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First Recordings “The greatest

tenor since
Rubini,
a greater than
Gayarre”

now on sale on
l
|  Columbia

| Records

Here, indeed, is the biggest news of the year. Biggest that we cannot undertake to describe them in type.
to dealers. Biggest to every lover of great music. The only adequate description is to hear them.
Already whole countries have been thrilled with the These magic tenor records are among the biggest
marvel-voice of Lazaro. The supreme beauty of this selling opportunities to-day in the entire industry,
remarkable tenor's voice thrills the very soul in his because any record by Lazaro will sell as soon as
exclusive Columbia Records—records so wonderf.l heard. e

Columbia Graphophone Co. ==
365 Sorauren Ave. - . - Toronto |
v, N\ / 3 I \
é N : ; ) "’1“ |
evas
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Newly Patented Martin-Orme Duplex Bearing Bridge and Capo D'Astro Bar

The Inventive Genius

of Owain Martin

THERE is something in the construction o

it far above the merely “mechanically

There is something which gives the

CHARACTER—which cannot be obtained
alone. That something is—PERSONALI

The genius of Owain Martin is embodied in
every Martin-Orme Piano—and is the feature
which creates that strong human element so
characteristic of our instruments—and  which
conveys to the customer the feeling that he is
listening to something different, which rises far
above the ordinary, to the truly artistic plane.

Owain Martin is a pioneer in the art of high
class piano construction in Canada. For over
dorty years of a busy life he has been absorbed
in study and research, giving him mastery of
the theory of acoustics and tone as applied to
the practice of piano manufacture.

He has ever been the foremost in creating and
adopting new ideas, which have invariably
marked widespread advancement in piano
building.

f the Martin-Orme instrument which places
perfect.”
Martin-Orme Piano DISTINCTION AND

through the use of extra quality materials

i § o8

The newly patented “Duplex Bearing Bridge"
and Capo D'Astro Bar (illustrated above) was
brought out after a year's work on this point
alone. It has given an additional power and
solidity to an already fine treble—which
possesses a SINGING QUALITY OF EXCEP-
TIONAL CLEARNESS,

To tuners this patented feature is of greatest
importance. The staggered bolts make pos-
sible the placing of a continuous bronze rod,
which runs the entire length underneath the
bar, thus taking up the bearing of the steel
strings. The principle of the absence of fric-
tion of steel on bronze has here been used, and
Martin-Orme instruments will be found excep-
tionally easy to tune, with less necessity of the
"pounding”’ process,

The above, together with other important
features, are exclusively embodied in all
Martin-Orme instruments,

Correspondence invited from dealers in open territories,

The Martin-Orme Piano Co., Ltd.
Ottawa, Canada

“Manufacturers of Pianos and Player Pianos of the highest grade only."
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BELL PIANOS

are made by

A British Company, employing
British Workmen

Musicians find in the
Bell Piano the Em-
bodiment of all that is
Best in the Piano-
Makers' Art.

Dealers find in the
Bell Piano the perfect
quality which makes a
ready seller, and brings
further orders by force
of recommendation.

The Bell Piano and Organ Co., Limited

GUELPH i o ONTARIO
and
LONDON - ENGLAND
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Karn-Morris
Trade-Mark

Irademarking creates stan-

dardization

Successful standardization can
be built only on merit

Merit, consistently and con-
tinuously advertised, gives
trademark value to manufac-

turer, merchant and consumer

Karn-Morris
I'rade-Mark

S

&)

This Business was begun on a Quality
Basis Almost 50 Years Asgo

And it is on a quality basis to-day des;

material situation and the labor problem

pite the pressure of the present raw

The men who are entrusted with the treasure of Karn-Morris prestige are
standing firm on the policy of keeping Karn-Morris standards intact

We know that this is good business because we are goin
even with Karn-Morris demand.

; at top notch to stay

And we know that we are underwriting the future business of our customers
because the Karn-Morris quality that built up this organization and helped
to establish the reputation for quality pianos and organs,
sterling

remains absolutely

Merchants who believe in quality first will find a distinct appeal in Karn or
Morris pianos—their worth and their ability to command a price that means
profit,

The KARN-MORRIS Piano & Organ Co.,

Head Office—WOODSTOCK, ONTARIO
Factories— WOODSTOCK and LISTOWEL

Limited
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HE CAME IN FOR A SONG

—He went out with a desire to own
a LESAGE Piano.

That will be your experience if you use a LESAGE
for customers on a LESAGE and ‘it will prove

piano in your store. Play over the music

a great aid in selling this make of pianos. First
there is the eye-appeal. lts rich appearance
and artistic lines of the case make friends at
once. Then the appeal to the ear of the
LESAGE tone is irresistible. [t commands
admiration and wins approval

In addition to all this the LESAGE Agency

is a profitable one for the dealer,

Correspondence with good dealers solicited.

A. LESAGE

Established in 1891
ST. THERESE - QUE.

Manufacturer of Pianos and Players of
the very finest grade

LESAGE Piano Style L

Chomas YPipe Tone
Single Manual
Reed Organ

For some years there has been
a demand for a Church Organ
with a Pure Pipe Tone, re-
sembling the quality of a Pipe
Organ.

After much experimenting we
have evolved the “Symphony"
Organ, which we have no
hesitation in recommending to
Churches requiring an instru-
ment for leading the service of
Praise

We shall be pleased to send
specifications and price on re-
quest,

Symphony Model

—=Thomas Organ & Piann @n., wooosrock, onr.
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In a description of “ STERLING”

Actions and Keys the dominant note is

Reliability

Running up and down, in and out, around and through every
section of Sterling Piano Actions is that reliability of materials
and workmanship which are always associated with the ex-
pression Sterling quality.

Piano men know what is required of the piano action of to-day,
especially when it is subjected to the continuous extra playing
the player piano receives. The most exacting of these require-
ments are met by Sterling Actions—ana more. This fact makes
Sterling Actions worthy of the oldest piano supply manufactur
ing house in Canada, and worthy of the highest standard pianos
maintained by the Canadian trade.

Sterling Keys are a guarantee of the best quality of ivory money
can buy; skillful matching and durable workmanship

Sterling Actions & Keys

LIMITED
Noble Street o Toronto, Canada

\‘,,,_.».a_//. £ i

THE HOME OF STERLING MADE-IN.CANADA PIANO KEYS AND ACTIONS

LA P R
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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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The Higel Metal Action is the
Supreme Attainment in

Player Piano Manufacture
Accurate—Dependable—Efficient

Anything that can be demanded of a
player action in service and durability is
embodied in the Higel Metal Action.
That is why it is the choice—against the
competition of the world—for the highest
grade player pianos in Canada, United
States, Australia, and Europe for ship-
ment to every country where players are

S()ld‘
It will positively remain air-tight under
all climatic conditions. The simplicity

of its construction has the unreserved
endorsement of the world's best experts
in the theory and construction of players
Every part is easily accessible, and all
parts are interchangeable.

The TIllustration

shows a cross section
view of the Higel
Single Valve Metal
Player Action.

The Otto Higel Single Valve Metal Action, Model K.

The Otto Higel Co., Limited

Ki d
Toron‘o B-th;::l .S':reeln Canada
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You Make Money on the Turnover

You get a quicker turnover on LONSDALES than in most lines. Purely as a money-
maker you should give Lonsdale pianos a chance to show what they can do for
you.

Carry a fair assortment of designs—keep your
stock up—put them in your windows—show
off the tone——do your part, and Lonsdales

will move.

With merchandise of standard year-in-and-
year-out quality—merchandise that is uni-
formly good piano for piano, your turnover
among worth-while customers is sure to be
satisfactory.

Lonsdale Piano Co.
Brooklyn Ave. and Queen St.

STYLE W Toronto o Canada
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Che Goderich Organ Co., L.

Goderich - Canada
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Music Cabinets

REED ORGANS

7 Benches Selling more than ever from Coast to
Piano e Coast.—The Favorite Everywhere.—

Send for Catalogue and Price List.—
Player Benches Special designs of Cases made for
large dealers, with name on, of firm
requiring these.

Bl
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Piano Stools
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Established 1875—Over 70,000 Doherty Owners.

DOHERTY

There’s no alternative for that make.

Gradually as the percentage of sales

begins to lean toward the profit-making line,

stock up a little more with it, until your store

becomes known for that special value

This sound advice was included in a successful
merchant's discussion of the ways to popular-
ize the profit-bringing lines.

In the piano trade profit-bringing lines and the
name Doherty are one. The profit is assured
because the quality is always to be relied upon;
the tone is uniformly true; the price is right
from the retailer's viewpoint and the variety
of designs—well, if it is in demand it is in the
Doherty range.

If you are handling Doherty pianos or organs
stock up a little more with these profit-bring-
ing lines, until your store is known all around
for these special Doherty values. If you are
not a Doherty agent it's your move.

Doherty Piano Co.

LIMITED
Head Office and Factory:

CLINTON, -

- ONTARIO
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Foster-Armstrong Co.,

4

E. BIRCH, J. BETINER,

ppose we left the
Name-plate off

Limited
Head Office:
Queen St. E. - TORONTO

3. W. WOODHAM General Manager

clory Superintendent Accountant

(=]

STANILEN
PLAYER PIANOS

ALL METAL ALUMINUM ACTIONS

Get our prices, it will help you to do a Profitable Player Trade
at once. Stanley Pianos are first quality, with a tone quality rarely
equalled, and should prove to the dealer an advantageous line to handle.

Address

Stanley Piano Building
241 Yonge Street -t Toronto
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Universal Music Rolls
and Service

Right Music Service for the Successful
Player Department

threshold of the largest Player business

ever What have you done, M.
Dealer, in the matter of preparedness for this
increase?

T().I)."\Y the trade is standing on the

Now is the time to “take stock,”" as it were,
and have the Roll Department in readiness for
the coming onslaught of the Fall business. A
fresh, new stock of up-to-date rolls to greet
your customers will be a profitable compli-
ment to pay them. If they are confronted by
antiquated stock, months old, picked over and
too familiar—don't blame them for going
elsewhere.

With bright, up-to-date assortments of Uni-
versal Music Rolls and with Universal Service
the dealer makes his player customers satisfied
Player-Owners—the foundation of Player De-
partment Success.

Perhaps you are already prepared and are
building your player business on this solid basis,

If you are not you should be interested in
knowing how The Universal Music Company
is aiding dealers to increase player sales by
making their Roll Departments better and
more profitable.

WHAT UNIVERSAL SERVICE
DOES FOR YOU

The Universal Company makes without ex-
ception the finest music roll on the market.

They are pioneers in roll manufacturing—
their product is the result of a development
beginning with the advent of the Player itself
A development which is being constantly
carried forward by the foremost experts in the
Roll industry, working with superior facilities
and equipment.

Universal rolls are rightly called the
"Standard for Comparison''—every part and
material in their make-up is the best obtainable.

The use of Universal Music Rolls is a
guarantee against player troubles traceable to
music roll deficiencies.

Universal Arrangements are conceded to be
the most attractive, brilliant and musically
correct.

Universal recording pianists—artists of
highest ability, who through training and tem-
perament have achieved the greatest recording
capability—play for us exclusively.

Universal Bulletins containing, not a hit-and-
miss collection of riff-raff, but a careful selec-
tion of the best new numbers of every class of
music are published monthly.

Wall Bulletin Hangers of a most artistic
design, giving the complete Bulletin for each
month, are supplied.

Universal List Prices are as low as the low-
est. Universal Discounts are high as the
highest consistent with quantity of purchase.

Universal Orders are shipped with un-
equaled promptness and precision.

The Universal Music Co.

The oldest and largest Music Roll Company in the world
29 WEST 42nd STREET, NEW YORK
CANADIAN BRANCH 10', SHUTER STREET, TORONTO
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MATERIALS FOR

PIANO MANUFACT[TI{ERS

PINS, WIRE FELTS, CLOTHS. PUNCHINGS, HIN
GES, PEDALS AND GENERAL PIANO HARDW ARF

CORRESPONDENCE INVITRD

HAMM ACHER, SCHLEM MER & COMPANY
NEW YORK, 4 e 18
ith AVENUE and 13th STR¥

Leave Your Piano Cases
To Us

Don't worry over your case department. You
have troubles enough getting help Jse those men
for other work and let Brantford make your cases.

You then know your cost to a cent and it saves
tving up capital. We can submit designs or work
from your own drawings.

Brantford Piano Case Co., Ltd.

We can also give you perfect satisfaction M. S. PHELPS, President and General Manager

mubiano benches, record, player roll snd L o BRANTFORD . . CANADA

music cabinets,

The Big Successful Business

is built largely on the foundation of
“playing  straight” with customers,
That consists of selling the highest
value at the lowest market prices. [t
means further, keeping up the service
and handling dependable and standard
merchandise like

NEWCOMBE

Pianos and Players
which in material, workmanship and
appearance are as near perfection as
one of the oldest established plants in
Canada can produce after 46 years of
specialized experience.

Newcombe planos are the only ones
equipped with the “Howard Patent
Straining Rods,"

N E w c o M B E HEAD OFFICE, 389 YONGE STREET

FACTORY, 121.131 BELLWOODS AVENUE,

PIANO coO., LIMITED TORONTO, CANADA,
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In the Manufacture of

Piano Hammers and Strings
OUR AIM IS PERFECTION

Our reputation has been made and is being maintained by supplying
Hammers and Strings of the highest quality for the Canadian Trade.

D. M. BEST & CO.

E. V. Naish Felts, Made in England

SOLE AGENTS IN CANADA FOR These goods are the “last word™ in

A the felt matket. They are positively

the most even and finest quality

455 King Street, West, TORONTO
Sole Agents in Canada for
FELTS WIRE

The celebrated Latch & Batchelor
English wire, which is unexcelled by
any other for perfectoess in tone and

uniformity in every particular
procurable.

E. V. NAISH FELTS
WILTON. ENGLAND

Wright—

That name on a piano is another way of saying “The Leader.’

Order design 65, here illustrated. It is one of

those splendid combinations of style, merchan-

dise and value which have made the name

WRIGHT stand for “Leader” pianos.

Order this instrument and secure a seller—a

profitable prestige promoter.

Our dealers know that from raw materials to

shipment an unremitting care is exercised in

the production of WRIGHT Pianos.

When you order WRIGHT Pianos you can
———depend upon them now.

depend upon them later.

depend upon them always.

The unlimited guarantee assures this.

Wright Piano Co., Limited

STRATHROY
ONTARIO

Style 65

O
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——(. F. GOEPEL & COMPANY

137 East 13 Street SUPPLIERS OF New York
High Grade Commodities

TO THE

PIANO »» PLAYER TRADE

S
EFFICIENCY
N 74
F

elts, Cloths,

Player Accessories.

I'racker Bars, Transmissions, Brass and P h'

Rubber Tubing, Rubber Matting for unchings

Pumper Pedals, Pumper and Player Pedals, Of every description, comprising Name-
all Special Hardware formed or cast, board, Stringing, Polishing, Muffler
Leather Nuts, Push Buttons, Special Straight and Tapered, in Rolls and Sheets,
Punchings cut from Cloth, Felt, Fibre, etc., Stripped to Width and Length as
Paper, Pasteboard, and all character of wanted

Leather

- a Imported French and also Domestic
Send inquiries, accompanied by Samples, for Bush Cloth Bl
Prices. stating Quantities required. ——g

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

T u. .

o Build a Piano
—and build it well is most commendable
But to build a piano well and so that it
may come within reach of the masses is
a double achievement
The entire Craig Line conforms to this
high aim. Each instrument has that de-
pendable quality—that distinctive tone
—and that subtle appeal of style which
command attention.
Mechanically, musically and commerci-
ally, Craig Pianos are worthy of your best
sales efforts. The instruments placed will

— create new prospects for you to work on

and the immediate margin of profit is

most attractive to the business man.

We would cordially urge the claims of the
Craig Line upon your attention believing

The Craig Piano Company i i b b v

Established 1856 come to terms with responsible agents
Manufacturers of all Styles of Pianos and Players VBT 4 clean, straightforward piano
proposition.

Montreal - . Canada

—

o B

——-—4
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Bohne Piano Hammers and Strings

‘@P Qﬁ- For over 33 years—a generation—the management
of this firm has been engaged in the hammer indus
try, 25 years of which have been spent in making

high-grade hammers for Canadian pianos.

For that lc‘ngth of time we have pmduced the finest
goods possible in a manner that has meant real

REG. service.

If you think of the finest Cana- Our string department, added early in 1913, is con
dian hammers and strings every forming to the same policy, which policy, and none
time you see this trade-mark, you other is ever linked up with the name of Bohne
will be impressed with the & C

strength of our registered trade- 2

mark

W. Bohne & Co.
516 Richmond St. W. TORONTO, CANADA

and also at 134th St. and Brook Ave., New York

What is the Meaning of “ Your Own Idea of What a
Piano Should Be”

It means that when your customer
thinks of a piano, he pictures what it
will do for him

It means further, that in some one of
the Evans Bros. designs he can get
just what he wants—his “own idea”
of a piano or a player

That point, upon which too much
emphasis cannot be placed, makes the
Evans Bros. agency proposition an
offer, the acceptance of which has
opened up big business with the best
class clientele for leading Retailers in
all parts of the country

and

Give Evans Bros. Pianos a Show

they will Show You.

Evans Bros. Piano and
M'’F'G. COMPANY, LIMITED

Ingersoll = Ontario
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Thomas Chalmers

famous baritone of the Boston Opeu, sing-
ing in direct comparison with Edison's Re-
Creation of his voice. Mr. Chalmers is but

1 0ol

one of many great artists who have thus
proved that Edison's new art successfully
sustains the pitiless test of this astounding
comparison. Hear Edison’s Re-Creation of
Chalmers' magnificent voice; then hear
Chalmers himself when this great baritone is
on tour. He will be in Toronto with the
Boston Opera Co. before Christmas.

Sensational Canadian Tour

Six Canadian towns were dumbfounded by the sensational demonstration
given during October by Hardy Williamson, the famous English tenor, who
sang in direct comparison with his own voice as Re-Created by

Zhe NEW EDISON

Through the courtesy of Mr. Edison, Belleville, Napanee, St. Mary's, Breckville, London and Ingersoll
were privileged to hear this wondeiful demonstration. The audiences were dumfounded. The music eritic of
the London Advertiser says of concert in that town: * Mechanical voice and human cannot be distinguished apart.”

There are still towns in Canada where Mr. Edison is desirous of securing representation for his
wonderful new Art of Music Re-Creation. If you have facilities for handling such a dealership, write

= THE 8 SONS (0
s WILLIAMS o

WINNII’IZG CALGARY MONTREAL TORONTO

T R T T T YT
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nothing could help to alleviate her great mental anguish
i CANADIAN PIANO AND ORGAN like music,  That was her reason for purchasing a piano
y MANUFACTURERS' ASSOCIATION Of four hundred homes visited by the Agricultural
g OFFICERS FOR 1916, Survey of the Commission of Conservation in 1915
{ vid Allan, Guelph, 0. Y. Ohows, Kingeton, thirty-eight per cent. had pianos and thirty-two p
. Hon. President 154 Vies-Fres cent, had organs.  The members of the Survey attac
A. Bender, 3 M .
r " "r:.m'dn'nw . 30d VieoPres, sufficient importance to *“music in the home™ to inquire
s ﬂ‘rl:::n:‘"n"' about the wusical instruments,  Incidentally five per
’ NOMINATING COMMITTEE:  EXHIBITION COMMITTEE: cent. of these homes had automobiles
: F. W. Bull, Oshawa. Hoary _Durks, Toroats, Important daily newspapers in the United States
H. H. Mason, Toronto J. E. Hoare, Toronto, P y wevy - )
E. ©. Thornton, Woodstock, T. J. Howard, Toronto, are featuring a **Music in the Home'' section, twice a
EXECUTIVE COMMITTEE: week
Henry H. Mason, Toronto " )
N. Manning, London, Mouth organs are constautly being asked for by
James G. lcrriet"i . o‘u- St. B, Toronto, soldiers in the trenches in letters to their folks at home.
ecretary. ;
The trade seems to have a difference in character
that | can searvcely define,”” remarked a dealer in speak-
. i f this fall se heing the hest he we
Music In the Home. “I:lh:; |:”c’:p;:‘” ""‘I"‘"'“l . Illv’:\ir‘lu "‘;::m":'nl.'r"“'h‘""‘:k"'";’lr
o 5 o ¥ o More pe + seem 1o he buying ] p
5. By W as Aedbnsin o s "I with the Joneses,” or hecause the piano man had the
in these columns as an earnest advoeate of music even ~'mln|.' ! “ill’lnl::\:,".l:, ST CEY e -
1on in wartime, He urged the holding of the Welsh annual s s .
A farmer noted among his neighbors less for gener-

ho

musical festival this year. The Eisteddfod, as it is
called, was held in spite of the objections of many, who
thought that owing to the war it should he discontin
ued, The War Minister in a publie speech in this con
nection said: ‘1 make no apology for advocating the
holding of this Eisteddfod in the middle of this great
conflict, even although it were merely a carnival of
song as it has been stigmatized.”” He further said:
“Our soldiers sing the songs of Wales in the

trenches

osity than for his extreme practicability finally consented
to put his name on a piano contract, ““Guess you think
I was a hard one to land,”” he said to the piano man.
The piano man agreed that he was all that and more,
S“Well,” volunteered the farmer, “T decided that no
man could sell me a piano until Luey—his eldest child—
was cight years old.  To-morrow is her birthday and
she's going to have musie lessons if 1 have to do with-
out a hinder."”

il B e They do not ask us to stop singing.”’ " J o L= e . .
soll v v s ) K I “',al ) | We told before of a furniture retailer complaining
of “ TP SENSGOINITIIN 0 TS PRTIACHNE SN that whesss i xperience was that formerly newly
" ] special reference to the British bands at the front and = " ga g d
" % in thi & keteh of Sir Deuglas Haiz's o married couples first considered furniture they mnow
i - ’l(l:‘ "“"""'::"?I b ;' s fr” vmu{' "NH s 1:1:‘1;1' give the piano the first call.
his in *‘Current Opinion’* contains this ohservation: *“One N e A R i e R Benanid
i of his complaints against the War Office in London has £ o i the Binnii ) il =3 -
ile | elensnion tobss Ttiiie e yaviddo WEe. i Elint wow of homes in the Empire tends to tighten the bond weld-
i st o thd 3 £ 1l " The British military band  "& together the remaining members of the family and
3 ", ""T. l“ f“'““!" ’: "'Il"';" ‘G o ”‘ _"“ "“1 . ur_\” ":'I'(‘“ developing stronger home ties so essential in the life of
i "‘""".' BT T CAYRLIN RAOTTHRE STRIeY. D a nation.  Such was the observation of one interested
3 - ”m"‘ e . in welfare work,
2 Torquay, an English seaside resort, has an orchestra All of the foregoing may be significant or it may

pe

supported by municipal funds amounting to ahout
$20,000 per year. A proposition to dishand this orches-
tra during the war was voted down hy a large majority
of the town council.

A lady, the sole survivor of a family suddenly and
tragically wiped out on the high seas, decided that

mean nothing as it does to so many in the trade who
will still tell you that “‘pianos are luxuries'’ and “‘the
people can live withont music.”” But the people can-
not live without music and will not. Of that faet
the growth of the musie industries is the proof and that
fact is the music industries’ franchise.
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In good times or worse it has always been the exeuse
of the weak salesman or the unsuccessful dealer that
“people are not buying luxuries like pianos. "’

As stated the proposed slogan of the United States
trade is **A Piano in Every Home." This is the sug
gestion of Mr. (. M. maine, Director of Burean for
Advan ent of Music, He suggests that the printing
of this slogan in all advertisoments of the retailers
would be one way to get enmulative advertising and yot
in no way interfere with the results the individual ad
vertiser is after.  The camulative effect would he hene
ficial to the trade in general

The triteness will be conceded of Mr. Tremaine's
observation that “*the members of the teade have heen
devoting all their energy against cach other rather than
voncentrating a share of it in a general campaign
against competition from ontside son other and
more foreibly presented appeals for the public’s money., "’

What is the Canadian trade going to do about it

In the Meantime.

