PAGES

MISSING



4

Fall Tragg and Ex&bﬁﬁonm' X 4
A4 £ \‘ T ¥

y M S s,
&) AllGUST:‘}S\QA & g

g‘{ { N T




CANADIAN MUSIC TRADES JOURN AL

PIANOS SELL OR DO NOT SELL

VICTOR-BERLINER
BUSINESS

Will Be Good This Fall

WHEN WHEN
People ave buving Planos and People sometimes feel too hard-
playes, they and a lot more up to buy pianos and players
people are buying they can always reach to "the
VICTROLAS price of g _\;l‘l;l'l(l_ﬂvi

CONSEQUENTLY

Vietrolas will sell whether Prano business is dull or not

for, vou know, people will have high ¢lass ente rtain
ment —and every Vietroly purchaser is a player pros
pect. The experience of Canada’s 1 SEmusie honses
nime-tenths of whom feature “His Master's Voice lines,
is that these lines always help piano sales, Many a
live Vietrola pr ~|u-vmnp by the regualar sell
mg staft and such prospects cost von not one cent
Remember that

Be an Optimist and get vom Phink of last vear, Think of the
Fall order in. — You will posi- business you lost for the Iack of
tively need the goods and goods. With all our added fac
you '\\||| need a lot of them tory and warehonse spac et §

a human impossibility to foresee
Do _your part, we will do ours. all the needs of all the dealers

BERLINER GRAM-0-PHONE COMPANY

LIMITED

MONTREAL . - CANADA
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New Design

STYLE “A"

Craig Piano

Case Double veneered inside  and

Carvings all hand work. Square Fall
Board

out

Entire swing front (automatic)

Continuous hinges on fall and top

Hinges and pedals nickel plated Keys
of ivory, sharps of ebony

Scale ;! octaves  overstrung, tricord
Heavy bronzed metal plate, extending

to top of piano Plated metal de-

pression bar

Perfect repeating action
Loud, soft and practice pedal

Size—4 feet 4 inches high, 5 feet 2 inches
wide, 2 feet 2 inches deep

New Design Style A

HE above-illustrated Craig Piano, Style “A," presents a retailing proposition of genuine
value to the piano merchants in every province in Canada.
splendidly equipped tactory from the choicest of

this instrument would cr-ate a favourable impre

Produced in a modern,
materials by men of skill and experience,
ssion among those to whom it would be show n.

Displayed in your store this Style ** A
ments regarding tone,
for life.

y"like all Craig designs, would support your state-

enduring powers, and capability to ensure the buyer's commendation

Quality is our first thought but we don't forget yom profit. Profit is vour existence—
nothing else is so necessary to you,

Become informed on the merits of Craiy Pianos.

Write for particulars regarding our
complete line, prices, terms, and territory,

The

Craig Piano

Company,

Montreal - - . Canada

Established 1856.

Where Craig Pianos are made

—_—
———

l
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To
/Martin-O»rm . The Trade .

e

the You are \ordinll;\ unirtrd'lo mspect
the Martin - Orme line of pianos and

Leading Line player pianos which will be on view at

the exhibitions at Toronto, Ottawa and

London as follows :

Toronto e

Canadian National Exhibition
August 23 to September 8

***** — Ottawa
Dominion Exhibition
IT September 5 to September 13
is a great thlng to have London
faith in your line of pianos Western Fair
and players; but it is a September 5 to September 13
greater thing to have a line You may have some interested parties

in your locality who would like to see
ourline. Your bringing them to any one
can have faith, of the three centers mentioned above wijll
not place you or them under any obliga-

of instruments in which you

tion whatever, but our representatives

— will take pleasure in giving any required
information regarding either pianos or .

player pianos  This is an opportunity |
which we are sure you will make the

most of,
WILL SEE YoOU LATER,
‘ s ————— THE

Note the opposite page. M a r t i n - 0 r m e
Piano Company, Limited

Ottawa Canada
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N. B.

I'his Company has won prominence through

its special designing department, which is pre
I g 8 I

pared at all times to submit special plans to

customers who may wish to have instruments

built to match the interior finish of their rooms.

REMEMBER THE
EXHIBITIONS

The Martin-Orme Company were one ol the

first to realize the future of the Player Piano.

For several years now we have concentrated our efforts and jresources on players and

player mechanism with excellent results, There is therefore no hesitancy in asking the

trade to test our accomplishments.

The MARTIN-ORME PIANO'CO., Ltd.

OTTAWA - . . CANADA

The Martin-Orme line is singled out for *‘tone ', Our method of securing this is the

Violoform system, which is a logical ‘npphc.mon of acoustic |HI|\\’IP|&'§ and is a nvgislm'rd

feature in the Martin-Orme This is one of the several ideas employ ed that bring out a

pure melodious singing tone entirely

untainted by harsh or metallic sugges-

tions

that characterize unskillfully

made instruments.

REMEMBER THE

'EXHIBITIONS

With this perfected player in action

the shadings of time and touch are at
entire command and are so sensitive to
manipulation that by the slightest touch
of the leversand buttons provided every
manner of musical expression is avail-

able.
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f YEARS OF STUDY

Newcombe and improvement have resulted in the present day
Pianos perfection thar stamps the
“Never Suffer NEWCOMBE LINE
by in every one of our Designs.

Comparison.”

SEE THEM AT THE
EXHIBITION
August 23 to September 8

T0 SELL WELLﬂJ MUST BUY WELL

I'herefore you will find it to vour profit to visit the Manu

facturers Building at this vear's Canadian National Exhibition

and get primed with first h: ind information that will en: ible you
Sectional view showing how the

Howard Patent Straining Rods to go out and talk with assur: ince regarding your lines. The

t
streagthen the frame Newcombe styles are so distinctive that they offer you an

opportunity to make a selection that will be the key to your fall

THE NEWCOMBE
REST ROOM
Is the meeting place Bring your friends along

of the trade, Invite your prospective buyers

trade situation.

— ————————

THE NEWCOMBE PlANO CO., lented

Toronto v Canada

Head Office Factory
1719 RICHMOND ST. WEST 121131 BELLWOODS AVE,

\
D

—
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From August 23 to September 8 you -
will find us in the Manufacturers’ Newcombe

Building at the Canadian National Players
Exhibition

“Never Suffer

GIVE US by
C ison.”
A CALL omparison

THE NEWCOMBE

REST ROOM

is at your disposal during the Exhibition. Make

it your headguarters

Back of Piano showing the Howard
Patent Straining Rods

NO OTHER PIANO HAS
HOWARD PATENT STRAINING
RODS

They give strength to the pianos.
They relieve the immense strain of
the strings and make a better tone
possible. They are of the best
steel, handsomely nickled and are
an ornament to the instrument, and

they do not add extra cost to the

piano.

THE NEWCOMBE PIANO CO, Limited

Toronto - Canada
Head Office Factory
17419 RICHMOND ST. WEST 121431 BELLWOODS AVE.

/

IE—————
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The
Pride
of the

Home

strong desire in the mind

prospect.

do SO.
selling stroke. Under existing
conditions they offer you the
best foundation available for
getting next to your customer
and selling him. They solve
the much discussed problem
of ““How to attract customers

to your store.” The attrac-

;\ucncy

Strathroy -

ELLING is creating a sufficiently
of your
To create that desire, how-
ever, you must have the wherewithal to

Wright Pianos form the master

tiveness of their finish and the sweet mel
ody characteristic of their tone pull trade,
Our output is increasing and the ap-

proach of fall trade presents a big oppor-

tunity for the dealer who has a “Wright"

Wright Piano Co., Limited

MUSIC TRADES Joi RNAL

The
Dealer’s

Ally

VERY town has its prominent citizens

whose opinions on all subjects carry
weight with the mass.  Your town has
its men and women whose taste in art,
in literature, in music is regarded as cor
rect.  People who instinct
ively recognize the difference

'N‘[\\\‘t'll l'lL‘ accurate l'(")l(h

Suited to the

ductions of the period styles
Needs of and the

which aim solely at cheapness,

casual i;nil.'llinn\,

Canadians

The list of such people who
number among the purd! asers
of Wright Pianos from our repiesenta-

tives, speaks volumes for our products,

Canada

B e EE———

4
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BELL PIANOS

are built to secure the appreciation of
discriminating musical people who re-
quire a piano of superior tone quality,
a piano with a responsive touch, a piano
equal to any and every demand.

Effectiveness, durability, and artistic
taste are Bell features.

At The Canadi- » National Exhibition

A full line of Bell Instruments will be
displayed. . . . . Musicians, Dealers
and anyone interested will find a wel-
come at our exhibit.

(Same location in South Aisle as in former years).

The BELL PIANO
& ORGAN CO., Limited

Warerooms : Factories at

146 Yonge Street, Toronto GUELPH, ONTARIO
49 Holborn Viaduct, London, Eng. And LONDON, ENG.
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EVANS

BROS. .\
= PLAYERS

E'S a wise man who realizes that true piano value lies
H not only in the instrument's relation to music as an
art, but also in its relation to commercial principles

upon which his business is to be conducted. That's just

where the Evans Bros, line of pianos and players appeals to The

retail dealers, Trade
Nothing is overlooked in their manufacture that are

would add to the production of musical instruments of 4

higher type, in tone, designs, or in the quality of materials Always

and workmanship,

Welcome

On the other hand, they are ready to come to vou at
at a price that allows you a pleasing margin of profit for
your efforts in making sales, and yet to give your customer Ingel'son

the benefit of a very reasonable quotation.

If you are not fully informed on Less than 3 hours
the Evans Bros. Dealers' Propo- run from Toronto
sition for open territory get in
touch with our office right away

it's to your advantage.

“"QUALITY
OUR
MOTTO™

EVANS BROS. ,..iaxam CO,, Ltd.

INGERSOLL . ONTARIO
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HE first Gourlay

Piano was the result
of accumulated know-
ledge in the art of piano
making. We supple-
mented our own know-
ledge by searching not
only Canada. but the
entire world to find the
most advanced methods
of piano building.
Those methods that had
proved best, we adopted.

( To-day, it there is an
innovation or change dis-
covered that provesupon
investigation and trial
to be sound, we adopt it.
This applies to principle,
process, and material.
This policy is unwaver-
ingly observed in the
Gourlay Factory, no
matter what time or ex-
pense it involves.

T HE Gourlay Piano

reflects these me-
thods. It proves in tone,
in durability, in finish,
that this is the only cor-
rect principle of manu-
facture. The Gourlay
Piano was neverintended
to sell at a low price. It
never claimed your con-
sideration on the grounds
of cheapness. It was de-
signed and built to be a
staunch life -long com-
panion, to win your last-
ing esteem because of
its inherent good quali-
ties, and a piano made
by methods less thor-
ough cannot meet this
standard.

¢ When you buy pianos,
select the Gourlay, it is
the piano which makes
musical and material ex-
cellence the only con-
sideration.

Gourlay, Winter & Leeming

188 Yonge St.

Toronto

. Canada
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Talking About Orches

(rions

Did
You

Ever

Sec anyvthing more beautitul or hear mything so remarkable in the automatic musical instrument s the
Seeburg Ovchestrions We have shown vou on these pages before illustrations of our style G Orehe
tron and style HL Solo-Orchestrion but herewith we show a most remarkable orchestrion

Seeburg siyle v K Midge: Orchestrion

An instrument 3 ft m.an height, 31t 19 in, in wi Ith, and 21 in. in depth
lust the instrument to he used where a space does not permit of a larger one Containing a 38
ote prano without kevboard, a set of Pipes giving a violin eflect, also tmandolin attachment
Equipped with soft and loud lever, and attachrent on Pano o bring out a solo effect on pipes
Magazine slot v stering 1 1o 20 coins using regular Seeburg electric Mano music rolls containing from
1010 20 selections on rewind system
Fhe full season with its renewal of business activity is about due There's no dull season for

Lom-operated Pianos and Orchestrions not for the Seeburg line anyway Let us tell you all
this.  We know both the manuf weturing and the selling game and can tell you all about it. We
lan a campaign for vou

Write for new catalogue entitled ** Art and Music’ showing complete line of Seeburg instruments,

J. P. SEEBURG PIANO Co.

Manufactur rsa d Art Style Originators

General Offices Factory
Republic Building, State and CHICAGO, ILL. 913-921 West Van Buren
Adams Streets. U.S A. Street.
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Let us help you Build
a reputation for sell-
ing the Best Organs,
Record Cabinets, Stools
and Benches.

The Goderich Organ Co.'s factory

We make the finest line of reed organs in
the world. Every dealer should handle them.
They sell easy and remain sold. We employ
no travellers, doing business entirely by mail.

Our Catalogues of Organs, Stools and
Benches will be sent on request, with price
list.

Music Cabinets
furnished in four designs.

Attractive well made good sellers

Cabinet No. 16,

GET INTRODUCED TO THE
ANGLO - AMERICAN DISC
RECORD CABINETS,

The Simplest
System of Filing
and Locating
Records.

Suitable for all
Sizes of Records.

Press the Lever
and any desired
Record

comes forward.
Style 30, Showing Interior Style 20, Showing Interior.

The GODERICH ORGAN Co., Ltd.
GODERICH - - - - - CANADA

———————
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Looking for THE following rolls have been
. selected by some of the most
Business ?

successful player demonstrators as

this Fa" ® being ideal in every sense for effective
| player demonstration
f
| |

’ | REGULAR 88 NOTE.
[ | 300543 Nights of Gladness (Valse), Ancliffe $1.25
| A new s This piece will be a feature of the ToRramme by the lrish
Crards” Raod at this vear Exhibition
Joo220 Valse l"‘nll‘l\lnlnv. Menges 1.25§
J00203 \\'\l\\'l Chimes Decker 1,25
r [ 99705  Blossoms from the South \rr. by Geo. Swifi 1.50
( Made by [‘ 99945 Spirit of Independence, Holzmann 1.00
the ‘
| oldest j 88 NOTE THEMOSTYLE.
and [
largest [ 41001 Eldorado (Polka de Cong ert), Bartlett $1.25
Manufacturers ‘ 41055 Day lrcams (Waltz), \re. by Swift 1.50
of 41527 Grand Canvon of \rizona Waltzes, Redewill 2.00
Music Rolls $1150  Norma (Fantasie Brilliante by | eybach), Bellini 2.00
in the $1006 - American Patrol, Meacham 1. 50
l World.
88 NOTE THEMO ART.
41534 P'wo Skvlarks, Leschetizky $1.50
f : 41512 Valse Parisienne, o Roberts 1,75
| | 41508 Thais (Meditation) Massenet 1.75
i‘ | 41580 Sweetest  Story ever Told, Stults 1. 50

} 41602 Trail of the Lonesome Pine, Carroll 1.2%

- THE UNIVERSAL MUSIC CO.
TORONTO 10 12 SHUTER ST. CANADA

NEW YORK CHICAGO SAN FRANCISCO I

b

——



THE NEW FACTORY OF AMHERST PIANOS 1 IMITED

E will haveafull line of Pianosand Player
Pianos in Manufacturers’ Building at
the Canadian National Exhibition, Toronto.

We have plenty of territory open for good
live dealers,anda proposition it will pay YOU
to investigate.

Messrs J. A. McDonald and E. Blundall
will be in attendance, welcoming old custom-
ers and endeavoring to make new ones. Mr.
W. P. Fishleigh will have charge of the Player
Department.

Ambherst Pianos, Limitd
Ambherst N. S. - . . Canada
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. In the
/ A\ manulacture of
|
(@) By
ammers

(The World's Best)
/ our amm s

} Perfection

|

’ Manufacturers
and
Dealers
alike
endorse

Best

Hammers

‘{ Canadian Agents ’

|

for |
/ E. V. NAISH & CO. |

‘ the World's gold medalists
/ for fine felts, [

The best Fumpe-an and American
makes carried in stock,

I

L Al
T'oronto -

D. M. Best & Company

155 King Street West

WUSIC TRADES JOURNAL

[

No machines but |
the most up-to-date, |
no materials but the
most (arr[ull)' sel-
ected, no Inspection
7 but that of an ex-

= penenced string
maker finds p'a('(' in the pmdurlng of

| Best Strings

Best
Hammers and
Strings
offer real selling
co-operation
for the
Manufacturer,
Retailer and
Salesman.

| ]
Best Supplies J

|

are in keeping with the high

standard for which Canadian-
1 made pianos and
f

players are

recognized the world

over,

Canada

Ve,
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GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

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

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

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

845-861 West Erie Street

CHICAGO, - ILLINOIS.
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/ i _
Always Figure Made
for
Pianos [ ON in
I Organs
et B -l' T . . CANADA
avers |
‘ owmanvn e rlmmmgs PR
Bowmanville Foundy Metal Piano and Organ Trimmings are not cheap. They
1€ ot hurriedly ¢y But they are the best valye lor your mopey absolutely,
8 by The Nickel Plating on the Pedals is there to g Ihe Beating Bars are
o hand beny The holes iy the Bars yre drilled and drilled Xactly trye
| By buying trimmings magde N your owy Country yoy have no duty to pay,
We can de liver morg Promptly, and iy, rare cases, when J«'|H\HI|\'III\.(H' hecessary,
Ve ire handy, ready 1o rectily an error without any delay oy red tape
We are peciali N these me ) trimmings, and our plant js equipped 1o
SUPPly your needs 10 Your all-around thstaction
@,

%
Mﬁlﬁnﬁma B S — iy

Made o L=-'/ Bowmanville Foundr

- |

Bowmanville

; Merely to Sell

—_—
Playey. Piano Man ufacturers

The most important material to have RIGHT j, your Player
Mechanism js the Rubber Cloth used in the Pouches, l’m-um;llius;lmi
Bellows, and the Rubber 'l‘uhiug used in Connections,

Ever since the Player business was in its infancy we have been
selling the highest yrade supplies of this kind to Player .\f;mul}u’lurer.\.

Mutty Rubber Cloths ang Tubing
Give Absolute Suiinlm‘liml

We Manufacture fine calender coated silks apq nainsooks for
Pouches and I’ncunmlics, and special fabrics for Bellows of every
\Icwriplinn.

Every kind of RUBBER TUBING is represented in our Jipe in-
cluding extra large sizes covered with HEAvVY FRK‘T’ONH”
TWILL, which is designed Particularly to prevent splitting over cop.
nections,

SAMPLES and PRICES furnished on Request,

L. J. MU’ TY Compmly, . Boston, Mass.










CANADIAN MUSIC TRADES JOURNAL

PEONOGRAPHE RECORD CABINETS

E ~ NOTICE \
' Columbia Dealers

\ Please note that we have enlarged
| the tops of our No. 35 and 36 to
\\ fit New Favorite

NOTICE
Victor Dealers

Please note that we have cabinets
to fit all your lines.

No. 35 Oak
- 1 No. 36 Mahogany
e S50k NOTICE l No. 37 Mission
0. al . |
No. 381 Mshogany Edison Dealers

Please note our new No. 57-58-
59.60 Cabinets for EDISON
AMBEROLA V and VL |‘

. |

NOTICE
Everybody Notice

The hour is at hand for or-
dering, better service now than
when the rush comes on.

Send for Catalogue

NEWBIGGING ei
CABINET CO. I

No. 57 Oak Limited No. 59 Oak ‘
No. 58 Dark Mahogany HAMILTON d ONTARIO No. 60 Dark Mahogany . ‘

PLAYER ROLL CABINETS
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——C. F. GOEPEL & COMPANY

137 EAST 13 STREET SUPPLIERS OF NEW YORK
High Grade Commodities
SOLE AGENTS TO THE SOLE AGENTS
US. & ’(“;:\N,"\l).-x PIANOAND PLAYER TRADE uUs. &:;:NADA

Klinke’s Wagener’s

GERMAN GERMAN
EFFICIENCY . .
> Music Wire

Tuning Pins

Player Accessories. Felts, Cloths,
I'racker Bars, Transmissions, Brass and Punchings

Rubber 1T ubing, Rubber Matting  for

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, ete., Stripped to Width and Length as 1

Paper, Pasteboard, and all character of wanted., E
Leather,

o o Imporled French and Cﬂmln. also Domnh('
Send inquiries, accompanied by Samples, for Bushing Clot} H
Prices, stating Quantities required. ag Lloth —mers

thuung M/\NUFA(TTURERS' TRADE ONLY, not Dealers, Repairers, etc.

Soft Yellow PoplarVeneers

FOR

CROUSS BANDING

Write to

The Central Veneer Co.
HUNTINGTON
200,000 feet daily. W. Va.
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« There is no genius like the genius of labor.
There is no reward like that which comes through
energy, system and perseverance."

A rmstrong pavilion i

All Dealers ave invited lo snspect our v the Foster st
; to September 8

the Manujac turers' Butlding at the Iv.\:,‘n;j:mul, ,;h\,;u\:f
The Haines Bros. Piano is built under conditions that insure
the highest degree of perfection in every detail of its manufac-
wre. The Haines Bros. Piano represents the embodiment of
the best results possible from the use of the finest quality of
material, united with the highest class of skilled, intelligent labor.

THAINES BROS.

BEST PIANO ||

because in the welding together of the physical parts that enter
into the making of this piano there has also been merged that
element of ideality which is so essential to the creation of any

product in which Art Quality is the desired result.

'In fine, the Haines Bros. is the BEST PIANO, because 1ts
makers DESIRE that it should be THE BEST, and their

genius, energy, system and perseverance are all .engaged in the
task of realizing those ideals by which they are inspired.

We also manufacture the Marshall Wendell
Piano—the greatest wvalue for the price in Canada

HAINES BROS. PIANOS

Manufactured by

Foster-Armstrong Co., Limited

Head Office J.W.WOODHAM, General Manager
4 Queen St. E,, Toronto E. BIRCH, Superintendent
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Hoffman Brothers (o.
Fort Wayne,

Indiana, U.S.A.

Specialists in Veneers
and Lumber
for
Musical Instruments

PATENTED

CAPSTAN
SCREW

Output for
1913 Over

20,000,000

MANUFAC1URED BY

GEO. W. MOORE

15 Chardon Street, BOSTON

TRADES JOURNAL

Looschen Case Quality

Is now a matter of daily comment and universal
commendation throughout the entire prano trade
Superiority in workman hip and materials used
distinguish our product. W place Quality ahead
of all other considerations in our factory—and
every Looschen employee knows that the Quality

must show in the goods

We specialize on

Player-Piano Cases
and Prompt Deliveries

We Guarantee and actually make deliveries on

the exact date designated.  This has been one of
the reasons why our business has shown pheno

menal development

The Looschen Piano Case Co,

Block 31st to 32nd Street, 11th to 12th Avenue
PATERSON, N.J. . . . . U.SA

Perfection in Finish

IS OBTAINED
WITH

Jamieson’s
Varnishes and Stains

NONE BETTER CAN BE
PRODUCED

R. C. JAMIESON & C0., Limited

Established 1858

MONTREAL AND VANCOUVER

Over Fifty Years of Experience Guarantees the Quality of
Our Products

e —
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«Forster Artistouch
Expression Control”

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

Make an appeal to the musical sense ‘
ol your customers. vnu‘y will appre-
ciate the “ Artistouch” and it will
make more sales because your cus:
tomer will play much better with it
than without. Ask for it in your next

order for players.

Can be had to install on your
present stock if you wish it.
Any further information will be gladly

given by the manufactur ers, Otto 1 ligel Co.,

Cor. King and Bathurst Sts., Toronto, of

THE INVENTOR

J. Leslie Forster

680 King St. West
TORONTO - - CANADA

Artistouch’ rBreckwoldt

Specialties
——;——

It is well known that the
Sounding-Boards, Bars, Brid
ges, Backs and Hammer Mould-
ings manufactured by Julius
Breckwoldt & Co., have become
a standard in the piano trade

Everything is under the close
~upcrvisinn of wood spwiulisl\
and nothing enters into the
Breckwoldt products save that
which is up to grade and has
passed the closest scrutiny.

It is with such products that
piano manufacturers have secu

red the best results.
____4
JULIUS

BRECKWOLDT

@ CO.
DOLGEVILLE,N.Y.

//
Sole Agentsinthe United States

and Canada for the Rudolf
Giese Music Wire.

—
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G. F. BAKER & Co. [&vous

>

——
WE SUPPLY TRADERS
IN EVERY COUNTRY
——

PIANO _AND PLAYER MATERIALS & TOOLS

FELTS MUSIC CARRIERS
CLOTHS MUSIC STANDS

BAIZES TUNERS' TOOLS
LEATHERS PIANO PARTS
IRONMONGERY TRANSFERS @ NAME PLATES
STRINGS KEY COVERS
INSULATORS §- v il | ACTION AND KEY SUPPLIES

LEEKE STREET CORNER, KING'S CROSS ROAD, LONDON, W.C., ENGLAND.

ALL MANUFACTURERS, DEALERS, TUNERS, AND REPAIRERS SHOULD WRITE FOR ILLUSTRATED CATALOGUE

CAPES THE
FOR ALL KINDS OF BR]T]SH AND COLONIAL

PIANO AND MUSIC TRADES
VENEERS JOURNAL

Published on the 7th of the month
H. E. CAPES,

91 Bayham Street,
Camden Town,

London, N.W.,

England.

Code A.B.C. 5th Edition

Is the leading literary trade journal in
Britain, and ought to he of interest
to those connected with the
Music Trades in Canada.

Single copies, Post Free, 3d.
Annual Subscription, Post Free, 3s.

Special Facilities for giving the Best Value. Specimen Copy sent Free on application to

R. W. SIMPSON & CO., Ltd.
HERALD PRESS
RICHMOND, SURREY, ENGLAND

Colonial orders receive Prompt and
Careful attention and are
well pached.

PIANO
MATERIALS AND TOOLS

FOR MANUFACTURERS, REPAIRERS, TUNERS AND DEALERS
CORRESPONDENCE INVITED

HAMMACHER, SCHLEMMER & CO.
4th Avenue and 13th Street NEW YORK, SINCE 1848
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Tux WORMWITH PIANO CO.

LIMITED

KINGSTON . . ONTARIO

Is alive to the wants of the people.

Height 4 .6 in.
Width 5ft. 1" in.
Depth 2 ft. 3 in.

7': Octaves

Figured
Mahogany

Here is our Style Lous “E" Cabinet Grand, which is

proving a great seller. Repeat orders for

same being an evidence.
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NORDHEIMER

PLAYER-PIANOS

AretheStandard
of Canada

Our Trade Mark “Human Touch”
is not an empty phrase

but a name given the instrument
becanse it reproduces  the  exact
CTouch™ and **Phrasing™ of the natu
ral hand I'his is the result of using
a special patented device in the con-
struction,  which is so simple that it
lessens the complication as well Go
md hear all the others, then call and
let us demonstrate the “*Nordheimer”
md you will be convinced as to the

superiority of our instrument

Made in styles and sizes 10 suit all re

quirements

We. would like to correspond with

dealers in unrepresented districts

' DURING THE EXHIBITION

|
: We extend a cordial invitation to dealers and their prospective customers,
| andour friends, to visit our booth in the Manufacturers’ Building, where a repre
| sentative stock of Nordheimer “Quality-Tone” Pianos and *‘Human-Touch”
Player Pianos will be on view.

TH

“ NORDHEIMER P42 CO.

LIMITED
Head Office, 15 KING ST. E., TORONTO

Br hes and A ies Through the Domini
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The Largest Organization
manufacturing Musical In-
struments in the World.

Tl

T

!

Woodstook Factories Listowel Factories

o
Q EEING is_believing. Hence our invitation—Come and see.

w7 The various designs of Karn Pianos and Players and
Morris Pianos and Players will be on view for inspection at the
Karn-Morris Pavilion in the Manufacturers’ Building at the
Canadian Natiopal Exhibition.  The Karn-Morris Stand has long

_ been the meeting place of Dealers and Salesmen-—from the extreme
East and the far West. You won't be around us long until you'll
meet someone you want to chat with.

it will pay you to look over our lines for fall trade—Drop around.
Don't forget the dates—August 28 to September 8.

The

Karn-Morris Piano & Organ Co.
Limited

Head Offices Factories
Woodstock, Oat. Woodstock and Listowel.

B i
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Multiplication

is the arithmetical process worked out

in your business when a Karn Player
Gmanesidnheaesine ¢ sale is made.

The Karn Player has advantages
over any other player. All that is put
into the construction of the unrivalled,
sweet-toned Karn Piano is to be found in
the Player ; and in addition it has the
best player mechanism money can buy.
With the increased demand for Player
Pianos has come increased orders for the

Karn,

See the

KARN

PIANOS @ PLAYERS

Karn Player Piano.

The .
CANADIAN

Karn-Morris Piano & Organ Co. NATIONAL

R EXHIBITION
Limited. Aug. 23 to Sept. 8.
Head Office

Factories:
Woodstock, Ont. Woodstock and Listowel,

OBEY THAT
IMPULSE

and give prominence in your store to

Karn Pianos.

The Karn Piano has attained de-
served popularity owing to the im-
possibility of producing a superior piano
at any price, The action responds to the

lightest touch and the tone is deep and

mellow, and richly sonorous. The Karn
Piano is so carefully constructed that
the dealers who sell it are the gainers in

reputation as well as in profits.
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Ho!
All ye Piano Men
Here's News!

Dealers in Morris Players have the
necessary instrument to supply their
community with Players of high merit,
in tone, case design and endurance
Any man, woman or child can pro-
duce the most equisite music even
although they have never studied
music, and by the phrasing attachment
the proper expression can be brought
out The price is right for the
average man's pocket-book.

See the

Morris Player Piano. MORR'S
The PIANOS @ PLAYERS

CANADIAN

Karn-Morris Piano & Organ Co. NaTIONAL

Limited EXHIBITION

Head Office Factosiss Aug. 23 to Sept. 8
Woodstock, Ont. Woodstock and Li 1

A Person Really
Plays

on the

Morris Piano

Made on honor,

Sold on merit,

The Morris Piano is sure to
satisfy, because in no part of the
instrument can you pick a flaw,
There is ** Ar.” quality in every
inch of material used, and our
work-artists are men of expert
experience. The result is an
instrument, in the tone of which
no desirable feature is lacking,
ata price as moderate as many
cheap grades.




Make Every Sale Count

Get All The Profit From Your Summer Trade

No merchant can fail to overlook the profit on even a single sale.
The National Cash Register will enable you to get all your profit by
stopping losses from mistakes and carelessness. -

It compels the clek to make correct unchangeable records of each

transaction.

It prevents the failure to charge goods sold on credit.

It enforces accurate records of money received onaccount and money paid out.
It keeps you in touch with the details of all depu‘tmenb of your business and
enables you to manage it to better advantage.

It Wil Increase Your Profits— Write For Information

The National Cash Reguter Company

285 Yonge Street - - - - Tm
Canadian Factory : ‘l‘w. Canada i ;

*!
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STANLEY PIANOS
Players and Uprlghts

STYLE B LOUIS

Do not forget to call at the STANLEY Piano
Booth at Exhibition.

We invite you to make Our Booth of use at
the Exhibition.

A special exhibit of Players will be made at | 1
Our Booth this year. \ ‘

Y — I — B —

Be sure and give us a call.

|
i Stanley Pianos

e, -

Toronto 1 }
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The Thomas Organs

have been acknowledged for years as the best,
and are the

LEADING ORGANS OF THE DAY
Fhey are unrivalled in volume, sweetness, and
purity of tone At several of the leading Ex-
hibitions they carried off the highest honors, and

were granted awards for

" Beauty of display and general excellence
of Reed Organs.”

L

THOMAS,
WOODSTOCK, ONT.
Merit that this trade mark

stands for always

wins,

The Proposition We Have to Offer is the
Agency for

The Thomas Organ

The Organ that Practically Sells ltself

Qur terms are liberal and the Thomas is not
only a quick seller but stays sold,

We back our dealers in all our cliims ; and sell
through them only

For proof ask any Thomas Agent, or better

become an Agent

Thomas Organ and

Piano Co.
WOODSTOCK - ONTARIO - CANADA

TRADES JOURNAL

Piano
Strings

(Patented 1904)

of Highest Grade

Canadian Agents for Rudolf

Geise's German Music Wire

Toronto Piano String
Manufacturing Company

122 Adelaide St. West Toronto
Phone Main 5848

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

SOSS

Invisible Hinges
Most Players Have Soss Hinges

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

The SOSS INVISIBLE HINGE CO., Ltd.
104 Bathurst St. Toronto, Can.
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The Value of the Peerless Ag@m@y

Ol h read of intensive tarming, showing how two crops are nc yw raised where not even one
l""“““ helore You have read how the irrigation ditch brings water 10 the desert v «

has turned those wastes into the most fru tful garden spots of the earth, It sugges

merchant can do a little intensive work on his own account to good advantage. Right at y«
lot of trade that passes you by Oncee lost it has gone forever Why not stop it #  Through

of dollars spent in advertising, hundreds of thousands of people in every community know the

P@@rﬂ@@g Amﬁ@ma&m Pn@m@g and @mlﬁ@gﬁmmm

se seed we have planted for them - fa gather
Jants and others 1o sell the Peerless we have done
re in the prestige and reputa

his neighborhood that he, and he alone

Start this

T Fall
m

with the

Peerless
Agency

ffor your

Town

or City

PEERLESS PIANO PLAYER CO.

(F. ENGELHARDT & SONS, Proprietors)
Factories: ST. JOHNSVILLE, NEW YORK
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o WONDERFUL NEW DOHERTY LINE

Style “C"

In Mahogany, W alnut and

Circassian W alnut

In this art design the case is above
criticism in its beauty and artistic elegance
T'his instrument possesses a charm and
richness of tone and a perfection of
mecharical detail unexcelled by any
piato in the worldto-day. We stake cur
reputation on this slatement

Case double veneered inside and out.  Full over
strung scale, seven and one-third octaves.  Finest
spruce sound board, ten ply acoustic rim  End
wood compound key bottom, continuous hinges
Boston roll fall. Ivory and ebony keys.  Strictly

hand carved throughout

Height, 4 feet 8 inches
Width, 5 feet 2 inches
Depth, 2 feet 215 inches

Fully Warranted for Ten Years,

ﬁl.\lt' “G"

IIl'.\IIAjiOIl or I'UI"('(I ( )d,\’

T'he beautiful proportions and plain seventy of

this design lend themselves so perfectly to the

Mission finish that, at the request of many of

our customer:, we are including it in our regular

. gr—w—

L S ot e AR

line, All hinges, pedals, etc., of this instru
ment are SOLID BRASS, and the MIS
SION FINISH brought out entirely by hand

wotk with oil and wax, is beawiful beyond

description
Case double veneered inside and out. Full
overstrung scale, seven and one-third octaves
Finest spruce sound board, ten ply acoustic rim
End-wood compound key bottom, continuous
hinges. Boston roll fal! Ivory and ebony keys
Height, 4 feet & ‘nches
Width, 5 feet 2 inc!

