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Timeliness! Popularity!
Big Sales!

Three things that make Columbia Records the biggest thing in the
music line to-day.

Three things that you'll find behind the success of any dealer who
had the foresight to put his name and reputation as a music-man
back of Columbia product any time within the past few years.

Three things that are a practical guarantee, stronger every month,
of a similar success for any music-dealer who wants to take full
advantage of these times when music is one human commodity surest
to be wanted by a nation at war.

There is reasor for music-men to look to the future with entire, well
justified trust—and added reason if Columbia business forms any
considerable portion of their sales.

Columbia Graphophone Company

Factory and Headquarters:

Toronto, . Canada
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TWO NEW MODELS

The Martin-Orme Piano Company Ltd. take this opportunity of announcing
the introduction of Two New Models, to be shown at the coming Toronto and
Ottawa Exhibitions.

Gracefully balanced lines, architecturally correct, have always been a noted
feature of Martin-Orme design. In these New Models we have excelled in case
work

They comprise an instrument of medium size; and one of delightful compact
ness, into which have been built all the tonal qualities and beautiful appearance
generally to be found only in a pianoforte of larger dimensions

The Martin-Orme Duplex Bearing Bridge and Capo D'Astro Bar, the Martin

Orme Continuous Bridge, the Martin-Orme Violoform System, and all the

patented and exclusive features which combine to produce the ir
artin-Orme tone and durability, are built into these two models

These pianos will be on view August 27th to September 8th at the Canadian
National Exhibition, Toronto, and September 15th at the Central Canada
Exhibition, Ottawa—they have not been shown before.

There will be a shortage of high-grade pianos this Fall—the wise dealer will
order ahead and place himself in the position of advantage

THE MARTIN-ORME PIANO COMPANY LIMITED
Factory, Head Office and Warerooms at
OTTAWA

Makers of pianos and player pianos—of the highest grade only,

ncomparable
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See next page regarding STYLE B MARTIN.ORME PLAYER
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MARTIN-ORME PLAYER PIANO

STYLE “E”

At the time of bringing out Martin-Orme Style “E,” we claimed this model
to be “the finest medium sized player piano on the market.” Since then the
very heavy demand for Style “E" has justified our assertion.

The beautiful tonal qualities, extra finely adjusted all aluminum valve action,
the natural effects undistinguishable from the finest hand playing, the delicate
balance of touch for regular pianoforte use, the light pumping and the dura-
bility of the instrument as a whole, have been most enthusiastically commented
upon by dealers and customers without number.

The dimensions and design of Style “E” make appeal to the eye at once—the
other qualities become apparent later.

Style “E" in several finishes will be on view at the C: dian N. 1 Exhibiti
Toronto, Aug. 27th to Sept. 8th, and at the Central Canada Exh:bmon, Ottawa,
Sept. 10th to Sept. 15th.

The demand for high grade player pianos with latest metal valve actions will
undoubtedly this Fall far exceed the supply. The dealer who secures himself
for stock and sure deliveries will reap the benefit.

THE MARTIN-ORME PIANO COMPANY LIMITED

Factory, Head Office and Warerooms at
OTTAWA

Makers of pianos and player pianos—of the highest grade only.

(O

See preceding page ve TWO NEW MODELS
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You are Cordially Invited

to visit the Exhibit of Karn and Morris pianos
and players in the Manufacturers’ Building at

Canadian National Exhibition
Toronto, August 25 to September 10

Visiting dealers, salesmen and tuners will find there
the Karn Piano, which this year has a special sig-
nificance.

Fifty years ago, synchronizing with Confederation,
the first Karn Instrument was made. Since that
time to now the Karn pianos have been giving
numerous homes delightful satisfaction, and in the
years to come, Karn pianos will have a place in
Canadian homes of refined musical taste and culture.

The Karn is a fifty-year achievement. It is known
throughout the length of Canada, as a beautiful and
perfect musical instrument. It is a masterpiece of
magnificence-—a Canadian Triumph. In tone- —per-
fect. In touch—responsive. In construction—ele-
gant. An ideal piano. A source of worthy pride
and of profit to the Karn Dealer.

Karn-Morris Piano & Organ Co., Ltd.

Largest Manufacturers of Musical Instruments in the British Empire

Established 1867
Head Office: Woodstock, Ontario

|

AR
o

gL

Factories: Woodstock and Listowel

e

\&\'/(‘\ N
A\/l‘c \\<//</\

{

/// N

\"’/; .‘
\.\‘ )

Y
A\

N




CANADIAN MUSIC TRADES JOURNAL

“If | were going into Business’

—said a successful piano man, I would have a policy that would be
for a life time, one that would make each year in a community be-
come more Vﬂluabl(‘ to n\f’.“

Business stability of this sort is built up on merit of the Karn kind.
When you demonstrate the Karn, you can state positively that no
piano at any price gives more—for you have the proof there to sup-
port that statement.

For your stock, demand the make that gives you the most service, the
most beauty, the most musical richness and character of tone, and the
most enduring qualities. Select the Karn on that basis regardless of
the first cost, in the long run it will be your best investment.

See the Karn at the Toronto Exhibition.

b

The KARN-MORRIS Piano & Organ Co., Limited

Head Office—WOODSTOCK, ONTARIO
Factories—WOODSTOCK and LISTOWEL




R

CANADIAN MUSIC TRADES JOURNAL 5

Men Who Lead in Finance

Society Ladies, exquisitely furnished homes, foremost musicians, and
leaders in every walk of life enjoy themselves with Karn Players
This is important for salesmen, because just as the small investors
want to know what the banks, trust companies, and such concerns
put their money into, so the average buyer is influenced by the make
of player chosen by the prominent people who are not limited in the
price,

This, coupled with the ease with which prospective buyers can be
shown the wealth of music at their disposal through the Karn player,
makes the Karn the salesman's favorite.

Investigate the Karn player at the Toronto Exhibition.

The KARN-MORRIS Piano & Organ Co., Limited

Head Office—WOODSTOCK, ONTARIO
Factories— WOODSTOCK and LISTOWEL
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The
Morris
Line

is therefore an admirable
choice to show along with
the Karn, your leader
The two lines together
take the bugbear out of
competition

See the MORRIS pianos
and players at the To-
ronto Exhibition

Dismiss the
Thought

for the time being that the
MORRIS is a moderate priced
piano—and consider only its
qualities. Compare it, point by
point with other pianos you
know. Examine the case-work,
the action, keys, hammers,
strings and parts used—you
will find it is good to the core

The KARN-MORRIS Piano & Organ Co., Limited

Head Office—WOODSTOCK, ONTARIO
Factories—WOODSTOCK and LISTOWEL
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Canadian
National

Exhibition

Toronto

August 25 to September 10

A hearty invitation is extended to every mem-
ber of the music trades in Canada to visit and
nspect our factory during Exhibition Weeks.
This invitation includes salesmen, repair men
and tuners, as well as retailers and manufac-
turers. We are anxious to place before these
every advantage tending to a more practical
knowledge, and more extended acquaintance
with the processes of supply manufacture.

This is an opportunity for every interested man
in Canada to visit the largest piano supply
house in the British Empire and increase his
own value in whatever his capacity by adding
to his store of knowledge.

The King Street cars pass our doors to and
from the Exhibition. Look for the big clock
at the corner of King and Bathurst Streets.

The Otto Higel Co., Limited

|
Toronto "% Canada “
u
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Otto Higel

Piano Action

is the p of a persi bition to keep it always better,
always stronger, more responsive, and more serviceable than
can be demanded by any requirements.

q Y

4

The result is an action, so evenly adjusted and minutely
balanced that whether the pianist wants a soft, lingering note,
or a crashing sticcato, the action immediately responds with
the exact result his touch should produce.

Not only should the pianist count on this precision in the first
years of a piano's life in his home, but after the case is dulled
and scratched, after the instrument has given years of service,

- the action should in as capable in every P as it
was when new. You get that never failing continuity of ser-
¢ vice in the Otto Higel Action.

It is in the player piano, that the piano action is put to the
supreme test. It is just there that the extra strength, the
tami the even bal of the Otto Higel Action is out-
standingly 100 per cent. effi-
cient. In demonstrating the
player it never disappoints in re-
petition; and it meets the most ex-
acting tests in runs, arpeggios,
trills and chords.

This reputation has made the
Otto Higel Action selected for the
highest grade pianos of all civi-
lized countries, in competition
with the world.

The Otto Higel Co., Limited

Toronto g,/ . Canada
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The Otto Higel
Metal Player Action

—Is positively air-tight under all climatic

conditione,
-=-has each part easily accessible,
—with every part interchangeable,

—so simple in its construction that it has
received the unreserved endorsement of
the world's best experts in the theory and

construction of players,

—renders such extraordinary service, and
80 meets the strictest requirements of
high-class players that it is the choice of
manufacturers in not only Canada, but in
the United States, in Australia, and in
Europe—and this in the competition of
the world’s markets, because it is accurate,

efficient and always dependable,

The Otto Higel Co., Limited

Toronto g,

hurst Sveets Canada
—
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For Your Player Demonstrations

Higel Solo-Artist Records

All the wealth of player piano music is to be found in these “Solo-
Artist Records.” For the profit in them, and for the greater profit
in player sales feature ““Solo-Artist Records.” To win and extend
player sales it is necessary to give service—Service means SOLO-

ARTIST RECORDS.
SOLO-ARTIST RECORDS are so arranged that the tempo or time

is cut in the record. Mechanical playing or wrong time is impossible.
The operator cannot go wrong, and yet is not prevented from playing
according to his own interpretation if he wishes.

SOLO-ARTIST RECORDS are provided with side perforations
which operate the Solodant or melody accenting device. There are
also perforations to automatically operate the sustaining pedal.

We also manufacture

SOLODANT MUSIC ROLLS—not hand played—the greatest value

in music rolls anywhere.

PEERLESS MUSIC ROLLS for the Electric Player. The Rolls are
Hand Played and will graduate the expression automatically, and
will also bring out the solo.

STAR MUSIC ROLLS for popular trade. They retail at 25 cents.
Nothing cheap about them but the price. They are spooled, boxed
and labeled, and there is a long list of titles.

The Otto Higel Co., Limited

Toronto g &%, Canada
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INCORPORATED

25 WEST 45th STREET, NEW YORK

_“Vf"}f Otto Heineman Phonograph Supply Co. e

P AN
AN
CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO b
Lumsden Building

The Home of Heineman Motors, Elyria,
Phonograph Motor Factory in llle World

0., the hmen and Busiest

Manufacturers who use the
HEINEMAN

MEISSELBACH MOTORS

know thdt they are using the finest motors in the world, and realize
that their dealers can place every confidence in their product,
Are your machines equipped with these motors?

Canadian Branch
LUMSDEN BUILDING, Wtﬂt]\
loronto

President

*f-%r = MEISSELBACH &

FereAers) MOTORS soussoes)




12

TR L N

CANADIAN MUSIC TRADES JOURNAL

HEA Otto Heineman Phonograph Supply Co. \\““W'

PRESTIGE

INCORPORATED
25 WEST 45th STREET, NEW YORK AN

CHICAGO ATLANTA SEATTLE CINCINNATI  TORONTO
Lumsden Building

The Otto Heineman Phonograph Supply Co. specializes on the manu-
facture of motors only.

We do not compete with our patrons, but sell motors only; no
complete machines or other competing product.

The Heineman motor represents 15 years’ experience, and is no
experiment.

7,000,000 motors of the Heineman type are in use the world over.

Does this not convince you that the Heineman Motor has stood the
test of time and service?

President

t MEHS’S’EM@ACH =

SOUND BOXES
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% Otto Heineman Phonograph Supply Co. NHES 4

25 WEST 45th STREET, NEW YORK e E

. 27\ NN
-‘4’;{1_ \"‘_\«
CHICAGO  ATLANTA SEATTLE CINCINNATI TORONTO -
Lumsden Building

MOTOR PERFECTION!

Thirty-five (35) years of practical experience as skilled engineers and
mechanics give A. F. Meisselbach & Bro. country-wide prestige.

The Meisselbach motor is recognized everywhere as the perfect
motor for the highest grade machines. It is backed by the Otto
Heineman Phonograph Supply Co. with its chain of branch office and
service stations from coast to coast.

The Meisselbach motor has been adopted for use by the leading talking
machine manufacturers.

Let us serve you this fall.

= MEISSELRACH &

“J:TOYT’F,AR""S l M@T@]@g [SOUND BOXES )

AL
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INCORPORATED

Otto Heineman Phonograph Supply Co. "%,

25 WEST 45th STREET, NEW YORK

CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO
Lumsden Building

vl We Recommend
For High-Grade Machines

~
TR T WS T S

i Best Horizontal
: Spring Motor
' Best Vertical

. Spring Motor

]

# MEISSELBACH =

[TONE ARNIS | M@T@I@S [[SOUND BOXES |
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THE AMERICAN P1ano SuppLy ComPANY INC.

HARDWARE, FELTS, CLOTHS, HAMMERS, ETC. FOR PIANOS,
PLAYERS, ORGANS AND TALKING MACHINES
SPECIAL STAMPINGS, TURNINGS, ETC
110-112 EAST 13™ STREET
NEW YOorHE 11Ty
August lst, 1017,
To our Friends in Canada:

In our annual greeting of this season, we wish to extend
congratulations on the volune of business being done and the
hsalthy condition of the piano trade in the Dominion today unde:
very adverse circumstances. The statistice showing the volume
of the Canadian piano business have won the admiration of the
American trade.

We also have a War on our hands with its attendant
commereial uncertainties and the supply market is even more upset
than ever. It is a dangerous time to run short of any indis-
pensable item and while the supply houses have made every effort
to acoumulate stock it has been impossible to get much aheed.
Still there is today in sight or on hand a moderate quantity of
every essential supply requirement though how long these stocks
will last is an open question. The only safe course is to cover
all possible needs for this year, at least, NOW. What goods we
have on hand we know the price for and can positively make delivery
of but what have to be fabricated, even though previously ordered,
we do not know when we will get or what they will cost, lLet every
piano and organ manufacturer avoid this contingency as far as
possible. The United States Government is now in the field for
immense volumes of War supplies; steel, copper, lumber, wool and
cotton and these needs will have te be supplied firet., This can be
somewkat forestalled by getting supplies in ahead of this demand.

To ge a 1ittle further afield than usual and possibly
presume a little, let us say that any man, manufacturer or dealer
who shuts his eyes to the very great advances in the costs of all
component stock and labor and does not get a good price for his
product today is not being fair to himself or his line of effort.
A passing thought, if your goods or pianos are on hand before the
railroad declares an embargo it cannot bother you,

Thanking you all for your past kindness and wishing you
even greater success in your future endeavers for finer
instruments, wider spread influence and greater prefits, we are

Very sincerely,

THE AMERIOAN PIANO SUPPLY CO., Inc.
. €. Mess; V' P




———

CANADIAN MUSIC TRADES JOURNAL

Amherst Pianos

Will be shown at the

Canadian National Exhibition, Toronto

August 25 to September 10
in the Manufacturers’ Building

It will pay every dealer and every salesman
to investigate the Amherst Pianos and Play-
ers. In the short period of years they have
reached the front-rank position for

beauty,
tone, endurance and all-around value.

This has only been possible by the investment
of a sufficient sum to build and equip the most
up-to-date piano factory money and experi-
ence can secure; by the blending of Al ma-
terials, expert workmanship and efficient super-
vision, and by an intimate knowledge of what
the retailer wants in a piano, gained in retail
experience,

Be sure to visit the Amherst
Booth. You and your friends
will be cordially welcome

The large, modernly equipped plant where * Amherst " P

ianos and “ Cremonaphone " Talking Machines are made

Ambherst Pianos, Limited
AMHERST, N.S.
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The Cremonaphone

IN SIX STYLES
to Retail at
$35, $45, $65, $110, $150 and $200

PLAYS ALL DISC RECORDS $35 Type

!

The Cremonaphone is off to a good start, and plans are
now made for a regular output of 200 machines per
month. The Cremonaphone, it is very important to note,
is made in a piano factory where the workmen are trained
and accustomed to the finest cabinet work, and to the
idea that the tone must be right.

In the Cremonaphone particular attention is paid to the
proportions of the sound-box, tone-arm and amplifier,
with the most pleasing results in the quality and volume
of tone. The new violin idea is worked into the con-
struction of the amplifier—hence the name of our
machine— "' Cremonaphone.”

The sliding tone-modifier makes a convenient front for
the horn, and also presents a handsome appearance.

We have entirely avoided the use of any of the cheaper
grades of motors and fittings, using only, in all styles of
the Cremonaphone, a well-built, reliable motor of stand-
ard make.

Every Cremonaphone has the Universal Sound-box, and
will play all makes of disc records.

The Cremonaphone is a quality machine
from casters to top in every detail. It ie

worthy of the best representation. Let
ue send you further particulars.

Manufactured by

Ambherst Pianos

LIMITED

Amhe’st. N.s. $150 Tﬂ”‘
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Newcombe

Pianos and Players

Established 1870
“Never Suffer by Comparison”

r

The Newcombe Line

Will be on display at the

Canadian National
Exhibition
August 25 to September 10

at our stand in the
Manufacturers’ Building

e

Make the Newcombe Rest
Room your headquarters. It
is at the disposal of you and
your friends.

With a past dating back to 1870, the Newcombe product of to-day embodies all the
musical improvements and mechanical advancements that make for a strictly high-
grade piano of the “Leader” class.

The Newcombe agency offers to you as a business man a sound pro osition upon

gency y prop P
generous terms. If this line is not being handled in your territory we can talk busi-
ness to vour advantagt‘.

And remember—only Newcombe Pianos are equipped with the “Howard Patent
Straining Rods,” which counteract the great strain of the 228 Strings. They give
strength to the Pianos. By relieving the immense strain on the strings they make a
better tone possible, They are of the best steel, handsomely nickeled, and are an
ornament to the instrument, and they do not add extra cost to the Piano.

The Newcombe Piano Company, Limited

Head Office—359 Yonge St. Factory—121-131 Bellwoods Ave.

TORONTO . CANADA
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Mendelssohn

Style Louis XIV New Style “E"

Cottage Style

PIANOS and PLAYERS

Will be on display this year as formerly, at Canadian National Exhibition,
where a representative showing of the Mendelssohn Line
dealers and salesmen in the Manufacturers' Building.

to call on us, and your friends, too, will be welcome.

may be found by visiting

You are cordially invited

When you have sold a -
\les made under a

player piano of Men-

delssohn rank, with its cense of doubt are not

¥ good sales—and con-

sequently are not per

manent With  the
Mendelssohn piano you

freedom from repair
troubles and its un-
limited musical possi-
bilities, you have estab-
lished a salesman of no
mean ability, for his
claims are deeds, not

words.

include to your cus.
tomer a 30-year reputa-
tion for piano quality
of the highest order.

Style “ 30 " Player

MENDELSSOHN PIANO CO.

110 ADELAIDE STREET WEST

Toronto, . Canada
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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.

846-861 West Erie Street

CHICAGO, - ILLINOIS.
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Gentlemen Who

Sell

are prone to

Pianos

believe that silver

tongued oratory 1s a prime requisite

of salesmanship. Yet the most suc

cessful salesmen stake their selling

ability on a piano of known quality.

In the Craig pianos and players there

is employed nothing but first-class

value In actions, k(‘v‘\" hammr"s,

strings, cases and all other parts

used.

The Sweet, Mellow Tone

of the Craig Piano is the result of exercising
such great care in the selection of reliable ma-
terials, and of the experienced workmanship
in combining them together into the finished
instrument
Are you familiar

with Craig Pianos?

The
Craig Piano Co.

s of a line of

this
high-grade pianos and player pianos

MONTREAL, QUE.

Craig Pianos and Players are produced in

equipped to obtain the finest quality of work
manship.

up-to-date factory, which is laid out and
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The
Stanley
Piano

is made to sell,
to enhance our
reputation and
yours; and to
appeal to your
greatest market,
the huge middle

class.

I AL o 1

ST
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A Popular Line to the
Hustling Agent Means

EASY SALES AND
SATISFIED CUSTOMERS

The THOMAS

is the popular line in the
Music trade to-day. The
Organs with the Reputation,
the Quality and the Guar-
antee € b e

The Thomas Organ
& Piano Co.

WOODSTOCK - . . ONT.

" WRITE FOR CATALOGUE

Royal Model

O AT T

*Built wp to a Standard,
Not down to a Price.”

Established July 1896
21 Years Successful Growth

Stanley Pianos and Players
cater to the most refined
musical tastes, and in price to
the widest possible patronage.

WORKMANSHIP and MATERIAL

GUARANTEED
Are you a Stanley dealer?

Write to

FRANK STANLEY

241 YONGE ST. ] TORONTO

W T

(T

The
Stanley
Player

embodies all the
latest tone de-
vices. Like the
Stanley Piano it
compares with
the best known
makes and at a
very saleable
price.

DAy

—_ﬁ
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Canada’s Greatest Music House

(Established 1888)
invites the members of the small goods and sheet music trade to make 237 Yonge Street
their headquarters while in Toronto for the Exhibition. When you are out at the
grounds watch for the Whaley-Royce case of Made-in-Canada instruments in the
Manufacturers’ Building—right adjoining “piano row."

The “New Triumph”
Long Model “Imperial” Bb Cornet

P g
. . AAT T T
is the very acme of art in design, as well as the em- A AT = & e

. ] . . -—-
bodiment of all that is best in cornet making. Guaran-

teed 20 years, We carry in stock at all times
all STANDARD MUSIC.,

WE ALSO PUBLISH those
lines that dealers cannot do
busines: without:

Mammoth Folio (Instrumental)

Empire Song Folio
Church and Home (Sacred
Solos)

Bellak Method (Piano)

Read's Easy Piano Method

Orpheus Male Quartettes

Jousse Catechism

Elementary Classice

Total Length in High Pitch, 153 inches Nos. 93102, First Pieces in Easy Keys
Diameter of Bell, 4% inches. Weight, 36 ounces. Melodious Recreations

Built in High and Low Pitch with Quick Change to A “rimary Classice
With an extra set of complete Low Pitch Valve Slides with each :Ta":'("_lf Classics

High Pitch Cornet .
Conservatory Elementary

WHALEY-ROYCE Made-in-Canada Band Instru- Grade Booke
ments are now outstanding evidence of a purely Read's Organ Method
Canadian industry, Twenty-eight years ago we be- Dictation Books
gan this line of manufacturing, and have reached the 120 Scotch Songs
position where the imported article has been shown Canadian Patriotic Songe
to be inferior to the Canadian-made instrument. Godfrey's Patriotic Songs
And many others
PLAN NOw Piano and Vocal Music of all
for fall and winter stock of violins, kinds — Solos and Duets —
bows, strings, ukuleles, mandolins, popular, classical, etc. And
guitars—in fact all lines of INSTRU- all the “hite ” when they are
MENTS and ACCESSORIES. “ hits.”
The Talking Machine NEEDLE market The WHALEY-ROYCE series
is such that you should BUY NOW, IF of “IMPERIAL” 50 cent music
YOU CAN. We carry the WALL- books, the finest collections ob-
KANE and MAGENDO Needles. Re- tainable anywhere.
tails 15 CENTS. Dealers’ price $5.90 SEND US ALL YOUR
FOR 60 BOXES. Each needle plays SPECIAL ORDERS AND WE
l':) records. They are all we claim for WILL DO THE WORRYING
them.

Watch for our Monthly Bulletin of Specials
THEY SAVE YOU MONEY

Whaley, Royce & Co., Limited

311 Fort Street Contractors fo the British 237 Yonge Street
] WINNI PEG and Canadian Governments TOR ONTO
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- Manufactured by th :
| W@@Sﬂ@%@% gy ea
t be==="" Newbigging Cabinet Co., Ltd.

HAMILTON . CANADA

Have something distinctive on your floor: the Electric

Musicphone will attract attention among a score of

machines, for you can really show a customer some

thing different from the ordinary run of instruments.
NO OTHER MOTOR - m——

made on the same prin
iple as ours; no gears
to wear, ball bearing,
no oiling, governor
electrified, the turn- e V- Not
table 5 times as heavy

as the heaviest made,

and acts as a fly wheel,
giving positive, even
motion at all times.
Runs from Three Dry
Model G, $225 Cell Batteries
Electric
THINK OF a hood so nicely balanced that you only lift a ) v ( g
pound weight, cannot fall down, and remains in any ol
position put. 4
THINK OF being rid of the hurdy-gurdy winding for all Model F, $200
time to come, Electric
THINK OF an Electric Motor that can be sold anywhere in the country independent of electric
lighting current.
THINK OF a machine supplied with permanent needles for every make of record, and a Universal
Arm, that without attachments or set screws always brings the needle to a central position.
THINK OF a side tone-control giving you all graduations of tone.

THINK OF the value you are getting in our lar,

ge, handsome cabinets, compared with the ordinary

spring type of machines, and you will be thinking ELECTRIC MUSICPHONE.
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ww=m  CANADIAN MADE GOODS

NO IMPORTATIONS

%Q_’ 1
W@@@Sﬂ@%\@m% Remember These Are
Ld. ¥ Vot

e Electric

score of

PhonographR ecord

(”lll

Player Roll
Cabinets

For all standard makes of ma
chines.

ner some

uments.

It is not too early to think of Fall
and Christmas business.

No. 83.84, for Victor IX
Note shape of top corresponds
to shape of base of

machine

No. 43.44
The most popular Player Roll
abinet ever designec

All our goods trade-marked

WHAT SOME OF OUR CUSTOMERS SAY ABOUT
THE MUSICPHONE

“Great—just what we have been looking for,"

“They are all you promised us and more; selling one

every week."”

“Am going to devote my whole time to the Musicphone;
sell fine throughout the country.”

~ electric

“Like your samples fine, only sorry we are tied up at

present, but look to the future.”

Jniversal
sition. “Give me another fumed quick, two other sales hinging
on quick delivery.” And he got it Quick.
Model E, $175
Electric SO WILL YOU
ordinary

Newbigging Cabinet Co., Limited, Hamilton, Canada

e
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EXTRAORDINARY ANNOUNCEMENT
Transposing Player Piano

A remark

able invention built only in the player-pianos manufac tured

by the NATIONAL PIANO COMPANY LIMITED, Toronto.

Mozart Style Louis Player-Piano, with transposing device,

This wonderful device transposes in thirteen
tones (one full octave), six half tones above,
and six half tones below the key in which the
music roll ie written,

Player pianos constructed with this transposing
feature, together with many other modern im-
provements, including the

all aluminum action,

will be shown at the Canadian National
: " . e .
It is of inestimable value to singers, as by it "‘l“;h}:h""m' ]O"’";“?i A““u“';-“}"w‘“ 5"Fﬂﬂ‘llb?{
any song roll in any key may be transposed B '” at our exhibit in the | anufacturers
from soprano to bass. uilding.

Ite simplicity of construction and ease of oper- Every piano dealer should see this player
ation will instantly appeal to every purchaser plano
of a player piano Every piano dealer should personally operate
It means perfecticn for the player piano as a thic player piano.
P play p

musical instrument. : S s

) 1 Every enterprising piano dealer, after seeing it
Remember this is positively the only player and after hearing it, will want to control the
piano made in Canada that now has, or ever

| ) C sale of this player piano in his territory,
will have, this transposing device, as the basic

patents are owned and controlled solely by the
National Piano Company Limited.

Don’t hesitate!
may.

Secure the agency while you

National Piano Company Limited
266 AND 268 YONGE STREET TORONTO

R T

R v M
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Every call on a prospect made by the salesman costs
I I

the dealer money The more calls that are necessary to

close the deal, the greater your cost of selling

When the dealer has sold one LONSDALLI

home, the favorable impression it invariably makes upon

piano to a

the friends, relatives and neighbors of that home creates

a new held for sales—and the outstanding thing about

that field is you don't have to waste your salesman's

time calling to introduce the piano

It is already introduced—and favorably introduced by

the perfectly satisfied owner

srve LONSDALE PIANO Co.

A “Lonsdale” in the Home

Office and Factory :

15 ~ B
Music in the Home Brooklyn Ave. and Queen St., Toronto

—_——=

LESAGE

pianos and players have no superior in dollar-for
dollar value. When the dealer invests his money
in them he knows he is buying goods that are cer
tain of a quick turn-over; giving him a good profit
for his work

Style Louis XV. Lesage Player
Equipped with metal action when desired

Style “L " Lesage Piano

LESAGE prices meet everyone's purse. But in ad
dition to that, the inimitable Lesage Tone, and
Lesage Workmanship quickly build up

requtation for any piano man

A. LESAGE
Established in 1891
' ST. THERESE . QUE.
[t Manufactarers of pianos

an enviable

and players of the very finest grade
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True Salesinanship is Square

It recognizes that |eg|llmillc- persuasion is based

on quality and a reasonable price,
which combined give full value to the buyer

That is the type of salesmanship which is winning out
that are finding a ready market back up such salesmansh
are built on the basis of just that principle.

to-day—and the goods
ip. Evans Bros. Pianos
For years our watchword has been

quality, and our piano quality is on the market at an astonishingly low price.

The result has been that the homes of the great masses can afford the Ev.

ans an'z
price, and the dealer's margin is most satisfactory,

When one buyer gets a square deal
he talks about it to others. That's
how Evans Bros. sales grow. Try it

Evans Bros. Piano and M'f’g. Co.,Limited

INGERSOLL - - ONTARIO
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re

ice,

REG.

BOHNE
Piano Hammers
and Strings

RELIABLE AS THE DOMINION
OF CANADA WAR BONDS

Established 27 Years

W. BOHNE & CO.

516 Richmond St. W.
“ TORONTO .  CANADA

And also at 134th St. and Brook Ave.
. NEW YORK
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MATERIALS FOR }v,y

PIANO MANUFACTURERS

PINS, WIRE, FELTS, CLOTHS, PUNCHINGS, HIN
GES, PEDALS AND GENERAL PIANO HARDWARE

CORRESPONDENCE INVITED

HAMMACHER, SCHLEM MER & COMPANY
NEW YORK, since 1848
4th AVENUE and 13th STREET

‘\
THE GODERICH ORGAN Resaing

ORDERS have exceeded our expectations.

We are running overtime in our organ department and
away behind with orders.

Dealers keep alive, handle the winner.
If you have not a copy of our latest catalogue, Send for it,

Prices on stools are withdrawn. Quotations given on
application.

We employ no travellers. Do business by mail.
Send us your orders, we will take care of you.

The GODERICH ORGAN CO., Limited

Factory and Office, GODERICH, ONT.
—_—
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a o T . " .

S Julius Breckwoldt & Company g Supenor P 1ano P lateh'
8 Manufacturers of 8 ;
g b

o Piano Backs, Boards, Bridges, Bars, Traplevers g :

E and Mouldings E MADE BY

E’ Sole Agents for Rudolf Giest:“\:./iu in Canada and United g THE ] I
B ). Breckworor, Pres W. A. BreckwoLor, Sec-Treas, O

}  Pmeine ¢ | SUPERIOR FOUNDRY CO.
o g

o Delgeville, N.Y. Fulton Chain and Tupper Lake o

g i CLEVELAND, OHIO, US.A.
EDDDDDDDDDDDDDDDDDDBDDDEDDDDDDDUBDDDDDDDCE
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In Nationalities there is

A Dominant Strain

In peopler to day can be

eeen characteristic:  that
are traceable back for
centuries, and runnis

thiough all the intermi

ling of race: there is di
tinguishable that domin
ant etrain Fhe :ame
piinciple Lold- true in sell

ing pianos, Let

WRIGHT
PIANO
QUALITY

which began with the building of our first instrument in 1906,
has led many dealers to make the WRIGHT THEIR
strain in your ')Il'ﬁlnl‘\h.
ance, charming

and which to-day
LEADER, be the dominant
Wright pianos sold now will, by their winning appear-
tone and all-around enduring qualities, a
new buyers will create others; and thus on and on the in
local reputation for Wright Quality will be the dominar

attract other buyers; these
fluence will go until your
it strain in your business

All this has a very de

finite bearing
at that

on your bank-book—and on the * Cr." side

The Dealer's margin on Wright pianos is

with the Wright Ag

ample—the retail price moderate, So

ency you win directly and indirectly— everyway

Give us a chance to go into
details with you? Thank you

WRIGHT PIANO CO,, Ltd.
STRATHROY . ONTARIO

A OO
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C. F. GOEPEL & COMPANY

137 East 13 Street SUPPLIERS OF New York B
High Grade Commaodities
TO THE

PIANO »» PLAYER TRADE

.

Player Accessories.

Tracker Bars, Transmissions, Brass and
Rubber Tubing, Rubber Matting for
Pumper Pedals, Pumper and Player
Pedals, all Special Hardware formed or
cast, Leather Nuts, Push Buttons, Special
Punchings cut from Cloth, Felt, Fibre,
Paper, Pasteboard, and all character of

Leather.
Send inquiries, accompanied by Samples,

Felts, Cloths,
Punchings

Of every description, comprising Name-

board,  Stringing, Polishing, Muffler,

Straight and Tapered, in Rolls and Sheets,

etc., Stripped to Width and Length as
wanted.

Imported French and also Domestic

for Prices, stating Quantities required. Bushing Cloth H s.

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

Progress ana Development

HE L. J. MUTTY CO., was the FIRST rubber house in the

country to cater to the player-pianc trade.

The enthusiastic reception the advent of this company met with is
the reason that to-day we make a specialty not only in our famous
No. 3 W. Bellows Cloth (made in four weights) which stands any
air pressure, but also specialize in high-grade rubber coated silks and
nainsooks for primaries, pouches and pneumatics, in addition to
double and single texture cloths for motor pneumatics.

Under the personal management of Mr. L. J. Mutty this concern
started as the leader and stayed the leader, in its particular field. Its
record for the past 14 years is the facturer’s i that he
will SURELY avoid trouble by using the Mutty line of rubber cloths
and excelsior tubing for player-pianos.

The L. J. Mutty Co., Boston
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Over 70,000
Doherty
Owners

York B blished
1875

ime-

eets,
1 as

which has been a standard feature of the

Canadian National Exhibition
TORONTO

for so many years, will be on displ
year in

The Manufacturers’ Building
August 25 to September 10

The Doherty pianos, pl

ay at the D()h(-rty booth this

ayers, organs, stools and benches, produced
under the new management, are built to the Quahty Standard. Thf‘y
are the class of goods you want to sell in your community, where you
are doing business year after year; where the peuplr- you expect to
sell to-morrow are the friends and relations of those you sell to-day.

—And in the matter of Price quotations you simply can't beat
Doherty values, dollar for dollar, anywhere.

Be sure to see us at the Exhibition.

Doherty Pianos Limited
CLINTON : : ONTARIO
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BEST

There is nothing better than Best.
Our hammers and strings are made
from the Best materials procurable,
made by the most experienced work-
men, and sold at the lowest reason-
able profits. This statement makes

any other words superfluous.

Sole Agents in Canada for Sole Agents in Canada for
FELTS WIRE

E. V. Naish Felts, made in The celebrated Latch & Batch-

England. These goods are the elor ]ll'lnxllsh wire, which is un- !
“last word™ in the felt market. ;’:f“;:d _::)" any 0":'" _fiﬂl' per-

” " “tness i i

They are positively the most one and uniformity

even and finest quality pro-

in every particular,
o
(‘urahlf. Z ® ﬂ A

E. V. NAISH FELTS
WILTON. ENGLAND

D. M. BEST & CO.

455 King Street West, TORONTO
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=== |.eadership! ===

The House of Markels owes its supremacy in the
phonograph motor field today to these two “leaders”:

The Wonder Working Butterfly Motor

Jewel - Bearing

“Runs as quietly as a Butterfly.”’
The final attainment of the
silent phonograph motor !

Beveled gear, noiseless winding,
new ratchet device that prevents
clicking, Bakelite intermediate
gear—absolutely silent. Plays
eight 10-inch, or five 12-inch
records without re-winding.

Powerful, durable,

compact, ac-
cessible

Built especially for the
For larger photograph of the Butterfly Motor, highest grade machines, Guaran-
with illustrations of parts, accessories, etc., send teed in every minutest detail,
for “ Butterfly Bulletin,”

=
=
|

. The Markels Motor No. M-2

& Batch The most economical and efficient molor
atch-

ch is un- on the market today !

for per-

niformity

The favorite with leading manufacturers,

Double spring Plays three 10-inch records
without re-winding

Worm drive Gray fibre gear,

Furnished complete with graduated or plain
regulator, winding key, turntable stop,
fibre-back escutcheon, stamped |0-in. or

12-in. turntable, covered with all-wool
For larger photograph of the M-; Motgr‘”wuh fel
3 rts, etc., send for * Bulletin 2 g )
1”?;"””0"5 Wi Guaranteed in every minutest detail.

