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“A certain class of our public has always been
interested in music, and those who make music
their business have catered to that class. But

ife. And who
whose interest
ut a recogni-
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s great art, than
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Note

Columbia Dealers Are
Doing Their “Bit”!

It is a recognized national need that there should be MUSIC on
the lips—and in the hearts and HOMES of a people at war.

*The soldier who sings” and the nation that keeps its spirits up
is the one that wins, according to General Bell, and Columbia
dealers are doing a patriotic service in carrying the inspiring
force of music into every home and every community.

Here is one thing you are pretty sure to know if you are a
Columbia dealer. And something you ought to know if you e
not :

A Columbia list is not just a list of records. It's a list of BIG
SELLERS-not ONE, not a FEW, but EVERY record in it.
It's a PICKED list. A list of WINNERS—artists, selections, all
the way through,

Columbia Graphophone Company

Factory and Headquarters:

Toronto, -
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A I' the Martin-Orme Piano Factory the entire energies of management,
workmen, and plant are concentrated on one achievement—the pro
duction of our standard line of fine pianos
This ie an age of specialists, and results have amply upheld our fixed
policy of confining oursclves to the manufacture of the highest grade of pianos
only.

Dealers from coast to coast are realizing strongly the special character

of the Martin-Orme agency—and a high valuation is placed upon it by our

many Representatives

The Martin-Orme catalogue contains a wide range of designs—but only
one quality.

The Martin-Orme piano possesses tonal qualities of incomparable
beauty

The many patented and exclusive features of the interior construction
add to its distinction

The case lines are architecturally correct—

The Martin-Orme is built to be your first in quality

i . e _— 7
Marking, | e artin 7, RN
{Qvnm b of The [ [piorme |

: Martin-Orme |-

Piano Co.

Limited
Factories: AR
Sparks, Lyon and Queen
Streets
OTTAWA (Y ACTION
UN, ‘\l“\‘ H“Iw \',‘\l“‘\”'
L = J
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What You Have a Right to Expect

in a piano or player you get—and get it in full measure—in the Karn.
For fifty years the Karn has stood for a recognized standard in tone,
workmanship and capacity for endurance. It is a Canadian triumph

Whenever a Canadian victory is proclaimed—whether in the field of
battle, sport or industry, every Canadian heart is filled with pride
Hence the victorious success of the Karn piano should be regarded in
the light of a national achievement and supported as such.

A make of this kind is surely the one for dealers and salesmen to
spend their time selling. The Karn is worthy of a business man's
best efforts. It will amply repay you in business-building and in direct
profits.

Karn-Morris

@ Karn-Morris Piano and Organ Company “
@ Largest Manufacturers of Musical Instruments in the British ::-.I..':.‘.l.l.ed rm

Established 1867
Head Office: Factories:
Trade-Mark Woodstock, Ontario Woodstock and Listowel Trade-Mark
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The el Piano

An instrument possessing individual points of merit which attract
both the Dealer and the Musician and bring further business by

recommendation.

The BELL Patent
Sustaining Frame
possesses THREE
MANIFEST
ADVANTAGES :

I. Metal displaces the wooden
centre posts, adding vastly
to structural strength

[

Greater rigidity, enabling a
piano to remain in tune
longer than a piano with
wooden back.

-
2 R s “ 3. Decreased susceptibility to
. climatic influences,
The difference between the old time Wooden Back and the Bell
etal Back is illustrated above

The Bell Piano

& Organ Co., Limited

GUELPH, ONT., and LONDON, ENG.

(Some valuable territory yet available for live
ealers).

IMPORTANT
We are manufacturing Piano and Player Benches for the Trade, and
if you have not yet received illustrations and prices, it will pay you
to write us,
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The Higel
Products
Stand

Pre-Eminent

For Dependable Service

sound merit and scientific construction.  Whether it be actions for grand, upright or
player pianos: piano and organ keys, player music rolls, organ reeds and reed boards,
the Higel trade-mark stamps them as quality products and ready for a lasting and satis

factory service

All that a modern plant, expert workmen The result is a name that stands for top-notch
finest materials, specialization, research, and voods the world over. And it follows that
capital can accomplish-—all that a combined when improvements are discovered that really
practical and scientific knowledge of  the .dd to the quality of the goods or the service

trade’s requirements can improve upon, go into Ley render, you will get it first in the Higel

Higel products. products
i

The Otto Higel Co. Limited

Toronto King & Bathurst Sts. Canada

Upright Piano Actions
Grand Piano Actions
Player Piano Actions
Player Piano Rolls
Piano and Crgan Keys

Organ Reeds and Reed
Boards
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GOURLAY Dealers and their Salesmen are
convincing THE MEN on the player piano
question.  You will find the Gourlay- Angelus
backs up

adver-

tising . Music For the Man Who
like this "Hasn't Time"

OW often men lose their hold The Gourlay-Angelus is an instrument
on some of the worth-while not a machine. It takes the place of
things of life because the the skill and kpowledge of the musi

But it leaves you wide scope for

y aven' g g W en
haven't time How few ion—it leaves the warmth and
play the piano. Yet they love bse' S0k 'be
music They know that nowhere wn feelings

could they find & more sati fying st offer the

a more splendid pleasure To busy man a fit than the
ourlay wuty of the
such men we offer the means of
. | ™usic it enables you to produce—its
making  music  their personal = d range of tone—its appealing
hobby. Place & Gourlay-Angelus 1ok sod e penmmn 1 22008
in your home. Not as a sort of all , ommend it to the man whose

Hobby-home' investment But  taste in all things is above the ordinary

as your personal pleasure. Then it out that the Gourlay

combination of
see how clore music will come to

neer player

you ind the qualities of the Gourla

Gourlay, Winter & Legning, Limited

e

Head Office and Factories: Salesrooms:
309-353 Logan Ave. 188 Yonge St.
Toronto Toronto

__
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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 manufaciurer in
the world.

Write us for quotations on Pin Block, Bellows, Core and

Cross banding stock.

846-861 West Erie Street

CHICAGO, - ILLINOIS.
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Bohne Piano Hammers and Strings

.,
% Ay

REG.

For over 33 years—a generation—the management
of this firm has been engaged in the hammer indus-
try, 25 years of which have been spent in making
high-grade hammers for Canadian pianos.

For that length of time we have produced the finest
goods possible in a manner that has meant real
service.

If you think of the finest Cana- Our string department, added early in 1913, is con-
dian hammers and strings every forming to the same policy, which policy, and none

time you see this trade-mark, you other is ever linked up with the name of Bohne
will be impressed with  the N

strength of our registered trade- Co.

| W. Bohne & Co.

516 Richmond St. W. TORONTO, CANADA
and also at 134th S, and Brook Ave., New York

Put the STANLEY PIANOS in the scales of merit, and you

will have the solution to your piano sales problem. .

Because they outweigh all competitors in quality of tone and
price.

STANLEY PIANOS are in the front rank in the musical field,
and will stand firm in public opinion,

Stanlpy -

A Good Old English Name

241 YONGE ST.

ESTABLISHED 1896 *
TORONTO Made to Last a Life Time
-
* * * * * * * * * * * *
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In this Day of
Better Things

When piano buyers know that quality is economy in the long run when one's

name must be associated with the good product

When the piano is more closely and critically examined by the prospective buyer
than it ever was before, the name

STERLING

on ACTIONS and KEYS

is a guarantee of reliability. Every piece of material, every operation in manu
facturing is right, and it is closely supervised to see that it is right before leaving
the factory. Sterling Made-in-Canada piano actions and keys are in keeping with
Canada's high-grade pianos, and are the product of Canada's oldest piano supply
manufacturing house.

Sterling Actions & Keys

LIMITED

Noble Street == Toronto, Canada

The Home of Sterling Made-in-Canads Piano Keys snd Actions

;
]
5
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The

Appeal
of the

Mendelssohn

From the Prospective buyer's standpoint, everyone likes to do business
with a -.nlr'wnmn who knuwx the goods he 1 w“mg Some details will
be apparent to the ¢ ustomer, and he will appreciate that others the sales
man has to tell him are not simply parrot talk, but that the salesman
knows, and knowing, can give better attention to the
ments,

Style Louis XIV

purchaser's require

Mendelssohn planos possess all the distinctive selling points for such a
salesman and for the dealer who stakes his business on quality, We have
been building our business for the last 30 years on quality, and no market
conditions can make us alter our 30-year policy

Our methods of piano-building and the grade of materials we buy compel
superiority.  Point for point, from the polishing of the case to the peer
less Mendelssohn tonal qualities, Mendelssohn pianos and players meet
every requirement of the progressive dealer

The reliability and simplicity of the Mendelssohn player create that con
fidence among plano men which enables them to go out and achieve
success

MIENDELSSOHN PIANO CO.

110 ADELAIDE ST. WEST

Toronto . . Canada

Details of designs,
prices and territory
will be sent upon
request

New Style “E Cottage Style
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C. F. GOEPEL & COMPANY

SUPPLIERS OF

High Grade Commodities

TO THE

PIANO »» PLAYER TRADE

Player Accessories.

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

S~
Errucumcv>

Felts, Cloths,
Punchings

Of every description, comprising Name

board, Stringing, Polishing, Muffler

Straight and Tapered, in Rolls and Sheets

etc., Stripped to Width and Length as
wanted

New York

Paper, Pasteboard, and all character of
Leather
Send inquiries, accompanied by Samples,
for Prices, stating Quantities required

Soliciting MANUFACTURERS' TRADE ONLY, not Dealers, Rrpam-rs. elc.

Imported French and also Domestic

Bushing Cloth Hammers

To Build a Piano

and build it well is most commendable
But to build a piano well and so that it
may come within reach of the masses is
a double achievement

The entire Craig Line conforms to this
high aim. Each instrument has that de-
pendable quality—that distinctive tone

and that subtle appeal of style which
command attention

Mechanically, musically and commerci-
ally, Craig Pianos are worthy of your best
sales efforts. The instruments placed will
create new prospects for you to work on
and the immediate margin of profit is
most attractive to the business man

We would cordially urge the claims of the
Craig Line upon your attention believing
that now—this month, is the time for you
to take up the matter with us. We can
come to terms with responsible agents
wanting a clean, straightforward piano
proposition.

The Craig Piano Company

Established 1856
Manufacturers of all Styles of Pianos and Players

Montreal B - Canada
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Tastes and Needs Differ

But the difference is in design or finish. The ques
tion is whether it should be Colonial or Louis—
mahogany, walnut or oak—highly polished or
satin finished, These diverse tastes and needs are
uniform in that the demand is always for

Quality

the Lonsdale Kind

The Lonsdale Plano is now conspicuous in many
Lonsdale Siyle ™M s J
refined homes, and on many dealers’ floors, where
it was chosen in all cases for its downright good

& ness.  Quality and Quality alone was its chief
mﬂ'wmy‘m an claim for recognition and preference
-

fneawrenm) LONSDALE is QUALITY
TORONTO. :
BROOKLYN AVE. AND QUEEN sT. Do you want quality ?

Newcombe Pianos

Established 1870

“ Never Suffer by Comparison

For over 40 years the name Newcombe
has stood for the fact of being able to build
Into a piano extra long life, extra pure,
sweet tone, extra gracefulness and beauty
of design

This means that Newcombe Pianos have
always lived up to their reputation for un-
usual all-around service.

It means further that to-day the Newcombe
Agency is more to be desired than ever
before,

In no other piano can you get the “"Howard P
strength and the piano's staying in tune,

Newcombe Piano (o, Ltd, wm:iins,,

Toronto, Canada

D

atent Straining Rods,” which ensure additional
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Symphony Model

A Popular LESAGE Player
(Equipped with metal action when desired)

A. LESAGE

MANUFACTURER OF PIANOS
AND PLAYER PIANOS
‘THE ULTIMATE IN PIANOS '

ST. THERESE, - P.Q.

* Established in 1891 "

Thomas Pipe Tone
Single Manual
Reed Organ

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

Organ

After much experimenting we
have evolved the “'Symphony”
Organ, which we have no
hesitation in recominending I«
Churches requiring an instru
ment for leading the service of

Praise

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

quest.

~Thomas Organ & Piann @o., woossroex onr. ===

|

Musical Possibilities
Dictate Sales

If a player piano were merely a mechanical
instrument to rﬂ(ll(’ Oﬂ music, even |hf‘ most
Pxp(‘l’lenl‘l‘d Sﬂl?sn\anshlp (l)“ld not plf\('l’ any
substantial number of players in the homes of
our people

But the LESAGE player is

equipped with all the means for phrasing, ac

scientifically

centing, sustaining, and bringing out all the
Not unly
is such accomplishment possible, but it is so
simply done that with the LESAGE, any
person can just revel in music.

finest points of any composition.

Such a player is undoubtedly the profitable
one for dealers to represent. Try a LESAGE
player and see.
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THE SPIRlTrOF DANCE AND SONG
PERVADES THIS S GROUP OF

UNIVERSAL SONG. ROLLS

e

Merry, Tuneful Fox. Trots to set the Toes A-Tapping
Jolly One- Steps With Rhythm Irresistible
SYNCOPATED MELODIES WITH SYNCHRONIZING WORDS

A Slight Change n Tempo Enables s the Rolls to be Us 4 for Either Singing or Dan ncing

A Jolly Collectlon for an Evening at Home

J
@
I@ SONG-ROLLS
:
@
|

2135 Ev crybndy Love A Jass Band. $ .96 2265 My Yol:elum G rl.
One-Step

Fo ot
2155 Far Awuy In Honolulu .96 2187 N-"lhly Nl"ll'“)' Naughty, 90
55 - One-Step

2131 Hon . Kon| 90 2159 Oh, Johnny Oh Jolln ny, Oh!
x-Trot

- On
2179 I A sr..m. "ot We Have to Grow Old .96 2257 Rolli "' 5 ",, " "' Rolling Chair .
on 2261 So Bro d K
2141 I've Got The chele t Girl in Maryland, 90 ¢ """’ T :
Jas: x-Tro 2165 Tlnre Somelhm. About You Makes Me
2193 MeelM in Th Monnh.lﬂ Mandy Lane. .96
Jass - On

Love You, 96
Jass - Fox-Trot

GIVE YOUR PLAYER CUSTOMERS AN OPPORTUNITY TO HEAR THEM

UNIVERSAL MUSIC COMPANY OF CANADA

208 VICTORIA ST, TORONTO
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THE END OF YOUR SEARCH

If you want a line of pianos and players that represents quality from top to bottom

inside and out—that means 100 per cent. value for every cent of their cost- ~that wil
meet every side of the demand for

pupu]dr priced instruments — that
will do all this and put a sub
stantial profit in your bank account
'()r every .\d,(' ||h\dl‘* Ih('“ your

search is ended

That line is the EVANS BROS.
.v\p‘lrt from immediate needs it is
well to know all about such a line

Get particulars now

Evans Bros.
Piano & Mfg. Co., Limited

Ingersoll - Ont.

In the Manufacture of

Piano Hammers and Strings
OUR AIM IS PERFECTION

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

D. M. BEST & CO. |

455 King Street, West, TORONTO E
Sole Agents in Canada for >
FELTS WIRE
SOLE AGENTS IN CANADA FOR
N R * E. V. Naish Felts, Made in The celebrated Latch &
England These goods are Batchelor English wire, which
the “last word” in the felt is unexcelled by any other for
market. They are positively perfectness in tone and uni

the most even and finest formity in every particular

auality procurable.

—_—m

E. V. NAISH FELTS
WILTON, ENGLAND

;

2l e Talale e Ta T
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MATERIALS FOR

PIANO MANUFACTURERS

PINS, WIRE, FELTS, CLOTHS, Pl NCHINGS, HIN
GES, PEDALS AND GENERAL PIANO HARDW ARF

CORRESPONDENCE INVITED

HAMMACHE R, SCHLEMME R & COMPANY
NEW YORK, since 1818
Ith AVENUE and 13th STREET

THE GODERICH ORGAN Reanies

ORDERS have exceeded our expectations.

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

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

| Prices on stools are withdrawn. Quotations given on
| application.

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

The GODERICH ORGAN CO,, Limited

Factory and Office, GODERICH, ONT.

::UUDUUl][][]Ul'!ﬂEf'.fIﬂ[u unm:mluu(mummnnunnuuurBJ ‘
a a \
[*] a (13 . " .
: Julius Breckwoldt & Company i Supenor Piano Plates
g — £ |
e 8
o Piano Backs, Boards, Bridges, Bars, Traplevers J
§ and Mouldings g MADE BY
g Sole Agents for Rudolf GleS‘:n‘e‘-“u in Canada and United E THE '

o
B . Bruckwouor, Pres W. A, Breckwoibr, Sec.Treas, O
o wowa " || SUPERIOR FOUNDRY CO, |
g Dolgeville, N.Y.  Fulton Chain and Tupper Lake 8
g u CLEVELAND, OHIO, USA. ‘
DE!DIIIDIJI:]DI:IUClr'ﬂ?l[]ﬂhI'.‘IDEID[]DDDI:I[]I:![]DLl[]l:!l]l'.‘ll:lDI’:ID[]EH’]E1

|
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Test of Tests!

Mr. Edison makes Sensational
Announcement for coming Concert
Season.

HE sensation of the hour is Mr. Edison's announcement that Mlle. Alice Verlet,
Belgian Prima Donna soprano of the Paris Opera, will devote a part of her coming
oncert season to a tour of Canada and the States, singing in direct comparison

with Mr. Edison's re-creation of her glorious voice.

More than five hundred thousand music
lovers to date have heard the actual test
of the artist singing in direct public com-

parison with Mr. Edison's marvellous new
Phonograph—the Test of Tests. Many
more will undoubtedly hear this test
during the coming concert season.

Alice Verlet in Toronto

How literally The New Edison re-creates
Mlle. Verlet's voice was demonstrated at
her appearance at Massey Hall, Toronto,
last season, when the audience found it

next to impossible to distinguish between

the living voice and Mr. Edison's re-crea-

tion of it. Her tones were exquisitely
matched by Mr. Edison’s new art, her re
created voice shading into her real voice

perfectly; both voices had the soul and

color that make a voice human—that

made Mlle. Verlet's voice one of the most

popular in European capitals

If you are an Edison dealer and have not
yet arranged for a local concert by an
Edison artist, you are losing money, Write
to-day for information about artists who
are available. Those interested in estab-
lishing an Edison dealership for the
coming season should make application
as early as possible.

THE W] LLIAMS 850t

——

1

Opera, Europe’s favorite Colo o) 3 ing by actual

e R BDISON ety e W i WINNIPEG MONTREXL f :
g N
g
i
|
|
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MUSIC IN THE HOME
THE CANADIAN BUREAU FOR THE ADVANCE

MENT OF MUSIC is a proposition that challenges
the active interest of every man and every woman inter-
ested in the music industries of this country, It is a pro
position that commends itself to anyone directly or indi-
rectly interested in more music and better music, with espe-
cial reference to music in the home. Indeed, " Music in
the Home " is the basis and the slogan of this Bureau,
which was organized in March of this year, as has already
been reported in these columns.

Unfortnnalely for the music industries of this country,
and unfortunately for the promotion of music, both have
been conspicuously and seriously neglected in so far as
any pr to 1 and in interest is con-
cerned. In glaring contrast is the space devoted in news-
papers and magazines to the interests of the film, the drama,
motoring, baseball, and horse racing for example.

Lack of enterprise on the part of the trade and educa-
tionists may be responsible for this fact, but a fact it is
that music has not been presented in a way to interest the
masses.

The object of the Canadian Bureau for the Advance-
ment of Music is to create, develop, and foster music in
the home. Of course this must be of advantage to the
trade. Nobody pretends that it is not. But—this cannot
be of direct or indirect advantage to the trade without
first being of direct advantage to the public and to the
press,

The first duty of the Bureau has been to enlist the co-
operation of the press. This is being done to the advan-
tage of both the press and the musical cause. When the
opportunity has been given to present the claims of the
Bureau to editors and newspaper managers it has provoked
immediate endorsement and co-operation,

The Bureau gives newspapers a valuable service. It
provides them each week with a series of carefully selected,
specially written articles pertaining to music and musical
subjects designed to interest the average parent, or in fact
the great masses among the people to whom the musical
page of the newspaper as conducted for the professional
has no more interest than has a technical dissertation on
the principles of a carburetor to other than an automobile
mechanic.

Where does the Bureau secure its material? It has not
at its disposal sources that are closed to the press. But
it is obvious that individual newspapers do not spend the
time or money necessary to buy the musical articles that
they should publish for average readers. The Bureau is
svndicating the matter. That is, the Bureau provides the
Same matter to papers in different centres that are reach-
‘ne entirely different constituents,

The Bureau has. in fact. a druble service. so that two
naners in one place do not have the same matter Retailers
and manufacturers can co-operate in getting newspapers in-

terested. It is quite impossible for the Bureau director to
Visit every centre and interview the newspapers, and it is
also impracticable to interest the press by correspondence.

A retailer's recommendation of the service to the editor
with whom he is acquainted invariably results in the news-
paper's co-operation Incidentally the newspaper has in
the * Music in the Home " section or page opened up an
additional inducement to offer dealers to advertise. There
is the cumulative effect of the dealers’ advertising and the
newspaper publishing appropriate articles that gives the
advertising greater pulling power

Already the “ Music in the Home " campaign is proving

“1I ask you candidly, do you believe that pianos
and player pianos are luxuries? Do you think they
are not necessary? I grant you the world once
lived without them. But then the world once lived
without sanitation Would you consider that sani-
tation should be abolished by putting an enormous
tax on bathroom fixtures? Again there was a time
when we all did without music at all, Would you
want to live in such a world? Do you know that
the British military authorities, after trying to get
along without military music at the beginning of
the war, had to take it up again because they could
not train the new armies without it? Do you know
that every civilized nation in the world does some-
thing to support the teaching of music save only
our own?"—From a letter of protest to a United
States congressman against the proposed tax on
musical instruments of 5 per cent. of the selling
price, ]

'

effective. A local choirmaster who has regularly bought
the Toronto Star Weekly for years commented to some
friends on what was to him new interest in the section of
that paper devoted to music. He began to notice articles
that he wanted his pupils and members of his choir to read.
He did not know that these articles were inspired by this
Bureau, but he recognized in them a real benefit to the
readers of them.

An out-of-town dealer was on a business visit to To-
ronto. In conversation with a wholesaler here he com.
mented favorably upon certain articles that he had been
reading in the Saturday edition of the Toronto Globe.
These had made an impression upon him. Their source
was explained to him, and he determined to interest the
editor of the newspaper in his town in doing something
of this nature, which would make the paper of greater ad-
vertising value to him. Furthermore this dealer, through
reading these articles, has a bigger business vision, and he
realizes that his field is not as limited as he formerly
thought.
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A lady called at a local music house to see pianos, but
her objection was that there was nobody in her home who
could play. Naturally the salesman introduced the sub-
ject of the player plano, pointing out what a difference
such an instrument made to the home, * Yes, 1 guess a
home without music to-day doesn’t amount to much.” The
thought and conviction of the lady's utterance suggests that
she has been reading some of these * Music in the Home "
articles that are provided by the Canadian Bureau for the
Advancement of Music.

This service, now operating in Toronto, London, Wood-
stock, Guelph, Peterboro, Kingston, and Vancouver, is avail-
able in other centres. It is up to the local dealer, and
correspondence will be welcomed by the Bureau Director,
whose address is 58 Agnes Street, Toronto,

Views of Dealers in the Extreme East and the Ex-
treme West on the ** One-Price System "
FOLLOWING the expressions of opinion by various mem-

bers of the trade on the fixed price system of retailing
pianos published on pages 72 and 73 of the last issue of
the Journal further views are here given from houses in
Nova Scotia, New Brunswick, and on the western coast.
Everywhere dealers and salesmen are talking of the fixed
price for pianos. The discussions of the subject are not
confined to any one locality, and they are spreading in
both cities and smaller towns. The attitude of the entire
trade shows that the policy of selling “at one price—the
right price” is a question that will not down.

“Do you know that the most eminent author-
ities on education tell us that the worst flaw in
our school system lies in the crude, stupid and
careless way in which we treat the musical talent
which almost every child has in some degree? Do
you really think that a piano is a luxury? "—From
a letter of protest to a United States congressman
against the proposed tax on musical instruments of
5 per cent. of the selling price.

The Bowes Music House, Ltd., Vancouver

“In regard to our ideas of establishing a one-price
system for the selling of pianos, would say that we are
heartily in sympathy with the design. In our minds, how-
ever, there is only one effective way in which this can be
done, and that is for each manufacturer to fix a minimum
price at which the various styles may be sold at in all
parts of Canada. There might justly be a different price
established for the West to what there is in the East, of
say about $25.00 per each instrument, to allow for the cost
of freight. When we speak of the one-price system, we
mean that one price should be established for pianos sold
on long terms, allowing for a definite discount of say five
per cent. for pianos sold for cash, We believe a cash
buyer has a right to a discount, as in the case of the
time purchaser there is all the additional expense of book-
keeping and collecting which his account costs the dealer.
The interest charged on time sales is not enough as a rule
to pay this difference, and the cash customer should not be
penalized for the privileges ded to the i 1
purchaser,

“If some basis of this nature could be agreed upon
amongst the manufacturers and their agencies throughout
Canada, it would put a stop to the senseless price-cutting
that occurs so frequently, especially where cash sales are
in question. Some of the differences that are made by cer-
tain dealers, between what they will actually take on a cash
sale and that of a time sale, is both immoral and scandal-
ous, and causes the general public to look upon the piano
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business with a grave amount of
honesty.”
The Kent Piano Company, Ltd., Vancouver

" As regards our opinion concerning the one-price sys
tem, we are certainly in accord with installing this system
immediately, but have felt that the manufacturer is the one
that should make the move

“ About two years ago, for a period of three months,
we tested out the one-price system as regards to our sales
men and customers, but we found that we were rather handi
capped by the way other dealers slashed their prices, and
in that period of time lost out on six sales, two of them
cash.

* We enclose card which we placed on our pianos about
two weeks ago, owing to the way your paper was writing
on the subject, and we are certainly in accord with the
one-price system, as we find it does not fail us as regards
the Edison product which we handle exclusively.

*There is one point, however, that the manufacturers
should consider in order to make their line one price
throughout Canada, and that is the pre-payment or allow
ance of the freight rates

“In a case of a dealer close to Toronto, his freight
per piano would only be two or three dollars, while out
here our freight runs about thirty-five dollars. In our
opinion the manufacturer should find out the number of
instruments sold close in and furthest points, take the aver
age freight rates, and add these on to the wholesale price
of all instruments, as only by doing this can the price be
maintained at the one figure. The dealer furthest away
from the factory is entitled to the same percentage of pro-
fit as the dealer close in, and a one-price system would
not be one-priced if the dealer furthest away adds on the
freight to Toronto prices.”