Depth, 2 feet 2" . inche

Fully Warranted for Ten Years

Write tor catalogue, prices, terms and territory 1o

Doherty Piano Co.

Head Office and Factories
CLINTON, ONTARIO

Branches
WINNIPEG. Man CALGARY. Al
EDMONTON, Al
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ee the New Doherty Line

AT THE

Toronto Exhibition August 23 to September 8.

The Doherty Exhibit in the Manufacturers’
Building

will be in charge of General Manager D, S, Clufl, who will be pleased to afford
every opportunity for examining all points of superiority claimed for the New
Doherty Line. A\ glad hand is extended to all interested in buying or selling

Pianos or Player Pianos. l

We offer 1 most complete line of Pianos: eight distinct designs of Doherty

Pianos, any one of which may be obtained in several woods and finishes,

We offer also any one of this immense variety as an unsurpassed Player ¥ 1
Piano. We are the only Firm in Canada able to supply such an immense variety .
in Player Piano Designs.  In fact, for Doherty representatives, we make any : |
Piano a Player Piano, t |

Ihis inducement has recently attracted many genuine Piano Dealers to become

enthusiastic Doherty Dealers |

Important Doherty Exhibition Annoucement w
for 1913 ‘

We make the following important announcement.  To the Doherty, we have
added the Clinton Line of three distinct designs —Pianos of excellent quality and | :
beautiful design, carefully and skilfully manufactured from well seasoned stock
made in one of the best equipped Piano Factories of the World I'hese designs
we will supply to extensive Piano Dealers with their private stencil and name

plate. Secure our prices at the Exhibition. They will be startlingly attractive,

Doherty Piano Company

LIMITED i
e Factories and Head Office
at our neares!

e Clinton, Ont. "™

Write us

Branches {

WINNIPEG, MAN. EDMONTON, ALTA. CALGARY, ALTA.
324 Donald St. 442 Namayo Ave. 606 1st St. West
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ESTABLISHED IN60

"THE HOUSE OF HAAS™
!

FIRST IN THg RACE

FOR
PIANO

AND

PLAYER PIANO

HARDWARE s PREMACY

BRASS ADJUsTABLE SPooL

BRASS ss.NoTg TRACKER BAR

HENRY HAAS & SON

MAKERS op PIANO AND PLAYER Piano HARDWARE SPECGIA

1909 PARK A VENUE

YORK

BANK DISCOUNTS

LEASES USED as COLLATERAL AT 1 TO 1.

MAIN FEATURES. THE ONLY REAL TEST.
To those usin 50 called ‘“SECURITY COM.-
Ist. Notes discounted for well-rated piano concerns at PANIES, " ”!VESTMENI' COMPANIES, "
6 to 7 per ceat " CLEARING HOUSES. " " ASSOCIATIONS,

" FINANCE COMPANIES," Etc.

Gentlemen : Haye you ever figured ACCURATELY
what PER CENT PER ANNUM the money you use

3rd.  Balance paid at maturity, new notes being sold in from these concerns costs you? That is the ONLY
the meantime, REAL TEST of cost to apply. If you do this and then

ompare results with the tab] I I .
4th. Payment of brokerage for services rendered, :)"'":l“, ;msjl: u:ivlnmg: o D st

2nd.  Collections applied to payment of notes,

The borrower pays his notes when due and borrows agiin just as do concerns de.
i5 sold by brokers in tremendous volume
OF OLD NOTES. Part of the |

s 1o expense, the borro Pays what it usually costs him athis home banks taking into account the costomary |,
Most bankers ins st shall be carried plus & brokerage for being able 10 dispose of this paper in large volume on a hroad scale of
operation.  The interest the leases bear beiongs to, and is collected and kept by the borrower, This cost is approximately as
tollows PER CENT PER ANNUM,

aling in so-called ** staplos”” whove paper
wnually.  THE SALE O NEW NOTES 18 EQUIVALENT TO A RENEWAL

s may be of recent dute

If Discount Rates is, 6 o .
Giross cost is | Net Cost is Gross costis ' Net cost is Gross costis | Net cost is
(8 .02 7.0 13.72 7.72 A2 842
I Interest the Leases . arryis 17 6.02 13.72 672 1442 742
1§ 5.02 13,72 5.72 14.42 642

Send for details and fac-simile letters of satisfied customers.
MANUFACTUREHS' BiLLS RECEIVABLE,

Notes endnrsed by well rated manufacturers, taken by them from dealers in good standing, discounted by use of four or
Six months principal note Accompanied by these trade notes as collateral due within twelve months,

WILLIAM A. LAMSON. - . 60 WALL ST, NEW YCRK.

(FORMERLY NATIONAL BANK EXAMINER)
Established 1904 COMMERCIAL PAPER AND INVESTMENTS  Member Amercian Bankers Associntion

R s e R
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[t w"m‘,',’"‘;“ LO 0 S E
s mmnmmn‘% [ 3 ACTIONS
Ml “Made in

Kop— Canada.”

T(l recognize in a situation that presents itself the  comterpart of o sitwation ol

another man who has paid his fee in the school of Experience —that tukes
|i|‘l~('t'|;liull H

Preception at work calls attention to the high grade )

ianos containing Loose
Actions

Preception emphasizes the quality of Loose Actions, that so many leading
dealers lay stress on their excellence when teving to close a sale

Preception shows Loose Actions to involve a mininum of vepaiv costs

AR

‘*Made in

Canada.”

NY estimate of a key-hoard’s value is incomplete without a vecord of the Manu
facturer’s attainments
The sure way to make unnecessary any doubits down the line from manufacture
to consumer is to have in the piano, keys manufactured by J. M. Loose & Sons, Lul.,
who have twenty five years” experience in key manufacture

The piano merchant can show to his prospect’s satisfaction that

methods were used in their construction
guarantecd grade and skilfully matehed.

J. M. Loose & Sons

Limited

painstaking
He can see tor himself that the ivory is of

Established

over
Carlaw Ave. - Toronto 25 Years.

Canada
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Sectional view of
the AUTO PNEU-
MATIC ACTION,
showing complete n
strument and double
primary and power
pneumatics and **Solo
ist"devices. Also bel
lows and folding
pedals. The arrows
show the air currents
as they are drawn
into the instrument
and finally exhausted
through the valves on
back of main bellows

Auto

Pneumatic
Player
Piano

Actions

(Made in Canadn)
are the

Standard

of the
World.

The high quality of the AUTO PNEUMATIC ACTION has been
proven. Its Musical Achievements are founded on these expression

1. The Tempo Modulator enables the operator to attain the
beautiful shading of the music that is always admired
in the performance of an accomplished pianist

The ** Soloist " Attachment enables the performer to

subdue or bring out either the bass or the treble, or
both, and is most useful and effective in ace ompaniment

and in playing dance music,

The Flexible Striking Fingers produce the same guick,

elastic, ** Humanlike " stroke that characterizes the

performance of an artist

I'he Automatic Music Roll Guiding  device makes the

music track accurately

A cordial invita-
tion is extended to
the Trade to call at
our factory during
the Toronto Exhibi-
tion.

A Queen Street

Car will take you.

The Auto Pneumatic Action Co., Limited

Toronto

NOBLE STREET

Canada
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e R e . A SRS P|
THE PEER OF
CANADIAN

PIANO ACTIONS
R s

* Sterli mds  for  the
minimuam Vhen repairs
are.  nece casily - and
quickly merely  re-

moving th tion, interfer
g with noo I'he vail of the
Sterling Brass Flange Action
is shrink proof. It is made that wiay
Sterling Actions have strength to with
stand hard usage.  They are easy and
free of movement quick to respond

A cordial invitation is extendod  to
the trade to eall at our faetorm during

the Toronto Exhibition,

A Queen Street Car
will take you.

Sterling Actions & Keys

Noble St. = Toronto - Canada

‘

Canada’s Best Piano Action for Manufacturers.
Canada’s Best Piano Action for Retailers.
Canada’s Best Piano Action for Repair Men.
Canada’s Best Piano Action for Musicians,

“MADE

IN

CANADAY
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While at the Exhibition

Visit the Greatest Musical Instrument
House in Canada

y Toronto for the world’s greatest annual Exhibition You

yme of Music will suggest many valuable hints to you and reveal

vi our ne
the wreatest musical instrument house in this country —ten floors, all music. Itowill

he mutual pleasure such a visit should afford

e WILLAMSSna 2

WINNIPEG CALGARY MONTREAL
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A Retailer’s Opinion. they  diseriminated  anfairly against Canadinn mads
A>|\|3|) by the donrnal regarding his expericnes with - planos As they get their patronage this conntry
Canadian and American made planos iy, Louis  being supported by prople whos livelihoods are carned
Ajello, of the Ajello Piano Co., o successinl Vancouver  hers why do they not have some sense ol patriotisim
firmn. the members of which seenred their experience and give the Canadian made plano the  position ol
England, said The Canadian manafacturer does not prominence on the platform when holding recitals, in
wake as cheap an instroment as the American Pl stead of nsing imported instriaments and heralding that
ot of labor is higher in Canada which helps to inercase Taet to every body Continuing, he said there ar
the cost,  We certainly think that the duty should he  instruments produced in this country From which just
paised against American planos on account of the lahor  as satisfactory vestlts conld be obtained and it is e
gquestion, at least to the same duty as the Ameriean cidedly shabby  treatment to the home manutaeturers
against the Canadian pranos which is 45 per cent who have done so mueh to Toster loeal musical institn
Careving the argument a little farther, the weter vhen  tions, to have thew instriments passed up an favor ol
on o husiness trip to England last summer, had the  Torcin makes. on oveasions when there is real advertis

opportunity to make comparisons with ol different  ing vl 1o he secured.””
wankes, and as you know, he has had a greal doal of ex Apropos of the foregoing it s noticeable that th
pericnec in prane making. With the high grad i Made-in-Canada propaganda has Been little heard ol
pitno the Canadian leads the werld.  This is ke during the past two oy theee years, 1t may b Dieeannise
statement or feeling towards ( anadian goods, but Trom Canadign manufacturers have heen so husy trying to
actual.comparison, the writer found that the well known keep up with their ever imercasing trade that they have
American firms seemed to follow one another in produ pot notieed the ratio at which imports of furniture, ol

powerful bass, to stich an ex
e,

was gquite false

ing o piano with a very

tont that the bass quite drowned the tr and inomany

cases of the hest known makes, the treble

in the high notes.  This fault was to he found in onl)
two eases of Canadian pianos ol we 11 known mak
Referving to the horizontal grand  pianos,  the
Furopean is far ahead of cither Canadian or American
When in London, the writer was able to make com
parisons of different pianos on the same floor,  The small
grands of American make were quite ontelassed hy the
English and German for quality and depth of tone. In

is not cqually

the Amg

halane

an, a8 in the uprights, the tone

1. having too much weight of tone in the hass

manufacturers 1

CfPhere is a strong tendency of
the United States to maks
sight of the fact that few houses in

Canada and a very  large

piano. They lose

deed, are large enough to take stieh a volume of ton
The demand is returning to the smaller piano, of rich
quality. This fact is conspicuons with the player prinos,
which ave far too powerful for ordinary houses.  This

to hoth Canadian and American players.”
Made in Canada.
ONSERVATORIES of music and other

Cn

of criticism on the part of

refers

institutions

ning in Canada, were the other day. subjects

A piano man who thought

of elothing. of jewelry and other commaodities

I

manufacturers in

footwear

have inereased would he interesting to know what
any line of husiness
that it

If the Canadian plano mann

proportion of the

when buying an article Tor personal use, insist

must he of domestic make

faeturer, for example, does not insist that his shoes shall
I

manufacturer

made in Canada, can he v asonably expeet the sho

should insist that his prano shall he made
in this conntry
Expect Big Talking Machine Trade.
OTHING short of a national ealamity can prevent
talking

machine business this coming fall season

being the greatest the Canadian trade has yet ex
perienced, Among many business men there is a feeling
that the money situation will not show signs of im
provement until well into next year.  On the other

hand there are just as many who can see no reason why
g up this antumn, unless
the crops of the entir country are a total failure, @

In the event of the tight
many people in every com

I
market for talking i

there should not be a loosemn

most improbabl catastrophi
market

who

money continuing
munity, would
or players, will be in the

otherwise puchasing pianos

hines

These cost so mueh less as to

of

justify many persons in

buying them as a matter ceonomy, for people will
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pay Tor amusement whether money is scaree or nof, @ s
witness the tonrist teaffic on bog wd treins, th
pulation at sunmer resorts, and the crowds that fock

to amusement pavks.  Having hought o talking wmachin

thas summer o Fall, instead of o plano or player, on th

grotd of ceonomy, the same persons ave still prospects
for the Latter insterament when money ¢ cirenlates
more freely Again, it conditions are sueh s fall thant
Prane teade reswmes its o normal condition, with  the

natural inevease, the talking waechive husiness connot |
otherwise than favorably affected, so that whatover 1he
outlook in other lines, there is eveoy feason o « spect a
hig trade in talking wachines, and dealers shonld P

pare accordingly

Extinction of the Retailer,
Dls« USNSING the velationship of vetailer and mann

tacturer ome o the latter class predicted  the
gradual but complete extinetion of the retaile It
may not he i ten years,” said i HOr in twenty years

but the vetailer is slowly but suvely foreing himself out
of business,  The manufacturces are not invading the

retail field hecause of cho but beeause they have no

alternative ailing 1o seeure satisfactory roprosenta
tion through other agencies, they are being foreed to
market their factory outputs themselves ™

This particular phase of the teade is one that has

received much consideration in the United Statos, as

well as i Canada, and it must be admitted that, with
oF course the usual notable exceptions, there is o serions
seareity of velinble, enterprising men available for the
retailing of musical instruments

The manufacturer quoted above cmphasized tio op
portunities tor profit in the retail husiness for the
right class of men, with an absence of the multiplicity
of detail that characterizes the production of the gonds
altogether apart from the business of fin neing. It s
true that young wen of character and  ability
cagerly songht by manufacturers, and it is doubtful if
manutacturers in any line are as liberal in their co
operation with their 4

geneies in the way of advertising
selling-helps, and evedit. There ave men in Canada 16
day in positions of comparative afluence, who give s
prano manufacturer eredit for having given them their
start. There are still others who got o foothold throngh
the generosity of some manufactarer, though unwilling
to acknowledge the fact. 1t is not 1o be supposed that th
manufactarer is prompted solely by wotives of philan
thropy. There must be adequate returns for him, and he
must transact business inoa manner that will prot
himself: nevertheless the anxiety of manufacturers to
have their instruments marketed is still a golden op
portunity for relinble and able young men to got into

the profitable and usetul business of retailing

8elling Out of Class.

RIC.\I,IZI.\(E the trath of the statement of the mann

facturers, quoted in the preceding paragraph, re
lative to the retailer foreing himself out of husiness, it
Is quite natural that his opinion of the reason should he
asked.  One of the chief reasons,”” he said, *‘is the
selling of instruments out of their elass, and while this
resolves itself into a point of absolute dishonesty, the
retailer probably does not intend to be dishonest.  For
example, a retailer opens up with our line, a high grade

I'RADES JOURNAL

onesand an time sieeeeds i building ap a good business.

e eventually reaches a point where he no longer necds

our assistanee i financing.  But instead of pelieving us

oF the necessity of taking care of him, he still uses our

eredit and his cash 1o purchase other ehe per instru
ments. These other cheaper makes have their place, and
are worth the price their makers got, bt are not worth
the price the dealer gets, and here is the vital point
Fheve can be no question about 1 mjury this is doing
legitimate husiness, by selling pianos or players out of
wiween th
Bigh - gvade and the cheaper make is not apparent, and

their elass.  To the consumer the differenc

s ot diffienlt matter to abuse his confidence to the

length of unloading on him an insteument for, say four

hundred dollars, that would he faiv value and give the
dealer a faie profit at two hundreed and fitty dollars
rement to warrant the
propheey, at the present time some members of the trads
prediet that evolution will hring the teade to a point
Where the manufacturer will fix the prices at whieh
mstroments of his production shall b tiled

Though there seems little encours

The 100', Salesman.

ALESMEN in the musie teades would do well to o
over and analyze this efficiency-producing counsel,
Which the salesmen of the National Cash Register Com
puny have had ealled to their attention:  The 1007,
sulesman—he’s the exceptional man.  He's the man who
hreaks away from the erowd —who sets his own il
who f

s the tingle of inereasing ambitions,  He's the
man who perseveres.  He wins his honors throngh in
dustey and strength of wind.  In business he does not
recognize the word “*Relax.”  He's the man who un
derstands team play He is willing to work with and

aind
that in helping others he is helping himself.  He does

for others, for e knows that co-operation rebonng

not confine himself to o rat

The Tundred Peveenter is o man of service, e
sells goods that help customers.  The more he sells the
more good he does,  His work is to hielp others and
advanee prosperity.  He is a man of vision, looking to
the better things of life and overcoming temptations
He believes in improving his mind and taking care of
his hody He spreads the rules of right living. The
Hundred Percenter is not a theorist.  His broad ex
teal mind, trained to think
practical things that this age needs.  He carr
hanner of progress

perience gives him a pry

w the

Heis anxious to know more, e loarns from ofhers
and spreads this knowledge throughout his community
He is not content with the view afforded merely by his
town or conntry—the world is his ficld. The Hundred
Peveenter is the mam on top—and he intends to keep on
top.  He is the man who sticks

Study enthusinsm—its canses and effects,

A man may have all the qualitios that go to make up
stecess—hmt unless he has the ability to enthuse, he
may not often command the sympathetic andience that
he secks. Enthusiasm is a big word. It means much in

modern husiness. It is the password that opens the

door of prosperity

No man can be enthusiastic unless he uses his brain,
takes care of his body and looks ahead. No man can he
enthusinstic unless he is a trae heliever in his inereasing
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flicien You n s 1 nthusiast
Fnt | i o Indiffere
o Enthusiasim springs from optimis
i mes Tro norat Non nh
thoug! | ! IN1ast I'l \
s no on People see throngh 1 it and
Contrary to some peopl heh ntl
n lots of noise and blust Fanthusia
pression ) sih " Non ! et
Iten 1l 1 enthusiast I'l m 1
all nthuse is tl 1" ho think regard
noise 1 makes I3 nthusiast Nt
Fight indifference.  Join 1l n who do thing
tl men hehind who ket Oper o
o' see other sueeessii 1 ey ong
Enthusiastic men want you to join them
to their erowd, 11 voure unenthusiastic and
they "I tarn o No mun
hle his mh al
matn
Yon n't ovawn ot I i progress
ne
Progress wants to meet the anan alive

Increased Mahogany Prices

is stated that the mercase an the

mahcgany is not due to an attempt on the part of th

veneer and lumber firms merely

it that operating conditions in different

producing seetions of the world are such tha

of the logs is greater—a condition which appa
no inmediate remedy
Another

pates. O

important factor as the

freight large mahogany lumber

turer in the South is said to have made the
that recent

steamship companies

freight rate advances, as anm
dirvectly

mahogany

inerease the «

the manufacture of lnmber hy a
thousand feet

Indirect Influence of Player Rolls

S it good business for a dealer

pianos not to stor k player music rolls?

tion was answered in the negative

retailer who, in talking over trade matters with a mem
like this

ber of this Journal’s stafl suid something

WIS

selling priee of

to inercase their profits
mahogany
t the cost

rently has

question ol oeean
manitae

statement

mneed
Xpense

hout $H

who features player
This ques

by an experienced

hy
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Suppose | 1 ki | ian
| ! 1% gets 1) sl
l | 0 1 ! Ater 1
(Y 1 1 \
Blank's up the street | s, N ning. witl
riend Brow ng ho wol el
I his Irie 1 Blank's tl
| roing to get | lozen Is that \ mt
I " N nd hears the rolls W \
Blank | ! t | N vesult one ol
Bland W wner or later soll that wan
I ¢opinn
I'he point ths ter emphasized was i b oatford
to | that influen i owork in Blank fuvon itl
out doing something inow own interests His con
] " as that 1t good poh to keep o stock of
rolls o nd. thus envouraging people tooconi and
keep on ning to your stoy nd i they hring in Friends
tl presented o golden opportunity time alter tin
“Too Easy Salesmen.’'
H| RE s thstanee of o selling experience from
the pen ¢, 0 Manni I have travelled for
quite o monher o ps and have generally been con
ry st sl commercial traveller ISut one
-
Ai n
R xhibit
nds. Toron

of my shortcomings, as | see it now after years ol ex
pervienee, s that | misjudged my customer's ability to
by, 1 was afraid 1 would overload m friends, and in
stend of striking a man for a 3000 ovder, 1 would
figure it out that he could not s halt that amount
I recall a number of instances wher 1 actually under

sold merchants and lost business for

0N CUS

of goods, spring delivery
cover later
sold him 4,000 worth right in my line!

he Joaded that merchant up so he

where | sold a well-rated merchant §

extraordinary effo

twice as mueh and now my

patronag

PI.‘HI:

statement that

recall

1.800 worth

myself, 1

What was my surprise to dis

that a competitor had sinee visited him and

In other words,
was obliged to make
s to unlond.  As a rvesult he sold
competitor has his exe lusive

The Knocker Knocked.

ABLY no

knocking the other

the knocker I'his
and only the othe

with  the
' and that

plano man will  disagree
every knock is a hoost
fellow is usnally more injurious to
hias heen proved over and over again

¢ day o Toronto salesman seenred a
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nh ] 1" (] ~ Knoeked s
| | ok ! Pposition 1" Mhat
' en i " ]
Lt 1 ! L 1 r sl
nist n o one | Vel it s and
| | ! | | principles 1|
! il L He seenred ol s
1 1 | M " 1o lis winon  in
i [ | o | roof the in
m " ! K Kin Vi don th ustoner
s inflie ! wind he satlosman mak
' 1 ' LITR nstrument | |
o g 1
Figuring Profits
MHUI RN retailin thods regquive that preotits shonld
aured on Hhe selling pric med not on 1l
sL, dis SO HUNIVerSE et I'h ) |
Men's Association tl ollowing .
arrect and incor thods
WY
Many | | Beca hoy figw profit
FHE RIGHT WAY
Exavr e
Expen 1 It I et
e R
| | [} it of LU v
v i
I | Sell |
R «
i
I [
Exj W Capital Loy
e | f \ ' Stk
|« [ B 1
i ¥ l
100 per cent Selling Pric
I c FExpense 25 per
et Profit 10 pe |
#h g ot I .
Divide €200 by 6 S3.0%
w0 Price made $3.08
K xpen 25 per ok of £3.08 equal
Profit 10 per cont, of %08 egquals 31
Co 65 per cont. of I8 equals 200
Selling 10 per cent equils 83,08
FHE WRONG WAY
Figruring it a 1. plus 10 per cent &2.70
sl i doan A 1 $2.001 o -
plns Expens
THAT'S WHY THEY FAl

Opportunities for Young Men.

fow lines of husiness that offer live young

TIII‘I:I..m
wen the opportunities that are fo I found in

Bright and eapable men
field

possibilities,  or

warketing pianos and players

e deterred from entering this heeanse they do

not  appreciate its they may have

ealiber of the

formed an erroncons impression of

which is not at all

class of men engaged in the business

unlikelv, in view of some of those now adorning it
withont eredit to themselves or the trade However
there is no Tine of business without undesirable peoplh
and the carnest man and sineere in the music trade
can he just as mueh respected in his community as can
anyv other merehant,  The amonnt ol « pital required
to open up in husiness in the event of at some date de

TRADES JOUERNAL
iring 1o do soo s probably another factor in keeping
- sival wen out of the trade, It i they knew
the records of many suecessii lers, they would |
surp I to learn of the numbers that have made then
stievess With no other capital at the commencement than
ility, honesty and determination to sueceed,  Capital
W this wature is worth more than cash to the aspiring
nerchant, in vie of the assistunee he can seenre in
mancing, The men who ave kept from the business
secof the hard work demanded by it are just the
lass of wen that it is well 1o keep ont, for the piane
husiness regquirves hard workers,  Tn this sense, howeves
tois by noomeans unigue, but the same energy and in
Higenee that would be vequired fo seeure suceess in
wher lines, will being greater returns  in the  piano
Iiisines The man who is suecceding, however, is nof
1l we who sat down and waited for the people to

ome and buy planos as they wonld hats or shirts, m
ven stoves. Very few people buy pianos or life in
sttranee s these commoditios must he sold to them, and

there is o vast differenee

Handling Talking Machines,

MEUSTC petailer who recently added o talking ma

A hine department, was influenced in his decision
Iy the nunher of persons who inguired at his store for
ords and machines. e had even been offered a piano

in part payment on o good talking wachine ontfit. The
prospective customer had a piane that nobody in th
onse conbd play Its value was not great, nor conld

alford to undertake a player piano, henee the talking

waehine, be vightly thonght, would solve the problom
ol his musical wants,  This is not mentioned with th
idea of showing that talking waehines are taking th
place ol pianes, Tor they are not Fovery home must
Bave o plano or an organ, As 1o the status of the talk
ing waehine, it s rapidly approaching the stage wher
it s eonsidered o necessity in the home, henee poople

ave inguiving for it and progressive mnsic dealors v

ot hesi‘ated to take it one Where they onee relfused
the line for fear of injured prestig they  are now
featuring it because of prestige thus inereased, and th
preofit there is in the ling
Mean Form of Competition

A RETALLER in oo cortain town tells of a wean form

of competition he has oceasionally o meet \
wonan customer e into his store the other dey and

asked Tor the priee of a sl and

heing told that it 10 e

cortiuin pieee of

wirs nts, said that an opposition

dealor only charged S35 cents Tor it

Why didn®t yvon by it there, then ™ the mer
chant asked

Pecause he didn't have any in stoek,”™ was the
roply

That reminds me" said the merchant to the eus
tomer, “of @ man who went into a shoe store and &
heing fitted with a pair of shoes, asked the priee

aidd e could et them 25 conts cheaper at another store

And when the merchant asked him why he had not
honght at the cheaper price the fellow said the other
denler did not have his size in stock,  Now, madam,”" con

tined 1l merehant, 1 ean always quote a lower price
than my competitor if T haven’t the goods in stock and

don’t have to sell at the price 1 quote,”
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THE PROBLEM OF THE 65- NOTE PLAYER
PIANO
By S. Fred Baulch

T||| reduest of ditor of this paper foran arti
on “What to do with the 65-Note Player Pano
started the writer thinking about the subiset,  The firm
with which the writer is identified fortunately never

featured the Gh-note player piano and having s

note players always, are not in the position of many who
wore pushing the sale of 65-note players for years, and
who now. sinee the standardization of BE-note musi
must find themselves under some obligation to relieye
the trouble they have led their patrons into by selling
them 63-note players, so that the writer's vid wpoint will
naturally be just a little different from those who have
heen selling 6h-note player pianos

Phat it is a problem in many other nes hesides
the piano business will e quite apparent (0 CVeryon
ie. what is to be done with machines and instruments
that have hecome obsolete and out-of-date I'he i
provement in antomobiles has sent many a machine 1o
the “serap heap.” and the writer s very much of th
opinion that somd sieh fate awaits the 65-note player

piano. 1t is true that these planos did play a certain

limited range of music fairly well but they were never
ax desivable as the 88note.  Then the improvements
Auto-traeker
and other deviees in all up-to-date players have wids 1l

sueh as the ©Theme * Auto-sustainer

old 63-note very mueh a hack number

Then the fact that 65-note musie is no longer heing
ent makes it impossible to assure the buyer that th

will he able to obtain a supply of up-to-date musi W
kuow of some cases where people who were not so playe
wise as their city cousins, heing sold Gh-note playe
pianos recently under the misrepresentation that they
were up-to-date, only to find out later when visitine
their city friends that they had been **gold-bricked

We submit that this is distinetly NOT the way to gl

vid of them, and to remake these pianos installing «

new SKnote up-to-date player mechanism is altogetho
too costly to be thought of . and we think that the only
fair way to do with them is to put them in good repair
and sell them for exactly what they are. at prices n
keeping with their real value, compared with the up-to
date player. No doubt there are a mumber of peopl
who would be very glad to buy even a 65-note player
piano with a limited supply of musie, if the price were

IRADES JOURNAL

nsterents accordingly

NAME GOODS

A United States trade paper \ Fum
Worker has discovered that pranos ar
and in this conneetion has tl following to "
pianG is in some senses a necessity. I otl i
tinetly a luxur) Phe piano is @ necessit the se
that everyvhody who can possibly huy one sonneror
does so It is a luxury m the sens that 1
question of a prano or Tood food would win the I
distinetion is not frivolous.  On 1 mitt n
consider the relation of advertising to the wi phane
husiness, wie e bound to sed that s 1 " !
Tmportane Ihe only way in which one ean s 1
high-priced goods these days is by persistent and
onceived advertising.  Pianos are " name-goo |
is to say. they depend Tor then saleability in th wiand
| Vet
« s |
N
' '
« I
upon the names which they hear.  igh grade pranos are
sold at high prices solely on this one quality s
useless to expeet that the retatler s own and 1
putation will suffice in the selling of high grade pianos
The maker’s name is all-important. The purehaser does
not say T want a piano of the highest grads to e suys

1 want a So-and-So piano,” which is a very different
thing,  For the eheaper and move thoroughly commer
cinl greades of pianos this rule does not hold good.  But
in the high grade instruments it is universal Now il 1s
quite obvious that it a dealer

wis o piano of vecognized

national reputation he need not take a great deal of

fime and ener

to exploit its merits,  The most im
portant thing is for him to let evervhody know that he
s that piano.  Then those who want that particula

instrument will come and get it. This does not mean

however. that there is no competition hetween pianos ol
the highest geades.  On the contrary, these instruments
are sold in the stiffest kind of competition, just as stifl’
as will he fonnd among the most populay grades, wher
price alone is the consideration.  But the manner and
mothod of advertising must be essentially different in

the two cases




CANADIAN

HINTS FOR THE YOUNG PIANO SALESMAN WHO
IS AMBITIOUS TO SUCCEED,

Th's article is by a
T the most suc

Toronto

fal in Canada

salesman, who is

not only in

volume of sales, but in sec ving and retaining the

customer’s confidence, and who knows pianos from

the lumber yard to the shipping room.

Tlll. old 1 sitlestmien are horn, not
it

NNy that

uilian

Iotind alter years of experience, to contain

i large measure of teatl Nevertheless there are hints
that a beginner may receive, whieh if kept in mind an
Followed, should help Bim to make overy new CXPeriene

aogain, and steadily develop bis gift for his own and his

cinployer’s henefit

The average beginner in piano selling looks to his
sitlesianager for assistunee, and ax o rule receives mueh
that is helpful, - At the same tine this help may only
result s s acquiring the talking points of a partienla

pranocor the knowledge of the methods of his partienla
really

Wider

ot This alome will not make him @ SUCCOSS

ful piano salesman, He st gain a knowledg

and develop a larger piano ontlook

I would
that |

st mention several requisite characteristies

Felivve 1o he necessary in the make up of a sue

cosstul pinno salesman, wnd for the possession of which

b st rely Lorg upon his own offorts

First, —he must know all pianos thoronghly, 13y
this I wmean he shonld disvegard no opportunity to know
all that can e dearned about instruments which  am

seldom met with in his partieular locality or connection

as well as all that are made Sup

Tor instane

or sold in his distriet
that he has the
atmine an old piano for exehange

likely differ in

new one he i

o opportunity to ex
This instrument will
from the

Here is an opportunity 1

SO s construction

part of
offering
wherein the

shonld gl nvestigate to aseertain new

coson of that

stEvment has improved upon the old by

difference. This seems simple enongh, but is so gener
ally overlooked, that 1 will venture the opinion, that
nearly half of all exchange values are placed without
even the Fromt panel of the old piano having been
moved. 1 have often reccived  veports from salesmen
wha could tell Tittle or nothing about a piano, exeept
that it should sell for %

Most salesmen have or can make opportunities to
Visit prano factories, and the value of  an  intimate

knowledge of factory conditions and processes cannot Ty

have visited,

workmen

Overs Lo In practically every factory |
I v hoth
and ready to explain

found xeentives and courteons
I the salesman does not assume
to know it all. and is not ashamed to ask questions for
hetraying ignovane

fear of hee will find most factory

men willing to enlighten him as to the reason why, ™’
for amy and every part of piano construetion

it o salesman should and can by reading and ob

servation, acquire many facts concerning the history and
development of the pianoforte: he can heeome familine
with the principles of acoustics, which underly the con
Not long ago, 1 ad
vised one of onr staff who was leaving for a holiday in
New York, to Metropolitan: Museum and pay
special attention there 1o the splendid collection of old

struction of all modern pianos

visit the

pianos, bavpsichords, ote many of whieh are hundreds

wesie
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of years old. He did so, and shortly after his return

firm in the

setout one evening to interview a diffieult prospect

prospeet had hoen on the list of nearly overs

city and was tived of piano men and the
felt

and so started 1o disenss t

ustal talking
that I
mteresting old
Tmpereoptibly he got th

points. This salesman reslizing this had a

W topie

steiments of the Museum

prospect s attention: from the start, and what is mor

nuportant, when they 1o a where the mod

rn
prano came under diseussion, he found he had his pros
confidence Eventually  he got  the

peetive buyver's

order, and though I would not elaim that this was solely
hecanse of this additional knowl«dge, | do know that as
surely as confidence is the foundation of sitlesimanship
Just as surely does the salesman establish that confidene
when e shows his prospeet that he studies his own husi
ness, g has at command o wide range of pianistic
Kknow ledg

Another
N to practice patienee and oftentimes to practice pa

hint which 1 would give a young salesian
when lack of conrtesy on
in mind that

the “prospect ™ is meeting other piano salesmen hesides

tienee by keeping his tomper

the part of a hayer ivvitates.  Always heat
seems to he favoring
you.  Meet the

I he is sincere though

yourself. and that often when he

vour competitor he is merely tosting
argument firmly but pleasantly
meorveet, and a logical thinking person, he should be
convineed by o elear and pleasant explanation of the
tra

faet that you keep your temper will make him like yon

faets, 1 he is sineere, but obtuse and obstinate the

hy conteast with the fellows who don’t.  For, remember
that for every sale which may be won by argument.
there are two secured by a winning personality and

confidence therein

Resoureefulness and adaptability are generally re
cognized as ontstanding qualities in the s
silesman with a record
that

ability to see every matter from the viewpoint of the

ssful piano
To the young salesman | would
suggest thies

qualities are acquired through an

prospective buyer,  One who has this faculty is able to

shape arguments and propositions aceeptably  to  the

The salesman

huyer. ping his viewpoint in mind
who habitually tries to put himself in the place of the
buyer seldom makes the mistake of selling a low priced
the and  finaneial
worth of the buyer are such that the purehase of a high

piano, when musical  appreciation
grade piano is possible, and morcover is the only pur
chase that will give that person lasting pleasure and
sutistaetion
There are undonbtedly many other hints which would
be appreciated by the young salesman who is ambitious,
Hgrey matter,”” at in the
he found  something of

and s desirons of using his

foregoing | trust there may

value

I ehurehyard an old man deep in thought sat on
a Hat tombstone. 1t had been raining, and all the trees
looked Fresh and green. A teamp, passing by, made a
remark on the weather: *“Grand morning.*’

Y es " said the old man

“dust the sort of weather to make things spring up,”’

said the tramp.
“Huash ! hash !
wives buried here.””

said the old man. ““I've got three
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in Canada

The Heaviest-Selling
Medium-Price Piano

The Sweet Toned ENNIS

This line of Pianos assures
absolute success for any man
with ordinary selling ability.
There is little territory left. You
had better write us for some
interesting information.

