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Jur- Friends

A Merry Xmas

And

A Glad and Prosperons
New Year

and extend to them our sincere thanks for assisting us in

n”\hm: this our banner vear

W. N. MANNING J. F. SHERLOCK

e
SHERLOCK-MANNING

Piano Company

LONDON, - - CANADA

e e et
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HE makers of the Martin-Orme pianos and players take this op
portunity of extending to the entire Music Trades throughout
the Dominion their very best wishes for a Merry Christmas and a

New Year of joy and prosperity.

THE
sTrie MARTIN.
, "D ORME
| FULL PLAYER
b 88-NOTE. THAT
i ONLY WILL
! 4 Ft. 4} in. MARK
v. HIGH e
i SALES

The Martin-Orme Piano Co., Ltd.

Ottawa - - - Canada
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ESTABLISHED 1870 ESTABLISHED 1870

Newcombe Pianos and Players

“Never Sut’er by Comparison”

By 5 PLAYER IS A PLAYER, BUT——a Newcombe
\ Player is more than a mere player. It is a work of
beauty built to withstand year in and year out the extra

usage to which a player piano is subjected.

Newcombe instruments are noted for staying in tune. It stands
to reason that the immense strain of the 228 strings in a piano pull-
ing on the frame must cause some bending of the frame, and be it
ever so slight, the tone is affected detrimentally. To counteract
that strain has been one of the problems of piano building for years,
resulting in numerous us:less devices——and numerous devices have
been and are now being used. There is, however, nothing quite so
simple and effective, and quite so easily explained to the customer
as the

HOWARD PATENT STRAINING RODS
with which each Newcombe——and Newcombes only=——is equipped

The HEAD OFFICE :
NEWCOMBE 359 YONGE ST. - TORONTO

Piano - Company Factory :

121-131 Bellwoods Avenue

Limited
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rawes | |.JPLAYER 3., Al_REPUTATION

Sometimes —very often, in fact
it is the things that may seem slight
and trivial that make the vital differ-
ence when the question of tone and
customer satisfaction are seriously con-
sidered. The KARN factory man-
agement watches the little things
and it tells in the finished product.

THE KARN-MORRIS K.A R N~ M O R R l S THE KARN-MQRRIS
COMPANY Piano and Organ Co. COMPANY
= v LIMITED Wishes You a Very -
Wishes Yo'u a Very Woodstock Ontario Happy and Pros-
Merry Christmas. Facories perous New Year.
Woodstock and Listowel

In the purchase of a
piano or player piano
for the home there is
more often than not a
willingness to indulge
the desire for something
of greater elegance than
elsewhere in the house.

Thedealerhandling KARN
PLAYERS is in the exact
position to make possible the
indulging of that desire.

Use your customer's curiosity. Put
a KARN PLAYER in your win-
dow. Take the front off and expose
the action to view. Have a KARN
PLAYER playing inside your store.
Then you are showing off its tone.
ThePlayer Actionattracts, - impres-
ses. The appearance speaks for itself.

Karn on Players is a Quality Name




CANADIAN MUSIC TRADES JOURNAL

The Gourlay-Angelus

The Choice of
all Musical

Entertainment
When the sweetness of Gourlay tone is united with the human possibilities
of the greatest of all piana-players then we have, evolved in the Gourlay-Ange-
lus, a rare medium for every form of musical entertainment.

With Human Skill

Wiiether the selection be an old folksong, or a Wagnerian overture, the sen-
sitive little Phrasing Lever responds to the most delicate pressure of the right
hand in answer to your own interpretation. It imparts all the human pathos
and feeling that is in the soul of the performer with a skill that is marvellous.

And Human Accompaniment

Soloists welcome the Gourlay-Angelus for its perfect human accompaniments.
The melody is sustained by a clever Melodant device, and absolute control of
tempo and volume of tone affords any desired shading in expression.

Instrument of Royalty

The world’s best productions are the choice of royalty. This has been the
crowning distinction of the Angelus player in European courts- won entirely
on its unsurpassed musical merits.

The Gourlay-Angelus therefore is endorsed by the most eminent European
masters and composers as an instrument with marvelloushuman possibilities.

This Gourlay-Angelus will amaze you with its responsive human touch,
from the music of the rhythmic dance to the complicated setting of a concerto.
It fulfils every form of musical entertainment with surprising effect and is the
greatest boon to all lovers of music.

Its musical appeal is irresistible.

Gourlay, Winter & Leeming
1SS Yonge Street - - TORONTO
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Everyone who has an
acquaintance with

The BELL PIANO

recognizes its individuality,
its surpassingly good
features : and accord it

the praise it so well merits.

Its special features are

many, but the

Illimitable Quick
Repeating Action

and the

Sustaining Frame (metal back)
elicit special praise from

all who know the Bell Piano.