Consult your own interests Write or wire for information

and prices on your requirements before we are oversold.

LEONARD MARKELS, 165 William Street, New York

ML il |;i\”mil;\ AT,

O T R N Sl

.
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The

Gourlay Piano

Quality is the first and last thought throughout the
whole course of its fine construction. The ma-
terials used are of the highest grade procurable
regardless of the cost. Only when the Gourlay
piano becomes the finished product of the most
thorough artistic workmanship that scientific
knowledge can devise—then only is the price
figured.

This Gourlay standard of quality first and price
second is universally approved in musical centres.
The fact that the Gourlay is constructed to weather
the severest test of time and to hold its beauty of
tone with reliable strength and character renders it
a gilt edge investment for any refined home.

And the fascinating richness of the Gourlay's tone
is an achievement of genius—learned through many
years of experience and the following of high ideals
in piano craft

Genius is there—Genius is manifest in every
Gourlay.

The
Gourlay-Angelus

is an instrument, not a machine. It takes the place
of the skill and knowledge of the musician. But it
leaves you wide scope for expression—for you to
fit your own moods, your own feelings. The musi-
cal world does not offer any greater benefit than
the Gourlay-Angelus. The beauty of the music it
enables you to produce—its splendid range of tone
—its appealing style—and its permanent superiority
—all recommend it to the man whose taste in all
things is above the ordinary.

See and hear the Gourlay piano, and the Gourlay-
Angelus player, at the Canadian National Exhibition

Gourlay, Winter & Leeming, Ltd.
HEAD OFFICE AND FACTORIES:
309-353 Logan Avenue, Toronto
SALESROOMS:
188 Yonge Street, Toronto
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A representative range of Bell
Pianos, Players, and Organs
will be on view at our loca-
tion (South Aisle) at the
Canadian National Exhibition.

All trade friends are cordially
invited to inspect the new
designs we are showing,

The Bell Piano & Organ Co.,

Limited
Factories :

GUELPH, ONT. LONDON, ENG.

Established 50 years
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Hawaiian Guitars and Ukuleles

The demand tor Hawaiian Musical Instruments tar exceeds the supply in Canada.
We have been fortunate in securing a varied stock of the most popular grades of the
Ukulele—the national instrument of Hawaii. We cannot be sure of getting another

shipment of them at the same price. It will pay you to keep a full stock of these 4
Ukuleles on hand all the time.

=

v

Ukuleles

No. 13. Birch Mahogany, well made, dull finish, mahogany pegs.
$7.00

Retail price, each

Trade price, each

No. 16.

Retail price, each

\ Trade price, each

No. 110. Genuine Koa wood, nicely made, dull finish, three rings of l
inlay around sound hole, white celluloid pegs. Retail price, :
each $11.50 |

Trade price, each €.60

No. 121.
HIGH-GRADE UKULELES

C. F. Martin & Co. Make

3.95

Genuine Mahogany, well made, oil finish, mahogany pegs.

$9.50

Genuine Koa wood; made by Jonah Kumalae, Honolulu;
finely made, polished finish, three rows of inlay around

No. 10—A neat and durable sound hole, Koa wood pegs. Retail price, each $13.00
instrument, nnwn;l Hud Trade price, each 7.50 ﬁ
del, b ,

::cli:nolmr:-;munnl; ym ..:n No. 123. Genuine Koa wood; made by Jonah Kumalae, Honolulu; i
:'l::;‘cﬁ“‘;:I’Luﬁ'::h;tc‘:‘r‘:::: fine quality, polished finish, top edge bound with different P:
ly fretted, scientific scale. colored wood, three rows of inlay around sound hole, Koa the st
:t‘:l’:f:“':nd“"':ll uv‘olu::: wood pegs. Retail price, each §23.50 gl ta
Retail price, each $14.50 Trade price, each 13.50  went
Trade price, each... 9.50 h i _ a mar
Other Martin Ukuleles to re. Be sure to call and inspect this stock when in Toronto mext. 5
tail at $21 and $33. lit;
ha
.. . UKULELE CASE a
wawanan Gutars No,  10—Ukulele Canvas :
Cases, canton flannel lined, !
Ranking right with the Ukulele in popularity and quality i l;l:'h" '{’:‘::‘Id :’::L‘" :‘::h e
the Hawaiian Guitar. Our stock ol these, at present, it $2.00 ipp
quitc complete, but the Fall demand will shatter this so it Trade price, each .. 1.08 e
behoover you to order NOW. This is going to be a busy re
season with 2 scarcity of goods. VIOLIN STRINGS =
Prices—Retail, $7.10 to $25.00 Mad: in Canada ie
Trade, $3.75 to $10.50. :))':hlme- of /}nm',l‘Reh.nce. be
ilharmonic, Joachim strings w
Five different lines in various woods. are selling very fast. It will e
pay you to lay in a good sup- o 4

. ply, as war-time unce:tainty

Te delay ordering these may mean that you cannot makes the production proble- nd

5 tical. i
get them. The supply is scarce. The demand great. S i
e ¢

THE 8SONS (0 :
rs WILLIAMSTSR &
CALGARY

WINNIPEG MONTREAL

TORONTO atic
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G A Matter of Demonstration
1HE head salesman in one of our stores said in conver-
sation with the Journal recently: “ We have gotten past
the stage when the selling of a player is a matter of techni-
‘ talk; it is now a matter of demonstration.” This party
Wwent on to say that the salesman who started out to show
& man that he should part with several hundred dollars of
hard-earned money for an article, even though it were
lity personified, even though it contained the finest
hanism produced in the world, and even though it would
a dozen lifetimes, has not the ghost of a show to make
at the player game,
* When a man goes to the ball game he does not go be-
e the ferry or street car which takes him there is
pped with a particular make of engine or motor, or be-
e nothing but the finest of material goes into its manu-
ure, or because other people go to the ball game in
same ferry or the same car. When a woman goes to
moving picture theatre she does not go because the
ie made in Canada, or because the firm that made it
been leaders in the industry for several generations.
woman goes to the movie because of the pictures she
see and the enjoyment they give her. The man will
o the ball game because he is a ball fan, or because a
d took him there two or three times, and now he is
ing the fever himself. So it is with the player. A man
oing to invest the necessary amount for a player be-
e of the musical enjoyment it is capable of providing
with,
he number of men in the trade who are coming to take
view ie on the increase. The majority of the trade
ze, at least in theory, that if the player is not going to
pularized for the entertainment, pleasure, and musical
ation that it can furnish, it is never going to be popu-
ed.
nfortunately there is a dearth of good player salesmen
use there is a dearth of good demonstrators. Demon-

strating does not consist in showing off the demonstrator
or his ability, or his musical likes and dislikes. It is not
showing off the materials, wood, leather, or strings, or
hammers or action, or how carefully they are put together.
It goes without saying that the prospective buyer has to be
convinced of the quality of a particular make before the
salesman gets the Signature to the dotted line, but before
he is interested in any one make he must be interested in
“a player.” And he is only interested in a player for what
a player will do for him in his own home. Then the
question of demonstration resolves itself into * Letting the
player tell its own story,” as one salesman put it. The
prospective buyer wants a particular kind of entertainment,
and therefore to convert him into a player buyer he must be
shown that the player piano in his own hands can give him
precisely the pleasure he is seeking,

At this time when people are more interested in music
for music's sake than ever they were before, it is to be re-
gretted that there are not more capable player salesmen with
the right idea and the knack of presenting it. It will be
necessary to leave no stone unturned to induce men of the
highest qualifications to enter into the profession of player
piano demonstration.

Women Tuners

ALTHOUGH the question of training women for the

work of piano tuning has never been as seriously dis-
cussed in Canada as it has in the old country, yet the sug-
gestion has been made here that it may become advisable
to encourage women to enter the tuning profession. In
England it has been tried, and, while in some cases the
employer has reported favorably, the judgment of the ma-
jority in the trade seems to be that on the whole the diffi-
culties are too great to expect much assistance from the
femine sex, who in other employments have rendered valu-
able assistance since war began.

One drawback pointed out by different men in England
is expressed by one who says: “We have tried several
women, but found they had not the wrist strength to tune
a piano so it would remain in tune.” Another piano man
is of the opinion that women could be employed to advan-
tage for rough tuning in the workshop, but has grave
doubts of their success in the outside tuning of the class
necessary in high-class businesses.

Piano tuning is not something one can acquire profi-
ciency in by reading a manual, taking a few lessons, or
“pick up " because one is * handy with tools.” It takes a
long experience to fit a person for such an important work,
especially as the position of tuner and repair man so often
go together. If advocates of women tuners put forward
their contention merely as a war measure the great pro-
bability is that peace will be secured before it would be
possible for women to gain the necessary knowledge and
skill. As a permanent measure it is doubtful if the public
has the necessary confidence in a woman's “acute ear ” and
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mechanical qualifications to take kindly to having their
pianos looked after by lady tuners.

Of course no one suggests that no woman could ever
become a good tuner; but there are many difficulties in the
way of fitting women in numbers for the work as a life-

work.
The Piano Move:
AN American contemporary has seen fit to print an
article on what he chooses to call “ The Dirty Movers."
This is an overdrawn picture of piano movers, of whom it
says: “ They cultivate a rough, uncouth appearance, and
they can do more damage in the delivery of one piano than
2 good housewife can correct in a year.” It may be that
the movers in the United States “ enter handsomely fur-
nished parlors, where the hob nails of their shoes destroy
a beautiful inlaid floor, or tear holes in a rug.” This may
be an everyday occurrence in New York, but it is not in
Canada.
In the average Canadian city it seems to work out that
the pianc men give their work mostly to one carter, who is

One man does not perhaps believe that he cares
for music. But get ten more like him and get
them to sing together and he will find that he does
like it. Take a thousand school children. Nine
hundred of them will hate the drudgery of music
practice. But the whole thousand will sing to-
gether any and every time, and like it, and soon
want it regularly. Merely telling people to sing
and play is not enough. They must be started at
it. The best way of starting them is the simplest;
by encouraging choral singing. Anybody can make
one of a chorus, even if his or her voice sounds like
sandpaper on a wooden plank. A thousand voices
even if each one is pretty bad and wholly uncul-
tivated. can. nevertheless. in six months, emit a
volume and color of tone impressive and noble.

Do you want to cultivate in your community a
love for music? Of course you do! Music-lovers
buy pianos. They buy them because they want to
use them; not to look at them or strum on them
or dance to them; but to play them, sing to them
use them as they should be used. The sort of
piano business that is founded on a demand of that
kind is the sort of piano business you want.

Therefore. cultivate music in your community,
Bring yourself to realize the great, simple truth
that piano selling varies in direct proportion with
the community's desire for music.~Music Trade
Review.

looked upon as a sort of specialist in that line of work. In
one city at a general banquet of the staffs of the music
stores of that city two of the gentlemen present were
father and son, proprietors of a cartage business, which had
practically a monopoly of the piano moving for that centre.
The presence of these men on that ion indi the
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In a western Canadian City some two or three years ago
2 most unjust complaint was made against a mover em
ployed by one of the local houses, and although there wa:
not one solitary ground for complaint, the firm's lawye:
advised them to settle the matter out of court. He claimed
that, while it went against the grain, there was almost sure
to be some amount to pay in addition to costs, so that as
a matter of dollars and cents it paid to settle.

The independent carter in vogue in retail piano circle:
puts the matter of the mover's personal appearance anc
habits rather out of the province of the dealer using his
service, but the time may come when some enterprising
dealer will so co-operate with his mover that the firm'
pianos will be delivered to the houses by liveried movers
whose special suit and smart cap will bespeak for the house
the prestige and dignity which they claim for themselves ir
other ways.

New Idea in Player Roll Department

A NEW idea in store arrangement is being carried out by
an American house. The music roll racks are placec
80 that customers can walk around among them and pick ou
rolls for themselves. The rolls occupy the centre of the
floor, with the demonstration rooms placed along the sid:
of the room. The manager of the department has dis
covered that sales of music rolls will increase appreciably if
customers are allowed to look over the stock, much in the
Same way as a person will go into a library and glance
around the shelves until some particular volume strikes his
fancy.

Regrets the Widening Breach Between Piano
Dealer and Music Teacher

ONE by one word comes of dealers all over the con

tinent who are announcing to the public that in future
they will not pay commissions to music teachers. Othe
dealers have modified their policies in this respect. Th.
Journal has published many expressions of opinion on the
subject, and members of the trade who are giving the ques
tion some thought will be interested in the viewpoint of
the manager of the piano department at Wurlitzer's Cin
cinnati store, who is thus quoted in the Music Trade
Review:

“Lately the much discussed ‘ Commission to Music
Teacher* phase of our business has again been given con
siderable space in several of our trade papers. Some pianc
men may relish these articles, and consider this lambasting
of the teacher well deserved, This evidence, showing how
the music teacher leads an unsuspecting friend into a pianc
store, and makes $50 in easy money, is no doubt shown
prospective piano buyers with a relish.

“On the other hand quite a few piano men, 1 believe
see little real justice or remedy in this criticism. For ont
reason, the widening in the breach between piano men ant
music teacher, which this reflection on the honesty of tht
teacher is bound to bring about, is regretted. And agair
some piano men suspect that the responsibility for the

feeling which exists between retailer and mover,

The picture printed by our contemporary, to which the
Journal takes exception, is unfortunately just the idea that
some people have. Cases crop up, which are by no means
rare, where in the delivery of a piano some unscrupulous
housewife, or her husband, has laid a complaint against a
mover for alleged abusive language or conduct, or of de-
struction of household property, and when the case came
before the courts it seemed as if the mover and the firm
employing him were always at a disadvantage arising out
of a prejudiced idea in the minds of the public and the
* powers that be.”

might rest with the piano dealer himself. Fev
music teachers put themselves out to sell pianos unles
solicited to do so.

“ Our chief complaint is, that the average music teache
seems indifferent as to whether the home has a piano o
not. Further, it is mighty hard to decide who may throv
the stones, for while one house may not come out ani
solicit and pay exorbitant issi for the i
of a teacher, on the other hand it may subsidize somc
artist, loan pianos or in other ways seek the influence of
pianist and teacher.

Many piano men believe that our industry needs tht
music teacher, and hope for the day when the music teacle
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Be sure to see this “Most Complete Line”’ al the Exhibition

T he “Maester- Touch’’
Williams New ScalePlayer

Through the use of our exclusive patented Maester-
Touch devices, a greater variety of tone shading and
nuances are secured. It will surprise you when you
discover the value of this invention, which is to be
found only on the Williams Player

A Wood Action cannot “Rust or Corrode.”
See this model at our Exhibition booth.

The “Artists’ Choice’’

3T 1) .
Williams New Scale Piano -
c
It is the construction of the Williams which makes it the teact
choice of the great artists. The full iron plate, harmonic there
bridge and brass agraffes assure a more mellow tone that and |
goes to make it an instrument of quality, A Piano of a Proo
Lifetime."” to h
We invite you to call and inspect this small ::1"
n

Bungalow model at our Exhibition booth.

The “Sweet-Toned’’
Ennis Player Piano

- - . g8 Here is a small well-made Player possessing all the bene-
e —— fits of the larger player, that you can sell at a price. It is
i in demand all the time. The tone of the Ennis Piano is

¥ g
" well-known.

Call and try this Player for your-
self at our Exhibition booth.

The Ever-Popular _

“Sweet-Toned’’ Ennis Piano E

The Ennis piano has been well named ‘“‘Sweet-Toned." IJ XT“'

It is one of the most used pianos in Canada to-day.

Price is attractive. Is a splendid seller. Remember that

all the models will be on display at our booth in the 1
Manufacturers’ Building at the Exhibition. Call and pay (
us a visit,

Facilitate your buying by purchasing “THE MOST =y
COMPLETE LINE.” Retail prices, from
$300 to $1,200. Write to-night to

The WILLIAMS PIANO CO., Ltd., (1849) Oshawa, Canada
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shall realize that the friendship of the piano men is of
value. Before our country can become really musical,
every man and woman, whether salesman, teacher, or in-
telligent listener, must co-operate. For until people act
ually love good music, piano sales will have to be forced
ahd music students will be scarce

“ True, the intense selling methods applied to our in-
dustry have made it grow, and grow big; but the number of
planos and player pianos sold is far beyond the real appre
clation of music. The number of persons interested in the
study of music is far less than we nave a right to expect,
when the number of pianos and player pianos in homes is
taken into consideration

“Let us suppose that every piano salesman for the last
five years, after having closed each sale, had given his cus-
tomer a short talk on the necessity of beginning the study
of music immediately with a competent teacher. Think of
what would have happened To-day at least eight times
&8 many music teachers as we now have would be needed
Think of the new music lovers who would be seeking
grands, players, etc., prospects who would not have to be
€oaxed into the store, but who would come in of their own
firee will seeking new instruments. The trouble has been
that the old methods have brought results, but we piano
men have done little constructive work.

“The first commissions paid, I venture to say, were of-
fered by the piano man and not solicited by the music
teacher. This has worked to the disadvantage of the music
téacher for the reason that if she lived in a town where
there were fifteen piano stores, one store boosted for her,
and the other fourteen told people that she was not honest
Proof that the music teacher has lost is that in proportion
10 her efforts, she is not rewarded in cash to near the
extent that the piano man is. Any piano man acquainted
with the work, time spent in preparation, the ability re-

MOORE'S
- Capstan

Screws

hition

Sales to Date
OVER
ONE
HUNDRED
MILLION

GEO. W. MOORE
Makers of Quality Hardware
44 Farnsworth Street
BOSTON, MASS,
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quired, and the work necessary to earn a living as a music
teacher, will admit that it deserves many, many times the
amount of money received. The same effort employed in
any other field would bring a much bigger reward

* Piano men, however, can congratulate themselves that
conditions are not as bad as some would leave us to be-
lieve. Already in the piano industry a movement for the
‘Advancement of Music ' is interesting and being given the
attention of the leading men in our trade, and is receiving
their active and financial support.

“ Wise piano salesmen are not talking copper wound
bass strings, ivory keys and imported felt hammers any
longer; the advantage of music in the home and the musical
side of the piano and the player piano are being preached
to the prospect. A salesman who can convince his prospect
that the player piano which he is demonstrating plays musi-
cally, and that music is a necessity in the home, has little
need to fear competition or use for other argument,

“ Many piano men are ready to shake hands with the
music teacher, and admit the necessity of the friendship.
The music teacher cannot afford to ignore this invitation,
for the appreciation and understanding of music, on the
part of the public at large, is necessary to the big success
of both. The piano salesman, be he an individual or cor-
poration with large advertising appropriation, must argue
music and the necessity and benefit of its intelligent pur-
suit and study at every opportunity. I believe that the
salesman who is not using this method of selling, especially
player pianos, will be surprised to find how easy it is to
sell instruments through this argument

“ A piano salesman should not lose any opportunity to
speak well of a music teacher. He must also refrain from
intimating that his competitor is a crook. The public is
being cured of the belief that the piano man is a slicker,
and must be convinced that both the piano man and the
music teacher are to be trusted.

** Before this co-operation realizes its full strength, a
great many music teachers will have to ‘about face.' The
profession must eliminate incompetent members and fakers,
either by State laws requiring a certain degree of profi-
ciency or otherwise. More successful teachers should not
hesitate to associate themselves in a movement of this kind,
Jealousies and criticisms must be forgotten for the general
good.

“ The music teacher must recognize the player-piano
as an educator and ear trainer, must remember that few
musicians have been developed except by the constant hear-
ing of music, and that the player piano owner, who has
good music thrust on him, will ultimately learn to like it,
and will instinctively wish to create music himself. Player
pianos make new music lovers and prospective piano
students.

“Would a serious man visiting a home where there
were growing children advise the parent to throw out the
library because he saw on one of the shelves a row of
yellow-back novels? His duty would be to suggest other
and good literature. The music teacher and player piano
present the same situation. The player cannot be con-
demned because trashy music is played on it. The teacher's
opportunity is to call the owner's attention to the vast
library of wonderful music at his command. Every music
teacher should understand how to operate a player piano,
and be able to suggest good music rolls, which are educa-
tional "

A promise is of value only as it is kept.

It is no use to hurry if you are going in the wrong
direction.

“ Any fool can run before a fair breeze, but a good sea-
man is the one that gits the best out of his head winds
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The Piano Man, the Artist, and the Recital

uT HE head of a large factory laughed at me recently,
when I predicted that the time is not far distant
when an artist would not only buy and pay for the piano
used in his concert work, but also would pay the expense
of carting it around the country himself," said the party
quoted in the preceding paragraph. * This may be looking
a little too far into the future, but it must make every
piano man shudder when he visits a big pianist in a recital
and sees only a handful of people in attendance. Last year,
for instance, I venture to say that one-third of the recitals
given by our most promi piani proved fi ial
failures. Why? Would this have happened if each pianist
had had the active support of every piano store in the
town visited, instead of the help of possibly one or two?

“1 believe if the present method of advertising an
artist could be modified, so that all interested in music
could be asked i y to P 3 1 events
would be more successful. For instance, when a piano
dealer places a card in his window beside his leading piano
announcing a recital, this card usually displays the artist's
endorsement in large letters of some other instrument.
Every piano dealer may be interested in having the public
attend piano recitals and in encouraging love and respect
for the instrument, but the majority of dealers hesitate to
wax enthusiastic over a recital which exploits a competi-
tor's piano.

“ The music teacher, and other musicians as well, must
guard against the shor hted policy of favoring one piano
house, and thus prejudicing all other piano stores.

“ The time has come for every piano man, music teacher,
music lover and all interested in music to join hands for
the “big push,’' to advance the interest and appreciation of
music, to see that homes enjoy the great cultural benefit
of this greatest of arts. Each and every man and woman
must do his and her part, no matter how small, War times
are serious times, and history tells us that during such
times people turn to serious and good music with a ready
and attentive ear.”

Suggested Co-operation of Britain's 130 Piano
Manufacturers
Extracts From Paper Read by Cooper Southam Before the
British Music Trades Convention

COURAGE is imperative to build the British Piano

Trade to the position of a national industry. The ma-
jority of manufacturers and the manufacturing  supply
houses are mostly middle-aged men who have achieved a
certain success, which may have been due to themselves,
or have been handed down to them from their forefathers.
They are therefore loth to change their habits of life or
business and take the trouble to reorganize their factories
to enable them, after the war, to meet whatever competi-
tion may come, either from allied, neutral or enemy sources.
Reorganization must set in if we are ever to cope with the
competition which will inevitably come. It is useless to
rely on the idea that everything may be made easy for us
by a system of tariff. Let us rather put ourselves in a
condition to produce such an article in price and quality
as will command the respect and trade of both the old and
new worlds. Let us consider courage necessary to adopt
new ideas and methods of construction. Many of our
manufacturers have not had the courage necessary to grasp
the opportunities afforded by conditions brought about by
the war, which if grasped rightly would have given them
the opportunity to dispose of their stocks of old and ob-
solete methods of construction and enabled them to evolve
new methods of piano making on up-to-date and scientific
lines. One has only to glance round the show-rooms of
dealers. In too many cases there has not been an atom of
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improvement in the goods manufactured for them to sell
the public, and in only too many cases the manufacturd

dustry. 1 here take the standpoint that we have the brai
and the men in this country to make our trade a nationd|
one. We can manufacture every article which we ha]
hitherto imported from enemy and other nations, to o
national detriment and material loss. Whilst we have b,
fighting one another in the home markets, cutting o
prices in competition with one another, lowering our qus
ity, fed and fostered by cheap component parts, mak
only a bare margin of profit, if any; deteriorating ourselv
our workmen and our factories, we have neglected to gra
the opportunities of getting trade with a world-wide mg
ket, which has been seized by enemy hands. The numt
of manufacturers in Great Britain, in round figures, is 1;
whilst that of two enemy countries alone is over 700. L
us have courage enough to resolve to drive the enemy co |
petitor from our own doors and prepare ourselves to se
abroad such a piano as will beat the enemy in a commerc |
way, as our sons are beating him in a military way.
Concentration means the act of bringing together, ar
in the piano trade at the present time it is one of the o
jects that we have before us, Manufacturers, whether
pianos or component parts, need to be brought together |
obtain the best results, Individually, concentration mear
bringing together in one's own factory the masters and t
men, the bringing together of hitherto numerous mode
and diverse methods of construction, and fixing one's atte]
tion on only one model with the sole idea that it is oby
ously possible to produce more |
quality at a cheaper cost. This also applies to the man [
facturing supply houses. Let them concentrate to produ
a perfect action, or set of keys, or a perfect set of hammer
utilising such i hinery as is r qi in repr
ducing in great By they will n(
only produce a better article but a cheaper one at far mo:
profit to themselves than when they stop their machine ]
and readjust to produce various types. Let us concentra
to this one end—the perfection of the British piano and i
component parts.
Co-operuion.—ulnuhctunu
one problem,
future be one

5

|
!

can by co-operation sol: |
that is of dry timber, which will in the ne

stock of dry timber they hold, mu
sooner or later come to the end of their resources. Ho
much more necessary is it then for the smaller mak
consider the matter of dry timber,
thered it will be years
seasoned wood. We shall
methods of drying timber,

parts of the world, and, in
Kingdom for some time past,
instal his own drying plant would not be an economical pr
position. The solution would be for a number of man|
facturers to co-operate to establish central drying kilr
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and by buying their timber in bulk they would be able to
dry their timber more economically than by purchasing and
drying individually. As a necessary adjunct to co-operated
kilns would be a central mill to produce backs and parts on
a standard method of production, having them cleaned up
by machinery, cut to dead sizes, and polished ready for use,
and increasing their own factory outputs at least so per
cent. Another point on co-operation is as between piano
makers and piano supply houses. When piano makers have
co-operated with standardized methods of construction, it
will be quite easy for the piano manufacturing supply
houses to co-operate with them to supply a far better
article at a cheaper cost. Another point for in
the trade is the method of selling pianos. Manufacturers
should co-operate as regards the distribution of pianos to
the dealers. Let me close this portion of my paper with
the remark that co-operation will prove to be the keynote
of bringing the art of piano making to a national industry.

The Basis of Piano Credits

APROPOS of the frequent suggestions the Journal has

published on the question of the dealer's making use
of his bank are the following excerpts from an article by
Louis R. Coke, of Chicago, on * Retail Piano Paper the
Basis of Credits ":

“ Any retail sale that will not return the wholesale cost
in not to exceed eighteen months cannot properly be con-
sidered a profit producer, and should be shunned except
possibly by those in a position to carry the account on
their own resources. In reference to past due paper
how important we have found it to keep a record month
by month of the percentage delinquent. We may then de-
termine whetk isting iti justify the amount
of paper in default. In my opinion the average of past
due should never in any event exceed 10 per cent., for
even this practically amounts to adding four months to
the average extension of credit, figuring that we draw
contracts to pay out in thirty-six months. I think 5 per
cent. past due possibly the minimum of any lot of paper,
and the average will run from 6 to 7 per cent. If, on
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per cent. of the new stock immediately, his total monthly
revenue at the outside will not run over $350. In four
months his notes become due, and his total collections have
aggregated not to exceed $1,400. The original $1,000 in
cash has been spent, and he has used some of the revenue
from his paper. Consequently he can retire $1,000 of the
$4,000 indebtedness and requests three-fourths renewals,

which the f ‘er grants ily. It can readily
be seen if he is not checked by the f he will
soon be ded. His shows appr
as folows:
ASSETS.
Cash . s pawriacneni O
Notes, leases and mortgages ... 10,600
Stock ............. .. 2,000
Fixtures 1,000
——$13,800
LIABILITIES.
Bills payable .. .. .. h ... $3,000
Capital stock .. ....... 6,000
Surplus ........................ . 4,800
——$13,800

“I have figured the collections as anticipated, figuring
that the amount of cash obtained as down payment on each
sale over and above the regular installment would offset
any payments missed; also total epexnse to date, i.e., $1,200,
has been charged against the surplus.

“ Another four months pass. Still he is unable to meet
all of the $3,000 note maturing, so he appeals to his local
banker for a loan, who might advance $2,500 secured by
leases two for one. His banker may grant one renewal,
but wants the account cleaned up once a year. The manu-
facturer sells him more goods, grants frequent renewals,
and finally curtails his credit, which is his only salvation,

“Now if Mr. Dealer is wise he will do one of twe
things: Make a consignment arrangement with the manu
facturer or hypothecate his paper with a reliable bankin;
house which is in a position to give him the money ht
needs in his business on the same terms that he is disposing
of his goods. His limited capital makes it essential tha:

of or ploy , a good
must necessarily be extended, a renewal may consistently be
drawn when the party is in a position to resume regular
payments, providing not more than one renewal be drawn
on any account.
“To illustrate the importance of shorter extension of
credit let us take for example a piano salesman about to

embark on his own account with $6,000 capital. If he
invests $4,000 in stock as follows,
10 upright pianos, average $125* $1,250
1o players, average $275* 2,750
Total ..... ... $4,000
*U.S. prices.

leaving $1,000 for fixtures, etc., and $1,000 for running ex-

pense. We will suppose he disposes of this stock for
$8,000, taking in payment paper maturing in thirty-six
months. His anticipated revenue will be approximately

$225 per month., Of course, he has paid cash and taken
his discount, and is now in the market for more goods. He
is much elated, for he shows a profit on his books of about
$3,000 if he has disposed of the goods in a reasonable
length of time. He forgets that this is really an unearned
profit when he proudly exhibits the statement to the manu-
facturer whose line he represents. The house, anxious for
his business and respecting his sales ability, duplicates his
initial order, accepting four month’ note settlement for
$4,000.

“You will recall his anticipated receipts are $225 per
month, and even if he is fortunate in disposing of, say, so

an i and not a commercial credit be extended
By doing good business and financing it on either plan he
will show a healthier statement at the end of the year, and
moreover, his profits will be cash instead of paper profits.
Of course, the cost of financing is necessarily more, but
this may be adjusted by affixing fair prices to all his goods,
taking into consideration the additional cost. If he adopts
the plan of discounting his paper he should pay cash for
his goods, for if he uses the money obtained thereby for
further expansion it will not be long before he finds himself
even worse off than before he adopted the practice. Let
him bear in mind that he cannot consi tently extend credit
on others' capital on a more liberal basis than he can obtain

the capital.” S
London Piano Men Meet

At the annual meeting of the London Piano Merchants'
Association, Mr. E. Crawford, manager, Heintzman & Co.
was elected president; Mr. W. D, Stevenson, of Canadian
Phonograph Supply Co., vice-president, and Mr, C. L. Gray,
manager, Mason & Risch, Ltd., branch, was re-elected secre-
tary-treasurer.

Arising out of the minutes of the former general meet-
ing was the subject of “ Music in the Home,” which caused
an interesting discussion. The report of the Chairman of
the “ Music in the Home " Committee was received.

Kicking ceases to help when it becomes chronic,
Prosperity gives us friends and adversity proves them.

Few things are worth a personal quarrel.
settles nothing.

Quarrelling |
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The Home of

STERLING

Piano Actions and Keys

A cordial invitation is extend-
ed to manufacturers, dealcrs,
tuners and repair men to visit
our factory during the Exhibi
tion. We are about ten min
utes' walk from the Exhibi-
tion grounds. From down
town take Queen Street car to
first stop west of the Subway,
then walk north one block.

Sterling Actions and Keys Ltd

NOBLE STREET

Sterling Actions and Keys are the standard
in piano supplies, as is the word Sterling in
British coinage. In every detail of quality and
workmanship they attain the high rank for
which Canadian pianos are noted.

- TORONTO, CANADA




48 CANADIAN MUSIC TRADES JOURNAL
LUCKY 13 PHONOGRAPH COMPANY T
3 EAST 12th STREET, - NEW YORK CITY, N.V. =
—
. .
Talking Machine Parts to the Trade =
RECORDS
British make POPULAR, 10-in. double disc, lateral cut, all instrumental selections. B’.
5¢ each in lots of in vi
32¢ % o 1,000 These prices F.O.B. Toronto. be
30c -~ " 5,000 : frien
MOTORS e
F.O.B. New York. Special quotations on quantities F.O.B. Toronto. =‘
No. 01 8-in. turntable $1 25 10-in. turntable $1 40 to la
“ 1 10-in. - 2 65 12-in. - 39 cons:
6 10-in. “ dbl. spg. 3 50 12.in. 3 85 infor
3 12-in. N - 6 75 T
7 12-in. 7 50
4 12in. »au :t

TONE ARM AND REPRODUCERS
F.O.B. New York. Special quotations on quantities F.O.B. Toronto,
BABY to play 7-in. records, only $0 60
No. | 90

" plays all records 125
ne " . 23 ,
7 . 225

"8 o ' 2 25
No. 6, 7 and 8 are high grade, and can be used on all high-priced talking machines;
has joint in centre similar to Crescent and Sonora tone arms.

MAIN SPRINGS
F.O.B. New York. Special quotations on qu:ntities F.O.B. Toronto.

No. 0 34 20 gauge 8 ft. 6 in, 25¢ each; 100 lots 20c; 1,000 19¢ each
A 25 o 10" 33c each: 100 lots 30c; 1,000 29¢ each
2 1316 25 0" 35¢ each; 100 lots 32¢c; 1,000 30c each
3 % 25 = 43¢ each; 100 lots 39¢; 1,000 37¢ each

1
b 7 |
‘4 25 N 10 ° 43¢ each; 100 lots 39c; 1,000 37¢ each
v 8 90c each; 100 lots 85¢; 1,000 80c each
GOVERNOR SPRINGS
$1.00 per hundred. Special price on large quantities for motor manufacturers.
SAPPHIRE POINTS AND BALLS ;
Points, 14¢ each in 100 lots, |3c. each in 1,000 lots. from
Balls, 14c each in 100 lots, 13¢ each in 1,000 lots. usic,
NEEDLES .
55¢ per M. in million lots or more F.O.B. Toronto. i
60c per M. in smaller quantities F/O.B New York. ! ]
NEEDLE CUPS F.O.B. New York. \
$20.00 per M., $17.50 per M. in 5,000 lots. 'Larger quantities at still lower

NEEDLE CUP COVERS J prices F.O.B. Toronto.
$10.00 per M., $9.00 per M. in 5,000 lots.
Get in touch with us for any part you require in the talki hine industry. It makes no

difference who manufactures it, we can give it to you at right prices.

Write for our 84-page catalogue, the only one of its kind in America, illustrating 34 dif-
feren style phonographs and 600 parts and repairs.

Lucky 13 Phonograph Co., 3t 12 swee, New York, N.Y.
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The Physician's Attitude to Talking Machine

Music
YOND all doubt it has been established that music has

'@ beneficial influence upon health. On this account, and
in view of the ease with which talking machine music can
be secured, physicians as a class should be one of the most
friendly towards the talking machine trade.

Cases are often cited where the family physician has
prescribed music in addition to certain dicine, and yet
1: cases are too infrequent. Whether or not this is due
to lack of enterprise on the part of the trade, there could be
comsiderable good done by having doctors that were better
informed on the question of music.