LIMITED

See them at Toronto Exhibition

THE WILLIAMS PIANO COMPANY

OSHAWA - - . CANADA
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Business Builders

The advertisements shown here are part
only, of the big advertising campaign now behind
the New Scale Williams Pianos and Players

These advertisements do three things well

1. Interest buyers, therefore make sales easier

2. Create prestige, therefore establish better
prices

Get high grade business, meaning better
terms

o
‘“.~~l ()
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Co-Operative Advertising

We cordially urge our dealers
to write us at once for information on
our new Co-operative Dealers’ Ad-
vertising Campaign. This has been
prepared withspecialreferencetothe
requirements of each dealer’s terri-
tory. Itis something new and is
being quickly taken advantage of

by successful dealers

Write to-day to Advertising Department

The Williams Piano Co., Limited
Head Office : OSHAWA, CANADA

« Behin
Pla

vd The
ayer
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These Two Devices Give

The Meister- Touch

“Most Human of all”

Great pianists like de Pachmann, Scharwenka
and Carreno—they have the meister touch
the genius and ability to get the much-talked-
of " singing tone " out of a piano.

To reproduce this tone is impossible on any
but the

As a counter-balance to your lack of profes-
sional training, the expression control in this
great instrument is designed to give the real
Meister- Touch.

The two opposing diaphragms shown in
illustration breathe the tone out like a singer

make the touch flexible and give the tone
shading and really human expression.  With
the Meister- touch you can emphasize any
note or chord, or the entire melody —-or only
the accompaniment,

We will make a generous allowance in

exchange for your old piano. 2D

The WILLIAMS PIANO COMPANY
LIMITED

OSHAWA - - -

ONTARIO

Dealers Everywhere.

T ¥

)
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0O

JOURNAL

|

The WILL

0s

IAMS PI

LIMITED

HAWA . .

AN

Recent
Player

Improvements

Of all the devices that are
used to reproduce the touch of
the human finger there is noth-
ing that has come under our
observation that is equal to the
Meister-Touch,
this Player.

embodied in

Of equal importance is the
Centre-Tracking Control, an
absolute preventive for rolls
getting out of alignment.

Thesedevices are patented
and used exclusively by the
Williams Piano Co., Ltd., and
should be of great interest to
piano dealers in general, who
are interested in the advance-
ment of player construction.

See It At The
Toronto Exhibition

O COMPANY

- CANADA
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THE IMPORTANCE OF ADVERTISING.

By Addison A. Pegg.
ONI‘I of the greatest selling foree
of any line of goods is adv
silent, unseen salesman, who trav

in the marketing
sing It is the
Is the whole world
over, and in the same manner that the salesman him
self reflects the character of the house he represents
8o does the advertising refleet the principles and ideals
(and particularly so in the piano business) of the ad
vertiser,

Therefore too wmueh importance cannot he
attached to the preparation of copy, for in addition to
the reflection of character, the purchasing of space is
expensive, and in order to get returns for the outlay,
what is said in that space has to produce results, or
Get the Business, which is the fundamental principle of
all advertising.  As far as possible there should he
three distinet features embodied in every ad.  First,
to ereate interest immediately, it is seen, hy the att
tiveness of the illustration (if there is one), border,
type, and general set up.  Second, convincing argn
ments as to the genuineness of the article advertised,
and third, a desire to possess, by stating the distinet ad
vantages to be derived through owning it.  While it is
impossible to bring out these points too strongly, yet,
the ohjeet in view is completely defeated if what is said
in the ed. is exaggerated. In no department of any
business is the importance of honesty more great, for
the only way to ereate and hold the confidence of the
public is by living up to your announcements in every
way.  The eriticism of the “Was and Now™ advertiser
in the piano business is justly deserved; it may he
productive of a few sales, but the inevitable result is,
loss of prestige, which is of far greater value than the
profit on the few sales made by it. It is safe to say
that the average dealer has no idea of the enormous
amount of money the manufacturer spends in creating
the demand for the piano he is selling. and  which
directly benefits him, Al this is cheerfully done, but
there are ways in which the dealer can make the adver
ng more telling, namely, in the judicions distribu
tion of alogues, booklets, and any matter which has
been furnished. It should not  he  forgotten  that
literature left on the shelves, or not  properly dis
tributed, is waste eiveulation, and therefore of no value,
Not only would this repay the dealer many times over,
but it would he doing justice to the manufacturer, who
had gone to the expense of supplying it.  In the opinion
of the writer it would be the part of wisdom for the
dealer to use the local weekly or hi-weekly more, as these
papers often reach prospective customers who seldom
read the large details.  These announcements could he
copied to a large extent from advertising done hy the
head office, who would also supply the electros which
might he needed.

In conclusion, there is one element which should not
be overlooked, as it is one of the most important of all,
for without it the most claborate campaign of advertis
ing must necessarily fail. This is Neredce. No husiness
can be snecessful without it.  Every eustomer or patron
has the right to demand courteous, honest treatment,
and to be met with a desire to serve, and it is just to the
extent of the serviee given that advertising will get
results, for all advertising can do is hring your custom-
ers to the store.  You must do the rest,
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THE PLACE OF CABINETS IN THE MUSIC
WAREROOMS.

By R. P. Newbigging.

E live in a time when old things are passing away,
and a hewilderment of new ideas ¢ nd methods
of work are heing pressed upon us.

Office work has heen revolutionized with loose-leaf
and card systems, typewriters, adding machines, dictat
ing machines, ete, all time savers for the men, The
women are looking for and demanding kitchen cabinets,
and gas and cleetrical appliances for cooking and iron-
ing, with fans to keep the rooms cool in warm weather,

More and more the dradgery of work is giving place
to machinery.  Work is becoming a pleasure instead of
a task, and humanity is getting time to look into the
hetter things of life,

In the musie line, too, time and labor-saving devices
have taken hold.  In the early days of the talking ma-
chine, it was a common sight to see stacks of records
piled one on top of the other, or promisenously scattered
over a table, sadly trying the patience of the operator,
and mueh to the detriment of the records. All kinds
of filing deviees were tried, and the record cabinet of
to-day is a gradual evolution, and a necessity to every
owner of a machine.  The new hornless machines of
small design lend themselves specially to the use of a
record cabinet, enhancing the appearance of hoth picces,
and making a complete machine.  All live dealers re-
cognize this point, and would not think of displaying a
machine withont a cabinet, therefore combination sales
are an every-day ocenrrence.  In some of the smaller
towns, one will still find dealers showing their machines
on o shelf or counter, en impossible way to display them
to advantage, when a few dollars invested in cabinets
would add 50 per cent. to the appearance of machines,
and more profit to the dealers.  We have often received
an order from a eity dealer to ship a eabinet to a private
address in a small town, where there are a couple of
alers, when the pleasure and profit of a sale might
have remained in their own town,

In the same way that the talking machine record
cabinet has become indispensable, so the player roll
cabinet has heen found a ne ty. It is mot an un-
usual thing to see an expensive piano littered with hoxes,
and when casually mentioning cabinets, we have heard
the remark, “Why, T did not know such things were
made.””

Player roll cabinets are going to be easy sellers in
the future. People who can afford to pay from $500.00
to $1.000.00 for a player piano will not balk very hard
at $15.00 or $35.00 for a cabinet, and every owner of a
piano must eventually have one,

A large number of music dealers are alive to the
cabinet proposition, and those who carry an assortment
are getting the business. To have just one cabinet on
the floor, that one may say, “Oh, yes, we earry them,”

does not show mueh faith or enthusiasm on the dealers’
part, and the customer’s lack of enthusiasm is hardly to
he wondered at, as the one in stock may not be at all
suitable to the room for which it is required, but not
having any choice, the wonld-be purchaser hies to an up-
to-date establishment, and verily, such advertising is not
good for one of these dealers, as it is a human weakness
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to talk of one’s possessions, and the women in the o
are good advertisers.

Pla,
almost any room to-day, and enterprising merchants are
pleasing their customers and adding to their  profits
when they hring new articles to their notice

ol cabinets can be had in designs suitable to

From our intima knowledge of the business, we
confidently  prediet a large and constantly inercasing
sile of player voll cabinets this fall and winter.  The

slowing-down of business this summer is weleomed by
most manufacturers as a breathing space, and will he
forgotten when the largest harvest Cansda has ever seen
hegins to voll into the market during the nest  thee
months, Canada bhelongs to the men of faith

GETTING FULL VALUE FROM THE WINDOW.
By a Traveller,

HERE seem to be a number of vetailers still doing

business who do not *“waste™

on their show windows.  One party told me it didn’t

pay in the average town to waste mueh time on window

In spite of such expressions of opinion, how

mineh time or thonght

dressing
the word used by the progressive houses in hoth
town and city is “invest,” eather than *waste, "

Knocking around as 1 am, perhaps a few remarks,
the result of observation, will he more in my line than
an attempt at anything technieal, and mayhe just as
hielpful

Plain, ordinary good taste is an important help in
ring a window display just as mueh as it figures in
many other things, 1 am veminded of
by an observant the trade
window display in a cortain Ontario city.  He said the
articles in the window were splendidly arranged
vonsisted of an - expensive art-finished piano, s %250
talking machine, o well-chosen seleetion of grand opera
records, and a few choice violing and small goods, all
To put on the
finishing tonches the window dressers had displayed a

comment made

memher of upon @ music

These

showing up to exeellent advantage

few sheets of musie, his choiee heing ©*The Devil's Rag."’
1 Just Back Reno™ “Gee! But 1 get lone
some on a Rainy Day.” and two or three other num
hers equally as fitting. w, | don’t ohject to a dis
play of popular music.”” added the party who was eit
ing this instance, ““hut everything in its pla When
it is high class goods, keep it high class in every detail
When it's to eall attention to popular songs, work yvour
space to that end for all it is worth.  But, don’t try to
mix oil and water.”’

Having
next step is to form some idea of the areangement to
be made. A retailer onee said to me, ** Before installing
any of my hetter displays, | always dreaw on paper a
plan of the hackground and floor space of my window,
and after drawing some design which 1 know can he
carried out with the matervials at hand, 1 procoed to
decide on a color seheme which wonld be most in keep
ing with the elass of goods to e displayed.  This last
feature is very essential to a good display. not only for
the artistic off of a good color combination, hut for
the advantage resulting from utilizing the refloction oh-
tainable from a light-colored  background. A light-
colored background is more attractive, displays the
goods more distinetly, and will not cause a reflection in

ded what goods arve to e displeyed, the

TRADES JOUKNAL

the glass of outside objects, as o dark hackgronnd will
do.”

With all ornamental picees completed and in place
and the extreme hackgronnd being given the desived
them
As this is what all previous work has heen lead
g up to, strictest attention should he given to details
at this stage of the work, as all previous work can he
not

color, the next step is the placing of the goc

selves

more or less spoiled by putting in too mueh  or
enough, or through the failure to keep a
effect theoughout the entive display, regardless in most

cases of the elass of goods installed

I s advisable to begin at the center, all designs 1o
be made of the goods themselves, and it frequently adds
to the appearanee of the window to have the central
design set forward from the line of the halanee of the
hackground, although this is to he governed mor
by the elass of goods displayed and by other conditions

After the installation of the goods, the next is price
the
Fails to make the display an actual finaneial suceess or
An artistic display withont
the goods being priced is more or less an advertisement,
but what the merchant to-day is looking for is ** present '
and direct vesults, which, in window trimming, are more

w or less

e presence or the absence of which makes or

failure, as the case may he

i evidenee with goods price-tagged than otherwise

The window card is a very important part of the
display A fresh eard should be put in every fresh
window trimmed, and should eall attention to the quality
of the goods, and tell why they are the kind which give
hest satisti Then, generally speaking, a price eard
should be put on every article on displav, and it should
be big enough so the figures are casily read

A salesman who takes a pride in keeping the front
windows fresh and atteactive, told me that the proper
colors for hand-painted show card work are undonbtedly
those s they have
no gloss and are not All oil and
varnish be avoided, as the very
srongly refloets light, and at some angles of view will
appear nearly white, and at

80,

on

known as

“water or freseo colors,

worbed by the eard
colors shonld gloss
others invisible, or nearly

It is sometimes advisable not to place price marks
on special pi unigque design or quality,
such as arve intended for the finest homds, the owners of
which do not consider pri

s or those of

inst their desires or

L]

wishes, a small card of deseription heing ample,

AN ORGAN RECITAL.
Aid Society it took
Mrs. Wiggins told of

At the meeting of the Ladies’
some time to get down to business,
her recent operation for appendicitis, and Mrs, iggins
and Mes. Biggins had renriniscences of similar experi
At last a lady vose to go. 1 thought,”” she ex
plained to her hostess in the hall, **that it was to he a
business meeting, but 1 find it is an organ recital.”
New York Times.

Cnees,

AN UNDERSTUDY.

Mrs. Crabshaw.—When the woman next
furned after being away a week, her hushand was mean
enough to say that he hadn’t missed her

Crabshaw.—I don’t suppose he did.  He had the
talking machine going all the time.—Judge.

door re
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IDEAL SERVICE IN THE TALKING MACHINE
SALESROOM.
By Lonis Jay Gerson
Pram an address hofore the National Associntion of Talking
Machine Johbors
TIII: talking machine section is divided up into three
divisions.  First, Liege exhibition voow for the ma
chine display : second, many private hearing rooms or
musie rooms, where unintereuptedly hoth the talker and
records ean be heard : thivd, record stoek rooms, wher

all bt cmployees are denied admission.  These stock
[

us serve as o storage place for records only, system
ativally arvenged for quick, efficient serviee,  These thre
divisions cover the essentials of the talking
husiness

maehing

We will now go into the details of the three divisions
minmed, and so divided 1o seeure for the customers the
highest class of serviee obtainable,  In the main exhibi
tion rooms the machines are set off to the g

greatest ad
Vanlage

Exery type is shown.  There are samples of cach
size and i every finish of wood.  The smaller sizes rest
on suitable cabinets of exelusive make and design, best
harmonizing and hest serving the purpose.  In this lavge

room, and appearing in a gliss e

re also shown the

necessary aceessories for talking machines,  Comfortabl
chairs and other furniture ave so distributed to take
away shop effeet that might otherwise e produe
the whele arr

ind
rement is made homelike and inviting,
so that visitors and eustomers may feel free to walk

around or seat themselves to listen to the playing of the
machines, and withont heing importuned hy overzealous
salesmen.  In this room records

e played on one wa
chine only at a time, and that merely for the purpose of
interesting the casual caller or prospective eustomer, at
least before they have actually indicated some interest
Playing vecords will also attract attention from persons
prssing to and fro from the adjacent anditorinm

The special soundproof or private music rooms sur
rounding this exhibition room were built to fully deserve
their name as “soundproof.”” A noisy hooth or musi
room s a great mistake.  Private music rooms are
signed to sorve one purpose, and that being to prevent
imterruption, and it is the best place to take prospective
Iyers of both records or machines.  This room should he
well plinmed and ventilated, also attractively furnished
and “eomfortable,”” giving customers a chanee of Iu
coming so interested that they will not notiee the lapse of
fhne

Certain records when played will have quicting in
fluences on the brains of the listeners, and this sy
chological fact cannot be duplicated in any other line of
handise

e

The prospective eustomer is given a record

alog to make his seleetions,  He should get what he
asks for, and this produ the very result that the
salesman desives. It produces immediate interest, and
stimulates the eustomer’s desive to possess the record as
well as the machine (if one is not already  owned).

bsolutely free from intereuption of vither people
adjoining playing machives, there is no reason why
the salesman eanmot quickly stimulate the necessary de-
cision to huy on the part of the enstomer.  Thus we have
the psyehology of the soundproof hooth
termed “salesproof,” and mean the same

It might he

TRADES JOURNAL

The Record Stock Room.
One o the most important funetions of the talking
rd
rds
with the view of giving the eustomer ideal serviee at all
hnes

waehine business is caveful stock keeping of the v

stock, and this embodies the systematizing of the ree

When you go into the vestaurant. for example, you
pick upoa bill of fare and order from it,  Now, to be
told by the waiter that he is out of everything exeept
roust heef and hash, you e i
tomer feels when he looks ove

voappreciate how a eus

a large catalog of records
which you hand to him for the purpose of making a
selection of what he desires to hear, and then after he
has made a list of what he desives to hear, you tell him
vou are very sorry, but “that and that' is out of stoek.
but you do have “soandso’ and “soandso.”’  Old
talking machine men may smile when they hear this. hut
isn't it so?  You may reply that it is very diffienlt to
maintain a complete record stock.  Well, 1 will admit
that it is hard, but T will deny that it is impossible
“The early bivd eannot always get the worms.” But
why “worms?™ 1f one cannot keep his stoek up to the
catalogue, change the eatalogue to conform with the
stock, This is a very simple matter, and can be aceom
plished by any typewriter Setter o vecord catalogue
like Elbert Hubbard'’s © Essay on Silence’ than Web
ster’s unabridged eatalogue, with all the sellers out of
stoek,  This all comes under the head of the ““stock
keeper,” and just as soon as you yourself hocome a had
stork keeper give that joh to someone else, and it will
pay yon tenfold.  Just think what vou lose when ten
customers ask for record No. so-

have it, and your competitor does !

wlso and you don’t

This can be avoided by careying o full sample de
monstrating set of records, exelusively for the purpose of
demonstrations, A striet injunetion should he put upon
the salespeaple that these records are not to e sold
This a1 Teast gives you the chanee of selling to the pros
pective eustomer who eon |

always have the opportunity «

any record, and you
" filling his order, provid
ing the cnstomer is willing to wait,  The very faet that
you did have the record and could play it for the eus
tomer, establishes and waintains the confidence that is
necessary to hold the customer’s future husiness

The word “service’™ is a broad term.  Bat **good
serviee™ s overy wide,  No rules are necessary, 1t is

simply o matter of common sense
Importance of the Sales Force.

The saying that “salesmen arve born and not made™’
is partienlarly teoe in the talking machine business.
The trouble with the average salesman is the likelihood
to go to extremes It is a very diffienlt matter to
graduate an efficient talking machine salesman hy giv
ing him a stockroom experience.  Talking machines are
not sold on their own merits.  No, siv. Tt is the pleasing
impressions: which the records played upon them pro-
duee. The salesman, therefore, must have n good fun
mental knowledge of the re

-
wid end hefore he hecomes

a real sueeess, The tastes of prospective huvers are so
much at variance that an insight to human  nature,
conpled with the knowledge of the right records to play.
is very necessary to produee a high average of salesman-
ship.

With the very hest salesmen there is a tendeney to
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k record business and to he rather short-spoken to

people who are more or less Tastidions in their

choice of records, and who apparently take a little mor
e

time than
thinks

salesman who handles a very

is necessary to seleet records

litthe

business in machines

foo wueh time for a very

feels more or less resentful with this class of patronag

It is quite natural, in fact, but as all kinds ol peopl
and every s of sale go to make up a suecessful busi
ness, 80 it is necessary for the salesman to overcome this

tendeney on his part, he he paid a salary or
checked this tendeney of
gating the business. By
on the
works out
chine

commission
I have sulesmen by segr
this one
the
record business along
I'he

sometimes wishes to

| have set of salesmen

records,  This

(n

machines and another set on
well for
not
son for this is that th

take advantage o

very ma

sales it is very practical partieular

customer

the salesman’s experience and know

ledge on records, particularly after having purchased a

machine.  As far os the general record business is con
cerned, a separate set of salespeople can have three or
four rooms apicee, personally looking after that many
customers at one and the same time With a machin
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mam nml

uty of soundproof rooms to handle the maxi

rof record customers at one time

oA stock of records to fully offset the eatalog pre

settod, wnd one Trom which the eustomer is to choose
6. U promise and perform™ delivery department
DEALERS SHOULD MEET
By Chas. Biehl, Galt
OF have given considerable time and attention to the
interest of the musie trade in general, and 1 feel
congratulations are due yonu from all my fellow dealers

Journal
dealor

read valuahl

What

thing e

who vour

the music wants is protection, some

hias heen eraving For for vears. Conditions hav

heen so unfavorable in the sheet music and pleyer roll
lines that immediate steps should be takon to rectify
matters

In my opinion no more opportune time could present

itsell than to have a meeting of the trade the second week

of the Toronto Exhibition, at some convenient place in
the City of Toronto An invi stion could be given to
the piano manufacturers exhibiting at the Exhibition
and all others diveetly or indireetly interested in the

The
Canadian National

Exhibition Grounds,

Toronto, from
Lake Ontari

customer, a salesman cannot leave the prospect for one  sale or manufacture of music or musical instruments

minute until after the sale is consummated.  If the  Many dealers go to Toronto during the Exhibition, and

salesperson waits on record customers at the same time at least an initial mecting could he held to diseuss mat

the sale of the machine is jeopardized. for should the  ters and eleet officers

customer deeide to “come again’ there may be quite a I will do all T ean to start the hall volling, and any

difference in the day’s cash receipts

Summary of Good Service Requirements
Shipment and delivery of the goods also constitutes
a very important part of the “service™ of an ideal talk
ing machine plant
made for an evening's entertainment and
has given considerable time to the
deliver will seriously

In many cases record purchases ar

as a customer

purchase, failure to

on time injure future business

relations with him

To briefly summarize the points above outlined and
which constitute good serviee in a modern talking ma
chine salesroom, T might itemize them as follows

1. Store located in hest retail section of the eity

salesrooms easy of

2. Retail talking machine
to street

0SS

preferably on street or ground floor

LoAn atteactive, complete exhibition of the full line

of machines

serviee | ean he to you to bring about this meeting, will

he eheerfully and unhesitatingly given

Bill Smith
to buy goods

to the
They were sent immediately, and reached
home before he did. When the hoxes were delivered,
Mrs. Smith, who was keeping  the uttered a
seream, seized a hatehed and hegan frantioally

a country store-keeper, went City

store
to open
e largest om

“What's the matter, Mandy
standers who had watched her in amazement
Pale and faint, Mrs. Smith pointed to an inseription
the hox. It read
Bl inside, "

" said one of the hy

A dittle hoy who
the Wanr

anyone help you put down the rebellion

had

his father talk
“Father, did

often heard

ahout Civil innocently :
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SHOULD CLERKS COLLECT ACCOUNTS®
By Arthur A. Frye, Saskatoon.

HE question very naturally presupposes o credit
business, and a credit business means .05
sundry charges and monthly accounts. While every
merchant wishes to do as much business as possible on
a cash basis, yet there will come a time when o vegular
customer or a comparative stranger will pl
such a position that *‘trusting’’ for a short time is well
nigh unavoidable. Again, competition on every hand
is 80 keen that a line of eredit is not infrequently used
by the individual and by the firm as a lever to seeme
business, and properly so, if trade thus obtained is
retained. But there lies the ernx of the whole situation
To sell is easy, but to colle there’s the rab-—to collect
and not leave a bad taste

Some there are who, when extending eredit, give
the impression that it is they who are being favored
Others in their anxiety, cautiousness—call it what youn
will—leave the applicant in a somewhat humiliated con
dition over the exposing of their private monetary af
fairs. But there is a line of temporary eredit typified
as “CLO.D."" which now and again runs into a sundry
charge, and even a monthly account, depending in the
main upon the salesman. There arve no office arvange
ments with an account started in this way.

Salesmen take orders from easual sequaintances on
the street, at the ¢lub or in the church, their friends or
relatives. The opening order is sceured at all events,
and, as a result of their aggressiveness, their tally at
close of day is figured in larger numbers, a souree of
pride and satisfaction to themselves

A sale is made, though by no means complete, and
the deliverer is presumably responsible for the cash
Here is just where 1 would make it a point to hold the
salesman and see to it that, in conjunction with driver,
he seenred the amount of the C.OD, o8 Iy were 1
cognizant of friendship existing between eustomer and
salesman

¢ you in

Sentiment in business has its uses and abuses too,
and quite often the C.ODs which turn out bad, hinge
upon something ultevior and removed — The sulutary
effect upon the salesman and the Dusiness in general
would more than counter
the one hand or loss of tir

inee any loss of trade on
s from store for collection
purposes on the other, and when it is up to them they
are not so free to hand one's goods over the counter
unless they feel sure that party is good.  Theoretically
we all know that (LO.D.’s are cash on delivery, bat it
does not always work out in practice.  Salesmen should
pick it up where it falls down

Sundry charges and regular accounts are so privi
leged beeause they have won the confidence of the office,
and upon no other grounds should they he permitted.
For their accounting the of "
and while methods of colleetion may vary the salesman
will have no part or lot in them.

In conclusion there is a distinet seience in salesman-
ship, but while the best accountant for any busines i
one who at some stage of the game sold goods himself,
80, too, the hest salesman is one who has had a hand in
collections.  The two phases of business are inter-
changeable, and wise is the head who emphasizes the
end from the beginning and lets his clerks hetimes *“try
it out.”

is wholly yonsible,

18
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RECLAIMING A SALE THAT IS LOST.
By E. C. Scythes.

TAD an experience a short time ago that | think is

worth relating.  One of our salesmen had seeured a
contract from a Miss D—a school teacher living in the
Town of M-—Sask. The ovder was accepted by the
house, and the piano shipped, the conditions were
that she was to return us the organ in the piano box,
and also to sign a note which our traveller had left with
her.  These notes did not eome to hand, although Mr
P, reported having called there during his absence, at
which time he ned from her mother that the piano
was quite satisfactory and she promised to speak to
her daughter about the notes.  Several weeks passed
without either notes or the organ coming to hand, and
the office wrote several times, but no reply

The balance, according to the terms of the contract,
was payable in two fall payments, so that no cash was
due on the sale, and the sale was not pressed, as no cash
was due, and the matter was not pressed as hard as it
should have been, and it was also left on the promise of
Mr. I, our traveller, to call there the fist time he was
up that way to look after the shipping of the organ
himself, when he was also to get the notes. The pay-
ment came due December last, and the usual noti
were sent the eustomer, to which no attention was paid
Several days after it fell due a further request was
made for payment and still no reply.  Several other re
quests were made from that time on at intervals of a
week or ten days, and in response to these, Miss . wrote
a letter stating that the piano was not satisfactory, and
stating that she did not intend to keep it, and had
written Mr. P. to that effect shortly after its delivery,
but that he had not had the courtesy to reply. We
wrote Mr. . to make a special effort to get matters ad-
justed, as we wanted the account paid or the piano re
possessed. It was several weeks before he got up into
that territory, and when he did he informed us that
Miss D. had married and gone to Regina, and he also
gave us the name of her hushand and recommended that
we place the matter with our solicitors for colleetion
We followed his advice and the account was with the
solicitors several months, They saw Miss D's hushand,
but reported that they could not make any progress, and
that he was very hostile towards us owing to the way his
wife had been treated hy Mr. P We a'so wrote our
agents at Regina and they took the matter up, and ad-
vised us that they thought we conld still get them to
aceept a piano from us, providing we gave them anot™er
style,  The writer was going to Regina, and decided to
take the matter up personally. T met Mr. B., the hus
band, and he informed me that they had no intenti n
whatever of fulfilling the terms of the contract, as the
piano was not satisfactory from the beginning. “*Well,
Mr, B 1 said, **1 know you need have nothing to do
with this matter unless yon want to, I know it is solely
vour wife's affair, and the contract was previous to your -
marriage, but 1 helieve you are interested in her affairs,
and 1 also believe if you were convineed that we
sold the piano in good faith and delivered it on the
terms of the contraet, thereby fulfilling our p-rt of the
agreement, that you would take an interest in assisting
her in any way that was necessary in order that she
might keep faith with us.”’

He said, ““if your piano had been satisfactory ther.

s
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The Exhibit of

DOMINION

PIANOS PLAYERS ORGANS
AT THE

CANADIAN NATIONAL EXHIBITION
Toronto, Aug. 23 to Sept. 8

will be larger and more artistic than any exhibit we have ever made.

When you see this display keep in mind that all instruments shown are
from regular stock and not specially prepared samples for Exhibition

purposes.

Manufacturers’ Building Canadian National Exhibition, Toronto, where “DOMINION lnstruments will be on
display Aug. 23 10 Sept 8.

Make it a Point to Visit the
Dominion Music Pavilion

The first to the left of the main entrance tothe Manufacturers’ Building.
Arrange to meet your friends and acquaintances at the *‘Dominion”

exhibit. A most cordial welcome awaits you,

Dominion Organ @ Piano Co.
LIMITED

Bowmanville, Canada
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would have heen no trouble, as that was the only ground
for complaint.” 1 asked him in what way it was not
satisfactory, and he said they had it examined by a
winsie tencher and she pronounced the tone as heing
harsh and disagrecable. 1 told him our experience with
wasicians bad proven to us that they were as a class

very diffieult to satisfy, beeause many of them were pre

judiced, while others were the paid agents of opposi
fion compaunies,  Now, | said, **Mr. B, we want to do
what is right, :nd it is the policy of our house to try
and satisty every customer, and we would willingly have
done so in this case, even it it had Leen necessary to ex
change the instrament, but we have had no inthmation

of any dissatisfaction until after the  payment

matured, and naturally the conclusion we eame to was

that this plea of dissatistaction was simply an excuse to
oking at this
from onr standpoint, does it look like a fair proposition

evade payment.  Now, 1 said, **Mr, BB

I you wanted to do what is fair and right would you
SWell,™ he seid, “when 1 oget ready
for a piano 1 will buy one from your house."" 1 suid

use us this way !

Me, B 1 could not get five conts on that promise rom
the bank
week full of promises from customers, but they are no

Our teavellers come in at the end of every

good 1o pay salaries or store rent, and 1 have never yot
met a1 wannfacturer who would aceept that as payment
for goods.  Further, our experience has shown us that
promises are dangerous things to count on in the piano
husiness, and that we could not adjust this matter on so
unpractical a hasis,  But il you want to buy a piano in

vour own name, and substitute your contract for the one

we hold, and we ean areange the terms satisfactorily we
will even agree to let vou come and make a selection of
another instenment, and although we would be ont the
interest on the money, for fifteen months on the former
instriment, which wonld now be second hand, and must
he sold at o discount, yet we would rather make the sae
vifice to satisfy you and settle the matter in an amieable

Wiy

He then replied, saying he wonld buy a piano from

s providing he could do so on his own price and on his
own terms, and 1 said, “Me, B, if you will buy a piano
from us. you will have to buy it at our price and on our
torms, We fix the selling price on our instraments.””
That one remark seemed to gain his confidence, e said,
i, and 1 owill bring

Mrs, 13, down, and if you have an instrament that suits,
Now, he said, what are
1 said, in making
a new deal onr allowanee wonld be twenty-five less than
formerly, because Mr, I had over-valued it He said
he would phone me ot 1215, and he did so exaetly on
the minate, and they came at two o’clock and selected a
Louis XV, at $500, and he gave me a cheek Tor $25.00,
and signed the contraet for $15.00 a month, for six
months, and then $25.00 a month afterwards, with in
terest at 8 per cent., and an allowanee for ; hiundred on
the organ, and he said he would agree to go down to
M and pack the other piano, and also the organ, and
veturn it to us, which he did as agreed ITe said,
Sy ou are firm with me, but 1 ean see you are a husiness
concern and that you are prepared to deal fair and
square, and that is all I want " There was no hantering

“Your proposition seems to b

we will probably make a deal

vou going to do regarding the organ

in price, and the new sale wis $75.00 hetter than the
old one, and the terms of the contract more satisfactory.
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This experience showed me that in case of trouble or
misunderstanding it pays te

o right to the foundation

¥

head yourself, and more can be accomplished in a few
minutes than in weeks of  corvespondence You can
usually do a great deal more yourself than solicitors can
do for you, so if you have any dissatisticd or complaining
customers, my adviee wonld be that you visit them per
sonally, it at all possible, and do so in a conciliatory
spirit, showing that you are willing to be fair, providing
they meet you on the same gronnd

The Violoncello.

By Ray G. Edwards
THI{ prevailing idea about the ‘eello is that it does
very well in a auartet, or trio, or in orchestra work,
bt that as a solo instenment it has no charm,  This

msider the

is very odd indeed, it you stop a moment to

violoneello for what it really is—just a big violin with a
hass voiee,  And as the violin is acknowledged by all to
he one of the greatest instruments for musical expres
sion, hy what manner of reasoning van one conelude that
the ‘eello is so very inferior!

o of the
violin in nearly every respeet, and its range of tone
quite a8 large and with the advantage of more variety
of timhre
foet hass voice

The resourees of the ‘eello are equal 1o the

In its lower registers it stands alone, a per
Beginning at the middle of the strings.
an octave from the open notes, we find the exact piteh
of the viola, while still higher in the thumb positions
the violin notes are

awehed, The range of the viola and
violin is also to be found in the easier positions of the
“ello, on the D and A strings, quite within the rench of
any young player
quartet of voices on the “eello

So we have the entive range of o

As to the supposed limited literature for the instra

ment, it seems to be limitless, at least so far as the possi

ime is con

hility of anyone's exhausting it in one
cerned. A by no means complete catalog of its literature
covers fifty pages in small type, of which one-half is a

list of solo music with piano accompiniment

Importance of the Harp.
By Annie Louise David.

HILE the harp is one of the most ancient instru

ments, it is only within the last few years, com
paratively, that it has come into prominence as a solo
instrument.  With the symphony orchestras it is used
only in o small way to add tone color and effectiveness
to the orchestrations. It is, however, an instrument,
whieh ean he easily adapted to concert, drawing-room or
churel, 1t lends itself to the singing voice as almost no
other instrument ean, and there are many  beantiful
compositions written for the instrument Many piano
classies can he readily used on the harp

The te
some respects it is more simple than the piano.  The
fingering for each hand is the same,  The
fingered alike, the only difference heing in the aceurate
adjustment of the seven pedals.  One can produce the
most wonderful enharmonic wets on the harp that
cannot be made on any other instrument. The simplest
melodies ave enjoyable on a harp when they would not
he tolerated on the piano.  While a fundamental piano
training is of valuable assistance to the study of any in
strument, it is not absolutely necessary to the harp.

mieal diffienltios ean soon e overcome,  In

ales are all
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“¥Nis Master’s Voice goods sell with pianog_ never against them ”

[ ] —

Che Best Xnown Crade

Your Fall Business

WILL REQUIRE
1. A Stock of Victor- Victrolas.
2. A Wide Range of Victor Records

O ROM this date on the records of the exclusive Victor Artists

£

will be heard in more Ontario homes, clubs, and public

o P
places than ever before.