UNT". a plan of action may be inangurated by the

music trades in Canada with the same ohject that
impelled the United States retailors and manufacturers
to seriously consider this trade advancement idea for
many months and to finally back their decision with
money there is much that the dealer can do as an indi
vidual,

The individual dealer can sehool himself and his
staff to a real and definite appreciation of the fact that
music is an essential ; that it is necessary to the welfare
of the home, the community and the nation ; that musi-
cal instruments are necessitios.

The psychology of suggestion is familiar to every
piano man and every salesman appreciates  the  art
of leading on a ““prospect” to make the suggestion
that the salesman wants him to make. The householder
—if there is one—who is opposed to buying a pianoe
will change his mind if told often enough either hy
word of mouth or printed message that he should.

Each dealer should consider carefully the matter of
competition.  He will probably decide that his most for.
midable competitor is not selling pianos.  The piano is
in competition for public demand with the automobile,
the billiard table, real estate, furniture, and the opinions
of hankers and political economists who never negleet
an opportunity to aceuse the public of extravagance in
the matter of pianos.

Eliminate the weakness of apologizing  either in
speech, thought or attitude for heing in the piano busi-
ness. A retailer the other day mentioned this very
thing. ““I have arrived at the state of being proud of
my business,” said he. T have satisfied myself that |
am as good as any other merchant in this town and
financially a great deal hetter than some of them, 1 do
husiness on the level, as any legitimate husiness should
be done and T no longer take the sneers and insinuations
concerning piano selling methods that have heen made
right here in this store. 1 am convineed that T am
being accepted at my own valuation and | take it that
the people in this town and surrounding country need

me and my line.”” And he was right,
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“A Piano in Every Home."

By C. M. Tremaine, Director Bureau for Advancement of Music.
AI.’I'IIUI'(-‘II the National Burcau for the Advance
ment of Musiec has been in actual operation less

than three weeks, the opportunities to exert a heneficial
mfluence on the canse of music have already

beeone
both sumerous and varied.  There is plenty to do and
it is all important, yet it is the direct action which we
must keep uppermost in wmind,  The syndication of the
Evening Mail and the Glohe page is one line of effort 1o
receive immediate attention, and this we a
say s owell under way, and will he on
lowed up

pleased to
ally fol

(4

There is another thought, however, which  should
come in for immediate conside

ation and p
and it has a far wider application

mpt action,

It relates to advertising, the direet motive power
back of all business, 1 do not have in mind any adver
Bising campaign by the ty for the henefit of the trade
That is another question, with arguments in its favor
and arguments against it,  The tremendous cost of g
really effective campaign removes it from consideration
But the individual members of the trade are advertising,
and the total amount spent runs into very large figures,
1T this Burean can in any way aid the effectiveness of
this expenditure, it will have Justified its existenee by
this aet alone

Lot us consider and see whether this can be done,
whether it is practical, for we do not want to unite on
anything visionary or impractical.  Let us look at it
from all sides—broadly from the viewpoint of the bene-
fit to the general trade, and narrowly from the v .
point of the selfish interest of each individual advertiser,

No man will spend his own money to help the other
fellow’s business, and we do not propose to ask him to
do any advertising solely to help the general trade of
which he is a part Competition is keen and every
man’s problem is to make his own profits as large as
possible.  Our appeal is to the business instinet, and
our argument must fail or suceeed on this ground,
me emphasize this by adding another thought to
it The suceessful man's action is controlled not hy
what his competitor may make, but hy what he hopes
to make himself, for if we are T o progress we must
shake off the fear that some one else may benefit by what
we may do. By so doing we open the door to a little
co-operation, a concentrated effort to make money to-
gether—and the more effectively we work together, the
more we make

The piano trade is already spending millions in ad-
vertising.  Why do we not seeure as much eumulative
effect ax possible ! To illustrate, lot us SUppose eve
piano dealer or manufacturer displayed this phrase ““ A
Piano in Yy Home,™ prominently in his copy. Think
of its persuasive influence on the public mind. 1t would
picture in the mind of eve ry man, woman or child the
thonght you want pietured there—a piano in his or her
home. 1t wonld even imply that there ought to he a
piano in the reader’s home. The balanee of the adver-
tisement can he devoted to telling why the advertiser’s
particular piano should he selected, Furthermore, it

would remain as a future influence in the minds of those
not yet ready to buy.
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The demand this season is larger than ever for
this famous instrument.

The illustration on this page is only one of the
many timely, striking advertisements that will
help to sell more Williams New Scale pianos
for you this holiday season.

The wise piano man is taking no chances. He
is ORDERING HIS STOCK IN ADVANCE.
Have you ordered your Xmas. stock?

If not there is no time to lose.

Every railroad's capacity is overtaxed and
shipments are necessarily slow in reaching

Aur JSeale
ENDORSED By GREAT MUSIGIANS

| Williams Piano

destination. We are still working nights to
supply the demand for pianos and receiving
telegrams every day for rush orders.

Don’t wait until the last minute.

Xmas. advertising for the Williams New Scale
Piano will appear in the daily newspapers,
magazines and farm papers covering your
territory.

Order your Williams Pianos AT ONCE and
have sufficient stock; you will need it the busy
holiday season.

Be Prepared! Write to-night.

The Williams Piano Co., Ltd., Oshawa, Ont.

ESTABLISHED 1849
Makers of the Williams Maester-Touch Player Action.

This Cut will be supplied free of charge to all Dealers, upon request.
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If we look at it from another angle, we still find
advantage.  Suppose only a few use this slogan in the
heginning?  In addition to helping the general trade,
it will help each advertiser, as it will add to the effec
tive ) It will gather cumulative
force with each repetition.  Others will follow iu order
1o henefit direetly by it, as soon as they see the *“light.”
It oceupies small space, and it certainly puts the pros
pective eustomer in a desirable attitude of mind

But we do not want to get the henefit slowly. We
want quick action. A vast amount of will he
spent this fall, so let us act immediately

After we have drummed this thought into the pub
lie's mind, we can another  thought
equally good for the piano business in general, and
equally beneficial to the individual advertiser. In this
way we can direet the public’s attention to pertinent
facts we want it to know.

There is no reason why we cannot undertake an
advertising campaign which will be profitable in the
extreme, without a penny in additional cost

For the next six months let the slogan be: ** A Piano
in Every Home,”” and wateh the results,

w8 of every

“eopy.”

money

coneentrate  on

Are Music Dealers Alive to the Influences at
Work Endeavoring to Interest Outside Re-
tailers in Pianos and Talking Machines?

HE Journal has been devoting a good deal of space

for many months past to the subject of keeping the
music business in the music stores.  This has been done
partly with the idea of keeping the entire trade posted
on the outside influences that may be hrought to bear
upon the musie dealer in the form of direct competition
Those dealers who view the immediate future in the
light of the past five years are not abreast of the times,
for with the advent of numerous makes of talking
machines selling at a very low price, retailers in all
lines of merchandise are having statements, ve the bene-
fits of a music department, hurled at their heads from
right and left.

A number of these have been taken up in this Jour-
nal's columns, but the last issue of The Furnity
Journal, which, although hailing from Chicago, cir
culates in Canada, contains a new bateh of alluring
pictures and glowing arguments that serve to illustrate
very well the inducements that are being held ont to
the furniture and other dealers to get into the piano
and talking machine business; all of which means more
competition for the legitimate music dealer,

One could not say that merchants, who are not
sticking exclusively to music and musical instruments,
are not music dealers. For we know there arve depart-
mental stores, and others who earry representative
stocks, employing competent salesmen, using modern,
progressive methods and must be considered musie
dealers.  But retailers of furtiture who take on a
music department, in the superficial way some do, conld
not bhe called real music dealers for they are merely
branching out, perhaps temporarily, to get the profit
on the ““thousands of sales that are just waiting to be
gobbled up.””

The Furnituve Journal referred to above called its
October issne Musieal Merchandise’ number, It
contained twenty-three pages of talking machine, cahinet
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and piano advertising, illustrations, and *‘readers.”’
Out of the seven leading articles six dealt with the
handling of pianos and phonographs in the furniture
One of three editorials dealt further with the
question of the furniture dealer handling pianos and
talking machines; and even *The Tattler' did not over
look this important matter in his page.

While the articles have some good adviee in them,
here and there arve little statements that certainly do
not cast a cloud over u sky lit up with the success that
the furniture dealer could have in selling  talking
machines and pianos

To enumerate a few of the statements which may he
questioned take the following :

stores.

“An sclling a talking machine, it must be borwne
in mind that it is a luewry and that unlike a piece
of houschold furniture, it is wot absolutely essen
tial for the family’s welfare.  Sentiment plays a
large part in the purchase of a phonograph, and it
is in his appeal to the sentiment of his prospect
that the salesman must be able to reach his buyer.”

Canadian Music Trades Journal has said so much
about the fallacy of musical instruments heing listed as
luxuries that further comment runs the risk of becoming
monotonous.  Furniture dealers or any other dealers
who go about their daily work selling musical instru-
ments feeling they are urging people to buy luxuries
are missing the mark entively, Musie is undeniably a
necessity in every home and surely one of the finest,
most satisfactory and cheapest means of getting the
world’s hest musie into the home is no luxury, “‘In
selling a talking machine, it must he horne in mind
that it is a luxury.””  Such piffle!

““No longer is the phonograph and the piano
a matter of experiment with the furniture dealer.
He is selling them in hundreds of towns and he
is selling them at a big profit, A live Chicago
furniture store owner calls the line
most successful we have ever carried,” in speaking
of phonographs.  And those who have given the
subject of piano selling proper attention are doing
equally well.  Why not? Isn't the modern talking
machine, in its beautiful mahogany or walnut
calbinet, one of the finest picces of furniture a man
or woman could want in the home?  Sometimes,
indeed, it is the only worth while picee of furni-
ture in a home, where the modern type of furniture,
the period and standard styles, has not yet heen
installed. it is more than a picce of furniture.
A simple adjustment of the needle to the dise and
you have the glorious melodies of the old masters
of musie, the swinging gleeful songs of the southern
darkies. and the weird music of the Scotch hills.
Harry Lauder and Caruso speak and sing to you in
your own cosy home; the stirring martial musie
of celebrated bands, modified for the home, stirs
your pulses and the patriotic airs arouse your
enthusiasm,””

A talking machine a piece of furniture—even a
beautiful piece—first and a means of hearing the
world’s finest musie after! Never. Mahogany or wal-
nut first and then adjusting the needle to the dise for
the melodies of the old masters! Not much. The talk-

“one of the

ing machine is a musical instrument first and last,

me
m
w
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So much talk about what it is rather than what it
will do is one thing that has held back its advance
ment.  After all these years of striving to put the talk
ing machine on the plane where it belongs it is almost
unthinkable that anyone would herald it as a basis for
retail activity on the ground that it is a piece of furni
ture with some other properties tacked on

“Within the last few the
has become so popular and so reasonably priced
that a majority of prospects can induced to
buy, or rather prefer to buy, the self-playing instru
ment instead the piano. In selling a player
piano, however, the appeal to he made
entirely different character than that in the case of
the instrument  without the player attachment
Strange as it may seem, the player piano has made
a field for piano selling in thousands of howes
where no opportunity existed before simply because
of the fact that no musician is required to get
music from these instruments,””

The last few words in this extract are perhaps cor-
rect in one way as it does not take a thoroughly trained
musician to acceptably operate the player piano, but it
does require some musieal ability. 1 there were a num-
her of homes on a street with players where the inmates
all had the idea that ““all you have to do is stick on a
roll and pump’’ and you get music, it is pretty safe to
say that there would not he much chance for any per-
son to sell another player in that neighborhood. More
likely the result would be that an indignation meeting
of ratepayers would be held, at which, after those in
attendance cooled off they would subseribe to a fund,
to be used with the idea of giving each of those player
owners a4 honus to remove to the other end of the ecity.

“Piano selling methods have been  developed
into an art in the hig cities. The piano manufae-
turer and dealer gets his tips on the prospects hy
a hundred different ways. Music teachers, janitors,
society women and a score of other classes give tips
to the dealer on prospects, and a feature of the
business that makes big inroads on the profits that
might acerne to the dealer are the commissions on
such tips when sales are made.

““Music teachers will often furnish good tips for
the sale of instruments, and the good will of this
class is desirable. A small commission will usnally
suffice to get any information as to prospects for
pianos.

‘A large part of the piano advertising which
has appeared in the daily papers in past years has
been of a more or less fraudulent character, notably
that dealing with guessing contests and similar
schemes, the riddle scheme and others with which
readers are all familiar.”

The Furniture Journal does well to warn its readers
thinking of introducing a piano department about the
commissions that may be. demanded by different per-
sons for giving in the names of prospect buyers
There are music dealers, however, who will question
whether a “small” commission would satisfy all the
music teachers they have had to deal with, It is troe,
there has been too much fraudulent piano advertising
in the daily papers, but this sin has been committed
much more frequently in the United States than in

years player  piano

he

is of an
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the
the
sees hardly
the
“a lurge part of the piano advertising

Canada; but even in the United States, in view of
splendid class of advertiscments  that

houses put out all over the country, it
fair to make the reference to advertising
statement, that
which has appeared in the daily paper
has been more or less of a fraudulent character,”
the furniture dealer in the
town, especially to judge of the field for this class
let him make
where the majority of the people in his loeality get
their musical instruments,  He will find th
vule the larger part of the and

machines are sold by traveling men cither from the
mail

many of

simply

in past yvears,
ele,
To enable smaller

of merchandise, some inguiries as to

Tl

pranos talling

factories themselves or by order
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which flood the distriet industriously with their
catalogues.  This business should logically go to
the local dealer. But in order to get it he must

have the merchandise or some good samples of what

he has to offer for sale.’

A dealer undertaking to handle musical instruments
on the assumption, that the larger part of pianos and
talking machines are sold by travelling men from the
factory and mail order houses,
he is many months in the

“One of the methods of advertising pianos is
by loaning instruments for church concerts and
local musical affairs, the fact, heing duly
stated in the programme of the entertainment and
bringing the dealer’s name before the clientele in
his home town. If the salesman who demonstrates
the instruments is a good musician and can hring
out the tones of an instrument to good effeet, all
the bhetter.  But it is not necessary to he o musician
to sell pianos, as is proven by the fact that some of
the best salesmen cannot play a note of music.”
There are a good many dealers who would he quite

glad to have a furniture dealer do all the loaning of
pianos for church concerts and local musical events,
Because they themselves make it a rule to charge a
reasonable rate for all such rentals

“To many furniture dealers it does not ocenr
that the piano is largly and primarily a picce of
furniture, and frequently a very handsome piece,
No modern home is considered complete without a
piano of some kind, and it is a fact that the big
majority of women when making a selection with
the intention of lm\lmz consider the instrument as
a piece of furnitur
While no one underestimates the furnishing proper-

ties of the piano it is inconceivable to think that the
piano industry could be maintained on the basis of the
piano being nothing more or less than an article for
house furnishing.

“In order to sell pianos it is nol necessary to
carry the same stock on hand that a full- fledged
music cstablishment must carry. A few standard
patterns, medium, low and high priced, of a make
that can be guaranteed are all that is necessary,
and any variations in style and manufacture lu-mu
supplied through the catalogue of the manufacturer,
which usually provides for making of pianos in all
finishes and styles.  No crpert musical knowledge i

is apt to get a jolt before

1088,

of course,

requircd, as any salesman of ordinary intelligence
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PHONOLA

PHONOLA et

PRINCESS''

Yes_ It's a Great Story the
Stock Sheets Tell

And there is real business satisfaction in arms, sound boxes and the other parts.
knowing that for every Phonola the stock The Phonola will please your fussiest
sheets show as sold, there are two or three customer.

or more enquiries for the same machine. Odeon Double Disc Records, 10-inch, 11-

inch, 12-inch, 90c. to $3.00. No needle

5 ill i s luabl
Phonsla Geodwill s our most VEMES scratch. In Odeon Records you get the

asset, and we carefully preserve its in-
tegrity. We consider it a matter of vital
importance that the performance of every
Phonola you sell should enhance your re-

finest talent in the world at lower prices
than anywhere else—Emmy Destinn, Leo
Slezak, Carlo Albani, Frieda Hempel,
H. M. Grenadier Guards Band, Paris

tation and ours as well. A
PUBEER S Grand Symphony Orchestra, and others.

The Phonola incorporates the most Odeon popular records furnish a variety
popular designed cabinets, what has of music to suit all manner of tastes.
proved to be the best in motors, tone- Write for our list of Odeon Records.

The Pollock Manufacturing Co., Ltd.

Kitchener, -  Canada

——1__T
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can readily master the sales points about a piano
or a talking machine,”

Opinions differ as to the amount of stock that it is
necessary to carry, but it seems agreed that a represen-
tative stock is most desirable,  The Journal is under the
impression that a salesman even if he has ordinary
intelligence, will require a good deal of musical know-
ledge before he will accomplish much in selling pianos
or talking machines, and particularly in player rolls
and talking machine records,

U1 have  handled  phonographs two
years,” said an out-of-town dealer, *and they have
proven one of the hest trade developers | have ever
had any experience with. They do two things and
do them well.  They sell well as an ar < of mer-
chandise, and also help me to sell other stuff. /
make no effort to supply records. To do  that
would require more money than 1 have to put to
sueh a purpose, hecause in my opinion the only way
to handle records is to go the limit—put in a bhig
stock and keep it right up to the minute, just as
the big city music houses do. 1 would do it if |
had the money, hecause what | want is the thing that
will bring people to my store. The dealer who's
letting the phonograph business pass is missing a
good thing.”

The talking machine dealer who spends his time in
attempts to sell every one who comes into his store a
talking machine, and makes no effort to supply records
is not worthy of the name of talking machine dealer,
and is missing the eream of the business, particularly
Just now, when the shortage of machines creates a some-
what difficult situation.

“Whercver possible il is of course well to secure
the services of a man or woman who knows sufficient
about the operation and mechanism of a piano o
manage the department. A key, for instance, may
stick, requiring the attention of some ane who knows
Just how to remedy the trouble, which is a simple
matter.  Pianos must he kept in tune at all times,
and the services of a good tuner should be al hand
to see that all keys respond harmoniously and easily
to the touch.  These, however, are but minor parts
if the dealer has a field and ean sell instruments,
as such help is not difficult to secure,”

If a man considers that having a tuner and repair
man around his premises is but a *“minor thing." and
that he can go out and hire a suitable man whenever
he takes the notion, he had hetter look into this phase
of piano retailing a little more closely, before he makes
much of an investment in a piano department,

“All of this the phonograph does. There is no
mechanism to get out of order, wo repairs to be
made, no exceptional selling talent required; the
records played often sell the machine without fur-
ther talking. And there's a nice profit in the line.”
Ask the purchasers of some of the cheap machines

that trade papers foreign to the music trades are urging
their readers to handle and see if they say there is no
mechanism to get out of order and no repairs to he
made.

All told the tenor of the advice passed on by the
Furniture Journal does not look as if followed out it
would be productive of a substantial number of per-

about
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manent dealers who would be a vital foree in the mar
keting of pianos and talking machines, hut such influ
ences as this at work cannot help bt stir up temporary
competition that the music dealers can scareely afford
to overlook,  As stated by Canadian  Music  Trades
dournal in previous issues, the music dealer must keep
posted on the general situation, and by all known and
legitimate means consolidate his position and prepare
for an advance

How He Made the Sale of a Grand.

TIIIN story of how a salesman clinched a deal for a

granud piano has been sent to Canadian Music Trades
Journal from one of its readers A salesman of our
acquaintance tried for over a year, unsue wsfully to
sell a certain man a grand pinno of a well known make,
The man had a very fine upright piano and did not feel
he was justified in the expense, and the one he had was
Justified in the expense, and the one he had was per-
feetly satisfactory. The salosman was persistent, without
heing offensive, hut he was making no headway, After
a time the man hought a rather pretentious house, and
moved in. There was in this house a handsome music
room done in green and gold and the upright piano
looked very well in its new surroundings.

“Again the salesman got very active but the result
was the same, a firm, determined *No!* from the man.

“Then the salesman thought up a plan.  His firm
had sold grand pianos to practically every millionaire
and multimillionaire in that city, and had photographs
of the varions music rooms in the residences of these
wealthy people,

“One fine morning when he knew the man to whom
he was trying to sell the piano wonld he at his office,
he called on the man's wife, showed her the photographs
of these elegant music rooms and requested permission
to have her room photographed to place with the others.
To say she was delighted was a mild way of expressing
her pleasure,

O course she would have no ohjection to having
her piano removed temporarily into another room and
one of their grand pianos placed in the musie room
while the photograph was taken, as his firm wanted it
for an advertisement  Certainly. not, she would be quite
willing, and in a short time a photographer was on the
seene,  van with a grand piano was at the door, with
men who in a few minutes had moved the old piano
into another room, and had set up the grand piano in
its place. The picture was taken and was a complete
SUCCOSS,

Would the lady mind allowing the grand piano to
remain for a few days as the men were very busy !
(indeed they had disappeared with the van the moment
the grand was set up.)  The lady was tickled with the
idea. Next day a copy of the photo was laid on her
hushand’s desk downtown with a letter of thanks for
the privilege of allowing the picture to he taken,
““About two weeks passed. Tt was at an hour when

the man would be at home (previously found out by a
sharp salesman). A van drew up in front of the house.
The salesman at the head of a gang of movers had come
to take the grand piano back again to the warchouse,
hoped the time for calling did not inconvenience, ete,.
ete. The grand was moved out into the lobby and the
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upright put back in its place.  As the man said himself
afterwards, it looked like thirty cents. A handsome
music room was never designed for anything but a grand,
and the men were ordered to put the grand back again
in the music room."”

There is always some way of getting at a man, and
of overcoming his objections, and it pays to study how.

The Effect of the Automobile on Piano Business.

HAT effect has the automobile on the piano or

player business?  This question has been put hy
the Journal to retailers and salesmen from here and
there all over the country. The sense of the replies is
represented in the expression of an Ontario salesman
here quoted who does hoth wholesale and retail work in
city und country. e said:

““In the spring and summer 1 found the automohile
quite a serious competitor. At homes, partieularly
among the farmers, 1 have heen met many times during
the summer with the greeting that * We have just hought
a ear and couldn’t think of a piano.’ At first this
seemed discouraging, but 1 find these people really conld
think of a piano and veally do think of a piano, In
fact they are more easily interested in a play Not
right after huying a car of course, but probably hefore
the year ends.  Already this fall 1 have made a number
of good sales where | was turned down in the spring or
summer beeanse an automobile had been hought or was
going to he, The ear causes these people to think in
higher figures, therefore they are more casily interested
in the higher priced pianos or the player piano. An-
other thing, these ear owners visit more and are visited
more than before and are broadened in their mental
vision, They are easier to talk to. They have seen
good pianos and players in homes where they have
visited and realize that they can have the same if they
wish.  During the fall and winter months 1 expeet to
make a good many more sales to automohile owners.

“T am not so much concerned about automobile com-
petition among the people as 1 am about the way our
agents have neglected piano business to push automobile
sales.  They admit to me that there is not the profit in
selling ears that there is in pushing pianos but the
attraction of the car business is that the people come
after them and bring the money. While piano trade
has no doubt heen hurt more hy this phase of automo-
hile competition T imagine it will be less noticeable as
time goes on, T mean by this that piano dealers will
get disgusted with automobile retailing.  The per cent-
age of profit is lower than they have heen acenstomed
to and in spite of people coming of their own aceord to
buy cars the selling cost is higher. The great problem
takes the glamour off motor retailing as many
have learned.  In piano selling come-backs are the ex-
ception, but whoever heard of a car heing sold without
all sorts of come-hacks. There are so many mechanieal
parts to get out of order or he put out of order by
novice and careless drivers.  The greater proportion of
drivers must be instructed in driving—at the expense
of the man who sells the car—so that when he figures
his overhead, including innmumerable non-chargeable ad-
justments, he finds, as many of them have done, that
retailing automobiles is a precarious business as com-
pared with piano retailing.”
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What Western Ontario Dealers are
Talking About.

A Sale Without Dropping In Price.