The Journal recalls the case of a business man who
found it hard to get to sleep at the hour he desired, and

then he seemed to have lost the power to sleep soundly.
monwlted his physician, and among other things it was
Eened that he should indulge in a half-hour's music

evening before retiring. He purchased a talking ma-
e and made good use of it. For his purpose he found
that the playing of violin, 'cello or some of the violin,
‘eello and piano records, with soft needles, did him the
‘ service. Every evening between nine and nine-thirty
 would put un records of this class and enjoy the quiet
ic until ten o'clock, when he would retire. For the as-
ce of this proof of great benefit we have his own
ment. If physicians all over the country acknowledge,
‘they do, that music can be a great help for certain
ical ailments, why do they not prescribe it more fre-
tly than is the case? According to Edward Bok, the
-known Philadelphia editor, physicians are not as well
med on the nature of the benefits of music as they
t be.

his is his experience in his own words: * The man who
stands between the business man, and not only his
yment of good music, but the refreshment that he would
e from it, is the physician. It has become a positive
with the average physician to counsel the so-called
d business man ' not only to keep away from the serious
tic performances and attend the ‘lighter shows,’ but
the opera and the concerts where * they give highbrow
c,' and to encourage his attendance upon musical
ies and shows where * he can have a laugh ' and forget
ares! The trouble is that this average physician does
imself understand the mental refreshment that comes
listening to a programme of good music, and with
ignorance full upon him he steps outside of his pro-
on and counsels his patient about something of which
absolutely ignorant. I have again and again listened
is counsel from physicians and followed their advice
I awoke to the fact that they didn’t know what they

talking about.
T recall now six different physicians under whose care
S at one time or another, and four of them have ac-
ledged to me that so far as music was concerned they
stone-deaf. I have heard other physicians disclaim
lightest interest in music, and 1 wonder if stone-deaf-

phia Orchestra concerts on Saturday evenings for fear that
I would be taken and asked to ‘exercise a brain already
tired from the week's work.' Then, one evening, I went.
The result was, of course, that 1 was absolutely refreshed:
my mind was taken out of its rut and quieted. Now 1 go
every Saturday evening, and always with the same result
The time of duration of a symphony concert is, to my mind,
just right for a man to whom the beauties and benefits of
music are opening up. Three hours of opera is unquestion-
ably a strain: the unmusical mind cannot take in so much,
and the man often goes home tired and at a late hour,
which is not conducive to his early rising the next morning
fit for a day's business. But the hour and a half of a sym-
phony concert is about the best * first step '’ that I can im-
agine for a business man to take if he wants to try the
i and refresh that an evening of music

enter
holds for him

“1It is high time, to my mind, that the physician shall
cease his urinformed counsel to patients about a subject
that he knows not of: that he shall find out for himself
what an evening of good music can do for a tired man; or,
failing this, that the tired man shall discover for himself,

We are constantly hearing that music and en-
tertainers are brought to the trenches to cheer up
and sustain the men. This is not done out of sym-
pathy, but as a military expedient and necessity.
There is constant fear of an army * cracking " un-
der a long strain, and, therefore its morale is the
greatest care and worry of the commanding gen-
eral. If music can vastly increase an army's
fighting power and can preserve its morale for
months and possibly years. no further proof is
necessary to show that it is an active force. It is
gradually being realized that music is as great a
force and is as much needed at home as at the
front.—Dallas News.

as I did, that while the physician may be competent to give
medical advice, he is not always equally competent to tell a
a man from what kind of an evening's entertainment he can
derive the greatest pleasure and mental refreshment.”

If, then, physicians could, and should be a strong in-
fluence in advancing music for health building, which is
only another phase of “music in the home,” and if physi-
cians through lack of accurate information are not exer-

ng this influence, it would seem to be good business for
talking machine dealers and salesmen to make it a point to
convert every doctor in their territory to the belief in
music for health. The average doctor is a hard-worked
man, and it is perhaps due to the fact that his hours are
whenever the call comes by day or night that he does not
get time to develop his own musical nature. The Journal
beli that it is y to outline any scheme for
getting doctors to look at talking machine music from a
new angle. Any resourceful salesman, if seized with the

d

in music is ch dical

istic of the prof 3
thing is certainly true of this advice of physicians that
uld keep away from ‘ highbrow * music, as they called
used to dread the coming each week of the Philadel-

ges that might accrue to his business from the
doctors’ friendly attitude, may surely be left to his own
resources to make every physician in his community a lover
and a prescriber of music for better health,
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Nickel Plated--Cast Frame
Double Spring Phonograph Motors

No. 4 Playing 4-12" Lateral Cut Records or 3 12 Edison Records
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No. 4 Playing 4-12" Lateral Cut Records or 3.1% Edison Records =
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BLaRING

No. 3—Playing 3-12" Lateral Cut. Records or 2.1, Edison Records (

NICKEL PLATED 0
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1
,:""" CAST FRAME

) e
i, pummovons el o
BeRknG "5’-‘.‘.“:.&‘-“.%“. DIE CASTING . .
RUNS ABSOLUTELY TRUE v
No. 3—Playing 3-12" Lateral Cut Records or 24 Edison Records “f -

All of our motors are equipped with the following hardware parts

I—12 in. Stamped (Green Felt) Turntable 4—114 in. Motor Board Screws §

|—Screw - On  Winding Handle—9-16 in. 8—5% in. Rubber Washers \ [
Stock. 4—54 in. Steel Washers g

|—Nickel Plated Regulator 2—Blued Wood Screws for Stop

|—Inside Turntable Stop 4—N.P. Wood Screws for Escutcheon and

|—Handle Escutcheon Regulator
Cable Address * Elmotor "' Chicago. Codes—Western Union or Lieber's, 5th Edition

CHAS. H. ELTING & COMPANY
1516 South Wabash Avenue CHICAGO [
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To Co-operate in Three Points

THE talking machine dealers of New York, New Jersey

and Connecticut are establishing a clearing house and
exchange for excess stocks of records. They will also keep
@ list for their mutual benefit of all machines that have
been stolen or r d by instal s. A secre-
tary has been appointed, and the members of the associa-
tion are requested to keep the secretary advised regarding
surplus stocks which they seek to dispose of to other
dealers. This information will be forwarded to all other
dealers in the asociation, and the member desiring to trade
* surplus will be placed in direct touch with the dealer
who desires such records. It is suggested that lists be
plainly written or typewritten, contain the name and tele-
phone number of the dealer and the name of the employee
who has the matter in charge.

In the case of lost and stolen machines th: numbers will
be sent to all members of the association, and they are re-
quested to notify the secretary if any of the machines are
traced. _

There was also some discussion regarding the question
of retaining an official lawyer for the association to handle
actions of replevin and similar matters, It was suggested
that the members adopt the practice of dealers in other
‘l who sell on instalments, who bunch their cases and
‘e them in the hands of one attorney, bringing all the
agtions to trial in the same day. This system serves to
make the attorney's fee and the court charge against each
ease very small. The question will come up for discussion
at the next meeting.

One Phase of Service to Talking Machine
Owners
uOT long ago a talking machine owner who had had his

* machine for several months, found it necessary to have

ome slight repair made. He accordingly telephoned in to

8 dealer from whom he had made the purchase, and was
given the reply that the matter would be looked into right
away. The days went by rapidly, as they have a habit of
eg these times, in fact it must have been a question of

time literally flying, for between three and four weeks
wen: past before anything was done, and finally the owner
telephoned about it the second time. Fortunately this

leman was a very patient man. In the end the dealer
made the original sale attended to the necessary re-

F, and the incident resulted in holding this talking

ine owner as regular record buyer.

There is always “ the other side " to a story, and with-
knowing it it would be folly to blame anyone. The
ent, h er, g the ity of prompt and
ess-like dealing with those who are already machine
rs. It is not enough to sell a machine and then send
owner a monthly list of new records. An all-round

@
BAGSHAW NEEDLES

SATISFY EVERY NEED
FOR NEEDLES

T —

W. H. BAGSHAW CO., Lowell, Mass.
Gl @
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service includes taking an interest in so far as it is at all
possible. in doing all one can to keep owners interested in
their machines, as only a sustained interest will keep any-
one a regular record buyer. There are few things as dis-
astrous to a sustained interest as to have a machine in any
person’s home out of order. It is rather a remarkable coin-
cident that the very day that something goes wrong, that is
just the time friends are almost certain to drop in and just
when a person wants the talking machine music the most
badly is just the time he cannot have it, so he gets sore,
and talking machines in general, and the brand he has in
particular, are described in such language that the remarks
would not make a very helpful addition to a booklet of
testimonials for local distribution.

In furthering the interest of talking machines, there are
numerous little things on which the extension of the busi-
ness depends to a certain extent, and one of these is seeing
that no home has a talking machine that will not play for
the need of repairs. Many salesmen have also found by
experience that it pays to give some attention to the man
or woman who just drops in for a box of needles.

Reaching the Farmers

THE once neglected field for the sale of talking machines

and records among farmers has become a most fertile
one. Those dealers who have been really cultivating the
trade among that class of buyers furnish the most encour-
aging of “crop reports.”

“1In order to book talking machine sales among the far-
mers,” said a rural dealer recently, “ it might be found well
to equip a small reception room, furnished and decorated
with a few fittings of special interest to the farmers. Maps
of interest could be placed on the walls, and the latest agri-
cultural periodicals placed u tables. In addition, of
course, there would be talk..g machines and records,

“ When this room has been fitted, invitations could be
issued to farmers, farmers’ wives and farmers' daughters
throughout the nearby country. The invitation would sug-
gest that when they drive into market, if they have an hour
or so to while away, they can pass it in a most enjoyable
way in the attractive room which had been specially fitted
up for the convenience and pleasure of the farmers. After
a given farmer or his family have availed themselves of the
invitation a matter of several times, the opportunity for a
sale is ripe. The first thing to do in a selling plan of this
sort is to make friends of the farmers, and once this has
been accomplished to work for sales.”

Time to Put the House in Order

T HE exact bearing which condition has upon our own

talking machine trade and how the distributor and
dealer should benefit by it, in view of the difficulties in
labor and materials which are thereby presented to the
manufacturer, are of paramount importance,” said Mr. Louis
F. Geissler, general manager of the Victor Company, in
address at the Talking Machine Jobbers' Convention, * and
an anomalous situation is produced for us and our repre-
sentatives. ‘Conservatism' rather than ‘ Expansion’ is
earnestly advised. Just such times as these will enable
both distributor and dealer to put his house in order and
strengthen himself for the inevitable slump that follows

Talking Machine Hardware

Lid Supports, Continuous Hinges, Needle
Cups, Tone Rods, Knobs, Needle Re
Door Catches, Sliding ‘Castors, e

WEBER-KNAPP CO,, Jamestown, N.Y.
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Edison Message No. 4 s
HE New Edison Phonograph occupies an unique A
position among articles of merchandise, and b
its successful sale involves the use of methods sale
for which there ic practically no precedent in retail cert
merchandising. was
Edison dealers are Musical Instrument Dealers. =
They are not talking machine dealers. Their here
methods of doing business and their attitude to- the
wards the phonograph industry are very different )
from those of the talking machine dealers. There :
are ties of sentiment, as well as a bond of material aldm
interest between Edison dealers, stru
effe.

The Edison Phonograph business is a business apart
from the talking machine business. The talking
machine business may some day reach what is called
the " saturation point,” but the New Edison will
go on forever, because it is capable not alone of sus-
taining musical interest, but also of creating musical
interest. It is without doubt destined to b the
greatest single factor in expanding the world's
knowledge and appreciation of good music. The
Edison dealer of to-day is not merely a merchant.
He is something more; he is a pioneer in a great
educational work, and the fact that the Edison
dealer is going to make substantial profits does not
detract from the value and importance to society
of the work he is doing. A prominent banker re-
cently wrote us that his principal reason for lending
money on Edison Phonograph instalment paper was
because he believed that he was performing a use-
ful service to society by placing good music in
American homes. When a banker feels that way
about it the Edison dealer can hardly fail to realize
that there is an important ethical side to his Edison
business.

THOS. A. EDISON, Inc.
103 Lakeside Ave., ORANGE, N.J.
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# boom times. Wise companies are paying off their bonds,
taking up redeemable stock, putting aside surpluses to guar
antee future dividends, etc., etc., and selecting, with the
utmost care, those old and reliable customers for prefer
ence in the distribution of their easily oversold output

" The distributor can educate his dealer to the advan
tages and real profits of cash discounting with him. The
dealer can, and should, demand large cash payments and
liberal irstalments on goods so sold; interest on deferred
payments can and should invariably be exacted—anything
else is bad business, and, furthermore, is not expected by
the purchaser except where such is foolishly advertised by
the dealer. A certain independence on the dealer's part wil
profit him before the year is out.”

Selling Points From the Cabinet Side of the
Talking Machine

TRADES JOURNAL 53

fact that veneered rather than solid work is used throughout
the high-grade cabinets Suggests some interesting lines of
thought

* Of course, the same general considerations which have
led to the bulk of the furniture output being of glued-up
stock apply to the manufacture of cabinets for talking
machines; that is, permanence, strength and attractiveness
of appearance, which are to be secured by this means, make
it a logical thing to specify laminated woods. The cabinet
is a piece of furniture just as much as it is a musical instru
ment, and its possibilities from the standpoint of beauty
are such as to warrant the manufacturer in taking advantage
of the attractive features of veneered work

“In the larger cases, the broad surfaces which are ex
posed give a splendid opportunity for the use of hand
somely-figured woods, and mahogany and oak veneers of
exceedingly attractive appearance are regularly used. Wal
nut and figured gum are coming to the fore in some of the

Jue RECENT issue of “ Veneers " contained an article by cabinets, and before the war Circassian walnut was largely
od G. D. Crain, Jr.,, which contained several points that employed; but up to the present the greatest emphasis ap
might be used to advantage at times by talking machine pears to have been put on mahogany, with oak coming next
ds salesmen. The assistance that they might be in closing In view of the desire of the manufacturer to have a case
tail €ertain sales is strengthened by the fact that this article that is attractive to the eye, it is not anything to be won
Was not written to be read by the general public, but by dered at that veneered work has been used
men who are engaged in the wood working industries. For “The thing that is worth pondering, however, is the un
".5- this reason some extracts from the article in question are doubted fact that better effects, musically, can be secured
eir here passed on to men who are in the first line trenches on by the use of veneered work than if solid material were
to- the retail talking machine front employed. There seems to be no doubt that this is the case
snt "It is an interesting fact that the cases for talking and in fact it ie an assumption that is generally found to
e machines are all made of veneered products. On some of exist in the talking-machine trade; the reasons for this are
the cheaper machines metal cabinets are used, but this is not generally understood however, and it does not appear
ial almittedly a make-shift, used to reduce the cost of con- that much effort has been made to analyze the situation
8thuction, and not with any idea of getting the best possible from this standpoint, though undoubtedly the engineers of
- effects from the standpoint of reproduction of sound The the big companies have made complete studies of the sub
ng
Cd
vill
A NEW METHOD
al
hf In order to convince dealers that the Melotone
s Talking Machine has merits superior to all
he other machines, we will send one machine only
M to any dealer for just one week on approval,
- and prepay the freight.
on
ot
v GREAT SELLING POINTS
e~
ng A Machine That Does Not Scratch
it A Machine With Best Motor
- A Machine of Most Beautiful Tone
in A Machine With Highest Class Cabinet
ay A Machine that will please all and give the
se dealer the greatest profit
on Send for Sample, or for Cuts and Circulars,
Melotone Talki i
elotone Talking Machine Co., Ltd.
J Manufacturers of
¥ RECREOLA AND MELOTONE TALKING MACHINES
Madel B 235 Fort Street - - WINNIPEG.
Retail Price $55.00
L




o4 CANADIAN MUSIC

ject. That these concerns continue to buy panels for their
cabinets indicates that their results have not been unfavor-
able to veneered work

" Ever since the beginning of musical inclinations on the
vart of human beings, wood sounding-boards have plaved a
part. The rudest instruments—of which the now famous
ukulele of the Hawaiians is an excellent example—have
sounding spaces enclosed by light pieces of wood. The
reason for this is to enable vibrations, which cause sound,
to be carried most readily. The heavier the wood, the more
Aifficult it ie to cause it to vibrate, of course; while in the
case of metal the vibration is likely not to be of a musical
quality.

"It is therefore reasonable to Suppose that the musical
quality of a phonograph would be increased just to the ex-
tent to which the responsiveness of the cabinet to the musi-
cal vibrations is developed. If the cabinet were made, for
example, of inch boards, it would be difficult to use it as a
medium for the production of sound The problem, as far
as the sounding chamber of the phonograph is concerned,
is to make it immediately responsive to the vibrations set
up by the mechanism, so that they may be transmitted to
the exterior with the proper tone,

“1It is the wood which is responsible for the tone, and
the difference in quality between one phonograph and an-
other, just as in the case of violins, is a difference in tone
quality. While the mechanical features of the machines
are credited by the manufacturers with responsibility for
this difference, it is really the result of the manner in
which the sounding chamber has been constructed. The
constant experiments which have been made by the manu-
facturers along this line show clearly how the importance
of this feature of the talking machine is appreciated.

" The difierence has come about because instead of send-

TRADES JOURNAL

ing the sound through a tin horn,
through a wood sounding chamber. This chamber is ¢
closed with light, veneered sides and top, and the mater
is 50 responsive to the vibrations introduced into it tha
mellow, rich tone is developed, just as a beautiful tone
brought out of a fine violin. The fact that built-up n
terial is employed enables lighter material to be used t:
would be possible otherwise, and as suggested above

lightness of the material is what makes it responsive.

“Sound waves are created by molecular vibrations, &
It is easy to understand why heavy bodies are not eas
set to vibrating and why light materials are employed in
stringed instruments where sound reproduction is involy
It is true that other considerations are passed on he
such as the weight of the instrument, but the reason t
wood is employed in stringed instruments is the same 1
son back of the use of laminated woods in talking machir
——greater ease in securing musical vibrations.

*“ Since musical tone demands mathematical accuracy
the parts, it is also highly important that every feature
the instrument be true as to line and dimension. T
would not seem to be so important in the case of a talk
machine as an instrument which is played upon by ¢
musician, since the former is used for the reproducti
instead of the production of the sound. But those who :
making talking-machine cabinets realize that in order |
the machine to be permanently acceptable, and to do

it is now brought

best work at all times, the materials which go into it m

be of a kind which will not warp, shrink nor pull apart

“The rift in the lute " was simply a broken place in |
body of this ancient musical instrument, forerunner of ¢
violin, which interrupted the vibrations produced by ¢
plucking of its strings, and destroyed the musical qual
of its tone. A “rift” or defective part of any kind it
talking machine would immediately result in the destr:
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The New “Dayton” Motor
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This motor completely satishies every talking machine man-
ufacturer and every user.

Let us prove that the Day-
ton Motor is the best motor
in the world. 3 styles
and sizes.  Others under
way.

Four styles of Tone Arms
and Sound Boxes,

Write us teday for
Sull particulars

Dayton, Ohio, U.S.A.

W

o

BE

¥

*

o

| Y-




——

CANADIAN MUSIC TRADES JOURNAL

e

His MASTERS Voice
RLQ«AG-D:P

Brighter Prospects

I ¥ ORE Victrolas!  The Factory seems to be
/| catching up on orders slightly, and it is
a pleasure to announce it

The hundreds of shrewd merchants who
have patiently awaited the opportunity of adding
His Master's Voice " products to their stock will

we hope, shortly be rewarded

Just as soon as conditions make it possible we shall
pass on the good news, and know it will be

welcomed

3ERLINER GRAM-O-PHONE COMPANY, Limited

HEAD OFFICE AND FACTORY

&e_l:a_nw)lﬂ_ri»ln_ MONTREAL Victor Records
4
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His MASTERS VoiCE
REG.~AG~DEP.

The most famous Trade Mark in the World
HIS MASTER'S VOICE. PRODUCTS

are Wholesaled by the Following Firms

ONTARIO QUEBEC PROVINCE
His Master's Voice, Limited. Berliner Gram-o-phone Company, Limited,
208 Adelaide St. W Montreal, Que

Toro O
e R NEW BRUNSWICK

MANITOBA : J. & A. McMillan,
ALBERTA St. John, N.B
SASKATCHEWAN
NOVA SCOTIA:
Western Gramophone Co
122 Lombard St

Winnipeg, Man

Eastern Talking Machine Co.,
Halifax, N.S

BRITISH COLUMBIA:

Western Gramophons Co.,
Northern Electric Building Walter F. Evans, Limited,
Calgary, Alta Vancouver, B.C

BERLINER GRAM-O-PHONE COMPANY, Limited
HEAD OFFICE AND FACTORY
MONTREAL
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tion of the tonal character of the music, and would sub-
stitute sounds far from pleasant.

“ Realizing that every part going into the sound cham-
ber, as well as other sections of the machine, must there-
fore be not only light enough to respond perfectly to the
vibrations produced by the h but so tured
as to resist temperature and climate and use, and to remain
right for an indefinite period, desi s of these h
have seen to it that veneered work be installed. And that
is why the manufacturer of glued-up panels is being given
the job of making the materials for the machine which is
taking its place as the world's most popular product.”

Advertised Goods Are Lower-priced Goods

THE Journal is informed by an out-of-town dealer that
a salesman representing a talking machine manufac-
turer in soliciting business from him put emphasis on the
fact that his firm were not doing any advertising, and con-
sequently they could give the same quality at lower prices
than other firms who were advertisers. Here is what Alan
C. Riley, president of the Association of National Adver-
tisers, says on that point:

“The average man hears talk every day about the mil-
lions and millions spent for advertising, and he finally gets
the notion that somehow or other the buyer has got to pay
for it. At first glance, and tq the man who has not really
studied the subject, this argument may appear logical. The
only trouble with the logic is that it does not square with
the facts,

“1 wonder if the average man ever stops to realize that
those millions spent in advertising sell hundreds of mil-
lions' worth of goods—goods that could never be sold so
cheaply in any other way. And it is this immense saving
in selling cost that helps to make the goods lower-priced.
Millions spent for advertising sounds big, but ‘ hundreds of
millions ' worth of goods sold by advertising makes the
actual amount spent for advertising look small,

“For example, the advertising of one of the leading
paint manufacturers of the country averages 31-3 p.c. of
their total sales. In other words, for every dollar's worth
of paint they sell, they spend only 3 1-3 cents in advertising,
This is about equivalent to the price of a postage stamp
and a cent's worth of paper for every dollar's worth of
goods sold. Another big paint and varnish manufacturer
spends only from 314 to 4% p.c.

* Next take clothing. We have obtained figures concern-
ing two of the biggest clothing manufacturers in the coun-
try. One spends only 134 p.c.; the other only 2 pc. An
equally pr shoe £ er spends only 114 p.c.
“Now take one of the most popular luxuries in the
world—candy. One of the best known candy makers in the
country, and one of the biggest advertisers, spends only
5 pe.

“Then take the big bile and tire facturers
with their full page and double page spreads. You will be
surprised when I give you the figures for two of the most
famous automobile builders in the country, One is 2 p.c.;
the other is 3 p.c. for advertising. Also two of the leading
tire manufacturers. One spends 2 p.c., the other 2 p.c. And
all four rank among the biggest advertisers in the country.
“ These figures are authentic, and when you consider the
enormous volume of the bile and tire busi you
will see that the small percentages are ample to provide
for the wonderful publicity.

“And then we come to the big department stores—
where at one time or another every buyer buys. You can
see them fairly eating up the newspapers with their big
spreads. But if you expect to find big per ge figures
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that the average department store's advertising does not
cost more than 3 p.c. of its total business.

" The fact is that the great majority of all nationally-
advertised articles—articles which are familiarly known in
every home in the country, which are famous for their
quality as well as their i distributi belong in the
5 p.c. or under class.

“And let this final point be remembered. Even if this
advertising represented a direct advance on what the buyer
would otherwise have to pay, this would make little differ-
ence in the price of the goods. But it does not. And
why not?

* Because advertising is the most efficient method of
marketing ever developed by business enterprise—therefore
its effect is to decrease and not to increase the sum total
of selling cost.”

It costs less to sell goods with advertising than to sell
them without advertising.

Good advertising always reduces the cost of selling. So
you get better values because of advertising.

James P. Bradt Goes West

Mr. James P. Bradt, Toronto, general manager for Can-
ada of Columbia Graphophone Co., is absent on a trip to
the Pacific Co While this is a purely business trip, it
includes a great deal of pleasure for Mr. Bradt, as it
brings him in contact with warm personal friends.

Just before leaving Mr. Bradt visited New York and
inspected the new period designs just brought out by the
Columbia Co., and over which he is very enthusiastic. The
introduction of these designs Mr. Bradt considers one of
the most advanced steps that any company has yet made,
and gives the Columbia Company a high grade range from
which the tastes and requirements of the more expensively
and correctly furnished homes can be met.

With reference to Columbia conditions in Canada, Mr.
Bradt spoke with evident satisfaction of Columbia lines be-
ing featured in the stores of C. W, Lindsay, Ltd., Montreal,
which firm has a number of branches in leading Ontario and
Quebec centres.

Heineman Motor News

Otto Heineman, president of the Otto Heineman Phono-
graph Supply Co., New York, has announced the appoint-
ment of W. C. Pilgrim as a: nt general manager of the
company with headquarters in New York. Mr. Pilgrim will
work: in conj ion with A. Hei who is alsu assist-
ant general , and his appoi was made in order
to relieve the president of some of his extensive duties.
Mr. Pilgrim has been connected with the company for the
past two years, having had experience in both the executive
and factory divisions. He spent some time at the Heine.
man factory at Elyria, and more recently was assistant sales
manager of the company's Middle West branch in Chicago.
Prior to joining the Heineman forces Mr. Pilgrim was as-
sociated with several leading English banks. He has had
considerable executive experience, and will doubtless prove
invalvable in his new and important field of endeavor.

A. F. Meisselbach, head of A. F. Meisselbach & Bro.,
Newark, N. J., has been elected second vice-president of the
Otto Heineman Phonograph Supply Co., and a member of
the Board of Directors. The Meisselbach plant is now a
division of the Otto Heineman Phonograph Supply Co. Mr.
Meisselbach is one of the best known members of the talk-
ing machine industry, and is recognized as a pioneer motor

here, again you will be agreeably disappointed. The figures
secured by the Association of National Advertisers show

His on the Hei dir
are pleased to include him as a director as he brings with
him years of experience which will be invaluable.
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STYLE 38, LIBRARY DESIGN

Fumed Oak or Mission. Height 4 feet
6 inches, Depth, 27'% inches. Width
5 feet 2 inches.

New Duplex Scale.

Dealers seeking to build business on the sure founda
tion of high-grade instruments will find it to their
adv-ntage to study the Nordheimer product

MEET US AT THE TORONTO EXHIBITION

NORDHEIMER PIANO & MUSIC CO., LIMITED
TORONTO
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Tre ACOLIAN
VOCALION

HERE is nothing phonographic in the ex-
quisite music of the Vocalion. Its tone is

" the real tone of voice and instrument
The full richness of the deepest bass, the
bell clear sweetness ¢/ the highest treble
it revoices in the complete splendor of
the original tone recorded.

Play the Vocalion, if you wish, by means
of the expression device — the Graduola
Each note responds to your touch, you
may shade each phrase as you choose
N v
> DEMONSTRATIONS aregladlygiven toall in-
L & rJ terested in the Vocalion. We invite you to
4 come and see this final wonder of tone reproduction,

=

THE only Exhibit of the Aeolian-Vocalion to
be made in Toronto this year will be in
the beautiful show rooms of

The Nordheimer Piano & Music Co.

Limited
Canadian Distributors of the Aeolian-Vocalion
Corner Yonge and Albert Sts., Toronto

As the Aeolian-Vocalion is not to be on view at the Canadian National Exhibition,
it is important for all who have not heard the rich, smooth tones of this wonderful
new Phonograph, to visit its Toronto home and become acquainted with its beauty
of tone and beauty of design.

Interested Dealers are cordially invited at all times ; and your Fall visit to Toronto
cannot be called complete until you have seen and heard for yourself how the
Vocalion reproduces the subtle beauty of voice and instrument.
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New Eastern Vocalion Distributor

Nordheimers Appoint R. G. Cordingley Aeolian-Vocalion
Distributor for Eastern Ontario and Portion of
Quebec, Including Montreal

One of the most interesting announcements made by the
House of Nordheimer in connection with the Aeolian-
Vocalion representation is that which pertains to the ar
rangement made with R. G. Cordingley of Brockville, who
as distributor, will look after the development of Eastern
Ontario and a portion of Quebec, including Montreal. Mr
Cordingley is particularly qualified for the undertaking, as
his entire career has been devoted to the music trade. In
fact, he is a piano salesman of the first rank, while his
father, Mr. D. F, Cordingley, of The Aeolian Company, was
for many years one of the best known men in the Can
adian piano trade, and, indeed, he still retains many warm
friends on this side of the border

Mr. R. G. Cordingley enjoys the confidence of a large
clientele of dealers in Eastern Ontario and Quebec, and
had early experience as a phonograph jobber, as the firm
of Cordingley Brothers were formerly distributors as well
as retailers of phonographs before selling out their busi-
ness at Brockville to C. W. Lindsay, Limited. Being in
close touch with the trade, R. G. has felt the growing de

Cordingley

Mr. R G

mand for the phonograph, and realizes the possibilities of
the Aeolian-Vocalion.

Arrangements have been made for carrying a wholesale
stock in Brockville, where Mr. Cordingley will make his
headquarters, He invites applications for territory from
music dealers or others qualified to represent the Vo-
calion, and, owing to the situation at Brockville, is espe-
cially well placed to serve dealers in his territory.

Goes “;ith Stratford Firm

Mr. Russell Teeple, for the last three years on the sell-
ing staff of Wm. Long, the well known pnano dealer of
ph

TRADES JOURNAL

The Mc-
Lagan firm is one of the best known in the Canadian fur
the development of which owes a great
deal to the enterprise and foresight of the head of the firm
The city of Stratford also owes much to the interested
McLagan and his general interest in the
development of the place

machines an important branch of its business

niture industry,

citizenship of Mr

Mr. Teeple commenced his music trade experience with
the House of Nordheimer fourteen years ago in the tuning
department, in which he became proficient. He afterwards
became interested in the selling of pianos, and naturally

con
com-

came into touch with the talking mach'ne industry,
cern'ng which ke soon became enthusiastic. He
menced his connection with the McLagan firm on August

irsc

NOTICE

WHEREAS certain parties, claim-

ing to represent Japanese and other

firms, have approached dealers, of-
fering to illegally duplicate our
records, we hereby respectfully
notify the trade that we will vigor-
ously prosecute actions against
traffic

parties engaging in such

with our respective products.

1

Col

Toronto, and latterly connected with C d
Co., Ltd.,, of which Mr. Long is the head, has nevered his
connection with Mr. Long's interests. Mr. Teeple goes to
Stratford to join the organization of the George McLagan
Furniture Co., Ltd., which firm, the Journal understands,
has decided upon making the manufacture of talking

Graphophone Company
Berliner Gram-o-phone Company Limited
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ANNOUNCEMENT |

To the Phonograph Trade :

i
We beg to advise that we are entering the
Phonograph manufacturing field with a
strictly high-grade instrument and a superior

catalogue of 10 and 12-inch Records.
A complete line of our Phonographs, which lﬂ]
will play every make of disc records, is

coming through the factory.

The prestige, the reputation for quality lﬂl

=]

firm has built up in the furniture trade,
is your assurance that the same high
standards will be maintained in the
Phonograph Division. []]

[a]

i
ﬂ

goods and sound policy that the McLagan i

[——]

[=]

THE McLAGAN PRODUCT IS WORTH
YOUR ENQUIRING ABOUT AT ONCE

mﬁm@m@@@@@@

The George McLagan Furniture Co., Limited
Phonograph Division ﬂ
B

=

[=] (5] [=]

Stratford . - . Canada
@@@@@@@@@@@

2] =] =] [5] [ [ ][] [

R
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MONTREAL TALKING MACHINE TRADE

PARTY of His Master's Voice dealers came down
from Toronto to take in the annual excursion and
picnic of Berliner Gramophone Co., Ltd., held at Lavaltrie,
and of which a report appears elsewhere. The party,
piloted by Mr. Thos. Nash, manager of His Master's Voice,
Ltd, and Mr. R. H. Murray, of that firm, included Messrs.
Paul Hahn, H. E. Wimperly, H. V. Kautzman, of Mason &
Risch, Ltd.; Chester Muckle, of Heintzman Co., Ltd.; L. L.
Merrill, National Piano Co., Ltd.; D. Danielson, T. Smith,
Geo. Griffiths, of Parkdale Victrola Parlors, and John A
Fullerton, of Canadian Music Trades Journal. That they
had a thorough good time and were deeply indebted to the
Berliner Gramophone Co., Ltd., for the thoughtful cour-
tesies ded was the verdict of the party.
Mr. Geo. 8. Pequegnant, manager of Wilders, Limited,
phonograph department, reports the receipt of a shipment
of Starr phonographs, several models of which they are
exhibiting in their show windows. The Celeste, a machine
of their own manufacture, is now being made in seven
models, ranging in price from $75 to $500. This make will
be shown at the Quebec, Sherbrooke and Three Rivers

fairs. The firm handle Starr, Pathe, Imperial, and Paroquet
records.
Mr. Emile Berliner, of Washington, D.C., president

Berliner Gramophone Co., Ltd., Montreal, visited this city
for a few days recently. Mr. Berliner was much impressed
and pleased with the development of Montreal, and with
the growth of “ His Master's Voice"” business in Canada,
which he started some years ago when the talking machine
was thought by so many to be a mere passing fad. While
here Mr. Berliner was a visiting governor to the Western
Hospital.

C. W. Lindsay, Ltd., are featuring Columbia goods ex-
tensively, using liberal newspaper space to give prominence
to the line. They have opened up a full line of Pathe
goods, and before the preliminary shipment was all out of
the cases one of the larger types was sold. Each machine
in the Lindsay phonograph department is labelled with
stock tag and selling price.

Layton Bros. report that in spite of the usual summer
dullness, due to the large number of their ¢ s being
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is that while this time last year the majority of their sales
were confined to the cheaper models this year it is just the
reverse, the larger and more expensive types enjoying the
call. They report a growing demand for foreign records,
of which they make a special appeal to foreigners on ac-
count of the special department they maintain and the large
number of records carried in stock.

Charles Culross continues to keep his popular lines be-
fore the public eyes, and states that summer business in
Sonora and Columbia machines is “ mighty good,” particu
larly the demand for Columbia records.

J. A. Hurteau & Co., Ltd,, the past month disposed of
& large number of second-hand i taken in
for new Pathephones. Included in the sales were a number
of cylinder types, which in a number of instances have
again been traded in on Pathephones. Miss Lapierre, man-
ageress of the talking machine department, states that July
business to date constitutes a record one, and is greater in
volume of business than any month this year so far.

O. Hamel, manager of the phonograph department of
N. G. Valiquette, Ltd,, is away on sick leave. Business
with this firm in Pathephones is surpassing all expectations
both in the number of machines actually sold and prospects
on hand. They find the demand for Pathe records steadily
increasing.

All local Columbia dealers report a good call for As959
* Old Black Joe,” with “ Carry Me Back to Old Virginny "
on the reverse side sung by Louis Graveure.

Sono-Phone Co., with demonstration parlors at H. P.
Labelle & Co., report a good measure of trade in Columbia
and Sonora makes, and the Selectophone, a machine of their
own manufacture. Columbia and Pathe records have both
proven good sellers.

J. Donat Langelier, 358 St. Catherine Street East, with
L. R. Beaudry as manager, who is well and favorably linown
to the local phonograph trade through his long conncction
with the Canadian Graphophone Co., is building up a iarge
clientele for his firm in Columbia product, and a rec-nt
call at this firm's phonograph parlors found customers
awaiting their turn for record and machine demonstrations

The Canadian Talking Machine Co., 217 St. Lawrence

out of town, they have been wonderfully surprised with the
way business has kept up in the call for Edison and Col-
umbia machines and records of both makes.

James P. Bradt, general manager in Canada of the Col-
umbia Graphophone Co., on a visit here recently expressed
himself as being particularly well satisfied with business,
and the development and increasing popularity of Columbia
lines locally.

Sousa's Band in Montreal for two weeks gave consider-
able impetus to band records of this famous composer.

The Dominion Phonograph and Cabinet Co. have regis-
tered.

N. G. Valiquette, Limited, recently distributed ten thou-
sand Pathe record catalogues.

An era of prosperity seems to be universal with the Ber-
liner Gramophone Co., Limited, stores. There is not one
amongst them which does not show a big increase in re-
ceipts over past periods. Very often when a concern runs
a number of retail places there are usually to be found
some lame ducks amongst them. The Berliner institution
seems to be entirely free from such an impediment. Per-
haps their motto, “ quality,” is the reason for it.

Mr. H. 8. Brown, retail salesmanager of the Berliner
Gramophone Co., Limited, recently visited New York, Phil-
adelphia, Boston and other American centres.

The Canadian Graphophone Co. report that the total
volume of Columbia July business as against that of last
year shows a fine increase. A noticeable feature they state

1 d, are handling the “ Baby,” a miniature machine
with a powerful motor and automatic stop, which plays
four records with one winding, which with three records
retails at $5.98. This firm are devoting all their efforts to
the retail end of the business, having dropped the whole-
sale department.