These productions of the very highest rank cannot be heard to
better advantage than when played on a Victrola with the use of
Victor Needles,

The Berliner policy of an additional $50,000 for this next year's
advertising appropriation will help YOU.

Every style of Victrola from the 1V. at $20 to the XVI. at
$250 will help YOU.

The varied character of the Victor monthly record lists will
help YOU.

The Berliner booklets, selling helps, and window displays
will help YOU.
Are You Well Stocked ?
Order Early.

His Master’s Voice Gramophone Co.

Canada's Largest Exclusive Distri-
butors of Victor and Berliner Lines.

208 Adelaide St, West

Toronto

[[—!n]
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CAPITAL REQUIRED IN PIANO BUSINESS.
By W. P. Despard.
IE amount of eapital required in the piano busi
ness to do a certain volume of trade is one of the
serious problems that confronts the man about to os
tablish himself in this line. The problem is one equally
vital to the man or firm already established, and the
following paper by Mr. W. I Despard, now of Cobalt,
and formerly an accountant in the piano trade, will
prove of great value

In 1903 Chickering & Co. offered prizes for the hest
answer to a series of questions that grew out of sup
positious partnership being formed, and the consequent
necessity of knowing the amount of capital required
Mr. Despard, who was then an accountant with the
Williams Piano Co., received the first prize, and his
answers and expositions thereof, which were published
at that time, are here given in full.  His reply was
published under the nome de plume ““(anada.””

Jones is a piano man with several thousand dollars
saved; Jones is the man with the **experience,”” Smith
is the man with the “money.””  Now Jones and Smith
decide to go into the retail piano business, and Jones
invests his money in the establishment of the store, in a
stock of pianos, ete., ete. They figure to do a certain
amount of business on certain terms and under certain
conditions of expense, say as below :

In January they sell 5 pianos and replace with new
“ February “ 7 “ o i -

* March w5 8

“ April SRS

*“ May Ll

“ June o g " i o

“July iRty O b i

““ August £ 6 ke "

“ September 0 R

“© October Gl

*“ November * | I & “ "

“ December 16

120

They figure their expenses:
January & 800
February K80
March 920
April 1,000
May 1,000
June 920
July ; 760
August 840
September 920
October 1,400
November 1.320
December 1,240

Pianos cost $200 each on an average, and are honght
on six month’s time,

Pianos sell for $320 on an average, say each fifth
piano for cash, the others at $15 down and $10 a month.

Question 1. How much money should Smith put
in?

Question 2. Tf he put in 10,000, other conditions
being the same, then what should be the terms of the
time sales?

Question 3. If he puts in $20,000, then what terms
of time sales can they afford?
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Answer to Question 1. $21,060.00 ($8,760.00 the
first year, $11,640.00 the second year, and $660.00 the
third year

Auswer to Question 2
cach of 20 instalments

Answer to Question 3
each of 25 instalments

$15.00 cash and §15.00 in
#1500 cash and $12.40 in

The capital necessary to conduct a business must be
at least that wmount which will meet the deficit between
receipts and expenditure, so our first step is to ascertain
the receipts und expenditure for the instalment period
of this business (which is four years). The enclosed
statement No. 1 shows the monthly deficit between re
ceipts and expenditure and the total deficit to be $21,-
060,00, or the cash that must be supplied.

I pianos sell for $320.00 on an average, every fifth
one Tor cash, while the others are sold for $15.00 down
and $1000 a month, the selling price must be $300.00
for cash and $325.00 on time (payable $15.00 eash and
thirty-one instalments of $10.00—§325.00). Jones fur-
nishes the capital for stock, so that Smith has only the
purchased pianos to pay for at the end of six months.

QUESTION NoO. 2,

If Swith puts in $10,000.00, other conditions being
the same, then what should be the terms of time sales?
#15.00 cash and 20 instalments of $15.00 each—
§125.00.
¢ have found by statement No. 1 that the deficit

% 8,760 00
11,640 00

first year.
second year.

$20,400 00

660 00. third year.

$21,060 00

Now, it is quite evident that with $10,000.00 capital
we cannot meet the deficit of the first two years, $20,-
400,00, but will require $10,400.00 more ecapital, which
we must secure by increasing the instalments of these
two years. The instalments received the first two years,
as per statement No. 1, are 420 and 1572—1992; by in-
creasing these instalments $5.22 each we receive the ne-
cossary amount,

This would make the instalments $15.22, but the
nearest amount that would divide equally into $310.00
is #1550, so we must make the instalments twenty of
$15.50 each, which with one cash payment of $15.00—
$325.00. See statement No. 2.

QUESTION 3.

If Smith puts in $20,000.00, then what terms of
time sales can they afford?

$15.00 cash and 25 instalments of $1240 each equals
$325.00.

We have found by statement No. 1 that the deficit is

% 8,760 00..... o— % 3
11,640 00 .....8econd year.
660 00 third year.

$21,060 00
Now it is quite evident that with $20,000.00 capital
we eannot meet the deficit of the first three years,
namely, $21,060.00, but will require $1,060.00 more
capital, which we must secure by increasing the instal-
Instalments received the first

ments of these years.
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three years, as per statement No. 1, are 420 and
2670 46625 by inercasing these instalments cents
il we receive the necessary amount

This would mean instalments of $10.22, but  the

nearest amount that will devide equally into $310.00 is
$12 40, make the instalments 25 of 12,40
which with one cash payment of $15.00—§325.00

QUESTION No. 1.

Statement of Cash Receip

SO We must

TRADE

JOURNAL

SEE STATEMENT No,
the

i

Wi

ments are paid when due

hase answers on stipposition thy

not, of course
would be required
paid until the end of the instalment period
v ocash, 14

first

purchased had to he paid Tor i

capital would be necessary the Ve r

ts and Cash Expenditures.

it all instal

more capital

We also presume no dividends are

IF pianos
OO 00 more

How much money should Smith put in?

18t year 20 year
Cash  Time $5E Rt YE g KA AR I8 AR AW
Sales Sales AaZ % R - S € 20 - = A A0 AL-NE A
H
| - ‘
January 1300 4 1300604040 40 49| 40 40 40 40 40 40 40| 40 40| 40! 4ol 4o 4o ¥0 2
February 1 300 & 1950 gobo 6o 60 bo bO 60 6Ol GO 60 60 6O 6o 60 OO OO b
March 2 boo 6 1950 90 bu 60 6o 6 6o 6O 6O 00 6o 6o Lo o bo GO Lo}
\pril 2 oo 8 2000 120 8o 8o 8o So 8o So So Ko Mo No Ko oo €
May 2 boo 8 2000 120 8o So S0 So Su 8o %o Ko Ko Ko gn @
June 1| goo 7 105 70 70 70 70 70 70! 0| j0| 70/ K40 %
July 1 300 3 15 0/ 30 jo 3o 30 3o 0| 30 3bc =
Aupust | 300 § 50 50 50 50 30 5 50 50 900
September 2 boo © o bo bo 60 6o bo 6o bo GO bo ji0 £
October 41200 16 4o 160 160 160 160 166 160 160 160 160 16C 160 160 1GIC  »
November 3 9oo 1§ 150 150 150 150 160 150 150 150 18 ¥
December 41200 12 120 120 1 201 20 160 120 120 1440 =
R¢'prs st yr 24 7200 96 31200 Frigac
24 7200
R'¢'pisandyr
R'e'pts grd ye
R'¢'prs gth ye
120 §38400 $i12840 £24200
EXPENDITURY
Expenses $1.2000 $12000
Purchases GH00 4000
$21000
Deficit, §760 Deficit, Shoo
RECAPITULATION OF ABOVE
Cash Capital Required, $21000
Receipts 15t year and year 3rd year 4th year sth year oth year 7th year 8th yveur
$3000
18t year Cash sales (7200
Total, $38,400 lnstal. | Cash {1440 10080
Time Instal. | 420 4200 1152 [$11520 1008 frog8o 300 $3060
nd year Cash | Soyo
j20 4200 1152 11540 1098 10980 $3000
rd vear Cash  S6yo
420 4200 11§52 11520 10080
4th year Cash  Sbyo |
420 4200 11520 #1060
Total Tostal 420 $12840 1572 $aa00 2070 $35340 2070 $i8400  $i8400 $i8400 $i8400
QUESTION No. 3
Capital, $20,000
Receipis ISt year and year 3rd yo 41l year
[ Cash Sales
It year “ Instal. ™| f200
| Time Instal. 420 | 11440
5208 1152 $14284 So 816 $i10118 g0 F] 148 Bo
and year { Cash Nojo
{ 420 5208 14284 So 816 10118 40
| 8640
3rd year ., 5208 14284 So
8040
4th year. ... 5208
420 | 1,848 1572 | 28132 B0 2388 '$38252 20 2400 8400
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Answer : $21,060.  (The first year, $8,760. Second year, $11,640. Third year, $660.)

Terms of Sale, $325, payable $15 Cash and 31 Instalments of $10 each : or $300 Cash.

jrd year gth year sth yeoth yrgth yr

. £ B u P “ &l y
] v g e ¥ H % Fiely £
: z 7} G 7 C : TR A& e&0RR .
10 40 40 49 40 40 40 40 20 o
: 60 63 63 6) 60 60 6o 6o 6O 540 &
| 62 69 60 67 60 63 6o Lo 6o O 600~
" %2 %) S0 %0 Bo Ho So S0 So 8o So S0 = <
%) 8» 87 S0 o8 So 8o 80 8o So Ko So  gho " 7
70 70 70 79 70 70 79 70 70 70 79/ 70 840 E|| 70 ;
y 30 30 30 30 30 3o 30 30 jo jo 3o jo 3bo =}| jo 30 ,
{ 50 32 50 §7 50 50 50! 50 50 50 §0 50 woo || 50 50 50 &
’ 80 63 0o 63 60 6 60 60 60 60 6ol 6o 720 El| b0 6o 6o 6o £
150 15016 163 463 160 160 160 160 160160160 1920 g | 160 160 100 160 160 -
i 150 150150 150 150 150 150150 150 1501501150 1800 E} | 150150 150150150 150 €
| 1201 2011 201120120820 120 130 1 20/1 201 20{130| 1440 =1|120120 120120110 420120
1 10080 $ 3000
#3000
11520 10080 og¥o §300
13840 11520 11520 tog8o $3000
12540 12840 115200 10980 $j000
12840 11520 10980
$a8400 $38400 12840 11820
$35340 #8400 12840
$18400
$12000 12000 12000 120000 12000
24000 24000 24000 24000 24000
$ 3000 & 30000 § 16000 § 36000 $16000 § 36000
Deficit, & too Surplus $2y0n $2q00 fago0 fagoo
RECEIPTS AND EXPENDITURE
Instalment period 31 Instalments of $10, and $15 Cash.
Expenditure I8t year I year 4th year sth year Oth year 7th year Sth year
Expenses $12000 $12000 $1 2000
Purchases Qboo 24000 23000
$210600 £30000 $30000 36000 $ 16000 S 30000 $ 30000
ist Vear Deficit $ 8700 Def. $110640 Def. $u60 Sur. $2400 $2400 $2400 $24000
and i 11640
ard o 660
Total Deficit $2i060  Which must be supplied from capital
B With $21060 Capital we must have 31 instalments of $10 and one Cash payment of $15, or $325 for cvery piano sold on time.
Receipts and Expenditures
25 Instalments of $12.40 and Cash Payment of $15 $325.
Expenditure 15t year and year ard year 4th year
Expenees. oou.oress $12000 $12000 $12000 $12000
Purchases . 9hoo 24000 24000 24000
$21600 $ 36000 $30000 $36000 i
Deficit $: Deficit $8867 20  Surplus $2250 20 $ 2400
w8867 20

Total Deficit $16619.20 to be supplied from capital.

For Question No. 2 see next page.
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QUESTION No.

If Smith puts in $10,000, other conditions being the same, then what should be the Terms of Time Sales?
ANSWER- $I5 Cash and 20 Instalments of $15.50 each, or $300 Cash,

DEMONSTRATION. Detailed Cash Receipts and Expenditure.
Cash $15.00 $310 in $15.50 Instalments. Present Value $285.00 and $15.00 Cash— $300.

2.

i Bk and Vear I
| D ¢85 ¥/ Bz | 3| % IERFRERR AR BE !
Sales | Sales XA 2 < ' & 0 2 |R i1 | | |8 | 2|2 ‘
January 1 300, 4 130060b262 b2 Ga b2 b2 62 b2 62 62 br 1042 62 b2 62 62 62 |62 62 -~ 1)
February | 1 3ool © 1950 gog3 93 93 93 93 93 93 93 93 93 1320 93 93 93 93 93 93 93 s [
March 2 boo 6 1950 90 93 93 93 93 a3 a3 a3 93 93 1527 z o 93 93 93 91 93 93 1
April 2 6oo| 8 2000 1aonaqlagiag 124 124 124 124 1712 S1ag flag 124 14 ' 134 fiag 2
May 2 boo, 8 2000 120124124 124 124 124 12 1588 R 124 124 134 124 124 124 B
June 1 300 7 2275 105 108 50108 §o108 §0 108 0108 s0108 50 1056 g o8 50108 50108 50108 50108 50108 50108 50 2
July 1 300 3 97§ 3 JO 50 46 50 46 50 40 50 40 50 §77.50 v 40 50 46 50 46 50 46 50 46 50| 46 50| 46 50°2
August ... 1| 3Joo, § 1625 75 77 §0 77 50 77 50 77 50 ©Bg % 77 50 77 50 77 50| 77 §0 77 50/ 77 50 77 S0 §
September 2 boo 6 1950 w |91 93 |93 1969 !~ o3 lo3 |93 |93 lo3 |93 o3 @
October...| 41200/ 16 5200 0 48 g8 1930 F 248 (298 [agB (248 g8 |28 |agB
November| 3 goo 15 4875 25 232 50 1357.50 % 232 §0232 50232 50232 §0232 §0(232 50232 50
Decemb 41200 12/ 3900 180 1380 = 186 i86 186 186 186 186 186
247200 96 31200 $15150.00
24 7200
Rec. istyr 120838400
Rec.and yr
Rec,jrd yr
$15150
jrd Year
“ s v 4 Y e £ H v - 1 > MEwk Y
g Y - > v & - B < 3 v 0 3
< | & |0 %2 & S w | ® < | =2 | A |2 |€d0zfE
b2 02 -
=| 93 9 |93 | 4
gl o 93 a3 03 . “
224 rag rag 12y 24 ) P
8| 134 124 124 124 124 KILEN g
E | 108 50108 50108 50108 50108 50 ” | 108 50108 50 -
£ 46 50 46 50 46 S 50 46 50 T | 46 50 46 50 46 50 e
w 775077877 §o 77 50 " 77 50 77 50 77 50 77 50 L
2 93 a3 63 93 Kl 93 93 93 93 -
€ 248 (248 g8 48 ] 248 48 248 248 a8 .;
T 232 232 50232 50232 50232 50 = §0232 50232 50232 50232 50232 50232 50 4
G 186 iB6 186 8o 186 86 186 186 1B6 186 186 180 =
$17301 #5859
15150 17391
15150
$32441 $38400
Receipts and Expenditure.
20 Instalments of $15.50 and | Payment of $15.00 Cash, $325.00. Capital required, $10,000
Receipts Instalment Period Expenditure Instalment Period
ist Year | 2d Year | 3d Year 4d Vear 3 1st Year | 2d Year | 3d Year | 4th Year [ JtB
3 Year ’ 4 | Year
Cash In't In't In't | |
Sales | 7200 Expen. 12000 11000 12000 |
Cash + Purch's gboo 24000 | 24000
Instal I 1400 — — e f— | — —|
| Time $21600 $3460  [$36000 $ 36000/$ 36000
i1st YearInstal. 420 65101122817301 378 $5850 \ |
andYear, Ch 8640 Det.| $6450 Def. $36000Sur.| $2400
3rd Year| 420 65101122 17390 378 $5850 3469 |
Ch 8640
420 65101122 17300 $9919 To be supplied from Capital.

20815150 1542832541 1920838400

With $10,050 Capital we must have

$18400838 100

) instalments of $15.50 and 1 Cash Payment of $15.00 to meet Expenditure over Purchases.
(See detailed statement attached)
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WINNIPEG LETTER.

OCALLY nobody is denying that business is quiet
and money is searce.  Nobody « ntertains other than

a hopeful opinion of the outcome, especially in view of
the immense erops that are maturing, and are in many
sections being  suceessfully harvested,  Speaking  of
Wostern conditions, a member of the trade here, who

has boen in close touch with them for a number of

years, sizes up the situation as follows:—** A tightening
up, such as we are experiencing at the present time, will
bring reforms that cannot he seenred in any other way
When everything is sailing along at sky level prosperity
people are inelined to be altogether too reckless in un
dertaking obligations, both in and out of their business
They are inclined to take a chance, as it were, helieving
that before the next payment comes due that they will
turn over a picce of property, or sell something that
will enable them to take care of the other payme nts, or
probubly they will be reli
transfer to somehody else, giving them a very nee
profit, and this is truly the case when real estate 1s
active and business generally good, and money casy

od of it altogether hy a

But when things tighten up the buyers become scare
andd they find that instead of making the turn they ex
pected they have to come throngh with the payments
and many of them have to do a lot of wiggling to do it
It further teaches them the true values of what they
hold, heeause if they were foreed to realize under exist
ing conditions, they would find that much of the profit
that they had  anticipated would disappear.  The
stringency is also having the effect of weeding out a
Jot of the non-producers, and they are the class that we
want to get rid of in Western Canada. 1 do not con
sider that there is anything alarming in the present
situation, in fact 1 think those who have most at stake
should look upon it with a great deal of satisfaction,
and those who know the re uperative  power of the
Wost eertainly do so. 1 was very much impressed with
this point during 1907 and 1908 Western people are
naturally optimistic.  They have an abundance of faith
in the future of the country, and they know what it will
produce, and they know that just as surely as we have
seasons of depression, that we will again have seasons of
presperity, and | prediet that when world wide financial
conditions again assume i ormal proportions, Western
Canada  will quickly demonstrate its v uperative
power. It cannot help doing so with such tile soil,
s 1 an abundance of naturcl resources, such indus
trions and progressive people, to say nothing of the
heavy influx of immigration that continually pouring
in, bringing with it millions of dollars annually, and
hundreds of thousands of men and women, who rapidly
hecome producers.”

Mr. Jas. J. Gonrlay, of Edmonton, who is an en-
thusiastic talking machine and musical instrument
denler of that city, was a visitor to Winnipeg during
Exhibition week, He has recently returned from a trip,
for the benefit of his health, to the coast eities in the
. S.. and is better satisfied than ever with his Cana-
dinn loeation. He states prospects were ne hetter,
and he looks for an exceptionally busy fall.

R. Robinson of Broadview, was an Exhibition visitor
who is an enthusiastic horseman, and took special in
terest in that part of the fair. He states the money

[ ————
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stringeney has been felt in the music tra le in his lo
cality, but prospeets are first class, and the temporary
shortage is more likely to prove a heuefit than other
WINe

The R, 8. Williams & Sons Co. report a large number
of denlers ealled on them during Exhibition week, and

the general feeling is on of great optimism for the

halance of the year, and no set back in the music busi

ness is looked for on account of the present money

situation his firm reports that business is we!l up to
the average, with collections fair for this season of the
vear. and the loeal management is optimistic as to the
benefits that will result from this vear's harvest

Mr. Fred Bull, President of The Williams Piano C'o.,
Ltd.. and Mr. L. €. Cassels, Treasurer, were visitors to
Winnipeg during the Winnipeg Exhibition week

Mr S Jost. manager of the Doherty Piano Co.'s
Calgary branch, visited Winnipeg during Exhibition
werk

Mr. Biges, Western manager of the Mason & Risch
Co.. has just returned from the South Mr. Biggs re

ports collections to be coming in more freely and busi
ness fair for this time of the year

Mr. BE. . Seythes, Western manager of the Wil
linms Piano Co. has just returned from a trip to the
Const. visiting most of the principal points hetween
Winnipeg and Victoria, e states that while the effect
of the financial situation is apparent at all points,
everyhody is hopeful, and the impression prevails amons
successful business men that there will be a quickening
of trade in all legitimate lines, just as soon @8 the wo

money market hecomes normal Speaking  of  piano
wde. Mr. Sevthes said, **1 found that most of the
ders are complaining of the shortage of business

Colleetions in the cities did not appear to be as bad as
one would expeet, but among the farmers money is more
searce. so that the whole attention is centred on this
Ve

s erop, which looks most favorable at the present
time,”’

Mr. D. S Cluff, general manager of the Doherty
Piano Co.. visited Winnipeg during the Fair, and snent
a great deal of his time with their exhibit.  They
showed their entire ri

go of pianos, including all their
new styles.  Their exhibit also included a display of
Edison phonographs,  Mr Stanwood, Western manager
for this firm. just recently returned from a visit to a
number of eastern centres

The Winnipeg Piano Co., who had a display at the
Exhibition, report that some good sales were closed, al
thongh the attendance was smaller than usual.  This,
however, they thought was some advantage, in that it
is diffienlt to do business with erowds hesieging the
stand.  Mr. Smith, of this firm, who just recently re-
turned from a flying trip West, where he reports good
crop prospeets, has taken his family to Guelph, where
they will be present during the Old Boys’ Re-union in
that city. The firm's pianist, Miss Maleolm, is leaving for
the east. where she will play for the Sherlock-Manning
Piano & Organ Co., at Toronto and London Exhibitions

The Kurn-Morris Piano Co. exhibited at the Bran
don Fair. and announee a number of sales of piancs
Mr. Merrill attended the Fair, and speaks highly of the
fine exhibits of stock, ete

(Continued on page 73).
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It takes a combination of
things to make your business
profitable. It takes a combi-
nation of qualities to make a
phonograph record perfect.

But in order to make a perfect record profi-
table for you to handle there must be a real
business organization behind it.

We refer to the Edison organization. Edison
skill, Edison honesty and Edison progressive
methods have put the

EDISON
Blue Amberol Record

over as the biggest factor in the phonograph
business today.

Add your selling energy and this long-playing,
sweet toned, wear-resisting Record will be the
biggest factor in your business. Ask your jobber. i

THOMAS A. EDISON, Inc., 103 Lakeside Ave.
Orange, N.J.

| IS ———
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Y our customers’ opinionsare mould-
ed by your own enthusiasm. Every
display and effort you make in boost-
ing the

- Edison Blue Amberol

creates a prejudice in your favor.

e

It's so easy to hammer away on the talking points of this record
its beauty of tone, its practically unbreakable construction,
its four minute playing and its wearing strength that the

customer who reads or hears cannot fail to be convinced.

The Blue Amberol is reaching a goal of success that has
never been equalled in the phonograph business. It is reaching
it on its merits, and it's up to you to cash in on them. Don't 1
wait till later. Stock up and get after the business right off. '

Your jobber knows all aboutit. ~ Ask him.

THOMAS A. EDISON, Inc., 103 LAKESIDE AVENUE

ORANGE, N.J.
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His Master’'s Voice Service For The West.

All designs of Victor-Victrolas, the complete
catalogue of Victor Records, and all
supplies stocked at Winnipeg.

In speaking of the
neccessary attitude
to win permanent

His Master's All orders are
Voice goods are success shipped the same
in demand every Clarence M. Woolley says *‘They must sac- day as they are

rifice the tendency to let mere system run a busi- .
month of the year. gl i i By e received.
ness. Mere System—that is just what has been
avoided in the distribution of His Master's Voice
goods. What we offer dealers in the Western
Provinces is not merely the shipment of goods
promptly from Winnipeg—of course we'll do that
“but in addition that personal, effective, every-
hour-of-every-day co-operation that accomplishes
things.
Al orders are Our various selling helps are at yourdisposal They sell

to assist you in retailing every style of Victrola
from $20 to $250 as also the records by Victor
day as they are artists somuch in demand by Canada's music-loving never
people.

shipped the same with pianos

received. against them.

Western Gramophone Company

Exclusive distributers in the West
for His Master's Voice Products

171 James St. - - Winnipeg

Mr. Western Dealer,—will the fact
of this real service at your command mean a
whole lot to your talking machine business from now on?

It Certainly Will, If—You’ll Let It
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The Western Gram-o-phone Co, who a distributors

o page 69

of **Mis Master's Voice'™ lines, are prepari for a
heavy fall teade, and their adviee 1o« rsois o gt
their orders plaeed at onee Tor full.  Having inomind
the shortage of goods lust year, extra efforts have heen
wade by the Berliner Gramophone Co.at Montreal, to
wot large stocks of records and instrments abicad Tor
their disteibutors.  The  factory  capaeity Nias  been

doubled, and extra warchouse spaee has heen seeured
bt with all their efforts it is difienlt to estimat and
provide for the trade of the entir conntry,  The T
tory serviee of Western Gram-o-phone Co. s om that
Western dealers appreciate

Fowler & Co. report husiness looking hettey and
colleetions improving : having reveived o liorge shipment
of Willis goods this week to supply their inereasivg
trade Mr, Fowler is still away from the eity on account
of sickness, and does not seem 1o he improving very fast
Me. A, . Wonderlick is i
abhsene

The 4. 4, 1, Mebean Co., Lt had
pianos, pliyers and Vietrolas at the Brandon  Fair
which was held on July 152

This firm had a space of 24 Teet squar Mr, Kelly

wing the business in his

v fine exhibit of

in the new fair building

who his retirned from the East, visited the Brandon
Fair

Mr. Norman Lindsay. of the Lindsay Piano Co

spent a fow days at the comp at Sewell, Man., and had
a very plessant time.  Mr. Lindsay veports woodd cash
business during the months of June and July and
colleetions to be coming along nicely

Phe manner in which business keeps up with Whaley
Royee & Co.’s loeal hraneh is not indicative of a serions
financial stringeney, and Mr. Smith anticipates an ex
coptionally — brisk  fall trade  Tor  their  numerous
specinltios

Mr. Fiteh, man

son phonographs, has just veturned froma three months’

v of Babson Bros. dealers in Edi

trip-to the Coast, from which he and his family dervived
mueh benefit,  Mr. Fiteh spent o most pleasant i
fishing, bear hunting, ete

Mr, 19, 1. Weay, proprictor of Wray s Music Store,
left July 22, for a month’s visit 1o

ronto and New

York, where he will combine Tusiness with  pleasure
Mr, Weay, like a number of other sheet musie men is
strongly in favor of a Canadian organization of the sheet
musie trade

The

to he improving in their new location on Main and Gra

Fucker Piano & Musie Co., Ltd, report husiness
ham Sts. a number of sales of  player  pianos heing
closed reeently. A runabout has heen purel ased by this
firm. which no donbt will prove to he an usset in help
ing sales along. In speaking of the gramophone husi
ness, Mr, Tueker tells your correspondent that they have
found it mecessary to restriet credit to customers on
phonographs

Mr. I Culverwell, who recently came from Ea
land to take the management of J. 0. TL MeLean Co.’s
small goods and sheet music department,  has  heen
hrought up in the musie husiness When he was a young

lad he spent considerable time with his hrother, who
Bas # musie business in the west end of London. Sub
sequently Mr. Calverwell was appre nticed with J. B

———— i
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Cramer & Co., of London, then became conneet A |

somie important firms including Messes. Morvley Phil'ips
of Bromley, Kent, where e was manag ml bu
ferly as o plono and pianola salesman | ith

Ovchesteelle Co, of Acolin Hall, Londm

had e exeellent opportunity to gain valual

tion in the principles of demonsteating, and

ANOTHER RETAIL STORE IN OTTAWA
Martin-Orme Piano Co. Open Retail Warerooms

Ottawa's Piano Row is to b eiday

Martin-Opeme Piano Coo ol that aty, have

enter the retail trade, and have taken the handsome and
commodious store on the north side of Sparks Strect
one door west of the John Raper Pivno Co Thowgh the
Martin-Ovme firm will not open ap in their retail stor
until September fiest, they have alreeady commeneed
This branch of the husi
noss is being loaked atter by Mr. Frank Orme and My
oD, Ball, both vecently on the stafl of €W, Lindsa

Lade, whieh firm formerly controlled the loeal Martin

tailing from their own factory

Orme ageney.  These gentlemen are most - Tavora®|
known loeally, where they have wide conneetions el
they have undertaken the vetailing of Martin-Orme lines
with mueh enthusiasm

To hranch out in the retail trade, and also t ovide

fh

for an enlarged wholesale trade, the capital st

Martin-Ovme Piano has heen inereased fo $200,000
The directorate of the company remains with Mr, Owair
Martin, president ;. Mreo Geo, Lo Orme, vie president
and Mr. Matthew Ovine, seeretary-treasurer,  Sinee th
business was  esteblished by Mre. Marting who s
thoroughly practical in every braneh of piano Iilding
and tone produetion, the Martin-Orug firm s vecord has
Been one of progress and suceess, and notwithstanding
the hiblical propheey concerning a prophet’s honor i
his  own country, Martin-Ovme instraments have a
favorable reputation loeally, as well as in other parts
of Canada

FULL OF INFORMATION.

An atteactively gotten up and profusely illustrated
120-page catalogne has vonched us from  the supply
house of G, F. Baker & Co ., of London, England. This
text hook contains valuable details vegarding a very

complete list of prano, o

gan and player piano sundries
in which this firm specializes, as announeed in thei
teade advertisement on another page

The deseriptions inelude piano trollies. planoe player

piano, ovgan, pipe organ tools, machinery. tuner ‘s kits
iron framoes, musie wire, eastors, piano lamps, prnels
monldings, stock covers for sheet music and many other

lines of interest
Messes, Baker & Co. eall special attontion to the an
dermentioned Tines that they themselves tove introdueed
and which they state cannot  he obit I elsewher
Perfeeta® Brushing Brooeh for the use o action me

ers: CGrippa"T key cramps, ¢

f interest to renaivers of

0 kevs: micrometer gavge s vellum hing
ing tongs: “Adhesit.,”” a liguid gliecement Cella
hrite a polish for colluloid and ivory kevs: * Novelty
Slip™ grip eramp and Bake r's  Perfe

plano and o

Yentting pliers
Any honafide dealer, vepaiver or manafaeturer way
obtain the Baker list upon request
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MAGNETS .

That Attract Buyers

are the stamp of pianos and players that you need as a basis

for your fall trade.  Willis instruments are all that— and more.
‘ An owner of one has referred to it as ** The piano that makes
the home complete.

I'here is no piano or player piano made in this country that
surpasses the Willis.  It's position is fittingly described by a
passage from the “* Merchant of Venice " which points out that

“*A substitute shines brightly as a king until a king be by,

We have the sole selling

rights for the celebrated ‘
UPRIGHTS |
KNABE "%

| in Canada,

| Style “J" Lonis XV, Wi

is Player

1 With the Willis line on your floor there is no disquieting
thought about keen competition. Their rich and sweetly sing-

Ing tone impress inquirers.  The dainty case finish and de sign

win instant approval.

If you are looking ahead in the piano business, the sconer veu
can secure a Willis representation, the better for yeu inall
ways —alwavs.

WILLIS @ CO. Limitep |

FACTORIES : ST. THERESE, P. 0.
HEAD OFFICES: 580 St. Catherine Street West, MONTREAL, P. (.
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MONTREAL LETTER.
Pl“'ZNl'IX'I' trade is decidedly uninteresting, and the

season is being tuken advantage of to go on holi
days. Vacation trips have boen the order of the day
for some weeks, and the depleted staffs remaining in
ge of the warcrooms have no diffienlty tauking
of the trade. There is no lack of optimism, how

as to the futur

m

ver, The majority of the warerooms

close at one o'clock on Saturdays during July and
August

“Real summer heat, so long deferred this ) is
finally upon Montreal. with sufficient intensity — to

satisfy the aesthetie taste of His Satanic Ma josty, amld
with the seorching Old Sol has come the usual demand
for talking machines and vecords of the lighter variety
for seashore and country homes,” said the Canadian
Graphophone Company, who have put throngh of lat
some nice sales of Columbia talking machines

Mr. William Thomson, Jr.. of Vancouver. 3.
passed through Montreal on his way to Glasgow, Seot
land.