Until the manufacturers and dealers co-operate to
seeure standard prices for pianos the same as exist in
the talking machine trade there should bhe no let-up is
the opinion of a successful retailer interviewed by
Canadian Music Trades Journal. This party said: 1
have always made it a practice to handle the higher
grade instruments,  1f a man will only go the price of
a piano that never can give him a lifetime’s satisfaction
he must deal with some other house—he can’t get it
from me.

“Only the other afternoon about 530 a farmer
came in. He had heen around to the other stores and
one of my opposition said if he came to me he certainly
wonld ‘pay the price.” That made him think 1 had the
goods the quality of which could command a higher
figure,

““What d'ye want fur yon one,” queried the farmer
singling out one of our real good instrnments,

“1 said *Four hundred and twenty-five.” ‘O come
off.” said he. ‘1 kin beat that by seventy-five to one
hundred and fifty over at so-inso’s.  1'd hate to shake
three hundred and fifty in yur face. Quit yur dickerin’
and spit out yur lowest figure—spot cash.”

“Now Mr, F-—" responded the dealer, ‘that ticket
on that piano says $425 in good plain figures. That's
the price and that’s the lowest price to you or to the
King of England. $424 of any man’s money won't take
it away from this shop. Of course, there's our usual
ten per cent. discount for cash.”

““You can’t put that over on me so casy as you
think,” eame back the farmer, as he started to the door.

“Then he paused. ‘Knock off $25 and you can send
the thing along.’ he said, intimating by his voice that
that was his final offer.

““‘No." said the dealer. ‘1 didn’t start out asking
vou $475 so 1 conld drop fifty, You asked me my
lowest price and 1 gave it to you off the bat. | can’t
do a cent hetter. Look at that price card. There are
no seeret signs on it.  The price is there in plain
figures for every one to see. That price is the price.”

“Well to make our haggling a short story we talked
until 6.30 and Mr. Farmer wouldn’t go the $425. So
I put on my hat and coat, turned off the lights. We
started ont together. Just as | was taking out my key
to lock the door, Mr. Farmer says, ‘All right, boss,
I’ take your piano.”

“We went back in and closed the deal.
kind of business 1 like to do.”

An Experience In Rejuvenating Trade.

“They ean’t tell me talking machines interfere with
pianos,”” announced a dealer of thirteen years' stand-
ing in one of Ontario’s smaller cities. *“We have only
had three instances,”’ continned he, ““where on first
thought yon would say there was any conflict of inter-
ests.  These were cases where we sold talking machine
outfits and took pianos on each of the deals. Just the
other day we sold a machine and records, making the

(Continued on page 29)

That’s the
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.:I,I,’.‘,'; Apart from the profits that may come from a
inly successful business, there is a pride of reputa-
,:':': tion that counts for much in most men's lives,

and this rests upon the quality of service
oo rendered.
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k ‘ That the Broad Guarantee of High Quality
> which the house of

|| SHERLOCK-MANNING

‘.'I"I has always put behind its product has been
appreciated by the Trade is indicated by the

® 9 enthusiastic endorsement of the Trade.

! It may be worth YOUR while, if you are not
a SHERLOCK-MANNING Dealer, to enquire

whether your territory is open.

THE SHERLOCK-MANNING
PIANO and ORGAN COMPANY

LONDON, ONTARIO
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= THE NEWBIGGING LINE &

Dealers will be well ad-
vised to place orders for
cabinets ahead of require-
ments or the balance of
this year, as there is an
undoubted shortage of
skilled labor, and all man-
ufacturers are feeling it.
Remember these are war

times.
HEIGHT 8" WIDTH 20 No. 45, PLAYER ROLL
No. 43, FUMED OR EARLY ENGLISH
No. i4, BIRCH MAHOGANY

Newbigging Cabinet Co.

LIMITED

HAMILTON . ONTARIO

Player Roll and

Record Cabinets

for all makes of
Machines.

Write us about your
requirements,

No. 83, GOLDEN OAK
No. 84, MAHOGANY
o. 85, FUMED OR MISSION
Cal with top shaped to fit

z

No. 80, GOLDEN OAK
No. 81, MAHOGANY
f Vietor No. § No. 82, FUMED OR MISSION
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USICPACE

“Best in the World”

Ads. are losing their power; we have been stung a score
of times ou-selves, still we do not regret it, for once in a
while we got something that paid for all the rest. There
is No Sting in the Musicphone and you are not taking
any chances in handling our line

Said a Western Dealer | have just returned from
Chicago and have seen nothing that compares with the
Musicphone, it is a wonderful machine.” And from an

Ontario Dealer, “Express me another Model F at once
as soon as | get my stock cleaned up | am going to devote
my whole time to your line, it is a winner”; and so it
goes, it is all working just as we thought; we have the
goods and soon there will be a beaten path to our door;
some have come to scoff and have gone away to pray

that we would hurry up the goods,—we almost feel sorry
for some dealers who have not yet investigated our pro-
position, it is their loss. Don’t wait for us to come and
talk an arm off you. That is not our way of doing busi
ness. It will pay you to come and see us. Take another
think—then act

$160
MODEL E

Our Strong Points

Self balancing Hood that cannot fall down; light as a
feather.

Electric motor that is a motor, not a combination of an
ordinary motor and a spring motor, but designed speci
ally for phonographs. No gears to wear or belts to
break, and no oiling

Universal Tone Arm of our own design, always brings
the needle to the right spot

Permanent Needles to play any records

Fine Tone Control

Manufactured by the

Newbigging Cabinet Co., Limited
HAMILTON

USICPRORE

(CHADE_IN CANADA )

$200
MODEL G

o
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CECILIAN

WORLD FAMOUS
ESTABLISHED 1883

Every CECILIAN piano contains
all_necessary interior _adjustments
and_supports to receive, at any

time, the famous Cecilian non-

corrosive, all-metal player action.

The Cecilian Motive

ENDING over his work in Cremona more than 250
years ago, Stradivarius said: “ Other men will make
other violins, but no man will make a better one.”

This incident from the past centuries expresses the working
motive of the men responsible for the production of Cecilian pianos.
That motive tells in every instrument. It puts you in the position of
not thinking of the Cecilian merely as a good piano or player.

If it were only that it would be no different from other good
pianos. Think of it as something more than a good piano. Think
of what it is capable of musically—not only what it will do, but the
quality of what it will do.

Sell a Cecilian player to a man—he gets evenings of real pleasure
because of the quality, of what it can do—he goes to bed with his musical
nature properly nourished—he goes to work next morning the better for
it—he goes home at night eager for more music.

The Cecilian is worthy of your best efforts.

THE CECILIAN COMPANY, Limited

Makers of the World’s First
ALL-METAL PLAYER PIANOS

GENERAL OFFICES AND FACTORY: - 1189 Bathurst St., - Toronto
RETAIL SALESROOMS: - - - 420 Yonge St, - Toronto
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sale total $200, and took al.  In this
typical case the piano had not heen used for years, It

 piano on the ¢

was all paid for but nobody in the house could play
Consequently the piano was given no attention except
It was badly out of tune, On
sions when company came and the piano was

as 4 piece of Turniture

rare o

nsed the awful sounds that resulted gave the make (and
we have the ageney for the line) and our reputation
a black eyt

There was no possible char of replacing that
nstrument with a pla) wd, so we took the
auled it, sold it for what we allowed on it
plus our expenses, and made the sale of the $200 talk

In addition,”” concluded the dealer,

piano, over

ing machine ontfit

we made a good record eustomer

Dealer's Uncertainty re Registration of Lien Notes Taken In
Payment for Pianos.

In conversation with the Journal a western Ontario
dealer mentioned an instance in which he had experi
cneed some diffienlty in re-possessing a piano.  The
party who purchased the instrument from him disposed
of it to a second party. and it was this second party
who caused the trouble.  Upon consulting his lawyer
this dealer was told that while there was no guestion
about re-possessing from the first party, that to secure
his position should he ever have to re-possess from a
second ty it would be ry to register the lien
with the county, or distriet court clerk, as the case may

This dealer, knowing that many members of the
trade do not go to the trouble of having their liens
registered, was good enongh to pass on the information
he received from his lawyer for the benefit of other
dealers

The Journal has made enguiries and they brought
the answer that the registration referred to above was
not necessary in the Provinee of Ontario.  Upon mak
ing further inquiries the Journal helieves that this dif
ference of opinion is due to the fact that in respeet to
manifactured articles, whieh include  pianos,  organs,
other musical instruments  and  household  furniture,
registration of the lien note is not nee

sary so long as
at the time possession is given to the purchaser the name
and address of the vendor he painted, printed, engraved
on or attached to the article
dealer’s name and address in addition to that of the
manufacturer’s.  If the vendor’s name is not thus
attached to the instrument then a copy of the lien note
must he registered,

It would appear, therefore, that dealers, who are
not in the habit of registering their lien notes, protect
themselves by having their names and addresses on each
instrument they sell, the object of which is to make
certain of the identity of the particular article which
may have to be traced.

Incidentally, in this connection there has been an
amendment in the law of the Province of Alberta, which
has made considerable extra work for the firms doing
husiness there, Particulars of this amendment are pub-
lished clsewhere in this issue.

Selling to Soldiers’ Wives.
Making sales to soldiers’ wives is a much discussed

This, of eourse, means a

question. One dealer intimated that he had two or
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three sales hanging five until the soldier-hushand would
veturn from the front
the sale because the hushand had returned

In one case he had just closed
The people
were well able to afford the purchase. It was simply
a question of waiting until the man was home to help
ke the choiced

Another incident shows how sometimes, he a dealer

as careful as he can be, difficultios seem inevitable, A
western Outario merchant a few months ago had a sol
dier and his wife come in to buy a piano.  The dealer
gave the couple a fatherly talking to, pointing out that
unless they could pay for the piano comfortably he did
not think it would be wise to consider the investment

The soldier replied that as his wife could play nicely
and was very fond of music he was desivous of making

things as p

sunt as possible for her in his absened
Therefore he had decided to get a piano.  He expressed
80 sincere o desire for the piano and although he was
ouly asked to follow the cash down with a monthly pay
ment of $8 he figured his wife would h
$10 casily

For two consecutive wonths the %10 was id
promptly and then suddenly came a request to repos

able to pay
So the deal was closed

The wife gave as her reason that she
was undertaking another financial obligation of impor-
tanee ; that she could not do that and pay for the piano
too.  The other underts
to England.
soldier’s wife’s home. It shows one of the problems

sess the piano,

cing was helieved to he a trip
This ended the piano’s brief stay in a

that sometimes confront the vetail dealer

Policy of Westerner Helped Ontario Dealer.

Team-work is sometimes done unconsciously.  Not
long sinee a dealer in western Ontario had a woman
enter his store, ask for a certain make of piano, and
buy it without wasting any time,  The reason given
why she, a stranger come to town, should invest in a
piano the way she did, was that she had hought the same
make of piano in Edmonton a few years before.  The
instrument gave excellent satisfaction and the Edmon
ton dealer was so courteous that when this woman
removed to Ontavio, having sold her sister in the West
her piano rather than move it down, she was prejudiced
in favor of the dealer handling that make of piano.

Courtesy always pays

Good quality never loses
desirable husiness for a man

Pithy Dealer Remarks.

It any piano dealer, who maintains a store in a
town and keeps a young lady to do the hook-keeping,
does not allow $60 for the cost of selling a piano he is
on the wrong track according to a member of the trade
in Galt

“Four or five years ago we counted on onr talking
machine, sheet music and small goods sales to pay the
rent, and store expenses, leaving the piano end of the

Now we find our sheet music and
small goods meet these running expenses and both our
talking machine and piano departments are to the
good.”” So said the head of a well known retail house,

“1 will take the talking machine now and when our
little girl gets about ten or twelve, old enongh to take
lessons, 1’11 be in the market for a piano.”” This is a
remark a Guelph dealer hears frequently and which he
tukes to mean that a talking machine sale by no means

husiness ‘velv
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kills the prospect of » plano sale later.  The parents
get very fond of music in their home in this way and in
u few years they want their ehild to produce music for
them

“Until the time comes when players van be retailed
tor less wmoney T am not interestod in pushing them,™
declared & young man who has had good  business
training.  The older genceation of denlers hought an
organ, went out and sold it at 4 cortain profit.  Later
We get a piano, sell it, but the profit is not proportion-
ately more. Now we buy o player—it
mueh larger investment, 1 feel sure the average dealer
gets so little more on the monthly payments that lus
money is out a good deal longer than in the case of a
straight piano. A player sale is a corker to tie up
capital and | have boen foreed 1o the conclusion that
as long as player prices remain what they are it is good
husiness to coneentrate on straight piano sales.””
any reader an answer for that argument ?

VOur sales of the cheap models are gradually de
clining.”” confided a dealer, speaking of  the  talking
machine end of his husiness, “People are wore musical
than they used to he, They are more exacting huyers,
They want better machines. 1 eall the cheap models
educators

represents

“1tell you the high cost of living is no joke,"" as
serted a dealer interviewed by the Journal. ** It has
got to that stage where it is interfering more with retail
trade ev week. Foodstuffs have jumped in price to
such an extent that there has arisen a feeling of unrest
among consumers.  They do not know where this ad
vaneing cost will end and this unsettled feeling
the very  worst atmosphere
machine man,”’

“Business is all vight,”" remarked a country town
dealer, “but help isn’t,  In two woeks two men have
left me to tuke other positions.  One was with me three
and the other six years.  'm just trying to decide
whether it would pay me better to do my own selling
and be satisfied with a smaller volume and safer husi
ness.  Even good men are not as earcful in granting
eredits as 1 would he myself; they are over anxious to
make sales perhaps.*

tos
for a piano or talking

Here is o word of adviee for small town dealors
volunteered by a man who has made a compet in
# place of about 2000 population.  **Get the ageney
of a good, reputable make and stay with that make.
Get the people thoronghly acquainted with it and with
the faet that you stand hehind it, Set a price that
gives a fair margin and get that price.  If a second
line is thought advisable then have a second line bt
don’t be changing agencies so often that the people
never know just what makes you are handling. The
more work you do in poularizing a line you can depend
upon the greater your franchise in that line.

Intensive Piano Selling.

Piano men have certainly heen doing their duty
according to a Toronto clergyman who recently  lee
tured in Galt on **The Folks Next Door.”” The speaker
called on his andience to imagine the seene if the walls
of an apartment house were lifted at 730 in the mof
ine. Every twenty foet there would he a plano, ete., ete,

That's working the territory thoroughly !

Novel Innovation in Musical Circles.

The following deseription of how an orchestra s
heing conducted by the use of motion pieture films was
handed a Journal representative by a dealer who

marked that this method of preserving the nterprety
tions of the world’s greatest hand and orehestra con

s was along the same line as the preserving ol
the  leading talking

artist’s  renderings  on maehing
records

At Chicago an orchestra is being vondueted hy means
While

muovation is litthe more than a novelty at present
the idea seems to hold splendid possibilities and there

of motion pictures instead of a personal director
the
fore ix attracting attention and comment. Iy practic
The system
vonsists simply of projecting on a sereen, in full view
of the orchestra, animated pictures of o conductor in
the aet of divecting the vendition of ** William Tell,™
Mendelssohn's **Spring Song.” or

the seheme works out most sutisfuctorily

whatever composi
Hon s to be played. Obviously, the enlarged pictur
of the di the musicians
than a man himself conld be, and it is therefore more
followed.  Since nearly all projection machin
are motor-driven, it is not diffienlt to time the recling
perfectly so that no trouble is « mtered. The only
Change from usual practice that must be made is that
the musicians shift theie positions. for on the sereen

wlor s

more conspicuous to

casily

the conductor faves the andienee instead of turning his
hack to it

Some of the merits of the arrangement may not be
entively apparent at fiest sight.  For instanee, the pos-
sibility is opened up ol preserving the interpretations
of onr greatest divectors, just as the voices of the world s
foremost sing immortalized by the phonograph.
Stll further, the arvangement makes it possible  for
small orchestras anywhere to have the advantages of
being divected by the greatest conductors.  And to carry
the visualization an additions! step, the plan makes
possible the massing and divecting of an orchestra or
band of tremendons size,

s iy

Personal News of Some Western Ontario Centres,

On Octoher 27 Messes. T . Barton & Son, of Brant
ford, eelebrated their 1310 anniversary of entering the
prano and music business in that city.  Mr. Barton, Sr.,
who has lived in Brantford for thirty years, hegan in
the mnsic business on his son’s 21st birthday and has
Iuilt up a good business from his modest heginming.
To-day they Cupy an attractive store on the main
business thorongh fare right in the heart of the shopping
districr.  They handle the  Nordhoimer, Willis  and
Haines Bros. pianos, Columbia Grafonolus and records
and Edison exlinder lines, sheet music and small goods,
Mr. Barton, Sr.. expresses a very definite poliey on the
question of sticking to high-greade goods and letting
others do the “stencil business™ and he favors a stan-
dard price for pianos.  Mr. Barton, Jr.. is active in the
talking machine department of which he has made a
marked suecess

Mr. B, ', Sehreiner, the new Mason & Riseh manager
at Kitchener, has taken a honse there and is quickly
getting settled into the swing of things in his new post.
Mr. Sehreiner came to Canada from Pennsylvania six
or seven years ago and has since had experienee in the

pl;l\
pre
the
e
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trade at Hamilton a St Catharvines, 11

B liking gh s maintained |

le in Canada, particular 1 mirast to th
| 11 [ 'ni N s houses whe
he pia poraril 1 nmediate

nd tl business  qu wmlik th

n house ho by and sel e’ in 1
dd do, When the Jour n dropped i

r. Schreiner | iving instructions re tl

ssing 1 itel w their 11 n wind
\ ed last s t n ! rimall
Collection re ju ha 1 1 Taet
WUSIIOSS TS s ju hat nak sl
Ir, George Rous genial Galt dealer in W s and
Karn pian Mr. Rouse radiates o wholesome opti
st the seeds of which were perhaps sown in his mind
1 three or " s residen n Alberta, 1
s a hig-hearted attitud life as o whole, and
s own business takes the dignified stand that music
nd musical instriments make a community hetter, e

s therefore proud 1o e n selling pianos. My
Rouse says you put a piano in a home and let them have
ots of musi the ehildre vill grow up in the midst

nore refinement, go out to oceupy bhetter places in
the world and in turn he a better influenee in the com
ninity It is sincerely hoped that in every quarter of
the trade dealers and their salesmen will work along
these lines, selling musical  instruments  for  music's
sk

\bont as great a contrast as possible is presented

a look through the €. W, Kelly store in Guelph

to-day and then to think of Mr. Kelly's leaving the
farm vears ago, buying a Bell organ, selling it, buying
another, selling it, and so on until he got into pianos
took a store, progressed month by month and year by

ar until now he has an up-to-date premises with four
sound-proof Vietrola rooms, one piano room and ample
space for the small goods and sheet
His son, Mr. Fred Kelly
experience through his holding

one of the

music departments

who has had a wide business

important posts with

chartered banks, is putting his training to
Speaking of  the

s father’s business

good use in

shortage of machines he said he had ordered Christimas
stock last June and already he was sold out ertait
wdels,  In pianos this house handle the Bell Iu
sivel
If 1 were going to invite anyvone in for dinner and

nted to be sure they would eome, | would send word
v were going to have turnips,”” jokingly remarked
Mre. Arvthur Mereer, the Nordheimer, Haines Bros. and
Edison man in Galt I'his remark was made in refer
nee to the pr nt high cost of food stuffs People
ire carning more but the advanced cost of living does
not give them any more margin to make collections or
siles anvthing more than average added Mr. Mereer

Mre, A, N Taylor, of Galt, has concluded arrang:
ents for the Gerhard Heintzman ageney

Manager . W, Somerville of the new  Gerhard
Heintzman branch at Kitehener and his vight hand man
Mr, Ben Sovder, are off to a good start at their new
store which was formally opened the latter part of
Tuly With a frontage of 27 feet the store is provided
with exeellent show window spaee

WHOLESALE SALESMAN
Man with sound knowledge of pianos and players, who can
assist dealers close, wants position with a Canadian factory
Apply, Box Canadian Music Trades Journal, 56-58 Agnes
8t., Toronto

TWO PIANO SALESMEN WANTED.
Wanted two piano salesmen - great possibilities for the
right men —correspondence strictly confidential. Layton Bros.,
50 8t. Catherine 8t. W,, Montreal

ORGANS WANTED
A Durban firm of wholesale dealers requests correspon
dence from Canadian manufacturers of organs. Apply Secre
tary Canadian Manufacturers’ Association, Toronto, quoting
reference number 1481

PIANOS AND ORGANS WANTED
A Durban firm with branches in several centres of South
Africa, asks for catalogues and price-lists on Canadian-made
pianos and organs. Apply Secretary Canadian Manufacturers’
Association, Toronto, quoting reference number 1471

PIANOS WANTED IN THE WEST.

Western house with close connection in retail music trades
wants wholesale representation of reliable line of moderate
priced pianos. This is a live proposition for manufacturer
ambitious to get good business in the West.

Box 13, Canadian Music Trades Journal
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THE INSTRUMENT OF QUALITY <7
A 3
CLEAR AS A BELL (=

Some Reasons why this is ‘“The Highest
Class Talking Machine in the World.”

1—Universal Playing

THE Sonora is designed to play all makes of disc records
porfectly. It was so designed before it was built; no

make-shifts or awkward, unsatisfactory devices are added to

secure this decided advantage

2—Tone Quality

FOR tone quality the Somora
highest score at the Pana

petition with the world's forem

machines

3—Tone Control

AT the sound source, the proper place, is the Sonora tone
control. It is simple in design, but remarkably effective
in expression. This is another notable Sonora patent that
assists in makin instrument the very best one that
human ingenuity has been able to devise

4—Sound Box

HIS assists in reproducing the gol
worthy its excellence o

the best of materials.

tinet

without & peer, winning the
Pacific Exposition in com
t phonographs and talking

en tones and is note
truction from
it sends forth notes that are clear, dis
accurate and beautiful

5—Automatic Stop

N all machines there is placed an automatic stop, which is
decidedly convenient and useful. It is simple and me.
chanically correct, and gives added pieasure and enjoyment

6—Cabinet Work and Design

THE Sonora is extraordinary for the exceptional beauty of
its design and cabinet work. The graceful, flowing lines
(**Bulge’’ effect) are the result of a patented process and are
exclusive with Sonora

7—Motor

THE motor 1% made in Switzerland by experts with genera
tions of experience, and plays about twice as long as do
motors of other machines sold at similar prices. For ocon
structional excellence, durability and strength, it is the supreme
motor of the phonograph world

8—Sound Amplifier or Horn

THE sound amplifier helps create the wonderful tone that the
Sor noted for. It is made on scientific principles
and with special treatments that are exclusive with us.

9—Envelope Filing System
THIS is & marvel of simplicity and convenience

instantly available and can always
when they are desired.

The Complete Instrument

HE assembled machine is an aggregation of individually

perfect parts correctly combined. As a result, the tone in
of unrivaled clarity and magnificence, with a depth of expres
sion that makes the Sonora ungualifiedly '‘The Highest Olass
Talking Machine in the World.’

Records are
be located where and

Correspondence Regarding Agencies is Invited

Manufactured by
SONORA PHONOGRAPH CORP., NEW YORK

Get agency terms, discounts, etc., from the CANADIAN DISTRIBUTORS

. MONTAGNES & COMPANY

Ryrie Building, Yonge

and Shuter Sts, TORONTO
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- Inertia In Business.

3 ERY rvarely does the dealer who adds talking
machines discontinue them, Just now any dealer

with the agency of a reliable make knows well that if he

drops it from one to half a dozen other merchants, ac

cording to his loeality, will be prompt applicants for the

suid ageney.

While
one does and there are isolated cases of a dealer doing
much less business than the ageney justifies.  One of
these dealers of whom the trade finally got free is in
some respects typical of a few others who are far from
doing their hest with their agencies.

If ever there was a time when the dealer merely re-

e

-

2 dealer rarely drops the line occasionally

il

quired to stock a few machines and records, and the
buyers would do the rest, that time is gone. In spite
of the demand for records and machines that has devel-
oped to a point where this line is almost a staple the
retail competition is more severe than ever, but fortu-
nately not on a price cutting basis.

