was for fifty German

records. Making a record sale in more ways

than one, the store sold the entire fifty records

to one German customer.

W. O. Welker, traveler for Mickel Bros, in

Northeastern territory, who underwent an oper-
ation for appendicitis during the latter part of

November, is well on the road to recovery and
expects to be back on the road shortly after the

first of the year.

Belle Hendrix Smith, who for the past three

years has had charge of the educational de-

partment for Mickel Bros. Co., has taken charge
of the Victrola department for Chase & West
at Des Moines.

The Elder Piano Co., at Hebron, Neb., Vic-
tor dealer, has recently remodeled its store. A
new store front was installed and separate de-

partments constructed for each of the depart-
ments.

The Tout Drug Co., York, Neb., is arranging
for a Music Memory Contest to be held in the

near future.

ARTISTIC CHRISTMAS "SONORA BELL"

Sonora Dealers Pleased With Current Issue of

House Organ—Many Articles of Practical

Value and Importance to Retailers

The Christmas number of the "Sonora Bell,"

the house organ published monthly by the

Sonora Phonograph Co. for its dealers, is note-

worthy for the many practical and constructive

articles that are featured, together with the at-

tractive appearance as a whole. A special cover

is used for this edition, presenting the holiday

colors of green and red, and the company's

advertising department has been congratulated

upon the appearance of the publication.

The first article in the Christmas issue is en-

titled "Your Month of Largest Sales Is Here,"

and under this heading there is presented a

brief summary of the many practical sales helps

that the Sonora Co. has prepared for the use

of its dealers during the holiday season. The
article entitled "Looking Below the Surface

Helps You Sell" is illustrated with a group

picture showing the Barker Bros, establishment
in Los Angeles, one of the most successful

Sonora dealers in the country. Robert O. Waldo,
of Foster & Waldo, Minneapolis, a prominent
concern that for many years has been a fore-

most figure in retail circles, contributes an in-

teresting article entitled "The One and Only
Way to Success." Other timely articles in this

Christmas edition of the "Bell" are "Local
iMusic Events Are Sales Assets," "Stories of

Sonora Selling Successes," "Manufacture of the

Sonora Packing Case," "Modei^n Merchandising
Methods," and "Little Histories of Furniture

Periods."

HUB CO. ADDS COLUMBIA

Portland, Me., December 6.—The Hub Furni-

ture Co. has recently taken on the complete

new line of Columbia instruments, together

with a representative stock of the New Process

Columbia records. Extensive alterations are

being made in the store, and the department
intends now to actively go out for business.

NEWlEe'ISON
RECORD

COMPARISON WITH THE LlVTiNG ARTIST
REVEALS NO DIFFERENCE

HARGER & BLISH DES MOINES
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REGALERECORDS
Pfedominute

the field

The unusual selling power of the
REGAL 50c. RECORD is of impor-
tant significance to you.

Daily thousands of people are buying
the REGAL 50c. RECORD because
it gives them the quality they want
at a saving of 25c. on each record
they buy.

This unusual value creates a demand
for REGAL which offers you a genu-
ine opportunity to boost your sales

quickly—permanently.

Now—while this matter is before you—
write us for a sample record and the

details of the REGAL proposition.

REGAL picks

the hits FIRST!

DANCE RECORDS

Mama Loves Papa, Papa
Loves Mama.

Not Here, Not There.

When It's Night Time In

Italy.

Take, Oh, Take Those
Lips Away.

Lovey Come Back.

House of David Blues.

Little Butterfly.

Old Fashioned Love.

You Didn't Want Me
When I Wanted You.

Oh, Sister, Ain't That
Hot?

VOCAL RECORDS
Roses of Picardy.

You Didn't Care When
You Broke My Heart.

Sittin' In A Corner.

I Am Sitting Pretty In A
Pretty Little City.

Stay Home, Little Girl,

Stay Home.
Mammy's Little Silver

Lining.

Sweet Henry.

REGAL RECORD CO.
20 West 20 'Ji St.New York , N.Y.
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Utah Brunswick Dealers Hear Inspiring Talks
First Annual Meeting and Banquet Arranged

in That City—Constructive Addresses and
by the Salt Lake City Brunswick Branch Held
Excellent Musical Program Feature Event

Salt Lake City, Utah, December 4.—Inspiring

addresses marked the first annual meeting and

banquet of the Brunswick dealers in this terri-

tory at the Hotel LTtah last week. The meeting

was presided over by G. C. Spratt, the popular

manager of the Brunswick branch which serves

the trade here, and dealers from all parts of the

State and members of their business organiza-

tions were present. Another feature of the gath-

ering was an excellent musical program, includ-

ing vocal and instrumental selections by the

Fisher Trio, Miss Ashton, of the Ogden store

of the Glen Bros.-Roberts Piano Co.. and Miss

Mildred Anderson, of the local Brunswick office.

A display of the latest Brunswick instruments in

the banquet room attracted considerable atten-

tion on the part of the dealers..

The opening address was made by Manager

mm
Stands forDisplay

^

ForYour Holiday and

Christmas Window

and Store Displays

as well as for all year 'round use

A New Melal Display Stand for

Universal Use in Music Shops.

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for display ing 10 in. and

12 in. Records, Monthly Window
Service, Sheet Miis c, Phonograph

Displays, etc.

6for$2Z5
Made in one size and finish for

all purposes

Manufactured by

MUSICAL PRODUCTS DISTRIBUTING CO., INC.

37 East 18th Street New York

Attractive Offer to Distributors

Spratt, who welcomed the dealers and their ^sales

people and outlined, briefly, the history of the

development of the Brunswick Co., also mention-

ing the fact that plans are under way for the

opening of a new record factory on the Pacific

Coast which will ultimately serve this territory.

Mr. Spratt urged unremitting efforts on the part

of dealers to increase their business volume,

stressing the various talking points of the Bruns-

wick machines. He emphasized the necessity of

care in the preparation of advertising so that

the money spent in this direction would bring

an adequate return in business. The importance

II FV'< GRAPHITE PHONOaajj J-ii-. J J SPRING LUBRICANT
Ilsley's Lubricant makes the Motor make good.
Is prepared in the proper consistency, will not run
out, dry up or become sticky or rancid. Remains in

its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to

retail at 25 cents each under the trade name of

FIIRFfCA NOISELESS TALKINGj-i^ am.n, MACHINE LUBRICANT
Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St.. NewYork

their respective communities some thoughts

which not only give them a new slant on the

business and the line they handle, but practical

sales pointers as well.

Among those present were: G. C. Spratt, R.

F. Perry, Mildred Anderson, Brunswick Co., Salt

Lake City; P. S'. Heilbut, L. L. Graham, Bates

Stores Co., Provo; G. H. Heindselman. Joseph

Brunswick Dealers at First Meeting and Banquet in Salt Lake City

of the trade press was also emphasized by Mr.

Spratt, who declared that no dealer who desires

to keep abreast of the times in his business and

who is on the look-out for new ideas can afford

to overlook the talking machine trade papers.

P. S. Heilbut, treasurer and phonograph de-

partment manager of the Bates Stores Co., of

Provo, Utah, the next speaker, spoke in an in-

spirational manner on the merits of the Bruns-

wick and the company behind the product. •

H. H. Perry, traveling representative of the

Brunswick Co., with headquarters in this city,

in an all too brief talk, gave the dealers present

some constructive hints on selling. He discussed

at some length, however, the reasons actuating

the Brunswick Co. in inaugurating the daily re-

lease of records, and gave detailed instructions

regarding the ordering of records. Another mat-

ter discussed by Mr. Perry was the necessity of

care on the part of dealers in the use of the

advertising material supplied by the company, in

order to eliminate waste as much as possible. He
concluded his talk by pointing out that many
of the leading artists are included in the Bruns-

wick Hall of Fame and that dealers should exert

every effort to get behind these records.

The last speaker vvas Louis W. Larsen, of

Stevens & Wallis, Lie, instructor of advertising

at the University of Utah, who confined his talk

to advertising, pointing out to the assemblage

thajt as music merchandisers they bad one of the

best advertising talking points, namely, the

pleasure appeal. He urged the dealers to avoid

generalities in their newspaper ads and be spe-

cific in their copy. Mr. Larsen declared that the

dealers could best profit by tying up in some

manner with the national campaign carried on

by the Brunswick Co. and making use of the

publicity material which the company is con-

stantly sending to its dealers.

The meeting was a success from every stand-

point and the dealers carried away with them to

Erdelen, C. J. Anderson, Lindley Heindselman

Music Co., Provo: Todd Taylor, Ted Lewis, Os-

car Olsen, Mrs. Salt, Miss Lillie Bruderer, Miss

White, Daynes-Beebe Music Co., Salt Lake City;

J. C. McClain. Mrs. E. Olin, Miss Helen iPostle,

LItah Music Co., Salt Lake City; Fred L. W.
Bennett, of Talking Machine World; Miss

Swayze, Z. C. M. I., Salt Lake City; Tom Hol-

land, Glen B/os.-Roberts Piano Co., Ogden; Miss

Monsen, Miss White, Miss Ashton, Glen Bros.-

Roberts Piano Co., Ogden; M. L. Jones, Ezra B.

Jones, Miss Nelson, Miss Petersen, Jones Phono-

graph S'tore, Ogden; M. W. Lundstrom, Lund-

strom Furniture Co., Logan; Ira Holbrook, Frank

Smedley, Union Furniture Co., Bountiful; M. V.

Perry, Keith-O'Brien Co., Salt Lake City; Harry

Grass, Mr. Richards, Magna Furniture Co..

Magna; Mr. Harding, Midvale Furniture Co.,

Midvale; T. W. Brown, Salt Lake City; Lewis

W. Larsen, Stevens-Wallis Co., Salt Lake City.

PROMISE SURPRISE IN ALBUM FIELD

Max Willinger, president of the New York

Album & Card Co., New York City, promises a

surprise in the album field after the first of

the year. Although decidedly reticent regard-

ing the details of the new album to be pre-

sented, he stated that it would represent some-

thing entirely original in album production and

would contain a number of novel features. Mr.

Willinger made one of his flying visits to the

Chicago factory of the concern during the latter

part of last month and reported that this plant

was working to capacity as well as the New
York factory, to take care of the heavy orders

received.

The A. W. Hunt Co., of Butte, Mont., Victor

dealer, has been paying considerable attention

to window displays and as a result the store

has been a center of attention.

QUALITY IS NOT AN ACCIDENT
The suoerior Quality of our COTTON FLOCKS for record manufacture is the result of con-

tinual stud? of the manufact^^^ requirements—diligent adherence to the use of raw materuds

wh"ch will produ« tl" best flocks and 'scrupulous attention to every deta.l of 'h"r manufacture

Numerous record manufacturers are profiting by the cleanliness and uniformity ot our

product through "^--f-^YJ^'^SNESrTHESE MANVFACTVRERSr

CLAREMONT WASTE MFG. CO. Claremont, N. H.
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TALKING MCniNEW

EDWARD LYMAN BILLJa«^ Publishers
383 MADISON AVENUE NEW YORK

AN IDEAL ADVERTISING MEDIUM FOR
YOUR USE—RATES FOR ADVERTISING SEC-
TION IN 1924 EDITION WILL BE SENT ON
REQUEST.

Important

NOTICE
The 1922 and 1923 Editions of the
Talking Machine World Trade Di-
rectory demonstrated beyond a doubt
the great need and demand for a com-
plete, accurate, classified directory of

the American talking machine in-

dustry.

These two issues also proved that the
Talking Machine World Trade Di-
rectory successfully fulfils the pur-
pose for which it is issued.

We are now diligently at work com-
piling, editing and classifying the 1924
edition of the Talking Machine World
Trade Directory.

Every concern that is in any way con-

nected with the manufacturing or
wholesale divisions of the talking ma-
chine industry should be properly
listed therein. Such listing is abso-
lutely free. However, it is a listing

worth thousands of dollars to any con-

cern seeking an outlet for its products
in the talking machine field, because
the Talking Machine World Trade
Directory has established itself as the

handbook of the trade and the stand-

ard reference guide of the great in-

dustry it covers.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

USE THIS
COUPON NOW

EDWARD LYMAN BILL, INC.,

383 MADISON AVE., New York City.

Gentlemen:

Please send me DATA SHEETS for the 1924 Talking Machine

W orld Trade Directory.

Name

Firm

Street

Citv and State

.

12-23

-Ti
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TWO NEW VICTOR CO. OFFICIALS

E. R. F. Johnson, Son of President of Company,
Is Elected a Vice-president—Geo. W. Smith,

Jr., Appointed General Superintendent

Camden, N. J., December 5.—Two important

changes in the oiificial personnel of the Victor

E. R. F. Johnson
Talking Machine Co. have been announced at

ihe general offices of the company here.

The first concerns the entrance of E. R. F.

Johnson, son of Eldridge R. Johnson, founder

and president of the Victor Co., into the official

Victor family through his election as vice-presi-

dent of the company, and the second announce-

ment is to the effect that George W. Smith, Jr.,

has been appointed general superintendent of

the manufacturing department.

Mr. Johnson takes up his new duties with a

broad knowledge of the Victor Co. business

and policies gained through a study of the com-

pany's business in all its various departments.

Mr. Smith joined the Victor Co. at the close

of the war. He was stationed at the Victor Co.'s

factory as an engineering and inspection officer

for the United States Navy in connection with

aircraft production and prior to the war was

engaged in automobile engineering.

OKEH TRAVELER RETURNS FROM TRIP

M. C. Giles, traveling representative of the

General Phonograph Corp., New York, returned

recently from an extensive trip, which included

a visit to Okeh jobbers throughout the country.

Mr. Giles, who will remain in New York for a

few weeks, states that, without a single excep-

tion, Okeh jobbers are closing a banner year.

The newest releases are meeting with favor

everywhere, and Mr. Giles remarked that the

trade is particularly pleased with the co-opera-

tion from the executive offices in New York.

FIBRE NEEDLE CUTTER POPULAR

Ready File Co. Makes Interesting Survey of

Record Field—Demand for High-grade Rec-
ords Stimulates Needle Cutter Sales

FORMAL OPENING IN WARREN, 0.

Stewart Music House Invites Public to Inspect

Enlarged Quarters in That City

Indianapolis, Ind., December 5.—^Tha Ready
File Co., of this city, is making plans for an

active year, basing its preparations on the fact

that the sales totals for the past few months
have been far ahead of expectations, showing
a substantial increase over last year. This com-
pany is well known in the talking machine field,

having for several years manufactured a num-
ber of successful accessories, including the

Wade fibre needle cutter, which is being fea-

tured by dealers from coast to coast. A com-
plete line of record albums has also been meet-
ing with popular favor, and a non-friction

lubricant, which was introduced after extensive

tests, is being used generally.

In a recent chat with The World, L. A. Beem,
treasurer of the company, stated as follows:

"We are enjoying a splendid business with very
favorable prospects for the coming year. This
is especially true of the Wade fibre needle cut-

ter. A recent survey which we made indicates

that there is a noticeable trend toward the pur-
chase of higher grade records, with a corre-
spondingly substantial increase in the sale of

fibre needles and fibre needle cutters through-
out the country."

Warren, O., December 6.—Formal opening of

Stewart's Music House, formerly De Foreest's,

held recently, attracted several hundred
people to the new store, located at 111-113

North Park avenue. In the showrooms was
presented a very attractive display of pianos,

players and grands, in addition to two standard

makes of talking machines.

This concern will feature the complete Bush
& Lane line of pianos and other lines also will

be carried. Victor and Edison talking machine

lines are handled, together with the records for

both makes of machines. Ten record booths

have been installed.

The store also has a complete line of radio

sets, built by the Radio Corp. of America, and
during the opening a special demonstration was
given by a factory representative.

Favors were given the ladies who visited the

store the opening night and a twelve-piece man-
dolin club from Youngstown furnished music

throughout the evening.

The scheduled appearance of Arthur Middle-

ton, Edison artist, in Duluth, Minn., is creating

considerable interest in his records among mu-
sic lovers in that city.

.1^

WALL-KANE NEEDLE MFG. CO., Inc.
3922 14th Avenue Brooklyn, N. Y.

CONSOLIDATED TALKING MACHINE CO., 227 West Washington St., Chicago, 111.

WESTERN FACTORY REPRESENTATIVE
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V7 OUR final result will depend on the

^ effort you expend in guiding your

customers to buy the Victor Instruments

in your stock. It has definitely been es-

tablished there will be a shortage in cer-

tain types.

Increase your sales total by pushing

the sale of Single Face Red Seal Rec-

ords. Wide awake dealers are promot-

ing the sale of these realizing the diffi-

culty in securing a complete supply of

double face.

Wt take tt)is opportunity of toigbing

^i\t ^eagon's^ (greetings;

to tlje entire ^fjonograptj

Snbustrp.

THE LOUIS BUEHN COMPANY
of PHILADELPHIA

Victor Wholesalers
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^^ffllLADELPHIA^^AtS^
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SATISFACTORY BUSINESS ENJOYED BY ENTIRE
TRADE AS CHRISTMAS^BUYING GETS UNDER WAY

General Prosperity Reflected in Retail Activity— Wholesalers Find Difficulty in Meeting the De-

mands of Retailers—Beauty of Design Aids Machine Sales—News of the Month

Philadelphia, Pa., December 9.—Holiday re-

sults to the wholesalers in the talking machine

business have been entirely satisfactory, and

holiday prospects to the retailers are most en-

couraging as things in the industry stood in the

beginning of the last month of the year and at

the opening of the real rush for the Christmas

trade. There exists among the latter little

doubt that the extent of the business which

they will be able to do will be determined very

largely by their ability to secure enough stock

of the raging popular favorites in records to

supply the market. The only trace of com-
plaint discernible in the comments of the

wholesalers on conditions was their inability to

secure large enough supplies of machines

promptly to meet the requisitions which had
been showered upon them. Demands from the

retailers throughout the entire Pennsylvania an-

thracite coal region have been and are particu-

larly heavy. There is widespread prosperity in

this section consequent on the full-time opera-

tions of the mines and with a high wage scale,

and the miners are spending their money freely,

contributing materially to the general business

prosperity here.

Attractive Designs Help Sales

Comment among the retailers is that too

much emphasis cannot be laid on the attractive-

ness in design and richness in material and
workmanship of talking machines for the city

trade because this year, more than ever before,

the talking machines are being regarded by
buyers as a means of adding to the attractive-

ness of home furnishings. Time was not so

long back when talking machines merely were
talking machines; now they are looked upon as

affording opportunities for rich appointment of

the home just as are pianos. The plain style of

talking machines is not in very active demand,
but all the ornate designs are selling well in the

city section. In the rural district there is, natu-

rally, not so much importance placed on the

style of the machine and there is also a less

insistent body of buyers for the latest in rec-

ords. The old favorites are still leaders in the

country districts.

Clever Record Publicity Issued by Perm Co.

The most recent origination in the Penn Pho-

nograph Co.'s service to its dealers is a new

poster for either window or wareroom and

which features the tremendous value to be

found in the new twelve-inch Victor Red Seal

record combining the "Lucia Sextette" and

"Rigoletto Quartette." The poster is attrac-

tively printed on calendered tinted stock and

a large half-tone engraving of a scene, entitled

"The Conflicting Emotions of the Sextette,"

is shown at the top. The poster points out that

at one time the combined price of these two

selections was $13 and that, through the double-

facing of the Red Seal records, the price for

these selections is now $3.50. The suggestion is

made "Now Is the Time to Build Your Record

Library." These posters are very attractively

prepared and are rapidly being placed in promi-

nent locations by Victor retailers who realize the

value of this publicity.

Discontinue Emerson Branch

There is no longer maintained in Philadelphia

a sales representation for the Emerson Phono-

graph Co., Harry Fox, who conducted the sales

offices here at 420 Market street, having given

up the local distribution. In the future all ship-

ments of Emerson machines and records will

be made direct from the factory, since, owing

to the reduction of the price of records to 50

cents, the extra expenditure for the mainte-

nance of distribution branches had been cut

down in order to maintain the lower price of

the records. Mr. Fox, who also conducted a

shop at 723 North Twenty-sixth street, is con-

templating engaging in another business with

phonographs and records as his specialties and

will possibly settle in New York.

Many New Gennett Record Accounts
An attractive holiday offering in Gennett rec-

ords is being made by the Witlin Musical In-

strument Co., including the uilroduclion oi

prominent men and women in the theatrical,

moving picture, professional, literary, art and

civic life of the nation on records made by the

Starr Recording Laboratories. Among them is

the set of Christmas greeting records described

elsewhere in this issue of The World. The

Witlin Co. has opened a large number of new

accounts in eastern Pennsylvania, particularly,

and others all over the territory, taking in as

far West as Harrisburg and as far South as

Washington. Contracts have been closed with

department stores in each of these cities,

among them being the Snellenburg Co., of

Philadelphia; Kline, Eppiheimer & Co., of

Reading; Pomeroy, Inc., of Harrisburg, Pa.;

Stewarts, Baltimore, Md., and the Palais Royal,

of Washington, D. C. In the early days of

December Ben Witlin, head of the firm, vis-

ited the coal regions to make arrangements

with department stores in the larger towns of

that section for the installation of Gennett rec-

ords as a permanent feature of phonograph

departments.

Changes in Brunswick Personnel

Several changes in the personnel of . the

Brunswick Co., 1025 Arch street, took place in

the closing days of November. J. P. CoUahan,

former assistant to Manager O. F. Jester, has

been assigned to cover the coal regions, taking

over the territory formerly covered by R. O.

Danforth, who has resigned from the company
in order to enter the retail business in Boston.

Joseph Graham has been promoted to the du-

ties formerly assigned to Mr. CoUahan. He
was formerly a Brunswick dealer, having been

engaged in business for himself in Philadelphia

over a year and a half, and his experience as

retail salesman provides him with knowledge

which will be useful in his sales promotion

duties among the dealers. Derbyshire Bros.,

2418 North Front street, are conducting an ex-

tensive campaign on Brunswick machines

through the employment of a large force of

outside salesmen. In conjunction with this di-

rect sales touch there is also conducted a mail-

order campaign wherein 2,500 special Brunswick
folders were mailed to customers. A. S. Irwin,

who for a quarter of a century has been en-

gaged in the phonograph business and who until

{Continued on page 86)

AS we close the biggest year in our history we
• look backward with appreciation to the whole-

hearted co-operation of our many dealers which
made this possible.

We enter the New Year better equipped for serv-

ice than ever before and in turn pledge our utmost
towards increasing Victor business for 1924.

The Talking Machine Company
Victor Wholesale Exclusively

1025 Arch Street Philadelphia, Pa.
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recently was with the O'Hallahan Music Shop,

Sixtieth and Market streets, has joined the

Derbyshire Bros.' Brunswick department. Man-

ager Jester returned the first of December from

a trip through Scranton and Wilkes-Barre,

where he found business in the coal regions

much brighter.

General Radio Corp. Rushed

A rushing business of nation-wide extent was

enjoyed in the pre-holidays by the General

Radio Corp., of which Walter L. Eckhardt is

the head, for radio equipment and for the Okeh

records and Strand machines. So great was

the demand that the company was not able to

put on the market its new combination talking

machine and radio, postponement of which was

made until after the first of the year. The com-

pany has just taken over the distribution of

"Junior Operetta Records," made by the Vul-

can Record Co., of New York, the first of the

series being "Little Red Riding Hood" com-

plete in three records and sold in an attractive

album form adapted for a gift to children of

six and seven years. The company introduced

the distribution of the records in retail to the

Gimbel Bros, and Snellenburg department

stores and the Theodore Presser Co., which

placed them on the market the first of Decem-

ber. The salesmen, under the direction of

Manager H. A. Pope, of the record depart-

ment, will introduce them to the distributors

on the road.

Edison Boom Follows Tone-tests

Edison phonographs enjoyed an excellent

early holiday business in the coal regions, with

brighter prospects, from the dealers' point of

view, for later in the month—such was the

word brought back from up-State by Manager

Arthur W. Rhinow, of the Girard Phonograph

Co. So great was the business enjoyed that a

night and day force was kept busy getting out

the early December shipments in preparation

for the last-minute rush, although there was

much difficulty in meeting the demands for the

popular models on account of a shortage of

these types. Much of the success was due to

the fact that a series of tone-test recitals were

held in various Pennsylvania, New Jersey and

Delaware cities and towns in a four weeks'

demonstration program. Ten of these concerts

were held in November by dealers who hired

halls or theatres for the demonstrations, with

audiences in many cases numbering over 2,000.

In Gettysburg,, where 1,100 seating arrange-

ment was to be had in a theatre, a similar num-

ber of persons were kept in line waiting and

two recitals were required to accommodate the

crowds.

To Market Radio and "Talker" Cabinet

The Haag & Bissex Co. is now making its

patented record filing cabinets in various fin-

ishes to correspond to the styles of talking

machines now being marketed. Among the fin-

ishes to be had in the Haag files are dark and

light mahogany, Old English, walnut and other

high-grade woods. There are now being devel-

oped plans of the firm for the possible market-

ing of a combined radio and talking machine

cabinet which will supplement the manufacture

of the record filing devices. Alfred H. Haag,

head of the company, is arranging the consoli-

dation of the Baltimore sales office with the

Philadelphia manufacturing headquarters in

order to facilitate production.

Big Demand for Columbia Sample Record

So great has been the demand for the new
Columbia sample demonstration record retail-

ing at 25 cents that the Philadelphia branch

of the Columbia Phonograph Co. has had dif-

ficulty in getting enough stock to meet the

dealers' requirements and is now swamped with

orders for future deliveries.

Effective Yuletide Decorations

In a Christmas setting of colorful and artis-

tic effect the stock of Starr & Moss, in the

store at 3639 Germantown avenue, is attract-

ing a large holiday buying public to its doors.

The entire interior is decorated in red and

green, set off by a background of snow. The
window display corresponds to the inside dec-

orative scheme, all of which was arranged by

Harry Somers, of the firm, and manager of the

store. It is a very artistic arrangement.

Sonera Makes Clean Sweep
A clean sweep was made of the popular mod-

els of the Sonora Co. of Philadelphia, under the

management of E. S. White, who as early as

the middle of November had practically dis-

posed of all available stock in the local branch.

There is now being shown in the Arch street

branch the two-tone Argyle model, which is

ready for distribution to dealers in the Philadel-

phia district and which has already shown its

popularity by advance holiday orders that will

take up all production for December. It is an

artistic combination of two-toned wood finish

in console type retailing at $275. Manager
White just returned from a successful trip

through the coal regions and other parts of

the eastern Pennsylvania territory.

Solotone in New Quarters

Removal of the Philadelphia headquarters of

the Solotone Mfg. Co., from 36 South Eight-

eenth street to 4042 Chestnut street, took place

during the month, when President Frederick

H. AUeman, of the company, arranged an at-

tractive display room and sales office with ware-

house at the new address. In conjunction with

the new headquarters there is maintained just

around the corner at 4113 Ludlow street a large

repair department.

BeUak Co. Hires Window Expert

A new scheme is being tried out in window
display as a test of its advertising advantages

by the Bellak Co., 1129 Chestnut street, where

Manager Louis Stauss has made arrangements

with a professional window trimming firm to

install a series of efifective and elaborate dress-

ings for the Victrola and Sonora phonographs

T^HE Penn-Victor dog extends Christmas
J- Greetings to all Victor dealers.

As ever, he awaits your call to service in pro-
moting Victor business and hopes to number
you among his more than one thousand Victor
dealer friends.

More than 250,000 sold during 1923

Penn Phonograph Co., Inc.

Victor Wholesale Only

913 Arch Street Philadelphia, Pa.

'Va.<g'fc<s>tr
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I
T PAYS TO SELL
THE NEW EDISON

A FEW
DEALERSHIPS OPEN

WRITE US

GIRARD PHONOGRAPH CO.
Edison Distributors Exclusively

1819-1859 NORTH 10th STREET

PHILADELPHIA. PA.

PLAYS ALL RECORDS

THE TRADE IN PHILADELPHIA AND LOCALITY— ( Continued from page 86)

during the Yuletide and for several months to

come. Heretofore the firm relied upon its own
forces for trimming talent, but is giving the

professional finish a test, with a view of secur-

ing by practical methods the pulling powers of

window dressing as an advertising medium to

back up newspaper publicity. Other innovations

are being contemplated, among them the pos-

sibility of e-xtension of the lines to be carried

by the firm during the New Year. There has

been added to the sales organization as as-

sistant to Manager Stauss Mrs. Ethel Duby.

Penn Co. Winds Up Holiday Drive

Holiday trade at the Penn Phonograph Co.,

Victor distributor, exceeded all expectations of

the firm and so profitable was the work of the

sales force in the wind-up of the pre-holiday

.sales that it was found necessary to call the

men from the road on December 10, to remain

at headquarters until after the first of the year.

All the popular sellers were cleaned up before

the November days had passed into history.

There were listed in the stock in early Decem-
ber the new double-faced Red Seal Victor rec-

ords, which were distributed to the trade in

time to meet the holiday demands, under the

competent direction of Record Sales Manager
Harold Cregar.

Successful Cheney Year
G. Dunbar Shewell, Sr., president of the

Cheney Sales Corp., spent Thanksgiving in

Boston with his son, Lennington Shewell, who
is a student at the Fessenden Preparatory

School in that city. While in the Hub he vis-

ited the local sales offices under the manage-
ment of S. A. Colahan, The Cheney Co. sold

out on all the medium-priced models for the

holiday trade and the business in the Eastern

States was particularly good, with New York
State topping the list. The year's business was
the best in the history of the firm, having wit-

nessed the opening of many new agencies and
the introduction of profitable selling models.

Enjoys Growing Export Trade
The Philadelphia Badge Co. advises that the

sale of its products to the talking machine
trade is most encouraging. Foreign shipments

to England, Australia, New Zealand, Mexico,

South America and Cuba are particularly active.

The Velvaloid record cleaner, K-nob-O, needle

box record cleaner, and Banco savings bank
are very prominent in these shipments.

The company is placing on the market a rec-

(Continued on page 88)

WITH deep appreciation of your kindly

consideration in the past and the happy
anticipation of your continued good will we
wish you a Merry Christmas and a happy,
successful New Year.

H. A. Weymann & Son, Inc.
VICTOR WHOLESALERS

1108 Chestnut St. Philadelphia, Pa.
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JOBBERS
L

REPAIR PARTS

JOBBERS
I

TRADE MARK

T
GRAPHITOLEO

All that the name implies'''

MOTORS

I

ALBUMS
[

BRILLIANTONE

NEEDLES
I

SAPPHIRES

We take this opportunity to express our sincere appreciation
of the patronage of our many friends in the past and wish them

a jWerrj) Cfjris^tmas;

anb

a ?|appp iSeh) fear

GUARANTEE TALKING MACHINE SUPPLY CO.
109 N. TENTH STREET, PHILADELPHIA

TONE ARMS

SOUND BOXES
I

ADDATONES
I

3-IN-l OIL

I

ATTACHMENTS

THE TRADE IN PHILADELPHIA AND LOCALITY— ( Continued from page 87)

ord cleaner deluxe that is claimed to be really

beautiful. This cleaner is planned as a straight

sales proposition and the general finish and at-

tractiveness is such that it should make a

strong appeal as a quality sales proposition.

Altogether this company is very optimistic

over 1924 prospects and is looking forward to

reaping the benefits of a splendid year.

Louis Buehn Co. Closing Busy Year
The I^ouis Buehn Co., Victor distributor, is

closing a busy year in the distribution of Victor

products. The officials of the company are

exerting every effort during the present short-

age to distribute available merchandise in the

most fair manner among their dealers. It is

expected that shipments will increase regularly

and that 1924 will prove to be one of the biggest

Victor years in this city and the surrounding

territory.

Business Active With Guarantee T. M. Co.

Orders continue to arrive in good quantities

at the headquarters of the Guarantee Talking

Machine Supply Co. Both Messrs. Posner and

Keen believe that this good business will carry

over into the new year and are already making
plans for business expansion.

Everybody's Talking Machine Co.'s Catalog

Although last year's catalog was considered

one of the finest and most helpful listings of

repair parts in the trade, the 1924 catalog of

Everybody's Talking Machine Co. has sur-

passed in every manner the catalogs of past

years. Attractively bound in heavy blue covers,

the conventional design on the front cover fea-

tures the "Honest Quaker," which is the trade-

mark of the company and distinguishes the

products of Everybody's Talking Machine Co.

The skyline of Philadelphia is also shown.

The foreword states: "The strongest cable is

made of little strands of wire" and interestingly

describes how that large organization was built

up on such small articles as talking m,achine

parts, and the service in supplying these parts.

The use of particularly fine half-tone work por-

trays the various parts throughout the catalog

with a complete listing of order numbers and
prices on the facing page. Each individual part

is accurately portrayed as photographed by the

camera. It would seem that nothing was
omitted e.xcept the complete machine. In addi^

tion to the small parts, space is devoted to

"Quaker Sapphire Points and Balls," "Heine-

man Motors," "Quaker Graphite," "Quaker
Mica Diaphragm," Meisselbach, Penn and Ideal

tone arms and sound boxes, "Quaker Ideal"

attachments; "Truetone," "Umantone" and
"Wall Kane" needles; "Quaker Diamond Points"

and the "Honest Quaker" main springs. It is

claimed that the new Everybody's catalog rep-

resents the most complete listings of talking

machine parts in the trade and requests for

thousands of these catalogs have been received

HEPPEWmiaifiS
Philadelphia, Pa.—Opposite Camden, N. J.

We will contribute to

YOUR NEW YEAR'S HAPPINESS

with ^ood, prompt shipments, if you place

your Victor orders here near the source

of supply.

C* T ¥-Wt3nna Ay J>onntown.-lU7-Jll9 Chestnut Street-^-^

at the headquarters of the company in this city.

Through the experience of other years it has

been found that these catalogs have been care-

fully kept and referred to as an ordering ref-

erence until the issuance of the new catalog.

Therefore, no reasonable expense was spared

in producing a catalog that would fill all re-

quirements.

H. A. Weymann Pushing Red Seals

In order to provide a helpful service to its

dealers H. A. Weymann & Sons, Inc., under
the direction of Manager C. W. Bahl, of the

phonograph wholesale department, prepared a

list of all the Victor double Red Seal records in

.'^tock, and their respective numbers, and mailed

them to its customers. There were more than

350 on the list and, as a result, the dealers were
enabled to secure prompt shipments with a

saving of much labor during the holiday rush.

"MISS AMERICA" SELECTS A SONORA

Cleveland, O., December 5 .—Sonora dealers

in this city were quick to appreciate the pub-

licity value of the choice of a Sonora by Miss

"Miss America" and Her Sonora

Catherine Campbell, who won the beauty con-

test at Atlantic City a short while ago, and

who was christened "Miss America." Miss

Campbell, who is a native of Columbus, O.,

appeared at Keith's Theatre in this city shortly

after winning the contest, and while here ar-

ranged to have a Sonora Pembroke Model

placed in her suite at the Hotel Winton.
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ones

14" Model for the Home

(Light or dark-finish Horn)
Sells for $30

21" Model for Concerts

(Dark-finish Horn only

)

Sells for $35

These beautiful voices will cheer the heart of

many a home-body this Christmas.

Caroling choirs will be heard in thousands of

drawing rooms—through MUSIC MASTER,
radio's supreme musical instrument.

Sell that idea to your radio customers. Tell

them of the joys of owning this "Stradivarius of

Reproducers," which will let the whole family in

on holiday broadcast programs.

Sell MUSIC MASTERS as Christmas pres-

ents! They are worth-while gifts, which insure

months and even years of radio-joy for all

!

See the MUSIC MASTER advertisements in

The Saturday Evening Post. You know what

they will do

!

GENERAL RADIO CORPORATION
Makers and Distributors of High-grade Radio Apparatus

Walter L. Eckhardt, President

S. W. Cor. 10th and Cherry Streets, PHILADELPHIA 1005 Liberty Avenue, PITTSBURGH

The mark "GERACO"
on radio apparatus

means it is thoroughly

tested and guaranteed.

Get details on full line.

Sold through jobbers

and dealers everywhere.

RADIO REPRODUCER

Distributors for Radio

Corporation of Amer-

ica, OKEH Records.

STRAND Phonographs

and GOLD SEAL Rec-

ord-Repeaters.
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IF THE DEALER^S NAME WAS HANGING ON THE WALL

^ TALKING'

MACHINE CO.

like a beautiful picture in the homes of hi s patrons he would feel extremely good.

Why not place it prominently on the Talking Machine with something just as
beautiful and essentially more useful.

These

RECORD CLEANERS

K-nob-O

will carry your message in a

MANNER DE LUXE
See your jobber or write us for samples and Busi-

ness Boosting Plans. DO IT TODAY.

PHILADELPHIA BADGE CO.
Manufacturers

Needle Box Record Cleaner 942 Market Street, Philadelphia, U. S. A. Velvaloid Record Cleaner

RICHMOND
Public Looking to Talking Ma-
chine Dealers for Christmas Gifts—Trade Activities of the Month

Richmond, Va., December 7.—Talking machine

dealers report that the pre-Christmas season

opened up better than usual with them, business

being brisk in both records and machines. More
than $1,500,000 in Christmas savings was dis-

tributed by the local banks the first of the

month, and the dealers feel confident that a

liberal portion of this money will be spent with

them before the Yuletide season is over.

Throughout the Richmond territory business is

also reported good, dealers being unable to keep

abreast of the demand because of shortage of

goods due to the inability of factories to fill

orders promptly. Starr dealers report a ready

sale of Christmas Gennett greeting records

which they are featuring as especially suitable

for Christmas gifts. Other dealers are also

handling them with gratifying results.

.Local dealers are giving but little attention

this year to the organization of Christmas clubs

to stimulate the sale of their wares. Instead,

they are concentrating on advertising, window
displays and the like.

Walter D. Moses & Co., Victor dealers, report

that Victrolas priced at $100 are perhaps the

most popular with the Christmas gift hunters.

The Jiouse is also featuring an extensive line

of other musical instruments.

Frank W. Corley, vice-president of the Corley

Co., Victor jobber and retailer, Richmond, Va.,

won a handsome silver cup as first prize in

the high jumping class at the recent National

Guard Horse Show held in that city. He was
mounted on his mare Shannon, and emerged
victor over a field of nearly a dozen contestants.

Mr. Corley is a member of the Deep Run Hunt
Club and is chairman of the Hunt Committee.

This is the thirty-fourth Christmas for the

Corley Co. and its offering includes a large line

of pianos, Victrolas and other instruments.

Lee Fergusson, Victor dealer, recently staged

a very effective window display of Red Seal

lecords set off by colored photographs of art-

ists in frames. Sales of these records were
stimulated very appreciably by the display, which

was generally considered one of the best in the

musical line seen on Broad street this season.

Practically all Richmond dealers cashed in

strong on Paderewski records as a result of the

recent appearance of the celebrated Polish

pianist here. The demand for such records was

exceptionally good both before and after his

visit, they say.

Goldberg Bros., Pathe distributors, covering

TH&C, B.HAYN&SXa '

Nc

Disc and Amberola
Instruments

$ AL ES

DISTRIBUTORS

NEWtailSON
COMPARISON 'iiilimlpEilUVlNC AKTIST

Recreations and
Amberol Records
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Brisk fall business has begun and the busy
winter season is approaching

A few more dealerships must be established
to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

ACT NOW

RlCHMOND,VlRGINlA
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Virginia and other Southern States, report that

the factory is oversold on both uprights and
consoles and that as a result they are meeting
with difficulty in keeping dealers supplied with

goods.

The C. B. Haynes Co., Inc., Edison distributor

with headquarters in this city, in common with

other wholesalers, is hard put to it to supply

the retail trade which it serves with sufficient

stock to meet holiday requirements. The whirl-

wind close of the year will go far toward bring-

ing up the total annual sales volume to a very

satisfactory figure, both for the C. B. Haynes
Co. and the Edison retail trade.

Of interest to the music trade is the announce-

ment that the Richmond branch of Charles M.

Stieff, Inc., of Baltimore, which has been located

for some time at 117 West Broad street, has

leased new quarters at 414-416 East Grace street

and is planning to occupy them early in Jan-

uary. It is a new structure, now nearing com-
pletion. The main floor is of large black and
white tiles extending the entire length of the

building. The show window, platforms and

backing being done away with makes the en-

tire floor visible from the street. Grace street

is rapidly developing into a high-class shopping

center, and is proving especially attractive to

merchants who do not care to pay what they

regard as prohibitive rents on Broad street.

L. B. Slaughter, manager of the record-player

department of the Biggs Music Co., this city,

has retired from the firm. Mr. Slaughter is

well known to the Richmond trade, having been

identified with it for some years.

Miss lola Stroud, of the Levy-Page Co., Nor-
folk, and Miss Ollie K. Hege, manager of the

Victrola department of the Huntley, Hill, Stock-

ton Co., Winston-Salem, N. C, spent several

days Thanksgiving week as guests of Miss

Florence Biscoe, of the wholesale department of

the Corley Co.

Miss Mabel Rich, of the educational depart-

ment of the Victor Talking Machine Co., ad-

dressed the mnsical department of the Virginia

Educational Conference during conference week,

making a special trip here from Camden for

the purpose.

SPECIAL OKEH CHRISTMAS BAG

Okeh dealers were advised this week by the

General Phonograph Corp., New York, manufac-
turer of Okeh records, that a special Christmas
record delivery bag was ready for distribution.

This bag has an unusually attractive design

that is a distinct departure from the conven-

tional holly design bag. The art work is very

attractive, and the whole design has the appear-

ance of an old Old English woodcut. The
"Star of Bethlehem" forms the basis of the de-

sign with the wording "Okeh—the Record of

Quality for a Merry Xmas." It is printed in

chocolate brown that harmonizes with the

lighter brown of the kraft paper of which the

bags are made.
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FewClouds Seen on 1924 BusinessHorizon
Representative Members of All Branches of Talking Machine Trade
Express Confidence Regarding Opportunities to be Offered Dur-

ing the Coming Twelve Months—Totals for 1923 Satisfactory

IF the prophecies of the majority of the talking machine trade are borne out even to a fair degree, then 1924 holds most satisfactory

promises for a substantial volume of talking machine and record business. The fact is a number of the trade executives, men of

broad vision, and whose opinions carry weight, are of the opinion that for the retailer who adjusts his business methods and practices to

meet the latest developments in the industry the coming twelve months will present unusual opportunities for the building up of an

increased and profitable volume of business.

There are those who twelve months ago were somewhat pessimistic regarding trade possibilities for 1923, but a summary of the

year's business indicates that in most cases both manufacturers and retailers experienced a greater volume of turnover than in 1922, which

was considered a very fair year. There were, of course, during the year certain periods when business did not come quite so easily as

some would have liked, but to compensate for this there were other periods even during the Summer when the volume of sales measured

up close to the records scored immediately after the war.

It is interesting to note that the tremendous increase in the popularity of radio apparently has not had any strong deterrent influ-

ence in the talking machine business as a whole, though numerous dealers have taken on that new line, not so much to make up real or

fancied losses in talking machine record sales as to reap additional profits arising from the selling of the new entertainment medium.
Manufacturers in many cases are going into the New Year with quantities of unfilled orders on their books, which is an excellent

indication of sound fundamental conditions in the industry.

It is very probable that results in 1924 will not be won except by earnest sales and exploitation effort. There is a tendency on the

part of the public toward the purchase of machines of the better grade, which is to be welcomed for the reason it will mean an increase in

the doUars-and-cents volume of business, even though there may not be any increase in the number of actual machines sold during the

year. On the whole, it appears as though business for the coming months will be just about what the individual manufacturer, distributor

and dealer care to make it.

What Distributors Say
Frank E. Bolway & Son, Inc., Syracuse, N. Y.

By Frank E. Bolway:

I feel that 1924 is a year that should be ap-

proached only after the most careful analysis

of the merchandiser's business experiences.

1923 has, in a great measure, been much like

its predecessors with the exception that the

average business man has developed an in-

quisitive mind into his business costs, and an

inquisitive mind into the non-productiveness

—

if any—of his organization in its various forms

and in various particulars.

We believe that 1924 is the threshold to a

considerable period of prosperity, and, too, that

we must proceed cautiously indeed, because of

the dangerous difficulties that must be met be-

fore the year is brought to a moderately suc-

cessful conclusion. It is folly to assume when
business depressions will come, as it is equally

folly to predict business booms; but from our

viewpoint it looks as if the Summer and the

Spring months will be very quiet, requiring most
careful watching of one's overhead and turnover,

but that with the advent of Fall, provided the

political situation has the proper aspect, busi-

ness should start on an upward hill of success-

ful advancement, which should continue for a

considerable period without any very serious

interruptions.

The business depression, if there is any in

1924, should not be as serious a handicap to the

average man, for the reason that he should have

his overhead in hand, which is more than can

be said of the merchant in 1922 and 1921; and
in addition to this he has a more keen grasp

of just what faces him when the depression ap-

proaches, or when he is in the throes of the

depression.

It appears that 1924 is to be a year of tight

credits, watching your collections very carefully,

and keeping your overhead—through the most
careful of analysis—to the proper proportions.

One feels that 1924 is the time for the boss

to come out from the private office and get to

work in the main office and cut out the frills

which have made it seem improper for the boss

to bother with details. Bread and butter diet

for the business man who wishes to make real

money in the next few years—and by the sweat

of his brow he should win the day.

Buehn Phonograph Co., Pittsburgh, Pa. By
Albert A. Buehn, Treasurer:

During the year coming to a close, we have

been impressed with a gradual change in the

taste of the buying public toward better music.

This is very noticeable, particularly in the in-

creased sale of Edison instruments and records.

We know many talking machine dealers who
have shown a desire to cater to this better

trade, by making application for the Edison line.

The outlook for next year is that we are to

enjoy the largest year in our history. While

we may not have a boom next year, we feel

sure that the Edison dealers generally will en-

joy a very prosperous business.

Cohen & Hughes, Inc., Baltimore, Md. By
William Biel, Secretary and Treasurer:

The outstanding feature in our opinion of

the present year's business has been a tremen-

dously increased interest in the merchandising

of records, whereas in spite of new models in

our particular line sales of machines have

shown no apparent increase over last year, yet

without any special effort the volume of record

business has more than tripled during the cur-

rent year. We believe this to be due to a

realization on the part of the dealers that the

greatest room for expansion in the talking ma-
chine line and that leading to the greatest satis-

faction because of its cash basis, is in the sale

of records, and they have lent increased energy

to this direction.

The Corley Co., Richmond, Va. By Frank W.
Corley, General Manager:

The business for the present year seems to

the writer to have very nearly approached the

much-talked-of normalcy. This has been a good,

satisfactory year, with no particular depression
or thrills. I believe 1924 will be a very similar

year.

Charles H. Ditson & Co., New York. By Paul
Carlson, Manager, Wholesale Victor De-
partment:

I believe the Victor dealer is particularly

favored for a prosperous 1924 by having be-

hind him such a stable foundation as the Victor
Co. The trade is passing through an unsettled

period, but I see nothing but a bright future for

Victor dealers in 1924.

Eastern Talking Machine Co., Boston, Mass.
By H. Shoemaker, General Manager:

With business conditions being more nearly
normal and staple than they have been for

some time and with the present plans of the

Victor Co. as to their advertising and manu-
facturing campaigns, there is but little doubt in

our minds but that 1924 has the possibilities of

the "biggest ever."

We believe that the results of the coming
year rest entirely with the dealer as there is

no question but what we will have sufficient

merchandise for him to sell. Let him, there-
fore, get his shoulder behind the wheel, and
with the wholehearted co-operation of the

wholesaler, backed by the manufacturer, there
is no question but that 1924 will be a winner.

A. C. Erisman Co., Boston, Mass. By A. C.

Erisman, General Manager:
First, the most important feature of 1923 busi-

ness was the universal adoption of the Period
Model machines, when the year before a great

many dealers figured that they would not be
practical. There were also a great many manu-
facturers who not only figured this but em-
phatically told the dealers so. They have all

come to period models.

The second feature is that the customers are

getting more product and better product for the

dollar expended than at any other time since

I have been associated in the industry.

Third, the dealers seem to be waking up to

the fact that they have got to merchandise and
they have got to carry every piece of merchan-
dise pertaining to the music and talking ma-
chine industry in their store to keep that busi-

ness and profit from going elsewhere. This
question of merchandising and the question of

the dealer seeing the many benefits and the

much additional profit that he can make, is a

very important item.

Fourth, the general popularity of portable

type machines which several years ago were
looked upon as a small business. Thousands
of these portable machines have been sold by

(Continued on page 92)
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this company in New England, and the sale

seems to be growing each day. They have

absolutel}' succeeded the old small table type

of talking machine.

Prospects for 1924

First, I believe that before the end of the

year, every live musical dealer will carry com-

plete radio sets and complete sets of phono-

graph and radio combined in one. The radio

business and the talking machine business are

really one. Both are entertainment—one re-

produces from a record, taking the waves off

the record, producing music. The other, with

an antenna, picks the music waves out of the

air. They are just as closely related as a choco-

late ice-cream soda and a vanilla ice-cream soda.

One person likes one, one person likes another,

and one dealer should sell both.

Second, it is up to the music dealer to im-

prove the efforts of his sales organization.

The general carelessness that is displayed by

the average sales person, the lack of knowledge

in regard to the merchandise which they carry,

has been one big sore spot. The writer has

seen dozens of sales people, talked with them,

they have told of the sales they have made, on

certain side lines, certain supplies, etc., and

when I ask them point blank if they are familiar

with the product, they admit "No." In other

words, the sales organizations to-day, in most

instances, are more "delivery clerks" than real

salesmen. This is due to the manager or owner

of the store not introducing more enthusiasm

or pep on the possibilities of selling side lines.

Third, the dealer that puts in proper window-

display, the dealer that realizes the value of

proper window display, such as having moving
attractions, specializing each week on something

new, will, we believe, add 25 per cent to his

business. The average window display is made
up the same each week—nothing to stop the

customers—in fact, from the observation of the

writer, I do not believe that one person in five

hundred stops to look at the average talking

machine wind,ow.

Fourth, to those dealers who do better mer-

chandising, realizing the possibilities of the

inanj- lines they can sell, this is really plus

profit for them. You can find dealers in one

town selling a certain article. Another dealer

will not handle it, and vice versa. In other

words, the dealers rely too much on what they

like, instead of giving the buying public what
thejf want.

Fifth, in 1924 we hope to see the elimination

of cut-price sales. We hope so especially on

the console model machines. Cleaning out the

old upright types at cut prices and introducing

the Period Models was a time for every dealer

to play fair. There is no profit in cut-price

business, and a great many of the dealers and

department stores seem to be trying to under-

price the other fellow, with the result that they

are filling orders for goods, making legitimate

sales, but making no profit.

Sixth, in 1924 I believe every live dealer and

live salesman can add 25 per cent to 30 per

cent to their business b\' doing "what they

know they ought to do." This, and the elimina-

tion of a great many dealers who are a menace
to the trade, will certainly help the conditions

for the new year.

Louisville Music Co., Louisville, Ky. By Ben
L. Lowenthal, President:

W'e dD not hesitate to say that our business

exceeded all expectations in 1923, especially in

the hot Summer months, when people are not

very apt to get their minds on music, when
thej' are seeking recreation out of doors. Dur-

ing this period in August and September the

public interest was at the highest pitch, and our

volume of sales was greater than it was for any

corresponding period in our history.

Looking into 1924, we anticipate a tremen-

dous increase over the record of the past year.

Ml of the signs of more business are visible.

Employment is getting better, the railroads are

handling larger shipments every day, and their

experts are expecting industrial development,

and on the strength of this, with higher prices

for cotton and tobacco in the South, we feel

that we are justified in our prediction of pros-

perity.

C. C. Mellor Co., Pittsburgh, Pa. By Thomas
T. Evans, Sales Manager:

We believe that the two outstanding features

of the talking machine business from a Victor

standpoint is the introduction of the 400 group

Victrola instruments and the doubling up of

the Red Seal records. Production on the 400

group has been a very pleasant surprise to all

of us, as there is only a comfortable shortage

existing on this group of instruments, which
probably has helped to make the shortage on

the popular priced instruments of one hundred
and one hundred and fifty dollars more severe.

We believe, however, that the 400 group has

added great strength to our hold in the talking

machine business, and we should feel the effects

of it very materially during 1924.

The doubling up of the Red Seal records has

caused a shortage and has cost both the dealer

and the jobber a great deal of worry and
financial loss at this time. However, this con-

dition should be eliminated shortly after the

first of the year—and there is no question as

far as this territory is concerned but that we
will use a greatly increased allotment of Red
Seal records.

As for the working out of the weekly re-

leases, it will be considerabh' into 1924 be-

fore we can tell what changes this has brought

about—whether for the betterment of the busi-

ness or not.

We find at this time that the dealers are liv-

ing from hand to mouth as far as stocks are

concerned. With a normal business after Jan-

uary 1, it is our opinion that 1924 will be an-

other year that the jobbers in this section will

not stock very much merchandise during the

Summer period.

There are two conditions in this territory that

govern conditions here—they being steel and

coal. At the present time the steel outlook is

very optimistic and on the other hand the coal

outlook is pessimistic, but we look for, all in all,

as far as this territorj' is concerned, a very

prosperous year during 1924, taking into con-

sideration the outlook for future deliveries of

steel and the outlook of a possibility of a strike

in the coal fields.

New York Talking Machine Co., New York.

By A. D. Geissler:

Both wholesalers and retailers do well to con-

sider outside general conditions that definitely

affect the Victor business in particular.

For instance, in 1924 the settlement of two

big issues confronting the countr}-—reduction

of taxation and the bonus—is of the greatest

importance to our industry. In spite of the

fact that next year is election j-ear, and as such

will be one fraught with a certain amount oi

uneasiness, I believe that the talking machine

industry must profit, if these two questions are

decided favorably.

The reduction of taxation is the paramount
issue, of course, for if it is accomplished a

large amount of money will be released. A
good portion of it will naturally flow into pur-

chasing channels which will give a field of ac-

tivity for the Victor dealer who will put his

merchandising ability to work. A somewhat
similar condition will arise if the bonus bill is

enacted into law. A goodly portion of the

millions of dollars paid to ex-service men will

flow into our business.

It looks reasonable to expect the total Victor

business to show a substantial increase for 1924,

and those dealers who have shown loyalty to

the Victor line cannot help but benefit in , this

increased business.

Dealers will not need to worry as to whether

or not there will be a market for Victor mer-

{Continued on page 94)
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Prompt Shipment Before Christmas

struments in their class.Sell your Christmas customers C&W
Radio Receivers. Designed by two of

America's foremost radio engineers,
licensed under the famous Armstrong Pat-

ents, they h^ve proved by actual test to

have higher selectivity than any other in-

Simple, dependable, easily operated, com-
pletely self-contained—the ideal receiver

for your better customers who wish to

enjoy Radio instead of fussing with equip-
ment.

Dealers securing the C&W franchise are backed by a compre-
hensive advertising campaign, a feature of which is . the free
monthly magazine "What's In the Air," published exclusively
for C&W Dealers—with the dealer's name on the cover—writ-

ten and illustrated to interest 'his best prospects—those who have
no radio set. Ask for your quota with your order.

C&W Console Receiver—Model IID. A highly selective, 4-tube

regenerative set with special C&W double circuit, in a beautiful

Walnut Finished Early English Period Console. Magnavox loud

speaker, tubes and batteries all in cabinet. List price, $325.00;

$10.00 extra west of Rockies.

Single Tube Model—Type 15. Operates as highly selective, double-

circuit set on a permanent antenna. Instantly changeable to a

single circuit for temporary antenna—a wire along the top of a car

—across the room of a friend. List price, only $50.00 complete, in-

cluding tube and batteries.

A

C&W Model IIB—Leader of the C&W Line; 3-tube, double-circuit,
regenerative receiver. Remarkably long range and clear recep-
tion. Uses 3-UV-199 tubes; 3 LARGE A Batteries; shock absorb-
ing tube mounts; shielded panel; automatic rheostat switches; all

wires back connected. List price, complete with tubes, A Battery
and B Battery , $160.00

"Town and Country" C&W Receiver 12A. A successful portable
model, that can be taken anywhere, yet a perfect set for the
home. On a permanent antenna, a highly selective, 2-tube, double-
circuit set. Instantly changeable to single circuit, ready for
operation on any sort of temporary antenna. Self-contained, with
LARGE dry-cell batteries that last. List price, complete, with
headphones, batteries and tubes $97.50

Order From Nearest Jobber
CHICAGO-
E. P. Bartlett & Co.,

9 South Clinton St.

Commonwealth Edison Co.,

72 West Adams St.

Wakem & McLaughlin Co.,
225 East Illinois St.

DENVER—
Rocky Mountain Radio Corp'n,

1512 Broadway

GRAND FORKS, N. D.—
Auto Supply Co.

KANSAS CITY, MO.,
The Schmelzer Go.

LOS ANGELES—
Western Radio, Inc.,

637 South Hope St.

MINNEAPOLIS—
Hall Hardware Co.
The Automotive Supply Co..
(Riebeth & Ingmundson)

NEW YORK—
Manhattan Electrical Supply Co.,

125 Church St.

Radio Stores Corp'n,

218 West 34th St.

OMAHA-
Lee-Coit-Andreesen Co.

PHILADELPHIA-
Sayre-Level Radio Co.

ST. LOUIS—
Manhattan Electrical Supply Co.,

1105 Pine St.

ST. PAUL
Farwell-Ozmun-Kirk & Co.,
Jackson & Second St.

SAN FRANCISCO—
Alexander-Lavenson Co.

SPOKANE—
E. W. Murray Lighting Co.

CuttmqaniWashington
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chandise. Already indications point to a pos-

sible shortage of Victor goods for the first few

months of next year. For instance, on the first

of November, 1923, the New York and Chicago

Talking Machine Companies had machine in-

ventories one-half as large as those of a year

previous. We believe the dealers' stocks were
considerably larger in 1922 than in 1923. In

addition to dealers' stocks being in a fair way
to liquidation, everything points to the jobbers

being completelj' sold out on January 1, 1924.

One more thing to be considered is the lull in

factory production which occurs in January,

due to strenuous efforts to push into December
all of the production possible.

After all, it is not an idle question as to

whether the total talking machine business of

1924 will be as large as that of 1923.

Phonographs, Inc., Atlanta, Ga. By W. L. F.

Rosenblatt, President:

We consider the outstanding feature of the

present year's business the final clean-up of

the dealers from inventories carried over from
the war period of prosperity.

We believe the year 1924 will show at least

a SO per cent increase in business for us, and

that general business conditions throughout our

zone of operation will be .very much improved.

The cotton situation is always a problem,

especially since the boll weevil has been play-

ing such a part with the crops and more especi-

ally during the rainy season. We believe, how-
ever, that the cotton planters are better pre-

pared now than ever to cope with the boll

weevil, and better results will be obtained next

year than for some time past.

Sherman, Clay & Co., San Francisco, Cal. By
F. C. Lindquist, Manager Victrola Depart-

ment:

The outlook here in this part of the country

is very good. As you, no doubt, know our

chief product in the Northwest is lumber, and

this industry at the present time is going at full

blast. We depend a great deal upon the pay-

REPEATER
— the fastest selling accessory
in the Talking Machine Industry

Skim the cream off the Christmas trade by featuring this truly

wonderful repeater. Nothing like it has ever been offered

before. It is so unique and novel in operation that it instantly

sells itself. The CESCO Repeater is the ideal repeater—quick
as a flash—positive in action. Sturdily built of sheet metal,

simple in design, without intricate mechanism or complicated
parts. Needs no adjusting whatever, just sets in the center of

the record.

Holiday time is dancing time—most everyone owns a phono-
graph. What more desirable gift could be chosen? And only

a dollar—within the reach of all.

INVESTIGATE NOW
The CESCO Repeater is distributed
through jobbers. Samples gladly sent to

dealers on receipt of jobber's name. Put
up in cartons of 12, with holly boxes for

Christmas trade.

The Universal Gift

— and
Only a Dollar!

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

roll of our lumber mills, and at the present time

these are nearly at top notch. We predict for

1924 a year of business the like of which this

country has never seen before.

Every outlook for business conditions seems
to show all reason for being on the incline and

I believe that it will continue to be that way
for the next two years.

Texas-Oklahoma Phonograph Co., Dallas, Tex.

By A. H. Curry, President:

1923 Edison business throughout this section

has indeed been surprising in the matter of

volume. To use a Texas farmer's method of

expression, I might truthfully say that "busi-

ness is as good as I thought it would be, and I

didn't think it would be either." In all serious-

ness, I am very happy over conditions as I find

them to-day.

The farmer throughout this section is back
at his old practice of buying pretty much what
he wants, or what he can be caused to realize

that he wants through the efforts of an ener-

getic salesman, and you can just bet that when
Mr. Farmer is in such frame of mind so is each

other element.

We find, however, that for salesmen to reap

a harvest of sales comparable with sales made
during the period of 1919-20 they must make
about five times as many sales contracts and sell

six phonographs where they formerly sold five.

For the salesman who is willing to work,

however, the above is easily possible, and such

measure is being exceeded by quite a number of

salesmen. Proof of this is furnished in figures

showing a 78 per cent increase in October over

October last year, and November will show
about the same comparative increase.

This year is destined to prove out very close

to our second largest year, and as for 1924 I

cannot but expect a volume of business com-

parable with the fifth year in our history. Best

of all perhaps will be the fact that when we
close our books in December, 1924, there will

be no aftermath to unravel as was true Decem-
ber 31, 1920.

What the Dealers Say
R. L. Blomfield, Detroit, Mich.

The present year's business, on the average,

has been good. However, if I should try to

find a word that would cover my observations

I should use a word something like this:

"Jumpy, erratic," i. e., business has come in

spurts. People apparently make up their minds

suddenly that they can buy, and then a week or

so hence they swing the other way. However,
the tendency is more to the former than the

latter, indicating, I think, that we are getting

back to a solid business basis which speaks

well for 1924.

The Brunswick Music Shop, Buffalo, N. Y. By
C. Curtis, Manager:

We are very sorry to state that our phono-

graph business for the present year was some-

what disappointing. While the writer is not

pessimistic, he feels that the lack of interest

shown in phonographs was largely due to the

growing demand for radio outfits. This demand
has also seriously affected the record trade, and

I do believe that this is only a temporary lull

in phonograph sales, as I feel that the novelty

of radio will wear off to a certain extent and

develop into a commercial business, being used

by large industries.

. The phonograph is a staple product and here

to stay, and the writer is very optimistic on the

outlook for 1924, and believe.s that within a

short time the phonograph will take its proper

place among the musical instruments.

Carter Music Co., Inc., Beaumont, Tex. By J.

R. Carter, Vice-President:

We are glad to report that volume of busi-

ness with us for 1923 is better than the year

1922, but the business spread more evenly

through each of the twelve months of the year.

Sales resistance high, net profits low.

Conditions for 1924, with low interest rate,

(Continued on page 96)
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low water freight rate, large payrolls, large

crops and good prices, high prices for lumber

and lumber mills busy, should make the year

1924 a better year than this, 1923.

Chappell Music Co., Abilene, Kans. By J. H.

Deeble, Manager:

The 1923 business has shown a steady gain,

month by month, with the demand running to

the higher priced instruments. With agricul-

tural conditions very good, we see no reason

why we shoidd not look forward to a much
better business in 1924.

Chillicothe Music Co., Chillicothe, Mo. By C. D.

Maxwell:

We find the buying public becoming more
musical each year. However, due to the fact

that this is strictly a farming territory, we have

had hard sledding during 1923. We feel that

if the farmer is given a little better chance we
will break the record in 1924, both in talking

machines and pianos.

We do not think for one minute that the

radio has damaged the talking machine, but on

the other hand it has encouraged sales that

would never have turned up.

Here's hoping the farmer will be given a bet-

ter chance in 1924.

Fowler, . Dick & Walker, Binghamton, N. Y.

By James E. Greene:

One of the outstanding features of 1923 is

the realization of the public that the radio will

not supplant the phonograph in the home. An-

other feature is a strong tendency on the part

of the buying public towards the medium priced

instrument.

As for 1924 we look for better things than

the present year, as we think things will be

much healthier in 1924. However, we feel that

1923 has been a fairly satisfactory year in this

particular locality.

Gunther-Kenney, Inc., Middletown, N. Y. By
Leroy C. Gunther, Secretary-Treasurer:

Our past year's business has been very satis-

factory. We do think, however, that the year

1924 will be one of the most profitable in the

history of the talking machine industry.

Hall's Music Shop, Cicero, Ind. By J. B. Hall,

Proprietor:

The demand for musical instruments in this

territory from the first of September up to the

present writing has been good, and there is

every reason to believe the holiday trade will

be excellent.

All factories are running full time and many

are working overtime to fill orders. There is

employment for all classes of labor at good

wages, and no one who cares to work need

be idle.

The farmer, too, is feeling better. His 1923

crops are good and he is getting somewhat
liigher prices for his surplus products.

Taking the situation as a whole, I believe that

conditions have improved full}' SO per cent

within the past twelve months. My business

for 1923 is double that of the previous year,

and I am looking forward to 1924 with a great

deal of optimism.

S. Hamilton Co., Pittsburgh, Pa. By Charles L.

Hamilton, Treasurer:

The outstanding feature of this year's phono-
graph business seems to us to have been the

slow pick-up of business in standard lines. We
think this has been due to "bargain" prices (so-

called) on nondescript machines and records so

generally advertised by department stores. We
have found a very large per cent of lookers

influenced by the $69.7S and similar prices ad-

vertised. This tends to lower the public's opin-

ion of all phonographs.

The outlook for 1924 is hopeful if not rosy.

We expect a continuance of the rate of im-

provement noticeable since the low marks of

1921 and 1922.

William F. Lamb, Pottstown, Pa.:

I wish to state that business has been fairly

good this year. We had an anniversary piano

sale in October for two weeks, during which
time we. sold forty-five pianos, twenty-one of

them being player-pianos.

The prospects for business in 1924, I believe,

will be about the same as this year. It will

largely depend on personal attention to pros-

pects and advertising.

Landau's Music & Jewelry Store, Wilkes-Barre,

Pa. By H. Michlesky:

Being in the heart of the anthracite coal pro-

ducing region of Pennsylvania, we are neces-

sarily dependent to a large extent on conditions

and the length of wage agreements between
operators and miners, which fortunately ex-

tended to October 1, 1925. This insures steady

work for mine workers and should result in

good business in all lines right through 1924.

We are looking forward to the coming year

being a banner one in our three stores, and we
are making preparations to that end. Indus-

trial conditions throughout the countr\' have
little elTect on us of the coal regions. For

years back there has been a shortage of anthra-

cite coal, and the mines are kept busy almost

every working day of the entire period of the

joint working agreements between operators

and men. With the mines in steady operation

we do not experience any depression in busi-

ness when other industries slump or slacken.

So far as we can judge the coming year by
past experiences, we anticipate, as stated, that

1924 will be a good business year in this im-

portant end of the great State of Pennsylvania.

Maison Blanche Co., New Orleans, La. By J. D.

Moore:
1923 sales to date about equal last year, which

was the largest in the history of our music
department.

General business conditions now indicate that

1924 will be a very good year. The many re-

sources affecting trade in this locality seem to

be in a wholesome, healthy condition, and with

our increased facilities available early in the

year will furnish the means of a greater serv-

ice by what is commonly known as the "Great-

est Store South."

Ellas Marx Music Co., Sacramento, Cal.:

The present year to date for us compares
favorably with previous years. Next year should

be a banner one for good phonographs. The
public is getting more acquainted with good
music, and the merchant who carries a com-
plete stock of standard makes with a good
library of recreations should show a good profit

for 1924. We specialize on the new Edison and

have for a number of years.

R. M. Mattson Co., Long Beach.. Cal. By R. M.
Mattson:

The outstanding feature of the past year's

business in this territory is the steady month
by month increases and stability of the phono-

graph business.

Also the rapid change of the public taste

from the upright to the console models, put-

ling the phonograph on a par with the grand

piano and other house furnishings.

1924 should be a year of steady growth in

the industry, and we believe that if both the

manufacturer and the retailer will figure their

business on a steady growth rather than boom
times the industry as a whole will continue on

safe grounds.

Montaloo's Temple of Music, New Brunswick,

N. J. By B. Howard Schlain:

In glancing back over 1923, there are two

facts which stand out to which one might refer

as outstanding features.

One is the tremendous strides made in the

sale of complete radio outfits, particularly out-

fits encased in good-looking cabinets, by music

stores over the country. The other is the fact

that this spreading popularity of radio has not,

at least as far as our business would indicate,

materially affected the sale of talking machines.

Correlating these two facts, it would appear

that the musical industry is doing a great_ deal

toward bringing music, in one form or another,

into the homes and lives of more and more
people throughout the country, thereby making
still more popular the "enjoy yourself at home"
idea which, of course, is one of the aims of

every dealer in this line.

Our sales volume for the current month is

almost double what it was in the same month
in 1922, and regardless of the fact that many
experienced forecasters are looking toward a

business relapse for 1924, we feel reasonably

confident that our record for the coming year,

both in the sale of talking machines and radio,

will surpass 1923 figures by a comfortable

margin.

The Rosenblatt Co., Inc., Greeneville, Tenn.

:

We believe that there will be a revival of

good substantial business for the coming year,

or at least that is what we expect from this

section.

Business here depends a great deal upon crop

conditions, and as the farmers have a large

nmount of high-grade burley tobacco, which is

(Continued on page 98)

We Thank You
The confidence and good will of our customers

during the past years have been a constant in-

spiration to produce only the Very Best.

To secure entire satisfaction, always insist on

getting

DE LUXE NEEDLES
Perfect Reproduction of Tone No Scratchy Surface Noise

PLAYS 100-200 RECORDS

Duo.|ONE Company, Incorporated
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

Price 3 for 30 Cents Liberal Trade Discounts



December IS, 1923 THE TALKING MACHINE WORLD 97

I^ECOI^DS

NO record, regardless of price, excels

Federal in beauty and naturalness

of tone, durability and general musical

excellence.

At fifty cents retail Federals are the

greatest value ever offered.

Our policy of protection enables our dealers

to establish a permanent as well as profit-

able business.

A complete catalog of standard and pop-

ular music by the best artists.

All the latest hits.

Write for our exclusive agency proposition.

FEDERAL RECORD CORPORATION
(Formerly the Indestructible Phonographic Record Co., Established 1900)

ALBANY, N. Y.
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FEW CLOUDS SEEN ON 1924 BUSINESS HORIZON— (Continued from page 96)

The Needle

That Is

Above All

Competition

Gilt Edge Needles are above
competition because your trade

will always prefer a needle that

plays ten records and brings

out the clear, brilliant tones

—

greater quality and five times the

value has a selling appeal that

cannot be beaten.

Selling is made easy for you.

The attractive metal Display
Stand does the work, and the

margin of profit for you is

100%. An assortment of one
hundred in all tones, dance,

medium, extra loud or loud, nets

you $10. The cost is $5—

a

100% profit plus the prestige of

selling a quahty product.

5iir>ntific-jllH Will not'injure

HOui- recoi di-

HADE FBOM SUPERIOR BLUE STEEL

REFLEXO
Blue Steel Needles Are an
Innovation for Music Lovers

Plays any tone (soft, loud or me-
dium) with a little twist of the

needle. Order a sample Display

Stand. Test it. 100 packages sell

for $15.00. Cost you $7.50.

Write For Samples Or Order
From Your Jobber

1 Reflexo Products Company
Selling Agents for

W. H. Bagshaw Company

347 Fifth Avenue New York

m

the "money crop," there is every indication of

good business. Greeneville is the highest priced

hurley market in the United States, and the

crop is bigger and better this year than it ever

has been, so we are looking and preparing for

a large business in the phonograph line for

the coming year.

The market will open on December 4 and

continue through until about April 1, so that

we will have a few months of good business

to start the new year with, and when the season

closes, with prices good, it will not be very

difficult" to persuade the farmers who have not

bought a musical instrument to buy one on the

expectations of their next crop.