Charles Lamoureau, 1016 St. Lenis Street, who features
the Phonola and Classic machine, is enthusiastic, and in-
tends, if business sets the pace it is nowv doing, to enlarge
his present premises. Repair work is given special atten-
tion, and they claim they can repair any machine on the
market to the customers entire satisfaction.

Gingras Freres, piano manufacturers, 2679 St. Hubert
Street, have started manufacturing phonographs, and have
three models to select from, but expect shortly to increase
this to include a larger range.

A prominent Montreal dealer states that some Americsn
talking machine accessory manufacturers are very lax when
it comes to filling Canadian orders, but very prompt in sub-
mitting samples when requested.

The Berlind Phonograph Co., Limited, 153 St. Catherine
Street East, handle a large number of talkers but specialize
on the Columbia line. The walls of their store are adorned
with a dozen handsomely framed pictures of Columbia
artists, which attracts one's eye on entering the store. Al-

though only established in December last their rapid growth
already necessitates utilizing four rooms now in use as
stock rooms for additional demonstration salons, which
will be ready shortly.
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The Cremonaphone

The new talking machine brought out by Amherst
Pianos, Ltd.,, Amherst, N.S., has been christened the “ Cre-
monaphone.” The manufacturers say concerning it: * We
are now planning on a regular production of about 200
machines a month. There are six styles retailing at $3s,
$45. 865, $110, $150 and $200. In construction we have
paid particular attention to the proportions of the sound-
box, tone-arm and amplifier, the latter having the new violin
idea worked into its construction.”

The Amherst firm also emphasize that they have avoided
the use of any of the cheaper grades of motors and fittings.
The Cremonaphone plays all makes of records.

Columbia Jobber “A Cheerful Optimist "

We met Mr. John A. Sabine, of the Music Supply Co.,
the other day, on his return from a round of visits to On-
tario Columbia dealers, and found him in a most optimistic
frame of mind.

He stated that he had had a most enjoyable trip; that
some of his most cautious dealer friends had placed Fall
orders so much larger than ever before that no better evi-
dence could be desired as to the strength of the Columbia
line and the prospects for a bumper Fall business

In Mr. Sabine's opinion the future for Columbia dealers
Is very bright, and he and his partner, Mr, Leake, have
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Employeex of Pollock  Manufacturing Co.

demonstrated their faith by putting in the largest stock of
Columbia Grafonolas ever in Toronto.

But Mr. Sabine states that although the Music Supply
Co’s warehouse now contains thousands of Grafonolas,
most of them are already reserved for various dealers who
have specified deliveries during the Fall months, so that the
dealers who leave ordering until the last minute will no
doubt get “left,”” as has been the case for a number of
years past. According to Mr. Sabine the present abnormal
conditions only affect Columbia Grafonola sales favorably
because this class of musical instrument is the best, most
convenient and least expensive home entertainer available,
and Col ia Grafonolas and Columbia Records are splen-
did value and give years of service.

* The moderate priced Grafonolas are within the reach
of all, and the new art models, costing up to several thou-
sand dollars each, satisfy the most exacting tastes, and in-
cidentally mean splendid profits for dealers who enjoy the
privileges of the Columbia agency. So why should we
not be cheerful optimists at 36 Wellington Street East? "
asks Mr. Sabine.
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Model “ G.” Price $18 Model “C.” Price $32.50 Model “ B.” Price: Mahogany
b Galdon O Wiroh Mahog $50, Oak $45

Mahog Golden and Fumed (),

NO BETTER STOCK

for Fall and Winter trade from the standpoint

of immediate profit, quick turnovers, or build-

ing up an enviable connection, than

PHONOLAS

JUMBO
ST bt RECORDS Model * Duchess.” Price $75

Golden and Funied Fumed Ouk

The Pollock Manufacturing Co., Limited

Manufacturers of the “Phonola”

Kitchener - Canada
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The Phonola Line

so complete, so superior, and so profitable, with our
Odeon and Jumbo Records, qualifies the dealer for

a place in the thick of competition. It equips him

tor success in getting all classes of trade.

Pollock Mfg. Co., Limited

Manufacturers of the “Phonola”
Model “ Duke.” Price $90 &
p Kitchener -- Canada

Grand Duke $115 Model “ Princess.” Price $135 Model “Prince.” Price $175

lish Mahogany or  Karly English Mahogany  or  Kar
Golden und fumed Onk Golden and Fume
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Bugle Calls of the U. 8. Army, Part II. (4 ' Trsni i
15301 Arkansaw Traveler Folk 1y 69102 Viens avec nous, petit—(de ‘‘La Vivandiere''). Wenjumin
Soldier's Joy ( \mer Dan \ - Soprano. with orchestra).  Eva Guuthi
18444 Good-bye Dolly Gray Conw nd Le Retour des Promis (E. Buratenu-l. Dessauer), Mezzo soprin
Battle of Gettysburg (Descriptive March), Con Band with orehesti y Gaghies
INi22 America 1y Sunduy Chori 12.INCH—$2.00
Sall On.  Billy Sunduy Churn i3 Romeo et Juliette—'O nuit divine, je t'implore’® (Night All
15 (1) Pull a Cherry; (2) The Nightingale; (3) The Fire; (i) Too Wiessed), Aete L lere Partie. Gounod. Soprane and
See- S y v. Kl 1 W hewlor tenor duet with orchestra,  Borthe Coxr-Loon Campagnols
hert Lullaby  (Lithuanian Fol Romeo et Juliette-''Ne fuis pas encore' Yet u Mo
Song) : (3) Spanish Gy, Folk Song) ; (4) went), Acte 1L Som ) Gon and e
The Linden T Sehher Fli Wiheoler duet with ' Berthe € .
1834% The Star Spangled Banner (ki \rnul Eliznheth Sponecr 49 Manon-Duo de Saint.Bulpice T
The Marseillaise (de | Dale)  Edwanrd 1lamilon Shon e 0 Naimduiowe ( e ek
18447 For the Freedom of the World. | Mucd hoand Orphen ith _orchestra,  Berthe Cosar-Leon Ca
Quartette Manon-Duo de Saint-Sulpice N st plus ma muis I
Our Own Beloved Lond. Fdwird Hun d Vietor Chorus 1t Not My Hand \ete 111 Loggr S Ny - AT
10-INCH —§1.25 tenor duet with orehostra.  Borthe Cesar-Loon Campugenols
15125 Under the Bamboo Tree. M Caill
Fare Thee, Honey, Fare Thee Well. Muric ¢
12-INCH— 8150 Columbia Records for Septembar
415 Midnight Frolic—Medley Fox Trot. (o Hand 10-INCH - 85¢
Indiana—Medley One-Step. ('uiy Bnd 0% Where Do We Go From Here? Avthur Fiolds und Peorle
11 Mother, Dixie and You - Medley Pox Trot, ( ¥'s Thand Quartett
I Ain’t Got Nobody—Medley Fox Trot. (o Band The More I See of Hawaii, the Better I Like New York. M. |
11 Songs of the Past, No. 23. \ietor Mixed Choru 0 ]
Songs of the Past, No. 24, Victor Mised Chorn Wi Over There. I'orlvss Quurt
(15 The Dog and the Kitty Oats; (2) The Pig Brother. Suru (uy I May Be Gone Por a Long, Long Time. Ivorless Quurtotts
Bryant 07 Napoleon from ‘‘Have a Heart'' (Purt 1), Billy 1. Van
The Little Bull s Con ant Napoleon from *‘Have a Heart'' (Part 11 Billy B, Vin

The talking machine dealer who misses the business that is

coming in under the Columbia trade mark is missing a liberal

and growing share of a mighty good thing.

usic Monen,"* a book ** full Columbia Graphoph C
deale nterested in
turnover of capital.)

Factory and Headquarters
Toronto . - Canada
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The
Cecilian

Concertphone

FIVE DESIGNS—ONE QUALITY

Your most important business mission when in Toronto for the
Exhibition should be to hear and investigate the five designs in the
hone li

is can be done either at the grounds
Or at our warerooms, 247 Yonge Street.

Musical Instruments Ltd.

DISTRIBUTORS
247 Yonge St., - Toronto

The Concertphone plays all
makes of Disc Records and
plays them perfectly. You
should have our new catalogue.

The “Alexandra,” $100
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Cecilian
World-Famous w w

AT THE EXHIBITION

We invite every man in the
e it a point to

hibit” when visiting the

CANADIAN NATIONAL
EXHIBITION
Aug. 25 to Sept. 10
You will find there a com-
plete display of Cecilian
Pianos and Players in the
Manufacturers’ Building.

“Quality,” according to one definition, is ‘that which makes
a thing such as it is.”" Measured by that standard Cecilian
quality must be of the highest order. That is because, the
various channels by which it is wrought into our pianos, all
converge in the finished product to give the Cecilian piano
that distinctive appeal which genuine goodness always
imparts.

The war-time period of wise purchasing is ‘evident every-
where. People are seeking quality goods at moderate
prices. Cecilian pianos so meet that demand from every
angle that the Cecilian Agency is an asset to be reckoned
with,

See us at the Exhibition sure

The Cecilian Co., Limited

Makers of the World's First All-Metal Player-Pianos

Factory:
1189 Bathurst Street, Toronto 247 Yonge Street, Toronto

Head Office and New Retail Salesrooms :




\2285 Oh! T Want to Be Good, But My Byes Won't Let Me. .\
Whenton
He's Just Like Yoll M. 4O Connell
\2302 Buki San.  George Wilkon
1 Called You My Hweellm.-n Henry  Burr
A2t Sllenundunh Camphell wnd Huy
Ym\ Hnnolu]u Lewin und son
A2 Bvuyhud Jazzin It Colliy Harlu
When It's Gu(‘nn Day Back Mom! O Connell
A7 Just As Your Mother Was. Cumphell wid It

How Can l Furuel (When 'l‘hrle s So Mu
1 Law

her
20 There's s "Million Reasons Why T Shouldn't Kiss You
and
You'rs » Grest Big Lonesome Baby. M.
The Preacher and the Bes:
, Bike Dat Ghicken Pie '
ice to Get Up in the Mornin’, Frun iyis
! St B My Bed Cu Sunday Mornin
¢ Night Time In TLattle Ttalyponts
Kopp and Hanta
Hezekiah—One-step. 11l
Pizzicato Polka. (X ylop)
Patriotic March (X lpho
78 Lmlia Grey Home in the West, (i,
rlin' Charls Hu ~
\22%4 My Wonderful Dream.  Homer A
He Knows the Way. Hour
\2904 Onward Christian Soldiers. |
(a) Rock of Ages. (b) Jesus,
279 (a) N.m. Was a Lady
ng

Celiv, violin

h to Remember). It

Wheato

Evan Duvie

and - druny

Pl duet
and White Mavimba Band

Solo 1\\.410\,‘

Bell Duot)

Haurriso,

Koy
Lover of My Soul Muward n
(b) Come Where My Love Lies Dream

(b) Hard Tmm cun-n Again No More

violin g

() Olﬂ Dog Trny

and

Band
Putrol of

Army Calls

Cruits,
'l'h. Assembly of lhn Alhﬂl
» The Old Grey Ma.
Chamarita.

Prinee
Bund

Guido Deirg
Hind-Grenade Thrower March,
2288 Iedlry of Jigs. Intreducing
1o the ¢ it

Irish "Illll ( Banj

Guida Duir

ot 4, Kinm 1

INCH—81.60
\WTA llllmnll Kldluv Dne Step (Part 1 Introduciy Rt
ive ten 1o Mocking Rird Ol Bluek .1
iy oot Your O
Nnmn-l Medley—One-8tt, (Part 11 Intraducing My ol
Kentueky Hoine Mussa's in de Cold, Cold Grogud Tur
key in the Straw Dixie Prince’s Band
\SUTN Ynll e & Grand Old Flag—One Step Introducing The Yan
Prinee’s Band
arnndw::y Pox-Trot.  Introducing * Bouthern
o's Rund
n dtz. Introducing You Made the World For My
Prinee’'s_ Orchestra
Hawaiian Nights— Walts, 'rinee's Orehextrn
(] Whtn the Swallows Homeward Fly.  Oscar Seugle
e Dear Home l.uml Oscar Seugl
ABTT Amnncln Patrol.  Chicugo Symphony Orchostra
(a) ltur Spangled Bnnnu (®) America.  (hicagn Symphony
Orehestra
Advance List of Stan Records
Sole Canadian D The F Bupply
0., 261 Dllndll slrul London, Canada
Price
100 |, It's Time lar !:v‘uirr Boy to Be a Soldier. One step march, (Tier
ney)  Military Band
Till the Glnlldu Roll B: ’vum Oh Boy Onestop, intro
You Suid Something'" from **Have n Heart" (Kopn" |
Military  Band
10014 March Patriotic (ftusey ) tarr Military |
National Emblem March ‘|uu.\ tary ary Band 125
TH05 rw Yullr' onlry’ sud My len(ry (B¢ tenor with orch
e Charles Clyy
1 'l‘nm to Raise My Boy to Be a Hero (Huston) with
orch, w Charles Clark
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186 M

edley (( Chestor

March W Smith, conductor
Allll"‘l‘\ an ;’M\n} M {1 Che W Ntk conductor.
“n‘kemUp g AT ITTSRE ogen), Anis G S S
1 'Iln‘ Tango Should Change to o March, Little Girl (Furran
PR Here's gl W BB RN
llll;'\»';l:l U }‘ nald Hanley ' rowith reh Henry
4 Any Little Ull] (IAIA Make ll BA(’ Man Good Harris Hanley
Wiere Do We (.-u From ‘Hers, Boys? (Johnson and Wenrich),
How Tl‘(’lrﬂ No M()lt llnrmwny‘ x; l“(?‘;lle Sweet Home ‘h\lth“i‘
Al 'n.- World ‘Wil o' u..m T L LR T
Dunl am 008 B e i s Ve
Till 'Hu' cmuu.‘\ ‘erll‘ n; B T R use-Korn)
nor reh sthren Irving and Vernon Dal
i c‘-;." You Hear Me Caliing, Oaroiine iner.Roma), tenor
The Lv Hlme o MAble TMSosn. hmtons, i oo ms
12 One B) ('Ilf W(‘ e P.Allﬂllu Over Arvick and MeEwan |EHH»‘|‘
N«mmn ' m witl e I“ g Frederie Martin, 1 00
0 Havanola x trot (Froy), bar axophone und piane.  Van
The' ml of the Huum Oriental Rag Twostep (Guy), banjo
1017 TAL The Clouds Roll By, Frrrr o v One-step
u Naid Something from Have o Heart Kern)
Militurs Band
It's Time For Every Boy To Be a Soldier. uestep
In Witen Paé Holds' My et 4
Pamily Growp. " Fidecrs iy

Edison Blue Amberol l{e(';);ds for September

ONCERT LIST -$1.00 EACH

Hnmr

Sweet

Home. tohn Howard Puyne, soprano; oreh. aec
A\ Case
~ We'd Better Bide a Wee. (luribul contralt orch, ace.  Chris
tin |m v
ULAR LIST 70 CENTS BEACH
2660 My Yukmmnm oirl "The l‘uulng Show of 1917.""  Hurry Tier
h thur Field
7 Oh Whul Wulldulul 'I‘hlmvl hn! Little ﬂlll Can Do. Schuster
Hogau, buritone. orel Arthur
240 on n.e Party Line.  Mahoney- Wonrieh,  tons orch, ace,  Billy
1258 nom That Leads to Love. Irving Berlin, tenor: orch. uce, Man
el
252 W)JM American Are You? Alhert von Tilzer con
ralt e Helen Clark and Chorus
260 Whern Dn W! 00 Frnm Here? Johnson-Wenrich, baritone: oreh
ir Field
w nu Bpmt of Lxheny March. Sousa. New York Military
71 Invineile Bagle March. Sousa. New York Military Band
254 Johnson ‘‘Jass'' Blues—Fox Trot ¥ Arnold - Johuson;  for
Frisco ““Juss"" Bund
noy l‘nx Prot.derome Kern: for dane Joudas' 8o
ty
256 Oll Julmny Oh Julllmy Oh One-Step.  \be Olmun; for duncing
Yaudus' Society Oreliost
1250 sununms ol Your ﬂnnle w-m Lillian Ruy: for doncing. Juu
dus' Bociety Ore

) Aprll Smiles Wl]l:

Depret,  American Symphony Orchestra
47 Hawatian Dreams. Herhert B Marple.  Walkiki Hawniinn Or
choxt
j268 Old Hungarian Melody. Kucz Lucei.  Armand Veesoy and His
Hungurinn Orehestea
! Pirouette—Intermezzo. Hermun Finek

Peorloss Orehestra

(Concluded on page 101.)

Every Columbia Grafonola sold brings
on the spot, and then starts
record dividends.

(Write for “* Music

off on a steady non-stop run of

you one big profit right

Money,” a book ** fuil Columbia Graphoph
of meat’* for those dealers interested in Factory and Headquarters 4
quick and frequent turnover of capital.) Teronte 2

Canada
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His Master's Voice Employees Take a Day Off

So Does the Famous Dog

ONCE a year Nipper takes a day off.

original of the famous His Master's
The illustration shows how he startled that Voice when he
suddenly deserted his job of listening to g0 with the boys
and girls to Lavaltrie on Saturday, August 4
casion was the fifth annual picnic and excursion, of Ber
liner Gramophone Co., Ltd.

The day belonged entirely to the employees of the firm
The factory and the four retail stores were shut tight

Nipper is the
Voice picture

Nipper'' takes o

The employees, with their wives and fam'| es—large and
small—and prospective wives, swarmed aboard the steamer
“ Trois Riviers " long before it was scheduled to leave the
dock at 9 am, For once nobody was late. A monster
replica of Nipper adorned the bow of the ship, and the
Complny‘s flags streamed from the mast heads, indicating
that the boat wae theirs for the day.

A beautiful sail of two and one half hours down the ma-
jestic 8t. Lawrence brought the party to the quaint and
delightfully French-Canadian village of Lavaltrie on the
north shore, and through which the excellent macadam
motor road from Montreal to Quebec passes. A walk of
half a mile brought the excursionists to the grounds, easily
recognizable by the stately pines and beautiful maples,
it be parenthetically remarked that Harry E. Wimperly, of
Toronto, who was with the party, did not guess to a second
the time the boat would bump the wharf, though an excited
participant in this contest and in a conspiracy with the
ship’s master to win the prize.

A feature of the outing was the presence of a number
of Toronto retailers of His Master's Voice products, who
came down as the guests of the company under the effi-
cient chaperonage of * Tommy " Nash, manager of His
Master's Voice. Ltd., and R. H. Murray, of that firm, In
the Toronto delegation were: H. V Kautzman, Mason &
Risch, Ltd.; L. L. Merrill, National Piano Co., Ltd.; Ches-
ter Muckle, Heintzman & Co.; Paul Hahn, H. E. Wimperly,
“ Danny " Danielson, Geo. Griffiths, Parkdale Victrola Par-
lors; Tom Smith. and John A, Fullerton, Canadian Music
Trades Journal, and Messrs, Nash and Murray as stated,
With characteristic consideration the latter gentlemen had

at ten fifty-nine and a half,
Mr. Hahn was accompanied
playing of which he has

The train pulled out at eleven.
by his ‘cello, for the masterful
an extensive reputation,

an exceedingly valuable instrument.

duly convinced that the bulky case actually contained a
fiddle and not a human, A ripple of excitement was caused
when the owner of the fiddle found that by mistake he put
his pyjamas in lower nine, which was subsequently oc-
cupied by a woman passenger,

Altogether the party had a good time on the way, espe-
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cially Danny Danielson,
cents ahead

On arrival at Montreal the party
Windsor per orders of the hosts
Journal man, who gambled between a shave and breakfast
and lost. Also he lost the main party, the members of
which in their excitement of trying to find him in time to
catch the boat accumulated some very cutting and expres-
sive remarks which they let loose on rushing to the wharf,
where the object of their wrathful anxiety was serenely
waiting their arrival

Mr. Merrill, who Operates an extensive fruit ranch in
the Niagara Peninsula by way of recreation, getting to it
each week-end in his high-powered seven-cylinder Cadillac,
and successfully supervises the Victrola department of the
National Piano Co. in bus ness hours, after the picnic went
on down to Lowell Mass., New York, and other points.
Mr. Merrill has travelled all over the world and in some
parts of Canada. He particularly appreciated the occasion
He was by the *abandon” of the French-
Canadian employees, whose bubbl.ng enthusiasm was in
pleasing contrast to some of the more staid members who
did not know how to enjoy themselves quite so spontaneously

Tom Smith was the dark horse of the picnic ball game
That he was a semi-pro was kept from the opposing pitcher,
who sized him Up as an easy mark until he put the very

who finished up at 3 am. sixty

breakfasted at the
with the exception of the

impressed

Just as the ship was leaving Montreal

first ball clear across the diamond and a hundred yards
into the woods

Apart from Griffiths and the Journal man, Chaperone
Murray had no difficulty in keeping the boys together, and
once on the boat the former was safe, He was soon in
an'mated conversation with the most attractive girl on the
boat, having discerned her as unerringly as he picks the
hits of the month's records.

Mr. H. 8. Berliner, vice-president of the firm, probably
enjoyed the occasion more than any present. The success
of this annual outing in developing the loyalty of the em-
ployees, a better co-operative spirit of team work in pro-
duction and marketing, he considers more than offsets any
expense entailed.
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In the ball game he was the unanimous selection for
the job of umpiring. With a total disregard for the con
sequences that usually befall a ball “ empire " he accepted
the compliment, and while perhaps more sympathetic to the
benedicts, as they naturally need more sympathy de
livered his judgments entirely uninfluenced by the cat-calls
and jibes that the youth of the shop could not withhold, as
they were immune from being “fired " for anything they
might do or say that day at least. The result of the game
was so overwhelmingly in favor of the single men that it
would not be right to publish the score

Mr. Chilvers, general salesmanager, was here, there and
everywhere, seeing that the " eats”
buted, while Mr. White enjoyed the realization of the “joy
ful anticipation” with which he looked forward the
occasion. Mr. Sanders, chief of the recording department;
Mr. Avery, factory superintendent; Mr. Brown, manager
of the retail stores all helped to make the day a pleasureable
one.

The visitors had the pleasure of making the acquaintance
of Gus ftone t*e * Canadian Cohen,” who came

he

were properly distri

to

nto prom
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the Journal. These ladies had personally prepared a most
recherche repast on tastefully decorated tables in the woods
If the guests failed to adequately express their apprecia
tion in words they at least did so in their hearty enjoy
ment of the tempting viands

The distribution of the prizes was followed by games
and dancing until the boat arrived at her moorings in the
Montreal harbour, bringing to an end the best picnic
employees have had, and about which they will only cease
they to plan for

the

to reminisce when begin next year

outing

Ivan Caryll, the Anglo-Belgian composer, is in America
to write the music for the new production in which Fred
Stone will appear, under the direction of Charles Dilling
ham. Caryll composed the scores of * Chin-Chin,"” in which
Fred Stone and the late Dave Montgomery starred, “ The
Pink Lady,” “Oh! O! Delphine,” and other productions
Mr, Stone, it is reported, is working upon an ice-skating
specialty, which, as grotesque comedy, will compare with

his circus features in ** Chin-Chin."

fence: K. H
White Berliy

Murra Tomn N
v H. E. Wimp

Stunding
inence with the introduction of his first record, No. 216002,
and who was immediately recognized from his photos. Mr
Stone, however, who is known to his intimates as “Moses,”
persistently refused to recite, even for the visitors from
Toronto, While most gracious and obliging in other re
spects, Mr. Stone could not be induced to break his inflex-
ible rule to do no professional work on this red letter day of
the year to the great disappointment of Paul Hahn in par
ticular, who was looking for pointers on recording

The ball game was pulled off immediately after lunch,
followed by a string of contests for the little kiddies and
for the big kids. These included the old stand-bys, with-
out which no picnic could be a picnic, and some new
novelties. The distribution of prizes took place on the
return trip by Mr. H. E. Wimperly at the request of Mr
Chilvers, who called the assemblage to order on the main
deck, and in a few words told employees and visitors how
delighted the firm was to have them present, and that the
day had been so enjoyable to everybody

The executive of the firm and the visitors were enter-
tained at luncheon and supper by Mrs. Chilvers and Mrs.
Landermann, widow of the late treasurer of the company,
whose untimely decease in March last was chronicled in

Wab-Nee-Kee

The Journal doesn't know what Wab-Nee-Kee means
But as it is the name of the Muskoka home of N, H
Conley, of Mason & Risch, Ltd,, it probably means some-
thing about the owner always extending a cordial welcome
to other Indians. A recent week-end house party at the
Conley teepee on Lake Joseph included Mr. Brown, man-
ager of the Mason & Risch branch at Hamilton; Mr, Gray,
manager of the London branch, and Mr. John A. Sabine,
Music Supply Co. With commendable patriotism Mr, Con-
ley set his guests to work to help one of the local farmers
harvest his hay. The host clambered on to the mower ;
not that he really wanted the easiest job himself, but for
fear one of the visitors might get mangled in the ma-
chinery. At least this was the explanation offered. Any-
way the party was a success. The hay was safely stored
away before the next shower, and the farmer was pleased.
If the host did not inform his guests that it was his own
hay they were inveigled into raising blisters over how were
they to know?

In prosperity, prepare for a change; in adversity hope
for one.
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Q Introducing the New
Pathe Period Design Cab-

Inets.

q Marking the beginning of
a new era in Phonograph
construction,

 An epoch making event
of profound importance to
every Dealer interested in
increasing his sales,

Pl&?l“ﬂuqn’h“dmmfunb.
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The New Pathe
Period Designs

EHI new Pathé Cabinets are “objets d'art.”” Worthy

temples of the music that pours from them

A ML O A

MODEL NO. 40
Finished in Mabogany or
Fumed Oak In the development of sound-producing instruments, nothing has
Retail Price, $40.00 been more “ out of tune '—more dlsn{eranl—nlnre jarring—
than the plain—often ugly—boxes in which many makers housed
their instruments

It is, therefore, fitting that the Pathéphone, which has attained
such signal superiority in musical and mechanical directions,
should also lead the way in the beauty of its appearance.

Exquisite examples of furniture periods most famous in history
have been selected as the models for the Pathé Period Cabinets.
The result is a collection of instruments unique and beautiful

The Pathé period design cabinets place the Pathé agent in the
unique position of offering exclusively a line of instruments which
will appeal immediately to the buying public as being new,
classic and artistic and of extraordinary value.

Bearing in mind that the Public is no
longer going to be satisfied with com-
monplace designs, far-seeing dealers
are now ordering Pathéphones.

MODEL NO. 175 MODEL NO. 200 MODEL NO. 325
(William and Mary) (Queen Anne) (Louis XVI.)
Mahogany and Black Walnut Mahogany or Black Walnut Mahogany (lvory, Old Gold
Retail Price, $175.00 Retail Price, $200.00 -

to special order)
Retail Price, $325.00
Pathe Freres Phonograph Co. of Canada, Limited, Toronto.

T

1H=n
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The Pathephone is Supreme

—in Beauty

—in Musical Perfection

Qil N Europe, Pathé supremacy in the phonograph business has

been acknowledged for twenty years.

Here in America the Pathé name is rapidly assuming the same

significance,

Pathé accomplishment, Pathé quality, and Pathé service all give

the Pathé line an individuality possessed by it alone.

For many years the talking machine business in Canada has been

CANADIAN MUSIC TRADES JOURNAL

MODEL NO. 65
Mahogany, Golden or Fumed
Oak

Retail Price, $65.00

marking time, but now Pathé brings a vastly improved method.
The Pathé record is played with a round, polished, permanent

sapphire ball
wear on the record.

Consider these big Pathé advantages:

Ist. The Permanent Sapphire Ball—no dig-
ging, tearing needles to change.

2nd. Records that will wear thousands of
times.

3rd. An all wood tone chamber. Most tone
chambers are made of part wood and
part metal. The Pathe tone chamber is
constructed of all wood on the principle
of a violin.

4th. Pathe Tone Control—an ingenius de
vice enabling you to regulate the force
and intensity of sound at will

Sth. Plays perfectly all makes of records—
the Pathephone is equipped to play Vic-
tor, Columbia and ison records, as
well as the Pathe, thus placing at the

MODEL 250

(Sheraton
Anti, e B own

nlaid)
hogany

Retail Price, $.50.00

6th,

7th.

8th

9th

MODEL NO. 125
(Adams)
Mahogany or Fumed Oak
Retail Price, $125.00

Pathe Freres Phonograph Co, of Canada, Limited, Toronto,

There are no needles to change, and there is no

disposal of the purchaser not only the
extensive Pathe repertoire, but the com
bined range of records the world over
The exclusive period design cabinets
The greatest trade mark in the world—
seen by millions of people every day in
the leading picture shows of Canada—
couples up the Pathe agent with the fa
mous Pathe pictures.

A complete line of instruments rang
ng in price from $40.00 to $325 00—
a machine to meet the purchasing ca
pacity of every possible customer.

A repertoire of double disc
unique, comprehensive and
perfect

records,
artistically

MODEL No. 80
Mahogany or Fumed Oak
Retail Price, $90.00
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—and then

as if making full measure, " pressed down and
running over,” to all the other advantages the Pathé
agent possesses over his competitors, there are—

Pathe Records

The combinati of the Pathéph and Pathé
records cannot be equalled, and Pathé agents wel-
come iti fident of the ulti result.

Firstly the music produced by the Pathé method of
recording with its broad sound waves, together with
the reproduction by the Sapphire Ball, is full, rich,
natural, undescribably sweet.

Secondly the Pathé Freres were the first phonograph
manufacturers in the world to employ high-priced
operatic talent. Many of the great Pathé artists are
favorites in America. Equally well-known and in-
cluded in the Pathé library are such internationally
famous artists as:

" ; Muratore Ancona Urlus
A magnified view of the 2 £ .
Pathe Sapphire Ball, Giorgini Bonm-eg‘n- Noteb
compared with the usual Ober Constantino  Bassi
steel needle. Albani Journet Didur
This explains the ever- Sammarco Burrian Bispham
lasting  wear and su- De Cisneros Slezak Ganz
PRI S, Fitziu Thibaud Althouse
———————— Cavalieri Titta Ruffo Howard
% Progressive merchants aré invited to send for
tal and fidential booklet, * A Word With
You."

Write Now—to-day.
Don’t wait until your territory is awarded to
your competitor,

Patheé Fréres Phonograph Co. of Canada, Ltd.

Factories and Head Office:
4-6-8 Clifford Street, TORONTO, Canada

Western Distributors: R. J. Whitla & Co., Winnipeg, Man.
Maritime Province Distributors: H. L. Hewson & Son, Limited, Amherst, N.S.
C. W. Lindsay, Limited, Montreal.
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Extract From Dealer's Experience in Borrowing
From the Bank

Told at the Edison Dealers' Convention

In the first place, if you want to become a borrower it
is necessary that you stop selling talking machines on the
ridiculous terms of five dollars down and five dollars pe:
month, and see that every lease that you do make that goes
over a period of sixty days draws interest from the date
of sale,

Before coming here I consulted the cashier of one of
the banks of whom I borrow in reference to his attitude
on straight phonograph leases. He seemed rather inclined
to view them more favorable than piano leases. Our method
of borrowing is to make a note for whatever amount we
need, listing all the leases that we desire to place against
this loan the names of the customers and the amount ¢’
the payments to be paid monthly, as well as the balance
due us on the lease. Against this amount we pay a stated
sum monthly, which, to our m'nds, saves a great deal o
bookkeeping, and is much more satisfactory to the bank,
as they do not wish to be bothered with making collections.
You will find this to be the attitude of the average large
bank.

Records on Approval
Providence Dealer Outlined at the Edison
Dealers’ Conveution
We find that the most successful way has been to make
a duplicate memorandum of the records the customer
selects—putting the duplicate form with the records, and
showing, not only the numbers of the records, but the sales
man’s name, and date, and printed on the memorandum in
large type a notice reading:

“INVOICE WILL BE SENT FOR RECORDS NOT
RETURNED IN 48 HOURS."

This notice was one that we worked out after tryin;
many other notices not quite o much to the point. We try
not to give out any more records on approval than we can
help, and those getting them are customers who have proven
that they will take proper care of them.

80 as to have the fullest use of our stock of records, we
telephone to such customers as we know will act promptly,
and get them to g0 over the list and have them returned
to us by the time the list reaches the other customers
through the mail. In this way we make a better use of our
stock, and we please quite a few of our customers, who
consider that they are specially privileged. 1 thoroughly
believe in the approval system,

Fractice of a

Another Convention Suggestion on Records on Approval
by a Connecticut Dealer

The selling of any kind of records on the approval sys-

tem is only another way of merchandising. After eleven

years in the general music and talking machine business,

A man should hear a little music read a little
poetry, and see a fine picture every day of his life,
in order that worldly cares may not obliterate the
sense of the beautiful which God has implanted in
the human soul.—Goethe.

mt i

we are “cranks,” bugs if you please, on the approval sys-
tem. In order to be able to do this successfully it is rieces-
sary that a few general rules be followed,

If you came into my store to-day with a list of records
that you desired to take out, we would make out an ap-
proval slip in triplicate. This would be taken to our
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cashier, who, with the aid of our cash register, would
certify it, and on the top would appear in duplicate the
clerk's letter, the amount of the transaction, sale number
and the date. Upon referring to the register we could ap-
proximate the hour. Now upon returning these records,
the ones not kept, and we will presume that you have for-
gotten your slip, we will go to our approval file where
these slips are kept in alphabetical order and check up,
crossing off the numbers that have been returned, leaving
the numbers open that have been retained. This is again
taken to our cashier, who rings up the amount of the sale
either in cash o ras a charge, and under another heading,
“Approvals In," he will ring up the total amount of the
records returned, which, if deducted from the approvals
out, will give you the value of the records on approval at
all times,

When the Canadian Government issued its war
loans. accept ng the amount subscribed in install-
ments. It wes a recognition of installments as a
legitimate selling method.

In addition to this, if a record shows a slight imperfec-
tion when going out we put a small X opposite the number
of the record, and whether it is the A or B side, and if
more than one imperfection an additional line is put through
the X. Further modifications of this system can be used if
desired.

One drawback to the approval system is that it leaves
a great number of opportunities for arguments with your
customer, and in connection with this 1 notice that a great
many stores advertise that the customer is always right, to
which personally I take exception. 1 find very often that
a customer has greater respect for you if you call his at-
tention to the fact that he has violated a fair business deal
than if you had let him have it all his own way. If he
would persist in the same attitude you are better off with-
out him as a customer than you are with him,

We place a limit of three dollars on the value of any
record taken out, and right here I presume some of you
who do not think well of the approval system will ask:
“How is it that you can send out a three dollar record and
not a five dollar record? " 1 will answer this question for
that person just as soon as he answers me the following :
“How is it that he can send out records on approval with
an instrument when it is first purchased and nat no other
time? " In other words, if it isn't right the first time, how
can it be right the second time.

J. F. Sherlock Returns From East

Mr. J. F. Sherlock, of Sherlock-Mlnning Piano and
Organ Co., London, has returned to headquarters from a
trip through the Maritime Provinces. Mr. Sherlock was
delighted with the reception of his many eastern friends,
whom he had not visited for a couple of years. The orders
sent in by Mr. Sherlock indi that busi diti
in the east are good.

W. N. Manning,
Toronto recently, w
mind concerning the fall

of this firm, seen by the Journal in
in his usual optimistic frame of
outlook. The scarcity of men, he
stated, continues to be the great problem of the manufac-
turer. Notwithstanding this his firm, in accordance with
the movement to secure help for the farmers, promptly re-
leased any men in their factory who wished leave of ab-
sence to help with the harvest,

Great occasions do not make heroes
simply unveil them, showing what they

or cowards; they
have become.
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THE BRANT-OLA

FOR FALL AND WINTER TRADE {%%&5

THE BRANT-OLA

With deposits of over 900 million dollars in the Sav-
ings Banks, with the per capita assets of our people
higher than ever before, and with the greater realization
that music is a home necessity, the phonograph business
must assume big dimensions from now until Christmas.

Demonctrate the Brant-Ola and you have the prospec-
tive buyer's interest right away. There is a tone, a
volume, and a truenese about the reproduced music that
“gets” the listener every time. The ordinary ear cannot
fail to respond, and if the one you are seeking to in-
terest is a musician, he or she will appreciate the faith-
ful reproduction all the more.