The retailer referred to above had an nnprofitable
experience with talking machines—because he thought
the department should pay without any effort on his
part. He sold records and machines not because of his
methods but in spite of them. He thought the manufac-
turers were so keen for business that they would do all
the advertising, all the demonstrating, carry the stock
and send a man into his territory to make sales for him,
He thought the people should come to him of their own
aceord with their orders for records and then wait until
he had them sent from the wholesale house.  He con-
sidered the line a failure hecause he neglected to con-
neet with the national advertising his line was receiving.
He figured that the people knew all about the line from
the newspaper and periodieal advertising and that if
they wanted it they would naturally come to him. Ae-
tually many of the people who in the ordinary course of
good business would he his *prospects’™ became custo-
mers of a dealer in another town hecause he was aetive
enough to come after them. He hitehed on to the
national advertising of the line and cashed in on the
franchise built for the dealer who was too inert to see
it. Inertia is and always was the curse of business.
Start something.

Fall Activity Will Affect Spring Sales.
ECAUSE business is coming good this fall there will
probably be the usual proportion of dealers reduce or
cheapen their activity in getting this business. **Why
go after it when it will come anyway '’ agked one man
who practically discontinued his advertising and is
spending less in show windows and nothing on recitals.
Why not throttle the engine hecause the car is speed-
ing along on a nice level streteh of road? The answer
is obvious enough to any driver. There is always a
little grade ahead that the car will easily make if its
impetus has not been checked by shutting off the gaso-

line. In fact many drivers spurt on the level to take
the ineline at greater specd just as some business firms

by inereased activity do a normal trade under less
favorable conditions,

There are a surprising number of vetailers who do
not appreciate that their present activity or otherwise
in going after business will affect their trade of next
Mareh or April though they know that a stone thrown in
a pool will cause waves to spread over an ever widening
aren.  Usually their efforts centred on getting busi
ness immediately without thought of the influence that
will extend for months ahend.

Last spring the Edison experimental store at East

Orange, which is supposed to be an inspiring demonstra
tion of the profits in the lines handled, had to record a
slump in business.  The editor of ** Edison Diamond
Points,”’ under the appropriate caption of 1t Might
Happen to You,” candidly tells about this slump and
what caused it.  The business commenced to decline in
April, and in April the cause was looked for. It was
found that the record stock was complete, that there
were no unusual conditions among the people of the
city to affect the sales, that the selling staff was just as
capable and efficient as ever.  Month by month the busi
ness was traced back until the early part of November
where the trouble was located. 1t proved to Le *Too
much prosperity.  Too many prospects in the prospecet
file. Too many impending sales,””
The management reasoned in this way,” says the
writer of the article referred to, “*we have got more
prospects now than we know how to handle: let’s cut
down on the advertising expense.  With the East Orange
Experimental Store, as you probably know, advertising
expense means largely recital expense, hecause there are
no facilities for extensive advertising. The number of
recitals was ent down and the method of giving them
was cheapened.  Where engraved invitations had pre
viously been used, a cheap printed invitation was used;
where attractive little announcements had formerly heen
used to tell about the special features at the recitals
a cheap and badly printed card was adopted

““The result was that where previously a hundred or
more new names were heing obtained every week from
recitals given in the store, the number dropped down
ten and twelve. No one paid any attention to this he
canse business was hooming.  Each month showed a good
inerease.  No one realized that the experimental store
was running on its own momentum and that no one was
putting coal under the hoiler to keep up steam, The
November and December business was splendid, Janu-
ary and February were good. But as early as January
there were indications that something was wrong, al-
though the trouble was not at that time correctly diag-
nosed.  Everyone overlooked the obvious fact that the
business of the East Orange Experimental Store pre-
sented a strietly mathematical problem : So many people
brought to the store by recitals produced so many pros-
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Many of our dealers
say that, partly thanks
to our help, their
Talking  Machine
departments are the
best paying end of
their business—

WE HAVE THE GOODS

For dealers who have been turning away busi-
ness because of shortage of standard makes at
$30.00 to $65.00 we have some attractive
substitutes—also machines at $12.50, $15,

$17 50, $20, etc.

Write or wire if interested.

MUSIC SUPPLY CO.

Largest Distributors in Canada
for Columbia
I GRAFONOLAS and RECORDS

N TORONTO
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peets, and 8o many prospeets produced so many sales.
Month after month the ratio of one to the other had re-
mained practically constant. Yet we in our blindness
deliberately started in on a policy that disregarded
these figures and that must inevitably reduce the busi-
ness.  The result was not immediate but it was inevit-
able

““It took the East Orange store until August 1st of
this year to come back. There were four months of
rotten business. wlly in August the effects of re-
newed activity commenced to be apparent and August
was # good month, September was a hummer. October
has started splendidly. But you can rest assured that
no matter how hig the experimental store’s business is
in future months, the management will keep right on
plugging for new prospects just as if the rent was over-
due and there was no money in the till.  We shall never
he caught napping again.”

Defence of Records on Approval.
O general has been the condemnation of records-on-
approval because of the abuse of the privilege that

it is interesting to hear from someone who argues that
the custom is of advantage to the dealer. The following
Jotter by Geo. M. Richter, Jr., manager of the talking
machine department of Clark Music Co., Syracuse, N.Y.,
appeared in *“The Phonograph.”

“1 have been very mueh interested in the question
of records on approval for several years, but up to the
present time have never expressed my views to anyone,
but from observation and close study of all conditions
as 1 have found them, I have come to the conclusion
that it would take considerably more argument and per
snasion from some of your correspondents than has yet
heen expressed to cause me to discontinue the sending
out of records on approval in our department.

“1 believe that there are sometimes local conditions
governing the matter which have to he taken into con-
sideration and that the question cannot he decided for
or against the custom in a general way.

“We could point you to some of our customers who
use this privilege, whose record accounts are good for
from %10 to $25 on every lot of records that are taken
ont,  Among them are business men and women who
could not think of taking the time to visit us and sit for
two or three hours at a time listening to records.

“The success of the system depends largely npon the
way in which it is handled, the knowledge of record
clerks as to whom to give records of a certain kind and
whom not to; that is, we know what each customer buys
and if a person who rarely ever buys anything over a
75-cent record brings in a list of eight or ten red seal
records for approval, they do not get them. We suggest
that they would hest be heard in the store, which often
results in their buying one or probably more of that
class of records before they go out. We keep a separate
list of all approval customers showing name, address,
date records are taken out, number taken and number
kept. By constantly referring to this file, we know ex-
actly how to handle each customer and if we find any
of them are imposing and merely having free entertain-
ment without purchasing records, they are politely re-
minded that our approval system is to assist people in
selecting records in their homes and not for concerts
and to that class of buyers we insist upon one-third of
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records being kept, either in number of records or in
value. | can safely say that with perhaps 3,000 custo
mers, we have never permanently offended any one

“We recently kept note of the number of records
sent out for a period of time and we found that out of
5,200 sent out, 2,100 were bought and about 25 damaged

** As to damaged records, we rarely dispute the matter
as to who damaged it. We aceept and expeet a certain
percentage of damage in handling so many records and
it often happens that a customer unknowingly injures
a record. The loss sustained is insignificant to the in
creased business the system brings us,

“We also agree, if a customer thinks he has selected
any records that are not perfeet when he fiest
them, to gladly duplicate them with absolutely new
records, In short, it is a serviee first, last and all times
with us, and as to any misunderstandings oceurring, we
assume that “‘the customer is right”’ and that settles it
and makes for us everlasting friends

“It would require more time and additional help to
play all the records we sell by the approval plan and
cost more than any losses we sustain, viewing it from
any angle,

“Can you imagine the general passenger agent of
one of our largest railronds coming into this city having
the time to listen to records for two or three hours in a
store? Yot that man’s account is worth sometimes %50
a month to us hecause he daocs have time al home in the
cvening with the vest of his family to listen to and selec!
his records. And we have dozens just like him."

Instalment Business.

HE time to investigate a customer’s eredit standing is

before the goods are delivered, 1t would bhe foolish
to even mention this—for every dealer knows it—if it
were not for the fact that this timely precantion is so
readily overlooked. Just now when business is active
and money plentiful there is a tendency to be lulled into
insecurity hy the pleasing sound of hig figures. There
may be times and conditions when a dealer may he par-
doned for taking certain credit chances in order to do
the desired volume of business, which while not actually
dangerous could not he considered first elass eredit sales.
But those times and conditions are not now. With the
demand so greatly in excess of the supply it is neither
wise nor necessary to extend eredit where there is a
doubt.

Sometimes a little timely investigation will show that
the purchaser’s contract could be safely aceepted on a
hundred dollar transaction where a two hundred dollar
deal would he unwise,

Experience in every kind of instalment business has
shown that the longer the credits are drawn out the
greater the danger of the customer becoming discour-
aged or negligent.  One year is suggested as the outside
limit of time for a talking machine instalment sale, with
a shorter time proportionately hetter.

Increase the Record Business.
HILE dealers here and there through the country
are hewailing the lack of machines to take care
of their largely inereased business others are making
the best of the situation by turning their ingenuity
and foree into developing record business. Quite natur-
ally, perhaps, the inclination of the dealer or his sales-
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man is to take greater interest
than an order of
worth of records certainly requires more

in selling a machine
To sell a hundred dollars
time and effort
than to sell a machine but the selling cost s probihly
no greater, therefore the profit s equal

records.

In an article in this issue reference is wmade to a
dealer whose

vecord sales represent only fourteen
of the total sales of his talking machine depart

This ratio would indicate that the merchant neg
Jeeted his record possibilities to feature

per

ment
wmachines and
the majority of retailers will admit they are doing so
all the time, The present machine shortage may he the
canse of the dealer demonstrating to himsell as well as
to his jobher that his rocord sales can be greatly in
creased with no inerease in selling costs.

Customers Buy Half Price of Machine in Records
the First Year.

HE manager of the phonographic department of a

music house in an American vity offers the follow

which while not new is of interest to talking machine

ing,
men.

“Phe talking machine is a great aid to a dealer in
securing piano prospects, as the phonograph is now
considered one of the greatest musical edueators for the
home, 1t naturally creates a desir
the family to learn more of music,

in the members of
and they themselves
to he able to produce musie themselves.
The result is your phonograph customer invests in a
piano.  Very often they will trade their small talking
machine in on a piano as first payment or part payment,
and before the piano is paid for it is a very easy matter
to talk them into the player piano. This, of course, is
a result of the original talking machine customer

“For the last two years the better class talking
machines have heen sold to people who already had either
pianos or player pianos. The talking machine has he-
come recognized by the greatest musicians and lovers
of music to he the most sensible musical instrument for
the home.

“Rpom the dealers’ standpoint it is better to sell a
medinm-priced phonograph than to sell a eheap piano.
The cnstomer will be better satisfied and will recommend
the instrument to his friends.

CSPhe talking machine user is enabled to demonstrate
the value of his phonograph much more convineingly
than the piano user could possibly demonstrate his
piano.  As you understand, the talking machine fur-
nishes orehestra, hand and vocal as well as piano musie.

“When a dealer sells a talking machine in reality he
has just started to <ol his customer, as 90 per cent. of
the talking machine users of to-day buy 50 per cent. of
the price of their instrument the first year in records.
For example, if they buy a $100 instrument their fir
veur's huyings in records will amount to at least R
Every good, live phonograph
pecord customer is a player piano prospect.”’

have a desire

and so on each year.

Record Selling Suggestions.
DEALER who stated that his record husiness was
only fourteen per cent. of the total business of his
talking machine department sent for help. The follow-
ing letter hy Stewart Talking Machine Co. of Indian-
apolis was written for the henefit of the dealer and is
here reproduced from *“The Voice of the Vietor.”
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“Your recent letter has heen considered with mue!
interest, and we have spent a considerable length o
W

the last six months shoy

time in looking up mater
find that your r
an advance over previous aceounts
gratulated on that.  And you are not to e entirely held
at fault use your record business is not greater
Yot it's cortain that the record business should he muct
wore than 14 per cent. of the total They should equa
the machine orders.  You have done splendid work iv
placing Vietrolas but you have overlooked vast possi
bilities for enlarging your record business.  We should
have told you so sooner.

At the present time it is possible to get from the
Vietor faetory records in almost numberless quantities

a pleasant situation for you when machines are
hard to obtain. And it is equally as pleasant for us.

“Phere are several suggestions that might be follow
od toward the inerease of your record business.

< One dealer delighted us with the news that he nev

hears a eustomer ask for ‘1 Hear You Calling
without suggesting and, if such is in order, playing
three or four other MeCormack records. 1f this dealer
does not have *Cecile’ on his shelf he suggests “Milli
cent’ or any other good waltz record, fearing that in
nine cases out of ten a customer will not come hack for
a cortain record if it is not to he had when wanted. A
keying system that classifies  Waltzes, Arias; Violin
Solos, ete., under a code sign, enables him to pick out
similar records quickly. He does not call this substi-
tution but restitution—saving an order! He is a dealer
who sends out great quantities of records on twenty-
four hours’ approval. For it’s an active stimulant to
his customers® record appetites—the more they hear, the
more they want. He is the dealer who writes a breezy
letter with every monthly list of records sent out on his
wailing list and who ealls by phone all customers whom
he thinks might he interested in special records.  And
he is the very same dealer who is profiting and profiting
and realizing profit on his record department.
Another dealer makes a practice of giving monthly
recitals, selecting the headliners of each record list and
inviting home talent to assist—hy this latter feature
attracting more local interest. e says pleasant serviee
m the store brings better results than any amount of
‘pecord-on-approval” bother.

“But one other man comes forward with a plan for
hoosting record business which should commend itself
to your attention through its nniqueness,

“He employed a young man instrueted in  the
mechanical workings of a Vietrola, to make regular tours
of inspection among all the local owners of Vietor ma-
chines, testing the motors to correct jumping, to see if
they make seventy-cight revolutions per minute, to see
if the diaphragm is at proper tension to bring out
roundly the high tones of certain instrumental records
he might play (for instance, Kreisler's ‘Serenade Espag-
nole’) and to see if the sound box is properly adjusted
to produce powerful vocal records such as Caruso’s
‘Celeste Aida’ without ‘blasting.” Upon finishing each

| for a complete answer

rd orders fc

You are to he con

80

inspection the young man might play a few other good
numbers and leave behind a list of the latest records.

““When the man of the house gets home at night and
discovers that his Victrola has been improved he will

S Bl "
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His MASTERS VoiCs
R EG=AG-DEP,

The most famous Trade Mark in the World

are Wholesaled by the |'n||n\~n|u Firms
ONTARIO: QUEBEC PROVINCE

His Master's Voice, Limited West of Quebec City
208 Adelaide St. W., Berliner Gram-o-phone Company, Ltd
Toronto, Ont Montreal, Que

MANITOBA:

;\LS:(,RIIAI‘”“ " NEW BRUNSWICK
SASKATC i J. & A. McMillan,
Western Gramophone Co., St. John, N.B

122 Lombard St.,
Winnipeg, Man
. NOVA SCOTIA:
OTTAWA VALLEY: : o l\l: . "\:“‘A .
C. W. Lindsay, Limited, .astern lalking | ,d“ hine Co.,
Halifax, N.S
Ottawa, Ont

QUEBEC PROVINCE.:
East of Quebec City BRITISH COLUMBIA:

C. W. Lindsay, Limited, Walter F. Evans, Limited,
Quebec City, Que Vancouver, B.C

HEAD OFFICE AND FACTORY ‘
£
£

MONTREAL
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His MASTERS VOIS
R EG~Aa-DEP.

I is a matter of regret to us that for the pre
sent we cannot take on any more dealers
the reason being our inability to ade

quately fill the large orders of our present

trade

When our output again begins to equal the
’I"”ll\”li for Ill\ \1?\\("]’5 \ olce pr()du(kls we
shall ask you to join in the prosperity of those

selling this famous line.

BERLINER GRAM-O-PHONE COMPANY, Limited

HEAD OFFICE AND FACTORY

The Famous Victrola MONTRE‘AL Victor Records

i e T




- —

CANADIAN MUSIC

want to hear for himself, The wife and children will
recall the beautiful songs and instrumental selections
the young man played, will discover the list of new ones
—and there you are. Following the natural conse
quences still further, this dealer sees neighbors and non
owners of Vietrolas trooping in to hear new
the improved instrument and going home with the “huy-
“it-now’ instinet hard working in their minds.

ords on

“Familiavize your eustomers with the opera, says
another retailer. Lead them into the story of an other
wise bewildering maze of musie, and speak in plain
words so that they may feel Lueia di Lammermoor to
have been no one but little Luey from the old Seoteh
town of Lammermoor—as, indeed, she was.  Let them
know that the English meaning of ‘Cavalleria Rusti-
cana’ is ‘Rustic Chivalry” and that the plot is based
on a situation that has popped up in human events
sinee time out of mind—that of a woman, well married,
making up to a former lov Show your customers
clearly that Grand Opera is simply a magnifying glass
which intensifies the loves and passions of human heings
Ithough the glass itself may lend a touch of the
sulime.

““While yon are playing for your friends the remark-
able record 88061—Caruso singing *On with the Play'—
explain that the Italian tenor is performing in character
of a cireus clown *1 Pagliacei’— The Players’—and is
sobbing out his wretchedness over the faithlessness of
his wife.

““All this would he bringing them closer to a high
embodi tof art—a juent desire for fuller know-
ledge—the commencing of a Grand Opera library—the
foundation of a growing record demand. Tell the story !
Tell the story! TELL THE STORY!

“The successful pursuit of this plan would call for
your advice as to the formation of a customer wd
library, You see, the assembling of valuable records
should have the same painstaking attention that a hook-
lover gives to his collections,  There are few model
libraries that do not have a proportion of light fiction
against heavy drama—one balancing the other to a nice
degrec—hut in none does Robert W. Chambers approach
in representation Balzac, Vietor Hugo or Maupassant :
nor is there a lack of Shakespeare or Milton on the
shelves.  In the same way pperary’ should have a
strong counterweight in ‘Celeste Aida’ and records of
similar magnificence,

““Make men know it. ‘Vietor Book of the Opera’
and ‘Voice of the Vietor’ will help you. Grand Opera
offers a hroad and substantial foundation for a building
of record bhusiness.

“And here read a few of our words: A record stock
increased from well selected numbers is as good as old
wheat in the mill—better beeause it turns oftener. Do
not feel that, because records may be easily obtained at
the present time it is possible to hold every ecustomer
off until his order can be filled here.  Did you ever go
into a store for a pair of shoes and, when the clerk was
unable to fit you, did you agree to wait patiently until
the shoe jobber or shoe manufacturer conld get a pair
made '—A ready stock saves many a sale.

Your record husiness should
equal your machine business.
“You have turned a commendable voltage of energy
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on Vietrola business, but switehing a little more current
into record lines would liven up the wires for all of us,
and set the sparks 1o jumping in a way that would

warm your heart—and ours—and your customers’.””

The Value of Trade-Marks.
By Lincoln Cromwell, in The Outlook.
Tl(.\l)l-: MARKS. like other signatures, are valuable
according to their reputation.  We readily cash a
check for a man of known honesty and a bank account,

and we buy without question an article hearing the
trade-mark of a famous maker.  In both cases we act
upon expericnee—onur own or others—and in hoth cases
we pay respeet to integrity and show the commercial
value of a reputation.  Caveat emptor (Let the buyer
heware) was the legal maxim of those *“good old times'
which knew no trade-marks and were not half as good
as our own, Modern practice has veversed this warning,
and forees the dealer to make good or lose his customers
I knew no hetter proof of the higher standards of to-
day’s merchants than their practical warranty of satis-
faction with every sale,

But there have always been honest eraftsmen and
fair dealers who w building up reputations for them-
selves and their suceessors.  The silversmiths had their
hall-marks at an early date, and abont the time of James
I the English ¢lothiers began to use trade-marks to dis
tinguish their goods. It was not until the last century
that the use of teade-marks hecame general.  Now they
are on every coneeivable kind of merchandise, from
portable houses to toothpicks.

Sam Weller told Mr. Pickwick significantly that he
ate pies according as he knew the lady as made them.
That philosophy applies to trade-marks.

Trade-marks were used only hy manufacturers until
within a few years. Lately. both wholesale and retail
dealers have applicd them to goods which they have pur-
chased to be resold under the dealer’s hrand instead of
the maker’s teade-mark,  The dealer’s object is to con-
ceal the maker’s identity, not hecause the manufacturer’s
name would diseredit the goods, but either becanuse the
dealer thinks his own name will sell them hetter or be-
cause he would avoid meeting lower prices on the same
trade-mark in another store

The manufacturer’s trade-mark identifies his produet
where cou find it, all over the world. 1t is like meet-
ing old friends to see your favorite gloves, hats, hosiery,
and underwear looking out at you from the shop win-
dows of Boston and Tacoma: the same sweater and
shooting jacket in Denver and Duluth; and the same
make of fur coat in New York and St. Paul.  The mann-
facturer’s trade-mark has another advantage over the
dealer’s. It covers a produet whose different grades
are made with the same care in selecting materials and
in the workmanship, and this cannot be the case where
the department store puts the same brand on every
article on a counter from the lowest to the highest grade
and usually bought from a score of different mills, But
the dealer stands by his trade-mark as well as the manu-
facturer, and the dealer’s brand conviets him of the
sale and proves him the one to refund if there is trouble
with the goods. A trade-mark is the most direet kind
of advertising. 1t identifies the article with somebody
who will supply you with more of the very same thing.
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Nordheimer's Announce

e Aeolian -Vocalion

HE Phonograph business, tho' still comparatively new, is
“taw.n already undergoing the change which is inevitable in every in-

progress is almost impossible, has made itself strongly felt in

I ' dustry. Real competition, without which development and

the field of manufacture and is rapidly becoming more and

more apparent in the selling end. The time has come when it

behooves every intelligent and far-sighted merchant to face the new condi-
tion and make provision for the present and the future

To the dealer who does this, the opportunity to secure the representation of
the Aeolian-Vocalion must appeal as the most valuable franchise available in
the music industry.  Not only is the Aeolian-Vocalion to-day far superior to
any of the machines of older type, both intrinsically and as a sales proposition,
but its leadership in the future is equally assured

The Nordheimer policy of exclusive representation for the Aeolian-Vocalion
assures to the dealer the benefit of all the business in his territory

Valuable territories for representing the Aeolian-Vocalion are now available.
Information as to these and full particulars will be furnished to those who

inquire

The distinguishing features of the Aeolian-Vocalion line, which is larger and

NORDHEIMER

Piano & Music Co. Limited
Cor. Yonge & Albert Sts., Toronto

A New Calls forth
I T R T hidden beauties
and better “J"\ \ ‘\\ o o
Phonograph | iy 1 ‘\ ft "‘ Record
e
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i
Conventional Designs $50 to $68
Without Graduola

Conventional Designs $110 to $400
With Graduola

more complete than that of any other phonograph upon the market, are—
the good taste displayed in stock models, and the group of special Art cases
which far surpass anything hitherto known in connection with the phonograph.

The stock models reflect the broad experience and ample artistic capacity
of The Aeolian Company's department of design and case-making. Utmost
care and technical skill are apparent in every detail. Simplicity and the
repression characteristic of genuine art are evident in every design.

No dealer need be reminded that there is a clientele in every community that
appreciates real beauty and art, and that this clientele constitutes a highly
desirable addition to his trade.

Territory is now being assigned for the representation of the Aeolian -Uocalion.

N ORDHEIMER

PIANOC & MUSIC COMPﬂNY LIMITED
Corner Yonge & Albert”Sts., te? Toronto

A complete display of all models of the Aeolian-Vocalion may be seen at the Nordheimer Building,
Toronto, or al the N ordheimery Branches in Hamilion, London and Windsor.

) The Vocalion is made in many unusual
a and effective Art Styles.
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Jdeal Phonograph

JPerfect Tone

The “Ideal” is the Phonograph that every piano agent

should sell. We will give exclusive territory to agents

SU]I( iting plano ')IISI“PS.\\

If you cannot land your
’ ¢ Get our prices on

plano prospect why not Needle Cups, Universal Tone Arms,
sell an “Ideal” Phono- Sapphire and Diamond Points,
Motors and Accessories

graph?