Seiberling-Lucas Music Co., Portland, Ore. By
Frank Lucas:

The three outstanding features of the busi-

ness for the year just coming to a close may
be set down as follows: (1) The remarkable

demand for "jazz" music. (2) The strong and
successful effort to bring these organizations to

a higher plane musically. (3) The fact that

most buyers wish to buy on the instalment plan

and at extremely low payments.

Prospects for 1924 are good and would be

wonderfully good were it not for the fact that

grain, fruit and stock farmers are not enjoying

great prosperity.

Siegling Music House, Inc., Charleston, S. C.

By Rudolph Siegling, President:

In our part of the country, due to local con-

ditions, business has been exceedingly bad for

the past two years, but has shown improvement
for the last six months, and we can now say

that our business is very much better than in

pre-war times. Our increase of business for

1924 will be due to the high price of cotton,

the best we have ever had. Unlike the North
and West, the South, up to the last six months,

did not enjoy the same amount of prosperity.

We are glad to say the tables have now turned

and we look for better times.

N. Snellenburg & Co., Philadelphia, Pa. By
Everett W. Keefe, Manager Edison De-
partment:

1923 has been just an all around good year.

Not a boom in sight, but a year seemingly
chuck-full of good, sound, old-fashioned com-
mon sense.

People have stopped buying for the pleasure

of digging down in their pockets; dealers have

stopped leading up and then waiting compla-

cently for people to walk into the store with

the ready cash. To employ a familiar phrase,

"Those days are gone forever."

Alone responsible for our success and prob-

ably the success of every dealer in the field

during the present year, was the growing ap-

preciation of music everywhere, brought about

by a gradual molding process of our daily lives

and by continuous and determined effort toward
a definite goal.

1924 will be a big year, brimful of success

and opportunity for the merchant who is alive

to its possibilities. Popular priced models will

open the doors to thousands of new homes.
Most of the war-time machines, with the ex-

ception of the few which have remained through
sheer merit, have been eliminated from the

market.

Radio, despite the slight dent which it has

made temporarily in phonograph sales, has al-

ready resulted in a manifestl}' greater apprecia-

tion of music and a consequent increase in

volume, especially of record sales. Then, too,

the exploitation of Christmas Clubs on a large

scale and the constantly increasing number of

building and loan associations have brought peo-

ple face to face with the advantages of the par-

tial payment idea and many are now buying
phonographs on instalments who never other-

wise would have accumulated sufficient money
to buy an instrument.

On the whole, 1924 should be a big year to

the dealer who goes hard after the business.

He will need to fight for every inch of success,

but his reward will be sure.

Wilson Broadway Music Co., Inc., Chicago. By
L. L. Smerage:

The outstanding feature of the present year's

business is that we have found a great feeling

of optimism everywhere, and this has been more
than borne out by the business that is being

done right now.

As to 1924, we sincerely believe that it will

be the best year since 1919. We have orders

to indicate this.

From Manufacturers and Others
Amphion Talking Machine Co., St. Paul, Minn,

We have shown a 30 per cent increase in

sales of our phonographs for the year ending

November 30 and expect to show a greater in-

crease next year.

With general business getting better prices

for products and getting into the market more
next year and labor in good demand we look

upon next year as a very prosperous one foi

all lines of business.

Artophone Corporation, St. Louis, Mo.:

The outstanding feature of the present year's

business, as far as we have been concerned,

has been the great increase in record and ma-
chine sales. Also the fact that the merchants

are demanding high-class merchandise.

We believe that the business of 1924 should

be fully as good if not better than 1923; when
we consider the prosperous condition of the

talking machine business and the country gen-

erally we feel justified in making this predic-

tion.

Brunswick-Balke-Collender Co., Chicago. By
A. J. Kendrick, General Sales Manager
Phonograph Division:

An endeavor to express without prejudice an

opinion or forecast for 1924, or the outstanding

feature of this year's business is difficult with-

out being somewhat guided by selfish associa-

tions and problems.

1923, with its generally more prosperous con-

ditions, found many in the phonograph trade

unable, to take advantage of those opportunities,

largely because of failure to promptly readjust

themselves to changes—more radical in char-

acter than in recent past periods.

There seem to be two outstanding factors in

the trade which impaired progress—one was
need for financial readjustment—and needed re-

organization of sales methods and practices.

General prosperity, rather than efficiency in

either of these two factors made for a good
year. 1923 therefore can be considered a year

of preparation.

Clearer vision of what can be accomplished

in 1924 and how to accomplish it has certainly

resulted. The need and advantages of con-

structive merchandising have become more evi-

dent. General industries and agriculture are

prospectively good and employment is wide-

spread, with wages satisfactory.

Exports and conditions abroad appear feeble,

but to those situatipns we are quite reconciled.

In 1924 business should be what we make it

—

visions are better and opportunities greater than

any year in the last half dozen.

Cheney Talking Machine Co., Chicago. By A.

C. Harper, President:

We are looking forward to 1924 with a great

deal of confidence, as we believe the phono-

graph business will be very satisfactory. Not-

withstanding that 1924 will be a presidential year,

general business conditions are very sound,

money plentiful; labor well employed at high

wages, and the farming communities gradually

improving their condition. This means a large

purchasing power, and should be reflected in

the entire phonograph industry.

We are pleased to report that the Cheney
Talking Machine Co. has had the best year in

its history in 1923. Our business has shown
a marked increase over 1922, and in 1922 we
increased our sales 100 per cent over 1921,

Present conditions indicate that our sales in

1924 will be considerably larger than during

1923.
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FEW CLOUDS SEEN ON 1924 BUSINESS HORIZON— (Continued from page 98)

Columbia Mantel Co., Brooklyn, N. Y. By
Walther A. Anderson, President:

The outstanding feature of the present year's

business, aside from the fact that the over-

production of talking machines has been about

consumed, thereby bringing the industry to

a more normal state, has been the introduction

of radio. The combination of phonograph and

radio will continue to grow in demand.

The coming year will be one during which

sales must be vigorously and intelligently

pushed. The product must be demonstrably

superior in construction or produced at a lower

cost so that there is a price advantage.

Everybody's Talking Machine Co., Philadelphia,

Pa. By Samuel Fingrutd, Secretary:

The outlook for 1924 as regards our line

seems to be extremely favorable.

With the issuance of our 1924 catalog, which

has been acknowledged to be the most com-
plete one ever issued to the trade, we can see

from the enthusiastic manner in which it has

already been received that our business is going

to increase manifold during 1924.

Large talking machine establishments are be-

ginning to see the wisdom of up-to-date service

departments which not only add an enormous
profit to their business, but are also making
many good friends for them.

We see 1924 as a banner year, and we believe

that all indications point to a most successful

period for the entire industry,

Pathe Phonograph & Radio Corp., Brooklyn,

N. Y. By Eugene A. Widmann, President:

Generally speaking, the country is prosperous;

in some respects more so than ever.

The two most important commercial develop-

ments in the last two years are both strong

competitors of the phonograph and the record;

one is the automobile, which takes people away
from their homes and their phonographs, and

the other is the radio, which takes money from

the phonograph prospect and gives him in a

measure, although in a measure only, what is

competitive with the plionograph.

But in spite of all this the phonograph is as

strong as it ever was and 1924 will be good.

The dealer can make it very good.

Orsenigo Co., Inc., Long Island City, N. Y. By
E. J. Orsenigo:

Business for the past year we are glad to say

has been the best in the history of our concern.

We have reasons to believe that 1924 will be

better. It has been physically impossible for us

to fulfill the demand for our products due princi-

pally to the lack of artistic labor which is re-

quired for the manufacturing of our merchan-

dise.

Victor Talking Machine Co., Camden, N. J.

By Ralph L. Freeman, Director of Distribu-

tion:

This year has been one in which substantial

progress towards stability in the industry and

creation of favorable conditions for the future

have been achieved. 1924 promises to be a

year for which plans can be made in advance

with confidence. Our manufacturing program,

already developed, for the first four months of

1924, calls for maximum production in all de-

partments and full use of our greatly enlarged

plant.

Peerless Album Co., New York. By Phil Ravis,

President:

The barometer of the album business has,

during the past six months, shown a condition

of trade atmosphere which bids fair for 1924.

Not only has there been a widespread resump-

tion of musical activity throughout the country,

probably greater than at any time since the war,

but all programs and schedules point to a fuller

musical season just ahead.

Talking machine and phonograph men gen-

erally acknowledge that a demand for albums
indicates the stability of record trade and the

fact of certain increases in Peerless volume in

1923 promises a continuance of buying for home
record libraries during 1924.

Just as a big Summer vacation season is al-

ways followed by a greedy public demand for

photograph albums, a wide distribution of rec-

ord albums inevitably follows a full calendar of

musical events. Normalcy in record buying
has undoubtedly come to stay.

Geo. C. Beckwith Co., Minneapolis, Minn. By
C. K. Bennett, Vice-president:

This year has been different from any other

year in my experience because the dealers have

been so conservative in ordering, causing such

a shortage in the most popular type of Vic-

trolas, and a resultant loss in business. Our
trouble is keeping up with the demand, and we
are busier than ever making excuses. However,
we are making plans for a big increase in busi-

ness in 1924.

F. C. Kent Co., Irvington, N. J. By F. C.

Kent, President:

As seen from our personal viewpoint the

outstanding features of the present year's busi-

ness have been:

(al The return to its former prosperity of

the phonograph industry as a whole upon a

sound financial basis, which argues well for a

wholesome and substantial future growth along

safe and sane lines.

(b) The elimination of a great many fly-by-

night concerns whose questionable tactics con-

stituted a real menace to the stability and de-

pendability of the phonograph industry.

(c) The realization that the radio, instead of

being an active and serious competitor, as many
feared, is, on the contrary, a stinmlating factor

in making sales, especially of records.

(d) The entrance into the phonographic field

of several concerns of irreproachable repute

and great financial strength, whose successful

endeavors to market strictly high-grade phono-

graphs must of necessity result in added pres-

tige and considerable additional importance to

the trade in general.

(e) The really remarkable e.xtension of the

activities of the manufacturer and the jobbers

of the Edison disc phonograph, as is evidenced

by the unusually large number of added Edison
dealers and the corresponding increase in sales.

As to the outlook for the year 1924 we would
state that we are looking forward to and pre-

paring accordingly for the biggest year in our

history, even exceeding the year which is now
drawing to a close and which, our records

show, has far excelled in every way any pre-

vious year in which we have participated.

C. L. Marshall Co., Detroit, Mich. By C. L.

Marshall:

The most pronounced feature of this year's

business condition, according to my impres-

sions, and this refers not only to the phono-
graph business, but other manufactured lines,

is that the real worth of merchandise is given

greater consideration than for some time past,

and prices must be consistent with the values.

The price-cutting situation which existed for a

period caused a reversal of the fundamental
principle of buying and selling—price sold the

merchandise, and the value and quality was
given secondary consideration, if at all. This,

naturally, affected legitimate lines, but with the

reaction came the demand for well-made, rep-

utable merchandise of value and quality at the

right price, and the manufacturer who aspires

to secure and maintain a standing and perma-
nency for his product must be able to meet
these requirements.

Business for 1923 has been satisfactory in all

of our lines and the prospects for 1924 are good.
The trouble is the most of us have been ex-

pecting the unusual, instead of the normal,
healthy results of well-directed efforts. We ex-

pect an increase in our business for 1924, not

from a change in conditions, but results from
the effort we have put forth this year and the

work we expect to do in this direction in 1924.

SOME RECORD SALE!

Westfield, N. J., December 1.—William J. Rosen,

proprietor of the Westfield Music Shop, 39 Elm
street, this city, recently sold 600 Victor Red
Seal records to one purchaser. The buyer has

a record library of close to 1,800 numbers. His
idea in buying so many records at one sitting

was to avoid the necessity of later having to

complete his library with double-faced Red
Seals. All of the purchases were single-faced

records.

w MICA
DIAPHRAGMS

Buy direct from the largest manufactur-
ers of high grade India Ruby mica
diaphragms. Clear Tone diaphragms.

Samples and tjuotation* on reaueMt

HIRSCH MICA COMPANY
Flushing, Porter Aves. and Thames St.

BROOKLYN - - NEW YORK
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CLEVELAND
Securing Sufficient Stock to Meet Big Christmas Demand Chief

Problem of the Trade—Vigorous Drives Boost Sales—The News

Cleveland, O., December 7.—While jobbing

interests and dealers, for that matter, are occu-

pied largely with the problem of getting suffi-

cient machines and records to meet the Christ-

mas business which has already started, and is

about ten days ahead of the usual holiday trade,

both wholesale and retail interests are co-operat-

ing thoroughly to perpetuate the interest-sus-

taining factors that were started months before

the holiday season.

This does not mean that wholesalers are neg-

lecting to encourage the retailers with business-

promotion plans, even through the now busy sea-

son. They want to feel reasonably sure that the

dealer element will enter the new year with more

new business immediately in prospect.

Columbia Booth at Better Homes Exposition

One of the recent unusual accomplishments in

this connection was staged by the Cleveland

branch of the Columbia Co. in a large booth at

the Better Homes Exposition in Buffalo, where

every new model of Columbia was displayed.

The event was managed by M. H. Batz, Buffalo

territory representative for the Cleveland Colum-

bia branch. Through Mr. Batz a Buffalo news-

paper sent a special letter to every person in the

district whose income is $5,000 or more, with an

urge to especially look at the Columbia exhibit.

It is now estimated that of the more than 60,000

persons who visited the exposition, close to 100

per cent of them did visit the booth, and were

made directly interested in the new instruments.

One of the largest prospect lists ever obtained

for a single week's entertainment was acquired,

which may be of aid to Columbia dealers later on.

B. H. Smith, formerly connected with the

executive office of the Columbia Phonograph
Co., has been placed in charge of the record

department of the local branch.

New Eclipse Red Seal Record Poster

In keeping with the move to interest the

people in the better music records, the Eclipse

Musical Co., Victor wholesaler, has prepared a

poster to feature Red Seal records. The first of

these made its appearance December 1, picturing

a scene from "Lucia," and proclaiming the re-

markably low figure at which a double record

with the Sextet from "Lucia" and the Quartet

from "Rigoletto" may be had. These posters

will be used by dealers in their windows.

Edison Tone-Tests Go Over Big

The tone-tests arranged for Cleveland zone

Edison dealers by the Phonograph Co., Edison

distributor, have gone over bigger than any simi-

lar previous effort, according to reports by deal-

ers to E. S. Hershberger, secretary, who ar-

ranged this latest tour. More persons attended

these tests, and larger lists of prospects for new
instruments were obtained.

Strong Campaign of Meier & Sons Co.

Credit for the greatest achievement by an indi-

vidual dealer to obtain new business should go

to the L. Meier & Sons Co., Victor dealers, who
conducted a twenty-six days' campaign through

November. It is now conservatively estimated

that at least 50,000 persons were made directly

interested in this campaign, through the giving

away of numerous prizes and the two nights'

appearance of Eight Popular Victor Artists at

the Lyceum Theatre, where 3,000 persons alone

heard and saw the people whose records they are

familiar with. Special advertising was conduct-

ed in daily newspapers, street cars and the like,

but the expense and effort are more than justi-

fied by the renewed interest in the talking ma-
chine. Of course, many sales were made, ac-

cording to Louis Meier, and not a few of those

resulted in larger machines being substituted for

smaller machines before deals were actually

closed. During the artists' appearance here they

were entertained by Mr. Meier at the Hanna
Restaurant and the Cleveland Athletic Club,

where leaders in the talking machine trade here

were also present. During the first night of the

artists' appearance the car schedule was upset

by so many people going to the Lyceum Theatre

that the street car dispatcher in that district had

to order extra cars for the home-bound crowd.

A Helpful Christmas Suggestion

Since all dealers make a point of featuring

records touching on or appertaining to Christ-

mas, a helpful list of 500 such records has been

prepared by the Cleveland Talking Machine Co.,

Victor wholesaler, and many dealers had already

filled their quotas of these records during the

first week the list of numbers was distributed.

Colored Artist Booms Records Sales

In the matter of immediate business for the

retailer the idea of the officials of the Cleveland

Columbia branch in bringing Bessie Smith, noted

colored artist recording for Columbia, to Cleve-

land, resulted in the biggest sale of records of

all kinds to colored folk that retailers who cater

to them ever did in one week. Miss Smith ap-

peared at the Globe Theatre, which was packed

hours before the performance started.

L. S. McLeod Now a Benedict

Though record-making artists may not have

done show .work, some of them know what dou-

bling in brass means, and to a certain extent one

Bennie Krueger, orchestra conductor extraordi-

nary, did that same. Mr. Krueger was acquired

by local Brunswick executives to put on a Bruns^

wick week for the George S. Dales Co. at Akron.
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While thus engaged none other than L. S. Mc-
Leod. branch manager at Cleveland, had to go

and get married. Miss Carmeta Mae Smith,

Cleveland girl, was the bride. And Bennie Krue-

ger, also Margaret Young, another Brunswick
artist, were among the special guests at the wed-

ding. Mr. McLeod held the news in abeyance

from his associates in the Brunswick, but it came
to light just in time for the staff to purchase a

fine, large chair, in which, supposedly, he will

take life easy henceforth.

Walter Camp Speaks at Luncheon
Among the recent weekly luncheon speakers

at the Cleveland Advertising Club was Walter

Camp himself, originator of the well-known

"Daily Dozen." Mr. Camp spoke on health, and
illustrated his speech with some of the principles

outlined by his Health Records. Many dealers

attended the meeting to get first-hand informa-

tion on the subject, which they found valuable

with the immediate . increase of health record

sales.

Important Sonora Dealer Helps

One of the important helps that already is

bringing dealers returns on holiday business is

the series of Sonora Christmas suggestions that

are being distributed in this territory by the

Sonora Phonograph Ohio Co. Many early ma-
chine sales have been closed through this medium
already, dealers advise J. T. Pringle, general man-
ager.

New Distributors for Diaphragm Co.

The Diaphragm Co., with headquarters in the

Union Building, this city, is continuing to en-

large its territory for its violin spruce reproducer.

H. C. Cooley, sales manager, announces the ap-

pointment of the Parker Phonograph Co., Seattle,

for the Washington and Oregon territory, and

W. R. Connolly, former Clevelander, of Eustis.

Fla., as distributor for the latter State.

Record Cut-Out Plan Helps Dealers

When dealers need new records they must

needs find space for them, and the so-called dead

record stock must consequently be reduced. In

this connection the local Brunswick organiza-

tion is co-operating with Brunswick dealers by

the installation of the Brunswick record cut-out

plan, and many dealers in this territory already

have been able to prepare their establishments

for the newer and current music.

Adopt Machine Exchange Plan

Because of the difference of popular opinion

on certain types of machines, and the fact that

some dealers will have instruments that do not

move readily, while other dealers could use just

such machines, the Cleveland Talking Machine

Co., Victor wholesaler, has adopted a machine ex-

change plan, so that those with such machine

surplus may dispose of it, and those requiring

the machines may have them. Lists of machines

that are available for redistribution are being

compiled by the dealers.

Many New Stores and Changes Reported

T. R. Buel, secretary, the Cheney Phonograph

(Contiiuicd on paqc 102)

Edison Blazes the Trail
First to produce a mechanical reproduction of sound.

First and Only Phonograph to reproduce the actual voice of tlie artist or
tones of an instrument.

First in Service—Styles—Quality—Late Hits.

Originator of the Phonograph Industry.

Get acquainted with The New Edison—Hear it in your own store.

Write Now for a demonstration after January first.

We are planning for many transfers of dealerships and additional represen-
tation during the coming year. Perhaps your town is on the list. Informa-
tion will be supplied upon request.

THE PHONOGRAPH COMPANY
Exclusive Edison Distributors

Cincinnati, Ohio: Cleveland, Ohio:
314 West Fourth St. 1240 Huron Rd.
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When the question wais raised 35 to the character of copy we should have in this

issue, we felt we ought to tell you that our business relations with every in-

dividual Victor dealer have been really enjoyable to all of us.

We have tried to perfect ECLIPSE SERVICE to the point where everything

would move with the certainty of the second. The moment your letters come
into the office, they are opened and each and every order is dispatched to the

shipping department immediately.

We are here to serve you—to get your shipments on the way the day your order

comes in. Still we are not entirely satisfied. We want to make ECLIPSE
SERVICE pronouncedly better in the future. Any suggestion you may wish
to make is deserving of thanks. If you think conditions governing your busi-

ness are not typical of the average, tell us about it. We may have a sugges-

tion to offer. Our sole interest is in you as a Victor dealer because upon your
success depends the greater success of our own organization whose services are

at your continuous command.

Successful years are always crowned with a happier Holi-

day Season. May 1924 bring you the best there is in store.
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*LOVE
TALES
A fine swinging
FOX-TROT TUNE

You can't wrong with any FEIST song*

CLEVELAND FEELS INSTRUMENT LACK
{ Cunliiiiicd from page 1(10)

Sales Co., announces the addition of the Zizter

Music Co. to the Cheney line, and with plans for

an informal introduction of Cheney for the near

future.

Several new dealers for the Bush & Lane Duo
Vox, in Pittsburgh, Akron and Warren, have

been added lately by C. H. Kennedy, district

representative for this instrument.

Brown Bros., an old-established firm that has

been featuring Columbia for a long time, has

moved into its new location on East Ninth near

Prospect, this city. Dan Des Foldes and R. H.

Smith, of the Cleveland Columbia branch, aided

in planning the Columbia display for the open-

ing, the largest individual display of phonographs

seen here in a considerable length of time.

More new Sonora dealers are announced by J.

L. Du Breuil, sales manager, the Sonora Phono-

graph Ohio Co. These include Andrew Motika

and Dunn's Music Store, in Cleveland, and Fred

Bailey, at Washington Court House.

The Frazell Music Store, Toledo, is rebuild-

ing its entire first floor in connection with the

introduction of the new line of Columbias, and

following the completion of new hearing rooms

and other improvements, may hold an informal

opening. The Arnson Furniture Co.. Niagara

Falls, also has added the new line of Columbias.

Jacob Weinheimer's Sons, Syracuse, N. Y., one

of the largest retail establishments in that vicin-

ity, is a new Brunswick dealer to be added to

the Cleveland district list.

New Chenev retailers enrolled in the last few

weeks include the L. Kline Music Co.. New Ken-
sington; Pennsylvania Salt Manufacturing Co.,

Natronia; D. B. Rouret, Curwensville, and the

Hirshberg Furniture Co., McKeysport, all in

Pennsjdvania; Spense's Music Co., Columbus;
Findt Music Co., Steubenville; T. E. Rice Piano

Co., Wooster, and Fred C. Klopfer, Bucyrus, O.

New Edison dealers include E. W. Muntz,

Cleveland; East End Furniture Co. and Michigan

Furniture Co., Youngstown.

Additional Sonora dealers in the southern Ohio
territory announced by Carl E. Kraner, Sonora

Phonograph Co. Ohio representative, include A.

Steinkamp & Co., Portsmouth, and C. J. Breslen,

Cambridge, O.

The Bernstein Piano Co., this city, has ac-

quired the Victor business formerly held by the

Deutsch-Crane Co.

AL B A N Y
Christmas Gift Sales Keep Re-

tailers on Their Toes—Expect

Sales Records to Be Shattered

Albany, N. Y., December 8.—That holiday

business is good is plainly evident by the activ-

ity noted in all the music stores. This condi-

tion exists throughout northeastern New York,

according to N. D. Grifiin, manager of the

American Phonograph Co., distributor of the

Edison. During the past month nine new deal-

ers have placed large orders for stock and prac-

tically all of the old customers have placed

orders greatly in excess of the corresponding

period last year. Mr. Griffin obtained an ab-

normally large stock in anticipation of in-

creased orders, but the December shipments

will exhaust the supply of many models and

deplete all others.

The holiday trade of the local dealers is ex-

pected to exceed all previous years, largely due

to the Christmas clubs, which have been the

means of placing hundreds of machines, so that

by Christmas day th'ere will be but few instru-

ments left. With the opening of the month the

Albany banks began the distribution of more
than a half million dollars to Christmas club

depositors and the music stores are getting

their share of this fund for Christmas shopping.

The Baker Music iHouse is facing an acute

shortage in machines, although the stock or-

ders were slightly in excess of last year. The
radio department has an excellent window dis-

play and this line is being featured. O. E.

Kellogg, general manager, said that the advent

of the radio made him apprehensive of a de-

cline in the sale of talking machines and rec-

ords, but the experience of the past year has

shown it has increased business. "We are daily

asked for records of pieces heard over the radio

and find it is an advertisement of the new re-

leases," said Mr. Kellogg.

Miss Mabel Rich, of the educational depart-

ment of the Victor Co., gave a demonstration

in music appreciation in the third grade of

School No. 12 as a part of the program of the

seventy-eighth annual meeting of the New York
Slate Teachers' Association in Albany held

recently. Lists of records suitable for use in

schools, issued by the Victor Co., were distrib-

uted among the teachers and many called at the

local Victor stores for a demonstration of them.

It is e.xpected that music memory contests,

with the aid of talking machines and records,

will be instituted in schools that have not yet

adopted the plan, as a result of this talk.

The Standard Furniture Co., of 112-114 South

Pearl street, has taken the agency for Sonora
machines and is advertising them extensively in

connection with the general advertising cam-
paign of the Sonora Co. Practically all the

furniture dealers and department stores here

are handling both machines and records.

Pommer & Sons have installed *an audo-phone
amplifier at the store entrance and the latest

Brunswick records are played daily, attracting

the attention of shoppers.

The Central Talking Machine Shop, Inc., of

New York City, has filed a certificate at the

Secretary of State's office showing the adop-

tion of the name of Retail Music Corp.

EDISON-
The Key to Opportunity!

NEWIEIISQN
coMPAnisoN 'wifh| tHeIilivinc artist

REVEALS NO DIFFERENCE

Do you know that right now—this very day

—

in your town, the opportunity to develop a

highly profitable Edison business is before you?

You should know—and you should act.

Nominate yourself for this opportunity of profit

before it is too late. Find out all about

this "once-in-a-lifetime" Edison sales

opportunity.

Write or telephone today.

Don't delay finding out all

you would like to know
about an Edison franchise.

1

AMERICAN PHONOGRAPH CO.
707-OQ BROADWAY. ALBANY. N. Y.
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Tune In!

The Buying Public is Calling You
FOR years the phonograph shop has

been looked upon as headquarters

of "entertainment for the home." This

has meant profit for you and will

continue to mean profit if you stock

and sell dependable radio equipment

as a logical and consistent part of your

business.

Radio is no longer in its experimental

stage. Do not let prejudice or disinterest

rob you of profit which should be yours.

Federal Telephone and Telegraph Co.,

is a corporation with a quarter century

of sound success and with the highest

financial rating behind its iron clad guar-

antee of performance on all radio sets

and parts that bear the Federal mark.

Simplicity of operation and the sturdy,

dependable efficiency of Federal prod-

ucts make it unnecessary for you to

be an electrical wizard in order to sell

radio equipment.

Radio is"entertainment for the home'*.

Make your store its headquarters.

Write today for the Federal proposition for phonograph dealers

BUFFALO, N. Y.

Boston New York Philadelphia Chicago Pittsburgh

San Francisco Bridgeburg, Canada London, England

federal
StandardR/^DIO P«^ducts
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C. C. HARVEY IN NEW STORE

New Building in Brockton, Mass., Was Oc-
cupied by House Early in December

give him double the floor space, and, in general,

much more attractive warerooms. The C. C.

Harvey Co. carries the Ampico, pianos and the

Victor, Edison and Columbia phonographs.

MESKILL MUSIC SHOP OPENS

Brockton, Mass., December 7.—The C. C.

Harvey Co., which has been carrying on a gen-

eral music business at 57 Main street, in this

city, for a long terms of years, moved on
December 1 to its new building at 27 Legion

Parkwa}', just around the corner from its pres-

ent quarters. This new building, which has just

been completed, consists of two floors which

are occupied entirely by the C. C. Harvey Co.

business. The first floor will be used for the

talking machine department, and the second

floor will be devoted to the piano and general

nmsical merchandise department. New decora-

tions and new fixtures, such as record racks,

demonstration booths and record counters, have

been installed. V. Merrill Tones, manager, is

very enthusiastic over the new quarters, as they

HOLYOKE DEALER ENGAGED

HoLYOKE, Mass., December 7.—,\nnouncement

has been made of the engagement of Miss

Bertha Jacobson, of Minneapolis, Minn., to

Harry Wernick, of this city, which was an-

nounced at a party held in Silverman's Hall

here the middle of November. ]Mr. Wernick is

the live-wire head of the Holyoke Phonograph
Co., which has handled Columbia products for

a number of years. Many friends in the talk-

ing machine trade attended the party.

MuNCiE, Ind., December 6.—The Meskill Music

Shop, 109 West Jackson street, held its formal

opening here recently. A. L. Huber, who is in

charge of the store, has been identified with the

music business about eighteen years. The rec-

ord department of the store, which is owned

by an Indianapolis concern, will be in charge of

Miss Louise Huber, daughter of the manager

of the store.

Separate departments for sheet music and
phonographs are among the features of the

recently remodeled W. T. Grant department
store in Pawtucket, R. I.

BRUCE MUSIC CO. CHANGES HANDS

Dec.-mur, III., December 7.—The Bruce Music

Co., at 118 East William street, has been pur-

chased by L. H. Nifong, formerly of Peoria,

and R. W. Garecht, formerly of Springfield,

who are opening the shop under the name of

the Decatur Music Shop. The new firm will

deal in Columbia phonographs and records and

pianos.

Quality and Service
Quality No. 4 and No. 7 "Perfection" reproducer
and attachment to play all lateral cut records on

Edison Machines.

Quality No. 6 *Terfection" Universal Attachment
to play all makes of records on Edison Machines.

Reproducers to fit Victor or Columbia Machines
for playing "Hill and Dale" cut records.

Attachment Arms for Edison Machines.

All "Perfection" attachments in best quality—Antique Gold—Oxidized

—

or Nickel finish.

Write for samples and prices.

H. H. AMBLER, President

New England Talking Machine Company
16 Beach Street Boston, Mass.
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JOHN H.VCILSON,Manager

324WASHINGTON ST.,BOSTON,MASS.BOSTON ENGLAND
LIVELY DAYS IN TRADE AS BUSINESS HITS THE

GRADE AND HOLIDAY SALES START IN EARNEST
Lethargy of November Replaced by Decided Activity in Retail Trade Circles—Short Business

Period Before Passing of Christmas Sales Season Promises to Bring Up Sales Totals

Boston, Mass., December 7.—The talking ma-

chine trade has begun to find things rather

Hvely. Almost on the first day of the month

the tide of business distinctly changed; that is

to say, while November was not what dealers

had loofced for, conditions are likely to be more

than made up for this month, but it will mean

a lot of hustling for there will be fewer selling

days for the purchasers. In the end the volume

of holiday business will be something of goodly

proportions, it is predicted. The jobbers have

been able to fill orders satisfactorily, except in

some styles that have been in particularly heavy

demand. In most cases the dealers have goodly

stocks, which means that there will be prompt

deliveries. With December's quota taken into

consideration the sum total of the 1923 busi-

ness promises to make a very good showing.

One thing that dealers relate with few excep-

tions: the call for higher priced machines ex-

ceeds in volume that of any previous year.

New Strand Dealers Appointed

The Strand machine is now being carried by

a great many high-grade dealers throughout the

New England territory, and orders that are

coming into Manager Erisman's office indicate

that sales are now very large.

It is significant that when the Erisman Co.

took on the Strand the names of forty dealers,

leaders in the business, were selected as those

whom Mr. Erisman especially wanted to carry

this machine. Practically all of these forty now
are doing a good business with this line.

Among the most recent houses to sign up for

the Strand is the Lothrop Piano Co., of Dover
and Rochester, N. H. ; the Taylor Furniture Co.,

770 Washington street, Boston, where Man-
ager Smith is going into the talking machine

business on a big scale; the Garreau Home
Furniture Co., of Pawtucket, R. I.; Gamer's

Music Store, 965 Tremont street, Boston, which

is carrying a complete line of Strands; the W.
T. Burns Furniture Co., of Woburn; Louis

Karelitz Furniture Co., of Peabody; C. J.

Murphy, of Biddeford, Me., and the Wakefield

Music Shop, Wakefield, of which Walter Davis,

formerly with Henderson's, is now the inanager.

Hallet & Davis Activities

The Harvard-Yale football game was liberally

attended by the Hallet & Davis Co.'s stafif, for

there were C. C. Conway, whose son, Norton
Conway, is a member of the Yale freshman
team; E. E. Conway, R. O. Ainslie and H. C.

Spain. John Cotter, of this house, has lately

moved into a new office on the third floor front,

which is about the last word in handsome,
comfortable furnishings. Lester Jones, who
handles the talking machine end of the Hallet

& Davis business, has been making trips

through New England and New York lately in

the interest of several types of machines which
Hallet & Davis dealers have taken in large

numbers.

Co-operated With Columbia Dealers
Mrs. Alice W. Graves, stock-keeping and

record expert of the Boston branch of the

Columbia Qo., has returned from an extended
trip through western Massachusetts and Con-
necticut, where she has been working in close

harmony with Columbia dealers, developing
their record department and featuring, through
dealers' clerks, the unlimited possibilities of

moving back numbers in the present catalog.

Since her return Manager Fred E. Mann has
received several letters from dealers in ap-

preciation of Mrs. Graves' services in develop-

ing business.

S. M. Sugarman Convalescent
It will be good news to his many friends

that S. M. Sugarman, treasurer of the Rosen
Talking Machine Co., School street, is recover-

ing from an operation for acute appendicitis.

He and his son, Ben H. Sugarman, are impor-
tant factors in the retail distribution of the Vic-
tor and Columbia lines of merchandise.

Oskenonton, Columbia Artist, a Visitor

Oskenonton, exclusive Columbia artist, paid
a visit to the Boston branch of the Columbia
Co. early in November while on his way to

fill concert engagements in New England. His
father and grandfather were great chiefs bear-

ing; the same name, and they spent the greater

part of their lives in the Grand River Reserva-

tion in Canada. By hereditary rights he bears

the proud title of Chief of the Mohawk tribe.

Dealers throughout New England are looking

forward to very favorable sales of this Indian

artist's records as the result of his appearance

in different towns and cities.

A. C. Erisman Announces Radio

The A. C. Erisman Co., 175 Tremont street,

has taken on radio outfits, Mr. Erisman having

come to the conclusion that the time is ripe

for dealers to carry complete outfits. In a let-

ter which he is sending out to the trade" he

says by way of introduction: "At last, after

two years of careful study, we wish to announce
to the talking machine and music trade that

we are now in a position to offer you the high-

est grade radio product obtainable." The sets,

therefore, that Mr. Erisman is offering are the

Colin B. Kennedy set, of St. Louis, and the Fed-
eral Telephone & Telegraph sets.

Already the Erisman store has disposed of

a number of these sets, and certain demonstra-
tions in the showrooms are attracting consider-

able attention. It is especially interesting that

Mr. Erisman enjoyed the Harvard-Yale foot-

ball game on November 24 through the medium
of a Kennedy set, and he received the news of

the various plays not only while the machine
set on his desk, but even while he was carrying
it from the showroom to his office, a distance
of perhaps 150 feet.

General Phonograph Corp. Expands
The General Phonograph Corp. of New Eng-

land, Inc., has now got nicely settled in its

new executive quarters, but the location at 142
Berkeley street is the same, for it only is that
additional space has been taken across the hall-

way. The new room, and a very large one, is

numbered 303, and the windows look out on
Columbus avenue. The old quarters are now
entirely used for stock purposes and all the
available room is needed, since Manager
Smith's New England business is growing rap-
idly. J\Ianager Smith says that the exchange
plan lately tried out has worked most advan-
tageously all around and dealers everywhere
are taking advantage of it. The department
has laid in a large supply of Okeh and Odeon
lines for the holiday trade and it looks as

(Continued on page 106)

VICTOR dealers are to be congratulated

upon the closing of a very profitable VICTOR
year with its increase in business. It is in a

spirit of appreciation that we extend to the

trade our sincere wishes for a joyous Yuletide

and a New Year full of prosperity and happi-

ness.

OLIVER DITSON CO.
BOSTON

CHAS. H. DITSON & CO.
NEW YORK
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Love of Good Music Is Not Limited to Any Class, Creed or Race

U/>e NEW EDISON
Through its marvelous REALISM, bring-

ing to actual LIFE the subtle personalities

of the artist, perfect technique, the indi-

vidual tone of voice and instrument, this

phonograph. The NEW EDISON, fully

meets every desire of all exacting MUSIC
LOVERS. It will bring increased patron-

age to every Edison Dealer's store.

FULL CABINET MODELS IN CONSOLE AND UPRIGHT DESIGNS, $100 UP

Certain

Localities

Offer Dealer-

ship Opportuni-

ties. Write us.

THE PARDEE-ELLENBERGER CO., Inc.
Edison Jobbers for New England

26 Oliver Street Boston, Massachusetts

Edison

is

FIRST
with

HITS

THE TRADE IN BOSTON AND NEW ENGLAND— (Continued from page 105)

though there'll be little left in stock by the

time the dealers' orders have been filled. New
dealers who are to handle these two lines of

records are J. A. Bienkowski, of New Britain,

Conn.; the Chicopee Novelty Co., of Chicopee,

Mass., and Jac Anenberg, of Middletown, Conn.

It is interesting news that the General Pho-

nograph Corp. is about to release a line of real

Irish records which have been recorded in the

Old Country. A line of Portuguese records

lately released has been selling rapidly among
the Portuguese of this city, who make up quite

a large colony here. In the line of the classics

considerable business is looked for in the rec-

ords of great foreign artists which are to be

had in the Fonotipia and Odeon lines. These

records are of a very high class.

Installs Cheney in Radio Station

It is of special interest radiowise that tlie

Shepard Stores, which do most of the broad-

casting from this locality from station WNAC,
has placed a Cheney talking machine in its radio

studios and is using it exclusively for this

work. The radio department has come to the

conclusion that the Cheney records produce

the best tone for broadcasting.

New Cheney Accounts

A concern to lately take on the Cheney line

in New England is Brown, Thomson Co., of

Hartford, Conn. Irving Caplan is the manager,

and he says his organization is well pleased

with this machine. On the day that the initial

order was received three machines were sold.

Another concern to sign up for Cheney repre-

sentation is the O. J. Gonya Bros Co., of Rum-
ford, Me., which will carry this line exclusively.

Big Month for Sonera

The biggest month in any eighteen similar

periods is the way that the business of Novem-
ber is characterized at the headquarters of the

Sonora Co. of New England, and Tom Burke

says that while large consignments of late

models of Sonoras are coming into the stock-

room it is difificult to keep up with the demand
from dealers. The low-priced models, he says,

are also in good demand and it is more than

likely that there will not be enough for the

December shipments.

Carbone Bros. Open New Store

On the first of the month Carbone Bros,

opened a new talking machine shop at 482

Broadway, South Boston, known as Carbone

Bros. Music Shop, Inc., and the conspicuous

figure in the establishment is Prince Napoleon

Carbone, a diminutive young gentleman, stand-

ing three and a half feet high, who has an in-

ternational reputation, having traveled all over

the world as a song and dance artist. He is

a native-born Italian and has been in this coun-

try ten years and speaks fluent English. He

We Serve New England!f

1

Q3u;
The Kecord (# Hu«U»y

THE speed and efficiency with which we have filled

"rush" orders in the past is by no means impaired by
the hustle and bustle of the present holiday season. The
completeness of our stocks of OKeh. Odeon, OKeh Irish

and Foreign Language Records is still maintained. Our
prompt and efficient service is functioning as smoothly
as ever!

We extend to our many friends and the trade in general
our sincere wishes for A Very Merry Christmas and
A Happy, Successful New Year!

General Phonograph Corporation

of New England
142 Berkeley Street Boston, Mass.

Records

Buy
OKeh
Needles

They
Keep
Record Sales

Alive !

has appeared before thousands on the Keith

circuit and has also been with circuses in this

country. Prince Napoleon has three other

brothers, Nicolo, Josef and Andy, the latter hav-

ing been his manager during his public appear-

ances. The Carbone Bros, also maintain a

profitable store at 1443 Dorchester avenue,

Prince Napoleon Carbone

Dorchester, where the Victor line is carried ex-

clusively. The store in South Boston is hand-

somel}' fitted up and business promises to be

of unusually large volume, especially with the

approach of the holidays.

Activities of the Burke Boys
Outstanding items of news anent the Burke

boys, all associated with the Sonora house here,

are that Joe has got a new Chalmers coach, of

which he is justifiably very proud; that Tom
took in the Vale-Princeton game and rooted, of

course for the first-named college, since he has

lots of friends in Connecticut; and that Ray
has just returned from a good week in Maine,

where he visited Bangor, Bath, Portland, Rock-

land and other places.

Popular Brunswick Releases in Demand
There have been some very popular releases

lately in the Brunswick line of records and
dealers looking to Kraft, Bates & Spencer for

their consignments are sending in large orders

for the big hits in the classical and popular

catalogs. The new models of Brunswick ma-
chines, too, are finding a quick sale as the

holidays are approaching. The Maurice Music

Shoppe, of New Bedford, has just taken on the

Brunswick line exclusively, and the indications

are that Kraft, Bates & Spencer will have to

send frequent invoices of goods, to judge by the

way the initial order was disposed of,
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Piatt Spencer, of the traveling staff for the

Brunswick, has just returned from a good trip

in northern Vermont and Maine, where he

found dealers most enthusiastic. Mr. Spencer is

starting off again into Maine territory in a few

days where, present reports indicate, business

in the talking machine field is humming.
Eastern Co. Reports Busy Conditions

Herbert Shoemaker reports business very

good for the Eastern Talking Machine Co. and

adds that dealers, for the most part, took the

company's advice and ordered their stocks

early. He predicts that there will be a short-

age in certain types, and already it is so with

the 80 and 210 styles of Victors, which have

been ordered very heavily by a number of the

dealers. Mr. Shoemaker says the record busi-

ness has been extremely large. The Eastern

Co. has just signed up for a new representation

out in Medford, the Medford Talking Machine

Co., 19 Salem street, Medford Square. The

store has been well stocked up with the Victor

line of machines and records.

Robert Steinert Home From Europe

Robert Steinert, of M. Steinert & Sons, is

back home from his European trip, on which

he started early in October with his mother,

Mrs. Alexander Steinert. "Bob" told The
World correspondent that he spent most of his

time in Paris, where his brother, Alexander L.

Steinert, a coming figure in the musical world,

is studying music, and that everywhere he went

he found the French industriously occupied and

imbued with a determined spirit to "come

back." He said there were few idle people and

there was a general air of cheerfulness through-

out Paris and such of the environs he visited.

Restrained From Store Door Playing

The Supreme Court a few days ago in this,

city affirmed a decree of the Superior Court

adjudging the Rosen Talking Machine Co.,

which is operated by Solomon N. Sugerman
and his son, Ben S. Sugerman, guilty of con-

tempt in violating an injunction restraining

them from playing machines in their doorway
or- store in School street in such a manner as

to be appreciably audible in stores on the oppo-

site side of the street. In an opinion the Court

says: "Courts will not permit defendants to

evade responsibility for violating an injunction

by doing through subterfuge a thing which is

not in terms a violation, yet produces the same

The Horton-Gallo-Creamer Co.

Victor Service Specialists

NEW HAVEN, CONN.

effect by accomplishing substantially that which

they were enjoined from doing."

H. H. Ambler Actively in Charge

H. H. Ambler, who recently purchased tiic

business of the New England Talking i\Iachine

Co., has energetically taken hold of the details

and is already putting into execution many well-

laid plans for the future development of the

business. Mr. Ambler is an indefatigable

worker and a thorough business executive. Un-

der his management it is safe to predict a bright

future for the company. He has adopted for

his slogan "Quality and Service." In addition

to more extensive advertising, a series of fol-

low-up letters have been prepared, the first of

which was mailed recently to 5,000 dealers. It

KRAFT-BATES-^SPENCER
NEW ENGLAND DISTRIBUTORS

PMONOCBAPHS

New Brunswick Records Every Day
No waiting now for Brunswick records—they come NEW EVERY DAY.
A constant stream of the novelties in music to bring cus-
tomers into the store of Brunswick dealers every day,
instead of once a month.

Always something in advance to play for the record cus-
tomer. The public is pleased. The sales of records prove
it. Dealers like it. Their profits prove it.

Brunswick records can be played on any phonograph.
Brunswick phonographs play all records.

KRAFT, BATES & SPENCER, Inc.
80 KINGSTON STREET, BOSTON, MASS.

New England Distributors

Steel Needles Motrolat Record Brushes Khaki Covers

is Mr. Ambler's intention to keep closely in

touch with the trade, both by letters and per-

sonal calls, and just as soon as all details are

satisfactorily arranged at the headquarters of

the company he will personally call upon the

trade as time permits. He considers of prime

importance, however, the quality of production

and to this end of the business he is giving

particular attention. He . has placed in charge

of production R. E. Chesley, who occupied this

important position under the former manage-
ment. Mr. Chesley has been familiar with this

work for several years and has a thorough

knowledge of all mechanical, details.

Death of R. L. Freeman's Father

Victor jobbers and dealers will be sorry to

learn of the loss that has come to R. L. Free-

man, director of distribution for tlie Victor

product, whose father passed away in Nova
Scotia. Mr. Freeman passed through Boston on

his way up to the Province and, following the

funeral of his father, he brought his mother

back with him to the States. The local trade

pleasantly remembers meeting Mr. Freeman
several Summers past as he has journeyed

thither on. his way to Nova Scotia to spend his

vacation with the old folks.

Kenneth E. Reed Optimistic

Kenneth E. Reed, wholesale Victor manager
for M. Steinert & Sons, voicing his views of

trade conditions, said a few days ago that the

present indications point to one of the finest

Decembers in the his'tory of the business, ^\'hile

admitting that business had been a bit quiet and
not exactly what it should have- been in No-
vember, nevertheless, he said it would gather

strength and in fewer business days than usual

would in the end make up for lost time in a

most positive manner. That is to say, there

would be a large volume of business concen-

trated in a shorter period of time, and this

would mean that there will be a real Christmas

rush toward the end of the holiday season.

Many Visitors to Steinert's

Boston visitors at the Steinert Arch street

store, all of them Victor dealers, have been

Miss Jane Hennessey, of the Tilton Furber Co.,

of Providence; Earl La Roe, of La Roe's Music

Store, of Woonsocket; Herman Fleischman, of

Marcellus Roper Co., Worcester, and who is

{Continued on page 108)
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pleasantly remembered as one of the old staff

of the Steinert house; J. H. Barney and Frank
Hale, of Barney's Music Store, Newport, R. I.

Dodge & Gardner Expand
A piece of out-of-town news just gathered

is that Dodge & Gardner, of Plymouth, N. H.,

have lately purchased the Victor business of

A. F. Burtt & Co., so that now this concern

has stores at three New Hampshire centers

—

Littleton, which is the company's headquarters;

Woodsville and Plymouth.

Adds to Floor Space

The trade also will be interested to learn

that Fred Gardner, of Gardner's Temple of Mu-
sic, Lawrence, has added to his space by taking

the second floor of the building where he is

located, this extra accommodation being made
necessary by increased business.

Peter Mclnerney Promoted
Peter Mclnerney, formerly of the dealer serv-

ice department of the Boston branch of the

Columbia Co., has been promoted to the post

of supervisor of merchandise and will care for

the supervision of record stocks and inventory.

He brings to his new work a wide knowledge
of the needs of the dealers, as well as their

problems, and he is one of the most popular of

the younger men in the local talking machine

business. Pete, by the bye, is to be a January

bridegroom.

Columbia Sample Record Popular

The special demonstration record which the

Columbia Co. released recently has proved im-

mensely popular in the New England field. The
enthusiasm of Columbia dealers is a guarantee

of the successful presentation to the public of

one of the most important developments of

record manufacturing since the Columbia gave

the public the double-faced record.

Celebrates Silver Wedding
Henry Kahn, proprietor of Kahn's Music

Shop, 636 Washington street and 22 Harvard

place, Boston, and who is widely known in the

trade, lately celebrated his silver wedding anni-

versary. Mr. and Mrs. Kahn received many
congratulations from friends in the' music in-

dustry.

Visitors to Jerome H. Remick Co.

Two recent callers at the song shop of Jer-

ome H. Remick Co., 168 Tremont street, which
handles the Columbia exclusively, were Solomon
and Richard Howard, the composers of "Oh,
You Little Sun-uv-er-gun." They were here to

listen to their number recorded on the New
Process Columbia by Ray Miller and His Or-
chestra.

Eight Victor Artists' on Tour
It will be good news in New England that

the Eight Favorite Victor Artists, as they are

now called, are to be in New England this

month. They appeared at Fall River on De-
cember 6 and at Waterbury on December 7,

with other dates to be announced later. Their

tour is being managed by M. Steinert & Sons.

Okeh Artist Broadcasts

P. J. Gaffney, one of the Okeh artists, has

had his musical ability well popularized through

the medium of the WNAC broadcasting station,

which is the Shepard Stores, in this city, and he

lately got a letter from as far away as Mon-
tana testifying to the enjoyment derived from
hearing him. He is now in New York making
some new recordings.

Joe Burke in Gotham
Joe Burke, of the Sonora Co. of New Eng-

land, has just gone over to New York to at-

tend a jobbers' conference relative to the 1924

Sonora models.

Radio Sport News Get 'Em
The C. C. Harvey Co.'s Boylston street store

attracted a large crowd on the afternoon of the

big Harvard-Yale game when a Zenith radio

set announced the continuous news of the

game in the doorway of the store, which was

jammed during the entire period of the game.
Winthrop A. Harvey, of the C. C. Harvey

Co., is back home from a Southern trip which
he and Mrs. Harvey took as far as South Caro-

lina. Soon after New Year's Ernest A. Cressey,

of this house, and Mrs. Cressey plan to take

a trip to the Middle West.
L. M. Coates in New Post

Louis M. Coates has lately been added to the

staff of Kraft, Bates & Spencer, filling the im-

portant post of credit manager.
Miss F. E. Adams With Erisman Co.

M iss F. E. Adams, formerly in charge of the

record department of the Atherton Furniture

Co. at Brockton, has been engaged by Arthur
Erisman to take charge of the promotion de-

partment of the A. C. Erisman Co. at his Bos-
ton store. Arthur C. Erisman was over in New
York the middle of November, where he met
the Strand factory managers.

Edison Trade Stocked to Meet Demand
Frederick H. Silliman, head of the Pardee,

Ellenberger Co., Inc., Edison distributor for

New England, speaks most enthusiastically of

business conditions and, with the exception of

perhaps two types of machines, he says the

house will be able to take care of the trade.

Dealers meanwhile responded to the call to lay

in a sufficient stock early in the season, so it

is not likely that there will be any eleventh

hour rush to get goods.

Sales Drive at Henderson's
L. W. Scott, who is in charge of the talking

machine department of Henderson's, Boylston
street, has been busy with a special sales drive

the past week. Mr. Scott says the indications

are good for a lively holidaj- season.

Shepard Enlarges "Talker" Department
Because of extensive alterations in the piano

department of the Shepard stores, which have
entrances from Tremont and Winter streets

and Temple place, there is to be considerably

I7OR the markedly successful year
which we are now closing, we voice

our appreciation to our many friends.
The whole - hearted cooperation of
New England Victor retailers in the
past has spurred us on to still greater
efforts for 1 924.

We shall continue to prove that
Steinert Service Serves/*

M. Steinert & ^ong
Victor Wholesalers

35-37 arcf) Street Womn, i«ass.

Consult Us for Proposition on Deforest Radio Merchandise
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Tjr/"E thank our friends for the won-
derful year we have just gone

through. Without your help it would
have been impossible.

1924 we sincerely hope will be the

biggest ever for you. We can help in

making it so. Our plans for 1924 are

based on a real desire to be of service

to our dealers. Better line up with the

Eastern next year and we can work
together.

Uj
m
<0

OUTLET STORE SECURES POOLEY MEDFORD TALKING MACHINE CO. OPENS

more room devoted to the talking machine de-

partment, which is under the management of

J. J. Moran, more familiarly known to the trade

as "J. J." With the pianos thus out of the

way to a floor above the line of Victrolas,

Brunswicks and Cheneys will be shown to far

better advantage than ever before. The holiday

business in this department has started off very

encouragingly.

Holiday Sales Grow at Prime's

The Prime Furniture Co., with an excellent

location at the corner of Washington and Stu-

art streets, has just installed a talking machine

department in a corner of the ground floor and
this is in charge of Miss Laura Lawless, who
formerly was associated with one of the Hen-
derson stores. It is an exclusive Victrola shop

and Miss Lawless says that she is finding quite

a brisk business, which is rolling up as the days

advance toward Christmas.

Doing Large Repair and Supply Business

Werrick Bros., who have been established in

the phonograph parts and accessories business

at 15 School street, this city, for the past five

years, are carrying not only an extensive line

of repair parts, but are jobbers of Brilliantone,

Gilt Edge, Refle.xo and Wall-Kane needles.

Albums, delivery bags, envelopes and everything

that goes with this line are also handled. Mr.

Werrick, the sole owner of the firm of Werrick
Bros., has been in this particular line for the

past eighteen years.

Thos. W. Steele, of Hyde River, a Benedict

Thomas W. Steele, who has built up a very

fine business in Victor talking machines, rec-

ords and sheet music in Hyde River, Mass., was

recently married, the happy bride being Miss

Evelyn F. Atkins, of Somerville. He recently

completed a very handsome home for himself

and his bride. Mr, Steele has won quite a follow-

ing in the community by his unfailing courtesy

and attention to the interests of his customers.

He was formerly in the talking machine busi-

ness in Somerville where he also was very pop-

ular and successful.

The POOLEY

Model 225

$120

Figured Mahogany or Walnut

POOLEY PHONOGRAPHS are estab-
lished throughout the country today as
one of the foremost and best selling

phonograph lines on the market. This
success has been attained through the
quality of the product, the practical sell-

ing plan behind it and the splendid
proposition offered to wide-awake, ag-
gressive dealers. If you are a phono-
graph merchant who appreciates these
important manufacturing and merchan-
dising factors, you will find the Pooley
agency the most valuable franchise you
can possibly secure.

Writm for further details

W. B. GLYNN
Distributing Co.

Saxtons River, Vl.

Dittribator for New England States

Providence, R. I., December 4.—The W . B.

Glynn Distributing Co., Saxtons River, Vt., New
England distributor for Pooley phonographs,

closed a contract recently with the Outlet Co.,

of this city, whereby this well-known store will

handle a complete Pooley line. H. G. Russell,

manager of the Outlet Co.'s phonograph depart-

ment, is very optimistic regarding the sales out-

look for the Pooley phonograpli and an exten-

sive sales campaign has already been started in

behalf of these products. The W. B. Glynn

Distributing Co. is planning to co-operate with

this well-known department store in every pos-

sible way in developing Pooley business.

A charter of incorporation under the laws of

California was recently granted to the Compton
Music Co., Compton, Cal. The concern has a

capital stock of $25,000.

Medford, Mass., December 4.—The Medford
I'alking Machine Co. recently opened very at-

tractive quarters on Main street, this town, in a

new building recently completed. New fi.xtures

and record racks and counters have been in-

stalled as well as sheet music racks, all in pale

gray finish. The indirect system of lighting

gives the store a very beautiful appearance.
There are also two large show windows with
a special lighting system, while a large electric

light sign has been erected over the front en-

trance to the store, which can be seen blocks
away. The establishment is in charge of Miss
Marjorie Limoges, who is a talented musician
and widely known in Medford. This concern
handles Victor talking machines and records.

A. D. Chatelle, music dealer. Warren, 111.,

has opened a branch in Freeport, 111,
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The Starr plays and betters all records. A hearing will convince you. Hear all

phonographs and then hear the Starr to experience a new delight. The new Gennett
Records also offer you a new musical sensation. Hear both at the Starr Dealer.

No obligation whatsoever.

THE STARR PIANO COMPANY Richmond Indiana
NF.VV YORK

CTNCINNATI
BOSTON CHICAGO LOS ANGELES liiRMINGHAM DETROIT
CLEVELAND INDIANAPOLIS TACKSONVILLE LONDON. CANADA
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THE TWIN CITIES
Machine Shortage Is Serious—Columbia Expansion Evident—Many
Nezv Edison Dealers—Prize-uinners at Lucker's—Month's News

^Minneapolis and St. Paul, Minn., December 7.

—Wholesalers and dealers here are experienc-

ing a distinct shortage of the popular types of

machines—a shortage which will adversely af-

fect holiday business. Dealers who have

ordered conservatively are finding that tiiey

underestimated the demand. Wholesalers, in

turn, are unable to get more deliveries from the

factorj', and as a consequence December sales,

while they will undoubtedly be good, will not

be as gratifying as they might be. Country

business is showing surprisingly good results.

Mail orders are arriving in hordes daily to Twin
City jobbers from the small towns and agricul-

tural districts.

Shortage of Victrolas

At the George C. Beckwith Co., Victor dis-

tributor, Charles K. Bennett, general manager,

said: "This is the first time in my business ex-

perience that I have seen merchandise run out

so early. The extreme shortage is due to the

fact that the dealers have let their requirements

go until the last minute. Practically every

dealer has been playing 'safe' and been over-

confident that the jobber would be able to sup-

ply the goods when wanted. We have letters

from widely separated sections of the country

asking for large orders which we are unable

to fill."

Beckwith's is finding not only a shortage in

Victrolas but also in the new double-face Red
Seal records. The firm has not a single Vic-

trola in stock from $25 to $200, the only models
with which they are supplied being some at

$250 and $300 and the more expensive Gothic

and Chippendales. "The country business," ac-

cording to Mr. Bennett, "is particularly active

with the popular priced uprights. November
has been a bigger month than the preceding-

month and of November, 1922. If we had had
the stock we could have done $100,000 more
business." Children's records are going well now
before Christmas, Beckwith's having just re-

ceived a supply of envelopes for these juvenile

records. They are most attractive.

Columbia Co. Activities

The Columbia Phonograph Co. is finding a

decided improvement in business, according to

R. C. Tanner. The Columbia business is fine

in Iowa, Wisconsin and parts of Minnesota, but

not as good in North Dakota and South Dakota.

Mr. Tanner says collections in the country have

been very slow and remarks the particular de-

mand for $150 to $200 consoles.

W. L. Sprague, head of the company, re-

turned at Thanksgiving time from Green Bay,

Wis, Previously Mr. Sprague was in Chicago

where he met Robert Porter, of New York,

field sales manager of the Columbia Go. The
25,000 25-ccnt records which the Columbia dis-

tributors here received have met with a phe-

nomenal success.

The Dayton Co., one of the largest Minne-

apolis department stores, has just taken on the

Columbia line. Other new accounts include the

Chambers Music House in Mason City, la., and

Woodford & Bill, Green Bay, Wis.

Edison Demand Booming
Mail orders are swamping the Lawrence H.

Lucker Co., Edison distributor, and the firm is

experiencing a big shortage in the $100 and

$175 models. The company is finding the coun-

try business big, although the Minnesota Phono-

graph Co., the local Edison retail store, is doing

only fair business—rather surprising for the

season. About 1,000 inquiries have resulted

from the , ad which the Lucker Co. ran in five

farm papers advertising cylinder records. The
Minnesota Phonograph Co, has been kept very

busy filling the resultant orders.

New Edison accounts include: Will W. Hazle-

ton, Calmar, la.; J. L. Kroeger, Wheaton, Minn.;

A. Lowy & Son, Silver Lake, Minn.; T. A.

Hein, Dodge Center, and Erickson & Morken,

Watson, Minn.

Visitors to the Edison offices during the

month included William K. Koesel, Richardson,

N. D.; A. J. Hockenhall, Tracy; Dr. J. B.

Thompson, Arthur, N. D., and Charles Kelly,

of E. S. Kelly Eurniture Co., Duluth.

Miss Pernella Michelson, head record girl of

the Minnesota Phonograph Co., was recently

married. As Mrs. Bethke she will remain at

her post until the New Year.

A. I,. 1"ocpel, of the Lucker Co., proved his

piscatorial prowess by winning first prize, a $25

South licnd reel, in the contest for big fish re-

cently conducted by the Warner Hardwood Co.

Mr. Toepel's catch was an 18-pouhd pike, caught

at Whitefisii Lake, which measured 43 inches.

Mr. Toepel was one of the trio of Edison
fishermen pictured in the August 15 edition of

The World.

Shortage of Cheney Phonographs
Edward G. Hocli, of the Edward G. Hoch

Co., Cheney distributor, says: "Our firm is find-

ing business far in excess of last year. If we
maintain the same degree of prosperity, it is

my opinion that the Christmas sales will greatly

exceed-last year's. We are selling more medium-
priced than high-priced machines."

Mr. Hoch has just returned from Chicago,

where he attempted to increase his order of

Cheneys, but found it impossible, because every-

thing is sold and the company cannot spare

more merchandise.

"Doc" O'Neill a Busy Traveler
"Doc" O'Neill, of the Brunswick Co., returned

this week from Chicago. Before Thanksgiving
he made a trip to Montana. The Brunswick
line has just been added at the Golden Rule.

W. F. Cooper, mechanical man with the Bruns-
wick Co., recently visited the Twin Cities.

J. J. Hayes Opens Store

J. J. Hayes held a successful opening at his

store in Austin, where he carries Victrolas and
Brunswicks. About 2,500 people visited the
place, and Mr. Hayes gave away 55 dozen car-

nations and chrysanthemums. The firm se-

cured many prospects on the opening day.

News Gleanings

C. C. Hicks, Minnesota representative for the

Victor Co., left to-day for Philadelphia to spend
the holidays. He will be away six or eight

weeks,

Fred Strum, of the Beckwith Co,, left this

week for a trip, through Wisconsin-, having re-

turned the last of November from a southern

Minnesota tour,

George A, Mairs, formerly head of W, J,

Dyer & Bros,, Victor distributing business, is

playing the dual role of manager of Dyer's
piano and retail Victrola departments since

Dyer's sold the wholesale business to the Beck-
with Co. The former piano manager, Fred
Miller, has left for Los Angeles, where he will

make his home.

NEW ODEON AND OKEH ALBUMS

Special Album of Odeon Records for Holiday
Season—Children's Okeh Album Also Ready

In order to stimulate the sale of Odeon or-

chestra records and to provide an unique Christ-
mas gift, the General Phonograph Corp., manu-
facturer of Odeon and Okeh records, has
placed three of the most popular twelve-inch
Odeon instrumental recordings in a special

album wrapped in holly paper for the holiday
trade. This set retailing for $4.00 makes a very,

unusual and most desirable Christinas remem-
brance that can be merchandised to excellent

advantage by dealers during the holiday season.

As a special appeal to the little folks the com-
pany has issued an album of Children's Okeh
records entitled "Fairy Tales of Long Ago,"
This set consists of three double-faced ten-inch

records, presenting original arrangements of

well-known fairy stories sung by Joseph Phil-

lips, Elsie Jean, composer of children's songs
and stories, has written the words and music
for this interesting- series of records.

OKEH ARTIST OPENS STORE

Wilmington, Del,, December 8,—John B, Wil-

son, Okeh artist, who has been associated with

George Kelly's "Original Six Orchestra" for the

past two years, has opened a music store at

912 Orange street under the trade name of the

J, B. Wilson Music Co, The establishment has

been attractively decorated and furnished.

1924
A Greater Edison Year

NEW^ilSON
COMP/niSON WnH) THE|uvINC ARTIST

ntvEALs NO difference r

Start 1924 -with the resolution to make your music business profitable. The

Edison line of phonographs offers you this opportunity.

Popular price models—Increased Discounts.

Quick turnover—timely releases of the latest hits—Exclusive Edison features

—

assures a stead)', growing, money-maker.

The Edison Phonograph is a prestige builder. Alakes your store the musical center

of the community.

We have a very liberal proposition for the live merchants of the Northwest.

Wr.ite Now—Right Now

LAURENCE H. LUCKER
Northwest Edison Distributor

Established 1902

17 South Sixth St. Minneapolis, Minnesota
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GoldenVoice
TJTEMPEL singing in opera,

in oratorio, in concert—
Hempel singing in Edison

Records— the magic loveW

ness of her voice is the same.

NEW
H O N O
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Brought Into Your Home!
EOPLE who have heard
Hempel's glorious voice ask

no explanation of her elusive,

yet enduring charm. They only know
that she sings straight into their hearts

—songs they will never forget.

Few are privileged actually to see her

exquisite personality—but every home
may enjoy the privilege of receiving, in

all save actual physical presence, the

wondrous Hempel, idol of two con-

tinents.

For the New Edison Phonograph,

product of Mr. Edison's genius and
ideals, evolved onlybyyears ofresearch

costing more than $3,000,000, actu-

ally Re-Creates the voice of the living

artist—with every golden tonal quality,

every delicate shading unimpaired. It

is the only phonograph which dares

the final, conclusive test ofcomparison

with the living artist.

Is it not significant that dealers who
sell talking machines have selected the

New Edison for use in theirown homes?

THOMAS A. EDISON, Inc.

Orange, New Jersey

:r..-,:.«-3"-.V' '
,

EDISON
R A P H
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IN PITTSB URGH
Retail Trade Active, JJ'ilh Machine SJiortage General—New Dealers

Established—Activities of Leading Companies— The Month's News

Pittsburgh, Pa., December 8.—With Christmas

idinost here there is unusual activity in talking

machine circles here, with the result that all

of the dealers are satisfied that there will be

ample business for all who handle talking ma-

chines and records in the Steel City. Progres-

sive retail dealers have co-operated with the

advertising campaigns carried on in the daily

papers by the V^ictor, Columbia, Brunswick,

Edison, Starr, Sonora and Cheney companies.

This has had the effect of increasing sales to

a marked degree, and the outlook for holiday

trade is exceptionally bright. This is especially

true of the Victor line. It is generally known
here tliat certain models of Victrolas are at a

premium, and dealers who did not "stock up"

with these popular models are unable to secure

any positive assurance that they will be able

to get new merchandise before the holidaj' sales

start.

Many Orders for Christmas Delivery

That definite sales of talking machines and

records for Christmas gifts have been made is

shown by the number of machines and records

that have been set aside to be shipped for de-

livery Christmas eve. These packages will bear

the usual Christmas greetings^'and be 'decorated

with yuletide trimmings.
"

"Kiddie Records" Popular

The Standard Talking Machine Co., Victor

distributor, has placed on the market a very

attractive set of "Kiddie Record" envelopes that

are making a decided hit with dealers. There

are four envelopes to a set. Each of the four

is attractively lithographed in bright colors.

Joseph C. Roush, president of the company.

stated that trade conditions in the Victor line

are most flattering and that the outlook for the

holiday trade is exceptionally bright. Mr.

Roush spent Thanksgiving Day with his daugh-

ter, who is at school in Birmingham, Pa.

Starr Co.'s Business Growing
H. C. Niles, of the Starr Phonograph Co.,

Starr Phonograph and Gennett record distribu-

tor, said: "We have had a very satisfactory

volume of business during the past few weeks

in the Starr line and our dealers report the

same. Our several models are making a strong

appeal to discriminating purchasers.

Gratifying Columbia Business •

According to S. H. Nichols, manager of the

Columbia Phonograph Co.'s Pittsburgh offices,

the Columbia machines and records are having

a "most gratifying sale." He is of the opinion

that the holiday sales will show a marked in-

crease over the same period a year ago.

Dealers Take on Edison

The Buehn Phonograph Co., Edison distribu-

tor, announces the following new Edison deal-

ers: W. W. Espy Drug Co., Ben Avon, Pa.;

Benjamin Music Shop, Vandegrift, Pa.; Roth
Music Shop, Leechburg, Pa.; W. E. Capstick,

Nant-y-glo, Pa.; C. E. Barnett, Caldwell, O.,

and the Reichart Furniture Co., Wheeling, W.
Va.

The Pittsburgh retail Edison deal-ers are as

follows: Boggs & Buhl, Lechner & Schoen-

berger, Gray & Martin, Columbia Music Co.,

Schroeder Piano Co. and the Braun Music Co.

W. F. Barnard, formerly of Norfolk, Va., has

been added to the traveling sales stafT of the

Buehn Co.

L. C. Millheim, Edison retail dealer of Butler,

Pa., who was seriously injured some time ago
in an automobile mishap, is able to attend to

business again.

Masses Like Good Music
Under the caption "Grand Opera and the

Masses" the Pittsburgh Post thusly editorial-

ized:

"The old question of the extent to which the

masses appreciate the best in music is brought

up again by announcement that a season of

grand opera here will be preceded by lectures

on the subject. It is a good idea from the

standpoint of adding to appreciation of the

music, but it is to be emphasized again that the

taste for good music is born in manj-, requiring

only cultivation. Dealers in phonograph rec-

ords will explode all theories that grand opera

has no appeal to the masses. Their sales rec-

ords tell a different storj'. Grand opera records-

are going into some of the humblest homes."
Excellent Outlook for the Sonora

The outlook for Sonora phonograph sales in

the Pittsburgh and adjoining territory for the

Christmas holidays is reported as excellent, ac-

cording to H. Milton Miller, manager of the

Sonora Distributing Co. He said: "Our No-
vember business was brisk and showed an in-

crease over the same period a year ago. It now
looks as though we will not be able to furnish

our retail dealers with the merchandise that

they require for the holidaj' trade." A new So-

nora and Aeolian record dealer is Cantrell's, of

Beckley, W. Va. The Davis Drug Co., this

city, has placed the Sonora on sale in its stores

in Beltzhoover and Pittsburgh.

The Dawson Bros. Piano Co. has added the

Cheney' line. Starr phonographs and Gennett

records are already handled here.

Columbia Branch Visitors

J. R. Daly, Columbia's representative in West
Virginia and Southern Ohio, on a recent trip

to Pittsburgh Columbia headquarters, reports

that conditions in the music trades are very

Happiness
and

Prosperity
For the progressive Victor retailer 1924 gives every

indication of being a year of success and prosperity.

The VICTOR industry is stronger than ever before,

with the future exceptionally promising.

The support of our dealers the past year is keenly

and sincerely appreciated and for the coming year

our organization will be admirably equipped to

serve VICTOR dealers efficiently and well.

C. C. MELLOR COMPANY
VICTOR WHOLESALERS

Penn Avenue and Twelfth Street

PITTSBURGH, PA.
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favorable. Mr. Daly's numerous campaigns on

the new machines and New Process record ap-

parently have registered in a big way with the

music dealers throughout his territory.

The local headquarters have been giving in-

dications of great activities in the past few

weeks. S. H. Nichols, manager, is being be-

sieged daily by visiting dealers with congratu-

latory comments on Columbia's liberal record

exchange arrangement.

The Howard Boys, Willie and Eugene, who
conduct a Columbia Music Shop on the stage

in the "Passing Show," renewed their numerous

Columbia acquaintances on their recent Pitts-

burgh visit.

Crowds at Edison Tone-test

So many people were unable to gain admit-

tance to the "tone-test" given by Miss Marie

Morrisey, contralto, at Gettysburg, Pa., that

her first appearance was cut short so that a

second concert could be arranged. Miss

Morrisey was assisted by Jacques Glockner,

'cellist, and Earl Beatty, pianist. They appeared

at Gettysburg under the auspices of the local

Edison dealer.

Music Dealer Logical Radio Salesman

Frank Dorian, of the General Radio Corp.'s

Pittsburgh offices, reports an improvement in

business. The company distributes the Strand

phonograph and the Okeh records, as well as

a full line of radio outfits of the General Radio

Corp. Mr. Dorian stated that he was more

and more convinced that the logical salesman

for the radio line was the music merchant.

Brisk Player-Tone Demand
Sales of the several models, both console and

upright, of the Player-Tone Talking Machine

Co. are reported as brisk. I. Goldsmith, presi-

dent of the company, stated that holiday sales

are in keeping with the general business ac-

tivity all over the country.

Shortage of Some Victor Models

Thomas T. Evans, manager of the C. C.