The Brant-Ola i not sold on the basis of cheapness in
price; it is not on the market as a side-line; it is not
recommended to catch the bargain-hunters.

—It meets the demand for an instrument that will give
one the advantages of real music, the great vocalists, the
leading violinists, orchestras, bands, choruses, pianists,
humorists,—it sells because it will do these artists full
justice in any person's home. The Brant-Ola harmonizes
with the furnishings of the wealthiest homes, it har-
monizes with the musician's opinion of what good music
should be. The Brant-Ola stands out as a profitable
line to handle, an easy seller, and worthy of your repre-
sentation in every way.

Style “A,” $130 There is no time like the present to start.

Brantford Piano Case Company, Limited

MANUFACTURERS OF THE BRANT-OLA
Brantford . . Ontario

R 0
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BRANT - OLA

———AND
CUSTOMER - CONFIDENCE

The other day a group of phonograph men were talking shop. One said

" There is no business to-day more dependent upon customer-confidence than
ours.”

That is true. Few people know anything about reproducing devices, sound
chambers, motors, cabinet finishes, etc. but they rely on a good name and on
their friends’ experiences for their guarantee of satisfaction

The great number of people who have Brant-Olas in their homes, and are get
ting the cost price out of them many times over in real pleasure and profit
are creating a field of unlimited possibilities for Brant-Ola dealers. Here i
your opportunity.

The Brant-Ola plays every make of disc record. It gets all the music out of
every record. It is finished right. It is equipped with the fine t parts to be had
on the continent The cabi
nets are made in our own
piano case factory by men
who are experts in the fine RS ey
work of piano cases

i"-‘i‘i‘i‘ h Write to-day for all particulars

. 7
OOOOONN

f th> Brant-Ola proposition OOOOOO0
'xoxtxo;'- | : DOOOOO
ATATATALAY. n $0000000,
, RO

|

Style “C" $65

Style “B,” $90

Style “D,” Louis XV., $200

Brantford Piano Case Company, Limited

MANUFACTURERS OF THE BRANT-OLA

Brantford - - Ontario

e T
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Columbia Co
The Columbia Graphophone Co

Introduces New Art Models

has announced the ad

CANADIAN MUSIC

dition to its line of Grafonolas of a series of art cabinets
This line of art models was designed in order to accom

modate the fast growing demand for period
cabinet musical instruments to harmon ze
with the furniture and furn:shings of dis
tinctive periods At the present time
period furniture is in considerable vogue
and the new Columbia art models are in
keeping with the quality of Columbia pro
duct

About a year ago the Columbia Co. de
cided to design a line of art model Grafo
nolas, and with its customary progressive
ness gave close attention to every detail
before the actual designing was inaugur
ated. Prominent designers were engaged
to submit sketches, and every model is the
result of extended time and thought

No expense or effort has been spared
to make the Columbia art models repre
the most accepted ideas in
mechanical

sentative of
period furniture,
equipment includes all the qualities that
have been such a factor in Columbla suc
cess. The line of new art models con
sists of eighteen distinctive designs, all of
which are operated by electricity. Six of
Elizabethan,” * French Gothic,’
* Early English,” “Adam William and
Mary,” and “ Charles I1." The last three
mentioned are here illustrated

while the

these are *

Adam

Until the time of the Adam Brothers (about

TRADES JOURNAL

In examining the Columbia Grafonola above it is easy

to see that the Adam idea was_to paint designs after the

manner of inlay though achieving more grace

indeed

some modest degree of chiaroscuro

charm, and

1750) the

chief method of decorating furniture was, of course, carv-

ing, so it will be imagined with what agreeable surprise

and astonishment the pictorial

ceived

embellishments were re-

The finish used is a fine black enamel,

fretted metal pulls are of oxidized brass,

There

s accommodation for 8o records

and the little

Horn opening has grille with disappearing panel

William and Mary

Chippendale was so much impressed by cabinets and fur

niture in this manner

which were brought over from Hol-

lend by William in 1689, that he took them for h's models

following the lines and curves in work of lighter character
Despite the weight of the cabinet part of this Columbia

Continued on
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Will increase your

Fall and Holiday Sales

Unico Department of Heintzman & Co. Limited, Peterborough, Ontario

are shipped promptly from stock. Ten exception=
al designs. Standard or special finishes. Completely glazed
and fitted before shipment.

is patented in Canada and the United States,
both as to Construction and Design.

is in use from Halifax to Australia.

include Sound Insulation, Dust
Proofing, Sectional Interlock, Patent Assembling without
screws or nails,

The Unit Construction Co.

31st and Chestnut Streets

Philadelphia . U.S. A,
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Starr Q U A L l T Y Starr

Phonographs : Records

An all-wood horn and throat of finest quality Adirondack silver grain spruce,
colors the overtones until you have a reproduction of unrivalled purity and natural
ness of tone.

The Real Difference is in the Tone

Plays all Records Perfectly, Tone Arm of Brass
E I Short travel and few turns
Some sound-box diaphrams for sounds. Brass least af-
reproduce high notes well,  —— iy sS— fects sounds. Powerfully
?)}ll are poor on low notes. 1 - - == pure tones, untinged, un-
The Starr Reproducer handl- diminished, thus travel on-
es all tones equally well. ward

1]

K

Turns Owners into

‘|‘ Puts the Spark of Life

Enthusiasts I into Dead Trade
f |
SINGING THROAT OF THE STARR
SELL A STARR AND  [|ucsstscncet rom giver grun sy || THOF® lo good Profit in the
The music wood of centuries. Starr Agency. This field
GAIN A FRIEND hasn’t been scratched yet.

Here is a phonograph that is distinctly different.

Starr phonographs and Starr records offer the dealer exclu-
sive features found in no other one make.

STYLE 111 See our exhibit at Toronto Exhibition, next to Arts Bldg.,
in Phonograph Row. J|

The Canadian Phonograph Supply Co.

JOHUN A. CRODEN W. D. STEVENSON

LONDON 261 Dundas Street CANADA

Starr ' | Starr
Records Phonographs
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Starr v A L U E Starr

Phonographs ' Records

There is Beauty  There is Quality  There is a Wealth of Tone

By this combination of ex- The Starr is a good instru-

terior beauty and tonal ment to handle, because

charms the Starr products it inspires confidence and

have steadily grown in the is a business builder in the

estimation of the trade truest sense

The Right Road to

The Handwriting
More Profits

on the Wall

In addition to a quick sell-
ing phonograph of merit
we offer the dealers a fine
line of Starr Records

Says —Find out
about the

Starr

———
It

means

WM. AND MARY STYLE VI

Isn't all that worth spending a little time to investi-
gate? All we ask is an opportunity to put our
proposition to the test.

It has won out before. It will win out again.

STYLE vill
ADAM INLAID

STYLE IX
SHERATON INLAID

—

—_—— |

Will your Fall sales start off with snap and speed and keep up the pace, or will they lag,
despite your best efforts? Reap the benefit of increased sales through Starr quality and
value now—at the season's start,

Full line of Starr Phonographs and Records at Toronto National Exhibition, near the
Arts Building—Phonogmph Row.

The Canadian Phonograph Supply Co.

LONDON 261 Dundas St. CANADA
Starr Starr
Records Phonographs
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SERVICE Starr

Starr
' Records

Phonographs
Truly might the word Service be shown in
black faced type—underlined—emphasized

and burned in, as it is second only in vital
importance to quality when applied to a
phonograph.

Starr Service will Gladden the
Heart of the Dealer

Starr Phonographs and Records are products '
of the old established gﬂ

STARR PIANO CO., RICHMOND, IND.

(Established 1867

One of the most complete phonograph or-
ganizati in the busi being one of the
only two companies in America manufactur-
ing phonographs in their entirety.

50 years of musical instrument manufacturing knowledge to their credit.
Starr Phonographs are not assembled, being manufactured from the improved sliding shoe
to top lid, including motor, tone-arm, sound-box, turntable, case, etc., etc., in the Starr
Piano Company's immense factories, as shown below.

Factories behind the Starr proposition, covering 35 acres of land, with 384,687 square feet of floor space

Annual output—phonographs 40,000, records 1,500,000. Our London, Canada, warerooms
are now loaded to the roof, and we are arranging for a car load of Starr phonographs every

ten days, so
Starr Dealers will get Prompt Service this Fall
When Service Means Money

Visit our exhibit at Toronto Exhibition, north end of grounds, near railway tracks, opposite
Arts Building, Phonograph row.

The Canadian Phonograph Supply Co.

LONDON 261 Dundas Street CANADA
Starr * wad] Starr
Phonographs

Records
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(Continued from page 80.)
Grafonola the feet are planted on the ground with an ap-
pearance of no solider touch than that of a fawn's hoof.
The bell motif is carried out both in a utilitarian and deco-
rative way.

Walnut is the wood used, with oaken panels. Note how
harmoniously the little oxidized brass pulls g0 with the
general scheme.

Accommodation for 8o records.

Horn opening has grille with disappearing panel

Charles I1.

The original of this Columbia Grafonola was made in
the reign of “ The Merrie Monarch,” Charles 11

It, of course, falls under the head of Jacobean, but it is
rather lighter in general air than much Stuart cabinetry and
cupboards. The neat hardness of the carving has an ex-
quisite, attenuated beauty; a clear, delicate emphasis reveals
itself from every angle of survey.

The patina of time is polychromed on to the surface
with an adequate sense of restraint. Oak is the wood used
The grille is backed with a soft-tone silk

A companion piece is supplied for record storage.

VANCOUVER TRADE REPORTS

THERE is a genuine feeling of satisfaction expressed by
the music trade fraternity of this district. All agree

that the improvement, if slow, is steady, and that so far this

year's showing is much better than that of last year,

Mr. Bowes, of the Bowes Music House, Hastings Street,
reports a considerable increase in his piano trade since
centring his energies on that branch of the business.

Mr. Switzer, manager for Fletcher Bros., Granville
Street, at the time of writing was away on his vacation,
which he was spending on the Veeder River in the Chilli-
wack district, being an ardent sportsman with the rod and
line. We learned that business had been very fair with this
firm despite it being the holiday season. In keeping with
the season the shop window had been turned into a minia
ture camping ground. A small tent with fully furnished
interior, in which a talking machine held a prominent place,
being the principal feature. The design was effective.

Mr. Kennedy, manager for Mason & Risch, Granville
Street, reports that he was well satisfied with business
done during the past month. Mr. Kennedy states he re-
cently received a letter from Mr. Grimsdale, formerly a
member of the collection department of Mason & Risch.
Mr. Grimsdale left Kingston, Ont., with his regiment a
short time ago for the front, arriving in London just in
time to witness an air raid on that city. He says that
though they have plenty to eat the rules are very strict
as to waste,

Walter F. Evans, Ltd., whose new store is a few doors
south of Messrs. Fletcher Bros., brings the passerby to a
standstill through giving a full view of an exceptionally
charming and tastefully decorated interior, cool and in-
viting, and where the few beautiful instruments displayed
have ample room. Mr. Evans, who was very busy, said
business had increased with him considerably since enter-
ing the new store, and he believed there was every pros-
pect of it continuing to do so.

From Mr. Wm. Thomson's establishment on Robson
Street we learned that July had continued the improvement
registered for June, the amount of business having con-
siderably increased.

The accompanying photograph is of R. V. Gould, who
has recently enlisted with the Artillery and gone overseas.
This picture is a small testimonial of his enterprise. Mr.
Gould recently made a trip through the Cariboo district of
B.C. with a motor car, and in course of his trip tuned
pianos for all of our customers and many others. As a

side line to his work he took along a Columbia Grafonola
with a view to picking up orders. The results of Mr,
Gould's two and a half months were so satisfactory that
even the strenuous exercise the picture indicates was justi-
fiable. In this instance Mr, Gould carried this Grafonola
for three miles through the woods in order to demonstrate
it to a crippled lady with the happy result of securing her
order. “This is the stuffl needed in men for the front,”
said the manager of Fletcher Bros, “and although we re-
gretted losing Mr. Gould, who was one of the most com-
petent tuners we have ever known and certainly an expert
on player work, to say nothing of his wonderful salesman-
ship, which he has exercised on all occasions, we recognize
the higher demand of his duty to our country.”

Before leaving the members of the staff presented Mr.
Gould with a handsomely engraved illuminated dial wrist
watch as a testimonial of their kindly feelings to their fel-
low employee. * Harry,” as he is popularly known, will
have no trouble making friends or making good.

This makes five members of Fletcher Bros.' staff who
have left for active service in France, the other members
being F. G. Switzer, who has since been decorated with the
military medal, and nephew of Mr, T, A. Switzer, managing
director of the firm; F. G Lewtas, J. F. Paul, and Lieut.
J. 8. Dagger. Mr. Paul and Lieut. Dagger have both been

Mr. R. V. Gould

wounded. The balance, fortunately, are still able to carry
on. Every good wish is extended to Mr. Gould by his col-
leagues in the trade for his safety and success.

The Kent Piano Co., Ltd., report a continued good de-
mand for used pianos, and a steady improvement in both
piano and phonograph departments. Regarding the Edison
department they state: “ The sales for July were practically
up to last year, and our total year's business in this de-
partment shows a gain over last year, which year was one
of the largest we have had for some five years. Our firm
have already got considerable stock ahead against our fall
orders, and, not having enough room on our premises to
put this Christmas stock, have had to store same in a
bonded warehouse. With the exception of the oaks we
have a fair representative stock ready for fall trade, and
the way things are looking up do not consider we have
enough on hand to supply all our requirements, as the
freight troubles are making deliveries very uncertain,

“Qur sales for July kept up mainly on account of the
policy we adopted last year, which was that there is no
bad season for our goods and that business is just as good
as we make it. We know that the drop off in July and
August sales is not due so much to the public as to the
fact that the storekeepers in general consider these holiday
months and do not put forth their best efforts, nor do they
advertise as extensively as they do in the Fall. In con-
nection with our advertising, following out this policy, we

s —————
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FOR FALL TRADE
The Symphonola

The Phonograph That Plays
All Makes of Disc Records

SYMPHONOLA Remember your experience last year, the year
“JUNIOR " before, and other years. You lost business be-
NESED cause YOUR ORDER WAS NOT IN. Let

W D 193 the SYMPHONOLA take care of you this

year. It has the quality, and look at the price
Finished in
Fumed Oak $30.00 - .
Mahogany $33.00 building our own cabinets; that means we

Also, you can get prompt delivery. We are

have them when we want them, and we are

getting cabinets ahead to be ready for the fall
When in Toronto for the rush. It is to your interest to give us an idea
Exhibition of how many you will need.
make a point of visiting the ’
Sy « a ‘acto r
I}:H:;‘I:I':)(;ll(:nu:-: : I"idmlr::el:' Canadlan SymphonOIa Co'
See where it is made Limited

TORONTOC 31-37 Brock Ave. CANADA

SYMPHONOLA
“ PREMIER "
STYLE “D"
Width 19%4 in. Height 43 in
Depth 21V4 in
Finished in

Fumed Oak $95.00
Mahogany $98.00

SYMPHONOLA
“ EMPRESS "
STYLE “C”
Width 17V in. Height 40 in
Depth 1914 in
Finished in

Fumed Oak $75.00
Mahogany $78.00

“ PREMIER "
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FOR XMAS TRADE
The Symphonola

The Phonograph That Plays
All Makes of Disc Records

You will need the SYMPHONOLA for Christ-

mas business. You know that fall and winter SYMPHONOLA

phonograph demand will be greater than ever. “POPULAR "

The time to meet the rush is before it is here STYLE “B"

Look these six designs over and get in touch Width ’|7)"' g I””“'” 17 in
epth 19 in

with us,

Finished in

Canadian Symphonola Co. Limited Funed Ouk $40.00

Mahogany $43.00
TORONTO 31-37 Brock Ave. CANADA

WHEN IN TORONTO SEE THE SYMPHONOLA
AT OUR OWN FACTORY AND HEAD OFFICES,
OR AT LONG'S PIANO WAREROOMS 406.408
YONGE STREET,

SYMPHONOLA
“LOUIS DE LUXE ”
STYLE “F»

Width 21 Vjin. Height 4814 in
Depth 23 in
Silk Plush on Turntable
Gold Trimmings

Finished in
Burl  Walnut

or  Mahogany
$180.00

SYMPHONOLA
“ COLONIAL ”
STYLE “E”

Width 20 in. Height 46 in
Depth 22 in

Finished in Fumed Oak
Nickle Trimmed
$140.00
Finished in Mahogany
Green Plush Turntable

Gold Trimmings
“ COLONIAL $148.00
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do not cut down our advertising for June, July and August,
but rather keep it going steadily with a slight increase in
space, and we have found that this has enabled us to keep
our business very steady rather than showing a great slack-
ing up for these months.”

WINNIPEG TRADE TALK

WINNIPEG Piano Company report sales and collections
less active. They had the pleasure of a visit from
Mr. Chas. Ruse, of Gerhard Heintzman, Ltd., on h's way
west, and Mr. W. N. Manning, of the Sherlock-Manaing
firm at London, also Mr. Field, of the Saskatoon Piano Co.,
on his way east for a vacation. r. McColl was at Bran-
don Fair in charge of their exhibit, and reports good busi-
ness and splendid prospects.

Mr. Frank Smith, manager of Whaley Royce & Co.,
Winnipeg branch, was in the middle of stock taking when
the Journal's representative called. Mr. Callahan, the
firm's representative, is now on his western trip, and judg-
ing by the orders received from him he is having a very
successful trip.

Mr. John A. Croden, of Canadian Phonograph Supply
Co., London, Canadian distributors of Starr phonographs

CANADIAN MUSIC
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ern Gramophone Co. and calling on the western trade with
very good results.

Mr. Scrafield, latterly with the Winnipeg branch of His
Master's Voice, has left to join the stafi of their Toronto
house.

Mr. E. J. Gollop, who opened the Winnipeg branch of
Whaley Royce & Co. some years ago, and who, until his
departure for the coast some six years ago, was manager
of the above firm, is in the city for a short time renewing
old acquaintances

The Melotone Talking Machine Co., of 235 Fort Street,
is now a distributor of Par-O-Ket records in Winnipeg.
Mr. Laurie, who has just returned off the road, reports
very good business.

Mr. E. A. V. Mitchell, who is in charge of the Doherty
Piano Co.'s collection department, is very well satisfied
with collections for month of July.

Mr. Roland C. Willis, well known to the Winnipeg
trade, and who has been with the Doherty Piano Co. for
some years, is leaving to take charge of the piano and
phonograph departments of the Percival Piano Co. of Ot-
tawa

Mr. C. B. Moore, of R. J. Whitla & Co., wholesale rep-
resentatives for Pathe goods in Western Canada, reports

and records, spent several days at the Royal Al d

the ing of new agencies. He is quite grati-

here demonstrating samples that he brought with him. Mr.
Croden purposed going through to the coast.

Cross, Goulding & Skinner have recently added three
very spacious record selling rooms to their department.
This gives this concern one of the largest talking machine
departments in Western Canada. They are still handling
the Victrola line, and state that they pin their faith to the
superior excellence of this talking machine over the great
variety that are now invading the market. The record of
piano sales so far this year exceeds by a very liberal margin
all previous years' records, reports Mr. A. P. Bull, manager.
Prospects for business during the balance of the year are
very bright.

Mr. O. Wagner, manager of the R. §. Williams Co.,
Ltd., western branch, has just returned from a three weeks’
business trip. While away Mr. Wagner attended the Edi-
son dealers’' convention, held at the Waldorf Hotel, New
York. The R. 8. Williams Co. have no complaints in re-
gard to business for the month of July.

Mr. H. L. Conlin, representing " His Master's Voice,
Limited,” through Ontario for some years, and latterly with
the Berliner Gramophone Co. of Montreal, has come to
Winnipeg in the capacity of manager of the firm's Winni-
peg distributing house, The Western Gramophone Co.

Mr. Harold W. Des Bri who has travelled the west-
ern provinces for some yea s now representing the West-

fied with the new period designs just brought out by the
Pathe firm.

Messrs. Babson Bros., dealers in Edison phonographs,
have redecorated their premises at 355 Portage Avenue.
Decorations are in a two-tone gray effect, which look most
inviting and cool these hot days, and which adds greatly
to the lighting effect.

The Karn-Morris Piano Co. report both business and
collections as fairly good.

The J. J. H. McLean Piano Co. exhibited at the Bran-
don Fair, July 16-21, with good results. Mr. Hemphill and
Mr. Gust were in charge of the exhibit.

“ Outlook for fall quite promi in the
business,” is the report of Mr. Joseph Tees.

The Western Gramophone Co. are having a big demand
for Victor record “’Til the World is Free.” It is proving
2 big seller.

The Fowler Piano Co. report the sale of a concert
Knabes grand to Mr. Arnold Bond of Winnipeg. July, al-
though extremely hot, did not prevent the Fowler Piano
Co. from getting their share of business.

Mr. W. 8. McClelland, of Melville, Sask.; Mr. Mc-
Naughton, of Mountain Park; and Mr. L. Erk, of Gretna,
Man., dealers in “ His Master's Voice " products, were re-
cent callers at the Western Gramophone Co.'s parlors on
Lombard Street.

h b

The completeness of the Columbia

are
ignored.

(Write for ** Music Money,"" a book ** full
of meat’ for those dealers interested in
quick and frequent turnover of capital.)

popularity; the fair and solid policy of the Company—these
three good reasons why the Columbia line cannot safely be

Cilsibls Cusabink
Factory and Hrnldqulvlau
Toronto - - Ci

line; its rapidly grow.ng
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** Orders coming along satisfactory all through the west,
and the needle situation easier,” is the report of the Col
umbia Graphophone Co.'s Winnipeg branch.

The Mason & Risch piano staff are kept busy, a num-
ber of the staff being away on holidays. Collections are
reported as normal, and business up to the average.

Whaley-Royce Doings

The staffs of Whaley Royce & Co., Ltd., at Toronto and
Winnipeg, have just celebrated another successful year of
that firm's existence in the usual way—stocktaking. The
Journal man's observation convinced him that the results
were gratifying to the president of the firm, Mr. Era
Whaley, and his various lieutenants

Concerning the year's operations the firm especially
mentioned the extreme advance in cost of paper, making
higher prices for sheet and book music inevitable This is

Whaley-Royce

New Trinmph'' long model *‘Tmperial'' Bh Cornet

a suggestion that the retailer will readily appreciate whe-
ther he acts upon it or not. One shrewd buyer among the
customers of Whaley, Royce & Co., Ltd., purchased no less
than seventeen cases of their publications in anticipation
of revised prices. Mr. T, E. Callaghan, of the firm's head-
quarters staff, who usually gives the Winnipeg branch some
assistance in covering the territory, is meeting with good
success. Orders coming in indicate that they are only
limited to the firm's ability to secure the goods with which
to fill them. Mr. Callaghan expects to return to Toronto
in time to meet and greet his friends from his own terri-
tory who usually take in the Fair.

The reentering of the W. nnipeg branch into retail trade
shows that the people of that city have not forgotten the
house. Many of their former customers have found them
out, and are again making the Whaley-Royce store their
rendezvous.

“We're From Canada " was played by Sousa's Band on
the Saturday and Sunday of that organization's visit in To-
ronto. Naturally the authoress, Miss Humble, and her pub-
lishers, Whaley, Royce & Co., Ltd., were gratified with this
selection of the famous band. It also gave an already good
seller increased impetus.

Soon dealers will be receiving the new Fall Bulletin
listing the lines that offer the least resistance. This Bulle-
tin, attractively printed in the company's own plant, con-
tains suggestions re popular hits and popular books that
dealers can readily convert into cash.

Whaley, Royce & Co., Ltd., will have a display at the
Fair as usual, and will have a warm welcome for visitors
at their store, 247 Yonge Street.

Will—‘Havc a Tent

Starr phonographs and Starr records will be exhibited at
the Toronto Fair by the Canadian Phonograph Supply Co.,
of London. This year it has not been possible to give the
talking machine industry accommodation in any of the
buildings, but space near the Arts Building has been allotted
on which the various firms may exhibit in tents,
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Saw How Toronto Has Grown
Mr. Charles Culross, a native Torontonian, who is mak

ing good in the music trade in Montreal where he is well
known, stopped off to visit friends in this city on his way
from New York. While here Mr. Culross and friends had
an opportunity, through the courtesy of Mr. E. van Gelder,
of 1. Montagnes & Co., Sonora distributors, which line Mr
Culross handles, of seeing how the Queen City has grown
Mr. van Gelder put his Studebaker and chauffeur at Mr
Culross’ disposal

Stocked Up With Sonoras

“Ample stock to take care of all orders " is the way I
Montagnes & Co. describe their state of preparedness to
meet the fall demand for Sonora phonographs, for which
lines they are exclusive Canadian distributors Messrs.
Montagnes & Co. have decided not to display thelr line at
the Fair, but will have a complete d'splay at their own
salesrooms in the new Ryrie Build ng, Yonge and Shuter
Streets.

Symphonola Co. Invite Visitors

The great increase in talking machine bus.ness has re-
vealed a weakness that has been a real obstacle to Can-
adian manufacturers, viz, a shortage of cabinets. Enlist
ments and munition plants have made heavy drafts on or-
ganizations in piano and cabinet plants. The men taken
are replaced with the greatest difficulty, and at much higher
wages, or not at all. The problem of output has become
acute.

Canadian Symphonola Co., Toronto, Ltd., early in their
career faced this cabinet problem and decided to make
their own. Consequently a factory and plant were pur-
chased. The illustration gives a bird's-eye view of the
factory, which is at 31 to 37 Brock Avenue, a few minutes’
walk from the Exhibition grounds

Music dealers are invited to visit the Symphonola fac-
tory at Fair time, or at any other time they may be in
Toronto. If more convenient the Symphonola may be in-
spected at the piano salesrooms of Wm Long, 406-408

View of Canadian Symphonols Co.'s Plant
Yonge Street, where the full line is on display.

Mr. Long is president of Canadian Symphonola Co.,
Ltd., and is giving the production of the goods his personal
oversight. As a piano man of long experience, and in close
touch with talking machine trade development, Mr. Long
is thoroughly convinced that the proposition of his com-
pany will appeal to any dealer interested in a permanent
trade building line.
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Here Is A Phonograph That Plays
ALL Records

W E present to the musically appreciative public the final development of the phonograph

~—not as an interesting mechanical achievement, but as a musical instrument. The
Brunswick Phonograph marks an epoch in the development of the science of sound repro
duction, and brings to you the result of years of scientific research work on the part of the
Brunswick-Balke-Collender Company of Canada, Limited, whose inventive genius and know-
ledge of the higher forms of Cabinet work has led the world for over seventy years,

The
BRUNSWICK

i)

Brings All Artists

IN every corner of Canada the Brunswick Billiard Table has for years been admitted by

all to be the best in appearance, durability and playing qualities. Brunswick Bowling
Alleys are used almost exclusively in every Y.M.C.A. Club and Public Alley in Canads,
and are the choice of all National Associations for their tournaments. The same standard
of quality will be embodied in the Brunswick Phonograph, and dealers may expect a ready
response from those who desire the best.

The Brunswick Phonograph combines every genuine advance in musical value with all the
mechanical improvements of permanent worth, and combines in one splendid instrument the
means of faithful reproduction of every medium of
musical expression given by art to the human race.

The problems of faithful sound reproduction and
flexible tone control have been solved with such
finality that in its performance the instrument re-
moves itself from the consciousness of the hearer,
leaving only the sense of musical reality, which could
otherwise be enjoyed only by the actual physical
presence of the artist.

The Brunswick Phonograph Cabinets are the
supreme achievement of our 74 years as the master
cabinet workers of America. We have nine factories
requiring the services of §cco employees, among
whom are the finest artisans obtainable. We have
the most modern kilns in existénce, and through the
use of superior methods and materials, we produce
cabinets unsurpassed for genuine artistic merit and
enduring quality.

The House of Brunswick owns immense timber
tracts and sawmills, and is the largest user of fine
imported woods in America. We use genuine San
Domingo mahogany and rich quarter-sawed oak ex-
clusively, and we never use any imitation woods
whatever. There is a Brunswick Phonograph cabinet
to fulfill every requirement of elegant home furnish-
ing, whether of the simpler or more ornate style,
and each one is artistically correct, and made under
the supervision of men who know.

THE MUSICAL MERCHANDISE SALES CO., 80 York St., TORONTO

= |
s — o o s T————




L

CANADIAN MUSIC TRADES JOURNAL

See the Brunswick Exhibit in the Process Building at Exhibition

RN R . N spite of the superlative
3 o : quality of the Brunswick
Phonograph, our prices are
very much lower than those
of our competitors. Our
control of the source of sup-
ply of our raw materials
and our unequalled facilities
for manufacturing, enable
us to save thousands of dol-
lars daily, and the result of
these enormous savings is
the lower price of the new
Brunswick Phonograph!
This can be seen in a few
moments’ comparison of
this wonderful instrument
with any other on the mar-
ket to-day, as regards musi-
cal quality, elegance of cab-
inet work, and price.

Our cabinets contain numbered and indexed filing systems, which enable

you to locate desired records at once. Besides the indexed files, there is
space for the new album record filing books,

Models from $45 to $2,500 Retail

1B
REMEMBER THIS ! ! Dealers ! !
You will have your own Brunswick Write for this valuable agency TO-NIGHT
Records to.sell with the machines. A before it is too late. Remember that all in-
variety of 300 records are now ready struments are *“ Made in Canada,” and prompt
to choose from. . ' )

delivery is assured.

A large part of the enormous Brunswick Factory at Toronto has been set aside for the
manufacture of Brunswick Phonographs, and no expense has been spared in the equipment to
enable the very highest class of work to be done at a minimum cost.

OR EVEN BETTER
WIRE IMMEDIATELY
FOR AGENCY 11

TO———

The Musical Merchandise Sales Co.
80 York St. Toronto, Ont.

VISIT THE BRUNSWICK EXHIBIT AT THE EXHIBITION

=

S
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Mostly Personal
Mr. Ralph Cabanas, , Columbia Graphoph
Co., has returned to Toronto from a well-earned and thor-
oughly enjoyable vacation. The return to business was
made a real delight by the arrival during his absence of
the new period designs introduced by the Columbia Co.,
of which illustrations of three of the lines appear in this

issue.

Mr. F. A. Trestrail, advertising manager, Williams
Piano Co, itd., is back at headquarters in Oshawa after
a visit to several United States points, where he success-
fully negotiated some important export business.

Discussing trade prospects, Frank Stanley, Toronto,
prophesies that the scarcity of pianos will be more marked
this fall than last year, and advises dealers to collect all
the goods possible.

Mr. Frank Allen Clark, younger son of Mrs. C. Clark,
Ridley Gardens, Toronto, and who is connected with the
Stanley Piano Co., was married recently to Miss Florence
Mae, eldest daughter of Mr. and Mrs. Robert Herbert,
Brampton, Ont. The honeymoon wzs spent at Lake of
Bays.

Mr. H. 8. Berliner, vice-president, Berliner Gramophone
Co., Ltd,, Montreal, on a recent visit to Toronto expressed
his satisfaction with His Master's Voice products and with
the increased supply of Victrolas. Mr. Berliner advocates
stronger efforts in pushing record irade, and in his firm's
own retail stores in Montreal has found that with a little
extra interest record sales were increased to an extent that
any shortage of Victrolas did not affect the natural in.
crease in total sales. He insists that a salesman who can
develop record business in addition to selling machines is
more profitable to the employer than the machine salesman
who lets the record business go tc a competitor.

Mr. E. C. Scythes, vice-president and general manager,

CANADIAN MUSIC TRADES JOURNAL

the opportunity of coming to Canada to join the Pathe
was presented to Mr. Tottle, he readily accepted, as he
saw the wonderful possibilities for the future development
in this country. Mr. Tottle is enthu ic over the Pathe
record, and is tackling his work with a vim which argues
well for his success.

The first of the new period design Pathepi ones have
now been shipped to the trade, and are cre: ting somewhat
of a sensation. Tley are certainly very artistic, and mark
a big step in advance in talking machine construction.

The Pathe Company are issuing a new and beautiful
machine catalogue listing these new instruments, and also
giving interesting and helpful data on period furniture. A
copy will be mailed gratis to anyone making a request.

“A Word With You"” is the title of a message which
the Pathe Company have issued to prospective dealers.
This gives the man contemplating entering the business a
complete survey of the field, and should enable him to form
an accurate idea of the possibilities of the business. This
booklet contains information interesting to the old as well
as new dealer—Pathe and otherwise. As it contains much
confidential information relative to the trade, copies will be
issued only to legitimate dealers or prospective dealers, or
who make the request on their business letterheads.

Vacations are the order of the day at the Pathe Com-
pany, the staff taking the usual two weeks vacation in turns,

The Hudson Bay Co. have secured the Pathe rights for
the city of Vancouver, and will give that line exclusive rep-
resentation. This is one more big house to be added to the
ever lengthening list of first-class firms handling Pathe,
The character and standing of the firms featuring Pathe
right through the Dominion is taken as good evidence of the
quality of the goods and their appeal to the public.

The Nova Scotia Furniture Co. of Halifax is another
big firm to take on the Pathe line exclusively,

A Path No. 250 (Sheraton Inlaid), and a good

Nordheimer Piano and Music Co., Ltd,, made a bined
business and pleasure trip through the Maritime Provinces.

Mr. Otto Higel, head of the Otto Higel Co., Ltd., To-
ronto, and who has lately given much personal attention to
his firm's branch at New York, spent a few days with his
Canadian business recently. Asked regarding United
States trade, Mr. Higel expressed the conviction that it
was a time to be optimistic, as the slowing down of trade
resulting from the United States entry into the war was
only temporary, and already a noticeable improvement is
reported.

Two additional music pavilions have been built in
“ Piano Row " in the Manufacturers’ Building at the Can-
adian National Exhibition grounds. These are for Cecilian
Co,, Ltd, and National Piano Co., Ltd., of Toronto,

Mr. Geo. C. Heintzman and C. A, Bender, president and
general manager respectively of Heintzman & Co., Ltd,,
are on a visit among the western branches of their
company,

Mr. A. P. Howells, of Gourlay, Winter & Leeming, Ltd.,
Toronto, has recently had word from his son Roy that he
has been discharged from the hospital and is again fit for
active service. Shrapnel wounds in both arms sent Roy
to “ Blighty.”

Pathé Notes

Mr. E. M. Kearsing, who has been with the Pathe Com-
pany since they started a year ago, has resigned and re-
turned to the United States.

Mr. J. J. Tottle has been appointed to succeed Mr.
Kearsing. Mr. Tottle, who comes from one of the old
sea-faring families of England, was born in Cardiff, Wales,
and went to the States eleven years ago. He joined the
staff of the American Graphophone Co. in Bridgeport,
Conn,, three years ago as assistant plant engineer. When

assortment of Pathe records, will be placed in the obser-
vation car of the special train carrying the Ontario delega-
tion to the Convention of Life Underwriters in Winnipeg.

Community Advertising

EIGHT piano firms of St. Louis, Mo., are running an

unsigned advertisement weekly in local dailies. One of
the advertisement:, occupying a space of fourteen inches
by five columns, contained the following matter in striking
display:

“Half a Man:

“You may be a whole man—but there's many a half man
living a half life in a half home.

“ For your life is as you live it, and a lop-sided exist-
ence means a one-sided life,

“You're not a machine. You live on emotions. You
can't be happy, you can't reach the fullness of your power
with your emotions starving.

“8o don't confuse necessities with luxuries. Don't be-
lieve there are no other things as necessary as bread itself.

“It is in the home that you and your family must round
out your lives to completeness. It is in the home that your
lives are in the daily making.

“ Civilization has gone on at the command of only one

the universal | 8! ic.

“ Folk songs, national anthems, hymns and our own rag-
time—it is music that moves the race upward.

“ The home without music is a half home, and the home
without music is without excuse.

“ Never before has it been so easy to bring music into
the home through the piano and the player-piano as it is
to-day. These instruments of honest worth are sold at
very reasonable prices and on terms that will be found to
meet your income.”
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THE INSTRUMENT OF QUALITY

onora

CLEAR AS A BELL

At our own showrooms only
During the Exhibition

HEN in Toronto for the Fair come to our

showrooms and examine the Sonora line in
comfort. Listen to it uninterrupted by the rush
and hustle of the crowds. Get the exact idea of
how it sounds in the fumished home. Put our
address in your note book—New R yrie Build-
ing, corner Yonge and Shuter Streets.

you are a Sonora Dealer

You know all about Sonora quality—but how about that fall
order? Better get it in. Other dealers are asking for the line
and although we are ordering heavy and preparing for big
business it is impossible to fully anticipate the rush. In the
meantime we can fill large orders or small same day as received.