Every “ldeal” sale brings
in as much cash every
month as if you landed

your piano prospect, and

your actual investment is

approximately 75 per MODEL 10 —Oak Finish

cent. less, that is, if you DIMENSIONS ‘
Pepth. . . 16 Inche

are carr, 'in Jour own in-
yingy Retail Price, $17.50

stalment paper, and if

you are, you are the man
we want to represent us

in your district.

You do not need a store
to secure the “ldeal”

agency. If you are a

business getter that is suf-

cient,
MODEL 100 -Oak or Mahogany Finish ﬁ - MODEL 50 - Oak or Mahogany Finish
DIMENSION ‘ s DIMENSIONS
Height.. 43 inch Vidy e Write to-day for dealer's | w.ian inchos  Width. . .1
1 Depth 1w "
Retail Price, $100.00 proposition. Retail Price, $40.00

Regal Phonograph Co.

43 Queen Street East . Toronto, Ont.
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Popular Menhandl.\m_g Man Goes With Pathe
"reres

The Pathe Freves Phonograph Co.’s wholesals repre

sentation in Ontario has been placed in the Very cap
able hands of George 1 of Toronto, who
Joined that firm’s organization in October. and has al
veady visited several centres in conneetion with  the
Pathe line

Vit Honsberger, who was horn in Haldimand Coun
ty, is of Pennsylvania Duteh descent. his father, now
deceased, having been a suecesstiul farmer and  fruit
grower well known throughout the provines The

subject of this sketeh continued on the f
manhood

arm until young
he removed to Buffalo and joined the
selling organization of the
residence in his native

when
Adams’ stores.  Preferring
he

management

provine
to Toronto in 1904 to take the
of a group of trade papers

however removed
circulation
He soon afterwards joined

the advertising branch of the i which line he

husiness
has continued

He
of “*Canadian
Pathe having unlimited
10r merits of the
hind the
ating

Just recently resigned th

World’

husiness management
the
super

Furniture to conmeet with
that the
of th

Pathe a domin
field

fraining

firm idene

line and the charaeto
will eventually
talking

nature

men b
company
the
hy

factor in machine in Canada

Being  musical and having  done
the line

He has been par

considerable choir and  quartette
taken up naturally appeals to him

ticularly successful in his conduct of

work now

a children’s choir
i one of the Toronto Methodist churches

In
larly

addition to an extensive acquaintanee

Mr. Honsherger has
the advantage of an experience in retailing extending
over many he proposition
from the retailer’s as well as the manufacturer's per

partieu

among the furniture trad

so that

rs can view his

Mr

George H. Honsberger
and can give the dealer valuable aid in build-
ing up his phonograph department. Dealers at all
times can qount upon Mr. Honsherger's fullest co-opera-
tion and keen interest in all their problems

Added to his genial and obliging personality, he
commences a career in the music trades with all the ad-
vantages of enthusinsm and confidence in his line, linked

spectiy
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with a long

td

suceessiul  mer

eXperiene

I'he talking frade will like Honsherger

and appreciate his sterling qualities

Presentation to T. C Wright,
As an earnest of their good

wishes and evidence of
the great esteem in which My T. €. Wright, lately man
ager of the Hamilton branch of the Nordheimer (o

Mr. T. €, Wright
was held by the staff the

handsome case of

latter
pipes and cane, suitably engraved
Though Mr. Wright actually was away from the |
fime it on ¢
tion with the Aecolian-Vocalion
ally surrounded the
Eager made the §

of

prescated him with a

for some was while

visit there in connec
geney that he was liter
staff and in behalf Mr.
resentation and expressed the regret
Mr. Wright's removal and at
the same time their pleasure at

by whose

everyone present at
his promotion to the
larger responsibilities of the wholesale management

the Nordheimer Co.’s Voealion departufent, with head

quarters at Toronto,

Mr. Wright, whose connection with the House of
Nordheimer goes back to 1888, has heen for four years
in charge of the Hamilton hranch

His Master’s Voice Bulletin tells of how the Vie
ted Cross work at Clinton, Ont.,
and suggests that the “*Clinton Idea’’ could he
fully worked all over Canada. A number of Clinton
ladies interested Red work agreed to
their homes on a certain eveming for a Vietrola con
the evening
On the evening arranged
wing conducted simultaneously

trola was utilized in I

SUCCeSS

mn Cross open
cert—each home heing open on
Tickets were sold in advance
for five concerts were |
in different homes,

same

e
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Between now and Christmas advertisements will appear in a comprehensive list of
magazines to tell a great Canadian buying public about the Manophone, the new
phonograph

These advertisements will explain the perfected and unique features of the Manophone
And they will demonstrate, beyond any doubt why the Manophone is not “just another
phonograph”—but a better one

These advertisements will reach your t s, and your prospects. They will direct
them to your store

Wanted: 500 Canadian Dealers!

You can, and should, share in all of this publicity. Our Dealer proposition is liberal
and presents unusual profit possibilities.

We want to hear from

Six Reasons WHY the Manophone you at once so that we may
is BETTER tell you why the Mano

phone is better, and how

The *‘Music Ha the unigque it will increase your sales
Sound Box of the Mavophone), is and profits. This is an op

one of the primary re

for its portunity to get in on the
clear, subtle tone Its design is ground floor Write or

our secret, our feature wire mow for dealer pro-

The Tone Contrel enables one te position Address Dept
play hix or her way; to regulate T 11, Fill out and mail the =
the tone at its souree Coupon. It brings all the

sal Tane Arm plays facts

dise records This

S W | JAMES MANOIL

myer—and sells more records for

COMPANY, Inc.

The Silent Mator is tested one

u day, for thirty hefore it is Factory and Executive
sent out of the factory T'his in Offices:

et ghomgpredfvesglie: vl Newburgh, N.Y.

that runs easier, and I

Manophone Cabinets | - a
rare grace and charm that make Now York Clty Displey Roome:
them as delightful to the eve as
the mellow Manophone tone is to 60 Broadway
the ear They ar every  inch

Ageots for Pros
C

whone  Guarantee  as

sures lusting pleasure, and  com MUSIC SUPPLY CO.
plete satisfaction 36 Wellington St. E.,
Toronto

Model 750
Price $75

Manophones are made in many
different  styles and  distinetive
finishes, from $15.00 up to prices
that provide for the most luxurious
eabinets, There's & Manophone

MAIL THIS COUPON FOR DEALER DETAILS

for every home

The
other
know about
venient; elip it out and mail it now

1

|

I
e pomsiei el i Please send me, without obligation, your dealer
that you should : propesition.
|
|

The coupon's con Name .
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The Aeolian-Vocalion In Canada ext tone under 1l ' |

Announcement is made in this issue of the Journa I the player. This wiique him n
regarding the representation of the Aeolian-Voealion, by  tion with the phonograph is tl sult o
the Nordheimer Piano & Music (o, Ltd mvention

Concerning this decision Mr. B, . Sevthes, vie An inventor from Australin arvived London
President and general manager of the Nordheimer firm late in the summer of 192 with a phono
said graph containing a revolutionary invention

Fhis marvelous instrument has—sinee its introdug Phis man had purchased a phone

tion in the United States a little more than a vear ago ki He was intensely wmusica
aroused the intevest and admiration of the entive musi the first his instrament by 1l
cal world.  The Nordheimer Piano & Music Company — most of all it left nothing for |
having decided that their position in the wusical life playing been absolutely pertect, it
of Canada required of them the prestige of representing  and the intense desive that he folt 1 I his inter
the hest in phonographs as well as in pranos, made a  pretative instinet by introducing the slight ]
thorough investigation of the various instruments on  tions needed to giy records new meaning and inter
the market.  Mr. Albert Nordheimer president of our  est remained unsati
company, and myself, devoted considarable time to this Phis man possessed eare inventive  gonins e
mvestigation, which resulted in a final Judgment in sought a means for introdu ing the subtle and «
favor of the Vocalion shades of expression with which the mus

A\ special department has been organized for the  vari ach performan

wholesale distribution of the Voealion in ( anada I'his T'o make o I story short, his efforts met witl
department has heen placed in charge of Mr, T. (. signal suceess, and after seeuring letters patent on his
Wright, until  recently manager of the Nordheimer mvention he sailed for London and pl d his marvel
hranch in Hamilton, and a lifelong . member of the ous invention at the disposal of the Acolian Company
Nordheimer organization He not only reccived their courteous and intelli
The great feature of the Aeolian Vocalion is its gent consideration, bt the immense value of his inven
tone—the hitherto unapproached fidelity of which it tion was recognized by people ever awake to improve
reproduces the distinetive quality of every voice and  ment
instrument.  But, in addition, it possesses another fea The London office of the Aeolian Company e
ture of revolutionary character—one that adds immeas spatched him to their head office in New York and
urably to the value of the instrument hy putting its  there on a never-to-he-forgotten afternoon th new e
Continued on page 19

SHELTON
ELECTRIC MOTOR

Electrifies the leading types of phonographs without
even turning a screw. It is simply placed against the
turntable.

USUAL TRADE DISCOUNTS

SHELTON ELECTRIC MOTOR

1.—IS ABSOLUTELY NOISELESS.

2.—Does not disturb the spring motor; either one may be used
as desired

Two-thirds of Actual Size of Motor 3.—Simply operates the turntable and has no connec tion whatso

ever with the spring motor.

4.—Made for any lighting circuit

5.—Is guaranteed in every detail and manufactured by the
world's largest electrical manufacturers

WRITE FOR INFORMATION

SHELTON ELECTRIC CO., 30 East 42nd St., New York
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Are You a Merchant?

Anyone can keep a store, but it requires ability above the
average to be a merchant, and the compensation is in
accordance.

Edison dealers must be above the average in order to be
accepted. They are then coached along the most success-
ful merchandising lines (developed from the concentrated
experience of thousands of successful Edison merchants).

Result— A constantly expanding business and constantly
increasing profits,

THOMAS A. EDISON

INCORPORATED
103 Lakeside Avenue,

Orange, it New Jersey

e ——
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The Otto Heineman Phonograph
Supply Co., Inc.

25 WEST 45th STREET, NEW YORK
Factory, Elyria, Ohio

1917
The Phonograph Year

Make your arrangements NOW
for your MOTOR, TONE.ARM
and SOUND-BOX requirements

WE ARE AT YOUR SERVICE




This Red Rooster Trade Mark should be on your store front.

Why?

Because it is the insignia of Pathe Pathephones and Pathe Records, therefore of
Progress, Prestige, Profit. It is the herald of enterprise.

It announces to the people that they can get from you—not half a phonograph—
but the whole proposition,

The Pathephone plays every make of disc record. It duplicates the singing or play-
ing of the artist—does not merely “reproduce” as an ordinary machine.
There are reasons.

There is the Pathe Sound Chnmber—cnu'rcly of wood—not part metal, nor all metal,
but all wood. Wood is the only natural vibrating path for the amplification of sound.
Wood is the most resonant and elastic material known to science. There is no sub-
stitute. Ever hear of metal in a violin or in the piano sound board?

Then there is the Pathe Sapphire Ball point. Never needs to be replaced. It can't
wear out. It can’t injure the record. You know what “No-Needle-to-Change” means
to a customer,

Pathe Records have been tested for wear—are being tested every day.
A single record has been played as many as five thousand times without the minutest
trace of wear.

Every Pathe Record is a double disc. Don't overlook that point. Two selections for
a single price always.

Now about the Artists. The Pathe list gives you such as Muratore, Ober, Giorgini
Fitziu, Urlus, Merentie, Lina Cavalieri, Didur, Titta Ruffo, Harry Lauder, Billy Wil-
liams, and hosts of others.

In addition to the foremost artists of America, Pathe gives you the voices of the idols
of Europe; the voices of artists too dearly prized to be allowed to cross the ocean.
But their voices are here.

The song and dance hits of two continents are in the hands of Pathe Dealers even
before the people know they are hits,

Pathephones retail at $21.00 to $300.00. If you are a look-ahead dealer you will see
about connecting with The Red Rooster Trade Mark.

PATHE FRERES PHONOGRAPH CO.

of Canada, Limited
Toronto 22 =t Canada
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Conlinued from page 15
viee was tested, hefore a highly interested gathering in
Acolian Hall,  The inventor
faced a sympathetic, though highly critical andience as
rraph
artment

the Directors’ Roowm at

he hegan to play his pho

VAs the different dey heads 1eft the
after he had finished, each one realized that a new epoch
had dawned for the phonograph—that in the wonderful
invention
hitherto so greatly needed

was the feature that the phonograph  had

No man and no hody of men

his was wore than two years ago
another story in itself
in the world were so well cquipped for the task of im
proving the phonograph as the men constituting the
expert staft of the Not only artists
and musicians of exceptional capahilities, but scientific
mechanical engineers comprise this staff

“The result of the Acolian entranee
into the field of phonograph wmanufacture might dily
have heen foreseen.  In the Aeolian Voecalion, its new
phonograph, this company has produced an instrument
that is not only fully up to the high standard of its
other celebrated produets, hut one
ably the most perfect as well as
graph the world has ever seen
range of the Voealion is very wide—the
smallest machine selling at $50, with various styles rang
ing all the way up to $2,000.  Already the Nordheimer
Company has received applications for agencies from
some of the most suceessful and representative dealers
in Canada.”

rest is

lian Company

Company's

that js unquestion-
most interesting phono

W. H. BAGSHAW

Lowell, Mass., U.S.A.
Oldest and Largest Manufacturer of

Talking Machine Needles

WORLD'S RECORD SHIPMENT OF

63,000,000

NEEDLES IN TEN DAYS
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Berliner Gramophone Co. Again Advance Wages
and Shorten Hours of Men.
Ltd., of Montreal
working day in their
The wages

Berliner Gramophone o have
the

plant 1o cight and one-half hours per day

Just recently  redueed Press

of the men have heen advanced as well so that they are

receiving greater pay for the shorter hours than they
were previously making in unine hours.  This is the
second  voluntary inerease in wages granted the men

this year by the Berliner Gramophone Co, 1In addition
to this the men received a two wecks' holiday with full
pay.  This alone representing an inerease in wages of
ahout five per eent

Notwithstanding the shorter hofirs the factory ot
put of records is greater by reason of inereased offi
cleney methods and new plant heing constantly intro
duced where possible for improvement in quantity and

quality

Improvements at Stanley Warerooms.

Contractors have temporary possession of the Stanley
Piano salesrooms at 241 Yonge Strect, Toronto,  The
remodelling of the store interior is to accommodate the
phonograph department in which branch Mr. Stanley
proposes to engage on a larger scale than before. When
Mr, Stanley purchased the present building there was
a mezzanine floor along the north wall, almost the full
depth of the store.  As this was too narrow for the
proper display of phonographs Mr Stanley has had it
enlarged to a width of eight feet
on this gallery or mezzanine, which is suspended from
the ceiling and has no pillars helow, six demonstration

He plans to build

rooms, which will free one of the rooms now used for
the phonograph department for player rolls

The remodelling plans also provide for a new plate
glass front with the entrance removed from the centre
to within thirty inches of the south side. This will
give a wide show window for pianos and a smaller one
for talking machines. Inside the store the windows will
be enclosed and the space over them used for display
purposes.  This will have a plate glass front. The
demonstration rooms will he reached by means of a
stairway at the rear, reached through a decorative arch-
way, With the alterations complete Mr, Stanley plans
to have a particularly attractive, well furnished and
efficient salesroom.

eagerness to hear him?

dealers interested in quick and frequent turnover of capital. ")

Soon the country will be ringing with the name of the new
world tenor—Lazaro. Does it mean anything to you that you
will have Lazaro’s Columbia Records to satisfy a nation-wide

(Write for **Music Money™* a book ** full of meal "’ for those

S —— ~

753555 00
b\

e e S — e i

Columbia Graphophone Co.
365 Sorauren Ave., Toronto
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NEW RECORDS

Victor Records for December
POPULAR SONGS AND MUSICAL COMEDY HITS

THE DECEMBER DANCE

RECORDS

H Gow
RED SEAL RECORDS.

My 1

MISCELLANEOUS INSTRUM
torioy . M

Columbia Records for December

12.INCH 83.00
T
10.INCH &
10-INCH DOUBLE DISC RECORDS
The Herald \nge Ning Mend
gt R B L
-
H
'l.‘\<‘
Kuu
g

| R DS
VOCAL RECORDS ‘IVICOR
Meta Orred-Annie ¥. Harr

from Robin  Hood

Prinee

Waltz
Orel

Wed the Gir oft
Wl Dillen and Dillon

Tobins and

INCH DOUBLE-DISC RECORDS —$1.2
ght  ( Adan Areanged by

Prince’s

Orehestrn

lncing
f He

aven
Rand
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" ( i
on, H « \
|
¥ 1 wder For M Mud I
W His Hands in His Pock s l
Si id M "
I Har
10.-INCH DOUBLE-DISC RECORDS 86
I i Fos W \ ) |
105 8 Y Motue ( From Honolulu (v
1 « ] ) Wrehe
1 Hud o M
Wed I 1 I " o
108 i 8 ) ! 1
Got M n My 8 Clat ol
Orehent )
) fo (Cnr Broud Q o
Hawaii (K " way Quartet 0 !

" p This Wa Grant Inez
Barbour ind Charles Harrison, tenor.  Orchestrn
pecomy

Mammy's Little Conl Black R Whit wdway Qu

tette,  Orchestra mp
INCH DOUBLE-DISC RECORDS-§1.50

HTR de (Symphonic Suite No. 1, Le Vaissenu de i

! mnky - Korsukow Hullet Seri

on of Ernest Ansermet ductor Serg

Russinn  Hall

Suite (Feast
wky Ko under
t rge de

allet

12-INCH DOUBLE-DISC RECORDS

Golden Cobwebs, A Christmas Story
wgene Faulkn, "

Faulkner), Geor

Faulkner

10-INCH DOUBLE-DISC RECORDS—8fc
AZ101 The Mouse and the Thomns Cat Adeline Fra

tulking
The Shoemaker and the Brownivs (Franeis).  Adeline Franeis
talking

R4002 Our Own Dear Flag (Darowski). Sung by Bertram Wallis

by Smith).  Played by Prinee

Ea01 French by
g in French by 1|

mp.

210! (Arranged by H, Ghys

Orchestra weeomp

51
12.INCH DOUBLE DISC RECORDS 8150
Hug M PIft Paff M
q M D M ‘
10-INCH DOUBLE-DISC RECORDS - 8be
» t A H It (}
Can't i Me ( Cw Ga M
12.INCH DOUBLE-DISC RECORDS —$1.25
tn (} th Contury  Melod 1"
i i " D, 1608). My
hdaramu i () Loge Puchaikow
12.INCH DOUBLE-DISC RECORDS$1.60
Sy " prenre 8 oy Gate prane, o !
pweer 3 ‘ i Gt prano. O
< ! 1, ) baritor 8t
wi O ) K
12.INCH DOUBLE-DIS
0 Purt 1 " N
f H. M. Grenadier Guard
the Toront
T i
St West
Overture rtIL (Tsehuikowsky). Regimental Band

I
{ H. M. Grenadier

INCH DOUBLE-DISC RECORDS—$1.50

Adagio from Concerto in D Major (Haydn Cello wola
Pablo Casals.  Orchestra accomp
fr C Major Suite (Baek Ce Pablo Casals
10.INCH DOUBLE-DISC RECORDS —85¢
Don't Write Me Letters (Grant AL Jolson, comedion,  Or
chestra uecomp.
1 Made o Stud You (Von Tilzer Samuel Ash, ten
Orchesten accomp,
Inghin A in

t Daughter
grah g h

Caitheamh

Vaudeville
Prines
Sea (Kennedy

Orchestra

12.INCH DOUBLE-DISC RECORD —$1.50

en Bravest Heart (Gounod), Henri Seot

pecomp,
(Clay)

Henri basso,  Orehestra

10-INCH DOUBLE-DISC RECORD—$1,00.
Canzonetta (D' Ambrosio).  Frank G
A, Prinee at the
Hungarian  Dunee No. 7
violinist, Charles A

trelson, violinist
piano,

7 _(Brahms
Prince ut the

Tonehim Frank

pinng,

t, basso,
vecomp,
Charles

Gittelson
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12.INCH DOUBLE DISC RECORDS §

10.INCH DOUBLE DISC RECORDS 80

12.INCH DOUBLE DISC RECORDS §

10.INCH DOUBLE DISC RECORDS 8¢

New Fathe Records
» I NT VOCAL

n Orehest
D ORCHESTRA RECORDS
R Heny o
Tmperial  Symph
Ed. Germa

Tmperia
K W

If his “Celeste Aida” is a marvel of power, LAZARO’S singing
of “Rodolfo’s Narrative” ( Columbia Record 48741 ) is just as
great a triumph of art. The supreme beauty of Lazaro’s voice

thrills the very soul in this glorious record.

( Write for ** Music Money,"" a book **full of meat** for those ~Columbi C
dealers interested in quick and frequent turnover of capital. ) 365 Sorauren Ave., Toronto
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200,000

F T

The St of the Mouse und the Thomas Cat
Told by Aunt Polly 1

The Ste { the Cobbler and the Brows
\ wmt Polly 1

78 Rabbit Hash (Goluen

8 a 1

1 i u Darke
Bill den i 1

NEW PATHE “DE LUXE™ DANCE

v Wabble (Roger Grahum Onie

The Robert Simpson Co,, Toronto, have opened

up a phonograph department on the sixth floor of their

store, featuring Pathe and Edison lines

I,Iu)nngr.\ph Branch Takes Adv ertising Man

Mre. Homwer D, Kresge, advertising manager of 1l
R. N, Williams & Sons Company ited, for the past
sixomonths, has been appointed sales manager of th
Whaolesale Phonograph Division of this company, from
which position he will keep in elose touch with the
Edison dealers throughout the country, and endeavor
to promote their sales and officiency by an active pro

Nordheimer

has taken up residene

Wright with  the

t Hamilton

Mr. T. lately

Piano Co.’s hranel

in Toronto, heing located at the Selby on Sherbourne
Strect
The Columbia Graphophone Co. paid $7.000 for on
advertisement one time on the back cover of the Satur
day Evening Post to feature Lazaro
' Mori
M
‘ 1

Williams' New Floor Manager.

Mr. J. A, Hassall, who, for the past six months has
heen superintendent of the repair department of the
R. S. Williams & Sons Company, Limited, Piano Divi
Toronto

sion was appointed to floor manager of the
same department, to fill the vacaney left by the resigna

Mr. T. A, Birdsall
Montreal.  Mr
the repair department and in his new capacity will find

My
known

tion of who is now with Layton

Bros Hassall also retains divection of
plenty of scope for his undoubted selling ability
late Mr. well
in the field of piano manufacture

Recent additions to the piano selling staff include
Mr. R. H. Doughty
Mr, . J. Melntee,
Both of these men, while having no previous experience

Hassall is a son of the Hassall

formerly an insurance man, and

formerly a commercial traveller

in piano work, have proven successful in this field
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You Wouldn’t Offer
Your Clients “ Plate”
for “ Sterling” and
say: “Just as good.”

nor would you sell—as genuinely high
grade—a cheap piano that, at first
glance might resemble the Willis.

The Willis piano has won a nation-
wide reputation for tone, which is the
result of years of probing and steady
development. Willis Tone cannot be
copied.

There's a charm and daintiness about
Willis cases that proclaim a master de-
signing hand.

Ask us about the Knabe, too.

Willis & Co., Limited

MONTREAL

The Willis
Trade-Mark
of Quality
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MONTREAL LETTER.

HE most active season of the year is now in full

swing and the season’s reputation as the busiest of
the year is being well maintained on a larger hasis than
for some time. With the exception of a shortage of
certain lines there are no clouds on the horizon, as
everything is running along serenely with all dealers
Business is extra good. showing a steady upward ten
dency, and all appear pleased with the status of trade
they are doing.