J. H. Robinson Wetaskiwin Alberta

“1 am a firm believer in the one-price system, and |
cannot help thinking that had the one-price system been
in vogue instead of the any-old-price system, that the pianc
business would be in a good deal better position to-day
than it is.

“The one-price system tends to create in the mind of
the prospective piano buyer confidence that the piano has
quality, and is worth the price, and makes it easier for him
to decide to buy, and more satisfied to pay the price, while
the any-old-price system is a sure breeder of suspicion
that the quality may be low, the price too high, and the
profit to the retailer very large, and even after he has
bought the piano he feels that had he only bargained a
little harder. and hesitated a little longer, he could have
bought at even less than what he paid

" The talking machine, all must admit, has elbowed and
bustled the piano pretty badly during the past several years,
and has accomplished this on the one-price system basis.

“The any-old-price system has seriously degraded the
niano in the popular estimation, Pianos and organs are
ahout the only commodities sold to-day on the happy-go-
lucky plan.”

The C. H. Townshend Piano Co. St. John N.B.

" With regard to the one-price system we understand
there is a great deal of discussion just at the present time
re this matter. We are pleased to be able to inform you
that we established the one-price system last January. We
find we are selling just as many pianos, and they are sold
now at a uniform price. We consider it the only way that
nianos shovld be «old. and the sooner all dealers adopt this
svatem the better it will be for themselves, and they will
find it much easier to get business.”

A Nova Scotia Dealer

“1 have read your very interesting items on that ques-
tion, and while I agree with some 1 differ with others

suspicion as to its

The
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| 18 Years Older than Confederation

| - —

| Che Williams Piane Co, Limited

I Some of the men who have spent more than 30 years making the Famous Williams Artists’ Choice Piano

| have given to the Dominion an instrument of quality
It and goodness, made by skilled artisans who know how
to produce a piano “Made to last a Lifetime.”

(‘(‘1 68 years of Canada’s Expert Brains and workmanship

‘ When you represent this “truly Canadian " organization you have the

|

‘ satislaction of knowing that you are linked up with the largest and
oldest makers of pianos in Canada. Write for particulars concerning

your territory TO-DAY

| The Williams Piano Co., Limited, - Oshawa, Ont.

| 68 Years ﬂlu/,'irw Musical Instruments,
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IN these stirring days of shifting values the wise piano merchant

is appealing to the public on the score of investment.
WHAT other commodity equals a piano as an Investment ?
WHAT other article is sold on such an honest margin?
WHAT other possession gives such «n enduring satisfaction?
WITH SHERLOCK-MANNING Pianos it is a life-time of satis-

faction. For years and years no shrinkage in value or

apparent wearing qualities.

AN investment in a QUALITY piano means dividends for life,
and does not depreciate 50 per cent. in value the minute

the bill of sale is passed.

DOLLAR FOR DOLLAR there is more intrinsic worth in a
SHERLOCK-MANNING PIANO than in a diamond.

MORE than ever the Public are putting their money into
QUALITY pianos.

The Sherlock - Manning Piano & Organ Co.

LONDON . ONTARIO

L—
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Personally, I have always believed in selling pianos at one
price with interest, and will continue doing so. I have
a high grade piano and some cheap pianos, and I am con-
vinced that the only way to sell any grade of piano is to
ticket them according to their grade as any other merchant
would do

“ Three years ago I decided to get away from the old
system of retailing pianos by canvassing, and I have found
it so satisfactory that I would rather go out of the business
than go back to it. 1 find it cheaper to advertise than to
pay a man to canvass

“8ince starting this system I have had no re-posses-
sions for non-payment. With the old system I had four
agents, and all the troubles that went with them. Now |

Another Nova Scotia Dealer
“ Regarding our opinion of the establishing of the one-
price system, we believe that this would be a great hoon
to the piano trade throughout Canada, but we are very
dubious if it could be worked out satisfactorily Providing
it could be established on a satisfactory basis there is no
question but that it would be a great thing. It would have
to be universal, and if such a condition could be estab-
lished permanently it would instil a confidence in the

general public that has long been lacking.”

A Matter of Salesmanship

uP RICE cutting is an evidence of weak salesmanship, and

does not make a favorable impression with the cus-
tomer,” insisted one of a group of dealers who were dis-
cussing the “One Price System,” a subject now receiving
S0 much attention in the trade. The particular dealer

quoted by him in making a sale

“1 can understand a low price being an inducement if
competitors are selling the same article,” continued this
dealer, “but with each dealer selling a different make I
can see no reason for price cutting. The particular make

the price the other fellow quotes, nor do I ever give an
excessive allowance for the exchange. People now-a-days
are too wise to believe that they are not paying an ex-
cessive price for the new instrument in a deal where they
are allowed a very high price for the old organ.”

The Salesman Asking for Help

HW HEN a man on our staff finds a sale beginning to
hang fire, with a good chance of being lost to us,
he is expected to ask Someone to help him,” said a local
salesmanager in chat re piano selling, * Unfortunately
Some men think it is an admission of weakness to send out
an ‘8.0.8." signal while still others are 80 strong in their
own conceit as to imagine that because they fail to get
the dotted line filled in it can't be done. Both are wrong.
Only this morning one of the boys had a lady that was
really interested and was giving him plenty of time, Ap-
parently she was hard to suit, but finally he located the
instrument that just suited. But there seemed to be some
objection, and it looked as if the customer had come to
a decision to buy nothing. 1 placed myself where the
salesman could commandeer my services if he wanted them.
He introduced me, and I found that the finish of the piano
was the point on which the customer talked. This was a
used piano, but it was a good make and in splendid
condition,
“ The salesman covered every objection, but was floored
on the finish. I was able to bring a fresh perspective on
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the transaction, and closed at a price that permitted us
finishing the Plano the way the customer wanted it. A
salesman has not shot his last bolt if the customer gets
away without help being called.”

You are paying for it
anyway

YOU have a hard day
Weary, nerves frazzled,
you reach home

Nothing  would suit  you
better than to stay right at
home

Bt you go owt

Whitt  was it that  drew

AWAY from your home

you ean
player pian

WIS s muel
than it wonld o
nstrume

nt

good piano or p
tlking  machine

A suggested advertisement Jor Canadian dealers to counteract the false
idea that musical instruments are luxuries.  This iy the second of a series
of newspaper ads being run by the trade in St. Louis

Taxing Musical Instruments a Mistake, Says
New York Evening Mail

ONE of the sources of revenue in France before the
revolution, and in several other countries before and
since that epoch-making event, was a tax on windows, This
impost had one marked result in addition to the rivulet of
gold which it directed into the treasury of the kings of
France. It discouraged windows.
Music is the window of the soul. Through this window,
opening out of the darkness into the light, millions of souls
are illumined with the inspiration of harmony
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No greater array of selling features
were ever offered the Canadian
trade than may now be had in

Che Boherty Piaun
Straight Upright or Player

Quali‘ An experience of over 40 years in manufacturing, new equipment, and new
y management are all centred on producing quality goods. Doherty dealers have
full assurance that the name ‘' Doherty Pianos, Limited " and ' Quality " will mean the same
thing.

Good will One of the most potent factors in piano selling is that intangible asset—

good will, or prestige or reputation. The hackneyed phrase, “A satished
customer is the best advertisement,”" is as true to-day ae it was when it was first coined The
Doherty dealer is sure of extending the good will his store enjoys through satished owners.

The Dollar Side When the price question comes up, Doherty rl‘:knlrn never need

apologize for the price they are going to I'hey don't
make prejudice; they disarm it in advance. lhey can show that what the buyer gets for his
money is more than what the piano costs. At that the Doherty piice to the dealer is right.  Get
quotations.

Co_operation Means " working with.”  The Doherty policy is to work with the dealer,

to help him expand in sales, in prestige and in hnancial profit

PLAYERS—PIANOS—ORGANS—BENCHES STOOLS

THE HOME OF

g DOHERTY PIANOS LIMITED
g CLINTON
|

CANADA

/]
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inspiring influence of music

ceased to be an artistic
uxury and has become a national necessity
There

an excise tax on liquor and a tax on tobacco,
argue the economists behind this Mmeasure; why should
there not be a tax on mu ical instruments?

America needs music more nc w than it ever did before
n its history Music is the one unmiversal language that
peaks to all races, to all conditions of men Music can be
made a great unifying, rousing and mspiring force in the
great crisis through which we are living. It can be made

stimulate the devotion, to focus

to promote patriotism, to
the spirit of the nation

Why tax the instruments that produce this mighty
force?  Why close the window of the soul?

If revenue is needed. there are a thousand and one pro-
lucts upon which it can be levied without doing one
thousandth part of the damage that would be done by
taxing music

Great Britain, in her dire need of money to finance the
greatest armament the world ever raised, decided to tax
The men who govern England soon
saw their mistake The tax on music was repealed

musical instruments

Let us have music—and more music—in America
Impose a hundred per cent. tax on every drink that is
sold over the bar, if it is necessary But don't tax music

The Modern View of the Piano Business

By A. H. Howes. at the Annual Convention of the National
Association of Piano Merc hants

OW foolish and expensive it has been to give away free
music cabinets, music rolls, free sheet music, free music
lessons, free tuning, free movings. exorbitant commissions,
fake discounts; promising to exchange within one or two

years without discounting anything for wear and tear and

expense of making the new deal, selling without interest ;
these are a few of the “little leaks that sink the ship.’
Other lines of business industries have been conducted
along the same lines If you bought a suit you expected a
pair of suspenders and a new tie. If you bought a pair of
shoes you expected new laces and a box of blacking. These
were the old-fashioned ways or methods of merchandising
Now, personally, I feel that we have got to take our
hats off to the automobile industries for

setting the pace
in modern merchandising

How much do you get that
you don't pay for from either the firm selling the cars or
the accessory shop? Nothing, as far as I know. Other
lines of business have followed their example much sooner
than the piano merchant, but he is gradually seeing the
folly of his ways and falling into line
strenuous competition, we have got to

1. Figure economy in merchandising, and eliminate
everything that can be eliminated and still give efficient
service at a minimum cost

In these days of

2. Establish uniform prices and educate both our sales-
men and the public that a price on a price tag does mean
one thing, and that that price is the only selling price on
that instrument

3. See that no fictitious price is allowed for a trade-in

4. See that the instrument s not sold without interest

5. See that we do not give a lot of free tunings or free
movings,

6. See that no fake discounts are given because our
customer's forty-eleventh cousin 1S going to buy a piano
for their little girl as soon as she is old enough to take
lessons, and she is six months old now

7. See that the contract is figured so that it will pay
out in a certain length of time.

THE TWO-FOLD

Style 65

Wright Piano Co. Ltd.

DOMINANCE OF
WRIGHT PIANOS

The Straight Piano.—In the thick of competition
the Wright is a leader
dealers gi

Every month sees more
g it the first place on their floors on
the one and only basis of dominant value. With
the first glimpse of the W
buyer censes its beauty and charm.  With the
firet few chords ctruck that inimitable tone, which
comrels the approval of the musical ear, is
fore’kly impressed Years of constant use find
both beauty and tone unimpaired

Tke Player.—What it will do for the home, and
not prize, is the basis for selling Wright players
Money connot buy your prospect any greater,
more lacting pleasure to brighten the evenings
after the tiresome routine of a monotonous day's
work

right your prospective

The appeal of what the Wright player will do,
plus the demonstration of it, gets the order.

» = Strathroy, Ont.
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8. See that the instrument is not exchanged in a year of
two, and all paid on this deal allowed on another instru-
ment.

Reed Organ is Always on Duty
It is Indifferent to Heat, Cold, and Dampness, or Mice.
One of the articles supplied by the Canadian Bureau for
the Advancement of Music, and which appeared in
several papers throughout Canada

THE reed organ as perfected on this continent is a re-
markable instrument, and has had a large place in our
musical life. While our growing wealth has enabled us
to replace it in many homes by the upright piano, it is
still filling a most useful place, not alone in the homes, but
in the smaller churches of the country. Scarcely a church
can be found in these days without such an instrument, fre
quently one of great power and effectiveness. One great
advantage of the organ has been its indestructibility. In
districts where the heat in the church building fluctuated
during the winter from zero to eighty degrees Fahrenheit,
the organ remained imperturbable. Its reeds, being made
of bronze, were not affected by damp, and it was always
ready and willing to do its duty in the service. The ad
vantage of having instrumental accompaniment for the con-
gregational singing cannot be estimated, for unquestionably

i “ 1 am protesting against the ill-considered and

hasty policy of attempting to class certain things

as luxuries and therefore unnecessary, which things.

¥ if they can survive that preliminary black eye, are
then to be taxed to such a degree as will in all
probability put them out of business altogether
Indeed, if they be unnecessary, that is all right;
but how about the revenue from them in that case’
There won't be any revenue from dead industries
So why try to kill them at all? “—From a letter of
protest to a United States congressman against the
proposed tax on musical instruments of § per cent
of the selling price.

the churches have been the nursery of interest in musical
affairs. The invention in recent years of mouse-proof
pedals is a silent witness to the existence of troubles that
sometimes wavered between tragedy and farce. Once there
was an organ in a country church which was the constant
domicile of a family of mice. So long as the organist was
a man no trouble arose. But when a young girl took over
the playing there was immediate difficulty, The Sunday
morning service was a disturbing element to the mice, and
during the playing of the hymns it was not uncommon to
see one or two of the inhabitants dodging out to discover
the cause of the disturbance. One loud yell from the
organist and a leap to a safe position on the top of the
stool so disturbed one service that the minister was forced
to dismiss the congregation. An instrument that can with-
stand heat, cold, damp, one that can give sufficient blue
felt to make nests for mice, and still be efficient and in
reasonably good tune is not an instrument to be regarded
with the slightest grain of contempt.

Most Furniture Showing Dull Finish
BY

way of confirming the viewpoint that sees a growing

appreciation of satin finish on pianos and furniture,
the Journal quotes from * The Tatler,” who writes in the
Chicago Furniture Journal of his observations in the fur-
niture trade. He says: “ Dull finished lines are all the
vogue this season, and the furniture of mirror-like surface
that was once the favorite with a lot of people is disap-
pearing.

TRADES JOURNAL

“ Very little is shown in the present season The bed
stead makers, taking the hint from the furniture makers,
are turning out dull finished lines.”

Says of Straight Upright—"" Served Its Purpose;
et It Go™

uw ERE it left to me to decide the straight upright

piano would soon disappear.” This startling asser-
tion is quoted as the opinion of an American manufacturer
who enlarges on his views by saying:

“1 am aware that there is still a certain demand for the
manually played upright piano; but the truth is that, as far
as 1 am able to discover, the demand for the straight up-
right arises mainly among those who need the instrument
for professional purposes, but cannot afford the room or the
money for a grand, or among those who do not understand
the player piano and are afraid of it Now, I know that
there are plenty of these people at the present time, and
that there are as many straight uprights as players being
made and sold; but that does not alter the fact as I see it;
namely, that the best interests of all will be subserved when
every upright piano is made with a player in it.

“To speak from the dealer's point of view, it is certain
from what our dealers tell our travellers, and from what
I myself learn directly in the same way, that those who are
making an effort to sell player pianos principally, are on
the increase, and their efforts are successful in exact pro-
portion to their energy. In fact, it is plain that those who
are going chiefly after player business are getting what they
go after; so that if a dealer ever makes up his mind to keep
player pianos only, he will sell just as many of the one
type as he did of the two combined. And, of course, the
profit is greater.

“ Not only is it more profitable for the dealer to spe-
cialize, but we should prefer such a policy. There is get-
ting to be less and less of real profit in manufacturing the
straight upright piano, for the reason that the rise in costs
of material together with the competition of different
makes in the same grade, has forced down prices and forced
up costs to the point where profits approach complete ex-
tinction. The player piano is in a different case, for what
with the individual talking points, the higher prices and the
other features, competition is not of the same nature. It
is keen, but not cut-throat, for the dealer can sell a player
piano on its technical merits much quicker than he can sell
an ordinary high-grade straight piano in competition with
several others.

“Of course, among the pianos and player pianos that
sell entirely on price, these remarks don't apply. But these
are on a different ba: altogether, and no argument save
the one has any weight in connection with them. But out-
side of this class, pianos sell on their name and reputation,
and my point is that reputation and name alike are losing
their old-time power in the case of the straight upright
piano, while it is fair to believe that the individual char-
acter of the player piano will protect it in this way for a
long time yet to come.

“1 say, therefore, from my point of view as a manufac-
turer, that I wish the proportion between players and
straight uprights might be one to naught, all players, none
others. In my judgment the coming representative of the
straight piano is the small grand; and I wish that this in-
strument might be preserved for this purpose forever. As
for the straight upright, it has served its purpose; let it
go!"”

In your own little family circle, you are regarded as
one of the greatest men in the world; and if you are i
good sport, you will go on working like blazes to keep
up the delusion.
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H We Announce the Amalgamation
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Otto Heineman Phonograph Supply (o,

INCORPORATED
25 WEST 45th STREET, NEW YORK
FACTORIES, ELYRIA, OHIO NEWARK, N.J.

CHICAGO ATLANTA SEATTLE TORONTO
Lumsden Building

of the

Otto Heineman Phonograph Supply Co., Inc.

NEW YORK, N.Y.

A. F. Meisselbach & Bro.

NEWARK, N.J.

The Meisselbach Motor will continue to be manufactured under

the present efficient management of Messts. A. F. Meisselbach
and Pliny Catucci, and this plant will be known as the

MEISSELBACH DIVISION

of the

OTTO HEINEMAN PHONOGRAPH SUPPLY CO. Inc.

Canadian Branch—Lumsden Building, Toronto

President

OIS
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NEWBIGGING CABINET CO.

LIMITED
164-168 KING ST. WEST

HAMILTON, - CANADA

DEALERS
ARE
rapidly learning that
there is a real Denend
able Electric Line of
Phonographs on  the
market

Our new type motor
will run over 3,000
records on one set of
batteries. Think this
over.

With our other exclu
sive features we have
the best proposition in
Canada today for
High-class Instruments.

We stand behind you.

MODEL “G"

$225 Write us now.

Phonographs

rJ" A REAL
) PERMANENT NEEDLE

Said a wuser: "l can’t

| understand  why people
continue to change needles
for every record when
they can get a Golden
Tone Permanent needle. It
has been a joy to me and
more than worth the price,
besides it preserves the
records.”

Record and Player
Cabinets

For all make of
Machines

Dealers save time by using
them for
purposes; they

monstration
eliminate

3 ookl o oeit, v Bd The Newbigging Cabinet Co

prized by music lovers are the Cabinet Pioneers o

0 Price $6.00 Canada

No. 83, GOLDEN OAK
No. 84, MAHOG ANV
No. 8 rUMED OR SION

DISCOUNT TO DEALERS
o fit

Others follow our lead.
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| Music constitutes the greatest factor
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Talking Machine and Record Section
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AL—JUNE, 1917

Music a Need in Time of Stress
Showing the Reason Why Talking Machine and Record
Sales Should Continue to Grow
']"HER!; has been a call to eliminate all waste and ex

\ravagant expenditure, but grave danger to the public
and harm to the individual would result from indiscriminate
and unintelligent economy

Even if it were necessary to curtal all luxury, mus.c
cannot be placed in this class. England's continued suppor
and the Governmental encouragement of professional musi
cal activities, Canada's increase of music in the home, and
Germany's Mmaintenance of bands which play in the public
squares during the day are of special significance at this
time, and are all evidences of the people’s appreciation of
the place music fills When war calls for all possible
sacrifice, the mind and the heart look for some power which
will fill the gap—the Breat void caused by privations,

This great need for a counteracting influence has been
satisfied to an appreciable extent by introducing music into
the homes. Its soothing power greatly benefits the sor
rowing heart, brings encouragement to the desolate, and
rouses new hope in the discouraged Surely in Europe
there is no stronger need than for a means of counteract-
ing the dismal and ravaging effects of war; misery cries
out for relief, sorrow yearns for a “way out." The think-
ing element in the European countries has realized that
music—the great panacea—acts as a powerful solace and
stimulus.

Then we, surely, a progressive nation, new at the pro-
position of war, must take lesson and inspiration from the
experience of others. Let us not eliminate music from our
homes and our lives—on the other hand, let us increase its
influence. The absence of this influence would result in
a serious harm to the country. Deprived of this saving
cultural element, it would not be long before this nation
would degenerate to inert materialism, going ahead along
mechanical lines and losing all initiative

The thinking people are now directing the attention of
the country to calmly consider just what to eliminate dur-
ing the “retrenchment” period. The great national neces-
Sity now is to take stock of one's expenses, and to clarify
one's mind as to which of these are necessary and which
are superfluous. The false economy which is suddenly
Springing up as a result of war-hysteria is warned against

At all times relaxation forms a necessary part of every

Desire ye to know whether a land is well
governed and its people have good morals, hear its
music.~Confucius.

human being's life, In time of stress it is expedient to
concentrate on those forms of pleasure which may be
classed with economy. Even if economy should be needed,
1t is clear that those pleasures which may be enjoyed in
the home are the most economical. With little expense
in the pleasures of
home life, Wastefulness must most certainly be corrected,
but now of all times our efficiency must be increased. We
are able to do this only by one method—keep in our lives
those elements which increase the mental powers, and chief

'mong these is music,

What better argument than
convincing anyone that the
musical
was?

this has the salesmen fos
talking machine with all s

possibilities is needed to-day more than it ever

Caring for the Record Stock
By George ¥ Martin. of Grinnel Bros. Who Have Stores
in Canada and the U.§
UCH of the success of a retail record stock can be
attributed to the manner in which the stock
ranged. A method permitting of any given record number
being not only easily located when wanted, but one that
will automatically tell the dealer at the end of the day's
business just what particular numbers have been sold, that
he may replenish his stock with all desirable numbers, is
naturally the ideal System. This can be best accomplished
by using the stock envelope system, and when the stock is

‘In talking machine music the charm for
humanity lies in the vastness of jts appeals. Every
one who is loyal to the talking machine trade is a
producer of good; because every machine sold
means the introduction of harmony, happiness,
humor and wiy into the family circle."—James T
Coughlin, at the annual meeting of the New York
Talking Machine Men's Association

once brought to a normal condition, it only remains for
the dealer to keep track of the late records in order to main-
tain a minimum amount of stock with which he can do a
maximum business.

The stock envelope system can be made as elaborate as
is the wish of the individual dealer Some dealers have
successfully used a regular record envelope, making stock
envelopes of them by attaching gummed labels with the
numbers either written or stamped on

It is considered advisable to use perpendicular filing
In Spaces not in excess of one and one-fourth-inch, as this
space will accommodate up to ten records or less, and in

the last record, the impression of a full stock is not lost.
A very satisfactory record case can be simply con-

horizontal shelves, the four top

shelves being ten and one-half-inches apart to accommodate

the two bottom shelves twelve and one-half-inch apart for
the large records. When preparing racks it is well to use
seven-eighth-inch white poplar lumber for shelves, which
are grooved on both sides to a depth of one-eighth-inch
every one and one-fourth-inch for perpendicular divisions
made from either poplar wood or beaver board three-six-
teenth-inch thick. The shelves should be just deep enough to
allow the records to 80 back flush with their edge. The
perpendicular divisions, however, should be set in one inch
allowing easy access to each record as well as giving an
unbroken line of records, The use of poplar lumber and
beaver board is recommended in order that records and
their coverings may not suffer injury by coming in contact
with hard materials.

The volume of a record stock depends largely upon the
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Spruce Singing Throat and Horn
of the Starr Phonographs

Starr Phonographs Noted
for Beauty of Tone

The Starr Phonograph is excellently designed, handsome in
appearance, and beautifully finished by expert piano finishers, so
it promptly attracts the eye of the beauty lover, but the great
deciding factor is tone, the quality of which is peculiar to the
Starr.

Silver Grain

Spruce Horn and Throat

Vibrant, sweetly sensitive and exquisitely sympathetic in tonal response, Silver Grain Spruce seem-
ingly reflects a wish of nature that it be considered the chosen of music-woods.

Style IV.

Only with spruce, as used in the Starr, is it
possible to insure all those full, round over-
tones, mellow low notes, and the clear vibrant

“high C" so difficult of attainment.

And so, though in Cost Four Times as Great

as what is commonly used, it is made into “ The Singing Throat of

the Starr Phonograph.”

The dealer, however, does not pay any more for this specially con-

structed phonograph. We

outlay by the confidence and respect of our dealers.

We are out for business.

consider we are well repaid for the extra

We appreciate the competition. We
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realize that the quickest method of establishing a permanent business
is by giving the dealers better value than can be obtained elsewhere.

A splendid range of models: $65, $100, $135, $175, $200, $235.
$265, $325, $350, $400.

Dealers who are taking on the Starr line now are being granted
liberal discounts

Manufactured by the STARR PIANO CO., Richmond, Indiana.

The
London

261 Dundas Street

Style V

Canadian Phonograph Supply Co.

Canada
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system used and the attention given to the prompt placing
of re-orders. However, the investment may be reduced by
disposing of any slow selling numbers of which you may
have an excess stock The use of colored tacks serve to
call the attention of sales people to such records. A

of having the numbers wanted and giving prompt, intelli-
gent service, that a dealer can offer his customers to insure
having them come again for their record wants,

A Personal Story and Its Application
Urging the Need of a Greater Featuring of the Musical
Possibilities of the Talking Machine, by William
Braid White, in Talking Machine World

A MIGHTY good plan is to begin experimenting with
oneself. I know a dealer who at one time positively
hated what he called “opera,” which meant all vocal or

thing like enough of the high-grade records, He did not
understand why unti] one night at a dinner party the con-
versation turned on music. The talking machine man
averred his dislike for “the classical stuff,” and said that
the only thing he had been able to understand on the one
occasion when his family had dragged him to a grand opera
had been the tuning-up before the performance. He thought
thie a rather clever thing to say,

HARDWARE FOR
TALKING MACHINES

Lid Supports Tone Rods

Needle Cups Continuous Hinges
Needle Rests Door Catches
Knobs Sliding Casters

Special parts made to order. Write us,

WEBER-KNAPP CO.

JAMESTOWN, N.v.

20
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But his hostess said: “ I should not like to trust your
judgment in that case, Mr. Blank, when choosing new rec
ords for our talking machine.”