Mellor Co.'s wholesale Victrola department,

said: "Business is good, the only complaint is

that we are unable to supply all of our Victor

dealers with the amount of merchandise they

should have." "Our business is better than we
e.xpected and our only regret is that we have not

the several models of the Victor talking ma-

chines that are in great demand," was the state-

ment of George H. Rewbridge, manager of the

wholesale Victor department of the W. F.

Frederick Piano Co.

Featuring Victor Weekly Releases

Geo. Swoger, enterprising Victor dealer at

921 Wood street, Wilkinsburg, is using timely

advertising announcing the new weekly Victor

releases. Mr. Swoger prepares circulars and

handbills featuring each week's hits and this

advertising is making itself apparent in the in-

creased weekly sales figures.

The Star Music Co., formerly located at 7S1A

Sutter avenue, Brooklyn, N. Y., recently moved

to larger and more attractive quarters at 433

Miller avenue, that city.

M. H. HOUSEL OPENS NEW HOME

Hundreds Inspect New Quarters at Opening

—

Victor Co. and Jobbers Send Best Wishes

WiLLiAMSPORT, Pa., December 8.—The new store

of M. H. Housel & Co., at 141 and 143 West
Fourth street, was opened this week and hun-

dreds of people passed through the fine new
home of the company and received a rosebud
as a souvenir. The building which the store

occupies has been remodeled, a new limestone

front being erected with an attractive show
vi'-indow for the display of talking machines.

The interior of the Plousel store is finished in

ivory enamel. The display and reception room
is at the front of the store. Ten hearing rooms
and two large demonstration rooms are in rota-

tion on either side of the storeroom. The
repair room is located in the rear and will be
in charge of B. J. Leavy. The record racks are

located in the front of the store.

Huge baskets of flowers were sent to Mr.

Housel by the Victor Co., Elmira Arms Co.,

Louis Buehn Co., of Philadelphia; Lycoming
National Bank, Penn Phonograph Co. and the

Standard Talking Machine Co., of Pittsburgh.

A telegram was received from the Victor Co.

extending best wishes to Mr. Housel.

OKEH ARTIST ON WESTERN TOUR

Miss Sara Martin, popular singer of Blues

and other selections that are favorites with the

colored race, is now touring through the West,

and reports from Tulsa and Oklahoma City

indicate that this exclusive Okeh artist is meet-

ing with a most cordial reception. Miss Martin

is giving three shows daily, and, according to

the box office figures, standing room only is

available.

Bairn Bros. & Friedberg, Brooklyn, 'N. Y.,

have placed the Brunswick in their three stores.

Greetings

To our many dealers, old and new, we
desire to express our appreciation for
their valued patronage.

May this Christmas Season be the
happiest and most prosperous you have
ever enjoyed and may the coming year,

1924, prove to be the most successful in

your experience.

4-21 seventh ave

Pittsburgh
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Western Division of the World, Chicago, III., Dec. 9, 1923.

Since the last issue of The Talking Machine World there has been

opportunity to look over business conditions in the general field in

order to see what the fundamentals are and what

is likely to happen during the rest of the Winter.

No one who has the slightest ability in the way
of analysis can doubt for a moment that these

conditions are sound and very good. The critical months of Octo-

ber and November have come and gone, leaving us with statistics

of the most encouraging kind. The bank clearings in the Chicago

Federal Reserve District have shown an increase not to have been

expected, while the general condition of the banks is remarkable

in showing a vast increase in deposits of all kinds and unparalleled

increases in loans and discounts. Just why there should be such

a piling up of deposits may be hard to tell, just as it is equally hard

to imagine why the contrast should be so great between wholesale

and retail business during the last six weeks. For some reason

retailers have been kicking at not doing quite so much business as

they have felt themselves entitled to do during this period. But

the sufficient answer is that the past six weeks have been Winter

weeks only in name. Astronomically, the sun is on the descending

node and within one week of the appearance of this issue of The

Talking Machine World will be at his lowest point for the year.

Yet we have had no Winter. "If Winter Comes," sang the poet

to the great advantage of a recent fictionist, "Can Spring Be Far

Behind?" No, it cannot; but when Winter has not come, Spring

may be a long way ofif. And so it is. Our busy season is late in

beginning; but it has finally begun. And when our season does

begin, as this one is now beginning, it is invariably a bus}' one.

An indu>try may usually be judged by the kind of its merchandise;

and the same is true of the talking machine industry. Essential as

the popular priced goods may be at any time, the

fact remains that the true position our industry

holds in the national life is to be measured chiefly

by the reaction of the people to our better class

goods. The more high-priced talking machines and high-grade

records are sold, the more it may confidently be said that our in-

dustry meets a need essential to the public welfare. It does, of

course, meet such a need, but the more we are able to embody that

meeting of a need in the very highest class of merchandise, the more

successfully we can sell such merchandise, the better for our in-

dustry, the better for the public and the better for music apprecia-

tion in America. And, furthermore, the sale of high priced and

artistic talking machines need not be unprofitable. There is not the

slightest reason for believing or supposing an)'thing so absurd. It

is necessarv', however, to point out the indubitable truth that the

retail merchant tends always to be on the lookout for merchandise

which will sell itself. The more nearly the stock on his floors

comes to the automatic-sale ideal, the better he is likely to be

pleased ; and this for the most natural of reasons. But the truth is

that if and when a merchant says that high-priced artistic talking

machines and high-grade records are not easily salable, he is simply

saying that he has not himself mastered the art of salesmanship.

He has not studied the position of the talking machine in the minds

of the American people and he is simply sacrificing permanent

prestige and profit to immediate results, grasping at what is often

a mere shadow instead of angling for the substance. The present

time is one of unexampled development of the talking machine in

every architectural and mechanical sense. Never have such fine-

looking and fine-sounding machines been produced. Never has the

opportunity been so great to establish the talking machine business

on the soundest and most powerful foundations. It surely is not

asking too much to ask the mid-West merchant to think always of

how good a machine he can sell, not of how easily the customer

can pick out something to suit imagined and poorly understood

needs. Salesmanship never lets the untrained demand rule the sale.

The people are ready to buy high-class goods. Why stand in the way?

The talking machine trade in the mid-West has been happily free

from the evil-smelling failures which have so often disgraced the

annals of other industries, but it must be admitted

that the observations made by Judge Kickham
Scanlan of the Circuit Court before the credit

men of Chicago a few days ago cany a moral

What
the Judge
Thinks

which no one of us has the right to neglect. He told the credit men
quite openly that a gang of crooked attorneys operates in Chicago
to take advantage of the difficulties of commercial houses, especially

in the retail line, which find themselves financially embarrassed,

and by trickerj' and fraud to contrive to have their victims thrown
into bankruptcy, to the end that the gang may enrich itself through
receiverships and juggling of assets. Of course the unfortunate

creditors are the victims, only less individually, and in the aggregate

more, than the unhappy debtors themselves. The Judge pretty

pointedly hinted that business men are mainly to blame for this

state of affairs. They do not attend to their civic duties, they

evade jury service, they do not even vote on Election Day. And
then they have the effrontery to complain when things go wrong
in the administration of civil and criminal justice. The Judge is

right. It is the good business man, the eminent pillar of the com-
munity, the loving father and husband, the good employer, the

upright dealer with his fellow-men, who allows all this sort of

crookedness to go on, because he will not take seriously the duties

his citizenship imposes upon him. Who is to blame? You and I!

What are we going to do about it? Perhaps Referee Eastman
could a tale unfold which would equal, if not surpass, the com-
munications which the Ghost of Hamlet's father hinted that he

could make, and he would.

The wood-using industries, among which the talking machine trade

is of course numbered, should be active in the effort now being

made to revive the interest of Congress in the

question of lumber conservation. What ten years

ago was an amiable theory is to-day a fact of the

utmost immediate importance. The question of

We and

Our
Lumber

lumber supply is to-day generally felt to be a matter of importance

to the wood-using manufacturer only because of the constantlv

increasing costs and the unfortunate status of the supply of cer-

tain wanted species. It is, however, not going to remain in this

merely inconvenient and annoying condition. It is rapidly becom-

ing not merely irritating, but actually dangerous. It is rapidly

becoming not at all a matter of price, but altogether a matter of

supply. Certain species of lumber have already arrived at the point

of exhaustion. Certain others a're rapidly approaching that point.

Depletion is imminent, exhaustion is almost within sight. The day,

in a word, approaches when the American manufacturer will have

to import his lumber. It is not ar pleasing anticipation. Yet it is

certain to be translated into fact unless forthwith is organized a

definite national and State policy of preserving the present resources

from untimely destruction by unsystematic cutting in response to

uns}stematic demand, as well as of promoting the growing of new
forests to take the place of the old ones. Here the interests of the

manufacturer of lumber and of the wood-using industries join

hands. Here, too, the retail trade sees its own interests at stake.

Here the forestry experts must meet the lumber men, and the public

must see that fair play is rendered on both sides. The engineering

profession is taking the matter up and w^ill undoubtedly put its

weight behind some legislation based on a combination of the two
bills now in committee of Congress aimed at initiating a compre-

hensive conservation policy. The talking machine men are vitally

interested in the settlement of this question. An}- help that anv

individual can give should be given and a letter from every reader

of this paragraph to his U. S. Senator asking him to give attention

to the Capper bill would be a tremendous help in turning the

thoughts of our representatives in Washington toward the impor-

tance of this question and the necessity of immediate favorable

action to check the depletion of our lumber resources.
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EUGENE F. CAREY, Manager

TREMENDOUS SALES OF GIFT INSTRUMENTS AND
RECORDS ARE FEATURE OF CHRISTMAS BUSINESS

Retailers and Jobbers Keep Manufacturers Busy as Holiday Buying Depletes Stocks and Orders

for 1924 Goods Pour In—Surprising Demand for Portables—News and Activities of the Trade

Chicago, III., December 8.—With the long-

looked-for Christmas season actually at hand,

manufacturers, jobbers and dealers in talking

machines are extremely busy. The retailers, in

particular, report a tremendous demand for gift

instruments and high-class records, as well as

small goods, such as wind and string instru-

ments and drums.

A month ago many manufacturers reported

that they were working to capacity and for a

time it seemed that this work was only being

turned out for the holiday trade. However, this

demand has been increasing rather than decreas-

ing and it appears that dealers, expecting to

clear out their present stocks and deplete their

warerooms, are ordering heavy shipments to

be on hand for the first of the new year.

From present indications we can look for-

ward to a change in many lines during the

coming year. Heretofore the heavy demand
has been for Queen Anne models, but at present

inquiries are for Tudor and William and Mary
designs.

Many of the manufacturers have the following

to say in effect regarding the coming change:
Several years ago the manufacturers of high-

grade furniture were centering their activities

about the Queen Anne types of furniture, which
action was reflected in the talking machine field,

so that the demand for Queen Anne models

naturally followed. Some time ago, however,

the high-grade furniture manufacturers began

to boost Tudor and William and Mary designs.

I'his action stirred up other manufacturers, who
fell in line early. The introduction of talking

machines designed according to these periods

soon followed. Several large talking machine

manufacturers, seeing the trend of demand for

these newly introduced styles, took the cue and
soon began to manufacture phonographs de-

signed accordingly.

At present it looks as though several of the

well-known manufacturers of high-grade tone

arms are also contemplating more or less design

changes in their product so as to keep up with

the demand for new talking machine designs.

However, it is not expected at this time that

changes of tone arm design will be radical, but

it is believed that the several specially prepared
tone arm models will soon make their appear-

ance.

Retail dealers are also reporting that there

has been quite an increase in the sales of port-

able types of talking machines. It was known
for quite a while that manufacturers were turn-

ing out large numbers of these instruments,

but at the same time it was said that the dealers

were not movinc;- them as quickly as desired.

To-day, however, it seems that the dealers fig-

ure that this will be a real "portable" Christmas

and have planned accordingly. Dealers through-

out Chicago are reporting very satisfactory sales

of portables and some of them have even begun

reordering.

Towards the latter part of the month con-

siderable attention was devoted by retail dealers

here to radio and much interest was aroused

throughout the trade in the activities of several

well-known radio manufacturers in coupling

their receiving sets with talking machines of

well-known makes. Of course, no talking ma-
chine company actually came out and announced

that the coupling of radio sets to its instru-

ments would be a prominent feature with them.

It is naturally to be assumed that these radio

manufacturers purchased the talking machines of

their own accord and incorporated their sets

therein for the purpose, of determining how the

general public looks upon propositions such as

this.

Needless to say, the interest aroused was
greater than anticipated fr.om a public view-

point and it would not be surprising if before

very long more than one talking machine com-
pany should make the announcement that such

combinations as radio and talking machines

were to become permanent features with them.

Factories Working for 1924

There has been a question in the minds of

many in Chicago as to whether or not the pres-

ent demand for talking machines will continue.

Numerous persons were of the opinion that last-

minute orders were being sent in by dealers

(Continued on l^age 118)

REDUCING COSTS 90%
People have come to know the value of

the fibre needle. It sweetens the voice of

the talking machine and to the record it

adds longevity. Economy is the selling

force that is increasing this demand. Show
your next fibre needle customer a further

saving of 90% on needle costs and sell him
a L. & H. Needle Cutter. By its use, the

needle will play ten records instead of one.

CUTS CLEAN
The L. & H. Needle Cutter does not slice

—

it makes a vertical down stroke and cuts clean.

No minute ragged edge left on the needle.

Tension spring leverage insures smooth action.

Constructed of steel heavily nickeled.

There is a generous profit in this instrument

and it has established a reputation for being

easily salable.

RETAIL PRICE $1.50

LYON<c&^HEAIY
Founded in the Year 1864Everything Known in Music

WABASH AVE. at JACKSON
CHICAGO

Order direct from your local distributor,

or, if you prefer

CLIP AND MAIL
I

j

LYON & HEALY, Inc.,

I

Wabash Ave., at Jackson Blvd., Dept. H.

I
Chicago, Illinois.

1

I Please ship immediately dozen Lyon & Healy
' Needle Cutters.
I

I Name

I
Street

j

City State
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and manufacturers were therefore trying to sat-

isfy this demand by pushing their plants to

capacity. However, when one stops to consider

that a talking machine cannot be turned out

overnight, but that it takes from weeks to

months to complete it in any high-grade fac-

tory, he can readily understand that all these

instruments are not being turned out for the

Christmas season. A very striking bit of evi-

dence proving that the manufacturers are look-

ing steadily for 1924 delivery may be seen when

one takes note of the activities of manufacturers

who produce parts for the talking machines

such as, for example, motors and tone arms.

One concern that is especially busy in turning

out its product is the United Mfg. & Distrib-

uting Co., which, according to an announcement

by H. L. Mills, vice-president and general man-

ager, averaged a daily production of 1,160

motors during the first week of December.

Schiff's New Venture

H. T. Schiflf, well known throughout the talk-

LAKESIDE No. 500 SET
Coast to Coast Reception

This High Grade Cabinet in Walnut or

Mahogany, equipped with four tubes, is

built entirely in our own plant, and en-

ables us to meet all competition at rock-

bottom prices.

Write for prices.

We can equip your phonograph with this

apparatus.

LAKESIDE SUPPLY CO.
73 W. Van Buren St. Chicago, III.

ing machine trade, announces this week that

he has designed and made improvements upon

a certain type of talking machine cabinets which

he anticipates marketing under the name of

For The New Edison

Showing Reproducer of Jewel Needle Equipment Turned
Up to Change Needle; Also Position When Not in Use

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Edison Record With Fibre Needle.

Plays all types of records. Operates the same as

the "EDISON" with the LEVER.

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents

swinging to the right.

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy

access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut

records with a Fibre needle in the proper
"EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it

a floating action.

Needle CENTERS on all records.

Straight air-tight construction and absence of

movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-

zontally.

Weight is the lightest that can produce perfect

results, thus saving the record, and permitting a

freedom and sweetness of tone considered impos-
sible.

Indestructible NOM-Y-KA diaphragms do not

blast, crack, split or warp, and are the greatest

development in phonographic sound reproduction
in years.

NOT
Jutt Another Equipment

BUT
a distinct improvement in

Tone Reproduction as well as

in Mechanical Construction

and Finish.

Send for descriptive circular

which contains "HINTS RE
CARDING THE CARE OF A
PHONOGRAPH."
WRITE YOUR EDISON JOB-

BER. HE HAS IT.

Price the same. Liberal dis-

count to dealers.

GUARANTEED IN EVERY
WAY.
MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

Showing Reproducer of Jewel Needle Equipment in

Position for Playing Lateral Cut Records on Edison
Phonograph

Showing Back View of Jewel Needle Equipment in Posi-
tion for Playing Lateral Cfut Records on Edison Phonograph

Radio Master. This new instrument will be a

combination of talking machine and radio re-

ceiver and will come in four models, one of the

main features being that no loop or other kind

of aerial will be visible. Mr. SchifT wants it

known that this improvement on his part will

have nothing to do whatsoever or be in any
way connected with the activities of the Vita-

nola Co., of which he is factory manager.
Art Kahn Recording for Columbia

News of Art Kahn's first recording is being

welcomed by Chicago Columbia dealers with
unusual interest. Having been connected with

the Lubliner & Trinz Theatre syndicate, he has

had a chance to appear in all parts of Chicago.

Art Kahn, when only nine years old, gave a

concert at the Auditorium Theatre, the largest

Q

JEWEL PHONOPARTS COMPANY, 160 W. Whiting St., Chicago

Art Kahn and His Oichestia

theatre in Chicago. When thirteen, after having

studied with Balatka and Heniot Levy, he re-

ceived a diamond medal and a teacher's diploma

for his piano accomplishments. When the

dance music craze came along Art Kahn became
connected with Lubliner & Trinz as general

music director, in which capacity he is still

engaged. He has a special dance orchestra

combination in the Senate Theatre and it is

this orchestra that made the following records

for Columbia: "Sobbin' Blues," "Bit by Bit

'S'ou're Breaking My Heart" and "Foolish Child."

Geer Repeater in Christmas Package
Last year the Walbert Mfg. Co. offered the

holiday trade its well-known Geer repeater

packed in a specially prepared Christmas box.

At that time the demand was especially good
for this special package and dealers, remember-
ing the experience of last year, lost no time in

ordering heavily so as to be ready for the

Christmas trade this year.

Walter Huth, head of the Walbert Mfg. Co.,

also reports satisfactory sales of the Univernier

knob, which is being manufactured by this com-
pany for the radio trade. Mr. Huth reports that

in comparing the names on the sales list for

the Geer repeater, which goes to talking ma-
chine dealers, and the Univernier knob, which

goes to dealers handling radio, he is able to

say that the number of talking machine deal-

ers now taking on radio is constantly increas-

ing, as m.any of the dealers who are taking on
the Univernier at present are old customers.

Daily Phonograph Co. Chartered

A newcomer in the talking machine field here

is the Daily Phonograph Co. which recently

opened shop at 1917 South Western avenue to

deal in talking machines and records. The com-
pany was incorporated for $5,000 bj' Messrs.

(Continued on page 120)
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FACTS ABOUT "IVIASTERCRAFT"

There's no monopoly on virtue in manufacture—product or

distribution.

You can't "corner" creative imagination—and the faculty to

sense pid)lic taste—in advance.

Speaking of phonographs—the final rigid test—is wide and
repeated distribution.

"MASTERCRAFT" has stood that test.

We have no loud, smooth and oily pronouncements to make-
voiced either in falsetto or bass.

A few simple truths are sufficient.

As manufacturers of phonographs only—we are the largest in

the country.

We originate—create and develop our own instruments—known
as the "MASTERCRAFT" line. They are distributed from
Coast to Coast—from Canada to the Gulf—and touch some of

the foreign ports of the world.

Our factories have up-to-the-minute equipment and facilities-

handling large volumes promptly and efficiently.

Our artisans—carefully selected—are men of long experience
and acknowledged skill in their respective specialties.

"MASTERCRAFT" instruments are priced rock bottom—and
rock bottom means just that. Service based on Golden Rule

—

and a sales plan stiffly tried—and never found wanting.

Here's a sterling opportunity to make real money for the keen,
alert and wide-awake business man.

But it takes action to get anywhere—so it's your move—

For just two cents.

The Wolf Manufacturing Industries
(Established 1890)

BUILDERS OF "MASTERCRAFT" PHONOGRAPHS
QUINCY, ILLINOIS

PLANT N9I PLANT N9 2
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W. H. Daily, J. W. Daily and Everett Sapp.

New Publishing Concern

A new concern in the publishing business in

Chicago's field is the Garrick Music Sales Co.,

which is introducing several popular numbers

of its own. These numbers include "Lost My
Baby Blues," "Tell Me You'll Forgive Me" and

"There Is a Sad Little Girl for Every Happy
Little Boy," which, by the way, have been fea-

tured by many of Chicago's top-notch orches-

tras, such as Benson's Orchestra, of Chicago,

under the direction of Don Bestor, The new

concern at present is holding forth at 4040

Dickens avenue, but will soon take up head-

quarters in the Loop district.

Judge Scanlan's Interesting Information

In a recent talk before the Chicago Associa-

tion of Credit Men, Judge Kickham Scanlan

offered some very interesting information per-

taining to bankruptcy. Judge Scanlan told his

listeners to beware of dishonest lawyers, many
of whom were connected with the so-called

"bankruptcy ring." In his talk he pointed out

that there had developed in Chicago a ring of

dishonest lawyers who operated under the guise

of a collection agency, which, as a matter of

fact, was merely a decoy. The lawyers, through

this decoy, would learn that a certain firm was

in need of money and by hook or crook they

would get a list of that firm's creditors and then

offer to act for the creditors as collectors. Fail-

ing in this they would attempt to buy up the

creditors' claims and if successful would then

file a suit for bankruptcy. He also pointed out

that sometimes these crooked lawyers would go

to a firm that was hard pressed for money and

ofTer their assistance and then ask for a state-

ment showing the list of debtors which they

would use in forcing a receivership, which would

be followed by the wrecking of the firm and

thereby cheating the creditors.

Bamett's Music Store Burns

Barnett's Paradise of Music, located at 11240

Soutli iMichigan avenue, the Roseland section

Model 400
$160

Figured Mahogany or Walnut

There's Profits in Pooleys

The reputation of the Fooley Phonograph
as a high-quality product is in line with its

reputation as a profitable selling product.
Dealers who have had experience with the
Pooley Phonograph know that its superior-

ity of figured veneers, its beauty of design,

its solidity of construction and its wonder-
ful tone make its selling franchise more
than worth while.

Ranging in price from $115 to $250—the

line sells steadily because its merit is out-
standing. We have an unusually liberal

sales proposition on this superior phono-
graph. The big selling season is right at

hand. Write to us at once for full details

—

it will pay j'ou well.

COLE & DUNAS MUSIC CO.
430 S. Wabash Ave. Chicago, 111.

Distributor for State of Witcon$in

of Chicago, suffered an $8,000 fire loss recently.

The store is conducted b.v H. Barnett and rep-

resents both the Sonora and Vocalion lines, as

well as the Gulbransen player-piano.

A New Hall Fibre Needle

For several months prior to his death the

late Frederick D. Hall, founder of the Hall

Mfg. Co., worked on and perfected a new style

fibre needle which he felt would be far superior

to his original product. Happily, Mr. Hall was
r ewarded for his efforts shortly before his death.

The improvements which he finally worked out

consisted of a hollow grinding process which
took out the pulp sides of the needle and left

the hard fibre edges which would last longer

and play more records without repointing. Since

the death of Mr. Hall the new management of

the company has been producing samples of

these new needles and sending them toi friends

in the trade for testing purposes and, after many
months of this work, reports coming back to

the Hall management have convinced them that

concave sides have accomplished the seemingly

impossible task of preserving needle and record

to even a greater extent than heretofore. So

convincing have these tests proved that the

management of the Hall Mfg. Co. has decided

to slowly discontinue manufacture of the old

design fibre needle and formally replace it with

the new Hall hollow ground fibre needle.

Wendell Hall on Victor Records

Wendell Hall, known to practically every radio

fan in the country as the "red-headed music

maker," has returned to his post as head broad-

caster at KYW station, Chicago, after a lapse

of several months, during which time he made

a tour of the country and played at many broad-

casting stations. While in the East Mr. Hall

signed up as an exclusive artist with the Victor Co.

and recorded several of his most famous num-

bers, including "It Ain't Gonna Rain No Mo',"

"Underneath the Mellow Moon," "My Carolina

Rose" and several other popular songs which

( Coiiti)ii(cd oil f'agc 122)
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use THE STANDARD NEEDLE OF QUALITY

IS

It's Playing Is Marvelous!

Plays

50

Records

Packed in attractive colored display cartons. Gets all the tones without scratch or squeak—cannot injure the finest record.
Tonofone is not just an experiment but has
stood every test—on the market over seven
years.

Others may imitate—none can duplicate

TONOFONE SEMI-PERMANENT NEEDLES ARE NOW BEING SOLD BY OVER 8,000 DEALERS
If you do not have complete stock on hand, mail your order to the nearest wholesale distributor listed below

Retail Prices:

Box of 12 needles 25c

Box of 4 needles 10c

100 Per Cent Profit to Dealers

Export Representatives:

South Atlantic Export Co.

25 Broad St.

New York City, N. Y.

DISTRIBUTORS:
Atlanta, Ga.—Atlanta Hiawatha Phonograph Co., 702

Austell Bldg.
Boston, Mass.—Kraft, Bates & Spencer, Inc., 80

Kingston St.
Boston, Mass.—The Lansing Sales Co., 170 Harrison

Ave.
Buffalo, N. Y.—Iroquois Sales Corp., 210 Franklin St.
Chicago, 111.—Cole & Dunas Music Co., 430 S. Wabash

Ave.
Chicago, III.—Consolidated Talking Machine Co., 229

W. Washington St.

Chicago, 111—Illinois Musical Supply Co., 630 S.
W'abash Ave.

Davenport. Iowa—Davenport Phonograph & Accessory
Co., 319-321 Brady St.

Davenport. Iowa—A. P. Griggs Piano Co., 121 E.
Second St.

Detroit, Mich.—Consolidated Talking Machine Co.,
2957 Gratiot St.

Iowa City, Iowa—Brenard Mfg. Co.
Los Angeles, Calif.—Walter S. Gray Co., 926 Midway

Place.
Los Angeles, Calif.—Munson-Rayner Corp., 643 S.

Olive St.

Milwaukee, Wis.—Yahr & Lange Drue Co., 207 E
Water St.

Minneapolis. Minn.—Consolidated Talking Machine
Co., 1121 Nicollet Ave.

New York City, N. Y.—Plaza Music Co. 18 W. 20th
St.

New York City, N. Y.—Bristol & Barber, 3 E. 14th
St.

Philadelphia, Pa.—M. D. Swisher, 115 S. Tenth St.
Pittsburgh, Pa.—Shipley-Massinghan Co., 949 Penn-

sylvania Ave.
Portland, Oregon—L. D. Heater, 357 Ankeny St.
St. Paul, Minn.—Northwestern Phonograph Supply

Co., Ryan Bldg.
San Francisco, Calif.—Walter S. Gray Co., 1054 Mis-

sion St.

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

St. Louis. Mo.—Shapleigh Hardware Co.
St. Louis, Mo.—The Artophone Corp., 1213-15 Pine St.

Montreal, Canada—H. A. Bemister, 122 St. Antoine
St.

THE TONOFONE COMPANY
MAKERS

1 1 0 S. Wabash Avenue CHICAGO, ILL.
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This is the new Series Five and
United Phonograph Motor. There is a

fully enclosed, self-lubricated, ball-heoring,
silent-running United Motor for any type
of phonograph built, including portables.

Once in Four—or FiveYears
How often slwiild an ordinary phonograph motor be oiled? Hozu often is it oiled!' You said it!

The user of a phonograph simply can't be expected to remember to oil the motor. For this reason
United Motors are built to require no lubrication—at least for four or five years. That comes as

close to perpetual oiling as is mechanically possible. And it's an exclusive United feature—achieved
by the air-fight cast-iron housing which fully encloses a United mechanism and makes possible the

United automatic continuous wick-oiling system which evenly and adequately lubricates all moving
parts. Every four or five years simply lift the turntable and fill the brass oil cup!

UNITED
PHONOGRAPH MOTORS

STANDARD ON A SWEEPING MAJORITY OF ALL MAKES OF PHONOGRAPHS
Springs Replaced in 2 Minutes!

Instead of at least an hour wasted tak-

ing apart the motor, installing a new
spring and reassembling, with a United

Motor you merely take out old spring

assembly and insert a new one—a two-

miniite job that doesn't even soil the

fingers! And we repair old assemblies

free—charging only for the new springs.

Completely Enclosed

!

The only enclosed motors of international
reputation are the United. Cast-iron
box houses governor, gears, worm and
lower end of shp.ft. Excludes dust, dirt,

shavings, slivers, sawdust, needles, etc.,

forever.

Protects vital parts from damage during
assembling, shipment, demonstration and
use. Insures a permanent alignment.
Removes necessity of "tuning" motor
when installing it.

Other Superiorities!

Spring barrels are held in positive align-

nient by the exclusive United suspen-

sion—cannot work loose. Smooth, easy
functioning of control lever always as-

sured. All plain bearings are perfectly

machined and trued in United Motors.
Ball-bearings take care of end-thrust.

Finally, each motor is mounted, tested

and regulated before shipping—insuring
silence.

Send for our book—"The Heart of the Phonograph"

United Manufacturing and Distributing Company
9705 Cottage Grove Avenue, Chicago, Illinois

The world's largest independent makers of phonograph motors
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he composed a«d has given great publicity

through the air with his own accompaniment on

the ukulele. All of these songs have been mar-

keted by Forster and have proved themselves

to be excellent sellers in all parts of the country.

Piano Club Activities

There is every evidence that the Piano Club

of Chicago is due for one of its most interesting

years. Following the annual election of officers

each year comes the announcement of the tenta-

tive plans of the newly elected officials, telling

what they contemplate doing in order to stimu-

late interest among the members. The recent

election of John McKenna, manager of the Chi-

cago office of the Columbia Phonograph Co.,

whO' was placed in the chair of the president,

was followed by plans which are believed to be

destined to make the club bigger and better

than ever before.

For example, shortly after the election there

followed the club's first dance and musicale,

which turned out to be a very successful affair.

This was succeeded by a big event which hap-

pened at the Coliseum during the Chicago Radio

Show, when the management of that enterprise

turned over 700 admission tickets to one of the

club's members, a representative of The Talking

Machine World, to be given to all members of

the club. The day of this event was on Sunday,

November 25, and was known as Piano Club

Day at the Radio Show, a most successful affair,

due to the fact that large numbers of the club

membership turned out.

So far this year, which, by the way, began

in October, the entertainment at the noonday

meetings has become the talk of the trade, as

the entertainment committee, under the chair-

manship of Ben Wood, of Westphono, Inc.,

has been seeing to it that the best speakers and

artists obtainable are on deck.

One of the recent speakers before the club

was J. Hannibal Clancy, an attorney of Detroit,

who had the following to say regarding the

practice of law in the United States: "A man
with a good lawyer and a poor case wins, while

the man with a good case and poor lawyer

loses and this is the only country in the world

where that can take place. Fully 90 per cent

of American pleadings are the wreckage, waste

and driftwood of the dark ages. They are a

mass of exotic formulas written by the cloistered

monks of the ninth century, by men who were
debating which was the big end of an egg and
how many angels can stand on the end of a

needle."

No More Licenses

Announcement was recently made by Cor-

poration Counsel Busch, of the City of Chicago,

that he has prepared an ordinance repealing

other ordinances which had no justification in

law to license certain businesses. In all there

are said to be twenty-three classes of businesses

in this city which will profit by the new repeal

and will save many companies several hundred
thousands of dollars yearly by virtue of not

having to renew their licenses with the city of

Chicago.

Among the classes of manufactures to benefit

are those of talking machines, pianos and other

musical instruments, publishers' representatives,

retail merchandise stores, dancing schools, ad-

vertising agencies, etc.

Melrose Bros. Move to Loop
Melrose Bros. Music Co., which has, since

its founding, maintained its wholesale and pro-

fessional offices at Sixty-third street and Cottage

Grove avenue in conjunction with a retail music

store, has sent out the announcement that in

the future the wholesale and professional offices

will be located in Room 605 at 119 North Clark

street. However, the retail store will continue

to do business at the old location on the South
Side.

This concern, which has become known as

"The House That Blues Built," has had a very

successful run of business during the past year

A Better Fibre Needle Catter for Less Money

RETAIL PRICE ^\ -22.

The ALTO

Manufactured by

ALTO MFG. CO.
1801-1803 Cornelia Ave., CHICAGO, ILL.

and sales have been enlarged to such an extent

that the move was made, necessary. The "Blues"
numbers published by Melrose have attracted

the attention of orchestras throughout the coun-
try and this is especially true of its numbers,
"Sobbin' Blues" and "Tin Roof Blues," which
have been having such success on practically

all talking machine records and player-piano

rolls.

Purchases Symphony Music Co.

B. H. Milligan, proprietor of Milligan's Music
Shop, Inc., has just purchased the entire busi-

ness of the Symphony Music Co. at 1020 Wilson
avenue. This store has long been a very popu-
lar Columbia retail representative and it is the

intention of Mr. Milligan to continue featuring

this well-known line of talking machines and
records. The purchasing of this store now
gives Mr. Milligan a string of three retail estab-

lishments, the others being at 4643 Sheridan

road and 3232 West Madison street.

Improved Sterling Stylus Bar
The Sterling Devices Mfg. Co. announced last

month several improvements and modifications

pertaining to its product. Now the news is given

out by this company that the old stylus bar

used on its reproducer, which was a two-pieced
soldered affair, has been discontinued and that

in its place a newly designed one-piece bar will

(Continued on page 124)

Style J
Mahogany

KIMBALL PHONOGRAPHS
Are Holiday Favorites

THE buyer who is obliged to leave his purchase of a phonograph until late in the
season usually wants the product of the reliable manufacturer.

Kimball Phonographs are favorites because the name means satisfaction. Compare
the Kimball in construction, in visible beauty or tone and accurate reproduction and
there is none to excel.

The excellence and convenience of the

Upright type of phonograph should not

be overlooked.

In the Kimball of both Console and
Upright types there is variety of design

and Wide range of prices.

Asl^ about Territory and Agency Terms.

W. W. KIMBALL CO.

Kimball Hall

Established 1857

306 So. Wabash Ave.

CHICAGO

Style M
One of several beautiful

console models

Manufacturers of Phonographs, Pianos, Player Pianos,
Pipe Organs; Distributors of OKeh Records

Style G

One of several
beautiful upright models

KIMBALL PHONOGRAPHS PLAY ALL RECORDS
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Oro-Tone No. 4 Automatic
The Most Scientific Edison Equipment Ever Produced

For Playing All Disc Records

SHOWING POSITION FOR PLAYING VICTOR AND
OTHER LATERAL COT R£COKUS

THE Oro-Tone No. 4 Automatic Equipment has proved

itself the sensation of the year. First, in quality of tone

—worthy of being associated with the superb Edison;

Second, in perfection of operation—a simple turn of the hand

and the No. 4 Automatic is ready to play either lateral or

vertical cut records perfectly. Dealers who know the worth

of the Oro-Tone No. 4 Automatic freely say it's a valuable

asset in closing sales for Edison phonographs.

Operates with a raising and lowering

lever the same as the regular Edison

reproducer—all adjustments automatic.

The Oro-Tone No. 4 Automatic for the first time gives the

correct weight or pressure on the record you are playing, the

correct needle center and the correct angle or position of the

reproducer. There are no weights to shift, no adjustments to

make. A simple turn of the hand and the reproducer will

play either lateral or vertical cut records perfectly. It will not

damage the records due to the perfect automatic adjustment

feature and the correct needle center and sensitive operation

when playing.

SHOWS POSITION FOR PLAYING EDISON AND
OTHER VERTICAL CUT RECORDS

Announcing the Oro-Tone No. 5 E
For]|Playing Lateral Cut Records Only

The New Oro-Tone No. 5 E
Edison Attachment

Plays all the lateral cut records—Victor, Colum-

bia, Brunswick, etc., on the Edison Phonograph.

This new scientific attachment is fitted with the

Oro-Tone 100 per cent perfect reproducer and

gives the same high quality of tone and service

as the No. 4 Automatic. It operates with the

raising and lowering the lever, the same as the

Edison reproducer.

PRICES NO. 4 AUTOMATIC
Nickel $7.00

Gold 9.00

Oxidized (Antique Bronze) 9.00

Less Usual Discount to Dealers.

PRICES NO. 5-E ATTACHMENT
Nickel $6.00

Gold 7.50

Oxidized (Antique Bronze) 7.50

Less Usual Discount to Dealers.

Order Your Sample Today on 30 Days
Approval.

1000-1010 George Street,

Showing Convenient Position of Reproducer
When Changing Needle

Ask your Edison jobber for
sample.

Distributed in Canada by R. S.
Williams & Sons Co., Toronto,
Montreal and Winnipeg.

The lOO-^ Perfect, Self

Adjusting Reproducer

You must hear this wonderful
automatic reproducer to appre-
ciate its powerful, rich, liquid
tone. It overcomes improper
pivot point contact. Oil-tem-
pered Spring S. is compressed
by plunger P. when pivot point
screws are seated. This spring
automatically releases or com-
presses as a result of contrac-
tion or expansion of metal due
to heat, cold or other causes.
This automatic adjustment in-

sures vibration freedom of the
stylus bar without binding or
looseness. It is the last word
in scientific reproducer construc-
tion.
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SI

The Motor

<^>
The Hall Mark of Dependability,

Service and Quality

Two Million in Use
and giving satisfaction. A revelation in smoothness and quiet-

ness. Each and every part used in the building of a Krasco
Motor is produced by the Krasco Manufacturing Company.
Krasco is built—not made or assembled.

SIX SIZES

From a double spring motor playing four 10-inch records

to a

Four spring playing ten.

'A Powerful Engine Built

to Stand the Gaff

Krasco Motors Are Interchangeable as to

Mounting—Borings for One Fit All

Simple in design, compact, sturdy, mechanically right. Built

to meet the most exacting demands for long distance playing

on one winding.

May we quote you prices and
send descriptive literature?

KRASCO MFG. COMPANY
451 East Ohio Street CHICAGO

11 FROM CHICAGO HEADQUARTERS
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be used. Although the old bar was satisfactory

in every way, that is to say, from a playing
standpoint, it offered one objection in that when
repair service was necessary special tools had
to be used and it was only a high-class mechanic
who could make these repairs. With the in-

troduction of the new bar, however, all special

tools can now be discarded by repair depart-

ments, as it is said that the new bar offers

repair possibilities which can be accomplished
in a very short while by practically anyone.

Opens New Columbia Shop
Miss Ophelia Clark is the name of the pro-

prietor of a new talking machine shop located

at 4103 South State street, which is practically

in the heart of the colored district of Chicago.

The new shop is exclusively Columbia and it

is understood that since the opening, which
took place about a week or so ago, a large

volume of Columbia goods has been disposed

of at retail, especially popular song and dance

music records.

New G.-D. Sales Manual
Music merchants every where have long known

and admired the educational sales helps which
the Gulbransen-Dickinson Co. constantly offers

for their benefit. Another thing that is known
concerning the sales plans, bulletins and dealer

helps offered by this concern is that they come
not of an overnight thought or dream, but as

a result of months and months of analytical

research. The latest copyrighted sales manual
devotes quite a section to the accompaniment
features of the Gulbransen player. In this sec-

tion will be found an illustration showing how
accompaniments can be handled. For example,

a talking machine is used in the demonstra-

tion. A straight cut player roll of "Traumerei"

is placed on the Gulbransen player and then

a "Traumerei" record is placed on the talk-

ing machine. Then the person at the piano

begins to accompany the talking machine by
following out the suggestions in the sales

manual. The reason of it all is to show the

value of the Gulbransen player as an accompany-
ing or transposing instrument and the ease with

which this is accomplished. Many dealers

handling both talking machines and Gulbransen

players have been working on this plan for many
months at the suggestion of the Gulbransen Co.

and have reported to the company that the

plan when carried out along lines suggested in

the sales manual proves of immense value in

stimulating sales of Gulbransen players, as well

as high-grade talking machines.

Rodeheaver a Busy Man in Japan

Should a Japanese or Chinese, fresh from his

native land, approach you, make a circular

motion with his hand and hum a tune or song

more or less familiar to you, what would you

do? Call him crazy, or classify him with the

American freedom as a "nut" in all likelihood.

Put suppose such a person approached a taxi

driver in Camden, N. J., Richmond, Ind., Chi-

cago or New York what would be the result?

Ten to one it would mean a howl of' derision,

a curt order to move on and "quit botherin'

me.

Such is not the case in Kawasaka, Japan, ac-

cording to Homer Rodeheaver, noted chorister

and leading artist for the Rainbow Record Co.,

218 South Wabash avenue, this city, who is

now touring the Orient making a study of the

needs of the missionaries for musical aid and

the possibilities of using records to supply this

need.

Rodeheaver, in a letter to friends here, tells

of stopping in Kawasaka to visit the Nippono-

phone Co., the great Japanese recording labor-

atory. Unable to make the rickshaw men un-

derstand their destination, Rodeheaver said that

he made the circular motion as of a record being

played and at the same time started to hum
"Brighten the Corner W'here You Are," a hymn

he recently recorded in the Japanese language.

The tune, which is daily becoming better

known in all parts of the Flowery Kingdom,
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coupled with the circular motion, was sufficient,

Rodeheaver writes. Smiles lighted the men's

faces and with nods and gestures they urged

the passengers into their vehicles and soon were

at the plant.

The purpose of the visit was to locate L. E.

Gillingham, who had a narrow escape from dis-

aster in the earthquake. The plant had been

greatly damaged but was under process of re-

construction, Rodeheaver said. The schedule

calls for production of records to be resumed

by the middle of December. The offices and

recording laboratory have been moved to Kobe,
according to Mr. Rodeheaver.

New Headquarters of Broadcaster Corp.

The recent removal of the headquarters of the

Broadcaster Corp. from 312 Union Park Court

to 2414 West Cullerton street, the talking ma-

The increasing use of Fibre Needles

has brought about a greater demand than

ever for LIDSEEN FIBRE NEEDLE
CUTTERS.

The ease with which a Fibre Needle

may be repointed with a LIDSEEN
CUTTER promotes the use and enjoy-

ment of this valuable accessory.

Selling LIDSEEN FIBRE NEEDLE
CUTTERS will not only be highly profit-

able to you, but will greatly increase

your Fibre Needle sales.

Write today for further detjiils and
prices.

LIDSEEN PRODUCTS
830-846 South Central Ave., CHICAGO

M. Rovech

chine trade center in this territory, emphasized

the exceptional progress made by this firm the

past year. In its new home the Broadcaster

Corp. has a manufacturing capacity of 800 ma-

chines a week, together with novelty furniture

of various descriptions. The plant has a floor

space of 112,000 square feet, and when all the

equipment is installed will represent one of the

most up-to-date and complete factories in the

Chicago trade.

One of the most important factors in the suc-

cess of the Broadcaster Corp. is M. Rovech,

president of the company, who is well known
in Chicago business circles. Although a com-

parative newcomer in the phonograph industry,

Mr. Rovech has been engaged in the mercantile

world for many years. He was a successful silk

jobber until he entered the talking machine

trade some three years ago, and although condi-

tions were far below normal at that time he suc-

ceeded in developing a profitable business.

Under his supervision and direction the Broad-

caster Corp.'s activities have increased steadily,

with the result that the company is closing the

most successful vear in its history, with every

indication that 1924 will surpass the very satis-

factory figures for this year.

Milligan's Music Shop Expands
B. H. Milligan, of Milligan's Music Shop,

Inc., recently purchased the Symphony Music

Co. at 1020 Wilson avenue, this city. The Sym-
phony Music Co. has handled the Columbia line

for a number of years, and Mr. Milligan imme-

diately put in a complete stock of Columbia
New Process records and will actively sell the

new Columbia in this neighborhood.

H. D. Finch in New Post

H. D. Finch, formerly of Wichita, Kan., ij

now connected with the Wentzel Music Co ,

30S1 Lincoln avenue, this city. He has had

considerable experience in the retail field, and

his acquisition by the Wentzel Music Co. should

prove mutually profitable. This concern, by the

way, has just moved into attractive new quarters

at the above-mentioned address. The Victrola

( Coiifiiuicd nil page 126)

Vltanola 46

List Price. $175.00
Height, 3514"
Width, 40"
Depth, 24"

The Phonograph of Marvelous Tone

Produced by a manufacturer who has the necessary ex-

perience and vast faciUties to know what you want and
to be able to give it to you.

6i

Tltanola 49

List Price, $125.00
Height, 3414"
Width, seyi"
Depth, 22"

10 Other Standard Models

Consoles and Uprights

Write for Catalogue "F'

The Biggest Dollar for Dollar

Value on the Market"

When in Chicago see full line of samples on display at

738 South Michigan Avenue.

Ground Floor—Phone Wabash 9290

VITANOLA TALKING MACHINE CO.
738 So. Michigan Avenue CHICAGO, ILLINOIS

"It is easier to sell the Vitanola than to compete with it

m
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QKe^ Records
Records of Quality

Latest "hits," including the OKeh Laughing Record No. 4678

Christmas records, set of 3, in albums ; a special set in albums
of "Unfinished Symphony" (Schubert), also Oberon Over-

ture, etc.

W. W. KIMBALL CO., Wholesale Distributors.

306 So. Wabash Ave. Kimball Building CHICAGO

SERVICE
At the Holiday Season and

all-the-y ear-around, the

ready, friendly Kimball

Service is available for the

dealer anywhere who has es-

tablished his connections

here. Let us know your

needs as early as possible.
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department occupies two floors. The first floor

is devoted entirely to the display of the va-

.-ious instruments and the second floor contains

twelve demonstration booths. It is one of the

finest establishments in this city.

A. B. Cornell on Reproducing Equipment

A. B. Cornell, treasurer and sales manager

of the Jewel Phonoparts Co., of this city, is

keenly enthusiastic regarding business condi-

tions at the present time and the outlook for

1924. In a recent chat with The World Mr.

Cornell said: "Our business has been heavier

the past few months than during any corre-

sponding season of previous years and for the

ne.Kt five months we are expecting the largest

sales totals we have ever attained. This is

gratifying in view of the fact that we are

endeavoring to follow the old-fashioned way
of concentrating our activities solely upon qual-

ity in manufacturing our products. While neces-

sarily it costs more to make goods of a high-

grade character, we find that there is always

a certain proportion of the trade who recognize

and appreciate this method of doing business.

"We are surprised that so many manufactur-

ers of phonographs pay close attention to at-

tractive and well-finished cabinets, securing the

most reliable motors obtainable, and hardware

of quality, but when it reaches the point of

selecting the most vital item of the instrument,

namely, the reproducing unit, they decide upon

the use of inferior equipment, in order to save

a little money. Ofttimes the difference of 50

cents or one dollar in the tone arm or repro-

ducer outfit influences them to economize in

this direction, believing that their dealers will

not recognize the difference and therefore will

offer no objection. They are greatly mistaken,

however, for it means a great deal more to the

manufacturers to build up a clientele of pleased

and satisfied customers than to save a few cents

here and there.

"A trade analysis shows that 50 per cent of

the sales of phonographs are made through the

recommendations of satisfied customers using

them in their homes. Strange as it may seem,

manufacturers are the worst offenders in this

respect, as the dealers themselves, being on the

firing line and closer to the public's require-

ments, are more particular about their repro-

ducing equipment. Furthermore, the average

manufacturer does not seem to realize that the

best tone arm and reproducer in the world,

together with the best tone chamber, will not

give maximum quality and quantity of re-

production, unless they are thoroughly balanced

with each other and with the cabinet in which

they are placed.

"We often hear remarks to the effect that

such and such a phonograph has a 'wonderful'

tone, but to my way of thinking this is abso-

lutely wrong, for no phonograph should have

a tone of its own. There is only one basis on

which a comparison can be made, namely, the

best phonograph is the one that reproduces the

{Continued on page 128)

The BROADCASTER CORPORATION

A Bigger Plant

A Greater

Organization

Moder C-3

Specifications:

39 inches wide, 23 inches deep,
35</2 inches high. Gold plated.
Three-spring motor. Plush-vel-
vet turntable. Piano hand-
polished finish. Finished in Ma-
hogany and Walnut. ply

Veneen

Facilitates a larger

and more Superior

Talking Machine
Production at

LOWER PRICES.

Users of either large or small

quantities of talking machines are

urged to write for information re-

garding our line—useful for spe-

cial sale purposes.

Write for price list and specifications

of our other models.

Model No. 3

BROADCASTER
50" High, 20" Wide.
2OV2" Deep. Guaran-
teed two-spring mo-
tor. Figured birch
5-ply. Finished in
mahogany and wal-
nut. French poi-
ished. finish or dull.

A Rare Buy!

Broadcaster Corporation
(Successor to the Linerpbone T. M. Co.)

New Plant

2414 to 2430 W. Callerton St.

CHICAGO, ILL.
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T^HE BLOOD TONE ARM CO. takes

tkis opportunity of tkanking tke Talking

Mackme Trade for its generous patronage during

1923, due to wkick our kusmess kas grown far

keyond our anticipations.

Beginning January 1, 1924, we will introduce

new Blood Improvements tkat will add greatly

to tke value of Blood Products, tkereky insuring

tke Talking Mackme Trade tke Best Tone Arm
oktamakle and at tke popular price we kave

estaklisked.

Because we felt tkat it was not wkolly wortky
of tke Blood Reputation we kave discontinued

the 28 inck size reproducer and skall adkere to

tke 2n mck size, wkick kas proved itself to ke

tke most satisfactory for all disc records.

Altkougk we are working to capacity at present

we are guaranteeing prompt service and immedi-

ate delivery.

BLOOD TONE ARM CO.
326 RIVER STREET CHICAGO, ILL.
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greatest amount of music on the record and is

the nearest approach to the manner in which it

was recorded by the artist. As a matter of

fact, practically all of the music is in the record,

hut many phonographs bring out only a small

proportion of what is actually there. Many of

them scarcely ever reproduce overtones, which,

of course, is an important factor in giving music

the charm which it possesses.

"The day of the ordinary phonograph is

past, and those independent manufacturers

who hope to get their share of the business in

spite of the consistent advertising used by the

standard manufacturers can only do so by fur-

nishing their dealers and the public with the

highest grade quality that is obtainable."

An Unusual Phonograph Department
Probably the most notable feature of the fine

new Brunswick representation recently opened

at 1022 Wilson avenue by the Grosvenor Music

House, Inc., is the spacious and luxurious

lounge on the mezzanine floor. It is one of the

very few real waiting rooms in music establish-

ments in Chicago and is an idea well worth
carrying out by any music establishment which
has the means and space at its disposal. It

promises to be at once a most valuable service

to the patrons of the Grosvenor store and an

excellent advertisement of the establishment.

As Wm. F. Grosvenor said in a chat with The
World, "We want to make our store a rendez-

vous for the people who love convenience and
music who frequent the Wilson avenue shop-

ping district. Here sweethearts can meet sweet-

hearts and wives can meet husbands before din-

ner or theatre engagements. Of course, there

is nothing commercial in all this, but if, while

seated on this balcony lounge from which a

complete view of the store may be had, they

happen to see something which interests them
or hear a talking machine record that excites

their admiration and interest, we naturally will

not place any obstacle in their way should they

wish to follow up the clue."

With handsome rugs, artistic reed furniture

and attractive writing desks, the lounge is, in-

A Very ImportantAnnouncement
to the

Talking Machine Trade

CONCAVED FIBRE NEEDLES
A new principle in manufacturing Hall Fibre Needles. Through constant
research and by hundreds of tests, we have perfected the Principle of Con-
caving (or more plainly, Hollow Grounding) the two pulp sides of our Hall

Fibre Needles with the positive result that we now have what we believe to

be the most perfect styli known, for the reproduction of sound from a Disc

Talking Machine Record.

We claim for our New Improved Hall Concaved Fibre Needle the following

pertinent facts:

First—MORE PERFECT REPRODUCTION.
Second—PLAYS MANY RECORDS WITHOUT RE-

POINTING.
Third—ELIMINATION OF SURFACE NOISES.

Fourth—CANNOT POSSIBLY INJURE RECORDS.
Fifth—IMPROVED TONE QUALITY AND CLEARNESS.
Sixth—CAN BE USED ON ALL MAKES OF DISC REC-

ORDS.
As Distributors and Dealers you owe it to yourself to supply the Talking
Machine User with the most perfect reproducing styli known and obtainable,

and this you have in the HALL CONCAVED FIBRE NEEDLE.
DISTRIBUTORS
We have been manufacturing and supplying you with our Improved Needles
for a number of months, so no doubt your present stock contains our new
product.

DEALERS
Place orders NOW for your Xmas stock with your Distributors.

HALL MANUFACTURING CO.
35 W. Kinzie Street CHICAGO, ILLINOIS

deed, a tempting place for those who wish to

rest or await a companion. No expense or work
has been spared to make this establishment one
of the most convenient in the city, and the

homelike environment should do much to make
this Brunswick house a success.

The fundamental principle underlying Mr.
Grosvenor's sales attack is to enable the pro-

spective customer to picture himself in the en-

joyment of the instrument in which he is being
interested by the salesman. In the attractive

but comparatively simply equipped store for-

merly occupied, Mr. Grosvenor was compelled
to draw the desired picture on the mind of the

customer by verbal means aided, of course, by
demonstration. In the new quarters the instru-

ments have a setting in simulation of the draw-
ing or music room.

New Witmark Manager in Chicago
Announcement has just come from the Chi-

cago office of M. Witmark & Sons that John
Conrad has succeeded Tom J. Quigley, who
recently resigned as manager of this office to

assume the management of the new Chicago
. offices of Hearst Music Publishers, Ltd., Can-
ada. Mr. Conrad is well known throughout
music publishing circles here and formerly

headed the Conrad Music Co. He is the com-
poser of many popular songs and has been
connected with the Chicago office of Witmark
& Sons for many months prior to his appoint-

ment as manager.

New Brunswick and Gulbransen Dealer

Another excellent retail talking machine ac-

count that has taken on the Brunswick line is

the Jefferson Music Shop, Inc., at 4766 Mil-

waukee avenue, which was incorporated and

started doing business on September 1, 1922.

Several months after the opening of this shop
broader steps were taken by the management
and the well-known line of Gulbransen player-

pianos was handled. On December 1 announce-

ment was made by the management of the Jeffer-

son Music Shop, Inc., that the firm had added

to its already excellent representation a full line

of Brunswick talking machines and records and

that plans were under way to increase the size

of the shop by adding additional parlors. At
present the store consists of eight of the most
modern hearing rooms and booths, as well as

up-to-date record counters and racks.

The management and incorporators of the

shop are Hans Schoessling and his nephew,

Lionel C. Lenz. Mr. Schoessling is one of the

best-known men in this territory, having

started over twenty years ago as city salesman

for the Victor department of the Rudolph Wur-
litzer Mfg. Co. He acted in this capacity for

fifteen years and for five years thereafter was
wholesale manager of Wurlitzer's Victor de-

partment, which position he held until he de-

cided to go into business for himself in Septem-

ber of last year.

The Jefferson Music Shop, Inc., is located in

an . ideal business section of Chicago, being in

that section which is known as Chicago's greal

Northwest Side business district, which is prov-

ing to be one of the busiest spots to be found

throughout the outlying districts of the city of

Chicago.

Daniel Miller Co. Chartered

A charter of incorporation to manufacture

and deal in musical instruments was recently

granted to the Daniel Miller Co., 116A South

Adams street. Incorporators are W. C. Leavitt,

L. E. Sutherland and Ben. L. Thurman.

Hearst Opens Executive Offices

On December 3 the Hearst Music Publishers,

Ltd., of Canada, formally opened its new execu-

tive offices for the United States on the fourth

floor of the Garrick Theatre Building, Chicago.

The opening was celebrated by personal visits

of many prominent members of the trade as

well as a large coterie of eminent artists of the

stage, all of whom extended their congratula-

tions to the Hearst Co. because of its rapid

development in the publishing business of

Canada. They also offered their hearty co-
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operation in supporting the Hearst organization

in the United States.

The manager of the new office is none other

than Thos. J. Quigley, one of the best-known

figures in music pubHshing circles of the West,

who a month ago severed his connection as

manager of the M. Witmark & Sons' Chicago

office. Not only is Mr. Quigley manager of

this new office, but he is also manager of the

Hearst, Ltd., throughout the United States.

In his new position Mr. Quigley will be

assisted by C. F. Parrish, sales manager; Billy

Thompson, professional manager, and a profes-

sional stafif consisting of Berwin Schmidt, Billy

Mitchell, Bernice Herwitz and Ellen Converse.

Mr. Quigley was connected witli the Witmark
office here for over twelve years before severing

his connections in order to take up his new
duties with the Hearst Co.

Bent Co. Now Represents Brunswick
In these columns last month there appeared

a storv to the effect that Georoe P. Bent, who

founded llic old George P. Bent I'iaiio Co., had,

after several years' retirement, returned to tiie

trade as a co-partner with his son, Charles, in

conducting the Bent Music Shop at 214 South

VVabasii avenue.

In coming back into the trade Mr. Bent saw
fit to purchase the interests of his son's former

co-partners, R. R. Corcoran and H. J. Mac-
Farland. This purchasing of interests brought

about the complete reorganization of the Bent

Music Shop and made Mr. Bent and his son,

Charles, sole owners of this business. At the

time of Mr. Bent's purchase the company was
capitalized for $50,000, but since then this cap-

italization has been raised to $100,000.

With the reorganization of the company,
which was formerly exclusively Victor, the Bent

people have made arrangements with the Bruns-

wick Co. for the taking on of a retail Bruns-

wick representation in their store.

The consummation of this deal between the

Cent Music Shop and the Brunswick Co. now

gives the latter institution one of the finest re-

tail representations in the Loop section, a store

which is one of the most widely known in

the city.

From a historical standpoint George P. Bent

is perhaps one of the leading figures in music

circles in the West. In the year 1881 he

founded the George P. Bent Piano Co. and

became the manufacturer of the famous Crown
piano, which, due to its many mechanical fea-

tures and extraordinary advertising, soon be-

came one of the most popular pianos on the

market.

Perhaps the most unusual piece of advertis-

ing was a post card affair which Mr. Bent

sent out years ago and which because of the

phoneticity of its wording became one of the

most popular phrases in the music industry. It

was nothing more than a little post card carry-

ing the phrase "A Cent Sent Bent Is a Cent

Well Spent." The other text matter on the post

(Continued on page 130)

Oro-Tone Automatic No. 16
Start the New Year With This Marvelous Tone-Arm

ADVANTAGES
1 There are no weights to

shift—no adjustments to

make.

2 The Automatic No. 1 6 auto-

matically gives correct
weight on record.

3 The Automatic No. 1 6 auto-

matically centers needle on

record.

4 The Automatic No. 1 6 auto-

matically permits correct re-

producer position.

This is an age of rapid progress. Your business next year will be what you make it.

Make selling easier for your dealers, and keep their interest in your line at high pitch,

by supplying this new and better tone-arm and reproducer on your phonographs.

The new No. 1 6 Automatic will

give your phonographs increased

prestige with the trade and greater

popularity with phonograph buyers.

Its attractive appearance, perfect,

automatic operation and powerful,

rich tone grips the attention of

dealers and customers alike, and

stirs desire for possession.

A simple turn of the

hand and the ORO-
TONE AUTOMATIC
.No. 1 6 is ready to

play either lateral or
vertical records per-
fectly.

SAMPLE SENT ON
30 DAYS' APPROVAL

Position for Hill and Dale Records

Note dotted line showing how reproducer takes correct

angle and perfect needle center when turned to play

vertical-cut records.

The lOO'^f Perfect Reproducer

The New Oro-Tone Automatic

You must hear this wonderful auto-

matic reproducer to appreciate its

powerful, rich, liquid tone. It over-

comes improper pivot point contact.

Oil tempered spring S is compressed
by plunger P when pivot point screws
are seated. This spring automatically
releases or compresses as a result of

contraction or expansion of metal due

Manufactured in Canada by W. H. Banfield & ^° l^ea*. cold or other causes. This
Sons, under the trade name ORO-TONE-BAN- automatic adjustment insures vibration
FIELD, freedom of the stylus bar without bind-

Australian distributors: The United Distributors ""i
looseness. It is the last word in

Co., Melbourne and Sydney. scientific reproducer construction.

1000-1010 George Street, Chicago, Illinois
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card was a request to place a 1-ceiit stamp on
it, mailing it back to the company, and the

sales force would then do the rest.

All through his career in the music business

Mr. Bent kept pounding the trade with un-

usual advertising literature such as quoted
above. A few years ago he decided to retire

from business and he, therefore, sold out

his interests and took up residence in Los
Angeles, Cal. His sons, Charles and Harry,

however, remained in Chicago and interested

themselves in various retail enterprises here,

particularly as dealers in Victrolas and Victor

records.

The management of the Bent Music Shop
will be supervised mainly by his son, Charles M.
Bent, and although Mr. Bent intends to con-

tinue his residence in California he will from
time to time visit Chicago and assist in the

management.
With the taking on of the Brunswick line it

is believed that Mr. Bent will employ many of

his sales suggestions and advertising methods
in order to make the Victor-Brunswick shop
continue to rank among the best retail organ-

izations in this city.

Gulbransen Force Active Bowlers
At a recent weekly play of the Gulbransen

Registry Piano Bowling League held at the

Madison-Kedzie Arcade, the key-fitters, action-

finishers and the foremen won three games, the

finishers won two and lost one, the stringers

won one and lost two and the office, tuners

and regulators lost three. The standing of the

teams to date is as follows: key-fitters, won
twenty-four and lost nine; finishers, won twent}'-

one and lost twelve; action-finishers, won
twenty-one and lost twehV; stringers, won fif-

teen and lost eighteen; foremen, won fourteen

and lost nineteen; office, \ton thirteen and lost

twenty; tuners, won twelve and lost twenty-one;

regulators, won twelve and lost twentj'-one.

' Sales Stimulation

Recently several big department stores in this

section have been offering bargains in com-
meicial low-priced talking machines. It also

liappens that many of these concerns handle

nationally known makes of instruments in con-

junction witli these commercial ones and natu-

rally many in the trade here began to wonder
iust what effect the sales of these would have

on the national instrument sales, particularly

in the houses doing the advertising.

In commenting upon this situation, S. L. Zax,

To the Trade

:

We Cordially Extend

Cfjristmas! (greetings!
anb

iBest W\%\^t% for tfje

i^eto gear

Sterling Devices Manufacturing Co.
412 Orleans Street CHICAGO, ILL.

Manufacturers, Dealers: Watch for our January Announcement
of our new line of Sterling Tone Arms and Reproducers

sales manager of the Broadcaster Corp., has the

following to say;

"The advertising appeal in these cases when
analyzed simply means that the advertisers are

merchandisers who cannot afford to wait for a

family event or a holiday in order to bring

buyers into their stores. Neither can these

men who handle talking machines in this man-
ner confine their activities to seasons. They are

preaching that 'To-day—and not at any other

time but to-day—you can provide yourself with

a talking machine which you need and want,

and at a very special price, and we, as reputable

merchants, guarantee the instrument.'

"In other words, they are appealing to the bar-

gain instincts of the public mind. Naturally

there is a reaction on the part of the public

as can be seen by anyone observing the crow'ds

of people that attend these sales. The question

then comes up as to what good it does the mer-

IN BEAUTIFUL XMAS BOXES
FOR HOLIDAY GIFTS

THE GEER REPEATER
Finished in genuine gold plating at the same price, $1.50, in beautiful holly and poinset-

tia boxes for Christmas Gifts. Send us your orders early for prompt shipments.

Walbert Manufacturing Company
925-41 Wrightwood Avenue Chicago, 111.

chandiser to handle nationally known brands of

instruments if he merely advertises and gets the

buying public to purchase a commercial instru-

ment ?

"The answer is that he creates a desire in the

mind of the public to own a talking machine
and, as has been said before, he makes his sales

then and there and does not await the coming
of any event or season.

"What really happens at these sales? From
close observation I have noticed that not only
is a large number of these instruments disposed

of, but great numbers of people whose original

intent was to purchase the cheaper machine
came, looked and heard and finally ended their

visit by being induced by the sales person to

purchase the nationally known make, and at a

standard price and without cutting.

"The reputation of these retailers and their

extensive advertising methods put to rest any
doubts in the minds of the buyers concerning
the reliability of the instrument advertised at

ludicrously low prices. The values are so ob-

vious that the sales always prove successful.

As a result of this many merchants are finally

convinced that the so-called commercial instru-

ment serves a distinct purpose, namely, that

of a real sales stimulator."

Increase National Advertising Campaign
For the first of the year the United States

Music Co. announced an elaborate advertising-

campaign of general character using magazines
of national circulation. Now this company makes
another announcement that in addition to Sat-

urday Evening Post and Red Book, it will add

several other national mediums to its adver-

tising list during 1924.

In its national campaign of publicity the

United States Music Co. had in mind the double

idea of making both player-pianos and music

rolls more popular through bringing their pos-

sibilities strongly before the music buying pub-

lic and the advertising was therefore so de-

signed as to bring business direct to the dealer.

For example, the advertisements of the com-
pany have so far not been devoted exclusively

to music rolls, but each piece of copy called

particular attention to the player-piano and

what it can accomplish under various conditions,

both as an entertainer and instructor.

Dealers who have made a study of the copy

prepared for__the company's campaign have ex-

{Continued on page 132)
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Announcement!

style 10

n
Style 1

Size: 40 inches High, 17 inches
Wide, ISyz inches Deep. Finish:
Mahogany or Oak. Panels 3-ply

Gum. United 2-Spring Motor.

Since October I st our factory has been sold

up for the balance of the year.

Our dealers appreciate the quality of our

goods as well as our service and have co-

operated with us to their fullest extent by

anticipating their requirements in advance.

Now is an opportune time to do likewise.

We are booking orders for I 924 delivery

only.

Console models Nos. 20, 30, and 40 are con-

structed of genuine 5 ply mahogany panels.

Console model No. 1 0, constructed of gum
panels.

Size of all console models 35 inches wide, 33

inches high and 21 inches deep.

Style 20

Style 2

Size: 46 inches High, 21 inches
Wide, 23 inches Deep. Finish:
Mahogany or Oak. Panels 3-ply

Gum. United 2-Spring Motor.

1924

Style 30

Style 4

Size: 48 inches High, 21 inches
Wide, 23 inches Deep. Finish:
Mahogany, Oak or Walnut.
Panels S-ply. United 2-Spring

Motor.

Hag mh

^roHtJPrtty

Style 40

EXCEL PHONOGRAPH MFG. CO.
400-412 West Erie Street

CHICAGO, ILL.
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pressed enthusiasm regarding its possibilities

and are at present convinced that the effect ot

this advertising has brought about increased

sales of player rolls and pianos. In all prob-

ability it is expected that the U. S. Co. may
devote some of its advertising in the near future

to the idea of making not only player-pianos

and music rolls popular, but talking machines

as well, by bringing out copy that will educate

the buying public to the possibilities of music

rolls as accompaniments to talking machine

records.

DeForest Dealers Meet

One of the big events during Radio Show
week in Chicago was the first get-together meet-

ing of DeForest dealers. This meeting was

held at the Union League Club in Chicago on

the evening of November 22, when a dinner was

given under the auspices of the Electric Appli-

ance Co., local distributor of DeForest. All

told there were over 100 dealers present and

the speakers of the evening included Dr. Lee

Great Gathering of DeForest Dealers at Banquet
DeForest, founder of the DeForest Radio Tel.

& Tel. Co.; "Bill" Priess, chief engineer of

DeForest, and H. H. Roemer, general sales

manager of the company.

The formal introduction of Dr. DeForest and
Mr. Priess was made by C. A. Rice, manager
of the radio department of the Electric Ap-
pliance Co., which was followed by a talk on

the possibilities and sales principles applied to

radio by Mr. Roemer. Dr. DeForest's talk con-

sisted of the technicalities of radio and brief

historical data pertaining to radio.

Shortly after the meeting the entire body left

for the Coliseum, where Professor DeForest

gave a talk to the visitors of the show on the

history of radio, particularly the historical data

pertaining to his early career and experiments

which led to the development of the audion tube

which made possible long-distance wireless re-

ception.

Start Drive on Brunswick "Royal"

The Brunswick Co., in co-operation with its

many retail dealers, has just launched what is

believed to be the biggest drive on a special

type talking machine that has ever been launched

in this country. It is especially centered on the

Brunswick "Royal" model, which retails at $115,

and in preparing for this drive the advertising

department of Brunswick has issued some in-

teresting pieces of literature pertaining to the

Royal model. One piece in particular is de-

voted to an illustration which shows a wood-
worker at his bench finishing a Royal model,

and, owing to its background, a strip of solid

vermilion, is very striking in that it immediately

arrests the eye and causes the observer to read

the few well-
chosen words of

text matter imme-
diately underneath.

Other literature

is a four-page
folder especially

prepared for the

dealer which con-

tains a number of

interesting sales
help suggestions.

On the inside page

of this folder is

shown the Royal

model in color with

numbered arrow
indicators directing

the eye to its numerous exclusive features.

Another bit of Royal publicity consists of

four special newspaper advertisements prepared

by the Brunswick advertising department. In

size they vary from 200 to 800 lines. Proofs

of these are sent the retailer and the electro-

types or mats may be had on application. The
text matter is written strictly along retail lines

and when appearing in local papers should prove

excellent publicity for the retailer running the

advertisefnent.

Important Krasco Moves
The Krasco assembly unit, consisting of a

Krasco motor, tone arm, reproducer, automatic

Repair Parts
For AH and Every Motor

That Was Ever Manufactured

We can supply any part. The largest and most

complete assortment of repair parts—in the

United States—on hand, for old, obsolete and

present-day motors. If your order cannot be

filled from stock, we will make it up special.

Special prices on main springs, governor

springs, micas, repair parts, motors, tone arms,

steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs
motors.

INCORPORATED UNDER THS
LAWS OF ILLINOIS

'^-T KniQ MacJiincs.Disc Secozxls,
TalfrindMachmg Supplies, Etc

TRADE MARK
Standard Talking IHachtnm Co,
t'lUtd Talking Machina Co,
Harmony Taliing Mafhilig C&
O-Ncat-JamoM Co.

AMinaCo. 227-229 W. WASHINGTON ST. CHICAGO ILL.
Kranches: 2957 Gratiot Ave.. Detroit. Mich. 1121 Nicollet Ave.. Minneaoolis. Minn.

RAINBOW RECORDS
have a regular, steady de-

mand which produces
regular, steady profits.

Good territory open for

distributors.

THE RODEHEAVER COMPANY
Record Dept. No. 100

218 Wabash Ave.
Chicago

814 Walnut Street

Philadelphia

Stop and repeating device, all mounted as one

unit and marketed by the Krasco Mfg. Co., has

been withdrawn from open market and will in

the future be confined exclusively as equipment

for the Encore talking machine.

The above announcement was recently made
by the Krasco Co., which further stated that

the Encore talking machine is a newcomer,
marketed by the Encore Talking Machine Co.,

and has contracted to take the entire output

of the Krasco unit.

The Encore Talking Machine Co., it is un-

derstood, will soon be under production and
will market a large line of both upright and
console talking machines, as well as art models.

Other changes in the Krasco organization

have been the addition of Paul Brooks and
Thos. H. Devereaux to the sales force. Both of

these gentlemen will call on the trade through-

out the Central West and Chicago territories.

Merwin Ashley, vice-president of Krasco,

says that for several months there has been

increased demand for Krasco motors and for

a time he was led to believe that this demand
was by manufacturers who were only preparing

for holiday business, but, as a matter of fact,

the demand has been keeping up and he is now
led to believe that the talking machine manu-
facturers have orders booked up for several

months to come, in addition to holiday business.