It is most interesting to note the different attitudes
taken by local dealers with regard to an inerease in their
One said that it couldn’t be done—that
it was absolutely out of the question. Another took
the opposite view. With him necessity was the mother
of invention—and he has invented a way to raise his
prices in accordance with the higher cost of mater
He deplores the fact that so many of his contemporaries
lack the courage of their convictions to such an extent
that they are literally afraid to ‘‘cross the Rubicon,”
when they know that in a price inerease lies the only
solution of their problems. **But,”” said this optimistic
person, *‘they will all come to it after a while, and those
who say ‘ean’t’ will soon learn to spell the word without
the ‘t." "’

Some of our piano retailers have a certain day each
week on which their salesmen congregate at the office
and where a conference is held upon the events of their
past week’s business.  With the firm in question hereto-
fore it has been mainly devoted to technicalities, going
over accounts, explaining inerease or decrease in sales
and so forth. Of late it has assumed a different and
perhaps more interesting character.  From a mere busi-
ness meeting it has turned into a regular educational
session.  Where formerly the piano salesman was left
mostly to his own devices when pursuing his calling
and only results were counted his employer now takes
exceptional pains to teach and advise him to act and
meet changed conditions,

(', W. Lindsay, Limited, recently donated a Vietrola
to the 55th Irish Canadian Rangers hooth at the Mili-
tary Benefit held lately at the Arena.

There is an aspect of activity at the warerooms of
Layton Bros. which bodes well for the balance of the
season that from all indications promises to be a record
This wide awake firm is taking careful stock of
conditions in the trade and is going after sales in an
aggressive manner. The general tone of business for
October has been splendid.

Willis & Co., Limited, are finding out that the eall
for their line is fast filling their order file. The demand
has been particularly good from all parts of Canada
for Willis produets.

The phrase of the Irish section-hand, “On again,
off again,”’ can be applied to Cecilian and Mendelssohn
instruments—in  again—out again—stock depleted—
more on the road—factory slow in shipping—are the
condensed remarks from Gervais & Hutchins, the local
representatives.

“We feel like a child on Christmas morning with a
well filled stocking. Everything seems to have been in
our favor the past month. First our unprecedented,
glorious weather for this time of the year is keeping
up, that’s always productive of business and the goodly

selling prices.

Is.

one,
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call for Gourlay, Bell and New Seale Williams piano
lines,"” said W. . Leach, president of the Leach Piano
Co., Limited

The strong hold that the Karn and Morris pianos
have in this part of the country shows no weakening.
For this reason W, J. Whiteside, the local distributor, is
delighted with October business and the ontlook for the
remaining months of the year,

Fvans Bros. pianos are meeting with a most favor-

stion and in a number of instances cash sales
predominated, said J. H. Mulhollin

J. W. Shaw & Co. have a veritable mascot in the
Gerhard Heintzman and Shaw instruments.  Through
their inherent quality and the ingenious handling of the
lines Manager A, Moreland, who shapes the destinies
of the piano department, these goods have hecome one
of the most popular and largest sellers in loeal territory
Official figures which it would be a breach of trust to dis-
close show a phenomenal inerease in sales from year
to year.

Business is very good at the warerooms of Wm. Lee,
Limited, and shows a steady demand for Martin-Orme
iines, also Edison Amberolas.

Canadian Graphophone Co., Ltd., the Columbia dis-
tributors for Quebee Provinee, report the demand good
with a searcity of several models of the Grafonola.

The new **Tungs-tone Stylus'’ is announced hy Ber-
liner Gramophone Co., Ltd., and shipments have already
heen made to distributors in limited quantities,  This
new stylus, for use on the Vietrola, is put up in pack-
ages of three retailing at ten cents, This is a semi-
permanent stylus to replace the steel needle and will
play many records without injury to the latter. 1In
conneetion with the introduction of the Tungs-tone the
Berliner Co. emphasize to dealers that owners of other
makes of needle machines will want it, in which case
the names of these customers should be seeured and
added to the mailing list for the monthly supplement.
In other words, through the Tungs-tone wide-awake
dealers will increase their record business.

Eight sound-proof demonstration rooms have been
installed hy Layton Bros. for their phonograph depart-
ment which is now under the management of Mr. Henry
Hamlet, who during his years with this firm has devel-
oped a great enthusiasm for this particular branch of
the music trade. This enthusiasm is the result, not
only of the development of this branch, but of the
intimate knowledge that Mr. Hamlet has acquired, being
thoroughly acquainted with all phases of retailing and
having taken advantage of every opportunity to study
the production end of the business. The demonstration
rooms referred to above are luxuriantly furnished and
no expense has been spared to secure efficiency. The
record room is in the shape of a large passage into
which each room opens by means of separate doors.
The partitions and doors are of double plate glass with
strips of felt between the joints. The business office is
now located on the mezzanine floor over the phonograph
department and on the first floor is the recital hall.

J. W. Shaw & Co. report a good month’s trade in
C'olumbia machines and records. During the appear-
ance in Montreal of Al Jolson they used large sized
copy in the newspapers featuring this artist and his
Columbia recordings.

uble re
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luring the

H. A Wilder & Co, Ltd., and N. G, Valiguette his way to the Coast and again on his return trip.  The
Ltd., are new dealers featuring Pathe machines order for Haines Bros. lines taken away by him made
Owing to the re-organization of the music roll depart-  his stay in Winnipeg a very pleasing one indeed
ment of Layton Bros. this firm had a whirlwind two Phe  aceompanying illustration is of the trophy
3 davs’ sule of their entire stock of 65-note rolls which  donated to the ladies of the Elmhurst Golf Club by the
3 they offered at ten cents per voll.  No phone orders,  Williwms Piano Co., Ltd.  This trophy was won by
free deliveries or demonstrations were allowed Mes. H. P Bull, wife of the manager of Cross, Gould
Business with the Cowan Piano & Music Company ing & Skinner. Ltd., from a field of over fifty competi
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establishing new records.  The Ukalele is in demand
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Mr. Culverwell is well known locally, as hefore
ing his position with Chappell & Co. he was manager
of the sheet music department of

Maybe it does not surprise you to hear that Columbia secured
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Mr. Small, representing B, F. Wood & Co. of Bos
a recent visitor to the musie trade

Parsons of the Winnipeg Piano Co.’s sellin:
C. W, Lindsay, Ltd, staff has fully recovered from the effects of an oy
to the hospital for three weeks
coming i for a fine Mr. J. W. Woodham, general manager of the Foster
past mont) Armstrong Co., paid the

Winnipeg Piano Co. a visit on

1 ¢ mueh the same

s going along at a

cale Williams pianos

which has prob final game In addition to winning the trophy Mrs

handsome silver flower vase as a

public were much interested in the hand eolo
aro.  etehings and oils, subjeets taken from France and Flan
ders depicting some of the ruined

arcas, exhibited in
Bros., the Edison phonograph
here renewing old — dealers. These pictures were the work of Berne Kline

his firm's interests,  and were made by this artist shortly after the Germans

aceept- had left this territory Retail business with Babson
Bros, is fairly good, a good fall and winter trade heing

Continued on page 61

)

enterprise are most significant features in the present day talking

machine industry.

( Wiite for ** Music Money,*" a book ** full of meat** for thise ‘Columbia Graphoph C
dealers interested in quick and frequent turnover of capital. ) 365 Sorauren Ave.

progress, Columbia foresight, Columbi

Toronto
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The Directors of

Gourlay, Winter & Leeming, Limited

“The House of Service”

Factory: 309 Logan Avenue, Toronto

Warerooms in Toronto, London, Calgary.

V. R WINTER
aperintendent
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LN
/AUCUSTUS BRIDLE

The frontispiece from a fifty-page book that is being sent by registered post to
the most valued prospects and customers of our agents—the most outstanding
piece of advertising literature yet issued by a piano house.
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Style 55
\\ | Gourlay Piano

Louis XV, Design
Mahogany or Walnut

Height, 4 feet 6'; inches
J'jj Length, 5 feet 41, inches
Depth, 2 feet 3  inches

A page from the new Gourlay catalog which is just off the press, and is now being
sent to agents for distribution to their customers.
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USINE :
309-325 Loaan Ave., ToroxTo
ENTREPOTS:
ToroNTO LoxpoN
188 Yone Sr, 261 Duxpas Sr.

Caraary, 220 Twerern Ave. Wesr

GOURLAY, WINTER
& LEEMING
LIMITEE
“La Maison de Service”

FABRICANTS DES
Pranos Gouriay
Pranos Gourray, Winter &
LeeminG
Pianos-Praver ANGELUS-GOURLAY

The first page of the Gourlay French Catalog. The House of Gourl
of legitimate enterprise and aid to agents.
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(WINNIPEG LETTER—Continucd from page 56)
Recent visitors to the warerooms of the Western

Gramophone Co. on Lombard St ineluded  Mr, R

Hockin, manager of Heintzman & Co, Regina, Mr, 1
O, Sutton, Portage La Praivie, Man., and Mr. DT,
Enns of Rosenort, Man. The Tungstone Stylus, the
semi-permanent.  changeable peedle, is now  coming

through and the Western Gramophone Co., dist ributors
of His Master's Voice produets, ave able to supply it in
limited quantities.

Messrs., Fowler & Co. have a shortage of planos, only
three instruments being on the floor at present w riting.
Mr. Fowler is expecting two carloads at an early date
Business and collections are reported good.

Mr. Harold Codle, well known here as an organist,
and who was piano salesman with the J. J 1. Melean
Piano Co.. Ltd., for some time, has joined the sales
foree of the Winnipeg Piano Co. as Steinway repre
sentative,

Mr. Biggs, western manager Mason & Risch, Ltd.,
has returned from a visit to the firm’s hranches at
Regina and Edmonton. Mr. Whiteacre, general mana-
ger for the West, accompanied My Biggs on his trip
west,

Mr, O. Wagner, manager of the RS Williams &
Sons Co. braneh here, has completed a business trip to
western points, including Calgary and Edmonton

The Columbia Graphophone Co. still have the great
shortage of machines to contend with, about one-fifth
of their orders being filled.
nicely, but the great ery is for machines,  The Columbia
Novemher record list contains four records of L
known among Columbia dealers as “the Tenor of
Generation,”” which are taking splendidly.

Records are coming along

the
namely :
Aida, Celeste Aida: La Boheme, Che Gelida Manina

L Africana, O Paradiso; and 1. Puritani. A Te O
Cara.

Mr. R. . Willis, western manager of the Doherty
Piano Co., reports business and colleetions “in good
shape.” Mr. Willis is on a trip throngh Manitoba and
the Western Provinees.

The J. J. 1, MeLean Piano Co. Ltd., have added
a new salosman to their alveady large staff in the person
of Mr. E. G. Gust.

TRADES JOURNAL

Nova Scotia Piano Man Bereaved.

The sympathy of the trade will he extended to Mr
AT, Menzies, proprictor of Menzies Musie Store, Sy
ney, NS and who has heen a trade visitor to the Cana
dian National Exhibition, in the recent death of his
father, Mr, John Menzies, who was a musician of con

Coneerning the late Mr. Menzies the 8 Iney
Record"” said: *The death of John Menzies oceurrved
at his home at 385 George Street after a prolonged

lness. e leaves, bosides his widow, five sons, Richard,
T.. Robert, Jumes and Fredervick, and one dangh
ter. Mrs. Frod G, Muggah, all vesiding in the city. The
deceased was in his cighty-fourth year. The late Mr.
Menzies was born in Carluke, Seotland, and came to
Nova Scotia over sixty years ago i-
dent of Syduey sinee 1877 He was a fine example of
sturdy Seoteh stock, a man of fine intellect and well
known throughout the provinee mechanical
wening and for his superior knowledge of mining and
metallurgy,  He was a wman of unimpeachable integrity.

The remains were laid 1o vest in Hardwood THill
cemetry, followed by a vortege which was accounted
one of the largest seen in Sydney in many years, and
which indie in which the deceased was
held by the residents of this city and vicinity, Out of
ased, who was a
musician of considerable ability, the Coronation Band,
assisted by some wembers of the City Band, led the
procession, with the Rockhill Funeral Marveh, The pall
bearvers were: 11 A, W. MeCoubrey, Charles Sullivan,
Capt. James Townsend, Ex-Mayor Colin - MeKinnon,
A. W, Meikle, Isaae Greenwell,

e has been a v

for his

ed the resped

respeet to the memory of the ¢

Back from the West.

Me, J. W, Woodham, manager  Foster-Arvmstrong
Co.. Ltd., has just recently rveturned from a husiness
trip to the West in the interests of Haines Bros. and
Marshall & Wendell lines.  Mr. Woodham went as far
as Calgary and Edmonton and was greatly pleased with
the snecess of his visit fo the western centres

He remarked a very healthy improvement in trade
conditions sinee his last visit . with those western dealers
called on doing a comparatively active business.  Mr.

ors

L.J. MUTTY C0. cyi Boston, Mass.

Congress
Street

We manufacture fine calender coated silks and nainsooks
for Pouches and Pneumatics, and special fabrics for Bellows
of every description.

Every kind of RUBBER TUBING 1s represented in our
line including extra large covered with HEAVY FRIC-
TIONED TWILL, which is designed particularly to prevent
splitting over connections.

SAMPLES and PRICES furnished on request.

a IRAeREas -nuuunnnnunnuuunuunnunuun'g Woodham confirmed the observations of other v
2 Julins Breckwoldt & Company & to the West that although the erop yield in some sec:
z Manufacturers of B tions is low the average is equal to a good normal year
o Piano Backs, Boards, Bridges, Bars, Traplevers o itli the very high prices.
g and Mouldings 5
g Sole Agents for Rudolf Giese Wire in Canada and United B
o States n
0 1. Basckwoior, Pres. W. A, Brrckwoior, Sec-Treas. 8 “ . "
Factory and Office Saw Mills : Su P Pla
E Dolgeville, N.Y.  Fulton Chain and Tupper Lake E penor 1ano tes

MADE BY

THE

SUPERIOR FOUNDRY CO.
CLEVELAND, OHIO, USA.
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MENDELSSOHN

Pianos and
Player Pianos

The Mendelssohn is a magnet that
Style Louis XIV draws customers.

If you want a leader, somethin
your competitor cannot successfully

It is Attractive

The various styles from the dain

pressive style H stand out clear and distinct.

All Mendelssohns are Attractive
All are Good Sellers

Here is a valuable agency being
rapidly tied up.

What About Xmas Stock ?

Dealership connection
with this profitable line
means to you commer-
cial successand profits,

Cottage Style

The Mendelssohn Piano

110 Adelaide Street West
Toronto .

g to bring new business, s
meet, arrange for selling rights of the
Mendelssohn

If you are interested in a rea
maker get in touch with us today.

MAGNETISM

Style “30" Player

omething

The Mendelssohn F amily is Large

ty Cottage to the handsome and im

I money

New Style “E”

Co.

Canada
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Registering Liens In Alberta—Change in Con
ditional Sales Act.

Piano dealers, also other merchants doing instalment

business in the Province of Alberta, ave vitally inter
ested in the Conditional Sales Act of that Provine
which beeame effective on October 18, 1916 This
change means that in future lien notes which have heen
running two years will requirve to he re-registered in
order to retain their validity

Not only will they require to be re-rvegistered bhut
it will be necessary to attach an affidavit coneerning the
claim and also a complete statement of the acconnt
showing the date and the amount of every payment
the total computation of interest and principal separ
atoly.  The amount of detail work involved can only
he appreciated by those who have a nmber ol lien

notes registered in that Provine
The Act re Hire Receipts.

The amendment to the Aet veferred to was passed
on April 19, 1916, so that the time for registering r
newals of lien notes and hire receipts originally filed

two years or more prior to April 19 1916, expired on

October 18, 1916
AN ACT RESPECTING HIRE RECEIPTS AND
CONDITIONAL SALES OF GOODS,
1916 Amendments, Vide Chapter 3, An Act to amend the
Statue Law

8. An Ordinance respecting Hire Receipts and Condition W
Sales of Good heing chapter 44 The Consolidated Ord
wees of the Territories, 1898, is amended as follows

1. Section 2: By Iding thireto the following subsection

$) Any such agreement, provise, or condition as is me:

tioned in section 1 of this Aet s“all cease to have effect and
the property or right of possession therein mentioned shall be
deemed to have passed to the purchaser or hailee after the
expiration of two years from the il of such writing unles
within thirty days next preceding the expiration of the suid
two voars a statement of the amount sti'l due for principal and
interest on said sale or bailment and «f wll payments made
on account the f is registored in the office of the registration
Qerk of the registration district where th erty is then
situnte, with an afidavit of the vendor or batlor or of one of
£y A vendors or bailors or of the assigne: or of one of
several assignees or of their assigns or of the agent of the
vendor or bailor or vendors or bailors duly autho 1 for that
purpose, as the case may be, stating that such sta cments ar
true and that the said sale or bailment writing was not kept
on foot for any fraudulent purpose or to defeat, delay or

prejudice the ereditors of the purchaser or bailee, which state

ment and afidavit shall be r rded us one instrument

v Provided that as to any such agreement, proviso or con
dition contain in any writing which has been registered
previous to the passing of this subsection and which but for
this proviso would by virtue of this subsection cense to have
effect before or within six months after the passing hereof
the same shall not cease to have effect hy reason only of this
subsection if the statement herein mentioned is registered

fter the passing of this subsection
the

within six months
“(5) Another

statement in accordance with provisions

of the last preceding subsection duly verified as required
thereby shall be filed in the office of the registration clerk of
the district where the property is then situate within thirty
days next preceding the expiration of the term of one year
from the day of the filing of the statement required by the
last preceding subsection and in d ault thereof any such
agreement, proviso or condition as is mentioned in section 1
shall cease to have effect and the property or right of pos
vession therein mentioned shall be deen to have passed to
the purchaser or bailee, and so on from year to year, that is
to say, another statement as afore aid duly verified shall be

filed within thirty days next preceding the expiration of one

_—
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MEMBERS OF PHDNOGBAPHIC TRADE !'BATERN]II‘. ON FISHING
OUTING AT JONES' FAL

I'lhe contre picture shows the party route |.‘ the upper *‘snap.
teft to right—Mr, K. 8. Williams, § Mr. H. G, Stanton, viee
and general manager, R Co,, lad
Murrny, Murray Printing Cabanak, Canadien
lumbia Graphophone (
hanquet ug'' Murra on_ the left
o ntleman opposite » banker, with
R. . on his Jeft and Mr. Stanton to his right
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— ASCHERBERG -

HOPWOOD & CREW, LTD. An Instantaneous Success!

AUTUMN P )
PUBLICATIONS || “T'll Sing to You

“ ” - 5
THEODORE & CO. O s o

The successful Gaiety Theatre production o
Music by IVOR NOVELLO, PHILIF BRAHAM, and J. D KERN

8/ n ‘ o h. Neloctio Sung by Leading Vocalists

oy Mr' MANHATTAN” This beautiful song has all the charm of M.

The Prince of Wales’ Theatre success
Music by uowum TALBOT aud PHILIP BRAHAM
Wi K B W W a most appealing answer to “‘Come, Sing to Me.""

A GREAT LONLON REVUE SUCCESS

Back to Bln ghty” Ky

By SYDNEY BLOW and Douule HOA.
Music hy PHILIP BRAHAM and HERBERT E HMNnn Published by

Produced for a continuous run at the

Oxford Music Hall, London Enoch & Sons, London, England
THE FOLLOV«ING SONGS ARE IN THE PIIE"H and
The er{%&]nly aril Roum ’u Hip Beabun ) The Anglo-Canadian Music Co.

y
The Sleep Walk (1| f 0 W i 144 Victoria 5t, TORONTO
A Girl for Every Season ol |hr Year " n

Jack Thompson's other famous songs, and forms

It is certain to become as great a favorite,

The Ragtime Dmhm: hilip
The Circus Trot (1)

The Four-Poster BM

My Daughters (I

e! (¢ 1
Rip Van Winkle's “ﬂldlm(

Eia s b e SIX NEW SONGS

Yrice 378 each uet oamh: selestios 2/- net

MOTHER Componed by THEODORE MOKSE.  Words | God Bring You Home

WHEN WE GATHER nmmn \THE OLD HOME FIRES AGAIN Agam (Jack Trelawny)
MOST \:NONDFHN‘!L[()\T ALL  Composed by 1A0 SILESU Some Day Your Voice

THE LAND OF GRA-MA OHERE. Words and Musio by LEWIS ,-—’ =
JusT A3 .ucx OR TOMMY. Composed by IVOR NOVELLO WI“ Amwer (Wilfrid Virgo)

1l WL

MY H!’:AR';' 8 n’f My HOMELIA'NI‘)”‘ Composed by KENNEDY Fai[_'z Revel (Herbert Oliver)
8. 3 w PERCY ELLIOTY Word h Come Back some Day 1,4,‘}"" Fv Tale)
PlANCFORTE lri‘ (Gmwynne Davies)

Doth lN'I’Emmzzo ‘ y XA .-\ KON | \\||:\ LET - " .
RED CARPENTER
SIDE !Y BIDE Composed ) | || G \ ¥ 1 NHALGH Invented The Lovellght m
I\ \\\H\II\\H N ~
AVYL n by KD ST, QUENTIN our es (Charlwood Dunkley)
u'r'ru: woom:N SOLDIER! by MEELIN MORGAN 20Ut Lyes
PUBLISHED PRICE 1§ NET OASH

Other Numbers which should always be kept in Stnck
KEEP THE HOME FIRES BURNXNU
WHEN THE GREAT DAY COME
LADDIE IN KHAKI.

LOVE, HERE IS MY H

J. H. Larway

HATE o Monp XY HEART - Piano oo Pos B 14 Wells Street, Oxford Street
pugrggu wonDnvA - A Ketdlbey LONDON, W., Enullnd
DREAMING, and all ARCHIBALD JOYCE'S WALTZES
PUBLISHED PRICE 1’8 NET OASH Publisher also of Piano Solos, Sonatinas, etc., by
Pianoforte & Dance Album, No. 3, 1/- Net Cash [‘lncut Austin, Paul Ambroise, Maurice Telma, etc.,
et
Selling Agents for Canada
| 16 MORTIMER STREET, LONDON, W., ENG. THE ANGLO-CANADIAN MUSIC COMPANY,
Canadian Agent 144 Victoria Street, TORONTO

o LEO FEIST, 134 W. 44th St., New York




CANADIAN MUSIC T

Music and Musical

(3

RADES JOURNAL

Merchandise Section

CANADIAN MUSIC TRADES

JOURNAL-—NOVEMBER, 1916

Letter to the Editor from a Music Dealer in
Western Canada.
Canadian Music Trades Journal, Toronto
Dear »
The w

viter has often taken a great interest in the
articles which have been written i this Journal on the
question of price catting 1 have always agr with
the writers of these articles *“that pric entting is not
*and it quite obvious that if the dealers desire
must get a fair profit on
made me

business,”
to keep their doors open they
their sales. But now comes the point which
write the present letter, and that is, it the large Depart
mental Stores regularly advertise music at helow
price, what is the dealer eventually going to have
—for he cannot sell at these cut-throat competitive
prices and keep his store open, and it he won't sell at
these prices he is going to lose practically all his custo
mers;: for it is a fallacy to say or imagine that customers
of a fair-minded disposition are still going to keep on
paying the dealer these much higher prices which he
has to ask for his merchandi they certainly will not,
for everybody likes to securce a hargain
To give definite information to anyone concerned in
this matter, 1 can positively prove that a large depart
mental store has advertised standard classical songs at
from three to seven cents less than what the dealer can
hring them in the city for. Also on certain Piano
Methods they have advertised them at mueh lower prices
than what the dealer ean buy them for. Kven take the
Toronto examination work, some of these
are sold at prices far below what any aler dare sell
them at if he wants to make any profit at all. On the
is if o dealer wants to take advantage of these
Again | ask what is the
p his doors

vost

to do

new folios for

top of th
eut-rate prices he is refused
dealer going to have to doaf he wants to kee
open?

One way out of the difficulty would be for the pub
lishers to refuse to sell to them, unless they sell some-
where at the ordinary selling prices. But personally 1
think the publishers would never listen to this.

If there is any chanee of any of the Journal readers
having something further to say on this matter with a
view of mending it 1 wonld much like to see it
expressed in the Journal.