I. Montagnes & Co.

Sole Canadian Distributors of the Sonora Line

TORONTO (SXERE8D2% CANADA
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§ THE INSTRUMENT OF QUALITY
CLEAR AS A BELL

—Ten superb modeis.

—the name that attracts
the cash buyers to
your store.

G

—the tone that compels
a desire to own.

—the advertising that
creates a Sonora
atmosphere  for your
salesmen.

T

"
I

—the agency that puts
you beyond the fear
of competition.

Exclusive Canadian Distributors

I. MONTAGNES & CO0.

< 5 Shuter and Yonge Sts.
SONORA “INVINCIBLE," $475 Ryrie Building TORONTO

IEVIRRY 1) i) SR Fa
S X |
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SONORA “ELITE,” $240

T —"
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I. MONTAGNES & CO. ) : ey
Shuter and Yonge Streets 5 ‘3
Ryrie Building TORONTO SONORA “BARCAROLLE,” $75
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SONORA “MELODIE,” $65
With Stand, $72.50
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SONORA “TROUBADOUR,” $102 SONORA “GRAND,” $300
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SWISS MOTORS

Have made the phonograph business possible.
The best motors in the world come from the
factories of Switzerland. That is why the
best phonographs in the world contain Swiss
Motors.

Phonograph Manufacturers

We have just received advice of a large
shipment now on the ocean, to be im-
mediately followed by other regular
shipments. The last shipment was en-
tirely sold out immediately on being

A special Opport“nity cleared through the Custom's Office.

These motors are noiseless and smooth

Genuine Diamond

Needles at $2.75 each —a strong talking point in selling
in dozen lots. phonographs. They are strongly built
and all heavily nickel plated. Although

prices of materials, freight, insurance

and war risk are higher than ever before,
Swiss motors cost less than any other
make of equal quality.

Get prices and terms from

| I. Montagnes & Co.

Exclusive Importers of this Special Make

New Ryrie Building, Yonge and Shuter Streets
Toronto s @ Canada
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D. R. Gourlay Back From West
Anticipates Fair Crop Returns

Mr. D. R. Gourlay, vice-president of Gourlay, Winter
& Leeming, Ltd,, Toronto, returned to this city late in
July from a strenuous trip through Western Canada ex-
tending over a period of nearly three months, Mr. Gour-
lay covered the west thoroughly from Port Arthur and
Fort William to Vancouver. He visited many of the
smaller centres off the main lines of travel, using the motor
car to good advantage, reaching places that otherwise could
not be included in the same time. He had opportunities
for getting in touch with local conditions through mer-
chants and farmers in every section of the different pro-
vinces.

As is always the case when the piano manufacturer
visits his western dealers, Mr, Gourlay met with a splen-
did reception, and he was heartily welcomed wherever he
went. From a business standpoint his trip was very pleas-
ing, the orders actually booked for definite shipment being
substantially in excess of his estimates.

Asked by the Journal as to the business outlook arising
out of crop conditions, Mr. Gourlay referred to the rapid
changes in the crop prospects varying from very poor to
good in a week, as a plentiful rainfall came in time to
check utter destruction of the grain. Also while one lo-
cality continued to suffer from drought, another section is
favored with the necessary showers,

With so great an area as Western Canada there is a
great variation in climate and physical conditions. Also,
a great variation in farming methods. The yield is there-
fore bound to be spotty,” and because of late sowing
there is increased danger from the early frosts, Mr, Gour-
lay's impression, from personal contact and subsequent crop
reports, is that there will be a good harvest, but far below
the bumper crops of some previous years,

Calgary Piano Man Dies Suddenly

Those in the trade who were acquainted with Mr, H,
W. Hunt, president, Hunt Piano Co., Ltd, of Calgary,
learned of his decease with a shock, Mr. Hunt, who was
only fifty-six years of age, had been ill about ten days, his
death being due to a form of paralysis while he was a pa-
tient at the Holy Cross Hospital.

Quite recently Mr. Hunt completed the purchase of Mr,
F. W. Hardy's interest in the firm of Hardy & Hunt Piano
Co., Ltd., and changed the name to Hunt Piano Co., Ltd,
Associated with him were his son, Mr. Verne Hunt, and
his daughter, Miss Winifred Hunt.

Mr. Hunt was born in Frankville, Ont. In 1883 he mar-
ried Miss Mayme Bilton, of Westport, Ont., and went west
to North Dakota, where he remained for five years, return-
ing at the end of that period to Westport. In the spring
of 1892 he moved to Inni il, Alta., where he took up a
homestead. It was not until the fall of 1904 that he went
to Calgary, and after spending a year with the Great West
Saddlery Company, he associated himself with F, W, Hardy,
now of Edmonton, in the piano business. The firm is well
known in Alberta. The funeral services at First Baptist
Church were conducted by Rev. J. Austin Huntley,

Mr. J. Harry Shale, general manager of the American
Piano Co., New York, is spending his vacation on Can-
adian soil at the Thousand Islands.

Gerhard Heintzman, Ltd., have appointed Mr. Robert
Mullin, manager of their branch at Kitchener, Ont. Mr.
Mullin sold the Gerhard Heintzman line with good success
in the west for several years, and for the past year in
Ontario. Mr. Frank Wesley, superintendent of agencies, is
well pleased with this Kitchener organization,

R. C. Willis Goes to Ottawa

After seven years' connection with The Doherty Piano
Co., Mr. Willis has resigned his position as manager and
treasurer and taken the management of the piano and
phonograph business of The Percival Piano Co. at Ottawa,

Mr. Willis has recently returned from the West, where
for the past two years he has held a position of western

Mr. R. ©,

Willis

manager for The Doherty Piano Co., with headquarters at
Winnipeg and branches at Calgary and Edmonton. In
going to The Percival Piano Co. Mr, Willis takes to his
new work a valuable experience gained in various branches
of the piano and phonograph business. Mr. Willis carries
with him the good will of the Doherty Piano Co. and his
friends in the trade,

Brother of Martin-Oriue Direcicr Wins
Promotion

Is Also Awarded Distinguished Service Cross

Word has just been received in Ottawa that Flighy
Sub-Lieut. Jack Devlin, brother of W. F. C. Devlin, sales
manager and director of the Martin-Orme Piano Co., Ltd,,
has been promoted to a full flight lieutenant, and ha
addition, been awarded the Distinguished Service Cross.

Flight Lieut. Devlin enlisted in the Naval Air Service,
and was for some time in charge of coast defence stations
in England. His splendid work in this undertaking caused
him to be transferred to the east, he being in the Balkans
for nearly a year, with headquarters at the Island of Im-
bross, south of Saloniki.

It is believed that the honours and promotion won by
this young airman are a direct result of the part which he
took in the hazardous feat of blowing up the bridges across
the Maritza River. The destruction of these bridges
severed communication between Turkey and Bulgaria ex-
cept for mule paths and pontoons.

Flight Lieut. Devlin is at present in Greece, somewhere
near Saloniki. A younger brother also enlisted in this
branch of the service a year ago.

Mr. Maurice A. Naphan, managing director of §. Hofi-
nung Co., Ltd, London, England, visited the National
Piano Co., Ltd., Toronto, en route from New Zealand to
England. Mr. Naphan was interested in the products of
the Mozart Piano Co., Ltd., the output of which firm's fac.
tory is controlled by the National Piano Co., Ltd,, through
purchases made in New Zealand.
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Exhibition Season, 1917

ALL AUTHORITIES consider shipping condi-
tions during the coming Fall and Winter are likely
to be very uncertain and advise everyone to provide
against disappointment by getting in their stock.

THE FAR - SEEING DEALER has already
arranged for his supply of SHERLOCK-MAN-
NING PIANOS.

WHAT BETTER CAN YOU DO than attend
| one of the following Exhibitions?  See the latest
| SHERLOCK - MANNING Creations and select

your stock for the coming season.

Sherlock-Manning Pianos

will be on exhibition at the usual pavilions at

TORONTO LONDON
HALIFAX

You will be cordially welcomed at any of

these exhibits.

%

THE SHERLOCK-MANNING PIANO CO.
LONDON, CANADA
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P. T. Legare, Ltd., Object to Journal Article
Defend Puzzle Contest Sale of Pianos

When in Toronto recently, Mr. Fortier, general man-
ager of P. T. Legare, Ltd., the well known distributing
house of Quebec, took occasion to call on the Journal and
protest against the sentiment of an article published in the
June issue of this journal as tending to reflect on the busi-
ness principles of his firm.

The article referred to was entitled “About Puzzle Con-
tests in Piano Selling,” and in which was included an
article from * Economic Advertising.” In justice to P. T.
Legare, Ltd., the Journal gives prominence to the follow-
ing, which appeared in this connection in * Economic Ad-
vertising " for July:

Piano Sale Not Fraudulent
Since the publication in the April issue of Eco-
nomic Advertising of an article regarding a piano
sale by P. T. Legare, Limited, Sherbrooke and Que-
bec, Mr. Fortier, of the Quebec store, favored us
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system is too slow and inadequate. People buy from us
because they see our advertisements, They have in view
to win a prize, or, if they have no piano, to see¢ what special
advantages they can secure out of the advertisements.

" We can give the credit represented on the cheque be-
cause we handle the quantity, and naturally, buy at better
prices. In fact, very few people can handle as many pianos
as we can. In a department store, for example, selling the
volume permits closer prices.

“P. T. Legare, Ltd., are doing a fair and square busi-
ness, buying for cash, se! ling at a fair margin, and inter-
ferring with nobody. We consider that we are entitled to
the same treatment."”

Asked by the Journal if he would use the puzzle con-
test in selling pianos if this were his only line, Mr. For-
tier replied, “I would adopt some other system than the
present sliding scale of prices. I believe in a system of
ane price, the right price, based on intelligent business, and
which is the only system fair to everybody.”

P. T. Legare, Ltd., through their various branches
8! Quebec Province, have an extensive trade in

thr

with a visit, at which he th 1 d and

made clear the hods foll, d by his in
their recent sale.
With this 1 in hand, E Adver-

tising would consider it a matter for deep regret if
any injury to P. T. Legare, Limited, should result
as a consequence of the report published in the April
issue, and wishes to establigh the fact that no ele-
ment of fraud, fake or hold-up was present in the
method used in that sale.

Concerning the piano selling puzzle contest put on by
his firm, Mr. Fortier referred to the May issue of the
Journal as proof of the efficacy of his system. In that
issue was recounted an incident of several dealers giving
their selling cost on a $450 piano, and whose figures varied
from $50 to $150. Mr. Fortier claimed that by improved
system the selling cost can be reduced very materially,
and that his firm was doing it. A canvas of the situation
satisfies him more than ever that selling costs are too high.

As to the quality of the goods obtained by his firm, he
emphatically insisted that they were good standard Can-
adian instruments, and incidentally observed that, greatly
to their credit, the Canadian manufacturers are not turning
out cheap and unreliable makes. “I have never asked for
cheap goods,” said Mr. Fortier, “and the name Legare is
behind the goods we handle and guarantee. We advertise
our contest. We advertise the prizes we give—and we give
the prizes. On these sales we get good terms. On g5 p.c.
of them we get better terms than dealers generally get.
We know, because we have learned of many cases where
other dealers have taken sales that we refused because of
terms being too low.”

The certificates, Mr. Fortier pointed out, were accepted
at their face value on a piano sale, and We do not pre-
tend that people can buy potatoes with them,” said he,
quoting from the Journal article referred to. * If a cus-
tomer pays $350 to a regular dealer in cash and notes for
a piano, that another customer buys from Legare for $250,
and a credit cheque for $100, who,” again quoting from the
Journal article, “is the sucker? "

“ We contend that our plan digs up business,” said Mr.
Forti.c, and he related several ‘incidents to prove that their
contest was the means of selling pianos, where ordinarily
the people were not even interested. * People are not so
simple as your article insinuates. They reply either be-
cause they want to gain a prize, or are interested in a
piano, and we have had people say in their letters to us, ‘I
hope you will send me a cheque.’”

“We give what we promise. Ours may be a different
system from the old, but I am convinced that the old

agricultural implements and automobiles, as well as pianos
and talking machines.

Piano Workers Killed in Auto Accident

A lamentable motor accident has cas! gloom over the
town of Oshawa and deprived the Williams Piano Co.,
Ltd., whose factory is in that place, of four excellent work-
men, doubly valuable in view of the acute scarcity of help.

James Normoyle, 38 years of age; James Connally, aged
30; William Johnston, aged 25; Herman Fletcher, aged 27,
were instantly killed when the “ Montreal Flyer,” as the
No. 1 International Limited of the Grand Trunk is known,
crashed into their automobile on the afternoon of Sunday,
August 12,

The men, who were all employees of the Williams
Piano Co.'s varnishing and rubbing department, had been
visiting the summer resort at Bowmanville-on-the-Lake,
making the trip in Mr. Fletcher's car. Returning they
arrived at the crossing to find it blocked by a freight. On
request the freight was parted to allow the motor to pass.
Just a5 the auto moved on to the track the “ Flyer,” coming
along at its terrific rate of speed, crashed into the auto,
killing the four men named, also killing Mrs. Frank Walker
of Toronto, and seriously injuring her husband, who had
been picked up on their way to the C.P.R. station.

August List of f:Jew Universal Player Rolls

SONG ROLL (88-NOTE—HAND PLAYED),
2001 AlI"lh’c :lurll Will Be Jealous of Me. Jass. waltz Ernest
L T R T %
Me No Questions. .fass, fox trot. Albert von Tilger. o
‘s lm F. Puolo Tosti 102
Because I 6 You Dear. Charles B. Huwley 142
e Sweet Bessie. 1. L. Gilbert 102
For Me and My Gal. Jaxs, one-step. George W. Meyer 00
7 rnlr vlom» Country and My Country. Juss, on. tep.  Trving
Herlin . vene ve sy
Oood»pw Sweet Dr.“ Kate Vi h 102
Oh, At Wonderful Thin Little Girlie Oan Do.
Schuster and Glogan § ..
% Rocl Tuss, eyth Roberty 06
1 Som in_Irel step.  Ernest R. Ball o6
That Creepy Wi 0 His Little Widows.'' W
linm ~ Schroeder 120
't ow Where We're Going But We're On' Our
Juss. one-step, W, R, Willinms 90
When th'ollnn Goes Down in Dixie. Juss. fox trot.  Albert
Tilzer "
Those Cotton Blossoms Grow. Albert
neis . 120
Tuss, one-step,  Pete’ Wendling 06
‘NOTE—HAND PLAYED).
vio Hein ... ™
m. mezzo,  Mux Eugene 78
Fox trot. Willinm H. Tyers 60
duss. waltz. Francis Poppy 60

Mr. L. E. Hotchkiss, of the Playerphone Talking Ma-
chine Co., Chicago, was amony recent talking machine trade
visitors to Toronto,
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THE WILLIS PIANO

—the magnet that draws the
cream of the trade

Willis Art Piano Style “E” Louis XV
Height 4 ft. g in,, width s ft. 4 in,, depth
2 ft. 5 in

There will be a complete exhibit of WILLIS and KNABE
PIANOS at our regular location in the Manufacturers’ Build-
ing, during the Canadian National Exhibition, August 25 to
September 10.

Dealers, salesmen, tuners and all friends will be gladly
welcomed.

Willis & Co., Limited

HEAD OFFICES FACTORIES
580 St. Catherine St. W. ST. THERESE
MONTREAL, QUE QUE
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MONTREAL TRADE CHAT

VACATIONI may interfere with regular routine in the
office, store or factory, but for all that the annual va-
cation is an economic institution. The annual holiday is a
good i for ployer or employee. It is a part of
the plan of efficiency on the basis that a man or a woman
can accomplish more in fifty weeks than in fifty-two. In
the local music houses holidays are the order of the day,
but by the end of the month the various staffs will be
ready for a strenuous fall business, more fit than ever.

W. H. Leach, president of the Leach Piano Co, Ltd,
has received word that his son, Fred 8. Leach, vice-presi-
dent of the Company, who enlisted as a private with the
24th Battalion, and who has since been wounded and re-
covered, has been promoted to a lieutenancy in the same
Battalion.

J. Anderson, soloist of St. James the Apostle Church, is
a recent purchaser of a Leach upright sold by the Leach
Piano Co,, Ltd.

Sousa's Band when in Montreal included in their pro-
gramme Philip E. Layton's popular patriotic song, “ Off to
Fight the Germans.” It was enthusiastically applauded
when first given.

Mr. C. W. Lindsay, of the House of Lindsay, is holiday-
ing somewhere in the Province of Ontario.

Through the courtesy of the directors of Dominion Park
the male patient: of the Home for the Blind were recently
the guests of the Park at one of the Sousa's Band concerts.
A feature of '« programme was the playing of the Domin-

ion March iposed by Mr. Philip E. Layton, president
of the H« »r the Blind.
Mr. | Sharpe, of Willis & Co., Ltd,, pursuant with

his usual custom will shortly visit the factory of the Ameri-
can Piano Co. at East Rochester, N.Y. Mr. Sharpe is one
of those live salesmen who believes in the policy that it
pays to keep posted even to he minutest details of all thats
new in the manufacture of the lines he sells.

Albert P. Willis, Jr., of Willis & Co., Ltd,, spent his
vacation at St. Margarets, in the Laurentian Mountains,

L. A. Poulin, a member of the staff of C, W. Lindsay,
Ttd., will spend his holidays motoring. Accompanied by
Mrs. Poulin in his McLaughlin roadster, he will take an
extended trip through the Berkshire Hills, visiting Water-
bury, Conn., New York, and other points, returning by way
of the White Mountains, sto;ping off at the famous Bretton
Woods, where he will spend the remainder of his vacation.

Willis & Co., Ltd., report business in general very satis-
factory, and collections exce!lent.

President A. P. is & Co, of Willis & Co,, Ltd,
has returned from a t ‘o the Maritime Provinces, and
told your correspondent thi* in the east he found trade
well up to the average, and that whilé¢ the crops were a
little late they were in good shape. “ There is no ques-
tion in my mind,” he said, “ that the crops in the Maritime
Provinces were never better. Everything down there is
flourishing, and whilst there is a good deal of misgiving on
account of the war the people are most hopeful and are
bleeding to death for war. The population look on war
as a strictly and purely family affair, and take it to heart
very much. Taking everything into consideration prospects
for the sale of pianos are exceptionally bright, and every-
thing is prosperous. Cut-pricing has been apparent in some
centres, which does not do the trade any good, and for
which there is no necessity. Referring to the hay crop in
the province of Quebec, Mr. Willis remarked that it was the
best he has seen for many years.

E. A. Meyette, sales manager of J. A, Hurteau & Co.,
Ltd., reports business in Williams New Scale and Ennis
instruments good, particularly in players, and is looking
forward to having one of the best fall season's business
than for some time past.

m

P. 8. Connolley, secretary-ticasurer of the Karn-Morris
Piano & Organ Co., Limited, Woodstock, Ont., paid Mont-
real a flying visit the past month, making his headquarters
at the warerooms of the local Karn-Norris representative,
W. J. Whiteside. This was Mr. Connolley’s first visit to
Montreal in three years, and he was very much surprised
at the rapid growth of the city of churches since his former
visit.

W. J. Whiteside states that he is laying pipes for the
foundation of an enormous fall business in Karn-Morris
lines, and that at present the usual summer dullness is ap-
parent, trade being restricted to a certain extent.

“ Mason & Risch instruments are moving off our floors
as fast as we can expect them for this particular season of
the year,” said Layton Bros., “but one thing we do feel
thankful for is the fact that the majority of sales closed
represent spot cash business? Sherlock Manning goods
have upheld their past reputation as a popular selling in-
strument.”

* Mendelssohn and Cecilian pianos are holding their own
and we were still able even despite the torrid heat wave
to put over a number of nice sales the past month,” said
Gervaie & Hutchins.

J. W. Shaw & Co. report Gerhard Heintzman sales as
above expectations for the month of July, and have in
view the promise of a good volume of business for fall
selling.

“You can say we are pleased with summer sales of
Evans Bros. pianos. This time of the year we are satis-
fied with what we get, and even then comparing trade with
the same period last year we find it largely in excess of
the volume produced then,” said J. H. Mulhollin

The Berlind Phonograph Co., Ltd, 153 St. Catherine
Street East, are handling a few New Scale Will'ams and
Ennie pianos.

Mr. John Philip Sousa, Miss Virginia Root, Mrs. Root,
Miss Estelle Root and Mr. Percy Hemus, of Sousa’s Band,
paid a visit to the Industrial Home of the Montreal As-
sociation for the Blind before they left town, and were
afterwards entertained at luncheon at Mr. P. E. Layton's
residence.

New Edison Blue Amberol Records
(Continued from page 69.)
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No Need
To Worry
with Substitutes
this Fall

The Columbia Factory is producing thousands of Grafonolas in excess of last
year's supply.
We will refund you your money if we fail to make your Columbia Depart-

ment a success,

Before buying nondescript lines—insist on a money-back ' agreement—
it may save you a lot of money,

Music Supply Company
Largest Columbia Jobbers in Canada
36 Wellington St. East, Toronto

Be sure to wisit us at Exhibition time
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The Prevention of Pin-Holes

A Live Subject Discussed by Andrew Mcllwrath, Vice-
President of Geo. W. Stoneman & Co., the Chicago
Veneer House, in Fiano Trade Magazine

TO begin with, you can make it as strong as you want

to that the varnish is not responsible for the pin-holes.
Pin-holes will not develop when the veneered stock is pro-
perly prepared and the varnish properly laid and dried.
Piano manufacturers always have had more or less trouble
with pin-holes, but during all my experience in the veneer
and varnish business I never have heard so much complaint
of this trouble as has been the case during this year. 1
regret that I am unable to explain specifically the nature
of the chemical action that causes these pin-holes, but I
do know that the trouble is due to the clogging of the
pores of the veneered stock through the operation of the
sander. And I do know that they can be prevented by
cleansing these pores after the stain has been applied and
before it is completely dry.

However, I am of the opinion that the trouble has its
inception in the laying of the veneer. If the glue is spread
too hot, and not all d to geal, it ds the wood
and soaks virtually clear through the veneer. Then the
heat generated by the sandpaper warms this glue that has
soaked through to the outer surface of the veneer and,
mixing it with the fine wood dust scraped off the stock,
rolls it into the pores of the wood and fills them in a
manner that prevents the proper packing of the filler, I
believe it will be found in such @ case that the sander has
caused a thin film of glue to establish itself over many
of these pores. Under this film is the accumulation of
glue and fine sawdust. Then, when the filler is applied,
it does not pack into the pores. Therefore, the filler dries
with numerous small pockets of accumulated glue and saw-
dust, in which there is imprisoned a certain amount of
air. After the varnish is applied, some action takes place
in these small pockets, or pores, due either to imprisoned
air or to the gases of the glue, which causes them to burst
and pin-holes appear on the surface of the varnish,

Manufacturers who have been most successful in over-
coming these troubles apply veneer on the stock after the
glue is fairly well c led. One £ er has set
up a couple of large fans which direct a flow of air over
the stock after the glue is spread. This serves to congeal
the glue before the stock is put in the press. He works
with glue presses of small capacity so that he can get the
pressure on before the cauls have heated the glue sufficiently
to expand the veneers. For instance, when gluing top
frames, he will put not over a dozen in the press at a time
and the work is put in and the press tightened With a rush,
80 that by the time the glue has commenced to soften,
through the action of the hot cauls, the press is so tight
that the veneer cannot expand, and therefore a minimum
amount of glue penetrates the pores of the wood. Now,
when stock that has been glued up in this manner is placed
on the sanding machine, there is either no glue at all or
a very small amount in a position to be affected by the
heat generated through the friction of the sandpaper.
There may be some glue there, but even though there is
not, there is the fine dust which is rolled into the pores
of the wood, and this should be cleaned out before the filler
is applied. This cleansing should be done after the stain
is applied, the water in which has a tendency to soften up
whatever glue and sawdust has accumulated in the pores.
I recommend a steel brush to cleanse these pores. It
should be used before the stain is thoroughly dried, and
when the stock is well cleaned by this method it leaves the
pores open and hungry for the filler, which drives the air
out of all the pores, completely filling them and presenting
the proper surface for the varnish,

One manufacturer successfully uses compressed air to
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clean these pores instead of the steel brush. He uses a
hose with a small nozzle to get high pressure, and claims
that the results are equal to those when the steel brush is
used and that the work can be done more speedily. I have
not had sufficient experience with this method to be able to
endorse its efficacy from personal knowledge, but I have
no doubt that it will do the work. 1 do know, however,
from personal knowledge, that the steel brush will cleanse
the pores and will prevent the pin-holes if the cases are
afterward varnished and dried in the proper manner.

Many manufacturers do not stain their walnut cases,
preferring the natural color of the wood, particularly in
the case of the Maryland walnut, which is full of high-
lights, color and artistic contrasts. In such cases, I would
recommend careful use of the wire brush, immediately after
the stock comes from the sander. There being no stain to
loosen up the accumulations of glue and sawdust in the
pores, the cleansing process should take place while what-
ever glue there may be on the top of the veneer is still a
bit soft from the heat of the sandpaper.

I am very sure that manufacturers who will follow this
system carefully will find that pin-hole troubles will disap-
pear. Manufacturers who are using the steel brush on the
veneered stock as suggested do not have pin-hole troubles.
It is not the fault of the veneer or the filler or the varnish
Filler is put on to fill the pores of the wood, which expels
the air and-leaves a smooth surface for the varnish. It
is obvious that filler cannot fill a pore that already is full
of an accumulaticn of sawdust and glue. Spread the glue
80 that there will be a minimum of expansion in the veneer
before the presses are tightened. Then cleanse the pores
before the filler is applied and not only pin-hole troubles,
but a large percentage of the checking will be eliminated.

Some with whom I have discussed this subject have ad-
vanced the suggestion that perhaps the acidity of the glue
is responsible for the action that takes place in the pores.
They say that war requirements have forced glue manu-
facturers to find substitutes for certain materials formerly
used, and it is this substitution that is in some way re-
sponsible for the difficulties, As contributory evidence of
the correctness of the theory that there is a distinct ad-
vantage in congealing the glue before the stock is placed
in the cauls 1 might mention that I have found instances
where pin-holes have appeared on part of the stock from
a certain press while the balance from the same press was
free from them. 1 am of the opinion that the stock that
did not show imperfections was that which was placed be-
tween the cauls last and hence had the pressure applied be-
fore the glue had time to saturate and expand the veneer.”

Unique Stationery

An American piano manufacturer is using a new letter-
head, which, in addition to carrying the official correspond-
ence of the house, also serves as a sort of miniature
catalogue of their pianos. The letter paper, which is of a
light-gray shade, contains four pages, 84 x 11 ins,,
of a single sheet as ordi arily used. The first page
correspondence, and the second and third pages have litho-
graphic reproductions of several styles of pianos and player-
grand pianos. On the fourth page is printed this manu-
facturer's creed.

Repairing the Player Piano

The above is the title of a book recently issued by
“ Musical Opinion,” of 35 Shoe Lane, Holborn Circus, Lon-
don, E.C., being information useful to pianoforte tuners
and repairers. The price is one shilling net. The book is
of 30 pages, and contains a number of illustrations. There
are sections on “ Primary Pneumatics,” “ Double Pneuma-
tics,” “Inside Pneumatics,” Motor * Pedalling,” Bellows,
etc,

.’ e
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ASC“ERBERG' “opwoon The s.m..um is Sweeping Britain
@ CREW, LIMITED The Trail That Leads

to a Perfect Day

CERTAINTIES FOR THE TRADE. Boubipapngion Ty

SONGS Words by Edward Warde
DREAM BOAT . By Ivor Novello Music by Emil Bronte

Is being introduced in Canada. Everywhere vocalists
sing it; the song is winning immense popularity. A
big Canadian demand is now a SURE THING.

(From See Saw,  Composer of "Till the Boys Come Home
Comedy Th, London.  i.e., Keep the Home Fires Burning

BELLS OF ST. MARYS, By Emmett Adams

Composer of God Send You Back 1o Me

MY HEART’'S IN MY HOMELAND
By Kennedy Russell

Mus. Director of the Pavilion, London

JOGGIN’ ALONG THE HIGHWAY

Words by Arthur Anderson

By Harold uel
y Harold Sam Published by

16 MORTIMER STREET, LONDON, W., ENG. LEWIS MATH[AS & CO'

LONDON, ENGLAND

Canadian Agent Copies may be had from

LEO. FEIST, 134 W. 44th St., New York. Whaley, Royce & Co., Ltd,, 237 Yonge St.,, Toronto

House of Chappell

Established 1811

Dealers Should Certainly
Stock These for the Fall Business

“Any Place Is Heaven If You Are Near Me”

HERMANN LOHR. 4 Keys

“Your Eyes Have Told Me So”
“Land Of The Long Ago”

CARR HARDY. 3 Keys

LILIAN RAY. 4 Keys

CHAPPELL @ CO., Limited **" "ROR5WS" T | oMY ndlimmat OR%
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The Question of Sheet Music Prices

O one relishes the present day discussions of increased

prices, the high cost of living, and the high cost of
doing busi but these diti are such as to make
the music dealer think and plan as he never had to before.
In these troublesome times it behooves every dealer to
squarely face facts and conditions and accordingly steer
his retail boat to the best of his ability.

There appears at the present time little upon the ho-
rizon to indicate anything other than the necessity for the
dealer to charge more for his sheet music. Songs of the
class that have been selling to the public at 35 cents must
sooner or later bring 40 cents, and any good song to-day is
worth 40 cents.

In looking into this matter the Journal has seen invoices
howing that the i on shi of music from
London, England—which, by the way, must now come in
bales—is over three times the amount of the freight
charges. The freight and insurance together make a cost
laid down here of one cent per pound more than if the
shipments came by mail. Incidentally, dealers and sales-
men may be surprised to know that entering into the cost
of importing music is the charge of 15 p.c. on the cost for
packing.

In England pi ically all bli s have
their rates from 10 p.c. to as high as 50 p.c. As reported in
the Journal's July issue, it was resolved at the recent con-
vention of the United States sheet music dealers that all
copyrighted sheet music, other than piano, should be marked
net, and that the selling price be at a discount of one-

1 a4 a

Neglecting the Albums

A SHEET music salesman informs the Journal that in

many music stores the standard song albums, cycles,
and books of other kinds are stored in some inaccessible
place month in and month out, The result is customers
dropping in frequently might get the idea that only sheet
music was carried in stock. The salesman quoted every six
weeks or so makes a fresh counter and window display of
books and albums of different kinds, from which he gets
good results,

The Mouth Organ and the War

lT is said by Dr. Edward Stubbs that the most popular

instrument amongst the soldiers is the mouth organ. He
writes as follows concerning it: “ The apotheosis of the
mouth organ is certainly one of the war's great surprises.
That the Teutonic instrument from which untutored boys
extracted strident noises should go down to posterity as
the British soldier's most approved depression ameliorator
is, in truth, more than surprising. In moderately capable
hands the mouth organ is not unmusical, and the secret of
its universality is, of course, that it can be conveniently
stowed away in any apology for a pocket. It is difficult to
realize how ardently thes mouth organ has been appreciated
by our brave boys in remote corners of the earth. The
humble instrument provides musical manna in the wilder-

Music is the combination of agreeable sounds

for the purpose of expressing such feelings, ideas
or 1 as it is beyond the power of other arts

third; this to be the blish retail di
and to be upheld by both dealers and publishers.

Following this decision letters have reached the Can-
adian trade from American houses that their wholesale dis-
count will be one-half and twenty, and in some cases one-
half and ten, from the retail marking.

It is unnecessary to refer at length to the advance in
the cost of ink, paper and printers’ wages, etc. The Journal
has good reason to know of this, as the regular paper on
which the Journal is printed advanced 95 p.c. in twelve
months, and commencing in June other printing costs ad-
vanced 25 p.c. The dealer, therefore, would be well ad-
vised, if he is not already doing so, to plan to get 40 cents
for his standard songs. No one perhaps would be prepared
to say that a good ndard song is not worth 40 cents.
Many buyers of music know that comparatively they are
getting their music cheap at 35 cents. To illustrate, the
Journal overheard a gentleman say the other day that con-
sidering the ability required to produce the words and music
of a good song, and to be able to secure the fine results of
a musician's work, published in two, three or four keys to
suit any range of voice, he did not see how it could be
sold over the retail counter at 35 cents with any profit to
the dealer. He also mentioned that within his memory he
did not know of anything he was buying at the present
time that had advanced so little in cost in fifteen or twenty
years as music.

Therefore it would seem wise to plan ahead to charge an
increased rate rather than wait a short time until forced to
do so by utter necessity, or as a dealer said the other day
to a friend of his, “ To make a living profit, the utter
necessity is upon us now.”

to portray.~William Braid White.

ness. Many detachments and small bodies of men move
from point to point to harmonica music. Two Seaforth
Highlanders at a critical moment during a German attack
steadied their comrades by getting on the parapet of the
trench and playing in the midst of a heavy fire. For this
they deservedly received the * Distinguished Conduct
Medal.” It seems inary that the b of play-
ing a mouth organ should ever be distinguished conduct.
Still men have been decorated for playing the bagpipes. We
remember the story of Dargai.

Introduction of Democracy Into Music Stirs Up
Sales of Orchestral Instruments

THERI', are those who believe that the new bond of union

between Canada and the United States will cause any
important movement in either country to have even a
stronger reflex influence on the other than has been true
in the past. If this be true, especially in view of the way
musical influences are reaching out and deepening all over
the Dominion, the community music idea of the United
States will spread in Canada. The way Yolanda Mero looks
at the t for the d ion of music means an
impetus for sales in the musical merchandise departments
of our music stores.

In the course of a lengthy statement on this subject in
the Musician Mme. Mero said in part: “On my first visit
to America a prominent dean of music impressed me with
the fact that the piano as a musical instrument was by no
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THE ANGLO-CANADIAN MUSIC CO.

NEW and STANDARD SONGS

IN KEYS TO SUIT ALL VOICES
DOWN HERE May H. Brahe

(A dainty little song meeting with great success
in England).

ROSEEN DHU Hubert Bath

(Little wild rose of my heart”"—very pretty)

IN GOD'S OWN KEEPING
Henry E. Geehl
(A very poplar song).

A JAPANESE LOVE SONG
May H. Brahe

SONNY (Life is & fine thing, Sonny)
LIGHT AFTER DARKNESS

Caleb Simper

THERE'S A WHISPER IN THE AIR

May H. Brahe

SING, SING, BIRDS ON THE WING

Godfrey Nutting

Arthur Meale

VALE (Farewell)

(Destined to be world-famed)

I'LL SING TO YOU
(New song, a fitting successor to “Come, Sing

to Me.")
SOMEWHERE IN FRANCE Herbert Ivey

(Phenomenal song).

ALL IN A LILY WHITE GOWN

Easthope Martin

SAILORS OF THE KING . Theo. Bonheur

(The new “Navy" song).

Kennedy Russell

Jack Thompson

Our stock of Pianoforte and Vocal
Collections, Theoretical Works,
Organ, Violin and Miscellaneous
Musical Works is very complete.

The coming musical season promises
to be a good one. Order early and
often.

send in your
orders early for

DEALERS

MUSIC MADE EASY

(The celebrated piano tutor for beginners).

KOHLER’S PRACTICAL PIANO
METHOD

(A universal favorite).

BELLAIRS’ PIANO METHOD

(A new work of great merit).

BONHEUR’S PIANO METHOD

(A new book by a well known writer).

HEMY’S PIANO TUTOR

(The only edition with foreign fingering, board
covers).

SYDNEY SMITH'S PIANO TUTOR

(An old favorite).

FARMER’S PIANO TUTOR
SMALLWOOD'S PIANO TUTOR

and many others.

GEEHL'S PROGRESSIVE PIANO
STUDIES (Preliminary).
BELLAIRS’ PIANO TECHNIQUE

THE STUDIO SERIES OF GRADED
. PIAPO SOLOS
(Six books)

GRADED CLASSICS

(Just what teachers are looking for; a new work
in six books).