No Musician and no Dealer who
has discovered this instrument
1s content without a Bell.

‘;\5 Greetings to

{§ our Customers (\
EX and to

/‘\\ The Trade
%’7" , throughout

| Y
Qﬂ; Casede. é\/%f

The BELL PIANO
& ORGAN CO., Limited

Branch Warerooms at
146 Yonge Street, Toronto
49 Holborn Viaduct, London, Eng.

Factories at
GUELPH, ONTARIO
And LONDON, ENG.
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GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

The new walnut with the figure
and soundness of American
Walnut but with the Circassian
colors and high lights.

We show the largest and most select line of
Walnut in Longwood, Butts, and dimension stock of
any manufacturer in the world.

Write us for quotations on Pin Block, Bellows,
Core and Cross banding stock.

845-851 West Erie Street
CHICAGO, - ILLINOIS.
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Universa Themo Ar

“What They Are, And What They Mean to The Piano Man®”

HE Themo-Art Rolls are produced from the recor-
ded performances of pianists of high standing ;
| | they portray with wonderful fidelity the distinctive
characteristics of hand playing, and with side per-
H forations for the purpose of melody note accenting,
automatic sustaining pedal, and the line of interpreta-

tion

HEMO-ART Rolls are a great

success because many player mer- Outanite :.7'::.’:'.;7::-1:':"' seder
chants have discovered the various -
ways in which they contribute to suc- | henl() - Al't
3 : N
cess in p‘layer selling. . They are real!y )lllSlc Rolls
a necessity to every piano man who is
2 2 $ : : ABRAHAMS, Maurice
devoting his energies to the increasing Plarel bt Batie Aot
player trade. 11614, Pullman Porters -
arade, .28
0 the & ¢ old ol One-Step for Dancing.
renew the interest of old player AEITENE cd HA R
owners, Themo-Art Rolls present 11616, Sunshine and Roses. 1.50
avery fine means for enlivening CARYLL, Ivan
A . 11618, My Beautifu! Lady.
the interest of all player owners in Pink Lady. 1.25
their instruments, thus making them HERBERT, Victor
. 41622, Il Werconthe Stage. 1.25
music roll buyers and prospect pro- PUGCINI, Gincows
ducers. 41624, La_ Boheme.
Rudoloph’s Narrative. 1.50
The perfection of Themo-Art DR ROVEN

41575, Oh Promise Me, 1L.oo

Rolls cannot be surpassed.

Universal Music Company

10} Shuter St. - - TORONTO

NEW YORK CHICAGO SAN FRANCISCO

W] ——(
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Link Yourself Up

With Evans Bros. Pianos and Players for 1914

Those who have profited by making a similiar resolution

some years before have found in the “Evans Bros. Line ™

the agency that helps the piano dealer “make good.”
The Evans Bros. iii.. Co. Ltd.

INGERSOLL . . ONTARIO

You You
Pay For Charge
Nothing Nofhoi:;g
But But
Quality Quality
S e A

Holiday Season

Will be Upon us Before we Know it.

Stock Up Now Before the Rush Season

We Have a Nice Stock of

Piano Benches
Music Cabinets
Record Cabinets
Piano Stools

Coming

Through Our Works for Prompt Ship-
ment.

Do Not Delay Until Your Customer Asks
for the Goods, But Order

No, 10. Music Cabinet

Soon

The Goderich Organ Company, Ltd.

Goderich, - Canada

No. 200, Bench, Single or Duet
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The Wormwith Piano Company, Ltd. (r‘—g"‘f"\‘lﬁ

Extend to all in the Trade

A Merry Christmas

and “‘
(Q A Happy and Prosperous New Year @)

These Players meet the demands of all

ﬁrsl-class musicians.

Style “A" Player

b

Style Louis XV, Player

The Wormwith Piano Company, Ltd.

KINGSTON, - - ONTARIO
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Established
1856

Built to
Serve

RAIG pianos serve two classes —the men who
have to sell them and the people who buy
them for constant use.

In every field of industrial endeavor Service
has become a basic necessity. Successful com-
mercial activity is dependent, to a large extent,

upon it,
Perhaps in no business is Service more essen-

tial than in the production of high grade pianos,

We have fully realized the vital importance
We

are deeply conscious of the part it plays in our

of Service to those whom we would serve

OWN SUCCess.

Results prove that the Craig factory Service
has been appreciated, and with the approaching
months of renewed selling activity, the claim for
Craig pianos — that they are built to serve — will
be of greater import to the trade than ever before.

==The=—=

Piano Company
CANADA

Craig

MONTREAL . .