Tonofone Closes Splendid Business

The Tonofone Co., of this city, manufacturer

of the Tonofone needle, has been closing a

splendid business and Miss F. E. Powell, secre-

tary and treasurer of the company, is delighted

with the fact that this popular semi-permanent

needle is now being handled by over 8,000 deal-

ers. In addition the Tonofone needle is being

distributed by some of the most prominent job-

bing concerns in the leading trade centers and

Miss Powell is making plans whereby the Tono-

fone product will be the feature of an aggressive

sales campaign during 1924.

Hartman Co. Leases Big Building

The Hartman Furniture & Carpet Co., one

of Chicago's largest retail furniture houses, has

just signed a lease for the taking over of an

entire twelve-story building, the erection of

which will begin on May 1, 1924. This concern

represents Sonora phonographs exclusively in

its big retail establishment at 226 South Wabash
avenue, as well as in its several branches

throughout the city. The new building will be

erected on the site of the present Palmer House,

one of Chicago's most famous landmarks, and

will be ready for occupancy about April, 1925.

According to Martin L. Straus, vice-president

of the company, the new building will be the

most elaborate retail furniture concern in the

world. More than one hundred rooms will be

devoted to the display of home furnishings and
quite a few of these will be used to display

Sonora talking machines.

Melody Music Shop Opens
A recent addition to the Columbia family is

the Melody Music Shop, 4103 South State street.

Miss Ophelia Clark is the proprietor and the

store will specialize in negro records.
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The NEW
Columbia

is superior

Hearing
is believing

There is no lattice work or fabric to

muffle the tone of the New Columbia,

The tone control leaves, built on the pipe

organ principle, are an exclusive Columbia

feature. They allow the music to issue forth

without interruption by fabrics or gratings.

COLUMBIA PHONOGRAPH COMPANY
New York

Chicago Radio Sliow an Outstanding Success

Wealth of Exhibits by Pioneers and Newcomers Into the Industry Shows Phenomenal Develop-

ment of Radio—Large Attendance of Young and Old, Both Sexes—Leaders Display Varied Lines

Chicago, III., December 6.—The Chicago Radio

Show, which held forth at the Coliseum from

November 20 to 25 inclusive, gave every evi-

dence of proving conclusively that radio has

passed far beyond the fad stage and has at

last begun to be looked upon and accepted as

an essential in so far as home entertainment

is concerned. This conclusion is inevitable after

a careful analysis of the tremendous crowds

which gathered at the Coliseum during the

show, and comparing these with the small num-
ber of onlookers who attended last year's event.

In making a comparison between the attend-

ance of this year and of last year we find that

in 1922 the bulk of onlookers consisted of

school-boys, whereas this year's attendance con-

sisted of 80 per cent adults, and it is estimated

that 50 per cent of these were women.
It is said that the attendance, paid and gratis,

ran well over the 100,000 mark, and that the

free attendance consisted of retail dealers. Paid

admissions approximated 18,000 nightly.

Not only were there complete sets, parts and

accessories of everything in radio shown at the

exhibitions, but further interest was injected

into the event by the presence of such famous

radio men as Dr. Lee DeForest, of the DeForest

Radio Tel. & Tel. Co., New York, inventor of

the audion tube; Bowden Washington, of Cut-

ting Washington Radio Corp., Minneapolis,

Minn., inventor of much naval equipment dur-

ing the war; E. F. Llewelling, of the Buell Mfg.

Co., Chicago (inventor of the famous Llewelling

circuit) and others.

It goes without saying that most of the inter-

est shown by the attending visitors was directed

towards completed receiving sets, but those ex-

hibitors who displayed parts came in for a

goodly share of this interest. The women in

particular devoted their attention to complete

instruments and especially to receiving sets

which eliminate the necessity for outdoor wiring

and acid batteries.

Regarding loud speaking units it was easily

seen that manufacturers of these items have

been doing a remarkable work. During the

show of 1922 there were quite a number of

manufacturers of loud speaking units whose
sole aim was the production of instruments

which offered nothing but volume and very lit-

tle tone quality. On the other hand, in com-
paring these units with those shown this year

we find that many of them have banished the

idea of volume and are introducing loud speak-

ers which offer more tonal refinement.

In this show there were many exhibitors, in-

cluding pioneers in the industry as well as new-
comers. Among the pioneers and leaders in the

trade we found the following:

The DeForest Radio Tel. & Tel. Co., with

H. H. Roemer, general sales manager, in charge,

assisted by L. J. Collopy, W. R. Dunn and

M. Staley, as well as a number of salesmen

from DeForest's local representative, the Elec-

tric Appliance Co. The sets shown at this ex-

hibit were DeForest models D 10 and D 7-A.

Due to the fact that on Wednesday evening

the big event of the show was Dr. Lee DeForest,

who personally gave a talk to show visitors,

the DeForest exhibit proved quite popular.

The Cutting Washington Radio Corp., of

Minneapolis, maintained an exhibit under the

direction of Herbert A. Brennan, sales man-
ager, whose presence attracted many of his old

friends in the talking machine trade. Bowden
Washington, an official of this concern, was also

one of the prominent speakers at the show, and

he gave out many interesting ideas concerning

naval radio equipment, the designing of which

brought him recognition during the war. It

was also announced in this booth that the new
Cutting Washington hook-up, which involves a

new principle, termed cascade regeneration, will

shortly be announced.

Some of the most elaborate sets shown
throughout the entire show were exhibited by

the Colin B. Kennedy Co., of St. Louis. This

exhibit consisted of several beautiful models of

Jacobean consoles and Spanish desks. The ex-

hibit was looked after by the vice-president and
treasurer of the company, H. G. Rathbun, as-

sisted by B. R. Hassler. Besides the art models
there were also on display types 110, 220, 281,

311 and 552 and models V and F.

A combined exhibit was utilized by the Cros-

ley Mfg. Co., of Cincinnati, and the Precision

Equipment Co., of that city. Powell Crosley,

Jr., is president of both concerns and also con-

ducts the WWL broadcasting station at Cin-

cinnati, Ohio, which is owned by him. The
sets and parts being manufactured by these

concerns are in such demand that Mr. Crosley

has earned for himself the sobriquet of "The
Ford of Radio," due to the fact that the Crosley

Co. is said to be turning out over 1,000 sets

each working day.

The Federal Tel. & Tel. Co. exhibit, a com-
bination of talking machines and radio sets, held

the attention of large numbers of visitors, par-

ticularly women. This combination consisted

of a Victor console which embodied the famous
"Federal" receiving unit. This exhibit proved'

particularly interesting to talking machine deal-

ers. The exhibit was in charge of Milo A.

Guerney, district manager, who maintains head-

quarters at Chicago.

The Bristol Co., of Waterbury, Conn., ex-

hibited its Audiphone Jr. and Audiphone Sr.

loud speakers. This exhibit was supervised by
H. G. Hall, district manager; C. P. Oerlebeck
and G. H. Ferguson.

The United Mfg. & Distributing Co. exhibited

its full line of condensers and radio frequency

amplified units. Little souvenirs in the shape

of paper monoplanes, carrying United adver-

tisements, were constantly shooting over the

heads of the visitors. These were shot out from
the balconies by the "United" employes.
The Univernier knob was on display at the

Walbert Mfg. Co.'s booth. This little device
is used in many places on a set where there is a

knob demanding fine vernier adjustment. It is

easily installed by just removing the ordinary
knob and slipping the Univernier in its place,

which in turn offers a twelve to one ratio in

tuning in condensers, variometers, etc.

Among the other exhibitors were:
A. H. Grebe & Co., New York, N. Y.; Chi-

cago Radio Laboratories, Chicago, 111.; Lytton
Radio Corp., Chicago, 111; F. A. D'Andrea, New
York, N. Y.; Atwater Kent Mfg. Co., Phila-

delphia, Pa.; Automatic Electrical Devices Co.,

Cincinnati, O.; Multiple Electric Products Co.,

Newark, N. J.; H. G. Saal Co., Chicago, 111.;

Adams-Morgan Co., Upper Montclair, N. J.;

Garod Corp., Newark, N. J.; Kellogg Switch-
board & Supply Co., Chicago, 111.; Moon Radio
Corp., Long Island City, N. Y.; Radio Stores

Corp., New York, N. Y.

The Ellis Reproducer

Stands Supreme

The Ellis Reproducer is recognized

by the critical musician and the

music lover as the most perfect

sound box made. Adaptable to all

tone arms. Dealers and manufac-

turers proposition submitted upon
request.

Manufactured by

Arthur Brand & Co.
1618 Vine St. Cincinnati, O.

Distributors of Talking Machine
Repair Parts and Supplies
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AROUND BUFFALO
Siiortage of Instruments Only Drazvback in Unprecedented Holi-

day Business—J II Lines Selling—Month's Neves and Activities

Buffalo, N. Y., December 8.—November and

early December showed a great increase in

business over the same period of last year, ac-

cording to talking machine dealers and jobbers

in all sections of Buffalo. The middle of No-
vember brought with it cooler weather, which
stimulated sales in instruments and records, and
the volume of sales has been on an upward
trend since then. Holiday orders are big, job-

bers in all lines report. The greatest difficulty

is not in getting the orders, but in getting the

supplies to fill these orders, the shortage of in-

struments in the most-wanted styles having

reached an acute stage. Record demands also

are vastly greater than they were at this time

last year. The new weekly release of VictO!

records has stimulated sales and the double-

face Red Seals have been in great demand. Ap-
pearance of a number of Victor artists, includ-

ing John McCormack and Rachmaninoff, has

greatly increased the volume of sales in Red
Seal records. The Buffalo release of Armbrus-
ter's dance records for the Okeh "has been taken

very favorably here.

Shortage of Victor Models
O. L. Neal, of the Buffalo Talking Machine

Co., has returned from a visit to the Victor

plant in Camden, N. J., with brighter hopes of

being able to meet the demand for instruments

this Winter. "Business is very good," ^Mr. Neal

said, ''but merchandise is scarce. Demands con-

tinue good and the holiday trade is e.xceptional,

but we have not been able to satisfy all re-

quests for the most popular models, especiall>

instruments priced around $200. We have only

a small percentage of what we need. Sales for

the handsome Victor art model 405 have been

very, very good indeed."

Forest Cheney a Local Visitor

Forest Cheney, of the Cheney Talking Ma-
chine Co., recently visited local dealers and was
guest while here of William Stagg, Cheney dis-

tributor for western New York. While in Buf-

falo Mr. Cheney addressed the sales force of

the Kurtzmann Piano Co. on "Conscientious

Salesmanship." Managers of all Kurtzmann
stores in western New York were present.

William R. Stagg, local distributor of the

Cheney machine, has redecorated the display

rooms. Heavy plush old rose draperies and

window hangings, with rugs, lamps and other

furnishings in contrasting colors, carry out the

ivory and rose color scheme. Mr. Stagg re-

ports a number of new accounts recently

opened in this district, among which are C. May
& Son, Goellners', Sticht Furniture Co., Wil-

liam Spaulding, of Sycamore, N. Y., and Hen-
derson Co., of Utica and Albany.

Increase in Strand and Okeh Demand
"November showed quite an increase over the

same month of 1922," according to F. C. Clare,

of the Iroquois Sales Corp., Strand and Okeh
tecord jobber. "Records, instruments and ac-

cessories all show an increase in sales." M. O.

Giles, of the General Phonograph Co. in New
'!i"ork, was a recent visitor to the local distribut-

ing offices.

Freedman & Rosenberg Open New Store

An important event in the local trade the past

month was the auspicious opening of the Colum-

bia Music Shop by Freedman & Rosenberg in

one of the best locations in the city. The open-

ing date was advertised in all local newspapers
and was also announced through the medium of

handbills, special invitations by mail and per-

sonal and phone invitations. Two o. chest, as

furnished concerts during the day and souvenirs

were given to all patrons. Two of the city's

finest were in attendance to regulate the crowd,

as, by actual count, over seven thousand persons

visited the store. Many sales were made on the

opening day.

Curtis N. Andrews Rushed
The prediction of E. C. Seigesmund, sales

manager of Curtis N. Andrews, Victor distribu-

tor for this territory, that all indications

pointed to a big holiday business is coming to

pass. The company is having a hard time of it

to meet the demands of its dealers for a suffi-

cient quantity of instruments to take care of

the increasing number of customers who are

contemplating the purchase of a talking ma-
chine as a Christmas gift. A corresponding in-

crease in the demand for Victor records is also

noticed, the natural holiday gain being aug-

mented by the new system of w-eekly releases

and the new Red Seal records. Mr. Seigesmund

is optimistic concerning the outlook for greatly

increased business during the new year.

Bieda Bros. Enlarging

Bieda Bros., well-known local Columbia deal-

ers, have let contracts for a new building which

they contemplate erecting in the near future.

Floor plans of the structure call for a greatly

enlarged phonograph department and twelve

record hearing rooms will be installed. The
record department of this concern is one of the

most complete of any in the United States.

The complete catalog of seven foreign languages

and the American series records are carried.

Brunswick Dealers' Association Elects

The Brunswick Dealers' Association of West-

ern New York held its annual election of offi-

cers, following a noon luncheon in Candy's.

M. Turchin was re-elected president and Mrs.

{Continued on page 136)

Andrews' Service Helped
Victor Dealers to realize on the great possibilities of
Victor business during the year just coming to a
close.

We appreciate their confidence and are prepared to
do our full share in making 1924 an even bigger and
better Victor year.

To Victor dealers we extend our sincere wishes
for a HOLIDAY SEASON full of happiness
and joy.

CURTIS N. ANDREWS
BUFFALO, N. Y.
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1923-1924

In extending to Victor dealers our

sincere wishes for a joyous holiday

season, and a New Year full of

accomplishment, we take occasion

to express our appreciation of the

support given us by the retail trade

during the year just closing and to

pledge ourselves to devote our exten-

sive facilities, in full, to the develop-

ment of a bigger and better Victor

business in 1924.

Yours For Co-Operation

BUFFALO
TALKING MACHINE CO.

Buffalo, N. Y.
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BUFFALO HOLIDAY TRADE BOOMING
(Continued from, page 134)

Helen Hammond retains her position as secre-

tary. Dealers from this part of the State were

present, declaring it has been one of the best

years in their history. There was no fear of a

.slump in 1924 expressed by any of the Bruns-

wick dealers.

J. H. Powers, of Chicago, in charge at pres-

ent of the local Brunswick distributing branch,

said this has been the best year in the history

of the Brunswick Co. Mr. Powers was enthu-

siastic in his expressions of optimism when
asked what he thought of the outlook for 1924.

"If the factories will keep us supplied with in-

struments there is not the slightest doubt but

that the coming year will far exceed our bal-

ances this year, which has been the greatest

year for the Brunswick talking machine in its

history. There is only one possibility for this

to fall short, and that is the shortage of the

most popular models," he said. "Our greatest

demand has been for the console model, sell-

ing for around $150 and $200. The demand has

been much greater than the output." Mr.

Powers said the record demand has also been

good. Appearance of Bennie Krueger and His

Syncopating Orchestra has greatly stimulated

sales of his records. He recently gave a con-

cert dance in Medina, N. Y. Previously he ap-

peared in Lockport and Niagara Falls.

Edison. Holds Its Own
C. J. Hereth reports a brisk Edison business.

"The New Edison has been holding its own,"

Mr. Hereth said, "and I have enjoyed a fine

season. I expect a big holiday trade and have

already received a great number of orders for

Edisons." Mr. Hereth has erected a new elec-

tric sign in front of his store, featuring the

Edison Re-creation tone-tests.

Seeber & Hofheins Complete Alterations

Seeber & Hofheins, exclusive Columbia deal-

ers, have completed alterations to their main
store, located in the heart of -Buffalo, and the

phonograph department has been completely

rearranged. An elaborate window display, fea-

turing the new Columbia phonographs and New
Process records, is causing much favorable

comment.
The Central Park branch store of Seeber &

Hofheins, located in the best residential section

of the city, reports increased sales of New
Process records. Sales at this store show a

remarkable increase over the corresponding

months of last year. Shipments of new Colum-
bias have arrived and are now on display.

Ad Drive Helps Victor Business

"Victrola business this month has been

greater than I expected with the kind of weather

we have been having," said A, W. Fleishman,

manager of the Victor department of the Wm.
Hengerer Co. An advertising campaign early

in the holiday season greatly helped the Victor

department.

Planning Drive on Columbia's

The Household Outfitting Co., Columbia

dealer, is awaiting a large shipment of Colum-
bia phonographs. Extensive advertising plans

are completed to exploit the new instruments.

Columbia sales representative, M. H. Batz, held

a conference of the sales force of the House-

hold Outfitting Co., at which time the new
motor was explained in detail, the future policy

of the new Columbia Phonograph Co. was gone
over and plans laid for a large volume of holi-

day trade for this progressive store.

Celebrates First Anniversary

The first anniversary of the opening of the

J. Dombrowski Music Store, exclusive Columbia

dealer, this city, was celebrated recently. This

store has had a meteoric rise in the musical

business and is deserving of all praise. A full

line of the new Columbia phonographs and

records are en route for the anniversary date.

The new Columbia motor will be on exhibition

and M. H. Batz, Columbia sales representative,

will explain the features to the expected crowds.

A year ago, when the store opened, over 8,000

persons passed through and plans are being

made this year to handle 12,000, as it is antici-

pated that the crowd will be that large. Or-

chestra concerts, souvenirs and other good

things are in store for the patrons.

Columbia Display at Better Homes Exhibit

The Columbia Phonograph Co. displayed all

types of the new Columbias and New Process

records at the Better Homes Exhibit at the

Broadway Auditorium, this city, in November.
Many music merchants visited the exhibit.

Houck Brunswick Shop Opens
The Houck Brunswick Shop was formally

opened to-day. Mr. Houck is a veteran of the

trade. A few years ago he entered the auto-

mobile business with E. C. Emons, but said he

could not desert his first love and, consequently,

re-entered the old field, handling the Brunswick
exclusively at 3165 Bailey avenue.

W. H. Daniels Elected to Bank Board
William H. Daniels, of Denton, Cottier &

Daniels, was recently unanimously elected a

member of the board of trustees of the Erie

County Bank & Savings Co. Mr. Daniels has

been prominent in banking circles for years.

Jay Smith, formerly of Akron, N. Y., has pur-

chased the Bartlett Building in Warsaw, N. Y.,

where he is planning to open a music store.

Arthur Victor, president of the Victor Co.,

furniture dealer, with a large department de-

voted to Victrolas has been chosen chairman
of the Jewish Relief Commission in Buffalo.

V. W. Moody, of Silas E. Pearsall Co., New
York, and formerly with the Buffalo Talking

Machine Co., was a recent trade visitor. He
was accompanied by Mrs. Moody.

A. E. Webb has purchased the music store

of Laudauer, Inc., in Medina, N. Y.

Standard of Ethics for Retail Trade Publicity

Buffalo Better Business Commission Publishes a Platform With Ten Planks Defining Question-

able Methods in Retail Music Merchants' Newspaper Advertising

Buffalo, N. Y., December 8.—The Buffalo Bet-

ter Business Commission, in response to a num-
ber of complaints, recently took cognizance of

the questionable character of some of the adver-

tising being run by several local piano and talk-

ing machine dealers and as the result of a care-

ful survey of the situation made the following

report embodying various recommendations cal-

culated to improve the character of local musi-

cal instrument advertising to which local dealers

will be asked to subscribe:

After an eight months' survey of musical

instrument advertising in the city of Buffalo,

the Better Business Commission makes the fol-

lowing recommendations, which, if closely ad-

hered to by the dealers in such merchandise,

will result in materially increased reader con-

fidence in the industry's advertising; these

recommendations to take effect Dec. 1, 1925:

Bait Advertising

This type of advertising, which includes at-

tractively described, priced and illustrated mer-

chandise that is discredited by salesmen, or is

not on sale, or if on sale cannot be purchased,

must not be used.

Comparative Prices

The misuse of comparative prices should be

avoided. Experience has shown this form of

misrepresentation is responsible for more decep-

tion in advertising than any other abuse. The

basis upon which the commission interprets the

truth of a comparative value claim is: the price

at which the same article, or one similar in

workmanship and materials, is selling in two
or more stores at the time of the advertise-

ment. Statements of fractional savings, such

as Yi off, price, etc., should be avoided since

they are dangerous to confidence.

Credit Terms
Should be clearly outlined so as to cause no

confusion on the part of the reader. "Terms
to Approved Credit Only," or some such phrase,

truthfully and aptly to describe the conditions,

will eliminate deception.

Derogatory Statements

In advertising or sales talk statements reflect-

ing discredit upon competitors should be dis-

continued.

Down Payments
The statements "No Money Down" or "No

Down Payment" shall not be used.

Statements such as "Pianos or Phonographs
on Approval" shall not be used.

Statements such as a given number of records

or rolls "with a phonograph or piano," with-

out increasing the terms of purchase, shall

clearly specify that a charge will be made for

these records and rolls.

Use of Word "Free"

Should never be used where the securing of

The Record t» <|ual«y

IROQUOIS SALES,;CORPORATION
210 FRANKLIN STREET BUFFALO, N. Y.

Distributors for New York State and
Northwestern Pennsylvania for

QKe^^ Records and ODEON Records.

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
for these popular record lines.

Imported I^ecotxly
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The NEW
Columbia

is superior

Hearing

I
is believing

m "

The motor is in a class by itself.

Columbia scientists and engineers have set a

new standard in their production of the New
Columbia Motor. It is unequalled in ac-

curacy; durability and silence in operation.

COLUMBIA PHONOGRAPH COMPANY
New York

the article advertised is dependent on the obUga-

tion to purchase something else in conjunction

with it, or to perform a service of some sort

to obtain it. "Free" oflers have been very much

abused in musical instrument advertising. The
commission suggests "given" or "included" as

more correctly descriptive of such offers.

F. O. B. Prices

The selling of musical instruments at F. O. B.

. prices is so new that confusion results unless

the advertisement contains a complete explana-

tion of the conditions precedent to such an offer.

Second-class Merchandise

Rebuilt or used merchandise shall be truth-

fully designated as such.

Unqualified Statements

Such as "The Greatest Sale in Bufifalo,"

"Greatest Values Ever Offered," "Your Own
Terms," "Unmatchable Values," "Lowest Prices

Always," etc., should not be used. Superlatives

are dangerous to confidence in advertising and

should always be avoided.

Wholesale

The terms "Wholesale," "Selling at Whole-
sale," or "At Factory Prices," are confusing

and should not be employed.

MARKELS PLAYS AT RITZ=CARLTON EXTENSIVE IMPROVEMENT OF STORES

Popular Society Orchestra and Okeh Artist at

Famous Hotel—Plays for Tea Dancing

Holiday Business Rush No Bar to Store Re-

modeling—Service Deemed Important

The Markels Orchestra, New York Society

Orchestra and an exclusive Okeh artist, is play-

ing for tea dancing in the new Oak Room at

the Ritz-Carlton Hotel, New York. This hoteJ

maintains one of the most exclusive tearooms

in the city, and it is frequented by foreign

dignitaries as well as leaders in the society and

ST. LOUIS DEALER TO OPEN STORE

St. Louis, Mo., December 6.—Negotiations have

just been completed for opening a Brunswick

shop on busy Delmar boulevard. Ernest W.
Kemp is the owner and progress is being made
at top speed. The building is to be completed

by December 10 and Unico equipment is al-

ready en route to accomplish an opening by

December 20. When completed the new store

will rank with the best in this vicinity.

Michael Markels

theatrical worlds. Michael Markels, leader of

the orchestra, is well known in musical circles,

having played for society dances for many
years, and numbering among his patronesses

such prominent people as Mrs. Vincent Astor,

Mrs. William Rockefeller and Mrs. Harry
l-'ayne Whitney.

Despite the fact that the retail trade through-

out the country is up to its ears in holiday

business many dealers are alive to the necessity

of extending the best possible service to their

patrons and are losing no time in adding .to

their facilities. This is manifested by the large

number of rush orders for installation of its

equipment and fixtures which is being received

by the Unit Construction Co., Philadelphia, Pa.

Among the installations which are being

rushed by this concern are the following:

Forbes & Wallace, Springfield, Mass.; Link's

Record Shop, Cincinnati, O.; Henry W. Up-
ham Piano Co., Maiden, Mass.; Luebtow's Mu-
sic Co., Milwaukee, Wis.; C. L. Kauffman,

Cleveland, O. ; Efird's Department Store, Char-

lotte, N. C; LaVoice's Music Store, Plaftsburg,

N. Y.; C. G. Schultz Co., Chicago, 111.; B. B.

Todd Co., Philadelphia, Pa.; Kempf Bros.,

Utica, N. Y. ; Keith Prowse, London, Eng.;

Dills Bros., Parkersburg, W. Va. ; Humes Music

Store, Columbus, Ga.
;
Ludwig & Co., Spring-

field, Mass.; K. C. Sexton, Washington, D. C.

;

Fox Piano Co., New Rochelle, N. Y.; Sage &
Allen, Hartford, Conn.; Ellis & Sons, Union-

town, Pa.; W. L. Hurley Co., Camden, N. J.;

Francis Sexton Co., Washington, D. C. ; Love-

man, Joseph & Loeb, Birmingham, Ala.; E. C.

Malarkey, Shamokin, Pa.; Caldwell Furniture

Co., Maiden, Mass.; Benjamin Futernik, Phila-

delphia, Pa.; Harry F. Asher, Mineola, L. I.;

Roth's Music Store, Leechburg, Pa.; Ernest W.
Kemp, St. Louis, Mo.

OUTING TALKING MACHINE CO., Inc., Mount Kisco, N. Y.

Two Models : Outing Sr. and Outing Jr.

JOBBERS
A. C. EKI8MAN CO 174 Tremont St., Boston, Mass.

BRISTOIy & BARBER CO., INC 3 East 14th St.. New York, N. T.

GENERAL PHONOGR.APH CORP 15 West 18th St., New York, N. Y.

GEORGE C. ITtRlCH & CO 56 Estey Bldg.. Philadelphia, Pa.

BENNETT PIANO CO 52 W. Market St., Wilkes-Barre, Pa.

STARR PHONOGRAPH CO 634 Grant St., Pittsburgh, Pa.

J. K. POL,K, INC 294 Decatur St., Atlanta, Ga.

INDEPENDENT JOBBING CO.
112 East Center St. North. Goldsboro, N. C.

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

VOCALION CO. OF OHIO 328 Superior St., W., Cleveland. O.

C. L. MARSHALL CO 514 Griswold St., Detroit. Mich.

CONSOLIDATED TALKING MACHINE CO.,
227 Washington St.. Chicago. 111.

CONSOLIDATED TALKING MACHINE CO.,
1121 Nicollet Ave., Minneapolis. Minn.

TAHR & LANGE DRUG CO Milwaukee. Wis.

THE DUNNING CO 303 Second St.. Des Moines, Iowa
RENIER MUSIC HOUSE 545 Main St., Dubuque. Iowa
ARTOPHONE CORP 1103 Olive St., St. Louis. Mo.
ARTOPHONE CORP 203 Kansas City Life BIdg., Kansas City, Mo.
JUNIUS H.ART PIANO HOUSE 123 Carondelet St., New Orleans. La.

TEXAS R.ADIO SALES CO., INC 2005 Main St.. Dallas. Texas
CARL FLORINE 131 East 4th Ave.. Denver. Colo.

WALTER S. GR.AY & CO..
1054 Mission St.. San Francisco Cal. ; Los Angeles. Portland. Seattle

Export:—CHIPMAN, LTD.
New York, London, Montreal. Wellington. Sydney.
Melbourne. Perth, Havana, Mexico City. Buenos
Aires, Rio De Janeiro. Santiago de Chile.

Cable Address: Chipmonk. New York
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Model 230
$135

Figured Mahogany or Walnut

The Phonograph Line That
Speaks for Itself

By superior quality and value alone has the Pooley Phonograph achieved recogni-

tion and prestige. The reputation of the manufacturers for producing nothing but

the best has been zealously guarded in the production of these instruments, and high-

class houses now selling Pooley Phonographs are a recommendation and evidence of

their excellence.

Successful and growing concerns are the ones with the ambition and purpose of

securing for their customers the best for the money, and genuine values at consistent

prices make sales easy, and build up a satisfied, loyal class of trade.

We offer you in the Pooley line the highest types of the artistic blending of musi-
cal instruments into fine furniture. Eight consoles and one upright style. Complete
line on display at Detroit and Cleveland.

INQUIRIES SOLICITED

C. L. MARSHALL COMPANY, Wholesale Distributors
Michigan, Ohio, Kentucky, West Virginia and East Indiana

Pooley Phonographs, Outing Portables, Junior Operetta Records and Criterion Musical Merchandise Products
Detroit—514 Griswold St. Cleveland—328 Superior, W.

DETR OIT
Retailers and JVholesalers Busy

Supplying Pre-Christmas Demand
for All Lines—The Month's News

Detroit, Mich., December 7.—As expected,

holiday business got a new start on the first of

the current month and there is not a doubt in

the minds of talking machine dealers that sales

will continue brisk until the end of the month.

Every sort of machine is included in the buying

on the part of the public. Even the portable

models are coming in for a good share of the

business, especially the newer styles, which

make ideal Christmas presents. Dealers, fortu-

nately, are well stocked for the holiday trade.

In view of the coming of the Chauve-Souris

show, due here the week of December 9, Grin-

nell Bros, have an entire window fixed up very

attractively and dedicated to the musical hits

of this show, particularly "Parade of the

Wooden Soldiers." Toy wooden soldiers fill the

the window, as well as a dozen or more records

which call attention to the show and the song

numbers.

R. B. Ailing, manager of the Phonograph Co.,

of Detroit, which also operates the Edison

Shop, declares that November was the biggest

month in the history of the store and that De-

cember will go far beyond it in sales. This

coming from a conservative like Mr. Ailing,

who seldom talks for publication and who usu-

ally underestimates, augurs well for the stand-

ing of the Edison line in this territory. Mr.

Ailing has not let up one minute on his adver-

tising, even during the hot weather months,

and apparently his campaign is showing the

cumulative results. Asked what particular mod-

els were selling best, he declared: "Well,

everything is moving. It is surprising to note

that even working people come to our store

and are willing to pay from $200 and up for

the Edison. A great deal of it is cash business,

although we have a liberal credit system, and

it is a pleasure to state that we have had very

little trouble in getting our money. People are

taking more interest in the importance of es-

tablishing credit for themselves and I have no-

ticed that all during the year collections have

held up remarkably well."

The J. L. Hudson Music Store is prepared

for the biggest holiday business in its history

and Manager Ed Andrews is ready with the

biggest merchandise stocks. The Hudson Store

is now concentrating on the Victor, Cheney

and Brunswick. The new departure of selling

records individually wrapped, thus guaranteeing

that they are absolutely new, is proving a big

success and Manager Andrews is well pleased

with this change in policy. The Hudson Store

no longer sends records out on approval. Man-

ager Andrews now contends that "selling" the

public on a policy idea is purely a matter of

education, and it is just as easy to educate them

one way as another.

Manager Quinn, of the Brunswick Shop, de-

clares that they will show nearly a 100 per cent

increase in December business, compared to the

same month of 1922. The Brunswick Shop

is doing its greatest volume on the console

models.

The Sonora phonograph is being strongly

featured by the Howard Music Shop at 9105

Twelfth street, and the Sonora Shop, at 1040

Gratiot avenue.

The phonograph shop in the Cunningham

Store. 1065 Woodward avenue, Detroit, all this

week is giving free concerts by the Finzel Ar-

cadia Orchestra, Okeh artists. The hours for

these concerts is from 12 to 1 P. M. As an

added exploitation stunt 150 Okeh records are

to be given away to those holding lucky num-

bers. This shop makes a big specialty of the

Okeh and is doing a very nice business.

The Robinson-Cohen Co. has recently opened
a third store, which means another shop to sell

the Cheney line.

Columbia dealers report that the recent sale

of demonstration Columbia records at 25 cents

proved a big success. The new Columbia talk-

ing machines have created a great stir among
dealers and it is certain that the Columbia trade

values the franchise more than ever.

Sam Lind, of Lind & Marks, distributors of

the Vocalion and manufacturers of the Wol-
verine phonograph, states that nothing can pre-

vent December closing the best year the com-
pany has ever had. "We are doing more busi-

ness every month with the Vocalion record

and not a day goes by that we do not add a

new Wolverine account," he declared.

NEW EMERSON RECORD ACTIVITIES

Company Planning to Enter the Personal Re-

cording Field—Dealers to Act as Agents

The Emerson Phonograph Co., Inc., an-

nounces the inauguration of a personal record

department. This will include the making of

individual recordings of the speaking or sing-

ing voice, instrumental solos, duets or quartets,

as well as musical combinations of amateurs or

professionals. Records of these recordings will

be furnished in any quantity and it is proposed

to allow all Emerson dealers to act as agents

for this service. The Emerson recording rooms,

206 Fifth avenue. New York City, have been re-

equipped so as to render prompt service and
complete these personal recordings under the

most favorable circumstances.

J. A. Flanagan, former manager of the phono-
graph department of Abraham & Straus, Brook-
lyn, is now manasyer of the Bronx T, M. Co.

If the Best is the Cheapest to Buy,—

Then the Best is the Cheapest to Sell.

Music lovers everywhere recognize that only the New Edison can give real music;

for it is the only phonograph that actually Re-Creates the artist's performance.

Its realism is so profound that the music critics have been unable to distinguish

the original from the Re-Creation.

Write us for our latest agency proposition

The Phonograph Company of Detroit
Distributors for Michigan and Northern Ohio

1540 Woodward Avenue Detroit, Michigan

COMPARISON WiTHlfHE- LIVING ARTIST ^
REVEALSjNqiDIF^ERENCE
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Ready January 15th
A Phono-Radio Tone Arm

(Patent applied for)

The most important development in the talking machine field

—a tone arm that makes a talking machine a loud speaker for

the radio. This new tone arm has the radio loud speaker per-

manently attached—the sound box does not have to be re-

moved. Do not confuse this with the ordinary ear phone at-

tachment. It is a loud speaker m every sense of the word.

It will be made to fit all standard makes of talking machines.

Dealers and manufacturers will find a decided demand for

this combination. There is nothmg like it in the market.

Length 8

—

lOYz inches. Highest tone quality.

Send now for full particulars

Now Ready for Immediate Delivery

145 West 45"* Street -IISSWXKt'I- New York City

I
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TOLEDO
Trade Is Happy as Salei Records

Are Being Broken—Prosperity of

Industries Helps—Month's News

Toledo, 0., December 6.—The business tone

underlying the machine and record trade here is

extremely optimistic. Sales records are being

smashed. Dealers downtown are particularly

happy. Every one of them has recorded a bet-

ter year than last. The cause for the big de-

mand is not hard to find. Industrial conditions

have been good all year and are still good. Few

workers of skill are unemployed. The building

trades are busy. Factories are working at nor-

mal capacity.

Again, Christmas savings checks released by

the banks put several hundred thousands of

dollars into the hands of customers for holiday

buying. Not a few patrons had ordered ma-

chines to be paid for with Christmas checks and

others were waiting to buy as soon as this

money came to them. It's sure to be a fine

holiday year.

The Toledo Talking Machine Co. has experi-

enced a far busier twelve months than last. The

shortage of several popular-priced Victrola

models cut into the total, but this was overcome

by pushing types that ran into larger figures.

The weekly record releases also added a large

volume of new business. As dealers learn the

advantage of this innovation more sales are be-

ing made, according to Chas. H. WomeldorfT.

Then, the Red Seal numbers are more widely

bought than ever before. Since the price cut

people who thought they could not afford high-

priced records have started buying.

The Lion Store Music Rooms are enjoying a

splendid holiday business, A. J. Pete reports.

Much of the present demand is the result of

efforts put forth during the Summer months by

the five outside salesmen. One of the number
had seventeen prospects call at the store during

the past week; all bought either Victrola,

Brunswick or Cheney machines. During one

of the special drives recently inaugurated

twenty-five Strand machines, lamp and "talker"

combinations, were sold. Much of the success

attained by the department is due to high-grade,

year-round outside selling.

At the J. W. Greene Co. the sales contest

between the piano, talking machine, record,

music roll and non-producing teams has stimu-

lated trade to a large extent, E. A. Kopf states.

Several cash prizes are the rewards offered.

Also a Thanksgiving turkey was given to the

team in first place at that time. The non-pro-

ducers are the office force, truckmen, repairmen

and the like. They are expected to turn in the

names of prospects or give information which
will lead to a sale. The contest has developed

this important fact—salesmen will produce ex-

traordinary results under the right incentive.

Particular pains are taken here to see that no
record sale is lost. It is seldom that records

are out because jobbers in several markets are

patronized. But, in case a number is missing, a

card of the "out" number is made and it is

ordered immediately. Miss Hazel Lattimer de-

votes practically all of her time to the stock

records. As quickly as the out record is re-

ceived a card worded as follows is mailed the

customer: "The Victor record you asked us

for is now in stock at our store and will be

held five days awaiting your call. Should you

wish this record delivered to your home please

notify us at once."

Another post card which has more than paid

its way is one going to prospects with a letter

asking for information and also the permission

to serve them more fully.

W. Russell Hughes is a new member of the

sales force. Miss Alexandria Aye has also

joined forces with the house.

The Cable Fiance Co., according to W. A.

Grubbs, is meeting with fine success with its

record broadcasting tie-up. Numbers are fur-

nished to one of the radio stations. In order

to give the store full credit it is announced that

records are furnished by the Cable Co. Then
Kalts Entertainers Orchestra is co-operating

with the record department by playing new
dance hits on sale at the store. A window sign

and photo of the players add to the interest.

Brunswicks and Victrolas are featured.

Kenneth R. Shepard, credit manager for the

Toledo district, has been promoted to the De-

troit district and put in charge of credits and
collections. He will supervise about twenty
stores. Bernard Felix has been named as his

successor. Ernest Miller has joined the sales

force.

The United Music Store reaped a rich re-

ward from the John McCormack window used

during his Toledo concert. Many of the audi-

ence passed the window, which was brilliantly

lighted and contained poster, cut-out and photo-

graph of Mr. McCormack, with the caption "My
Favorite Records," followed by the favorites of

this popular Irish tenor.

Brooke John, orchestra leader, paid a visit to

the store recently, as did Wendall Hall, new
Victor artist, whose first record went on sale

November 23. He, moreover, played selections

of his own composition here, at the Lion Store

and the Toledo Talking Machine Co.

At the Goosman Piano Co. sales exceed last

j-ear's total by a generous margin. A branch

store has been opened at 420 St. Clair street

under the management of C. E. Colber. Starr,

Columbia and Vocalion phonographs are fea-

tured. Miss Grace Greenman, sales expert, is

again in charge of the record and machine
department.

Grinnell Bros.' Christmas trade is showing
much promise. Sales are ahead of the past two
years. While the console Victrola shortage is

a severe one, nevertheless, many higher-priced

instruments are being sold as substitutes. John
Tate has joined the sales force of the house.

The Talking Machine Shop, Columbia dealer,

/A

STo all "^Jictor bealers;

toe tui£ifj a

iKerrp Cfjrisitmag

anb a

i^eto gear

The Toledo Talking Machine Co.

Victor Wholesaler

TOLEDO, O.
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VAN VEEN & COMPANY
Woodworkers Since 1907—Still Going Strong

Complete equipment for the talking machine, radio, musical mer-
chandise and sporting goods trade.

Hearing rooms, counters and record racks ready for prompt shipment.

There is responsibiHty and reputation behind our product

—

'"''adding^

much to the value but nothing to the cost.''

Cfjrisitmag (greetings^ to tjje STrabe

VAN VEEN & COMPANY, Inc.
Offices and WarefoomM:

413-417 East 109th Street 'Phone Lehigh 5324 NEW YORK CITY

is enjoying a holiday trade of good proportions.

Blues numbers are in demand, Fred. Frame,

manager, states. The Columbia cut-out periods

are appreciated by all dealers because they

make it possible to keep stocks clean. The
Toledo Home -Furniture Co. is conducting a

sales contest among the force. Prizes of $100,

$75, $50 and $25 will be awarded.' Each sales

dollar counts as a point. Columbia and Bruns-

wick machines and records share in the event,

Miss Helen Canfield reports.

The Whitney-Blaine-Wildermuth Co. is put-

ting forth extra efforts to close a large holiday

volume, according to David Blaine, president.

Every department in the house is featured at

various times in the publicity. Christmas rec-

ord gift certificates are urged as an exceptional

means for remembering friends. The Victor

holiday record list of numbers appropriate to

the season is being patronized liberally, Miss

Maud Winchell states.

The Frazell Piano Co., which recently ex-

panded its floor space, has increased its sales

force through the addition of Alden Ward,
Milo Barrett, Carl Ferguson, Mr. Winters, Joe

Faulcon and Mr. Pritchard. Sonora, Vocation

phonographs and Vocalion records are carried.

At the La Safle & Koch Co. music shop

high-priced machines are sold more than the

cheaper ones, Forrest O. Edwards, manager, re-

ports. Odeon European records have been

added to the record stock. Miss Kathaleyn

Kortier has joined the record force here.

The Frazell Music Store, Columbia dealer at

715 Adam street, has remodeled its store, put-

ting in additional hearing rooms and new fix-

tures on the first floor in order to give adequate

surroundings to the new line of Columbia

phonographs and New Process records.

INTRODUCES THE RADIOLA IX

Radio Corp. of America Announces Important

Addition to Line—Designed Specially for In-

stallation in Phonographs

The Radio Corp. of America, manufacturer of

Radiolas, has just placed on the market the

Radiola IX, which it designates as a "radio

phonograph adjunct." In advising the trade re-

garding this important addition to its line, E. E.

The New Radiola IX
Bucher, sales manager of the company, stated

as follows: "The Radio Corp. has received a

great number of inquiries from phonograph and
music dealers for the purchase of a radio set

to be installed in phonographs, and of such de-

sign and construction that the reproducing horn

of the phonograph would serve as the loud

speaker of the radio set. The combination of

the radio set and the phonograph is considered

to be a particularly desirable, item of merchan-

dise for those whose living quarters arc some-

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

Avoids motor strain

Is not attached to Tone Arm
Low installation cost

No extra parts

Operates all Records.

Send 50c. for sample

Kirkman Engineering Corporation
484-490 BROOME ST. - - NEW YORK

what limited. Preference was expressed for a

radio unit which could be mounted in a cabinet

without disturbing the operation of the phono-
graph, and which could be installed without

having the phonograph cabinet rebuilt or altered

to accommodate the radio set.

"To meet this demand it has been necessary

to design a radio panel which, with all of its

mechanism, was exceptionally thin and which

could, if so desired, be installed in the lid of the

vertical type of phonograph, or in the record

carrying space, or in the space immediately

above it in the console type. Dry battery oper-

ation was deemed essential, together with a

degree of selectivity which would enable the

purchaser to secure satisfactory operation

through present traffic conditions in the ether.

After an extended period of research and de-

velopment, followed by extensive tests on most
of the existing types of phonographs, the Radio

Corp. of America now announces to the trade

the introduction of the Radiola IX."

The Radiola IX is a five-tube radio-audio

frequency set which not only meets the stipula-

tions set forth above, but it also provides a sub-

stantially equal degree of sensitiveness over the

entire broadcast wave length scale, 220 to 550

meters. To this end the Radiola IX is equipped

with special radio frequency transformers pro-

vided with selector switches, permitting the user

to secure the maximum efficiency of operation

on any wave length within the band specified

by the Department of Commerce. For most
purposes the Radiola IX operates satisfactorily

with an indoor antenna, although standard out-

door aerials may be used.

For the present the Radiola IX is produced in

three sizes: (1) a complete radio panel of the

proper dimensions to fit Victrola model VV-100
and model 11; (2) a complete radio panel to fit

the Columbia Grafonola model G-2. This size

will also fit several other upright models; (3)

a complete radio panel 17^ inches by 17^
inches which can be trimmed down to fit most
console types of phonographs. The unit is

mounted in the cover of the vertical type of

phonograph by boring four holes in the top, for

which purpose there have been provided special

bolts which will not destroy the appearance of

the machine. The list price of the Radiola IX
with complete equipment, including batteries, is

$230, and deliveries will be made during the

month of December.

S. M. Creedman, prominent phonograph
dealer of Brooklyn, N. Y., with a store at 4509

Thirteenth avenue, has leased quarters adjoin-

ing. Growing business made the move neces-

sary. The new quarters are being remodeled.
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C I N C I N N A T I
Holiday Business This Year Promises to Exceed That Done Last

Year—Many Retailers Add Ne'x Lines—Activities of the Month

Cincinnati, O., December 6.—The heavy de-

mand for both talking machines and records

in Cincinnati territory shows no signs of abate-

ment. In fact, every jobber in this city states

that his business during November showed a

healthy improvement and all dealers are ex-

ceedingly optimistic about the outlook for De-

cember. They feel that the big business which

they did during December, 1922, will be re-

peated again this year and in many cases both

jobbers and • retailers will have a comfortable

increase to report over last year's figures. The

industrial situation in Cincinnati at the present

time is good and, for this reason, people seem

to have money to spend. The talking machine

dealers will undoubtedly get their share during

the next three weeks. The healthy demand for

instruments and records throughout the first

eleven months of this year has made it impos-

sible to build up very much of a reserve stock.

However, jobbers believe that they will have

sufficient shipments in the coming weeks to

take care of all of the local dealers.

New Edison Dealers

The Phonograph Co., Edison jobber, in Cin-

cinnati territory, states that its business is very

good at the present time and that manj' new
accounts are being opened. The business on

Edison talking machines outside of the city is

particularly good. Manager Oelman, of the

company, saA's that the following new accounts

have been opened by his company: Robert L.

Seeds Co., Columbus, O.; Hunter Music House,

Dayton, O; W. A. Strapp, Urbana, O., and the

D. & E. Columbia Shop, Cincinnati, O.

Advertising Boosts Brunswick Sales

The Brunswick district office states that the

volume of business done in the last four weeks
on both machines and records has been excel-

lent. November w-as an exceptionally good
month, sales showing a great increase over

those of last year, which were large. Officials

are optimistic and believe that the coming
months will bring with them good business.

Much of the increase in business lately is at-

tributed to the substantial increase in advertis-

ing bein'g done by Brunswick dealers. There

is some demand, of course, for upright models,

but the heavy city trade is on consoles. It is

said, however, that the dealers in Kentucky are

hesitant to venture with the comparatively new
console type. All local dealers handling Bruns-

wick machines and records are preparing large

stocks in anticipation of a fine holiday business

just ahead. The new accounts taken on lately

by Brunswick include Parker's Music Store, Cin-

cinnati, and Sell Bros., Delaware, O.

Dealers Add Okeh and Strand Lines

The Sterling Roll & Record Co. has been

doing a fine business on Okeh records and

Strand talking machines. A number of new-

accounts have been opened lately, according to

Ben L. Brown, manager of the company. The
volume of business that is being transacted is

considerably ahead of last year and is expected

to show a nice increase during the coming
month. Okeh records of a fairy tale set, com-
posed of such tales as Jack and the Beanstalk

and Cinderella, are going over well. A special

display of the Okeh laughing record is being

put on here and, because of the newspaper ad-

vertising and the special sales work, this record

is making a big hit. Larry J. Naber, salesman

for the Sterling Roll & Record Co., has just

returned from a road trip. He has been very

successful in the sale of "Red Riding Hood,"
"Little Tot's" and "Kiddie Records" sets.

Victor Demand Exceeds Supply
The Ohio Talking Machine Co., Victor dis-

tributor, reports that its business has been un-

usually good throughout the month of Novem-
ber. The only complaint that is heard con-

stantly is that the company cannot get enough
machines to supply the demand from the dealers

i;i this territory. The factory has been rushed

lor some time and has been giving just as good
delivery as it is possible to get under the cir-

cumstances. Models No. 80 and 210 are very

popular, according to company officials.

Arthur Brand to Expand
.Xrtliur Brand reports that business is fine at

the present time and that laboring people in

the city are in a position to make nice pur-

chases. Many portable and small cabinet ma-

Net Profit— Counts!
Edison Dealers Figure Net Profit

This Way
1. DOLLARS and CENTS—Even after Uncle Sam has taken

his there is a very substantial sum left.

2. GOOD WILL—No line pays as well in good will as the

Edison. This is a real asset and can be capitalized.

3. THERE'S A SENSE OF SATISFACTION in knowing
you have given your customers the best. This is non-

taxable and 3^ou cannot lose it.

Investigate the Edison Dealers' Proposition

THE PHONOGRAPH COMPANY
CINCINNATI CLEVELAND

314 West 4th Street 1240 Huron Road

No surface noise and no sac-

rifice of volume or tone qual-

ity.

No need to alter the phono-
graph. A simple attachment
that can be added by anyone.

Helps record sales. Sells at$3.50.

Ask for dis-

counts.

Bakertone

Corporation

408 Pearl Street

BUFFALO, N. Y.

chines are being sold now, according to Mr.

Brand. In addition to his present lines Mr.

Brand expects to add electric motors.

Window Concerts Develop Interest

The Starr Piano Co. has been boosting the

interest in Gennett records in Cincinnati by

having concerts in the window of their store

by Jim Riley and his youngest professional

orchestra in the countrJ^ This orchestra is

made up of e.xclusively Gennett artists. Officials

of the Starr Co. say that business has been

very good and that talking machines have been

in good demand. The Gennett record of "He's

An Odd Fellow" is having good sales and has

been given much publicity in the form of testi-

monials by prominent Odd Fellows throughout

the country. A scheme which is creating more
Christmas business is that of having a special

Christmas envelope for special Christmas greet-

ing records which have been put out. On the

fly leaf is a picture of the performer with a

writeup about him or the record.

Alms & Doepke Feature Brunswick
The Alms & Doepke Co., one of Cincinnati's

largest and best known department stores, has

just opened a new Brunswick phonograph salon.

For the home of the Brunswick a new salon,

suitable in its architecture and appointments,

lias been erected on the third floor. There
are sound-proof rooms and beautiful showrooms
where the Brunswick can be seen in a variety

of period and modern models. The arrange-

ment of the department is unique. The finish-

ings and architecture are in old English Gothic

style with five large groups of hammered brass

candles suspended from the arches. The de-

partment is in charge of J. D. Bright, a former

Brunswick man.

Window Tie-Up With Football

The Chubb-Steinberg Music Shop made a big

hit the past week with its Thanksgiving dis-

play. The company tied up successfully with

two local football events, the University of

Cincinnati game with Miami University on

Thanksgiving Day and the St. Xavier College

game with the Haskell Indians on the same

day. Pictures of the stars from Universitj- o\

Cincinnati and from St. Xavier College were

shown in the window. In another window was
a Thanksgiving table spread with good things

to eat. At the table was seated the Victor

dog. Over the table was a sign, three things

to be thankful for, a football game, a Thanks-
giving dinner and a Victor concert afterwards.

Store Changes and New Lines Added
E. P. Cooper, Covington, Kentucky dealer,

and the E. M. Abbott Co., Cincinnati, have

taken on the complete line of Strand instru-

ments.

Parker's Music Store, 1210 Linn street, Cin-

cinnati, has taken on the Okeh line of records

and has also opened a Brunswick shop.

The Otto Grau Piano Co. has installed Odeon
records in its downtown Cincinnati store and

also in its Norwood, O., store.

J. N. Manderer, Central avenue dealer, has

added Okeh and Odeon records to his stock.



December IS, 1923 THE TALKING MACHINE WORLD 143

MySweetteliSii^erTlKniThat

'""^u can't moYi^

^v^th any FEIST song'

ASweeterThan Si^ai- Fox-liot

Thekney- suckle is sxveet, it dives the "bees all a treat;

mi O gj
Uu, Few, In^ J.-""

J. M. Fryer, Falmouth, Ky., has taken on

Okeh records. Visitors to the city include Fin-

ley Davidson, of Middletown, O., and Mr. Dun-
canson, of Hillsboro, O.

D. & E. Columbia Shop Opens

J. Fred Dietz and Mrs. Sarah M. Eggers

recently opened the D. & E. Columbia Shop,

located at 11 West Seventh street near Vine

street. The store will be operated as an exclu-

sive Columbia shop and an extensive advertising

campaign on the new model Columbias and

New Process records already is under way.

Beautiful modern fixtures and hearing rooms
have been installed.

Yerkes' Flotilla Orchestra, Columbia artists,

appeared at the Keith Theatre here recently.

This was their first appearance in Cincinnati

and went over very big.

Max Frank Expands
Max Frank, formerly manager of Hoffene-

man's Music Shop, of Brighton, O., has opened

an exclusive Columbia shop ai Twelfth and

Vine streets, this city. Mr. Frank was also

formerly connected with Guttman's of Bristol,

Tenn., and has had many years' experience in

the phonograph business. A complete stock of

new Columbia machines and New Process rec-

ords was displayed at the opening.

Widener's Enjoying Good Business

Widener's Victrola Shop has been handling

a large volume of sales during the past month,

according to Morris Fantel, manager. This

firm had a good window display of Thanksgiving

records which pulled a number of sales.

NEW WALL-KANE REPRESENTATIVE

The Wall-Kane Needle Mfg. Co., Brooklyn,

N. Y., has announced the appointment of the

Consolidated Talking Machine Co., of Chicago,

as Western factory representative of the Wall-

Kane line of needles. The Consolidated Talk-

ing Machine Co. will distribute these needles

not only from the Chicago headquarters, but

from branches in Detroit and Minneapolis. The
appointment of this new distributor is expected

to not only materially increase Wall-Kane
needle sales throughout the Middle West, but

to supply maximum service for dealers of this

territory as well.

HOMOKORD RECORD POPULAR

Carl Kronenberger, proprietor of the Favor-

ite Mfg. Co., New York City, reports a con-

tinued demand for the Homokord record. His
company carries a most comprehensive stock

of standard titles and is able to make overnight

shipments of these goods. The Homokord is a

German importation containing many favorite

song and instrumental numbers.

The new music store of Frank H. La Voice,
situated in the First National Bank Building,

Plattsburgh, N. Y., was recently formally
opened with best wjshes from a host of friends.

HANDSOME NEW STORE IN MEMPHIS

Reinhardt's, Inc., Open Elaborate Quarters For

Sale of Vocalion Red Records

Memphis, Tenn., December 5.—One of the hand-

somest stores in the South devoted to the sale

of talking machines and records is tlie new

proved very popular with the music lovers of

the city, a fact that has beeri made manifest

through the steady increase in business that has

come to the company since it has been settled

in its new home.

A particularly happy feature of the opening

celebration at the new store was the appear-

ance of Mme. Rosa Raisa and Sig. Giacomo
Rimini, prominent members of the Chicago

Opera Co. and exclusive Vocalion Red Record
artists, who had arrived in Memphis to give a

joint recital under the auspices of the Beethoven

Club and took the opportunity to attend the

opening ceremonies at the store at the request

of Walter C. Reinhardt, president of Rein-

hardt's, Inc., and through the courtesy of Mrs.

J. F. Hill, president of the Beethoven Club.

The accompanying photograph shows Sig.

Rimini and Mme. Raisa autographing records

purchased by the early visitors to the new store.

Needless to say, they were kept busy.

ROTH'S MUSIC STORE IN NEW HOME

Sig. Rimini and Mme. Raisa

establishment of Reinhardt's, Inc., opened re-

cently at 104 South Main street this city, where

Vocalion Red Records are featured in a sub-

stantial way. The new quarters have already

Lef.chburc, Pa., December 7.—With a new loca-

tion and with well-established reputation for

energetic service Roth's Music Store makes its

bow to Leechburg patronage. Under the su-

pervision of the Unit Construction Co.'s staff

fixtures were planned and installed which

makes this store one of the most attractive

hereabouts.

The Record <»*»»l«i(

*HE busy holiday season, with its inevitable in-

crease in the rapidity of sales in

Records
The Records of Quality

and imported Odeon recordings is an opportune time
for you to become acquainted with "Sterling" Service,
and for "Sterling" to wish you all A Very Merry
Christmas and A Happy and Prosperous New Year!

STERLING ROLL AND RECORD CO.
137 West 4th Street Cincinnati, Ohio.

Buy
OKeh
Needles

They
Keep
Record Sales

Alive !
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T. M. M. BALL A BRILLIANT AFFAIR ATTRACTIVE CHRISTMAS WINDOW FOR EDISON DEALERS
Hotel Pennsylvania Ball Room Crowded With

Dealers and Their Friends—Great Array of

Noted Record Orchestras Furnished Music

The annual ball of the Talking Machine Men,

Inc., of New York, at the Hotel Pennsylvania

on Wednesday, November 21, was a brilliant

success. Approximately 1,500 talking machine

men, sales people and their guests gathered in

the ball room and spent a most enjoyable eve-

ning dancing and listening to the leading record

orchestras, including: All Star Trio, Ben Selvin's

Orchestra, Bennie Krueger's Orchestra, Ben

Bernie's Orchestra, Brooke Johns' Orchestra,

Carl Fenton's Orchestra, California Ramblers,

The Columbians, The Collegians, Coleman's

Montmartre Orchestra, Charles Dornberger's

Orchestra, Dixieland Jazz Band, Elkeles' Club

Deauville Orchestra, Great White Way Orches-

tra, Gene Rodemich's Orchestra, Jos. C. Smith's

Orchestra, Paul Whiteman's Orchestra (Him-

self), Paul Specht's Orchestra, Ray Miller's

Orchestra, S.S. "Leviathan" Orchestra, Ted

Lewis and Band, Tennessee Ten, The Virgin-

ians, Vincent Lopez and His Orchestra, Yerkes'

S.S. "Flotilla" Orchestra and Zez Confrey and

His Orchestra, and Jan Garber and His Or-

chestra.

This wonderful array of artists was without

question the greatest ensemble of stellar dance

orchestras that ever appeared together, and

they represented all of the leading record com-

panies. The hold which these artists had upon

those present was impressively indicated by the

fact that many preferred listening to the music

than dancing. The surprise of the evening

was the appearance of Jan Garber and His

Orchestra, one of the latest Victor aggrega-

tions. These artists not only played in an

inimitable manner, but their acrobatics and

clever stunts caught the attention of the crowd

and their reception was one that will not soon

be forgotten.

It really seemed as if everyone in the metro-

politan talking machine business was present,

besides many who are not directly connected

with the trade, and if there were any who did

not have a good time it was not the fault of

the program or the committee in charge.

HEALTHY GOTHAM SONORA BUSINESS

The Greater City Phonograph Co., Inc., New
York, Sonora distributor, has added several

new accounts during the past month. Maurice

Landay, president of the company, states that

conditions are exceptionally good among

Sonora dealers. Even those concerns which

were foresighted enough to place their orders in

advance have found that they are running short

on various models. Shipments from the fac-

tory are being received with satisfactory

promptness so the dealers will not suffer from

any acute shortage during the present holiday

season.

Edison Dealers Are Using This Window With Profit in Attracting Attention of Holiday Buyers

"PATHE NEWS" FEAJURES PRODUCTS

Live House Organ of Pathe Phonograph &
Radio Corp. Draws Attention to Features of

Its Phonograph and Radio Lines

The November 16 issue of the Pathe News is

novel in its strong presentation, entirel}' in ad-

vertising form, of the many features to be found

in both the talking machine and radio lines of

the Pathe Phonograph & Radio Corp., of

Brooklyn, N. Y. The entire front page is

devoted to newspaper ads, of which it is the

custom of tfie Pathe Co. to supply free electros

to its dealers.

The new Pathe de Luxe 1924 models are

shown, equipped with the Pathe voice recorder,

a radical departure recently instituted bj' this

company. In featuring the new Pathe models

special attention is called to the Pathe oval

horn, a feature of Pathe phonograph construc-

tion. On the record page are listed the cur-

rent releases, together with a special relisting

of records for the Christmas season. The Pathe

Co. has built up an excellent reputation in the

foreign record field, not only through the qual-

ity of recording and the personnel of its art-

ists, but also through the exceptionally large

catalog of foreign recordings which it alread}'

has and is constantly adding to. In conjunc-

tion with Pathe records is shown the Pathe

skyscraper all-metal record rack which may be

added to in units as space or business demands.

A photograph of Les Stevens and His Orches-

tra features this well-known orchestra, which
has become so popular with the Pathe public-

Announcement of an especially attractive

glass-front display case for the Pathe rust-

proof concave needle is also made.

In the radio field are featured the Pathe loud

speaker, Pathe molded parts and the new
Pathe Curtantenna, an indoor loop which may
be rolled up on the principle of a window shade.

OUTING CO;S FACTORY RUSHED

Two Shifts and Maximum Production Neces-

sary to Meet Demand for Outing Portables

—

Foreign Trade Growing Steadily

The Outing Talking Alachine Co., Mount

Kisco, N. Y., manufacturer of the Outing port-

able talking machines in two models, the Senior

and Junior, is at the present time working to

capacity in order to fill the demand. The Out-

ing Junior, although it has only been on the

market a short time, has met with the approval

of the trade and public. "Orders are being re-

ceived continuously and at the present time the

demand is far beyond our greatest expecta-

tions," said A. J. Cote, president and general

manager of the company. The Outing Senior

still maintains its place as a sales leader. For

this reason it is necessary that the factory main-

tain maximum production and in order to ac-

complish this it is working in two shifts. Mr.

Cote states that there is a growing demand

among the export trade for the Outing prod-

ucts, and that connections are constantly being

established in foreign countries. At the present

time orders are being received from practically

pverv large country in the world.

ON'THE SUN NEVER SETS
WADE FIBRE NEEDLE CUTTERS

QUALITY
MERCHANDISE

Wade Fibre
Needle Cutter No. 2

Two Sizes

—

No. 1 and No. 2

Leads all others with years of unequaled

success to its credit.

READY FILE PRODUCTS
EXCEL

^RECORD ALBUMS

^WADE FIBRE NEEDLE CUTTERS

^NON FRICTION LUBRICANT

^ADVERTISING NOVELTIES

Manufactured by

READY FILE COMPANY
INDIANAPOLIS, INDIANA
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FLETCHER UNIVERSAL
TONE ARM and REPRODUCER

Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs

SAMPLES $8.00 Specify 8M" or 9H" arm

FLETCHER-WICKES CO., 116-122 West Illinois Street, Chicago, Illinois

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED, STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS

FLETCHER REPRODUCER

Scientifically

Gives Perfect

Reproduction

of Voice

or Instrument

Constructed

Volume and „ , „ ,

,

Dealers, Sena for

Perfect Detail Prices and Terms

ACTUAL SIZE

Carried in Stock for Victor and Columbia

Reproducer

and Connection
for

NEW EDISON
Plays all Records

THE FLETCHER "STRAIGHT"
Design Patented November 29th, 1921

FLETCHER-WICKES COMPANY
116-122 WEST ILLINOIS STREET CHICAGO

THE McLAGAN PHONOGRAPH CORPORATION. LIMITED. STRATFORD. ONTARIO. EXCLUSIVE CANADIAN AGENTS
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"The TRILBY"
True tone—perfect reproduction.

Plays all types of records.

Reproducer with patented slot construction.

Positive self-adjusting stylus bar suspension.

Throw-back type arm.

Air-tight construction—cannot work loose.

Light in weight but of a strong construction

that insures a perfect resonant tone.

Artistic appearance.

Finished in nickel or gold.

Special Sample Prices

Type "A"
Tone Arm and Reproducer for
portable phonograph.

714 inches $2.25

Type "B"
Tone Arm and Reproducer.

9 inches $2.75
SYi inches 2.75

We manufacture and market direct to you. We are equipped to
supply unlimited quantities at very attractive prices.

Write or wire for sample

J. PROSH, 206 Broadway, NEW YORK CITY

BUSY TIMES IN CANTON AND AKRON

Ohio Cities Approach Holiday Season With
Stock of Fair Proportions—Smith & Mitten

Take on Edison cind Vocalion Lines—G. C.

Wille Co. Expansion—News of the Month

CANTON and Akron, O., December 6.—While a

majority of dealers in the Canton-Akron terri-

tory the past two months have been complaining

of business being off somewhat, with the near

approach of the holiday season business has

picked up tremendously.

It is the opinion of dealers that there will be

no shortage of merchandise this Christmas. At

the present display and sales floors are filled

with machines with very few models missing.

Warehouses are well stocked and shipments for

the future, in most instances, are guaranteed.

The record business, dealers say, is holding its

own, and the month of December is expected

to be one of the best record-buying periods in

the entire year.

M. E. Pyle, manager of the talking machine

Recording for the

Phonograph Trade
The best equipped and efficient

—low cost—laboratory in the

industry.

Our success in recording for

some prominent makes of

records assures you a high-class

product.

A visit or telephone call will

give you the details.

Let us solve your technical

problems.

We will be glad to send sam-
ples of late recordings.,

A. J. BAUM, . . Manager
ADRIAN SCHUBERT, Musical Director

FRED OCHS. . Recorder

INDEPENDENT RECORDING
LABORATORY, Inc.

102-104 West 38tli Street New York

department of the William R. Zollinger Co.,

which handles Victor talking machines here, an-

nounces that work of altering the talking ma-
chine department on the fourth floor of the

building will be started immediately, increasing

the floor space by about one-third and consid-

erably improving service facilities.

J. H. Carrie and others have purchased the

Akron store of the Starr Piano Co. on South

Howard street, and the name has been changed

to the Superior Music Parlors. Mr. Currie, who
was manager of the Starr Co.'s store, will con-

tinue in charge. Starr phonographs and Gennett

lecords will be handled.

Earle G. Poling, head of the Earle Poling

Music Co., is fostering a concert by Ignace

Paderewski, famed pianist, in the City Auditor-

ium in Canton on January 11. He has secured

the co-operation of George Wille in offering

the well-known artist.

The new music house of Strassner & Custer

has taken on the agency in the Canton dis-

trict for the Fischer talking machine. The store,

located in Cleveland avenue. Southwest, is the

latest entry into the retail music field here and

will specialize in everything musical. A com-

plete record department will be maintained.

Twice the present floor space for talking

machine activities will be available in the new
location of the George C. Wille Co., to which

the concern will move about the middle of

December, it was announced. Mr. Wille is

spending several thousand dollars in equipping

the new store.

Miss Elsie Baer, manager of the talking ma-
chine department of the M. O'Neil Co., has

returned to her post after an illness of several

weeks.

Downtown Akron is taking on a holiday as-

pect as Christmas trees, wreaths, cedar rope

and other Yuletide decorations purchased by

the merchants are being fastened to trolley

poles and guy wires. Under the auspices of the

Akron Merchants' Association, with which are

affiliated the leading music merchants of the

city, 300 Christmas trees, 280 wreaths, 13,000

flowers and 17,400 feet of cedar rope are being

hung up in the business district. The decora-

tions are expected to instill the holiday spirit

into the community and tO' boost trade.

Announcement is made by the recently opened

music firm of Smith & Mitten that they have

been appointed representatives in Akron of the

Edison and Vocalion phonographs. Record

booths located in the front part of the store

will be a feature of the department.

With alterations almost completed to the

South Main street and South Akron stores,

George S. Dales, head of George S. Dales Co.,

is preparing to start remodeling the building

adjacent to the main store on South Main street,

which will give the store double the present

floor space. A radio department will be a fea-

ture of the remodeled store and a complete

radio line will be installed.

The Alford-Fryar Co., for many years located

in the Harris Arcade Building, downtown Can-

ton, has announced that it will move soon after

the first of the year to a more convenient loca-

tion, providing negotiations now pending are

successful.

SONORA DEALER'S ATTRACTIVE STORE

The sales department of the Sonora Phono-

graph Co. received recently an interesting

photograph from Weeks & Dickinson, Sonora

dealers at Endicott, N. Y. This enterprising

retail house features the Sonora line to excel-

Weeks & Dickinson's Attractive Quarters

lent advantage, and the accompanying illustra-

tion will give some idea of the attractive ap-

pearance of the firm's warerooms. Weeks &
Dickinson sell hundreds of Sonoras yearly, and

the splendid representation they are giving the

Sonora line is reflected in the constantly in-

creasing sales totals.

RUMFORD, INC., FIRM CHANGES HANDS

RuMFORD, Me., December 6.—Boucher Bros, have

sold out their business to the Rumford Furni-

ture Co., and the latter will remain exclusive

Columbia dealer, continuing to serve the same

large clientele which was built up by Boucher

Bros. I... J. Jobin, manager of the Rumford
Furniture Co., plans to put on outside men to

sell the Columbia line, believing that this is

the one real way to get a large volume of

business.
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The NEW
Columbia

is superior

Hearing
is believing

The New Columbia Reproducer is

true to international pitch. This is a

feature that every student of instrumental or

vocal music will welcome because he can

sing or play and be "in tune. " Remember

to sell this New Columbia feature.

COLUMBIA PHONOGRAPH COMPANY
New York

COUNTER AUDAKS TIME SAVERS

Experience of Dealers Proves Efficiency of

This Record Demonstration Device as a Time
Saver During Rush Periods of the Day

The Audak, the new record demonstrating

product which has been made a part of the

equipment of many retail estabUshments

throughout the country, has, to a large extent,

Counter Audaks Ready for Customers

found favor in its table unit model, according

to the sales department of the Audak Co., 565

Fifth avenue. New York City. This- use -of the

Audak on individual tables" is, however, not the

only available method of demonstrating records

through its aid. At least two department stores

in New York are using the Audak as counter

equipment, which, undoubtedly, allows a further

conservation of space and tends to give greater

service to several customers by a single clerk,

with much saving of time and* energy.

Herewith is shown a battery of three Audaks
in counter use. Portable chairs are placed be-

fore the counter and considerable space is al-

lowed between each machine so as to avoid
crowding. The clerk standing behind the coun-

ter can easily serve these three shown and
several more .almost simultaneously. In stores

where there is a large clientele at noon or other

rush-hour periods, the

counter use of this

product is not only

the most feasible and

efficient, but, undoubt-

edly, the most prof-

itable.

Among the latest

retailers who have
added one or more
Audaks to their record

demonstrating equip

ment are the Hutch-

ens Music House,

Erie, Pa., which now
has several of these

_; products in use; P.

A c k e r m a n Co.,

Marion, O.; Dean H. Craft Co., Indianapolis,

Ind.; K. Graham Co., Portsmouth, O.; R. W.
Crowell, Bradford, Pa.; M. Doyle Marks, 309

East Water street, Elmira, N. Y. ; The Hub,

Steubensville, O.; George P. Gross, Cincinnati,

O., and the Hudson Music Shop, Detroit, Mich.

The fact that Audaks fill a real need of the

trade is indicated, in a measure, by the grow-

ing volume of orders for installations.

BIQ EMERSON PUBLICITY DRIVE

Opening Gun of Campaign Fired in New York
—Lower Record Prices Featured

The Emerson Phonograph Co., Inc., recently
inaugurated a newspaper publicity campaign in

New York City, the initial announcement of
which appeared in the Daily News, an illustrated

publication with over 600,000 circulation. This
was supplemented in later issues by smaller
announcements. It is the plan of the Emerson
Co. to extend the campaign to other States
where Emerson dealers can reap the benefits.

One of the features of the initial Emerson
announcement was Jhe inclusion of the names
and addresses of Emerson retailers in the
metropolitan district. This type of publicity
will appear again from time to time. The re-
duction in the price of this company's records
was featured. A list of timely song and dance
selections was included as well as mention of
the foreign catalog of Emerson records.

Jack Boyle, a new tenor, has been added to
the recording staff of the Emerson Co. and his
first vocal number, "I Love You," from the
musical show "Little Jessie James," was re-

leased this month.

KIRKMAN CLOSES BIQ SALES YEAR

A considerable increase in demand is re-
ported by the Kirkman Engineering Corp., New
York City, for its automatic stops. Thos.
Kirkman, president of the company, reports that
the present year was a big one in sales volume
and is optimistic over the outlook for 1924.

FEATURING THE MODERNOLETTE
FOR THE HOLIDAYS

HAS ENCREASED SALES FOR OTHER DEALER:
The Modernolette sold as well for the Holi-

days last year as in the Summer season.

It makes a very desirable machine for the
home. Get your order in NOW.