Mr. GoJ. White, of the Berliner Gramophone o,
spent two weeks in Toronto, velieving the manager of
His Master’s Voice Gramophone Co. while the latter
had his anmual holidays

Messes, Layton Bros. of this city, have been made
distributors for Quebee Provinee, of ““the needle you

don’t have to change.”” made by the Permanent Phono
graph Dise Needle Company, Ine., of Chivago

Mr. Harey N. Briggs, the new Iy-appointed  sales
manager for Hurteau Willinms & Co., Ltd., has returned
from Winnipeg, where he was relieving Me. B,
Sexthes in the management of Cross, Gonlding & Skin
ner, while the latter was on his Western trip

“Walking along the great vetail stroet in the gront
metropolis of Montreal.” said Mr, 1L €. Lowrey, in s
complimentary remarks concerning the up-to-datencss of
the Delmar Music Co. of this eity, 1 was halted by
the sweet steains of cne of those old hallads rendopod
on the piano hy an expert plaver, Just ¢
brilliantly illuminated, wis the popular Delmar Music
Store.  On a little gallery just over the open door and
in plain view of the passing throngs stood o pieno wit!
the hack to the window (Freneh style) from which 1'
glass had been removed, thus bringing the back of the
piano in di with the outside air.  Th
of the piano was » in such a manner as 1o theow
the sound owtward.  The player used alwavs e lond
pedal.  Strolling aeross the street | entered the stoye
and soon was talking with the genial manager, Frod
Seroggic, who said, *That piano stunt is the hest teade
getter we ever used. 1t is a0 winner and keeps th
drawer bell ringing continually.  We have tried
kinds of schemes, we have advertised extensively, sent
out canvasse cmployed singers Fehind the counters
but this plan is the best ever, for every person that
comes in here now is a pureheser, while Fefore we had
curiosity seckers.  Every person that hears that piano
playing stops—Ilistens—Ilooks 1 The  Delmar
Musie Store.  If he needs music he comes in and buys, if
not the name is so indelibly imnressed on his mind thet
the first time he needs musie he thinks of the Delmar ard
eventually comes here to make his purchascs. 1 sny of
his friends want music he suegosts The Delmar,  Aftor

ws the street,

et contact tap

SPON
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hear. ¢ that piano he tells his people about when |

gets nome and tells his Peiends. You can just et that
stunt is the hest evep'

Gervais & Whiteside an ndling more than enougl
Karn-Morvis goods to make good duving the slow months
and Tike the vest of their brethren in the Piano bisiness
are able 1o look with the greatest optimisin on th
LATRRTIR]

The Leach Piano Co. Lk, ave wow eomforta’ |y
housed in their new warerooms on the north side of S
Catherine Street, and have not found that  their

moval has deteviorated usiness in sy shape or |
us the

demand Yor Bell and Gourlay instranents still

continnes unabated

Layton Brothers have the highiost expectations for g
bumper fall teade, and expressed themselyes to the tur
that they conld wot find fault with husiness condition
existing this summer

< il
all makes handled showing equal
recognition

J. A

Hurtean & Cos Lt e featuving the Wl
With splendid suceess, and if thy Keep up their prosert
volume of selling, this wake will casily Iy rated minong
the leaders
Through the efforts of Willis & Co., Lad., Newonly
Planos and players continue 1o receive prowinenee i
Montreal, where they lave many admivers, end whop
the Neweombe's roputation extends over mans v

The O Reliable,” by which naime the produet
the Dominion Ovrgan & Piano Co. at Bowmanville, Ont
is known, is proving o good summer
cords at Willis & Co's show
ageney

doWoShaw & Company elaim they find the Gorhaed
Heintzman an all vound seller, summer, winter amnd all
and that the number of
dune, July and August, to date
sitie months in 1912

Hurtean, Williams & Co ., Ltd., have of
a large number of New S

seller, as the

this firm having the ol

times, instenments sold

I8 far in

this
th

xoess of

late suppliod

ile Willinms & Ennis instyen
ments to ont of town points, ax well as b ndling » wood]
numhber of
The Men still in the ving  said

Freves, the able exponent of this popular produet
the volume of business contraeted  of  late
favorably with that of last year

s Bros

o Joeally

ssolin s Foisy

1l

COMPares

goods have of late Feen very mneh

m
the Time light, and the loeal representative, J. W, My
hollin, is delighted with the pesnlts obtainable, and is
looking forward to » continnity of the sann

Manager Coleman, of R. 8. Willinms & Sons (o
L., states that sales in the Montreal hraneh for fhe
stmmer months has shown most woender®nl strides, s
compared with last summer’s business. Vv Coloman i
still receiving congratulations on the vl of on heir

o Few months ago, to brighten his hoy
The Eolus Organ Blower Co, have |

doing husiness in Montreeal

Work on the large addition heing huilt 1y Willis &

Lt to their factory at St Theres

enre sistered as

o

s Leing ene
getically pushed.  In the absence of My AP Willis,
who has been touring the Maritime Provineos, My "t

A Jonrnal
representative aceompanicd hin recently on o visit 1o 1

terson makes frequent visits 1o the plant
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factory, and was amazed at the size of  the addition
which is designed to provide an output of 6,000 instru
wents per vear, though the firm do not expeet to reach
this fignre for some time, s expected that the build
ing will he complete by October fiest, and will add 50
000 foet of floor space.  In the meantime the faetory

management is constantly being urged to gt more |

'
straments through to supply the demands of the head
office for hoth local and wholesale tead
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The cmployees of the Berliner Gramophone Co. have

settled down after their firsst annual pienic and ex
cursion, of which they still have pleasant recolleetions
The stewmer " White Star™ was chartered for the ocea
sion, to tuke the party to Lavaltrie, whore a keenly con
tested prog

amime of sports was run off.  All depart

ments were elosed for the day at Berling

headguarters
The necompanying snapshots were taken at the pienie

At the Berliner Ko

oyees picnic, showing

start of oo yard davh,
start of the Ladiex race
and Mr M. S, Berliner

tereated participants

CECELIA'S VERSION OF IT.

The Importance of the Talking Machine Record
Business, as outlined by ‘‘Cecelia,’’ in one of the
leading Dailies in the Maritime Provinces, is
worthy of note, apart from whether or not the
figures quoted are correct

Practically every singer of note in the world is under
contract with some talking machine company 1o make
records, which are cagerly snapped up by the public at

prices from less than a dollar to seven dollars cach

The amount of money paid to artists cach year by thes
at 1000000, This does not in

clude the expense of equipping expeditions which are
|

companies s estimate

sent to every corner of the globe in order that records of
native talent may he mad

At first the great artists were loath to make ords
They thought that it was inavtistic and that they wonld
be acensed of being  money-chasers.  The  companios
offered fonr arguments which indueed them to change
their minds,  First, it was pointed out that by means of
the talking-machine the singer's voice could he h

by

anyone having money enough to buy a talking wachine
and the record.  This extended the singer's fame and
helped to make it permanent.  Second, the monetary in
ducement was made so attractive that the offer could not
well be resisted. Thivd, the argument was made that
records were so perfeeted that the reproduction wonld
do the singer no injustice.  And fourth, it was driven
home that one gifted by nature with a voice of grand
opera ealiber should not sing to an andience of a few
thonsand auditors a night, bt should give the entive

world an opportunity to hear that voie

“FOR THE WORK YOU DO."”
It isn't so much the wages you gt

For the long day’s toil and tug and sweat,
It isn’t so mueh the nummber of plunks
You get for the sale of yourself in chunks,
Or how many simoleons bright
You find in your envelope Saturday night
It isn’t that that counts with you,

It’s what yvou get

With what you get

For the work you do

I your wage is as big as that of the hoss
And your halanee shows on the side of loss
When you've paid your weekly bills
For food and clothes and squills and pills,
And what you waste in various Wy,

I ail of it goes and none of it stays,
Still you know it’s true,

It's what you get

With what you get

For the work yvou do

I your pay is small and you live within it,
If you quit work richer than yon begin it,
I you have a little from what you make
For the rainy day that's sure to hreak
Then you are vicher far than he who looks
Far better off on the company’s hooks,
It isn’t the money that’s paid to yon
It's what yon get
With what you get
For the work you «o,"
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OUR LONDON LETTER.

O enable more firms to exhibit this yeur, the manage

ment of the Western Fair, London, are building a

60 x 5 1t addition to their main building.  This will

permit all the local piano houses to seeure spave to dis

play their various pianos, players and talking machines,

and it is understood that they all are planning to e
there with an exhibit

Conditions at the Sherlock-Manning factory arve re
ported quite satistuctory.  The demand for the 201k
century pianos and players’ is keeping up well, and
there is no dearth of orders, particularly from Eastern
Canada, - Mr. W, N Manning  states  that Sherlock-
Manning instroments will he displayed at the coming
exhibitions at Toronto, London, Halifax, NS . Fredorie-
ton, NoB., Picton, NS, and Chavlottetown, 11,1

Mr, J. K. Sherlock, who has beon in the Wost, more
recently in attendance at the Winnipeg Fair, has re
turned to the Sherlock-Manning hieadguarters

Mr. Wilfred Stevenson, offiee maniger of the Shep
lock-Manning Co., is living at Port Stanley for the
summer months,  Port Stanley is within es W oaecess of
London, and wakes an ideal place for a sunmer home

Mr. Windsor, of Pittshurg, a former well-known
member of the Canadian piano trede, father of My
Frank Windsor, manager of the Novdheimer braneh
here, and of Mr. Ao K. Windsor, factory superintendent
of the Karn-Morris firm at Listowel and Womdstock, is
visiting the former son.

Mre. T. 0. Howard, general manager of the New-
combe Piano Co, Ltd., Toronto, wis recently in town on
husiness,

Mr. NI Conley, of Mason & Risch, Lid., Toronto,
was in town attending the banquet given for Mr. ', 1.
Gray, that firm’s Joeal manager, on the oceasion of his
leaving for an extended trip to the West

Mr. John A, Croden, of the R. 8. Williams & Sons
Co., Lad., formerly of London, was in this city for a
few days.

Mr. . . Callaghan, **the Martin-Orme wan™ in
London, has vetur from a we holidays. My,
Callaghan is treasurer of the London Piano Mere
Association.

A recent addition to the music stores of London is
that of Mr. A. (i Baylis, located 0t London East.

Mr. E. S, Crawford, who looks after the loeal in-
SIx of Heintzman & Co., was out of town on husi-
ness when the Journal vepresentative called.,

Manager D, Frank Smith. of the iourlay, Winter
and Leeming branch, had an excellent edueational dis-
play in his window. It contained a piano with the
entive front off, so as to show the interior of the piano,
which always attracts attention. Beside this was piano
back hearing a neat eard with the wording ** Back Strue-
ture—Note Material and Workmanship.”  Mr. Swith,
who knows farming from the practical side, states that
harring aceident, the agrienltural distriet, of which
London is the centre, will this year harvest the host
erops they have had in fifteen years, Mr. Smith is tak-
ing his holidays early in August,

Mr. Frank Windsor, manager of Nordheimer's Lon-
don branch, had just veturned from spending a week-
end with his brother in Listowel, and reported  good
business in July, both in Nordheimer pianos and small

hants®
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goods,  Mr. Windsor is well couipped for the wusieal
insteument selling game, having had a long experiene
i band and orehestea work  and plano  tuning, in
addition to selling pianos, both in the West and in the
East.  His views on overboad expenses and operating
costs, s also his reminiscences of the carlior days of
the piano and organ teade in different parts of Canada,
are very interesting

The Journal man happened into the oftice of My
William MePhillips, the genial president of the London
Piano Merehama® Association, in time to see two orders
for Gerhard Heintzman pianos which had come in, ask
ing for immediate shipment,  With the thoroughly well
extablished business that he has, My MePhillips is never
mueh troubled about teade conditions.  He also hias a
lavge sheet wmusic and talking machine teade.  The wd
vanee list of Edison vecords ocenpied a prominent pla o
in the large show window

My, E. Keenloyside, the seeretary of the London
Piano Merchants' Association. has Just completed ar
rangements to handle the Neweombe line of pianos and
players in London and vicinity,  Mr. Keenloyside car
rvies Karn, Bell and Morvis lines, as well as Columbia
products and sheet wasic.  His son Gordon is associated
with the business, Seeretary Keenleyside considers the
list of rental charges posted in each store, as also the
stundardization of prices for packing and piano hoxes,
wogreat help in husiness

Prior to his leaving on a trip  through  Western
Canada and to visit his home in Seattle, Mr. €. L. Gray,
the Mason & Risch menager here, was tendered a han
quet by his staff at the Teeun House. Me. N, 1
Conley of the firm’s head office was present, and actel
as chairman. A very pleasant evening was spent, and
the speceles by Mr, Conley, My, Gray, Mr. F. 1
Fetherston, manager of the Vietroly o pertment, and
other members of the staff were jnt resting to all pre
sent. The M. & R. staff are justly prowd of their new
quarters, and look forward to a fall of aetivity in all de
partinents,

Mr. W, E. Aethur, who has charge of the piane de
partment at the Mason & Riseh braneh, is acting
manager in the absence of My, (', 1, Giray, who is taking
a trip through to his home in Neattle,

Mr, M. Comiskey, seerctary-treasurer of the Evans
Bros, Piano & Mig. (o, Ltd.. Ingersoll, has returned
from his fortnight 's vacation.

CONSIDERING FACTORY ADDITION.

The Evans Bros. Piano Co., of Ingersoll, closed the
first six months of the year with the largest output in
the history of the company for the same period of time,
Indeed so great has become the demand for the pianos
and players made hy this old established company, that
they are seriously considering the advisability of putting
up a large addition to their factory in the very near
future.  This condition of affairs is naturally  very
pleasing to those whose time and offorts are spent in
maintaining the standing of the Evans Bros, instru-
ments and in looking after the hest interests of that in-
creasing list of dealers. who feature these pianos and
players. These men are Mr. W, K. Watterworth, presi-
dent, and Mr. M. J. Comiskey, seeretary-treasurer,

-
- —
— S —




TACET EACER SEOEN EI0ER ET SRS R R TR U R R e
I

1 NEW RECORDS "
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m) COLUMBIA RECORDS
FOR SEPTEMBER.
SYMPHONY DISC RECORDS $1.50
\ Lotk t (bt Linats.  Boapiold Shodowsh
Bt " l Prelude in F. Major (Chaopin
INCH SINGLE DISC RECORDS §1.560
] " Marurkn N naye A\
INCH DOUBLE DISC RECORD 8100
I ] Vewd 1 e Chorw Ellory Band, Taddeo di
oy eli) P‘m wete o1 Vilse Ellers Band Taddeo di
IIY I\C" BLUE LABEL DuUBLB D]hf‘ RBCORDH $1.00
=
o Wil Wt Wiltiams uritone
1 1 i v Wit M Paek AL delsm
v S ek e R ——— Wruee Kornn, Kopin
~ Herk 1 1l ¥ Lover Must Meot His Pate
10 l‘h(‘" DOUBLFV Dl?“c RB.C(.?RDH 8bc.
1\ M Daing 1 w Adi Woeston
1 M Far I Car By ron “w Harlun Tenor el
I Hor o I “ Tat Mer G lentes Walter YV
1 ] o1 Mauke the World
| (Car ] f} ind Edgar St uH;ul
i 1 Henrt f Maryland Carrall Henry
:
W (I} f old Ervin Frivdman Walter Van Bramt
] ~t Fore ¥ St Guide  Dwirs Aecordion
iy 1 I wir Gl iy \
T Onld | s Huyn Henr Orchestrs
‘
ha indsa Pri Orchestry
Girkish Charms (Holst Hownrd Kopp. Bell Bole tra
INCH I)OUBLE DIHC RECORDH $1
Pl bl 8 o
LU | "” “‘ H‘“ r Wult Lhar Phanes Musie Prince’s
} 1 " Walt Linek Danes Musie Prinee's

FOR SEPTEMBER.

( @ NEW EDISON RECORDS.

‘ e e,
BLUE AMBEROL CONCERT-$1.00.

SITY ol 8 weet LS Vaunnak Christine Miller
Contralto, orchestra aecomp.
k174 Rondo (Op. 84) (Dvor Panlo Grappe
Vieloneello, piane secomp,
=174 Prologue from | e Leoneavallo) Thomas Chalmers
Harit cenmp
#175 Sing. Smile, Slombor 1) Marie Rappold
vecomp
BLUE AMBEROL m:uuum 8he.
N avorite Airs from Hihert and \II”I\MIH

Light Opera Co.
Orchestra

peeomp,
1824 1t Takes o Little Wain with the Sunshine (Harry Curroll)
alter Van Brant

CANADLAN  NUSIC

TRADES JOURN AL

= Crriharibig Walts A Pestulozan) Ehizabeth Spencer
orehesten aocomp
1= W Cavalry Ox Frane Vou Suppe) .. Edison Coneert Wund

l Nail on SV s Mo ')
Cumpholl and Trving Gillone
Tenor "
1ns hathleen Mavourne lls Cromch) . Mes, Clarence Fddy
Cantrabio, wevomp.
1820 Down by the Ol Mill Sir Tuylor) Vernon Archibald

Baritone, Orchestra seeomp
The Firefly  (Rudolf Friml
Chinrlos W, Harrison

ot
1R 1 Would That My Love (Feliy
¥ zaheth

Soprano and contralto

1832 111 Clunge the Shidows to Su

Eleanor Patterson

hNLER W,
shine (Eroest K. Ball)
Trving Gillene

Penor, orchosten aceomp,

1808 When Michuel  Dooley  Hoard  the Booley, Bosley  (Harey  Von

Titeor Hilly Murray
18 The Little Platterer (R, Eilenberg) Charles Duab
[TIN I
INUS Gathering Home (W A
Tares Anthony and Jumes F. Haevison (oo Young and
Frederick 4. Wheeler)
Sucred, orehestr comp
JN6 Ragtime Hegiment Band (Melvitle Morris) Fdward  Mooker
Coon song. orchesten weeomp
1807 Clamy diroen Willy Golden wnd Hu
Vaudeville sketeh
108 1 Love You California (A # Frankenstein)

Konickerbucker Quartet und  Elizuboth Speneer

wrehestr comp.
1890 1'd Do w (Harey Von Tilker)
Adi dones amd Billy Murray
Conversational duet, orehesten aecomp
1540 dust Plain Dag Vin Avery
Vawdeville spevinlty
1541 tn My Hare Herlin Billy Murray

ong, orchestrn ue
y, ¥

1502 L Rumba—Tange Prymn) nal Promenade Band

For dancing
1403 Good Bye Boys Medley Twosgep Nutional Promenade Band
or da

1500 Melinda's Wedding Day (Al

Arthur Colline and Byron G, Harlan
Coon duet. archestra aecomp

15405 Daddy Hax o Sweethoart and Mother is Her Name (Dave Stamy

anuel Iton

Tenor. orchestes accomp.
VRAG There's One i Million Like You (Jean Sehwarts)
dter Van Bront
Tonur. orvhestrn aecomp
1RET The Whip Mareh (M Holzmunn ) New York Military Band
FOUR MINUTE WAX RECORDS.
Made over sinee Bl were put on the market, and

ikl v rol Catalogm
1545 Moonlight Bay (1

Promier Quartet
comp

154 Holy, Holy! Lord tov. Jdohy

W, Dykex)
dinon Mixed Quartet

1950 Dream Faces (W, M. Hutehinson) . Elizabeth Spencer and Choras
Roprinn lestra aceomp.
1851 Why Did You Make Me Care Afred Solman)

Charles W, Ha

Vor. orehestrn areomp
1852 1 Laughed ut the Wrong Time Ntewart) Cal Stewart
Laughing archestn wecomp
1850 1w Looking for o Nice Young Fellow Wha is Looking for o Nice
Young Girl t. Henry) di dones and Chorus

L i oeomic, orchestra aee
1550 AMways Gallant Polkae (Ph Fabrbach
yiophone, orehestr
1855 Whatt & Friend We Have in dosus (€, C, Converse)
Edison Mixed Quartet

Albert Benzler

wered, orchestr
1856 Where the Silvery Colorado We

1
¥ (Churles Avril)
Gillette and Chorus

"
Tenor, orehesten aecomp.
1857 Memories of Home (Fr. Gutmann) Venetinn Instrumental Trio
Violin, flute and harp
1858 Silver Star (Charlos L. Johnson) . Adn Jones and Billy Murray
Indian love song, orchestrs accomp.
1850 Ml Hula Medley, Twostep National Promenade Band

For daneing

(G. K. Hanby)
ocul, orchesten accomp.
1801 \\.A.hw of the Winds Waltz (John T. Hall) A
1862 in Love, Hisx Merey Brightens (Conradin K
A » Kimball, Reed Miller and
1 roand barito

1860 Darling Nellie €

Metropolitan Quartet

I Frosini

Croxton

Sopr

1864 Willinm Tell Overture (G, Rossini) Edison_Con

1564 Alexander's Ragtime Bund Medley Fred
Bunjo, orchestrn accomp

(Foster Van_der Stucken) . Kn
omp

1866 Unele Josh's Huskin® By Fa e Cal Stewart and Co

1867 Teddy Bears’ Pienic (John W, Bratton)

American Symphony Orehestra

1868 Lasen (F. Desprez) Recitation Edgar L. Davenport

1808 When the Kvening Bells are Chiming 8 of Auld Lang Sy

(). Fred Helf) Manuel Romain

Sentimentul ballad. orchestra neeomp,

1870 The Butterfly (Theo. Bendix) I ¢ . Rose and George Rubel

ute and clarinet, orchestra accomp

1871 The Golden Wedding Adu Jo
Vaudevi h

Selection from The Red Mll! Alhrlurll

Herbert and His Orchestra

Band
an Epn

165 Old Black

kerbocker Quartet

s and Len Spencer

~
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Wisie

18T When You and | Were Young, Maggie (1 A, Butterficld
Will Ouklund wnd Cluras
Sontimontal hadlud, archesten socomp
1ATH Giokible Dot from The M | Advan)
Elizabeth  Whevler Harry Anthony (Jobn Young
Saprane and tenor, orchestes sceomp

1875 The Rube the Con tor
0 G, Harlan and Frank € Stanley
kotoh

1874 stic Male vaiees Peorlons Quartet

187 e b Tavantells (Lucantoni

st Ruorabrung
Violin, i wevomp.
Fellows: Waltz (K. Volistedt Sowsa's Mand
o v Slippers, You've in fur the Night (Seymour Bueth
da dones
Comive song orchestr wevomp
IR0 Dntor’ s Test maniul Blly Golden w Hughes
Vandeville sketeh
180 We're Tonting Touight  (Walter Kittredge

Knickerbocker Quartet

Deseriptive wartime ballad

PN Pt Your Arm Mo Honey (Albert Von Tiluer
i Jones and Chorus
1 PN E RO,
l Monntight i il Moddley  CDvmpsey and Sehmid)
New York Military Hand
180 Kainbow  (Perey Wenrieh Vil dones and il Mureay
il weeotp.
P Shepherd s Danee CKdwa Churles 1A
Violin ceomp
188 Old Bweet Song Molloy ) Venetinn Instramental Tria
Viotin. flute and harp
1887 The Prettiont Little AL Belusen ) Charlex Duals
| e aceomp,
1855 Mured Mhrough G (Henry €, Wark)
Lt (Frederiek | and Chorus
Diseriptive. wartime song. orchesten i

Angel's Dream Walt w
Pinafore Airs—Noo | (Githert and Sullivan
dison Light ¢

Military

Vacul, orchestra wcommp
1801 Pinafore Airs—No. 2 (Giberr and Sullivan )
Eebison Light Opera Co.
Vacal, orchostes aecomp.
s No, et and Sullivan)
dison Light Opern

192 Ping

Vaoeal
Pinnfore  Virs—No. 4

onp
I Sullivan)
Edison Light Opern Co
Vaenl, orchestea aecomp
1804 Under Southern Skics (oo Orean Simith)
Manuvl Rom
Tenor, orchestrn aecomp

orchist
Gilhert

nownd «

1505 Officer wf the Day CHall Alpert) and the Hureieane Two step
(Panll National  Promenade Hand
For duncing
Unele dosh v w Barher Shop (Stewart) Cul Btewart
T b1

1807

Waiting for the I

ert Ko Lee (Lowis K. Mair)
Arthur Colling and Byron G, Harlan
Coon dwet, orchesten aeeomp
1808 Glovia from Twelfth Mass (W Mozurt) Edison Mised Quartet
In Latin, orehestra aecomp,
1809 Anigel's serenude (G, I enction Tustramental Trio
Vialin, flute wnd hurp
1000 The Bloom is on the Rye (Henry i
Harry Anthony and dames ¥ |

Hishop )
weeman Clohn Young and
Wheeler

Tenor and buritone, orchestea noeomp.
1901 The Wridge  (Longfollinw nickerbocker  Quartet
ale voices. o
1002 Henr the Pickaninny  Band (3

Brant and  Choros

Coon song

1908 Suuerkrout is Bully Medley

Yodel songs, orchestra accomp.

Reverie (Lo Gan
Pian

1905 Pussy's in the Well

George I, Wa

1004 Extase

Tallefsen Trio

i vialoneello
evin)
Manhattan Ladies’ Quartet
Orchestra aecomp.

(Gieorge

1906 Rum, Tum, Tiddle (lean Schwartz) Billy Murray and Choros
ovelty song. orchestran accomp
1907 An Easy Job on the Farm illy Golden and Joe Hughes

Vaudeville specialty
at Home—with Variations (Foster Meacham )
Andre B

1908 Old |

Pia

Ol Stovy Murry K. Hill

Vaudeville specialty
(Herbert Tngraham)
Tenor, o

1911 Bay Au Revoir, but not

1908 Keated Around o

110 Good Bye,  Rose Walter Van  Hrumt

aveomp
(Harry Kennody )
Will Oakland and Chorus

Counter tenor, orehesten aeeomp

1912 The Show Troupe at Pumpkin Conter (Stewnrt) .. Cul Stewart
Talking

1013 1 Love to Toll the 8 i ). Bdison Mixed Quartet

1904 Moonlight D

riean Standard Orehestrn
FOUR HAWAIIAN RECORDS.

1915 Wainloe  (Waltz Song)  (Major Kealakae)

s Paka's Hawsilans
1006 Pulpe (Waltz Song)  (Prinee Lolelol

"
Toots Paka's Hawniinns
Hawaiian Hula  (Solomon  Hailama )

ots Puka's Hawalians

1918 Lalani Hula's Hawaii Toots Puka's Hawaiians

TRADES JOURN AL

VICTOR RECORDE FO) SEPTEMBER.
Manufact ired By

BERLINER GRAMOPHONE Co. LTD. MONTREAL

10-INCH D. 8. 90c
I

17061 Tt Tak Litt) with the S
i 14 ]
Next d Lloyd
17470 The Ol Waltz Sung
Where Would | Be (Zowllner
150706 Lonesome Moon (Y ellon-Cobb "
When | Want o Little Loving (Hon How 10 fur You
{ b Larking Smith Camp
1THTT Rolling  (Rowd l
Thit 1 Rug ( Walll don vl 4
17475 In the Hourt of the Kentuek Hitls (Guithert M
feidotborg Quintet (with Wil Oakland
thee Old Fulk o Campbell Bure
RETY
e'x Mand
17381 Ring W W Abwurd
Walter 4. Van Bewn
' Uoen Dot OMeCartd
Willigm . Halls
1708 Pryor's Band
To Core with i
o Wrown, with Peyor's Band
Hakl Pennsybvanin (Dilley 4ol ' Quartit
The Red und Blue (From *Song U  Ponmsylva
win ) (Westerselt Govekel Veethons Qunrtet
17480 n No. T1 (Vieling  (pisne aee
Viath .
usehin Winon
1T Burns Spillie Reed  Millor
The Auld Plaid 1" Lone
VTART A Perfeet Dy " [N T

Fra
'

Ker Froderick Wheeler
|

A Change the Siadows to Suishine (Gl all elon € lur

You're the Same O Giel (Y atng Willinms Grant
Quartet
1TURS Asloep in desus  (Beadbur Unae Quartet
Only Waiting (Suered Song) ( Muvo
Froderick Wheeler

1700 In the Mot of o |

Walsh de Carm
W

In Apple Wlossom Time (Down on the Favm i (o
Heidelt
1TI00 I my Garden of Eden for i AN A
Dunlap Harry
Mysterions Kiss  (From thy Bawd ) (Stumper-Duncin de
rexie) Olive Kline

Ak the b to Tell You CPhe Tie
Gottsehalk ) . Margnerite

Come tro

(B

When  Dreus

Come Frue

17800 Theodor .
o

"
Bobbin' up 1 nd
Cip Top Medloy  Ovortur
Asthiore ‘ 4
Sunshine
v Hold, o Love
g for Home

Long Lungmin

Serennde (Kotzsehmur
12-INCH D. 8. §1.50

Honeymoon  Expross—Medley Turkey Trot My Yollow Jdacket
My T 1l

Gir gindure lere m Like
You ¥ Band
Tango Medley  (Favorite South American Tangos
Vietor Militury Band
15000 Anchored  (Cowan Watson) Minn “Turner
The Diver 10 Wilfred tilenn
15011 Sympho o (Hydn ) —Victor Coneert Orehostry
Nymphoni et iy d

Caneert Orchostra

\'ie
10-INCH BLUE LABEL -$1.26

45052 Nurcissus (Nevin) Vietor Herhert s Orehestra
Mulody in F (Rubinstein) Victor Herbert's Orchestra
15058 Casse Noisette  (Nuteracker Ballor)  Suite— 1, Dunse Chinois
2. Dunse dex Mirilitone  (Tachabo s
Vietor  Herbort's Orvehestrn
Canse ette  (Nuteracker  Ballet)  Suite—Danse  Araby

Nuiset
(Txehaikowsky )
12.INCH 8. 5. §1

Vietor Herbert's Orchestra
25

LINRS Gems  from  Sweethenrts  (Smith Herb, Sold Charas
While on Par Salo, Nweethenrts Kver
Lover Must Meet His Faty Teannette

and Chorns,

Her Little Waodin St I vicket o

Hearth™ ; Finale to Aet | Vietar Light Opers Co,
10-INCH R. 8. 8§1.25

64301 Caprice (Ogarew, Op. 51, No. 21 (Piane ace. by oo, Falken
stein) Mund  Powell

64341 Eilleen Al (Marble-Thomis ) fohn MeCormaek

G443 A Little Love, a Little Kiss (Un pon d amonr) ( W

hn armnck

Clarence Whitehall

64359 Ol Black Joe (Foster)

10.INCH P. L. v0c
(Marzinle Laey Tsabelle Mursh

( Lavudor Harry  Lauder
. B,

60104 Twickenhum
GO105 Roamin’ in

74815 1 0 F. Sharp minor (Men
delssoln) @ 2 No. 4 ¢ major (Men
ssohin ) Vidimar de Pachmann

748487 e (Wientuwski, Op. 17) (Plano aee, by Tatsky )
Zimbulist

B ]




0 CANADIAN  MUSIC

10-INCH VICTROLA §2

*TI2G Sunine famtasin  (ha o onettin ) (Genise Capulongo I
Tta b Tittn Ruffe
*TI62 Ginandunn’ o Lana (Lo Mound (1o Ttabian Enriva Carase
10.INCH VICTROLA §:i.50
ST An Clair de Ja Lame

12 INCH VICTROLA
( ot Glbert)

SRALR Bontie Sweet Huossie

Un German )
Sohannn Giadski

ssh0 S die Naelt (Ualm as the Night | (Goots

12 INCH VICTROLA §0.00
SO0 Trovitur duoerbe lagrine et

M implore thee)
Dt from Act IV, Seene L. art 1

In Dalian)
tasguale Amato

STRONG TREND TOWADS PIANO INSURANCE.
Manifested Throughout the Trade —Interesting Letter from
Leyhe Piano Co., to A. G. Hancock, Manager Piano
Underwriters' Agency of Baltimore, Who
Has Specialized on This Work

Here s a detter from
that shows the trewd tow
. which is, to use every cuution when instalment sales
will be no loss to the dealer in case of fire

house in Texas

resentative pi
Is the new movement in pisno in

su

e closed so ther
and the piane is destroyed. The derter is as follows:
Dallus, Texas, June 20th, 1915

Gentlemen:

Naving
from experience the small pereentag
oo from the customer aiter s in-trament his been

the interest of our fellow dealers at heart, and
of contracts you

Knowin

A, we take pleasure in recommending to you The Piano

destroy
Underwriters' Agoney, Baltimore, Maryland, who have the hest
poliey, knowu to us, both for the dealer and his customer,

First — Their rates are very  ressonable—about  one-thind

whant we would have fo pay the foenl insuranes companic

eeotd - They insure for the full amount of selling pr

therehy enaliding you to protect your couity in the original

sives you an additions] CARIL SALE,  You let the

ng another

instrament of the same vadue as the first one home, and

Phe Pinno Underwriters' Ageney will puy you WITHOUT ANY

DELAY the full amoeunt of the selling price of the instrument
by,

Third—1t may be used as o strong

for it appeals strongly to the prospect, inasmuch ns it abso

uity in an

lease, w
customer carey out his orig nal contract, you

wint in closing a sale,

futely prechudes all possibility of him loxing his
instrument through the agency of fine
Fourth—This insuranee need not cost you @ penny-—you
ehy vour customer’s gecount with the premium, giving him
s in which to pay bt it s made o part of
t, snd must be paid before we give him o release

the contr
on the instrument

Fifth— 1t strengthens your eredit, when vou ean make the
value

statement that yvour leases ave insured  for their f
winst loss Ly fine On the other hawd, there is no in
ts another

condinrism practiced by the eustomer, as he only

instrument of the same value as the one destroye
I conclusion, we wish to assure you that no selfish motive
prompt us to write this letter, Tat we just felt it

ar int
our duty to at least partially acquaint you with this poliey
the best in the world for the retail piane man
Yours very truly,

LEYUE PIANO COMPANY,

igmed) K. 11 Alleorn, Seeretary,
the letter is addressed is
geney of Baltimore, Md,,

The A G, Hanewk to whe
er of the Piano Underwriters’
o company that specinlizes in the insurane

of pinnos,  Its

trade-mark is the grand piano in flames ery form of in
caranee is issued, even to lability of the buver heing unable to
keep his payments, whether through sickness or aceident,  With
a policy of the Pinn Underwriters’ Agency the dealer is
in case the instrument is  hurned,

of another sa
L if the customer insures it (and in most cases he delays

nssu
where
it till too late), the denler does not secure any more than
the one sale, The expense is so small that most of the dealers

prefer to he protected by some of the several forms of the
Piano Underwriters' Ageney policies,
But to get back to the letter of the Leyhe Pinno Co, This

lotter was sent, taking the proposition of the Piano Under-

TRADES JOURNAL

wd that all instruments sold

writers ' Agoney, wherehy it s ag
o instabments would be covered by their contraet, the entry
out af the time the sale is transacted, with the

being mi

small premium being charged to the purchaser. o the event

that the premivm cannot be collected within thirty duys, the
entry enn be retarned to the Baltimore office of the Fiano Un
derwriters”
maude to the dealer

Mr. Haneoek erented this fair proposition and additional

goney, when it will he caneeled and no charge

vilue to the pisne merchants so that the deader could protect
Wimself on each and every sale. Ro generous is it that not only
e the ders pecepting it, but it his boon the me
securing a number of o
all disputes in o

s of

lieyh

woelients This method setunlly saves

of o Toss, Touks out for hoth the purehaser's

il de s interests, and the customer pays for the premium

Sinee this new plan went into oot it s learned that over
90 per cent, of the eustomers take ndvintage of the policy and
LAY d the premiun, Me, Haneock will be glad to tell any

st of it may he

vl how the

or just what this new plan is 4

paidd by the piane buyer, ax well ax details on the other forms
piano policies issued by the Piano Underwritors’ Ageney,
taltimore, ML

One of the hest advertiseneuts for any imsuranee conpuny
is its promptaess ino paying its elaims. The Piane Under
tion prid
st in paying o claim as it does in s ving

itsell upon promptuess, and takes

writers ' Asso
ieies,

the same in
Many of the leading retail houses in the country have
their appreciation of the Piano  Uniderwriters  Association

shown

prompt payment serviee by testimonial letters, (Advt.)

COPYRIGHT CASE AT EDMONTON.