TRADES JOURNAL

Perfection in Finish

IS OBTAINED
WITH

Jamieson’s
Varnishes and Stains

NONE BETTER CAN BE
PRODUCED

R. C. JAMIESON & CO., Limited

Established 1858
MONTREAL AND VANCOUVER

Over Fifty Years of Experience Guarantees the Quality of
Our Products

“Artistouch”

Artistouch
Control”

The device which makes a Player Piano
sound like the hand playing of an artist.

“Forster
Expression

Muke an appeal to the musical sense of
your customers, They will appreciate the
“Artistouch’ and it will make more sales
because your customer will play much better
with it than without. Ask for it in your
next order for players,

Can be had to install on your
present stock if you wish it.

Any further information will be gladly given
by the manufacturers, Otto Higel Co., Cor. King
and Bathurst Sts., Toronto, or

THE INVENTOR
J. Leslie Forster
680 King St. West

TORONTO - - CANADA
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(Patented 1904)

of Highest Grade

Canadian Agents for Rudolf
Geise's German Music Wire

Toronto Piano String
Manufacturing Company

122 Adelaide St. West
Phone Main 5848

Toronto

When you don't see the hinges on a
player-piano you may know it
is equipped with

SOSS

Invisible Hinges
Most Players Have Soss Hinges

Because Soss Hinges help sales, Have some
manual pianos made up with Soss Hinges and
note results,

The SOSS INVISIBLE HINGE CO., Ltd.
104 Bathurst St. Toronto, Can.

TRADES JOURNAL

PIANOS

Well Bought
are half Sold

1913 did well for Stanley
Pianos and Players and

we hope our dealers have shared

in the prosperity.

Our factory facilities will
soon be increased and we desire
in the meantime to submit
samples on approval to prepare

for the big things to follow.

We Excel in Players

There's a reason why our
trade has grown, and you should

be interested in a line like ours,

Our Dealers Like the Tone.

Write wus, it will pay vou

Stanley Pianos
Toronto

g, o

e
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——C. F. GOEPEL & COMPANY

137 EAST 13 STREET SUPPLIERS OF NEW YORK
High Grade Commodities

SOLE AGENTS TO THE SOLE AGENTS
US. & ngNADA PIANOAND Pl QYER TRADE US. & :(::NA[)A
Wagener’s

Klinke’s '
Tuning Pins w©

—— \Lul
Player Accessories. Felts, Cloths,

w Music Wire

Tracker Bars, Transmissions, Brass and 2
Rub ber Tubing, Rubber Matting for Punchlngs
Pumper Pedals, Pumper and Player Pedals, Of every description, comprising Name-
all Special Hardware formed or cast, board, Stringing, Polishing,  Muffler,
Leather Nuts, Push Buttons, Special Straight and Tapered, in Rolls and Sheets,
Punchings cut from Cloth, Felt, Fibre, etc., Stripped to Width and Length as
Paper, Pasteboard, and all character of wanted.
Send ‘s l,ea(hfr.) b Benalen § Imported French and German, also Domestic
Sen or :

= v Bushing Cloth Hammers.

Prices. stating Quantities required.

Soliciting  MANUFACTURERS' TRADE ONLY, not Dealers, Repairers, etc.

SoftYellow Poplar Veneers

FOR

CROSS BANDING

Write to

The Central Veneer Co.
HUNTINGTON
W. Va.

200,000 feet daily.
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Adeling Patti and th

fiaines Bros. Piano
T .
I

What Adelina Patti
Said 25 Years Ago

Craig-y-Nos Castle
Ystradgynlais ( Swansea Valley
South Wales.
Messrs. Haines Bros.,
ear Sirs
The Upright Piano-forte you shipped to me has arrived in perfect ceadition
at the Castle, and | must say | never heard one with such lovely tones. g‘..rh time that |
use it | am more surprised and pleased with it. Until | became acquainted with your
| believed itan bility to find such pure quality and volume of tone in any
instrument but the Concert Grand

Assuring you of my delight with my piano, and with sentiments of distinguished
vegard, Believe me,
Your sincere friend,

Lol Poraz
And What Her Opinion Is Today

Craig-y Nos Castle
Penycae, S. C., Breconshire

Messrs. Haines Bros.,
7th May, 1913,
Dear Sirs
The Baroness Cederstrom (Madam Adelina Patti) has just returned from
the Continent and finds your letter of the 21st February last awaiting her.  In reply | am
desired to say that the Haines Piano, which was sent here many years ago, is still in her
ladyship's boudoir and continues to keep in good condition, tone and touch gives her
pleasure when playing upon it. Also | am to express the Baroness’ best thas the good
wishes and remembrances vou recall, and for the little volume called Musical Celebrities,
you enclosed
I am, Dear Sirs,
Yours faithfully,
H. J. D. Alcock, Sec'y

The Foster-Armstrong Co., Ltd.
S . Head Office : Factory: :'ml::‘:;" o

4 Queen St. East, Toronto Berlin, Ont,

General Man




Strathroy, -

CANADIAN MUSIC TRADES JOURNAL

MENDELSSOHN
PLAYER PIANO

Player mechanism
thoroughly re-
sponsive.