MANUFACTURED BY

MODERNOLA COMPANY
Factory and Office JOHNSTOWN, PA.
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ecial Christmas Advertising

re is a reproduction of a Brunswick
newspaper page placed by Brunswick in a

long list of powerful metropolitan Sunday
and daily newspapers. Also samples of

Christmas dealer ads. There are sixteen ads

in this dealer series. All equally attractive

and all effective in merchandising the line

of Brunswick Phonographs and Records.

Always Something New

The Sign of Musical Prestige

PHONOGRAPHS AND RECORDS



December IS. 1923 THE TALKING MACHINE WORLD 149

Creating Additional Business

For Brunswick Dealers

All the year round is Phonograph time. But
Holiday time affords the dealer his largest re-

turns—if he takes advantage.

Brunswick Dealer Helps are helping Bruns-
wick dealers everywhere.

On these two pages are shown a few of the

sales-getters Brunswick is using to create

business for dealers.

Our Christmas Shopping Guide double page spread

in The Saturday Evening Post, and full pages in the

great metropolitan newspapers, supplemented by
strong dealer copy, creates new Christmas business

for Brunswick dealers.

Brunswick believes that success is won by taking

advantage of opportunities. That's why Brunswick
dealers enjoy prestige and profit.

THE BRUNSWICK-BALKE-COLLENDER CO.
CHICAGO
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PORTLAND, ORE.
Business Booming—Home Building and General Prosperity Shown
by Bank Reports Basis for Optimism Regarding Future—The News

Portland, Ore., December 5.—The Portland

music dealers view with satisfaction the statis-

tical reports of business for the past several

months. Retailers are paying attention to the

continued building of new homes, which means
more opportunities for sales of talking ma-
chines and records.

Bank clearings reported by Portland clearing

house banks for November showed an increase

of nearly 20 per cent over clearings for the

corresponding month of last year and were

considered significant of Portland's development

industrially, commercially and from the busi-

ness standpoint.

Harry L. Nolder, secretary and treasurer of

the Starr Piano Co. and manager of the Pacific

division, with Los Angeles, Cal., as his head-

quarters, was a local visitor during the latter

part of last month. Mr. Nolder made a trip

of his territory, covering the Salt Lake City

district, and in Boise, Idaho, he was joined by

Charles Soule, district manager of the Portland

territory, and together they covered Idaho,

Washington and Oregon. Mr. Nolder spent a

short time at the Portland headquarters going

over the Starr piano, phonograph and Gennett

record business with Mr. Soule. He reported

finding things in excellent shape locally and

business conditions greatly improved over last

year when he covered the same ground on his

annual survey. Mr. Nolder celebrated his thir-

tieth anniversary with the Starr Piano Co.

December 1.

The "Quartet of Victor Artists," composed of

Olive Kline, Elsie Baker, Lambert Murphy and

Royal Dadmun, was presented at the public

auditorium recently. A large and enthusiastic

audience received the artists. Victor dealers

"tied up" with the concert and report sales of

all four artists' recordings greatly stimulated

since the concert.

E. B. Hyatt, of the Hyatt Talking Machine

Co., was appointed chairman of the committee

to make collections from the music dealers foi

Portland's annual community chest drive. The
quota, which was placed at $650,000, was almost

laised at the last report and the music dealers

and their corps of assistants of each store did

their part nobly toward donating subscriptions

When the amount raised had reached $560,000

Mayor Baker made further appointments for

collections and J. H. Dundore, manager of Sher-

man, Clay & Co.; Frank M. Case, of Wiley B.

Allen; G. F. Johnson, of the G. F. Johnson
Piano Co.; Frank Lucas, of Seiberling-Lucas

Music Co., and A. M. Eppstein, of the Schwan
Piano Co. were appointed to assist Mr. Hyatt.

L. D. Heater, agent in Oregon, Washington,
Idaho, Montana and British Columbia for the

Strand phonograph, the Portophone and Okeh
records, says business conditions have never

been better except during the war period. Mr.

Heater has added another salesman, Neal Bren-

nen, in the Seattle district, and reports Okeh
dealers secured during the last month as fol-

lows: Seattle Music House, Bellington Music
Co., Bellington, Wash.; Ewald Piano Co., Ta-

coma, Wash.; Pioneer Pharmacy, Sunnyside,

Wash., and the Remick Shops in both Seattle

and Portland. Mr. Heater reports a big demand
for the Scandinavian Okeh records in the North-

west district. He also reports the popularity of

the Strand phonograph gaining rapidly through-

out British Columbia and says the dealers in

that district are sending in big orders for all

models. Big orders for the Portophone are

also being received from Japan since the earth-

quake. It is the desire of Mr. Heater to dis-

pose of his present location at 357 Ankeny
streefto some dealer who will "carry on" the

shop as a retail establishment for the Strand,

Portophone and Okeh records, as he is going to

find it necessary, in the near future, to move
into larger wholesale quarters.

The four-story building of the Brunswick

Co. at Tenth and Glisan streets was turned

over to the company December 1 and remodel-

ing has begun which will make these new Pa-

cific Northwest wholesale headquarters for the

Brunswick one of the most complete and mod-
ern music houses on the Coast. A. R. McKinley
announces that the building will be ready for

occupancy on or before January 1.

After a month and a half in the East in the

interest of his firm, Elmer Hunt, district whole-

sale manager of Sherman, Clay & Co., rctu. ncd

APPOINTED FEDERAL RADIO JOBBER

Musical Products Distribution Co. Will Handle
Products of Federal Tel. & Tel. Co.—B. D.

Colen Planning Aggressive Sales Campaign

The Musical Products Distributing Co., New
York, distributor of Vocalion records and
Pooley phonographs, has recently been ap-

pointed a distributor for the Federal Tel. &
Tel. Co., manufacturer of radio sets and equip-

ment. "The company feels that in carrying

Federal radio products it is performing a real

service to talking machine dealers," said B. D.

Colen, president of the company.
"There is no question but that the phono-

graph dealer is the logical retailer to handle

radio product, due to the ideal equipment of his

establishment and extensive merchandising ex-

perience. By carrying radio products in stock

not only does the dealer have an additional

source of profit, but also a means of stimulat-

ing the sales of talking machines and records.

We are doing all in our power to aid in solv-

ing the problems and render the talking ma-
chine dealer as complete a service as possible

in connection with the sales of radio products.

A corps of radio experts is maintained and is

constantly at the disposal of the dealers who
are not sufificiently familiar with the operating

and installing of radio sets."

The company is also carrying a combination

of the Pooley phonograph and Federal radio

sets contained in one cabinet. The cabinet is

a console model, very attractively finished in

figured walnut and mahogany, with ample space

provided for record albums and batteries. Am-
plification is furnished by means of a phono-
graph loud speaker unit, which is attached to

the tone arm. Mr. Colen states that this com-
bination radio and phonograph has met with

widespread approval by members of the indus-

try who have had an opportunity of seeing it

and hearing it operated. The Musical Products

Distributing Co. is carrying, in addition to the

Federal Tel. & Tel. Co.'s three, four and six-

tube sets, the Heraco loud speaker, Westing-

house batteries and other accessories.

to his headquarters early last month. While
in the East Mr. Hunt visited the Victor Co.'s

factory at Camden, N. J. On his return trip

he called upon many jobbers and retailers along

the Northern route and says their reports were
all of an optimistic turn.

E. B. Hyatt, of the Hyatt Talking Machine
Co., has installed three of the Audak demon-
strating units in his record department. These
are the first of the Audak units to be installed

in any of the Portland music houses and they

are meeting with great success, according to

Mr. Hyatt.

All dealers in Victrolas in the Portland dis-

trict have decided on a no-interest plan on all

future Vict ola sales. The change went into

effect November 15 and will be adhered to by
all dealers. With a few exceptions interest has

been cha-ged by local Victor dealers for many
.\ears, but as all stores did not follow this rule

and could not be brought into line it was de-

cided that all Victor dealers would discontinue

charging interest.

Ethel Marie Brown, for several years assistant

in the record department of the Bush & Lane
Piano Co., has been placed in charge to fill the

vacancy made by the resignation of Emma
Reynolds. Miss Brown has had considerable

experience in the record, end of the business

and her promotion is deserved.

Mildred Coleman, for several years in the

record department of the Bush & Lane Piano

Co., has joined the record sales department of

the Meier & Frank store.

The special Victor release of the two Sher-

man, Clay & Co. numbers, "The West, a Nest

and You," with "Sleep" on the reverse side, is

proving one of the biggest sellers in Portland

for months, according to all Victor retail deal-

ers who are cashing in on a large scale in these

numbers.

Qju:
The Record of <|u»l«y

w ITH the holiday "rush" now under way, and
the steadily mounting sales of

CfKsL^ Records
The Records of Quality

keeping us on the jump, things are humming around
Ankeny Street! We still have the time, however, to

extend to our many friends and the trade in general,

our sincere wishes for a good old-fashioned Merry
Christmas and A Happy and Prosperous New Year!

L. D. HEATER
357 Ankeny Street Portland, Ore.

Buy
OKeh
Needles

They
Keep
Record Sales

Alive !
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HUM

ORSENIGO PHONOGRAPH

Wrest Gothic

An example of a most comprehensive collection of

period phonographs in the Italian, French and English

schools. Copies of museum examples made in oak, wal-

nut, English lacquer and Italian polychrome. Cabinets of

the finest construction, carved and painted by hand.

Tone qualities and prices that should appeal to the most
discriminating buyer.

A cordial invitation extended to the trade and its rep-

resentatives.

The Orsenigo Company, Inc.

Showrooms:
383 Madison Avenue, New York City, N. Y.

Factory:

Skillman Avenue and Rawson Street, Long Island City, N. Y.
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PERFECTING VOX ORGANIZATION

Officials of the Corporation Entertained Dealers

at Talking Machine Men's Ball

MORE INTEREST IN VOCAL NUMBERS

Adricin Schubert, Musical Director of the Inde-

pendent Recording Laboratories, Analyzes

Trend of Public Taste in Music

weightier works. Particularly is this true with

present-day popular dance arrangements which
require the greatest technique, thought and at-

tf ntion.

O. P. Graffcn, sales manager of the Vox Corp.

of America, is busy perfecting his sales organiza-

tion and plans made for the coming year are

well calculated to place Vox products through-

out the entire country in an auspicious manner.

Mr. Graffen reports that the first announcement
of the Vox Corp. in this country in The Talking

Machine World attracted great interest and as

a result inquiries were received from every sec-

tion of the country. The exceptional response

to the initial announcement has spurred every

member of the organization on to still greater

efforts. The Vox Corp. of America was well

represented at the annual ball of the Talking

Machine Men, Inc., held at the Hotel Penn-

sylvania on Wednesday evening, November 21.

The officials of the company present were A.

Fodor, vice-president and general manager of

the company; his brother. Dr. Stephen Fodor;

O. P. Graffen, general sales manager, and C. C.

Kleber, assistant general sales manager. Head-
quarters were established in a suite of rooms in the

hotel, where open house was kept. The invita-

tion was very cordial and scores of their many
friends present visited the Vox headquarters,

where they were royally entertained. A good
time was had by all and many were the expres-

sions of appreciation of Vox hospitality.

Adrian Schubert, the musical director for the

Independent Recording Laboratories, 102 West
Thirty-eighth street. New York City, recently

stated that the public has shown an increased

interest in vocal selections. This, he said, not

only applies to popular numbers, but includes a

"SONGS OF THE PAST"

Peerless Album Co. Issues Four Special Albums
Filled With Records of Old Favorites to Be
Sold in Groups—Practical Sales Aid

GELIA BROS. OPEN COLUMBIA STORE

Buffalo, N. Y., December 8.—Gelia Bros., well-

known orchestra leaders of this city, have taken

over the Columbia store formerly owned by

F. G. Vallone. Extensive alterations have been

made and the store enlarged by the addition

of four hearing rooms. A full line of the new
Columbia phonographs and New Process rec-

ords is now on the floor. The Gelia Bros.

Orchestra furnished a splendid program on the

day of the formal opening.

Adrian Schubert

healthy list of standard selections. He, too,

icmarked that despite the fact that vocal num-
bers were having a larger sale these did not,

seemingly, afYect the demand for instrumental

selections.

Mr. Schubert, who for nearly ten j'ears has

been first 'cellist at the Metropolitan Opera

House, New York, and has had long experience

in recording work, is greatly interested in the

musical development of the public. However,

he states that the recording of popular selec-

tions require every bit as much attention as do

The Peerless Album Co., New York City,

manufacturer of talking machine record albums
and other popular record novelties, which some-
time ago introduced the "group" record album,

which found much favor in retail circles

through its tendency to increase record sales,

lias again introduced a novelty of a permanent
character in album form.

The new product is made in a series of four

individual record albums and carries the title

"Songs of the Past,!' which is embossed in

gold on the cover. Six twelve-inch records can

be placed in the record holders of each album
and each of these carries illustrations of an

appropriate design. The inside cover carries a

frontispiece with the title "Songs of the Past"

with illustrations as well as introductory com-
ment. Although this new product was only in-

troduced late last month it has been accepted

as a permanent adjunct to the record business

by a number of wholesalers as well as retailers.

Several dealers are making a feature of this

new album in conjunction with Christmas gift

suggestions, and at least one metropolitan dealer

has found that an effective table display created

many sales, in each case giving an assurance of

six record purchases.

NOW OPERATES FOUR STORES

The Maseline Music Shoppe, of Rochester,

N. Y., which features pianos and talking ma-
chines, has consistently followed a program of

expansion during the last few years and now
operates four stores in that city.

^ Mntp Clirigtm ag anb ^ ^appp J^cto gear

FOLLOW THE CROWD
Equip Your Cabinets with Mutual Tone Arms and Reproducers

OUR NEW OUTFIT
The manufacturer's friend,

A real Godsend,

Once equipped,

And cabinet shipped

Your troubles end,

And—you make a friend.
No. 4 Tone Arm
No. 4 Reproducer

MUTUAL PHONO PARTS MFG. CORP.
149-151 Lafayette Street New York City

The Russell Gear & Machine Co., Ltd., 1209 King St., West, TORONTO, CAN., Exclusive Distributors for Canada and All

Other British Possessions. INDUSTRIAS UNIDAS, S. A., Balderas 110, MEXICO CITY, Exclusive Distributor for Mexico.
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HOHNER tl\RMONICA WEEK IN CHICAGO

Newspapers, Theatres. Radio and Clubs Play

Leading Part in Monster Publicity Drive in

the Interest of Hohner Harmonicas

Chicago, Ili... December 8.—Hohner Harmonica

Week was celebrated here November 18. For a

period of six days the harmonica occupied a

leading position in the musical and publicity

worlds. The campaign opened with a full-page

advertisement in the magazine section of the

Chicago American on November 17 and was
followed hy general publicity during the entire

week. The campaign was handled for M.
Hohner by Charles B. Hohmann, Western rep-

resentative; Sidney T. Winfield, Eastern repre-

Borrah Minevitch

tentative, and Fred Sonnen, harmonica soloist.

Borrah Minevitch, harmonica soloist, appeared

at McVicker's Theatre during the entire week
and other features of the campaign included the

distribution of window hangers and instruction

books among the dealers and jobber, elaborate

window displays by prominent music houses,

harmonica solo broadcasting from the various

radio stations and daily entertainments in the

public and high schools throughout the city.

(_)n Sunday, November 18, Mr. Sonnen broad-

casted from station WPAD and on ^Monday

played before the Chicago Piano Club at his

legular meeting; on Tuesday Mr. Minevitch

broadcasted from station KYW, appearing on

Wednesday before the Carter Harrison High
School and on Thursday at the noonday lunch-

eon of the Kiwanis Club. On Thursday !Mr.

Sonnen appeared at the Concert Hall of Lyon
& Healy, Inc., where he was obliged to play

all afternoon, and in the evening he appeared

at an entertainment given by the children of the

Mozart School: on Friday he again broadcasted

from KYW, also giving a solo on Saturday

over station WBAP. All during the week
Messrs. Hohmann, Winfield and Sonnen gave

talks and demonstrations on the harmonica to

thousands of school children, their principals

and teachers throughout the city. The campaign
was a tremendous success, both from a sales

and educational standpoint and the executives of

M. Hohner are to be congratulated upon their

aggressiveness and initiative in developing a

sales and publicity plan of such value to the

harmonica industry.

INSTALLS LINE OF SMALL GOODS

Akron, O., Dec. 6.—Announcement is made
by Earle Poling, of the music firm bearing his

name, that a complete line of small musical in-

struments has been installed. This line was
experimented with for some weeks.

1924 PROGRESSIVE CATALOG

Varied Lines of Musical Merchandise Distrib-

uted by Progressive Musical Instrument Corp.

Shown in a Most Comprehensive Catalog

The Progressive Musical Instrument Corp.,

New York City, is now forwarding to the trade

its new "Musical Merchandise 1924" catalog.

Much care and attention was given to the prep-

aration of this publication and it contains

i\ames, illustrations, prices, discounts, etc., of

the many lines carried by this house.

The front cover is of heavy stock, beautifully

embossed in gold on a dark background which

gives blue leather effect finish. Following the

opening page there appears a foreword in which

several features of the catalog are outlined, in-

cluding the advantage "to the dealer of assimi-

lating the descriptive material in order to have

at first hand basic facts so as to convincingly

present them to the customer.

A free offer of a wall display case, of sufficient

size to stock and display a fair assortment of

musical instruments, with a base equipped with

several drawers for supplementary material and

small goods, is made in one of the earlier pages

of the book. This arrangement allows the

dealer to open up a musical merchandise de-

partment with a small stock which can be in-

ventoried daily. The design of this display case

is a standard one, allowing additional cases to

be added when increased stock is planned.

All the lines carried by the Progressive Musi-

cal Instrument Corp. are listed and often shown

in illustrated form. Among these are the Holton,

Deagan, Bacon band instruments, Pruefer clari-

nets. Bell Brand and Black Diamond strings,

Hohner harmonicas, Hohner accordions, music

stands, instruction books, phonograph needles,

small music boxes and several musical toys.

In presenting the Bell Brand and Black Dia-

mond strings exact reproductions of the open

and closed boxes of these products in their

several colors appear. Each of these items is

given a full page for illustration purposes, on

To Dealers:
When considering the prop-

osition of taking on a full line

of musical instruments and ac-

cessories why not give "Strings"

your earliest approval. WHY ?

Because of small investment

—

steady sales—fine profits

—

then get the best

—

"AN ASSORTED
GROSS

AT LESS THAN
GROSS RATE"

DISPLAY CASE

For Window and Counter
Write for Introductory Offer

STANDARD MUSICAL STRING
& MFG. CORP.

104 South 4lh Street Brooklyn, N. Y.

the reverse side of which the styles, size and
prices are shown.

A whole section is given over to Hohner
harmonicas and accordions. Fifty illustrations

of different types of these harmonicas are

shown, together with their descriptions and
prices. Several pages of this section are de-

voted to Hohner accordions.

Main Rountree's Orchestra has been aiding

dealers in Brooklyn, N. Y., by playing in stores.

The Oldest and

Largest Musical

Merchandise House

IN America

Exclusive!^'' Wholesale
ESTABLISHED 1634-

G.BRViVO SfSoN.iNc.
351-53F0URTH Ave. NewYorkCitv
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Gretsch American Saxophones

Gretsch - American
Saxophone Service

1—GOOD Saxophones!
2—24-Hour Service on Your Orders.
3—Generous Margin of Profit.
4—Advertising Literature with Your

Imprint—FREE

!

5—Cuts, Ideas for Newspaper Ads,
etc., Awaiting Your Call.

Sell More Saxophones
It's easy with Gretsch-Americans

!

The splendid tone and quality of the instruments
themselves—the wide margin of profit our whole-
sale prices permit—the prompt service we give your
orders—these are all features that make it easy and
pleasant to sell Gretsch-American Saxophones.

And mighty profitable too!

Ask us, on your business letter-head, for Saxophone
Prices and Descriptive Catalog. For dealers only

The FRED. GRETSCH MFG. COMPANY
Musical Instrument Makers Since 1883

60 BROADWAY BROOKLYN, N. Y.

BUESCHER ADDITION NEARLY READY

Finishing Touches Being Given to $70,000 Addi-

tion to the Buescher Plant

Elkhart, Ind., December 7.—Workmen arc

now applying the finishing touches to the $70,000

two-story addition to the Buescher Band Instru-

ment Co. plant, construction of which was begun
in June. With its completion the plant covers

an entire city block. The assembling, engrav-

ing, padding and testing departments are now
moving their equipment to the second floor of

the new structure. It is 145 feet by 110 feet

and adds 31,000 square feet of floor space,

bringing the total to 123,000 square feet.

The addition is of mill-type construction,

brick and concrete with steel reinforcement.

The roof is of the saw-tooth daylight type.

With the added room the company plans grad-

ually to bring its force up to 800 employes.

Production in the Buescher plant is at this time

about 25 per cent below demand, and the addi-

tion is expected to relieve this condition.

The growth of the plant since 1919 has been

phenomenal. Its original floor space of 30,000

square feet has been increased 400 per cent.

In 1920 11,000 square feet were added. Officials

of the plant stated recently that, until a year

and a half ago, while the saxophone demand
overshadowed all other instruments, recent

months have seen a phenomenal increase in the

demand for all types of horns. It is expected

that shortly the silver capacity will be doubled

to 3,500 gallons in solution and the gold to

1,000 gallons in solution.

NEW FRED GRETSCH PRICE LIST

Robert Woodwind Instruments Featured in

Illustrated Price List for Dealer's Use

The Fred Gretsch Mfg. Co., Brooklyn, N. Y.,

manufacturer and importer of musical merchan-

dise, has prepared a new illustrated price list

of Robert woodwind instruments. This price

list will shortly be placed in the hands of the

dealers and will contain space for .the dealers'

imprints. Business in woodwind instruments is

reported exceptionally good and the demand for

the Robert line has been such that instruments

have been sold faster than it has been possible

to get them. M. La Croix woodwind instru-

ments are another big seller in the Gretsch line.

HOHNER PUBLICITY DRIYE CONTINUES

Advertising Campaign on Hohner Harmonicas,

Reaching the Public Through Many Chan-

nels, to Continue Through the New Year

Hohner sales activities, which reached such

large proportions during the year, are continu-

ing strong and are expected to carry straight

through 1924. One of the latest dealer aids

produced by M. Hohner, New York City, manu-
facturer of the Hohner harmonicas and ac-

cordions, is an attractive folder featuring the

"Little Lady" harmonica, with space for the

dealer's imprint. Hohner harmonicas continue

to be featured before the general public in every

conceivable manner. Prominent movie stars,

playing and recommending Hohner harmonicas,

continue to be played up. Additional broad-

casting stations have sent out Hohner har-

monica concerts. In the new Warner Bros,
film, "Daddies," shortly to be released, the Hoh-
ner harmonica plays an attractive part, which
will add considerably to the great amount of

publicity which it has already received.

Borrah Minevitch, popular Hohner harmonica
artist, is now traveling through the principal

cities of the Middle West and it is reported that

he is booked solid straight up to June, 1924. A
recent full page, in color, on the back cover
of the American Weekly, with its tremendous
circulation, has added to the national campaign.
The Harmonica Week held in Chicago re-

cently was a great success. William J. Haussler,
general manager of M. Hohner, went to Chi-

cago personally to aid in the program of the

week. Charles B. Hohmann, Western repre-

sentative, and Sidney J. Winfield, Eastern rep-

resentative, were also on hand. Intensive ad-

vertising, as well as the performances of well-

known artists on Hohner harmonicas, together

with the combined eff^orts of the music dealers,

put over the week in a big way with a corre-

spondingly favorable result on harmonica sales.

Mr. Haussler reports that during the past

year an exceptional number of new talking ma-
chine dealers have taken on the Hohner line

and although this year was a record one in

every sense of the word, it is expected that

1924 will exceed the results of the present year.

OLSEN ORCHESTRA IS ON TOUR

PoRTi-AND, Ore., December 6.—George Olsen

and His Orchestra, one of the foremost and

most popular orchestras on the Pacific Coast,

are now making a five weeks' tour of the Or-

pheum Circuit, starting at Denver and ending

in Chicago. Olsen's Orchestra is an exclusive

Buescher organization, using Buescher instru-

ments made by the Buescher Band Instrument

Co., Elkhart, Ind. The sale of Buescher instru-

ments was made by the Seiberling-Lucas Music

Co., local agents for the Buescher line.

NEW BRUNO CATALOG BRINGS ORDERS

C. Bruno & Son, Inc., New York, importers

and wholesalers of musical merchandise, report

that the present season is the biggest in their

history. The distribution of the new catalog

has already resulted m the receipt of a num-

ber of large orders, and the outlook for 1-924

is reported to be very promising.
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ADDS WEVMANN BANJO TO LINE

C. H. Taylor & Co., Jobbers of Musical Mer-
chandise in Chicago, Add Weymann Banjo to

Extensive Line of Musical Merchandise

Chicago, It.L., December 8.—The rapid growth

of C. H. Taylor & Co., 218 South Wabash ave-

nue, and the increased demand for musical mer-

chandise, have required the addition of new lines

from time to time. It has just been announced

by the company that it will handle the complete

line of banjos, mandolins, guitars and ukuleles

manufactured by H. A. Weymann & Son, Inc.,

and will feature this line in this territory.

In an interview with Tiie World rcprcsenta-

^\ Musical Merchandise Catalog

Is Now Ready

for You!

s

The Most Elaborate

T

FREE TO ALL
DEALERS

EVERYWHERE
IN THE WORLD

Write for your copy today!

Limited Editior.

^HE manner in which the

merchandise in this music-

al instrument catalogxie has been

described, we believe, is a decided

step forward in catalogue con-

struction. Wherever possible the

merchandise in question has been

presented in a style that will

give the music dealer the basic

facts, so that he in turn can con-

vincingly present them to the cus-

tomer. It is our hope and to your

advantage that you constantly

refer to this catalogue, especially

before purchasing any musical

merchandise. Progressive is

always ready to assist the dealer

in his merchandising problems,

and will indeed consider it a

pleasure to give any additional

information about any musical

instrument.

Our Name Is Our SLOGAN '

proOressive
^MUSICAL INSTRUMENT CORPORATION^

319 Sixth Avenue -- New York

tive, C. H. Taylor, of the company, said: "We
are very enthusiastic over the Weymann line

because of the high-class trade to which these

instruments appeal. The Weymann instruments

are well known and very popular all over, but,

of course, particularly in the East, where they

are manufactured. However, we intend to create

as big a sensation in the West as the instru-

ments have created in the East and have already

sold instruments to leading musicians here."

ORGANIZING THE^LOCAL BAND

An Example of This Work Done by Beard's

Temple of Music, Paragould, Ark.

Paracould, Ark., December 6.—Beard's Temple

of Music, advertised as "Arkansas' Premier

Music House," is enjoying an excellent season

in band and orchestra instruments. It has been

doing considerable work lately in the develop-

ment of bands and orchestras and this has re-

sulted in increased sales of instruments.

The accompanying illustration shows the

ParaROuld Junior Band, organized and equipped

Paragould Junior Band
by W. J. Beard, on its trip to the State Fair

at Little Rock recently. The picture shows

Governor McRea and Mr. Beard in the center.

The boys range in age from seven to fourteen

years. The band is completely equipped with

Conn instruments, made by C. G. Conn, Ltd.,

Elkhart, Ind., for which concern Beard's has thp

agency.

HOHNER AT ADVERTISING SHOW

M. Hohner Features Attractive Display of Har-
monicas, Accordions and Advertising Material

Prominent among the displays of the national

advertisers at the Advertising Exposition at the

Seventy-first Regiment Armory, New York City,

recently was the booth of M. Hohner, distribu-

tor of Hohner harmonicas and accordions, 114

East Sixteenth street. New York City. This

booth is one of the most interesting at the show.

Featured in the booth is the display of the

many Hohner lithographed cut-outs and display

stands. There is the life-sized colored litho-

graph of Minevitch for display purposes, the

famous Hohner Charts, the revolving stand,

the collapsible display cabinet, the Jolly Pals

Assortment and many others. There is an out-

line of the wave of harmonica publicity that

has swept the newspapers of the country during

the past year or more. The Little Lady Hohner
harmonicas, the smallest harmonicas made,

proved to be the hit of the show.

HORNBECK OPENS IN RIVERHEAD
RivERHEAD, N. Y., December 8.—^A music store

has just been opened by Henry S. Hornbeck in

the Leavitt Building on Peconia avenue. A
complete line of pianos, players and small goods
v"'ll be handled by Mr. Hornbeck, who is an

e.xpert on tuning and repairs.

. UKULELE PLUGGER IS DEAD

San Gabriel, Cal., December 6.—William F.

Sesser, for many years press agent in the

United States for the late Queen Liliuokalani

of Hawaii and credited with having made the

ukulele popular in this country, died here last

week at the age of seventy.
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cuyttofVLacts

M. HOHNER

This year has been the biggest Hohner harmonica year in the

history of the industry. Next year will be even larger. Prepare

for it now.

Ask Your Jobber

114-116 East 16th Street
New York City

HOHNEH PRODUCTS AWARDED FIRST PRIZE /IT THE PANAMA-
PACIFIC mrEnNATIONnL EXPOSITION SnN FRANCISCO 1915"

NEW GRETSCH DRUM CIRCULAR

Features Three New Twentieth Century Trap

Drum Outfits at $50, $60 and $100

SONORA SALES HELPS POPULAR

The Fred Gretsch Mfg. Co., manufacturer

and jobber of band and orchestra instruments

and musical merchandise, 60 Broadway, Brook-

lyn, N. Y., has issued a four-page circular

ndvertising three new Twentieth Century trap-

d um outfits, priced at $50, $60 and $100, retail.

The circular is liberally illustrated with cuts.

The $50 outfit is called the "Student" outfit,

and is intended to meet the demands of the

bcsinners for a practical outfit at a modest

price. It includes a tango bass drum, snare

drum, foot pedal, side cymbal, crash cymbal,

crash cymbal holder, wood drum and holder,

and snare drum stand. The "Dance" outfit, which

retails for $60, has the drums, pedal, cymbals

and holders and, in addition, Chinese tom-toms.

The $100 "Theatre" outfit has all the above in

best quality, and cowbells, ratchet rattle, tam-

bourine, mackintosh drum bag and fibre drum

and trap case.

New Poster and Blotter Among Latest Sales

Aids—Dealer Service Work Well Received

by the Trade Because of Its Value

Among the new selling helps recently intro-

duced by the Sonora Phonograph Co. are a

poster and a blotter shown herewith. The
Sonora dealer service department has for a long

idea of emphasizing the fact that there is a

demand for portables during the Christmas sea-

son. The Sonora portable has been meeting

with countrywide favor, and this new poster,

which is multi-colored, has a holiday appeal that

is well calculated to attract the attention of

gift purchasers. The new blotter is splendidly

adapted for use as an enclosure in letters sent

to prospects and for distribution at merchan-
dise shows and fairs. The blotter is attractivelv

EDISON CHRISTMAS PUBLICITY

The advertising department of Thomas A.

Edison, Inc., has issued a very attractive Christ-

mas folder for the use of Edison dealers in

their direct-mail work and distribution of litera-

ture in the store. This folder is printed in

holiday colors of green and red and features,

pictorially and in text, the idea of "Christmas

Time Is Music Time." It shows several models

of the New Edison, with the prices thereof,

and lists the Edison records which are es-

pecially appropriate to the holiday season. The

folder is admirablv conceived.

Convenient Dealer Help—Sonora Blotter

designed, with the illustration symbolic of the

Christmas Sonora advertising that is being used

generally.

A Striking Sonora Poster

lime past been working in close co-operation

with the dealers in the preparation of sales

helps that may be used to practical advantage

in stimulating sales, and among the recent sell-

ing aids announced by the department are mo-
tion picture slides, distinctive stationerv% a

Sonora valance, window strips, posters and

blotters.

The poster reproduced was designed with the

NEW SPECIALTY TABLE MODEL

The Specialty Phonograph & Accessories Co.,

New York, manufacturer of Specialty Brand
phonograph products, has recently placed on

the market a new table model phonograph.

This machine will be merchandised under the

trade name of Specialty table model No. 10.

It is well made throughout with a ten-inch turn

table and throwback tone arm and sound box.

It is moderately priced and will appeal to

manv dealers.

Veteran Record Makers on New Yerkes' Dance Records
'Buescher Instruments Used" is line on every record label

Harry A. Yerkes, dean of record mak-
ers, among the first and always among
the foremost recording orchestra im-
presarios, has just had his various or-

chestras released from Columbia and
other recording contracts and will mar-

The record dealer who does not carry

Buescher Band Instruments and Saxo-
phones is really neglecting half his busi-

ness. Almost all the popular record

orchestras use Buescher instruments ex-

clusively and the folks who buy the

records are the best prospects in the

ket his own records on a national scale

under the trade name "Yerkes Dance
Records." Every record will carry on
its face the words "Buescher Instru-

ments Used." For years the Yerkes
Orchestras have used

Band Instruments

and Saxophones
world for Buescher Band Instruments.

Stock Buescher instruments and make
two profits come in where you now .sret

but one. Catalogs for your files, trade

prices, and full information on Buescher
dealerships and advertising materia! sent

on request.

Buescher Band Instrument Co., G-93 Buescher Block, Elkhart, Indiana
Terkcs' S.S. Flotilla Orohestra—V>es .Ml Biios< her

Instruments—Richard Barton, Director
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Vincent Lopez Renews Okeh Record Contract
Well-known Orchestra Director Will Record Exclusively for Okeh Library for Period of Years

—

Has Attained Wide Success in Recording and in Musical and Theatrical Fields

Otto Heinenian, president and founder of the

General Phonograph Corp., manufacturer of

Okeh and Odeon records, announced this week
tliat Vincent Lopez, famous orchestra leader

and director of the Hotel Pennsylvania Orches-
tra, had renewed his contract with the company
ior a period of years, whereby he makes rec-

ords for the Okeh library exclusively. Mr.

Heineman and his associates have been con-

gratulated upon renewing this contract as Mr.

Lopez is recognized to-day as one of the great-

est dance orchestia directors in the country.

Thousands of Lopez enthusiasts all over the

country will probably learn with interest that

this talented musician had ambitions to enter

the priesthood long before he embarked upon
his musical career. In deference to the wishes

of his father, wiio attained wide success as a

bandmaster in Europe, Vincent Lopez went to

the monastery of the Passionist Fathers at

Dunkirk, N. Y., where he stayed for three years

studying to be a missionary. His heaUh broke

down, however, and he returned to his father's

home in Brooklyn, N. Y., with the definite

idea in mind of entering the business world.

He took a position as a bookkeeper and secured

an opportunity to play the piano evenings for

the "Singing Waiters" in a Sheepshead Bay
roadhouse. His musical ambitions were in-

herited, as his father was a noted Spanish musi-

cian and his mother an accomplished musician
and a member of the Portuguese royal family.

While playing at the roadhouse Vincent
Lopez determined to head his own orchestra,

so he finally gathered together a group of musi-
cians and obtained an engagement at the Pekin
Restaurant, at that time one of Broadway's
gayest resorts. He played there for six years

until Pat Rooney, popular vaudeville artist, in-

vited him to go with Rooney's new act, "Rings
of Smoke." With five men, known as Vincent
Lopez and His Kings of Harmony, he played

for two years with this production, and later for

a year and a half with Pat Rooney's musical

comedy, "The Love Bird."

When this second show closed Lopez and his

men were engaged to play at a well-known sea-

side rendezvous, the Ross-Fenton Farm, As-
bury Park, N. J. It was while fulfilling this

engagement that E. M. Statler, famous hotel

man controlling a chain of hotels in the leading

cities, heard the Lopez Orchestra and engaged
Mr. Lopez to play at the Hotel Pennsylvania
Grill. His first orchestra at this hotel com-
prised eight men, since increased to twelve,

and from the inception of his engagement at the

Hotel Pennsylvania the rise of Vincent Lopez
has been phenomenal.

In the early part of 1922 Vincent Lopez signed
a contract with the General Phonograph Corp.
to record exclusively for the Okeh library. His
first records attained instantaneous success, and
C)keh jobbers and dealers have attributed a con-
siderable measure of the country-wide popularity

of the Okeh dance library to the records made
by Vincent Lopez and His Orchestia. The Gen-
eral Phonograph Corp, realized at the beginning
the fact that Vincent Lopez was not only an
ideal orchestra leader but an accomplished
musician and the various arrangements that he
has made of the popular hits in the Okeh
library have combined oj-iginality with musical
merit. The advertising campaign prepared by
the General Phonograph Corp. in behalf of Vin-
cent Lopez and His Orchestra has been national

in its scope, with the idea of giving the public

an adequate impression of the originality of the

Vincent Lopez Okeh records. This advertising
campaign has been a tremendous success, and
during the coming year it will be carried out to

a greater degree than ever before. Mr. Lopez
takes a keen interest in every Okeh record that
he makes, offering ideas and suggestions that

have contributed materially to "the success of

his recordings and the sale of his records.

In addition to his Hotel Pennsylvania engage-

ment, Vincent Lopez is director of all of the

orchestras playing in the Statler Hotels in St.

Louis, Cleveland, Detroit and Buffalo. The
orchestras in these hostelries are under his

siiiier\ isioii and direction, thereby giving hotel

at the Palace Theatre in New York, the great-

est vaudeville house in America, establishing a

record for consecutive playing at this theatre.

The General Phonograph Corp. is leaving noth-

ing undone to co-operate with Mr. Lopez and

his orchestra in a way that will help the

company's jobbers and dealers in stimulating

sales, and the contract just signed indicates Mr.

Lopez's complete satisfaction with his Okeh re-

cordings.

Among the latest Okeh records made by Vin-

cent Lopez and His Hotel Pennsylvania Orches-

tra are "Covered Wagon Days" and "Sittin' in

Vincent Lopez Signing

Left to Right: Arthur Bergh, Vincent

patrons ideal dance music and adding immeas-

urably to Mr. Lopez's prestige. For the past

two years Vincent Lopez and His Orchestra

have been headliners on the Keith vaudeville

circuit, although his engagement at the Hotel

Pennsylvania has made a country-wide tour im-

practicable. For over ten weeks the act played

Okeh Record Contract

Lopez, W. C. Fuliri, Otto Heinenian

a Corner," which is meeting with countrywide

popularity, and a twelve-inch record featuring

"Bouquet of Roses" and "Excerpts From Car-

men." This is the first twelve-inch record made
by Vincent Lopez and is a combination of two

special arrangements that he has used very suc-

cessfullv on the vaudeville stage.
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[Editor's Note.—This is the thirty-third of a series of

articles by William Braid White devoted to the various

interesting opportunities which prevail in the domain of

education for the retailer of talking machines. The subject

is one of great interest and we commend these articles to

the consideration of all who are devoting attention to the

featuring and developing of the musical possibilities of the

talking machine.]

NEW ERA IN RECORD DEVELOPMENT

No one who is really well acquainted with

the facts will be likely to deny that the present

position of the talking machine record business

is in the highest degree interesting and impor-

tant. The American public has, for many years,

been coming around very gradually, but on the

whole steadily, to see that the talking machine

offers possibilities for the cultivation of music

which are not surpassed by any other conceiv-

able embodiment of musical expression. The

statement may indeed appear to be platitudi-

nous; but when we consider the facts and real-

ize how slowly comes any general public realiza-

tion of interest in matters of art, we shall see

that the day is only now at hand when we can

ask ourselves seriously how far the musical pos-

sibilities of the talking machine can be exploited

in an artistic direction, and along new lines,

during the immediate future.

There is, in short, a growing interest in, and

appreciation of, good music. Not that there

has not been all the exploitation that can be

imagined possible of popular music in all its

branches. It is rather that the better classes

of music have gradually come into their own,

so that the public in general feels regarding

them that they really now represent what a

talking machine exists to perform. The dance

music, the popular songs, the comic stuff, the

jazz, all have their place, but these are subject

to competition in one direction and another

which renders impossible any monopoly by the

talking machine in respect of performing them.

On the other hand, the things that the talking

machine gives in the way of high-class artistic

music it may be said to give, in general terms,

f4uite uniquely and much better than they can

be given through any other medium.

The Preserver of Music
The talking machine does something that no

other instrument of music does, or can do. It

Victor

Wholesalers

The House
of

Mellor
In

Pittsburgh
since

1831

acts in the world of music an unique and pe-

culiar part, for it is the preserver, the fixer, of

that essentially fluid thing, musical perform-

ance. Musical performance comes, moves and

is gone. The talking machine record catches

and fixes it, not indirectly but directly, not in

one and a limited direction, but in every direc-

tion, on all classes of music and in every con-

ceivable kind of musical performance. It is the

preserver of great musical interpretation, and

each piece of its work is done forever, and done

correctly, when it is done once.

The Stir in Music

Naturally then, although the work of edu-

cating the public to see this fact has been slow,

its results have been sure. To-day the great

masses of people, of every sort and kind, of

every type and style of intelligence which make
up the population of the United States, is stirred

in matters musical as it has not been stirred

before. The war has operated as one of the

principal causes of this mental inquietude which

is so healthy a symptom of the contemporary

thought in all matters of culture. People are

thinking to-day, as they never thought before,

and are seeking in all directions for answers to

important, nay, to essential questions, which

once they took as answered or for granted. In

religion, in politics, in social relations, thought

is untrammeled to an extraordinary extent, and

the same is true of the arts. In music especi-

ally, which is the one art that shows to-day

true life and energy, there is a wonderful stir-

ring. Even the excitement about those exa-g-

gerated forms of musical expression which we
denominate jazz, blues and all that sort of thing

indicate a healthy stirring. The people want

music, lots of it, and the more they want of all

sorts the more they want of the best sort.

That is a fact which no talking machine man
will be disposed to deny after examining the

condition that exists in the record field.

On the other hand, however, there is one

thing that must be said about the relation of

the talking machine business and the talking

machine record to the present healthy move-

ment in music appreciation. The time is not a

time for timidity. It is a time to reach out

and seize the opportunity which is presenting

itself, and to recognize that the old days of

hesitation need no longer mean anything to us.

In a word, let us now realize that it is up to

us to say whether the talking machine shall

or shall not take its place before the intelli-

gence of a people each year more appreciative,

as the means unsurpassed for the preservation

and expression of the treasures of musical art

which that dawning and growing intelligence is

just now beginning to demand.

The Inexhaustible Mine
There exist splendid libraries of recorded

music, but they are not generally known to the

public; at least to the e.xtent one would like

to see and ought to see. There is a marvelous

wealth of recorded interpretation already in ex-

istence, but there is still more an inexhaustible

mine of still greater and still finer interpreta-

tion awaiting the preservative touch of the re-

corder. The time is a time of unexampled
musical activity. The annals of musical art are

filled with new and often important names.

New ideas in composition and new ideas in

interpretation jostle each other. Shall we let

these pass and make no attempt to fix them?
Even closer at home are the great, the im-

mortal, masterpieces of music which have been

for years the standbys of orchestras and execu-

tant musicians, but which even to-day the great

general public know hardly at all. Think of

the extraordinary range of fine music in the

most popular of all artistic forms—the opera!

Think how much the opera means to us all and

what a delight all kinds of persons take in it.

Then think how very little is known about the

masterpieces of opera by these men and women!
Take away a few works like "Faust," "Carmen,"

"Tannhauser" or "Samson and Delilah" and what

have we left in common estimation? \'et the

greatest operas are not even mentioned among
these, nor the finest passages in operatic litera-

ture. Look at the magnificent "Boris Godounoff,"

which has crowded the opera houses of this

country for every performance that has been

given of it. How many know of it one single

thing, save that one great artist has contributed

his magnificent interpretation of a few of the

principal numbers. Yet from end to end this

is the most fascinating music, and the whole

opera, allowing for a few judicious cuts, could

be recorded and profitably sold to the people

the very moment that this public was put into

intelligent rapport with the facts and made to

know about them.

Done arid Undone
Sometimes one is led to believe that the talk-

ing machine industry does not begin to realize

the inexhaustible riches which lie at its hand

in the untrodden fields of musical interpreta-

tion. Vocally we have done pretty well, we are

beginning to do fairlj' well in the orchestral

line, but outside these departments we leave

the field nearly untouched. Even orchestrally

the trouble with us has been that we have done

things scrappily and have given the people tag-

ends of orchestral music when we ought to

have given them a carefully prepared and or-

ganized diet calculated to lead them on from

the familiar to the unfamiliar until the riches

of the orchestral kingdom were at the disposal

of every owner of a talking machine, and by
each of these wanted eagerly and discrimi-

natingly.

Even vocally we have been unsystematic,

though indeed the riches we already have are

splendid. But we have been unsystematic, and

it is time to begin traveling in the opposite

direction. Let us begin to organize our music

libraries, reducing the art of recording to a

science by the adoption of a sound system of

selection and choice.

To sum it all up, then, the time is here for

considering that the future of the talking ma-
chine lies in developing its artistic musical pos-

sibilities to the utmost, that this can only be

done by developing also to the utmost the

scientific selection of artistic music, to the end

that the eager but uninstructed public may be

judiciously guided and led on from simple to

complex, till in the fullness of time the industry

shall have come into its own and be the one

perfect purveyor of musical culture to the mil-

lions who now blindly are seeking it.

Nor need we in the least imagine that such

a policy will be unprofitable.

PLAZA NEEDLE COUNTER DISPLAY

The Plaza Music Co., 18 West Twentieth

street. New York City, recently placed before

the trade a counter display stand and silent

salesman for the sale of its "Magnedo" needle.

This is a multi-playing needle with gold finish,

compactly boxed and produced in loud, extra-

loud and medium tone.

JOSEPH HECKLER PROMOTED

Joseph Heckler, formerly a member of the

shipping department of the Emerson Phono-

graph Co., Inc., has been advanced to sales rep-

resentative and will get his initial education in

that department in Brooklyn territory.
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^cknotolebgment:

At the close of the most successful year in

our history we are glad to acknowledge

with thanks the support and loyalty of

"EMPIRE" patrons the past twelve months.

Their patronage has enabled us to surpass

sales totals of all preceding years.

The Errpire Ball
Bearing Tone-Arm

Jfor 1924
This company is planning to greatly increase

its manufacturing facilities to take care of

the demand for EMPIRE ball-bearing and

pivot base tone-arms; the new tone-arm for

portables and our popular Edison attachments.

Tell us about your 1924 requirements.

THE EMPIRE PHONO PARTS CO.
ESTABLISHED 1914

1362 East Third Street Cleveland,
W. J. McNAMARA, President and Treasurer

E. G. GUTHERY, Secretary

OhlO
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W D.ANDREWr CO.
DISTRIBUTORS OF

VICTROLAS and VICTOR RECORDS
Service That Satisfies"

SYRACUSE, N. Y.

IN SYRACUSE
Dealers Look for Record Business as Holiday Rush Gets Under

Jfax—Advertisincj Boosts Sales—"Talkers" Proving Popular Gifts

Syracuse, X. Y., December 10.—The lethargy

which had gripped the trade during part of

November has entirely disappeared and this

section of the State is now enjoying a busy

Christmas season. This, improvement followed

the release by banks throughout this section of

the State of huge sums of money,iSaved by in-

dividuals in Christmas clubs. Thousands of

people, especially factory workers, depend upon

this money for funds to purchase Christmas

gifts and, consequently, buyirig was held up

until the savings had been distributed. At the

present rate the retail trade will more than make
up the loss occasioned by the delay. Instead

of spreading over a period of four or five weeks

the business will be concentrated through two

or three weeks at most, but the sales volume of

the dealers will be as great, if not greater, than

last year.

Advertising Boosts Sonora Sales

Some nice business is being done by the

Sonora retailers, according to a report by the

Gibson-Snow Co., Inc., distributor of the

Sonora line of phonographs in this territory.

The national advertising campaign, which in-

cluded some excellent and very effective copy

in local mediums, has been instrumental in cen-

tering the attention of the public on the Sonora

and, naturally, the retail trade is reaping the

profits of this publicity. This advertising is

being supplemented by special pre-Christmas

publicity campaigns in the local newspapers by

individual dealers, and the results are mani-

festing themselves in sales. Orders being re-

ceived by the Gibson-Snow Co. indicate that

dealers are cleaning out their stocks, and when

the year ends inventories will be low.

Clark Co. Installs Audaks

The Clark Music Co., one of the live dealers

in this city, has prepared to give speedy and

efficient service to its large following of cus-

tomers during the Christmas rush by installing

a battery of Audaks, the record demonstrating

device which eliminates the necessity of booths.

One Audak was first thoroughly tried out and

it proved so satisfactory that a series of them

THE PERFORMANCE

OF SERVICE

is the test of any organization

The Gibson-Snow Co. as

distributors in New York
State for the Sonora
phonograph and Vocal-
ion records, accomplishes
this test of service that

does help the dealer
merchandise his product
in an efficient manner.

We are prepared to help you. Ask us for
our co-operation.

Sonora phonograph and Vocalion record
distributors for New York State.

GIBSON-SNOW CO., Inc.
Syracuse, N. Y.

was immediately installed. They are now in

operation and are giving satisfactory service.

These are used to supplement the booths, which
because of the fact that only one customer at a

time can use a booth and the floor space limits

prohibit more than a few of them, often result

in delays in service which have a detrimental

influence on business.

Victrolas Popular as Gifts

Victor dealers in this city and environs are

cashing in on the popularity of Victor talking

machines and records as Christmas gifts. The
W. D. Andrews Co., Victor wholesaler, with

headquarters here, is rushing instruments to

the dealers it serves as rapidly as- possible.

There is an optimistic feeling throughout the

trade that the windup of the year will show
up very well in comparison to similar seasons of

other years, and there is general optimism on
the part of both wholesalers and retailers that

1924 will be even busier and more prosperous

than the present year. This optimism, however,
is tempered with the knowledge that big busi-

ness will be the reward of only those dealers

who go out after talking machine and record

sales with the determination to win.

Fairs a Fertile Field

Frank E. Bolway & Son, Inc., recently re-

ceived a photograph from the Utica (N. Y.)

l-'honograph & Supply Co., which was taken

at one of the several fairs where the members
of this company exhibited the New Edison

phonograph within the last two months. In the

photograph the members of the firm are shown,

including E. B. Kuhl, who is a very fine cor-

netist and who played a great deal at these

exhibitions in direct unison with the cornet

solos on the New Edison. The members of this

company have made it a point to cover all the

fairs held in the vicinity of Utica during the

past two months and obtained a large number
of prospects, and also reported several sales

which can be directly traced to the displays

made during these exhibitions.

Trade Visitors

Visitors to this section of the State recently

included "Pop" Bristol, of Bristol & Barber,

prominent distributors of New York City, who
stopped ofif in Rochester. Mr. Bristol has a

host of friends in this section who gave him a

cordial welcome.
George Clay Cox, well-known talking ma-

chine dealer of Rochester, was a visitor to

Geneva and other sections of the northwestern

part of the State the past month.

On a Florida Vacation

William F. Hitchcock, of the Phonomotot
Co., Rochester, accompanied by Mrs. Hitch-

cock, sailed recently for Florida, where they

plan to spend the remainder of the year and

the early part of next year.

Reduction in Capital

The Rochester Phonograph Co., of Rochester,

N. Y., has reduced its capital from $100,000 to

$20,000.
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A. FODOR OPTIMISTIC OVER OUTLOOK

Vice-president and General Manager of Vox
Corp. of America Tells of His Plans and Ex-

pectations as Far as Company Is Concerned

A. Fodor, vice-president and general manager

of the Vox Corp. of America, who has for the

past five years been acting as a technical

adviser in the talking machine trade in this

country, is also intimately familiar through his

association with the European Vox Co. with

talking machine conditions abroad. Therefore,

although only newly engaged in the talking

machine business in this country, Mr. Fodor

is quite familiar with conditions and has made

a thorough analysis of the field.

In speaking with a representative of The

World Mr. Fodor made mention of his future

plans for the Vox Corp., which, by the way, are

most extensive. He said, in part:

"Although for the past five years I have been

working in the talking machine trade mainly as

a technical adviser, I still consider myself a

newcomer, because as director-general of the

Vox Corp. of America I am, for the first time,

A. Fodor

engaging in the manufacture and marketing

of a line of phonographs and kindred products.

Needless to say, my extensive study of the field

before launching the Vox Corp. here has given

me a most optimistic outlook for the approach-

ing year and those to come.

'T intend to profit by the splendid example

set by great figures who have made the talking

machine industry. These men have developed

the field from its crude beginning to the mag-

nificent and important industry of to-day. In

the same manner that other great organizations

have reached renown in their respective field,

I intend to guide the Vox Corp. to its particular

place in the sun. I am confident that we will

make our slogan, 'The Voice of the World,'

and our trade-mark of the cubist singing head

just as popular here as it has become through-

out the rest of the world."

The NEW EDISON
Phonograph

Our Proposition to Efficient Merchants

—

We desire representation at certain points in New
York State. With this in mind we will bring to your

town an Edison Instrument so you can hear for

yourself how well Mr. Thomas A. Edison has suc-

ceeded in actually Re-Creating the voices of feunous

artists. It will cost you nothing and will be a

pleasure to us. If interested drop us a card.

Frank.
E. BOUWAY
SYRACUSE

&Son
Inc.

Jobbers

COLUMBIA PLAN NOW OPERATIVE

Readjustment Committee Making Rapid Prog-

ress—Plan of Operation Has Been Fully Ap-
proved by the Creditors and Note Holders

The plan and agreement of reorganization of

Columbia Graphophone Mfg. Co., promulgated
by the readjustment committee, of which Mor-
timer N. Buckner is chairman, has been de-

clared operative. The plan has the approval of

100 per cent of the bank creditors, 100 per cent

of the merchandise and supply creditors (as

of April 6, 1922, as new obligations have been
settled in cash), 89 per cent of the five-year

notes and 93 per cent of the preferred stock of

the Factories Corp. Additional holders of notes

and preferred stock have indicated their early

approval.

The committee is confident that, with the

various readjustments which the plan contem-
plates, and under the present efficient manage-
ment, there will be a larger place for Columbia
activities and operations in the phonograph
industry.

The company has a physical plant and equip-

ment in excess of its needs and the plan gives

full power to the reorganization to determine

liow much of plant and equipment are to be

letained. The committee is satisfied that no
reorganization can be successfully carried

through without relief from the burdens of ex-

cess plant and equipment.

The plan provides for a new company to be

known as the operating company, which is to

acquire sufficient facilities for conservatively

estimated sales requirements. Ample working

capital is to be furnished the operating com-
pany. The plan further provides that remaining

assets are to be acquired by a second company
to be known as the liquidating company, which

in due course is expected to dispose of these

assets to best possible advantage.

TAKES OVER BANKRUPT DISTRIBUTOR

The offer of $6,700 made by Robert Goodman
to the creditors of the Cabinet & Accessories

Co., Inc., New York, for the purchase of this

distributing business, was accepted at a meet-

ing held on Tuesday, December 4. After the

referee has deducted the administration ex-

penses the creditors will receive their propor-

tionate amounts which, it is expected, will net

about 12 or 13 per cent. It is also expected

that the purchaser will continue the business.

CLOSES SUCCESSFUL BUSINESS TRIP

Louis J. Unger, of Reflexo Products, Inc.,

New York City, recently completed a trade

tour in the interest of Gilt Edge and Re-

flexo blue steel needles which was successful

in every respect. Orders for immediate deliv-

ery continue strong, while the outlook for 1924

is reported as very promising indeed.

Special Notice
WE HAVE OVER ONE MILLION FOREIGN COLUMBIA RECORDS

All catalogue numbers, consisting of Columbia 1923 catalogue. These records are all first class stock

Packed 400 to a case,

assortment of each of

25 of a number, a large

the following languages:

Arabic
Armenian
Bohemian
Chinese
Croatian
Danish
Finnish
French

German
Greek
Hebrew
Hollandish
Hungarian
International

Italian

Jewish

Lithuanian

Mexican
Norwegian
Novelty
Polish
Portuguese
Roumanian
Russian

Scandinavian
Serbian
Slavish
Slovenian
Spanish
Swiss
Turkish
Ukrainian
Welsh

Special:

We carry a large

selection of German
Christmas numbers
in stock.

We also have 12-

inch Columbia rec-

ords in all languages

made. Write for

prices.

Prices on 10 inch records;

1 case lot 19c each

2 case lot 18c each

3 case lot 17c each

4 case lot 16c each

5 case lot 15c each

We give a very good assortment of numbers.

Get our special prices on larger quantities.

ALWEIS & LOVEY
402 WEST 40»h STREET TEL. 7855 CHICKERING NEW YORK
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How you can attract
the better class of trade

TT is an unquestioned fact that Widdicomb Phono-
graphs in period style possess an unusual attrac-

tion for the discriminating buyer because of their

two fold appeal—rare tonal quality and exquisite

cabinet work.

These two prerequisites for worth-while sales have
always been unmistakably evident in all Widdicomb
models—which accounts perhaps for the Widdi-
comb's large following among stores catering more
especially to people of culture, refinement and social

position.

If you are interested in increasing your patronage
among this class of trade, we shall be glad to pre-

sent the facts showing how the Widdicomb fran-

chise can become a distinct asset to you. Write
for catalog and full particulars.

patented tone control.

I HE WIDDICOMB FURNITURE COMPANY, GRAND RAPIDS, MICH.

Fine Furniture Designers Since 1 865
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The NEW
Columbia

is superior

Hearing
is believing

It has a two-fold beauty To see the

New Columbia is to see a beautiful piece of

furniture. To hear the New Columbia is to

experience a matchless beauty of tone repro-

duction.

COLUMBIA PHONOGRAPH COMPANY
New York

DAVIN CELEBRATES TENTH "BIRTHDAY"

Popular Victor Man Entered Industry Ten
Years Ago—Has Won Friendship of Dealers

and Jobbers Throughout the Trade

The many friends in the trade of J. J. Davin,

of the Musical Instrument Sales Co., New York,

Victor wholesaler, will undoubtedly be inter-

ested to learn that on next Tuesday (Decem-

J. J. Davin

ber 18) this popular Victor man will celebrate

his tenth "birthday." The word birthday is

used figuratively, however, and not literally, foi

on December 18, 1913, "Jimmie," as he is known
to all of his friends, embarked upon^his career

in the Victor industry. During the past ten

years he has won the esteem and respect of

Victor dealers and jobbers from coast to coast

and has acquired an intimate knowledge of everj

detail of the Victor industry.

Mr. Davin's first connection with the Victor

trade was in the capacity of a member of the

sales staff of the New York Talking Machine
Co., which at that time was located at 81

Chambers street. After spending about seven

years with this company and working in close

co-operation with the dealers in metropolitan

territory he joined the forces of the Reincke-

Ellis Co., Chicago, being appointed manager of

of the New York branch of this organization,

later going to Chicago as secretary of the com-

pany. He remained with Reincke-EUis for two

years, visiting Victor jobbers and dealers

throughout the country in the interest of the

Victor sales and publicity helps prepared by this

company.
About a year ago "Jim" again heard the call

of the jobbing industry and joined the organiza-

tion of Ormes, Inc., Victor wholesaler, which

several months ago was consolidated with the

Musical Instrument Sales Co., New York. He

is now devoting all of his time to the develop-

ment of Victor business for the dealers in

metropolitan territory and his thorough knowl-

edge of Victor merchandising has enabled him
to offer the dealers practical and profitable sug-

gestions. It is generally recognized that Mr.

Davin is one of the best posted Victor record

men in the field and the various ideas that he

has introduced for the stimulation of record

sales have proved invaluable to the dealers

using them. His decade of activities in the

Victor industry has imbued him with an unfail-

ing optimism that is one of his many outstand-

ing qualities.

tremendous orders. It is stated, however, that

there is liable to be a temporary delay on ship-

ments due to the packing material being de-

stroyed. New material has already been or-

dered and every effort will be expended to catch

up with lost time.

VICTOR RETAIL DEALER HELPS

Effective Advertising Matter for Use of Victor

Dealers Bearing on the Weekly Releases

BAQSHAW SUFFERS FIRE LOSS

Warehouse of Prominent Needle Manufacturer
Damaged—Production Not Affected

Lowell, Mass., December 8.—Tho large storage

warehouse of the W. H. Bagshaw Co., talking

machine needle manufacturer of this city, which
is popularly known as the Warren street ware-
house, was badly damaged by a fire of unknown
origin which occurred on Friday evening. This
warehouse adjoins the large factory buildings of

the Bagshaw Co. and for a while these buildings

were seriously threatened. By prompt work of

the fire department, however, the damaged area

was limited to the warehouse.
Although all packing material was destroyed,

production was not affected in the least and is

k'-civng up at full speed to take care of the

Since the latter part of September, that is

to say, since the adoption by the Victor Co.

of the weekly plan of releasing records, the

advertising department of the Victor Co. has

been preparing very effective advertising matter

for the use of Victor retailers. Each and every

week a set of advertisements is mailed to each

Victor dealer. These mailings include proofs

of completely set up advertisements. The illus-

trations shown are available in electrotype or

mat form to Victor dealers without charge and

the copy w'hich appears in these advertisements

has been prepared by experts in the advertising

field. The advertisements cover a variety

of sizes of space and types of copy appeal and

relate to both the record and machine ends of

the Victor business. Incidentally, the statement

is made on good authority that the electrotype

orders filled by the Victor Co. in behalf of the

Victor dealers run into a volume which exceeds

the electrotype orders of any company, not only

in this field, but in any other field.

KENDRICK & DAVIS
Electric Drive for Phonographs

Price but little higher than standard spring motor

7 Inches Long

3

Inches
Deep

Universal Motor—Direct Drive

25 to 60 Cycles

Allows for Voltage Variation

One-piece Tool Steel Shaft

Phosphor Bronze Bearings, Self-

oiling

4
Inches
Wide

Weight 4 Lbs.

e Formica and Brass Gears

Friction Idler—Prevents Stripping

Automatic Stop — Combininf
Starting Sv^^itch and Lock

Manufacturers Gucirantee
for One Year

Sales Agent

H. A. ROBBINS 142 Berkeley St., Boston, Mass.
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MeMoSpeaksGoodEn^M
Comedy Son^ with Lai^hs galore

can't^ wnoH^

-0^

L«>. Fcisc inc

McKospeak-a ^ood En^-lish, 1 to can un-der- stand

INDI A NAPOLIS
Holiday Season Closing One of the Best Years in the Trade—
Careful Merchandising Pays—N^ew Stores and Other Activities

Indianapolis, Ind., December 7.—This month
will bring to a close one of the most prosperous

years enjoyed by the talking machine dealers

in the Indianapolis and Indiana territory in a

long time. Sales have been good all year.

Starting with January collections have been

generally good, and, considering the large num-
ber of machines sold on the deferred-payment

plan, this is an item of no small importance.

Dealers have been discriminating in the class

of trade to which credit is extended and de-

ferred-payment contracts offered, and this has

resulted in this condition of good collections

and has accordingly reduced the relative num-
ber of repossessions. Just what the new year

will bring is more or less a matter of specula-

tion. E. G. Hereth, of the Baldwin Piano Co.

of Indiana, points out that many people are

going from one store to another looking at

instruments, but undecided as to the machine
they prefer.

Edison will round out a very prosperous year

in Indiana, according to F. G. Pullen, of the

Phonograph Co. of Indiana. A large number
of new dealer accounts have been opened dur-

ing the year, particularly during the past six

months. Practically all of these new dealers

have been successful in making a good volume

of sales and this, added to the activities of

those who have handled Edison goods in the

past, gives the Edison a sales effort which is

bound to do business. One of the latest addi-

tions to the Edison organization is the new
Meskill Music Co. store at Muncie, Ind., which,

with the Meskill store in Indianapolis, will be

operated by W. G. Meskill, formerly with the

Phonograph Corp. A. J. Huber will be man-
ager of the Muncie store. The Meskill store in

Indianapolis has been doing a very good busi-

ness and the new Muncie store is making a good

start in a good field.

Victor products have been good sellers dur-

ing the year, and have done correspondingly

well during November and thus far this month.

The Victor department of the L. S. Ayres de-

partment store had a very good month in rec-

ords, according to R. R. Follis. Ira Williams,

manager of the Victor department of the Pettis

Dry Goods Co., reports good sales of both

machines and records. Both of these stores

will more than exceed their figures for 1922

sales. The Taylor Carpet Co. has been fea-

// is a mark of 7)lSTINCTI0N
to sell the

New Edison

You render your community a real service by making available to

them the New Edison Phonograph and the splendid Edison Disc

Records. We serve territory located in Indiana, Illinois and Ken-

tucky—and are prepared to establish Edison representation in

certain towns in those states. Our proposition will be mailed to

you on request^—without obligation to yourself. A post-card from

you will do the trick.

Phonograph Corporation of Indiana

325 North Delaware Street Indianapolis, Indiana

turing Victor products in special advertising
with very good results. This store handles Vic-
tor goods exclusively and features a sealed rec-

ord service which carries a strong appeal to

record buyers. W^. A. Armstrong, merchandis-
ing manager in charge of the Victor department
of this store, cites instances of large orders
of records being shipped to American mission-
aries in China and Japan, solely on the strength
of the appeal which the sealed envelope, assur-
ing the purchaser of an unused record, carries.

The FuUer-Ryde Music Co. did a good business
during the month, but a hesitancy on the part of

prospects is noticed by Joel B. Ryde, of this

fiouse. Albert Graham, manager of the In-

dianapolis Talking Machine Co., reports a good
demand for Victor machines and a very good
volume of record sales.

I. Seidel, proprietor of the Lyric Theatre
Music Shop, Columbia dealer, is opening a new
store in Irvington, a suburb of Indianapolis.

Modern fixtures and hearing rooms are being

installed and it is expected that this store will

enjoy an unusual business right from the start,

due to Mr. Seidel's connection with the music
trade in Indianapolis.

Miss Helen Barnes, a representative of the

Columbia Phonograph Co., Chicago branch, was
a recent visitor here, helping local Columbia
dealers with their problems.

F. X. Donovan, manager of the talking ma-
chine department of the Pearson Piano Co.,

says that while he has noticed a slight falling

off in the demand for machines, record sales

have been unusually good. There seems to be

an increasing demand for Cheney machines, Mr.
Donovan says, and the ratio of Cheneys to ma-
chines of other makes sold is increasing in favor

of the former. The fiftieth anniversary sale of

the Pearson store closed on Saturday, Decem-
ber 1. The campaign was a tremendous suc-

cess, largely the result of intensive efforts.

Retail sales of the Sonora machine have been
very good at Charles Mayer & Co., Banner
Furniture Co. and Widener stores, and all of

these houses are looking forward to a good
holiday business. The medium and higher

priced console models are the most popular in

this territory. The Widener store has also done
the usual Victor and Columbia business and
by featuring the special Columbia demonstra-
tion record in window displays has sold a large

quantity of this number.
Brunswick dealers report a good amount of

sales with splendid prospects for a large holi-

day business. Both the Baldwin Piano Co. and
the Brunswick Shop have been featuring Bruns-
wick machines and records in special holiday

advertising, and the Brunswick Shop has used
some successful tie-ups in recent advertising

with local appearances of orchestras which
Brunswick records.

H. J. Wilcks, of the Columbia Phonograph
Co., recently made a trip to Dayton, Hamilton,

Cincinnati and Indianapolis. He reports un-

usual activity among southern Ohio dealers on
the new Columbia models which were recently

announced.



December 15, 1923 THE TALKING MACHINE WORLD 16S

RUDOLF POLK NEW REGAL ARTIST

American Violinist, Famous Here and Abroad,
to Record Exclusively for the Regal Record
Co.—Extensive Campaign Planned

Rudolf Polk, an American violinist, w^ill re-

cord for the Regal Record Co., Inc., exclusively,

according to the latest announcement from the

executive offices of that company.
Mr Polk was born in New York City and

approval .of the leading critics in several con-

tinental countries, where he has been hailed as

"the biggest hit among the American artists"

and as "undoubtedly the most promising of all

the foreign artists." His concert at Carnegie

Hall on November 11 was a decided success.

The Regal Record Co. will shortly inaugu-

rate a campaign featuring the works of this

newest addition to its staff of recording artists.

STRAND MODEL ACCOMMODATES RADIO

Manufacturers Phono. Co. Introduces Model in

Which Standard Radio Sets May Be Installed

—Trade Keenly Interested in Innovation

ELABORATE 1924 EDISON CATALOG

New Record Catalog Contains Complete Classi-

fication of Records, Lists Artists and Con-
tains Illustrations of Machine Models

The 1924 catalog of Thomas A. Edison, Inc.,

entitled "Edison Records," recently made its

debut. This catalog is a considerably more
elaborate affair than that for the previous year.

It contains over 500 pages and presents all of

the Edison records in a completely classified

manner. Records are classified by artists, by
type of music, alphabetically, foreign, etc. The
introductory pages are similar to those in the

catalog for the previous year and feature the

re-creation of music as developed by Thomas
A. Edison. The catalog also gives a list of

the Edison artists and a list of the different

models of the New Edison with the prices

thereof.

Rudolf Polk

carried his art to Europe, reversing the usual

process.

Mr. Polk, who is a pupil of Henri Marteau,

had, in spite of his youth, achieved remarkable
artistic successes here before going abroad,

where he has now won for himself a high place

during the past year. His -impeccable tech-

nique and scholarly interpretations, coupled

with an ingratiating personalty which counts

so strongly on the concert stage, have won the

ADD=A=TONE PRESIDENT VISITS WEST

Herman Segal, president of the Unique Re-

production Co., Inc., New York, manufacturer

of the Add-A-Tone amplifier, recently returned

from a trip to Chicago and mid-Western terri-

tory. "New distributors were appointed to han-

dle the growing demand in the Middle West
and a general survey of the needs of the trade

was made," said Mr. Segal upon his return.

Conditions seem healthy among both the job-

bers and dealers and substantial orders have

been received from the trade throughout the

West.

Geo. W. Lyle, president of the Manufacturers

Phonograph Co., New York, manufacturer of

the Strand phonograph, announced this week
that his company had made arrangements to

place on the market a Strand console model
designed to accommodate standard radio receiv-

ing sets. This instrument comprises a regular

Strand model on one side while on the other

side there is an instrument board which will

accommodate many of the standard radio sets

now on the market. A unique feature of this

instrument is a loud speaker connection that

does not require removal of the sound box.

Mr. Lyle states that Strand jobbers and deal-

ers who have been advised regarding this radio

model are keenly enthusiastic regarding its

sales possibilities, for it can be merchandised
complete with a radio set, or can be sold as a

talking machine with the idea of installing the

radio set at some future date. Mr. Lyle spent

the greater part of the past year visiting the

trade throughout the country and the introduc-

tion of the new Strand radio model was made
in recognition of the suggestions offered by

his jobbers and dealers. It is the belief of the

Strand selling organization that there will be

an active demand during 1924 for a console

model that will accommodate standard radio

receiving sets and the new instrument meets all

requirements in this respect. Deliveries of the

new model are being made during the current

month and plans are being made for an active

sale of this instrument during 1924.

E. C. Malarkey, who operates a chain of

music stores in Pennsylvania, has moved his

Shamokin store into new quarters in the Zuern
Building, 510 North Shamokin street, following

extensive alterations. The Victor line of ma-
chines and records is handled.

Model G Model I

Interior, Models D, G, H and I

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

Height 34'5^ inches.

LET US FURNISH YOUR HOLIDAY
REQUIREMENTS

Model H
Write Today for Cuts and Prices

Model D

THE H. LAUTER COMPANY
West Washington and Harding Streets INDIAISAPOLIS, {INDIANA
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OKe Cheney
THE MASTER PHONOGRAPH

The most perfect music-reproducing instrument

TheAbb'tsford—Style 117. A Queen
Anne period design in Biltmore Mahog-
any. Gold plated metal parts. dillOO
Six record albums Cp

Early English Model—Style 120. Ameri-
can Walnut stained to an English finish.

Exposed metal parts plated in tii^'^O
Roman 5,old. Six record albums, s'^-'^

The Oxford—Sf>le
41. English period de-

sign. Dark Oak \ ith

Walnut appl-que.
Gold plaledmetal p rts.

The Westminster— Style 31-
An early English period model.
Finished in the popular two-
tone oak efiect. Nickel plated
metal parts. 1 lays all Cr\
records

Georgian Period
Model -Style 5. Bilt-
more Mahog ny or
Newby Walnut.
Metal p rtsgoldpUted.
Big t de luxe albums.