The hint was not lost, for my friend was no more a
fool then than he is now. 1 do not want to paint a ro-

cided to investigate a little more thoroughly the high-brow
contents of his record catalogue. He took some artistic
voice, violin and Plano records home with him. It was a
case of “first endure, then Pity, then embrace” with our
friend. To shorten the story he was converted, and is a
full-fledged fiend to-day, whose general acquaintance with

of any other kind, two to one.
Have you ever thought that as a talking machine dealer

stagnation. It must run up-hill, not down-hill, thereby
showing its unlikeness to water, If the musical taste of
the public were not really improving, then the day of the
talking machine would already be over and one might as
well send for the undertaker at once. The talking machine
dealer who is broad-minded and Courageous, therefore, will
see that his plainest duty is to contribute all the effort he
can to the general musical advancement of the community
in which he lives and does business, Everything that is
done, through the schools, through the musical clubs, choral
societies, and other agencies to promote and foster the
love for the best music is a thing done directly for the
best interests of the talking machine industry. Not to
recognize this is to show oneself painfully short-sighted
and painfully narrow-minded.

The one big best bet in this business is the musical side
of the talking machine. That does not mean the side of

ords you can supply them. But the real support of a busi-
ness is always in the highest class of customer, It is this
highest class of customer that the business now needs in
Breater quantities than ever,

Those highest classes may be divided into two princi-
pal families; those of the professional musicians and those

ignored.

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

R O \

The completeness of the Columbia line; its rapidly growing
popularity; the fair and solid policy of the Company—these are
three good reasons why the Columbia line cannot safely be

Columbia Graphophone Company

Toronto - Canada

Factory and Headquarters
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TO MUSIC DEALERS

E sincerely believe that a Columbia

00 agency is the most valuable in the in-
dustry, provided dealers take advan-

tage of the co-operation we are ready to give
Dealers desirous of securing the Columbia

franchise are invited to visit us at our ex-
pense. c

This offer only applies to localities where we
are not already properly represented.

We have opened very few new accounts for
some considerable time, yet our business is
showing tremendous increases.

THE MUSIC SUPPLY CO.

36 WELLINGTON ST. EAST TORONTO
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of the non-professional music lovers The former
mainly piano, violin and voice teachers, while the others,
in the ordinary community, form the backbone and pay the
expenses of the amateur musical clubs that work so hard
to spread the gospel of good music throughout the land
At the present time, in spite of the great progress that has
been made during the last few years, the fact remains that
the rank and file of musical people—the great mass, in
fact—are not interested in the talking machines. A few
great and bright exceptions do not in the least disprove
this statement. When the musical classes of the nation
have been won over, then the rest of the people will follow
for this nation is hungry for the things of the spirit, despite
its cabarets and its superficialities generally.

To educate the muically learned is one thing and to
educate the crowd is another; yet both can be done. The
chools, the clubs, and the societies are the main avenues
of approach. The great gospel of good music as revealed
to the world through the talking machine and record can
be preached successfully in every corner of this broad
land, but it is absolutely necessary that the dealers who
undertake to do their share in this work themselves be
prepared by self-education in the merits of that which they
propose to exploit. That is why I speak constantly of
educating ourselves in the appreciation and love of the
best in music

Let me put the ideas here set forth in brief summary,
so that they may be seen at a glance

are

1. Profit and prestige in the talking machine business
come only, in permanent form, from featuring the ma-
chine's musical possibilities skillfully

2. The nation is hungry for music, but:

3. The people are musically ignorant and need guidance

4. The talking machine, if understandingly handled, is
' the best of all means for satisfying public desire for music

2 but:
| 5. That desire must be guided; and that means know-
| ledge and appreciation on the part of the dealers them-
| selves, because:

6. You cannot successfully sell high-grade records
you neither care for them nor understand them
i 7. Lastly,
|

if

]

Premature Births

VEN to the passively interested it must be apparent
from the talking machine birthrate of the past three

LONDON PHONOGRAPH CO.

234 Dundas Street
LONDON, - CAN/ DA

Manufacturers of
RAYOLA PHONOGRAPHS
Prices from $10 to $200
Crescent Si.lver To::h;::mognphl
Good Discounts to Trade
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abortive result of a misapplied activity before it could
cause dissatisfaction and loss to the parent and to the
dealer injudicious enough to adopt an unnatural and under-
developed creation destined through its own physical in-
feriority to an early grave in spite of all the pampering and
coddling of low price, large discounts, and very shiny
cabinet

In their eagerness to grab some of the immense wealth
with which the foreground and background of their vision-
ary pictures of the talking machine industry are plenti-
fully daubed men otherwise sane and sound imagined that
any kind of product could be " put over " in the face of so
great a demand. These have found to their sorrow that
the public is discriminating, that the mongrel is short-
lived and unprofitable They have not been producers of
quality. They have not made improvement and quality the
foundation stone of their enterprise. They have brought
nothing to the industry, and like all barnacles will be ruth-
lessly scraped off and allowed to sink beneath the waves
Their death sentence has been pronounced,
and the execution will not be long delayed

On the other hand there are legitimate manufacturers
putting capital and enterprise into the production of an
article designed to win its way on merit. These machines
are made with a sense of responsibility to the dealer and
his customer, as well as to the reputation of the manufac-
turer. They have musical merit, and are the result of
studied effort in artistic cabinet production, in the employ-
ment of a motor open to inspection, the use of reproducer
that fits, and a tone chamber constructed according to the
principles of acoustics. These are the makes that will re-
present the “ survival of the fittest,” and are not to be con
fused with the hastily assembled parts selected on a basis
of price and with the idea that because a motor is covered
up any kind of an article can be put onto the public

of oblivion

A Dealer's Experience
APROPOS of premature births of talking machines are
the observations of an Alberta dealer, who in a letter
to the Journal remarks that * there are a great number of
makes of talking machines on the market that are jokes so
far as being musical instruments are concerned.” This dealer
had put in a stock that turned out to be rank imitations of
the article represented. As he states, “ after a lot of trouble
and expense he gOt the matter straightened out and got in
the real goods, and is doing a good Yusiness with them."
This dealer's experience can be multiplied in scores of
places, and one large jobbing house that last year endea-
vored to look after its dealers by importing other makes
openly confesses to a losing experience, and that as a result
the members of the firm would prefer to do without busi-
ness rather than again go through the experience with
makes evidently produced to take advantage of conditions
of demand and not to build permanent trade.

Established 1870 Incorporated 1917

W.H. BAGSHAW Co.

Oldest and largest
manufacturers o f
talking machine
needles.

Office and Factory

LOWELL, MASS., US.A.
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An Unsolicited Testimonial

FOR

SONOT;

CLEAR AS A BELL

" Dear Sirs,—After several weeks' trial
with the New * Grand Sonora ' phonograph, |
wish to state that it has proved a revelation to
me. My pupils are loud in their praises of its
warmth of melody. The tone is altogether
different to any phonograph | have ever heard
before. It is free from the metallic sound so
common to other makes, and the friction is
reduced to the minimum. At last | have found
'a masterpiece of the phonographic art.' |
have used my new Sonora in the teaching of
both private lessons and at assemblies, and
never yet has it failed to produce considerable
applause and praiseworthy remarks from
pupils and others. | only wish | had been for-
tunate enough to have purchased a ‘ Sonora *
long before. If this letter is of any advantage
to you | shall be only too glad to have you use
it in any way you may see fit. Believe me,
yours sincerely (signed), B. Laing."”

The above letter was sent to
C. W. Lindsay, Ltd., Ot
tawa, by Prof. B. Laing, the
foremost dancing master of
that city.

Write for terms of the Sonora Agency

EXCLUSIVE CANADIAN DISTRIBUTORS

I. MONTAGNES & COMPANY

SHUTER and YONGE STREETS

RYRIE BUILDING TORONTO
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He Sold the Phonograph

OW music broke down the opposition of a woman to

a phonograph is told by T. L. Mclntosh, of South
Mountain, Ont., in a contribution to an Edison prize con-
test. Mr. Mclntosh visited a prospect’s home, and after
finally removing the chain barriers at the entrance to the
farm drove up to the door with a phonograph on his rig.
There was a woman at the door—but let Mr. McIntosh give
his own experience:

“ Good morning,” 1 said to her.

She just stood there and never answered.

“Is Mr. McDonald home? " I asked.

“You're on my place, and I want you to get off quick,”
she ordered.

I explained to her that I was the Edison dealer whom
Mr. McDonald asked to call with an Amberola.

“ We don’t want it!" she exclaimed, slamming the door

I tried to get some information as to why she acted the
way she did by hollering through the keyhole, but there
was no response. So I tied up my horse and started out to
find the man of the house. I found him ploughing. He
said he could not listen to the instrument that day. I tried
to argue, but it was useless. 1 guess his wife went into
tantrums every time he mentioned the Amberola.

I got back near the house and tried to speak to his wife,
but she shot past me. I hated to go away without getting
any results at all, so when turning my rig around I saw
there was a pane of glass out of the window. 1 backed
the rig up to that window and fixed the Amberola on boxes,
so that it was right in front of the broken pane, and started
to play.

I used a lot of records, such as “ Silver Threads Among
the Gold,” and other old favorites, and ended up with * God
Be With You Till We Meet Again.”

] I didn't see the woman until after 1 had played the last
! selection. That was the one that got her, 1 guess.

\ While 1 was playing it she opened the door and walked
" out. She stood on the steps without saying anything for
' a few minutes. Then she started to cry.

I got ready to leave, and was nearly all packed up before
| she spoke to me. Then she asked me if 1 was Mr. Mc-
l,lnmsh. I told her I was, and that I was very sorry that
. I bothered her, but 1 made a practice of never leaving a

place without letting the people hear what a wonderful in-
strument the New Edison Diamond Amberola was.

. She told me she was sorry that she had treated me the
|way she had, and invited me to dinner. While waiting for
Mr. McDonald to come I played her some more selections.
Imagine his surprise when he came in

He was the one who wanted the instrument all the time,
and she had been set against his getting it. Before 1 left
1 had sold an Amberola and thirty Blue Amberola records.

‘When the Prospect List of the Talking Machine
Dealer Should Be Scrapped

By J. L. Loomis. in Talking Machine World
A RATHER interesting topic came up for discussion re-
cently as to the length of time a prospect card should
be considered “live,” and the conclusion arrived at in sub-
Btance was that very many prospects are being carried on
heir lists by salesmen which are no more or less than an
ctual weakness thereto, by reason of being really “dead.”
Now the difference between a live and a dead prospect
s, of course, the simple difference between the existence
r the non-existence of a chance to sell. Theoretically, of
ourse, and in the absolute sense, it may be argued that so
jong as a person has not bought an instrument from a con-

ern or its competitor that person is still a prospect. But
e practical side of the ion is less dati
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that no single prospect is worth more than a certain amount
of time. When that amount of time has been given, sys-
tematically and after the method of good salesmanship, the
prospect should have responded; or should be considered
dead.

The statement last made sounds radical, if not wild;
but there is a growing school of expert salesmanagers who
have come around to the view here expressed; namely,
that less time should be given to the cultivation of old
prospects and more time to hunting up new ones.

If a prospective customer does not buy at the first in
terview and cannot be convinced by the ordinary visit to
the store, the salesman should certainly nevertheless call
again and perhaps twice again. But, after so many calls,
any good salesman will have found out for himself one
of two things. He will have found that the customer was
only “shopping” in the first place, or he will find that some
real reason for not buying exists,

As a matter of fact, there always are a certain number
of people who begin the preliminaries to a purchase and
then shy off; and such persons are the hardest of any to
close up ultimately

Apart from this, however, it is a fact within the experi-
ence of every good salesman that prospects, unlike wine, do

“ Music to-day is considered one of the neces
sities of life, ranking with food, raiment, hygiene
etc,, etc. Its value to mankind has never been more
appreciated than at the present time, when all the
world is upset and nowhere is its effect on the
minds of people more manifest than in those coun
tries which are now engaged in the greatest struggle
of all ages. To-day those governments realize as
never before. the wonderful power of music for
healing wounded hearts and minds, for inspiring
hope and ¢ di for helping kind to main-
tain its faith and equilibrium. Look where you
will, and you will find that music makes not alone
for the betterment of life conditions, but for life
itself."—Ben H. Janssen, before the annual con-
vention of the National Piano Manufacturers’ As-
sociation.

not improve with age. Of course, almost every one of us
has had the experience of the prospect who showed up
two years later, and proceeded to buy, remarking that he
had never forgotten our courtesy the first time, etc.; and
most of us have had the experience of selling finally to
some one, after whom, for some reason, we had unsuccess-
fully run for just as long. But all these are really ex-
tremely unusual case: nd to keep one's card drawer filled
with old dead names on any such account is not good
buiness. .

The important point is that we have only just about so
much time to spend and our biggest problem is how best to
lay out our expenditure of that time. When a prospect
comes in of his or her own accord, then the salesman who
knows his business may rightly regard that prospect as
not only live but certain, unless impossible conditions im-
mediately develop. But when a prospect is dug up from
the outside and promises to come in some time or other,
then it is dollars to doughnuts that if that party does not
come in as promised after a little further argument or per-
suasion the prospect is dead; and should be decently in-
terred without further delay.

There is still another point. Every hour spent in writ-
ing letters to, or making calls on, old prospects is an hour
that might have been given to developing new ones. The

ractically speaking, it seems to be a true and tried maxim

outside sal who call on the persons whose names have

been secured know well that if they cannot make the sale
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within a few weeks the chances are slim of ever making it;
and grow slimmer with each month It is actually more
profitable to canvass from door to door than to spend one's
time running around with a bunch of old prospect cards.
For when the old prospect has neither left town nor bought
a talker, the chances are pretty slim that any interest or
ginger can be infused into him or her

Some of the best salesmanagers in the country are now
putting a time limit on prospects. Every name that is
more than ninety days old and has not yet shown signs of
immediate action is relegated to the discard. Where a
prospect hangs fire for definite reasons that can be under
stood, and that have some real business meaning, the card
may be retained; but where three months have elapsed
without producing anything more than desultory conversa-
tion, the funeral is performed quickly and quietly, and with
out flowers

It is a well-known fact that the greater part of the
talker business is done in sales to prospects who have been
dug up by the outside men and who did not come into the
wareroom of their own accord at all. Such prospects the
outside man will not trouble much about, when once he
finde himself unable to land them at the first store demon-
stration. If the prospect is one which deliberately is set
aside for 2 time, for reasons that appear good to the sales-
man, then the prospect may remain alive; but not otherwise

The writer has been in retail stores where the prospect
drawer seemed altogether to be too much of a fetish. It
i well to have system; in fact it is necessary. We cannot
run a business successfully on guess-work. We must know
how to concentrate our selling efforts, and so we must
have some kind of system for finding prospects as well as a
system for selling them if possible. But that is one thing ;
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and the notion that every name on a prospect card is going
to bring us in 2 nice little commission
notion that spoils many a good salesman

It takes courage to scrap a lot of nice looking names,
just as it takes courage to scrap a nice-looking lot of ma
chinery that nevertheless is out-of-date. The reason in
each case is the same, however. It is that whatever pro-
duces friction and clogs the wheels of business must be got
rid of, and that quickly, if the business machine is to travel
smoothly and efficiently along the road of commercial
success

“some day” is a

Phonola Company Incorporated

The Phonola Company of Canada, Limited, has been in
corporated with a Dominion charter and share capital of
two hundred and fifty thousand dollars in one hundred dol
lar shares. The incorporators are Mr. Arthur B Pollock
president, Pollock Manufacturing Co., Ltd.; Mr. A, H
Welker, of the same firm; E. W. Clement, and W. P. Cle
ment, trustees, and Miss Fisher, all of Kitchener, Ont
The chief place of business of the company is given as
Kitchener, and the charter taken is quite compre
hensive

out

Mr. Thos. Nash, manager, His Master's Voice, Ltd
Toronto, is another member of the trade to succumb tc
the siren voice of the “honk honk.” His acquisition is a
handsome six-cylinder, wire-wheeled, khaki-topped Mc
Laughlin, but “ Tommy " still prefers the Grank Trunk for
long distance touring.

One chance in a thousand is not even a sporting chance

direct with manufacturers.

the home of the highest class workmen in the world

by high-class
—LOW PRICE is our motto.

Thomas Tone Arms—Sound Boxes—Motors

Tone Arms and Sound Boxes of the Universal Type—PLAY ANY
MAKE OF DISC RECORDS—FOUR STYLES
BUY DIRECT FROM FACTORY AND SAVE MONEY

Thomas phonograph parts are made in our own factory

Every dollar you save on the working parts of your
machine adds to your profit and permits you to use a finer grade of cabinet

¢ can show you how to save money on your phonographs
QUALITY
Thomas motors and parts are made in Dayton, Ohio—"The City of Precision,"”

Our motors, sound boxes
and tone arms are the result of long experiment by experts and are being used
phonograph manufacturers all over the country

We are in position to give you prompt deliveries. Our capacity ic unlimited.

Prompt deliveries guaranteed
LET OUR SERVICE DEPARTMENT HELP YOU SOLVE YOUR PHONOGRAPH PROBLEMS

The Thomas Mfg. Co. - 103 Bolt Street - Dayton, Ohio

You

are dealing

HIGH QUALITY

BE

The |

"
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LTHOUGH Increasing

A being shown the demand for Hi

\l.nlrv'\ Voice

deliveries  are

;mulurh still con
tinues to outstrip them
We can only express appreciation and regret
I Pr

appreciation of the great interest shown by

the hundreds of merchants who are urging u

to qualily them and regret at our inability to
do so Rest assured that we shall gl

in touch with all inter

.!(”\ get
ted parties as soon a
conditions permit

BERLINER GRAM-O-PHONE. COMPANY, Limited

1S HEAD OFFICE AND FAC( TORY

. Th: _l';n*mtlu_sr Y,'f',',"',‘, MON'rRF‘AI L Victor Records
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His MASTER'S V| M
R o

The most famous Trade Mark in the World

are Wholesaled by the Following Firms

ONTARIO QUEBEC PR(

His Master's Voice, Limited Berliner Gram-o-phone
|\ re

208 Adelaide St. W Montreal

Toronto, Ont

NEW BRUN
] & A. Mc
MANITOBA St. John

ALBERTA
SASKATCHEWAN

NOVA SC(
Western Gramophone Co
122 Lombard St

Winnipeg, Man

Halifax

BRITISH COI

Western Gramophone Co

Northern Electric Building Walter F. Evans

Calgary, Alta Vancouver

HEAD OFFICE AND FACTOR

MONTREAI

WINCH
Company
Que
SWICK
Millan
N.B

YTIA

istern Talking Machine (

NS
UMBIA
Limited
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Amalgamation of
Supply Houses

Heineman and Meisselbach Interests United—Strengthens
Service of Canadian Branch

The Otto Heineman Phonograph Supply Co., Inc., New
York e announced the amalgamation of their Company
with Meisselbach & Bre Newark, N.J., prominent
motor, tone arm, and sound box manufacturers, who have
been in business for thirty-five years, The Meisselbacl
plant will be known in the future as the

vision of the Otto Heineman Phonograph Supply Co., Inc
and this well-known motor will continue to be manufactured
under the very efficient management of A. F. Meisselbach
and Pliny Catucci, two of the most prominent members
of the motor manufacturing trade Mr. Heineman is plan
ning to spend a lerable part of his time at the Newark

lalking Machine

Meisselbach d
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years

ago placed the Meisselbach motor on the market
From the moment it was introduced this motor won the
approval of manufacturers, and A. F. Meisselbach and Pliny

Cattucci worked indefatiga

to make it representative of

the highest ideals in the manufacture of motors T'hat
they succeeded in their efforts is indicated in the fact that
the Meisselbach factory has been far oversold for more
than a year and a half

The Otto Heineman Co. has extended very rapidly
Only founded a little over two years ago the firm has pro
gressed under the direction of its president, Otto Heine
man, who had fifteen years' previous experience in the
management of motor and phonograph supply manufac
turing. The firm's immense output at the Elyria factory
has been marketed through the New Yorl Chicago
Atlanta, and Seattle branches, and a new branch office will
be established in Cincinnati

factory, and he states that nothing will be left undone to
render maximum and co-operation to the many
phonograph manufacturers using the Meisselbach motors
and parts.

The amalgamation of the Otto Heineman Phonograph
Supply Co. and A. F. Meisselbach & Bro. is one of the
most important developments in the talking machine in
dustry in the past few years, as it marks the joining to
gether of two firms who have won signal prominence in
the industry
man firm
$1,800,000.

service

In order to handle its new division the Heine-
has increased its capital from $1,000,000 to
F. Meisselbach & Bro. started in business thirty-
five years ago as manufacturers of fishing reels, and a few

ply (€ I tothe ( ]

The Canadian trade’s requirements are now looked after
by the Heineman branch in Toronto, in charge of C. ]
Pott, salesmanager for the Dominion of Canada. As an
nounced in the last issue of the Journal, their offices in
the Lumsden Building are very centrally located near all
the hotels and music stores. This important amalgama-
tion has a direct bearing on the service to be rendered the
growing talking machine industry in Canada

Canadian Manager at Chicago Convention
Mr. C. J. Pott, of the Otto Heineman Phonograph Sup-
ply Co.'s Canadian branch, was in attendance at the Con

vention and Music Show in Chicago, where his firm had an
exhibit of their complete lines. The accompanying photo-
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DEALERS!

Here are Two Popular-priced Phonographs

>,

PHONOGRAPH

Model No. 50, $45.00
Mahogany, Fumed or Goldes Ok Finidh

Height, 13 inches Depth, 19 inches
Width, 17 inches

that  will appeal to
canoe owners and par
ties going to their sum
mer home or on a

camping trip.

Order a sample of
each; it will not be long
until you send in a re
peat order

Important
Notice
To Dealers

life.

dozen Medium needles.

Order a stand by parcel post
hand.

shipment.

Third—Wall-Kane needles are scientifically prepare.
composition are beneficial to the grooves of the re

steel needles, and greatly improve the clearness
Fifth—Wall-Kane needles are packed in a handsome Tile Enameled Metal Stand

—holds (5) dozen boxes. Two dozen Extra Loud, two dozen Lond, and one

Why Every Dealer Should Handle the Wall-Kane Needle

First—Each Wall-Kane needle is
graph, the tenth playing as clear as the first.

Second—All owners of Phonographs will always purchase Wall-Kane needles,
since they eliminate the troublesome changing of

Fourth—Wall-Kane needles minimize the usual scratching sound of the ordinary

The price is five dollars ninety cents ($5.90) per stand (holding five dozen boxes).
Each package retailing at 15c, bringing vou $9.00 in return.

After your first order for a stand, you can procure the needles without the stand,
in packages at a cost of 9¢ a package.

to-day.

We are jobbers for PAR-O-KET Quality Records, and have a complete stock on

Place a sample order to-day; we are in a position to, and will make immediate

Regal Phonograph Co., Limited, 145 Church St., Toronto

guaranteed to play 10 records on any Phono

d, and by reason of their special

and tone of reproducing.

Sdeal

PHONOGRAPH

Model No. 2, $25.00
Mahogany Finish Only

Height, 8, inches  Depth, 15'; inches
Width, 145 inches

ll(’(‘dl(*s dhl’l (‘él('ll rrcnrd‘

~cord, Ihr-rvby addmg to its
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graph shows a view of the booth, which was the rendezvous

of visiting members of the trade. In Chicago Mr. Pott
met the president, factory superintendent, and other offi
cials of the Company. At the close of the show which

Mr
had a most enjoyable family dinner

Pott reports was a huge success, the Heineman staf

Canadian Composer's Song Recorded

Til the World is Free,” by a Montreal composer, Mr
H. 8. Bee, is now available for the gramophone, It has
been recorded on Victor Record No. 216010 On the re

verse side is “ Take Me Back to Old New Brunswick,” a
patriotic selection by Pte. Rainsford, of the famous “Fight
ing 26th” of New Brunswick
Til the World
compliment to the United States composer who wrote the
‘Our Hearts Go Out to You, Canada,” and has been
played and sung in Toronto's leading theatres and cafes
The music of Til the World is Free
to the wording and sentiment the is an air
that readily * catches on,” so much that it is being whistled
and sung wherever one goes
On the merits of the song Victor Record 216010 should
be among the most popular of the season's records. Some

name

is Free” was composed as a return

song

is appropriate

of song, and

mystery attaches to the composer's identity whose

is not listed among Montreal's residents Inquiry by the
Journal, and comparisou with other published and unpub
lished compositions by the same writer, causes the Journal
to suspect that “ H. 8. Bee " is the nom de plume adopted
by a prominent of Montreal, the of
whose products has a world-wide reputation

manufacturer brand

On

ly busy men find time to do the necessary things

TRADES JOURNAL

I'wo New * His Master's Voice "' Records in
French

Prof of Montreal

study of the particular accents and expressions peculiar to

Joseph Dumais has made a special
the French-speaking Canadian, and has made two amusing
records wherein he portrays these characteristics most suc
cessfully

These are sure to have a splendid sale among French
speaking Victrola and His Master's Voice
dealers are urged to provide liberally for the big demand
sure to come for these. The two selections are on a ten
inch, double-sized record

owners

Canada a War Example for U.S

“Now is the time to open up the throttle,” advises the
Edison Amberola Monthly in a leading editorial in support
of business sanity and denouncement of hysterical urgings
to false economy. Canada is held up as an example to the
American readers of the Edison publication as follows

“Canada has been at war for nearly three years, and
This could not have
happened if Canadians had hoarded the money that came
to them through war profits, Instead of retrenching, they
have spent their money as they would in normal times
the of so-called luxuries sales been
greater in Canada than ever before. Sales of the New Edi
son Diamond Amberola and Blue Amberol records in Can
ada for the year of 1916 surpasses any previous year in
volume.”

she has never known such prosperity

Even in case have

Rest is not so much absence from work as it is work
of another kind

Model B
Retail Price $55.00

The Melotone Talking Machine Co.

235 Fort Street -

NOwW

is the time to place your contracts
for your season's business.
From all indications there will be a
greater shortage in machines this
coming fall than ever.
Order samples on our money back
guarantee.
Model C is our best seller—42 ins.
high, 18 ins. wide, and 22 ins. deep.
Retail price $65.00. Get our di
counts.
The " Melotone " is as well con-
structed as any phonograph made,
regardless of price.

AND
The ** Melotone "

them all.

is the sweetest of

Send in your order to-day.

Limited
Winnipeg, Man.
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he Edison dealer is an institution in his com-

munity. He stands for the greatest achievement
in the history of sound-reproduction — Music’s
Re-Creation. He possesses an advantage that
only an Edison franchise can give.