Player Piano con-
struction wup-to-
date in its capa-
bilities as a
Player and
Piano.

Music lovers satis-
fied by its un-
limited capacity
for expressing
musical feeling.

MENDELSSOHN PilaNo Co.

110 ADELAIDE ST. WEST

TORONTO, ONTARIO

RIGHT - PIANO|S

RIGHTEN YOUR STOCK. If you would have

B attractive people come to your store to see attractive

and sweet-sounding Pianos — that will remain year in

and year out sweet-toned and attractive  Just brighten your
floor with

WRIGHT INSTRUMENTS

Ours are products out of the ordinary, designed
and built with care that seems to be just a little more than
necessary, but at prices that are well within the moderate
limit.

They are demonstrated result-producers.

YOU put them to the test.

Wright Piano Co.

LIMITED
Ontario
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The Home of “ Sterling” Piano Supplies

The Oldest Piano Action Manufacturers in Canada

IN THE PIANO WORLD
WHETHER IT IS KEYS,
PIANO ACTIONS

OR

PLAYER ACTIONS \

PIN YOUR HOPES
TO THE NAME
“STERLING"

Sterling 2o, Ltd.

NOBLE ST. - - TORONTO - . CANADA
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AreYouChasingDollars?

Sometimes men will exhaust themselves in chasing elusive dollars and in the
end they never overtake them.

There are many reasons for this. In the first place they perhapsare nof properly
equipped for the race and one of the best equipments is the Peerless, for with
that dollars will come instead of running away.

In other words, the Peerless is steadly faking in dollars while a portion of the
world sleeps

Some of the largest
dealers in America have
not hesitated to say in the
most emphatic manner that
the Peerless agency has been
worth mcre to them than
all of the other instruments com-
bined which they handle.

Now, that is going some,
truly; but, the Peerless is no
ordinary product.

When you see the en-
tire line of Peerless instru-
ments and you realize their
drawing power, you will under-
stand better why so many
dealers instead of chasing

Pesrioss Model Bl elusive dollars are finding that
the dollars a=e coming their way with a swiftness and despaich that is surprising.

There is no use in spending your time and energy in chasing the dollars unless you are
properly equipped; and the Peerless supplies all the equipment.

If you wish to obtain some interesting data concerning the Peerless record—telling you how
men have made fortunes telling you how the dollars have just poured in--write us. We can
give you some facts that will interest you deeply and the result will be, provided the territory is
open in your vicinity, that you will become a Peerless enthusiast.

You cannot help it —there is no other way.

PEERLESS PIANO PLAYER COMPANY

F. Engelhardt & Sons, Proprietors

ST. JOHNSVILLE - - - NEW YORK
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..IT"S WORTH NOTING..

\ reference to our sales for the first three months of 1913 shows almost as much
business as was done for the three last months of 1912 which means that dealers in
Falking Machines have the bulk of the season ahead of them and need not be afraid of

stocking up. ORDER NOW

FOR FOR A
Edison Amberola V., V1. & VIII. Edison Amberola V., VI. i
e P e ittt videss) & VIIL '

. LAST CALL [ _

FOR

CHRISTMAS

e coem———
gy

i
CABINETS i
‘ FOR EVERY g ' l
" . | '
Make of Machine |
I
| 1
" Capecity 90 Records | ‘ ‘
No. 57”3:):L ORDER NOW S — - ! J .\
No. 58 Dark Mahogany Capacity 150 Records 1
Top 2024, No. 59 Oak | &R
— - - No. 60 Dark Mahogany !
NEWBIGGING | ’
CABINET COMPANY 1
LIMITED |
Hamilton | . Il
Ont. \j ;
!
Specialists in ‘
Phonograph J
- Records and 4
No. 48 Golden Oak. " No. 49 Mebogasy T imyer Roll ‘
No. 50 Mission Cabinets
A very popular, useful article at & moderate price. Top gy e ey
s i Tl e & o YR i e b W 1

PEror Rl Bones cheapest Album that you can buy. Ak our prices
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The
““Get a Receipt”
Plan Benefits

MERCHANT CLERK

THE
“ GET A RECEIPT"
PLAN BENEFITS
ME BECAUSE:

THE “GET A RECEIPT" 1. | get a receipt for having
PLAN BENEFITS ME handled each transaction

BECAUSE mrrcclly:

. 2. It enables me to wait on
more customers and es-
tablish a better selling

1. 1 get a receipt for all goods sold,
and get all the money for these

goods ; record :
2. It enables me to give quick ser- 3. It proves my accuracy,
~ vice to customers ; honesty and ability :
3. It gives me a positive control
4. It prevents disputes with

over my business ;
4. It tells me which is my most
valuable clerk;

customers :

5. It teaches me to place the

5. It prevents misunderstandings correct value on money
with customers and thereby in- and to handle it accord-
creases trade ingly

The receipt issued by the National Cash Register pro-
tects customers against mistakes; furnishes proof of what
servants and children spcnd when sent to the store ; pre-

Besides the merchant and clerk, the * Get a Receipt”
plan benefits customers.