,:k^.'.'$235

1 he oauaoujy—otyle 118. Alter
the work ol Sheraton and Shearer.

In Mahogany and Walnut, hx-
posed metal parts gold <t'70i^
plated. Albums .... <P^^^

These prices apply east of the Rockies only

he Greatest Jail Business in ouruistoii)!

Txtraordinarif Value oj^CheneijLineBrin^sDelu^e Holiday Orders

Dealers are saying: "It's the greatest phonograph line

that we can handle." They are backing their statements

with orders. Never before has The Cheney been in such

widespread demand. Dealers everywhere tell us they find

a growing appreciation of The Cheney in the public mind
—a conviction that The Cheney is genuinely superior.

From the dealer's standpoint, he finds the line admir-

ably suited to his needs. Note particularly the models

illustrated. Cheney console models reflect unmatched

elegancy in design and workmanship— yet they retail as

low as $165. Similarly, Cheney upright models take their

place in the home with dignity and elegant simplicity

—

and such models retail as low as $100.

Above all, every Cheney model is a real Cheney with

the tone quality, which only the Cheney acoustic system

can develop. Such distinctive superiority makes The
Cheney easy to sell. It is unquestionably "the most per-

fect music^reproducing instrument."

fTo insure complete slocks for holiday trade it is essential thai dealers place their orders at once

THE CHENEY TALKING MACHINE COMPANY CHICAGO

CHENEY PHONOGRAPH SALES CO.
1965 E. 66th St., Cleveland, Ohio

Ohio, W. Va., Western Pa.

CHENEY SALES CORPORATION
376 Bovlston St., Boston

Nl-iv ¥,ngland

RIDDLE PHONOGRAPH CO.
1205 Elm St., Dallas, Tex.
Texas, Southern Okla.

MUNSON-RAYNER CORP., 643 S.

DISTRIBUTORS
CHENEY SALES CORPORATION
1107 Broadway, New York City

Greater Neu* York, Western Conn,, New Jersey

CHENEY SALES COMPANY
^ Brandeis BIdg., Omaha

Iowa, Nebr., Colo., W>o.

ROLYAT DISTRIBUTING CO.
Provo, Utah

Utah, Southern Idaho

Olive St., Los Angeles MUNSON-RAYNER
California, Western ISev., Ariz.

CHENEY SALES CORPORATION
Jefferson Bldg., 1015 Chestnut St., Philadelphia

Eastern Pa., Del., Md., Washington, D. C.

EDW. G. HOCH &. CO.
27-29 Fourth St., N., Minneapolis

Minn., N. D., S. D., Northern Wis., Mont.

CHENEY PHONOGRAPH CO.
212 Selling Bldg., Portland
Washington and Oregon

CORP., 86 Third St., San Francisco, Calif.

lerri/ory not listed oioue Is handled direct hv Ttte Cheney Talking Machine Company, Chicago
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LD^NINSSWORLlyMySI
To Introduce New Copyright Bill in Congress

Bill Prepared by Register of Copyright, if Passed. Will Permit the United States to Enter the

International Copyright Union, Giving American Composers Reciprocal Rights

Below is given the proposed draft of a bill

to amend the Copyright .Law in order to permit

the United States to enter the International

Copyright Union. This bill has been prepared

by the Register of Copyright and will be intro-

duced at an early date in the session of Con-

gress which has just opened.

The passing of this proposed measure will

grant reciprocal rights to foreign authors

necessary for American composers and pub-

lishers to take advantage of the new Canadian

Copyright Act.

Be it enacted by the Senate and Hon.<;c of Ref^resenta-

tives of the United States of America in Congress

assembled. That the President of the United States be, and

he is hereby, authorized to effect and proclaim the adhesion

of the United States to the convention creating an inter-.

national union for the protection of literary and artistic

works, known also as the International Copyright Union,

signed at Berne, Switzerland, September 9, 1886, and re-

vised at Berlin, Germany, November 13, 1908, and to the

"Additional protocol" to the said convention executed at

Berne, Switzerland, March 20, 1914.

Sec. 2. That it is hereby declared that the United States

desires to be placed in the first class of the countries

which are members of the International Copyright Union,

as provided in article 23 of the said convention of 1508.

Sec. 3. That the rights and remedies granted by the

Act entitled "An Act to amend and consolidate the Acts

respecting copyright." approved March 4, 1909, and the Acts

amendatory thereof shall be, and are hereby, extended to

the authors of works of architecture, and choreographic

works and pantomimes, as class- (n) and class (o), re-

pectively, in the list of classes of copyright works in section

5 of the said Act; but the copyright of a work of archi-

tecture shall cover only its artistic character and design

and shall not extend to processes or methods of construc-

tion ncr shall it prevent the making or publishing of photo-

graphs, paintings or other illustrations thereof, and the pro

prietor ot the copyright shall not be entitled to obtain an

injunction restraining the construction of an infringing

building, or an order for its demolition.

Sec. 4. That on and after the date of the President's

proclamation, as provided m section 1 of this Act, foreign

authors not domiciled in the United States who are citizens

or subjects of any country (other than the United States)

which is a member of the International Copyright Union,

or authors \viioTe woi^ks are first published in and enjoy

copyright protection in any country which is a member
of the said Union, shall have within the United States

the same rights and remedies in regard to their works

which citizens of the United States possess under the copy-

right laws of the United States, and for the period of

copyright prescribed by said laws, including any term of

copyright terT!e\v'sLf:'''FroVided, however. That no right or

remedy given pursuant to this Act shall prejudice" la-wful

acts done or rights in copies lawfully made or the con-

tinuance of enterprises lawfully undertaken within the

United States prior to the date of said proclamation.

Sec. 5. That in the case of works by such authors first

produced or published after the date of the said proclama-

tion the copyright protection in the United States shall

begin upon such date of first production or publication;

and in the case of all of their works, not previously copy-

righted in the United States, in which copyright is sub-

sisting in any country of the Copyright Union at the date

of said proclamation, the copyright protection in the United

States shall begin upon such date; but the duration and

termination of the copyright protection in the United States

for all works shall be governed by the provisions of sections

25 and 24 of the said Copyright Act of 1909: Provided,

hozvever, that the duration of copyright in the United States

shall not in the case of any foreign work extend beyond

the date at which such work has fallen into the public

domain in the country of origin.

Sec. 6. That the enjoyment and the exercise by such

foreign authors not domiciled in the United States of the

rights and remedies accorded by the copyright laws of the

United States and the provisions of this Act shall not be

subject to the performance of any formalities in order to

secure copyright, and such foreign authors shall not be

required to comply with the provisions of the copyright laws

of the United States as to publication with notice of copy-

right, desposit of copies, registration of copyright, or manu-

facture within the limits of the United States.

Sec. 7. That the provisions of section 31 of the said

Act of 1909 shall apply to any work by a foreign author

only when two copies of such work shall have been

deposited after publication and manufacture as required by

the said Act of 1909, under an assignment of the United

States copyright recorded in the Copyright Office.

Sec. 8. That the Supreme . Court of the United States

shall prescribe such additional or modified rules and regu-

lations as may be necessary for practice and procedure in

any action, suit, or proceeding instituted for infringement

of copyright under the provisions of this Act.

MARKS SIGNS CHERNIAVSKY

Secures Exclusive Services of Director of

Thomashefsky's Theatre for Number of Years

The Edward B. Marks Music Co. has signed

tor a term of years the exclusive services

of Cherniavsky, musical director of Thomashef-
sky's Broadway Theatre. His present musical

comedy success, "Three Little Business Men,"

is drawing crowded houses and the melodies,

"Oh, Say the Word" and "Money and Love,"

will, undoubtedly, prove good sellers.

Cherniavsky graduated from the Petrograd

Conservatory in 1911 with the title Artist Lau-

reate. Later he studied in Leipzig, following

which he made a European and international

tour. Many of his compositions are included

ii! the repertoire of Heifetz, Elman, Zimbalist

and others.

Stasny's International Hits

Featured by

Paul Specht

and his

Hotel

Alamac

Orchestra

The Biggest

Selling Waltz
of the

Season
Featured

by
Vincent Lopez
and his Hotel
Pennsylvania
Orchestra Melodv You Cannot Resists

ORDER NOW
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HIT HARRY VON TILZER'S

DEAR-OLD-LADY
A BEAUTIFUL FOX TROT

Sung By Hundreds of Vaudeville Acts. Played By Thousands of Orchestras.

Feist Drive inRotogravure Newspaper Sections
New York Music Publishing Firm Uses Five Full-page Advertisements in the Rotogravure Sec-

tion of the New York Sunday Tribune, Featuring Leading Hits in Its Catalog

ing successes as "Wonderful One," "I Love
You," "No, No, Nora," and songs of like

Leo Feist, Inc., the well-known popular music

publishing firm, has inserted five full-page ad-

vertisements in the rotogravure section of the

New York Sunday Tribune during the past six

One of Feist's Rotogravure Ads

Weeks. The last two of these is the full-page

advertisement carrying a life-sized reproduction

of a portrait of Al Jolson and featuring the

Feist big success "No, No, Nora" in the issue

of November 18 and a similar reproduction of

Florenz Ziegfeld, producer of the nationally

known "Follies" now in its seventeenth edition,

which appeared in the issue of November 25.

It called attention, in addition, to this season's

"Follies" success, "Take Those Lips Away."
This was written by Harry Tierney and Joseph

McCarthy, of "Irene," "Up She Goes," "Saw
Mill River Road" and other famous produc-

tions and song fame.

A previous advertisement of this style which

appeared in the Tribune was the full page given

over to a large photograph of John McCormack
and his Victor record of Paul Whiteman's waltz

success, "Wonderful One," inserted in the issue

of Sunday, November 11. Other announcements

carried publicity on "Saw Mill River Road" and

"I Love You," the latter a song and dance suc-

cess which, while it has not reached its greatest

height, is now acknowledged one of the leading

sellers of the year. It is the song hit from

"Little Jessie James" and appears in this sea-

son's "Follies" in instrumental form, played by
Paul Whiteman and His Orchestra.

Undoubtedly, this series of advertisements is

the high mark of full-page publicity by popular

publishers given over to an individual song.

In all of these announcements it was pointed

out that the sheet music as well as the player

rolls and records could be obtained from the

reader's music store. In most of the advertise-

ments all of the Feist active sellers were men-

tioned in small type as a reminder of their avail-

ability without in any way detracting from the

"smash" on the individual song.

In a season when sales are none too active

and with publicity given over to such outstand-

J^r. FLORENZ ZIEGFELD

introduces in His Jiew Jollies'

TAKE THOSE
LIPS AWAV^

A»j -f^i^ Stmt'

Another of Feist's Rotogravure Ads
calibre, the Feist organization seems bent upon

doing its share of making the music counters

of the retailers active.

BERLIN DANCE FOLIO SELLS WELL

The special edition of the Irving Berlin, Inc.,

"Universal Dance Folio for 1924" has sold in

such a large volume that the publishers found

it necessary to get out a second edition. Con-

sidering the fact that the new folio was only

recently released, the sale, under the circum-

stances, can be considered exceptional.
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QARBER IN WIDE DEMAND

Garber-Davis Orchestra, New Victor Artists,

Has More Engagements Than It Can Fill

WITMARK EXPLOITATION PLANS

'I'm Sittin' Pretty," "Midnight Rose" and
"Bebe" Leaders in Catalog

VON TILZER IN NEW OFFICES

Occupies Entire Third Floor in Building at

1587 Broadway, New York

Jan Garber and His Garber-Davis Orchestra,

which was recently added to the musical com-
binations playing
exclusively for the

Victor Talking Ma-
chine Co., has been

hailed as one of the

best musical attrac-

tions which have en-

t e r e d the field in

months. The orches-

tra is now playing

for a nightly mini-

m u m guarantee of i

$500 with the privi-

lege of 50 per cent

of the gate receipts.

It played at the

Army and Navy
Ball, at the Ambas-
sador Hotel, New
York, on November *

23, receiving $1,000

for four hours' Jan Garber
work with a bonus for every hour after that

period. It is also to play at the Charity Ball,

Elmira, N. Y., and was the added and unbilled

surprise attraction of the Talking Machine Men,
Inc., Ball, held at the Pennsylvania Hotel on
November 21. The records of this orchestra,

recently released by the Victor Co., are having
an active sale and, following the unusual recog-
nition this musical combination is receiving, the
mechanical renditions will become very popular.

M. Witmark & Sons have increased the num-
ber of professionals who are singing their new

The Harry Von Tilzer Music Publishing Co.

has leased the entire third floor at 1587 Broad-

way, southwest corner of Forty-eighth street,

for a term of years. This floor was the original

home of the National Vaudeville Artists and

is ideal for a popular music publisher.

This move to much larger space by the above

house is further evidence of the great progress

made by the Von Tilzer organization since its

reorganization. Its present catalog has been

most active and some new issues are shortly to

be announced. Plans for making the Von Tilzer

ofganization one of the leading houses in the

popular publishing field are quite extensive and
the new home is one of the first.

NEW FEIST NUMBERS

and His Garber-Davis Orchestra

novelty song, "I'm Sittin' Pretty in a Pretty

Little City." This has not lessened their efforts

in behalf of "Midnight Rose" and "Bebe," both

of which are being programmed by a long list

of vaudeville artists. Besides the vaudeville

artists who will sing this number the song will

be tied up with orchestras everywhere, -motion

picture houses, theatres, cabarets, as well as

being heard frequently on the radio.

Among the new numbers added to the cata-

log of Leo Feist, Inc., which are to be included

in the Feist activities during the balance of

the present year and the early part of 1924

are "Linger Awhile," "When Lights Are Low,"
"You Didn't Care When You Broke My Heart,"

"Along the Rainbow Trail," "Take, Oh! Take
Those Lips Away," "My Sweetie's Sweeter Than
That," "Before You Go," "That's Everything,"

"Eileen" and "In Arcady."

Boucher Bros., of Rumford, Me., Columbia
dealers, recently sold their business to the Rum-
ford Furniture Co., which will continue to fea-

ture the Columbia in a large way.

Mrs. A. J. Stasny, head of the A. J. Stasny

Music Co., Inc., sailed for England early this

month where she will visit the Stasny English

branch and subsidiary retail establishments in

the British Isles.

FOX NUMBER IN "TOPICS OF 1923"

The new show, "Topics of 1923," in which the

famous French actress, Alice Delysia, is starred,

had its premier performance in Atlantic City

the week of November 12. The Sam Fox Pub-

lishing Co. is very fortunate in having its new
Parisian success, "Nights in the Woods," used

as the interpretive music for one of the scenes

of the show, entitled "On the Boulevard."

%u can HEARit
and BUY it HERE
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A New Song of Unusual Merit

Nenorys Garden
ForAll Voices.

Victor Record

Frances /Ilcla<|r

By
G^nnc Denni

and

Lucien Denni

[glUST released, Red Seal Victor Record, by Frances Alda of the Metropolitan Opera Co. Clay Smitli says in his review of "Memory's Garden," in the "Lyceum Magazine": "There is style-plus, for it teems with
led vocalistic show places. 'Memory's Garden' is a great concert song and will live for years." Published in three keys, with orchestra accompaniment. Duet for Soprano and AJto, Quailets tor Mixed, Mal« and
Women's Voices. Obtainable at aU music stores or from the pubfahers J. JENKINS SONS' MUSIC CO., KansaS City, Mo.

NEW "LA ROSITA" VOCAL EDITION

Use of Number in Capitol Theatre Presentation

Creates Immediate Demand

The Sam Fox Publishing Co. was pressed to

rush into print a vocal edition of its former
instrumental success, "La Rosita," following its

ing that name, it will also be used as the theme
in the musical score when the picture is played

elsewhere. Rolhafel, who is responsible for

the many musical settings at the Capitol The-

atre, has, in the above case, arranged an un

usual, unique and elaborate prologue and the

musical piece bearing the same name justifies

this thought and attention, as it is a beautiful.

holland as soprano lead, and a male quartet,

gave the rendition of "Rosita" a background
that not only placed the mind of the audience

in a receptive mood for the photoplay to come,

but impressed the melody upon those present

in a manner that made it hard to forget.

NEW REMICK NUMBER GOING WELL

"Bring Back That Old-Fashioned Waltz" Makes
Big Hit With Buffalo Public

"La Rosita" in Capitol Presentation

Buffalo, N. Y., December 8.—Sheet music

dealers in Buffalo report that the new song
recently released by Jerome H. Remick Co.,

"Bring Back That Old-Fashioned Waltz," is

one of the best sellers on their counters. It

was written by Albert Hay Malotte, a Buffalo

songwriter, who is becoming famous for his

ability as a writer of waltz music. Over 3,000

copies have been sold in Buffalo. Other good

sellers are "I Want You," "No, No, Nora,"

"You Didn't Want Me When I Wanted You"
and "Every Night I Cry Myself to Sleep Ovet

You." Dealers generally report the demand for

sheet music good.

use as a vocal prologue to the photoplay show-
ing of "Rosita" at the Capitol Theatre, New
York, which was recently held over for a second

week's appearance. The vocal edition of this

Sam Fox success will carry the title "Rosita"

and, in addition to being the musical prologue

to the photoplay exhibition of the picture bear-

rhythmical, Spanish tango melody of most ap-

propriate caliber.

The scene is a public square of a Spanish

city in the days of the Spanish cavaliers, with a

typical Saracenic castle background. Doris

Niles, in a Spanish dancer's costume, supported

by the Capitol Ensemble, with Florence Mul-

The Paul Whiteman offices are opening a

subsidiary branch in Philadelphia to build up

bookings throughout the Middle Atlantic States,

Elsie Hild, office manager for United Orciics-

tras. Inc., will spend part of her time in New
York and part in cliarge of the new offire.

EEP YDUR USU REGISTER

HEARST MUSIC
and make your own conditions instead of betn^
at the mercy of them.

POPULAR
INSTRUMENTAL'

Write for Catalogue
Featuring HEARST Music is likv mailing love to a

Widow— You can't overdo it!

Q^Q^^ NOW ""y foUow-

MUSIC
PUBLISHERS
OF CANADA LTD.

16S8 Broadway, NEW YORK PhoenU BIdg., WINNIPEG

100% PROFIT
THE BIGGEST CASH REGISTER CATALOGUE

YOU CAN HANDLE
Rings the bell like a bill collector

BIG PROFITS — QUICK SALES — BIGGER BUSINESS

There is no loss on any HEARST Song. AU
unsold copies fully returnable

Prices F. O. B. Nearest Office:

100 of one Song 14Kc.
100 Assorted .14^

Less than 100. .15

HEARST
199 Yongo St., TORONTO
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FIVE RECORD RECORD-BREAKERS
If the Rest of tlie World Don't Want You

(GO BACK TO YOUR MOTHER AND DAD)
The most sure-fire hll we have ever published

YOU The New Melody
Song Hit

LOVEY CAME BACK
A Real Bit By JOE YOUNG. SAM LEWIS and LOU HANDMAN

I LOVE THE GIRL WHO KISSES
(I HATE THE GIRL WHO DON'T)

The 1924 Nevelty Song Hit

ROAMIN' to WYOMIN'
Successor to "Carolina in the Morning" by the same writer

Above Songs Featured by Orchestra and Vaudeville Acts from Coast to Coast

IRVING BERLIN, Inc., 1607 Broadway, New York

F. A. DELANO WITH AMPICO STUDIOS

Well-known Head of Victor Red Seal School

to Study Music Roll Situation and Promote
Sale of Ampico Records of the Higher Class

HEARST BEGINS NATIONAL DRIVE

Fred K. Steele Appointed New York Profes-

sional Manager—Numbers Being Featured

l.ike You." All these songs are being heard

frequently on the vaudeville stage and are pro-

grammed by a long list of famous orchestras.

F. A. Delano, who for several years con-

ducted a Victor Red Seal School at the factory

in Camden and then conducted similar schools

Thomas J. Quigley, the former Chicago man-

ager of M. Witmark & Sons and who was re-

cently appointed general manager of Hearst,

Music Publishers, Ltd., has arranged plans for

a national exploitation campaign on this firm's

publications. A number of miportant moves by

the Hearst organization will also go into im-

mediate effect and among these are the estab-

lishment of new executive offices in the Garrick

Building, Chicago, 111.

Another item of interest to the trade and

profession is the appointment of Fred K. Steele,

who was formerly with the Broadway Music

Corp., as manager of professional activities in

the New York offices of the Hearst Co. Hearst

Music Publishers, Ltd., started its music pub-

lishing business last year in Canada in a small

way and in a comparatively short space of time

has achieved unusual and impressive success.

It now operates large offices in New York,

Chicago, Toronto, Montreal, Vancouver and

Winnipeg.

Among its numbers that are well known to

the trade are "Beautiful Rose," "In the Land

of Sweet Sixteen," "Ginny," "Some Day You'll

Cry Over Somebody Else," "If I Had You,"

"She's Got Another Daddy" and "Some One

E. GRANT EGE IN NEW YORK

E. Grant Ege, head of the publishing and
sheet music department of J. W. Jenkins Sons
Music Co., was a visitor to New York dur-

ing the past month. While here, Mr. Ege
closed plans for an Eastern campaign on a

number of songs from the Jenkins catalog.

Among these are "Memory's Garden," which
has had a very active sale with indications that

its popularity is increasing among the music
buyers of the country.

"ROSES OF PICARDY" PRESENTATION

i\Iiriam Lax, soprano, and Adrian Da Silva,

tenor, were one of the features of last week's

program at the Rivoli Theatre, New York City,

v.-here they sang with unusual success Haydn
Wood's "Roses of Picardy," from the Chappell-

Harms, Inc., catalog. So popular was the num-
ber that it was held over another week.

John Philip Sousa, the noted march king,

during his recent trip to Milwaukee, where he

gave four concerts in two days, was honored
a1 impressive ceremonies at Marquette L'niver-

sity with the degree of Doctor of Music.

F. A. Delano

in various cities of the country under the aus-

pices of the Victor Co. and in co-operation with

local jobbers, has now joined the forces of the

American Piano Co., being connected with the

Ampico Studios, where the Ampico recordings

for the reproducing piano are made and han-

dled.

In his new post Mr. Delano will be able to

profit in a large measure from his experience in

developing the sales of Red Seal records, for

his work will consist largely of suggesting to

Ampico dealers ways and means for increasing

the sale of Ampico records of high-class music

by noted artists. This new department of the

.American Piano Co. represents an innovation in

the matter of music roll selling and the results

will be watched with great interest by the trade

generally.

Extra Profits For You— Mr. Dealer
NOW READY

JACK MILLS' NOVELTY
SONGS

HEREIN ON
ALL

PHONOGRAPH
RECORDS

"BLUES"
Song Folio

O N
ALL

PIANO
ROLLS

WORDS AND MUSIC OF THE BIGGEST BLUES HITS OF 1923

Especially adapted for Glee Clubs, Amateur Entertainments, Minstrel Shows, Camp
and College Song-Fests, Etc.

WRITE FOR OUR PROPOSITION TO-DAY

JACK MILLS, Inc.
Music Publisbers
Jack Mills Bldg.

1:8 50 VVcsl i6tb St.

New York, N. Y.



172 (World of Music) THE TALKING MACHINE WORLD December 15, 1923

A SavTHERN Fajc Trot Cem

1 SIIINI PBHIYi

M. WITMARK & SONS New York

MAKING A RECORD IN RECORD TIME

Lopez Records Foster's "Amber Nights" Four
Days After Receipt in Manuscript Form

What is without question the fastest time

ever made in getting out a record of a popular

number was recently accomplished by Vincent

Lopez and His Pennsylvania Orchestra. On
Tuesday^ November 13, Dan Winkler, Eastern

representative for Forster, Music Publisher,

Inc., received a manuscript piano copy of a song

called "Amber Nights"; on Wednesday, Novem-
ber 14, he took it to Vincent Lopez, who liked

the number so well he booked it for his next

recording date, Saturday, November 17. Wink-

ler was doubtful that it would be possible to

make the orchestrations, etc., for that date, but

Lopez insisted that with the perfect functioning

of his organization it was more than possible

and he would prove it.

So, four days after the song was received in

New York, Lopez had an arrangement of the

number made and recorded a record and, in ad-

dition, the same night broadcasted "Amber
Nights" with the new arrangement. F. J. A. For-

ster, head of the publishing organization bear-

ing his name, "listened in" at the Lopez rendi-

tion from his Chicago residence. All of which is

mighty fast work and demonstrates that the

popular publisher, with the co-operation of the

successful, modern orchestra leader, can take

advantage of the speed and rapidity available

through modern inventions to get quick action

on numbers of merit.

NEW MILLS BLUES FOLIO

Jack Mills, Inc., which, among other things,

has quite a healthy list of "blue" numbers,

announces to the trade the release of a new
folio comprised of "blue" numbers only. This

new publication carries the words and music

of ten "blue" successes in complete form. It

will retail at a very popular price and will un-

doubtedly find many buyers.

U/E SAID
600D-&YE
( t WONDER. WMV^

Be/v MeR.Of=/^'s

OF THE

EDDie LeONARDS -

OHIDIDNTITRAIN
"TUyfilers Orchestra.. ^atnredhf^mccJkVue

"KoseOfOMCkstlle

^eatuvediy^rmettAthnselle

C/^ucASiANLove
'By the"Xussianr/^ericvi

Records, Rolls,

Sheet Music
on Sale

Everywhere
Z25

Cusir
W.46"$T.'* ^^NEWYORK.N.Y

Special Rates to

Dealers on Sheet Music
Write for Complete

Catalog

FEATURING "THAT OLD GANG"

Berlin Number Shown in Handsome Display by
Kresge Philadelphia Store

"That Old Gang of Mine," which has proved
one of the most popular songs of the year 1923,

continues to hold its position among the lead-

Featuring "That Old Gang of Mine"

ing sellers. This number, carrying a lyric which

apparently appeals to the home-loving people

of America, has, in addition, other factors which

have contributed to its unusual success. No
small part of this is the fact that it is one of

the most favorite; of present-day dance selec-

tions. Its availability for duos, quartets and

other combinations has also added to its wide

appeal.

In recognition of its activity on the music

counters of the country, retailers everywhere

have made special window showings of this

lively offering. Each week sees new additions

to the dealers who have given space for the

display of "That Old Gang of Mine." One of

the most recent of these was that shown for a

short period by the S. S. Kresge Co., Phila-

delphia, Pa. A photograph of the window ap-

pears herewith. According to the reports of

the manager of the store, "That Old Gang of

Mine" has not only kept among the best sellers

for the past two months, but during the weeks

of the special window display a considerable

addition was made to the sales, thus again prov-

ing that a song that is heard and sung every-

where need only be given a conspicuous place

on the counters or in the windows of the retail

store in order to add to the sales volume.
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ForSong orDance
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SILVER SLIPPER OPENS IN NEW YORK

Van and Schenck, Directors of New Dance Pal-

ace, Feature Stasny Numbers

The ofBcial opening of New York's latest

entertainment palace. The Silver Slipper, was
held recently before an invited audience. The

Van and Schenck

place is under the direction of Van and Schenck,

who also take a leading part in the nightly

entertainments. From early indications follow-

ing the opening, The Silver Slipper will take a

prominent part in the night life of New York
during the coming season.

The direction of The Silver Slipper has not

deterred Van and Schenck from filling some

current vaudeville engagements. They recently

appeared for two weeks at the Palace Theatre

and are later to appear at other Keith houses.

The outstanding song of the Van and Schenck

program, both at The Silver Slipper and in their

vaudeville appearances, is the new "blues" nov-

elty song, "Promise Me
Everything, Never Get

Anything Blues," which

looks like one of the

biggest numbers this suc-

cessful team has pro-

grammed in some sea-

sons. A new harmony
song was also introduced

by Van and Schenck. It

is entitled "In the Town
Where I Was Born."

Both of these numbers
are published by the A
J. Stasny Music Co., Inc.

The publisher plans a

wide campaign on the

above songs, placing

special emphasis on

"Promise Me Every-
thing, Never Get Any-
thing Blues." The pro-

fessional offices of the

company in New York,

are rehearsing vaudeville

acts in preparation for

this program.

MARKS IN NEW YORK THEATRES

Publishing Firm Arranges "Songwriters' Festi-

vals" in the Local Theatres

Sheet music, phonograph record and piano

roll dealers are being given an exceptional

amount of co-operation by the E. B. Marks
Music Co. in all localities in New York by the

arrangement of a series of "Songwriters' Festi-

vals" in various theatres. The writers of "Oh
Didn't It Rain," "Kiss Me With Your Eyes,"

"That's a Lot of Bunk," '.'Just for To-night,"

"March of the Siamese" and other E. B. Marks
numbers are brought to the theatres on these

nights after being billed a week in advance and
give a program of their latest numbers in addi-

tion to a revue of their former hits.

One theatre in every section of New York
has been selected for these nights, including

Inwood, Washington Heights, Fordham, the

mid-section of the Bronx, lower Bronx, York-
ville, Harlem, the East Side and four theatres

in various parts of Brooklyn. Thus all the num-
bers on the Marks catalog are being given a

big city-wide play.

Two of these nights have already been held

with the result that the dealers in these sec-

tions had calls for the numbers sung. -This

made itself apparent by the orders on the fea-

tured songs which came into the office on the'

following days.

Among the new songs added tO' the catalog

of Sherman, Clay & Co. are "Out of Sight, Out
of Mind," by: Harry Owen and Vincent Rose,

and "Sleep," by Earl Lebeig. The New York
offices of this publishing house are introducing

the number to the orchestras in its territory.

HARTMAN CO. OPENS NEW STORE

Mercer, Pa., December 8.—A branch music

store has just been opened here in the King
block on South Diamond street by the Hartman
Music Co., of Shippensburg. All kinds of musi-

cal goods and sheet music will be handled by
the new store, which is the only one of its kind

in Mercer.
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LYMAN RECORDS ARE POPULAR

Western Orchestra Recordings on Brunswick

Catalog Meeting With Popular Demand

That all good things and wise do not come
out of the East is pretty well proved by the

uninterrupted career of success of Abe Lyman
and His Orchestra. A year or so ago, when Abe
Frank, the well-known hotel man, was placed

in charge of the Ambassador Hotel in Los An-
geles, he made every effort to secure the best

possible music for the now famous Cocoanut
Grove ballroom that is to-day the dancing

Mecca of all filmdom and everybody else of

consequence in the Soutl^ern California city.

Abe Lyman, then playing with a seven-piece

orchestra at the Ship Cafe in Los Angeles, was
chosen, and, increasing his personnel to twelve

men, he and his band have for eighteen months
been making things hum there. A few weeks
since, the Brunswick Recording Expedition

made its first trip to the Coast to record the

big dancing orchestras like Paul Ash's in San

Francisco, Abe Lyman's in Los Angeles, and

so on. The first stop in Los Angeles netted

ihe record people sixteen numbers recorded by

Abe Lyman's aggregation, and every one of

the sixteen numbers recorded was pronounced
perfect. Among Lyman's first numbers for re-

lease was "Midnight Rose," the tremendously

popular ballad fox-trot hit that is being danced

to from coast to coast.

WITMARK & SONS NOVELTY NUMBERS

"Bebe" and "Midnight Rose" Leading These in

Point of Popularity and Demand

The catalog of M. Witmark & Sons, which

each season contains some of the most active

selling ballads in the popular music field and
which, in addition, has the prestige of that most
-uccessful list of songs, "The Witmark Black

and White Series," is, this season, in the addi-

tional happy position of publishing probably

more novelty numbers than at almost any period

in the history of the company.
"Bebe" and "Midnight Rose" are now reach-

ing their height in point of popularity and this

success on these two issues is not confined to

any particular territory, but is national in scope.

P>ut songs of the super-novelty order such as

"I'm Sfttin' Pretty in a Pretty Little City,"

"I've Got a Cross-Eyed Papa, But He Looks
Straight to Me," "That Bran' New Gal of Mine,"

are fox-trots with unusual melodies and rhythmic

qualities which, of course, are substantially add-

ing to the Witmark professional band and or-

chestra and sales departirients' activities.

BERLIN CATALOG LEADERS

Irving Berlin, Inc., has a song in "That Old
(jang of Mine" which shows indications of be-

coming a permanent fixture of the catalog. Its

^ale has been most steady and the demand has

been of national proportions. This song, to-

gether with "Indiana Moon" and "When You
Walked Out, Someone Else Walked Right In,"

arc the leaders of the catalog. The two novel-

ties, "Sittin' in a Corner" and "Roaniin' to

Wyomin'," are also active and in general de-

mand with the public.

DEALERS' ADVERTISING SERVICE

Irving Mills, vice-president of Jack Mills, Inc.,

who recently returned to the New York offices

of the company after a transcontinental tour

of the country, brought back a series of new
ideas which will shortly be inaugurated by the

Mills organization, adding considerably to its

present dealer co-operation. Among these will

be a dealer advertising service. The Mills or-

ganization will shortly announce the opening of

several new branch offices in important cities

throughout the country. Through the establish-

ment of these branches dealers will be assured

of even better service than in the past.

SHERMAN, CLAY'S NEW NUMBER

Arthur Freed's "Cover Me With Kisses" Takes
Immediate Hold—"The West, a Nest and
You" Is Also Featured

Portland, Ore., December 6.—Sherman, Clay

& Co. have presented to Portland Arthur Freed's

new song, "Cover Me With Kisses." The song
v»as featured recently by Mort Downey, who
appeared last month in the Heilig Theatre on
the Orpheum Circuit with Paul Whiteman's
S.S. "Leviathan" Orchestra. One of the best

sellers in Portland continues to be Sherman,

Clay's "The West, a Nest and You," which is

featured in a window display, at the sheet music

department of Sherman, Clay & Co., and also

at the Liberty Theatre, where Henri Keates,

organist, is using it with slides.

SINGS VON TILZER'S NEW HIT

Mabel McKinley Using "Dear Old Lady" in

Vaudeville Appearances

Harry Von Tilzer's new hit, "Dear Old
l ady," is now being sung in vaudeville by

Mabel McKinley, niece of the former beloved

President. Other standard acts using the latest

ballad fox-trot hit are Joe Jordan's Orchestra

at the State Theatre, Sam Smith at the Audu-
bon, Yerkes' Jazzarimba at Proctor's 125th

Street, Paul Specht and His Orchestra at Hotel

Alamac.

"BLOSSOM TIME" GOING STRONG

Portland, Ore., December 8.—Maybeile Elliott,

manager of the sheet music department of

Seiberling & Lucas Music Co., reports a big

sale of "Blossom Time," published by Leo Feist,

Inc., as a result of the play being presented at

the Heilig Theatre during the week of Novem-
ber 4. She says the greatest demand was for

the "Song of Love," with many calls for "Tell

Me, Daisy," "Let Me Awake," "My Spring Time
Thou Art" and "The Serenade," featuring Schu-

bert's Serenade.

/ ~ROPULAR
f BALLAD
SUCCESSES

TllMISWAIMil^llNiF
BY

LOCKHART & SEITZ

IFWINTER COMES
BV

ARKat 0 TCNNEVT

SMILETHROUCHYOURTEARS
BV

BERNARD HAMBLEN

ROSES OF PICARDY
BY

V/EATHERLY O-WOOD

SONGOFSONGS
BV

VAUCAIRE-LUCAS -MOYA

THEBEllSOFSTMARyS
BY

FURBERC/ATAMS

SOMEDAYYOUWIILMISSME
BY

CB.EY V DAHEWSKJ

THERESASONGINHYHEART
BERNARD HAMBIEN

CHAPPELL-HARMS, INC
IBS MADISON AVE,NEWYORK
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COLUMBUS
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Sales Volumes Indicate Banner
Holiday Business—All Lines in

Demand— The Month's Activities

Columbus, O., December 8.—Although Christmas

is several weeks away the manner in which the

music stores are decorated and patronized

would indicate that this will be a banner season.

W. F. Davisson, vice-president and manager

of the Perry B. Whitsit Co., Victor wholesaler,

states that business will probably be con-

siderably better than in the same period last

year. He stated that he did not foresee any

shortage of the popular models. Record busi-

ness is brisk also.

Henry Salzer, of the Gus M. Salzer Co., Vic-

tor dealer, of Springfield, and O. A. Ryder, of

the Gem Pharmacy, Nelsonville, visited the

Perry B. Whitsit Co. this week. Mr. 'and Mrs.

Perry B. Whitsit left for a trip to the East, to

be gone for from a week to ten days. While

in the East Mr. and Mrs. Whitsit will visit the

Victor Co., Camden, N. J.

"To be exact, we sold twenty-seven machines

in less than that many days during the last

several weeks," said E. M. Levy, manager of

the Victrola department of the Otto B. Heaton

Co., Victor dealer. "Our record business has

been even better than our machine business.

We e.xpect to make a much higher average of

sales this December than in 1922."

~ A novel advertising stunt which brought

good returns was recently employed by the

Robert L. Seeds Co. A young man attired as a

clown carried a huge replica of a Columbia

record on his back as he paraded the principal

streets of the city. The attention of the pedes-

trians, as well as those riding in automobiles

and street cars, was drawn to this clown be-

cause the type of advertisement was so unu-

sual in character.

The Robert L. Seeds Co. has just installed

the Edison. It now handles Columbia, Cheney

and Edison.

Miss Elizabeth Cheney, daughter of Forest

Cheney, the phonograph inventor, has recently

joined the Robert L. Seeds Co. and is serving in

the capacity of office manager of the firm.

Miss Cleo Kerns has just joined the sales

force of the F. & R. Lazarus Co., Victor dealer,

High and Town streets.

Miss Helen Caster is now a member of the

sales force of the C. C. Baker firm. Miss Cas-

ter has had eight years of Victor experience

and is thoroughly acquainted with practically

every phase of the record division of Victor

products. She formerly was associated with

the Fuller-Ryde Music Co., of Indianapolis.

Mrs. C. C. Baker, of the C. C. Baker firm,

advises that more calls have been made for

upright model Victrolas in the last two or

three weeks than during the early weeks in the

Fall season, indicating that the upright model

Victrola still has its advocates here.

The many friends of Henry Ackerman, who
for more than fifty years was engaged in the

music business, were saddened by the news that

he passed away on December 1. Mr. .Ackerman

was seventy-eight years old.

Outstanding among the Victor artists who
will be in Columbus in the near future is Mischa

Elman, celebrated violinist. He comes here

under the auspices of the Franklin County

Council, American Legion, on December 12.

Louis Gravure, Columbia artist, will close the

series January 8.

One of the first dealers to co-operate with

the schools in the second annual State music

memory contest which was recently launched

was the People's Furniture Store, Victor dealer,

1054 Mt. Vernon avenue.

Lancaster is another city where the music

memory contest is in full swing. The Lancas-

ter High School won the second prize, consist-

ing of a $350 Victrola, in the first annual music

memory contest. The enthusiasm and interest

are even more marked this year than last. The
Victrola is being used extensively in the memo-
rizing of the forty selections. Co-operating

with the Lancaster schools in the contest is the

J. C. Welton Music Store, of that community.

Last week the Mammoth Furniture Co., Ur-

bana, O., had an opening for its new Victor

room. The Mammoth Furniture Store is lo-

cated on North Main street.

Music dealers throughout the State of Ohio
will be interested to learn that at a recent meet-

ing of the Ohio Federation of Music Clubs,

held in Columbus, it was strongly advocated

that a drive should be made for music scores

and talking machine records for local libraries

in every community. Should this be carried out

in a proper manner music scores and talking

machine records will soon become an important

part of the libraries and music dealers will find

a new channel for business.

• • • . •
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PERRYB;MITSIT Co

COLUMBUS

^entjg 3t£i Greetings!

Victor ideals and aims have evidenced their supremacy dur-

ing the past twelve months emphatically and convincingly.

We deeply appreciate the whole-hearted co-operation ex-

tended to US by the Victor retailers in 1923, and it is our

earnest wish that 1924 will prove a year of prosperity, joy

and contentment.

jSi^^ to all o\^[^
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The NEW
Columbia

is superior

Hearing
is believing

You can't hear the New Columbia
Motor. It is noiseless—even after long use.

The quiet operation of the New Columbia

Motor is due to the fact that it is built with

the accuracy and perfection of a fine watch.

COLUMBIA PHONOGRAPH COMPANY
New York

Trade Commission Enters No R.C.A. Complaint
Radio Corporation's Activities Investigated by U. S. Trade Commission—No Complaint or

Recommendation for Further Action Is Offered—Trade Relations Found Satisfactory

Washington, D. C, December 5.—After an ex-

tended and lengthy investigation of the busi-

ness methods, policies and activities of the

Radio Corp. of America the Federal Trade
Commission submitted a report recently to the

House of Congress wherein no charge or con-

clusion was offered as to any violation of the

Sherman anti-trust laws. In recent years sev-

eral investigations of this character have been

ordered by Congress in connection with the

activities of prominent concerns and almost in-

variably further action has been taken only

when the report has recommended accordingly.

In the Federal Trade Commission's report it

is stated that the Radio Corp. has a virtual

monopoly of commercial wireless communica-
tion between this and foreign countries. The
Commission gives in detail the history leading

up to the organization of the Radio Corp. of

America by the General Electric Co. in 1919,

stating that the Radio Corp., under its agree-

ments with the various companies which own
or control practically all patents covering im-

portant radio devices, is made the selling com-
pany for these products. In the sale of receiv-

ing sets the Radio Corp. has competition from
seventeen concerns licensed under the Arm-
strong patents, although their sale of sets for

use in conjunction with tubes is being con-

tested in the court.

The Commission goes into detail regarding

the methods utilized by the Radio Corp. in sell-

ing or leasing apparatus to competitors for in-

ternational communication purposes, and also

comments upon the fact that the company does

not sell its vacuum tubes or other patented

radio parts to makers of receiving sets. The
report has been read with interest in political

and legal circles in this city, with the consensus

of opinion being that the failure to make any

recommendation for prosecution represents a

favorable attitude and an impartial review of

the company's activities.

BRILLIANTONE CO. SAFE BROKEN INTO

Some time after closing hours on December

7 the offices of the Brilliantone Steel Needle

Co. at 370 Seventh avenue, New York City,

were broken into. The safe was opened and

the contents removed. Byron R. Forster, presi-

dent of the company, when interviewed by The
World, stated: "Not a thing was left. Part of

our payroll which was in the safe was taken as

well as the petty cash. Detectives are working
on the case and expect to make an arrest."

REGINA Phonograph Reproducer

and Radio Loud Speaker

TWO IN ONE
Soon ready for delivery a new Regina Phonograph
Reproducer and Radio Loud Speaker for all makes
of Phonographs. It is a combination of the two in

one without change. Just "plug in" to listen to

thie radio.

Will retail for $15.00.

Dealers wanted—^write for full particulars.

The Regina Phonograph Co.

Manufacturers
Rahway New Jersey

Regina Phonos— Regina Hexaphones and Music Boxes

NEW JUNIOR OPERETTA JOBBERS

Vulcan Record Corp. Adds Many Names to

Jobber List—Issues Handsome and Costly
Broadside Illustrating Sales Helps

F. H. Hedinger, secretary and general man-
ager of the Vulcan Record Corp., manufacturer
of Junior Operetta records, announced recently

that the company had closed arrangements with
a number of prominent wholesale houses for

the distributidn of these records. There are

now fourteen jobbers on the Junior Operetta
list, comprising the following: Bristol & Bar-
ber Co., Inc., New York, N. Y. ; General Radio
Corp., Philadelphia and Pittsburgh, Pa.; A. C.

Erisman Co., Boston, Mass.; Shapleigh Hard-
ware Co., St. Louis, Mo.; Stewart Sales Co.,

Indianapolis, Ind.; C. L. Marshall Co., Cleve-

land, O., and Detroit, Mich.; Vocalion Co. of

Chicago, Chicago, 111.; Stone Piano Co., Minne-
apolis, Minn.; J. W. Jenkins Sons Co., Kansas
City, Mo.; Texas Radio Sales Co., Dallas, Tex.;

Sterling Roll & Record Co., Cincinnati, O.;

Cheney Sales Co., Omaha, Neb.

The company has just issued a handsome
two-color broadside that has been mailed to

15,000 dealers. This broadside illustrates the

sales helps prepared by the company for the

stimulation of Junior Operetta sales, including

folders for mailing purposes, display cards, ad-

vertising cuts and pictures measuring 40x30

inches which are loaned to dealers for exhibi-

tion purposes. This timely piece of literature

is one of the most ambitious and artistic broad-

sides that have been offered to the trade this

season.

MANY ORDERS FOR ELECTRIC MOTORS

Kendrick & Davis Motor Enjoys Growing Pop-
ularity Throughout the Trade

Boston, Mass., December 7.—^The matter of

electric drive for talking machines is a subject

that has been given much attention by various

manufacturers, according to H. A. Robbins, of

this city, sales agent for the Kendrick & Davis

motor. In substantiation of the interest mani-

fested, Mr. Robbins quoted in part from a letter

received from a prominent Western manufac-

turer, who states:

"The prohibitive cost of many of the electric

drives for talking machines has been the draw-

back heretofore in placing a machine on the

market to compete with the spring-driven ma-
chine. We figure on equipping the largest part

of our output with a Kendrick & Davis unit

as we are entirely satisfied with it and are

confident that with a little help from the pro-

gressive dealer it will be generally accepted by
discriminating patrons."

Mr. Robbins states that the factory promises

delivery in quantity shortly and that they will

soon be able to fill the manv orders on hand.

The Prince-Walters Bungalow Shop, of Low-
ell, Mass., has secured a Columbia franchise.
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For Sale in Quantities

GERMAN PHONOGRAPH NEEDLES

"NORICA"
One million needles in three tones

in stock
Tmo cents per hundred

Packed in boxes of two hundred

B. SOUTO CO.
21 Murray St. New York City

Phone : Barclay 6063

EDISON ARTIST ON TOUR

APPOINTS NEW POOLEY DEALERS

C. L. Marshall Co. Closes Important Deals

—

Sales Totals for Year Very Gratifying

Detroit, Mich., December 6.—The C. L. Mar-

shall Co., wholesale distributor for the Pooley

phonograph and the Outing portable in Michi-

gan and Ohio, with offices in Detroit and Cleve-

land, and Vocalion record jobber in Cleveland,

has recently added many Pooley dealers to its

list, including the S. Tennenbaum Co., Cincin-

nati, O.; Fred Wagner Piano Co., Hamilton,

O.; R. W. Tyler Co., Huntington, W. Va.;

Stevenson Bros., Coshocton, O. ; W. E Jones

Piano Co, Mansfield, O., and the Faught Music

Co., Elizabethtown, Ky. All of these accounts

were established by the "star" salesman of the

Cleveland headquarters, W. C. A. Bickham, with

headquarters in Columbus. Other new Pooley

dealers established by this successful jobber

are E. C. Fischer & Co., Battle Creek, Mich.;

B. M. Jones Furniture Co., Kalamazoo, Mich.;

Cunningham Phonograph Shop, Detroit, Mich.;

East Detroit Music House, Detroit, Mich., and
the Howard Music Co., Detroit.

S. Townsley, formerly a member of the Co-

lumbia sales staff, is now associated with the

C. L. Marshall Co., of Cleveland. He will cover

Cleveland and adjacent territory, where the Vo-
calion record business has reached proportions

that demand the attention of one salesman ex-

clusively. He recently closed a deal with the

Remick Co. of Cleveland and the Leickley Mu-
sic House for both Vocalion records and Pooley
phonographs.

Mr. Marshall states that 1923 business has

been very satisfactory, for the company doubled
its sales of Vocalion records, exceeded this in-

crease on Outing portables and went far ahead
of expectations on Pooley phonographs. Both
headquarters of the C. L. Marshall Co. are now
distributing Junior Operetta records made by
the Vulcan Record Corp.

PHONOGRAPH MAN APPREHENDED

Chicaco, III., December 6.—The local talking

machine trade was keenly interested to learn

recently that Edward J. Sailstad, formerly pres-

ident of the Multitone Phonograph Co., of Eau
Claire, Wis., had been located in California. Mr.
Sailstad had disappeared some three years ago
when his company was on the verge of bank-

ruptcy and after being found in California was
held by the police authorities on the charge of

attempting to defraud the insurance companies
by committing arson to give the impression that

he had perished in the ruins.

"DOEHLER TOPICS" REAPPEARS

. The first number of the reissue of "Doehler

Topics," which was announced last month, ap-

peared promptly as per schedule. In the open-

ing article, under the caption "A Message From
Our Chief," H. H. Doehler, president of the

company, comments on the reappearance of

"Doehler Topics" and sounds an appeal for the

continued co-operation of all in the advancement
of the interests of the company. The activities

of the various employes' organizations are

chronicled and it is filled, from start to finish,

with well-written, interesting matter. It is a

live house organ.

Gives Tone-test Recitals in Cities Visited by
Show Under Auspices of Local Dealers

—

Results Prove Worth While

Walter Scanlan, the well-known Edison art-

ist, has recently gone on the road with the show
"The Blarney Stone" and has within the last

few weeks played in three different cities,

namely, Paterson, N. J.; Wilkes-Barre Pa., and
Scranton, Pa. On each occasion the local Edi-

son dealers have tied up in an effective way
with the appearance of this Edison artist, who
makes a point in his play of rendering an Edi-

son tone-test, wherein he sings in direct com-
parison with his own Edison records.

In Paterson the last week in November the

tie-up was made by the Quackenbush Co.; in

Wilkes-Barre, on the 6th, 7th and 8th of Decem-
ber, by the Snyder Music Co. and the C. F.

Murray-Smith Co., and on December 3, 4 and

5 in Scranton by the Edison Diamond Disc

Shop.

The NeTv York Distributing Divi-

sion of General Phonograph

Corporation

extends to its many friends
and the trade in general,
its sincere wishes for a

Bprg fHprrg (EtfriHtmaa

nab

A l^appg attb Prosppraua Nftn ^par

The play itself is proving to be very success-

ful and is now booked for quite an extensive

schedule. The result from the standpoint of

Edison dealers is also highly gratifying, as addi-

tional orders for the New Edison and for Wal-
ter .Scanlan's records have been of an outstand-

ing sort in every city where "The Blarney

Stone" has been given. This shows an effective

tie-up.

The
Successful

House Partjr

requires a phono-
graph of unusual

qualities— clear,

snappy tone quality

with extra high vol-

ume.

THE BRISTOL

TRADE MARK

AUDIOPHONE
REG. U. S. PAT. OFFICE

Phonograph Record Reproducer

is the ideal instrument for small dances. Club gatherings,

schools, restaurants, lodges, church societies, etc.

The same Loud Speaker can also be used for radio receiving.

This double utility insures against disappointment.

The Audiophone reproduces and amplifies the records with the

same undistorted tone, big, mellow and clear, full like the
original voice or instrument. It eliminates surface noises.

May we write you in detail or arrange for a demonstration?

THE BRISTOL COMPANY
WATERBURY, CONN.
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ATLANTA
Sterchi Bros, in Nezv Home—/. L.

Prior in Nezv Post—Stage Bruns-

wick Exposition — Month's News Qjo:
The Kecord OF Qualify

"We Serve the South"

Atlanta, Ga., December 10.—Sterchi Bros.,

the big furniture company which maintains a

chain of stores throughout Tennessee, Georgia

and North Carolina, has recently completed a

fine new building in Asheville. The main floor

phonograph department is in charge of Harmon
Fowler, an experienced talking machine man-
ager, brought on from Knoxville. -The depart-

ment opened with tlie complete line, including

Victor and Columbia machines and records.

J. L. Prior is the newly appointed manager
of the talking machine department at Efird's

department store, Charlotte, N. C.

W. Frank Blount, whose death occurred at

Fayetteville, N. C, November 22, was the old-

est music dealer in North Carolina, former

president of the North Carolina Music Dealers'

Association and an enthusiastic Brunswick

dealer. He was sixty years old and had been

ill only ten days.

A "Brunswick Exposition," staged in this city

by Ludden & Bates, progressive Brunswick

dealers, North Pryor street, was probably the

Buy
OKeh
Needles

They

Keep
Record Sales

Alive!

FOR that "rush" order—for those profit-building,
fast-selling OKeh numbers that you must have

immediately—call on Polk Service. In this, your
busiest season, our extra-large, complete stocks and
smoothly running organization are at your immediate
service.

May you have an exceptionally Merry Christmas and
a Prosperously Happy New Year.

QKe^ Records
The Records of Quality

Distributed by

. Wholesale Phonograph Division

Inquiries from Dealers Solicited

JAMES K. POLK, Incorporated
Offices and SJww Rooms:

294 Decatur Street ATLANTA. GA.

Ludden & Bates' Fine Display

most ambitious event of this kind ever staged

in the South. The exposition lasted an entire

week and the results in sales and publicity

marked the event as an outstanding success.

Thousands of specially engraved invitations

were sent out to the mus-ic lovers and other

people throughout the city and vicinity who
might in the natural course of events be con-

sidered as prospects, and the attendance at the

various special events staged during the week

indicated that not many ignored the opportu-

nity to attend. Poster and bulletin board ad-

vertising in ad\-antageous locations stimulated

further interest in the exposition and this, to-

gether with extensive newspaper advertising,

certainly brought the crowds to the store.

The stock of machines was displayed in a

manner to attract attention to the beauty of

the cabinet work. Each machine on dif.play was

part of a handsomely and completely furnished

room, furniture and hangings harmonizing to

suit individual instruments. The company op-

erates a finishing department and several spe-

cially finished models were included in the

exhibit. The entire store was decorated with

evergreens, flowers, etc., and elaborate lighting

effects were arranged for the occasion.

Each night crowds attended the "DeLuxe
performances," the program consisting of Sig.

NEwtellSON-
COMPAIIISON WITH tTHE'llUVINC ARTIST

REVEALS NO ! DIFFERENCE

The Name "EDISON"
over name EDISON ,n tlie

pliono^rapK industry stands for tonal supremacy and

mercliandisin^ prestige.

The EDISON Dealer lias sales arguments at liis

disposal tliat are unlimited in scope and importance. Em-
phasize tke supremacy of tlie EDISON consistently and

aggressively—sales will multiply steadily.

We Kave a few towns in

our zone open for tKe proper

Edison dealer representation

PHONOGRAPHS, INC.
EDISON DISTRIBUTORS

41 Cone Street Atlanta, Ga.

Volpi's Troubadours, Monday; Max Sasanoff,

Russian tenor, Tuesday; Copn's Rainbow Or-
chestra, Wednesday; Refined Vaudeville, Thurs-
day; Kalohi's Hawaiian Orchestra and Hula
Dancers, Friday; Ampico concert, Saturday.

Several of the evening programs were broad-

casted by the Atlanta Journal broadcasting sta-

tion, WSB, and the exposition was prominently

played up by the local newspapers.

S. M. Frenkel, manager of the store^, with the

assistance of others in the organization, planned
tlie affair and carried it through to success

The entire Vict.ola department of the John
L. Moore- & Sons Co., Atlanta, has been pur-

chased by J. P. Riley, Atlanta Phonograph Co.

Mr. Riley has already taken over the Victrolas

and records, but will leave the hearing rooms,
counters and other Unico equipment in place

until after Christmas. He will at that time re-

move it and use it to handsomely refit his pres-

ent store.

In order to keep in better touch with the

buying public the Empire Music Co., which has

maintained a Victrola department on the fourth

floor of High's department store, has moved its

records, booths, etc., to its quarters in the

Peachtree Arcade, taking over large additional

space as a display room for machines.

Turner & Co., Charlotte, N. C, recently re-

ceived their initial shipment of Brunswick ma-
chines and records and are now successfully

launched as Brunswick dealers. After the holi-

days Mr. Best, manager of the department, ex-

pects to find time to properly fit up his depart-

ment in a manner fully in keeping with the high

standard of Brunswick merchandise.

The Cable Piano Co., this city, is equipping

its rearranged music department with Unico
sheet music display counters.

M. E. Lyle has returned to Atlanta after a

trip North, where he called at headquarters of

some of the firms which he represents in the

Southeast. He spent some time in Philadelphia

with the Unit Construction Co., quite a few

installations of whose equipment have gone
into the South through Mr. Lyle's efforts.

C. S. Whipple, long a prominent talking ma-
chine dealer at Lakeland and Bartow, Fla., was
accidentally shot to death by his son recently.

Mr. Whipple, who had sold his business only a

few days before the tragedy, planned a hunt-

ing trip with his boy and cleaned and prepared

his gun for use the next day. During the night

his son, excited over the coming hunt, walked

in his sleep into his father's room, seized the

gun and shot Mr. Whipple.
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The following firms have recently become
Brunswick dealers: R. C. Johnson, in Cohen's

department store, Jacksonville, Fla. ; Arnold-

Edwards Piano Co., Jacksonville, Fla.; Morgan
Furniture Co., Albany, Ala., and McBrayer
Bros., Rome, Ga.

The appearance of Lasses' White Minstrels,

exclusive Columbia artists, in Augusta, Ga., re-

cently, was very warmly received and resulted

in big sales of his records.

Manager Terhune, of the Atlanta branch of

the Columbia Co., recently visited the New
Orleans dealers with Salesman Bivins, and suc-

ceeded in lining up Grunewald & Co. with the

new Columbia.

E. Sappington has purchased the Whipple

Music Co., of Lakeland and Bartow, Fla. The
Brunswick line is handled.

E. E. Mitchell, manager of the phonograph

department of The Montgomery Fair, Mont-
gomery, Ala., reports Brunswick business as

first class. Recent out-of-town visitors to the

Brunswick branch were F. L. Wood, dealer at

Troy, Ala., and D. C. Dukes, of St. George,

S. C.

SPECIAL VICTOR FOREIGN RECORDS

Interesting Special Release of German, Italian

and Hebrew Numbers Announced

Somewhat of an innovation in Victor record

releases was found in the announcement of a

release of eight foreign specials to be placed

on sale December 21 and including three Ger-

man records, two Italian and three Jewish. Par-

ticularly interesting is the circular announcing

the specials calling attention to the character

of the selections and their popularity in this

country. Something is also said regarding the

recording organizations, including the Victor

Schrammel Orchestra, which plays two Vien-

nese waltzes; Harry Steier, the German tenor,

who will appear shortly with the Chicago Opera
Co., who sings popular gongs from Berlin; Eu-

genic Gibelli, who sings two Italian numbers,

and others of reputation.

TRILBY TONE ON MARKET

New Tone Arm and Reproducer Now Ready-
Has Several Interesting Features

The "Trilby" tone arm and reproducer has

just been placed on the market by J. Prosh, of

New York, N. Y. This product has several

original features, including a patented slot con-

struction of the reproducer and a self-adjusting

stylus bar expansion to prevent loosening. It

is being made in three sizes, nine, eight and

one-half and seven and one-quarter inches, the

last size being made for use on portables. The
tone arm is of the throwback and Universal

type and is finished in gold and nickel plated.

The larger sizes will be designated-as type "B"
and the type for the portable will be known as

type "A."— -

ANNOUNCES COMBINATION TONE ARM

New Tone Arm of William Phillips Phono
Parts Corp. for Use With Talking Machine

and Radio—First Deliveries in January

The popularity of radio has resulted in many
efforts being made to make use of the sound

chamber of the talking machine for radio am-
plification. A number of those well versed in

acoustics are enthusiastic over the properties

of the horn of the talking machine for this pur-

pose. One of the newest devices to accomplish

this purpose will shortly be placed on the mar-

ket by the William Phillips Phono Parts Corp.,

New York City. It is an invention of Mr.

Phillips, president of the company. This new
invention consists of a Phillips' tone arm with

two permanent inlets, one for the sound box
when the talking machine is played and the

other a radio loud-speaking attachment, perma-

nently fixed. With this new tone arm it is no

longer necessary to remove the sound bo.x be-

fore the tone arm may be used for the radio.

Both the sound box and the radio loud speaker

are permanently attached and either may be

used without any adjustment whatsoever. Mr.

Phillips has made arrangements with one of

the largest radio companies for a sound ampli-

fying unit to fit this tone arm and calls atten-

tion to the fact that the new tone arm with its

loud-speaking attachment is not to be confused

with the ordinary attachment. The tone arm
will have all the qualities of Phillips' products

and many claims are made for its reproducing

properties.

Extensive merchandising plans are now under

way. A thorough analysis of the field has

proved a demand for a product of this character.

It is Mr. Phillips' intention to sell this new
phono-radio arm to both manufacturers and
dealers. The combination arm will be made in

all sizes to fit all standard makes of machines

and it is hoped to make deliveries in January.

MOVED TO 31 UNION SQUARE
I MAKE YOUR PHONOGRAPHS
INTO COMBINATION RADIO SETS

DO YOU KNOW THAT all phonographs are already fitted with LOUD
SPEAKERS, and that when connected with RADIO receivers, they will give

the best kind of reproduction.

YES, PHONOGRAPH HORNS HAVE MUSICAL QUALITIES which the

average loud speakers sold in Radio shops lack; hence, if phonographs have
Radio installed into them, an efficient combination results which is both
cheaper and more effective than when Phonographs or Radio are separately

operated.

ORDERS ARE NOW BEING BOOKED by me for supplying Radio outfits

and installing them into Console Talking Machine Cabinets of the following

makes

:

Brunswick, Cheney, Edison, Kimberley, Pathe, Pooley, Sonora, Strand,

Victor Victrola, Vocalion, etc.

I CAN SUPPLY YOU with Complete Radio Receivers made specially in

Panel form, and ready to be fitted into phonographs.

You may buy them outright and fit them in yourself.

WRITE for circulars, quotations and particulars.

I Still Have
COLUMBIA GRAFONOL.AS AND RECORDS

At Bargain Prices

LOUIS JAY GERSON
High Grade Radio and Phonograph Specialties

NOW AT 31 Union Square

Telephon^Siuyvesant 1987 NEW YORK CITY
Cable Code, "Gersondale," New York
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The NEW
Columbia

IS superior

hearing
is believing

The motor has long life built into it.

Never was a more durable motor built for a

phonograph than the New Columbia Motor.

It is faultless in its performance and will

function for years noiselessly and precisely.

COLUMBIA PHONOGRAPH COMPANY
New York

LO S ANGELES
Trade-ins Discussed by A ssociation—fViley B. Allen Co. Stages

Anniversary Sale—Radio Retailers Meet—Other Important News

Los Angeles, Cal., December 4.—Talking ma-

chine sales during the month of November were

not as rushing as was anticipated, according

to general reports from the different depart-

ments, and the sale of records has not shown
the increase which was anticipated. However,
the trade anticipates a general increase in trade

activity now that the holiday season is here.

Association Discusses Trade-ins

A great deal of time was spent at the Novem-
ber general meeting of the Music Trades Asso-

ciation of Southern California, at which there

was an attendance of over sixty, in the discus-

sion of the talking machine trade-in problem.

James J. Black, treasurer of the Wiley B. Allen

Co., who- was a visitor in Los Angeles and

attended the meeting, declared that his com-

pany had decided to issue a bulletin instructing

their salesmen in the San Francisco store and

at each of the seven branch stores that no al-

lowance would be made to customers for old

phonographs in cases where the new phono-

graph which they intended buying was of $150

or less, but if the instrument desired was of

a value exceeding $150 then a conservative al-

lowance would be made. A motion was finally

adopted requesting the president to appoint a

committee which would compile a list of all

obsolete models with their approximate second-

hand value. The list is intended as a guide

only.

Wiley B. Allen Jubilee Sale Attracts

W. C. Bell, manager of the talking machine

department of the Wiley B. Allen Co., reports

an increase of sales in his department due to the

effect produced by advertising the fiftieth

anniversary of the company. Mr. Bell stated

that although they were not in a position to

offer Brunswicks or Victors at special prices

or on extraordinary terms the number of cus-

tomers had materially increased and larger

sales had resulted.

Andrews Talking Machine Co. to Retire

The Andrews Talking Machine Co. expects to

retire from the music business about January

1 and arrangements have been made so that

all customers who have purchased goods from

it will continue to receive the same efficient

service as in the past. Irving R. Andrews will

be missed very much by the trade, of which he

has been an active member for a number of

years, having opened the present business in

1910. His father, J. H. Andrews, who has

also been a leading member of the firm since

it was started, was formerly in Phoenix, Ariz.,

and was one of the first dealers in that section.

Music House Enlarges in Pasadena

The Hancock Music Co. recently enlarged its

store on East Colorado street, Pasadena. New-
ton L Hancock, head of the firm, opened the

present store three and a half years ago and

has by energy and hard work shown a remark-

able progress, and now, through an additional

reinforced concrete building at the back, has

more than doubled the space of the former store

to which extra rooms had already been added.

Special Knabe Ampico and Brunswick phono-

graph demonstration and showrooms, beauti-

fully decorated, have been installed, as well as

a spacious concert and recital hall. A large

crowd attended the opening on December 1

when visitors were entertained with musical

numbers by the Hancock Orchestra and others.

Jobber Features Odeon Records
The Okeh Smith Co., distributor of Okeh

and Odeon records, has been meeting with con-

siderable success with the sale of Odeon records

to dealers who already handled the Okeh rec-

ords. The complete recording of Schubert's

Unfinished Symphony in B minor, which is con-

tained in a special album and consists of three

double-sided twelve-inch records, is a special

favorite.

Stark-Dooley Music Co. Opens New Store

Stark-Dooley Music Co.. has opened a new
store at 245 South Western avenue, this city.

The Columbia line is being featured in an inten-

sive, aggressive manner.

Radio Dealers Have Large Meeting

A get-together meeting of the radio dealers

took place at Oaks Tavern Cafe on November
26 at which 170 were present. There were a

few music and phonograph dealers, who are in-

terested in radio, also present. A number of

interesting speeches were made, the principal

subject for discussion being the association. J.

C. Johnson, general manager of the National

Radio Exposition Co., made an important an-

nouncement in regard to the Western Radio

Show, which will be held at the Biltmore Hotel

February 5 to 10. John Daggett, known
throughout radioland as L^ncle John, of the

Times Radio, was also present and made an

interesting speech about broadcasting.

Harold Jackson Visits San Diego

Harold Jackson, of Sherman, Clay & Co.'s

Los Angeles Victor wholesale branch, spent a

day or two in San Diego last month, returning

via Riverside and other towns in the "Kite."

He reports good business all along the line.

Barnes Advertises First Thanksgiving

The Barnes Music Co. had an attractive win-

dow display for Thanksgiving representing the

origin of the feast day. Manager Emig, of the

Brunswick department, who designed the dis-

play, went to considerable trouble and expense

The K&D Electric Phonograph Motor

Price Net $15; in 100 lots $12.

No Jobbers' or Dealers' Discounts.

Sample Motor or Booklet on Request

I.

II.

III.

FEATURES
A real automatic stop, containing in one unit a

switch and protective lock.

Uniform speed—Is run direct from motor to

formica spindle gear. It has no belt to slip. No
electrical control to need adjustment. Runs on
either alternating or direct current.

Price—No electric phonograph motor has been
sold at as low a price. Our production and ex-

perience enable us to compete with the spring

motor. A real guarantee is back of the K. & D.

You should look into these three features.

DISTRIBUTORS

CLIFF ELECTRIC CORPORATION
59 Pearl Street, New York



December 15, 1923 THE TALKING MACHINE WORLD 181

Al Jolsons Sensational Hit m'BOMBO

¥iLk d smile ijou stole Tny heart f/om. we,. Iyv Aj'-ca-dij

Leo. Feist. Inc.

in obtaining the background with its picture of

the Pilgrims and the Indians.

Columbia Brieflets

Manager Aldridge, of the, Windsor store, op-

erated by R. L. Tamplin, has recently accepted

the position of manager of the San Diego store

of this concern. This is one of the most attrac-

tive of the chain of Columbia shops which Mr.

Tamplin operates in the Los Angeles territory.

Mr. Aldridge had entire charge of Columbia

record making in Canada prior to his connec-

tion with Mr. Tamplin.

Columbia records with new labels have ar-

rived at the Los Angeles branch and have been

received with great enthusiasm by dealers.

Dolly Kay, popular Columbia artist, just com-

pleted a three weeks' engagement at the local

Orpheum Theatres. She registered a decided

hit, which was reflected in record sales.

INSTALLING NEW EQUIPMENT

Zimmerman-Bitter Co. Closes Several Impor-

tant Contracts—Dealers Redecorate Show-

rooms for Christmas Activity

The final redecorating and installing of equip-

inent in talking machine stores just prior to

Christmas has been completed by the Zimmer-

man-Bitter Construction Co., New York City. A
recent contract completed by the company was

the redecorating of the show windows, adding

musical instrument and sheet music depart-

ments and enlarging the booth equipment at the

store of John Paradiso, of Passaic, N. J., and

the installing of equipment in the Morris Music

Shop, 130 Fordham road. New York, including

new showrooms, hearing rooms and remodeling

of the entire store. Additional equipment has also

been added to the Kay Talking Machine Co.

and the store of T. Arison, of New York City.

The musical instrument department of Emanuel

Blout's Fordham store has been enlarged by

the Zimmerman-Bitter Co. and new showrooms
for the Ampico piano have been installed by

the Eclipse Talking Machine Co., Paterson, N. J.

PREDICTS PROSPERITY NEXT YEAR

S. B. Goldberg, Head of Majestic Music Shop,

Broadcasts Optimistic Message

Minneapolis, Minn., December 8.—The talking

machine business in 1924 will be up to the

normal volume of three or four years ago, ac-

cording to Stanley B. Goldberg, head of the

Majestic Music Shop, 16 South Seventh street,

this city. Mr. Goldberg also predicts that the

console styles will be the leaders, and the re-

tailer who is in a position to take in trade up-

right models will do a land-office business.

The combination radio and talking machine will

also be to the forefront in sales, says Mr. Gold-

berg, who is a keen student of business. This

concern handles Columbia and Brunswick
phonographs, the Outing portable and a large

stock of records.

STRAND CO. BUYS STORE SITE OTTO HEINEMAN SAILS FOR EUROPE

Albany, N. Y., Dc-cember 8.—Albert Edelstein,

proprietor of the Strand Music Co., of this

city, has completed negotiations for the pur-

chase of a valuable corner property at Quack-

enbush street and Broadway, where he plans to

erect a modern structure some time next year.

The site is one of the best business locations in

the city and will be ideal for a music store.

President of General Phonograph Corp. Will

Visit London—To Confer With Lindstrom
Executives—Returning Early in January

DEATH OF ARTHUR BODANZKI

A cablegram received this week by Otto
Heineman, president of the General Phono-
graph Corp., advised him of the death of Arthur
Bodanzki, one of the managing partners of the

Carl Lindstrom organization in Berlin, Ger-

many. Mr. Bodanzki has been identified with

the talking machine industry for many years

and was one of the most popular members of

the trade abroad.

Otto Heineman, president and founder of the

General Phonograph Corp., manufacturer of

Okeh and Odeon records, will sail to-day (De-

cember 15) on the S.S. "Majestic" for a visit to

London. According to Mr. Heineman's plans,

he will meet the managing directors of the

Lindstrom organization in that city, and will

confer with them regarding important matters

concerning 1924 activities. Mr. Heineman, who
will be accompanied by Mrs. Heineman on this

trip, e.xpects to spend only a week or two
abroad, returning to New York the early part

of January.

CURTIS ART CO. EXPANDS

Waterbury, Conn., December 10.—The Curtis.

Art Co., 25 Main street, this city, recently pur-

chased the stock of the A. B. Clinton Co.,

Victor dealer. The Curtis Co. has a fine Victor

department, consisting of a display room in the

basement and a record department and five

sound-proof booths decorated to record demon-
strations on the first floor.

MME. FARRAR TO SING IN DANBURY

Danbury, Conn., December 10.— Geraldine

Farrar, famous Victor artist, will soon appear

in concert at the Empress Theatre here through
the efforts of White's Music Shop, one of the

livest dealers in this neighborhood. Mrs.

White, who manages and operates the store her-

self, has built up a profitable business through
the application of intelligent merchandising
methods to the music business, and the bringing

of Geraldine Farrar here is an example of her

progressive policy.