Word comes from Edmonton that Chappell & Co.,
Ltd., of London, Eng. and Toronto, ued anin
Junetion “to restrain the defendent, his servants and
agents, Gourlay s Music Store of Jasper Ave, West,
from infringing the plaintiffs’ copyright in a certain
song known as “Dear Heart,” words by €, Clifton Bing
ham, music by Tito Mattei, a certain other song known
as CWillow Tit Willow," from the Mikado opera by
wert & Sullivan, and a musical composition known as
Merry Widow,” composed by Franz Lehar, the copy
vight of all of which was vested in the plaintiff ™

SPhe evidenee produced on the motion proved the
plaintift’s ownership and that the defendants had in
fringed their copyright by selling the compositions in
question, which had heen printed and published by the
De Luse Musieal Company of New York, withont the
Jicense and consent of the plaintiffs,

“Phe defendant put in an affidavit to the effeet that
e had no knowledge of the plaintifis’ copyright in the
publications and had no intention of infringing their
vights, relying entively upon the publishers having pro-
per authority for any publication they might issue and
put on the market, and expressed his willingness to de
Jiver up or eancel the copies which were then in his

possession, ™

By consent an order was made by Justice Beck, per
petually restraining the de fendent from selling the pub
lications in question, and for an accounting of all sales
of those partienlar numbers. Al unsold copies of the
compositions were to be handed over to the plaintiffs.

My, 11 B, Sale, second vice-president and treasurer
of Moffman Bros. Co., the Fort Wayne, Ind., veneer
firm, in a communication to the Journal, says: *“We
value onr trade with our Canadian  eustomers  very
highly, and have enjoyed a very pleasant relation with
a number of your musical instrument manufacturers for
some years past.”




CANADLAN WS
NEW PREMISES AT SYDNEY.

I'he illustrations on this show an interior and

exterior view of th s of Swith & Smith, in

the Ross Block on Charvlotte St., Sydney, €18 to whiel

NEW prea

reference was made in the last issi I'his store is just
a few doors north of their former location. Me. 1\
Swith, who is the owner and only present member of the
firm, states that they handle Gonvlay, Shervlock- Manning
Karn-Morris and Heintzman pianos and players: Shey
lock-Maunning and Karn organs: Coliwmbia, Vietor and
I

sheot mnsic I'he tirm's headguarters are at North

lison produets, and @ complete Tine of small goods and

View of Smith & Swith s new storetront at Sydues, €1

Syduey. on the opposite side of Sydney Harbor, and they
have warerooms at Glaee Bay and New Waterford

The new premises at Sydney are tastily decorated
and both the store and stock have elicited mneh favor

able comment locally

SUCCESSFUL TALKING MACHINE CONVENTION,

The seventh annual convention of the National Asso
cintion of Talking Machine Jobhers, which was held at
Niagara Falls early in July
Iy
concerning the talking machine situation in the United

was well attended, and has

n pronounced very suecessful,  Tmportant matters

States were diseussed with profit.  Among the papers
read were  Advertising as a Business Foree,”" hy Louis
Buehn of Philadelphia, and ** Ideal Serviee in the Talk
ing Machine Salesroom,”” hy L. J. Gerson, manager of
the talking machine department  of the  Wanamaker
stores. A portion of the latter address is given else
where in this issue. The following officers were eleeted
for the coming year:—President, J. . Roush, Pitts
burgh : Viee-president, George B, Mickel, Omahia: Seer
Treasurer, W. 1
Revnolds, Mobile: Executive Committee, O, K. Honek
Memphis, Tenn., James F. Bowers, Chicago, E. (", Rauth
St Louis, Mo, R, . Morris, Brooklyn, N.Y., T. 1l
Towell, Cleveland, Ohio

The meeting was hrought to a elose with the annual
hanqguet at the International Hotel

tary, Perry B Whitsit, Columbus

NEW EXHIBITORS.
A new name among the piano exhibits at this year's
ronto Exhibition will he that of Amherst Pianos.  As
veaders of this Journal know, Amherst Pianos, Ltd., was

formed some time ago to manufacture pianos and players
at Amherst, N.S., where their new plant is loeated. This
firm, a view of whose factory appears in their initial
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ANNOUNe 1 | ' noan Page, announe
that in ; iom to making upright geands amd players
they are spes ing in stools henches,  Me Jd. A
MeDonald, who is well known to the trade, is president
and general manager, while the men who wake the in

straments are George 130 Davis, supervintendent ;. Enocl

Blundall, ¥. M. MeGuive, W, 12 Fishleigh, J. 0. Wright

R. 0, Baker, Gordon White and € P MeCulloch
Both Mre. MeDonald and Mro Enoch Blundall wall

be in attendanee at the fivm's exhibit o the manufa
turers’ Building duving the Exhibition, and Mr. Fish
leigh will have charge of the player department The
points at which Amberst Pianos ave now actively reprs

sentedd inelude Sydi Halif; Moneton, St John and

Frederieton

BOTH WERE GAME

Phis incident dates ek perhaps 30 years.  David
N wis o Taivly wellto-do Farmer Living in one of
the best agricultural townships in Ontario,  His build
ings were in good shape, o had gathered around
him considerable stock, bhut his bok halanee was litth

more than enough to disti it rom an overdralt

For some months he had Leon called on vegularly by a

plano dealer, who was doing his level hest to sell him
alternoon the dealer made

LI tell

offer or leave it

piano, at $425, Finally o

an effort to close 1l The Tarmer said

vou what 111 do, o Lean take my

Just as vou like. 1 have some vacant land in Manitoha
that 1've ney

600, 11 you're game we'll swap. 1N

er seen, bt s told that it's worth at least
give you a deed
and you feteh along the pinno

cirenmstances, the

Being in comfortable finaneial

viano man, who knew something of the North West from

reading, decided to take a chanee, and so the deal wis
closed,  Later, when an opportunity arose for him to
visit Manitoba, he Tound his real estate at the bottom of
a pond. Only one glanee was needed to show that stocks

were not  the  only  investments that are sometimes

watered, ™

Loterior view of Smith & Smis tore at Sydney, C.B
ANNUAL DANCE ALBUM.

Their annual danee album for the eurrent year, Nb.
158, is announced by Chappell & Co., Ltd., of Toronto
This issue contains nine good numbers:  Lehar’s *The
Merry Widow, ™ *Sourire D*Amour,”” **The Areadians,”’

Jdessamine,” My, Jolly Boy,"™ “Cateh Me,”" “Under
the Pines,” **Merry and Bright,” and **The
The folio’s cover is an attractive colored one. At the
moderate vetail price of 50 cents, this album  should
sell well

ada, "’

—




CANADEAN WS

REED ORGANS.
Harry Sykes,

is vertain that a very large proportion, il not the

wagority of the dealers in musical instraments, are
peemitting a good shave of their profits to eseape by
of the
Lardy so in the West
The

plano so largely th

reod organ trade

their negle This is particu

and it is even more 8o in Ontario

calers have, we think illadvisedly, given the cheap

preference as to leave no margin

for the perhaps less impressive instrament, however
musical

There could be no greater mistake than to suppos
that the the trad b
canse the mumber of veed organ plants have hecome fewer

meh mor

voed orgam is a dead issue in
and often prices have been redueed to the mininm, is
not a certain sign that the sonbitions of the organ makers
that their

There ave still reod org

satinted, or have died
tha
industries whose energies are as

Ther viany reed organs made toaday as
ther The only differ the
v oproduction is pow confined to a fewer number o
And ther
as wide a degree of merit in
Wi
inferior organs and the thoronghly

have become
Quite

nergies

away vontrary i

r than

reat or g

ever

YT

wers nee s that roed

industries, but larger ones and hettor s s
great a diversity of sty
the
have the cheap
well mad
with the

neglect, on the

modern veod organ as in the planos themselves

and musically artistie vecd organs, just as

And this is one of the causes of the
lers” part, of the organ, which negleet,

as we have said is robbing them of a very good share of

Planos

the profits of their business

The eheap organ, the very cheap and inferior organ,
has worked proportionately more harm to the reed in
than the stencil piano done
harm to the legitimate piano. The faet that there exist
whose sole elaim to the dealers’ notice is

strament generally has
reed organs
their extreme cheapness, has served to foree down not
only the selling prices, but also the vegurd, on the pub
lie's part, for reed organs in general
that
musical instruments

The impression

is made OVEINS Are not even, i i proper sense,
Until the small grand pianos came
into vogue the same fate rofer Teeting organs
thr To some extent the i
cheapuess did impede the piano in o
the dawn of the teae art piano has replaced the instru
ment destal as the highest attainment, re
presenting almost prineely money value in the estima

tion of the wealthy and aesthetically eritical class of

1 to as

of

tened the piano also

nclasses, and

upon its

musical people.

The veed organ was never meant to compete with the
instrument totally  different  in its
musical effects, A big mistake on the dealers’ part is
the habit of  discouraging their eall
organs by recommending to them pianos instead

piano. It is an

for
Very
often there is a better margin of profit possible in o
Certainly in time the
an will give way to the piano, and so the dealer may
realize another profit in the exchange
clemental things,  Every dealer knows all about them
But meny of the dealers, nevertheless, prefer to ne-
glect the reed organ, or to make it the fifth wheel to
And this is so not only in large
In the latter, the
dealer who is wise will stick to the reed organ and en-

custoners

good organ than a cheap piano

These arve very

their husiness waggon
cities, bt in smaller places as well
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courage its salo For it is the instrament  perfectly
It s still the ideal thing

for the man whose duty it is to bhreak

adapted to the country trade
for the canvasser
the way and do the pioncering

And as long as it s siill so casy to secure such old
and famous veed organs as the different, well known
have no per
witting that branch of their business to lenguish

Canadian makes, the dealers exense for
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Where the Publisher's name and address are not
given in the following list, the information may be
obtained by writing Canadian Music Trades Jour
nal, 5658 Agnes St, Toronto.

Mot Mo Tomorrow Night Words by Harey Willinms
il o w Music by it
T Midsummer D Wyl Far Pane By Olivia
Vosandring e
T Come Avound and Muke Love to Me Wards and music
by A Sexmonr Brow
e Ky Wards by Barle €, Jones
BT Met You Wl
van Sehwarte
' I Now Mudh Words and
ol Mureh and Two Btep, By Chas
Weilinger, Hamilon
) 1 Sunny Aherta for Min Words by Henry Smalley
Music by Mayo Evans. Hamilton, Ont
ST, Night of the Ball Walta, My Chus. Wellinger, Hamil
N Where did you gt that Girl Words by thort Kalmar
I You 8 Wards by Walter Beuee
Munic 1
TN voss the Mason Dison Line Words by Stanley Mur
Pl Musi
T Nliter
T2 W T Waords by Ruymond
Zirkel.  Mu
' Pranseription by 4 dewalt  Lvmpy
" Waris by Seymour Brown.  Music
by dohann !
48 N u e w Land, Without You
Do Waords by Earle s Music by Luella Lockwood Moory
7. Serafing by K. Ray Gieotz, Music by Val
LT CWhen T Want 1o Settle Dows Words by Hareld At
Music by Jean Sehwarts
"ol Those  Arabian  Night Words by Haroll At
Music by Jdenn Schwartz
s uttons on Her Shoo Wards by Hurold  Atteridge

g It The Swmv Ol Brondway Wards by
Harold  Atteridge by denn Selwarts
27452 Fashioned  Cake Walk Waords by
Harald Jeun Nehwarts
d Words by Harold Atteridge,  Musie
! !
His Bl won Words by Grant Clarke
Lasliv usie by o hwurts
i musie by Charles Ham

Ken P Ward
Lt Te Dee Dl e Dam Words and musie by

Dunee of the Bumble Bees Charaeteristie). By F. |

Capitola Mareh TwoStop, Wy ¥ M. Losey

Elfin Frolic Dance Caprice. By Losey.  Op.

Fioree was the Wild Billow Hymn Anthom.  Words
Newle,  Muxie by Frod. Moors LA nadinn Musie

\ksociation, Limit
7 Sweet Savannal Sue
Caldwell

¥ and Toronto
Words by Powell 1. Ford.  Music

by A \tkinson
27470, Tickle the Tvaries Words by Barle € Jones.  Musie by
Warllie Horzer
2TARS.Phe Golden Stairs of Love Words by Harold Atreridg
Music by doan Schwartz
106, Flareine Words und music by Ewnest ). Schuster
Wiha oyer & Co, Limited, Toronte
2, D't Want T, Waords and musie by A, Seymonr

Hrown

2740 Suiling Down The Chesapenke By Waords by Jean ©
Huvezr, Musie by Geoorge Botsford

27404, CPully! (The Foul Song.) Lyvie by Lo Prank  Baum,
Music by Lonis F. Gattaehalk

27406, Panline Words by Hurold R, Atteridge.  Music by A
W, lrown

TAOT. *Btranghenrt (Indian Song).  Words by Harold R

Atteridge.  Music by A W

"
Nursery  Rhymes

2TA08. “Ruging the Words by Harold &
AMteridge.  Music by Rrown
0B, Whistling Cowhoy Jox Words by Harold R. Atteridge

v W, Brown
10 My Trish Romen
Brown

Words by Harold R, Atteridge. Music
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ELECTRIC FIANOS AND ORCHESTRIONS
Growing in Popularity— Handled by Conservative
Dealers—Wide Range of Styles and Music
Rolls Made.

SI’]\'I'ZI(.\I. reasons are given for the rapidly inereas

ing volume of sales in antomatic planos and o

chestions.  Among them arve the s sx of the ordinary

player piano, the more artisti

ase designs produecd
by the manufacturers, the simplification ol the
chanism so that repairs are seldom necessary, and the

act that the simplificd player deviees are better un
derstood by the tuners, who have aequired o good
knowledge of the regular player piano action. There is
also the influence exercised by the success that a few
well known houses have achieved Trom their orchestrion
depurtments

One of the officials of o firm specializing in the mann
fneture of this line points out that the very satisla
tory results met with by individual operators who went
into cities practically strangers, is only an indication
of what u pisno dealer, with his conncetion and local
prostige might do. A salesman stthmits that the moving
pieture houses are liberal patrons of the automatic in
struments and are casy to sell

“You can' he says
Cxpot the sueeesstul  moving  picture theatre by the
owd out in front waiting in line to bay tickets.  The
wan without the instrument is foreed to buy hecanse o
sees his competitor walking away  with the husiness
One argument that is always potent with the moving
pieture proprictor is that he saves the price of an o
chostrn,  Even if he only cmploys a pianist and a deam
wer, he can’t get them so cheaply as he can the autonatic
instrument, "’

In Canada there arve, it is estimated, over 2,700 dreug
stores, hundreds of hotels, and thousands of restanrants,
club rooms, skating rvinks, ice eream parlors, waitivg
rooms and other places upon which a dealer handlin
this elass of instruments can center his efforts,  That
represents o considerable volume of husiness that som
one should get, and it vemains for each individoal piavo
werchant to figure out to what extent it applies to his
own husiness

8. A, Lichtenstein, of the Peerless Piano Player Co
states that “some dealers are putting pianos out on a
pereentage basis themselves, paying from 20 to 50 per
cent, of the veceipts for the renting privilege.  Take th
case of an ordinary cafe.  An electrie piano in it will
average about $10 a4 week,  This is a conservative figure
11 the operator gives 205 per cent. of the receipts, he nets
for himsell $30 a month, which on certuin styles of in
struments he would he willing to aceept as a monthly
payment toward the sale of the instrument. 11 it is not
desirable to sell the instrament, the operator gets these
payments indefinitely.  No matter how much he fakes
out of the piano, he always owns the instrument. |
know of one ease where a dealer, who had a piano out
in this fashion, took in $4.000 bhefore he had any ex-
pense of overhanling it

“One good argument for the electric piano is in the
matter of payment to the manufacturer. A party will
take thirty months sometimes to pay for an ordinary
piano.  In that time the electrie piano more than pays
for itself, 1 have known of dealers who have heen asked
to make remittances, and in order to meet notes have
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sent out a collector and gathered more than enough to
pay their pressing indebtedness from the instruments
working in cafes and other places. 1t mast not e for
Fotten, also, that the cleetrie piano or orelostrion sells

for a great deal more money than the manual piano does
In the case of the salesman, he can make more money |

B sells cloetrie piaiox on commission

VIOLIN FIRM ADDS TRAVELLER

Mr, W. L Menstridge, who has been with the violin

beare & Son, London, for several years, calling

firm of
on the teade in England for that house, has arvived in
Canada, where he will teavel for the same firm, from
their Canadinn headguarters in Toronto,  Mr. Henst

ridye

s o musicinn of experience, and thoroughly con
versant on the subjeet of violins, which with him is a
liohhy, as well as his business

This addition to B & Co's Canadian stafl was

made ne ased number of dealers who
have  take

seviously, as o profitable department in the music stor

sty by the iner

up the vetailing  of  small goods  mor

thereby inereasing the momber of violin sales

Mr. W H. Henstridye

My, I, Bone, who is known to wany in the trade, as
he has travelled through to the Western coast, and has
just recently been east to Montreal and Quebee, reports
good results from summer trade

Both these gentlemen are arvanging to be at the
firm's warerooms, 117 King St. West, during both weeks
of the Toronto Bxhibition, at which time no doubt, many
of the small goods dealers will take advantage of the
opportunity to eall and look over the Beare & Son lines

The valuable collection of antigue musical instra
ments, manuseripts and books that have comprised so
interesting @ museum at the salesrooms of the R, 8
Willinms & Sons Co., Ltd., Toronto, and which are the
personal property of Mr. R. 8, Williams, head of that
firm, have heen loaned to the Royal Ontario Museum of
Archacology, loe on Bloor Street, Toronto.  Mr
Williams®' colleetion is one of great value, and his
generosity in thus placing it should be greatly appre-
ciated by the general public,

S~

— -
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YHERE are no substitutes for Bohne Piano Hammers.

I'he characteristic quality of all materials used, as well

as the careful and experienced workmanship throughout
every step of their manufacture account for their reputation to

resist year in and year out the extra usage demanded of the playver

prano.

Bohne Hamme:s covered with “Weickert German Felt’
are known and acknowledged to be the best n oney can buy. That

is the reason they are used by manufacturers who consider quality

before price.

Bohne Piano Strings

are the resultant products of a modern well-equipped

plant ; the class of workmanship that goes hand in hand
with thorough knowledge ; the best materials that the

markets offer, and constant careful supervision

?

W. BOHNE @ CO.
516 RICHMOND ST. W. . .  TORONTO

134th STREET and BROOK AVE., NEW YORK.

= ~
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TRADE NEWS.
The Johnson Piano Co.. Hollis St Halifax, NS

rance sale

have heen conducting o midsunnmer prne «
Mr. A Sevier, of the Nordheimer Co,, Toronto 1
saturday preceding

gan his fortnight’s holidays on the
Toronta’s vivie holiday
Mr, Lanrie, anditor for

Co., has just paid the company s sl offie

b Columbia Graphophon

for Canada

one of his regular official visits

Mr. Vietor Michaelis, of His Master’s Voice Gramo
phone Co Toronto, has returned From a very enjovahle
Hishing vacation Report says they hit well too
Canada’s imports in musical instruments oy the
twelve months ended  April Jast, were F2OSKGIN, as
5 the yenr befor The former total

the  United  Kingdow,  and

against §1.599,
includes $117.507  from
#1.751.763 from the United States

Mr. 1. Finehim, vecently with Heintzuan & Co
London, is now on the staff of the R, 8. Williams & Sons
Co.. Ltd.. Toronto.  Mr, Finchim, who has many years
meneed s career

experienee in the pino business, oo
with the RS Willinms Co. in their London branch

My, (i, White of Montreal, has returned to that
city after a two weeks' sojourn in Toronto during which
time he was occapying the manager’s chair at the offied
of His Mester's Voiee Gramophone Co while My
Michaelis was having his annual holidavs

Mye, 1L O, Houghton, of New York, who has heen
selling veneers and cross-handing to the naddian teads
for almost the average lifetime,  recently visited  his
varions Canadian customers, My Honghton, who has
eveles of trade depression, opines that the

Secn many
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quict husiness heard of in Canada is of a very temporary

nature

Manager Horaee 13, Bilby, of the Perforated Musi
Coo states that his firm has seenred the Canadian selling
rights of 11 Pistonola.”” which is a player mechanism
that van be installed in any piano This  invention

watkes use of the ordineey music volls, and i operated
by suetion

An important Teature of the programmes to he given

af this vear's Exhibition by the Trish Guards Band is

Nights of Gladness' valse, by Charles Aneliff This

composition, which has had an excellent sale thus far

is heing wholesaled in Canada by the Hawkes & Harris

Music Co.. of Toronte. The picec is also obtainable ir

the player musie roll. from the Universal Music Co

Toronto

Mr. A. L. Ebbels of the Ameriean Felt Co. New
York, has heen visiting the Canadian piano factories in
the interests of  his  firm Mr. Ebhels, who is an
Ameriennized Canadian, states that the United States
factories are experiencing the san slackness as the
Canadian firms, but becanse of uncertainty as to what
the tarift adjustments way result in while in Canada,
the seereity of money is the present obstacl

The show windows of the Hydro-Electrie System's
Toronto store are heing used to excellent advantage
ry

Large erowds in front viewing their displays are very
common,  One of their recent strong windows contained
a Columbia “Grand® grafonola.  Accompanying this

a lavge, attractive window card, showing Niagara

Falls, with a rainbow over it. and containing this ex

pression, *Hydro Harnessed to Harmony -

Dealers

The Music Supply Co.,

Distributors for Ontario,

W. Doherty Piano @ Organ Co., Lud.,
Calgary, Alberta.
Distributors for Alberta

HU\\' many times has the thought occurred to you, if we could

. on'y supply our customers with 4 Permanent Phonograph
ENUIOM B Necaic : avoiding the amnoyance of constantly changing needles
Our Permanent Needle is made with a_jewel point, set in a steel shaft,  The jewel
is polished and gives excellent service as to life of record
and economy as to expense for needles,
words one vear's service to the user for $1.50
Dealers should stock this marvelous improvement in Phonograph Needles tor
Dise Machines, made in three tones,
The following distributors in your respective Province will be glad to supply you:
Layton Bros.,

88 Wellington St, W., Toronte, Ont. 550 St. Catherine St. W., Montreal, Que, 633 Granville St., Vancouver, B.C.
Distributors for Que beo

Permanent Phonograph Disc Needle Co., Inc.
1128 N. Winchester Ave. -

The tone is most natural,

for they are guaranteed for one year, in other

Soft, Medium, and Loud.

Fletcher Bros., L.,

Distributors for British Columbia

W. Doherty Piano @ Organ Co., Ltd,
324 Donald Street, Winnipeg, Man.
Distributors for Manitoba and Sask

Chicago, Ill.

!
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Important Announcement

TO THE MUSIC TRADE.

take pleasure in notifving the
Trade that we

W

rights in Canada of Eprnion Prrers.

Canadian Music

have acquired the sole selling

This Edition needs no introduction to
cither the Canadian Music Trade or pro-
world-renowned, and

fession, it being

conceded to be the

BEST AND MOST RELIABLE EDI-
TION OF MUSICAL CLASSICS.

In securing control of Emiriox Prrkks
for Canada, we were influenced by the de-
to the
Trade an edition of Musical Classics that

sire to be able 1o offer Canadian
could be sold without fear or uncertainty
respecting copvrights that dealers have
Ldi-
tions of Classies published in the United

been laboring under for some time.

States are largely reprints of Epiriox

Perers, and as such theirimportation and
We are

instructed to protect the rights of Emi-

sale in this country is illegal,

rox Perers, wherever they may be in-

fringed by the sale of U. N, reprint edi-

Write for Catalogues and Terms
The
NORDHEIMER PIANO & MUSIC Co. :
Limited

15 King St. E. - - Toronto

SOLE AGENTS IN CANADA FOR EDITION PETERS

CHAPPELL’S

Popular Annual

DANCE ALBUM

No. 158
c' CONTAINING soc'
I'HE MERRY \X IDOW Vakse
vune Lohar)
SOURIRE. Y \Mul R Valse
Frank Lamusrt
THE ARCADI \'\\ Lancers
(hionel Movkion and Howard | ainot)
JESSAMINE - Valse
WPaul A Ruben
MR. JOLLYBOY Two.step
K. Pen
CATCH ME - Two-step
..... e
UNDER THE I‘INI ‘s One-step
Albert Sumner)
MERRY AND BRIGHT One-step
(R Pensor
THE ESPADA § March

(van Canyll)

Vialin (or Mandolin) and Cornet Parts

Chappell & Co., Ltd.

347 Yonge St, TORONTO, CANADA

Npecial rates given on application

Bookkeeping
by Machinery
A large manufactures

*Our Underwood
ed Billing Ty pe-

syatem
o with it
estment

The

es the cost

every four months

United T{pewriter Co.
imited

7 and 9 Adelaide St. E. in Toronto
Everywhere in Canada

See the
Adding Typewriter
Computing
Typewriter

Established 1852 Call Telophone M, 55

Musician’s Demands

Satisfied in every way at our store.

We have a most complete stock of
String, Wood, and Brass Instruments,
also a full stock of Sheet Music,

Don't forget, 100, our expert repairing,

CHAS. LAVALLEE

Bemon & Co., of | nminn Fng
l’rl-o- thrbu & Co., of Lyons, France
W & Som, of Grand Repids. Mich

35 St. Lambeﬂ Hill - Montreal
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Mr. Addison A, Pegg, of Nordheimer's, Toronto, is
spending his usual widsummer holidays ot Lake Seugog

The Permanent Phonograph Dise Needle Co e, of
Chicago, are now well reprosented in Canadi. which
shonld affeet the marketing of theiv permenent phione
graph needle. The Musie Supply Co.of Toranto, hav
the distributing of this for Ontarios Lay fon Bros
Montreal, for Quebee: Doberty Plano Co. Lud. Win
nipeg, for Manitoba and Saskatehewan: Daboty Piano
Co, Ll Calgarey, Tor Aberta, and Fletehor Bros, Van
conver, for British Colnmbia

The John Raper Plano Co,oof Ottawa, have just
voeert 1y added o talking machine department, taking on

Mis Master's Voiee' lines. Me, 1L AL Loach, of thi
fivm, is quite enthusiastic over their new branch pin
tienlarly in view of the mamhers of their customers whi
Jaave heen making enguirvies for Vietvolas ad Vietor v
cords, Gramophone sales were recorded on the day Tol

lowing the »

cipt of their initial stoek, Mo Raper
e of the firm, was among recent plano men i Ottiwa
to take advantage of the asual summer relasation 1o g
on o vavation,  Lake Law

for this year's vacation

jeggan was Mo s choie
F15.000 worth of wusical insteaments were exported
From Canada to Sonth Atvien durving the last fiseal yem
for which figures are available
Talking wachine

ds of pipe organ music hayve
been suggested. Reproduction of pipe organ niisie iy
b diffienlt to seenre, bt with the growing popularity
of organ vecitals, which ave doing so mueh to caltivits
a greneral appreciation of the better musie, that elass of
vecords should find o ready market

The Land of the Guelph Musical Society, and its alile
conductor, Meo W. Philip, were paid o glowing tribne

New  York

Metronome. " On the band s exeentive committer are

i a vecent issue of the wsieal  paper

several prominent  gentlemen, ineluding the plder
e and Meo €0 WL Kelly, the proprictor of the well
known local music s

e Gnelph’s repitation ax @
musical contre i waterially ineveased  throngh Teing
e home of the Bell Piano and Ovgan Co, Ltd

CA real good organ s the only kind 1 owonid thirk
iy Sohool," e
He gave as his reason
r

of vecommending for o churel or Sune

marked a dealer the other day
that in siueh a building the tewy
that only an organ of the hest g

ature varied so mueh
ade could endure the
You know very well,™

stidden and Preguent changes

siid he, “that in many cases for several days at a fime

T TTITIIIINRRSSSSSS,—4470—
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the chareh is without a five in it during the winter tin

n
[

and then it is suddenly heated to a temperature o
degrrees, That is what puts the organ to a severe, almost

an unreasonabile test, ™

IN THE MANAGER'S CHAIR.
Some time ago the stors went the rouds of a sales
man who was ehided Tfor not selling the Tine in new
territory Phe gods were not advertised fo the T

and the teade maturally could not be interested

i he eould sit in

The salesman asked the manag
his chair. e did so
Now, " he said

salesman teving to sell our goods

o merehant and yon're the
Just approach me
as you would @ eustomer
Good morning, Mre, Blank,"™" said the manager, now
Dpersonating the salesman

Blank.""

P ) yon ot

I vepresent the house of

veplied the chair warmer, his
Foet epossed on the top of the desk and o cloud of smoke
volling up Feom o long cigar

Yos. and | have o splendid Tine that 1 know will
interest yon,’

S b b von bave ! e the reply . with not even

an upward ghane

You may not be Famihar with the goods, but they
are exeeptional and 1 just like to open my sample case
and show you”

Get to b T out of here with your samples ™" Aud
the salesiman pointed 1o the door

Is that the way you e rescived on the voad with onre

line " asked the mamager after the aet was over

actly,"" said the sadesiman
hen, by heek, I wake them take notiee™

And he did, with an advertising campaign which
his ot the line into alaest every vity and fown in the
land

Salesten need the support of advertising, just as
advertising needs the support of the salesman and the
honse back ol it

For the nine months ended Dee 3101912, Canada's

Panmigration awonnted to HITISL or T per cont, more

than for the sime period ol the previous year, ¥
the United S

OSB3 came by way of ocean ports

s there cme TELTSO people, and 334,

SEternat perseveranee is the price of 5

and liable to the penalties of the law

g of Araby . Clay The Bandolero
B

ol
1 (Dorothy) v
Thow Art W

Valse Bley
Merry Widow Waltz
Waltz Dream Waltz

We would suggest that if any Dealer
any of the above

CHAPPELL & CO.,

WARNING RE AMEKIC!

The following American Reprints of some of the Chappell Copyrights
any importation and sale of these illegal editions is an infringement of Messrs, Chappell & Co's copyright,

Echo
All Through the Night

bers, he should immediately return them to the source of supply

. 317 YONGE ST., * o

REPRINTS

+ strictly forbidden in Canada, and

Souvine d Avril Waltz (April

Smi )
White La Matichiche (La Sorella)
Sullivan Au Privten.ps

n Clair de Lune (Moonlight)

Voice Train

e Exercises

The Gilbert & Sullivan Operas.

has copies of American ruprint editions of

TORONTO

{
1\
Y
Il
al
‘

-

!

iv

¥
<
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MENDELSSOHN
PIANOS AND PLAYERS

Will be on exhibit in the Manufacturers’ Building at the Canadian National
Exhibition from August 23 to September8. A cordial invitation is extended
to all our friends and customers who visit the Exhibition to make our

Booth their headguarters during their stay in the City.

MENDELSSOHN PLAYER PIANO

Player mechanism thoroughly responsive.  Player Piano construction up-to-date
in its capabilities as a Player and Piano.  Music lovers satisfied by its unlimited

capacity for expressing musical feeling,

Individuality in Tone Quality, Case Designs, Purity, Volume, and Sweet-
ness of Tone. Strictly high grade in Material, Workmanship and Finish.

ACCURACY - EFFICIENCY - DURABILITY.

MENDELSSOHN PIANO Co.

110 ADELAIDE ST. WEST

TORONTO : ¢ . - * CANADA
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You Don’t Héve To Tie Yourself

To This Proposition —

ET ~ you will find on investigation it is the most

favorable dealer offer ever made the talking machine

trade. The Columbia dealer policy is to give as

much as is humanly possible - and exact as little. ~ We believe

in the one price system - faimess to everyone all the time and the

right of a dealer to change his mind.

Does This Appeal to You?
The Columbia dealer policy rests on the
foundation that unless you are making money

we are not succesding. So the discounts are

the most generous known in the tade. We
believe that if you want to change your mind
about handling a cenain line of goods you
should be allowed tc So we make no re-
srictions.  We welcome your business on a
show-down basis. We believe Columbia
Grafonolas and Records will outsell any other
make in your store. We are glad to prove
this in competition. Don't take our word that
they will —nor any other's say-so that they
won'l. Find out for younell

Columbia Leads in Improvements.

We submit the illustrations on the fol
Jowing two pages without comment From
the $20 Comet to the $650 Grand, affords the
widest range obtainable. Measure the value
of each instrument for yourself. Columbia

Records and the Columbia System of record

ing combined with a list of the greatest living
artists now petforming  give the Columbia
dealer a tremendous hold upon the record busi
ness even with owners of other than Columbia

nstruments

The new Campaign includes the best
talking machine adverusements we have ever
seen,  The proposition i the fairest to the
dealer. The results are going to be surprising to
those dealers who have never before partici
pated in a well run and complete co-operative
advertising campaign

The Factory Backs You Up

Evety dealer in every territory gets the
best there is in us. Columbia jobbers are up-to-
the-minute and the factory’s ideal of service is
1o help you make money

Get the Whole Story.
Wirite  frankly and confidentially - and
we will reciprocate in like manner.

Columbia Graphophone Company
. . TORONTO

363.5-7 Sorauren Ave., -

55
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[ THE GRAND

| $650
Electric start, stop
and motor The

most superb instru-
ment made

U
Y THE DE LUXE
$250

Perfection in the
upright Grafonola

the Grand at $650 or the “Comet” at $20

Columbia
Leads the Way !

I'he first real talking machine was a Columbia.