Stores using the “ Get a Receipt " plan can give quick
service to their customers. vents mistakes on charge accounts.

This result is a satisfied trade, which is the best advertisement for your store,

Every merchant can give better service to his customers, increase the efficiency
of his clerks and get more net profit for himsell by using the * Get a Receipt ” plan.

Write for more information

The National Cash Register Company, 285 Yonge Street, Toronto

Canadian Factory, Toronto
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P ROFITS F OR Still Time for Xmas Orders
CANADIAN JOBBERS—

Union Specialties
double the range
of your customers’
machines,

SPECIALTY
PLATING Co

HERE are seven profit-

UNION

able specialties that :‘;‘,";’;’,,m;
will sell to your customers e
| ot 5 oxidized
UNION No. 1, for on sight. Why? Because g
Edison Machines

Gold Plated, $5.00

ey, UNION PHONOGRAPH
e misiins SPECIALTIES

meet a long-felt demand,

UNION No. 1 enables owners of Edison Disc
Machines to play Victor, Columbia and other
similar records on an Edison It adjusts in-
stantly and easily without alterations.

UNION No. 2 plays Edison records on a Victor. oo

UNION

UNION No. 3 plays Edison records on a Modifier

) for Edison

Columbia Machines
(open)

UNION Modifiers enable the owner of any
machine to get exactly the tone des ired, using a
loud needle  UNION Modifiers are a big aid in
selling new machines

The UNION Sound Box s anew advanceintone-
reproduction designed to eliminate scratching.

UNION No. 2 for FREE CATALOG - “Two Phonographs in One "

Vic tor Machines

Gold Pl‘nu{ $7 % Write for your copy to-day and see for yourself how this

Nickel, oxidized, $6.50 simple but detailed booklet with full illustrations will interest
your customers and make profits for you

UNION No. & o The Union Specialty & Plating Co. B

S Dated $120 409 Prospect Ave., N.W., Cleveland, Ohio, U.S.A. achines
DISTRIBUTORS

W. Doherty Piano & Organ' Co., Ltd.
Calgary, Alberta and 324 Donald Street, Winnipeg
Fletcher Brothers, Ltd.
633 Granville Street, Vancouver, B.C
Gerhard Hein'zman, Ltd,
41 43 Queen St., West, Toronto, Can.
Layton Bros
£50 St. Catherine St. W., Montreal, Can.

Pat Pending
UNION
Modifier
for Victor
Machines

Ietua, " UNION No. (shown in use with UNION
Sound Box in upper left-hand corner
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NORDHEIMER

Plays Like the Natural Hand

The success of the Nordheimer Player
is the crowning achievement of our long
and successful record of manufacturing
high-grade pianos.

Dealers who are looking for an instru-
ment that will appeal to customers who
wish to purchase a Player on account of
its artistic qualities and durability, will
find it in the Nordheimer.

No expense has been spared in the con-
struction of a Player Action which would
be thoroughly in keeping with the high
standard of the Nordheimer Piano.

Dealers wanted in unrepresented territory.

The NORDHEIMER P'{ii%2 CO.,Ltd.

Head Office

MUSIC TRADES JOURNAL

T. L. LUTKINS

Piano Player and Organ
Lcather Pneumatics, the
Best Bark Packing made

Alum Packing—Alum
and Suede Valves—and
all special tanned bellows
leather.

Special tanned chamois that
will not scratch any highly
polished surface.

40 SPRUCE STREET
NEW YORK CITY

“Superior’” Piano Plates

MADE BY

THE

SUPERIOR FOUNDR'/ CO.

CLEVELAND, OHIO, USA.

Bookkeeping
by Machinery

A large manufacturer
says: *Our Underwood
Condensed Billing Type-
writer and the system
you devined to go with it
is the best investment
we ever made, The
machine saves the cost

o every four months.
15 King St. East, o TORONTO United Typewriter Co. See the
Branches and Agencies throughout the Dominion. Limited Adding Typewriter
7 and 9 Adelaide St. E. in Toronto Computing
@ E Everywhere in Ca Typewriter
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American Felt
Com any The one house that _arries a complete line

e 74 of supplies for all branches of the trade

We extend to our many Canadian friends the Season’s Greetings
and in appreciation of long years of cordial relations beg to

wish them a very prosperous year, 1914,

AmericanFelt
iy sl Company

TRADE MARK

HERE

is a feature which alone makes it worth

while trying
IMPERIAL LINENIZED MUSIC

OU don't need telling of the importance

of the **tab” staying on- you know that if
the tab comes off it is very rarely replaced cen-
tral in the width of the sheet-therefore a roll
with a tab onas securely as this ee—
is surely worth while.