'Needle Points" No. 3

General Phonograph Corporation
OTTO HEINEM.4N, President

25 West 45th Street New York

The rendition of

a selection may
be ruined by an inferior needle.

If you are really sincere about
your business—if you want to

render the best of service to your
customers, you will recommend
OKeh Needles exclusively. Not
because we say so, but because
they are actually the best and
because thev cost no more.

QUALITY
NEEDLES
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RAY HOME FROM THE PACIFIC COAST R. J. HARKINS APPOINTED MANAGER JUNIUS HART OPENS NEW STORE

General Manager of Vocalion Record Depart-

ment of Aeolian Co. Enthuses Over Conditions

Takes Charge of Record Department of Eastern

Division of Brunswick Co. in New York City

Well-known New Orleans Music House
cupies New Four-story Building

Oc-

Oscar W. Ray, General Manager of the

wholesale Vocalion record department of the

Aeolian Co., returned early this week from an

extended business trip covering a large part

of the country and during which he spent con-

siderable time on the Pacific Coast. Mr. Ray
reported that Vocalion record distributors he

called on were enjoying a steadily increasing

volume of business and were prepared to han-

dle even a greater volume next year.

HENRY MIELKE ENTERS RADIO FIELD

Henry Mielke, for many years in the talking

machine business in New York City, and

Charles Eberhart, one of the leading radio

dealers in Astoria, L. I., have formed the

Mielke-Eberh? Radio Stores, Inc. The com-

pany is f'in' g to open a chain of radio stores,

two of whii_ii have already been opened. One
store is located in Astoria and the second is at

1263 Lexington avenue. New York. The firm

will specialize in sets with indoor antennae.

R. J. Harkins, formerly connected with the

New York Talking Machine Co., and more
recently associated with the Brunswick factory

in Long Island, has been appointed manager of

the record department of the Brunswick East-

ern division in Ne.w York and will be in charge

of record stocks, sales plans and promotion

work, Mr. Harkins succeeds H. J. Leopold,

who is now in Chicago as a member of the ad-

vertising department at the executive headquar-

ters. Before leaving for Chicago Mr. Leopold

was the guest of honor at a dinner given by
his associates in New York, and was presented

with a gold fountain pen as a mark of their

esteem and friendship.

SHANNON FOUR IN THE AIR

FATHER OF R. L. FREEMAN DIES

Ralph L. Freeman, director of distribution of

the Victor Talking Machine Co,, has the sym-

pathy of the members of the trade on the

death of his father, who passed away at the

family homestead in Nova Scotia at the age of

91. Mr. Freeman, Sr., had been in precarious

health for many months.

As part of the policy of the Columbia Phono-
graph Co. to have semi-weekly radio broadcasts

of its artists through Station WEAF, the own-
ers of radio receiving sets were delighted to

hear the Shannon Four through the air on

Tuesday evening, December 11. Judging from

the reports reaching the Columbia Co., the

singing of these artists, as they record for the

Columbia records, aroused a great deal of en-

thusiasm.

LESLEY BUYS HARMONY SHOP

New Orleans, L.-v., December 8.—The new
quarters of the Junius Hart Piano Co. at 123

Carondelet street have just been formally

opened, and will afford the company spacious

and up-to-date showrooms befitting their repu-

tation and prestige. The Hart concern,

although a Louisiana corporation, is the South-

ern representative of W, W. Kimball & Co., of

Chicago, and the Kimball piano is handled ex

clusively. The house dates back to 1872, when
it was first established at Canal and Burgimdy.

From there the firm moved to other points in

the Canal street zone, being compelled to seek

more commodious quarters for its business.

A considerable part of the front of the new
store is devoted to large display windows
capable of giving a comprehensive idea of the

store's contents. Flanking the entrance passage

are the departments subleased to the Conn New
Orleans Co., regional agents for Conn band

instruments, and the sheet music shop of Frank

& McNamara, who gained their experience

with Leo Feist, Inc, in New York. The sound-

proof booths for phonograph records and player

rolls are equipped with an apparatus for private

demonstration, and are supplied with purified

air by a special ventilation device.

The store in its completed form is one of the

finest in the South,

RECEIVER FOR FLETCHER RECORD CO.

Louis Bick was appointed by Judge Campbell

on December 10 receiver for the Fletcher Rec-

ord Co,, located at Creek and Meadow streets,

Queens, L, I,

San Diego, Cal,, December 7.—The entire in-

terest in the Harmony Shop, 3902 University

avenue, has recently been purchased by Harry
Lesley and wife. The store will add a stock

of pianos, sheet music and small goods and

will continue the line of phonographs handled

in the past. The Lesleys will continue the oper-

ation of the Harmonial Conservatory of Music
in connection with the business.

BIG DEMAND FOR HOLIDAY RECORDS

Bristol & Barber, Inc, wholesale distributors

of talking machines, records and accessories,

report that the pre-holiday season has been a

big one for records. The Christmas appeal of

Vulcan records has made them very popular

throughout the trade, and Okeh records, of

which they are also distributors, are selling very

splash r -ThreeHits-AllO^rOurBtotter!^ . / /

©UO FtlST INC
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REPAIRS
TALKING MACHINE TROUBLES AND

HOW TO REMEDY THEM
Conducted by Andreiv H. Dodin

WANTS A VICTOR AUXETOPHONE
^lonticello, X. Y., November 23, 1923.

Andrew H. Dodlin,

The Talking Machine World, New York:

Can you give me price of Victor Auxetophone

and of Columbia tone arm to fit and Columbia

No. 6 sound box discussed in the November
issue of The Talking Machine World?

(Signed) David Ross.

Answer: As to your inquiry for price on

Victor Auxetophone. This was a machine

made for purposes where a machine of great

volume was wanted. It is operated by means of

an electric motor and compressed air pump, the

air being forced through the valves of the sound

box. The volume of tone is increased or di-

minished by the air pressure control, the more
air the more volume, etc. This machine re-

tailed at $500, but I understand that it has been

dropped from the Victor catalog but can be

obtained on special order. There is also a

possibility that one could be picked up second-

hand at a lower price. The Columbia tone arm
and No. 6 sound box are listed at $15.

Book on Talking Machine Repairs

New Bedford, Mass., November 26, 1923.

A. H. Dodin,

The Talking Machine World, New York:

I would like to know from you where I could

get a complete repairing instruction book for

talking machines in general featuring how to re-

pair all kinds of sound boxes, motors, tone

arms, etc. I know there is a book of the kind

e.xisting, but I do not know how to get it. I

have read some of your articles in The Talking

Machine World and I have found the}' were

very instructive.

(Signed) J. H. Brodeur.

Answer: 1 do not know of any book on

repairing talking machines that is published al

the present time. You say that you know of

one, but I am quite sure that there is nothing

printed at present, as I have made an exhaustive

search for a book of this nature. There is a

possibility that at some future time I will pub-

lish a book on repairing and I will be pleased

to inform you when same is ready.

MICA
DIAPHRAGMS

Absolutely G i teed Perfect

BIG "TALKER" HARDWARE DEMAND

Orders for Hardware Received by H. A. Guden
& Co. Show Manufacturing Activity

The Fall has been an extremely active one
among manufacturers of cabinets and complete

talking machines, if the sales of cabinet hard-

ware may be taken as an indication. H. A.

Guden & Co., New York, manufacturers of hard-

ware for talking machines, have closed a very

satisfactory Fall business, according to H". A.

Guden, president of the company. There has

been an- unusually steady demand for hardware
to be used in portable phonographs. The com-
pany is continually receiving inquiries and or-

ders to suppl}' hardware not only for the regu-

lation talking machine cabinets but also for

various novelties. Not long ago Mr. Guden was
asked to estimate on a quantity of hardware
for talking machines the size of an ordinary

camera.

We get the best India Mica direaly.

We supply ihe largest Phonograph Manu-
facturers.

Ask for our quotations and samples before

placing your order.

American Mica Works
47 West St. New York

INDIVIDUAL BOXES^FOR SPRhNGS

Favorite Mfg. Co. Shipping Steel Springs in

Special Containers—Many Advantages in

This Method of Packing

"TREASURE CHEST" A POPULAR GIFT

The approach of the Christmas holidaj^s has

had a decidedly stimulating efTect upon the sale

of the "Treasure Chest" produced by C. Bruno
& Son, Inc., Victor wholesalers, New York.

This record set is distributed by Victor dealers

in all sections of the country so it is now en-

joying nation-wide sale. A number of dealers

using the window display have found that it has

paid to feature this set in this manner. Its

particular Christmas gift appeal is recognized

and sales are reported to be increasing steadily.

The Favorite Mfg. Co., 105 East Twelfth

street, New York City, manufacturer and dis-

tributor of talking machine supplies and acces-

sories, which makes a special feature of steel

springs, is now shipping this latter product to

the trade in individual boxes. The purpose of

this new method of packing the spring's in

boxes, which carry the size, dimensions, ' elc,

on the front, is to make each spring available

without loss of time. Another important point

of this method of packing is to allow the re-

tailer or repair man to at all times see the

amount of goods he has on hand. It also keeps

the springs clean and free from dust and avoids

harm from inclement weather or changes of

temperature. The state in which dealers receive

their springs is much more satisfactory than

formerlv.

SPHINX MOTORS IN BANKRUPTCY

Sphin.x Gramophone Alotors, Inc., of 21 East

Fortieth street. New York City, filed a petition

in bankruptcy on December 10, with liabilities

of S28,530 and assets of $2,176, the main item

being accounts for $1,650. ".

November Broadcasting By Station U-C-C

Service Broadcasting Over a 3000-Mile Radius
AUDITION ROOMS
RECORD RACKS
RECORD COUNTERS

Unico installations made in above cities during November insure these

dealers peak holiday business.

January, February, March are the most active record selling months of

the year. .
-

I^M^^ooTe'^Bidg'^ Unit Construction Company
NEW ORLEANS, LA.

•

506 Marine Bank Bldg. Kern Dodge, Receiver
LONDON, ENG. ' 53^^ Street and Grays Avenue, Philadelphia, Pa.
Southampton Row - ' r •

RADIO ROOMS
RADIO EQUIPMENT
RADIO CABINETS

Many enterprising dealers have already ordered their Unico equipment
for January installation.

Are you properly equipped to secure your full share of this post
holiday business?

DALLAS. TEXAS
209 Dallas Co. Bank Bldg.

DENVER, COL.
1642 Arapahoe St.

JOHANNESBURG, SO. AFRICA
Box 3639. Johannesburg
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Leo. Feist. Inc.

SAN FRANCISCO
Talking Machine Exhibits at California Industries Exposition

Attract Attention— Temperature Drop Revives Trade— The News

San Francisco, December 4.—The California

Industries Exposition, an annual event which

seems to be widening its scope each year, at-

tracted large crowds to the Civic Auditorium

for the two weeks from November 17 to De-

cember 2, and proved of considerable interest

to the talking machine trade as well as various

other lines of business. Among the exhibits

was a comprehensive display of Victor products

by Sherman, Clay & Co., the Western distribu-

tor, which had two large booths occupying

prominent floor space. One booth was given

over to talking machines and small goods and

the other to pianos and players. Special dem-
onstrations and musical programs were ar-

ranged for each afternoon and evening of the

exhibition and the interest shown by the

throngs of visitors was very gratifying to the

staff in charge of the Sherman, Clay & Co.

booths.

Kohler & Chase exhibited Brunswick phono-
graphs in conjunction with some of their other

lines. E. Friedman, who had charge of the

phonograph section, reported very good results

from the large attendance at the exposition,

which he feels will swell holiday business very

noticeably.

The California Phonograph Corp., Victor

dealer, also maintained a large exhibit through-

out the two weeks' show, which resulted in a

long list of new prospects for holiday sales.

Colder Weather Brightens Outlook
Andrew G. McCarthy, treasurer of Sherman,

Clay & Co., who gives special attention to the

Victor business, has no complaints to make
about present conditions. While November re-

tail sales were hardly up to expectations, he

attributed the lack of interest on the part of the

buying public largely to the prolonged fair

weather throughout the month having a ten-

dency to delay holiday purchases very gener-

ally. As a consequence he looks for December
to be an especially heavy Victor month.

Sherman, Clay Branch Moves
Sherman, Clay & Co. have taken the store at

408 Virginia street, Vallejo, Cal., adjoining the

old quarters at 406 Virginia street, which dou-

bles the size of the branch store at that place.

Another successful

year has passed—
What Plans Are You Making for 1924?

Do they include the New Edison?

There is still room for progressive

business men on the Pacific Coast.

Others have succeeded, so can you.

We Serve the Entire Pacific Coast

Edison Phonographs, Ltd.
PertlABd San Francisco Lot Angeles

Under the new arrangement the old space is

given over to Victor goods, sheet music, etc.,

and the new addition has been fitted up as

salesrooms for pianos and players.

Opens New San Diego Store

James J. Black, treasurer of the Wiley B.

Allen Co., who gives special attention to the

phonograph interests, ac^companied Frank
Anrys, general manager of the company, to

San Diego, Cal., to attend the formal opening

of the new quarters in that city. The new
store provides greatly increased facilities for

the Victor department, as well as other depart-

ments of the business, and Messrs. Black and
Anrys were very enthusiastic, upon their return

to headquarters here, over the prospects for a

good holiday business in the South.

Oakland Victor Plant to Be Larger
So much interest has been shown in the

establishing of a Victor record factory in the

San Francisco Bay section that the company
has greatly extended its original plans so the

capacity of the plant now nearing completion in

Oakland will be about double what was first

planned, according to Robert M. Bird, man-
ager of the wholesale Victor department of

Sherman, Clay & Co. It is expected the new
factory will be ready to begin operations around
the first of the year.

Aeolian Record Manager a Visitor

After a visit to the Munson-Rayner Co., dis-

tributor of Aeolian records, Oscar Ray, gen-

eral manager of the record division of the

Aeolian Co., proceeded to Los Angeles and
other Southern points en route to New York.

Satisfactory Edison Demand
Edison Phonographs, Ltd., Edison distribu-

tor for this territory, with branches in Portland,

Ore., and Los Angeles, in addition to the local

headquarters, is making every effort to keep the

many dealers which it serves on the Coast sup-

plied with instruments for holiday business,

which promises to be eminently satisfactory.

Records are also in good demand, and the pros-

perous state of Edison business in this terri-

tory, as well as general indications, point to

an even better business in 1924.

Forrest Brackett, traveler for the Munson-
Rayner Co., returned recently from his regular

trip through Oregon and Washington and re-

ported conditions favorable in those States.

New Stores Opened
A new store, known as the Novelty Shop,

was formally opened for business at Twenty-
third avenue and Geary street by F. C. Ditt-

mar. In conjunction with art objects and other

home decorations he has put in a stock of Vic-

tor and Brunswick machines and records. Mr.

Dittmar is an interior decorator and he is con-

vinced that the talking machine rightly fits into

the setting of the "home beautiful."

The Oroville Music Co. has opened for busi-

ness at 511 Montgomery street, Oroville, Cal.,

under the management of C. A. Moore from

Marysville, where the same interests operate

the Marysville Music Co. Among the lines
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IMICO INDIA RUBY

MICA
DIAPHRAGMS

ALL SIZES-IMMEDIATE DELIVERY

Samples and quotations on request

INTERNATIONAL MICA CO.

ViOLA ELLIS NEW GENNETT ARTIST

Well-known Dramatic Contralto Has Signed

Contract to Sing Exclusively for Gennett Rec-

ords—Early Release of First Records

Phone
Baring I35 PHILADELPHIA

Cable
Filasse'

handled are Brunswick phonographs and rec-

ords, musical instruments, etc.

Here and There in the Trade

Walter S. Gray, jobber of Brilliantone needles

in this territory, received a visit during the past

month from B. R. Foster, president of the Bril-

liantone Needle Corp. After calling on the

trade, playing a little golf, etc., in the Bay sec-

tion Mr. Gray drove down to Los Angeles with

Mr. Foster, which proved a very enjoyable

auto trip for this time of the year.

Chas. H. Myers, formerly manager of the

phonograph department of the Hauschildt Mu-
sic Co., is now in charge of that department of

the Kohler & Chase branch store in Sacra-

mento, Cal., where Brunswick machines and

records are handled.

The Berkeley Music House in the College

City across the Bay, which has carried Victor

products, has now added the Sonora line.

Miss Viola Ellis, dramatic contralto, is the

latest artist to be added by the Starr Piano Co.

to make Gennett records, and several of her

records are scheduled for early release. Miss

Ellis first attracted Vkfidespread attention when
she participated in the Saint Saens Memorial

Concert in 1922. Her grand opera debut was

made at the Hollywood Bowl, Hollywood, Cal.,

as Amneris in "Aida." The addition of this artist

is in line with the policy of the Starr Piano Co.

to secure the best possible talent for making

Gennett records.

TOM GRIFFITH HEADS ASSOCIATION

Popular Sales Manager of Udell Works Elected

President of Indianapolis Furniture Manufac-

turers' Association—Already at Work

MOVES OFFICE TO SAGINAW

H. W. Gerard, Manager, Sonora Purchasing De-

partment, Will Make Headquarters at Sagi-

naw—Will Assume Increased Duties

The many friends of Tom H. Griffith, the

well-known and popular sales manager of the

Udell Works, manufacturers of talking ma-

chine record and music roll cabinets, with head-

quarters in Indianapolis, Ind., will be glad to

learn that he was recently elected president of

the Indianapolis Furniture Manufacturers' As-

sociation, which has a membership composed

of the leading furniture manufacturers of that

territory. Mr. Griffith, with his usual aggres-

siveness, has already started his activities in the

Association by establishing a carloading de-

partment, making Indianapolis the center of

shipping of less-than-carload lots, instead of

Chicago, thus effecting a saving in time.

Henry W. Gerard, manager of the purchas-

ing department of the Sonora Phonograph Co.,

will, beginning January 1, maintain headquar-

ters at the company's factories in Saginaw,

Mich., instead of New York, N. Y. Coincident

with" the removal of his office to Saginaw Mr.

Gerard will assume increased duties and re-

sponsibilities, for he will not only be in charge

of purchasing, but will also be manager of the

traffic department. Mr. Gerard is ideally

equipped for this important work, as he has

been identified with the Sonora organization for

many years and is thoroughly familiar with

every detail incidental to purchasing in all its

branches.

MME. FRIEDA HEMPEL IN RECITAL

Mme. Frieda Hempel, the famous soprano

and Edison artist, attracted an enormous audi-

ence to her opening concert for this season at

Carnegie Hall on November 27. She was in

splendid voice and interpreted a program of

exceeding interest, with, needless to say, nu-

merous encores of many well-known favorites.

She was accompanied by Conraad V. Bos in his

usual capable manner, who was also heard in

special numbers which demonstrated afresh his

ability as a pianist. Mme. Hempel has a busy

concert season before her and it is cheering to

her friends to know that she will be heard soon

.I'^aiii in New York in a Jenny Lind concert.

THE SHELTON
Electric Motor
The "Simplicity" electrifies

Victor, Edison and Columbia
pbonoRraphs by simply tak-
ing oS winding handle and
placing motor against turn-
table. Automatic switch in

motor operated when the
turntable is started or
stopped. Operating on AC
or DC current of 110 volts.

Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16 East 42nd Street, New York

NEW IMPROVED

Fulton "AUTOMATIC
Model No. 25

Portable

Sample to -1 O Cf\ Discount in
Dealers «pi^.OU Quantities

CASH WITH ORDER
This remarkable new portable is equipped with a durable
motor, and a new feature patented throw-in-arm. No parts
to disconnect when closing up. Simply close the lid,

and the tone arm falls in automatically with it; open the
lid and the tone arm comes up in position ready to play.

Phonograph and Aecessories, Repair Parts for All Hakes.
Puritone and Truetone Needles at 25c per M in lot> of 10 M

and up.

253 Third Ave.
N«w York City

Size 13xI3x7V5"
Wonderful—Loud—Clear—Tone
Mahogany finish or Leather-
old covering. Weight, 13 lbs.

Fulton Talking Mach. Co.

Christmas Sales of

Needles Help Swell

Profits

Hundreds of people are

searching right now for small,

inexpensive gifts to present to

acquaintances and friends.
What gift to a phonograph
owner could be more suitable

or inexpensive than a few
packages of

TMC INSTflUHEHT Of quality

onor
CLEAR AS A BELL

Semi-Permanent
Needles

Here's a splendid opportu-
nity to work up a nice volume
of needle sales at a good profit.

Sell a package along with
each record purchase. It all

helps to swell profits. Write
us today for prices. We can
make immediate shipment.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd., Toronto

"Sonora Wonderful

Merchandising

Proposition"

"I have found Sonora superior
to all others. I have never con-
sumed over ten minutes in selling

a Sonora. The customer is us-

ually so pleased with the first

record he hears that he does not
hesitate to buy. The Sonora is a
vi-onderful merchandising proposi-
tion—c;[uick turnover with good
returns."

This letter from a Sonora dealer

is typical of hundreds we have
received telling of remarkable suc-
cess. Let us send you more in-

formation about the Sonora prop-
osition. Just drop us a line. You
will agree that Sonora is, indeed,
the ideal line to handle.

Sonora Phonograph
Company, Inc.

279 Broadway New York
Canadian Distributers:

Sonora Phonograph, Ltd.. Toronto

STHC INJTRUMtNT OP QUALITY

0n0]
CLEAR AS A SELL
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MOMINOOf(Mm
BIG HOLIDAY BUSINESS EXPECTED BY MONTREAL TRADE
Record Price War Causes Short-lived Business Depression—Retailers Executing Business Drives

With Considerable Success—Makes Special Records for Charity Drive for Funds—Month's News

^Montreal, C.^x., December 7.—Dealers are look-

ing forward to a good holiday trade this season,

particularly in records and the better known
makes of talking machines. A record price war

has been in evidence the past month, a certain

make selling three ten-inch records for a dollar,

one dealer selling alone 22,000 of these by 'mail.

Then followed another cut, four for a dollar,

and then to cap the clima.x;, one retailer who
was discontinuing the line came out with an

announcement that he would sell five for a

dollar, which included all the latest releases up

to a certain time. His stock was quickly cleaned

out. -\11 this naturally had a dampening effect

on the sale of other records, but this was short

lived and business in all lines is enjoying splen-

did sales volume at regular prices.

C. W. Lindsay, Ltd., recently inserted an ad-

vertisement in the local dailies in which it

offered a full-size cabinet phonograph with forty

double-sided records (eighty selections) at a

price of $125, with terms of $10 cash and $6

monthly. Within twenty-four hours of the ap-

pearance of the announcement their complete

stock was sold out. A duplicate of¥er was made
within a few days which met with the same

ready response as the first offer.

Fifty-five cents and one old broken record

ToRO.MTO, Ont., December 7.— In accordance

with the policy of consolidating the manufac-

turing, selling, service and administration of the

Columbia Phonograph Co., the Canadian execu-

tive offices have been removed from Adelaide

street, West, to the factory at 12-14 Dufferin

street, this city. Mr. McM.urty and his staff are

now settled in large airy, bright commodious
offices on the second floor. The removal will

permit of a closer supervision of Columbia's

production of records and of their record

service.

An unusual stunt was recently put over by

Whitcher & Co., Ottawa, with the help of a

Magnavox and phonograph combination. .\n

amplifying horn was erected back of a large

billboard, on which appeared a thirty-six-sheet

poster for the film "If Winter Comes." This

TRADE ACTIVITIES IN WINNIPEG

New Manager for J. J. H. McLean Co.—Clever

Window Excites Interest — Organization

Formed to Prevent and Investigate Fraud

Winnipeg, iI.\N., December 6.—Air. Peterson,

(e.xcepting Columbia or Edison) was the in-

ducement of the Compo Co., Ltd., to the public

to purchase any new Apex ten-inch double-sided

phonograph records between November 15 and
November 30. .Apex dealers thus allowed 10

cents to every customer on each old record

returned provided an equal number of new Apex
records were purchased.

A handsome electric sign announces that

Brunswick phonographs and records are now
available at the warerooms of Wm. Lee, Ltd.

Layton Bros., Ltd., annual Christmas Club,

limited to 200 members with a membership fee

of $1, is now in full swing. To have their

Christmas trade partially spread over November
greatly relieved congestion.

In a campaign to raise funds for charitable

purposes recently conducted in Montreal the

Berliner Gramophone Co., Ltd., was called upon
to make quite a large number of special records.

Sir Mortimer Davis, of Alontreal, visited the

recording laboratory, where he recorded a spe-

cial appeal for funds. These records were de-

livered to the homes of prospective subscribers.

Music merchants of St. John, N. B., have

asked their City Council to impose a license

fee of $500 on all non-resident sellers of pianos

and phonographs.

poster Iiad been placed upside down on the

space. Wires ran from the horn to the Whitchei
store across the street and the phonograph rec-

ord of "If Winter Comes" was repeatedly

played. At intervals an announcer gave state-

ments regarding various details of the picture.

It was announced as "The Talking Poster," the-

horn having been concealed behind a cloth-

covered section of the billboard.

H. S. Berliner, president of tlie Compo Co.,

Ltd., whose factory is located at Lachine, Que.,

where .A.pe.x records are pressed, visited his

Ontario distributing liouse, the Sun Record Co.,

here, during the past month. The irrepressible

'Billy Jones, himself," the popular New York
tenor whose name is known in Canada via the

-\pex record, was another Toronto visitor here

the past month.

H. McLean Co., has been appointed manager
of the \'ictrola department, succeeding Mr.

Farquharson. By a unique window display idea.

Mr. Peterson made a record sale for two rec-

ords, "Yes We Have No Bananas" and "We
Have Peanuts 5 Cents a Bag." His idea was
to have a big sack of peanuts running over in

sign "5 cents a bag." Beyond this was a heap
of Banana skins. The window attracted a lot

of publicity for the records.

J. J. H. McLean, Ltd., had the honor of sup-

plying Lord Renfrew with a piano and a console
phonograph in his Regal Suite during his stay

at the Royal Alexandra Hotel. His Royal High-
ness is exceedingly fond of music and before

leaving Winnipeg purchased from the ^McLean
Co. a portable Victrola for use on his home-
ward trip.

For the purpose of preventing fraud as much
as possible, for- discovering cases of fraud and
for prosecuting them when found, an organiza-

tion has just been established in Winnipeg,
called the Winnipeg Investigation Committee.
It is proposed to incorporate this body and
application has already been made for a charier.

CHRISTMAS RUSH ON IN SALT LAKE

Predictions of Big Holiday Trade Coming True
—Brunswick Dealers Meet—Store Improve-
ments and Other Trade News of the Month

Salt Lake Citv, Utah. December 6.—Business

is good here at this writing and everyone pre-

dicts a wonderful Christmas trade this year,

iloney will be more plentiful here than it has

been at Christmastime for some years and
there seems every reason to believe that the

talking machine people are going to get at

least their share of it.

The first annual gathering of the dealers of

the local branch of the Brunswick Co. was held

at the Hotel Utah during the present week
and was a big success. A full report of the

affair will be found on another page of this

issue.

The Williams Music Co., of Washington ave-

nue, Ogden, has installed talking machine
booths. The business is now under the man-
agement of Fred D. and Jos. H. Williams, sons

of Ezra H. G. Williams, founder of the busi-

ness, who plans to retire.

Dick Thompson, advertising manager of the

Daynes-Beebe Music Co., has gone to the com-
pany's branch at Hollywood, Cal., for a visit.

The Auerbach Co.'s phonograph department
is in its new home in the old Keith-O'Brien

Building at the southwest corner of State and
East Broadway.
Stone & Co., West Second South street, have

taken over the distribution of the Starr Piano

Co. s products in this territory, which include

Starr phonographs and Gennett records.

R. F. Perry, traveling representative of the

Brunswick Co., has gone to Idaho and will be

away for about three weeks.

G. C. Spratt and R. F. Perry, of the Bruns-

wick Co., appeared at a sales meeting of the

Alagna Furniture Co. and the Midvale Furni-

ture Co. recently. All of the salespeople of the

two concerns were present. G. C. Spratt, R. F.

Perry and Harry Grass were the speakers.

Carl J. Anderson is again with the Lindley

Heindselman Music Co., Brunswick dealer.

The new Columbia models are in big demand
here, according to officers of the Columbia
Stores Co. on West Temple street. There is

also considerable interest in the New Process^

record. The distributors cannot supply the de-

mand for the demonstration record.

Fred A. Bain, of the John Elliot Clark Co.,

local Victor distributor, has gone to the Butte,

Mont., branch of the company on a visit. The
meeting of Victor dealers, which was to have
been held here by this time, has had to be post-

poned for a few weeks, owing to the inability

of a representative of the company, who was
going to give some demonstrations, to be

present.

for four years on the selling staff of the J. J. the window, with small bags alongside it witii a

Talking Machine Springs
and Repair Parts

NONE BETTER IN QUALITY NONE LOWER IN PRICE

THE RENE MANUFACTURING CO.
MONTVALE, NEW JERSEY

COLUMBIA TORONTO OFFICES REMOVED TO THE FACTORY
Move Made in Accordance With New Policy of Consolidating Manufacturing, Administration

and Sales Service—News and Activities of the Trade During the Month
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WORLD'S CLASSIFIED ADVERTISING
Any member of the trade may forward to this office a "Situation" advertisement

intended for this Department to occupy a space of four lines, agate measure, and it will

be inserted free. Replies will also be forwarded without cost. Additional space will

be at the rate of 25c. per line. If bold faced type is desired the cost of same will be
2Sc. per line. Rates for all other classes of advertising on application.

POSITION WANTED—District or branch

manager on Pacific Coast. Am at present em-

ployed by one of the largest manufacturing in-

st'tutions in this country as branch manager in

a Middle Western city, but desire to move to

the Pacific Coast the first of the year. Have
been in the phonograph business nineteen years

and am thoroughly familiar with every angle of

the business. Address "Box 1353," care The
Talking Machine World, 383 Madison Ave.,

,New York, N. Y.

PRESSMEN WANTED — Operators for

Watson-Stillman hydraulic automatic presses.

Capacity 500 records per day each press. Will

pay 2 cents per record or salary commensurate
with ability. Come ready to work at once.

Harris Record Co., 6725 Santa Monica Boule-

vard, Hollywood, Cal.

WANTED SALESMEN—Phonograph sales-

men who are traveling in different parts of the

country will find it to their advantage to carry

my quick-selling sideline, which you can sell to

the same people you are calling upon. Good
commissions and monthly settlements. Apply to
' Box 1349," care The Talking Machine World,
383 Madison Ave., New York, N. Y.

WANTED — A number of live-wire, thor-

oughly experienced talking machine salesmen.

Will pay $60 a week and commission, which
will approximate $100 a week earnings to the

right applicant. Call to see Saul Bims, 111

Second Ave., New York, N. Y., any morning
between 10 and 12 o'clock.

HOMOKORD RECORDS
German importations, songs and instru-

mental numbers. Well assorted.

Each 23c; in lots of 100, 21c

FAVORITE MFG. CO.,

105 East 12th St., New York City

SPRINGS
VICTOK

114 "X. 022x17', bent each end No. ().'543 .$..')7

l%"x.022xl8' 0" marine ends No. 3014 .58
114 "x. 022x17' marine ends No. 3014 .fif)

lVl"x.022x17' bent arbor No. 5302 .57
1 '4 "x.022x13' bent arbor No. 5423 .50
Ii4"x.022x9' bent arbor No. ,5427 .42
l>4"x. 022x9', bent each end No. C54() .42
l"x. 020x13'' U" marine ends No. 2141 .32
l"x. 020x15' marine ends No. 3335 .35
l"x. 020x15' bent arbor No. 5394 .38
l"x. 020x15', bent at each end No. (5540 . 43
%"x. 020x9' marine ends No. 988 .29

COLUMBIA
l"x.02.8xl0' Universal No. 2951 .33
l"x. 028x11' Universal No. 2951 .35
l"x.030xll' hook ends 45
l"xll' for motor No. 1 No. 1219 .35

HEINEMAN
l"x. 025x12' motors, Nos. 33 & 77 33
1 3/16"x.020x19', also Path^ 75
1 3/16"x. 020x17' No. 4 .59

MEISSEtB.4CH
%"xlO' motors, Nos. 9 & 10 29
l"x9' motors. Nos. 11 & 12 29
l"xl6' motors, Nos. 10, 17 & 19 49
2"x.022x16'. rectangular hole, 18kl0 1.20

SAAL-SItVERTONE
l"x.027xl0', rectangular hole No. 144 .42
l"x.027x13'. rectangular hole No. 145 .48
l"x.027xl0', rectangular hole No. 140 .58

BRUNSWICK
l"x.025xl2', rect'gular hole, regular.No. 201 .45
l"x.025x18'. rect'gular hole. regular.No. 401 .00

KRASBERG
l"xl2' motor 2A, pear-shape and rect. holes .45
l"xl6' Motor 3 & 4, on outer end 55

EDISON DISC
l%"x.028x25' regular size disc motors 1.25
l"x. 032x11', Standard 55
1 5/16", Home 70
1 5/16"xl8' type A 150. old style disc 1.28
1" Amberola 30-50-75 56
1 1/16", B 80 1.15

SUNDRIES
l"x.025xl6' rectangular hole 50
l"x. 025x16', pear-shaped hole 50
y8"x. 023x10'. marine ends, Hein. Col., etc.. .29
%"x. 025x10', marine ends, Hein. Col., etc.. .27
%"x.020x9', marine ends 21
y2"x.020x9', marine ends 18
Victor Gov. springs. No. 1729 per 100 .95
Victor Gov. sprg. screws. No. 3304.. per 100 .92
Victor Gov. balls, n/style. No. 3302... each .07
Victor Gov. spring screw washer.. per 100 .72
Columbia Gov. springs. No. 3510. . .per 100 .95
Colum. Gov. sprg. screws. No. 439. per 100 .92
Columbia Gov. sprg. screw washers. per 100 .72
Columbia Gov. ball, lead, flat and spring. . .08
Columbia Gov. ball, new style & spring... .08
Turntable felts, all wool, green, 10". round .15
Turntable felts, all wool, green, 12", round .18

Terms. 2% cash with order.

TALKING MACHINE SUPPLY CO.,PABKI!IDGE,N.J.

$50,000 CASH
AVAILABLE
Party with fifty thousand
cash capital wants to make
connection with good

Cabinet Manufacturer

for the purpose of arrang-
ing for the manufacture of
phonograph cabinets. Lo-
cation not material but
prices and workmanship
must be right.

Address BOX 1336
c-o Talking Machine World
383 Madison Ave. New York

WILL BUY AND SELL

Any Quantity

Pianos, phonographs, records,

rolls or any musical merchandise.

Spot Cash

J. K. Morgan,

401 .South State St.,

Chicago, 111.

Manufacturers' Opportunity
For S.ile—Going concern manufacturing phono-
graph record albums, etc. Good demand. Well-
equipped plant in Central West city of 300,000. In
tlie heart of the phonograph industry. Includes
printing plant and adapted to manufacture of other
paper products. Exceptional opportunity for light
manufacturing proposition. Write "Box 135.S," care
The Talking Machine World, 383 Madison Ave.,
New York, N. Y.

COLUMBIA RECORDS
Series E—Well-assorted foreign numbers.
Polish, Italian and other languages at

23c each ; in lots of 100, 21c

FAVORITE MFG. CO.,

105 East 12th St., New York City

WILL BUY FOR CASH
50 new plionogi aphs and 25 s! ightly used phono-
graphs; could also use about 12 pianos. They must
be cheap. Need the goods at once.

EAST TEXAS PHONOGRAPH CO..

Tyler. Texas

FOR QUICK SALE

Eight more carloads phonographs, high-class, attrac-

tive design; different sizes and finishes. Low prices

for part or entire lot immediate shipment. Hough-
ton MfR. Co.. Marion. O.

FOR SALE
1,.500 copies Carl Fischer Superior Edition of

piano music, including wrappers and folios

for filing. A bargain.

THE AlARCHANT MUSIC CO., Inc.

Orangeburg, S. C.

FOR SALE
Four I'nico Audition Kotmi^, w i th racks, counter
and special decorative treatment, Adam Design.
Will sell all or part. A good buy. Address "Box
1354," care The Talking Machine World, 383 Madi-
son Ave., New York, N. V.

FOR SALE
Exclusive talking machine business in

Roanoke, Va. Established twenty years.

Has Victor talking machine agency.
Owner wishes to retire from business.
Address "P. O. Box 492," Roanoke, Va.

WILL PAY CASH
For any job lot of phonograph cabinets,

panels, motors, tonearms and records in any

quantity. S. L. Zax, 2414 West Cullerton

St., Chicago, 111.

SINGLE SPRING MOTORS
300 single spring motors, together with tone arms
and sound hoxes; can be used' for portable or small
table machines. $3.50 per set, in lots of 12 sets

and up. Fulton Talking Machine Co., 253 Third
.\ve., Xew York, N. Y.

CARVED LEGS
Eight (lesign.s in gum, oak and ma-
hogany. Prices reduced. Send for cir-

cular. Klise Mfg. Co., Grand Rapid.s,

Mich.

FOR SALE

Records, Golumijia and other makes in ditferent
languages, small and large quantities. Anything
required in the phonograph line we sell at reduced
prices. Will also buy anything vou have to sell.

Mandell & Co., 88 Rivington St., New York, N. Y.

LOW PRICE

Table Phonographs

NOT TIN TOYS !

New Accounts Solicited

MUSICAL MERCHANDISE CO.

Manufacturers

562-564 Grand St., Brooklyn, N. Y.

Telephone : Stagg 0918

DEALERS ATTENTION
Repairs and parts for IMandel and all

other motors. Distributors of Wall Kane
needles. We carry a full line of all well
known motors and tonearms. Send for

price list. Mandel Phonoparts Co., 1530
Milwaukee Ave., Chicago, 111.

SPOT CASH
Wanted phonograph motors, hardware,
legs, etc. Also veneered panels. Must be
cheap.

Illinois Phonograph & Supply Co.
237 S. Market St. Chicago, III

FOR SALE
10,000 needle cups, 5,000 needle cup covers
and 10,000 top supports; at one-half the

present price. Address" "Needlecups," care

The Talking Machine World, 383 Madison
Ave., New York, N. Y.
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CUtOPtAN HEADQUARTERj
kUIVi^^^^ I mm %l % 2GR.ESHAM &LD€.,BASINGHALLST„E.C.LONDONr ^

W. LIONEL STURDY, MANAGER

SATISFACTORY BUSINESS ENJOYED IN SPITE OF
THE DISTURBING INFLUENCE OF THE ELECTION

Radio Credited With Benefiting Trade Through Broadcasting of Programs—Plans for British

Industries Fair Progressing—Activities and News of the Month

London, England, December 3.—Notwithstand-

ing the turmoil of a general election, resulting

in a certain amount of business dislocation,

British gramophone trade conditions are gen-

erally good—-as they should be at this period,

of course. Manufacturers and wholesalers are

really busy keeping pace with retailers' demands

and it is fortunate to be able to report, political

circumstances considered, that most dealers are

not dissatisfied with the extent of public sales.

The latter aspect of the trade is a little difficult

to gauge, but I think sales would have been

much better had we not experienced the dis-

turbing influence of an election. Christmas

trade is certain to be heavy, but it will be af-

fected by the election results (after December

6), according to which political party is re-

turned. The choice of the electorate is so

problematical that to comment further at this

stage is futile.

Worthy of reference is that the rejuvenated

wireless trade, which many thought would ad-

versely affect gramophone sales, seems rather to

have stimulated the demand for all classes and

methods of music. It has undoubtedly reflected

favorably on gramophone and record sales.

Music dealers everywhere find that radio con-

certs result in numerous inquiries for records or

music of the items broadcasted. Apart from

stimulating gramophone sales, this aspect en-

courages the stocking of wireless goods. It

would seem not improbable that within the

near future the control of wireless distribution

will be almost exclusively in the hands of the

music merchants.

Standard Tone Arm and Sound Box Fitments
The action of the Gramophone Association in

establishing a schedule of standard sizes and
forms of measurement for tone arm and sound
box fitments has met with the unqualified ap-

proval of its members and of the trade generally,

all agreeing that it is a move in the right direc-

tion, for the frequent failure of supplies to con-
form to recognized standards has led to a great

deal of annoyance and loss to the trade. In

furtherance of its scheme the Association is

furnishing to its members, without charge, tem-
plates in the form of die-cast extension lugs

which should fulfill all reasonable requirements
of sound box and tone arm manufacturers and
enable them to secure with a certainty suitable

fitment in the recognized standard gauges, so

that the interchange of sound boxes and tone
arms should no longer be a source of trouble.

From the manner in which the suggestion

has been taken up by the manufacturers and
wholesalers it seems likely that before long

merchants in ordering machines will insist that

the fitments shall be of "Gramophone Associa-

tion standard measurements."
Excellent Federation Work

The Federation of British Music Industries,

to which are affiliated all the music trade asso-

ciations, with the exception of the Music Pub-
lishers' Association, reports that for the month
of October the revenue receipts were the larg-

est on record for any one month since the

Federation was formed. As this indicates, there

is a growing appreciation in trade circles of the

value of the extensive and energetic propaganda

and publicity work performed by the Federation.

The industry as a whole is beginning to realize

that the Federation, properly supported, is

bound to achieve by co-ordinated effort far

more for the industry individually or collec-

tively than any one section. Results undoubt-

edly go to show that the early work of the

Federation is now bearing fruit. It is worthy

of note that the largest receipts for the last

financial year, from any section of the music

industries, was from the gramophone industry.

The Political Situation

The most eagerly discussed question in trade

circles at the time of writing is the probable

party to form the next government. A general

election at this time of the year, fought on any

issue, is regarded as a serious menace to the

Christmas trade season, and the possibility of

a decided change in the fiscal policy, i. e., from

a free-trade regime to the imposition of a gen-

eral tariff, is having a rather bad effect in cer-

tain trade circles. Despite the advantages that

would undoubtedly accrue to some industries

should a protective tariff be imposed on impor-

The Hub of the Gramophone World !

!

(Patent and regUtration righti applied for)
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Unique Oval Model. Satin Mahogany finish, paneled all around: height,

Syfi ins. : depth, 19 ins. : width. 16 ins. Reliable Swiss single spring,
silent helical wind, worm gear motor: plays 10-in. and 12-in. records;
10-in. turntable, plush covered, with special nickel-plated rim. Internal
floating amplifying chamber. Fret front and silk screen. Sound-adjusting
doors with piano hinges. Nickel-plated tapering tone-arm. with crane
back and "gooseneck." Fitted with special plate holding two needle
bowls, one with cover. Dial speed regulator and indicator. "BAND-
MASTER" perfected "Carmen" sound boi for steel or fibre needles.

18 Different Models
British made components throughout

The tremendous reception accorded
BANDMASTERS is the greatest proof

of their merit. The tone of BAND-
MASTERS—The elegant cabinet work

—

The high quality fitments—all these at

once please the most fastidious visitor to

your store, and the extremely low price

makes it quite unnecessary to sell on

credit when your stock is comprised of

BANDMASTERS.

The World's largest individual order for

gramophones was taken by Bandmasters
in open competition with English and
German manufacturers. There is a strong

reason for it. We can furnish that rea-

son. Overseas trade especially catered

for. BANDMASTERS appeal to the

keen-eyed business man who knows his

business.

Baby Grand. Unique Horseshoe design. Solid

Mahogany. Satin Finish, beautifully inlaid: height.

32% ins. : width. 20% ins. ; depth. 21 ins. Reliable
Swiss double spring, silent wind, worm gear
motor: plays 3 records one wind: 12-in. turntable,
plush covered, with special nickel-plated rim.
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chamber, with cast metal elbow connection.
Soimd-adjusting doors. Heavily nickel-plated
tapering tonearm with crane-back and extra long
"gooseneck." Needle bowls for new and used
needles, one with cover. Dial speed regulator and
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men" sound box for steel or fibre needles.
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British made components throughout
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BANDMASTER LIMITED, BANDMASTER WORKS Hendon, London, England
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tations affecting those industries, the general

impression is that in face of the falling sovereign

and the rising dollar, and of the shock to finance

and the injury to trade, the controversy should

not have been forced upon the nation at this

moment. However, it is of no use to cry over

spilled milk. The thing is done, and by the time

this appears in print the new Parliament will

have assembled.

The two main sections of the British music

industries already enjoy a measure of protec-

tion, a tariff of 33]/} per cent being placed on

all imported pianos and gramophones. The

gramophone industry is held up as an example

by the Government party of how tariff benefits

a specific industry. They claim that under the

protection of what is known as the McKenna
duties the industry, though a minor one, has

been able to eliminate the foreigner from the

home market and increased the number of

British workpeople. The figures given in sup-

port of this statement are decidedly interesting

and are as follows: In 1913 90 per cent of the

metal parts employed in gramophones was im-

ported. Last year only 25 per cent was im-

ported. Of the cabinet work in gramophones

50 per cent was imported in 1913. Last year

the import was negligible, and British workers

had captured over 99 per cent of the trade.

Again, in the case of records, the British manu-

facturer has succeeded (it is claimed) in cap-

turing the whole of the trade, although 20 per

cent of the records was imported in 1913. The

effect has been that between 15,000 and 20,000

workers are now employed in the British gramo-

phone industry, as against less than 10,000 in

1913.

With the return of the Government to power

the existing duties can certainly be expected to

be retained, and there is even a possibility of

the tariff being increased. But with the Liberal

party in power, it is extremely doubtful if even

the existing tariffs would be maintained. The main

plank of the Labor platform is the imposition

of a levy on all individual fortunes in excess of

i5,000, the money obtained from this source

to be solely devoted to the reduction of the

war debt.

New Zonophone Recordings

The recordings released this month by the

British Zonophone Co. evidence the foresight

of the company in providing in good time suit-

able music for special seasons. Ten-inch issues

include music and song for Christmastime.

No. 2382 carries "God Rest Ye, Merry Chris-

tians" and "The Bethlehem Shepherds," both

effectively rendered by the Dorian Singers, male

voice quartet. In sharp relief are a couple of

humorous duets on No. 2379: When the Winter

Time Comes Round" and "It's Doing Me Good,"

by O'Neill and Thayer. An instrumental quar-

tet—violin, 'cello, flute and harp—have brilliant-

ly recorded on No. 2381 two delightful pieces

—

"The Mermaid Song" (Weber) and "My Heart's

Delight" (George). The "Oliver Cromwell Con-

cert Overture" (Geehl) makes a good record in

two parts on No. 2373, played by the St. Hilda

Colliery Band. This was the test piece selected

recently for the National Band Contest in

which more than 150 bands took part. The
well-known operatic tenor, Frank Webster,

again contributes two delightfully rendered

songs, both, happily, of the better type of sen-

timental songs, on No. 2375—"I've Fallen in

Love" (With a Wonderful Girl) and "The King-

dom of Love." Of the twelve-inch. No. A278

will appeal to many. It carries a couple of

pleasing tenor song numbers by Browning Mum-
mery, "Sound an Alarm" (from Handel's "Judas

Maccabaeus) and "A Furtive Tear" (from Don-

izetti's "L'Elisir d'Amour").

Physical Culture Records

One of the secrets of the Gramophone Co.'s

success is to be found in the wide range of its

activities. It strives to touch the life of the

community at as many points as possible. In

all the main sections of human interest—enter-

tainment, amusement, inspiration and instruc-

tion—special classes of "His Master's Voice"

records have been made to supply the require-

ments of the public in the most complete and
practical manner. Now come three double-

sided ten-inch records of "physical jerks," each

record containing two exercises on each side.

Each exercise is set to a "catchy" tune having

the correct rhythm, and the music makes the

"jerks" easy and interesting. Spoken explana-

tions of the various exercises are given, together

with the "count" for each movement. There is

a very real need for these records, and the

methods adopted by the Gramophone Co. in in-

troducing them to the public insures them a

very brisk sale.

Fruitful Gramophone Publicity

The big gramophone houses are indulging in

remarkable advertising campaigns. Big space in

the dailies and magazines and the trade press

brings home to a huge public just exactly the

diverse entertaining and instrumental value of

this form of music, song and speech. The "His

Master's Voice," Columbia, Winner, Edison-

Bell, Fathe, Homochord and others are collec-

tively spending thousands of pounds on the good

work. It means big business!

Talking Machines at Wireless Exhibition

The publication of the Parliamentary Wireless

Committee's report, of which we wrote last

month, has cleared the air—or, as we should put

it in wireless parlance, freed the ether—and

much of the uncertainty hitherto overhanging

the legal position of the average broadcaster

has been removed, with the consequent result

that the present Winter boom compares more

than favorably with last season.

The recent wireless exhibition, held at the

White City, Shepherd's Bush, was a tremendous

success. Many of the prominent gramophone

houses here have added wireless sets and parts

to their manufactures and the following firms

took space at the exhibition: J. E. Hough, Ltd.,

of Edison-Bell gramophone record fame; the

{Continued on page 190)
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Hornless, Table Grand, Upright

and Horizontal Cabinet Grands

Actual Manufacturers Export a specialty

REX GRAMOPHONE COMPANY
59 Chiswell Street, LONDON, E. C, England

Cable Address "Lyrecoi'sc, London"

Peter Pan Gramophone Co., Ltd.; Barnett, Sam-
uel & Sons, Ltd., and Joseph Wallis & Son, Ltd.

The success of the fair will be further en-

hanced by reason of the British Empire Exhibi-

tion, which is to be held at Wembley from

April to October. It is calculated that overseas

buyers will make a point of arriving in this

country in time for the opening at Wembley,
which would enable them to inspect both the

exhibition and the British Industries Fair. A
number of gramophone firms have secured space

at the Wemblev exhibition.

^lurdock Trading Co.; Alfred Graham & Co.,

makers of the "Algraphone" and the "Geco-

phone" receiving sets, for which the Columbia

Graphophone Co. is the sole agent for the

music trades.

Changes at Lugton's

The interest of gramophone men has been

aroused by the news that Messrs. Herzog and

Picker, pre-war owners of the New Polyphon

Supply Co., have joined the firm of Lugton &
Co., Ltd., Old street, London.

British Industries Fair, 1924

The tenth fair, to be held at the White City

from April 28 to May 15, next year, promises

to eclipse the success of all previous fairs. In

the music section the space already booked is

nearly twice the size of that taken last year,

and the variety of manufactures exhibited in

1923 will be greatly exceeded. The success

that attended last year's fair was largely due

to the very wide publicity given to it by the

Department of Overseas Trade, which enjoys

and fully exercises broad facilities for propa-

ganda. The publicity to be given, and already

being given, to the 1924 fair is even greater

than before.

The gramophone manufacturers who have

booked or signified their intention of taking

space are as follows: Bandmaster, Ltd., which,

it will be remembered, at last year's fair booked

an order for 15,000 gramophones; Electric

WA S H I N G TON
December Brings Big Business Improvement—Trade hooking For-

ivard to Fery Busy Year-end—News and Activities of the Month

Gramophones, Ltd.;

Co., Ltd.; Senthal!

The Garrard Engineering

Gramophones, Ltd.; The

Washington, D. C., December 8.—Following

more than a month of extremely quiet business

in the talking machine trade in this city, the

first week in December saw a noticeable im-

provement all along the line, and this increase

seems to be gaining at a steady rate. As a

consequence, dealers who were inclined to be

pessimistic over prospects for Christmas a

month ago are now looking forward to a very

encouraging trade, and the general atmosphere

is much more hopeful. Last year many of the

stores were caught at this season with insuffi-

cient stocks of machines and records, but this

year the situation is improved.

As an illustration of what advertising of new-

features can do to help the trade, the success

of the recently issued Columbia "test" record

may be cited. This record, released primarily

as an advertisement for the new type of record

being manufactured by this company, jumped

into immediate demand in Washington, and

during a period when sales of records were the

lowest for months, the sales of the "test" rec-

ords were such that they could not be kept in

stock at some stores. Although it may be a co-

incidence, the fact remains that the upward

trend in record and phonograph sales started

just about a week after the Columbia record

was put on sale. While the majority of the

TT~^ YOU handle or are thinking of handling other

I P products, in addition to talking machines and

records—you need THE MUSIC TRADE
REVIEW, 'which is the most authoritative and informa-

tive business paper at your command, covering every

branch of the music industry—pianos, players, repro-

ducers, organs, automatics, band instruments, musical

merchandise, small goods, sheet music, talking ma-

chines, etc., etc.

Twelve to fourteen feature articles, showing how
the other fellow is increasing his profits, appear

each month in THE REVIEW—that's why it is the

most profitable weekly paper in the field for you to

read and why it will assuredly help you increase

your profits.

$2 Brings You 52 Issues of The Review,

WATCH

383 MADISON AVE.
REVIEW

IN 1923

NEW YORK CITY

Established 1876 - Tbe Oldest and Largest in Its Field.

buyers of this novelty were sold through their

own curiosity as to what the record had on it,

rather than a desire to examine the new lam-

inated construction, the thing of prime impor-

tance is that the advertising of this product

caught the interest of the public and made
them think of phonographs.

T. W. Woodwaid, who formerly maintained

a talking machine repair shop at 809 Ninth

street. Northwest, has moved into new and

larger quarters just around the corner from his

original store, and now is located at 813 H
street. Northwest. The new store is fully

equipped for repairing of all kinds. At the front

are located the counter and display shelves,

while in the rear is a very complete workshop,

fully equipped to do all kinds of machine work
incidental to talking machine repairing.

Charles F. Shaw, branch manager of the

Brunswick Co., visited Washington during the

month to confer with local Brunswick retailers.

The Brunswick Shop, formerly at 1404 Park
road, has moved to its new location on Four-

teenth street just below Park road, right in

the heart of the upper Fourteenth street busi-

ness section. Recent improvements in this sec-

tion, including the erection of several large

office buildings, one housing the local broad-

casting station of the Radio Corp. of America,

.\nd one of the largest motion picture theatres

in the city, have: greath- stimulated business on

Fourteenth street, with the result that it has

become a bustling shopping center, including

three or four talking machine establishments.

Put this book
to work for you
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BYJAM£SA.FK£W
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how to go about organizing a musical merchandise

department and how to run one at a profit.
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for yourself.

Sent to you FREE
for five days
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Fill out tlie inspection coupon and mail
it for out free five-day inspection offer
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LATEST PATENTS

RELATING
Washington, D. C, December 8.—Phonograph

Recorder. Newman H. Holland, West Orange,

N. J., assignor to New Jersey Patent Co., same-

place. Patent No. 1,465,764.

This invention relates to phonograph re-

corders, especially of the floating-weight type.

One of the principal objects of the invention

is to provide an improved construction for

phonograph recorders of the floating-weight

type wherein during the recording operation the

tension in the connection between the stylus

and the diaphragm or vibratory means is suf-

ficient to prevent lost motion and rattling, and

at the same time the recording stylus engages

the record tablet with the proper pressure.

In order that the invention may be more

clearly understood, attention is directed to the

drawing accompanying and forming a part of

this specification and in which the single figure

is a fragmental view in elevation, partly in sec-
tion, of a phonograph illustrating one form of

recorder embodying this invention, in opera-
tive position with respect to the record tablet.

Tone Arm for Phonographs. Burr B. Blood.
Chicago, 111., assignor by mesne assignments to
the Jewel Phonoparts Co., same place. Patent
No. 1,468,224.

This invention relates to tone arms adapted
for use in connection with phonographs pro-
vided with tone chambers; that is, in connection
with phonographs wherein the tone or sound is

conveyed from the reproducer through the tone
arm and thereby transmitted into the tone cham-
ber usually formed in the phonograph, cabinet
beneath the record-holding turntable.

One object of the invention is to provide a

tone arm wherein the reproducer receiving end
or elbow is provided with a pivotal connection
which will enable the proper movement of the
reproducer across the record; permitting the re-

producer to have tlie desired freedom during its

travel and yet at the same time provide a con-
nection which will not interfere with the tone
c|uality and will not produce a "blast" or per-

mit any "chatter," so often encountered with
tone arms and connections at present employed.
The means employed for providing the pivotal

connection just referred to is of such nature as

to take up any slight dififerences in formation
or dimensions, within a given range, that may
occur between the reproducer-receiving end or

elbow and the main portion of the tone arm.
Another object of the invention is to provide

the tone arm with a pivotal support at the base
end, on the cabinet adapted to receive the entire

weight of the arm without permitting any bind-
ing efifect but allow a free swing or oscillation

of the tone arm, and thus provide a construc-
tion responsive to the delicate power of force

applied to the stylus or needle by the shallow

grooves of the record. The invention at the

same time contemplates a construction wherein

the tone arm proper may be easily and quickly

lifted or disconnected from its base or pivot

providing portion.

Figure 1 is a side elevation of the improved

lone arm shown provided with a reproducer, the

stylus whereof is shown in contact with a por-

tion of a disc record; the main portion of the

tone arm and its base being shown in longi-

tudinal section to disclose the pivot-forming

elements. Fig. 2 is a perspective view of the

main portion of the tone arm in inverted posi-

tion, that is looking at the bottom thereof, to

disclose the interior construction at the ends.

Fig. 3 is a perspective view of the base or pivot-

forming portion of the tone arm turned up on

its side. Fig. 4 is a sectional view, taken on

the line 4—4 of Fig. 1, looking in the direction

of the arrows. Fig, 5 is a detail sectional view

of a modified form of the pivotal connection be-

tween the main portion of the tone arm and

the reproducer-receiving end or elbow.

Sound Box. A.xel Engnell, Chicago, 111. Pat-

ent No. 1,468,144.

This invention relates to sound bo.xes and

particularly to novel means of mounting the

stylus bar on the sound box. One of the objects

is to provide a stylus bar mounting for sound

boxes which will eliminate the undesirable rela-

tionship between the diaphragm and the stylus

arm mounting to remove any dampening efTect

on the diaphragm; a stylus arm mounting for

sound boxes which will permit proper reproduc-

tion of sounds without dampening or otherwise

retarding the effectiveness of the diaphragm;

stylus arm mountings for sound boxes for suc-

cessful commercial use.

Generally speaking, the objects of the inven-

tion are accomplished by providing a knife edge

engagement between the stylus arm and the

sound box and mounting the tension spring

wholly on the stylus arm so that the same may
be movable with the arm as the diaphragm is

vibrated.

F'igure 1 is a front elevational view of a

sound box provided with the preferred embodi-

ment of the invention. Fig. 2 is a back eleva-

tional view of the sound box in Fig. 1, a portion

of the parts being shown in section. Fig. 3

IS a vertical sectional view of the invention.

Fig. 4 is an enlarged sectional view taken in

the plane of line 4—4 of Fig. 1 showing the

preferred means of mounting the stylus arm on

the sound box.

Phonograph. Herbert O. Crippen, Sanford,

Fla. I'atent No. 1,468,138.

A more specific object of the invention is to

provide an improved amplifying casing or horn

for phonographs containing a double tone cham-

ber.

Another object is to provide an improved

casing, enclosing a tone chamber, which is

responsive to the high and tO: the low notes

with utmost fidelity, and which is resonant to

an extent that it increases the volume or tone

and reinforces all tones, equally vibrating in tlie

same time.

Another object is to provide a vibratable cas-

ing enclosing a tone chamber and another rela-

tively rigid spaced away casing enclosing the

vibratable casing, leaving a sealed space inter-

vening between the two casings, to thereby pro-

vide a resonant chamber outside of the usual

sound amplifying horn.

Another object is to provide a sound re-

sponsive casing containing a tone chamber and

means to tension the chamber, thereby to make
it more sensitive tO' normally inaudible sound

emanating from the amplifying casing or horn.

Another object of the intervention is to im-

prove the cabinet and arrangement of the horn

and sound reproducing instrumentality to ren-

der scratching of the needle less apparent.

In the drawings Figure 1 is an isometric

perspective view of the double casing sound

amplifier and modifier containing an inner and

an outer tone chamber showing parts in sec-

tion. Fig. 2 is a front elevation of an improved

cabinet in one side of which the improved de-

vices are to be contained. Fig. 3 is a section

taken on line 3—3 of Fig. 2. Fig. 4 is a section

taken on line 4—4 of Fig. 3. Fig. 5 is a longi-

tudinal section of the horn or amplifier with

the closed and sealed tone chamber, on the

vertical sides only, being omitted from the top

and bottom. Fig. 6 is a longitudinal section of

the modification of the device shown in Fig. 1.

Sound Amplifier. Martin Nystrom, Chicago,

111., assignor to the Brunswick-Balke-Collender

Co., same place. Patent No. 1,468,166.

This invention relates to talking machines and

has for its primary object the provision of an

amplifier of wood constructed to insure its

maximum efficiency as a conductor and dis-

tributor of sound under varying atmospheric

conditions.

A further object is the provision of a wood
amplifier for talking machines in which the cus-

tomary joint between the mouth neck portion

and the portion of the amplifier leading to the

tone arm is eliminated.

Figure 1 is a plan view partially in section of

an amplifier according to the invention with the

the damper applied thereto. Fig. 2 is a section

on the line 2—2 of Fig. 1. Fig. 3 is a detail

in section of the damper. Fig. 4 is a detail in

elevation, illustrating the construction of the

amplifier.

Sound Box. Henry Walker, Wilmington,
r^iel., assignor of one-half to Frank F. Slo-

comb, same place. Patent No. 1,469,058.

This invention consists of a novel construc-

tion of a sound box, wherein is employed
a pluralty of diaphragms, including an inner

and an intermediate diaphragm of novel con-

struction, whereby the reproduced sound waves
are modulated and clarified by the vibrations

transmitted from one air chamber to another,

and by the vibratory tongue forming a portion

of the inner diaphragm, by the coaction of

which practically all harsh or metallic sounds

are avoided, and the resultant reproduction is

1 endered smooth, round, full and sympathetic,

in a word, natural. Also the scratching sound

caused by the contact of the needle point with

the moving record, and which has heretofore

been so objectionable a feature, is by this im-

proved construction so nearly absorbed and

{Continued on fage 192)
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eliminated that it is impossible of detection

after a record has been put in play.

To the above ends this invention consists of a

novel construction of a sound box comprising

a body containing a diaphragm chamber, prefer-

ably provided with three diaphragms, the inner

diaphragm having a semicircular or equiva-

lently shaped cut therein extending half way,

more or less, around the diaphragm near its

outer periphery and forming a resilient tongue,

while the intermediate diaphragm has a shorter

cut therein, preferably out of alignment with

the cut in said inner diaphragm, the outer di-

aphragm being solid, and all said diaphragms

being held in assembled position and separated

from each other by gaskets in such a manner

that the reproduced sound waves are clarified,

so that a natural and faithful reproduction is

obtained.

Figure 1 represents a front elevation of a

sound box embodying the invention. Fig. 2 rep-

resents a side elevation of Fig. 1. Fig. 3 repre-

sents a vertical sectional view, the section being

taken on line 3—3 in Fig. 1. Fig. 4 represents

a plan view of the intermediate diaphragm in

detached position. Fig. 5 represents a plan view

of the inner diaphragm in detached position.

Fig. 6 represents a plan view of another form

of intermediate diaphragm which may be used

in lieu of the diaphragm seen in Fig. 4. Fig. 7

represents a plan view of another form of inner

diaphragm which may be used in lieu of the

diaphragm seen in Fig. 5.

Protector for Phonograph Records. Victor

H. Emerson, New York, N. Y. Patent No.

I.468,879.

This invention relates to cover devices for

disc records, of the type employed with the

record while the latter is being played. It is in

the nature of an improvement on or modifica-

tion of the device disclosed in co-pending appli-

cation, Serial No. 418,246, filed October 20, 1920.

In that application there is illustrated and de-

scribed a device in which a disc record is pro-

vided with a cover sheet or device having an

aperture therein through which the spindle of

the talking machine passes when the record

and cover device are in position for playing

.A. radially extending slot in the device allows

the reproducing needle to pass through and

engage with the record, and the rotation of

the device with the record is prevented by the

engagement of a wall or edge of the slot with

Ihe reproducing apparatus, preferably with the

needle. The cover device may carry matter re-

lating to or explanatory of the subject matter

of the record, such as the words and music of

a song, illustrative scenes, a translation of the

recordation, or any other useful or supplemental

information relating to the record. An objec-

tion to this device is that the long slot through

REPAIRS
All Make* of Talking Machine*
Repaired Promptly and Efficiently

REPAIR PARTS FOR ALL MACHINES

ANDREW H. DODIN
l£ Sixth Atobuo Now York
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which the needle passes exposes the grooved

portion of the record to injury at that point and

allows dust to enter the grooves in that portion

of the record.

An object of the present invention is gen-

erally to improve the device disclosed in prior

application, and to provide a device of that kind

which will more completely protect the record

against dust and injury.

Figure 1 is a plan view of a portion of a

talking machine with a cover device for the

record constructed in accordance with the in-

vention. Fig. 2 is a section in elevation of

the record and cover device taken substantially

along the line a—a of Fig. 2.

Sound Reproducing Apparatus. Anthony
Vasselli, Newark, N. ]., assignor by mesne as-

signments to the General Phonograph Corp.,

New York. Patent No. 1,468,767.

This invention relates to sound boxes or re-

producers for talking machines, and more par-

ticularly to that type of machine in which the

record groove is carried on the flat surface of

a disc or tablet.

The objects of the invention are to produce a

sound box which will be cheap to construct,

will not get out of order, in which the stylus

arm may be steadily placed in proper position

relatively to the diaphragm, in which the tension

of the stylus arm may be easily adjusted, and

which will be easy to assemble.

The object of the invention is to provide im-

provements in apparatus for reproducing sound;

13

by means of which the quality of the reproduc-

tion will be improved.

In the drawings Figure 1 is a front elevation

of a sound box embodying the invention. Fig.

2 is a bottom plan view of the same. Fig. 3 is

a section on an enlarged scale, the section

being taken on the line 3—3 of Fig. 1. Fig. 4

is a detail view of the knife edge.

Stylus Mounting for Reproducers. Julius A.

Brown, Peekskill, N. Y., assignor to Ernest

Loomis, same place. Patent No. 1,469,451.

This invention has for its object to provide

an improved resilient mounting for the stylus

arm in a phonograph reproducer, in which the

plate spring is extended in several directions to

facilitate the vibration of the parts; and which

is provided with means for adjusting its tension,

whereby the character of the vibration can be

easily regulated.

In the accompanying drawings Figure 1 is a

front elevation. Fig. 2 is a side elevation, partly

in section. Fig. 3 is a detail view enlarged of

certain parts. Fig. 4 is a view showing the

spring mounting parts separated in general

order of assembly. Fig. 5 is a plan view of

certain parts.

Spring Stylus Mounting for Phonographs.
Julius A. Brown, Peekskill, N. Y., assignor

to Ernest Loomis, same place. Patent No.

1,469,452.

The object of the present invention is to pro-

vide an improved form of stylus arm mounting

for a reproducer for phonographs, that is con-

stituted by a plate spring doubled sharply on

itself at one portion; and a further object is to

provide such a spring member in which the

axis or bend of the structure will lie approx-

imately in the plane of the diaphragm.

In the accompanying drawing Figure 1 is a

front elevation. Fig. 2 is a side elevation partly

in section. Fig. 3 is an end elevation. Figs.

4 and 5 show the spring member detached. Fig.

6 shows the stylus arm and attached bracket.

Fig. 7 is a partial view enlarged through the

spring and stylus arm. Figs. 8 and 9 show
slight modifications of the spring plate.

Phonograph Record. John J. Reinhold, Mar-

ietta, Pa. Patent No. 1,471,862.

This invention relates to phonograph records

of the disc type. It is a difficult matter to

pick up disc records from a flat surface, such

as the turntable of talking machines, especially,

when they are very thin and have an edge of

the usual shape. Moreover, when a number of

records are stacked one on top of the other it is

usually necessary when picking one ofT, to slide

it partially off the stack before a firm hold can

be obtained upon the same; this is the usual

habit when picking a record ofif the stack be-

cause it seems to be the most convenient -way;

the objection to this is that some of the records

become scratched and the sound grooves become

worn away by this sliding action.

In carrying out this invention there is con-

structed the edge or periphery of the disc of a

shape which is adaptable to engage with the

finger nails of the human hand, through which

the disc can be readily lifted and the fingers

placed under the same to enable a person to get

a firm hold. The handling of records is greatly

facilitated when formed as herein shown and

described.

Referring to the drawing Figure 1 is a sec-

tional view of a turntable of the type usually

employed with talking machines, upon which is

carried a record of the common type. Fig. 2

is an enlarged sectional view of a portion of

the turntable shown in Fig. 1, and a portion of

a record showing the principal features of this

invention. Fig. 3 shows a modification of the

improved record as shown in Fig. 2.

PAUL STUTZER TO RETIRE

West Hoboken, N. J., December 10.—Paul

Stutzer, who has been in the music business

here for the past ten years and is prominent in

local merchandising circles, is disposing of his

stock, preparatory to retiring from active busi-

ness. Mr. Stutzer's store was one of the most

completely stocked in this section.
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dv-c?RECORD January, 1924

VICTOR TALKING MACHINE CO.

LIST FOR NOVEMBER 30

19142 By the Watermelon Vine Shannon Quartet
Louisiana Lou Shannon Quartet

19180 I'm Sitting Pretty in a Pretty Little City,
Albert Campbell-Henry Burr

Alabamy Blacksheep Peerless Quartet
19181 You Can't Make a Fool Out of Me.. Henry Burr

Pal of My Dreams Charles Hart
INSTRUMENTAL RECORD

19149 Turkey in the Straw,
Henry C. Gilliland and A. C. (Eck) Robertson

Ragtime Annie A. C. (Eck) Robertson

DANCE RECORDS
19172 Sleep—Waltz Waring's Pennsylvanians

The West, a Nest and You—^Waltz,
Waring's Pennsylvanians

19178 Rememb'ring—Fox-trot,
Joe Raymond and His Orch.

Salt Your Sugar—Fox-trot,
Joe Raymond and His Orch.

19179 Moonlight Kisses—Fox-trot,

Joe Raymond and His Orch.
Music of Love—Fox-trot,

International Novelty Orch.
RED SEAL RECORDS

956 Letter Song (From "Apple Blossoms")—Violon-

cello Solo Hugo Kreisler

I'm in Love (From "Apple Blossoms")—Violon-
cello Solo Hugo Kreisler

959 A Kiss in the Dark (From "Orange Blossoms")
(de Sylva-Herbert) Amelita Galli-Curci

Kiss Me Again (From "Mile. Modiste") (Blos-

som-Herbert) Amelita Galli-Curci

LIST FOR DECEMBER 7

19146 Pinin' Just for You Claire Brookhurst
Sweet Thoughts of Home Claire Brookhurst

19186 Midnight Rose Henry Burr
Ev'ry Night I Cry Myself to Sleep Over You,

Henry Burr
19188 What Do You Do Sunday, Mary?

American Quartet
Oh! How She Lied to Me,

Bill Murray-Ed Smalle
19153 Star of the East Trinity Choir

The Birthday of a King Trinity Choir

DANCE RECORDS
19182 Somebody Else Took You Out of My Arms

—

Fox-trot Barney Rapp and His Orch.
Walk, Jennie, Walk!—Fox-trot,

Barney Rapp and His Orch.
19183 Bonnie—Fox-trot. .The Manhattan Merrymakers

March of the Mannikins—Fox-trot,
Benson Orch. of Chicago

19184 Bit by Bit You're Breaking My Heart—Fox-
trot Charles Dornberger and His Orch.

Sunshine of Mine—Fox-trot,
Charles Dornberger and His Orch.

19185 Shake Your Feet—Fox-trot,
Paul Whiteman and His Orch.

Swanee River Blues—Fox-trot,
Paul Whiteman and His Orch.

RED SEAL RECORDS
958 Tu, ca nun chiagne! (You That Wept Not for

Me!) (Bovio-de Curtis)—Neapolitan,
Enrico Caruso

Noche Feliz (Happy Night) (Pasadas)—Nea-
politan Enrico Caruso

960 Faust—Veau d'or (The Golden Calf) (Gounod)
—In French Feodor Chaliapin

Faust—Slr^nade Mephistopheles (While You
Play at Sleeping) (Gounod)—In French,

Feodor Chaliapin

LIST FOR DECEMBER 14

19190 Be Like the Early Bird ... Arthur Moss-Ed. Frye
Why Adam Sinned Arthur Moss-Ed. Frye

19193 Sittin' in a Corner Elliott Shaw
Lou'siana ..Lewis James-Elliott Shaw

INSTRUMENTAL RECORD
19143 Entr'acte-Gavotte (Gillet) .. .Victor String Orch.