. THE COMET $20 |
omeler. The culmination  of The first machine at this price made good enough to bear
Columbia leadership is represented the Columbie Name
most dramatically in The Grand
the Maximus Superbus of musical
instruments  and in The Comet
the biggest $20 worth ever offered
I'his leadership is maintained in
all models between these two ex
tremes

C O L U M B l A THE FAVORITE $65

GRAPHOPHONE CO. The most widely purchased

instrument at its price
363.5.7- Sorauren Ave., Toronto

I'he first disc record that would reproduce
li]”ll(‘ll\‘ was a (‘I’llll“‘”ﬂ II‘(' 'Il\l con
tinuous tone chamber was a Columbia feature
I'he Columbia process of recording is tan
gibly superior.  The most scientific reproducer
1s Columbia No. 6 T'he only table type
instruments are exclusively Columbia. The
comet tone arm with bayonet joint elimi
nating loose joints, 18 a Columbia invention.
I'he all-metal motor board combines tone arm,

llllf‘"'~[\l’l|lu motor, ‘l"““l regulator and s|nw-(|r

Thi t shows th tal
i Lo SO~ Y - THE LEADER $100
THE REGENT $275 THE COLONIAL $195 b o By o W oy producer with which all Columbia Another new model which will
Exclusively a Columbia type Another distinctive Columbia model THE REGAL $65. A rapid seller. Grafonolas are equipped. be immensely popular
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THE COLUMBIA

is positively the most vapidly inereasing business in the world to-day- and
Ontario is doing more than its share —our timover having inereased sevenfold

in little more than two years

I'he following is an extract from one ol our recent
trade letters.  We send out such “‘reminders” to dealers
frequently making them acquainted with any new develop
ments in the trade we'll gladly put your name on the

list on reguest

To The Trade

COLUMBIA GRAFONOLA
CLEADERT PRICE $100,

vo

ur

on o

all will be pleasurable and profitable

we'll put you

’ “The Leader”
| ¢ L.eader
[ he response 10 our annomncement of the 100 **Leade
best we have ever experienced in introduciog a new mode
Several dea ha wdered, having already sold the first
sample,  This $100 success coming on top of the 100 increase in
Colum! with of June is very gratifving, and
ervtl . ate th er 1 ever 3 ¥
fomand tor L mbia produ
Ihe Lead A Lol which you should have in your own hon
1 u e 10 prove a profitable one 1o ye will hely
1o sell the higher priced instrumer
A\ new Bookle nearly p for the
B GRAND  plea il lin hiave already
1 We can ma "
} You are cordially invited to visit us during Exhi-
‘ bition time (or at any other time,) We can promise that
|

SS Wellingt
Near |

MUSIC SUPP

LY CO.
_TORONTO

nt Huby

S— W—

|

— S
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Circassian Walnut

Interesting facts concerning the source of
supply and its application to the piano
trade. Written for the Canadian Music
Trades Journal by

0. E. Williamson, Baltimore

that planted nat tree of the souti
|

vhat is now being imported from the

at the f about 12,000 logs per

heing vnecrs and

orn plano
I

I'he illustration
Russi
shipment Batowm and 1l
the only ports where 1
sian originat Ihese ports ar \ iwstern on
the Black Sen. in that conntry acquired by Russi
the beginning of this centuy n wintry that s

known by even world travellers Here is centered

most cosmopolitan population, 1 0000 population of

Batoum divided into nationalities heing about 10,000

NI

d
1

it

I'l

1DEN

JOol kN AL

“ peak

15,000
y the Black
ind showing

steeps and

heds of
ease, and
constant
looked
umulate
al of thes
rom the
ut to the

feeling

Sy
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SERVICE

For Western Canada

AII ATURE of the Whaley-
Ro

vee service is the branch
warehouse maintained at Winni
peg. With a complete stock at
that central point the dealers n
Western Canada have the advan

tage of prompt shipments and «

siving of time in securing goods

WHALEY,ROYCE & CO,, Limited

Donald & Princoss Sts. WINN

YOU

ARE CORDIALLY

Watch for Them

WHI N vou are visiting the

Foronto Exhibition you will
find a case of Whaley-Royvee Band

wid other instruments in the Man-

ulacturers' Building. A few min-
ules' inspection of them will con
vince a dealer of their superiority

WHALEY, ROYCE & CO,, Limited
287 Younge St ' TORONTO

INVITED

to make our office your headquarters while at the Cana
dian National Exhibition, August 23 to September 8.

It is centrally located  handy to other places you will
want to reach  Have vour mail forwarded to yourself ¢ o
Whaley, Royee & Co., Ltd., 237 Yonge St., Toronto,

while you are in the city.

Whaley, Royee & Co., Limited

Headquarters for

Everything in Music

“Lmperial,” *Sterling"” and “ldeal™

Band Instruments

Sheet
and

Book

Guitars, Mandolins, Banjos. Harmonions

“Imperial” Strings
For all Stringed Instruments, are the Bewt.

WHALEY, ROYCE & CO,, Limited
TORONTO  and  WINNIPEG

Toronto and Winnipeg

A DISPLAY

of these hooks will bring you good
results:

“FAMOUS CLASSICS”
LODIOUS RECREATIONS"
RIMARY CLASSICS™
IRST PIECES in EASY KEYS”
AMMOTH PIANO FOLIO™
“THE EMPIRE SONG FOLIO™

Write forlists of Sheet Mu-
wic, Vocul & Instrumental,
Anthems, Part Songs, ete.

WHALEY,ROYCE & CO.
TORONTO  and  WINNIF
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that it is almost the heroie to see the logs after they ate tre trunk. the thought scoming 1o be to tey how evend
gotten out to the railroad station or some of the little  they can strike and ent with a sword, same being o kind
towns along the Black Sen coust where they are brousht  of sword practice. | learly this results in those evenly 1
from the interior ready for shipment to Batowm or  distributed gashes frequently seen in Cireassian veneers
Poti, and indeed they have if one counts person o and indeed wany of the small defeets found in Cireas
fort at the very least sian are the result of sword, hayonet and frearm priv
The Russian (Government owns the best of the old  tioe. Then there are the bore hole mads by the early !

trees on their governmental grounds, and as yet thes searchers for the finest colored trees by horving with a

have not been eut to a large extent The Govirnors half ineh cove bit especially made to save the cores that

of the various political divisions of the conntry can be  Wonld show the kind of stripe or color in the tree. This
persunded to allow a little cutting, but the ot of this also would ondily show if the tree was hollow or if it
permission is usually more than most buyers can or w i1 had wnusually thic k sap. We find neavly all real Cir

stand, and very little is accomplished in this \ Phe  cassian bored, sometimes as wany as 200 holes being

Export Duty of almost e, per Ih, on all Cireassi n Jogs  Tound in a single log.  The white sap renders some logs |

’ shipped out of Russia renders the shipping of  poor worthless for veneers and of little value for homber !
logs @ very doubtful venture, and the actual cull loes It is a common impression that Cireassian logs are
arve sold at cheap prices for use in Russia, thus oseaping loeted to have limh knots to enhanee the figure, but é
the export duty, and with all this the very obseun quite the contrary is the rale, as there are always knots J
hidden quality of all Cireassizn logs makes the insre and it is one of the diffieultios to avoid them ; remember 1
tion uncertain and has led some to think it is uscless toing agim that it is a planted tre cultured for the nuts {
try to seleet good Civeassian logs, as they ent hoth wors and we find that it is most frequently planted in soil |
and botter than one wonld think, and this leads to a  quite unfit for its perfeet growth, henee we find mis
constantly interesting struggle to get the goed cres crd - grown trunks with hearts misplaced and very crooked ‘
avoid had colors rnd very fanlty logs, and ‘nosnite of all and erratic. often crossing through the tree from side \
cire the number of fairly sound stocks of Civoassian 1o side most disagrecably. if sonnd stock s wanted, Also I
veneer s very limited being a tree of natureally o short hody and varely ex |
The wost frequent fault in Cireassian is the resalt cooding 12 11, of elear trunk, with an average length of
of » pructice among the Georginns who alwavs carry  seaveely cight feet, and it is quite common to find thick i
a short sword. and in an idle humor they strike the trunks that ave only four to six feet from the root to (}
erowing trees at very regular intervals along one sid sovers] forks, and from these short logs we fregquently
¥ psing a downward stroke and making deep cuts, say 3 or  take the finest veneers
1 inches apart for a distance of several feet slone the To bring around the hest results of color and figure
" o
J T —— DUSTOFF 3% RECORD mssssssssmm &
! CLEANERS |
. ARE A POSITIVE NECESSITY
‘ ‘ 1o all owners of talking machine records ! |
T D V.o iy hreh et 3 e e onployed e Dustell(\gasla®) |
Mads 95 Swith CSPUSTOFES ™ cannot scratch and 1o use it s only necessary to simply Made on finely fin
Sl oavdisad setat brush across face of record & few times . il Do
hlder. Sach in “ DUSTOFFS" Clean all Makes of Records. B B aie cone
box, and 12 in A The use of ** DUSTOFFS * before playing ensures a wonderlully clear and 0 cole
display box distinet tone reproduction, free from blurs, harsh sounds, and morvover throug b hox
A :‘I'u'lvl:--:llv.-‘x.,v.,wd‘-v dust and diet from the reproducing point track, lengthens the life Bl is Easnte
for 78e. BERLINER GRAM-O-PHONE CO., MONTREAL, s ‘
Liberal trade G Can supply you, Sample Cleaners sent post free or receipt of list price Liberal trade discount L
W MINUTE SHINE COMPANY, Sole Mirs., 30ibincr koo Usa [
/

o

NOTICE Faust School of Tuning

This Company controls C di Patents
Nos. 103.332 and §5.078 covering fundamental PI:\NO, Pipe and Reed Organ Tuning,
features of disc talking machines and disc repairing, regulating, voicing and poli-
sound records, and will institute proceedings hi '[;’l' ‘.k.vll_‘_k \":‘| ) ‘|-\ ' g ’ \Qll"
against all parties making or selling without BHIRE TIRyer SIANOR, SCAIE S ratting., Lliver
license, machines or records covered by these C. Faust, Principal, for over twenty years

patents. at the head of the luning Department of
This Company has registered the word “Giram- the “*New England Conservatory of Music”

o-phone” as a trade mark, as applied to the sale Yraduate Factor s T
of s und reproducing machines, their parts, and 1000 Graduates. ) actory p actice f
accessories. desired. Illustrated Year Book free.

BERLINER GRAMOPHONE CO., Limited
MONTREAL 27-29 Gainshorough St., Boston, Mass,
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A NEW
MUSICAL
WONDER

FOR

EVERY

HOME

JUST THE
TIME
OF YEAR
FOR
BIG
SALES

If You Want A Big Money-Maker Stock

The Celestaphone

Here is a new musical instrument combining
the qualities of the mandolin and guitar, with
such utter simplicity that an absolute novice
can, by simply striking a key, secure effects

not possible for a skilled musician to obtain

Anyone Can Play It

No musical training, no experience, no ability is re
quired to play the Celestaphone.  Take fifteen minutes
for practice and you can get the most delicate effect

< and trills,

A specially arcanged number-chiart  whereby the
strings are indicated by numbers ;¢
1o be struck, makes it possible for an inex
person to become an accomplished player
time.  These number-charts have been transposed from
a great variety of selections, including late hits, of
which an assortment is furnished with every intrument

actly overthe kevs

12 Sold in

One firm put in a window display with
demonstration inside and sold 12 the first day,
A\nother firm ordered 25 as soon as they saw
our announcement and have since increased
Reports from all dealers tell the
same story of quick sales and great popularity.
They will go especially fast in summer We

their order

Almost 100°

™E WILLIAMS

MUSICAL INSTRUMENTS OF QUALITY

Profit.

It s played by pressure
Cpiane, 1t gives cither a clear, trilling, repeated tone
like the mandolin, or a single tone like the piano
can he played by one hand or both,  The keys can
struck singly, in double orinchor st
easily portable, v substantial box to keep
and carey it ine Just the rument for the summer

holidays,

One Day

are behind orders now,  The retail price, only
$7.75, makes them a quick seller

With every order for one or more Celesti-
phones we will furnish an advertisement for
vour local paper FREE, on request.  But you
must ASK FOR IT when ordering. 1t will
bring results

WRITE for Inside Prices and Literature TODAY.

& SONS (0.
LIMITED. TORONTO

145 YONGE
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in Cireassian for piano cases, hutt jointing is essenfia
porhap tois this that aceounts for |

in 1N ork here Chreassian SHS | s

been thonght 1o seleet w halames st

nake an at ase without jointing, | | i
ulties of quickly seen, and as on

short of in Cireassian always 1

there | one stock in 20 that I
Wy | npright, and eertain \

one inoa hmndred that work for grands

good - color pinion  about N g
ound  bhatted reassian have resultod
o ith so the question stin

! o ution, and the rosalt st

e furnitir ity manufacturers oif

narket for Ci encer and lumber, and 1 Plahin
ise maker is not 1l nost 8o | ISt |

ulties that are offered 1

pateh at least the smaller |

quickly, but we ar 1l
ets and elear stocks seem to he almost
The hope remains that someone will he found who von
being around Cireassian hutted vencers inoa la
el harmonize thes Wicting ideas, seeuring o go
pesult that will e worth following up to re esit !ty
but so far it has not been fully aceomplished,
that this is impossible is to go against vesults that |
heen had in oo small way. Shall it he helieved that this
annot T hrondened 11 the rig tion is
matde and it up with venly fig
colored Cireassinn, where the hatt jointing d
id tl 1 striking results, bt with the purpose to

LOWENDALL'S
FAMOUS VIOLINS

PERFECTION OF TONE AND
WORKMANSHIP

ASK YOUR DEALER

CANADIAN
REPRESENTATIVES

+s Williams
& Sons Co., Limited

WINNIPEG

CALGARY

MONTREAL TORONTO

TRADES JOURN AL

keep the entire tone of color and figure even and still

rt # harmonious whole thronghout an entive run. To

do this means 1o begin vight and select right hoth in
hu nd jointing to the one thought of even color
and effeet. This conld be in either a wedinm or dark
ton il seleeted and worked to never exeesd
woderate result of fignre and contrast color, and then
lepend | on the nataral beauty of  figure  and
finisl

Phe strongest evidenee that some such thing con'd
e aecomplished in our piano trades lies in the fact tiat
hinet akers in Franee and  Germany  avoid all
strongly  marked Civeassian and French walnut, and
are content with the ensemble of all the results that
ome with working this wood, which is casily the gqueen
of wood heauty

A ereat many of the more artistic purchasers ol

planos, as well as the manufacturers have felt that the
highly colored Cireassian walnut was just a tritle too
pronounced for a piano, and they are, therefore, using
as o substitute what is ealled for want of a hetter nam

Marviand Walnnt,  This walnut grows under nearly
the same conditions as the Russian Cireassian, and con
tains to some extent the contrast in colors for which Cir
cassian is noted, and in addition thereto has the strong
curl figure of the American walnut, the com!ination
naking a piano case of pronounced contrast still with
stbdued  offeet and with the beautiful figure of the
Amerienn walnut, and is to a great extent responsibl
for the large inerease there has been in the last year
ind o half o the sale of walnut ecases Within  the
vriter's personal knowledge there have heen inereases

from practically no walnut eases to three to five per

ent. of the output in walnut cases to as high as 57 per
et inoone particnlar case and the average  from
abont 25 per cent, to 30 per cent., while the strietly Ciy
assinn cases have remained only a small per ¢t ef th
manifaeturer’s output This  Maryland  walnut o
\ierican Cireessian has inereased by leaps and bounds
until it has reached the point where it is practically an
impossibility for the manufacturer of this ¢l ss of wood
to supply the demand, as the distriet from where this
wood can be obtained is very restrieted

Bellows Does your danghter play on the piano "’

Old Farmer Cin deep tones of disgust She works
on it, pounds on ity rakes it serapes it jumps on it rolls
over it but there's no play about it, sir.™

Plates

“Superior” Piano

MADE BY

THE
SUPERIOR FOUNDRY CO.

CLEVELAND, OHIO, USA.
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Advance List of the Newest

Player Rolls

Roll N\« Pitle and Composer  Price
A
Areadinns, The Monckton & Talbot 1 50
Selections,  Introducing Opening Chorus Aet 11, Chor
Wiitresses— My Motter— Fickle  FortuneThe  Pip i Pan

Sweet Sunphicitas - Areinly ver Young | Like London - Open

ng Chorus Aet 11 e v The Girl with the Brogue
Charming Weather ith is so Beautitul, and  Finale Act |
Arranged by ML M. gy
B
GG Belle of Brittany Taibnt I
v Selection,  Introducing: — Country Danee—The Best Brittany
Phe Ol Clintent— Little Country Mice—The Dawn of Love —The
King in the Kitehen  Daffodil Time - In the Oven Avranged by
1. A de Orellna
Blue Bells of Seotland, The Ao Ryder 12
With Variotions SN note only
9212 Rurning of Kome BT Paull 1 20
I Mareh wnd Two-Step,
. SION Buttertly Ballet . K. Sehalt 120
IMPERIAL LINENIZED MUSIC Morceuu Churncteristigue "
ROLLS FOR FALL TRADE c .
W22 Chanson Populaive.  Op. 83, No, 5 Moszkawski il
Roll Nu Title and Composer  Price
wl Composer Py
9206 Moreoau en Forme D 'Etude
1A, Wollenhaupt 15
e of the Dragon Wt I'owel 1 20 an Nao | SSnote only :
Grand Galop de Convert
SSopete anly
HO201 - Oldgn Days
E Nelections Introducing: —Jdingl
N Exeelsior MWL Bl ! Bells—Casey Jones—Belle Mahom
Key of D, Mareh Through  Ge
G Jaunita —Alice, where  art )
WELE The Girl on the Film A Nitmay 120 Good Night Ladies.  Areanged by
it W, Hartmann
WL Gaod Fellowshig 1M Dal
Mareh and Two Ste) WOT Parisinnn G Baehman
H Ve
e B 120 W22 The Rebin's  Retur L. Fisher
Introducing:— When Caprice.  SSonote only
wexiioon stops shining-—Good
s~ V' oH T v good  Litthe s2aes e Rosary Nevin {
vanged by Wi Hartma Key of K flat

1 D as Moued l-nl\nu Ho Von Tilzer 2EE Sunshine and Rose K. Van Alstyne

Hmm W 're having ovely

o] 19211 Valse Fantastique K o
SN-note only
L M0 Nesper  Chimes L
0210 The Lady Bugs Review N, Moret ) S8note only
Moreenu Charseteristiue w
M 2o When it's Blossol m Time in Normandie
W Meditation .8 Morrison i Gifford and Trevor m
Op. 90 GIOT Waoodland  Whispers A, Czibulka 1 30
W Melody in K Rubenstein i Waldesflustern Op. 27

You will be interested in our exhibit in the

Process Building at the Toronto Exhibition

Aug. 23 to Sept. 8. Call and see us and we'll both be the gainers.

£ 7 Steel Spools, with Adjustable Steel Flanges !
£ 7 Linen Fronts, fitted with New Tyve Quick Grip Tab and Cord!!
FEATURES £7 One Piece Box, no lid to lose!!!
£ 7 Paper is Heat-and-Damp Proof !

£ 7 Musical Arrangements---perfect !

Perforated Music Co., Canada '

SPECIAL |
| 1!
'

Four Gold Medals
Awarded to the

Head Office Eastern Branch
Imperial * Linenized "’ 103 CARLAW AVENUE 510 ST. CATHERINE ST. WEST
TORONTO MONTREAL

Music Rolls. TORONTO BRANCH 28 YONGE ST. ARCADE
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NEW PLAYER BENCH

The two aceompanying illustrations show the new

combination player beneh very recently put on the
market by the Thomas Organ Co. of Woodstoek.  This
they have styled Number 24 A number of very en

couraging orders have en placed for this henel by

some of the very first firms to whom it has been shown

To raise the seat it is only necessary to take it hy th
front edges in the centre. Fiest raise the back as fa
as the grooves will allow, then raise the front and press
the seat back to its place. To lower the seat take the
seat as hefore, fiest raise the hack edge, and press it for

ward, allow the front edge to drop and the supports
under the back edge will then follow in the grooves

The idea upon which this heneh is founded orviginated
with Mr. James Dunlop, the head of the Thomas Organ
('o., who is a very practical man and who has had his
idea patented

FORMER REGINA PIANO MAN SENTENCED TO
DEATH AT DENVER
(From Regina Daily Provine
‘It s likely that the death sentence passed upon
Harold K. Henwood, a former Regina moan, in the City
of Denver some time ago. will he commuted to life
Henwood was senteneed to death by
Judge Butler for the murder of George Copeland, in a

intprisonment

hotel bar-room in Denver, on the night of May 23rd
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1911, and after a long teial, was found guilty by the

jury In pronouncing sentene he gudge admitted
that he considered the penalty for the erime exeessiy
bt in the face of the verd he jury, o alternati
was left open to ed, however, that h
would recommend to the Governor of the State that
the sentenee be redueed 1o imprisonment  for life

Henwood has been given the opportanity to appeal his

ease 10 the Supreme Conrt ol the N ‘ il it s I
eved that o new teinl will he granted within sixty
days

Henwood, while in Regina, was agent Tor a lavg
United States piano company. and was well known i
husiness eireles He had a good connection, and
good reputation in this vooand made o large naumber
ol friends during his residenee here It s over two
vears sinee he left here to take up his rvesidence
Denver

Yhe trial of Henwood in the Colorado conrt was

one of the most sensational in the history of the State

and the final plea made by the prisoner before being
sentenceed by the judge, combined all the elements of
the deamatie and the heartrending It 1x necessary
for me to explain my position. you honor,” Henwood
declared, ‘not only for my own henefit, but also for
the benefit of your honor, of the distriet attorney, for
my own attorneys, for omy friends, and the people

generally.” ™’

I oo short address to the judge. Henwoo

dectared
that e shot Copeland in defenee of Bis own hile, and

hat the verdiet of the jury was unjuast

FOUNDED ON THE PRACTICAL

The suecess being achieved by the Peerless antomatic
piamos and orchestrions, is  doubtless  due in great
measure  to the long and  practical  experience of
Frederick Englehardt, head of the firm F. Engelhardt &
Sons, who are proprictors of the Pecrless Piano Player
Co.oof St dohnsville, NY. Coming to Ameriea when a
ladd 10 years old, Mr. Engelhardt has had experience in
making keys, actions, sounding hoavds, as well as in
ahinet making. o 189X the firm heanched ont into the
automatic piano business, and they tuke a pride in the
eliim that they  were the originators  of  the  coin
operated instruments, using a pnewmatic system which
wtrie motor.  Mr. Engel
hardt’s manutacturving experience in the musie trades

is actuated by use of an o

dates baek to 1889 when he commeneed a plant in New
York. Soon alterwards the building was destroyed by
fire and he went out to St Johnsville, where the present
up-to-date plant s Joeated. In 1891 an addition was
built to the factory, which was then operated under the
name of Roth & Engelhardt, followed by a second addi
tion two years later.  In 1908 A0 1 Roth vetived from
the business. Frederick Engelhardt  gaining
control of the business, at which thme he gave his two
sons, Alfred Doand Walter Lo, an interes in the
I Engelhardt & Sons

complets
firm of

The Journal has rveceived  specimen folders  and

literature printed in eolors that this firm has prepared
to assist dealers in marketing the  Peerless  line  of
automatic pianos and orchestrions.  These selling helps
are of a very high order, and wmechanically

usually well gotten up.

are un
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WINNIPEG DEALER VISITS EAST
“'Jock’'' Smith Attends Guelph Old Boys' Reunion.

Mr. John Swmith ne ol the propriciors of the
Winnipeg Piano ( has returned to Winnipeg, after
v fortnight’s visit in the East Mr, Smith, aceom
panied by his family, participated in the Old Boys
Reunion at Guelph, during the last week of Jdaly, and
he also speni several days in Toronto, renewing
acquaintances and meeting old friends in the trade

Mr. Smith, who had not been in Toronto for five

years, was greatly impressed with the growth of the
Queen City and the extended avea oceupied Mueh
as he admired Toronto and his old home town of

Guelph, however, My, Smith's re

or his adopted
eity of Winnipeg, conld in no way be disconnted. 1
considers Winnipeg the wost solid ity in the west

Me. * Jock * Smith, Winnipeg

When seen by a Journal represent
Edward Hotel, it was natural to questi

ing the piano trade and the outlook
By concenteating on colleetions.” said My, Smith
“We have heen able in this hranch of the husiness, to

show as good a record as last years and o sales will
be about the sam We o carefully  seratinized our
weeounsts, and bronght inany instruments on whie
payments were doubtful,  We made a special list of

real estate customers, of whom there are many in the
West, and took extra precantions with these, conse-
quently  we have done some very  effeetive honse
cleaning.”

As to prospects, Mr. Smith expressed the opinion
that normal conditions would seavecly be reached this
fall, althoug
assure some financial relief and freer purchasing.  He
thought, however, that it would take another year
of close financial sailing to properly impress upon all

th the magnificent erops wounld, he thonght,

people, and particularly those in the West, the neces
sity of condueting business with business intelligene

Many rveal estate operators had disappeared from
Winnipeg, which was a matter for congratulation, but
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unfortunately, the tightness of the money market had
the effeet of inercasing the price of rentals for resi
dences, beeanse of eausing o great deerease in build
ng operations. with still a large unfilled demand for
homes to rent

The immediate effect of the tight money market, he
observed was more noticeahle in player business than
on piano sales. The former is still considered a Juxury
ind something that can be dispensed with, while the
piano s looked upon as essential to the home furnish
ng and in the edueation of the children, consequently
piano business had received less of a check

e Winnipeg Piano Co. are distributors of Colum-
hin Grafonolas and records, and while in Toronto, Mr
Smith visited the Columbia factory, wheee he manu
factured a record. taking it home as a prized souvenir
Their graphophone department. he remarked. was one

of the most pleasing features of their business,  The
fixed prices, absenee of dead stoek, the publie appre
ciation, and of eonrse the profit, were all elements that
contributed to make this an admirable braneh of their
husiness

Me. Smith, returned to Winnipeg determined not
to let another five years clapse hefore coming back
to visit his old home and teade friends in Ontario

TUNING HAMMERS AND REGULATING TOOLS

Many important industries have grown from the
founder’s desive to do things by way of a mere pastimg
or hobby,  Sueh promises to e the ease with Mr
George Ao Brown, of Toronto, foreman of  Gourlay
Winter & Leeming’s vepair shop, who has been with
thut firm for the past twenty years. Mr. Brown, whose
father and grandfather  were  both  piano men, in
Canada, was always of a mechanical turn  of  mind
Even after he commenced his apprenticeship in tuning
and regulating he had  his own  amateur machine
shop at his home

This has grown into a specialty business of making
prano makers’ tools, and tuning hammers. My, Brown
puts into practieal shape the ideas of tuners and other
customers who may want some speeial tool made, or
he will make tools according to specifications

He has recently hrought out a new tuning hammer
with a star head. doing away with tie necessity of
the double oblong head. and which can be worked in

iy desired  position rsons interested in spee

s U Made in Canada™ pianos, players and or
can reach Mro Brown by addressing him at 47
Queen Street, Toronto

WILL BE AT OLYMPIA.

At the British Musie Exhibition, to  he  held at
Olympia September 62200 where only goods made under
the British Flag will be displayed. there will he an
interesting collection of ““Thomas™ organs made in
Woodstock, Ontario.  The organs heing sent to Eng
land for this purpose. will he an assortment of styles

nosingle and double manual instruments, and the
exhibit will he in eharge of Mr. C. E. Cartman.  This
action of the Thomas Organ and Piano Co., should
hring considerable  prestige to Canada  throughout
which country Thomas organs are aceorded a high
rank, hoth by the trade. and by the publie.
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A Most Hearty
Invitation 1s Extended to
All Members of the
Music Trades @ 1}

>

SO ——

% i
YoNTOY

to visit our pavilion when attending the Canadian National Exhibition at
Toronto-— August 23 to September 8.  As usual we shall be in the “ Piano
Row " in the Manufacturers’ Building, just east of the South Entrance. Our

Exhibit will be an educative one and worthy of every visitor's inspection. Larc‘:::d;:lic T

Trade Supply ,
|

4 3 House

View of Exhibition grounds showing Manufacturers’ Building where our display will by ‘

For years our factory has been the rendezvous of dealers and manufacturers; and this year
the same cordial welcome will be extended to every man in the trade who visits Toronto.

To visit i
" Toronto during
weEahivitonis 750375 August 23rd to September 8th e oares
5 an opportunity

worth while

The OttO ngel CO., Limited | OTTO HIGEL

Player Actions

KING AND BATHURST STREETS Perforated Rolls
| Piano Actions
[ TORONTO " ” o CANADA f’nan: and ()rr:zan
eys

Organ Reed Boards
Carsto and from the Exhibition pass our doors every minute during the rush hours.

PIONEER MANUFACTURERS OF PERFORATED ROLLS FOR
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H “They prosper most because they serve best {
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MADE IN OTTO HIGEL MADE IN
cavaon PLAYER PIANO ACTIONS !

____'#
To not visit the
factory where these
are made is passing
up a golden oppor-
tunity.

rRADE | MARK

THE OTTO HIGEL PLAYER ACTION is the choice of those who want the best.
BECAUSE
It is smooth running and easily operated. It permits the finest shading and
phrasing.
THE It has great flexibility and abund-

OTTO HIGEL CO., Limited ;" oot

All parts are made to an exact stan-
dard and are interchangeable.

Toronto - Canada " .
ivery part is made under our own

King and Bathurst Sts. supervision in our own factory.

CANADA'S PIONEER MANUFACTURERS OF PERFORATED ROLLS FOR PLAYER PIANOS.
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““ Their success due to real merit.”’

resereeres
- . sre.

MADE OTTO HIGEL IMPROVED

IN AND

canvapa. PIANO ACTION FLANGES ratenten

First in quality, and
in keeping with the
high standard by
which Canadian
pianos are judged.

UR new patented Adjustable Continuous
Metal Flange has many advantages over
the old style continuous flange.  On the

old style, the tongues are integral with the

bar and therefore no lateral or side adjustment
is possible. These tongues frequently break at
the groove or screwhole, and this necessitates
the removal of the entire bar which is an

expensive and troublesome operation.

I'he new Flange entirely overcomes

this as the tongues are composed of separate

parts, and are adjustable laterally I'his is
of great importance as it permits of accurate
spacing. These tongues or Flanges are very
strong and will not break, but if they should
become damaged by accident they can be easily
replaced without taking bar from the Action

Another great advantage is that a Butt can be removed from the action without having to take
the same out of the piano. The screw does not require to be removed (only loosened enough to allow
the bent part of the flange to pass the groove).

On the old style flanges, when a Butt has to be taken out the Acticn has to be removed from the
piano, as the screws which clamp the plate on the centre pin enter from the rear of the Action.  In most
Actions the Damper Levers interfere with getting the screwdriver to the screws, in which case the
Damper Lever has also to be taken off. )

By far the most trouble with the old style of

Flange is caused by the breaking of the plates and
The screws, which clamp the centre pins. This is en-
tirely eliminated in our New Patented Flange A

™ large screw is employed which is capable of with-
Otto ngel ‘ o., Ltd. standing a far greater strain than is ever put on it,
The value of this improvement cannot be over-
estimated as it means the saving of a large expense
TOl'Ol’ltO " - - C&nada bill to the Dealer and Consumer.
We have especially equipped our factory for the
KING & BATHURST STS. g i .

production of this new Flange in large quantities.

CANADA’S PIONEER MANUFACTURERS OF PERFORATED ROLLS FOR PLAYER PIANOS.
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Style “R.”" 88 Noie Player Piano. Misrion Design

Style “O” Louis XV. Design,
here illustrated is a sample of the
ade Mozart Line. Each in-
strument receives the most thor-

high

ongh attention through every stage
of construction.  Only carefully
selected material is used Before
leaving the factory every piano is
subjected to a final critical inspec
tion which insures the trade receiv-
ing pianosand players of undoubted
quality which we fully guarantee.

Description.— This artistically designed Piano
is double veneered in fancy Mahogany, has full
Iron Plate to Top, Compound Sectional Wrest
plank, Bent Bridge, Acoustic Rim, Key Board
Rest, Trichord Overstrung Scale, high grade
Repeating Action with Individual Rrass Flanges,
I. D. Weickert Felt Hammers, Three Pedals,
Continous Hinges on Top and Fall, Rolling
Double Fall, Ivory Keys and Ebony Sharps,
Highly Polished or Satin finished 7'; Octaves.

Our Instrumentsare fully guaranteed in
every respect.

Dimensions — Height 4 ft. 7 in
Width 5 feet 3 in., Depth 2 feet 3 in.

Mozart Piano Company

LIMITED
94.110 Munro Street

Toronto - . Canada

MUSIC TRADES JOURNAL

w the name Mozart and not having our
anufactured by Mozart Piano Co

Our New Factory

1 1I|"!ill‘

permits a much large
than was possible a year ago
This coupled with the experience
and quality thut finds place in
the construction of Mozart pianos
and Pla)
Mozart Line tlnlllvl) worth the
trades consideration for their

er Fianos makes the

business This Fall,

Style “R” Player This artistically designed case is double

: weered in fancy Quartered S wed Oak, has
. wn Scal Design, "
Our own Scale and 8% il Iron Plate to Top, Comround Sectional

Wrestplank, Bent Bridge, Key Board Rest,
Trichord Overstrung Scale, high grade Repeating Action, with Individual
Brass Flange, J. D. Weickert Felt Hammers, Continuous Hinges on top ,
and Falls, Rolling Double Fall, Ivory Keysand Ebony Sharps, 77, Octaves,
Finished in either Fumed or Weathered Oak

Dimensions Height 4 feet 4'5 in., Width 5 feet, Depth 2 feet 4 in.
Our Instruments are fully gusranteed in every respect.

Style “O™ Louis XV, Design. Ourown Scale and Design.
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THE GODERICH ORGAN CO., LIMITED \prog that tane § B
I'hix firm, whose advertiscmen Pprears | 11 | P
of this issu s i unigue Ia proposit I'l p " \:‘
employ no teavellers, doing 1
They state th their varions s are inosuch d \ | \ 9 \\\w v
mong the muasic t N | | I W .
utmost to take eare of ' business, Ovrdina | "
months of June and Ju e dull ones in the orgm : i’ »
1| Nt
business, but these have heen two of the hes _
in their history ery nging its hu e
orders, not only for orga hu weop I n
henches, and musie eabinets.  Their Anglo-Aeriean the B SN b , .
dise record eabin they st ) | ny ood sa I 17 i !
It is a commereinl method of taking eare of record Mr. Crod e
simply pressing o button lesi wd oo i e lePhillips, wl phewad 16 Iy
comes 1o hand,  Cuts N he o nl ugh
lealers on applieation.  Th i e
heneh catalogues. with prices. will also be mai o interes g b oother, and
V"‘llv*' they ' s
In addition to their varions lines in their eatalogie '
they make special lines for the Jarge piano  manu
facturers, who find HOT rofitah o have
stools and henches mad hy firn o m
specialty of this, than to  mal th n 1 |
factories. It is the intention of this firm to pu i
player ovgan for the fall trade Cuts and prio
be sent to every musie dealer on application
GOOD DRUM BUSINESS
Whaley 0. Ltd who have just recently
' completed the ong o stoektaking. their year
ending on July past twelve months e
particularly satisfactory in band  trad with 1
drum business the best in their history I'heir hand
tade has been steady and vegular, their ehief diffienlt
being to secure sufficient competent help for the
pair and manufactu partment.  Mr. Whaley was
wgreeably surprised with the manner in whieh trade | }
has kept up in view of the much mooted  finaneia
stringeney his fivm s sheet and book musie depart
ment has produced many exceellent publications, of 0
which they own the copyright and the greates g | SANTLIAWE
is being taken to proteet and assist their eustomers in
this conneetion I'hey anticipate a material inerease
n this hranch of the business during the coming ta
and urge dealers to make proparations accordingl
. REFERS TO TORONTO BRANCH
3 The Bell Piano & Ovgan Co's Toronto husiness will
hereafter e conducted  as a separate organization
| wistead of a branch of the Guelph headguarters \n
Ontario charter has been taken ont under the name
of Bell Musie & Piano Co,, Ltd.. by which title the
Toronto  firm  will bhe  known, with a capital  of
$200,000,  The Provineial divectors are Messes. Joseph
Brown, A. M. Brown, and J. 8. Allan
TWENTY THREE YEARS AFTER
At a recent meeting of the sharcholders of the
4 R, 8. Williams & Sons Co., Mr. 1L G, Stanton, who has
for ten years been the firm’s general manager, was i
elected viee-president of the company.  Mr. Stanton '
commenced his business caveer with the firm whos i
destinies he now guides, having left school to engage \. |

with the old London hranch of this firm, which was
then under the management of Mr. John A, Croden
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Standard Copyright
Music Books

which every live dealer should stock.