Get in touch with us
at once—we'!! tell you.

Perforated Music Co.

Canada
Factory: Carlaw and Eastern Aves.
TORONTO, - - CANADA

Montreal Wholesale Depot, 510 St. Catherine St. West.
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77 “Over

20 of the
World’s
Greatest

Makers

ESTABLISHED Uﬂd@l" one

184¢ %OF s

Merry
Xmas

To those whose aims and
/ faith rise above mere commer-
= cialism and immediate profit
this season brings a double

= message.

One of good cheer and op
timism in the future of our
country and the character of

our people; and the other a realization
that many a home will start the new year
afresh, inspired by music that has come
to them in the bounty of Xmas.

To all of us who are privileged to par-
ticipateso largely in the season’s commerce,
and whose products so thoroughly sym-
bolize the Xmas spirit, comes a realization
that our field is one of the great necessities
of life, whose power is second only to that
of love.

To our friends, both known and un-
known, we extend sincere and hearty
greetings.

May your Xmas be one of infinite
happiness.

e WILLIAMS SOt

. e oo~ LIMITED.

WINNIPEG CALGARY MONTREAL TORONTO
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Sell the Musical Instrument, Not a Mechanical
Wonder.

HEN the player piano wi new  produetion on

the market it was featured largely as a e

chamieal wonder.  As a result professional  musicians

and musieal poople generally formed a prejudice against

it that has taken mueh demonstration and costly adver-

tising to eradie and still there is yet a great deal to
Fe done in this direction

There arve still some rvetailers and salesmen featur-
ing the player piano as a wechanism rvather than a
musical instrament. They xpend effort in demonstrat-
ing to their prospective enstomers all the wonderful me
chanieal appurtenances of their instruments, forgetting
that it is an instrament for the produetion of musie that
is wanted.  To sueh an extent has this feature been em-
phasized that the public gquite naturally supposes it is
mechanienl parts they shonld look for, and it is por-
haps this more than any other point, that causes the
consumer to spend so mueh time in looking around
apart of course, from variety of prices quoted.

The methods of suceessful salesmen, who have been
induced to express their idess on this point, are to
show the musieal qualities of their line, and to satisfy
the eustomer regarding tone, expression, shading, phras-
ing, ete. Thiy emphasize the musical side of the in-
strument and take eare ot to confuse the **prospect”
with @ list of hewildering teehnieal arguments.  They
further take just the cerse of the original argument
that anybody could sit right down and play any pieee
vecorded as well as a skilled pianist playing by hand
Madern player piano selling takes cognizance of the
faet that to thus paint the possibilities of the player is
wot attractive to the diseriminating p The
player having long since evolved from a curiosity, the
domand of those who want it as such has heen pretty
well filled, consequently the market is among musicians
and lovers of musie, and to be told that no practice to

play the instrument well is required, is injurions to the
proposition.
Demonstrate the Instrument—Not Yourself.
LOSBELY affiliated with the subjeet touched upon in
the foregoing paragraph is the tendeney of some
player salesmen to demonstrate themselves rather than
their instruments. This perhaps applies no more speci-

fically to player piano demonstration than to salosman
ship of pinnos or any other line of merchandise.  One
oceasionally meets with a player salesman who is 50
filled with conceit regarding his own  demonstrating
ability that he overlooks the player. e temporarily
forgets that when demonstrating the player he  must
sink his own individuali It is not the ability of the
operator that the customer is huying, Tut the capahili
ties of the player, though it is the ability of the operatm
that makes the sale.

One of the most suceessful player salesmen in this
country spends more hours in practising on the instru
went than the majority of skilled wmateur  pianists
spend with the piano.  This salesman is an artist in
demonstrating, but he has the faenlty of doing his work
with an ease and grace that suggests at onee to the cus
tomer, 1 could do that with a little practiee.”” and
it is just that idea that is the keystone of his suecess. Of
course, it is unnecessary to point out that this sales
man is enthusiastic regarding the player piano. 1t is
this enthusiasm that has made him suecessful in con
verting prejudiced, ervitieal musicians by actually show
ing them that with practice, superior results can he at-
tained with the player piano.  One of the observations
of this salesman is to demonstrate the instrument and
not yourself.

The Guarantee.