Violin Teaching in the Schools
Interest to the Trade
in sheet musie and small
closely the articles
Journal in recent is
subjeet of music

Introduction_of
of Direct
l'l' is hoped that every dealer
goods has been following very
that have been appearing in the
sues, dealing with various phases of ti
heing an absolute necessity in the life of the Canadian
people or any other people.  As has heen repeatedly
stated, the whole nation from the rulers down have had

a grave misconception of this matter.
The same condition, at least to some extent, prevails

England. with the result that one commentator €x
I any industey has suffered from the present
Not heing

winning

elaimed, *
hostilities, it has heen the
Hnportane

wisie industry.
vonsidered of any as a factor in
it has been pushed and squeczed until it s a
wonder that any 1l it It will, however,
survive the struggl

Cortainly it will suevive, b

continue to need food and clothing and

the war,
remins in

ase just as the people
shelter, they
instriments.
plainly than
should

will continue to need music and musical
But the signs of the times indicate me
ever that members of the trade
themselves of every possible opportunity to sow the seed
“Music a Neeessity"—** Musie in Howe'
or whatever it may be termed. 11 this seed is sown in
every loeality throughout Canada and watered at regu
lar intervals, the soil is sufficiently good to insure a
great harvest,

There is not a sheet music dealer
denler who does not stand to henetit direetly
As the Canadian trade is
movement s already well
** Musie

hefore avail

of Every

)

nor a small goods
from the

suceess of such a movement
aware a somewhat extensive
under way in the United States to popularize
in the Home™ in a general, national and effective man
Within the past few weeks dealers in tl
trade have considered a similar course, and the
campaign will - be
the music husiness

ner. 1w Cana

dian
Journal sincerely hopes that this
actively prosecuted by everyone in

In previous issnes this subject has heen dealt w ith
from various angles, and this month the Journal desires
United States, which
and the way in
alers is

to outline briefly one result in the
promises to develop very materially
which its success will henefit the small goods
too obvious to enlarge upon. A perusal of the press
comments on the matter veveals the fact that no longer
does the term public school music mean only the
singing, but instru

tice of voeal note reaning and chors
mental musie coming into view. Both piano and
violin are getting a great deal of attention, and the
latter instrument, on account of its merits of portability
and cheapness, is particalarly favored.  There are few
children whose parents are unable to provide an instra-
ments at the comparatively low price at which violins
Another interesting observation is that hoys
who do not feel any attraction to singing, will under-
take the study of the violin, accepting it as an instru-
ment for the maseuline set and not so definitely feminine
Violin study however, hy no means
confined to hoys, as in one class of two hundred
pupils. two-thirds were givls, Tt is a matter of
that the growth of elass singing and instroeti
been a matter of somewhat slow development.
teaching in public sehools which will be the same must
a matter of class teaching, rather than individual
Jessons, and it ealls for a system adapted to class work

The question of violin teaching in the schools is not

)

ure sold

as the piano is,

Violin

he
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McKECHNIE MUSIC CO.
OTTAWA

MANUFACTURERS OF
“Guards’ Pattern” Snare Drums

(1000 Supplied to Canadian Militia)
AND

B® Copper Regulation Military Bugles

Made to order on Militia Dept. specifications. Absolutely true, clear tone

Buy
M.ade

in s

s -

Canada [SCaMGERLERALLN

Goods

Over 100
Canadian
Battalions

Equipped by
us to date

sing McKechnie Instruments

207th Battalion, C.E.F., Bugle Band U

Regulation Bass Drums in following Sizes :
34 in. x 10 in. (for Pipers)

28 in. x 15 in. 30in. x 12 in.
$28.00 $30.00 $35.00

“F” Crook for B Bugles, Brass $1 .25, Nickel $1.40
Khaki Duck Bags for Snare or Bass Drums, Drum Heads, Sticks, Slings, Snares, Ears, Hoops, etc.

McKECHNIE MUSIC CO.
OTTAWA
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as 0t has heen golng on for some time,
Boston Study of the

up in a good many centres,

exaetly
notably in

Hnew
certain sehools in
violin is now being tuken

bat the wmost recent advanes step took place this summ

when o class of instraction was provided for teachers
with the New York | niversity. . This propo
# good deal of

conneeted
Was so vadical that it attracted
i the United States the
- their commendation, |y speaking
of his work in the Boston sehools the supervisor of violin
“When 1 first planned to do this work
I thought that perhaps fifty per cent. of the children
1o have musical ability if they had
Eighty

sition

attention press, and papers

Were unsnimons
teaching said ;
might he found

pportunity I undevestimated the number.

per cent. of the childeen show ability—peql ability,
o have one sehool in which there are Russians,
Htalians, Poles—ehildre noof almost every nationality

with the joy of the musie Their
They mauke

They go half mad
hodies sway to it and their
any saeritice to e ahle 10 buy their violing

VThere ave teachers who tell me that the whole tone
of their children have
been able to Cxpress themselves in musie,  The children

YOS are rapt

schools has changed sinec their

ey
“To overy ehild is gIven a practiee card with the
pravtiee valed off on it.  An hour of practice
ioduy is the rule, and the card must he filled out and
signed every week by the Child’s father or mother, 1
i child falls below a cortain standard of practice he is
dropped from the But few are dropped.  And
there are many who soon outsteip the elass and make
steh rapid progress that they must have private teachers
to supplement the class work. "

Some  may this aside as something theoretical
that may 1y attempted by faddists in the United States
It that is altogether unlikely to be introdu I into
Canadian schools, bt that IS d wrong view point, The
popularization of musie among the children is not the
dream of It is something that oceupies far
too small o place in this country. It is just as heneficial
and just as possible in Canada as in the republic to the
The thought ful members of the trade are
beginning to realize that 1he field in this Dominion for
selling wusic and mnsical instruments is o good deal
like several quarter sections of praivie land that a farmer
nndertakes to eultivate, The yield is quite encouraging,
bt closer examination shows that this vield comes from
merely seratehing over the surface,  What then would
the harvest be if CVEPY aere were lhnruuuhl_\ eultivated *

The Journal heliotes that there are hig things ahead
of the trade, bt nothing like the development  that
should he is possible apart from a great deal of hapd,
intelligently  directed work aimed at popularizing the
helief that musie in the home cannot be done without,
The extension of the child’s musical education is the
surest way of getting more music in the home,

Th= Hawaiian Ukalele Output,

HE following report on the Ukalele situation in

Hawaii has heen received by the United States
Bureau of Forcign and Domestic Commeree :

AL the end of August, 1915, manufacturers of
ukaleles in the Hawaiian Islands were turning out abont
500 At the end of

happier. and wmore tractable

hours of

class

L

o viIsionary

south of us

to 600 instruments per month,

*
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August, 1916, the output was extended 1o 1.600 per
month, with dewands from mainland  wmosie  dealors
which could not he There are cight principal

manutucturers of ukaleles in Honoluly, w h o seattering

of instruments vonang Trom small wakers in the oth r
islands.  Each manufuctipe has tarned his small work
shop into Factory, adding new workers and inereasing
the plant as rapidly as possible. 1y the fipst week of

IV Was organized in Honoluln with
T OO0 10 2000 ukaleles per
Hproved the workers 1o he
This company plans ot

September o com

plans to mann from
month with
Hawaiians and
only
completed material from other

S The originator of th ukulele
now head of mannfacturing

machinery
Portugues
he manufaetupe of ukaleles, but also 10 purchase

makers

i Portugnese, who is
8 St an aetive
Ton

company

and out ahout
Anothie

month

worker in his own fuetory

mstriments per month

duces about 400 e
“The Hawaiians and

tirns
Honolulu firm
Portugnese of Hawaii eluim
thew, principally of koa
The

FL75 to

that the instruments mande Iy
wood, are seasone

Land properly prepared pre

vailing loeu) prices for ukaleles range from
¥16 and #2079, lighest-priced
beanded. The tone ix one of the
the construetion of 1h ukalel
Portuguese elaim that
use of properly seasoned ko wood and proper attention
paid to shaving the wood and fitting it
the new

enla

Would Have the Harp More Widely Taken
D TFFERENT times the Jonrnal s « nght

attention to the Views of diffim
been: published showing that

duets are heavily
WOSt Importam items in
Hawaiianns and
this is obtained only with the

aned 1

The plans of
companies forming, and of old factories heing
1o 3000 per montl, "

Up.
to direct
ntoones hiave

T

rged, will give an output «

arp
harp sales are on the in
to show

crease and that they Promise i steady develop

ment.  This exteact from the Musician is o lottor
written hy the wel) known Ella Wheoloy Wilcox 1o he
teacher telling why she took up the harp, and it is hope

given for the field
there wmight 1o made tor the harp:

A desive for musieal exprossion has heen
upon me
the home is an important factor ey
life's afternoon when the atte
outside world,  The harp has always scemed o me the
most artistic, the most svinputhetic,
dions musieal vehiele in the world,
plest achievements thereon more gratifying than greater
attainments in any other The harp
is the exquisite, refined mother of o bold, brilliant dangh
ter, the piano.  Unless one is o gemius, a Paderewski, g
Joseph Hofmann, an Alfred Newman, an Ethel Leginska,
it is impossible amonnt of
pleasure in comparison with the amount of phy-
i and menta) application which any degree of skill
upon the piano necessitates,

The harp is essentially the
Had T a danghter, had I several danghters, | should

suggestions it contains on e larg

growing
Music in
and especially in

for years until it beeame o demand

homg ‘A more than the

and the most melo
and even the sim-

musical direction

to derive or give o |,

immense

Woman’s instrument,

want them all to study the harp,  Almost all other
instruments tempt young students to play  frivolons
music.  The harp leads toward Ioftier heights While

it requires a lifetime to hecome mistress of the harp and
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House of Chappell

ESTABLISHED 1811

TRADE INTEREST FOR OCTOBER

The Philosophy Song of the Allied Armies

“SMILE, SMILE, SMILE”

(Pack All Your Troubles in Your Old Kit-Bag)

By FELIX POWELL Price 60c.

Also published for Band and Orchestra

(By special arrangement with Messrs. T. B.
Harms and Francis, Day and Hunter.)

The popularity of “TIPPERARY" is world-
known -we think “PACK ALL YOUR
TROUBLES" will equal that famous num-
ber.

The Phenomenally Popular Chansonnette
Marche

“MON SOLDAT”

(My Soldier Lad)
By LOUIS PAYETTE

Published with attractive title page and with
French and English words.

Also for Band and Orchestra,

This is a great stock number with Eastern

dealers, whose orders already aggregate
many thousands,

CHAPPELL & (0., L

347 Yonge St.,

LONDON,
ToroNTO NN RN

VIOLONCELLOS

We
have
justreceived
afine assortment
of Violoncellos,
ranging in price
from $25.00
t0$50.00
each

If you are interested
write us for further particulars

JOSEPH WILLIAMS Ltd.
Piano Album Series

With Attractive Covers
EASY TO MODERATELY EASY. Priee
I'ELIX IinNtﬂ'lAD

BEARE & SON

117 King Street West,

LONDON, ENGLAND
TORONTO

N for Children (16t wet), Op, 22 176 net
uu!l:l'r IA'I‘H
o Kgyptinn Rketehe complete 18 net
'rlmuAn r DUNHILL
eres, Op, 46 1/6 net
X, Masis krnelns, 8 Nailor Danee. & In the Hayfleld
u'rl:l'AN murorr
e (Nix Pleces) Without Octaves 20 net
HAIY LOUINE WHITI:
ot Ly 170 net
FIEDERID HULLI!! 1
6 net
l:nu:n‘r NIWTON
Com Life (5 Eany Dunces) 2/0 net
HAilV 'AIJIJDN
w Op, 40 (Book 1.) 2/0 net
I'IIANK JEFHMON
Fwy Piveon (Bix Potitos Esquisses) 20 net
ALI}O HOWLEV
Two Album Laaves, Op. 16 1/6 net
TOOTBLL
Holidny “Time (Nine Litthe Pivees for the Young) 1/6 net

AC IAOKII!KD
ottings' " iy Hooks eneh 2,0 net

All charges subject to 10/, increase during the War.

JOSEPH WILLIAMS LTD.
32 Great Portland St., London W., Eng.

104
of
BWH
pia
aff
an
nne
oft
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to express all its marvelons mechanisin holds in the win Largo.” the effeet was nothing less than sublime, and
of profound harmonies and exquisite melodies, yot the  there was wot a0 dey exe in the ontire andiene
sweet old wirs and familine saered wusic which, on the
piano, would be of little intercst 10 player or listener Chappell News.

afford a delight to both when well done on the harp. Ax Messes. Chappell & Co. luve announeed that  they
Hion, adding 10 Juve g0 wred from Messis. T, 18, Harms and Francis,
os the Day & Hunter the sole selling vights for Canada and
the  United  States of the 1wo following  mumbers :
Ragtime airs can he played upon the harp, but they * Blighty. " written and composed by R P, Weston and
al - Bert Lee; Al the Boys in Khaki Get the Niee Girls,"*
written and composed by Towm Mellor and Harry Git

an accompaniment to the voice it is perf
and never attempting to drown a singer’s nrt s ¢
often aggressive piano

are as inappropriate as the cake-walk danee for g roy

princess,

There is a peenliarly  spirvitual quality abont the ford
harp,  Its very shape and its glowing color stir the ol It will be of interest 1o know that Chappell & Co
server with poetic and reverential emotions. One fecls  #te publishing Ivor Novello’s colebrated song ** “Till
the Boys Come Home,™ with Frenel words by R. Bris

there must be trath in the teadition which associatos the

harp with heavenly voices son (Frenech Pavoles only The title will be as “*Gar
. . Yot re P s Re p fhos Va o "

There is, too, a very haman quality abount it W dons \»mn Awmonr Pour la lgchnu Des Vainguenrs,
voinstra-  and this edition should certainly go well, the words

take it intimately to ourselves as we take no othe ;
being most snitubly set to the melody

ment.  The hanghty piano we toneh only with our finger
tips; the wailing violin reposes against the shonlder and In orchestea Huie the “"". » ','! Chapy '” are mak-
cheek; but the adorable harp is held in 2 close embes ing a 8 <-|:|lvnﬂ':-r of xln'-..-:- Fox-Trots: ".‘Ivllllllg ”‘f'
while we caress its strings with loving familiarity “""“_‘- hy W \' Daly ™ “Get Off .\|‘\I.|'m|l_ hy W
The harp exerts a powerful moral influence on its “I '\IIA'."“”‘ "'.”" '_“" ”"l‘l':‘ '","" ol I.\Mm"\ J‘.'.“{TE
real lovers, 1t teaches concentration, continuity of pur u‘ 80 the ,-.x1n|{l-.|| “ mnwnlu;m uun«»l:lnln one-step My
rance,  While it holds per Soldier Lad,” by Louis Payette,  These numbers are
it achiovements only to the  “H published as piano solos as well,

pose, patience, and perse
haps opportunities of g
young, it holds inexpressibly sweet Joys for the mature, . =
in the way of quiet entertaimment and tender commun Selecllqnu for ‘the O’RF“' _
ion, in peaceful home hours, when the lond call from the :"‘“'""* "“f“l-’ "“jl_ll"“ “f‘!l‘ organists \\l”‘luj glad
great outside world has lost its appeal.  Even the sight 10 know that in "'Mm”'."’“. The Mareh lol‘vA\ll|l~ilI§.
of it, in any home, lifts the mind from the sordid, petty #n ".':L'"'“ "{"'““"'":'"“' of ) Keep the ”""”' "”'f‘ “"4""
and commonplace, to thonghts of heauty, R By f'“”.‘ Sellors, _' happell & Co. are featuring
2 : . the following seléetions for the organ ;
Mechanical inventions have, fo some extent, cheap p—
. ’ s Lmperial Mareh, composed by Arthur Sullivan, are,
ened the piano and lessened the mmportance of its study | 5 8 ! .
v : . el v King Mall: Fanst Seloetion, composed by Charlos
We ean listen to wonderful compositions by great com : 3 . a 4
. s . Gounad, arr. by Clavence Lueas: Soldiers Chorns (from
posers, without seeing the instrument or the player; bt I By . ' =
g 4 i 4 “anst . composed by Charles Gounod, are. by King
half of the beauty of harp music lies in the picture N . 4
hidh It mionaiitn Hall; Marche Religiouse, composed by Charles Gounod,
s ! . . . are. by Edward R, Terry ; Marehe Milit L composed
Seales and exe cines, \\'llll'!l on most |n~l|||'|nvnh l”": by Charles Gounod, arr by Frederie Avcher; Marehe
. m”_"“i - hw;" — I"T'““"“.‘" g the '"”"', ""'"I"M' U Romaine, composed by Charles Gounod, arr hy Edward
'I,"‘ \\nv|u "rr",LA"l"m:‘ “,”"“ hl“‘ 'I"_""'” "'_“:,""I" """'"' F. Rimbhault ; Canzonetta, composed by Francis Thome,
Even ""' "'l“ ng of a false chord is not painful to the arr. by King Hall: Andante Pastorale, composed hy
car, as in other instruments Alfred Cellier, arr by King Hall; Silver Trampets
s, Rome),

I wonder that all mothers of means, eager for their  (Pprossional March) (as played at St. Pote
danghters to acquire accomplishments, do not start them by Edward F. Rimbault ; Cujus Animam  (from
young in the study of the harp. I wonder that “Stabat Mater'* < composed by Rossini, arr, by Edward
mothers, whose children have outgrown the home, and o, Rimbanlt; Fantasice Overture, composed by Reginald
who are left with a sense of loneliness, and lack of oeen Goss-Custard ; Litany of Loretto and Litany No. 2, arr.
pation, do not take up this study: 1 wonder why hy T AL Higgs; O Dry Those Tears (Song), composed
widows of leisure, who are childless, or whose children hy Teresa Del Riego, arr. by Clarence Lueas Song
are married, do not study it. Without Words, composed by Edward German, arr, hy

The harp holds companionship for the lonely, ro IL M. Higgs: Melodie D Soir (un pen d’amour),
mance for the temperamental, heauty for the artistie. composed by Lao Silesu, arr. hy Clarence Lucas: The
minded, and religion for the devout, Song of Songs (Chanson du Coenr Brise), composed

The Journal is just in receipt of the following hy Maya, are, by Gatty Sellars,
despateh : The novelty of a harp orchestra of sixteen s
members is something of which Philadelphia is justly At a recent meeting of the |
proud. The harps range in price from $775 to publishers it was agreed that the pri
or an aggregate of $18,000. The ensemble offect of such sheet music publications should he inereased hy 1d per
an aggregation of harps, in connection with the pipe copy to the trade, and that retailers should charge 2d.
organ and, on several occasions, with several other extra per copy to their customers. This will give 1d.
instruments, is said to be indescribable, At g nt o per copy to hoth publishers and retailers to cover in-
concert when all the harps played Handel’s immortal creased war charges,

omdon, England. wmusie
s of all copyright
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NEW NEW NEW

Some Seasonable Sellers

“SAILORS OF THE KING”
By Theo. Bonheur
Keys C, D, F

We have secured the Canadian rights for
this splendid new ""Navy" song—already an
assured success
“PFLL SING TO YOU”

By Jack Thompson

Keys of C, Eb, F

A worthy successor to “Sing Me to Sleep,"”
and “"Come Sing to Me." Written in the com-
poser's most popular vein

“THE HOME BELLS ARE RINGING”
Keys of Eb, F and G

A new song by Ivor Novello. Already an
established success. Orders are pouring in
from all parts of the country for this splendid
song

“VALE” (Farewell)
By Kennedy Russell
Keys of F, Gb, Ab, Bb
A remarkable song. Sung by Louis
Graveure, the Belgian baritone, and other
leading singers.

“SOME DAY YOUR VOICE WILL
ANSWER”
By Wilfrid Virgo.
A beautiful ballad for concert and home,
A worthy successor to ‘Somewhere a Voice is
Calling.”

PIANO SOLOS
Apple Blossoms .. .. ’ ; Lacoste
Rosemary e - Elgar
Liebesgruss . ... .. .. 45555 wews w IR
Romance du Soir . . +« v+ ... Marchetti
Adoration . ... ' ... Telma
Chanson d’Amour A Ambroise
Pastorale ........ ER N Hitz
Au Plaisir . . ‘ . Douste

We have a large and complete stock of
piano, violin and piano and organ music.
Catalogues and lists on request.

The

Anglo - Canadian Music Co.

Limited

144 Victoria St., Toronto

Sole Agents for
Edwin Ashdown, Ltd., Enoch & Sons, Leonard & Co.,,
Elkin & Co., J. H. Larway, and other Houses,

TRADES JOURNAL

Sailors of the King.
Sailors of the King," Theo. Bonheur's new ** Na
song, has made o mark, and is heing sung hy sonw

Canada’s leading singers. 1t is expected 10 hecome as

popular as its famous  predecessor Soldiers  of 1l
King.""  As advised in a former issue this song has heen
acknowledgad by Admiral Sir John Jollicoe from aboard
HLALS. ““Tron Duke Nailors of the King is heing
marketed in Canada by Anglo-( anadian Musie (o

New issues in the popular h-cent line issued by this
same firm are, * Daisy Lane,” a delightful little soldier s
favewell hallad, **Canada For Me,” by BEvelyn Gunmne

and “* When the World Has Peace Again by Albert K
MaeNutt

Joseph Williams, Ltd., Music

The monthly parveel of music from the Hous of
Joseph Williams, Ltd., London, England contains thre
works from the Berners edition Chopin Tmpromptus

4 picees), and Ernest Newton's Elementary Studies in
Transposition, Books I and 11.; 4 small exele of **Six
Characteristic  Pieces without octaves, for young
pupils: a charming slamber song by Charles 1. Lloyd

1o quaint words of Blake's “*Sweet Dreams  Form o
Shade.”

Till Daddy Comes Home.

The Anglo-Canadian Music Co, has seetred the Cana

dian rights for a successful new English song, entitled
Till Daddy Comes Home," hy Cynthia Bishop, Th
tonching words are as follows

Dhenr little Mothe ]

Established 1852

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 torget, too, our expert repairing.

CHAS. LAVALLEE

Agent for—Besson & Co.. of London, Eng
Pellison Blanchot & Co., of Lyons, France
J. W. York & Sons, of Grand Rapids, Mich.

35 St. Lambert Hill - Montreal

Call Telephone M. 55
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J. H. Larway's Music.

Three new songs of Ceeil Baumer's of sunny optim NEw MUSl c""::'s::.:":""

ism make their appearance—** Buy my lovely Roses, ™
set 10 a charming lyric of Teschemacher's, with a rhyth
mically sparkling melody hest suited for rendition hy New Mum
light sopranos. Its lmullnlm gaiety should gain for it o At 1o Kise Duddy
speedy popularity.  * Remember the Roses™ and **In
my garden sings a bhird,”” are hoth tenderly expressive
and well-written love songs quite above the conve ntional
average of their standard, uml they deserve wide appre
ciation Illnumlllu of you," Aub
a taking song in valse rhythm
most popular songs, including **Somewhere a Voice is
Calling,”" are now issued in hook form, ve effectively
and easily annmgul for piano solo, also Herbert Oliver's
song cyele, “*Song of Old London,” in the same manner

Anglo-Canadian  Music (o, are agents for Larway
publications in the Dominion

5. Armstrong
en of Arthur Tate's

Chappell New Issues.

“Take Me to Flowerland,” Dorothy Forster; **1
Bring You Joy,” Haydn Wood; ** Love Laugh’d as He
Ran Away,"" Montague Phillips: ** My Little Red Rose,”
Hermann Lohr; *“When First You Came.” Samuel
Liddle; ** Evensong,”” Waltz, being a waltz arrangement
of that charming and |m|vl||)ll number, Easthope Martin ;
“Till the Boys Come Home,”* March, arranged hy J. Opd
Hume, on the successful song of that title, lvor Novello:
“Sybil,”" Fox Trot, founded on the popular Rat-tat-tat
song, **When Cupid Calls,”” Vietor Jacohi

‘ fé‘i‘o‘ni':f:;‘ HALEY ROYCE

that's it ! " Music , Small Goods Goods

The name and all it mvolves—cnablcn dealers to sell at a minimum selling expense; turn
over their stock more times per year; and to bring all the producing force of their sheet
music and small goods department upon the lines of one house.

It gives you the lowest-notch selling prices and the highest-notch profits.