Music  Made  Easy A phenomenally  sue
cesstul primary” instructor for pinno #0060
* Musi Grade 1L A collection
of o
Kobler  Practical  Piano  Method,  op. 249,
Bk, | The hest selling piano instruetor
on the market) i
Kohler Practical Piano  Method, Bks, 2 to
10, ench It}
Kohler—Children s Album, op. 210, Vol, 1 ]
Kohler—Children s Album, op. 246, Vol, 2 e
Kuliner—Album  of  Iostructive  Pieces i
pivees in pr ssive order. 4 Vols, vach i
Maeturren Seal il Arpeggio Maunual New
edition, type, with addendas 125
Schulz—Seales and  Chords 25
Lange—8ix Characteristic Pieces, op, 202 ™
Low, Jos,—Teacher and Pupil, 4 hands piano
school, 2 Vals, each 7
Syduey Smith—Piano Method 100
Bellairs—Piano Method 18
Bellairs—Piano Method, 2 Vols, each i
Bellairs—Piano Technic Ity
Geehl—Progressive Piano Studies, Bks, 1 to 6
eieh 30
Modern Pianist, The A collection of Ist and
2nd grade pivees 1 o0
l.. Schubert—Violin School, 4 Vols, each o 3
Fontaine—Seale  and  Ar Manual  for
Violin 125
Holmes  and  Karn—Rudiments — of  Musieal
Knowledg: ol
Abt—Practieal Voeal Tutor, all voices 1 50
Abt—Practieal  Voenl Tuator, ¢ purts,

each S0
Liza Lehmann—Practical Hints for Students of

Singing A new  work  of  exceptional

merit 2

The above works are in constant demand by teachers
and students in all parts of Canada. It will pay you to
handle them. The importation of ‘‘American Editions" is
strictly prohibited. Special Note: A 10 reduction from
regular trade prices will be given on any of above works
ordered du ing September.

SOME POPULAR 50c. PIANO BOOKY

Rohde—6 charncteristic pi

Lie r—At Home—6 ¢ teristic picees

Esipoff— Mosaies—3 o

Carr—Small melodies for ~,,.‘.|| | ....|‘ 50

Anglo-CanaciE;n Music Co.

144 VICTORIA STREET, TORONTO

Sole Agents for: Edwin Ashdown Ltd., “ The Ashdown
Collection,” Enoch & Sons. The Litolff Edition,
Leonard & Co., Elkin & Co. and other houses.

TRADES
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Old and New
Violins
Violoncellos
Cases

Bows

Strings
Fittings

The one and only house for above goods.
Old established, world famous and r liable.

BEARE & SON
LONDON, (Eng.)
are here in TORONTO at
117 King Street West

Are you up-to-date?
Then give us a call when in for the E xhibition,
PHONE ADELAIDE 3299

M The
P Hawkes & Harris Music Co.

0
R
T

10 Shuter Street - - Toronto
Canadian Agents for
The Frederick Harris Co., Augener Ltd.,
Schott & Co., Lengnick & Co.,

Hawkes & Son.

e Pracricar Instrucrion Books uy
OTTO LANGEY.
Oboe
French Flageolet
Clarionet

Violin
Viola

Violoncello

Double Bass 3 Strings Bassoon
Double Bass 4 Strings Saxophone
Flute Cornet
Piccolo

French Horn

Tenor Saxhorn or Eb Alto

Baritone or Tenor

Bb Slide Trombone (Tenor Clef)

Bb Slide Trombone (Bass Clel)

Tenor Valve Trombone (Treble Clef)

Bass Trombone

Euphonium (Bass Clef)

Eb Bomardon or Eb Bass or Tuba (Bass Clef)

Side Drum

Ounly the Hawkes & Son Editions of the abeve

Tutors can be sold in Canada.

e ——— e
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BANK DISCOUNTS.

Mr. William A. Lamson, who was formerly National
Bank Examiner, having for his territory the ety ol
Philadelphia and State of Delaware, under Ex-President
MeKinley and Ex-President Roosevelt, is now located in
Wall 8t., New York City, specializing in commercial
paper and investments. For some years Mr, Limson has
had an exter
dealers of the United States, from whom he holds a

wsive business connection with the  piano
wmber of veferences, which spesl u most compli
mentary way regarding his ability to place piano instal
ment paper when requested to do so, and of his prompt
ness ingetting them money Mr. Lamson's advertis
ment to the Canadian piano trade elsewhere in this

isstie, is based on the problem of nk Disconnts,””

and will be of intevest to those who

responsih'e for
the finuncing of a piano business

MUSIC ROLLS IN MANUFACTURERS' BUILDING.

The Universal Music Company have issued an invita
tion to the trade to visit their exhibit at the Toronto
Exhibition.  This, as last year, will be at the Neweombs
pavilion in the Manufacturers” Building

and will con

tuin a varied selection from their large catalogue, em
hracing the The vie and Themo-art rolls, as well as
the regular 88 musie,  This will be an exeellent
opportunity alers and their salesmen to show their
friends ane er prospects how varied a choice of
player u ¢oowner of a player piano hus. Mr
H. H3 he manager for Canada, will be inat

tendane Ir. Fiteh also extends a weleome to any
dealer or members of their staff' to call at the com
puny s headquarters at 100, Shuter St just opposite

Massey  Musie Hall.

NEW MUSIC AT ASHDOWN'S.
Anglo-Canadian Musie Co., Toronto, hetter known
to many as ** Ashdown’s Music Store,”" give on another
page of this issue a valuable list of stanaard copy
rights. controlled by themselves in Canada.  Among

these will he noticed a book entitled ** Practical Hints

for Students of ging This is by Liza Lehman
and the work has received many strong press notices
in London. 7T, P's Weekly ™ says: “The pages of

instruction ave like plain talk, terse and well areanged
The Daily
“Madame  Lehman avoids
physiological terms and technicalities abmost entively
and in simple, direet language tells the student what
he ought to know

tis a practical hook by one who knows,’
Telegraph says, in part

The three registers of tae male and
female voices are discussed in such a way that therd
can be no eonfusion in the mind of the reader: a chart
is wiven suggesting the compass for practies in the
carly stages; admirable exercises are written out with
accompanying chords on the piano; the shake or trill
the turn (grappetto), and the slar (portamento) are
each treated elearly, the most valuable perhaps of all
the good things the book eontains are the marked
illustrations. Examples—some in extenso, some in
fragments—are given of the various kinds of singing
implied in the names of Bach, Handel, Gluck and Schu-
hert, and pitfalls are pointed out so aefinitely that he
would be blind who missed his way and fell in."”
Among the new copyright songs featured by the

T'RADES JOURNAI

Anglo-Canadinn firm, are works by such  suecessful
composers as Herbert Bunning,  George 1. Clutsom
Poresa Del Riego, Pevey B, Fleteher, Lane 1, Wilson

( Phese are all published by Enoeh & Sons. Tais
firm also publish a mamber of two-part songs amd

choral series for theee and four voices

FOUR NEW WALTZES

Anglo-Canadian  Music  Co. announce  four  new

witltzes that should be i demand in Canada this
season, They ar You-—~lust You hy  Gustave

Colin Lo Coenr Se Lassee,” hy K. D, Marchetti
1t Waltzer,” by Osear Strans: “Golden Dawn

hy G ode Breville

BOWES MUSIC HOUSE.

Phe latest addition to Vancouver’s music firm’s is
Bowes Music House, whieh formally opened its doors
on Auly 190 While the house is o new one the per
sonnel is well known to the Canadian trade, as well as
loeally.  Mp . W, Bowes was with M. W, Waitt & Co

for fifteen vears, being manager of the Vancouver busi

Enterior view of Bowes Music House, Vancouser

ness for nine years.  Mr. o, Estey Bowes was also on the
stafl of the same firm, but was more recently in charge
of the talking machine and small goods department of
Fleteher Bros.” Vancouver hranch Mr. . Morr
Wright was also with the N W. Waitt Co. The slogan
of the new house is “evervthing in music.”’

MUSIC IN PROCESS BUILDING.

Manager Horaee BB, Bilby, of the Perforated Musie
Co., manufacturers of the *lmperial Linenized Player
Rolls,”” will have a complete display of the firm’s
player piane musiec in the Process Building at the
Toronto Exhibition.  Visiting dealers, their salesmen
or friends, will find M
where any information re

woin eharge of the exhibit

ayer musie or the
contents of the Perforated Musie Co.'s eatalogue may
he ascertained. A feature of the British Musie Ex
hibition, to be held at Olympia from September Gth
to 2000, will be an exhibit by this firm’s headguarters
in London, England

“The sue

ess of another man should he something to
emulate; not envy,”
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AFTER CANADIAN PIANO TRADE.

“*Musice,” a publication in London, **devoted to art
and teade,” inoa recent issue gives prominence to the
following :

“We have always urged our piano makers to cultivate
the Canadian market,  The feeling is one of sympathy
to the Mother Country, and although Canada wmikes a
splendid piano there is room for the English article,
which is smaller and cheaper, and far superior to the
American instrument.

“How manufacturers in this country miss chanees
to secure a greater sharve of Canada’s orders is pointd
ont in an interesting report issued hy My 1. Wickes,
HAL Trade Commissioner for Canada

“The imports from the United Kingdow have grown
from £6,000,000 in 1897 to £23.500,000 in March las
vear, but great as is the inerease it has not kept pace
with the remarkable expansion in the total imports from
all countries, despite the preference.  Our proportion to
the total is 20.3 per cent., as against 65.3 from the United
Ntates.

*Rritish manufacturvers,” says  Mr. Wickes,
taking a greater interest and are watching this market
with greater attention, but I fear a nuwmber have not
vealised the extraordinary expansion which has taken
place in the last few years,

fare

SCanadians cach year send representatives to Eng-
land and Europe to buy, and it is contended that had
the British manufacturers shown half the energy or gone
to the expense that the Canadian firms annually inenr
on hehalf of their business, the trade of the United King
dom would occupy a far more commanding position
than it does to-day.  The same firms speak of the ele-
mentary knowledge of many United Kingdom mann-
facturers regarding matters pertaining to the handling
of an export husi

“CAL the same time it is gratifying to meet on all sides
encominms in vespect of the quality of British goods, as
well os the honesty and integrity with which our mann
facturers fill the orders

“CAttention is drawn to the desirability of getting into
personal communication with Canadian buyers, rather
than through agents, and to the need of copying the ex-
ample of those British firms who have opened branches
in Canada.

“The American manufacturer, on the other hand,
has largely built up his teade in oversea markets, hy
sending diveet representatives from the works to study
the conditions on the spot. With Canada at his door (a
night’s journey only separating important manufactu:
ing points in the United States from Montreal and To-
ronto), it is not surprising that the principal trading
centres of Canada are overrun with representatives «f
American manufacturers,

“tGet British manufacturers to deal direet and not
throngh merchants,” is the kevnote of Mr. Wickes's re-
port.”’

received.

Mr. T. I3 Kenny, on the selling staff at Mason &
Risch headquarters. Toronto, is bhack from a holiday
visit to his old home in Ireland.  Mr. Perey Armstrong,
manager of the firm'’s Vietrola department, is also
again on duty, after holidaying in Muskoka,

JOURN AL
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BAND COMPETITION AT ORILLIA

At the Band Competition and Firemen’s Tournament
at Orillia on July 24th, some eight bands competed.
They Judged for mavching on the way to the
grounds, this event being won by the 45th Battalion
Band of Lindsay, with 25 members under the leader-
ship of W. I Roenigh.  Barrie Citizens” Band, 2
members, under leadership of L. ¥. Addison. seeared
second place,

were

The competition open to first-elass bands, was won
by Barrie Citizens’ Band, with 45th Battalion Band
of Lindsay, in seeond place, and the LO.OF. Band of
Midland, third. In the second-elass competition, the
Nightingale Band of Rama, won first place. Lieut,
Slatter, bandmaster of the 48th Highlanders of Toronto,
Judged the contest,  Mr, IL Y. Claxton and Mr. 3. D
Trestrail of the R. 8. Williams Piano Co., were present
in the interest of this firm.

ATTENDING EXHIBITIONS.

Customers of the Sherlock-Manning Piano & Orgat
Co.. London, have been notified that Mr. Tanney ol
that firm, has left on a three months’ trip through the
Maritime Provinees.  He purposes visiting the fall
exhibitions, to he held at Halifax. Frederieton, Char-
lottetown and Pictou.

As usnal the Sherlock-Manning firm will have a
representative display at the Canadian National Exhi-
bition in Toronto, and they extend a cordial invitation
to visitors to make their stand headquarters to meet
fricmds.

VICTROLA PRICE CHANGE.

An announeement of importance to Vietor-Berliner
dealers was that sent out hy Berliner Gramophone Co.,
apprising them of a reduction in the price of Vietrola
X. complete with albums, the retail price of which
will he $80 after October 1560, instead of %100, as at
present. A corresponding  veduetion in cost to the
retailer heeame effeetive on August Ist. It is the
Berliner Company’s purpose to strongly feature this
type in their advertising, so that it shonld he an un-
ustally good seller

A correspondent informs the Journal that until very
recently there was to he seen in the home of the late
Capt. C. 8. Stuart, at Maitland, an old style square
piano, mahogany, which was once the property of one
of the earliest Governors of Nova Scotin. This piano
was used by Mrs, G. R. Martell, when only a little girl,
and her brother, Prof. E. R. Stuart, of Truro, a well
known and popular musician, who is at present a teacher
of the piano in the Collegiate School for Boys, Windsor.
The frame of this ancient piano was recently brought to
Windsor, NS, and hy Mr. G. A, Puddington’s skill as
a cabinet maker, has been transformed into a side table
or buffet for the dining room in the Rectory, where i
presents an excellent appearance. 1t is a beautiful speci-
men of mahogany, Chippendale style, with 3 drawers
equipped with handles to correspond with style of that
period, and is greatly prized by the Rector and Mrs.
Martell, as well they might be. This is one of the oldest

pieces of furniture in the provinee,




' CANADIAN MUNIC
TRADE NEWS,

Mr. (. Y. Chown, head of the Wormwith Piane Co,,
lad, of Kingstou, has rveturned from his visit to
Eunrop

Mr. W. Clarkson of Clarkson & Cross, sheet and

book musie dealers, of Montreal, spent a part of his
vacation at his old home near Aurora

Mr. Will Dunlop. traveller for the Thomas Ovgan
Co., Woodstoek, wis a recent trade visitor to Toronto,
where he was a guest of the Queens

Mr. Fister, of the Nordheimer Sheet Music Depare-
went, Toronto, is back on duty, after spending an
enjoyable fortnight’s holiday

Mr. Geo. . Suekling, the well known musie dealer
of Edmonton, recently passed through Toronto on his
return from Enrope.

Me 13 AL Trestrail, advertising manager of the RS,
Williams & Sons Co., Ltd. has
annual holidays spent at New York and other points.

The eapital stoeck of Hardy & Hunt, L.,
ws of Calgary, has been inereased from $20.000
000 by the issuing of 550 additional one hun-
dred dollar shares

Mr. Wi Long, the well known music  dealer ol
Toronto, who features Karn-Morris and Evans lines, is
gotting el favorable advertising from his motor de
livery trock, and is also enabled to make mueh quicke
deliveries,

Mr. . G. Stanton, viee-president and  general
manager of the R 8. Williams & Sons Co., Ltd, was
a reeent visitor to New York. Mr, 11 Y. Claxton of
the same firm is haek at his desk, after holidaying at
Kingston and the Thousand Islands,

My, Fred Killer, seeretary-treasurer Gerhard Heintz
wan, Lad., has been confined to his home for some time
suffering from a severe attack of sciatien.  For a couple
of weeks Mr. Killer was unable to leave his bed, bat is
now improving.

My, B, . Wright, of Wright Piano Co., Ltd., Strath
roy, was a recent trade visitor to Toronto on his first
business trip since his extended sickness in this eity,
After convaleseing  for  several weeks  Mr. Wright
started out with all his old encrgy and enthusiasm.

Mr. T, Quirk, manager of Sterling Actions and
Keys, Ltd., and also the Auto-Pnenmatic Action Co,,
Ltd., reports all departments to have shown up un-
usually well for July, in spite of general conditions,
which might be more condueive to larger s
lines,

Mr. S, A, Whorlow, manager of the grafonola de
partment of the Winnipeg Piano Co.. Winnipeg. was in
Toronto last week, en route for Montreal, where he was
to meet Mrs. Whorlow and haby, who were coming from
England.  Mr. Whorlow expressed  great satisfaction
with the Columbia line, and considers the prospects for
fall trade excellent.

Apropos  of  Cireassian  walnut, which is em-
d in this issue, hoth by the cover design and the
seriptive article, the Journal is informed by the Co-
lumbia Graphophone Co. that the extra charge formerly
made for grafonolas in this expensive finish has heen
discontinued, and that now grafonoles in Cireassian
walnut cost no more than mahogany or other finishes
While the demand for pinnos and players has not

veturned from his

——
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heen quite so active as for the same summer months last
year with the Mendelssohn Piano Co., yet My, Harey
Durke, the proprictor of the
alavm in the situation, but on the contrary, looks for an
active teade to open up with the approach of fall and
the good erops that arve confidently expected

Mr, J. M. Loose, head of the firm of J. M. Loose &
Sons, Ltd, Toronto, has returned to his factory from a
holiday trip made with his motor car. Mr. Loose has
heen an ardent motorist for several years, his ear having
been the first automobile in a number of sections in
Ontario.  On his holiday trip, accompanied by his sons,
he went as far west as Detroit,  The outlook for fall
trade, Mr. Loose considers promising.

The Mozart Piano Co., Ltd., are preparing for an
increased output this fall at their new factory which
they built and took possession of some ten months ago.
The convenient shipping facilities are a great lielp to
Mr, Henry Heidman,
head of the Mozart firm has just returned from holi-
days.  Two instruments of their own seale and design
are featured on another page, viz, **Style R player,
and “*Style O Louis XV, piano,

The Otto Higel Co., Ltd., as announced on their
colored insert elsewhere, will as usual have an educa-
tional exhibit in the Manufacturers’ Building at the
Toronto Exhibition. Al dealers
as well as those diveetly interested in the making of
pianos are invited to visit both the Higel stand at the
CEREXT and the company’s factory, prominently and
conveniently  situated at the corner of  King and
Bathurst Sts.

Neither Mr, C. R, Leake nor Mr, John A, Sabine, of
the Music Supply Co., arve other than satisfied with the
quantity  of  Columbia  grafonolas and records by
Columbia artists, as also Columbia Rena records that
have been shipped to Ontario dealers during the past
four weeks.  They are experiencing a strong demand for
the new Columbia design, the ** Leader,”” retailing at
$100,  With the crop prospects there is every resson to
expeet heavy ordering for the different types and re-
cords to commence early this fall.

Mr. Harry Sykes, the genial seevetary of the Thomas
Organ Co.. Woodstock, was a ealler at the Journal
office, en ronte for home after a short visit to Oshawa,
over the week-end, and Woodstock's Civie holiday.
The Thomas Organ plant has been running to its
capaueity all summer, and orders, hoth in organ and
hench departments, have been keeping up well, par-
ticularly from astern Canada. o recent months,
some  sundry  improvements and several important
ones have been made to their factory and dry Kiln,
with the resultant efficiency reased aceordingly.

A recent trade visitor to Toronto and Montreal was
Mr. A. J. Prockter, manager of the Western Faney
Goods Co., Winnipeg, who are distributors in the Noxth-
West of the Columbia graphophones, grafonolas and
records. Mr. Prockter, upon returning to Toronto from
Montreal and New York., was the guest of Mr. A, G,
Farquharson, the Canadian manager of the Columbia
Company. The Vancouver branch of the Western Faney
Goods Co.. the local manager of which is Mr. €. M,
v stecessfulin distributing
Columbin goods throughont British Columbia,

COmpany, sees nothing of

this firm in despatehing pianos

tuners and salesmen,

has  proven  very
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Why of course YOU are coming to

Canadian National Exhibition

August 23 to September 8

OU can see more pianos and
|v|a_\'ﬂs under one roof than at
at any other time. You can wisit
the sheet music, small guuds and
supply headquarters, meet more of
the boys in the trade, and visit your
Toronto friends for a longer time
with less expense than at any other
season Men! it pays to rub
shoulders with one another and see
what's doing in all lines,

The Canadian Music Trades
Journal office 1s at your disposal if
you require any letters written, to
use the telephone, or having your
mail forwarded to you at Toronto.
Such assistance is yours — and it will
be a |>]rnsur(‘ to thus add to the en-
joyment of your visit.  The address
is 56-58 Agnes Street  four minutes’
walk from Queen and Yonge Sts,
You can't make any mistake - Come !

C()NSlDER yoursell an island.

That seems odd perhaps
visionaty.  Yet it smacks of nght-
down businessman's common sense.
In putting down in black and white
some ideas he “ gathered along the

trail,” Thomas Dreier remarks:

" Just because you are working
n a small place is no reason why you
should feel that you have no chance
It s a fundamental principle that
agriculture shall be highly developed
i islands, They are surrounded by
water, are limited in area, and in-
tensive agriculture i1s demanded. Why
not imagine that your position 18 an
|S|ﬂnd V‘"d (h?'f"()rf "ffd‘ intensive

cultivation 2
Attendance at the Exhibition
will help intensive cultivation for you

in your own business,

Exhibition, Ottawa,

In addition to the Toronto Fair other Exhibitions of more than local
importance are Westemn Fair, London, September 5 to 13 ; Dominion

September 5 to 13
September 3 to |1, and Fredencton, N.B., Fair, September 15 to 20.

Halifax, N.S., Exhibition,
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Partieularly geatifying to Mr J. W, Alexander,
president of the Dominion Organ & Piano Co, s the
faet that their plant at Bowmanville has continued to
Fun full time vight through the dull season,  This firm
veport practically no falling off in the demand for ** Do
winion’" instruments, and as o consequence they have
acenmulated no stock,  Mr. Alexander, accompanied by
Mr, Gerry and Me, Mitehell, motored up to Toronto in
the latter's touring ear to complete arrangements for
their display at the Exhibition.  They are emphasizing
that all goods shown will he from regular stock

Manager A G
fendent Otis (' Dorid
Co.'s Canadian business, are finding summer tra
There is every indieation of the popularity
of the new *Lender™ type, as also their new  metal

pson and

factory superin

Lo

Ssnap.”

motor-hoard, which has many points of merit.  OF it
joint tone arm is con
strueted on the principle of the acoustical properties of
hand instruments.  The new No. 6 reproducer
vendy heen presented to the trade.  Other features in
clude a speedometer and o push-hutton hinge. lock and
veloase.” These exclusive features ave all important
ones, which every Columbia dealer should he familiar
with, in order to properly present the new Columbia
produet to the publie

After doing serviee for twenty-five years, the hoiler
in which power was generated to ran the plant of the
Willinms Piano Co., Ltd., at Oshawa, is being replaced
To do this and make other ehanges in plant and equip
ment. advantage was taken of the lull in business to
close down the factory while the alterations were
Being made, Mr. 1 Bull, president of the firm, when
seen by the Journal, spoke quite optimistically of the
future, and in the meantime notieed that trade in
the East had not experienced the set hack  that at
present characterizes the West, M, Bull, who had
Deen in poor health, states that he never felt hetter than
at present. Me. 1. W, Bull secretary-treasurer of the
firm. whose special interest is in the player department
predicts a rapid inerease in the proportion of instru
ments that will he equipped with player actions

they say: I'he new bayonet

has al

PATRONIZING HOME INDUSTRY.

Only British makes of pianos will, in future, he
used in the Guildhall Sehool of Musie, in London, ac
cording to the following resolution, passed by the Conrt
of Common Couneil :

“(i.) That, in the opinion of this Corporation. the
art of pianoforte playing will in no degree e impaired
hy the instrucetion of British students on pianos of the
hest standard British :

i That, in the interests of he British industey of
pianoforte making, and recognizing the injury which
would he cansed to the same by the displacement of Eng-
lish pianos by foreign ones at the Guildhall School of
Music. and. further, being of opinion that the  hest
British-made pianos are in no way inferior to the best
foreign ones, this Corporation desives that the pianos to
he used at the Guildhall School of Music should be of
British manufacture,

(iR That, inasmuch as the Musie Committee for
a period of seventeen months have failed to bring up any
report to the Court, or to make to the Court any recom-

'S
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mendations on the subject, this Court now orders that
the seventy-one pianos for the Guildhall NSehool of Music
e allocated among the following stundard British mak
ers of pianos, and in the following proportions: Brins
mead, 205 Broadwood, 205 Chappell, 10 Rogers, 10 Col
Jard and Collard, 6; Hopkinson, 5: the proportion of
grands to uprights being the same as now in the school

IMPROVING THE SHEET MUSIC DEPARTMENT.

More than one member of the shoet and ook wusie
trades has expressed to this Journal his approvil o
of points cmphasized by Mro A J. Roberts, of
Hampstead, England, in the following letter to Musieal
Opinion :

SIf evidenee of the unsatisfactory condition of the
shoet musie trade was wanting, it was surely presented
in unmistakeable measure at the Buxton Convention.

Quite apart from Mr. Buek's coneise and admirable
paper on“The Unsatisfactory Condition of the Sheet
Music Trade.” we were confronted with the evidenee of
hononrable men of unguestionable business acnmen who,
having given the matter their closest personal attention
for periods extending over from fen to twenty years,
now pronounced it “unprofitable and unworkable on the
present existing basis.”  Their arguments were full of
cogent truths and statisties that must have carried con
vietion to everyone present, and formed an incontestahle
arvay of facts and figures that demand immediate re

. Even the evidenee of Mr. Goodman (who pre-
sented the case for the publishers) proved a complete
justification of the title of the paper w ith which the dis-
enssion opened, for he acknowledged that even the pub-
lishers themselves were ravely making ten per cent. on
their capital. Surely this should lead them furiously to
think: for if the dealers were teading to lose and the
publishers were only making ten per cent., surely there
must be “something rotten in the state of Denmark.’
We were all convineed of that. A seapegoat was songht
and found in the unrepresented assistant, who was
charged as generally being incompetent  to push  the
goods.

numbe

SPThe appalling It insidious loss in novelties which
cost the dealer sixpence and ninepenee each and sold to
the waste paper dealer at two shillings a hundredweight
was also commented upon.  The absurd restrietion of
heing ahle to huy at journey rates only on one order at
intervals of three or four months, thus bringing an
entirely unnecessary and objectionable gambling element
info the stock seleetion was unanimously denounced by
the dealers: and it is perfectly safe to assume that the
publishers themselyves could not have left that meeting
without a permanent and indelible impression that if
the trade is to be made to yvield a fair profit to the dealer
he must be allowed to purchase as he requires, and ac-
cording to the common law of supply and demand ob-
taining throughout the entire commercial world.

S submit that there is no article or commaodity in
the whole world of commeree that carrvies such absurd
and anomalous restrietions and conditions hetween the
producer and the retailer as obtain in the sheet musie
trade.  These conditions were most ingenions in their
original coneeption hy the publishers, and have resnlted
in the sale to the dealers of millionos of copies that could
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to the
Iliis may b

never have heen and never will be sold public

These

a happy condition of things for the publisher, bt after

millions lie on the dealers” shelves
all “the greatest good to the greatest number’ is a very
day

conld

ling gospel: and the publishers will soni

vealize that what they
have heen more than cgualled by terms which would have

far rew

have gained in this way

permitted the teade to engage skilled planists os as
sistants, who could present the music in an efficient and
musicianly manner, and also to engage local  profos

sionals for the purpose of introducing noveltios at quar
terly
appreciation of the

concerts and thus educating their oliontelc to an
hest in musie

I conelusion, however, it is obvious that, in con
sideration of the skilled labor necessary to salesmanship
in sheet musie and the complications and obligations in
separable from its manipulation as stock, it is absolute
Tolly

counter

for any dealer to pass o sheet of musie over his

which he does not veecive thivty-theee
e must he able

to purehase at

for per

cent, profit to seeure this at all times

by Feing ahle any time through  son

aceredited depot ceontrolled cither by the publishers or
by the dealers™ association at two-thivds of the selling
price and seven as siscand-half and fourteen as twelve
title from the publishers.  Noveltios at half
vate for six months, Heve we have a fair and cquitable
hasis for trading that it is up to the publishers to adopt
with all that if

adopted wonld inspire the musie dealer with as keen and

(if of on

possible  expedition.—a  proposition
active an interest in his sheet music as he has put into
his gramophones and vecords, to the magniticent results
of whieh th
Here he knows he has o fixed purchasing price, a fixed

wanutacturers and wholesalers will testify

selling price and up-to-date catalogues that he can order

one or a hundreed vecords from at any time and—last
but not least—a chanee of exchanging unsaleable stock
onee or twiee o yenr on oa two to one hasis In his

record departient he has no soapid and fietitions marked
prives to haggle about with his customers: no compul

sory purchase of novelties that he does not want in order
fair the

ling between the factors and the retail hayers

10 seenr terms for stock he does want ;. no

direet tr
throngh travellers' calls and the

wproval” pareel and
but a
honest deal that shows a wmargin of profit that does not
require to he inflated with th
tinm offered to the

the cireular letter to professionals, ote., elean,
vain and delusive sola-
“That although
it brings the people in, and
might want their pianos tuned or re

sheet musie dealer:
music does not
they
and then you will be in touch with a profitahle

sheet pity

some day

pair

deal.” 10T were a publisher, 1 would call my confrores
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together and say : CGentlemen, it is high time we framed
up o square deal; it is high time we set onr houses in
order. live,—they  should  be
artists for the proper fulfilment of their funetions; hut
i we
least permit them a fair profit that they may he able to
Gentle

have to

These  dealers

cannot remunerate them as artists we shonld at

pay their vents and remain honorable citizens
men, a fixed prices a fised profit, a fair and equitabl

retail supplies,
Just dues of those whose enterprise and industry have

these are the

denl on returns and no

carved the channels through which our output reaches
the publie.” ™

VERY WELL DEFINED,
1 dove to hear Mand, when she's in full song; her
articulation is so distinet,”
“Sodo T bat 1 hate to see her in full dress, for the
Judge

sme reason. '

Good Chance for Really First-Class Talking
Machine Man in New Store in Toronto

\ manager is required for a new store,
handling a full line of Columbia goods,
Pianos, ete. This is an excellent oppor-
tunity for an ambitious, capable man,
\pply stating salary required and giv-
ing full particulars in confidence.

Box 1001, Canadian Music Trades
56.58 Agnes Street - . .

Journal
TORONTO

PATENT NOTICE.

Canadian Patent No. 105,574, dated May 28, 1907, Musical
Instrument, owned by The Cable Company, Chicagy, UBS.A.
The nominal manufacture of the has been ¢
and is for sale, or use, at a reasonable cost. John H. Hendry,
Hamilton, Canada.

PATENT NOTICE.

Canadian Patent No. 128,617, dated Oct. 11, 1910, Tracker
Device for Sheet Controlled Instruments, owned by the Cable
Company, Chicago, US.A. The nominal manufacture of the

has been ¢ and is for sale or use at a
reasonable cost. John H. Hendry, Hamilton, Canada.

Manufacturers! Dealers! Tuners!
Yellow Ivory Keys Made White as Snow

“Caplan's Patent Ivory Polish” will do it. Samples
50 cts, and $1 (dollar size will whiten four sets of
piano keys). For further particulars write to

HENRY CAPLAN, 49 Sher Ave., Jersey City, N.J.,USA.

MUSIC DEALERS

SEND US YOUR ORDERS FOR ALL POPULAR, CLASSI-
CAL AND STANDARD BOOK AND SHEET MUSIC.

Musgrave Bros. & Davies, 114-115 Stair Bldg., Bay St., Toronto
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GERHARD HEINTZMAN . . -
PIANOS Master ‘

PI ANO buving economy lies in securing the greatest pos
sible vilue for vour expenditure ; it does not lie in paying

the lowest possible price for a piano

| N X
Perhaps in no purchase which your customers make (o

their home does it pay so well to pay for val

lue as inthe ¢

* chase of their piano

GERHARD Real value is not » matter of a well Gnished cuse, That

“EINTZMAN is desirable and to be had with any good piano.  But a we
finished case may easily hide a poorly made mechanism

S 2
M

LanIED I'he magnificent cases of the
l |
celebrated as they are, yet are but incidental to the piano's
value | :‘ i
CANADA Here is a piano built with an earnest 1 'f |
thoroughness, through the past half cen- ¥
tury, that carries it through years and ‘ i
years of exacting service. It is not affec- [ J
ted by climatic conditions but preserves | )
its marvellously rich tone indefinitely. )
|
FACTORY \,

6175 |

snersourne sT. | GERHARD HEINTZMAN Il

“The play

PLAYER PIANOS for the

Home'

HEAD OFFICE NI-,\ ER before was it so easy for music dealers to put it e
and within the reach of the public in their several territories
SALESROOMS to attain to an intimate knowledge of the best music

4143 QUEEN ST. W. There are countless owners of

opposite
B omor GERHARD HEINTZMAN PLAYER PIANOS

who thank these instruments for a whole new world of cul- |

ture and enjoyment. |

Anyone can play a Gerhard Heintzman player piano
Its tone, case, and the care taken in its construction are all
that you find in the Gerhard Heintzman piano. Itis controlled
by the best obtainable player action that itis possible to pur

chase.

4 Gerhard Heintzman players improve
the musical atmosphere of the Home. .
The longer your customer owns one the i
more he will thank you for selling it to
him.
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S in previous years, the Mason & Risch Pianos will

be on view at

The Canadian National Exhibition
August 23rd-September 8th.

We will have on display a most interesting variety of our
Instruments, both in regular and special designs We would like
our Dealers to make their headquarters at our Head Office, 230
Yonge Street, where there will be a variety of similar instruments
to those shown at the Exhibition, and where there will be an
opportunity not only to confer with the Wholesale Department,

but with all other departments.

Our Advertising Manager is particularly anxious to renew
and make acquaintance with all our representatives, so that each
one may receive the fullest benefit by close co-operation with his

department.

MASON & RISCH Limited

TORONTO