Perhaps there 1s an EDISON dealership open

in your vicinity. Why not investigate ?

THE NEW EDISON
CHIPPENDALE  Official Laboratory Model

THOMAS A. EDISON, Inc., 103 Lakeside Ave., ORANGE, N.J.
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Demonstrations at Country Auction Sales

The accompanying illustration shows an Edison demon-
stration at a country auction sale by an American dealer,
who uses a wagon to good advantage. He frequently goes
out on a Monday morning and lives among the farmers
until Saturday night. While out on these expeditions he
makes it a point to make all necessary repairs to machines
needing attention, and thus keeps the owners good record
buyers. This dealer says: “ My wagon, of course, is espe
cially equipped for the purpose. It enables me to carry
a number of instruments, at least one of each model, and
as many as 2,000 records. 1 also carry combination at
tachments, and an equip-
ment that enables me to
make any ordinary repairs
that may be necessary. I
never leave without a few
diamond reproducers,
main springs, and a num-
ber of sets of repair
parts. It will be found
surprisingly cheap to
equip a wagon such as
mine. A person who is at
all handy with tools can
readily fit up a wagon box
so that it will be conveni-
ent for the transportation
and demonstration

“1 have attended auc-
tion sales with my wagon
for years. These farmers
come in a buying spirit,
and I believe my chances
for real prospects are bet-
ter than at any picnic,
church supper, country
school box-supper, or any
other kind of rural community gathering. Such public
sales generally last about two hours, and I always consider
the time well spent. While the crowd gathers before the
sale and during the free lunch, I play records of my own
selection or any that may be called for by owners or pros-
pects in the gathering. As a rule I select the most up-
to-date, popular and catchy numbers on the new lists for
such demonstrations. I never fail to pass out the late
supplements and record catalogues to those who own
Amberolas.”

MONTREAL TALKING MACHINE TRADE

HE premises of John Ferns, “ His Master's Voice"

dealer, 146 Fairmount Avenue, were broken into and
between $40 and $50 worth of jewellry stolen. About 11.30
Mr. Ferns, who lives over the store, heard the noise of
something heavy falling in the store below. When he
entered by the front door two men dashed through the back
and escaped by the window, taking with them a quantity
of jewellry but leaving a package of Victor records which
they had tied up ready to carry away. Had the burglars
not slammed the top of a desk, which they had broken open,
Mr. Ferns would not have been disturbed and they would
have escaped with several hundred dollars worth of stock.

Anna Case, the Metropolitan Opera singer and well
known Edison artist, will appear in Montreal shortly in a
song recital for the benefit of the Children's Hospital.
Both Layton Bros. and Goodwins, Limited, Edison dealers,
in their advertising are featuring this artist's repertoire in
full.

TRADES JOURNAL i1

Castle & Son, 568 St. Catherine Street West, have taken
on the representation of the Gerhard Heintzman Phono

graph A well attended invitation recital was given,
when the machine was submitted to the judgment of
the public

Woodhouse & Co., furniture dealers de luxe, in re-
moving to their new and palatial show-rooms at the corner
of 8t. Catherine and St. Urbain Streets, announce the open
ing of a phonograph department. They have selected the
Pathephone as their leader, and will carry a complete stock
of machines and records. This department is being equipped
with every facility and convenience for the exploitation of

Pathe lines, including a number of modern sound-proof de-
monstrating rooms.

A new patriotic song, born of the entry of the United
States in the war, has just been published by His Master's
Voice, Limited, Toronto. This was a feature number on
the programme of the band at Dominion Park last week,
and is also being heard at the Imperial and St. Denis thea-
tres. It is entitled, “'Til the World is Free.” The words
and music are by H. S. Bee, a Montreal composer, and has
been listed on Victor Record No. 216010.

8. Flanz, 704 St. Lawrence Boulevard, has opened up
with a line of Columbia Grafonolas and records.

C. W. Lindsay, Ltd., are making extensive alterations
in their phonograph department, erecting a number of de-
monstration parlors. No effort or expense is being spared
to make these rooms attractive and comfortable for patrons,
as well as convenient and efficient for the selling staff.
The same plan of demonstration booths is being carried out
in their nine branch stores.

Layton Bros. recently featured an Edison Re-creation
music recital in their hall, which was unusually well at-
tended by a most desirable audience. The company's guests
included many musically educated persons, who followed
the programme very closely. There were twelve numbers
and the artists included Anna Case, Arthur Spaulding, Ar-
thur Middleton, and a number of other Edison musicians.

The Chopin Piano and Talking Machine Co. of Winni-
peg have opened up a branch office in Montreal, for the
Province of Quebec, under the management of James T.
Upton. Offices, showrooms, and wareroom space have been
secured in the Mappin & Webb Building, where a range of
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THE UPRIGHT STYLE “A"

Its beautiful, distinctive lines make an instant appeal to the discerning buyer

DEAL(—;RS desiring to strengthen their positions by securing represent- }

ation of this line of paramount reputation should write at once for

full particulars and the complete Book of Nordheimer Designs ,

“Instruments built on Lines of Great Beauty in keeping with

Nordheimer Quality of Tone.”

NORDHEIMER PIANO & MUSIC COMPANY, LIMITED, TORONTO
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The AEOLIAN
VOCALION

The NEW PHONOGRAPH
that has practically
Revolutionized the Industry.

O merchant need be reminded that there is a large clientele

in every community that appreciates real beauty and art

and that thie clientele constitutes a highly desirable addition
to his trade. You cannot appeal to this clientele with an
ordinary phonograph. Discriminating people, once they learn
of the revolutionary improvements shown in the Aeolian

Vocalion—will accept no lesser instrument

There are still many towns in Canada where representation has
not been arranged. Responsible dealers who want to handle

this unusual proposition should write immediately

NORDHEIMER

PIAN® AND MUSIC COMPANY, LIMITED

Corner Yonge and Albert Streets - - «  TORONTO.
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models is being shown and a stock carried for immediate
delivery
Wilders,

disc

Limited, are featuring the Par-O-Ket double
which they are retailing at 40 cents.

The engagement is announced of Wilfred Helen
est daughter of the late Robert Henry and Mrs
Norman F. Rowell
ment of C. W. Lindsay, Limited
place the latter part of June

The Canadian Graphophone Co., distributors of Colum
bia products in the Province of Quebec, moved
larger quarters. They have not changed their address but

records
young
Cross, to
manager of the talking machine depart
The marriage will take

have into

have moved up from the ground floor to the first floor
With more room, better light and other improved facilities
they plan to give their dealers better service

odel
This
concerned

fill

Gervais
* Royal "

& Hutchins are just in receipt of a new M
Cecilian phonograph, which retails at $
firm say business fine as far as orders are
but the chief trouble to get enough machines
orders both as regards Columbias and Cecilians,

The Grafonola department of W J. Whiteside is steadily
growing in popularity, and they report good business both
in machines and records.

200
is

is to
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And
have not the
But

forecast

times, upon that all-engrossing subject, the
I asked I
he replied very phlegmatically
' my

How?

war
when do you think it will finish
slightest idea con
tinued
to how

grit

rn
will finish."

he be
it

and by

warrant correct in as

I queried. " By guns, by
the answer
tickled me, but, I
the significance
penetrate too
that my friend was referring to the
He
however what
exclaimed, “ that
else you would * get
You don't at all realize what

gramophones,” was
keen

this

confess
of
By gramo

The alliteration rather
gramophone enthusiast that I
did

phones I concluded

am

reply not my mind easily

peace pourparlers of diplomats and other wire-pullers
quickly
he afterwards said

pushed his real home
It's very patent
you've never been to the seat of war
me,’ as the Americans say
an important part the gramophone plays in the
at the hospitals, the
struck at what I've said

is the greatest stimulus there is to the
That may sound a trifle extravagant, yet
it true. And further, bear in mind, it
dinary music-hall type of song that wins the plaudits all the
time. The men of the British Army display an intelligent

meaning in

he

trenches.

and bases, or you would not be so

The gramophone, let me tell you
morale of our men
none the is
15 not merely the or

less

! phone and Pathe dune

T the lntest dax

New ¥ e
Mary, and del

Willia M

Charles Culross, Sonora representative, stated that there
was a good and constantly increasing demand for the
Sonora line in all models Future deliveries look very
bright,” he said. “ Spring trade, notwithstanding the poor
weather conditions which existed, was very good, while
summer business to date (minus the summer weather) has
been most satisfactory, We certainly, as exclusive talking
machine dealers, look for the biggest business in our
history.”

By Guns, By Grit, By Gramophones
By Phil O'Phone, in the London Music Trade

WALK]NG down Great Marlborough Street the other

day I happened to run across an old school friend
whom I had not seen for a couple of years. I always re-
membered Wright—I'll call him that—to have been a push-
ful sort of person, and I saw by the Crown on his tunic
that he had made considerable progress. After chatting
over old times and other pleasant little memories our con-
versation turned, as might be expected in these soul-stirring

appreciation of the better class concert ballad and, more
over, pay a marked attention to operatic and chamber-music
The gramophone, believe me, will bring back with it to

England after the war a very large army of devotees.”

Par-O-Ket Record Distributors for Canada

Announcement is made that the following Canadian firms
have been appointed distributors of Par-O-Ket records,
which are double-disc hill-and-dale records, retailing at 40
cents each:

Brantford Piano Case Co., Ltd., Brantford

Grant Phonograph Supply Co.,, 29 Colborne Street,
Toronto.

Regal Phonograph Co., Ltd., 145 Church Street, Toronto

Wilder's, Limited, 292 St Catherine Street West,
Montreal

Melotone Talking Machine Co., Ltd.,, 235 Fort Street,
Winnipeg

Doing the impossible is a commonplace of enterprise.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK
FACTORIES, ELYRIA, OHIO NEWARK, N.J.

CHICAGO ATLANTA SEATTLE TORONTO
Lumsden Building

AT

% Every Canadian Dealer should g
have on his desk a copy of our %
1917 Catalogue, showing motors, E
tone-arms, sound-boxes, needles 3

and all supplies.

Write for a
copy to-day

Canadian Branch, Lumsden Building, Toronto
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The Why

and

Wherefore of

Par-O-Ket ™

Quality
Records

They were put on the market because the demand of every phonograph owner for a
quality record at a reasonable price was not satisfied.

Par-O-Kets succeed in completely satisfying this universal demand because they have
all the quality of the most expensive records and the price is only

Retail 4()C, Each

They have this quality because they are made with the same skill, in the same way,
of the same material, by the same artists as records costing from three to five times
as much. Their small size—714 in. in diameter— ~does not affect their playing time
They play as long as the average |0 in. record.

Par-O-Ket Quality Records are double disc—Hill-and-Dale cut, and play best with a
long, tapered, medium tone, steel needle. The few machines not built to play vertical
cut records only need a simple attachment to make them Par-O-Ket players.
Par-O-Kets meet every test; they please the most critical, They sell faster and pay
you better and give more complete satisfaction than any other record regardless of
price. A trial order will prove this. Get acquainted with Par-O-Kets as soon as
possible. Order an assortment. We guarantee every Par-O-Ket. It will help your
business.

PAROQUETTE RECORD MFG. CO.
47 West 34th Street, New York

CANADIAN DISTRIBUTORS:

Brantford Piano Case Co., Ltd., Brantford.

Grant Phonograph Supply Co., 29 Colborne Street, Toronto.
Regal Phonograph Co., Ltd., 145 Church Street, Toronto.
Melot Talking Machine Co., 235 Fort Street, Winnipeg.

Wilder's, Ltd., 292 St. Catherine Street W., Montreal.
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NEW RECORDS

Victor Records for July

12-INCH - 8$3.60
LLELT] hl’"\ (From *Xerses ). Handel  Lowise Homer, contralte (in
talian)

0
(Day  Banishes the Night)
tenor (in Ttalian)

8
Masked Ball—1s It Thout). Verdi
Tt

Thoms Mischa K1

man. violi ;
74518 La Traviata—Del miei bollenti

Wild My Dresm  of
Youth). Verdi. ¢

o (i Talian)

13629 America, H

Doy w, Military Band
an Butterfly — Medley Fox Trot. \ictar Mi Hand

ack Home —Medley One-Step. \ictor
13645 1 Can Hear the Ukuleles Calling Me—Medley Fox Trot. Victor
Military Band

in Arkansaw-—Medley OneStep. Victar Militury

15014

Hand
15600 Epaming

e Little Ja
Children' ")

Tell to Children'" ) (Cara Cone

Stovies to Tell 10
Bryant

10-INCH—§1.26
T 'mk.l?I. from the Marsh Birds—No. 1 (Bird Vaices). Charles
oK.

from the Marsh Birds—No. 2 (Bird Voices) Charles

64675 Simple Aven'" ). Francis Thome.
- glish )

T Song),  Aliee Mattollath

6 Emilio de Gogorsa, hari

T

-Laughing Song (Bourbonnaise).  Auber.  Amel
itn GalliCurei, soprano (in Pre
GA6TY l--'xm lulnc from i amunde. Kre
er, violinist

Frite. Krels

heun
Heart Away). Charles I
on o arteity

Lookout Mountain. Albert Comphell Henry Burr
That Girl of Mine. Nterling Trio

All the World Will Be Jealous of Me. Charles Harrison

From Here to Shanghai—Medley Cne-Step.  Victor  Military

Hund
Por‘pylﬂna in Old Japan—Medley Fox Trot. Vietor Military
ind
18147 Old Plantation (Kuu Home) (Hawailun Guitars). Pale K. Lun

d Duvid K. Kaili
Bchoes—Medley (Hawaiian Guitars).  Helen  Louise

10 INCH - 90¢
18204 T've Got The Sweetest Girl in Maryland. \m
. ,’,’“’“ Bhalt loit Steal (A
o

atian
and Frank Fe
18201 U March (\ccordion Solo),  Pietro,
e (Accordion Solo) etro.
15202 itep.  Contrul Ameriean Marimba  Band of

tep.  Central Amerienn Marimba Band of Guate

15296 The D ! Love “(Violin, Flute and Hurp with Celesta). New

(Xylophone Solo).  William

18800

18208 —Part I,
ure—Part II.

18286 loy (Irish Bagp

nis.
Irish Jigs—Medley (Irish Bagpipe with Piano).

I%NT What 8 Frind We Have in Josus.  Mrooand Mes Willian
Whevler
That Sweet Story of Old.  Fisic Mukey
18200 Take Me Back to Babyland. Wil I Larkin
If T Were King of Ireland. Willam ¥ Larkin
15207 The Oall o the Oolors (itwcitation with Bugle). William Nterl
ing Battis
The Meaning of Our Flag. (2) The Plag Goe
with Dram and Bugle ) William Sterling
18401 Por You a Rose. Fdui Hrown
A Wonderful Thing  Edua Brows
“Til the

By  (hectatin

21601 orld is Free. John 1. Hess
e Me Back to Old New Biunswick. | | Hess

216005 Le Menage de Bram (Monologir ¢ omigue By Praf. duseph
1

b
(Monologue Comigue), By Prof, doseph

(Momwlogue Comiguy By Prof

Comiguer. By Prof. Joseph Disminis

tin French )

Columbia Records for July

12-INCH - §1.50
(Prairvie Flower), (Macmillon).  Francis Macmillon
Orehextrn avcompaniment
Barcarole (Mucmill ancis . Macmitlen, violinist. R
Hugeman at the piano
3060 Aloha Oe (Lilinokalani). (Arvanged by Churles H. Roth). Luey
Gintes, soprano, und Columbia Stellar Quartette,  Aveomputivd
by guitars
Juanita (May).  (Arvanged by Hilton),  Luey Gates, soprano
und Columbin Stellar Quartette.  Orehesttn aecompininent
\5950 Old Black Joe (Foster). Luuwix Graveure, baritone, Orchesten
i

y it
l.- Back to Old Virginny (Mland).  Lonis Graveure. hari
Orchestra o "
ul

ASunn Blue

Cineinnati Svimphony  Orchostig

o 'ma (OFenbuch)
Cineinnati Symphony Orchestra, (U nder the ditvetion of

nwald )
carolle.’'  (Radiant m-hlt )
"

Ernst Kunwald.)

\3067 Hawailan Butterfly ( sk trat Entrodu
ing Everybody Loves n *'J.#s wtow),  Lrinee’s Bund
Hong Kon, o Holstein  and  Sanders) fuss"" O step,

ty! N ghty! Naughty! (Vineont). Onest
7¥u- h the Weeping Willow Tree ()

]
ASwil Na Incing

nee's

Sandwich Isles (1. Von Tilzer). One st
Oross My Heart and to
the Time (Ward)
\dwie T Wonder Fox teot
from Love o' Mike (Kern)
You're in Fox trot, Iy
n Love (Friml)  Prinee’s
AS965 Clinging Arms (Colmans ) alte,  Prinee’s Orchestrn
Myona (Morgun and  Friedland) Huwaiion  Waltz,  Prinee’s
Orchestra
\3064 Mavourneen Roamin' (O'Neill).  Charles Harvison, tenor  Or
chestra necompuniment
The Magic of Your Eyes (Fenn). Charles Harrison tenor. Or
chestin aecompaniment

‘s Band

ducing It \Ynln'l My Fault,
s Mand

Boola Boo, from You're

m Stiles, tenor

it Day To-night''
Quartette,  Or

Vernon
chestra

L]

A2202 Hong Kong (Von Holstein and A\, Sunders)
suprano, and Charles King, tenor re
wn at the in' Bee (Mohr).
dumes Hurrison, baritone.  Orehesira secompu

A2242 It's Time For ry Boy to Be a Soldier (Ticrney
Quartette,  Orchestrn_accompuniment

If the Tango Should Change to a March, Little Girl (Huger),

Andren Sarto, baritone, und Broadway Quartette,  Orchestra
ceompaniment

Are Two Eyes in Dixie (Berlin).  Curl MeCullough, tenor

nt

tenor

paniment
10-INCH- 856

Elizabeth Brice

t
)

Poerless

st e Riniman
Butterfly (Edwards).  Henry Burr, tenor.  Orchestra ae

[

Themoreyoumliuthlin!hefutunofthinindu&ydnbeﬂ
remk:myeﬂoeome,tlnmoreﬁeelyyoumudldminhatthe
Colunitinilthelinebcdwoﬂhlluinvutmentofyourtime.
your energy and your capital. (Printing this every little while.

Proving it all the time.)

(Write for ** Music Money,"* a book ** full
of meat’’ for those dealers interested in
quick and frequent turnover of capital.)
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The Phonola “B.”
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No Dealer is asked to link up his business with the Phonola
line on any claim to musical qualities, but he is recom
mended to handle Phonolas on the satisfactory experi-
ences of scores of Phonola dealers who buy right, sell
readily and make good profits

The Phonola * Princess

The Phonola “ Prince."

The responsibility of catering to our many dealers who are merc handising on the quality

basis should assure you that we can meet your requirements satisfactorily

The Phonola holds high place for careful workmanship,
quality parts, and scientific construction. It is capable of
producing good music, the very best music, in the home,
and giving it the full, rich, natural tone that does the
recording artist full justice.
Secure Phonola
particulars without
delay

Pollock Manufacturing Co.
Limited

KITCHENER - - - - CANADA

The Phonola “C.”
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Horse Track
Window

Advantage was taken of

the recent local races in
Toronto by R. 8§ Wil
liams & Sons Co., Ltd,, to

have a horse track display

window
The track and lawn in
the foreground are on
The

merely of

raised
track
a board with rails tacked
on. Sand is sprinkled
track The

background
of lattice work is covered

platform

consists

along the

overhanging
with flowers
and foliage

horse, which

imitation
The winning
is too small

to show in detail in the
photograph, is labelled

“The New Edison.”
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CANADIAN MUSIC

Swectieart Days (Dniley Walte song. Tonor duet.  Campbell
wnd
oo "The T w Nm the Pirst to Call You Sweetheart (Lange). Maritom
ahn Myor
Sweet Gir) 'of My Dreams (Oleott). A “Chawnces Olott™ song
for_tenor,  Albert Canighell
Ju1 e Parson‘s Thees Reastns,  Comic song.  Arthur Colling
The '‘Curiosity Hunters.''  Comedy. Golden and
lo2 Little Puff of Smoke, Good-night (White) A ern Croon
Echo Quartette
(Thompson). Contralto solo.  Rose Bryan
" oha'" (Cluy). Mg for baritone.  Fredorich Howard
oses Everywhere Il.mn Tenor solo——mule quartette

fenry Bure and Echo Quartette
104 H.u and Dale (Foxtrat) (Lodge) V
rl of the Harem'' (Onestep)

1 Eps Banjo Orchestra
Van Eps Banjo Or

s
Joe Turner Blues (Fox trot
Southern Land (Ouc step)

(Handy)
Held)

Bund
Band

Ruger
Kogers

Advance List of Starr Records

The Canadian Phonograph Supply Co., London, Canada,
Canadian Distributors

Price
7990 Oh Johnny, Oh Johany, Oh! Follow Me'' (Rose
Olwan) . Tenor with oreh. aee. Arthur Hull
I've Got LY Girl in Maryland (Donaldson)
Tenur with o orge Bairde o
7 Hn'lnnu lnuemy wm\. Hu te und Stantly ) Voeal
with orch Nterling T
ne Van ve Irish (Kuhn-Van Alstyne).  Tenor with
i ace. Henry Burr 1o
Juo0y }lu of vwmry March (Von Blon).  Starr \Mmu Ban
oyal Comrades—March (Blankenhurg) are - Military
(ohnsan ). Baritone with
). (West)  Baritons
hol 1 o0
W, 80 (Giilhert). In German. Tenor with
Adolph Huhl 100

Die Madchen So Gerne (All For The Girlies)
mg from the furee " Autolichehen’”  (Gilbert )
an. Tenor with orch. aee,  Adolph Hahl 1

DANCE RECORDS FOR THIS MONTH
1ooun Hu' . !‘ Llllll ‘llhlnl in Dixie. Onestep

(Gumble.)

ar
lu

€. (Lake)  Starr Military Band 1 25
<\\..|-||.m,|» Stare Military Band
Walte (Vollstedt ). Stare Miltary Hand 1w
7 0 Go ot Fox-trot and one step
unnuh ). Starer Military Burd
n Sunshine. Onestep.  (Gilbert and Morgan)
\llhvn\ gy 100
AN EBPI‘.OIALLY !ILBUTBD LIST OF STARR RECORDS
W5 Indiana (Muehonald Hanley with orch. ace. Henry
ly Boy (Sterling Lange).  Tenor with
Burr 1 o0
T o't ly rnm u... step, intro, Don‘t Tempt Me
Lgve o) Mi (Kern).  Stare Military Band
rly.  Fox ol (Hubbelfy Starr \‘Illum\ JBand 1 00
7422 Underneath the SIATS  Fuk trot, (8p Starr O
chestri
ridal Rose Overture (Lavalige) ccordion solo.  Peppine 1 00
7556 Marche Illlltllm‘ No Op. 61 (Schubert).  Weber
Prize  Ban
Marche Militaire, No. 2. Op. 61 (Schubert). Weber's
Prize  Band 1o
7500 Under uu nonhle Bagle—March (Wagner).  Starr Mili
tury ..
Blaze arch (Holzmunn). Stare Military Band ., 1 00
inTu Alohl Wllllel Introducing the Favori ngs of the H
watians (Arr. by Geo. 1. How her's Pri
Wl(nlr un- Darktown—Two- (Perrvington )
“rize M 100
784 m.m Time In Litile Italy (M hy Fisher).  Voeal d
with orch, are. Colling an
rmm Hla I.o n-nnn (¥ Voeal duet with orch
Colli 100
New Pathé Records
60051 Seherzando, 6, No, 2 (Marsick). Violin wolo, piano ae
companiment, Jnques Thibaud A
x.n Ohlmblnl (Couperin, F umm.-..» Violin sole,
ot G upaniment cques Thiba . . n
40070 1’8 ,{ ber (Temple). Carrie u rwin, contralte .. 12
!‘nr Bynn( s Returning (Saint-Suens), win, con
e P RERER R e ety B 12
40071 On the Bosphorus l| incke), Turkish Intermezzo, Imperinl
H\ldmnn\ Orchestra 12
The of the w.lu <I,m.k.| Imperial Symphony Or
e e 1
Th WIrhlol‘l 1I(num|mlr Two flutes.  Pathe Freres Or.
sgriss. 8
‘l'h ‘l"o l‘:i.ndl (Moeremans).  Two clarinets.  Pathe
. chestr, . . 12
20158 Yldﬂll lldll. lidlll' Kaddie Koo (lLewis Young Meyer)
miseand era Hawaiion Troupe 10
Smiles, Then Kisses ( \mllﬂ *) 2. Louise and Ferera
Waikiki- Orchestra 10
20152 T Wonder How the Old l‘ﬂlhl Arl at Home? (Lanbert-Van
dersloot) . Peerless Quart 10
I'm Going Back to California Hinllw Louis J. “lllll'l‘ bari
tune % 10
20154 Ob Johnny, Oh Johnny, Oh (Olman), R Randull, barit 10
'l'h'. Nllhll Are Six nnth- Long lllunll‘)l Roy Rand
R e Al i oot 10
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"5 Tl.u' Whulo World Comes From Dixie (Hunliy Arthur Col
Tins, burit 1
Shoot uu Ra (Bmith) . Lowis 4. Winseh, bariton ]
201 "Twas Only an llllhmllh s Dream (Curmack Walluce Cux
barit i
idy (Sommersell) laee Cox. barit 1
" nm ma s-mm Girl in Maryland ( Donaldson
ton
Wllln tln B ll‘h Eyed Susans Grow (Whiting Tustice
Lewis. haritons
A00TH There's & Long, Long Trail (Elliott).  Gordon MacHuglh
hariton 1
Lo'l Flies Everywhere (Connelly Puruntenu Roselle Mart
1
2146 You' Baid snmnnmg Kern),  Medley foxdrat. American
Kepublic Band I
Hy-Sine (Morgan).  One or twostep.  American Republi
Rand 1
20157 That .T(‘:ld'ly Chicken Walk (Herlin),  Fus trot \ et
Republic Hund 1
Molly Dear (de Hlone) Waltz Amervican Republic Band 1

Edison Blue Amberol Records for July

CONCERT LIST $1.00 EACH

Am:rllc.ll (My On:unlry ‘Tis of Thee). haritone, nreh. wer Arthur
iddleton and Che
H266 La l' abang conno llvlgum National Anthem), soprane, in Freue)
orch, aee. Alive Verlet
IEDULAR LIST 70 CENTS EACH
1221 American Patrol (I W. Meucham). New York Jitituey Band
4214 American War sonn No. Americun Bra ot
1215 Am-nuu War No American Briass q ette
J Herlin-Lostie Moyer) . tenor, orel,
] York Military Hand
1204 Medley of American otic Alrs. w York Military Hand
202 8(7:- and  Stripes rouvm Mareh (Sousy Tmperial “Marimb
hand
1215 Uncle Sam Medley—No. 1 National Guard  Fife and  Drun
1219 National Guard Fife and  Deaw
o7 Band (Leon Flatow Baritone
Ids
02 W. Meyer), “tenor, oreh, ace.  Billy
W
l'l lt!n Looking For You—'‘The Bm Shov New
'Mlll Hippodrome (Itaymond Hubhell), enor aer \‘Inlw
J. Hahl
1216 It's a Long, Long 'l‘ll!l! Since I've Becn Home (Juscphine b
ail). tenor, orch, ace.  Billy Mures
7 'Dot the avu\ut 0|rl in Maryland (Waler Donalds
nvaices emior Quartent
gy lluh\ Tllu n leo nny \lm| Fischer), haritone and tenor
ace.  Arthur Coll) i und Byron (. Harlan
1211 uh s Dixie All the Time (Harry Tierney). mule volees. orel
Bremier Guariette,
s Allnn Holiday—Fox-Trot—Katinka (lindoll  Friml) Jundas
Nociety Orchestrn
Fox-Trot (Henry Lodge). for dancin Van Eps
tra
One-Step—Her Soldier Boy (Sigmund Romberg
for duncing. Band
1212 Rolling  Ston 8 (Archic Gottler) Taudus’  Rociety  Or
chestra
reams (Anton Streleeki), contralto, oreh, nee,  Caroling Loz
2
1w llh.; er ’Ulllﬂ Good Luck Will Follow
Ientes, te orch. e el “Romuin
1204 Wenrich), mixed volees, ore Motr
ln llllhmlnl Dream (Kennic Cormack). tonor
. pot, o Wi .lm. Haullard
1207 Wonld You Tlll 'ﬁ- he Love You Gave Me? Ernest K
Rall), te pos.  Bacer B. Randolph
1206 Bllv.r Thulll Ancn, the Gold (H. 1" Danks), Zimbalom. piano
orte by Bibor. M, Nagy
1200 anlny l.on (Carl Kudolpho), violin vicloneello, finte und
piano,  Ansonia Tostramental Quartetts
nv-n—vnln Lente ‘\Im F. Lithgow), Sodero’s Band

Another Dictator!