In the Mill (Au Moulin) (Gillet).
Victor String Orch.

DANCE RECORDS
19187 In Love With Love—Fox-trot,

Paul Whiteman and His Orch.
Raggedy Ann—Fox-trot,

Paul Whiteman and His Orch.
19189 Stack o' Lee Blues—Fox trot,

Waring's Pennsylvanians
Stavin' Change—Fox-trot The Virginians

19191 Mamma Loves Papa—Fox-trot,
Paul Whiteman and His Orch.

Ev'ry Night I Cry Myself to Sleep Over You

—

Fox-trot The Manhattan Merrymakers

957

6426

45371

19194

19088

19195

19196

19197

19198

967

968

6425

RED SEAL RECORDS
June—Barcarolle (Tschaikowsky) . .Erika Morini
Serenade (Toselli) Erika Morini
Holy Night (Noel) (Adam),

Reinald Werrenrath
Nazareth (Chorley-Gounod),

Reinald Werrenrath

LIST FOR DECEMBER 21

Friend o' Mine Royal Dadmun
Trade Winds Royal Dadmun
Dear Old Lady Sterling Trio
Lindy Lady Peerless Quartet

INSTRUMENTAL RECORD
Bright Moon—Waltz Ferera-Franchini
Hawaiian Nights—Waltz Ferera-Franchini

DANCE RECORDS
Mamma Goes Where Papa Goes—Fox-trot,

David H. Silverman and His (Jrch. .

Mean Blues—Fox-trot,
David H. Silverman and His Orch.

Wonder If She's Lonely Too—Fox-trot,
Charles Dornberger and His Orch.

I Never Had a Mammy—Fox-trot,
The Manhattan Merrymakers

You—Fox-trot Benson C>rch. of Chicago
Do You, Don't You, Will You, Won't You

Love Me Too?—Fox-trot,
Benson Orch. of Chicago

Lonesome and Blue—Waltz,
Benson Orch. of Chicago

When Lights Are Low—Waltz,
Benson Orch. of Chicago

RED SEAL RECORDS
L'Amico Fritz—Son pochi fiori (Here Are
Some Flow'rets) (Mascagni)—In Italian,

Lucrezia Bori
L'Amico Fritz—Non mi resta che il pianto

(Must I Ever Thus Be Sadly Crying)—In
Italian Lucrezia Bori

Somewhere in the World John McCormack
Where the Rainbow Ends John McCormack
Quartet in D Major—Adagio (Mozart),

Flonzaley Quartet
Quartet in A Minor—Adagio (Schumann),

Flonzaley Quartet

COLUMBIA PHONOGRAPH CO.

COLUMBIA NEW PROCESS RECORDS
DANCE MUSIC

27-D Take, Oh Take Those Lips Away (From
"Ziegfeld Follies of 1923")—Fox-trot,

Paul Specht and His Hotel Alamac Orch.
Dear Old Lady—Fox-trot,

Paul Specht and His Hotel Alamac Orch.
29-D Sleep—Waltz The Romancers

The West, A Nest, and You—Waltz,
The Romancers

17-D I've Got A Song for Sale—Fox-trot,
Frank Westphal and His Orch.

All Wrong—Fox-trot,
Frank Westphal and His Orch.

10-D Sobbin' Blues—Fox-trot,
Art Kahn and His Orch.

Bit By Bit You're Breaking My Heart—Fox-
trot Art Kahn and His (.)rch,

23-D You May Be Fast "But" Your Mamma's
Gonna Slow You Down—Fox-trot,

The Georgians
Home Town Blues—Fox-trot .. .The Georgians

30-D Old Fashioned Love (From "Runnin' Wild")
—Fox-trot The Georgians

Shake Your Feet (Intro: "Swanee River
Blues") (From "Ziegfeld Follies of 1923")
Medley Fox-trot The Georgians

22-D Foolish Child—Fox-trot,
Art Kahn and His Orch.

Oh! Sister, Ain't That Hot!—Fox-trot,
Frank \Vestphal and His Orch.

31-D Sweet Pal—Waltz Columbia Dance Orch.
Why Don't My Dreams Come True—Waltz,

Columbia Dance (~»rch.

POPULAR VOCAL
26-D Say It With A Ukulele—Tenor Solo.

Frank Crumit
Ko-Ko-Mo—Tenor and Baritone Duet,

Billy Jones and Ernest Hare
25-D I Love You (From "Little Jessie James")—

Tenor Solo Lewis James
Marcheta—Tenor Solo Lewis James

24-D Mamma Goes Where Papa Goes—Tenor Solo,
Bob Nelson

Lovey Came Back—Tenor Solo... Bob Nelson
28-D Dear Old Lady—Tenor and Baritone Duet,

Charles Hart and Elliott Shaw

10
10

12

12

10
10
10
10

10

10

10

10
10

10

10

10

10

10
10
10

12

12

10

10
10

10

10

10

10

10

10
10

10

10

10

10
10

10

10

10

10
10

10
10

10

You Wanted Someone To Play With—Tenor
Solo Charles Hart

18-D Wlien Greek Meets Greek—Tenor and liari-

tone Duet Furman-Nash
Chief Hokum—Tenor and Baritone Duet,

Furman-Nash
19-D Ground Hog Day At Pumpkin Center—Comic,

Cal Stewart (Uncle Josh)
Uncle Josh At the Circus—Comic,

Cal Stewart (Uncle Josh)

HAWAIIAN MUSIC
21-D Aloha Oe (Farewell To Thee)—Instrumental,

Ferera's Hawaiian Inst. Quintette
One, Two Three, Four—Instrumental.

Ferera's Hawaiian Inst. Quintette

SYMPHONY AND CONCERT SELECTIONS
68002-D Manon ".^h! fuyez, douce image" (Massenet)

—Tenor Solo Charles Hackett
La Favorita "Spirto gentil" (Donizetti)

—

Tenor Solo Charles Hackett
33001-D Golliwogg's Cake Walk (Debussy)—Piano

Solo Percy Grainger
Gavotte (Gluck)—Piano Solo.. Percy Grainger

33000-D Allegro Moderato In D Major (Haydn)

—

Instrumental London String Quartet
Scherzo Quartet In D Major (Tschaikowsky)

Instrumental London String Quartet
20001-D Indiana Moon (Jones)—Violin Solo,

Sascha Jacobsen
Pale Moon (Logan)—Violin Solo,

Sascha Jacobsen
A-5684 In the Clock Shop (Orth) Prince's Orch.

Chinese Wedding Procession (Hosmer),
Prince's Orch.

SACRED MUSIC
20000-D Lord, I'm Coming Home (Kirkpatrick)

—

Baritone Solo Oscar Seagle
I'm a Pilgrim (Schuler)—Baritone Solo,

Oscar Seagle
20-D Face To Face (Johnson)—Tenor Solo,

Lewis James
Jesus, Lover of My Soul (March)—Tenor

Solo Lewis James

NottierSiii$$Siveer|
a - m ^~ J J 0——(S " — — i^^b^V^

12

12

10
10

10

10

10

10
12

12

10

10

10

10

AEOLIAN CO.

ITALIAN RECORDS
70007 Ritorna Vincitor (Return Victorious!) (From

"Aida") (Verdi)—In Italian, Soprano (Rosa
Raisa)—Conducted by Gennaro Papi, Metro-
politan Opera House Conductor.

Aeolian Orch. Accomp.
O Patria mia (My Native Land) (From "Aida")

(Verdi)—In Italian, Soprano (Rosa Raisa)—
Conducted by Gennaro Papi, Metropolitan
Opera House Conductor,

Aeolian Orch. Accomp.
60049 Di quella pira (Tremble, ye tyrants) (From

"II Trovatore") (Verdi)—In Itali.-in—Tenor

—

Aeolian Orch. Accomp... Giulio Crimi
Ah, si ben mio (The Vows' We Plighted) (From

"II Trovatore") (Verdi)—In Italian—;Tenor—
Aeolian Orch. Accomp Giulio Crimi

STANDARD
70030 Der Erlkonig (The Erlking) (Schubert)—In

German—Soprano—Piano Accomp. by Ivor
Newton (Recorded in England),

Elena Gerhardt
Feldeinsamkeit (Brahms)—In German—Soprano—Piano Accomp. by Ivor Newton (Recorded

in England) Elena Gerhardt
60015 Love's Old Sweet Song (Bingham-Molloy)—Bari-

tone—Aeolian Orch. Accomp.,
John Charles Thomas

Trees (Kilmer-Tours)—Baritone—Aeolian Orch.
Accomp John Charles Thomas

STANDARD (IRISH)
24055 The Harp That Once Through Tara's Halls

(Thomas Moore)—Tenor—Aeolian Orch. Ac-
comp Colin O'More

Colleen Aroon (Lily Strickland)—Tenor—Aeol-
ian Orch. Accomp Colin O'More

INSTRUMENTAL
010007 Treasure Waltz (Schatz-Walzer)—In Concert

Time (John Strauss) (Grammophon Streich
Orch.) (Recorded in Europe),

Gramophone String Orch.
Vienna Sweets (Wiener Bonbons)—Waltz—In

Concert Time (Joh. Strauss)—(Tanz Orch.

—

Rose Petosy) (Recorded in Europe), Dance
Orch Rose Petosy 12

010008 Invitation to the Dance (Aufforderung ziun

(Continued on page 194)

12

12

10

10

12

12

10

10

12

Vmn Moth-er sin^s that ol<i sonj 5%>?eet and Low,—

"Ibu can't go wrong
with anij FEIST song"

A Tuneful and Tender Melody Fox-Trot
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ADVANCE RECORD BULLETINS FOR JANUARY— (Continued from page 193)

Tanz) (Weber)— (Grammoiilion Streich Orcli.)
(Recorded in Europe),

Gramoplioiie String Orcli.

Sonja—Russian Tlieme (Sonja— Russische Hal-
lade) (Eugen Partes)— (Tanz Orch.—Mahlke)
(Recorded in Europe ).. Dance Orch.—Mahlke

INSTRUMENTAL (IRISH)
147U4 Rakes of Kildare (Intro: "Irish Washerwoman")

(Flanagan Brothers)—Irish Jig,
Accordion-Iianjo-Hari) Guitar

Green Mountain Reel (Intro: "The Teetotaler
Reel" (Flanagan Brothers)—Irish Reel,

Accordion-Banjo-Harp Guitar
HAWAIIAN (VOCAL)

14700 Coral Sands of My Hawaii (Costello-Heagney)—
Accomp. by Hawaiian Guitars and Ukulele
(Ferrera and Franchini) .... Criterion Quartet

(.>ne-Two-Three-Four (Kalama)—Accomp. by
Hawaiian Guitars (Ferrera and Franchini).

Criterion Quartet
NOVELTY

14(.96 Dear Old Pal of Mine ( Rebe-Ricc)—Sam Moore
and Leroy Smeck Hand Saw and Guitar

I Dreamt I Dwelt In Marble Halls (From
"Bohemian Girl") (M. W. Balfe)—Guitars,

Moore and Davis
DANCE

14697 Mamma Loves Papa (Papa Loves Mamma)
(Friend-Baer)—Blues Fox-trot,

The Kentucky Colonels
I've Got A Song for .Sale (That My Sweetie
Turned Down) (Jack Nelson)—Fox-trot,

The Kentucky Colonels
14()92 An Orange Grove In California ( h'rom "The

Music Box Revue 1923") (Irving Berlin)—
Fo.x-trot The Bar Harbor Society Orch.

Somehow (Tm Always to Blame) (Roy Carson)
—Fox-trot The .Embassadors

14705 Oh Vou Little Sun-uv-er-gun! (Solman-Howard)
Fox-trot The Bar Harbor Society Orcli.

Easy Melody (Rodemich-Conley)— Fox-trot,
The Ambassadors

14707 Covered \Vagon Days (Morrissey-Burrowes)—
Piano Duet—F^ox-trot,

Frank Banta and Cliff Hess
Shake Your Feet (From "Ziegfeld's Follies of

1923") (Dave Stamjier)—Piano r>uet—Fox-
trot Frank Banta and Cliff Hess

I469,S Sleep (Earl Lebieg)—Waltz Selvin's Orch.
The West,. A Nest and You (Yoell-Hill )—Waltz,

Selvin's Orch.
146X5 Perhaps (Harold-Shaw)—Fox-trot,

The .Ambassadors
Marcellonie (Dicker-Hoffman)—Fox-trot,

The Ambassadors
14706 Capricho (Caprice) (Jos^ Santis)—Tango,

Emil Coleman and His Club Trocadero Orch.
Cielilo Mio (My Little Heaven) (Osvaldo N.

Fresedo),
Emil Coleman and His Club Trocadero Orch.

MEXICAN—DANCE
1 U.93 .\mor Rojo (Love Red) (Jose .Alvarez)—Dans-

ion Tango—Fox-trot The Castillians
Cielito I^indo (BeantifiU Heaven)—Waltz.

The Castillians
RACE BULLETIN

14709 Awful Moanin' Blues (Stanley Miller)—Cornet
by Joe Smith—Piano Accomp. by Fletcher
Henderson Hazel Meyers

He's Never Gonna Throw Me Down (Blues)
(Horace Brooks)—Cornet by Toe Smith

—

Piano Accomp. by Fletcher Henderson,
Hazel Meyers

1470.S He May Be Your Dog But He's Wearing My
Collar (Blues) (Henry Creamer)—Piano Ac-
comp. by Fletcher Henderson . Rosa Henderson

I Want My Sweet Daddy Now (Blues) (Donald
Heywood)—Piano Accom]>. by Fletcher Hend-
erson Rosa Henderson

VOCAL
14701 Lovey Came Back (Blues Song) (Lewis-Young-

Handman)—Accomp. by Selvin's Orch.,
I.sabelle Patricola

.Somebody's Wrong (Marshal-Egan-Whiting)-
.Accomp. by Selvin's r)rch. . . Tsabelle Patricola

14703 Somehow (I'm Always to Blame) (Roy B. Car-
son)—Ballad—Accomp. by the Bar Harbor
Society Orch Ir\'iTic Kaufman

Why .Should I Give My Love to You (West-
Conrad-Siras)—Ballad—Accomp. by the Bar
Harbor Society Orch Irving Kaufman

14702 I'm Sittin' Pretty in a Pretty Little Citv (Davis-
Baer-Santly)—Accomp. by .Selvin's Orch..

IrA-inp Kaufman
.Siltin' In A Corner (Kahn-Meyer)— .Acromp. by

Selvin's Orch Irving Kau'"man
14698 Kiss Me With Your Eyes (Brown-Spencer)—

Tenor—Orch. Accomp Lewis Tames
I'm Drifting Back to Dreamland (Duet)

(Charlesworth-Harrison-Sadler) — Tenor and
Baritone—Orch. .Accomp.,

T^ewis Tames and Elliott Shaw
14582 E la Farfalla Vola! (Tlic Butterfly Flies Away)

(Folk Song) (Genise-Lama)—In Italian

—

Tenor—Con Orch. Napoletana,
Raffaele Balsamo

Senza Maria (Without Mary) (E. A. Nario)—
In Italian—Tenor—Con Orch. Napoletana.

Raffaele Balsamo
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J4699 Weiber .Agesund of Eich (Comic SongJ (Morris
Rund)—In Jewish—Accomp. by I'erez :5an'i-

ler's Orch Aaron Lebedeff
Moide Ani Ra.skazat (Comic ^olk Song)

( Morris-Riuid)—In Jewish—.Accomp. by Perez
Sandler's ( )rch .Aaron Lebedeff

10

10

51251

5 1254

82305

S0771

51252

51255

51258

51261

51260

51262

51253

51259

80772

5 1 263

51264

51265

56510

59512

EDISON DISC RECORDS

ALREADY KELEASEI)
SPECIALS

Motlier Goose Songs, No. 1 Lewis James
Mother Goose Songs, No. 2 Lewis James
O Sole Mio—Transcription—Piano Solo.

Ferdinand Himmelrich
Fruhlingsregen (Spring Showers)—Piano Solo,

Victor ^'ouns
L'Aitra Notte in Fondo Al Mare—Mephisto-

pheles Claudia Afuzio
Che me ne faccio del vostro castello?—Madame

Sans-Gene Claudia Muzio
Answer Ralph Errolle
Sweet Genevieve Ralph Errolle and Chorus

FLASHES
If I Knew You Then As I Know You Now.

—

Fox-trot Kaplan's Melodists
Tell All The Folks In Kentucky (I'm Coming
Home)—Fox-trot Atlantic Dance v>rch.

Melancholy—Fox-trot Stevens' Trio
What Do You Do Sunday, Mary? (From the

Musical Comedy "Poppy")—Fox-trot.
McNalpak's Dance Orch.

Love (My Heart Is Calling You)—Fox-trot,
Stevens' Trio

Are You Lonely?—Fox-trot Stevens' Trio
It Ain't Gonna Rain No Mo' Wendell Hall
Samuel Johnson (Get Thee Gone From Here),

Al Bernard and Ernest Hare
Sweet Butter—Fox-trot Kaplan's Melodists
You've Simply Got Me Cuckoo—Fox-trot,

Kaplan's Melodists
Moonlight Kisses (From "The Greenwich Vil-

lage Follies")—Fox-trot Stevens* Trio
Little Butterfly (From "Music Box Revue, 1923-

24")—Fox trot Ernest Stevens' D. Orch.

GENERAL LIST
When You Walked Out Someone Else Walked

Right in— Fox-trot Ernest Stevens' D. Orch.
Love Tales—Fox-trot Kaplan's Melodists
Kitty (The Blarney Stone),

Walter Scanlan and Chorus
A Bit o' Pink and White (The Blarney

Stone) \VaIter Scanlan and Chorus
Day Is Dying In The West. . . . IVfetropolitan Quartet
Somebody Knows MetroojpHtan Quartet
The Old Folks At Home Vernon Dalhart
Just For Remembrance (Bring Me A Red, Red

Rose) Charles Hart and Chorus
Just A Girl That Men Forget—Waltz,

Stevens' Trio
Chansonette—Fox-trot .... Don Parker's Dance Orch.
Sittin' In A Corner—Fox-trot.

Nathan Glantz and His Orch.
Open ^'our Heart (From "Runnin' Wild")—

Fox-trot Charlie Kerr's Orch.
Die lialmicwe Sam Silherbusch and Co.
El Tashlichenu Sam Silberbusch
Der Griner Janitor,

Sam Silberbusch and Sadie Wachtel
Yente Telebende Kojft a record.

Sam Silberbusch and Co.

EDISON BLUE AMBEROL RECORDS

4S07 Pretty Peggy (From "Vanities of 1Q23")—Fox-
trot Willie Creager's Dance Orch.

480S Marcbeta—Medley Fox-trot "-A l ove Song of

Old Mexico" (Intro: "A Night In Granada").
McNalpak's Dance Orch.

4,S10 Cut Yourself .A Piece Of Cake (.And Make
Yourself .Al Home).. Billy Jones and Ernest Hare

4S11 Knice an Knii'ty—Piano Novelty .. Ernest L. .Stevens
4.S12 Just A Girl That Men Forget Jim Doherty
4513 Roll .Along Missouri—Waltz,

McNalpak's Dance Orch.
4514 The Gold-Digger (Dig A Little IJecper) .. Billy Jones
4815 Dreamy Melody—Medley Waltz (Intro: "Rocky

Alountain Moon) McNalpak's Dance Orch.

OKEH RECORDS

DANCE RECORDS
1936 Foolish Child (fJndsav McPhail-Roy Bargy)—

Fox-trot Markels Orch. 10
You .Are Easy to Remember (But Not So Easy

to Forget) (Will Collins-Ed*. Cameron)— Fox-
trot Markels Orch. 10

-l*M(i Heaucoupe de Jazz (Lots of Jazz) (Thomas ATor-

ris)—Fox-trot.
Thomas Morris Past Jazz Masters 10

Those Blues (Bob Miley)—Foxtrot.
Thomas Morris Past Jazz Masters 10

4943 Ala Moana (Johnny Noble)—Fox-trot,
Marimba Quintet 10

Indiana Moon (Isham Jones)—Waltz,
Marimba Quintet 10

4944 Sun-kist Rose (Cal De Voll)—Fox-trot,
V. Lopez and His Hotel Pennsylvania Orch. 10

Midnight Rose (Lew Pollack)—Fox-trot,
V. Lopez and His Hotel Pennsylvania Orch. 10

4946 Covered Wagon Days (Will Morrissey-Joe Bur-
rowes)—Fox- trot,

_V. Lopez and His Hotel Pennsylvania Orch. 10
Sittin' in a Corner (Geo. W. Meyer)— Fox-trot,

V. Lopez and His Hotel Pennsylvania Orch. 10
4947 Mississippi Ripples (James F. Hanley-Mary

Earl)—Waltz, Singing Chorus,
Rega Dance Orch. 10

Chick-a-Dee (Louis Breau)—Fox-trot, Incidental
Whistling by Sibyl Sanderson Fagan; Xylo-
phone by Joe Green,

Blue Diamond Dance Orch. 10
4949 Will You Always Love Me? (Lou Traveller-

Henry Halstead)—Fo.x-trot,

Green Brothers' Marimba-Saxo Band 10
Marcellonie (Sam Dicker-Al Hoffman)—Fox-trot,

Green Brothers' Marimba-Saxo Hand 10
4950 Marcbeta (Victor L. Schertzinger)—Waltz, with

Singing Chorus Rega Dance Orch. 10

What Could Be Sweeter (Gus Kahn-Louis Pan-
ico-Isham Jones)—Fox-trot ... .Markels Orch. 10

4951 Oh! Sister, Ain't That Hot? (Harry White-Will
Donaldson)—Fox-trot, with Singing Chorus by
Billy Jones Rega Dance Orch. 10

Hot Roasted Peanuts (Louis Breau - Chas.
Tobias-Harry Tobias)—Fox-trot, with Singing
Chorus by Ernest Hare,

Blue Diamond Dance Orch. 10
4953 Easy Melody (Larry Conley-Gene Rodemich)—

Fox-trot The Yellow Jackets 10
Where Niag'ra Falls (Turner Layton)—F'ox-

trot The Yellow Jackets 10

4954 When Will the Sun Shine for Me? (Benny
Davis-Abner Silver)—Fox-trot,

The Yellow Jackets 10
Steal a Little Kiss While Dancing (Ernest E.

Sutton)—Waltz Rega Dajice Orch. 10
iV7^ Bouquet of Roses (Intro. "Rose of \Vashinglon

Square," "Last Rose of .Summer," "Seconfl-
Hand Rose," "Mighty Lak' a Rose," "My
Wild Irish Rose" and "Roses of Picardy")—
Medley Fox-trot,
V. Lopez and His Hotel Pennsylvania Orch. 12

Excerpts From "Carmen" (From the Opera
"Carmen") (Bizet) (.Arranged by Onivas)

—

Fox-trot,
V. Lopez and His Hotel Pennsylvania Orch. 12

VOCAL RECORDS
4941 Three Thousand \''ears Ago (Alex. Gerber-Jack

Egan)—Tenor, with Orch. ...Fred Hillebrand 10
Oh! Min (Con Conrad)—Tenor, with Orch.,

Fred Hillebrand 10
4942 I Wish I Had Someone to Cry Over Me

(Mitchel Parish-Eleanor ^'oung-Harry D.
Squires)—Tenor, with Orch Lewis James 10

When Clouds Have Vanished and .Skies Are
Blue (William R. Clay-Chas. L. Johnson)—
Tenor, with Orch Lewis James 10

4945 Pal of My Dreams (Chas. E. Roat)—Tenor,
with Orch Lewis James 10

Kiss Me With Your Eyes (Fleta Jan Brown-
Herbert Spencer)—Tenor, with Orch.,

Lewis James 10
494.S That's a Lot of Bunk (.Al Wilson-Jas. A. Bren-

nan-Mack Henshaw)—Tenor-baritone Duet,
with Orch Billy Jones-Ernest Hare 10

Last Night on the Back Porch (I Loved Her
Best of .AH) (Lew Brown-Carl Schraubstader)
Tenor-baritone Duet, with Orch.,

Billv Jones-Ernest Hare 10
4952 That Old Gang of Mine (T3illy Rose-Mort Dix-

on-Ray Henderson)—Tenor, with Orch.,
Lewis James 10

Mexicali Rose (Helen Stone-Jack B. Tenney)—
Tenor, with Orch Lewis James 10

4'j55 Marcbeta (Victor L. Schertzinger)—Tenor, with
Orch Lewis James 10

I Love A^ou (From the musical comedy "Little

Jessie James") (Harlan Thompson-Harry
.Archer)—Tenor, with Orch Lewis James 10

4956 Out There in the Sunshine With You (T. Keirn
Brennan-Ernest R. Ball)—Tenor, with Orch..

Charles Hart 10
Tell .All the Folks in Kentucky (I'm Comin'
Home) (Irving Berlin)—Tenor, with Orch.,

Vernon Dalhart 10
4957 Cinderella (Elsie Jean)—Baritone, with Orch.,

-Joseph Phillips 10
The Pied Piper (Elsie Jean)—Baritone, with
Orch Joseph Phillips 10

4958 The Three Bears A-singin.g Go (Elsie Jean)—
Baritone, with Orch Joseph Phillips 10

IT.'tnspl ,-ind Gretel (Elsie Jean)—Barilone. with
Orch. ; Joseph Phillips 10

RACE RECORDS
8093 Troubled Blues (.Sara Martin-Porter Grainger)

—With Piano .Accomi> Sara iMartin 10

I'm Satisfied (Don Heywood-Portev Grainger)
—With Piano .Accomp Sara Martin 10

80US Grievous Blues (Fannie Goosby)—Contralto Solo,
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Piano and Cornet Accomp., by Clarence Wil-
liams and Tiioinas Morris Fannie Goosby

1 ve Got the Blues, That s All (Goosby-Brock-man)—Contralto Solo, Piano and Cornet Ac-
comp. by Clarence Williams and '1 homas

vnor n Fannie GoosbyhWO Down on the Levee lilues (Stanley-Miller)—
Contralto Solo, Accomp. by King Bechet Irio,

, ,,, Rosetta Crawford
Lonesome Woman's Blues (Dave Fayton)—Con-

tralto Solo, Accomp. by King Bechet Trio,

vnoo Ti i>. T, ,
Rosetta Crawfordt-ms Don t Blame Me (Hulbert Esmere-George Butts)—Contralto Solo, with Piano Accomp., •

Down Home Gal (Hulbert Esmere-Ge^rge^ButtT)—Contralto Solo, with i^iano Accomp.,

SI 00 Elephant's Wobble (Bennie Moten^-Fox-Uot""'
Bennie Moten's Kansas City Urch.Crawdad Blues (Bennie Moten)—Fox-trot,

„,„, ,, ,
.

Bennie Moten's Kansas City'Orch.
8101 Break o Day Blues (Sylvester Kimbrough)—

Contralto Solo, Accomp. by Bonnie Moten's

F,T"^/'' ^'X,^"''^-^ -"^da BrownEwl Mama Blues (Ruth S. Wise)—Contralto
Orch

Uennie Moten's Kansas City
oin> n\ ^ Ada BrownM02 Chat anooga Blues (Paul Banks)—Contralto

Solo. Accomp. by Bennie Moten s Kansas City

<^JC'; t{ h;
••••Mary H. BradtordSelma Bama Blues (Paul Banks)—Contralto

Solo, Accomp. by Bennie Moten's Kansas
Sin^ IV ^"^r'-'-A; ••••Mary H. BradfordS103 Peachtree Man Blues (Guilford Payne)—Tenor

Solo, Piano Accomp. by Eddie Heywood,
,-„ , ,,,

Guilford (Peachtree) Payne 10\ou Don't Worry My Mind (Guilford Payiie)— lenor Solo, Piano Accomp. by Eddie Hey-
Guilford (i^eachtrcc) Payne Ifl

ADVANC£ RECORD BULLE FINS FOR JANUARY:- (Continued from page 194)

10

10

10

10

to

10

10

10

10

10

ODEON RECORDS

12

12

,a-, r- ,
RECORDED IN EUROPE

30/4 Carnival of Venice (Arban)—Cornet Solo, with
CJrch. Accomp.

Midnight—Fantasie (Carlini)—Cornet Solo, with
Clrch. Accomp.

3075 Transcription of Schubert Melodies^Part I—
„ "'^''•.-

•
•. -Marek Weber and His Orch.

I ranscription of Schubert Melodies—Part II—
in-^ V, •••K ^^'^^^^ Weber and His Orch.30/6 Kammenoi-Ostrow (Reve angelique) (Rubin-stem)—Orch. ... Dajos Bela and His Orch.Narcissus (Nevin)—Orch.,

qn?/; H, „ • r>
^^'^^•'°^ ^^'^ ''"'1 His Orch.o026 Hungarian Dance No. 5 (J. Brahms)—Sym-phony Orch.. Eduard Mdrike and the

Urch. ot the German CJpera House, BerlinHungarian Dance No. 6 (J. Brahms)—Sym-phony Orch. .. ...Eduard Morike and the-

,n<n ri °J "'^ German Opera House, Berlin
:>030 Flying Dutchman—Wirst du des Vaters Wahl

nicht schelten? (Dost thou approve thy Fa-thers choice?) (Richard Wagner)-Sopranoand Baritone Duet, with Orch. Accomp. (Sung
in German),

Jimmy Heckmann-Bettendorf-Werner Engel IPFlying putchman-Ach konntest du das Schick-
sal ahnen (Oh, could you know the Fate)
Richard VVagner)—Soprano and BaritoneDuet, with Orch. Accomp. (Sung in German),

c-r>^T,,.,.T,f;'"™^ Heckmann-Bettendorf-Werner Eneel 1?,f^ON9riPIA RECORD (RECORDED IN EUROPE)6012 Irovatore-Di quella pira (Tremble, Ye Tyrants) (Verdi)—Tenor, with Orch. (Sung in

L'UU,r Cannon;- (The ••LasVsol'gT K)^Tenor, with Orch. (Sung in Italian)

,

CARMEN .^BUM set""
-n-iv'i^

Odeon Records, Complete, in Special -Vlbum).027. Carmen-Prelude (Bizet)
. .'l . . .Dr. Weinman and

'

Crnn.n ^'"'^t''-
°^ ^'^"^ ^pera House. BerlinCarmen— First Intermezzo (Bizet),. Dr. Weissman

50^8 Carn,'"n''
°'' ^tate Opera House B? lin:>028 '^='™="r-i'«ond Intermezzo (Bizet) . Dr. Weissmanand the Orch. of the State Opera House BerlinCarmen-Chorus of the Smugglers (Bizet"

Dr. Weissman and the Orch. of the State

5029 Carmen-Thicd Intermezzo (Biz?t^!:i)r" Weissman
Carm%"n 'Ba^?r^R°^'^ ^'^'^ ^""^ House BerlinLarmen—Ballet (Bizet) Dr Weissmanand the Orch. of the State Opera House Berlin

BRUNSWICK RECORDS

10

10

15012

50043

15061

50044

2001

20012

N'augl

2516

^Orh""
"^'""'^ (O'Reilly-Giehl)-Tenor, with

"^:^^c;;^h^-^':^-''^"™"--tS^^g^'";"
a;Ha o ' Mario Chamlee
1X17%^ 1".^ ^"^ ^^^y ^^t'^'e Land) (ActHI) (Verdi)-Soprano, with Orch.; in Italian!

i,A^ Tt-. . . Elisabeth Retliberp

fX^i Victorious)"
ItaHan

(^"dO-Soprano, with Orch.; in

"tt"o^°^'f^"n'«.'='''"«-^°-^^prano, with Orch.; in German (:iaire n-^
"rrmcM ^q"*""" <^™"de (The Broken Ring)(Gluck)-Soprano, with Orch.; in German,

Scherzo in B Minor (Op. 20, No. 1) (Chipin)
"""^

—Pianotorte Solo Wf T-i„f\octurne in P Si,-, -\ r
•

'
"

'

'/X ' ' ' •* Hofmann-Nocturne m 1- Sharp Major (Op. 15 No ?1(Chopin)—Pianoforte Solo Tosef Hnfi,Faust (Ballet Music)-Waltz Corps de Balfe°-i"'""Cleopatra s Dance (Gounod)-Concen (5rclCapitol Grand Orch. (Capitol Theatre. NewYork)
Faust (Ballet Music)-Hellen^s" Dance^flfia^ha"""

nale (Gounod)—Concert f)rch
Ba«ha-

Capitol Grand Orch. (Capitol' Tl-eatre. New York)
Prince nf Pild., /rv •

Rapee, Conductor
1
rmce of Pilsen (Opening Chorus. "To Law'sCommand We Bow"—Stein Song "Heidefberg," "Sweetheart, I Uve You Ever "

-Fina'lf "Tr! !%^'°'='i;' "P'T"^ City Widow"

M^rVoicYi'w^rOr^h^.^^f/^Ae^sr'^

f , r c. " Falling in Love with Someone"
•'It's pfeuv' So?t"r''I^"'"P'.,T^amp, Tr'amp;"its fretty Soft for Simon," "Dream Melody"Finale Italian Street Song)—Mixed Voiceswith Orch. (Victor Herbert)

"

Indiana Moon ( Davis-Jone^sr¥:'nt 'cift'i;' ^r-^cl"

''Brnnn '"t
"^^ ^Hnshine With You" (Bat"'"^Brennan)-Tenor with Orch Allen M?Qi,hae

Last Night on the Old Back Porch (Brown-
Schraubstader)—Fox-trot—For Dancing—Willi

^,V<?"' V""'"'' Carl rentons urch.
Chick-A-Dee (Stark-Breau)—Fox-trot—For Danc-

500 rch.

2504

2505

Easy Melody (Conley-Rodemich)-Fox-trot—ForDancing i^i.am lones ,,rchSornebodys Wrong (Marshall-Egan- Whiting)—
Fox-trot—1-or Dancing isham Jones Orch,Before You Go (Schonbergcr-Schonberger-Ly-
man)—Fox-trot—For Dancing

Lyman's California Ambassador HtlteTorcliWeary Weazel (Lopez)—Fox-trot—For DancingLyman s Caiitornia Ambassador Hotel Urch
Chansonette (Friml-Paskman-Spaeth)—Fox-trot—

For Dancing Oriole OrchBonnie (Hirsch-Frey)-Fox-trot-For Dancfng

2506 Stealing To Virginia (Kahn-Donaldson')-FoN°'''''-
trot—For Dancing Isham Jones Orch.Mama Loves Papa (Friend-Baer)—Fox-trot—

2507 Jusr&o?^^^oVeiu:McHugh:Na;^;:^-sl;?;i;;^_P--^"-

Sl,f,ffl n™'^ The Cotton Pickers

''smi\"h)^^°o^-tr^h^^l-r"DfSr'.'' "-

2517 Japanese Sunset (Deppen-Zamecnik'-^l'^trot-'"'

^n.?fl -E^"' ^"'1 His Granada Orch.Rosita (Dupont)—Fox-trot—For Dancing

2508 Sittin' In A Cori^i^'d^Sn^Stl^tJSlf;!^-^'^^"-

5;5^|-A- Flowed -(S^o^^.^^!-,^-'-
Lyman)—Fox-trot—For Dancing

.

2509 Foolish Child (Nelson-McPhail-Bargy'-^^ox'tro?''''-—For Dancing Oriol
Carolita (Costello-Levisohn)—Fox-trot—For
"""^'"g

•- Orioh

< )rch.

Orch.

2d10 rhats My Baby (Fricnd-Claire-Murphy)— Fox-
?°r Dancing uriole Orch.Ev-ry Night 1 try My.self to Sleep Over You

(John.son-\\ ood-liibo)—Fox-trot— For Dancing,

>f • • ,,. , ,
Oriole Urch.

.Mississippi Ripples (Earl-Hanley)—Waltz-For
Castlewood Marimba Band

Steal A Little Kiss While Dancing (Little-Siit-
lon)—Waltz-For Dancing

V„ N„ v /i- , ,- Castlewood .Marimbii' Band
-No, No, Nora (Kahn-I-iorito Erdman)— Fox-trot—Piano Duet—For Dancing,

v,,i, ri x-^ , • .
Ohman and Victor Ar<lenNashwlle Nightingale (CacsarGershwin)—Fox-

trot—Piano Duet—For Dancing,

, ,„ . .
I'l^'l Ohman and Victor ArdenStealing fo Virginia (Kahn-Donaldson)—Come-

dienne with Orch Marion Harri.iour Mamas Gonna Slow You Down (Wells-Cooper)—Comedienne with Orch., .Marion Harris

r'^''n^'^%^^ -''l'''=.
J;=!Va C„es (Or Papa Don't

wUh O h""'^'*''^
(Vellen-Ager)—Comedienne

What Do They 'MVan By' LoVe Vwhitinl'Yellen-"""'''
Franklin)-Comedienne with Orch.

Mean, Mean Mamma (Parish-Younfer^)-""^
1- ox-trot—For Dancing,

Qh,!-. T. A „ X'"^,
-Meyers' Hotel Butler Orch.

^"i^
^-^'"^ (Clark-Friscoe)—Fox-

trot—For Dancing,
Vic Meyers' Hotel Butler Orch'.

GENNETfTATERAlTRECORDS

JelZ P"
Sineing-Iiaritone Homer RodeheaverJesus Loves \ou—Baritone Homer Rodeheaver

(Continued oil l^cujc 196)

251

1

2512

2513

2514

2501

The Roll of Honor ^

|

Our only concern is to manufacture
rolls that will stimulate the player industry
to the utmost. Our efforts are concen-
trated upon the volume production of one
grade of U. S. Rolls, as the only means of
assuring incomparable value.

The player industry can only be pro-
moted by the best rolls that skill and money
can provide.

U S. Rolls Are Not Competitive!
Netther Dealers in Nor Makers of Musical Instruments AreFtnancally Interested in the Manufacture of U. S. RoUs

UNITED STATES MUSIC COMPANY

Sell U. S. Rolls— Y^ll Sell More Players!
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ADVANCE RECORD BULLETINS FOR JANUARY— (Continued from page 195)

1-5266 Aure D' Amore (Becucci) lasilli's Band
La Pitiglianse (Fabi) lasilli's Band

5274 Krooked Blues (Spikes Bros.-Johnson)—Fox-
trot King Oliver and His Creole Jazz Band

Aliigator Hop (uliver-Picon)—Fox-troi
King Oliver and His Creole Jazz Band

5275 Zulus Ball (Oliver-Johnson)—Fox-trot,
King Oliver and His Creole Tazz Band

Workingman Blues (Oliver-Hardir)—Fox-trot,
King Oliver and His Creole Jazz Band

5276 That Sweet Something Dear (Spikes Bros.)—
Fox-trot. . .King Oliver and His Creole Jazz Band

If You Want My Heart (Marie-Beaulieu)—
Fox-trot. . .King Oliver and His Creole Jazz Band

S-S277 El Sepulturero (R. Garcia Arellano).
Orquesta Texaiia

Ojos De Juventud (Vals lento) (Arturo Tolen-
tino) Orquesta Texana

5278 When Clouds Have Vanished And Skies Are
Blue (Johnson-Clay)—Waltz Wood's Orch.

Why Don't My Dreams Come True (Flood-
Patten)—Waltz Wood's "Bijou" Orch.

5279 The West, A Nest And You ( Voell-Hill)— Con-
tralto and Tenor Ellerman-Errole

Just to Hide Away With You (Van Alstyne-
Gillespie)—Contralto and Tenor. . Ellerman-Errole

5280 Tweet Tweet (Van Alstyne-Gillespie)—Fox-trot,
National Orch. of America

You Darling You (Brockman)—Fox-trot,
Harry Reser's Orch.

5281 If I Can't Get the Sweetie I Want (I Pity the

Sweetie I Get) Harry Reser's Orch.
Mama Loves Papa—Fox-trot .... Porter's Blue Devils

5282 Walk, Jenny, Walk! (Creamer-Wooding-Shafer)
—IFox-trot Porter's Blue Devils

Hot Dawg! (Hanniboe Maguire)—Fox-trot,
Porter's Blue Devils

5283 Cherish The Ladies (Jig) Tom Ennis, Irish Pipes

Irish Reel Medley Tom Ennis, Irish Pipes

5286 Cruel Woman (Hitch-McDowell-D. Neal),
The Happy Harmonists

Home Brew Blues (M. Neal-May-Rollison),
The Happy Harmonists

5287 Medley of Old Time Songs—Banjo Duet,
Case-Johnson

Medley of Southern Songs—Banjo Duet,
Case-Johnson

5288 Rememb'ring (The Duncan Sisters)—The Cali-

fornia Wonderer's Lewis James sings Chorus
Sleep (Lebieg) Wood's Bijou Orch.

5289 Wolverine Blues (Joys) (Morton),
Ferd (Jelly Roll) Morton

King Portor (A Stomp) (Morton),
Ferd (Jelly Roll) Morton

5290 Easy Melody (Conley-Rodemich)—Fox-trot.
Bailey's Lucky Seven

Covered Wagon Days (Morrissey-Burrows)

—

Fox-trot Bailey's Lucky Seven
5291 Sweet Butter (Cohn)—Fox-trot The Vagabonds

Sittin' In A Corner (Kahn-Meyer)—Fox-trot,
The Vagabonds

5292 Graveyard Dream Blues (Cox) Josie Miles
He's Never Gonna Throw Me Down (Miles-

Brooks) Josie Miles

5293 You Can't Make A Fool Out Of Me (Cunning-
ham-Van Alstyne) Chas. Harrison

You Didn't Care When You Broke My Heart
(So Why Should I Care Now) (Johnson-Rus-
sell) Chas. Harrison

5294 I Still Beiieve In You (Sterling-Chase)—Waltz,
Hawaiian Entertainers

Love Is All I Ask Of You (Henry),
Hawaiian Entertainers

5295 Why Should I Give My Love To You (West-
Conrad-Siras) Lewis James

Why Must My Pal Grow Old (Daniels-Fitz-

gibbons) Lewis James
5296 Hibiscus Blooms (Dickerman)—Waltz,

The Sunshine Orch.
Fluttering Butterfly (Glantz-De Bueris),

Nathan Glantz

5297 He's an Odd Fellow (Hunt) Criterion Quartet

Sabre and Spurs (Sousa) Gennett Military Band
5298 You've Simply Got Me Cuckoo (Hirsch-Greer),

Jlichael O'Connell
Happy And Go Lucky In My Old Kentucky
Home (Gaskill) O'Connell-Smalle

5299 Sittin' In A Corner (Kahn-Meyer).
Ellen Louise Collins

The Old Folks At Home (Kahn-Egan-Whiting),
Vernon Dalhart

5300 Linger Awhile (Rose-Owens)— Fox-trot.
Bailey's Lucky Seven

That Bran' New Gal (Van-Schenck-Davis-Akst)
—Fox-trot Bailey's Lucky Seven

5301 Roamin' To Wyomin' (Clare-Donaldson)—Fox-
trot Bailey's Lucky .Seven

Not Here. Not There (Dixon-Fox-Breuer)—
Fox-trot Bailey's Lucky Seven

5302 Old Time Melodies (Part I)—Fox-trot— (I^Tedley

Intro: "When You and I Were Young Mag-
gie," '^Silver Threads .\mong the Gold" and
"In The Gloaming") . .The Four Musical Minstrels

Old Time Melodies (Part ID—Fox-trot— (Med-
ley Intro: "Annie Laurie," "Last Rose of

Summer" and "Blue Bells of Scotland").
The Four Musical Minstrels

2535 Die Post Im Walde (Walzer) National Kapelle

Die Lustigen Briider (Polka) National Kapelle

2336 Geburtztags (Walzer) National Kapelle

Blaue Auglein (Polka) National Kapelle

PATHE PHONOGRAPH & RADIO CORP.

021084 Silent Night,
SACRED

Holy Night

EMERSON RECORDS

10687

10688

LATEST DANCT HITS
10686 Mamma Loves Papa, Papa Loves Mamma—Fox-

trot, Vocal Chorus by Billy Burt,
Pennsylvania Syncopators

Walk. Jenny. Walk!—Fox-trot. Vocal Chorus by
Billy Burt Pennsylvania Syncopators

Linger Awhile—Fox-trot Emerson Dance Orch.
Chansonette—Fox-trot Emerson Dance Orch.
My T-ovey Came Back—Fox-trot,

Pennsylvania Syncopators
That Bran' New Gal—Fox-trot,

Pennsylvania Syncopators
10689 Take. Oh! Take. Those Lips Away (From "Zieg-

feld Follies")—Fox-trot Glantz and His Orch.
Swanee River Blues (From "Ziegfeld Follies")

—Fox-trot Glantz and His Orch.

LATEST SONG HITS
10690 Linger Awhile—Tenor Solo, Orch. Accomp..

Hugh Donovan
Sittin' in a Corner—Tenor Solo, Orch. Accomp..

Tack Boyle
10691 You Wanted Someone to Play With. I Wanted

Someone to Love—Tenor Solo, Orch. .\c-

comp Tack Boyle
^rcady—Tenor Solo. Orch. Accomp. .Hugh Donovan

10685 Roses of Picardy—Tenor Solo, Orch, .Accomp..
Hugh Donovan

Kiss Me With Your Eyes—Tenor Solo. Orch.
Accomp Hugh Donovan

Orch.
Orch.

Orch.

Five

Five

Arcadians
Arcadians
Music

(Gruber),
Placide Morency

Adeste Fideles (Oh, Come, All Ye Faithful)
(Portugal) Placide Morency
SPECIAL IMMEDIATE RELEASES

DANCE
036012 Take, Oh Take, Those Lips Away—Fox-trot,

Lanin's Arcadians
Linger Awhile—Fox-trot Golden Gate Orch.

036013 Dear Old Lady—Fo.x-trot Casino Dance Orch.
Rememb ring (From "Topsy and Eva")—Fox-

trot Nathan Glantz and His Orch.
036014 You've Simply Got Me Cuckoo—Fox-trot.

Nathan Glantz and His Orch.
That Bran' New Gal—Fox-trot,

Nathan Glantz and His Orch.
036017 Wedding Bells—Waltz Max Terr and His Orch.

Half-Past Ten—Waltz,
Fry's Million Dollar Pier

036018 Sleep—Waltz Max Terr and His
The West, A Nest And You—Waltz,

Casino Dance
036019 Tin Roof Blues (Fox-trot Blues),

Original Indiana
St. Louis Gal (Fox-trot Blues),

Original Indiana
POPULAR VOCAL

032009 Pal Of My Dreams Robert Judson
I'm Drifting Back To Dreamland. . Apollo Male Trio

032012 Sittin' In A Corner Harry Blake
Last Night On The Back Porch (I Loved Her

Best Of All) Harry Blake-Robert Judson
REGULAR—DANCE

036011 Roamin' to Wyomin'—Fox-trot. .Lanin's
Lovey Came Back—Fox-trot Lanin's

036015 Little Butterfly (From "Third Annual
Box Revue")—Fox-trot,

Nathan Glantz and His Orch.
Lonesome Cinderella (From "Ziegfeld Follies")
—Fox-trot Nicholas Orlando and His Orch.

036016 Do Doodle Oom—Fox-trot New Synco Band
I^and of Cotton Blues—Fox-trot. . New Synco Band

POPULAR VOCAL
032010 Little Boy Frank Sterling

Stay Home, Little Girl, Stay Home,
Frank Bessinger

032011 You Didn't Want Me When I Wanted You
(I'm Somebody Else's Now) .... Charles Cinway

Why Must My Pal Grow Old?. .. .Charles Cinway
DANCE

036017 Wedding Bells—Waltz. . .Max Terr and His Orch.
Half-past Ten—Waltz,

Fry's Million Dollar Pier Orch.
RACE RECORDS

032013 All the Time,
Mary Jackson and Perry Bradford's Jazz Phools

Who'll Get It When I'm Gone,
Mary Jackson and Perry Bradford's Jazz Phools

032014 Graveyard Dream Blues Matie Hite
Mason-Dixon Blues Matie Hite

032015 Mistreatin' Daddy Lena Wilson
Love Ain't Blind No More Lena Wilson

STANDARD VOCAL
021092 (31d Time Medley, Part 7 (Intro.: (1) Aunt

Dinah's (Juilting Party; (2) Lika Me. Lika
You; (3) Maggie Murphy's Home; (4) Au
Revoir, But Not Good-bye; (5) Good-bye,
Broadway) Shannon Four

Old Time Medley, Part 8 (Intro.: (1) Mary;
(2) Sweet Sixteen: (3) I Don't Want to

Play in Your Yard; (4) Dear Old Girl; (5)
Good-night, Ladies) Shannon Four

SACRED
021093 The Holy City Helen Clark

The Hymns of the Old Church Choir,
Shannon Four

INSTRUMENTAL
021090 Irish Jigs (Medley)—Irish Pipes Tom Ennis

Irish Reels (Medley)—Irish Pipes Tom Ennis
HAWAIIAN

021091 Love Is All I Ask of You,
Ferera's Hawaiian Instrumental Quartet

I Still Believe in You,
Ferera's Hawaiian Instrumental Quartet

CL.\SSIC
025110 Roses of Picardy (Wood) Craig Campbell

Mary of Argyle (Nelson) Craig Campbell

REGAL RECORDS

DANCE RECORDS
9567 Oh. Gee! Oh. Gosh! Oh, Golly! I'm in Love—

Fox-trot, Vocal Chorus by Billy West,
Hollywood Dance Orch.

Sweet Old Chesapeake Bay—Fox-trot,
Hollywood Dance Orch.

9568 Mamma Loves Papa, Papa Loves Mamma

—

Fo.x-trot, Vocal Chorus by Arthur Hall,
Missouri Jazz Band

Walk, Jenny, Walk—Fox-trot, Vocal Chorus by
Billy" West Missouri Jazz "Band

9569 When It's Night Time in Italy It's Wednesday
Over Here—Fox-trot, Vocal Chorus by Billy

West Hollywood Dance Orch.
Some Dav—Fox-trot Hollywood Dance Orch.

9570 Swanee River Blues (From "Ziegfeld Follies,

1923")—Fox-trot Sam Lanin's Orch.
Take, Oh Take, Those Lips Away (From "Zieg-

feld Follies, 1923")—Fox-trot,
Sam Lanin's Orch.

9571 Not Here. Not There—Fox-trot.
Roseland Dance Orch.

I've Got a Song for Sale—Fox-trot,
Roseland Dance Orch.

9572 Little Butterfly ("Music Box Revue. 1923")—
Fox-trot Continental Dance Orch.

Old Fashioned Love (From "Runnin' Wild")

—

Fox-trot Continental Dance Orch.
9573 House of David Blues—Fox-trot, ....

Original Memphis Five
Oh. Sister, Ain't That Hot—Fox-trot.

Original Memphis Five

9574 Sure as You're Bom Y'ou're From Kentucky

—

Fox-trot Sam Lanin's Orch.

Roamin' to '\Vyomin'—Fox-trot ... Sam Lanin's Orch.

9575 You Didn't Want Me WTien I Wanted You

—

Waltz Roy Collins' Orch.
Good-Night—Waltz Roy Collins' Orch.

POPULAR VOC.^L RECORDS
9576 Stay Home, Little Girl, Stay Home—Tenor Solo,

Orch. Accomp Vernon Dalhart
Jlammy's Little Silver Lining—Tenor Solo.

Orch. Accomp Chas. Dalton
9577 r-i Sitting Pretty in a Pretty Little City

—

Duet. Orch. .Accomp Thomas-West
Whv D-^n't My Dreams Come True—Tenor

S-^lo. Orrh. Accomn Chas. Dalton
9578 Sittin' in a Corner—Tenor Solo, Orch. Accomp..

Lou Hayes

Lovey Came Back—Tenor Solo, Orch. Accomp.,
BiUy West

9579 Sweet Henry, the Pride of Tennessee—Tenor
Solo, Orch. Accomp Billy W'est

The Old Folks at Home—Tenor Solo, Orch.
Accomp Vernon Dalhart

9580 Roses of Picardy—Tenor Solo, Orch. Accomp.,
Hugh Donovan

A Kiss in the Dark—Soprano Solo, Orch. Ac
comp Jane Bartlett

HAWAIIAN RECORDS
9581 Silver Threads Among the Gold—Hawaiian Gui-

tars Ferera's Hawaiian Serenaders
Ben Bolt—Hawaiian Guitars,

Ferera's Hawaiian Serenaders

5345

5346

5347

5348

5349

5350

5351

5352

5353

5354

5015

5114

5097

5153

5110

5095

5132

FEDERAL RECORDS

DANCE
In Love With Love (From "The Stepping

Stones")—Fox-trot Hackel-Berge Orch.
Moonlight Kisses (From "Greenwich Village

Follies")—Fox-trot Savoy Dance Orch.
So This Is Love (From "Little Miss Blue-
beard")—Waltz Hackel-Berge Orch.

Chansonette—Fox-trot Hackel-Berge Orch.
Linger Awhile—Fox-trot Golden Gate Orch.
You—Fox-trot Golden Gate Orch.
Arcady—Fox-trot Majestic Dance Orch.
Lovey Came Back—Fox-trot. . .Majestic Dance (Drch.
That Bran' New Gal of Mine—Fox-trot,

The Carolinians
Sweet Henry—Fox-trot The Carolinians
Sweet Butter—Fox-trot Miami Beach Orch.
Rememb'ring—Fox-trot Miami Beach Orch.

VOC.A.L
Somewhere in the World—Tenor Solo.

Charles Harrison
Pinin' for You—Tenor Solo Charles Harrison
Dear Old Lady—Tenor Solo. .George Wilton Ballard
You're in Kentucky Sure as You're Born

—

Tenor Solo Vernon Dalhart
Why Should I Give My Love to You?—Tenor

Solo Charles Harrison
If the Rest of the World Don't Want You

—

Tenor Solo George Wilton Ballard
I'm Goin' South—Baritone Solo Ernest Hare
There's a Bend at the End of the Swanee

—

Baritone Solo Ernest Hare
STANDARD

Abide With Me—Tenor Solo Henry Burr
Beautiful Isle of Somewhere—Tenor-baritone,

Charles Hart-Elliott Shaw
Darling Nelly Gray—Male Quartet. . .Shannon Four
In the Evening by the Moonlight—Male Quartet,

Shannon Four
Hear Dem Bells—Baritone Solo Ernest Hare
Oh! Dem Golden Slippers—Baritone So'o,

Ernest Hare
Sleep, Baby. Sleep—Yodel Song. ...Geo. P. Watson
Roll On, Silver Moon—Yodel Song. Geo. P. Watson

INSTRUMENTAL
Serenade—Violin Solo M. Arriga
Traumerei—Violin Solo M. Arriga
Medley of Irish Jigs—.\ccordion. . . .Joseph Kimmel
Medley of Irish Reels—Accordion .. .Joseph Kimmel
American Eagle March Federal Military Band
Washington Grays March. ... Federal Military Band

RODEHEAVER RAINBOW RECORDS

1077 Somebody Cares (Homer Rodeheaver).
Jesus Loves You (Homer Rodeheaver).

1087 Christ Is Here (Jenkins).
He Lifted Me (Jenkins).

1088 Hush, Somebody's Calling My Name (Wiseman).
I Couldn't Hear Nobody Pray (Wiseman).

1089 Do Y'ou Think I'll Make A Soldier (Homer Rode-
heaver and Wiseman Sextet).

Sign of Judgment—Old Time Religion (Wiseman).

BANNER RECORDS

DANCE RECORDS
1277 Mamma Loves Papa, Papa Loves Mamma—Fox-

trot, Vocal CHiorus by Arthur Hall.
Six Black Diamonds

Sweet Old Chesapeake Bay—Fox-trot,
Majestic Dance Orch.

1278 Oh, Gee! Oh. Gosh! Oh, Golly! I'm in Love

—

Fox-trot,' Vocal Chorus by Billy West,
Roy Collins' Orch.

Walk. Jenny, Walk—Fox-trot, Vocal Chorus by
Billy West Six Black Diamonds

1279 Sure as S'ou're Bom You're From Kentucky

—

Fo.x-trot Roseland Dance Orch.
I've Got a Song for Sale—Fox-trot.

Roseland Dance Orch.
1280 When It's Night Time in Italy It's Wednesday

Over Here—Fox-trot, Vocal Chorus bv Billy

West Roy Collins' Orch.
Some Day—Fo.x-trot Roy (ToUins' Orch.

1281 Roamin' to Wyomin'—Fox-trot. . Sam l anin's Orch.
Not Here, Not There—Fox-trot. . Sam Lanin's Orch.

1282 Oh, Sister, Ain't That Hot—Fox-trot.
Original Memphis Five

House of David Blues—Fox-trot,
Original Memnhis Five

1283 Take. Oh Take. Those Lips Away (From "Zieg-
feld Follies, 1923")—Fox-trot,

Roseland Dance Orch.
Swanee River Blues (From "Ziegfeld Follies,

1923")—Fox-trot Roseland Dance Orch.
1284 Old Fashioned Love (From "Runnin' Wild")

—

Fox-trot Imperial Dance Orch.
Little Butterfly (From "Music Box Revue.

1923")—Fox-trot Imperial Dance Orch.
1285 You Didn't Want Me When I Wanted You

—

Waltz Hollywood Dance Orch.
Good-Night—Waltz Hollywood Dance Orch.

POPULAR VOCAL RECORDS
1286 I'm Sitting Prettv in a Pretty L'ittle Citv—Duet,

Orch. .\ccomp Thomas-West
The Old Folks at Home—Tenor Solo, Orch.

Accomp Vernon Dalhart

1287 .\ Kiss in the Dark—Soprano Solo, Orch. Ac-
comp Jane Bartlett

Roses of Picardy—Tenor Solo, Orch. Accomp.,
Billy Burton

1288 Stay Home, Little Girl, Stay Home—Tenor
Solo, Orch. ,\ccomp Vernon Dalhart

Why Don't Mv Dreams Come True?—Tenor
Solo, Orch. Accomp Chas. Dalton

1289 Sweet Henry, the Pride of Tennessee—Tenor
Solo, Orch. .\ccomn Billy West

Lovey Came Back—Tenor Solo, Orch. Accomp..
Billy West

1290 Sittin' in a Corner—Tenor Solo, Orch. Accomp.,
Lou Hayes
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Mammy's Little Silver Lining—Tenor Solo,

Orch. Accomp Chas. Dalton
HAWAIIAN RECORD

2106 Silver Threads Among the Gold—Hawaiian Gui-

tars Ferera's Hawaiian Serenaders
Ben Bolt—Hawaiian Guitars,

Ferera's Hawaiian Serenaders

I Music Rolls for Players

llllillllliilllimiiiiiiiiiiiiniiuiiiiiiiiiiii iiiiiiiiiiiiiniiuiiiiiiiiiiuiiiiiiiiiiiiiiiiiuiiiiiniiiiiiiiiiiiiiaiiiiiiNiiiiiiiiiiiiiiiiiiiiiiii^

U. S. MUSIC CO.

WORD ROLLS
Composer Title Played by
Herscher-Curke—Are You Lonely?—Fox-trot. . .Tom Blake
Hirsch-Clark—The Arkansaw Mule—Novelty Blues,

Eubie Jones
Baker-Miller—Changing Harmony—Fox-trot. . . .Tom Blake
Paskman-Spaeth-Caesar-Friml—Chansonette— IJallad,

Robert BillinRs

Rivinius-Prell—Christmas Day—A Story
Shoemaker-Cook—The Consolation Blues Eubie Jones
Kershaw-Von Tilzer—Dear Old Lady—Fox-trot . Eubie Jones
Conley-Rodemich—Easy Melody—-Fox-trot. . . .Horace Prell

Lcighton- Shields—Frankie and Johnny—Fox-trot,
Eubie Jones

Rivinius-Prell—Homeland—March With Lyrics
Coots-Ringle—Home Town Blues Eubie Jones
Young-Lewis-Schwartz—If I Can't Get the Sweetie I

Want—Fox-trot Robert Billings

J. Edgar Dowell—I've Got Those East Side. West Side
Blues—Fox-trot Horace Prell

Thompson-Williams—Just One More Day—Fox-trot,
Tom Blake

Scott-Parker-Wilson—The Land of Broken Dreams

—

Waltz
Irving Berlin—Little Butterfly—Fox-trot Horace Prell
Wilnorf-Atkinson—Memories of Virginia—Waltz, Ma-

rimba
Clarke-Leslie-Meyer—Now That 1 Need You You're

Gone—^Fox-trot Carl Ober
Chas. E. Roat—Pal of My Dreams—Waltz—Fox-trot

Chorus Harold Wansborough
Kassell Burton—Sobbin' Blues Eubie Tones
Harry Akst—South Sea Eyes—Fox-trot Roger LeMar
Cal De Vol—Sun-Kist Rose—Fox-trot Robert Billings

Davis-Akst—Sweet Henry—The Pride of Tennessee
—Fox-trot Tom Blake

McCarthy-Tiemey—Take, Oh Take Those Lips Away

—

Fox-trot Horace Prell
Irving Berlin—Tell All the Folks in Kentucky—Fox-

trot Roeer LeMar
Van-Schenck-Akst—That Bran' New Gal o' Mine

—

Fox-trot Tom Blake
Rose-Ruby-Handman—Twelve o'Clock at Night—Fox-

trot Robert Billings
Baker-Miller—Waiting (For You)—Waltz. Marimba
A. J. Stasny—.Waltz Me to Sleep—Waltz, Marimba
Irving Berlin—The Waltz of Long Ago—Waltz
Fuzz-Weile—When the Golden Sun Is Setting—Waltz,

Marimba
Ben Garrison—When You're a Long, Long Way—Waltz
Howard-Pollack—Who Will It Be?—Fox-trot. . Eubie Jones
Tames Brockman—You, Darling, You—Fox-trot .. Carl Ober

FOREIGN WORD ROLLS
A. L. Maresh—Pizensky Kraj—Walcik—Bohemian
Wilhelm-Grunbaum-Kalman—Ich Tanz Mit dir in's

Himmelreich—German
Gilrod-Kammen-Kammen—An Orem Yesoimele—Hebrew
Teres-Rumshinsky—Leebe Tzu Kinder—Hebrew
Gilrod-Kammen-Kammen—Schmendrik's Kalle—Hebrew
Genise-Capolongo—Campagno—Canzonetta Campestre

—

Italian
Castellucci-DiCapua—Fiume D' Annunzio—Italian
Frate E. Sora—Italian
La Donna E. Mobile-—Italian
L. Ferrazzano—O Bicchiere 'E Vino—Canzonetta

d'occasione
Santa Lucia—Barcarola
Forte-Canora—Tra Veglia E. Sonno
V. Micari-Andrea Palmteri—Tu Scendi Dalle Stelle

—

Pastorale, Italian
Silver-Cohn—Yes! Mi Gad No Banana—Italian
Jaxa-Kroupy—Tesknota za Ojczyzna—Marsz—Polish

REGULAR ROLLS (MUSIC ONLY)
Anus Brock—Flight Through the Clouds—March
E, Liebling—Florence^—-Library Edition—Valse de Con-

cert, Op. 12
Olson-Jolson-Breuer—Oh. Gee! Oh, Gosh! Oh, Golly!

I'm in Love—One-step Tom Blake
White-Donaldson—Oh! How She Lied to Me—Waltz
Chas. E. Roat—Pal of My Dreams—Waltz. Fox-trot

Chorus Harold Wansborough
Irving Berlin—Tell All the Folks in Kentucky—Fox-

trot Roger LeMar
Robert W. Troup—Top-Notch—March
Yellen-Stem—You Didn't Want Me When I Wanted

You—Wa>tz Harold Wansborough
FOREIGN ROLLS (MUSIC ONLY)

Fr. Przybylski^—Slubny Wieniec—Wiejski Taniec—Polish

PORMAL OPENING OF CHENEY SHOPPE

Alhamtsra, Cal., December 5.—The opening in

this city of the new Cheney Shoppe, under the

management of W. A. Robare, was a tremen-

dous success. So great was the crowd which

came to inspect the new store that it was dififi-

cult to handle it properly. Floral tributes and

messages of best wishes were received through-

out the day by Mr. Robare from many friends

in Los Angeles and Hollywood. The opening

day proved an auspicious beginning for the new
store, as three Cheney machines and many rec-

ords were sold to visitors.

The H. & J. Potter Furniture Co., Columbia
dealer, Portland, Me., has installed a new store

front in the larLic buildini; recently purchased.

Southern
Victor Whole3alers
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THE TALKING MACHINE WORLD

TWO WAYS
TO CHANGE THE

NEEDLE

SCOTFORD TONEARM
& SUPERIOR REPRODUCER
HOWTO SELLA PHONOGRAPH

To the Dealer or Salesman:
*C7ie Scotford Tonearm and Superior Reproducer are used by a number of
manufacturers of hifeh ^rade phonographs. If your store handles any one of
these instruments you can increase your sales and profits by thoroughly learn-
ing and then informing the customer of the "Twelve Points" of superiority
feiven below. Remember it is no proof of selling ability to take an order for a
phonograph, the preference for which has been fixed in the customer's mind
by bife national advertising campaigns. Such order taking proves the powerof
advertising.—not the sa^city of salesmanship. The saving in advertising cost
is made up for by extra quality and extra profit for the store in the Scotford
equipped instrument. There is a better future for the business in the lasting
satisfaction of the purchaser who takes an instrument of genuine music into his
home. Give the customer a comparison of tone on all the differentmakes. K he is
not deaf, he must appreciate the extraordinary difference intone—theScotford's
feenuine musical reproduction, without the metallic sharpness , and without the
scratch. Then proveyourselfnot an orderiakerbutasalesraakerbycontinuinfe
with a detailed explanation of why the Scotford is better as analyzed in the
Twelve Points."

Keep the tonearm unscrewed at the hase. so you may lift it off
in your hand for thorough examination inside and out—not
necessary to screw it down until sold and ready to deliver

TWELVE POINTS
1 ^}-^ feood looks. A neat, trim, tailorxnade appearance. Nicely proportioned

lines which any artist will approve. Not the swollen appearance of the con-
tinuous tapernoranfeular lines in conflict with the cabinet design.

2—^The substantial, simple construction—cast parts of solid white brass, lonfe
straight tube of yellowbrass, hard rubber bushinfe toprevent metallicvibra-
tion at the reproducer connection elbow.

3—^No obstruction anywhere inside—an absolutely clear passage, with the
approved two-inch inside diameter at base, and a solid 45-degree deflecting
plane at the turn to direct the soundwaves straight downward into the
amphfying chamber.

4—^The simple swinging movement of the tonearm base—how freely it floats
when liftea up onto the record—but how a supporting lug inside the base
a; back prevents the arm from swinging when ofl" the record and does not
allow the needle point to let down so low as to mar the cabinet.

5—The handy lift-up or side turn, affording two ways to change the needle.
6—Light pressure on the record—the squareness of the turn causing the weight

to be supportedby the base, whereas a more curving turn would throw too
much weight forward to the needle point.

7—How; perfectly the needle centers the groove—turning the reproducer for
playing lateral orvertical cutrecords leaves the needle on exactly the same
point at the same and only correct angle. A minimum of surface noise on
records noted for scratch.

8—Reproducer frame split clear through—making it a spring, held under ten-
sion bythe long screwwhich adjusts the pivotal mountingof the stylus bar.

9—Any looseness thatmight everdevelop in the pivoting of the stylus bar may
be readily detected and instantly corrected by adjusting the long screw
until the needle holder and stylus bar feel tight.

10—The inclined position of the reproducer and angle of the stylus bar bywhich a greater impulse is imparted to the diaphragm, with finer sensi-
tiveness to minor vibrations than the ordinary straight upright design.

11—Fineness of the mica diaphragm—a perfect crystal edge disc of selected
clearlndia mica costing five timesasmuchasthe"seconds''and "thins " used
in cheap soundboxes.

12—Perfect insulation—a rubber gasket entirely separating the reproducertrame troin the backplate and again a complete break in the contact ofmetaU by the hard rubber bushing in the tonearm. This double insulation
insuring against metallic effect in the Lone, and preventing the surface
scratch being magnified by the metals of the reproducer and tonearm.

^DTie Reproducer turns on its axis— the needle remaining on exactly the
same center and at the same correct angle in both positions

The superior Lid Support
balances the Lid at any point

The final Pomt of excellence in the equipment of a cabinet that often decides the sale. A touch of one finfeer lifts
or closes the hd, which stops at any point desired. Cannot warp the cover. Noiseless in operation. The simplest

support made. Easiest to install.

We are prepared to supply this Tonearm
and Reproducer to a numberofadditional
manufacturers ofphonographs incertain
pares of the United States, and contracts
remain open for some foreign countries.
Write us for particulars and prices.

We are able to supply this Support in any
quantity. Made ofsteel, hi^h $iradenickel
or &old plate finish. Samples sent to man-

ufacturers anywhere for trial.

Write for low Quantity prices. State type
and weight of lid.

Barnhart Brothers & Spindler
SUPERIOR SPECIALTIES FOR PHONOGRAPHS MONROE & THROOP STREETS, CHICAGO
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Dealers who hear the

NEW EDISON in

side-by-side comparison

with other phono-
graphs invariably select

the NEW EDISON
for their own homes and

seek the Edison Repre-

sentation

—because it is easier to

sell the product they

know to be the best.

See Pages 70, 71,

112and 113 inside

JOBBERS OF THE NEW EDISON, EDISON RE-CREATION, THE NE'.V EDISON DIAMOND AMBEROt A
AND BLUE AMBEROL RECORDS

CALIFORNIA
Los Angelei—Edison Phonographs.

Ltd.

San Francisco—Edison Phonographs,
Ltd.

COLORADO
Denver—Denver Dry Goods Co.

GEORGIA
Atlanta—Phonographs, Inc.

ILLINOIS
Cfcicago—The Phonograph Co.
Wm. H. Lyona (Amberola only).

INDIANA
lodianapolia—Phonograph Corpora-

tion of Indiana.

IOWA
Det Moinci—Harger & Blish.

LOUISIANA
Hew Orlrini Diamond Muiic Co..

Inc.

MASSACHUSETTS
Boston—Pardee-Ellenberger Co.

Iver Jfhnson Sporting Goods Co.

(Amberolii only).

MICHIGAN
Detroit—^Phonograph Co. of Detroit.

MINNESOTA
Minneapolis^—Laurence H. Lu:ker.

MISSOURI
Kansas City—The Phonograph Co.

of Kansas City.

St. Louis—Silverstone Music Co.

MONTANA
Helena—Montana Phonograph Co.

NEBRASKA
Omaha—Shultz Bros.

NEW JERSEY
Orange—The Phonograph Corp.
Manhattan.

of

NEW YORK
Albany—American Phonograph Co.

Syracuse—Frank E. Bolway & Son,
Inc., W. D. Andrews Co.
(Amberola only).

OHIO
Cincinnati—The Phonograph Co.
Cleveland—-The Phonograph Co.

OREGON
-Edison Phonographs, Ltd.Portland-

PENNSYLVANIA
Philadelphia — Girard Phonograph

Co.
Pittsburgh—Buehn Phonograph Co.
Williamspon—W. A. Myers.

RHODE ISLAND
Providence—J. A. Foster Co.
(Amberola only).

TEXAS
Dallas—Texas-Oklahom* Phono-
graph Co.

UTAH
Ogden—Proudfit Sporting Good* Co.

VIRGINIA
Richmond—The C. B. HaTne* Co.,

Inc.

WISCONSIN
Milwaukee—The Phonograph Co. of

Milwaukee.

CANADA
Montreal—R. S. Williams & Sont

Co., Ltd.

St. John—W. H. Thorne & Co., Ltd.

Toronto—R. S. Williams & Son»
Co., Ltd.

Vancouver—^Kent Piano Co., Ltd.

Winnipeg—R. S. Williams & Son»
Co., Ltd.

Babson Bros. (Amberola only).
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