ABT’S PRACTICAL VOCAL TUTOR

(All voices).

LIZA LEHMAN'S PRACTICAL HINTS
FOR STUDENTS OF SINGING

MARCHESI VOCAL TUTOR

TOSTI SOLFEGGI

IMPORTANT NEW BOOKS
Toronto Conservatory of Music In-
termediate Grade Pieces.

Toronto Conservatory of Music
Intermediate Grade Technical Work.

Authorized Editions for use in Ex-
aminations.

The ANGLO-CANADIAN MUSIC CO., Ltd., 144 Victoria St., Toronto

Edwin Ashdown, Ltd.; Enoch & Sons; Leonard & Co.;
J. H. Larway, and other houses

" Sole Agents for:
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means conducive to the true democratization of music.
Frankly, I confessed that I had never thought of that. He
then added:

“ The intensive cult of piano playing is a great help, but
also a considerable hindrance to every man and woman who
is aiming to popularize the gospel of music among the
young musical generation.”

Being pressed as to why he held this view he informed
me that in educational institutions they could not use more
than two to four pianists at the time, consequently it was
found impossible to make the best use of our pianistic talent
in the propaganda to develop and popularize the cult of
good music,

Soon I was made to understand that in choral
and h work the eds | institutions could enrol
and utilize the musical talent ‘of almost every child. This
brought them one step farther in democratizing music, and
to instilling the community musical spirit into the growing
generation of music lovers.

I had to acknowledge that my musical horizon had once
again been broadened by vast leagues. It stretched beyond
the Chinese walls of a professionalism, and I beheld music
in its very own—music by the people and for the people.

singing
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What is Looked for in a Good Violin Bow

WILL you kindly inform me what would be the proper

weight of .a violin bow for general orchestral work,
also whether the weight should be at the point or frog?
Salesmen in the small goods department will be interested
in the reply to this question furnished by Louis Eaton, a
soloist and teacher, who conducts the violinists' column in
Jacob's Orchestra monthly :

Your query affords an excellent opportunity to offer a
few words concerning the principal good points to be found
in a satisfactory, high-grade bow.

As is well known, Francois Tourte remains the greatest
of all bow makers, and all “ Fiddledom " owes him an in-
finite debt of gratitude for perfecting the mechanical parts
and the style of the bow as we know it to-day. After ex-
haustive experiments he became convinced that pernambuco
wood alone combined the r quisi lities of ligh
and stiffness necessary to a perfect stick. He taught us that
a bow can be too firm, that power and control of tone are
acquired best when the bow shall be at once elastic yet
reasonably firm, that the weight must conform to the quality
of the wood, coupled with a certain perfection in balance,
thus bling the user to gain equal success in playing at

I also lized that the domi ngly popular
cult, while of untold aid, can never be expected to bring
about the popularization and democratization of good
music.

“The popularity of school and community symphony
orchestras and bands will dethrone pianism as the ruler of
Musicland ” was the prophecy of this cultured musician a
good many years ago. And it has. I challenge any skeptic
to find an American city, town, or village where people are
accustomed to honor the tick on the Clock of Progress, and
see if that community will not boast of a school or com-
munity chorus, orchestra, or band. Over 6,000 men and
women are engaged as supervisors, directors, and deans of
music in establishing such musical organizations all over
this land.

They have but scratched the
results are astonishing.

What does this mean? It means that while the musical
ambition of our children of yesterday was to master Cle-
menti and perhaps Czerny, then aspire to play the Maiden's
Prayer or Charge of the Light Brigade, the little Johnnys
and Marys of our days consider it a dearly cherished priv-
ilege to play in the school orchestra or band.

Result: A sudden and unheard of increase in the sale of
string, brass, and reed instruments. One new edition fol-
lows the other, presenting simplified orchestral and band
arrangements of our standard classics. Publishers are rarely
forced to action by sentiment, They merely sense the
thread of events.

The slogan to-day is: “ Get together and make music.”

You cannot very comfortably place your upright around
your neck and carry it to band or orchestra rehearsals, And
even if you could they cannot use more than one at the
time. On the other hand, violins, cornets, 'cellos, flutes,
etc., are welcomed in legions. Nay—the more the merrier.

We are going through an epoch-making change in our
musical development and only the blind and stupid will fail
to see the handwriting on the wall.

Let us not weep over the loss of generations of unborn
and already doomed pianistic talent, for this change of
affairs plus the wonderful strides made by the player pianos
and phonographs will but bring about a speedier and more
graceful survival of the fittest in pianism as well as in all
other fields of musical endeavor.

Musical democracy is the new spirit in Musicland, and
those who fail to greet it and work toward the greatest
good of the new regime will be brushed aside by the ruler
of all the lowly and elect in Musicland by—King Progress.

ground, and already the

any given part of the stick.

Tourte and Stradivarius were quite alike in their genius
for judging wood, and in possessing skill to graduate wood
to the acme of nicety by an almost uncanny knowledge, or
power of intuition. The success of both masters may be
to a large extent summed up in the manner in which they
treated wood, according to its density or porosity, and both
knew how to select wood best adapted to their special pur-
poses. It might be said without fear of contradiction that
we owe more to Tourte than to Stradivarius, for the former
practically created the bow when having little if any work-
ing model from which to develop it, and hi- success made
possible many if not all phases of violin technic, Before
his time there could have been no staccato and spiccato,
no notable nuances of piano and forte, no power, no real
purity of tone and little fleetness under control,

Tourte used wood that was of fine, yet strong texture;
he learned how to heat the stick to the marrow (which in-
sures the permanency of the curve) without ruining the ex-
terior; he perfected the mode of bending the stick inward
(the earliest examples of bows show the wood bent the
reverse way, i.e., outward), and this improved idea enabled
the viol to better relax the weight of the fingers and
thumb against the stick while at the same time the bow
became more sensitive to pressure, and proper distribution
of weight became possible.

He determined the curvature, with the desirable point
of gravity (or balance), and decreased the diameter of the
head as well as the height, which determined the distance
the hair should line from the stick. This is accomplished
in part by the attachment of the screw, by means of which
the hair can be tightened or loosened at will—the earlier
method rendering such an advantage impossible. He also
hit upon the length of stick best adapted to the violinist's
arm, and then invented the ferrule at the nut which spreads
the hairs to the proper width and thickness, and which pre-
viously had been attached to the stick in a kind of round
bundle, And so we have our modern bow as it was con-
ceived by him, with the exception of the metal slide on frog
which attaches to the stick. This improvement was_first
applied by Lupot. Tourte never stamped his name on his
bows, although some of them have since been so marked
by owners or dealers,

The average bow, maker does not allow for the quality
of wood fibre, the grain and weight. The taper, general
size and curvature should conform to these variations in
different pieces of wood in order to obtain the pliability,
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A Guaranteed Offer to Music Dealers

We are known to every Music Dealer in the Dominion. Why? Because our publications sell, and we stand
behind every guarantee made with this offer,

FOR $75.00 EASY PIANO
tavleod o Docsmter 1o, 1917 TEACHING Music AD
nvoiced as Decem t, s N

ACCOUNT #
We will send any reliable dealer a carefully selected stock of our “EDITION WOOD," every volume in a neatly
printed shelf-wrapper for convenience in reordering, together with one each of the 278 compositions contained in
our “TEACHER'S BOOK OF SAMPLES," together with one each of our best sellin, songs and violin and
Piano compositions (all copyrights) and not to be had in any other edition, all for $75.00  We will make easy
terms of payment to reliable dealers.
Show the above to your customers. At the end of one year from date of purchase, take out those you find
unsalable, (if any), and return them to us. We will exchange them, nwon a basis of price for price, for music
which you have found by your own experience (not ours) will sell E TAKE TH['!> RISK! "To all dealers
handling our publications we furnish a liberal supply of catalogues imprinted on the title with the dealer's name.
WE KNOW that any dealer can sell our “EDITION." WE HAVE NO RETAIL DEPARTMENT WHO 18
GOING TO SUPPL{ THIS INCREASED DEMAND? YOU-—the dealer!

Write us at once.

THE B. F. WOOD MUSIC CO.

—
“EDITION wWOOD"
VIOLIN
AND PIANO MUSIC
——

29 West 38th Street, New York

246 Summer Street, Boston

RECENT

ENOCH SUCCESSES

“DOWN HERE” . . by May H. Brahe
Sung by Clara Butt

“I'LL SING TO YOU” by Jack Thompson

Immensely Successful
NEW CYCLE
Four Songs from
“THE FRINGES OF THE FLEET”
by Rudyard Kipling
Music by Sir Edward Elgar

Produced with great effect at the
London Coliseum

Published b
Enoch & Sons, London, England

and
The Anglo - Canadian Music Co.
TORONTO

144 Victoria St.,

J. H LARWAY
New Publications
YOUR ENGLAND AND MINE

Simpson
COME BACK SOME DAY Tate
IRIS . Davies
THE ROSE ETERNAL Derwood
O CANADA, MARCH ON Wakefield

IT WILL ALL COME RIGHT IN THE END

Oliver
SOMEWHERE A VOICE IS CALLING Tate
PIANO SOLOS

SLEEP AND THE ROSES . i Tate
SOME DAY YOUR VOICE WILL ANSWE!!

irgo

SAN REMO Telma

SOUVENIR DE RUSSIE Telma

NEW SONG CYCLES
THREE PERSIAN SONGS Herbert Oliver
SONGS OF THE ORIENT . . Herbert Oliver
EIGHT BALLADETTES Herbert Oliver

J. H. LARWAY

14 Wells St., Oxford St., LONDON W., England
Sell] entr for Canada:
THE AIOLO-BARADXH ?g:ou.,%olrm 144 Vietoria 8t
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elasticity and resiliency so necessary to assist the player
in control of tone production, which includes success in
gaining responsive color from every impulse of his bow-
arm. Every detail is most important, and the absence of
any one feature, or more, accounts for the defective bows
on the market which cancels any possibility of either forc-
ing or coaxing the power or quality of tone from any in-
strument—not even the best.

Much of the wood used in bows is not properly seasoned,
and the playing life of the stick is proportionately
shortened. If a stick is not straight the parts will not pull
and work her, thereby red: ing its ful and ef-
ficiency. All faulty curves in a bow unsettle its stability
when working on the strings, and so render it treacherous
and practically useless for fine playing. If the grain is
uneven or curly, the bow is more subject to warping out of
line. Nor does the average bow work equally well for all
styles of playing, and a clever violinist will select a stick
which will best serve him in controlling the weak points in
his bow-arm technic.

Sheet Music News Briefs

Mr. W. J. Roberts, of Chappell & Co., is holidaying in
the Bobcaygeon district, where in addition to forgetting
the cares of a sheet music publisher for a fortnight he will
no doubt get in some longer than eight-hour days at one of
his favorite hobbies—fishing.

Mr. Roberts' work in the interval is in the capable hands
of Mr. H. Culverwell, who is up from the Chappell New
York branch for two or three weeks. Mr. Culverwell is
quite at home in Canada, having lived in Winnipeg, and
having travelled from coast to coast, calling on the sheet
music dealers in the interests of the House of Chappéll.

Miss Jessie Plaxton, of Beare & Son, is spending her
vacation on the St. Clair river, which is a popular resort
for Detroit people. Miss Plaxton is gaining fresh energy
for using in a big fall and winter season’s trade in violins
and small goods.

The trade will be interested to learn that Major C. D.
Enoch, T.D., of the well-known firm of music publishers,
Messrs. Enoch & Sons, has been awarded the Legion of
Honor by the French Government,

An out-of-town gentleman called at the Journal office
recently and in course of conversation expressed his satis-
faction that such an automobile attachment as Holmes Mad-
dock brought home with him from the States had been
introduced into Canada, As reported in the July issue the
attachment shows a green light when the 15-mile-an-hour
rate is reached; a blue light for 20 miles; a yellow light
for thirty miles; a red light for forty miles; and at fifty
miles a concealed phonograph peals forth with “In the
Sweet Bye and Bye” The Journal's visitor would like to
offer a reward to anyone who would invent an improve-
ment so that instead of the concealed machine playing any
tune a concealed club would fly up and hit the driver a
good clout over the head.

Plenty of Stock for Fall and Winter

The following letter is being sent out to their customers
by Beare & Son this month:

“1It is hard to believe that we have just passed through
three years of the greatest warfare the world has ever
known. It has been a strenuous and chaotic period in the
lives especially of our business people. However, it i
gratifying to know that Canadians have done their “ bit"”
in keeping the wheels of commerce moving; that they are
still dominated by a win-the-war and business-as-usual
spirit, and are looking to the future with the utmost hope,
confidence, and assurance.

“Our Mr. Walter Beare has been very busy during the
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past three years locating markets for our special lines, and
has been more than successful, with the result that we have
in stock to-day for imme ate delivery a fine line of violins,
bows, cases, strings, resin and all violin accessories, as well
as a splendidly asorted stock
mandolins, banjos, cornets,
deons, har i and
you may require for your general

“The Canadian Nati Exhibiti opens § day,
August 25th, and we trust you will be coming to Toronto
for this great annual event. We extend to you a cordial
invitation to call and see us, and even if not requiring any
goods just at present we shall be glad to have the pleasure
of meeting you.”

i —————— A

NEW MUSIC e mmeres

o

) Words by Sam M
Snyd.

of cellos and fittings, guitars,
bugles, flutes, drum: , accor-
mes; in fact everything
fall and winter trade.

QT

"'Ob—Ob—Lady.""  (Switzerland
Lewis wnd Joe Young.  Musi

'Plant Plenty of Potatoes.''

mar & Edgar Leslie

J3125 “'Laddie Boy."'. Words by Will 1. Cobb,

anes

1124 and e by Bert Kal

Music by Gus Ed

EEIPTI the Shade of the Maple Tree." Wards by Mrs
don, Barrie_ Ont.  Music by Henry D Dumad
39145 o Home If They'd Let Me Joint the Army.'
5 by Juck Mahoney Music by Alhert Gum
BA1AG e Litt) ‘ennessee Bong.  Words by
3 Harry Carrall
AT e Way to Song. Words by Gus Kahn
by Richard A, Whiti
EITTTG Good Beout.” Momg. Words by Stanley Murphy, Music
! Carroll .
1149 Wy ome Our Boldiers.’’ Nung music by
| riton, o,
L6 *'When We Wind Up the Watch on the Rhine.'* v Gor
on by Gordon V. wil

Hum Davis,
“Pinkle.""

8
“T've

One

y.
ot " Words by Edgar Leslic and
Grant Clarke.  Musie hy . Meyer.
48 ories of Home.'' song. By Rev. J. D, Morrow
B9162 4 f Canada.)  Melodie pour Vielon
¥ J.E. Belair, Montreal
S9168 Ask W n_ Tulip & Words by Joseph Suntley
Music by Henry 1

shall
H.nnr s Words by
ley

Words by Helen Haskin,

M
41169 Down South Everybody's Song, Nat Vin

Music by Herman '
. Walte song.

88170 Music by

Moriarty

By
By Louis H. Fisher
Words by Bartley Costello,

King. Words by W. H. M

Andino. " William' Herbert Melntosh,

Song.

Music by Henry I. an |
or thi , the Bmpire, and the
usic by J. B
Stoughton, Rask
Oh,rr '1; Little Darling. Words and music by Morris Manley,
oronto,
Girls of America, We All D?IM on ¥ou. Words by Edgar
Leslic_and Bert Kalmar. usie by Harry Ruby, v
1182 Medley W, . By K. G. Smith nmi Frank Eborail
Eborall, Toronto
van

P
Intosh.

Smith &

8188 re ti Soldati d'Mtalia!  (Forward Soldier of Italy!)
I)mm Del Maestro Ernestro Sestero, Ernesto Sestero, Welland,
ntario,

J4104 You Are My All in Al Words by Walter Bruce,  Music by
Wm. Eckstein. _The [, r Company, Limited, Montreal,

43105 Good. Soldie; y. W by Walter Bruee. Music by Wm,
E Company. Limited, Montreal.

aag02 H. T, Seott-Huntington, Toronto,

202 By Lieut. H. T. Seott Huntingdon,

23209 . Words by Gus Kahn and Raymond

Richard A, Whiting.

ing lun"u You. Words by Stanley Murphy,
Turrol

28210

music by Charles F. Harrison,
enry Clay. Words by Gus Kahn.

By Henry Lodge.
By Grace Le Boy,
J. Van Prasg.

Musie

By Henri
pples.  Valse, H{ Merle Von Hagen,
Chanson Rretone.  Paroles ot Musique d'Albert Lar
J. E. Beluir,- Montre
on the Right H 8 of Father. Words by Alfred
n. Musie by Harry Tierney,
‘Il Be a Soldier, 1°) & Red Oross Nurse. Words by
0

Music by Harry Tierney,
. Music by Harry Tierney
rown.  Words by Alfred Bryan,

Wards by Alred Bryan,

i
Alfred B
1

Music by Harry
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!"lmlu et _Melodie de ler)’uﬂnud!rllut Accompagnement de

E. J. MeCreary. J. E elair, Montreal
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Enoch & Sons

The Australian lady, May H. Brahe, is rapidly making
headway in this country as a composer of popular class
songs. Madame Melba was among the first to give en-
couragement to the young and promising composer. Madame
Clara Butt with the now familiar ditty, “ Down Here,” has
also helped to popularize the composer's writings. Among
May H. Brahe's recent essays of an important nature must
be reckoned the album of * Song Pictures,” in the produc-
tion of which she has been worthily aided and supported
by Helen Taylor. Here we are offered five numbers, named
respectively “1 Passed By Your Window,” * Heart of the
Night," “ To a Miniature,” * Dawn Song,"” and “ The Little
People.” In perusing these vocally fresh and fragrant ditties
the reader cannot fail to be struck by their thoroughly un-
orthodox character. There is here no smell of musty old
text books. This is the music of the heart—not notes caged
and stultified and bound within a wretched fixed rule-of-
three theory often as absurd as it is quite at variance with
the true spirit and mission of music Said a doctor friend
of mine recently, “ I don’t know how your experience goes
in regard to musical text books, but the worst about medical
text books is that patients will not have text book com-
plaints,” Neither, truth to tell, will people have text book
music.—~Musical Opinion.

Edwin Ashdown, Limited
Included in a small selection of pianoforte music is-
sued by this house is * EIf Dance,” an attractive light piece
by Felix Swinstead; * Aux Papillions,” a melodious and
more difficult composition, by Henry E. Geehl; “ Mazurke
Russe," a useful practice piece, by Mischa Godowsky;
" Country Life,” a set of four pieces by L. A, Cane; whilst
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You Can’t Stick in the Old Ruts—

Enterprise will shove you off the highways of success.

If you have been so busily absorbed in the driving wheels and gears
of your piano business, that you have forgotten all about or neglected
the screws, nuts and bolts—determine now at the opening of the Fall
trade that you will increase your sales,

-
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and extend the influence of your store by featuring violins and
small goods.

For Reliable Violins, Bows, Strings and Accessories

BEARE & SON

Stands pre-eminent the world over.
Write us for particulars and prices.

You are cordially invited to call at our Warerooms when
in the city for the Exhi

BEARE & SON, 117 King Street W., Toronto |

TRADES JOURNAL

easy teaching music is represented by * Pleasure Time,"
Books I. and II, by James Lyon; * Miniatures,” a set of
five little pieces by the same composer; and “ Five Easy
Pieces,” by Felix Swinstead, Op. 37

J. H. Larway

From this go-ahead London house comes a good selec-
tion of songs, conspicuous by being the work of native
composers, and they are all clearly printed and tastefully
got up externally. Numbers which are likely to achieve
popularity, being songs of the moment, are: “ O, Canada,
March On!" by Edward Lockton and Margaret Wakefield;
“ The Star-Spangled Banner " and the “ Union Jack,” and
“I'm Waiting For a Soldier Boy," by the same author and
composer; and “Your England and Mine,” by Edward
Lockton and Nellie Simpson. Other specially attractive
songs are: “ The Garden I Fashioned for You," words by
P. J. O'Reilly, music by Herbert Oliver; “ The Surest Love
Of All" by Fred E. Weatherley and Arthur F, Tate; “Keep
My Love Safe in Your Heart,” by Edward Lockton and
Jack Trelawny; and * Come Back Some Day” by Ed
Teschemacher and Arthur F. Tate, which in our opinion
will probably rival the same composer’s famous song,
* Somewhere a Voice is Calling," in popularity. We have
also “Our Pantomime,” lyrics by Edward Teschemacher,
music by Herbert Oliver, which consists of eight numbers,
in which taking words are allied to characteristic and
catchy melodies, and includes three songs, three quartettes,
a duet for soprano and tenor, and a scena for baritone.
* Our Pantomime " achieved considerable success when put
on recently at the Palladium, and this is not to be won-
dered-at when the work of lyrist and composer is so well
blended.—The London Music Trade.

lessen your overhead expenses,

the name o
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AND LONDON,
ENGLAND
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J. F. Fisher Goes to Calgary

After eleven years' service with the House of Nord-

heimer, nine of which were at the Toronto headquarters,
Mr. J. F. Fisher has r gned to accept the management of
the piano, talking machine and sheet music department in
the Hudson Buy Co.'s Calgary store. Mr. Fisher's de-
parture is deeply regretted by his business associates and
many personal friends in Toronto, whose best wishes for
the fullest measure of success in his new position in the
west follow him,
Mr. Fisher himself finds it anything but easy to sever
his pl lati ip with the Nordhei house, but
looks forward to large opportunities in the musical develop-
ment of Calgary,

The Fringes of the Fleet

Sir Edward Elgar's recent production of music for Kip-
ling’s “ Fringes of the Fleet” has been enthusiastically re-
ceived in England, and promises to be heard from in Can-
ada. It got a rousing reception at the London Coliseum,
commenting on which one of the London papers says: The
four songs—" The Lowestoft Boat,” “ Fate's Discourtesy,”
“The Submarine,” and * Mine Sweepers "—are not by any
means merely rollicking sea songs—they express the senti-
ments of a type of Britisher who does not usually come to
the fore: that type is the trawler man, the mine sweeper,
and their mates. Mr. Kipling says in “ The Fringes of the
Fleet," from which the four songs are taken: “ The hour
struck, and they reappeared, to the tune of fifty thouand odd
men in more than two thousand odd ships It is the
same fierce, hard-living, heavy-handed, very cunning ser-
vice out of which the navy as we know it to-day was born,
It is called indifferently the Trawler and Auxiliary Fleet

Established 1852 Call Telephone M. 554

Musician’s Demands

Satisfied in every way at our store,
We have a most complete stock of
String, Wood, and Brass Instruments,
also a full stock of Sheet Music.
Don’'t forget, too, our expert repairing,

CHAS. LAVALLEE

Agent for—Besson & Co., of London, Eng,
Pélinson, Guinot & Blanchon of Lyon. France.
J. W. York & Sons, of Grand Rapids, Mich

35 St. Lawrence Bivd, - Montreal
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Its doings are recorded by flags stuck into charts.

+ The steady procession of traffic in home waters,

liner and tramp, six every sixty minutes, blesses it alto-
gether.”

The Admiralty have kindly helped to get the exact kit
copied for Mr. Charles Mott, the soloist, and his three
Supporters. The chorus of * The Lowestoft Boat” is an
ear-catching refrain, and all the music displays that vigour
and exp: i i with the A

Trade Croakers

I leave my couch ere break of day, and watch the
shadows fleeing, snd I am jubilant and gay as any human
being. I eat a peck of ham and egg d, humming blithe-
some ditty, I steer my large but shapely legs toward the
busy city.

But ere I've walked a parasang,
me, and with a sad and dark
and shakes me.

" The crops,” he says, “are on
corn and carrots; and all of us, this fall, I think, will starve
in freezing garrets. This fall we'll know the pangs of
want, and forty kinds of worry.” I say to him, “Avast!
Avaunt!” and leave him in a hurry.

I can't resume the joyous tune that lately came so
handy; I feel like one who finds a prune when looking for
a candy. For grouchy words depress the soul, there's no-
thing does it quicker; there's naught like gloomy rigmarole
to make a man feel sicker.

But when I've walked along a while, I feel my spirits
rising, I wear again my balmy smile, the grin that's so
surprising. And then another misfit comes, the seeds of
sorrow sowing: “ We soon shall hear the beat of drums,
and see our life-blood flowing. We do not know, when we
retire, to slumber in our shanty, when German guns may
scatter fire and death in Ypsilanti. The outiook's sombre,
dark and gray, and no one heeds my warning; your uncle
may be shot to-day, your aunt to-morrow morning,"

I hit him deftly with a brick, with hands and feet I beat
him, and dump his body in the creek, and let the fishes eat
him,

a sorehead overtakes
harangue he grieves my soul

the blink, the wheat and

But he has spoiled my morning walk and made the whole
day dismal, with all his grim sepulchral talk and gloom pro-
found, abysmal,

I wonder why men don't be gay, until there's cause for
sorrow. Why not enjoy the bright To-day, and pass up
dark To-morrow?—Walt Mason in Life.

The better one knows
for other men.

himself the more respect he has

(Write for ** Music Money,”” a book **full
of meat'’ for those dealers interested in
quick and frequent turnover of capital.)

Columbia

Factory and Headquarters
Toronte . .
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Making Headway in Cobourg

Mr. Neil MacVicar, who opened up a music store in
Cobourg, Ont., six months ago, reports that business has
been good and looks promising for the fall. Before going
into business for himself Mr. MacVicar had been associ-
ated with W. B. Riggs, of Belleville, and C. W, Lindsay,
Ltd, Montreal. Besides Gerhard Heintzman and Evans
Bros. pianos he carries phonographs, organs, sheet music,
violins, and small goods,

Different Attitude to Fall Orders

Mr. John A. Sabine, one of the proprietors of Music
Supply Co., Toronto, wholesalers of Columbia products,
just recently visited a number of Ontario dealers with
pleasing results. Mr. Sabine contrasted his visit with the
calls made a few years ago, when it was only by the great-
est persuasion that even small orders could be secured, and
to convince the dealer that he should order then for fall
was impossible. On this occasion fall orders were readily
placed when the dealer was shown the advantage of antici-
pating instead of waiting until the goods would be required,
when disappointment in deliveries are inevitable.

A Reliable Piano Polish

The dealer selling a piano polish should appreciate the
responsibility that devolves upon him to recommend no-
thing that he has not positive knowledge is non-injurious,
Many a beautiful piano finish has been defaced and marred,
if not completely ruined, through the use of injurious mix-
tures put on the market as polish,

Mr. Henry 8. Cross, head of Cross Products, Ltd.,
Toronto, is the possessor of a formula more than two hun-
dred years old of a French polish, with which he is meet-
ing with good success. Mr. Cross, speaking of polishes,
points out that there are mixtures which give a brilliant
polish that may last for a day, or for several days, but he
invites lengthy tests of his product, which is guaranteed
to be non-injurious. The Cross polish is for use on the
ivory keys as well as on the case of the piano

The directions may be summed up in the words: “Shake
thoroughly, apply sparingly, use cheesecloth, rub lightly.”

)
Sousa's

CANADIAN MUSIC TRADES JOURNAL

A Reunion

The accompanying photograph, teken in
front of the store of Thos. Claxton, Ltd,,
at the time Sousa's Band was playing here,
shows Mr. Herbert L. Clarke, the
nowned cornet soloist with Sousa's Band,
standing with Mr. Claxton. Mr. Clarke
bought his first cornet from Mr, Claxton,
and paid $12.00 for it, many years ago. Mr
Clarke tells that he earned this money by
shovelling snow from sidewalks and cut-
ting the neighbours’ grass, He played his
first solo in Mr. Claxton’s orchestra There
are many other musicians who purchased
their first instruments from Mr. Claxton
in the early days of his business, which
was established in 1868,

re-

In the phonograph line Thos. Claxton,
Ltd, are a considerable factor in Toronto
trade, having splendid ground-floor parlors
with six demonstrating rooms, and giving
prominence to Edison and Columbia lines.
The business is under the management of
Mr. C. R. Coleman, who has had a long and
valuable connection with the small goods
trade in Canada.

Cross Products, Ltd., also manufacture an auto body
polish, which should interest piano men, so many of whom
use automobiles in business, and which should be kept
clean. Cross Products, Ltd., are located at 56 and 58 Agnes
Street, Toronto.

Mostly Personal

Mr. Kincade, of Mason & Risch, Ltd,, Saskatoon, was a
recent trade visitor to Toronto,

Mr. H. D. Kresge, for sometime past manager of the
R. 8. Williams & Sons Co., Ltd., advertising department,
has severed his connection with that firm,

Mr. George E. Dies, of Doherty Pianos, Ltd., Clinton,
called on the Toronto trade on his way east.

Mr. C. J. Pott, salesmanager for Canada of the Otto
Heineman Phonograph Supply Co., has returned to his of-
fice from a successful business trip to Montreal

During a severe storm that swept over Kitchener recently
lighting struck the factory of the Pollock Manufacturing
Co., Ltd., manufacturers of the Phonola, and demolished a
chimney. The electric lighting and telephones were burned
out, a couple of men knocked over. One girl was sent to
the hospital suffering from shock.

Mr. O. Wagner, manager of the R. 8, Williams & Sons
Co,, Ltd.,, Winnipeg, branch, has returned west after spend-
ing a couple of weeks in the east and at New York, where
he attended the Edison dealers’ convention, Mr. Wagner,
who is not given to enthusing without real reason, was de-
lighted with the experiences at the convention, where he
received many valuable trade-getting ideas that he can pass
along. Concerning trade in the part of Canada looked after
by his branch, Mr. Wagner said it was not a question of
selling the goods but of making deliveries.

Mr. B. A. Trestrail, salesmanager of the R, §, Wil
liams & Sons Co., Ltd., Toronto, and who also looks after
that firm's publicity department, made a special trip to New
York to connect himself with the United States Navy.
After several rejections he was finally placed on the Medi-
cal Reserve Corps. He continues his duties here until
called, which will probably not be until October. In spite
of being rejected by the Naval Reserve, the Marine and the
Aviation Corps for various reasons, Mr. Trestrail persisted

until his application was finally favorably considered.
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Merchants in Other Lines
Formidable Competition .or Music Dealer

MUSIC dealers are more or less of the opinion that the

talking machine trade should be entirely in their own
hands. They do not relish the idea of musical instruments
getting into hardware, jewelry, furniture, and dry goods
stores, which have become formidable competitors. They
believe they are competent to give better service than
these dealers in other lines. So they are. The music store
is the logical place to go for musical instrumeiits, but the
fact remains that dealers in other lines have gone after the
talking machine business with an ensrgy that makes neces-
sary greater efficiency, better service, and more enterprise
than ever in meeting and beating competition.

The following article, reproduced from the * Dry Goods
Economist " of New York, is given not so much for its
value, but to give an idea of how merchants in other lines
are encouraged to go after what music dealers have hitherto
considered their own legitimate property:

“The conditions under which talking machines must
be sold differ radically from those governing the sale of
most department store merchandise. The pioneer manu-
facturers have so firmly established the resale price of
their machines and records that the manufacturers of the
machines recently placed on the market have followed their
example. As a result, talking machines are generally re-
tailed at the manufacturer's resale price.

“Only in occasional instances is a lowering of price
tolerated by any of the older manufacturers, and even then
it is permitted only in the case of a machine that has been
used for demonstration purposes. A machine so used, for
a period prescribed by the company, may be reduced in
price by the dealer, but it may not be advertised at that
price, nor can it be placed on display.

Cut Price a Poor Attraction

“ Attempts to cut prices have often involved the dealer
in a lawsuit, and have seriously hampered his purchase of
machines for future needs. However, in the present oper-
ation of a department there is no necessity for reduction in
price since price is of lesser importance in the selling ot

hi on the partial-pay plan,

“In basing their distribution methods on maintained re-
sale prices the older manufacturers have standardized qual-
ity, style and price. Hence, a merchant or department man-
ager, in ing the ivities of i cannot fea-
ture superiority in these directions in the effective ways
adopted in other departments, since his competitor quite
likely buys from the same source and is able to offer the
same line of machines or records at the same figures.

Get Away From Old Habits

“ Merchants who have been accustomed to talking style,
quality and price in their advertising columns—often to an
unwise degree—sometimes feel that they are deprived of
the only means of getting back at a competitor when these
elements are eliminated. But this idea is erroneous. The
buying public has been educated to paying the standard
price for the standard machine or record, and, for this rea-
son, there is no necessity for talking ' finest quality,’ * best
style’ or ‘least price.’

“ What, it may be asked, then, is a logical method of
advertising so as to get the volume of a ity's talk-
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“ By showing how easy it is to select from your pro-
perly displayed and i h hi with the
aid of a th ghly trained

“ By dwelling on convenience of the lease method of
payment.

“ By pointing out that your repair department
stalled and is maintained for the s ©

“ By emphasizing the service provided by your highly
efficient salesforce—the best that can be had.

Talk Convenience; Back It Up

“ Talking * e' to the is merely get-
ting away from the hackneyed idea of * store service! Em-
phasize convenience, therefore, in all the advert iing of
your talking machine department. Then, back up the ad-
vertising to the limit,

“Is it not logical to suppose that a customer, having
bought a machine where ‘convenience ' to him, or her, was
clearly the chief thought in the mind of the salesperson,
will feel inclined to buy all future record needs in that
store? The answer is obvious.

“ The problem of the talking machine department head
lies in selling to a greater extent than in buying. A man-
ager who has in mind only the initial sale and the profit
thereupon is ing on faulty pri When a sell-
ing plan is under course of development the right method
is to carefully analyse the ultimate result, ascertaining
whether or not, in addition to a profitable sale, there will

be a stronger impression of service in the mind of the
customer.

ng o
son.

Low-Priced Machines as Leaders

“Two stores, at least, have increased the sales of ma-
chines materially by using the lower-priced machines of
the line carried as the entering wedge for the sale of the
more expensive instruments they handle, or as a means of
boosting the sales of records.

“This method, by the way, should prove especially in-
teresting to those who were conviuced that the advent of
the cheaper machine into the market would lessen the sale
of the higher-priced ones.

Machines for Resort Use

“ Anyone who has visited a watering place, a mountain
resort or a camp within the last ten or fifteen years, will
recall the fun and pleasure a talking machine has furnished
during dull evenings, when there seemed to be nothing to
do. Realizing the advertising value of this fact, manufac-
turers ran a series of ads showing the smaller talking ma-
chine as the centre of attraction in camp, or as furnishing
music for an impromptu dance in a cottage or on the porch
of a summer hotel,

“Acting on this hint, the two stores we have in mind
linked their own selling plans with the manufacturers’ ad-
vertising featuring the smaller and cheaper machines. A
little before the vacation season began a number of strong
ads were run in the newspapers, featuring the small ma-
chine as a vacation requisite, laying particular stress on
its convenient size and low price. While realizing that a
large cabinet machine would be too cumbersome and too
expensive to appeal to most persons vacation-bent, the talk-
ing machine department hea 0 knew that many people
would hesitate abo = .avesting money in a smaller machine
for vacation purposes because of their ambition to own a
big hine for the home. Recognition of this fact was

ing machine and record business, if your competitor is able
to obtain exactly the same merchandise at the same price
you are paying, and when both are governed by resale price
restrictions?

“The answer is: By featuring various strong selling
plans which will impress the community with the conveni-
ence of buying in your store.

the basis of the plan adopted.
An Exchange Offer
“The same ‘vacation’ type of ad was continued, but
the announcement was made that if a customer desired a
small, cheap machine, to while away dull moments during
vacation, he could buy it, and if, later on, he desired a
large cabinet machine, the smaller, used machine would be
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PERHAPS ONE PHONOGRAPH IS LIKE ANOTHER UNTIL YOU REACH j
THE GERHARD HEINTZMAN
—— ~

Here is a phonograph so obvi-
ously superior that it creates
immediate desire for posses-
sion.

Behind it is a half century of
manulac(uring musical instru-
ments of the highest grade.

Plays any disc record.

Has quiet, smooth, running
motor.

Acoustically correct tone cham-
ber of genuine piano sounding
board spruce.

Reproducer that conforms.
Perfect Nuancer.
Automatic stop.
Automatic lid support,

Self operating electric light for MODEL P
record chamber. $180.0¢

Cabinets double veneer on
three-quarter inch solid core,
built by piano case craftsmen.

All cabinets on casters.