A well known London dealer has related to us the fol-
lowing incident, which he and we think may interest
readers. A customer wanted to purchase a piano on the
hire purchase system, and asked the said dealer to accept
the deposit of several pounds in 158, 6d. war-saving certi-
ficates. It was agreed to take payment in this way, and
thereupon the customer wrote to the Postmaster General
asking that the necessary transfer should be made. Instead
of doing so, however, that functionary or whoever was
acting on his behalf, asked the reason for the transfer, and
when informed declined to sanction the proceeding. This is
dlctnorlhlp over a private person's legitimate actions with
a vengence. The point is that the customer could have
withdrawn the money through the Post Office by making
another statement, whereas she was refused when she stated
the object for which it was proposed to use the money.—
London Musical Opinion,
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News Notes

Mr. G. A. Dobbs, Grenfell, Sask., has closed his music
business there to look after his farm until conditions of
business and help readjust themselves.

Mr. Redmond, of J. J. H. McLean, Ltd.,, Winnipeg, was
among recent trade visitors to Toronto. Mr., Redmond was
on his way to Picton, where his summer home is located.

Mr. Geo. W. Gittins, formerly president of Kohler &
Campbell, and general manager of the Kohler interests, has
purchased a controlling interest in Estey Piano Co., New
York.

Mr. James Anthony of Stratford, district manager for
Heintzman & Co., Ltd., motored to Toronto on the occa-
sion of a recent visit to this city, via the new highway
between Hamilton and Toronto, an exceedingly attractive
driveway.

Mr. Robert Johnson of the Lonsdale Piano Co. was
seen recently “Fording” through Western Ontario. Lons-
dale Johnson has never been known to break the speed
by-laws while touring, but it is well there is no speed
limit embargo on piano and player sales, or he would
keep a squad of officers of the law busy serving blue
papers.

Mr. and Mrs, W, Kenneth Elliott, Brampton, announce
the of their young daughter, Mary Cl
(Mae), to Aird Dundas Flavelle, Port Moody, B.C., eldest
son of Mr, and Mrs. W. M. Flavelle, Lindsay, the marriage
to take place quietly in June. Mr. Elliott is a well known
music dealer of Brampton, Ont., where his daughter was
one of the most popular belles in the younger set. Miss
Elliott has also many friends in Toronto and in the west.

Mr. Geo. E. Dies, of Doherty Pianos, Limited, Clinton,
when seen by the Journal in Toronto recently, had no com-
plaints to make. * The cost of production is very high,”
he admitted, “but with the system recently installed at
our plant we are enabled to know our exact costs, and can
give dealers an absolutely square deal.” Mr. Dies reported
no dearth of orders, but observed that the supply of com-
petent help is still seriously inadequate.

L.J. MUTTY €0. i Boston, Mass

We manufacture fine calender coated si d nain- §
sooks for Pouches and Pneumatics, and special fabrics §
for Bellows of every description.

Every kind of RUBBER TUBING is rep
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After holidaying for a month in the south, Frank Stanley
has returned to his salesrooms, 241 Yonge Street, To-
ronto. Mr. Stanley visited Virginia, spending his time be-
tween Norfolk, Old Point Comfort and Virginia Beach,
where ocean bathing is at its best. While away Mr.
Stanley stated that he refused to even think of pianos,
but now that he is back at business, predicts a shortage for
fall. He says “dealers who do not buy now will pay
higher prices later.”

“ 8pring arrived in Alberta somewhat later than usual
this year,” said Mr. J. H. Robinson, the enterprising music
dealer of Westaskiwin, in a communication to the Journal,
“but not later, apparently, than in other parts of Canada
and the U.S. The abundant moisture in the ground, to-
gether with the warm sunny weather prevailing for the
past couple of weeks, has to a large extent undone the
result of the backward spring, and crops appear to be as
far ahead as at this time last year."

Do not neglect your music. It will be a boon
companion which will sweeten many hours of your
life.—Thomas Jefferson to his daughter.

Excuses
In summer I'm disposed to shirk,
As summer is no time to work.
In winter inspiration dies
For lack of out-door exercise.
In spring I'm seldom in the mood,
Because of vernal lassitude.
The fall remains, But such a fall!

We've really had no fall at all.

Visited Karn-Morris Factory

Mr. E. J. Merrell, for many years manager of the Karn-
Morris branch at Winnipeg, visited the Karn-Morris head-
quarters at Woodstock recently. While in the east arrange-
ments were concluded whereby Mr. Merrell takes ver the
Karn and Morris agencies for Winnipeg and district. Mr.
Merrell is opening up on his own account, and his many
friends in Winnipeg, where he has a large connection, will
wish him every success. Mr. Merrell will also continue to
look after the Karn-Morris collections in his territory.

FOR SALE
Piano wagon, suitable for town or country work. Pole or shal
top over seat. Would exchange for piano or other musi
Apply James Martin, Martin's Music House, Brampton, O

our line, including extra large sizes covered with HEAVY §
FRICTIONED TWILL, which is designed particularly to §

prevent splitting over connections.

SAMPLES and PRICES furnished on request

SALESMEN WANTED
Splendid opportunities in Winnipeg with Cross, Goulding &
Ltd., one of th ding

Skinner,
iano firms in tl

‘est, for position as
salesmen and also as travelling salesmen. High salaries
Best of opportunities for salesmen to make M% reco!
direct, stating ngo ience and salary desired, to Or

. 32

P
- App
Skinner, Ltd.. Portage Avenue, Winnipeg.

oss, Goulding l

Every day it becomes clearer that the talking machine dealer who
keeps in touch with the times, and who looks a little way into
the future, is in the same position—he simply cannot get away
from Columbia Grafonolas and Columbia Double Disc Records.

(Write for ** Music Money,”" a book ** full. Cols

e

Graphoph C

of meat’’ for those dealers interested in
quick and frequent turnover of capital.)

Factory and Hndq\nr\én

Toronto - -
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The Mozart Piano Co.

Toronto Limited

b ——
ROGRESSIVE piano dealers are surely and steadi y ?mamg out
P that the Mozart Piano is one of the most popular and
most-easily-sold pianos of the day. Although but ten years on
the market, in this period the value of its principles of construction
has been proven. To-day the designs and finish are more attractive

than ever; the richness and shades of the beautiful veneers are more

pronounced; and the tone quality is a continued delight to the musical
critic,

Ample capital enables an aggressive organization to offer a
tempting proposition to dealers who will handle the Mozart Piano in
a wide-awake modern way

Are you interested in particulars ?

Write, wire, or telephone.

NATIONAL PIANO COMPANY LIMITED

266 AND 268 YONGE STREET
TORONTO

i

0

§
©
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TRADE IN WINNIPEG

PIANO trade in the city is reported quiet by the ma-

jority of dealers, but to offset this there is encouraging
activity in the country. Backward weather conditions, dur-
ing which local frosts damaged the efforts of gardeners,
is blamed for preventing greater activity in music trade
circles. The demand for talking machines continues good,
but there is less heard of the short supply of machines
Dealers who have concentrated on record selling report the
winning back of many old customers.

Mr. Henry H. Mason, Toronto, general manager, Mason
& Risch, Ltd, spent a few days in Winnipeg recently. Mr.
Mason is on a visit to Mason & Risch branches in the
west, and purposed going through to the Pacific Coast.

Mr. J. Redmond, of the J. J. H. McLean Co., Ltd., has
left for his summer home at Picton, Ont., where he will
spend the summer months. Mr. Redmond called on trade
friends in Toronto en route.

Mr. W. B. Puckett, vice-president and manager, Wil-
liams Piano Co., Ltd., Oshawa, is on a visit to Williams
New Scale dealers in the west.

Mr. Fred Cross, the genial western representative of
Williams Piano Co., Ltd., Oshawa, was among recent trade
visitors in the city.

Mr. C. B. Moore, of the R. J. Whitla Co.'s Pathe de-
partment, is on a trip among his list of customers through-
out the west and north.

Mr. E. J. Merrell, accompanied by Mrs. Merrell, paid a
visit to the Karn-Morris headquarters at Woodstock, Ont
While in the east Mr. Merrell completed negotiations for
the representation of Karn and Morris lines in Winnipeg
and district, having decided to go into business on his own
account. Mr. Merrell has been associated with Karn and
Morris lines for several years, and is naturally thoroughly
conversant with their various features. He will continue
to look after the Karn-Morris Co.’s local collections. While
on their trip east Mr. and Mrs. Merrell visited Niagara
Falls and Toronto.

Mr. R. C. Willis, who has been representing his firm,
the Doherty Piano Co., in Winnipeg, has left with his wife
and family for Clinton, Ont., where they will in future
reside. Mr. Willis will now be associated with the factory.
The Doherty collection department report collections as
fairly good, an improvement over last month being noticed.

Mr. Scrafield, of the Western Gramophone Co., distri-
butors of “ His Master's Voice " products, has just received
a couple of shipments of three different styles of Victrolas,
which were badly neded to help meet the wants of dealers.
Record business is particularly active with the Western
Gramophone Co.

Mr. Joseph Tees, 235 Portage Avenue, reports phono-
graph business a little quiet for the month of May, but is
looking forward to a good campers’ trade.

Miss Etta Goddan, who has been associated with Wray's
music store for the past four years, has severed her con-
nection with this firm, and was united in marriage to Mr.
Nathan A. Rudawsky on June r2th at her home in the Rip-
stein Block. Mr. and Mrs. Rudawsky will visit Banff,
Seattle and California for the next two months, after which
thev will reside in St. Paul. Her many friends in the music
trade wish her all happiness.

Mr. Sam Sadler, who before donning khaki was collec-
tor for the Karn-Morris Co., mourns the loss of his brother,
George Sadler. who was killed at Vimy Ridge.

The R. S. Williams & Sons Co., Ltd., report a big de-
mand for musical goods, but owing to the difficulty in
transportation and factory shortage, it is impossible to fill
orders as satisfactory as they wish.

Winnipeg Piano Co. have inaugurated Saturday after-
noon closing for the summer months, which act of con-
sideration will be dulv aopreciated by the firm's staff. The
company have added the fifth car to their fleet of Fords

R ——

TRADES JOURNAL

for the use of salesmen and tuners. May sales and collec-
tions were reported comparatively quiet by this firm

Fowler & Co. report city business as quiet, but a very
good country trade, a large percentage of cash being ob-
tained on country sales of Willis pianos

Mr. W. A, Heake, and Mr. W. J. Wilson, have joined
the selling staff of the Fowler Piano Co. Mr. J. Cartlidge
has also been added to their list of employees as tuner

Stanwoods, Limited, are placing in stock some new
styles of the “ Sovereign " machine. Talking machine busi
ness is reported good by this firm

Mr, H. P. Bull, manager of Cross, Goulding & Skinner,
reports business as coming along fairly well, with a little
improvement over last year. In the first two golf com-
petitions of the season Mr. Bull tied for first place on
both occasions.

The Columbia Grafanola Co. report their principal
shortage as needles; all other goods are now coming along
nicely.

The Furnishers, Limited, of New Brunswick, are now
opening up Columbia departments in their various stores
throughout the West.

A talking machine

window by the J. H. Ashdown Co., Winnipeg

Mr, Lurie, of the Melotone Talking Machine Co., is at
present on the road calling on the trade, and reports very
good business.

With the Canadian Phonograph and Sapphire Disc Co.
business is reported as fairly good in Pathe lines.

Bell Manager Visits Chicago

Mr. H. A. Grimsdick, managing director, Bell Piano &
Organ Co., Ltd,, Guelph, is just back from a short visit
to Detroit and Chicago. Mr. Grimsdick planned to attend
the Trade Convention and visit the Music Show in the
latter city, but was delayed in Detroit.

In an interview with Mr. Grimsdick, he informed the
Journal that the Guelph factory is busy with the available
staff, but that shortage of labor is presenting difficulty. He
was very pleased over a car-load order recently received
from the Montelius Piano House, Limited, of Vancouver
and Seattle, who are once again featuring the Bell line in
British Columbia. This well known Company is now settled
in a handsome new store on Granville Street, Vancouver,
and will devote a large portion of the space to Bell pianos
and organs. In past years the Montelius Company made
record sales of Bell instruments, and both Mr. Montelius,
senior, and Mr. Montelius, junior, are delighted to be once
more pushing a line with which they did so well in former
years.
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Piano Man Now Lieutenant-Colonel

Word has come to friends at home that Major Milton
Francis, of Port Arthur, Ont.,, on duty in France, has been
promoted on the field to the rank of Lieutenant-Colonel
He is attached to a British Columbia battalion as officer
in command. He left the Twin Cities in the early stages
of the war as company major in a Winnipeg battalion. His
promotion first to a senior majority and later to that of
commander of a battalion has been given in the war zones
of France. He was in the battles of the Somme, Cource-
lette and Vimy Ridge, and in subsequent actions in the
neighborhood of Lens

wut. Col. Milton Francis, who be
a piano man in |

going to the fromt was
Arthur

Colonel Francis is the head of the Milton Francis piano
and music stores in Port Arthur and Fort William He
was active in the old g6th Lake Superior regiment, in
which he held the rank of captain. Mrs. Francis and young
son are in England. His brother, Mr. A. H Francis, is
manager of the Port Arthur branch of the Francis stores.

New York Dealers Propose to Adopt Minimum
Prices at Which to Advertise Pianos
and Players

The music dealers of New York City are endeavoring
to fix minimum prices at which to advertise pianos and
players. At a meeting of over thirty retailers the follow-
ng resolution was adopted

" That it is the sense of this association that it is not
good policy at the present time to advertise pianos at less
than $225, or player-pianos at less than $450, and that terms
should be omitted from all advertising.”

The meeting at which the above resolution was adopted
was the outcome of action by some local dealers who
realized the injury being done the trade by advertising
pianos in the newspapers as low as $195, and player pianos
at $395, or some figure near this amount. There is a desire
also to eliminate the advertising of terms.

The higher prices which retailers are paying for goods,
and the increased cost of selling as a result of the war,
nrecipitated action on the part of the New York trade,
which has a strong association known as the Piano Mer-
chents’ Association of New York. E. Paul Hamilton is
president. All members of the Association are to receive
copies of the resolution, and each will be asked to vote

upon it. Upon the result of the vote will depend the adop
tion of the figures named in the resolution

Captain Child on Furlough

Capt. W. A. Child passed through Toronto en route
from the trenches in France to his home in Regina, where
in civil life he is senior partner of the firm of Child &
Gower. His firm have the Steinway and Nordheimer
agencies in Saskatchewan, and they feature
Graphophones and records.

Captain Child has been away from Regina for two and
one-half years, during which time he has undergone mili
tary training and activity in England and France He par
ticipated in the celebrated battle of Vimy Ridge, in which
the Canadian troops earned everlasting renown for them
selves and their country, and in which so many gallant
Canadian soldiers laid down their lives.

Though the horrors of the battlefield were too freshly
impressed upon his memory to make their discussion agree
able to him, Captain Child was able to recount many in
stances in which Canadian officers and men maintained the
traditions of the armies of the Empire for daring and
bravery. He was invalided home suffering from an attack
of pleurisy, and after a few days attending to business in
Toronto went on to Regina, where he is one of the best
known and most popular men in the city. After a short
holiday in Banff he is back again at business, with whic)
he will remain until his leave expires

Amone the Canadian officers of his own acquaintanc
Captain Child referred enthusiastically to the work of
Victor Nordheimer, the only son of Mr Albert Nordheimer
President of the Nordheimer Piano Co When war broke
cut Victor Nordheimer, who held the rank of major, im
mediately enlisted. He was attached to the Royal Can
adian Dragoons, and with his command eventually arrived
in England. In order to get to the front he reverted in
rank to I'cutenant. With Lieut Roy Nordheimer, the only

Columbia

Captain W. A, Child

son of the late Samuel Nordheimer, Captain Child was also
in touch. He is also “somewhere in France,” and in a
recent engagement escaped capture only by the narrowest
margin.

Mr. C. A. Bender, general manager, Heintzman & Co.,
Ltd, Toronto, was a recent visitor to New York.
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The

Cecilian
Concertphone

A Range of Designs—One Quality

High Class Trade and Lasting Returns

K

"are founded only on quality goods. The of your ph ap
department is assured linked up with the Cecilian W
stands for the "' name and quality "' class.

The name " CECILIAN,” for the past 35 years, has stood for the

highest conceptions in music. That means an established reputation,

;:o that instantly suggests a high musical standard to the prospective
yer.

CECILIAN quality has never been disputed, and
the CECILIAN CONCERTPHONE possesses every
feature that appeals to the most critical buyer.
Sheer beauty of tone, artistic design in cases, {-Il
bearing universal tone arm, perfect tone control,
simple and effective stopping device, all added to
the most powerful, silent and efficient motor on the
market, make the CECILIAN CONCERTPHONE

ever offered to the public.

The success of the CECILIAN CONCERTPHONE
since being placed on the Canadian Market has been
nothing short of marvellous, and dealers will be
w’i.n to secure territory at once for this incomparable
Pl o

The CONCERTPHONE plays all makes

of disc records, and plays them perfectly.

It is, in truth, the highest grade phono-

graph in the world. Write at once for

catalogue and full information.

Musical Instruments Ltd.

247 Yonge Street, - Toron

$138
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Cecilian

to detect any lowering of quality.
On the bother hand they are im-
4 d }

P y a
of an established standard.
In this lies the Cecilian dealer's insurance
policy inst a standing-still or a slipping-
back of business prestige.

T HE Canadian buying public are quick

Even did we desire to do so, we could not
“ease up” in the policy of Cecilian quality.
The list of reputable deale s who have taken
on the Cecilian line are man of that stamp
who demand the very fines goods, and will
be put off with none other.

Our high dard, therefore, once adopted
by ourselves, is fixed because no skimpi
would be tolerated by dealers of the rul::

ours are.

The name * Cecilian" is a pledge of superior

value.

That's what you want, jsn't it?

The Cecilian Co. Limited

Makers of the Warld s First All-Meta! Player-Piasos
Factory - . . 1189 Bathurst St, TORONTO

uuonm-aunwu-mm
247 Yonge Strest - . . . .

World -Famous

Established




CANADIAN MUSIC

United States Music Trades Conventions

But few members from the Canadian trade attended the
annual of the “ N 1 A iation of Piano
Merchants,” held at Chicago on May 23 and 24. In con-
nection with this convention, which was preceded by the
convention of the piano manufacturers of the United States,
was held an extensive Music Show in the Coliseum.

The officers elected by the National Piano Manufac-
turers’ Association for the ensuing year are as follows:

President—]. A. Coffin, of E. Gabler & Bros., New York.

First vice-president—Paul B. Klugh, The Cable Co.,
Chicago.

Second vice-president—K. H. Gibson, Ivers & Pond Co.,
Boston.

Secretary—H. B. Morenus, Hobart M. Cable Co., La
Porte, Ind.

Treasurer—C. C. Conway, Hallett & Davis Piano Co.,
Boston.

The retailers elected the following officers:

Presid Ed d Gram, Mil k Wis.

First vice-president—Dan J. Nolan, Cleveland, O.

Second vice-president—P. E. Conroy, St. Louis, Mo.

Secretary—Percy 8. Foster, Washington, D.C.

Treasurer—Carl A. Droop, Washington, D.C.

In his address the retiring president, Mr. John A. Tur-
ner, emphasized the necessity of music, and that it is an in-
spiration in every crisis. “ The fact that it is,” he urged,
“should be impressed so thoroughly and generally that the
music trades will not only not be placed in the needless
luxury class, but will be more prosperous during the war
than before."”

He quoted the seven rules for success laid down by one
of the largest flour mill operators in the world:

First——Remember if a man is a trader, he will get there.
He must keep his eyes open and study his business.

Second—Make a strenuous effort to get your money in.
A man demands as much credit as he gives; the more he
gives the more he needs.

Third—Always buy in quantities when you can, and get
the best prices. Prices are dependent upon quantity.
Fourth—Take your bank into your confidence.

bank is your business partner.

Fifth—Constantly convert your stock into cash.

Sixth—Analyze your stock—beware of unprofitable
novelties, and the flattery of novelty trade. It is the daily
staples that count.

Seventh—Pay attention to your books—in them you can
read the story of success or failure.

“1It is to this last rule that I would lay particular stress
for men in the piano business. Pay attention to your books
—when all is said—here is the answer to rising costs and
need of credit. In your books is contained a complete his-
tory of your success or failure. Your books cannot be
kept too accurately—they cannot be too often lmly:ed
They will tell you how to buy profitably—they will point
the way to success when the future seems threatening.”

The Association officially approves “ The One-Price
System " by its going on record as reaffirming its endorse-
ment of the Stephens Bill for the maintenance of prices.

The next convention is to be held in New York. A
resolution was passed urging that the convention cities in
future provide no entertainment.

A resolution was adopted asking the Government to
place a ban on liquor during the war.

Mr. Nordheimer Tells About Canada

Mr. Albert Nu. dhei
ada for the A i
and was impressed with the serious and business-like man-
ner in which the various items were handled, the two days
being given to uninterrupted business from morning until

Your

for Can-
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evening. He concluded that in the United States, as in
Canada, eﬂorl is being directed toward advancement in
trade d and to y el g the status of
the business.

In addressing his audience at Chicago, Mr. Nordheimer
found those present very much interested in Canada's ex-
perience on the outbreak of war and since. He told them
of the lernpoury panly to trade here, and the uncer-
tainty i g an unpr d
With chlrluen-uc enterprise the Canadian people and
Canadian business interests soon rallied and began “ carry-
ing on" with necessarily greater vigor because of less
favorable conditions.

He told them of the spontaniety and rapidity with which
an army was equipped, and a first contingent of 30,000 vol-
unteer troops being sent overseas, with succeeding con-
tingents at regulnr intervals ever since.

Mr. Nordh d to the turers there
the troubles and difficulties they might expect as the result
of enlistments. Canada’s piano factories had been depleted
to a point that made the production of goods a serious
problem, while the cost of materials and supplies had soared
to figures hitherto unthought of.

He predicted for the United States a resumption
of business activity when the people had settled down to
the inevitable after the first shock of entering war had
passed, and which naturally disjointed general business.

Commenting to the Journal upon the reception tendered
him, Mr. Nordheimer spoke very enthusiastically of the
many courtesies extended to him by members of the United
States trade. While he has many warm personal friends,
and the House of Nordheimer is well known in the United
States, Mr. Nordheimer took their warm hearted hospitality
as a compliment to Canada and the music trades of this
country.

Arriving at the banquet a little late he was spied by the
chairman of the evening and promptly invited to a place at
the speakers' table reserved for him. The banquet was
held in the Gold Room of the Cnn;reu Hotel, which was
elaborately d d for the A g feature
was the fact that the Union Jack was entwined vmh “0ud
Glory.”

Urges Canadian Piano Manufacturers to
Investigate Africa

“1 wish to emphasize the great cry here for pianos,”
writes a Journal corr from Joh burg, South
Africa, “especially British goods.” In conversation with
a keen business man he remarked, “ We want to patronize
British goods and keep all the money in the Empire if
possible.” Such is a significant remark from a dealer who
has been in African piano line for years.

“The class of pianos wanted must be landed here after
freight and customs have been paid and placed on the
market to sell at $325 to $400 cash. I refer to upright
grands. In grand pianos say from $650 cash.

“Not long ago an American house sent a traveller from
New York here with a certain class of pianos for exhibition
and sale. To-day this instrument is almost a household
word. He fully sold the les, and was able to
place an order including sale agency in Transvaal, to one
of the big piano firms here. There were two classes of
instruments selling at approximately £65 and £75.

“What is wanted in this country is s-ply wrest plank
bushed pin holes and solid all-round instrument. The great
difficulty here for a piano to keep in tune is caused by long
months of dryness, which we get from May to October.
Rusted pins are undreamt of here owing to great drought.
It is this piano which our market cries for to-day. There is
also.another great difficulty here. Actions become fright-
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fully loose, not unlike the winter months in Canada, when
furnaces are going and house is heated up. Can an action
be invented to stand against the great drought? If so, such
a mechanism will be welcome down south,

“Could I suggest that the piano manufacturers of the
Dominion get together and consider the great market which
their colony Africa has for British pianos. In days to
come the captured colonies will have a still further de-
mand, for all classes of instruments, organ, piano, violin,
and other small goods. Let manufacturers send their rep-
resentatives out here and sound this place. I am sure he
would be very welcome.”