We've made our service as good as we can possibly make it. Our lines will stand the
keenest competition and reveal the fact that they are “just a little better.”

And so we say again, with Whaley-Royce lines complete—""not one step farther—that's it."
You'll find us prompt shippers and mighty good co-operators.

WHALEY, ROYCE & CO., Limited

Caﬂnﬂon to the British and Canadian Governments
Winnipeg, Man. Toronto, Ont.

Send us your orders daily for shorts in music and music books and let US do the worrying.




November Music Rolls by Otto Higel Co
SOLO ARTIST RECORDS
ORE A the Eud Heautitul Duy.  Ukalele Interp

Kathleon
Walt

Drear
04 Shower
]

Roses (1 "
Valse a u
SOLODANT MUSIC ROLLS.
r Fir ]

Phe (My Mother's 8¢

Mooy
Must

On the Ol
Sabbath I

Pratt
Tartlent
Hawaiins

Interpolation

STAR MUSIC ROLLS
Fox Trot

Shure He'd Kne
Wickl, Waeki

Fox Trot. Clark &
1 Melenn Hula 2
Interpolition
ey, Uk

Interpolution

New Universal Player Rolls for November.

METRO-ART (88.Note) (Hand-Played)
Pluyed by Pelix  Arndt

i Walter K. Milos #
by Felix Arnds
ol 1 Nand Uriel Davis “
g I the Womar Gus Fdward "
Pla
2008 Turn Ruek the 1niv Yosterdn
Ernest K. Ball 1=
Pl ol
202992 Tenth  Interval Kag Eustwood and  Rub (L
Pluyed
O2ZRTR T'm AL win ¥ Daneing
away and Zumeenik “
OR008 There's u Little 11 1 Little Ginl
Clarke und Fisehor 18
Pluyed oy
LHTLE B { Heaven 1 iy Hurr et ta G
Played My e
201462 You Made Life W Roy  Ingraham "
METROSTYLE-THEMODIST (88-Note)

VEO44 After Dinner.  One-stip fos, 3 # 00
M4 A Suve-Winner,  Ong 1.2¢
Introducing 1) Oy €0 i o 1've
Got the Blues for Home ot Hom sliow the

u Love Wa i )

[l o

Wil

1.2

Bl 2) On u Sum

i In Old Brari) 5

Homesickness Blues
by Edwin K. Wilson
Coneert Ritter .0
Komance Valse Murray [
Em.  Onestey Manholy 60
irorgia One-step 2l Rohinson 6o
he Girl 1T Left hind .
Wmn Ao Dillon i~
02042 Tt's a Premt Thing Fox Tro ) Kmith 60
218 Military Tacties Murch on Bugle 60
! Relection 1.20
A Little
i A Mounse i) My
T R ‘ A Little
Arranged by Edwin ¥ Wilson,
Waikiki Ukalele Girl Fox Trot Chris. Smith Ul
of the Cradle (Tnto My Heart).  Ono-step

Anatol Frivdland 48
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Gottler

Blue Amberol Records for December.
M s 50 L

aut, (Auber), Soprano, orch. wec

der), Tenor and

from Ther
b, e Walter

Duncing.  doudas’ Societ

on Tilzer), Contenlta, orch, nee

Di Capn bavitone, in Ttalion, oreh. aee.  Thoma

the Mar

ttuge, (Carrall), Boprano and Tenor
and Walter Van Brunt
riptive. (laxton).  New York Militry

¥ (luekson - Van Alstyne
and Chorus
ey ang

and - Doctor  Eisenhart, Yodler, in German
Watson
(

oreh.  wee

mtralte, orel

Carolinn Lazeari
Step. (Munrice), for Dancing.  Nationa
da

Walte. (Peters), Hawaiian Guitars.  Holon
Tenor and Baritone, orch. wer
Harlan

Lundas' Bockety Orehestrn
Yesterday. (Bull), Tenor

for wale voices, mule
Quartet
Tune Antioch,” Mixed Voices, oreh, e

Praditional), Mixed Voices, orch. ace. The

1O Sing to God, (Gounod), S

o Shopherd, Hely

Ring Out, Wild Bells, (Gow
( S

prano wnd  Contralte, orch. nee
n Clark and Oratorio Chorus
Mixed Voices, oreh. wee. The

hap—Babes  in Toyland

(Herbert)
ny Orehostra

orch. wee,  George Watson
the Kiddies—Deseriptive, (Hager). Peer
6 Oliristma Fantasie on Old German  Christmas Carols)
Transer y Robert Guyler. Celoxta Robert Guylor

oher o
1 (Muxstadt ). Humoristisehos Duett mit (
terhegleitung, in German Elsie Kramer and Oxear Sto

tadeioff, (Maxtudt), B Intisches Duett mit Ovehe
Iitong, in German.  Elsie Kramer and Oxear Stolberg

26193 Automobileoy

The “Ideal” Phonograph.
To canvassing piano dealers and salesmen who have
no salesrooms, or who do not wish to carry a stock of
phonographs, the Regal Phonograph (‘. of Toronto
make a special announcement,  The product of this
firm is known as the ““Ideal,” and three models  are
illustrated in their announcement in this issue

Recorded in Canada.

al notice from Berliner G nophone Co., Ltd.,
announces new Canadian records recorded in Montreal
There are two doublesided rocords by the Band of First
Regiment, Grenadier Guards of Canada, condueted hy
40 Gagnier.  The four selections are *‘Laurentian
March.” *“Land of the Maple,” *“When Your Boy Comes
Back to You,”” “Here'’s to Tommy.””  There are two
vocal selections by Joseph Saucier, the popular Montreal
haritone, who sings in English, “Calm as the Night,"’
and “Until,”

A speci

The offices of Pathe Freres Phonograph (‘o. have
been removed from Vietoria Street to the factory pur-
chased by this firm at 4 and 6 Clifford Street.
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English Working People Buying More Musical
Instruments.

“These working people are buying musical instra
ments in larger numbers than ever hefore, 1t goes with-
out saying that we are getting our full share of this
business,”” said Mr. Sterling, manager of the English
branch of the Columbia Graphophone Co. concluding
an interview given on the oceasion of his recent visit to
New York.

Mr. Sterling said: **The working classes have more
money than they ever dreamed of having before,  The
average workman is making an equivalent of $5 a day.
The order closing the public houses, or saloons, as we
call them here, except for five hours out of each twenty
four, has helped the workingman to save his money.  The
greatest help, however, this direction has bheen the
passing of a law, prohibiting the practice of treating, It
is not possible now reson to buy another any
aleoholic beverage. wls wish to take a drink
together, each has to pay for his own drink.  In the past,
it used to be the practice of men to take their wives to
the public honses oceasionally, but now a wman is not
even allowed to buy his own wife a drink.  The publie
houses are all closed at nine o'clock at night, and the
men who formerly spent nearly every night at one of
these places now have to go home,

“A direct effect of all of this has been that the
women have given more attention to the improvement
of the home surroundings. An effort has been made to
make them real homes, attractive in appearance and
containing many more comforts, as well as many lux-
uries, which were formerly unknown, exeept in the
homes of the middle and wealthy classes,

Sales Helps for Dealers.

On a visit to New York early in the month Mr. Mon
tagnes of 1. Montagnes & Co., Toronto, the Canadian
distributors of Sonora Phonographs, arra 1 for still
larger shipments for immediate delivery.  The members
of this firm are immensely pleased with the results of
fall trade to date. While in New York Mr. Montagnes
arvanged for distribution to their dealers of a ve
pensive and handsomely umn n-up publication, .mnlvd
“Sales Helps for Dealers.””  This is not sold nor given
to the dealer, but lent to him, remaining the property
of the Sonora Co. The ook contains illustrations and
descriptions of the phonographs, reproductions of win-
dow eards, street car advertising, magazine advertising,
newspaper announcements, sales letters, follow-up let-
ters, ete., and will prove of very valuahle assistance to
Sonora dealers open to suggest

“September husiness was eighty per cent. over Sep-
tember of last year,” announced Mr. John A, Sahine
of The Music Supply Co., referving to their sales of
Columbia lines, **and October increase was still greater.””
This firm have issued a bright and breezy cirenlar of
large proportions and printed in two colors, emphasiz
ing the wisdom of getting December records in stock
immediately. The Music Supply Co. are also urging a
generous distribution of their Christmas hooklet, which

with other Columbia literature they will supply free of

charge.
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VANCOUVER LETTER.

Dl ALERS in this distriet are unanimons in report
ing a very decided improvement during the past

month,  The optimism that has been expressed in recent
reports, is being justiticd by the great hmprovement
noticeable in all branches of the trade at the present

time,  The opinion is generally held that a continnanee
of this improvement is to he expected.

Mr. Walter F. Evans of Hastings 8t W,
he finds general conditions in every department very
mueh improved.  His firm have had several carloads of
pianos recently.  Walter F. Evans, Ltd., ave distributors
for the Vietor Vietrola and records in British Columbia
They rveport that at the present time they find the de
mand in excess of the supply, and that it is impossible
for them to get sufficient machines to sapply the de
mand from their dealers, and at the same time meet their
own retail trade.

Mr. George Heintzman, president of the Heintzman
Piano Company, Limited, of Toronto, was on a visit
reeently in Vancouver, and during his stay arrangements
were made wherehy new gquarters were purchased for the
firm of Walter F. Evans, Limited.  These will be much
larger and more commodious than their present quarters,

siys that

This firm, however, will not be removing for some
months.
Mr. Kennedy, manager for Mason & Risch, of 738

Granville St rveports a steady and wmarked improve.
ment during Oectober,

Mr, Switzer, manager for Fleteher Bros., Granville
St., was too busy at the time the Canadian Music Trades
representative called to give a full report, but expressed
sutisfaction at the noticeable improvement in conditions
during the past month,

The Ajello Piano Co, of Granville St.,
slight improvement on sales during October,
in its continua
Wi Thomson,

also report o
and ex-

press confiden

From Mr we

.liH Robson St

of
learn that the improvement recently has exceeded all

their expectations.  The difficulty now being to get suffi
cient instruments from the manutacturers to meet the
orders on hand.

First Sale Under New Management.

The R. 8. Williams & Sons Company, Limited,
Toronto store, held their first piano sale under the
aetive direetion of B, A, Trestrail, Manager, and J A,

Hassall, Floor Manager, and their “green’ selling
staff, Its success is largely due to the efficiency with
which it was planned and carrvied through, and the high
calibre of the salesmanship, This organization is rapid-
ly rounding into a smooth running machine, with all
of the boys plugging for one another.

the fisenl venr of 1915 Australin imported
wth of mosieal instruments from Canada and
1 the United States.

oy
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TUNER WANTS POSITION.

Man with 16 vesrs in toning and
repairing piavos wante position in Canada. Advertiser is an
Englishman above military age—prepared to come to Canada
at once—also can tune reed organs and has had a little ex-
perience with plavers. Address. F. D.. care of Canadian Music
Trades Journal, 56.58 Agnes 8t, Toronto, Canada.
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" BRANT-OLA

Style “C” Style “B™ Style “A”
$65 $85 $120

“The Phonograph with the Organ Tone"

Fir¢ made—then priced

Already the Brant-Ola h

as been taken hold of by the trade in a way
beyond all expectations.

We have not hurried its manuf

acture to get it on the market
of an up-to-date

plant specializing in piano cases,
d out by woodworking factories

The cabinets are the product

which requires the very finest grade
of work turne

Brant-Ola cabinets are made of the same woods and finishes, and by the same long ex-
perienced craftsmen as

are the piano cases for Canada’s foremost piano factories.

Musically, there has been no stone left unturned to get a tone that is sure to win the approval

of lovers of fine, pure toned music

The continent's markets have been ran- The Brant-Ola plays any record. It gets all
sacked to get tone-arms, sound-boxes, the music out of the records. It gives the
motors and parts that simply cannot be hearer the music exactly as the artist re-
beaten for quality The motor runs with corded it. If you investigate the Brant-Ola
the precision of the finest watch you will want it.

Drop us a line and one of our travellers will call. We can give prompt shipments,

HOME OF THE BRANT-OLA

43 in. high, 19% in
17 in. deep
cahinet finished the same
. N s an front and sides

Before plans for Styles “B" and "'C were com- i
pleted at the factory Style

‘A" had set things humming CONE———
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Rents—Side Street vs. Crowded Main

Thoroughfare.
IKE dropping a bomb iuto the piano camp is the
divect way in which the Musical Courier Extra
has come out on the question of rentals. That paper

pinnos should a dealer sl to pay @

asks ** How

rent of $H5.000 a year

many
In discussing the question it

fow dealers seem to work

says: *This is a problem that

out to their financial advantag Ihe rent expense I8
the basis upon which the cost of selling rests.  The
average dealer, seemingly believes that he cannot do

business unless his warerooms are located upon the most
expensive retail street in the town, and never seems 10
realize that nine tenths of the work of selling pranos I8

done outside of the warerobns
A rental of $5.000 a year means a great deal in the
conduet of a retail piano business A dealer can sell o

great number of planos in s wareroom that cost $1.800

A dealer can sell just as
most expensive street

wmany pianos on

per year
n

side stre
the

selling is done ontside

as he can upon the
work in

This heing the

nine-tenths of the plano
the

to pay

town, As said
WHTCTOOIIS.
case, why is it necessary enormons rentals, when
warerooms, if judgment he used, has
real work of selling?

s to feel that he must

the location of the
little to do with the

SPhe average plano man se
wher
bt study the problem
is not nearly so promi
the

he upon a prominent street his name will e seen

hy the most people.  Yet il one
it will be realized that the name

wher rents

pent along the regular refail artery
are high and where the competition as fo signs is S0
great that few people have engraved upon the mind

street will so stand out

cent, of people than

any particular sign on A side
that it will appeal to a larger pet
the thickly crowded avenne

each one effacing from

does the sign upon wher
there is a great number ol signs
the mind of the passer-hy the other

street has the advantage

If it is a question

of signs, then the side

Now comes the problem of the drop-in. 11 the
piano dealer can get A good location on a side street
where facilities are such that the

the transportation

place is of ensy necess from the home sections of the
then that side street location
aler than is the wareroom on 1l

to the piano dea
thoroughfarve at the high rent Drop-in trade is a myth
high rental

“Now there is another phase of

town, is of greater valu

o erowded

this

diso” on Columbia Record 48747.

quality of Columbia recording.

(Write for **Music Money'' a book ** full of meat "’ for those
dealers interested in quick and frequent turnover of capital. ™)
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A supreme voice in a supreme aria—LAZARO singing
If you never had heard

another, this one Columbia Record would

few dealers seem

the

proposition that
the rent, the
I the
ried

attenda
ther

greater

warerooms are large
and there is not as good @

warerooir with a small

heing changed constant!y In th
the usnal acenmulation ol
that

warerooms it

planos

chang exists where 1

larger

cleanliness as

stant
in the s iy
sa is apparent
rooms that ar casily controlled
tion of lights, porters and the

yoout on @ prominent strect, wh

cent. higher than that of the
warerooms upon the sidde strect

11 one but studies this prop
that the high rents that the pia
with this mistal
the

try
ot
selling

are paying

eat up the big end of
It a

upon

wowill give ny
\ prominent strect
I

room
vear wareroom upon a side st

ference of $3.200 a year
the salesmen to hring people
he found that the
the business that is done

Study this ont

hy

rOOns It is

finnnees that
warerooms will redunes
instead of recording a loss ea
ned

that is done, and heing str

the finaneial end of the gam
Jower rent will not only give 1l
good sleep at night but it will

profit.”’
By

cites the

illustration the
of a Detroit deal

way of
Case

fune

carelfully

into the
#1800 -y ear wa
the

is of great importanc
the expenses 1o that figure

selling pianos from a secon

Jize, Th

expenses thereupon

1o rea higher

is a1 greater stoek car
displ as in a swall
S tedd stock that s
great warerooms with
there is not that eon
he stock is small, and
yossible 1o maintaim 1
n Ve smaller ware
Then comes the ques
up-keep ot a Irge war

jeh expense is 100 per

small, wellkept and clean!

soon realizes

10 dealers ol

oxition
this coun
ke iden as 1o location
profits n retail prano
ware

y oo K0.000 4 year

and take an #1800 o

ot and spend that dif

in antomobiles for the use of
warcerooms, it will

peroom will do houble

&5 000 a vear wan

a proposition i plane
hecause the 1,800
wher
work

the warerooms with the

th

to the ntmost as regar

h year upon

e and

e piano man

give him a royal good
Musical Courier Extra
er who has made a for

Lstorey wareroom, the

vent of which would not amount 10 /a8 e I as the show
case space expense ol many of the big dealers on the
crowded thoroughfare where the main Detroit plano

warerooms are found.  The fig
sents to one who talks piano f
tut ol the

one ean meet

one most

with

Lased upon this ceonomieal method of pranc

the cheap rent as the foundati

“0 Para-

sell you on the supreme

Columbia Graphophone Co.

365 Sorauren Ave., Toronto

interesting
in this piano husiness

wes that this dealer pre
inanees with him consti
financial problems that
s talk is

elling, with
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Another that of a well known wanu

Facturer with a la mmber of retail warerooms

controlled tervitory
mj

branch stores

for a good many years found it

practic msi

profit through 1

His rents averaged 3500 per year

them
Some time he made up his mind that these |

business showed

wanel
then
1 profit
hard

stores should show a profit, or he would clos out

Understand, his wholesale bt

his retail business showed a loss, and it was lor

as hetween the

the  r

him to find an average balance of profit

wholesaling  throngh  his  factory, and tailing

through his hranches
No

running

as soon as the leases ran out gave up thes

eXpensive warerooms, with rents from $3.00 to

$4.000 per year, instraeted his managers to seeture war
rooms not costing over $600 per yeor, and did not e
they
had

WHPCTFOOms

whether were downstairs or

pi

upstairs, the

the

s
silesmen

of the

to do the
The

branch stores now are

outsid
I'hose

two or

main work

result deseribed

showing » profit, and in

three instances he can show where there are more pinnos

ind players being sold from the %600 warerooms than

formerly were sold from the $4,000 warerooms,  Thes

$600 warerooms do not make as hig a show

do they the

of conrs

but the
the

husiness |
that

nor make us hig

are larger, and is what this man is in

piano business for

Trade News.

My Heintzinan

from

Geo, (

the

has  returr to

a business trip through Western Canada to
Const
Mr, (W hend of

known Montreal firm bearving his name, re
the

visitoed

Lindsay, founder and well
ently
Toronto houses whose lines he handles

Mr. K. T, Quirk Sterling Actions & Ke
Ltd., Toronto, visited a number of supply centres in the
United States recently York and Boston

In the 1916, New Zea
land pianos  valued at

$48.840 $5.000 more than for the

HANAEer Vs

including New
July 31
countries

seven months ended
all

which was some

imported from

Sie

period the previous year
wdheimer Piano & Music Co., Lid

to the public the addition of Columbia Gratonolas and

have announeed

Records to their phonographic department.  Their re
tric
Shenstone & (o, a

wondon

cent advertising includes an ole
Me, . W

known supply house of

Grafonola

Shenstone, of well

gland nt a few

days in Toronto recently to this conti
nent,  Mr. Shenston
years

At
pleaded that
exposed to shell fire
The

hearing so acuty

while on a visit

made a tour of Canada a few

St England. a
he

plea was of

Paneras, London pinno-tuner
his hearing wonld
The
representative
the

ruined if he wer

no avail, how

ever military said a0 with

they

an

was just man wanted on the
listening patrol

Mr. W. D the
Toronto, was among the month’s trade

My, T Durke

the must active

Stevenson of Mendelssohn Piano Co,
Mon
reports
the

seenring

visitors to

treal proprictor of this firm

of
heavy

one seasons they have ever had
the difficulty of

and retaining competent help in competition with muni

demend aceentunting
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on plants that have caused the cost of labor to inerease

dournal’s South African subseribers writ

Africa the field
pianos are imported

SN In
All
voung man with determination ther
helieve

ing from Johanneshurg is

not so wide as in Canada

But to the

I firmly

is herd
Now is

u good field for British pianos

Canada’s opportunity \merican pianos are hut

few Canadian.””
In a private letter a member of the musie trades in
England

London complains of the seareity of men, the

high prices of materials and the general shortage of sup
plies all contributing to make conditions very unsatis
Favtory e the output third
deal
quired to goods through
Ref the
hat munition worker carning such high wages

vill the

mdent always made reference to the prices

estimated at about ong

of normal, with a
the

to

great more time and energy v

rot

rring increased cost he mentioned  the

readily  purchase pianos at prives

I'his corres)

of foods which he considered **scandalous. ™

A Toast to the Violin.

By Ralph Wylie, in The

Mrl:\n LE of eolor
ey framed that the

the frail hody
benr, throug)

strong

Musician.

in such deli
child might
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of youth
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fibres singing the songs of
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vet healing again us
Child of heart's planning and infinite
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of flashing
inspiration and approach
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The Monareh

man's

of Music—Here's to the King!

An English tourist passing through a picturesque
glen in Seotland, was told by his guide that at the spot
where they now stood a splendid echo could be obtained

Tist shout said the
and, after waiting several

Twa hottles o' whusky,” and see,””
The tourist shouted,
turned to the Scot. T do not hear any echo,”

Mayhe no.”" chuckled the Scot, “but here’s
" the whusky.’

ghide

minutes,
he
the

snid

lassie comin® w
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THE
Gerhard Heintzman
(Canada’s Greatest Piano)

is the “first choice” of buyers who do not
let the initial cost decide their choice.

Gerhard Heintzman pianos are above the
“price” atmosphere. They may cost a
little more, it is true, but the perfect
mechanism and finish, and the guarantee
of lasting tone quality and satisfaction is
beyond any difference in price.

The “first choice” of Canada’s best musi-
cians and thousands of discriminating
buyers command your careful considera-

tion.

The new Gerhard Heintzman metal-action
player piano is the supreme attainment in
player manufacture. It will interest you
and help you “close™ your hardest player
prospects.

These facts make the Gerhard
Heintzman agency the " first
choice” of many successful
dealers.

GERHARD HEINTZMAN, Limited

75 SHERBOURNE STREET - TORONTO, CANADA
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i' Supreme in design, materials and workmanship—
supreme in those musical attributes which stamp the
genuinely artistic instrument, the Mason & Risch Piano
has written an enduring chapter in the history of the

Canadian Music Industry.

MASON & RISCH
Pianos and Player-Pianos

ARE INSTRUMENTS THAT YOUR CUSTOMERS
ARE PROUD TO OWN. TO SELL THEM IS TO
HAVE THE PURCHASER SET THE MARK OF
APPROVAL ON YOUR ESTABLISHMENT.

Mason & Risch Wimited

230 Youge Street
Torontn
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' Gerhard Heintzman
Player Piano

Which has made its appearance,
REVOLUTIONIZES the pres-
ent day player mechanism as it is
the only practically All-Metal
Player made.

Made in Canada.

Made by ourselves in our own factories.

The NEW GERHARD | HElNTZMAN METAL PLAYER
PIANO contains the most thod of i i

the
delicate valves in a SEAMLESS NON-CORROSIVE, INTER-
CHANGEABLE METAL SHELL or CARTRIDGE.

The WIND CHESTS, TRACKER TUBES and TEMPO
BOX are SEAMLESS BRASS; the VALVE BOXES are
SEAMLESS METAL CASTINGS.

The NEW GERHARD HEINTZMAN METAL PLAYER
PIANO is simplicity itself (anyone can play it). It is DUST-
PROOF, LEAK- PROOF NON-CORROSIVE, will withstand
any climate or ge of temperature, and is practically no
larger than an ordinary upright piano.

The many exclusive features are patented or patents

ing.

The NEW GERHARD HEINTZMAN METAL PLAYER
PIANO is the great realization of an ideal after years of study;
let us demonstrate its selling ability to you; you, like others,
will be lmmed|l|e|y convinced (hnt the LAST WORD in Player
Piano h t in the GERHARD HEINTZ-
MAN, Canada’s Grene.! Piano.

GERHARD HEINTZMAN, Limited

75 SHERBOURNE ST. TORONTO, CANADA

pend
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The Roman Court
Mason & Risch Building

Toronto