Made in mahogany, walnut, cir-
cassian,

Fumed and mission oak.
Special designs to order.

It is a wonder instrument in
attracting sales of the highest
class.

GERHARD
HEINTZMAN
LIMITED

Sherbourne Street

MODEL C

s TORONTO
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taken back in part payment for the larger one, being credit-
ed at its full purchase price.

“One store went still further. It announced that to
anyone who then owned a machine and wanted a smaller
machine for vacation purposes it would sell one outright,
and at the close of the season the customer would be per-
mitted to return the machine and have its full purchase
price apply on a new purchase of records. The only stipu-
lation was that the machine, when retarned, must be in as
good condition as when it left the store.

“One manager stated to us in this connection that a
machine would depreciate more by occasional use for dem-
onstration purposes than by its use for a month or so by
@ customer,

Easily Kept Records

“ These transactions involved no intricate system of
records. They were merely kept separate from the ordin-
ary sales. This separation, in itself, facilizated the gaging
of the plan's success, especially in keeping track of the
number of those who took advantage of the offer. The
record was also useful in connection with certain follow-
up letters sent out to remind such customers that the offer
was still open,

“ One concern fixed Oct. 1 as the date for the offer’s ex-
piration, the idea being to hasten a decision on the part of
purchasers of the small machines. However, where many
people take their vaction later in the fall this date might
prove too early,

“Many of the smaller machines were kept, the cus-
tomer not taking advantage of the credit offer. This was
to be expected. Many of the better machines were sold,
however, the initial payment thereon being the credit for
a machine used during the customer's vacation.”

Nordheimer Vice-President Returns from Visit
to Maritime Provinces

That there is an encouraging increase in the proportion
of better grade pianos sold in the eastern provinces is the
observation of Mr. E. C. Scythes, vice-president and gen-
eral manager, Nordheimer Piano & Music Co., Ltd., of
Toronto. Mr. Scythes just recently returned from a three
weeks visit to the territory east of Quebec City, including
Prince Edward Island.

He found a general air of business prosperity. The
fishing industry is proving profitable, the catch being good
and prices high. Hay and grain are excellent crops, but a
trip through the Annapolis Valley of Nova Scotia, famous
for its apples, gave the impression that this year's yield
would be unusually light. Mr, Scythes motored through
the Valley with Mr. H. W, Phinney of Halifax.

Piano trade he found healthy, with the dealers, however,
keeping seriously in mind that it is war time, and therefore
a time for cautious dealing. With some exceptions trade
had not bezi developed as in the west, though there is an
abundance of wealth and a characteristic solidity that make
the eastern provinces a valuable market.

Dealers who read the Journal Mr. Scythes found well
informed, and many of them familiar with the Music-in-the-
Home pr da and the di i on the One-Price
System. A couple of houses he found had adopted fixed
prices with such success that they would not revert to the
former plan,

Asked as to talking machine trade, Mr. Scythes re-
marked that every place one went to he heard of the visit
of a representative of a new line. * Talking machine
travellers seem to grow on every bush,” he remarked, “and
the competition is keen.”

Nordheimer business, he stated, was developing along
the right lines; the quality of the goods and the standing
of the house being more widely appreciated.

Music in the Home

lT is unfortunate for the music trades that there are so
many in it without vision or imagination, or any concep-
tion of their possibilities beyond the hum-drum mediocre
efforts of getting enough business to equal or just pass the
last year's record. How can a dealer enthuse those with
whom he comes in contact? How can he convince his
public that music is so essential that not to have it in the
home is evidence of a stunted mental development or un-
pardonable neglect when he does not believe it himself?

It is an apalling fact that there are retailers of musical
instruments who will not only admit that their lines are
luxurious superfluities, but actually argue that they are,
Others who do not deliberately say so in plain English are
80 jrounded in their own convictions that they live it; they
radiate it, and unconsciously permeate the atmosphere
with it,

It sometimes appears that this propaganda to increase
the interest of the public in more and better music should
commence inside the trade and work out. The number of
newspaper editors who are heartily sympathetic with the
principal of more and better music as a national unifier,
a public leveller, refiner and educator is agreeably sur-
prising, and yet there are men in the trade whose private
conviction is that a family can do without a piano until
after the war, and then &0 on doing without it indefinitely.

With the entire trade helping to get into moticn all
the machinery, all the agencies, all the means of develop-
ing, fostering, stimulating the interest of the public in
music, there would, in a very few years, be such an increase
in the demand for musical instruments that all the present
factories would be forced to double their capac'ties. In
this feature the trade is perhaps more interested than in
the incalculable benefits to the public through a close ac-
quaintance with music.

Often as reference has been made in these columns to
the Canadian Bureau for the Advancement of Music there

‘are men in the trade—intelligent and progressive men—

who will still ask what it is all about, They may have a
vague ideathat it is a fad proposition of some individual
with visionary theories, or who is trying to make himself
a job.

There is so much to be done, so many agencies that can
be set to work to stimulate interest in music, and therefore
the sale of musical instruments, that it is inconceivable that
any argument or p ion is y to get ion.

To reiterate. The Canadian Bureau for the Advance-
ment of Music, above referred to, is what its name indi-
cates. It was organized in March of this year, and even
in the short time since then has accomplished much; but
there is so much more that should have been accomplished.

The Bureau is fi d by vol y co
far from the trade entirely. It has a secretary, or director,
whose business it is to secure articles on musical subjects
and supply them to newspapers that have been persuaded
that their readers would be interested, and that it would
consequently be profitable for the papers to use these
articles, that are supplied gratis. These articles are not
advertising. They are not “puffe” or “write-ups” of any
firm or line, or even of the indusiry as a whole, They are
desigred to interest and inform the average reader to arouse
and maintain his interest in music. If he is a parent to
make him see that without music in the home it is no
home.

One of the duties of the above referred to secretary or
director is to get the co-operation of newspapers by agree-
ing to use these articles. The editors have to be shown
the advantage to their papers—also it takes money to pay
writers and travelling expenses, but the influence of the
press has a value impossible to estimate when the adver-
tising of the manufacturer or dealer is linked up with the

S ——— T O TR © A
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* Music-in-the-Home " column or page in his local paper.

Retailers and manufacturers are now planning fall
activities. These plans should embrace indirect as well as
direct infl on trade develop: through musical ap-
petite. The “ Music-in-the-Home " pr da might be
termed “indirect direct," but it deserves a place in the
plan of everyone interested in wider markets for pianos
organs, players, rolls, talking machines, records, fiddles,
guitars, banjos, harps, band instruments, sheet music, and
kindred lines.

But do not go to your local editor and tell him that you
think he should give some space to informing the public on
your line of business, or in other words, give it frie ad
vertising. Go to him and suggest that his paper can make
itself stronger with its readers and more influential by
publishing ionally hing to arouse family interest
in music in the home. Of course he will tell you that he
publishes a lot of free advertising, recital notices, etc., or
other material that interests the professional—the * musical
high brow.” Suggest that he supplement this with human
interest stuff, and which you can get him without cost to
the newspaper. When he consents ask the Bureau to fur-
nish the matter weekly. The address is 56-58 Agnes Street,
Toronto. But before seeing your editor write the address
just given, and ask for proofs showing the class of material
supplied, then get your local competitors to go with you
to the local papers to urge their co-operation in advancing
interest in * Music-in-the-Home.” For y you are
fortified by the fact that both the papers and the public
must be benefited in order that your business be indirectly
stimulated.

A Shortage of Pianos

FROM the first year of its existence this Journal has con-
sistently, and as regularly as the seasons came round,
urged early ordering for fall and winter trade. It is re-
markable that even the more progressive dealers, in any
line, are at times disinclined to give the wholesaler or

£ er an appr idea of what their require-
ments are likely to be.

While it is unsafe to prophesy, particularly under stress
of existing conditions, there never was quite so certain
evidence of a forthcoming shortage of pianos for fall trade
as there is now. That there will be an acute scarcity is
as certain as the fact that the manufacturers have not been
able to get stock ahead as they should, and would, if the
factory organizations were not so drained as to make nor-
mal outputs physically impossible even with overtime.

Assuming for the moment that factory outputs were
normal, that the owners thereof were able to stock up with
pianos to season, there is another very important reason
why the dealer should size up his fall requirements and
get the instruments on his own floors. The reason is rail-
way transportation, or rather the lack of it. On many lines
there is an embargo, and one can only hope that music
trace shipments may not be interfered with.

There is a shortage of freight cars. There is a short-
age of engines, and a shortage of train crews. Little or
no new rolling stock has been built in three years, even to
provide for the ordinary wastage. Freight traffic has in-
creased—but it is unnecessary to enlarge upon transporta-
tion difficulties. Readers of this Journal must know them
thoroughly, and no effort is necessary to deduce from rail-
way conditions alone, apart altogether from shortage of
pianos, costly disappointments in this season's experience
because of neglect to anticipate fall requirements,

well known in music trade
spending the summer with
on Prince Edward Island.

Mr. George H. Suckling,
circles from coast to coa:
Mrs. Suckling at their pla

Piano and Supply Manufacturers Help Win
the War
Lend One Hundred and Sixty Men

Anyone directly or indirectly connected with the music
industries must be gratified with the patriotism and gener-
oity of music men in having encouraged and assisted in
greater food production. Now comes further evidence of
their interest in getting the crops harvested.

In conformity with the movement led by the Govern-
ment and co-operated in by business organizations to
secure men to help the farmers, the music industries are
showing a most generous spirit and a splendid example for
other industries.

A special meeting of the Toronto piano and supply
manufacturers was called on Thursday, August g, at the
office of James G. Merrick, secretary of the Canadian
Piano and Organ Manufacturers' Association, to decide on
some method of securing volunteers from their factories
for farm work until after the harvest. The trade was hur-
riedly d her by teleph on the same after-
noon that Ontario’s Premier, Hon. Wm, Hearst, delivered
his appeal for men.

At the meeting were: Albert Gourlay, Gourlay, Winter
& Leeming, Ltd.; R. H. Easson, the Otto Higel Co., Ltd,;
Henry H. Mason, Mason & Risch, Ltd.; J. A. Moore,
Cecilian Co., Ltd.; Cecil N. Sinkins, National Piano Co.,
Ltd.; Henry Durke, Mendelssohn Piano Co.; E. Gray,
Heintzman & Co., Ltd.

The meeting was promptly called to order by Mr. Mer-
rick, who briefly outlined the purpose in coming together.
Mr. Easson was appointed chairman, and after a short dis-
cussion it was readily seen that the sense of the meeting
was in favor of the music industries taking immediate ac-
tion to contribute to the army of volunteer-farmers being
raised.

It was i ly decided to r ten per cent.
of the men notwi ding that enli and munition
plants had drained the factories to the extent of making
the reduced output a serious matter.

A committee was appointed to interview those firms not
represented and report at a subsequent meeting the next
day at noon. This committee consisted of Messrs Easson,
Durke and Gourlay. At the second meeting, Mr. Easson
being detained, Mr. H. H. Mason was appointed ch
man. Those present on the second day were :— Mr.
Best, D. M. Best & Co.; Mr. Loose, Jr, 1. M.
Loose & Sons, Ltd.; Norman Kalloway, Stanley Piano
Co.; Robert Johnson, Lonsdale Piano Co.; W. Bohne and
H. J. Whairn, W. Bohne & Co.; Henry Durke, Mendelssohn
Piano Co.; Henry H. Mason, Mason & Risch, Ltd.; A, E.
Gourlay, Gourlay, Winter & Leeming, Ltd.; Robert John-
son, Lonsdale Piano Co.; R. H. Easson, The Otto Higel
Co., Ltd.; E. Gray, Heintzman & Co., Ltd.; Cecil N. Sin-
kins, National Piano Co., Ltd.; T. J. Howard, Newcombe
Piano Co., Ltd.; A. A. Pegg, Nordheimer Piano and Music
Co., Ltd.; Frank Wesley, Gerhard Heintzman, Ltd,

The various members of the committee reported the
complete and hearty co-operation of all the firms, and a
total of one hundred and sixty men available from the fol-
lowing Monday. The manufacturers agreed to pay their
men the difference between their regular wages and what
the farmers would pay.

A new vocalist has arrived in Hamilton. She is the
daughter of Mr. L. E. Eager, manager of the Nordheimer
branch there. He thinks of naming her Vocalion, a compli-
ment to both.

The Nordheimer Piano & Music Co., Ltd., announce that
they will not exhibit the Aeolion-Vocalion at the Fair,
but are inviting the trade and the public to a special exhibit
at their own showrooms.
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Cecilian President Visits West

Mr. J. E. Hoare, president, Cecilian Co., Ltd., Toronto,
and head of Musical Instruments, Ltd., has returned from
a hurried visit to the leading centres in Western Canada.
Mr. Hoare was summoned to the west by the serious ill-
ness of his sister, who resides in Wetaskiwin. He then went
on to the coast.

Mr. Hoare is very enthusiastic over this part of Canada
and its wonderful future. Even with the crops below nor-
mal, as many now expect the high prices will give the
western farmer an immense buying power. During his
trip the western people were going through their usual
period of anxiety as to whether the crops would receive
the required rains, and then as to whether they would ripen
before the frosts came.

The proverbial hospitality of the western dealer was
commented upon by Mr. Hoare, who met with a cordial re-
ception wherever he went. Piano trade was good, but so
much depending upon a successful harvest that there is
hesitation in ordering, which will later cause disappoint-
ments in deliveries,

Metalnola—the Metal Action
Reprinted from New York Piano Journal

It goes without saying that durability, accuracy and
ability to resist temperature and climatic changes are es-
sentials in a player action. Wherg could one look for these
qualities with a greater chance of success than to the
metals? Such has been the line of argument that has led
to the constriction by the Otto Higel Co. of the Metalnola
player action,

Of recent years our progress in the making of metal
alloys and in the casting and machining of the lighter
metallic products has been almost marvellous. On the
crest of this development of metallurgical work comes the
Higel action, applying to the manufacture of the small and
accurate parts required for a quick responding, accurately
adjusted and completely durable action all this recent know-
ledge, and substituting a strong light alloy for the wood
that has heretofore been used in every part of the action
where possible.

For example the parts entirely of metal are, the tubing
leading to the tracker bar, the vacuum chest, which is seam-
less, and therefore cannot possibly leak; both the primary
and the secondary valves, and all air passages between.
There is also a standard for the vacuum chests made of
metal, and the metal unit containing the primary and sec-

Unit casting for primary and secondary valves

ondary valves is screwed to the metal vacuum chests, thus
giving the action what is practically a metal frame, which
of course produces rigidity, and renders practically im-
possible the slight slip-pages and bad adjustments which
are the usual causes of action being out of order.

As will be seen by the illustrations given with this
article, the construction of the action implicity itself,
and the valve unit which contains both primary and second-
ary is made in one plan casting. This brings about the
greatest accessibility and makes replacement of parts or of
the entire valve element exceedingly simple. A notable
point, brought about by careful and expert design, is that
the vent is conveniently located in front of the action.

B T e L e
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As is well known, the progress of metal handling makes
it possible to-day to turn out castings of almost miraculous
accuracy. The fact that these are so completely without
variation, and that inaccurate human labor is so little de-
pended upon, makes the Higel action a precision action in
the highest sense. Once having been assembled of parts
that absolutely fit to the finest fraction of an inch, it can
be d ded upon to that adj indefinitely,
notwithstanding unusual rough usage.

The Metalnola has been a successful factor in the player
market since 1909, and has been adopted by leading piano

Cross section of the Metalnols

makers in the United States, Can Europe, and Aus-
tralia. With a force of experts constantly refining and de-
veloping the fundamental principles, the Higel action is
steadily demonstrating the superiority of the metallic con-
struction, and its ability to remain perfectly air-tight under
even the most extreme changes of climate and temperature.
The science of metal alloys has put within the reach of
the manufacturer a metal of exceeding lightness which can
be guaranteed not to corrode, or rust, or in any way show
the effects of high temperature or dampness. The big Higel
plant in the Bronx, at Bronx Boulevard and 238th Street,
is always one of the busiest plants in that busy centre of
the piano industry,

Se———————n
Mr. Fred Killer, secretary-treasurer, Gerhard Heintz-
man, Ltd., is just back at his office in Toronto from a

week's outing on the Upper Lakes, Unfortunately, how-
ever, he contracted a severe attack of lumbago.

Mr. Wilber Baulch, son of Mr. 8. F. Baulch, of Ger-
hard Heintzman, Ltd., who three years ago enlisted with
the Fourth University Hospital Corps, going to Greece
two years ago, is home on a six months' furlough. Mr.
Baulch was confined to the hospital for a year, but sur-
vived three attacks of dysentry.

Mr. Eddie Worth, a valuable member of the Cecilian
Co.'s retail selling organization, is back in the salesrooms
from his vacation, a part of which he spent in Chicago.
Mr. Worth visited the various piano salesrooms, of which
there are many, but came away strong in the conviction
that the Canadian standard of pianos averages higher than
those in the United States.
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Charles Culross Secures Vocalion Agency

Mr. Charles Culross, Montreal, has arranged for the
Vocalion agency in the west end of his city. In his sales-
rooms at 610 St. Catherine Street West he will carry the
complete line of Vocalion phonographs, as well as the new
Vocalion records that Mr. T, C. Wright, of Nordheimer's,
manager of the Vocalion wholesale department, expects in
the very near future.

Mr. Culross and Mr. Cordingley just recently visited
the Aeolian factories in New York, where they heard the
new records, and over the quality of which they are de-
cidedly enthusiastic. The records are in ten and twelve-
inch sizes,

It seems fitting that Charlie Culross should be again
80 closely identified with the House of Nordheimer and
the Aeolion Co. For many years he was connected with the
Nordheimer firm both in Toronto and Montreal. More re-
cently he has centred his energies in the phonograph busi-
ness, and now adds to his lines by taking on the Vocalion.
During his long residence in Monrteal he has made a wide
circle of personal friends, and his place of business has be-
come the rendezvous of many local business people and
musicians.

Edison Dealers’ Convention in New York

Canadians who attended the Edison Dealers' Convention
in New York last month have received from the Edison Co
a printed report of the proceedings, of the papers, discus-
sions, questions and answers, those present, etc. The con-
vention was held in the ballroom of the Waldorf-Astoria,
and the Canadian flag was in the d i of
the hall,

The register shows that the following attended from
Canada:

F. H. Avery, Avery & Hara, St. Catharines,

Mrs. F. H. Avery, St. Catharines,

Louis J. Bourgette, Goodwins, Limited, Montreal,

H. L. Braid, Layton Bros., Montreal, Que.

R. C. Burns, Brantford, Ont,

Mr. Charles Beckett, Strathroy, Ont,

Mrs, Charles Beckett, Strathroy, Ont,

C. R. Coleman, Thomas Claxton, Ltd., Toronto.

T. A. Dillon, R. S. Williams & Sons Co,, Ltd., Toronto.
George J. Ellett, Kaministikwia, Ont.

J. D. Ford, R. 8. Williams & Sons Co., Ltd., Toronto.
P. A. Fuss, R. 8. Williams & Sons Co,, Ltd., Toronto,
J. M. Greene, Peterboro, Ont.

A. Grigg, Grigg Book & Stationery Co., Pembroke, Ont.
William Hanley, Phonograph Shop, Ltd., Ottawa.

V. C. Hall, R. 8. Williams & Sons Co,, Ltd,, Toronto,
J. G. Hanson, W. H. Thorne & Co., Ltd,, St. John, N.B.
D. Kerr, Cowansville, Que.

F. J. Laird, Parry Sound, Ont.

A. W. Mercer, Galt, Ont.

J. A. Moore, W, H. Phinney & Co., Ltd., Halifax, N.S.
W. A, Mclntyre, St. Mary's, Ont,

Mrs. W. A. Mclntyre, St. Mary's, Ont.

A. B. Moore, R. 8. Williams & Sons Co., Ltd.,, Montreal.
E. 8. Menard, Embrun, Ont,

J. C. Moore, N. H. Phinney & Co., Ltd., Halifax,

A. McLean, Haileybury, Ont,

J. Willis Powell, Exeter, Ont,

G. B. Petch, R. 8. Williams & Sons Co., Ltd,, Toronto,
W. T, Standish, Edison Shop, Toronto,

H. J. Smith, Brantford, Ont.

H. G. Stanton, R. 8. Williams & Sons Co., Ltd., Toronto.
H. A. Sloan, Windsor, Ont.

8. C. Thornton, Dundas, Ont.

F. J. Tobin, Pictou, N.§.
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W. E. Wolfe, Welland, Ont.

0. Wagner, R. 8. Williams & Sons Co., Ltd., Winnipeg.
Miss H. Walen, Phonograph Shop, Ottawa, Ont.

R. 8. Williams, R. 8. Williams & Sons Co., Ltd., Toronto.

The business sessions were preceded by a three days’
school of practical instruction at the Edison plant in
Orange, which gave dealers an opportunity to acquire con-
iderat hanical k ledge and ability.

Thos. J. Leonard, general sales manager of the com-
pany, extended a welcome to the dealers on behalf of Mr.
Edison. Mr. W. D. Wilmott then took the chair, and the
convention was opened.

Among the papers read was one by Mr. J. M. Greene, of
Peterboro, on “How I Use ‘Along Broadway?'" “Along
Broadway" publication issued by the Edison Co. for
distribution among Edison phonograph owners and prospec-
tive owners.

Wm. Maxwell, vice-president of the Edison Corpora-
tion, gave a forty-minute address on the history of the
Edison Disc Record manufacture. He pointed out that
when the present war broke out every basic material used
in the Edison disc record was imported. The convention,
he said, could be regarded celebration of the fact that
all of the materials used are now obtained in the United
States,

While Mr. Maxwell was speaking he received a telegram
from Mr. Edison, who was at the laboratories at Orange,
asking him to “welcome the boys for him,” and to tell them
that he didn't have to worry about the record any more,
that they understood the record now and everything was
OK.

An important and interesting part of the Convention
doings was an exhibit by the vertising department of a
number of advertising specialties, together with a display
of the various forms of adver sing printed matter being
furnished to the trade,

Mr. Nordheimer Married

Mr. Albert Nordheimer, president, Nordheimer Piano
& Music Co., Ltd, Toronto, was united in marriage to
Miss Margaret Lavina, eldest daughter of the late David
Sanderson of Sparrow Lake. The ceremony was solemn-
ized in Parkdale Methodist Church by Rev. John W. Clip-
sham, the bride’s uncle. Mr. and Mrs. Nordheimer left im-
mediately for Atlantic City.

Ao .

Price e Principles Explained by
Father of Stephens Bill at National Asso-
ciation of Talking Machine Jobbers

HE el annual of the Nati Associa-
tion of Talking Machine Jobbers of the U.S. was held

at Atlantic City on July g, 10 and 11, A report reached
the Journal just too late for insertion in the July issue.

Officers elected for the ensuing year are:

President: J. Newcomb Blackman, the Blackman Talk-
ing Machine Co., New York.

Vice-President: 1. Son Cohen, Cohen & Hughes, Balti-
more, Md.

Treasurer: Arthur A, Trostler, Schmelzer Arms Co.,
Kansas City, Mo.

Secretary: J. C. Roush, Standard Talking Machine Co.,
Pittsburg, Pa.

The meeting was held at the Traymore Hotel, the at-
tendance being larger than at any previous convention. The
concert arranged by the Victor Talking Maching Co., at
which Galli-Curci, who has been heard in Canada, was the
star artist, attracted many of the jobbers,

On another page are extracts from the address of Mr.
Louis F. Geissler, general manager of the Victor Talking
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Machine Co., at the banquet, which brought the convention
to a close.

Hon. Dan V. Stephens, Congressman from Nebraska,
and father of the celebrated Stephens Bill, was the special
guest of the evening. He explained the theory of retail
price maintenance on trade marked goods that prompted
him to introduce the measure.

On the question of price Mr. Steph
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success of this line fully attests i merits as a popular and
bigh grade machine, said Mr. Taylor, of this firm,

Among local piano men that take an active interest in
bowling is Mr. A, A, Pegg, salesmanager of the House of
Nordheimer. In the York Bowling tournament Mr, Pegg
in the doubles went through to the final game and got in
the prize money.

stated that it was the inherent right of every man to sell
his services at a price he, himself, should fix, and it was
as logical to assume that he had a right to fix a price at
which the product of his services or labor should be sold.
He emphasized the fact that if products are not sold at a
profit, then the distributor must 80 out of business. He
cited the recent agitation for Government control of food
products as proof of the fact that price maintenance had
a place not only in the realm of the manufacturer but in
the realm of the farmer, and stated that the public was
human in that it cried for price fixing when the price was
high and when corn, for instance, was selling for $1.50 a
bushel, but was rather opposed to fixed prices when the
same corn was bringing 10 cents a bushel at the farm,
Mr. Stephens read a double page advertisement of a
wholesale grocery house in which the attention of the pub-
lic was called to the fact that because the wholesaler re-
fused to demand a higher price from his customers for the
product of a promi  soap er, he had been re-
fused further supplies of that particular soap on the plea
that he was not a desirable customer. The speaker upheld
the standard of the manufacturer, and stated that there was
no law to make a man do business with anyone with whom
he does not want to do business, He offered some graphic
illustrations of the effect of price cutting, and as one of
the illustrations stated that a certain manufacturer of a
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The growth of musical appreciation plus pros-
perity has made the piano our national musical in-
Strument, a common part of house furnishing.—
Yolanda Mero.
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trade-marked brand of talcum powder had seen his cus-
tomers drop from 7,000 to 50 when a price cutting house
got hold of a good supply of his product,

The speaker also pointed out that the reason the average
farmer or cattle man could not get a fair price for his
product was because the farmers and cattle raisers were
unorganized, and therefore at the mercy of the distributing
interests.

As to the feasibility of the price maintenance law, Mr.
Stephens referred to the fact that the railroads some years
ago had been given to the practice of granting various re-
bates to favored shippers and to those with special influ-
ence, but that now the railroads were compelled by law to
observe uniform freight rates. The basis of the Congress-
man's argument was largely that the absence of any form
of price maintenance and the prevalence of price cutting
tended to reduce rather than increase output, and by that
process brought about an era of higher prices,

Trade News

The New Edison Diamond Disc machine was recently
demonstrated between acts at the Orpheus Theatre in Hali-
fax, N.S.,, Anna Case recreations being featured.

Mr. R. J. Mitchell, for several years on the selling staff
of Nordheime'r piano department, has been transferred to
the Aeolian-Vocalion department. He will represent the
firm on the road.

The Victrola occupies the centre of the stage with the
Taylor Music Co., Gottingen Street, Halifax, N.8,, and the

Four additional rooms have been added by the National
Piano Co., Ltd,, Toronto, to their Victrola department.
Since the i of the b six months ago, this

department has outgrown the original rooms devoted to it,
making the additional rooms necessary to handle record
trade.

Mr. J. Harry Estey, of the Estey Organ Co., Brattle-
bore, Vt., spent a day in Toronto recently, where he was
the guest of Mr. R. §. Gourlay, president, Gourlay, Winter
& Leeming, Ltd. Mr. Estey is quite familiar with names
and conditions in the Canadian trade, being a regular reader
of this Journal,

Dealer's Music-in-the-Home Poem

The following poem is being used by a dealer in pianos
and talking machines for music-in-the-home publicity pur-
poses:

There is turmoil in this country—
Is there trouble in your home?
Can you find where all this started?
Yes, 'twas hatched in someone's “ dome.”

Look 'way back, 'twas discontentment;
Someone thought things had gone wrong;
Then followed return resentment
Lasting goodness knows how long.

Music often “soothes the savage,”
And it leads no one to harm.

Purest thoughts it will not ravage—
.Our pianos work the charm,

Trx and do your part to lighten

Il the friction that you know;

Phonographs improve and bri hten
And contentment’s seeds he| p grow.

Don’t you think it's time you're buying
Victrola?—get it now.
Forestall trouble, ulvur trying—
Peace is best, you will allow,

Moral—Before someone in the family has a chance to
feel discontented, do the right thing yourself and keep out
the regrets. .

Transposing Device for Player Pianos

National Piano Co., Ltd., Toronto, announce that player
pianos manufactured by them will in future be equipped
with a transposing device that.should interest agents and
prospective agents of this firm's lines. The invention, con-
trolled by National Piano Co., Ltd, can be inspected at
the Exhibition. It transposes in thirteen tones, six half
tones above, and six half tones below the key in which the
music roll is written.

The inventor's purpose was to give the player piano
range for accompaniment work, and should be of value to
singers, as with it any song roll in any key may be trans-
posed from soprano to bass.

WANTED
Opening with piano retail house as sales man Am
ns wiall howes s ¢ e &
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Calls the Player the Teacher's Ally

A PHILADELPHIA daily paper prints an interview
with Hendrik Ezerman, a local pianist whose re-
citals have come into great favor since his arrival from
Holland some twelve years ago. Among other things,
Ezerman says this about his observations on musical
progress: ‘1 find men who gave music no part in their
lives gradually becoming enthusiastic concert-goers,
Scientists of my acquaintance have been ‘converted,’ so
10 speak, to the beauties and practical virtues of musie.
A great part of it is due to the player-piano in my
opinion, 1 don’t regard the player-piano as the enemy
of the teacher. 1 never have, On the contrary, 1 con-
sider it a most useful ally. It educates new musie
lovers. It puts music into homes which would not get
it otherwise. Children are brought into a musical at-

Music, according to one definition, is the outflow
of a noble soul, careless whether it rises in the
presence of hundreds, or for itself in solitude; but
always the expression of an elevated mind.

o - A

mosphere, and as soon as the instinet is awakened they
want more thar: any machine ean give them,

““Go into any music store and you can collect stories
of the efficacy of the player-piano as a eultivator of mu-
sical taste in almost any quantity. Just the other day T
was told about a man who purchased a player. He said
he wanted ragtime and light music only. He didn’t
want to impose any burdens upon his mind when he
went home at night.

“The proprietor, however, slipped one good number
into his library. In two weeks the man was back for
more of the same sort. And now he has forsaken the
ragtime altogether. So it works out. There is no in-
fluence in American life more potent than some of these
great musical inventions.

“Look at the piano, as a single instance, From the
musical and mechanical standpoint alike, it is one of
the most wonderful things yet evolved by the race. Mu-
sically, it is the greatest of all instruments. It is
capable of a wider range of expression than even the
violin,

‘It is a sort of orchestra. It is virtually the only
instrument capable of polyphony on any extended seale.
It is capable of the most extraordinary tonal effects, And
probably most important of all, it has heen the inspira-
tion and the working instrument of all the great com-
posers. In this and countless other ways the piano has
influenced the whole course of musical development.”

Overhauling Screws

“OF‘TE.\' I find, especially in repairing player pianos,

that some of the screws do not tighten, hecause
the repairmen before me overhauled them; sometimes
they were mixed after having been taken out, and in re-
inserting them, the wrong size of screw has been used

with the result above stated, causing leaks.”” writes
Alex. Seheiners, in The Tuners’ Magazine. *‘For such
an emergency | carry a hox partitioned into about
thirty compartments and each holding a number of
serews, both flat and round headed, ranging in sizes of
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1% inch to 114 inches, and of different thicknesses, to
replace those that are overhauled, with slightly heavier
or longer ones, as the case may be,

“If the same screw were always put back in its
own hole, and, if, when replacing it, the repairer would
not force it down, trusting the strength of his serew
driver, but if he would give the screw a few turns, be-
fore he drives it home with his serew driver, thus mak
ing it sure, that the same thread in the serew hole is en-
gaged, 1 am confident, that at least one source of player
defects would be overcome, or at least reduced to a
minimum. The same holds true, whether the screws he
flange screws, or wherever serews are employed,”

Patching Pneumatics

SEREQUENTLY 1 have occasion to visit a repair

shop conducted by an acquaintance, where a
great deal of work is constantly coming from tuners
and dealers throughout the country,” says William
Braid White in Music Trade Review. ‘‘Among other
things 1 have observed a great deal of player action
repairing and have noticed the condition in which much
of this work is sent .

““One of the hardest things to get out of the minds
of tuners generally, appears, if one can Judge from what
is to be seen at this repair shop, is the notion that leaks
and tears in the coverings of player pneumatics may
properly bhe patched up, instead of being completely
recovered. 1 suppose the notion dates from the old reed-
organ d when it was customary to glue patches on the

R 0000

What a divine calling is music! Though every-
thing else may appear shallow and repulsive, even
the smallest task in music is so absorbing, and
carries us so far from town, country, earth and all
worldly things, that it is truly a blessed gift of
God.—Mendelssohn.

S ———————

leaky valves of bellows. But in connection with the
player mechanism one can not warn tuners too strongly
not to trust to gluing patches on pneumaties, It is im-
possible to get satisfaction when this is done; for a
variety of reasons. In the first place the action of all
these parts is performed under conditions of relatively
great pressure. In the second place all such parts as
motor units acts under a very heavy constant load, heing
in motion whenever the player is in operation. Patches
on the corners of pneumatic units are, therefore, not
only uncertain, but positively dangerous. Lastly, the
free operation of pneumatic and motor units is hindered
by the weight and elumsy shape of a patch.

1, therefore, should say to all who have to do any
sort of player repairing that they should avoid, when-
ever possible, the clumsy expediting of the patch. When
a pneumatic is damaged, or the covering is torn some-
where, no matter how little, it is always hetter to recover
it entire,”’

What size orchestra bells or xylophone should I buy
for dance music! This question brought the answer:
“For all ordinary playing the two and a half octave
set of bells (G to C chromatic, 30 bells) are used. The
ordinary number of bars for xylophone would be C to C
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The methods and materials em
ployed in making our first piano—
nearly half a century ago—were
those of
broad enough the
FUTURE. the
advantages of making this sort of
Pianos and Player-pianos, we to
to build for the fu-
ture by placing on exhibition the
latest, the newest and the best of
any Canadian

men wise enough and

to build for
Having realized

day continue

instruments made.
the. Mason & Risch
of 1917 classes with the finest, ir-
respective of price.  Bul
is only skin deep’—when you ex-

In appearance,
“heauty

amine our instruments closely and
get bencath the surface, Mason &
Risch  supremacy becomes
more manifest.

even

MASON & RISCH BUILDING

We

*
]
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Toronto

an ext:

Public demand controls the destiny
of cvery manufactured product, It
is the acid test of merit—the most
potent the
Dealer in the purchase of his stock

wnfluence governing

Mason & Risch Pianos and Player
pianos are the acknowledged stan-
dard which

made—a

by comparisons
pre-eminence  that  has
been acquired only because they
are

are

in greatest demand, and con-
sequently sold by the most progres-

sive Dealers,

We stronger
endarsement of the quality of the
Wason & Risch, Canada’s first and
foremost Piano, “The Best Piano
Built.”

could present no

it of Mason & Risch Pianos

and Player-Pianos at the C;nldmn National Exhibition, August 25th

~—September 10th.

In the Mason & Risch Building we will also have a most inter-
esting display of a great variety of instruments, both in regular and
special designs. Here, dealers will receive a cordial welcome and may
inspect our instruments at leisure and in perfect comfort.

Mason & Risch Limited

230 Yonge Street
Toronto
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A ppealing A dvertisements
like this, in the daily newspapers
with largecirculations, are creating
business for Gerhard Heintzman
dealers.
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The Symbol of Refinement

Is your home interesting > Is it distinctive—a home in

the truest sense, characteristic of you and vour jamily ?

A home cannot be made to order—your home reflects you as
faithfully as the mirror does. It reflects your refined tastes
and preferences, your whims, your artistic and intellectual

inclinations, your sense of pleasure and comfort.

A piano in the home bespeaks a love love best. Adjectives tell you that this
of music. It is a symbol of Refinement  wonderful instrument plays clear, true,
—alike to all men and women mellow—yet they cannot really de

When you see the Gerhard Heintzman scribe its magic tone

Piano in a man's home you know in-
stinctively that the man and his wife You certainly should see the Gerhard
and their children have a true music Heintzman before your final choice is
sense—a rofined approcistion of 9904 oode. It is Cansda's Grestest Plane
music And everyone likes really

—a half-century’s achievement, a musi
musical people

cal masterpiece. The longer it is a
Sit down at a Gerhard Heintzman—any  part of your home, the greater is your
model you choose. Play the piece you love for it

Gerhard Heintzman

Canada’s Greatest Piano

e e

Gerhard
Heintzman Ltd.

75 Sherbourne Street
Toronto, Canada
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