The correspondent above quoted also says that “ until
war broke out African music trade was the dump-heap for
all classes of German pianos. In pre-war times a good
German piano could be sold for $225 cash here. It is
up to Canada and the Homeland to deliver the goods, as
this is not a manufacturing country as are other colonies,

U.S.A. has a big trade down here, and I trust the
Dominion shall in future receive the bumper share.”

A Budget of News in British Music Publishing
Circles

Mr. William Allen, general manager of Messrs. Ascher-
berg, Hopwood & Crew, Ltd,, London, is being congratu-
lated on his appointment as a director of the company
Before entering the music trade, Mr. Allen had had con-
siderable experience in another branch of publishing, hav-
ing for some years occupied a prominent position with
Messrs. Cassell & Co., Ltd., and while in their service he
was responsible for the inauguration of several new and
successful ventures. * The Story-Teller," the popular fic-
tion magazine, may be instanced as one of the most success-
ful of these. Since Mr. Allen became associated with
Messrs. Ascherberg, he has kept the firm well in the front
rank of music publishers.

Messrs. Enoch & Sons, the London music publishing
house, have removed from 14 Great Marlborough Street,
where they have carried on business for the last thirty
years, to No. 58 in the same thoroughfare. A spacious
recently erected building at this address is now entirely
occupied by Messrs. Enoch, and it provides ample space
for future development. The shop on the ground floor, and
a music room on the first floor for the use of artists, are
in keeping with the remainder of the spacious and well
lighted premis: The Journal learns that the first visitor
to the new premises was Sir Edward Elgar.

Mr. E. Donajowski, the London publisher of Castle
Street, is selling out his catalogue of vocal and instrumental
music through Messrs. Puttick and Simpson.

An attractive newsy paper has made its début in Lon-
don. It is called “ The Music Trade,” and is published at
3 Hills-place, Oxford Circus, London, W., 1, England. The
Music Trade seems to be specializing on the music publish-
ing field.

Better Piano Advertising

N EWSPAPER advertising of a number of music houses

is so commendably different as to excite the admira-
tion of anyone interested in musical advancement. The
particular advertising that suggests this observation recog-
nizes the principal of presenting musical instruments for
the pleasure to be derived from their use, the educational
advantages, the mental regeneration, the sociability of
music, etc., and not for their cheapness, cut prices, no-
thing-down-and-no-interest terms, or their antiquity. This
better advertising of the music trade also recognizes that

the greatest competition against the music trades is not the
competition within the trade but of public apathy, indiffer-
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ence to the importance of musical education, and, of course,
such influence as the automobile,

The present status and magnitude of the talking ma-
chine trade has not been reached through blind, unreason-
ing competition, of which cut prices are a bye-product, but
by an appeal to the musical desires of the public. The
musical versatility of the talking machine has been consist-
ently played up, but only where a salesman is sowing the
seed of desire that he hopes to propogate into a well de
veloped sale have the musical possibilities of the piano
been enlarged upon. To beat the other fellow out at all
costs seems to have been evolved into the supreme and
only object of piano salesmanship.

Possibly the piano trade can take a hint from the ad-
vertising of one of the largest automobile concerns, This
firm presents compelling pictures of individual and family
delights available only to the owner of a motor car. Other
makers undoubtedly benefit from this firm's advertising, but
it surely does no less business by reason of its desire-
creating policy in which specifications and prices are ob-
scurely subsidiary.

Fifty-Fifty
uA T the present time we are selling about thirty-five
players and sixty-five straight pianos out of every
hundred uprights we have on our floors, In my opinion the
proportion ought to be even—fifty-fifty—and I think it can
be made so without any particular change in methods,” said
a retailer in commenting on an analysis of present sales.

“Grands I count separately,” he continued, “and I can
say that grand sales run 10 per cent. of our totals, at least
since the introduction of the small grand suitable for apart
ments. I certainly think that we could and should sell one
player piano for every straight upright, and there is no
Question that if we put the right amount of energy into
doing it the results will be all we can ask for. There is
more profit in the player-piano if it be rightly handled;
and that means, of course, that the practice of advertising
player piano bargains at very low prices is not one to be
encouraged. In fact, it is wholly wrong from every point
of view. If the player-piano be treated rightly and sold at
something like a fair price, there is good profit in it.
Again it should always be remembered that every player
piano sold means the sale of music rolls. The owner of the
player piano must get rolls somewhere, and if he does not
get them free from us or else buy them elsewhere, then he
must pay us real money for them. As for giving them
away, that is something we do not do, With each sale we
give, as a bonus, music rolls to the amount of 4 per cent.
of the contract. As for buying elsewhere, we see to it that
our customers shall find it profitable, and pleasant as well,
to come to us,

“80,'T am all for the player piano, but yet I do not
think we can get along without the straight upright just
yet, or even for a long time yet. It will be a long time, in
my opinion, before the straight upright goes out, for there
is still a prejudice against the player in people’s minds here
and there, quite strong enough to defeat many attempts at
making player sales. Still, think it would be a very good
thing if we were all to make a rule to try anyhow, to sell
a player piano in every case, only desisting when it becomes
certain that the attempt is not being regarded by the pros-
pect with very great favor,

“ Meanwhile, our house is
to sell on the fifty-fifty bas
end of 1pry we shall have reac
for the player piano and want

making strenuous endeavors
and I hope that before the
hed that point. I am strong
to see it on top.”

Those who can take the lead are given the lead.




CANADIAN MUSIC TRADES JOURNAL

Piano Man Presented with Diamonds
Mason & Risch Ontario Managers Meet

On June 4 and 5 the Ontario branch managers of Mason
& Risch, Ltd., met at the company's headquarters in To-
ronto, to discuss business and to confer with their gen-
eral manager, Mr. N. H. Conley. Their business finished,
the men dined together in Sir John Eaton's private dining
room in the T. Eaton Co.'s cafe.

At the conclusion of the dinner Mr. E. L. Brown,
manager of the Hamilton branch, announced on behalf of
the branch managers, that there was still another matter
that must be attended to before they parted, and this re-
ferred to their general manager, Mr. N. H. Conley. The
latter, at mention of his name, was suddenly all attention,
and began mentally gathering his forces together to meet
the crisis, whatever it might be. Mr. Brown began to
read from a paper that he held in his hand, and as he
finished, a ificent d tie pin was put in Mr,
Conley's hands.

Though taken off his feet, metaphorically speaking, the
recipient of the presentation pulled himself together, and

Mr. N.H

told the boys that no matter how he tried or what he said,
it would be impossible to tell them how he appreciated their
gift, but even more, the address and the sentiment that
prompted both.

The address was signed by the following branch manag-
ers, on behalf of themselves and their stafis: Clifford Gray,
London; H. E. Wicks, Guelph; E. L. Brown, Hamilton;
8. Gibson, Stratford; E. C. Shreiner, Kitchener; W. Webb,
St. Catharines; Wm. E. Arthur, Niagara Falls; John Glass-
ford, Chatham; T. R. Pratt, Smith's Falls; H. W. Sherriff,
auditor; H. B. Sheldrick and H. M. Bishop.

The address read by Mr. Brown is as follows:

* Mr. Conley, I speak in behalf of all your Ontario branch

ployees; your s here your sal
your bookkeepers, your clerks, your auditor and collectors,
your tuners, your janitors and errand boys. We have on
our minds a matter of grave importance and crave of you

bled
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at this time your patient hearing while this matter is laid
before you.

“Undoubtedly you have at all time since the inception
of your branch store policy, endeavored to the best of your
ability to be a fair and just intermediary between your
many employees, who give their time and ability, and the
head of this house, on whose capital investment we en-
deavor to earn a profit,

“We know your heart is big, bigger in fact, many times
to our benefit, than perhaps a plain, cold business judg-
ment would warrant. You have been patient with us when
we have been wilful, you have counseled us wisely when
we needed guidance, you have staunchly backed us up and
instilled into us confidence and ambition when conditions
were adverse, and you have always been ready to praise
and reward us for honest effort.

“No business house can endure unless the policy upon
which it is conducted is fair to its customers, fair to its
owners and fair to its employees. That we each and all
approve most heartily of the business policy as outlined
and carried out by you, is evidenced by the harmony in
which we work as one great family

“You have the confidence and support of your organiza-
tion. Our hearts are with you. We appreciate our leader
and desire at this time to express to you in a tangible
manner our faith and loyalty. It is beyond the compass of
these few brief remarks to express to you all that is in the
heart of each of us, so we trust as an evidence of our
affection for you that you will accept this small token, and
in wearing it throughout the years to come, may its ever
scintilating ray be to you a symbol of our steadfast faith.”

Pianos Not To Be War-Taxed in U.S,

Piano and musical instrument men of the United States
are jubilant. The Senate Finance Committee at Washing-
ton has decided to exempt all musical instruments from
taxation under the war-revenue bill. It had been proposed
to put a war tax of five per cent. on the sale price of every
instrument sold in the United States. This proposal brought
strong protests from the trade. Deputations went to Ot-
tawa, and every senator and member of congress was inun-
dated with letters and telegrams. The trade was able to
convince the law makers that musical instruments should
not be taxed as luxuries, having long since ceased being
classed as other than necessities.

His Twenty-Fifth Anniversary

A. L. Ebbels, of the American Piano Supply Co., New
York, and who looks after that firm's business in Canada,
completes 25 years of service in the supply trade on June
20th. Mr. Ebbels entered the employ of the original house
of Alfred Dolge on that date in 1892, and since then has
travelled well on to one million miles in the course of his
rounds.

Mr. Ebbels made his début in the music trades of the
United States via a Chicago trade paper, on which he
secured immediate employment on his arrival there from
Toronto, where he was born and went to school. He is
familiar with the growth of the music industries of this
country, and has an intimate knowledge of the history of
the various manufacturing firms.

J. W. Crothers, formerly a piano salesman in Toronto,
went overseas as a private, and is now a sergeant in a
section of the motor transport. “ It gives me pleasure to
still be able to peruse the pages of the Journal” writes
Sergt. Crothers. “Having sold pianos for a number of years I
appreciate knowing how the business is prospering.”
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We Give You the Only Selling
Idea in the Phonograph Field
To-day that is Non-Competitive

WF. give you the only feature which no other phonograph in the world can claim. We give you the selling
idea, which makes the soundest appeal to the phonograph buyer. The idea which appeals to the

average man’s desire to get the utmost for his money—and then proves that he is getting the utmost.

What is this idea? It is the idea embodied in the

Pathé Sapphire Ball

It is the idea behind this record-saving jewel, which in the Pathephone takes the place of sharp metal needles;
the idea which enables us to guarantee LONG LIFE TO THE RECORD. And the Pathe Sapphire Ball,
because it is permanent, hits the public strong with the argument of NO NEEDLES TO CHANGE.

Pathé Supremacy

In Europe, Pathe supremacy in the phonograph business OBER ANCONA TITTA RUFFO
has been acknowledged for twenty years. PARVIS EONINSEGNA URLUS
Here in America the Pathe name is rapidly assuming the BURZIO CONSTANTINO NOTE
same significance. ALBANI PINI-CORSI BASSI
Pathe accomplishment, Pathe quality, and Pathe service all AFFRE JOURNET A
give the Pathe line an individuality possessed by it alone. SAMMARCO BURRIAN DIDUR
A DE CISNEROS  SPARKES GALVANY
Talent Known Internationally VALLANDRI
These famous artists form but @ small part of the vast

Pathe Freres was the first phonograph manufacturer in the assemblage of talent listed by Pathe. Many under exclusive
world to employ high-priced operatic talent. Many of the contracts.
great Pathe artists are favorites in America. Equally well In addition are numerous artists and musical organizations
nown and included in the Pathe library are such interna- of the first rank in Europe, who have never been heard in
tionally famous singers as: this country, because their contracts kept thew abroad.

MURATORE FITZIU SLEZAK Pathe brings this vast assemblage of European talent to

GIORGINI CAVALIERI THIBAUD you.

Tell us to-day that you want to be able to offer your customers the Exclusive Pathe Features—that you want
Pathe selling co-operation. Don’t wait until you " think of it again." Write now.

Pathé Freres Phonograph Co. of Canada, Limited
Factories and Head Office, 4-6-8 Clifford Street, TORONTO, Canada

Western Distributors : R. J. Whitla & Co., Winnipeg, Man.
Maritime Province Distrib ¢ H. L. H & Son, Ltd., Amherst, N.S,
C. W. Lindsay Limited, Montreal
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House of C. W. Lindsay, Ltd., to Distribute
Pathe Lines

Mr. O. C. Dorian, general manager of Pathe Freres
Phonograph Co. of Canada, Ltd., reports that one of their
newest agencies is that of C. W. Lindsay, Ltd., Montreal.
Arrangements have been completed whereby this house
will be Pathe distributors for the territory served by their
headquarters in Montreal and their branches located at Ot-
tawa, Quebec, Sherbrooke, Three Rivers, Kingston, Belle-
ville, and Brockville.

Victor Dealers’ Ideas

A. C. Denike of Amherstburg, Ont., who is more espe-
cially a druggist, finds his Victor Record business so good
that he has built a new record rack, and been obliged to
invest in a motor truck to deliver the goods. He now has
a canvasser devoting all his time to Victrola business.

The Bengough Drug Store of Bengough, Sask., conceived
the idea of giving a concert with a Victrola and Victor
records combined with selections by local talent, which
created a great deal of interest in the town of Bengough,
where it was given, and incidentally produced $30.00 for
the Belgian Relief Fund, a colle:non being taken at the
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salesman; J. G. Shaw and Joseph Montgomery, barristers,
all of Toronto. The first three named are the provisional

directors.
NEWS NOTES

Mr. Russell Teeple, of Canadian Symphonola Co., Ltd.,
Toronto, spent a week in New York in connection with
his firm.

Mr. E. van Gelder, of 1. Montagnes & Co., Toronto, is
on a business trip to Western Canada in the interests of
the Sonora line of phonographs.

- Recent out-of-town trade visitors to the House of Nord-
heimer were Mr. Geo. Whitehouse of Peterboro and Mr.
Brown of C. W. Lindsay, Ltd., Ottawa.

Thc unmul excursion and picnic of the Toronto and
H. fficials and employ of the R. 8. Williams &
Sons Co., Ltd, is to be held on June 21 to Queenston
Heights.

A recent London dispatch reports the injury of Mr.
Alfred Croden, a piano man of that city, when his auto
overturned. He is a brother of Mr. John A. Croden, of
the Canadian Phonograph Supply Co.

Mr. J. E. Hoare, president, Cecilian Co., Ltd,, Toronto,
was among the few Canadian piano men to visit the Music
Show held at Chicago in connection with the trade con-

there. Mr. Hoare found the Show a very repre-
sentative one, and well worth the time and cost of a trip

“ The original Gram-o-phone " in the window of the Na-
tional Piano Co., Ltd., Toronto, attracted a great deal of
It was displayed beside an up-to-date Victrola,

door. The prog d of twenty selecti on
the Victrola and these were mlerlperud with solos, both
vocal and instr I r r etc. to take it in.
Advmng Sonora Dealers )
In antici of d prices, idered to be an Aatfention.

inevitable rmlt of U.S. entering the war, I. Montagnes &
Co., Toronto Sonora distributors, are urging their dealers
to buy now. They point out that incruud prices in the
United States will increase Sonora prices in Canada, and
that dealers who buy in advance will have the additional
profit. In preparation Montagnes & Co. have secured an un-
usually heavy shipment of the different models of the
Sonora line.
They have also ived and shipped the first i

of Made-in-Canada Sonoras. These are of the “ Trouba-
dour " model, and a small machine retailing at $35.00, made
specially for Canadian trade. This small machine is not
in the United States Sonora 1 The * Troubadour "
is equipped with Swiss motor imported direct.

Music and Musical Instruments

At a meeting of the Ottawa Rotary Club, Rournn Mec-
Kechnie, proprietor of The McKechnie M Co., read a
paper on “ Music and Musical Instruments.” As a result
of his paper the Rotarians of Ottawa received some inter-
esting sid on the devel of music that will give
them a better opinion of the place of music.

Mr. McKechnie's entry into the music business was in
1891, the first work assigned to him being to polish the
large plate-glass front doors.

In his address Mr. McKechnie put in a plea for the
better class compositions, and regretted the popularity to
which trashy importations can attain in the face of good
music. A better state of affairs would result if music were
taught in the public schools, and this he earnestly advo-
cated.

Personally, Mr. McKechnie has done a great deal in
bringing musical talent to Ottawa, and is therefore respon-
sible for much of the capital city’s musical development.

Standish Phonograph Co.
Standish Phonograph Co., Ltd., has been incorporated
with an Ontario charter. The capital is to be $40,000, and
the head office at Toronto. The incorporators are A. B.

In their Victrola department the National Co. is making
good pro;reu m b\nldm‘ up a permanent list of record

I , the National Co. have a series of
ntncuvc md well buih cabinets specially constructed for
records.

William T. Davis, Toronto, is not only a valued member
of Frank Stanley's tuning staff, but he is a composer with a
number of meritorious works to his credit. March “ Ad-
anac,” by Mr. Davis, was played by the Canadian Overseas
Battalion Bands. March * Adanac” has a strong appeal.
The arrangement is by W. R. McKanlass. C. Musgrave &
Bro. are the publishers.

“Orders unfilled and not a player on the floor,” is the
way Mr. T. J. Howard, of the Newcombe Piano Co., Ltd.,
epitomized conditions with his firm. Like all manufac-
turers he feels the severe strain resulting from scarcity of
hands to man the plant. Retail trade he reports good, both
in Newcombe and Willis lines.

A. Lorne Lee, of the Nordheimer staff at Hamilton, has
a number of good music compositions to his credit. Some
of these are on rolls for the player piano. *“ Chrysanthe-
mum Waltzes,” with mandolin interpolations by Mr. Lee, is
available on a hand-played roll. This is a fetching air that
makes a ready appeal by its musical attractiveness and
because of its being different.

“We have been following the articles on ‘The One-
Price System' with great interest,” remarks G. C. Walker,
manager, Walker's Music Store at Prince Rupert, B.C, in a
communication to the Journal. “We consider that it woula
be the only system providing all manufacturers and dealers
would take it up.

“We like the Journal,” volunteered Mr. Walker, “as it
gives much information we cannot get elsewhere.”

Orders From the Antipodes
“We have received very good results from advertising
in the Journal,” writes Globe Decalcomanie Co., of Jersey
Citv. N.J. “Orders have reached us from New Zealand
and Australia” The firm has a mailing card showing vari-
ous transfer duignl in gold. This card is mailed to in-

Crosby, W. F. Hayes, f: s; Wm. T. Standish

quirers i fer name plates.
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An Uncompromising

Piano Ideal

S in men, so in pianos there is no

real character without a history.
Piano character, or quality, as it is
mushroom

usually called, is no

growth

It is the result of steady progress in
.n'||"vmg_' to an ideal. It takes more
than good intentions to build real
worth into an instrument. |t requires
experience, capital organization and

yersorality.

In the world of commerce costs must
be considered, but unless the manu
facturer's ambition rises above costs
the highest quality can never be
reached.

Back of Willis pianos and players

stands the piano wisdom—manufac-
turing and retail—of years. The

Willis & Co., Limited

HEAD

finished product is what a manufac-
turer, a stickler for quality, is proud
to place his name upon; also it is a

Willis Style "'
product that will take from the re-
tailer's standpoint.

The name Willis to you means the

selling of a line which measures up
to this uncompromising ideal.

Factories:
St. Therese, P.Q.

orrices 580 St. Catherine St. W., Montreal, P.Q.
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Montreal Piano Men Meet

THE last general meeting for the season was held by the
Piano Merchants' Association of Montreal on the
evening of Monday, June 4, at the warerooms of J. W
Shaw & Co. Mr. J. W. Shaw, president, was in the chair

Those present were: J. W. Shaw, president; R. A. Willis,
vice-president, Willis & Co., Ltd.; C. L. Patterson, direc-
tor, Willis & Co., Ltd.; J. A. Hebert, C. W. Lindsay, Ltd.;
W. H. Leach; W. J. Whiteside; W. W. O'Hara, Layton
Bros.,, and who is secretary of the Association.

Among the decisions arrived at was the standardization
of piano rentals. The Association decided upon a rental
basis of $5.00 per month and cartage both ways.

Owing to illness, Mr. A. P. Willis was unable to be
present, but in a letter read by Mr. Patterson he made a
number of suggestions and recommendations. These in-
cluded a report of the committee appointed to interview
the press concerning certain classes of advertising con-
sidered unfair. Information is being given the press con-
cerning irresponsible persons endeavoring to trade under
misrepresentations and personus trading from private houses.

The suggestion was made by Mr. Willis that thee
should be a minimum price at which pianos and players
should be advertised, and he expressed the hope that the
Montreal trade might be able to carry, out the principal
of not advertising any new piano for less than $250, and
no player under $500. This is to counteract the impression
of cheapness that has been made upon the pubiic by the
featuring of low prices. “It is a pernicious thing in the
trade,” said Mr. Willis, “ that nearly all the advertising 1s
at cheap prices. It is a false education for the public.

Certainly the dealer should get up to $300 for the
cheapest new piano and $500 for the cheapes: player. Come
out with your prices like a man; don't be afraid to ask
$400 and $500 for a piano, and $800 and $goo for a player.

“You want very much that you should heve ' Music in
the Home ' published that the public may be ¢ducated, and
you are paying good solid cash in the way of advertising.
Now does your advertising educate the public tiat a piano
is worth $400 if made in Canada and $500 for the best up-
right, and that players are not much use if they aie under
$650 and running up to $900 and $1,0007 We pay ‘or ad-
vertising, so let us use our space to educate the public"

Mr. Willis also urged “ The One-Price System,” and
that pianos in the warerooms should be price marked n
plain figures. He exoressed the hope that some mean
be adopted for perfect 1g the one-price system by standard-
izing the allowances on exchanges,

Reference was made to concerts and cartage, and to
Music in the Home, and Mr. Willis said concerning sum-
mer closing:
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“If there is any firm that Saturday afternoon closing
would injure (in June) it is our firm, and this fact 1 have
often stated before to our confreres, but if the dealers of
the city will be unanimous in closing down Saturday after-
noon in June, July, and August, I will not stand in the way
and I will agree to that. I hope that in the autumn and
next winter that we will have many good meetings. |
think there is a good deal that we can do to help one
another. This is an age of association and fraternity, and
I think we need it."

With one or two exceptions the local piano houses have
decided to close their warerooms on Saturday afternoons
at one o'clock during the months of June, July and August.
The exceptions to the rule objected to closing during June,
but will observe July and August.

The lines handled by C. W. Lindsay, Limited, are hold-
ing their own even in the face of the many obvious diffi-
culties which beset the welfare of high-grade goods these
days. At the Company's headquarters it was said that the
Nordheimer line in particular was making most satisfac-
tory progress.

Robert A. Willis, vice-president, Willis & Co., Limited,
will shortly leave on a trip covering the trade in Eastern
Ontario and the Province of Quebec, and will be gone two
or three months.

Gervais & Hutchins, as announced in the last issue of
the Journal, now use an automobile to call on their ever-
increasing and growing list of customers. The wisdom of
the purchase has already demonstrated itself in the extra
volume of business produced in Cecilian and Mendelssohn
nstruments.

Reports received from Layton Bros. indicate that busi-
ness is progressing most satisfactorily, and during the past
month Mason & Risch, Sherlock-Manning, Thom: : organs,
end other makes featured, have shown up splendidly in
sales closed.

Mr. Charles Ruse, wholesale manager, Gerhard Heintz-
man, Ltd., Toronto, passed through Montreal on his way
to the Maritime Provinces.

While in this city Anna Case has a Willis piano in her
room at the Ritz-Carlton Hotel.

On the occasion of his birthday last month, Mr, A, P.
Willis, president, Willis & Co., Ltd., was presented with
two handsomely bound volumes by the local selling staff.
One of these was on the Russian Church, and the other on
Travels In Rus:

Jos. F. Sheehan and Nellie Gardini, the principal artists
of the Boston-English Opera Co., are being supplied by
Layton Bros. with Mason & Risch pianos when here June
it and 15,

“iss Anna Case, the charming soprano whose recital
here was so well attended, visited the warerooms of Lay-

for particulars.

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

Right now is a remarkably appropriate time for you to write us
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ton Bros. Miss Case heard some Edison records of her
own voice, and also listened to the singing of Mr. P, E.
Layton's song, “Soon You'll Be Coming Home, Lads,"
singing the second verse herself to Mr. Layton's accom-
paniment. Miss Case was presented by the Layton staff
with a bouquet of American Beauty roses.

Mr. A. P. Willis was recently one of the visiting gov-
ernors to the Children's Memorial Hospital

Mr. and Mrs. W. J. Whiteside announce the engagement
of their second daughter, Edna Victoria (Gipsy), to George
R. Atchison, son of Mrs. 8. Atchison, of Westmount. The
marriage will take place quietly the early part of June

“The Recruit's Farewell " is the title of a new popular
Canadian patriotic song, which has already met with con-
siderable success, and which is now being introduced into
the city of Montreal. The words and music are by Em-
meline Stuart Godfrey (Mrs. Ernest Godfrey) of Ottawa,
a well-known writer of melodious verse. The song is dedi-
cated to the memory of her late nephew, Hugh Howard
Lindesay, of the Ontario Agricultural College, Guelph, and
the Department of Agriculture, Ottawa, Mr. Lindesay,
who joined the First Canadian Contingent, fell at Lange-
marck on April 22, 1915, Published by Escott & Co., of
64 Newman Street, London W., England, copies may now
be obtained from Mr. M. Waring Davis, Resident Secretary
of the Associated Board of Music, at 777, Shuter Street,
Montreal, at the price of 35 cents per copy. A proportion
of the proceeds from the sales will be devoted by the
authoress and publishers to Lady Jellicoe’s Fund for
Wounded and Disabled Sailors.

Duchesne & Grimard, Limited, have incorporated for
$49,000. The incorporators are: R. Grignon, J. T. Grim-
ard, A. D. Tessier. They will wholesale and retail pianos.