BOUT this word “guarantee’ are  erystallized
enongh illusions to cause more lawsuits than could
he settled in a lifetime, A salesman recently asked by
a customer what his gnarantee meant, rveplied, ‘It
means that we will replace any defeetive material or
workmanship at our own expense,”” “Then,"" asked
the enstomer, ““in case of a hreak, who de
the material or workmanship is defective?
SWell, said the salesman, ““that just brings you
back to this point. You must have confidence in us to
give you fair treatment end realize the veason of our
serviee department.  You must also sce that we are
anxious for the good will of our every customer, for
future customers depend upon that god will.  The eus
tomer must ne Iy lergely submit to onr judgment
in the case of a disputable claim. We have, at our own
expense, made repairs not necessitated by defeets, bat

heeanse of the reasonableness of the eustomer,”

ides whether
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Every firm or individual who sells guaranteed goods
knows that there will 1e unjust elaims to contend with
and everyone, partienlarly in the piano and player trade,
canmot act on the theory of the departmental store,
“that the customer is always vight.” Injudicious and
promiseuous Cguarantecing”” have cortain classes be-
lieving that the guarantee can he stretehed to cover any
mortal thing that can happen to the article purchased.
Guaranteed watehes have been brought back for repairs
made necessary by rougha Bieyele
owners have expeeted the guarantee tocover frames
smashed up in collision, and player piano owners are no

NS OF car

less unreasonable.

The guarantee in conneetion with players and pianos
must e used judiciously, nevertheless whether serviee is
cmphasized or not, serviee should back up every sale
Serviee does not mean keeping the instrument in tune,
wed and polished free of charge, hut means such
voluntary attention as is necessary to keep  the  cus
tomer pleased with his purehase, and to have him pay
for sueh attention as is necessary, to prevent more costly
attention at a later date

Made in Canada.

O.\ another page of this issue appears a letter from

“ A Patriotic Retailer’ that is evidently intendod
for the attention of piano and player salesmen, in whose
colleetive hands is great power to “knock™ or **hoost.”
In retailing any commodity it is usual to follow the line
of least resistance, providing the profit is the same. It
is no compliment to Canadians that many retailers of
various commodities find that following the line of T ast
resistanee is to offer an *imported™ article, assum
that the customer is a man or woman of discrimination,
and consequently must have the imported product.

The right caunot be denied to any man to send his
money abroad if he chooses, but the man engaged in o
line of business, the suceceess of which is dependent upon
the country’s progress, is surely entitled to give the do-
mestic article the preference when purchasing for per
sonal use, or for the purposes of his husiness.

Femininity in the larger citios may he pardoned
for going to New York to buy a hat if elsewhere cannot
e hought an exclusive ercation, but it does appear un
warranted for Canadian manufacturers, or the retailers
depending upon the eustom of persons employed in
Canadian manufactories, to buy their  footwear and
shirts, their gas ranges and farniture, fountain pens and
office stationery, and materials for the production of
“Canadian Made'” produets abroad, unless they have
thoronghly investigated home conditions and sati
themselves that they can do bettor by importing.
are even those who will advoeate paying a higher price,
if necessary, as evidence of their loyalty, but patriotism
that touches the personal pocket, it is unnecessary to
mention, has not a great following

The piano trade, is in a sense unigue.  Manufactur
ers originally put to the necessity of retailing their own
produets came in direct touch with their  customers
Aided by the friendly co-operation of the national poliey,
a gigantic industry has resulted. But the importation of
a million dollars worth of musical instruments and parts,
ineluding all kinds, except talking machines and records,
is a large amount for this country’s population.

or ¢
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Salesmen who have not  considered  the  guestion
serviously, should make a thorough study of the respe
tive merits of Canadian made and imported instruments,
so that they would know positivily which best serves the

interests of their customers at equal price. A ge
tailer. who has several good agencies, imported cheaper
makes to sell to those who would not pay the price for a

sinstriment. e stated to this Journal that

high g
there were so many *eome-hacks™ that he found it ne
cossary 1o discontinue the imported article, and _he s

satisfied to pay more for a corresponding class of Cana

dign-made instrament, but of much mor thorough work

manship and superior materials.
A Field for Prospects.