Willis & Co., Limited, will, during the months of June,
July and August, close their offices and warerooms every
Saturday afternoon at 1 p.m. This firm are as usual supply-
ing all the steamers of the Canada Steamship Company with
Willis instruments.

Vancouver School Children Give Big Concert
Phonograph Flimflammer Abroad
AY the 25th was a great day for the younger generation
in Vancouver, and also one that brought much pleasure
to music lovers in general, for on that day fiftesn hundred

¥ London being worked by
Sherlock-Manning Piano s engin fireman _and foroman

'wo of the young ladies from the office just
to see that the furrows were being ploughed straight

Snapshot taken on the plot of ground at
t

of the mil
huppened n

children met in the big arena to sing at the schools' con-
cert. As might be expected, patriotic songs formed a large

portion of the programme, “In Flanders' Fields” being
especially we!l rendered. Amoéng other songs Rubenstein's
Melody in F, arranged as a song, and “ White Sails,” gave
exceptional delight to the large audience.
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The Vancouver Musical

Society's orchestra accom-
panied the choir very ably, and also gave patriotic selec
tions, which were greatly appreciated.

Music lovers in Vancouver are mourning the loss of
Mr. George Taggart, whose accidental death we regret to

state occurred on Friday, May 25th. Mr. Taggart was a
native of Glasgow, Scotland. He was one of the prominent
figures in the musical circles of that city, where he con-
ducted several of the leading choirs. He was instrumental
in organizing the Glasgow Select Choir, famed throughout
Scotland

Mr. Taggart came to Vancouver in 1912. Here he or-
ganized the Western Triple Choir, now one of the leading

Sherlock
with the
interestod

P, MeFarland, of the
he “extreme loft,  He
employoes, are uetively
nt by cultivating two
choral societies of this city. The Scottish Philharmonic
Society also owes its existence to Mr, Taggart's energy.
His interest in church music was evidenced by his conducting
the choirs at the Grandview Presbyterian and First Congre-
gational Churches, while for the two weeks prior to his
death he had assumed the leadership of the choir at the
Westminster Presbyterian Church. Mr. Taggart leaves his
widow, four daughters, and two sons to mourn his untimely
death. One of his daughters, Miss Jenny Taggart, being
well known as the Scottish prima donna, who toured with
the Sheffield Choir and other organizations throughout Bri-
tain. She also made the world tour with the Sheffield people
in 1911. Mr. Taggart's sudden death will be a great shock
to the many friends he leaves behind to mourn him.

Mr. Bowes, of The Bowes Music House, Hastings
Street, announces that he is confining his business exclu-
sively to the piano trade, and has increased his staff that
he may more effectually deal with it. He states that
the difficulty of getting supplies, the adverse effect of the
war, and of conscription-talk, has led to the elimination of
small goods and musical merchandise from his business.

Mr. Kent, of the Kent Piano Co., Ltd.,, Granville Street,
reports business during the past month to have been steady,
sales coming in very fairly from the outlying country dis-
tricts covered by the firm's agents,

Mr. Switzer, managing director of Messrs. Fletcher
Bros., Granville Street, also reports business as satisfactory
for the past month.

The care necessary in making sales is exemplified in a
case which happened to this firm recently. A lady bought
a talking machine, paying ten dollars down and having the
machine delivered. This she sold again immediately to a
second-hand dealer for forty dollars, but Messrs. Fletcher
Bros. fortunately discovered this at once, and were able to
recover the balance (forty dollars) from the second-hand
dealer. Mr. Switzer understood the lady in question had
similarly bought and disposed of several other machines
from other Vancouver music firms,

Business at Mr. Wm. Thomson's, Robson Street, has
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been fully up to expectations, continuing steady during the
month,

Mr. Kennedy, manager for Messrs. Mason and Risch,
Ltd,, was busy at the time of calling overseeing the un-
loading of a car load of pianos which proved a welcome ac-
quisition to his stock.

Mr. Walter F. Evans, of Hastings Street, reports busi-
ness to have been very favorable. This firm is now prac-
tically established in its handsome new quarters on Gran-
ville Street, though their business at the old premises has
not yet been quite closed up.

A New Cecilian Concertphone

The newest model to be added to the Cecilian line of
Concertphones is a Louis design to retail at $250. This is
in mahogany or walnut, the cabinet design, workmanship
and finish being particularly attractive.

This Louis design Concertphone has either a triple
spring motor or electric motor, the new Cecilian electric
stop and Cecilian tone modifier. It is fitted with albums
for ten and twelve-inch records, and altogether is a most
creditable addition to the Cecilian family.

Has Bought Cabinet Factory

Canadian Symphonola Co., Ltd., Toronto, are now estab-
lished in their new factory at 31 Brock Avenue, where the
head offices of the Company are located. Mr. Wm. Long,
president of this concern, has just recently completed nego-
tiations whercby the Company will in future manufacture
cabinets in their own factory, and will also manufacture
for the trade.

The building purchased was formerly occupied by the
Eureka Refrigerator Co., and has unusually high tellmgs
because of the requirements of refrigerator manufacture
The premises have a frontage of eighty feet on Brock
Avenue and forty-five feet on Noble Street, being L-shaped.
The factory is well ipped with an up-to-date wood-
working plant. There is a freight elevator, excellent of-
fices, and a dry kiln in connection with the factory.
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James P. Bradt Returns to Canada
Columbia Co.'s Canadian General Manager

The many friends in the music trades of Canada of Mr
James P. Bradt will extend to him a cordial welcome on
his return to this country. Mr. Bradt has just arrived in
Toronto in his capacity of general manager for Canada of
the Columbia Graphophone Co.'s interests. This is in line
with a reorganization of the Columbia Co.'s executive re-
cently announced. Mr. Ralph Cabanas, manager of the
Company's Canadian division, continues in that capacity

Mr. Bradt returns to this country with all the satisfac-
tion of an intimate knowledge of the business here, and
having many warm personal friends in Toronto and

Bradt

My Jdu |

Sherlock, of Bherlock-Manning Piano _Go, London, s the
sessor of a valuable Jersey This photo shows the
heing caressed |;> one of the Hherlock-Manning stenographers

Jerney

Whaley Royce Notes

Mr. Holmes Maddock, of Whaley Royce Co., Ltd., has
set the ball rolling for the vacation season by taking a
holiday. Mr. Maddock returns with his usual overflowing
energy quadrupled, and therefore ready to make light work
of the strenuous work of stock-taking which looms up on
the slate for attention shortly,

Some good-sized shipments have recently been received
by this firm's wholesale small goods department, which
were ordered well ahead in anticipation of the fall trade.

throughout the country. He first came to Canada in 1909,
and remained until 1g12. During this time he established
the Columbia factory, which has grown to such propor-
tions. Returning to the United States to pursue other
lines he soon rejoined the Company, and made rapid ad-
vances from one important position to another. When the
opportunity of returning to Canada presented itself he ac-
cepted with a great deal of pleasure. After getting settled
he purposes going over the territory, and looks forward
with pleasure to meeting his old trade friends.

Featuring Par-O-Ket Records ahd Wall-Kane
Needlcs

Regal Phonograph Co., Ltd., Toronto, of which firm Mr.
Edwin A. Stevenson is president and manager, announce
that they have secured distributing rights of Par-O-Ket
records. These retail at 40 cents in Canada. They are
double side, hill and dale cut.

The Regal firm have another announcement that should
specially interest their dealers in view of the condition of
the needle market. They are featuring Wall-Kane needles,
“ guaranteed to play ten records on any phonograph, the
tenth playing as clear as the first." Mr. Stevenson person-
ally endorses Wall-Kane needles, with the use of which he
finds the scratching on the record reduced to a minimum
For display purposes they are packed in a handsome stand
containing five dozen boxes. As it becomes empty the
stand can be refilled, it being a permanent display fixture,




About Puzzle Contests in Piano Selling
Convictions in United States Show Fraud

ACCORDING to the late P. T. Barnum, “There's a

sucker born every minute.” Being in the circus busi-
ness Mr. Barnum's experience was probably such as to give
him good reason for the utterance credited to him. Pro-
bably some piano men will agree with the late Mr. Barnum,
and they might also consider that selling pianos, or any
other commodity, through purchase coupons and puzzle
contest plans, is akin to circus methods.

The Journal believes that any piano man knows of peo-
ple—ordinarily sane—so simple minded that if they re-
ceived a nicely lith p paper, r bling a cheque
good for one hundred dollars on the purchase of a piano,
they would try to deposit it in the bank or buy potatoes
with it. To people so credulous it naturally does not occur
that there are thousands of others equally so, and that thou-
sands of others can just as casily solve some silly little
puzzle and send the answer off to the great benefactor, the
piano house that extends the privilege of buying a piano,
the price of which is shorn of all advertising cost and
profit merely to introduce it, etc. Such guilelessness does
not suspect that the very advertisement presenting the pro-
position must be paid for by someone, and that piano prices
are not so elastic as to allow prices to be cut in two and
the face amount of a “coupon” deducted.

If the statutes of Canada include no provision making it
a crime to trade on public credulity, it is surely the pre-
rogative of the trade associations to busy themselves in
an endeavor to have such provision made.

Puzzle contests are not in good odor in the piano trade,
nor in any other trade. They are disapproved by dealers

in all lines, and it is ble that the ful and out-
standing merchants in any line have built their business
career upon legiti h and dignified hod:

The press of Canada has high principles in this connec-
tion, and for a newspaper to refuse what its management
iders a misleading is not unusual. In
fact the Journal understands that the attitude of the press
was the means of strangling a certain proposed extensive
piano selling puzzle contest in Ontario because of it being
disapproved.

“* Economic Advertising,” of Toronto, has considerable
to say regarding puzzle contests in merchandising of which
it does not approve. An article in the April issue includes
a reference to a piano selling scheme put on in Quebec
Province, and “ which,” * Economic Advertising " remarks,
“on first hearing appears suspicious enough, but on further
investigation makes clear the position the local press and
council, or the Government, should have taken in the
matter.”

The article then explains the method so familiar to
the piano trade, in which by means of an extensive ad-
vertising campaign the public is to be so interested that
many replies will be sent in giving the solution of a puzzle,
the reward being a coupon for so many dollars, good for
its face value on the purchase of a new piano in the sale
being held.

The journal named describes at some length a sale put
on by P. T, Legare, Ltd, of Quebec, and reproduces one
of the “cheques,” which is filled out for $109.

“If one dealer can afford to spend a certain sum in order
to sell a given number of pianos by giving cash to maga-
zines, bill-posting companies, etc., why cdnnot we afford
to give the same amount in credits to the purchaser, if it
will accomplish the same result?” quotes “Economic Ad-
vertising,” and proceeds:

“And therewith they proceeded to furnish the public
(oh! yes, through pzid-for newspaper space), a simple
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ing contest, all

contestants to which would
receive a cheque ranging in value from $75.00 to $125.00,

to be accepted by them as part payment on the purchase
price of a new piano. They freely admit they received
thousands of repl,

Marvelous Philanthropy

“They even go so far as to disclose the amount of money
piano retailers squander on advertising, and thereby how
much they themselves are prepared to sacrifice for their
customers' benefit. At a previous le, so the literature
says, one salesman sold fifty pianos in one week. There is
no information as to how many salesmen were employed
at this last sale, but conservatively estimated at three, for
0 large a firm and so important a sale, the total number
of pianos sold should be 150 a week, according to admitted
records.

“Operations were commenced some time last Decem.
ber, and on February 23rd they were still issuing cheques.
Supposing the sale covered a period of only eight weeks,
P. T. Legare, Limited, should have disposed of 1,200 pianos.

“Now they ask the question: ‘How can other dealers
afford to spend more for one item of advertising than the
total amount of our credit drafts during the entire sale?”

“Basing the amount of the average free cheque or credit
draft at $100.00, other individual dealers apparently spend
in excess of $120,000.00 on advertising—the amount which
this firm was presumably prepared to forgo during this
sale, for the benefit of its customers,

“Only $120,000.00.

“But P. T. Legare, Ltd., excel in generosity. Over and
above the free cheques they distributed among contestants,
they gave away absolutely free, at least one brand new
piano. More than that, by making a cash payment of
$25.00 contestants would ‘be given free a beautiful seven-
jewelled, gold-filled watch, case warranted for ten years’'
They also credited to out-of-town contestants ‘train fare to
Sherbrooke and return’ What is more: included on a post-
script on their form letters: ‘As an extra prize the judges
have awarded you a two-year course (100 lessons) by cor-
respondence in the Northwestern School of Music, Mil-
waukee, Wisconsin, U.8.A."

Yes! Who Pays?

“The point is: If the purchaser ‘ultimately’ pays for
the advertising carried on by other dealers and makers,
then who ‘ultimately’ pays for the advertising of this con-
test placed in all the daily and weekly papers of this con-
cern's sphere of operations? Who pays for the special
circular letters, pamphlets and folders issued? Who pays
for the clerical work and postage on same? Who pays for
the printing and value of the free cheques issued? Who
pays for the prize piano given away free? Who pays for
the gold watches, and the courses of 100 correspondence
lessons? Who pays for the railroad fares to Sherbrooke
and return? And without considering any profit to be
allowed P. T. Legare, Ltd., who pays for the promoter's
stipend?

$1,000 Reward

“Some shrewd, far-seeing calculator will probably say
that all these items are covered by adding them to the
original retail prices of the pianos to be sold. Don't be
so foolhardy as to imagine this obvious suspicion was
overlooked. In their ‘rgrg copyrighted, all rights re-
served’ li e they incingly call your bluff:
‘$1,000 Reward. Some dealers may possibly say to you that
we have raised our regular prices enough to offset the
amount of your cheque. We will give YOU One Thou-
sand Dollars if such dealer or person can prove this. Ask
him for affidavit and proof.’

“Naturally, when this sale was brought to the attention
of ‘Economic Advertising' the editors made inquiries on
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this point direct with one of the manufacturers, whose
pianos this firm was quoting. What we learned would
provide most interesting and valuable reading.

“It is now reported that this same ‘copyrighted’
scheme is about to be worked in one or more Ontario cities,
presumably by the same able promoter. The Piano Manu-
facturers' and Retailers’ A iati the Canadian Press
Association, and the law concerning fraudulent advertis-
ing should make up a rather warm reception committee if
such a scheme is ever attempted again, either in Ontario
or any other province of the Dominion.”

Government Convictions Show Fraud of Piano “Puzzle
Contest” Advertising in U.S.

The United States Court at Baltimore, Md., has dealt
a blow to picture puzzles and the purchase coupon” in
piano advertising and selling, which is the beginning of
the end of this kind of selling.

On January 11, John W. Sprinkle, Owen C. Moore, Wm.
H. Stever and Edwin N. Thorne were found guilty by a
jury of using the mails to promote a fraud by the use of
purchase coupons.

John W. Sprinkle, sole owner of the Grand Piano
Company, which has done business in Baltimore, Md.,
Richmond, Va., Toledo, Ohio, Cincinnati, Ohio, and other
cities, was sentenced to eighteen months in the Federal
prison at Atlanta, Ga., and Moore and Stever, employees,
were fined $200 and $100 respectively. Edwin H. Thorne,
an employee who pleaded guilty and testified for the
Government, was fined $20. '

The Government showed that purchase coupons pur-
porting to be cheques for $125 and $102.50, were given to
all who solved the picture puzzle appearing in advertise-
men of the Grand Piano C The adverti:
showed a “war puzzle,” which was an illustration of a
“French Red Cross Dog,” and contestants were required
to find five “dead soldiers.

It was shown in the trial that 32,000 people sent
answers to this puzzle from Baltimore and surrounding
territory. Fifty solutions were artistically done in pillow
covers, burnt wood, etc. Ten grand prizes were adver-
tised—a $400 piano, diamond rings, watches, etc. These
were given, but the whole collection was shown to be
worth no more than $250, including the piano.

The Government showed that the prices of pianos were
marked up to take care of the amounts called for by pur-
chase coupons. One coupon holder paid $495 and her cou-
pon for a player piano stencilled as worth $600. The
Government showed that this piano cost the Grand Piano
Co. $150. Another customer gave her purchase coupon
and $392.50 for a player piano stencilled as valued at $600.
Thorne testified that these purchase coupons were worth
“less than nothing.”

The Government showed that a piano offered to the
holder of a purchase coupon at $327 was priced $247 to a
prospect who tried to buy the piano without a coupon.

Chas. A. Dall of the Ward Piano Company, New York,
testified that he sold Sprinkle two pianos for $72, each of
which was stencilled $300, and he sold Sprinkle fourteen
pianos for $75, each of which was stencilled $350.

George C. Honkelman of Woydig & Honkelman Piano
Co., New York, testified that he sold Sprinkle pianos at
$71 to $75, on which were stencilled prices three to five
times as high as the cost of the instrument. Honkelman
stated that his company has about fifteen different name:
which it stencils on pianos, as desired by dealers. .

Thomas B. Th of Culb Dicki: Piano
Company, Chicago, testified that he had sold Sprinkle
fifteen pla; pianos at an average price of $150 each.
They were stencilled with a selling price of $600 each.

Thorne, the employee of the Grand Piano Company,
who testified for the Government, described a piano used
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for advertising “bait,” priced at $84.50, as a “goat” piano.
He said it was tuned down so badly that when played no
one would have it, and it was used to get customers into
the store, so they could be switched to pianos of higher
price. Thorne described this and other unscrupulous
tricks of special piano sale promoters, who are finished
-in the arts and wiles of dishonest selling practices.
“Don’t smile—be cold-blooded, and make the people
think you are giving them something,” was one of the
rules laid down to Thorne by his employer, Sprinkle,

Howard M. Elbridge, Jr., trading as the Winter Piano
Company of Harrisburg, Pa., has pleaded guilty to the
charge of using the mails to defraud in connection with the
sale of pianos by the “puzzle contest” purchase coupon
method. On January 10, Judge Charles B. Witmer of the
United States Court of Williamsport, Pa., sentenced El-
bridge to pay a fine of $s00. In passing sentence Judge
Witmer stated that persons perpetrating such frauds
would in future be severely sentenced.

In obtaining these convictions against the Grand Piano
Company and the Winter Piano Company, the United
States Government has rendered an inestimable service to
honest piano dealers, legitimate advertisers, and the public.

The piano dealers of America are to be congratulated
upon upon the fact that the action against the unfair and
fraudulent advertising of the Grand Piano Company was
investigated by Joseph M. Mann, chairman of the Vigilance
Committee of the Piano Merchants' Association of
America.

Inspector Brill and other. of the Post Office Depart-
ment, and the Music Dealers’ Association of Baltimore,
were identified with the pr

In this trial one of the chief arguments of the defence
seemed to be that “others do it.” In fact few reputable
piano houses in America have resorted to the use of puzzle
contests and purchase coupons to get business. The
schemes always have been unfair and unscrupulous. It is
indeed fortunate that the Government has placed the mark
of fraud clearly upon all such reprehensible practices.

New Universal Rolls
The following new player music has been issued this
month by the Universal Music Co.:

SONG RO OTE
21 Af:gl l"ll-.lllt Fox trot, Juss wrrangement, Wm, H
nrrea $i% ot

Price

4 " it .8 96
2167 America, s My Boy. Onestep. Jass arrangement
Arthur Lange .. ... oy " .8
2237 Dixie. Daniel Emmett Hidi 72
2199 Bver Did. Al Plan 80
2201 God Save The e |
2177 T Can't When You're Around. Fox trot. Juss ar
Harry Israel .. A P )
World and Its Gold. Al Piantadosi.. 90
Shame That We Have to Grow . One step.  Jass
arrangement, 96
264 It's Time For B Onestep,  Juss
arrangement, . T
3 in the Moonlight Mandy Lane. One step.  Jass
arrangement,  Wm. J. MeKenny . 0o
5 l“_rohhonl Girl.  Fox trot.  Juss arraugement.  Harry .
e Sersas . 20
9 Oh P Oh Papa. Fox trof. Jass arrangement.  James
] nley .. . .96
5 Pull the Cork Out of Erin. One step.  Jass arrangement.
Fred Fisher .. . ‘ 14ane "
7 Rolling in His Little Rol Ohair.  Fox trot. Juss ar
s SRt Halsey l:nll‘n.».lr‘ Hon' B Baske’ sees o gu
ver Threads . Hart P, Danks t5 0
2261 Somewhere on )r:u'-y. Fox trot,  Jass arrangement,
Hurry Carroll P 5 - )
2208 Star 8 Shsramasses 72
2165 There's Something About You Makes
trot.  Juss arrangement. Arthur La o
2254 When It's Night-time in Little Ttaly,
rangement. ~Fred Bowes 90
2248 Yankee Doodle .. 72
THEMO!
A Beale Street Blues. Fox frot, W, Handy 2]
2082 V. 3 atown. One step. MeCoy and
103918 Oid. Fimers’ ‘Walis ‘Medle AR 2
808 s’ 120
403212 Poet's Vision. Walts, 8. Deut v 60
700096 Vietory March ’ i . 120
METRO-ART—88-NOTE— HAND-PLAYED
208176 Oaprice la" James P, Johnson Seasesnaes . 80
201498 omu-. ire. In Ye Olden Charles E. Le
U RO Seren s v .
208044 Radium Dance. One step. Jean Schwarts 60
203108 Valse Coquette. Waltz. W. C. Powell ... ... . 102
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ASCHERBERG, HOPWOOD | | JOSEPH AV_VJQI;I‘:!“AMS Ltd.

OF PIANOFORTE MUSIC
(Easy to Moderately Easy)

Prices Ne
CERTAINTIES FOR THE TRADE. A. C. MACKENZIE s
Jotings."' in Two Books, Op. 84 ench 2 0
ERNEST NEWTON
SONGS Country _Life 2 0
FELIX SWINSTEAD ) i
DREAM BOAT . By IVOI’ Novello » Six +‘nir'i:|' Children (1st set) Op, 22 ;1 e
(From See Saw, Composer of 'Till the Boys Come Home Two Egyptian Sketches complete 1 6
Comedy Th. London. i.e., Keep the Home Fires Burning THq,'MAS!"- DUNHILL h :
STEPAN ESIPOFF
BELLS OF ST. MARYS, By Emmett Adams Mayflowers (Bix Pioces) Without Octaves
Composer of God Send You Back 1o Me. MARY LOUISA WHITE e
C

MY HEART’'S IN MY HOMELAND
By Kennedy Russell

Mus. Director of the Pavilion, London

JOGGIN' ALONG THE HIGHWAY

Words by Arthur Anderson

Holiday Time (8 Little Picees for the Young) 1 6
By Harold Samuel LIONEL ELLIOTT -
A een Attle ‘reludes 1 0
ASCAL

p— FLORIAN P
16 MORTIMER STREET, LONDON, W., ENG. N Y s . %

Canadian Agent
LEO. FEIST, 134 W. 44th St., New York.

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

House of Chappell

Established 1811

SPECIAL “Your Eyes Have Told Me So”
NOVELTIES S Mkt T

Dramatic Music for Motion Picture Plays. By Joseph Carl Briel, 75c.
Piano Solo (or Organ), also published for Orchestra

“Perfect Melody” - Piano Solo . Geoffrey O’Hara, 60c.

“Medusa” Waltz - . . . Armand Vecsey, 60c.
(Composer of * The Waltz We Love ")

NEW SACRED SONG
“Cast Thy Burden” . . . . Bernard Hamblen, 60c.

Dealers: Send for sample copy at special rate

Excellent Songs Readily Selected by the Profession from Recent New Issues

Good Morning, Brother Sunshine, Liza Lehmann When the Dream is There - Guy D'Hardelot
! A Song of Love and June - Guy D'Hardelot ItIs Only a Tiny Garden - - Haydn Wood
Any Place Is Heaven If You Are Near Me - Hermann Lohr

CHAPPELL @ CO0., Limited **" "85 t=eT | Lonnox  wew vor
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Choosing Music for the Pupil

SALESHEN who serve music teachers will appreciate
this type of customer described by a writer in the
Etude:

Scene: Music store in town of B,

Time—One Saturday morning.

Door opens violently—a lady teacher rushes to the
clerk.

Teacher—" I want a piece of music for a pupil.”

Clerk—" What kind of a piece and what grade, madam?”

Teacher—" Oh, I guess about the third grade. Just give
me the prettiest piece you have, and please hurry, because
I have only a few moments’ time.”

Clerk—(Brings one sheet of music and hands it to her.)
“How will this do? This is one of my best sellers.”

Teacher—(Glances at the piece hurriedly.) * This will
do. It must do, because I am in a hurry and have no more
time to spare.”

The one relating this incident adds: “ Now, what do
you think of this method of selecting music for pupils?
How is it possible to select the proper piece for a pupil
in half a minute? It is impossible, because too many things
must be considered. First—the grade of difficulty; second
—the pupil's temperament; third—the possibility of the
hand and fingers. The last is a very important point that
must not be overlooked, because one single phrase can keep
a pupil back months trying to learn a piece. It takes a
great deal of thought, good jud, and sense in.
selecting the proper music so as to have the pupil make
rapid progress. And I leave it to your imagination if all
this can be done in half a minute. When you buy clothes
you are very particular about the fit. You don't hurry your
selection. The same method should apply in selecting
pieces. The piece must fit the pupil from every technical
and musical standpoint, and this certainly takes time and
thought.”

The Origin of Ragtime

lN making the statement, as so many foreign musicians do,

that ragtime is essentially American, one must remem-
ber that it is so only because the Negro is American, Rag-
time is mainly a product of Negro art. It is the rhythmi.
cal, syncopated song that he has brought over from Africa.
It is the song that his ancestors sang in the moments of
frenzied worship, festivity and riot. It has a charm in its
beat that harkens back to the swaying bodies of the savage.
This is the cause of its popularity as dance music.

The reason it does not take a higher position in the
art of music is because it is not lasting in its charm. A
popular song of to-day will be unknown three months later,
whereas the songs of the great composers never die. This
is due to the fact that the Negro is comparatively young.
His civilization is one of a few scant centuries. The one
of the white man is that of thousands of years. The latter
has passed through the weathering and refining process of
time, while the former still stands forth in all its crudity.
The music of the Negro is not vulgar, as is believed by
many supporters of the old masters of music. David

Mannes, the well-known violinist who has made an inten-
sive study of this phase of music, holds the most con-
vincing brief in defence of it.

“ Ragtime,” he says, “is not essentially vulgar, though

its text and harmonic Sequence sometimes may be. The
Negro himself is most sorrowful that he is thought the
producer of vulgar music. To my knowledge, no Negro
has ever written to his music words to which anyone could
take exception. Where wul, ity occurs in songs attri-
buted to colored men, it is invariably some white man who
has superimposed it. Furthermore, you must acknowledge
the Negro's sense of poetry.

“To be sure, he is not now developed, but 1 would set
no limits to his future growth. Recognizing his human
qualities, who would deny him divine rights? If you deny
these human qualities, then of course you deny the divine
attributes. I combat most earnestly the theory that the
Negro's capacity for development is limited.

“Not having had the opportunity to develop a music
art of their own, our colored citizens must become ac-
quainted with ours. There the difficulty lies, because they
must retain their natural genius and make their own music.

“Having no framework of their own upon which to
build, their faith must rest upon Bach and Beethoven and
Brahms.”

S

i

“Music to hear, why hearest thou music sadly? 4
Sweets with sweets war not, Jjoy delights in joy.”
—Shakespeare.

O 101 " i

The Violin Bridge

THE bridge is a very important feature of the violin, and

must be in perfect condition if the violin would sound
at its best. The violin bridge in its present form was de-
signed by Stradivarius. Writing of it a contributor to the
Etude says:

“The bridge should be made of maple, of the finest,
driest and most sonorous quality. The tone is affected to
a certain extent by the hardness or softness of the wood.
The feet should fit the arch of the belly perfectly, in order
to conduct the sound perfectly from the bridge to the
belly. It requires a skilful workman to cut the feet so that
they will thus adhere.

“ Bridges vary in size to fit 14, Y4, Y%, %, and full-sized
violins. The bridge must be of the proper width so that
the right foot shall rest directly over the sound post, placed
in its normal position, and the left foot over the bass bar.
Most violin makers make their own bridges, so that the
exact width is obtained. The bridge must be of the correct
height so that each string lies at the proper distance above
the fingerboard.

“If the neck is attached to the violin at an incor-
rect angle, so that an abnormally low or high bridge
is required to make the strings lie at the proper
height, the repairer should correct this defect. A high
bridge gives a more brilliant tone than a lower one, since
the higher bridge results in an increased pressure of the
strings on the belly. If too thick, the bridge should be
cut down, as the relative thickness or thinness of the bridge
give different qualities of tone. The notches in which the
strings lie on top of the bridge should be very slight, for
if too deep it has a tendency to mute the strings. The
curve of the bridge should be made so that the A string
shall lie slightly above the level of the E and D, and the
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The Steadily Advancing Market and Conditions
Governing Supplies

All argue the advantage of placing your order now
for musical merchandise with

’ .
Canada’sGreatest Music House
Established 1888
Look over your stock of these goods and let us

know how many you require:

UKULELES HAWAIIAN GUITARS
FLAT BACK MANDOLINS

BANJO-MANDOLINS, VIOLINS,

VIOLIN CASES AND ACCESSORIES

“IMPERIAL” STRINGS FOR ALL INSTRUMENTS
“IMPERIAL” BAND INSTRUMENTS

“IMPERIAL” BUGLES AND DRUMS

In Sheet Music we have the hits—and all the hits;
also " Imperial * 50.cent edition has no equal.
Every book contains the choicest collection obtain-

able anywhere.

WINNIPEG, 51 Fort Streer

Watch for our Monthly Bulletins,
are REAL SPECIALS

Whaley, Royce & Co., Limited
Contractors to the British and Canadian Governments
TOIONTO. 237 Yonge Street

They list “Specials” that
at prices that will save you money.

Flit Tack Mandolin

ENOCH & SONS

Recent Successes
“SPFJ-'J) THE PLOUGH” Easthope Martin

Keys Eb, F, G

“CARRY ON” ... ' ... Elsa Maxwell
Keys D, E, F

il SING TO YOU" ««...Jack Thompson
Keys C, Eb, F

“COME SING TO ME” .. Jack Thompson
Keys Eb, F, G

"YOU, JUST YOU" «vo... .. Jack Thompson
Keys A, Bb, C, Db

FARE YE WELL MY BONNIE LASSIE

Jack Thompson
Keys G, Ab, Bb

“DOWN HERE" ............ May H. Brahe
Keys Eb, F, G

“A JAPANESE LOVE SONG”
H. Brahe

Ma,
Keys D minor, E minor, F minor, g minor

“BRIAN OF GLENAAR” .Herbert Graham

F minor, G minor

Published by
Enoch & Sons, London, England

and
The Anglo-Canadian Music Co.
144 Victoria St, TORONTO

Selected List of New Songs

GOD BRING YOU HOME AGAIN
(Jack Trelawny)

ROSEBUD (Frederick Drummond)
IRIS (Gwynne Davies)
COME HOME TO ME (Harry Hagut}
THE CALL (Herbert Oliver)
O DAY DIVINE (Herbert Oliver)
FAIRY REVEL (Herbert Oliver)
THE SCENT OF SWEET LAVENDER
(Herbert Oliver)
BUY MY LOVELY ROSES (Cecil Baumer)

THE LOVELIGHT IN YOUR EYES :

(Charlwood Dunkley)

SLEEP AND THE ROSES (A4rthur F. Tate)

COME BACK SOME DAY (A. F. Tate)
KEEP YOUR TOYS, LADDIE BOY

(A. W. Ketelbey)

J. H. LARWAY

14 Wells St., Oxford St., LONDON W., England

Selling Agents for Canada:
THE ANGLO-CANADIAN MUSIC COMPANY, 144 Victoria 8t
TORONTO
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D string slightly above the level of the G and A. If too
flat it will be difficult to avoid playing three strings at
once. The notches on top of the bridge should be cut at
exactly the right distance apart.”
uM USIC is a fundamental thing in human nature, and it
should be taught sensibly in all homes and in all
-chooll -nd colleges; not that everybody should be made
a p perfor: h forbid,” says David B
pham, who is well known to Canadian audiences. * But
the people at large should be brought up with this beautiful
thing, and know about it and its maker and executants, and
be able to sing and play for th lves in an intelli
manner. In this way—if educators could but realize it—
great good will result to the world, as great, if not greater,
than by the study of many things which are in the list of
requirements for every person who is educated at all.
Music is a necessity, and should be so considered from a
scientific standpoint.”

What have you as an individual done indirectly to
create musical atmosphere? Have your efforts been con-
fined to developing direct sales? Have you endeavored to
get the public and High schools to recognize music? Are
you creating musical desire and spreading the gospel of
music as so many are doing by recitals? Have you con-
vinced yourself that you are in a business of supplying a
necessity?

NEW MUSl

Music and Human Nature

Copyrights entered E
™t Ottawa |

32876

A

8 Oall.  Words by Mrs. Thos, P Music by Art

a2879 llnymt1 Out in Courcelette To-n: Words by John
mm h) mr.d u re

rson, Nia

areh ‘‘On to
gnrn Falls

Meet at the Station,
You M

nr Words by Sam M
usic by

Lewis and Joe

Suyd
5 Yl'l .“!!cl" Dllll By E. Ray, Goetz, Joe Young and
ing
Thy ) Two Eyes in Dixie. Words and music by Trving
orlin,
Qours pratigue de Ventriloguie. Par 1. K. A. Clouti Quebee
‘A Khaki Iﬂ ' Words and music by A. Roger Collins. Mount

Forest Onr

a a8, One st Ih Ibun Richardson

\ 2892 r Country nnJ mtry. Words and music by Trving

RELU ln‘n‘ nf the Oarnival, Words and sie by Wilson MacDonuld
neouver

12807 Marching to the

"M’ Words by J. U. Tunner, Lancaster, Ont
Musio by . Ha

12000 His Name' Words by Sergt, J. Bruno,
)M wie by Bomber H. Ros d Batt, CEF). Ar

‘..nn (\ Gray. H. Ros to.
12902 ds by Will D. Cobb by Gus Ed

Limited, Turt

Compuny
By H HBee.  Arranged

12003 i Pree.
W. Hughes, Hix Master's Voice, Limited, To

orchestra

by A mto

12006 ﬂcn L lo More Harmony at Home Sweet Home. Words by
M. Lewis und . Munn by Ted Snyd Ir

12014 loke hu- GH
B O Hillllm Lieut. B,

12015 m the Flag. Words and musie by Charlie H. Taylor,

7
ltl 'l't-n for Every Iny to Be a Soldier.

AR Words by Alfred
Hryan. usie Harry Tierney

42050 Sinbad Was in B Words by Stanley Murphy, Music by
Hurry Carroll

42040 Privolous Moments. Intermezzo. By Hurry

12041 Back ipperary ords by T Music by

Albert (iumM
42042 The Swi

Song I Ever Heard. Words l., (..m--l- n Mug
gle Music h: Capitola R Muggley and C. R.
¥ l’ l'm Hawail By Bernard Fay and (h-rlun Rnddv
Hello Bill! Wnrdu and music by l)mr N, Gre
5 m I.ﬂ Walk, Vords and musi L Hel-
Bring Ilc & Girl. Words by Bert Kulmar. Music by Archie
Gottler.

The Iun 1 lu of Hawail the Better I Like New York. Words

by Ber wr.  Music by Archie Gottler.

Dtlr Oll Ioll ‘Words and musie bl, Arthur Mlnln
-| go\ lack to Idaho. Words by Dave M. an, Iulhr by
30

The So the Righteous. Anthem by Edward . Miller.
Anglo-Ca: -n llum Publishers'  Association, Hlnllud. Lon-
don, Engl Toronto.

22054 The Spirit of 8 ime. (L'Esprit du Printemps.) Waltz by
Maltille Merenith: Anglo-Canadinn Muble Publishers' Asocin
tion, nmum London, England, an nto,

22059 ly Y s Girl.  Words by Alfred Bryan. Music by Harry

n

Words by Alfred

#2060 Our Little Mountain
Bry Music hy 4
i1 Lows

is
Murphy

Home 1.- lmturun
Whole Wolll Round
Music I-y Herman Paley

Words by David B, Redford

Words by

Words by Stanley
Musie by Rich

ard A Whiting.
other " Alfred Bryan. Music by Her

man Puley

2064 Rose of Waikiki \\'urd. by 4. E

urnett .ud .Iu. A. Bu
on I

Dempsey.  Music by Earl

J2965 Wh Iu vmu and Blue. Words by Grant
Clarke. Hn-u h)

42969 The Union Jack for b) George Me Music by
Maurice E. Ry and Maurice Engeveld Rygg.

&K
Alberta.
he Best

of All u\ vnllmn u Perving,
¥ My Sunshine ALl the While. By William
82976 :a of Akn“ :\nrd» by Alfred Bryan and Willie Weston,  Music
Juo
077 Ia' Oan I Forget When The) 8o Much to Remember? Words

and music by Trving Berlin.

i 0O O

Music adds new and Im‘bur colors to experi-
ence. It frees us from bad feelings, gives us a
fuller life, makes us expressive. It is not, therefore,
for the few alone who have talent, but for all.—C.
E. Partridge.

e —

My Heart's in My Homeland
One of the promising new issues by Messrs. Ascherberg,
Hopwood & Crew, Ltd., London, is “My Heart's in My
Homeland." Words by Edward Lockton and music by
Kennedy Russell. The chorus as follows:

CHORUS (ssraci march-tme)

SR =

The  woridy dark and  lose Iy, b

&

When

some day o o

s

i (2w time oniy)

SF="1U7

T et Whereihe doat
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THE BELLS OF ST. MARY'S

Recently issued by Ascherberg, Hopwood & Crew, Ltd.,
London. Here is the chorus:

SUCCESSFUL
——SONGS —

“IN GODS OWN KEEPING”
E
Kele D, Eb, F.
“SAILORS OF THE KING”
By Theo. Bonheur
KeysC, D, F.

“PLL SING TO YOU.” By Jack Thompson
Keys of C, Eb, F

“THE HOME BELLS ARE RINGING”
By Ivor Novello
Keys of Eb, F and G.

“VALE” (Farewell). By Kennedy Russell
Keys of F, Gb, Ab Bb.

“SOME DAY YOUR VOICE WILL
ANSWER.” By Wilfrid Virgo
Keys of Db, F and G.

R G
f"u ‘I“ i;“’;”;‘.‘f
),.3 i ;' g g '

’Jéw.- =y 5|

true loves, Whe come from

#i i ,nm|
9f 4 IJ =1

I
“FARE YE WELL MY BONNIE LASSIE” | '
Keys of G, Ab ot Bh. I I T IR B o
“TILL DADDY COMES HOME" SEE (RIS, { !! # 1&&}31
Keys of Eb, F and G. %5555 54!4 5F§F§ ,
“CARRY ON” By Elsa Maswell
SUERIE . Sy p oy
“ Bells of M - h, AN be e e call - ing The
e of C i e Do e i Jf f==f I} -4 J‘ = J
“GANG AWA’ BONNIE LASSIE” (, p it ; . it ;f

Keys of G and A.

PIANO SOLOS tr; Hy L.L‘ii JIJ g A;"I;_f:{’"il
‘ ............................. ’F ’ f ;” ‘ ; ’
et ]E»g T4 Hé r F J

g ] ................. T e i =ttt =
We have a large and complete stock of lov - ad. When red lesves are ing fove bells shall
s ol B et ok s IE, IH HH 91¥ e J

3*;*5*454354

The

Anglo - Canadian Music Co.
Limi
144 Victoria St., Toronto .

Sole Agents for
Edwin Alhdo\m Ltd., Enoch & Sons, Leonard & Co.,
. H. lAnuy and other Houses.

-" —=— gy

HIEAT N
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The Modern Method of Publishing Sheet Music

An Interesting Description of the Different Processes
Which Are Uséd in the Production of Sheet Music,
from Music Trade Review

ANY members of the trade, those not engaged in the

actual production of the music, frequently fail to
realize the many processes that the music must go through
between the manuscript and the finished product ready for
the dealers’ shelves.

Upon reaching the printer the music, as arranged, goes
into the hands of the engraver. The s alled zinc plates
now in use in engraving are an alloy of zinc and lead, the
latter metal adding to their malleability and toughness. A
plate being first laid upon the inclined engraving desk (at
which the engraver sits with his face toward the light, to
enable him to see the leastiscratch on the polished metal),
the staff lines are scored across it with a five-pointed claw-
shaped graver called a rastral; for drawing these or other
long vertical or horizontal lines a steel ruler (T-square) is
used. Having this base of operation the engraver, with the
manuscript before him, marks off, by a light scratch on
the upper line of each staff, the proper space for each note
or other character to be engraved on that staff. This is
done with a sharp-pointed pair of dividers, Where words
accompany the music ample space is allowed for them.
This preliminary marking off is done by eye, a skilled work-
man being able to calculate the spaces with wonderful
rapidity and precision. As a guide for engraving the bars
and note stems, vertical lines are lightly traced with a
graver and ruler; beside these lines the notes are scratched
with a graver, each note or sign being indicated by a con-
ventional character traced very superficially in the zinc; in
like manner the words are inserted.

When all words and characters are thus outlined the
manuscript is put aside and the process of engraving with
steel punches or dies begins. For each different letter or
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character a separate punch is required—one for a solid
note head, another for a half-note head, a third for a hook,
etc. ghtly raised bar fitting into the scored staff
line and traversing the face of the punch for a note head,
rest and the like permits of its quick and accurate me-
chanical adjustment on the proper staff line before it is
sunk in the plate by a blow of the hammer. For note heads
between staff lines the punch is first set on the plate in-
clined at an angle toward the engraver, so that its sharp
edge lies in the staff line over which the note belongs.
The punch is then returned to the perpendicular and sunk
by a blow, all this being efiected far more rapidly than it
can be described. As everything appears in reverse order
on the plate (as in a photographic negative), the engraver
works from right to left. Long straight lines, slurs, etc,, are
not punched, but cut with a sharp graver following rules
of appropriate form. The slightly raised rims of metal
forced out all around the punched characters are flattened
by laying the plate face down on a flat steel table and
striking it on the back with a broad-faced hammer. Finally
the characters are re-trimmed with punches and gravers.

When the corrected proof is returned to the engraver
any necessary corrections are made by smoothing out the
error, and punching in the correct note.

The finished plates are sent to the printing department.
It was customary in by-gone days to print music from the
engraved plate direct, a slow and tedious process, which,
nevertheless, yielded wonderful results. In direct printing
from the engraved plate it was necessary first to prepare
the plates by filling up the engraved characters with refined
beeswax, which was carefully smoothed off until the surface
of the wax and that of the plate were level. The printing
ink was then applied with a pad to the whole face of the
plate, the wax absorbing and retaining sufficient ink for one
impression, while the superfluous ink was washed off with
a potash solution and again with cold water. The paper
was moistened and retained a clear and sharp impression.

Established 1852 Call Telephone M. 554

Musician’s Demands

Satisfied in every way at our store.

We have a most complete stock of

String, Wood, and Brass Instruments,

also a full stock of Sheet Music.

Don’t forget, too, our expert repairing.
CHAS. LAVALLEE

Agent Besson & Co., of London, En

Pé Guinot & m of Lyon, France.

J ork & Sons, of Grand Rapids, Mich
35 St. Lawrence Blvd. - Montreal

It was y to repeat this method of procedure with
every sheet, but now it is possible to turn out many thou-
sands copies of music hourly.

Lithographic printing of music was another develop-
ment in the progress of the music publisher's art. In this
the basis of operation consists of a species of slaty lime-
stone, obtained from abroad, which receives a level sur-
face by action of a grinding machine. This surface is
polished with sandstone and pumice. There is no other
preparation of the stone necessary, but it must be free
from dust and dirt. The engraved music is transferred
from the zinc plate to the stone by a simple process.

The finished plate, as it comes from the engraver, is
Jaid on a small iron table, heated from below by gas flames
Transfer ink is rubbed into the plate, the face of which is
then cleaned, leaving all the depressions filled with ink.
An impression is struck off on transfer paper and laid face

'CELLOS,

We have an excellent assortment of FRENCH

The quality and price are right.

BEARE & SON

117 King St. West, TORONTO, and London, England

'Cello Bags, Bows and Strings.
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down upon the smooth dry surface of the stone. After
passing through a press the paper is lifted, disclosing a
sharp and perfect impression, in transfer ink, of the mumc
on the stone. On the zinc plate the music reads backward

TRADES JOURNAL

“May Days and Grey Days,” four contrasts for piano by

Percy Elliott—" Lilacland,” *“ Falling Leaves,” * Love's
Serenade,” “ Grey Clouds " sque little t P
ingl ful and in texture. “It's a

(reversed) ; on the transfer paper it reads forward; on the
stone it again appears reversed, and the final unpuulon
on paper reads correctly. The stone is now “ gummed”
with a thin layer of gum arabic, which “ binds " the trans.
fer ink on the stone. The excessive gum is next washed
off and ordinary lithographic printing ink applied with a
roller to the stone, which “takes” the ink only in the places
where the transfer ink already adheres, i.e., the spots oc-
cupied by the engraved music. Now the stone is washed
over (etched) with acid, which is quickly wiped away, and
the gumming and inking process repeated. Any defects
noticed in the impression on the stone are remedied by
retouching with transfer ink or by erasure with the acid
pencil. The stone finally receives a thin coat of gum to
prevent injury and is ready for the press.

$till another method of printing sheet music is that fol-
lowed on the modern cylinder presses. In this method, as
in the lithographic method, an impression is made from the
engraved plate upon a prepared zinc plate by means of
transfer ink. This impression is etched into the plate, and

Gu;t l:on‘ Road to You,"” Francis Adair, verse by Edward
Lockton, is a dreamily pathetic song.

Enoch & Son's Publications—"Ampersand,”
Opinion
The browsing kind of musician should steer clear of
Edward German's “ Countryman's Chorus,” a bold dashing
song such as baritone singers seldom fail to appreciate.
Helen Taylor’s verses, which contrib\ne not a little to its
success, contain some chi ically British
A capital tenor song is Bothwell Thomson's * Moon of
My Heart,” in which the composer gives vent to feelings
at once i d and sy We predict a wide
and abiding popularity for “ Moon of My Heart."
Another appealing love ditty is “ The Shrine.” Soprano
vocalists on the watch for a bright, cheerful solo should
not overlook Douglas Grant's * When Elfland Bugles Blow,”
an enticing morsel, to be sure. Herbert J. Brandon supplies
the words, the trend of which clearly shows that there is
wealth in happiness, if seldom happiness enough in wealth.
Albeit remini at times, Henry Lovell's “ Back To

in Musical

after finishing off the plate and bending it to fit the cylind
of the press, it is ready for use.

After a “run" on the cylinder press the sheets are
taken from the pressroom to the finishing room, where they
are inspected, sorted, folded, stitched, trimmed and bound.

Chappells' Secure the Rights of a Phenomenal
English Ballad Success

One of the biggest ballad successes in England and
Colonies in recent years is the song, “ Your Eyes Have
Told Me 8o,” words by Ada R. Cherry, music by E. Carr
Hardy, published in London by Messrs. Nightingale & Com-
pany. Its popularity abroad is similar to that of the
“ Rosary " in this country; that is to say, it is found on
almost every piano and used by most amateur and profes-
sional singers as an automatic applause winner. The song
is published in three keys as a solo, and in two keys as a
duet, and also for band and orchestra. Messrs, Chappell
& Company, Limited, have just notified their entire trade in
the United States and Canada that they have secured the
publishing and other rights of the song in i

You" breathes forth an atmosphere calculated to please in
a very general way. We admire the composer's love of
simplicity. P. J. O'Reilly’s lines are interesting and endear-
ing; and his thoughts, like A 's rose, are f to
the last. Arthur Meale contributes an amiable song, * Rain-
bow of Love.” While here his musicianship has been re-
laxed it has not been abandoned.

J. H. Larway’s “ Our Pantomime "

Concert vocalists who travel together, making up quar-
tette parties, will find Herbert Oliver's “ Our Pantomime "
exactly suited to present-days needs. The work comprises:
Quartettes, “ Come and See Our Pantomime”; song (so-
prano), “ Princess Love"”; song (tenor), “Hero of Her
Heart"; quartette, “ The Way to Love”; duet (soprano
and tenor), “ The Song of Our Hearts"; song (conmlto).
“ Fairy Queen's Song "'; i scena (bnmonc) “ Demon' - long H
quartette, “ Life's P T
holds himself responsible for the lyrics; and his poetic
fancy has here been brilliantly displayed. He is sportive
withom being wanton, and ardent without being licentious.

song is now published and the other arrangements are in
the press.

For the past few years the House of Chappell have been
making a specialty of their orchestral and band publications,
so much so that this branch of the business has now become
quite an important factor. Their well known Army Band
Journal together with the Auxiliary Band Journal is always
in demand by the better bands.

What British Critics Say of the New lssues

Leonard & Co. Music—" G. L." in The Pianomaker

Howard Fisher's song-cycle, “ Frills and Fancies,” pro-
mises well for a wide popularity. The verse is written in

The ity is the ishing feature of Herbert Oliver's
music. Moreover, the P in exp! hh
ideas in simple, ent h b

commonplace and obvious. Although never overtaxed
technlully. the pianist has an lnterunnl -Inre in the per-
; and al ther “ Our P i gives promi
of a highly prosperous career. Its vim and vivncl!y will
assuredly carry it along.
Joseph Williams, Ltd., “ Berners Edition"

There has been issued the following new additions to
the “ Berners Edition ": Mozart's charming “ Minuet " from
the Divertimento in D, arranged for violin and piano by
R. Corbett; “ First Piano Studies,” Edith Rowland (nine
short tunes in illustration of Tobias Matthay's “ Child's
Plnt Steps in Piano-Playing"); and a further issue of

lloquial fashion, h ly expressing bud-
ding ideas of young femininity under the headi “The
Sidecar,” * Missy,” “ The Boy Next Door,” “ Our Garden,”

“1 Wonder Whom I Shall Marry? "—the composer’s set-
tings of which are commendably tuneful and singable.
There is a considerable demand for copies already of this
capital little cycle, which will largely be increased when
its merry strains become more known to the crowds of
youthful singers for whose pleasure it is intended. An im-
portant addition to Messrs. Leonard’s popular series, the
positions for piano of much melodic and rhythme charm by
the talented writer ltmn lnipol ﬂut tkurvc wide re-

gnition and appreci ing volume is

Progressive Studies,” Grade V1., Book 3, for development
of twcb—vlluble lt\ldiu by such writers as Heller, Ber-
tini, Reineck hhorn, and others. The third
series of “ The Vocal O-rland " includes six Russian songs,
deftly arranged for two treble voices, by Ernest Newton,
the naive and simple beauty of which are admirably suited
for scholastic requirements. The fine edition of the Sona-
tas of Beethoven, phrased and fingered by Mr. Stewart
Macpherson, which Messrs. Williams have in process of
publication, is extended this month by the issue of the
Sonata in B flat, Op. 22, with the usual admirable analy-
tical i duction of Mr. Macph ded to it
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Is this your home? Are you denying
yourself that greatest medicine of the
mind—rich, inspiring music?

How fine it is to be able to sit down
each evening, to laugh with the lilt of
the latest rag, to have one's thoughts
enriched by a great master-classic, to
be cheered in mind by a wonderful
song!

Why should we deny ourselves this
needful pleasure?

Why should we even choose a player

piano on a basis of price, price, price,

Player-Piano

IS THIS YOUR HOME ?

hours—before bedtime?
how to spend that time enjoyably, satisfying!
If only we had the nerve-soothing, heart-
gladdening charm of —music!

INNER over. News of the day all read.
It's been a weary, worrying day. Yet a
long stretch of two hours—two vacant, empty

If only we knew

when the measure of its rich satisfac-
tion is beyond all value.

The better the piano, the better is our
enjoyment, the profounder grows our
love of music, the deeper and worthier
becomes our pride in its possession.

On this basis Gerhard Heintzman
ideals were founded; a beautiful tone
of lasting richness in a piano of in-built
goodness.

The craftsmen of to-day have made its
merit a by-word.

The price is unusually

Gerhard Helntzman low for qualily so

unusually high.

It is this Dominion-wide appeal and the way the Gerhard-Heintzman
all-metal player piano meets it in every particular, that helps make
the Gerhard Heintzman agency more sought after than ever before.

Gerhard Heintzman Limited

Toronto 75 Sherbourne St. Canada
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The Mason & Risch Piano of to-day is the artistic

and progressive result of a life-time in piano mak-
ing. Built on correct principles, correctly applied,
it amply satisfies the demands of the most exacting;
it is the recognized leader for style, construction,
quality, durability and all that human ingenuity
may draw from physical science for the enrichment
of piano voice.

When you recommend and sell a Mason & Risch
Piano or Player Piano as “‘Canada’s First and Fore-
most, the Best Built,” the purchaser will set the

mark of approval on your establishment!

Mason & Risch Limited

230 Yonge Street
Toronto
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