TIII‘ZHI-I is nothing new in noting  that,  generally
king, every couple conmencing housckeeping

\|D
furnishes another good
peet list. At certain se
magazine advertisements are prepared with that class ol

ane Tor the musie dealers” pros

ons special daily  paper and

prospeets in mind. Some houses send carefully-wordod
letters to all brides-to-be, incidentally making v
to their store and lines

Just how suecesstul these efforts are is hard to say
In some distriets such a field for musieal instrament sell
wly defined in the salesman’s mind, nor

ing is not ¢
is it acknowledged to be of much importance.  In the
Provinee of Ontario alone last year there wer register
8845 marringes.  This docs not decide that 28840 new
homes were furnished.  There wonld be numerous in
stances where one of the parties would have previously

owned a piano or organ, or talking machine.  But allow
ing for those, thousands must have made a fresh starct
In & cortain Ontario city, where the ground is supposedly
thoroughly worked, a couple were married in July last,
and wore never approached by any firm on the piano
question until Toronto Exhibition time, when  they
hought a $750 player, which is proving an ¢ xeellent sale
indirectly among a class ol good people, whom it is
rather hard to effectively reach. 1t is interesting to note
that of the total number of marrviages given above for
Ontario last year, 15917 were from cities, 2018 from
towns of over 5,000 population, and 10910 from riral

municipalities
Any Kind Will Not Do.
A,\'Y piano will not do for a hoy or givl to practise on.
er or salesman should rest contented
as long as sueh g ing exists in the minds of any
parents in his community.  When the ehildren commer
tuking music lessons, will any teacher do?  When you
want to rule a straight line, will any kind of a stick do
for a ruler? 1f you are buying or selling land at $75
a foot, do you measure the exact frontage by pacing it
off 7 In ench case the answer is emphatieally—no
The piano of poor tone from any canse whatever, is
fixing in the player’s mind a wrong standard.  Wrong
standards, like had habits, are far more easily acquired
than gottin vid of.  Ter the great importance of the
Feginner's commeneing with a piano of aceurate seale
and one properly tuned. It should not he very diffienit
to impress this point, and yet its heing simple is ¢
the reason why it is negleeted to some extent. As
clsewhore in this issne, a dealer in Bastern Ontario has
taken up the foregoing idea and put it to work. In the

and no de
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‘ The Inventor =« The Maker - T'he Master
| F. W. Bull, the Inventor; Fred Bull, the Maker ; Arthur Freidheim, “the Master
i Pianist” testing the New Scale Williams Meister-Touch Player Piano, at the
| Factory, Oshawa, on Monday, December 1st, 1913

Results of the test will be published in the January “Music Trades Journal.'
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first instance this is intended for an argument in favor
of the better made pianos. but it should also he made to
assist the tuning department,  No watter how well-built
i plano is it requires vegular and proper tuning.  The
dealer knows that, bat is he keeping it hefore the publie?
Danger in Inventory Neglect.
VI‘IIH' important is the note struck by the National
Association of Credit Men in the statement issued
hy that body on the fatal consequences that may follow
negleet in the taking of inventories.  Their presentation
of the subject asserts that. *The need of a compass
in the cquipment of a ship is no greater than the need
of a compass in a business, which is the taking of a
caveful inventory ut regular periods.  The inventory
is the compass of a business hecause the information it
gives enables the merehant to steer his course toward
suceess, the destination he is seeking.

“We oceasionally find a merchant who has apparently

done well, sailing his craft upon dead reckoning alone,
bt for every suecess among sueh werchants there have
heen failures upon failures,
To many merchants the taking of an inventory
seems a big joh.  They negleet it, exeusing themselves
day after day with the avgiment that they cannot spare
the time, or do not want to employ extra help which the
taking of an inventory vequires.  They forget that the
inventory is the first essential in aseertaining whether
the business is heading toward sueeoss or failure, and
this is true whether the business he lavge or small,

s inexceusable on any grounds for a merehant or
manufacturer to wait until what he has is less than what
he owes, to discover that had management or miscaleula
tion has hrought him face to face with failure.  Throngh
the inventory it will be revealed to him whethor the
gross profits of his business arve larger than cost and
operating expense combined, or whether his investment
is suffering a shrinkage and the husiness is headed to
ward failure.

“The inventory s a record of stoek on hand at its
real value,  Self-deception is practiced if any merchan
dise is inventoried at more than the price at which it
conld he replac Iy speaking, the proper hasis
for taking an inventory is the huying cost; hut should
the value of the merchandise, when the inventory is
taken, he less than the cost, the actual value and not
the cost should he the inventory figure.  If goods are
shopworn, out of style, or for other reasons not rveadily
salable, their real worth, and not their cost, shonld he
used in making the inventory.  On the other hand, if
the goods cannot be replaced at their cost—that is, if
they have advanced in value—it is then safe to have
this difference shown in the profit on sales, hut not in
the inventory.

“The last inventory is the first thing that the fire
insurance adjnster ealls for when he comes to adjust a
loss.  Without it any business man would have diffieulty
in making up a proof of ¢laim satisfactorily to the insur
ance company.

“In fact, the inventory may be deseribed as the
corner-stone of the hookkeeping end of a husines
just as a business man cannot know in what di
his husiness is heading without the inventory, so he ean-
not know withont a faithful keeping of accounts, We
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ot here sketeh a hookkeeping system, bu